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REAL ESTATE  |  SELLING

But, when those purchasers 
are ready to move on to anoth-
er property, as first-time sellers 
they must make multiple deci-
sions. 

A significant resource in 
your home-selling experience 
is a real estate agent. Their 
expertise can streamline the 
process by pricing the proper-
ty based on local trends, find-
ing motivated buyers and 
ensuring the legal aspects are 
covered. When choosing a real 
estate agent, ask your friends 
and loved ones who have 
recently sold their homes for a 
referral.

Here are some other factors 
to consider before rushing to 
place your home to the mar-
ket. 

COMPLETE REPAIRS
While major renovations 

may not make financial sense, 
it’s crucial to ensure the home 
is move-in ready before going 
to market. Rather than focus-
ing on removing walls or 

extending the living space, 
spend time inspecting your 
appliances. Try to make sure 
that all water equipment is 
free from leaks, the floors are 
sturdy and your HVAC system 
is up to date. It can be a deal-
breaker when a homebuyer 
visits the property and notices 
that they must make signifi-
cant investments in updating 

their appliances.

TIMING MATTERS
If you aren’t in a rush to sell 

your home, waiting for a sum-
mer selling season can help 
get the most value and quick-
est turnaround. According to 
the Nationals Association of 
Realtors, warmer months 
show to have the most aggres-

sive house hunters, while sales 
significantly slow during the 
winter. Of course, the weather 
can vary dramatically, depend-
ing on your region. Timing the 
market right is another benefit 
you gain when working with 
an experienced agent.

SHOULD YOU STAGE?
Hiring an expert to stage 

your home before an open 
house or showing is an excel-
lent strategy. The visual of how 
space is used can entice pro-
spective buyers who can imag-
ine how the property will work 
for their daily lives. Even if the 
house is already vacant, it’s 
beneficial to fill it with furni-
ture, bedding and lights to give 
it an attractive ambiance. 

Tips for First-Time Sellers
First-time home 

buyers are granted 
numerous perks 

when house hunting. 
Benefits like 

specialized loans,  
tax breaks and 

community programs 
make buying a more 
manageable process 

with exciting 
advantages. 
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REAL ESTATE  |  TRENDS

Whether you’re buying or selling, 
energy-efficient homes are commodi-
ties on both sides of the market. 
Properties that are already equipped 
with environmentally friendly appli-
ances can speak to buyers on a bud-
get and those who are cautious of 

their carbon footprint. As a seller, 
upgrading your home’s equipment 
can differentiate between a sale at the 
asking price or a lower offer. 

Check out a few interesting statis-
tics discovered in the 2019 Energy-
Efficient Home Design Trends Survey, 
conducted by Fixr.

• The majority of homeowners are 
personally motivated to save energy 
to save money.

• Ducts and windows are the two 
most effective places to save through 
air sealing.

• Heat pumps are the most popular 
method used to heat an energy-effi-
cient home.

• Solar power is the most common 
way to utilize renewable energy in a 
property. 

Find out more about top energy-ef-

ficient home trends that home buyers 
expect, as reported by the National 
Association of Realtors. 

ENERGY STAR APPLIANCES
The U.S. Environmental Protection 

Agency approves appliances that 
boast the Energy Star logo as the 
same or better than standard prod-
ucts, only they use less energy. The 
equipment ranges from machines like 
refrigerators, dishwashers and dryers 
to household necessities like doors 
and windows. 

Ensuring your home is equipped 
with certified devices can be a selling 
point in your listing that attracts more 
buyers.

HVAC EQUIPMENT
The home’s HVAC system can be a 

significant investment and an expen-
sive repair if it isn’t working correctly. 
Suppose you do not perform regular 
maintenance on your equipment. In 
that case, it’s essential to hire a 
licensed expert to conduct an inspec-
tion. 

If you skip the assessment and go 
forward with the sale, a home inspec-
tor may discover it is on the brink of 
failure, leaving the buyer’s perception 
of you as dishonest.

