
show up as 2-bedroom houses. And I have 
seen 2 bedroom homes show up as 5 bed-
room homes. The point is that the informa-
tion is just not as accurate as it needs to be.

Buyer beware. Get off  the internet and get 
looking at the homes that may be right for 
you. Seller beware, never trust an online 
valuation of  your home…ever!

The only accurate method for determining 
the correct assessment of  a home you’re 
either buying or selling is to have me fi  nd 
the information for you and for me to do 
a number of  different analysis for you. I 
would do a property analysis, a neighbor-
hood analysis and most important I would 
do this in person, live and only after I had 
viewed your home you were selling or ana-
lyzed the home you wanted to buy. I know 
how to fi  nd all the right numbers—from 
square footage to recent sales to neigh-
borhood fl  uctuations and zoning issues. 
These are the important and critical factors 
in determining true value. Factors that no 
internet site could ever provide.

Don’t bet your buying and selling future on 
a website that pulls numbers from the sky. 
Be smart and allow a true professional to 
help you determine the correct value for 
your home.

Any questions? Give me a call at (360) 692-
6102. I’m very familiar with your neighbor-
hood and will be happy to talk to you about 
selling prices there. You may be surprised 
to fi  nd out what similar homes to yours are 
actually selling for—and how quickly.

Business: 360-692-6102 
Seattle:  206-282-5340 
Cell:  360-620-2690 
mollyells@windermere.com
www.mollyells.com

Associate Broker  
ABR, GRI, e-PRO, CRS 
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D
espite the media’s con-
stant battle cry of  “The 
market is falling! The 
market is falling!”, real 

estate is alive and well. You may have even 
noticed recently that the emphatic insis-
tence on impending doom has fallen behind 
reports on global warming and Midwest 
ice storms. The truth is that the real estate 
market hasn’t even stumbled.

There are many reasons the market is doing 
so well, but the most infl  uential factor is 
you the consumer. You affect the market 
more than any other factor with your per-
sonal needs, your power to get a mortgage, 
and your ability to pay the prices the market 
demands of  you.

Let’s look at these three factors a little more 
in-depth:

  Personal needs.
People today have an increased need 
for real estate—more than ever before. 
As baby boomers get older, their hous-
ing needs change. As students go off  to 
college, their housing needs change. As 
students graduate college, their housing 
needs change. As married people become 
divorced, their housing needs change. 
Your changing lifestyles are always open-
ing up new opportunities that create 
supply and demand.

Not only that, it’s easier today for minori-
ties, seniors, and lower-income families to 
buy properties. Why is this so? Because 
of:
   Low mortgage rates.
There are more creative, inventive, 
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unique—and sometimes dangerous—
mortgage programs out there than ever 
before. The fl  oodgates are open for 
people who may have found it more diffi  
cult in previous times to be approved for 
a loan. Not only can they buy real estate, 
they can buy multiple properties—for 
investment, for vacation, and for retire-
ment. There is more multiple property 
ownership now than ever before.

But, of  course, when demand increases, 
what else increases?
   Price.
Since 2004, we have seen some of  the 
highest prices in decades. You’d think this 
might slow things down, right? But no, 
the market has kept its steady pace any-
way. Why? Because the money is there. 
Because the rates are there. Because the 
need is there. 

Need overrides greed. This means that 
someone may not want to pay the exorbi-
tant price a homeowner is asking. But the 
client’s “need” overrides the “greed” and 
they’re forced to pay it out of  necessity. 
People are paying record prices—prices 
they wouldn’t have even imagined ten 
years ago—for homes.

All these factors continue to feed each 
other, creating a real estate market that may 
appear at times to be receding, but is in fact 
truly alive and well.
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