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30-Year Fixed
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15-Year Fixed
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Our Hot Properties ads allow Realtors the
option of full-color, section-front market-
ing of an upcoming open house, new list-
ing, or other hot property — delivered to
over 23,000 Maui News subscribers. Sat-
urday Homes Hot Properties provide
prime advertising real estate for your
prime property. Reserve your space now.

Advertise Your Prime Real Estate
Listing in Full Color for $200 in
The Maui News Hot Properties

Call Your Maui News Classified
Advertising Representative to Place
Your Hot Property Ad at 242-6333

OPEN HOUSE TODAY 2-4 PM
109 Pi‘imauna Street

Kua‘aina Ridge, Pukalani
Custom 3-bedroom, 2-bath home with
quality craftsmanship throughout. Huge
saline pool with 2 waterfalls and a 10-
person spa. Panoramic bi-coastal views.
Now reduced to a bargain $747,000

Bonnie Newman R(S)
(808) 283-0645

Equity One Real Estate

Advertisement

While he already had a home
in Kipahulu, he needed to be
closer to his physician and
arrangements weremade for him
to stay at Puuiki Hill cottage.
From this idyllic setting, he
could gaze out at the sea, listen
to the sound of the waves and
feel the gentle trade winds.
This same property was pur-

chased by Lorraine and Tom
Brodek in 1995 and they have
remodeled and expanded it over
the years while remaining true to
its modern plantation architec-
ture. The residence was even
featured in “Coastal Living”
magazine in 2003 with an eight-
page spread showcasing its ’50s
Hawaiiana decor and interior
colors that echo the tones of the
surrounding gardens and sunlit
sea.
Bead board wainscoting and

pine floors add warmth through-
out the 2,028 square foot resi-
dence. The dining area and eat-
in kitchen feature high ceilings
and a bright skylight.
Improvements by the Brodeks

included the creation of four
bedroom suites with walk-in
showers; five screened-in lanai,
a new kitchen, ample closet and
storage space and a separate two
car garage with additional stor-
age. The bedroom above the
garage is also wired for use as an
office and features a kitchenette.
Antique family furnishings were
converted into wash stands in all
four bathrooms.
The Brodeks also rebuilt the

home’s rock walls for added pri-
vacy and designed a new low-
maintenance landscape that re-
flects the natural beauty of the
location. Craftsmen from
Hawaiian families in the area
helped with the building and car-
pentry. Bully Ho‘opai, whose
family has been part of Hana for
generations, built the lava rock
walls “big rock by big rock.”
The 14,501 square foot lot

sits atop a knoll named Puuiki
which means “small hill” in

Hawaiian. Sweeping ocean
views can be seen from every
room. The Big Island of Hawaii
stands tall in the distance. Sea-
sonal whales put on a show of
tail slaps and out-of-water
breaches while sea turtles swim
in the deep aqua sea below. Fish-
ing boats bob beyond the reefs
with the sound of the waves
meeting the rocks on the shore-
line. Trade winds carry the
melodic sound of church bells
marking midday at historic St.
Peter’s nearby.
Hamoa Beach is within walk-

ing distance or it’s just a four-
minute drive away. In his best
seller, “Hawaii,” author James
Michener wrote: “Paradoxically,
the only beach I have ever seen
that looks like the south Pacific
was in the North Pacific. Hamoa
Beach onMaui island in Hawaii,
a beach so perfectly formed that
I wonder at its comparative ob-
scurity. Formed into the shape of
a half moon, it is rimmed by
boulders of lava and guarded by
tall volcanic needles. Pandanus
(Hala) trees line the shore, which
offers a crescent of black and sil-
ver sand.” Hamoa is also listed
as number five (out of 10) onDr.
Beach’s “America’s Best
Beaches 2009” list and has been
featured on the cover of “Sun-
set” magazine.
Hikes, water sports (swim-

ming, surfing, snorkeling, ca-
noeing), horseback riding and
other nature activities are within
minutes of the home.
The residence is being offered

for $1,295,000. The sale of the
home includes a one-year mem-
bership to the Hamoa Beach
Club.
A virtual tour of the home

may be viewed by visiting
www.MauiAina.com. For more
information, call Realtor (S)
Kim Insley-Morrel at 276-
7766. She is the listing agent
with Coldwell Banker Island
Properties.

