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 “Enhancing, promoting, and protecting the private property 
 rights in our communities, and the business interests of our 
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Keller Williams, Cleveland
Steve Brock, broker

Paul Avratin
Becky Bailey
Jennifer Browning
Ashley Bryson
Doc Carbaugh
Jessica Carrasquillo
Chip Davis
Judy DiGennaro
Mark Dixon
Christy Dodson
Jennifer Douglass
Caysa Elliott
Tracy Ellis
Tina Elrod-Ledford
Gena Faulk
Sheena Guyton
Sally Hays
Anthony Horn
Wendy Houston
Donna "DJ" Kimmel
Carla Lane
Susan Ledford
Joe Lee
Kathy Lee
Joe Manning
George McAlister
Rhonda McClure
Effie McCray
Carrie McDonald
John McDonald
Carla Metzger
Slade Norris
Eric Norwood
Robert Praytor
Lorie Puckett
Harlon Rice
Bryan Richardson
Cindi Richardson
Pam Risley
Priscilla Rutherford
Cindy Shaw
Chad Shiffer
Jimmy Smith
Melody Smith
Dottie Sneed
Stephanie Tatum
Phyllis Thomas
Jared Tilley
Victoria Tilley
Justin Williams
Cathy Williamson

Coldwell Banker 
Pryor Realty
Bill Pryor, broker

Suzan Bean
Debra Brick
Teresa Congioloso
Jessica Day
Teresa Evans
WilliamEverett
Tilyna Janow
Suzanne Salley
Greg Travis
Bob Tumlin
Dianne Tumlin
Anneke Wilkey
Lisa Woody
Cindy Yawn

1st Enterprise
Tim Shaw, broker

Reta Maynor

Award Realty II
Marcia Botts, broker

Dennis Botts
Jacqueline Caffrey
Heath Davis
Genelle Hardin
Jay Helsdon
Steve Holder
Lesa Kidd
Rogelio Lantigua
Mary Jo White
Stuart Williams

Bender Realty
Jim Workman, broker

Donna Bales
Pamela Becktold
Fran Bible
Robert Bradney
Dale Clark
Brent Clayton
Tristan Cross

Marty Dabbs
Chris Free
Kay Free
Troy Goins
Linda Kaylor
Lilli Lauster
Stephen Martin
Tim Mazzolini
Pat McGowan
Lori McKay
PJ McKay
James Metzger
Miles Moseley
Kelli Paul
Linda Prince
Brenda Richardson
Dwight Richardson
Helen Riden
Ginger Savage
Alan Seiter
Pat Smith
Patricia Sosebee
Billie Stevens
Ricky Tallent
Amy Wagner
Brian Workman

Crye-Leike REALTORS
Jo Organ, broker

Judith Allen
Larry Allen
Terry Barnette
William Bearfield
Cindy Chase
Dana Connors
Jim Davis
Tammy Davis
Michael Domeck
Sheryl Domeck
Jamie Gilley
Phila Goins
Paul Guinn
Lynn Harrison
Grace Johnson
Daniel Keener
Anthony Knight
Johnny Lewis
Kimberly Lewis
Margie Lynch
Heather Matthews
Philomena Paul-Davis
Chip Phillips
Max Phillips
Taylor Phillips
Paul Ramsey
Renee Ross
Brandy Sams
Jannis Sams
Gary Silcox
Drew Spencer
Eric Spencer
Joe Stepp
Phoebe Stepp
Taylar Taylor
Sandy Whaley
Tony Young

Crye-Leike Realtors, Athens
Wayne Rutherford, broker

Donna Baran
Danny Best
Pati Cornell
Rosezella Crabtree
Michael Graves
Theba Hamilton
Chris Holmes
Dianne Jarvis
Cathy Kemph
Robert (Bob) Kemph
Trey Newton
Larry Partain
Laura Sullivan
George Tuell
Laverne Tuell
Becky Wattenbarger

r*e*trade real estate & auc-
tion
Robert Watson, broker

Michael Little
Sherry Tallent

Athens Realty
Nancy Bivens, broker

Diana Hutsell
TR Lawrence
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 Real Estate Professionals

 2700 Executive Park, Suite #2 • Cleveland, TN 37312 • 476-7300

EQUAL HOUSING
OPPORTUNITY

 Each Office Independently Owned and Operated

 Proud Supporters Of
 River Counties 

 Association Of Realtors ®

 We would like to
 welcome

 ROBERT AND TERESA
 YOUNG  to the

 Real Estate Professionals 
 team.

 Over 20 Years Experience

 Rita Haynie
 Mortgage Loan Originator
 rhaynie@fsgbank.com
 (423) 308-2207 work
 (423) 618-3018 cell

 NMLS #659301 EQUAL HOUSING
OPPORTUNITY

 Please come visit me and
 our new branch location at

 3200 Keith St. NW in front of 
 Cooke’s Plaza beginning July 27th.

Past Presidents: River Counties Association of REALTORS ®
Serving Bradley, Bledsoe, McMinn, Meigs, Polk & Rhea counties

BoB Gentry
President: 1961, 1963 

nelom jackson
President: 1964

maX carroll
President:  1967, 1968 

WIllIs Park
President: 1969

MeMbeRS

More MEMBERS, Page 4A

Local REALTORS’ group started in 1961
Chartered in 1961, the River

Counties Association of REAL-
TORS (formerly Cleveland
Association of REALTORS)
started with eight or 10 REAL-
TORS.  

Since that time, the associa-
tion has grown to have 400 pri-
mary, 25 secondary and 40
affiliate members. 

The REALTOR members bring
value to home buyers, sellers
and investors.  

REALTORS give buyers, sell-
ers and investors the advantage
they need to succeed in today’s
market.  In a comparison of first
quarter of 2014 and first quar-
ter of 2015, total homes sold in
Bradley County were up 27 per-

cent in 2015; the average sold
price increased about 8.5 per-
cent from 2014.  

REALTORS know what mat-
ters to buyers and sellers in
Bradley County.  They have the
expertise and experience to help
their clients interpret and navi-
gate the complex, time-consum-
ing and overwhelming world of
real estate, so sellers can pro-

tect their investment and buy-
ers build their dream.  

The REALTOR members have
unparalleled knowledge of local
market conditions and can
leverage that expertise to help
their clients reach their real
estate goals.

