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Curb Appeal for Added Value
Curb appeal plays a significant role in getting your 
home ready to sell. Among REALTORS®, 94% have 
suggested that sellers improve their curb appeal 
before listing a home for sale. First impressions 
are very important to make—it’s in our psychology. 
Although you shouldn’t judge a book by its cover, it’s 
what buyers do when they first pull up to a property. 
Making a good first impression could be the difference 
between a quick sale or coming to the realization that 
you need a price reduction.

Ninety-nine percent of REALTORS® believe that curb 
appeal is important to attracting buyers. You could 
say that universally it has a large impact on whether 
or not your home will sell. But what sort of outdoor 
features are the most important to a prospective 
buyer? Not all improvements are treated equally. 
Here are the top 13 exterior improvements you can 
make as ranked by REALTORS®: 

1. Standard lawn care service
2. Landscaping maintenance
3. Overall landscape upgrade
4. Tree care
5. New wood deck
6.	 New	patio
7.	 Landscape	lighting
8. Fire feature
9.	 Irrigation	system	installation
10. Statement landscape
11. Outdoor kitchen
12. New pool
13. Water feature

Standard lawn care service was ranked as the number 
one project that appeals to buyers. REALTORS® 
estimate that lawn care would recover 267% of the 
cost estimated by landscaping professionals. For 
example, if you theoretically spent $375 on lawn 
care services before selling, you would actually see a 

return of $1,000. Although lawn care is part of being 
a homeowner, maybe leave it to the pros when it 
comes time to sell your home. This especially applies 
to investment properties too! Home buyers need to 
visualize themselves living in the home and the yard is 
the first thing they see.

Not every project you embark on will return the full 
value of the renovation when you go to sell your home. 
It is important for agents and clients to understand 
the difference between the cost of the improvement 
against the value actually added. 

On the other end of the spectrum we have a new 
pool or water feature. For example, the average cost 
to install an inground pool at $57,500 would only 
recover about $25,000. That’s only a 43% value 
recovered from that project that you thought was 
an improvement. Think of it as driving a new car 
off the lot at the dealership—you lose value almost 
immediately. We believe you recover even less of that 
cost in regions where you can’t use a pool year round, 
such as Michigan.

Not every exterior addition is completed with the 
intention to add value when it comes time to sell. 
Some exterior features are added simply for the 
enjoyment of having the feature in your home. If we go 
back to our pool example, 92% of people who took on 
the project said they had a greater desire to be home 
since they installed their new pool. You may love some 
of these extra exterior features of your home more 
once you add them. Just don’t expect the next owner 
to pay the price for every addition.

This information was taken from a study conducted 
by the National Association of REALTORS® from 
March to April 2018.
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Summary

733
JUL 1ST INVENTORY
-5% from last year

1,684
YTD CLOSED SALES
-8% from last year

$337K
YTD AVG SALE PRICE
+7% from last year

$174/SF
YTD PRICE PER SQ. FT.
+8% from last year

CondosSingle Family

205
APR 1ST INVENTORY
+5% from last year

399
YTD CLOSED SALES
-25% from last year

$250K
YTD AVG SALE PRICE
+14% from last year

$188/SF
YTD PRICE PER SQ. FT
+7% from last year

2017 vs 2018 2017 vs 2018

772

1,839

$315K

$162/SF

195

529

$220K

$174/SF

$567M
YTD SALES VOLUME
-2% from last year

$116M$580M $99M
YTD SALES VOLUME
-14% from last year

Inventory— Although inventory levels have been rising 
month over month, they remain low compared to 
previous years.  

Closed Units— Tight inventory levels continue to limit 
buyer options and restrict sales, particularly in the lower 
price ranges. Year-to-date sales are down 8%.

Values— Buyers continue to compete (at times fiercely) 
for the best listings at all price ranges. Because of the 
lack of quality homes in lower price ranges, those homes 
have been appreciating fastest—so long as they are in 
good condition.  

Summary— Tight supply and rising values continues to 
be the story. Inventory shortages have been particularly 
acute in the lower and middle price ranges. At all levels, 
well cared for and detailed homes sell faster and for 
more money than homes that need attention. Fifty-seven 
percent of closed sales have sold at or above listing price.

Inventory— Condo inventory continues to rise, yet supply 
levels are almost sold out in the entry and mid-price 
ranges. Supply levels in the over-$400k price range, 
however, suddenly jump from less than 2 months to       
10 months.
  
