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Kitsap Meals N Deals 
Wednesday, May 2nd  

Cloverleaf Sports Bar & Grill 
in Bremerton 

6:00pm - 9:00pm 

Play Ca$hflow 
Wednesday, May 2nd 

Embassy Suites in Tukwila 
6:00pm - 9:00pm 

North Meals N Deals 
Saturday, May 5th 

Pancake Hause in Edmonds 
8:30am– 10:30am 

Commercial Meals N Deals 
Wednesday, May 9th 

Azteca Mexican Restaurant in 
Bellevue - Private Dining Room 

6:00pm - 9:00pm 

South Meals N Deals 
Monday, May 14th 

Poodle Dog Restaurant in Fife 
6:00pm - 9:00pm 

Main Meeting 
Thursday,  May  17th 

Residence Inn Marriott Bellevue 
6:00pm - 9:00pm 

Bellingham Meals N Deals 
Wednesday,  May 3rd 

SpringHill Suites by Marriott in 
Bellingham  

6:00pm - 9:00pm 

PRST STD 

US POSTAGE 

PAID 

SEATTLE, WA 

PERMIT #4776 

REAPS 
227 Bellevue Way NE #718 
Bellevue, WA 98004 UPCOMING 

EVENTS 

Join today at: www.REAPSweb.com 

JUNE 9, 2018 
Wealth Transformation Workshop 

with Mark Kohler  
REAPS Members $39  |  Guests $99 

It’s Time to Take Your Dream Back! 
Learn What Mark Consults Thousands 

of Clients about Every Year! 

For a lot of people, trying to bring the American Dream to-
gether can be extremely stressful! Financial stress can be one 
of the most challenging things to deal with in life. With the 

help of Mark’s Wealth Transformation Workshop, it doesn’t 
have to be! For the last 15 years, Mark has been helping cli-
ents around the country transform their wealth. His Six Step 
process includes Making Money, Saving Money, Debt Reduc-

tion, Investing Strategies, Asset Protection, and Estate & Dyn-
asty Planning. Learn what you need to do to bring your dream 
together!  
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MAY 2018 NEWSLETTER 

Tax & Legal Strategies Every Real Estate 
Investor Should Know Under the NEW 
Tax Reform with Mark J. Kohler 
MAY 17, 2018 | 6:00pm - 9:00pm

How iBuyers WILL Affect 
You 

Spring Cleaning Tips 
and Tidbits 

Pam Christensen 

Buying at Sheriff’s Sale 
– A Good Idea?

Doug Owens 

Volume 33 • Issue 15 

Jack Burns 
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 Where: Residence Inn by 
Marriott Bellevue 
- NEW LOCATION FOR 2018 

 When: Thursday, May 17, 2018 
 Doors Open: 6:00pm 
 Meeting Starts: 7:00pm 

IN THIS ISSUE: 

REAPS Members FREE  
GUESTS:  

$20 online, $25 at the door 

2 Main Meeting 
Details

3 President’s 
Message

4 How iBuyers WILL 
Affect You 

5 Finding Your Niche 

6 How to Get Your  
Investment Property 
Listing Ready 

7 Spring Cleaning Tips 
and Tidbits 

8 Why Purchase a 
Rental Property  
Before the end of the 
Year?  

9 Buying At Sheriff’s 
Sale – A Good Idea? 

10 

11 

REAPS Business 
Directory 

12 Upcoming Events 

#1. How the new 20% Pass-Thru Deduction affects Real Estate 
Investors 
- Phase Outs 
- Commissions versus development 
- Effect on S-Corp Strategy and Payroll 
- Which entity is best for tax savings 

#2. Meals and Entertainment in 2018 
- Which food expenses are deductible 
- Marketing versus entertainment  

#3. Why Rental Properties 
- 4 benefits to rental real estate 
- Real estate professional classification 
- How to deal with passive losses & gains 

#4. Asset Protection Options with Real Estate 
- The right balance of LLCs and rental properties 
- COPE entities & when to pull the trigger 
- How to avoid a lawsuit 

