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On the beautifully-crisp 
morning of Nov. 2, 2021, an 
annual new era of administra-
tion took their oaths to go above 
and beyond in their new roles as 
leaders within River Counties 
Association of Realtors. The 
duties assigned to each stretch 
far beyond the 
Association and 
aff ect every level 
of community 
involvement 
through trans-
actions, public 
relations and 
politics. In many 
ways, Realtors 
see these leaders 
as politicians in 
their own right.

Among these 
leaders is Steve 
Black, operating 
principal broker 
of KW Cleveland, 
taking the reins 
as Association president. All 
members in attendance that 
morning were swooned by the 
Voices of Lee and empowered by 
leadership’s newly-formed man-
tra: Educate, Elevate, Engage.

Throughout 2022, education 
has remained a priority among 
leadership. One of RCAR’s big-
gest goals for the year is to have 
members complete a program 
called Fairhaven. Fairhaven is 
an interactive simulation that 
allows members to test their 
compliance with fair housing 
principles by using the power of 
storytelling to identify, prevent 
and address discriminatory 
practices in real 
estate. To encour-
age mass partici-
pation in Fairhav-
en, RCAR leaders 
launched a con-
test and off ered 
awards for those 
with the highest 
completion. Pre-
mier Properties 
Realty of Athens 
and Richardson 
Group of KW 
Cleveland became 
Platinum recipients with both 
offi  ces achieving 100% com-
pletion. To date, approximately 
270 members have completed 
this simulation and it is now a 
requirement for all new mem-
bers during orientation. Leaders 
believe that these professionals 
who participate in Fairhaven 
have a better understanding 
and awareness of fair housing 
principles and a commitment to 
treating everyone they encoun-
ter with equality and compas-
sion. 

In addition to Fairhaven, 
many members have set out 
to complete other courses and 

earn endorsements. These 
programs include the Realtors 
Commitment to Excellence, the 
At Home With Diversity pro-
gram, and the Graduate Realtor 
Institute.

This year has also been a 
catalyst for the growth of the 
Cultural Diversity Committee, 
now in its second year with 
RCAR. The committee has been 
focused on elevating others by 
listening to the diverse voices of 
the community and responding 
to the evolving expectations 
of the Association. They have 
hosted several meet-and-greet-
style events, promoted the 
committee’s inception at larg-

er association events, and are 
continuing to fi nd new ways 
to elevate those voices with-
in RCAR and the community. 
Representatives of the Cultural 
Diversity Committee, chaired by 
Rogelio Lantigua, believe that 
the founding mission statement 
says it all: “To champion diver-
sity, equity, and inclusion for 
all: By diversity, we mean the 
diff erences that make us who 
we ‘R’. By equity, we mean to be 
fair and impartial. By inclusion, 
we mean creating a sense of 
belonging, because diversity is 
the one true thing we all have in 
common.”

Lastly, the RCAR Community 

Outreach 
Committee, 
chaired by 
Jonathan 
Kraft, 
engages the 
community 
by fi nding 
ways to give 
back that 
off er the 
most impact 
possible. Re-
altors team 
up with 
local orga-
nization, 
The Caring 

Place, to host an annual food 
drive. In 2021, Realtors helped 
to accumulate 1,600 pounds of 
food for this event and hope to 
exceed that for this year’s up-
coming drive. Community Out-
reach also hosts the annual fall 
decorating contest for the com-
munity, giving away three major 
prizes to the “best dressed” fall 
homes and lawns. This commit-
tee sponsors multiple scholar-
ships throughout the year for 
area students going to college, 
and organized a 2022 volunteer 
day for Realtor members to give 
their time with Habitat for Hu-
manity’s REStore. 

At every meet-
ing, committee 
members chal-
lenge themselves 
to broaden the 
impact that these 
professionals 
can have on their 
local community. 
Community Out-
reach has worked 
hard to adopt and 
sponsor four local 
organizations, 
driving their 

giving eff orts to support these 
vetted and compassionate caus-
es. Thanks to their hard work, 
River Counties Association of 
Realtors now proudly sponsors 
The Caring Place, Habitat for 
Humanity of Cleveland, United 
Way of the Ocoee Region, and 
CASA: Court Appointed Special 
Advocates for Children.

At this point in the year, the 
Realtors of River Counties pride 
themselves in sharing their 
blessings with the communities 
they serve. It is with sincerity 
and passion that they uphold 
2022’s mantra: Educate, Ele-
vate, and Engage.

RCAR Administration 

shares 2022 focus

By DAVID SANDERS
River Counties Association of Realtors’           
Community Outreach Committee

Educate, Elevate, Engage
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2022 Executive Committee

Steve Black
President

Marcia Botts
Vice President

Kevin Walters
Treasurer

Whitney Proctor
Secretary

Tammy Johnson
Past President

Wayne Rutherford Margie Keller

2022 Directors

Bryan Richardson Kelli Paul

Max Phillips Radley Lockmiller

Lily Dupuy Tina Ledford

Contributed photo

C2EX is a designation given to those Realtors who go above and beyond with education, community in-
volvement and service in the community. Designed to include ethics and fair housing, these RCAR Realtors 
met the challenge of completing a lengthy process to achieve this status. From left to right are Linda Jones, 
Cheryl Domeck, Mike Domeck, Jonathan Kraft, Ingrid Prather, Jennie Troutman, Amy Wagoner and Kelli 
Paul, and RCAR CEO Lisa Martin.

The River Counties Association 
of Realtors has recently selected its 
Executive Committee and board of 
directors for 2022.

RCAR serves six counties in 
Southeast Tennessee — Bradley, 
Bledsoe, McMinn, Meigs, Polk and 
Rhea.

The association has taken as its 
mission to “unite those engaged in 
the recognized upon the profession 
and related interest; to promote and 
maintain high standards or conduct 
in the real estate profession.”

The Executive Committee for 

2022 will include Steve Black of KW 
Cleveland, president; Marcia Botts 
of Award Realty, president-elect; 
Kevin Walters of Pratt Homes, 
treasurer; Whitney Proctor of 
Richardson Group, KW Cleveland, 
as secretary; and Tammy Johnson 
of Coldwell Banker Kinard, past 
president.

The newly elected directors are 
Wayne Rutherford of Keller Wil-
liams Athens, three-year direc-
tor (second year); Margie Keller, 
Coldwell Banker Kinard, three-year 
director (second year); Bryan Rich-

ardson of Richardson Group, KW 
Cleveland, three-year director (fi rst 
year); Kelli Paul of Bender Realty, 
three-year director (fi rst year); 
Max Phillips of Crye-Leike Real-
tors, Cleveland, three-year director 
(fi rst year); Radley Lockmiller of 
Southern Homes Athens, two-year 
director (second year); Lily Dupuy 
of KW Cleveland, one-year director; 
and Tina Ledford of Weichert Real-
tors – SEM Associates – Cleveland, 
ex-offi  cio.

