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“Team Work from the Team that Works”
Looking for a Bargain?
Put on That Winter Jacket
and Go Buy a Home
Before the Spring Thaw
by Jaymi Naciri, realtytimes.com

A new release from RE/
MAX emphasizes what we’ve
been saying for many years:
The winter season is a great
time to buy a home if you don’t
want to pay top dollar. While
areas like Southern California
may not see much, if any, of a
seasonal price break because
of a lack of winter, bargains
may await buyers in places
that see cold and snow.
Jeff LaGrange, Vice President
of the RE/MAX Northern
Illinois Region, explained that,
“In the Midwest, homes that go
under contract in November,
December and January
usually are offered by highly
motivated sellers. In spring
and summer, purchasers may
pay a premium because they
compete with many other
buyers. Less competition in
winter means prices typically

Happy February! We are already in
the second month of the New Year!
How are your resolutions coming
along? Where are your dreams at this
point? Are they sitting on a shelf
somewhere or are you working to
activate them soon? Maybe February
is your time!
Did you know homeowners willing
to go against the grain and buy
during a seasonally slow month for
real estate, are likely to get the best
deal of the year. ATTOM Data Solutions analyzed the numbers and found that over a span of 16
years and more than 50 million single family and condo sales, February is the best month for
home buying bargains, and eight of the top 10 best days for buying a home are in February.
In February, on average, homes have sold at a price per square foot that was 6.1 percent less than
the rest of the year. The biggest discount of any month of the year, with the top five days that
offer the biggest discount all fall in February.
If you’ve prepped your home for sale and have already started looking to see what’s available,
you don’t need to wait until Spring. Selling your home in the winter months is getting easier in
many parts of the U.S. The median listing price nationwide in February is $274,900, a 10 percent
increase from February 2017 according to realtor.com.
Whatever your plans, we are always here to help guide you in your decisions. Please reach out.
We are happy to answer your questions and help you understand your options. And as always, if
you hear of anyone who is planning a move, please call me and we will take excellent care of
their needs.

Greg

Continued on Page 2…

We appreciate your referrals! There is no greater
compliment you could offer us!
If you know someone who is ready to sell or buy a home,
be sure to contact Greg at 919-882-6005 and share their
information (with their permission) to be sure they receive
superior service.
See what folks say about us at https://www.zillow.com/profile/IsmayRealtyGroup/#reviews
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don’t include that premium,
and sellers frequently are
more flexible about price and
other terms.”
It’s that flexibility that is often
key to a successful closing.
So how can you use the time
of year to your advantage to
buy a home? Here are a few
tips.

Be ready to negotiate

When winter hits, go underground for fun!
When winter comes on strong, go underground to one of the coziest spots in downtown Raleigh.
Foundation, tucked away in the heart of Fayetteville St., is a secluded spot
featuring plenty of ambient lighting, a gorgeous wood bar, exposed brick walls, great local art
and a quirky, lodge-in-the-woods vibe. Foundation also specializes in locally-sourced bar
ingredients from herbs to ginger ale and sodas. Come in for seasonal
specialty drinks, cocktails made with local liquors and local craft beers on tap.
Insider tip: Look for the neon Foundation sign, located below street level against a staircase,
at the bar entrance. For specials on all N.C. cocktails, visit on a Sunday.
(919) 726-6261, 213 Fayetteville Street, Ste 010, Raleigh.

“When you have fewer buyers
in the market, supply exceeds
demand,” said The Spruce.
“This usually results in prices
being lower than during the
hot or peak season.”
In northern Illinois, “Chicagoarea homes sold in February
had a median sales price that
averaged 17.8% less than
homes sold in June of the
same year” over the past 14
years, said LaGrange. But,
that doesn't mean you can
lowball and come away with a
new home. You never want to
insult the seller, who can flat
out reject your offer if they so
choose. Allowing your real
estate agent to guide the
process to come away with a
good deal for you that doesn’t
turn off the seller is key.

