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Q. What packing and planning ean I do
befare moving into a smaller bome next
year while keeplog our present place acat
for showlng poteatial buyers?

A. One of my proudest moments occurred
when my husband arrived back to move us
to the eity where he had begun hls new job.
He almost panicked at first because he
thought I had donc no packing. He was
amazed as I opened closcts and cupboards
to sec boxes holding all our loose items
neatly stored there. All we had to do was
pull out the boxes and load them on the
truck. {Admittedly we didn’t own nearly as
much In those days.)

Before packing, however, weed out your

i Begin now ly com!
ing your house, concentrating on one space
at a time. Divide artlcles into four categor-
les: Keep, give away, sell or toss. If you are
moving yourself, begin boxIng keepers you
won't need until after the move. Throw out
and give away items on a regular basls —
don't keep them all untll the last minute, If
you decide on a garage sale, set the date

' and stick to it

1f you know the layout of your new home,
deelde exactly where you will store each
item there. (If you can’t figure aut where to
keep It, reconslder keeping it.) Using a dls-
tinctive colored marker, label boxes as to
conlents and where they are to be delivered
in your new abode. Your movers will quick.
Iy become attuned to that color enly and
will learn to ignore any other old markings.

(et moving cheekllsts from moving com-
paales, libraries or book stores and complte
your own [rom these.

A few days before moving, use the same
raarker to label every plece of furniture
with removable labels, indicating where
each item Is to be place { I.e. northwest cor-
ner, bedroom 2 etc.). On moving day this
will save incredible encrgy in decision mak-
ing and answering the ccaseless question,
“Where do you want this?” Unpacking will
also be casler because things will be right
where you want them,

Order a sclf-Inking, return-address rub-
ber stamp. This is worth its weight in gold.

Remodeling
Home improvements can enhance resale

provement than cver before. And, if they do it

right, i's worth it,” sald Gerald Kosmensky,

president of the Southern Michigan Home Own-

crs Warrant Corp. HOW is the nation’s oldest and largest
warrant and Insurance program.

The Census Bureau estimates that $91.3 billion was spent

on home remodeling last yenr;_up nenrly‘y percent from a

HOMEOWNERS ARE pulting more [nto home im-

That's a profit of 38 percent. Adding a full bath for an
average cost of $8,200 adds an average of $10,000 or a
profit of 22 percent.

Other cost-cffective home improvements include remod-
eling an outdated Kitchen, adding a family room, bedroom
or central air-condltionlng, and the addition of energy-save
Ing features such as insulation, sidlng or storm windows.

The biggest mistake, ding to
ing C: " Isa pool. At an average cost of

year earller, ]| -
mates that this year, homcowners will spend another $80
biltion on home improvements.

Why s renovation booming? According to a recent Wall
Street Journal Interview, people who find their home is the
best performing item in their portfollo are buying houses
and making improvements with an eye to reselling at a
profit. .

FROM PURELY Investment standpoint, there are both
winners and losers when it comes to home improvements.
Not all renovations spell profit.

Today's blg winners are the addltion of a fireplace or a
full bath. A recent study by C * estle

$19,500, the addition of a pool only adds $6,500 at resale,
representing a loss of 87 percent. Other losers Include ten-
nis courts, finished atties and reroofing.

There are other less costly ways to ensure that the value
of a home stays high for resale: neutral colors in paint and
wallpaper, nlce carpeting and a new home warranty.

IF YOU ARE thinking about resale, you cannot afford to
overlook that more than 90 percent of all prospective home
buyers conslder an insured warranty an important consid-
eration in their buying declslon, according to “Professlonal
Builder" magazine, .

Ki says, "It Is clear that today’s home buyers

mates that adding a fireplace at an average cost of $3,350
adds an average $4,600 to the resale value of a home.

understand the investment potential of a home and want to
do everything they can to protect that investment.”

“A home covered by an Insured warranty insurcs buyers
that they are making a sound investment in quality con-
struction, It (s one Investment that doesn't cost the buyer
an extra penny. All they have to do is make sure they
contract with a bullder that offers an insured warranty on
his or her home,”

Under the HGW program, bullders warranty thelr homes
agalnst faulty workmanship and materials for one year,
and agalnst major structural defects and defects In the
wiring, plumbling, heating and coollng ventilating and me-
chanical systems for iwo years.

