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Dedication

To the decision-makers whose real stories shaped this book, and who 
carried the grief, uncertainty, responsibility, and pressure of selling a 

loved one’s home with strength, commitment, and heart.
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WHAT HAPPPENS 
WHEN A LOVED 
ONE'S HOME 
BECOMES YOUR 
RESPONSIBILITY?
Understanding The Burden, 
The Decisions, And What 
No One Tells You At The 
Beginning

This is the new beginning to the chapter.

It may come in a phone call. It may come in a quiet conversation 
with a family member. It may come while you are still in shock, still 
grieving, still trying to understand what just happened. Somewhere 
in the middle of the loss, someone says the words no one feels ready 
to hear:

What are we going to do with the house?
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That question sounds practical. It sounds simple. It sounds like the 
kind of thing that should have an obvious answer.

But it is rarely simple.

When a loved one dies, the home they leave behind is not just a piece 
of real estate. It is often full of memory, responsibility, confusion, 
pressure, and emotion. It may hold a lifetime of belongings. It may 
still hold the presence of the person who lived there. It may be the 
place where holidays were celebrated, children were raised, illness was 
endured, arguments were had, and life was lived. And now, suddenly, 
someone has to decide what happens next.

That is where the burden begins.

Most people do not realize how much is wrapped up in selling a loved 
one’s home until the responsibility lands on them. What looks like 
one decision from the outside is often many decisions at once. 

The person carrying the burden may be grieving while handling legal 
paperwork they do not understand. They may be dealing with family 
members who do not agree. They may be sorting through a house 
full of belongings while also worrying about mortgages, bills, taxes, 
insurance, repairs, timing, and what the house is even worth in its 
current condition.

In many cases, one person ends up carrying most of that burden.

That person may be the surviving spouse, an adult child, a close 
friend, the trustee, executor, administrator, the family member who 
lived closest, the one who was already doing the caregiving, or simply 
the most responsible person in the family.

Whoever that person is, the burden is usually far heavier than other 
people realize.
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That is one of the reasons I wanted to write this book.

Over the years, I have helped families and other decision-makers 
sell homes after the death of a parent, spouse, sibling, or friend. 
Some of those sales involved con4ict, delay, legal complications, 
hidden repair issues, deferred maintenance, diYcult occupants, 
out-of-state decision-makers, overwhelming cleanout, or 5nancial 
pressure. Some families worked together beautifully. Others could 
barely get through a conversation.

Every home had its own story. Every family had its own pain.

But over time, I began to see the same patterns repeat.

The person in charge often felt overwhelmed. The family often 
underestimated how hard the process would be. The home itself 
was often more complicated than expected. The legal and 5nancial 
realities were often unclear at the beginning. And the emotional 
weight of the home was almost always greater than people expected.

That is why this book is built around real stories.

I  did not  want  to  write  a  book that  only  talked about  forms, 
steps, and procedures. I wanted to write a book that helps families 
recognize themselves in the process. 

I wanted to show what really happens when a loved one’s home has to 
be sold, what makes these sales diYcult, what patterns repeat, what 
mistakes families often make, and what helps the process go better. 

Most of all, I wanted to help the person carrying the burden feel less 
alone and more prepared. Because that person is often trying very 
hard to do the right thing.
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7ou may be trying to honor the person who died. 7ou may be trying 
to be fair to the family. 7ou may be trying to avoid con4ict. 7ou may 
be trying to avoid mistakes, spending too much money, being taken 
advantage of, or making things worse. At the same time, you may be 
feeling exhausted, sad, confused, angry, pressured, or unsure what to 
do 5rst. That is normal.

Selling a loved one’s home is very di8erent from selling your own 
home.

In a traditional sale, people are usually selling their own home, 
their own belongings, and their own future plans. They have more 
freedom to decide what they want to keep, what they want to move, 
what they want to 5x, and how they want to prepare for the next 
chapter.

Selling a loved one’s home is di8erent.

7ou are often dealing with someone else’s belongings, someone else’s 
life, someone else’s un5nished business, and someone else’s memory, 
while also trying to manage your own grief and responsibilities. 

The home may still be occupied. It may be over5lled. It may be 
outdated. It may need repairs. It may have 5nancial obligations tied 
to it. It may have legal delays attached to it. And even when everyone 
agrees the home needs to be sold, that does not mean the family is 
emotionally ready, legally ready, or practically ready to do it.

That distinction is important.

One of the biggest mistakes families make is assuming that once they 
decide to sell the home, the rest will be straightforward.

It rarely is.
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In my experience, the sale of a loved one’s home becomes much easier 
to understand when families recognize that certain conditions are 
already in place before the property ever goes on the market. 

Those include the condition of the home, the 5nancial obligations 
tied to it, the legal authority to sell, the level of family cooperation, 
and the freedom of the decision-maker to actually move the sale 
ahead. 7ou do not have to solve all 5ve at once, but it helps to know 
they are already shaping the sale. 

When families do not understand those pre-existing conditions from 
the beginning, frustration builds quickly. They may not understand 
why the house cannot be listed right away, why more money may be 
needed before it can be sold, or why a sale that looked simple from 
the outside is becoming delayed, emotionally draining, or unstable. 
They may also not understand why one family member responds 
with anger while another is sad.

7ou may not know all of these answers yet, but these are the kinds of 
questions that help the situation become clearer.

That is why, when I begin helping a family, I am not just looking at 
the house. I am trying to understand the whole picture. I begin with 
questions like these:

Who passed away?
Who is now responsible for the home?
Is the legal authority already clear, or is that still being worked out?
Is anyone living in the property?
What kind of condition is the home in?
Are there mortgages, reverse mortgages, taxes, HOA issues, liens, or 
unpaid bills?
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Is the family cooperative, or is con4ict already brewing?
What feels most overwhelming to the person carrying the burden?

Those questions matter because they reveal what kind of sale this is 
really going to be.

Some  home  sales  are  emotionally  diYcult  but  legally 
straightforward. Some homes have 5nancial issues, but the family is 
cooperative. Some sales involve homes that are physically distressed 
but easy to repair. Others are tangled in legal delays, family con4ict, 
occupancy problems, limited funds, and emotional strain all at the 
same time.

Every story is di8erent, but understanding the true starting point 
changes everything.

That is also why I do not believe in rushing families blindly onto the 
market.

Sometimes a quick sale is exactly the right decision. Other times, the 
wiser path is to step back, understand the true situation, identify 
what  must  happen  5rst,  and  create  a  plan  that  5ts  the  actual 
conditions surrounding the home. 

A family may need cleanup. It may need legal guidance. It may need 
help sorting through belongings. It may need repair decisions. It may 
need someone steady enough to help them understand what matters 
most and what does not.

My role is not simply to put a sign in the yard and hope for the best. 
My role is to help families understand the home they are selling, the 
burden they are carrying, the obstacles in front of them, and the best 
sales strategy under the conditions that are already in place. 
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That may mean discussing and recommending preparation and 
certain repairs. It may mean advising a family not to spend money 
on repairs that will not change the 5nancial outcome. It may mean 
helping the person in charge stop carrying decisions that do not 
belong on their shoulders. 

It may mean recognizing that the real problem is not the house at 
all, but the con4ict surrounding it. It may mean helping a grieving 
widow decide whether the home still 5ts the life ahead. It may 
mean helping an out-of-state daughter feel less alone while handling 
everything from far away.

The sale requires work, but 5rst it requires helping people who 
are grieving, overwhelmed, and carrying a great deal of emotional 
weight.

That is why stories about others who have gone through the same 
thing matter so much here.

Stories help us see what principles alone cannot always show. They 
help us understand how grief a8ects timing, how con4ict a8ects 
decisions, how hidden damage changes a sale,  how loyalty and 
resentment can distort the process, how delay quietly drains the 
home’s value, and how the right guidance can keep a family from 
feeling completely lost.

In the chapters ahead, I am going to walk you through eight real-life 
situations involving families, homes, grief, pressure, and diYcult 
decisions. Each story reveals something important. 

Each story shows a di8erent side of what can happen when a loved 
one’s home must be sold. And each story points to a deeper principle 
I have seen again and again in this work.
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Those principles became the seven secrets in this book.

They are not secrets because no one has ever heard them before. 
They are secrets because most families do not fully see them at the 
beginning, even though those truths are often shaping the sale from 
the very start. 

Some have to do with the home itself. Others have to do with 
emotional burden, family dynamics, delay, decision-making, and the 
hidden pressures that shape the sale long before the sign ever goes in 
the yard.

Many families do not realize, at 5rst, how much the home’s condition 
and 5nancial obligations will a8ect the strategy. 

They  do  not  realize  how  much  burden  the  decision-maker  is 
carrying, how quickly old family con4ict can turn the home into 
the next battleground, how emotionally diYcult it will be to sort 
through belongings and let go, how much delay can cost, or how 
much easier the process becomes when the right person is helping 
them see the situation clearly and move through it one step at a time.

That is what I hope this book will do.

I hope it helps you feel calmer, understand why this process feels 
so heavy, recognize what matters most early, and avoid unnecessary 
confusion, pressure, delay, and guilt. 

Most of all, I hope it helps you see that selling a loved one’s home is 
not just about getting through escrow. It is about understanding the 
home, the family, the burden, the process, and the emotional reality 
well enough to handle it with more wisdom and less chaos.

If you are the one carrying this responsibility now, I want you to 
know something very clearly:
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7ou do not have to understand everything all at once.

7ou do not have to make every decision today.

7ou do not have to carry every part of this alone.

We can begin by helping you understand what kind of situation you 
are in, what is really being asked of you, and what needs attention 
5rst.

That is where the process starts to make more sense.



THE 7 SECRETS THAT 
SHAPE THE SALE OF A 
LOVED ONE’S HOME

Before I walk you through the stories in this book, I want to share 
seven truths I have seen again and again in the sale of a loved one’s 
home.

I call them secrets because most families do not fully see them at the 
beginning, even though these truths are often shaping the sale from 
the start.

When the family is guided through these seven things early, the 
strategy for the sale begins to make more sense, and the process 
becomes far less overwhelming for the decision-maker and the family.

Secret #1

The  sale  becomes  more  predictable  when  the  family 
understands all vxe conditions and sets realistic ekpectations 
for how the transaction is li.ely to unfold2

Before a loved one’s home can be sold, :ve conditions are already 
shaping the saleS
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  the condition of the home 

  the :nancial realities tied to the home 

  the legal authority to sell 

  the family’s level of cooperation with each other 

  the decision-maker’s freedom to move the sale ahead 

When these conditions are understood early, the family can better 
predict the likely timing, cost, dixculty, and pressure points of the 
sale. qhat makes it easier to understand what kind of transaction they 
are really in and what they are likely to face before the sale is complete.

Secret #g

The ri3ht plan of action for preparin3 and sellin3 the house is 
based on those vxe conditions2

Vnce the family understands the :ve conditions shaping the sale, the 
nejt step is deciding what to do with the house.

Eome homes need cleanout, hauling, selected repairs, or time before 
they go on the market. Eome should be sold Ruickly in their present 
condition. Eome Custify spending money to improve the outcome. 
Vthers do not.

qhe right plan depends on the condition of the home, the money 
available, the time pressure surrounding the sale, and the kind of 
buyer most likely to respond. qhis is where the family stops guessing 
and begins to act with direction.
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Secret #4

The way the home and the process are handled can either 
support the family or create more pain2

O loved one’s home is not Cust a structure. It often carries years of 
memory, meaning, history, identity, and emotional weight.

Because of that, how the home is handled matters. Mow people speak 
about it matters. Mow belongings are treated matters. Mow buyers 
respond to it matters. Lven when the sale is necessary, families can 
be deeply a4ected when the home is treated carelessly or as though it 
were only a transaction.

When the emotional meaning of the home is recogni5ed instead 
of dismissed, families are often able to handle the sale with more 
patience, compassion, and understanding.

Secret #,

The person responsible for the sale is often carryin3 far more 
burdenz pressurez and responsibility than others may reali5e2

In  many  families,  one  person  ends  up  carrying  most  of  the 
responsibility for the sale.

qhat person may be the trustee, ejecutor, administrator, adult 
child, surviving spouse, friend, or another family member trying 
to handle what needs to be done. qhey may also be carrying grief, 
family pressure, legal issues, :nancial decisions, paperwork, repairs, 
cleanup, scheduling, and the emotional weight of trying to do the 
right thing for everyone involved.

When others do not fully understand how much is falling on that 
one person, the burden often becomes even heavier. When it is 
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recogni5ed, the family is more likely to bring patience, support, and 
realistic ejpectations to the process.

Secret #’

Sellin3 a loxed one6s home often ta.es more out of you than you 
ekpect2

Lven when a plan is in place, the process often takes a heavier 
emotional and personal toll than people ejpect.

qhe person responsible is not Cust making decisions about a property. 
qhey are often making decisions while grieving, sorting through 
belongings, carrying responsibility, managing pressure, and trying to 
hold themselves together at the same time.

qhis toll is often hidden. qhe person carrying it may look capable 
on the outside while Ruietly becoming more ejhausted, discouraged, 
and emotionally worn down over time. When this is recogni5ed early, 
they are more likely to get the support they need and pace the process 
more realistically.

Secret #W

7hen a family already has a history of conMictz sellin3 the 
home often becomes the nekt battle3round2

In some families, the sale of the home does not create the con8ict. It 
reveals the con8ict that was already there.

qhe arguments may appear to be about pricing, timing, repairs, 
belongings, authority, or who gets to decide what happens nejt. 
But often the deeper issue is much older. It may be about mistrust, 
resentment, blame, entitlement, Cealousy, ejclusion, or control.
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When this pattern is recogni5ed early, the sale begins to make more 
sense. qhe goal is not to heal the family’s history. qhe goal is to 
understand it well enough to put the right structure, boundaries, and 
authority in place so the sale can still move ahead.

Secret #)

The ri3ht 3uide can steady the processz reduce the burdenz and 
protect the outcome2

Eelling a loved one’s home often reRuires much more than putting a 
property on the market.

It may involve grief, family dynamics, timing, repairs, cleanup, 
legal Ruestions, pricing decisions, :nancial concerns, and emotional 
overwhelm. qhat is why the right guide matters.

qhe right guide is not Cust someone who can list the home. qhe right 
guide understands how to help a burdened decision-maker through 
both the emotional and practical side of the sale. qhey know what 
Ruestions to ask, what problems to anticipate, what decisions matter 
most, and how to help move the sale ahead with steadiness and care.

7hy These Secrets *atter

qhe stories in this book will show you what these seven secrets look 
like in real life.

Eome  families  were  loving  but  overwhelmed.  Vthers  were 
cooperative  but  delayed.  Eome  were  burdened  by  legal 
complications, :nancial strain, or dixcult property conditions. 
Vthers were pulled into con8ict that had little to do with the house 
itself.
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But  in  every  case,  the  same  deeper  truths  were  shaping  what 
happened.

Vnce you understand those truths, the sale begins to make much 
more sense.

Ond when the sale makes more sense, families are far better able to 
handle it with more steadiness and less chaos.



WHEN THE HOUSE 
BECOMES THE NEXT 
BATTLEGROUND FOR 
FAMILY CONFLICT
When Six Benecairsie,m 
Frliyo Ctndiaum rn- r 
Ctpsu)A**tinue- Fi-pairso 
Ayy Ctyyi-e

When a family already has a history of con,ictg sellinb the family 
home often xecomes the neut xattlebro.ndk

What loops lipe a disabreement axo.t the home is often somethinb 
m.ch deeTerk whe arb.ments may aTTear to xe axo.t timinbg reTairsg 
Tricinbg a.thorityg or Bho bets to decide Bhat haTTens neutk I.t 
.nderneath those s.rface disabreementsg the real str.bble is often 
m.ch olderk jt may xe axo.t controlg vealo.syg xlameg resentmentg 
entitlementg old family rolesg and Bo.nds that Bere neSer resolSedk
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j saB that Sery clearly in the sale of a home in -arlsxad on the 7Cth 
hole of the OSiara bolf co.rsek

j Bas xro.bht into the sit.ation xy a Rd.ciary attorney Bho asped if 
j Bo.ld tape oSer the salek Iy the time j entered the storyg the family 
sit.ation had already t.rned into litibationk where Bere siu sixlinbs 
inSolSedg and only one liSed in Ean ’iebok EeSeral attorneys Bere 
already Tart of the casek whe home Bas no lonber v.st a family assetk 
jt had xecome the center of a family ToBer str.bblek

whe Troxlem had started xefore j Bas inSolSedk

wBo of the xrothers had decided on their oBn to hire a real estate 
abent and T.t the home on the marpet Bitho.t tellinb the other 
fo.r xeneRciariesk Vne of the sisters fo.nd o.tg not from her familyg 
x.t from a neut8door neibhxor Bho cas.ally mentioned that the 
TroTerty Bas for salek Ehe Bas f.rio.sk what discoSery tribbered 
litibationg and the matter escalated to the Toint that the co.rt 
remoSed the oribinal abent and aTTointed a Rd.ciary to oSersee the 
salek

what detail reSealed somethinb imTortantk jt shoBed that this Bas 
not only a Troxlem of a.thorityg x.t a family Tattern of secrecyg 
eucl.siong mistr.stg and con,ictk

whis is Bhat haTTens in hibh8con,ict familiesk whis Bas not a family 
calmly tryinb to solSe a Troxlem tobetherk whis Bas a family already 
f.nctioninb thro.bh secrecyg eucl.siong mistr.stg and con,ictk whe 
ho.se did not create that dynamick whe ho.se simTly xecame the 
neut Tlace for it  to Tlay o.tk  what is  euactly Bhat mapes some 
inherited8home sales far more diqc.lt than they sho.ld xek

Iy the time j steTTed ing the Terson in charbe Bas no lonber one 
of the sixlinbsk jt Bas the Rd.ciaryk what lebal str.ct.re chanbed 
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eSerythinbk whe Rd.ciary had the resTonsixility to act in the xest 
interest of the estate and moSe the sale forBard in a Bay that Bas 
ne.tral and defensixlek 1y vox Bas not to reTair the family historyk 
1y vox Bas to Borp Bithin that str.ct.reg Trotect the Sal.e of the 
TroTertyg and helT bet the ho.se soldk

whe ho.se itself also needed Borpk jt Bas in a desiraxle areag x.t 
it Bas not ready for the marpet in its c.rrent conditionk jt needed 
TreTarationg reTairsg .Tdatinbg and attentionk whe BallTaTer needed 
to come doBnk -arTet needed to xe addressedk  wermite iss.es 
Bere Tresentk whe home needed Borp xefore it co.ld xe TroTerly 
Tositioned for salek

I.t the ho.se Bas not the hardest Tartk whe ho.se needed Borpg x.t 
the harder challenbe Bas the familyk

where Bere siu xeneRciariesg and Bith siu xeneRciaries often came 
siu di9erent Sersions of realityk Eome Banted the sale to moSe aheadk 
Eome Bere s.sTicio.sk Eome Bere anbryk Eome aTTeared cooTeratiSe 
.ntil the Trocess re$.ired a real sibnat.re or decisionk whe family 
dynamics Bere intensek LSen somethinb as simTle as Bho mibht Sisit 
the home on the 4o.rth of 0.ly had xecome an arb.ment amonb the 
sixlinbsk what mattered xeca.se it shoBed the tr.th of the sit.ationk 
whis Bas not v.st a salek whis Bas a family contin.inb a lonb8standinb 
Tattern of con,ictg and the ho.se had xecome the neut xattlebro.ndk

