Isiita'good time to buy, sellior hold?
d NORMAN

BEl. 2008 REALTCE.S--




| CARTER

& ASSOCIATES

REALTORS

Our goal at Carter and Associates is to exceed expectations
on every transaction with our genuine commitment
to do anything and everything necessary in our clients’ best interest.

Our career professional team members are Real Estate authorities
within Greater Atlanta communities through their active involvement
on both a professional and personal level.

Our unique team approach provides deep local communal knowledge,
breadth of experience in all aspects of real estate,
and dedication to individualized attention
that ensures our clients receive the best possible experience
— every time.




Dear Neighbor,

— Chad and Chnistina Carter

There are 185 Reasons
to choose Carter & Associates

Download our brochure for the entire list of

185 ThlIlgS We Do # J(///((/( forne

www.carterandassociatesga.com/185 things




Hire an Entire TEAM [caRTER

__ Get MORE for Your 3%!

BEALTOEE

With Carter & Associates, you get an entire team of professionals
to ensure you sell on your own terms and at the maximum price.

Chad Carter, Realtor and Team Leader

As a LS. Army Veteran and leader of an award-winning team, Chad is extremsa]y customer-service
oriented. He has extensive knowiedge of new construction and existing home evaluations 1o share with
buyers, sellers and developars. He also has an intimate understanding of all Atlanta In-town neighborhoods
He and his wife/business partner, Christina, and their three children live in Decatur.

Christina Carter, Realtor, Manager

With a background in Engineering and a long-time Atlanta resident,
Christina enjoys designing and managing renovation projects, along with
har passion for helping people find the right home.

Bridget Fancher. Realtor, Admin Manager
Eridget has more than 15 years of real estate experience in Mew York and Atlanta.
She enjoys renovating her E0-year-old home and supporting her commiumity.

Joanne DeSantis, Office Manager
Joanne is extremely vaiuable 10 the team as she handles contracts and closings.

Including extensive Marketing Programs

that bring results!

Kate Elliott, Listing Coordinator. Marketing
Kate enjoys creating an online presence through social
media outlets to keep Caner & Associates in the public eye

Lou Childs, Marketing Coordinator
With. 25+ years of marketing and branding experience, Lou assists in developing
the oversll marketing strategy and coordinates messaging with the team.

Sarah Newton, Team Assistant
Sarah is passionate about helping others and values the Carter and Associates'
team approach 10 achieving real results with beneficial outcomes for our clients.

Paul Beck, Graphic Artist
Paul studied graphic design at UGA and provides design support for Carter
and Associates including brochures, market reports, and direct mail

Kate Timberlake. Social Media Coordinator
In addition to coordinating Carter and Associates’ social
media, Kate is also a Closing Specialict for the team.




The approximately 3-percent increase in Atlanta region home prices is led by low inventory, low
interest rates, and low unemplovment. These factors will continue in 2018,

According to the Economic Forecasting Center at Georgia State University. the Atlanta area is
expected to add 51,800 jobs in 2018. .\ppm\lmatt‘h 13,100 of these will be premium jobs. This
should fuel a stronger residential real estate market. as home sales and price increases are directly

related to job growth.

Interest rates continue to remain at historic low levels. However, there is a slow upward trend that
will cause 30-year fixed-rate mortgages to hover around 4 percent by the end of the year.

Among major US. cities, Atlanta remains one of the most affordable housing markets. Affordability
is a measure of whether a typical houschold earns enough income to rllu'ﬂlh. for a mortgage loan
on a typical home. An increase in personal income was just slightly behind the average home-price

increase in 2017 and is expected to be on par in 2018.

A balanced market generally has about 6 months of mventory. The metro Atlanta area finished
2017 with approximately 3.5 months of inventory which indicates a sellers’ market. We expect this

trend to lessen in 2018, but the vear will still end with less that 6 months of im ‘entory.

There 1s clearly a move toward homes with high functionality, embedded technology and lower
operating costs. The desire for community walkability has never been higher. Liv e/ wor k/play
dev rlnpmrnm and nearby neighborhoods are in greatest demanc.

"Vanances.exist by geography and price poine



From My Perspective ...