SOLAR PANELS
Equipping the home with pow-

er-generating solar panels can lower 
the electricity bills and reduce reli-
ance on fossil fuels. Make sure you 
can pay off the installation cost as 
even after the property sells, some 
loans can’t be transferred.

Buy or Sell an Energy Efficient Home
Energy efficiency is all the 
rage when it comes to the 
real estate market. Buyers 

and sellers alike have taken 
to the importance of 

implementing smarter, more 
efficient appliances and 

systems into their homes. 



REAL ESTATE  |  BUYING TIPS

A home foreclosure is like 
the repossession of a vehicle 
or other valuable possession. 
If a previous owner failed to 
make their payments on time, 
the loan holder moves to take 
the property back. 

Foreclosure laws vary from 
state to state, so it’s impera-
tive to do your research 
before making an offer or 
waiting for the property to 
become available. Depending 
on your location, the process 
can take months to years. 

There are two categories of 
foreclosed homes and know-
ing the difference can help 
improve your negotiating 
power. 

• Bank owned. Once a 
bank has finalized the fore-
closure, they typically put the 
home up for auction. 
Potential buyers will make 
their bids, allowing the lender 
to recover some of their 
financial loss. 

• Real estate owned. If a 
property fails to sell at auc-
tion, the home is generally 
listed traditionally. A special-
ized agent will show the 
house to interested shoppers 
and can result in a great deal 
after not selling initially. 

GET THE MOST VALUE
Investing in a foreclosed 

home comes with unique risks 
over a traditional home pur-
chase. For instance, the prop-
erty has likely been vacant for 
a considerable period as the 
bank tries to settle their legal 
issues. Empty buildings are 
prone to vandalism, theft and 

dangerous conditions like the 
development of mold or mil-
dew.

When researching a proper-
ty, it’s crucial to hire an inspec-
tor and receive bids from con-
tractors if repairs are neces-
sary. Use the reconditioning 
costs to build your negotiating 
power before making an offer. 

If you know of a homeowner 
facing foreclosure, you can 
sometimes score a great deal 
while helping them alleviate 
their financial struggles. 

READ THE FINE PRINT
Some states institute a law 

called the “right to redemp-
tion,” which means property 

owners who have been fore-
closed have a period to buy 
back their home. Ensure the 
process is completed before 
attempting to buy a house at 
an auction or from a bank. You 
may find yourself moving in 
and fixing up your new pur-
chase as the previous owner 
strives to earn it back.

Should you Buy a Foreclosure?
Many buyers consider 

foreclosed homes 
when looking for their 
next house. While an 

attractive option 
because of price, this 
may not be a good fit 

for every buyer. 
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REAL ESTATE  |  FINANCIAL CONCERNS

Before buying a property, 
you should know how to 
understand it’s resale poten-
tial. Ensuring it will appeal to 
others if you must make a 
move is necessary to make the 
purchase a positive invest-
ment. 

One way to stay on top of 
your home’s value after the 
purchase is by hiring an 
appraiser to estimate its worth. 
They will analyze factors like 
the structure’s quality, the 
square footage, a home’s 
rooms and the neighborhood’s 
characteristics. Their expertise 
is beneficial to gain before put-
ting in an offer on a property, 
even if the seller has already 
hired their own professional. 

As you navigate open houses 
and private showings, know 
what to look for when judging 
the resale value of your poten-
tial home. 

RESEARCH  
THE LOCATION 

The location of a home 
directly impacts the value and 
demand of the property. Do 
your research to find out about 
its school systems, economy 
and nearby entertainment. 
Finding a property developed 
in an up-and-coming neigh-
borhood can turn your initial 
purchase into a sizable return 

in the future. 
Even if you don’t have or 

plan to have children, local 
schools are essential to 
increase the value of a home. 
When you live in an area with-
out nearby educational institu-
tions, your buyers’ pool is lim-
ited to a specific collection of 
purchasers by mostly exclud-
ing families. 

