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REALTORS of River Counties Association of Realtors assisted at The Caring Place June 9 and 10 Max Carroll Willis Park
while also delivering a $2,000 check in response to COVID-I9. This effort was organized by RCAR'’s
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2020 RCAR Board of Directors:

SUZANNE AKINS STEVE BLACK
President Treasurer
RCAR serves 6 Southeast counties
The River Counties Association of Realtors member of the RCAR Board of Directors.
includes members from six Southeast Tennessee River Counties directors include Whitney Proc-
counties — Bledsoe, Bradley, McMinn, Meigs, Polk  tor, Robin Fuller, Marcia Botts, Misty Newsome,
and Rhea. Kristy Whitmire, Ricky Tallent and Jim Metzger.
The members of the asssociation play an active The River Counties Multiple Listing Service
role in the growth and marketing of each of the Board of Directors leaders include Shawn Mat-
communities within these counties. thews as president; Betty Messer as vice president;
The 2020 leadership of the River Counties Ingrid Prather as treasurer; and Tina Ledford as
Association of Realtors includes Suzanne Akinsas  secretary.
president; Tammy Johnson as vice president; Steve The directors of the RCMLS are Tim Mazzolini,
Black as treasurer; and Dianne Tumlin as secretary. Jennifer Douglass, Angie Stumbo, Brian Workman,
Robert Bradney, 2019 president, serves as past Theba Hamilton and Amy Elkins.
TAMMY JOHNSON president. Shawn Matthews, who is president of Suzanne Akins, president of RCAR, is an ex-offi- DIANNE TUMLIN
Vice President the MLS Board of Directors, serves as ex-officio cio member. Secretary
ROBERT BRADNEY WHITNEY PROCTOR ROBIN FULLER MARCIA BOTTS SHAWN MATTHEWS
Past President Director Director Director Ex-Officio
“‘Enhancing, promoting,
and protecting the
private property rights in
our communities,
and the business
interests of our
MISTY NEWSOME KRISTY WIHTMIRE RICKY TALLENT JIM METZGER REALTOR® members.”
Director Director Director Director

Realtors help make dream of home ownership come true

When you think about “home” you may have fond
memories of an actual house, your parents, smells of a fa-
vorite meal, family gatherings, playing outside, bringing
home or saying goodbye to loved ones. Those memories
make your thoughts of “home” special, and the house is
the physical representation. Home ownership is some-
thing that helps unite memories and people for years and
years. It provides a stable and steady feeling of belonging
to a community, and encourages participation in the
neighborhoods, schools, churches, cities and counties.

June is National Home Ownership month, and as Re-
altors, we promote and protect the rights of individuals
to purchase private property. Our Code of Ethics Pream-
ble, states:

“...Realtors should recognize that the interests of the
nation and its citizens require the highest and best use of
the land and the widest distribution of land ownership.
They require the creation of adequate housing, the build-
ing of functioning cities, the development of productive
industries and farms, and the preservation of a healthful
environment.”

The widest distribution of land ownership is at our
very core, as Realtors. We love home! “Home is Where
the Heart is,” “There’s No Place like Home” and “Home

for the Holidays” are all phrases indicating love for home
and what it represents to us!

Realtors love helping people find home. We strive
to make sure everyone who wants to purchase a home
to has the opportunity. With the trusted partner affil-
iate members, like our lenders, title companies, home
inspectors, appraisers and others, the Realtor members,
in the six counties that the River Counties Association of
Realtors services, can help anyone, anywhere.

Although COVID-19 has changed the way buying and
selling homes looks, nothing will change how we feel
about home and home ownership. Let’s all celebrate
Home Ownership Month by giving some love to our
homes, the people we love, and the community we live,
work and play within, and we Realtors, will continue
our mission of helping anyone who wants a home, find a
home.

RCAR members support our local communities by

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

participating in Habitat for Humanity builds, The Caring
Place and distributing tornado relief checks to help
home owners recover after tragedy strikes Members are
constantly finding ways to make home ownership more
attainable for everyone, and are open to learning about
how they can help impact the community from local
residents.

Realtors help create belonging for all people, in com-
munities around the world. Call a Realtor for your home
purchase. THAT'S WHO WER!