The RCAR offi  ce is at 2070 Can-
dies Lane NW, in Cleveland.

River Counties announces 2022 leaders

Reaching the communities served by RCAR
(Editor’s Note: For additional 

information about River Coun-
ties Association of Realtors, 
check https://rivercounties. 
com.)

We live, work and play 
where we do business, 
so it is vital that we keep 
our fingers on the pulse of 
our hometowns. 

We want you to know that 
Realtors are engaged in their 
communities in a way that not all 
businesses can be.

Please take a look at the commu-
nity engaging activities we offer 
and join in with us to make our 
neighborhoods better.

Fall Home/Garden                     
Decorating Contest

As a fun community involvement 
activity, we hold an annual deco-
rating contest for participants in 
the six counties we serve: Bradley, 
McMinn, Rhea, Polk, Bledsoe and 
Meigs. 

Watch for information on our 
Facebook page in early fall. Prizes 
range from $250 to $1,000 for the 
winners.

Food Drive
An annual food drive is spon-

sored by the Realtors to assist in 
mid-year inventory for our local 

food pantries. 
 Realtors take shifts at local gro-

cery stores to encourage and accept 
items from consumers shopping 
that day.  

The food is then transferred to 
the local pantries later that day.  
This brings both the Realtor com-
munity and the public together to 
help those in our neighborhoods.

Habitat for Humanity
As Realtors, our primary focus 

is housing and private property 
rights. We encourage our members 
to work on Habitat Builds in our 

counties to ensure housing is avail-
able for those who need and desire 
to own their own home.  

Additionally, our members 
contribute to fundraisers that help 
with the costs of those builds.

Scholarships
Van Marler Educational 

Scholarship

In honor of a well-loved 
member, Van Marler, who 

passed away suddenly on 
April 1, 2020, this schol-
arship is held at Bryan 
College in Dayton.  

Students should contact 
the college directly for 
annual selection process.

Cleveland State 
Community College           

          Scholarship (Athens campus) 

Helping students achieve success 
is a goal for the Realtor communi-
ty. Students in Athens who attend 
this campus should contact the ad-
ministrative department directly.

That’s Who We R’ High School 
Senior Scholarship for College

RCAR funds a $1,500 schol-
arship annually for graduating 
seniors. Our jurisdiction covers 
six counties and each high school 
principal is challenged to find one 
deserving student annually to 
apply for this scholarship.

A combination of factors, includ-
ing low interest rates and a pan-
demic-driven decision by many 
city dwellers to look for houses in 
the suburbs, has created a housing 
boom for much of 2020 and 2021. 
That boom has cre-
ated an undeniable 
seller’s market in 
real estate.

Just what is a 
seller’s market? The 
fi nancial resource 
Investopedia de-
fi nes it as a market-
place in which there 
are fewer goods for 
sale than there are 
interested buyers, 
giving sellers the ability to dictate 
prices. Since mid-2020, there has 
been an extremely low inventory 
of homes for sale but a very  high 
interest among purchasing par-
ties. 

Data from the National Associa-
tion of Realtors indicated that, by 
the end of February 2021, housing 
inventory fell to a record low of 
1.02 million units. These factors 
have led to a surge in competition 
from buyers, including bidding 
wars on homes and all-cash off ers 
to entice sellers. In December 
2020, the median listing prices for 

single-family homes shot up 13.4% 
from the same time the previous 
year, according to Realtor.com, 
and it hasn’t slowed down much 
since. Jeff rey Mezger, a 40-year 
veteran of the real estate industry 

and CEO of KB 
Home, says it’s the 
best seller’s housing 
market he’s seen in 
his career.

So where does 
this leave buyers 
interested in relo-
cating? Here are 
some tips.

• Consider ar-
eas with slower 
overall price 

growth. Experts say the south-
ern and midwestern United States 
off er the best value for home 
shoppers because of their meager 
price growth. ClearCapital, which 
tracks housing values, says San 
Antonio, St. Louis and the Dallas/
Fort Worth areas experienced the 
least price appreciation from 2019 
into 2020.

• Get preapproval or have 
your funds ready. Speed is the 
way to go if a buyer is interested 
in a property and wants to make 
an off er. Real estate professionals 
say buyers should be “off er ready,” 

which means having a mortgage 
preapproval letter or proof of 
funds for a down payment ready 
to go. Failure to have funds in 
check can slow down the process 
or compel sellers to reject an 
off er.

• Work with a real estate 
agent. These are complicated 
times and it pays for buyers to 
have a professional working in 
their corner. A real estate agent 
uses his or her knowledge to 
make a timely off er and negotiate 
on the buyer’s behalf. He or she 
also will provide insight into spe-
cifi c neighborhoods, amenities 
and school districts.

• Eliminate certain contin-
gencies from the equation. 
Contingencies are factors that 
must be met before a sale can go 
through, according to the reloca-
tion site Moving.com. A common 
contingency is the need to sell 
one’s current home before closing 
on another. Asking for extended 
closing periods or certain home 
repairs are some additional con-
tingencies that can make buyers 
less attractive to sellers.

Buying in a seller’s market can 
be challenging. But some strat-
egies can set buyers apart from 
the pack. 

Tips for home buyers during a seller’s market

Since mid-2020, 
there has been an 
exremely low in-
ventory of homes 
for sale but a 
very high interest 
among purchasing 
parties.



www.clevelandbanner.com Cleveland Daily Banner—Saturday, June 25, 2022—C3
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www.bender-realty.com
EQUAL HOUSING
OPPORTUNITYREALTOR

