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ACITIVE RESIDENTIAL & COMMERCIAL LISTINGS

TO BE MOVED

40166 224th St
Woonsocket

4BR, 1BA, 1,395 Sq Ft

NEW LISTING

655 I3th Street Sw

3BR1BA 1,541 Sq Ft

$34,999

MLS #20-308

$98,900

MLS #21-99

NEW LISTING

445 20th Street SW

3 BR, 2 BA, 1,760 Sq Ft

$219,900

MLS #21-98

19426 W Lake Loop

3 BR, 2 BA, 1,827 Sq. Ft.,
Dock & Pontoon Included

$425,000

MLS #20-311

1306 Riverview Dr

4 BR, 3 BA, 3,656 Sq. Ft., Custom Built With
Triple Attached Garage

$455,000

MLS #20-292

370 Market Street E

' ;:h

»

46 Units, Built In 1978, All Full

$250,000

MLS #21-71

We
Have
Buyers

We
Need
Your

Listing!

20031 398th Ave

3 BR, 4 BA, 89.6 Acres, 3,360 Sq. Ft.,
30’X64’ Spray Foam Shop, Geothermal
Heat In House And Garage

$1,100,000

MLS #21-63

THAT'S
WHO
WE

REALTOR

255 2nd Street SW

6 - One Bedroom, 4 - Two Bedroom, 5 Storage Units

$489,000

MLS #21-43

CONNECTION e
MLSD og;%gg%!rﬂty [i

www.realestatehuron.com

&

Reg Kleinsasser
Broker/Owner

3502223

Gary Goeller
Broker Associate

350-8200

B

Tony Haarstad Laura Kleinsasser
Broker Associate Office Manager

354-6382

Residential « Farm/Ranch/Land ¢ Commericial
1560 Dakota Ave S ¢ Huron, SD 57350
605-352-1300 ¢ 877-552-1300
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New home sales surged 20.7%
in March to 1.02 million

WASHINGTON (AP)
— Sales of new homes
surged 20.7% in March
to the highest level since
2006, rebounding from a
sharp decline the previ-
ous month when severe
winter storms wreaked
havoc in many parts of
the country.

Sales climbed to a sea-
sonally adjusted annual
rate of 1.02 million last
month after a 16.2% tum-
ble in February, the Com-
merce Department re-
ported Friday. It was the
fastest pace for new home
sales since the housing
boom of the mid-2000s
when sales reached 1.04
million units in August
2006.

The median sales price
of a new home sold in
March was $330,800, up
only 0.8% from the medi-

an sales price a year ago.
The big jump in new
home sales stands in
contrast to sales of ex-
isting homes, which fell
for a second consecu-
tive month in March, a
drop that was blamed on
a lack of supply which
has pushed exiting home
prices to new highs.
Housing has been one
of the bright spots over
the past year as the coun-
try was hit by a global
pandemic which resulted
in the loss of millions of
jobs and prompted Con-
gress to approve a series
of relief measures totaling
more than $5 trillion.
Analysts believe that
the housing industry will
have another good year in
2021, supported by ultra-

SALES / Page 4

5 factors to consider
when buying a home

Home ownership is
a dream for many
people. In fact, buying a
home is considered by many
people to be a major life ac-
complishment.

Various factors deter-
mine what makes a home
an attractive place to live.
While some considerations
may overlap, others may be
unique to individual buyers.
Those new to the real estate
arena may want to consider
the following factors as they
search for a new place to call
home.

