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D E C E M B E R  2 0 1 9  

You’ve moved into a home with an unfinished basement. You may be wondering if 

you should spend the money to finish it or leave it as-is? Here are some common 

basement issues to think about before making the decision. 

 
  Construction details 

matter:  Creating 

walkable spaces and 

having good drainage is 

important when finishing 

your basement, but 

these thoughts may get 

lost in the shuffle when 

remodeling. Aim to keep 

the ceilings 8 feet or 

higher to ensure 

comfortable ways to 

move around the 

basement. And make 

sure to seal all cracks in 

the foundation of your 

home to prevent 

flooding. French drains or 

a sump pump may be a 

necessary installation to 

keep your new 

basement dry. 

 

 

 

 

 

  Not all space is equal. 

Many homeowners think 

that finishing their 

basement will instantly 

improve the value of their 

home. But be aware, 

above-grade space is still 

deemed more valuable 

than its lower-level 

counterpart. For example, 

take two homes: Home A 

with 2,500 square feet, all 

above-grade, and Home B 

with 2,000 square feet 

above, and 500 below-

grade. All else being equal, 

Home A will always be 

valued higher than Home 

B, something potential 

renovators should know. 

 

  Most popular features:  

When finishing your 

basement, it’s a good 

idea to figure out what 

elements you’d like to 

include in the design. 

Some popular ways to 

renovate include adding 

these features: an in-law 

suite, a home theater, a 

sports bar/man cave, a 

workout room/personal 

gym or a playroom for 

kids. 

 

Buying or selling a home can seem like an overwhelming task. But 

the right REАLTOR® can make the process easier — and more 

profitable. 

    А Certified Residential Specialist (CRS), with years of 

experience and success, will help you make smart decisions in a 

fast-paced, complex and competitive marketplace. 

    To earn the CRS Designation, REАLTORS® must demonstrate 

outstanding professional achievements — including high-volume 

sales — and pursue advanced training in areas such as finance, 

marketing and technology. They must also maintain membership 

in the NАTIONАL АSSOCIАTION OF REАLTORS® and abide by its 

Code of Ethics. 

     Work with a REАLTOR® who belongs in the top 3 percent in the 

nation. Contact a CRS today. 

 

SAY YES  
TO CRS 

 


