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Benefits of owning a home just
can’t be ignored, says Collins

By William Harris

SHERBROOKE — Keith Collins,
president of the Estrie real estate
board, describes the current
market for real estate in the Eas-
tern Townships in one word: “Ac-
tive.”

“Consumer confidence in the
economy is back, and interest
rates have remained reasonable,”
says Collins, a Royal LePage em-
ployee. “Over the past year there
have been significant increases in
real estate transactions all across
Canada, and our region is no ex-
ception. The overall benefits of
home ownership are simply beco-
ming too attractive to ignore.”

Collins isn't exaggerating when
he says real estate transactions
have increased significantly over
the past 12 months. From January,
1985, to January, 1986, total Cana-

WE SELL BUY
AND
EXCHANGE

customers who

are ready o buy

that have good
credit

JEAN JACQUES BOIVIN
BROKER e 563-8232

i

PIERRE VALENCE
AGENT o 567-1072

DENISE &ERRON
AGENT e 569-8031

ROYAL TRUST
INTRODUCES
THE NEW DOUBLE-UP

MORTGAGE

Double-Up Your Payment Any Month
And Save Thousands In Interest!

ntial Interest On $50,000 Interest On The Same Mortgage

25 Year Mortgage Doubling Up' Twice Per Year

== ROYAL
TRUST

Mortgage Services

25 Wellington Street North
Sherbrooke, Que. 569-9371
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dian transactions were up 21.7 per
cent. And, according to Collins,
E.T. increases have been at “ap-
proximately the same level.”

So what’s the big attraction?

“With the current state of the
economy, people are realizing if
they're paying $300 per month for
an apartment, they might as well
spend another $100 and buy them-
selves a home,” Collins says. “That
way they're making an investment
in their future, considering appre-
ciation and re-sale values, instead
of spending money they’ll never
see again.”

MORE REASONS

But the increase in home sales
goes much deeper than the state of
the economy. Collins believes
owning your own home has always
been a type of “North American
Dream.”

“Owning your own home is
known as ‘The American Dream’,
but it definitely applies to Canada
as well,” he says. “If it's economi-
cally feasible, most people want to
own their own homes — it's that
simple.”

“During the recession years of
the early 80s, for example, very
few people actually lost their
homes, despite all of the talk,” Col-
lins continues. “This seems to indi-
cate most people will make a lot of
other material sacrifices before
they give up their houses.”
YOUNG FOLK

The vast majority of recent E.T.
home sales have been to people un-
der 40, with a good number of those
going to people under 30. Because
of these revealing statistics, Col-
lins has some sound advice for the

)
r, Lennoxville and the surroundings

Qur personalized service has no equal; hete is the assutance of an efficient, professional
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569-0500
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REALTOR

your own interests,

Member of Sherbrooke Real Estate Board

RODRIQUE
DESNOYERS
ASS. BROKER

MAGNUM IMMOBILIER INC.

Keith Collins...
their own home.
young person who is looking into
buying a home for the first time
“Potential buyers sometimes get
caught up in the details of what size
the kitchen should be or how many
bathrooms they need,” Collins
says. “To get started all you need to

See next page

Everyone wants

ROIERTE
BERTHIAUME, F.R.I.
PRESIDENT
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™e Permanent n E.T. market
-- steady, but
not booming s

IIis o From last page
Courtemanche Galipeau
NORTH: Charming 3 bedroon bunga-
low, dining room, finished basement,
2 fireplaces, large well landscaped

lot, swimming pool.

15 MINUTES FROM CENTRE OF
TOWN: 4 bedroom, 2 storey home,
hardwood floors, partly finished ba-
sement, garage, large lot
MARTINVILLE: Price reduced. 4 be-
droom, Swiss style home. New BOOM TOWNS? Real Estate
construction. Lot 400 X 400 Are any E.T. municipalities par- 5
SAW:!ERrylLLE:fbedrloom rfén%va!ed ticularly flourishing at the present 8
country home, large living ining § time? Eoumd ;
rooms, oak cabinets in kitchen, shed. “I guess Magog could be conside- # o - NORTHERN VERMONT