®

Sarah Evors
423-716-5562

Robert Bradney
General Manager
423-619-0621

Lisa Ellis
423-650-6639

Brian Workman
Broker/Owner
423-618-0900

Billie Gordon
423-762-8908

D.J. Bales
423-715-6540

Charity Bales
423-320-1260

Julia Tallent
423-790-8868

Donna Bales
423-715-2558

Ricky Tallent
423-310-5789

Fran Bible
423-618-7490

Amy Wagner
423-584-2412

Tonna Brinson 
423-458-8042

Chaela Cintron
423-244-8843

Tyler Webb
423-715-6636

Jim Workman
Broker/Owner
423-618-7010

Marty Dabbs
423-284-4454

Suzanne Booth 
423-716-0792

Jim Metzger
423-385-0585

Troy Goins
423-715-4017

Karen Goldman
423-650-2785

Matt Formont
423-716-4692

Maureen Gonclaves
423-650-0316

Adam Hammond
423-464-1812

Steve Martin
423-504-1819

Karen Liner
423-715-2614

Stephanie Painter
423-650-9429

Andrea Leathewood
423-240-6283

Jason Hines
423-650-7804

Patricia Sosebee
423-284-5051

Pat Smith
423-838-1240

Sharon Parker
423-650-2981

Kelli Paul
423-280-8072

Dwight Richardson
423-715-0030

Gail Rollins
423-802-3043

Ginger Savage
423-667-2711

Eric Ratcliff 
423-716-0570

“Be Home With 
Bender Realty”
#behomebenderrealty

Margie Keller
Broker Associate
M: 423-284-3056
O: 423-476-5532
homeseller01@aol.com

Coldwell Banker Kinard Realty
2650 Peerless Road NW

Cleveland, TN 37312

Contributed photos

ZACH HARVEY is the recipient of the 2022 Van Marler Educational 
Scholarship, presented to a Bryan College student by the River Counties Asso-
ciation of Realtors. From left to right are RCAR CEO Lisa Martin, Bryan Col-
lege VP David Holcomb, Zach Harvey, Mayor of Rhea County Hurley Marsh, 
Rhea Economic & Tourism Executive Director John Bamber, RCAR Member 
Services Chairman Dwight Richardson, and RCAR 2022 President Steve Black.

Bryan’s Zach Harvey receives 2022 

Van Marler Educational Scholarship
Van Marler was a strong leader 

and served the River Counties As-
sociation of Realtors for many years 
before passing in 2020. In honor of 
his achievements, loyalty and dedica-
tion to the real estate industry the Van 
Marler Educational Scholarship was 

developed for Bryan College students.  
The 2022 winner is Zach Harvey, 

an engineering major, who used his 
incredible singing voice to sing the 
National Anthem for the Realtors at 
the Rhea County membership lun-
cheon.

Contributed photo

MULTIPLE COMMITTEES support RCAR’s work and members. 
This photo collage provided by RCAR shows the 2022 committee chairs.

2022 VAN 
MARLER          
EDUCATION-
AL SCHOLAR-
SHIP RECIPI-
ENT Zach Harvey, 
left, receives his 
$1,200 scholarship 
from Denise Marler 
Steel and RCAR 
2022 President 
Steve Black, who is 
holding a photo of 
the late Van Marler.
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“Congratulations to the following 96 KW Cleveland and Richardson Group REALTORS 
who have successfully completed their Fairhaven Certification. Fairhaven is a fair housing 
simulation training for REALTORS that uses the power of the storytelling to help members 

identify, prevent and address discriminatory practices in real estate.”
Marty Alexander

Amy Bales
David Bales

Angela Barnes
Jada Black
Steve Black

Samantha Bonsack
Josh Brewer
Effie Bryant

Suzy Campbell
Julio Cerpa
Alex Chase

Sophia Chase
Joe Chase

Cason Conn
Steve Cooley

Cathy Dailey
Chip Davis

Judy Digennaro
Christy Dodson
Darena Dorsey

Jennifer Douglass
Lily Dupuy

Lisa Eilf
William Eilf
Audrey Ellis

Shannon Fowler
Timmy Galea

Pat Gates
Randy Gates

Amanda Gibson
Stella Goff

Stephanie Graves
Laura Guyton

Katina Heinrich
Mary Hutchins
Robin Hussey

Courtney Jenkins
Anna Johnson
Calvin Johnson
Dalton Jones

Jennifer Jones
John Just

Rhonda King
Liz Kirkland

Dominick Konsulis
Matthew LaBarbera

Joe Lee

Kathy Lee
Joe Manning
June Manning
Steven Mathis

David May
Rhonda Vest McClure

Pati Michels
Terri Ownby

Kenny Palmer
John Parkhurst
Shatara Patz
Kristy Potter

Robert Praytor
Sharon Priest

Leonora Prince
Angela Reels

Harlon Rice
Cristy Schuch

Matt Sharp
Lindsey Shelton
Emily Shepherd

Jimmy Smith
Melody Smith

Jessica Sparks
Darlene Spears

David Stephenson
Alicee Stiles
Tonya Suits

Jennifer Suttles
Stephanid Tatum

Victoria Tilley
Christa Tippit

Matt Trewhitt
Kristy Whitmire
Matt Whitmire

MaKenzie Williams
Heather Woody
Cathy Wright
Angel Clark
Liz Cockrell

Brooke Cornelius
Caysa Elliott
Jack Fennell
Jody Gatlin

Josh Justice
Whitney Proctor

Bryan Richardson
Cindi Richardson

423.205.INFO • 423.790.7979
OffersInstantly.com

Bob Gentry
1961 & 1962

Nelom Jackson
1964

Max Carroll
1967 & 1968

Willis Park
1969

Past Presidents
1961 to 1969

Contributed photos

WINNERS in the 2021 Fall Home Decorating 
Contest sponsored by River Counties Association 
of Realtors, were Tina Keith (fi rst, not pictured), 
Kendra Thomas (second) and Megan Morrow 
(third). Presenting the awards, from left to right, 
are RCAR CEO Lisa Martin, Community Outreach 
Committee Chairman Jonathan Kraft, Kendra 
Thomas’ husband, Morrow, and Community Out-
reach Committee member David Sanders. Some of 
the winning designs are shown at right and below.
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W.B. Bender
1970

Max Finkle
1971

Newton Metzger
1972

Bill Phillips
1973

Past Presidents
1970 to 1984

Lynn Davis 
1974 & 1978

Glenn Ramsey
1975

Erwin ‘Rip’ Townsend
1976

Jo Organ
1982

R.F. Bill McIntire
1983

Jim Workman
1984

Contributed photo

THIS PHOTO COLLAGE provided by River Counties Association of Realtors, shows members participating in a food drive to 
benefi t The Caring Place.

Chartered in 1961, 
the River Counties 
Association of Real-
tors started with eight 
or 10 Realtors. It has 
grown considerably 
over the years.

The Realtor mem-
bers bring value to 
home buyers and 
sellers. Realtors give 
buyers, sellers and in-
vestors the advantage 
they need to succeed 
in today’s market. 

Realtors know our 
counties. They have 
expertise and expe-
rience to help their 
clients interpret and 
navigate the complex, 
time-consuming and 
sometimes over-
whelming world of real 
estate, so sellers can 
protect their invest-
ment and buyers can 
build their dream.

