
FIRE
To be successful you can use the 
“READY – AIM – FIRE” approach. 
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IMPORTANT: DO NOT AGREE TO A FEE REDUCTION RIGHT AWAY. YOUR SELLER 
MAY BE TESTING YOUR NEGOTIATION SKILLS. IF YOU DON’T NEGOTIATE HARD FOR 
YOURSELF, THE SELLER MAY CONCLUDE YOU WON’T NEGOTIATE HARD FOR THEM. 

Once you 
know exactly 
what the 
real issue is, 
you can hit 
the right target.

Defend your fee with your Value Package and if necessary, 
accept a lower fee. 

Defend your fee with your Value Package and no possibility 
of lowering your fee. You will walk away if necessary.
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Education
“Let’s first discuss the purpose of the listing fee.”
• As in any industry, the best can charge more.  WHY? Because they get clients 

better results. HOW? They know more, do more, learn more, and often work 
more. And they invest in more training like I have with my advanced negotiation 
training. 

• So first think about the listing fee in general. You need to pay a fee that attracts 
the best agent. Then you want to ensure your agent has enough money to use 
in marketing and other activities that BENEFIT YOU. Finally, you want to ensure 
your agent has a strong incentive to work hard for you. A lower fee impacts all 
of these areas negatively. 

• Also, please recognize there are 4 parties splitting the listing fee. The listing 
broker, listing agent, buyer’s broker, and buyer’s agent. Each party has expenses 
that relate to you getting the best outcome. 

16

Defend and NOT Lower Your Fee

Scripts

16
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What to say

What Have You Really Saved? 
“If you save a half percent or 1 percent on the listing fee but sell your home for $5,000 or 
$10,000 less because your agent didn’t do everything they should have, or they didn’t 
know how to negotiate on your behalf, what have you really saved? You might actually 
lose money.”

Regretted Paying For the Best?  
“Real estate is a business like many others. In business, if you compete on price alone 
that means you have less to offer than your competition. Let me ask you, have you ever 
regretted paying more for the best? Have you ever regretted paying less for an item or 
service? It’s the same in real estate only on a larger scale. You can make thousands of 
dollars or lose thousands of dollars depending on who you choose for your agent. It’s up 
to you.”

I’m Not Like That 
“Agents who compete by lowering their fee often have nothing else to offer. Much of 
the time they are very inexperienced as well. If I agree to a lower fee for no reason, I 
am admitting I am one of those agents. And I'm not. I invest my time and money to 
continually improve my skills for my clients. Like my Certified Negotiation Expert training. 
I have the right skills to help you get the most money in your pocket at closing. Isn’t that 
what you want?”
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Analogies 
“Yes, I’m sure you can get a lower fee from another agent. But let me ask you this:"

• Would you take investment advice from the cheapest advisor you could find?

• Would you choose a doctor for surgery based on a lower fee?

• If you were sued, would you hire the cheapest lawyer you could find?

• It’s the same in real estate. You have a beautiful home and it’s probably your largest 
financial asset. In order for you to get the MOST money in your pocket at closing, you 
want an agent who can negotiate HARD for you and the only way you really know 
how hard an agent negotiates is by how hard they negotiate for themselves. If they 
won’t negotiate hard for themselves, how can they negotiate hard for you and get 
you the most money in your pocket at closing?”

33% Reduction
“There are two negative impacts of trying to reduce your agent's fee. First, I have to split 
the fee with the Buyer's Agent. If I offer a lower rate than other listing agents, that could 
result in fewer buyers seeing your home. I won't do that to you. If I take the full reduction 
myself, that is a 33% reduction for me. That impacts my ability to do all that I need to do 
to get you the best outcome. And businesses that discount 33% don't stay in business. 
So that's not good for either one of us. I just can't agree to something that hurts my 
ability to get you what you deserve.”

