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OPEN HOUSE WEEKEND

Technology is revolutio-
nizing the real estate indus-
try by making it easier for
consumers to buy and sell
homes, take virtual tours of
properties, compare prices
or obtain a home loan. 

Consumers – including
younger homebuyers – have
come to expect the added
convenience of shopping
for homes online. More
than 44% of buyers
searched online for homes
last year, while 17% reached
out to a real estate agent, ac-
cording to data from the
National Association of
Realtors.

While technology pro-
vides obvious benefits for
homebuyers and sellers, it’s
also changing the home-
building market. 

Todd Sullivan launched
Spokane custom home-
building company Sullivan
Homes in 1993. Now, he is
taking homebuilding a step
further with his startup,
Newhomes.house, which
allows real estate agents to
sell new homes with a 3%
referral fee built into the
price.

Sullivan said the startup
solves “the chaos and con-
fusion of designing and
building new homes by
matching homebuyers with
land, certified builders,
construction lenders, modi-
fiable house plans and an
Amazonlike storefront for
interior and exterior prod-
uct selections.”

Sullivan said in the past,
very few real estate agents
were able to get involved

property search. Once the
client prequalifies for a con-
struction loan, they select a
house plan and property
within their budget as well
as a certified builder who
can also assist in estimating
any additional costs, such as
utility installation or home
modifications. 

Real estate agents and cli-
ents can then write an offer
for the property and close
on the sale in about five
weeks. 

Sullivan said homebuyers
are able to obtain a loan
with a 10% down payment
and veterans are eligible for
zero down through a part-
nership with lender Wallick
and Volk. 

Each home project comes
with its own permanent
website containing con-
tracts, blueprints, the title,
closing documents and a
listing of every product in-
stalled in the house. 

Sullivan expects the on-
line platform to be oper-
ational in Seattle by June,
followed by expansion into
the Tri-Cities and Portland.
By the second year of oper-
ation, he aims for the online
platform to roll out nation-
ally. 

Sullivan said real estate
agents have been receptive
to the platform so far.

“It’s simply a new way of
doing something, but we
are using technology to be
able to scale it out,” he said.
“It’s all about the Realtors
being able to sell new
homes and make it super
easy and fun for everybody.
We’re going to change the 

ing with brokerages, in-
cluding one in Seattle that
expressed interest in join-
ing the online platform. 

“Even though we are go-
ing out for our first round of
funding, we’re already
doing transactions,” Sulli-
van said. “The first house
will close in about 10 days.”

To sell homes on the plat-
form, Realtors and their cli-
ents sign a referral agree-
ment and join the MLS

Sullivan, along with Steve
Strom, vice president of
product development, and
Wendy Anderson, director
of lending, will be pitching
the startup to investors la-
ter this month in an effort to
obtain financing for a se-
cond version of the online
platform. 

Sullivan said he’s receiv-
ing inquiries from through-
out the region from poten-
tial customers and is meet-

create their own inven-
tory,” he said. “This is the
first platform that tries to
streamline it and make it
simple as buying a new car.”

Sullivan, who worked
with StartUp Spokane and
University of Washington’s
CoMotion Labs to refine
the online platform,
launched a beta version last
month that locks into the
Spokane Multiple Listing
Service.

with new construction and
typically had to wait until a
home is built before receiv-
ing commission. With Ne-
whomes.house, agents are
able to offer the option of
constructing a new home to
clients and receive com-
mission before the home is
built.

“It’s going to absolutely
change how homes are sold,
and new construction al-
lows Realtors to essentially

COLIN MULVANY/THE SPOKESMAN-REVIEW

Todd Sullivan, right, founder of Sullivan Homes, has launched the real estate startup Newhomes.house that allows
Realtors to sell prepriced, custom homes. He’s joined by Wendy Anderson, director of finance, and Steve Strom,
vice president of development.

Streamlining the home search
From building to selling and buying, technology’s impact on housing market is widespread

By Amy Edelen
THE SPOKESMAN-REVIEW

See TECHNOLOGY, 11

“It’s going to absolutely change how homes are sold, and new construction allows

Realtors to essentially create their own inventory.” 

Todd Sullivan
On his real estate startup Newhomes.house 
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CALL TODAY: 509-928-4738

• Full-time trained movers • Trucks & all equipment provided
• No move too small, No move too big

MOVING?WEARE ABSOLUTELY
THE BEST!

Free written estimates! • Senior discounts! • Licensed & Insured!

Household Goods
Moving

www.danthepianoman.com

Dan’s

Permit #HG-044156

OPEN HOUSE 
WEEKEND APRIL 29th & 30th

7th
Annual

NORTH OPEN HOUSES
Saturday, April 27, 2019

27207 N DALTON RD, DEER PARK
$565,000

3,400 sq ft home on 13.88 acres
w/ view! $30k+ of installed solar panels
& LED lighting throughout. Landscaping,
sprinkler system & deck. 30X36 shop.

afranken@21goldchoice.com

ANNIE FRANKEN 509-414-1745

OP
EN

1-4

10935 N. Acoma Dr.

Jonathan Bich
jbich@cbspokane.net 509-475-1035

$525,000
Daylight Walkout Rancher on 1.48
acres with a view! 5 bedrooms,

3 bathrooms.

OPE
N
12
-3

7210 N. Quamish Drive

Dave Wilson Licensed under Madison REPM

Dave@5MileRE.com 509-990-1420

$769,000
Stunning well-built home w/ quality

finishes; 5 bed, 3.5 bath, 3-car
garage, Mead SD.

OP
EN

1-4

$339,970
Welcome to Center Place – charming & well

designed home, all main floor living & unfinished
lower level with a total of 2850 sq ft. Other floor plans
to choose from with amazing finishes. Move-in ready!

12919 N. Raptor Lane

OPE
N 1

-3

Pam Fredrick 509-370-5944

OPE
N 11-

2

6120 N. BLUE SPRUCE LN.

TONY SPINNELL 509-370-1118

Spacious 3,350 sq ft, 5 Bed, 3 Full
Bath Rancher in Northwood. Open
Concept w/ Cathedral Ceilings,
Fabulous Kitchen, Luxurious Master &
3 Family Rooms! www.tonyspinnell.com

$399,000

9219 N. WARREN ST.
$276,500

Just Listed Beautiful Five Mile Rancher! Looking for a move-in
ready, 1 level home? This home is perfect for you! Like-new,
spacious open-concept living area, stainless appliances,

cathedral ceilings, 3 large bedrooms and
2 baths, easy-care surfaces throughout.

This home sits on a large lot, great to enjoy
summer BBQs and watch the gorgeous sunsets!

OP
EN

1-4

KATIE MCDARIS MARKS 509-499-0045

David Jones 509-990-8552

$417,000
The Chesapeake is an open concept, two story home with a welcoming
main floor, gourmet kitchen and mudroom off the oversized 3 car garage.
The well designed upper floor features a deluxe master suite, spacious
laundry, loft, three secondary bedrooms and another full bath.This home
also has a covered back patio. david.jonescb@gmail.com

OPEN
1-4

9302 N. LINDEN LN.

APRIL 27th & 28th

3 BR, 2 BA home with updated kitchen, hardwood
floors, gas fireplace and central A/C. Nice fenced
yard with sprinkler system, garage and carport
for extra parking. kylecrowley15@gmail.com

OP
EN
1-4

4516 N. Standard St.

KYLE CROWLEY 509-638-7292

$185,000

9th Annual

NORTH OPEN HOUSESNORTH OPEN HOUSES

Spokane’s real estate mar-
ket continues to remain very
active with low inventory,
high demand and rising
home prices. It’s a seller’s
market, and that is likely to
continue across the region
this year, brokers and real
estate agents say. 

There were than 894 sin-
gle-family properties listed
on the market in Spokane in
March, representing just
less than a two month sup-
ply of homes, according to
data from the Spokane As-
sociation of Realtors. 

That amount is a more-
than 12 percent decrease
compared with last year’s
inventory of 1,018 properties.
However, the Spokane mar-
ket – in its eighth year of re-
covery since bottoming out
in 2011 after the Great Re-
cession – has been following
national trends of high de-
mand for homes accompa-
nies by low inventory. 

Although Spokane is
viewed as affordable when
compared to Seattle and
Portland, the median home
price rose more than 11 per-
cent over March 2018 to
$245,800. Last year’s me-
dian price was $219,000. 

