
TIME TO GO SHOPPING?

The holidays are almost here and you may have a long list of people 

to shop for. In fact, you may spend hours looking for the perfect gift 

for that special someone, or days searching for the most flattering 

party outfit for yourself. But how much time do you spend looking 

for the perfect mortgage? Considering it’s the largest financial 

transaction you’ll probably ever make, the answer is likely, “nowhere 

near enough time”.

A previous survey conducted by 
Zillow revealed that the typical 
borrower spends only five hours 
researching their mortgage or home 
loan, the same amount of time as 
they spend researching their next 
vacation, and half the amount of 
time they spend researching their 
next car!

Lenders offer different types of 
mortgages with different terms, 
conditions and interest rates. As 
you would for any other consumer 
good or service, comparison 
shop for your mortgage and 
make sure you understand 

what’s being offered. While it may 
be tempting to make your decision 
solely on interest rates, compare all 
the different mortgage features, 
such as prepayment options, that 
could save you money in the 
long run.

Let’s talk about your housing 
wants and needs, and the benefits 
of getting pre-qualified for your 
housing loan. Confirming your 
budget prior to starting the home-
hunting process will allow for a 

more realistic and more 
enjoyable home-

hunting process.
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Greetings! You’re receiving this
newsletter with hopes that you find
it informative and entertaining.

If you’re thinking of making a move,
or are just curious as to real estate
trends in your area, please feel free
to call at any time.  It’s always good
to hear from you!

All the best,

 Anita Pimentel
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 �Prioritize your commitments. Make a list of all those 
chores to be done and events to be attended this season. 
For each item on your list, ask yourself, “Does this help 
me achieve my holiday-season goals? Is this rewarding?” 
While you probably can’t scratch every item for which 
the answers are “no” off your list, there are probably 
some you can do away with. 

 �Cheat a little. Are there ways you can make taking care 
of what’s left on your to-do list easier and less time 
consuming? For example, can you switch to a Secret 
Santa style of gift exchange, in which you’ll only be 
responsible for buying one gift? Can you ask each of 
your dinner guests to come with a contribution, rather 
than cooking everything yourself?   

 �Get organized. Use a system – be it a printed calendar 
or a smartphone app – to keep track of your chores and 
commitments. Make note not just of the time by which 
you need to finish a chore or be ready for an event, but 
when you need to start in order to meet those deadlines 
without breaking too much of a seasonal sweat.  

 �Delegate. You don’t have to do everything yourself. 
Getting the kids involved in gift wrapping, decorating, 
simple food-preparation tasks, or even writing a 
standard, simple message in greeting cards can be a 
great way to achieve your goal of spending quality 
time with your family over the holiday season. You 
may even find yourself establishing new family 
traditions that everyone can enjoy.   

 �Set a budget and stick to it. Money is a common 
source of holiday stress (not to mention post-
holiday stress), so figure out ahead of time what 
costs you need to account for and what you 
can afford to spend. And don’t stop at 
gifts – other holiday-related costs 
can include decorations, food and 
beverages, mailing costs for 
shipping gifts and, if you 
plan to leave town, 
travel expenses.  

 �Try to maintain your regular healthy eating, exercise 
and sleeping routines. Not only will sticking to your 
routines help you to avoid the guilt-induced stress that 
can come from neglecting yourself and overindulging, 
you’ll also be in a much better frame of mind to deal 
with other typical holiday-season stresses like having 
too many things to do or dealing with family drama. 

 �Be mindful of your mindset. So much of the stress 
we feel during the holidays is self-induced. We guilt 
ourselves when we say no, overextend ourselves when 
we don’t and we hold ourselves to impossible standards 
of perfection. Keep your holiday-season goals (e.g. 
family fun, helping those in need) in focus, remind 
yourself that you’re only human and that there’s always 
next year!

HAPPIER HOLIDAYS!
For many of us, the holiday season can be as stressful as it is happy. But the good news is that you always 
know when it’s coming, which means you can prepare and plan for a holiday that’s more joyous for you – and 
less taxing on you – with these tips!



BACK FOR SECONDS
Especially in hot markets, buyers can feel pressure to 

make snap decisions. Taking the time to view potential 

properties a second time can be invaluable in helping 

buyers avoid making a decision they’ll regret.

