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Sellers often don’t get
a second chance

Q: Do I need to get a home inspection?
This house is in great shape!

A: As a home buyer, it’s usually in your best interests to
get a home inspection. You want to know the true condition of the house you’re buying, even if everything appears
to be in order. A whole-house inspection will be fairly thorough, checking the roof, foundation, plumbing, electrical,
& all the major systems. If you end up with a clean inspection, you have peace of mind knowing that your house is
in good condition. But oftentimes, an inspection will turn
up issues that aren’t visible or easy to see. Your loan may
dictate that you get some type of inspection – for instance,
an FHA loan will require you to get a termite inspection.
The condition of the house may also call for a specific
inspection – foundation (structural) & roof are two of the
most commonly required (the lender wants to ensure
they’re loaning money on a house that’s in good condition!) Ultimately, the choice to hire a home inspector is
always yours – there are no laws mandating that you have
to get a whole-house inspection, but it’s usually money
well spent.

LOCAL MARKET ACTIVITY - MAY
New home sales closed (mo):

2009
40

2010
47

2011
26

Avg. sale price of new homes closed (mo):
$

198,777 $202,123 $223,512

Existing home sales closed (mo): 348

377

292

Avg. sale price of existing homes closed (mo):
$

140,972 $137,126 $136,026

Total single-family residential sales closed (mo):
388
424

318

Avg. sale price of single-family residential sales
$
closed (mo):
146,931 $144,331 $143,179

Happy Home Anniversary!
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You’ve heard the expression that “you never get
a second chance to make a first impression.”
That’s especially true in real estate!
In the most recent housing boom period (20042006), sellers didn’t have to work quite as hard
to make a good first impression. Buyers were
ready to buy, mortgage loans were easy to
obtain, and homes sold fairly quickly.
What a difference a few years makes! Buyers in
2011 are all too familiar with HGTV, and their
expectations are much higher. If a house isn’t
perfect (“perfect” according to the buyer, of
course!), the buyer moves on to the next house
quickly. That may not be fair, but it is reality, and
homesellers have to deal with what’s real.
My usual explanation to sellers goes something
like this: buyers today aren’t walking into your
house looking for reasons to buy it. They’re looking for reasons not to buy it. They’re looking for
any reason to cross it off the list and move on to
the next house. I liken it to the way most men
watch TV – they sit in their chairs, remotes in
hand, flipping channels quickly. They’re not really
watching TV; instead, they’re looking to see what
else is on TV.
Once you know that, it makes sense to do everything you can to ready your house for sale. Instead of offering small inconsistencies or issues
(many of which are nickel-and-dime items that
can be easily addressed), give the buyers the
complete package. Make it extremely hard for
them to say no. Create an environment in the
house that causes the buyers to look at each other and say, “You know, honey, this house is pretty nice …” If they walk out the door without any
reasons to say no, you should be looking at a
contract sooner rather than later! (Offering buyers a home that’s a complete package provides
another benefit – it discourages lowball offers.
If buyers can’t give any reason – logical or not –
for a low-priced offer, they’re much less likely to
make one!)

