FLAHERTY.CA HOME SELLING SYSTEM

Selling Your Family Home After 30
Years

The Emotional and Practical Guide to Your Next Chapter

A home you have lived in for decades is more than a property. It is where your family grew up,
where holidays happened, and where your story took shape. This guide walks you through the
emotional preparation, the practical timeline, and the financial decisions of selling a long-held family
home, so you can protect your equity and step confidently into your next chapter.
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Emotional Preparation Checklist

Selling a family home after decades is a psychological event as much as a financial one. Grief, doubt, and
second-guessing are all normal. The sellers who navigate this transition most gracefully give the emotional
side real attention instead of pushing it aside. Work through this checklist before your home hits the market.

Honour the Memories
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Walk through every room and photograph or video the house exactly as you lived in it, including the small
details that matter only to your family.

Digitize old family photos, kids' artwork, and home movies before the packing begins.
Record the stories. Write down or voice-record the memories attached to each room so they are never lost.

Keep a small number of truly irreplaceable keepsakes: a handful per family member, not a storage unit full.

Shift Your Mindset
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Remind yourself that memories live in people, not in walls. The house was the container, and the memories
move with you.

Begin thinking of the house as a product to be sold, not the home you live in. Depersonalizing gets easier
with this framing.

Accept that the new owners will likely change things. Their renovation plans are outside your control and
not part of the negotiation.

Reframe the move as re-potting, not uprooting. You are giving yourself room to grow in a space that fits this
stage of life.

Create Structure for the Goodbye
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Set a target listing date and share it with your family. A deadline keeps grief from becoming indefinite delay.
Plan a closing ritual: a final family dinner, a photo on the front porch, or a letter to the new owners.

Say goodbye to the neighbourhood too. Plan visits with neighbours and friends who made the street feel
like home.

Focus forward. Write down three things your next home makes possible that this one no longer does.
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Practical Preparation Timeline (12 Weeks)

Homes owned for 30 years need more preparation runway than a typical sale. Use this 12-week countdown to
stay organized without feeling rushed.

Weeks 12 to 10: Get the Facts First

|:| Request a free home evaluation so you know what your home is realistically worth today.
[] Locate your deed, property survey, tax bills, and receipts or permits for major improvements.

[] Consult your accountant about the Principal Residence Exemption and how the sale fits your retirement
plan.

Weeks 10 to 7: Declutter and Sort
|:| Sort belongings using the keep, share, let-go system, starting with the garage and basement.

|:| Give adult children a firm deadline and one box each for childhood belongings.

|:| Book an estate sale company or charity pickup for everything that is not moving with you.

Weeks 7 to 5: Strategic Repairs
[[] Consider a pre-listing inspection to uncover roof, furnace, wiring, or plumbing surprises early.
|:| Complete strategic repairs that protect the sale. Skip full renovations.

|:| Refresh with neutral paint, updated light fixtures, and serviced mechanicals.

Weeks 5to 3: Present the Home
[[] Deep clean everything, including windows, carpets, and grout.
|:| Stage rooms to feel spacious and neutral while keeping warmth.

|:| Boost curb appeal: trim landscaping, clean the entryway, and touch up the front door.

Weeks 3 to 0: Launch to Market

[] Have your Video Narrated VR Animated Online Showing produced so buyers tour the home and
neighbourhood online first.

[[J Review the pricing strategy against current comparable sales, not sentiment.

[] Confirm your plan for showings, offers, and your preferred closing window.
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Maximizing the Value of a Long-Held Home

Three decades of ownership usually means substantial equity. Protecting and maximizing that equity comes
down to a few disciplined decisions.

Price with Data, Not Memory

The single most expensive mistake long-time owners make is overpricing based on sentiment. An overpriced
home sits, goes stale, and ultimately sells for less. Insist on a Comparative Market Analysis built from recent
nearby sales, and let the data set the number.

Spend on Repairs That Protect the Sale

[] Fix anything that would fail a building inspection: roof leaks, aging furnace, outdated electrical, plumbing
issues.

[[] Repaintin fresh, neutral colours. Paint delivers the highest return of any cosmetic update.

[[] Replace dated light fixtures and hardware for an instant refresh at minimal cost.

[] Skip the full kitchen or bathroom renovation. Buyers rarely pay back major pre-sale renovations.

Market Beyond the Neighbourhood

A long-held family home deserves better marketing than a sign on the lawn and a few photos. Kevin's Video
Narrated VR Animated Online Showings walk buyers through the property and the surrounding area amenities
online, reaching downsizer and move-up buyers across Ontario. Buyers arrive at in-person showings already
sold on the home's story, which supports stronger offers.

Negotiate from Strength

|:| With deep equity, you rarely need to accept the first offer. Evaluate each offer on price, conditions, and
closing date.

[] Judge offers on financial terms, not on what the buyers plan to change about the house.

[ Match your closing date to your next move, whether that is a 55 plus community purchase or an interim
rental.
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Capital Gains Basics for Canadian Homeowners

After 30 years of appreciation, the tax question matters. The good news: Canada protects most family home
sellers through the Principal Residence Exemption. Here is what you need to know in plain language.

The Principal Residence Exemption (PRE)

If the home was your principal residence for every year you owned it, the gain on the sale is generally fully
exempt from capital gains tax. For most families selling the home they raised their children in, no tax is owed
on the sale.

You Must Still Report the Sale

Since 2016, the Canada Revenue Agency requires you to report the sale of your principal residence on your
income tax return, using Schedule 3 and Form T2091, even when the gain is fully exempt. Failing to report
can result in penalties or a lost exemption.

Situations That Can Trigger Tax

|:| You rented out part of the home or ran a business from it and claimed depreciation (capital cost allowance).

|:| You owned a second property (such as a cottage) and designated it as your principal residence for some
years.

[[] The property sits on land larger than half a hectare that is not necessary for the use of the home.

[[] The home was not your principal residence for every year you owned it.

Before You List

[] Confirm your principal residence history with your accountant or tax professional.

|:| Gather records of major capital improvements over the years in case any portion of the gain is taxable.
|:| Ask how the sale proceeds fit into your broader retirement income and estate plan.

This guide provides general information only and is not tax advice. Always consult a qualified accountant or tax
professional about your specific situation. Official rules: canada.ca (search: principal residence).
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Finding Your Next Chapter Worksheet

The best antidote to the sadness of leaving is clarity about where you are going. Use this worksheet to define
what your next home and lifestyle should look like.

My Next Home

The maintenance | no longer want to do:

Must-have features (one floor, garage, garden space):

Ideal monthly carrying cost:

How close | want to be to family and friends:

My Next Lifestyle

Activities | want more time for:

Communities or towns | want to explore:

My ideal moving month and year:

Explore Your Options
|:| Browse Ontario 55 plus and adult lifestyle communities at adultcommunities.ca.
|:| Read the downsizing guides at flaherty.ca/downsizing-your-home-ontario.

|:| Request your free home evaluation at flaherty.ca/homeeval to learn your buying power.

Ready to Talk About Your Family Home?
Kevin Flaherty has been selling real estate since 1988, following both parents into the business. He
understands what a family home represents, and his Video Narrated VR Animated Online Showings
make sure yours is presented at its very best to buyers across Ontario.

Call or Text Kevin Direct: 226-270-6433
Toll-Free: 1-877-352-4378 | Free Evaluation: flaherty.ca/lhomeeval
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