
A  S E L L E R ' S  S T E P - B Y - S T E P  G U I D E

Selling Your Home

Without Costly

Mistakes
Price it right. Prepare it well. Protect every step to closing.

01Pricing that holds up

02Buyer screening and negotiation

03Inspections, appraisals, and contracts

PRESENTED BY
Linda Hill, REALTOR®
Keller Williams Realty River Cities
C 706-681-4855 · O 706-221-6900 
lindahillsellshomes.com

ABR · SRS · MRP · SRES



I N S I D E  T H I S  G U I D E

Table of Contents
 Tenshortchapters.Readitfronttoback,orjumpto the stage you are in right now.

01

02

03

04

05

06

07

08

09

10

Why Selling a Home Is More Complex Than It Looks

Understanding the Real Risks of Selling on Your Own

How to Price Your Home Correctly From Day One

Preparing Your Home to Attract Serious Buyers

Marketing Your Home Beyond Just Listing It Online

How to Screen Buyers and Avoid Time Wasters

Negotiating Offers Without Leaving Money on the
Table

Managing Inspections, Appraisals, and
Contingencies

Legal, Contract, and Disclosure Mistakes Sellers
Regret

Final Thoughts: Selling Smart Means Selling Informed

Interested vs. qualified

The decision that shapes everything

Protection after closing

Where deals get tested

Your roadmap recap

Introduction

Positioning, not perfection

Know what you are taking on

Exposure, timing, competition

Price plus certainty

How to use this guide: each chapter ends with a short checklist. Use them to spot gaps in your plan
before they turn into problems.

SELLING YOUR HOME WITHOUT COSTLY MISTAKES Linda Hill | lindahillsellshomes.com · 2



01 

I N T R O D U C T I O N

Why Selling a Home Is More Complex Than It
Looks

 Sellingahomeoften appearssimpleonthesurface.Many sellers believethe processis
straightforward: list the property, attract buyers, accept an offer, and close the sale.

 With online listing platforms, automated pricingtools, and digital paperwork, it iseasyto assume that
most of the work is already done for you. In reality, selling a home involves far more than listing it online. A
successful sale requires a series of strategic decisions that influence buyer interest, timing, negotiation
strength, and final sale price. Pricing, presentation, marketing exposure, buyer selection, and contract
management all play a role, and mistakes in any one area can affect the entire outcome.

One common misconception is that selling a home is mainly a logistical process. In fact, it is largely
strategic. Buyers do not evaluate your home in isolation; they compare it against many others on the
market. How your home is positioned determines whether buyers see it as competitive, overpriced, or risky.
Another misunderstanding is assuming that problems only arise when something goes wrong. Many
costly mistakes happen quietly. Overpricing may reduce showings. Weak presentation may limit buyer
interest. Choosing the wrong buyer may delay or derail the sale later. These issues often begin early and
compound over time.

This guide is designed to help sellers understand where complexity truly exists in the selling process. By
knowing what to watch for and what to plan ahead, you can avoid common mistakes and approach your
sale with greater clarity and confidence.

Selling a home well is not about luck. It is about informed decisions made at the
right time.

W H A T  I T  L O O K S  L I K E

W H A T  A C T U A L L Y  D R I V E S  T H E  R E S U L T

Listit Attract buyers Accept an offer Close

Pricing
Strategy

Presentation
Strategy

Marketing
Exposure

Buyer selection
Certainty

Contracts
Protection
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C H A P T E R  2

Understanding the Real Risks of Selling on Your
Own

 Sellingahome on your ownmay seemappealing,especially for sellers whowanttoreducecosts
ormaintainfull control. However, doing so also introduces risks that are often underestimated at
thebeginning of the process.

Pricing risk is one of the most common challenges. Without access to accurate market data and
experience interpreting it, sellers may rely on online estimates or personal expectations. Overpricing can
limit buyer interest and weaken negotiation leverage, while underpricing can result in selling below market
value. Both scenarios can significantly affect your final proceeds.

