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The Senior
Transition

Checklist

A Practical Guide for Older Adults and Their Families
Preparing for a Move, Downsizing, or Home Sale

Clearly Sold, brokered by HomeSmart, helps older adults and their families navigate the transition of
moving, downsizing, or selling a home with greater clarity and confidence.

Explore Your Senior Transition Options at ClearlySold.com
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Introduction: Why
Senior Transitions
Require a Different
Kind of Plan

Moving later in life is not simply a real estate transaction. It
is one of the most emotionally complex, financially
significant, and logistically challenging decisions a person
or family will ever face. The home you may be leaving has
been the backdrop for decades of living — holidays
gathered around the table, children growing up, milestones
celebrated, and quiet ordinary mornings that now carry the
weight of a lifetime. Leaving that home, for whatever reason,
is deeply personal.

There are many reasons families begin this conversation.
Perhaps health concerns have made a single-story home
necessary, or stairs have become dangerous. Perhaps a
spouse has passed and maintaining a large property alone
feels overwhelming. Perhaps the children are encouraging a
move closer to family, or retirement finances have shifted.
Perhaps the home simply requires more maintenance than
feels manageable at this stage of life. Whatever the reason,
the feelings involved are real and deserve respect.

The good news is this: the process does not have to feel
overwhelming. When approached step by step, with the
right support and honest conversations, a senior housing
transition can be handled with dignity, thoughtfulness, and
even a sense of relief. This guide is designed to walk you
through each stage — from the first family conversation to
closing day and beyond — in a way that is clear, practical,
and compassionate.

This ebook is for general educational purposes only and
is not legal, financial, tax, or medical advice. Please
consult qualified professionals for guidance specific to
your situation.
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Common Reasons Families Begin
This Journey

Understanding why a transition is happening helps the whole family approach it with clarity and

compassion. There is no single right reason — and all of them are valid.

@

@

Health & Safety

Mobility changes, fall risks, medical needs, or a
recent health event that makes the current home
less safe or practical.

i

Home Maintenance

Alarge yard, aging systems, or deferred repairs
that feel unmanageable or financially
burdensome on a fixed income.

5

Family Proximity

A desire to live closer to adult children or
grandchildren, or a family member who wants to
help with care and daily life.

o

Financial Planning

Retirement income changes, desire to access
home equity, or the practical need to reduce
monthly housing costs.

&

Loss of a Spouse

The passing of a partner often prompts a
reassessment of whether the current home still
fits one person'slife and needs.

Lifestyle Change

A desire for a simpler life, a senior community, a
warmer climate, or a fresh chapter that feels
right for this season.
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The Senior Transition Readiness
Checklist

Before diving into logistics, it helps to pause and assess where you are today. This readiness checklist is
designed to give families a clear starting point. You do not need to have all the answers before you begin
— but knowing which questions still need answering is a powerful first step.

(J You do not need to check every box before moving forward. This checklist is a compass, not a

gate. Start where you are.

Family & Emotional Readiness

() Have we discussed the reason for the move openly and
honestly?

(O Does the senior feel heard, respected, and involved in
decisions?

(O Has the family agreed on a general timeline?

(O Have we acknowledged the emotional weight of leaving
this home?

(O Isthe senior moving by choice, or does this feel forced?

Practical & Logistical
Readiness

() Isthe current home still safe and
manageable for daily living?

(O Are there mobility, maintenance, or
health concerns to address?

(O Do we know where the senior is
moving next?

O Arelegal, financial, and estate
documents organized?

(O Has the home's current market value
been reviewed recently?

(O Are repairs, cleaning, packing,
donations, and estate sale needs
identified?

(O Isthere a trusted Realtor, attorney, or
financial advisor involved?

(O Has the family discussed which
selling option is most convenient?
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Step 1: Start With the
Conversation

The first and often most important step in any senior housing
transition is also the one families most frequently avoid: the
conversation itself. Adult children may worry about upsetting
their parents. Seniors may fear losing control or being seen as
incapable. But when this conversation is approached with
patience, respect, and genuine curiosity, it can become one of
the most meaningful exchanges a family will ever have.

The goal of the first conversation is not to make a decision. It is
simply to open the door — to listen, to understand what the
senior is feeling, what they value most, and what they are afraid
of. You are not trying to convince anyone of anything yet. You
are creating a safe space for an honest dialogue.

