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Value Added Selling…How to Avoid the Commissionectomy 
WORKSHEET: Scripts and Dialogs 

 
The purpose of this worksheet is to provide the questions and dialogs to use with 
commission objections. This is you last line of defense, not your first. Begin by delivering 
value and maintaining your strength. If you overwhelm them with competence and value, 
then you may not have to rely so heavily on dialog. 
 
The dialog assumes that you follow the P.A.I.D. process to avoid challenging the sellers with 
snappy, flippant answers. 
 

Quantify your difference during the presentation 

The most attractive feature to a buyer previewing an online listing is a large collection of 
quality photos. We take hundreds of professional photos then select a XX of the best to 
post. We also shoot from a variety angles to add a dynamic feel. We then do HDR, High 
Dynamic Range photos to bring out detail in all areas of the photo. If you were a buyer 
looking at these would it keep your attention? How many more online views do you think 
we might get? In your opinion, how might those increased viewings affect your final sale 
price? Do you think that might be worth a percent more? A half a percent? 

Prior to marketing your home we work with you to enhance the condition of your home 
and stage it for maximum appeal so it stands out in the market. We go through each 
sense; sight, sound, taste, touch and smell to make sure your home is perceived as the 
best in the price range. How do you think that affects a buyer’s perception of value. Do 
you think your home could sell for X%  more? 

Divulge commission early 

Mr. and Mrs. Seller, the questions all sellers ask me is about my commission so I thought 
I would address it up front. My commission is X percent of the sale price payable at 
closing how does that work for you? 

Our fee is X%, would you still like to hear what I do to market homes? 

What do you need to hear from me to be comfortable listing with me at that commission? 

Telephone inquiry “What is your commission?” 

Our fee is X%, may I ask why that is your first question? 

Is commission the only criteria by which you will select a real estate company? 

What answers have you been getting when you call other companies? 

Our commission, as with the price of anything, should be compared to the value we bring 
to the transaction. Would you like to hear our marketing plan? 

You really should be focusing on how much we net, not how much we charge. Would you 
like to hear how we net you more? 
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If you listed with a lower commission company but your home didn’t sell, then you really 
wouldn’t be saving anything. 

Proceed to asking them about your situation and attempt to schedule a listing 
appointment. 

P.A.I.D for Objections 

This is the four step technique to use when confronted with an objection. Each step below 
offers suggestions on actions or dialogs. 

Pause 

A total lack of dialog is what is required here, say nothing 

Wait at least six seconds to see how they respond 

A pause is still an active form of silent behavior so demonstrate attentiveness 

Tilt your head in a questioning gesture (Like a puppy wondering what you said.) 

Nod your head to show you heard them 

Make a face that shows you’re pondering their statement 
Pick up your agreement and examine the commission clause 

If there are other parties to the presentation, turn to them as if to ask “what do you think?” 
Acknowledge 

This is not agreement or disagreement, only a statement that shows you heard them 

If you pause too long they may think you didn’t hear 
It can be effective to acknowledge first, then pause 

Repeat or re-phrase their statement or question 

You have an issue with our commission… 

It sounds like our commission is an issue. 

You’re asking about a reduction in our fee. 
So you’ve talked to another company who charges X% less… 

You were wondering if our fee was flexible. 

I do get asked that… 

It’s a common request… 

I appreciate you bringing that up. 

I’m happy you feel comfortable enough with me to raise that issue. 
The commission is a very important element and I want to address it properly. 

In this economy it’s prudent to inquire about our fee. 
Isolate 

Before I address that, is there anything else that is an issue? 

Other than our fee, how is everything else? 

If we were to agree on the commission, are you ready to list with me now? 

The commission is an important issue, are you comfortable with everything else? 

Are you happy with everything else we’ve discussed? 
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Discover 

Why is that an issue? 

Have you asked them to reduce it more? 

How would you benefit from a lower commission? 

So the fee per se isn’t the issue, it’s that you want to net more, correct? 

If you paid a higher fee but netted the same or more, would you be happy with me? 

Why do you suppose they charge less? 

Questions to demonstrate value over competitor 

How much less does the other company charge? 

