
 

COMPLETE GUIDE TO

YOUR LISTING FEE

DEFENDING &
MAXIMIZING
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BONUS: 
Your Secret Weapon - 
Building Trust Quickly!

THIS
GUIDE 
CONTAINS HOW TO HANDLE LISTING 

FEE OBJECTIONS
• READY: Your Value Package and Confidence
• AIM: Identifying the Right Target
• FIRE: Hitting the Bullseye on the Right Target

LISTING FEE SCRIPTS SUMMARY
CHECKLIST



READY
To be successful you can use the 
“READY – AIM – FIRE” approach. 
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Listing fees across the country have been falling. The average listing fee in the U.S. is 
now 5.5%. The range includes a low of 4.83% to a high of 6.21%.

The success of your real estate business 
depends on your Value Package for clients. 
You must know and believe in your Value! If you complete the Value Package below, 
you will be able to create a significant competitive advantage. Learn to say your 
Value Statement confidently and with passion. It is why you are in real estate. And it 
should inspire your clients to want and trust you. You have many valuable services 
that benefit sellers in many ways. 

Learning to communicate your benefits simply and clearly will help you 
grow a business – and life – you love!

Everything starts with your Value Package. To gain a competitive advantage you 
must offer more value to your clients. You will need to understand what is important 
to your client and tailor or customize your value offering based on what is important 
to that client. 
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There are 4 important elements in your Value Package:

1.
Value 

Summary 
Statement

2.
Features 

& Benefits 
Summary

3.
Analytics 

& 
Results

4.
Client 

Testimonials
& Stories

“Price is what you pay. Value is what you get.”
                                     - Warren Buffet

Higher value usually costs more. Value is defined by the benefits you receive 
compared to the price you pay. And like beauty, “value is in the eye of the beholder.”

How to Handle Listing Fee Negotiations



This is a short statement about your value for the seller. It should separate you from 
other agents. It should motivate a client to hire YOU! And it should be authentic and 
natural when you deliver it. Include the results you get for your clients and how. Try to 
include language that also evokes positive emotions.
Here are some examples:

PERSONALIZE  IT. Make it sound like YOU. Make it 
something THEY WILL REMEMBER. Make it so clients will 
say "Tell me more!"  Or even better yet, "You're hired!"

Your Value Summary Statement

As you can see there are many ways to write your Value Summary Statement.  

I use my 
advanced 
marketing 
skills and 
negotiation 
training to 
help you 
achieve your 
dreams.

I strive to get 
my clients 
the best 
possible 
outcome by 
using my 
advanced 
training and 
technology.

I help my 
clients 
achieve their 
goals through 
my caring, 
skills, and 
commitment 
to exceptional 
service.

I love real estate! As 
an expert guide for 
my clients, I focus on 
preparing for the trip, 
ensuring they enjoy the 
journey, and reaching 
the destination with a 
feeling of tremendous 
satisfaction! 
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As a listing agent you are trying to get the seller to buy you and your services. Sellers are 
estimating your “value” based on the “benefits” they believe they will receive. What this 
means for you is you must sell based on how the sellers are buying. Focus on your benefits 
for the client!

Once you have your general Value Summary Statement, you need a detailed summary 
of your service features and benefits. All of your service features have a potential benefit 
for your seller. Otherwise, why are you doing them? 

• Trusted Advisor approach to provide superior consultation 
and advice

• Thorough market analysis to identify your competition and 
your advantages

• Detailed home analysis to set your home apart 

• Superior marketing to attract buyers, influence first 
impressions and get offers

• Advanced negotiation planning and skills to ensure the best 
outcome

• Legal documents review to ensure your understanding, 
comfort, and protection

• Team and transaction coordinator to manage milestones for 
on time closing

• Network of providers who can respond quickly to your needs

Here are  examples using general service features

Features & Benefits Summary2
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Each of these General Service Categories can have several or many individual service 
features. 

For each one, you must communicate the benefit for the seller. 

