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SPRING INTO ACTION A“BEHIND THE
or so many homeowners, spring is the time to plant gardens, pack /
Fawoy the woolens and generally breathe in some fresh, warmer SCENES I_OOK
air. It's also a time to catch up on all of the little maintenance work
around the house that might be, well, not as enjoyable. Nevertheless, ired of guessing where
keeping your house in top shape — both inside and out — is important Tthot warm air is leaking
when keeping your investment healthy. into your house in the sum-
One of the most simple — not to mention efficient — ways to prepare mer and out of your house in
your house for a long, hot summer is with a HVAC (heating, ventilation the winter2 You may not have
and air conditioning) check-up. In fact, experts recommend a check-up X-ray eyesight but, with the use
every spring and fall to maximize your system’s performance. Preventative of residential infrared technol-
maintenance will save you money on emergency repair costs, lower your ogy, homeowners can now get
bills, and keep you comfortable year-round. a sneak peek of what's going
Instead of waiting for a potential problem with your system, prepare on behind their walls.
for the summer months with these simple, HVAC tips: Gaps in windows, doors or
e Change your filter regularly. A dirty air filter can reduce airflow, attic spaces can lead to seri-
which is critical for your system to operate properly. Check it ous hikes in your monthly heat-
monthly and change it as needed. ing or cooling bill. Likewise,
o Clean the indoor and outdoor coils. Dirty coils also can restrict moisture build-up in the walls
airflow. and hidden roof leaks can

often lead to mold or mildew
damage, which if not detected
early is a serious issue for
many home buyers.

s Keep debris and plants away from the outside unit. ects blockin
Keep debris and plant y from the outside unit. Objects blocking
it can force heat to recirculate and cause the

unit to work harder than necessary.

e Check the Freon level. Have the proper With thermal imaging cam-
technician determine if your system has eras, however, trained techni-
the right amount of Freon. cians can pinpoint hidden

spaces that are the culprits of
serious heat or cooling loss and
possible condensation build-up.

The test can even determine
if your insulation is still work-
ing or even missing in places.
Instead of ripping out and
replacing all of the insulation or
roof, infrared imaging identifies
the problem to find the specific
area that needs repair.

Thermographic images must
be taken by a certified techni-
cian though. To find one in
your area, visit www.natresnet.
org/directory/rater_directory.
asp.
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\asking price as well.

otential buyers
Phove many must-

haves on their lists.
From a modern kitchen
to multiple bathrooms,
appealing to homebuy-
ers can be an arduous
task, indeed.

Still, one popular
feature is the addi-
tion of extra living
space. The last thing
buyers want is to
feel cramped in their
new home. Solution?
Instead of expand-
ing with an expensive
addition, maximize
the space you already
have by finishing your
basement.

Basements have
many possibilities for

anything from playrooms to home theaters. Because most base-
ments are isolated from the rest of the house, it can act as a
sound buffer for children’s play areas or create a space to play

a musical instrument. Basements also have easy access to water
lines and heating and cooling ducts, which makes it easier to add
a bathroom or wet bar.

While these sub-rooms may be the easiest way to cost effi-
ciently expand your home'’s living space, keep in mind the housing
regulations specific to your area. Meeting these codes may not be
as difficult as it sounds. Besides, refurbishing your basement could
not only grab your potential buyer’s interest, it might add to your
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CRS: Top of the Line

hoosing the perfect REAL-
CTOR® is vital to a successful

sale, but it can be a difficult
task. Knowing the credentials to
look for in a REALTOR® will help
both the seller and the buyer feel
at ease throughout the entire trans-
action.

An agent who is a Certified
Residential Specialist (CRS) is a
proven leader in residential real
estate. They are in the top four
percent of agents in the country.
CRS agents have both a high
volume of transactions as
well as advanced
training in areas
such as business
planning, real estate
investing, marketing
and technology. As
additional peace of mind,
they offer years of experience,
demonstrated success and profes-
sional advice to help you make
smart decisions about selling your
home. A CRS also must maintain
membership in the NATIONAL
ASSOCIATION OF REALTORS®
and abide by its Code of Ethics.

The real estate market is tough,
fast-paced and competitive, but
with a CRS Designated agent
by your side, selling your home
becomes an enjoyable experience.
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If you are currently working with another real estate agent or broker, it is not a solicitation for business.

Do you know someone who is thinking about buying or selling a home? Please mention my name.
@ {r; This newsletter is for informational purposes only and should not be substituted for legal or financial advice.




