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HEALTHY SUMMER SALES
WARM UP LOCAL MARKETS

Members of the Ottawa Real Estate Board sold a total of 1,326
residential properties through the Board’s Multiple Listing Service®
system in July 2011 — right in line with the five-year July sales
average of 1,377, and an increase of almost 19 percent from sales

in July 2010.

Board President-Elect Ansel Clarke
noted, "What a difference a year
makes. Last summer the real estate
market was reeling from the
implementation of the HST that
saw many buyers and sellers move
up their purchases to the winter
and early spring. 2011 is a different
story, one that looks a lot more
like the average year for Ottawa's
resale housing market."

Home prices showed a
correspondingly healthy trend,
with the average July 2011 sale
price of residential properties in
the Ottawa area at $341,330, an
increase of 6.2 percent over July
2010. The average sale price for
a condominium-class property
this past July was $270,933,

an increase of 11.3 percent

over July 2010. (The
condominium property
class includes
any property,
regardless of style
— i.e. detached,

semi-detached, apartment, stacked,
etc. — that is registered as a

condo, co-operative, life lease or
timeshare.) The average sale price
of a residential-class (non-condo)
property was $362,539, an increase
of 4.8 percent over July 2010.

Wondering how your home, or a
home you have your eye on, stacks
up against the average Ottawa-
area property? Please call today for
the latest market information!
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IT'S A NEW SEASON; YOUR TASTES HAVE CHANGED;
YOU AND YOUR SIGNIFICANT OTHER ARE MOVING
IN TOGETHER. THERE ARE MANY REASONS WHY

YOU MIGHT WANT TO CHANGE THE LOOK OF A

ROOM — OR ROOMS — IN YOUR HOME. BUT IF BUDGETARY
CONCERNS ARE KEEPING YOU FROM DOING SO, YOU’LL FIND
SOLUTIONS HERE. GIVING A ROOM A NEW LOOK DOESN’T HAVE
TO COST A LOT OF MONEY — OR ANY MONEY AT ALL. HERE’S

HOW TO DO IT ON A SHOESTRING.

A NEW LOOK FOR LESS

ROLL WITH IT

Paint is one of the easiest, least expensive ways to
breathe new life into your décor. Change a room's color
and you not only change its look, you change its vibe.
Large rooms feel cozier when painted in darker shades;
bright rooms feel more calming when painted in cool
hues, like marine greens and blues. But there are many
more applications for paint than just changing wall
color. Use paint with stencils to create faux finishes,

or paint, well, just about anything: bookcases, tables,
lamps, and even floors. Check local retailers for mis-
mixed paints, which you can pick up at a fraction of
their original cost.

CHANGE OF PLANS

If you're like most people, your floor plan is arranged

in such a way that all of your furniture is pushed back
flush against your walls. Such a layout can look a bit
sterile, so try bringing your furniture out from the
room's perimeter, and placing pieces on the diagonal —
this can lend rooms a sense of movement, taking them
from dull to dynamic. Also, experiment with groupings
of furniture, creating different “zones" that serve
different functions — a reading nook and a TV-watching
area, for example. Changing your floor plan might make
you break a sweat, but it certainly won't break the bank.

IT'S THE LITTLE THINGS

Rugs, pillows, artwork, picture frames, lamps, vases —
easy to move around, repositioning accessories are a
great way to revamp a room. Rearrange your accessories
or rotate them so only some of them are out at any one
time. Want to introduce a theme into a room or change
one that's already there? Accessories are a great way to
do so — limiting your thematic expression to accessories
helps to avoid overkill and allows you to easily and
inexpensively change your theme when you tire of it.

A SHIFT IN FOCUS
Interior designers will tell you every room should have

a focal point, a place for the eye to rest. If your room
doesn't have a focal point, create one. To make it easier,
some rooms have natural focal points: a fireplace, picture
window, or wall of built-in shelving. If the room already
has a focal point, you can shift it — from the TV to your
big, fabulous painting or area rug, for example. Emphasize
your new focal point by arranging your furniture around
it, accenting it with lighting, accessorizing it, or painting
the wall behind it a different color.




ANALYSIS PARALYSIS

Are you so overwhelmed by the home-buying
process that you find yourself unable to move
forward? If so, you may suffer from buyer’s paralysis.
Luckily, this condition can be cured. Here’s how.

= Make a "needs vs. wants" checklist and use it to measure
how each property stacks up. Sometimes, it's the sheer
amount of choice, or the thought of ending up in a home
that's not right for them, that leaves buyers stymied. A
checklist helps narrow your focus and prevent you from
purchasing a home that doesn't meet your needs.

= Talk to a mortgage consultant. A home is a big financial
commitment, and that can leave some buyers feeling
paralyzed, as can wondering if they can afford it. A
mortgage consultant can give you an idea of what you
can afford, tell you what you qualify to borrow, and
discuss borrowing options with you to find the best fit.

Let go of “the one" idea. For some buyers, it's the idea
that there's such a thing as the perfect home that
causes them to miss out on a good thing. The reality is
that no home is perfect; there will always be something
about every property you wish you could change. The
question is, can you live with those imperfections?

Work with a real estate sales representative. The
home-buying process can be intimidating; some buyers
are so fearful of making a misstep that they can't

take the next step at all. Team with a professional

and you'll have someone on your side whose job it is
to explain each stage of the process and look out for
your best interests.
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Most buyers, especially first-time homebuyers,

agree that finding a property in “move-in ready”
condition is important to them. So, sellers, it’s
time to roll up your sleeves and get to work.

Making your home move-in ready doesn't necessarily
mean doing costly kitchen and bath renovations. It does
mean addressing safety issues, as well as performing
maintenance tasks, both minor (such as fixing leaky
faucets and drawers that stick) and major (like fixing
faulty appliances or problems with your heating/
cooling system). To that end, consider having your home
professionally inspected before it goes on market; the
inspection report can serve as your to-do list, ensuring
your property is all fixed up — not a fixer-upper.

Getting your home in move-in condition also means
making sure it's thoroughly clean and neutral in décor.
Ideally, buyers want to be able to move into a property
where they can apply their personal touch without
having to first remove yours. In other words, your décor
should be a blank canvas — so give your walls a fresh
coat of paint in a neutral tone, and, if not already a
neutral shade, replace your carpeting, too.

Just as buyers want a move-in ready home, you want

top dollar for your property. So, while putting work and
money into your home only to turn around and sell it
might seem counterproductive, doing so will help to justify
a higher asking price than you could set for your home if
it required more work on behalf of its new owners.
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