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With existing home sales continuing to rise in the U.S. on a month-
to-month basis and home prices declining less sharply than recently 
recorded, today’s housing market continues to make front-page news. 
If you’re thinking of buying or selling your home, you’ll want a real 
estate representative who is up-to-date not only on the national real 
estate market, but also on your local market conditions. 

Existing national home sales, 
including single-family, townhomes, 
condominiums and co-ops, continued 
to increase for the fourth consecutive 

month this past July — a fi rst in fi ve 
years. Sales rose 7.2 percent from June 
to a seasonally adjusted rate of 5.24 
million units in July, refl ecting a fi ve 
percent increase from the 4.99 million 
units sold in July 2008.

The news prompted Lawrence Yun, 
Chief Economist for the National 
Association of Realtors® (NAR), to 
comment on how encouraged he 
feels about the real estate market.

“The housing market has 
decisively turned for the better. A 
combination of fi rst-time buyers 
taking advantage of the housing 
stimulus tax credit and greatly 
improved affordability conditions 
are contributing to higher sales."

NAR President Charles McMillan 
points out that real estate 
transactions are prone to be 
complex these days. Consequently, 
“…consumers need the expertise 
of Realtors® more than ever to 
navigate both the obstacles and 
opportunities in today’s market.”

In addition to updates on the latest 
government incentives and real 
estate regulations, it’s important 
for both homebuyers and sellers 
to stay on top of local real estate 
activity and home prices, which 
can have extreme variances from 
neighborhood to neighborhood. 
Having local representation is now 
more essential than ever. If you, 
your friends or family members 
are interested in the latest, most 
accurate real estate information, 
please call today.
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Greetings! You’re receiving this 
newsletter with hopes that you find 
it informative and entertaining.

If you’re thinking of making a move,
or are just curious as to real estate 
trends in your area, please feel free 
to call at any time.  It’s always good 
to hear from you!

All the best,

 Donna Reilly
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Traffic Patterns 
This is the most important aspect of a successfully 
arranged room — as good as it might look, if the room 
doesn’t work you won’t enjoy spending time there. If you 
can’t cross it without walking through a conversation 
or come and go without passing in front of the TV, the 
room doesn’t work. Ideally, furniture should direct traffic 
around the room’s perimeter so as to avoid being intrusive 
to the people and activities in it, and allow at least two 
feet of space for traffic paths.

Focal Points 
Every room should have a focal point — a place for the 
eye to rest. Some rooms have a natural focal point, 
such as a picture window with a great view or a built-in 
wall unit. Where a natural focal point is the case, your 
furniture should be arranged around it in such a way as 
to capture people’s attention. If it doesn’t have a natural 
one, a room’s focal point will  consequently become its 
largest piece of furniture (the couch in the living room, 
the table in the kitchen, the desk in the den, for example).

Balance 
A room in which all the big, heavy pieces of furniture 
are gathered together in one part of the room will 
look off balance. The key to an aesthetically appealing 
arrangement is to distribute visual weight evenly 
throughout a room, which you can do by “mirroring” a 
weighty item with another one or with a grouping of 
lighter items. You also want to be mindful of the scale 
of items next to each other — setting delicate side tables 
next to a bulky, oversized couch won’t work.

Visual Interest 
When all the furniture in a room lines its walls or is all 
the same size or height, the layout can look sterile. Bring 
furniture closer to the middle of the room, which will 
create a traffic path around the outside of the room and 
help make carrying on conversation a little easier, or try 
positioning your furniture on an angle. As well, a room’s 
layout should include furniture of varying heights and 
sizes — the eye should move up and 
down as it scans the room.

The Perfect Arrangement

Most commercial furniture polishes are petroleum-based 
and release harmful chemicals into the air you breathe 
at home. Keep your furniture looking shiny and new 
with non-toxic products you probably already have in 
your kitchen: Mix two parts olive oil with one part lemon 
juice; rub the mixture into the wood with a cloth; then 
polish it dry with a clean cloth. Always give the mixture a 
good shake prior to use, as the two ingredients tend to 
separate when left to sit.

Go Green

How you arrange your furniture can make or break a room, both from a functional and an aesthetic 
standpoint. As you place your pieces, keep in mind the following considerations.
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n �Make a list of the amenities most important to you. 
Whether they lean more towards playgrounds and 
community centers or theatres and restaurants, be sure 
to include everyday necessities like transit, grocery stores 
and banks. You may find it helpful to start by listing the 
amenities in your current neighborhood you’ve most 
appreciated and those you feel it was lacking.

n �Visit any neighborhood to which you’re seriously 
contemplating a move more than once, at different 
times of the day and week. You might discover that an 
area you had first visited during the day has a different 
tone at night. As well, you may find it useful to know 
what rush hour looks like on the highways and byways 
in and around the area.

n �Find out about the crime rates (and the type of crime), 
property values (are they falling, rising or stable?), and the 
quality of schools (even if you don’t have children, this is 
important as it can impact your home’s resale value) in 
any prospective neighborhoods you’re considering.

n �Work with a real-estate sales representative. In addition 
to providing you with the information mentioned 
above, a good representative will find out your needs 
and wants and match them to a community ideal for 
you. Real estate representatives save you the time and 
stress of finding your new neighborhood by doing the 
legwork for you.

