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Before You List
Selling a home in South Florida is not just about putting a property on the MLS. Buyers compare homes

online before they schedule, judge value from photos, study condition and insurance questions, and

use nearby active listings as leverage. This guide covers the most common mistakes sellers make and

how to avoid them before your home goes live.

1. Overpricing Before Understanding Buyer Demand
The highest list price is not always the strongest strategy. A home that launches too high can sit, lose

momentum, and create questions for buyers. The right starting point considers recent closed sales,

active competition, condition, upgrades, lot utility, location, and current buyer demand.

2. Trusting Online Estimates Too Much
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Online estimates can be useful as a rough starting point, but they often miss roof age, impact windows,

renovations, floor plan, lot size, views, outdoor living, waterfront appeal, HOA factors, and local buyer

perception. A personalized valuation gives you a more accurate strategy.

3. Using Weak Photos or Poor Presentation
Most buyers decide whether to visit based on the first few images. Professional photography, clean

staging, strong lighting, lifestyle-focused copy, video, and drone when appropriate can change how

buyers perceive value.

4. Ignoring Curb Appeal and First Impressions
Small preparation details can have a large impact. Landscaping, pressure cleaning, paint touch-ups,

lighting, decluttering, entry presentation, and clean outdoor spaces help buyers feel confident before

they step inside.

5. Choosing an Agent Based Only on Commission
Commission matters, but the bigger question is whether the agent has a plan to price, prepare, market,

negotiate, and protect your result. A small savings can become expensive if weak strategy costs you

better offers.

6. Going Live Without a Negotiation Plan
Strong listing strategy includes more than marketing. Sellers should understand inspection requests,

appraisal questions, buyer financing, deposits, timelines, credits, and multiple-offer leverage before

offers arrive.

7. Waiting Too Long to Ask for Advice
The best time to speak with a listing specialist is before the home is ready. Early guidance can help you

decide what to repair, what not to spend money on, how to position the home, and when to launch for

the best result.
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South Florida Seller Checklist
• Compare your home to active competition, pending sales, and recent closed sales.

• Review roof, impact windows, insurance-related questions, and major systems before listing.

• Prepare landscaping, entryway, lighting, paint touch-ups, and decluttering before photos.

• Use professional photography and a listing story that highlights lifestyle and value.

• Know how you will respond to inspection, appraisal, financing, and closing-timeline issues.

• Ask for a property-specific pricing and marketing plan before choosing a list price.

What A Strong Listing Strategy Should
Include

Pricing A local comparable-sales review that considers condition, upgrades,

property features, and active competition.

Preparation Clear recommendations on what to fix, clean, stage, or avoid

spending money on before listing.

Marketing Professional photography, strong copy, video/drone when useful,

social exposure, buyer targeting, and presentation designed to

create confidence.

Negotiation A plan for offer terms, deposits, inspections, appraisals, credits,

timelines, and buyer financing risks.

Want a personalized home value and listing strategy? Call/text
305.900.7600 or visit LuxuryByAlex.com

This guide is for general informational purposes. Your home value depends on property-specific details, current comparable
sales, active competition, market conditions, and buyer demand at the time you sell.


