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SELLER'S EDITION

Your Moving
Checklist
From your first conversation about selling to your last box out the door —
a step-by-step guide to keep you organized and stress-free. Check items
off as you go, and call me with any question, big or small.
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1 PREPARE TO SELL 8+ WEEKS BEFORE LISTING

Interview and choose your Realtor and review the listing agreement, including commission, marketing plan, and
term

Request a mortgage payoff estimate from your lender so you know what you owe

Review comparable sales and an estimated net sheet — know what you'll actually walk away with

Schedule a pre-listing home inspection to catch surprises before buyers do

Identify repairs and improvements worth making (ask me which ones pay off in your market)

Start decluttering — donate, sell, or discard

Gather key documents: deed, survey, HOA docs, warranties, permits, and receipts for improvements

Decide on your timeline and your next move (buy, rent, relocate) so closing dates line up

Pro tip: buyers see your home online first. The cleaning and repairs you do now show up in your listing photos.

2 GET MARKET READY 6–8 WEEKS BEFORE LISTING

Complete necessary repairs and cosmetic touch-ups (fresh neutral paint goes a long way)

Deep clean the entire home — consider professional cleaning, including windows and carpets

Consider professional staging or a staging consultation

Boost curb appeal: landscaping, power wash, fresh mulch, paint or replace the front door

Begin packing non-essential and seasonal items

Rent a storage unit if needed to reduce clutter

Order a termite/WDO inspection — commonly requested by buyers and lenders in Tennessee

Check for open permits, liens, or unpaid HOA dues that could slow down closing

3 PLAN THE LAUNCH 4–6 WEEKS BEFORE LISTING

Schedule professional photography, video, and marketing materials

Set your listing price with your Realtor based on current market data

Complete your seller disclosures honestly and completely — Tennessee's residential property condition disclosure
(or exemption), and lead-based paint disclosure for homes built before 1978



SCOTT DAVIS  |  THE 615 AGENT
(615) 326-4055  ·  scott@hivenashville.com  ·  Brokered by Hive Nashville

Page 2
Not legal or financial advice.

Establish your showing schedule and lockbox access

Create a home features sheet and maintenance binder for the buyer

Get quotes from at least 3 licensed moving companies — book early for month-end dates

4 LISTING & OFFERS LISTING WEEK THROUGH OFFERS

Keep the home show-ready at all times: beds made, counters clear, lights on

Secure valuables, medications, and important papers during showings

Have a plan for pets during showings

Review showing feedback with me regularly and adjust strategy if needed

Compare offers on more than price: financing type, earnest money, contingencies, appraisal terms, and closing
date

Negotiate terms, repairs, and closing date with your Realtor's guidance

Accept an offer and go under contract

5 UNDER CONTRACT 30–45 DAYS BEFORE CLOSING

Confirm the earnest money has been delivered to the title company

Accommodate the buyer's home inspection and any re-inspections

Review repair requests with me and negotiate within the due diligence period

Provide appraiser access when requested

Request your HOA payoff or resale documents, if applicable

Begin packing in earnest — room by room, label everything

Confirm your closing date, time, and location

Schedule utility transfers for closing day. Keep services on through the buyer's final walkthrough.

Arrange final move-out cleaning (professional or DIY)

Pause lawn care, pest control, and other recurring services around closing

6 FINAL WEEK 7 DAYS BEFORE CLOSING

Finish packing all remaining items

Confirm moving company or truck rental details in writing

Gather all keys, garage remotes, mailbox keys, and gate codes

Leave appliance manuals, warranties, and paint colors for the buyer

Complete any agreed repairs and keep the receipts to share

Remove everything that isn't staying with the home, and leave it broom-clean

Do a personal walkthrough — check every closet, attic, and garage

Verify wire instructions by phone using a number you already trust if you're receiving proceeds by wire. Never rely
on emailed instructions — wire fraud is real.

Review your settlement statement for accuracy and prepare a file of closing documents to bring
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7 CLOSING DAY THE BIG ONE

Bring a valid government-issued photo ID

Sign closing documents at the title company — ask about anything unclear

Hand over all keys and access devices

Confirm wire or check receipt for your proceeds

Take a final photo of your home — you earned this moment

Congratulations — your home is sold!

8 AFTER THE MOVE FIRST 30 DAYS

Update your address with USPS, banks, insurance providers, DMV, and your employer

File a change of address with the IRS (Form 8822) and update voter registration

Cancel your homeowner's insurance only after closing is confirmed — never before

Cancel any remaining home services at the old address

Watch for your escrow refund from your old mortgage servicer

Keep your settlement statement and improvement records — talk with a tax professional about capital gains and
the home-sale exclusion

Leave a review for your Realtor — it truly means the world!

Questions at any step? I'm one call or text away.
Know someone planning a move? I'd be honored by the introduction.
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