RESIDENTIAL BROKERAGE

Denise Marler @
REALTOR®
TN License #273397

0O: (423) 365-2524

C: (423) 618-6759

E: denisemarlerrealtor@gmail.com
W: www.coldwellbankerpryer.com

Coldwell Banker Pryor Realty
23524 Rhea County Hwy
Spring City, TN 37381

A LOCALLY
MANAGED
COMPANY
SERVING
LOCAL NEEDS

OUR MISSION:

FREE DELIVERY

GUEVEFNND
AL E,

“Serving Cleveland Since 1968
Hours: 7 am - 5 pm
Mondeyy=Fricey
2700 20th W=
(L2 41 2-B38357

Through teamwork that stems from faith in our fellow employees,
Waste Connections of Tennessee, will provide the

highest quality of service and value to our customers
with a focus on: Safety, Regulatory Compliance,

The Highest Ethical Standards, and Shareholder Value

386 Industrial Dr.,
Cleveland

423.476.2293
www.wasteconnections.com
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2020 Multiple Listing Service Board:

Past Presidents
1974 to 1984

Shawn Matthews Betty Messer Ingrid Prather Tina Ledford
President Vice President Treasurer Secretary
Lynn Davis Glenn Ramsey
1974 & 1978 1975
Cathy McCracken Tim Mazzolini Jennifer Douglass Angie Stumbo
Past President Director Director Director
Erwin “Rip” Townsend Jo Organ
1976 1982
Brian Workman Theba Hamilton Amy Elkins Suzanne Akins
Director Director Director Ex-Officio

7 . o "
R.F. Bill MclIntire Jim Workman Tm w M peaw &ke Mme. — L. Frank Baum, author

1983 1984

Mary Beth Baker D.J. Bales Donna Bales Fran Bible Suzanne Booth Tonna Brinson Chaela Cintron Brent Clayton = Scott Creech = Marty Dabbs Lisa Ellis Sarah Evors
423-310-5507 423-715-6540 423-715-2558 423-618-7490 423-716-0792 423-458-8042 423-244-8843 423-715-0798 423-309-8147 423-284-4454 423-650-6639 423-716-5562

Troy Goins ~ Maureen Gonclaves Adam Hammond Jason Hines Linda Kaylor Lilli Lauster Steve Martin  Emily Maynard  Lori McKay P.J. McKay Jim Metzger Roger Niez
423-715-4017 423-650-0316 423-464-1812 423-650-7804 423-331-6161 423-284-1699 423-504-1819 423-309-8064 423-650-0628 423-650-8685 423-385-0585 423-693-8706

Sharon Parker Kelli Paul Linda Prince Eric Ratcliff  Brenda Richardson Dwight Richardson ~ Helen Riden Gail Rollins  Ginger Savage Pat Smith Patricia Sosebee Billie Stevens
423-650-2981 423-280-8072 423-303-8038 423-716-0570 423-650-1701 423-715-0030 423-284-3131 423-802-3043 423-667-2711 423-838-1240 423-284-5051 423-762-8908

“Be Home With
Bender Realty”

#behomebenderrealty

JuliaTallent ~ Ricky Tallent =~ Amy Wagner Tyler Webb  Jim Workman  Brian Workman Robert Bradney
423-790-8868 423-310-5789 423-584-2412  423-715-6636 Broker/Owner = Broker/Owner General Manager
423-618-7010 423-618-0900  423-619-0621

425 25th Street
B Cleveland, TN 37311 &
www.bender-realty.com
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1985 to 1994

Rhea County’s Cristine Moore wins
‘That's Who We R’ scholarship

Bruce Renner
1985

Charlene Moore
1986

Special to the Banner

The Community Out-
reach Committee of the
River Counties Associa-
tion of Realtors® spon-
sored a scholarship for
graduating seniors in the
six-county region of its
service area recently.

RCAR presented the
“That’s Who We R” schol-
arship to 2020 recipient
Cristine Moore from Rhea
County, with a $1,500
check.

Moore submitted a
video demonstrating her
accomplishments, goals
and story of her needs,
and was ultimately chosen
by the Committee.

RCAR is proud to honor
this young student.

“This is our way of help-
ing youth and raising the
bar for education,” said
Tina Ledford, Committee
Chair of the Community
Outreach Committee for
RCAR.