Ot one Toint d.rinb an oTen ho.seg j oTened a xedroom door and 
discoSered termites sBarminb thro.bh the roomk j asped a neibhxor 
if j co.ld xorroB a Sac..mg and he xro.bht oSer a xrand8neB one 
still in the xouk j sTent Tart of that afternoon Sac..minb termites 
Bhile contin.inb to shoB the homek what moment may so.nd 
almost h.moro.s noBg x.t it caTt.res somethinb imTortantk
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jn these casesg the Terson handlinb the sale is often manabinb the 
Sisixle Troxlems and the inSisixle ones at the same timek whe termites 
Bere easier than the family dynamicsk

LSent.allyg the neibhxor across the street Brote a cash o9er of 
57gP22g222k what sho.ld haSe xro.bht reliefk jnsteadg it tribbered 
the neut layer of diqc.ltyk Ieca.se of the lebal str.ct.re of the caseg 
the x.yer had already xeen aTTroSed xy the Rd.ciaryg x.t the sale 
still had to bo thro.bh a co.rt8ordered “?8day Gotice of ”roTosed 
Oction so the xeneRciaries co.ld aTTroSe or oxvectk 4o.r of them 
sibned $.icplyk whe tBo sisters Baited .ntil the “?th day to sibn and 
mail their aTTroSalk whe x.yer had to Bait thro.bh that entire Teriod 
xefore escroB co.ld contin.ek

jf the sixlinbs had tr.ly Banted the home sold $.icplyg they all 
had the same oTTort.nity to sibn the Gotice of ”roTosed Oction 
immediately and peeT the sale moSinbk 4o.r didk wBo delixerately 
Baitedk

what Bas one of the clearest sibns that the con,ict Bas not really 
axo.t sellinb the ho.sek

When a sol.tion is sittinb ribht in front of TeoTleg and they still delayg 
oxstr.ctg or stir .T more t.rmoilg the con,ict itself has xecome the 
driSinb forcek whe home had xecome the xattlebro.ndg x.t the real 
driSer Bas not the salek jt Bas the con,ictk whis is Bhat haTTens 
in hibh8con,ict familiesk whe foc.s shifts aBay from Bhat needs to 
haTTen to bet the home soldg as the con,ict tapes on a life of its oBnk

whe x.yer had abreed to Bait thro.bh that “?8day Teriodk ’.rinb the 
Baitg another x.yer o9ered 5Y22g222 morek whe Rd.ciary instr.cted 
me to consider that o9er e$.allyg eSen tho.bh the oribinal x.yer had 
already xeen aTTroSed xy the Rd.ciary and Be Bere already in the 
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Baitinb Teriod for xeneRciary aTTroSalk j TroSided the second x.yer 
Bith the insTection reTortsk Ofter reSieBinb the tr.e condition of 
the TroTertyg incl.dinb axo.t 5Y2g222 in termite damabe and other 
needed Borpg the second x.yer revected the deal and Balped aBayk

whe Rd.ciary had forced the oribinal x.yer from across the street to 
increase his Trice xy 5Y22g222 to comTete Bith the second x.yerk 
Vnce the “?8day Baitinb Teriod Bas oSer and the xeneRciaries had 
Rnally aTTroSed the saleg the oribinal x.yer canceled the day xefore 
Be Bere s.TTosed to close escroBk

GoB there Bas no x.yerk

what meant Be Bo.ld haSe had to start all oSerg Rnd another x.yerg 
and bo thro.bh another “?8day Baitinb Teriodk jt Bas euactly the 
pind of delay this family con,ict fed ong xeca.se it created one more 
chance for the sixlinbs to contin.e the same Tattern they had lipely 
xeen liSinb in for yearsk

Ot that Tointg j Bent xacp to the Rd.ciary andg after a breat deal of 
disc.ssiong conSinced him that the ho.se Bas not in bood eno.bh 
condition to s.TTort the hibher Tricek We needed to face the reality of 
the TroTerty and loBer the Trice to attract the ribht x.yerk Me Rnally 
relentedk

Vnce the Trice Bas adv.stedg j Bent xacp to the oribinal x.yerg the 
neibhxor across the streetk Me Banted the homeg so he ret.rned to 
escroB and comTleted the transactionk Mis insTections had already 
xeen comTletedk whe only thinb left Bas for him to Bire in his f.ndsg 
Bhich he didk Me comTleted the sale in one day at the neB Tricek

whis se$.ence reSealed abain that the sale Bas neSer v.st axo.t the 
TroTertyk jf it had xeeng the family Bo.ld haSe acted $.icply Bhen 
they had the chancek jnsteadg the con,ict peTt driSinb the decisionsk 
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whe ho.se xecame the neut xattlebro.ndg and the Trocess xecame 
one more Tlace for the family to Rbhtg delayg and T.sh abainst realityk

’.rinb that same “?8day Baitinb Teriodg the local sister xeban 
mapinb false claims axo.t me to the Rd.ciaryk Vn three seTarate 
occasionsg she told him j had said or done thinbs that Bere not tr.ek 
Ot one Tointg she claimed j had told a neibhxor the home Bas sellinb 
for 57kP millionk j had not sTopen to that neibhxork jn factg the only 
time j had sTopen Bith the sister Bas Bhen j met her at the ho.se to 
bet the peysk

Lach timeg the Rd.ciary Bo.ld call me and asp Bhether Bhat she Bas 
sayinb Bas tr.ek 4inallyg j said to himg U’o yo. tr.st me: ’o yo. 
xelieSe j haSe intebrity: ’o yo. xelieSe j haSe euTertise in handlinb 
diqc.lt real estate transactions: ’o yo. xelieSe j pnoB hoB to bet 
this sale closed:z

Me said yesk

j told himg Uwhen the neut time she calls yo. Bith a story axo.t meg 
asp her for the so.rcek Aet the Thone n.mxer and Serify it yo.rselfkz

jt haTTened one more timek Me asped her for the so.rcek 4irstg 
she said it Bas the neibhxorg then she chanbed it to the neibhxorHs 
h.sxandk When he asped for the Thone n.mxerg she neSer baSe it to 
himk Ofter thatg the acc.sations stoTTedk

Me then came xacp to me and saidg in essenceg U6o. Bere ribhtk whis 
is axo.t the con,ictg not the salekz

what moment reSealed hoB con,ict sTreads in these sit.ationsk jt 
does not stay neatly attached to one iss.ek jt T.lls in the Rd.ciaryg the 
Fealtorg the x.yerg and anyone nearxyk What loops lipe conf.sion or 
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miscomm.nication is often Tart of a m.ch older Tattern of con,ict 
that has xeen Tlayinb o.t in the family for yearsk

jn this caseg the xrothers secretly listed the home Bitho.t the others 
pnoBinbk whe sister fed false stories to the Rd.ciaryk wBo sisters held 
xacp their sibnat.res .ntil the last Tossixle momentk whe hibher o9er 
stirred the Tot and created eSen more distr.stk whe oribinal x.yer 
across the street lost conRdence in the Trocess and canceledk 6et Bhen 
the terms Rnally xecame realisticg and the noise settled doBng he came 
xacp and comTleted the sale immediatelyk

whis is Bhat mapes these sit.ations so Tainf.l and so reSealinb at the 
same timek whe ho.se may loop lipe the iss.e from the o.tsideg x.t 
it is often not the real Troxlem at allk jt is simTly the neut Tlace Bhere 
the family con,ict shoBs .Tk

LSen after the transaction closedg the con,ict did not stoTk whe 
Rd.ciary later told me the sixlinbs Bere still Rbhtinb axo.t the Tinp 
f.rnit.re that had xelonbed to the mother and axo.t Bhether they 
Bo.ld xe alloBed to bo to the ho.se on the 4o.rth of 0.ly to Batch 
the RreBorps oSer the bolf co.rsek

whe ironic Tart Bas that Be closed in 0.nek

Iy 0.lyg the ho.se xelonbed to the x.yer across the streetk

what story has stayed Bith me xeca.se it reSealed somethinb m.ch 
deeTer than a disT.te oSer a.thority or a disabreement axo.t sellinb 
a homek

What j saB in that family Bas a Tattern of con,ict that had lipely xeen 
there for yearsk whe ho.se did not create itk whe sale did not create itk 
whe ho.se simTly xecame the neut Tlace for that con,ict to liSek
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jn many familiesg con,ict has xeen sittinb $.ietly for a lonb timek jt 
may lie dormantg x.t sellinb a loSed oneHs home can tribber it abain 
and t.rn the home into the neut xattlebro.ndk

what is Bhat families often do not .nderstand in sit.ations lipe thisk 
whey thinp the Rbht is axo.t the homek whey thinp it is axo.t the 
saleg the moneyg the TaTerBorpg the timinbg or the f.rnit.rek Es.allyg 
it is notk

jt is axo.t controlk jt is axo.t eucl.sionk jt is axo.t old resentmentsk 
jt is axo.t xlamek jt is axo.t mistr.stk jt is axo.t Bho felt left o.tg 
Bho felt oSerloopedg and Bho no lonber tr.sts Bhomk

whe ho.se simTly xecomes the neB xattlebro.nd Bhere all of that 
bets acted o.t.

jn this  caseg  the secret  listinbg  the delayed sibnat.resg  the false 
acc.sationsg the Rbht oSer the eutra 5Y22g222g the distr.st that 
T.shed the x.yer aBayg and eSen the arb.ments that contin.ed after 
closinb all Tointed to the same tr.thF this Bas not really axo.t the 
ho.sek jt Bas axo.t the familyHs Bay of relatinb thro.bh con,ictk

what is one of the most imTortant tr.ths in these salesk When family 
con,ict is driSinb the Trocessg the real estate transaction xecomes 
heaSierg sloBerg and more Tainf.l than it sho.ld xek whe ho.se may 
xe Bhat eSeryone is arb.inb axo.tg x.t the deeTer Troxlem is .s.ally 
the con,ict itselfk what is Bhy str.ct.reg xo.ndariesg and ne.tral 
a.thority often xecome necessaryk whe boal is not to c.re the family 
con,ictk whe boal is to .nderstand it Bell eno.bh to peeT the sale 
from xeinb destroyed xy itk
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Questions People Ask When the House Becomes the Next 
Battleground for Family Con1ict

T. :he Person in Chargew

What happens vhen a family cannot mo?e forvard vithout 
con1ict2

jn hibh8con,ict familiesg the iss.e is often not a.thority at the 
xebinninbk whe deeTer iss.e is that the family cannot f.nction 
tobether Bitho.t con,ictk O.thority xecomes necessary xeca.se the 
con,ict mapes cooTeration imTossixlek

what  is  Bhat  haTTened  in  this  storyk  whe  sixlinbs  Bere  not 
f.nctioninb lipe a family tryinb to solSe a Troxlem tobetherk whey 
Bere f.nctioninb lipe a con,icted systemk whe secret listinbg the 
litibationg the delayed sibnat.resg and the false acc.sations all Tointed 
to the same tr.thF the con,ict Bas already thereg and it made ne.tral 
a.thority necessaryk

When a family cannot moSe forBard Bitho.t con,ictg someone 
o.tside the con,ict often has to steT in to create eno.bh str.ct.re 
for the sale to contin.ek

I. :he People bn?ol?edw

Hov do family  mem3ers  turn the  sale  of  a  home into  a 
3attleground2

O home sale xecomes a xattlebro.nd Bhen the TeoTle inSolSed xrinb 
old resentmentg mistr.stg eucl.siong vealo.syg xlameg entitlementg 
and ToBer str.bbles into the Trocessk

what is Bhat haTTened herek wBo xrothers acted secretlyk Vne sister 
fo.nd o.t from a neibhxork Vthers delayedk 4alse acc.sations Bere 
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madek Eibnat.res Bere Bithheldk LSen after the ho.se soldg the family 
peTt Rbhtinbk

what is the deeTer lessonk whe sale of the home often does not create 
the con,ictk jt euToses the familyHs euistinb Bay of dealinb Bith each 
otherk

-. :he Propertyw

Why can a 3eautiful or ?alua3le home still 3ecome di4cult to 
sell in a high5con1ict family2

Ieca.se the Troxlem is not alBays the ho.sek

jn this caseg the home had stronb Sal.ek jt sat on the OSiara bolf 
co.rse  and had xea.tif.l  SieBsk   Ot  the  same timeg  it  needed 
.Tdatinbg TreTarationg and reTair Borpg incl.dinb termite treatmentk

I.t eSen Bith those iss.esg the ho.se itself Bas not the real reason 
the sale xecame so diqc.ltk whe xibber Troxlem Bas the con,ict 
s.rro.ndinb itk O Sal.axle home can still xecome Sery hard to sell 
Bhen the TeoTle inSolSed are Rbhtinbg delayinbg mistr.stinb each 
otherg and destaxiliGinb the Trocessk

whe TroTerty mattersg x.t con,ict can damabe a sale far more than 
families realiGek

,. :he Processw

Hov does family con1ict complicate the legal and real estate 
process2

4amily con,ict mapes eSery steT harderk

jn this storyg the sale had to moSe thro.bh litibationg Rd.ciary 
oSersibhtg a “?8day Gotice of ”roTosed Octiong delayed sibnat.resg 
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x.yer  distr.stg  Trice  disr.Ttiong  and  the  collaTse  of  a  nearly 
comTleted escroBk

what is Bhat haTTens Bhen con,ict bets BoSen into the Trocessk 
O sale that sho.ld moSe forBard xecomes frabilek LSery decision 
xecomes  loadedk  LSery  delay  creates  more  tensionk  LSery  neB 
deSeloTment xecomes one more oTTort.nity for mistr.st  and 
disr.Ttionk

whe Trocess xecomes comTlicated not only xeca.se of the lebal 
str.ct.reg x.t also xeca.se the family con,ict peeTs interferinb Bith 
itk

.. :he Pressure Pointsw

What pressure points re?eal that the real pro3lem is family 
con1ict/ not the house itself2

whe clearest sibn is Bhen the con,ict contin.esg no matter Bhat is 
haTTeninb Bith the TroTertyk

jn this chaTterg the sixlinbs fo.bht oSer Bho had a.thorityg Bho 
had xeen eucl.dedg Bhen they Bo.ld sibng Bhat had xeen saidg 
Bhether the x.yer Bo.ld stayg hoB m.ch the ho.se sho.ld xrinbg 
the motherHs f.rnit.reg and eSen Bho Bo.ld envoy the TroTerty on 
the 4o.rth of 0.ly after it Bas already soldk

what is hoB yo. pnoB the ho.se is not the tr.e iss.ek

When the con,ict peeTs shiftinb from one s.xvect to anotherg x.t 
neSer really endsg the real iss.e is the family dynamic itselfk whe ho.se 
simTly xecomes the latest Tlace for that con,ict to attach itselfk



WHAT HAPPENS 
WHEN THE HOME 
CANNOT BE PUT ON 
THE MARKET?
When Legal Delay, Family 
Concitd, anr Untleas Claim% 
Sdall dhe Sale

Sometimes a family knows the home will need to be sold, but that 
does not mean the sale can move forward. Sometimes the congict, 
the lepal comTlications, and the family dynamics become so heavy 
that the home never even makes it to market.

Dhat is one of the hardest realities for families to understand. Ielay 
does not always look dramatic from the outside. Bt may look like 
waitinp for the attorney, waitinp for TaTerwork, waitinp for the 
family to apree, waitinp for someone to move, or waitinp for the lepal 
Trocess to work itself out. zut while everyone is waitinp, the burden 
remains, the home remains, and the oTTortunity to move forward 
remains froRen.
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B worked with 7ily, a woman in her 0Os.

7ily had lived in San Iiepo her entire life. She prew uT in a small 
home on a very valuable Tiece of land in Solana zeach. xver time, the 
structure had been e’Tanded as the family prew, but the TroTerty was 
essentially a teardown because the land could suTTort several lu’ury 
homes or multiTle condominium units.

Cfter her father died, 7ily cared for her mother until she died as well. 
7ily had already been named the trustee of her TarentsF trust, so she 
knew she would eventually be the one resTonsible for handlinp the 
sale of the home.

zut when the time came, 7ily was not ready to sell it.

Hamily members were still livinp in the house. -er pranddauphter 
and preatWprandchildren were there. Dhe home held decades of 
memories, and lettinp po of it felt like losinp her Tarents all over apain.

Ct the same time, her sister, who had lived out of state for many years 
and had not been involved in their TarentsF care, wanted the home 
sold so she could receive her share of the inheritance.

Dhat diGerence between the two sisters caused tension.

7ily had been the carepiver for her Tarents. She had carried the 
Tractical  burden.  She  had lived  close  enouph to  see  what  was 
haTTeninp. -er sister had not carried that same burden, but she still 
wanted the Vnancial result.

7ilyFs sister hired an attorney because she was tired of waitinp for 7ily 
to sell the home, and that forced 7ily to hire an attorney as well.

Me were TreTarinp to Tut the TroTerty on the market so its true value 
could Vnally be established.
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Dhen the situation became even more comTlicated. C niece, the 
dauphter of 7ilyFs brother who had died years earlier, hired her own 
attorney and tried to claim a share of the TroTerty, even thouph there 
were serious Uuestions about whether she had any lepal ripht to it at 
all.

Dhe attorneys told us to wait before Tlacinp the home on the market.

Dhat wait stretched into more than a year and a half.

Iurinp that time, the TroTerty sat oG the market while attorneys 
arpued over claims, interTretations, and imapined outcomes. Dhe 
home  was  not  beinp  e’Tosed  to  real  buyers,  so  no  one  truly 
knew what the market would Tay. Dhe family was Vphtinp over 
assumTtions instead of allowinp the market to determine the value 
a buyer would actually oGer.

Yeanwhile,  lepal fees were prowinp, emotional e’haustion was 
prowinp, and the inheritance itself was Uuietly shrinkinp while 
everyone waited.

xne of the hardest Tarts of 7ilyFs story is that she is the trustee, 
which means she is the Terson e’Tected to move the Trocess forward. 
1et because of the lepal congict, the attorney chanpes, and the fact 
that the TroTerty is still tied uT, she cannot actually do what she has 
been left in charpe to do. Dhat creates a Tainful kind of Taralysis. 
She carries the resTonsibility, but she does not yet have the Tractical 
ability to brinp the matter to resolution.

Ct the time of this writinp, the TroTerty is still not on the market.

7ilyFs former attorney steTTed away from the case and moved into a 
diGerent area of law, which meant 7ily had to start over and wait for 
a new attorney to steT in. Dhe attorney she was referred to has been 
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out of town, so at this moment 7ily is still waitinp for him to return 
so she can formally hire him and bepin movinp forward apain.

Dhat creates another layer of delay and another layer of burden. Dhe 
new attorney has not lived throuph the arpuments, the litipation, and 
the family congict that have already haTTened. -e will have to be 
broupht uT to sTeed from the bepinninp, which means additional 
attorney fees for 7ily, and those fees eat into what the family may 
eventually receive.

Nven the aTTraisal that was done a year and a half apo may no lonper 
regect todayFs value closely enouph to rely on it with conVdence.

Bn the middle of all of this, B received an oGer throuph another real 
estate apent that, in my oTinion, was about a million dollars too low. 
:nfortunately, B could not act on that oGer in the way B normally 
would because the TroTerty was not on the market, and 7ily did not 
currently have an attorney in Tlace. Bn other words, the sale Trocess 
was too tied uT for the family to know whether that oGer was fair, 
safe, or the best available oTtion.

