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Tips and trends for homeowners, buyers and sellers

Ring, the video doorbell

The doorbell rings: Is it just a package drop
off? A friendly neighbor? Or the dreaded
solicitor? Now you can find out without
getting off the couch. With the Ring Wi-Fi
enabled doorbell, you can see a video feed
of who is at your door from your phone, and
even speak to visitors. Plus, it's triggered by
motion detection, so you can see what's
going on even if the doorbell doesn’t ring.
For a small optional fee, you can record
what you missed and store it in the cloud.

AOME GADGET GIFTS

$50

Drop Scale, for the precision baker
Every baker knows that measuring
ingredients by volume is the way to go if you
want the perfect bake. But many standard
recipes include measurements by cups and
spoons, so you have to convert them to
weight. What easier way to measure those
ingredients than with the Drop Scale?
Connected to an iPhone app (sorry, Android
users), you simply dump the ingredients into
a bowl on the scale and the app tells you
when vou have enouah.

TIPS FOR TIPPING

There are a lot of people who provide our homes with service year-round, and it's always nice to show them thanks around the holidays. We turned
to the renowned manner experts at The Emily Post Institute for a few clues on how to handle holiday tipping. Remember that there are no
hard-and-fast rules here, so let your budget, your spirit and your relationship with the service provider be your guide.

= Housekeeper/cleaner: Up to the amount of one week'’s pay and/or a small gift

Garage attendants:
$10 to $30

= Newspaper delivery person:
$10 1o $30

Mail carrier: Small gift only (they may not accept cash,
checks or gift cards, according to USPS regulation)

=> Doorman: $15 to $80
=% Handyman: $15 to $40

$10 to $30 each

Yard/garden worker: $20 to $50 each

Trash/recycling collectors: Check municipal regulations first;
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Lucy, the sunlight bender

Nothing beats natural sunlight, especially
during the short days of winter. Lucy is a
robotic, mirrored ball that you place inside your
home, and it reflects natural sunlight into the
room. A self-adjusting smart motor inside
follows the sun as it moves throughout the sky,
S0 you don't have to worry about resetting the
device throughout the day. The new device,
offered by Italian-based company Solenica, is
available on Indiegogo.

BROUGHT TO YOU BY YOUR AGENT, A MEMBER OF THE COUNCIL OF RESIDENTIAL SPECIALISTS
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Tips and

§§ Today's buyers want move-in-ready
homes, and a new survey points to exactly
what that means.

More than 70 percent of buyers want a
move-in-ready home, and that ultimately
breaks down to a home that has updated
heating and cooling and an updated kitchen
and bathroom (more than 80 percent expect
those features to qualify as move-in ready)
and they want new appliances (74 percent).
To a lesser but still notable degree, buyers
feel a move-in-ready home has smart-home
technology installed (44 percent).

Additionally, 57 percent of those buyers
that want a move-in-ready home would
consider an older home updated with smart-
home technology.
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Apparently, survey respondents want the
technology, but they really don’t want to sift
through the options and install it
themselves. Thirty-six percent of all
respondents believe that having smart
technology is a major selling point when
buying a home, but 32 percent feel they are
too intimidated to install it themselves.

And while the millennial generation
certainly leans hardest toward this
technology with 61 percent interested in it,
52 percent of Gen Xers and 50 percent of
baby boomers do as well.

Taking that first leap and making the
investment in smart home technology may
wind up being an investment in your home’s
value.

Buying or selling a home can seem like an overwhelming task. But the right
REALTOR® can make the process easier — and more profitable.

A Certified Residential Specialist (CRS), with years of experience and success,
will help you make smart decisions in a fast-paced, complex and competitive
marketplace.

To earn the CRS Designation, REALTORS® must demonstrate outstanding
professional achievements — including high-volume sales — and pursue advanced
training in areas such as finance, marketing and technology. They must also
maintain membership in the NATIONAL ASSOCIATION OF REALTORS® and abide
by its Code of Ethics.

Work with a REALTOR® who belongs in the top 3 percent in the nation. Contact a
CRS today.

Certified
Residential Specialist

The Proven Path To Success



