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(minus the overwhelm, the regret, and the family drama)



Maybe the kids are grown and gone. Maybe retirement is here, or it's getting close. Or maybe you just have a

feeling that something needs to change, and you can't quite name it yet. Everybody has an opinion about

what you should do. The kids have a few. The neighbors have some. The internet has about a million. This

guide won't tell you what to do. It will help you figure out what you want, then lay out your real options so

you can make the call with a clear head.

What Folks Tell Me
Every story is different. Still, I hear some of the same things a lot.

Maybe one sounds like you. Maybe none do, and that's fine too.

"The house is more than I need now."
Rooms sit empty. The yard takes a whole Saturday. Upkeep eats

time you'd rather spend on other things.

"I want to use what I've built."
Your home may be your biggest savings. You want to know what it

could do for you in this next part of life.

"The bills keep going up."
Power, taxes, insurance, and repairs add up, even on rooms nobody uses.

"I want to be closer to the people and places I love."
Friends have moved. Family is far. Errands take a long drive.

"Something changed, and the house didn't."
A new job, a loss, a health change, or retirement can make a home that fit just

right feel like it doesn't anymore.

None of that means you did anything wrong. Life changed. The question is what you want to do about it, if

anything.
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Let's Start With You
When I sit down with someone for the first time, I don't open with prices or paperwork. I ask one question:

"What's going on in your life that makes a change feel needed?"

Then I listen. Most folks find their answer right there in that first talk. It usually comes down to four things.

Grab a pen and give each one a minute.

1. Why now?
What's got you thinking about this? Is it the house, the money, your health, your family, or just a feeling?

2. When?
Is there a date that matters? A birthday, a school year, a lease, a doctor's advice? Or is there no rush at all?
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3. What worries you?
What keeps you up at night when you think about moving? What about staying?

4. What does "just right" look like?
Picture a normal Tuesday a year from now. Where are you? What are you doing? What's not on your plate

anymore?

There are no wrong answers. If you wrote "I don't know" on every line, that's a fine place to start too.
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Your Options, Side by Side
Once I know what matters to you, I lay out your options. Not just one. You get the good and the hard parts of

each, and then you choose.

Option What it looks like Could fit if The trade off

Stay as you are Change nothing for now. You're happy, and the

house still works for

you.

Costs and upkeep keep

coming.

Fix up and stay Make changes so the house fits you

better.

You love where you are

and want to stay put.

Repairs cost money and take

time.

Sell and buy
something that
fits

Sell, then buy a home that matches

your life now.

You know what you

want next.

It's the most moving parts. We

plan the timing with care.

Test the market List at a price we pick together, for

a set time. If it doesn't sell, we

lower it on a date we chose ahead

of time.

You want to see what

buyers will pay before

you commit.

It takes a little patience.

Take a cash offer Sell to a buyer who pays cash, often

fast and as is.

You need speed or don't

want to fix things up.

You often give up some price

for speed and ease. I'll show

you both numbers side by

side.

Sell and rent for
a while

Sell, then rent while you sort out

what's next.

You want time to pay off

debts, rebuild credit, or

decide where to land.

Rent costs money, and you'll

move twice.

Sheree Byrd, REALTOR®  •  Slate & Key Realty Group, powered by AXEN Realty 5



Some questions aren't mine to answer. Taxes, benefits, credit, and loans go to the right pro, like a CPA, a

financial advisor, an elder law attorney, or a lender. I'll help you figure out who to call.

The CLARITY Method is seven steps at your pace. You lead. I lay out the road and walk it with you. You can

stop at any step, and that's okay.

CLARIFY What Matters Most

We sit down for about an hour. First, I go over a short form the state requires, so you know how I work and

who I work for. Then I ask what's going on in your life, and I listen. Bring anyone you'd like. You make the calls,

and I'll always talk to you first.

LISTEN So You Feel Heard

A few days later, I send you a one page note called "What I Heard." It covers why now, your timing, your

worries, and what "just right" looks like. You tell me if I got it right.

Then you decide if we keep going. If you're not ready, tell me when to check back. That's the only time you'll

hear from me about it.

ASSESS Your Real Options

I send a short list of papers to gather, like your loan payoff and last year's bills. Then we lay your options side

by side on one worksheet, with local market numbers in plain English. You pick which options go on the sheet.

