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LOCAL VALUE
Spring traditionally brings a flurry of real estate activity, and even if
you’re not planning to move right now, it’s always important to be
aware of current home values. This is a reminder that you may call
for a no-obligation real estate update at any time, even if you’re just
curious about what’s going on in your own neighborhood.
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On a national level, the Canadian Real
Estate Association (CREA) forecasts
an average sales price of $343,300
in 2011, with a slight rise in 2012 to
$347,900. National sales activity is
expected to reach 439,900 units in
2011, rising to 453,300 units in 2012.
Of course, local activity can vary
signiﬁcantly from the national
average. For this reason, CREA
President Georges Pahud comments,
“Buyers and sellers would do
well to consult their REALTOR® to
understand local trends.”
While sales activity is forecast to rise,
Pahud notes that the buyer psychology
is different than what it was last year.
“Homebuyers recognize that low
mortgage interest rates represent a
once-in-a-lifetime opportunity. At the
same time, they expect that rates will

rise, so they’re doing their homework
in order to understand what it could
mean in terms of higher mortgage
payments down the road before they
make an offer.”
Gregory Klump, CREA Chief
Economist, adds, “Recent additional
changes to mortgage regulations
will further ensure that buyers don’t
buy more home than they can afford
when interest rates inevitably rise.”
Klump believes, “Strengthening
economic fundamentals will keep the
housing market in balance, which
will keep home prices stable.”
Planning to buy or sell? Wondering
what your property is worth, or even
what the house across the street sold
for? The latest local information is
just a phone call away!

If you’re thinking of making a move, or
are just curious as to real estate trends in
your area, please feel free to call at any
time. It’s always good to hear from you!
All the best,

Barbara, Jerry & Scott

Each office is independently owned and operated.
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A Primer
on Trim

Relatively inexpensive and easily installed, trim
encompasses all those decorative elements that adorn
walls and ceilings, from baseboard to panel molding.
Available in a seemingly limitless number of different
profiles, trim adds elegance and visual interest to any
room, and trim can be used to draw attention to choice
features. But lest you think trim merely serves aesthetic
purposes, here are brief descriptions of the most popular
types used in homes, as well as their functions:

You’ve just moved and your new décor lacks
that finishing touch that makes it feel like home.
Or you’re selling your property and want to lend
its interior some of that “wow” factor that snaps
buyers to attention. Whatever your reasons, adding
trim to your décor is a great way to give it a facelift.

Chair-rail molding. Originally intended to protect
walls from damage done by chair backs, this type
of molding is installed horizontally around a room’s
perimeter, three feet or so from the floor. More often
serving as decoration now, chair-rail molding unifies
a room’s architectural elements and is often used as a
dividing line, between painted and wallpapered sections
of walls, for instance.

used type of trim, rooms just don’t look complete without
baseboard molding, which provides a finished look to that
area where floors and walls meet. It serves to protect the
bottom of your walls from damage done by things like
vacuuming and moving furniture, and to conceal any
gaps between the floor and wall.

Applied where walls meet
ceilings, crown molding has traditionally been used to
soften the transition from one to the other. In today’s
interiors, they’re increasingly being used for decorative
purposes, such as capping features like cabinetry,
shelving, and fireplaces; creating “tray” (recessed)
ceilings; and defining different “zones” in an openconcept floor plan.

Casing. This term refers to the trim found around
doorways, archways and windows. As casing tends to be
the most noticeable type of trim in a room, its impact on
your décor can be significant, particularly if you choose
something more ornate. Like baseboard molding, casing
serves a practical purpose in that it hides gaps between
the jamb and adjacent wall.

Panel molding. As decorative as trim gets, panel
molding is used to create frames on walls and ceilings.
Such frames can be used to dress the walls above and/
or below a chair-rail divider (a look evocative of Colonial
homes) or to emphasize accessories like large works of
art or mirrors. On ceilings, panel molding is often used
as a border around light fixtures.

Baseboard molding. Probably the most commonly

Crown molding.

Some parting words on selecting trim:
Choose a style consistent with your home’s style. For example, if your décor is contemporary, opt for trim that’s
simple and streamlined in design, rather than ornate. When it comes to trim size, scale is key — big rooms call
for proportionately big moldings, while smaller rooms are complemented by smaller trim.
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Risky Business The Perfect Fit
When considering selling their homes themselves,
many homeowners focus so much on the
potential rewards that they often overlook the
risks. What are these risks? Well, by selling
without professional representation:
n


You

risk inappropriately pricing your home. Without
access to the knowledge needed to establish a home’s
market value, most FSBO (for sale by owner) sellers
overprice their properties, and consequently their homes
linger on the market longer than necessary, often selling
for a song as a result. Or, they list for too little and end up
selling their home for considerably less than it’s worth.