National Association of REAL-
TORS research shows con-
sumers who have worked with a
REALTOR are sold — 9 out of
10 buyers and sellers said they
would use the same agent again
or recommend that agent to
others.  Not all real estate

licensees are REALTORS.  Only
members of the National
Association of REALTORS can
call themselves REALTORS.

River Counties Association of
REALTORS strives not only to
work for the buyers, sellers and
investors, but continue to sup-
port local community activities.  

During 2015, River Counties
Association of REALTORS has
provided support monetary
support along with volunteer
hours to Bradley County
Habitat for Humanity, American
Heart Association, Bradley
Country Relay for Life,
Cleveland State Community
College, Chattanooga State
Community College – Dalton
Campus and Athens Technical
College. 

River Counties Association of
REALTORS is the local voice for
real estate.

Our MissiOn stateMent:

"enhancing, promoting and protecting the private
property rights in our communities, and the business

interests of our reaLtOr® members."

RCAR Board of Directors
Kelli Paul
President

Yvonne Newman
Past President

Jennifer Douglass
Vice President

Cathy McCracken
Ex-Officio

Max Phillips
Treasurer

Denise Marler
Secretary

Tara Hampton
RCAR Executive Officer

Directors: 
Suzanne Akins
Robert Bradney
Tammy Johnson
Rhonda McClure
Wayne Rutherford
Demetra Toomey
Dianne Tumlin

2015 River 
Counties 
MLS board

Cathy McCracken
MLS President

Judy Dunn
MLS Past President

Mike Robinson
MLS Vice President

Marcia Botts
MLS Treasurer

Brian Workman
MLS Secretary

Kelli Paul
Ex-Officio

Directors:
Amy Bales
Steve Black
Van Marler
Betty Messer
Jo Organ
Bill Pryor

River Counties Association
of REALTORS

2070 Candies Lane N.W.
Cleveland, TN 37312

423-476-5912
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 Offering A Full
 Service Property 

 Management Division
 423-476-1541

 clevelandtnrentals.com

 www.HamiltonCommercial.com
 2650 Peerless Rd. N.W.

 Cleveland, TN
 Phone: 423.476.5535

 Locally Known...
 Internationally Recognized.

 HAMILTON & ASSOCIATES, LLC

 Loye Hamilton
 Broker/Owner

 Rufus Triplett

 www.hamiltoncoldwellbanker.com

 twitter.com/cbhamiltonassoc

 facebook.com/ColdwellBankerHamilton

 youtube.com/coldwellbanker

 Hamilton & Associates

EQUAL HOUSING
OPPORTUNITY

 2650 PEERLESS RD.
 CLEVELAND, TN 37311
 476-5532

 Each office is individually 
 owned and operated.

 “Call us for all your 
 relocation needs,
 we sell homes all
 over the world.”

 Brad Benton

 The Coldwell Banker® network ranks #1
 According to the 2015 REAL Trends 500 
 Suvey, companies affiliated with the 
 Coldwell Banker brand produced more sales 
 volume than any other national brand.

Past Presidents: River Counties Association of REALTORS ®
Serving Bradley, Bledsoe, McMinn, Meigs, Polk & Rhea counties

W.B. BenDeR

President: 1970

MAX FinKLe

President: 1971

neWton M. MetzgeR

President: 1972

BiLL PHiLLiPs

President: 1973

K. LYnn DAvis

President: 1974 & 1978

gLenn RAMseY

President: 1975

RiveR Counties AssoCiAtion of REALTORS® and River Counties Multiple Listing Service joined
together in Pigeon Forge for Leadership Summit and Strategic Planning in January. From back left are
Rhonda McClure, RCAR board of directors member; Van Marler, RCMLS board of directors member;
Kelli Paul, 2015 RCAR president; Demetra Toomey, RCAR board of directors member; Bill Pryor,
RCMLS board of directors member; Jennifer Douglass-2015 RCAR vice president; Wayne Rutherford,
RCAR board of directors member; Max Phillips, 2015 RCAR treasurer; front, Betty Messer, RCMLS BOD
member; Denise Marler, 2015 RCAR secretary; Dianne Tumlin, RCAR board of directors member;
Suzanne Akins, RCAR board of directors member; Yvonne Newman, 2015 RCAR past president; Judy
Dunn, 2015 RCMLS past president; Amy Bales, RCMLS board of directors member; Cathy McCracken,
2015 RCMLS president; Brian Copeland, trainer; Steve Black, RCMLS board of directors member. Not
available for photo were Mike Robinson, 2015 RCMLS vice president; Brian Workman, 2015 RCMLS
secretary; Marcia Botts, 2015 RCMLS treasurer; Tammy Johnson, RCAR board of directors member;
Robert Bradney, RCAR board of directors member; Jo Organ, RCMLS board of directors; and Tara
Hampton, RCAR association executive officer. 

Choosing a 
real estate sales 
representative

Of all the decisions you'll face
when buying a home, there’s
none more important than the
person you choose to represent
you.

The job of your sales associate
is to support you in finding the
right home with the best possible
terms, and to aid you through the
entire process. 

Your sales associate will
explain the process of buying a
home, and familiarize you with
the various activities, documents
and procedures that you will
experience throughout the trans-
action.

Tips for selecting a Realtor®

Your real estate professional
should be:

Knowledgeable about the com-
munities of interest to you.

Aware of the complicated local
and state requirements affecting
your transaction.

Effective in multi-party, face-
to-face negotiations.

Highly trained, with access to
programs for continued learning
and additional certifications.

Technology-focused and
Supported by professional legal

counsel.



Certain items are essential to
any businessperson’s success:
some help you stay organized,

others keep you
connected, and
there’s one that
delivers instant
recognition. 

The REALTOR®
pin lets everyone know those who
are a REALTOR, a member of the
National Association of REAL-
TORS. 

The pin shows potential clients
that the agent they are dealing
with is experienced, ethical and
knowledgeable. 

The NAR recommends
REALTORs place the logo on all
their marketing material.

