
...People
w

ho
are

thinking
aboutstarting

20
24

in
a

new
area

or
neighborhood

w
illbe

outlooking.’
—

D
ebra

Russell

Ithink
w

as
partofthe
appealand

Ithink
ultim

ately
w

hat
sold

the
house.’

 
—

Joe
Fodera

❛
❛

Less
inventory,specialtouches

help
listings

this
tim

e
ofyear

THEHOLIDAYSCANBE
ASEASONFORSELLING
F

iances
Joe

Fodera
and

Louis
Lasala

w
anted

to
dow

nsize,so
they

put
their

W
antagh

hom
e

on
the

m
arket

last
D

ecem
-

ber
for

$675,000.
Fodera,31,a

hairdresser,
initially

thoughtitw
ould

be
too

stressfulto
decorate

their
hom

e
for

the
holidays.B

uthe
thinks

the
décor

—
w

hich
included

holiday
table

settings
and

art-
fully

placed
touches

like
gold

tabletop
trees

—
helped

sealthe
deal.

“T
he

am
ountofcom

plim
ents

w
e

got,Ithink
thatw

as
partof

the
appealand

Ithink
ultim

ately
w

hatsold
the

house,”
said

Fodera,adding
thatone

ofthe
com

m
ents

cam
e

from
a

fam
ily

at
an

open
house

w
ho

ended
up

purchasing
the

hom
e.

“I
w

as
satisfied

w
ith

the
traffic

the
house

drew
during

the
holidays

and
it

w
ent

for
the

price
I

w
anted,”

said
Lasala,42,

an
agent

w
ith

K
eller

W
illiam

s
R

ealty
in

B
ayside.T

he
four-

bed,tw
o-bath

expanded
Levitt

ranch
sold

for
$650,000.

W
ith

allthe
item

s
already

on
your

to-do
listbetw

een
T

hanks-
giving

and
N

ew
Y

ear’s,putting
your

hom
e

up
for

sale
—

or
keeping

iton
the

m
arket—

m
ightseem

like
the

lastthing
you

w
antto

dealw
ith.B

utw
ith

housing
inventory

continuing
to

trend
low

,experts
suggestthat

this
m

ightbe
the

idealtim
e

to
add

a
“For

Sale”
sign

to
your

holiday
decorations.

SH
O

U
LD

YO
U

PU
T

YO
U

R
H

O
M

E
O

N
TH

E
M

A
RKET

D
U

RIN
G

TH
E

H
O

LIDAYS?
T

he
decision

to
list

a
house

during
the

holidays
can

be
a

boon
to

sellers
and

buyers,

each
of

w
hom

m
ay

have
spe-

cific
reasons

for
w

hy
they

need
to

m
ove

now
.M

ilagros
B

il-
litzer,an

agent
w

ith
C

oldw
ell

B
anker

A
m

erican
H

om
es

in
Long

B
each,said

there
are

m
any

fam
ily

situations
w

here
people

m
ust

sellquickly,like
a

relocation
for

a
job,a

death,
divorce

or
m

arriage,and
the

sam
e

can
be

said
of

the
buyer

w
ho

m
ay

be
equally

m
otivated.

“T
raditionally

there
are

few
er

buyers
this

tim
e

of
year,

but
there’s

a
w

hole
dem

o-
graphic

w
ho

are
very

serious,”
said

D
ebra

R
ussell,a

reales-
tate

salesperson
w

ith
D

aniel
G

ale
Sotheby’s

International
R

ealty
in

C
old

Spring
H

arbor.
“T

his
is

also
a

tim
e

w
hen

people
w

ho
are

thinking
about

starting
2024

in
a

new
area

or
neighborhood

w
illbe

out
looking.”

In
the

past,hom
eow

ners
m

ight
not

have
w

anted
to

w
orry

about
the

hassles
of

open
houses

and
show

ings
during

the
holidays,R

ussell
said.B

ut
“since

C
O

V
ID

,every-
thing’s

changed.People
are

m
ore

im
m

ediate
because

they
know

anything
can

happen.So
ifthey

know
this

is
som

ething
they

w
ant

to
do,they

jum
p

in.”
Listing

your
hom

e
now

can
also

be
to

your
advantage

as
it

gets
you

ahead
of

everybody
else,added

R
ussell.She

is
w

orking
w

ith
a

seller
in

H
unt-

ington
w

ho
just

listed
a

hom
e

to
take

advantage
of

the
strong

m
arket

now
,rather

than
w

ait
untilspring.

A
nother

positive
note

to
sellers

is
that

yours
w

ould
likely

be
one

of
the

lim
ited

hom
es

on
the

m
arket,added

M
atthew

C
hiarelli,44,a

li-
censed

realestate
salesperson

at
D

ouglas
E

llim
an

R
ealE

state
in

Franklin
Square.

M
eanw

hile,there
are

buyers
on

Long
Island

w
ho

m
ay

w
antto

getinto
the

m
arketbefore

inter-
estrates

—
now

at7.66%
for

a
30-year

m
ortgage

—
potentially

increase
further,said

B
illitzer.

