Gambrills Estate:
Downsizing 911

Client’s father was hastily
moved into assisted living in 7
days. Personal property and
condo sold in just 77 days!

“

Subject Property:
Gambrills MD
Working with Trusted Estate Partners to
sell my father's property through his
eventual move to an assisted living
facility was the best decision my family
and I could have made. Trusted Estate
Partners handled everything a traditional
real estate agent would have - from
preparing his condo for sale (including
marketing, showing and handling sale,
etc.), to downsizing, packing, moving
(and then unpacking and setting up his
belongings) in his new environment.
From our very first meeting, Andy and
Amy understood the importance of
making his move as easy and seamless as
possible.
-Rick

”

Background

A client called Trusted Estate Partners needing to move his
father into an assisted living community. The client was
planning ahead and also had M.S., making an already difficult
process all the more challenging. Two weeks from the initial
call, we received a second call that his father’s condition was in
rapid decline and a room became available in a community that
was on the short list and they needed to decide on whether to
take the room within seven days. Here is what we needed to
do:
•Contact a “Senior Move Manger” alliance partners who may
be available to create a floor plan and move.
•Arrange for an auctioneer to pick personal property.
•Clean out remaining personal property.
•Sell the Condo in “as-is” condition for the highest price.

Challenges

This downsizing presented multiple challenges. Trusted only had
seven days notice. The client had limited mobility. The condo
was in an “over 55 community.” Here is what needed to be
done:
•A Senior Move Manager needed to get the job done in seven
days.
•Figure out the fastest way to sell the condo for the highest net
possible, in a “55 and over” community.
•Clear out and dispose of the remaining personal property in
order to get the condo ready for sale.
•Plan and implement a marketing strategy that would attract
buyers who qualified to live in a “55 and over” community.

