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2020, What a Year!

In the Huron area we had a fairly
slow market in the early spring with
concerns of COVID and once July hit
the market went wild and the houses
really started to move.

The Huron MLS currently has 78
residential listings, which is a signifi-
cant decrease from having just over
100 last year at the same time. We
have homes priced anywhere from
$23,500 to $465,000 in Huron and the
surrounding areas.

The average sale price year-to-
date for 2020 is $138,805 compared to
$121,542 for the same period in 2019,
for a 14.29% increase. We currently
have 28 properties that are pending.

Year to date, sold listings stand at
144, compared to 163 for the same
period in 2019, for a 11.7% decrease.
This data was pulled by a year over
year comparison ending September
30, 2020.

The Huron Board of Realtors held
its Annual Meeting on Aug. 21. This
year’s meeting was a bit different as
the Huron Board of Realtors didn’t
have the opportunity to get together
as would normally happen.

So, we held our first ever Zoom
Annual Meeting. The Huron Board of
Realtors gave out their annual awards
such as the Realtor of the Year Award
that was given to Shawn Harvey of
Montgomery Real Estate, the Rising

Star award went to Elliot Hinricher of
Coldwell Banker, and the Affiliate of
the Year award was given to Huron
Title.

At this meeting the new Board of
Directors were sworn in and the Hu-
ron Board of Realtors, Board of Di-
rectors is as follows: Past President
— Shawn Harvey, President — Mary
Neugebauer, Vice President - Angie
Uttecht, Secretary/Treasurer — Jim
Tharp, State Director — Laurie Smith,
Local Directors: Tony Haarstad & Reg
Kleinsasser.

The new board of directors will
start their positions on December 1,
2020 and their terms run through No-
vember 30, 2021.

Since we didn’t meet in person,
the Huron Board of Realtors did an
online auction for our Annual Real-
tor for Kids fundraiser. The money
raised for Realtors for Kids allows the
Huron Board of Realtors to purchase
new children’s socks and undergar-
ments that will be given to the Salva-
tion Army.

Starting November 1, all real es-
tate offices will be accepting drop off
donations of new clothing, primarily
socks and undergarments, that can be
given to the Salvation Army. Please
drop off your donations at any real
estate office between November 1 and
December 11.

Realtor Ring Day has been set for
December 4. Please join us at Fair City
and Coborns in Huron and help us fill
those pots!

This year, Realtors in the commu-
nity have had to adapt to a new way
of doing business.

We are seeing upward trends of on-
line house viewing, online document
signing, and more homes are being
sold with fewer in-person showings
than in the past.

While we still meet in person with
our clients, we are now adapting to
using video conferencing to those

who prefer a more distant
approach.

As I'm sure you've no-
ticed, we had to put our
large Open House Weekend
on hold this year, but we
certainly hope we are able
to bring that back in 2021!

The Huron Board of Re-
altors strives to promote
community wellness and
betterment. We work with
the community Backpack
Program, Meals on Wheels,
and Realtor for Kids.

Shawn Harvey
HBOR President



Why selling this fall may be your best move

BY JAMES THARP
MONTGOMERY AGENCY

f you're thinking
Iabout moving, sell-
ing your house this
fall might be the way to go.
Here are four highlights in
the housing market that
may make your decision to
sell this fall an easy one.
1. Buyers are actively in
the market

ShowingTime, a leading
real estate showing soft-
ware and market stat ser-
vice provider, just reported
that buyer traffic jumped
to 60.7% compared to this
time last year. That’s a huge
increase.

It's clear that buyers are
ready, willing, and able to
purchase — and they’re in
the market right now. In
many regions of the coun-
try, multiple buyers are

James Tharp
Broker/owner
Montgomery Agency

entering bidding wars to
compete for the home they
want. Take advantage of
the buyer activity currently
in the market so you can
sell your home in the most

MEYER AUCTION SERVICE, LLC
Specializing in Ag Land Auctions!

If you have land to sell,
now is the time.
Real Estate, Farm and Persona

favorable terms.
2. There are not enough
homes for sale

In the latest Existing
Home Sales Report, the Na-
tional Association of Real-
tors (NAR) announced that
there were only 1.49 mil-
lion units available for sale.
That number was down
18.6% from one year ago.
This means in the majority
of the country, there aren’t
enough homes for sale to
satisfy the number of buy-
ers.