The Realtor mem-
bers have unparalleled 
knowledge of local 
market conditions 
and can leverage that 
expertise to help their 
clients reach their real 
estate goals.

River Counties As-
sociation of Realtors is 
the local voice for real 
estate. 

The RCAR offi  ce is 
at 2070 Candies Lane 
NW in Cleveland. Lisa 
Martin is CEO and 
Steve Black is RCAR 
2022 president.

For more informa-
tion, call 423-476-
5912 or visit online at 
https://rivercounties.
com.
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Bruce Renner
1985

Charlene Moore
1986

C.W. Bill Harris
1987

Max Phillips
1988

Past Presidents
1985 to 1994

Eddie Botts
1989

David Carroll
1990

Della Renner
1991

John Paul Douglas
1992

James R. Holt
1993

Judy Dunn
1994

Contributed photo

RCAR 2022 PRESIDENT STEVE BLACK proudly presents the Cul-
tural Diversity Committee’s Mission Statement: “To champion diversity, equity 
& inclusion for all. By Diversity, we mean the differences that make us who we 
‘R’. By Equity, we mean to be fair and impartial. By Inclusion, we mean curat-
ing a sense of belonging. Because diversity is the one true thing we all have in 
common!”

NATIONAL HARBOR, Marylend 
— Closing out the second day of the 
2022 Realtors Legislative Meetings, 
The Advocacy Scoop provided Na-
tional Association of Realtors mem-
bers with an inside take on the state 
of real estate in Congress.

NAR President Leslie Rouda Smith 
opened the session by laying out 
three priorities Realtors are taking to 
lawmakers on Capitol Hill this week: 
addressing inventory, supply, and 
aff ordability; ensuring fair housing 
for all; and demonstrating how NAR 
research products can 
inform policymaking.

“We often say our 
advocacy operation is 
second to none — and 
we say that because 
it’s true,” Rouda 
Smith said. “We don’t 
represent an indus-
try. We represent a 
profession made up of 
1.5 million individuals 
working every day in 
their communities to 
change lives.”

NAR Chief Advocacy Offi  cer Shan-
non McGahn followed with a “State 
of the Union” speech on real estate 
issues, highlighting that inventory is 
top of mind for Realtors.

“Our job is to fi ght for your clients, 
consumers, and the entire industry 
to make sure we have enough hous-
ing supply to make homeownership 
accessible, available, and aff ordable,” 
McGahn said.

She also stressed the importance 
of NAR’s nonpartisan, issue-focused 
advocacy structure. “No matter who 
is in power, our issues stay the same. 
Our fi ght for all consumers contin-
ues. And we keep these legislative 
conversations going throughout the 
year, back in the districts.”

During a rapid-fi re panel discus-
sion, NAR’s full leadership team, 
including President Leslie Rouda 
Smith, President-elect Kenny Parcell, 

First Vice President Tracy Kasper, 
Treasurer Nancy Lane, Immediate 
Past President Charlie Oppler, Vice 
President of Advocacy Kaki Lybbert, 
Vice President of Association Aff airs 
Shannon King, and CEO Bob Gold-
berg discussed the top issues in real 
estate with three NAR policy experts.

Bryan Greene, vice president of 
policy advocacy, outlined NAR’s 
initiatives to expand homeownership 
to more people, especially groups 
that have been historically excluded. 
“The brick wall we face is supply. If 

we don’t have hous-
ing, we can’t expand 
access. So, we’re 
engaged in a range of 
eff orts to ensure we 
have housing supply.”

Evan Liddiard, 
director of federal 
taxation, provided 
updates on existing 
proposals to boost 
inventory through tax 
incentives, including 
renovating distressed 
properties, convert-

ing unused commercial properties 
to residential, and providing down 
payment assistance and tax cred-
its to fi rst-time buyers. But he also 
broached new ideas. “One potential 
solution we’re discussing is what if 
we off er some owners of rental prop-
erties a capital gains tax break if they 
sell to fi rst-time buyers?”

Dr. Jessica Lautz, vice president 
of demographics and behavioral 
insights, focused on how NAR’s 
research products can infl uence 
policymaking at all levels of govern-
ment. “We’ve worked to ensure the 
research products we’re releasing can 
be used on the Hill and also in your 
local communities.” Lautz highlight-
ed three recent reports: The Double 
Trouble of the Housing Market, A 
Snapshot of Race and Home Buying 
in America, and Obstacles to Home 
Buying.

Realtors focus on inventory 
and fair housing solutions 
at legislative meetings

“No matter who 
is in power, our 
issues stay the 
same. Our fi ght 
for all consumers 
continues …”

— Shannon McGahn, 
NAR Chief 

Advocacy Offi cer

By CHRISTOPHER RUGABER 
AP Economics Writer

WASHINGTON (AP) 
— Record-low mortgag-
es are long gone. Credit 
card rates will likely 
rise. So will the cost of 
an auto loan. Savers may 
fi nally see a noticeable 
return.

The unusually large 
t hree-quarter point 
hike in its benchmark 
short-term rate that 
the Federal Reserve 
announced Wednesday 
won’t, by itself, have 
a huge eff ect on most 
Americans’ fi nances. But 
combined with earlier 
rate hikes and additional 
large increases to come, 
economists and investors 
foresee the fastest pace 
of rate increases since 
1989.

The result is increas-
ingly higher borrowing 
costs as the Fed fi ghts 
the most painfully high 
infl ation in four decades 
and ends a decades-long 
era of historically low 
rates.

Chair Jerome Powell 
hopes that by making 
borrowing more expen-
sive, the Fed will succeed 
in cooling demand for 
homes, cars and other 
goods and services and 
slow infl ation.

Yet the risks are high. 
With infl ation likely 
to stay elevated, the 
Fed may have to drive 
borrowing costs even 
higher than it now ex-
pects. A series of higher 
rates could tip the U.S. 

economy into recession. 
That would mean higher 
unemployment, rising 
layoff s and continued 
pressure on stock prices.

How will it aff ect your 
fi nances? These are some 
of the most common 
questions being asked 
about the impacts of the 
rate hike.

I’m considering buying 
a house. Will mortgage 
rates keep going up?

Rates on home loans 
have soared in the past 
few months, mostly in 
anticipation of the Fed’s 
moves, and will probably 
keep rising.

Mortgage rates don’t 
necessarily move up in 
tandem with the Fed’s 
rate increases. Some-
times, they even move in 
the opposite direction. 
Long-term mortgages 
tend to track the yield 
on the 10-year Treasury 

note, which, in turn, is 
infl uenced by a variety 
of factors. These include 
investors’ expectations 
for future infl ation and 
global demand for U.S. 
Treasurys.

