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 a Move in your Future?
2015 Lesson Written by Faye Spencer, KAFCE State Vice President

Leaders:   This lesson is to be used with Hearth Fire Series # 9:  “Someone’s in the Living Room with an Eye for Decorating”
Educational Goals:  
Understanding the motivations to sell or not to sell.

Identify home components for preventive maintenance and preparation to sell.

Identify the process of selling a home.
Suggestions for Community Service or expanding lesson materials:
Provide educational sessions to the general public who might be considering selling their home.  Invite guest speakers from real estate agencies, financial institutions and/or residential real estate attorneys.
Do you Go? or Do you Stay?
Most people would like to stay in their house as long as possible.  Traditionally, declining health and need for greater medical support were the reasons people would consider moving to other housing options.  But today there is a trend for healthy, active adults to choose a change in housing for a support of another type-social.  Singles are not the only ones who feel lonely.  Couples also may have feelings of isolation because one or both have limited mobility, friends in their social circle have either moved away or died, and/or the family does not visit as much.  Being socially active is beneficial both for better health and longevity.  “The National Social Life, Health and Aging Project showed that people who feel the most socially connected are five times more likely to report very good or excellent health than those who felt the most socially disconnected and lonely.”  (Presbyterian Manors of America)
Another reason why some people may want to stay is because of the sentimental attachment to the home.  They are afraid that to move is to abandon the memories that were created there.  In reality, the structure of the house and memories are two separate things.  What is important and most valued are the people and the events that are part of their lives, not the house itself.  Memories are stored in one’s hearts, not in a room, thus memories will travel to any destination.

Some other questions to consider as to whether to stay where you are or to move are: (Presbyterian Manors of America).  Is my home safe and easy to move around in?  Are my favorite things to do still grocery shop, garden, meal preparation and/or lawn and home maintenance?  Do I see as many friends as I’d like, as often as I’d like?  Is my family comfortable with my current living situation?  Am I getting enough exercise?  Do I spend too much time alone?  Do I still use every room in my house?  Am I prepared to spend thousands of dollars over the next 5-10 years in maintenance cost?

Preventive Maintenance or Redecorating
When the house’s components are in need of repair, or replacement due to its end of useful life or the homeowners desire to redecorate for aesthetic reasons, agents recommend that materials selected or upgrades are in line with the neighborhood norm.  To over-improve or under-improve can limit the potential return of the investment.

The adage of “stitch in time may save you nine” can be applied to regular upkeep, thus saving thousands of dollars, not just nine and extend the life the house’s components.  Usually preventative measures are inexpensive, simple to do and need attention once or twice a year. (Buffini and Company)
· Roof-Replace damaged or missing shingles; clear debris from roof valleys and rain gutters.
· Siding-clean exterior, tighten loose trim, caulk areas around doors and windows
· Decks-wash and treat wood with products to prevent cracking 
· Irrigation-check for leaks and direction of spray, such as  not against foundation or siding
· Basement-watch for signs of moisture intrusion and find the source of leaks that, if left unattended, can lead to serious mold or fungus problems. 
· Kitchen/Bath-replace damaged caulking around tubs, showers, sinks and toilets to avoid water-related damage to walls, floors and cabinets.
·  Dryer-prevent fire hazards by removing lint build up from the dryer’s back exhaust duct, to the exterior vent.

· Refrigerator-cleaning dirt and lint regularly from the condenser coils will prevent expensive damage and extend the life of the appliance.
Making the Leap- Home Selling 
“Putting a home on the market can be very stressful and some owners have a hard time making objective decisions when it matters most.” (National Association of Realtors) 

Are you fit to sell?  The following is a checklist for home sellers to review as they are considering this major life event-selling their home. (Re/Max, “Checklist”) 
· House Inspection:  Before listing house for sale, agents recommend to have an inspection.  The inspection will inform the owner if there are any major repairs especially those components that could impede the selling of the house.

