Value-conscious buyers

dominate area market

By CHRIS KAIN
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or Realtor Anslie Stokes,
P,
sluggish, after a rush of

activity in the late spring with the
federal tax credit for home buyers
about to expire. But Iabor Day,
she said, brought a renewed ener-
£Y — and more listings, an essen-
tial ingredient if the fall market is
to fulfill expectations. g

“It’s started off with a bang
these first two weeks,” said
Stokes, an agent in the Spring
Valley office of McEneamey
Associates Tne,
“Therewerea [
lotof new Iist- [
ings. Lots of
buyers were.
out at open
houses this past
weekend,” '

Stokes and

among property owners who want
to sell and buyers who are seeking
gocd values i

“I'm looking forward to the
fall,” said Dan Melman, an agent
with W.C. & A IN¥. Miller Realtors,
aLong & Foster Co “I think
Prices are much fairer than they
have been in the past. .. If yon
can navigate the financing, it’s a
great time to be in the market

But Realtors stress that Joca]
buyers, for variogs reasons, are
mote discerning and value-mind-
ed than ever. i

“We’re not seeing the urafional
exuberance we saw several years
ago,” said Fred Kendrick, an
agent with the Georgetown office
of TTR Sotheby's International _

Rcalty' “Buyers are paying a fair
mice-,’ .

Buyers’ attitudes toward price
and condition create a wide gulf
betwe=en homes that are selling
quickly and those that sit on the
market On one side of the divide,

vain collect multiple offers

and sell at or above list price. On
the other, houses and condos lan.
guish due to price, condition ora
mix of the two

“H you put a property on the
market and it’s priced right, and
you put the word out, and it looks
good, it usually selis m the first
two weeks,” said Marjorie Dick -

Stuart, an agent with Randall -
Hagrer. “The buyers are extreme.-
ly value-conscious. When they
walk in the door, the educated
buyer knows. T this Ppriced
_['_ight?”, .

“Agents ate seeing the conver-
gerice of two trends,

Technological advances over
the past decade mean that most
buyers have taken virtual tours of
dozens of homes. And the €CO-
nomic downturn has imparted
Important financial lessons,
including a reminder that real
estate prices do not go conting-
ously upward. :
“It’s buyers not wanting to end
up in the samne position as those
See Market/Page R16
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who bought four or five years 880 — not wanting to
Start off the bat having overpaid,” Stokes said,

immuone from the effects of the Tecession want to make
sure they can afford to se]| their home for 5 competi-
tive price if they have to move,

For the seller, she said, the current environment
means “the best chance to get top doltar is to price it a
arealistic number i the first place when jt’s new on
the market

It’s also key for the home to lock good. One reason

In'tenhsofthehomesﬂiaédolin ~—— Or Seem
likely-to — g gy

. : dropping the price
from $715,000 to $675,000, the hoyse ultimately sold,

" In another instance, the answer was taking an Alton

Whether due to similarly quick actions or other fac-
tors, Cames said that recent statistics show a2 te]lj
change: The number of days on the market is down
icaily in virtually every category, ‘
“The market is busier,” he said.
Kendrick, who prep

Figun::s collected by the Metropolitan Regional
Infom_xanon Systems_ Inc. show the humber of con-
tTacts in August down from the same period in 2009

compared to last

tacenainpoint,whatishappemn' g fi '
rest of the market doesn’t matter,” Melman said. g
2 to Carnes, there’s 5 New mantra in the

industry: “A]] real estate is loca]

. Condi!:ions vary by neighborhood, Particularly

S8€s popular with Wany young professionajs to
areas alo_ng the long-establishad Connecticut ang
Wisconsin Avenue corrjd,

‘The *“locar manira also (;onve l i
_ ) 2 Vs another meaning
— &ccentuating the dlffelence:s between a shugpish

their state led the country in foreclosures, and Florida’s
10 acknowledge that home vatnes hay fallen dra-
ically

“We're extremely lucky to be where WE are,” said