18
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Scripts

Start with a defense of your full fee. Then, if the Seller is adamant 
about a lower fee, offer one of the following:

Fee Choices 
“I actually can offer you a choice of 3 fees. Here is my summary of the services included 
for each fee. I will be more than happy to work with you under any of these choices.” 

(Note: With this approach, you want to make one of the fees the obvious choice. For 
example, suppose you are offering 5%, 6%, and 7% as the three fee choices. The 5% 
choice would have the fewest service features. The 6% choice would have noticeably 
more service features vs. the 5% choice, but not quite as much as the 7% choice. The 
7% choice will have a few more service features but some of those additional features 
may not be appropriate or attractive for every seller. For example, you could offer “Drone 
Video” or “Open Houses During the Week” or “Staging Included” in the 7% fee choice. This 
would potentially make the 6% fee choice more attractive.)

Sameness 
“Because you are from ____________ or because you belong to ____________or 
because we have the same ____________ I am willing to handle the sale of your 
home for ONLY X%. (Note: You can offer a small reduction in your fee. Start with maybe 
a .25% reduction. If your regular fee is 7%, offer 6.75%. With each counteroffer, reduce the 
amount of your reduction. For example, offer 6.75% (.25% lower), then 6.55% (.20% lower), 
6.40% (15% lower), 6.30% (10% lower). Know your “line in the sand” and don’t go below it!)

Defend Then Lower
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Equal Percentage Reduction 
“Suppose we try this approach: We’ll start at 6% for a full list price sale, and then lower my 
fee the same percentage as your final sales price compared to your list price. So, if your final 
sales price is 97% of your list price, then my fee will be 97% of 6%.  That would be fair, right?”

The Bump 
“I want to work with you. Are you willing to pay X%?” (Note: The bump tactic can be used 
when you sense the seller wants you. Maybe the seller says, “I like you, but I will only pay 
you a 5% fee.” Then you counter with the above. Your counter has to be small enough 
so the seller will think “That’s not that much higher.” Most of the time when we want 
something, we are willing to go a little higher to get it.) 

Exchanges 
No, not property exchanges! When you are agreeing to something that is important to the 
other side, but less than what you would like, you can ask for something important to you in 
return. When you give first, there can be a sense of obligation or reciprocation from the other 
side. The key is you have to go first. You would say “I’ll give you that if you’ll give me this.” 

Agreeable Terms 
“If I agree to your lower fee, would you agree to the following: a) you will price the home where 
I tell you, b) you will have the home pre-staged, c) you will have your home inspected by a 
licensed home inspector and fix any major system issues, and d) you will sign a six-month 
listing agreement?”

Referrals 
“If I agree to lower your fee, would you agree to give me two solid referrals by your closing? If 
you can’t give me the referrals by closing, my fee at closing would be my original fee.” 

Performance Bonus 
“If I agree to a lower fee, would you allow me the opportunity to earn a performance bonus?” 
Seller says, “Maybe. What do you have in mind?”

"Based on the comps, your home should sell somewhere in the range of $380,000 to $420,000.  
So, the midpoint would be $400,000. Let’s say your home sells for $400,000. With a 6% listing fee I 
would normally get $24,000 which would be split in half with the buyer’s broker. So, I would get 3% 
or $12,000 at my full fee (which is split with my broker).  If I agree to a 2% fee on my side, I will only 
get $8,000 which is 33% less!  That’s a significant reduction. So, to have an opportunity to make 
that difference up, you agree to pay me a bonus if we sell your home over $400,000.  Would that 
work for you?" (NOTE: If the Seller says yes or what kind of bonus, you could offer to split anything 
over $400,000 50/50 up to your $4,000. So, if you sell the home for $408,000 or higher you will get 
the $4,000 back.)



Sell & Buying Locally 
(Seller is selling current home and buying another home locally) “In your situation I’ll agree 
to lower my fee under one condition. You also hire me to handle the purchase of your next 
home. I will charge you my normal listing fee for the sale of this home. Then I will pay X% of 
my buyer’s agent’s fee in closing costs at the final closing of your next home. (Note: Try to 
get a buyer’s representation agreement signed at the same time the Seller signs the listing 
agreement.”)