ON THE RIVER: Swiss style 4 be- I red a bit of a ‘hot spot’ right now, ) Viewing Lake Seymour

do is sit down and accurately cal-
culate how much you can pay eve-
ry month. With this information,
any real estate agent will be able to
tell you what type of house you can
afford. You'll get no enjoyment out
of your new property if you're
always struggling to make the
monthly payments.” 4 . Insurance

&

droom home, large living & dining | but as usual everyone is after lake-
area. |deal vacation living the year §| front property, and it doesn’t come
long near town. up for sale that often,” Collins says.
178 ACRE FARM: Sugar bush and | “Generally speaking, the overall
sugar house. Country home, Will sell § demand for E.T. homes is much

i ’ 3 “‘g A
with or with out machinery and ani- | greater than the supply.” 4 = 1 i . l'!m.g :l .
| A v - y
i B,
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If vou are thinking of selling or As for the immediate future, Col- e ¥
A 9 g lins says 1986 has the potential to be : R .
an even better year than 1985. Ranch w/4 Acres. All Remodeled, OHW

e heat, f ining, | f &li
“There’s no actual ‘boom’ going Dl ST MG fNrDY Sm. . & i

would like o market evaluation 4 S . &
I ; rm. Pantry, appliances include ,00i
without charge, please call. We I o, _ pusiness has increased at a R il Kiné Madse

have many services thatwe can I pnice, steady pace,” he says. 3 g e v v e e R MLS REALTOR
Oﬁer our Cllen's, Klosks, JonﬂG’ “That’'s why prices haven't gone by " " ‘s
Immoblier and mortgages. through the roof, and it's a nice sur- ' Derby, Vermont 05829

566-2430 prise for people to find that homes : S — ) Island Pond, Vermont 05846
Broker are extremely affordable inourre- Real estate board President Keith Collins says you won’t enjoy your new (802) 766-2294

563-3000 gion.” home if you're struggling to pay for it.

buying your home and you

ROYAL LePAGE = .

IT'S GOOD TO KNOW SOMEONE WHO KNOWS.

CONGRATULATIONS TO OUR AGENTS, WHOSE OUT- ;’:

STANDING PERFORMANCE, PROFESSIONALISM AND S e,

SERVICE TO OUR CLIENTS HAS EARNED THEM THE h P |
PATTI MACAULAY FOLLOWING HONOURS: “AWARD OF EXCELLENCE", JUDY BUDNING

Award of Excellence “PRESIDENT'S GOLD AWARD” AND “MASTER SALES Award of Excellence
President’s Gold Award AWARD". President’'s Gold Award

-

2855 King West,
Sherbrooke

FRANCINE CHAREST JACQUELINE BOLDUC 5 6 3 o 9 8 3 4 DONALD GAUDREAU
President’s Gold Award Master Sales Award President's Gold Award




4 — The Record — Real Estate — Friday, February 28, 1986

Realtor offers

By BARBARA JANE HALL

Why 15 it that one house sells within
days after the realtor’s sign appears on the
front lawn and another lingers for months
on the market? In today's tough real estate
market, far too many sellers are spending
endless months. even years, watching pro-
spective buyers troop through their homes
without making an offer.

To avoid this kind of frustration, you
must learn the secrets of making your
house more salable. And no, you needn't
invest $5,000 in a new redwood deck or
$10,000 in an in-ground swimming pool
to make your home a quick seller.

If you want to reap the rewards of a fast
sale of your home, what you must be will
ing Lo invest are your time, your imagina-
tion, and a little old-fashioned elbow
grease. But before you pick up a hammer
or move a box, you'll need to do some
mental groundwork

Remember that you're not selling a
house, you're selling a home. It ’s your job
to set the scene for a buyer to fall in love
with your home. Believe it or not, many a
house has sold quickly because of a spec-

tacular lilac bush or a cozy windowseat
tucked under the eaves

First, settle down in your favorite easy
chair, close your eyes. and try to remem
ber your feelings the very first time you
walked into your home. Now, pick up a
pencil and start listing your impressions of
your home's most positive features. Ask
your spouse and your children to add their
own special positive reactions

To complete the list, take a slow tour
through every room in the house (bath-
rooms, t00), then canvass the attic, base-
ment, garage and finally the yard. Make
an effort to note at least one positive fea-
ture in the area.