CURB APPEAL
The home’s interior may 

have been the main selling 
point, but make sure the exteri-
or shows off plenty of curb 
appeal. The outside of your 
property is the first thing others 
notice as they pull in for a list-
ing or drive by to view it in per-
son. Even if it lacks appeal right 
now, consider how you can 

improve it. Sometimes, a fresh 
coat of paint and an invest-
ment in landscaping can 
improve the appearance dra-
matically. 

RED FLAGS
Besides looking for the best 

features of a home, consider 
these red flags before commit-
ting to making an offer. 

• It’s been on the market for 
an extended period.

• It’s the highest-priced list-
ing in the neighborhood.

• The home requires signifi-
cant renovations before it is 
suitable for living. 

Research crime rates, the 
police presence and the types 
of businesses that thrive to 
ensure the community is safe.

Judging a Home’s Resale Value
Even if you plan to 

purchase your forever 
home, it’s essential to 

think of the future. Life 
may take you in an 

unexpected direction. 
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REAL ESTATE  |  SELLING TIPS

To further comprehend how 
a buyer’s mind works during a 
real estate transaction, check 
out this list of the essential 
factors of a house, as reported 
by the National Association of 
Realtors. 

• Most were looking to 
avoid renovations and prob-
lems with plumbing or elec-
tricity. 

• Most newly purchased 
homes were about 1,850 
square feet, had three bed-
rooms and two bathrooms 
and were built after 1990.

• Heating and cooling costs 
were the most important 
environmental features in 
buying decisions.

• For 44% of recent buyers, 
the first step they took in the 
buying process was viewing 
the properties online. 

Because home buyers are 
doing their research online 
before even visiting a proper-
ty in person, it’s critical to 
craft an attractive listing 
description. A professional 
real estate agent can highlight 
its robust features based on 
what is selling in the local 
area. Here are some other tips 
to boost your showing and 
invite more buyers for a 
showing. 

CHOOSE A QUALIFIED 
REAL ESTATE AGENT

The guidance of a profes-
sional real estate agent can 
impact many factors in a real 
estate transaction. When the 
goal is to attract more buyers, 
it’s essential to choose a prov-
en expert who excels in mar-
keting and has significant 
connections. 

Real estate agents who are 

prominent in their areas work 
with their peers and commu-
nicate about their client’s 
needs regarding a home. In 
some cases, they may already 
have a buyer in mind who is 
looking for your property’s 
features. When there isn’t an 
already potential purchaser in 
mind, their skills for drafting 
an attractive listing and 
reaching a broad audience 

will be an asset during the 
sale.  

TAKE PROFESSIONAL 
PICTURES

Since many homebuyers do 
their research online first, 
painting your property in its 
best light is imperative. Hire a 
real estate photographer to 
document all four corners of 
your home and yard. Make 

sure to highlight bathrooms, 
bedrooms, entertainment 
spaces and the landscaping. 
An appealing listing can 
entice buyers to schedule a 
visit. You should also consider 
offering a virtual tour with 
your agent. The ability to view 
the home digitally is an excel-
lent starting point for buyers, 
especially in the age of social 
distancing.

Attract More Buyers
If you’re planning to 
sell your home, you 
should understand 

what helps 
properties sell and 

how to get more eyes 
on your listing. 
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REAL ESTATE  |  TRENDS

According to data from a 
recent Harris Poll, nearly a 
third of U.S. citizens are con-
sidering moving to less dense-
ly populated areas. Trading in 
city living for many close-knit 
suburb communities provides 
lower crime rates, more 
affordable costs and larger liv-
ing spaces. 

If you’re a parent, more des-
olate areas have access to 
highly rated schools. The edu-
cation opportunities are often 
a significant factor that fami-
lies make before investing in a 
property. A smaller student 
body also means that your 
children will get more one-
on-one time while learning 
and build stronger bonds with 
their peers. 

