HARRY’S HOME GUIDE / DFW SELLER SERIES

Home didn’t sell? Your next
move.

A practical guide for Dallas-Fort Worth homeowners ready for a clearer plan.

A fresh start should come with a better plan.

If you put time, money and hope into selling and it did not happen,
frustration is understandable. An unsuccessful listing is information we can
use. It is not a verdict on your home.

You do not need to figure it all out before we meet. Let’s walk the home
together, review what happened and discuss what | would change.

Request a walkthrough with Harry.

Start with the evidence

These are the patterns | would help you review. If you have the old listing or feedback handy, we can
use it. No need to assemble a packet first. One comment, a view count or a quiet weekend does not
prove why a home failed to sell.

What happened? What to examine

Few inquiries or showings Price against current competition, where the listing appeared, the lead photo,
listing accuracy and showing access.

Showings, but no offers Whether the in-person experience matched the photos, condition concerns,
competing homes and value at the asking price.

Offers, but no agreement Price and terms, seller priorities, counteroffer strategy, response times and
whether concerns were explored.

A contract fell through The actual reason: financing, appraisal, inspection, timing or another contract
issue. Address what can be addressed before relaunch.
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Raise the presentation standard.

“Professional photos” should describe the quality, not just who took them.

01 Audit the photography, not the invoice.

Ask to see full galleries from comparable homes. A portfolio of a few beautiful rooms does not show
how the photographer handles a dark interior, an awkward layout or an ordinary exterior. Your home
deserves the same care in every frame.

Light and color. Rooms should look bright but believable, with consistent color, clean windows and
useful detail. Avoid muddy shadows, blown-out windows and excessive HDR effects.

Composition and accuracy. Look for straight vertical lines and thoughtful angles that explain the
rooms. Extreme wide-angle distortion and edits that hide permanent problems can create the wrong
expectation.

Selection and sequence. The first photo should make a strong, accurate introduction. Follow with a
coherent tour of the home’'s best features and layout. Remove repetitive, weak or unhelpful frames.

Preparation before the shoot. Clean, declutter, simplify surfaces and fix distracting details first.
Review the final gallery before launch. If the work falls short, discuss corrections or a reshoot.

02 Make every sentence earn its place.

A property description should quickly answer: What stands out? How does the layout work? Which
verified features matter to the buyer? Lead with the strongest specifics, keep the copy tight and
remove generic superlatives. Verify measurements, upgrade dates and other factual claims.

Specific beats vague: “A covered patio opens from the living area, with
a separate office near the entry.” Use details like these only when they
are true for the property.

03 Prepare with purpose.

A home that did not sell does not automatically need a full renovation. Separate unresolved problems
from cosmetic preferences, get estimates where needed, and compare the cost and delay with the
likely benefit. Start with my What to Fix Before Selling Your DFW Home quide.

Research context: NAR identifies photography, staging, pricing and distribution as complementary parts of marketing. Read
its marketing quide.
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Marketing opens the door. Sales
work matters next.

The agent representing you matters as much after the inquiry as before it.

04 Expect active, professional follow-up.

Real estate is a sales job. Publishing a listing is the beginning of the work. Inquiries deserve clear
answers, showing requests need attention, and interested parties need an appropriate next step.
Good etiquette means being prepared, respectful, responsive and easy to work with.

Ask who follows up, how quickly, and how the conversation is documented. Useful follow-up explores
what a buyer liked, what is holding them back and whether there is a workable path forward. It
should be persistent and relevant while respecting a clear “no.”

Agree on a regular seller update: activity, recurring feedback, conversations in progress, changes in
competing listings and a specific recommendation. “We are getting views” is not a complete sales
report.

05 Price against the choices buyers have now.

Review recent comparable sales, pending homes and active competition, with attention to location,
condition, size and features. A former asking price is not proof of value. Your timeline matters, too.
NAR describes a comparative market analysis as one tool for developing a pricing recommendation.

See its pricing guide.

Ask your agent to explain the differences between your home and each comparison. Dallas-Fort
Worth is not one uniform market; a broad regional headline cannot replace a property-specific
review. Better marketing should support a defensible price, not excuse one the evidence cannot
support.

06 Judge negotiation by the whole outcome.

A strong negotiator listens carefully, asks useful questions, explains options and keeps
communication constructive. Before responding, identify what matters to you: proceeds, certainty,
timing, possession or flexibility. A calm, well-supported counteroffer should have a purpose.

Compare offers beyond the headline price: financing, contingencies, concessions, requested repairs
and closing terms can change the result. NAR also cautions that the highest offer is not necessarily
the strongest. Ask for a clear comparison and estimated net proceeds, with the assumptions
explained.
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Start with a walkthrough.

You bring the questions. We work through the possibilities together.

You do not need to clean for a photo shoot, order repairs or solve the pricing question before we
meet. Tell me the property address and what you hope to do next. If you have the previous listing or
feedback, it is helpful, but not homework.

[] What held the sale back. We can look at the previous listing, your experience and the most
likely obstacles, including what needs more research.

[[1 Where the price fits. We can discuss the relevant comparisons and the market analysis needed
to recommend a price.

[] What is worth doing. We can separate helpful preparation from unnecessary spending, with
your budget and timing in mind.

[[] How the presentation could improve. We can review the photography, description and how
the home’s strongest features should be presented.

[[] How the sales work would happen. | can explain showing access, follow-up, communication
and how | would keep you informed.

[] What a sensible next step looks like. We can discuss your priorities and whether working
together feels like the right fit.

A conversation before a commitment

The goal is clarity about your options and my approach. You can ask what | would change and why
before deciding whom to hire. If you are still represented, let me know so we can respect your
existing agreement.

You do not have to solve this on your own.
Request a home walkthrough with Harry -

Harry Hasnat « REAL Broker LLC ¢ Dallas-Fort Worth & North Texas
harryshomeqguide.com

Research & scope

Prepared September 11, 2026. General educational guidance informed by Harry’s stated approach and the National
Association of REALTORS® consumer guides on marketing and pricing. The diagnostic framework and checklists are
practical recommendations, not a determination about any individual property. Results depend on the property, market and
terms; no sale, price or timeline is guaranteed.
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