Now comes the tough part. Your first
list was fun; for this one, you have to be
ruthless. Try to imagine that you are a
stranger seeing your own house for the
first time. Plunge right into the spirit of the
game by starting your dispassionate tour
from the street. Then take a pencil and list
every negative feature you can find.

You must neither close your eyes to your
home'’s negative features nor let them de-
press you. Once aware of them, you're go-

ing to learn to solve the problems with
ingenuity — and a very small outlay of
cash, if any

Here are some general tips that will help
make your house more appealing

1. Accentuate the positive. As an edu-
cated seller, you should learn to use the
powerful, magnetic quality of color as an
effective selling tool. Don't expect buyers
to notice your home’s best selling features
without a little help on your part.

Do you want to direct the buyer's eye to-
ward that charming little windowseat in
the master bedroom? Simply arrange
some brightly colored pillows in the cor-
ner, or fold a boldly patterned quilt on the
bench.

Highlight the graceful bay window in
your living room by placing a colorful ar-
rangement of flowers on a table in front of
the window. If a brick-paved patio is your
pride and joy, buy a bright checkered ta-
blecloth for your redwood table to draw
the buyer's eye to this area,

Lighting should also be used for empha-

sis. For example, you can effectively draw
attention to a handsome wall of bookcases

A
Mike Allatt

Ayer's Cliff: 10 acres with access 10 lake.
Mike Allatt 842-2698

Lennoxville: Large triplex with 2 x 6%, 1 x
4" plus another 3 in converted garage
electric heat. Mike Allatt 842-2698

Small Lake Brompton: Vacations for years
10 come, summer cottage with 140 ft. of
lake front. Mike Allatt 842-2698

North Hatley: Country living with town ser-
vices, 3 bedroom bungalow, electric heat,
land for a nice garden. Mike Allatt 842-
2698

Little Lake Magog: Lakefront winterized
cottage, 4 bedrooms, furnished. Mike Al-
latt 842-2698

North Hatley: 3% acres with lake view
Mike Allatt 842-2698

TRUST
GENERAL

2630 King West
Sherbrooke
565-8181

Bob Bowers

Commercial bidg, approx. 25,000 sq.ft
could be used for numerous enterprises
Well located, low taxes. Bob Bowers 564-
4452

Cottage: 5 rooms, completely furnished,
on the lake, perfect for fisherman, priced
to sell, make an offer. Bob Bowers 564-
4452

Bungalow 7 rooms, approx. 20 min. from
town on 3 acres of land, excellent chance
for country living. Bob Bowers 564-4452

Country home 8 rooms, possibility of a
duplex, low price and very low taxes. Bob
Bowers 564-4452

Queen St., Lennoxville: Excellent reve-
nue, property well located. Bob Bowers
564-4452

FARM - 30 acres, well built ol-
der home, insulated barn, pas-
ture, woods, raspberry
bushes, greenhouse, nice
views, close to autoroute and
skiing. Christiane Baril 243-
6125, 243-0292 eves.
BOLTON CENTRE - Lovely old
house, 16 rooms, 2 acres of
land. Ideal for small inn or
“Bed and Breakfast™. Close to
major ski centers and auto-
route. Diana Timmins 243-
6125, 243-6969 eves.
MOUNTAIN TOP FARM - 232
acres, large renovated house,
good barn, views, pond, near
Lake Memphremagog. Steve
Hartley 243-6125, 263-5920
eves.
CLOSE TO OWL'S HEAD -
Charming older 3 to 4 be-
droom home resting on 5.4
acres, small pond, views,
$35,000. Reg Gauthier 243-
6125, 243-5463 eves.

KNOWLTON OFFICE:

3 Victoria

(514) 243-6125

SUTTON OFFICE:

24 Main Street

(514) 538-3447

by placing a few small accent lamps in
random pattern on the shelves.

If you have a fireplace. make sure it’s
highlighted by the glow of a roaring fire
Off season, place a lush fern or dried
flower arrangement on the hearth.

2. Eliminate the negative. You can elim-
inate many of your home's negative fea-
tures by transforming them into something
more visually pleasant. A long, dark hall,
for instance, will appear shorter if it's
wallpapered in vertical pastel stripes

By hanging a few pictures (borrow them
from other rooms) on the walls and install-
ing inexpensive gallery lights above them,
you will stop the buyer’s eyes along the
way and the monotonous tunnel effect will
be eliminated.