Spokane ranked fourth
out of 300 cities in a national
Realtor.com survey of the
hottest markets, trailing
Midland, Texas; Chico, Cali-
fornia; and Colorado
Springs, Colorado. The sur-
vey, released in March, mea-
sures listing views per prop-
erty and the average amount
of time a home is on the mar-
ket. 

In Spokane’s booming
real estate environment, it’s
not uncommon for sellers to
receive multiple offers on
homes, especially in the
$300,000-or-less price
range. 

“It depends on price
range, but overall, it’s going
to remain very competitive,”
said Ken Sax, designated

he said. “Builders are work-
ing as hard as they can. We
should be building a lot of
homes because there is de-
mand, but the question is
how fast can we build the
homes to meet the de-
mand?”

Higgins said it’s a smart
move for prospective buyers
to purchase a home now be-
cause prices aren’t likely to
drop. 

“There was only one time
prices dropped and that was
in 2008,” he said. “There are
times when it slows, but ov-
er the long term, prices in
Spokane go up 3 to 5% a year.
Right now, they are going up
about 10 percent.”

Sax said owning a home is
still the number one way to
build wealth, and because
the real estate market is cyc-
lical, homebuyers will
eventually have some relief
from the competitive mar-
ket.

“Buyers, your turn is com-
ing next,” he said.

CONTACT THE WRITER:

(509) 459-5581
amye@spokesman.com

then next year.”
Joel White, Spokane

Home Builders Association
executive officer, said land,
labor and lumber are three
elements affecting new
home construction in the re-
gion. 

A large spike last year in
the price of lumber drove up
homebuilding costs, and lot
prices have also gone up, he
said.

“We can’t build what we
traditionally build. It has to
be attached homes or small
homes on small lots,” he
said. “We need to get the cost
of lots down to a level where
you can get more product on
it.”

White said Lexington
Homes is planning to build
more than 200 homes this
year and other homebuil-
ders are constructing
properties as fast as they can
but are limited by Spokane’s
labor market. 

“We’ve leveled out on sin-
gle-family homes and we’re
in an interesting run where
we haven’t seen much up-
tick in single-family, de-
tached home construction,”

chances of securing a home.
“Establish you can buy the

house before we write an of-
fer on the house,” he said.
“The goal is to look attract-
ive to the seller by coming in
already approved and show-
ing we can buy the house.” 

Sax said it’s also key for
prospective homebuyers to
work with an experienced
broker to navigate the pur-
chase process. 

“It really takes experience
to understand these dynam-
ics and to use the experience
and wisdom to benefit your
buyer,” he said. 

Rob Higgins, Spokane As-
sociation of Realtors execu-
tive director, anticipates
Spokane will return to a bal-
anced market, but it will take
some time. 

Higgins said the local
market tends to mirror what
occurs in the Seattle market,
which is now experiencing
an increase in inventory.

“I’ve never seen our in-
ventory this low in 30 years,”
he said, referencing Spo-
kane. “But, there’s little
doubt we’ll see the inven-
tory increase if not this year,

seem as though inventory
has increased. 

Prospective homebuyers
are also facing competition
from cash buyers, who typi-
cally aren’t required to com-
plete an appraisal on the
home, he said. 

Sax advises potential
buyers to be ready with an
offer to increase their

broker at Keller Williams
Realty. “The higher you go
in price, the fewer buyers
there are, but if a home is
clean and priced anywhere
within reason, it’s gone.”

Sax said more homes are
likely to appear on the mar-
ket as weather improves in
the region, but because de-
mand is so high, it may not

COLIN MULVANY/THE SPOKESMAN-REVIEW

Ken Sax, designated broker at Keller Williams Realty, shows client Rosalind Weller a
property in northwest Spokane on April 11. 

Sellers remain at advantage
in Spokane-area market 

Patient buyers should be ready with financing when offer time comes
By Amy Edelen

THE SPOKESMAN-REVIEW

MOLLY QUINN/THE SPOKESMAN-REVIEW

Graphics show the Spokane housing market crash and 
recovery.

Source: Spokane Association of Realtors

Residential closed sales on less than one acre, including condominiums

Home sales and prices 
on the rise in the Spokane area

Year-end home sales
2005 to 2018

Year-end median prices
2005 to 2018
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(509) 462-2106
www.totalsecurityinc.com

$79
Installation Special

HOMEOWNERS ONLY
3-YR MONITORING AGREEMENT

REQUIRED

SPOKANE
HOME
& BUSINESS
ALARM
SPECIALIST

Protecting Spokane since 2001!

Open Property Type Address BR BTH Price Company Agent  Phone Website MLS#

OPEN TODAY
 Follow us to the area’s best open houses every Saturday & Sunday!

      Saturday, April 27, 2019

NORTH

1-4 SINGLE FAMILY 7210 N Quamish 5 3.5 $769,000  5 Mile Realty David Wilson 509-990-1420 Dave@5MileRE.com N/A
11-2 SINGLE FAMILY 27207 N Dalton Rd 3 3 $565,000  Century 21 Annie Franken 509-414-1745 afranken@21goldchoice.com N/A
11-2 SINGLE FAMILY 6120 N Blue Spruce Ln 5 3 $399,000  Citibroker Tony Spinnell 509-370-1118 tonyspinnell.com 201717974
10-1 NEW HOMES 9302 N Linden 4 3 $417,000  Coldwell Banker Tomlinson David Jones 509-990-8552 david.jonescb@gmail.com 201810103
12-3 SINGLE FAMILY 10935 N Acoma 5 3 $525,000  Coldwell Banker Tomlinson Jonathan Bich 509-475-1035 jbich@cbspokane.net 201912738
1-4 SINGLE FAMILY 9219 N Warren St 3 2 $276,500  Exit Real Estate Katie McDaris Marks 509-499-0045 N/A N/A
1-3 SINGLE FAMILY 12919 N Raptor Ln 3 2 $339,970  John L Scott Pam Frederick 509-370-5944 pamfredrick.com 201910213
1-4 SINGLE FAMILY 4516 N Standard St 3 2 $185,000  Windermere Real Estate Kyle Crowley 509-638-7292 kylecrowley15@gmail.com N/A

SOUTH

1-3 SINGLE FAMILY 5623 S Pierce Rd 6 4 $679,999  Century 21 Jay Janssen 509-993-0753 jay.janssen@21goldchoice.com N/A
1-3 SINGLE FAMILY 12812 E 35th Ave 4 3 $429,900  Century 21 Ryan Palmberg 509-341-0543 rpalmberg@21goldchoice.com 201913711
12-3 SINGLE FAMILY 510 W Bolan Ave 4 4 $470,000  Kestell Co Graham Lang 509-701-1919 N/A 201910398
12-3 CONDOS 165 S Post 2 1 $292,000  RE/MAX Kathy Main 509-998-7544 rem.ax/2lALU6O N/A
11-1 SINGLE FAMILY 2362 W Centennial 3 2.5 $519,000  Windermere Real Estate Heidi Bollum 509-998-7287 heidibollum@gmail.com 201910096
11-1 SINGLE FAMILY 1030 W 30th 3 2 $450,000  Windermere Real Estate Stephanie Peterson 509-385-7039 stephaniepeterson@windermere.com N/A
1-3 SINGLE FAMILY 5407 S Quail Ridge 3 3 $580,000  Windermere Real Estate Marianne Bornhoft 509-879-3779 N/A  201913161
10-4:30 SINGLE FAMILY 7025 S Pheasant Ridge Dr 3 2 $370,065 Windermere Real Estate Jim Lister 509-443-2222 TheListerTeam@windermere.com 201911132

VALLEY

12-3 SINGLE FAMILY 770 N Holiday Hills Dr 5 4.5 $719,900  John L Scott Erin Zasada 208-818-9903 erinz@johnlscott.com 201914355
11:30-2:30 SINGLE FAMILY 17923 E 11th Ct 5 3 $375,000  John L Scott Chase Baxter 509-251-2970 chaseb@johnlscott.com N/A
1-3 SINGLE FAMILY 10710 E 39th Ln 3 2 $385,000  John L Scott Beth Anderson 509-218-9311 Bethanderson@johnlscott.com N/A
1-3 SINGLE FAMILY 1902 S Clover Dr 4 2.5 $495,000  John L Scott Pam Frederick 509-370-5944 pamfredrick.com 201914298
1-4 SINGLE FAMILY 10401 N Starr Rd 5 3 $824,900  John L Scott Joanne Pettit 509-868-4383 joannepettit@gmail.com 201913666
11-2 SINGLE FAMILY 6122 S Eaglecrest Dr 6 3.5 $520,000  Live Real Estate Dena Dennis-Thaut 509-216-1228 contact@athomewithdena.com 201826869

spokesman.com

- T 4 Main
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OPEN HOUSE 
WEEKEND APRIL 29th & 30th

7th
Annual

NORTH OPEN HOUSES
Saturday, April 27, 2019

6122 S EAGLECREST DRIVE

Dena Dennis-Thaut 509-216-1228

$520,000
Painted Hills in Spokane Valley. Luxurious 6 bed,
3.5 bath, 4300 Sq Ft home in Painted Hills features
3 levels of Trex decks and 50 windows to enjoy the
breathtaking views. Basement can be used as

in-law suite with separate entrance, kitchenette, 2
bedrooms and second laundry room.