What time was your appointment scheduled with the other agent? What time did he/she 
arrive? If they were late ask: They didn’t keep their first agreement with you. 

How many homes have they sold in this area? 

Did they have a pre-listing package ready for you? 

How prepared were they for the appointment? 

Answers: how to say “no” 

All your responses should be delivered kindly, gently and with respect 

Some answers are statements, others can be questions that lead to answers. 

I considered cutting my fee to increase business, but it occurred to me that I’d have more 
clients yet less time to service each one properly, so I’ve decided to increase my level of 
service instead of raising me fee. 

My business philosophy is to provide the best service possible. To reduce my fee would 
require me to skimp on those service, and in my opinion, that would harm your sale 
more than the savings you might experience from a fee cut. 

With any professional service there is a range of value as well as a range of fees. If you 
look only at the fee, you’re missing an important part of the cost/benefit relationship. 
You must also look at the benefit to you in terms of quality service, shorter market time, 
increased sale price and less inconvenience during the transaction. Based on what 
you’ve seen in my presentation, do you feel my higher level of service would provide 
that? 

Of course I could cut my fee, but I choose not to compete on price.  

You have many alternatives at a lower fee, but very few at a higher quality. Given that this 
is your most valuable asset, wouldn’t it make sense to hire the best? 

I have one of the best money-back guarantees…you don’t even pay me unless I do the 
job to your satisfaction. 

If our fees were the same, who would you hire? Why? 

If my fee was only a half a percent higher, who would you hire? Why? 

CLOSE 

All of these techniques will be wasted energy if you don’t conclude by asking for the 
listing. 
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You have just itemized X reasons why you prefer me and my company over the other, 
can you see why our fee is a bit higher? Do you feel we’re worth it? Do you think my 
services may make up for this difference in the end? 

So, given the higher level of service I provide, shall we get it on the market now? 

I appreciate that you feel more comfortable with me, so the next step is, that I need your 
signature here and here. 

So you might as well list with the best agent first so let’s get started. If you would, please 
sign here and here. 

Having agreed that I’m the better choice, shall we proceed with the marketing of your 
home? 

If at any time during the listing period you don’t feel that I’m performing up to your 
standards, you may cancel the listing. So let’s get started. 

Car purchase difference method 

Mr. and Mrs. seller, I appreciate that there is a difference in fees charged by these two 
companies. Let me ask you a question about the last car that you purchased. How long 
ago did you purchase (that current car)?  

Seller: X months 

At the time you were making that purchase, were lesser price vehicles available that you 
were also considering? 

Seller: yes, we were looking at others 

How much less was the next lowest priced car? 

Seller: $10,000 

So you chose to pay $10,000 more for your current car? 

Seller: Yes 

Why? 

Seller: Because it had more storage room, a nicer GPS, more horsepower and a solid 
reputation for reliability. 

So you found some features and benefits that added value for which you agreed to pay. 
Do you find yourself in that same situation when hiring a professional to market your 
home 

Another company charges X% less 

Pause 

Acknowledge 

So you have an option to list at a lower commission rate. I appreciate you bringing that 
up. 

Isolate 

That’s an important question and I will address it. But first, let me ask; other than the 
commission, how do you feel about everything else we’ve discussed? Are you 
comfortable with everything I’ve presented? If we were to agree upon a commission, 
are you ready to list with me now? 

Discover 
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How seriously are you considering the other company? Between the two of us, who do 
you think would do a better job? Then one more question; if our fees weren’t different, 
who would you select?  

Seller: “We’d go with you.“ 
Oh, good. Why would you list with me over them? 

Seller: We really like your marketing plan, we like the fact that you do professional 
photos and we’re more comfortable with your company. You seem like you really know 
this area and price range and that’s important to us. 

Answer 

Well thank you for recognizing those differences. You can see by your own observation 
that we offer more services and value…and that is why our fee is higher. So based on 
that, would you like to go ahead and list with me? 

Seller: Well we’d like to get your services at a lower fee, then we’d have the best of 
both. 

Of course, that would be great if you get a higher level of service at a lower price. But 
given the choice between the two, what is more important? 

Do you feel that our additional services may bring a more positive outcome in terms of 
market time, sale price and convenience? 