1: Property taxes

Property taxes can great-
ly affect the overall cost of
living in a particular home.
The real estate company
RedFin says property taxes
are generally levied by each
county and often include
taxes paid to schools, utility
companies and municipal
governments. Property tax-
es will usually be factored
into a monthly mortgage
payment, and how high (or
low) taxes are can turn an
affordable mortgage pay-
ment into something that
can break a budget. When

calculating payments, be
sure to include property
taxes in your estimates.
2: Job security/availability

The financial resource
Fortune Builder says to con-
sider yourjob security before
taking the home ownership
plunge. Before committing
to an investment as substan-
tial as a home, ensure that
you are secure in your job.
Similarly, if you are relocat-
ing for job prospects, verify
that the new location has a
thriving job market.
3: Local schools

For potential homeown-
ers with children or those
planning on becoming par-
ents, area schools should
merit significant consider-
ation. Research school rank-
ings and reviews, but know
that rankings can change.
American Family Insurance
Company says to also look
at the school budget history
of towns you’re considering
to see if residents prioritize
funding for education. This
can be a measure of how
important education is in a

BUYING / Page 4
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3 factors to consider when
choosing a mortgage lender

home is the most significant purchase many people

will ever make. Perhaps because of that, many buy-
ers, particularly those purchasing a home for the first time,
are understandably nervous about the home-buying pro-
cess. The decision regarding which home to buy warrants
ample consideration, but so, too, does the buyers’ choice of
lender.

Mortgage lenders can be found all over the internet, and
the sheer volume of lender options can make it hard for
home buyers to find the right fit for them. Couple that with
lending-related terminology that many first-time buyers
may be unfamiliar with, and it’s easy to see why prospec-
tive homeowners can feel overwhelmed about the process
of borrowing money to buy their homes.

When looking for a mortgage lender, prospective home-
owners should never forget that the choice of lender is, in
most cases, entirely theirs to make. When making that deci-
sion, a host of variables should be considered. The follow-
ing are three such factors that, upon ample consideration,
may help buyers rest easy knowing they did their due dili-
gence when looking for lenders.

1. Reputation/recommendation

Just like other businesses, lenders have reputations, and
oftentimes those reputations can be determined via some
simple online research. Peruse online reviews to determine
what past buyers felt about a given lender. If possible, ask
friends, family or colleagues who they worked with to se-
cure a mortgage.

2. Fees

Fees vary from lender to lender. Fees should not be mis-
taken for interest rates, which change daily and are typically
dictated by the financial industry and prospective buyers’
credit history and financial standing. When speaking with

LENDER/ Page 5

SALES:

low mortgage rates, but they expect the growth will
moderate somewhat as home builders struggle with
such problems as a surge in lumber prices, a shortage
of construction workers and a lack of available build-
ing lots. The inventory of unsold new homes stood at
307,000 in March, unchanged from February, but down
7% from a year ago.

“Inventories remain tight and while that should be a
positive for home building activity, a lack of availabil-
ity will likely remain a headwind for sales in the near
term,” Rubeela Farooqi, chief U.S. economist at High
Frequency Economics, said in a research note.

BUYING:

given community.
4: Commute times

Home ownership involves both lifestyle and finan-
cial decisions. Calculate the time it will take to travel
to and from work when considering a certain town
or neighborhood. Find out if there is mass transit and
what options are available for off-hour travel needs.
5: Lifestyle options

Quality nightlife, arts and history, community
events, proximity to cultural centers or cities, and other
factors are at play in choosing a home. Make sure your
new community allows you to still enjoy the things
you're passionate about.

From Page 3
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Residential * Commercial

SALES ¢ SERVICE ¢ INSTALLATIONS

Curt Kempf/Owner
(605) 352-5316

111 Dakota Ave. N ¢ Huron
352-5316




PLAINSMAN 2021 Spring Real Estate Guide — Page 5

LENDER:

From Page 4

potential lenders, ask for a rundown of
their fees, and the services those fees
include, and closing cost estimates in
writing, then compare and contrast
fees and costs of various lenders before
making a final decision. Some lenders
may charge considerably more in fees
than others, so buyers should put in the
effort necessary to comparison shop.