Chad W. Carter, Realior®
Certified Luxury Home
Marketing Specialist (CLHMS)
Senior Marketing Consultant (SMC)
ABR Mula-Million Dollar Sales Club
Certified Residential \""'npﬁr:“‘lali.‘-i! (CRS
US Army Veteran
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Itis all good news. The otal number of home sales will stay about the same and may diminish slightly. People who
move here, stay here and there is certainly no lack of demand for our community's homes, This law i IVentory,
paired with high demand, will continue to push home sale price growth, but at a slower pace: we predict about a

3- 1o d.5-percent average, That is good news as our pace comes more in line with the economic growth that can

be maintained without a painful correction, We will see a more stable marker. Listings in the 5550,000-and-under
range will continue to see the highest growth in sales price due to affordability, and it will p;rdwmu.un]n he a sellers’
nhul-.f* as long as the home is lulnkﬂ. Prapertes m the $550,000-57 50, () range will enjoy moderate growth
with a low-to-stable imventory. Pl:‘r] erties above the 5750,000 price [H?llll will still enjoy growth, but at the lim.t 1 end
of the average due to competition with new construction and renovation inventory. a I‘]]“l]rl inveniory-to-sale ratio,
and a smaller general buyer pool. No matter what price range your property is in, it will benefit greatly if’ you take
the sleps outhned here to ensure it goes 1o market to sell qlm LJ\ and for the hest pr ice,

Make sure vour home is as turnkey as possible. For vears and {or a plethora r:i reasons, buvers have heen
wanting, and now nee |:|JJ|E,_| their home purchase to be as move-in ready as possible. If it is turnkey, they will gladly
pay the asking price. It is far more afordable for buyers 1o manage a Ixrnlu table mortgage than it is for them to
keep coming up with cash for needed repairs and uj:u:lth <. Since buyers are '\IJT‘IJ(!ll:I” mare of their savings fon
home purchase costs (downpayment and closing costs) they have linde left in their budger or debi-to-income o save
cash for future 111‘::_]5"1 ts. This does not mean vou have 1o go overboard, Full-scale re .models are not nec essary 1o sell
vour home! But it is certainly worth vour effort to discern what modest improvermnents will render significant returns
o the sale of your home verses those improvemnents that do not bring a return on vour money. A w.mrm{l
Realtor can give vou such advice, as well as aceess to competent and reasonabile subcontrac tors in all fields, and
project management to help make the task as easy as possible. Meost homes only require minimal (but well-planned
eflorts to bring to market optimally. and those ptnm‘ra are well worth the investment. This usually alse includes
stasing either IuJJ staging or luxury home accessories all of the homes shows and builders stage their homes for
A reason it works for the most uimmdl gale. [ should mention here that along with offering all of the above
services, at Carter and Associates, we also provide luxury staging for all of our listing for FREE.

Marketing, marketing, marketing. .

Almaost 100 percent of our in-town lnn]:ll'-'l[u"\ are first viewed and discowered online. Most of aur buvers lu: the City
of Decatur (about three out of five, in our experience) are moving here from the outside — either the city's suburbs.
from elsewhere in the nation or from out of country. You will nee -] an extensive marke ‘ting program that ¢ mp]n WS

all available advanced and innovatve techniques and techne logies th ensure your home, above all others, is viewed
online and. more importantly, visited first. Favorable online views equal onsite visits — which then pre wluce offers.

Did I mention we also attend all of our clients” home viewings? We are there at each visit 1o ensure buvers receive
ENe 1'~,1|1u|'J Illrx need o know about Yl remarkable home .L|u| ¢ ulnmllluh

Take advantage of vour market debut

"I."filJJ. s0 many secondary sites nnrkimﬁ vour time an market, working hard up front o prepare the home to show in
its best light, engaging an extensive 1t‘hu|.r"1ll1" program. and selecting the correct list price are eritical for an optimal
sale, erh will .Ll'r‘\rr]lllr‘]". question vour Immt s value il yvou're on the market for more than three or four weeks,
due ta the high visibiliny of our homes™ entire and immediate sell history on all of the public, secondary real-estate
sites, This has dramatic .1]]-. changed the sirategies of how we bring our homes to market. The way to achieve the
highest sale price is to implement a strategy to sell within 32 days or less,
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Year | Sales | Avg. List Price | Avg. Sale Price | Price Per S/F | Avg. DOM

015 313 55829090 5373.25 8250190 32.4
2016 407 S 17606 8iil I_HE-;E-; 526174 45.08
H17 253 S6aT7.275 S6a0.505 &279.149 al

7000
More good news! Home prices in

the City of Decatur have increased 600
c¢ach \.ral now for the past six years.

