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More Than Ever, Overpriced Homes Sell for Less Than Underpriced Ones
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Now’s a Good Time to Put That
Hard-to-Sell Home on the Market
In “normal” times, some homes are harder to sell
than others. However, these are not normal times.
Homes which would normally be hard to sell can
sell quickly now.
Take the example of a home backing to a busy
highway. In the past I would have expected such a
home to sit on the market for a long time, as buyers went for other homes with little or no traffic
noise.
Nowadays, there is such a shortage of listings
and such an abundance of buyers that buyers are
being much less picky. That house next to a highway, even if priced above what it would probably
appraise for, can attract multiple offers before
even holding an open house. If priced right (see
my column above), those offers would likely be
above full price.
Homes have other negatives besides highway
noise. Perhaps the home is close to a power line,
or the adjoining properties are unattractive, or the
driveway is steep and north facing. There are lots
of reasons why buyers might have looked elsewhere in the past, but those considerations are out
the window, because the typical buyer has lost out
on so many offers to buy other homes that he/she
is willing to accept conditions which might have
turned him or her off in earlier times.
[Adapted from a column originally published on
May 29, 2014. What I wrote then is just as true now.]
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Sellers too often fall victim to the
belief that because it’s a seller’s
market they can dictate a high price
for their homes. Those are often the
homes that end up not selling at all.
Another common mistake by
sellers is to calculate how much they
invested in the home and expect to
recapture that investment upon selling. The hardest task of a listing
broker can be convincing a seller
that the market doesn’t care what
was spent on the home. The market
only cares about supply and demand
and what a willing buyer will pay.
This is particularly true with money
spent on purchasing a solar PV system for one’s house. If you do decide to invest in rooftop solar for your
home, I suggest you lease rather

than purchase. This way you put no
money down for the system and pay
less in monthly lease costs than you
would have paid for the electricity
generated. Then when you sell the
house, you don’t have to try to get
real value for the solar PV because
you didn’t pay for its installation.
Instead you just have to convince the
buyer to assume the lease — which
should be a no-brainer.

Mi Camion Su Camion
[“My Truck Is Your Truck”]

Clients of Golden Real Estate get
free ongoing use of our box truck.
Let’s say that you need to pick up
lumber for a new deck, or an appliance that won’t fit in your SUV.
Don’t rent a truck. If you’re a past
client, call us and you can use our
truck for free when available.

Second Thoughts About Rooftop Solar PV
Don’t get me wrong — I’m a huge fan of solar
panels. I have a 10-kilowatt photovoltaic system
both at my home and at Golden Real Estate. And
those solar panels not only power my home, they
also power my electric cars. But since writing that
column about community solar gardens a couple
weeks ago, I’m increasingly of the opinion that rooftop solar may not always be the best way to take
advantage of this planet-saving technology.
Rooftop solar is inherently limited because you
can’t always install rooftop panels in the optimum
direction, at the optimum angle, or that face east in
the morning and then track the sun westward across
the sky. The way to maximize PV effectiveness is to
put those panels in a field somewhere away from
your home where they can track the sun and where
there are no trees to shade them. SunShare and
Clean Energy Collective are two local companies
that lease or sell solar panels in remote locations

whose production can be credited to the electric
meter on your home.
Further benefits include no need for permitting
or HOA approval, and if you move, you haven’t lost
your investment — your solar panels are merely
reassigned to your new meter. And there’s no limit
to the solar capacity you can have, unlike the 10kilowatt limitation on rooftop installations.
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