Due to the health crisis,
many homeowners were
reluctant to list their homes
earlier this year. That will
change as the economy
continues to recover. The
choices buyers have will
increase going into the new
year. Don’t wait until addi-
tional sellers come to mar-
ket before you decide to
make your move.

3. The process is going
quickly

Today’s ultra-competi-
tive environment has forced
buyers to do all they can to
stand out from the crowd,
including getting pre-ap-
proved for their mortgage
financing. This makes the
entire selling process much
faster and simpler, as buy-

ers know exactly what they
can afford before shopping
for a home. According to
the latest Origination In-
sights Report from Ellie
Mae, the time needed to
close a loan is just 49 days.
4. There may never be a
more important time to
move

You've likely spent much
of the last six months in
your current home. Perhaps
you now realize how small
it is, and you need more
space. If you're working
from home, your children
are doing virtual school, or
you just need more space,
your current floor plan may
not work for your family’s
changing needs.

Homebuilders are begin-
ning to build houses again,
so you can choose the exact
floor plan to match what
your family needs, and you
can make sure the outdoor
space is what you want too.
Bottom line

The housing market is
prime for sellers right now,
so reach out to a local real
estate professional to get
the process started this fall.
If the timing is right for you
and your family, the market
is calling your name.
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Property Auctions.

For all your auction needs contact:
Ben Meyer;, CAl Broker, Auctioneer:
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1142 Kansas Ave SE

(" Looking Forward ///

e fulicee

We’re The Home
of Your Next Home

Convert effort into equity! 3 BRs, 1BA,
fixer-upper project, dining room, partial basement,
75 x 165 lot, 26 X 30 garage & alley access.

Enclosed porch, living area open to dining room.
Kitchen appliances, 2 BRs, 1 BA. Useable basement
for storage/work space, fenced yard.

830 Dakota Ave S

1361 Utah Ave SE

$77,900
Large living area, dining room, all appliances,
main level BR & BA, 4 upper level BRs & 2nd BA.
New shingles & geothermal heat.

Popular location, large yard, 2 BRs, 1BA, living area
open to dining room. Finish-able basement, flip it or
redesign for your own use. Below assessed value!

$88,000
Want more space, investment opportunity or
Missouri River sportsmen getaway?
Ample living space, 4 BRs, kitchen &
BA each level including in basement.

$82,000

Why pay $800 rent? Own this 2+ BR, newly renovated

home for 35% less! New kitchen, appliances, flooring,
paint, wiring & shingles. 3rd BR non-egress.

1367 2nd St SW

1075 Dakota Ave S

$91,500

New furnace & C/A, ample space, LR open to DR,

large kitchen, main level laundry. DRY basement,
triple garage & alley access! A bargain!

SOLD
Over 3,500 total sq ft, 3 BRs, 2 1/2 BAs,
Dining room, Craftsman character, French doors,
fireplace, maple woodwork & more. Patio,
established perennials.

13414th St S

We’ve helped so many people find their
dream house, you might call Pro Realty,
“The Home of your Next Home.” With us,

you can be sure your next home will be
just what you’re looking for. Talk to us first.

1710 Utah Ave SE

TR

Come take a look! Open floor plan, vaulted ceiling
& skylights, fireplace, large eat-in kitchen,
all appliances, 3 BRs, 2.5 BAs and good condition.
Plus 24 x 32 insulated/heated garage.

36040 196th St, Miller

Pack your boxes & get movin’! Living area open to
kitchen & dining, 4 BRs, 2 BAs, partially finished
basement. Fenced yard, garage.

52 Pennington Ave NW

1000 18th St SW e Suite 19
Huron Mall, Huron, SD

A
B

SoLD ~ $375,000

(605) 352-5962
www.PatKisely.com

Come take a look! Open floor plan, 3 BRs, 2 BAs, like
new condition, 0.56 acre fenced yard, mature trees,

24 x 28 garage plus 30 x 40 shop.

149.69 acres, currently hay or pasture, 0.733 &
0.637 soil ratings, Ree Creek. Building site, 3+ BR
house, barn, granary, livestock shed & rural water.