Closed Units— Year-to-date, sales have been down 25%. 
The lower price ranges have seen the biggest drop. The 
number of sales priced under $225k dropped from 342 
last year to just 210 this year.  

Values—The $250k average sale price through June of this 
year was up from $220k last year. 

Summary— Buyers who appear ready to pull the trigger 
and even pay a premium for good quality listings seem to 
be frustrated by the lack of quality choices. Sixty-three 
percent of this years condo sales have been at or above full 
list price. 
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Washtenaw County
Single Family Homes

Data source: Realcomp MLS using Great Lakes Repository Data. Value Change= Change in price per square foot ($/SF)

1,684
YTD CLOSED SALES

-8% from last year

$337K
YTD AVG SALE PRICE

+7% from last year

733
AVAILABLE HOMES

+10% from last month

417
NEW PENDINGS

+12% from last month

$174
YTD PRICE PER SQ FT

+8% from last year

Closed Sales

 $60

 $100

 $140

 $180

 $220

0

100

200

300

400

500

Sep '16 Dec '16 Mar '17 Jun '17 Sep '17 Dec '17 Mar '18 Jun '18

LISTINGS $/SF

Summary

Although it has been rising compared to 
previous months, available listing inventory 
remains 7% lower than it was at this time last 
year. The lower inventory levels have been 
restricting sales. Through the first half of 
2018, closed sales have been down 7%.

The inventory shortage has buyers racing 
with their offers to compete for the best 
move-in-ready listings. The nicer the home, 
the higher the offers. Fifty-seven percent 
of Washtenaw County homes sold this year 
have sold with offers at or above full asking 
price. Sold prices have been averaging 99.2% 
of asking price.

Lack of inventory has been putting a squeeze 
on first-time buyers in the lower and middle 
price ranges. Market activity in the upper-
middle $400k to $800k price range has been 
expanding while the lower-end markets 
continue to shrink.

e Price Range      Field 1st Q ‘18 1st Q ‘17 ‘18 vs ‘17

All

Available  733  772 -5%

Closed  1,097  1,177 -7%

Months Supply 2.0 2.0 2%

Avg. Sale Price  346,429  327,491 6%

$ Vol (million)  380  385 -1%

$10-200k

Available  54  99 -45%

Closed  193  273 -29%

Months Supply 0.8 1.1 -23%

Value Change 10%

$200-400k

Available  253 273 -7%

Closed  577  605 -5%

Months Supply 1.3 1.4 -3%

Value Change 5%

$400-800k

Available  332  294 13%

Closed  296  267 11%

Months Supply 3.4 3.3 2%

Value Change 5%

$800k+

Available  94  106 -11%

Closed  31  32 -3%

Months Supply 9.1 9.9 -8%

Value Change 5%
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Washtenaw County
Condos

Data source: Realcomp MLS using Great Lakes Repository Data. Value Change= Change in price per square foot ($/SF)

399
YTD CLOSED SALES

-25% from last year

$250K
YTD AVG SALE PRICE

+14% from last year

205
AVAILABLE LISTINGS

+5% from last month

80
NEW PENDINGS

-34% from last month

$188
YTD PRICE PER SQ FT

+7% from last year
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Summary

Available listings have been rising through the 
spring. They are now above where they were 
this time last year. 

Despite decent inventory numbers, year-to-
date condo sales have fallen from 529 through 
the first half of last year to 399 this year. 

While the average sale price jumped 14% from 
$220k to $250k, average price per square foot 
only increased 7%. With 78 fewer under-
$250k sales and 8 more over $250k sales, this 
year’s increase in average price resulted more 
from a change in the price mix of what sold 
than from increasing value. Year-to-date closed 
volume dropped from $116m last year to 
$100m this year. 

