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Assessed Home Values Is Not Going To Equal Fair Market Value - Part Two 
By Elaine VonCannon, ABR, SRES, Associate Broker, Notary, Team Leader, Property Manager, Award Winning Agent  

 

Since the Housing Bubble crashed Virginia as well as many other parts of the country have seen a rapid decline in Real Estate values. It would not be 
unusual to see a home that sold in 2007 for $300,000 to be re-sold today around $240,000. Erroneous thinking among buyers, sellers and real estate 
agents is when Real Estate values are heading downward is that the homeowners tax bill must also be coming down too. This occurs because people 
assume that the fair market value and assessed value are the same. 
 

In a perfect world this should be the case but assessed values are nothing more than a way to measure for a municipality to collect an appropriate 
amount of taxes to sufficiently cover the state and local appropriations chargeable to the city and town. Few facts about your homes assessed value and 
the role of the towns assessor: 
 

 A lot of states the assessed values are based around 90% of full market value, or maybe a few points above. 

 Town Assessors are required to submit assessed values to the state Department of Revenue for certification every three years. 

 The assessors review sales data and the Real Estate market every year and thereby reassess values each year. 

 Assessors do not make of lower taxes. 

 Assessors do not make the tax laws, which affect property owners. 

 The Assessor's Office has nothing to do with the total amount of taxes collected. 

 The assessor's primary responsibility is to find the full and fair market value of the property so that the taxpayer pays only their fair share of 
taxes. In January, there is no doubt that you will see the assessed value of many homes coming down. What you are also very likely to see is an 
increase in the fiscal tax rate to cover the difference in the lower assessed values. 

 

As previously mentioned above, the numbers used are all just part of the game of collecting the proper amount of revenue to run the town. 
The question is what are you supposed do if you think you are not being taxed properly in relation to other similar homes that have sold? 
You should go to your local tax assessors office and file for an abatement. All the information necessary regarding the application process and the dead-
lines for filing should be available. Applications for abatement's are due on or before the due date for payment of the first actual bill. The assessor has up 
to three months in Massachusetts to act upon your abatement request. 
 
What happens if you do not feel that the assessor made the proper ruling on your abatement request? If this occurs, you have the right to appeal to the 
you State Appellate Tax Board. 
 
Here are a few exemptions which are available to those individuals that meet the various requirements in the following categories: 

 Elderly 

 Disabled Veteran 

 Blind 

 Widows and/or Widowers 

 Minor Children with a Deceased Parent 

 Minor Children of Deceased Police or Firefighters killed in the line of duty 
Applications for tax exemptions can also be obtained from your local tax assessor's office. 
 

In most states senior citizens have also been able to claim a refundable credit on their income taxes for property taxes paid on residential property 
owned or rented. The reason for this is equal to the amount by which their property tax payments in the current tax year (excluding any exemptions and/
or abatement's), including water and debt sewer charges, exceed 10% of their total income for the same year. 
 

As a Realtor, I see this written in the public remarks section of the Multiple Listing Service (MLS) like "What a bargain this home is priced X dollars below 
assessment." Most of the time the Realtor is making a very poor reason to show why the house is priced like it is between the assessed and market 
value. When I see something like this my immediate thought is that the home owner has been paying too much taxes on their home or the assessment 
has not been adjusted yet. 
 

In just as many circumstances I have seen a home with a lower assessment and a buyers Realtor try to argue that the home is overpriced because of a 
low assessment.  The take home message is that if you are considering buying a home, you should not rely on assessed value as a good measuring 
stick of market value.There are plenty of homes that are over and under assessed. Hiring a good buyer's agent that can point a homes true market value 
is always a wise move! REMEMBER TO REPLY ON WHAT HAS SOLD IN THE AREA THAT IS EQUAL TO THE KIND OF HOME, LOT SIZE AND 
CONDITION OF THE PROPERTY! 
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You've finally found your dream home, and it's actually in your budget. You can swing it—with cash to spare—but with competition fierce, why not go all in and 
offer way above asking? The seller will be in no position to refuse, right? 
 
Well, hang on for a second. While cash—and lots of it—is certainly king, there are other factors that play into a seller’s decision to accept an offer. In fact, some-
times there are things in your purchase contract that can outweigh even your supersized offer. Sounds crazy, doesn’t it? But often—especially in today's red-hot 
market—a successful sale goes beyond money. Here are a few scenarios in which your highest offer might not land you the keys to the front door.. 
 
1. You're not flexible on the timeline 
First and foremost among possible deal breakers is timing. “Sellers look at the terms to their specific situation," says Francine Brown, broker/owner and Realtor® 
at Brown Estate Realty in Norwalk, CT. "Maybe they need more than 30 days to move out, so if someone is pressuring them to move out sooner, that can some-
times be a turnoff if they haven't found a new home to move into.” 
 
