
The first line of action is to declutter.
Joan explains the importance of
starting a few months before listing.
“Sellers often describe that this
process took longer than anticipated.”
Yet when coupled with staging, the
combination is ideal. And the more
decluttering the homeowner does,
the less time the stager will need to
spend organizing. This enables the
professional stager to get right to
the accessorizing and rearranging.

Joan marvels at the number of
homeowners who have shared with
her that their house has never looked
better than on the day they list.

A great 3-step pre-listing tip? 
1) Pack up 2) Purge and 3) Donate!

A goal for Sellers is to make potential
Buyers feel comfortable in the
property…and entice them to stay
longer. Staging doesn’t have to be
intimidating to homeowners—
simply creating a cozy sitting area
can achieve this goal. Other simple
staging tasks include paint touch 
up, rearranging furniture and
recommending or assisting with
new tile and light fixtures.

Ideally, prospective Buyers want a
feeling when they look at a house
that this is a home that’s move-in
ready and they don’t have to do
anything. Smaller tasks, like painting
cabinets or changing the hardware,
can truly go a long way and can
often equal the results of a big 
staging job.

Joan has seen an increase in the
number of homeowners choosing
to hire professional stagers…but
she feels not enough Sellers are taking
advantage of these basic steps 
before listing—while others could
be getting so much more out of just

a bit more staging. Joan feels so strongly
abut the importance of staging that
she will cover the costs of the initial
staging consultation up to $400.

Impressions of the 
Current Market
As we review real estate activity in
the first quarter of the new decade,
we are met with good news: things
are moving!

And although inventory is tight in
Rye…Buyers are becoming more
educated, the market is busy and
units are comparable to one year
ago.The prices are more consistent
and not dropping at the rate that
they had been.

When asked what is driving the 
current market, Joan provides her
perspective: Q1 2009 seemed to be
demand driven, while Q1 2010
appears to be a combination of
demand and price. Even those
Buyers who are trading up in Rye are
back…and that’s a buyer profile that
had been dormant for some time.

Buyers are coming to the market
educated,having done their homework.
A recent couple who worked with
Joan to buy in Rye came 
completely prepared after spending
a year doing research and monitoring
the activity in different towns. They
came knowing exactly what they wanted
in a house, what they wanted to
spend, and they had a strong knowl-
edge base of the Rye/Harrison area.

Important to today’s Buyer is value
— a combination of price, condition
and location. If a property is priced
too high, Buyers won’t bid. “Some
Sellers,” Joan explains, “think they
need to leave a 25% cushion for 

where the deal will end up and
where they start.The reality, howev-
er, is if a property is not realistically
priced, then Buyers won’t bid—and
a potential deal may not materialize.”

Many factors still comprise a Buyer
decision or feeling on a property…
increased Days on Market and a
number of price reductions do
impact the aura of the property.This
again points us back to putting that
best foot forward the first time.

6 Simple Spring Spruce Up Tips

Add simple curb appeal with 
a tidy exterior appearance

Power wash your home 
for a shining first impression

Maximize lighting—natural 
and electrical

Declutter, empty bookshelves,
remove personal photos

Check out neighboring 
For Sale properties

Define your spaces to 
promote an organized look 

So how does this all connect? A
recent Seller went through the steps
of decluttering, storing items in a
pod and staging. The home was
priced right and in a good 
location…and received a bid the
first weekend. It does seem that if all
is right for the showing, there are
real Buyers who will recognize a
good value when they see it. And
the pre-listing efforts help them
clearly see that value. So as we step
up the activity in a busier
market…consider what your next
step will be. It may be just the one
to put you closer to that winning
impression. n
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Prep, Stage & Sell…Why The First Impression Is As Important As Ever
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IS THERE A TOPIC OR QUESTION YOU’D LIKE TO SEE IN JOAN’S NEXT COLUMN? EMAIL: jomeara@houlihanlawrence.com

