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Some folks say the current real estate market isin adownturn. Otherscall it a
return to a normalized market after the housing boom of 2005.
David Lereah, chief economist for the National Association of Realtors, refersto it
as amanageabl e “ contraction.”
Although , sales of existing homes decreased in 2006 from 2005, 2006 till had the
third-best performance on record nationally. 2007 should follow suit with sales

numbers mirroring those of 2006. BARBARA MADARAS
Speaking at the 2006 Realtors Converence & Expo held in November 2006, CRS, GRI, e-PRO
Lereah said he expected a 9 percent decreasein sales of existing homesand a17 el IBEAgIE)g(;?l@lOSS

percent drop in new-home sales nationally in 2006. That forecast was accurate!

. : : Office: 505.292.8900
He attributed the decreases to a drop in the number of investors, who drove up '€

AnAlbuquerqueHome

home-sale numbersin 2005. Across the nation, abnormally high home pricesre- ForYou.com
sulted because of that year’ shousing frenzy.
“Prices got too high too quickly in (the 2005) boom,” Lereah said. Ei"unﬁ"é%
However, sales prices have began to drop and the market has begun to correct
itself in most parts of the country. | FGACY
InLereah’s opinion, thereal estate market in 2007, the country will be divided N R oMM oM e
into five segmentsthat he calls: § ITS
NON-BOOM STALLERS: These are areas, such asthe state of Ohio, that never
experienced the housing boom of 2005. 5 THE BEST
NON-BOOM GAINERS: These areas, which include Texas and parts of New
Mexico, didn’'t participate in the boom but nevertheless had growing real estate § TIME
marketsin 2005.
BOOMLITES: These areas, such as Atlanta, experienced dightly higher than § IN
normal home appreciation in 2005/2006. (ED: Albuquerqueisin this category.)

AVERAGE BOOM: These areas, such as New Y ork City, have seen recent mod- A LONG TIME
est price decreasesand adrop in sales. TO

These four segments, which make up three-fourths of the country, “will be ex-
panding in a sluggish way in 2007”, Lereah said.

T g g B g g g g g g g g L g L g B Ry g L L

HOT BOOM: These areas include the Phoenix Valley, parts of California and INVEST IN
south Florida.  In these areas, home prices need to drop to bring back buyers,
Lereah said. The biggest question in these areasis how much do prices need to ALBUQUERQUE
drop and how will it take before their markets become active substantially and prof-
itably active again. REAL ESTATE!
Albuquerque’ s Residential Home Sales statigtics for March 2007 indicate that the
housing market continues to be duggish as compared to March 2006. There has = BERE
been a substantial increase in inventory and a decrease in sales compared to a year Look for the next
ago. edition of
On the positive side, prices have remained stable unlike many other areas around

REAL ESTATE TODAY

the country. . -
On April 30, the number of homesin the Albg Metro area on the market surpassed coming to you in
the dll time 1998 record high of 3510. On May 15, the number reached 6000! August 2007
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WHAT MAKES UP A CREDIT SCORE?

Your Credit Score.....
number that at times governs your life.

What is it? Well.....

The number itself can range from 350 to 850. The for-
mula for exactly how the score is calculated is proprie-
tary information and owned by Fair Isaac, the company

that is the source of the score.

Here, however, is an approximate breakdown of how your|

credit score is determined:

1x 35 percent of the score is based on your payment his-
tory. This makes sense since one of the primary reasons @
lender wants to see the score is to find out if and how
timely you pay your bills. The score is affected by how
many bills have been paid late, how many were sent out
for collection, any bankruptcies, etc. At what point these
things happened is also a factor. The more recent the latg
payment, the worse it will be for your overall score.

That magical mystical mysterious

quiries on your report. If you've applied for a lot of credit
cards or loans, you will have a lot of inquiries on your
credit report. These are bad for your score because they
indicate that you may be in some kind of financial trouble
or may be taking on a lot of debt even if you haven't used
the cards or gotten the loans. The more recent these in-
quiries are, the worse for your credit score. FICO scores
only count inquiries from the past year.

1 10 percent of the score is based on the types of credit
you currently have. The number of loans and available
credit from credit cards you have makes a difference.
There is no magic number of combination of types of ac-
counts that you shouldn’'t have. These actually come
more into play if there isn't as much other information on
your credit report on which to base the score.

1¥ 30 percent of the score is based on outstanding debt.

How much do you owe on car or home loans? How many L s __ 'F i, "_-,_

credit cards do you have that are at their credit limits? e —..I ':.:.-:"'.' ;'J'

The more cards you have at their limits, the lower your | F o

score will be. The rule of thumb is to keep your card bal- k "'_ | I .

ances at 25% or less of their limits. b { | i) i Ta. _'-
o hggisl |

3t 15 percent of the score is based on the length of time L~ B SO L2 - i

you've had credit. The longer you've had established R i

credit, the better it is for your overall credit score. Why? e '_'-I '.I'!_" Q

Because more information about your past payment his-
tory gives a more accurate prediction of your future ac-

tions.

