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As One Door Closes, Another One Opens
You bought your dream home, sold your old place, made all the legal and financing arrangements, booked the moving
truck and reserved the elevator in your condo. And now the big day is here.

Your real estate sales representative can help you prepare for the mammoth undertaking of moving day by making sure
you're aware of the many activities that need to be coordinated.
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Say “Ahhhh...”

As life grows increasingly stressful, people are increasingly viewing their homes as retreats — and decorating them

as such. Bathrooms are often a primary focus, and the trend today is to design a space devoted to relaxing and
rejuvenating. Below are tips to help you create a spa-inspired bathroom. You won't be the only one who'll appreciate
the results — spa-like bathrooms are a turn-on for homebuyers.
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Table Talk
Negotiating the purchase agreement is arguably the most challenging aspect of buying a home, particularly in markets
that favor sellers. To strengthen your position at the negotiating table, consider the following advice.

Show Ready

How you live in your home when it's on the market is different from how you normally live in it. If you're serious about
selling, you need to be prepared for buyers' eyes at all times. Consider following these tips to keep your home in
show-ready condition.
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Fees May Vary
If you're shopping around for a new condo, you may be wondering why monthly fees differ so widely, from the pricey to
the seemingly too-low-to-be-true. Here are a few reasons.

Terminology Tip: Title Search

HOMEMAKER OPTION
Featured Recipe: Replace article on page 4 with this issue's featured recipe for Chocolate Chip and Pecan Cookies.
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