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What This Guide Is Not - It Is Not About Removing a Hoarder

This guide is not about removing a person(s) from their residence
due to hoarding. It is a simple publication based on my experience
with countless hoarder houses which were vacant either because
the hoarder had been removed to a care facility (or family) or the
property was an estate sale.

If you require assistance with the emotional and difficult process of
removing someone from their hoarder lifestyle in the GTA you can
turn to these social agencies for assistance:

Toronto Hoarding Support Services Network

The Toronto Hoarding Support Services Network (THSSN) is a group
of 16 agencies working together to help Toronto area residents with
problematic hoarding. The THSSN provides

services to help and support clients in managing clutter while
providing the emotional support required to live safely.

Additional information including services in your community, visit
the

Toronto Hoarding Support Services Network website.

Related information:

SPIDER Program - Specialized program for Inter-divisional Enhanced
Response to Vulnerability

Complaints - hoarders - hoarding

Bylaw enforcement - waste - refuse - junk - garbage - garbage -
garbage storage - debris -

waste storage - on private property
CAMH - view their webpages on
hoarding at:
https://camh.ca/-/media/files/
community-resource sheets/hoarding-
resources-pdf.pdf

CAMH has many professionals

and services listed on their site.



https://camh.ca/-/media/files/
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Introduction - Why did | write this guide?

Why does anyone embark on the journey of writing a
publication? Drawing from my extensive experience in real
estate over the last several decades, | believe the answer

is straightforward: to help people avoid unnecessary mistakes
during a deeply emotional and often tumultuous process.

Throughout my career, | have encountered numerous
hoarders’ properties in my roles as both an appraiser and a
real estate broker. In these situations, | have witnessed
families struggle, often making decisions driven more by
emotion than by sound real estate practices. My goal here is
to offer guidance that enables families to navigate the
complex emotional landscape of real estate transactions,
fostering relationships that can withstand the pressures of
change—ensuring that family members remain on speaking
terms, if not perfectly harmonious.

When we think about the “value” of real estate, our initial
thoughts often revolve around the sale price of a house.
However, my definition of value encompasses much more. It
includes the emotional aspects of letting go—helping families
sift through their belongings—and facilitating healthy
communication between generations, ensuring that everyone
feels as though they are emerging victorious from the
process.

In 2007, | crafted the course material for Canadian real estate
agents aimed at assisting seniors and their families through
the real estate process. This culminated in the establishment
of the Accredited Senior Agent professional designation
program, which received widespread recognition. My
experiences, including over 600 trials across North America
and my training as an arbitrator and mediator, have equipped
me with a deep understanding of family dynamics—often
fraught with conflict when handling estates. | have dedicated
my career to teaching countless agents how to best serve
their senior clients, whether through downsizing, relocating
to retirement communities, transitioning to assisted living, or
simply modifying current homes to better meet their evolving
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needs. The intricacies of dealing with estates have become a
significant aspect of my work with families.

Since 1968, | have passionately advocated for seniors and
their families while coaching real estate agents to excel for
their clients. Now, | feel compelled to share the insights I’ve
gained over the years. This book emerges from that desire—an
opportunity to reveal the key secrets that can lead to success
in real estate.

While | have received numerous accolades, awards, and
recognitions throughout my career, this book is not a platform
for listing those achievements. Instead, it serves to impart
the lessons I've learned along the way: showing clients how to
maximize the value of their homes while encouraging
collaboration among family members. Understanding that
wasted time can translate into leaving dollars on the table,
it’s essential for everyone to come together in harmony,
advancing towards a common goal. While it’s not always an
easy task, | firmly believe that with the right experience and
guidance, it is a manageable one.

If you wish to explore my achievements, a summary can be
found at the end of this book. For now, let’s dive into the
core subject: how to successfully sell a hoarder’s home while
minimizing stress, engaging professional assistance, and
achieving optimal market value for a property that may have
been neglected.
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Step One: Assessment

First step, assessment -are we dealmg with a clean or a
dirty hoarder?

Are there rodents,
mould, rotting food,
dead animals?

e |[f dirty, there are

dangers from things
such as

e hantavirus, a virus
that can infect the lungs and

e is carried by deer mice. There are many other dangers
as well.

e A clean up crew may have to wear full hazmat suits,
gloves, face masks and goggles which make it awkward
and hot to work in and add costs to the process.

e |f lucky, the hoarder was just a collector, it is just
a matter of removal of the accumulated stuff
but..... Executive Summary

e Purpose: A guide for selling hoarder homes, not for
removing hoarders.

e Target Audience: Sellers, estate executors,
Realtors®, and families dealing with hoarded
properties.

e Approach: Emphasizes compassion, expertise, and
practical, professional steps.

e Key Steps Outlined:
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e Assessment: Distinguish between "clean” vs. "dirty"
hoarders; safety protocols critical.

e Appraisal: Need for an accurate "as-is" value,
cleared value, and post-renovation value.

e Family Dynamics: Managing disputes among
heirs; suggests mediation to maintain focus.

e Agent Selection: Importance of choosing a
specialized agent (preferably SREA
designated).

e Clean-Out Planning: Specialized procedures for
condos and homes.

e Marketing Strategy: Pre-marketing efforts, web
exposure, professional photos, and customized
plans.

e Case Studies: Real examples illustrating challenges
and successes (Sarah's move and extreme hoarder
case).

