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REAL ESTATE GUIDE  |  SELLING TIPS

If you’re planning to sell your home, you should understand 
what helps properties sell and how to get more eyes on your list-
ing.

To further comprehend how a buyer’s mind works during a real 
estate transaction, check out this list of the essential factors of a 
house, as reported by the National Association of Realtors.

• Most were looking to avoid renovations and problems with 
plumbing or electricity.

• Most newly purchased homes were about 1,850 square feet, 
had three bedrooms and two bathrooms and were built after 1990.

• Heating and cooling costs were the most important environ-
mental features in buying decisions.

• For 44% of recent buyers, the first step they took in the buying 
process was viewing the properties online.

Because home buyers are doing their research online before 
even visiting a property in person, it’s critical to craft an attractive 
listing description. A professional real estate agent can highlight a 
home’s robust features based on what is selling in the local area. 
Here are some other tips to boost your showing and invite more 
buyers for a showing.

CHOOSE A QUALIFIED REAL ESTATE AGENT

�e guidance of a professional real estate agent can impact 
many factors in a real estate transaction. When the goal is to 
attract more buyers, it’s essential to choose a proven expert who 
excels in       marketing and has significant connections.

Real estate agents who are prominent in their areas work with their 
peers and communicate about their client’s needs regarding a home. 
In some cases, they may already have a buyer in mind who is looking 
for your property’s features. When there isn’t an already potential pur-
chaser in mind, their skills for drafting an attractive listing and reach-
ing a broad audience will be an asset during the sale.

TAKE PROFESSIONAL PICTURES

Since many home buyers do their research online first, painting your 
property in its best light is imperative. Hire a real estate photographer 
to document all four corners of your home and yard. 

Make sure to highlight bathrooms, bedrooms, entertainment spaces 
and the landscaping. An appealing listing can entice buyers to sched-
ule a visit. You should also consider offering a virtual tour with your 
agent. �e ability to view the home digitally is an excellent starting 
point for buyers, especially in the age of social distancing.

Attract More Buyers

Insuring Missouri Since 1935
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Tips For First-Time Sellers
First-time home buyers are granted numer-

ous perks when house hunting. Benefits like 
specialized loans, tax breaks and community 
programs make buying a more manageable 
process with exciting advantages. 

But, when those purchasers are ready to 
move on to another property, as first-time 
sellers they must make multiple decisions.

A significant resource in your home-selling 
experience is a real estate agent. Their exper-
tise can streamline the process by pricing the 
property based on local trends, finding mo-
tivated buyers and ensuring the legal aspects 
are covered. When choosing a real estate 
agent, ask your friends and loved ones who 
have recently sold their homes for a referral.

Here are some other factors to consider 
before rushing to place your home on the 
market.

COMPLETE REPAIRS

While major renovations may not make fi-
nancial sense, it’s crucial to ensure the home 
is move-in ready before going to market. 
Rather than focusing on removing walls or ex-
tending the living space, spend time inspect-
ing your appliances. Try to make sure that all water equipment 
is free from leaks, the floors are sturdy and your HVAC system is 
up to date. It can be a deal breaker when a home buyer visits the 
property and notices that they must make significant investments 
in updating their appliances.

TIMING MATTERS

If you aren’t in a rush to sell your home, waiting for a summer 
selling season can help get the most value and quickest turn-
around. According to the Nationals Association of Realtors, warm-
er months show to have the most aggressive house hunters, while 
sales significantly slow during the winter. Of course, the weather 
can vary dramatically, depending on your region. Timing the mar-
ket right is another benefit you gain when working with an experi-
enced agent.

SHOULD YOU STAGE?

Hiring an expert to stage your home before an open house or 
showing is an excellent strategy. The visual of how space is used 
can entice prospective buyers who can imagine how the property 
will work for their daily lives. Even if the house is already vacant, 
it’s beneficial to fill it with furniture, bedding and lights to give it 
an attractive ambiance.

WWW.THEMISSOURIBANK.COM

YOUR HOME.  YOUR DREAMS.  YOUR BANK.
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Many buyers consider foreclosed homes 
when looking for their next house. While an 
attractive option because of price, this may 
not be a good fi t for every buyer.

