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COMMON REASONS LISTINGS EXPIRE

OVERPRICED

Price was too high for
current market conditions.

WHY DIDN'T YOUR

ORANGEVILLE
LISTING SELL?

How to Succeed
This Time

Discover why some Orangeville listings
expire and how a fresh approach can
help with better marketing, exposure,
and realistic pricing can help you
succeed in selling your home.

LOW EXPOSURE

Not enough marketing
or online visibility.

POOR SHOWINGS
Home didn’t show well
or lacked presentation.

% ANOTHER AGENT
ANOTHER APPROACH |

LIMITED BUYER REACH

Too small a pool of
qualified buyers.

TIMING & MARKET SHIFTS

Market changed while the
home sat on the market.
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REALISTIC PRICING STRONGER MARKETING MAXIMUM EXPOSURE BETTER BUYER FIT SHOW IT AT ITS BEST
Price it right from the start Professional photos, video, Get your home in front of Reach qualified buyers Presentation, staging, :¢
based on current market virtual tours, and targeted more buyers locally, who are actively looking and a clean, welcoming Dow N LOA D
data and buyer demand. online advertising. across Ontario, and for a home like yours. impression matter.
beyond.
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Q Your home can sell and for top dollar. Listing Success Guide
Let's create a smart plan to get it sold this time.
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Real Estate Decisions.

Orangeville Expired Listing Success Guide

A practical reset plan for homeowners whose listing ended without a sale. Diagnose the evidence, correct the strategy,
and relaunch with purpose.

For expired listings only. Not intended to solicit properties already listed for sale.

Kevin Flaherty | Real Estate Broker | 226-270-6433 | flaherty.ca
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Confirm the Listing and Representation
Status

An expired public listing and an expired seller representation agreement are related, but they are not always the same
thing. Confirm your contractual status before discussing a new representation agreement.

Use this guide when Stop and clarify when

The prior listing ended without a sale, the property is no longer The property is still listed, you remain represented, the expiry date
actively listed, and you have confirmed your ability to consider a is unclear, or a holdover or other obligation may apply.

new plan.

Important: Ontario representation agreements can include a holdover clause with possible financial implications after
an agreement expires. Review the agreement and obtain independent legal advice if anything is unclear.

Your first task is not choosing a new agent. It is confirming that you are free to make a new representation decision.

Agreement status checklist

[1] | confirmed the public listing has ended.

[1 | reviewed the seller representation agreement
expiry date.

[1 | reviewed termination terms and any holdover
clause.

[1 | kept a copy of the signed agreement and listing
documents.

[1 | obtained clarification or independent legal advice

where needed.

The First 48 Hours After Expiry

Action Purpose Notes
Pause the relaunch Avoid repeating the failed plan before the evidence is
understood.

Request the listing record Preserve price changes, photos, description, showing data,
feedback, and offer history.

List repeated objections Separate one-off comments from patterns that affected buyer
confidence.

Capture current Understand what buyers can choose at the same price today.

competition
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WORKSHEET 1

Kevin Flaherty | 226-270-6433

Diagnose the Evidence From the Expired

Listing

Use the strongest available evidence. Avoid relying only on impressions such as 'the market was slow' or 'buyers did
not appreciate the home.'

Observed result

Possible cause

Evidence to collect

Priority

Few online views or
saves

Views but few
showings

Showings but no
offers

Offers below
expectations

Price cuts without
momentum

Positive feedback but
no urgency

Weak search positioning, first image,
headline, price, or exposure.

Price, photos, description, condition
signals, or access reduced intent.

Value gap, condition, layout, location,
uncertainty, or competition.

Market value was lower or buyers priced
in work and risk.

The listing chased the market without
changing presentation or value story.

The home was acceptable but not the
strongest choice.

The three strongest signals

[1 Signali:
[1 Signal2:
[1 Signal 3:

Portal views, saves, image order,
competing listings.

Inquiry count, showing requests, access
restrictions.

Feedback themes, second showings,
buyer-agent calls.

Offer terms, comparables, inspection
concerns.

Reduction dates, activity before and after
each change.

Competing sales, buyer alternatives, days
on market.

[]High []Med [ ] Low

[1High[]Med[] Low

[1High [ ]Med [] Low

[]High []Med [ ] Low

[1High[]Med [] Low

[1High []Med [] Low

Working diagnosis

Area

What likely failed?

What must be different?

Price and value

Presentation and condition

Online marketing

Showing access and
follow-up

Buyer confidence
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WORKSHEET 2

Rebuild the Pricing Case

Pricing is a strategy, not a wish. The goal is to maximize the seller's final result by placing the home where buyers can
understand and defend its value.

Current comparison set

Competing or recent Key differences Price or sale result What buyers may conclude
property

1.

Five pricing questions

[1 What price range did the expired listing compete in?

[1 Which homes offered buyers a stronger value at that
price?

[1 Whatdid the showing and offer history say about
perceived value?

[1  Which property features support a premium, and can
the marketing prove them?

[1 Whatlisting response will trigger a pricing review
after relaunch?

Direct test: If the asking price stays the same, what new evidence, preparation, or marketing will
cause buyers to respond differently?