n


You risk a lack of exposure for your property. Exposing it

to as many buyers (and real estate sales representatives) as
possible is crucial to selling your home faster and for more
money. Unfortunately, most homeowners don’t have enough
time to devote to marketing a property, nor do they have
the advantage of exposure on the Multiple Listing Service®.
n


You risk wasting your time on people who aren’t serious

about your home or who can’t afford it. Real estate sales
representatives are experts when it comes to distinguishing
a looky-loo from a purchaser, and an unqualified buyer
from a qualified one. For example, by not immediately
recognizing the type of buyer, you may spend a lot of time
with someone only to have the deal fall through before
closing because they couldn’t get financing.
n


You risk finding yourself with a legal problem on your

hands. The sale of a property is a complex transaction
fraught with legalities surrounding things like contracts,
home inspections, disclosure, title insurance, appraisals, and
more. Unless you can recognize an issue for which you may
need legal advice, you could end up in over your head.

Buy too big a home and you could struggle
financially; buy too small a one and you might
have to move (again) sooner than you’d like.
So how much home do you need? Here’s some
advice on how to figure that out.

To determine the space you need, start by assessing
the space you have. Survey your current home — list
each room’s square footage, and its function(s). Are
there rooms on your list you feel are too small for their
purposes? Too big? Are there any you could do entirely
without? Perhaps you don’t need a living room and
a family room. Or is there space you wish you had —
another bathroom, perhaps?
As you think about your needs, also consider what
they’re likely to be in the near future, too. Will you be
a host for guests more often? Less often? Will you need
more or less room to pursue your hobbies? Will you be
growing a home-based business, or folding one? Is your
family growing in size or is your nest emptying? Will
you be traveling more, be it for work or pleasure? It’s
the answers to these sorts of questions that’ll help you
determine whether you should be upsizing or downsizing.
Lastly, edit your belongings — get rid of anything you
don’t need and use regularly. Too often, people buy
square footage they don’t need just to house things they
don’t use. Without all that extra stuff around to cloud
your judgment, you’ll more accurately be able to see
what size a space you really need.

Volume 7, Issue 5

3

THE GRASS IS GREENER
You can have a green lawn in more ways than one. Follow
these simple eco-friendly lawn care tips for a yard that not
only looks great, but also is easier on the environment and
your health.


MOW AT THREE INCHES FOR HEALTHIER GRASS, AND
A HEALTHIER WATER BILL! Shorter grass has shallower
roots, making it weaker and susceptible to disease and
drought. Taller grass encourages deeper root growth and
provides more shade for roots and soil, reducing moisture
evaporation so your grass needs less watering.



AFTER MOWING, LEAVE THE GRASS CLIPPINGS ON YOUR
LAWN. Clippings consist mostly of water, as well as nitrogen,
so they’ll help you conserve water by helping your lawn
retain moisture. And they’ll return nutrients to your lawn,
fertilizing it as they break down over a day or two.



WATER WISELY. Do it early in the morning, and
infrequently but thoroughly — an inch a week should do
it. Don’t waste water on areas that don’t need it, like the
driveway or street. Use a rain gauge or tin to time how
long it takes your sprinklers to disperse one inch of water.



COMPOST. Buy it wherever green gardening supplies are
sold. Or, better yet, make your own — it’s a great way to
put yard waste like leaves and hedge trimmings to use,
while cutting down on the kitchen waste you’d otherwise
have to deposit at the curb each week. Easy and cheap,
organic compost makes a nutrient-packed fertilizer that
will actually improve your soil.



KILL WEEDS NATURALLY. Synthetic herbicides are loaded
with toxic chemicals. Check the Internet for alternate
weed-killing recipes, made from common household
products: salt, vinegar, bleach — even boiling water!

Terminology Tip
Open Mortgage — A type of
mortgage that offers borrowers
the flexibility to pay off the
balance of the loan before
it matures, without incurring
any pre-payment penalties.
To find out the specifics of an
open mortgage, and if it would
be a good fit for you, consult
your mortgage advisor.

The information and opinions contained in this newsletter are obtained from sources believed to be reliable, but their accuracy cannot be guaranteed. The publishers assume no responsibility for errors and omissions or for any damages resulting from the use of the published
information. This newsletter is provided with the understanding that it does not render legal, accounting, or other professional advice. Not intended to solicit properties or businesses listed for sale and agency agreements in place with other real estate brokers. Whole or
partial reproduction of this newsletter is forbidden without the written permission of the publisher. © Market Connections Inc.® 2011, Phone: (800) 387-6058.

Compliments of Barbara, Jerry & Scott

Keller Williams Lifestyles Realty Inc., Brokerage

The greatest compliment we can receive from our clients is the
referral of your family, friends and colleagues. We promise to treat
anyone you refer with the greatest consideration.
Thank you for your loyalty.
Barbara, Jerry & Scott
Barbara, Jerry & Scott
Sales Representatives
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