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Seller Relisting Checklist

What to Review Before Putting Your Home Back on the Market

When a home does not sell the first time, it does not mean the home is unsellable. It means the market gave
feedback.

Before relisting, the goal is to understand what happened, adjust the strategy, and come back to the market
with a stronger plan. A successful relaunch should feel intentional, not like the same listing was simply posted
again.

Use this checklist to review the most important areas before relisting your home.

o Review What Happened the First Time

Before making changes, look honestly at the first listing period.
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How many days was the home on the market?

How did that compare to similar homes in the same area and price range?

How many showings did the home receive?

Did showing activity slow down after the first week or two?

Were there any offers?

If offers came in, why did they not work?

What feedback did buyers or agents give?

Were there repeated concerns about price, condition, layout, location, taxes, updates, or access?
Did the home compete against newer, updated, or better-priced homes nearby?

Did the market shift while the home was listed?

KEY QUESTION
Was the problem exposure, price, presentation, access, condition, timing, or some combination of these?
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SELLER RELISTING CHECKLIST Mari Van Meter, REALTOR®

e Revisit the Pricing Strategy

Pricing is usually the first place to review when a home does not sell.
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Compare the original list price to recent closed sales.

Compare the original list price to active listings buyers are seeing right now.

Look closely at homes that went under contract while yours was listed.

Review any price reductions that happened during the previous listing period.

Ask whether the price matched the home’s current condition and buyer expectations.

Consider buyer search brackets, such as $400,000, $450,000, $500,000, etc.

Avoid pricing just above a major search threshold if it causes the home to miss a larger buyer pool.

Decide whether a meaningful price adjustment is needed before relaunching.

IMPORTANT REMINDER

A small price change may not be enough if buyers already rejected the previous price. The relaunch price
should create new interest, not just slightly revise the old strategy.

e Study the Competition Like a Buyer

Buyers do not view your home in isolation. They compare it to everything else they can buy.
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Review active competing homes within the same price range.

Compare square footage, bedroom count, bathroom count, lot size, updates, parking, basement, taxes,
and location.

Look at the first 5 listing photos of each competing home.

Identify which homes feel more move-in ready.

Identify which homes offer more perceived value.

Watch for new listings that may pull attention away from your home.
Review pending homes to see what buyers are actually choosing.

Adjust your pricing, preparation, or marketing based on what buyers are seeing.

KEY QUESTION
If you were a buyer, would your home feel like the best choice at this price?
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o Refresh the Home’s Presentation

A relisted home should not look exactly the same online.
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Remove clutter from counters, closets, floors, and storage areas.

Reduce oversized furniture if rooms photographed small.

Add brighter lighting where rooms felt dark.

Touch up paint where needed.

Clean baseboards, windows, vents, appliances, and flooring.

Replace burned-out bulbs with consistent light temperatures.

Address odors from pets, smoke, moisture, cooking, or closed-up spaces.

Improve curb appeal with fresh mulch, trimmed landscaping, clean walkways, and seasonal planters.
Make the front entry feel clean, welcoming, and well maintained.

Consider staging or partial staging for rooms that looked empty, awkward, or too personalized.

PRIORITY AREAS
Kitchen, living room, primary bedroom, bathrooms, entryway, outdoor space, and any flex space that needs a
clear purpose.

e Fix the Issues Buyers Noticed

If feedback was consistent, take it seriously.
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Review all buyer and agent feedback from the first listing.
Identify repeated objections.

Separate “easy fixes” from larger projects.

Complete simple repairs before relisting.

Repair leaky faucets, loose handles, running toilets, cracked caulk, damaged trim, squeaky doors, and
broken screens.

Replace worn carpet or consider professional cleaning if needed.
Address peeling paint, stained ceilings, or visible water concerns.
Service HVAC if there were comfort or age concerns.

Gather receipts, warranties, permits, and maintenance records.

Consider a pre-listing inspection if the home is older, unique, or previously received condition-related
objections.
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GOAL
Reduce buyer hesitation before it becomes a lower offer or no offer at all.

e Update the Photos and Visual Marketing

Online presentation is the new first showing.
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Use new professional photos.

Do not reuse the same full photo set from the expired listing.

Make sure the first photo is strong enough to stop a buyer from scrolling.
Reshoot after decluttering, staging, repairs, or seasonal changes.
Include clear, bright photos of the most important rooms.

Avoid too many duplicate angles.

Add floor plans if the layout is hard to understand.

Consider video, vertical reels, or a short walkthrough for social media.
Update exterior photos if the season has changed.

Make sure photos match the current condition of the home.

KEY QUESTION
Does the new marketing make the home feel fresh, clear, and worth seeing in person?

e Rewrite the Listing Description

The new listing copy should answer buyer concerns and highlight the home’s strongest value.
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Rewrite the public remarks instead of copying the old description.

Lead with the home’s best features.

Be specific about updates, layout, location, storage, outdoor space, and flexible rooms.
Mention improvements made since the previous listing when appropriate.

Avoid vague phrases like “must see” or “won't last.”

Describe the home, not the ideal buyer.

Keep Fair Housing guidelines in mind.