Helpful Conversation Starters

"I want you to know that I'm not here to push you into
anything. I just want us to talk about what feels right for
you going forward."

"What does staying in this home feel like for you right
now? What's working, and what's feeling harder?"

"If we did decide to make a change someday, what would
feel most important to you about where you went next?"

"Is there anything about the idea of moving that worries
you the most? |'d love to understand that better."”

Above all, remember that the senior's dignity and sense of
agency are not small things — they are everything. Even when a
move is medically necessary or financially urgent, taking the
time to honor the person's voice will make the entire process
smoother and kinder for everyone involved.
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Step 2: Evaluate the
Current Home

Once the family conversation has begun, the next step is to
take an honest, compassionate look at the current home. This is
not about criticizing a place that holds decades of memories —
itis about asking a practical question: Is this home still serving
the person who lives here?

Safety & Accessibility Lifestyle &

(O Arethere stairs that are NelghborhOOd Fit

difficult or unsafe to () Isthe neighborhood still a
navigate? good fit for this stage of
() Isthe bathroom safe? life? 5
(grab bars, walk-in O Isthe home near family, E
shower, non-slip flooring) healthcare providers, and -
(O lIslighting adequate daily necessities?
throughout the home? (O Does the home feel
() Arethere trip hazards isolating, or is there
such as rugs, clutter, or community and
uneven flooring? connection nearby?
O Isthe home éir.wgle—story Emotional
or can daily living happen Considerations

on one level?
. O What memories are tied
Maintenance & to this home, and how
Finances does the senior feel about

O Isthe yard manageable, or leaving them?

has it become a burden? O ls staying motivated by
love of the home, or by

(O Arethere deferred repairs
fear of change?

or aging systems (roof,
HVAC, plumbing)? () Would moving feel like a
loss, a relief, or a new
beginning — or some mix
of all three?

(O Are monthly costs
(mortgage, taxes,
insurance, utilities) still
comfortable?

D Thereare nowrong answers here. This reflection is
simply about seeing the home clearly — so the
decision that comes next is an informed one.
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Step 3: Decide Where
the Senior Is Going Next

One of the most important — and sometimes most overlooked —
questionsin a senior transition is: Where is this person going? The
answer shapes everything: the timeline, the sale strategy, the
emotional readiness, and the financial planning. The good news is
that today's seniors have more options than ever before, and there
is no single path that works for everyone.

Downsize Locally

Move to a smaller home, condo, or townhome in the same area
—less maintenance, lower cost, familiar surroundings.

Move Closer to Family

Relocate to another city or state to be near adult children or
grandchildren. Requires coordinating two markets.

Independent Living Community

A senior community with amenities, social connection, and
low-maintenance living — but no daily care services.

Assisted Living

A care facility providing daily support with meals, medication,
personal care, and 24-hour staffing.

Multigenerational Living

Moving in with family — or family moving in — to share a home.
Requires planning for privacy, space, and caregiving roles.

Age in Place with Support

Remaining in the current home with home modifications, in-
home aides, or care management services.

Each of these paths has meaningful trade-offs related to cost, care
level, social connection, independence, and proximity to family.
Take the time to explore each option before settling on a direction
— and involve the senior in that exploration as much as possible.
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Step 4: Understand the
Home Selling Options

When families think about selling a home, they often assume there is only
one way: list it, stage it, show it, and wait. But for seniors and their families,
the reality is that there are several selling strategies available — and the best
choice depends entirely on the homeowner's goals, timeline, health
situation, financial needs, and personal priorities.

Clearly Sold brokered by HomeSmart is committed to helping you
understand all of your options clearly — without pressure, without judgment,
and always with your best interests at the center of the conversation.

Traditional Listing

1 Full marketing exposure on MLS, professional photography,
open houses, and maximum buyer competition. Best when time
allows and top price is the priority.

Selling As-Is

2 Sell the home in its current condition without repairs or
updates. Attracts investors and buyers willing to take on work.
Less stress, faster close, slightly lower price.

Repair-Before-Sale

3 Strategic updates and repairs to increase value and buyer
appeal. Clearly Sold helps identify which improvements have the
best return so you don't over-invest.