Som
e

are
trying

to
buy

by
the

end
of2023

for
tax

purposes,
said

K
im

berly
C

am
m

arata,a
licensed

associate
realestate

broker
atD

ouglas
Ellim

an
W

est
H

am
pton

B
each.

R
ussellsaid

she
anticipates

sim
ilar

activity
this

year.H
ere’s

a
shopping

listoftips
to

help
if

you
decide

to
jum

p
into

the
action.

SELLIN
G

D
U

RIN
G

TH
E

H
O

LI-
DAYS?

H
ERE’S

W
H

AT
TO

D
O

.
Price

itright.P
rice

your
house

to
attractbuyers,no

m
atter

w
hattim

e
ofyear

itis,
said

K
ristina

C
ardoza,an

agent
from

C
om

pass
R

ealty
in

M
anorville,w

ho
recently

m
oved

to
Florida.

“A
lotofpeople

m
ake

the
m

istake
ofoverpricing

and
it

doesn’tgetthe
activity

they
w

antand
then

a
few

w
eeks

later
w

e
have

to
do

a
price

reduction,”
she

said.“A
nd

then
buyers

ques-
tion,‘W

hathappened
there?’So

justprice
itrightfrom

justout
the

gate
and

you’llgetthe
num

-
ber

you
w

ant.”
M

ake
itw

ork
foryourschedule.

T
he

idea
ofdealing

w
ith

open
houses

and
last-m

inute
show

-
ings

during
the

holidays
m

ight
be

stressful,butR
ussellsaid

you
can

adjustthose
appoint-

m
ents

to
your

lifestyle.B
esides,

itshouldn’tlastlong.
“T

he
m

arket
is

so
strong

that
ifyou

strategically
plan

it
and

ifyou’re
priced

correctly,you
can

be
in

and
out

of
the

m
arket

in
a

m
atter

of
w

eeks,”
she

said.
G

etready.R
ussellsaid

the
bestthing

hom
eow

ners
can

do
is

gettheir
house

photographed
before

they
putup

their
decora-

tions.
“It

m
akes

the
photos

have
longevity.Y

ou
don’t

w
ant

to
reshoot

after
the

holidays,”
she

said.Sellers
ideally

should
have

photos
taken

before
w

in-
ter

regardless,she
added,

because
“it

takes
untilthe

end
of

A
prilbefore

you
start

to
see

any
green.”

M
ake

itfestive.T
he

season
offers

a
greatopportunity

for
appealing

sights
and

sm
ells

to
add

to
the

curb
appeal.

“T
he

holidays
can

give
your

house
a

chance
to

shine
—

literally
—

because
a

hom
e

never
feels

m
ore

like
a

hom
e

than
during

the
holiday

sea-
son,”

C
am

m
arata

said.“It’s
cozy

and
w

arm
and

you
could

see
how

you
can

m
ake

m
em

o-

ries
w

ith
your

fam
ilies

at
the

next
holiday.”

D
on’tgo

overboard.D
ecora-

tions
should

enhance
the

hom
e,

notoverw
helm

it.B
illitzer

suggested
balance.

“D
ecorate

so
that

it
fits

your
fam

ily’s
traditions,but

don’t
go

over
the

top,”
she

said.“For
instance,don’t

put
m

ultiple
inflatable

Santas
in

front
of

the
house

because
that

detracts
from

the
beauty

of
the

house.”
Considerfestive

staging.R
us-

sellsaid
the

idea
of

staging
is

to
clear

out
as

m
uch

of
your

item
s

so
the

buyer
can

see
them

selves
living

there
—

in
this

case,im
agining

them
selves

celebrating
T

hanksgiving
2024.

“If
you

w
ant

the
living

room

to
have

a
C

hristm
as

tree,you
m

ight
w

ant
to

m
ove

out
som

e
of

the
furniture

so
w

hen
peo-

ple
are

view
ing

the
house,they

can
w

alk
around

freely,”
she

said.
A

djustyourm
entality.C

ardoza
said

thatw
hile

selling
during

the
holidays

can
have

its
stres-

sors,sellers
should

acceptthat
itw

illbe
a

differentkind
of

holiday.
“You

know
you’re

going
to

be
m

oving
into

a
new

hom
e,

w
hether

it’s
upgrading

or
dow

nsizing,and
that’s

excit-
ing,”