REDUCE It to One Simple Plan

You choose the path that fits. Together we build a one page plan with your dates, your team, and who does

what. If you're moving, sorting your things starts first, because it takes the longest.
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IMPLEMENT One Step at a Time

You'll know why we're doing each step before we do it. You'll hear from me on a schedule we pick together,

even when there's nothing new. If life changes, we change the plan and write it down.

TRANSITION Into Closing Day

About a week before closing, we meet so I can walk you through the day. You get a one page sheet: who'll be

there, what to bring, and what the main papers are for.

YOUR NEXT CHAPTER Make Sure It Feels Right

My help doesn't stop at closing. I'll check in after the move to see how you're settling in. About a month later,

we'll catch up by phone or in person.

If you're happy, I'll ask one time for a Google review. No pressure either way.
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Picture Your Next Chapter
Go back to your answer for question 4, the one about a normal Tuesday a year from now. Read it one more

time.

Maybe that Tuesday is in a smaller place, with no stairs to climb and no spare rooms to dust. Maybe it's right

where you are now, with a house that finally fits. Maybe it's somewhere you haven't picked yet.

Whatever it looks like, it's yours. The bills feel easier to handle. There's time for supper with friends, a trip to

see family, or the hobby you've put off for years. When something breaks, you aren't holding your breath

over the repair bill.

The CLARITY Method is just the road to get there. You pick where it goes.
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What's Holding You Back?
If you've thought about this for a while and haven't moved, you're not alone. Here are the worries I hear

most, and how we handle each one.

"I'm not ready to let go of the memories."
You don't have to. We sort one room at a time. The things that really matter come with you, or go to someone

who'll love them.

"The kids have opinions."
They usually do. They're welcome at the table. But this is your move and your call, and I'll always talk to you

first.

"What if I sell and can't find anything?"
That's why buying and selling get lined up in the plan before your house ever goes on the market. Your lender

will walk you through your options for timing the two.

"I can't face all this stuff."
Most people can't, all at once. That's why sorting starts first and goes at your pace.

"I don't know what my house is worth, or what I'd do with the money."
That's what the Assess step is for. I bring the market numbers. Your CPA or financial advisor helps with the

rest.

"Maybe I should just wait."
Maybe so. Sometimes waiting is the right call, and if it is, I'll tell you. You pick when I check back.
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What Clients Say
From my Google reviews

"Selling my parents' home was an emotional decision, and I'm so thankful I chose Sheree to guide me through it. From

the very beginning, she understood how special the home was to me and handled everything with care and

professionalism. Her knowledge and expertise made the entire process easy to navigate, and thanks to her advice, the

house sold quickly with a smooth closing. Sheree was always available to answer my questions and went above and

beyond every step of the way."

Crystal B.

"Very friendly and knowledgeable and was a tremendous help navigating through any issues that came up when

selling the house. Listened to us and really hit the mark on the sale price and expectations. Will use her again if we

have to do this again."

Rhonda H.

"Very pleased working with them, easy to talk to, made things easy to understand and was able to answer any

questions I had."

Austin J.

"Sheree was an absolute joy to work with. Super responsive, respectful, and informative. I would work with her again

in a heartbeat."

Griffin D.

Want to know if a move makes sense for you? Let's set up a call.
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My Story
Hi, I'm Sheree Byrd. I was born in Western North Carolina. When I

was six, my dad rejoined the military, and we moved to the

Mississippi Gulf Coast. At 21, I headed to Los Angeles to chase a

dream in the music business. I came home to North Carolina

because I wanted to, and that's where I met my husband. We

married in our 40s and built our first home when I was 42.

In 2020, my dad had his second stroke. That same year, I helped my

parents downsize. They sold the house they'd lived in for about 25

years. They stayed with us while they built a smaller place right

next door. Watching how hard that was on them opened my eyes.

(The leftovers went into a shed in my backyard. I'm here to tell you

that shed is still full. My mother and I have a date with it in spring

2027.)

Before real estate, I spent about 14 years in long term care administration, including years as a licensed

nursing home administrator. I also earned my master's degree in health law. That work showed me up close

how heavy the money, care, and family choices get in this stage of life.

So I don't come in with a plan already made. I ask, I listen, and I lay out your options. Then you decide. I show

up for my clients the same way I show up for my family.
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If you're thinking about what's next, let's talk. There's no pressure and no sales pitch.

Just a real conversation about what you want, at your pace.

Sheree Byrd, REALTOR®

Slate & Key Realty Group, powered by AXEN Realty

License #358064

828.556.5468

sheree@slateandkeyrealty.com

E Q UA L  H O U S I N G  O P P O RT U N I T Y
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