October 2010 Compliments of Nic Dominelli

Royal LePage Coronation West Realty

Nic Dominelli

Real Estate Specialist
Office:
Cell:
Fax:
Email:
Website:

604-937-4372
604-818-8145
604-939-3808
ndominelli@shaw.ca
www.nicdominelli.com

Greetings! You’re receiving this
newsletter with hopes that you
find it informative and entertaining.
If you’re thinking of making a move,
or are just curious as to real estate
trends in your area, please feel free
to call at any time. It’s always good
to hear from you!
Oh, by the way... I'm never too busy
for your referrals.
Best wishes,

Nic Dominelli
The Dominelli Group is a proud
sponsor of the JDRF and
donates 1% of all net sales.
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Matters
of the Art
A house or condo doesn’t truly feel like a home until
there’s artwork adorning the walls. But the process
of selecting and displaying original works can be
intimidating, which often results in blank walls long after
you’ve moved in. Learn a few basics about choosing,
framing and hanging artwork, however, and your
intimidation will vanish, leaving you feeling at home with
your art in no time.

Choosing
Some people look at original artwork as an investment.
While it’s certainly possible for a piece to increase in value
and turn a profit for you, that hope needn’t be your main
motivation in selecting artwork. Further, the market’s
unpredictable and there are no guarantees as to the value
of a piece at any given time.
There’s really only one hard and fast rule to follow when
buying art: love the piece. When you emotionally connect
with a work of art, it will always hold an inherent value to
you, regardless of its worth on the market.
To familiarize yourself with different styles of art, such
as traditional and contemporary, visit local galleries. In
doing so, you’ll get a handle on what styles and mediums
appeal to you and which of those would incorporate most
graciously with your décor.
Framing
Like the art itself, its frame should make a statement
about your personal style. Also, it should enhance
the piece’s beauty and help to protect it, without
overshadowing the artwork itself. Not all pieces can be
displayed in the same type of frame; a good framer will
have a wide selection of frames and be able to advise you
on which are best suited for your art.
It’s important your framer uses quality materials (mat and
backing boards, hinges, glass). Archival-quality materials
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aren’t just for museum-worthy art. Cheaper materials may
save you money now, but they often indicate poor-quality,
and after a year or two, mats may change color and hinges
can loosen.
Hanging
Artwork does best in stable climates, so try to avoid
hanging pieces where temperatures and humidity levels
fluctuate, like kitchens and bathrooms. While the space
above your fireplace seems like the ideal place to show off
a cherished work of art, you might not only be subjecting
it to extreme temperatures, but soot, too.
Exposure to direct sunlight and UV lighting should also be
avoided, as they can cause fading, yellowing and excessive
heat. Picture lights, designed to attach to frames, can be
harmful as well, by causing harsh glares and heating the
paintings unevenly. Indirect sunlight, recessed lighting,
or ceiling-mounted spotlights work best for homeinstalled art.
The biggest mistake people make in displaying artwork
is hanging it too high, where it doesn’t relate to the rest
of your furnishings. Common custom is to hang it at eye
level, but that means different heights to different people.
A good rule of thumb is to hang your artwork so that
there are 60 to 65 inches from the floor to the center of
the art.

Move for Less
There are a lot of costs associated with
buying a new home, not the least of which
is the actual move. Below are some tips to
help make your next move less expensive:
n
Professional

Reason to Relocate
You no doubt had many good reasons for buying
your current home. But sometimes you only need
one to want to sell it and move. Below are some
reasons to want to relocate:
n
Your

commute. Is your drive too long now that your
job has moved or you’ve gotten a new one? Is your
commute simply too stressful as the amount of traffic
has increased or your tolerance for it has decreased? Or
has it just become too expensive with the skyrocketing
cost of gas?

n
Your

location no longer fits. Perhaps you’ve tired of the
hustle and bustle of city living and long for the quiet of
the ‘burbs, or your neighborhood is on the decline due
to economic factors. Maybe there’s a new development
planned for your area that will negatively affect your
quality of life.

