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2014 has been a very
busy year for me both
professionally and
personally. For the 2nd
year in a row I had the
highest team member
sales on the Klink &
Associates team. While
continuing to grow my
business we also sold
our home and
downsized to a much
smaller temporary
home. Read more
about my experience as
Realtor, seller, and
buyer on the next page.
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The Charles Reinhart
Company has continued
to be the leading real
estate company in
Washtenaw County
since 1971. With the
integration of Reinhart
into a division of Real
Estate One complete,
Reinhart now has more
technology and
marketing resources for
our clients.

Another Strong Real Estate Market is
Leading into Another Great Year for 2015!
2014 sales, listings
and prices in
Washtenaw County
are all showing
positive gains over
2013. October was
a record month at
Reinhart with more homes sold than
any October in our history!
Finally, the market is easing a bit
with more inventory. New listings
for single family homes were up 12
percent for the month of October,
with 436 new listings compared to
389 in October 2013. There were 611
new listings for all property types,
an increase of 10 percent over last
year at 556.
Listing and sale prices continue to
climb. The average listing price in
October was $261,829, a 10 percent
increase from last year at $237,210.
The average sale price is up 9.6 percent at $254,754 for the month of
October, compared to $232,299 in
October 2013.
According to Lawrence Yun, Chief
Economist and Senior Vice President of the National Association of
REALTORS®, consumers are becoming ever more confident in the
economy. Continuing job gains,
lower gasoline prices, and rising
home values are likely contributing
to the sentiment. The latest consumer confidence index reached a 7
-year high mark. In October, the index was 94.5, out of 100.

For Sale inventories are increasing
and the rate of appreciation is still
strong. Most of the strength in the
market is in the under $500,000 segments with showing appointments
higher than 2013 numbers over the
past 60 days. However, it feels slower to sellers because the number of
listings is up more than the increase in showings, spreading
those showings over a larger listing
inventory. In the over $500,000 markets, showing activity is up slightly
with listings up significantly (37%),
so the upper end market feels even
slower. Homes over $500,000 had
an average of 3.5 showings per
month in September/October 2013
and an average of 2.8 this year
(under 2 for the over $800,000). The
overall effect across all price ranges
will be a slower pace of showings
and offers with sellers feeling more
competition. All of this is relative
since we are comparing to a very
strong market last fall. The silver
lining is that although the market
feels slower because of the increased inventory levels, there is
still a strong underlying buyer demand.
These statistics and numbers reflect what I have also experienced in
the market place in this past year.
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FRIDGE PAD CALENDAR
MAGNET
You will find a Fridge Pad
Calendar Magnet enclosed in
this packet as my gift to you.
The calendar is large enough
to write down appointments
and reminders, but small
enough to be tastefully
displayed on your refrigerator
or other metal surface. Each
month simply remove the
current month’s sheet to
display the next month.
Please drop me an email at
Bryan@KlinkAssociates.com
and let me know how you like
the Fridge Pad Calendar
Magnet.. Your feedback will
help me decide whether or not
to do them again next year.
Thank you in advance for your
feedback, I really appreciate
it!

HOW DO FOR SALE BY
OWNERS FARE?
On average, 15 out of every
100 property owners try to sell
privately.
9 will eventually hire a Realtor
3 will sell with the help of a
Realtor
2 won’t sell at all
Only 1 will sell on their own
Of those that sell on their own,
most get 7-10% LESS than
they would have if they had
hired a Realtor.

MY EXPERIENCE
AS BOTH THE
REALTOR AND THE
CUSTOMER
My wife, Anita, and I
decided to downsize to a smaller home this year.
We put our house on the market
and we had quite a few showings.
We came home several times after
showings and found every light in
the house left on. Another time we
came home after a showing and
found the backdoor into the garage
wide open. Luckily our cats were
still hiding and had not found their
way into the garage! Whenever I
show a home I treat it with the utmost respect and how I would want
my home treated, unfortunately not
all agents adhere to this same philosophy.
Anita had her heart set on buying
her favorite home in the City of
Chelsea, but the seller ended up
accepting another offer 1 week before we sold our home. The buyer
of our home wanted our house right
away, so we had to find our next
home within about 1 week. We didn’t find our next “forever” home so
we looked at rental houses. After
not finding a suitable temporary
rental house we decided to buy one
of Bryan’s listings in Grass Lake as
a temporary home. This home is a
great starter or retirement; it’s a
1200 sq. ft. ranch, with a full daylight basement on .6 acres at the
end of a cul-de-sac. Our plan is to
move back to Chelsea in 2016 and
sell our current home to our son,
Austin. We plan to either buy an
existing home and renovate it to our

tastes or build a home on a 2.5 acre
lot we own in Chelsea. 2 lessons
from our selling experience:
1) Keeping up on maintenance pays
off in the end. The buyer’s inspector found no problems with our
home so there were no concessions
required for the sale.
2) Things don’t always work out the
way we plan, but it usually works
out okay in the end.
Being in the customer’s shoes with
selling and buying a home was a
good reminder for what it’s like for
my customers going through the
selling and/or buying experience.
At times it can be exciting and fun,
and at other times it can be stressful and worrisome.

WHERE DOES MY TIME GO?
Surprisingly I only spend about 10%
of my working time actually selling
real estate, through either showing
houses or hosting open houses.
90% of my time is spent on paperwork and solving problems. From
February to just before Thanksgiving I work 7 days a week with many
12+ hour long days. This is by far
the BEST job I have ever had in my
36 year career. I absolutely love
helping people attain their real estate goals, whether that is first
home ownership, upsizing, downsizing, or relocating. Homeownership is often times the largest investment most people make in their
lifetime and I take that responsibility
very seriously.

MY PROUDEST ACCOMPLISHMENT THIS YEAR

ONE OF MY
CURRENT LISTINGS
FOR SALE
This is a gorgeous
country ranch located between Manchester and Chelsea on Pleasant
Lake Road. It has been beautifully updated and has 3
bedrooms, 2 bathrooms, partially finished basement,
entry level laundry, and 2.5 attached garage. All this
on 1.3 acres for only $183,500! Ranches are in high
demand and don’t last long. Call me today to schedule an appointment to view this home!

I went up against Keller Williams’ top agent and the
manager of the Howard Hanna Chelsea office for listing a home on 10 acres in Dexter. I did my homework
before the interview and determined the house should
be listed for around $349,000. Keller Williams and
Howard Hanna both wanted to list the house around
$300,000, which I thought was too low. I was selected
as the Realtor to sell the house and I sold it for
$335,500. If the other Realtors had listed the house
they likely would have sold it for around $290,000 or
less. I was able to get my sellers more money in their
pocket, over $45,000 more than Keller Williams or
Howard Hanna would have gotten for my sellers.

KLINK & ASSOCIATES HAD ANOTHER RECORD
BREAKING YEAR!
The Real Estate Team I am on had $20,500,000 in
sales in 2013. We are targeted to finish 2014 with
more than $25,000,000 in sales! That is almost a 25%
increase in 1 year!

Wishing You and Your Family a
Very Merry Christmas and a Happy
and Healthy New Year!
Bryan

14,410 HOMES SOLD EVERY DAY ACCORDING TO
THE NATIONAL ASSOCATION OF REALTORS
NOVEMBER SALES REPORT