OP
EN

11-
2

$375,000
Better than new Turtle Creek 4-level with

hickory hardwoods, granite counters,

and overlooks the creek. 5 bed, 3 bath,

and an oversized 3 car garage.

Chase Baxter 509-251-2970 | chaseb@johnlscott.com

17923 E. 11th Ct.

OPE
N 11

:30-
2:30

$385,000
Stunning gated Ponderosa Heights, zero step craftsman rancher

3 bed, 2 bath plus an office all main floor living. Gorgeous
features such as LVP flooring, quartz counter tops, wood

wrapped windows, SS appliances, gas fireplace, oversized 3 car
garage, and covered patio. Bethanderson@johnlscott.com

10710 E. 39th Ln.

OPE
N 1

-3

Beth Anderson 509-218-9311

$824,900
Gracious country living! Finely crafted home w/

main floor master on 10 acres, beautiful views.

Only mins to Liberty Lake & I-90. 2,000SF

barn/shop. www.10401nstarr.com

10401 N. Starr Rd.

OPE
N 1

-4

Joanne Pettit 509-868-4383

Newman Lake

$719,900
Gorgeous Legacy Ridge custom.

4600+sf, 5 bed/4.5bath, 3 family rooms,

huge covered patio, .58 acres, fully

fenced, mountain views.

Erin Zasada 208-818-9903 | erinz@johnlscott.com

770 N. Holiday Hills Drive

OPE
N 1

2-3

APRIL 27th & 28th

$495,000
This Morningside Heights home has it all.

Amazing floor plan, oversized lot that is pool

ready, expansive 4026 sq ft with 3 family rooms,

5 car garage and Central Valley School District.

1902 S. Clover Ct.

OPE
N 1

-3

Pam Fredrick 509-370-5944

9th Annual

VALLEY OPEN HOUSES

The arrival of Spring signals the
beginning of open house season in
most real estate markets. 

Bu, will having an open house
help sell a a property quicker?

Local brokers say while more pe-
ople are searching for homes on-
line, conducting an open house can
be beneficial for sellers because it
provides more exposure to the
home for a large group of people or
for first-time homebuyers who may
not yet be working with a broker. 

“Open houses really engage the
early-stage homebuyers. It gives
them the opportunity to experience
a house with no strings attached,”
said Matt Side, owner and director
of broker talent at Realty One
Group Eclipse. 

While technology definitely
brings more buyers to the market,
Side said, there’s something about
walking through a home for the first
time that isn’t captured through
looking at photos.

“An open house gives value to the
seller and gives one more oppor-
tunity for someone to come in and
truly experience that home versus
just the pictures of that house,” he
said. 

More than 53 percent of potential
homebuyers attended an open
house in 2018, according to a report
by the National Association of Real-
tors. 

Side advises homeowners to
properly stage their home before
conducting an open house.

“People really want the home to
feel larger than life, and having the
house in perfect, clean and orderly
condition helps,” he said. 

Brokers will sometimes bake
cookies in the oven periodically
throughout the day of an open
house to try to engage senses on lots
of levels, he said. 

Side said safety concerns can be a
drawback for potential buyers at-
tending an open house, but brokers
take precautions by requiring all
visitors to sign in and advising ho-
meowners to lock up valuables.

He said most sellers are willing to
hold an open house, especially if they
believe photos online and elsewhere
aren’t doing their home justice or
there are elements of the property
that are difficult to experience on-
line, such as a private backyard or the
spaciousness of the home.

Realty One Group Eclipse Broker
Anna Roop conducted an open
house recently in Spokane Valley,
which drew about five families. 

“In the ’90s, open houses were a
lot more important than they are
now, but it’s a great way to actually

see the home to get to know it,” she
said. “There’s things online that you
can’t see and if you are serious about
buying a home, it’s a great way to get a
feel for what’s on the market.”

Roop said most people find out
about open houses through online
searches or signs in the neighborhood
and they draw potential buyers of all
ages, some of whom might be search-
ing for properties on behalf of family
members. 

While Spokane’s booming housing
market doesn’t require an enormous
amount of effort to attract potential
buyers, with some people buying
homes sight unseen, it’s still import-
ant for people to view homes in per-
son, Roop said. 

“People need to get out to see the
house and see the neighborhood,” she
said. “It used to be that I held open
houses to meet people and get leads,
but when I’m holding open houses
now, I’m looking for people that come
from out-of-town. It’s a great way to
meet them and sell the house.”

CONTACT THE WRITER:

(509) 459-5581
amye@spokesman.com

PHOTOS BY KATHY PLONKA/THE SPOKESMAN-REVIEW

Realty One Group Eclipse Realtor Anna Roop, right, talks with Rebecca and Maverick Shimic and their son Maverick Jr., 2, during an open
house at a Spokane Valley home on April 13.

Opening house
brings benefits 

‘No strings attached’ opportunity appeals
to large cross-section of potential buyers

By Amy Edelen
THE SPOKESMAN-REVIEW

Maverick Shimic Jr., 2, and his father, Maverick, check out the view
from the master bedroom of the house.

Realty One Group Eclipse Realtor Anna Roop talks with Rebecca Shimic during the open house.

- T 5 Main



SPECIAL 6 � SATURDAY � APRIL 27, 2019 THE SPOKESMAN-REVIEW

OPEN HOUSE WEEKEND 

Demand is up, supply is down,
Spokane is a seller’s market and
the time’s right for homeowners
who want to sell. That may inspire
some to hitch up their shirtsleeves
and pound that “For Sale By Own-
er” sign into their lawns.

Selling your home without the
help of a real estate agent may not
seem like a bad idea, especially
considering they typically take 5%
to 7% of the sale price as a fee.
With the median home sale price
hovering around $250,000, that
can equate to $12,500 to $17,500.

Jim Grapes, who owns Lilac Ci-
ty Real Estate with his daughter,
Hannah Kotsala, said there are
some potential benefits to selling a
home on your own. But as a Real-
tor, he doesn’t recommend it.

“Most Realtors have years of
experience, knowing the markets,
knowing the neighborhoods,” said
Grape, adding that people who
sell on their own make mistakes
that a real estate agent would eas-
ily avoid. “They pinch pennies and
they often lose money. They price
it too high, and oftentimes the
house gets stale and then it’s har-
der to sell it. You may save a little
on commission and lose a lot on
the sale price.”

Still, the option is out there. As
Grape noted on his company’s
website in the article “Should You
Sell Your Home By Yourself Or
Use A Realtor,” selling your own
home takes time and patience, and
may not be worth the effort for
most people. But done well, it
could save some money. 

Here are five steps to selling a
home without a real estate agent.

Find the right price. Home-
owners may have invested blood,
sweat and tears, and plowed an

emulate and be sure to include
pertinent information about the
house, like house size, lot size, tax
data, the year it was built and the
number of bedrooms and bath-
rooms. If you’re really ambitious,
build a website on Squarespace or
GoDaddy. 

Consider hiring a professional
photographer to take photos for
your marketing materials. A 2013
Redfin study found that homes
listed with professional DSLR 

er, public real estate websites like
Zillow, Redfin and Realtor.com
and get it in front of numerous
buyers.

Market the house. Put up
“For Sale” signs in the front yard.
Put it on Craigslist and in news-
paper classifieds. Create pro-
fessional-looking brochures,
which can be done with simple
word-processing software such as
Microsoft Word or Pages, or with
user-friendly desktop publishing
software such as Lucidpress or
Canva. Grab a few brochures to

inally wanted. Too low, and
you’ve cheated yourself out of
profit. The goal is to sell, so be re-
alistic.