Hana residence offers escape
from the stress of urban life

F
amed aviator Charles Lindbergh

visited many parts of the world

in his storied life, but it was his

beloved Hana he longed to return to

during his final days in 1974.

The property consists of a main residence and separate
2-car garage with second-floor bedroom that’s also wired
for use as a home office.

Bead board wainscoting and pine floors add warmth
throughout the home. The dining area and eat-in kitchen
feature high ceilings and a bright skylight.

All four suites have walk-in showers. A sliding glass door
opens to a covered deck overlooking the ocean in the
bedroom shown above.

The property sits atop a knoll named Puuiki which
means “small hill” in Hawaiian. Sweeping ocean

views can be seen from every room.

Rates on
30-year loans
inch up to 5%
By ALAN ZIBEL
AP Real Estate Writer

WASHINGTON (AP) — Rates
for 30-year home loans have inched
up, hitting 5 percent for the first time
in nearly a month after bond yields
edged up.
The average rate on a 30-year

fixed mortgage was 5 percent this
week, up from 4.92 percent a week
earlier, mortgage company Freddie
Mac said Thursday. It was the high-
est average since the week of Sep-
tember 24, when rates averaged
5.04 percent.
While above the record low of

4.78 percent hit in the spring, rates
are still attractive for people looking
to buy a home or refinance.
To prop up the housing market

and help the economy recover from
the worst recession since the 1930s,
the Federal Reserve has been en-
gaged in an extraordinary level of
support, spending $1.25 trillion on
mortgage-backed securities, which
has driven down rates on home
loans.
Last month, Fed Chairman Ben

Bernanke and his colleagues agreed
to slow down the pace of the pro-
gram to buy mortgage securities
from Fannie Mae and Freddie Mac.
Instead of wrapping up the purchases
by the end of this year, the Fed now
plans to do so by the end of March.
Despite the government’s effort to

support the housing market, qualify-
ing for a loan is still tough. Lenders
have tightened their standards dra-
matically, so the best rates are avail-
able to those with solid credit and a
20 percent down payment.
Freddie Mac collects mortgage

rates on Monday through Wednes-
day of each week from lenders
around the country. Rates often fluc-
tuate significantly, even within a giv-
en day, often in line with long-term
Treasury bonds.
The average rate on a 15-year

fixed-rate mortgage rose to 4.43 per-
cent, from 4.37 percent last week,
according to Freddie Mac.
Rates on five-year, adjustable-rate

mortgages averaged 4.4 percent, up
from 4.38 percent a week earlier.
Rates on one-year, adjustable-rate
mortgages fell to 4.54 percent from
4.6 percent.
The rates do not include add-on

fees known as points. The nation-
wide fee for loans in Freddie Mac’s
survey averaged 0.7 points for 30-
year loans. The fee averaged 0.6
points for 15-year, five-year and
one-year loans.



By CAMILLA MCLAUGHLIN
For The Associated Press

I
nside, the house was com-
pletely restored, a 1910
charmer with three bed-

rooms, three baths and a two-
car garage. Outside, there was
nothing inviting about the alu-
minum and frosted glass win-
dows that enclosed the porch.
The property sat on the market
for seven months, with little
buyer interest.

Finally, the sellers’ agent
persuaded the reluctant owners
to remove the windows and
open the porch. Before the job
was even completed, the home
in St. Petersburg, Fla. sold for
$475,000, just below the ask-
ing price. Such is the power of
curb appeal.

Curb appeal refers to the
desirability of a home from
the outside. And in a housing
market with a glut of homes
for sale, curb appeal is a
competitive edge. Well-
priced homes in prime loca-
tions often don’t evoke the
interest they should simply
because the exteriors lack
charisma.

