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WWithout a doubt, few life events are as thrilling as buying or selling a home. 
Of  course, as is the case with most of  life’s great milestones, the process 
brings with it equal parts excitement and stress and can be pretty over-
whelming. As a buyer looking for a dream home, essential considerations 
include location and size of  the home, price, property taxes, neighborhood 
offerings, and the general fit to individual lifestyle needs. For a seller, finding 
the right buyer, pricing the property properly, and giving the home curb ap-
peal are tantamount. For both, buyers and sellers, other vital considerations 
include finding the best insurance and title guarantee companies to meet 
their unique needs. InWeston interviewed experts in the industry to spotlight 
best practices and essential considerations when buying or selling a home, 
to ensure a smooth transition for all parties involved. 

A top recommendation for both buyers and sellers is to hire an agent. 
Eric Solomon, residential sales broker for Solomon Homes, stresses, “Buy-
ing or selling a home has a lot of  moving parts and surprises along the way. 
It takes a seasoned and caring realtor to help you predict and navigate 
through the process to keep your best interests at the forefront.”

“When buying a home, an agent will find numerous properties through 
the MLS and acquired knowledge of  the local market to provide the client 
with the available properties and negotiate the best price and protection,” 
adds Matt Simon of  Douglas Elliman Real Estate. “Many times, a buyer/
renter can fall in love with a property they see and get overly excited with-
out thinking of  certain ‘hidden’ issues the property might have. An agent 
will know the questions to ask about the property itself, which can quickly 
eliminate or enhance the buyer’s interest. What the agent knows to ask 
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Whether you’re buying or selling real estate this 
year, let our experts be your collective guide.
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might not necessarily come naturally to 
the buyer/renter. This can potentially 
save the client a great deal of  time in the 
looking process.”

Important considerations for buyers, 
per Solomon, include floor plan, neigh-
borhood, price point, comparables of  
homes in the neighborhood and roof  
age. “Buyers should inquire about age 
and life expectancy of  major expenses 
such as roof, air conditioning, appli-
ances, pool components, what the asso-
ciation covers and Sellers Disclosure on 
the property.” 

Laura Buccellati of  ONE Sotheby’s 
International Realty also recommends 
that buyers consider the age and condi-
tion of  the roof, air conditioning, and 
electrical wiring. “In Florida, ask about 
hurricane shutters or impact glass. It’s 
always good to know the reason for 
selling the property. It may be an ob-
vious answer, like a job transfer, but it 

could be due to neighborhood noise or 
other issues.”

Andres Asion, founder of  Miami 
Real Estate Group, shared his expertise 
about what buyers should look for when 
considering a home purchase. “Some 
buyers are looking for homes that don’t 
need any work, other buyers might see 
dollar signs when they see a fixer up-
per. Often, good opportunities might 
not be in buying in the newest building 
but in an older building next to the new-
est building. Rental income might not 
vary much between buildings, giving 
the buyer a higher rate of  return if  buy-
ing for investment in an older building.” 
Asion also suggests considering whether 
sellers are willing to finance; discussing 
building issues with the homeowners’ 
association manager to find out about 
special assessments (if  buying a condo); 
hiring a professional to conduct an in-
spection and determining how fast sell-

ers need to sell. “If  they are in a rush you might be able to 
get an even better deal.”

When selling a home, the experts agree that hiring an 
agent, pricing the property correctly and proper staging are 
essential to pique interest from prospective buyers. An agent 
acts as a guide for a seller, factoring in the current market 
standards, providing CMA (comparative market analysis), 
showing what has sold and what is available, thus providing 
a realistic price point for the home. An experienced agent 
will market the property to garner the most interest from 
potential buyers, listing it on the MLS, giving other agents 
the opportunity to connect with potential buyers and ad-
vertising in print publications. Simon explains, “An agent 
will utilize special techniques in the advertising process to 
make the property as physically appealing as possible to 
the public. A good agent will take the time to make sure 
the property is showcased through photography in a clean, 
neat manner with close attention to detail. It is important to 
‘stage’ a property to appear in the best condition possible. 
Furniture should be expertly positioned. If  a property is be-
ing listed while vacant, an agent might feel it beneficial to 
furnish part of  the property, giving potential buyers a cer-
tain vision.” Buccellati adds, “To give curb appeal to your 
home, use common sense. Eliminating clutter, removing 
personal photos to avoid personalizing it too much, add-
ing a fresh coat of  neutral-colored paint and landscaping 
always help with first impressions.” 

