Scripts/Dialogues/Questions to use when on a Price Reduction Presentation:

· At the beginning of the meeting:  

Mr./Mrs./Ms. Seller, when I first met with you, and we listed your property “for sale,” you told me that the reason that you wanted to sell was ____________________, and that you hoped to complete the sale by ____________.  Has anything changed for you since our first meeting?

· Mr./Mrs./Ms. Seller, I would like to ask you a question, but I’m afraid if I do, you’ll get upset.  (shut up and wait for them to tell you they won’t get upset).  Well, based on the information I just shared with you, I’m certain that your home isn’t going to sell at the current asking price.  Don’t you think it makes sense to reduce the price to $___________, so that we can cause it to sell?  (they’ll probably get upset here, in which case you can say: I knew you’d get upset!
· Mr./Mrs./Ms. Seller, I understand that you don’t want to reduce your price; you’ve been very clear with me about that.  With all due respect, I trust that I’ve been just as clear with you that it won’t sell at that number – in fact, it won’t even produce showings, let alone an offer.  If you were me, what would you do now?

· Mr./Mrs./Ms. Seller, in my business, I’m constantly forced to have really bad conversations, with really good people.  This is one of those times.  Your property isn’t going to sell at the current asking price, and we need to reduce it to $________.

(shut up and wait for their response, which will indicate an unwillingness to drop the price).  Ok, I understand that you don’t want to drop the price, but do you understand that if you don’t, we’re not going to sell?  What are you going to do, if it doesn’t sell?

· Sam Dodd’s price reduction script.

Mr./Mrs./Ms. Seller, as I have shown you, we are seeing 120 new listings each month.   Only 95 are selling.   Based on this information where do you think prices are going?  (unless they’re on drugs, they’ll answer “down”) Exactly, with increased supply and reduced demand prices are going DOWN!  Knowing this, doesn’t it make sense to price the home at current value and get it SOLD prior to your home losing any more value?  According to Sam, this script works 50% of the time.
· The “Series of 3 Questions:

Mr./Mrs./Ms. Seller, I’ve really done my best here, to help you to understand that I believe that your home is NEVER going to sell at its current asking price.  So may I ask you a question, please?

1. What is your back up plan, when the house doesn’t sell?

2. Is that what you really want to do?

3. What to you hope to accomplish by (their answer to #1 above)?
· When all else fails:

Mr./Mrs./Ms. Seller,  I’ve really done my best to convince you that in order for your     home to sell, we need to be priced at $___________.  But yet you refuse to accept my honest assessment and council.  Is there a reason why you don’t trust me?
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