
111111 

 

all has come, the leaves have turned, 

and we have had our first snow. 

What? In October? Hold on, this will 

certainly be an exciting winter. Great if you 

like to ski, but not so great if youôre wor-

ried about vacant homes and driveways that 

will need to be shoveled. Now is a great 

time to freshen up those listings and make 

sure your sellers have all those winter maintenance issues 

handled.  If you donôt, the winter could prove to be even 

more challenging for your business. 

On October 26th we celebrated the grand opening of the 

new office and the anniversary of our 85th year as Lebanon 

County Association of REALTORS®!  Wowé.I hope eve-

ryone is just as excited about the new office as the board 

and the building task force are. We were very eager to fi-

nally share the finished building with all of you. This 

would not have been possible without the Association 

members who served on the building task force and board 

members who spent, what seemed to be countless hours, 

working on this project.  I would like to take this opportu-

nity to thank all of those individuals who worked so hard 

on your behalf. I would be remiss at this time if I did not 

mention that this would not be possible without the dedi-

cation of Mary Rakow. Through her years of service to 

this Association, she had a vision for the Association, and 

through her hard work and management of our funds were 

we able to accomplish this task. A very special óthank youô 

goes to Mary. 

October 14th was the Benefit Auction for Habitat for Hu-

manity of Lebanon County. This yearôs event proved to be 

another successful year. We were able to present Habitat 

with a check in the amount of $14,284.00 and I know 

every bit of these funds will be used to help another family 

move towards the dream of home ownership.  

This year, once again, the office baskets proved to be some 
of the most exciting bids. I want to thank all the real estate 
offices and affiliate members for their participation. This 
yearôs success is a direct result of the items you donated; 
thank you so very much. I would also like to congratulate 
Century 21 Krall for their imaginative óDoll Houseô and 

winning óBest in Showô for the basket challenge.  
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From the President, Tracey Wilson 

All the success of the evening would not be possible without 

Amy Dellinger and her committee for their hard work in mak-

ing this year another successé.Thank you for all you do. 

Plan to attend the upcoming Christmas Gala on Friday Decem-

ber 9th at the Lebanon Country Club.  We will be celebrating 

the holiday with dancing, music, food, and fun.  Make your res-

ervations by 11/30/11.  Information has been faxed and emailed 

to you, plus you can go to the óAssociation Newsô page at 

www.Lebanon-Realtors.com to reserve your space and print out 

the invitation. 

I hope all of you have a wonderful Thanksgiving and enjoy time 

with your families. And in your travels, near or far, please be 

careful. 

 

Upcoming Events... 

November:       
 2 LCAR LuncheonðElection Meeting 
 6 Daylight savings time ends ñFall Backò 
 8 Election Day 
11-14th NAR ConventionðAnaheim, CA 
 11 Veteranôs Day 
         15      REALTOR® Scholarship & REALTOR ® of the Year Deadline 
 16 MLS Training ðAssoc. Office 
 24-25 ThanksgivingðOffice Closed 

December: 
     6-8th Triple Play ConventionðAtlantic City  
 9 Annual Christmas PartyðLantern Lodge 
 14 MLS Training  
 23-26 Christmas HolidayðOffice Closed 
 30 New Yrs. HolidayðOffice Closed 

SEE THE FULL CALENDAR OF EVENTS & EVENT DETAILS AT: 

WWW.LEBANON-REALTORS.COM 
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IN THE NEWSé 

Do Your Listing Photos Drive Traffic In  

or Away? 

You see them all the 

time when searching the 

MLS: listings with no 

photos, just one exterior 

shot, or photos that are 

so poorly taken theyôre 

(almost) comical. In an 

age where buyers lack 

the attention span to 

read text, the pictures are more important than ever. Yet 

many agents donôt seem to have a handle on taking at-

tractive photos. 

