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B About This Series

The Georgia Real Estate Essentials Series
By The Corbin Real Estate Team — Ron & Addison Corbin

Buying or selling a home in Georgia is a big decision—and for most people, it’s the biggest financial
move they’ll ever make. But too often, the process feels overwhelming, confusing, or just plain
frustrating.

That’s why we created this book series.

At The Corbin Real Estate Team, we’ve spent years helping Georgia families buy and sell homes
with clarity, confidence, and a winning strategy. These books are designed to give you straight answers,
practical advice, and a few inside tips—no sales fluff, no confusing jargon.

Each guide in the Georgia Real Estate Essentials Series focuses on a specific moment or challenge in
your real estate journey. Whether you’re buying your first home, prepping for a fast sale, inheriting a
property, or recovering from an expired listing, we’ve got your back.

We wrote these books to:
* Help you make informed, confident real estate decisions
» Show you exactly what to expect at every step
* Share the smart strategies we use every day with our own clients
* And yes—if it feels like a good fit, we’d love the chance to work with you too

This isn’t just another real estate guide. It’s a Georgia-specific playbook, written by two brokers who
live here, work here, and know how to get homes sold in your neighborhood.

Let’s get to it.
— Ron & Addison Corbin
The Corbin Real Estate Team
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Preface
Why We Wrote This Book

A Note from Ron & Addison

As real estate brokers who have spent years working closely with homeowners all across Georgia, we
understand the home selling process deeply—both professionally and personally. We've witnessed the
excitement of quick sales, the frustration of homes lingering on the market, and everything in between.
Each experience has reinforced our belief that the right guidance and the right information can
transform the journey of selling a home from daunting and stressful into smooth and rewarding.

Throughout our careers, we’ve seen homeowners grapple with uncertainty, confusion, and unnecessary
stress, simply because they lacked a clear roadmap. That's exactly why we've poured our collective
experience into creating this book—to give you the clarity, confidence, and practical tools you need to
successfully sell your home in Georgia.

Why Georgia Sellers Struggle Unnecessarily

Selling your home in Georgia might seem straightforward: price your home, stage it, list it, and wait for
offers. But the reality often turns out to be more complex. Homeowners frequently struggle because
they underestimate the importance of having a detailed, informed strategy from the start.



Some sellers rely heavily on outdated information or well-intended but misguided advice. Others enter
the market with overly optimistic expectations or try to navigate complicated transactions without
expert help, resulting in costly mistakes. These pitfalls can lead to lengthy market times, lost revenue,
and overwhelming frustration—problems that are entirely preventable.

The truth is, selling a home successfully in Georgia involves careful market analysis, thoughtful
preparation, strategic pricing, effective marketing, and skilled negotiation. Without understanding these
critical elements, homeowners often find themselves at a disadvantage.

How This Book Can Give You the Upper Hand

We created Selling Smart as a clear, straightforward resource—a detailed roadmap designed
specifically for Georgia homeowners who want to sell quickly and profitably, without unnecessary
stress or surprises. In this book, you'll find practical, step-by-step guidance for every stage of your
home-selling journey.

Here’s exactly how this book will give you the upper hand:

* Market Insights: You’ll understand Georgia’s unique real estate dynamics so you can price and
position your home competitively.

* Proven Strategies: We share specific, actionable techniques we’ve used to help hundreds of
homeowners sell successfully.

* Clear Guidance: We break down complex concepts into simple, manageable steps to keep you
informed and empowered at every turn.

* Realistic Expectations: You’ll gain a realistic picture of what to expect, reducing stress and
uncertainty from start to finish.

Ultimately, we want you to approach the sale of your home with confidence, knowing exactly what to
do and why you’re doing it. We want you to feel supported, informed, and in control.

We’ve built our careers around helping Georgia homeowners achieve remarkable outcomes. Now,
we're excited to share our expertise with you.

You’ve got this—and we’re here to help every step of the way.
Warm regards,

Ron & Addison Corbin
The Corbin Real Estate Team
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Chapter 1
Getting Your Mindset Right

Selling a Home Isn’t Just Business—It’s Personal

For most Georgia homeowners, a house is more than just a building. It’s memories. Milestones.
Moments that mattered. Which means when it’s time to sell, emotions often run high—and that’s okay.
What matters is how you manage them.

In this chapter, we’ll help you adopt the mindset that sets successful sellers apart: clear-headed,
strategic, and ready to treat this as both a financial decision and a personal transition.

© Mindset Shift #1: You’re Not Just Leaving a Home—You’re Selling a Product

Yes, your home is filled with your life. But buyers? They’re looking for their future, not your past.
That’s why the most successful sellers emotionally detach from the home early in the process.

It’s not about erasing your story—it’s about making space for someone else’s.

Pro Tip: Once you decide to sell, start thinking of the home as “the property.” This simple
language shift can help you stay objective during staging, pricing, and negotiation.




@9 Mindset Shift #2: Price and Prep Are Strategic, Not Personal

We’ve worked with sellers all over Metro Atlanta who were convinced their home was worth more
because of the memories they’d made there. But markets don’t measure memories—they measure
value.

Smart sellers ask:
* What are buyers in this market willing to pay?
* How can I present this home in a way that meets those expectations?
* What does my competition look like right now?

Approach this process like a business owner preparing a product for sale—and you’ll instantly gain an
edge.

