Managing Curb Appeal with Landscaping and Outside Maintenance

Obviously, a home’s first impression can make a huge difference in how well it fares on the market.  People who prepare their homes, both on the inside and outside, before they put them on the market are the ones who have quicker sales and who receive top dollar.

The course of action in this area depends on the owner’s budget and the timeline to sell the home.  For the typical sales cycle – 30 to 60 days – experts say spending between one to two percent of the home’s value is a reasonable investment in curb appeal.

Sometimes homeowners hesitate to spend money on a home they’re about to leave.  Sellers need to underscore the benefits of such an investment.  Industry experts say new landscaping can add two to three times its cost to the home’s sales price.

Basics

At a minimum, the home’s exterior and lot should be in working order and well maintained.  Items such as burned-out lightbulbs, broken doorbells and fountains, cracked panes of glass, and damaged trim should be repaired or replaced. Windows and siding should be CLEAN and any metal objects such as doorknobs, mailboxes and kick plates should be polished.

Keep sidewalks and driveways clean and passable.  Lawns should be cut, edged and green.  A bag of fertilizer from the local hardware store or garden center and some regular watering will perk up grass in a wee or two. All bushes and trees should be trimmed and flower beds should be weeded and covered with fresh mulch.  If the yard is overgrown and weedy, it’s a turnoff.  If bushes are beyond trimming, the Seller should remove them.  It’s better to have minimal landscaping than bad landscaping.

Should versus Must Do’s

Even though some projects carry potentially high price tags, some projects SHOULD be done.  If the roof shingles are starting to cup and curl, owners should consider replacing them.  In Oklahoma, if the roof is over 10 years old, and has damage from hail or strong winds, most insurance companies who are working with Buyers will require a replacement prior to issuing a policy.  Painting the exterior, replacing damaged gutters and shutters, and repairing broken concrete in walks and driveways should be high on the list.

Optional projects include landscaping.  The Seller must consider their timeline in installing new landscaping as some projects may take time to install and mature.  To add splash when Owners have limited money and time, experts recommend adding larger, more mature plants.  Though they cost more individually, the will add immediate color, texture, and interest, and the Seller won’t have to buy as many.  If flower beds are sparse, fill flowerpots to add splashes of color.

Yellow and red flowers are buyer colors.  Add a bench to the front porch or yard to invite Buyers to enjoy to outdoors.

Plan Ahead

Sellers typically have more than 60 days to prepare their home for sale.  Based on a recent national survey, the average home sale takes 9.3 months from the time the owner thinks of selling to the closing date.  That gives the Seller time to think about plantings that will bloom and grow during the market time.

A home’s marketability can increase dramatically by investing in a few well-chosen exterior touches. 

