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Previews set to begln at taﬂqways

Opening set for Newport
Beach’s newest neighborhood

Newport Beach's newest address of
distinction will be revealed in October as
Taylor Woodrow celebrates the preview
opening of Castaways. a private gated
community of luxurious, grand-scale
residences on a dramatic site overlooking
the Back Bay.

Combining gracious elegance and timeless
exclusivity, Castaways will duplicate the
unique appeal of Newport Beach’s million-
dollar neighborhoods, with exquisite
architecture and features only found in
custom homes

The Castaways location is superb,
adjacent to the Bob Henry Park, scheduled
to open in November 1996, Residents will
also enjoy the advantage of shopping at
nearby Westcliff Plaza, Westchiff Court and
Fashion Island with access to nearby fine
dining in Newport Beach.

Ultra-spacious living areas span about
3,292 10 4,008 square feet on two levels. As
many as si1x bedrooms and five and one-half
baths will comfortably accommodate large
households. Buyers of varying plans will
have the opportunity to tailor their home to
their lifestyle by selecting such options as an
extended Family room, home office.
conference center, leen room, exercise room,
music room or library.

Throughout the homes, buyers will find
details worthy of the finest custom homes.

Kitchens will and his and
satisfy the most |+ - hers walk-in
demanding closets. For
chefs with a the ultimate
complete in personal
collection of comfort,
professional- buyers may
quality also select
appliances from such options
Viking, # as the Kohler
including built- § Body Spa,

in six-burner i i featuring 10
gas cooktop, > water jets, or
double ovens ™ a lighted

o dishwaabee, Arfats mdmns of Castaways Plan Three waterfall and
Kitchen footbath.
conveniences will also include a microwave The list of options extends to design

oven, a choice of three custom cabinet
styles, built-in desk and a host of optional
appliances, including Sub-Zero refrigerators
and such Viking equipment as a wine cooler,
ice maker and wok grill or barbecue gnill
and grniddle.

To make it easy for residents to take
advantage of the latest computer,
communications and home entertaining
technology, every home will be wired with
multi-media plates. This is the nerve center
of a full-house automation system that can
also accommodate computers, telephone and
cable TV, as well as secunty and audio-
video systems,

Master suites will take luxury to
exceptional heights with picturesque
verandas, built-in coffee bars, oversized
showers with seats, his and hers vanity areas

accents like crown moldings and oak or
maple fireplace mantels, as well as to such
conveniences as custom closet systems and
Corian, granite or marble countertops.
Offening the ultimate convenience, the two
largest plans will feature elevators as an
option.

There are finishing touches such as two
fireplaces in each home, dual-zone central
air conditioning and heating systems and
ceramic tile throughout, including secondary
baths and the extra-large interior laundry
room.

Exteriors recall stately mansions along
America's Eastern seaboard with traditional
architecture accented with real wood, stone
and brick, creating a variety of elevations
for a custom home streetscape.

Castaways is a reflection of the

international advantage that distinguishes
Taylor Woodrow Homes, Inc.. which is
currently celebrating its 75th anniversary.
Founded in 1921, Taylor Woodrow Homes'
worldwide team consists of more than 150
engineering, construction and development
mpmmmaddngloh.mmy

is renowned for building major international
airports, multi-million dollar shopping malls
and even the Channel Tunnel.

Taylor Woodrow is currently building
distinctive new home neighborhoods in Los
Angeles, Orange, Riverside and San Diego
counties. Following on the heels of the
recent model grand opening of Maravilla in
the master-planned community of San Juan
Hills in San Juan Capistrano, Castaways is
the second new Taylor Woodrow community
introduced in 1996, Also set to debut later
this year is Bellacere at San Juan Hills.

To be on hand for the preview opening of
Castaways, from Pacific Coast Highway,
tum onto Dover Drive and proceed about a
half mile, then turn right on 16th Street and
proceed to the Castaway’s entrance. adjacent
to Bob Henry Park. The sales office is open
daily from 10 am. to 5 p.m.

Additional information is available by
calling (800) 474-3222. Information may
also be obtained by sending e-mail to
Project and
company information is available on the
World Wide Web at
hitp://www.taylorwoodrow.com.

The Prudential Real Estate affiliates is changing the way
homes are bought and sold

Homes sold 50 percent
faster in test markets

The Prudential Real Estate Affiliates,
Inc. (PREA) is reshaping the way homes
are bought and sold in the United States
and Canada, The company is rolling out a
revolutionary marketing concept that
makes the process of buying and selling a
home faster, more efficient, and consumer-
friendly.

The new concept, called Prudential Value

fundamentally change the way homes are
bought and sold, similar to the way Satum
has changed the way automobiles are
bought and sold.

“Buying and selling a home is an archaic
process. It is difficult and frustrating for
most consumers, and we feel it’s time to
change that,” said Ginger Sherman,
PREA's senior vice president, network
support, who is in charge of PVRM.
“Prudential Value Range Marketing
simplifies the transaction process, making
it more consumer friendly. It gives buyers

market may not even consider seeing it.
With PVRM, however, this home will be
listed in the $120,000-140,000 range,
broadening the market and the pool of
potential buyers significantly.

Because there are more potential buyers
for a home listed through PVRM, the seller
tends to receive more offers. More offers
put the seller in a better position to
negotiate the best sale price.

“A common misconception among
sellers is that buyers will only bid on the
low end of the range,” Ozonian said. “In

especially important to first-time home
buyers who often feel intimidated about
what bid to make. '
“Prudential Value Range Marketing
works because, at its heart, the program
gives buyers and sellers a comfortable
basis to begin negotiations,” Ozonian said.
PVRM, which originated in Australia,
has been adapted for the North American
real estate market by PREA. PREA is the
only network to offer the concept
throughout the United States and Canada.

