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Rogers opens office
RIS Ermo Rogors
has opened the
real estate
office of
RE/MAX of the
Lakes in Mil-
ford to serve the
residential
needs of that
community and
A su;;trﬂundiggk
northern Onk-

Emao Rogors land County.
. Rogers previously owned and oper-
ated an independent real estate cam-
pany before converting to RE/Max,
She hos 18 years experience in the
field.

Rogers lives in Commerce Town-
ship.

n [

Hammond transfers

Linda J. Ham-
mond has
transferred to
Century 21
Ambasgsador in
Southfield as a
sales consul-
tant.
Hommond, o
graduate of
H Highland Park
Community
Unda J. Hammond College, will
handle VIP referrals and relocations.
She also will specialize in south Onk-
land County.

Goley promoted

Nancy Goley has been promoted to
relocation dircctor at ERA Rymal
Symes in Novi, - -

Goley, a Realtor with ERA Rymal
Symes gince 1986, has acquired the

e anional desiwnati Grad

I of
Realtor's Inatituto and Certified Resi-
dentinl Specialist.

She also lives in Novi.

Yelder joIns ERA

Joo Yelder has joined ERA
Bankers Real Estate in Farmington
Hills as a sales associate. -

He has more than 20 years of sales
experience and has been a million dol-
lar seller.

Yelder lives in Oak Park and is

dving busi t at

Wny;c S(;.nw University.

. A
Maloney buys BOA

John Maloney has taken the reins
as owner and president of BOA Con-
struction, a remoadeling, renovationa
and roofing company in Boverly Hills,

Maloney, previously §n business as
John F. Maloney, Designer/Builder, has
merged the two companies into ond,
BOA Construction.”
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and they rarely get everything they
want,

So how do purchasers eventually
determine which house is right for

om’

A little mood music in the form of
trees and other landscape delighta,
which rocently passed their color
crescendo, may just help prospects
sort out their thoughts.

First off, remember that a house
isn't everything when it comes to buy-
ing o home.

“People are buying the whole picce
of property,” said Doan Krauskopf,
commercial horticulture agent for
Wayne County and the MSU exten-
sion service.

Trecs, shrubs and flowers-are part
of the package with different mean-
ings to different buyers.

*The biggest thing is trees are prob-
ably going to bring a senso of comlort,
maybo a sense of permanence, well-
being,” sald Nancy Siclaff, a Realtor
with Coldwell Banker Schweitzer in
Bloamfield Hills. . t

And ‘isn’t that what most people

lifestyle — when they acquire a house?
“Buyers buy emotionally,” said Iris
Goldstein, o sales iate with
Ralph Manucl Realtors in Farming-
ton Hilla, “Curb appeal has a big
effect on buyers. It's the first impres-
sion that's 8o crucial, That scts the

Buyers rarely find the pérfcct house.

really buy — security and a pleasant -

n s
tone. K

“A buyer thinki whoa théy drivoby

o home that's well maintained on-the
outside means n well-maintained
inside,” added Mike Kehrer, a Realtor
with the Prudential Pickering in
Westland, .

Trees and landscaping will influ-
ence buyers, Realtors agree. Like
other factors peripheral to the house,
itself, it's usunlly difficult to measure
exactly how much.

But not alwaya.

“We were shopping in a specific
area for a specific housc and went to
sce o house prearranged but couldn’t
get in,” Kehrer said. “While we were
driving from the first house to the
second, we saw o house that was nice
looking.

“It was fall, color was in the trees,”
ho continued. “There were a couple of
red Japanese Elms or Jupanesc
Maples, a large Evergroon tree.
Everything was raked. My clients
snid, "Wow, I love that tree, I love tho
way the housae looks.

*I said, ‘Yes, it does look nice” But
it wasn't for sale.

“About an hour later, while wo were
driving back to tho firat house, they
were putting a real estato sign in at
the house they commented on. We
were the first ones in and they said,
“We want it now.”™ .

Sa his ctients got it, Kehrer said.

Goldstein nlso has a sales memory
of how landscaping made a huge dif-
ference with clients.

“A house I sald six years ago in

Color canopy: Beautiful trees and other landscaping touches can draw prospective buyers to a neighborhood.

Good landscaping invites you in

Avecs!