Pricing decision notes

[1 Recommended price range:

[1 Evidence supporting the range:

[1 Review date or trigger:
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WORKSHEET 3

Audit the Presentation and Marketing

Most buyers decide online whether a home deserves a showing. The relaunch must help them understand the property,
not merely announce that it is for sale.

Audit item Expired listing Relaunch standard

Opening image []Strong [ ] Weak The first image earns attention beside competing homes.

Photo sequence []Clear [] Confusing Images explain arrival, flow, rooms, features, and outdoor space.
Floor-plan clarity []1Present [ ] Missing Buyers understand layout, proportions, and function.

Feature explanation [ 1 Specific [ ] Generic Copy explains benefits and lifestyle, not just room names.
Condition confidence [1High[]Low Preparation and documentation reduce avoidable doubt.
Neighbourhood context [1Useful [1Thin The right buyers understand location and local benefits.

Video and narration []1Strong [ ] Missing The online experience helps buyers feel familiar with the home.
Call-to-action and access []1Easy [] Friction Qualified buyers can ask questions and book showings easily.

What the relaunch must explain

[1 How the home flows from room to room.

[1 Which upgrades, materials, and features matter
most.

[1 How the home supports the buyer's day-to-day
lifestyle.

[1 What documentation reduces risk or uncertainty.

[1 Why the asking price is justified beside current
alternatives.

Flaherty marketing method

Video Narrated VR Animated Online Showings can combine professional photography, floor plans, virtual
environments, narration, animated movement, and benefit-focused explanation. The objective is to help buyers
understand the home before they visit.
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RELAUNCH PLAN

Seven Steps Before Returning to Market

A second attempt should be visibly and strategically different from the expired listing.

Kevin Flaherty | 226-270-6433

Step Required outcome Status

1. Confirm status Verify that the prior listing and representation agreement have ended, and review any [ 1 Ready
holdover obligations.

2. Preserve evidence Collect the price history, photos, copy, views, saves, inquiries, showings, feedback, offers, [ 1 Ready
and competing results.

3. Diagnose the cause Identify the smallest set of high-impact failures that best explains the outcome. [ ] Ready

4. Correct the property Resolve confidence barriers and rebuild the price, preparation, and benefit case. [ 1 Ready

story

5. Produce new Create a stronger visual sequence, explanation, floor-plan story, and qualified-buyer [ 1 Ready

marketing experience.

6. Set launch rules Define the launch date, exposure plan, showing process, feedback method, and first [ ] Ready
response checkpoint.

7. Decide from Use early market signals to protect momentum and make timely adjustments. [ ] Ready

evidence

Launch-day promise

[1

The new price can be defended with current

evidence.

The visual presentation is genuinely new and

stronger.

The listing explains the home's features, benefits,

flow, and lifestyle.

Major buyer questions are answered before the first

showing.

The feedback and reporting schedule is agreed in

advance.

A seven-day and fourteen-day decision checkpoint is

on the calendar.

One-sentence relaunch strategy

[1

This relaunch will succeed because:
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WORKSHEET 4

Score the Next Listing Plan

Choose the next Realtor by the quality of the diagnosis, plan, communication, and evidence - not by the highest
suggested price or the biggest promise.

Question Agent 1 Agent 2 Agent 3
Explains why the previous listing expired /5 /5 /5
Supports price with current buyer comparisons /5 /5 /5
Shows exactly what will change online /5 /5 /5
Explains how the home's value will be communicated /5 /5 /5

Has a plan for buyer and agent follow-up /5 /5 /5
Defines seven-day and fourteen-day checkpoints /5 /5 /5
Communicates directly and answers difficult questions /5 /5 /5
Demonstrates relevant experience and proof /5 /5 /5

Total /40 /40 /40

Questions that deserve a specific answer

[1 What are the three most likely reasons the previous
listing expired?

[1 What will you do differently before and during the
relaunch?

[1 How will your online presentation help buyers
understand the home?

[1  Which response metrics will you report to me?

[1 What will you recommend if the first fourteen days
are weak?

[1 How will you protect my negotiating position?

Decision notes

[]1 Best diagnosis:

[1 Best marketing plan:

[1 Best communication fit:

[1 Selected plan and why:
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WORKSHEET 5

First Fourteen-Day Relaunch Dashboard

Agree on the measures before launch so the response leads to decisions instead of delay.

Measure Day 3 Day 7 Day 14 Decision or action

Qualified online engagement
Inquiries and buyer questions
Showing requests

Completed showings

Second showings

Repeated objections

Offers or serious interest

Competing listing changes

Kevin Flaherty

Real Estate Broker

226-270-6433
flaherty.ca/orangeville-home-evaluati
on

Your next step

If the prior listing and representation agreement have
ended, request a property-specific Orangeville home
evaluation and expired-listing strategy review.

Important consumer note

Not intended to solicit properties already listed for sale. This guide provides general information, not legal advice.
Review your seller representation agreement, including its expiry, termination, and holdover provisions. Obtain
independent legal advice when needed.

Sources and related resources

Real Estate Council of Ontario, Signing a contract with a real estate brokerage.
Real Estate Council of Ontario, Bulletin 2.3: Representation agreements.
Flaherty Team, How to price your Orangeville home.

Flaherty Team, How to prepare your Orangeville home.
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