In todayôs real estate marketing environment, the photos 

of the property are the foundation of all other advertising, 

including: 

Å The MLS Listing 

Å All the websites that are fed from the MLS listing 

Å Website slide shows and virtual tours 

Å Social media used to market the listing AND the agent 

Å Brochures and other printed materials 

Å The listing presentation to prospective sellers 

Most buyers start their search online, and they want to 

see pictures. Listings with great photos capture buyersô 

attention, drive traffic into the home, and set a higher ex-

pectation for the buyers. (i.e. Theyôll expect to pay more 

for the home.) 

An article in The Wall Street Journal titled, ñIn Real Es-

tate, a Picture is Worth $1000 or Moreò reports on a 

study done by a national real estate brokerage that com-

pared homes photographed with a DSLR camera and 

those photographed with a point-and-shoot camera. 

Though the homes were comparable, the sales prices of 

properties with better pictures were significantly higher 

than the others. 

With the right equipment and a little training anyone can 

learn to take great listing photos. Todayôs digital cameras 

are smarter and more forgiving than older film equip-

ment. Here are some helpful tips to make listing photos 

more inviting: 

1. Use a DSLR (Digital Single Lens Reflex) camera 

with a wide-angle lens.   

A point-and-shoot camera just canôt zoom out wide 

enough to get a full shot of the standard 8ô by 10ô second 

bedroom. It takes a wide angle lens set at about 10mm ï 

11mm to show a room of that size in its entirety. Without 

that, your pictures will make smaller rooms look cramped 

and uninviting. 

2. Use a second flash attachment, set to ñslave modeò 

to fill in dark spots. 

Most people donôt know that you can set most flash at-

tachments to ñslave mode,ò where a light sensor on the 

flash causes it to fire when it sees another flash go off. 

Professional photographers use these all the time. The 

slave flash gives you a powerful second lighting source 

so the light doesnôt just come from the same angle as the 

lens. 

3. The tripod is your friend. 

Many amateur photographers view the tripod as an un-

necessary expense and encumbrance. However, when 

shooting interiors it can be a huge time-saver. Once you 

have set the tripod up and framed the shot, you can then 

make minor adjustments to the lighting, fluff pillows, etc. 

The camera stays in the same position and you can 

clearly see what needs to be changed. This saves lots of 

time in the long run and keeps you from wondering 

where you put the camera. 

ñWhen I learned to take great photos of my listings, my 

business tripled over the previous year,ò says Mark 

Wozniak, a real estate agent in the Northern Virginia 

area. ñI prefer to shoot the pictures myself now. I know 

the features of the home that I want to emphasize and I 

have full control over the marketing campaign for my 

listings.ò 

Brett Monk is the co-founder and instructor of www.RealEstatePhotographyClass.com, 

which trains real estate professionals how to take pictures that sell homes. 

SIX  PHOTOS TO AVOID  IN   

REAL  ESTATE LISTINGS  

¶ Evidence of pets. More than 80 percent of Americans 

have pets but no one wants to move into a home where 

someone elseôs pets were. Take the time to move pet bowls 

and other evidence of pets out of a picture. 

¶ Un-kept bedrooms. It is not the Realtors® job to make 

the bed but they make their money by selling homes. Make 

Contôd. on Pg. 6 

http://blogs.wsj.com/developments/2010/10/04/in-real-estate-a-picture-is-worth-1000-or-more
http://blogs.wsj.com/developments/2010/10/04/in-real-estate-a-picture-is-worth-1000-or-more
http://www.RealEstatePhotographyClass.com
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ASK THE ATTORNEY ... 

How Reasonable Does A Corrective  

Proposal Have To Be? 
 

Not very!   Take, for example, the buyers who sought re-

placement of the wooden deck railing.  Their inspection 

report indicated that the deck was in good condition, 

though at some future date the wooden railing and balusters 

would have to be treated and ultimately replaced (the deck-

ing material was a composite with a lifetime guarantee).   

