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The Importance Of
Seller Disclosures
State and federal laws are
strict in requiring sellers to tell
what they know about the condition of their homes that isn't
obvious or discernable to potential buyers. Buyers can't see
behind walls or under houses,
so they rely on truthful information from the seller about the
operations, appliances and systems of the home.
When you sell your home,
your real estate agent will present you with a federal and/or
state-mandated disclosure form
called a Real Estate Disclosure
Statement, Property Condition
Disclosure, or Condition Report. You're required to disclose
the presence of lead paint, radon, asbestos and other toxic
products if you know your home
has them.
While the forms may ask
you to disclose whether or not
you know there is lead paint or
radon present, you aren't required to do tests to determine
the presence of toxic chemicals. But your buyer's lender
can always require proof of
tests and/or remediation for any
problem that has been disclosed, such as fire and water
damage.
It's important to answer
every question as truthfully as
you can. You must answer the
questions yourself - your real
estate professional can not fill
out the disclosure for you, but
he or she can help you understand what's being asked of
you. If you're in doubt about
what to disclose, such as a repair, it's best to err on the side
of too much information than
not enough.
While disclosure forms allow you to check the "I don't
know" box, you should only do
so if you truly don't know the
condition of that item. If you
answer that you don't know the
condition of an appliance used
(continued on page 3)

Page 2

What To Do
When Your Home
Isn't Selling
When sellers start the home-selling process, no one wants to think "What would
happen if my home doesn't sell?" But before you panic, recognize that there are
many things that you can do so you don't
wind up in that position.
Tip 1: Understanding the real estate market and the value of your home will help
you avoid this dilemma. The first key point
is to get educated about the market. Read
your newspapers, online real estate sites,
and consult with the best experts in real
estate for your area to determine the sales
price.
While all that may seem basic, you'd be
surprised how many sellers rely on emotion to dream up a selling price for their
home. Some have done little, if any, research on even their own neighborhood.
Instead, their strong ties to their homes
cause them to imagine that their home
should sell for the price they want. Or they
base the selling price on how much they
owe which is, of course, of no significance
to buyers.
Tip 2: Fix up your home. Most buyers don't
want to purchase a big list of must-do fixes
in order to live in the home they just
bought. Yet, some sellers think that it's a
waste to spend money on a home that
they're moving out of soon. That's quite a
predicament. Both sides have valid points
but buyers might be in a stronger position.
The seller wants out and if the home is a
mess, many buyers will simply move on to
the next best house.
Yet, if a buyer wants it badly enough, he/
she might agree to purchase your home
but it's guaranteed you'll take a financial hit
as the buyer will want to discount the price
for the problems that need fixing. In the
end, you might have to fix the issues before the sale anyway. So, starting with a
house that is in relatively good order is the
best way to begin. Read some of my other
columns to see which renovations give a
good return.

Tip 3: If you need to sell your home, don't pull
it off the market because you think the season isn't right. Buyers who need to buy a
home will keep hunting through all the seasons. There may be some slow times but if
people need a house, they'll keep looking
even in the unlikely times.
Tip 4: Consider incentives. Yes, you can
make your home more appealing by tossing
in some incentives. It's best to speak with
your REALTOR® about which incentives are
best for you to offer. Even practical incentives
can help get buyers to your home to view it.
These incentives can help encourage the
buyer to move forward, especially if other
challenges arise.
Tip 5: Stage your home. This is not the same
thing as fixing up your home. Fixing up your
home includes daily maintenance and repairs. Staging your home involves using experts to make your home showroom-ready–
like a model home. I know you might say that
all your friends tell you that you have fantastic taste but, trust me, if you're serious about
selling your home, then it's worth at least
having a consultation with an expert in the
industry.
Here's why: They are trained to stay on top of
the trends that have mass appeal. They also
offer a fresh set of eyes on your home. They
might easily point out something that you
never saw before because you've been living
in your home for a long time. They will look at
your home from an “outsider's” perspective
and that's exactly what you need.
Taking the time to, at least consult with experts, allows you to gain knowledge and information about your home and the market
place. What you do with that is up to you, but
it may just be the difference between a For
Sale sign and a Sold sign hanging outside
your home.
Courtesy of Realty Times
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How To Improve The Odds Of An Offer
Pay attention to the following
important details for the best
offer on your home:

spur of the moment. But the more amenable
you can be about letting people see your
home, the sooner you'll find a buyer.

Price it right. Set a price at the lower end of
your property's realistic price range.

Anticipate the offers. Decide in advance
what price and terms you'll find acceptable.

Prepare for visitors. Get your house market ready at least two weeks before you
begin showing it.

Don't refuse to drop the price. If your home
has been on the market for more than 30
days without an offer, you should at least
consider lowering your asking price.

Be flexible about showings. It's often disruptive to have a house ready to show at the

Courtesy of Realty Times

The Top Three Reasons Buyers
Choose The Homes They Buy
You may think buyers will love your home
because of your extraordinary taste in home
furnishings or the incredible job you did with
your home addition. Nope, it's not the décor
or the vast add-on that gets them to commit,
although they may help.

replace the carpet, etc. Sometimes you have to
invest a little money to make money.
Remember, today's buyers are more skeptical about buying a home, so creaky steps, dripping faucets, and outdated wallpaper just give
buyers a reason to skip your home.