Buyers continue to wait for and jump on 
the best listings, often with multiple offers 
as soon as they hit the market. Sixty-three 
percent of this year’s sales have been at or 
above asking price. 

e Price Range      Field 1st Q ‘18 1st Q ‘17 ‘18 vs ‘17

All

Available  205  195 5%

Closed  264  334 -21%

Months Supply 2.3 1.8 33%

Avg. Sale Price  $249K  $222K 12%

$ Vol (million)  66  74 -11%

$10-150k

Available  13  8 63%

Closed  57  82 -30%

Months Supply 0.7 0.3 134%

Value Change 8%

$150-225k

Available  50 45 11%

Closed  76  129 -41%

Months Supply 2.0 1.0 89%

Value Change -2%

$225-400k

Available  59  65 -9%

Closed  107  100 7%

Months Supply 1.7 2.0 -15%

Value Change 0%

$400k+

Available  83  77 8%

Closed  24  23 4%

Months Supply 10.4 10.0 3%

Value Change -14%
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Ann Arbor
Single Family Homes

Data source: Realcomp MLS using Great Lakes Repository Data. Value Change= Change in price per square foot ($/SF)

386
YTD CLOSED SALES

-10% from last year

$419K
YTD AVG SALE PRICE

+3% from last year

147
AVAILABLE HOMES

+20% from last month

96
NEW PENDINGS

-8% from last month

$240
YTD PRICE PER SQ FT

+6% from last year
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Summary

Available inventory numbers have been 
increasing. Heading into July, inventory levels 
were 20% higher than both the previous 
month and last year. 

First half sales have been down 10% but 
average sale price moved up 3% from $406k 
to $418k. The drop in sold units combined 
with the price increase leaves closed volume 
down 7%. It dropped from $173m to $162m. 

Buyers want and are willing to pay extra 
for location and move-in-ready homes with 
everything done. Sixty-seven percent of 
Ann Arbor single family homes sold during 
the first half of 2018 sold at or above full    
asking price. 

e Price Range      Field 1st Q ‘18 1st Q ‘17 ‘18 vs ‘17

All

Available  147  123 20%

Closed  271  287 -6%

Months Supply 1.6 1.3 27%

Avg. Sale Price  $430K  $416K 3%

$ Vol (million)  117  119 -2%

$10-200k

Available  3  6 -50%

Closed  8  13 -38%

Months Supply 1.1 1.4 -19%

Value Change 10%

$200-400k

Available  54 41 32%

Closed  142  163 -13%

Months Supply 1.1 0.8 51%

Value Change 4%

$400-800k

Available  65  47 38%

Closed  103  96 7%

Months Supply 1.9 1.5 29%

Value Change 6%

$800k+

Available  25  29 -14%

Closed  18  15 20%

Months Supply 4.2 5.8 -28%

Value Change 2%
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Ann Arbor
Condos

Data source: Realcomp MLS using Great Lakes Repository Data. Value Change= Change in price per square foot ($/SF)

178
YTD CLOSED SALES

-29% from last year

$282K
YTD AVG SALE PRICE

+10% from last year

80
AVAILABLE HOMES
-5% from last month

37
NEW PENDINGS

-34% from last month

$225
YTD PRICE PER SQ FT

+6% from last year
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Summary

June was an off month for Ann Arbor 
condos. Available inventory, new pendings 
and closed sales all missed the mark and the 
34% drop in June’s new pendings won’t help 
July numbers. 

Year-to-date sales are down from 250 
closed condo units last year at this time to 
178 this year. Most of the decline in sales 
can be attributed to lack of both listing 
quantity and quality. 

Available quantity—heading into July, available 
listings were down 16% compared to last year. 
You can’t sell what you don’t have. 

Available quality—Buyers haven’t been shy 
about digging deep in their wallets when 
well appointed and maintained listings hit 
the market. Sixty-six percent of Ann Arbor 
condos have sold at or above full asking 
price this year. If a condo listing is sitting, 
chances are it may need an fine tuning to 
the physical package or price. Buyers want 
homes that the current owners have loved. 

e Price Range      Field 1st Q ‘18 1st Q ‘17 ‘18 vs ‘17

All

Available  80  95 -16%

Closed  118  177 -33%

Months Supply 2.0 1.6 26%

Avg. Sale Price  $280K  $250K 12%

$ Vol (million)  33  44 -25%

$10-150k

Available  2  10 -80%

Closed  25  35 -29%

Months Supply 0.2 0.9 -72%

Value Change 1%

$150-225k

Available  6 21 -71%

Closed  27  60 -55%

Months Supply 0.7 1.1 -37%

Value Change 8%

$225-400k

Available  24  28 -14%

Closed  51  63 -19%

Months Supply 1.4 1.3 6%

Value Change 3%

$400k+

Available  48  36 33%

Closed  15  19 -21%

Months Supply 9.6 5.7 69%

Value Change -6%