With the 2017 average sale price now = 500
at $650,305. the city experienced an .
annual 6.4- -percent Increase 11 its = 400
average home price. Ths is '
rvamlnhh consistent with the 300 I
average price- per-square- -foot 3
imcrease, which 1s up 6.6 percent from = 200
2016. In all. our city has experienced

a total annual qmcrlr family home 0

percentage increase of 60.. 2 percent % = " " i
since the end of the housing crisis in 2002 2013 2014 2015 2016 2017
2012. Wow! Bale Prive, Average

The monthly average inventory of
homes for sale has dropped again for

Frace io Hundeed "Thonsand

v the Gth straight vear

100 drnppmq to 42 properties
active properties per month from

5 Al in 201 6. Overall this 1s less than
a 2-month supply with an average

50 of 21 homes sales per month | (down
from 26 per month in 2016). This

95 t'“{l?l:‘]‘.l'[luﬂ’!lh low inventory will

. ] . continue to be an advantage for
0 sellers, and sales prices in the City of

2012 2013 2014 2015 2016 2017 Decatur will continue to trend

upward as well.
. Average Monthly Tovenion - Average Monthly Sales Sl ‘




'Total home sales in the City of

Decatur dropped by 17.6 = 300

percent from 307 sales in 2016 7

to 253 sales m 2017, This -

decrease was due to a lack of g 200

inventory — not to a lack of =

demand. In 2017, expect a 2

further modest decline in the £ 100)

munmber of total sales. secondary E

to limited mventory and ' %

Soniaiity 2012 2013 2014 2015 2016 2017

Avg Days There are a few important
Price Rangein $ | Smallest SF | LargestSF | AvgSF | on Market | #ofSales  takeqways from our 2017 home

0-299,900 774 1,417 1,145 35 4 SEiJ:l‘TS. lee clevation in the sale

300,000-399.999 | 888 1901 | 1,368 42 25 price of our homes has been

400,000-499,999 | 958 2080 | 1,524 34 35 consistent over the last few years,

500,000-599,999 1,244 3.892 1,978 19 57 and it is accompanied by the

600,000-699,999 | 1,781 4621 | 2451 | 26 32 correlating shrinking

700,000-799,999 | 2,182 3900 | 2801 | 38 35 gﬂm‘“ Sz~ P“'“Pltt"“"w II"E'“E“

: . ’ rice-per-square-toot 1s the
£00,000-399,999 | 2465 4000 | 3231 3 36 rr}rrrlgtmg flmd primary initial
900,000-999,999 § 2,816 4,160 | 3,617 32 I& tool used by agents and assessors

1,000,000+ | 3,144 5,536 | 4,086 5 13 alike. and it increased this vear to a

new record average at $279.19 per
scquare foot — up 6.6 percent from

2016.

Average days on market (DOM) continues to be one of the best 2012
111-:‘hr1mn for demand. Days on market in 2017 returned to 2015

levels, at 32 days average. Thisisa good indicator for the demand for 2014
our city’s homes and accompanying lifestyle. Now. more than ever, there

is a strong correlation between an 111d|nd1r1| listing’s Days on Market 9014
and its final sale price. Note that 32 days is just the average. Thus, there

are many homes that sit longer and unnec Pf-.q:mh sell for than less 9015

market value. And as noted ahove, there was a twofold increase in the
number of homes that did not sell in 2017, Due to the high visibility of
our homes™ entire and immediate sell history on all of the public,
secondary real-cstate sites, buyers will absolutely question your home’s
value if you're on the market for more than three or four weeks. This
has dramatically changed our strategies of how we bring our homes to 0 95 &0 75
market. The way to achieve the h:ghf‘@t sale price 1s to implement a vt Diays on Miekat
strategy to sell within 32 days or less.

201

2017




THERE ARE
185 Reasons to Choose
Carter & Associlates

#85: We Attend
ALL Showings

and coordinate with
owners, tenants and other Realtors
— giving you peace of mind!