On the other hand, the sellers might have already vacated the property, and are eager to unload it pronto. That’s why customizing the length of the closing period 
to meet the sellers' needs can be more important than the bottom line. Have your real estate agent find out what they need, and let them know you can accommo-
date them. 
 
2. You don't have your paperwork squared away 
Yes, we've preached and prattled on about the importance of being pre-approved for a mortgage before you start your home search. And here's just one 
of many reasons why: You can blow up the deal if you haven’t been pre-approved, says Sharon Paxson, a Realtor with Arbor Real Estate in Newport Beach, CA. 
 
Why? If you don't have the financing in place to make your initial down payment and closing costs, it doesn't matter how many dollars you promise the sellers. 
“Buyers must have that in place as opposed to tying up a house when they're not really qualified to do so,” Paxson says. “When you're ready to put in an offer, 
make sure your pre-approval is within 30 days or less. [If sellers] see that the pre-approval was done more than 60 days ago, that could make them wonder if 
you're still credit-worthy to get a loan." Speaking of being credit-worthy, here’s another no-no: Making a large purchase (such as a car) during the escrow period—
even if you have the money to do so. It might affect your ability to obtain financing, and that'll be another major red flag to the seller. 
 
3. You're asking for too many contingencies and concessions 
If you’re in a bidding war for your must-have home, you’ll want to go in not only with the highest offer, but also with the cleanest one. 
“You want the deal to be as sweet and competitive as possible, so that if the seller takes it, there's a very good chance that the sale will go through,” Paxson says. 
 
For example, a contingency stipulating that your home must sell before you purchase the seller’s house is usually a deal breaker, Brown says. “The seller may not 
consider your offer as favorable because you're still shaky until your house actually sells,” she says. Another potential turnoff: Negotiating for a large concession, 
like for the seller to pay all of the closing costs. Instead, ask for the bare minimum closing costs—or none at all—and make sure the concession doesn't dip into the 
seller's price tag, Paxson advises.“So if a house is listed for $300,000, and you can go up to $310,00, then put in $310,000 with a $10,000 seller's concession,” 
she says. 
 
4. You're requesting too many things be included with the home.  
On a related note: If you ask for the custom drapes, the Smeg appliances, and the Scandinavian hot tub to all be thrown in with the house, sellers might wave you 
off, Brown says. “If the sellers had put in the listing that the chandelier wasn't included, then don’t ask for it to be thrown in,” Brown says. You might think you're 
paying for all that stuff with your higher offer, but if you really want the house, tread lightly here. You risk offending the sellers if it looks like you're trying to squeeze 
as much out of them as possible. 
 
5. You haven't expressed your love—for the house 
You might not be the only one bidding high. And when similar offers are on the table, sometimes the sellers look for other factors to break the tie—that another 
happy family will live in their cherished home, for example. Or that the buyers won’t be gutting it and turning it into something totally different. 
 
So how can you sway sellers who love their home? Put some heart into your offer by giving them some idea of who you are and why you want their home. “I’ve 
seen buyers take a picture of themselves and their family. If that’s what works to make it more emotional, then do it," Paxson says. "It just depends on who your 
target is. If your seller is an investor, they’re probably not going to care—they just want the money. But if they raised their family there and want to sell it to another 
nice family, an emotional appeal might work.” Writing a love letter to the sellers can sometimes seal the deal, Brown adds. 
 
“A buyer may outline why they feel this house would suit their family needs and how they can keep on the tradition of what the previous owner has,” she says. 
 
6. You gave up after your offer was initially refused 
If, for whatever reason, the sellers reject your bid, hang in there, Brown says. Contracts that come in way over asking price tend to have a high cancellation rate, 
perhaps because the buyers didn’t have pre-approval and their financing falls through. 
“I make sure things always end nicely with the listing agent, and tell them that we want to be kept in the loop should there be any problems with the accepted of-
fer,” she says. 
 
Ask your agent to check in every two or three weeks. Because then, instead of putting it back on the market and creating a whole new bidding war, the listing 
agent may just go to the next most attractive offer: yours. 
 

 

Hey, Big Spender! 6 Reasons Why Your Higher Offer Won't Win the House 
By Wendy Helfenbaum of Realtorcom 
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What to plant in your garden NOW! 
By USFeeds.com 

Get your garden planning started! In some warmer locations, you can 
begin sowing your vegetable seeds outdoors. For cooler areas, Febru-
ary is a great time to sow your tomatoes and peppers. You should start 
drawing out your garden for all the vegetables you want to grow. In late 
February, there are several cool weather vegetables you can directly 
sow out in the garden. 
 
