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IT'S NOT JUST THE MARKET
—IT'S YOUR STRATEGY

Many sellers assume the market alone determines

their outcome, but two homes in the same
neighborhood can sell for very different prices.

Why?

e Oneis priced strategically

e Oneis better prepared

e One creates urgency

e Onesits and waits

[
Even in a strong market, buyers compare options
quickly and make decisions based on value
perception. The difference often comes down to
execution—how your home is positioned against
competing listings from day one.
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TIMING: WHEN YOU
LIST MATTERS

Timing affects both visibility and buyer
behavior.

Key timing factors:

e Buyerdemand in your price range
e Inventory levels (your competition)
e Seasonal trends and local activity
e |nterest rates and buyer urgency

Listing when demand is strong and inventory is
limited can create more competition. However,
timing also includes when your home is ready—
a well-prepared home listed slightly later often

outperforms a rushed listing that hits too early.
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PRIBING' THE Your price is your first—and most important—
F'I RST marketing decision.

IMPRESSIUN e Attracts more buyers early

THAT DRIVES e |ncreases showing activity

e Creates a sense of urgency

EVERYTHING e Can lead to multiple offers

Overpricing often leads to:

74

]/

Strategic pricing:

e Fewer showings
e Longertime on market
e Price reductions that weaken your position

Buyers today are highly informed—they’re
comparing your home to recent sales instantly.
Pricing correctly from day one helps you stay
competitive and in control.
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RESENTATION: HOW
BUYERS PERCEIVE
VALUE

Buyers don’t just evaluate price—they evaluate perceived value
within seconds.

Presentation impacts:

e Firstimpressions (online and in person)

e Emotional connection to the home

e Buyer confidence in condition and maintenance
e Willingness to pay a premium

Key areas to focus on:

e Cleanliness and decluttering
e Lighting and brightness

e Neutral, inviting spaces

e Curb appeal and entryway

Homes that feel “move-in ready” reduce friction for buyers, which
often translates into stronger offers and smoother negotiations.
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HOW THESE THREE
WORK TOGETHER

Timing, pricing, and presentation don’t work independently—they
amplify each other.

When aligned:
e Awell-prepared home hits the market at the right time
e |t’s priced to attract attention immediately
e |t creates strong early interest and momentum
When one is off:
e Greattiming+ poor pricing = missed buyers
e Strong pricing + weak presentation = hesitation

e Good presentation + bad timing = less visibility

The goal is to create a compounding effect, where each piece
strengthens the others and builds buyer confidence quickly.
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THE FIRST 7-10
DAYS ARE
CRITICAL
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Your launch window is your biggest opportunity to
create leverage.

During the first week:
e Your listing is new to the market
e Buyers and agents prioritize seeing it
e Showing activity is typically highest
e Buyers assume your price is firm

If your home doesn’t gain traction early, it can lead to:

e Reduced urgency
e Buyer skepticism
e Future price adjustments

A strong first impression often determines your final
outcome—this is where strategy pays off the most.
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COMMON MISTAKES THAT
COST SELLERS MONEY

Avoid these common pitfalls:

Overpricing “to leave room”

Listing before the home is fully ready
lgnoring small repairs or presentation details
Not adjusting based on early feedback
Relying on outdated market expectations

These mistakes can cause your home to sit longer,
which often leads to price reductions and weaker
negotiating power. The longer a home sits, the
more buyers begin to question its value—even if
nothing is actually wrong.
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FINAL TROUGHTS:
LAUNCH WITH
LEVERAGE
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Selling for more isn’t about guessing—it’s about planning
and execution.

When you:
e Time your listing strategically
e Price your home based on real market data
e Presentitin a way that builds confidence

You create the conditions for stronger offers, better terms,
and a smoother transaction overall.

If you’re thinking about selling in Rochester, MI, The Delia
Group can help you build a customized strategy that aligns
timing, pricing, and presentation—so you don’t just sell, you
sell smart and maximize your return.
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