According to Suzanne

Contributed photo

CRISTINE MOORE was the recipient of the “That’s Who We R” schol-
arship, from the River Counties Association of Realtors. From left are RCAR
Community Outreach Committee members Ricky Tallent, Julia Tallent and
David Sanders; scholarship recipient Cristine Moore; RCAR President Su-
zanne Akins; and Commumity Outreach Committee Chair Tina Ledford.

cations, they will be part
of the community and be-
come productive citizens
that run for office, own
small businesses, develop

Bradley, Rhea, McMinn,
Polk, Meigs and Bledsoe,
which our membership

boundaries cover,” Akins
added.

education through the
$1,500 grant, by submit-
ting a three-minute video.
The tagline “That’s Who
We R” is the motto for the

AKkins, President of the technology and become The “That’s Who We R”  National Association of
River Counties Associa-  future private property Educational Scholarship ~ Realtors®, demonstrating
tion of Realtors, “Helping ~ owners. is designed to encourage  that Realtors, who follow
high school students is “We consider thistobe  applicants, recommended  a strict Code of Ethics, are
important to us, as once a small way we can give by their high school coun-  working, living and play-
they complete their edu-  back to the counties of selors, to further their ing in local communities.
C.W. “Bill” Harris G. Max Phillips
- - H hi ing since 2016
National rate reached
8-year high before
coronavirus pandemic
REALTOR.com
In the first quarter of this year,
the homeownership rate reached
its highest level since the third
quarter of 2013. The percentage
Eddie Botts David Carrol of people who own a home in the
1989 1990 U.S. increased to 65.3%, a 1.1%
uptick over the year prior, the U.S.
Census Bureau reported earlier
this year.
Homeownership has been on
the upswing since 2016. While
the pandemic that increased its Metro Creative Graphics
presence in the U.S. in March and
April may impact that movement “The homeownership rate for Ratiu told HousingWire. “As
going forward, many economists ~ people under the age of 35 — Americans have lived, worked,
aren’t so sure that it will have that while the lowest across genera- taught, studied, cooked, and
effect across all age groups. tions—posted the strongest gain ~ exercised at home over the past
Indicators from the first quarter over the past 12 months,” George  month, we have a new-found
of this year show a strong hous- Ratiu, realtor.com’s senior econ-  appreciation for bigger homes,
ing market. Homeowner vacancy  omist, told HousingWire. “An with more outdoor space, updated
rates — the share of houses that upward trend in homeownership  kitchens, and access to amenities.
are empty and for sale — dropped would indicate rising economic Those preferences hold across
Della Renner John Paul Douglas to the lowest level in more than well-being.” generational cohorts, pointing to
1991 1992 40 years, according to Census But, he acknowledges, current a favorable outlook for homeown-
Bureau data. unemployment trends due to ership.”
Homeownership rates were COVID-19 likely will impact this In the first quarter, the home-
highest for those aged 65 or older  age group. ownership rate was highest in the
(78.7%), followed by those 55 to However, Ratiu believes that Midwest, at 69.2%, followed by
64 (76.3%), 45 to 54 years old as the pandemic subsides, home-  67.6% in the South, 62.4% in the
(70.2%), and 35 to 44 years old ownership interest won’t de- Northeast, and 60.1% in the West.
(61.5%). crease.
Homeownership rates were low-  “The coronavirus pandemic is Source: “Homeownership in
est for those under 35 years of age impacting not only the economy  the U.S. Reached a Nearly 8-Year
(37.3%), but did show increases and real estate markets, but also  High B.C. (Before Coronavirus),”
during the first quarter. shifting consumer preferences,” HousingWire (April 28, 2020)
" H o o t °_ N : )
James R. Holt Judy Dunn e ) uie weel "umd ”42)]9 UD. - Lauralngalls Wilder, American author
1993 1994
Marcia Botts 423-476-3205 Dennis Botts
Broker/Owner Affiliate Broker/
a3400102 www.awardrealty.org Owner
423-310-3326
Serving Your Real Estate Needs Since 1980.
Contact any of our experienced professionals for
all your Real Estate Needs.
Jaime Alderman Diana Auberry Alisa Botticelli Tonya Botts Jacqueline Caffrey Kelli Crane Heath Davis Randy Forney Rhonda Forney Melody Fowler