HARRY
NORMAN

Download our brochure for the entire list of

185 ThlIlgS We Do # sel/ yote foorne

www.carterandassociatesga.com/185 things



After a staggering elevation in sales and sale o= ' N
prices in 2015, Adair Park-Lenox Place sales
cooled m 2016, but have risen exc :=pu':'uhﬂ]\
again in 2017, The improvement in sale pn: £5 : -
from $5334,315 m 2016 1o 5589302 in 2017, A
make this the vear's highest per rn1 increase in i, H
all of Decatur. Prices are up 10.3%., well ahove | st ‘ol @ ...t..u...
the 6.4% city average, The

;mu -per-seuare- -foot elevated similardy, with an . ;
mcrease of 10.4%, making the neigh horhood | : £ |
one of the highest in price-per-square-foot =

These remarkable gains reflect the - A
affordability of the neighborhood compared : L

o the rest uf- the ¢ 11".. [I ¢ sill the second mos '
affordable nr-Jnthm-huurl with an average sale gt

pnr.l at 5589, 1||? The average home here ' o
is smaller, reflecting their affordability. The i
smaller the home, the higher the sell price per ' 4
sejuare foot. whicl is h‘*ﬂr"t e 1n their very lm,jll
$200.33 “sell price per square foot™ statistic. The DOM, at 21 davs average, is also Decatur’s lowest, further
reflec tmgg its affordability.

The mixture of properties here encourages intimate bonds between families in one ol the city’s earliest
neighborhoods, Social iving abounds. \\11|1 1t pmxunm to downtown Decatur’s many amenities, Adair Park and
Lenox Place will be at the top of the city’s gain expectations in 2018,

Year | Sales | Avg. ListPrice | Avg. Sale Price | Price Per S/F | Avg. DOM

gl ] an $5536.826 "_Fﬁi b ta ] 5253.62 24
2016 29 $541.773 2554315 S262.89 a2z
2017 28 8£595.750 ,":'u.‘JHE.L.'iHE 529053 21

| had the pleasure to work with the Carter Team on the sale
of my condo. They did a great job recommending

updates and getting the condo listed and sold. Highly
recommend working with the team.

— Heather Houslon




The team at Carter and Associates is second to none!
From the moment we decided to list with them, they
lead us step-by-step through the process of selling our
first home. If we had questions, they had answers.

From recommending updates and fixes to staging,
photography, and listing, Carter and Associates did all
they could to help us sell our home for the best price.
We couldn’t have done it without Bridget, Chad, and
Christina!

— Kari and Nate Ewerl-Rrocker

College Heights

Total home sales here diminished this ' nia R o
vear from 41 m 2016 to 21 n 2017. The WINNONA PAR
sale price average ph\ ed catch-up for a l—
few vears with dramatic double-digit .
increases annually from 2014-2 U'ih and ;

it increased another 6.67% in 2017,
bringing 1t more in line with the city’s .
o . average growth rate. The 2017 home \ i,
PHE“E;?“IHI - sale pmfammgr of $637.760 is also E |l e
LUAG S0AYNOY 1 now almost in line with the city ' E ol g
' ' average at $650.303. College Heights H
was established as a garden suburh in the B S
1940)s, and with its charm. comfort, and
farmily -hmnrih :lrmmphﬂ‘r expect the 1 L
growth rate to stay in line with the '
overall city growth rate in following
Vears.,

Year | Sales | Avg. ListPrice | Avg. Sale Price | Price Per S/F | Avg. DOM

2013 37 $522.419 3308.241 5235895 A0
2016 41 013,763 F297.90] S237.46 11

27 21 il e Rea 0577600 5250496 30




Glennwood Estates ————

The afluent Glennwood Estates N ol Bt Dcat
neighborhood had a great year in 2017. '
There were only 16 sales, down from 35
last vear. While the number of homes
sold decreased, homes sold very well
at an average of §803.988. This is the
highest average sale price for all Decatur
nmuhhm hoods, which is an indication
of {I'u neighborhood’s larger homes and
larger lots (well re presente d by those sald
111 "t]'] 7). The price-per- sequare foot at

81.56 i1s in line with the city average
at ‘-:E 79.19. The low number of sales : : )
is largely due \l]]lll_l‘l. to homeowners 5 Fie i O
:]mmmﬂ to stav. They appreciate their L
homes, the local landse ape. nature
preserve, and direct access to the city

park.

i T T ]

'-";)‘WSI
- "

Avg. List Price | Avg. Sale Price Price Per S/F

$675.903 : e 3
SH10,4944 803,988

L8 18 ]

We love Chad and Christina at Carter & Associates! Decatur is a
VERY competitive market, and they are experts at buying here.
Were confident that we wouldn't have gotten our home at all
(much less at a good price) without their astute knowledge about
the area and deft negotiation skills. They were patient with our
every question and generous with their time.