In response, the buyers submitted a Corrective Proposal 

which, among other nickel-and-dime repairs, sought re-

placed of the wooden deck railing and balusters with a vi-

nyl substitute.  The estimated cost was slightly over $2,000. 

The sellers were outraged that the buyers would demand 

replacement of an item that was hardly worn.  Further, to 

replace the railing and balusters in wood would cost sub-

stantially less than one-half the cost of using vinyl.  This 

the sellers were willing to do.  They questioned the right of 

the buyers to be unreasonable in demanding replacement 

with an item that was not like-kind. 

Despite the unreasonableness of the buyers, they will pre-

vail.  The Inspection Contingency, Paragraph 12 of the 

Standard Agreement, give the buyers the right to submit a 

corrective proposal ñ . . .  if the result of any Inspection 

elected . . .  is unsatisfactory to Buyer . . .ò  ñUnsatisfactory 

to Buyerò is entirely subjective and may not be altogether 

reasonable!  If the sellers fail to meet the Corrective Pro-

posal or successfully negotiate an agreement with the buy-

ers, then the buyers may walk. 

We are thinking ñlike-kindò when an item or system fails 

after the Standard Agreement is executed.  For example, if 

the old oil furnace fails before closing, the seller has an ob-

ligation to either repair it, replace it, or credit the buyer 

with the fair market value of the system.  The seller is not 

required to meet the buyerôs demand that the system be re-

placed with a different type of system or any other system 

that the buyer specifically requires.  The repair/replacement 

of an item that fails after the agreement is executed is con-

trolled by a completely different provision in the Agree-

ment of Sale, Maintenance and Risk of Loss.   

When it comes to inspections, buyers may indeed be unrea-

sonable.  One would presume that after deciding to pur-

chase a house and after spending money on inspections, 

that they would be reasonable in any Corrective Proposal 

submitted.  In this market with ever declining prices, there 

are buyers who can take advantage of the opportunity pro-

vided by the Inspection Contingency and seek further con-

cessions once the seller has removed the property from the 

market and perhaps is now in greater financial distress.  

Listing agents can help sellers guard against such buyers by 

making subjective evaluations during the original negotia-

REAL  ESTATE ADVERTISING  PART  I: 

CHOOSE YOUR WORDS CAREFULLY  

Do you know if the words or descriptions in your adver-

tisements violate fair housing laws? 

The Pennsylvania Human Relations Act, Federal Fair 

Housing Act and other Federal fair housing laws are fo-

cused on avoiding discriminatory language and practices. 

These laws prohibit discrimination or preferences based 

on race, color, religion, sex, handicaps/disabilities, famil-

ial status, national origin and use of service animals. 

The Pennsylvania Human Relations Commission pub-

lishes a list of more than 60 ñbad wordsò or phrases that 

should be avoided or used very carefully. Some examples 

include, Asian, black, children, couple, ñempty nesterò, 

ñideal for éò , immigrants, ñmixed communityò or re-

tired. HUD publishes a similar list of words that may 

convey overt or tacit discriminatory preferences, includ-

ing words or phrases like Catholic, Puerto Rican, 

ñphysically fitò, singles, exclusive or traditional. 

It is important to keep in mind that driving directions or 

other written descriptions may be construed as having a 

discriminatory impact or intent. For example, references 

to landmarks or locations that may be associated with a 

particular race or religion also should not be used. De-

scriptions that make reference to facilities or organiza-

tions that are used exclusively by one sex also may indi-

cate a preference that is prohibited under fair housing 

law. 

Selective use or distribution of advertising also could re-

sult in illegal discrimination. Selective geographic adver-

tisements by way of a limited area of distribution or se-

lective placement location may be discriminatory. Selec-

tive use of the equal opportunity slogan or logo may be 

discriminatory, such that advertising that disproportion-

ately impacts consumers of certain races and religions 

does or does not include the slogan or logo as a general 

practice. Selective use of human models in advertising 

materials may be discriminatory, such as exclusively us-

ing members of one race or sex, or only including chil-

dren for certain neighborhoods. 

