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September 2013 Market Update
The annual rate of home sales rose to the 
highest level since 2009 in July, the jump 
is likely boosted by formerly reluctant 
buyers being pushed off the sidelines by 
the anticipation of rising mortgage rates. 
As speculation continues on the date and 
extent of the Federal Reserve’s reduction 
in the purchase of unconventional assets, 
mortgage rates have already begun to rise 
and are unlikely to return to the historic 
lows witnessed early in the year. With rates 
on the move, prospective buyers would do 
well to take advantage of low rates while 
home affordability remains at historically 
high levels. Prices moderated slightly in 
July from their peak in June, likely due to 
seasonal variation, but maintained high 
year-over--year growth rates. Sellers are 
still well-positioned in the national market 
with inventory still relatively tight in many 
areas.

Interest Rates
Interest rates have moved up this month: 
30-year fixed mortgages are currently 
4.58% with 15-year rates at 3.60% and 
5-year adjustable rates at 3.21%. These are 
the highest rates we have seen in the last 
two years.

Home Sales
Total existing home sales in July were up 
6.5% from June to a seasonally adjusted 

annual rate of 5.39 million homes. Year-
over-year home sales were up 17.2% from 
July 2012 rate of 4.6 million homes. The 
housing market recovery is still well under 
way with 25 consecutive months of year-
over-year growth in home sales heading 
into this fall.

Home Price
The median existing home price in the 
United States in July was $213,500, down 
slightly from the previous month but up 
13.7% from the same month last year. 
The median price level released by the 
National Association of Realtors is not 
seasonally adjusted and the small dip we 
experienced from June to July is consistent 
with those we have seen in the past. This 
is the seventeenth consecutive month of 
year-over-year price increases, which last 
occurred from January 2005 to May 2006.

Inventory
A slight rise in inventory levels was 
evenly offset by the increase in the pace 
of home sales, causing the months of 
supply for existing homes to hold steady 
at 5.1 months. Total housing inventory 
rose by 5.6% in July to a level of 2.28 
million homes. Inventory is 5% below 
levels reported for July of last year, which 
represented 6.3 months of supply at the 
time.

Don’t forget to ask how you can benefit from Courtney’s Referral Program!

Little Rocky Run
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Best Retirement Cities & Tips

Courtney is accredited by the National Association of 
Realtors (NAR) as a Senior Real Estate Specialist.

 When you think of retirement, what cities 
pop to mind first?  Des Moines, Iowa?  Boston, 
Mass.? Missoula, Mont.?    No?
 A new list of top retirement spots offers 
some surprises. For one, the usual suspects-
-those glimmering, sunny cities known for 
being boomer and senior magnets--don’t 
rank among the top 10 or even 20 on the list. 
 In fact, the majority of the top spots 
require North Face gear and boots during a 
good part of the year.

More than sunshine: Such are the findings 
of a study, Best Cities for Successful Aging, by 
the Milken Institute, the Santa Monica, Calif.-
based think tank, which took a quantitative 
approach to measure the senior-friendliness 
of various cities. 
 Researchers gave cities composite rankings 
based on eight categories-- general indicators, 
health care, wellness, living arrangements, 
transportation and convenience, financial 
well-being, employment and education, and 
community engagement.
 And within those eight categories, 
researchers examined 78 individual indicators, 
ranging from the employment future and the 
number of fast food outlets, to transportation, 
housing costs, grocery stores, and arts and 
education.
 The report [1] measured both large and 
small metros and assessed their friendliness 
for two groups, those aged 65-79 and those in 
the 80-plus group.
 Here are Milken Institute’s top picks for 
large and small metros.

Among the 100 largest metros:
1. Provo, Utah        2. Madison, Wis.
3. Omaha, Neb.      4. Boston, Mass.

5. New York, N.Y.
The 259 smaller metros:

1. Sioux Falls, S.D.   2. Iowa City, Iowa
3. Bismarck, N.D.     4. Columbia, Mo.

5. Rochester, Minn.
 What’s the common denominator among 
top cities? The report says, “... common themes 
include opportunities to work and volunteer, 
a learning environment, top-notch health 
care, an active lifestyle, great connectivity, 
and easily accessible conveniences.” 

Gazing into your future: Beyond the 
enjoyment of a quirky top-ten list, the Milken 
insight could have implications for you, 
especially if you’re pondering a move to a 
senior-friendly spot.
 When you’re making your decision, think 
about how a place serves your needs today 
and how  it will serve you over the next 10 or 
20 years. 