3. Personal interaction

Buyers, especially those who have
never before purchased a home, will
likely have lots of questions. This is
where personal interaction with a pro-
spective lender should be noted. Secur-
ing financing for a home purchase can
sometimes seem like an impersonal
process, but it doesn’t have to be, and
many lenders are happy to answer
buyers’ questions. Lenders who an-
swer questions quickly and clearly can
make buyers more comfortable about
the home buying process. Buyers may
want to avoid lenders who seem eva-
sive or unwilling to answer questions
in writing.

Steve
Sprecher

Taunya
Martin

Broker Associate BrokerfAuctioneer

(605) 350-2771 (B05) 350-2157

In this February
2021 file photo, a
new home is for
sale in Madison,
Ga. Mortgage
rates fell for the
third straight
week, dipping
below 3% for the
first time in two
months.

AP FILE PHOTO

US average mortgage rates under
3% for first time since Feb.

McLEAN, Va. (AP) — Mortgage
rates fell for the third straight week,
dipping below 3% for the first time
in two months.

Mortgage buyer Freddie Mac
reported Thursday that the bench-
mark 30-year home-loan rate de-
clined to 2.97% this week from
3.04% last week. At this time last
year, the long-term rate was 3.33%.

The rate for a 15-year loan, pop-
ular among those looking to refi-

Laurie
Uttecht Smith

Broker/Owner Broker Associate
(605) 350-2553 (605) 350-70B1

Angie

nance, dipped to 2.29% from 2.35%
the week before.

Experts have expected home-
loan rates to increase modestly in
the short term, while remaining at
low levels in light of the Federal Re-
serve’s goal of keeping its principal
borrowing rate near zero until the
economy recovers from the pan-
demic.

RATES / Page 7
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Dwight Molly
Wullweber Shelton

Broker Associate Broker Associate
(605) 364-2862 (605) 354-T641
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Keith Shawn Harvey
Montgomery Broker/Owner Broker/Owner
Founder GRI, CRS, ABR, AHWD ABR
354-1052 354-3987

Johnny Roache  Mary Neugebauer Janet Gross Brittney Neuharth

Broker Associate Broker Associate Broker Associate Broker Associate
350-2324 352-3644 461-9441 354-1048

501 S 1st Ave, Woonsocket 113 W Main St, Letcher 1375 Ohio Ave SW

3 : R e
This newer 2 Bedroom/2 Bath Very nice and well kept 4-plex with ALL BRICK Executive Home!
home features large living spaces, off street parking and plugins. The stately exterior is only part of the
new water heater, and a Two garden apartments on lower charm of this home which is meant
FANTASTIC GARAGE! level and two above. for entertaining.

$122,600 $87,000 $225,900

334 McClellan Dr

This home has been RENOVATED Here is just the home you've been
from top to bottom! Located in a waiting for! Two bedrooms,
highly desirable neighborhood, 1+ bathrooms, large living and

this home has many features. dining area and so much more!

$150,000 $79,900

— View everything from your home! ‘%

OFFERING THE LATEST
3-D VIRTUAL TOUR TECHNOLOGY!

1544 Dakota Ave S * Huron, SD
605-352-3332
www.Montgomery-RE.com




Simple, inexpensive stagmg strategles

taging has long

been part of sell-

ing a home, and for good
reason. When selling a
home, it makes sense
for sellers to make their
homes as appealing as
possible, even if a recent
study indicates that stag-
ing may not compel buy-
ers to offer more money.
Researchers at Old
Dominion  University
and Johns Hopkins Uni-
versity found that stag-
ing did not have a signif-
icant effect on the actual
revealed market value "
of a property HOWGVQI’ An |nv|t|ng,

interpret that as a reason

to skip staging. In fact, the study’s authors note that stag-
ing gave buyers more favorable impressions of a property,
which might accelerate the selling process.

Staging a home need not be difficult. In fact, homeown-
ers can employ several simple and inexpensive staging
strategies to entice buyers to make offers on their homes.

