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3744 E. HANSEN RD., CUSTER
This wonderful 2 bedroom, 2 bath home (possible 3rd 
bedroom in walk-out basement) has had lots of updates in 
2024 including a new furnace, pressure tank, water heater, 
water softener, drainfield and electrical updates and a whole 
house generator was installed in 2023.   Nicely situated on 80 
acres with a large pond and peaceful, serene setting.  Great 
location on a county maintained, paved road just 15 minutes 
from Ludington.

$495,000

2702 E. HOAGUE RD. 
FREESOIL

Terrific 4 bedroom, 2 bath home 
conveniently located between 
Manistee and Scottville. The 
home features a marvelous kitchen with KraftMaid cabinets 
and center island, dining room with access to the deck, living 
room with a fireplace, large main floor bedroom, laundry 
room and so much more. Attached off the back of the home is 
a separate dwelling complete with its own kitchen, spacious 
main floor bedroom, full bath and second laundry. This space 
provides an excellent opportunity for rental income, guest 
suite, or multi-generational living. The attached 2-car garage 
has a workshop and storage area.

$425,000

7298 W. M-116, 
LUDINGTON

Wonderful 4 bedroom, 4 bath 
home in a great area. Moments 
from the Ludington State Park 
and its miles of sandy Lake Michigan public beaches, just 
around the corner! Spacious floorplan featuring a large living 
room with fireplace, open kitchen/dining area, office area, 
primary bedroom suite with private bathroom, main floor 
laundry room and partially finished basement with a large 
family room and 4th bedroom. Also includes a heated 2 car 
garage - perfect for all of your storage needs. Nestled off the 
road on a beautiful lot with lots of parking. (New well in 2022)

$489,900

4970 W. DECKER RD. 
LUDINGTON

Spacious 3 bedroom, 2 bath 
ranch style home with an open 
kitchen/dining room with slider 
to the deck and backyard, large primary suite with private 
bathroom and screened in porch and the attached garage 
and 40 x 60 partially heated pole barn provide lots of storage 
space and/or room for your hobbies.  This great home is 
on a beautiful 10-acre parcel and is only five minutes from 
Ludington.

$395,000



4 • SHORELINE MEDIA | MASON, OCEANA, MANISTEE COUNTY HOMES | JUNE 2025

published by

www.shorelinemedia.net

© Copyright 2025 Shoreline Media

Publisher: Mike Hrycko

Sales:  
Shelley Kovar, Stacie Wagner, 
Monica Evans,  Ken Berman

Graphics:  
Judy Lytle, Julie Eilers,  
Madelyn Kerbyson

News: Lois Tomaszewski,  
Marco Iafrate, Shanna Avery, 
Alexis Settler, Cristina Juska, 
Larry Launstein Jr.

Circulation:  
Jeriann Steiger

Ludington Daily News
202 N Rath Ave., 
P.O. Box 340, 
Ludington, MI 49431 
(231) 845-5181
(231) 843-4011 fax

Oceana’s Herald-Journal
123 State Street, 
PO Box 190, 
Hart, MI 49420
(231) 873-5602
(231) 873-4775 fax

White Lake Beacon
PO Box 98
Whitehall, MI 49461
(231) 894-5356
(231) 873-4775 fax

Local news mattersc

OCEANA’S HERALD-JOURNAL
WHITE LAKE BEACON

LUDINGTON DAILY NEWS
MEDIA

8010 LUMBERJACK DR, MEARS, MI 49436

4 BEDS  |  2.5 BATHS  |  3,095 SQ FT
LISTED AT $689,900

168 CREEK DR, HART, MI 49420

2 BEDS |  2 BATHS  |  1,234 SQ FT
CONDO - LISTED AT $319,900

193 DEVONWOOD DR, SHELBY, MI 49455

2 BEDS |  2 BATHS  |  1,136 SQ FT
CONDO - LISTED AT $219,900

8719 E. MONROE RD, WALKERVILLE, MI 49459

5 BEDS  |  1.5 BATHS  |  1,455 SQ FT
40 ACRES - LISTED AT $329,900

WWW.CBGREATLAKES.COM

2332 N COMFORT DRIVE  |  HART, MI 49420 
EACH OFFICE IS INDEPENDENTLY  OWNED AND OPERATED.Brad   |   Rachel   |   Mindie   |   Sue   |   Andy   |   Brie   |   Michelle