Here are seven considerations.
1. Stay put. If you’d been considering a move
and you live in a top spot, maybe it’s worth 
staying put and further exploring your local 
options.
  And if it’s feasible, think about 
reconfiguring some space to accommodate a 
relative or caretaker, should you need live-in 
assistance as you age.
 If you’re looking for local contractors 
who can help with aging-in-place upgrades, 
see: www.nahb.org/page.aspx/category/
sectionID=686.
2. Cut operating costs. The Center for
Housing Policy’s study, Housing an Aging 
Population – Are We Prepared?[2], finds that 
housing cost burdens can increase with 
age, even for those who have paid off their 
mortgages.  
 Rising taxes and operating and 
maintenance costs continue eating up 
financial resources. So consider ways to slash 
that burden.
 Small changes outside also could yield 
savings. Here’s one simple fix. Eliminate lawn 
care costs by swapping lawns for ground 
cover, vegetable gardens, and perennial 
flower beds.
3. Marketing leg-up. If you live in one of
the top retirement cities and you’re thinking 
about selling your property, be certain that 
the real estate practitioner you work with 
knows about the Milken ranking and the 
positive attributes of your city.
 It’s something worth promoting, 
especially if your real estate practitioner has 
the SRES® Designation, offered by the Seniors 
Real Estate Specialist Council[3], and serves a 
large pool of baby boomer and senior clients.
 The senior-friendliness of your city could 
give your property a marketing leg-up among 
such buyers. The Milken site[4], , allows you to 
view slide shows of top cities, see where your 
city ranks, and sort the data by what interests 
you.
4. Downsizing in place. If your house is too
big, consider the downsizing options, such as 
55-plus communities, in your city.
 Total up your big housing-related 
expenses, such as taxes, utilities, repairs, and 
insurance, along with the small ones, such 
as snow removal, lawn care, and the endless 
little repairs--gutters, sump pumps, water 
heaters, and so forth.
 You may find that downsizing within your 
city lifts an enormous financial burden and 
frees up cash for travel or hobbies.
 Just be sure to talk with your tax 
professional to see, for instance, if you’ll be 
facing any capital gains if you sell a property 
you’ve held for many years. Also talk with a 

financial planner to assess the best options 
for your circumstances.
5. Ranking your wishes. When you’re making 
your list of must-haves in a retirement venue, 
look beyond just 350 days of sunshine. After 
all, how much pool sitting and golf can you 
do?
 Weigh some of the amenities, such as art 
and culture, health care costs, and economic 
viability which will have the greatest impact 
on your life.
 And don’t overlook public transportation 
options. Transit in many towns and cities is iffy 
or non-existent[5] for aging residents.
 Maybe you don’t need a bus today. But if 
you stop driving at some point, you’ll want 
the flexibility and freedom to move around 
and get to activities and appointments. 
6. Household makeup. Another 
consideration is how your household makeup 
will change with age.
 According to the Center for Housing Policy 
findings, some seven out of ten 65+ men live 
with spouses, but less than half (42 percent) 
of older women 65+ do. That means women’s 
longevity is yet another consideration.
 If you’re a woman, will you feel safe and 
comfortable living alone in your house or the 
new place you’re considering?
 And will you be able to maintain the 
property, both financially and physically, by 
yourself?
7. Flexibility. If you reach a point where you
require care and can no longer live alone, 
what are your assistance options in a given 
community?
 After all, you still want to remain in a city 
that feels like home and where you have 
family and social connections and activities 
that you enjoy.

[1] (http://successfulaging.milkeninstitute.org/best-cities-
successful-aging.pdf)
[2] www.nhc.org/media/files/AgingReport.pdf
[3] www.seniorsrealestate.com
[4] http://successfulaging.
milkeninstitute.org/bcsa.
html
[5]  http://t4america.org/
docs/SeniorsMobilityCrisis.
pdf



What the home down the street sold for...
Address Model Bed/Bath Sq. Ft. List Price Sale Price

6628 Rockland Drive Colonial 5/3.1 2,920 $574,900 $580,500

6108 Union Springs Ln Colonial 4/3.1 2,824 $594,500 $610,200

13921 South Springs Dr Lexington 4/3.1 3,894 $699,950 $694,000

6115 Mountain Springs Ln Colonial 5/3.1 3,281 $574,900 $574,900

6401 Woodland Run Ct Colonial 5/3.1 4,068 $869,900 $865,000

6200 Sandstone Way Colonial 5/2.2 2,646 $598,500 $589,500

14003 Marblestone Dr Madison 4/2.1 3,919 $600,000 $590,000

6176 Otter Run Ct Franklin 5/3.1 2,856 $599,000 $590,000

For more in depth information on sales in 
Little Rocky  Run, Call Courtney at (703) 728-6590

Contact Courtney for a FREE No Obligation 
customized Buyers Action Plan!