Flexible Closing Timeline

4 Coordinate the sale closing date around the senior's move-out
and next destination — reducing overlap, stress, and rushed
decisions.

Cash or Investor Offer

5 When convenience, speed, or condition matters more than
maximum price. No showings, no contingencies, fast close. A
legitimate option for the right situation.

Coordinated Move & Sale Plan

6 A fully sequenced plan that aligns packing, moving, staging,
listing, and closing — so nothing falls through the cracks during
a complex transition.

[ Thereis no one-size-fits-all answer. The right strategy is the one
that fits your goals, timeline, and situation — not someone else's
formula.
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Step 5: Sort, Declutter, Donate,
and Preserve Memories

For many families, this is the step that feels most daunting — and most emotional. A
lifetime of living fills a home with objects that carry stories, relationships, and identity.
Sorting through those belongings is not just a logistical task. It is an act of remembrance,
a passing of the torch, and sometimes a form of grief.

Approach this process slowly and with compassion. There is no need to do it all at once.
Take it room by room, category by category, and give the process the time and
tenderness it deserves.

Keep

Iltems that will move with the senior to the new home. Be realistic about space.

Gift to Family

Meaningful items passed to children, grandchildren, or other loved ones with
intention and story.

Donate

Gently used items given to charity, community organizations, veterans' groups, or
local shelters.

Sell

Iltems with monetary value sold through estate sale, consignment, online
marketplace, or auction.

Store
Iltems not needed immediately but worth keeping temporarily during transition.

Discard
Iltems that are worn, broken, or no longer useful. Let go with gratitude.

Special Categories Requiring Extra Care

¢ Photos and albums — scan and digitize before donating originals

* Military memorabilia — contact veterans' organizations for proper preservation or
donation

¢ Family recipes and handwritten documents — photograph and share digitally with
family

¢ Medical paperwork and prescriptions — organize and transfer with care

¢ Heirlooms and sentimental items — photograph everything before it leaves the home

¢ Financial and legal documents — secure and pass to the appropriate family member
or advisor

[ Beforeany sentimental item leaves the home, take a photograph of it. That image
becomes part of the family's story — even when the object itself moves on.
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Step 6: Prepare the
Home for Sale

Once the sorting is underway and a selling strategy has been
chosen, itis time to prepare the home for its next chapter. What
this looks like will vary significantly depending on which selling
approach makes most sense for your situation. A traditional
listing may call for more preparation; an as-is sale requires far
less. Your Clearly Sold advisor will help you identify exactly
what is worth doing — and what is not — based on your goals
and timeline.

Interior Preparation

@)

O

O

Deep clean all rooms,
including carpets,
bathrooms, and kitchen

Remove excess furniture

to create a sense of
space

Remove personal
photos, awards, and
highly personal items
Address visible repairs:
leaky faucets, chipped
paint, broken fixtures
Ensure all light fixtures
work and rooms feel
bright

Clean windows inside
and out

Clear out attic, garage,
and storage spaces

Exterior & Final Steps

(O Trimlandscaping, freshen
desert plants, clean
walkways

(O Touch up exterior paint or
clean siding if needed

(O Ensure front door area
makes a welcoming first
impression

(O Organize all home
documents: warranties,
permits, HOA info, utility
records

(O Locate spare keys and
garage door openers

(O Arrange for utilities to
remain on during
showings

(O Coordinate timing of
move-out with listing
date

Remember: some seniors may choose to sell the home in its
current condition — and that is a completely valid and
sometimes very wise decision. The goal is not perfection. The
goal is making the right choice for your specific situation, with
a clear understanding of how each preparation decision affects
price, timeline, and stress level.
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Step 7: Protect the Senior
From Stress, Scams, and
Pressure

Unfortunately, major life transitions can attract bad actors. Seniors
selling their homes are sometimes targeted by high-pressure buyers,
predatory investors, unqualified contractors, or outright scammers.
Being aware of these risks is not cause for alarm — it is simply a reason
to stay informed and work with trusted professionals throughout the
process.

— Be Cautious of High-Pressure Buyers

Legitimate buyers allow reasonable time to review contracts and
consult with family or an attorney. Anyone who insists you must
sign "right now" or creates artificial urgency should raise a red
flag.