Joan O’Meara
The Key to Your Home.REALTYCHECK

Cell: (914) 329-5329  Office: (914) 967-7680  •  jomeara@houlihanlawrence.com  

Prepping and staging are two extremely important factors in putting that best foot forward in
real estate. Joan O’Meara, Associate Broker with Houlihan Lawrence in the Rye and Harrison
markets, truly believes that the biggest pre-listing effort leads to the biggest reward—which trans-
lates to a listing that sells faster and for the best price.
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We are certainly springing into 
the second quarter here in Rye…
with renewed hope and energy.
We are gradually springing into the
second quarter here in Harrison…
with renewed hope and energy.
The first quarter saw a rise from
13 homes sold in this time period
for 2009 to 20 homes sold in the
months of January, February and
March in 2010. In 10528, where
we saw 13 homes sold, the average
Sold Price increased from $899,143
one year ago to $991, 946. The
Days on Market is still elevated 
for all 3 zips, reinforcing the 
notion that buyers are taking their
time,doing their  research and
seeking out the best home at the
best value for their needs. (See
Prep, Stage & Sell… Why The First
Impression Is As Important As Ever
in this issue.) As we enter the 
traditionally busy spring real estate
season, we are hopeful that the
market continues to bloom in sync
with the flowers.We are fortunate
to be part of a community that
continues to be desirable to buyers
…and I’m proud to be in such a
community that in recent times
has shown its strength as we 
came together in difficult times.

For all current Listing and Sold
Stats, please visit my website at
www.joanomeara.com and click on
the 1st Quarter Listing Stats link.
As always, feel free to contact me
with any real estate questions or
for a complimentary market 
analysis of your home.

To a time of renewal and 
re-energizing for all of us--

DEAR NEIGHBORS

JUSTLISTED!

1 Fairlawn Court Rye 10580 Fabulous 
4 BR 2550sf spacious Milton Point Split features
family room w/fireplace, new kitchen w/doors to
deck, master suite, updated baths.Walk to elemen-
tary school, beach and marina.
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4 Baltusrol Place Purchase 10577 Well-
maintained home on Brae Burn Country Club
grounds. Approx. 3100sf. FR with fireplace adjacent
to kitchen - with sliding doors to deck, private yard.
Spacious master w/ vaulted ceiling, renovated bath.

$9
49

,0
00

 

720 Milton Road #2ES  Rye 10580 Second
floor bright, spacious unit in luxury gated community.
Water access, dock, pool, security. LR, DR, large master
BR w/ full bath, walk-in closets. Washer/dryer in
unit.Walk to beach, park.

$4
35

,0
00

 

11 Colby Avenue, Rye NY 10580
Thoughtfully renovated 2256sf home. Spacious LR
with fireplace; DR features sliding glass doors to
patio / gardens. Kitchen with granite and stainless. 3
updated baths; large bedrooms. Walk elem school.

$1
,2
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,0

00

557 Purchase Street
Prime location. Charming updated 4 BR Colonial
on landscaped park-like .33 acre. Expansive deck.
New siding, alarm system, fireplace, FIOS cable,
inground sprinkler system. Freshly painted exterior.
Walk to train, town, shopping. A must see!

$9
75

,0
00

FEATURED LISTINGS

20 Centre Street
Spectacular to-be-built 5 BR/ 4.1 Bath Colonial in the
heart of Rye. Custom details include honed
Calcutta Gold granite, tray & coffered ceilings, red oak
flrs, pocket & french doors, custom closets, Belgium
block curbing, stone chimney and much more.

19 Augusta Court, Purchase NY 10577
2001 6BR/6.1 Bath Colonial offers 5500 square
feet of thoughtfully designed living space.
Landscaped acre on quiet cul-de-sac. State-of-the-
art kitchen, add’l 1700sf lower level w bar, add'l
BR/bath, playroom, rec room.

5 Cedar Lane, Purchase NY 10577 Magical
6BR Georgian Colonial privately located in
Purchase Estates. Two-story marble foyer. Unique
features; three sets of French doors to patio, rear
garden and pool. Chef ’s dream gourmet kitchen
plus breakfast room overlooking magnificent pool.