 Outside Services: Emphasizes importance of
professional crews and specialists.

« Emotional Challenges: Managing heirlooms, family
disagreements, and seller grief.

» Author Credentials: Barry Lebow, highly recognized
real estate and appraisal expert with decades of
experience.
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» Special Services Offered: Potential refund of
appraisal fees if Realtor services are engaged.

» We have found treasures amongst the stuff. Old stock
certificates, collectibles, good tools, jewellery and
yes, cash stuffed into a shoe box.

» Separate and investigate. The crew must go through

the goods carefully to find if there are any treasures or
items that are worth being sold.

e Many items can be donated to worthy charities, and
we know the charities that will issue tax receipts for
the goods donated.

» In some cases, we can use outside crews with their
own trucks while with other properties we need
large dumpsters.

» We must ascertain the working conditions. Some houses
have had all services cut off. It is difficult to work
without good lighting, impossible to work without water
and toilet facilities and in winter, with no heat and in
summer without air-conditioning. The quality of the
workspace contributes to the costs of removal. When
there are no working facilities, work hours are obviously
limited.

» Given the complexities and the fact that each situation is
different, cost estimates for this aspect of the work
can vary greatly and in some situations are difficult
to estimate accurately due to the unknown number of
the hours to be invested.
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Case Study: An Actual Hoarder Sale

Sarah was resisting a move but with an elderly and
somewhat feeble in body husband and with her in the
beginning stage of dementia, neither she nor her
husband were of the capacity to live in their long-
standing home. | had been called in by her two adult
children. Sarah’s legs were weak, she could no longer
climb stairs, she no longer cleaned and too many times
she left the stove on among other dangerous actions.
And she had stuff - stuff all over her counters,
overflowing  bookcases, @ magazines and books
everywhere; it was a house in turmoil. Sarah was a
hoarder but thankfully, not to the extreme.

We brought in a family counsellor to deal with her and
her husband to get them on board. There were days
when Sarah could not wait to move and other days
where she outright hated me for “throwing her out of
her home.” But the family was onside and wanted their
parents safe in a care facility. The money from the sale
of the house was needed to finance their upcoming
long-term care.

Slowly my crew went through the stuff. Some had resale
value and some had sentimental value. We distributed
the sentimental goods to the children and grandchildren
as our first priority. We also earmarked the items from
furniture to personal items that would be moved into
the new facility, with its minimal space.
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My transition manager attempted to sell some of the art
but it had little collectible value and eventually it was
donated as were most of the household items to
charities that gave the family generous tax receipts.

Then we dug into the remainder of the stuff which was
more or less junk from hundreds of magazines,
newspapers, old foodstuff and so much more and after
two backbreaking days my crew cleaned out the house.

Sarah and her husband spent a couple of days with
relatives as | brought in my cleaning crew who
shampooed broadloom, shined hardwood, steam
cleaned bathrooms, did laundry and cleaned all
windows. The house shone for the first time in decades
and with my transition manager adding some nice
pieces for staging, | was able to attract an excellent
offer within 48 hours of market exposure.

What we left due to costs - wallpaper. We looked at the
cost of wallpaper removal and repainting and decided
that the money spent would not yield a higher value.

The same with the beautiful rose broadloom. It was laid
over plywood, investing in new hardwood would not
have warranted the investment. There was some
limited hardwood in place though, which was a plus.

In the end, the house sold quickly and for top dollar.




A GUIDE TO SELLING A HOARDER’S HOME

A lot of time was spent in hand holding, in attention to
Sarah, her husband and the family’s needs. At all times

both sellers were given access to independent legal
advice.

This art piece was my gift to the clients for their memories of
their long-standing home.
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Step Two: A Proper Written Appraisal
Price is a necessary first step;
what is it worth? Before the
treasures are cleared, the junk
discarded, market value for
the house has to be
established. Given that
many properties have
bickering family members, a
proper valuation is an essential step in the process of
listing the property. In the case of a hoarder property
there are actually three values to be determined:

1. That of the current, “as is” value

2. That of the potential market value after clearing and
cleaning

3. The market value after upgrades, repairs and
improvements are invested in.

Frankly, few professional appraisers are equipped to give these
estimates, and few Realtors have the expertise. It takes a
professional with appraisal expertise combined with
renovation experience and sales knowledge. That is a rare
commodity in any market.

Good valuations set the stage and offers everyone a single goal or
focus: to achieve the highest potential sale price! If the hoarder
property is an estate, the Estate Trustee must be protected that
they acted in a professional and neutral manner. For the “as
is” value a professional appraiser should be retained. In
Canada, appraisers should be designated by a recognized
appraisal association. An interesting fact, Ontario does not have
licensing for appraisers
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Yes, real estate agents can price the house, but many
are not equipped to properly estimate value or they
come in at a price that is not realistic in order to just get
the listing. An appraiser has no other service to offer.
He or she is not involved in the result; an appraiser is
neutral. A Lebow Tip: avoid appraisers who
predominately just do mortgage work. They do not
research in depth nor do they provide careful analysis.