There are three top reasons a buyer
chooses to buy a home -- price, condition,
and location.

Location: You can't do much about your
home's location, but you can make your home
more attractive with lovely landscaping, fences
to block out ugly views and sounds, a lower
price and immaculate condition.

Let's start with Price. To choose the right
asking price for your home, you need to know
if your neighborhood is in a buyer's market or
seller's market. A buyer's market is characterized by large inventories of six months' supply or higher, few buyers making offers, low
offers, and many other concessions asked of
sellers.
A seller's market is characterized by low
supply of six months on hand or less, heavy
buyer traffic, multiple offers, and close to full
price or full price offers.
Bankers, buyers' agents and buyers all
have access to the same market information
that your agent has given you. If you overprice for the current market, your potential
buyers won't get to see your home, and even
if they do, they won't get their loans approved.
Condition: Allow your real estate agent
to help you market your home by putting it in
the best condition possible. Buyer's pet
peeves may be easy items to fix, but you
don't want your house to go to the bottom of
their list because you failed to paint, mow,

If you do have a great location, don't overprice. People expect to pay more for a great
location next to schools, transportation, shopping and restaurants, but if you overprice, they
will scrutinize the price and the condition.
It's hard not to be sentimental about the
home you've lived in for years, but to buyers,
your home is a commodity. Like you, they simply want to make a good deal on a home they
love.
You'll quickly find out what real estate
agents and their buyers think of your home. If
you get a quick offer, you know you priced it
right for the location, condition, and the current
market.
If you don't get an offer within a couple of
weeks, or whatever period is normal for your
area, there's something wrong. Look at your
price and condition and see if you can make
your home a little more desirable.
By Blanche Evans
Courtesy of Realty Times

daily, such as a sink or bathtub,
you may raise suspicions in the
buyer.
The best way to feel confident about the condition of
your home is to have it inspected by a licensed professional
home inspector. Your real estate professional can recommend someone or provide you
with a list. For a few hundred
dollars and a few hours of your
time, you'll either find that your
home is market-ready, or the
inspector will bring a problem
to your attention that you can
fix.
When you disclose a problem to the buyer that has previously been fixed, be sure to
provide a copy of work orders,
receipts and invoices. If the
problem hasn't been fixed, expect the buyer to either ask you
to fix it, or to offer a little less
for the home.
Remember, the more that's
left unrepaired, the more the
buyer will discount the offer, if
he makes one at all. Homes in
the best condition sell the best.
The seller's disclosure is
designed to do one thing -hold you and your real estate
agent harmless if you've disclosed the truth about your
property. You don't want to
give the buyer any room for
complaint or litigation after the
closing.
To get an idea of the types
of questions you'll be asked in
a disclosure, you can find legal
forms at FindLegalForms.com.
Don't be afraid of the
seller's disclosure. It's not
meant to be a deal-killer, but a
deal-maker. Many agents provide a copy of the disclosure to
interested buyers, so they can
get an idea of the home's condition before they make an offer or have an inspection.
By Blanche Evans
Courtesy of Realty Times
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Rapid City Rush Hockey Games
January 19, 20 & 21
Rushmore Plaza Civic Center

2018 Winter Classic Indoor
Soccer Tournament
January 19, 20 & 21
Rushmore Plaza Civic Center

Skates & A Movie
January 20 - 5:00 PM to 7:00 PM
Main Street Square

Black Hills Stock Show
January 26 - February 4
Rushmore Plaza Civic Center

Deadwood Mardi Gras 2018
February 9 & 10
Deadwood

Black Hills Sports Show & Outdoor Expo
February 9 - 11
Rushmore Plaza Civic Center

Chocopalooza! 2018
February 10 - 11:00 AM to 5:00 PM
Dahl Fine Arts Center

Counts Of The Cobblestone
Car Club Car Show
February 17 - 19
Rushmore Plaza Civic Center

Informa on provided by:
www.visitrapidcity.com
& www.downtownrapidcity.com

Courtesy of:

Ron Sasso
Broker Associate
(605) 593-3759
ron.sasso1@gmail.com

5 Popular Luxury Amenities
Upscale buyers are "going back and doing more work on their homes," says Paul Boomsma, president of Luxury Portfolio
International in Chicago. Select home designers across the county helped to identify some of the following popular luxury
amenities in today's high-end homes:
Wet rooms: These rooms boast multiple types of showerheads, a steam feature, and a bench to sit or lie down.
Infinity pools: These seemingly endless pools are often being combined with a fire feature - such as standing urns - that reflects on the
water at night.
Media centers: High-end media centers that include comfortable seating, high-def TVs, cameras for videoconferencing, and digitally
controlled sound systems are being topped off with extra amenities like a wet bar, small catering kitchen, and a refrigerator.
Wood finishes: More high-end homes are paying careful attention to grain patterns for wood finishes for a more consistent look.
Wine cellar: It's "more than just a closet with wine in it - it's an intimate entertaining space," says Malcolm Morris, an architect and owner of
MDM Development Architecture, based in Chicago. "Some are in the style of a castle grotto with stone and wood and a little table to have
dessert, even within the wine cellar. The lack of windows increases the level of intimacy."
Courtesy of Realty Times
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