
   

   
Prospective buyers are much better able to visualiz e   your  home as   their  home
when there’s no clutter. A little bit of spring cle aning could mean money in the
bank for homeowners anxious to sell in today's shif ting market.
Through my experience as a REALTOR®, I have learned what’s important to prospective home
buyers. Although many factors ultimately play into the purchase decision, let’s begin with the buyer’s
ability to visualize.
There’s a good reason why most model homes have minimal furnishings and wide-open spaces: so
buyers can easily see how their family will fit. Providing that same open landscape when selling your own
home allows people to put themselves in the picture. The result? You will likely sell your home in a shorter
period of time and for a better price.

Whether you are just considering a move, already have the “for sale” sign up or aren’t planning to go
anywhere for a long time, spring cleaning is a great way to combat the clutter. Simply take stock of what
you have, decide what you don’t need or want, and clear out the unnecessary items by hosting a yard sale
or giving them to charity.

If you’ve definitely decided to sell your home, get packing early! The benefit of
boxing your cherished possessions and other “space takers” is threefold: It will
keep them out of harm’s way while your property is being shown, it will give
you a jump start on packing for the big move, and it will provide the “clean
slate” that helps prospective buyers visualize.

If you’re on the fence about moving or just need to clear some clutter, start by
getting rid of the things that truly don’t matter. Go room by room, and gather
the “dust collectors” that have no sentimental value. Magazines, newspapers,
old binders, worn linens, chipped dishes and that third set of measuring cups
all are candidates for the first cut. Remember to lift that dust ruffle and pitch
the forgotten-about items under your bed. Then use the long arm of the
vacuum to eliminate those hard-to-reach dust bunnies!

Tackle the bathroom cabinets and medicine chests next. With a garbage bag
in hand, toss those old prescriptions, half-used products, bobby pins,
outdated makeup, etc. As a general rule, if it is expired or hasn't been used in three months—or if you’re
not even sure what it is—out it goes! When you’re done, put new liners on your shelves and in your
drawers for a fresh feel and sense of accomplishment!
Next, open your closets and get rid of anything that hasn’t been worn in two years, broken/scuffed-up
shoes and other items that are simply taking up precious room. Storage areas such as closets rank high
in the minds of buyers, so showing space will surely make their faces light up as they consider how much
of   THEIR   stuff will fit!
When you’re ready to begin, be sure to get the family involved! Make a game of it for the kids, or make it a
contest for the whole family. Turn the music up, offer incentives, and get into the spirit of spring cleaning.
Whether or not you are selling your home, decluttering will make you feel refreshed, revitalized and ready
for the new season!
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National Poison Prevention Week is March 18-24.
It’s a great time for families and communities to share
prevention tips and raise awareness about
unintentional poisonings.

If your family is already spring cleaning this month,
take it a step further by ensuring your home, children
and pets are safe. Medicine cabinets, cleaning supply
closets and some plants can pose serious danger.

Visit www.poisonprevention.org to find out more. The
site boasts a wealth of valuable information, including
prevention tips and child-friendly teaching tools.

   

POISONING 1-2-3!
1. Remain calm!
2. Call 911 or your local emergency number if the person has collapsed or

is not breathing. If the person is awake and alert, dial   1-800-222-1222.
It’s good to know:

· person’s age and weight
· time of poison exposure
· existing health conditions or problems
· what and how much was involved
· whether the person has vomited
· the address where the poisoning occurred
· distance to the nearest hospital

3.  Stay on the phone, and follow instructions from the emergency operator
or poison control center.
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Topping
- 1 cup all-purpose flour   - 1 cup light brown sugar, packed
- 1/2 cup butter, softened  - 1 tsp. cinnamon
- 1/2 cup chopped pecans

Combine flour, brown sugar, butter and cinnamon in medium bowl
to consistency of moist sand. Add pecans. Set aside.