231.873.5600

How to find the right real estate agent
Working with a real estate 

agent can give both buy-
ers and sellers an edge in 
what continues to be a chal-
lenging real estate market. 
Agents, brokers and Real-
tors® are professionals who 
have distinct expertise and 
knowledge of the process of 
buying and selling homes. 
That expertise is evidenced 
by how many people rely on 
real estate professionals each 
year. A 2022 Zillow Group 
Consumer Housing Trends 
report found 88 percent of 
homeowners choose to list 
their homes with a real estate 
agent when it comes time to 
sell. 

Individuals understand 
that it can be in their best 
interests to work with real 
estate professionals, but they 
may not know where to look 
as they seek to work with 
one. Here are some tips for 
finding the right match in a 
real estate professional.

• Know the difference in 
real estate professionals. Real 
estate agents are required 
by the state in which they 
operate to pass a real estate 
license exam. Real estate 
brokers take it a step fur-
ther and undergo additional 
training, which could bring 
additional experience to the 
table. Realtors® are members 
of the National Association 
of Realtors® and beholden to 
its strict code of ethics. These 
individuals also may have un-
dergone additional training 
that qualifies them to work 
with certain types of clients, 
such as seniors.

• Seek referrals. Friends 
or family members, or even 
others in the community, can 
put people in touch with real 
estate professionals. When 

asking for referrals, individu-
als can inquire about certain 
professionals and how they 
handled buying and/or sell-
ing a home.

• Work with the right type 
of agent. Generally speak-
ing, real estate agents either 
work with buyers or sellers 
in the transaction. Many will 
do both, but some special-
ize in buying or selling. Find 
a professional who either 
does both or specializes in 
your position.

• Research an agent’s 
online presence. Use the in-
ternet to see if the agent has 
a website, a particular phi-
losophy or a specialty. This 
also may be a place to check 
online reviews. Don’t be dis-
suaded by one or two poor 
reviews. However, if there 
are many, it may be best to 
look elsewhere.

• Meet and interview po-
tential agents. Individuals 
should speak with a couple 
of real estate professionals 
to see what they offer. This 
is a good way to determine 

if there is a connection there, 
and whether the agent will 
get the results needed. A well-

prepared agent will come 
with data, including “comps” 
of properties in the area. Pro-
fessionals typically have in-
formation about the current 
market trends and a portfolio 
of the homes they have bro-
kered recently.

• Go with gut instincts. If 
it’s between two people of 
equal qualification, select the 
person with whom you have a 
stronger rapport. This person 
will be guiding you through a 
sizable financial transaction, 
so comfort level is important.

Finding the right real estate 
professional can take some 
time. But the right profession-
al will guide clients through 
the often complex and occa-
sionally frustrating process 
of buying or selling property.  
RE244813



Potential home buyers  typ-
ically have lists of require-
ments they would like to find 
in a new home. Although 
there are many features that 
are universally appreciated, 
certain elements may appeal 
to particular buyers more 
than others. For example, a 
swimming pool may be cov-
eted by active families, but 
may not be as desirable to re-
tirees looking for less upkeep.

Size is consideration that 
merits significant attention. 
The mantra “bigger is bet-
ter” is well known, but homes 
with significant square foot-
age may not be ideal for all 
buyers. “How much home do 
I really need?” is an impor-
tant question for buyers to 
ask themselves before they 
embark on their home-buying 
journeys. Here’s how buyers 
can identify how much house 
they need.

HOW MANY OCCUPANTS WILL BE 
 LIVING IN THE HOME?

