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Selling Your Home

A thoughtful guide for first-time sellers

— Jacqueline Walker | Keller Williams Realty Atlanta Midtown

Selling a home is rarely just a transaction. It is usually a transition.

Sometimes it is exciting. Sometimes it is emotional. Sometimes it arrives quietly after
years in the same place. And for many first-time sellers, the hardest part is not the

paperwork — it is simply not knowing what comes next.

This guide was written from the perspective of an Atlanta REALTOR®, but much of what
follows applies no matter where you live. Every city and market works a little differently,
but the overall experience of selling a home tends to feel very similar no matter where

you are.

The goal of this guide is not to replace professional representation. It is to help you
better understand the process so you can move through it more confidently and ask

better questions along the way.

Most things outside of this guide will be handled behind the scenes by your agent. The
goal here is simple: help you feel informed, steady, and prepared.

Read it once now. Come back to it later when something feels uncertain.

Phase One — Ninety Days Out
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The planning phase.

This is often the quietest stage of the process, but it shapes everything that follows.

Clarify Your Reason for Selling

Before discussing pricing, timelines, or repairs, define the reason behind the move. Not

for your agent. For yourself.
A simple sentence is enough:

* "We need more space."
e "The kids are leaving for college."
e "We want less maintenance."

e "My job is relocating us."

Once your "why" becomes clear, many later decisions become easier.

Have a Strategy Conversation — Not Just a Price Conversation

Pricing is the most important strategic decision in the selling process.

And despite what many homeowners are told, pricing is not simply a personal opinion
or a number chosen in isolation. A strong pricing strategy is built around market
conditions, buyer behavior, inventory levels, competition, timing, and the condition of

the home itself.
The conversation can absolutely begin at home:

e What would make the move worthwhile financially?
e What timeline feels realistic?
e Which updates or improvements have been made?

e How aggressively do you want to position the home?

Those conversations matter. But the final pricing strategy should always be grounded in

file:///Users/jacquelinewalker/CO%20Work/sellers-checklist-PRINT.html Page 2 of 11



Selling Your Home — Jacqueline Walker 5/28/26, 3:55 PM

real market data and guided by a professional who understands how buyers are

behaving in your specific market at that specific moment.

A home is not priced based only on what the seller hopes for. It is priced within the
reality of the market surrounding it.

In Atlanta, for example, pricing strategy can shift dramatically depending on
neighborhood, school district, inventory levels, renovation quality, and buyer demand at

a given price point. The same principle applies in most markets across the country.

Strong pricing creates momentum, visibility, and confidence. Overpricing often creates
hesitation long before a buyer ever schedules a showing.

The best pricing strategies balance market reality with the seller's goals thoughtfully,

objectively, and without emotion.

Choose Representation Carefully

The right professional guidance tends to make the process feel far less overwhelming.
Look for someone who:

e Communicates clearly

Understands negotiation

Knows the local market

Explains trade-offs honestly

Helps create clarity during uncertain moments

The selling process often feels calmer and more organized when expectations are clear

from the beginning.

Understand Your Next Step Early

If you plan to buy another home, rent temporarily, relocate, or move in with family,
begin those conversations early. Understanding what comes next helps reduce stress

during the selling process and creates more confidence around timing.
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Consider Offering a Home Warranty

A home warranty is a one-year service contract that covers many major systems and
appliances in the home — typically HVAC, plumbing, electrical, and select appliances.

For sellers, a home warranty can serve two strategic purposes.

During the listing period. A pre-listing warranty (typically a few hundred dollars)
protects you against unexpected system failures while the home is on the market. If a
major system fails during showings, you may be able to address it through the warranty
rather than out of pocket.

As an offer-stage incentive. Some sellers offer a one-year warranty to the buyer as part of
the contract. This can ease buyer concerns about aging systems, reduce friction during

the inspection negotiation, and sometimes accelerate a deal.

A home warranty does not replace meaningful repairs. It supplements buyer confidence
and protects against the unpredictable. Discuss with your agent whether either approach
makes sense for your specific home and price point.

Phase Two — Thirty Days Out

Preparing the home.

This is where the process becomes visible. The goal is not perfection. The goal is

presentation.

Done well, this phase typically takes between two and four weeks. Some sellers prepare

their home in a weekend. Others need a month. Both are normal.
Prepare the Home for a Fresh Perspective

The objective is not to make your home look empty. The objective is to help buyers

picture themselves living there.
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Usually this means:

 Clearing excess items from countertops

e Removing some items from shelves and furniture surfaces

Packing overly personal items

e Organizing closets and storage areas

Creating a sense of openness and calm

Most homes simply need less visual noise.

Prioritize Repairs That Affect Buyer Perception

Small issues can quietly shape a buyer's confidence. Focus first on:

e Loose handles

Burned-out bulbs

Scuffed paint

Sticky doors

Minor cosmetic distractions

Not every aging item needs replacement before listing. A functioning older water heater

or HVAC system is often better addressed during negotiations if it becomes relevant.

Refresh the Walls Thoughtfully

Paint is one of the highest-return preparation choices available to most sellers, and one

of the easiest to overdo.

The goal is not a complete repaint. The goal is a clean, current, neutral surface that does

not pull attention away from the home itself. Consider:

e Touching up high-traffic areas, baseboards, and door frames
e Repainting rooms in dated or polarizing colors

e Choosing warm whites, soft greiges, or muted neutrals
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o Refreshing ceilings if they appear yellowed

e Avoiding bold accent walls that may not match buyer taste

Avoid painting over recurring issues such as water stains or damp areas. Address the
source first, then paint. A full interior refresh is rarely necessary. A few intentional rooms

often create the result you are looking for.

Care for the First Impression Outside

Buyers form an opinion of your home before they ever step inside. Curb appeal is set in

the seconds between pulling up and reaching the door.