Century 21 
1st Choice Realtors
Teresa Vincent, broker

Theresa Brown
Art Clem
Sharon Clem
Karen Edwards
Patsy Harris
Justin Kennedy
Herb Lacy
Renee Leach
Lindsey Moore
Heather Peak
Bill Pittman
Carlene Redmond
Barbara Snyder
Toye Sowder
Kim Stone
Lee Tate
Vickie Vernon
David Vincent
Jason West

Gilbert Real 
Estate & Property
Susie Gilbert, broker

Darrell Gilbert
Jaime Harper
Bill Houston
Patsy Kitchen

Select Realty Professionals
Elisha Wooden, broker

Amanda Brewer-Baker
Randell Buckner
Bill Casper
Linda Casper
April Humphrey
Kara Lawson
Vasily Joe Levkiv
Chuck Martin
Julia Odom
Bill Sewell
Stephanie West

Premier Properties Realty
Ingrid Prather, broker

Greg Brogan

Garren Realty
James Garren, broker

Joanne Morgan
Quay Morgan
Jason Pankey
Steve Sperry

Lay Realty Co., Inc.
Rick Lay, broker

Gail Axley
Carol Brownsey
Jona Garrett
Robin Manis
Dean McKeehan
Sarah Newman

Lisa Paul
Sandy Phillips
Alice West
Linda Womac

ERA Blue Key Prop — Dayton
Van Marker, broker

Debra Coulter
Brenda Graham
Scott Kelley
Denise Marler
Jim Monday
Pat Monday

Century 21 Roberson 
Realty Unl
Joy Shaw, broker

Eddie Bodkin
Reba Keylon
Giles Roberson
Brittany Shaw
Wendy Webb

Lamb’s Realty
Steve Lamb, broker

Brooklyn Calfee

Coldwell Banker Hamilton
Margie Keller, broker

Patti Angelle
Lamar Arp
Carolyn Boyd
Donna Evans
Erin Hale
Eddie Johnson
Tammy Johnson
Joy Lane
Gena Mueller
James Rice
Kathy Rohsenberger
Kelley West
Kristy Whitmire

Hodnett Realty
Roger Hodnett, broker

Jim Hoover

Remax Real 
Estate Professionals
Chuck Jones, broker

Suzanne Akins
Kim Cranfield
Rhee Epperson
Hanna Kazy
Michelle McRee
Yvonne Newman
Mary Norton
Charles Rapier
Valerie Striker
Demetra Toomey
Robert Young
Teresa Young
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 650 25th St. N.W. • Suite 300
 Cleveland, TN 37312

 Office (423) 303-1200
 Cell (423) 618-8575

 Email: rvmcclure@kw.com
 www.RhondaVestMcClure.com

 Each Keller Williams office is independently owned & operated

EQUAL HOUSING
OPPORTUNITY

 Two Time  RCAR  Realtor Of The Year
 Consistent Top Producer

 34 Years In Real Estate Industry

 Rhonda Vest 
 McClure

 Broker, ABR, CRS, GRI

 Marcia Botts
 Cell 423-400-1042

 Serving Your Real Estate Needs Since 1980. 
 Contact any of our experienced professionals for 

 all your Real Estate Needs.

 1009 KEITH STREET 
 423-476-3205

 www.awardrealty.org
EQUAL HOUSING
OPPORTUNITY

 Dennis Botts
 423-310-3326

 Jacqueline Caffrey
 423-310-8887

 Genelle Hardin
 423-476-3205

 Heath Davis
 423-618-5854

 Lesa Kidd
 423-227-4989

 Steve Holder
 423-478-5668

 Rogelio Lantigua
 423-999-6986

 Stuart Williams
 423-280-8338

 Mary Jo White
 423-284-4488

 Premier Appraisal Group, LLC
 Where the spotlight is always pointed in the right direction

 Certified Residential Appraiser
 Licensed in TN & GA
 FHA  Approved

 Email: Joe@mypagroup.net
 P: 423.595.3425
 F: 423.899.6017

 Joe Wilson

Past Presidents: River Counties Association of REALTORS ®
Serving Bradley, Bledsoe, McMinn, Meigs, Polk & Rhea counties

erWin “riP” ToWnSenD
President:  1976

Jo organ
President: 1982 

r.F. “biLL” McinTire
President: 1983  

JiM WorKMan
President: 1984

bruce renner
President: 1985 

charLene Moore
President:  1986 

on Jan. 28, 1999, the Cleveland Association of Realtors became River Counties Association of
Realtors. RCAR expanded the service impact area to six counties — bradley, bledsoe, McMinn, Meigs,
Polk and Rhea.

MEMbERS

MORE MEMBERS, Page 8A

The ribbon cuTTing for the new office on Candies Lane was
done on Jan. 22. It opened a new chapter in the association. The
property was purchased in September 1997.

Not all agents
are REALTORS

As a prerequisite to selling real
estate, a person must be licensed
by the state in which they work,
either as an agent/salesperson or
as a broker. 

Before a license is issued, mini-
mum standards for education,
examinations and experience,
which are determined on a state by
state basis, must be met. 

After receiving a real estate
license, most agents go on to join
their local board or association of
REALTORS and the National
Association of REALTORS, the
world's largest professional trade
association. They can then call
themselves REALTORS.

The term "REALTOR" is a regis-
tered collective membership mark
that identifies a real estate profes-
sional who is a member of the
National Association of REALTORS
and subscribes to its strict Code of
Ethics (which in many cases goes
beyond state law).  

In most areas, it is the REALTOR
who shares information on the
homes they are marketing, through
a Multiple Listing Service (MLS). 

Working with a REALTOR who
belongs to an MLS will give you
access to the greatest number of
homes.

Many homeowners and home-
buyers are not aware of the true
value a REALTOR® provides during
the course of a real estate transac-
tion. 

At the same time,  REALTORS®
have generally assumed that the
expertise, professional knowledge
and just plain hard work that go
into bringing about a successful
transaction were understood and
appreciated. Many of the most
important services and steps are
performed behind the scenes by
either the REALTOR® or their bro-
kerage staff and traditionally have
been viewed simply as part of their
professional responsibilities to the
client. But, without them, the
transaction could be placed in jeop-
ardy.