The first consideration in 
home size is the number of 
residents. Rocket Mortgage 
says a good rule of thumb 
is to give each person 600 
square feet of space. So that 
means a family of four would 
ideally live in a home that is 
2,400 square feet, while a 
couple  may be fine in a 1,200 
square foot home.

NUMBER OF ROOMS
Generally speaking, the 

more rooms in a home, the 
larger the house. Poten-
tial buyers should identify 
rooms they feel are essential. 
While formal dining rooms 
once were de rigueur, they 
largely fell out of favor in re-
cent years in lieu of open 
floor plans. The more rooms 
you need, the larger a home 
should be.

POTENTIAL LIFE CHANGES
It’s important to consider 

life changes on the horizon, 
and buyers should decide if 
they want to move as a result 
of those changes or if they 
want to set down strong roots 
and stay in one home. For ex-
ample, a starter home may be 
perfect for newlyweds, but 
the space may be too tight 
when kids come along. Also, 
those who anticipate caring 
for a parent in the future may 
want a home that will accom-
modate an extra resident in 
the years ahead.

TINY HOUSE MOVEMENT
The trend to live in very 

small houses has gained pop-
ularity in recent years. Many 
people have chosen to live 
with less and downsize to di-
minutive homes. Most “tiny” 
homes are less than 400 
square feet and are not much 

bigger than some owner’s 
suites in larger homes. There 
are merits to small homes, 
and that includes a small en-
vironmental impact, less clut-
ter, financial advantages, and 
other perks like spending 
more time outdoors.

HOUSING BUDGET

Sometimes how much 
house a person needs comes 
down to how much he or she 
can afford. Small homes tend 
to be less expensive than large 
ones. However, even small 
homes in urban areas or those 
close to the water or other at-
tractive amenities could still 
cost quite a bit.

How to
determine how 

much house 
you need
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The basics of home inspections
The process of buying a home involves 

a number of variables that present at var-
ious times throughout buyers’ search for 
a home. For instance, real estate profes-
sionals typically advise buyers to receive 
a mortgage preapproval prior to begin-
ning their search for a new home. Once 
such preliminary measures have been 
taken care of, buyers can then search for 
a home and ultimately make an offer. 

One of the more critical steps buyers 
can take when making an offer is insist-
ing that the offer is contingent upon a 
home inspection. Home inspections of-
fer a measure of protection that can save 
buyers from investing in properties that 
may look nice to the naked eye, but fea-
ture a host of costly problems beneath 
the surface. Individuals new to home 
buying may not know what to expect of 
the inspection process. In such instanc-
es, the following rundown can shed light 
on home inspections.

• Recognize inspection may be man-
datory. Though it’s not always the case, 
home inspections may be required by 
mortgage lenders. Lenders want to en-
sure borrowers can repay their loans, 
which might prove difficult if a home is 

in need of considerable repairs. That’s 
why home inspections tend to be man-
dated by lenders, even if they’re paid for 
by buyers. Estimates from HomeAdvisor 
indicate home inspections cost between 
$279 and $400 on average, but that cost 
is well worth the peace of mind of know-
ing you won’t unknowingly be buying a 
money pit.

• You choose your own inspector. 
Buyers will choose their own home in-
spector, so it can pay dividends to start 
asking people you trust for recommen-
dations even before you begin searching 
for a new home. Realtors also may rec-
ommend inspectors they’ve worked with 
in the past. The International Association 
of Certified Home Inspectors® (nachi.
org) also can help buyers find a home 
inspector.

• You can, and should, attend a home 
inspection. It’s wise for buyers to attend 
a home inspection. Doing so allows them 
to see potential issues firsthand. Some 
seasoned home inspectors even prefer 
clients to attend an inspection so they 
can point out issues as they go through 
the house and answer questions directly 
rather than later on over the phone or 

via text or email. Though inspectors typi-
cally will answer questions off-site, it’s 
easier for both buyer and inspector to 
discuss issues in person on the day of 
the inspection. And for buyers, this can 
be a great way to become more informed 
about the home inspection process.

