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Privileged
information about
your real estate

This publication is not a
solicitation but is an
information service from
this real estate office.

In This Issue

e Your Full Time
Expert In Real
Estate

e Ten Low-cost
Ideas to Make
Your Home More
Saleable

¢ Pricing A Home
To Sell

¢ News From Our
Area

The investment in your home or other real estate
is probably the most important investment of your
life. A major portion of your life’s savings should
not be trusted to just anyone that you might meet.

Helping the people of the community with their
real estate purchases, sales, trades, leasing, acqui-
sition of rentals and other transactions is what I
do on a full time basis. It is not just a job, but also
my career.

Information — All Important

You need up-to-date information on real estate at
your primary home or at a second home invest-
ment in order to maximize the benefits that are
received from the ownership of these properties.
Since real estate is my only business, I stay current
on all tax laws, local ordinances and anything else
that will affect your investment. [ am able to pass
on this information that you just do not have the
time to look up for yourself.

It’s the little things as well as the big things
that count when you are selling your home.
You never know what will capture a buyer’s
fancy and what will turn them off. Most buyers
predictably respond to the same things - clean,
clutter-free homes in good repair. Your agent
may have already suggested that you paint

When you need to buy or sell a
property, I am here. If you want to
trade up or down from your present
home to another, I can handle both
ends of the transaction and coordi-
nate the closings to your satisfaction.
You can expect my assistance in set-
ting correct prices that will result in
the fastest and most profitable sale.
My firm’s marketing techniques will
insure the maximum exposure to the
marketplace in the shortest time.

When you receive a purchase con-
tract, I can help you evaluate all of
the terms and conditions so that the
final acceptance will be satisfactory
to you. Prices and terms in an orig-
inal offer can be changed with a
simple counter proposal. A minor
change in terms might make the
amount of money you receive, after
taxes, much more satisfying.

Call me for real estate assistance. #

the house, or that you do

some major repairs. Those

are big-ticket items, but

what can you do on a
small scale to get your home ready
to compete on the market?

There are a few time-honored
tricks you can use to make sure
your buyer sees what youwant

(Continued on page two)
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them to see, and overlook what
you want them to overlook.
Keeping your home in tip-top
shape for showings will insure
that your buyer will offer a
higher amount than for a home
that isn’t show-time ready.

Always look at a home from
the buyer’s perspective. Be
objective and honest with your-
self. If something bothers you
about your home, chances are
good it will bother the buyer,
too. Do what you can to get rid
of the problem. You want to
keep objections about your
home to a minimum. Prepar-
ing a home for market means
you’ll be putting some elbow
grease into it, so get ready.

1. Have a garage sale before
the home is listed. Get rid of
clutter so that the buyer can
really see your home. Clean out
what you think you won’t need
in your next home. Pack away

all that you can. Homebuyers will
expect you to be preparing to
move, so a few packing boxes
here and there can be used to
your advantage. They could be a
good visual stimulant to some-
one who is “on the fence;” they
show that you are moving and
are serious about finding a buy-
er. Be sure, though, to find the
fine line between clutter and
emptiness.

2. Welcome the buyer at the en-
try. Put out a new doormat, but
avoid mats with cutesy sayings.
Clean and polish the brass door-
knocker. Put potted flowers on
the porch. Make sure the front
entry floor is always sparkling
clean and the porch and steps are
always swept. First impressions
count.

3. Stimulate the buyer’s imagina-
tion by setting the stage. Set the
dinner table with your best china.
Use the coziness and romance of
the fireplace to advantage. Put a
pair of wine glasses and a vase of

flowers on the coffee table in
front of the fire.

4. Be ruthless about odors. If
there is a smell, your house
won’t sell. Use cleansers of all
kinds to make the home smell
fresh, from carpet freshener to
potpourri. Deodorize cat lit-
ter and scoop litter daily. Put
cedar chips inside the closets.
Be careful with room sprays,
they could stimulate allergies.
Use the sense of smell to your
advantage by having fresh-
baked cookies on the kitchen
table.

5. Create a spacious feeling.
Make sure that all doors, cab-
inets and drawers open all the
way without bumping into
anything or sticking. Clean out
the entry closet and put only
a few hangers so that the buyer
can visualize winter coats.
Move oversized furniture to a
storage facility. Make sure
entrances to all rooms have an
open flow. PN




Pricing A
Home To Sell

Professional real estate agents
know that if a house is priced
right, it is half sold. If the price is
too high, no cne comes to look at
it. If it is too low, the owner has
a quick sale — but is short-
changed.

If amodesthouse is offered for sale
$200,000 too high, it would never
sell. Possibly it would remain on
the market for many years until
inflation caught up with that price.

If a home were priced $100,000
under the market, the owner would
have a sale before the ad ever hit
the papers. Someone from the
newspaper’s classified ad depart-
ment would be at the door five
minutes after the ad was called in.

So, to get the quickest sale, for the
most money, the price must be set
somewhere between $0 and many
millions. A price must attract buy-
ers and still bring the seller the
most money possible.

If you are selling, here are
several factors that should
never influence your asking
price:

¢ Your cost. What if you had
received the place as a gift or
inheritance? Must you then
give it away?

¢ Your investment in im-
provements. You put in that
in-ground pool because you
enjoyed it, but you may not
find anyone who feels your
house is worth $30,000 more
because of it. They may instead
be calculating the cost of tear-
ing it out.

¢ Assessed value. This figure
is set by the taxing authorities
and seldom has any relation
to market value. It is almost
never a dependable guide to
what buyers will pay.