A home foreclosure is like the repossession 
of a vehicle or other valuable possession. If 
a previous owner failed to make their pay-
ments on time, the loan holder moves to 
take the property back.

Foreclosure laws vary from state to state, 
so it’s imperative to do your research before 
making an off er or waiting for the property 
to become available. Depending on your lo-
cation, the process can take months to years.

� ere are two categories of foreclosed 
homes and knowing the diff erence can help 
improve your negotiating power.

• Bank owned. Once a bank has fi nalized 
the fore- closure, they typically put the home 
up for auction. Potential buyers will make 
their bids, allowing the lender to recover 
some of their fi nancial loss.

• Real estate owned. If a property fails to 
sell at auction, the home is generally listed 
traditionally. A specialized agent will show 
the house to interested shoppers and can 
result in a great deal after not selling initially.

GET THE MOST VALUE

Investing in a foreclosed home comes with unique risks over a tra-
ditional home purchase. For instance, the property has likely been 
vacant for a considerable period as the bank tries to settle their legal 
issues. Empty buildings are prone to vandalism, theft and danger-
ous conditions like the development of mold or mildew.

When researching a property, it’s crucial to hire an inspector 
and receive bids from contractors if repairs are necessary. Use the 
reconditioning costs to build your negotiating power before making 
an off er.

If you know of a homeowner facing foreclosure, you can some-
times score a great deal while helping them alleviate their fi nancial 
struggles.

READ THE FINE PRINT

Some states institute a law called the “right to redemption,” which 
means property owners who have been foreclosed have a period to 
buy back their home. Ensure the process is completed before at-
tempting to buy a house at an auction or from a bank. You may fi nd 
yourself moving in and fi xing up your new purchase as the previous 
owner strives to earn it back.

Millennium Five Real Estate agents are highly trained 

professionals who realize the necessity of keeping 

themselves informed of all the latest changes in the highly 

complex real estate field.

We have specialists in residential, investment, farms, and 

commercial properties throughout Warren, Lincoln, and 

Montgomery Counties..... let us help you find your place 
to call home today!

616 S, Sturgeon Street, Montgomery City, MO 63361

(573) 564-1150 • agent@m5realestate.com • m5realestate.com

Contact  one of  our team members today!
Sherry L Raleigh-Adams, Broker Associate • Patrick R Stumbaugh, Agent

Bart Korman, Agent • Jill A Raichel, Agent • Karen Creech, Salesperson
Meagan McCulloch, Real Estate Agent-Salesperson

Should You Buy a Foreclosure?





Consider all the Costs
M

ost first-time homebuyers concentrate on the down payment, and for good reason. 

�is is likely the largest chunk of money you’ll be putting toward your new home.

�e most responsible homeowners, however, are also prepared for other costs, 

both during the transaction and after the loan is officially closed.

Experts recommend that you include in your budget enough to cover your down pay-

ment, closing costs, origination fees and broker’s commission by 

the time you are ready to close the deal for your new home.

Around the corner will be additional costs, including 

property taxes, insurance premiums and any home-

owners association dues. Taxes and HOA dues 

vary, so be sure to ask for details from either 

your realtor or HOA manager.

HOW MUCH DOES A NEW HOME COST?

When you’re thinking of getting a mortgage to buy a home, the first cost that you have to 

consider is the home’s listing price. As of January 2020, the median sale price across the United 

States is $306,000, which is a 6.7% increase from a year prior, according to data from Redfin. 

Of course, that number can vary widely, depending on where you live. No matter your budget, 

be prepared to find some savings by being strategic and creative with your realtor.

HOW TO SAVE SOME MONEY

One of the best ways to save money on a new home is to take advantage of an inspection that 

reveals issues with the home.

Let’s say your inspector finds an issue with the roof that may require it to repaired within the 

next few years. It will make sense to ask the seller to reduce the price of the home by the fair 

market value for a new roof to protect yourself from getting stuck with this big cost once you 

move into the home.