• Expect to spend a good deal of time 
at the inspection, and not necessarily 
with the sellers present. The National 
Association of Realtors indicates inspec-
tions can take as long as three hours, so 
this won’t be an in-and-out excursion. 
Buyers don’t want to rush the process, 
so block out ample time on your sched-
ule to attend the inspection. In addition, 
sellers typically are not home during an 
inspection, though it can happen. Buy-
ers who don’t want sellers present can 
request that they are not on the premises 
while the inspection takes place. There 
may not be anything to compel sellers to 
be off-site, but it can’t hurt to ask.

Home inspections are a vital compo-
nent of the home buying process. It’s 
imperative that buyers take inspections 
seriously so they can feel confident they 
are not investing in a flawed property.  
RE244812



Deb StevenSon Group

GREENRIDGE REALTY

1009 N Ferry St, Ludington
1 bed, 1 bath, Fully renovated

Move-in ready, Close to downtown
$299,000

5 Georgia Ct, Pentwater
2 bed, 2 bath, Spacious family room 
2 car garage, Clubhouse with Pool

$399,000

704 W Ludington Ave, Ludington
4 bed, 3 bath, Multi-level custom built

Rooftop patio , 2 attached garage
$895,000

7269 W M-116, Ludington
3 bed, 2 full bath, Full basement

Wooded setting, 2 car heated garage
$425,000

7293 M-116, Ludington
4 bed, 2 bath , Finished walkout

2 car garage, Wooded setting
$485,000

612 N Lakeshore Dr, Ludington
Investment opportunity, 39 Unit Motel

Owner’s residence, 2.5+ acres in the city
$5,100,000

4714 N Lincoln Rd, Ludington
4 bed, 2 bath, Finished lower level

5 acres, 2 car garage
$459,000

510 Lake St, Ludington
4.5+ acres, Pere Marquette Lake

735’ water frontage, Development property
$2,200,000

224 Lakeside Dr, Ludington
2 bed, 2 full bath, Garage available

Community pool, 1 mile to downtown
$369,900

401 W Ludington Ave, #208
1 bed, 1 bath, Onsite laundry

Underground parking, Downtown living 
$320,000

2253 W US 10, BLDG
16,000sq ft Building, 24x40 pole barn

3.32a on US Hwy 10, 100+ Parking spots
$729,000

601 E Concord, Pentwater
3 bed, 2 bath, Pentwater Village

Spacious living room, Large corner lot
$349,000

NEW LISTING
NEW LISTING

6993 S Lakeshore Dr, Pentwater
3 bed, 2.5 bath, 140’ on Lake Michigan

Open floor plan, Custom built 
$1,950,000

NEW LISTING

NEW PRICE

NEW PRICE

5925 W Decker, Ludington
3 bed, 1.5 bath, 3.75 acres

Fenced backyard, 2 car garage
$285,000

NEW PRICE

921 Woodlawn Ave
3 bed, 2 bath, Finished lower level

Forest Hills neighborhood, 2 car garage
$367,500

NEW LISTING
NEW PRICE



The process of buying and 
selling a home includes many 
movable parts. North Amer-
ica has experienced historic 
trends in the housing market 
in recent years. Most notably, 
record-high prices have domi-
nated the real estate market 
over the last several years.  

High prices are good news 
for sellers, who can probably 
anticipate receiving offers 
above listing price. In  New 
Jersey, inventory is so low 
that 12.5 percent of homes in 
the Garden State sold above 
list price, according to data 
from RedFin. This is good 
news for sellers currently 
looking to make an excellent 
profit on their properties. 
Sellers who don’t want to rely 
on the market alone to earn 
more for their homes can take 
various steps to get top dol-
lar.

Stage your home
According to the 2023 Pro-

file of Home Staging conduct-
ed by the National Associa-
tion of Realtors®, 81 percent 
of buyers’ agents said staging 
a home made it easier for 
the buyer to visualize the 
property as a future home. 
Focus your attention on the 
living room, owner’s suite 
and kitchen. Hiring a staging 
professional can be an invest-
ment that turns a sizable 
profit.