: Birmingham was on a very small lot,

*but it wos landsenped with a brick
walk and gardens,” she snid. “It wos
treed with a shrub fence,

#1t was done so that when you were
back there; you didn't know you were
in such a small area. My clients could
place thamselves right there. And
they did,” Goldstein said. .

Larry Wright, ?rofzident of the

“Fall is never as busy a time a8
spring or summer for real estate, but
certainly the emotional appeal is
there when everything is turning gold
and the outdoors has a tawny look,”
said Andren Doy, a Renltor with Cran-
brook Asiociates in Bleomfield Hilla.

Don't undereatimate the psychologi-
cal aspect of tall, sturdy trees on

‘fcglings of human mortality and

Metro Detroit L
points out that many municipalitics
have enacted lochl laws in the last
_decade ealling for, minimum land-
scape requirementa in new subdivi-
sions. K ~

But there's another less altruistic
reason for sprucing up the grounds in
a literal and figurative sense.

“We've been told it ean increase the
property value by 10 to 16 percent,”
Wright said. “That would have to be
a full professional landscaping with
grading, landacapo bricks.”

Trees, shrubs and flawers can defi-
nitely create an impression..

“If you look at real estate sales in
terma of how prospective buyers look
at houses, now they do more with
computors,” Wright said. “Photos are
taken where? From tho strect, If you
can gce 100 photos, maybe curb
appeal becomea more important.”

Craig Lescoe, a Realtor with Remer-
icn Family in Westlond, said he tries
to update his cable tolevision and
print advertising in the fali to show
the lavely hues of the color change.

“It docs add character,” Lescoe said
of a brick house surrounded by cotor.

“When you go into an older neigh-
borhood and see mature trees, you sce
part of nature left, not wiped out,”
Slelaff said. “I think it has a lot of
appeal.”

When reviewing condo records,

Q. I nm an nccountant who is
boing cnlled upon more fro-

_rescrves are being maintained commensurate with
the sizo of the amenities within a particular associa-

check deficits

to pay for the capital itemn that nceds repair or
1 t. Obviousl v

the of a capital

quently to review financial state-
ments of condominium assocla-
tlons for intorested purchasers.

chould be f i

Do you have any tips as to what1 .

tion.
You may nlso wish to examine, in conjunciion with
the attornoy for the purchaser, the notes to the

financial statement on capital reserves. If the finan- -

cial t was prepared by an accountant in

my
on.

A. At a minimum, if you, ns a CPA,

are called upon to review the finun-

- cinl statement of an nasocintion inci-
dant to a buyer buying a condomini-
um unit, I.suggest the following:
di ine whether the intion is
carrying n deficit in any of its

aceounts and, if no, whether the deficit is being
reduced by the entry of an expense line item in the
current budget, Dotermine whether there are any
subrtantial bad debt linbilities existing and deter-
mino whether there is any indication that o signifi-
cant number of owners are failing to mect the nssess-
mont obligation. Determine whether the capitnl

nccordance with the common interest rule of the

{ation (CIRA) guideli the inl state-
ments should contain a noto ndvising whother the
assnciation is collecting capital reserves in accor-
dance with the capital reserve study prepared for the
aanociation or based upon the projections contained
in he initial reserve levels established by the develop-
o ;

e

If the note indicates that capital reserves aro not
being funded in necordnnce with the association’s
reserve atudy, the buyer must be aware of this fact
becnuse it indicates the likelibood that the associa-
tion later will bo unable to pay for the ropl t of

Y,
reserve can decrease the value of a unit.

Moro and more frequently, lendera are reviewing
capital reacrves to dotermine whather the project
represents an acceptablo risk. If a financinl state-
ment prepared by an in d with
CIRA guidelines is not ilabl intion's
property manager should provide inforniation about
tho ansocintion’s practice concerning capital reserves.:

You should he working closely with the buyer's

ho is | bly ledgenble in condo-
miniurhs to help you analyze these documents.

Robert M. Mcisner is an Qakland County area
attorney concentrating his practice in the arcas of con:
dominiums, real cstate, corporate law and litigatiop:
You arc invited to submit topics that you would like to
sec discusacd in this column, including questions
about iniums, by writing Robert M. Mcisner,

a capital item that is tho nssociation's responsibility.
In that event, tho association may seck to nssess a
special or additional assessment against unit owners
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30200 Telcgraph Road, Suite 467, Bingham Farms Ml
48026, This column provides general information and
should not be construed as legal opinion. .
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