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Hudson Valley Realtor Turns Market Frenzy Upside Down


According to Sandi Park, Licensed Real Estate Broker with Berkshire Hathaway Home Services Hudson Valley Properties, the latest coveted combination in real estate in the Hudson Valley are homes with a pool or pool site with 3+ acres in a bucolic setting. In light of this, she anticipated high demand for a property in her portfolio, as it checked all the boxes. It was an 1840 Colonial, ensconced in 8 bucolic acres, complete with a driveway lined with majestic trees. The gunite pool needed work, but at an absolute minimum, there was a hole!

The home could be lived in throughout any restoration and renovation period. Ms. Park estimated the home needed a substantial investment to reach its true potential, a crucial factor to be considered in pricing. Ms. Park drew on decades of pricing experience, including, but not limited to, the bubble and burst of the early 2000’s, when she worked as a realtor in Westchester. With thoughtful consideration, Ms. Park priced the 3,000 square foot home at $489,000. She shared, “The balance between sound pricing and experienced marketing is crucial.  You can lead a horse to water with stellar marketing, but if the home isn’t priced to market, it will sit-even in this purchase frenzy. If the home is priced accurately, but not marketed properly, the imperative component of speaking to the right buyers is lost.” Ms. Park struck a chord with potential buyers, and in one week she accompanied them on over fifty showings with an average duration of 45 minutes each. At each showing, Ms. Park took care in showing people the property’s charm and architectural detail, while also disclosing areas that needed updates and restoration. After the first two days on the market, buyers and realtors alike began asking a question that has become the norm: “Do you have any offers?”

During the real estate market frenzy that kicked off in late May, there are some casualties. Homes are going back on the market rather than into contract after accepted offers went bust-for myriad reasons. In some cases, buyers simply got cold feet. There are houses reducing in price and homes not selling, or expiring, during the duration of the listing agreement. Ms. Park and her clients almost always make it to the closing table first round. 

In the case of the 1840 Colonial, she knew the home needed, if not deserved, careful consideration of the costs associated with its repair and restoration, which would vary by buyer budget and tastes. This was a giving and gracious home, which her client deeply desired be returned to its former glory. After careful thought, Ms. Park approached her seller client with a strategy for her sale: go on strike against the frenzy and give buyers a window to properly consider the home. Her client agreed.
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Ms. Park immediately began sharing this approach with buyers and their realtors. Buyers were given a window of time during which they could return for a second showing, bring contractors, inspectors, or even “have a picnic,” Ms. Park added. She encouraged buyers properly consider the breadth of commitment to the home prior to an offer submission. Ms. Park asserted that no offers would be considered until a specific deadline, which was over a week later. Ms. Park saw relief on buyers and realtors’ faces.  “You really aren’t going to accept an offer in the meantime – even if it’s a crazy offer?” “Nope” replied Ms. Park. “In fact, my client doesn’t even want to know if I have any offers until next Wednesday.” For the first time for many home buyers since May, they actually had the opportunity to breathe and properly consider their home purchase.  What a concept.

Multiple buyers returned for inspections. Some returned with contractors. The deadline approached and Ms. Park noted, “The air did get heavy. I was getting calls from realtors that made clear buyers were giving real thought to the home and their impending offer.” Then the deadline came along with nine solid offers, none under asking and the majority well over asking by multiple, multiple thousands. Ms. Park also had a buyer client for the home. To avoid any conflict of interest and to maintain fairness to her colleagues and their buyers, Ms. Park called for all offers to be delivered in sealed envelope to her office, including her own, to be opened later that day in the company of her managing broker. “It was important that the entire process be handled with fairness and grace,” Ms. Park added.

Ms. Park delivered buyers to her seller client who had the opportunity for due diligence to ascertain improvement costs and comfort with their proposed home purchase price. While the ultimate sale price cannot be revealed prior to closing, Ms. Park shared, “I will not be surprised if the sale price sets an over ask record in Dutchess County for this price point. I’m holding several back up offers at the heels of the accepted offer.”

“Every home is different and requires different sales and marketing strategies,” Ms. Park noted. “Interestingly in this case, the buyer did not come the first weekend on the market, but a few days after the weekend. Had we jumped the gun and pushed for immediate offers, there is a good chance the chosen buyer would not have seen the house.”

It is Ms. Park’s hope that brokerages will take notice of this success and join her in taking a more balanced and healthier approach to real estate sales. It certainly did Ms. Park’s client right.

Ms. Park works with Berkshire Hathaway Home Services Hudson Valley Properties.  She has offices in Lagrangeville and Rhinebeck, New York.  She can be reached at 914-522-6282 or sandipark@gmail.com
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