3. Make those minor repairs. Don’t
shrug and count on buyers to overlook
seemingly minor imperfections. Will that
buyer be impressed with the size of your
master bedroom if the doorknob falls off
in his hand, the window sash sticks, and
the overhead light fails to illuminate this
beautiful room when you flip the switch?

4. Regardless of the season, tackle
spring cleaning. A bright, well-scrubbed
home not only will sell faster than a dull,
dingy one, it may sell for a considerably
higher price. Dreary though they may be,
those hours spent thoroughly cleaning
your home will be hours well spent when
the result pays off in an early and profit-
able sale.

5. Create the illusion of spaciousness.
Most buyers are looking for space, as
large a living space as their money can
buy. Even if you think your rooms are ade-
quately sized, make your living space ap-
pear as large as possible by eliminating
bulky, unnecessary furniture.

Also consider rearranging furniture to
give the iliusion of spaciousness. Even
though you've enjoyed your couch posi-
tioned in the middle of the living room in
front of the fireplace, the room will proba-
bly look much larger if you place the
couch against a wall. Moye your furniture
around. Experiment.

6. Give your rooms a light, bright look.
When asked about their ideal house, most
buyers respond that they want large,
bright, cheerful rooms. Keep window
shades rolled up and Venetian blinds open
and let the sun shine in.

If your home has a very bright sunny
room, emphasize this great asset by hdﬂ!.
ing a plant or two in the windows. Almost
every home has a dark room or two, where
the sun never seems to shine. Be abso-
lutely sure that these rooms are not painted
adark color. Be sure the curtains are sheer,
and increase the wattage of the light bulbs
in lhesc darker rooms.

7. Eliminate unpleasant odors. No mat-
ter how beautiful your home is to behold,
it must also smell good — i.e., clean. Re-
member that some people are much more
sensitive to odors than others. Smokers
rarely notice the stench of tobacco that fills
their homes, and pet owners may be obliv-
ious to objectionable doggy odor. You can-
not assume, however, that your
house-buying customers will be among
those with deadened olfactory facilities.

8. Avoid eccentricities. Your chances of
selling quickly will be greatly improved if
you can make your home appeal to a broad

tips on selling your home easily

spectrum of buyers. The smart seller will
try to play down those very individualistic
touches that may express perfectly his
taste and personality but. at the same time
may appeal to a very small minority of
home buyers. After all, if you had in

tended simply to relax in your beanbag

chair, meditate before your Pink Floyd
poster, light some incense, and wait for a
well-heeled hippy to buy your pad, you
probably wouldn't be reading this article
in the first place.

9. Recognize the fine line between clus
ter and sterility. Too many discordant ele
ments in a room can make the area look
small and “‘busy,” and yet a room without
personal accessories will appear as cold
and antiseptic as a furniture showroom.
Leave an open book on the coffee table or
a basket or knitting yarns beside your
rocking chair.

10. Display photographs that show your
home during other seasons. Not only is
spring the most active home-buying sea-
son, it is probably the time of year when
your home looks its very best. The lawn is
lush and green; flowering trees are filling
the fresh air with a heady aroma; daffo
dils, tulips, and violets are blooming.

But what if you have to sell in the dead
of winter? Go through your photo albums
and select pictures of your house and yard
during all four seasons. These will be im-
portant selling tools. Be sure to include
photographs of outdoor living spaces
patios, barbecue areas, and decks set up
with summer furniture.

Round out your selection with one of
your home at Christmas with a wreath on
the door or choose a picture of that beauti-
ful maple tree in the front yard wearing its
bright red fall leaves.

Once you have narrowed your selection
of photographs, arrange them on an incx-
pensive cork bulletin board, which you
can hang in the Kitchen or family room. If
the board is hung at eye level in a well-
lighted area, the pictures will speak for
themselves and give you yet another sell-
ing edge.

Editor's note: This excerpt is from 101
Easy Ways to Make Your Home Sell
Faster (Fawcert Columbine, $4.95.) Its au
thor, Barbara Jane Hall, ha: been a li-
censed New York State real estate agent
and Associate Realtor of the Orange
County Board of Realtors.