You should also be compensated for smaller issues, like interior or exterior damage to the 

home, by asking the seller to make the necessary price reductions on the home.

Don’t be afraid that you may lose the house. Especially if the seller is motivated to sell, you 

may find that they are willing to make certain cost concessions to get the deal done.
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Even if you plan to purchase your forever home, 
it’s essential to think of the future. Life may take 
you in an unexpected direction.

Before buying a property, you should know how 
to understand its resale potential. Ensuring it 
will appeal to others if you must make a move is 
necessary to make the purchase a positive invest-
ment.

One way to stay on top of your home’s value 
after the purchase is by hiring an appraiser to es-
timate its worth. �ey will analyze factors like the 
structure’s quality, the square footage, a home’s 
rooms and the neighborhood’s characteristics. 
�eir expertise is beneficial to gain before putting 
in an offer on a property, even if the seller has 
already hired their own professional.

As you navigate open houses and private show-
ings, know what to look for when judging the 
resale value of your potential home.

RESEARCH THE LOCATION

�e location of a home directly impacts the val-
ue and demand of the property. Do your research 
to find out about its school systems, economy and 
nearby entertainment.

Finding a property developed in an up-and-
coming neighborhood can turn your initial purchase into a sizable 
return in the future.

Even if you don’t have or plan to have children, local schools are 
essential to increase the value of a home. When you live in an area 
without nearby educational institutions, your pool of buyers is limited 
to a specific collection of purchasers by mostly excluding families.

CURB APPEAL

�e home’s interior may have been the main selling point, but make 
sure the exterior shows off plenty of curb appeal. �e outside of your 
property is the first thing others notice as they pull in for a listing or 
drive by to view it in person. Even if it lacks appeal right now, consid-
er how you can improve it. Sometimes, a fresh coat of paint and an 
investment in landscaping can improve the appearance dramatically.

RED FLAGS

Besides looking for the best features of a home, consider these red 
flags before committing to making an offer.

• It’s been on the market for an extended period.
• It’s the highest-priced listing in the neighborhood.
• �e home requires significant renovations before it is suitable for 

living.
Research crime rates, the police presence and the types of business-

es that thrive to ensure the community is safe.

“Turning Your Dreams
Into An Address!!”

ASK ABOUT OUR SPRING LISTING SPECIAL!
Call or go online today for a FREE Elevate Account to

Search the MLS like an agent!
www.michellesmith.elevatesite.com or www.remine.com/re/msmith

Michelle Smith, Broker/Sales
Specializing in:

First Time Homebuyers, Investors,

Building Lots, Farms, Foreclosures

www.SmithSalesTeam.net
Contact: Michelle 636-299-8872

Email: MichelleSmithSells@gmail.com

Judging a Home’s Resale Value



VOTED READER’S CHOICE FOR BEST 
STORAGE UNIT FACILITY 2020!

Contact Us Today! (636) 251-4111

katie@truesdalestorage.com
Office Hours: 9:00 AM - 5:00 PM - 7 DAYS A WEEK • 200 Pinckney St, Truesdale, MO 63380

Spring Specials

Rent Your Space Today On Our User Friendly Website! It’s simple! 

Rent your storage units online and pay your bill online 24-7. 

We make renting storage a hassle free experience.

Just visit www.truesdalestorage.com

to Start Renting Today!

10 x 15 Units: $70 per month!
10 x 20 Units: $80 per month!
10 x 30 Units: $120 per month! OUTDOOR STORAGE 

COMING IN MAY!

Store your boat, RV, camper, 

or vehicle in one of our secure 

outdoor storage spaces! 

Limited spots available!
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�e ongoing COVID-19 pandemic has changed how many Ameri-
cans think of where they live.

According to data from a recent Harris Poll, nearly a third of U.S. cit-
izens are considering moving to less densely populated areas. Trad-
ing in city living for many close-knit suburb communities provides 
lower crime rates, more affordable costs and larger living spaces.

If you’re a parent, more suburban areas have access to highly rated 
schools. �e education opportunities are often a significant factor 
that families consider before investing in a property. A smaller stu-
dent body also means that your children will get more one-on-one 
time while learning and build stronger bonds with their peers.

