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We offer a variety of services that are listed below:

Hurtado Chile Compang
Autl’rcnticitg Never T asted So (Good™

Happenings in Fields of Bradford

[ ek L Cor - March200]
v Fertilization Package do Chil . March 2010
v Grub / Insect Control Hurtado Chile Company offers the most authentic and savory all
N Trimmin ¢ Hedges / Shrubs -natural salsas from century-old family recipes - Salsa Ro’]a (a J R
v Core Aeration red tomato salsa) and Salsa Verde (a green tomatillo salsa). DOI]I]& ¢ mbn N elgh.b or hO Od Rea]. EState.
< Spring / Fall Clean up Simply enjoy our savory salsas with tortilla chips or as a comple- Cell: (630) 319-8602 . - - .
v Paver Patio / Retaining Walls ment to your favorite appetizers & cuisines. Efax: 630-778-4139 Homes currently active on the market in your Neighborhood with the MLS are:
V' Landscape Maintenance Residential & Commercial ] Email:donna@donnahahn.com .
Call or email us to order yours today: Address Bedrooms Model Bath Price
Call Alex Morelli Today For Your FREE Estimate 630-699-4230 or 630-699-7298 ) :
630-392-3427 or 630-554-1528 hurtadochileco@yahoo.com 792 Springbrook 4 Elliot 3 $272,900
741 Autumn Dr. 4 Fieldstone 2.1 PC - $297,900
L00kil’lgf0r a Tax Advisor HECTOR MARTINEZ 705 Stonebridge 3 Autumnview 2.1 $274,900

AERATE -1

”.ﬁdm).\‘m,uiug with 2(’;1192 !
(630) 759-8005
Cell (630) 514-2592

* Water Ponds & Streams ¢ Patios
* Putting Greens * Walkways
*Stone & Mulch Work ¢ Dethatching

Homes that are currently under contract in your Neighborhood with the MLS are:

Address Model Baths Price

you can trust?

Look no further than your own neighborhood! Bedrooms

Call Alyssia Benford of Benford Brown & Associates No homes are under contract in your subdivision this past month

for all your tax needs.

(630) 679-9424 L7

Alyssia Benford
Partner

Homes that have sold in the last month in your Neighborhood with the MLS are:

“Professionalism with a Personal Touch”

- . o Address Bedrooms Model Baths Price
Or visit our website at: www.benfordbrown.com /\"Qla';ta /\ * Sod Service * Re:talnlngl Wa”S
S o 7875 = * Professional Lighting %) No homes have closed in your subdivision this past month
ervices Ineudc: 1~ * Spring & Fall Clean Ups
Individual and \ .
(@BB&A i T s ance | KELLER WILLIAMS | .. ¢l
. o PO (CPA unocK PC = Price Change, BOM = Back on Market, NEW = New Listing on Market, BO - Banked Owned, SS - Short Sale
BENFORD BROWN & ASSOCIATES ¢ W-2 compilations il B O N ————— R E A L T Y F = Foreclosure, TEMP = Temporarily off the Market
Certified Public Accountants ~ * Andmuchmore.  Momber AICPA NEW HORIZONS OF ILLINOIS Source Multiple Listing Service Of Northern lllinois - February 27th, 2010
Connie J. Butcher s 5 ! Simple steps to reduce pet dander and dust mite m|tes which can easily cling to children's clothes, bringing these aIIer—
I .
Attorney at Law a UA L I ry | allergens in the home and classroom Egens from home into the classroom.
i isi i i i i -EDEhIh h d teach ke the followi
Areas of Practice I Now that school is in full swing, children are spending less time on the play- ! Dr. Ehrlich suggests that parents and teachers take the following
CARPET CLEANING : ground and more time indoors with each other. With the constant interaction of | steps to help reduce allergens in the classroom and the home:

: classroom projects, gym class and story time, one important concern thatis |
: often overlooked is indoor allergens from pet dander and dust mites. t * Have your child change clothes once home from school. Allergens
| i from pet dander and dust mites can easily cling to a child's clothes,

Real Estate
Personal Injury
Worker’s Compensation

Professional Carpet & Furniture Care

(630) 759-1190

Wills/Trust I More than half the American population tests positive to one or more allergens, ; bringing these allergens from the classroom into the home.
Family Law e I according to the Third National Health and Nutrition Examination Survey. |
Anthony Woitovich i 5 * Remove dust collectors, such as piles of unused books, from com-
Owner * Operations Manager j Reducing indoor allergens from cats, dogs and dust mites in the home and i mon spaces, including play areas or bedrooms.
CLNIN K AN classroom creates a clean, comfortable environment for your family. Parents

(630) 682-3100 Work ~ (630) 605-7781 Cell

! and teachers should be mindful of what indoor allergens from pet dander and | * Use an electrostatic duster to swipe over desks, chairs and window-
I dust mites their children might be exposed to in their classrooms, recommends 5 sills daily. Swiffer 360 Dusters help to reduce up to 90 percent of com-

Thatt ws oulie WWW.Quality-carpet-cleaning.com

I Dr. Paul Ehrlich of Beth Israel Medical Center in New York City. 5 mon household allergens from cats, dogs and dust mites.

|

i 'Children spend more than six hours a day in their classrooms; it is inevitable 5 Thoroughly clean your child's cubby or toy storage bin every week,
- that with all of the dust-collecting hot spots, such as bookshelves and planters, 5 as it can collect dust and pet dander from weekly usage.