— Read Every Contract Carefully

Never sign a purchase agreement, listing contract, or addendum
without understanding every term. Ask questions. Request time.
Involve a trusted family member or real estate attorney before
signing.

—> Verify All Contractors

Only hire licensed, insured contractors who provide written
estimates. Get multiple bids for significant repairs. Do not pay
large sums upfront to unknown contractors.

— Guard Against Wire Fraud

Never wire money based solely on email instructions — even if
the email appears to come from your Realtor or title company.
Always confirm wire instructions by phone using a number you
independently verified.

— Slow Down for Big Decisions

A genuine real estate professional will never pressure you to rush
a major financial decision. If something feels wrong, trust that
instinct. There is almost always time to pause, ask questions, and
think clearly.

"A trustworthy advisor will always encourage you to take the time
you need. Urgency that benefits someone else at your expense is a
warning sign."

/\ This guide is for general educational purposes only and does
not constitute legal, financial, tax, or medical advice. Always
consult qualified professionals for guidance specific to your
personal situation.

Clearly Sold | Consumer-Centric Real Estate Guides | ClearlySold.com




'y 1 A 0.° L
v ?)ﬂ‘é“/\(\ o\
J\ghawf:{:ok‘ \ AN o Jrh: &\.ﬂ'ﬂ
el U A\ Qe
S A a0 --':\'b{éi,\
\IT ez n oo s \ VN
[y J""bjf'"’ {:N:) < > \ & ij'? s u‘otw;\‘o '\Qg;o
v ") & L Aoy ik e =
2 I ﬁrﬂ \_____ = Ao, =
r(f_h 1 J\@ N apﬂ M‘
=)

Step 8: Create the Transition Timeline

Having a written timeline transforms an overwhelming process into a manageable series of steps. Below
are three sample timelines designed for different situations. These are starting points — your actual
timeline will depend on your specific goals, the home's condition, and your family's readiness.

90-Day Plan 1

Weeks 1-3: Family conversations, goals
defined, Realtor consultation,

legal/financial review 2 60-Day Plan
Weeks 4-6: Home evaluation, repair

engaged, selling strategy chosen

Weeks 3-4: Declutter, donate, begin home
preparation

Weeks 5-6: Home listed or offer accepted
Weeks 7-8: Move out, close, post-sale
tasks completed

Weeks 7-9: Sorting complete, home
prepared, listing strateqy finalized
Weeks 10-12: Home listed or sold, move
coordinated, transition complete

30-Day Urgent Plan 3

Week 1: Immediate family meeting, Realtor
consultation, as-is or cash offer strategy
Week 2: Essential sorting, critical
documents gathered

Week 3: Offer accepted, move arranged
Week 4: Close on sale, senior in new
location

An urgent 30-day timeline is most realistic when selling as-is or accepting a cash offer, and when the
senior has already secured a next destination. Clearly Sold can help you assess which timeline is right for
your situation during a complimentary Senior Transition Strategy Consultation at ClearlySold.com.
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Senior Transition Master

Checklist

Use this comprehensive checklist as your planning reference
throughout the entire transition. Print it, share it with family, and check
items off as you go. You do not need to complete these in exact order —
but having them visible helps ensure nothing important is missed.

@ Family Conversations

O Initial conversation with
senior completed

(O Family members informed
and aligned

(O Senior's wishes documented
and respected

(O Timeline discussed and
agreed upon

1>y Housing Decision

(O Current home evaluated for
safety and fit

O Next destination identified

(O Comparison of living options
completed

(O Decision made with senior's
involvement

[] Financial & Legal
Documents

O Will, trust, and power of
attorney located

O Financial accounts and
statements organized

(O Property deed and mortgage
info gathered

(O Taxdocuments for past 3
years located

(O Attorney and financial advisor
consulted

“, Home Preparation
(O Repairs identified and
prioritized

Cleaning planin place
Curb appeal addressed

GHON®

Home documents
(warranties, HOA, permits)
organized

W Personal Belongings

O Room-by-room sorting
complete

Family heirlooms distributed
Donations arranged

Estate sale or consignment if
needed

O 00O

Sentimental items
photographed

sl Moving Logistics

O Moving company or helpers
arranged

Packing supplies obtained
Change of address submitted

00O

Utilities and subscriptions
transferred or cancelled

¢ Sale Strategy &
Closing

O Selling strategy confirmed
with Realtor

(O Homelisted or offer accepted

Title company and closing
date confirmed

O
O Closing documents reviewed
(O Post-sale tasks completed
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How Clearly Sold Can Help

Clearly Sold brokered by HomeSmart was built on the belief that selling a longtime home is not just a financial event
—itis a deeply human one. Our approach is built around listening first, educating thoroughly, and recommending only
what genuinely serves the homeowner's best interests.