Georgia Snapshot: In 2024, homes in Henry County that were staged and priced within 3% of
recent comps sold in an average of 12 days. Those that weren’t? Closer to 34.

Mindset Shift #3: Your Agent Is Your Partner, Not Just a Messenger

The best seller-agent relationships are collaborative. You’re the expert on your home—we’re the expert
on how to position, market, and negotiate it. Together, we make the process strategic and successful.

We don’t want to “just list your house.” We want to walk beside you from pre-listing prep to post-
closing celebration.

Pro Tip: Be open, be honest, and be available. Sellers who communicate openly with their agents
often experience faster, smoother transactions.

8 Mini-Checklist: The Selling Mindset

* Ready to view the home as a product

* Emotionally prepared to let go

* Committed to strategic, data-based decisions
* Agent as guide and collaborator

* Ready to sell—not just list

* Clear reason for selling

* Prepared for honest feedback

* Viewing the move as progress




» Takeaway

Selling smart starts with thinking smart. The right mindset lays the foundation for every pricing
decision, staging step, and negotiation strategy that follows. You’re not just letting go—you’re moving
forward.

= Coming Up Next: Chapter 2 — Understanding the Georgia Market

We’ll show you how to read your local real estate landscape like a pro—so you can price, prep, and
plan your sale with insight, not guesswork.
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Chapter 2

Understanding the Georgia Market
Don'’t Just Sell—Sell With Local Strategy

The Georgia market isn’t one-size-fits-all. Selling a craftsman in Kirkwood isn’t the same as listing a
ranch in McDonough—or a new build in Alpharetta. That’s why understanding your specific market is
key to getting top dollar (and a quick sale).

In this chapter, we’ll teach you how to understand buyer behavior, local trends, and market rhythms
that directly affect your outcome.



~~ What Kind of Market Are You In?

Real estate markets usually fall into one of three types:

* Seller’s Market: Demand outpaces supply. Homes sell fast, and prices rise. (Think: early 2021
in metro Atlanta.)

* Buyer’s Market: More inventory than demand. Buyers have leverage and expect deals.

* Balanced Market: Neither side dominates. Good homes still sell—but pricing and prep matter
more.

Pro Tip: Ask your agent about "absorption rate"—a number that shows how quickly listings are
selling in your area. It’s one of the clearest indicators of market type.

&> Georgia Market Realities

Here are a few truths about the Georgia market we’ve seen across Metro Atlanta counties like Henry,
Fayette, Forsyth, and Clayton:

* Buyers move fast when inventory is low—but only on homes that are priced and prepped right.
* Overpricing—even by 5%—can push you from high interest to zero showings.
* Listing activity often slows in late fall and around major holidays.

© Example: In Fayetteville, a home priced at $375K (in line with comps) had 8 showings and 2 offers
in the first weekend. A similar home listed at $399K? Sat for 41 days before a price drop brought it
back to life.

% Georgia’s Real Estate Calendar

Knowing when to list can be just as important as how.

* Spring (March-May): Peak season. Families looking to move before summer. Competitive but
crowded.

* Summer (June-August): Still active, but buyers can be pickier. Vacation schedules can delay
showings.

* Fall (September—November): Serious buyers remain—but urgency slows.

* Winter (December—February): Less competition, fewer buyers, and often, more motivated
negotiations.

Pro Tip: List just before a seasonal upswing—not in the middle of it. Beat the competition to the
market.




How to Gauge Your Local Market
Ask your agent (or look at your neighborhood data) to find:

* Median Days on Market (DOM)

* Average Sale-to-List Price Ratio

* Number of Active Listings vs. Under Contracts
* Average Price Per Square Foot

* Year-over-Year Appreciation Trends

This data tells a story—and helps shape a smart pricing and marketing strategy. Ask your Corbin Team
Agent for a copy of our monthly HEAT report for your county.

£ Mini-Checklist: Local Market Intel

* Market type awareness

* Recent neighborhood comps

* Understanding buyer demand

» Strategic seasonal timing

* Flexibility if market shifts

* Absorption rate and DOM trends
* Active competition awareness

* Price per square foot insight

»* Takeaway

Selling isn’t about luck—it’s about reading the market and responding accordingly. When you
understand your local real estate landscape, you’re better prepared to price confidently, prep
strategically, and sell smart.

= Coming Up Next: Chapter 3 — Picking the Right Real Estate Agent

Not all agents are created equal. We’ll show you how to find the right partner to represent your biggest
asset—and what questions to ask before signing anything.



Tell me
what’s most
important

THE AGENT LINEUP

Chapter 3
Picking the Right Real Estate Agent

Because Who You Hire Determines How You Sell

Real estate agents aren’t all the same—and when it comes to selling your home, the difference between
“average” and “strategic” can mean tens of thousands of dollars.



In this chapter, we’ll walk you through what to look for in a great listing agent, how to interview them,
and how to know when someone’s all talk and no plan.

%" You’re Hiring a Professional—Not Just a Personality

Yes, your agent should be likable. But more than anything, they should be effective. That means:
* A proven strategy for pricing and presentation
* A modern marketing approach
* A clear plan for showings, feedback, negotiation, and closing
* Knowledge of your local area—not just real estate in general

© Example: We once followed an agent in McDonough who had 40+ listings... but no full-time
support staff and outdated marketing materials. Nice guy. Stale results.

Pro Tip: Ask to see an actual marketing plan—not just a promise to put your home on the MLS.

