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S ENORMOUS BONUS ROOM

Covered arched entry, with circle-top transom window,
welcomes guests to this gracious family home. The vaulted
foyer hosts a sweeping curved staircase which leads to a
railed gallery. Two decorative columns adorn the foyer and

+ gallerla. zthe living room, with arched doorways, adjoins a
windowed bay dinirg room, creating a dramatic formal en-
tertaining area. The dan, off the main foyer, has a connec-
ting three piece bath which allows this room to double as &
guest room or extra bedroom. ' :

The informal living space revolves around a gourmet kitchen
and breakfast bay. The kitchen leatures a pantry, abundant
counter space and long preparation osland, with cooking
top and bar sink. The sunken family room is separated from
the kitchen by an open ralling and columns. A media cen-
tre, corner fireplace and sliding glass door to rear patio are
included in the family room. A laundry room. with spacious
sewing counter and laundcy chute from upstairs, com-
pletes the first level.

The lavish master bedroom boasts a coffered ceilin§. watk-
in closet, and sumptuous skylight ansuite. with his and
hers vanity, whirlpoo! spa. and shower. Three additional
bedrooms share a four-piece maln bathroom. Large storage
closets throughout the second level. Secondary slaircase
opens to a 527 square {ool bonus room which may be used
as nanny quarters or games room.

" The finished floor area of this gracious home is 4.107 sq. ft.

Send for Canada's largest plan book with over 300
dasigns. anly $9.95. including shipping. To build Plan No.
89-4107. order an B set blueprint package for $475.00. or 5
sols for $425.00. plus $14.00 shipping. Send payment o
HOME OF THE WEEK, cfo The Hailton Hills Herald. Unit 6-
2624 Dunwin Drive, Mississauga. Ontario L5L 3T75. For
« {astest service. use VisaiMasterCard and call toll free
1-800-663-6739. 9:00 a.m.-8:00 p.m,, Eastern Time. Monday
to Saturday. Melro Toronio residents, please call 828-5657,

8:30 2.m.-5:00 p.m.

COLONIAL
TREE SERVICE

*TREE SURGEON *
FREE PROPERTY ANALYSIS
Certchied 8y Dalaro Hydre
17 YEARS EXPERIENCE
TREE TRIMMING & REMOVAL
STUMPS REMOVED
- FULLY INSURED -

wnen 877-8591

BUTLER

PLUMBING
SUPPLIES

o Acryi Bath & Shower Unils

* Whicipeals

« Spas = Pedestaly

= ¥anities & Medicing Cabinels
ar7-2293
453-8911

k b -
oy vl Bomtvey o B [ sl oLy

PLUMBING SHOWROOM
11 Armsirong Ave., Georgetown

- ED. OLDFORD
_ CONSTRUCTION
[ LTD.

E General Contracting
. « A Reratioas Gt
132500 || i
ALARM

»Cutiens Woeadwork -Illlt!ll
| GEORGEYOWN

UCENBED ELECTRICIAN

Froe 8771390

Extimates

*Railings
e+Gates
.+ sFences
«Spiral Staircases

| @ nrrnancang-ﬂue
Georgelown

* FREE ESTIMATES »
[t

LCutiom Bl Homey
Comme rcialindusinal Burdmgs
AddiianURendvahony
Foundabani/Concrele
Carpenity/tough & hmagh
pabng - N 1ypes
Saling Windowl/Dodrs
No Job foo el -

ReatonatieTompehilive HI.IIII-

873-0530

BASEMENT
WATERPROOFING
SPECIALISTS

W PRICES
MODERN METHOLS

0 M RS a0 BRALIP PO
LA A § A G OOROIT Oheity

10 YEAR UNCONTITIONAL GUARANTEE

GORD’S

BASEMENT WATERPROOFING
T4 KR ANSWERNE SERVICE

451-0595 =

FREE ESTIMATES

e

“SPECLALLIONG M HOUSE CLEANIHG
FOR PARTICULAR PEDPLE™

-Domastic Light Housekesping
on Regular Basls

‘Bonded. Insured, Unilormed

-Supplies Provided

Call Us For A Complete
Estimate Of Your Need

876-1672 853-4720

HALTON HILLS
ELECTRICAL

CONTRACTING
9 LMTED

sTMDUSTRIAL
«COMMERCIAL
*RESDENTIAL
*AUMAL

23/ HOUR
SERVICE

PRAOP LYLE PRUETER

853-2572

HENK'S

Lawn & Garden Equipment

SALES & SERVICE OF LAWN,
GARDEN AND SMALL
INDUSTRIAL EQUIPMENT

‘Winter is the time 1o &1 your Liwn
equipmant serviced 10 avold
kneups i §pring -

