Making the Internet Work for You

The Internet is one of the most powerful tools available to
market your home. When used as part of a complete
marketing plan, it can help to attract a better-qualified buyer.
The numbers will impress you.

5 REASONS TO MARKET
YOUR HOME ONLINE:

Many homebuyers start their search online, before they
start looking at homes in person. According to the latest
research on Internet home buyers:

n 92% use the Internet like a screening process to
narrow choices.

n 100% say that using the Internet helps them
understand values.

n 97% agree that using the Internet helps them
understand the buying process.

n Internet home buyers, on average, purchase
higher-priced homes and have a higher level of
education.

n Once Internet buyers make a choice, they act
quickly, purchasing a home in less time than
traditional buyers. /
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How to Maximize Emotional Appeal

People who can picture themselves in your house are
more likely to buy, and at a fair price. When you are
ready to sell, you’ll want to maximize the emotional

appeal of your home.

5 REASONS TO ENHANCE
EMOTIONAL APPEAL:

n Turn on lights to create a warm glow.
n Open curtains and blinds, display fresh flowers
and plants.

n Eliminate clutter — pack away what you are not
using, limit personal photos and memorabilia, clean
out basement and garage.

n Make people feel at home with cozy scents such as
fresh baked cookies or bread.

n Remember what your mother said — make your
bed and clean the bathroom. The kitchen and
windows should be sparkling clean, too.

-
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NTH Small Repairs, Big Potential

Money spent on small “fixes” can make a difference in
the closing price. Buyers tend to overestimate the cost of
grought ¥ pl performing repairs and reduce their offer by an amount
higher than necessary to compensate. When first
impressions are key, don’t sell your home short.

5 SIMPLE REPAIRS THAT
MAKE A HUGE DIFFERENCE:

Don’t get caught paying for repairs twice: first in a lower
closing price and second in out-of-pocket costs for
the repairs. Perform repairs before putting your house
on the market.
n Replace cracked windows and torn screens,
broken or leaking gutters and drainspouts.
n Fix plumbing fixtures and leaking faucets,
broken stairs and handrails.
n Repair worn or damaged flooring, boards on
decks or porches.
n Service heating and air conditioning units and
replace filters.
n Repaint peeling exterior, scuffed or dirty
interior walls.
s
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The Steps to a Successful Closing
Pricing, marketing, and negotiating the sale of your home
all lead up to the final stage — the closing. Make sure that
there are no surprises or delays when it comes time to
close by taking a few important steps.

5 STEPS FOR A
SUCCESSFUL CLOSING

1. Conditional contingencies — such as financing or
sale of a home — must be removed or waived prior
to the closing.

2. The buyer’s lender must formally appraise the
property to confirm the value of the home for
the loan.

3. Real estate attorneys prepare the closing
documents. Once the documents are signed and
the funds deposited, it may take a few more days
for the sale to completely close.

4. The deed is officially recorded and funds disbursed
to the appropriate parties.

5. Keys are turned over to buyer!
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ONTH Effective Pricing Leads to Success

\—\E With buyers becoming better educated about values, the
u BY Bryan M right pricing has become more important than ever. Sellers
Brought don’t want their property to become stale on the market. A
detailed market evaluation will help you set the right price
when it comes time to sell.

TIPS FOR SETTING THE
RIGHT PRICE

n Approximately 75% of home buyers surf the Web to
begin their home search, making them well aware of
available properties and their prices.

n Buyers avoid looking at a property that is overpriced,
let alone making an offer. Thinking a higher price
gives you more negotiating room can backfire.

n When buyers perceive a home is a good value, they
are inclined to offer at or near the listing price.

n Correct pricing leads to a quicker sale and better
terms. A house that stays on the market too long
can eventually cause the seller to settle for less
than if the home had been priced right at the start.
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NTH Is Your Home Keeping Pace with You?

Morrs As homeowners mature, their needs and priorities
change. Make sure that your housing choice meets your
changing lifestyle.