Know your local market
A good way to price your 

home and gauge if it will sell 
quickly is to look at the av-
erage “days on the market” 
for similar homes nearby. If 
homes are selling faster than 
the average DOM, that sug-
gests high demand, which can 
work in your favor.

Make added-value 
improvements

Focus renovation dollars on 
the types of projects that will 
reap the highest return on in-
vestment. Remodeling maga-
zine annually reports the 
projects that offer the best 
ROI. In 2023, the project that 
reaped the highest ROI was 
an HVAC Conversion/Electri-
fication, which involved con-
verting a fossil-fuel-burning 
furnace into an electric heat 
pump. The cost recouped was 
103.5 percent.

Sell at the right time
Fewer people are shop-

ping for homes in the dead of 
winter or during the middle 
of the school year, so putting 
your home on the market in 
spring typically brings out 
the largest number of inter-
ested parties, according to 

Opendoor. But this isn’t the 
only time-related factor to 
consider. To sell for the most 
money, you want to list your 
home when you have enough 
equity to pay off your current 
mortgage, the costs of selling, 
and the costs of moving, says 
Bankrate.

Give curb appeal a boost
Make sure that buyers see 

your home in a positive light 
from the first moment they 
pull up for a walk-through 
showing. According to Home 
& Garden, improving the land-
scaping can result in a value 
increase of up to 12 percent. 
Additional projects can in-
clude investing in a new front 
door and garage doors. Be 
sure that hedges are trimmed, 
there are fresh flowers grow-
ing, and that walkways and 
the driveway are clean and 
tidy.

How sellers can get top dollar for their homes
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231-845-0363
www.C21Bayshore.com

111 E. Ludington Ave.
Ludington, MI 49431

Bayshore Real Estate

4037 N. Jebavy, Ludington
• Unique 3 Bed/3 Bath Home
• 2 Acres, 3 Car Gar, Nat. Gas, A/C

$299,999

2717 N. Sherman, Ludington
• 2 Homes, 4 Outbuildings, 9 Acres
• Beautifully Wooded, RV Hookup

$549,900

6566 E. Stolberg, Fountain
• 3 BR/2 BA with Private Setting
• Granite, New Kitchen Appliances

 $149,900

929 S. Washington, Ludington
• 2 BR/2 BA Up, Oversized Garage
• Beautiful PM Lake/Lake MI View

$398,500

502 W. Loomis, Ludington
• Four 50’x140’ Building Sites
• Gorgeous Marina/Harbor Views

$369,900 Ea.

3897 N. Chief Pontiac Trail, Branch
• Updated Sauble River Home, 2 BR/1 BA
• Quartz Counters, FP, Large Pole Barn

$335,000

W. Fox Farm Lot 9, Manistee
• Lake Michigan Building Site
• Club Housee/Tennis/Beach Access

$199,000

1658 N. Ridgeview, Ludington
• 1560 Sq. Ft. Ranch, Walkout Basement
• 5 Garage Bays, RV/Boat Awning

$475,000

10412 W. Woodrow, Shelby
• Lake Michigan/Pickle Ball Access
• 4 BR/3 BA Home Close to Silver Lake

$449,900

S. Lakeshore, Ludington
• 200 Feet Lake Michigan Frontage
• Panoramic Views, 3.9 Acres    

$450,000

Oakridge Dr., Ludington
• Wooded Hamlin Twp. Lot
• .95 A., Nat. Gas, Underground Utilities

$39,000

5386 W. Riverside, Ludington
• Beautiful 5BR/4BA Riverfront Home
• Nat. Gas, Central Air, Fireplace

$587,500

Mike Healy
231.690.7834

Norma Sheffield
231.690.7553

Peri Lundberg
231.590.0711

Kevin Leavitt
231.845.7277

Kim Klemm Mesyar
231.794.8111

Ann Wisniewski
231.755.5555

Brian Mulherin
231.690.0872

Dave Skridulis
231.690.6803

Debbie Bush
231.852.0117

J.P. Duvendeck
231.907.5757

Kelly Smith
231.233.2227

Jim Coleman
231.907.9180

Jim Foster
231.923.6744

Sandy Lovewell
Office Manager



 