n
Your

home is no longer the right size for you. Maybe
you’re struggling to make your mortgage payments or
maintain the property and you need to downsize. Or
perhaps your home-based business has grown in size,
or your family has, and you need more space than you
have currently.

n
The

floor plan doesn’t work. Having lived in your home
for some time now, you may be fed up with its layout,
which can impede the joy in your daily life. Whether the
issue is bedrooms adjacent to high-traffic areas or having
too many walls, if the floor plan doesn’t work, the home
doesn’t work.

movers are often the biggest expense.
Consider either not hiring them altogether, or hiring
them in a limited capacity. For example, hire movers
only for loading and unloading, or to move just some
of your things, like your biggest, heaviest items.

n
If you

need movers and can be flexible on your move
date, hire them when they’re least in demand. That
typically means moving between October and March
as opposed to during spring and summer, and at the
middle of the month as opposed to the end.

n
Don’t

buy boxes. Call ahead and arrange to pick
them up from local businesses like grocers, office
supply stores or publishing companies. Or, you can
rent storage containers, from certain eco-friendly
moving companies, for example.

n
Is your

move job-related? If so, talk to your
employers; they may be willing to pay for a part,
if not all, of your moving expenses. It’s best to
approach your employers upfront, as your cash flow
might be tight, tied up in the
purchase of your new home.
Be sure to keep all your
move-related receipts.

n
Move

less. The more you
have to move, the more
expensive your move
will be. So before you
start packing,
purge. Recycle,
donate and throw
away as much
as you can. Or, sell it —
that way, you’ll have
a little extra cash to
put towards your
moving expenses.

Call your real estate sales representative today and you’ll
be one step closer to life in a home that meets your
current needs.
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Buyer, Prepare
Sellers aren’t the only ones who need to prepare for home
inspections. As a buyer, there are a few things you should
do to help ensure a successful inspection of the house
you’re considering:


Do your homework and choose your inspector carefully.
Learn which certiﬁcations inspectors working in your area
are required to have; inquire about their qualiﬁcations and
their memberships with professional organizations; and ask
for references and sample inspection reports.



Collect all the documents you have that contain
information about the house that the inspector may
ﬁnd useful. These could include paperwork pertaining
to disclosure statements the seller may have provided,
property surveys, and the results from any previously
performed home inspections.



Make a list of your questions about the house ahead of
time and be sure to bring it to the inspection. Similarly,
if you have any speciﬁc concerns about the house, raise
them with your inspector prior to inspection day.



Be sure to attend the inspection. While your presence
isn’t mandatory, it is a good idea for two reasons: ﬁrst, you
can be assured the inspector is doing a thorough job; second,
attending the inspection is a great opportunity for you to learn
about the house you’re (hopefully) about to buy.



Further to learning about the house, bring a pen
and paper with you to the inspection and follow the
inspector around the property, making note of the
information they can share on the ins and outs of the
house — as its owner, these insights will be valuable to you.

Terminology Tip
Comparative Market Analysis
(CMA) — A CMA is a tool used by real
estate sales representatives that helps
to determine an estimate of the fair
market value of a property being sold. To
establish that estimate, real estate sales
representatives compare the property
being sold to other properties in the
same area that are currently for sale,
or have recently sold, and have similar
factors, such as square footage, age,
number of bedrooms and bathrooms.

The information and opinions contained in this newsletter are obtained from sources believed to be reliable, but their accuracy cannot be guaranteed. The publishers assume no responsibility for errors and omissions or for any damages resulting from the use of the published
information. This newsletter is provided with the understanding that it does not render legal, accounting, or other professional advice. Not intended to solicit properties or businesses listed for sale and agency agreements in place with other real estate brokers. Whole or
partial reproduction of this newsletter is forbidden without the written permission of the publisher. © Market Connections Inc.® 2010, Phone: (800) 387-6058.
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