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613.733.9100

Compliments of John Donovan Properties

JohnDonovanProperties.com is a
great source of information if you
are thinking about buying or
selling. Call us today to set up a
Home Evaluation or if you are
thinking about buying. We would
love to help!

You can now join us on Facebook
— look for us under John Donovan
Properties - Click "Like" on our
page today and keep updated on
our HOT New Listings & business
activities.

Johw Donovan Properties

By the way...We are never too
busy for your referrals.

Royal LePage
Performance Realty, Brokerage

1500 Bank Street, Suite 201
Ottawa, ON K1H 772

Office: 613-733-9100
Toll Free: 877-837-8885
Cell: 613-292-2176
Fax: 613-733-1450
johndonovan@royallepage.ca

Visit my website:
www.johndonovanproperties.com
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Royal LePage Performance Realty, Brokerage

The Canadian Real Estate Association
expects sales numbers to remain
fairly stable through the first half

of 2011, although they could come
under pressure when interest rates
resume their expected climb in the
second half of this year.

If you're thinking of listing your
house for sale, there's no better
time than now. Make sure you
maximize your selling opportunity
by remembering to highlight all
of the things you've come to love
about your home.

Location, of course, is always key.
Be sure to list the unique features
of your property's setting, including
highlighting its location in relation
to transportation, schools and
shopping, as applicable.

In addition to location, it's
worthwhile making a list of specific
home improvements you've added
to your house. Did you install an
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alarm system, crown moldings,

a fireplace or hardwood floors?
Did you upgrade your wiring or
plumbing systems, cupboards

or counters? Highlight, too, any
warranties or guarantees that are
transferable to the new owners,
as well as items you've agreed to
include in the sale price of the
home, such as appliances, window
coverings and light fixtures.

Whether you're buying or selling,
you'll want a thorough analysis
of the current, local real estate
market, and you'll want to have a
discussion on how your needs fit
into this environment.

Please call to discuss how to make
your property transactions as
smooth, efficient and effective as
possible. Or, if you're not planning
a move at this point but you know
people who are, please pass this
contact information on to them.
Thank you for your support!
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Like the Pros! |

Will the change of seasons mean a change of address for you?

Or just a change in mood? Whatever the reasons for why you

want to make your home shine this spring, it’s often wise to have

a room-by-room cleaning checklist to refer to, just like professional
cleaning services do, so that no corner gets forgotten!

BEDROOMS: = Empty out and clean the inside of your medicine cabinet,

= Remove your window coverings and launder them linen closet, drawers and cupboards. Throw out expired
as per the manufacturer's instructions. medicine, makeup, etc.

= Clear off and wipe down the outside and inside of = Clean your bathtub and/or shower, toilet (inside and out),
your dresser, nightstands and armoire. Put back only sink, fixtures, vents/fans, wastebasket, mirror, rugs and floor.

those items you use. The same goes for your closet.
FAMILY/DINING ROOM:

= Dust and wipe down light fixtures, artwork, electronic
equipment and ceiling fans.

= Take off your bed linens — including the skirt, mattress
cover and pillows — and wash them. Now's the time
for those who live in cooler climates to switch back
to lighter bedding. = Take down your window coverings and wash them

= Vacuum your box spring and mattress. Flip over and according to the manufacturer's instructions.

rotate your mattress for even wear. = Remove knick-knacks, picture frames, books, etc. from
tables and shelves so you can dust and clean/polish

= Vacuum all upholstered furniture, as well as any i ) e s ey shan

rugs and lampshades.
= Vacuum couches and chairs, using the attachments to

7 LISV OF LA (S SR, CEpETe g O B Snrss get down into those areas where crumbs tend to collect.

BATHROOMS: Launder slipcovers, throws, etc.
= Remove and wash your shower curtain. Clean the = Vacuum windowsills, moldings, lampshades, rugs and carpets.
liner, or replace it altogether. If rugs and carpets are especially dirty, consider having them

professionally cleaned or renting a shampooing machine.

'| KITCHEN:

= Working quickly, turn off the power to your fridge; clean
its coils with a vacuum attachment and defrost its freezer.

\ ~1 = Empty your fridge, tossing expired/unnecessary items.
— Remove shelves and drawers; washing them and wiping down
the fridge's interior before putting back what you're keeping.

= Empty your cupboards and drawers, throwing out what
you don't use. Clean them out, putting down new shelf
paper as needed.

= Run your dishwasher with nothing in it but some baking
soda or vinegar.