* Clear out the clutter, especially in bathrooms and

ARTON’S

heating & cooling

SALES&SERVICE
235 Third St SW « Huron, SD

605-352-6207

« Boilers
e Plumbing

« Heating
e Air Conditioning

BARION'S

Heating & Coaling

=

S ——

Rhée-:;n & Heil Fﬁrnaces and Air Conditioners

clutter-free foyer or
homeowners should not g j impression on prospective home buyers.

closets. Clear out the
clutter in each room in
the house before host-
ing an open house. Note
that it's not just bed-
rooms and living rooms
that should be made to
look open, spacious and
clutter-free. A luxurious,
hotel-quality bathroom
that’s open and airy can
impress buyers, as can
organized closets that
are not jam packed with
clothing, shoes and oth-
er wardrobe items that
have a tendency to take
over closets the longer
someone lives in a home.

e Let the sun shine in.
A home that’s bright and
airy tends to appear more spacious and livable than one in
which the windows and blinds are closed. Before hosting
an open house, open the blinds and crack some windows
if the weather permits.

e Start right inside the front door. A welcoming, clutter-
free foyer or primary entryway makes a strong first im-
pression, immediately giving buyers an idea of what it
will be like to welcome their own friends and family into a
home should they buy it. If you hang your coats on a coat
rack in a foyer or entryway that does not have a closet,
remove the coat rack before hosting an open house. Coat
racks can make the space feel cramped. If there’s room,
place a small table and bench just inside the door.

* Take care of the yard. You only get one chance to make
a first impression, and the first thing buyers will see when
they pull up outside your house is the exterior of your
home. Landscaping is important, and a well-maintained

1iﬂlillll"

mluﬂ

ryway can make a strong

STAGING / Page 8

RATES: From Page 5

Even with historically low rates, buyers are having a hard
time snatching up homes because there are so few for sale.

Another report Thursday from the National Association
of Realtors showed that sales of existing home sales fell for
the second straight month in March because there are so
few on the market. The coronavirus pandemic has fueled
demand for single-family homes as people look for more
space.

P On the bright side, the Labor Department reported Thurs-
day that the number of Americans applying for unemploy-
ment aid fell last week to 547,000, the lowest point since the
pandemic struck and an encouraging sign that layoffs are
slowing on the strength of an improving job market.
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Differences between real estate agents and brokers

Real estate transactions often
involve significant amounts
of money. As a result, it's common
for both buyers and sellers to enlist
the services of a host of professionals
with real estate experience.

Both buyers and sellers may work
with real estate agents and / or real es-
tate brokers en route to buying or sell-
ing their homes. Agents and brokers
are not one and the same, and there
are some important distinctions be-
tween the two.

Real estate agent

According to Realtor.com, real es-
tate agents are professionally licensed
individuals who can help both buy-
ers and sellers. Agents also may help
property owners rent their homes.
The amount of training real estate
agents need to earn their licenses
varies by state. Once individuals fin-
ish their required training, they must
take a written exam that tests their
knowledge of federal real estate laws
and general principles as well as the
laws specific to the state in which they
want to become licensed. Only after

passing this exam do individuals be-
come recognized real estate agents.
Investopedia notes that achieving
agent status is the starting point for
most real estate professionals.

Real estate broker

Real estate brokers are those pro-
fessionals who have continued their
education past the agent level and

STAGING:

yard suggests to buyers that owners have taken pride in

sure the grass is freshly cut, shrubs and trees have been

From Page 7

obtained a broker’s license. Each state
has its own requirements in regard
to becoming a licensed broker, but
education and examinations are nec-
essary regardless of where a person
lives.

Realtor.com notes that the extra
coursework to earn a broker’s license
focuses on various topics, including
ethics, contracts, taxes, and insurance.
Agents may learn about these topics
as well, but coursework for prospec-
tive brokers goes into more depth
than it does at the agent level.

Brokers also will study and learn
about legal issues in regard to real
estate. The legal issues brokers may
learn about include brokerage op-
erations, real estate investments, con-
struction, and property management.
Requirements vary, but Realtor.com
notes that brokers often must work as
licensed real estate agents for no less
than three years before they can earn
their broker’s license.