For now, though, faster 
infl ation and strong 
U.S. economic growth 
are sending the 10-year 
Treasury rate up sharply. 
As a consequence, the 
national average for a 
30-year fi xed mortgage 
has jumped from 3% at 
the start of the year to 
well above 5% now.

In part, the jump in 
mortgage rates refl ects 
expectations that the Fed 
will keep raising its key 
rate. But its forthcoming 
hikes aren’t likely fully 
priced in yet. If the Fed 
jacks up its key rate even 
higher, as expected, the 

Th is is how a higher Fed rate 

could aff ect your fi nances

See MORTGAGES,        
Page C7
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10-year Treasury yield will 
go much higher, too, and 
mortgages will become 
more expensive.

Will it still be tough to 
fi nd a house?

If you’re looking to buy 
a home and are frustrated 
by the lack of available 
houses, which has trig-
gered bidding wars and 
eye-watering prices, that 
may get a little easier soon.

Economists say that 
higher mortgage rates will 
discourage some would-be 
purchasers. And average 
home prices, which have 
been soaring at about a 
20% annual rate, could at 
least rise at a slower pace.

Sales of existing homes 
have fallen for six straight 
months. New home sales 
have also slumped. Those 
trends are modestly boost-

ing the supply of available 
properties.

How will this affect       
my savings?

You may earn a bit more, 
though not likely by very 
much. And it depends on 
where your savings, if you 
have any, are parked.

Savings, certifi cates of 
deposit and money market 
accounts don’t typically 
track the Fed’s changes. 
Instead, banks tend to 
capitalize on a higher-rate 
environment to try to 
increase their profi ts. They 
do so by imposing higher 
rates on borrowers, with-
out necessarily off ering any 
juicer rates to savers.

This is particularly true 
for large banks, but online 
banks and others with 
high-yield savings accounts 
could be an exception. 

From Page C6

MORTGAGE: This is how 
a higher Fed rate could 
affect your fi nances

2021 REALTOR OF 
THE YEAR BRIAN 
WORKMAN was hon-
ored by River Counties 
Association of Realtors. 
He is a broker/owner at 
Bender Realty.

2021 AFFILIATE 
OF THE YEAR TERI 
WINTERS was hon-
ored by River Counties 
Association of Realtors. 
She is with Tri-State 
Property Inspections.

Contributed photos

UNITED WAY OF THE 
OCOEE REGION was recipient of 
Q1 RCAR Cares charity efforts by 
RCAR members. In the photo above, 
from left, are United Way Housing 
Navigator Shawna Staup, RCAR CEO 
Lisa Martin and United Way President 
and CEO Stephanie Linkous. In the 
photo at right are the gift cards donat-
ed by RCAR members. w

Contributed photo

MADISON 
FISCHER was the 
recipient of the River 
Counties Association 
of Realtors’ “That’s 
Who We R” schol-
arship. From left 
to right are Meigs 
County High School 
Assistant Principal 
Bryan Sayne, Fischer, 
RCAR CEO Lisa Mar-
tin and RCAR Com-
munity Outreach 
Committee member 
David Sanders.

The River Counties 
Association of Realtors 
presented the “That’s 
Who We R” scholarship 
on June 15 to Madison 
Fischer from Meigs 
County High School.

The “That’s Who We 
R” scholarship selection 
process is forwarded to 
each high school in the 
six counties covered by 
RCAR: Bradley, Polk, 
McMinn, Bledsoe, Meigs 
and Rhea.

The schools are 
encouraged to have a 
student, selected by the 

counselor or princi-
pal, submit a video for 
submission to the RCAR 
Community Outreach 
Committee.

This scholarship is 
one of three awarded 
by RCAR annually, with 
the other two being the 
Van Marler Educational 
Scholarship for Bryan 
College students in Day-
ton, and the Cleveland 
State Scholarship for 
Athens campus students, 
both of which are funded 
directly by the schools 
through endowments.

Madison Fischer receives

scholarship from RCAR

Contributed photo

TENNESSEE ASSOCIATION OF REALTORS leaders visited the River Counties Associa-
tion of Realtors on their annual road show, June 9.  



C8—Cleveland Daily Banner—Saturday, June 25, 2022 www.clevelandbanner.com

We Support River CountiesWe Support River Counties
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HERE’SHERE’S
MY CARD!MY CARD!

Theba Hamilton

Office: (423) 746-0227

Cell: (423) 240-8540

580 S. Congress Pkwy • Athens, TN 37303

http://theba.crye-leike.com

thebahamilton@yahoo.com
EQUAL HOUSING

OPPORTUNITY

Office (423) 303-1200

Cell (706) 473-6360

AngelaMarieBarnes.kw.com

140 Interstate Dr. NW

Cleveland, TN 37312 

A n g e l a  B a r n e s

A f f i l i a t e  B r o k e r

Angelamariebarnes@kw.com
Each Office Independently Owned and Operated

Rosezella F. Crabtree

 
Office:  (423) 746-0227

 
Cell:  (423) 829-9180

 
Fax:  (423) 847-4042

rcrabtree@crye-leike.com

580 S. Congress Pkwy • Athens, TN 37303

http://rcrabtree.crye-leike.com

EQUAL HOUSING

OPPORTUNITY

Melonie Carideo
Broker, ABR, CRS, SFT

General Manager, East TN Region

Lifetime, Multi-Million Dollar Club

 
Office:  (423) 746-0227

 
Cell:  (423) 593-8713

mcarideo@crye-leike.com

580 S. Congress Pkwy • Athens, TN 37303

http://mel.crye-leike.com

EQUAL HOUSING

OPPORTUNITY

Each Keller Williams office is independently owned & operated
EQUAL HOUSING

OPPORTUNITY

PAT GATES
Cell 423.715.1314

Office 423.303.1200

patgates@kw.com • patgates.kw.com

Robin Manis
Affiliate Broker

 
Cell: 423.252.7056

 
Office: 423.746.0227

 robin.manis@crye-leike.com

http://robinmanis.crye-leike.com

580 S. Congress Pkwy • Athens, TN 37303

www.crye-leike.com

EQUAL HOUSING

OPPORTUNITY

George Tuell
Affiliate Broker

 
Cell: 423.368.5967

 
Office: 423.746.0227

george.tuell@crye-leike.com

 