Mark J. Kohler, M.Pr.A., C.P.A., J.D., is a 
best-selling author; national speaker; 
radio show host; writer and video 
personality for Entrepreneur.com; real 
estate investor; senior partner in the 
law firm, Kyler, Kohler, Ostermiller & 
Sorensen, and the accounting firm of 
Kohler & Eyre, CPAs. Mark is a personal 
and small business tax and legal expert, 
who helps clients build and protect 
wealth through wealth management 
strategies, and business and tax 
remedies often overlooked in this 

challenging, ever-changing economic climate. His seminars have 
helped tens of thousands of individuals and small business 
owners navigate the maze of legal, regulatory and financial laws 
to greater success and wealth. 

Top 4 Tax and Legal Strategies 
Every Real Estate Investor Should 
Know under the NEW Tax Reform 

Guest Mark Kohler
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Inland Capital 

McKeon 
Financial 

ML Companies 
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To learn more, contact Travis Wandell at (425) 250-6118 and save 
 $350 on your first Veristone transaction. 

travisw@veristonecapital.com| www.veristonecapital.com  

Veristone offers a variety of lending programs designed to 
meet your real estate lending needs. 

Auction loans Bridge loans Fix & Flip loans 

Gallagher  
Real Estate Group   

Greg Gallagher 

(206) 498-9019 
greg@GallagherRealEstate.com 

www.GallagherRealEstate.com 
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President’s Message, 

Get out your calendar and SAVE THE DATE – May 17th. We 
are meeting one week earlier in May to accommodate the 
Memorial Holiday Weekend and one of our favorite 
speakers, Mark Kohler. He’s back! If there’s one person who 
can make a discussion about legal entities, taxes, maximum 
write-off’s and the IRS actually ENTERTAINING…it would 
be Mark. With all the new tax reform we thought it would 
be a good idea to have Mark come back and show us how 
we need to reorganize our businesses to take full advantage 

of the changes. 

Registration for our 6th annual REAPS Real Estate Investor EXPO on July 26 is well 
underway. If you are a business who wants to participate as a sponsor - you can get a 
registration form on our website!  Network with Real Estate Investors, Private Lenders, 
Entrepreneurs & Deal Makers…. 

Last year this event has drew over 400 attendees and this year will delivers value 
through: 

Informative Panel – Hear about trending topics from leading experts in the real estate 
industry right here in Puget Sound. Our participants are LOCAL and active in our 
market! 

Engaging Networking – Make valuable contacts and form lasting relationships all 
within a fun atmosphere. 

Our Event is FREE - An exciting evening of networking, industry insight, food and drink. 
You just need to be registered to attend for free!  Otherwise plan to pay $25 at the door. 

This year's EXPO will offer valuable education to real estate professionals from real 
estate pioneers. You won’t find this information anywhere else. This event will begin 
with a panel consisting of professionals from within the real estate industry that have 
active real estate investing businesses RIGHT HERE in Puget Sound. 

There will also be a Q&A where you will be able to ask the panelists any questions you 
might have on your personal deals or anything else you would like advice on. 

After learning from the panelists there will be a huge networking night. This will give 
you all opportunity to connect with the top real estate professionals in Seattle. Looking 
for potential leads and valuable new connections? This is the time and the place to do it! 

Space is limited so register today. 