Affiliate Broker
423-715-2002

Affiliate Broker
423-593-5633

Affiliate Broker
423-599-0214

Affiliate Broker
423-280-9477

Affiliate Broker
423-310-8887

Affiliate Broker
423-994-6608

Affiliate Broker
423-618-5857

Affilate Broker
423-599-9787

Affiliate Broker
423-599-9497

Affiliate Broker
865-603-6295

Mike Jones
Affiliate Broker
423-310-1454

Monica Horner
Affiliate Broker
423-313-5111

Anna Marie Lynn
Affiliate Broker
423-595-3378

Jeffrey Miller
Affiliate Broker
423-421-8101

Lilly Montealegre
Affiliate Broker
423-803-8594

Joy Power
Affiliate Broker
423-457-9930

Mary Jo White
Affiliate Broker
423-284-4488

Hanna Kazy
Affiliate Broker/
Office Manager

423-476-3205

Hannah “Dee” Ingram
Administrative
Assistant
423-476-3205
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Simple strategies to meet the neighbors after moving

(MCG) — Alot goes into building safe,
strong communities. While no single fac-
tor can be highlighted as more important
than another in regard to building strong
communities, a willingness on the part of
residents to connect with their neighbors
can benefit local neighborhoods and the
people who call those communities home.

According to Mental Health America,

a community-based nonprofit dedicated
to promoting the mental health of all
Americans, research has shown that social
connections increase happiness and lead
to improved overall health and longer
lives.

Adults may find that establishing a
connection with their communities,
and maintaining that connection while
juggling the responsibilities of work and
a family, is not always so easy. That’s
especially so for adults who have recently
relocated to new areas. Reaching out to
neighbors can be a great way to build new

Metro Creative Graphics

relationships that can benefit as individu-
als and strengthen communities.

Don’t be shy
People often want to know who’s living
next door, so adults who have recently
moved need not be shy about introducing

themselves to their new neighbors. Intro-
duce yourself and share what inspired you
to move to your new neighborhood.

Host a backyard barbecue

Backyard barbecues are laid back
affairs, and that pressure-free atmosphere
is perfect for meeting new neighbors.
Once you have settled in, invite a handful
of your neighbors over for the barbecue.

If you have children, invite neighbors

who also are parents, ideally ones whose
children are the same age as your own.
Kids have sparked many a conversation,
and discussions about local schools, parks
and programs for youngsters can be great
ice breakers.

Answer and ask questions.

Neighbors will no doubt ask questions
when you introduce yourself, so be ready
to answer these questions. Questions may
focus on your career and where you grew

up. If you grew up in the area where you
recently moved, some of your neighbors
likely did as well. Sharing stories about
your school days and/or local hotspots can
be a great way to break the ice.

Don't hesitate to ask questions of your
own. Asking questions might reveal some
common interests that can serve as strong
foundations for budding relationships.

Volunteer

Volunteering with community-based
organizations is another great way to meet
new neighbors. Volunteering with an orga-
nization whose mission you identify with
may be even better, as you're likely to find
like-minded neighbors who share your
passions when working with such groups.

Strong communities are built around
people. When moving to a new commu-
nity, adults can overcome the challenges
such relocations present by taking various
steps to connect with their new neighbors.

We Support River Counties
Association of Reallors

nue
\eside Ave

20 5;‘&%6“5’ ™ b 38033\
License #196
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How to get cleaner air at home

As more people spend time
inside, indoor air quality is be-
coming a pressing issue. Here are
a few tips from experts recently
highlighted at Curbed.com.

Clean surfaces

Cleaning has never been more
important than in the age of a
pandemic, but it can also help
improve the indoor air quality of
your home. Wipe down surfaces
and vacuum frequently to remove
build ups of dust, pollen, and
mold, which all impact air quality,
Curbed.com reports.

Use the vent when cooking

“One of the big things we’re
starting to understand a lit-

tle more is the problems with
cooking,” Adriano L. Martinez,
an environmental lawyer who
tweets about air quality issues
as @LASmogGuy, told Curbed.
com. “A hood and fan that siphons
toxic fumes out of your kitchen
can make a big difference, even
if you're just boiling water. Try
to run the fan every time you're
cooking.”

Use plants to showcase a
healthier home

Easily-obtainable plants include
English ivy, bamboo palm, peace
lily, spider plant, rubber tree,
pothos, aloe vera, ficus, philoden-
dron and flamingo lily.

Avoid the VOCs

Pay attention to the labels when
cleaning to avoid products con-
taining volatile organic chemicals.
The fumes have been linked to
irritating lungs.

Use a high-quality filter
on the HVAC

A good filter can help trap air-
borne pollutants inside a home.
Martinez suggests looking for a
minimum efficiency reporting val-
ue, or MERV rating, of 8 or higher
on the HVAC filter. Also, change
it frequently. Plug-in air purifiers
can also help, experts say.

