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H20529
503-842-2211 • 2111 Third Street, Tillamook

allstarappliance.net

Best 
Local Place 

for Appliances

Due to COVID-19, there have been impacts to 
product availability. 

Please visit our website or our showroom.

100% FAMILY OWNED

From left to right: Aaron Burris, Angel Benito, Eduardo Benito, Deanna Walker, 
Bob Pippenger, Allen Burris, Angela Burris, Alex Burris.  (Not pictured: Jackie Burris)

We are here 
to meet all 

your appliance 
needs

Is it time for a new kitchen?
Let our experts be your kitchen upgrade consultants.

We have a variety of price ranges and ideas to help you create the perfect, state of the art kitchen.

CCB #202914



CCB# 240117

RESIDENTIAL 
CONTRACTOR

SIDING • WINDOWS
DECKS • ROOFS

POLE BARNS • CONCRETE

Free Estimates!

GAGE Contractors are proud to serve 
our coastal communities with top quality 
craftsmanship and customer service.  Big 
or small project, repairs or a custom build, 
we are happy to come and talk with you…
always FREE estimates. 
Jacob and Heidi Holzgrafe
Email:  info@gagecontractors.com

H20492

503-919-0764
info@gagecontractors.com

gagecontractors.com
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Selling a home can be stressful. Despite 
this, 5.51 million existing U.S. homes were 
sold in 2017, according to data from the 
National Association of REALTORS®. In 
many cases, homeowners choose to work 
with real estate agents to facilitate the 
process of listing, showing and selling their 
homes. 

Real estate agents are valuable assets. 
Agents have neighborhood knowledge, are 
educated in pricing trends, can filter phone 
calls or emails from buyers who aren’t 
serious, and can organize all of the people 
necessary for a closing. Real estate agents 
provide many services that the average per-
son may not have the time nor the experi-
ence to handle.

When selecting an agent to sell a home, 
homeowners may not understand that 
the terms real estate agent and REAL-
TOR® are not interchangeable. Although 

both must be licensed to sell real estate, 
the main difference between a real estate 
agent and a REALTOR® is the latter is 
a member of the National Association of 
REALTORS®. NAR ensures that members 
subscribe to a certain code of ethics.

There are many qualified agents, but an 
agent cannot do his or her job well without 
some help on the part of the homeowner. 
These tips can make the process of selling 
a home go smoothly.

• Price the home correctly. Homeown-
ers should trust the agent’s ability to price 
a home for the market. Everyone wants to 
get the most money possible, but listing the 
home for more than it’s worth may cause 
it to sit unnecessarily for several weeks or 
months, which could raise red flags among 
potential buyers.

• Market the home. A real estate agent 
will list the home via a multiple listing 
service (MLS) on a private website, in 
newspapers, and wherever else he or she 
feels is pertinent. Homeowners can share 
the listing via social media and word of 
mouth to help increase the chances of sell-
ing the home.

• Be available. Limiting the time an 
agent can show the house to potential 
buyers is in no one’s best interest. Sellers 
should be ready and willing to open their 
homes, which is the best way to make a 
sale. An agent may suggest a lock box so 
the home can be shown when homeowners 
are not on the property.

• Make suggested renovations. Agents 
know which features can make or break a 
sale. Homeowners should be amenable to 
certain suggestions, such as neutral paint 
colors, removing personal effects and 
clearing clutter.

• Give recommendations. Real estate 
is a commission-based industry. Agents 
often tirelessly put in hours and only reap 
rewards if the house is sold. A homeowner 
who was satisfied with an agent can then 
recommend that person to friends or fam-
ily.

By working with real estate profes-
sionals, homeowners can sell their homes 
quickly. 