List the house online. If you
can, get your home on the Mul-
tiple Listing Service. Access to
this service is available only to li-
censed Realtors, but there is a way
to get your home on it for a few
hundred dollars. It’s called a “flat
fee MLS listing.” Basically, you’ll
pay a real estate broker a one-time
fee to put your house on the list-
ing, which will then populate oth-

immeasurable amount of senti-
mental value into their houses,
but none of that matters. What
does matter is the comparable
homes sales in the neighborhood.
How are homes in your neighbor-
hood selling? How do those
homes compare to yours? 

Listing the home at a competi-
tive price is very important, but
it’s tough to find that Goldilocks
dollar figure. Overpricing a home
by $10,000 can make it sit on the
market for too long and ultimately
make it sell for less than you orig-

DAN PELLE/THE SPOKESMAN-REVIEW

A house sat for sale on the 1700 block of West 14th Avenue in Spokane earlier this month. 

Selling yourself on selling your own
home may be easy, but the reality isn’t
Five things you

need to know 
to be successful

By Nicholas Deshais
THE SPOKESMAN-REVIEW

See YOURSELF, 11
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Your forever home lender.
At STCU, relationships are built to last.

We make mortgage decisions locally and service conventional home loans ourselves. 

We also offer great rates and low fees on government-backed and construction loans.

Visit stcu.org/homeloans or any STCU branch location, or call us at (509) 344-2966 or (208) 619-5235.

Buying or selling a house
can be an emotionally
fraught time.

If you’re buying, you’re
embarking on one of the
biggest financial decisions
of your life, but it’s much
more personal than invest-
ing in the stock market.

You’ll live in the space
and make memories there.
And someday, you’ll prob-
ably sell the house, trigger-
ing its own set of emotions.

Jennifer Valerien, the
owner/broker of Re/Max
Inland Empire, encourages
people to embrace the ex-
citement of being a first-
time homebuyer, and ac-
cept the nostalgia that ac-
companies the sale of a
longtime family home.

“Home ownership itself
is a wonderful thing and an
emotional thing,” said Vale-
rien.

However, having realistic
expectations for the process
helps buyers and sellers
stay off the emotional roller
coaster, she said.

“If you can take the emo-
tion out of the process, you
can reduce the stress,” Vale-
rien said.

Financial prepardness is
good place to start. She en-
courages buyers to get pre-
approved for a loan before
they start looking at houses.
They should also create a
monthly budget based on
the anticipated mortgage
payment.

Knowing their price
range helps buyers who can
afford a $225,000 house
avoid becoming attached to
a $400,00 property. And
when a house has multiple
offers, the financial due dili-
gence will pay off. Prospec-

as the seismic straps to se-
cure water heaters during
earthquakes – also can
catch homeowners off
guard.

“It’s not an attack on you
or your water heater,” Vale-
rien tells them. “It’s just a
requirement now.”

Sometimes, the emotions
stem from a couple’s differ-
ing expectations. Valerien
encourages spouses and
partners to talk about what
they’re looking for in a
house before they meet
with a real estate agent. If
they have an initial list, the
agent can help them refine
it, she said.

For instance, a couple
might say they need four
bedrooms. But if one of the
rooms will be used as office
space or a craft room, it
won’t need a closet or
egress window.

“I have what I call my 85
percent rule,” Valerien said.
“If a house meets most of
their needs, we at least need
to consider it.”

Working through the sale
of a home after a divorce
can be messy, but it doesn’t
have to be, she added.

“It helps if the couple
stays focused on the process
– they are choosing to sell
the house,” she said. “As the
Realtor, our goal is to get
the house sold.”

Valerien reassures clients
that she’ll stick with them
through the process of buy-
ing or selling.

“I’ve been doing this for
20 years,” she tells them.
“Trust me: You’re going to
end up with the house
you’re supposed to have.”

Orginally in the Open House
Weekend section last year,
this article has been updated
for publication here.

dismayed or feel affronted.
Or, they’ve lived with an is-
sue for so long, it’s ceased to
bother them.

“I can’t believe they want
me to change that,” they tell
Valerien.

But features the owners
are attached to, or view as
quirky charm, can be deal-
breakers in a sale. “You can
take the memory with you,
but we have to get the house
sold,” she said.

New regulations – such

sellers, emotions can take a
different turn. Valerien tries
to help them see their prop-
erty through the eyes of a
prospective buyer.

“Maybe this is the house
where they raise their kids,”
she said. After decades of
living in the home, each
room is full of cherished
memories.

When a prospective
buyer asks for alterations
after the home inspection,
the owners sometimes are

perfect house, their dream
house. They’re starting to
mentally arrange their fur-
niture in the space,” Vale-
rien said. “I’ll try to curb
that emotion.”

“I’ll tell them, ‘I don’t
want you to get so attached
to this house that you aren’t
negotiating properly,’” she
said. “Or I’ll say, ‘You might
not get that house, and I
don’t want you to become
discouraged.’ ”

When she works with

tive buyers will know if they
can increase their offer
without blowing their bud-
get.

It’s not unusual for first-
time buyers to fall in love
with one of the initial
properties they look at. But
in today’s competitive real
estate market, Valerien tells
buyers they could make five
to seven offers on homes
before they have an offer
accepted.

“They might find their

DAN PELLE/THE SPOKESMAN REVIEW

Jennifer Valerien, owner/broker of Re/Max Inland Empire, tells buyers they could make five to seven offers on
homes before they have an offer accepted. 

Finding your balance in the market
Realistic expectations can help reduce stress of buying or selling a home

By Becky Kramer
THE SPOKESMAN-REVIEW

“If you can take the emotion out of the process, you can reduce the stress.”

Jennifer Valerien
Owner/broker of Re/Max Inland Empire
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HOST
HOME

Brand New Townhouse
Condominiums

• Open floor plans

• 9’ ceilings throughout

• 2 complete master
suites in most units

• Quality built
construction

• Full stainless appliance
package

• Quartz counter tops

• Ceramic tile showers

• Energy efficient gas
heat

• 2 and 3 bedroom
homes

• All homes come
available with 2.5 baths

• 1, 2, and 3 car tandem
garages

Enjoy the exciting night life and
all that the Perry District has to offer

Open Today 10-5
648 S. Garfield

PRICES STARTING AT $330,000
Lee Ann Simon 509-413-8946
Lori Phillips 509-953-1000

At the end of 2006, my husband
and I purchased our first property
in central Indiana – a three-bed-
room, two-bath ranch home with
a fenced backyard and a two-car
garage.

We were 26-years-old with
steady jobs and no intention of
moving, so we figured we should
lay down roots before we had kids.

The home only cost us
$102,500, mostly because we lived
in a suburb of Indianapolis where
housing is cheap. We put down a
small down payment of 3% and fi-
nanced the rest with a thirty-year,
fixed rate mortgage at 6.99% APR
– a decent rate at the time.

A year later though, we got the
itch to buy a rental property after
saving up around $20,000. Ulti-
mately, we found a small brick
ranch with three bedrooms and
one bathroom for $85,000, put
down $8,500 and financed the
rest with a thirty-year, fixed rate
mortgage also at 6.99%.

After that, we decided to turn
our original “starter” home into a
rental and upgrade to larger digs –
a four-bedroom, three-bathroom
home with 2,400 square feet for
$158,000. We put down another
$10,000 as a down payment, found
renters for our first home and set-
tled into our new life.

And that’s how we wound up
owning three homes before the
age of 30.

The Great Recession 
as a landlord

In a lot of ways, our timing was
brilliant. Because we acquired our
rental properties before the hous-
ing bust that took hold in 2008
and 2009, lending requirements
weren’t quite as stringent. We on-
ly needed to put 10% down on the
second property we purchased,
whereas today rental properties
typically require you to put down
20%or 25%. We also bought the
house we ended up living in for
five years without any difficulty
despite the fact we had two other
properties.

But when the Great Recession
hit, things were tough for a while.
The properties we purchased for
$102,500 and $85,000 dropped in

6.99% on our money. That didn’t
sound so bad.

So, that’s what we did. We start-
ed by paying an extra $500 in cash
toward our rental property mort-
gage in addition to the small over-
age we received after our renters
covered the payment. We did that
for around a year before eventu-
ally bumping our payments up by
$1,000 extra per month. Then
$2,000 extra per month.

By 2017, there wasn’t much left
of the mortgage on our smallest
rental property – maybe $30,000.
That’s the point where we de-
cided to pay the rest off in a big
lump sum. We had been building
up a sum of savings to invest in
something, so why not our rental?
Plus, we had a plan that could help
us pay off our other rental prop-
erty significantly faster.

