ADVERTISEMENT

More Than Ever, Now’s the Time to Put a Hard-to-Sell Home on the Market
Some homes are hard to sell in a normal market
when they have to compete for buyers’ attention. With
inventory as low as it is, yet buyers more numerous than
ever, it’s time to consider
REAL ESTATE putting that hard to sell home
on the market.
TODAY
What makes a home hard
to sell in “normal” times?
Traffic noise: That is the
single biggest complaint I get
from buyers when I’m showing
homes. People do not want to
hear road noise when they’re
on their porch or patio or when
they have their home windows
open.
Cigarette smoke: It is
almost
impossible to sell a
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home
where
the owner has
Realtor
smoked tobacco inside. Most
buyers don’t smoke and find the smell offensive. It is
really hard to rid a home of cigarette smoke. You have to
replace all the soft surfaces in the house — furniture,
window coverings, carpeting — and you have to repaint
the walls using a primer such as Kilz.
Pet smells: Cats are the worst, because they tend to
pee on carpeting, which gets into the padding and really
can’t be completely cleaned out without replacing the
carpet and padding. In severe cases, the subflooring is
affected and needs to be treated with Kilz before installing new carpet. This brings to mind a practice I see
all too often, and that is the use of “Plug-ins” which emit
some flowery smell. Whenever I’m showing a home with
these devices installed, I suspect the seller is trying to
cover a smell such as from pets. Don’t use plug-ins!
Marijuana growing: If your home has a grow operation in it, there are several considerations, not the least of
which is the possible presence of mold from high humidity. The electric system may have been over-loaded or
possibly altered without the proper permitting. If it’s a
rental that you’re selling, and the marijuana-growing
tenants are staying, you will probably have neighbors
upset with the smell coming from the operation.
Below-market lease in effect: We have two issues
here. If it’s a long lease, the buyer will likely be an investor (and offer less because of the low cash flow). If the
buyer wants to be an owner occupant and is financing
the purchase, the lender will require occupancy within 60
days of closing. The buyer may need to negotiate a buyout of the remaining lease.
General disrepair: Sometimes you just have to
laugh at what you see. One home I showed had the
following showing instructions: “If the screen door doesn’t
open easily, stick your hand through the hole in the
screen and turn the inside handle.” This was also a
house where there was an ashtray full of cigarette butts
in one of the bathrooms, even though the rest of the
house was totally empty! The roof of this house was
badly damaged by hail, and the fascia was partly rotted.

Did you miss a previous column by Jim Smith?
Several years of past columns are archived online
at www.JimSmithColumns.com.

It was this last house that inspired the subject of this
column, because even though the home was barely
worth renovating — I consider it a scrape off — it was
priced at $350,000 and attracted multiple offers above full
price, many of them cash and waiving appraisal objection. It went under contract in less than a week.
The bottom line — if you own a property that is hard
to sell in normal times, you really should put it on the
market right now, when even a scrape-off can attract
multiple offers the first day it’s on the MLS.
By the same token, I advise sellers not to do any

repairs or improvements to make their home sell better.
Unless it is of nominal expense, why bother? You won’t
get a return on your investment. Just sell it “as is.”
The exception, of course, would be high-end homes.
The above comments refer to homes under $300,000 or
$400,000. Even in the high price ranges I discourage
sellers from making most improvements. Some inexpensive cosmetic things can be helpful, but you won’t recover the cost of major improvements when you sell.
Remember, you still have to price the house
right! Hard-to-sell + overpriced = Forget about it!

This Week’s Featured Listings from Golden Real Estate
Enjoy the Continental Divide View From This Home on a Hill
I never thought of Englewood as hilly
$385,000
until I was asked to list this super cool
home at 3798 S. Elati Street. It’s situated
atop a hill four blocks south of Hampden
and four blocks east of Santa Fe in an older
(and very quiet) section of Englewood. The
kitchen, dining room and living room — not
to mention that large patio — enjoy a
sweeping view of the front range mountains
and the snow-capped continental divide,
unobstructed by the homes and trees below
it! Built in 1948, it has a stucco exterior and
tile roof, which are duplicated not only on
the newer detached garage but even on the storage shed in the back yard! Inside, the main level has hardwood flooring, not only in the common spaces but also in two bedrooms. The full basement has been finished with a cool master
bedroom, 3/4 bath, kitchenette and family room, plus a huge amount of finished storage space. You’ll enjoy the two
gas fireplaces, one with an insert, and the large hot tub on the partially covered patio visible on the left. The garage
has a workbench plus a 10’x20’ storage loft accessed by pull-down stairs. View the narrated YouTube video tour,
which includes aerial footage, at www.EnglewoodHome.info, then come to the open house this Saturday, March
12, from 1 to 4 pm.

Walk to Downtown Golden From This Updated Bungalow
$415,000

This updated bungalow at 305 N. Columbine
Street has three bedrooms — including a fabulous
master suite — and two bathrooms, plus a great backyard. There are two parking spaces off the alley
where you could build a 2-car garage. The back porch
has been enclosed and heated and has a vaulted pine
ceiling. The backyard has numerous garden areas
and a large patio for entertaining. Next to the parking
space off the alley is a cinderblock shed which once
served as a well house, plus a gardening shed. You
can take a narrated YouTube video tour at
www.NorthGoldenHome.com, then come to the
open house on Saturday, March 12, 1-4 p.m.
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