*Courtney holds her 
Accredited Buyers Rep (ABR) 

from the 
National Assoc. of Realtors

Contact Courtney for a FREE No Obligation 
Consultation on the value of your home!

Professional Service...
Professional Results...

Negotiation Blunders to Avoid
According to the  National Association 
of Realtors® Profile of Home Buyers and 
Sellers, the second most popular rea-
son buyers use a real estate agent is to 
help with the negotiation process. How-
ever, buyers can negatively impact the 
process making mistakes which lead to 
them losing their dream house. Don’t 
make these negotiation blunders:

1. Not entering with a negotiating strat-
egy: Before submitting an offer, try to 
remember that the seller has already 
decided how much money they want 
from the sale of their property. “Knowing 
how to negotiate effectively is the key 
to getting the best deal,” says Courtney 
Mautz, Accredited Buyer’s Representa-
tive “Without a plan, you might risk los-
ing the house you want.”

2. Giving up too soon: Buyers might get 
discouraged when they are compet-
ing against multiple offers on a house. 
However, the biggest mistake a buyer 
can do is panic and withdraw their offer. 

You should stay involved for at least one 
round of negotiations, but also establish 
your maximum price.

3. Not providing earnest money:  Earnest 
money is a cash deposit you make when 
submitting your written offer on a prop-
erty to show your “good faith.” Sellers are 
understandably suspicious of offers that 
are not accompanied by such a deposit.

4. Having too many contingencies:  A 
contingency is a term or condition that 
must be met for an offer to become a 
binding contract. Home buyers with too 
many contingencies tend to weaken an 
offer.  Some examples of contingencies 
are securing a job transfer, selling your 
current home or obtaining specific fi-
nancing terms.

5. Weak negotiating position:  Sellers 
usually like to go with a strong bargain-
ing position. Some examples of strong 
positioning is being pre-approved for 
a mortgage or having little to no con-

tingencies. “With these factors in your 
favor, you may be able to negotiate a 
lower price. On the other hand, in a ‘hot’ 
seller’s market, if your ‘perfect’ home 
comes on the market, you may want to 
offer the list price (or more) to beat our 
other offers,” says Mautz.

However, an Accredited Buyer’s Repre-
sentative can counsel you on making 
an effective offer that will land you the 
house of your dreams. Courtney Mautz 
is one of more than 40,000 members 
of the Real Estate Buyer’s Agent Coun-
cil (REBAC) of the NATIONAL ASSOCIA-
TION OF REALTORS®, who have attained 
the Accredited Buyer’s Representative 
(ABR®) designation. The Accredited Buy-
er’s Representative (ABR®) designation 
is designed for real estate buyer agents 
who focus on working directly with 
buyer-clients.  Having an ABR® can guide 
you through structuring your offer and 
negotiation strategy.
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Courtney Mautz 
Keller Williams Realty
14155 Newbrook Dr. Suite 100
Chantilly, VA 20151

   
      Local
      Postal Customer

Courtney Mautz
REALTOR®

Direct:
(703) 728-6590

Office:
(703) 743-9686

Email:
courtney@kw.com

Visit me on the web:
www.courtneymautz.com
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This is a great time to move up!
Call me to find out why!

List with a Professional dedicated to selling your home
FAST and for TOP DOLLAR.

COURTNEY sells homes on average for 
98%* of list price using:

• Professional Photography for Brochures  
    and Virtual Tours
• Extensive online presence with over 350 of 
   the most popular search websites
• Direct Mail Campaign

COURTNEY is also an experienced Short Sale agent 
and holds the Accredited Buyers Representative and 

Senior Real Estate Specialist Designations.
*percentage reflects standard sales

PROTECT YOUR WORLD

77 West Lee St
Warrenton
georgemautz@allstate.com

Insurance and discounts subject to terms, conditions and availability.  Allstate Property and Casualty Insurance Company, Allstate Fire and 
Casualty Insurance Company. Life insurance and annuities issued by Lincoln Bene�t Life Company, Lincoln, NE, Allstate Life Insurance 
Company, Northbrook, IL, and American Heritage Life Insurance Company, Jacksonville, FL.  In New York, Allstate Life Insurance Company of 
New York, Hauppauge, NY. Northbrook, IL. © 2010 Allstate Insurance Company.

George Mautz
540-349-9100




