Before You List: Strategic Questions to
Ask Your Agent

A Seller's Guide to Getting It Right the First Time

By Dimple Kaur, REALTOR® | REAL Broker, LLC



You've Chosen an Agent. Here's
Something That Might Help.

| understand you've already selected your listing agent, and
| respect that decision completely. This guide isn't a sales
pitch or an attempt to change your mind. Instead, it's a
collection of strategic questions I'd personally want
answered before listing any property—questions that can
make the difference between a home that sits and one that
sells.

Over my years in real estate, I've seen how the right
preparation and strategy can transform outcomes. These
aren't questions born from doubt about your agent's
abilities. They're rooted in due diligence—the kind of
thoughtful approach that protects your investment and

maximizes your return.

Think of this as a professional courtesy, a helpful resource
you can use regardless of who represents you. My goal is
simply to ensure you have every advantage as you navigate
one of life's biggest financial decisions. Whether we work
together in the future or not, I'm genuinely rooting for your
success.

Why This Matters

The first 72 hours after listing are
critical. Homes generate the most
interest, showings, and offers during
this initial window. Getting your
strategy right from day one isn't just
helpful—it's essential to achieving
the best possible outcome.
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The Foundation: Three Questions Every
Strategic Seller Asks

Before your home goes live on the market, there are three fundamental questions that deserve clear,
confident answers from your listing agent. These aren't meant to create anxiety or second-guessing.
Rather, they're the strategic checkpoints that separate a reactive listing from a proactive marketing
campaign.

Each question addresses a critical component of your home's market success: understanding your
buyer, capturing attention in a crowded marketplace, and ensuring your property reaches the right eyes
at the right time. When you have solid answers to all three, you can move forward with confidence
knowing your listing strategy is built on a foundation of intention, not assumption.

In the pages that follow, we'll explore each question in depth, examining why it matters and what a
strong answer looks like. These aren't trick questions—they're the kind of strategic thinking that should
be part of every listing conversation. Use them as a framework for your final pre-listing discussion with
your agent.

Who's Our Actual Buyer?

Understanding exactly who will purchase this home drives every strategic decision

What Makes Us Stand Out Online?

Capturing attention in the critical first three seconds of scrolling

Where Will Buyers See This?

Ensuring your listing reaches motivated buyers wherever they're searching
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Question 1. Who's Our Actual Buyer?

This might sound like a simple question, but it's often where listing strategies falter. It's not enough to
say "anyone who likes the house" or "families looking in this area A truly strategic approach requires
identifying the specific buyer profile who is actively purchasing homes like yours right now—not
theoretically, but in today's market conditions.

Are you targeting first-time buyers stretching to qualify for their dream starter home? Investors
analyzing cash flow and ROI? Relocating families who need to move quickly for a job transfer? Luxury
move-up buyers seeking specific lifestyle amenities? Each of these buyers has different motivations,
timelines, financial considerations, and emotional triggers.

This clarity matters because it drives every subsequent decision in your marketing plan. The buyer
profile determines which features get emphasized in your listing description, what style and mood your
photography should convey, which platforms receive your advertising budget, even what time of day
you schedule showings. When your agent can articulate exactly who you're speaking to, they can craft
a message that resonates.

"If we don't know who we're speaking to, how will we know what to say?"

Ask your agent to describe your ideal buyer in specific detail. What's their age range? Their income
level? Their current housing situation? What problem does your home solve for them? The more
precise the answer, the more focused and effective your entire marketing strategy becomes.
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Question 2: What Will Make Our Listing
Stand Out Online—In 3 Seconds or Less?

Here's a sobering reality: over 90% of buyers begin -~
their home search online, scrolling through dozens or

even hundreds of listings before they ever book a

showing. In that scroll, your home has approximately

three seconds to capture attention. Three seconds to »
stop the thumb. Three seconds to create enough

intrigue that someone clicks for more details instead

of moving to the next property.

This isn't about gimmicks or deception—it's about
strategic presentation. Your home needs to
immediately communicate value, appeal, and

possibility in a single glance. That burden falls almost
entirely on your lead photograph and the first line of
your listing description.

Your agent should have a clear vision for how your
property will stand out in the scroll. What will that hero
image be? Is it an architectural detail? A stunning
view? A perfectly styled living space? Will the photo
be taken at golden hour for optimal lighting? Has
consideration been given to staging, decluttering, or
small improvements that will photograph beautifully?

Lead Photo Strategy

1 What specific image will stop the scroll? Has it been professionally planned and
executed?

Emotional Connection

2 Does the description create a feeling, or just list features? Great copy sells the lifestyle,
not the square footage.

Visual Elevation

3 Are we using video tours, drone footage, virtual staging, or 3D walkthroughs to
differentiate from standard listings?
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Question 3: Where Will Our Buyers
Actually See This Listing?

Here's a common misconception: once your home hits the MLS, the work is done. The listing gets
syndicated to Zillow, Realtorcom, and other portals, so buyers will naturally find it. While MLS
syndication is certainly valuable, it's just the starting point—not the complete marketing plan. In today's

competitive market, passive exposure isn't enough.

Modern buyers discover properties through multiple channels: targeted social media advertising,
Google searches, email campaigns, agent-to-agent networking, and increasingly through video
content on platforms like YouTube and Instagram. A strategic listing doesn't wait for buyers to stumble
upon your property—it actively puts your home in front of the right people, in the right places, at the
right time.