The ultimate business tool
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EQUAL HOUSING
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 650 25th St. N.W. • Suite 300
 Cleveland, TN 37312
 (423) 303-1200

 Each Keller Williams office is independently owned & operated

 K IM  C RANFIELD

 Real Estate Professionals

 2700 Executive Park, Suite #2
 Cleveland, Tennessee 37312

EQUAL HOUSING
OPPORTUNITY 476-7300

 Each Office Independently Owned and Operated

 Multi-Million Dollar Producer 2012-2015
 Remax Regional 100% Club

 Go Getter Award
 THDA Mortgage Loan Certified Realtor

 Call Kim for all your real estate needs 423-331-4182

Past Presidents: River Counties Association of REALTORS ®
Serving Bradley, Bledsoe, McMinn, Meigs, Polk & Rhea counties

C.W. “bill” HARRis
President:  1987

G. MAx PHilliPs
President:  1988

eddie botts
President:  1989 

dAVid CARRoll
President: 1990

dellA ReNNeR
President:  1991

JoHN PAul douGlAs
President:   1992

Kelli PAul, right, is
the 2015 president of

the River Counties
Association of 
REALTORS ®.

Tara Hampton is
association executive

officer. 
The MLS 

services — Jenna
Woody.

Member services —
Lauren McDaniel

RCAR staff

RCAR reports local house
sales are up in 2015

Reuse the News
Recycle this newspaper

The River Counties
Association of REALTORS
includes members from six
Tennessee counties. 

RCAR services the neighboring
counties of Bledsoe, Bradley,
McMinn, Meigs, Polk and Rhea. 

The members of the associa-
tion play an active role in the
growth and marketing of each of
the communities within these
counties.   

One of the valued services that
have been attributed to RCAR is
the ability to report accurate sta-
tistics to the local area. These
statistics are based on the accu-
mulated data submitted from
the REALTORS in these areas
through their participation in
the RCAR Multiple Listing
Service.

The most recent real estate
market statistics with an
overview of the last three months
showed the following: beginning
Jan. 1 through March 31, total
residential units sold were 571.  

In that same time frame, the
average number of days for a
property to remain on the mar-
ket prior to being sold/closed
was 156 days. The average price
properties were listed was
$149,280 with the average sold

price being $142,372.
In reporting the numbers for

residential sales only, the first
quarter of 2015 in Bradley
County showed an increase from
fourth quarter 2014. 

In the fourth quarter of 2014,
247 residential units were
sold/closed with the average
days on the market being 119;
the average list price of
$159,087 and an average sold
price of $152,902.

In Bradley County, the first
quarter of 2015 showed an
increase over fourth quarter
2014 reflecting 250 residential
units sold with an average 154
days on the market; an average
list price of $161,393 and an
average sold price of $156,396.

REALTORS in the community
are seeing more activity and
River Counties Association of
REALTORS is happy to report
that sales are slightly higher this
year and we hope to see consis-
tent increases in the real estate
market.  

If you have questions or would
like to have additional informa-
tion concerning the real estate
market in Bradley County, con-
tact your local REALTOR for
more information.

Homeownership — When pulling
weeds becomes landscaping

There are many benefits to
owning your own home: safety,
security, tax breaks. 

However homeownership also
has the uncanny ability to turn
small, everyday things into much
more important tasks. Because
what you’re improving is yours,
and it will have a positive affect
on you and your family forever. 

REALTORS® have up-to-date
information on market condi-

tions in your
area and can
show you
options that
best fit your sit-
uation. 

If you’re ready
to buy a home,
be sure to contact a real estate
agent who’s a REALTOR, a mem-
ber of the National Association of
REALTORS.

2015 President



 6A—Cleveland Daily Banner—Sunday, June 7, 2015 www.clevelandbanner.com

Past Presidents: River Counties Association of REALTORS ®
Serving Bradley, Bledsoe, McMinn, Meigs, Polk & Rhea counties

JAMES R. HOLT

President:  1993

JUDY DUNN

President:  1994

MARTHA LITTLE

President:   1995

DOTTIE BRYANT

President: 1996

WYNEN PRESTON

President:  1997

JO ORGAN

President: 1998  

Right at Home: What’s hot in season’s outdoor furniture
The Associated Press

Outdoor living spaces have
come a long way from the days
when “outdoor furnishings”
meant a few inexpensive folding
chairs around a flimsy plastic
table.

Today’s outdoor chairs might
be wrought iron or wrought alu-
minum, with upholstered seats.
The table might be stone or wood
or an elegant faux version of
either, and would not look out of
place inside in the dining room.
Add outdoor sound systems, car-
pets and lighting, and the back-
yard or balcony can look and feel
like an extension of the home.

That notion gets ramped up
this spring and summer; manu-
facturers are offering new furni-
ture, textiles and materials that
resemble indoor furnishings yet
can withstand the elements.

Getting the right look can be
tricky; you don’t want it to seem
like you just plunked a sofa from
the living room down onto the
patio.

Here’s a look at what’s hot for
Warm Weather 2015:

—-
VINTAGE MODERN AND

ULTRA-MODERN
Watch for midcentury modern

styling in outdoor pieces to coor-
dinate with this popular interior

style. Gloster’s Dansk collection
includes a chair with marine-
grade, leather-look upholstery
and teak tables, designed by
Dane Povl Eskildsen.
(www.gloster.com)

After World War II, California
designer Walter Lamb was help-
ing salvage sunken Navy war-
ships at Pearl Harbor when he
started messing around with the
brass tubing and fittings. His
prototypical outdoor furniture
collection was put into produc-
tion by Brown Jordan, the
Pasadena-based company that
pioneered outdoor furniture.
Today’s iterations of Lamb’s
pieces are still crafted from

brass, which you can leave alone
to develop a patina or polish to
retain the shine. The seats are
marine-grade cording.
(www.dwr.com)

Luxe looks evoking old
Hollywood are also in. Beautiful
on an urban terrace, these pieces
are chic and sophisticated, with
tailoring details on upholstery,
elegant finishes and striking col-
ors.

Frontgate’s Grayson Jade col-
lection comes in a fashion-for-
ward bright green, in a powder-
coated finish that looks lac-
quered. Here too, a zebra-print
outdoor rug and pillows with
exotic botanical prints.

(www.frontgate.com)
Gloster’s Wedge seating has a

stainless-steel base and water-
proof fabric over a new type of
outdoor foam that breathes well
and resists mold.

And Candace Olson designed a
collection for Century that
includes slipcovered furniture,
and a smart accent table crafted
of brass-finished aluminum and
topped with a faux-croc surface.
(www.centuryfurniture.com)

—-
GLOBAL STYLE

Global elements stay as strong
in outdoor furnishings as they
are in indoors: Those Asian
ceramic stools show no signs of

disappearing, and are offered in
more colors and patterns than
ever.