~Katherine 

REAL ESTATE ASSOCIATION 
OF PUGET SOUND 

227 Bellevue Way NE #718 
Bellevue, WA 98004  

Phone & Fax: (425) 458-4797 
www.REAPSweb.com  

REAPS is a member of 
The National Real  
Estate Investor’s   

Association 

REAPS Leadership 

COMMERCIAL 
MEALS N DEALS 

Jeff Hamel 

SOUTH 
MEALS N DEALS 
Greg Gallagher 

NORTH 
MEALS N DEALS 
Gena Horiatis 

BLOG 
Mark Jovan 

AUDIO/VISUAL 
Kenneth Jones 

John Mize 
Lisa Mize 
Jon Selin 

LIBRARIAN 
Steve Kish 

MEMBERSHIP 
Wendy Ceccherelli 

MEMBER BENEFITS 
Steve Olds 

COORDINATORS 

KITSAP 
MEALS N DEALS 
Mike Sumsky 

BELLINGHAM 
MEALS N DEALS 

JOHN CAREY

LEGISLATIVE 
Doug Owens 

Sheila Lair 

Julai Baldwin 

Katherine Swanberg 

Tracy Minick 

Mark Schmale  

Mike Sumsky 

Dugald Allen 

Greg Gallagher 

Angelique Tinney 

BOARD OF DIRECTORS 

CHAIRMAN OF  
THE BOARD — 

PRESIDENT — 

VICE PRESIDENT — 

   SECRETARY — 

      TREASURER — 

Angelique Tinney 

Katherine Swanberg 

Tracy Minick 

Sheila Lair        

Julai Baldwin 

mailto:travisw@veristonecapital.com
http://www.veristonecapital.com/
mailto:greg@GallagherRealEstate.com
http://www.GallagherRealEstate.com
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How iBuyers WILL Affect You By Jack Burns

Palm Springs, CA, March 28, 2018 – The group discussion at 
the Inman event was thought provoking, but I felt all 
fidgety in my seat. Brad Inman had asked the group: “How 
can agents participate in the exploding iBuyer space?”  

In case you haven’t heard, iBuyers like Opendoor, who’s 
about to close yet another round for $200 million (bringing 
their raise to $1.2 billion in capital and debt) are expanding 
into new markets with their “instant offers.”  

Amy Bohutinsky, COO at Zillow chimed-in about their 
Instant Offers, saying how much they support and benefit 
their premier agents. She kept the ‘cat in the bag’ about 
their April 12, 2018 announcement: Zillow is now flipping 
houses themselves. Their iBuyer test in Orlando was 
apparently successful, where they passed the seller leads 
on to their “15 Wall Street Investors.” As it turned out, 
Zillow was working with Offerpad, another iBuyer 
behemoth, to receive their seller leads. Now with Zillow 
doing the actual buying, Offerpad loses that lead source. 
Reflecting on the somewhat stoic comment to Brad’s 
question from Jerry Coleman, CEO of Offerpad, it now 
seems a little more interesting. Did he know about Zillow’s 
plans a month before they announced it? 

Brad gave me a glance, but I kept quiet about our own 
plans. More on that in a minute. First, let’s contemplate 
how iBuyers will affect you, the flipper/investor, hard 
money lender, loan officer, agent, staging company, or any 
other provider of real estate related services. If you think 
inventory is hard to come by now, wait until a couple of 
deep-pocketed iBuyers land in your back yard to battle it 
out with massive ad budgets and a fine-tuned online 
message to homeowners. They’re offering the same thing 
investors have been doing forever…the promise of a quick 
and easy, hassle-free close. But how do you think your road 
signs, car wraps, direct mail, door-knocking, etc. will fare 
against their online offer platform and multi-million-dollar 
ad budgets? Oh, there’ll be opportunities for some (in a 
couple categories) to align with the giants. But if you miss 
out on that, you might want to consider a day job.  

At that leadership event, sitting there all fidgety, I felt like a 
tiny mouse near a pride of lions…thinking the big iBuyers 
might perk up and grab a snack if I drew attention to 
myself. I chose to let them lounge a little longer while we 
grew into something more troublesome than a mouse. 
We’re now about jackal size, having closed our first deal 
(with $0 advertising) and a potential threat to a few 
morsels of their kills. Wait until they realize we’re not just 
one jackal, but about 100,000 strong by the end of the year. 

Alright, enough ‘circling the wagons.’ I’m officially entering 
the iBuyer space with an ‘offer-bot.’ offerAI helps investors 
and agents discover inventory because unlike other 
iBuyers, we provide both agents and investors with the 
fruits of their marketing on our platform.  