— = Clean inside your oven according to manufacturer
instructions. Remove oven knobs and spill catchers;
wash (or replace) them and clean the oven's exterior.
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A Winning (5ﬁer

You might be in the market for a new home this
spring, but so will a lot of other people. When you’re
ready to make an offer, here are a few things you
can do to better the odds of your offer being the

-— —

winning one.

= WORK WITH A REAL ESTATE SALES REPRESENTATIVE.
A winning price is an essential part of a winning
offer — especially when bidding on a property whose
owners are entertaining multiple offers. A real estate
sales representative with expert knowledge of the
area where you're buying is essential to determining
a winning price, while ensuring you don't overpay.

GET PRE-APPROVED FOR A MORTGAGE. By doing so,
you assure the sellers that if they accept your offer,
they won't have to wait for you to get approved,
which means a faster closing for them, and a better
chance the deal won't fall through due to inability to
secure financing.

MAKE A CLEAN OFFER — that is, one with minimal
contingencies. Inspection contingencies are typical and
to be expected. But if you make your offer conditional
upon the sale of your current home, for example,

the sellers might not want to wait for you and, other
factors being equal, will likely accept an offer without
such a condition instead.

CONSIDER HANDWRITING A LETTER TO THE SELLERS.
Discuss this with your real estate sales representative
as a way to stand out in a multiple-offer arena. While
it's not for everyone, sometimes an emotional appeal
can be just what tips the scale in your favor.

Entrusting your belongings into the care of strangers
is just one reason why moving can be stressful. To
help ensure you’re putting your possessions in the
right hands, ask these questions of potential movers.

How long have they been in the business? Can they
provide references? Are they members of any type of
movers' association? The answers will give you an idea
as to how reputable the mover is.

What additional fees might you be charged? For
example, some movers charge extra if the home is hard
to access (e.g., there's no elevator and the crew has to
use stairs) or if they have to move big, awkward items
like a piano.

Will your stuff be stored or transferred? During
long-distance moves, your belongings may have to
be transferred from truck to truck, meaning greater
potential for damage. And if your belongings will be
stored, you'll want to know where and how.

How will your belongings be protected from damage
during the move? A reputable mover should be able
to explain what sorts of packing materials they use.
Also, are those materials included in the quote or
charged separately?

Do they provide insurance to protect your
possessions against loss or

damage? What limitations

exist on their liability? Is

the coverage included in A

: « - H
their quote or charged } |
separately, and how e |

would you go about
filing a claim?

Do they have workers'
compensation insurance?

If the moving company
can't provide proof that
they carry this kind of
insurance, you could be held
liable should any of their
workers get injured while on
your property.
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Stop Traffic

Listings in your area may already be budding like spring
flowers. If you'll be selling, too, consider these curb-appeal
boosting home-improvement projects that'll help stop
buyers in their tracks.

New garage doors. Certain garage doors constitute a
large portion of a house's facade, and so the doors are
one of the first things buyers notice. Whatever style
you choose, make sure the doors complement the
architecture of your house — carriage-house style doors
have become quite trendy, though they might look out
of place on more modern houses.

A driveway makeover. Like your garage doors, your
driveway is often one of the first things that catches
buyers' eyes. Whether you simply reseal your asphalt
driveway or opt for a different paving material altogether
— brick, cobblestone, concrete, flagstone, gravel, paving

stones, slate — a new driveway can make a big impact. Te r m I n O I O gy TI p

A new walkway. Your walkway leads buyers' feet — and

eyes — right up to your door. If your current walkway Prepayment Privileges — Also

is straight and concrete, consider replacing it with one known as prepayment rights, this is a

that's curved, counteracting rigid lines for aesthetic mortgage clause that allows borrowers
appeal, and think about replacing the concrete with to make voluntary payments against their
brick, stone or slate. To finish, incorporate plantings and mortgage without incurring a penalty.
solar-powered walkway lighting. Extra payments are applied to the principal
Landscaping. Buyers might make assumptions about owing, thus a||owing borrowers to reduce
the state of your house based on the state of your the amount of interest owed and to pay off
landscaping. So, if the landscaping looks like it's been the mortgage more quickly. Prepayment

neglected, or it just lacks that "wow" factor, consider
hiring a landscape designer. A landscaper can plan a
design that turns heads, and he or she can implement
it for you, too — or you can do some or all of the work
yourself, saving money.

terms vary from lender to lender, so

check with your financial institution to
see what limitations might be placed
on 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.® 2011, Phone: (800) 387-6058.

Visit www.johndonovanproperties.com to view more Hot New Listings
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5884 Earlscourt Crescent 3064D Councillors Way 408-589 Rideau Street 18 Huntview Private
Residential — $1,599,900 Condominium - $172,900 Condominium — $539,900 Condominium — $309,900
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