HOW builders carry Insurance on their warranties so
that the home will be repaired by HOW's Insurer if the
builder does not or cannot make the repairs required by the
warranty. .

For the last clght years of the program, the builder car-
vies Insurance to cover the cost of repairing major struc-
tural defects in the home.

HOW Is the only new home warranty and insurance pro-
gram endorsed by the National Assocation of Home Build-
ers. Today, HOW has 12,000 bullder-members and more
than 1.8 million homes enrolled In the program. HOW wilt
be an exhibiter at the Detroft Builders Show opening In
Detrolt this weekend In Cobo Hall.

The Arrangement: using what’s there

By LeAnne Rogers
speclal writer

For the person who has everything for their home but
doesn’t know what to do with it, a new Troy interior design
firm may have the solutlon.

Services provided through the Arrangement are aimed
at using furniture and accent pleces that clients already
own, accordng to Jane Garth, who runs the firm with her
sister, Jacquellne Stavin.

“The name really fits what I do, A lot of times a designer
works and sells pleces,” Garth said. “I believe people know
what they want. I trust them."”

Unllke many interlor designers, Garth said she doesn‘t
work on has no 1o sell mer-
chandise.

“] CHARGE AN hourly rate and come out to see what I
can do to update a house,” Garth sald. “We'll make the
house look new without making It 50 expensive.”

By rearranging furniture, Garth sald rooms can be given
a cozier fecling or a more spaclous feeling, Pieces can also

be moved from other rooms, she said, creating a look that
clients hadn't thought of,

“Usually people don't need to make a large purchase. It's
how to incorporate what they have,” she said. “A designer
won't usually say add some plants or lower a pleture when
that's all they client needed.”

Bringing In a designer to help arrange the house may
bring a new perception to the house and furniture, which
the cllent may be 160 close to see, according to Garth,

“{ really reassure the client in what they have chosen,”
she sald, “I look for colors to pick up in art work or pillows,
1 let people shop for themselves, and It's exciting for
them.”

THE ARRANGEMENT'S scrvices are designed to work
with the client’s taste and budget. Since the flrm charges
an hourly rate, it's not concerned with the client's price
range, Garth said.

“We let clients declde what they need. I've worked
through resale shops or on $500,000 homes,” she sald. .

Potential cllents for services range from longtime home-

owners who want to update their home, Garth said, to peo-
ple moving Into new quarters.

“I've also had a lot of clients who recelved half the furnl-
ture after a divorce,” she commented, “They nced help
Iiguring out what to do with what they have.

A graduate of the College of Arts and Crafts in Berkeley,
Calif., Garth worked In California for six years before re-
turning to Troy where she was ralsed.

“If people want to start from scratch, I'il refer them to a
xi)od ‘duix;ncr," she said. “I stay out of selling and shop-
plag.”

ANOTHER AREA GARTH sald she would like to begin
working in is with people who are selling thelr homes.

““1 can make the house more saleable. There may be a
great table in the Kitchen which the seller loves,” she said.
“But to someone coming into the house, It may make the

tchen scem smaller than it is.”

Garth's basic philosophy is that making your home at-
tractive and comfortable doesn't always come with an ex-
pensive price tag.
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TICKETS AT BOX OFF

ICE
.$4.00

C’MON IN AND WIN!

O Enter "House of Nalls” and win $20,000
D Treasure Chest Drawing-6 prizes daily
O Droam House Contost - Win a VCR
I Quilt Rattle to banefit
Ronald McDonald Housas
[ “People’s Cholca Arrangement” to
bonetlt March of Dimes
[ Plont auction to beneflt
Muliiple Sclerosls, Sunday, March 27

SO MUCH TO SEE & DO

1 11,000 square feot art & crofis oxhiblt
[J Mortgage sominars

O Energy-saving 1lps from the experts

[ The lotest dosignar homes

O Redecorating & redesigning Ideas

[} Beautiful gordens, gazebos and
watorfalls

O Landscapling idecs

O Dally flora! demonstrations

$5.00 Special
Family Ticket
avuilable only
at Farmer Juck

SHOW HOURS

Saturday & Sunday 10am - 11 pm
Monday - Friday 1 pm - 11 pm