Key differentiators: 
1. Our offer-bot makes offers without the user having to

talk to a human.
2. The offers are truly instant…5 minutes rather than in

24-48 hours.
3. We wholesale the contracts, allowing us to operate

without raising $1 billion.
4. We can be in all markets almost overnight because we

don’t need to be there.
5. Our distribution sources are the agents and investors

who benefit from the leads.

Here’s how it works: Potential sellers land on the site, enter 
an address and the bot starts asking questions. We use 
image comparisons to adjust the amount up or down and 
the homeowner gets a genuine offer in just a couple of 
minutes. If they accept the offer, our system automatically 
generates a Series LLC as the purchaser and provides the 
seller with a PSA to electronically sign. Then we have a 
human evaluate the deal and wholesale that LLC to an 
investor (like you). But let’s face it, the lion’s share of the 
sellers will be listing leads because most of the offers will 
be unacceptable. So agents (like you) can get all the listing 
leads, without even a referral fee! How do we do that? We 
allow agents (like you) to create their own unique URL, i.e. 
www.offerai.com/karenmelvin so all the listing leads from 
that URL will go to Karen (you). Now we’ve created an 
incentive for Karen to either promote her own iBuyer page 
or subscribe to one of our marketing packages and we’ll 
promote that page for her. Any agent or investor can use us 
as their own iBuyer platform! 

Now you can fight back against the iBuyer tsunami on the 
horizon by becoming one yourself! 

See why I was fidgety? 

Feel free to try out our offer-bot at offerAI.com. Patent 
Pending. Copyright © 2018 

jack@offerai.com 855-711-1555 
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People sometimes ask me whether it is 
advisable to buy real estate at a 
sheriff’s auction, and I always say “It 
depends.”   A sheriff’s sale happens 
when someone obtains a judgment 
against someone who owns property 
and the court orders that judgment be 
foreclosed and the property be sold to 
pay the judgment.  A foreclosure and 
sheriff’s sale wipe out the liens of any 
creditors whose liens are junior to the 
lien that is foreclosed.  So if there are 
senior liens the purchase may not 
make economic sense.  But if there are 
not senior liens, the first kind of risk 
in buying at a sheriff’s sale arises. 

That first risk is the risk of 
redemption.  At the sheriff’s sale the 
successful bidder has acquired the 
right to wait out the one-year 
redemption period before he or she 
can obtain a deed to the property. 
During the redemption period the 
judgment debtor has the legal right to 
redeem the property from the 
successful bidder by paying the 
amount that was paid at the auction 
plus any additional costs the 
successful bidder has incurred since 
then such as taxes.  In addition any 
junior lien holders whose liens were 
eliminated by the foreclosure can also 
redeem from the successful bidder in 
the same way.   

One way to counteract this risk in 
some cases is for the successful bidder 
to approach the judgment debtor and 
pay for a deed to the property and the 

assignment of the debtor’s 
redemption rights.  If the debtor has 
no reasonable hope of coming up with 
the money to redeem then he or she 
may be willing to enter into such a 
deal.  A successful bidder could also 
approach any junior lien holders and 
attempt to buy their redemption 
rights at some discount to the amount 
owed. 

Assuming that the successful bidder is 
prepared to wait out the redemption 
period or purchase the redemption 
rights, then the question of title 
insurance arises.  If the buyer at the 
sheriff’s sale intends to keep the 
property for a long term hold, then 
the title insurance risk becomes 
slightly less important than if the 
buyer intends to rehabilitate the 
property and sell it.  This is because 
from the title insurance company’s 
perspective, the sheriff’s sale does not 
provide the buyer with an insurable 
title interest and the company will 
generally not issue a policy of title 
insurance under such conditions. 
Since the successful buyer at the 
sheriff’s sale can only pass on to his or 
her buyer in turn the same title that 
he or she has obtained, it will not be 
possible for this ultimate buyer to 
obtain title insurance, either, and then 
the property will be practically 
unmarketable to a retail buyer. 

