
show up as 2-bedroom houses. And I have 
seen 2 bedroom homes show up as 5 bed-
room homes. The point is that the informa-
tion is just not as accurate as it needs to be.

Buyer beware. Get off  the internet and get 
looking at the homes that may be right for 
you. Seller beware, never trust an online 
valuation of  your home…ever!

The only accurate method for determining 
the correct assessment of  a home you’re 
either buying or selling is to have me fi  nd 
the information for you and for me to do 
a number of  different analysis for you. I 
would do a property analysis, a neighbor-
hood analysis and most important I would 
do this in person, live and only after I had 
viewed your home you were selling or ana-
lyzed the home you wanted to buy. I know 
how to fi  nd all the right numbers—from 
square footage to recent sales to neigh-
borhood fl  uctuations and zoning issues. 
These are the important and critical factors 
in determining true value. Factors that no 
internet site could ever provide.

Don’t bet your buying and selling future on 
a website that pulls numbers from the sky. 
Be smart and allow a true professional to 
help you determine the correct value for 
your home.

Any questions? Give me a call at (360) 692-
6102. I’m very familiar with your neighbor-
hood and will be happy to talk to you about 
selling prices there. You may be surprised 
to fi  nd out what similar homes to yours are 
actually selling for—and how quickly.

Business: 360-692-6102 
Seattle:  206-282-5340 
Cell:  360-620-2690 
mollyells@windermere.com
www.mollyells.com

Associate Broker  
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R
emodel.

Ugh. It’s a nasty word, 
isn’t it? Makes you 

think of  work, stress, and pain. Finding a 
contractor, hiring a contractor, dealing with 
problems along the way…it’s enough to 
make you say, “The heck with it! Let’s just 
sell without doing a remodel.”

Not so fast.

While remodeling can be a major produc-
tion, it doesn’t have to be, especially when 
you consider how much monetary value you 
add to your home. You may be amazed at 
how much money a remodel can put in your 
bank account.

A recent survey found that 95% of  all 
remodeling jobs in the United States are for 
the enjoyment of  the persons living in the 
home, and are usually large jobs. A more 
modern kitchen. A bigger bathroom. An ad-
ditional bedroom. A closed-off  garage.

It’s true that these can be big jobs. The 
national average for a new bathroom is 
$10,500. The average return is $11,000. So, 
you get your money back plus $500. Not 
very much, right? For a kitchen makeover, 
it’s $43,000.  Average return is $40,000.

But here’s what’s missing from the survey: 
Light remodels—jobs that are simple do-it-
yourself  projects—can add almost the same 
value to the sales price of  your home—for 
up to 80% less of  the cost of  a full remodel.

Doing a light remodel with materials from 
your local home center can utterly change 
the look of  a room—but can add almost the 
same value to your home as a full job. Sellers 
are constantly shocked and amazed at how a 
little work goes such a long way in terms of  
creating value.

Why? Because people are more visual than 
ever. With the power of  the Internet, now 
anyone can visit a home for sale without 
getting in their car. And what they want is a 
impressive visual look—even if  it’s not a full 
remodel.

For example, instead of  putting in new cabi-
nets, why not reface your old ones? How 
about new covering for your old counter-
top? Add a backsplash here or there. Get 
some new appliances.

Plus there are more websites, books, DVD’s, 
and home centers than ever before that can 
help you with “do-ityourself ” projects. With 
so much information out there, it’s easy to 
avoid the headache of  fi  nding and hiring a 
contractor.

Before you sell your home, take a look at 
some of  the simple steps you can take to 
boost its appearance. You may be surprised 
to fi  nd out how much money you will 
receive in return for updating just one or 
two areas— without spending a lot in the fi  
rst place.