If we paid off the final $30,000
on our smallest mortgage, we fig-
ured we could snowball the pay-
ments from both of our rentals to-
ward the remaining home loan. By
effectively throwing two rental
payments toward one loan, we
could pay it off faster without

spending any extra money our-
selves.

So, that’s exactly what we did.
We paid off the final $30,000 of
our rental property mortgage then
began snowballing both of our
rental property payments – which
were $895 and $850 per month re-
spectively – toward the remaining
home loan. In the meantime, we
also took advantage of lower in-
terest rates by refinancing the re-
maining home loan into a new
thirty-year mortgage at 4.99 per-
cent APR.

Why I’m glad we 
paid off a mortgage

Paying off a mortgage early isn’t
for everyone. For some people, the
amount saved in interest by pay-
ing the mortgage early is equal to
or less than what can be earned in
other long-term investments such
as stocks. For us, however, invest-
ing in our rental property (that we
make money off of) personally
made the most sense.

Since we paid off our first rental
property mortgage, we also made
the push to pay off the mortgage
on our primary home in 2018. That
means we’re left with a single
mortgage across three properties,
and we’re making progress to-
ward that loan all the time.

Over the years, a lot of people
have asked why we paid off a
mortgage instead of saving that
money to buy more properties.
Their reasoning always boils
down to one thing – we had cash
in the bank we could have used to
grow more wealth.

While I tend to agree, my hus-
band and I are pretty risk-averse.
Watching the real estate market
implode nationwide didn’t do a lot
for our confidence in the market
and its longevity, either. The re-
ality is, a ton of investors gobbled
up properties in 2007 and 2008,
right before the real estate market
tanked, because they thought the
good times would never end – but
they always do.

Having a paid-off property
means we won’t be on the losing
end of the situation if another real
estate bubble emerges then pops –
which it inevitably will.

In the meantime, we’re hoard-
ing cash so we’re ready to buy an-
other rental when that day comes.

plans and low-cost brokerage ac-
count as well as continuing ap-
preciation to the properties we
owned.

My husband also switched jobs
during that time, which left us
moving to a new town 35 miles
away in 2014. We broke even
when we sold the four-bedroom
home we were living in, which we
were grateful for considering
what the housing market had
been through.

But we were also saving a lot of
cash during this time, mostly be-
cause we had cut our expenses
and gotten serious about our fi-
nances. This led us to wonder
about the best ways to benefit
from our additional funds – out-
side of the money we were pour-
ing into our retirement and in-
vestment accounts, of course.

After talking things over, we
decided we would throw some ex-
tra cash toward our smallest ren-
tal property mortgage, which had
a balance of around $50,000 at the
time. If we paid extra toward our
rental property mortgage each
month, we would effectively earn

value for years – even though, for-
tunately, rents stayed the same.

Our initial plan involved buying
more rental properties, but we ul-
timately decided not to purchase
any more property during the re-
cession. Looking back, we prob-
ably would have done well if we
had considering foreclosures
surged 81% nationally in 2008,
then went on to hit record highs in
many areas in 2009.

For the most part, we didn’t
make any big financial moves
from 2008 onward other than sav-
ing for retirement and saving as
much cash as we could. And real-
ly, it worked out fine. Our jobs in
the funeral industry were insanely
secure, so we focused our efforts
and time there. We also had two
daughters in 2009 and 2011, so we
didn’t have much time to search
for new property anyway.

Why, how we paid off
a rental property

The housing market slowly re-
covered in our area from 2010 to
around 2014. During that time, we
saw great gains in our retirement

TRIBUNE NEWS SERVICE

Why pay off a mortgage ahead of time? Having a paid-off property protects homeowners if another
real estate bubble emerges then pops. 

The case for paying off a mortgage
Made wary by the recession, one couple decides it’s prudent to retire the loans on their rentals 

By Holly D. Johnson
BANKRATE.COM

One of the first and most
important decisions most
people make when selling a
house is selecting a real es-
tate agent. The real estate
agent is the sellers’ rep-
resentative, helping them
navigate a process that the
agent is far more familiar
with than they are.

A typical real estate agent
will sell a dozen houses a
year. A typical homeowner
sells a house a handful of
times in a lifetime. In mar-
kets where inventory is rela-
tively low and demand is
high and getting higher, the
process is faster, more in-
tense and often more com-
plicated than in most mar-
kets around the country.

“I tell my clients, you’re
hiring us to negotiate for
you and act in your best in-
terest,” said Peggy Yee, a
supervising broker with
Frankly Realtors in Falls
Church, Virgina. “I have to
think ahead and prepare my
client for the environment
they’re about to go into. I
have to know what to expect
in each situation.”

A real estate agent should
be engaged from start to fin-
ish. Early on, a seller’s agent
makes recommendations
about how the homeowner
can best prepare a house for
a sale. The agent will sug-
gest repairs and minor up-
grades. Staging might be
proposed to highlight the
house’s potential. Then to-
gether, agent and seller de-
termine how to price the
house.

Once potential buyers
emerge, the agent helps
manage and negotiate of-
fers, to obtain top dollar for
the house, and guides the
homeowner through a com-
plex closing process that
can differ greatly from state
to state. An agent’s ability to
do all of those different
tasks well comes down to

one thing: experience.
“That’s very important in

this industry,” said Chris
Jones, an agent with Long
and Foster in the George-
town neighorhood of Wash-
ington. “You need someone
with a knowledge of the
market and where it’s pre-
dicted to go, someone who
knows how things work.”

It takes a savvy agent to
negotiate in a fast-moving
market, Jones said, so you’ll
want someone who’s been
there before.

How do sellers find an ex-
perienced agent? Start by
asking friends and col-
leagues for recommen-
dations and read agents’ on-
line reviews. Look to see
whether the agent works
full time, because a full-tim-
er will conduct more trans-
actions than a part-timer.
Do the letters CRS appear
after the agent’s name? That
abbreviation identifies the
agent as a “certified residen-
tial specialist,” a designation
awarded by the National As-
sociation of Realtors, signi-
fying a large volume of
home sales and a reservoir
of real estate knowledge.

But to really vet someone,
home sellers should meet an
agent in person.

“They need to be inter-
viewing real estate agents,”
said Andrew Riguzzi, an
agent with the District
Property Group. “Ask about
their skills, qualifications,
how many houses they’ve
sold.”

And then go deeper: Can
the prospective agent out-
line a customized marketing
plan for the house? How
would the agent price the
house, and why?

“Someone who walks in
to make an evaluation on
your house without a
spreadsheet is probably not
the right person for you,”
Riguzzi said.

The agent needs to know
about and be able to docu-
ment local market data and

trends.
Spending time together

also helps a seller discover
the agent’s less-tangible
qualities.

“You want someone who
listens and asks questions,
not someone who’s talking
all the time,” Jones said.
“And a positive attitude and
low ego is important. They
need to put your needs
first.”

Ultimately, it’s a relation-
ship that functions well only
if both parties trust each
other.

Once the right agent has
been identified, it’s time to
make it legal. The seller
signs a standard contract
that gives the agent the ex-
clusive right to list the prop-
erty for sale. The listing
agreement explains the
agent’s responsibilities and
the seller’s recourse if the
agent doesn’t meet them, in-
cluding the possibility of
breaking the contract.

The agreement also spells
out the commission that the
buyer’s and seller’s agents
will split when the house is
sold – the only payment they
receive for their efforts.
There is no standard com-
mission, but a typical
amount is 5% or 6% of the fi-
nal sales price.

There are ways to avoid
paying a full commission.
Most notably, the website
Redfin offers real estate
agents’ services at a much
lower rate. Sellers using
Redfin pay 1% to 1.5% to list a
house.

Although the lower com-
missions can add up to big
savings, critics say Redfin
agents, who are paid by sal-
ary rather than commission,
aren’t quite as motivated as
traditional agents to aim for
a high sales price. And be-
cause sellers might encoun-
ter several Redfin agents
throughout the process, the
service can lack a certain
personal touch and a sense
of continuity.