This problem is not necessarily fatal 
to the investor’s objectives as long as 
an immediate sale of the property that 

was bought at the sheriff’s sale is not 
an indispensable part of the investor’s 
exit strategy.  The title that the 
successful buyer at the sheriff’s sale 
will obtain once the statutory 
redemption period has elapsed is 
enough to give “color of title” to the 
buyer and thus if the buyer occupies 
the property and pays the property 
taxes for seven years, the title will 
mature into one that is insurable. 
From the title insurance company’s 
point of view, it is a situation of 
adverse possession by the successful 
bidder at the sheriff’s sale against 
anyone who would claim the property 
under a superior title.  Such a person 
could be one who was shown as an 
owner in the land records but who did 
not receive notice of the underlying 
judgment that resulted in the sheriff’s 
sale or the sale itself and could 
attempt to have that sale legally set 
aside by a court.  An insurance 
company will insure a title obtained 
through adverse possession once the 
applicable statutory period has 
elapsed and for an occupant under 
“color of title” such as a sheriff’s deed, 
who pays the property taxes that 
period is seven years.  So the answer 
to the original question is “it 
depends.”   

The foregoing is intended to be 
educational and is not to be 
considered legal advice. 

Buying At Sheriff’s Sale – A Good Idea? 
It Depends On Tolerance For Risk And Intended Use 

By Doug Owens
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Why Purchase a Rental Property 
Before the End of the Year? 

This may seem bold to hear from your CPA.  I’m not a 
realtor selling you real estate, but as a tax lawyer, I am 
actually trying to help you save taxes and build wealth at 
the same time. 

I consistently repeat and encourage my clients and students 
everywhere I go that working towards buying a rental 
EVERY year is critical to building a retirement and wealth. 
It’s a goal that is tangible, emotional, conceivable and 
realistic for most Americans. 

Now I realize a rental may not be for everyone, AND some 
of you have had a bad experience before with real estate. 
However, I would at least like to encourage you to consider 
it and get the process started.  Maybe you already have a 
deal in the works. 

A good rental property strategy will not only to build an 
incredible long-term and sometimes immediate tax strategy, 
it will inevitably build wealth for future retirement and 
should provide current cash flow benefits if you choose 
wisely. 

Here is a diagram of the 4 benefits to Rental Property I want 
to discuss briefly with you and suggest you consider this 
strategy seriously as part of your investment and tax 
planning strategy. 

The 4 Benefits to Rental Property 

• Appreciation • Mortgage Reduction

• Tax Benefits • Cash Flow

Appreciation.  This is rental property you are keeping at 
least 7-10 years.  This is not a fix and flip strategy.  The 
National Association of Realtors (“NAR”) has reported that 
real estate nationwide has averaged over 6.74% 
appreciation during the past 50 years. 

This rate of return out performs the S&P 500 and most Wall 
Street investments. Now I realize not all property in every 
market experiences this growth, but some actually do even 
better than the national average. Don’t discount 
appreciation. 

Mortgage Reduction.  This is often an overlooked benefit to 
rental property. Think about it. If you purchase wisely, the 
property should be at least be ‘breaking even’ in cash flow 
and thus the renter is paying the mortgage for you. 

The principle reduction in the mortgage instrument is an 
ongoing tax-free benefit along with appreciation as you 
hold the property.  This is a return you can calculate and 
count on over time with a typical mortgage.  Keep this in 

your spreadsheet as you calculate your total Return on 
Investment. 

Tax Benefits.  It’s no secret that rental properties lose 
money on paper.  With the power of deprecation, the fact 
you get to deduct the mortgage interest your renter is 
paying for you, and not to mention travel, property taxes, 
HOA fees, repairs, maintenance, home office, supplies, cell 
phone, etc… the tax benefits add up quickly!! 