We also appreciated their knowledge about local schools and their
recommendations of contractors to help with repairs after

purchase. Definitely, definitely work with them if you have the
chance!

— Jodi and Steven Porter
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Chad and his team did an excellent job on our home purchase. The quality of the basic services was
outstanding, and they went out of their way to find additional ways to add value such as valuing our current
home, helping find contractors and keeping the lending process on tracl. | highly recommend them.

wole and Brad Alexander

The well-established Great Lakes and

Clairemont Estates neighborhoods have

experienced very consistent

year-after-year sales numbers and gains.

2017 was no exception for these

remarkable neighborhoods. with 34 total

sales. The home sale price average and

price-per- scjuare -foot average were

almost directly in line with the city’s

2017 average. The only modest

difference here is the home sale price

average increased by only 2.92% in

2017 rnm]ﬂl ed to the ¢ Ity average [ .

gain of 6.4%. It remains in a tie Em the Dt Edg

h rth-highest-selling 1‘1!."1*'f}1|'Jl.'}I‘1'1r1[ wl in i

the citv of Decatur. f onsiste ney has

been the key for the area, with
progressive vear-after-vear elevation in sale prices without fluctuations. This will not change in 2018
for this charming neighhorhood. With its exceptional mixture of architectural styles and pru\umh
to City of Decatur, Gn at Lakes and Clairemont Estates will remain an intimate, and much-desired
area for families.

E

Avg. List Price | Awvg. Sale Price

2410 $622,844 $616.686
2016 | $636,881 $628.774
LIVl §661,729 $647,162




The MAK Historic District hosted 6 sale —n
transactions in 2017. This 1s consistent =
for this intimate neighborhood of prized
historic homes. lis lmu er sales price
average for the year only reflects that the
ne tcrhﬁm hoods few transactions this year
were for smaller homes. This
neighborhood was the city’s first
established historic district, and its L
homes are cherished. MAK will ahy ays
be a highly desired neighborhood for -
those fortunate mmucrh {0 capture one \

of the few purchase opportunities each

‘ year. _ S T
| N =

Year | Sales | Avg. ListPrice | Avg. Sale Price | Price PerS/F | Avg. DOM

'“Ii

215 ] S637.250) Sha. 750 S213.72 4
2R 7 S3UH.TO0 50949 929 S280.79 94
2017 [ G545, 167 EREE.650) 8266 A3 39

We bought two homes and sold one with Chad and Christina,
and must say their energy, charisma, and investor’s
perspective has been super helpful! Most importantly is that
they have a family and still have such a commitment to their
clients. Such an All Star team, and | have recommended them
many times to my friends and family!

— Rail and Ben ‘Tracy




Words can’t describe how much we loved working with the

Carter & Associates team! As first-time buyers, we had no clua what
to expect through the process, but they talked us through every
single step and answered all of our many, many questions.Chad and
Christina truly went above and beyond at every step along the way;
they were proactive and prioritized our needs, updating us along
the way.

At one point they were texting us through the evening in advance
of a midnight deadline and another time they were answering
emails from their European vacation. Christina even sat through a tense, four-hour closing with us due to

the seller being late and disagreeable. We couldn't be happier in our new home and give the whole team our
highest recommendation!

— Sarah Anne Smuth and FJason Kilpatrick

Oakhurst

As the largest neighborhood in the City
of Decatur, U:ith.mi accounts for the
iﬂl’fﬁt volume of sales each Vear., lis
'[uI"tl sales were down only Hll“hth at 61
u_nmpan'-fl to 75 transactions in 2016,
The neighborhood™ ".}tht averag | ik
increased by only 2.68% in comparison &l =i wannimsr
to the city average at 6.4%. Oakhurst’s
aalupun average now at S651.678 is
directly in line with the city average of
$650,305, Reflective of the rlr:ll.xl'nhl'
of the cighborhood is its position as the
highest mlr per square foot average for
the Ci ity of Decatur at $295.51. "'uml:L
put. thisis a areat place to live with its
Proximity to Oakhurst V llage.
downtown Decatur, and all t]'lt festivals
and activities this ne l:;_:}'lhnrlmm_‘l hosts.