How to pick the best
agent to sell your home

In a fast-moving market, look for experience
BY AMANDA ABRAMS

FOR THE WASHINGTON POST
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12812 E . 35T H AVE .
$429,900

Incredible-like new 4 BR 3 BTH valley hm
w/ resort like back yard! Over 2880 sqft of

upgraded living space plus granite. Oversized
3 car, sport court w fenced backyard.A MUST

SEE!! rpalmberg@21goldchoice.com

RYAN PALMBE R G 509-341-0543

OPEN 1-3

OPEN HOUSE 
WEEKEND APRIL 29th & 30th

7th
Annual

NORTH OPEN HOUSES
Saturday, April 27, 2019

OP
EN

11-
1

1030 W. 30TH AVE.

Turn Key Mid-Century brick, 3 bed, 2
bath, 2 car garage, on oversized lot.

stephaniepeterson@windermere.com

STEPHANIE PETERSON 509-385-7039

$450,000
2
t.

3 bed, 3 bath, wood floors,
brick rancher in gated PUD.

OP
EN

1-
3

5407 S Quail Ridge Circle

MARIANNE BORNHOFT 509-879-3779

$580,000

SPOKANEHOUSE.COM
Kathy Amistoso Main 509-998-7544
Jeannette Karis 509-994-8246

OPE
N 12-3

165 S. POST STREET
S tarting at $292,000

Invest in downtown Spokane urban
2 br condos. Secure parking, elevator.

https://rem.ax/2lALU6O

5623 S . PIE R CE  R D.
$679,999

Meticulously updated-more than an acre! 
Secluded Ponderosa property “resort-like” 

backyard w in-ground pool, outdoor kit, 
gorgeous yard. 6 BR 4 BTH hm offers all 

amenities! jay.janssen@21goldchoice.com

JAY JANS S E N 509-993-0753

OPEN 1-
3

APRIL 27th & 28th

2362 W. CENTENNIAL PLACE

HEIDI BOLLUM 509-998-7287 | HEIDIBOLLUM@GMAIL.COM

OP
EN

12
-2

$519,000
Move-in ready! 1,858 square feet, 3 bed, 2.5 bath
2-story townhome in beautiful Kendall Yards.

Featuring quartz countertops, solar panels and EV
charger. Just steps from the park, Hello
Sugar, Indaba Coffee, Park Lodge and all

that Kendall Yards has to offer!

Jim Lister 509-443-2222

New Price $370,065
This Hampton by Greenstone in Eagle Ridge has a large chef’s kitchen with island and an
open great room just steps from the back patio. The laundry room, conveniently located
off the garage, doubles as a mud room. The luxurious master suite, which is separate
from the two secondary bedrooms, has a walk-in closet and a spa-inspired bathroom.
This home is move-in ready with lots of upgrades throughout.
TheListerTeam@windermere.com

OPEN
10-

4:3
0

7025 S. PHEASANT RIDGE DR.

9th Annual

SOUTH OPEN HOUSES

Another year, another levy lid
lift.

Okay, not necessarily, but prop-
erty taxes and the tortured termin-
ology surrounding them leave ma-
ny homeowners confused. Yes, the
process of assessing and distribut-
ing taxes is complex, based on stat-
istical analyses, elections, neigh-
borhood character and home sales.
As the Municipal Research and
Services Center notes, Washing-
ton state’s property tax is “one of
the most complicated in the na-
tion.”

In the end, though, it’s pretty
simple. Your house is worth a cer-
tain amount, which is calculated
once a year by county appraisers,
and that value determines how
much is collected by local govern-
ments, which is based on a set levy
rate.

“Our appraisers physically in-
spect one-sixth of the county every
year, and that includes residential,
commercial and agricultural. We
send assessment notices annually
and you get an annual tax bill,” By-
ron Hodgson, Spokane County’s
chief deputy assessor, said last
year. “People say, ‘My house isn’t
worth this.’ Even when the market
is declining, even when the market
is escalating.”

The way the county determines
home value is governed by state
law, which states that property
“must be valued at one hundred
percent of its true and fair value in
money.” That’s generally “inter-
preted as fair market value,”
Hodgson said, noting that state
law prohibits using a home’s sale
price as its assessed value.

Instead, appraisers use statisti-
cal analysis to calculate assessed
value, drawing from a number of
sources, including comparable
home sale prices in a neighbor-
hood, what type of house it is and
the neighborhood’s character. The
county’s analysis even divides resi-
dences up by ranchers, split-level
two stories, small houses and large
houses.

Each year, the county places a
dollar figure on the nearly 140,000
single-family residences and du-

Even with all these limitations,
Hodgson said, what taxpayers pay
is largely determined by govern-
ment spending, not assessed value.

“Tax bills depend more on
spending than anything,” he said.
“All things being equal, if there’s
no increase in spending and prop-
erty values go up, the levy rate will
drop to compensate for the in-
crease in value.”

Orginally in the Open House Week-
end section last year, this article
has been updated for publication
here.

CONTACT THE WRITER:

(509) 459-5440
nickd@spokesman.com

than Idaho and Oregon, which
both collect about 30 percent of to-
tal revenue from property taxes.

Hodgson, with the county as-
sessor’s office, said there’s no limit
on assessed value, and it can go up
and down as the market deter-
mines. But the levy rate has several
limitations to it.

First, Washington voters passed
Initiative 747 in 2001, which limits
property tax increases to 1 percent
a year. Second, the 1 percent limit
also keeps levies to, at most, $10 for
every $1,000 of assessed value, un-
less approved by voters. Lastly,
state law keeps the combined state
and local property taxes below $10
for every $1,000 of assessed value,
referred to as the $10 limit.

as well as emergency medical ser-
vices and a library levy. Airway
Heights voters approved a bond to
pay for an aquatics center. Spangle
property owners are funding pol-
ice and fire services.

Within these districts, and in the
county as a whole, appraisers as-
sess a total of 231,003 parcels.

In 2018, these parcels accounted
for more than $49.7 billion in as-
sessed property value, which
brought in more than $579 million
in taxes to the various jurisdictions

According to a state-by-state
comparison by the Lincoln Insti-
tute, Washington’s various
governments receive about 21 per-
cent of their revenue from prop-
erty taxes, a far smaller portion

plexes that is used by local taxing
jurisdictions to figure out how
much tax they’ll draw from the
property owner.

In all, Spokane County has 55
taxing districts within its borders
that create 131 different tax areas,
because of overlapping bound-
aries of school districts, fire dis-
tricts, library districts, cities and
towns.

For instance, the county levies
funds for the veterans relief fund
and programs assisting people
with mental health issues or devel-
opmental disabilities. It also has a
$4.5 million road levy, Conser-
vation Futures fund and a library
levy. The city of Spokane has a
park bond and road levy to pay for,

PHOTOS BY TYLER TJOMSLAND/THE SPOKESMAN-REVIEW

Jay Sporn, left, a residential appraisal supervisor with the Spokane County Assessor's Office, measures a newly built home in Spokane
with residential appraiser Sam Margulis in April 2018.

Assessed value
and your taxes

Government spending has greatest impact on what you pay
By Nicholas Deshais
THE SPOKESMAN-REVIEW

Appraiser Jay Sporn sizes up a newly built Spokane home. 
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Asked to give some advice for the future,
Rob Higgins urges wavering first-time ho-
mebuyers to look to the past.

Because if history teaches us anything,
Higgins says, it’s that opportunity
shouldn’t be spurned.

Higgins, executive officer of the Spokane
Association Realtors, is partial to the story
of “grandma and grandpa, sitting down eat-
ing their oatmeal and telling each other,
‘aren’t we glad we own this house.’”

“That’s Middle America,” Higgins said.
“It’s that warm feeling that we own this
house free and clear.”

The message is old-school, but never
more true in an era of appreciating home
values, steepening rents and relatively low
interest rates.

Moreover, Higgins said, “When you’re
renting, you’re paying someone else’s
mortgage.”

The math is easy. Why pay $800 a month
when that money could go toward building
equity?

urge you to buy now. Only you can make
that decision, based on your circumstances.

If those fears and concerns are ad-
dressed, you’re probably ready to buy.
There are thousands of reasons to do so –
tens of thousands if Spokane’s real estate
market remains hot.

During the year ending in January 2019,
prices rose an average of 14.5%, to
$255,850. 

Even if the market cools slightly this
year and finishes up 10%, that would
mean the median price would be about
$282,000 by next January. Additionally, if
interest rates remain steady, that means
financing an additional $30,000 over the
duration of the loan.

That’s called opportunity cost. 
Instead, Higgins urges prospective ho-

mebuyers to seize the opportunity now.
“And 20 years later you can turn around,

look at your house, and say ‘I did pretty
well,’” Higgins said.

CONTACT THE WRITER:

(509) 459-5437
jima@spokesman.com

er life event, so you may be better off rent-
ing.

