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Dear Friend,

It may be chilly out, but spring is just around the corner! Curl up and keep warm 
while reading our Spring newsletter—it’s full of light reading to inspire, instruct, 
and entertain.
Like all of our newsletters, this one opens with a thought-provoking article that we 
hope will add some inspiration to your day. This one is a light-hearted look at how 
we can do a lot with what we have if we put some thought into it.
The rest of the newsletter is filled with a random assortment of interesting and fun 
articles, including an explanation of why honey doesn’t spoil, essential job survival 
skills, using chicken to stretch a budget, and even how to prepare your children to 
move into a new home.

If you’ve ever wondered why couples start to look alike over time, 
or how to avoid answering difficult questions, or how 
to make windows into solar panels, you can find 

answers in this issue.
As spring begins, we hope you are feeling fresh 
and energetic for the season to come! 

Don’t forget to introduce us to your friends and 
family for real estate/getting a home loan/buying 
a home/getting their home sold/getting their 
finances back on track.
Now is the beginning of the peak real estate 
season, and we are 100% ready to help!  

Thanks.
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Cleaning Services
We Shine Day and Night.
Residential, Rental & Move Out
~ Call for your free estimate.
~ Customized for your needs.
• Insured & Bonded.

910-232-3222

Beth Emerson
Owner/Operator

Clip 
this ad for a 

10%
Discount



Kathryn Jennings-Breed
       Mortgage Banker

             NMLS# 88477
Office 910-202-3703

Cell 910-632-0264
Fax 910-210-0026

Kathryn.Jennings@alphamortgage.com
1320 Airlie Road

Wilmington, NC 28403

Personal Mortgage Planner

•  Loans $75,000 to $3,000,000
•  In House Underwriting and Funding
•  Self-employed Specialist
•  Same-Day Pre-Approval
•  In-House Credit Analyst
•  15-Day Closings
•  FHA, USDA ,VA and
   Conventional Loans

Signatu
re Service

At the end of the day, the goals are simple: safety and security.
—Jodi Rell
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The Moran Real Estate Team
Deanna & Don Moran

Coldwell Banker Seacoast Advantage
1001 N. Lake Park Blvd. Carolina Beach, NC  28428

www.MoransHomeTeam.com

		       910-524-4638
                 910-512-1962

Call us for your 

FREE CMA
Comparative Market Analysis

Get all of the 
Information you 
need to make an 
informed decision.



Phone: 910-399-8585 
Mon-Wed: 11:30 AM to 10:00 PM 
Thu-Sat: 11:30 AM to Midnight 

Sun: Noon to 10:00 PM 

Check out our 
Karaoke &

Trivia Nights

With this Coupon
Buy one Sandwich 

and get one 
Sandwich half price.

Dine in ONLY

mmr32014
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Proudly Under
New Ownership

SeaWitch Tiki Bar
We’re located a half block from the 
Ocean in beautiful Carolina Beach 
910.707.0533

At Pleasure Island Automotive our 
mission is simple and clear.
Provide our customers with the finest preventative 
maintenance at competitive prices only using the finest 
lubricants available. 
Maintaining quality work and outstanding customer 
service

MONDAY thru FRIDAY	 SATURDAY
8:00AM to 5:00PM		  8:00AM to 4:00PM



“Curb appeal” is real estate talk for the initial 
appearance, and the impression it makes, of the 
house as seen from the road.  It’s what the buyer 
sees and feels as she parks her car across the street, 
crosses the road, strolls up the front walkway and 
pauses to knock on the door.  Curb appeal includes 
the overall neighborhood, the house’s location on 
the block, condition of landscaping, the overall look 
of the house, and attention to details.

A house needn’t sport a cloud and thunderbolt look 
for prospective buyers to bypass it for another one.  
Sometimes little irritants – weeds, peeling paint, or 
tacky lawn ornaments – can create enough doubt to 
make them go elsewhere.

Luckily, most of the little irritants can be corrected 
with a little time, a bit of money and an open mind. 

    Most real estate experts agree that the most 
important steps to take in preparing a house for 
listing include fixing the driveway, landscaping 
the yard, painting the exterior, and painting or 
replacing the front door.

Improving the appearance of the driveway can be 
as easy and inexpensive as cleaning up oil spills, 
pressure washing to remove mildew or moving 
extra cars to another location. 