580 S. Congress Pkwy • Athens, TN 37303

www.crye-leike.com

http://lavernetuell.crye-leike.com

EQUAL HOUSING

OPPORTUNITY

Allyson Kirkland
Affiliate Broker

 
Cell: 423.506.1965

 
Office: 423.746.0227

 allyson.kirkland@crye-leike.com

http://allysonkirkland.crye-leike.com

580 S. Congress Pkwy • Athens, TN 37303

www.crye-leike.com

EQUAL HOUSING

OPPORTUNITY

Each Keller Williams office is independently owned & operated

EQUAL HOUSING

OPPORTUNITY

Cathy Dailey

Cell: 423.718.4400

Office: 423.303.1200

Email: clw117@charter.net

40 Interstate Dr. NW

Cleveland, TN 37312

Cristy Schuch

LaVerne Tuell
Affiliate Broker

 
Cell: 423.506.3869

 
Office: 423.746.0227

 lavernetuell@yahoo.com

http://lavernetuell.crye-leike.com

580 S. Congress Pkwy • Athens, TN 37303

www.crye-leike.com

EQUAL HOUSING

OPPORTUNITY

Elizabeth Randolph

Office: (423) 746-0227

Cell: (423) 650-2163

elizabethclhomes@gmail.com

580 S. Congress Pkwy • Athens, TN 37303

http://elizabeth.crye-leike.com

EQUAL HOUSING

OPPORTUNITY



WASHINGTON —  
The number of Realtors 
involved with buying 
or selling a property 
with green features has 
signifi cantly increased in 
the past year, according 
to a recent study from 
the National Association 
of Realtors. The 2022 
Realtors and Sustain-
ability Report surveyed 
NAR members nation-
wide regarding sustain-
ability issues currently 
facing the real estate 
industry.

Half of agents and bro-
kers surveyed said they 
helped a client buy or sell 
a property with green 
features during the past 
12 months, a notable 
jump compared to 32% 
in 2021.

Nearly two out of three 
respondents — 63% — 
said that energy effi  cien-
cy promotion in listings 
was very or somewhat 
valuable. Over half of 
agents and brokers — 
51% — found that their 

clients were somewhat 
or very interested in 
sustainability. And 35% 
reported that their mul-
tiple listing service fea-
tures green data fi elds. 
Among those with green 
data fi elds in their MLS, 
the top ways they were 
used were to promote 
green features (35%), en-
ergy information (24%) 
and green certifi cations 
(13%).

“Sustainability con-
tinues to play a growing 
role in consumers’ 
purchasing decisions, 
and this is becoming 
even more prevalent in 
the real estate market,” 
said NAR President 
Leslie Rouda Smith, 
a Realtor from Plano, 
Texas, and a broker 
associate at Dave Per-
ry-Miller Real Estate 
in Dallas. “With the 
residential property 
market, in particular, 
home buyers have 
expressed increased 
interest in eco-friendly 

factors like solar panels 
and energy effi  ciency.”

Roughly three out of 
four Realtors — 77% 
— said that properties 
with rooftop solar panels 
were available in their 
market. These numbers 
were highest in the West 
(89%) and Northeast 
(86%). Thirty-six percent 
said that homes with 
solar panels increased 
the perceived property 
value, compared to 30% 
that said they had no 

eff ect.
The report also 

noted rising anxiety 
among Realtors about 
the eff ect of climate 
change and extreme 
weather events on 
their businesses.

Jessica Lautz, NAR 
vice president of demo-
graphics and behav-
ioral insights, said that 
the increased focus on 
sustainability in recent 
years is a win-win for 
all homeowners.

Property setbacks as 
well as easements and 
conditions, covenants and 
restrictions (CCRs) must 
be considered before ren-
ovating an existing home 
or building a new one. 

• Setbacks are mandat-
ed buff ers between sur-
veyed property lines and 
permanent structures. 

• Easements are legal 
designations that enable 
individuals or entities to 
use portions of a person’s 
property for physical 
access or to build on it for 
one reason or another. 
Easements may be owned 
by utility companies for 
gas lines or government 
agencies when sidewalks 
are on a private property. 

Additional examples 
of easements include 
greenbelt conservation 
easements, beach ease-
ments or view easements, 
according to The Spruce, 
a home and lifestyle 

resource. 
• CCRs include rules 

established by many 
planned communities, 
subdivisions and planned 
unit developments. 

CCRs, easements and 
property setbacks can 
aff ect which type of 
renovations are allowed 

on particular plots and 
may aff ect the issuance of 
permits. 

It’s essential to learn 
about property ease-
ments, CCRs and set-
backs in advance and 
discuss them with con-
tractors when drawing up 
preliminary plans. Your 

property deed or plat 
map as well as the local 
building inspection 
offi  ces can highlight 
any regulations that 
may be in eff ect on 
your property and if 
they may aff ect future 
projects.  
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Dedicated to Customer Satisfaction • Commercial Dumpsters
• Roll Off Containers 

• On-site Compactors 
• Cardboard Recycling

• Residential Curbside Pickup
• Residential Curbside Recycling

• Special Waste Transport & Disposal

WASTE CONNECTIONS
Of Tennessee

423.476.2293
386 Industrial Dr., Cleveland  •  www.wasteconnections.com
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Homes symbolize 
many diff erent things, 
including an investment 
in one’s future. 

Bank of America says a 
home equity line of cred-
it, often referred to as a 
HELOC, is a line of credit 
secured by your home. 
It is a revolving credit 
line that can be used for 
various expenses. The 
Credit Union of Southern 
California reports that 
a HELOC credit line is 
issued by 
a lender 
and has a 
limit and 
variable 
interest 
rate that is 
secured by 
the equity 
in your 
home. 

A HELOC is similar to 
a credit card in that they 
both provide revolving 
credit. Investopedia says 
revolving credit is an 
agreement that permits 
an account holder to bor-
row money repeatedly up 
to a set dollar limit while 
also repaying a portion of 
the current balance due 
in regular payments over 
time. But unlike credit 
cards that may have 
high interest rates, the 
interest rates of HELOCs 
often are lower — a sig-
nifi cant advantage when 
paying off  large amounts 
of borrowed money.

Home equity accessed 
through a HELOC can be 
a great source of value for 
future renovations, large 
purchases such as cars, 
educational expenses, 
and alternative debt re-
payment. The credit limit 
of a HELOC depends 

on your credit standing 
and unpaid debts. It also 
is determined by the 
market value of the home 
and how much you owe 
on your mortgage. Ac-
cording to Credit Karma, 
banks tend to limit the 
amount borrowed to no 
more than 85 percent of 
the appraised value of 
the home, minus what is 
owed on the mortgage. 
HELOC terms also vary, 
but they can run for as 

long as 30 
years.