Legal and disclosure risk is another important consideration. Sellers are responsible for providing
accurate disclosures and agreeing to contract terms that carry legal obligations. Misunderstanding
disclosure requirements or overlooking contract details can create liability even after the sale has closed.
These risks are not always obvious without professional guidance.

Time and stress are also frequently underestimated. Managing showings, inquiries, negotiations, and
deadlines requires ongoing attention. When unexpected issues arise, as they often do, sellers must
respond quickly and correctly. What begins as a manageable process can become demanding and
stressful over time.

Finally, there is opportunity cost. Failed transactions, extended time on market, or repeated price
reductions can delay future plans and reduce overall results. Each setback makes it harder to recover
momentum later in the process.

Understanding these risks does not mean selling on your own will always lead to problems. However,
recognizing where risks exist allows sellers to make decisions with clearer expectations and better
preparation. Being informed early is one of the most effective ways to protect both your time and your
financial outcome.

Pricing risk
Online estimates and personal
expectations can miss the market.

Time and stress
Showings, inquiries, negotiations,
and deadlines all need attention.

Opportunity cost
Failed deals and price cuts make
momentumharder torecover.

Legaland disclosure risk
Liability can continue even after
the sale has closed.
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C H A P T E R  3

How to Price Your Home Correctly From Day One

 Pricing is one of the most important decisions a seller will make, and it is also one of the most
misunderstood.
Many sellers assume thatpricing slightly higher leaves room fornegotiation, or that they can adjust the

 
price later if needed. In practice, the initial price has a lasting impact on how buyers perceive your home.
One key reason overpricing is risky is buyer behavior. Most buyers search within specific price ranges. If
your home is priced above its true market value, it may not appear in the searches of the most relevant
buyers. Even when it does, buyers often compare it unfavorably to similar homes that are priced more
accurately.

 

Underpricing, while sometimes used strategically, also carries risk. Without a clear plan, underpricing can
lead to strong interest but still result in offers that fail to reflect the home's true value. The assumption that
competition will always drive the price up is not guaranteed and depends heavily on market conditions
and demand.

Many sellers rely on online valuation tools as a starting point. While these tools can provide a general
estimate, they do not account for important factors such as recent local sales, current competition,
property condition, or buyer expectations. Market value is not a single number. It is a range influenced by
timing, presentation, and context.

Professional pricing strategies are built on data and interpretation. They consider comparable sales,
active listings, market trends, and how buyers are likely to respond. Pricing correctly from day one helps
attract the right buyers, generate meaningful interest, and maintain negotiating leverage throughout the
process.

SELLING YOUR HOME WITHOUT COSTLY MISTAKES

ILLUSTRATION OF HOW LIST PRICE AFFECTS WHO SEES YOUR HOME. NOT TO SCALE.
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THE RIGHT BUYERS'  SEARCH RANGE

LOWER PRICE HIGHER PRICE
Marketvaluerange

Underpriced, no plan
Interest, but offers may

not reflect true value

Priced right
Seen, compared well,
leverage protected

Overpriced
Missed by the most

relevant buyers

Treat onlineestimates as a starting point, not your price
Review recent comparable sales and current active competition
Factor in condition, timing, and how buyers will likely respond
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Preparing Your Home to Attract Serious Buyers

 Oncepricingisset, preparationbecomesthenextcriticalstep.Howyourhomelooksandfeels
directlyinfluences buyer interest and offer strength.
Buyers often formopinions quickly, and those first impressions shape how much valuethey assignto the

 

A well-prepared home communicates care, reduces buyer objections, and supports stronger offers.
Skipping or rushing this step often leads to longer time on market and weaker negotiating outcomes.

property. One common mistake sellers make is focusing on features buyers may not prioritize. Buyers tend
to notice cleanliness, layout, light, and overall condition before details like custom upgrades or personal
design choices. What matters most is whether the home feels well-maintained and move-in ready.