Look for Moroccan influence in
lanterns, Mediterranean motifs
in textiles, and Silk Road accents
like elephant-shaped tables,
daybeds and handcrafted acces-
sories.

—-
FLEXIBLE USE

While dedicated dining areas
remain popular outdoors, there’s
also a trend toward “chat and
chill” configurations of furniture.
Indoor-style seating includes
comfy lounge chairs and section-

See FURNITURE, Page 7A



al pieces that can be grouped or
separated, with ottomans, side
tables and coffee tables that can
also be used for casual dining.

Watch for new, portable fire
pits, bars and coffee tables.

Agio, the world’s largest out-
door furniture supplier, intro-
duces their Kolea collection this
year featuring a fire pit and a
sofa with built-in bar. Burnt
orange fabrics and a lower pro-
file are on-trend. (www.agio-
usa.com)

—-

COLOR COMMENTARY

Deep indigo looks fresh and
new, and so does coral.
Frontgate’s got a cane-print rug
in both hues.

Dark blue looks nautical and
preppy paired with crisp white,
apple red or sunshine yellow, so
think about mixing things up in
a fun way by putting the
brighter hues on the furniture
pieces — a wicker or Adirondack
chair, perhaps — and the blues
on accent pieces. Or get a more
dressed-up vibe by keeping the
pops of color on accessories
while the outdoor space is
anchored with darker-toned fur-
niture.

The natural neutrals — sand,
mocha, charcoal, cream — stay
strong for 2015. Their versatility
makes them good choices what-
ever the climate.

—-

PATTERN PANACHE

Designer Elaine Smith has a
new collection of luxury outdoor
pillows reflecting her love of
fashion, nature and exotic
locales. There are Latin
American and African kuba
cloth prints; menswear-inspired

hound’s-tooth; chinoiserie flo-
rals; whimsical bird motifs; and
Missoni-inspired prints in soft
green and gold. She’s added
“jewelry” to some pillows, with
braided frog trims and pewter
medallions. (www.authen
teak.com)

—-

RUSTIC CONTEMPORARY

Echoing an interior-design
trend, this look combines hand-
hewn wood and stone (or facsim-
iles) and rustic touches like
chicken-wire doors and weath-
ered-look metals with contempo-

rary seat materials and colors.
Gloster’s Oyster Reef collec-

tion features a teak farmhouse-
style table, while the Pepper
Marsh line pairs woven synthet-
ic fiber with teak arms and legs.

Designer Michael Berman’s
Marin collection for Brown

Jordan really blurs the
indoor/outdoor living lines.
Teak frames strapped with yacht
cording hold cushions covered
in UV-resistant Suncloth, suede
or leather for a furniture group
that would work in an outdoor
Great Room, or an indoor one.

(www.brownjordan.com)
Jensen Leisure’s Tivoli group

of clean-lined bench seating and
tables is made of roble, a sus-
tainably produced Bolivian wood
with a smooth grain.
(www.jensenleisurefurniture.co
m)
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MS — The housing market has
begun to heat up thanks to an
economy on the rebound. Few
people aspire to rent for life, and
home ownership is a dream
shared by both natives and
immigrants who came to the
country seeking a better life.

Each year the National
Association of Realtors compiles
a profile of buyers and sellers
that documents trends in the
real estate market. Although the
majority of first-time home buy-
ers identify as white, the next
largest group are Hispanics, who
account for 11 percent of the
market of first-time home buy-
ers. 

The rapidly growing Hispanic
population is influencing all
areas of modern living, including
real estate. Estimates suggest
that, between now and 2020,
Hispanics, the second largest
ethnic group in America, will
account for  50 percent of new
home buyers.

Over the last three decades,
two of every five newcomers to
the housing market were
Hispanic, according to the
National Association of Hispanic
Real Estate Professionals. In
addition to needing assistance
finding their dream homes,
Hispanic buyers also may need
help securing loans to finance
their upcoming home purchases. 

Just this year ezDinero.com
launched a multinational online
alternate lending solution that
helps first-time borrowers con-
nect with top experts who spe-
cialize in personal loans. The
company works directly with the
Spanish-speaking market and
serves as a mediator between
lenders and borrowers. The serv-
ice is one of the few reputable
online companies that can help
first-time borrowers find finan-
cial solutions that meet their

exact specifications and connect
them with the top lenders in the
industry.

Marina H. Gonzales, director
of Public Relations at ezDinero,
states that there is a need for
this type of bilingual service for
the Spanish-speaking audience,
which is underserved in the
United States. 

"ezDinero was created with the
intent of giving the Spanish-
speaking population an opportu-
nity to meet their personal lend-
ing needs, especially for first-
time borrowers," Gonzales said.

This alternative lending solu-
tion is not the only option avail-
able to Hispanics. Some people
find success through government
assistance and grant programs
geared toward the Hispanic com-
munity. The National Association
of Hispanic Real Estate
Professionals can be an excellent
resource for further information,
instructing people on how to

apply for loans, secure lower
interest rates and qualify for
loans even if you have a poor or
brief credit history. 

Hispanics wield more influ-

ence in the United States than
ever before, and more and more
Hispanics are making that influ-
ence known in the real estate
market.   
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Factors to consider before selling your home
MS — Selling a home is no

small undertaking. It often pays
to be patient when putting a
property up for sale, but waiting
for an acceptable offer can be
stressful, especially for those
homeowners who have already
found their next homes.

Because so much tends to be
riding on the decision of whether
or not to sell a home, homeown-
ers would be wise to consider the
following factors before putting
that “For Sale” sign in their front
yards.

n Motivation: Many homeown-
ers sell their homes because
their families are growing and
they have outgrown their current
residences. Others may recognize
a seller’s real estate market and
want to strike while the iron is
hot, while still others might be
moving for a new job. 

The factors that motivate
homeowners to sell their homes

vary with each individual case,
but prospective sellers should
keep in mind that moving can be
expensive, and finding a new
home may not be so easy, nor is
the grass necessarily greener on
the other side. 

When deciding if now is the
best time to sell your home,
make sure you will be selling for
the right reason. That can make
the often trying process of selling
a home a lot easier to handle.

n Market: The local real estate
market is another factor to con-
sider when deciding whether or
not to sell your home. A home is
a significant investment, and you
want to earn as substantial a
return on that investment as
possible. 