Seller: I suppose it would. 

Then let’s get started to get you moved. 

Selling your performance 
Expirations 

One way to measure performance is through expirations…how many of an agent’s 
listing sell vs. expire. What was the expiration ratio of the other agent you were 
interviewing? 

I think I might know why. X% of their listings expired unsold last year. We’re not perfect 
but our expirations were only X-Y%, so we’re actually X times more likely to sell your 
home. 

So although their fee is 1% lower than mine, you’ll only realize that saving if your home 
sells. Based on these numbers, who do you think is most likely to get that done for 
you? 

Days on market 

Another way to measure performance is Days on Market. One of sellers most 
important concerns is how long it will take to sell their home. Did the other company tell 
you their average days on market? 

On average, the market time in your area is XX days. My average is XX-Y days. So on 
average it may take another month to sell your home if you list with someone else. And 
remember, one more month of carrying costs of your home equates to about 1%. 

Sale to List Price ratio 
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One of the ways to measure the effectiveness of a real estate agents is by the sale-to-
list ratio, what percent of asking price is attained. My ratio is XX.XX%. The average is 
X% less and the other company you’re considering is even less. 
The ability to negotiate on behalf of my clients can be worth X% more to you, so 
although I may charge more, you’ll actually NET more. 

Focus on interest vs. position 

Mr. Seller, you’ve stated that your position is that you’d like a lower fee correct? 

I’d like to review your reason for selling. You are currently commuting to your job in (your 
destination city) and having to see your family only on weekends. Your employer would 
like you to be settled in XX days. 

What would be the outcome of a long market time to you? 

(Seller describes pain.) 

Then given the choice of attempting to save a bit on the fee or continuing to pay travel to 
get to your job and being away from your family, what is ultimately more important to 
you? 

The post-offer commissionectomy 

In this case the commission objection doesn’t arise until you have brought an offer that 
they are close to accepting. Then the last minute they bring it up. You’ve just done your 
job so no need to cut your fee. 

Seller: We’re only $XX,XXX apart on this offer. Wouldn’t you cut your fee to make the 
sale? 

Mr. and Mrs. Seller, before I answer that, how do you feel about all the other terms of the 
offer? Would you like to work toward agreement with these buyers? 

Prior to me bringing this offer, we were $XXX,XXX (the entire sale price) apart because 
you didn’t have a buyer with whom to negotiate. Through my marketing efforts we have 
closed the gap to only $XX,XXX, so I don’t feel that I should be the one to be penalized. 
If you want more money, then one of your options is to counter this offer back to the 
buyer. 

Seller: But they might not agree to that. 

Yes, that is the risk you take. 

Seller: you mean you would lose this sale for $XX,XXX? 

This is your sale, not mine, so you would be the one losing the sale for $XX,XXX (This is 
a very dangerous response so be careful.) 

Mr. Seller, I appreciate your situation, but I don’t feel that my commission is the problem 
here, and in fact, is the solution. I have done my job by bringing to you an offer from a 
qualified buyer. Your options are to accept, reject or counter this offer. What would you 
like to do? 

SUMMARY 

Dialog alone will not solve commission objections, but if you’ve done everything else well, 
then this should help sellers focus on your value instead of cost. 

Always re-direct sellers attention to their motivation for moving and your solutions to their 
situation. Just the fact that you extend the conversation through questions and 
discussion is a form of strength. 
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At some point, someone will give in. Let it not be you! 

Online streaming consumer videos. https://www.davidknox.com/videos/ 

 

The video “Selecting Your Real Estate Agent” responds to the commission objection and 
teaches your sellers to list based on competence, not fee. 

 

Once you subscribe, download the mobile app. Search “knox videos” in Google Play or 
the App Store. 

Customer comment: 

“Hello David, It was a surprise to receive a call from you today thanks so much for reaching out. I do 
want you to know that your RET videos have completely changed my life! Then I watched your 
FSBO videos and gained the confidence to begin calling For Sale by Owners and using your 
techniques I was able to convert 5 FSBOS to my listings, I want to thank you for making these 
videos they are wonderful!! Thank You Sincerely!!” -Larry Lees, REALTOR® / Broker 
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