MORE CONVENIENCE 
One of the most significant 

reasons people escape the 
city for suburban homes is 
the slower pace and conve-
nience. Major metropolitan 
areas can be challenging to 
navigate considering public 
transportation, dense crowds 
and immense traffic. 
Sometimes, a quick visit to 
the grocery store can lead to a 
stressful, all-day event. In 
smaller communities, 
Americans gain quick access 
to places like shops, restau-
rants and entertainment ven-

ues without traveling into a 
hectic city environment. 

PEACE AND QUIET
Living in the heart of a city 

comes with some advantages, 
but peace and quiet are not 
high on the list. With the 
heavy traffic, hustle or urban 
life and consistent traffic 
activity, it can be challenging 

to find the silence to relax 
fully. While many suburbs 
offer exciting social scenes, 
the more spacious footprint 
tends to be more laid-back 
and peaceful. 

MORE VALUE  
IN PURCHASING

When looking for value in 
your home purchase, subur-

ban living offers beautiful 
properties with significant 
amenities. While the asking 
price for these buildings may 
be considerable, families can 
find great deals on a home 
that provides larger living 
space in terms of square foot-
age and features.

Because the living quarters 
are more sizable in the sub-

urbs, children enjoy their own 
rooms, a spacious backyard 
and several bathrooms. If you 
are ready to make a move, 
reach out to real estate agents 
in the prospective area to get 
the ball moving. 

Most of the deal can be per-
formed virtually while they 
research potential properties 
that work with your budget.

Moving to the Suburbs
The ongoing COVID-

19 pandemic has 
changed how many 
Americans think of 

where they live. 
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REAL ESTATE  |  TAKE CARE OF YOURSELF

When the process begins to 
affect your mental well-being, 
it’s critical to take a step back 
and manage your feelings. 
Rushing through a transac-
tion to get it over with can 
lead to negative financial 
results or regret. Before hiring 
an expert to list your home, 
make sure you’re emotionally 
ready, and the decision is 
right. 

If you’re hesitant, draft a list 
of the reasons you plan to sell 
and the advantages you may 
acquire by staying. If you find 
more things you like about 
living in the property, consid-
er forgetting the idea and 
re-evaluating it in a few 
months. However, if you’re 
committed to selling, consid-
er these tips to control your 
emotions. 

YOUR HOME IS  
A PRODUCT

Regardless of the memories 
you created within the prop-
erty, to a potential buyer, it’s a 
home where they will lay their 
roots. Showcase the house in 
its best light while avoiding 
the feelings that may arise. If 
you painted your walls with 
bright and vibrant colors, 
consider repainting them 
with more neutral tones that 
speak to a broader audience. 
It’s also an excellent idea to 

hire a professional cleaning 
service before going to mar-
ket. They can remove unnec-
essary clutter, clean the car-
pets and polish parts of your 
home that are often forgotten. 

INVOLVE YOURSELF  
IN THE PROCESS

The stress of being left out 
of the loop during a real 

estate transaction can be 
challenging to manage. 

Be honest with your real 
estate agent and explain that 
you wish to be involved in the 
process. It’s essential to find a 
balance between remaining 
active and being intrusive to 
your agent. While you 
shouldn’t get in the way while 
they work, it’s beneficial to 

respond to feedback, keep the 
home tidy between showings 
and ask your expert for 
updates. 

TURN TO FRIENDS  
AND FAMILY

Sometimes taking a step 
back from the sale can pro-
vide stress relief. Rather than 
worry yourself about the 

transaction, try to find time to 
connect with friends and fam-
ily. Discuss your concerns 
with them about the home 
sale for a different perspec-
tive. Perhaps they have gone 
through the same emotional 
struggles that come with sell-
ing your property and will 
provide you with honest 
advice.

Manage Emotional Stress
Selling your home can 
be stressful, especially 

if you have an 
emotional connection 

to a property. 
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