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Potential buyers 
have many must-
haves on their lists. 
From a modern 
kitchen to multiple 
bathrooms, 
appealing to 
homebuyers can be 
an arduous task, 
indeed.  

Still, one popular 
feature is the 
addition of extra 
living space. The 
last thing buyers 
want is to feel 
cramped in their 
new home. 
Solution? Instead of
expanding with an 
expensive addition, 
maximize the space
you already have 
by finishing your 
basement.  
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selling a home? Please mention 
substituted for legal or financial advice.  
it is not a solicitation for business. 

BR, CRS, GRBR, CRS, GRBR, CRS, GRBR, CRS, GRIIII    

19191919    

m 
CRS: Top of the Line  
Choosing the perfect REALTOR® 
is vital to a successful sale, but it 
can be a difficult task. Knowing the 
credentials to look for in a 
REALTOR® will help both the seller 
and the buyer feel at ease 
throughout the entire transaction.  

An agent who is a Certified 
Residential Specialist (CRS) is a 
proven leader in residential real 
estate. They are in the top four 
percent of agents in the country. 
CRS agents have both a high 
volume of transactions as  
well as advanced  
training in areas  
such as business  
planning, real estate  
investing, marketing  
and technology. As  
additional peace of mind,  
they offer years of experience, 
demonstrated success and 
professional advice to help you 
make smart decisions about selling 
your home. A CRS also must 
maintain membership in the 
NATIONAL ASSOCIATION OF 
REALTORS® and abide by its Code 
of Ethics.  
    The real estate market is tough, 
fast-paced and competitive, but with 
a CRS Designated agent by your 
side, selling your home becomes an 
enjoyable experience. 
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