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Home Buyers Seek Value
Written For

The Mother Connection

Every day my clients tell me they want to buy a good value. Such an elusive phrase!

For the first-time buyer it means an affordable home with a low monthly payment in a town with good schools.  For an investor it means a positive cash flow.  For the luxury buyer it might mean finally building a custom home with amenities and designer features on a magnificent piece of land. Today, more than ever, Buyers are attracted to homes that simply make them feel good. Value is more than just a simple, logical numeric calculation.  It’s a multi-faceted combination of price, location, condition and that intangible quality “It just feels right.”

Creating a Sense of Value:  

We all know the three cardinal rules of real estate “location, location, location.”  Every location has its benefits.  To create a sense of value, enhance your location. Capitalize on its intrinsic properties. If your location is rural, thin out dead trees and branches so that the Buyer can enjoy it. Build or repair the deck or patio Add pretty furniture for outdoor enjoyment.  Add a focal point with plants, a gazebo or fountain.  If your location is in-town, make your small yard crisp and orderly. Consider an attractive picket fence, pocket garden or walkway to set off your property. 

Buyers today demand functionality, cleanliness and style. They usually want the property in move-in condition unless they are buying a building to rehab. A scrupulously clean home with appliances in excellent working order is the baseline.  That mustard yellow bathroom must go! Invest in new cabinets, flooring and appliances appropriate for the price point of your property.  Refinish the floors. Strip that old wallpaper and paint the walls a neutral color. We know that you loved that purple shag carpet or that burgundy flocked wallpaper when you bought it, but your Buyer probably won’t. If your home reminds you of “Happy Days” or “The Brady Bunch”, get busy!  If you are short on cash, do what you can. Photograph each room, look at it through the discerning eyes of a Buyer and make the appropriate adjustments.
Why is this important?  Most people have trouble visualizing what a room will look like after it’s renovated.  They are also busy and have no time to manage the repairs and renovations.  If they calculate the cost of improvements, they will estimate on the high side. You will have a quicker, smoother which nets you more money sale if you create this sense of value as it related to condition.

Some Buyers require proof that the selling price meets a precise numeric equivalent of fair market value. He’s done his research on the area and understands market conditions and can recite the selling prices of competing properties. This buyer demands statistical proof of value! So will his bank. Therefore price your home in line with similar comparables which have sold within the past three months.  Long gone are the days when you could price your home $10,000-20,000 higher than your neighbor’s recent sale. Consult your local realtor or appraiser for the appropriate statistics.

The good news is that when you create a sense of value, the Buyers are quick to notice. So pack away your collectibles, create a sense of curb appeal, price your home sensibly and get ready to move!