Preparation does not require major renovations. In many cases, simple improvements deliver the highest
return. Addressing visible maintenance issues, making minor repairs, decluttering, and deep cleaning can
significantly improve how buyers perceive the home. These steps reduce distractions and help buyers
focus on the space itself.

Presentation also plays an important role. Staging and thoughtful arrangement can make rooms feel
larger, brighter, and more functional. Poor presentation, on the other hand, can make even a well-priced
home feel less appealing and limit buyer interest.

Preparing your home is not about perfection. It is about positioning.

W H A T  B U Y E R S  N O T I C E  F I R S T

S I M P L E  S T E P S ,  H I G H E S T  R E T U R N

1
Fix visibleissues

Cleanliness

2
Declutter

Layout

3
Deep clean

Light

4
Stage

Overall condition

Walkthe home like a buyer: note anything that looks unmaintained
Handle minor repairs before photos, not after showings start
Declutter and depersonalize so buyers see the space, not the stuff
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C H A P T E R  5

Marketing Your Home Beyond Just Listing It
Online

 Manysellersbelievethatonce a home is listedonline,marketingiscomplete.Onlinelistingsare
essential,butthey are only one part of an effective marketing strategy.

 

When multiple buyers are engaged at the same time, sellers gain leverage. This leverage protects price,
improves terms, and reduces the likelihood of concessions later in the process.

Simplymakinga home visible doesnot guarantee that itwill reach the rightbuyers orgenerate
meaningfulinterest. Effective marketing is about exposure, timing, and positioning. Buyers are constantly
scanning themarket and comparing options. How and when your home appears in front of them affects
whether it stands out or blends in with similar listings. A home that is marketed strategically is more likely
to attract attention early, when buyer interest is strongest.

 

Professional marketing focuses on creating a clear and compelling first impression. High-quality photos,
accurate descriptions, and thoughtful presentation help buyers quickly understand the value of the home.
Poor or incomplete marketing, on the other hand, can cause buyers to dismiss a listing before ever
scheduling a showing.

Timing also plays a critical role. The first days on the market often generate the most attention. A
coordinated marketing launch helps maximize this window and build momentum. When buyers sense
interest from others, they are more likely to act quickly and submit stronger offers.

SELLING YOUR HOME WITHOUT COSTLY MISTAKES

CONCEPTUAL ILLUSTRATION. ACTUAL BUYER ACTIVITY VARIES BY MARKET AND PRICE POINT.
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Marketing is not just about visibility. It is about creating competition.

LAUNCH WINDOW
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The first days on market often
generate the most attention.
A coordinated launch uses that window
to build momentum and competition.
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How to Screen Buyers and Avoid Time Wasters

 Noteverybuyerwho shows interest is equally prepared to purchase. Oneof themost important
butoftenoverlooked steps in selling a home is evaluating the quality of buyer interest, not just the
quanti ty.
There isa meaningful differencebetween an interested buyer andaqualifiedbuyer.Interestedbuyers

 
may enjoy viewinghomes but lack financing, commitment, or a realistic timeline. Qualified buyers, on the
other hand, have the financial ability and intent to move forward.

One common mistake sellers make is assuming that any offer is good progress. Accepting an offer
without fully understanding the buyer's financing strength or contingencies can lead to delays,
renegotiations, or failed transactions. These setbacks cost time and weaken negotiating leverage.
Financing red flags are easy to miss without experience. Weak pre-approvals, unclear timelines, or
excessive contingencies can signal risk. While these issues may not seem serious at first, they often
surface later, when it is more difficult to change course.

Proper buyer screening protects the seller's position. Choosing the right buyer increases the likelihood of a
smooth transaction, reduces stress, and preserves momentum.

A strong offer is not just about price. It is about certainty and the ability to close.