Tips for first-time real estate investors

W

eal estate can
be a good in-
vestment that

helps build wealth
and secure a financial
future. According to
Investopedia, average
20-year returns in com-
mercial real estate hov-
er around 9.5 percent,
while residential and
diversified real estate
average returns of 10.6
percent.

Such figures may
seem too good to ignore
for many prospective
real estate investors.

_ﬁ

capital on hand to finance
repairs or routine mainte-
nance may find it difficult
to make their properties
appealing to potential ten-
ants, which can make it
harder to meet mortgage
payments.  Prospective
investors who already
have sizable debts, be it
consumer debt or existing
mortgage payments, may
want to pay down those
debts before investing in
real estate.

Down payments

But investing in real es-

tate can be risky, and it's important that first-time inves-
tors consider a host of factors before deciding to delve into
the real estate market.

Current finances

Real estate can potentially yield big returns, but
these may only materialize after investors spend ample
amounts of money refurbishing or even maintaining their
investment properties. Prospective investors without the

(A
EA

Residential * Commercial

SALES ¢ SERVICE ¢ INSTALLATIONS

Curt Kempf/Owner
(605) 352-5316

111 Dakota Ave. N ¢ Huron
352-5316

According to Wells
Fargo, mortgage insur-
ance does not cover investment property, and loans typi-
cally require a minimum down payment of 20 percent of
the value of the property. So prospective investors cannot
count on mortgage insurance to finance their investments
in real estate. Investors should not just make sure they can
meet that 20 percent requirement, but also ensure they
have enough capital left after making their down pay-
ments to address any repairs that need to be made. If not,
they might have trouble attracting renters willing to pay
enough in rent.

Interest rates

Prospective real estate investors may be surprised to
learn that investment property loans are often subject to
higher interest rates than those for home buyers borrow-
ing to purchase a primary residence, says Quicken Loans.
Investors should not count on getting the same or better
interest rates for their investment properties that they did
when buying the homes they currently live in.

Financial reserves

Some lenders may require that prospective investors
have sizable financial reserves before they will lend them
money to invest in real estate. Some may require that bor-
rowers have several months’ worth of reserves to finance
both their personal lives and their investments. If a 20
percent down payment would make that impossible, then
prospective investors may want to wait a little longer to
invest and save more money until their financial reserves
would prove more acceptable to lenders.

Investing in real estate can yield big returns. But first-
time investors should know that such investments are
vastly different than investing in a home for oneself.
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Home buying during the COVID-19 outbreak

omeowners
know that
the process of
buying a home can be
both exciting and nerve-
wracking. The anxiety
associated with buy-
ing a home has hit new
heights during the out-
break of the novel coro-
navirus COVID-19.
Historically low inter-
est rates and limited in-
ventory has made 2020
an especially unique
time to buy a home. It's
also a competitive and
potentially  expensive

ers might once have
scoffed at the notion of
buying a home they’d
only seen in videos, but
virtual tours have be-
come the new normal
in the wake of the pan-
demic. An April survey
from the National As-
sociation of Realtors®
found that home tours
had declined sharply.
While 98 percent of re-
altors reported taking
clients on home tours
as recently as February,
that number had de-
clined to 63 percent by

time to buy a home.
While the economic con-
sequences of COVID-19 have been se-
vere, the Federal National Mortgage
Association, also known as Fannie
Mae, forecasted a significant increase
in median home prices in March 2020.
City dwellers have scrambled to buy
homes outside of cities, where social
distancing is more difficult and the
risk of getting COVID-19 appears

greater than it is in suburban or rural
settings. That’s led to a lot of competi-
tion among prospective buyers.

Prospective home buyers willing
to enter the hectic fray and shop for a
home during the COVID-19 outbreak
may benefit from knowing what to
expect as they search for their next
home.

¢ Get ready for virtual tours. Buy-

April. As many regions

pause their reopen-

ing plans, prospective home buyers

should ready themselves for virtual

tours as opposed to in-person home
tours.

