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Real Estate Tips

2007 RESOLUTION: A “SOLD” SIGN FOR YOUR
HOME By Sidney Jimenez / Your Realtor

Happy New Year! Let me start by
thanking everyone who made 2006
such a success for me; it was quite a
special year. [ look forward to continued
success in real estate—yours, first and
foremost, in addition ro mine.

We all make resolutions at the beginning
of a new year, and I'm not going to
break with tradition. Let’s make a res-
olution—if you're in the marker for it,
of course—to get your home sold well
before we see 2008 on the horizon!

If you've been reading my articles chese past few months, you have learned
that buyers are in charge at the moment, which means that sellers have to
make a much more significant effort to make their homes stand out, and
ultimately, to sell. I've made a variety of suggestions 1o help work through
this process, and I'm going to sum them up here—a kind of a "Best of " dips
for sellers, with a New Year’s Resolution flair:

Resolution #1: I'm Going to Give More

By this I mean pricing your home. Gone are the days when sale prices could
be inflated well above market value—and then bidding wars drove the final
price even higher. We need to let go of that mindset and be more generous
by setting prices thar are reasonable. Remember that the asking price is the
most important and influential part of the process of selling your home.
Setting a higher price could deter potential buyers from even visiting your
home, which leads to a domino effect: no visits, no offers, no sale. Take a
hard look ar market conditions and the larest sales to realistically price your
home—and be flexible!

Resolution #2: I'm Going to Get in Shape

OK., so your home doesn’t have love handles, but it might have a lot of extra
“stuff” lying around. Focus on removing the clutter—another important
step in distinguishing your home in the marketplace. We've all collected
items of special significance to us throughout our lives, but remember that
these personal items—knick knacks, family pictures. etc., don't have any
meaning for potential buyers. In fact, it could be so distracting thar visitors
don't notice what really matters—the floor plan, the spaciousness, and the
potential for making it their home. While it may be a hard step to take,
depersonalizing these cluttered areas can make an enormous difference for a
potential buyer, plus it's an advantage to you as well—you’ll have less pack-
ing up to do at moving time!

Once you remove the clutter, there are other things you can do to beautify
your home. Consider the beautiful model homes that you have likely visited
at some point—didn’t you just want to move into one of them as soon as
you stepped in the door? These are professionally staged homes, and it’s possible
to convert your home to be just as enticing. Sometimes all it takes is some
furniture rearranging. If you can swing it, consider hiring a professional

continues on page 12
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