: indoor allergens from cats, dogs and dust mites will be circulating,' Ehrlich

! says. 5 * Use a HEPA (High Efficiency Particle Air) Filter in high-traffic areas
I - and common rooms to reduce allergens, making the air cleaner for

| The federal government's National Survey of Lead and Allergens in Housing 5 your children.

i shows that dog and cat allergens are universally present in American homes, 1

: whether a pet lives in the home or not. Homes with pets tested significantly |

hlgher for pet allergens than homes without pets, but even pet-free homes har- 5 Source: http://helloelizabethtownftknox.com/tis/?

bored pet allergens, according to the survey. 5 action=article&itemld=3712

Ca 1l me for details, if you would
like to advertise in this spot.

© 630/649-2037

! Children are indirectly exposed to the allergens from pet dander and dust

If your property is currently listed with another Real Estate Broker, Please disregard this notice
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Mortgage Watch
Courtesy of: Eric Hamilton Mortgage Consultant
Wells Fargo Home Mortgage
Information Only, Rates subject to change

k without notice
CONV. 30 Year fixed 4.875%
Eric Hamilton 1
Phone: (630) 728-7918 CONV. 15Yearfixed  4.250% Connie J. Butcher
ng: (630) 375'58_62 Email: cjbatty@aol.com
Website: qualitywitheric.com CONV. 5/1 Arm 3.750% Website: trentbutcherlaw.com
Email: eric.hamilton@wellsfargo.com Off: 630-682-3100 Cell: 630-605-7781

FHA 30 year fixed 5.125% Areas of Practice

Real Estate, Personal Injury,
Worker’s Compensation,
Wills/Trust,

Take advantage of the 6,500, buy NOW!

APR’s vary with each individual loan.
‘@ Equal Housing Lander
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Car care myths exposed

Knowledge may be power, but that's only the case if you put what you know into good use. Sure, it's a common phrase that can be used in many different situations, but
when applying it to car care, weeding through the myths can result in financial savings and longer vehicle life.

Myth: My car's motor oil should be changed every 3,000 miles

It is recommended that vehicle owners follow their manufacturer's maintenance intervals while it is still under warranty. However, if your car is no longer under warranty,
try using a synthetic oil that can extend your oil change intervals. The number of miles you can allow between your oil changes will depend on the way you drive and the
oxidations stability of the motor oil.

Oxidation stability can be measured by the American Society for Testing and Materials' (ASTM) rigorous Thin Film Oxidation Uptake Test (TFOUT). This test is so de-

manding that it lasts 1,300 minutes. Conventional motor oils typically last less than 300 minutes and Synthetic motor oils typically last less than 500 minutes. One high

performance synthetic motor oil, Royal Purple, has been shown to outlast the duration of the test. Royal Purple motor oils are recommended to extend oil change inter-
vals as much as 12,000 miles under normal driving conditions, and have also been shown to improve fuel economy.

Myth: A dealership must handle all maintenance on my vehicle while it is under warranty.

The key to maintaining your factory warranty is that car care items specified in the owner's manual are performed on schedule. As long as the service is documented, it
can be performed by any auto-repair shop. You can also do the work yourself; just make sure you keep accurate records and receipts in case warranty issues arise and
for future repair.

Myth: My car engine needs to warm up before driving.

During winter months, it is a common practice for drivers to warm their vehicles up inside, but a cold engine will warm up faster when it is being driven instead of idling. If
you use your car infrequently, take a few minutes to warm up your car before you drive away. This allows cold, thick oil to warm up, protecting your engine from damage.
For cold weather starts, all you need is 30 seconds to ensure proper oil flow and lubrication. In the event of frigid temperatures, driving at a slower speed for a few miles

will give your car enough time to warm up.

Myth: You tires should be inflated to the pressure shown on the tire sidewall.

Because of the wide variety of tires on the market today, tires can be used on more than one vehicle, so inflating your tires based on the PSI number on the sidewall may
not be ideal for your specific vehicle. Car owners should follow the manufacturer's recommendations for cold weather and normal conditions tire pressure. That number
can be found on a doorjamb sticker in newer cars, or in the glove box or fuel door on older models.