she
said.“Focus

on
that

and
the

new
m

em
ories

you’re
going

to
m

ake
in

that
hom

e.”
Expectdelays.K

eep
in

m
ind

thateven
w

hen
there’s

an
ac-

cepted
offer,the

banking
and

legalside
ofthings

tend
to

m
ove

a
little

bitslow
er

during
the

holidays,so
build

thatinto
your

schedule.
T

ypically,this
part

of
the

process
w

illtake
60

to
90

days,
said

Patricia
M

oroney,an
agent

w
ith

D
anielG

ale
Sotheby’s

in
M

anhasset.A
dd

in
the

holidays
—

m
any

businesses
w

illbe
closed

C
hristm

as
w

eek
—

and
it

m
ay

be
a

little
bit

m
ore

challenging
to

get
a

contract
signed

quickly.
W

hile
Lasala

said
putting

their
house

on
the

m
arket

last
D

ecem
ber

w
orked

out
w

ell,it
w

asn’t
untilM

arch
that

the
contract

w
as

signed.B
etw

een
delays

that
the

buyer
w

as
dealing

w
ith

and
the

couple’s
search

for
a

new
place

to
live,

the
closing

w
as

delayed
until

July.H
ow

ever,Lasala
said

it
all

turned
out

for
the

better
for

both
parties.H

e
and

Fodera
now

live
in

a
tw

o-bedroom
apartm

ent
in

H
em

pstead.

BUYERS’A
DVA

N
TAGE

D
URIN

G
TH

E
H

O
LIDAYS.

It’s
not

just
the

seller
w

ho
can

benefit
in

this
unique

m
arket.H

om
ebuyers

can
profit

from
the

seller’s
situation,said

C
hiarelli.

“T
hey

m
ay

be
m

ore
than

w
illing

to
negotiate

a
little

bit
than

otherw
ise

during
the

year
because

they’re
probably

w
ork-

ing
on

a
truncated

tim
etable,”

he
said.“If

you
get

the
im

pres-
sion

that
a

seller
needs

to
m

ove,m
aybe

you
can

get
a

bit
of

a
discount

on
the

purchase
price.”

B
uyers

can
also

gain
from

less
com

petition
from

other
buyers,said

M
oroney.“If

you’ve
been

in
the

m
arket

and
you’ve

lost
a

couple
of

houses,
you

really
know

w
hat

you
w

ant.So
you’re

out
there,you

see
the

house,and
you

feel
educated

and
able

to
m

ove
forw

ard.”
H

ow
ever,allof

this
requires

an
agent

w
ho

has
a

fullunder-
standing

of
the

m
arket

and
the

tools
to

help
you

reach
your

ultim
ate

goalof
buying

a
house,said

M
oroney.“Y

ou
need

an
agent

w
ho

has
know

l-
edge

and
the

resources
to

help
you

get
from

offer
to

closing,
like

a
localattorney,m

ortgage
broker,som

eone
to

do
an

inspection.”
In

som
e

cases,she
said,you

m
ight

even
ask

an
interior

designer
or

a
contractor

to
look

at
the

house
to

find
w

ays
to

m
ake

it
w

ork
for

you.“B
ut

that’s
consistent

allyear
no

m
atter

w
hat

season.Y
ou

need
som

ebody
that

advocates
for

you
and

also
know

s
that

partic-
ular

localm
arket.”

W
H

AT
IF

M
Y

H
O

M
E

IS
A

LREA
DY

O
N

TH
E

M
A

RKET?
T

hinking
about

taking
your

hom
e

off
the

m
arket

during
the

holiday
season?

C
am

m
arata

said
that

could
be

a
m

istake,as
you’re

only
helping

your
com

-
petition.

“W
hile

the
less

serious
sellers

pulltheir
hom

es
off

the
m

arket,it
gives

the
ability

for
the

m
ore

serious
sellers

to
get

m
ore

exposure
am

id
less

inven-
tory

and
com

petition,”
she

said.“If
som

eone
calls

m
e

to
see

your
house

at
the

holiday,I
w

illget
that

they’re
very

seri-
ous.I

find
that

m
ore

substan-
tialdeals

are
m

ade
during

the
holiday

season
than

people
think.”

If
your

hom
e

has
been

on
the

m
arket

for
a

w
hile,

this
is

a
great

tim
e

to
refresh

your
price

and
your

hom
e,

said
M

oroney.
“G

et
rid

of
the

rotting
pum

p-
kins

and
decorate

for
the

next
holiday,”

she
said.“T

he
buyers

that
are

out
there

know
the

m
arket

and
if

they’re
com

ing
to

look
at

the
house

during
the

holiday
season,you

have
a

really
good

shot
of

getting
it

sold.”

C
O

V
E

R
S

T
O

R
Y

C
O

V
E

R
S

T
O

R
Y

D
anielG

ale
Sotheby’s

D
ebra

Russellsays
you

can
adjustyourholiday
schedule

to
fitin

show
ings.

DANIELLE SILVERMAN

Com
pass

Realty’s
Kristina

Cardoza
saysstrategically

pricing
a

hom
e

iseffective
any

tim
e

of
year,including

the
holidays.

O
N

TH
E

CO
V

ER
Joe

Fodera
says

he
received

com
plim

ents
on

his
holiday

décorand
it

helped
sellhis

W
antagh

hom
e

lastholiday
season.

new
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/realestate
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MORGAN CAMPBELL

O
N

TH
E

CO
V

ER
Joe

Fodera
and

his
fiance

decided
to

decorate
their

W
antagh

hom
e

w
hen

itw
as

for
sale

lastholiday
season.
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