Ll 2 o

5394, 1006
641,139

S637.665




The Parkwood Hamartinm. at only 3 in @ ' N
2017, is consistent for this neighborhood.

The R"th"’» price average per home reflects
only the smaller size of those 3 homes.
Notably, the prirf' per square foot grew
by 5 8%, to $259 ]'.it"l square foot. This is
a whopping 20.5% increase in
%"’Llf‘-plJ.{“{‘-]'}FI‘-%(IHH_IP -foot from just $216
in 2015. The home sale prices for 2016
and 2017 have moved this newest City
of Decatur neighborhood (which |nmrd
cityhood in late 2014, though parts of
the neighborhood were already in De- ?
catur) to the 4th highest-selling neigh- '
borhood in the city m the last _?-.1 Vears.
The low number of lrmlﬂrlinn'-. and the  { . 5
quick elevation in sale pr ices and H)rlrr-
per-square-foot are a reflection of the neighborhood's historic charm, larger lots. walkability (with
sidewalks throughout), and active ne 1cr|1hm hood Lifestyle. Here nrwhhnh enjoy their

privately owned and heavily wooded qu kwood Park and the p:rmmmrﬁi influences of the
curvilinear street design. The landscape is picturesque, with bountifill and sweeping front lawns, as
the mostly mid-century ranch home were conscientiously embedded in their lots. Homeowners love
this neighborhood, and they genuinely tend to stay for life

Year | Sales | Avg. ListPrice | Avg. Sale Price | PricePer S/F | Avg. DOM

2115 9 3547489 $540,194 S21404 39
2016 3 659,000 S638.000 2944 .67 2
2017 3 $658.553 56:45,000 $259.05 34

Chad and Christina Carter were amazing realtors. They worked
with us every step of the negotiation process, going back and
forth with the buyer. Chad even got under our house in our crawl
space to check it out when an issue came up on the inspection
report.

They know Decatur and the Druid Hills area inside and out and
know how to sell these houses, even the tough ones like ours. No
one sells Decatur better than these guys. They also did a fantastic

job with our staging!

Once we were done with the sale of the house, we needed to buy

a new one, and they were there every step of the way. They were
truly our life savers.

— Stevi Benton and Marilia Brocchelto




vear-after-year gains for this best-kept secret. Fun fact: Sycamore Street was originally called

Sycamore Ridge-Decatur Heights”
average sales price 1s up again now

at $588.862. This 11{-ig!ﬂ'ar_rr1mnd has
ritmh:-rﬁ consistently, with 7 years of
sales price q:um Its sales pmt average is
under the city average, but its

price-per -sjuare- -foot has risen to just
above the city average. With a
comhination of modest cottages, some
of Decatur’s largest historic homes, and
a more recent influx of new
construction, this is the most affordable
neighbor hood in the City of Decatur

T iw comfortable tamily environment,
COMIMUNILY energy, and Immnr wide 1s
apparent here. h\}wrt contin um’}

C ovington Road and served as a st agecoach route to ‘ulquan

Year | Sales | Avg. ListPrice | Avg. Sale Price | Price PerS/F | Avg. DOM

f

2015 2h
6 20
2017 6

$540.048 $526.289 5245.¢
$271.525 61910 5256.1:
S601.635 $588.662 281,149

1]
R
¥
¥
|

3
o
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Westchester Hills - Ghelsea. I-Ie:lghts

After an amazing vear in 2016 — with a
h1LTh volume 1 n sales and the highest sale
price average in the City of Decatur
Westchester Hills and Chelsea Heighis
sales cooled this year. The exceptional
escalation in 2016 was in part Allf‘ to the
reopening of the Westchester Elemen-
tary and, of course, this simply being a
wonderful ne ighborhood that 1s a gn‘at
location for access to City of Decatur
and Intown Atlanta areas. There were
also a fair amount of new

construction and renovation expansions
pumlrm in 2016 for the neighborhoaod.
['his vear the homes sales number
descended from 27 in 2016 to 15 in

