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Inherited Property Match

100 Things to Look for

When Choosing a Broker
to Sell Inherited Property

A Due Diligence Checklist for Heirs, Executors, and Trustees

Inheriting a property comes with a mix of responsibility, emotion, and unfamiliar
decisions. One of the most important is choosing the right broker to handle the
sale. This is not a standard sale: authority to sell, disclosure rules, property
condition, family dynamics, and timeline pressures all change what you should look
for in a broker. This checklist helps you evaluate the right fit before you sign
anything.

How to Use This Checklist

Start with the Top 10 Non-Negotiables, then focus on the sections and areas that
matter most for your property, family, and timeline.

The Top 10 Non-Negotiables

1.

Has sold inherited property before. Not just once. Regularly. Ask for
specific examples.

Understands the legal framework. Knows the difference between a
probate sale, a trust sale, and a standard listing, and adjusts accordingly.

Knows the local market. Active in the neighborhood or submarket where
the property sits, not just the broader metro.

Prices honestly. Willing to give you a realistic number, even if it's not what
you hoped to hear.

Can handle the property's condition. Experienced with homes that are
dated, deferred, or need cleanout before (or instead of) showing.



6. Communicates clearly with everyone involved. Heirs, attorneys, CPAs, co-
executors. The broker should be comfortable coordinating with all of them.

7. Knows the disclosure rules. Understands which disclosure forms may not
apply when you never lived in the property, but also knows that material
facts you are aware of (roof leaks, foundation issues, environmental
concerns) must still be disclosed regardless.

8. Respects the timeline. Whether you're under probate deadlines, carrying
costs, or a reverse mortgage payoff window, the broker should understand
the urgency.

9. Discloses conflicts upfront. Transparent about agency relationships, dual
agency situations, and any competing interests.

10. Strong references. Can provide verifiable references from past inherited
property sellers, estate attorneys, or fiduciaries.

Licensing, Credentials & Standing (11-17)

11. Active real estate license in the state where the property is located

12. License in good standing with no disciplinary actions, suspensions, or
pending complaints

13. Active membership in the local MLS and relevant professional associations,
with strong brokerage support appropriate for the transaction

14. Errors and omissions insurance coverage currently in force

15. Full disclosure of agency relationships, including any dual agency or
designated agency (where one brokerage represents both buyer and seller)
situations, before the listing agreement is signed

16. Any history of lawsuits, arbitration complaints, or ethics violations

17.If the property is out of your state, ability to coordinate across markets or
connect you with a qualified broker in the right location



Experience with Inherited Property (18-29)

18.

19.

20.

21.

22.

23.

24,

25.
26.

27.

28.

29.

Number of inherited property sales closed as the listing broker in the past
two years

Experience working with executors, trustees, and administrators (not just
traditional homeowner-sellers)

Track record with probate sales, including court confirmation processes
where required

Experience with trust sales and understanding of how trust provisions can
affect listing authority, pricing, and timeline

Familiarity with Letters Testamentary, Letters of Administration, and the
documentation required to establish authority to sell

Experience handling sales where multiple heirs are involved and may not
agree on price, timing, or strategy (including the heir who doesn't want to sell
or thinks the price is too low)

Experience with properties occupied by a family member, tenant, or other
party who may not want to leave

Track record selling properties in as-is or dated condition

Experience managing remote sellers who live out of the area and cannot be
on-site regularly

Familiarity with reverse mortgage (HECM) payoff timelines and lender
requirements after an owner's passing

Understanding of how carrying costs (mortgage, taxes, insurance, HOA,
utilities, maintenance) create urgency and affect net proceeds

Willingness to provide verifiable transaction data from inherited property
sales, not just general production numbers

Property Condition & Preparation (30-37)

30.

31.

Honest assessment of the property's current condition, with clear advice on
which repairs or improvements are worth the cost and delay versus selling
as-is

Experience pricing and marketing homes with deferred maintenance,
outdated finishes, or cosmetic issues



32.