@) Experience Is Good—But Local Expertise Is Better

Would you hire a general contractor from out of state to renovate your house? Then don’t hire a real
estate agent who doesn’t know your neighborhood.

Local expertise matters because your agent should:
* Know the buyer pool for your area
* Understand current comps and pricing trends
* Have a network of local agents, lenders, and inspectors
* Be able to speak confidently to appraisers and out-of-town buyers

© In Dekalb County, we priced a listing $12,000 higher than a generic online estimate—and backed
it with local buyer demand. It sold with 3 offers in 5 days.

? Interview Questions That Matter

When interviewing agents, don’t just ask, “How many homes have you sold?” Ask:
* What’s your strategy for marketing this specific home?
* How will you help me prepare it for sale?
* How do you price homes in my area—what’s your process?
* What support do you have behind the scenes?

* Can I see recent examples of listings you've managed?



Pro Tip: Look for clarity, not charisma. The best agents talk in specifics, not sales fluff.

» Red Flags to Watch For

Avoid agents who:
* Don’t tour your home in person before suggesting a price
* Overpromise to “buy it if it doesn’t sell” without showing the fine print
* Suggest listing high “just to see what happens”
* Can’t show you how they market beyond the MLS
» Talk more than they listen

Your listing agent should feel like a business partner with a clear plan, not a cheerleader with a
clipboard.

8 Mini-Checklist: Choosing the Right Agent

* Have I asked about their strategy—not just their stats?

* Do they know my neighborhood and understand buyer behavior here?
* Can they explain their pricing process with data?

* Do they offer hands-on prep support (staging, photography, etc.)?

* Are they focused on service—not just speed or volume?

* Do they feel like a good personality fit for this journey?

* Have I seen examples of their recent listings and marketing?

* Did they provide honest advice during the initial consultation?

* Are they responsive, prepared, and detail-oriented?

* Do I trust them to represent my interests throughout the sale?

> Takeaway

Your home is likely your biggest financial asset. Don’t trust its sale to a guesser or a hobbyist. A great
agent brings strategy, resources, and results—and they make the entire experience less stressful, too.

=2 Coming Up Next: Chapter 4 — Pricing Your Home for Success

We’ll show you how to price your Georgia home to attract attention, create competition, and avoid
costly delays.
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Chapter 4
Pricing Your Home for Success
The Right Price Isn’t Just a Number—It’s a Strategy

In Georgia’s competitive housing market, pricing your home is part art, part science—and 100%
critical. Set it too high, and buyers will scroll past without ever setting foot inside. Set it too low, and
you risk leaving thousands on the table.



The smartest sellers work with their agents to price intentionally. That means using local data, knowing
buyer psychology, and understanding what really moves offers in today’s market.

@© Pricing to Sell vs. Pricing to Sit
Some sellers say, “Let’s try a high number and see what happens.”
Here’s what usually happens: crickets.

The longer your home sits on the market, the less desirable it becomes. Buyers start to wonder: What’s
wrong with it? Why hasn't it sold?

In Henry County, we’ve seen homes that were initially overpriced by just 5% take 4x longer to sell
—and ultimately close for less than they would have with correct pricing upfront.

&% Think Like a Buyer

Buyers today are savvy. They’re comparison shopping, browsing listings daily, and checking sale
prices online.

When your home is priced correctly:
* It shows up in more buyer searches
* It compares favorably to the competition
It creates urgency (especially if it’s new to market)
* It can spark multiple offers—driving the price up, not down

© Example: We listed a home in Locust Grove at $345K—slightly under the market sweet spot of
$350K. It attracted 17 showings in 3 days and sold for $357K with no contingencies.

I/ How We Price Homes Strategically
We never just guess. Here's our process:

1. Run a Comparative Market Analysis (CMA): We evaluate recent sales, pending listings, and
active competition—within your zip code, school district, and neighborhood.

2. Factor in Upgrades and Layout: Not all 3-bedroom homes are created equal. We account for
features that add value—or subtract from it.

3. Study the Absorption Rate: This tells us how fast homes like yours are selling in your area.

4. Evaluate Price Banding: Buyers search in ranges (e.g., $300K-$350K). We position your
home to fall into the most effective search windows.

5. Adjust for Timing: In spring, a slightly higher price may work. In winter? Sharper pricing
often wins.



Pro Tip: Don't price based on what you “need” or “want.” Buyers don'’t care. Price based on what
the market will support—and be ready to justify it.

Price Reductions: Smart vs. Desperate
Sometimes, adjustments are necessary. But not all price drops are created equal.
Smart reductions:

* Are planned in advance (e.g., after 10 days and no offers)

* Are decisive (at least 2-3%, not $500 at a time)

* Come with renewed marketing efforts
Desperate reductions:

* Are reactionary or emotion-based

* Come too late, after buyer interest has faded

* Create skepticism rather than excitement

© In Clayton County, we advised a seller to reduce from $419K to $399K in one move. The result?
Four showings and a full-price offer the next day.

£ Mini-Checklist: Pricing Strategy Readiness
* Have I seen a full CMA with recent comps in my neighborhood?
* Do I understand how my home stacks up against active competition?
* Have we positioned the price inside a common buyer search band?
* Are we pricing for interest, not just hoping for luck?
* Am I emotionally prepared to price based on data, not sentiment?
* Do I understand what our plan is if showings are slow?