Selling when the market is
struggling will make your invest-
ment less valuable. Research
recently sold homes in your
neighborhood to get an idea of

how much you can expect to get
if you sold your home in the cur-
rent market. 

It might be worth it to sell now,
or it might pay off to be patient
and wait until the market
rebounds.

n Kids: Selling your home will
impact your family just like it will
impact your bottom line. Unless
you plan to move down the street
or to another home in your com-
munity, selling may mean you
and your family no longer see
your friends and neighbors. That
can be a difficult adjustment,
especially for school-aged kids
who will have to adjust to a new
school. 

The potentially negative
impact that selling can have on
your children may not be worth
the financial benefits of selling,
so the decision of whether or not
to sell should not be taken lightly
by homeowners who also happen

to be parents.
n Quality of life: It can be diffi-

cult to turn down an opportunity
to make a lot of money on your
real estate investment. But if you
plan to sell and move further
away from your office and your
friends and family, the financial
windfall you earn when selling
your home may not be worth the
sacrifices you have to make in
order to earn that money. 

Studies have shown that
longer commutes can elevate
stress levels, and even the most
affordable property may not be
worth moving to if you won’t be
able to enjoy the home with your
friends and family. 

When deciding whether or not
to sell their homes, many home-
owners make the decision a
strictly financial one. But there is
more than money to consider
when deciding if now is the right
time to sell your home.  

Resources for first-time home buyers 

MS — Primary mortgage insur-
ance, or PMI, protects lenders in
the event that borrowers default
on their primary mortage by
ceasing to make payments,
resulting in homes ending up in

foreclosure. But all borrowers do
not have to pay PMI. 

Typically, home buyers must
make a 20 percent down pay-

What is primary mortgage insurance?

See PMI, Page 9A



(MS) — Paying property taxes
is a necessary side effect of
home ownership. Across the
United States and Canada, resi-
dents are required to pay prop-
erty taxes based on an assess-
ment of their homes' value. 

Taxes on land and the build-
ings on it are one of the biggest
sources of revenue for local gov-
ernments. In the United States,
property taxes are not imposed
by the states, but by the smaller
governing bodies in cities,
towns, townships, counties, and
other jurisdictions. In Canada,
property taxes, or milliage
taxes, are levied by the jurisdic-
tion in which the property is

located. They may be paid to a
federated state or a municipality
or the national government.
Sometimes multiple jurisdic-
tions may tax the same proper-
ty.

Although the taxes are man-
dated by a higher governing
power, the rate at which you pay
taxes could be based on a very
local assessment of the area in
which your house is located and
the current market conditions.
An assessor will visit a home --
usually prior to purchase -- and
make a determination on the
percentage of tax to be paid
depending on the condition of
the home, the improvements

that have been made and the
climate of the economy in your
particular town or city. Property
taxes are usually calculated by
taking the assessed value of
your home and multiplying it by
the tax rate that has been deter-
mined by your local govern-
ment.

While no one can "legally"
escape paying property taxes,
there are several ways to have
them lowered. Getting your
home re-assessed is one such
way. Individuals who have
reached a certain age may be
eligible for certain discounts on
property taxes. But this may
require a very low income to
qualify. There are also some tax
credits or homestead exemp-
tions that may qualify you for a
limited assessed value on the
property.

According to data from the
Tax Foundation and Forbes,
areas of New Jersey, New York
and Illinois boast some of the
highest property taxes.
Residents of Hunterdon County,
New Jersey paid on average
$8,600 a year between 2005
and 2009. Those in Lake
County, Illinois pay around
$6,500. People living in
Westchester County, New York
can plan on spending $8,400
per year. Statistics indicate that
homes located in Ontario cities
in central Canada have the
highest property taxes. Toronto
residents, for example, pay an

average of $3,900.
In this tough economy, lower-

ing property taxes (which are
generally rolled into the mort-
gage amount for ease of pay-
ment) could substantially
reduce bills. As many as 60 per-
cent of properties across the
United States are overassessed,
according to the National
Taxpayers Union, a nonprofit
group that promotes lower
taxes.

If you suspect your property
taxes are high, here are the
steps to take.

n  Get a copy of your property
tax assessment from the local
assessor's office and double-
check all the information con-
tained to see if it is correct.

n Check the assessments of
five comparable homes that
have sold in your neighborhood
in the last three years.

n An independent appraiser
can also provide you accurate
information at a cost. Make
sure he or she is licensed with
the National Association of
Independent Fee Appraisers or
by the American Society of
Appraisers.

n It's not possible to lower
the property tax rate, just the
assessed value of the home
through an official appeal.
There may be fees associated
with this appeal, however.

Some home improvements
will increase the value of your
home and, in turn, your proper-

ty taxes. Here are some of the
most common culprits:

- extra stories to the home
- outhouses, like a guest

house
- sports courts, like tennis
- installation of an inground

pool
- improvements to fencing
- addition of a garage or

another room on the home
A change in the status of a

neighborhood can also give rise
to higher property taxes. 

An influx of new residents or
new construction of stores and
homes can have a major effect
on the assessed value of your
home.  
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The basics of property taxes for the homebuyer

ment on a home when they buy
it. However, some borrowers are
unable to put down 20 percent.
In such instances, the lender
will require they pay PMI. 

This is because the lender
views a borrower who cannot
make an initial 20 percent down
payment as a riskier invest-
ment, and lenders charge PMI
in an effort to protect them-
selves should the borrower
prove worthy of their skepti-
cism. 

PMI will be factored into the
monthly mortgage payment, but

borrowers should know they do
not have to continue paying PMI
once they have paid enough
toward the principal amount of
the loan. 

For most, this means once
they have paid 20 percent of the
principal, then they can ask
that the monthly PMI payment
be removed. 

Many borrowers are unaware
of this or even forget to ask, but
it's within their rights as bor-
rowers and can save a substan-
tial amount of money over the
course of the mortgage loan.

PMI
From Page 8A Reuse the News

Recycle this newspaper
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5 tips for conserving water
PASADENA, Calif. (AP) — Here

in dry, dusty Southern California,
dealing with the worst drought in
state history has become the “new
normal.” In my home, we’ve cut
back on showers and watering the
lawn.