Even 
though 
there are 
many 
benefi ts to 
HELOCs, 
there is a 
downside 
to using 

a home as collateral. 
Investopedia says home 
equity lenders place a 
second lien on the home 
(in addition to the fi rst 
mortgage lien). Default-
ing on HELOC payments 
can result in legal action 
and a home being repos-
sessed. Another potential 
pitfall is a lender may 
reduce or freeze your 
credit line after missed 
payments. Even though 
banks attempt to limit 
how much can be bor-
rowed through HELOCs 
to help avoid potentially 
negative situations, they 
are not without risk.

Borrowers considering 
a HELOC have other 
options, including home 
equity loans. Homeown-
ers can speak with fi -
nancial advisors to learn 
more about their options 
for maximizing equity in 
their homes.

What is a HELOC?

A home equity 
line of credit, 
often referred 
to as a HELOC, 
is a line of cred-
it secured by 
your home.

Explaining easements, setbacks and CCRs

Contributed photo

PROPERTY SETBACKS as well as ease-
ments and conditions, covenants and restrictions 
(CCRs) must be considered before renovating an 
existing home or building a new one.

Realtors see increase in homes with green features

Contributed photo

GREEN 
FEATURES, 
like rooftop solar 
panels, are grow-
ing in popularity 
with home buy-
ers interested in 
energy effi ciency.
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If your home isn't quite ready to list and you feel
too overwhelmed to take on that job, just call me
and ask how I can help you. We will go through
the process together and figure out what works
for you to get it listed and SOLD! Also, if you are
on the hunt for the perfect home for you or your

family, I'm only a phone call away, I'd love to help. 
I can't wait to speak with you! 

Emily Wattenbarger
 I am a REALTOR© in East

Tennessee and work in
the surrounding areas.

Helping my clients stage
their homes to get it ready
to list is one of the many

things that make me
stand out from other

Realtors. 

650 25th Street NW, Suite 300
Cleveland, TN 37311

423-284-6897

Kelli Paul
2015

Jennifer Douglass
2016

Max Phillips
2017

Denise Marler
2018

Past Presidents
2015 to 2018

What is the purpose of the Multiple Listing Service (MLS)
National Association of Realtors

Realtors have spent millions 
of dollars to develop Multiple 
Listing Services (MLS) and 
other real estate technologies 
that make the transaction more 
effi  cient. An MLS is a private 
off er of cooperation and com-
pensation by listing brokers to 
other real estate brokers.

In the late 1800s, real estate 
brokers regularly gathered at 
the offi  ces of their local associa-
tions to share information about 
properties they were trying to 
sell. They agreed to compen-
sate other brokers who helped 
sell those properties, and the 
fi rst MLS was born, based on 
a fundamental principal that’s 
unique to organized real estate: 
Help me sell my inventory and 
I’ll help you sell yours.

Today, through more than 
800 MLSs, brokers share infor-
mation on properties they have 
listed and invite other brokers 
to cooperate in their sale in 
exchange for compensation if 
they produce the buyer. Sellers 
benefi t by 
increased 
exposure 
to their 
property. 
Buyers 
benefi t 
because 
they can 
obtain in-
formation 
about all MLS-listed properties 
while working with only one 
broker.

The real estate market is 
competitive, and the business is 
unique in that competitors must 
also cooperate with each other 
to ensure a successful transac-
tion. MLS systems facilitate that 
cooperation.

The MLS is a tool to help 
listing brokers fi nd cooperative 
brokers working with buyers to 
help sell their clients’ homes. 
Without the collaborative incen-

tive of the existing MLS, brokers 
would create their own separate 
systems of cooperation, frag-
menting rather than consolidat-
ing property information.

MLSs are a powerful force 
for competition. They level the 
playing fi eld so that the smallest 
brokerage in town can compete 
with the biggest multi-state 
fi rm. Buyers and sellers can 
work with the professional of 
their choice, confi dent that they 
have access to the largest pool 
of properties for sale in the 
marketplace.

Real estate information on 
the Internet is readily available. 
Consumers can access and view 
all publicly available listing 
information on the website of 
their broker of choice.

MLSs are private databases 
that are created, maintained 
and paid for by real estate pro-
fessionals to help their clients 
buy and sell property. In most 
cases, access to information 
from MLS listings is provided 
to the public free-of-charge by 
participating brokers. Data that 

is not 
publicly 
acces-
sible 
includes 
informa-
tion that 
would 
endanger 
sellers’ 
privacy 

or safety, such as seller contact 
information and times the home 
is vacant for showings.

The National Association of 
Realtors encourages innovation 
and competition in real estate 
brokerage, including diff erent 
business models. NAR members 
are affi  liated with real estate 
brokerage fi rms that operate 
using various business models, 
including full service, limited 
service, fee-for-service, and 
discount (regardless of the level 
of service).

Tina Ledford
RCMLS President

Cindi Richardson
RCMLS Vice 

President

Jonathan Kraft
RCMLS Treasurer

Angie Stumbo
RCMLS Secretary

Ingrid Prather
Past President

Steve Black
Ex-Offi cio

Steve Black

Keith Nitsch
Director

Cathy McCracken
Director

Cathy McCracken Darren Miller
Director

Jennifer Douglass
Director

Jennifer Douglass Brian Workman
Director

Melonie Carideo
Director

Melonie Carideo

MLSs are private databases 
that are created, maintained 
and paid for by real estate 
professionals to help their cli-
ents buy and sell property.
— National Association of Realtors

Contributed photos

RCAR MEMBERS volunteered at the Habitat for Humanity of Cleveland’s 
REStore, as part of the RCAR Cares initiative.

REUSE THE 
NEWS

Recycle this newspaper

2022 River Counties Association of Realtors
MLS Board of Directors
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BETWEEN
INVESTORS AND TENANTS 

CALL US!

BRIDGING RELATIONSHIPS  

LAURA AMY TERESA

MIKE ANNA

- COMMERCIAL PROPERTY MANAGEMENT

- COMMERCIAL SALES

- COMMERCIAL LEASING

- SOUTHERN ROMANTIC GETAWAYS

Robert Bradney
2019

Suzanne Akins
2020

Tammy Johnson
2021

Past Presidents
2019 to 2021

Do-it-yourself devo-
tees cite a desire to save 
money as their pri-
mary motivator when 
attempting DIY home 
improvements. 

A survey of more 
than 1,000 homeown-
ers from the insurance 
provider Clovered found 
that 85% of respondents 
indicated a chance to 
save money as their top 
reason for attempting a 
DIY home improvement 
project. The chance to 
save money was an even 
greater motivator for 
homeowners than the 
opportunity to improve 
(79%) or repair (66%) 
their homes. Those sav-
ings can be signifi cant 
because homeowners 
won’t have to pay labor 
costs, which the renova-
tion experts at BobVila.
com note can cost any-
where from $20 to $150 
per hour per laborer. 