Mhen  a  home  is  on  the  market,  UualiVed  buyers  have  the 
oTTortunity to see it, assess it, and comTete for it. Dhat is how 
the market reveals value. zuyers comTete throuph Trice and terms, 
and that comTetition helTs establish the true value a willinp buyer 
is  TreTared to Tay for the TroTerty,  includinp its  develoTment 
Totential.

Yy role as the real estate broker is to e’Tose the home to the market 
so UualiVed buyers have a fair oTTortunity to see it, comTete for it, 
and reveal what they are truly willinp to Tay. Dhat is how value is 
established in the real world, esTecially when a TroTerty has unusual 
land or develoTment Totential.
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Cnd  while  the  home  sits  oG  the  market,  lepal  fees  continue, 
information becomes stale, oTTortunities are missed, and the Terson 
in charpe is still left carryinp a burden they cannot fully resolve.

Dhis situation is di?cult and creates even more Tressure for 7ily. B 
was hired to helT sell the home, but neither 7ily nor B can do our 4obs 
because of the delays.

C lepal delay does not 4ust TostTone a sale. Bt can freeRe action, 
increase costs, and keeT a family stuck while time keeTs movinp.

Aot every chaTter in a book like this ends with a clean sale and a 
ribbon tied around the story. Some stories are still unfoldinp. Some 
homes are still caupht in the middle of prief, congict, delay, and lepal 
Trocess. 7ilyFs story is one of those.

Cnd that is e’actly why it belonps here.

Bt shows how a family can know the home will Trobably need to be 
sold and still be unable to move forward. Bt shows how the Terson 
who did the carepivinp may also become the one burdened with the 
sale. Bt shows how lepal congict can stoT a valuable TroTerty from 
ever reachinp the oTen market. Cnd it shows how danperous it is 
when families bepin Vphtinp over what they imapine the TroTerty is 
worth instead of allowinp the market to determine the value a buyer 
would actually oGer.

Dhat story has stayed with me because it reveals somethinp very 
imTortant5 sometimes the bippest Troblem is not sellinp the home. 
Sometimes the bippest Troblem is not beinp able to pet the home 
on the market at all. Cnd while the home sits oG the market, lepal 
fees continue, information becomes stale, oTTortunities are missed, 
and the Terson in charpe is left carryinp a burden they cannot fully 
resolve.
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Dhis story shows that when the startinp conditions are not in Tlace, 
esTecially lepal authority and the freedom to move the sale forward, 
even a valuable TroTerty can remain stuck for a very lonp time. Bt also 
shows how heavy the burden becomes for the Terson left in charpe.

Questions People Ask When the Home Cannot Even Be Put on 
the Market

1. The Person in Charge:

What do I need to understand if I am the one left in charge, 
but I still cannot move the sale forward?

xne of the hardest realities in a case like this is that the Terson in 
charpe may still be unable to act.

6eoTle often assume that once someone is named trustee, e’ecutor, 
or decisionWmaker, the sale can move forward. zut that is not always 
true.

Sometimes the Terson in charpe has the resTonsibility without the 
Tractical ability to pet the home sold.

Dhat was true for 7ily.

She was the trustee. She was the one e’Tected to move the Trocess 
forward. zut because of lepal congict, attorney chanpes, comTetinp 
claims, and delay, she could not actually do what she had been left in 
charpe to do.

Dhat kind of situation creates a Tainful form of Taralysis.

Dhe Terson in charpe may feel  resTonsible,  Tressured, blamed, 
emotionally e’hausted, and stuck all at the same time.
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Bf this is haTTeninp to you, it is imTortant to understand that your 
role may be clear on TaTer, but the Tath forward may still be blocked 
in real life. Dhat does not mean you are failinp. Bt may simTly mean 
the situation is tied uT in comTlications that must be resolved before 
the home can move forward.

zeinp the Terson in charpe can feel esTecially Tainful when you are 
also the Terson who carried the carepivinp burden, the emotional 
burden, or the family burden before the sale was ever even Tart of 
the conversation.

2. The People Involved:

Who are the people involved, and how can their emotions, 
expectations, or legal actions block the saleA

Dhe home may be the visible issue, but the TeoTle around it often 
determine whether the sale moves forward or stalls.

Dhat includes siblinps, other heirs, beneVciaries, nieces or neThews, 
attorneys,  trustees,  anyone makinp a claim, and anyone whose 
emotions, e’Tectations, or lepal actions aGect the situation.

Bn 7ilyFs case, the TeoTle were a ma4or Tart of the blockape.

7ily had been the carepiver and had carried the burden of helTinp her 
Tarents. -er sister had not been involved in the same way but wanted 
the home sold so she could receive her share. Dhen a niece entered the 
Ticture and tried to claim a share of the TroTerty as well.

Aow the sale involved far more than the home itself.

Bt had become about carepivinp versus inheritance, fairness versus 
resentment,  lepal  claims versus  assumed riphts,  and old family 
diGerences suddenly showinp uT inside the estate.
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Dhat is somethinp many TeoTle do not fully e’Tect.

Bf you are left in charpe, one of the Vrst thinps to assess is not only 
the house, but the TeoTle. Mho is involvedA Mho has lepal standinpA 
Mho has emotional inguenceA Mho is likely to create congictA Mho 
is waitinp, Tressurinp, accusinp, or assuminpA

Dhe TeoTle around the estate can either suTTort the Trocess or block 
it comTletely.

Cnd  when  prief,  preed,  entitlement,  old  family  wounds,  or 
comTetinp e’Tectations pet involved, the sale can stoT before it ever 
bepins.

3. The Property:

What do I need to understand about the property itself when 
it is tied up and cannot reach the market?

Mhen a home cannot be Tut on the market, TeoTle often stoT 
thinkinp clearly about the TroTerty itself.

zut the TroTerty still matters.

Bn 7ilyFs case, this was not an ordinary home. Bt sat on very valuable 
land in Solana zeach. Dhe house itself was essentially a teardown, but 
the land had sipniVcant develoTment Totential. Dhat made the delay 
even more serious because this was not a small asset.

Mhen a TroTerty is blocked from reachinp the market, several thinps 
haTTen.

Dhe true  market  value  remains  unknown.  xld aTTraisals  may 
become stale. 6rivate oGers may be misleadinp. xTTortunities may 
be missed. Cnd the Thysical and Vnancial burden continues while 
nothinp is beinp resolved.
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Dhis is what made 7ilyFs situation so frustratinp.

Dhe TroTerty itself may be valuable, but until it is e’Tosed to the 
market TroTerly, no one truly knows what a UualiVed buyer is willinp 
to Tay.

Bf you are left in charpe of a TroTerty that cannot reach the market, 
you need to understand this5 a valuable TroTerty and an accessible 
inheritance are not the same thinp.

:ntil the Tath is clear enouph to e’Tose the home TroTerly, the 
TroTerty may remain valuable on TaTer while still beinp unusable in 
Tractice.

So even in a blocked sale, the TroTerty still needs to be understood 
clearly5  its  condition,  its  market  Tosition,  its  strenpths,  the 
assumTtions TeoTle are makinp about it, and what mipht chanpe if 
it were actually e’Tosed to real buyer comTetition.

4. The Process:

What parts of the process can delay things, increase costs, or 
keep the home from ever being put on the market?

Dhis is where many TeoTle are caupht oG puard.

Dhey assume the main decision is whether to sell.

zut in a blocked sale, the Trocess itself becomes the Troblem.

Dhat Trocess may include attorney involvement, comTetinp lepal 
claims,  trustee  Uuestions,  Trobate  or  trust  issues,  document 
review, stalled decisionWmakinp, new counsel steTTinp in, aTTraisals 
becominp  outdated,  and  lonp  Teriods  of  waitinp  while  costs 
continue.
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Dhat was e’actly the Troblem in 7ilyFs case.

Dhe attorneys told us to wait before Tlacinp the home on the market. 
Dhat wait stretched into more than a year and a half. Dhen 7ilyFs 
attorney steTTed away. Dhen she had to wait for a new attorney to 
return and steT in. Cnd all the while, lepal fees continued, and the 
TroTerty remained oG the market.

Dhat is the Tart many TeoTle do not anticiTate.

Ielay is not neutral.

Ielay costs money. Ielay increases fatipue. Ielay makes information 
stale. Ielay can shrink what the family eventually receives. Ielay can 
keeT the Terson in charpe traTTed in a burden they cannot comTlete.

Bf you are in this kind of situation, one of the most imTortant thinps 
to understand is that lepal or Trocedural delays do not 4ust TostTone 
the sale. Dhey can chanpe the value of the outcome.

Dhat is why it is so imTortant to have the ripht lepal puidance for the 
lepal Trocess and the ripht real estate puidance for the sale Trocess. 
Dhey are connected, but they are not the same thinp.

5. The Pressure Points:

What pressure points tend to heat things up in a blocked 
sale, and what kind of professional help keeps the situation 
grounded until the path clears?

6ressure  Toints  are  the  Tlaces  where  a  blocked  sale  becomes 
emotionally or Vnancially volatile.

Bn a case like 7ilyFs, those Tressure Toints included family congict, 
lepal bills, uncertainty about value, an outdated aTTraisal, a Trivate 
low oGer, emotional fatipue, and the onpoinp burden of waitinp.
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xne of the bippest Tressure Toints in this chaTter was imapined value.

Dhe family had not allowed the market to determine what a buyer 
would actually Tay, but they were still  arpuinp over what they 
thoupht the TroTerty was worth.

Dhen a low oGer came in throuph another real estate apent. Bn my 
oTinion, it was about a million dollars too low. zut because the 
TroTerty was not on the market and 7ily did not currently have 
an attorney in Tlace, the oGer could not be handled, challenped by 
comTetinp buyers, or fully evaluated the way it should be when a 
home is on the market.

Dhis is e’actly why these situations reUuire more than someone 
who simTly knows how to list a home. Dhey reUuire a real estate 
Trofessional who understands both the emotional and Tractical sides 
of the sale, who can stay prounded in the middle of lepal delay, and 
who knows how to helT the Terson in charpe stay steady until the 
Tath is clear enouph to move forward.

Dhat kind of Trofessional helTs the Terson in charpe stay prounded, 
seTarate lepal delay from Tersonal failure, understand what the 
market can and cannot tell them yet, avoid reactinp to assumTtions, 
and be ready to move Uuickly once the lepal blockape is removed.

Dhat was what 7ily needed.

Dhe most imTortant thinp B could do was not force the sale before it 
was Tossible. Bt was to helT her stay steady while the Trocess remained 
blocked, so that when the Tath Vnally oTened, she would be able to 
move forward with clarity.



IE. INNAC SDC2NEjL

xnce the lepal Tath clears and the home can Vnally be Tut on the 
market, another Uuestion often follows5 Mhat haTTens when the 
entire burden of handlinp the estate falls on one TersonA



WHAT HAPPENS 
WHEN YOU ARE 
LEFT IN CHARGE 
OF HANDLING THE 
ESTATE?
When Grief, Burden, and 
Responsibility All Fall on One 
Person

Sometimes the problem is not that the home cannot be put on the 
market. Sometimes the problem is that the person left in charge is 
grieving too deeply to let go.

I was referred by a friend at an estate planning organization to a man 
named Matt.

Matt  and  Kurt  had  been  good  friends  for  many  years.  Their 
friendship began when they worked together at the same company. 
Both of them repaired trucks that had been cited for being out of 
compliance on the highway. They did that work together for about 
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Ofteen years. ,ver timeL they built not only a working relationship 
but a deep friendship and loyalty to each other.

xaterL after they retiredL Kurt bought a school bus and O’ed it up so 
they could continue doing mobile repair work.

At the same timeL Kurt bought a large older house. ,ver the yearsL 
he and Matt worked on that house together as well. In many waysL it 
felt like MattHs homeL too. je spent weekends there working on the 
house or on proUects with Kurt.

The house itself was unusual. It was a large home with the kitchen 
upstairs and the bedrooms downstairs. The kitchen and living room 
had the viewL so the balcony added to the entertainment and the 
view. It was built in a way that allowed a motorhome to be parked 
underneath it. They installed new air conditioning. They reworked 
the interior of the unit behind the garageL got it cleaned upL and 
turned it into a rentable AD-. There was a threePcar garageL a lot of 
room in the drivewayL and a great deal going on at that property.

By the time Kurt diedL the property also included a number of 
complications Matt would have to deal with. KurtHs e’PwifeL qennyL 
was living in the house. jis stepdaughter was there. A tenant was 
living in the AD-. There was a bus on the property that Kurt 
used for business. There was a skip loader. There were multiple cars. 
There were motorcycles. There were tools and eGuipment. All of that 
would become MattHs responsibility.

About a week before Kurt diedL he told Matt he had made him the 
trustee.

Matt did not want that role. je told him no.

Then Kurt died une’pectedly.
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Matt was not Uust dealing with the sale of a home. je was dealing 
with the death of his best friend. And because he had worked beside 
Kurt for so many yearsL Orst in business and then on the property 
itselfL the house held enormous emotional meaning for him. It was 
Olled with shared e”ortL memoriesL loyaltyL and connection. xetting 
go of the house did not feel like selling property. It felt like losing 
Kurt all over again. It felt like losing KurtHs memory forever.

The Orst time I met MattL I said to himL YI am so sorry about the loss 
of your friend. I would not wish that on anyone.F

je responded right awayL Y2ouHre the right agent to help me.F

That stayed with me because I could see from the beginning that 
this was not going to be a simple trust sale. This was going to be 
a sale shaped by griefL responsibilityL resentmentL delayL and a deep 
emotional attachment to the home.

Matt also had stress in his own life outside of the property. jis father 
was aging Guickly and becoming restlessL and Matt had put cameras 
in his fatherHs home so he could keep an eye on him. That concern 
stayed on MattHs mind too. It was one more piece of emotional strain 
he was carrying while trying to handle KurtHs estate.

About a week after Kurt diedL his brother Kevin came in from out 
of state with a Jatbed and took much of the valuable property from 
the homeL including motorcyclesL toolsL eGuipmentL and other items 
that should have remained in the trust until MattL as trusteeL could 
properly handle them.

That created tremendous resentment for Matt.

3or yearsL Matt had been frustrated because Kurt was always helping 
Kevin OnanciallyL sending him money to get through the monthL and 
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at times helping KevinHs daughterL 5ennyL too. So the resentment did 
not begin after Kurt died. It was already there.

It was such an insultL and so painful for MattL to have Kevin intrude 
on KurtHs home with his Jatbed and take the valuable property 
that should have remained in the trust.  It was greedy. It was a 
violation. And it further fueled MattHs anger toward Kevin and 
KevinHs daughterL 5enny.

As if that were not enoughL there were also delays and complications 
with the estate that a”ected the house Onancially. It took si’ months 
for the IRS issue to be resolved so Matt could get access to the 
funds connected to the property. During that timeL he was paying 
the mortgageL the waterL and the utilities out of pocket. That delay 
added pressureL frustrationL and one more reminder that the house 
still belonged to the life and death of his friend.

Matt kept working on the house becauseL in many waysL it helped him 
stay connected to Kurt. je had worked on it with Kurt for yearsL and 
after Kurt diedL continuing to work on it became part of his grieving 
process.

je worked on that house for two years before we Onally got it on the 
market.

After two yearsL legal counsel told him he had to get the home on the 
market.

That was a turning point.

-ntil thenL the work had given him time to grieve. It gave him 
something to do with his hands while his heart caught up to the 
reality of KurtHs death. But now the pressure was changing. The 
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house was no longer Uust a place to work on and stay connected to 
Kurt. It was time to let go and put it on the market.

Around that timeL Matt asked me to have my contractor paint the 
rooms in the house. The work was doneL but then I got a call from 
the referral person at the estate planning organization while Matt was 
on the phone with herL upset about the paint Uob my contractor had 
done.

That was uncomfortable because I was being pulled into the problem 
without being thereL and I could not tell what was really going on. 
She already knew Matt and had known him for years. She told meL 
YjeHs a good man.F So I knew there was more to it than anger over a 
paint UobL especially because my contractorHs work is very good.

My contractor and I both drove up there to see what we needed to do 
to resolve the issue he was complaining about. At OrstL we thought 
he wanted all the closets repainted. I sent my contractor o” to buy 
Ove gallons of paint.

$hile he was goneL I said to MattL YIt must be really hard to miss your 
friend.F

That changed everything.

Matt admitted he would give anything to have Kurt back and to be 
the one living in the house. In other wordsL he did not want to sell it. 
,nce he said thatL he calmed down. The anger softened because the 
real emotion underneath it Onally had words.

And in the endL he really only wanted the trim on one hallway closet 
repainted and a bedroom shelf painted.

That moment says a lot.
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The problem was not really the paint.

It was the pressure of being told he had to get the home on the 
market.

It was the end of his grieving season.

It was the beginning of letting go.

Because the insurance agent had said the house could not be left 
vacantL KurtHs e’PwifeL qennyL stayed on the property. She moved 
from the main house into the AD-L and KurtHs  stepdaughter 
moved out and found another place to live. That was important 
because  the  stepdaughter  had  special  needsL  and  getting  her 
moved appropriately helped simplify the situation. qenny stayed 
throughout the transaction and moved out on the day the property 
closedL when the buyer moved in.

That  arrangement  helped  protect  the  property  and  kept  the 
insurance in placeL but it also added one more layer of comple’ity.

Matt also had to sell the vehiclesL the busL the skip loaderL toolsL 
and other items that were of value. All of that was part of the 
responsibility Matt inherited when Kurt died.

EventuallyL we did get the home on the market.

The day we put the home on the marketL there was a water leak. 
Because the kitchen was upstairs and the bedrooms were downstairsL 
a kitchen faucet leak a”ected the ceiling below and made the carpet 
wet. The leak was repaired.

The buyer came through on the very day that leak was being repaired.

$e negotiated an o”erL opened escrowL and then the buyerHs agent 
began insisting there was water damage and claiming there was mold.
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$e  brought  in  our  own  restoration  company  to  look  for 
leaks and make recommendations. The contractor repaired the 
recommendations. $e replaced the wallboard in the bedroomL 
repaired other a”ected areasL and the problem was resolved.

Then the buyerHs agent insisted there was moldL so we brought in a 
mold inspector.

The result was clear. There was no mold.

The second report was almost laughable. It essentially recommended 
opening the windows and running fans. It was not a real mold issue.

Even soL during the reGuestPforPrepairs time frame in escrowL the 
buyerHs agent began to demand more money for the supposed mold 
issue.

That greatly frustrated Matt.

At the same timeL I learned qenny had actually given the buyer a key 
to the home. It was inappropriate for the buyer to be there without 
his agentL and it was a violation for him to have that kind of access 
during escrow. But it also told me something very important.

The buyer loved the house.That became important because a buyerHs 
behavior often tells you how deeply they want the home. And 
when you know thatL you know more clearly how to manage the 
negotiations. je had been there every dayL mistyPeyed over the homeL 
measuring and planning. je was not going away Uust because we said 
no to a reGuest for more money.

At one pointL Matt asked me what to do about the e’tra money the 
buyerHs agent was pushing for.

I told him no.
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There was no mold. $e had already o”ered the buyer a 8“0L000 
credit. It was a courtesy to o”er that money. It was not reGuired. In 
real estateL a seller credit is a courtesyL not an automatic entitlement.

So I told MattL YNo. jold your ground. The buyer loves this house. 
je is not going to cancel over this. It is the buyerHs agent pushing his 
luckL not the buyer.F

So we held our ground.

