
With all of 
the national 
n e w s 

highlighting an 
imploded residential 
real estate market 
struggling to gain 
some ground, it’s easy 
to fall into the trap that 
we, in Happy Valley, have fallen victim, 
too.  And to some degree, we have.

For instance, take the dip in the 
average sales price that occurred in 
2009.  While the county’s residential 
market ended the year strong in 2008 
at an all-time high average price of 
$212,209, it wasn’t long before years of 
gain began to dissipate.  By last year’s 
end, the average price for 2009 limped 
in at $197,124, roughly a seven percent 
decline from the high of the year prior.  
This level is just under 2007’s mark of 
$201,533.

It’s true that this was the first time 
in well over a decade that the local 
average price retreated.  It’s also true 
that even though this has made it tough 
on sellers who have owned their home 
for a relatively short period of time, 
most owners have had nice run ups in 
their equity over the long run.  At least 
our modest drop doesn’t compare to the 
fall in national average price, which has 

plummeted nine percent since 2008 and 
18.5% since 2007.  Keeping things in 
perspective is important.

Although prices may have slipped 
backward only in the past year, the 
number of annual residential sales in our 
MLS has been decreasing since 2005, 
when it topped out at 1627 units.  2009 
saw a continued slant down to 1399 
sales, a number that was close to 2003’s 
level of 1432.  While those numbers may 
paint a picture of shrinking demand, 
there is hope on the horizon.

I am pleased to report a 19% increase 
in sale pending activity (offers accepted) 
from December, 2009, to January, 2010, 
and another 25% increase from January, 
2010 to last month.  Already in 2010 we 
have seen a 32% increase in pending 
home sales over the same period of time 
last year. 

Some may chalk these meteoric sales 
up to the federal tax credits, while others 
attribute the activity to low interest rates, 
coupled with attractive pricing.  Either 
way, Centre County REALTORS® are 
pleased with the action and look for 
the momentum to carry the market into 
spring and summer. Now is simply the 
time to give your REALTOR® a call!

* Stats per CCAR MLS service and 
NAR’s website
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Why do some homes 
sell quickly and not others

The title of this
article is one of
the common ques-

tions that REALTORS®
receive from their clients
or friends in everyday
conversation. There is no
simple answer but let me
provide my viewpoint on
this question.

Price – This is the most
important variable in the list of factors. There
is no magic price for any home, but your
REALTOR® can provide you with a
Comparative Market Analysis (CMA) of actual
comparable home sales, to help you arrive at
an informed list price. This price must take
into consideration all the other factors that fol-
low. No one wants to give their home away
with too low a price, but I remind my sellers
that during the f irst few weeks you are on the
market you have the greatest chance to receive
your best offer. Don’t overlook an offer that is
within 2-3 percent of your asking price,
because if your home doesn’t go under agree-
ment in a month or so, you’ll need to seriously
consider reducing the list price by that much or
more. In a nutshell, the admonition is, “Price it
right the f irst time”.

Condition – this is an increasingly popular
topic for discussion and topic on television
shows. The word “staging” is often used and
individuals are receiving special training to
provide consultation help to home sellers. If
the optimum time for a top offer is in the f irst
few weeks it is important to make sure it shows
at its best when it goes on. Most of us have
procrastinated on repairs and updates on our
homes, and over time our homes have a knack
of getting full of “stuff ”. Your home for sale is
a product on the market in competition with
other homes and you can bet that buyers are
doing competitive shopping before deciding
which property to buy. If your home doesn’t

shine and is too full of stuff and personal

items, chances are someone else’s home will

show better.

Location—most people are well aware of

the importance of this factor, but this one

feature doesn’t trump def iciencies in the f irst

two factors. When REALTORS® assist buyers,

we remind them that where and what they buy

always needs to be considered in the context of

how broad a range of buyers it will appeal to

when they need to sell their residence.

Consider the health of the neighborhood, the

proximity to major places of employment par-

ticularly with the increase in transportation

costs, and any limiting environmental or phys-

ical features. Incidentally, town homes contin-

ue to enjoy strong resale value particularly

because their price appeals to many f irst-time

home buyers.

Market timing – properties sell all year long,

but the greatest number usually sell in the

months of March through August. Our largest

employer, Penn State, usually makes offers to

new candidates around March for the fall

semester. Those renting and wanting to buy

their f irst home usually have leases ending

around the end of July. Families with growing

families that need to move up to a larger home

want to close before school starts. . If you are

placing a home on the market at this time of

year it is even more important to make sure

price and condition are at their best.

Space limitations do not permit a more exhaus-

tive discussion of this issue but hopefully these

points will assist some of your whether you are

sellers or buyers.
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What a Difference  
a Year Makes...


