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Home organization expert
offers tips to help sell homes

With the spring selling
season around the corner,
residents might be consid-
ering putting their homes
on the market.

If selling a house is at
the top of the to-do list this
season, be sure to schedule
some time to do some seri-
ous spring cleaning. Not
only will a thorough clean-
ing make the home stand
out from the others, it will
motivate the homeowner
to get rid of the clutter that
has accumulated over the
years.

Home organization ex-
pert Marty Basher of Mod-
ular Closets has some great
tips for preparing to put a
home on the market.

Her top tips include:

1. Declutter — get rid
of all the junk that irritates
you ... it will certainly turn
off a buyer. Take a critical
eye to your home. Maybe
even have a third party do
this. Living somewhere
daily reduces the things you
notice that might be a prob-
lem, i.e., dirty walls, scuffs
and scrapes, leaks or even
odors that might be present
that you have become ac-
customed to.

2. Fix broken stuff. Yes,
that garage door opener
that doesn’t work or the ice
maker on the fridge. If it is
staying with the house, it
needs to be fixed. You have
learned to live with it or
without it, but a buyer will

view it as neglectful and
judge your whole house’s
upkeep and maintenance
on those couple of broken
items.

3. Know what is selling
around you and why? Are
homes selling quickly in
your price range? Maybe
you can be aggressive with
your price. If you use a real-
tor, they will help arrive at a
price but know yourself as
well. A realtor may not be
as familiar with your area.

4. Clean and organize the
closets. With the modular
closet items available today,
it is easy and inexpensive to
dress up your closets. Stor-
age really does matter when
considering a new home.

5. Make sure the out-
side entry way is in tip top
shape. This is the focus
from the street and also the
first thing prospective buy-
er’s see when entering your
house. Fresh paint on the
front door and fresh flowers
can make a big difference.

6. If you are not going to
sell your home by yourself,
then interview several real-
tors. Ask them about your
area, what their marketing
plan will be, and negoti-
ate commission. There are
thousands of realtors and
not all of them are equal.
Don’t get frustrated by the
fact that you pick one that
simply puts a sign in your
yard and waits for the low
hanging fruit. You are go-

ing to pay this person a lot
of money ... make them
work for it and for you.

7. Deep clean the kitchen
and bathrooms. These ar-
eas of the home are gener-
ally the most cluttered and
dirty. Both of those things
will turn off willing buyers.
Deep clean stove tops and
ovens, cabinets and sinks.
Also spend some extra time
if you have a dirty shower
or bath tub. If they don’t
already, you want these
things to sparkle.

8. Pet waste and signs of
damage. Clean up the back-
yard or whatever area your
pets use outside. Buyers
will walk around the yard
you don’t want them to be
distracted from your home
because they are maneuver-
ing through a mine field of
dog droppings. Also, you
can’t conceal damage but
that doesn’t mean you can’t
fix stuff. If the dog has
chewed a door or scratched
a wall ... fix it. These easy
and inexpensive fixes will
pay great dividends when
you sell the house.

9. De-personalize your
home. You want prospective
buyers’ to be able to visual-
ize their family in the home
and that is much harder to
do with all of your family’s
stuff. So go ahead and pack
up most of the pictures, tro-
phies, mementos you are
going to do it any way to
move just get a head start.

Dramatic bedtime story:
Comforters, duvets get bolder
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Colored, textured and
patterned comforters and
duvets are telling a dra-
matic bedtime story these
days.

“Bedding acts as a nar-
rator to set the tone of the
room,” said Anthropolo-
gie’s home textiles buyer
Brittany Peacock. “As the
focal point of the room, the
bed is a natural location for
a pop of color or pattern.”

Taking their cue from
manufacturers and high-
end design projects, con-
sumers are moving away
from the pale colors that
once dominated bedroom
decor and toward vibrant
tones and patterns, said Joy
Coulter of Couture Designs
in New Albany, Ohio.

“In the more upscale
magazines, I am starting to
see more bright colors, es-
pecially in master suites,”
she said. “The new trends
seem to be getting away
from so much neutral and
gray. People are tired of
having just white bedding,
and they’re ready to try
something bold.”

Louise Traficanti, cre-

ative director for Eastern
Accents, a bedding compa-
ny in Chicago, thinks that
homeowners were decorat-
ing with muted palettes for
several years in response
to the economic downturn

and their own financial
constraints.

Things have begun to
change, she said.

“Over the last two years,
we’ve been really pushing
more color, and seeing our
customers respond enthu-
siastically to patterns and
designs,” she said.