33.

34.

35.

36.
37.

Has a network of reliable, fairly priced contractors, handymen, and cleanout
services

Experience coordinating estate cleanouts, including working around
sentimental items, storage needs, and family logistics

Can market a property that is vacant, partially furnished, or still full of
personal belongings

Understands how property condition affects buyer financing (FHA, VA, and
conventional appraisal requirements)

Knows when a pre-listing inspection is worth the cost and when it's not

Experience with properties that have unpermitted work, code issues, or
deferred maintenance that may surface during buyer inspection

Market Knowledge (38-46)

38.

39.

40.

41.
42.

43.
44,

45.

46.

Deep familiarity with the local market, including micro-neighborhood
dynamics

Ability to explain relevant comparable sales clearly and defend the pricing
logic with evidence

Knowledge of pending developments, zoning changes, or infrastructure
projects that could affect value

Understanding of local permitting, HOA, and regulatory nuances

Awareness of current buyer pool demographics and demand drivers for the
area

Understanding of seasonal market patterns and optimal listing timing

Knowledge of school districts, flood zones, fire zones, and environmental
factors that affect value

Ability to identify and explain market risks (rising inventory, interest rate
sensitivity, softening demand)

Understanding of how the inherited property's condition compares to
current market expectations in the neighborhood



Residential Property Type Knowledge (47-56)

47.

48.

49,

50.

51.

52.

53.

54.

55.

56.

Experience selling the specific residential property type (single-family house,
condo, townhome, or vacation/second home)

For condos and townhomes: understanding of HOA financials, special
assessments, litigation, transfer fees, and lender warrantability (whether the
condo meets the requirements for standard mortgage financing)

For vacation or second homes: understanding of seasonal demand, short-
term rental regulations, and buyer pool differences

For older homes: knowledge of common issues (foundation, roof, plumbing,
electrical, lead paint, asbestos) and how they affect pricing and disclosure

For homes in age-restricted or 55+ communities: familiarity with community
rules, resale restrictions, and buyer qualification requirements

For properties in HOA communities: understanding of how HOA health,
reserves, and pending assessments affect buyer willingness and lender
approval

For homes with guest houses, converted garages, or additions built without
permits: knowledge of how these affect value, legality, and disclosure

For properties with solar panels, leased equipment, or PACE liens (energy
improvement loans attached to the property): understanding of how these
encumbrances transfer and affect closing

For homes held in an LLC or other entity: experience navigating the
additional steps required to transfer title

For co-owned property where not all owners agree to sell: awareness of
partition actions and how to advise (or when to defer to the attorney)

Pricing Strategy & Valuation (57-65)

57.

58.

59.

Provides a Comparative Market Analysis backed by relevant, recent
comparable sales

Explains the logic behind the recommended list price without just telling the
seller what they want to hear

Honest about pricing risks: overpricing, days-on-market stigma, and
appraisal gaps



60.

61.

62.
63.

64.

65.

Track record of pricing accuracy: how often does the property sell at or near
the original list price?

Willingness to push back on an unrealistic price expectation rather than
overpricing to win the listing

Strategy for pricing in a shifting market (rising, declining, or flat conditions)

Knowledge of appraisal standards and the ability to use multiple valuation
approaches (comps, cost, income) where appropriate for the property type

Ability to price a property that is dated or in below-market condition without
clean comparable sales

Understands the relationship between condition, pricing, and time on
market, and can present the tradeoffs clearly

Marketing Plan (66-75)

66.
67.

68.
69.

70.

71.

72.

73.

74.

75.