Ask your agent about their proactive marketing strategy. Are they running paid advertising campaigns
on Facebook and Instagram targeted to demographics that match your buyer profile? Will they invest
in Google Ads so your property appears when buyers search for homes in your area? Do they have a
network of buyer's agents they'll personally contact? What's the budget allocated for digital marketing,
and what results do they expect from that investment?

Social Media Search Engine Visibility Agent-to-Agent
Amplification Paid search campaigns ensuring Outreach
Targeted ads reaching potential your home appears when Direct communication with
buyers based on demographics, buyers are actively looking buyer's agents who represent
interests, and online behavior qualified, motivated purchasers

"MLS is a tool, not a marketing plan.”
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Beyond the Basics: Timing, Preparation,
and Pricing Strategy

While the three core questions address your marketing foundation, a few additional strategic
considerations can significantly impact your results. These topics might seem straightforward, but each
one carries nuances worth discussing with your agent before you commit to a list date and price.

Strategic Timing High-ROlI Pricing for Urgency
Are we listing at a time that Improvements Is our price designed to
maximizes weekend Have we identified minor create competitive interest
showing traffic? Market data changes that could yield and urgency—or does it
shows specific days outsized returns? reflect wishful thinking?
generate more activity—is Sometimes a paint refresh, Strategic pricing generates
your launch date optimized updated lighting, or activity; aspirational pricing
for attention? strategic decluttering generates stagnation.

delivers 5-10x ROI.

Timing matters more than most sellers realize.
Listing on a Thursday or Friday gives you a full
weekend of showing activity when buyer interest
peaks. Launching during a holiday week or in the
dead of winter (depending on your market) might
mean fewer eyes on your property during those

crucial first days.

Similarly, preparation isn't about expensive
renovations—it's about strategic improvements
that photographs well and removes buyer
objections. A professional deep clean, fresh
neutral paint, and removing personal items and
clutter can transform how buyers perceive your

space, often delivering returns that far exceed
the modest investment.

Finally, pricing strategy deserves careful thought. The goalisn't just to set a number—it's to position
your home competitively within the current market landscape. A price that's slightly below market
comps can generate multiple offers and a bidding situation. A price that's even marginally too high can
cause your listing to languish, requiring eventual reductions that signal desperation rather than value.
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A Final Word

Choosing a listing agent is one of the most important decisions
you'll make in the selling process, and | genuinely respect the
choice you've made. You've done your research, had your
conversations, and selected someone you trust to represent your
interests. That's exactly how it should be.

| created this guide not as a marketing tool for my services, but
as a resource—something useful you can take into your listing
conversation regardless of who's sitting across the table from
you. These questions have been refined over years of helping
sellers navigate complex markets, learning what separates
successful listings from frustrating ones, and watching how small
strategic choices compound into significant results.

Getting the strategy right from day one matters. It matters
financially, certainly, but it also matters emotionally. The stress of
a home that sits on the market week after week, the
disappointment of showings that don't convert to offers, the
anxiety of watching your asking price slowly decline—these
experiences are often preventable with proper planning and
clear communication upfront.

I'm rooting for a successful sale. Truly. If these questions help you
have more informed, strategic conversations with your agent,
then this guide has served its purpose. And if somewhere down
the road you find yourself needing real estate guidance—
whether for a future sale, a purchase, or even just a conversation
about the market—I'm here. No pressure, no pitch. Just helpful
expertise whenever you need it.
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You've Got This

Armed with the right questions
and a strategic mindset, you're
positioned for success. Trust
your preparation, trust your
agent, and trust the process.

Wishing you a smooth
transaction and a fantastic

outcome.



Quick Reference: Your Strategic
Questions Checklist

Use this summary as a reference guide when meeting with your listing agent. Feel free to bring it to
your strategy session, add your own notes, and ensure each point receives a clear, confident answer.

Buyer Profile

1
Who is our specific target buyer? What's their demographic, motivation, and timeline?
Online Differentiation

2
What's our lead photo strategy? How will we stand out in the 3-second scroll?
Marketing Distribution

3 Where will buyers see our listing beyond MLS? What's the advertising budget and plan?
Launch Timing

4
Are we listing at an optimal time to capture weekend showing traffic?
Property Preparation

5 What high-ROI improvements should we consider before listing?

6 Pricing Strategy

Is our price designed to create urgency and competitive interest?

[J  Pro Tip: The quality of your agent's answers matters as much as the answers themselves.
Look for specific details, market data, and clear reasoning—not vague generalities or
defensive responses. Great agents welcome these questions because they've already
thought through every answer.
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Let's Stay Connected
Dimple Kaur, REALTOR® | REAL Broker, LLC

REAL Broker LLC

Whether you need market insights, strategic advice, or simply want to explore what's possible in Las
Vegas real estate, I'm here to help. No pressure, no obligation—just genuine expertise and a
commitment to your success.

Phone: (725) 999-0061
Email:

Website:

Visit My Website

Connect with me on social media for market updates, home selling tips, and Las Vegas real estate
insights:

&8 FOLLOW ON FACEBOOK 4 CONNECT ON LINKEDIN

This guide is provided as an educational resource and professional courtesy. All information is deemed reliable but not
guaranteed. Real estate market conditions vary, and strategies should be customized to individual properties and circumstances.
© 2026 Dimple Kaur, REALTOR® | REAL Broker, LLC. All rights reserved.
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