Creative negotiating may also
help you get the home. Be
willing to look at scenarios
involving closing costs,
repairs to items uncovered
during the inspection, and
even renting back if needed
to help get a deal done.

Be ready to tour a home
on a moment’s notice

Out And About In Raleigh
There is just no place like home and the Raleigh area is the best place to live. There is always
something going on no matter your age or taste in food and entertainment!
Feb 7-10

Cirque du Soleil, PNC Arena

Feb 8-9

Valentine’s Romantic Classics, NC Symphony, Downtown Raleigh

Feb 8-10

Gilbert Gottfried, Raleigh Improv

Feb 12-17 Mamma Mia!, Duke Energy Center
Feb 13

NC State Men’s Basketball vs Syracuse, PNC Arena

Feb 15

NHL Carolina Hurricanes vs Edmonton Oilers, PNC Arena

Feb 16

NC State Women’s Tennis, PNC Arena

Feb 21

Post Modern Jukebox, Duke Energy Center

Feb 22

NC Symphony, Duke Energy Center

Feb 23

Shades of Buble: A Three Man Tribute to Michael Bublé, Holly Springs Cult. Ctr.

Recurring weekly on Tuesdays until February 26th:
so•ca’s Tuesday Night Complimentary Wine Tastings, 2130 Clark Ave., Raleigh
5:00 PM to 7:00 PM

OK, maybe not on a
moment’s notice. But being
flexible with your home tours Recurring weekly until March 3rd, The NC Roots of Artist Ernie Barnes,
NC Museum of History, downtown Raleigh
is important in a winter
weather-prone area. “With
fewer hours of daylight, it may Recurring weekly on Tuesdays until March 26th:
Open Mic Night, Abbey Road Tavern & Grill, Apex
be necessary to visit more
homes after dark, a less than
ideal situation,” said RE/MAX.
To view a full list of events, ticket prices and more info
scan the QR code or visit http://tinyurl.com/pqq2xz5

Continued on Page 3…

Get Free money-saving home tips at www.IsmayRealtyGroup.com
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“When that happens, it
makes sense to arrange a
daylight visit before making
an offer, and that can
involve taking time off work,”
said Linda Dore, a broker
with RE/MAX Synergy in
Orland Park, Ill, “but it’s
worth it.”

Make sure your agent is
winter savvy

Vacant homes can throw a
wrinkle into any buyer’s
plans, especially if a storm
has left the home in less
than hospitable condition.
You never know when
you’re going to have to
MacGyver a situation.
“These days, more homes
than ever are vacant when
they go on the market, and
you never know what to
expect,” said Donna Smolak
of RE/MAX Vision 212 in
Chicago. “Some can be
beautifully maintained, but in
other cases there can be six
-inches of snow in the
driveway, the storm door
many be frozen shut or the
whole home may be
winterized with the heat and
plumbing out of service,”’
she said. “I always bring a
fold-up shovel with me in
case a car gets stuck or we
want to scrape snow off an
outdoor area to check
what’s underneath.”

Use your imagination

Vacant homes can also
pose a challenge to buyers
who lack the ability to
envision what the home may
look like with their furniture
inside. But buyers are
notoriously bad at seeing
past paint colors or décor in
any home. Especially when
you’re dealing with a home
that may not be everything
you want, it’s important to
try to look beyond any poor
decorating choices or even
some curious floorplan
issues to see what the
Continued on Page 4…

The Smartest Smart Home:
Five Things To Buy Now That Will Help Sell Your Home
If you’re getting ready to put your home on the market, you’ve undoubtedly heard
that it needs to be in the best possible shape to attract legit buyers. But what else
can you do to make it stand out? The answer: Turn it into a smart home.
Not only do smart home features make your place seem updated and well-takencare-of, but they can also make your home sell quicker and fetch you a higher
sales price. “According to a 2017 survey conducted by t3 sixty, a brokerage
“consulting firm for residential real estate, 40 percent of realtors believe smart
homes sell faster, regardless of price,” said Cornerstone Home Lending. “This
smart home selling potential has increased 33 percent in the past year.”
If you’re ready to invest a few bucks into some Smart Home features, here are
the ones that should give you the biggest bang for your buck.