Add attic insulation to

reduce fuel bills

Upgrading insulation is a home im-
provement that works year round.

Adding mineral fiber insulation —
either rock wool or fiber glass — to
an attic should result in lower heating
and cooling bills. In general, R-38 or
R-30 insulation is recommended for
attics. PY
Patio doors are a good way to keep
in touch with the outdoors. Besides
easy access, they offer views and lots
of natural light.

Wood framed patio doors are
available either as sliding units or
hinged, in which one of the panels is
fixed and the other swings open.

ROBERT BURNS REAL ESTATE
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Buying a home with a friend

Singles who feel they can’t afford a
home on one income are finding that
by joining forces with a friend or two,
they can enter the residential real estate
market with a minimal downpayment
and shared responsibility.

For instance, Judy, a 29-year-old
travel agent, and Sue, a 32-year-old
public relations consultant, each con-

tributed $10,000 for a downpayment of

$20,000 on a $95,000 townhouse in a

central location. Their $75,000 mort-

gage at 12 percent amortized over 25

years costs a total of $784.85 per

month, or approximately $393.00 each

(as a high-ratio mortgage an extra 1.5

percent or $1,125 will be added on to

the total for mortgage insurance).

Judy and Sue each pay half of the
monthly carrying costs and expenses
on their home. Both have found that the
total cost of carrying their home is only
slightly more than they paid in rent,
and at the same time, they are building
equity on their investments.

The decision to share living accom-
modations is difficult. Before you take
the plunge, there are some questions
you should ask yourself.
® Am I prepared for the responsibili-

ties of home ownership?

* AmI prepared to take on a roommate?

* What type of person should I choose
as my roommate/partner?

* [fone of us wants to sell, how will it
be handled between us?
Ultimately, the type of person you

are looking for will have a good atti-

tude towards housework and chores,
live in a similar lifestyle to yours, and
should be in the same income bracket.

Once you've chosen a roommate, the
two of you have to reach an agreement
on how much you can afford, what type
of house you need, and the location of
the property.

Select a real estate representative with
whom both you and your partner are
comfortable and who has a good knowl-
edge of the areas in which you are inte-
rested. A representative who is familiar
with the special needs of singles sharing
a home may alleviate a lot of the con-
fusion surrounding these key questions.
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Problem windows

Have a **no-view"' window or one
that faces an unsightly view or doesn’t
let in enough light? A little imagina-
tion can help transform that problem
into a plus for your home!

With a window that faces a brick
wall or some other unattractive set-
ting, install a frosted, translucent
plexiglass cut to fit the length of your
window and wedge it into place. You
can buy plexiglass panels at plastics
supply stores listed in your phone
book.

For a window that is recessed, try
the romantic screen treatment,

'stretching semi-sheer fabric over

wood canvas stretchers slightly
smaller than window size.

-

SIONAL:

RES 565-7125

PLANNING ON
SELLING OR BUYING A

NOT AS BIG AS

‘ THE NEXT STEP FOR YOU IS
%

IF YOU WANT TO FIND OUT MORE ABOUT
THE MARKET VALUE CONSULT THE PROFES-

Rhoda Leonard

REAMIX

estrie inc.

Rhoda Leonard

HOME?

YOU THINK.

Bus 564-0204

The Record — Real Estate — Friday, February 28, 1986 — 5

Desjardins is the
place you can
count on for your
mortgage loan

"Buying our home was a big decision in our life.

We needed adyvice on all matters.

As far as financing was concerned, we were looking for an
experienced financial establishment who would be concerned
with our needs and would offer competitive interest rates.
We found it all at Desjardins.

Desjardins is really the place you can count on.”

Anne Jones and Henry Wright

‘ desjardins

Une ressource naturelle.
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Security of real estate investment attracting Yuppies

Whether they're married or single, it ap-
pears that Yuppies (Young Urban Profes-
sionals) believe in buying real estate.
The under-40 age group accounts for
70 percent of all real estate transactions,
according to recent Royal LePage re-
search. Even more surprisingly, almost

FAMILY AUBERGE FOR SALE IN SUTTON:

Charming auberge furnished and equipped

with 12 rooms, restaurant for 54 and bar
for 20 people. The Auberge is situated in a
tourist area and with ski hills in Sutton

George Fischlin, (514) 538-2781 or 538-
2549

DUNHAM TOWNSHIP: Schoolhouse reno-
vated with charm, High ceilings, lots of
light, outside deck, privately located on %2
acre. Asking $34,000. Deane Blackwood,
(514) 538-3306 or 538-2549

one in every four homebuyers is single.