· Pre-packing/Clutter/Editing:  Storage is one the top items on a buyer’s list.  To give a spacious feeling, organize and pre-package items not regularly used.  In preparing for sale, the house needs to be neat, clean, and orderly from top to bottom.
· Flooring:  For buyers, the most attractive features is up-to-date flooring.  Buyers want a home that is move-in ready and flooring will reveal how well the home has been maintained.  Should the floors have creaking or squeaking, this deterrent to a sell could be addressed.
· Curb Appeal (front, back and side yards):  How the exterior appears reflects how the house has been maintained both in and out.  Potential buyers will have a lasting impression whether they drive by or view pictures online. 
· Paint:  Besides flooring, buyers want move-in ready when it comes to the color of the paint.  Potential buyers are turned off or want to negotiate the price if the paint colors are bright or unusual.  Neutral colors are restful and depersonalize the home.  Most buyers will live in the house awhile before wanting to change the paint color to suit themselves.
· Depersonalizing is an important and most difficult step in selling your house.  Once the decision has been made to sell, the homeowner will need to commit to removing their identity from the house, to let go emotionally.  The homeowner will need to focus on turning the home to a “model home.”  By having the house depersonalized, the homeowner disconnects from the house, thus potential buyers will be able to feel and envision themselves living there.
· Main Selling Rooms:  Buyers have “wish list” when house hunting.  A quick way to turn buyers away or attract an offer that is much less than desired is to have a house with fix-up projects.  Turning away buyers may not be just one project but the accumulation of lots of little things.  Present the house as move-in ready.  Areas to focus on are front entrance, kitchen, living, dining, main floor family rooms, and master bedroom and bathroom.
· Updates and Repairs-Be objective when determining what updates, redecorating, and repairs are necessary.  Remember that the object is to depersonalize, not to inject your personal taste or the latest decorating fads.  Establish a budget, timeline and list of what needs to be done to improve the overall presentation of the home.  Potential buyers are not looking for a house that will cause them work and/or delay in acquiring the house.  Some buyers will pay more for a house that has been made key-turn ready. 
· Furniture placement and Lighting- Present the room to its full potential.  Consider traffic flow as buyers walk through.  Turn on all the lights for the listing pictures and showings, thus allowing buyers to see the function of each room.

It’s time to sell!  This process is a major undertaking, time consuming and could have major consequences. 

Who represents you? Have you talked to a realtor and real estate lawyer?  Do you have a realistic value of the home?  Have you researched the local market?  What about pre-existing faults and information about the house?   There are many legal dos and don’ts when it comes to selling a house.  
There are strict guidelines to the different real estate relationships.  The seller’s agent only represents the seller. The buyer’s agent only represents the buyer.  A transaction broker is not an agent for either party and does not advocate the interest of either party.  “Do not assume that an agent is acting on your behalf, unless you have signed a contract with the agent’s firm to represent you.  Any information that you disclose to the agent representing another party will be disclosed to that party.” (Re/Max, “Real Estate Brokerage Relationships”)
“As laws governing real estate are state-specific, sellers should consult a Kansas residential real estate attorney to protect their interest.” (Lawyers.com)
The seller’s agent will conduct a current market analysis.  Homes that do not sell in a reasonable time could be over-priced.  Most buyers will need to secure financing.  To justify a loan, lenders will use an appraisal based on recent sales, not what the selling price is.  Thus setting the price too high will impede the process.  Also affecting the value of the home’s market value will be properties in the neighborhood which are foreclosed or distressed.  

There are serious ramifications if seller fails to disclose pre-existing flaws that would influence the decision of the buyer.  “A disappointed buyer may try to invalidate the sale or seek monies or damages for loss or repairs.” (Lawyers.com)

The final steps to selling a house are the acceptance of an offer, completing the terms of a legally binding contract, having a purchase agreement that includes “price, settlement dates, what is included in the sale agency disclosure, details of possession, due diligence, marketable title, final walk-through and warranty issues,” (Lawyers.com) and the closing process. 

So what is your Future?

Moving to other housing accommodations should not be just about money.  Other factors to evaluate in the decision to stay or to move are independence, opportunity, comfort, convenience, security and freedom to purse your passions.


“After all, life can be so rich when you just decide to make it so.”  (Presbyterian Manors of America)
Reviewed by Steve Henoch, Salina, KS, retired English and speech teacher and retired real estate agent.
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