“Whether it is someone
passing by who won’t stop to
pick up a flyer or someone on
the Internet who is put off by
the photos, the seller is missing
out on potential buyers. First
impressions are crucial,” says
Sharon Simms, a broker with
ALVA International, who rep-
resented the Florida sellers.
While there is no shortage of

information on making an ex-
terior sizzle, it is hard to be ob-
jective when it comes to your
own property.
“You get so used to going

home to your own house that
often you don’t see the prob-
lems and frequently owners
don’t use the front door,” so
they don’t realize when they
look up there are cobwebs
hanging over the entry or that
the door sticks, says Simms.

New Eyes, New Vision
To see what the buyers

see, put yourself in their
shoes by viewing your house
from across the street. “This
is where agents typically
park to first show buyers a
home,” says Barb Schwarz,
president of Staged-

Homes.com and author of
several books on staging.
Take pictures. Nothing

brings a third party perspec-
tive more than the camera’s
neutral lens. You’ll catch
things, like the trash cans in
front of the garage or brown
spots in the grass.
From the opposite curb,

slowly make your way to
the entry, narrowing your
focus every few feet. Are
there stains on the drive-
way? Is the path to the front
door obvious and unob-
structed? Is the yard a mish-
mash of lawn ornaments? Is
the facade too plain? Does
the entry make you want to
see more of the house?

Taming the Wild
Landscaping should not

only frame the house, but al-
so funnel the eye to the front
door. Cut overgrown ground
cover and plants to clear
walkways and open a visual
path.
Schwarz recommends

trimming overgrown shrubs
from the top down rounding
the tops. For trees, she starts
at the bottom, removing
branches that obstruct the
view of the house. Keep
foundation plants below the
windows. The exterior looks
better, and the interior will
get more light.
Optimize appeal by re-

moving anything that dis-
tracts or suggests the proper-
ty is not well maintained. Re-
move stains from the drive-
way and walkways. Clean
out gutters and repair any

peeling paint. Move trash
cans out of view, put away
toys and any leftover garden-
ing tools. Remove dead
plants and keep flowering
plants looking fresh by re-
moving old blossoms. Rake
leaves. Don’t slack off after
the initial open house. You
have to be vigilant about ap-
pearances the entire time the
house is on the market.

Focus on the Front
The front entry is the one

place buyers will have ample

time to take in every detail as
they wait for the agent to re-
trieve the key from the lockbox
and open the door. Make sure
the front entrance is clean and
inviting. Make sure the door
operates smoothly. Shine (or
replace) door knobs, locks and
house numbers. Replace an old
or cracked doorbell; a new one
costs $20 or less.
“If you can’t afford to up-

grade the entire exterior, con-
centrate on the front door
which will bring the biggest
bang for the buck,” advises
Michelle Valigursky co-author
of “Creating Curb Appeal.

Power of Paint
Many real estate agents

swear by paint. “The scent
of fresh paint sets the tone
for the house,” says Linda
Itami with Prudential Utah
in Salt Lake City who typi-
cally advises sellers to give
the entry a facelift by paint-
ing the door. “The mailbox
is the same thing. I like peo-
ple to paint them or get a
new mailbox.”
Paint is also a wonderful

way to highlight architectural
details. Use no more than
three colors, cautions
Schwarz, who recommends
checking out the newest local
subdivision for color cues.
Also, paint retailers such as
Sherwin Williams and Ben-
jamin Moore have informa-
tion and recommended color
combinations for various ar-
chitectural styles.
“I always suggest a rich

and interesting color,” for the
front door, says Michelle
Molinari, a professional
stager in Louisiana and co-
owner of CurbAppealFor-

Dummies.com.
“The biggest secret is a

black front door. You never
see a black front door on a
cheap house,” she said.

Set the Scene
Enlarge any skimpy plant-

ing beds along the foundation
or the walkway and rejuve-
nate existing beds with new
mulch. Molinari recommends
dark mulch. “It makes the
greens look greener and it al-
so grounds the house. One of
the messages I want the
house to send is that it is stur-
dy and stable and well con-
structed,” she says.
Use landscaping as punctua-

tion and focus color and white
flowers in places you want
people to notice.
On the front porch, try posi-

tioning a chair on either side of
the front door or in a grouping
with a small table. Soften the
look with an outdoor pillow or
two. Set the scene for coffee or
lemonade.
Finish the entry with a pop

of green. Fill a planter, color
coordinated with the house,
with a conical evergreen and
finish it with seasonal flowers.
Don’t forget lighting. Poten-

tial buyers often view a home
online and then drive by after
work. Interested buyers also
like to see what a home looks
like after dark.