• Visual marketing including images, virtual home tour videos, 
websites, flyers, YouTube videos, and more to enhance first 
impressions and attract serious buyers

• Staging to evoke positive emotions and increase buyer desire for 
home

• MLS remarks that connect both emotionally and logically for buyer

• Easy lockbox access to facilitate showings and increase buyer 
showings

• Open Houses/Virtual tours that increase buyer agent and buyer 
viewings

• Technology tools to capture leads and schedule showings

• Home pre-inspection to present best home condition for buyer

Marketing Your Home 

Features & Benefits Summary continued
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Analytics & Results
Sharing positive analytics and results increases your Seller’s confidence in your value. 
You can share these a couple of ways:
 

Client Testimonials & Stories 

Having these will increase your credibility and value. Consider both video testimonials 
and written testimonials. Have short stories ready to communicate how you (or 
another agent) handled a similar situation for another client. 

Completing your Value Package is your first line of defense in protecting your 
listing fee. It will increase the perception of your value and give you an arsenal of 
ammunition!

However, there may still be attempts by a seller to get you to lower your fee. Let’s look 
at how you can handle these situations for the best outcome for you Seller and you!
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• Selling Price as Percent 
of List Price

• Average Days on Market

• Cumulative Days on 
Market

• Comments in Public 

• Total agents

• Total sales

• Sales in neighborhood

• Awards

MLS 
Comparisons

Agent 
Information

• Experience

• Awards

• Formal training (e.g., CNE, MCNE, CMOE designations)

Brokerage 
Information 

Using data from your MLS you can show how you or your 
brokerage perform better than other agents or brokerages. 
This data includes:



OUR CLIENT BENEFITS:

• Trusted Advisor approach to provide superior advice

• Thorough market analysis to identify your competition 
   and your advantages

• Superior marketing to attract buyers, influence first 
   impressions and get offers

• Advanced negotiation planning and skills to ensure 
   the best outcome

• Legal documents review to ensure your understanding, 
   comfort, and protection

• Team and transaction coordinator to manage 
   milestones for on time closing

• Network of providers who can respond quickly to 
   your needs

• Detailed home analysis to set your home apart

The Bill House Team has ranked in the top 1% of
 all agents in the Houston area for the last 15 years.

Schedule a “House Call” now to 
get the best  possible outcome!

BILL “HOUSTON” HOUSE,
OWNER, REALTOR

713.243.7364
Bill.House@billhouse.com

@billhousecall

“Bill gave us the best
home selling experience

possible!  He is professional,
knowledgeable, and the best

agent you can find!”

- Sam and Sally Herbster

"Without a doubt, the best
home selling experience in

12 home sales over 18 years.
Bill is amazing! " 

- Maggie Lynch

“What an incredible
experience! My wife and I

were thrilled with Bill’s
service, expertise, and

genuine caring.  We will
use him and his team again

in the future.”

We use our knowledge,
experience, and skills to 
give you an exceptional
“House” outcome!

BILL HOUSE
TEAM



I use my experience as a 
wedding planner to create 

another memorable, 
enjoyable, and successful 
life event in the buying or 
selling of your next home.  

I love working with people. Prior to real estate 
I helped many  engaged couples plan one of 
their biggest life events – their wedding!  
I poured my heart into creating a loving and 
memorable occasion that would be cherished 
forever.  I learned to listen carefully to what they 
wanted and how to  coordinate many moving 
parts all coming together at the right time.

I am now using these “life event” skills to help 
clients buy and sell homes! I listen carefully to
what my clients want and then help make it 
happen. I invest in my skill training to be able 
to do this work with excellence. I would love to 
make your home buying or selling ‘adventure” 
one of the best experiences of your life!

MY FOCUS: YOU!

VENUE:  Your current or next home

PLANNING:  Detailed and meticulous to 
guarantee success

INVITED GUESTS:  The other parties (Buyer 
or Seller and their Agent )

REHEARSAL DINNER:  Discussions , 
negotiations, and contract signatures

ENGAGEMENT RING:  Buyer earnest deposit

CEREMONY:  Your successful closing!

HONEYMOON:  In your new or next home!

Samantha.Morgan@brokerage.com 
260-479-3434 • www.brokerage.com
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