Now of course, as I have discussed in a previous article, how 
you are ‘classified’ as a real estate investor is critical 
(Passive, Active or Professional).  More later on that….  

However, at the very least, you will be able to carry these 
losses forward indefinitely to write off against future 
property sales, if you aren’t able to deduct them 
immediately against your other income.  The tax benefits 
can be phenomenal. 

Cash Flow.  If the economic downturn and the drop in real 
estate values have taught us anything, it’s that we MUST 
analyze and purchase property based on cash-flow. Good 
rental property cash flows…bad property does not. 

It’s absolutely critical that we shoot to purchase cash flow 
property and mysteriously the other 3 benefits fall right 
into place.  It’s amazing!! Ironically cash flow also becomes 
a rate of return and a tax-free benefit due to the ability to 
maximize all of the expenses related to rental property. 

In summary, many a savvy investors realize they can 
experience tax-free cash flow and have double digit, if not, 
triple digit rates of return on their leveraged rental 
property. 

When it comes to the tax benefits coupled with quality 
investment strategies, it’s no surprise that the most wealthy 
and successful people in America hold rental property as a 
large part of their portfolios in one form another. 

To analyze your tax position in regards to rental property 
and how it would affect your tax return, please give us a 
call to schedule a consultation with one of our tax advisors. 

Mark J. Kohler is a CPA, Attorney, Radio 
Show host and author of the new book 
“The Tax and Legal Playbook- Game 
Changing Solutions For Your Small 
Business Questions”  and “What Your CPA 
Isn’t Telling You- Life Changing Tax 
Strategies”. He is also a partner at the law 

firm Kyler Kohler Ostermiller & Sorensen, LLP and the 
accounting firm K&E CPAs, LLP. For more information visit 
him at www.markjkohler.com. 
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Finding Your Niche by Gena Horiatis 
Finding your niche in the vast world of real estate 
investment can take time.  Be patient.  You are going to 
have to try on a lot of different hats to see which one suits 
you best.  My recommendation is to begin to wholesale in 
your backyard.  Your backyard is anyplace you can drive 
back and forth to in a weekend.  There are really good 
reasons for this.  There is no risk, and you get to see the 
operations firsthand.  Furthermore, it’s a good idea to do 
several of the same types of deal before you branch out. 
That way you really understand the strategy.  When you 
are ready to move on, you might select lease options, 
which are another great way to make money without 
using any of your own.    

One obvious way to pick your niche is to analyze what 
options are open to you.  Do you have cash?  This could be 
savings or funds from a HELOC, a traditional mortgage, 
private money, etc.  If the answer is yes, then you can 
branch out into flipping or holding properties.  If the 
answer is no, then you will stay with “no money” 
strategies until you’ve earned enough to allow other 
options.    

What’s your background?  All of our life experiences can 
be put to use in the field of real estate investment.  Do you 
have experience in the construction field?  If so, then you 
might have great value to another investor.  Perhaps you 
team up and manage flipping properties.  Is your 
expertise financial?  You will probably be great at 
explaining opportunities to potential private money 
investors.  Are you a stay-at-home mom like me?  Then 
you have superhuman powers and can do anything you 
set your mind to!  I joke, but seriously, don’t 
underestimate the value your past life experiences bring 
to the table.  

How much time and energy do you want to put into this? 
Are you a competitive, have-something-to-prove type of 
investor?   

Then you are going to scale tall mountains of real estate 
success.  You are driven and will always desire to 
accomplish more.   Are you more of a lifestyle investor? 
You want to earn enough to live the life you choose but 
still stop and have lunch with your kids or go away for the 

weekend.  One is not better than the other.  They are just 
different life choices.  This clarification is going to help 
define your niche.  Be honest with yourself.    

What will ultimately define your niche is when something 
strikes just the right chord in you and gets you excited. 
More than excited, you will be determined.  Confident and 
certain that you WILL.  Jim Rohn said, “How long should 
you try?  Until.”   How long does a baby try to walk?  Until. 
Not only will you try, you just will.  How long will you 
pursue success in your niche?  Until.   