A proper valuation must be carefully researched,
analyzed and written in a manner that allows the
layman or professional to understand the conclusion. A
free Realtor valuation is worth the price paid - nothing!
A proper appraisal takes days and a fee is involved.

How to find a good appraiser? First ask your lawyer. Or
ask Barry. Having criss-crossed North America for many
years on behalf of clients, Barry Lebow, has worked with
many fine real estate professionals in various centres. He
has retained local appraisers across Canada and the
United States for clients. Barry can provide a short list of
the best qualified appraisers for properties in Ontario,
from a single family home to an entire portfolio.
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There are Different Specialities of Appraisers
Some appraisers value:

residential real estate

e commercial real estate

* businesses

e machinery, equipment and plants

e gems and jewellery

e personal property (such as contents, collections, art)

e | would be pleased to connect you with those who
specialize in different aspects of appraisal
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Clean-Out Crew Checklist for Hoarder Condominium Unit

Pre-Planning

e Meet with property management.
e Book service elevator (confirm time limits and rules).

e Obtain move-in/move-out elevator padding or protection
requirements.

e Obtain permission for extended elevator use if needed.
e Reserve loading dock or parking for trucks.

e Confirm disposal site (landfill, special waste, donation
centers).

e Determine if condo requires liability insurance certificate
from crew.

Site Assessment

e Conduct initial inspection of unit (volume, type of debris,
hazardous materials).

e Assess for biohazards (e.g., mould, pest infestation,
human waste).

e Plan for protective gear (respirators, gloves, suits if
needed).

e (Check air quality (masks, fans or air scrubbers may be
needed).

e Map out the best path from unit to elevator to truck.

Crew Preparation

» Schedule enough labour (2+ crew minimum for heavy
hoards).

o Equip with dollies, bins, carts suited for elevator loading.

e Prepare protective materials for elevator (padding, floor
covers).

o Bring odour neutralizers or portable air scrubbers if
necessary.
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Day of Clean-Out

* Notify property manager/security upon arrival.
¢ Install elevator padding before use.

¢ Protect hallway floors and corners if required.

¢ Maintain clean, organized elevator trips (avoid blocking
hallways).

* Rotate elevator use quickly to avoid resident complaints.
¢ Document damages (pre-existing and new, if any).
e Work quietly and respectfully (mind noise levels).

Waste Handling

e Separate recyclables, donations, hazardous waste.

e Bag and seal hazardous or biohazard materials separately.
e Use odour control measures during removal.

Post-Clean-Out

Final walkthrough with property management.

Remove elevator padding and floor covers.

Clean common areas affected by move-out.

Photograph unit and common areas for proof of condition.

Final Documentation
e Complete incident/damage reports if necessary.
e Submit final report to client and/or property manager.
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For Probate and Similar Appraisal -
Potential Free Service

Why Choose Barry Lebow?

With many decades of experience as both a seasoned
Realtor and certified Appraiser, | offer an unmatched
blend of expertise to guide you through every
property challenge. Whether you're handling
probate, managing a divorce, or preparing to sell, |
deliver trusted advice and exceptional service every
step of the way.

Comprehensive Professional Appraisal Services
v Tailored Solutions for Every Need: Probate, divorces,
partnership splits, and more.

v Accurate, Reliable Reports: My appraisals meet the
highest standards for legal and CRA compliance.

v Personalized Attention: Every appraisal is conducted
personally, ensuring precision and dependability.

. Exclusive Offer: Your Appraisal Could Be FREE!
‘" How It Works:
e Pay a competitive market rate for your property
appraisal (plus HST).

e If you choose me as your Realtor within 18
months—or refer a client who sells with me—I’ll
refund the full appraisal fee, including HST!

e All | ask is the opportunity to present my
marketing plan and earn your trust as your real
estate professional.

* Note, | can only make my offer for properties that
have the potential to be sold in the near future.
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What Sets Me Apart?

e Unparalleled Expertise: Decades of experience
and multiple professional designations ensure
you're in expert hands.

e Detailed, Legal-Standard Reports: Beyond a
basic letter, | deliver comprehensive appraisals
that stand up to CRA and legal requirements.

e Seamless Integration: Save time and simplify
decisions with my combined Realtor and
Appraiser services.

e Customized Solutions: From valuations to
marketing strategies, | tailor everything to your
unique goals.

Flexible, Transparent Fees

e Custom Properties: Complex or unique homes are
priced accordingly.

e Single-Family Homes & Condos: Competitive
rates for straightforward appraisals.

Need a Different Appraisal Expert?

I’m happy to connect you with a trusted, designated
appraiser who will deliver a high-quality report
tailored to your needs.
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Let’s Get Started!