* Expect limited inventory. While

home prices are up, many people are

holding onto their homes. The NAR

BUYING / Page 7

e Wherever you look,
you see the mgns

" )| PHELAN STAHL, GRI [T

Broker Associate

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

1640 DAKOTA AVENUE S,
&) [Elyry

HURON, SD 57350
An Independently Owned and Operated Member
of Coldwell Banker Real Estate Corporation

Scan Here to

See My Listings:

1305 lllinois Ave SW

924 4th St NE
$180,000

$184,900 « 3 BD 3 BA

| 835 Dakota Ave S
$176,900 3 BD 3 BA

451 Bea;:h Ave SE
$159,900 « 4 BD 2 BA

908 Dakota Ave S |
$98,000

107I2 III|n0|s Ave SW
$149,999 « 3 BD 3 BA

555 Colorad ve S

807 Lincoln Ave SW

$89,000 « 4 BD 2 BA || $87,500 * 2 BD 1BA

1526 4th StSW
$65,000 * 3 BD, 2 BA

Kotas Country Estates

$40,350 « Lot 19

Kotas Country Estates

$19,200 « Lot 10
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How agents and sellers can work together

elling a home can
Sbe stressful. Despite
this, 5.51 million ex-
isting U.S. homes were sold
in 2017, according to data
from the National Asso-
ciation of REALTORS®. In
many cases, homeowners
choose to work with real
estate agents to facilitate
the process of listing, show-
ing and selling their homes.
Real estate agents are
valuable assets. Agents
have neighborhood knowl-
edge, are educated in pric-
ing trends, can filter phone
calls or emails from buyers
who aren’t serious, and can
organize all of the people
necessary for a closing.
Real estate agents provide
many services that the av-
erage person may not have
the time nor the experience
to handle.
When selecting an agent
to sell a home, homeowners

7

may not understand that
the terms real estate agent
and REALTOR® are not
interchangeable. Although
both must be licensed to sell
real estate, the main differ-
ence between a real estate
agent and a REALTOR® is
the latter is a member of the
National Association of RE-

ALTORS® NAR ensures

that members subscribe to
a certain code of ethics.
There are many qualified
agents, but an agent cannot
do his or her job well with-
out some help on the part
of the homeowner. These
tips can make the process of
selling a home go smoothly.
* Price the home cor-
rectly. Homeowners should
trust the agent’s ability to
price a home for the market.

Everyone wants to get the
most money possible, but
listing the home for more
than it’s worth may cause
it to sit unnecessarily for
several weeks or months,
which could raise red flags
among potential buyers.

* Market the home. A
real estate agent will list the
home via a multiple listing
service (MLS) on a private
website, in newspapers,
and wherever else he or she
feels is pertinent. Home-
owners can share the listing
via social media and word
of mouth to help increase
the chances of selling the
home.

* Be available. Limit-
ing the time an agent can
show the house to potential
buyers is in no one’s best
interest. Sellers should be
ready and willing to open
their homes, which is the
best way to make a sale.
An agent may suggest a
lock box so the home can be

TOGETHER / Page 10

ILLVREY
HEATANG &

ades . COOLING

e 605) 883-4582

HURON, WOLSEY AND THE
SURROUNDING AREA

teatiator

SERVICES WE ARE PROUD TO OFFER

* FLOOR HEAT INSTALLATION < BOILERS
e HEAT PUMPS <+ GAS & ELECTRIC FURNACES

* AIR CONDITIONERS

e HOT WATER HEATERS < FIREPLACES
e HOME, FARM, AND COMMERCIAL
NEW CONSTRUCTION

BUYING: From Page 6

reports that total housing inventory at the end of May 2020
was down nearly 19 percent from the end of May 2019. Buy-
ers will have less inventory to choose from, so those intent
on buying may need to prioritize what they need in a home
and focus on finding properties that can fulfill those needs.

* Expect to move quickly. Realtors have seen homes sell
within days of being listed, and that has put pressure on
buyers to move quickly. It also highlights the importance
of finding a home inspector before your search begins as
well as a lender who can handle quick closings. Ask around
for recommendations, but make sure you have these two
important professionals lined up before beginning your
search. Doing so will give you a better chance of buying in
an unusual time.

* Make the best down payment you can afford. A high
down payment makes buyers look better no matter the
state of the economy. An offer with a high down payment
looks like a stronger offer, and that can make the difference
between winning and losing a potential bidding war.

