
“Is Now the Time to Buy?” (May 2017) 

Of course, that‘s a very personal decision that should start with a discussion about a family’s 

long term goals which would include financial decisions, a look at job stability, access to 

employment as well as future cash needs for things like upgrading vehicles and education 

expenses.  Think, too, about possible raises that may or may not be anticipated.  Contacting your 

financial advisor, lender and real estate agent are all good things to do as well.    

However, the larger question is often, “what are interest rates likely to do?”   The ‘experts’ had 

predicted rates to increase throughout 2017 and yet the market has shown a recent decrease after 

initial increases.  In fact mortgage interest rates aren’t far from their 2017 low.   

30 year fixed rates – a very popular mortgage option – are hovering just below 4% currently for a 

conventional loan with 5% down and good credit scores (720+).   

Don’t forget, however, that FHA loans can offer many purchasers as little as 3% down; add on 

another two thousand dollars or so for closing costs and other association expenses and many 

people can purchase a modest ‘first time home buyer property’ for as low as $5000.  This is the 

lower end.  Putting down more money can also reduce your long term fees, such as Private 

Mortgage Insurance (PMI) – a fee that is added onto one’s monthly mortgage payment.    

In some cases a buyer may even ask a seller to assist by paying some of the closing costs for 

them.   This is likely to come with an increase purchase price but if a buyer is strapped for cash 

this might be a way to get into a property.    

Another factor to the question about buying those is, “do you have a home to sell first?”  While 

this can be a burden, it may also prove to your benefit if the shortage of inventory, also known as 

a lack of housing available for sale, causes your current home to be worth more than you might 

have thought.   

On average McHenry County has seen a 6-8% rise in housing values over last year’s values.  

Frequent readers of this column know that I much prefer to look at ‘Month’s Supply of 

Inventory’ (MSI) versus average price.   In March the County’s MSI grew slightly to 3.4 from 

3.2 in February and 3.3 in January.  Again, this means that if homes keep coming on the market 

at the rate they have in the month and if properties keep selling at their current rate, that we’d run 

out of inventory (homes) within 3.4 months.  While that will never actually happen it as 

indicator, or trend line, worth watching.   

Average price to far too susceptible to what other properties are doing and don’t properly reflect 

if YOUR home is appreciating or not.   For instance, if no expensive homes sell in a particular 

month, the average price will drop on all properties.  Conversely, if several large properties sell, 

it would raise the average price.  Neither of these situations might have any actual effect on your 

home’s value, however. 

Market time has also dropped significantly from last March when it was 126 days on the market 

to just 105 in March 2017.   This should indicate that properties that are priced right for their 

condition are selling faster.   



There is also anecdotal evidence from agents who are seeing more multiple offers this year than 

that have more recently.  This indicates the market is heating up and NOW is a good time to sell. 

But, back to buyers, if someone plans on purchasing a property they really need to have their 

ducks in a row.   They should have already met with a lender to be pre-approved, not just ‘pre-

qualified’, which is usually done on a half hour or so phone call.  Pre-approval requires that 

conversation and all of the subsequent requested paperwork be submitted and reviewed, pending 

only your final property decision so the appraisal can be ordered and final underwriting can be 

processed.   

Think of it this way, would you want to look at properties that MIGHT be available for sale or 

those that ARE available for sale?   Sellers, too, only want buyers coming through their property 

that ARE ready to buy, not those that MIGHT be ready.   

Contact your financial advisor, your lender and, of course, a real estate agent for their expert 

opinions. 

 

Jim Haisler, MRE, RCE, is the Chief Executive Officer for the Heartland REALTOR® 

Organization, headquartered in Crystal Lake, IL, a not for profit trade organization serving over 

1100 real estate related professionals throughout Northern Illinois and Southern WI.  Licensed 

since 1996 he has a Master’s Degree in Real Estate, holds an IL Managing Broker’s real estate 

license, an IL Continuing Education Instructor’s license and an IL Pre-license Instructor’s 

license.  Haisler is NOT an attorney and does NOT provide legal advice. 

 

 

 