Home security

T3 Sixty research confirms that home security and video “is the fastest growing
sector in smart home technology,” said Coldwell Bankerin its Smart Home Study.
“The T3 Sixty survey shows that 36.4 percent of homebuyers ask most often
about smart home security. Video feeds allow homeowners to easily check in on
their home, pets and family while traveling or at work. It is also the Smart Home
feature that consumers respond to most in marketing.

This exploding segment of the Smart Home market accounted for just under $2.6
billion in sales in 2015, according to Statista, and more than $6.7 billion as of
2017. “It is expected to surpass $20 billion by 2021.”

Smart appliances

“Smart appliances win big in the ROI game, expected to bump the average ROI
up 11 percent more than standard appliances,” they said. “In the 2017 Concept
Community study conducted by MFE, 18.2 percent of people listed appliances as
the smart home feature with the highest ROI.”

Smart lighting

Automated lighting was noted by more than eight percent of participants in the
survey as having high ROI when it comes to smart home features. This feature is
especially salient when real estate agents point out not just the ease of use of the
lighting system, but also the potential savings. Energy.gov says that “LED lights
use at least 75% less energy, and last 25 times longer, than incandescent
lighting.”

Smart thermostats

This is an easy “entry point” into smart tech for home, and one that can have a
great ROI. It is also another item that real estate agents should be pointing out to
buyers,” said New York magazine’s Intelligencer. “The core of the smart home is
about the service, right? So you can show how it will change and affect your life
and how you interact with your house. If I walk into four houses in the same
neighborhood, and one has a Nest thermostat and the agent has educated me
that it could save 10 to 12 percent in my heating and cooling, that’s going to stick
out in my mind. While the other houses maybe I’m going to forget about. The
thing with having a smart home is, you have to work with a listing agent that can
convey those benefits because if you don’t, it might as well not even be there —
it just doesn’t matter.”
According to a Nest study, the company’s smart thermostat saved consumers on
average 10% to 12% on heating and 15% on cooling,” said Security Sales and
Integration. “Based on typical energy costs, that translates to an average savings
of $131 to $145 a year.”
by Jaymi Naciri for RealtyTimes.com
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home can be.
Remember that if the house
were perfect, it would either
be more expensive, would
have been sold quickly in the
spring or summer, or both. Try
to focus on things like overall
space, ceiling height, and
natural light. That will help you
see the potential in the space
and plan for changes once the
home is yours.

Keep the goal in mind

Buyers in the winter often
“have a real need to buy
quickly, perhaps because of a
work-related relocation, the
arrival of a new baby or
dealing with a divorce,” said
Dore. It’s easier to let the
small stuff go if you remember
what you’re trying to achieve.
And if that doesn’t work, think
about: “This year they should
have an added incentive as
mortgage interest rates are
likely headed higher in 2019.
THANK YOU for reading our
newsletter. We wanted to produce
a newsletter that has great content
and is fun and valuable to you.
Your feedback is always welcome.
AND…whether you’re thinking of
buying, selling or financing real
estate, or just want to stop by and
say “Hi,” We’d love to hear from
you…

Greg Ismay
919-882-6005

www.IsmayRealtyGroup.com

Raleigh, NC

Disclaimer: The information contained in this letter is
intended for informational purposes. It should not
substitute as legal, accounting, investment, medical or
other professional services advice. Always seek a
competent professional for answers to your specific
questions. This letter is not intended to solicit real
estate properties currently for sale.

Ismay Realty Group
808 Salem Woods Drive
Suite 204
Raleigh, NC 27615

