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Real Estate Purchase-
The Best Opportunity Of You

Nearly 30% of families in the United 
States have household incomes of 
$70,000 or more. This is enough to buy 
a house in most parts of the country 
(easier now, with prices down). Real 
income (income adjusted for inflation) 
has had a substantial increase in the 
past ten years. More people than 
ever can afford new homes. (Many in 
foreclosure should not have been in 
ownership at all.) These increases in 
income for the average family have 
fueled the higher values in real estate 
during the past years. Anyone buying a 
home or second home now should be 
looking at huge profits in five years. 

With the real estate turndown, many 
people seem to be in despair. Many 
of them look as if there might be no 
opportunities for profits in this market. 
There are opportunities for profit in any 
market. Many of the largest fortunes 
in America were made in real estate 
during the great depression of the 
thirties. 

In fact, most Americans still have a 
job and income. Don't listen to the 
naysayer. Think for yourself and look for 
the opportunities all around you. Look 
at the huge turnouts of buyers at the 
auctions of foreclosed homes. Those 
buyers are taking action l 

r Life 

The First Time Buyer 
According to these figures, there could 
not be a better time for the first-time 
homebuyer to get into a home. Interest 
rates are favorable now and money is 
available for loans. Lenders are anxious 
to work with the homebuyer. As it has 
been for decades, the time for that 
purchase is always now. Prices and 
values will be higher in the future. 

First time homebuyers may not have 
been in contact with a real estate agent 
bef0re. They are in for a- pleasant 
surprise. In this office, the buyers are 
the customers and the ones being 
served. We will answer all possible 
questions regarding their decision 
to purchase now, explain the whole 
buying process to them and make 
the experience free of problems. Your 
financing options are covered fully. 
Finding just the right property in the 
right location for you is what we do. 

Time To Move Up 
Owners of an existing home who want 
to move up into a larger, more expen­
sive home could not find a better time 
to make the move. When overall prices 
move up or down at any time, all prop­
erties are affected in about the same 
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I Please Clip and Mail or 

tr Call Me for More Information 
As your real estate professional, I am available to assist you in your plaruting. 
Simply complete and return the following request for information or contact me 

I today for immediate assistance. 
I o Purchasing a home or second home 0 Long Distance Relocation 
I o Selling a home or second home :J ·Other _
I 
I o Purchasing or selling investment property 0 .Please contact me between these hours _ 

I o Checking on current value of my property
I I 
I Name. _ I 
I Address _ I 
I City .State Zip Phone _ 

E-mail _ I 
if your properly is no\\ listed wilh a broker. please disregard this offer. We will cooperale wilh other brokers. I 

I 

(continued from page one) 

percentage. The existing home 
can be sold at today's market 
value and the equity used to 
purchase the larger home, also 
at today's market value. 

There is never a better time to 
make that move in real estate. 
Let us show you the way you can 
purchase the next, larger property 
with no risks in being unable to sell 
your currently owned home. 

It is always possible to make 
an offer to purchase a home 
contingent on the sale of 
another property within a spec­
ified time-at terms that are 
acceptable. •:. 

An Expert In Real Estate
 
The investment in your home 
or other real estate is prob­
ably the most important 
investment of your life. A 
major portion of your life's 
savings should not be trust­
ed to just anyone that you 
might meet. 

Helping the people of the com­
munity with their real estate 
purchases, sales, trades, leas­
ing, acquisition 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 informa­
tion on real estate at your 

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

When you need to bUy or sell a 
property, I am here. If you want to 
trade up or down from your pres­
ent home to another, I can handle 
both ends of the'transaction and 
coordinate the closings to your 
satisfaction. You can expect my 
assistance in setting 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 pur­
chase contract, 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 
original 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 on me for real estate 
assistance. •:. 



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

t'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 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 ideas you can 
use to make sure your buyer sees what you 
want them to see. 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 
yourself. If something bothers you about 
your home, chances are good it will bother 
the buyer, too. Do what you can to get rid of 
any problems that you see. You want to keep 
objections about your home to a minimum. 
Preparing 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 someone who is "on the fence;" 
they show that you are moving and are serious 
about finding a buyer. Be sure, though, to find 
the fine line between clutter and emptiness. 

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

3. Stimulate the buyer's imagination by set­
ting the stage. Set the dinner tabie with your 
best china. Use the coziness and romance of 
the fireplace to advantage. Put a pair of wine 

glasses, a bottle of unopened wine 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 car­
pet freshener to potpourri. Deodorize cat litter 
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, cabinets 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. 

6. Make the most of views. Disguise unsightly 
views. Put a screen or a basket of flowers in 
front of a fireplace if not in use. Let the breezes 
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 ap­
pliances. Put away dish racks, soap dishes and 
other clutter. Decrease kitchen clutter further by 
removing magnets from refrigerator. 