First, consider having your vacant home professionally 
staged. There’s a reason model homes are furnished: 
Buyers must be able to envision themselves living in 
the space — when it’s empty, that’s harder to do. As 
well, without furniture, buyers have no point of 
reference to help them assess the rooms’ proportions. 
However, depending on factors like your home’s 
location and market conditions, staging may be more 
or less of a priority. Real-estate sales representatives 
are familiar with staging needs, and can help you to 
determine how beneficial staging may be for your 
particular home.

If you don’t stage, be sure your home’s floors, walls 
and ceilings are in tip-top shape — with nothing else 
in the room for buyers’ eyes to focus on, these things 
will be under much heavier scrutiny. Have carpets 
professionally cleaned or replaced (depending on their 
condition) or consider installing hardwood, and fix holes 
and cracks in walls and ceilings and give them a fresh 
coat of paint. As well, swap out finishing touches like 
light fixtures and cabinet hardware for more modern 
models, and consider replacing appliances, or even just 
their front panels.

Lastly, if possible, take some pictures of your home while 
it’s still furnished (provided it’s clutter-free and sparkling 
clean for the camera). These pictures can be helpful 
in marketing your home, when displayed in an album 
prospective buyers can flip through, for example.

Empty Nest

Decisions, Decisions

Sometimes it’s necessary to settle into a new home 
before you’ve sold your old one, perhaps due to a job 
transfer or the start of a new school year. When the 
home you’re selling is an empty one, how can you 
make it more appealing to buyers?

With so many options available to you, narrowing 
down your search for a new neighborhood to the 
one that’s just right for you seems a daunting task. 
To help make it easier, here are a few pointers:



Getting Into Hot Water

Give your water heater regular attention and it’ll do its job 

for a long, long time. Take steps to make it more energy 

effi cient and it’ll even save you money. Here’s what to do: 

n  DRAIN THE TANK YEARLY — at least. Over time, sediment 

and minerals build up inside it, lessening the tank’s 

holding capacity, rusting it if left unchecked, and 

affecting its heating element’s performance. Just turn 

off the heater’s power source and water supply and open 

its pressure and drain valves; let the water drain out 

until it runs clear. 

n  REPLACE THE ANODE ROD. Made of aluminum or 

magnesium, the anode rod helps prevent the heater’s 

tank from corroding by corroding itself. Anode rods 

generally last about as long as the water tank’s warranty, 

so if the warranty is six years, have the rod replaced 

every six years. Doing so can signifi cantly extend the life 

of your water heater.

n  TURN YOUR WATER HEATER’S TEMPERATURE DOWN. 

Most heaters come set to 140oF, which is hotter than 

you need for everyday household tasks — hot enough 

to scald, in fact. Try setting it to 115oF — if you fi nd 

that’s not providing suffi ciently hot water, increase the 

temperature in increments. Note that for each 10oF 

reduction in water temperature, it’s estimated you can 

save between three and fi ve percent in energy costs.

n  INSULATE YOUR WATER HEATER TANK. If the tank is 

warm to the touch, heat is escaping through its walls. A 

heating jacket/blanket is easy to put on (though easier 

for electric heaters than gas or oil ones), surprisingly 

inexpensive and will help lower your energy bill.

Terminology Tip
ENERGY STAR® — An international 
certifi cation and labeling standard for 
energy-effi cient consumer goods. The 
ENERGY STAR® label can be found on 
a variety of products including major 
appliances, home electronics, offi ce 
equipment, lighting, windows and doors, 
and heating, cooling and ventilation 
systems. Good news for homebuyers, 
the ENERGY STAR® label can now be 
found on residential (and commercial) 
buildings as well. To qualify as ENERGY 
STAR® rated, products must meet 
minimum energy-effi ciency standards 
unique to each product category.
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Please don't forget to visit my website www.DonnaReilly.com. Here you 
will find valuable and timely real estate information, including up-to-the 
minute West Windsor neighborhood market updates.  I hope you find this
website helpful, and would welcome any suggestions or comments you 
may have.  Please feel free to call me any time at 609-462-3737, or send 
me an email at DonnaReilly@weichert.com.  It will be my pleasure to be of 
service to you.

DONNA REILLY
Sales Representative
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