






































































































Pricing to Success 

 

A) Pricing  
 

1) Mr. /Mrs. Seller, when we put your home on the market it has to be sold four times. 

 

The first sale is to my peers, the other REALTORS® who are in the market every day. They need 

to be excited about the price or they simply ignore the listing because they view it as a waste of 

their time to show it to buyers who will not pay that price. 

 

The second sale is to the buyer. They are comparing your home to others they are looking at in 

the marketplace.  

 

The third sale is to the appraiser for the bank. Even if we are lucky enough to get a higher than 

market price offer from the buyer, the appraiser compares your sale with the same past sales we 

reviewed and the appraisal usually hits right at market price.  

 

The fourth sale is to family members especially if the purchaser is a first time homebuyer. 

 

2) Mr. and Mrs. Seller, I would love to get you whatever price you desire. Unfortunately, I do not 

have control of the market. Today, buyers and appraisers have access to the same data you do. 

 

3) I assumed your goal was not to be here with this house 5 or 6 months from now. I thought it 

was important to get you the most amount of money in the least amount of time and with as few 

hassles as possible so you and your family can move on.  

 

Was that assumption correct? (Yes)  

 

Because you decide how long you want to be on the market because you pick the price. 

 

4) Let me show you what our research has discovered, then we can talk about your feelings on 

price. 

 

5) I bring the market…and the market brings the price. 

 

6) According to the National Association of REALTORS®, if your house is priced correctly, we 

should get one offer for every 10 showings, and in a normal market, we should get (1) to (2) 

showings per week. If we do not get the showings, the market is talking to us and we will need to 

adjust the price. Additionally, if we have 10 showings and no offers, that is the same as getting no 

showings and no offers, and we will have to look at the price again. 

 

7) Mr. /Mrs. Seller, one of the best things about technology is that it does not know how to lie. 

With the databases available through the county/town/municipality assessor’s office, through the 

MLS, and through our own office, once we enter the specifics of your property, and ask the 

computers for comparable properties, they bring up the hard facts.  

 

If we rely on this data I can assure you that you will not only get a fair price for you home in 

today’s market, but you will get a faster sale as well.  

 

Further, since a buyer and an appraiser are looking at the same data the property has the greatest 

chance to sell and get appraised for a market price. 
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You did want to get the best market price for your home and have it sell quickly, didn’t you? 

 

8) Mr. /Mrs. Seller, when buyers come into the market and meet with a REALTOR®, they give 

the agent their criteria, which includes a certain price range. Now we can put your home on the 

market at the price you would like; however, based on the data we have reviewed, it would be 

$______ higher than comparable properties. Yes, you can always come down; however, I have 

found you need an offer to even begin the negotiating process. When the agent is searching for 

homes in a certain price range, the computer does not know that you will come down.  
 

It only searches in the price range entered; it will shun your price, your home and you.  

You are not paying me to give you input that would get you shunned, are you?  

Can you see how you could be damaged in the marketplace by overpricing your home? 

 

 

B) Overpricing 
 

1) Mr. /Mrs. Seller, we are doing 80% of the marketing of your home right now as we discuss 

price. We could put it on the market at $20,000-$30,000 over market, spend $10,000 a month 

marketing it, rent airplanes to fly banners all over town but it would not do any good because it is 

overpriced. You attract attention by pricing correctly at the outset. That is why 80% of 

marketability is being done while we are having this discussion.  

 

Does this make sense? 

 

2) When you overprice the buyer is lost in the “showing stage” versus the “negotiating phase” 

because many of your potential buyers never even look at your home. They are looking at homes 

in the price range they can afford.  

 

Let me use my negotiating abilities to get you the best possible price, and let’s not lose any 

potential buyers because we are priced too high in the first place.  

 

You do not want to lose any potential buyers by being priced too high, do you? 

 

3) I would rather have an attractive price and get offers you reject because they are not high 

enough than have no offers at all, wouldn’t you? 

 

4) It does not do me any good to list the home at a price where I know it is not going to sell. The 

listing will expire. You will then list it with another REALTOR® at most likely a lower price and 

that will just leave you with a bad taste in your mouth for me. 

 

I am going to give you the best market advice I know to help you get your house sold for the most 

the market will allow.  

 

If my candor and advice is not what you want I would rather us not go forward rather than have 

you become upset with me later. 

 

5) If your home is not priced right, then the people who can afford it will not see it; it will be 

invisible to them.  

