
The following tips are suggestions that will help you make your home more saleable and to focus on its best features.

· MAKE A GOOD FIRST IMPRESSION:  An inviting exterior insures inspection of the interior.  Keep your lawn trimmed and edged – the flower beds cultivated – the yard free and clear of refuse.  Remove snow and ice from the walks and porch in the winter.  Paint garage and front doors if required. Front foyer should also be clear of clutter.  Remove shoes and coats etc and put away.

· DECORATE:  Faded walls and worn woodwork reduce desire.  Do not tell the prospect how the place can be made to look – show him by redecorating first.  A quicker sale at a higher price will result.  Old or worn carpeting or broadloom should be replaced.  New area rugs and welcome mats work great.

· CLEAN, CLEAN, CLEAN:  Bright, cheery windows; sparkling washrooms and kitchens and unmarred walls will assist your sale.  Keep the broadloom vacuumed and floors shining.  Make sure all bedrooms are neat and tidy and the beds made.  Your bathroom MUST sparkle! Display new plush towels and replace old bathmats.  New, unused soap in the dish and flowers also brighten up the washroom. Keep toilet lid down ALWAYS!

· FIX THAT FAUCET:  Dripping water discolours the enamel and calls attention to faulty plumbing.

· REPAIRS:  Loose door knobs, sticking drawers, warped and squeaky closet doors and the like are noticed by the prospect.  Squeaky floors also draw attention to a possible faulty floor.

· CLUTTER:  have a garage sale or discard any unwanted articles that can clutter the garage or the basement.

· SAFETY:  Ensure that all stairways are cleared of objects.

· CLOSETS:  Make sure clothes are properly hung and all other articles are neatly placed.

· LIGHTS:  For after dark inspections/showings, turn on your lights.  It gives a feeling of warmth.

· LEAVE:  It’s always best if you’re not present during showings as it makes the prospect feel uncomfortable and that he must rush through.

· MUSIC:  Shut off the radio and television as it is distracting.

· SILENCE:  If you are present during showings, be courteous but do not force conversation with the prospect.  Do not discuss price, terms, possessions or other factors with the customers.  Refer them to us.

· PETS:  Keep pets out of the way, outside if possible. Ensure litter boxes are always clean and out of eyesight.

· ODOURS:  Avoid, if possible, cooking food with strong, lingering odours.  A pleasant, light aroma such as pot pourri or freshly baked cookies is an excellent idea.
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