The key is to be aware of the general categories or types 

of words or uses that may be discriminatory and to seek 

help when you arenôt sure in a particular situation. 

PAR Just Listed, Doug Oberholser, Esq., Caldwell & Kearns 

tion process. This is hardly a scientific approach, but sizing 

the buyers certainly makes sense.   

Copyright © James L. Goldsmith, Esquire, CALDWELL & KEARNS, P.C., 

2011 All Rights Reserved 

http://www.parealtor.org/content/upload/AssetMgmt/Issues%20Resource%20Center/Fair%20Housing/Fair%20Housing%20Guidelines.pdf
http://portal.hud.gov/hudportal/HUD?src=/program_offices/fair_housing_equal_opp/FHLaws/yourrights
http://portal.hud.gov/hudportal/HUD?src=/program_offices/fair_housing_equal_opp/FHLaws/yourrights
http://www.pacode.com/secure/data/016/chapter45/chap45toc.html#45.181.
http://www.pacode.com/secure/data/016/chapter45/chap45toc.html#45.181.
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1386 sq. feet of office. Rent includes all utilities, taxes, and cam fees. High 

traffic location and visibility. Must be office only. Tenant responsible for build 

out. 3-5 year lease minimum preferred. 

LCAR has lease space at the east end of our new building at 989 

Quentin Rd.  Spread the word!  Fabulous location.  MLS 

#184179.  $14 sq. ft.  

LM: Duane Zehring -- Agent phone: (717) 274-3776; 

duanez@rauchrealestate.com;  

LO: Rauch Real Estate -- Office phone: (717) 274-2546; 

waltz@rauchrealestate.com; 407 CHESTNUT STREET, Lebanon, PA 17042 

US 

sure beds are made and rooms are tidy. 

¶ Dirty kitchen.  If there are dirty dishes in the sink, 

lay them down in the sink where you canôt see them 

or put everything in the dishwasher and out of sight. 

If the kitchen is dirty potential buyers may get the 

impression the owners arenôt clean people. 

¶ Dirty bathroom.  Make sure all toilets are flushed 

and the lids are shut. 

¶ Offensive art, words or propaganda. Before 

taking photos of a room stop and look around to make 

sure there arenôt things on the walls that might be of-

fensive to people. This can include weapons, posters 

and artistic nude photos. 

Valuable paintings or collections. Criminals often 

find homes to rob through real estate listings. Make 

sure nothing of value is recognizable in a photo. This 

can include paintings, antiques and sports memora-

bilia. 

PAR Just Listed; Dale Carlton is 

the principal instructor for Carl-

ton Seminars and will be at the 

2011 Triple Play. 

Contôd. from Pg. 2 ñSix Photosé.ò 

Did you know that you can find out 

whoôs viewing your listings?  You 

cané. by using the Listing Activity 

Report which provides you with stats, hits, portal ratings, and what 

other listings people have viewed or liked along with this listing. 

This gives you an idea on how many times it has been viewed and 

considered over its lifetime (or specific time ranges). This helps de-

termine if it is getting passed over or not fitting criteria that people are looking for and assists in marketing the property better. 

http://carltonseminars.com/default.aspx
http://carltonseminars.com/default.aspx
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IN THE NEWS... 

PRE-EXISTING  CONDITIONS  COVERED IN  

HEALTHCARE  REFORM  BILL  

The Pre-Existing Condition Insurance Plan (PCIP) was 

created to provide an alternative avenue for individuals to 

get access to affordable health insurance programs. The 

plan was established in the healthcare reform bill of 2010, 

also known as the Patient Protection and Affordable Care 

Act (PPACA). 

