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SRES®
May Networking
Session

Join us for an exclusive virtual networking event just for SRES®
designees. Expand your network, gain valuable perspectives and
explore potential collaborations.

TUESDAY, MAY 20, 2025 | 10:00 AM CST

SRES® and
Sunrise Senior Living

Webinar 3 ¥
UNDERSTANDING THE AGING JOURNEY SUNRISEc

& COMMON CHALLENGES SENIOR LIVING

You're invited to join a panel discussion that will discuss
the most common changes seniors face as they age. This
webinar will help you support senior clients and learn
about other professionals who serve seniors and how to
build relationships.

MARCH 26, 2025 | 2:00-3:00 PM ET
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https://realtors.zoom.us/meeting/register/tJckf-qoqzkoE9Ckl2IF37pQM7cvD0vKeZdU?utm_source=print&utm_medium=referral&utm_campaign=sres%2Bvirtualnetworking#/registration
https://realtors.zoom.us/meeting/register/tJckf-qoqzkoE9Ckl2IF37pQM7cvD0vKeZdU?utm_source=print&utm_medium=referral&utm_campaign=sres%2Bvirtualnetworking#/registration
https://sunriseseniorliving.zoom.us/webinar/register/5617394555422/WN_C4lsmIbjTJWF4_CYXp4FdA#/registration?utm_source=print&utm_medium=referral&utm_campaign=sres%20sunriseseniorliving%5D
https://sunriseseniorliving.zoom.us/webinar/register/5617394555422/WN_C4lsmIbjTJWF4_CYXp4FdA#/registration?utm_source=print&utm_medium=referral&utm_campaign=sres%20sunriseseniorliving%5D

Parents, Families
and Real Estate:

You're the Key

When selling a parent's home, differing views on pricing, timing and
emotional attachment to the property can put a strain on a family’s
relationships. While some see the home as a cherished space filled with
memories, others might view it primarily as an asset to sell.

Family members can also clash over how to handle the home sale, from
pricing to marketing decisions. Establishing clear decision-making
processes and effective lines of communication up front will help reduce
conflict and allow each person to feel that their voice is being heard.
Active listening, setting boundaries and creating a structure that helps
find compromise can be critical in managing conflicts that might lead to
resentment.

While the sale of a parent's home can put stress on family relationships,
addressing emotions and communicating openly can help minimize
that strain. With mutual respect, proper support—and your objective
guidance and expertise—families can successfully navigate this transition
together.

FAST FACTS
ABOUT PARENTS, FAMILIES AND HOUSING

Click on any of the individual facts to learn more.

MORE THAN A report from the Pew Research
According to the National Center states that parents moved
Association of REALTORS®, 338,000 in with their grown children in
O/ of home buyersare ArreieEre rrevee] T relar e 150/ of multigenerational
1 6 /O over 69 years of age. in 2023, up 44% from 2022. O homesin 2021,

% 25%
Nearly 30 O of seniors Additionally, O They also reported that
over age 69 move to be closer to of retirees who moved crossed TWO -T H I R DS

family/friends/relatives. state lines, according to the team of adult children expect to help
of Raymond James. their aging parents relocate.
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https://www.nar.realtor/sites/default/files/documents/2024-home-buyers-and-sellers-generational-trends-04-03-2024.pdf
https://www.pewresearch.org/social-trends/2022/03/24/the-demographics-of-multigenerational-households/
https://www.advisorperspectives.com/commentaries/2024/05/18/retirees-crossing-state-lines-where-theyre-going
https://sunriseseniorliving.zoom.us/webinar/register/5617394555422/WN_C4lsmIbjTJWF4_CYXp4FdA#/registration?utm_source=print&utm_medium=referral&utm_campaign=sres%20sunriseseniorliving%5D

Helping Families Navigate
Their Parents

When meeting with members of the families involved in the sale of their parents’
homes, it may be helpful to offer them some guidance about potential challenges in

the interaction, which they may not be aware of or perhaps aren’t expecting.

Patience is key.

For a parent, selling a home can
be both emotionally and physically
challenging. Helping the family
understand that this may not go
at the pace they want or expect
can be a valuable conversation.

It's a time to be sensitive.

Criticism and judgment can make
parents feel defensive, just

as they would anyone. Coaching
family members to express issues
they might have in ways that
sound empathetic (e.g.: “l feel
concerned about how this might
impact you”) rather than critical
(e.g.: “You don't know what you're
doing here”) will help the process
immeasurably.

Practice calm.

Selling a home can be a big deal
for anyone, but seniors may be
especially edgy about this event.
Reminding family members

that they might need to take a
breath (or two) in the process can
help everyone move successfully
toward the finish line.

Involve parents.

Help families appreciate that
involving parents in conversations
related to the sale of the parent's
home will usually make the

process go more smoothly.
Though that involvement may
take extra time and require
additional patience, it will help
the result be a more positive
experience for all.