Buying a home during the COVID-19 outbreak presents
some unique challenges to prospective buyers.
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2690 Prairie Eagle Cir E
UNDER CONTRACT

6BD/3BA* 20-240

' $379,000

617 Kansas Ave SE
NEW LISTING
™

" .J -
i _#"h
!

4BD/4.5BA * 20270
$269,000

1966 Maple Dr

2+BD/2.25BA * 20-125
$187,900

760 lllinois Ave SW
NEW LISTING

'n“

TB0/20A » 20215
$139,900

941 lowa Ave SE
PRICE REDUCED
A

3BD/2BA * 20265
$104,900

>

1365 lllinois A
4BD/2.25BA o 20 51
$319,900

1850 Kansas Ave SE

5BD/2BA » 20234
$259,000

19462 West Lake Loop

T e
2BD/1BA » 20-202
$179,500

D/2.25BA * 20229
$138,900

1980 Meadowlark Ln, #201

$102, 500

Zhe

L1204 Kansas Ave SE | %

_ \

PRICE REDUCED
W

-

2BD/2.5BA * 20-224
$279,900

3BD/2.75BA * 20-95
$289,500

21703 415th Ave
Iroquois

180 Poplar St. SE

3BD/1.75BA * 20-171

. OAcres 3BD/3.25BA * 20-201
(with 100°’s more available)

2320 McClellan Dr 20783 403rd Ave

J_'llu.-n-
-NH'LJ- r

_'n-"_'m

5BD/2BA + 204
$176,500

3BD/T.5BA * 19-349
$149,900

133 N Ottowa St
Iroquois

772 Dakota Ave S
NEW LISTING )

1265 3rd St SW
PRICE REDUCED

$90, 000 $87, 500

WWW.ACEREALTY.N

1675 Ohlo Ave SW i\ 329 26th St SE

3BD/2.25BA * 20-268
$274,900

3BD/1.75BA * 1998
$209,900

669 Ohio Ave SW
PRICE REDUCED

~3BD/1BA * 20-235
$110,000

$85, 150

Aetaumn is RED HOT o ACE Kealty!
6CALL FOR A SHOWING! - 605-352-86186

ET

2297 Kansas Ave SE ¢ Suite #2 ¢ Huron, SD
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UNDER

201State Ave N [ 641 fMhsLsw @ 155 1ith Stsw CONTRACT

|  Wessington Springs l’ NEw |.|ST|NG PRICE REDU(.:ED

3BD/1.75BA * 0 210 ' ZBD/1BA 20273 2BD/1BA » 20460 2BD/1BA * 20-255
$84,900 $69,000 $55,386 $57,900 :
$50,000 ‘

selling fast!

Frank Ave SE Frank Ave SE

20-172 19106 19-107

Contact us for a Free
$15,800 $18,500 $18,500

Market Analysis.

Acerealty.net n G [E] m

605-352-8618
2297 Kansas Ave SE ¢ Suite #2 »
Huron, SD 57350

467 Dakota Ave S ¢+ 20-174 121 Dakota Ave S C 20-176

8,072 Total Square Feet, 1 acre +/-, Zoning 8,205 Main floor sg. ft, basement, Zoning B2, 1,072 sq. ft, attached garage, 1.78 acres
B-3, Prime location, Main floor office space 6 overhead doors, Front office reception ’ Zoni‘ng B-3, Prime location ’
$425,000 $345,000 $325,500

175 Dakota Ave S * 19-208
PRICE REDUCED

21st St SW « 18-135 39 Dakota Ave N * 20-187

d
o : 250.06 x 16732, Zoning B3 T10x69 & 52.5x100, Zoning 12 e L
5,959 total sq. ft., Zoning B-3, Office Space, . o
Garage off the alley, Available for Sale or Lease 3405 000 335! 000 i’fm;fwjﬁ_&j;: o
$279,500 i

TAUNYA STEVE LAURIE ANGIE DWIGHT MOLLY

MARTIN SPRECHER SMITH UTTECHT WULLWEBER SHELTON
Broker Associate Broker/Associate Broker Associate Broker/Owner Broker Associate Broker Associate

605-350-2771 605-350-2157 605-350-7081 605-350-2553 605-354-2862 605-354-7641



What are the differences between

real estate agents and brokers?

eal estate trans-
actions often in-
volve significant

amounts of money. As a
result, it’s common for both
buyers and sellers to enlist
the services of a host of pro-
fessionals with real estate
experience.

