
My House Didn’t Sell… What the Hell?

As a real estate agent, nothing is more frustrating than meeting with a 
client who has failed to sell their house the first time they listed.  They 
are defeated, discouraged and sometimes embarrassed when they tell 
me, “Nobody wants my house.”  

A quick autopsy of the initial listing gives me an understanding of what 
needs to be done differently this time to go from Expired to Inspired! 
As you are reading this you may be thinking it’s a matter of price-
location-condition.  Those traditional factors are important but should 
be explained in more modern terms given the evolution of marketing.  

Pricing Strategy -vs- Price

Lifestyle-vs-Location

Guest Experience-vs-Condition

Pricing Strategy:

Technology has put data at our fingertips. Buyers believe they can 
and will determine the value of your house. It is true that the buyer 
establishes what they are willing to pay. With this in mind, re-think 
the old notion of setting a sales price above market value with the 
expectation to negotiate down. Another way to think about this is by 
referencing the Kelly Blue Book to establish value of a car. If the price 
is not compelling, it’s not selling.  

Lifestyle:  

I’m working with clients who are open to locations in both PA and DE. 
The real estate taxes will play a role in determining the best lifestyle. 
Many people work remotely; some commute to work but still want 
to be present for family meals.  Providing their children with a great 
education is also high on the list.

In fact, the proximity to Target or Trader Joes has been on a few 
“must-have” lists.  Understanding what “location” means to buyers is 
important. 

Guest Experience:

What does “Condition” actually mean in real estate?   A house may 
have been well maintained under the current home ownership, but 
the kitchen is dated.  The bathrooms may be renovated but the roof 
is near the end of life expectancy and the closets are functionally 
obsolescent.     The guest experience method considers how a buyer 
evaluates the house based on current housing fads, trends, and 
mega-trends.    

To learn more about each of these topics, plus how to appeal to those 
picky HGTV loving buyers (even if your house does not have a single 
set of barn doors) visit my blog at www.morebvhomes.com or consider 
attending an upcoming talk on How to Sell a House in 30 Days.  All are 
welcome and include a Q & A session.  

Let’s get everyone moving!

SELLHow to a House
in 30 Days

This presentation will focus on today's market and 
how to appeal to those picky buyers, even if your 
house doesn't have a single set of barn doors!

Madeline will share expert tips to prep your house 
whether you are planning to sell now or in the 
future.

Tuesday, April  2, 2019

Rachel Kohl Community Library

687 Smithbridge Rd, Glen Mills,  PA

6 - 7 pm (7- 7:30pm  Q&A Session)

302.798.1000 ext 3104
hellomorebvhomes@gmail.com

Join Madeline as she presents:

To register:

      
to Your HouseSELL

21 TIPS
21 Tips to Sell Your House

Participants will receive 
a FREE copy of

moremadelinedobbs@gmail.com
www.moreBVhomes.com

302.798.1000 x 3104

MadelineDobbs, Realtor

Morebvhomes

Madeline Dobbs is the Founder of More Brandywine Valley 
Homes, a concierge real estate business, serving friends in 
the Brandywine Valley of DE & PA. She is the author of 
21 Tips to Sell Your Home and “How to Sell a House in 
30 Days!”
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