Yuppies represent a substantial seg-
ment of the post-war baby boom genera-
tion, ranging in age from 19 to 39,
although the Yuppie core may be closer
to the 30-39 year age group. Typically,
Yuppies occupy the professional,
managerial, and entrepreneurial ranks of
our establishment. Their minimum per-
sonal income per year is estimated to be
$30,000.

Much of the publicity concerning Yup-
pies tends to focus on their free-spending
habits. However, it is apparent from the
Royal LePage research that the security
of real estate investment has a strong
appeal. This year's federal budget, an-
nouncing a tax-exemption on the first
half million dollars in capital gains, may
well be an added incentive toward home
ownership.

Royal LePage preliminary data reveals
the average purchase price for the single
buyer is about $99,000, a figure signifi-
cantly higher than the national average
price of approximately $85000. The
downtown core of major cities appears to
be a location that is popular with the
Yuppies, many of whom purchase older
homes and renovate them to suit their
requirements.

Yuppies are believed to be the biggest,
most affluent, best-educated population
segment Canada has ever had. As a
group, the Yuppies have a tendency to set

trends for the entire baby boom genera-
tion. Their high-profile lifestyles have, in
the past, indicated their free-spending
habits, and it now appears that the secu-
rity of home ‘ownership also figures #
prominently in the lives of young urban _¥%-*

professionals. /N /

DUNHAM TOWNSHIP: Perfect retirement
spot. Quiet sefting with superb views. Lo-
vely garden. Bungalow with garage
Asking $34,000. Deane Blackwood, (514)
538-3306 or 538-2549

BOLTON: Your own country Domaine
Ranch style home, living room with fire
place, spacious master bedroom, views of

your 80 acres of wooded land. Finished
basement. Garage. Fully equipped. Do-
lores Morris (514) 263-3589 or 243-5153

CONRAD LIZEE

NOTARY

25 Wellington North
Suite 708
Sherbrooke
562-5300

When old windows

One thing that doesn't change with
the weather is the need to save on fuel
costs. Whether a home is being heated
or artificially cooled, both processes
require energy.

As a result, retrofitting with wall,
floor and ceiling insulation has
become a popular remodeling project.
Even in a well-insulated home, how-
ever, substantial amounts of heat can

be lost through window areas that do

WILLIAM

NOTARY

121 Lorne
Lennoxville
567-0169

L. HOME

il

ROBERT DOWNEY

NOTARY

85 Queen
Lennoxville
563-2424

need replacing

not protect against excessive heat con-
duction and air infiltration. That’s
why many homeowners replace old,
inefficient windows with new, quali-
ty units or adding on to their homes.

Windows, which can make up a °
substantial amount of the outer wall
space of a home, can also account for
excessive heat loss.

To reduce this unnecessary ex-
pense, consider well-built wood win-
dows with either double pane or
insulating glass and factory-applied
weather-stripping.

Wood is used in the frame and sash
of quality windows because wood is
a natural insulator. Double-pane glass
or insulating glass reduces heat loss
through the glass area. In extremely
cold climates, where greater insula-
tion is recommended, triple glazing
is accomplished by adding a separate
storm panel.

A snug home that is economical to
heat will be just as easy to keep cool.

Aye;CIiﬂ Office

1031 Main Street
Tel: 819-838-4621

AT & %
ELIZABETH REDPATH
(819) 838-5850

We specilize in Country Real Estate - FARM - COTTAGE - LAND LOTS.

LAKE FRONTAGE

- COUNTRY ESTATES - VILLAGE HOMES.

GROUPE ASSOCIE IMM. M. COUSINEAU BROKER

CLAUDE 0STIGUY
(819) 838-5830




Because the outside surface of your home
deserves as much care and attention as
the inside, it is important to do some sim-
ple maintenance to keep it in good shape.
The adage that an ounce of prevention is
worth a pound of cure is particularly apt
when it comes to home exteriors, be-
cause inspecting regularly and making
simple repairs can forestall major and ex-
pensive problems.