More color in the bed-
room also is a reflection
of how much time people
spend there, added Chris
Chapin, co-founder at Com-
pany C, a home furnishings
company in Concord, N.H.
With the bedroom func-
tioning as a place to watch
television, read a book or
use technology, it’s not
surprising that people are
craving livelier looks real-
ized through florals, prints
and geometric patterns in
dramatic colors, she says.

“People want color and
some excitement in their
lives. Color can represent
what someone’s passion-
ate about,” she said. “You
walk in, you feel good.”

The desire to decorate
in a way that tells your
story also has helped drive
the use of color, Traficanti
said. “As people get more
expressive  about their
own personality,” they are
choosing more interesting
colors and patterns for a

“more curated look,” she
said.
Eclecticism is in and

“matchy matchy” is out,
added Andrew Howard of
Andrew Howard Interior
Design in Jacksonville, Fla.
Aroom should look as if “it
grew over time — that it
wasn’t bought on the same
day with all the fabrics per-
fectly coordinating.”

The practice of buying
bedding in a bag — a com-
plete set of sheets, comfort-
er, bedskirt and shams — is
on the wane, Coulter said.

Texture and layering
also contributes to the bold
look, Chapin said. Increas-
ingly, customers are mix-
ing quilts, waffle-weave
blankets, rich throws and
other fabric pieces to cre-
ate an interesting look, she
said.

Going bold with your
bedding is also one of the
most affordable ways to
change the look of a room,
said Suzy Cacic, an interior
designer who blogs at Bet-
terDecoratingBible.com.

“Bedding is an easy way
to dress up your bedroom
without having to stick to a
commitment like painting
your walls or purchasing
new statement furniture,”
she said. “Leaving your
walls neutral and playing
up your decorating with ac-
cessories such as your bed-
ding is an easy and com-
mitment-free way to bring
in some great style to your
space.”
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Here at 54 Lawn & Garden we offer a full service & paris department and we
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SELLING A HOME — Home organiza-
tion expert Marty Basher of Modular Clos-
ets offers her to-do list when residents are
preparing to sell their homes.

market.
She said it’s

important to do some serious spring clean-
ing when preparing to put a home on the

Editor’s note:  Marty
Basher is the home organi-
zation expert for Modular
Closets. Modular Closets
are high-quality and easy-
to-design closet systems

that can be ordered, as-
sembled and installed by
the homeowner in no time
at all. Using closet modules
(closet pieces that can be
mixed and matched to de-
sign a modular closet), ho-

meowners everywhere are
empowered to achieve the
true custom closet look —
for nearly 40 percent less
than standard custom clos-
ets. Visit the site at https://
www.modularclosets.com.
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Landscaping

« Landscape design

« Landscape
installation

« Retaining walls/
pavers NCMA certified

« Trim shrubs

« Ornamental mulch

« Shade landscaping

Lawn Care

« Weed control
- Lawn installation

« ph Correction
- Fertilization

« Lawn mowing
» Lawn aeration

Tree Services

« Tree pruning
« Tree and stump removal
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Z-FORCE® SX 54
ZERO-TURN RIDER WITH
STEERING WHEEL

e 24 HP* Cub Cadet-
certified Kawasaki® FR
series V-Twin OHV
engine

e 54" heavy-duty
fabricated deck delivers
the Cub Cadet Signature
Cut™

e Steering wheel control
and four-wheel steering

STARTING AT:

~ ALL-AROUND
STRENGTH

XT1™ ST54"
LAWN TRACTOR WITH
FABRICATED DECK

e 24 HP* Cub Cadet-
certified Kohler 7000
series V-Twin OHV
engine

e 54" heavy-duty
fabricated mowing deck
with limited lifetime
fabricated deck shell
warranty++

e Spring-assisted deck lift
lever with 12 available
positions

STARTING AT:

For FuLL PropucT specs € Caudel: visi cuscaper.com

103 N. Lindell St., Martin « 731-271-5262

Monday thru Friday 9am-5pm and Saturday 9am-12pm or until last customer is served
martinpowersportstn.com, like us on facebook

SC 300 HW
SELF-PROPELLED WALK-
BEHIND MOWER

* 159cc Cub Cadet®
performance-tuned OHV
engine

¢ Front wheel drive system
for more control

e High rear wheels to
maneuver with ease

e 21" Cub Cadet Signature
Cut™

STARTING AT:
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gross horsepower at 3600 RPM per SAE J1940 as rated by engine manufacturer. 11 As required by Kawasaki, horsepower tested in accordance with SAE J1995 and rated in accordance with
SAE J2723 and certified by SAE International. **See your local Cub Cadet Independent Dealer for warranty details. © 2018 Cub Cadet3PV_Q_ECOMMERCE






