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Tips and trends for homeowners, buyers and sellers

ot o TIPS FOR HIDING
' MESSES WHILE
SELLING A HOME

An important part of the home-selling process is showing it to
prospective buyers. Unfortunately, that means tidying up even
more frequently than you normally would, so buyers can focus
on the house’s features rather than your household items.
While it may not be possible to keep your home completely
mess-free when you have children, below are some tips for
keeping the chaos to a minimum:

Under-bed storage. If there’s enough space under their

beds, encourage kids to keep their rooms tidy with rolling plastic
or rattan storage bins. Then, use an oversized comforter or quilt—

or strategically placed blankets—to hide the bins from sight.

Stamless steel appll-

Built-in storage. It may be impossible to keep things
from leaving kids' rooms and entering the living room. Utilize
furniture with built-in storage, such as ottomans, or clear 3
drawer in the entertainment center specifically to tuck away
any roaming toys, games and other items.

Breakfast bars and Baskets and trunks. If you don't have much
islands it of built-in storage or discreet space to take advantage of,
consider buying decorative trunks or baskets with lids that
you can place around your home.

. ; : ; a Suitcases. If you need to store toys in the back of
Stone countertops and h 0 - _ a closet, put them in suitcases that you can easily roll and
tile backsp!ashes While Entertaining extras. While move rather than bulky plastic bins. Suitcases are also a
A the ) g more discreet storage option than bins when buyers glance
; i inside the closet to gauge how much space is available.

Donation. While your kids may feel attached to every
toy, stuffed animal or plaything they own, it might be time to
downsize the collection. Suggest that they start a donation pile,
so that their unused items can bring joy to other kids instead.

BROUGHT TO YOU BY YOUR AGENT, A CERTIFIED RESIDENTIAL SPECIALIST




&
DYNAM 'TE

Exploding with Possibilities
Diane Thompson

WWW.DIANETHOMPSON.COM
diane@dynamiterealtor.com

512-657-5228 M
888-370-5228 F

PROPERTIES, INC.

ouUr

home

Tips and trends for homeowners,

buyers and sellers

S home features 1HAT
MIGHT BE A WASTE OF MONEY

S
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- people who don’t own cars might be vying for
homes near public transit systems. But if you

When looking for a home, there are always
features seemingly everyone says you need. But
by reconsidering those, you may save yourself

a pretty penny. Here are five features to recon-
sider, especially if you're trying to buy a house
on a limited budget:

Close access to mass

s 1- transit. Regular commuters and

-~

won't be relying exclusively on these systems,
you can save yourself a Lot of money by living
farther from these hubs.

A big yard. All of that open

= outdoor space may look tempting at
first glance. However, ask yourself how often
you'll really be using the yard. Do you have pets
or children that will play in it? Will you do any
outdoor entertaining? If not, the cost and time
spent on lawn maintenance and landscaping
may not be worth it.

A tap school district.

= Some parents will pay top dollar to
send their kids to specific schools—and to live
in the best school districts. If you don't have
or plan on having children while living in this
house, you may want to do a little research into
school districts during the homebuying process
and avoid the areas where costs are higher.

Amenities you won’t
= use. Whether it's a built-in wet bar
or a double oven in the kitchen, the cost of
these amenities are reflected in the home's
final price. Ask yourself if you'll really take
advantage of these features before committing
to the purchase.

More space than you
= nead. While large living spaces and
extra rooms are nice to have, will you really
use them? Be honest with yourself—and save
money on the price of a home, as well as on
heating. cooling and cleaning costs, by buying
a smaller home.

Buying or selling a home can seem like an overwhelming task. But the right REALTOR® can make the
process easier—and more profitable.
A Certified Residential Specialist (CRS), with years of experience and success, will help you make
smart decisions in a fast-paced, complex and competitive marketplace.
To earn the CRS Designation, REALTORS® must demonstrate outstanding professional achieve-
ments—including high-volume sales—and pursue advanced training in areas such as finance,
marketing and technology. They must also maintain membership in the National Association of
REALTORS® and abide by its Code of Ethics.
Work with @ REALTOR® who belongs in the top 3 percent in the nation. Contact a CRS today.
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