“To give curb appeal to your home, use common sense. Eliminating clutter, removing 
personal photos to avoid personalizing it too much, adding a fresh coat of neutral-

colored paint and landscaping always help with first impressions.”
—LAURA BUCCELLATI OF ONE SOTHEBY’S INTERNATIONAL REALTY
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Solomon urges sellers to price their property correctly. 
“Pricing is very delicate with everyone, and each home has 
a specific value. It’s important to set realistic goals in the 
beginning to avoid a bumpy road.” 

Asion agrees, “Look at the properties that have sold in 
less than 90 days and make note of  their pricing versus 
the ones taking more than 90 days to sell.” He also advises 
showcasing great photos and video footage. Of  utmost im-
portance is making sure the property is in the best condition 
possible when showing to prospective buyers: neat, well-lit, 
with soft background music playing and a clean fragrance 
throughout. Asion also encourages well-manicured land-
scaping and adding outside lighting to the lawn. Solomon 
adds, “Pressure cleaning, lawn care, fresh colorful flowers, 
making sure the front door is clean and in good condition 
will give the home curb appeal.”

A Luxury Condominium to 
Meet your Changing Lifestyle
Changing lifestyle circumstances may warrant a move to 
a different type of  home altogether. For many homeown-
ers—especially those with grown children—luxury con-
dominium living offers amenities and conveniences over 
those of  a traditional single-famiily house. Bradley Deck-
elbaum, principal at Premier Developers, is constructing 

Riva, a luxury waterfront condominium in Fort Lauder-
dale, to address such lifestyle changes. “Needs change 
for families,” Deckelbaum explains. “For empty-nesters, 
school districts are no longer the highest priority. They 
desire a home that complements their current lifestyle, 
without the hassle of  maintaining a yard or pool. Our 
residents are educated buyers who are in search of  luxury, 
amenity-rich living in a convenient and desirable location. 
At Riva, the primary considerations for our buyers are 
location, amenities, convenience and walkability to shop-
ping, restaurants and recreation. They want to live in the 
city, closer to where they might work and near the things 
they love to do. Many of  Riva’s new buyers are moving 
from suburban single-family homes in favor of  living on 
the water in the heart of  Fort Lauderdale. We designed 
Riva with spectacular, spacious floor plans that feature ex-
panded open kitchens and extra-large 70-foot terraces for 
true indoor-outdoor living. Each residence has abundant 
closet space and a private storage locker.”

Riva stands out among luxury condo residences for its 
unique riverfront location and extraordinary amenities. 
“We have one of  most amazing and serene waterfront sites 
in all of  Fort Lauderdale,” Deckelbaum points out. “There 
basically is nothing but treetops between us and the ocean, 
less than a mile away. I discovered our site about the only 
way you can—on a paddleboard. There’s no other condo-
minium where actively enjoying the river can be part of  

OPPOSITE TOP: Some 
buyers are looking for 
homes that don’t need any 
work, while others are 
drawn to a fixer-upper. 
OPPOSITE BOTTOM: An 
agent will arm buyers with 
what they need, such as a 
floor plan, neighborhood 
information and com-
parables of homes in the 
neighborhood. ABOVE: 
Riva features extra-large 
70-foot terraces that 
maximize the concept of 
indoor-outdoor living.
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your everyday life as it is at Riva.” He 
adds, “We have a private dock and a wa-
tersports center that offers personal stor-
age for paddleboards and watersports 
toys and an easy launch onto the Middle 
River. Riva’s private dock also offers 22 
private boat slips, suitable for power-
boats up to 35 feet, with direct access 
from the river to the Intracoastal Water-
way and the ocean. Getting out on the 
water is what the Venice of  America is 
all about.”