WOOD siding is prone to such problems
as rot, warping, and insect invasion. Un-
less the siding is made of a weather resis-
tant wood like cedar, a coat of paint or
stain is required every three to five years,
However, taking out the hose and wash-
ing off the accumulated grime of the past
few seasons will extend the life of the
paintand isalot less expensive and time
consuming than repainting.

If you have painted wood siding, check
to see that the paint is not blistering. If it
is, moisture is finding its way into the
wood and lifting the paint. This moisture
can come from a number of sources, in-
cluding cracks in the eavestroughing or
water vapour escaping from the inside;
especially areas where water pipes are
located or near to your Kkitchen or
bathroom.

BRICK can be affected by efflorescence
(white powdery coating), often at the
foundation or near the weepholes at the
base of the wall. The source is often
moisture passing through the wall from
the inside. Check the weepholes (often
located between every third or fourth
brick on the bottom row of bricks) to
ensure they are not clogged. If they are,
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use a stiff wire to clear them out.

One cure for old brick walls with many
coats of paint or a heavy accumulation of
dirt is sandblasting. However, this sort of
treatment, if not done properly so the
bricks are resealed, can be bad for the
brick and result in serious deterioration.
STUCCO is arigid plaster consisting of
sand, lime, and cement that is applied
onto a wall over wood or wire lath in two
or three coats. If the house or the foun-
dation shifts, chances are the stucco will
crack. Water seeping into the cavity be-

hind the stucco can cause extensive dam-'

age. Consequently, even a hairline crack
in stucco should be filled immediately.
In addition, ensure the lines of contact
between stucco and all exterior wood are
very well caulked.

SIDING, whether vinyl, aluminum, or
steel, is one of the most popular forms of
siding today. The latter two are usually
covered with a baked-on enamel or vinyl

Now stir the fire, and
close the shutters fast,
Let fall the curtains,
wheel the sofa around
and, while the budding
and loud-hissing urn
Throws up a steamy
column, and the cups,
That cheer but not inebriate,
wait on each,
So let us welcome peaceful
ev’'ning in.
— William Cowper
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Plan exterior siding inspection for early spring

finish, while ‘vinyl® is solid polyvinyl
chloride (PVC). All of them provide your
home with a weather resistant covering.
However, if aluminum or steel siding are
not properly installed, they may not
‘breathe” well.

Insome cases, vinyl siding can be torn,
punctured, and susceptible to fading
problems if proper plastic mixes are not

used.

Individual steel, aluminum, and vinyl
panels can be replaced, although it may
be difficult 1o obtain an exact colour
panel because the original panels may
have weathered. If the panels are located
at the top of the house this may not be a
problem because of the distance from eye
level, especially if the variation is minor.

A DECORATOR

IN YOUR HOME

For any interior decorating problems.
A specialized team can come to your
home to consult your needs.

M Lighting M Colors
W Wallpaper B Carpets
B Ceramics B Drapes
M Blinds W Etc.

DECORATION
MARIE THERESE BERUBE

223 Dufferin Street Suite 001
Sherbrooke, Quebec

RESIDENTIAL AND COMMERCIAL W‘c’o?ﬁ:%‘t’m
(819) 562-3215 s

/\
ICD

CLAUDE DUPONT

REAL ESTATE BROKER
876-5457
54 MAIN ST., ROCK ISLAND,
P.0.

STANSTEAD, near golf course,
practical house, comfortable li-
ving room, dining room, 2 be-
droom, garage, garden, large
piece of land, nicely landscaped.