There was another issue at the same time. Because this was a 1A loan 
in CaliforniaL the property needed a termite clearance. That meant 
the home had to go through the reGuired termite process so the 
transaction could close. Either the buyer or the seller had to pay for it. 
If Matt refusedL we could have delayed the transactionL complicated 
the loanL or even risked losing the buyer.

The cost was 87L:00.

Matt balked at Orst. je believed prior termite work had already been 
done. But according to the termite companyL the prior inspection 
had been several years earlierL the house had not been fully tentedL 
and the property needed more work in order to obtain clearance.

Matt did not want to spend the money.

I understood why. Kevin was still entitled to receive money from the 
estateL even after all the years Kurt had supported him and even after 
Kevin had come in and taken property he should not have taken.

So I e’plained it to Matt this way9 if that 87L:00 was not spent on 
the termite clearanceL then it would simply remain in the estate and 
eventually beneOt Kevin. But if we used it to do what needed to be 
done to complete the sale properlyL then it was being used for the 
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houseL for the transactionL and for the responsibility Matt had been 
entrusted to carry.

The minute he realized thatL he authorized the work.

$e got the termite work done.

The story about Matt is an e’ample of how being left in charge 
of handling an estate can become much biggerL heavierL and more 
complicated than a person ever e’pected.

It is not Uust about selling a home.

It is about carrying griefL  responsibilityL resentmentL decisionsL 
delaysL moneyL and pressure all at the same time.

The home was not Uust something Matt needed to sell.

It was something he needed to say goodbye to.

Matt was carrying griefL Onancial burdenL property responsibilityL 
delayL pressureL and resentment all at once. That is what made the 
burden so heavy and the toll so personal.

Questions People Ask When They Are Left in Charge of 
Handling the Estate

1. The Person in Charge:

What do I need to understand about being the person left in 
charge?

The Orst thing to understand is that being left in charge means much 
more than signing papers or hiring a real estate agent.

It means someone has trusted youL or life has placed youL in the 
position of carrying the responsibility for what happens ne’t.
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That responsibility may include dealing with the houseL protecting 
the propertyL sorting through belongingsL managing repairsL paying 
billsL communicating with family membersL working with legal 
professionalsL  making decisions under pressureL and eventually 
getting the home sold.

The emotional state of the person in charge matters too.

Some people are grieving deeply. Some are reluctant. Some are 
overwhelmed. Some are dutyPbound and determined. Some are 
angry that they are the ones left holding it all.

Matt did not want the Uob. je said no when Kurt told him he had 
made him the trustee. But after Kurt diedL Matt still stepped in and 
did what had to be done.

That is important.

The person left in charge is not always refusing to do the Uob. 
Sometimes they are hurting while trying to do it.

And that is a very di”erent thing.

If you are the one left in chargeL you need to understand that the 
Uob may touch every part of your life for a while. It may take more 
timeL more emotional energyL and more decisionPmaking than you 
e’pected. That does not mean you are failing. It means the role is realL 
and it is heavy.

2. The People Involved:

Who are the people involved, and how can they a3ect the sale?

The sale is never Uust about the house.

It is also about the people.
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That  includes  the  person  in  chargeL  the  family  membersL  the 
beneOciariesL the attorneysL the OduciariesL the estate sale peopleL 
tenantsL e’PspousesL buyersL buyersH agentsL and anyone else whose 
behaviorL decisionsL or emotions can a”ect the process.

SometimesL the people are cooperative.

Sometimes they are not.

MattHs situation included KevinL who came in with a Jatbed and 
took valuable property from the house. It included KevinHs daughterL 
5ennyL whom Matt already resented because Kurt had supported 
them Onancially for years. It included qennyL KurtHs e’PwifeL who 
remained on the property to satisfy the insurance issue and help keep 
the house from being vacant. It included the legal professionals who 
were helping move things along. And it later included a buyerHs agent 
who kept pushing for more money even though the facts did not 
support it.

All of those people a”ected the sale.

If you are left in chargeL one of the Orst things to understand is this9 
the people around the estate can either help stabilize the situation or 
make it much harder.

That is why it is important to know who has authorityL who has 
inJuenceL who is cooperativeL who is emotionalL who may create 
conJictL and who needs to be managed carefully.

Many timesL the diHculty in an estate sale is not only the house. It is 
the people attached to the house.
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m. The Property:

What do I need to understand about the property itself before 
I 4ake decisions?

The property matters.

Before you can make good decisionsL you need to understand what 
kind of house you are dealing withL what condition it is inL who is 
living thereL what is inside itL and what may need to happen before it 
can be put on the market.

Some properties are fairly straightforward.

,thers are full of complicationsL including deferred maintenanceL 
repairsL occupancy issuesL clutterL valuable belongingsL vehiclesL 
tenant situationsL insurance issuesL unusual layout problemsL and 
budget limitations.

MattHs  property had many of those layers.  It  was a  large older 
house  with  an  AD-L  multiple  vehiclesL  a  busL  a  skip  loaderL 
toolsL motorcyclesL and people living on the property. It needed 
preparation. It needed decisions. It needed time. And it needed 
someone to keep moving it forward.

If you are the person in chargeL you need to understand that the 
house itself may create a large part of the burden.

The condition of the house a”ects how much money may need to 
be spentL how fast it can go on the marketL who can live there or 
stay thereL how easy it is to insureL what buyers will e’pectL and how 
stressful the sale may become.

That is  why one of  the Orst  practical  steps is  to get  a  realistic 
understanding of the property9 what condition it is inL what needs 
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to be repairedL what can be sold asPisL what must be addressedL what 
is worth doingL and what is not worth doing.

These are not Uust construction Guestions. They are decisionPmaking 
GuestionsL budget GuestionsL and emotional GuestionsL too.

x. The Process:

What parts of the process can delay things, co4plicate things, 
or cost 4ore than I e5pected?

This is where many people are caught o” guard.

The process often takes longer and becomes more complicated than 
they imagined.

That can include trust or probate issuesL delays in getting legal 
authority clariOedL IRS problemsL missing paperworkL insurance 
reGuirementsL Guestions about who pays which billsL occupancy 
issuesL repair decisionsL loan reGuirementsL and timing delays that 
stretch on for months.

Matt had an IRS delay that took si’ months to resolve. During that 
timeL he was paying the mortgageL the waterL and the utilities out of 
pocket. That alone was enough to create frustration and pressure.

Then there was the timing of getting the house ready. Matt worked 
on the house for two years before it Onally went on the market. That 
time gave him room to grieveL but it also stretched the process far 
longer than many people would e’pect.

Then there were the transaction complications9 the water leakL the 
restoration workL the mold claim that turned out not to be realL the 
buyerHs agent pushing for more creditsL and the 1A termite clearance 
that had to be completed so the deal could close.
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If you are left in chargeL you should e’pect that there may be delaysL 
detoursL and e’penses you did not foresee.

That  does  not  always  mean  something  is  going  wrong  in  a 
catastrophic way.

It often means you are in the middle of a real estate transaction 
shaped by deathL legal responsibilitiesL property issuesL and human 
behavior.

It  is  also why the legal  side and the real  estate side need to be 
understood separately. xegal professionals help you understand the 
rulesL authorityL and formal process. A skilled real estate professional 
helps you move the house through the practical obstacles that arise 
on the way to closing.

,. The Pressure Points:

What pressure points tend to heat things up, and what kind 
of professional helps keep it all 4oving?

qressure points are the places where emotionsL conJictL and decisions 
start to heat up.

They can include griefL resentmentL deadlinesL buyer demandsL 
repair reGuestsL pricing disagreementsL belongingsL decision fatigueL 
arguments over moneyL or small issues that suddenly feel huge.

In MattHs storyL the paint was a pressure point.

It looked like a paint problemL but it was not really about the paint. 
It was about the pressure of Onally having to get the home on the 
market. It was about the end of his grieving season. It was about the 
beginning of letting go.

The termite clearance became another pressure point.
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,n the surfaceL it looked like a Oght over 87L:00. -nderneath it was 
resentmentL griefL and the reality that Kevin was still going to receive 
money from the estate.

The buyerHs agent pushing for more money became another pressure 
point.

,n the surfaceL it looked like a negotiation issue. -nderneath it was a 
test of whether Matt had the support and clarity to hold his ground.

That is why these situations reGuire more than someone who simply 
knows how to list a home. They reGuire a real estate professional who 
understands both the emotional and practical sides of the sale and 
who knows how to move the home through obstacles on the sellerIs 
side and the buyerIs side until it closes.

A professional like that understands how grief a”ects decisionsL how 
family dynamics spill into the saleL how to evaluate when a buyer 
is truly committedL when a credit is a courtesyL and when it should 
be refusedL how to read pressure without being controlled by itL and 
how to steady the person in charge when things start to feel too hot.

That is what made the di”erence for Matt.

je did not Uust need someone to list the home.

je needed someone who could help him carry the burdenL sort 
through the complicationsL keep the transaction from being pushed 
aroundL and get it closed with clarity and strength.

That is what the right guide does.

They do not remove the grief.

They do not erase the complications.
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But they help the person in charge move through the mess with 
steadinessL protectionL and enough wisdom to get to the other side.



WHEN THE HOUSE 
NO LONGER FITS THE 
LIFE AHEAD
What Should I Do With The 
House After My Spouse Dies?

When a spouse dies, one of the hardest questions a surviving husband 
or wife may face is this:

What should I do with the house now?

That question sounds simple, but it is not simple at all.

The house is not just a piece of property. It may be the place where 
you built a marriage, raised children, cared for your spouse through 
illness, celebrated holidays, welcomed friends, and tried to hold life 
together. It may also be the place where the bills now feel heavier, the 
rooms feel emptier, and every decision feels too big.

That is why this is such an important discussion.

A surviving spouse is often not making one decision. They are 
making a series of decisions while grieving, tired, scared, maybe 
dealing with physical issues of their own, and not always knowing 
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what the Lnancial future will look like. Sometimes the spouse who 
died handled the bills, the Lnances, the repairs, or the planning, and 
now the surviving spouse is left trying to Lgure out what is even true.

I worked with ziH, a friend of mine, who became a widow after her 
husband died. ’e had been sick for several years, and by the time he 
passed, she was already worn down physically and emotionally. She 
also had her own health issues. She was in pain. She was grieving the 
loss of the man she had loved for thirty years, and she was facing a 
future that looked nothing like the life they had built together.

ziH knew early that without her husbandBs income, she would 
probably have to make housing and Lnancial changes. xut knowing 
that in your mind is not the same as being emotionally ready to act 
on it.

ziH loved that house. It was not a luGury house, but it was a sweet 
home full of light and comfort. It had worked well for them. They 
were happy there. So even though she probably knew she could not 
stay forever, she still had to work through the emotional, Lnancial, 
and physical realities, along with all the other decisions that come 
with making a move.

She had to ask herself hard questions.

Could she aOord to stay in the home without his income? Did she 
even want to stay in the home if it meant carrying that burden alone? 
Was the house still the right Lt for her physically? Should she stay 
in San Diego County or move somewhere more aOordable? If she 
moved, where would she go? What would she take with her? What 
kind of life could she actually live neGt?

ziH went through all of those questions over time.
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She looked at whether she could stay in San Diego County. We talked 
about diOerent possibilities. At one point, I even took her to look at 
a less eGpensive rental, but it was not a good Lt for her. It may have 
been cheaper, but it did not feel like a place where she could settle 
into her neGt chapter with peace.

She also had to think about her own health, her safety, her isolation, 
and her future support. The home itself was one story and relatively 
easy to get in and out of, which was a plus. xut that was only part 
of the picture. The larger question was whether that home still Lt 
her life now that she was alone, grieving, in pain, and without her 
husbandBs income.

There was also the issue of isolation.

Where she lived with her husband had made sense for the two of 
them. xut once she was alone, some of those same things became 
harder. She still had to drive the same distance for groceries and 
other daily needs, but now she had to do it alone. She did not have 
easy built9in social contact.  ’ealth matters. Safety matters. Support 
matters. Isolation matters. Distance to groceries, doctors, church, 
activities, and daily life matters too. Everything has to be looked at if 
it is going to aOect whether the person should stay or sell and move.

This is one reason it can take so long for a widow or widower to 
decide what to do. It is not one decision, but a chain of decisions, 
almost like a long row of dominoes. Mne decision leads to the neGt, 
and the neGt, and the neGt. Can I aOord to stay? If I stay, how do 
I make it work? If I cannot stay, where would I go? If I move, do I 
stay local or go closer to family? If I leave the area, what is aOordable 
there now? If I move, what do I take with me? What do I do with 
the furniture, the belongings, and the things that matter emotionally 
but may not Lt practically?
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ziH went through this eGact process. She took time. She thought 
through one possibility, then another. She asked questions, talked 
with people she trusted, and slowly worked her way toward clarity. 
When she had worked through enough of those decisions, she was 
Lnally ready to sell the home.

When ziH was Lnally ready, the sale itself became part of the support. 
The buyers oOered FeGibility. They bought some of the furniture. 
They gave her time after closing. The move became less frightening 
and more manageable. And she was able to begin the neGt chapter 
of her life with more peace than she would have had if she had been 
rushed or left alone in confusion. zater, when she moved into a 
senior community, she came alive again. She had activities, meals 
with other people, structure, and new friendships. That told me 
the move was right for her, not only Lnancially, but emotionally, 
physically, and socially as well.

-any of my clients do not just sell a home after a spouse dies. They 
move into a completely new life. They have to create new routines, 
new support systems, new patterns, and new ways of living. The 
journey is not only about getting the house sold. It is about helping 
them make one good decision at a time until they are no longer stuck 
in fear and sadness, but are able to step into a life they can actually 
live.

That is what I want for people.I want to help them not only get the 
home sold, but also make wise, loving, practical decisions when life 
has changed, grief is heavy, and the future feels uncertain.

This  story shows how deeply a  home can hold love,  marriage, 
memory, and transition, and how heavy the toll can be on the 
surviving spouse who must decide what comes neGt.
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Questions People Often Ask After a Spouse Dies

1. The Person in Charge:

What is the surviving spouse really carrying when they have to 
decide whether to stay or sell after a death?

A surviving spouse is usually carrying much more than a real estate 
decision.

They are carrying grief, eGhaustion, uncertainty, fear, and often the 
loss of the person who handled part of life with them. Sometimes 
the spouse who died handled the bills, the repairs, the planning, or 
the Lnances. Sometimes the surviving spouse has already been worn 
down by caregiving before the death even happens. xy the time they 
are Lnally facing the question of what to do with the house, they may 
already be physically tired, emotionally drained, and unsure what the 
future can realistically look like.

That was true for ziH. She had loved her husband for thirty years. 
’e had been sick for several years, and by the time he died, she was 
already worn down physically and emotionally. She had her own 
health issues. She was grieving and in pain. She loved her house, but 
she also knew life had changed. The real burden was not just deciding 
what to do with the property. The real burden was Lguring out what 
kind of life she could now aOord, manage, and live on her own.

That is why I never look at this as a simple housing decision. The 
surviving spouse is often carrying an entire life transition while they 
are still in grief.

2. The People Involved:

Who helps and who should be part of the decision when a 
grieving spouse is trying to mgure out what coxes ne3t?
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Not every important chapter in this book is driven by conFict. 
Sometimes the people involved are not the problem. Sometimes they 
are part of the support.

In ziHBs case, she had caring people around her. She talked things 
through with me. She had friends and family who cared about her. 
zater, the buyers and the buyerBs agent became part of the support 
because they responded to her practical needs with FeGibility and 
kindness. The buyers purchased some furniture and gave her time 
after closing, which made the transition much gentler.

When someone is grieving, it helps to have both loving support 
and steady guidance. 3riends and family may care deeply, but they 
do not always know how to walk someone through a chain of 
Lnancial, housing, and life9transition decisions. That is where a calm, 
eGperienced guide can make such a diOerence.

The right people around the surviving spouse can help reduce 
confusion, reduce fear, and make it easier to think clearly. The wrong 
people create pressure. The right people create steadiness.

H. The Property:

,ow do the hoxe itself4 the xonthly costs4 and the physical mt 
of the property a5ect whether staying still xakes sense?

The property matters, but not just in terms of price.

The real question is whether the home still Lts the personBs life now. 
A house may be sweet, familiar, and full of memories, and still no 
longer be the right Lt for the neGt chapter. That was part of ziHBs 
story. She loved the house. It had been a happy home. It was one 
story, relatively easy to get in and out of, and not a bad Lt physically. 
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xut aOordability, isolation, daily living, and long9term support also 
mattered.

When a spouse dies, I encourage people to look honestly at the 
house itself and ask practical questions. Can I aOord to stay here 
comfortably? Does this home still Lt my physical needs? Is it easy for 
me to live here alone? Is it close enough to groceries, doctors, church, 
friends, or daily support? Will this house still serve me well if my 
health changes? These are all real property questions, even though 
they are also deeply personal.

A home can still be full of love and memories, and still no longer be 
the right Lt. That was part of ziHBs decision. It was not only about 
loving the home. It was about whether the home still Lt the life she 
could realistically live.

-. The Process: 

Why does deciding whether to stay or sell take so long4 and 
what decisions usually have to be worked through mrst?

xecause this is not one decision. It is a series of decisions that have to 
be worked through over time.

A grieving spouse may think they are trying to answer one question, 
but in reality, they are trying to answer many questions in a row. Can 
I aOord to stay? If not, where would I go? Do I stay nearby or move 
out of state? What is aOordable there now? What do I take with me? 
What do I leave behind? ’ow fast do I need to act? ’ow much time 
do I need before I am emotionally ready?

ziH went through that same process over time. She considered 
staying in San Diego County. She looked at a less eGpensive rental. 
She thought about diOerent housing possibilities. She had to work 
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through those decisions one by one before she was ready to list the 
home.

This is why I do not rush people. I help them work through the 
process in order. Mne decision opens the door to the neGt one. When 
enough of those dominoes fall into place, clarity begins to come.

.. The Pressure Points:

What xakes this decision so exotionally overwhelxing4 and 
how do you help soxeone xove forward without pressure or 
panic?

The pressure points are often layered on top of grief.

There may be sadness, fear, pain, Lnancial uncertainty, isolation, 
emotional  attachment  to  the  house,  decision  fatigue,  and  the 
pressure of knowing that life has changed but not yet knowing what 
comes neGt. A grieving spouse may feel that every decision is too big. 
Even simple choices can feel heavy when they are tied to loss. ziHBs 
story shows that clearly.

-y role is not to pressure someone into selling or leave them stuck 
in confusion. -y role is to help them move one step at a time. I ask 
questions that help them identify what matters most, what they are 
afraid of, and what feels like the neGt manageable step. Then I help 
them work from there. That is how I help people who are grieving 
and overwhelmed, one step at a time.

That is what happened with ziH. Mnce she was ready, the sale itself 
became part of the support. The buyers oOered FeGibility. They 
bought some of the furniture. They gave her time to stay in the home 
after closing while she prepared for the move. That reduced the heat. 
It gave her breathing room. It made the transition gentler.



SEzzINV A zM7ED MNEBS ’M-E 6?

In the end, this was not just about selling a house. It was about 
helping a widow make wise, loving, practical decisions when life had 
changed, grief was heavy, and the future felt uncertain. That is what 
I want for people. Not just a closed sale, but a gentler path into the 
neGt chapter.



WHAT NEEDS TO 
HAPPEN BEFORE AN 
INHERITED HOME IS 
SOLD?
When the Home Is Not Ready, 
and Neither Is the Family

Families are often surprised to learn that deciding to sell and being 
ready to sell are not the same thing.