Both buyers and sellers
may work with real estate
agents and/or real estate
brokers en route to buy-
ing or selling their homes.
Agents and brokers are not
one and the same, and there
are some important distinc-
tions between the two.

REAL ESTATE AGENT
According to Realtor.
com, real estate agents are
professionally licensed in-
dividuals who can help
both buyers 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 in-
dividuals finish their re-
quired 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 indi-
viduals become recognized
real estate agents. Investo-
pedia notes that achieving
agent status is the starting
point for most real estate
professionals.

REAL ESTATE BROKER
Real estate brokers are
those professionals who
have continued their edu-
cation past the agent level
and obtained a broker’s
license. Each state has its
own requirements in re-
gard to becoming a licensed

TOGETHER:

From Page 7
shown when homeowners are not on the property.

* Make suggested renovations. Agents know which
features can make or break a sale. Homeowners should be
amenable to certain suggestions, such as neutral paint col-
ors, removing personal effects and clearing clutter.

* Give recommendations. Real estate is a commission-
based industry. Agents often tirelessly put in hours and
only reap rewards if the house is sold. A homeowner who
was satisfied with an agent can then recommend that per-
son to friends or family.

By working with real estate professionals, homeowners
can sell their homes quickly.

broker, but education and
examinations are necessary
regardless of where a per-
son lives.

Realtor.com notes that

the extra coursework to
earn a broker’s license
focuses on various top-
ics, including ethics, con-
tracts, 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 broker-
age operations, real estate
investments, construction,
and property management.
Requirements vary, but Re-
altor.com notes that brokers
often must work as licensed
real estate agents for no less

DIFFERENCE / Page 12

Carpet Center

www.carpetcentersd.com

Providing the Huron Area with the Finest
Quality, Selection and Service Since 1972.

o Carpet

o Area Rugs

o Vinyl Floors
« Wood Floors

e Ceramic Tile

e Laminates

« Located in Downtown Huron e

Jhe

of (erilon

238 Third St. SW « Huron, SD « 352-5184 « 1-800-705-5184
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SOUTHTOWN RESIDENTIAL DEVELOPMENT

NEw HomE
INCENTIVES

Greater Huron is offering home buyer assistance programs to encourage the development of new
housing for an expanding Huron workforce. Restricted to Southtown Residential Development in Huron,
these programs help make home ownership possible for many low and moderate-income residents.

Southtown lots are automatically enrolled in the Property Tax Abatement Program that reduces
property taxes by half over the first four years of home ownership.

Up to $12,000 Down Payment Assistance
Interest Free Lot Financing On Lots

rc H Sold by Greater Huron

1705 Dakota Ave S ¢ Huron, SD 57350 ¢ Ph 605-352-0363
G R E AT E R H U R O N 1-800-HuronSD (487-6673) ¢ Fax 605-352-8321 ¢ www.huronsd.com

DEVE_ZPMEMNMT CORFCORATICOHN

Residential Lots For Sale

Broadland Creek

rc H Golf Course

GREATER HURON

DEVELOPMENT CORFPORATION

1705 Dakota Ave S
Huron, SD 57350
Ph 605-352-0363

www.huronsd.com
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Tips for buying a home in a seller’s market

he real estate mar-

I ket can be difficult

to navigate for

both buyers and sellers.

First-time buyers can eas-

ily become overwhelmed

as they search for homes,

while sellers hoping to

get the best price for their

homes might be frustrated

if offers are slow to come in

or fall short of their asking
prices.

If met with an under-
whelming market, many
sellers can pull their homes
off the market and wait un-
til it becomes more advan-
tageous to sell. But buyers,
particularly those shopping
in a seller’'s market, may
not have that flexibility.
Buying in a seller’s mar-
ket can be competitive and
frustrating, but buyers can
employ various strategies
to survive such markets
and land the homes of their
dreams.