$4
,1

95
,0

00

3 Kervan Road Rye 10580Spectacular 10,400sf
Park Ridge home, currently under construction.
Exceptional craftsmanship & amenities. 3 fireplaces,
7 BRs, 8 full baths, gourmet kitchen, 3 porches.
Expansive master suite with his & her baths, Jacuzzi,
fireplace. 4-car garage, mudroom, 5-zone heat.
Harrison school district.

$4
,7

95
,0

00

720 Milton Road E4 Rye 10580 Spacious,
bright end unit. Views of NYC skyline. Updated
kitchen, den, lg dining area/LR with fireplace & sliding
doors to deck. 2nd Floor offers 2 large BRs with
walk-in closets, new baths.

$8
49

,0
00



FUNFACTS!

mortgageCORNER: In The Know...

Source WPMLS. Includes all houses in 10528 Harrison School District, 10580 Harrison School District & 10577 Purchase (Harrison School District). Listings
Available as of 3/31/10 *1st Quarter transactions as of 3/31/10. Note: All prices indicated are LIST PRICES. If your home is currently listed for sale, this is not
a solicitation. Not responsible for typos; information provided is deemed accurate.

SINGLE FAMILY IN CONTRACT/PENDING CONTRACT

Property Address Listing Price          BR/Bath  Sq. Ft.

26 Old Lyme Road  $ 799,000  4/3.0 2291

2 Woodside Lane  $   999,000  3/2.1 3389

48 Old Well Road  $   999,000  5/3.0 4200

9 Winfield Avenue  $ 1,550,000  4/4.0 3108

17 Pilgrim Road  $ 1,995,000  5/4.1 6195

8 Indian Trail  $ 1,995,000  5/4.3 5440

260 Woodlands Road  $ 2,799,000  6/5.1 5500

20 Sarosca Farm Lane  $ 3,750,000  7/6.1 7022

16 Madden Place  $ 4,895,000  6/7.1 11100

SINGLE FAMILY SALES
Property Address Listing Price          BR/Bath  Sq. Ft.

280 Harrison Avenue  $   750,000  7/4.2 5011

47 Danner Avenue  $   819,000  3/2.1 2146

6 S Braxmar Drive $ 1,275,000  5/3.1 3268

119 Sterling Road  $ 1,595,000  4/3.1 3914

19 Lakeside Drive  $ 2,395,000  5/4.2 5141

8 Laurel Way  $ 3,495,000  6/7.2 7850

9 Sylvanleigh Road  $ 5,295,000  7/7.2 10400 

5 Laurel Wood Court  $ 6,250,000  8/7.2 12000

SINGLE FAMILY ACTIVE LISTINGS
Property Address Listing Price          BR/Bath  Sq. Ft.

23 Coakley Avenue  $   579,000  4/1.0 1634

226 Union Avenue  $   885,000 4/3.0 3050

25 Sterling Road  $ 1,350,000  4/3.0 3126

6 Scott Lane  $ 1,550,000  5/4.0 4600

14 Woodlands Road  $ 1,595,000  5/4.2 4516

3 Beverly Road  $ 1,795,000  3/2.0 2247

57 Rye Ridge Road  $ 2,185,000  5/4.2 5600

34 Rigene Road  $ 2,195,000  6/4.2 5850

15 Orchard Drive  $ 2,249,000  5/3.2 5450

1 Timber Trail  $ 2,295,000  7/5.3 5846

9 Halliday Court  $ 2,340,000  5/4.1 5250

19 Augusta Court  $ 2,395,000  6/6.1 5500

20 Griswold Road  $ 2,950,000  6/5.1 6122

81 Polly Park Road  $ 3,095,000  7/7.2 7500

5 Cedar Lane  $ 4,495,000  6/5.2 8987

2 Brook View Lane  $ 4,650,000  6/7.1 10376 

10 Rockledge Road  $ 6,995,000  7/7.1 12500

A Sampling of Harrison & Purchase Houlihan Lawrence 
Real Estate Market Activity*

jomeara@houlihanlawrence.com
w w w. j oa n o m e a r a .c o m

MOST EXPENSIVE & 
LARGEST ACTIVE LISTING
$11,750,000 List Price • 17,400sf • 7 BR / 9.3 Baths

SOLD LISTING BOASTING 
MOST BEDROOMS 10

7.2 Baths • 12,800sf • $5,749,000 List Price

OLDEST ACTIVE LISTING    1906

4 BR / 1.1 Baths • $258,000 List Price 

FASTEST SOLD   28 Days on Market 

5 BR / 4.1 Baths • $979,000 List Price

SOLD HOME WITH MOST PROPERTY  5.16 Acres
4 BR / 5.1 Baths • $2,800,000

COMING FULL CIRCLE…TO BUSY!