Whether you need an appraisal or are ready to sell, I’m
here to help turn your property into a success story.

| Call Now: 416-399-2852

E Email: barry@lebow.ca

== Schedule a Consultation:
https://barrylebow.com/contact/
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Step Three
Family Relations

For an estate or if you are a sole heir, you actually are in
an envious position in respect to this role. So many
estates create tension with families, not over the
process but because old wounds surface. Old slights and
family dynamics cloud reasonable thinking.

A top real estate agent must have some experience in
family mediation. In a simple perspective the process
should always start with a grasp of the end. The
questions are basic, “do you want the property sold,
when do you want it sold and roughly how much do you
get from your share?” Sitting down with the parties,
even warring parties and asking those hard questions
can lead the real estate agent, “then let’s work to the
result. You don’t like your (fill in: sibling, cousin, aunt,
former partner, etc.) then let’s make it simple. The
longer we have to deal with the property, the longer
you have to deal with each other. The longer you keep
the property the more the costs. Therefore, let’s work
together on the object, the property and not on the old
wounds. Let’s make this happen to have closure, to
move on and to make you the most money in the
shortest time. You can go back to disliking each other
when this is over.” Yep, tough love in real estate!

Sometimes, a tough mediator is needed. When your
agent is not equipped, an outside mediator can be
brought in. One thing - keep the lawyers at bay. When
family members retain their own lawyers, costs escalate
at the expense of each party.
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Remember, in the end, it will end. You can make that
end come quickly, and easily or you can allow for the
emotional to dominate and all will lose in the process.

As a university trained Arbitrator and Mediator, it
bothers me when a simple process is focussed on the
parties and their dislike of each other. These negative
emotions dominate and bad decisions prevail.
Sometimes, an outside professional has to take a rather
strong role in the process.

After all, it is your inheritance - your money.

For more on this subject, no better book exists in
Canada than:

The Family War: Winning the Inheritance Battle
- Jordan M. Atin, Barry Fish, Les Kotzer
Copyright © 2014 Continental Atlantic Publications Inc.

The Family

WAR

Winning the Inheritance Battle
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Step Four

Agent Selection

oarder house recuress WRRREAFREREH

qualified, trained real

estate agent who can guide the parties through the
entire process, bring in top experts and service providers
and make a

complicated situation run smoothly. There are a

limited number of agents with this expertise.

Having a sales agent with the SREA designation is a
sure-fire way to know that you are in good hands,
but how do you find and ultimately choose the
best real estate agent for this difficult real estate
situation?

Choosing the wrong agent will drag out the process,
possibly resulting in the value of the property being
less than can be achieved by a more experienced and
focussed agent. Beyond the SREA designation, there
are things you can look for that will help you ensure
that you are entrusting your real estate situation with
the right person, for all the right reasons.
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How to Find your Agent

1. Know Your Goals; Never Waiver
Start with perceiving the completion of the sale and
you'll have a much better chance of achieving it. Not
having goals can allow for much more emotional
decision-making, and that can be disastrous. Take the
time to sit down with everyone who will be involved in
the process, and ask each one what "success” means,
then compile a full list. Most often you will find that
there are few conflicts, because at the end of the day,
you're all wanting to achieve the same thing: good value
delivered on time and with additional help on the more
emotional side of moving a hoarder, usually who is a
senior or dealing with an estate.

2. SREA, SRES or ASA Designation
Most real estate agents list and sell - that is it, few offer
full services. Designated Realtors who have designations
for senior’s real estate are people with experience, a
strong network of people to help you make the right
decisions for the right reasons, and the ability to help
several generations make it through in one piece!

3. Is Real Estate Their Only Career?
Many people will have real estate as a second, or even
third career. You'd have to ask yourself if you would
truly be the focus for them, or if they could become
distracted and leave you by the wayside. Picking a full
time, focussed, experienced and dedicated agent
ensures that you are their centre of attention.
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4. Listing Machines
Be wary of superstar real estate agents who take
abundant listings and then have junior team members
handle your needs. The hoarding process requires a
great more than just listing and selling.

5. Testimonials And Internet Research
Check the sales agent’s website or social media
channels. Do they have many recommendations or
positive testimonials? Look at the reasons people offer
as reasons for their words of praise. Do they mirror your
"hot buttons?” Your concerns and needs are paramount,
and if the testimonials don't add up to the agent’s own
descriptions of themselves, then perhaps they're not as
authentic as you need them to be! Do not forget to
Google research the sales agent as well.
https://rankmyagent.com/ is an excellent website for
agent testimonials.

6. Look Beyond the Presentation
Many people will say anything just to get in the door, so
don't let your emotions get in the way. Make a logical
and rational decision. This is not the time to chose
someone based on a popularity contest criteria. Make
sure the agent you choose has every aspect necessary to
make the process run smoothly - and that includes more
than just smooth talk, pretty pictures and lovely graphs.
What will they do for you, what will they do with the
clean up process and what expertise with hoarding have
they had? Do they expect you to do the work or do they
have a clean up team led by a transition manager who
can take the pressure off of you?
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7. Don't Just Go with "My Friend/brother/cousin”
We love our family and friends, but that doesn't mean
they’re the best choice. Approach their offers to work with
you with kindness but let them know that you're about to
embark on a serious mission, with lots at stake. Emotional
decisions are easy to make here, because it's tough to say
"no" to someone close to us. Review their presentation and
background and only select them if they truly are the best
option.