BEEBE, 1 mile from Lake Mem-
phremagog, stylish house, har-
dwood floors, fireplace in dining
room, 7 rooms, horse barn, 10.5
acres, must be seen.
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REAL
ESTATE —
THE CLIENT
COMES FIRST
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OFFICES
TO SERVE

Jeannine ?;::hand Ma,cg«s‘g_muanca De;;:t;ﬁl:-s Lu?segr_:o(’;%on M:cgeesl.gshgasl Don;ef_t;;geau Re;g:c‘!‘g:lé Yo U B HT ER
1552 KING WEST 12, 7TH AVE. NORTH
= SUITE 205 SHERBROOKE
SHERBROOKE 566-7116
564-5111 562-0070
Renald Fournier Louise Gagne Mario Gagnon Edmond Giroux Julien Lange Normand Lapointe 566-7' 22
564-1923 564-5111 565-0017 564-4434 565-2612 565-2612
20 CAMIRAND 2630 KING WEST
SHERBROOKE SUITE 130
564-7014 SHERBROOKE
2 564-1163 569-0978
Cupieloses  Seamaaies Ramandteves | NEMEdoSTon - Erngintorie  Jeosme tikeo 293 CARILLON 290 PLACE CARILLON
SHERBROOKE SHERBROOKE
a 564-1923 567-2100
pa2bi 2200 GALT WEST 1610 KING WEST
3 SHERBROOKE SHERBROOKE
| 3 565-2612 564-4434
André Messara J. Denis Moreau Charies Morin Aurel Painchaud Diane Picard Auréle Pinard
565-2612 564-5111 567-2100 5667122 564-1023 564-1923
36 WELLINGTON SOUTH
SHERBROOKE
- 565-0017

‘L

Alphonse Pomerleau Daniel Rubergo
-1163 564-4434

André L. Salvail
565-2612

Guy Therrien
564-5111

Normand Samson
565-2612

André Thibault

"\_K’

Blaise Tremblay
565-0017

For buying or selling property
do not hesitate to contact us

565-2612
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Darkness is an important ally of
criminal activity. Proper lighting can
be one of your best defenses. It can
help you to identify possible intruders
or better yet, discourage them from
entering your property

Contrary to popular opinion, light-

ing a home for safety depends more *

on where the lights are positioned than
how bright they are. A good exterior

lighting system might consist of ad- |

justable spot or flood lights under the
eaves or overhangs of the house
and/or garage to light the building.
An intruder can then be seen silhouet-
ted against the lighted landscape.

Fixtures, mounted in trees or on
poles, can illuminate wide areas while
doubling as lighting for outdoor ac-
tivities. Convenient, easily reached
switches should be provided to turn on
the outside lights.

Where possible, a light on each side
of the front door is best. If only one
light is possible, be sure it is mounted
on the lock side of the door.

Proper lighting is important in the
area directly in front of a garage to aid
in loading and unloading the car and
to avoid fumbling for keys in the dark.
Be sure to provide easily accessible
switches inside the garage to turn the
lights on and off. Remember...at
night you can see with relatively low
levels of light. An unshielded light
bulb seen against a black, outdoor
background creates a very high con-

ecoseese
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LIGHTING A HOME FOR SAFETY depends more on where lights are positioned than

how bright they are.

trast which can be bright and quite an-
noying. What's more, any light source
in the line of sight demands careful
shielding to prevent direct glare which
can cause both momentary discomfort

and the loss of ability to see clearly.

Only weatherproof fixtures should
be used outdoors and all switches in
wet locations should be grounded.

Let me live in my house by
the side of the road
Where the race of men
go by;
They are good, they are
bad; they are weak,
they are strong,
Wise, foolish, — so am I;

Then why should I sit in
the scorner's seat,
Or hurl the cynic's
ban?
Let me live in my house
by the side of the
road,
And be a friend to man.
— Sam Walter Foss

.NORTH WARD: 12 rooms plus revenue $275/m.

FARM: Brick cottage, barn, quonset hut garage. 110
acres of land. 15 minutes from Sherbrooke.

900 BOWEN: On 1 acre of land. 9 rooms. Bungalow.
Greenhouse, garage.

1560 O’REILLY: 11 room residence. In-ground pool.
140 x 125 lot.

LAKE MAGOG: Very special construction. Must be
seen.

LAKEFRONT COTTAGES: Call for more information.
WEST WARD: 6 rooms bungalow, carport. Low taxes

and heating.

DIRECT COURTIER INC.

MADELEINE McLELLAN
Office 566-2223
Res. 563-2581

> Stop-
and Tune
Car Radio

e the talking sign that sells for you

® continuous information to prospective home
buyers touring the neighbourhoods

@ separates the serious property buyers from the
curious.

Winr o

819-566-1501