For damaged driveways, excessive cracks may be 

more unsightly if they’re filled with patches.  
In this case, resurfacing the driveway may be 
necessary. 

Landscaping and lawn maintenance create the 
backdrop for the house.  Like the scenery in a 
play, it showcases the main attraction.  In his 
book, Sell It Yourself, Ralph Roberts vividly 
describes the ideal lawn.  “You want your yard 
to look like a golf course fairway – lush, green 
and meticulously maintained.”  This requires 
filling bare spots with grass plugs or sod, 
applying fertilizer and bug killer, and regularly 
watering the lawn.

For those with little spare time, it may be worth 
the money to hire a maintenance service to 
shape up your yard and keep it maintained as 
long as your house is on the market.

Add some color with a flowerbed or two of 
various annuals.  A newly mowed and edged 
lawn accented with flowers makes a good first 
impression.  The yard should look clean and 
green...with a few splashes of color. 

Of course, once the lawn is golf course quality, 
you don’t want to spoil the effect with a 
cluttered yard.  Neatly trim bushes and hedges 
so they accent the yard.  Keep leaves raked and 
walkways swept daily.  Trash cans, hoses, yard 

                    	 The Secret to Curb Appeal
The huge, dark gray house was more than unkempt; with a crumbling front wall, missing 
shingles, thigh-high grass, broken window panes, and household items scattered in the 
yard it looked sickly.  THIS was Pam’s dream house?
 
“Ummmm, Pam, with all due respect,” I said with my usual candor, “This place looks like 
it should have a black cloud and thunderbolt over it.”  She sighed. 
“But it was cheap, really cheap.  You just have to look past the rundown condition and see 
the potential.  How else could I afford a house this size?”

Though Pam, an artist with an incredible eye, was able to look into the future and see what 
the house could be after cleaning and repair, I was more like the average home buyer – 
extremely dubious.  If I had been the one looking to buy a house, I wouldn’t have stepped 
a foot on that property.  I wouldn’t have even slowed down the car.

Pam did get the house for about half the price of similar homes in comparable 
neighborhoods, which means the seller made 50% less on the sale because he was unwilling 
to do the repairs necessary to improve its curb appeal.  It also took him over two years to 
find a buyer.

Moran’s Monthly Reader
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tools and toys should be stored in the garage 
or a shed.  And while lawn ornaments – pink 
flamingos, elves, concrete geese or a statue of  
David – may make your life brighter, someone 
else might find them offensive. Put them in 
storage.

Want the most dramatic improvement in 
appearance for the best value?  Paint the exterior 
of your house, including trim, window frames, 
shutters, gutters and downspouts, mailbox and 
front door.  Opt for neutral shades of white, light 
gray, or pale beige, which are more universal.

If the existing paint on the outer walls is in good 
shape, consider touching up everything else in 
the list.  This will make the house look brighter.

The front door is the transition area.  At its best, 
it carries the pleasant look of the lawn – and 
the opinion of the buyer – over the threshold 
of the house.  At worst, it undoes everything 
you achieved with the lawn and casts a pallor 
on the rest of the house.  The buyer won’t miss 
the entryway, so the seller must not overlook it.  
Pressure clean the front steps, railings, and door.  
Clean out light fixtures, replace burnt-out bulbs 
and fix the broken doorbell.  If the door is solid 
and in good working condition, give it a fresh 
coat of paint.  If it’s damaged, cheaply made or 
otherwise unsightly, invest in a new, hardwood 
door.  When this is done, add the final touch to 
the threshold:  A brand-new doormat.  After all, 
with all the work you just finished doing to spruce 
up the place, you want buyers to feel welcome.

    By the way, Pam’s place now looks like a 
European country house, complete with shadow 
boxes, a wrought iron gate and English gardens.  
But the very first thing she did was paint the 
exterior...soft beige.

Spend a Little
Get a Lot

•  Don’t have the time to keep the 
house clean?  Consider hiring a cleaning 
service to keep your house in shape 
while it’s on the market.

•  If your wall-to-wall carpet looks fine 
except for a couple of worn spots, have 
it professionally cleaned and cover the 
imperfect areas with small rugs.

•  Make sure stairways are safe by 
freeing them of toys or slippery mats, 
securing the handrail, and installing 
good lighting.

•  If possible, plan to put your home 
on the market during peak real estate 
periods – spring and autumn.

•  Don’t wait until the last minute to 
call professional painters because their 
schedules may be filled.  Hire them as 
soon as you make the decision to sell.