8. Lowest Commission
There is not question that some low commission brokerages
do provide more than basic services, but they are not
atypical. Many low commission brokerages can treat you
like a transaction - they have to do volume. You may save
on commission, but you could lose in the end a full service
agent could have possibly made you more on the sale. And
you will end up having to do the work!

9. Compassion, Empathy and Honesty.

Find an agent who truly cares about your situation, who
will work with you and who’s word means something. Look
at their personal appearance, do they appear professional?
Be wary of agents who will make promises that they just
cannot or will not keep.

10. Number Envy
Some brokerages will tout the sheer number of sales
they have made. While impressive, again, it doesn't
mean that they dealt in your area of need: dealing
with a hoarder house, moving seniors or dealing with
an estate sale. There is much more going on in these
situations, and you need to account for the emotional
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toll that it will take. And then ask yourself: if I'm
treated like a transaction, will that be okay, or
because of the people involved, and all that must be
done, should | aim for someone with a bit more
empathy?

11.  Marketing and Advertising Plan
No property sells itself. Today, an agent must
design a custom program with a strong internet
presence. Print is almost dead today (but it does
have certain applications). Today’s buyers are tech
savvy and you require a dedicated website, SEO,
and other internet marketing.

12.  Your Gut. In the end, go with your gut. Does this agent
mesh with you? Will they listen to you, work with you?
Are they someone you feel can communicate with you
and at all times, do they have empathy for your
situation and care about you and the relationship rather
than just another transaction for them to sell?

13.  Avoid making new friends. Do not go with the agent
you like, go with the agent who you like what they can
do for you. Many agents want to be your friend. A true
professional is just that, a professional. Your doctor,
accountant or lawyer may be friendly, but they do not
strive to be your friend. Go with the person who can get
you the desired results.
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Case Study: The Extreme Hoarder

Located in the north Scarborough area, even the exterior
gave off the appearance
that something was wrong
with the house. The grass
had not been cut in years,
the wooden garage doors
were peeling as was paint on
most of the trim and some
of the window sills showed
rot. The interior was far worse. We had to turn sideways
to walk though the

paths within as the accumulated trash was from floor-to-
ceiling. The bathrooms were disgusting, the sinks and
toilets had not been cleaned in years. The kitchen,
which was impossible to enter due to the rubbish had
half ripped out cabinets and cans of expired foodstuff
piled up on the counters. No appliances appeared to be
in working condition nor had evidence of ever having
been cleaned.

One bedroom was full with clothing piled up to the
ceiling with no path to enter the room, another was
filled with old electronics as was the basement. The only
saving grace was that there were no pets nor to our
surprise, rodents.

The owner had actually been found dead in the house
and the front door had been smashed in by the police.
He was an odd man. From the countless books in the
house he had been an educated man, an intellectual.
Eventually we found out that he had divorced many



A GUIDE TO SELLING A HOARDER’S HOME

years ago, left his ex-wife and children in the United
States and moved to Toronto. He remarried and all had
been fine but when his second wife died, he went into a
severe depression and the way he lived reflected his
mental anguish. We found his bed, a double, with only a
narrow space to lie down. The other part of the bed was
stacked high with clothing.

My first approach was to strip the main floor two-piece

bathroom, take out the sink and toilet and immediately
put in a basic sink and a new toilet for my crew to use.

We painted the room and made it clean.

The cleaning of this house turned out to be one of the
worst we have ever dealt with as the two grown sons,
still in the States were convinced that their estranged
father had stocks and money salted away and we were to
tasked to look through everything. Due to the extensive
hoarding, we eventually would take out 3 full, 30-yard
bins of stuff from the house. | had 3 women sort through
everything at the request of the family to find valuables.
In the end we found many stock certificates, all had
been cashed and bank accounts that had been closed.
What could have taken one week to clear the house took
us six and added to the costs. In the end, we found no
hidden treasures.

It was a difficult clean out and in the end, when the last
of the stuff was taken away | viewed the original
flooring, the fixtures and made a decision, we stripped
to the bare plywood floors. The broadloom and linoleum
tiling was almost black with decades of filth.
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| had the garage doors refaced, a new front door, two
rotted windows replaced and had the entire house
painted off white. It was gutted. But the walls and
ceilings were intact.

It took two men with commercial lawnmowers a full
day to clean the yards. The grass was a few feet high.
The neighbours applauded my men.

| created an electronic flyer with the headline, “This
House Was a Disaster” and went into what a great lot it
had, that it had an excellent location, was of a very
good size and four bedroom and that someone could
renovate to suit their taste.