Written, property-specific marketing plan (not a one-size-fits-all pitch)
Professional photography as a standard practice (not negotiable for most
property types)

Drone and aerial photography for properties where it adds value

3D virtual tour or video walkthrough capability, especially important for out-
of-state heirs and remote buyers

Staging strategy or alternative visual presentation appropriate for the
property's condition, whether the home is vacant, dated, or still full of
personal belongings

High-quality property description copywriting that frames the property's
potential without misrepresenting condition

Credible digital marketing and broker outreach plan suited to the property
and likely buyer pool

Syndication to major real estate portals (Zillow, Realtor.com, Redfin, etc.) and
verification that listings appear correctly

Understands when broad-market exposure is best and when a limited-
exposure strategy may be justified

Timeline and milestones: when does each marketing activity launch relative
to listing date?



Communication & Responsiveness (76-80)

76.

77.

78.

79.

80.

Clear standards for responsiveness and availability, including by phone for
urgent matters

Regular updates on a defined schedule, including written market feedback
and showing activity

Flexibility on communication channels and willingness to adapt to what
works for the heirs, executor, or trustee

Willing and able to communicate directly with the estate attorney, CPA, or
other professional advisors when authorized

Has a backup point of contact if the lead agent is unavailable

Negotiation & Deal Management (81-90)

81.
82.

83.

84.

85.

86.

87.

88.
89.

90.

Demonstrated negotiation track record, not just years of experience

Strategy for handling multiple offers, including escalation, best-and-final, and
backup offer protocols

Experience negotiating inspection, appraisal, and financing contingency
issues

Clear strategy for handling buyer broker compensation under current rules,
including how it affects the buyer pool and net proceeds

Familiarity with common seller concession structures (credits, repairs, rate
buydowns) and when they make sense

Ability to keep a transaction together through unexpected problems without
giving away unnecessary concessions

Knowledge of contract terms and timelines specific to the state and local
customs

Experience managing transactions that involve attorneys on both sides

Sound judgment and professionalism under pressure, backed by examples
or references

Understands that inherited property transactions often have less room for
error on timeline, and manages accordingly



Team, Support & Infrastructure (91-95)

91.

92.

93.

94.

95.

Clear explanation of who you will actually work with day-to-day (lead agent
vs. team member vs. assistant)

Transaction coordinator or reliable internal systems for file management,
deadline tracking, document handling, and communication

A working relationship with a title or escrow officer experienced in inherited
property sales, probate chain-of-title issues, and death certificate
requirements

Wire fraud prevention protocols, secure document sharing, and identity
verification procedures. Estate properties are targets for seller
impersonation fraud (criminals monitor death notices and attempt to list
properties they don't own), so the broker and title company should have
safeguards in place

Bandwidth and support structure to give your situation the attention it
requires, without being stretched thin by competing priorities

Legal, Tax & Fiduciary Awareness (96-100)

96.

97.

98.

99.

Understands the difference between a fiduciary sale and a standard listing
(court confirmation, trust provisions, estate settlement timelines)

Coordinates proactively with the client's CPA or tax advisor on transaction
timing and structure. Not to advise, but to avoid creating problems

Understanding of seller disclosure obligations when the seller never
occupied the property. Knows the difference between being exempt from
certain disclosure forms and still being required to disclose material facts
you're aware of

Willingness to sign a listing agreement with terms and protections
appropriate for the situation (cancellation provisions, clear scope of
authority, terms that respect your fiduciary duties), and experience
navigating power-of-attorney signatures and remote execution when the
executor or trustee cannot be present

100. Understands the basics of step-up in basis for inherited property, and

knows when to flag a question for the CPA rather than assume



The Bottom Line

No broker is going to be perfect on all 100. Picking the right broker is an art, not a
science, especially with inherited property. Inherited property sales have legal,
logistical, and emotional layers that many otherwise good brokers rarely handle.

If you want help finding the right fit, Inherited Property Match connects heirs,
executors, and trustees with brokers experienced in inherited property sales, based
on the property, the market, and the situation, at no cost to you.

Visit InheritedPropertyMatch.com, call (800) 841-5033, or email
property@inheritedpropertymatch.com to get started.



http://inheritedpropertymatch.com/
http://inheritedpropertymatch.com/
http://InheritedPropertyMatch.com
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