5 POINTS TO CONSIDER
e BEFORE MAKING A CHANGE:
I

A variety of factors need to be considered when it comes

time to make a change in your home.

n Changing homes is an emotional and financial
transition. It can be especially difficult to part with a
long lived-in family home.

n In selling a property, thought needs to be given to
relocating and refinancing.

n Whether to downsize your home or move to an active
adult community, and the distance to family, friends,
and services will influence a decision.

n Reducing out-of-pocket expenses, gaining liquidity,
creating or deferring income streams, managing
capital gains and taxes are other considerations.

n Everyone’s situation is different — a customized
approach makes it easier to evaluate housing and
financing options. /
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Hidden Clues

OF T\—\E MO oS You don’t need to be a detective. Have all your
D senses working for you and you may be able to easily
spot potential problems prior to a home inspection.

BE ON THE LOOKOUT FOR THESE CLUES:

= Water stains will most likely appear on ceilings
and exterior walls, especially near decks. Stains
may indicate concerns with plumbing or flashing. '

= Mold can be detected through sight or smell. (\ ‘-.\
Spots on ceilings and the lower portion of walls
are possible indications of plumbing or ventilation

issues. If a house smells damp or musty, it could
mean mold or drainage issues.

= Shrubbery and trees too close to the house could
spell problems. Roots can affect the foundation.
Large branches have the potential of falling onto
the house in a strong wind or storm.

= Entrances below street level can be an invitation
to flooding in low-lying areas. /

m Ask for the Residential Property Condition
Disclosure Report, which is required by law. —

Be aware that Connecticut now mandates that /(BHYAN MORRIS

residential oil tanks be above ground.



ONT\—\ Expanding Your Horizons

yan Morris Are you ready to sell your home? Make sure to get the
widest coverage. The more potential buyers that see your
home, the better the opportunity to obtain top dollar.

TACTICS FOR MARKETING YOUR HOME

= Internet - Give your home exposure all the time, everywhere.
As I like to remind my clients, 75% of all home buyers surf the
web in search of their new home!

= Open House: Show — and show off! — your house to a large
number of potential buyers.

= Newspaper Ads: Whether in black-and-white or color, the
real estate section is one of the most widely read parts of the
newspapet.

“
= Magazine Ads: Glossy, 4-color ads
attract attention. }
= “Just Listed” notes: Make your neighbors

part of your marketing plan. A “Just Listed”
note lets them know your home is up for sale.

= Calls to Prospective Customers: A good database assures
you that potential buyers receive a very personal touch.

m For Sale Signs: A very visible /__
method for drawing immediate
awareness and interest. —
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TH The Art of Negotiating
OF THE MON 4 For most people, equity in their house represents

their largest financial asset. Therefore, be careful
Brought 10 when it comes to buying or selling a home —
treat it like a business transaction.

5 NEGOTIATING POINTS WORTH REMEMBERING

= We attach a lot of feelings to our homes. A real estate agent
is impartial during negotiations and will help you separate
emotion from valuation.

m Pricing a home correctly at the outset eliminates some of the
time and personal attachment involved in a negotiation.

m Evaluate an offer’s total package. Look closely to
see if the buyer has offered concessions, such as a -
quick closing, to offset a low bid. Y

= Don’t dismiss an unacceptably low offer. Present a
counteroffer and keep the doors open to continuing
negotiation and the possibility of arriving at an
agreeable outcome.

= Knowing how to negotiate is invaluable. Here

again, an experienced realtor can provide you %
with guidance and strategy. / g
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ONT\’\ Do Your Research
T\? OF T\'\E M M0 (fis When it comes to buying a home, some of your criteria
ught 10 You BY 2 may be obvious. But give a little extra thought and you
Bro

may discover there is more that is important to you.

5 FACTORS TO CONSIDER IN SELECTING A HOME

Growth: Try to anticipate your family’s changing
needs as children and your parents age, and your
interests evolve.

Old vs. New: Want the charm of an older building? /
Weigh the tradeoff in time and intrusions of having T
repair work done versus the satisfaction of renovating —L

to create your vision. /(BRYAN MORRIS

Neighbors: Do you prize privacy or would you rather |
be part of a neighborhood community? Do you see
your children playing in the backyard or will they be

with their friends on the street? Also, don’t forget to
clearly understand where your property lines extend.

Traffic: Do you want a quiet street? Check traffic
patterns at different times of the day to see if, and
when, it becomes a heavily traveled route.

Location, Location, Location: The perfect
house in a neighborhood that does not
suit you will never feel like home.