Look to the Sides
No matter how beautifully

you’ve staged your own
home, the effect will be lost if
the homes on either side are
unkempt. Often, says Scott
Mosby, a contractor from
Kirkwood, Mo., it is hard to
tell where your property line
begins and the neighbor’s
ends. Experienced real estate
agents offer an array of solu-
tions, which might be as sim-
ple as offering to mow a
neighbor’s lawn.

Online Update
Lastly, once you’ve amped

up the exterior make sure your
agent broadcasts it with new
photos online. The Internet is
the new curb sincemost buyers
begin their search there and
your home has only three sec-
onds to catch a buyer’s eye.
Research shows exterior

improvements pay off with
faster sales and higher prices
in some markets. Improve-
ments such as wood decks
and new siding typically
bring the highest returns on
resale, according to the Na-
tional Association of Real-
tors annual report on cost
versus resale value.
There are no guarantees in

real estate but an enhanced ap-
pearance is the best way to in-
sure your home passes the
three-second test.
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Carpet in Stock!

Call us at 871-8008

430 Alamaha St., Suite 103, Kahului, Maui, HI 96732

Fax (808) 495-0014 • leiflooring@yahoo.com
Lic: #29969

LEI FLOOR &LEI FLOOR &
WINDOW COVERINGSWINDOW COVERINGS

By TOM BLACKBURN-
RODRIGUEZ
Joe Pluta has contributed his

unique energy and talents to
making West Maui a healthier
and safer community for the
past 30 years. During that time
he has been a partner with
many community groups and
leaders in a variety of commu-
nity improvement activities.
However, his current effort to
see the creation of a hospital in
West Maui may be the biggest
he has ever attempted.
Yet, the model being used

for the development of the
Westside hospital has been
successful in the past. Accord-
ing to Pluta, “I had experience
here in 1989 to 1992. I
worked as a Director with the
WestMaui Taxpayer’s Associ-
ation (WMTA) to build an am-
bulance and fire station for the
West Maui Community called
the Napili Fire and Ambulance
Station. This effort was unpar-
alleled in the State of Hawaii
and we sucessfully developed
the first community fire and
ambulance station ever built in
the State of Hawaii with pri-
vate funds for the dedication to
the County who agreed to staff
it if we built it. It seemed that a
West Maui Hospital could be
done the same way and we be-
gan an effort in earnest to du-
plicate that effort for a commu-
nity hospital that could serve
West Maui.”
The first step was to hear

from the community. In 1999,
the WMTA — with Pluta as
their president — polled their

membership and community
who voted Health and Safety
as a major concern due to the
isolation of the West Maui
community from essential
services, including access to
emergency medical services.
Since that time, the West Maui
community has continued to
support the building of a hospi-
tal to address their medical
service needs.
The next step was to get

buy-in from those involved in
business, the visitor industry,
the hotels, seniors, and more
local residents. To assist in that
effort, in 2000, Pluta became a
charter member in the Ka‘ana-
pali 2020 Community Plan-
ning Effort with over 75 mem-
bers working in cooperation
with Amfac/JMB to develop
what the Community wanted
on the Ka‘anapali Lands.
“This enabled me to include

and get consensus with the
Community Planning Group of
the need for a medical facility

and to carve that out as a priori-
ty over the rest of the develop-
ment of the Kaanapali 2020
community plan,” said Pluta.
“That then called for my re-

quest to donate approximately
15 acres of land close to the
existing police, fire and ambu-
lance station in Lahaina to the
West Maui Improvement

Foundation Inc. and permit this
to be earmarked and prioritized
by the land owner, Kaanapali
Development Corporation and
the Kaanapali 2020 Commu-
nity Planning Group,” he
added.
When asked why he and so

many others (including a re-
ported 1,500 donors) became

involved in the effort to build a
West Maui hospital Pluta said,
“Our primary concern was iso-
lation over the golden hour
from access to Emergency
Medical Services on the West
Side. Our WMTA web site at
www.westmaui.org has links
to www.westmauihospital.org
with all the details.”