* Am I open to adjusting based on market feedback?

»* Takeaway

A great pricing strategy isn’t about chasing the highest number—it’s about creating demand. When
your home hits the market priced to attract attention, you’ll generate buzz, spark showings, and often
sell for more than if you’d aimed too high.




=2 Coming Up Next: Chapter 5 — Preparing Your Home to Sell

We’ll walk you through how to get your Georgia home “market-ready”—without wasting money on
upgrades that don’t deliver.



Chapter 5

Preparing Your Home to Sell

Smart Prep Creates Strong First Impressions—and Stronger Offers

You only get one shot to make a first impression. And in real estate, that first impression often happens

online—not at the front door.



Before you list your home, it’s critical to step back and see it through a buyer’s eyes. That means fixing
what’s broken, freshening what’s dated, and highlighting the spaces that make buyers say, “Wow.”

In this chapter, we’ll walk you through what to do—and what not to do—to prep your Georgia home
for maximum impact and value.

Clean, Clear, and Clutter-Free
The simplest, most effective thing you can do? Make it spotless.
That means:
* Deep clean everything—especially kitchens and baths
* Declutter surfaces, shelves, closets, and garages
* Remove oversized or excess furniture to open up rooms
* Let in natural light (and replace burnt-out bulbs!)
Pro Tip: Rent a storage unit if needed. The goal isn't to hide your stuff—it’s to show off the space.

© Example: In Coweta County, a client removed half their furniture and added fresh white linens.
The home looked 20% larger—and sold in 5 days.

Minor Upgrades, Big Return
You don’t need to gut your kitchen. But small, high-ROI updates can make a big difference, like:
* Fresh paint in neutral colors
* New cabinet hardware or light fixtures
* Mulch and seasonal flowers for curb appeal
* Replacing dated faucets or shower curtains
* Pressure washing driveways and siding

Georgia Snapshot: Homes in Fayette County with recent cosmetic updates sold 17% faster and for
$9,300 more on average than similar unrefreshed listings.

*s Repairs First, Remodeling Later
Focus on function over flash. Address the things buyers will notice (and inspectors will flag):
* Leaky faucets or running toilets
* Stained carpet or damaged flooring
* Doors that squeak, stick, or don’t latch

* Broken light switches or outlet covers



© Example: We had a listing in McDonough where a $150 toilet replacement made a bathroom feel
new. Don't underestimate the power of small fixes.

=4 Depersonalize Without Sterilizing

You want buyers to imagine themselves in your home—not get distracted by your family photos or
bold color palette.

Tips:
* Remove personal photos, bold artwork, or niche collections
* Tone down strong scents (food, pets, candles)
* Leave touches that make the home warm—but not “yours”

Pro Tip: Think “cozy Airbnb” vibes—welcoming, clean, and neutral.

8 Mini-Checklist: Prepping Like a Pro
* Have I decluttered and deep cleaned every room?
* Have I fixed anything that’s broken or damaged?
* Have I added light, neutral touches to freshen the space?
* Does my home smell pleasant—but not perfumed?
* Have I removed overly personal or distracting items?

* Have I walked through with my agent to get objective feedback?

» Takeaway

A clean, prepped, and thoughtfully presented home makes buyers feel confident—and helps justify
your asking price. You don’t need to spend thousands. You just need to show that your home has been
loved, maintained, and move-in ready.

=2 Coming Up Next: Chapter 6 — The Importance of Staging and Photography

Now that the prep work’s done, let’s make it shine. In the next chapter, we’ll walk through how to stage
and photograph your Georgia home to grab buyer attention fast.
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Chapter 6

The Importance of Staging and Photography
What They See Is What Sells

Your home might be beautiful in person—but most buyers won’t walk through the door unless it shines
online first.

That’s why professional staging and high-quality photography are no longer “extras”—they’re
essential. Buyers scroll quickly, judge harshly, and form lasting impressions from the first few photos.



In this chapter, we’ll show you how to make your home look its absolute best—onscreen and in person
—and why the way your listing looks directly impacts how fast (and how well) it sells.

-~ What Staging Really Does
Staging isn’t just putting a vase on a table. It’s the art of using layout, furniture, lighting, and color to:
* Highlight your home’s best features
» Create emotional connection with buyers
* Make rooms feel larger, brighter, and more livable
* Neutralize the space so anyone can imagine living there

© In Newnan, a seller’s vacant home sat for weeks. We staged it with warm furnishings and a few
modern accents—and it went under contract in three days.

Pro Tip: Staging doesn’t have to mean renting all new furniture. Sometimes it’s just rearranging
what you already have.

== Virtual Staging: A Smart Alternative

For vacant homes—or tight budgets—virtual staging is a great option. We use digital renderings to
show buyers how a space can be used, styled, and enjoyed.

* Less expensive than full-service staging
* No physical items moved in or out

* Great for online photos and digital ads

Still delivers the emotional pull buyers crave

© We used virtual staging for a listing in Conyers that had an awkwardly shaped living room. Once
buyers saw the potential layout digitally, showing traffic doubled.

s Why Photography Is Everything

In today’s Zillow-and-Redfin world, your home’s first showing happens on a screen. Blurry cell phone
shots won’t cut it.

We hire professional photographers who know how to:
» Use natural light and flattering angles
* Capture wide shots that show flow and space
» Highlight key features like kitchens, backyards, or upgrades

* Create consistency and polish across every image



Pro Tip: The first five photos in your listing matter most—buyers use them to decide whether to
click or keep scrolling.

