;Hﬂrw Maids team will arrive in a marked car, bringing all ﬁr
~ equipment & supplies,

® All Regal Maids st pass an extensive training program.

* You get a complete spring cleaning with every visit.

* Regal Maids is licensed, bonded & insured cleaning service.

‘» “WE EARN YOUR LOYALTY BY TREATING YOU LIKE ROYALTY."

Call Today for your FREE In-Home Estimate

i $15000FF 7 Scyul . luids
i ($45 Value)

: FEirst and third and fifth cleanings 954-431*0388

3 Call Us at 954-431-0388 oterew. 04150 | wyrys.regalmaidservice.com
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VIKTORIA CLOSETS

N

Services: ' 0

» Custom made closets Ty Eree in home —

» Wall units - . i
——  estimates

* Home Offices
» Custom Bars

954-234-0284 i

European Craftsmanship # List of References
available upon your request

$250 OFF|{$100 OFF]| FREE FREE
any purchase of :l any purchase of *l Customer Service, Jewelry Tray with
$2,500 or more. {} $1,000 or more. .i {1 year wi purchase)j purchase of Drawer Unit

Coupon not Coupon not Coupan not Coupon not
valid with any i valid with any valid with any valid with any
other offer, ather offer,

ather offer,

mhef nffer '_

Real Estate Tips

ANSWERS TO THE TEN MOST COMMON
QUESTIONS HOME SELLERS ASK

Selling a home, for most people, is
a little like being on trial: chey are
faced with more questions than
they could imagine, and one wrong
answer could cost them dearly. For
first-timers, the decisions and impli-
cations of selling their most impaor-
tant investment can seem  over-
whelming. Even for experienced
home sellers, keeping up to date
with the changes on the real estare
market- or perhaps finding ways to
overcome the problems they ran
into last time-can be daunting.
Thart is why information becomes
such an invaluable commodity for
anyone selling a home today.

Local real estate professional Sidney
Jimenez, of Surreal Properties, has
compiled a list of answers to ten of
the most common questions most
home sellers face.

“How can I be sure now is the
right time to sell}” For some home
owners, the decision to sell ac the
particular time is necessitated due
to job relocation or some other factor
thar makes the answer to this ques-
tion an easy onc. However, for the
majarity of sellers, moving is a more
subjective matter. Therefore, one of
the most important first steps any
potental sellers can take is to decide
exactly what his or her own per-
sonal motivations for selling are.

“How do 1 find out what market
conditions are like in my area?”
After sellers know why they want o
sell, the next step is to ger a clear
picture of the current local real estate
market to determine whether factors
are in favor of allowing them to
achieve their goals. Potential sellers
can compile this information them-
selves by rescarching home sales o
find out what comparable homes
are selling for, or they can ralk o a
Realtor® they trust who can provide
them with this information, as well
as current insights on the marker,

“How much can I expect to get
for my home3” For the most part,

pricing will depend on how much

By Sidney Jimenez
similar homes in the area are selling
for, bur each home is different. The
best price is the one that takes all of
the property’s advantages and dis-
advantages into account, as well as
the goals of the seller. For instance,
if the sellers absolutely must sell
within a given time frame, they may
need to set a slighty lower price
than a similar home with owners
who are in no rush and wanr o
maximize their profit.

“How long will it take for my
home to sell?” Local real estate boards
keep track of the average length of
time most properties stay on the
market in the area. | advise prospec-
tive sellers to pay close attention to
the time frame established in their
listing agreement before they sign
with any agent. They should ask
their agent how long most of his or
her listings remain on the marker,
and what will happen if their home
doesn't sell within the prescribed
time, But beware of an agent who
promises extra speedy results, they
could be simply pricing oo low
just to ger the sale quickly.

“Can I save money by selling my
home myself™ Inicially, the idea of
not having to pay a commission to
an agent may be tempting to some
sellers. However, any erstwhile do-
it-yourself-ers should also be aware
of exactly whar’s involved in selling
a home and make sure they have
what it takes to follow through
with every step. The majority of
home owners choose to let a pro-
fessional real estate agent handle all
the legwork and paperwork for
them-as well as any potential prob-
lems that may arise in even the
seemingly simplest of transactions.
In addition, by listing with a Realtor®,
home owners have access to the
Mulriple Listing Service, the mar-
keting tool that accounts for the
vast majority of home sales. Even if
sellers choose to go with it alone, they
should srill take with a Realtor®
they know and trust. Many profes-
sionals will still offer to help with
paperwork and markering for home

continues on page 27
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