The PCIP is a program that is available to those who have 

been denied coverage by private insurance companies be-

cause of a pre-existing condition. The PCIP is adminis-

tered either by each individual state or by Health and Hu-

man Services. In Pennsylvania, the state administers this 

program. The PCIP program is scheduled to be in effect 

until 2014, at which time the Health Insurance Exchanges 

would be available with options to choose from that would 

guarantee coverage. 

However, the PCIP does have some eligibility guidelines 

that include stipulations such as that you have been with-

out health insurance coverage for a minimum of six 

months and have already been denied coverage because of 

a pre-existing condition. 

PAR members who currently are without health insurance 

coverage could have the access to the program. For more 

information on PCIP visit pcip.gov or for direct informa-

tion on Pennsylvaniaôs product, call 1-888-767-7015 or 

visit pafaircare.com. 

Jim Innerst , óPAR Just Listedô 

 

 

¶ Locally owned/operated and be-
lieves in building business rela-
tionships one inspection at a time  

¶ Consultations-Follow-ups- 
    Re-inspections  
¶ Fully insured ð Errors & Omissions 
ð Liability  

¶ Inspections performed using the  
    National Standards of Practice &                  
    Code of Ethics                                                     
 

DAVID C. MULL 
OWNER/CERTIFIED MASTER INSPECTOR 

 

PHONE: 717-808-4668  Å   
TOLL FREE: 866-504-4668 

E-mail: phihome@verizon.net  
www.professionalhomeinspect.com  

PROFESSIONAL HOME INSPECTION 

H O M E   Å   R A D O N   Å   T E R M I T E 

¶ National Society of 
Home Inspectors 

¶ National Association 
of  

    Certified Home  
    Inspectors 
¶ Lebanon County 

Assoc. of REALTORS® 
¶ Lancaster County 

Assoc. of REALTORS® 

Providing Exceptional Client Satisfaction  

W A T E R  Å   M O L D Å   W E L L Å   S E P T I C 

Residential 

Sold Volume 

C-L School 

District,  

5% Increase 

Residential 

# Pending,  
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http://www.pcip.gov/
http://www.pafaircare.com/
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RESERVATION FORM:  
 

 

Member Name:   
 

Circle one:  Tenders of Beef or Baked Flounder 

(Vegetarian Meal Available Upon Request) 

 

Guest Name:   

 

Circle one:  Tenders of Beef or Baked Flounder 

(Vegetarian Meal Available Upon Request) 

 

Guest Name:   
 

Circle one:  Tenders of Beef or Baked Flounder 

(Vegetarian Meal Available Upon Request) 

PLEASE COMPLETE & RETURN WITH PAYMENT BY 

NOV. 30, 2011. 

   

Friday December 9, 2011 
Lebanon Country Club 

Lebanon County Association of REALTORS® 

989 Quentin Rd. Suite 1 

Lebanon, PA 17042 

Phone (717)272-6126 

Fax (717)270-5668 

Email: secretary@lebanon-realtors.com 

www.Lebanon-Realtors.com  

Schedule 
6:00 ð 6:30 PM  

Cocktails and Hors Dõ Oeuvres 
6:30 ð 8:00 PM  

Dinner 
8:00 ð 8:30 PM  

Presentations 
8:30 ð 11:00 PM  

Dancing to the Sounds of  
òMusic Pleaseó DJ 

Dinner Menu 
¶ Baby Spinach Salad  

¶ Roasted Tenders of Beef in a        
Mushroom Sauce 

¶ OR Baked Flounder Stuffed w/ Crab 
¶ Baked Broccoli Au Gratin 
¶ Roasted Red Potatoes 
¶ Carmel Brownie Sundae 

¶  Coffee, Tea 
Members & Guests $45.00 per person 

RSVP no later than  
November 30, 2011 

Lebanon County Association 

of REALTORS
®
 Annual  

Christmas Party 

New  

Reservation  

Deadline: 