On the day of offer review that ad plus MLS exposure
resulted in 11 offers and a sale price $175,000 over
the asking price! The lawyer for the estate, a shrewd
real estate investor himself could not believe the
prices offered.

| invested a lot of time with personally attending 33
times over the weeks of the clean out to supervise my
crew and the trades.

It was not easy dealing with heirs out of the country
who had wild expectations and thankfully the lawyer
had some funds from the estate as our bills racked up.
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The end result was a great win for the two sons neither
of whom had ever had any decent money in their lives. |
was happy to have achieved a top sale price and bonus
money for the estate. A lot of work but a job that my
crew and | still talk about as it was so intensive.
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Step Five
Outside Services

There is an old real estate cliche, “do you want your
property on the market, in the market or ahead of
the market?” On the market is what so many do,
they just take the listing, put it on MLS and hope
that someone comes along with a buyer. That is why
a great percentage of properties expire each month;
they were merely “on the market.”

A top professional agent does not just list a
property: he or she markets it. It takes hard work to
find a buyer. It is his or her objective to be both the
listing and selling agent. For an estate though, an
experienced agent has to offer more services and
advice. Designated Realtors have the backing of
exceptional experts.

Some of the services that the exceptional experts

can provide through their SREA co-ordinator include:

0 Appraisers for art, collectibles, antiques,
automobiles

0 Auction services to sell possessions you want to
turn into cash

0 Bed bug removal
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O Certified real estate appraisal services

O Charities: which ones takes which goods

O Family dispute resolution

O Financial advisors who are neutral and do not
sell products

O Handyman services

O Home Inspection

O Housekeeping services

O Mortgage brokerage services for the buyers

O Mould remediation

O Packing and unpacking services

O Quality movers

O Relocation - network with real estate

brokerages across Canada, United States, and
other parts of the world

O Smell - too many old houses smell like old
houses. They have to be neutralized for first
impressions

O Staging to make the home achieve the highest
price

O Which consignment shops are best for unwanted
items

O Insurance services - few insurers allow for long
term vacancies
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Step Six
Dealing With “The Stuff”

Nothing will hinder a sale, cause more emotional grief
that dealing with the dreaded “stuff.” Stuff is divided in
various categories:

Heirlooms and sentimental objects to be distributed.
A good agent will work with the heirs to divide the
contents in a fair manner. If an heir is out of the city
they will arrange packaging and delivery

Stuff to be Sold for Income. Forget garage sales. They
sap a family’s strength. Moving the contents outside,
moving them back, weather problems and worse,
bottom feeding hagglers who will give cents for
valuables. There is a better and new concept, the online
auction. A skilled auctioneer can bring hundreds of
people into a house, via the internet or online to
attract highest bids, clear out a house and maximize
prices for the heirs. Clean, easy and hassle free and
with a bigger net. This is an added value service for
contracted clients.

Also, a specializing agent will recommend the best
consignment shops in the city for families who want
those services.

Stuff to donate. Given the bed bug infestation in North
America, not all household goods can be donated. Some
charities will pick up, some insist solely on drop off.
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A good agent knows about obscure charities that will
take what mainstream charities will not.

Stuff to dump. These are the last things to go and
disposal should be supervised by the agent if there is
no family member available.

Appraisals. For higher end goods to be sold arranges
appraisals with different experts to understand pricing
must be arranged.

There are many variables. Simply, a good real estate
salesperson has the knowledge, the skills and the
experts who can work to get the stuff out and to take as
much pressure off the executor and heirs as possible.

Advice: You must get past “do you know what we
paid for that?” Times have changed, the public today
wants newer, more modern and many a fine dining
room sets for example in the end has to be given away
as there are few, if any buyers.

SREA members are trained to guide you through what is
desirable and what has to be
given away.
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Step Seven

Pre-Marketing

e Now that the property is ready, the stuff
cleared, necessary places are touched up or
repaired and the home possibly staged.... it still
is not ready to appear on the MLS® system.

e A full, professional photograph shoot has to be
undertaken

e A website for the house has to be created

e In many cases, flyers have to be created to give
the neighbours a chance to preview the house
before appearing on MLS® (many have a friend
or relative who want to live there)

e |t will take 5-8 days to get all in place.

e An exclusive listing will be necessary, and signage
will be in place to attract passers by
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Step Eight
Marketing

Marketing methods today, by a pro-active real estate
salesperson have to exceed just putting up a sign and
uploading to MLS®. Marketing today may include the
following, depending on the property, location and
circumstances. Marketing should include:

1. Full Toronto Regional Real Estate Board, MLS®
exposure to all 72,000+ members

2. REALTOR.ca exposure and webtour for the public

3. The use of a professional firm which provides
professional photography shoots, uploading to my
personal online YouTube channel; mass
syndication on the internet via Search Engine
Optimization (SEQO) promotion to 30+ sites; AND a
website exclusive for the property

4. brochures and feature sheets where needed

. open houses (for select properties)

6. for buyers, a mortgage feature sheet showing them
their costs based on their downpayment

7. special open houses premarketing for the area
neighbours

8. additional promotions when needed

9. Automatic follow-up to each agent showing one the
listing with a short follow-up survey

10. To give synopsis each week of action, agent and

buyer feedback.
11. and more

Ul
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Note, to properly market a single-family
residence, many sales agents estimate their initial
costs to be from $1,000 to $2,000. A top agent does not
just take a listing, he or she invests in a listing. That is
why cutting back on promotion, skimping on what is
needed to market a property or taking overpriced
listings are not acceptable approaches. They cannot
afford to, for both their investment and their time.

