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NORTHWOOD
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B
uying or selling a home is so
much more than a business trans-
action; it's an opportunity to put
down roots, find that perfect place
to raise a family or discover that
one-of-a-kind residence that is

uniquely 'you.' Everyone has a different
idea of exactly what that comfort zone
should be; and that's why it's important to
find a real estate agent that is focused less
on selling properties and more on meeting
your particular needs.

"Real estate is very personal; it affects
people's daily lives, their families and their
quality of life," added Realtor Steve

Steve and Gail Carpenter, Realtors

"The 'New Face of Northwood' concept
means focusing on you and your needs,"
explained Realtor Gail Carpenter. "We're
not simply trying to 'sell' you a house, as
moving is very impactful on your life. We
strive to understand your needs and goals,
then educate you every step of the way
toward a knowledgeable decision you make
for yourself."
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Carpenter. "So it's important that an agent
know each client's goals and personality in
order to help them make the most educated
decision."

The Personal Touch
While many people begin their real estate
shopping experience online, having an
agent who puts your priorities first can
cut through all of the confusion and
clutter-and find you the perfect home
more quickly.

"A good agent
can take the
mystery out of
the process
and guide you
through it all
from
beginning to
end, no matter
what detours
arise along
the way,"
explained

Darla K. Jobkar, ABR, CRS, GRI. "A
good agent will help you assess the
market properly, as many Internet
resources are simply inaccurate, as well
as out-of-date.

Daria K. Jobkar, ABR,
CRS, GRI

"Without the proper face-to-face service
with the right individual, your results can be
adversely affected," she added. "At
Northwood, we believe in being completely
transparent with our clients by providing
them all of the needed information up front
to better serve them."

According to Realtor Fred Solman, simply
sitting down and talking with a full-time,

reputable pro-
fessional from
the very start is
the best way to
benefit from
their expertise.
"Getting an
agent involved
later than that
typically leaves
you with a

Fred Solman, Realtor void of under-

standing and resources that you'll wish that
you'd had from the beginning," he
explained. "Interacting with a Northwood
agent makes for a more educated
consumer."

And just as there are hundreds of proper-
ties from which to choose, there are also
a myriad of agents available to help both
buyers and sellers. "The relationships,
reputations, networking and experience of
agents do affect their clients' results, so
various questions should be posed when
looking for an agent to work with," added
Solman. "Ask friends and family who
they'd recommend and be sure to ask why
they're recommending that agent. Ask if
they would use that agent again."

Northwood 3.0
The real estate industry is constantly
evolving, and that means that real estate
organizations and agents must respond to
the times. "Our industry is changing, our
customer base is changing ... and we are
leading the change to adapt and provide the
best quality service for our clients," said
Realtor and Sales Director Kelly
Kuzemchak.

"As a company, Northwood's success has
benefited from our willingness to be flexible
and try new strate-
gies. Our website is
first in our industry
to show not only
currently listed prop-
erties, but also
information about
recently sold homes.
And coming soon is
a revolutionary
change to our
website that will
allow buyers and
sellers the ability to
choose an agent based on compatibility to
their own wants and needs," she added.

Kelly Kuzemchak,
Sales Director

This adaptability is also mirrored in
Northwood's new Adams Township office.
A concierge is on hand to assist clients
Monday through Friday and can set up
outside appointments as needed. Designed

as a cafe-style office complete with Wi-Fi,
the office is tailor-made to provide a place
for clients to relax and talk about their real
estate needs in a comfortable, welcoming
setting.

"In the past, the typical Pittsburgh real
estate office remained status quo, with desks
and cubicles and walled-off offices creating
an uncomfortable, uptight atmosphere.
Northwood is embracing the future and
incorporating a more comfortable, relaxed,
open concept office design," said
Kuzemchak.

"This is the type of
environment that
today's customer is
looking for; it
allows them to think
more clearly as they
relax and feel the
pressure being taken
off," added
Concierge Aryn
Roofner. "In 10
years, a 'traditional'
real estate office will
be a thing of the past." In addition to
providing a comfortable place to meet, the
new office is also home to info-socials-
free, public one-hour receptions that focus
on varying real estate topics.

Aryn Roofner,
Concierge

While having the most advanced technology
and office space is a plus for Northwood's
clients, working with talented, experienced
professionals is of even more benefit.
"Managing that much responsibility on your
own without the proper training and
resources can cost you more than just
money," said Gail Carpenter. "No one
realizes what they don't know; but your
Northwood agent has the proper resources
to guide you-knowledgably-every step of
the way."

NORTHWOOD REALTY SERVICES
550 Adams Shoppes
(Rt 228 and Adams Ridge Blvd.)
Mars, PA 16046
724-741-2111
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