11/30/11! 
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LEBANON COUNTY  SOLD  STATISTICS  

SEPTEMBER  1 ï 30, 2010 

 # Active  $ Volume # Sold Sold Avg ADOM  

 Residential/Farms 1,190 $ 237,954,875 76 $  175,408 118 

  Annville-Cleona 69 $ 13,330,141 1 $ 170,000 246 

  Cornwall-Lebanon 393 $ 93,087,654 23 $ 217,604 144 

  Eastern Lebanon 168 $ 29,973,455 9 $  162,616 143 

  Lebanon City 215 $ 22,151,458 12 $ 76,258 95 

  Northern Lebanon 160 $ 35,732,090 6 $ 188,982 66 

  Palmyra 185 $ 43,680,077 25 $ 185,743 103 

 Multi -Family 62 $ 10,719,879 2 $ 98,000 515 
 

 Lots  178 $ 29,694,900 2 $ 83,500 221 
 

 C/I/B Sale 47 $ 20,309,600 0 $ 0 0 
 

 C/I/B Lease 10 $ 270,177 0 $ 0 0 
 

 County Total 1,487 $ 298,949,431 80 $ 171,175 130 

 

These figures are based on data supplied by the Keystone MLS Network, Inc. 

Neither the Lebanon County Association of REALTORS® nor the MLS guarantees its accuracy. 

Data maintained by the MLS may not reflect all real estate activity in the market area of Lebanon County. 

LEBANON COUNTY  SOLD  STATISTICS  

SEPTEMBER  1 ï 30, 2011 

 # Active  $ Volume # Sold Sold Avg ADOM  

 Residential/Farms 1,129 $ 242,920,948 78 $ 167,779 109 

  Annville-Cleona 62 $ 17,920,298 4 $ 177,625 170 

  Cornwall-Lebanon 393 $ 94,674,883 21 $ 223,628 109 

  Eastern Lebanon 141 $ 29,076,170 14 $ 136,158 96 

  Lebanon  202 $ 20,538,950 12 $ 65,525 153 

  Northern Lebanon 144 $ 32,039,256 11 $ 170,760 93 

  Palmyra 187 $ 48,671,391 16 $ 194,325 83 

 Multi -Family 48 $ 7,823,500 3 $ 54,333 154 
 

 Lots  217 $ 20,208,000 3 $ 35,633 87 
 

 C/I/B Sale 46 $ 20,208,000 0 $ 0 0 
 

 C/I/B Lease 9 $ 226,065 0 $ 0 0 
 

 County Total 1,449 $ 300,757,413 84 $ 159,008 110 

 

These figures are based on data supplied by the Keystone MLS Network, Inc. 

Neither the Lebanon County Association of REALTORS® nor the MLS guarantees its accuracy. 

Data maintained by the MLS may not reflect all real estate activity in the market area of Lebanon County. 
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LEBANON COUNTY  SOLD  STATISTICS  

OCTOBER 1-31, 2010 

 # Active  $ Volume # Sold Sold Avg ADOM  

 Residential/Farms 1,127 $ 228,047,267 76 $ 170,853 123 

  Annville-Cleona 68 $ 13,366,640 0 $ 0 0 

  Cornwall-Lebanon 382 $ 92,050,342 22 $ 262,005 133 

  Eastern Lebanon 148 $ 26,476,195 14 $ 144,627 84 

  Lebanon City 217 $ 22,674,257 18 $ 79,110 174 

  Northern Lebanon 137 $ 32,303,695 12 $ 180,702 123 

  Palmyra 175 $ 41,176,138 10 $ 160,355 66 

 Multi -Family 63 $ 10,920,079 1 $ 80,000 25 
 

 Lots  167 $ 31,235,700 1 $ 90,000 126 
 

 C/I/B Sale 44 $ 19,539,800 0 $ 0 0 
 

 C/I/B Lease 11 $ 270,187 0 $ 0 0 
 

 County Total 1,412 $ 290,013,033 78 $ 168,652 122 

 

These figures are based on data supplied by the Keystone MLS Network, Inc. 

