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The Tide Is Turning
What's the shape of a November over the prior
post-bubble, post-correction month, while builders” unsold
real estate market? And more  inventories.
to the point: What does that All of which that
mean for you? the
are correction that followed the
four-year housing boom has
rekmlulhhmmudm just about run its course, From
show a small but unmistakable  a national statistical
uptick in activity and declining  perspective, we're somewhere
unsald inventories. In late near slack tide — but no one’s
December, the National for another frothy
Association of Realtors h&'mﬁmm
reported that existing home local markets are
sales were up by a hair in moving contrary to the
MNovember, 0.6 percent, the relatively flat national trend.
second straight month of Three dozen metropolitan
modest increases off the Areas — pri markets
cyclical trough in September. with moderate prices and solid
That same week, the t growth — were
still i lorar
reported that sales of new s
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[t Seems the Market Has Weathered the Worst of the Correction
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doubledigit house price inflation at
the enel of the third quarter of 2006,
according Lo lederal data. Dozens
ol others, primarily where
unemployment has beena
persistent and increasing economic
drag. showed continued signs of
misdeat deflation in home values,
according to the same data.

In the main, however, the
housing market appears to have
weathered the correction phase of

wondering when the market might
bottom out to wade back in and

start shopping. That's where we
appear 1o be al the moment, and
where we are headed in 2007,
absent unexpected économic jolts
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trend turning positive they ca
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they might have commanded in
early 2005, Forget about it. In most
places, buyers still have the upper
hand. There's plenty of inventory to
choose from; thoppers are picky,
and unrealistic pricing is a
guarantecd route lo silting dead in
the water for months, unvisited and
unsold. Be real on pricing. And be
happy there are buyers out there

Again.

Omn the other hand, smart
shoppers should recognize that the
game is changing, the spri
buying secason is just on the

and lobbing lowball offers at .
already marked-down properties
isn't a winning strategy. I you ane
semiously in the market, be
prepared Lo pay a price that may
not be as low as you had hoped, but
that just might be your last shot at a
particular house before it sells for
closer to the asking price a [ew
weeks from now,
Shoppthauhnmedlu
understand that today's prevailing
mortgage rates — a little above §

and dlosing prices. Be in command

comumissions for information from
these specialists, All you need to do
is show that you're serious and you
can comgle a lol of valuable market
intelligence for free,