'=' Bonus Tip: Video & 3D Tours

Want to go the extra mile? 3D virtual tours and short walk-through videos are ideal for:
* Relocation buyers who can’t visit right away
* Highlighting open layouts or updated features
* Creating emotional connection through movement and music

© A recent listing in Stockbridge saw 50% more web views and 3x more showing requests when we
added a 60-second highlight video.

8 Mini-Checklist: Picture-Perfect Prep
* Have I staged each room for space, light, and flow?
* Are personal items, clutter, and cords out of sight?
* Have we considered virtual staging for empty rooms?
* Are we using a professional photographer (not a phone)?
* Do our photos tell a clear, compelling story of the home?

*  Would these images stop me mid-scroll?

» Takeaway

Buyers shop with their eyes first—and your photos and staging are your home’s digital handshake.
Show them what’s possible, highlight what’s beautiful, and you’ll have them scheduling showings
before they finish their coffee.

=2 Coming Up Next: Chapter 7 — Marketing Your Home Effectively

Once your home is ready to impress, it’s time to get it seen. We’ll show you where, how, and why to
market for maximum exposure in Georgia’s crowded market.
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Chapter 7

Marketing Your Home Effectively
Attract Attention. Spark Showings. Sell Smart.

You’ve prepped, staged, and priced your home just right. Now it’s time to tell the world—or at least the
buyers looking in your area.



Effective marketing doesn’t just advertise your home—it amplifies it. It creates curiosity, excitement,
and urgency. And in a competitive market, it’s the difference between an empty open house and
multiple offers.

In this chapter, we’ll show you how professional marketing makes your home shine—and what we do
to make sure it gets seen by the right buyers at the right time.

It Starts With Exposure
More visibility = more interest. But not all exposure is created equal.
Smart marketing isn’t just a yard sign and a listing on the MLS. It’s a targeted plan that includes:
* Professional listing photography
* Engaging property descriptions
* Exposure on major real estate platforms (Zillow, Realtor.com, etc.)
* Social media posts and paid ads
* Email blasts to local agents and buyer networks
* Custom flyers and open house promotions

© In Fayette County, we listed a home with targeted Facebook ads that reached 8,500 local buyers in
the first 72 hours—resulting in 19 showings and 4 offers.

Your Home’s Story Matters
Every home has a story. We tell it.

Buyers aren’t just looking for bedrooms and bathrooms—they’re imagining a lifestyle. We help them
see:

* Morning coffee on that sunlit porch

* Game nights in the finished basement

» Holiday dinners in the open dining space

» Easy access to schools, parks, shops, or commutes

Pro Tip: A well-written listing description isn’t just words—it’s sales psychology in action. We craft
narratives that sell more than square footage.

B Digital First, But Not Digital Only
Online presence is vital—but don’t forget about:
* Agent-to-agent marketing (we talk to buyer’s agents every day)

* Neighborhood word-of-mouth (we drop flyers and send postcards)



* Open houses (we prep, promote, and follow up)
* Private tours for motivated buyers

© Example: A listing in Stockbridge went viral on Instagram and also drew trdffic from a
neighborhood email campaign. The mix of digital + local made the difference.

© Targeted Ads, Real Results

We don’t waste marketing dollars. We invest them strategically:
* Geo-targeting to active buyers in your price range
* Demographic targeting for buyer types (first-time, move-up, etc.)
* Retargeting campaigns to stay top of mind after the first click

Georgia Snapshot: Our ads average 4.7x the engagement of non-targeted agent ads—because we
don't just post, we promote.

8 Mini-Checklist: Marketing That Works

* Do our listing photos grab attention and look professional?

* Does the description tell a compelling story?

* Are we showing up on major real estate sites?

* Are we using paid social ads to reach local buyers?

* Have we alerted top local agents and networks?

* Are we using offline methods like flyers, signs, and postcards?

* Do we have a plan to track what’s working—and adapt quickly?

> Takeaway

Great homes can still go unnoticed with weak marketing. But when your home is launched with
intention, creativity, and strategic reach, it doesn’t just get listed—it gets noticed. And that’s when
buyers take action.

= Coming Up Next: Chapter 8 — Handling Offers and Negotiations

Once the showings start rolling in, it’s time to separate the serious buyers from the window shoppers.
We’ll help you handle offers, negotiations, and terms with confidence.



PICK YOUR MATCH

Chapter 8

Handling Offers and Negotiations
Stay Calm. Stay In Control. Get What You Deserve.

You’ve got a bite—or maybe a few. That’s when the excitement kicks in—and sometimes, the anxiety

too.

When offers start rolling in, your next moves matter more than ever. Every number, every deadline,
every clause is a piece of the puzzle. And your ability to respond strategically can make a major
difference in how much you walk away with—and how quickly.

In this chapter, we’ll help you understand what to look for in an offer, how to handle counteroffers, and
how to negotiate with confidence (without letting emotion take the wheel).



Understanding the Offer
Every offer comes with a lot more than just a price. Look at:
* Purchase Price — Obvious, but not the whole story
* Earnest Money — Shows buyer’s seriousness
* Financing Terms — Cash or loan? Pre-approved?
* Closing Date — Can you move in time?
* Contingencies — Inspection? Financing? Appraisal? Sale of another home?