Source: “Breathe Cleaner Air Everywhere,”
Curbed.com

4 ways to avoid remorse when buying a house virtually

REALTOR Magazine

Since the spread of
COVID-19, consum-
ers are showing more
willingness to purchase
a home without stepping
foot inside. Twenty-four
percent of 1,300 con-
sumers surveyed say
they’d be willing to buy
a home without seeing it
in person, according to
a survey conducted this
year by realtor.com®
and Toluna Insights.
Buyers are using listing
data, virtual tours, detail
photos, and live video
walkthroughs with real
estate agents as a sub-
stitute for visiting the
property in person.

But after buying sight

Metro Creative Graphics

Martha Little Dottie Bryant
1995 1996
Wynen Preston Jo Organ
1997 1998
Paul Renner Ronald Murphy
1999 2000
Dwight Richardson Wayne Sherlin
2001 2002

unseen, remorse could
set in if buyers don’t do
their full due diligence.
Here’s how real estate
professionals can help
their buyers move for-
ward confidently with a
sight-unseen offer:

Get a sense of the
senses

“When you're
house-hunting in per-
son, you're able to use all
of your senses,” Redfin
notes at its blog. “You
can see the wonderful
natural light coming
into the living room,
you can hear the noisy
garage door, and you
can smell the pet odors
that are still lingering
throughout the home.
But when you’re buying
a house without seeing
it, you're limited to only
what is shown digitally.”
Real estate pros should
be prepared to answer
questions regarding the
smell of the house (inside
and out); noises from the
house (including outside,
like a train or traffic);

whether appliances

or any home features
look outdated; and the
strength of internet
and cell phone service.

Show off the
neighborhood

Encourage buyers to
check out the sur-
roundings. Agents can
take buyers on a video
tour around the neigh-
borhood or encourage
buyers to use Google
Maps to virtually walk
through the neigh-
borhood and see what
surrounding homes
look like, as well as
get a sense of what is
nearby, the Redfin blog
notes. Or urge them to
sign up for online com-
munity groups, such as
Nextdoor or Facebook,
to get more insights
into a neighborhood or
community.

Get inspections

Provide contact
information for a few
reputable, qualified
home inspectors in

the area. “It’s even more
important to have this
extra set of eyes from a
professional when you
aren’t able to see the
home in person,” Redfin
notes. Buyers may want
to seek out additional
inspections as well, such
as for the pool, radon, or
asbestos if the home was
built prior to 1980.

Be realistic about
a timeline

“Buy a house sight
unseen and you’ll likely

find yourself navigating
the process differently,”
Redfin notes. “It’s im-
portant to set a realistic
timeline with a buffer

in case there are any
hiccups along the way.”
Encourage buyers to pre-
pare all their documents
in advance to help in
navigating the loan ap-
proval process. The loan
approval process could
take longer nowadays, as
could getting any repairs
done to the home prior to
closing.

KIM CRANFIELD Affiliate Broker, GRI

Put Kim's experience to work for you! Awards
earned through the years include Top Selling
Agent, Overall Top Producer, Top Listing Agent,
100% Award, Go-Getter Award, and Multi-Mil-
lion Dollar Producer Award. Kim is a graduate
of Realtors Institute, TN Real Estate Educational
Systems, and has a Business Management

degree

1727 Mount Vernon Dr.
Cleveland, TN 37311

Cell: 423-331-4182

476-7300

More than

a quarter of
properties are
equity-rich

Many homeowners have
alot of money in their
homes. During the first
quarter of this year, 26.5%
of residential properties or
14.5 million were consid-
ered equity rich, meaning
the owner had at least
50% equity in their home,
ATTOM Data Solutions
reports Thursday.

“Homeowners’ balance
sheets generally remained
strong in the first quarter of
2020 across the U.S.,” says
Todd Teta, chief product
officer with ATTOM Data
Solutions. “In the latest
marker of the ongoing
housing market boom,
mortgage payers were
four times as likely to have
homes worth considerably
more than what they owed
on their loans than consid-
erably less.

“But as with other rosy
first-quarter reports, this
one needs to be taken in
context of the looming
impact of the coronavirus
pandemic,” Teta adds.