* Get mortgage preap-
proval. Sellers’ markets
typically feature low inven-
tory, which can make the
buying process very com-
petitive. Prospective buyers
who do not have a mort-
gage preapproval letter in
hand when making offers
may find themselves losing
out on their dream homes
to fellow buyers who have
gotten preapproval from

a lending institution. Sell-
ers may be impatient with
buyers who have not yet
been preapproved for a
mortgage, even accepting
a lesser offer from buy-
ers who are ready to begin
transactions immediately.
The preapproval process is
relatively quick and simple,
so buyers should not hesi-
tate to apply.

* Stick to your budget.
Lenders will indicate to
prospective buyers how
much they’re willing to
lend them, and that figure
is typically considerably
more than buyers are will-
ing to borrow. In a seller’s
market, bidding wars can
quickly drive up prices, but
buyers should stick to their
budgets so they are not
house poor after buying.
Sticking to a budget can be
difficult in a seller’s mar-
ket, but such patience will
likely pay off in the long
run.

* Be ready to compro-
mise. Unless they have
unlimited budgets, buyers
often must compromise
when purchasing a home.
That’s especially true in a
seller’s market with lim-
ited inventory. Buyers who
need to buy a home must
identify their needs versus
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DIFFERENCE:

than three years before they
can earn their broker’s li-
cense.

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

From Page 10

training of agents. Associate
brokers have their broker’s
license but work directly un-
der a managing broker.

Real estate agents and
brokers can help buyers,
sellers and investors suc-
cessfully navigate real estate
transactions, and each can
serve their clients in differ-
ent ways.

g
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333 Dakota Ave S
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605-353-6821
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How to save enough for a down payment

home is the most
costly thing many
eople will ever

buy. The process of buying
a home can be both exciting
and nerve-wracking. One
way to make the process
of buying a home go more
smoothly is to save enough
money to put down a sub-
stantial down payment.
Saving for a down pay-
ment on a home is similar
to saving for other items,
only on a far grander scale.
Many financial planners
and real estate profession-
als recommend prospec-
tive home buyers put down
no less than 20 percent of
the total cost of the home
they’re buying. Down pay-
ments short of 20 percent
will require private mort-
gage insurance, or PMIL
The cost of PMI depends
on a host of variables, but is
generally between 0.3 and

1.5 percent of the original
loan amount. While plenty
of homeowners pay PMI,
buyers who can afford to
put down 20 percent can
save themselves a consider-
able amount of money by
doing so.

Down payments on a
home tend to be substan-
tial, but the following are
a few strategies prospec-
tive home buyers can em-
ploy to grow their savings
with an eye toward making
a down payment on their
next home.

* Decide when you want
to buy. The first step to buy-
ing a home begins when
buyers save their first dol-
lar for a down payment.
Deciding when to buy can
help buyers develop a sav-
ing strategy. If buyers de-
cide they want to buy in
five years away, they will
have more time to build
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their savings. If buyers
want to buy within a year,
they will need to save more
each month, and those
whose existing savings fall
far short of the 20 percent
threshold may have to ac-
cept paying PML

* Prequalify for a mort-
gage. Before buyers even
look for their new homes,
they should first sit down
with a mortgage lender
to determine how much a
mortgage they will qual-
ify for. Prequalifying for
a mortgage can make the
home buying process a lot
easier, and it also can give
first-time buyers an idea of
how much they can spend.
Once lenders prequalify
prospective  buyers, the
buyers can then do the sim-
ple math to determine how
much they will need to put
down. For example, preap-
proval for a $300,000 loan
means buyers will have to
put down $60,000 to meet
the 20 percent down pay-
ment threshold. In that
example, buyers can put
down less than $60,000,
but they will then have to
pay PML It's important for
buyers to understand that
a down payment is not the

only costs they will have to
come up with when buying
a home. Closing costs and
other fees will also need to
be paid by the buyers.

e Examine monthly ex-
penses. Once buyers learn
how much mortgage they
will qualify for, they will
then see how close they are
to buying a home. But pro-
spective buyers of all means
can save more each month
by examining their month-
ly expenses and looking for
ways to save. Buyers can
begin by looking over their
recent spending habits and
then seeing where they can
spend less. Cutting back on
luxuries and other unnec-
essary spending can help
buyers get closer to buying
their next home.

* Avoid risky invest-
ments. Some times it’s
great to take risks when in-
vesting, but risk should be
avoided when saving for a
down payment on a home.
Traditional vehicles like cer-
tificates of deposit, or CDs,
and savings accounts can
ensure the money buyers
are saving for their homes
is protected and not subject
to market fluctuations.