\

a—ra

0 s

7

2017. The sales price also descended, but this is relative m the size of homes sold as the home sale

price-per-square-foot descended only modestly from $27

influx in 2016, the drop in 2017°s number of sales simply reflects that homeowners love the
ncighborhood and want to stay. Expect continued consistent growth for this neighborhood in line
with predictions for the greater City of Decatur in 2018,

Year | Sales | Avg. ListPrice | Avg. Sale Price | PricePer S/F | Avg. DOM

2013 97
2016 27
0117 15

Bhdb 178 042,948 32544
R702057 {2 [PRFE 527171
i1 ST M e 630,113 2261.594

30
29

39

I per square foot to 8261. With its large



My husband and | could not be more pleased with our selling and
buying experience with Chad and Christina. Chad and Christina
gave us clear advice and guidance in the selling of our home and
did an amazing job marketing our home. The house sold quickly,
and we were very impressed with the selling price.

Through the selling process and then our search for our new home,
both Chad and Christina have been extremely attentive. They are
always available to show homes or give advice and are incredibly
knowledgeable about the Intown market and renovations. They are
also lovely people, easy to get along with, and straightforward in
giving advice and recommendations.

— Shana and Chuck Richardson

Winnona Park had another
exceptional year of excellent growth. ~
It earned the second highest total sales. rmeioem
with 44, consistent with its 43 sales e
in 2016. The growth was showcased -
in its average sale price increase from
$637.939 in 2016 to $699.652 in 2017, - —
This 9.67% increase was also the \
second highest in the City of Decatur
for 2017, and it was notably above the
city average at 6.4%. Its average sale per .
square foot also made a significant leap :
from $249.34 to 8272.15 1 2017, g
bringing this neighborhood now in line N ; /
with the city average. The neighborhood
now hoasts the second highest average sales price per home at the 5699,652. The notable growth
here for the last couple of vears reflects the extensive turnover in renovations and expansions as
well as new construction opportunities. I am personally watching a new generation of citizens take
in this amazing historic community that includes the Agnes Scott College, Columbia Theological
Seminary campus and Dearborn Park. The rolling streets, landscape, diversity in houses, and
revival of restaurants. retail. and pubs are further allures. Expect the growth trend to continue for
another year or two, but at a diminished and more reasonable rate.

Year | Sales | Avg. ListPrice | Avg. Sale Price | PricePer S/F | Avg. DOM

2Ua 33 B5UB.697 $£592:353 524206 41
2001 H H6al,502 %037.,939 224934 Bb
20107 15 707540 $6Y949.652 327215 i I




MAKING A DECISION TO

Remodel or Move?

We can help!

Carter and Associates offers a FREE
no-obligation assessment
as a service to our community.

Learn more!
www.carterandassociatesga.com/RemodelOrMove



Greater Atlanta and National Mortgage Report

2017 was another record year for real estate sales in the metro
Atlanta area with year-to-date home sales the highest they have
been since 2007. The final numbers won’t be in for a few weeks,
but residential sales are up over 2016 and have been steadily on
the rise for the last five years. As we look forward to 2018, the
Mortgage Bankers Association A), Freddie Mac and others
are predicting that the trend will continue. In 2017, the estimated
number of homes sold nationwide was 6.13 million. The
forecasts for 2018 are ing for 6.3 million homes sold, and
6.41 milh in 2019. Aﬁ‘; 17°s national ;;erngﬁ nfhﬁ.’?t
growth in home prices, e'ctinnis t risi ome prices
will slow down ss:ghtly in 2018 to 4.9 percent and E to 4.6
percent in 2019.

Interest rates have been pretty steady through 2017, with the
average 30-year fixed rate hovering in the ugger fitgoen:ent to low
4 percent range. The most recent forecasts from the in are
predicting that m e rates will steadily rise from late 2017
and continue through 2018. Thzeﬂ l!lh!IIiB.&Es fmc;st; show the ?
average 30-year fixed starting at around 4.25 percent an

i the year just below 5 percent. Kiplinger’s forecasting
model states rates ave 4.3 percent and Freddie Mac says they
will average 4.4 Permnr:ﬁe common theme here is that
forecasts are pointing to higher rates.