The rule of thumb is to buy a home if you
plan on being in the area for at least five
years. Owning a home also comes with dif-
ficulties. For example, if you lose your job,
it can be tough to pay your mortgage or
move for a new job.

Another reason to wait is driven by fi-
nances. Don’t buy a home if you’re carrying
large debt – even if you’re approved for a
mortgage. High debt can prevent you from
paying your mortgage, which will severely
damage your credit and financial health. 

Even if you can qualify for a mortgage, it
doesn’t necessarily mean you are really rea-
dy to buy. 

It’s also a good idea to forecast what your
debt-to-income ratio will be after you buy a
home; almost certainly, it will be higher
than while renting.That’s doubly true if
your new home is a fixer-upper. Many
buyers struggle to hold off making im-
provements, and the resulting debt could
be crippling.

One more caveat: Don’t allow yourself to
be pressured by family and friends who

Higgins cites the 4.3% average annual
appreciation in Spokane in the past three
decades as a big reason to take the plunge. 

Another is the possibility of an increase
in rates, meaning that waiting might tack
on another $100 per month in interest over
the life of the mortgage.

“There are all kinds of positives, plus you
own something,” Higgins said. “There’s
pride in ownership and building wealth
long-term by driving down the mortgage
and building equity.”

Still, many prospective buyers hesitate –
“paralysis by analysis,” some call it. 

Or just plain pessimism: about the econ-
omy, interest rates and their own personal
situation. 

However, as Higgins points out, waiting
even a year could not only bring higher in-
terest rates but a bigger mortgage because
home prices keep climbing.

However, there are legitimate reasons to
wait. The biggest might be your job.

If you’re certain that you may soon be
transferred, it might be better to rent a
home than buying. Or you may plan to
move because of school graduation or oth-

ASSOCIATED PRESS

Home equity and auto loan rates are displayed at a bank in North Andover, Mass., in March 2017. There are a multitude of benefits to purchasing a home and building equity. 

Is now the right time to buy?
Increasing home prices, mortgage rate fluctuations illustrate cost of waiting

By Jim Allen
THE SPOKESMAN-REVIEW
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oldest industry in America: ho-
mebuilding.”

Using tech to buy 
With low inventory in Spokane

and a lot of buyer activity, houses
are moving very quickly on the
market, so it’s critical for buyers
to tap into technology in their
home search, said Paul Reid, mar-
ket manager for Redfin. 

Seattle-based brokerage Redfin
expanded into Spokane last year,
offering clients features such as
instant notifications of new
homes on the market, scheduling
home tours with agents online,
3D walk-throughs of homes,
home value estimates and soft-
ware recommending unexpected
listings.

“Folks have been using our
website and app to stay up to date
on what’s happening in the mar-
ket,” Reid said. “Our most used
features are instant notifications,
because it’s so important to see
the homes right when they come
on the market. People have been
leveraging that quite a bit because
speed is critical in a market like
Spokane.” 

Reid said agents often conduct
video tours with clients through
FaceTime and many listings in-
clude virtual tours.

“Oftentimes, clients will use
(virtual property tours) to really
get a feel for the house before
they come to see it or in some cas-
es, buy it before they have walked
through,” he said. “It’s a wild
thought, but it happens.”

Scott and Kelsey Pfursich re-
cently closed on a home in the Ea-
gle Ridge neighborhood without
stepping foot on the property,
thanks to technological advance-
ments in the homebuying process. 

Scott Pfursich, who grew up in
Spokane and moved to Oregon af-
ter college, said the couple’s home
search was somewhat challeng-
ing. 

“I thought it was going to be ea-
sy because my memory of Spo-
kane is of a lesser-known, slower
town, but we realized it’s quite
popular now to move back there,
or move from bigger cities like
Portland,” he said. 

The Pfursichs conducted a few
house-hunting trips last year in
Spokane, but when a contract on a
home fell through, they were left
scrambling to find another home
to purchase. 

Kelsey Pfursich joined a Face-

book group for mothers in the Ea-
gle Ridge neighborhood and in-
quired about homes for sale. A
member replied that their house
would be going on the market. 

“All we had seen were the old
pictures on Zillow. When it came
on the market, our Realtor did a
video for us of it,” she said. “We
felt like that was good enough, so
we put in an offer.”

Scott Pfursich said they did a
preinspection to strengthen their
offer on the home. The inspector
sent the couple a detailed report
and plenty of pictures, he said.

The Pfursichs set a budget of
$500,000 and did a “ton of re-
search” on the neighborhood,
which included an online price
history of comparable homes. 

Kelsey Pfursich said their new
home was priced fairly, and they
knew that because of sale prices
on similar homes in the area. 

The couple was closing on their
future home.

“We hope we like it when we
walk in,” Scott Pfursich said. 

Virtual home tours 
Matterport, a California-based

computer vision technology com-
pany, has released a camera cap-
able of providing 360-degree vir-
tual property walkthroughs. Ho-

mebuyers and sellers also can
view the property in what’s de-
scribed as a “dollhouse view”
through the company’s tech-
nology.

Jack Pemberton of Venture
Publishing Inc. in Spokane
launched his real estate photogra-
phy business in 2004, using what
he describes a “rudimentary digi-
tal camera gear.” A real estate
agent introduced him to the Mat-
terport camera in 2015, which he
purchased for more than $4,500. 

Pemberton’s company com-
bines aerial videos from drones
with Matterport’s virtual capa-
bilities to offer virtual tours of a
home for real estate agents, ho-
mebuyers and sellers.

About 30% of Pemberton’s
business consists of clients re-
questing Matterport technology
and it seems as though more real
estate agents are embracing it
when compared to a few years
ago, he said. 

Virtual property tours allow
buyers to make a connection with
the home, he added.

“It’s still the best way to show
real estate, next to live-action vi-
deo,” he said. “It’s less expensive.
It moves through the home, so
you still walk away from a pres-
entation knowing what a home

looks like. There’s not a square
inch of the house that’s not re-
vealed.”

Typically, it takes one to two
hours to photograph a 2,500-
square-foot house using the Mat-
terport camera, which is done in a
“fashion to flow through the
house,” Pemberton said.

Pemberton said younger buyers
in the market are wanting to see
virtual property tours and as a re-
sult, Matterport technology will
only gain traction.

With Matterport, potential ho-
mebuyers can use virtual reality
goggles to experience a 360-de-
gree view of a property. But right
now, not all real estate agents are
embracing the technology, so only
15% to 20% of listed homes have
virtual tours, Pemberton said.

However, in about 10 to 15
years, virtual home tours using
Matterport technology could be-
come the standard, Pemberton
said. 

“If 100% of inventory was
filmed with Matterport, you
could literally go to real estate of-
fice and look at 10 homes in an
hour,” he said. “That’s huge.”
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TECHNOLOGY

photos sold for $3,400 to
$11,200 above those that
had pictures taken by
amateurs.

Hold an open
house. Give your house a
deep clean and hide all
your keepsakes and per-
sonal items. Buyers can be
picky and will look for
reasons to make a low of-
fer. Don’t let your knick-
knacks be that reason. On
the morning of the open
house, put signs around
the neighborhood letting
everyone know where the
home is and the hours of
the showing. Have food
and drink to share, put out
brochures and be ready to
answer questions.

Some home sellers can
go beyond the open house
and allow real estate
agents to show their
home to their clients. Put
a spare key in a lock box
and be ready to confirm
the identities of real es-
tate agents who call and
want to show the house.

Wait for an offer
and be ready to nego-
tiate. Typically, a cor-
rectly priced home will
take 30 to 45 days to sell.
Accepting an offer is done
through contract. With-
out a real estate agent, a
real estate attorney will
likely be necessary to take
care of the legal details
and fine print in the con-
tract and other paper-
work. You’ll also likely
need to hire an escrow or
title company to take care
of the closing process.

It’s a hefty list, and ea-
sier said than done. The
process is complex with a
steep learning curve. As
noted by Grape, with Li-
lac City Real Estate, the
savings from avoiding a
real estate agent’s fee is
quickly chipped away. So
is a seller’s peace of mind.

“There are still a lot of
expenses. Excise tax, es-
crow fees. Sales tax on the
title insurance,” he said.
“Stuff you can’t escape
from.”

He also said there are
strict rules on what home
sellers must disclose to
buyers – rules that Real-
tors know well, thanks to
the aid of their local and
state associations and the
lawyers who work for
them. Failure to comply
with these rules is often
enforced by way of a law-
suit.