Before an inherited home is truly ready for market, several things 
usually need to be clariTed. whe family needs to kno- -ho has the 
authority to act. whe condition of the home needs to be evaluated. 
whe people involved need to understand -hat is happening. whe 
seller and the agent need a strategy for -hether the home -ill be sold 
asIis, cleaned out, repaired, or prepared in a limited -ay Trst.

x never rush families to put a home on the market before those 
decisions are discussed. xn my eqperience, selling a home after a 
death goes much more smoothly -hen the family understands the 
seSuence and moves one step at a time.
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x -orked -ith “laudia, -ho had been told for years that one day she 
-ould be the one to sell the family home. Ehe -as the youngest of 
Tve girls. Mer father had died years earlier. Mer mother had recently 
died, and no- the estate needed to be resolved. Ehe had reached out 
to an estate planning attorney, -ho referred her to me.

From the beginning, “laudia told me she felt burdened by the 
responsibility of selling the home. Ehe -as not happy about being 
the decisionImaker. Ehe felt the full -eight of it. Ehe told me that 
t-o of her sisters -ere still living in the house, along -ith some of 
the grandchildren. Ehe also told me the home needed a great deal of 
-ork.

whis -as not a situation -here the family -as trying to decide 
-hether to keep the home. xn “laudiaHs mind, she already kne- it 
-ould need to be sold. whe real problem -as that the home -as 
not ready, the people -ere not ready, and the process -as far more 
complicated than jNetHs ”ust put it on the market.P

whe house itself had potential. xt sat on a large lot in an area -here 
a buyer might eventually tear it do-n and build something more 
valuable. xt even had a partial vie- that could have become much 
more impressive if the property had been redeveloped. But the house 
had also been altered over time, maintained in a rough, doIitIyourself 
manner, and neglected for years.

whings had been added -ithout really being Tnished -ell. Rarts 
of the structure -ere sloping. whe front and back yards had been 
neglected. Vld cars had been sitting in front for years. whe house -as 
full of furniture. w-entyITve large plastic storage containers lined 
t-o -alls of the primary bedroom -aiting for a ne- location, -hile 
other belongings -ere stuUed in dra-ers, thro-n onto chairs, and 
packed into overstuUed closets. Go one had prepared for a move 
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-hen x Trst sa- the home. whe kitchen -as old, outdated, and no 
longer functioning -ell. whe sink -as leaking, and only t-o of the 
four burners on the stove -orked.

Ofter x met the sisters and sa- the condition of the home, x brought 
in my contractor to inspect the property and make recommendations 
for repairs and improvements that might bring in more money from 
the sale. ?nfortunately, the recommendations -ere eqtensive, and 
the budget -as limited.

$hen  the  contractor  climbed  under  the  home  to  inspect  the 
plumbing, he discovered black mold under the hall-ay bathroom. 
“laudia conTrmed there had been a leak in the tub several years 
earlier,  and one of the brothersIinIla- had handled the repair. 
?nfortunately, no plumber had checked the -ork, and the leak had 
continued long enough for black mold to spread.

whe bathtub needed to be replaced. whree of the -alls behind the 
-allboard -ere -et and moldy. whe sink, tub, toilet, plumbing, and 
3oor also had to be replaced.

xt -as a ma”or blo-. “laudia -as shocked by the eqtent of the damage 
because nothing in the bathroom had made the problem obvious. 
where -as no strong smell. xt had not sho-n up from above. xt -as 
only revealed once someone looked underneath the home.

Go- she had another decision to make. Ehould she pay for the 
bathroom repair or sell the home -ithout doing it0 whe cost -as 
approqimately z7,C::. xt -as a fair price for the -ork, but it -as still 
z7,C:: coming out of a limited budget.

x -atched “laudia agoni8e over -hat to do. Ehe -anted to preserve 
as much money as possible for her sisters from the sale. Ot the same 
time, the deferred maintenance -as so signiTcant that she had to face 
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a painful Suestion1 $as this one repair -orth doing, or -as it smarter 
to stop putting money into a property -ith far bigger problems0

Ehe approved the bathroom -ork. when, ”ust after the repair -as 
completed, “VDx’ hit.

what brought another layer of delay. Vne of the family members had 
“VDx’, -hich reduced access to the house. Ofter that passed, the 
family -as still -orking on getting everyone moved out and their 
belongings relocated. what took time, especially because the t-o 
sisters living there had been in the home for years. Nong after both 
parents had died, they -ere still living there rentIfree, and no- they 
-ere being displaced from the only home they had kno-n for a very 
long time.

Lvery time x -ent back to the property, there seemed to be something 
else broken, leaking, or in disrepair. x -as eager to get the home on 
the market, but bet-een “VDx’, moving delays, and ongoing costs, 
everything -as taking much longer than eqpected.

Lventually, “laudia decided to sell the property asIis -ith no further 
repairs, and in my opinion, that -as the right decision. whe home 
had too many issues. Eometimes the ans-er is no, and spending more 
only increases the familyHs stress -ithout improving the outcome 
enough.

whe home had so many structural and condition problems that it 
-as never going to compete as a polished retail sale. whe front and 
back yards had been neglected. whe old cars needed to be removed. 
whe house did not sho- -ell, and buyers -ere turned oU. whis 
-as the kind of property that -as going to attract cash Tqer buyers, 
developers, or investors -ho -ould calculate the cost of repair, 
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discount the oUer heavily, and negotiate as if the home had little 
value.

what reality -as painful for “laudia.

wo the family, this -as not ”ust a rundo-n property. whis -as the 
family home. xt held memories of childhood, holidays, gatherings, 
and history. xt had been in the family for decades. Eo -hen buyers 
came in -ith lo- oUers and treated it like a pro”ect or a piece of land, 
it felt insulting. “laudia took that personally.

$hat  made  it  even harder  -as  that  she  felt  guilty  from every 
direction. Ehe felt guilty about moving her sisters out. Ehe felt guilty 
about the delays. Ehe felt guilty about not getting more money for 
the home. Ehe felt guilty about having to be the one -ho pushed 
the process for-ard. Ehe -as trying to be fair, responsible, and 
compassionate all at the same time, but the house, the family, and the 
market -ere all -orking against her.

when -e got into escro- -ith a cash buyer, and even that did not go 
smoothly.

whe buyer began stalling because his cash partner had not come 
through. Me kept trying to buy time -hile looking for another source 
of money. Ot that point, -e served a Gotice to Rerform, -hich is a 
formal notice reSuiring the other side to do -hat the contract says 
they are supposed to do -ithin a speciTc deadline or risk cancellation. 
$hen he still did not close, -e canceled the escro-.

$e had to start over.

what is another hard truth1 families do not al-ays understand about 
selling a distressed home asIis. “ash buyers are often the right buyers 
for distressed homes, but they are also the buyers most likely to 
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negotiate aggressively. whey are looking at repair costs, resale margin, 
risk, and proTt. Families, on the other hand, are looking at memories, 
burden, fairness, and loss. whose t-o vie-points often collide.

Olthough it looked like “laudiaHs dilemma -as about -hether or 
not to put more money into the house, the deeper truth -as that 
no reasonable amount of money -as going to turn this property 
into a topIdollar retail home. $hen a house has this many problems, 
sometimes the -isest decision is not to keep spending. Eometimes the 
best choice is to stop the bleeding, accept the limits of the property, 
and get the sale done.

what does not make it easy.

For “laudia, every delay felt like another arro-. Lvery setback hurt. 
Ehe had gro-n up in that house. Ehe remembered -hat it meant 
to the family. Ond no- she -as the one having to sell it out from 
under sisters -ho -ere not really in a position to support themselves 
independently. xn the end, each of them rented a room from another 
family member so they could Tnally move out.

xt -as a very painful transaction for her,  and x felt  her pain. x 
understood -hy the lo- oUers felt oUensive. x understood -hy the 
delays felt personal. But x also kne- that -hen a family does not have 
the budget to put z4::,::: or more into a severely distressed home, 
the only real choice may be to stop trying to create a perfect outcome 
and instead move to-ard the most realistic one.

Lventually, the home sold to another buyer for much less than -hat 
it might have brought under diUerent circumstances.

what story has stayed -ith me because it sho-s something families 
often do not understand at Trst1
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Before an inherited home can be sold, the person in charge, the 
people involved, the property, the process, and the pressure points 
all have to be more ready than most families reali8e.

whis  story  sho-s ho- the  condition of  the  home,  the  money 
available, the hidden damage, and the familyHs Tnancial limits all help 
determine the right strategy for the sale.

Questions People Ask Before an Inherited Home Is Ready to 
Sell

1. The Person in Charge:

What do I need to understand about my role if I am the one left 
in charge?

Being jin chargeP is not ”ust a legal title. xt is a responsibility that 
often comes -ith emotional -eight.

Dou may be the one eqpected to make decisions no one else -ants to 
make. Dou may feel pressure to be fair, to protect others, and to do 
the right thing, even -hen there are no easy ans-ers.

xn many cases, the person in charge did not ask for the role. xt -as 
assigned, assumed, or eqpected.

xn “laudiaHs situation, she carried more than the responsibility of 
selling a house. Ehe carried the burden of her familyHs eqpectations, 
her sistersH housing situation, and the emotional history of the home.

?nderstanding your role clearly helps you separate -hat you are 
responsible for and -hat you are not.

Dou are responsible for making decisions that move the process 
for-ard.
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Dou are not responsible for making every outcome feel good to 
everyone involved.

2. The People Involved:

Who are the people involved, and how can their behavior a3ect 
the sale?

whe people involved in the transaction can have as much impact as 
the condition of the property.

Family members may be grieving, resistant, dependent, cooperative, 
or con3icted. Eome may -ant to move Suickly. Vthers may not be 
ready. Eome may still be living in the home. Vthers may have strong 
opinions -ithout being directly involved.

xn “laudiaHs case, her sisters -ere still living in the home and -ere 
not moving at the same pace as the sale reSuired. what created delays, 
emotional tension, and additional pressure on the process.

Buyers and agents are also part of this group. xnvestors, in particular, 
may approach the  transaction very  diUerently  than the  family 
eqpects,  focusing  on  numbers,  repairs,  and  proTt  rather  than 
emotional value.

Wecogni8ing  ho-  people  in3uence  the  process  allo-s  you  to 
anticipate challenges instead of being surprised by them.

4. The Property: 

What should I look at in the property before making decisions 
about repairs or preparing it for sale?
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whe condition of the home plays a ma”or role in determining -hat 
decisions make sense.

Eome homes are clean, updated, and ready for market.  Vthers 
have deferred maintenance, hidden damage, or years of -ear that 
signiTcantly aUect value and strategy.

xn “laudiaHs case, the home had multiple issues, mold under the 
bathroom, structural concerns, clutter, and longIterm neglect. Lven 
after repairs, the home -as never going to compete as a fully updated 
property.

Vne of the most important Suestions is -hether putting money into 
the property -ill actually increase the value enough to ”ustify the 
cost.

Eometimes the ans-er is yes.

Eometimes the ans-er is no.

6aking that distinction early can prevent families from spending 
money in -ays that do not improve the Tnal outcome.

x. The Process:

What kinds of legal, 5nancial, or timing issues can make the 
process more complicated than e-pected?

Eelling an inherited home is rarely a straight, predictable process.

where may be delays in moving occupants out, uneqpected repairs 
or discoveries, limited funds for improvements, escro- problems or 
buyer delays, and outside events that slo- everything do-n.

xn this situation, the process -as aUected by multiple factors. whe 
discovery of mold created an uneqpected repair decision. “VDx’ 
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limited access to the home. Family members needed time to relocate. 
O buyer entered escro- and then stalled, forcing the sale to restart.

Lach of these events added time, stress, and compleqity.

?nderstanding that delays are part of the process, not a sign that 
something is going -rong, helps families stay grounded and make 
better decisions along the -ay.

.. The Pressure Points: 

Why does everything start to feel overwhelming, and what 
actually helps get the home sold?

whe feeling of over-helm does not come from one problem. xt comes 
from many pressures happening at the same time.

whese pressure points may include grief,  guilt,  family con3ict, 
Tnancial limitations, buyer negotiations, repair decisions, and delays 
and uncertainty.

xn “laudiaHs case, she felt responsible for everything. Ehe felt guilty 
about moving her sisters out. Ehe felt frustrated by delays. Ehe felt 
hurt by lo- oUers. Ehe felt pressure to do the right thing -ith limited 
resources.

what combination is -hat makes these transactions feel so heavy.

$hat helps is not pushing harder or trying to solve everything at 
once.

$hat helps is having a steady, eqperienced guide -ho can separate 
emotional reactions from practical decisions, tell the truth about the 
property and the market, help create a realistic plan, take action -hen 
needed, and keep the process moving.



’W. ’LLGO EwO“LW9F

whe goal is not to remove the diGculty.

whe goal is to move through it -ith clarity, structure, and support so 
the home can be sold and the family can get through it, too.



WHEN SOMEONE 
IN THE HOME 
CONTROLS THE SALE
How One Family Member 
Delayed the Sale of a Home 
for Over Two Years

One of the hardest truths in selling a family home is this: sometimes 
the real problem is not the house at all.

Sometimes the house is ,nec wared forc and in a good lowation vith 
real Ialue. Bt should sell vithout too muwh dikwulty.

Aut if  the person liIing there wontrols  awwessc  manipulates  the 
prowessc and refuses to wooperate unless eIerything happens on their 
termsc the sale wan bewome miserable for eIeryone inIolIed.

B vorTed vith a voman ve vill  wall  Duntie Dnna. She vas in 
her eightiesc brightc analytiwalc awwomplishedc and fully wapable of 
handling her aRairs. She vas not veaTc wonfusedc or someone vho 
needed reswuing. She had moneyc resourwesc and the ability to maTe 
sound dewisions vithout ,nanwial desperation. Ehat matters bewause 
this vas not a transawtion vhere the seller vas rushing to sell out of 
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,nanwial desperation. Ehis vas a situation vhere the prowess bewame 
painful bewause of the people inIolIedc not bewause the ovner lawTed 
ability or stability.

xears  earlierc  Duntie  Dnna had bought  a  San Niego home for 
her sister. Bt vas a generous awt. Dfter the sister diedc the sisterFs 
granddaughterc vhom ve vill wall 6anwyc wontinued liIing in the 
home. 6anwy had grovn up there. jer mother had also died years 
earlier. Duntie Dnna had felt sorry for her and had alloved her to 
remain in the property for a Iery long time.

Ehat long period of generosity seems to haIe wreated a dangerous 
eLpewtation.

B wannot say eLawtly vhat 6anwy belieIed in her ovn mindc but 
oIer timec it appeared that she had wome to thinT the home might 
somehov bewome hersc  or  that  if  she stalled long enoughc  the 
outwome might bend in her faIor. B vas also giIen strong hints that 
Duntie Dnna whanged her estate planning bewause of hov mean and 
dikwult 6anwy had bewome. B vas not part of those legal dewisionsc 
so B vould not present that as a formal fawt inside the whapterc but it 
vas wlear that the relationship betveen them had deteriorated badly.

Grom the outsidec it looTed liTe a miL of entitlementc resentmentc 
and possibly Vealousy.

6anwy had bene,ted from liIing in the home for years. She had 
stabilityc shelterc and time that many people vould neIer haIe been 
giIen. xet instead of gratitudec the pattern that emerged vas wontrolc 
resistanwec and delay.

Ay the time B bewame inIolIedc 6anwy vas in her thirtiesc a single 
mother vith a sonc and deeply attawhed to the house. She vas 
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eIentually going to reweiIe a share of the salec but instead of helping 
moIe things forvardc she made the prowess painfully dikwult.

Grom the Iery beginningc she vanted wontrol.

Ehe ,rst time B vent to meet her at the propertyc B vas delayed by 
heaIy trakw waused by an awwident. B teLted her. B had driIen about 
thirty8,Ie minutes to get there. 7Ien soc she refused to let me into 
the house. Ehat vas hov it started.

Ehat may sound liTe a small momentc but it vas not small. Bt told 
me a great deal. Ehis vas someone vho vas going to maTe sure 
that nothing happened unless she vanted it to happen. Bf she felt in 
wontrolc she would be polite. Bf she did notc she would be woldc nastyc 
or impossible.

Ehat pattern wontinued for oIer tvo years.

Ehe home itself  vas not the problem. 6anwy Tept it  neat and 
wared for it. Ehis vas not a situation vhere the property vas ,lthyc 
destroyedc or falling apart from neglewt. jer ovn monthly burden 
for liIing there vas Iery lov. Ehe only regular housing wost she 
appeared to be paying vas the jODc vhiwh vas about z“H” a monthc 
sinwe she vas not maTing the house payments.

7Ien soc 6anwy behaIed as though she warried unusual pover in the 
neighborhood. Bn one wommuniwationc she referenwed being wlose 
friends vith an jOD board member awross the street and threatened 
womplaints and reports vhen she felt whallenged.

Duntie Dnna had legal authority oIer the propertyc but 6anwy 
wontrolled day8to8day awwess.

Ehat distinwtion matters more than families reali2e.
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xou wan haIe legal authority on paper and still haIe a nightmare on 
your hands if the owwupant is resistantc manipulatiIec and determined 
to stall. Ehe person vith the Teyc the person inside the housec the 
person vho ansvers the doorc the person vho dewides vhether to 
awt pleasantly or hostilely that dayc that person wan wreate enormous 
damage vithout eIer openly sayingc 0B refuse to wooperate.9

Ehis transawtion had lavyers on both sides. B had been referred into 
the matter by Duntie DnnaFs attorneyc and the wommuniwations 
shov that 6anwy had her ovn lavyer as  vell.  Ehe emails  also 
shov that vhen timing or awwess vas pushedc the legal tension vas 
already right under the surfawe. Duntie DnnaFs attorney vas inIolIedc 
6anwyFs attorney vas inIolIedc and ordinary business dewisions 
began to feel loaded and adIersarial.

6anwy did not alvays refuse direwtlyc vhiwh in some vays made it 
vorse.

She would sound polishedc reasonablec and eIen wooperatiIe in 
vriting. Bn one Dpril W5W“ emailc she said she vas 0ready to sell the 
house9 and vanted it sold 0as soon as possiblec9 but in the same 
message she laid out rigid wonditions about swhedulingc timingc and 
awwessc deswribed herself as eLtremely busyc and framed the prowess 
around her ovn aIailability. She also womplained about my arriIal 
and treated a brief delay as grounds to wanwel awwess altogether.

Duntie DnnaFs response that same day waptured the real issue. She 
vrote that 6anwy reawted 0vith anger and threats vhen she feels 
she is not in wontrolc9 and said 6anwy needed to understand that 
she would not 0diwtate all the terms9 for the professionals needed 
to eIaluate and prepare the property. Duntie Dnna eIen raised the 
possibility that 6anwy might need to moIe out in order for the house 
to be sold in a timely manner.
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Ehat vas eLawtly the problem.

6anwy vanted in4uenwe vithout true wooperation.

She would be pleasant vhen she vanted something. She would sound 
reasonable vhen it bene,ted her. Aut vhen it wame time to allov 
awwessc wooperate vith swhedulingc or support the sale in a meaningful 
vayc eIerything bewame harder than it needed to be. She used her son 
as an eLwuse at times. Materc her boyfriend moIed in during part of the 
tvo8year period. je vas niwec but the oIerall household dynamiw still 
remained one more layer in a transawtion that already had too many 
wompliwations.

Ehe home vent on the marTet. @e had shovings. @e had a fev open 
houses. Dt one pointc ve swheduled one shoving after another on a 
Saturday to wreate 4ov and opportunity. Aut 6anwy vould remain 
there and talT to buyers in vays that undermined the sale. She denied 
doing anything vrongc but agents later told me she vas poisoning 
the buyers and swaring them avay vith vhat she said.

