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“This is one of the key actions we’ve 
been advocating ever since the 
Treasury altered its course on how it 
would use the $700 billion recovery 
package passed in September. This 
is great news for home buyers and 
sellers and we applaud the Fed 
for taking this historic step,” said 
NAR President Charles McMillan. 
“Housing recovery is the key to 
economic recovery in this country 
and it always has been.”

The impact of the decision to 
purchase Fannie Mae and Freddie 
Mac’s debt obligations has brought 
down long-term interest rates, which 
will help to stimulate the housing 
market by encouraging home sales.

Lawrence Yun, NAR chief economist, 
said, “If Fed action brings down 
mortgage interest rates by even one 
percentage point, it would increase 
home sales by 500,000 units. That 
should help to draw inventory down 
and stabilize prices.” Yun emphasized, 
“Only with stabilization in home 
prices can we have a healthy housing 
and economic recovery.”

With spring – the busiest time of 
year for real estate transactions – in 
sight, make sure you have all the 
latest information on the real estate 
market. The market is changing like 
never before, which makes having 
professional real estate representation 
more important than ever.

I invite you to call me for no-obligation updates on the rapidly changing 

real estate market, and how it could affect you and your buying and 

selling plans.

RECOVERY PACKAGE
“Great News” For Real Estate Market

When the $700 billion recovery package passed last fall, the National 

Association of Realtors® (NAR) began pressing for a number of key actions. At 

the end of November, some of those efforts paid off when the Federal Reserve 

announced that it would purchase the housing-related debts of Fannie Mae 

and Freddie Mac, thereby freeing up mortgage money on Main Street.
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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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The problem with furniture, environmentally speaking, is that 
it’s typically made from wood, meaning trees are consumed 
for its production. While this wasn’t such a problem when 
furniture was built to last for generations, today’s furniture 
is built to soon need replacing, using our planet’s resources 
at a faster rate.

Also problematic, typical furniture-manufacturing 
processes involve the use of glues, paints and stains 
containing toxic chemicals, which emit volatile organic 
compounds (VOCs) – not just where the furniture is 
made, but in your home. VOCs can contribute to a 
number of health problems: eye, nose, throat and skin 
irritation; headaches, nausea and loss of coordination; 
and liver, kidney and nervous system damage.

What’s an environmentally (and health) conscious shopper 
to do? Those wanting brand new pieces should purchase 
ones made from sustainable resources like bamboo 
(technically a grass, bamboo is as strong as wood but 
matures much faster, and is easily replenished), or that are 
certified as using wood from sustainably harvested forests 
or tree farms. The Forest Stewardship Council (fsc.org) is 
the leading certification system. Also, look for furniture 
manufactured with minimal use of toxic chemicals and 

finished with natural fabrics (like silk and cotton) instead 
of synthetics like polyester, which are petroleum-based.

Alternatively, you can buy furniture made from reclaimed 
wood (wood from downed trees and structures) or recycled 
materials like plastic and metal. Furniture of this kind 
consumes fewer resources and requires less processing 
than the kinds of pieces mentioned above – plus, it offers 
the added bonus of diverting waste away from landfills.

Until recently, eco-friendly furniture was rather utilitarian 
in appearance, but thanks to the green movement’s 
growing popularity, that’s changed. To see for yourself 
how stylish green can be, and find out where you can 
purchase such pieces, key terms like “green furniture” and 
“eco-friendly furniture” into an Internet search engine – 
you’ll be pleasantly surprised at the results. And ask about 
eco-friendly options at your local furniture stores – supply 
will follow where retailers know there is demand.

Other green furniture-buying options include purchasing 
refurbished pieces or scouring garage and estate sales, 
antique and thrift shops, and the Internet for second-hand 
items, on which you’ll probably spend less green than you 
would for newly created pieces of eco-friendly furniture.
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As homeowners, we’re becoming ever more environmentally conscious, replacing old light bulbs 
with compact fluorescents, using non-toxic cleaners, buying ENERGY STAR®-rated appliances… 
But did you know you can also make more eco-friendly choices where furniture is concerned?