© In Henry County, we helped a seller choose a slightly lower offer because it was cash with no
contingencies—and it closed two weeks faster.

Pro Tip: A clean offer with fewer contingencies can be more valuable than a higher offer filled with
delays and loopholes.

The Art of the Counteroffer
You don’t have to say yes or no. You can say almost—but on your terms.
You can counter:

* Price

* Closing timeline

* Repairs or credits

* Contingency periods

* Who pays for certain costs

But remember: The best negotiations don’t just win—they keep the deal alive. Too aggressive, and
you risk turning buyers off. Too timid, and you might leave money behind.

© Example: In Fayette County, we countered on price and repairs—splitting the difference to close
the gap. The buyer accepted within hours.

Pro Tip: Don't get caught in emotion. Think like a chess player—not a poker player.

Red Flags to Watch For

Some offers seem good—but come with hidden problems. Watch for:
* Lowball offers with vague reasoning
* Buyers who can’t show solid pre-approval

* Overly long inspection windows



* Unusual personal requests (e.g., “leave the furniture” or “wait 90 days to close”)
* Agents who are unresponsive or unclear

Pro Tip: If a buyer seems disorganized at offer time, expect problems later. Strong buyers act
quickly and communicate clearly.

%" Multiple Offers? Play It Right
If you’re lucky enough to get more than one offer, don’t panic—strategize.
You can:
* Accept the best one
* Counter your top choice
* Ask for “highest and best” from all buyers
* Create a deadline for responses

© We once had 5 offers on a Jonesboro listing. Rather than picking fast, we gave 24 hours for highest
and best—and secured a final price $11K over list.

Pro Tip: Keep your eyes on the finish line. The goal isn't just a flashy price—it’s a smooth close.

B Mini-Checklist: Offer Review & Response
* Have I reviewed every part of the offer—not just the price?
* Do I understand the contingencies and timelines?
* Is the buyer’s financing solid?
* Are we being strategic—not emotional—in our counteroffer?
* Have I talked through my options with my agent?

* Am I focused on both the short-term (price) and long-term (closing smoothly)?

»* Takeaway

This is where the strategy really kicks in. You’ve got options. You’ve got leverage. And with the right
agent guiding you, you’ll turn interest into income—and avoid the costly pitfalls that derail too many
Georgia deals.

=2 Coming Up Next: Chapter 9 — Navigating Inspections and Appraisals

You’ve got a signed contract—now it’s time to pass the two biggest tests: inspection and appraisal.
We’ll help you prepare and respond with confidence.
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Chapter 9
Navigating Inspections and Appraisals

Two Big Hurdles. One Clear Path.

You’ve accepted an offer—congrats! But before you break out the peach champagne, there are two
critical milestones ahead: the home inspection and the appraisal.

These steps aren’t just procedural. They’re where deals can stall, shift, or even fall apart—unless
you’re ready.

In this chapter, we’ll walk you through how to prepare for both, how to respond to surprises, and how
we help keep your deal moving forward with confidence.



@, The Home Inspection: What Buyers Are Looking For

Most Georgia buyers will order a home inspection. This is their chance to make sure the house is safe,
sound, and as expected.

Inspectors typically review:
* Roof and attic
* HVAC systems
* Plumbing and electrical
» Appliances and water heater
 Structural elements and foundation
* Moisture issues, drainage, and ventilation

© In Pike County, one seller we worked with proactively replaced a damaged gutter before listing. It
avoided a buyer negotiation later—and helped justify a higher price.

Pro Tip: Do a “pre-inspection” with your agent before listing. We can spot the little things that
might become big sticking points.

‘s Responding to Repair Requests
The inspection may lead to a request for repairs or credits. Don’t panic.
You can:
* Agree to make the repairs
* Offer a credit or price reduction
* Say no (but risk the buyer walking)

We help you evaluate which requests are reasonable—and which are overreaching. The goal? Preserve
the deal without over-spending.

© A seller in Gwinnett County saved thousands by offering a $1,000 credit instead of replacing an
entire HVAC system that still functioned fine.

Pro Tip: Focus on health, safety, and functionality. Cosmetic fixes rarely derail deals—but roof
leaks and bad wiring can.

The Appraisal: Protecting the Lender’s Interest

If your buyer is financing the home, their lender will order an appraisal. This confirms that the home’s
value supports the loan amount.

Appraisers look at:



* Comparable recent sales

* Neighborhood trends

* Condition and upgrades

* Square footage and layout

* Location and external factors

If the appraised value comes in at or above the contract price—great. If it’s below the price? That’s
called an appraisal gap—and it needs to be resolved.

“+ When the Appraisal Comes In Low
A low appraisal doesn’t have to kill the deal. You have options:
* Renegotiate the price
* Ask the buyer to cover the gap
* Dispute the appraisal with additional comps
* Cancel the contract if there’s an appraisal contingency

© In Tyrone, a $390K contract appraised at $380K. We submitted stronger comps, and the appraiser
revised it to $387K—just enough to hold the deal together.

Pro Tip: Don't guess at your value when pricing. A smart pricing strategy can help avoid appraisal
surprises altogether.

8 Mini-Checklist: Inspection & Appraisal Readiness
* Have I reviewed the home with my agent for obvious issues?
* Have I fixed simple items like leaky faucets or missing smoke detectors?
* Am I emotionally prepared for inspection feedback?
* Do I understand my options if repair requests come in?
» Is my price backed by strong local comps?