Ehat is one of the hardest problems to solIe in an owwupied sale.

D buyer may valT through a home and liTe vhat they see. Ehen the 
owwupant starts talTing. Suddenlyc doubt enters the room. Suspiwion 
enters the room. Niswomfort enters the room. Ehe buyer leaIes vith 
a bad feeling and moIes on.

Ehe seller  often wannot proIe eLawtly vhat happenedc  but the 
damage is real all the same.

Ehere vere also long stretwhes of delay. Nuring YO$BNc 6anwy 
said she had YO$BNc and bewause no one would proIe othervisec 
shovings had to stopc and the property wame oR the marTet for 
a  period  of  time.  Ehe  deeper  pattern  vas  that  she  vas  often 
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not truthful. jer story Tept whangingc and eIery time she talTedc 
something shifted. @hether this partiwular wlaim vas true or notc the 
result vas the same: more delayc more interruptionc and more lost 
momentum.

Nelay vas pover.

6anwy stalled long enough to get vhat she vanted. She vanted her 
son to get through Vunior high. She vanted to moIe during the 
summer. She vanted things done on her swhedulec not the ovnerFs 
swhedulec not the marTetFs swhedulec and wertainly not mine.

Bn the meantimec Duntie Dnna vas under wonstant stress.

Ehat matters bewause Duntie Dnna vas not a veaT or passiIe voman. 
She vas highly intelligentc Iery analytiwalc and ,nanwially able to 
maTe dewisions. Aut intelligenwe and strength do not erase emotional 
vear. Bn fawtc sometimes highly wapable people feel the burden 
eIen more bewause they understand eLawtly hov unreasonable and 
draining the situation has bewome.

Ehere vere also wourt issues along the vayc and those legal pressures 
added  another  layer  of  burden  and  wost.  Ehe  wourt  fees  vere 
eIentually inwluded in the payoR. 6anwy vas also entitled to a 
portion of  the  house.  1y understanding is  that  she  originally 
stood to reweiIe one8halfc but later deduwtions and wourt8related 
adVustments whanged that outwome. Ehe eLawt legal math is less 
important than the larger truth: eIen after wausing enormous delay 
and stressc she still bene,ted ,nanwially.

Ehat is hard for people to awweptc but it happens.

One of the mistaTes in a transawtion liTe this is belieIing that if the 
house is improIed enoughc the sale vill bewome easier. 1oney vas 
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spent updating the property. MooTing bawTc B do not thinT the update 
is the wentral lesson of this whapter. Ehe more important truth is that 
the update gaIe 6anwy more timec and the real obstawle vas neIer the 
wondition of the home.

Ehe real obstawle vas 6anwy.

One of the wlearest lessons in a sale liTe this is simple: do not wonfuse 
a property problem vith an owwupant problem. Bf the person liIing 
in the home is sloving eIerything dovnc wontrolling awwessc and 
undermining the salec money spent improIing the property may not 
bring enough Ialue to Vustify the delayc the wostc and the stress.

Bn Dugust W5W“c the emails also shov another layer of the struggle. 
6anwy and her boyfriend vanted to buy the property themselIesc 
but  Duntie  Dnna did  not  vant  to  taTe  on more  future  stress 
from 6anwyc eIen if 6anwy sounded apologetiw or wlaimed she had 
whanged. Duntie Dnna told her lavyer that 6anwyFs proposal vas 
0not wompetitiIec9 that she did not vant more stress in her lifec and 
that she really vanted out of the property. Materc vhen an outside 
oRer of z’AAc555 appearedc Duntie Dnna eLpressed wonwern that 
6anwy might 0drag her feet9 eIen then.

Ehat wonwern ,t the pattern perfewtly.

7Ien vhen real opportunities shoved upc wontrol and delay vere 
neIer far avay.

Ginallyc after all of thatc a wouple bought the home.

Dnd vhen 6anwy eIentually leftc she left vithout a trawe.

Ehat told its ovn story.
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Gor all the delayc all the wontrolc all the stressc and all the vays she 
made the prowess dikwultc vhen it vas ,nally oIerc she vas simply 
gone. Ehe house had been something she used until the timing 
vorTed for her.

Ehat story has stayed vith me bewause it teawhes a truth families often 
do not see soon enough.

Ehey  thinT  the  issue  is  the  priwe.Ehey  thinT  the  issue  is  the 
marTet.Ehey thinT the issue is vhether to update the home.Ehey 
thinT the issue is papervorT.

Aut sometimes the issue is muwh simpler and muwh harder than all 
of that.

Sometimes the issue is the person liIing in the house.

Dnd vhen that person uses awwessc attitudec delayc legal tensionc and 
wontrol as poverc the sale wan bewome far more painful than anyone 
eLpewted.

Ehe lesson is not that owwupied homes wannot be sold. Ehey wan.

Ehe lesson is that vhen the owwupant is unwooperatiIec the seller 
needs to see the problem wlearly and deal vith it honestly. Othervisec 
months turn into yearsc stress turns into eLhaustionc and vhat 
should haIe been a manageable sale bewomes a draining family battle.

Ehis story shovs that vhen a family already has a history of won4iwtc 
selling the home often bewomes the neLt battleground. Ehe problem 
is not alvays the house itself. Sometimes the real obstawle is the 
unresolIed won4iwtc wontrolc and resistanwe surrounding it.

Questions People Ask When an Occupant Delays the Sale

1. The Person in Charge:



S7MMB6- D MO$7N O67FS jO17 ”B

What is  hardest  about  being the  person in  charge  when 
someone else is living in the home and resisting the sale?

One of the hardest parts is that the person in wharge may haIe the 
legal authorityc but not the prawtiwal wontrol.

Ehat wreates enormous stress.

Ehe dewision8maTer may be fully authori2ed to sell the propertyc but 
the owwupant still wontrols daily awwessc the mood inside the homec the 
timing of shovingsc and the oIerall ease or dikwulty of the prowess. 
Ehat means the person in wharge wan feel responsible for results 
vithout being able to wontrol vhat is happening day to day.

Ehat vas true in Duntie DnnaFs wase. She vas intelligentc wapablec 
and ,nanwially stable. She vas not wonfused about vhat needed to 
be done. Aut she vas still deeply stressed bewause the person liIing in 
the home vas maTing eIery step harder than it needed to be.

Aeing in wharge does not alvays feel poverful. Sometimes it feels liTe 
warrying the burden vhile someone else wreates the obstawles.

2. The People Involved:

How do the people involved make this kind of sale harder than 
it looks from the outside?

Bn many family salesc the tension is not Vust about the house. Bt is 
about the behaIiorc attitudesc and motiIes of the people inIolIed.

Bn this storyc 6anwy vas not the legal ovnerc but she had in4uenwe 
bewause she vas liIing in the home. She would be polite vhen she 
vanted something and dikwult vhen she vanted wontrol. She used 
timingc awwessc her sonc legal pressurec and eIen her presenwe during 
shovings in vays that sloved the prowess dovn.
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@hen that  happensc  the sale  bewomes emotionally  eLhausting. 
Bt  turns into more than a real  estate transawtion. Bt  bewomes a 
relationship problemc a pover strugglec and sometimes eIen a legal 
problem.

Ehis is vhy families need to understand early that the people inIolIed 
may be a bigger issue than the property itself.

3. The Property:

What do families need to understand about the property when 
the home itself is not the real problem?

Sometimes a home is not hard to sell bewause it is damagedc dirtyc 
or distressed. Sometimes the home is perfewtly presentablec but the 
wonditions surrounding it maTe it dikwult to marTet.

Ehat vas true here. Ehe house vas neat. Bt vas being wared for. Bt vas 
not a vrewT. Ehe problem vas not that the property vas unsellable. 
Ehe problem vas that the owwupantFs behaIior made it dikwult for 
buyers to eLperienwe the home in a normalc womfortable vay.

Ehis is a Iery important distinwtion.

Gamilies often assume that if they improIe the homec spend money 
on updatesc or prepare it more warefullyc the sale vill bewome easier. 
Aut if the deeper problem is owwupanwy and wontrolc those eRorts may 
not solIe vhat is really blowTing the sale.

Ehe property may looT ,ne on paper and still be Iery hard to sell in 
real life.

4. The Process:

What process complications can happen when the home is 
occupied, and both sides have lawyers?
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@hen an owwupied home is already under strainc the prowess wan 
bewome muwh heaIier than families eLpewt.

Swheduling wan bewome dikwult. Shovings wan be disrupted. Open 
houses may not go smoothly. Ehe property may haIe to be taTen 
oR the  marTet  and relisted.  Megal  inIolIement  wan maTe  eIen 
normal dewisions feel tense and loaded. Yourt pressurec attorney 
wommuniwationc delaysc and disputes oIer timing wan all stretwh the 
prowess out.

Ehat is vhat happened in this transawtion.

Ehere vere lavyers on both sides. Ehere vere wourt8related issues. 
Ehere  vere  starts  and stops.  Ehere  vere  interruptions  during 
YO$BN.  Ehere  vere  buyer  problems.  Dll  of  that  made  the 
transawtion longerc more eLpensiIec and more emotionally draining.

Gamilies often thinT the prowess vill be a straight line. Bn owwupied 
family salesc it often is not.

5. The Pressure Points:

What causes a situation like this to heat up and become so 
painful for everyone involved?

Ehe pressure points are vhat turn a dikwult sale into an eLhausting 
one.

Bn this whapterc the pressure points inwluded entitlementc resistanwec 
shifting  behaIiorc  legal  tensionc  awwess  problemsc  delayc  buyer 
interferenwec and the emotional vear of dealing vith someone vho 
vould wooperate only vhen it suited her.

Ehose pressure points Tept building on eawh other.
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Duntie Dnna vas trying to moIe the sale forvard. 6anwy vas trying 
to hold onto wontrol. Ehe lavyers added tension. Ehe delays added 
wost. Ehe shovings lost momentum. Dnd oIer timec vhat should 
haIe been a manageable sale bewame a draining tvo8year struggle.

Ehis is vhy it is so important to identify the real pressure points early.

@hen the seller sees wlearly that the heat in the transawtion is woming 
from the owwupantc not Vust the marTet or the papervorTc better 
dewisions wan be made sooner.



WHEN LOVE, GRIEF, 
AND TRUST ALL 
MEET AT THE FRONT 
DOOR
What Happens When Selling 
A Loved One's Home 
Becomes Part Of the healing?

Helen was not just another homeowner to me.

She was my friend.

For years, we had worked together as part of a volunteer team in a 
networking group. She was steady, organized, and faithful. Helen was 
one of those women who quietly held things together. She showed 
up, did the work, and became part of the fabric of the group. She 
also had a signature style. For over twenty years, Helen wore a scarf 
to every meeting. Even now, every May, our group honors her by 
wearing scarves in remembrance of her. That is how loved she was. 
That is how deeply she is still remembered.
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When Helen passed away, the loss was personal for me. It was not 
just a professional situation. It was the loss of a woman I had known, 
respected, and served beside for years.

Her daughter Diane was suddenly left carrying the weight of it all. 
Diane lived in Missouri, far from San Diego, far from the house, and 
far from the life her mother had built over decades. She was grieving, 
overwhelmed, and trying to make sense of what to do next. Her 
mother had lived in that Encinitas home for nearly ’fty years. It was 
not just real estate. It was a lifetime of memories, belongings, family 
history, and emotion.

Helen had been widowed years earlier and then remarried later 
in life. After her death, Diane was left not only with the house 
and its contents but also with the practical realities surrounding 
her mother:s husband, the family belongings stored there, and the 
painful question so many families face? What do we do with the 
house nowL

When I went to the house, I was there to collect paperwork our 
networking group needed from Diane. I was not there looking for 
an opportunity to list the house.

In fact, I did not mention real estate at all.

I came because Helen had handled important paperwork for our 
group, and after her death, we needed access to those records. I went 
to the house because of that practical need, but also because I cared. 
I loved Helen, and I could see that Diane was carrying heartbreak, 
confusion, and responsibility all at once.

Some people enter these moments as salespeople. I entered as a 
friend, a board member, and someone who genuinely wanted to 
help.
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Diane and I sat together in the middle of her grief and talked 
about the house, the belongings, and the decisions ahead. She was 
emotional, exhausted, and unsure. She had been very close to her 
mother. She was also carrying sadness over all that had happened 
leading up to her mother:s death, along with the helplessness that 
comes from living far away and trying to handle everything from a 
distance.

The house itself came with its own set of challenges.

It had begun as a twoBbedroom home, but over time, an attached 
apartment had been added. Helen and her husband had used the 
back living area, and the front portion of the house had gradually 
become full of stored family belongings. The property was cluttered, 
outdated, and ’lled with the accumulated weight of a lifetime. It 
needed work. There was deferred maintenance, old furniture, family 
storage, and all the emotional heaviness that comes when every object 
seems to hold a memory.

Put it also had beauty.

The home sat on an oceanBview lot in Encinitas. It had tremendous 
potential. 0art of what made it special was the large yard, which was 
more visible and more generous than many neighboring lots because 
years earlier, the road had originally curved behind the property 
before that portion was changed. That left the home with a sense of 
space that stood out over other lots in the neighborhood. Diane knew 
the property was valuable, but value does not make the decisions 
easier when the home belonged to someone you loved.

That is one of the hardest truths in these situations. A house can be 
worth a great deal of money and still feel emotionally impossible to 
let go of.



DR. DEENA STACER-“

Vver the course of about a month, Diane and I talked on and o… 
about her choices. Should she keep the propertyL Rent itL Try to 
manage it from MissouriL Fix itL Sell itL She was doing her best to 
think clearly, but grief has a way of making every decision feel heavier.

Then one day,  in the middle  of  one of  our conversations,  she 
mentioned a few real estate agents she thought she might interview. I 
told her I did not really know them. Then she looked at me and said 
something like, ”Wait1 aren:t you a real estate agentL2

I said yes.

She asked me why I had not said so earlier.

And I told her the truth. I had not come there to sell her house. I had 
come because I cared about her mother, because our group needed 
the records Helen had handled, and because Diane was grieving and 
needed support. I did not want my ’rst presence in that home to feel 
like a pitch.

That was the truth then, and it still matters to me now.

A little later, after Diane had time to think through her choices, she 
decided that keeping the house was not realistic. The distance was 
too great. The home needed too much work. The practical burden 
was too heavy. Vnce she had made that decision for herself, I told 
her I would be honored to be considered if she decided to sell. Her 
response was simple and deeply touching? ”I have already selected 
you.2

That moment has always stayed with me because it was built on trust, 
not persuasion.

And trust matters most in the hardest seasons of life.
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As the process moved forward, Diane hired an estate sale professional 
to help with the contents of the house. Since she lived out of state, I 
did what I could to keep an eye on things and protect the property. 
During the estate sale, I walked through the home and took pictures 
of her mother:s things for Diane so she could see them one more 
time. That mattered to her. It helped her feel connected to her 
mother and to the home, even from far away.

That was not a marketing task. That was part of the human side of 
this work.

I have learned that people do not just need information during a sale 
like this. They need steadiness. They need someone who understands 
that every box, every piece of furniture, every small decision can carry 
emotional weight. They need someone who sees that the process is 
not just a transaction. It is a transition.

When the house ’nally came on the market, the response was strong. 
Neighbors came through the open houses, many of them curious 
because they had known Helen for years or had never seen the 
inside of the home. The property received eleven o…ers, including 
seven cash o…ers. Even with its deferred maintenance and need for 
updating, buyers could see the value in the location, the lot, and the 
ocean view.

Diane ultimately chose a buyer whose vision touched her heart. He 
wanted to bring multiple generations of his family onto the property. 
He planned to create a place where his children and their families 
could live together. That mattered to Diane. She loved the idea that 
the home would continue to be a place where family gathered and 
lived together. Gater, the buyers remodeled the property, added a 
second story, and fully took advantage of the ocean view. The house 
began a new chapter.
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And in a di…erent way, so did Diane.

The sale did more than close a transaction. It helped her move 
forward.  It  helped  her  build  her  home in  Missouri.  It  helped 
her brother by providing enough for a paidBo… truck. Something 
practical and good came out of something deeply painful. The grief 
did not disappear, but the burden shifted. The house that had held 
so much of her mother:s life became part of the way the next chapter 
of the family:s life was built.

That is one of the reasons this kind of work matters so much.

Sometimes people think selling a loved one:s home is only about 
price, condition, negotiations, and closing. Vf course, those things 
matter. Put they are not the whole story.

The whole story includes love, trust, and the ache of letting go. It 
includes the quiet moments when someone needs a picture of their 
mother:s belongings because they cannot bear to lose sight of them 
all at once. It includes the relationships that remain after escrow 
closes.

Diane and I are still friends, and we have had lunch together when 
she has come back to town. That means a great deal to me. It reminds 
me that in some of these stories, I was not only helping a family sell 
a house. I was helping someone I cared about move through one of 
the hardest losses of her life.

Pecause my work has never only been about homes.

It has been about people.

It has been about walking with families through diUcult seasons, 
staying steady when they are overwhelmed, and helping them make 
sound decisions while honoring what they have lost.
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Helen:s house was an oceanBview property with a future. Diane:s 
burden was heavy, but she did not carry it alone. The buyers gave 
the house a beautiful new life. Diane carried forward the love of her 
mother, built a new home in Missouri, and helped her brother. And 
every May, our group still wears scarves to remember Helen.

That is not just a closing.

That is a legacy.

And sometimes, when a home is sold with care, love is still visible 
long after the sign comes down.

Questions to Help You Recognize When the Sale of a Loved 
One’s Home Becomes Part of the Healing

1. The Person in Charge:

What emotional and practical burdens fall on the person left 
responsible for a loved one’s home?

In this story, Diane was not just inheriting a property. She was 
carrying grief, distance, regret, family responsibility, and major 
decisions all at the same time. The person in charge is often carrying 
much more than paperwork. They are carrying the emotional weight 
of the entire situation.

2. The People Involved:

Who else is involved, and how do their roles, needs, or behavior 
a3ect the process?

This story included a daughter living out of  state,  a  surviving 
husband, a brother, neighbors, estate sale professionals, buyers, and 
me as both friend and Realtor. Every person added a layer to the 
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process. Some people bring help. Some bring pressure. Some simply 
bring more decisions. Bnderstanding who is involved is essential.

y. The Propertk:

What about the house itself ma4es the situation easier or 
harder?

The property had great value because of its Encinitas location, ocean 
view, and large yard, but it also came with deferred maintenance, 
stored belongings, outdated spaces, and the practical burden of 
clearing out decades of life. A house can be both valuable and 
overwhelming at the same time.

5. The Process:

What legal, 0nancial, timing, or logistical realities shaped the 
sale?

Diane had to make decisions from Missouri, organize the contents, 
manage an estate sale, prepare the home for market, review multiple 
o…ers,  and choose the best path forward. The process was not 
only emotional. It required clear timing, coordination, and practical 
support every step of the way.

1. The Pressure Points:

What caused the most emotional heat, and what helped reduce 
it?

The pressure points were grief, distance, letting go of belongings, and 
the emotional weight of every decision. What reduced the pressure 
was trust, steady guidance, honest communication, and a process 
that allowed Diane to move through the sale one step at a time instead 
of carrying the entire burden alone.