“If you’re not worried
about a lawsuit and you
trust people, you won’t
think a Realtor is worth
their money,” Grape said.
“If you’re an expert mar-
keter, and you’re a ‘For
Sale by Owner,’ and you
can get it all over the in-
ternet and do all of the
things that Realtors do in
the marketing, then good
for you.”

Otherwise, hiring a
professional to do the
heavy lifting is worth the
thousands of dollars,
Grape said, adding that
people selling on their
own do have one thing go-
ing for them.

“That’s the only advan-
tage that a person would
have: there’s more buyers
than there are sellers will-
ing to sell,” he said. “If
there’s any advantage,
that’s it.”
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YOURSELF

A buyer signed a contract to
purchase your house. Depending
on what it contains, you may be
thrilled, relieved or upset by the
deal. The question is: Do you take
it?

Homeowners must consider an
offer in the context of market
conditions to determine whether
to accept, decline or negotiate.

“You should look at every offer
the same way, whether you have
one offer or multiple offers,” said
Catalina Sandoval, a real estate
agent with Coldwell Banker Resi-
dential Brokerage. “Anyone can
write anything in a contract, so
it’s up to your listing agent to
check out whether the buyer is
truly qualified.”

Sellers automatically look first
at the purchase price, but agents
say that other factors should have
equal weight. Financing is an im-
portant consideration.

“A lender letter should be at-
tached to every offer, so your
agent can contact that lender and
ask about the buyer’s qualifi-
cations,” Sandoval said.

Listing agents will want to
know if the loan is fully docu-
mented, if the lender foresees any
credit problems and if the buyer’s
cash is in the bank, she said. She
recommends requesting a de-
tailed financial statement from
the buyer that includes income,
debt and assets, including the
cash needed for the purchase.

Some sellers are afraid they
won’t get another offer, Wittman
said, but if it’s the first weekend
on the market, they may want to
wait a few days.

“If it’s day 12 and you’ve only
had a few showings, you might
want to look at the offer more
closely,” Wittman said.

For multiple offers, compare
prices and terms to determine
which one makes the most sense
for your situation.

Your agent will negotiate with
the buyer’s agent, but you decide
what to haggle over.

“It’s always best to negotiate on
the least amount of details,” Witt-
man said.

If the price is lower than you
want, have your agent go back to
the buyer’s agent with a compara-
tive market analysis and specifics
about your home to show why it’s
priced as it is, Sandoval said.

“Sometimes sellers think they
need a perfect offer and won’t ac-
cept one if it’s slightly under the
asking price,” Sandoval said.

Sandoval had sellers who ref-
used an offer just under list price.
Their house stayed on the market
until they were forced to accept
less money.

“It’s possible to end up with
nothing if a seller gets too gree-
dy,” said Sheehan. “If you have a
willing and able buyer who can
afford to buy your house and is
within reason of your listing
price, you should try to make it
work. If you don’t, you could end
up with a lower offer later.”

contingency should be 21 days or
less, Wittman said. Sheehan rec-
ommends making sure the buyer
has enough cash to bring extra
money to closing if the appraisal
comes in low. Otherwise, the sell-
er would have to reduce the price
or split the difference with the
buyer.

� Settlement date. Typi-
cally, closing is set for 30 to 45
days after the contract is ac-
cepted, Sandoval said. If a buyer
asks for a longer term, it could be
that they are not financially rea-
dy. A longer settlement gives the
buyer more time to back out,
which could force the seller to
put their home back on the mar-
ket. If the seller is moving into a
new house, the settlement date is
crucial. A seller doesn’t want to
be between houses with furnish-
ings in storage or paying two
mortgages at once.

A substantial deposit shows the
buyer’s desire for your home, said
Sheehan, while a small deposit
makes it easier for them to walk
away. It also may signal that they
have very little cash and that
they’re stretching to buy the
house, Wittman said.

Some sellers are so relieved to
receive an offer that they say yes
to the first one they get. That’s
not necessarily bad, depending on
the market.

“You need to know what the
market is like, how long similar
homes stay on the market and
how many showings you had be-
fore the offer,” Sandoval said.

“I compare the preapproval
letter and the offer to make sure
the buyers are fully approved to
borrow as much as they need,”
said Rob Wittman, an associate
broker with Dutko Ragen Homes
and Investments.

Offers often include contin-
gencies on the buyer’s financing,
home inspection and appraisal.

“The more contingencies there
are, the more opportunities there
are for the buyers to walk away,”
said Sandoval.

Sellers should scrutinize con-
tingencies carefully:

� Financing. The financing
contingency should be 21 days or
less, Wittman said. “If someone
makes a full-price offer but they
need 60 days to tie up their fi-
nancing, they’re asking you to
take your home off the market
while they figure out how to buy
it,” said Kara Sheehan, a real es-
tate agent with Washington Fine
Properties.

� Home inspection. The
home inspection contingency
should be seven to 10 days at
most, Sheehan said. A seller can
choose to sell their house “as is”
and agree to an inspection that al-
lows the buyer to walk away if
they don’t like the report but
doesn’t allow negotiations for re-
pairs, she said. Buyers who bid up
the price on a house sometimes
try to use the inspection as a way
to lower it back down by having
the seller subtract the cost of re-
pairs from the price.

� Appraisal. The appraisal

ASSOCIATED PRESS

Sellers automatically look first at the purchase price, but agents say that other factors, such as financing. should have equal weight.

So you have an offer on
your house. Now what?

Check the buyer’s financing, and take a hard look at the contingencies
By Michele Lerner

FOR THE WASHINGTON POST

“It’s possible to end up with nothing if a seller gets too greedy. If you have a willing and able buyer

who can afford to buy your house and is within reason of your listing price, 

you should try to make it work. If you don’t, you could end up with a lower offer later.”

Kara Sheehan
Real estate agent
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SPOKANE VALLEY

TWIN BRIDGES
Model: 1403 S Hodges Rd
Signature Series
Dawn McKenna
509-951-5011
dawnm@windermere.com

MORNINGSIDE HEIGHTS
Signature Series
Mike Green
208-691-2126
mike@mikegreenrealtor.com

CASCADE VALLEY
Towne Series
Trevor Windhorst
509-216-2090
trevorw@windermere.com 

DESIGN CENTER
Walk-Ins Welcomed!
19425 E Broadway Ave
509-241-3555
info@vikinghomes.com

RATHDRUM, ID

TIMBER LANDINGS
Model: 7042 W Christine St
Towne Series
Kelly Tuntland | Angie Dethloff
208.660.7559 | 208.659.5918
kt@21goldchoice.com | 
angie@21goldchoice.com

HAYDEN, ID

MAPLE GROVE
Model: 11305 N Emerald Drive
Signature Series 
Mike Green
208-691-2126
mike@mikegreenrealtor.com

CARRINGTON MEADOWS
COMING SOON!!!
Mike Green
208-691-2126
mike@mikegreenrealtor.com

AIRWAY HEIGHTS

THE TRADITIONS
Model: Coming Soon!
Towne Series
Dan Dhaenens 
509-991-7349
dand@windermere.com 

WEST PLAINS

TAKODA PARK
Location: Chumani Road
Towne Series
Melissa Blaine
509-879-7858
melissasellsspokane@gmail.com

SPOKANE

CHELTENHAM
Towne Series
Karen O’Donnell
509-217-0091
karenodonnell2@hotmail.com

POST FALLS, ID

NORTH PLACE
Model: 4441 N Shelburne Loop
Towne Series
Becky Randles
208-755-3275
realtorrandles@gmail.com 

WHISKEY FLATS CELLAR SERIES
Model: 3225 N Woodford St
Towne Series
Becky Randles
208-755-3275
realtorrandles@gmail.com 

MONTROSE
Model: 1575 N Chetco Drive
Towne Series
Becky Randles
208-755-3275
realtorrandles@gmail.com 

VIKING ESTATES
LIMITED!
Signature Series
Mike Green
208-691-2126
mike@mikegreenrealtor.com

9

10

74

3

5

6

8

2

1 11

12

VIKINBL 902C5

C o n tact  A n  Ag e n t  To day  Fo r  Mo r e  D e ta i l s

v ik ing homes  |  1 9425  e  broadway ave ,  spokane  valley  |  509. 24 1 . 3555
w w w.v i k i n g h o m e s . c o m

thurs - mon
11 am to 4 pm

VISIT OURVISIT OUR

Model Homes
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