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hie centificate entitles you to @ '
professionally accurate estimate of the market value

of your home by Jim Abers

‘REAL ESTATE OUTLOOK, Wednesday, Oclober 16, 1ch - Page 7

s

b

4

F

}

| WL

[

CONTACT TIM AKENSTO ARRANGE AN APPOINTMENT
et wur alenlion te seltcil istings Trom odher real estate brokers Please detrepard thas offer if vour home ra currenly listed
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Commlssmns Youget what you pay for'

{NC}—Like any market, strong real
estate sales have recemtly produced o
varicly of commission rate choices for
the hotmne selier.

As real estate prices have risen, so
oo have the size of commissions. And
the public is asking: Am I paying too
much or am | getting full value?

When you buy a product it’s easier
lo evaluaic what you are getting for
your mency. You can see it and much
it. When you contract for a service it's
very hard 10~ compare what one
salespersen will do for one percentage
versus what another salesperson can dg
for a lower percentage. How do you
compare? That’s the dilermma.  Be-
cause each company has the right 10
Bel their own commission fees.

But with the number of new sales-
people and the number of new organi-
zalians entering the market at record
levels, the easicst way for these people
10 increase market share is 1o get more
listings by culting commissions,
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ANDY KING

Sates Rapresantalive

873-1056
457-9788
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Is this a benefit to consumers? On
the surface it might be, pruyided that
the level of service i maintained.

However, thal 1s very unlikely. Why?
Real estate brokerage is already a low
margin business because of commis-
MOt pay ouls 10 salespeople. So when
you reduce revenues through lower
Commission rates the company is lefi
with less money fo service and promote
its listings.

[t's the same with those companies
that pay oul all of the commission to
salespeople. Not only do salespeoplc
have less of their own dollars to pro
mole the property, but also they have
less fo gain.

But some consurners may say —
those salespeople are already making
100 much asnyway. They can do with
less. While average salaries in the real
cxtale industry are comparable to office
workers, 1 ts [ruc that 1op salespeople
¢an cam big dollars.

But don’t forget, salespeople do not
draw asalary, They only get pasd when
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a sale is made and the seller is satisfed.
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REAL ESTATE
AND YOU

Jamie Johnston

Many times just as much work and
moncy has gone to promote a propenty
that did not sell. Then the salesperson
and company will lose money. Evenin
good markets only 50% of listings taken
are actually sold. So half the time these
salespeopie have worked for nothing.
How many other professions work on
that basis? Or how many office and
factory workers would acoepl these
conditions? Much less a cut in salary?

S0 let’s get back to the real sasue:
Arc you gelling your money's worth?

First, il a salesperson talks about
reducing commissions up froni, you

can be sure that they have lintle clse ta
offer.

Entitlies You To A

MOVE IN MAY

Beautlful 3 bedroom bungaiow

— May pﬂssesm
OFFERED AT *16
CALL BiIlLL OR ANDY FOR YOUR APPOINTMENT

However, a salesperson who has
laken the time o research Yourpropeny
beforg they sit down with you wifl
prabably do a better job for you in
selling your property. By preparation, |
mean not only a market evaluation bui
also a marketing plan. How will they
promotc yeur propenty? Anyonc can
put an ad in the paper. What else will
they do?

[n the Oinal analysis, you can list
your propeny for a small commission,
but your chances of a sale are
considerably less ifthe salesperson will
not or can not afford to promote your
property. On the other hand, you can
AgIee 10 pay a larger commission which
is not payable until afier a sale is made
and you are sarnisficd. With this
commitment, the salesperson and their
company will imtale programs o
gencrate buyerinteres! and increase the
chances of a sale.

Ax a censumer, the choice is yours.

For a free copy of "How to Saell your
Home™”, plesss coniaci the Canada
Trust/Raaltor office nearestyou.
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jum akers

associate broker
RES: 877-7551

Poger 1-552.7208
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Repair small eracks
early, avoid major
repairs

MO matter how well & heme s bl
t's sull posabie 10 develop cracks, par-
wularly at the point where 1wo surfaces
«fF different materials mect, such as
around window and door Trames.

Ty remedy this problem quickly and
zasily. and keep iosects, dust and -
ture ouiside where they belong, simply
tenune 0ld vaulk, clean the surface thor-
oughly and apply a general purpose caulk
suvh v Elmer™s Acrylic Latey Caulk
with a cartrdge gun dpplicataor.

Be certain the caulking bead reaches
and onerlaps both surfaces Laten and’
ail-based pamts inay be used over this
caulk aficr o dres - approsimately 3
munuics

An added banus, particutarly lor the
mes e do-tvoarseller - - voe can clean

up Eliner s caulks and sealers cautly with
sivapy snd water belore they dry.

PROFESSIONAL HOME EVALUATION

At No Cost Or Obiligation

CALL BILL. McKEOWN OR ANDY KING FOR PROMPT, PROFESSIONAL & FRIENDLY SERVICE

RE/STAR

MARLATT REALTY GROUP INC. (REALTOR)

NETWORK OF THE STARS

(Not Intended 10 soliclt homes sirsady listed for sala)
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BILL McKEOWN
Sales Repreneniative

873-2437
457-9788
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