For me, when I heard about establishing a remote power 
team, it just lit that proverbial light bulb above my head.  I 
left that event KNOWING I would establish a remote 
power team and own ten cash-flowing houses within the 
next twelve months.  Period.  No questions.  None of this 
“it’s too hard” business. I just did it UNTIL.  The next thing 
that got the fire in my belly burning was when I learned 
about private money.  I had never felt right asking for 
money.    

I learned from my mentors that I had an opportunity, in 
fact, an obligation, to help people earn more on their 
savings.  It became my mission.  This is my niche, buying 
properties in remote cities where the numbers make great 
sense, flipping or holding and doing it with private money. 
It gets me salivating just thinking about it.  Or maybe it’s 
the smell of the ham in the oven.  Either way, with 
patience you will discover your niche and attack.  Attack 
until.  You’ll feel giddy inside and help lots of people along 
the way.   

About the author: 

Gena Horiatis was a stay at home 
mom for a couple decades before 
discovering the brave new world of 
real estate investment. Her endeavors 
in real estate have created enough 

passive income to support her family. She has wholesaled, 
obtained rentals and lease options and flipped properties 
in five states. Gena has mentored thousands of new 
investors across North America and abroad for 6 years. 
Her online real estate investment education and book can 
be found at www.atimetoprofit.com. 
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With inventory low and the real estate market hot, 
buyers are eager for a quick sale in order to close on 
the home they want. I spoke with our listing team for 
some tips and tricks that they recommend to clients 
who are getting ready to list their investment 
properties and below are some of their ideas. 

EXTERIOR 

On first glance, finding a new home is all about curb 
appeal. Taking some time to enhance the exterior of 
the house is an important step to getting it ready for 
listing. This can even increase the number of showings 
the house has and the selling price. Below are a couple 
of ideas on how to spruce up your property’s exterior: 

 Keep the landscaping clean. Pick up any stray 
branches and twigs as well as prune any shrubs 
and trees that are overgrown. Clean up the mulch 
and ground cover and make sure it is free of 
weeds. 

 Mow the grass, clean out the garden and plant or 
place some fresh flowers to keep the home feeling 
fresh from the exterior. 

 If you haven’t done so already during your 
remodel, paint the exterior of the home or touch 
up as needed..  

 Sweep the sidewalks, walkways and clean up the 
sides of the house. If you need to, get a power 
washer to hose down the sidewalk, driveway, and 
exterior of the home.  

 Paint the front door. This is the first thing that will 
greet potential buyers before they walk inside the 
home and can make a lasting impression on the 
style of the home.  

INTERIOR 

The interior of the home is the next opportunity you 
have to wow potential buyers. Sprucing up and adding 
some extra touches to the interior will help get the 
home ready for listing and help potential buyers 
envision themselves living there.   

 Freshen up the walls with a new coat of paint, 
adding a neutral color will help pull the room 
together. 

 Once your renovations are complete, make sure 
the home is cleaned up and free of any residual 
dirt or dust. 

 Remove any smudges or marks on the walls or 
trim that might have occurred during the work. 

 Invest in a staging consultant to dress up empty 
rooms so that potential buyers can see what the 
home could look like after they move in.  

 Small details can make a huge difference – adding 
items such as fresh flowers or turning on lamps 
before a showing will make the home feel more 
welcoming and inviting to a prospective buyer. 

We can help with this process by walking through your 
investment property with you and helping you along 
the way. When you work with Heaton Dainard on your 
investment property, you will have a dedicated point 
of contact through every step of the transaction. Our 
team of brokers can help find the perfect buyer to 
reach your goals and maximize your investment. If 
you are looking to learn more about the investment 
process, we offer a free Investor 101 Class where we 
walk you through real deals and provide expert insight 
and “how to” for investing in flip and cash flow 
properties.  Visit our website for more information and 
to sign up. 