Listed below are flower, vegetable and herb varieties that are great to 
start planting in February based on the Hardiness Zonethat you live in. 
It’s still too early for many Northern states to start their transplants in-
doors, but most of the warmer Southern states are ready to get going! 
 
Broccoli (Zones 7-10) 
If you live in Zones 7-10, and can find a quick growing Broccoli variety, 
you can harvest until it bolts in the hot summer sun! 
Suggested variety: De Cicco 
 
Herbs (Zones 3-10) 
Herbs are definitely the most popular indoor plant to grow throughout 
the winter months in any Zone. Plant heat loving herbs like basil, oreg-
ano, thyme and sage. Also check out the Urban Farmer Herb Kit  
Suggested varieties: Italian Basil, Greek Oregano, French 
Thyme, Broadleaf Sage 
 
Lettuce (Zones 7-10) 
In Zones 7-10, start a crop of salad mix greens that gets bright sun, but 
not all day. Great for spring crops until the lettuce begins to bolt in the 
summer sun! 
Suggested Varieties: Buttercrunch, Mesclun Mix, Black Seeded Simp-
son 
 
Onions (Zones 7-10) 
Get those onion seeds growing! Zones 7-10 should plant long day on-
ions, and Zones 3-6 should plant short day onions. Be careful to select 
an onion variety appropriate for your climate!            
Suggest variety: Sweet White Walla Walla, Red Creole, Yellow Span-
ish, Candy Hybrid 
 
Peppers (Zones 7-10) 
Fresh, crisp peppers are a garden favorite. Peppers take up little space 
and can produce high yields when planted close together. Plant as  
 
 

many different varieties as possible! They come small, big, hot, mild, 
weeks before your last frost date indoors for best results.and an array 
of different colors. For Zones 7-10, start seeds 8-10  
Suggested variety: California Wonder, Early Jalapeno, Sweet Ba-
nana, Super Chili 
 
Tomatoes (Zones 7-10) 
 
The most popular garden vegetable! Growing tomatoes is not only fun, 
but treats you to some of the best tasting fruits in the world. Tomatoes 
come in many colors, shapes, taste, and sizes. Grow a few varieties 
every year to find  
your favorites! For Zones 7-10 start seeds 6-8 weeks before your last 
frost date indoors for best results. 
Suggested variety: Brandywine, Cherokee Pur-
ple, Siberian, Roma, Heirloom Blend 
 
Annual and Perennial Flowers (Zones 7-10) 
Now is a great time to get your spring flowers germinating and ready for 
spring! There are many different varieties of annuals and perennials 
with different grow times. Pay attention to grow times so that your flow-
ers are ready to be planted after last frost. Below are some good varie-
ties to start in January if you are in Zone 7-10 for a last frost in March 
and April!                                               
Annuals: Zinnias, Marigolds, Geraniums 
Perennials: Rudbeckias, Daisies, Poppies, Coneflowers 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 

 

 
 

 

RESTAURANT SPOTLIGHT: Café Provencal 
https://www.williamsburgwinery.com/cafe-provencal 

5810 Wessex Hundred   Williamsburg, VA 23185 
757.941.0317 

 
Café Provencal  is located at the Williamsburg Winery, and is one of Williamsburg’s best kept secrets! Enjoy a sea-

sonal menu and an extensive wine list in an intimate atmosphere. Café Provencal was also featured in Wine Specta-

tor’s “8 Outstanding Winery Restaurants” in May 2018. Open for dinner, make your reservations today!  

You won’t be disappointed. 
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Elaine VonCannon 
C o l d we l l  B a n k er  T r a d i t i o n s  

4 0 7 1  I ro n b o u n d  Rd  
W i l l i a m sb u r g ,  V i rg i n i a  2 3 1 8 8  

( 7 5 7 )  2 8 8 - 4 6 8 5  d i re c t  
v o n ca n n o n re a l e s ta t e @ cox . n e t  

 
Be  S u r e  To  V i s i t  My  W e b s i t e s :  
w w w . v o n c a n n o n r e a l e s t a t e . c o m  

w w w . e st a t e s i n v i r gi n i a . c o m  

Elaine VonCannon 

4071 Ironbound Road 

Williamsburg, VA 23188 

** If you would like to see all of the properties that have sold in your zip code in the past month, 

please email me or call me at (757)288-4685.  This is a great way to see how the market is doing in 

your area, especially if you are considering listing your home for sale in the near future.  I am more 

than happy to offer you this complimentary service, so please let me know if you are interested in   

receiving this information. ** 


