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Look at financing
again

{NC)=—1It seems that we am now well
past the bottom of the interest rate
cycle. That does not mean Lhat rates

" are high oruncomfortable. Butrather,
people will have to give more thought
to mongage hinancing when purchas-
[Ng a property. :

Earlicr thts year, with morigage
rates at 10-year lows, people pur-
chased and simply arranged new
(inancing.

Now people will have 10 give some
thought ‘as to the term of their new
mortgage financing. Should we lock-
in the interent rate for & months, a
ycar, or anywhere up (o five years?
Again, we are all being asked 1o be
interest mte forecasiers, |

There are two issues at play — first
trying to minimize our intercst costs
— and secondly, ecnsuriag
afTordability.

If your new morigage places you ai
~ the limit of afTferdability then any up-
* ward rise from today's rates could put

you in difficulty. Tn this instance you
-are best to lock-into as long a time
frame possible — 10 give you the long-
est period to allow your income to
| increase.
~ Trying 10 minimize costs 15 the
game we are all trying 1o play. Econo-
mists fel! us that rates are now on the
way up. While these increases have
been modest, 1o one is saying when il
will reverse, Thercfore, it would ap-
pear that loaking at morgage terms
of more than thore vears makes more
sense today than it did a year ago.

While lenders are not in a position
ta offer advice as to the best izrm to
take o minimize inlerest conts, they
can certainly help in looking at the
affardabitity issue. And here again, a
good real estate salesperson with con-
tacts 1o a financial institution can steer
you in the right direction.

For a trae booldet: “How To Sall Your
Home", wiila Cenada Trust Reahor,
J20 Bay 51, Toronto, Onterio MSH 2P0,
Tolt fres 1-800-268-8599. :
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Marketing makes
~ the difference

{NC)}—1In a column wrtten carlier
this year, 1 talked abour the need to

“Get & Marketing Plan™.

When the market has more buyers
than properties for sale, then il is
somelimes hard 10 convince sellers
that they nced a proper marketing
plan or program. In today’s market

that shouldn’t be the ¢ase.

While the market is st active,
there has to be a specific plandesigned
\o market cach property — that is to
expose it o as many potential buyers

as possible.

In a siep by step process, a salesper-
son should first analyse the property
with the view to determining who
would be attracted to it for rentons
such as location, size (¢.g. number af
bedrooms, cntertaining area, etc.),
and price. The next step is to find out
where these people might currentiy be

living. And then, only at this stage,

should salespeople discuss the market-

" ing programs they would use to reach
these people. . . .

- While setting out a marketing plan
is one thing, petting the salesperson Lo

_carry it out is anather, At this stage

you are looking for Action not prom-
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In order to ensure a certain level of

Action or Service, several real estale
companies have introduced warrn-
' ties — not warrmantics on the condition
of the house itsell {remember, the

broker doecs net awn the house: his/

her job 15 1o sell it on behall of the
owner) but on the level of service the
broker will provide. Now, that is
something a broaker has full control
over. Furthermore, no broker should
have any problem with making such a
commitiment, il he/she truly is sincere
in wanting vour business.

For a free bookiet "How To Sell Your

Home", witle Cansda Trus! Realtor,
320 Bay 5t, Toronio, Ontario MSH 2P8.
Toll iree 1-800-288-5599,
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OPEN HOUSE ON DEC. 6-12- 4 p.m.
5000 SQ.FT. CUSTOM HOME

a bedrooms, formal dmmg room, den, lwng room, Luge kichon, tamiy room, Sauna, 5
washrocomy, 3 car garage, over 100 I of dockng (20 18 wade). & walkouls, skylights, an 3's

acres with a panoramic view 3425 000

CLASSIC

Charming 2% slorey brick home fealuring a
coay den, larga living room with fireplaco and
caving., zeparale dining room. Holywood
style kitchen, 3 bodrooms, large room with
washroam on Jrd lavel. Full basement wilth
now gas lumece, updaled wiring, covered
. walkout over tha den, large fonced lot with
20 oot frontago, area of large older homes.

- $168.900.

NEW LISTING

1% stocey, 3 badroom home I quiat arga.

. Large 50 x 150 jot. Onlr_iﬂﬂ,ﬁm.
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Lovely 3 bedeoom sidasphl with now kilchen,
buill-in dishwasher and many oextros. Larqgo
ot backing onto farm. Walkout from tamily
room, firaplace, oxtra washroom: Only
5189.800. For more intormalion cali Loty
Graaveos or Gardon Dawe.

— a

W HOME TO BE BUI
$139,900

We work together for you
Halton Hllls

BARBARA GLENN

Mulen - 876-1156
Res.: 1-519-853-0923

CHARMING OLDER HOME
$125.000

Weill kepl older 4 bedroom home wilh

beauliful lot, stream runnlng through back
o pmpﬁrtg. Lols af reom for tamily and
business. Potential duplex, 7285

SECLUDED WOGDED SPLENDOR

2400 sq. 11, home with a blend of oM log”

and modern ali in pne. Features stone
lireplace in Hving room, rew kitchen, This
is nestled on 9 acres with stream, pond
and Bruce Trail. Asking $325,000.

1307

- Milton Areas-

~ ALEX GLENN
Georgetown - 877.5296
Res.: 1.519-853-0923

114,300

Picturesque Baard & Batten Pine wain-
scotting in large Eving room; new windows,
family sized Xichen with w/e 1o beautifu)
66" x 165" loL. Also 3 bedrooms, main
floor laundry, garage. Assume mortgage.
January 15, 1988 possession.

LOOKING FOR 2 HOUSES DN 1 PROPERTY?
3339,900

This is a beauly with 5C acres of land and
30° x 140" barn. Main home is 8 yrs. old
with approximately 3000 sg. ft. and
bungaiow approximately 900 sg. H,
Asking 5339,900. 7211

HORSE FARM ~ $249,800

35 acres, 11 paddocks, 22 stall barn, Imitation brick, 1% storey, 3
bedrooms, large country kitchen, double garage. c 7201

Let The Reaf Estate
Outlook help you

find your new
homestead.