Myth: Are dishwashing detergents suitable for washing my car?

It is common for people to use dish detergents to wash your car, but do so with some warning. Dish detergents are designed to remove animal or vegetable fat and will
equally target the wax on your car. Instead, opt for a product specifically for automotive use. Quality products are based on detergents and not soaps which are made of
rendered animal byproduct that contain trace elements that could damage your paint.

Myth: All oil filters are the same
You may think that ‘an oil filter is an oil filter," but that's not true, because there can be significant differences that affect both filtration efficiency and longevity. The oil filter
is the engine's main line of defense against abrasion and premature wear. The more dirt and other contaminants the filter can trap and hold the better.

Inexpensive filters are typically made with the 3,000-mile interval in mind, using low-quality paper media that deteriorates rapidly for filtration. There are a number of new
high performance premium oil filters on the market from manufacturers such as Royal Purple, Wix and K&N. These filters are made for extended oil drain intervals. For
example, Royal Purple uses a proprietary long-life, micro-glass media that provides protection for 12,000 miles. You can learn more at www.royalpurple.com.

Source: http://helloelizabethtownftknox.com/tis/?action=article&itemld=3702
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The Offer: There's More to It Than Price
Fixating on price in real estate may cost you the deal:

Sellers who decide that a specific dollar figure will buy their home and won't budge from
that bottom line may sell themselves short.

Buyers who drop out of a transaction for a property they love because the seller's
counter-offer shocks them may be quitting before they have really started negotiating.
When a buyer makes an offer to purchase a house, condominium unit or commercial
property, the purchase price is a prime consideration, but it represents only part of the
total value offered to the seller. Problems may arise for both sides of the transaction
when this fact is forgotten.

Value Elements in an Offer

The value expressed in a buyer’s offer to purchase, or in a seller's offer to sell, involves
5 key elements -- a financial package:

1. Purchase Price, the stated amount of dollars offered by the buyer, represents a
significant contributor to value, but there are other important factors which can reduce
the amount the seller receives or which can compromise the transaction. It's not the
purchase price, but the net proceeds of the sale that sellers -- and savvy buyers -
should concentrate on.

2. Closing Date, or the day ownership changes hands and the seller receives the
money, can represent cost or value to both parties. Savvy buyers usually attempt to
meet the seller's preferred moving date, especially when the seller has committed to
purchasing another property or needs the proceeds of the sale on a specific date. For
instance, a closing before that date may be expensive because the seller would have to
move out and store everything until they could move into their new home. That double
move and the inconvenience represent out-of-pocket costs and time lost that make the
actual purchase price lower than stated. A closing date later than the seller’s preferred
date may leave the seller owning two homes—and paying off two mortgages—at once.
The seller may incur extra costs in arranging bridge financing to meet legal obligations
to close on their new home before they receive proceeds from the sale of their current
home. Choice of closing date may represent costs or value to the buyer as well. Bal-
ancing this reality for both parties is key in negotiation.

3. Inclusions and Exclusions to the sale also represent costs and value for both parties.
Appliances, heating systems and draperies are common seller inclusions designed to
boost value for buyers. If warranties for everything from a new roof or solar panels to
new appliances cannot be transferred to a buyer, these items become “second-
hand”and will probably represent less value to buyers. Buyers are also free to include
excluded seller items, like an antique light fixture, in the offer to purchase. Deals have

<

Do you have a Buyer for these Homes?

been lost to disagreements over light fixtures, fireplace accessories and vintage furnish-
ings, so prudent sellers remove contentious items before listing. A buyer may offer less
than list price and ask for nothing; a seller could sign back for more money and include
items to sweeten the pot. Value is very subjective for these non-real-estate items and
that's where negotiations can get heated.

4. Terms and Conditions are clauses in the offer which cover “what if” risks for one party
and the obligations of both parties. These clauses detail what the buyer asks the seller to
do for the purchase price. Arrange a survey or include a treasured light fixture? Sellers
can create conditions in an offer to sell, but usually conditions are of greater concem to
the buyer, particularly if approval of a third partly like a lender or city planning department
is involved in determining the property’s suitability. Conditions to arrange financing or a
home inspection are among the “ifs” that define the offer to purchase. The degree of
uncertainty attached to the conditions and the buyer’s related ability to close effect the
value of an offer. For instance, a buyer who is pre-approved for a mortgage of sufficient
size offers less risk to a seller. However, if the purchase price is significantly-above mar-
ket value, the lender may not approve the mortgage, so a condition for financing is es-
sential to protect all parties. A full-price offer with conditions that will be difficult to meet
may hold less value than an under-list-price offer with no conditions. Alternatively, if the
conditions are merely formalities, the conditional offer could represent greater value.
Would you recognize the difference if you were the seller? That's where the expertise of
the real estate professionals involved becomes valuable...

