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Open house not the ansWer |

BBy

Most every home-sellor has
gone through the motions of
cleaning and scrubbing kitchen
floors in preparation for an open
house, but is all that elbow
grease worth it?

Awordlng to a recent survey
by tho Nati of

tbey do bring In new business. A
couple may not like a particular
house, but a real estate agent
can find one that suits thelr
needs.

According to the NAR report
“The Homubuying and Selling
Process,” real cstate agenta con-
tinue to be tho most important

Roaltoﬂ. just 3 percent of peo-
ple who bought existing homes
sald thoy first found them
through an cpen house.

“That number is a little low
for us becauss we have a lot of
first-time home-buyers who at-
tend open houses,” said John
Cole, broker/owner of Century
21 John Colo Realty Inc. in Red-
ford. “But open housea are just
one plece of the overall market-
Ing strategy.

“Open houses offer patential
buyers the opportunity to exam-
ino a home with a Realtor to sco
how its fits thelr needs. But we
nlao mnrket homes thmugh od-

signs,
throughout the real estate office
and the multiple listing ser-
vice”

Not a total waste

Some real estate agents report
that while open houses may be
not pan out for their customers,

jon source for home-
buyers, though such contact is
declining.

“It should be mnoted that
strong relianco on porsonally
contacting real estate profes.
'nhinaln l'n nllppln'g, according to

in NAR's homo buyin{; and sell-
ing studies,” said the recent re-

port.,

In tho 1989 study, 78 porcent
{of buyers) reported relying on
real eatate professionals for in-
formation, while in the- recent
study (1991), that number
dropped to 63 percent. At the
same time, tho percentage of

. home-buyers who rely on nows-

papers has  significantly in-
creased, from 41 to 68 percent.
Still, in a steady market, or
one that is predicated on weath-
er, open houses may be moro ef-
fective, but with a fairly quick
sale the seller may not notice. In
leaner times, especiatly in the
winter, open houses may bo a

drawback,

“That survey may not be an
exact sclence, because you may
hava seon an open houss whils
driving around but waited until
later to call the listing agency,”
sald Mary Ann Grawi, manager
of the Real Estate One office in
Farmington Hills. .

“I would say between 7 and 8
percent of our home sales start
out due to open houses. People
like to see what they'ro buying
and we've been much more ac-
commodating in recent years in
holding open houses on Satur-
days and during the week.”

Exposure is key

Grawi added that marketing a
home is no different from a
buslness that pushes a product
thmuxh udvnrtlslng, chnrity

aress, an open houss mny not
draw many prospects,

To boost interest, such sellors
may consider invitation-only
showings or networking with
other open housea In the area.
‘The latter option can be even
more effective if sellers exchange
information, leaving a write-up
of their home with surrounding
neighbora in retumn for a atack
of similar leads to hand out if
potential buyers do  breeze

rough. o

In searching for a real cstate
agent, the NAR recommends
people ask relatives, friends and
neighbora for referrals or visit
open housea and judge for thom-
selves. An agent who butters
people up Instead of showing off
the home may only be Interested
in closing a sale. But an agent
who ahuvuth off tha home,

The trick is ta expasa a prcduct
or house to as man;

the school _system, public ser-

buyers as possible ln the shor-
test period of time,

Still, repetition is not always
tho answer. A house held open
Sunday after Sunday may begin
to look like a loser and draw un-
der-priced bids, Nelghbors, who
often answer questions from po-
tential buyers, mey begin to
wonder as well. What's more, for
people who live in outlylng

vices and fi ing optlons, is
the best candidate for the job,
writes Carolyn Janik, author of
“How To Sell Your Home in the
'90s" (Penguin Books, $9.95).

“You always have to be inno-
vative and accommodating,"
sald Grawi. “Anything we can
do to belp sell a homo ia crucial,

Wae will go the extra step and
th:it'a what we traln our agents
to do.” .

Assomatlon controls f
what goes in yard

I hnve pun:huod a humn in

nnd Installed a
satellite dish in

CONDO
QUERIES.

front of  the
houso, Nlne of
the BOD homes
in our subdivi-
slon alrendy
kave dishes,
eight are in the
back yard and
——— ono is on the
slde, The subdlvisl not

undeulrablo for any reason, “in-
clud.lng purely aesthetic reasons.
at tho' mssociation did not

purauo the back-yard dishes was .
not substantlal evidence of selec-
‘tive or arbitrary enforcement. De-
pending on your restrictions, it .
would appear that it is at lesst a
close question whether or not the
association will be able to prevail
in this matter,

You should have sought the ap-
proval of the association before
you installed the dish.

Rnbcrt M. Meisner is a Bir-

taken any action ngelnst the
people who have put dhhu In
their back yards, What
their chancos of prcvnﬂlng in
an actlon ngainat me?

In & recent Florida decision on -

facts similar to yours, the court
held that tha association could
pursue fta “absolute and exclu.
aive™ right to refuso to approve

atto;
his practice in the arcas of condo-
miniums, real estate and corpo-
rate law. You are invited to sub-
mit topics you would like to see
discussed in this column by writ-
ing Robert M. Meisner at 30200 .
Telegreph Road, Suite 467, Bing-
hom Farms 48025. This column
provides general information and
should not be ‘construed as legal
opinion. To leave a voice mail
message for Robert Meisncr, dial

plans that it deems unsuitable or  953-2047, mail box 1871,
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The Observer & - Eecentric
will issue credit for typo-
graphical or other errors only -
on the first insertion of an
advertisement. 1f an error .
occurs, the advertiser must
natify the Customer Service
Department In time lo cor-’
rect the error before the seee
ond insertion,

POL ICY

All advertising published in
The Observer & Eccentric Is
subjoct to the conditions
stated in the applicable rate
card, - copies of which are -
available from the Advertis
ing Department, Observer &
Eccentric Newspapers, 36251
Schoolcraft Road, Livonia, Mt
48150, (313) 591-2300. The
Observer & Eccenlric  re-
serves the right not to accept
an advertiser's order,  Ob-
+ server & Eccentric Ad-Takers .
have no authority to bind
this newspaper- and only
publication- of an advertises
ment shall constitute - final
aceeplance of the advertiser’s
order. "
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