All things considered, 2018 should be a good time to purchase

or sell your home. Rates will remain tively low (the average
30-year fixed rate over the last 90 years is about 6.5 percent) and

housing prices will continue to rise.
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Thank You
MrEE DECATURY

For 15 years, The Moore Team has proudly
delivered exceptional customer service
and seamless loan closings for the Decatur
community. We appreciate your trust.

The Moore Team
404.373.3411 » info@mooreteam.biz

Downtown Decatur = 104 Sycamore Place, Suite B = NMLS 1500031




Located m the heart of historic Oakhurst, Kavama 1s
as versatile as the commumnity that surmounds it
Coffee Shop. Tavern. Music venue and Exhibition
Space. A place for the neighborhood to gather,
serving delicious food, beer. wine, and coffee locally
roasted by Batdorf/Bronson. At might, we offer up an
c eclectic mix of music and literary events, catening to
I o g b J all tastes. Let us welcome you into the neighborhood.
«% *qir "ﬁ e
_-'2_‘__
- Hours
' Monday — Friday 6-:30a — 8:00p
Saturday 7-30a — 8:00p
Sunday 8:00a — 8:00p
Frnidays & Saturdays, Kavama is often open later. as
events warrant. Check out our calendar for more mnfo.

7078 East Lake Dr.
Decatur, GA 30030

THE M\ARLAY HOUSE

Celebrating 10 years in Decatur!

Follow Us on Social Media:
Facebook: The Marlay House
Instagram: @the marlay hous
(@themarlavhousefoodtruck
Twitter: @themarlay

Check out our Food Truck for onsite catering!

426 W Ponce de Leon Avenue e« (404) 270-9950



YDU:[R HE_IGHBDRHDDD CONSTRUCTION COMPANY

Specializing in home renovations,
additions and full-scale design-build homes.

404.698.3533 = StryantConstruction.com



T

McCURDY & CANDLER

LIMIT EIL LIADBYLLITY COMPANY

SERVING DECATUR AND THE GREATER ATLANTA AREA FOR OVER 50 YEARS

= REAL ESTATE

* ESTATE PLANNING & PROBATE
* BUSINESS ORGANIZATIONS

= CIVIL LITIGATION

* GENERAL PRACTICE

* PROBATE & TRUST LITIGATION

WWW.MCCURDYCANDLER.COM

160 CLAIREMONT AVENUE, SUITE 550
DECATUR, GEORGIA 30030
(404) 373-1612

678-732-3109
650 East Lake Drive

Decatur, GA 30030
www.oakhurstmarket.com




This market report focuses on The City of Decatur
only. The statstics provided are for single-faamily
homes and do not imclude condominivmes, townhouses,
orlots: All statstcal data was gathered by Carter &
Associates from FMLS. All information provided is
deemed reliable, but 15 not guaranteed and should be
independently verified.

If your home is currently hsted for sale, this is not
intended as a solicitation.

The Carters invite you to be part of their network
and look forward to the opportunity to know you.

Chad and Christina Carter live in the City of Decatur with
their 3 children. Chad, initially a practicing physical
therapist, started renovating historic properties in Atlanta
in 2005 which quickly lead to his career as a Realtor.
Christina, a Georgia Tech graduate working as an engineer
andassis;ingﬂhadwﬁthhszﬂmﬂunssinﬂeiﬂﬂﬁm
joined him as a full-time Realtor. Together they settled in
the City of Decatur to raise their family. Their philosophy is
imple: “Treat others as we would want to be treated.
Everything we do does is centered around one question: Is
this best for our clients?”

Christina and Chad aim to serve both the sellers they
represent and Decatur and its surrounding neighborhoods
with fairness, integrity, and earnest representation. “We
pride ourselves on creating lifelong relationships with our clients and being a
constant resource for years to come,” Chad said. “Our goal is to help our clients
achieve their real estate goals. We do not take shortcuts. Our clients are confident
knowing they purchased or sold their homes for the best possible price. We pride
ourselves in being sensitive to our clients’ unique needs. We spend a great deal of
time getting to know them and understanding what is most

important to them.”

HARERHY
MNORMAN

1531 Piedmont Avenue

Office: 404-897-5558 Suite B
carterandassociatesga(@gmail.com Atlanta GA 30324
www.carterandassociatesga.com 404-897-5558

EQUAL HOUSMND
SFFORTLMITY