5. Intent and Sincerity are vital aspects of an offer although difficult to quantify. How
determined is the buyer to buy, and why? How determined is the seller to sell? If either
party changes their mind after the contract exists and before the closing date, the injured
party has remedies in court. These legal steps may not make up for lost time and, per-
haps, a missed market. An investor or flipper may decide to cut losses and bail out of the
deal if the market drops significantly before closing. A seller may have second thoughts if
their plans to move fall through. For both parties, value should lie in the certainty that the
other party will close in spite of market shifts.

Yes, price matters, but there’s a lot more involved in creating an offer that demands to be
accepted. That's why an experienced real estate professional is a valuable contributor to
success. Professionals can calculate, or at least estimate, the seller's net proceeds after
costs related to the offer and deduction of commission. This information helps the seller
accurately evaluate an offer to purchase. Understanding cost and benefit for all elements
of an offer helps a buyer intent on ownership to create the best financial package possi-
ble.

Tip: Re-read this article when you are ready to make an offer, counter an offer or accept
one. This will ensure value is visible to you on all levels before you decide to walk away
or sign on the dotted. Source: Have You Home and Money Too and Shared Ownership
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Somerfield—1575 Somerfield - Brentwood Model - Priced at only $254,907 This Move in Condition home offers, Ceramic Tile Foyer, Finished Basement
hI=| with Concrete Crawl, Backs To Tree Nursery, 9 Ft. Ceilings, Garden Bath with Soaker Tub & Double Sinks, Vaulted Ceiling in MB, Great 20 x 20 Deck perfect
for entertaining, All Appliances Stay including Washer/Dryer, 2.5 Car Garage, Close to Schools, Shopping and -55.

and Washer/Dryer.

much more!!

Nook and Bedrooms. 2.5 Car Gar. Quick Close Possible

Somerfield - 1470 Somerfield Dr.- Unique McKinley Model - Priced at $309,900 - 2400 Sq Ft.
Well Maintained Home offers 4 Bedrooms, 2.1 Baths, Hardwood Flooring, Large Deck and Beautiful Landscaping, Front Porch, Plenty of 42" White Cabinets,
1st Floor Den and Laundry, Under Ground Sprinkler System, Berber Carpet in the Family Room, 2.5 Car Garage, All Appliances Staying including Microwave

Somerfield 1401 Glenside Dr. - $339,900 Ravinia Model - Home offers Hardwood Flooring in Foyer, Living & Dining Room & Bath. Ceramic Tile in Baths,
4| New Carpet in Family Room & 1 BR, Gourmet Kitchen w/ Double oven, 42" Cab. & Cook top in Center Island. Kitchen also has Box window great for plants,
=% Recessed Lighting, Brick Front, Fenced Yard, Paver Patio, Large MB w/ Vaulted Ceiling & HUGE Closet. Jacuzzi Tub in MBB. Ceiling fans all rooms & more!

Somerfield - 1412 Waterside - Monticello Model: priced reduced $399,000 - This home has it all plus Elegance and Charm. Largest Model in Subdivision
7 with 3400 Sq. Ft. has Open Floor Plan, Dark Oak Hardwood Flooring in Foyer, Kitchen, Breakfast Nook & Bath. Gourmet Kitchen with 42” Oak Cabinets,
| Planning Desk and Large Walk in Pantry. 1st Floor Den, & Laundry with Door to Back Yard. Pond view and Large Deck, Finished Basement with Bath and so

Somerfield - 748 Dalton Lane - Monticello Model with Morning Room priced at only $374,904 - This over 3600 Sq Ft. Homes offers many extras like
Morning Room off of kitchen, 1st Floor Den, 4 BR plus a Loft, Open Fir Plan, 42" Oak Cabinets, Center Island & Walk in Pantry, Fenced Yard w/ Concrete
Patio, 3 Car Garage, 1800 Sq Ft of Finished Basement w/ Bar & Full Bath as well as Home Theater Room w/ 2 tired theater seating & 120" Screen. Vaulted
Ceilings in FR, LR, MB & MBB. Fireplace w/ Gas Logs, Dog Run & more.

3810 Adesso, Joliet - Priced at only $199,900 - 2 Bedroom, plus a loft, 2.1 Bath Townhome is Not a short sale, but this lovely home is priced to move!

Home features a large Great room with combo dining space. Nicely decorated with warm colors and accents. Enjoy this beautiful 2 Bedroom w/ Loft unit for
your choice of use..den or office. Large raised patio and fenced yard make for great outdoor entertaining. Full basement. Freshly painted Kitchen, Breakfast

FOR MORE PHOTOS OF EACH OF THESE HOMES GO TO www.soldalotofhomes.com