There is more than one type of real
estate broker. Principal/designated

DIFFERENCE / Page 10

PDiscover...

the joy of a new

their homes, and that may extend inside the home. Make = .
y /;\ family bome!

trimmed, bald spots in the lawn have been addressed, and
exterior living spaces have been cleaned and cleared of

clutter.

Staging a home sounds complicated. But there are vari-
ous simple and inexpensive ways to make a home more

attractive to prospective buyers.

Serving Huron & All Of South Dakota

”fmm e,

Electrical Contracting

Electrical Service Service

* Residential Wiring

* Commercial/Industrial Wiring
* Free Estimates & Voice/Data

Residential * Farm ¢ Commercial

(605) 352-8579 ater hours (605) 352-8590

307 Dakota N. ¢ Huron

* 352-8579
¢ 24-Hour Emergency

FEDEBAL
CREDIT UNTON
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Residential Lots For Sale

et

GREATER HURON

DEVELOPMENT CORFORATION

1705 Dakota Ave S

Huron, SD 57350
Ph 605-352-0363
www.huronsd.com
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How to save up for
your first home

Home ownership is a dream for people across the
globe. Many people save for years before buying
their first homes, squirreling away every dollar they can
with the hopes they can one day become homeowners.

But thanks to factors beyond their control, even the most
devoted savers can sometimes feel like their dream of home
ownership may never come true. According to the Pew
Research Center, American workers’ paychecks are larger
than they were 40 years ago, but their purchasing power is
essentially the same. Things aren’t much different in Cana-
da, where analysis from Statistics Canada and the Bank of
Canada has shown that, since 2015, wage growth in Canada
has been weaker than in the United States.

Various challenges can make it difficult to buy a home.
However, some simple strategies can help prospective
home buyers build their savings as they move closer to the
day when they can call themselves “homeowners.”

* Determine where your money is going. If you're
finding it hard to grow your savings, audit your monthly
expenses to determine where your money is going. Using
exclusively debit or credit cards can simplify this process,
as all you need to do is log into your accounts and see how
your money was spent over a given period. If you routinely

SAVE / Page 11

DIFFERENCE: From Page 8

brokers oversee all agents at a given firm and ensure the
agents act in compliance with all real estate laws. Managing
brokers tend to focus on the hiring and training of agents.
Associate brokers have their broker’s license but work di-
rectly under a managing broker.

Real estate agents and brokers can help buyers, sellers
and investors successfully navigate real estate transactions,
and each can serve their clients in different ways.

Homebuying with an agent in 2021

(BPT) — In 2020, home sales reached their highest
point in 14 years. In the process, the number of con-
sumers who did internet research about a home pur-
chase reached an all-time high of 97%. So why do 9 in
10 people still choose to work with a real estate agent
to buy a home?

“Buying a house is the largest and most important
financial decision most people make in a lifetime, and
there’s a lot more to it than what you see online,” said
Charlie Oppler, president of the National Association
of Realtors®. “You can look up symptoms on the in-
ternet, but you need a doctor to diagnose and treat the
condition, much like Realtors® offer expert guidance
to their clients on the complex financial, legal and
community aspects of purchasing a home.”

Here are a few ways real estate agents help you
bridge the gap from what you see online to being
handed the keys to your dream home.

1. Access all the home choices available to you, not
just what you see online. Maybe the home you saw
online ends up being the one. Or maybe that’s just a
starting point and you can find a better match for the
style or number of rooms or location you want. Real-
tors® have access to a complete database of all homes
for sale, created via cooperation among all brokers
within the market. Based on your must-haves and
wish list, a Realtor® is going to give you more choices
and price options.