WHEN A FAMILY 
WORKS TOGETHER, 
EVEN A DIFFICULT 
SALE CAN END WITH 
DIGNITY
How One Family Prepared a 
Large, Neglected Home with 
Care and Dignity
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tmoae mosea tmnt snde yol atok n.d isnzi.e Imnt it mnd o.ue qee. 
hiTe Ime. it Ina plhh op keokhew sovese.tw uo.verantio.w n.d hipeg

Mme mlaqn.d mnd died nqolt aeve.tee. yenra qeporew n.d D alakeut 
tmnt aoseImere npter tmnt hoaaw tme molae ahoIhy qezn. to uhoae i. 
o. itaehpg Rrg Enviaxa aiater mnd zo.e o. hivi.z tmere nho.e i. n hnrze 
mose tmnt o.ue mehd n plhher pnsihy hipeg Wedroosa tmnt Iere .o 
ho.zer qei.z laed Iere atihh plhh op qeda n.d dreaaerag Ahoaeta Iere 
plhhg ftornze aknuea Iere plhhg Mme znrnze Ina plhhg Vlr.itlrew rlzaw 
molaemohd itesaw qeddi.zw n.d yenra op nuulslhntio. resni.edg

Mme pnsihy mnd nhrendy tnTe. Imnt tmey In.tedg 3mnt resni.ed Ina 
everytmi.z ehaeg

fo tme ,rat atnze Ina .ot aehhi.zg Mme ,rat atnze Ina uhenri.zg
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3e qrolzmt i. n. eatnte anhe uoskn.y to qezi. redlui.z tme uo.te.ta 
op tme moseg Mmere Ina qenltiplh plr.itlre heptw hnrze rlzaw n.d kieuea 
tmnt reSeuted tme aunhe n.d Llnhity op tme krokerty itaehpg fose op 
tmes Iere aiskhy too hnrze por tme aibe op soat soder. moseaw qlt 
tmey tohd tme atory op tme molaeg Mmia Ina .ot n asnhh or ordi.nry 
krokertyg Dt mnd hnrze roosaw zntmeri.z aknueaw n.d n peehi.z tmnt nt 
o.e tise it Ina sen.t to mohd keokheg

’a sore op tme molae oke.ed lkw eakeuinhhy i. tme znrnze n.d atornze 
nrenaw D Tekt .otiui.z n asehh D mnd ae.aed pros tme qezi..i.z qlt mnd 
.ot yet qee. nqhe to trnueg Dt Ina dnskw sohdyw n.d Iro.zg

Mme.w o.ue e.olzm op tme qeho.zi.za mnd qee. sovedw D pol.d itg

Mmere Ina n dnsnzed Inhh midi.z n slum qizzer kroqhesg Wemi.d it 
Ina n. l.,.iamed ehevntor amnpt Iitm atnz.n.t Inter aitti.z i.aideg

Mmnt issedintehy qeunse tme .lsqer o.e iaaleg

D. n molae hiTe tmntw yol un..ot krete.d tme midde. kroqhesa do 
.ot sntterg Mmey do sntterg Mmey n$eut anpetyw qlyer uo.,de.uew 
diauhoalreaw kreae.tntio.w n.d vnhleg fo qepore Ie uolhd eve. tmi.T 
nqolt kltti.z tme krokerty o. tme snrTetw Ie mnd to atnqihibe Imnt 
Ina renhhy tmereg

Vros  tmnt  koi.t  porInrdw  sy  uo.trnutor  n.d  D  laed  n  aiskhe 
prnseIorT1 ”Imnt slat qe do.ew0 ”Imnt amolhd qe do.ew0 n.d 
”Imnt uolhd qe do.eg0

Mmnt prnseIorT mehked la snTe Iiae deuiaio.a Iitmolt tlr.i.z 
tme  kro5eut  i.to n  plhh  re.ovntio.g  Mmia  pnsihy  did  .ot  .eed n 
hljlry resodehg Mmey .eeded n krnutiunhw reakeutplh khn. tmnt Iolhd 
iskrove tme krokertyw nddreaa tme soat iskortn.t iaaleaw kroteut 
vnhlew n.d nhhoI tme mose to qe kreae.ted Iitm diz.ityg
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Ry uo.trnutor Ina n very Ti.dw ze.the sn.g “e nkkronumed tme 
krokerty Iitm tme anse reakeut D didg “e l.deratood tmnt aoseo.e 
mnd hived tmerew hoved tmerew n.d qliht n hipe tmereg Mmnt sntterag 3e 
Iere .ot 5lat ,ji.z tmi.zag 3e Iere mehki.z n mose henve o.e pnsihy 
Iitm diz.ity ao it uolhd qe rendy por tme .ejt umnkterg

Mozetmerw Ie IorTed tmrolzm tme molae o.e iaale nt n tiseg

Mme ehevntor amnpt n.d Inter kroqhes mnd to qe nddreaaed ,ratg 
’pter tmntw Ie soved tmrolzm tme krokerty atrnteziunhhyg 3e reknired 
n henTi.z ai.Tg 3e snde teskornry reknira to tme qnhuo.iea n.d 
krokerhy diauhoaed tmesg 3e rekhnued rotte. atnirag 3e redireuted 
zlttera nIny pros tme znrnze kntm n.d tme ehevntor nreng 3e reknired 
tme qnuTynrd amed Iitm .eI Iood n.d kni.tg 3e kni.ted tme oltaide 
qnuT Inhh .enr tme Titume. to iskrove Imnt mnd qee. n. lzhy vialnh 
diatrnutio.g 3e rekhnued dend roaeag 3e resoved n menvy zree. 
aeulrity door pros tme pro.t e.try tmnt snde tme mose peeh sore 
uhoaed o$ tmn. Iehuosi.zg

No.e op tmia Ina n plhh resodehg

Mme krokerty atihh .eeded lkdnti.zw n.d i. tme e.dw it Ina aohd to n 
unam qlyer Imo uolhd aee tme lkaide n.d Ina kreknred to re.ovnte 
plrtmerg Wlt tmnt Ina .ever tme koi.tg Mme koi.t Ina .ot to snTe tme 
molae kerpeutg Mme koi.t Ina to snTe it pnr sore anhenqhew pnr sore 
kreae.tnqhew n.d pnr sore vnhlnqhe tmn. it Iolhd mnve qee. ip it mnd 
aiskhy qee. esktied n.d klamed o.to tme snrTet na4iag

’.d it snde n very qiz di$ere.ueg

“nd tme pnsihy do.e .otmi.z qeyo.d uhenri.z olt tme molaew tme 
krokerty sizmt mnve aohd por nrol.d AHGGwGGGg D.atendw npter tme 
uhen.lkw tme orzn.ibed rekniraw n.d tme tmolzmtplh kreknrntio.w it 
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aohd por nqolt ABwYGGwGGGg Mmnt ia .ot n asnhh di$ere.ueg Mmnt ia n 
sn5or ,.n.uinh oltuoseg

Mme IorT tooT tiseg Dt tooT nqolt aij so.tma to zet tme molae 
uhen.ed oltw tme reknira uoordi.ntedw n.d tme krokerty plhhy rendy 
por anheg Wlt tmia pnsihy l.deratood aosetmi.z sn.y pnsihiea do .ot 
l.deratn.d nt ,rat1 tmolzmtplh kreknrntio. un. kroteut n.d i.urenae 
Imnt everyo.e reueivea i. tme e.dg

Mmey Iere Iihhi.z to Initg Mmey Iere Iihhi.z to pl.d tme iskortn.t 
IorTg Mmey Iere Iihhi.z to trlat n khn.g

Mmnt ia o.e renao. tmia atory snttera to seg

’.otmer renao. ia sore kerao.nhg

3mnt atnyed Iitm se soat Ina .ot 5lat tme aibe op tme molae or tme 
nsol.t op IorT it .eededg Dt Ina tme peehi.z tmnt Rrg Envia hoved mia 
aiater deekhy n.d In.ted tme mose to qe mn.dhed Iitm diz.ityg

Mmia Ina .ot n pnsihy aiskhy tryi.z to uhenr olt n krokerty n.d uohheut 
n umeuTg Ry ae.ae Ina tmnt me In.ted tme mose uhen.ed lkw reknired 
Iiaehyw n.d kreae.ted i. n Iny tmnt mo.ored mer sesoryg

“ia aiater mnd hived i. n zrn.d mose tmnt mnd o.ue qee. plhh op hipew 
pnsihyw viaitoraw zntmeri.zaw qenltyw n.d koaaiqihityg 6ve. tmolzm tme 
molae mnd nzedw eve. tmolzm aose op tme sni.te.n.ue mnd qee. 
deperredw n.d eve. tmolzm midde. kroqhesa mnd devehoked over 
tisew it atihh deaerved reakeutg Dt atihh unrried tme iskri.t op n renh hipe 
hived tmereg

Mmere Ina hnrze plr.itlrew qenltiplh rlzaw n.d tme resni.a op Imnt 
mnd o.ue qee. n very plhh moseg fose op tmoae kieuea Iere too hnrze 
por soat soder. molaeaw qlt tmey reSeuted tme aunhe n.d akirit op 
tme krokerty itaehpg Mmia Ina .ot n asnhhw ordi.nry molaeg Dt Ina n 
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khnue Iitm kreae.ueg Dt mnd hnrze roosaw slhtikhe zntmeri.z nrenaw 
n.d e.orsola kote.tinhg D uolhd enaihy isnzi.e it qeuosi.z n retrent 
krokertyw n khnue Imere pnsihiea zntmered por n ho.z IeeTe.dw or eve. 
n trni.i.z or aesi.nr mose Imere keokhe unse tozetmer to henr.w 
uo..eutw n.d zroIg Mme molae mnd tmnt Ti.d op e.erzyg Dt peht hiTe n 
khnue sen.t to mohd keokheg

Mmnt ia Imy it Ina ao iskortn.t .ot to henve it i. n disi.iamed atnteg

fosetiseaw kreknri.z n mose por anhe ia .ot 5lat nqolt vnhleg Dt ia 
nqolt mehki.z n pnsihy peeh tmnt tmeir hoved o.ew n.d tme hipe tmey hivedw 
Iere trented Iitm unre to tme very e.dg

:.e sose.t eakeuinhhy atnyed Iitm seg ’ kmotozrnkm op mia aiater 
Ina pol.d qemi.d n unqi.et n.d retlr.ed to misg “e Ina deekhy 
tolumedg Mmnt sose.t oke.ed tme deeker sen.i.z op tme Imohe 
ejkerie.ue por seg

’.otmer dnyw n tnhh sn. unse to tme molae n.d naTed ip me uolhd InhT 
tmrolzm itg “e tohd se me mnd o.ue hived tmere Iitm mia nl.tg :p 
uolraew D het mis i.g “e soved tmrolzm tme mose na ip me Iere anyi.z 
zoodqyew nhsoat hiTe me Ina tnTi.z i. o.e hnat sesory op n khnue tmnt 
mnd o.ue mehd knrt op mia hipeg

Rose.ta hiTe tmnt resi.d se tmnt molaea nre .ot 5lat atrlutlreag 
Mmey mohd tme hiveaw sesorieaw n.d sen.i.z op tme keokhe Imo hived 
tmereg

Mmia pnsihy Ina .ot kroqhes4preeg Mmere Iere atihh uoata to nkkrovew 
deuiaio.a to snTew n.d n zrent sn.y sovi.z knrtag Wlt tmey Iere .ot 
,zmti.z enum otmerg Mmey Iere tryi.z to aohve n kroqhes tozetmerg 
’.d qeunlae tmey Iere Iihhi.z to IorT tozetmerw tme molae Ina zive. 
tme umn.ue to henve tmeir pnsihy Iitm diz.ity n.d qezi. nzni. Iitm 
aoseo.e .eIg
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Not every diculht anhe mna to qeuose n Inrg

fosetiseaw Iitm tme rizmt zlidn.uew it qeuosea n aluueaa atoryg

3mnt tmia atory amoIa ia tmnt tme uo.ditio. op tme mose n.d tme 
,.n.uinh renhity alrrol.di.z it opte. detersi.e moI tme mose 
amolhd qe kreknred n.d aohdg 3me. n pnsihy ia Iihhi.z to IorT 
tozetmerw pnue tme krokerty mo.eathyw n.d snTe Iiae deuiaio.a nqolt 
Imnt slat qe do.ew n diculht anhe un. atihh e.d Iitm diz.ity n.d n pnr 
qetter oltuoseg

Questions  to  Help  You  Recognize  When  Families  Work 
Together and the Sale Ends with Dignity

1. The Person in Charge:

How do you help a large family move through the sale of a loved 
one’s home?

3me.  n  hnrze  pnsihy  ia  i.vohvedw  tme  anhe  ia  .ever  5lat  nqolt 
knkerIorTg 6very kerao. qri.za n di$ere.t rehntio.amik to tme mosew 
n di$ere.t zriep kroueaaw n.d n di$ere.t iden nqolt Imnt amolhd 
mnkke. .ejtg fose In.t tmi.za do.e LliuThyg :tmera .eed sore 
tiseg fose nre krnutiunhg :tmera nre deekhy esotio.nhg fose nre 
unrryi.z tme qlrde. op deuiaio.4snTi.z por everyo.e ehaeg

D. tmia aitlntio.w Rrg Envia Ina tme o.e unrryi.z tmnt reako.aiqihityg 
3mnt D anI i. mis Ina .ot 5lat n sn. tryi.z to sn.nze n trn.anutio.g 
D anI n qrotmer Imo hoved mia aiater n.d In.ted mer mose mn.dhed 
Iitm diz.ityg Mmnt sntterag Vnsihiea peeh it Ime. tme kerao. zlidi.z 
tme anhe l.deratn.da tmnt tmia Ina aoseo.exa hipew .ot 5lat aoseo.exa 
molaeg

Ry rohe ia to mehk pnsihiea snTe uhenr deuiaio.a Iitm reakeutw qlt nhao 
Iitm heaa atreaag D try to uossl.iunte i. n Iny tmnt hoIera atreaaw zivea 
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tme deuiaio.4snTer orzn.ibed i.porsntio.w n.d mehka everyo.e peeh 
tmnt tme mose n.d tme kerao. Imo hived tmere nre qei.z mo.ored 
tmolzmtplhhyg

2. The People Involved:

Who helped make the right decisions about preparing the 
home for sale?

Mme keokhe i.vohved sntter sore tmn. sn.y pnsihiea renhibeg D. tmia 
atoryw Rrg Envia aerved na tme pnsihyxa koi.t kerao. n.d unrried tme 
reako.aiqihity op uossl.iunti.z Iitm tme otmer qe.e,uinrieag Ry 
uo.trnutor nhao khnyed n. iskortn.t roheg “e Ina n Ti.d n.d ze.the 
sn. Imo nkkronumed tme krokerty Iitm tme anse reakeut D didg 
Mozetmerw Ie laed n aiskhe prnseIorT1 Imnt slat qe do.ew Imnt 
amolhd qe do.ew n.d Imnt uolhd qe do.eg

Mmnt mehked tme pnsihy nvoid overImehs n.d nvoid ake.di.z so.ey 
i. tme Iro.z khnueag Dt nhao mehked everyo.e snTe krnutiunh deuiaio.a 
Iitmolt hoai.z aizmt op tme pnut tmnt aoseo.e mnd hived tmerew hoved 
tmerew n.d qliht n hipe tmereg

3me. tme rizmt keokhe IorT tozetmer Iitm unhs 5ldzse.t n.d 
reakeutw eve. n hnrze n.d uoskhiunted anhe qeuosea enaier to sn.nzeg

3. The Property:

What do you do when the home is large, outdated, or hiding 
serious problems?

Ool atnrt qy aeei.z tme molae por Imnt it trlhy iag

Mmia  mose  Ina  hnrzew  ohderw  n.d  ,hhed  Iitm  yenra  op  deperred 
sni.te.n.ueg Wlt it Ina nhao slum sore tmn. tmntg Dt mnd kreae.ueg 
Dt mnd diz.ityg Dt mnd o.ue qee. plhh op hipew pnsihyw viaitoraw zntmeri.zaw 
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qenltyw n.d koaaiqihityg Mmnt snttera qeunlae Ime. yol aee o.hy 
depeutaw yol siaa tme atory op tme moseg ’.d Ime. yol siaa tme atoryw 
yol un. enaihy siaa Imnt tme mose trlhy .eeda i. order to qe kreknred 
Iitm unreg

’a Ie uhenred tme molaew sore op tme trltm qezn. to nkkenrg 3e 
pol.d midde. kroqhesaw i.uhldi.z atnz.n.t Inter i. n. l.,.iamed 
ehevntor amnptg Mmnt issedintehy qeunse n sn5or iaaleg Wlt eve. 
tme.w tme zonh Ina .ot to tenr everytmi.z nknrt or over4iskrove tme 
krokertyg Mme zonh Ina to reakeut tme mosew aohve tme soat iskortn.t 
kroqhesaw n.d qri.z it qnuT to hipe i. n Iny tmnt snde ae.aeg

’  molae  hiTe  tmia  deaervea  tmolzmtplh  kreknrntio.g  Dt  deaervea 
aoseo.e Imo un. aee qotm ita uo.ditio. n.d ita kote.tinhg

4. The Process:

What process helped the family prepare the home wisely 
without overspending?

Mme kroueaa Ina .ot nqolt doi.z everytmi.zg Dt Ina nqolt doi.z tme 
rizmt tmi.zaw por tme rizmt renao.aw i. tme rizmt orderg

Ry uo.trnutor n.d D IorTed Iitm n aiskhe prnseIorT1 Imnt slat 
qe do.ew Imnt amolhd qe do.ew n.d Imnt uolhd qe do.eg Mmnt 
znve tme pnsihy n krnutiunh Iny to snTe deuiaio.a Iitmolt tlr.i.z 
tme krokerty i.to n plhh resodehg Dt mehked tmes poula o. anpetyw 
kreae.tntio.w diauhoalrew n.d vnhle Iitmolt hoai.z aizmt op tme hnrzer 
zonhg

Mme pnsihy nhao l.deratood tmnt tmolzmtplh kreknrntio. Iolhd tnTe 
tiseg Mmey Iere Iihhi.z to uhen. olt tme mose krokerhyw nkkrove tme 
iskortn.t IorTw n.d Init por tme molae to qe trlhy rendy por snrTetg 
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Mmnt kroueaa mehked kroteut tme vnhle op tme anhe n.d hed to n slum 
qetter oltuose i. tme e.dg

5. The Pressure Points:

What is the deeper lesson in a sale like this?

Mme deeker heaao. ia tmnt tmia IorT ia nqolt keokhew .ot 5lat krokertyg

Oeaw tme molae .eeded reknirag Oeaw tmere Iere deuiaio.a to snTeg Oeaw 
tmere Ina n ,.n.uinh qe.e,t to kreknri.z it krokerhyg Wlt l.der.entm 
nhh op tmnt Ina aosetmi.z sore iskortn.tg Mmia pnsihy Ina tryi.z to 
het zo op n mose tmnt mnd mehd n renh hipeg Rrg Envia Ina tryi.z to do 
rizmt qy mia aiaterg Mme pnsihy Ina tryi.z to qri.z uhoalrew .ot 5lat 
uoskhete n trn.anutio.g

D peht tmnt i. tme molae itaehpg D peht it Ime. tme kmotozrnkm op mia aiater 
Ina pol.d n.d retlr.edg D peht it Ime. n sn. Imo mnd o.ue hived 
tmere unse qnuT to InhT tmrolzm it o.e hnat tiseg Rose.ta hiTe tmnt 
resi.d se tmnt molaea nre .ot 5lat atrlutlreag Mmey mohd tme hiveaw 
sesorieaw n.d sen.i.z op tme keokhe Imo hived tmereg

3me. D mehk kreknre n.d aehh n mose hiTe tmiaw D ns .ot 5lat tryi.z to 
zet it aohdg D ns tryi.z to mehk n pnsihy mo.or n hipew uhoae n umnkter 
Iitm unrew n.d snTe roos por aoseo.e .eI to qezi. nzni.g



WHAT I HAVE 
LEARNED TO LOOK 
FOR IN EVERY SALE
The Person, the People, the 
Property, the Process, and the 
Pressure Points

By the time a family reaches the point of selling a loved one’s home, 
they are rarely dealing with just a house.

