2 [/zmg& 10 ge[ rzg/zt when its time

" hen I have. the

pportunity to.

. discuss selling
a home for one of my..
clients, | always tell them
that we have to get two
things right if we want to
sell for the most money in
the shortest, titne.”

The two things aren’t

hard to talk about, but
sometimes the seller -~ -
doesn't want to “go
through the trouble” o
make it happen. They

-could make the difference .

" between selling and not

selling; but certainly will -

make a difference inhow,
much money you get for
your:home, tx

The first thlng is to win

the beauty contest. What

the heck does that mean'?
Well, you may have .

heard the term staging

-z,

What we are trying todo™
- is eliminate any reason
that a potehtial buyer
_mlght ‘have to say, “Let’s
move
onto
" the next’
one” or -
‘.‘TOO.
many
things
~lodot
here.”
- - ' You
REAL ESTATE giant o
cthe
RiGiﬁ'_HﬁﬂE " puyerto
" walkin
LES .and say,
WALDEN “Wow,
: home is grea ‘ :
" You get there by 1ook1ng-"
at your home through

" the eyes of a buyer before
- your put if ori the market

Start outsule Does your

homeneed to be pressuie -

washed’ and cleaned?

" Does the grass need to’ be
cut and edged‘? Shrubs
trimmed? NeW mulch :
spread‘? o :

the front door area. The
buyers will stand in this
spot the longest While
waiting for their Realtor '

* to open the door, the buyer

- wilibe: hyper-focused Ol
“the front door areaand .
notice any 1rnperfect10ns
‘Doés the door.or trim

front porch need pressure.
washing? Does the door:
bell work? You certainly

' outS_ide. _
) Next we can moite :

Really pay attention 1o .

don’t wantto getoff'on the
wrong foot with the buyer, ‘
and the showing starts. =

' '1n31de Neutral pamt T "
‘¢olors are always best.

. _They go.with everyone’s
furniture. Flooring needs

to be spotless. Have the
carpets’ ‘tleaned, and the

~hardwood aiid tile floor's

mopped. Arrange furni-
_ture so that it maximizes
. the size of the rooms.

This may mean tempo- .

- rarily moving some tor

storage. Clean off counter

-tops in the kitchen and
. bathrooms to show as
.-much space as possﬂale
Stralghten outand orga-~
need fresh paint? Doesthe -~

nize ¢losets. Onee this is

. done, we will be crowned
. Miss America.

"Next you have to win .

. the valué war. Value is not

just price — it is what we

~hayesto offer, plus price

as compared to the other
sellers: Compare yourself.

' have thé samenumber
‘of bedrooms, bathrooms,
in‘similar conditiop and .
location as your home ™

}e- honest with yourself
better: just because’
it Truly com-

nrs. Now look and

what they are asking -
ir homes. If there "'
homies for sale that

- and'they are all asking

$200,000, do you really -
think a buyer is going to
pay you $300,0007

Win the value war by

getting your home ready
and asking the correct |
price.

Ihave simphﬁed these'

10 Jell your /zome

0. others in locatlon con

dition;, bedrooms, bath-

© ‘rooms, square footage and‘
“girroundings. '

,"_two areas 4 bit but you
. getthe’ ided, The bestway

to imake this happen is to

icoritact a local real estate
.professmnal

-Liet them help you sed

7 - - your’home through the
pare these areas and ﬁnd |
t_h_ hofmes. that are most™ 7

eyes of a buyer. Let them
help you, compare your
home to others so you ¢an

- win the value war, Do~
‘these things just right-and

‘you will accomplish your -

-goa) of getting your home
‘gold for the most money :

in the shortest amount of

' ':"tlme

. AES WAI.DEN is the broker and :

owner of Les Walden Real Estate in
Seneca. Send any questions-about
the real estate process, selling.or
‘buying real estate, or the local real
estate market to RealEstateQues-

tions@leswalden.com or call (864)
9851254, -
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