The goal is a property that looks lived in and well cared for, not landscaped to

perfection. Common areas of focus:

e Mow, edge, and weed regularly throughout the listing period
o Refresh mulch in flower beds

e Trim shrubs away from windows and pathways

e Power-wash the driveway, walkway, and front steps

e Add seasonal flowers or simple greenery near the entry

» Replace burned-out exterior lighting

If the front yard is the part of the home a buyer sees first, treat it as a first sentence. Make

it inviting, simple, and clear.

Consider Light Staging

Most well-maintained homes do not need full-scale staging. Often, simple adjustments

create the strongest result:

Fresh bedding

Better lighting

Rearranged furniture

Neutral accessories

file:///Users/jacquelinewalker/CO%20Work/sellers-checklist-PRINT.html Page 6 of 11



Selling Your Home — Jacqueline Walker 5/28/26, 3:55 PM

e Removing oversized or distracting pieces

If additional staging is recommended, your agent can guide you room by room.

Professional Photography Is Essential

Online presentation determines whether buyers schedule a showing. Professional

photography is one of the highest-return investments in the entire selling process.
Photography is typically scheduled:

o After decluttering
* After staging adjustments

» Before the listing goes live

Strong visuals create stronger first impressions.

Phase Three — Live on Market

The active phase.

This is the stage most sellers imagine when they think about selling. Showings begin.

Buyers walk through the home. Feedback starts coming in.

It is also the phase where sellers are most likely to second-guess themselves. That is

normal.

Be Flexible With Showing Availability

Being prepared to allow reasonable showing availability throughout the listing period
often helps sellers reach their goals faster. Every declined showing or heavily limited

availability can unintentionally turn motivated buyers toward other homes.

In many markets, typical showing availability windows run from approximately 8:00 AM
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to 7:00 PM with advance notice requirements ranging from one to two hours depending

on the property and seller preferences.

While showings can occasionally feel disruptive, flexibility during this phase usually

creates stronger momentum and broader buyer exposure.

Most sellers underestimate how tiring the showing phase can feel, especially during the
first week on market. Whenever possible, try to build small breaks into your schedule
and avoid keeping the home show-ready for an entire day at a time. Many showing

windows can be grouped into shorter time blocks instead.

Focus on Patterns — Not Individual Opinions

One buyer may dislike the paint color. Another may love it. Single comments rarely

matter. Patterns matter.
Your agent should help you evaluate:

e Repeated objections
e Showing activity
e Pricing response

e Buyer hesitation trends

Avoid reacting emotionally to isolated feedback.

Understand Activity vs. Serious Interest

Showing activity tells a story. For example:

e A new listing with several showings in the first week may simply need time

 Consistent showings with no offers over several weeks may indicate pricing or
presentation adjustments are needed

The goal is not traffic alone. The goal is conversion.
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Be Prepared for Different Timelines

Some homes receive strong offers quickly. Others take time. Both can be completely
normal depending on inventory levels, location, condition, price point, and buyer

demand.

A thoughtful strategy matters more than panic or impatience.

Phase Four — Under Contract

The final stretch.

Going under contract is a major milestone, but it is not the finish line yet. Most contracts
involve another 30-45 days of coordination behind the scenes. Knowing what happens

next helps reduce unnecessary stress.

The Inspection Period Often Brings the Second Negotiation

In Georgia, buyers commonly receive a due diligence period where inspections take
place. This is often where repair requests arise, credits are negotiated, and additional

conversations happen.

Nearly every home presents some issues during inspection — even very well-maintained

homes. Most inspection negotiations are resolved within a few days.

The Appraisal Is Separate From the Offer

If the buyer is financing the purchase, the lender will order an appraisal. The appraiser's

role is to determine whether the contract price is supported by recent comparable sales.

If the appraisal comes in lower than expected, it does not automatically end the deal. It
simply creates another conversation and negotiation point.
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Prepare for the Final Walk-Through

Typically completed shortly before closing, the final walk-through allows the buyer to

confirm:

e Agreed-upon repairs were completed
e Included items remain in the home

e The property condition matches the contract expectations

Small unfinished items can create unnecessary friction late in the process.

Understand the Closing Process

The closing attorney plays an important role in the transaction — coordinating title
work, managing funds, preparing closing documents, and helping ensure the legal

transfer of ownership is handled properly.

When lending is involved, the closing attorney often also represents the lender's interests
in the financing process while remaining a central point of coordination for all parties

involved.
On closing day:

e Final documents are signed
e Ownership officially transfers once the deed records

e Funds are disbursed shortly afterward

As with any financial transaction, always verify wire instructions directly with the closing

attorney's office before sending funds.

What This Guide Does Not Cover

No checklist fully captures the emotional side of selling a home.
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The memories. The routines. The feeling of leaving a familiar place behind. That part is

real too.
Give yourself permission to acknowledge it.

Somewhere between packing boxes and signing paperwork, most sellers realize they are

not simply selling property — they are closing a chapter. And that deserves a moment.

Final Thoughts

Selling a home should not feel confusing, rushed, or unnecessarily stressful. The right

guidance creates clarity.

If you are considering a move — whether it is months away or simply a conversation
you want to begin — | am always happy to help you understand your options and create

a strategy that makes sense for your goals.

Jacqueline Walker
REALTOR® - Georgia License #435780
Keller Williams Realty Atlanta Midtown
1420 Peachtree St NE, Suite 100, Atlanta, GA 30309

404-272-6698 - jacqueline@thejacquelinewalker.com
www.thejacquelinewalker.com

Each Office Independently Owned and Operated.

file:///Users/jacquelinewalker/CO%20Work/sellers-checklist-PRINT.html Page 11 of 11