“Prudential Value Range Marketingis

" Range Marketing (PVRM), replaces the

traditional fixed asking price with a pre-

determined range, leffing buyers offer a bid
within the range selected by the seller.
PVRM is designed to sell homes faster by
generating more prospective buyers and
making the process easier and less stressful

price
parameters and eliminates a lot of the
encounter.”

In the traditional transaction, a seller lists
their home with a fixed asking price that
tends to be higher than its true market

our test markets, homes have been selling
Just above mid- rmge. aveugmg 10 pm:enl

fact, nppzommady 65petccntoflhem

for consumers.

“We successfully tested Prudential
Values Range Marketing with our affiliates
in San Diego and Colorado Springs, Colo.
and found that it can reduce the time a
home is on the market by an average of 50
percent,” said Steve Ozonian, PREA’s new
president and CEO. “It has produced
tremendous results, making the prices
substantially easier for both buyers and
sellers.”

The company expects that PVRM will

value. Sellers typically inflate their initial
selling price under the assumption that they
will have to go through negotiations that
will lower the final price.

This hurts the seller because it limits the
exposure of their home and immediately
excludes a number of qualified buyers from
a potential transaction. Buyers usually rule
out homes that are listed above their price
range, without even seeing them. For
example, if a home is listed at $135,000,
buyers who are looking in the $125,000

were sold for more than the seller had
expected.”

PVRM also has adv.
Because they are looking at Bomies within a
given range, as opposed to alfixed price,
buyers get to See a greater niigber of
homes of interest. Thereforéethey have a
better idea of what's a what similar
homes are worth and how milich they

should offer on the homes they eventually
choose.

And, because the seller sets the range for
offers, PVRM also eliminates a common
concern among buyers ~ that their bid is
too low and may insult the seller. This is

the first revolutionary change in the pricing
stmegymdmmonpm;nmfww

:helr local markets on Pmdentlal Value
Range Marketing and its benefits."”
The company is committed to training all

offices. Currently, 40 percent of PREA’s
affiliates are using PVRM. and the
company expects 75 percent will be by the
end of the year.

PREA, headguartered in Costa Mesa,
is a subsidiary of The Prudential and
generated $52.4 billion in sales last year.
One of the fastest growing in the industry,
the PREA Network was founded in May
1987 and awarded its first affiliation a
year later. The Prudential web site is

located at http://www.prudential.com.




e n _‘- Pl S ST "2 s S e el Pilor Baal | ate & Uctober 1 L
» SV N ' rr #, =t a " - - L i ’ - A | = e & Uk Ly

NEVWPORT-CUSTON ESTAES

.
L

m H

P | G L oM o IR (SRR, ¢ T - nmo In
wdll US 1V I.M.\LIU} IUUL L71ICalll L AVEIAG 54k
T e AA - nuﬂh¢:.._:.‘_.,— r‘f\.-qrfnl anmvtr\:f:x'\(
INeWPpOTrts [VIOSt I'TESUZIOUS LUdStdl LUILLIRLILILILS

From *995.000




-

) ) @ \
! ) ) I

714 073-8700

We List It! We Sell It! Call Us For Results!

AN Beautiful Sea Faire Bay View
NN - . \ * Largest 2 Br & 2 Ba Model Condo

N i : * Gorgeous Bay & Ocean Views
* Large Master w/ Double Door Entry

* Dining Area w/Wall of Glass

* Huge Kitchen w/Built-Ins

* Very Large Patio Facing Bay

* Stunning Designer Decor

$325:000° $305,000

Call Jibid @ 647-5925
Or Annette @ 648-5555
210 Lille Lane #112, Newport Beach

Home Or Duplex

* Exquisite 5 Br Home

¢ Elegantly Decorated

* Showcased in "94
CDM Home Tour

$895,000

Call Alice Brownell
@ 675-9585

Big Canyon
Townhome

* Incredible Golf
Course Views

22 Br, 25Ba +
Den/Study

* Private End Unit

$299,000

Call Laurie Collins
@ 648-2234

. .""1; Beach

Al Gorgeous View

Of Back Bay

* 3 Br & 2.5 Bath
* Large Master

4 * Granite Wet Bar

® Built-In Ent. Cntr.

$462,500

Call Laurie Collins |

@ 648-2234

Versailles Ocean

L Live In One, Rent -
The Other!

= Excellent Location
Close To South Bay

* 2 Large 3 Br Units
* Great Income

$759,000

Call Betsy Boyd @
673-8700

_ Charming |
Balboa Island
Duplex

* 3 Bedroom Cottage
* Newer 2 Bedroom Apt.
w [ Private Deck
* Large Patio w/South
Bayfront Views
$539,000

Call Proud
@ 673-8700

Quaint Balboa
Island Duplex
* Immaculate 2 Br

Cottage + Newer 2
__Br. Apt. Each With

Priv. Garage

$445,000

Call Alice Brownell
@ 675-9585

& Harbor Views

* Highly Desirable 2
Master Model

* White Tile Flooring
In Entry & Kitchen
* Louver Drapes

$169,000

Call Walter Mitchell
@ 588-3083

201 Man

Island Living
At Its Best!

* Brand New Family
Home Or Duplex
* Excellent Location
& Gorgeous Luxury

Amenities

$895,000

Call Alice Brownell
@ 675-9585

Spacious Custom
| Lwamxy Condo

* 2 Br, 2 Bath

* Tasteful Decor

» Rarely Offered Sea
Faire 2 Master Model
* Excellent Location
w /View of pool