•  Keep your lawn looking thick 
and green by fertilizing during the 
appropriate season.

The Secret to Curb Appeal Cont.
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resurfacing the driveway may be 
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Kim Kapustik Consulting Group, LLC 
of Realty One Real Living, 34125 Solon Road, Solon, Ohio 44139 

 

440.542.2923 1.877.248.2700 

LivingInTwinsburg.com 

 

Curb Appeal???



Seaview Crab Company
6458 Carolina Beach Road

Wilmington, NC 28409
(910) 793-0404

Check out our New Location at: 
1515 Marsteller St.

Wilmington, NC 28401 
Email: seaviewcrabcompany@gmail.com

www.seaviewcrabcompany.com
2014 Winter Hours:
Sunday - Thursday:  10:00 am - 6:30 pm and Friday & Saturday:  8:00 am - 7:00 pm

10% off 
Purchase

with coupon.m
m

r3
20

14

Learn About The 
Home Buying 
Process
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Weddings
Graduations
School Photos 
Family Photos
Special Occasions

Pamela J. Nelligan Photography
910-398-4334
pam@pjnelligan.com



Coldwell Banker Sea Coast Advantage
1001 North Lake Park Blvd   	
Carolina Beach, NC 28428	 910•512•1962

 Life Is Good...
In The CAPE!

Moran Real Estate Team Featured Listing
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Winter Quiz Question
Q: Which word in the 
dictionary is always incorrect?  
Everyone who texts, emails or calls in 
the correct answer by the last day of 
March will be entered into a drawing for 
a $25 gift card.

Congratulations:  
Peter Charles
of Carolina Beach for his correct answer 
last month. “If you were running a race 
and you passed the person in 2nd place, 
what place would you be in now?”

Thanks to EVERYONE who entered.



118-C Princess Street, Suite 1
Wilmington, NC 28401
Phone: 910 599.9595 
 Fax: 910 599.9956

		  www.elevate-construction.com

Service from Start to Finish and Beyond
Commercial and Residential Construction 

- New and Renovations
	 	               “A Level Above”      ~ Kevin Breed
      

Zig Ziglar
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Oce
an

 F
ro

nt Reduced $55,000

$195,000.00
1101 South Lake Park Blvd 
Unit: A-28, 
Carolina Beach, NC 28428 
MLS No:  511475

Ocean Front Living At Its Best!  2 bedrooms, 
2 baths with an awesome ocean front view.  
This unit is very open and bright with a custom 
appointment throughout.  home warranty, and 2 
ocean front pools and deck with views for miles 
are just some of the amenities.  NEW Listing

Water Front

Under Contract

Reduced
Reduced

Reduced

Best Sunsets on 
Pleasure Island

Ocean Front

New Listing



$335,000.00
304 Seafarer Dr, 
Carolina Beach, NC 28428
MLS No:  513453
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New Listing