ARo, oew ig Ihe bme 10 -
start shopping fov thal i
new Lawnmower, '
" rding mower, tiller, 21c.

78 Stewariigwn Rd.

8770768

A
" ROOFING

NEW CONSTRUCTION
=~ AND

2%~ RE-ROOF

,__3_'{5 -'!:: FREE

ESTMATES
(519) 833-2934

HARDWARE

FOR ALL YOUR
HARDWARE
NEEDS

oKeys Cul

sScreen & Window
Repair

sBezuli-Tone Paints

sElectrical & Plumbing
Supplles

sHousewares

«Small Appliances

FRIENDLY, COURTEQUS
SERVICE

2635 GUELPH STREET oy

;’Eg
~BASHWOQOD .-

wIiNMOOw AND DOORA CENTARE

The Window
and Door Centre
supplying you with
quality products,
factory service and
instaliation,

cHDASHWOOD

WINDOW AND DOOR CENTRE

100 Wilkinson Rd.
Bramptlon

(416) 454-5362

3 Peel Heating and
%/ Air Conditioning

LENNOX
COMFORT
PLUS
CASH
BACK

Lennox and Independent Lennax
Dealers are now afferdng you 3avings
of up to $425.00 ¢ wiecied
products — s conditioning,

Mealing, hsl pumps and
accessories,

For 3 Eletirre of comlog and
savings, call your participating
Lenngz Dealer now and be
assured of zarly insiallation,

Don’l delay! Takg sdvantage ol the
Lennox “Camiart Plus
Cashback?”

OHer axpirss
May 15, 1803

af e
[diy ==
PN
AVALAgy '
H 1

7)) Peel Heating and
= Air Conditioning
32 Sy 82, Bampton  451-7085

:a"ﬂ' ComumersGas MISSISSAUGA
AsperndDosee 081729

INSULATED EXTERIOH DOORS
QUALITY INSTALLATIONS

WITH GUARANTEE
HANDCRAFTED GLASS

OAK...CEDAR .. PINE. ..

INTERIOR DOOR
SOLID VINYL WINDOWS

THE DOOR STOP
545 Main Street East _
Miiton, Ontarlo LIT 3J2
Toronto: 821-3329

" WMtilton: B76-4631°

9
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GOING OUT OF BUSINESS

SALE

50% - 60% OFF
Neiisen's Clothing
37 Ml SLLE.
Acton, Ontario
853-2280
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AUTOS FOR SALE

1980 RABBIT Diesel, 5

ed, or 1978 Toyota
certified
853-

SR

v e e

AUTQSFMSAILE__“
1976 Buick Century,
48,000 miles, original.

Best offer. As is. elica,
§77-5414 (es) $1,600.00, ©O.B.O.

4772(es)
1981 HORIZON,
avutomatic, blue B73- 1981 MERCURY

2476(es) LYNX,2 dr, 4 spd,

330,000 km., as is
1979 HORIZON, 4 speed, 0. B77-9834 after S
black. 873-2476(es) 3600.00. B

p.m.
1983 MAZDA pickup 1980 V.W. RABBIT, 5

truck with cap. 82200
diesel, 85,000 km, Cer-  peed. LotS O oinal
tified, 877-8456 after 5 ms, $1,700.00, certified,
p.m. (es) . $1,500.00 as is. 873-4004,
80 MUSTANG, f]rc;ilg; 1988 FORD F 150
S qt"h s I0800 cart o Pickup. Showroom con-
B.0. 877-2788 after 5:00  Oitlon 6,300 km. Must
it - sell, $12,550.00. B77-0491
weekdays. after 6 pm. (es)

1981 CHEVETTE - 4 1985 BUICK LE SABRE
door, am/fm, must be LTD. 8 cylinder, 4 door,
seen, Call after 5§ pm rear wheel drive. Full

B77-4646(es) equiped. One owner, ail
1979 PONTIAC original. Certified.
LAURENTIAN Wagon, 853-2696.