MORE CONVENIENCE

One of the most significant reasons people escape the city for sub-
urban homes is the slower pace and convenience. Major metropoli-
tan areas can be challenging to navigate, considering public transpor-
tation, dense crowds and immense traffic.

Sometimes, a quick visit to the grocery store can lead to a stressful, 
all-day event. In smaller communities, Americans gain quick access 
to places like shops, restaurants and entertainment venues without 
traveling into a hectic city environment.

PEACE AND QUIET

Living in the heart of a city comes with some advantages, but peace 
and quiet are not high on the list. With the heavy traffic, hustle of ur-
ban life and consistent traffic activity, it can be challenging to find the 

silence to relax fully. While many suburbs offer exciting social scenes, 
the more spacious footprint tends to be more laid-back and peaceful.

MORE VALUE IN PURCHASING

When looking for value in your home purchase, suburban living of-
fers beautiful properties with significant amenities. While the asking 
price for these buildings may be considerable, families can find great 
deals on a home that provides larger living space in terms of square 
footage and features.

Because the living quarters are more sizable in the suburbs, chil-
dren enjoy their own rooms, a spacious backyard and several bath-
rooms. If you are ready to make a move, reach out to real estate 
agents in the prospective area to get the ball moving.

Most of the deal can be performed virtually while they research 
potential properties that work with your budget.

Move to the Suburbs

Inc.Co.,Abstract&TitleYorkYork Title & Abstract Co., Inc.
Contact us about your closing today!

YT
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Selling your home can be stressful, especially if you have an emo-
tional connection to a property.

When the process begins to affect your mental well-being, 
it’s critical to take a step back and manage your feel-
ings.

Rushing through a transaction to get it over 
with can lead to negative financial results or re-
gret. Before hiring an expert to list your home, 
make sure you’re emotionally ready, and the 
decision is right.

If you’re hesitant, draft a list of the reasons 
you plan to sell and the advantages you may 
acquire by staying. If you find more things 
you like about living in the property, consid-
er forgetting the idea and re-evaluating it in 
a few months. However, if you’re committed 
to selling, consider these tips to control your 
emotions.

YOUR HOME IS A PRODUCT

Regardless of the memories you created within the property, to a 
potential buyer, it’s a home where they will lay their roots. Showcase 
the house in its best light while avoiding the feelings that may arise. 
If you painted your walls with bright and vibrant colors, consider 
repainting them with more neutral tones that speak to a broader 

audience. It’s also an excellent idea to hire a professional cleaning 
service before going to market. �ey can remove unnecessary clutter, 

clean the carpets and polish parts of your home that are often 
forgotten.

INVOLVE YOURSELF IN THE PROCESS

�e stress of being left out of the loop during 
a real estate transaction can be challenging to 

manage.
Be honest with your real estate agent and 

explain that you wish to be involved in the 
process. It’s essential to find a balance be-
tween remaining active and being intrusive 

to your agent. While you shouldn’t get in the 
way while they work, it’s beneficial to respond 

to feedback, keep the home tidy between 
showings and ask your expert for updates.

TURN TO FRIENDS AND FAMILY

Sometimes taking a step back from the sale can provide 
stress relief. Rather than worry yourself about the transaction, try to 
find time to connect with friends and family. Discuss your concerns 
with them about the home sale for a different perspective. Perhaps 
they have gone through the same emotional struggles that come with 
selling your property and will provide you with honest advice.

Manage Emotional Stress



Energy efficiency is all the rage when it comes to the real estate 
market. Buyers and sellers alike have taken to the importance of 
implementing smarter, more efficient appliances and systems 
into their homes.

Whether you’re buying or selling, energy-efficient homes are 
commodities on both sides of the market.

Properties that are already equipped with environmentally 
friendly appliances can speak to buyers on a budget and those 
who are cautious of their carbon footprint. As a seller, upgrading 
your home’s equipment can differentiate between a sale at the 
asking price or a lower offer.

Check out a few interesting statistics discovered in the 2019  
Energy-Efficient Home Design Trends Survey, conducted by Fixr.

