Are you thinking of selling your home? Is
s0, you'll need professional help to ensure
that your home gets maximum exposure and
is ell-marketed. You'll want to enlist the ser-
vices of a real estate practitioner t0 make sure
you achieve your goal.

The listing is the beginning of a selling
process that includes a well-thought-out and
detailed marketing plan, accessibility to a
wide range of potential buyers and commit-
ment to professional service. It also means
you'll receive friendly, helpful advice
throughout the sale of your home.

Technically speaking, a listing is an author-
ity granted by you to a real estate broker to
act as your agent in offering your property for
sale or lease — according to the terms and
conditions set out in the listing contract.

When you list your home with a real estate
brokerage, you're entering into a binding
agreement with that firm, so it’s important to
choose a company and real estate salesperson
you're satisfied with. To find the right firm
and individual, try interviewing three realtors
and ask them about the services they’ll offer
when they list your home.

What You Can Expect

Your realtor will conduct a thorough
inspection of your property to help determine
what your home’s market value is. He or she
will take accurate measurements along with a
detailed description of the property.

You'll also be asked for documentation on
taxes, surveys, title deed and mortgage infor-
mation. As well, it's important for them to
know if there are any limitations on the prop-

erty which might affect the value — such as a
right-of-way.

The realtor will also ask you questions to
get a better idea of your sales circumstances
(whether you are pressed for time or not) and
what your expectations are.

For instar.ce, you may have no pressing
need to sell your home and are willing to wait
a year until the night offer comes in. On the
other hand, if you're being transferred to
another job posting, you'll have more time
constraints. These are things your realtor
should know, so that he/she can recommend
a marketing approach that best suits your
needs.

The real estate professional also needs to do
a market value comparison to see what com-
parable homes in the area are selling for.
You'll also decide how long the listing will
be for and whether it will be put on the
Multiple Listing Service (MLS).

Use of MLS gives your home maximum
exposure in today's marketplace because it
offers the realtor the opportunity to use the
facilities and services of other realtors
through a system operated by the local real
estate board. Only realtors (members of the
Ontario Real Estate Association and local
real estate boards) have access to MLS.

Understanding Value & Price

Before listing your home, you should
understand there is a difference between the
market value of your property — and the
price you ask for. Often, the two are not the
same.

For instance, a realtor may estimate the

A% o33 1300 LR A

{ i F L.
- R ab’ . ket U T
' | & ] o - ¥

r'l
.
L

L
o

DESIGN for LIVING

Dining room overlooks
vaulted living room

© Copyright SELECT HOME DESIGNS

* Well-planned three-bedroom home
has room for future expansion.

* Foyer opens to living room with
boxed window seat.

* Efficient kitchen layout features a
convenient centre island.

* Sliding glass door from dining room
opens to sundeck.

* Railing separates dining and living
areas enhancing spaciousness throughout
home.

* Master bedroom features walk-in
closet and three-piece ensuite.

* Suggested unfinished lower level lay-
out of 901 sq.ft. includes a family room,
den, bedroom and three-piece bathroom.

first level

Send for Canada's largest plan book
with more than 500 home plans, includ-
ing a wide variety of architectural styles
from luxurious brick manors to afford-
able bungalows, only $9.95 (including
shipping and GST). To order using
VISA or MasterCard, call toll-free 1-
800-663-6739 or send cheque or money
order to Design for Living, c/o The
Canadian Champion, 382 West
Broadway, Vancouver, B.C., VSY IR2.
Trained consultants are standing by
Monday to Saturday to take your order
for the plan book, or to provide informa-
tion about the plan featured in this col-
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second level 1200 sq.ft.

market value of your home to be $180,000 —
but if you’re under pressure to sell in a hurry,
he/she may advise you to list below
$180,000. On the other hand, if you're not
pressed for time, your realtor may advise you
to list it slightly above market value.

Teamwork

One of the most important steps in listing a
property is for the realtor to develop a good
working relationship with you. At this stage,
you, the broker and salesperson are forming a
team for the purpose of selling your home.

As an owner you'll be responsible for try-
Ing to assist in the marketing of your property
where possible — without actually becoming
physically involved in showings.

The realtor will tell you about preparing the
house, arranging showings or open houses
and tell you about what's involved in offer
presentations.

Scouting for Buyers

Once the listing is complete, the realtor will
check his/her contact lists and begin to pin-
point and pre-qualify potential purchasers for
your home. This way, you avoid an endless
parade of totally disinterested viewers
through your house. '

If a offer to purchase is procured while the
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listing is in force, and you accept it, you then
owe the real estate brokerage firm a commis-
sion for having used its services.

You should realize there is usually a hold-
over clause in listing agreements. This means
that even afier the listing expires — if one of
the purchasers introduced to the property
through the marketing activities of the broker
buys it within a specified time limit — a
commission is owed to the brokerage.

For more information about the listing
process, contact a realtor who specializes in
your area.

 This article is provided by local realtors
and the Ontario Real Estate Association
(OREA) for the benefit of consumers in the
real estate market.

LOCATION, LOCATION, LOCATION

IS how 1o describe the interior of this lovely home.
Features include remodelled European kitchen
with built-in appliances & centre island, 4 spacious
bedrooms. 2 spacious rec. rooms on lower level lo-
gether with 3 pc. bath plus 2 other rooms. Beautiful
addition with bow window enhanced by tranquil
view of ravine. Call today 10 view this beauty.

LIST PRICE $248,900
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Campbellville Realty Inc.
1 90 Main Street North, Campbellville

(905) 854-2294

Sylvia Bursey Florence Walter Isabell Hoskins

Broker/Owner |
854.1621 |

Sales Rep

878-0231

Sales Rep
854-2131