* Do I know what to do if the appraisal is low?

- Takeaway

Inspections and appraisals don’t have to be deal-breakers. With smart prep, open communication, and
the right agent in your corner, you can move through these critical steps smoothly—and stay on track
toward closing day.




=2 Coming Up Next: Chapter 10 — Closing the Deal Smoothly

From contract to keys, we’ll guide you through the final steps of your sale—so you can breathe easy on
moving day.
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Chapter 10
Closing the Deal Smoothly

Your Contract Is Signed—Now Let’s Cross the Finish Line

The hard part might seem over—but there are still a few crucial steps between “under contract” and
“sold.”

From final paperwork to last-minute hiccups, closing day brings both excitement and a flurry of details.
With the right prep (and the right partner), it doesn’t have to be stressful.



In this chapter, we’ll show you exactly what happens after you go under contract—and how we help
keep things on track, so you can move forward with confidence.

What Happens Between Contract and Closing?

Once you’re under contract, a few key things need to happen—each with their own timeline:

Buyer’s earnest money is deposited (typically within 3 business days)
Inspections and repairs (Chapter 9 recap!)

Appraisal (if the buyer is financing)

Title search and legal prep

Final loan approval (for financed deals)

Walkthrough and closing appointment scheduling

Pro Tip: Keep your home in showing-ready shape until the final walkthrough. If something breaks,
leaks, or changes—you may be required to fix it.

© Georgia Snapshot: In Georgia, closings usually happen 25-35 days after contract, assuming no
financing delays.

Seller Responsibilities Before Closing

As the seller, here’s what you’ll typically need to provide:

A copy of your mortgage payoff amount

Any HOA paperwork, covenants, or disclosures
Utility account info (optional, but helpful)
Keys, remotes, and codes for the buyer

Your forwarding address

A clean, empty home—ideally 24 hours before closing

Pro Tip: Leave appliance manuals or a welcome note for the new owner—it’s a kind touch, and
buyers remember it.

1 The Closing Appointment: What to Expect

In Georgia, closings are typically handled by a real estate attorney. You’ll sign the necessary
documents, hand over the keys, and receive your proceeds (via check or wire transfer).

Timeline:

* You can often pre-sign if you’re moving early



* You don’t have to be at the same table as the buyer
* Expect about 45-60 minutes of paperwork and signatures

© Example: One of our clients in Griffin pre-signed the a few days before, allowing them to close
remotely while already en route to their new home in Florida.

## Common Closing Delays (and How We Avoid Them)
Delays can happen—but they’re often preventable. We stay ahead of:
* Missing documents or signatures
* Lender processing issues
 Title or lien disputes
* Unfinished repairs from the inspection
* Buyer financing changes or cold feet

Pro Tip: Stay available and responsive during this final stretch. It helps everyone stay calm and on
schedule.

g Mini-Checklist: Closing-Ready Seller
* Have I completed all agreed-upon repairs?
* Have I scheduled movers and cleared out in time?
* Have I gathered keys, remotes, and access codes?
* Do I understand the closing date, time, and location?
* Have I confirmed how I want to receive my proceeds?

* Have I shared a forwarding address and contact info?

» Takeaway

A smooth closing starts with clear communication and proactive preparation. With your agent and
closing team guiding the final steps, you’ll walk away from the table ready for your next chapter—with
keys handed over and money in the bank.

=2 Coming Up Next: Chapter 11 — Frequently Asked Questions

You’ve learned a lot—but you probably still have a few “What about...?” moments. We’ll answer the
most common seller questions we hear in Georgia.
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Chapter 11
Frequently Asked Questions

Quick Answers to the Most Common Concerns Georgia Sellers Have

Even with the clearest game plan, smart sellers still have questions. That’s a good thing—it means you
care about doing this right.

In this chapter, we’ll answer the most common questions we hear from homeowners across metro
Atlanta and beyond.

? «Should I fix everything before I list?”

Not always. Focus on repairs that affect function, safety, or first impressions. Things like leaky
faucets, scuffed paint, or outdated fixtures can be easy wins. But you don’t need to renovate the entire
kitchen.

Pro Tip: Ask us for a pre-listing walk-through—we’ll help prioritize what matters.




? “How long will it take to sell my home?”

That depends on price, condition, and market conditions. In spring markets, a well-prepped, well-
priced home might sell in a few days. In slower months or with limited demand, it might take 30—45
days.

€ In Henry County, 2024 averages for move-in-ready homes under $400K ranged between 8—14 days
on market.

? “How much does it cost to sell?”
Common costs for Georgia sellers include:
* Agent commissions (typically 5-6% total)
* Attorney fees or closing service fees
* Prorated taxes or HOA dues
* Repair credits (if negotiated)
* Moving and cleaning expenses

Pro Tip: We provide a full seller net sheet so you know your estimated bottom line before you list.

? “What happens if my home doesn’t appraise?”
If the appraisal comes in low, you can:
* Lower the price
* Ask the buyer to cover the gap
* Dispute the appraisal
* Walk away (if your contract allows)

© We’ve successfully challenged low appraisals by providing strong local comps and detailed
upgrade lists.

? «Can I sell while I’m still living in the home?”
Absolutely. Many sellers do. Just be ready for showings—and keep the home tidy and accessible.

Pro Tip: A showing schedule (e.g., no showings after 7pm) can help maintain your sanity during
the process.