Cake
- 1 cup butter, softened  - 3/4 cup light brown sugar, packed
- 1/2 cup granulated sugar - 2 eggs
- 1 1/2 tsp. vanilla  - 2 cups all-purpose flour
- 1 tsp. baking powder  - 1/4 tsp. salt
- 1/3 cup milk    

Preheat oven to 325. In large bowl, mix butter and both sugars with electric mixer until smooth and fluffy. Add
eggs and vanilla, and mix well. In separate bowl, combine flour, baking powder and salt. Slowly add to moist
ingredients. Add milk, and mix well. Spoon batter into a 9 x 13 baking pan, greased and dusted with a light
coating of flour. Sprinkle crumb topping over batter. Bake 50 minutes or until light brown. Let cool, and enjoy!



   
brought to you by

Rory Molnar
The National Association of REALTORS® conducts an extensive
study each year to determine nationwide changes in our market.
The results of this research give real estate professionals like
myself the most current information available to help you sell
your home as quickly as possible and for the best price, terms
and conditions.

The 2006 National Association of REALTORS® Profile of Home
Buyers and Sellers   provides insight into how our quickly-shifting
economy continues to impact home sales. Here are some
interesting results:

   
1. 66% of repeat buyers would   use the same REALTOR®   
 again to help them find the right house, negotiate price,   
 manage the paperwork, investigate comparable   
 properties in their market area, determine how much   
 they can afford and help arrange financing.

2. In 2006, the typical FSBO home sold for $187,200,    
 compared to $247,000 for agent-assisted home sales.

3. FSBOs identified the following tasks as being the most    
 difficult when selling their homes:

· Getting the right price - 11%
· Understanding paperwork - 16%
· Preparing/fixing up home for sale - 18%
· Attracting potential buyers - 9%
· Having enough time to devote to all aspects

of the sale - 9%

In the market to buy or sell a home? Contact me to
learn more about how to realize your real estate go als
and make the most of your investment in today's
competitive market.

   

   
1. Beautiful views.  Fill a 1-quart spray bottle with 1 tablespoon of ammonia,
 3 tablespoons of rubbing alcohol or vinegar and warm water. Spray solution    
 on windows, then wipe the glass with a lint-free cloth or the sponge side of
 a good squeegee. Use a squeegee to dry windows, using horizontal,     
 overlapping strokes. Have a chamois or lint-free cloth handy to wipe the    
 window edges, if needed. If you see any streaks, let them dry, then use an
 old T-shirt to polish them out. For extra sparkle, polish the glass with a
 clean, dry blackboard eraser.

2. Curtain call.  Freshen up your curtains by tossing them in the dryer with
 a fabric softener sheet and a damp towel. Doing so will not only remove    
 wrinkles and dust, but it also will leave them with a fresh, clean scent.

3. Coloring chaos.  Remove crayon from walls by scrubbing with toothpaste,    
 baking soda or an ammonia-soaked cloth. If that doesn’t work, spray WD-40    
 lubricant, wipe with a paper towel, wash with hot water and liquid dish    
 detergent, then rinse well.

4. Table it.  Clean glass tables by rubbing with a little lemon juice, drying with    
 paper towels and polishing with a lint-free cloth or dry blackboard eraser.    
 Remove small scratches from glass by buffing with toothpaste.

5. Germs be gone.  As the season comes to an end, remember to disinfect    
 doorknobs, switch plates and telephones to remove winter’s array of cold
 and flu germs. Antibacterial hand soap, wipes and disinfectant sprays are
 a good idea to keep on hand to stave off those nasty germs all year long.    
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Some people seem to walk through life charmed, with a lucky turn waiting
around every corner. Most of us, however, tend to find our luck in little ways
throughout the days by capturing the moments that mean the most to us and
keeping those memories close at heart.

I feel lucky each and every day… lucky to be able to count my blessings…
lucky to be able to care for my family and friends… and lucky to be able to
truly do my best for those around me.

How fortunate we are to have new chances, new challenges and new
discoveries waiting for us. No need for lucky charms or four-leaf clovers, not
when we have the opportunity to continuously learn, grow, give back and
contribute to this wonderful world we live in.

I am blessed to work in an industry that allows me to do just that. As a
REALTOR®, I have the opportunity to serve my community by sharing my
real estate knowledge and experience with people who are very important in
my life: my customers. I will always be here for you, with undeniable passion
and unwavering commitment.

The way I see it, the best part is the fun I have making good friends and
lasting memories along the way! How lucky is that?

Have an amazing March!    
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