Neither the Lebanon County Association of REALTORS® nor the MLS guarantees its accuracy. 

Data maintained by the MLS may not reflect all real estate activity in the market area of Lebanon County. 

LEBANON COUNTY  SOLD  STATISTICS  

OCTOBER 1 ï 31, 2011 

 # Active  $ Volume # Sold Sold Avg ADOM  

 Residential/Farms 1,134 $ 241,477,392 85 $  174,730 130 

  Annville-Cleona 65 $ 18,105,398 2 $ 117,500 68 

  Cornwall-Lebanon 379 $ 89,467,370 34 $ 204,190 121 

  Eastern Lebanon 156 $ 29,021,532 6 $ 155,867 156 

  Lebanon City 196 $ 20,123,750 15 $ 75,653 141 

  Northern Lebanon 147 $ 34,892,319 9 $ 149,144 125 

  Palmyra 191 $ 49,867,023 19 $ 224,331 139 

 Multi -Family 48 $ 8,661,000 3 $ 331,667 141 
 

 Lots  217 $ 31,239,000 0 $ 0 0 
 

 C/I/B Sale 49 $ 22,062,000 0 $ 0 0 
 

 C/I/B Lease 6 $ 222,656 3 $ 1,204 769 
 

 County Total 1,454 $ 303,662,048 91 $ 174,183 151 

 

These figures are based on data supplied by the Keystone MLS Network, Inc. 

Neither the Lebanon County Association of REALTORS® nor the MLS guarantees its accuracy. 

Data maintained by the MLS may not reflect all real estate activity in the market area of Lebanon County. 
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IN THE NEWSé 
 BEST DAY  TO LIST  REAL  ESTATE FOR SALE: 

FRIDAY  
 

Sellers should list their home on a Friday for the best 

chance of selling it, according to Seattle-based brokerage 

Redfin. 

Redfin analyzed data for 1.2 million listings in 16 markets 

nationwide over the past 21 months. The brokerage found 

that of all listed homes in those 16 markets, those listed on 

a Friday were 12 percent more likely to sell within 90 

days, and homes listed on a Thursday or Friday sold, on 

average, for slightly closer to list price: 94.4 percent com-

pared with 93.9 percent when homes are listed on a Sun-

day or Monday. Put another way, that's a $1,000 difference 

on a $200,000 home. 

Homes listed on a Friday were also 18.8 percent more 

likely to be toured by Redfin customers. Homes listed on a 

Sunday or Monday were the least likely to be toured. 

"Our theory is that since homebuyers tend to tour homes 

on the weekends (Saturday and Sunday have 2.5 times 

more tours per day than weekdays), homes listed on Fri-

days are the freshest in buyers' minds when they're making 

their weekend plans. It also seems likely that many home-

buyers sort their weekend 'must see' lists by date listed, 

going to see the freshest homes first so they have the best 

chance of getting in on a potential good deal before other 

buyers," the brokerage said in a blog post about the find-

ings. 

"These factors put homes listed on Friday in front of more 

touring buyers on the weekend (which our touring data 

bears out). More tours lead to more offers, and more offers 

leads to a better price and a better chance of selling."  

In one respect, Sunday beat out any other day of the week: 

Homes listed on Sunday attracted slightly more online 

page views than the average on Redfin.com. 

While the vast majority of homes are listed on weekdays, 

no one weekday was especially popular, with between 17 

percent and 19 percent of homes listed on any given week-

day. About 19 percent of homes were listed on a Friday 

during the time period studied, Redfin reported. 

Redfin Study: Day of the Week May Make a Difference;  ByInman NewsÊ 

 

http://blog.redfin.com/blog/2011/10/what_day_of_the_week_should_i_list_my_home.html
http://www.inman.com