See EQUITY,
Page B8

Bank of Cleveland
Home Loans

Home Loans

e Conventional

e Rural Housing

e Jumbo

e THDA

e FHA

e VA

e Construction
to Perm

LENDER

Member FDIC
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2003 to 2012

Bill Pryor
2003

Kelli Paul
2005

Susan Barnett
2007

Allison Hamilton
2009

Jim Metzger
201

Allison
Robinson-Hamilton
2004

Rhonda McClure
2006

Robert Bradney
2008

Jennifer Zopfi
2010

Ingrid Prather
2012

/ reasons why you should own a home

National Association of
REALTORS®

Homeownership has
its benefits — but do you
know what they are and
how they can benefit
you?

Tax benefits

The U.S. Tax Code lets
you deduct the interest
you pay on your mort-
gage, your property taxes,
and some of the costs in-
volved in buying a home.

Equity

Money paid for rent is
money that you’ll never
see again, but mortgage
payments let you build
equity ownership inter-
est in your home.

Appreciation

Historically, real estate
has had a long-term, sta-
ble growth in value. In
fact, median single-fam-
ily existing-home sale
prices have increased on
average 5.2% each year
from 1972 through 2014,
according to the National
Association of REAL-
TORS®.

The recent housing
crisis has caused some to
question the long-term
value of real estate, but
even in the most recent

10 years, which includ-
ed quite a few very bad
years for housing, values
are still up 7.0% on a cu-
mulative basis. In addi-
tion, the number of U.S.
households is expected
to rise 10 to 15% over the
next decade, creating
continued high demand
for housing.

Predictability

Unlike rent, your fixed-
rate mortgage payments
don’t rise over the years
so your housing costs
may actually decline

as you own the home
longer. However, keep in
mind that property taxes
and insurance costs will
likely increase.

Freedom

The home is yours. You
can decorate any way
you want and choose
the types of upgrades
and new amenities that
appeal to your lifestyle.

Savings

Building equity in your
home is a ready-made
savings plan. And when

Metro Creative Graphics

you sell, you can gener-
ally take up to $250,000
($500,000 for a married
couple) as gain with-
out owing any federal
income tax.

Stability

Remaining in one
neighborhood for sev-
eral years allows you
and your family time
to build long-lasting
relationships within the
community. It also offers
children the benefit of
educational and social
continuity.

Walk-in closets, energy efficiency are top priorities

National Association of
Home Builders

Closets, energy efficiency, and
laundry rooms appear to be home
builders’ top priorities in the sin-
gle-family homes they’re construct-

ing this year.

The National Association of
Home Builders conducts a nation-
wide survey each year to find out
what home features builders are
most likely to include in a typical

new home. The walk-in closet in the
master bedroom was the most pop-
ular home feature builders cited,
according to the survey. Energy-ef-
ficient features were popular, too,
such as efficient lighting, program-
mable thermostat, Energy Star—
rated appliances, and windows.
Kitchens were most likely to have

a central island, a walk-in pantry,
and granite countertops, the NAHB
survey shows.

On the other hand, the least likely
features builders were to include
in the price of the home were cork
flooring for the living areas on the
main floor, geothermal heat pumps,

Metro Creative Graphics

solar power systems, and dual
toilets in the master bath. Also, spe-
cialty rooms unlikely to be included
were sun rooms, media rooms, and
two-story family rooms or foyers.

EQUITY: More than a quarter of properties
are equity-rich

From Page B7

Teta says it is possible
that equity levels could
drop over the com-
ing months due to the
COVID-19 pandemic and
the toll it’s having on the
economy. So far, howev-
er, housing prices have
stood in firm during the
pandemic.

The highest
equity places
In the first quarter, the
10 states with the high-

est share of equity-rich
properties were all in the

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 Rodante

Northeast and Western
regions of the U.S., led
by California (42.3%),
Hawaii (39%), Vermont
(38.2%), Washington
(36.6%), and Oregon
(34%).

By metro level, the
five areas with the
highest share of equity
rich properties in the
first quarter were: San
Jose, Calif. (64.8%);
San Francisco (57%);
Los Angeles (47.4%);
Santa Rosa, Calif.
(45.5%); and San Diego

(40%). In the Northeast,
the equity leader was
Boston, with 34.8% of

equity-rich properties.

Source: ATTOM Data Solutions
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Homeowners are preparing
to list after the pandemic

REALTOR Magazine

Real estate professionals report
that about 77% of potential sellers
are preparing to sell their homes
once stay-at-home orders from the
COVID-19 pandemic are lifted,
according to a newly released
survey from the National Associ-
ation of REALTORS®. More than
half of Realtors report their clients
are taking on do-it-yourself home
improvement projects in prepara-
tion, too.