8. Avoid eccentric decor. De-personalize your 
teenager's room, the game room or other areas 
by removing wild posters or any decorative item 
that could be construed as offensive. Remove 
hanging beads in deorways, 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 
TIle following is a summan' of the available and pending residences localed on thc Easl (BEACH) side of OCEAN Blvd. (A IA) in Boca Raton. 

0.1 % to 3.9% is Low Invenlory ~ 4.0% 106.9% is Balanced [nvemory * 7.0% (09.9% is Hieh lnvenlory * 10.0% + is Excessive Inventory 

North Beach 
(l\'or/h ojPalmello Park Road on NOrth orr 411' Blvd - LlSledjrolJl Nort/1 105011//1) 

Address Condo Name TA AA %A ADOM Price Range Average PC 
2150 Aegean 8 0 0.0% 0 SOLD OUT N/A 0 
2070 Athena 4 1 25.0% 293 3.35M 3.350M 0 
2066 Ocean Reef Towers 55 10 18.2% 411 299K to 899.9K 597K I 
2000 Brigh OTl 39 2 5.1% ')14 1.175M to 1.3M 1238M 0 

srr North Beach 106 13 12.3% 371 908K 1 

Boca Beach 
(Solllh ojPalmello Park Road 10 the Boca Infel on SOlllh OCDI/v Blvd - LLHedjl'Om Norrh 10 SOlir/l.) 

Address Condo Name TA AA %A ADOM Price Range Average PC 
250 Marbella 155 9 5.8% 298 238K to 1.495M 720K 0 
310 Boca Mar 38 0 0.0% 0 SOLD OUT N/A 0 
350 Beresford 53 3 5.7% 124 1025M to 1.15M 1.092M 1 
400 Excelsior, The 27 4 14.8% 438 2.95M to 5.995M 4.299M 0 
500&550 Chalfonte, The 378 11 2.9% 91 440K to 799K 613K 6 
600 Sabal Shores 125 13 10.4% 234 299K to 1.15M 672K 1 
700 Sabal Point 67 4 5.9% 161 469K to 775K 617K 0 
750 Sabal Ridge 31 1 3.2% 42 L3M 1.300M 0 
80.0 Pre ideTlt'al Place 42 4 9.5% 294 2.995M to 4.2M 3.686M 0 

srr Boca Beach 916 49 5.4% 219 1.244M 8 

South Beach 
(Sou/Ii ojrhe Boca Inler 0/1 Soulh OCEAN Blvd - Llstedjrom North 10 South) 

Address CondO Name TA AA %A ADOM Price Range Average PC 
1180 Cloister del Mar 96 3 3.1% 163 329K to 375K 348K 0 
1200 Cloister Beach 128 5 3.9% 156 249.5K to 449.9K 320K 1 
1400&1500 Addison. The 169 19 11.2% 331 699K to 2.199M 1.345M 1 
1800 Placide, The 54 6 11.1% 1~~ 659.9K to 898.5K 765K I,),) 

2000 Whitehall 164 4 2.4% 56 420K to 549.9K 480K 2 
2494 Aragon, The 41 7 17.1% 270 1.99M to 6.5M 3.498M 1 
2500 Luxuria, The 24 2 8.3% 490 3.899M to 3.995M 3.947M 0 
2600 Stratford Arms 120 6 5.0% 144 649K to 795K 713K 2 
2800 Whitehall South 256 15 5.9% 200 429K to 1.899M 671K 2 
3000 3000 South 80 5 6.3% 150 450K to 649.5K 533K 2 

srr South Beach 1132 72 6.40/0 223 1.168M 12 
Totals May 2011 134 6.2% 236 1.170M 21 
Totals One Year Ago 131 6.1% 230 1.271M 29 

Key: 
TA = Total Number of Apartments in Development '" AA = Number of Apartments Available For Sale 

°/oA == Percent of Apanmcnls in Development for Sale '* ADOM == Average Number of Days on Market per LisLing 

PC == Number of Apartments SOLD and Pending Closing 

This information is compile<! from R~ILS.lr., on ~·larch 24. 2nll This ~presentanon is based In whol. or in pan on data supplied by the R\fLS. Inc 
R.1\1LS. we. liloes ~!Ol guarantee or L5 not Ul any u..'3y res.poaslble for i1..$ ac'C-tl! C) Dala maintained by R.:\flS may nOt reflecl all real estare aC[l\iry in tht marker 

"This publicarion is designed 10 provide accurale Hlld aUlhorl!atlve in/ormation In regard 10 Ihe subject covered. II IS distribuled with Ihe understanding Ihal Ihe pUblisher is nOI 
engaged in rendering Jl!gal, accounllDg OJ olher profe~ioDal sen'ice. If legal advice is reLjUJred. the services or a competent professional person should be sought:' - From a 
Declaration of Priocip.e:sjoin:1ly ad0p'ed by a Comlllinee of the American Bar Association and a Comminee of Publishers and Associations. r :f111 ,\11 RighlS R"""ed 