Sell & Moving Out of Town
(Seller is selling current home and moving to another city) “If I agree to lower my fee on the 
sale of this home, will you agree to work with a referral agent I identify and you approve, in 
the city you are moving to?

21



Don't Make
This Fatal
Mistake!

Finally, there is one mistake many agents make that can prove 
to be FATAL. It is called:

It is easy to think you know the seller’s “Why?” 
without asking. 
You then start to “Fire” and realize you were aiming 
at the wrong target when your seller corrects you. 

ALWAYS  make sure you AIM  correctly before 
you fire. 

Ready - FIRE - Aim
(Should be Ready - AIM - Fire)
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Value Summary Statement complete

Features & Benefits Summary complete

Analytics & Results complete

Client Testimonials and Stories complete

☐
☐
☐

READY:  Create or review your Value Package

Ask "Why do you want me to lower my fee?"

Evaluate other factors

☐
☐

Understand and practice TRUST BUILDING

Integrity

Genuine Caring

Competence/Skills

Results

☐
☐
☐
☐

Complete Guide to DEFENDING 

& MAXIMIZING          FEE
☑Checklist

AIM:   Determine the Right Target

FIRE:   Review, Revise, and Practice Scripts

This guide contains

info@thereni.com                     www.thereni.com                     (888)243-7364 

☐

YOUR
LISTING
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Education
Let's first discuss the purpose of the listing fee.

• As in any industry, the best can charge more. Why? Because they get clients better
results. How? They know more, do more, learn more, and often work more. And they
invest in more training like I have with my advanced negotiation training.

• So first think about the listing fee in general. You need to pay a fee that attracts
the best agent. Then you want to ensure your agent has enough money to use
in marketing and other activities that benefit you. Finally, you want to ensure your
agent has a strong incentive to work hard for you. A lower fee impacts all of these
areas negatively.

• Also, please recognize there are four parties splitting the listing fee. The listing
broker, listing agent, buyer's broker, and buyer's agent. Each party has expenses
that relate to you getting the best outcome.

What Have You Really Saved?
If you save a half percent or 1 percent on the service fee but sell your home for $5,000 or 
$10,000 less because your agent didn’t do everything they should have, what have you really 
saved? (Nothing!)

Regretted Paying For the Best? 
Real estate is a business like many others. In business, if you compete on price alone that 
means you have nothing else to offer your customers. Let me ask you, have you ever regretted 
paying more for the best? Have you ever regretted paying less for an item or service? It’s 
the same in real estate only on a larger scale. You can make thousands of dollars or lose 
thousands of dollars based on whom you choose for your agent. It’s up to you.

I’m Not Like That 
Agents who compete by lowering their fee often have nothing else to offer. Much of the time 
they are very inexperienced as well. If I agree to a lower fee for no reason, I am admitting I 
am one of those agents. And I'm not. I invest my time and money to continually improve my 
skills for my clients. Like my Certified Negotiation Expert training. I have the right skills to help 
you get the most money in your pocket at closing. Isn’t that what you want?

Analogies
Yes, I’m sure you can get a lower fee from another agent. But let me ask you this:

• Would you take investment advice from the cheapest advisor you could find?
• Would you choose a doctor for surgery based on a low fee?
• If you were sued, would you hire the cheapest lawyer you could find?

It’s the same in real estate. You have a beautiful home and it’s your largest financial asset. In 
order for you to get the MOST money in your pocket at closing, you want an agent who can 
negotiate HARD for you and the only way you really know how hard an agent negotiates is 
by how hard they negotiate for themselves. If they won’t negotiate hard for themselves, how 
can they negotiate hard for you and get you the most money in your pocket at closing?

