
5 REASONS TO SELL BEFORE SPRING

Many sellers feel that spring is the best time to place their home 
on the market as buyer demand increases at that time of year. 
However, the fall and winter have their 
own advantages.
  
Here are five reasons to sell now:

Only Serious Buyers Are Out
At this time of year, only those purchasers 
who are serious about buying a home 
will be in the marketplace. You and your 
family will not be bothered and inconve-
nienced by mere ‘lookers’. 

There Is Far Less Competition
Housing supply always shrinks dramatically at this time of year. The 
choices for buyers will be limited. Don’t wait until springtime when 
all the other potential sellers in your market will put their homes 
up for sale.

The Process Will Be Quicker
One of the biggest challenges of the 2013 housing market has 
been the length of time it takes from contract to closing. Banks 
have been inundated with both purchase and refinancing loan  
requests. Both of these will slow in the winter, cutting timelines 
and the frustration these delays cause both buyers and sellers.

THE CHAIRMAN’S REPORT

Real Estate Update from Bert Waugh, Jr.  
Chairman of Berkshire Hathaway HomeServices Northwest Real Estate 

Third Quarter 
2013 Update

1

There Will Never Be a Better Time to Move-Up
If you are moving up to a larger, more expensive home, consider 
doing it now. Prices are projected to appreciate by over 25% from 

now to 2018. If you are moving to a higher 
priced home, it will wind-up costing you 
more in raw dollars (both in down payment 
and mortgage payment) if you wait. You 
can also lock-in your 30 year housing ex-
pense with historically low interest rates 
right now. There is no guarantee rates will 
remain at these levels in years to come.

It’s Time to Move On with Your Life
Look at the reason you decided to sell in 
the first place and decide whether it is 

worth waiting. Is money more important than being with family? 
Is money more important than your health? Is money more impor-
tant than having the freedom to go on with your life the way you 
think you should?

You already know the answers to the questions we just asked. You 
have the power to take control of the situation by pricing your 
home to guarantee it sells. The time has come for you and your 
family to move on and start living the life you desire. That is what 
is truly important.
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HOME PRICES RISE AT FASTEST PACE 

SINCE FEBRUARY 2006
by Erin Carlyle, Forbes

In September, U.S. home prices 
rose at their fastest rate since 
February 2006, the peak of the 
housing bubble, beating econo-
mists’ expectations, according to 
data released from the S&P/Case-
Shiller Home Price Indices.

Single-family homes in the 20 
major metro areas tracked by the 

indices collectively rose 13.3% (not seasonally adjusted) year-over-
year, a 0.7% gain over August. That’s down from a 1.3% climb in 
August. Twelve markets posted double-digit increases. Average 
home prices are back to their mid-2004 levels, and about 20%  
below their mid-2006 peak. However, September’s average numbers 
smooth out what is actually a wide range of growth rates by region. 

 The fast pace of growth, particularly in the West, is contributing to 
talk of another housing bubble. But Blitzer, the Index Committee 
chair, says this is merely talk.

“The talk is focused on fear of a bubble, not a rush to join the party 
and buy,” Blitzer says in a statement. “Moreover, other data suggest  
a market beginning to shift to slower growth rather than one 
about to accelerate. Existing home sales weakened in the most  
recent report, home construction remains far below the boom levels  
of six or seven years ago and interest rates are expected to be 
higher a year from now.”

The data supports that view. While the National Home Price Index 
rose 11.2% in the last four quarters, the pace of growth is continuing 
to slow, a trend that first appeared in June amid higher mortgage 
interest rates. Although 13 of the 20 metro areas tracked in the 
indices clocked higher year-over-year growth rates, all but one of 
the markets had lower monthly growth rates in September than 
in August.

“Household income, interest rates, and employment are fairly 
stable right now,” says Mark Goldman, lecturer at San Diego State 
University. “In my view, I don’t see anything right now that is  
promoting or encouraging a speculative bubble.”

MILLENNIALS: YOUR TIME IS NOW
by Justin DeCesare, CEO of Middleton & Associates Real Estate  

There will likely be no other time in the lifespan of the Millennial 
generation that is filled with more opportunity than right now. 
Look at modern history, all generations flourished more in the 
decade following an economic downturn than any other. This, 
coupled with exponential growth in technology, is paving the way 
for a wave of young entrepreneurs and successful business people.

If you have not already grasped the importance the next five years 
will have on Millennials, do so today. My message is directly to you, 
the young Millennial Yourself.

Get Pumped Up.  Prices are at their lowest, NOW.

Economists around the country agree that housing prices have 
fallen to their true lows, corrected, and should now be back on 
track for the steady growth necessary to maintain a healthy market.

New housing inventory is minimal, and eventually the government 
will be forced to curtail bond buying programs, and as monetary 
policy is contracted the price of borrowing will increase.

By far the greatest reason you have to buy a home now and not 
two years from now is that money is cheap… cheaper than it has 
ever been and cheaper than it will ever be.

Plus, when you are renting, you are throwing your money away 
in taxes, especially those single professionals who have no other 
write-offs. Youthful optimism may be the best asset you have.  At 21, 
fear of failing and needing to start over with kids’ college funds to 
worry about do not weigh as heavily as they will 10 years from now.