AGENT / Page 11

Carpet Center

www.carpetcentersd.com
Providing the Huron Area with the finest

quality, selection, and service since 1972.

e Carpet
% * Area Rugs

* Vinyl Floors
* Wood Floors
 Ceramic Tile
* Laminates

i

. L(;cated in Downtown Huron e

ol (enilon

238 Third St. SW - Huron - 352-5184 - 1-800-705-5184
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SAVE: From Page 10

use cash to pay for items, even just to buy cof-
fee on the way to work, keep a notepad handy
so you can jot down each expense. Do this for a
month and then examine how you spent your
money. Chances are you will see various ways to
save, and you can then redirect that money into
your savings account.

* Become a more savvy grocery shopper. An-
other great way to save more money is to alter
something you already do each month: grocery
shopping. If you haven’t already, sign up for dis-
count clubs at your local grocer. This is a large-
ly effortless way for shoppers, especially those
buying food for families, to save considerable
amounts of money. Shopping sales at competing
grocery stores also can save money.

* Dine in more often. The U.S. Department
of Agriculture says that Americans spend, on av-
erage, 6 percent of their household budgets on
food. However, the USDA also notes that Ameri-
cans spend 5 percent of their disposable income
on dining out. If these figures mirror your spend-
ing habits, you can nearly cut your food spending
in half by dining out less frequently. That might
be a sacrifice for foodies, but it can get you that
much closer to buying your own home.

Saving enough money to purchase your first
home is a worthy effort that can be made easier
by employing a few budget-friendly strategies.

AGENT: From Page 10

2. Employ technology to make the home buying process more
convenient than ever before. While purchasing a home is tradi-
tionally done face-to-face, real estate agents have quickly adopted
new technologies to make the process easier. Not only can real
estate agents take you on virtual tours of homes as much as on the
other side of the country, but they also can use digital e-signature
services and remote notarization tools to make it possible to com-
plete the transaction online for increased convenience and safety.

3. Leave all of the hard work in the hands of an expert. Buying a
home is basically a full-time job — it's what real estate agents do.
Real estate agents manage many essential components, including:
researching homes and neighborhoods; scheduling home tours
and inspections; preparing strategies to beat the competition;
coordinating with appraisers and attorneys; and much more. Be-
yond finding a home, the top thing buyers want most from their
real estate agent is someone who can help them negotiate the
terms of sale and help with price negotiations.

4. Manage the financial and legal aspects of the transaction -
including negotiating the best price. People get help with taxes,
school financing and many other money-related matters. Of course
you should seek help with one of the biggest purchases you'll ever
make. A real estate agent levels the playing field of knowledge to
buy a home. Real estate agents help navigate complex paperwork,
coordinate with lenders, provide information on mortgage rates,
manage attorney reviews, handle closings and advise on regula-
tions. They also serve as your professional negotiator by ensuring
you get the best price and terms.

For more tips to help guide you through the home buying pro-
cess, visit homeownershipmatters.realtor.

PHELAN STAHL, GRI
Broker Associate

(605)350-5329 CELLULAR
phelanstahl@hur.midco.net
www.coldwellbanker.com
1640 DAKOTA AVENUE .

HURON, SD 57350

705 15th St SE
$380,000 « 3 BD 3 BA

1738 Utah Ave SE
$229,000 « 3 BD 2 BA

1305 lllinois Ave SW
$182,900  3BD 3 BA

908 Dakota Ave S
$95,000

An Independently Owned and Operated Member
of Coldwell Banker Real Estate Corporation

Scan Here to
See My Listings:

141 Ordway Ave SW
$83,000 « 2BD1BA

Kotas Country
Estates ¢ Lot 10

$19,200  3.84 acres

457 10th St SE
$62,000 « 2BD1BA

4 Montana Ave Sw

$49,500
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Amy Fullerton Crystal Hofer James Salinas Tom Myers
Mortgage Mortgage Mortgage Mortgage
Loan Officer Loan Officer Loan Officer Loan Officer

Dakotaland

FEDERAL CREDIT UNION

www.DakotalandFCU.com LENDER
605.352.2845 NMLS #657864