A good agent does not take a listing only to be heard
from when there is an offer. A good agent
communicates with clients throughout the process.
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Financing The Transition Period

A common concern is: "How can we fund the clean-out,
professional cleaning, and potential renovations when all
available equity is tied up in the property?”

Given the high costs of labour, disposal fees at transfer
stations, and the expenses required to prepare a property
for market, many individuals simply do not have
immediate access to liquid funds. Often, the majority of
their financial resources remain locked in the home’s
value until the property is sold.

In some cases, homeowners may qualify for a line of
credit through their financial institution. However, this
can be challenging if the property is not held in clear title
or if the borrower’s credit capacity is limited.

Alternative solutions may include:

e Promissory notes arranged privately between
parties

e Short-term, second-position financing from private
lenders, used solely to cover interim costs leading
up to the sale

For years, Barry has supported clients in identifying
practical financing solutions to help them prepare
their homes for sale, with the goal of achieving the
highest possible market value.
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Step Nine

Why A Seniors Real Estate Advisor Agent?

The SREA is an elite Seniors Real Estate program. Many of
the members have also earned their ASA or SRES
designations and many have multiple designations.

A SREA is a kind of PhD in real estate with
requirements of longevity, education, experience,
contribution, an established Network of Exceptional
Specialists and much more.

An SREA Realtor makes the senior’s experience an easier
journey, no matter which avenue the senior or their family
have to pursue.

So if you are searching for a true expert - not just
someone who has that word on their website or business
card - then seek out an SREA Realtor and ensure you're
in the best hands possible. Here are some reasons for
you to follow this advice:

e They already have all the connections to help you
through the entire process

e They have specific training on inter-
generational relationships, managing the
emotional side of moving a senior or dealing with
an estate sale

e They have extensive experience in the real estate
industry, and can help guide you through the ins
and outs of the process

e Their expertise is specifically in estates, which
are much more complicated and nerve-wracking
than a typical residential sale

e All designated SREA Realtors support each other
and continue to share knowledge and expertise
amongst the group
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So, you have to ask yourself why you wouldn't engage a
SREA to help you, your parents, or another family or
friend move in their senior years, and especially if you're
dealing with a complex estate sale.

In 2008 | founded the ASA program which eventually
trained about 3,000 Canadian Realtors. Eventually, due
to my schedule | turned it over to another party. The
ASA program has morphed into another program which is
not as focused on the marketing of real estate. That is
what led me to create the SREA program.

Some Tips on Agent Selection

What the public does not know about top real estate
sales agents is their education. A good agent takes
seminars and education courses on a continuing basis.
It is proven (National Association of REALTORS® survey)
that agents with professional designations earn from two
to three times the income of a non designated agent. It
not about income; it is about professionalism, the
knowledge that one has to absorb and the dedication that
marks a designated real estate agent to be one of the
real estate elites. It is estimated that about 6-7% of all of
the 72,000+ members of the Toronto Regional Real Estate
Board dominate in sales. A good percentage (estimated
at around 17%) never had a sale in the past twelve
months! Worse, the majority of agents sell fewer than 5-
6 properties a year!

So, agent selection can ensure that the process can go
smoothly. You need a professional who knows what he or
she is doing and can not only list the house but also
negotiate the offer to help you achieve maximum value.

An SREA Realtor is dedicated to the career of real
estate. He or she has longevity, education, experience,



A GUIDE TO SELLING A HOARDER’S HOME

contribution, an established network of exceptional
specialists and much more.

It is not easy to be a designated agent as many
associations have ongoing, mandatory continuing
education. A designated real estate agent is on top of
the most recent changes in real estate from law to
forms. As well, software and new applications seem to
be coming to market every few days. Keep abreast of
the constant changes in computerization, the internet
and software is part of what it takes today to be a
professional real estate practitioner.

Further, check if the agent is active in professional
associations. A dedicated professional gives back to his
or her industry by contributing their time, energy and
knowledge. Have they received recognition for their
contributions to professional real estate?

Surveys indicate that more than half of all agents leave
the industry within the first eighteen months. A
designated real estate agent has been in their career for
years. If you are searching for a true expert - not just
someone who has that word on their website or business
card - then seek out a designated agent to ensure that
you're in the best hands possible.
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Step Ten
You and Your Agent: Communication

In a survey conducted by the National Association of
REALTORS® the largest complaint against agents was a
lack of communication. Agents took a listing and then
disappeared until there was some action on the
property.