Sameness
“Because you are from ____________ or because you belong to ____________or because 
we have the same ____________ I am willing to handle the sale of your home for ONLY X%.
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Fee Choices 
“I actually can offer you a choice of 3 fees. Here is my summary of the services included for 
each fee. I will be more than happy to work with you under any of these choices.”

Equal Percentage Reduction 
“Suppose we try this approach: We’ll start at 6% for a full list price sale, and then lower my 
fee the same percentage as your final sales price compared to your list price. So, if your final 
sales price is 97% of your list price, then my fee will be 97% of 6%. That would be fair, right?”

The Bump 
“I want to work with you. Are you willing to pay X%?”

Agreeable Terms 
“If I agree to your lower fee, would you agree to the following: a) you will price the home 
where I tell you, b) you will have the home pre-staged, c) you will have your home inspected 
by a licensed home inspector and fix any major system issues, and d) you will sign a six-
month listing agreement?”

Referrals 
“If I agree to lower your fee, would you agree to give me two solid referrals by your closing? If 
you can’t give me the referrals by closing, my fee at closing would be my original fee.” 

Performance Bonus
“If I agree to a lower fee, would you allow me the opportunity to earn a performance 
bonus?” Seller says, “Maybe. What do you have in mind?”

"Based on the comps, your home should sell somewhere in the range of $380,000 to 
$420,000.  So, the midpoint would be $400,000. Let’s say your home sells for $400,000. With 
a 6% listing fee I would normally get $24,000 which would be split in half with the buyer’s 
broker. So, I would get 3% or $12,000 at my full fee (which is split with my broker).  If I agree 
to a 2% fee on my side, I will only get $8,000 which is 33% less!  That’s a significant reduction. 
So, to have an opportunity to make that difference up, you agree to pay me a bonus if we 
sell your home over $400,000.  Would that work for you?" (NOTE: If the Seller says yes or what 
kind of bonus, you could offer to split anything over $400,000 50/50 up to your $4,000. So, if 
you sell the home for $408,000 or higher you will get the $4,000 back.) 

Sell & Buy 
(Seller is selling current home and moving to another city) “If I agree to lower my fee on the 
sale of this home, will you agree to work with a referral agent I identify, and you approve in 
the city you are moving to?

Sell & Buy 
(Seller is selling current home and buying another home locally) “In your situation I’ll agree 
to lower my fee under one condition. You also hire me to handle the purchase of your next 
home. I will charge you my normal listing fee for the sale of this home. Then I will pay X% of 
my buyer’s agent’s fee in closing costs at the final closing of your next home.
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Education
Let's first discuss the purpose of the listing fee.

• As in any industry, the best can charge more. Why? Because they get clients better 
results. How? They know more, do more, learn more, and often work more. And 
they invest in more training like I have with my advanced negotiation training. 

• So first think about the listing fee in general. You need to pay a fee that attracts 
the best agent. Then you want to ensure your agent has enough money to use 
in marketing and other activities that benefit you. Finally, you want to ensure your 
agent has a strong incentive to work hard for you. A lower fee impacts all of these 
areas negatively. 

• Also, please recognize there are four parties splitting the listing fee. The listing 
broker, listing agent, buyer's broker, and buyer's agent. Each party has expenses 
that relate to you getting the best outcome. 

What Have You Really Saved?
 If you save a half percent or 1 percent on the service fee but sell your home for $5,000 or 
$10,000 less because your agent didn’t do everything they should have, what have you 
really saved? (Nothing!)

Regretted Paying For the Best? 
Real estate is a business like many others. In business, if you compete on price alone that 
means you have nothing else to offer your customers. Let me ask you, have you ever 
regretted paying more for the best? Have you ever regretted paying less for an item or 
service? It’s the same in real estate only on a larger scale. You can make thousands of 
dollars or lose thousands of dollars based on whom you choose for your agent. It’s up to 
you.