Qualified buyers
Financing + intent + timeline

Interested buyers

All inquiriesand showings
F I N A N C I N G  R E D  F L A G S

Weak pre-approval

Unclear timeline

Excessive contingencies

Easy to miss early. Costly to fix later.

Confirmwho issuedthe pre-approval and what it covers
Ask about the buyer's timeline and any home they need to sell first
Count the contingencies and note every deadline attached to them
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C H A P T E R  7

Negotiating Offers Without Leaving Money on
the Table

 Whenoffersarrive,manysellersfocusprimarilyonprice.Price is important,but it is only one part
of the overall agreement.

 

 

Negotiation also extends beyond the initial offer. Counteroffers, repair requests, credits, and closing
timelines all require careful consideration. Sellers who respond reactively or emotionally may give up
leverage without realizing it. Small concessions made early can lead to larger compromises later in the
process.

Another challenge is maintaining objectivity. Selling a home is personal, and emotional attachment can
influence how offers are perceived. Buyers, however, typically negotiate strategically. Understanding this
difference helps sellers evaluate offers based on outcomes rather than reactions.

Effective negotiation protects both price and certainty. A thoughtful approach balances maximizing value
with minimizing risk, helping sellers move forward with confidence rather than second-guessing their
decisions.

The true strength of anoffer depends on a combination ofprice, terms, timing, and buyer reliability.Oneof
the most common negotiation mistakes sellers make is assuming that the highest offer is always the best
offer. An offer with a higher price but weak financing, multiple contingencies, or an uncertain timeline can
ultimately result in renegotiations or failed contracts. In contrast, a slightly lower offer with strong terms
may lead to a smoother and more predictable transaction.

SELLING YOUR HOME WITHOUT COSTLY MISTAKES

ILLUSTRATIVE COMPARISON. LONGER BAR = STRONGER FOR THE SELLER.
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Offer A
Highest price

Offer B
Stronger overall

Price

Financing

Contingencies

Timeline

Top of thepile

Weak

Multiple

Uncertain

Slightly lower

Strong

Fewer, cleaner

Clear

Compare everyofferon price, terms, timing, and reliability
Pause before countering: decide your priorities first
Track each concession so small ones don't stack up
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Managing Inspections, Appraisals, and
Contingencies
 

Afteranofferisaccepted,manysellers believe themost difficultpartoftheprocessis over. In
reality,theperiodfollowing acceptance is often where transactions encounter the greatest
challenges.

Inspections can uncover issues that lead to repair requests or price adjustments. While some findings are
minor, others can become negotiation points that affect the final terms of the sale. Sellers who are
unprepared for this stage may feel pressured to make concessions in order to keep the deal moving.
Appraisals present another potential obstacle. If a home appraises for less than the agreed price,
financing may be affected. This can require renegotiation or additional decision-making, especially if the
buyer is unable or unwilling to cover the difference.

Contingencies tie these steps together. Inspection, appraisal, and financing contingencies create
conditions that must be satisfied before the sale can proceed. Mismanaging deadlines or obligations can
give buyers an opportunity to withdraw or renegotiate.

Successfully navigating this stage requires attention to detail and a clear understanding of contractual
responsibilities. Proactive management helps prevent delays, reduces uncertainty, and keeps the
transaction on track toward closing.

CONTINGENCY PERIOD: DEADLINES MATTER

Offer
accepted

Inspection
May lead to repair
requests orprice

adjustments

Appraisal
A low value can

affect financingand
force renegotiation

Financing
Conditions must be
satisfiedbefore the
sale canproceed

Closing

Put everycontract deadline on one calendar the day you go under contract
Decide ahead of time how you'll handle repair requests
Talk through your options if the appraisal comes in low
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Legal, Contract, and Disclosure Mistakes Sellers
Regret

 Legalandcontractual responsibilitiesareoftenthe most underestimatedaspectsofsellinga
home.Legalmistakes can have consequences that extend well beyond closing.