IN  LUDINGTON

216 E. Ludington Ave.
231.425.5555
Call Anytime
lakeshore.team@metromtg.com

CONVENTIONAL  • USDA • FHA • MSHDA • VA

Low Down Payment

New Purchases • New Construction 
Refinance • Bruised Credit OK

NMLS 129386
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Steve Burns, Broker Owner  (231)266-5447

Audrey L. Taber, Realtor  (231)729-1902 Zuzanna Gorski, Realtor  (630)732-0737

We would love to

help you buy or sell your little 

piece of Lake County Paradise.

We specialize in vacation, 

recreation and vacant land 

properties. Call today!

Downtown Irons Office: (231) 266-5447 | 5739 W 10 1/2 Mile Rd, Irons | Bass Lake Office: by appointment

www.ironsrealestate.com • Your Home Town Realtor since 1974

Steve Burns, Broker Owner
(231) 266-5447

Josh Rose, Realtor
(269) 861-4616

Audrey L. Taber, Realtor
(231) 729-1902

Steve Burns, Broker Owner  (231)266-5447

Audrey L. Taber, Realtor  (231)729-1902 Zuzanna Gorski, Realtor  (630)732-0737

Steve Burns, Broker Owner  (231)266-5447

Audrey L. Taber, Realtor  (231)729-1902 Zuzanna Gorski, Realtor  (630)732-0737

Steve Burns, Broker Owner  (231)266-5447

Audrey L. Taber, Realtor  (231)729-1902 Zuzanna Gorski, Realtor  (630)732-0737

What buyers can do to get the

Mortgage interest rates 
have been headlining finan-
cial news segments for sev-
eral years running. Much of 
that news has been met with 
less than open arms, as rates 
have risen dramatically in re-
cent years, an increase that is 
related to the ripple effect of 
the COVID-19 pandemic.

Mortgage interest rates did 
not immediately spike after 
the World Health Organiza-
tion declared a global pan-
demic in March 2020. In fact, 
data from the lender Fred-
die Mac indicates mortgage 
rates were still well below 4 
percent on January 1, 2022. 
However, those rates hovered 
around 7 percent by the end 
of that year, and were still 
around that level at the start 
of 2024.

With such high interest 
rates, it’s understandable if 
prospective home buyers feel 
helpless. However, there’s 
much buyers can do to help 
themselves as they seek to 
secure the lowest mortgage 
interest rate possible.

• Read your credit report 
and improve your score, if 
necessary. Many prospec-
tive home buyers save up for 
years in anticipation of the 
day when they will purchase 
their own home. During this 
period, buyers can read their 
credit reports and address 
any discrepancies while tak-
ing steps to improve their 
credit scores. Lenders con-
sider a host of variables to de-
termine an applicant’s credit 

worthiness, and credit histo-
ry and credit scores bear sig-
nificant influence. The higher 
an applicant’s credit score, 
the more favorable mortgage 
rate he or she is likely to get.

• Take control of your 
debt-to-income ratio. Debt-
to-income (DTI) ratio refers 
to what you owe in relation 
to how much you earn. The 
lower your DTI, the better 
you look to lenders. Accord-
ing to Bankrate, lenders typi-
cally want to avoid issuing 
mortgages to individuals if 
the monthly payment will 
exceed 28 percent of their 
gross monthly income, and 
people who may be near that 
threshold for a given home 
may be denied a mortgage 
if their DTI is high. Prospec-
tive home buyers currently 
carrying significant debt, 
including consumer debt like 
credit cards and/or student 
loan debts, should make a 
concerted effort to pay down 
that debt prior to applying 
for a mortgage. Prioritize pay-
ing off consumer debt before 
applying for a mortgage.