Banners declaring “Be Water
Wise!” stretch above streets. Gov.
Jerry Brown recently ordered
mandatory restrictions to cut
urban water use across California
by 25 percent.

Other western states, including
Oregon, Nevada and Arizona, also
have been plunged into extreme
drought conditions.

For those wondering how to
conserve water and lower water
bills, here are five simple ways to
slash home water use:

1. UNDERSTAND YOUR
WATER METER

Madeline Ward, acting water
conservation coordinator in Santa
Barbara, suggests becoming
familiar with your water meter,
which is often located outside the
house in a metal or concrete box.

Reading your meter — which
looks similar to an odometer in a
car — is not only a way to gauge
water usage; it also can tell you if
you have a leak.

“When you’re leaving for work
in the morning, read it,” said
Ward. “When you come back from
work, read it again.” It it’s moved,
there could be a leak.

Weekly meter readings are
helpful for comparing usage
week-to-week, added Forrest
Arthur, general manager of a res-
idential community in Carmel,
the Santa Lucia Preserve, which
relies on its own water supply. It
cut 40 million gallons of water
last year.

1. REPLACE YOUR GRASS
LAWN WITH DROUGHT-TOLER-
ANT PLANTS AND MATERIALS

Landscaping and turf watering

generally account for a hefty 60
percent to 80 percent of home
water use, according to Arthur
and Ward, so one way to conserve
water is to literally rip out your
lawn.

As an incentive, water districts
across many states, including
California and Arizona, have been
offering conservation rebates to
residents who remove their lawn
grass and replace it with drought-
tolerant native plants, mulch,
bark, gravel and drip-irrigation
systems, which target plants at
their roots.

“I have definitely seen an uptick
in residential clients just in the
last year, with all of them contact-
ing me to take advantage of
rebates,” said Lupe Perez, owner
of the Pasadena-based Green
Splendor Landscaping.

1. MONITOR SPRINKLERS
AND DON’T WATER DURING
THE DAY

If you do keep your lawn, mon-
itor automatic sprinklers closely
to check for leaks or runoff, and
make sure they’re not on when it
rains or during the day. Water is
more likely to evaporate when the
sun is at full strength.

Watering by hand is best, Ward
added.

“You should water either when
the sun goes down or before it
comes up,” said Arthur. “It really
makes a big difference.”

1. CHECK FOR TOILET
LEAKS

Growing up in California, I
always heard the flush-saving
phrase, “if it’s yellow, let it mel-
low.”

While most toilets these days
are low-flow and use 1.6 gallons
of water per flush, according to
Ward, a toilet leak can waste
about 200 gallons of water a day.
A DAY. These leaks are huge and
silent.

One way to identify a leak,
Ward said, is to do a dye test.
Drop a food-color tablet from a
plumbing or other store into the
toilet tank. Wait 10 to 15 minutes
without flushing, and then look in
the toilet bowl.

If there’s color in it, that means
there’s a leak from the tank into
the bowl, and you need to replace
the tank’s rubber flapper that lets
water through. Rubber flappers
can warp or erode over time.

1. USE LESS WATER WASH-
ING DISHES, CLOTHES, YOUR-
SELF

No more long, hot showers or
running water while flossing your
teeth.

Instead, take five-minute show-
ers. Showers usually use 1.5 to 2
gallons of water per minute,
according to Ward. Turn off the
water when you’re lathering and
shaving, and also at the sink
when you lather your hands.

For baths, don’t fill them more
than halfway.

As for washing dishes, make
sure the water isn’t running when
you’re not using it. If you wash
dishes by hand, dunk them in a
basin with soapy water so you’re
just using extra water for rinsing.
For dishwashers, always run a
full load versus a half load, Ward
said.

Likewise, in washing machines,
always run full loads of laundry.

“We’re going to have to get away
from what we’ve done in the past
since water is getting scarcer,”
said Arthur. “It’s time to make a
change.”

——
Online:
Water saving tips tool launch-

ing May 26:
http://watergenius.com/

City of Santa Barbara:
http://www.santabarbaraca.gov/
gov/depts/pw/resources/conser-
vation/default.asp

Solvej Schou via AP

ThiS  PhoTo ShowS a Pasadena, Calif., front yard and parkway median landscaped in November
2014 with drought tolerant trees, shrubs, plants and mulch by Pasadena, Calif.-based Green Splendor
Landscaping. The homeowner used a water conservation rebate that covers the removal of front lawn
grass turf. 

Solvej Schou via AP

A home’S PArkwAy median is shown with its
grass removed, and landscaped instead with
drought tolerant shrubs, succulents, pebbles and
rocks, in Pasadena, Calif. 

Solvej Schou via AP

A PASAdenA, CAlif., front yard and parkway
median was landscaped in November 2014 with
drought tolerant trees, shrubs, plants and mulch by
Pasadena, Calif.-based Green Splendor
Landscaping.  

Cleaning made easy to help tackle inanimate allergens
NewsUSA  —  While the spring

season might be synonymous with
cleaning your home, it doesn't
mean that you're tackling it in the
right way. So, if you're concerned
about the allergens in your home,
getting rid of a dust bunny (or two)
and Fido's ferocious dander may
not be enough.

In fact, the Asthma and Allergy
Foundation of America (AAFA)
supports this claim, stating,
"When it comes to cleaning, many
people may actually be doing it
wrong, stirring up the very aller-
gens they are trying to remove from
their homes."

However, while keeping up with
cleaning is vital for controlling
indoor allergens, there is such a
thing as being too diligent.

Take Jesse Tyler Ferguson, an
actor on the hit show "Modern
Family," who lives with allergies
himself. Ferguson thought that
obsessively cleaning his space was
the way to go.

"Everyone knows I'm a neat
freak, [but] I learned from AAFA
that, like most of America, I was
actually doing some things wrong
and stirring up allergens instead of

removing them," he said. "Now I
look for Certified asthma and aller-
gy-friendly products like Febreze
Fabric Refresher Allergen Reducer
(Unscented) and Swiffer Dry
Dusters and Sweepers (Unscented)
to help me clean the right way and
reduce common allergens in my
home."

The asthma- and allergy-friendly
Certification Program was created
by AAFA and the international
research organization, Allergy
Standards Limited (ASL), as the
first program of its kind in the U.S.
in order to reduce confusion about
product claims targeting the asth-
ma and allergy market, raise stan-
dards for these products, encour-
age innovation in the production of
these products and raise issue
awareness about asthma and
allergic diseases.