One of the most common issues sellers face involves disclosures. Sellers are required to disclose certain
known facts about the property, and errors or omissions, whether intentional or accidental, can lead to
disputes or legal action after the sale. Many sellers assume that disclosures are simple checklists, but in
practice, they require careful attention and accuracy.

Contract terms are another area where sellers frequently overlook important details. Timelines,
contingency language, repair obligations, and penalties for non-performance all carry legal weight.
Agreeing to unfavorable or misunderstood terms can limit a seller's options if the transaction does not
proceed as expected.

Another risk arises when sellers treat contracts as standard or interchangeable. While many agreements
use common templates, the specific terms and conditions vary. Small differences in language can
significantly affect rights and responsibilities.

Professional guidance helps reduce these risks by ensuring that disclosures are complete, contracts are
understood, and obligations are managed correctly. Avoiding legal and contractual mistakes is not just
about closing the sale. It is about protecting yourself long after the transaction is complete.

Disclosures
Not a simple checklist.
Accuracy is everything.

Contract terms
Timelines, repairs, and

penalties carry legal weight.

"Standard" forms
Small wording changes
shift rights and duties.

Complete disclosurescarefully; when unsure, ask before you sign
Read every special stipulation, not just the price and date
Get legal questions answered by a real estate attorney
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Y O U R  R O A D M A P  A T  A  G L A N C E

F I N A L  T H O U G H T S

Selling Smart Means Selling Informed

 Sellingahomesuccessfully requires morethangoodtimingorstrongdemand.Itrequires
informeddecisions at every stage of the process.

 From pricing andpreparation tonegotiation and closing,eachstepbuilds on the last.Many of the most
costly seller mistakes are not dramatic or obvious. They are quiet decisions made early, without full
information or clear expectations. Over time, these decisions can affect price, timelines, and peace of
mind.

Knowledge plays a critical role in avoiding these outcomes. Understanding how buyers think, where risks
exist, and how the process unfolds allows sellers to approach their sale with confidence rather than
uncertainty.

Selling smart does not mean avoiding challenges altogether. It means being prepared to handle them
effectively. Sellers who take the time to understand the process are better positioned to evaluate options,
manage risk, and achieve a smoother, more successful outcome. As you move forward, the most
valuable step you can take is staying informed.

“A well-prepared seller is always in a stronger position to

01

02

03

04

05

06

07

08

09

10

Selling is strategic, not just logistical

Know the risks before you go it alone

Price right from day one

Prepare for positioning, not perfection

Launch to create competition

Screen for qualified, not just interested

Weigh price, terms, timing, reliability

Manage every contingency deadline

Treat disclosures and contracts seriously

Stay informed at every step

SELLING YOUR HOME WITHOUT COSTLY MISTAKES Linda Hill | lindahillsellshomes.com · 12



ABR SRS MRP SRES 20+ YEARS

M E E T  Y O U R  G U I D E

Linda Hill
Keller Williams Realty River Cities

 

REALTOR®

S E R V I N G
Columbus, GA · Phenix City, AL 
 Fort Benning and Surrounding Areas