Make the copy easy to read on a phone.

Avoid overpromising or hiding obvious limitations.

Make sure the MLS details match the home accurately.
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STRONG RELISTING LANGUAGE MAY INCLUDE

“Recently refreshed with updated paint, improved staging, and a new pricing strategy based on current
neighborhood sales.”

e Improve Showing Access

If buyers could not easily see the home, the listing may have lost momentum.

Review showing restrictions from the first listing.

Oad

Expand showing windows if possible.

Allow weekend and evening appointments when reasonable.

Make the home easy to show during the first 7 to 10 days.

Keep the home show-ready during the relaunch period.

Remove unnecessary appointment barriers.

Make pet plans in advance.

Make sure lights are on, blinds are open, and the home feels welcoming.

Provide clear showing instructions to agents.

OO0O0000O0O0O

Track showing activity closely after relaunch.

IMPORTANT REMINDER

The first week back on the market matters. Make it as easy as possible for qualified buyers to say yes to a
showing.

o Review Buyer Costs and Negotiation Strategy

Buyers are looking closely at monthly payments, taxes, insurance, condition, and closing costs.

Review how property taxes affect affordability.
Review HOA fees, if applicable.
Consider whether a seller credit could help buyers with closing costs or rate buydown options.

Discuss whether offering buyer-side compensation or concessions off-MLS makes sense for your
situation.

Understand that compensation and concessions are negotiable.

Decide your negotiation boundaries before relisting.

o0 O0O004d

Know which repairs, credits, or terms you may be willing to consider.
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[[] Review likely buyer financing types for your price range.
[[] Make sure the home condition supports FHA, VA, or conventional financing if those buyers are likely.

[[] Prepare for inspection negotiations before an offer comes in.

KEY QUESTION
Are there ways to reduce buyer friction without simply lowering your bottom line?

9 Check MLS, Market Time, and Relisting Rules

Relisting rules vary by MLS and market.

Confirm whether the previous listing is expired, canceled, withdrawn, or temporarily off market.

Oad

Review the listing agreement before making changes.

Understand whether days on market or cumulative market time will reset.
Confirm how the home'’s listing history will appear to agents.

Review how price history may appear on consumer websites.

Ask what options exist for third-party display settings.

Make sure the relisting follows MLS rules.

Avoid trying to “hide” the previous listing history.

Prepare a clear, honest explanation for why the home is being relaunched.
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Make the new listing strategy visibly different from the old one.

BEST PRACTICE

Buyers and agents can often see listing history. The stronger approach is to relaunch with a clear
improvement story.

a Build a Better Marketing Plan

A relaunch should have a plan before the home goes live.

Identify the likely buyer pool.

Update MLS copy, photos, and feature highlights.
Create a launch timeline.

Prepare social media marketing.

Prepare email marketing to local agents and buyer contacts.

OO0O00O00O

Consider a broker open or agent preview.
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[C] Consider an open house if it fits the property and market.
[ Highlight improvements made since the previous listing.
[C] Promote the home’s strongest lifestyle and location features.

[] Track online views, saves, showing requests, feedback, and agent response.

KEY QUESTION
Why this home? Why this price? Why now?

9 Prepare the Seller Mindset

Relisting can feel discouraging, but it can also be a reset.

Release the old strategy.

Oad

Be willing to respond to market feedback.

Focus on what can be controlled: price, presentation, access, and marketing.
Decide in advance how quickly you will respond if activity is low.

Review the first 10 to 14 days of relaunch data carefully.

Do not wait too long to adjust if buyers still are not responding.

Stay realistic about market conditions.

Stay open to strong but imperfect offers.

Keep communication clear and consistent.

OO0O0000O0O0O

Remember that the goal is not just to be listed. The goal is to sell.

Relisting Decision Guide

If the home had lots of showings but no offers:
The price may have been too high for the condition, layout, location, or competition.

If the home had very few showings:
The issue may have been price, photos, online presentation, location, buyer demand, or limited exposure.

If buyers gave the same feedback repeatedly:
That feedback should guide repairs, staging, pricing, or disclosure strategy.

If the home went under contract but fell apart:
Review inspection issues, appraisal concerns, financing problems, buyer qualifications, and contract terms.
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If the market changed during the listing:
Update the pricing strategy based on current competition, not the price you hoped for months ago.

Before You Relaunch, Confirm These 10 Things

O
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The price reflects today’s market.

The photos are new or significantly improved.

The home looks better than it did the first time.

The listing description has been rewritten.

Buyer objections have been addressed where possible.

Showing access is easier.

The marketing plan is stronger.

MLS and listing history details have been reviewed.

Seller concessions or compensation strategy has been discussed.

You have a plan to review activity and adjust quickly.

Final Thought

A relist is not a failure. It is a second launch.

The best relisting strategy does not pretend the first listing never happened. It learns from it,
improves the plan, and brings the home back to the market with better pricing, stronger
presentation, and a clearer path to a successful sale.

Thinking about relisting? Let’s put together a plan that fits your home and your goals. Schedule a consult at
https://calendar.app.google/ujT66PePErKcxZGP7 or visit MyRealtorMari.com.
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