SUMMER 2009

As a Realtor® and an
‘Astoria owner for ten
years, Susan Knecht
brings a personal
commitment to
the property as a home
and as an investment. A former prin-
cipal from Fairfax County Public
Schools, she has continued her style
of careful and trustworthy service in
supporting individuals and families in
the selling and purchasing of real
estate. Born in Northern
Virginia, she has raised
two children here and
welcomed
granddaughter,
Grace in 2008!

Melby

To contact either Susan or Pat with
your real estate questions or for help
in purchasing or selling a home,
contact them at:

Office 703 938 6070 ext 220
Cell 703 470 2833/703-597-9373
Home office 703 573 7836
sknecht@cox.net

patstack2(@cox.net

Pat Stack is a real estate

E sales associate in the Vi-
A é enna office of

Weichert, Realtors at 156

Maple Avenue East, in the
heart of Vienna. In 2007 and 2008, Pat
was recognized as one of the top 50
sales associates in Weichert nationwide.

Pat is an attorney and an inactive
member of the District of
Columbia Bar Association. She has also
practiced extensively in the field of
electric utility regulation.

Pat holds a J.D. from the University of
Pennsylvania Law School and did her
undergraduate work at
Princeton University and
Barnard College.

Pat is the single parent of
three young adults and
resides in Oakton.

“wawyers* pake ‘great iealtors”

*member D.C. Bar only, inactive status

SLOW BUT STEADY

As you sit by the pool baking in the _.E4 o
summer sun, it probably occurs to you to

wonder how your investment in the Astoria is faring. The answer is
clear: quite well.

Five sales have reached completion in the Astoria thus far in
2009, and two are still under contract. The majority of those
sales have been of the 1 Bedroom 1 Bath model with 721 square
feet. Three of those units have sold and two remain under con-
tract. The two under contract are listed at $329,999 and $315,000,
respectively. Of the three which have sold, the final prices have
been $325,000, $327,500, and $318,000. These prices compare fa-
vorably with the average of $310,000 we saw for this model in
2008. The amount of time on the market for this model averaged 40
days, and ranged from a low of 6 days to a high of 75 days.

One 2 Bedroom 2 Full Bath, at 943 square feet, sold at a price of
$399,000. This price compares favorably with the $390,000 this
model averaged in 2008. The one sale took 114 days to obtain its
contract.

One 2 Bedroom 2 Bath Turret unit, with 1037 square feet, sold at
a price of $385,000. This was a “steal” as compared to the price of
$415,000 these units were commanding in 2008. The sale took 50
days to obtain a contract.

For the most part, it seems fair to say that the Astoria continues to
solidify and improve values as compared to last year. This is a con-
tinuation and further proof of the pattern we observed in 2008, that
prices in the Astoria seem to have bottomed out in mid-2007. While
we’re not seeing the wild and crazy bidding wars of the years 2003-
2005, we are seeing consistent accretions of value.

So, what to consider when your time comes to sell? First and fore-
most, who will you hire to maximize your profit and minimize the
period of inconvenience? You want someone with knowledge and
experience of the market and a strong sense of what sells and why.
Someone to help you to decide what to spend your money on in
preparation and --- just as important --- what to leave alone. Some-
one to produce sophisticated marketing pieces and disseminate them
far and wide. Someone to leave no stone unturned in the search for
your perfect buyer. And someone to represent your interests all the
way from the negotiating table right up to the settlement table.
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So you are getting ready to put your house on the market? You have watched
cable TV and are debating what really helps to sell a home. Much of the advice is
easy to implement: clean and de-clutter. It is time to get rid of those old magazines,
the ceramic knickknacks from your co-workers and clean out the refrigerator. Easy
enough and no cost. But a lot of the advice seems really pricy and most important;
does it really make a difference? And as with all advice, location can be key and so
we decided to take a look at the sales of at the Astoria over the past year and see
what appeared to contribute to quick sales and more important, what increased the
net take home; what produced the most dollars.

The first thing that was evident was that typically all sellers cleaned up and spruced
up. The sprucing took the form of fresh paint and sometimes, new carpet or floor-
ing. These changes tended to be at a relatively modest cost, often done at contrac-
tors prices through a realtor and gave a sense of newness to the unit. That being
the standard would suggest that at the least, fresh paint or at minimum a touch up
is needed to compete not only with the Astoria units but others on the market. Be-
yond that initial cost, however, the cost effectiveness of change becomes a bit
murkier. New appliances, new countertops were well received by buyers but did
not tease out as making a statistical difference. It may be that well working appli-
ances are a given by buyers and therefore replacement needs to be determined on
a case by case basis. (Taking buyers out indicate that the cost of replacements is
one thing factored into their decision to make an offer.)

Total redo of kitchens, however, including new cabinets showed a different picture.
In terms of time on market, those with new kitchens averaged 28 days on the mar-
ket compared to those without at 44 days. Price was even more interesting. One
bedroom averaged 13k more with a totally redone kitchen, the smaller 2 bedroom
averaged 23k more and the larger 2 bedroom came in at 29K more. What does this
suggest? That the cost of a total redo could be more than one gets back. So what
is the answer? As always, it is an individual one. Redoing a kitchen for your per-
sonal enjoyment may be an excellent investment and should back at least partially
at resale. To do it just for resale requires a careful weighing of all costs concerned.
As you consider this decision, we would be happy to visit and assist you in reflect-
ing what is best for your unit and most important, what is best for you!
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2009 Sales ‘g\tm "

UNIT #| SETTLE DATE | BR| BATHS|PRICE (seller subsidy)
#211 3/10/09 1 1 $325,000

#120 6/03/09 1 1 $327,500 (59,825)

#121 5/26/09 1 1 $318,000 (85,000)
#442 2/10/09 2 2 $399,000

#109 5/29/09 2 2 $385,000

*"The sold price is net of seller-paid contributions to buyer closing costs."
**These sales data are culled from the MRIS irrespective of the broker involved.
For information on these or other sales, call us at. 703 938 6070 ext 220
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