
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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A
re you a “contrarian”? 
You might want to be. 
A contrarian is some-
one who goes “against 

the grain” and typically does the opposite of  
what the vast majority of  people is doing.

Often, being a contrarian can be a profi  
table strategy for buying and selling prop-
erty. For example, the busiest time of  year in 
real estate is Spring. Historically, that’s when 
most people list their homes for sale or rush 
out to buy.

However, this does not necessarily mean 
that spring is the best time of  year to sell 
your home. It depends on your situation. 
Contrarian buyers and sellers—people 
who conduct real estate transactions at 
other times of  the year typically considered 
“slow”—frequently fi  nd better deals than in 
the spring.

For example, December is the slowest 
month of  the year for real estate. Does that 
mean that nobody—not one person—buys 
a home in December? Certainly not. And 
yet, sellers typically remove their homes 
from listing at that time of  year due to fear 
that they won’t fi  nd a buyer because of  the 
holidays.

But the true contrarian will leave his or 
her property on the market in December. 
What’s useful to note here is that 90% of  
this seller’s competition is gone. Everybody 
else followed the crowd, but this person 
now has a much higher profi  le due to the 
simple fact there are so few homes listed. 

Fast forward to now. It’s February heading 
into March. Why is now a better time to list 
your home than in the spring? Same reason. 
All those people who will rush out to list 
their property in the Spring are sitting at 
home sipping hot chocolate right how. This 
is your opportunity to stand out from your 
“competition”—because they’re not there!

Contrarian buying is no different. By the 
time April rolls around, there will be tons of  
other buyers out there attempting to outbid 
you. But right now, you’ll have a lot less 
competition. Plus, your transaction will most 
likely be quicker because the title insurance 
companies and real estate attorneys aren’t as 
jammed with work either.

Ask yourself: do you want to be lost in a 
crowd or would you rather stand out in a 
smaller venue? You might want to consider 
being a contrarian because your buyer or 
seller might be out there today—waiting for 
you right now—but gone by Spring.