“After a pause, home sellers are
gearing up to list their properties
with the reopening of the econo-
my,” says Lawrence Yun, NAR’s
chief economist. “Plenty of buyers

also appear ready to take advan-
tage of record-low mortgage rates
and the stability that comes with
these locked-in monthly payments
into future years.”

NAR conducted an Economic
Pulse Flash Survey May 3-4 and
asked about 2,500 members how
the coronavirus has been affecting
their real estate business.

Home buyers are gradually
re-emerging, but the pandemic has
shifted some of their housing pref-
erences, according to the results.
Five percent of Realtors report
that their clients have changed
their neighborhood preferences
from urban to suburban due to

the pandemic. Also, one in eight
Realtors surveyed say that buyers
have changed at least one home
feature that’s important to them
since the COVID-19 pandemic. The
most common features identified
are home offices, yard space for ex-
ercising or growing food, and more
space to accommodate their family.

But home buyers in search of a
big bargain may not find one. Near-
ly 75% of Realtors report that their
sellers have not reduced listing
prices to attract buyers. Housing
inventories are near record lows
and that reduced competition may
be prompting more sellers to stand
firm on their home prices.

Watch your home’s energy hogs while sheltering in place

National Association of
REALTORS®

As everyone settles into
their homes to ride out the
COVID-19 pandemic, their
energy bills will jump,
perhaps even skyrocket.
But there are some simple
things that homeowners
can do to curb their costs,
particularly as electronics
and lights are used.

Sense, a company that
offers home energy mon-
itoring solutions, offers
up the following five ways
to save money on energy
costs at home during this
time.

Turn off electronics
when not in use

Keeping gadgets on
constantly will add to your
electricity bill. Consumer

Metro Creative Graphics
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Kelli Paul Jennifer Douglass
2015 2016
Max Phillips Denise Marler
2017 2018
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River Counties
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www.RiverCounties.com
&i Facebook
Robert Bradney @ Instagram
2019 © Twitter

electronics and common
devices can account

for 23% of the average
electricity bill — or about
$322 annually, according
to Sense. Turn off devices
that aren’t in use. Place
printers, PCs, laptops,
home entertainment
equipment, and gaming
systems on power strips.
Turn them off when not
in use.

Turn off extra
appliances

Consider consolidating
food into a single refrig-
erator. Particularly older
fridge or freezer models
can be energy hogs. For
example, Sense says that
a 10-year-old refrigera-
tor alone could add $53
annually to your energy
costs. Refrigerators that
should be maintained to

keep them working most
efficiently: Vacuum the
condenser coils, inspect

and clean the door gaskets

for a proper seal, and
check the temperature
setting (at or below 40
degrees for fridge and
o for the freezer), Sense
recommends.

Swap out every
incandescent
light bulb

Incandescent bulbs
can use up to 70% more
energy than LEDs. They
can be all over your home
— inside your fridge and
your oven and outdoors
such as porch lights.
Swap them out to help
save on your energy bills.

Clean the dryer vent

Lint collects in the
dryer vent and can make

your dryer less efficient.
Blocked vents can also be-

looking for more savings,
consider hanging your

come a fire hazard. Clean
out the dryer duct and
vent, but be sure to follow
safe practices. If youre

clothes outside to dry on a
warm day or set the dryer
on a delicate cycle to use
less energy.

Dennis
Anderson
4160 N.
Ocoee St.
476-1300

(Heritage Place
Professional Condominium)

How to save up for your first home

(MCG) — Home owner-
ship is a dream for people
across the globe. Many
people save for years
before buying their first
homes, squirreling away
every dollar they can with
the hopes they can one day
become homeowners.

But thanks to factors
beyond their control, even
the most devoted savers
can sometimes feel like
their dream of home own-
ership may never come
true. According to the Pew
Research Center, Ameri-
can workers’ paychecks are
larger than they were 40
years ago, but their pur-
chasing power is essential-
ly the same.

Various challenges can
make it difficult to buy
a home. However, some

simple strategies can help
prospective home buyers
build their savings as they
move closer to the day
when they can call them-
selves “homeowners.”