Busy is not a descriptor we’ve used in some time. So it’s great to
say we’ve come full circle to an active and busy pace in some local
real estate markets.With such a shift in the marketplace, we are now
seeing some requests for appraisal contingencies.This underscores that
a buyer wants peace of mind that there is true value in their purchase.

With no reported indication of extensions, both Homebuyers
Credits are in their last weeks, as buyers must be under contract
by 4/3/10 and close by 6/30/10.

RATES ARE MOVING UP, BUT ARE STILL GOOD**:

Conforming Loans < $417,000 5.25%
7-year Adjustable Loans < $417,000 4.75%
5-year Adjustable Loans < $417,000 4.375%

High Balance $417,001-$729,750 5.5%

Jumbo Loans > $729,750-$1,000,000 5.625%
5-year Adjustable Jumbo > $729,750 -$1,000,000 5.125%

**rates as of 04/5/10; stronger Credit Scores will yield better rates

For information contact Pat Ciulla
Office: 914 347-1305  Cell: 914 774-2010

Patricia.A.Ciulla@thoroughbredmortgage.com
Thoroughbred, a Wells Fargo affiliate, offers exceptional services 

to Houlihan Lawrence customers.

UNDER/PENDING CONTRACT
1 Hammond Road Rye 10580 $ 939,000
599 Midland Road #1-8 Rye 10580 $ 519,000
436 Park Avenue  Rye 10580 $ 1,495,000
16 Pine Island Road Rye 10580 $ 4,995,000
122 Soundview Avenue Rye 10580 $ 799,000
20 Stuyvesant Avenue Rye 10580 $ 1,795,000

JUST SOLD
2 Wards Park East Rye 10580 $ 799,000
6 Fraydun Place Rye 10580 $ 949,000
20 Centre Street Rye 10580 $ 1,170,000
287 Rye Beach Avenue Rye 10580 $ 1,475,000
662 Forest Ave Rye 10580 $ 3600/mo

1 ST
QUARTER
2 0 1 0

These facts are based on 1st quarter statistics as of 3/31/10.

 



PRSRT STD
US POSTAGE

PAID
WHITE PLAINS, NY

PERMIT #2101

Volume 6, Issue 2h

Joan O’Meara
The Key to Your Home.

HARRISON & PURCHASE*SINGLE FAMILY 
Housing Sales Summary 

* Includes all houses in 10528 Harrison School District,10580 Harrison School District & 10577 Purchase
(Harrison School District) 

honest, insightful, successful

1ST QUARTER
2010

 

16 Elm Place • Rye, New York 10580

• Latest Harrison & Purchase Sales & Listings Stats  
• Prep, Stage & Sell…Why the First Impression is as Important As Ever

THANK YOU
Past, Current & Future Clients!

Your business and referrals 
are sincerely appreciated.
Just Ranked #1 Agent
Houlihan Lawrence Rye Office

1st Qtr.‘10105281057710580
Number of Homes Sold:1352
Average Days on Market:228 348 315
Average List Price:$1,119,231 $3,267,000 $4,322,500
Average Sold Price:$991,946 $2,669,975 $3,650,000
Average Square Footage:3491 5926 8571
Average Price/Square Footage:$294 $474 $415
1st Qtr.‘09
Number of Homes Sold:7 4 2
Average Days on Market:176 434 180
Average List Price:$1,041,857 $3,718,475 $2,670,000
Average Sold Price:$899,143 $3,582,500 $2,197,500
Average Square Footage:2833 7749 5890
Average Price/Square Footage:$339 $396 $364

    