Timing is everything.

Guide families to have challenging
conversations on days when
everyone is feeling more

relaxed and secure—productive
conversations rarely happen
during times of stress.

Focus on benefits.

When proposing solutions to
challenges, families should
focus on the positive aspects.
For example, if assisted living
is a solution, the family might
emphasize the social and
recreational activities of these
communities.

Describe the
consequences.

Sometimes, each of us becomes
stuck in a view. For aging parents,
that view may be that they don't
want the change or some of the
changes ahead. Calmly helping
them understand the challenges
of not changing may become a

necessary part of the conversation.
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Pick your battles.

Dealing gently with aging parents
on subjects such as the sale of
their home may not come easily.
If conflict does arise, it may be
best to take a short break and
resolve the issue another day.

A friend may help.

Sometimes, it can be easier to
hear uncomfortable information
from someone outside of the
family—a close friend or neighbor
of a senior parent may be just the
person to involve.

A little upfront coaching with
family members—to hear

their concerns and help them
understand how best to navigate
those—may be a role for you that

helps the process move more
smoothly.
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Managing Family

Conflict When Selling
the Family Home

Selling a parent’s home can become an unexpected battleground
between family members. As the For Sale sign goes up, practical
decisions about pricing, renovations and profit-sharing often collide
with emotional attachments and old family dynamics, turning a
simple sale into a delicate dance of preserving both property value
and relationships. A few guidelines may lessen the challenges:

Establish decision-making rules.

Family memlbers may have varying financial interests, timelines and
preferences in the sale of a parent’'s home. It is crucial for families to

establish clear decision-making processes to ensure that everyone feels Com mon

empowered and included.

Communicate clearly and civilly. M iSta kes

A key to managing conflict with siblings when selling the family home is Families Make

clear and respectful communication. It's important to actively listen, letting

each person express viewpoints, sometimes adding clarifying When Se"ing a
questions—e.g.: “Does that make sense to everyone?” P tl H
arents nome

Put everything in writing.

It isimportant to have everything in writing to avoid misunderstandings or
arguments between family members, including information in the listing, Setting the price too high.
agreements about the sale price, marketing, timing, distribution of pro-

ceeds and more. Follow up conversations with an email that recaps what Selling the home “as-is.”

was discussed, and the outcome.

Focus on shared goals and values. Not eliminating clutter.

Despite disagreements, most family members likely share goals and values ]
Overlooking

when it comes to selling their parents’ home. For example, wanting the ) .
Important repairs.

home to be sold for a fair price, for the process to be handled competent-
ly and successfully and to allow everyone's voice to be heard are common . .
Trying to hide problems.

areas that most can agree on.

Cutting costs
on photography.

Step away, if necessary.

If family conflict becomes extreme or overwhelming, taking a bit of a break

can help reset the process, allowing everyone to regroup and refocus on Being unwilling

finding common ground and moving forward. Communicate openly and to negotiate.
honestly about the need for a break and make a plan to return to the

. Letting emotions
process when everyone is ready.

rule the process.

0006000
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WHERE TO START, WHICH QUESTIONS

TO ASK, AND HOW TO FIND HELF

The Complete

Eldercare
Planner

JOY LOVERDE

Authar of WHO WILL TAKE CARE OF ME WHEN I'M OLD?

Featured in The Wall Street
Journal, New York Times, on
The Today Show, CBS Early
Show, ABC NewsNow, Fox
News, National Public Radio,
and recognized by

The American Medical
Association, Ms. Loverde is an
expert on family caregiving.
The SRES® Newsletter recently
talked with her about the
challenges of dealing with
seniors and their adult

children when it comes to
moving.

More about Joy Loverde
can be found at

elderindustry.com.

VIEWS FROM AN EXPERT:

JOY LOVERDE

Best-Selling Author of The Complete Eldercare Planner.

Why the move?

Parents don't often state directly why
they are considering moving. And
they typically don't ask a child

for help directly—nobody ever hears
“I can't live in the house anymore.

| have to get out of here.”

When parents start talking about
moving, it's usually the first indicator
that something is going on—why are
they moving? Are they experiencing
problems that they may not be telling
you? Is the house beginning to be
too much? Are they having memory
problems? Can they no longer drive
and won't tell you? When a parent
brings up moving, the adult child
should ask parents, “What's the
reason behind the move? Is there
something you want to tell me?”

It's one of the first signs that elder
care may be needed in the not-too-
distant future.

It's more than just a house move.

Involvement in the move may also
include what happens in the new
environment. Concern for the parent
moving doesn't end with the move.
There's their current location and
then the new location. Often, they
are moving to unfamiliar territory.
They need new doctors, want to
know what the neighborhood is like,
how they get around—all kinds of
guestions that need answers. It takes
time to set all this up. A real estate
agent can be such as asset with this.
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It's a process.

