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2. Determine the best price for what's going on in the market right now. Assess the current and light fixtures if necessary e {féﬂ?';,:iﬂfg; i::;'fg B {Naka 516 eveAng Sparides -
state of the market and what comparable homes are actually selling for In your neighborhood. O  Remove all toys. equipment and litter switches, outlet plates, faucets and . 'F';“""“‘”g grout —
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