Clearly Sold provides Phoenix-area homeowners with seller-centric real estate solutions designed around their goals,
timeline, and life situation — not a one-size-fits-all formula. Whether you are considering a traditional listing for
maximum exposure, an as-is sale for convenience, a flexible timeline to coordinate your next move, or exploring what
a cash offer might look like, we will help you understand every option clearly and without pressure.

Honest Home Value Review Transition Strategy Planning
Understand what your home is worth in today's A clear, step-by-step plan built around your
market — with full transparency and no obligation. timeline, goals, and family situation.
Multiple Selling Options Trusted Local Network

Traditional, as-is, repair-before-sale, flexible close, Access to vetted attorneys, financial advisors,
or cash — you choose what fits best. movers, estate sale professionals, and care

coordinators.

Rewarding Heroes — A Special Mission

Clearly Sold is also proud to support Rewarding Heroes, a program dedicated to serving the professionals who
dedicate their lives to serving others. If you or a family member works in healthcare, military service, law enforcement,
fire and rescue, teaching, school administration, utility work, or another community-serving profession — Rewarding
Heroes was created with you in mind. Learn more about special benefits available through this program at
ClearlySold.com.

& & g
Healthcare Workers Veterans & Military Law Enforcement

5) &4

Fire & Rescue Teachers & Educators
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Meet the Founder

Andrew Texidor

Founder of Clearly Sold | REALTOR® | Al-Certified
Real Estate Professional

Andrew Texidor has been a licensed real estate
professional since 2000, helping Arizona
homeowners, homebuyers, and investors navigate
important real estate decisions with clarity,
professionalism, and integrity.

He founded Clearly Sold with a simple belief:
homeowners deserve more than a one-size-fits-all
approach to selling a home. They deserve clear
information, multiple options, modern marketing,
and guidance that puts their goals first.

[ WhyAndrew Created Clearly Sold:

“I created Clearly Sold because
homeowners deserve transparency,
choices, and a real estate experience built
around their needs—not a one-size-fits-all
sales process.”

Through Clearly Sold, Andrew combines
decades of real estate experience with
modern technology and consumer-
focused solutions to help homeowners
better understand their choices and make
confident decisions about their next
move.

Andrew is also the founder of Rewarding

Heroes, an initiative dedicated to
recognizing and serving healthcare
professionals, military members and
veterans, first responders, law
enforcement, educators, utility workers,
and others who serve their communities.

(A} CERTIFiED AGENT 2.0

CHARLES ANDREW TEXIDOR

Forbes FOX @335

Clearly Sold | Consumer-Centric Real Estate Guides | ClearlySold.com



ClearlySold ¢» HOMESMART

Consumer-Centric Real Estate Guides

Your Next Step Starts With
One Conversation

You don't have to figure out a major housing transition alone — getting informed about your options, your
home's value, and a realistic timeline costs nothing and gives you everything you need to decide with
confidence.

"Schedule a Senior Transition Strategy Call with Andrew to review your options, timeline, and next best
steps.”

What We'll Cover Together

¢ Your current home's market value and best-fit selling strategy
« Your transition timeline and next destination options

« How to move forward with confidence and clarity

Schedule Your Senior Transition Strategy Call

This ebook is for general educational purposes only and is not legal,
financial, tax, or medical advice — please consult qualified
professionals for guidance specific to your circumstances.

Clearly Sold brokered by HomeSmart helps homeowners explore convenient, seller-centric home selling
solutions designed around their goals, timeline, and life situation.

Andrew Texidor | Realtor | HomeSmart | License # SAA524400000

Clearly Sold | Consumer-Centric Real Estate Guides | ClearlySold.com


https://clearlysold.com/contact