• Maintain a strong employ-
ment record. Steady employ-
ment and consistent earnings 
make mortgage applicants 
more attractive in the eyes of 
lenders. If you are currently 
shopping for a home or about 
to make an offer, now might 
not be the best time to switch 
jobs. Self-employed individu-
als and freelancers working 
multiple jobs can still qualify 
for a good mortgage rate, 

best mortgage rate
but they may need to provide 
more extensive documen-
tation that indicates their 
earnings going back several 
years. Individuals who have 
been working full-time for 
the same company for years 
may only need to provide W-2 
forms from the two most re-
cent tax years. 

• Shop around for rates. 
Rates may not fluctuate much 
between lenders, but it’s still 
worth shopping around for 
mortgage rates. A study from 
Freddie Mac found that the 

benefits of shopping around 
for a mortgage rate were espe-
cially notable in 2022 com-
pared to the decade prior, 
saving borrowers who took 
the time to shop for rates sub-
stantial sums of money.

Mortgage rates remain 
high compared to a half de-
cade ago, but prospective 
home buyers can take steps 
to increase their chances of 
qualifying for a favorable rate.  
RE244815

Home buyers must confront a host of 
variables in the best of times, but in recent 
years buyers have been forced to contend 
with a real estate market marked by a sig-
nificant increase in home prices. According 
to the Federal Reserve Bank of St. Louis, the 
median home sales price in the third quarter 
of 2023 was $431,000. That marks a signifi-
cant increase since the start of 2020, when 
the median sales price was $329,000. That 
31 percent increase in a little less than four 
full years can be traced to a host of variables, 
not the least of which is the global COVID-19 
pandemic, which officially earned that des-
ignation in early March 2020. But the rise in 
home prices is not as recent a phenomenon 
as some may think. In fact, data from the 
Federal Reserve Bank of St. Louis indicates 
the median home sales price rose by 576 per-
cent between 1980 and the third quarter of 
2023.  RE244816

Did you know?
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What to know about buying a 
home in a low inventory market
People who have shopped 

for homes at any point over 
the last few years are un-
doubtedly aware that inven-
tory is low. While low inven-
tory has affected home prices 
and priced some buyers out 
of certain markets, the good 
news is the tide may have 
started to change as 2023 
drew to a close. In fact, a De-
cember 2023 report from the 
National Association of Real-
tors® indicated home sales 
rose by nearly 1 percent in 
November, a month during 
which single-family home 
construction also rose by 18 
percent compared to October. 

Each of those figures could 
prove a harbinger of good 
things to come for buyers 
in 2024. But it can still pay 
dividends for such buyers to 
prepare themselves to buy 
in a low inventory real estate 
market.

• Prepare to offer more 
than asking price. Data from 
the NAR indicates nearly 
one-third of all homes (28 
percent) purchased in Octo-
ber 2023 sold for above ask-
ing price. When buyers have 
fewer homes to choose from, 
the competition for homes 
on the market increases, and 
that typically means buyers 
will offer more than asking 
price for homes they truly 
want. It might not be neces-
sary to offer more than asking 
price on a given home, but it’s 
something buyers in a low in-
ventory market must be ready 
to do.

• Prepare to find additional 
money, if necessary. Offering 

more than asking price can be 
tricky, particularly if a buyer’s 
offer exceeds the appraised 
value of the home. The real 
estate listing service Tru-
lia notes that most lenders 
will not approve a mortgage 
for more than the appraised 
value of a home. Conventional 
wisdom may indicate it’s nev-
er a good idea to offer more 
for a home than it’s appraised 
value, but that scenario has 
played out with greater fre-
quency in the current low 
inventory market. Buyers who 
feel they need to offer more 
than the appraised value to 
get a home will have to come 
up with the extra funds to 
make up the difference that 
their mortgage won’t cover.