I’m Not Like That 
Agents who compete by lowering their fee often have nothing else to offer. Much of the 
time they are very inexperienced as well. If I agree to a lower fee for no reason, I am 
admitting I am one of those agents. And I'm not. I invest my time and money to continually 
improve my skills for my clients. Like my Certified Negotiation Expert training. I have the right 
skills to help you get the most money in your pocket at closing. Isn’t that what you want?

Defend with No Fee Reduction
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Higher Listing Fees - Scripts

Analogies 
Yes, I’m sure you can get a lower fee from another agent. But let me ask you this:

• Would you take investment advice from the cheapest advisor you could find?
• Would you choose a doctor for surgery based on a low fee?
• If you were sued, would you hire the cheapest lawyer you could find?

It’s the same in real estate. You have a beautiful home and it’s your largest financial asset. In 
order for you to get the MOST money in your pocket at closing, you want an agent who can 
negotiate HARD for you and the only way you really know how hard an agent negotiates is 
by how hard they negotiate for themselves. If they won’t negotiate hard for themselves, how 
can they negotiate hard for you and get you the most money in your pocket at closing?

Sameness 
“Because you are from ____________ or because you belong to ____________or because 
we have the same ____________ I am willing to handle the sale of your home for ONLY X%.

Fee Choices 
“I actually can offer you a choice of 3 fees. Here is my summary of the services included for 
each fee. I will be more than happy to work with you under any of these choices.”

Equal Percentage Reduction 
“Suppose we try this approach: We’ll start at 6% for a full list price sale, and then lower my 
fee the same percentage as your final sales price compared to your list price. So, if your final 
sales price is 97% of your list price, then my fee will be 97% of 6%. That would be fair, right?”

The Bump 
“I want to work with you. Are you willing to pay X%?”
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Agreeable Terms 
“If I agree to your lower fee, would you agree to the following: a) you will price the home 
where I tell you, b) you will have the home pre-staged, c) you will have your home inspected 
by a licensed home inspector and fix any major system issues, and d) you will sign a six-

month listing agreement?”

Referrals 
“If I agree to lower your fee, would you agree to give me two solid referrals by your closing? If 
you can’t give me the referrals by closing, my fee at closing would be my original fee.” 

Performance Bonus
“If I agree to a lower fee, would you allow me the opportunity to earn a performance 
bonus?” Seller says, “Maybe. What do you have in mind?”

"Based on the comps, your home should sell somewhere in the range of $380,000 to 
$420,000.  So, the midpoint would be $400,000. Let’s say your home sells for $400,000. With 
a 6% listing fee I would normally get $24,000 which would be split in half with the buyer’s 
broker. So, I would get 3% or $12,000 at my full fee (which is split with my broker).  If I agree 
to a 2% fee on my side, I will only get $8,000 which is 33% less!  That’s a significant reduction. 
So, to have an opportunity to make that difference up, you agree to pay me a bonus if we 
sell your home over $400,000.  Would that work for you?" (NOTE: If the Seller says yes or what 
kind of bonus, you could offer to split anything over $400,000 50/50 up to your $4,000. So, if 
you sell the home for $408,000 or higher you will get the $4,000 back.) 

Sell & Buy 
(Seller is selling current home and moving to another city) “If I agree to lower my fee on the 
sale of this home, will you agree to work with a referral agent I identify, and you approve in 
the city you are moving to?

Sell & Buy 
(Seller is selling current home and buying another home locally) “In your situation I’ll agree 
to lower my fee under one condition. You also hire me to handle the purchase of your next 
home. I will charge you my normal listing fee for the sale of this home. Then I will pay X% of 
my buyer’s agent’s fee in closing costs at the final closing of your next home.

Questions? Contact:
info@thereni.com

(888)243-7364

www.thereni.com
28

https://thereni.com/
mailto:info@thereni.com
https://twitter.com/reninstitute
https://www.youtube.com/user/reninstitute
https://www.linkedin.com/company/the-real-estate-negotiation-institute---canada
https://www.instagram.com/reninstitute/
https://www.facebook.com/reninstitute/