D E S I G N A T I O N S

SRS

SellerRepresentative Specialist

MRP

Military Relocation Professional

SRES

Seniors Real Estate Specialist

ABR

Accredited Buyer's Representative

A B O U T  L I N D A

For 20 years, Linda Hill has helped homeowners across
Columbus, Georgia, Phenix City, Alabama, and the Fort Benning
area sell with a clear plan and fewer surprises. This guide covers
the quiet, early decisions that can cost sellers the most, so you
can spot them before they cost you.
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	Marketing is not just about visibility. It is about creating competition.
	When multiple buyers are engaged at the same time, sellers gain leverage. This leverage protects price, improves terms, and reduces the likelihood of concessions later in the process.
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	How to Screen Buyers and Avoid Time Wasters
	Noteverybuyerwho shows interest is equally prepared to purchase. Oneof themost important
	butoftenoverlooked steps in selling a home is evaluating the quality of buyer interest, not just the quanti ty.
	There isa meaningful differencebetween an interested buyer andaqualifiedbuyer.Interestedbuyers
	may enjoy viewinghomes but lack financing, commitment, or a realistic timeline. Qualified buyers, on the other hand, have the financial ability and intent to move forward.
	One common mistake sellers make is assuming that any offer is good progress. Accepting an offer without fully understanding the buyer's financing strength or contingencies can lead to delays, renegotiations, or failed transactions. These setbacks cost time and weaken negotiating leverage. Financing red flags are easy to miss without experience. Weak pre-approvals, unclear timelines, or excessive contingencies can signal risk. While these issues may not seem serious at first, they often surface later, when it is more difficult to change course.
	Proper buyer screening protects the seller's position. Choosing the right buyer increases the likelihood of a smooth transaction, reduces stress, and preserves momentum.

	A strong offer is not just about price. It is about certainty and the ability to close.
	SCREENING CHECKLIST
	Confirmwho issuedthe pre-approval and what it covers
	Ask about the buyer's timeline and any home they need to sell first Count the contingencies and note every deadline attached to them
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	Negotiating Offers Without Leaving Money on the Table
	Whenoffersarrive,manysellersfocusprimarilyonprice.Price is important,but it is only one part
	of the overall agreement.
	The true strength of anoffer depends on a combination ofprice, terms, timing, and buyer reliability.Oneof
	the most common negotiation mistakes sellers make is assuming that the highest offer is always the best offer. An offer with a higher price but weak financing, multiple contingencies, or an uncertain timeline can ultimately result in renegotiations or failed contracts. In contrast, a slightly lower offer with strong terms may lead to a smoother and more predictable transaction.
	Offer A
	Offer B
	ILLUSTRATIVE COMPARISON. LONGER BAR = STRONGER FOR THE SELLER.


	Negotiation also extends beyond the initial offer. Counteroffers, repair requests, credits, and closing timelines all require careful consideration. Sellers who respond reactively or emotionally may give up leverage without realizing it. Small concessions made early can lead to larger compromises later in the process.
	Another challenge is maintaining objectivity. Selling a home is personal, and emotional attachment can influence how offers are perceived. Buyers, however, typically negotiate strategically. Understanding this difference helps sellers evaluate offers based on outcomes rather than reactions.
	Effective negotiation protects both price and certainty. A thoughtful approach balances maximizing value with minimizing risk, helping sellers move forward with confidence rather than second-guessing their decisions.
	OFFER REVIEW CHECKLIST

	Compare everyofferon price, terms, timing, and reliability
	Pause before countering: decide your priorities first Track each concession so small ones don't stack up
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	Managing Inspections, Appraisals, and Contingencies
	Afteranofferisaccepted,manysellers believe themost difficultpartoftheprocessis over. In
	reality,theperiodfollowing acceptance is often where transactions encounter the greatest challenges.
	Offer accepted
	Inspection
	Appraisal
	Financing
	Closing
	Inspections can uncover issues that lead to repair requests or price adjustments. While some findings are minor, others can become negotiation points that affect the final terms of the sale. Sellers who are unprepared for this stage may feel pressured to make concessions in order to keep the deal moving. Appraisals present another potential obstacle. If a home appraises for less than the agreed price, financing may be affected. This can require renegotiation or additional decision-making, especially if the buyer is unable or unwilling to cover the difference.
	Contingencies tie these steps together. Inspection, appraisal, and financing contingencies create conditions that must be satisfied before the sale can proceed. Mismanaging deadlines or obligations can give buyers an opportunity to withdraw or renegotiate.
	Successfully navigating this stage requires attention to detail and a clear understanding of contractual responsibilities. Proactive management helps prevent delays, reduces uncertainty, and keeps the transaction on track toward closing.
	UNDER-CONTRACT CHECKLIST