This is your opportunity for freedom, your opportunity to own 
something that gives back, and doesn’t merely suck the value out 
of your debit card.
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or they don’t get done… which probably means your transaction 
doesn’t end in a successful purchase/sale.

3) Negotiation
While there will always be that one guy 
(or gal) who thinks he (she) is the all-time 
greatest negotiator, the vast majority of 
folks do not like confrontational interac-
tions. A negotiation for the purchase/
sale of an asset as large as a piece of real 

estate can be a very confrontational interaction. The role of the 
REALTOR is to act as a buffer between the two parties who are in 
the midst of a very emotional and high-level financial transaction, 
both wanting to get the best they can get often at the detriment 
of the other party. A real estate professional is experienced in all 
aspects of the negotiation and is bound legally to do only what is 
in the best interest of his/her client.

4) Values
Perhaps the single most important aspect 
of the transaction is the value of the piece 
of property.

If you are a seller you want to know how 
much you can expect to get for the sales 

price and how much of that you will walk away with in your pocket. 
You want to advertise the property for sale at the right price so you 

continued on next page...

5 REASONS TO HIRE A REAL ESTATE  

PROFESSIONAL
by Ashley Garner, a Director of the North Carolina Association of Realtors 

The real estate market is a place where most people will 
make their largest investment ever.  It is a place where fortunes 
can be, and often are, made.  It is not a place, however, for 
you to “wing it”.

While the myriad TV shows about real estate make the pro-
cess look so simple – it’s not really that simple… they make 
it seem like all you need to do is slap a for sale by owner 
sign in the yard, have one open house with fresh flowers 
and fresh baked cookies and bam! SOLD! in one day. Well 
I can tell you that in New Hanover County, North Carolina 
it takes an average of 121 days to sell a home. An average 
means that some houses take much longer to sell and some much 
less than 121 days to sell.

You need a professional, full time, well educated, ethical and trust-
worthy REALTOR to represent you whether buying or selling real 
estate.

1) Paperwork
Currently in North Carolina there are 
over 24 pages of contracts involved with  
buying or selling most homes. The state 
law requires much of this paperwork 
regardless or whether or not you hire 
a REALTOR. REALTORS are trained and  

educated on the contracts, which are constantly changing, so they 
can advise you during the process.  They can also refer you to a 
real estate attorney to represent you on all legal matters involved 
in the process.

2) Process
There are about 180 typical actions,  
research steps, procedures, processes 
and review stages in a successful resi-
dential real estate transaction that are  
normally provided by full service real  
estate brokerages in return for their sales 

commission. (Based on a report prepared by the Orlando Regional 
REALTORS Association). So this means that if you choose to go it 
on your own, you are going to have to do all 180 things yourself… 
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sell for as much as possible but you don’t want to price it so high 
that no buyers make you an offer (and YES if you price it too high 
MOST buyers will not want to offend you by making a low offer…
thus you don’t get any offers).

If you are the buyer, you want to know how much to offer. Now 
multiple offer situations are happening more frequently and if a 
buyer offers too low, they can either be rejected completely by 
the seller or they can cause the negotiation to take too long thus  
allowing time for a competing bid to come in… allowing the seller 
to be in the driver’s seat.

5) Teacher
Any good professional, whether a real 
estate professional, doctor, lawyer, CPA, 
etc., will have the heart of a teacher. Real 
estate brokerage is a service business. 
The professional REALTOR is there to edu-
cate you about the conditions impacting 

today’s real estate market. It is as easy as picking up the newspaper 
or searching the Internet for real estate news to see conflicting 
headline after conflicting headline. “Prices are up 20%”, “Among 
worst markets in nation”, “Best year since the crash”…well which is 
it? All real estate is local and your real estate professional will know 
the local market conditions and will lead you through the process, 
like any good teacher would, making sure you understand all that 
is going on around you.

A real estate professional is a crucial member of your team when 
buying or selling real estate. You could be buying your first home 
or your tenth home, an investment property or a vacation home, 
commercial or residential…whichever it is you are best served 
in the care of a full time, well educated, ethical, trustworthy real  
estate professional.
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Bert Waugh, Jr., Chairman
Founder, Transitional Youth

Having accepted the invitation to join the Berkshire Hathaway  
HomeServices family, it’s an exciting time. Our new name, Berkshire 
Hathaway HomeServices Northwest Real Estate, is built on trust 
and brings to real estate a definitive mark of stability, strength, 
and quality. 

For you, that means the real estate expertise and neighborly  
approach you’ve come to expect, now backed by one of the most 
admired companies. It’s a change that will help us serve you  
better than ever before. 

Contact us today to see how we can put the highest levels of pro-
fessionalism and superior customer experience to work for you! 

Good to know.™

HOMESERVICES CEO SHARES HOUSING 

MARKET INSIGHTS ON FOX NEWS

Ron Peltier, CEO of HomeServices of America, shared his perspective 
on the real estate market in an interview on Fox Business news. In 
the video below, he weighs in on the state of the housing market. 

http://www.transitionalyouth.org/about-us/founders-message/
http://video.foxbusiness.com/v/2777378113001/homeservices-ceo--housing-in-for-a-pause/?playlist_id=937116503001

