COMMISSION CUTTING OBJECTION TECHNIQUES

1) Mr./Mrs. Seller, if you think about it, if I can’t protect my professional service fees how effective am I going to be at negotiating your sale price.  If I can’t negotiate my own money, I’m probably not going to be very effective when negotiating with yours.  My negotiating strength will work to your advantage.

2) Mr./Mrs. Seller, if I could show you that by listing with me at my professional service fee, you could actually make more money in your pocket, would that get you excited about doing business with me?  Compare your sales price ratio to list price ratio to your boards, if yours is higher that’s how much more money the seller stands to gain

3) “I can understand you want to save money.  But let me put a different perspective on this for you.  You are asking me to reduce my professional service fee to save you 1%.  That reduction is really x% to me.  That represents my profit.  Perhaps I could do that if you agreed to lower your asking price by that same percentage, then I wouldn’t have to work so hard to sell your home.  Let’s do this, let me put my full efforts and expertise into getting you your net price in your pocket.  If I can do that would you have any objections to me earning my full professional fee?”

4) “Let me ask you Mr./Mrs. Seller, what kind of car do you drive?  Would you agree that you could have bought a cheaper car?  But why didn’t you – because you get what you pay for, would you agree?  That same principal applies in real estate.  There are agents/company’s who will sell your home for less commission but that is only because they provide fewer services and less expertise.”

5) I’m glad you asked that, I believe it is an issue in my industry that deserves an explanation.  Let’s look at all the services I provide in exchange for the professional service fee I charge…  Would you agree that any one of these services could result in attracting the right buyer, who is willing to pay you your price.  I could lower my professional service fee if I eliminated some of these services.  But the chance we take is missing that special buyer who sees the same value in this home as you do.  Let me ask you, Mr./Mrs. Seller is that a chance you are willing to take?

6) “Let me clarify Mr./Mrs. Seller, did the other agent say they would list your house for x% or that they would sell it for x%.  You know there is a difference.”

7) “If I were to say yes to X now, that would be like I was fibbing to you when I said 6% was what we charged, and I do not fib about anything.  Quite frankly, that would be the worst way to start a business relationship, and I have a hunch you agree with that, too.  Am I right?  You know what I would rather see us do?  Rather than start this relationship out on the wrong foot, I’d rather see us raise the sale price _____%, and make me work that much harder.”

8) “If you think about it, maybe you don’t really want me to cut my commission.  You see, if I am going to be so weak as to not be able to protect my salary, think how week I would be trying to protect your sales price?  An alternative to that might be, “Of course I won’t cut my commission, because I am worth every penny of it.  Besides, if I can’t protect my commission, how would I protect your sales price?”

9) Have seven dollar bills ready to spread out on the table.  “These seven dollar bills represent the commission.  A lot of sellers don’t realize that when your house sells, the company that sells it gets these three.  My company gets these two.  I spend this one to market your home.  The only one that I work for is this dollar.  And you want me to give it up?  I don’t think so.  Would you work for nothing?”  An alternative is to grab a note pad and sketch out seven pen strokes.

10) “If this were any other business but real estate, I would consider it.  But this business, the only person at this table taking risk now is me.  I have to spend money in advance to market your home and to help you achieve your goals.  Only if we make it to closing, do I get any of it back.  Maybe I would be willing to cut my commission if you would be willing to write me out a cheque to cover my expenses now.  Would you prefer to do that?”

11) Ask the seller if they ever buy name-brand products such as Hellmann’s Mayo or Heinz Ketchup.  When they say yes, say, “See, in things as unimportant as ketchup, you are willing to pay more because it’s worth it, isn’t it?  Well, it’s the same with my commission.  Shouldn’t you be willing to pay for quality on something as major as your home?

12) Have a list of your marketing services handy.  “Here is a list of the marketing services that I provide.  Put an X by each service that you would be willing to eliminate in exchange for a lower commission.”

13) “I have done my research and find that our listings sell on average for 98% of their asking price.  The MLS stats show that the other company’s listings sell for 95% of their list price.  So, by paying me only one percent more than you want to, you actually make 3% more on the sale.  That’s like me paying you a 2% bonus, isn’t it?”

14) “A 1% commission cut represents 20% of my income which I earn getting you top dollar.  If you will come down 20% in the sale price of your home, I would be willing to come down 20% in my salary.

15) “If the other agent is not able to negotiate their own pay cheque.  Don’t you have to ask yourself, how good are they going to be negotiating your home sale?”

16) “Put yourself in my position for just one minute.   You be the realtor.  If you had 3 properties with similar features.  One property you get paid $2,000.  Property #2 you get paid $3,000 and Property #3 you get paid $5,000.  What property would you try selling to your customer?”

17) “Just shake your head, smile, laugh and say NO I don’t work that way.”

18) “I charge as much as I can get.  But because I like you, how does 7 and 3 sound instead of 10 and 5?”

19) “According to my sales history my List to Sale ratio is ___________% That is a 3% higher sale price negotiated than the average realtor in our board.  I sell more than ______% of my listings that I take.  Which is proof that I don’t take listings for the sake of taking a listing.  Finally my average days on market is _______ that is much faster than the board average of _______ days.  You can see Mr. and Mrs. Jones I am able to get you a higher price, in a shorter period of time and with little or no inconvenience.  Any questions?  Let’s get started today.”

20) “Let me ask you a simple question.  If you were needing brain or heart surgery.  Would you hire the doctor that is offering 25% off for his services, or would you pay whatever it took to get the job done right?  I feel your home is as important as your heart or brain.  I believe that you are getting the best price, in the quickest time and the best service for the best value.  Don’t hire the professional that discounts on something so important.”

