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Redmond Top Listing Agent

Bea Leach-Hatler 
& Jeanette Brunot
PRINCIPAL BROKER & BROKER

541-788-2274  

541-771-1383

Sunriver Top Sales Agents

Bruce 
Barrett
BROKER

541-410-3484

Redmond Top Sales Agent

Scott 
Sagar
BROKER

541-604-3793

Bend Top Sales Agent

Annie Montgomery, Principal Broker 

Coldwell Banker Bain

“Your Oregon Resort Expert”

541.480.4301 • www.oregonresortexpert.com

Iconic Brasada Ranch Views
16593 SW Ranchview Rd. 3 bedrooms, 

3.5 baths. 3,317 sq. ft. 0.70 acres. 

Views of golf course, trestle, ranch, 

mountains, & ponds. Large covered 

Trex decks. Privacy setback from 

road. Knotty Alder millwork & doors, 

wide-plank hardwood floors, granite 

kitchen countertops, exposed beams, 

tiled bathrooms & showers, high-

efficiency furnace. Bonus room above 

oversized garage. Cedar siding. Listed 

for $1,550,000. MLS# 220121417

WINDERMERE CENTR AL OREGON

When it comes to navigating the complicated 

world of Real Estate and today’s market; why not 

go with your locally owned, Human connection? 

The Windermere family of brokers and staff  

have been collaborating with happy clients and 

community for over 45 years. Call or stop in to one 

of our Windermere offi  ces located throughout 

Central Oregon.

Bend
695 Mill View Way

541-388-0404
bend@windermere.com

Redmond
821 SW 6th Street

538 SW Highland Ave

541-923-HOME
wrdm@windermere.com

Sunriver
57100 Beaver Dr.

Bldg. 22 Ste 220

541-323-5888
sunriver@windermere.com

Madras
161 SE 5th St.

541-475-7001
wrdm@windermere.com

Of course worn out carpet or dull, tired 

hardwood floors should be replaced. 

Making the wrong remodeling choices, 

however, might put off some buyers 

who aren’t particularly fond of your style 

decisions.

MAXIMUM IMPACT

The experts say to put your remodeling 

money where you’ll get the most bang 

for your buck — typically bathrooms and 

kitchens or bringing the home up to par 

with the amenities offered by other homes 

on the market in your area. For example, 

if many of the homes with which you’re 

competing for buyers have granite in the 

kitchen, this might be a good upgrade to 

complete before you list. The same goes 

for stainless steel appliances. If you live in 

an area where buyers are likely to have the 

environment on their minds, perhaps some 

efficiency upgrades are in order. 

KEEP IT SIMPLE 

The key is to know your market and make 

sure you keep your projects as simple and 

neutral as possible to appeal to the largest 

number of buyers. Not every buyer is going 

to love the pink-tinged granite you chose 

for the countertops or the nautical navy-

blue-and-white-striped paint in the master 

bath.

Many Realtors and home stagers will 

suggest that homeowners remove as many 

of their own personal touches as possible 

from their homes before listing, in order to 

give potential new owners a blank canvas 

on which to imagine themselves in the 

home. So instead of using your remodeling 

budget to complete specific projects you’ve 

dreamed of, let potential buyers imagine 

their own style choices taking shape.

A PLEASING PALETTE

When you’re choosing palette and styles, 

think classic, simple and neutral. This will 

appeal to the largest number of buyers. 

According to Realtor.com, a Better Homes 

and Gardens survey of 400 homeowners 

found that while people love to see homes 

decorated with bold colors in magazines, 

they want their own space to be a little less 

splashy. Sixty-two percent favored a blue 

palette, while green was another favorite. 

Fifty-seven percent of homeowners said 

they preferred neutral-toned paint for 

interior walls.

THINK OF YOUR BUYERS

If you’re delaying putting your home on the 

market, ask yourself if the projects you’ve 

planned are neutral and commonly sought-

out upgrades with wide appeal. Otherwise, 

think again.

Remember, you won’t be the one soaking 

in that garden tub with the flashy marble 

surround. It would be a shame for all that 

work — and the expense — to go to waste 

on buyers who make a lower offer since 

they plan to rip it out and start again.

Keep your home’s future owners in the 

back of your mind when making design 

decisions. After all, you’ll be calling a 

new place home. Focus your efforts on 

matching your new home’s style to your 

tastes.

Smart Remodeling for Sellers

I
f you’re holding off on putting up the “for sale” sign 

until you finish all those repairs and updates, think 

carefully about how you use your remodeling dollars.
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