That is obviously wrong. A professional agent keeps the
clients well informed and involved in the process.
Marketing is complicated, but it should funnel into one
very important thing: finding you the qualified buyer who
will pay what you deserve from your property.

A set time should be established, it can be say Friday
mornings, for example. The agent will call, highlight the
week’s activities. Progressive real estate offices track
each agent who shows a property. Email surveys go out
within a short time after their appointment asking for
feedback about the overall quality of the listing and the
pricing. This is valuable information that has to be
conveyed to you. You must be kept in the loop at all
times. When there is a lot of activity, you should know
and if not, then the property listing is not priced to
attract buyers. It is always about price, because price
dictates in real estate.

Negotiations: Dealing with offers...and other heirs

As the fun begins, and you start getting offers, things
can heat up. If there are some inter-generational or
family tensions, it can sometimes get downright
ugly! The agent has to be trained at dealing with these
situations. Deals are made because the agent you
chose is skilled in negotiation as a full-time, trained
professional. That alone is the major difference
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between a low commission and full-service brokerage.
A full-service agent negotiates for his clients and can
achieve a higher sale price.

You + Your Agent = Team You!

As you move through the motions of selling the
estate or property, your agentisthere to help you
focus on what's important, keep you informed, and
negotiate on your behalf once the offers start rolling
in. Not every offer is a good one, but a professional
agent will guide you through the process.

Their success should be solidly built on your success,
and you should take nothing less than that!
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A Bit About Barry Lebow

» Almost six decades of exceptional real estate
service and dedicated to the future!

* No other real estate broker in Canada has been
accepted by more courts as a real estate expert
than Barry Lebow (600 trials)

e One of the few Canadian REALTORS who has
earned 3 recognized appraisal designations

» Barry has earned 15 recognized real estate
designations

» Awards from major real estate associations,
Canadian and American

» Recognized as one of Canada’s leading real estate
experts

e Teacher, trainer, instructor to thousands of
Canadian real estate agents
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One of Real Estate’s Most Prestigious Awards

Barry was honoured to have received in
2010 the rarely awarded

Meritorious Award for
Real Estate Achievement

Toronto Chapter, Real Estate Institute of Canada

“For outstanding contribution to the
profession and high ethical standards”

ﬂ Reaal Estate Institute of Canada
Institut conadien de Minmmeubla
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From Barry Lebow

| am proud to have created and written
the Canadian textbooks on senior real
estate, for real estate agents. As
founder of the Accredited Senior Agent
(ASA) and the Senior’s Real Estate
Advisor (SREA) professional i
designations, | have taught hundreds of agents how to
deal with seniors, downsizing, their families and
estates. Today, with a career spanning almost six
decades in real estate which started in 1968 when |
became a residential salesperson, I’ve returned to
my roots, my love of selling and helping families.

Over the years I’ve earned 15 recognized real estate
designations, spoken or lectured to thousands of
appraisers, mortgage brokers, real estate sales agents,
lawyers and other audiences across Canada, the United
States, Mexico, the Caribbean and in Central America.

Many regard me as one of Canada’s most recognized
real estate experts, having testified in approximately
600 trials in North America, and been accepted as a
multi- faceted expert. My professional reports have been
accepted by courts around the world and it has been a
special honour to be involved in court rulings where |
have been appointed to handle a valuation, an
arbitration or sale.

Hoarders, senior moves, estate work and divorces has
been a vital part of my ongoing career, from my early
years in appraisal to years of selling. This specialized work
involves many more skills in an agent than just listing,
putting on MLS® and waiting for offers.
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| have learned to deal with families, with their needs.
Usually, a major problem in an estate is dealing with the
stuff, from family heirlooms, to other valuables, charity
items and plain junk. | work hard to make that easy for
the family due to my contacts.

| have settled fights among siblings and heirs and have
held hands with sellers whose sentimental attachment
has overwhelmed them.

There are a great more skills and needs associated with
an estate sale and this simple guide outlines what a good
real estate agent and Seniors Real Estate Advisor must do
for the sale of an estate property.

| welcome your comments, inquiries and am at your
service.

Barry A. Lebow, FRI, CRF, SREA, ABR, SRES, IFAS, ASA
Professional Land Economist, Arbitrator and Mediator
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Contact Information for Barry Lebow Barry is a
broker-of-record with:
RE/MAX Realtron, Robert Kroll Realty, Brokerage

“= RE/MAX
v

R {@]\'] Reatty inc.

we

183 Willowdale Ave, North York, ON M2N 4Y9

His direct phone: 416-399-2852
Office (416) 222-8600
email barry@lebow.ca

website www.barrylebow.com
website www.barrylebowbrokerage.com

Facebook https://www.facebook.com/BarryLebowProfessional
Linkedin http: www.linkedin.com/in/barrylebow

Feedback

Barry Lebow is one of the most accessible, easy to
chat with people in real estate. About the content in
this guide, if you have questions or challenges, just
email or pick up the phone. Your comments and
concerns are welcome.

Thank You
Note: REALTOR® is copyrighted by the National Association of

REALTORS under license in Canada to the
Canadian Real Estate Association.
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