• The majority of homeowners are personally motivated to save 
energy to save money.

• Ducts and windows are the two most effective places to save 
through air sealing.

• Heat pumps are the most popular method used to heat an 
energy-efficient home.

• Solar power is the most common way to utilize renewable 
energy in a property.

Find out more about top energy-efficient home trends that 
home buyers expect, as reported by the National Association of 
Realtors.

ENERGY STAR APPLIANCES

The U.S. Environmental Protection Agency approves appli-
ances that boast the Energy Star logo as the same or better than 
standard products, only they use less energy. The equipment 
ranges from machines like refrigerators, dishwashers and dryers 
to household necessities like doors and windows.

Ensuring your home is equipped with certified devices can be a 
selling point in your listing that attracts more buyers.

HVAC EQUIPMENT

The home’s HVAC system can be a significant investment and 
an expensive repair if it isn’t working correctly. Suppose you do 
not perform regular maintenance on your equipment. In that 
case, it’s essential to hire a licensed expert to conduct an inspec-
tion.

If you skip the assessment and go forward with the sale, a 
home inspector may discover it is on the brink of failure, leaving 
the buyer’s perception of you as dishonest.

SOLAR PANELS

Equipping the home with power-generating solar panels can 
lower the electricity bills and reduce reliance on fossil fuels. 

Make sure you can pay off the installation cost as even after the 
property sells, some loans can’t be transferred.

REAL ESTATE GUIDE  |  TRENDS

Buy or Sell an Energy Efficient Home



Vickie Oelschlaeger Real Estate, LLC
105 East 4th Street, Hermann, MO 65041

573-486-5433

Vickie Oelschlaeger Real Estate, LLC will be moving to a 
new location at 311B Market Street, Hermann effective on or 

before April 1, 2021.

Why Choose Us For Your Real Estate Needs?
• Recipient of 2020 People Choice Award as Best Realtor!

• Hermann Area Chamber of Commerce Featured Business of the Month for February 2021!
• Member of St. Louis Multiple Listing!  • Accredited by Be er Business Bureau!

• Dedicated Agents with many years of experience representing sellers and buyers!

We list and sell property in Montgomery, Warren, Gasconade, Franklin and Oasge Counties.

Vickie Oelschlaeger Real Estate, LLC 
will be celebrating their 19th anniversary 

on March 26, 2021.  
Thanks to all our past clients and customers who have supported us over the years!

Vickie Oelschlaeger
ABR, GRI, Broker Owner

573-690-7768 (cell)

Be�y Stevens
Salesperson

573-999-0666 (cell)

Stacy Ingle
Salesperson

573-338-6645 (cell)

Jim Brink
Salesperson

636-667-2491 (cell)

Anita Watson
Salesperson

573-486-5433 (office)



Samantha RichardsonSamantha Richardson
Broker-Owner/REALTOR®

MRP/PPS

314.713.2455314.713.2455

Neal St. OngeNeal St. Onge
Broker/REALTOR®/RRES

SFR/MCC

314.574.7764314.574.7764

Jessica SchanuelJessica Schanuel
REALTOR®

636.297.0053636.297.0053

Stacey BlondinStacey Blondin
Broker-Owner/REALTOR®

Salesperson/ABR/PPS

314.713.1463314.713.1463

Becca GasperoniBecca Gasperoni
Broker/Salesperson/REALTOR®

MRP/PPS

314.565.4598314.565.4598

Sarah BellSarah Bell
Broker/Salesperson/REALTOR®

MRP/WCR

636.614.8693636.614.8693

Maggie HaseMaggie Hase
Broker/Salesperson/REALTOR®

PPS

314.952.8784314.952.8784

Shannon GregoryShannon Gregory
REALTOR®

314.223.6916314.223.6916

Rhonda AydenRhonda Ayden
REALTOR®

314.960.2760314.960.2760

Samantha WalchSamantha Walch
Broker/Salesperson/REALTOR®

MRP

636.697.8726636.697.8726

Donna HencyDonna Hency
Broker/Salesperson/REALTOR®

573.528.1240573.528.1240
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