? “What’s the best day to list?”

For most Georgia homes, Thursday is prime time. It gives weekend house hunters time to plan a visit,
and your listing shows up fresh in searches.

© Example: A home we listed in Peachtree City on a Thursday had 11 showings by Saturday and sold
Sunday morning.

? «“Can1 buy and sell at the same time?”

Yes—but it takes strategy. We help clients coordinate timing, financing, and closing schedules so you
don’t get stuck between moves.

Pro Tip: Consider options like rent-backs, bridge loans, or temporary housing if there’s a timing
gap.

? “What if I need to sell fast?”

No problem. We’ve helped sellers close in under two weeks with cash buyers, pre-listing inspections,
and accelerated marketing. You’ll likely trade a little on price for speed—but it can be worth it.

£ Mini-Checklist: Common FAQs, Clear Answers
* Do I understand my likely time on market?
* Am I clear on what repairs actually matter?
* Do I know my estimated costs and net proceeds?
* Have I discussed appraisal outcomes with my agent?
* Am I prepared for life during showings?

* Do I have a plan if timing gets tight?

» Takeaway

You’re not expected to have all the answers—that’s what your real estate team is for. But understanding
the basics helps you ask better questions, make smarter choices, and move through the process with
confidence.

=2 Coming Up Next: Chapter 12 — The Smart Seller’s Toolkit

We’ve compiled our favorite resources, checklists, and tools to help you stay organized and in control
—from “I think I want to sell” all the way to “We’re sold!”



Chapter 12
The Smart Seller’s Toolkit
Resources, Checklists, and Tools to Keep You on Track

Knowledge is power—but checklists and templates help you actually use that knowledge. This chapter
pulls together our favorite tools to keep your sale efficient, organized, and low-stress.

Whether you’re still considering a move or already under contract, use these tools to stay in control
every step of the way.

Toolkit 1: Pre-Listing Prep Checklist
* Declutter and deep clean all rooms

* Fix small repairs (leaks, squeaks, scuffs)

* Touch up paint and caulk

* Replace light bulbs and test all switches

* Boost curb appeal (mulch, mow, tidy)

* Depersonalize and stage main areas



* Gather paperwork (warranties, utility bills, HOA docs)
* Schedule pre-listing walk-through with agent

Want our printable version? Just ask—we’ve got you covered.

wan Toolkit 2: Photography Day Checklist
* Open all blinds and turn on lights
* Remove visible cords, trash cans, and pet items
* Clear countertops in kitchen and bathrooms
* Fluff pillows, smooth bedding, and tidy decor
* Hide personal photos and daily clutter
* Park cars away from driveway/front of home
* Secure pets or remove them from the home

Pro Tip: Treat photo day like opening night. First impressions count!

- Toolkit 3: Offer Comparison Worksheet

Offer Price Closing Date Financing Contingencies Buyer Strength Notes
1

2
Need help analyzing? We walk our sellers through every detail—line by line.

Toolkit 4: Seller Closing Day Reminders

* Confirm final walkthrough date/time

* Complete any agreed repairs

* Disconnect utilities and forward mail

* Leave keys, remotes, and access codes

* Provide closing attorney with ID and wiring instructions
* Celebrate—you made it!

Ask us for our full “Move-Out & Moving On” checklist to go even deeper.

»* Takeaway

Selling a home is a journey. These tools aren’t just for staying organized—they’re for keeping peace of
mind. And we’re here every step of the way to make sure nothing falls through the cracks.



g8 Additional Resources

Want to go even deeper? Here are a few more tools we offer upon request:

» [ Printable Seller Timeline & Calendar — Visualize your full journey from pre-listing to
closing day

* & Moving Budget Worksheet — Keep track of every cost and avoid surprise expenses

Seller Net Sheet Template — Estimate your bottom line with a full breakdown of fees and
proceeds

* € “Move-Out & Moving On” Checklist — Everything you need to do before handing over
the keys

All-in-One Seller Kit — Get a compiled digital folder of all our checklists, prep guides, and
worksheets in one place

Want any of these? Reach out to The Corbin Real Estate Team—we’ll send them your way.



Closing Thoughts

You’ve Got This
A Final Word From Ron & Addison

You’ve just walked through the full journey of selling your Georgia home—from mindset to marketing,
from staging to closing. We hope you’re walking away not just with knowledge—but with clarity,
confidence, and a plan.

Selling your home doesn’t have to be stressful. It doesn’t have to feel like a gamble. When you have
the right strategy, the right resources, and the right people in your corner, it becomes a process you can
trust.

At The Corbin Real Estate Team, this isn’t just what we do—it’s what we love to do. And we’d be
honored to help guide your next move.

Whether you’re just exploring your options or already packing boxes, we’re here to answer questions,
offer insight, and support your goals.

Let’s sell smart—and move forward with purpose.

— Ron & Addison Corbin
The Corbin Real Estate Team



Let’s Stay Connected

We’re more than real estate agents—we’re your Georgia resource long after the keys change hands.

B Follow us on social media for relocation tips, homeowner advice, and Georgia lifestyle inspiration
. Call anytime—even if it’s months (or years!) later and you just want a recommendation for a
plumber, park, or peach pie

&= Join us at our Quarterly Client Appreciation Events—we love reconnecting in person with our
clients, new and old

We mean it when we say: you’re not just a transaction—you’re part of our Georgia family now.
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