• Flexibility can be your 
friend. A low inventory mar-
ket is a seller’s market. Buyers 
who can be flexible in regard 
to seller’s demands and re-
quests might be getting the 

keys to a new home faster 
than those who are not as ac-
commodating. Some sellers 
may request a quick clos-
ing, while others may need 
extra time in the home until 
they can move into their own 
new property. Entering the 
process with the intention 
of being flexible can be an 
advantage for buyers in a low 
inventory market.

• Patience can prevail. It 
might seem as though there 
will never again be ample 
inventory on the real estate 
market. However, the in-
crease in single-family home 

construction and forecasts 
predicting mortgage rates 
will drop suggest the real 
estate market could feature 
more inventory in the months 
to come. Buyers concerned 
about going over-budget or 
making a hasty decision are 
urged to remain patient if 
they cannot find a home that 
works for them personally 
and financially.

A low inventory real estate 
market may not be normal. 
But savvy buyers can still nav-
igate such a market and find a 
home they love.  RE244819

Renovations 
that help

sell homes
The adage “there’s a lid for 

every pot” suggests that, even 
in relation to the real estate 
market, there’s bound to be 
a buyer for every home on 
the market. Price is a signifi-
cant variable in the minds of 
potential buyers, but there 
are additional factors that can 
affect the impression people 
get of a given home.

Certain home features can 
tip the scales in favor of sell-
ers. In fact, various renova-
tions can help sell homes 
more readily. And these reno-
vations need not cost a for-
tune. Putting a home on the 
market can be stressful, but 
these renovations may help it 
sell fast.

• A fresh coat of paint: Al-
though painting is relatively 
inexpensive and a job that 
some do-it-yourselfers can 
tackle, it’s not a task relished 
by many. Painting is messy, 
it takes time, and requires 
moving furniture. In fact, 
prepping a room for painting 
often is the toughest compo-
nent of any painting job. But 
fresh coats of paint can cre-
ate a strong first impression. 
Choose a neutral color and 
get painting. Jennie Norris, 
chairwoman for the Interna-
tional Association of Home 
Staging Professionals, says 
gray is a “safe” color that has 
been trending in recent years.

• Minor bathroom remodel: 
Remove dated wall coverings, 
replace fixtures, consider re-

glazing or replacing an old 
tub, and swap old shower 
doors for fast fixes in a bath-
room. If there’s more room 
in the budget, replacing a 
tub, tile surround, floor, toi-
let, sink, vanity, and fixtures 
can cost roughly $10,500, 
says HGTV. You’ll recoup an 
average of $10,700 at resale, 
making a minor bathroom 
remodel a potentially worthy 
investment.

• Redone kitchen: The 
kitchen tends to be the hub 
of a home. This room gets 
the most usage and attention 
of any space, and it’s a great 
place to focus your remodel-
ing attention. The National 
Association of the Remodel-
ing Industry estimates that 
homeowners can recover up 
to 52 percent of the cost of a 
kitchen upgrade upon selling 
a home. Buyers want a func-
tional and updated kitchen. 
Trending features include 
drawer-style microwaves and 
dishwashers, commercial 
ranges, hidden outlets, and 
even wine refrigerators.

• Updated heating and cool-
ing system: Better Homes and 
Gardens reports that home-
owners may be able to recoup 
85 percent of the cost of new 
HVAC systems when they sell 
their homes. Heating, cooling 
and ventilation components 
are vital to maintain. You 
don’t want buyers to be taken 
aback by an older system, and 
many millennial buyers are 

not willing to overlook old 
mechanical systems.

• Fresh landscaping: A 
home’s exterior is the first 
thing buyers will see. If they 
pull up to a home with eye-
catching landscaping and out-
door areas that are attractive 
yet functional, they’re more 
likely to be intrigued. Often 
buyers will equate a home 
that features an impressive 

exterior with upkeep inside as 
well. The American Nursery 
Landscape Association says 
the average homeowner may 
spend $3,500 for landscap-
ing.

Improving a home’s 
chances to sell quickly and 
at a higher price often comes 
down to making smart im-
provements that catch the 
eyes of buyers.  RE244814
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