Family members typically do not
anticipate that it's going to be a stop-
and-start process. A parent may say,
“Okay, we're moving.” And then they
start to get overwhelmed, and they
stop. Or they have good intentions of
being physically and emotionally well
enough to want to keep going. And
then they stop. In the meantime, their
neighbors and friends and everyone
around them come by and tell them
how upset they are that the parents
are leaving.

Just because parents mention they're
going to move, it's not a nice, straight
line; it could take years. An adult child
—and their real estate agent—needs
to understand that it could take a lot
longer than they think and could stop
and start at any given time.

Be ready for change.

Parents can move away. And then
move back. When they move
away, they may be fine. When they
move back, they may be much less
independent.

The real estate agent should make
sure all the paperwork is there.
People might say they have all their
paperwork in order, but they may
not. See it. Put eyes on it. If they say
everything is in a box, open the box.
The situation of a senior may change
in the middle of the process. Their
health might change in a moment.
Don't assume their health and
situation at the beginning of the
process will be the same throughout.
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https://www.amazon.com/Complete-Eldercare-Planner-Revised-Updated-dp-0593796349/dp/0593796349/ref=dp_ob_title_bk
https://elderindustry.com/

Know who the client is.

The adult child or parent? And which
adult child, if several are involved? You
need to establish who is in charge—
to whom the real estate agent has
final responsibility. Talk to the whole

family up front about who is in charge.

Let them duke it out before working
with them. Even if everybody's all
friendly and happy and cozy in the
beginning, that's not how it often
ends up. Stuff happens in between
during this incredibly emotional and
difficult process.

For real estate agents—never forget
who your client is. Lots of people will
be involved; you're going to have a lot
more people involved than you may
realize.

Let parents feel in charge.

Everyone needs to be aware of the
need to keep the senior feeling that
they are in the driver’s seat. Even if an
adult child thinks their parent should
move, and has evidence that they
should move, they can't just come
out of the gate and act like they're
the authority in their parent’s life.
They need to inch forward.

There are often lots of emotionsin
a parent moving. The person who
is moving is experiencing losses of
all kinds. They're saying goodbye to
routines, friends, neighbors. Going
into the unknown. It's scary. And it
takes time to be happy with their
new home. There is emotional
turmoil. So, let the parent make as

many decisions as possible, even if
you don't like the decision.

Even when adult children are the
clients, parents have the final say
(whether they really do or not).
Where mom lives is up to her
because if her kids put her some
place she doesn't like, it's going to be
trouble. Giving the parent the final
say will be the smartest thing their
child does.

A real estate agent
can be an invaluable
resource both by
helping reassure
everyone it will work
out and by offering
resources to help
solve problems.

There will be stress.

Everyone is going to feel over-
whelmed. There are many moving
parts. For everyone.

Adult children often ask, “How am

| supposed to do this when my life
is already complicated?” They can
feel overwhelmed by the process
and start telling their parents what
to do. It's like if they could just get a
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handle on all the moving parts and
start telling everybody this is how it's
going to be, then they'll be able to
handle it. But with all the emotions
and potential conflict, it backfires
every time.

A real estate agent can be an
invaluable resource both by helping
reassure everyone it will work out
and by offering resources to help
solve problems—for example, do
you know a painter to get the house
ready for sale? Or, who's going to
help me get rid of stuff? The best
thing a real estate agent can say is,
“I got this." Be a partner in the
process. Both on the moving side
and in the new location.

An invaluable role.

Dealing with seniors and their adult
children can be a complicated
process. As professionals, real estate
agents must manage that—walking
in the door knowing it's going to

be a matter of dealing with family
dynamics. How are we going to
manage that?

Real estate agents become the eyes
and ears of adult children when

the parents live far away, and they
become part of the family team.
The best real estate agents working
with parents and their families are
part agent, part social worker, part
caregiver. It's a lot, but so valuable.
No one else can play this role. EE
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Registration is now open for the 2025 REALTOR® Broker Summiit in

Louisville, Kentucky! This two-day event is packed with networking
opportunities and educational sessions designed to enhance your

recruitment strategies, retention efforts, and overall business success.

APRIL 8-9, 2025

LOUISVILLE MARRIOTT .
i

REALTOR
BROKER
SUMMIT

APRIE8=032025
LOUISVILLE, KENTUCKY

The Center for REALTOR® Development (CRD) confers the Seniors Real Estate Specialist® (SRES®) m NATIONAL

ASSOCIATION OF E%‘ SRES

designation, which is an official credential of the National Association of REALTORS® (NAR). REALTORS®


mailto:sres@nar.realtor
https://www.nar.realtor/events/realtor-broker-summit?utm_source=print&utm_medium=referral&utm_campaign=sres+brokersummit