Determine where your
money is going

If you're finding it hard
to grow your savings, audit
your monthly expenses
to determine where your
money is going. Using
exclusively debit or credit
cards can simplify this
process, as all you need to
do is log into your accounts
and see how your money
was spent over a given
period. If you routinely
use cash to pay for items,
even just to buy coffee on
the way to work, keep a
notepad handy so you can

jot down each expense. Do
this for a month and then
examine how you spent
your money. Chances are
you will see various ways
to save, and you can then
redirect that money into
your savings account.

Become a more savvy
grocery shopper

Another great way to
save more money is to alter
something you already do
each month: grocery shop-
ping. If you haven't already,
sign up for discount clubs
at your local grocer. This is
a largely effortless way for
shoppers, especially those
buying food for families, to
save considerable amounts
of money. Shopping sales at
competing grocery stores
also can save money.

Serving Bradley, Bledsoe, McMinn, Meigs,
Polk & Rhea Counties for more than 75 years

Dine in more often

The U.S. Department
of Agriculture says that
Americans spend, on
average, 6% of their
household budgets on
food. However, the USDA
also notes that Americans
spend 5% of their dispos-
able income on dining
out.

Local Legal

Services
Property Law | Deeds | Estate Planning
| Bankruptcy

Call us for a confidential consultation

3910 N. Ocoee St., Cleveland, TN 37312
(423) 829-1429 e andrewbmorgan.com

¢ Divorce/Separation ¢ Criminal Defense
¢ Adoption * Wills
¢ Custody * Probate
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Larry Allen Steve Allen  Charity Bales Terry Barnette  Missy Burger  Ben Carroll  Cindy Chase
423-240-8613

423-244-5173 423-320-1260 423-463-0024 423-253-5576 423-715-5080 423-595-1308
Lallen7883@charter.net

steve.allen@crye-leike.com  charifybales@crye-leke.com  terry@terrybarnette.com  missy.burger@crye-leike.com  ben.caroll@crye-leike.com  cindy@cindychaserealtor.com

Dana Connors  Jim Davis  Philomena Davis Tammy Davis Mike Domeck Sheryl Domeck Matt Formont
423-595-4855

; 79-40 423-504-5863 423-596-1618 423-595-1319 423-310-8966 423-310-4488 423-716-4692
ana.connors@crye-leike.com

jim.davis@crye-leike.com philomena.davis@crye-leike.com tammydavis@crye-leike.com mike.domeck@crye-leike.com sheryl.t.domeck@crye-lelke.com  matt.formont@crye-leike.com

Jamie Gilley Debbie Godfrey Phila Goins Theba Hamilton George Haney Heather Jaramillo Grace Johnson
423-715-5252 423-322-6072 423-715-8228 423-240-8540 423-650-5274 423-351-4330 423-316-4663

jamie.gilley@crye-leike.com  debbie.godfrey@crye-lelke.com  phila.goins@crye-leike.com  theba.hamitfon@crye-leike.com  george.haney@crye-leike.com  heatherjaramilo@crye-leike.com  grace.johnson@crye-leike.com

Linda Jones Tony Knight  Jonathan Kraft  Johnny Lewis Kim Lewis Tonyalong Margie Lynch
|'4<.3|2‘3-5@95-|7'k227 423-596-9000 423-284-8004 423-618-9505 423-715-7133 423-813-9883 423-618-4716
INGa.jones@crye-leike.com

tonyknight@realtor.com  jonathan kiaft@crye-leike.com - johnnylewis@crye-leike.com  kim.lewis@crye-leike.com  fonya.long@crye-leike.com  mlynch@crye-leike.com

Heidi Matthews Lauren Oliver  Kathy Patton Pitner Peals Max Phillips  Paul Ramsey Van Randazzo
423-402-5553 423-284-4849 423-595-8828 423-519-7697 423-596-7173 423-310-6464 423-339-7650

heidi matthews@crye-lelke.com laurenmk8489@gmail.com  Kathyl.patton@crye-leike.com  pitner.peals@crye-leike.com  gmaxphillips@gmail.com  paul.ramsey@crye-leike.com van.randazzo@crye-leike.com

Jannis Sams Tim Sams Gary Silcox  Drew Spencer Eric Spencer Sandy Whaley
423-503-2945 423-503-2944 423-715-6467 423-718-0517 423-667-1711 423-847-7879

jannis.sams@crye-leike.com  jannis.fimsams@gmail.com — gary.sicox@crye-leike.com drew.spencer@crye-leike.com  espencer@crye-leike.com  sandy.whaley@crye-leike.com

We are your trusted local market leader.
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