1 10 percent of the score is based on the number of in-

It's SPRING! Do you know where your house is?

Relative to the market that is!

A realtor can provide you with accu-
rate, informative and up-to-date statis-
tics which will impact your ability to
effectively sell or buy a property.

For a Seller, statistics such as Average
Sale Price in your area, Average Sale
Price per Square Foot and Number of
Sales by Month will assist you in listing
your property at a price and at a time
that will enable a quick and profitable
sale transaction.

For a Buyer, statistics such as Average

“A realtor can..... impact your
ability to effectively sell or buy a
property.”

Price per Square Foot and Number of
Sales by Month will assist you in more
accurately determining your purchas-
ing power when that purchasing power
will have the most strength.

Each edition of “Real Estate Today”
will have the most up-to-date statistics
for your area. Two editions are pub-
lished — one for the Greater Albuquer-

que Area and one for the Lynnewood
Park & Brentwood Hills areas.

And we are always available to work
with clients to research other areas.

To receive additional or future copies of
either publication, contact us at the
information shown on the back cover.

In the meantime.....

Enjoy finding out what YOUR HOUSE
is worth! Contact Barbara Madaras

at 505.301.1033 for a FREE Market
Analysis.

This publication is not intended as a solicitation if your property is currently listed for sale with another broker.
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CERTIFIED RESIDENTIAL SPECIALIST

Buying or selling a home can seem like an overwhelming task. But the right REALTOR can make
the process easier—and more profitable.

)

A Certified Residential Specialist (CRS), with years of experience and success, will help you make
smart decision in a fast-paced, complex and competitive market.

The receive the CRS Designation, REALTORS® must demonstrate outstanding profession achieve-
ments—including high volume sales—and pursue advanced training in areas such as finance, mar-
keting and technology. They also must maintain membership in the
National Association of REALTORS and abide by its Code of Ethics.

Work with one of the TOP FOUR PERECENT of REALTORS in the nation!
Contact a CRS today!

If you know of anyone thinking of buying or selling, it would be my pleasure to be of
SERVICE!

Call me at 505-301-1033.
BARBARA MADARAS, CRS
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CHEZ BARBARA

(Recipes for the Culinarily Challenged)

SIMPLE EASY QUICK CREATIVE
GRILLED FISH with PEACH SALSA
ASPARAGUS with a bit of olive oil, salt, pepper—GRILLED
TOMATO, MOZZARELLA, BASIL—a bit of olive oil and balsamic vinegar
BREAKFAST BURRITO with HOLY CHIPOTLE SAUCE
CHICKEN CHILI LIME BURGERS* with GUACAMOLE on PITA BREAD
PASTA with OLIVE OIL, GARLIC and pieces of GREEN OLIVES

EGGS with SUMMER SPINACH topped with crumbled FETA CHEESE

\\ fre= W\ /==
No) ENJOY! * Trader Joe’s No)
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THINKING GREEN?

THINK SHAKLEE!

Let
Shaklee and Barbara
shovw you thhe way
T O A
CLEANER, HEALTHIER
HOME

Contact Barbara
att
THE WELL LLIFE PATH

wWwwww.Shhaklee net/Barbara Madaras
505-301-1033
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SINGLE FAMILY DETACHED HOME SALES (RESALE)

|AVERAGE SALE PRICEl
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Charts are derived from Multiple Listing Service statistics which are deemed reliable but not necessarily correct.

IF YOU KNOW OF ANYONE NEEDING ASISTANCE
WITH BUYING OR SELLING A HOME...
IT WOULD BE MY PLEASURE TO BE OF SERVICE TO THEM

Barbara Madaras
Coldwell Banker Legacy
505.301.1033  505.292.8900
AnAlbuquerqueHomeForYou.com BarbMadarCB@aol.com
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Barbara Madaras, CRS, REALTOR®

B

8200 Carmel NE
Albuquerque, NM 87122
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IT'S THE BEST TIME

@ IN ALONG TIME @
@ TO INVEST IN @
ALBQUERQUE REAL ESTATE

an )

Please feel free to distribute this publication to your family, friends and neighbors.

Routine distribution of this publication and/or the Greater Albuguergue Edition is available to anyone upon request. To
receive additional or future copies, contact the publisher at the following.....

BARBARA MADARAS, CRS, REALTOR®
505.301.1033 AnAlbuquerqueHomeForYou.com BarbMadarCB@aol.com
COLDWELL BANKER LEGACY 3301 JUAN TABO NE ALBUQUERQUE, NM 87111 505.292.8900

Copyright 2003 Madaras Realty, LLC
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