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Greetings! You're receiving this
newsletter with hopes that you find
it informative and entertaining.

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,

Donna Reilly
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Homebuyer

™

homebuyer and $6,500 homeowner tax credits earlier this year, you
may be thinking, “So now what?” Some people may even be wondering
whether buying a house is still worth it, or if renting makes more sense.

While there's no doubt the tax
credit created strong home buying
incentive just before the deadline —
the National Association of Realtors
reported that existing home sales

in April topped out at 5.77 million
units, which was 22.8 percent higher
than sales in April 2009 — the
lifelong benefits of owning, over
renting, are timeless incentives.

Priceless advantages of owning

a home are permanency, and

the accompanying knowledge of
ownership, which can encourage

a family's sense of belonging and
stability. However, the financial
benefits of home ownership over
renting can be measured in dollars
and cents, by comparing monthly rent
versus monthly mortgage payments.
Remember that over time, rents will
always rise, while fixed-rate mortgage

Tax Credit Aftermath

If you didn’t manage to take advantage of the $8,000 first-time

payments will stay constant over the
life of your loan. Also, a mortgage
will — even though it may seem far
away — be paid off one day, while a
monthly rent expense is forever.

Between the plentiful supply of
homes for sale at affordable prices,
interest rates continuing at all-time
lows, and the historical record of
housing being a good, long-term
investment, there are many excellent
reasons for people to continue to
invest in the housing market today.

Stay on top of real estate activity
in your own neighborhood with
one quick phone call, and take
advantage of the free updates
available to you. Let's review the
latest local market information and
determine if now is the right time
for you to make a move.
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Room With a View

A good view can really add to the enjoyment of your home, not to mention to your property’s
attractiveness in buyers’ eyes. An unsightly view, on the other hand, can make you want to up and
move, and pose a challenge to selling your property. Below are some tips and tricks to help you
accentuate the former and downplay the latter.

Play It Up

As interior designers will tell you, every room should have a
focal point, a place where the eyes can rest. In rooms with good
views, determining the focal point is easy: the view. The issue
then is how to play it up. One way is by arranging the room's
furniture around the window in such a way that attention is
naturally directed toward the view when people sit down.

Paint can also be used to highlight a nice view. For a big
window that takes up the majority of the wall, paint that
wall in a shade that's different from, but complementary to,
the rest of the walls. For smaller windows, you can paint a
design around the window to further frame the view.

Window treatments are a fun way to turn views into focal
points because they're so versatile. Their texture, color, and
pattern can really add impact to the view they're framing;
side panels can add width to windows, while lengthy drapes
can add height.

Another trick: place a mirror where it will reflect your
view. Not only will you — and potential buyers — get to
see the view more often, but the mirror will also reflect
light from the window, helping to brighten the space and
tricking the eye into seeing the room as bigger than it is.

Play It Down

For those with views best not seen, covering them

with window treatments is the obvious answer. But to
avoid blocking out the light, cellular shades are probably
your best bet — they offer complete view obstruction,
yet are thin, letting in plenty of light. Another option

is top-down shades, which block your view of the

place next door, but still let you see the sky above.

Alternatives to traditional window treatments, all

of which let in the light, include: stained glass, which
gives you something lovely to look at while obscuring
the view; stained-glass paint, which can replicate the
look of stained glass on your current windows (check
your local hobby/craft supply shop); glass block, which
looks great in modern decors; or decorative window
film, a thin sheet of plastic that adheres to all or part
of your window and comes in a variety of designs.

Lastly, strategically-placed objects can be effective in
blocking views. Sometimes all you need is a tall potted
plant, hanging basket, or high armoire placed in front
of one corner of your window in order to block out the
offending view.




INn Focus

As buyers tour prospective homes, there are
certain aspects of the properties that stand out
as key in swaying their decisions to buy — or not
to buy. Below are four areas of your home where
you really need to impress.

® YOUR ENTRYWAY. The first thing they see, the entryway
is where buyers form their initial impression of your
property — and first impressions aren't easily overcome.
If that impression is a negative one, buyers may not
even want to venture further into your home. So make
sure your entryway is brightly lit, feels welcoming and is
clutter free.