Though the cost sav-
ings of DIY can be hard 
to resist, homeowners 
considering a DIY 
renovation are urged to 
make an honest as-
sessment of their skills 
before attempting a 
project on their own.

Quality & Value
Every Step of the Way

Premium Building
Materials & Lumber
sheetrock  |  roofing  |  lumber
doors  |  siding  |  power tools
moulding  |  windows  |  hardware
ceiling tile  |  insulation  |  paints

FREE DELIVERY

Hours: 7 am - 5 pm
Monday-Friday 
2700 20th NE 
(423) 472-3357

CLEVELAND 
PLYWOOD CO.

H 7 5HH 7 5
“Serving Cleveland Since 1968”

Contributed photo

RCAR REALTORS at their Bradley County luncheon hosted author and 
TV personality, David Carroll, to present his new book “Hello, Chattanooga!” 
featuring one-in-a-million photos of the great faces and places in Chattanooga 
and the fabulous stories to accompany each. From left to right are RCAR 2022 
President Steve Black, RCAR CEO Lisa Martin, David Carroll, and Member Ser-
vices Committee Chairman Dwight Richardson.
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556 Acres
Convenient to

Cleveland and

Dalton

DIRECTIONS: Take 64 Hwy to Spring 

Place Road, travel south 8 1/2 miles, 

turn right on Hughes Lake Road.

Property Marketed By
Wayne Rutherford - Cell: 423.887.4371
Keller Williams Office: 423.649.0090

and
Brandon Olinger - Cell: 423.314.8362

Office 423.498.3649
www.southeastlandsolutions.com

There will be
Hot Dogs
& drinks

Hughes Lake 
Road July 2nd 

from 11-6

Wayne Rutherford

Managing Broker

423-887-4371
Tnlandbroker@gmail.com

Krissy

Parker

423-829-9595
krissyparker.tn@gmail.com

Diane

Harvey

865-742-5337
dianeharvey@kw.com

Tim

Yates

423-333-7853
youragenttimyates@gmail.com

Alexis

Ellis

770-548-9119
youragentrobinfuller@gmail.com

Evelyn

Cole

423-462-4093
ekcole23@gmail.com

Robin

Fuller

423-506-1033
youragentrobinfuller@gmail.com

Mike

Graves

423-829-1298
mike.graves100@gmail.com

Donna Sotherland

423-599-2558
donnasoutherland.realtor@

gmail.com

Angie

McCauley

423-405-3910
angie@tn-property.com

Patrick

Roby

423-507-3761
agentrobysells@gmail.com

Chad & Lorie

Colloms

423-506-5321
lorie.tnrealtor@gmail.com

Melody & Danny 

McNeil

423-781-1160
melody@tn-property.com 

Tracy

Kresher

423-920-2469
tracy@tracykresher.com

Diana Kelley

423-829-6250
dianaksellsrealestate

@gmail.com

Cheryl

Wilson

423-920-4731
cherylwilson@kw.com

Halee

Merrell

423-457-4301
Haleemerrell@gmail.com

Sara

Mullis

423-813-9531
agentsara33@gmail.com 

1607 Congress

Pkwy. South

Athens, TN 37303

(423) 649-0090
Each Keller Williams office is independently owned and operated.EQUAL HOUSING

OPPORTUNITY
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10 CHURCH STREET, STE. 200
CLEVELAND, TENNESSEE 37311-5346
(423) 339-3042 • FAX (423) 339-2839

catinc@abstracttitletn.com

George N. McCoin
Attorney at Law

Tammy Bentley
Margret Decker
Carolyn Flowers

Donna Scott
Melissa Erjavec

Contributed photos

PARTICIPANTS in the River Counties Association of Realtors 2021 
Golf Tournament are shown in these photo collages provided by RCAR. 

Recent buyers boost spending on remodeling, furnishings
Courtesy of REALTOR Magazine

Home buying is good for the economy. 
Each home purchase triggers signifi cant 
spending on furnishings, appliances and 
remodeling.

A recent study from the National 
Association of Realtors estimated that, 
in 2021, the housing market generated a 
median of about $113,000 in economic 
impact per home sale. Read more: How 
Home Sales Help Local Economies

The National Association of Home 
Builders recently released a study 
documenting the economic benefi t of 
a home sale. During the fi rst year after 
closing on a house, a typical buyer of a 
newly built single-family detached home 
spends, on average, $9,250 more than a 
similar non-moving homeowner. A buy-
er of an existing single-family detached 
home tends to spend over $5,240 more 
than a similar non-moving owner, the 
NAHB analysis found.

The study fi nds that buyers of newly 

built homes spend the most on property 
alterations and repairs following a move, 
despite the home being brand-new. “A 
typical new-home buyer ... is estimated 

to spend almost twice as much on these 
projects ($9,288) compared to an iden-
tical household that stays put in a house 
they already own,” the NAHB notes on 

its Eye on Housing blog. Researchers say 
the extra spending is most common for 
building outdoor features, like patios, 
pools, walkways, fences, landscaping 
and various additions to the new home.

Buyers of new homes also spent con-
siderably more on furnishings following 
their move. They spent an average of 
$4,729 on furnishings and $4,138 on 
appliances following a move.

Buyers of an existing home also 
tended to spend the most on property 
alterations and repairs following a move 
— $7,391. (That is still below the $9,288 
that new-home buyers spent.)

“In the case of buying an older home, 
most of this extra spending goes to 
property repairs, alterations, and var-
ious remodeling projects,” the NAHB 
notes.

Buyers of existing homes spent 
$2,988, on average, on furnishings and 
$2,799 on appliances, also less than 
purchasers of new-home construction, 
the study fi nds.

Investing in a home renovation 
project not only requires 
money, but also time and 
patience. 

While contractors, 
architects and designers 
can estimate how long a 
project may take, it is impossible to 
anticipate all of the scenarios that can 
aff ect that estimated timeline. Infor-
mation from the real estate fi rm Keller 
Williams indicates an average kitchen 
remodel involving installation of new 
countertops, cabinets, appliances, and 
fl oors can take three to six months. But 

if ductwork, plumbing or 
wiring must be addressed, 
the job may take longer. 

A midline bathroom 
remodel may take two to 
three months. Adding a 
room to a house can take a 

month or two. 
The home improvement resource 

Renovation Junkies off ers similar 
estimates, with the average home ren-
ovation taking  between four and eight 
months. Homeowners need to con-
sider time when planning their home 
projects.
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