Additionally, the people who can afford it will not want it because they are going to perceive the 

home as being of lesser value. 
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6) A Buyers’ agent does not determine what they buy, but they surely determine what they see. 

 

If your home is overpriced, and you are higher than the price ceiling you will not even make the 

showing list. 

 

7) If you are overpriced buyers are going to bounce off your listing like a pinball, and they are 

going to buy other homes in the market that are priced right. 

You will actually help the other homes look to be a better value. 

 

8) Likewise, I can do the most ingenious marketing of your property, but if it is overpriced, you 

are going to think that I am a lousy REALTOR®, and that will not be good for you or me. 

 

C) Improvements 
 

1) Remember Mr./Mrs. Seller, many times improvements were done for: 

 

a) Pleasure, not for resale. 

 

b) Your lifestyle… and they may not fit somebody else’s. The nice thing about them is you have 

had the enjoyment of them. 

 

What I have found is that many times improvements will speed up the sale, but will not 

necessarily bring a higher sales price. 

 

D) Appraiser 
 

In terms of the appraiser I have to ask you a question - If you bought a home and the appraisal 

came in lower than what you paid, what would you do?  

 

(Response) I will tell you what normally happens, the deal falls through and we go right back to 

the drawing board and begin the process again. How would you feel about that? 
 
 

E) The Market Speaks 
 

Please know, Mr./Mrs. Seller, that the market will talk to you. It will tell you whether the price we 

put on the home is appealing or not. If no one comes to look at the home, or if they do come to 

look at the home, and no one offers to buy it then the market has spoken.  

 

I am sure you would agree we want the market to react positively to us - don’t we? 

 
 

F) You Decide 
 

You decide the listing price; you decide how easy or difficult you are going to make it for us to 

show; you decide whether or not you are going to put it in good condition; you decide whether or 

not you are going to offer financing options or, maybe, closing cost credits. 

 

I do not decide any of that and neither does the buyer. You are 100% in control.  

 

Additionally, I cannot make the buyer pay what you want, any more than I can make you take 

what the buyer offers.  
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You are in control; you have the final say over the sale of the house… so how marketable do you 

want to make your property? 

 

G) REALTOR® Broker Open House Tours 
 

Mr. /Mrs. Seller, let me explain about the REALTOR® Broker Open House tours. That is when 

other REALTORS® come by and preview your property. When they do, they are generally 

looking for properties to immediately sell to the buyers they are currently working with, so it is 

important to make a strong first impression.  

 

It is almost like they are putting the houses in 3 categories “A”, “B”, and “C”.  

 

The “A” stack are homes that they feel they must show, the “B” stack are those to consider only if 

they are unable to sell the “A” homes, and those homes falling in the “C” stack are thrown away 

because of their price and condition.  

 

What we need to do is get your home in the “A” stack, don’t you agree? 

 

H) Negotiating Room 
 

Let me tell you why pricing the home so we have negotiating room could be problematic. 

 

Our price has to be attractive enough to get them to see your house first. This gives us the best 

chance to receive an offer. From there we can negotiate. 

 

If we price it with negotiating room we usually cannot even get the buyer to look at your home 

because they have been priced out. No buyers mean we will never have a chance to negotiate. 

 

We have to get them into the house first. From there I will be able to use my experience in 

negotiating to get you the best price.  

 

Does that make sense? 

 

I) You Need the Money 
 

I know you need the money, but I cannot create the market for you. I can not give you that 

money. If I could, I would, but I cannot. 

 

It is no different than someone who wants to sell their stock at $100 per share because they need 

the money and yet it is currently trading at $80 per share. 

 

We all know they will only get the $80 the market is trading at. 

 

J) We're Here to Sell the Property 
 

We are in business together when we list the property. We are not here just to put up a sign. It’s 

way too much trouble and too much work not to get paid. We are here to sell the property. We 

want the same thing. Is that what you want as well, to get the property sold? 

 

 

 

 

marilyn
Highlight

marilyn
Highlight



K) It's You and Me 
 

It is you and me against the market, Mr. /Mrs. Seller. We are both on the same team here - 

strategizing to sell to the market. 

 

L) List the House 
 

1) Let me ask you a question: If I can come up with a price that makes sense to you, if I can do 

that, are you ready to go ahead and list your house tonight? 

 

2) Mr. /Mrs. Seller, I am going to ask you a favor in return. I want a commitment from you that if 

we can get together on the price, based on everything else I have shown you, we are going to go 

ahead and list the house. Is that an action you are willing to take? 

 