About the Author 

James Dainard is Co-Founder and Managing Principal at Heaton 
Dainard.  James has been a full time real estate entrepreneur since 
2004 and has been involved in over 3,000 real estate transactions. 
In addition to managing Heaton Dainard Real Estate, James is also 
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Funny, I pulled up the article that I wrote last year for our 
May news letter and we had the same depressing rainy and 
gray weather!  But this year our April was even wetter, 
windier and grayer!  We have had a couple of 70 degree 
days to give us hope that there really is sun in the Pacific 
Northwest, and so it’s time to get started on creating curb 
appeal that sells.  So, put your rain slicker and rubber boots 
on and head into the yard so when the sun shines you’ll 
have some beauty to enjoy, and your buyers will be 
delighted with spring color when they walk up the side walk 
to view your home. 

The first thing to do is to just clean up any debris and all 
dead foliage in the yard.  While your raking up those soggy 
leaves you will probably discover a lot of green shoots 
starting to poke their heads through the mulch.  If you didn’t 
see the flower beds last year, it will be hard to know what 
exactly those green fronds are going to grow into, so it’s 
probably best (and easiest) to pull everything and start from 
scratch.  In the spring with the wet soil, it’s easy to have a 
landscaper come in and turn the soil, pulling any weeds or 
new growth.  Then simply re-mulch the beds with a dark 
brown mulch, add a spattering of spring blooming plants 
that are known to keep blooming through early summer. 
Martha Washington geraniums are great, pansies will 
bloom into fall and many times will live through the winter. 
Primroses are good cool weather bloomers and are fairly 
hearty.   

If your lawn is in good shape and you won’t be driving 
across it or dumping heavy construction garbage on the 
lawn during your rehab, you can heavily reseed during the 
spring and have a good chance of having a lush lawn in time 
for listing.  Make sure and choose a seed that is appropriate 
for the soil type, amount of sun and drainage for the yard. 
Your landscaper can advise you or you can discuss your 
yard with any of the local nursery’s.  Most have experts on 
site who will be more than happy to answer your questions. 

On to pruning.  Spring may not be the best time to prune 
especially if you have heavily budded rhododendrons or 
hydrangeas.  While I follow the adage that if you can’t see it 
you can’t sell it, pruning a rhody before it blooms can 
interrupt the bloom cycle and prevent you from having a 
shrub covered in beautiful flowers that will create amazing 

curb appeal.  The best rule of thumb is to prune early 
bloomers after the bloom cycle. Later bloomers such as 
roses, lavender and butterfly bushes can be pruned in late 
winter or early spring without a risk of losing late spring or 
summer flowers.  Most trees and non-flowering shrubs can 
be pruned any time, and welcome a spring haircut.  Dead 
branches and foliage can be pruned any time.   

If you have a large front porch adding a few large pots filled 
with blooming annuals and even a couple of bright 
Adirondack chairs will make your entry pop and wow your 
buyers from the street.  Make sure you add a new welcome 
mat that says “Welcome” and that your front door is freshly 
painted or looks new.  If you aren’t sure about the best color 
to paint your front door check out last month’s article about 
front door colors.   

I have really focused on the front yard in this article as it’s 
the most important for the first impression of your home, 
but don’t forget about the side and back yards.  If your home 
has a fence it should be in good repair and it might be worth 
your time to add a fresh stain or coat of paint if the fence is 
tired.  Decks should be pressure washed and mildew free, 
and it doesn’t hurt to add pots with fresh blooming annuals 
on back decks as well.  

I hope this helps to give you some guidance and ideas for 
one of the most important finishing touches for your home. 
As always if you have questions you can email me at 
pam@stagingforcharisma.com, or just post a question on 
our Facebook page and either I, or one of my designers will 
be happy to help.  I’d love to hear from you!  Please visit my 
Facebook page at  www.facebook.com/stagingforcharisma  

Pam 
Pam Christensen specializes in working with investors to 
help them maximize their return on investment by 
providing high quality staging that get results! 
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