Friendly Furniture

Of course, the most eco-friendly thing you can do is extend the life of your current furniture – every 
piece you don’t replace is one less piece that potentially ends up in a landfill. So have it repaired, 
paint it, or reupholster it. This is certainly the least expensive option, and that may be incentive 
enough for you to make do with what you have.



n �Let your real estate sales representative know how – and how often – you 
prefer to be contacted, be it by phone, e-mail, text message or another 
method. If you’ll be out of town, make sure your representative 
knows how to reach you in the event of an urgent matter.

n �Be respectful of appointments. If you’ve agreed to view a 
property, show up and take a walk through, even if only a 
quick one. And don’t be late, lest you annoy the seller or 
make yourself late for subsequent viewings.

n �Ask your sales representative if they would prefer to accompany 
you to any open houses you might attend. If you do go to any 
open houses unaccompanied by your representative, take his 
or her business card with you and give it to the hosting 
real estate sales representative.

n �Don’t bring the kids. If you bring children with you to 
showings, both you and your sales representative will be 
distracted and unable to give your full attention to the 
properties you’ve come to see. If you must bring children, 
make sure they’re well supervised.

n �Be loyal. When you work with multiple sales representatives, 
you may miss out on the high level of service you can expect 
when you’re loyal to one. Besides, most representatives use 
the same MLS and will likely show you the same properties.
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Low-Offer Lowdown

Help Us Help You
In order to provide you with the best service, your real estate sales representative needs your 
cooperation. Here’s what you can do to help your representative help you into your next dream home.

First things first, you need to get a handle on your emotions. While you may feel insulted or angry, you can mitigate any 
feelings of wounded pride by reminding yourself that if they didn’t like your home and weren’t serious about wanting it, 
the buyer wouldn’t have made an offer at all.

Though it’s tempting to tune out once you hear the price, be sure to carefully review all aspects of the buyer’s offer with 
your real estate representative. It may specify other terms that could make it more attractive, like a long closing or lack of 
conditions, or you may even discover that a simple misunderstanding is behind the buyer’s offer price.

With a level head and a full understanding of the offer, you now have two choices: reject it outright or make a 
counteroffer. If you reject it outright, it’s possible the buyer may approach you a second time with a different offer. But it’s 
just as likely they won’t, guaranteeing you won’t sell your home – and isn’t getting your property sold your ultimate goal?

If you’re truly serious about selling, communicate that to the buyer by working with your representation to draw up and 
present a counteroffer. This is especially important in a buyer’s market. And do try to remain patient, as counteroffers can 
volley back and forth between you and the buyer a few 
times before reaching a mutually satisfying agreement.

Having placed your home on the market, you’ve finally received 
an offer for it. But the offer is lower than you’d hoped for – much 
lower. So where do you go from here?



Going Underground

Home offi ce, home theater, play area, or extra bedroom: 
whatever the reason for fi nishing your basement, it’s a 
great way to maximize your home’s square footage. Before 
you begin, here are some tips.

  If your intention is to increase your resale value, think 
twice. Finished basements are not the best performing 
home improvements. In fact, you would recoup less 
than 75 percent of your expenditure for a midrange 
basement remodel. If your motivation is simply increased 
enjoyment of your home however, it’s sure to pay off.

  Be sure to address moisture concerns before renovating, 
lest water dampen enjoyment of your new space. 
Ensure downspouts direct water away from your house’s 
foundation, repair cracks, seal and insulate walls and 
fl oors, and consider outfi tting your fi nished basement 
with a dehumidifi er.

  Basements are notorious for being dark, so pay particular 
attention to the amount and type of lighting. If it’s 
viable, add more windows or do some digging so larger 
windows can be installed to maximize natural light. Use 
a light shade of paint to cover basement walls.

  Give careful consideration to your fl ooring options. 
Moisture is an issue in basements, which may make 
hardwood and carpeting poor choices. Vinyl fl ooring is a 
more suitable alternative – just put down some area rugs 
for that feeling of warmth and softness underfoot, which 
is especially desired in basements.

  Whatever purpose you have in mind for your fi nished 
basement, think about incorporating a bathroom into 
your plans. Not only is it convenient to have a bathroom 
on the same fl oor, but, unlike fi nishing a basement, 
adding a bathroom to your house can offer a good 
return on your investment.

Terminology Tip
Bridge Loan - Sometimes referred 

to as swing loans or gap fi nancing, 

bridge loans provide interim fi nancing 

for people who are buying another 

home before they’ve sold their 

existing one. Bridge loans are short-

term, their principal and interest 

usually paid off from the proceeds 

of the sale of the borrower’s current 

home. Because lenders tend to 

consider them as carrying greater 

risk than long-term fi nancing 

options, bridge loans typically 

come with high interest rates. 
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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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