30’ Boat Slip

We Want To Be YOUR Real Estate Team

Specializing In:
Investment Consultation
First Time Home Buyers

Real Estate Marketing
Contract Negotiations

Up & Down Sizing
Residential Sales

Relocation
...and Much More

Deanna and Don Moran
Brokers/REALTORS®

1001 N.  Lake Park Blvd
Carolina Beach, NC 28428

910-202-3720
MoranTeam@Seacoastrealty.com
www.MoransHomeTeam.com



Address             Community     Bdrm         Bth        DOM           Sold $           Date
909 Windgate	 Arrondale	 3	 2 (2 0)	 39/116	 $186,000 		  2/27/15
808 Rivage Prome	 Beau Rivage	 5	 4 (3 1)	 97/97	 $465,000 		  1/21/15
508 Chattooga Pl	 Beau Rivage	 3	 2 (2 0)	 77/77	 $165,000 		  1/9/15
319 Chattooga Pl	 Beau Rivage 	 3	 2 (2 0)	 6/102	 $170,000 		  1/15/15
215 Carolina Sands	 Carolina Sands	 4	 3 (3 0)	 795/795	 $202,900 		  1/26/15
925 Whitecaps	 Carolina Sands	 4	 3 (3 0)	 64/64	 $310,000 		  12/8/14
811 Isle Of Palms	 Coral Ridge	 3	 3 (3 0)	 170/228	 $143,900 		  12/5/14
7835 Chipshot Way	 Cypress Island	 3	 2 (2 0)	 47/47	 $139,900 		  12/19/14
7734 Trap Way	 Cypress Island	 3	 3 (2 1)	 62/62	 $132,000 		  1/7/15
7817 Chipshot Way	 Cypress Island	 3	 2 (2 0)	 83/83	 $135,500 		  1/7/15
226 Silver Sloop	 Harbour Point	 4	 4 (4 0)	 686/686	 $268,000 		  12/19/14
6430 Lenoir Dr	 Kirkwood at Arr	 5	 3 (3 0)	 175/175	 $212,500 		  1/15/15
679 Walston Dr	 Kirkwood at Arr	 3	 3 (2 1)	 114/114	 $192,200 		  12/5/14
6309 Morrow Rd	 Kirkwood at Arr	 3	 2 (2 0)	 90/90	 $178,000 		  12/8/14
663 Castine Way	 Kirkwood at Arr	 4	 3 (3 0)	 105/105	 $232,000 		  12/11/14
602 Laveen Way	 Kirkwood at Arr	 5	 3 (3 0)	 130/130	 $215,450 		  2/12/15
6336 Naples Dr	 Kirkwood at Arr	 3	 2 (2 0)	 38/38	 $195,000 		  2/6/15
105 Teakwood Dr	 Otter Creek	 2	 2 (2 0)	 275/275	 $163,500 		  1/13/15
8120 Yellow Daisy	 River Oaks	 3	 3 (3 0)	 316/316	 $385,000 		  2/10/15
105 Marshview Trl	 River Oaks	 4	 3 (2 1)	 170/170	 $336,000 		  1/30/15
817 Ovates Ln	 Tarin Woods	 4	 4 (3 1)	 223/1914	 $294,900 		  12/1/14
7410 Promontory	 Telfair Forest	 3	 2 (2 0)	 46/139	 $186,000 		  1/28/15
7417 Promontory	 Telfair Summit	 3	 3 (2 1)	 142/142	 $215,000 		  12/31/14
319 Club Way	 The Cape	 4	 3 (2 1)	 244/244	 $325,000 		  12/19/14
640 The Cape Blvd	 The Cape	 4	 3 (3 0)	 271/271	 $251,900 		  2/20/1
308 The Cape Blvd	 The Cape	 3	 4 (2 2)	 156/156	 $250,000 		  12/29/14
700 Tiara Dr	 The Cape	 3	 3 (2 1)	 155/155	 $210,000 		  1/16/15
608 The Cape Blvd	 The Cape	 3	 2 (2 0)	 90/90	 $234,000 		  2/26/15
5929 White Heron 	 Village at Motts	 3	 3 (3 0)	 163/163	 $379,500 		  2/16/15
548 Catamaran Dr	 Windswept	 3	 2 (2 0)	 236/236	 $197,500 		  1/16/15
627 Catamaran Dr	 Windswept	 3	 2 (2 0)	 76/76	 $173,000 		  12/19/14
603 Catamaran Dr	 Windswept	 3	 2 (2 0)	 48/48	 $179,000 		  1/12/15
7806 Huron Dr	 Woodlake	 4	 3 (3 0)	 13/13	 $295,270 		  12/9/14
6942 Ontario Rd	 Woodlake	 3	 3 (2 1)	 13/13	 $227,820 		  12/18/14
7712 Fountain Gr	 Woodlake	 6	 4 (3 1)	 18/18	 $290,640 		  12/16/14
7705 Fountain Gr	 Woodlake	 3	 3 (2 1)	 16/16	 $257,534 		  12/3/14	

Look What Sold This Winter

The Moran Real Estate Team
Deanna & Don Moran

Coldwell Banker Seacoast Advantage
1001 N. Lake Park Blvd. Carolina Beach, NC  28428

         Phone:  910-512-1962
       www.moranshometeam.com

This newsletter is intended for entertainment purposes only and not intended as solicitation for services.  Credit is given to the authors of various 
articles that are reprinted when the original author is known.  Any omission of credit to an author is purely unintentional and should not be 
construed as plagiarism or literary theft.  
Copyright 2014 Moran Real Estate Team.  This information is solely advisory, and should not be substituted for medical, legal, financial or tax 
advice.  Any and all decisions and actions must be done through the advice and counsel of a qualified physician, attorney, financial advisor and/or 
CPA.  We cannot be held responsible for actions you may take without proper medical, financial, legal or tax advice.