The current plan is to have
the hospital under construction
in late 2010 and completed
with a grand opening in mid-
2012. It will include a 24-Bed
Critical Access Hospital with
24-7 Emergency Room, 40-
Bed Skilled Nursing facility, a
40-Bed Assisted Living Facil-
ity and a 30,000 sq. ft. Med-
ical Office Building. All build-
ings will be built at the same
time, but the hospital is
planned to open first. The hos-
pital will be built by developer
Brian Hoyle and the Newport
Hospital Corporation.
Pluta believes that health

and safety is everyone’s busi-
ness and thinking back on a
community-wide struggle that
has gone on for 10 years Plu-
ta said, “This effort has been
the most stressful and de-
manding thing I have ever
done in my life and ironically,
I am so very grateful to God
for this experience that it’s
beyond my wildest dreams to
have joined in something that
is larger than life that will lit-
erally save lives in the future
for many years to come.”
Donations to the nonprofit

West Maui Improvement
Foundation Inc. and the West
Maui Hospital and Medical
Center Inc. are tax deductible
with public charity status from
the IRS. Contributions may be
sent to181 Lahainaluna Road,
Suite I, PO Box 10338, La-
haina, HI 96761. See
www.westmauihospital.org for
more information or call 808-
661-7990.

Joe Pluta a leader in effort to build West Maui Hospital

Realtors® Association of Maui, Inc.
The Voice of Real Estate on Maui

Kevin Baptist (left), Bank of Hawaii Sr. VP and Maui Regional Manager presents a $1,000
check to Joseph D. Pluta, West Maui Improvement Foundation President. The grant from Bank
of Hawaii is to cover administrative costs for efforts to develop the West Maui Hospital and Med-
ical Center Foundation.

Curb appeal: make your home’s exterior inviting

“This is where agents
typically park to first show

buyers a home.
Barb Schwarz,

president of StagedHomes.com

For more information on these listings, check the paid ad in the classifieds.

Saturday 11AM-5PM
60 Koani Loop

ERA Pacific Properties
250-7560

Saturday 1-5PM
Sunday 9-11AM
110 Aoloa Loop,

Kahului
ERA Pacific Properties

385-0396

Call for schedule
16 Ohia Leo, Wailuku

Peggy-An Hoekstra
283-5945

Call for schedule
234 Halenani Dr.,

Wailuku
Peggy-An Hoekstra

283-5945

Call for schedule
Waiolani Pikake lot 24

Peggy-An Hoekstra
283-5945

Saturday 9AM-1PM
3160 Akala Drive,

Maui Meadows
ERA Pacific Properties

298-3189

Saturday 1-4 PM
Kihei Kai Nani

#174, Kihei
Kama‘aina Properties

283-8938

Saturday 10AM-1PM
694 Upper Kimo Drive

Keller Williams
Realty Maui
298-6899

Saturday 11AM-2PM
Sunday 1-4PM
25 Lupea Pl.,

Pukalani
Prudential

Locations Maui
357-5118

Sat/Sun Noon-6PM
66 Puakea Pl.,

Kula
Maui Earth Realty, LLC

205-0816

Saturday 2-5PM
147 Kulamanu Circle,

Kulamanu
Coldwell Banker
Island Properties

276-7777

Saturday 2-5PM
5 Nunu Pl., Kulamanu

Keller Williams
Realty - Maui

250-9858

Saturday 2-5PM
82 Kulamanu Circle,

Kulamanu
Coldwell Banker
Island Properties

283-8991

Saturday 2-5PM
38 Leihulu Place,

Kulamanu
Centiury 21 All Islands

870-3434

Saturday 2-5PM
300 Kulamanu Circle,

Kulamanu
Roos Realty

280-0113

Saturday 2-4PM
109 Piimauna St.,

Pukalani
Equity One Real Estate

283-0645

open
house
guide
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