 �Don’t believe everything you hear – or read. Every 
market’s different, so ignore what the headlines, that 
know-it-all neighbor, or the armchair agent at work 
have to say about home pricing or what your home 
is worth. It’s highly unlikely to be relevant to your 
particular property and location. 

 �Do investigate your local real estate market from a 
buyer’s perspective. How much are properties similar 
to yours (in age, size, condition and amenities) listed 
for? What could buyers get for the price you’re 
thinking of asking? Checking out the competition can 
be quite the eye-opening exercise for sellers. 

 �Don’t make it personal. When it’s time to sell, it’s 
time to start thinking of your property as a product, 
not your home.  Its sentimental value to you has no 
business factoring into your asking price, nor do your 
financial needs or what you originally paid for your 
property. 

 �Do work with a professional real estate salesperson, 
and ask to see a Comparative Market Analysis. A 
CMA is a tool real estate reps use to help establish a 
competitive asking price for your property based on 
comparable-sales statistics they’re able to gather by 
accessing the MLS®.

 �Don’t overprice. Even armed with a CMA, many 
homeowners insist on overpricing. Overpriced listings 
generate less interest in those critical first two 
weeks, spending more time on the market, and often 
becoming stigmatized. This can end up being more 
costly to sellers than simply pricing competitively 
from the get-go. 

Establishing an asking price is a seller’s most 
critical decision. These pricing dos and don’ts can 
mean the difference between a speedy sale and a 
listing that lingers. 
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First viewings tend to be emotional. Buyers are assessing 
whether the property feels right; many “fall in love” 
with what they see. A second viewing allows you time 
to process those emotions and figure out whether you 
could have a lasting relationship with this home, or if it 
was just infatuation at first sight.

First viewings also tend to be general, as buyers focus 
on the big picture: How big is the home? How many 
bedrooms are there? How many bathrooms? On a second 
viewing – when your emotions have cooled and you’re 
able to look more critically – you’ll no doubt notice 
things you missed the first time. Perhaps that second 
bathroom isn’t a full bathroom, or you didn’t realize how 
little storage space there is, for instance.

On the other hand, a second viewing may be just what it 
takes for a property to move from your “maybe” column 
to your “yes” column. Having had time to reconsider 
those things you weren’t crazy about – and having seen 
what else is out there – you might just decide you can 
live without that kitchen island or you don’t need that 
much storage space. 

Lastly, a second viewing allows you to check out the 
area at a different time of the day or week. Were you 
first there on a weekend? If so, what’s it like during rush 
hour? Was your first viewing during the day? What’s the 
neighborhood like at night?

PRICING DOS AND DON’TS



Squash Pancakes
GLUTEN-FREE 

Ingredients (wet):
 �1 c. roasted and mashed 

Butternut Squash* 
 �¼ c. milk 
 �2 Tbsp. coconut 

oil, melted

 �1 Tbsp. fresh lemon juice
 �1 tsp. each honey and 

vanilla extract
 �2 eggs, beaten

Directions:

1. �Stir all wet ingredients together.

2. �Whisk all dry ingredients together.

3. �Pour wet ingredients into dry mixture a little at a 
time, stirring until batter is thoroughly mixed. Let 
batter sit for 10 minutes.

4. �Warm a non-stick pan or griddle to medium heat, 
then lightly oil the surface with cooking spray, butter 
or coconut oil as necessary.

5. �Pour batter onto the hot pan or 
griddle, cooking on one side for 
3 minutes or until golden before 
flipping to the other side for an 
additional one to two minutes.

6. �Serve with honey or syrup 
as desired.

*1 c. pumpkin puree, fresh or canned, can 
replace butternut squash if desired.

Ingredients (dry):
 �1 c. gluten-free oat 

flour
 �½ tsp. each salt and 

baking soda
 �½ tsp. each ground 

cinnamon and 
ground ginger

 �¼ tsp. each ground 
nutmeg and 
ground cloves

Terminology Tip
OPEN MORTGAGE: A mortgage that allows 
the borrower to pay off their loan before 
it matures, at any time and with no pre-
payment penalties. Open mortgage rates are 
usually higher than closed mortgage rates.

CLOSED MORTGAGE: A mortgage that 
locks the borrower into a set loan period 
(term), for a set mortgage rate that doesn’t 
increase or decrease if rates do. This type of 
loan cannot typically be pre-paid, renegotiated 
or refinanced before maturity without 
penalty or a change to their current rate.
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