* Your needs. You may re-
quire $50,000 or $75,000 at the
closing to use for the down
payment on your next home,
or some other purpose, but
that’s not the buyer’s concern.

e Emotion. Be careful that
you don’t ask too much for the
property because you have
raised your children here and
have many fond memories. On
the other hand, don’t let the
bad memory of a divorce, or
the need to settle an estate as
soon as possible, lead you to
under price the home.

So what does count?
Only one thing.

Simple. What matters is how
the home compares to the oth-
ers currently offered for sale
and recently sold in your neigh-
borhood. Buyers and brokers
will be comparing sales prices.

Value and selling prices are a
function of supply and demand
in the open market. We can
show you what buyers are
paying for similar property —
and that is the only thing that
counts.

Call us when you need assis-
tance in real estate.

@
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6. Make the most of views. Dis-
guise unsightly views. Put a screen
or a basket of flowers in front of a
fireplaceif notin use. Let the breez-
es move your sheer curtains at the
window. Make sure the interior is
visible from the street. All windows
must be crystal clean and clear.

7. Create counter space. Store away
extra appliances. Put away dish
racks, soap dishes and other clut-
ter. Decrease kitchen clutter further
by removing magnets from refrig-
erator door.

8. Avoid eccentric decor. De-
personalize your teenager’s
room, the game room or other
areas by removing wild post-
ers or any decorative item that
could be construed as offen-
sive. Remove hanging beads
in doorways, your children’s
jars with spiders or bugs, and
anything, which won’t appeal
to the masses.

9. Increase the wattage in light
bulbs in the laundry room,
kitchen and bathrooms. For

showings, turn on lights in
every room.

10. Put photos of the family
enjoying your home in at least
three different places.

Now step back. Stand outside
the front door, as much as 30
feet away and evaluate the
feeling you get. Is the house
warm and inviting? Does it feel
like home?

Then perhaps it will to your
buyer, too. #




Boca BEACHFRONT Availability

The following is a summary of the available and pending residences located on the East (BEACH) side of OCEAN Blvd. (Al A) in Boca Raton.
0.1% to 3.9% is Low Inventory * 4.0% to 6.9% is Balanced Inventory * 7.0% to 9.9% is High Inventory * 10.0% + is Excessive Inventory

North Beach

(North of Palmetto Park Road on North OCEAN Blvd. - Listed from North to South)

Address Condo Name TA AA Y%A List Price Range PC
2150 Aegean 8 0 0.0% TEMPORARILY SOLD OUT 0
2070 Athena 4 0 0.0% TEMPORARILY SOLD OUT 0
2066 Ocean Reef Towers 55 6 10.9% 480K to 1.169M |
2000 Brighton 39 4 10.3% 1.65M to 1.850M 0
Boca Beach
. (South of Palmetto Park Road 1o the Boca Inlet on South OCEAN Blvd. - Listed from North to South.)
Address Condo Name TA AA %A List Price Range PC
250 Marbella 155 12 7.7% 729K to 2.9M 0
310 Boca Mar 38 3 7.9% 589K to 649.9K 0
350 Beresford 53 3 5.7% 1.0M to 2.25M 0
400 Excelsior, The 27 4 14.8% 2.695M to 4.495M 2
500&550 Chalfonte, The 378 15 4.0% 495.8K t0 2.75M 0
600 Sabal Shores 125 8 6.4% 449K to 1.45M 0
700 Sabal Point 67 2 3.0% 699K to 999K 0
750 Sabal Ridge 31 0 0.0% TEMPORARILY SOLD OUT !
800 Presidential Place 42 1 4.8% 3.75M 0
South Beach
(South of the Boca Inlet on South OCEAN Blvd. - Listed from North to South)
Address Condo Name TA AA Y%A List Price Range PC
1180 Cloister del Mar 96 8 8.3% 435 K to 895K 0
1200 Cloister Beach Towers 128 7 5.5% 499K to 798K 2
1400& 1500 Addison, The 169 15 8.9% - 1.295M to 2.45M 1
1800 Placide, The 54 4 7.4% 725K to 1.15M 0
2000 Whitehall 164 8 4.9% 585K to 993.5K 1
2494 Aragon, The 41 5 12.2% 2.595Mto 5.5M 0
2500 Luxuria, The 24 3 12.5% 4.9M to 6.45M 0
2600 Stratford Arms 120 8 6.7% 895K to 1.195M 0
2800 Whitehall South 256 19 7.4% 599K to 1.399M 4
3000 Three Thousand South 80 3 3.8% 699K to 1.25M 0
TOTALS: 2154 138 6.4% 12
Key:

TA = Total Number of Apartments in Development * AA = Number of Apartments Available For Sale
%A = Percent of Apartments in Development For Sale * PC = Number of Apartments SOLD and Pending Closing

This information is compiled from RMLS. Inc.. on March 23, 2007. This representation is based in whole or in part on data supplied by the RMLS. Inc
RMLS, Inc. does not guarantee or is not in any way responsible for its accuracy. Data maintained by RMLS may not reflect all real estate activity in the market.

“This publication is designed to provide accurate and authoritative information in regurd to the subject matter covered. Itis distributed with the understa mdmgllnl the publisher is not engaged
in rendering legal, accounting or other professional service. H legal advice is ruqumd the services of a competent professional person should be sought” - From a Declaration of
Pnnuplcswm(ly adopted by a Committee of the American Bar Association and a Committee of Publishers and Associations. © 2007 Al Piyis Fos