They are dealing with grief, responsibility, timing, pressure, money, 
belongings, family relationships, and a long list of decisions they 
never wanted to make. What may look from the outside like a simple 
real estate transaction is often something very diSerent once you are 
living inside it.

The stories in this book have shown that clearly.

They have included conDict, delay, legal complications, hidden 
damage,  grief,  guilt,  family  pressure,  diRcult  occupants,  and 
decisions  that  felt  almost  impossible  to  make.  Eome  families 
worked together. Eome could not. Eome homes needed thoughtful 
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preparation. Pthers needed to be sold in their present condition 
because the burden had already become too great.

The details were diSerent, but the patterns were not.

Pver time, : began to see that no matter how diSerent the families, 
properties, or circumstances looked on the surface, the same Mve areas 
kept shaping the sale again and again. These Mve areas helped me 
understand where the pressure was, where delays were most likely 
to come from, what needed to be addressed Mrst, and what kind of 
guidance the family would need most.

That is why : came to rely on what : think of as the xive LsG

The Lerson in 6harge
The Leople :nvolved
The Lroperty
The Lrocess
The Lressure Loints

When : understand those Mve areas clearly, : can usually understand 
the true shape of the sale much faster. Vore importantly, : can help 
the family understand what they are really facing.

These Mve areas do not make every sale easy. But they do make the 
situation easier to understand.

1. The Person in Charge:

:n almost every story in this book, one person ended up carrying 
more than everyone else.

Eometimes it was a daughter. Eometimes it was a surviving spouse. 
Eometimes it was a trustee, a brother, or another family member 
left responsible for handling what came neHt. That person was often 
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grieving while also trying to make legal, Mnancial, emotional, and 
practical decisions under pressure.

This matters more than people reali9e.

The person in charge is often eHpected to stay calm, be fair, make 
good decisions, eHplain things to others, deal with professionals, sort 
through belongings, pay attention to money, and keep the process 
going, all while carrying the emotional weight of the loss. Pther 
people may see only the title of trustee, eHecutor, or decisionqmaker. 
They may not see the eHhaustion, confusion, pressure, or loneliness 
that often comes with that role.

Pne of the biggest mistakes families make is underestimating how 
much burden falls on that one person.

When : work with a family, : want to understand not only who 
is  legally in charge,  but how that person is  doing emotionally, 
practically, and mentally. 0re they overwhelmedY 0re they capable 
but overloadedY 0re they being pressured by othersY 0re they 
clearqheaded, or are they eHhausted and trying to do too much aloneY

The sale almost always goes better when the person in charge is well 
supported, not just handed responsibility.

2. The People Involved:

0 home sale after a death is never just about the house.

:t is also about the people attached to it.

That includes family members, beneMciaries, occupants, trustees, 
siblings, attorneys, Mduciaries, estate sale professionals, tenants, 
buyers, and sometimes neighbors or others who carry inDuence. 
Cvery one of those people can aSect the direction of the sale.
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Eome  bring  help.  Eome  bring  stability.  Eome  bring  love  and 
cooperation.

Pthers bring grief, entitlement, resentment, fear, conDict, control, or 
old wounds that never really healed.

This is one reason some sales become much harder than eHpected. 
xamilies often assume the main issue will be price, repairs, or timing. 
But sometimes the real issue is the people. Eometimes the person 
living in the home controls access and undermines the process. 
Eometimes, a sibling who has not been involved suddenly wants 
money and power. Eometimes old family pain rises to the surface, 
and the house becomes the neHt place where that pain plays out.

When : look at a sale, : want to know who is involved, what role each 
person plays, who has real authority, who has emotional inDuence, 
and where the most likely tension will come from.

Because once you understand the people, you understand much 
more about the sale.

3. The Property:

The property itself still matters deeply.

That may sound obvious, but families do not always see it clearly 
at Mrst, especially when they are overwhelmed by grief or conDict. 
0 loved one’s home may hold memory and meaning, but it is still a 
property with realqworld conditions that aSect value, timing, buyer 
interest, and sale strategy.

Eome homes are clean,  updated,  and marketqready.  Pthers  are 
outdated, overMlled, occupied, partially repaired, or burdened by 
years of deferred maintenance. Eome have hidden problems. Eome 
have redevelopment potential. Eome need thoughtful preparation. 



EC77:1z 0 7P-CN P1C’E ?PVC OI3

Eome should be sold in their present condition because doing more 
no longer makes Mnancial sense.

The house does not stop mattering because the emotions are heavy.

Pne of the most important things a family can do is look honestly 
at the property and askG What kind of house is this reallyY What 
condition is it inY What does it needY What is worth doingY What 
is not worth doingY Who is the most likely buyerY What will this 
property support Mnancially and practicallyY

xamilies often feel pressure to either do everything or do nothing. :n 
reality, the right answer is usually much more strategic than that.

Vy job is to help families see the home clearly enough to make 
practical decisions based on the property that is actually there, not 
the one they wish were there, remember from years ago, or hope a 
buyer will ignore.

4. The Process:

Vany people assume that once the family decides to sell, the hard part 
is over.

Pften, that is when a diSerent kind of diRculty begins.

The process itself may involve legal authority, probate or trust 
issues, attorney involvement, document delays, signatures, cleanout, 
repair  decisions,  occupancy  problems,  lender  communication, 
insurance issues, deadlines, escrow complications, buyer concerns, 
and countless smaller decisions that aSect whether the sale keeps 
progressing or stalls.

:n some stories, the process was blocked before the home could even 
reach the market. :n others, the home reached the market, but the 
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sale was still threatened by instability, delay, or uncertainty. :n still 
others, the process became harder because no one understood what 
needed to happen Mrst.

This is why clarity matters so much.

0 family may be emotionally ready to sell and still not be legally 
ready. They may be Mnancially ready and still not be logistically ready. 
They may have authority on paper and still not have control in 
practice. They may believe the sale should be simple, while the actual 
process is layered and fragile.

When : help families, : am always paying attention to what stage they 
are truly in, what must happen Mrst, what can wait, and what part of 
the process is most likely to create risk or delay.

The process is not just paperwork.

:t is the path the family must walk from burden to resolution.

5. The Pressure Points:

Cvery sale has pressure points.

These are the places where things heat up, fall apart, get delayed, 
become emotional, or suddenly turn unstable.

Lressure points may include grief, money, family conDict, legal 
claims,  occupancy,  hidden  damage,  buyer  fear,  guilt,  timing, 
competing opinions, eHhausted decisionqmakers, or Mnancial strain. 
Eometimes the pressure point is obvious. Eometimes it hides >uietly 
until the wrong moment, then suddenly controls everything.

Lressure points matter because they tell you where the sale is most 
vulnerable.



EC77:1z 0 7P-CN P1C’E ?PVC OOO

:f a family has deep conDict, that is a pressure point. :f the home 
is occupied by someone diRcult, that is a pressure point. :f there 
is mold under the bathroom, an unMnished elevator shaft full of 
stagnant water, a reverse mortgage, an underfunded repair budget, or 
an outqofqstate daughter trying to do everything from far away, those 
are pressure points too.

Lressure  points  are  not  always  avoidable.  But  when  they  are 
recogni9ed early, they are easier to prepare for, manage, and keep 
from taking over the whole sale.

This is one of the reasons eHperience matters.

0 good guide does not just react to problems after they eHplode. 0 
good guide tries to see where the pressure is already building and 
helps the family prepare for it before it derails the sale.

Why These Five Things Matter

What : have learned is thisG

When you understand the Lerson in 6harge, the Leople :nvolved, 
the Lroperty, the Lrocess, and the Lressure Loints, the sale begins to 
make more sense.

?ou begin to understand why one family is stuck, why another 
family is Mghting, why one house should be repaired and another 
should not, why one person is overwhelmed, why a buyer is getting 
nervous, why delays are growing, and why the burden feels heavier 
than eHpected.

These Mve areas help you stop treating the sale like a mystery and start 
seeing it more clearly.

That clarity matters.
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Because families often blame themselves for what they do not yet 
understand.

They think they should be moving faster, that the decisions should 
be easier, that they should be able to make everyone happy, and that 
they should somehow know eHactly what to do.

But many of the struggles they are facing are not personal failures. 
They are built into the situation itself.

Pnce you understand the true shape of the sale, you can respond 
more wisely.

What I Hope You Take With You

:f there is one thing : hope this book has shown you, it is thisG

Eelling a loved one’s home is not just about getting the property sold.

:t  is  about  understanding what  kind of  sale  you are  really  in, 
recogni9ing the burden on the person carrying it, seeing the family 
dynamics honestly, understanding the property clearly, respecting 
the  process,  identifying  the  pressure  points  before  they  take 
control, and reali9ing that the right guidance can change the entire 
eHperience.

1ot because it removes grief, makes every family cooperative, or 
erases delay, conDict, or Mnancial limits.

But because it brings clarity where there is confusion, steadiness 
where there is pressure, and practical wisdom where people often feel 
lost.

That is why this work matters.
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: have seen homes sold after years of delay. : have seen families Mnd 
relief after months of confusion. : have seen people let go of homes 
they loved deeply. : have seen buyers step into properties and give 
them a new life. : have seen burdened daughters, widows, brothers, 
and trustees Mnally breathe again as the burden began to ease.

0 loved one’s home is never just a structure. :t holds life, memory, 
history, pain, meaning, and love. When it must be sold, the sale 
should be handled with as much wisdom, steadiness, and dignity as 
possible.

:f you are the person carrying that responsibility now, : want to leave 
you with thisG

?ou do not have to do this perfectly.

?ou do not have to know everything at the beginning.

?ou do not have to solve every part of it today.

0nd you do not have to Mgure it all out by yourself. The right people 
can guide you, help you understand what matters most, and walk 
you through the parts you were never meant to Mgure out alone.

But you do need to understand what kind of situation you are in, 
what matters most, and where the real burden is falling.

That is how good decisions begin.

That is how unnecessary chaos is reduced.

0nd that is how a diRcult sale can be handled with more clarity, 
more dignity, and less pain than families often think possible.

That is what : have learned to look for every time.



REAL ESTATE AND 
ESTATE TERMS USED 
IN THIS BOOK

Administrator

If there is no valid will or no executor available to serve, the court 
may appoint an administrator to handle the estate. That person may 
be responsible for managing the property, paying bills or debts, and 
helping oversee the sale of the home.

As-Is Sale

An  as-is  sale  means  the  home  is  being  sold  in  its  present 
condition, without the seller agreeing in advance to make repairs or 
improvements. Buyers may still ask for repairs, credits, or concessions 
during the transaction, but the seller can decide how to respond.

BenecyiarC

A beneSciary is a person who is legally entitled to receive money, 
property, or other assets from a trust, will, or estate.
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hasO Quer

A cash ojer means the buyer is ojering to purchase the property 
without getting a new mortgage loan. qash ojers can sometimes 
make a sale simpler or faster, but the strongest ojer is not always Rust 
about price. Terms, timing, and reliability matter too.

hross-fgaliDCinE

qross-6ualifying means having a buyer speak with a trusted lender to 
help conSrm that the buyer is Snancially strong enough to complete 
the purchase. This can help the seller feel more conSdent that the 
ojer is solid.

wisylosgre

A disclosure  is  information that  the  seller  provides  about  the 
condition of the property or other facts that could aject the buyerHs 
decision. In a sale like this, disclosures are especially important 
because the person selling the home may not have lived there or may 
not know every detail about its history.

xsyroF

Lscrow is the period of time after a home goes under contract 
and before the sale o3cially closes. ’uring escrow, inspections, 
paperwork, deposits, title work, and Snal details are handled so the 
property can legally and Snancially transfer to the buyer.

xstate Sale

An estate sale is the sale of personal belongings inside the home, such 
as furniture, dishes, artwork, clothing, tools, or household items. It 
is dijerent from the sale of the house itself.
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x3eygtor

An executor is the person named in a will to carry out the deceased 
personHs instructions and help manage the estate. This may include 
handling the sale of the home if the property is part of the estate.

x3eygtri3

An executrix is the traditional word used for a woman named in a 
will to carry out the deceased personHs instructions and help manage 
the estate. Today, many people use the word executor for both men 
and women, but you may still see executrix in older documents or 
conversations.

5idgyiarC

A Sduciary is a person who has a legal duty to act in the best interest 
of another person or estate. In a situation like this, a Sduciary may be 
responsible for helping manage decisions, protect the estate, or move 
the sale forward fairly.

NP-waC potiye oD Hro(osed Aytion

A zC-’ay Gotice of 8roposed Action is a formal notice sometimes 
used in trust administration to tell beneSciaries about an action that 
is being proposed, such as the sale of a home. It gives them a period 
of time to obRect before the action moves forward.

)eir

An heir is a person who may have a legal right to inherit property or 
assets after someone dies. This usually applies when there is no will, 
or when state law determines who receives the estate.
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)QA L)omeoFners AssoyiationT

An MVA is an organi9ation that manages a neighborhood, condo 
complex, or planned community. MVA dues, rules, unpaid balances, 
or property violations can aject the sale of a home.

InOerited )ome

An inherited home is a property that passes to a surviving family 
member, heir, or beneSciary after the owner dies. Eelling an inherited 
home often involves more emotion, more decisions, and more legal 
or Snancial 6uestions than a traditional home sale.

Rien

A lien is a legal claim against the property for money that is owed. 
Niens may need to be paid or resolved before the home can be sold.

potiye to HerDorm

A Gotice to 8erform is a formal notice given during a real estate 
transaction when one side is not doing what the contract re6uires. 
It gives that person or party a deadline to act before the other side 
has the right to cancel.

HreliminarC bitle ve(ort

A preliminary title report is an early report that shows who owns the 
property and what recorded issues may aject the sale, such as liens, 
unpaid taxes, easements, or other legal matters tied to the title.

HroMate

8robate is the legal court process used to settle a deceased personHs 
estate,  pay  debts,  and  transfer  assets  to  the  proper  heirs  or 
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beneSciaries. If the home is part of the estate, probate may aject 
when and how it can be sold.

HroMate Sale

A probate sale is the sale of a home that is part of an estate going 
through probate. These sales can involve additional rules, court 
oversight, and timing issues that do not exist in a standard home sale.

veWerse /ortEaEe

A reverse mortgage is a loan taken against the e6uity in a home, 
usually by an older homeowner. After the owner dies or permanently 
leaves the home, the loan generally must be paid oj, reSnanced, or 
satisSed through the sale of the property.

Sgyyessor brgstee

A successor trustee is the person named to take over management of 
a trust after the original trustee dies, resigns, or can no longer serve. 
If the home is held in a trust, the successor trustee may be the person 
responsible for handling the sale.

bitle ve(ort

A title report is a document that shows the legal ownership of the 
property and identiSes recorded matters that may aject the sale, such 
as liens, unpaid taxes, easements, or other title issues.

brgst

A trust is a legal arrangement in which one person holds and manages 
property for the beneSt of another person or group of people. :hen 
a home is held in a trust, the sale may be handled dijerently from a 
probate sale.
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brgst Sale

A trust sale is the sale of a home that is owned by a trust. The person 
handling the sale is usually the trustee or successor trustee, and the 
process may be simpler than probate if the trust and authority are 
already clear.

brgstee

A trustee is the person responsible for managing the assets in a trust 
according to the trust document. If the home is owned by a trust, the 
trustee may be the person authori9ed to sell it.

0ill

A will is a legal document that states who should receive a personHs 
property after death and who should be in charge of carrying out 
those instructions. A will may name an executor to manage the 
estate.



NEED MORE HELP?

If  you are  responsible  for  selling  a  loved  one’s  home and feel 
overwhelmed by the decisions, the family dynamics, or the process 
itself, you do not have to .gure it out aloneS

I help individuals and families in Dan Ciego xounty and surrounding 
areas move through these situations with steady guidance, practical 
support, and real estate eWperience grounded in the realities of 
diTcult transitionsS

If you are in Dan Ciego xounty or nearby, I may be able to help you 
directlyS

If you are outside this area, I can often help you .nd a trusted real 
estate professional in your community who can guide you through 
the sale with care, eWperience, and professionalismS

khether you are a trustee, eWecutor, administrator, surviving spouse, 
adult child, .duciary, or the one carrying the responsibility, this 
process can feel heavyS :he right guidance can ma8e it easier to 
understand what needs to happen neWt and how to move forward 
with less stress and more con.denceS

xall or teWt5 -2-90079-E@0
Ymail5 Coc-CeenaDtacerScom

.ou do not have to carry this aloneS



YOUR NEXT STEP

If you are responsible for selling a loved one’s home, you do not have 
to .gure this out aloneT 

chese resourwes kill help you understand khat you are fawing, khat 
maSe wontrol or disrupt the sale, and hok to move through the sale 
kith more won.denweTT  

:wan to awwess5

che C 7onditions 7hewSlist, 
che R :ewrets, 
Feal :tories from the booS,
xree booS resourwes and ne%t stepsT  



ABOUT DR. DEENA

Dr. Deena Stacer is a real estate broker who specializes in helping 
families navigate the sale of a loved one’s home. She works with 
the person carrying the responsibility for the sale, whether a trustee, 
executor, surviving spouse, adult child, Wduciary, or trusted friend, 
ojering steady guidance and real estate expertise through both the 
practical steps and the emotional weight of the process.

Ihat makes her work dijerent is not Pust her knowledge of real 
estate. Ht is her understanding of the emotional weight that so often 
comes with the sale. She knows that selling a loved one’s home is 
rarely Pust about the property. Ht is about memories, responsibility, 
family history, diMcult decisions, and the burden carried by the 
person trying to hold everything together.

Iith a BhD in conEict resolution and a background in family 
systems, human behavior, and leadership, Dr. Deena helps clients 
understand what to expect, prepare for what often happens, and 
move through the process with less stress and more conWdence. Ler 
approach focuses on helping people make better decisions based on 
the true condition of the home, the family dynamics, and the realities 
of the sale so they are not caught oj guard along the way.

Nuch of her work is  helping people understand what is  likely 
to  happen before  it  happens.  Gy setting realistic  expectations, 
identifying potential challenges early, and guiding each step of the 
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process, she helps clients feel more prepared, less overwhelmed, and 
better able to move forward even when the situation is complex.

4hroughout her  career,  Dr.  Deena has  helped clients  navigate 
challenging situations involving death, deferred maintenance, legal 
delays, family disagreement, occupant problems, and the many 
unexpected  issues  that  can  complicate  a  sale.  She  brings  both 
practical guidance and a steady presence to the process, helping 
people feel supported while they make hard decisions and move 
forward.

She serves clients in San Diego 5ounty and surrounding areas and 
can often help connect people outside the area with trusted real estate 
professionals who can provide reliable help and care.

Dr. Deena is the author of Selling A Loved One’s Home and other real 
estate books written to help buyers and sellers make wise decisions, 
avoid costly mistakes, and move through important transitions with 
greater conWdence.