® YOUR KITCHEN. Kitchens are critical, perhaps because
they're where families spend so much time, preparing
and eating meals, enjoying quality time together and,
increasingly, entertaining guests. The kinds of kitchens
that most appeal to buyers are those that are spic and
span, spacious, and chic in their finishes and appliances.

® YOUR BATHROOMS. Bathrooms are personal spaces —
they're where we groom, where we prepare for the day
ahead, and, often, where we relax and rejuvenate. Most
buyers can't picture themselves doing these things in
bathrooms that look dirty and worn, so make sure yours
sparkle and look up-to-date.

® YOUR CLOSETS. Most people have so much stuff they
don't know what to do with it — or where to put it.
Everybody wants storage space, so show yours off. Even
if it means relocating half your wardrobe, there should
be plenty of space between hangers, and floors and
shelves should be nearly bare. Your closets should also

be well lit — they'll look bigger that way.
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Getting Over
“The One”

Make the mistake of seeing a potential property as
“the one” and you’re bound to overpay. As well,
you may miss out on the others you’d be better off
buying. Here are a few tips to help you avoid falling
prey to thoughts of “the one.”

m Before you begin viewing properties, make a checklist

of all those features you consider to be must-haves in
your new home. Bring your list along with you to every
property you view and use it to measure how each place
stacks up. This will help you keep your decision making
needs-based, not emotions-based.

= When visiting a potential home, bring along an

impartial party. This could be your real estate sales
representative in addition to a friend, relative or
coworker — anybody who can provide an objective
assessment of the property, helping you to see it as it
really is, rather than your idealized version of it.

® Make a point of coming back at different times of the

day and week to visit any property you're seriously
considering buying. Knowing what rush hour looks like
in a potential neighborhood, or if and how the area
changes at night, for example, might dissuade you of
the notion that this property is the property for you.

= Have a professional home inspection performed on any

home you're serious about. A property may look perfect
at first glance, but the results of an inspection might
reveal defects that could quickly cause you to go from
thinking it's “the one" to thinking it's "one to be avoided."




Trim Tips

Painting your home's exterior trim is a great way to give it
a facelift, be it for your own enjoyment or because you're
selling your house. A laborious job, but key to ensuring a
great first impression of your house, these tips will help
ensure you're satisfied with the results:

Plan around the weather. Too hot or humid and your
paint will dry too fast; too cold and it won't dry fast
enough. Avoid windy days, and don't start your project if
it's rained in the last few days, or if it's forecasted to rain
in the next while.

For best results, try to time your work so that the
painted areas won't be in direct sunlight, and will be in
the shade for the remainder of the day.

It can be a tedious task, especially when it comes to Te rm I n O I O gy TI p

windows, but for the cleanest painted edges, don't

forego masking. If you don't take the time to mask, Prepayment Privileges — Prepayment
you're bound to regret cutting corners later when you're privileges allow borrowers to make
trying to scrape paint off glass. extra voluntary payments against their

mortgage loan, in addition to their
regularly scheduled payments, without
incurring any penalties. Extra payments
are applied to the principal owing,

thus allowing borrowers to reduce the

Preparing your surfaces is essential for getting good
results, so be sure they are clean and repaired as
necessary before you begin painting. Also, remember

to treat trim surfaces with the appropriate primers, and
make sure that each coat you apply is totally dry before

applying the next one. amount of interest owed and pay off
their mortgage sooner. Privilege terms

Start from the top and work your way down in order to vary from lender to lender, so check

prevent paint from dripping on surfaces you've already with your financial institution to see

painted. And do large surface areas first, then move on what limitations might be placed on

to the smaller areas that require more detailed work. your ability to make prepayments.

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.® 2010, Phone: (800) 387-6058.

Compliments of Donna Reilly Weichert, Realtors

Please don't forget to visit my website ww.DonnaReilly.com. Here you
will find valuable and timely real estate information, including up-to-the
minute West Windsor neighborhood market updates. | hope you find this
website helpful, and would welcome any suggestions or comments you
may have. Please feel free to call me any time at 609-462-3737, or send
me an email at DonnaReilly@weichert.com. It will be my pleasure to be of

s Py service to you.
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