How agents and sellers can work together 
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For Sale
Trash and Treasures

180 US-101
Rockaway Beach, OR 97136
1 baths 3,916 SF • #22-152 

$762,400

Joe’s Snack Shop
Rockaway Beach

Sea Breeze
Rockaway Beach

Rick’s Roadhouse
Rockaway Beach

SOLD SOLD SOLD

Nancy Barclay Moore
Managing Principal Broker
Real Estate LIC #21211803

Cell: 415-717-4244
Work: 541-614-1084

Email: 
mmoore@charter.net

www.barclay-properties.com
PO Box 598, 

Lincoln City, OR 97367
Residential/Commercial/Rentals Property Management

Megan Despain
Oregon Broker

Cell: 360-917-6328
Email: 

MeganLovesOceanFront@gmail.com
162 Hwy. 101 S.
Rockaway Beach, 

OR 97136
Residential 

Commercial 
Multifamily
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So, you’ve decided to build a home from 
scratch. While there are numerous advan-
tages to building your dream house from the 
ground up, there’s one important thing to 
think about that many people often forget: 
land. Finding the perfect plot of land is dif-
ficult. You might think that all you need is to 
find the one that seems the most aesthetically 
pleasing, but there are a few important con-
siderations you need to make before you buy.   

Zoning laws 

Before you buy a plot of land, it’s impor-
tant to verify what kind of zoning restrictions 
exist for the area you’re looking into. You 
want to make sure that the land surrounding 
the property doesn’t have planning permis-
sion for warehouses, apartment complexes or 
even highways.   

Location  

Is your desired plot part of a larger real es-
tate development? What kind of school district 
is it in? What kind of view is your plot going to 
give you? These are all important questions you 
need to ask before committing to buying a plot 
of land.  

Utilities and resources 

You need to know exactly what kind of 
access to utilities your land will have. This 
includes water, electricity, waste management 
and even internet access.

Flood risks 

The composition of your land is also 
important. Find out what kind of risk your land 
will be at for flooding. This will determine 
what kind of insurance you’ll need to purchase 
when it comes time to build.

Buying land: What you need to know



Advertise 
with us

Own a local business? 
Hosting a local event? 
Looking to buy or sell?

We’re here to help you advertise in 
our print and online media.

Contact us at 503-842-7535 or
headlightheraldads@countrymedia.net 

1906 2nd Street, Tillamook, OR 97141
www.tillamookheadlightherald.com | www.northcoastcitizen.com | www.cannonbeachgazette.com

RTI -Your Local North Coast Broadband Company

RTI provides telephone, internet and cellular to our
customers. We strive every day to give exceptional

services and products to our customers. Check out our
website with all our products and services. 

1.800.350.5036
35790 7th Street Nehalem Oregon 97131

 www.rtci.net

RTI - Your Local North Coast Broadband Company

www.rtci.net



Prestige Senior Living Five Rivers
3500 12th St. · Tillamook, OR 97141

To learn more, visit us at PrestigeCare.com/FiveRivers,  
or call us at (503) 842-0918.

Join us at Five Rivers to take advantage of our 
special apartment pricing. Rent a studio apartment 

with us for just $1,475/month or a one-bedroom 
apartment for $1,675/month and add on meals and 

housekeeping as it fits your lifestyle. 

INDEPENDENT LIVINGYour Way
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How to transform a fixer-upper
The real estate market will always have 

its ups and downs, but real estate is an oft-
profitable investment. Real estate investors 
do their investing for various reasons. Some 
see a house as a place to hang their hats for 
years and years, while others look at proper-
ties as nothing more than investments.

Buying a home with the intent to fix it up 
and resell it is called a “fix and flip.” In such 
situations, investors buy homes at below-
market prices before refurbishing the homes 
with the goal of recouping their initial invest-
ment and then some when the homes are 
ultimately put back on the market. Flipping 
has become popular for both expert remodel-
ers and novice investors. 

Investing in a fixer-upper requires a leap 
of faith and a vision of what the home can 
look like in the future. Turning a real estate 
lemon into lemonade requires certain skills 
and a good measure of patience. The follow-
ing are some guidelines to get anyone started.