With these things in mind,
Laura Dellutri, cleaning expert and
author of "White Couch with
Kids?" and "Speed Cleaning 101,"
offers the following tips revealing
the places inanimate allergens --
from pollen, pet dander and dust
mite matter -- may be accumulat-
ing and some cleaning advice that

can help you remove them:
n Window dressing. Everyone

cleans their windows, but few
remember to dust window blinds
and drapes — places that can be
havens for dust mite matter and
other inanimate allergens. Using a
Swiffer Duster (unscented, of
course) can trap inanimate aller-
gens two times more than a typical
dusting cloth and three times more
than a feather duster because it
picks up dust and locks it away
with thousands of flexible, fluffy
fibers, designed to reach into
nooks and crannies.

n Favor your fabrics. You may
clean your couches, decorative pil-
lows, upholstered furniture and
carpets with a quick vacuum, fluff
of a pillow or dusting. But spraying
these hard-to-wash fabrics with
something like Febreze Fabric
Refresher Allergen Reducer
(unscented) can help reduce inani-
mate allergens that can become
airborne from fabrics as well. This
nifty product reduces up to 95 per-
cent of inanimate allergens like
pollen, pet dander and dust mite
matter that can become trapped in
fabrics and soft surfaces.
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WASHINGTON (AP) — U.S.
construction spending climbed
in April to the highest level in
more than six years, fueled by
healthy gains in housing, gov-
ernment spending and non-resi-
dential construction.

Construction spending
advanced 2.2 percent in April to
a seasonally adjusted annual
rate of $1 trillion, the highest
level since November 2008, the
Commerce Department said
Monday. Spending had risen a
more modest 0.5 percent in
March.

The gain included a 0.6 per-
cent rise in residential construc-
tion and a 3.1 percent jump in
non-residential activity such as
office buildings, hotels and
shopping centers. Government
projects increased 3.3 percent,
reflecting the biggest jump in
spending on state and local proj-
ects in three years.

Economists are looking for
construction to provide solid
support to the economy this
year.

The April advance was the
biggest one-month gain in three
years and left construction activ-
ity more than 4 percent above
where it was a year ago.

The construction industry has
struggled to come back from the
Great Recession, which hit
builders hard.

The April expansion in home

building followed two lackluster
months. Both single-family
homes and apartment building
showed gains in April.

The increase in spending on
government projects reflected a
strong 3.9 percent jump in state
and local projects, the biggest

monthly increase since April
2013. That strength offset a 3.6
percent decline in federal spend-
ing.

 12A—Cleveland Daily Banner—Sunday, June 7, 2015 www.clevelandbanner.com

• Conventional
• Rural Housing
• Jumbo

• THDA
• FHA
• VA 

Our experienced mortgage lenders will find the perfect loan...
HOME LOAN CENTER

• Construction
to Perm

Traci Hamilton
478-8424
NMLS-641500

Joe Collins
478-8423 
NMLS-1313532

Tammy Self  
478-8419 
NMLS-641503

Member FDIC

bankofcleveland.com

(NAPSI)—Whether you’re con-
sidering cashing in on your equi-
ty, downsizing, trading up, mov-
ing for a change of scenery or
relocating for better prospects, a
few smart investments and
improvements can help your
home stand out from the compe-
tition so you get top dollar. Even
if you’re not planning on moving
anytime soon, these strategies
can maximize your home’s value
and increase its marketability:

n Sprucing up the exterior. If
you think you’ll have a few years
before you move, work on your
landscaping now to give plants
time to mature. 

Look for easy-care perennials
such as hostas, which multiply
on their own. If you have less
time, you can still achieve a
quick makeover by power wash-
ing paths and siding, painting or
upgrading your front door and
keeping the lawn watered and
weeded.

n Removing eyesores inside.
Some minor adjustments can
help buyers recognize what’s
great about your home. 

Swap outdated fixtures,
remove wallpaper and give every-
thing a deep clean.

Replacements don’t have to be
top of the line; they just need to
eliminate hang-ups for potential
buyers.

n Improving the kitchen — to a
point. You probably won’t recoup
the cost of a full kitchen renova-
tion but smaller projects such as
upgrading appliances and paint-
ing or refinishing cabinets can
modernize the space.

n Refreshing rooms with neu-
tral paint. This is a time-honored
tip for a reason. While seeing
your favorite bold hues on the
walls makes you happy, potential
buyers may not agree. 

A fresh coat of neutral paint
can help them envision their own
belongings in the space.

n Focusing on energy efficien-
cy. The right energy-smart
upgrades can assure buyers
they’re seeing an efficient home
where utility bills can be mini-
mized. 

Adding insulation to the attic
and walls can make a dramatic
improvement in many homes. 

Consider the windows as well.
Adding a heat-rejecting window
film such as 3M Sun Control
Window Film can reduce cooling
costs and typically does not
change the windows’ appear-
ance. 

Since the window film can
reject up to 99 percent of UV
rays, it can protect the invest-
ment you made in your hard-
wood floors, rugs, window treat-
ments, furniture and artwork.

Learn More

For further facts, visit
www.3M.com/homeimprove-
ment.

Five quick ways to upgrade home for resale

Each yEar, River Counties Association of Realtors honors one
of their own for efforts on behalf of the organization and the enhance-
ment of the industry. In 2015, the RCAR Realtor of the Year was
Steve Black. Black is a broker and operating principal for Keller
Williams Cleveland. The award was presented during the annual
Christmas gala.  He began his career in 1996 as an affiliate broker
and became a licensed broker in 2004. He has earned numerous
real estate designations including Accredited Buyers Representative,
Certified Residential Specialist, Graduate Realtors Institute and
Instructor Training Institute. In 2007, Black opened Keller Williams
Realty Cleveland. Black is currently a member of the RCAR MLS
board of directors where he has served as president, vice president
and secretary/treasurer. He has also chaired numerous association
committees. His charitable and civic activities include being a trustee
of the Church of God International, member of Lee University Alumni
Advisory Board, President’s Circle Lifetime member and Rotary Club
of Cleveland. Tara Hampton, association executive, made the pres-
entation to Black.

U.S. construction jumped 2.2 percent in April
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