TIPS:
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their wants and recognize the likelihood that they will have

to compromise.

e Work with real estate agents. Some buyers may be
tempted to go it alone, searching for and ultimately buying
homes without the help of real estate agents. That can be a
foolish move in a seller’s market where competition is high
and inventory quickly disappears from the market. Veteran
real estate agents have worked in buyers’ and sellers’ mar-
kets, and buyers can use that experience to their advantage.
In addition, real estate agents likely have access to inven-
tory before homes appear on popular real estate websites,
giving buyers working with them a leg up in competitive

markets.

Buying a home in a seller’s market can be fast-moving
and very competitive. But various strategies can ensure
buyers still find great homes at great prices in such markets.



Simple, inexpensive staging strategles

selling 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
staging may not compel buyers to of-
fer more money.

Researchers at Old Dominion
University and Johns Hopkins Uni-
versity found that staging did not
have a significant effect on the actual
revealed market value of a property.
However, homeowners should not
interpret that as a reason to skip stag-
ing. In fact, the study’s authors note
that staging gave buyers more favor-
able impressions of a property, which
might accelerate the selling process.

Staging a home need not be dif-
ficult. In fact, homeowners can em-
ploy several simple and inexpensive
staging strategies to entice buyers to
make offers on their homes.

* Clear out the clutter, especially in bathrooms and
closets. Clear out the clutter in each room in the house
before hosting 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 bath-
room that’s open and airy can impress buyers, as can orga-
nized closets that are not jam packed with clothing, shoes
and other wardrobe items that have a tendency to take
over closets the longer someone lives in a home.

* 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.

* Start right inside the front door. A welcoming, clut-
ter-free foyer or primary entryway makes a strong first
impression, 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
yard suggests to buyers that owners have taken pride in
their homes, and that may extend inside the home. Make
sure the grass is freshly cut, shrubs and trees have been
trimmed, bald spots in the lawn have been addressed, and
exterior living spaces have been cleaned and cleared of
clutter.

Stagmg has long been part of
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Staging a home sounds complicated. But there are vari-
ous simple and inexpensive ways to make a home more
attractive to prospective buyers.
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. , NEW PRICE ~ = TOTALLY UPDATED
4 BD, 1BA, 1,395 sq ft 2 BD, 2 BA, 2,288 sq ft 3 BD, 2 BA, 2,135 sq ft 4 BD, 2 BA, 2,520 sq ft 5BD, 2 BA, 2,500 sq ft

$37,500 $134,900 $157,900 $159,900 $229,900

324 2nd St SW 4663 Aspen Dr 1306 Riverview Dr
Highmore T : : - : :
SALE PENDING i e s

i bt i e -]
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4BR, 4 BA, 4,306 sq ft NEW PRICE s S

$249,900 4BD, 3 BA, 3,656 sq ft $19,900 4BR,3BA,3,656sqft $465,000

976 ldaho 2476 Custer Ave SE 179 3rd St SW 2025 Dakota Ave S 227 Dakota Ave N

. SALE PENDING COMMERCIAL COMMERCIAL
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— Turn-Key Restaurant
2 BR, 2 BA, 1,961 sq ft 4BR, 3 BA, 3,842 sq ft 4,228 sq ft Great Location! 5,800 sq ft

$123,900 $624,900 $94,500 $299,900 $299,900

4.22 Acres 15 Acres 4 Acres or 40 Acres 20974 396th Ave
5 - I

40th St SW 40th St SW
THAT'S
o g

wei | 'S

REALTOR
Great Location to Great Location to = e

Build Your New Home Build Your New Home

$45,000 $135,000 3BD,3BA,2,688sqft SCALL

CO N N EC | O N M Reg Kleinsasser, Broker/Owner Dick Shelton, Broker Gary Goeller, Broker A iate Tony | Broker A:

Equal 350-2223 350-0413 350-8200 354-6382
MLS Oty [i Residential *+ Farm/Ranch/Land « Commericial

1560 Dakota Ave S ¢ Huron, SD 57350
www.realestatehuron.com O Ba1300. « 877 e300
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