• Don’t bite off more than you can chew. 
Make an honest assessment of your abili-
ties and which renovations, if any, you can 
handle. If you are unskilled or inexperienced 
working with your hands, then it can be easy 
for an investment property to quickly become 
a money pit. Before purchasing a property, 
hire a trained home inspector to tour the 
home with you and point out all of the areas 
that will need renovation. With this list, begin 
getting estimates on how much money the 
work will entail. Determine if this fits with 
your budget or not. You do not want to invest 
so much that it exceeds what you could feasi-
bly recoup when it comes time to sell.

• Overlook cosmetic things when visit-
ing properties. Cosmetic issues include all 
of the easily replaceable items in a home, 
such as carpeting, appliances, interior paint 
colors and cabinetry. Focus on the bones of 
the house — the architectural integrity and 
those little touches that you envision having a 
“wow” factor. 

• Seek the help of experts. Some flippers 
think they’ll save the most money by doing 
all of the work themselves. This isn’t always 
the case. Professional architects, designers 
and contractors may help you save money. 
Contractors have an intimate knowledge of 
where to buy materials and may be able to 
negotiate prices based on wholesale or trade 

costs. In addition, experts can help you avoid 
common pitfalls because they’ve already 
done this type of work time and again. It’s 
smart to rely on expert advice, even if it 
means investing a little bit more. 

• Save money by doing some work 
yourself. While the pros may tackle the more 
complex parts of a given project, such as 
rewiring electricity or changing the footprint 
of a home, you can still be involved. Ask 
to participate in demolition, such as taking 
down walls or removing old materials from 
the home. Such participation may be fun, and 
it can save you substantial amounts of money 
on labor. 

• Recognize that not everything must be 
completely redone. Realize that, in some 
instances, a coat of paint and some new 
accents may be all you need to transform a 
space. For example, if kitchen cabinets are 
in good condition, see if they can be refaced 
or painted instead of replaced entirely. Install 
new door pulls/handles to add visual inter-
est. Look for some ready-made items, such 
as bookshelves, instead of installing custom 
carpentry. 

• Think about what the buyer wants and 
not what you want. Renovate with an eye to-
ward prospective buyers’ needs. Keep things 
neutral and accommodating. Research the 
latest trends to understand what buyers might 
be seeking in a home. You want potential 
buyers to envision themselves moving right 
in. 

Renovating a fixer-upper takes time, but it 
can be a worthwhile project, and one that can 
help anyone turn a profit in a booming real 
estate market. 



waunafcu.org
800.773.3236

24/7 Lending
NMLS 421867

LET YOUR HOME PICK UP THE BILL
Whatever you’re dreaming, a HELOC can make it happen.

Contact us to learn more:
chronicleads@countrymedia.net
or 503-397-0116

Advertise in 
The Chronicle 
and The Chief
Reach out to local readers 
throughout Columbia County 
with print, digital, and social 
media ads.

The Chronicle The Chief&



SCAPPOOSE BRANCH
51673 S. COLUMBIA RIVER HWY

SCAPPOOSE OR 97056
(503) 543-3751

ST. HELENS BRANCH
1845 COLUMBIA BLVD
ST. HELENS OR 97051

(503) 396-5668
Information deemed reliable but not guaranteed

KEY MARKET INDICATORS JUNE 2022 (MAY RECAP)

ARE YOU MARKET READY?
Increase the salability of your home with
no upfront cost to you! John L. Scott’s
Market Ready Plus+ program allows you to
make necessary enhancements and repairs
to prepare your home for sale without the
burden of paying for the services upfront.

Call to learn more...
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Credit is defined as a customer obtain-
ing services or products before payment 
with the trust that payment will be made in 
the future. Credit affords people purchas-
ing power they would not have if they had 
to pay for something outright at the time of 
checkout. In addition, credit enables men 
and women to finance expensive automo-
biles, buy homes or furnish those homes, 
contributing much to the foundation of a 
strong economy. 