Other Essential 
Considerations: 
Title and 
Homeowners 
Insurance 
Of  paramount importance when buy-
ing or selling a home is choosing repu-
table and efficient title and homeowners 
insurance companies. A title insurance 
company ensures that the property title 
is free and clear of  any encumbrances at 
the time of  sale. 

Mark Bookstein, owner of  Title Guar-
anty of  South Florida, outlines the most 
important considerations when choosing 
a title insurance company. “You want to 
make sure it is a company you can trust, 
a company you can stand behind, run by 
individuals who pride themselves on pro-
viding knowledge, customer service and 
who genuinely care about their clients’ 
needs. Reputation, success, trust and 
competence—those are the four words 
we stand behind. Our clients depend on 
us because they recognize that we possess 

the technical expertise to get the job done 
on time with unmatched attention to de-
tail. Everyone at Title Guaranty of  South 
Florida is dedicated to being accessible, 
efficient and responsive to your needs 
and requirements.”

Mabel Mullan, director of  marketing 
and client services, explains that Title 
Guaranty is a leader in the industry be-
cause they provide quick and efficient ser-
vice, ensuring that their clients’ interests 
are protected and that they understand 
their rights and obligations. “We will 
not talk to you in legalese. We respond 
to your phone calls and emails, immedi-
ately, explain all fees and expenses clearly, 
double-check all legal documents to en-
sure that everything is in order and pro-
vide assistance from in-house attorneys.”

Homeowners insurance typically 
covers property, liability, contents, 
loss of  use, assessments, medical pay-
ments and damage caused by fire, 
theft, vandalism, windstorm and hail, 
and various other hazards. Nestor 
Rodriguez, president of  Insurance 
Consulting Group and a 20-year resi-
dent of  Weston, shares the following 
advice with clients before they buy or 
sell a home. “Make sure you obtain a 

current inspection that complies with state requirements; 
windstorm mitigation and elevation certificates. Property 
coverage should be calculated based on current appraisal. 
Liability should be increase by an umbrella policy of  at 
least one million dollars over the primary coverage, since 
standard homeowners insurance policies carry low limits.”

An important factor that should be considered when 
selecting a policy is the A.M. Best rating of  the insurance 
company. “Make sure the insurance company is an admit-
ted company, to be ‘State of  Florida Guaranty Funds.’ The 
coverage should always cover replacement value of  the 
property and its contents,” explains Rodriguez. “Make sure 
all appropriate credits have been applied and the limits of  
coverage are adequate to the risk. Various discounts may 
apply based on year of  construction, updates to wiring, 
plumbing, electrical and roof. There are also credits applied 
for having an alarm connected to a central station, which 
includes fire, theft and smoke damage. The elevation of  the 
property should be higher than flat base elevation.”

Diana Rodriguez explains that she and Nestor chose 
to open Insurance Consulting Group in Weston because 
they saw the need for an experienced and knowledgeable 
brokerage company that can provide different options. 
“We had reviewed policies in our neighborhood and we 
noticed that they had not been reviewed for many years; 
therefore, they did not reflect adequate replacement cost 
values, which could be extremely costly at a time of  loss.” 
The factors that differentiate which company/policy best 
suits each individual homeowner are the size and loca-
tion of  the property, the individual’s personal and business 
assets, value and type of  contents, whether the property 
has a pool and the property’s protections. “Being in the 
industry since 1985 gives us a feeling of  fulfillment, know-
ing that our service has helped many people recoup from 
a tragedy—the fact that no matter how bad a person or 
family or business has suffered from peril, we can always 
brighten their day when we show up with a check to pay 
for expenses, repairs, legal costs, and cover many other 
needs. Even when nothing has happened, we give our cli-
ents peace of  mind knowing that their assets are protected 
if  an incident should occur.” 

ABOVE: Riva’s private dock 
offers 22 private boat slips, 
with direct access from the 
river to the Intracoastal 
Waterway and the ocean. 
BELOW: Your title insurance 
agent should be rapid-respon-
sive to your phone calls and 
emails, explain all fees and 
expenses clearly, double-
check all legal documents 
and provide assistance from 
in-house attorneys.
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