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An expired listing is not a verdict
You prepared the home, kept it ready for showings and waited. When a listing ends
without a sale, it's natural to feel frustrated, or simply tired of the process.

An expired listing doesn't automatically mean the price was wrong, the home has a problem, or
anyone did a poor job. Markets move. Competition changes from week to week. Sometimes the
approach that made sense when the home was listed simply isn't the one that fits the buyers
who are looking today.

The useful question isn't "what went wrong?" It's "what does the market response tell us, and
what, if anything, should be different next time?" Sometimes the honest answer is very little.
Sometimes it's one specific thing.

The goal of this guide is to help you look at the facts calmly, understand your options, and
make a decision that fits your plans, whether that's selling soon, waiting, renting, or staying.

Three things worth knowing up front

There's no rush to decide. Taking a break is a perfectly good choice.

Any recommendation about price or strategy should come from current comparable sales
and today's competing homes, not from opinions or from what a neighbor's house listed for.

No one can promise a sale, a price or a timeline. Be cautious of anyone who does.
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Reading the market response
The activity your listing received is information. These three questions tend to reveal
the most.

1 · How much showing activity, and
when?
Steady early interest that faded tells a
different story than very little interest from
the start. Early interest with no offers often
points to something buyers saw in person or
compared against. Little interest at all often
points to how the home appeared next to its
competition online.

2 · What did buyers say?
Showing feedback, even brief comments,
often points to something specific: price
relative to other homes, condition, layout,
location, or how easy the home was to see. If
you have feedback or activity reports from
the listing, keep them. They're valuable.

3 · What did buyers choose
instead?
The homes that went under contract in your
price range, during the same weeks, are
usually the clearest benchmark. They show
what buyers decided was the better fit for
their money at that time.

4 · What has changed since?
Inventory, interest rates, insurance costs and
the season all affect buyer behavior in
Southwest Florida. What was true when you
listed may not be true today, in either
direction.

Helpful to have: your listing dates and any price changes, showing feedback, the number of
showings, and notes on any offers or near-offers. Together with current market data, these
turn guesswork into a clear picture.

Peter Hitzel · PREMIERE at Real Broker, LLC · 239.977.8498 · mail@peterhitzel.com Educational information only — not legal or tax advice.



A F T E R  A N  E X P I R E D  L I S T I N G 04

S T E P  2

What deserves a fresh look
If you decide to sell again, review each of these with current information. Some may
need no change at all.

Area What to look at

Price vs. competition Not only what similar homes sold for, but what buyers can choose from
right now at your price, and how your home compares on condition,
location and features.

Presentation Photos, the first impression online and at the door, and condition items
buyers notice early. Professional photography and light, uncluttered
rooms help buyers see the home clearly.

Access How easy it was for buyers and their agents to see the home when they
were ready. Limited showing windows can quietly reduce activity.

Positioning Whether the marketing clearly says who the home is right for and why:
waterfront access, location, updates, lifestyle. A clear story helps the
right buyer recognize the home.

Florida specifics Roof age, wind mitigation, flood zone and insurance questions often
come up early for buyers here. Having answers ready can remove
hesitation.

Your priorities What matters most this time: net proceeds, timing, convenience or
certainty. The right plan depends on it.

A note on marketing: better marketing can help the right buyers find and understand a
home. It can't make up for a price the market won't support. Price, presentation and
positioning work together.
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Your options from here
There's more than one good outcome. Here's an honest overview.

Sell again, with a fresh plan
Usually works best when the plan is built on
current competition, a clear sense of your
priorities, and specific changes where the
data supports them.

Wait, then decide
A break can make sense if timing, the
season or your next move isn't settled. Use
the time to gather paperwork and keep an
eye on comparable homes.

Rent the home
An option if you'd like to hold the property.
Look at local rent levels, insurance, HOA
rental rules, taxes and management costs
before deciding.

Stay
Deciding to stay is a perfectly good
outcome, too.

Sell it yourself (FSBO)
Possible, with real work: pricing, marketing,
showings, negotiation and paperwork. Ask
me for the companion guide, "Selling Your
Home Yourself."

Ask for a second opinion
A short review of the market data, with no
obligation, can help whichever path you
choose.

A few questions to answer first
If the home sold, where would you go next, and when?

What matters most this time: net proceeds, timing, convenience or certainty?

Is there a price below which you'd rather keep the home? Knowing that number is useful, not
a weakness.

Looking back, what would you want to be different about the experience?
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Questions to ask before you relist
Whether you work with your previous agent, a new agent, or sell on your own, these
questions help you compare approaches fairly.

Good answers are specific. They're grounded in current data and your goals, not in promises
of a price, a timeline, or a buyer who is "already waiting."

Which homes do you consider my direct competition right now, and why?

What do recent sales and the homes that didn't sell tell us about pricing?

What, specifically, would you do differently from the last listing, and what would you keep?

How will the home be photographed, described and presented online?

How will showings be handled, and how will I receive feedback?

How often will we review activity, and what would trigger a change in strategy?

How do you handle Florida-specific buyer questions: insurance, flood zone, wind mitigation,
roof age?

What are the terms of the listing agreement, including length and how it can end?

How is compensation structured, and what exactly is included? (Commissions are
negotiable.)
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Florida paperwork that helps any sale
Whether you sell next month or a few years from now, having these ready can make
things smoother. Buyers' insurers and lenders in Florida often ask about them early.

You won't need everything, and some items may not apply. If something on this list raises a
question, I'm glad to help sort out what's relevant for your home.

Roof age and permit information

Wind mitigation report, if you have one

4-point inspection, often requested for older homes

Flood zone and, if available, an elevation certificate

Current insurance details (policy type and carrier)

Permits for improvements or additions

HOA or condo documents, if applicable

In Cape Coral, the status of any utility assessments

Seawall, dock or lift details for waterfront homes

Showing feedback and activity reports from your last listing
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A second set of eyes, if it helps

If you'd like, I'll put together a short, no-cost overview of the homes
that competed with yours and what has sold nearby, and walk you
through what it may mean. Phone or email, whichever you prefer,
and no expectation that you relist with me.

Call or text 239.977.8498 · mail@peterhitzel.com

Prefer to read first? Recent area sales are public at livinginflorida.site/sold-listing
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