	Put everycontract deadline on one calendar the day you go under contract
	Decide ahead of time how you'll handle repair requests Talk through your options if the appraisal comes in low
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	Legal, Contract, and Disclosure Mistakes Sellers Regret
	Legalandcontractual responsibilitiesareoftenthe most underestimatedaspectsofsellinga
	home.Legalmistakes can have consequences that extend well beyond closing.
	Disclosures
	Contract terms
	"Standard" forms
	One of the most common issues sellers face involves disclosures. Sellers are required to disclose certain known facts about the property, and errors or omissions, whether intentional or accidental, can lead to disputes or legal action after the sale. Many sellers assume that disclosures are simple checklists, but in practice, they require careful attention and accuracy.
	Contract terms are another area where sellers frequently overlook important details. Timelines, contingency language, repair obligations, and penalties for non-performance all carry legal weight. Agreeing to unfavorable or misunderstood terms can limit a seller's options if the transaction does not proceed as expected.
	Another risk arises when sellers treat contracts as standard or interchangeable. While many agreements use common templates, the specific terms and conditions vary. Small differences in language can significantly affect rights and responsibilities.
	Professional guidance helps reduce these risks by ensuring that disclosures are complete, contracts are understood, and obligations are managed correctly. Avoiding legal and contractual mistakes is not just about closing the sale. It is about protecting yourself long after the transaction is complete.
	PAPERWORK CHECKLIST

	Complete disclosurescarefully; when unsure, ask before you sign
	Read every special stipulation, not just the price and date Get legal questions answered by a real estate attorney
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	Selling Smart Means Selling Informed
	Sellingahomesuccessfully requires morethangoodtimingorstrongdemand.Itrequires
	informeddecisions at every stage of the process.
	From pricing andpreparation tonegotiation and closing,eachstepbuilds on the last.Many of the most
	costly seller mistakes are not dramatic or obvious. They are quiet decisions made early, without full information or clear expectations. Over time, these decisions can affect price, timelines, and peace of mind.
	Knowledge plays a critical role in avoiding these outcomes. Understanding how buyers think, where risks exist, and how the process unfolds allows sellers to approach their sale with confidence rather than uncertainty.

	“A well-prepared seller is always in a stronger position to
	Selling smart does not mean avoiding challenges altogether. It means being prepared to handle them effectively. Sellers who take the time to understand the process are better positioned to evaluate options, manage risk, and achieve a smoother, more successful outcome. As you move forward, the most valuable step you can take is staying informed.
	YOUR ROADMAP AT A GLANCE

	Selling is strategic, not just logistical
	Screen for qualified, not just interested
	Know the risks before you go it alone
	Weigh price, terms, timing, reliability
	Price right from day one
	Manage every contingency deadline
	Prepare for positioning, not perfection
	Treat disclosures and contracts seriously
	Launch to create competition
	Stay informed at every step
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	Linda Hill
	Keller Williams Realty River Cities
	REALTOR®
	For 20 years, Linda Hill has helped homeowners across Columbus, Georgia, Phenix City, Alabama, and the Fort Benning area sell with a clear plan and fewer surprises. This guide covers the quiet, early decisions that can cost sellers the most, so you can spot them before they cost you.
	Linda's approach is simple: price with real data, prepare the home to compete, launch it to create demand, and manage every deadline from offer to closing. Sellers get straight answers, steady communication, and someone watching the details that protect their bottom line.
	As a Military Relocation Professional, Linda works with service members and families facing PCS timelines, where selling on schedule matters as much as selling for the right price. Her Seller Representative Specialist and Seniors Real Estate Specialist designations reflect training focused on sellers and on homeowners navigating later-life moves.

	Thinking about selling?
	Call or text Linda
	706-681-4855
	Office

	706-681-4855
	lindahillsellshomes.com