P/S, P/B, $800.00. 1977 PICK UP CHEV
0.8.0.873-0750(es) SILVERADO. Excellent

SAME DA Y | Lots of extras. $4,500.
TAX RETURNS

Doug 457-8286(es)
101 Guellph 5t. Georgetown

88 GRAND MARQUIS
877-2217
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L.S. fully loaded, under
12,000 kms: Infterested
parties call after 4 p.m.
B77-8167(es)

1981 BUICK SKYLARK
P/S, P/8B, loaded. -Cer-
tifled, $2,250.00. B77-1296
after 6§ or weekends.(es)

BHAN D REALTY INC.

NATIONAL REAL
ESTATE SERVICE

Ty ¥ m
I R
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it must be the phdse of the moon over the iast week or so, for it
seems that, certainly in this business, a lot of things went berserk.
Clients did out-of-character behavior, agents started pulling t!mnr hair
out, pagers failed, deals fell apart, phones went nuts - then died - and
all in afl I'm awfully glad that full moon is over with. I have a very
good fiiend who has done a lot of work with the not-so-stable-of mlI:H:l,
and she does tell me that the moon certainly has a lot to do with
behavior, so I will put all this down to the looney moon, _

However, despite this preamble, 1 have been asked several times
over the last ten days, to write “something” about loyalty. Actually, I
have written about this to some extent in the past, but perhaps it is
time again to take a stab at this very controversial subject. There is
probably no other business like real estate that loyalty is so much of a
problem. In a small town like Georgetown, or Aclon, we are very
aware of what is happening between ourselves (as agents) and we are
a pretty close knit group. Many, many times we overlap clients, for it
is inevitable with the agent-client ratio, but usually, after an initial
meeting with an agent and client, most le-choose whom they want
to work with, and there is no problem. You will note that I said ‘‘usual-
ly” - and this is where we hit the sensitive zone, o

If clients are up front with us and tell us that they are working with a
couple of-other agents, or one agent from each office in town, we can
then decide how to handle the situation. We might decide that it's OK
with us and who knows who will win, or we might decide that the
amount of energy that we spend can be watered down from the normal
amount, or we might decide that it is not worth any amount of time,
and let someone else go crazy. o

But at least, let us have the opportunity of making a decision. You
see if you don’t let us know, we find out pretty fast anyway - it is just
that sort of town, and then we are frustrated and feel like we are being
used. I know, I can hear a bunch of you saying, “So what, that’s
business,”’ but I say to you - you will not get the same sort of service or
dedication and in the end, you will lose - not win, from this type of ac-
tion.

Working on straight commission, as we do, makes most of us work
very hard. There are many, many hours of  unseen work done in
preparation for our clients. Dedicated agents put in extraordinary
long days, spending time on the phone, on the computer, inspection of
homes, and sorting things for their clients. It is all part of the profes-

By Glenda 'Hughas.. Sales Rep.

sion, and we wouldn't do it if we didn't love it, but it is certainly a kick

in the gut when we discover that a client is working all over town.
There is sort of an unspoken priority list with every agent. A client that
urgently needs a home will always get top priority, and then it works
down from there to the client that is just browsing.

Naturally, the time spent, is watered down amongst many, 'but
urgency always prevails, and it is that client that gets about 98 per
cent of cur time. You will not get an agent to do “hand springs” for you
if you have a bunch of other agents working for you. I think if you are
honest, and this is the magic word, HONEST, you will get the service
you want. If you are going to list your home with another agent - tell
the other agent immediately. If you are going to work with other
agents in looking for a home - tell them - it will only make you go up in
our estimation of human nature, and thenwe candeal withit. .

You will only get what you pay for in the long run and it’s tough

| bucking the system - but I think in the final analysis, you will have bet-

ter service and a much better rapport with your agent if you start with
aclean slate! _ :
May the New Moon bring you smiles and Jaughter this month.