A strong credit history and score is vital 
to personal finance. The steps people take 
concerning their finances can greatly affect 
their credit. Identifying the behaviors that 
may be detrimental and those that are ben-
eficial can help customers reevaluate their 
habits and improve their creditworthiness 
in the eyes of lenders.

Payment history

The financial advisement resource 
Credit Karma says one of the most im-
portant factors affecting credit scoring is 
payment history. Having a long history of 
making payments on time is essential for a 
strong credit score. Missed payments and a 
reputation for paying late can drive ratings 
down. It can take some time to recover 
from late payments. Failure to recognize 
late or missed payments may result in 
bankruptcy or tax liens, which are a heavy 
black mark on credit.

Credit utilization rate

Credit utilization refers to the amount of 
credit you have available, based on credit 
card limits, compared to the amount of credit 
you’re actually using by way of the balances 
on credit cards, advises the credit tracking 
company Experian. Lenders prefer to see ra-
tios of around 30 percent or less. To calculate 
credit utilization rate, divide your credit card 
balance by your credit limit. So if your bal-
ance is $600 and your limit is $1000, that’s a 
utilization rate of 60 percent.

Number of accounts

The number of open accounts you have 
affects your credit score. Scoring models 
often look back and consider how many ac-
counts are open and if there are any outstand-
ing balances.

Length of credit history

The length of your credit history is an-
other factor that affects your score, according 
to Investopedia. Credit scoring takes into 
account the age of your oldest account, if 
you’ve used that account recently, as well as 
the average age of all your accounts, includ-
ing the newest. Closed accounts can stay 
on your credit report for up to 10 years, but 
when an account closes, this will affect your 
credit history average. Credit scoring rubrics 
will determine just how the ratio of new 
to old accounts and frequency of use will 
impact your score.

What 
affects 
credit 
score? 



(541) 994-2178
1818 N.E. 21st St.

Lincoln City, OR 97367

www.thenewsguard.com

Advertise in 
The News Guard

Keep up to date on local stories, 
events, and ads by visiting 
www.thenewsguard.com

Reach local readers each week 
in print and every day online

A conditional offer to purchase

 Always state your conditions on your 
Offer to Purchase before signing it. Some 
common conditions include:

• Financing approval.  Unless you’re 
paying cash, you’ll need to have the 
necessary financing to purchase your new 
house.

• A satisfactory home inspection. Ob-
taining a detailed report from a certified 
home inspector is the best way to know the 

actual state of the property you’re looking 
to buy.

• The sale of your current home.  The last 
thing you want is to be paying two mort-
gages. Once accepted, your Offer to Purchase 
becomes a legally binding contract between 
you and the seller, so take the time to prop-
erly outline the terms and conditions of your 
offer. You won’t be able to make any changes 
once the papers have been signed.



OREGON'S

GINEST
ARDENER

F
We Specialize in 

Basic Landscape Maintenance.

No one works harder than Oregon's Finest Gardener!

 
A F F O R D A B L E  R A T E S  &

S E N I O R  D I S C O U N T S

541-300-2619

O r e g o n s F i n e s t G a r d e n e r . c o m

Mowing 
 Edging 
Hedging

 
 

Seeding
Weeding
Blowing 

 

All maintenance plans are crafted to suit your individual needs and property.
Worthy of Your TRUST

Ask us about

O
GF

WELCOME BACK OR GET READY 
TO SELL MOWING
Nothing says curb appeal better than a freshly 
mowed and edged lawn. Whether you are 
returning from vacation or listing your house 
for sale - we have you covered!

HAIRCUTS FOR HEDGES
Trimming & Pruning. Just like your barber we 
understand how much to trim and know being 
precise in the cut matters.

TEARDOWNS
That’s a fancy term for fixing up “overgrown 
landscapes.” We love to help you remember 
what it is supposed to look like! Let us do the 
heavy lifting. You will feel great!
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