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15 Garner St., Norwalk             $269,000
Saltbox style 1915 home w/4BR 

close to SoNo and Metro North

www.98443804.PruCT.com

Host:  Rumer Has It

Norwalk  $497,500
Lovely Bettswood Colonial – 

1920’s character plus many updates!

www.98451732.PruCT.com

Listed By:  Jo Deupree

OPEN HOUSE • SUN 12-2 P.M.

100 Richards Ave., #213, Norwalk
$369,900

Stylish and updated 2BR 

corner unit with balcony

www.98450400.PruCT.com
Host:  Emiley Aguilar

OPEN HOUSE • SAT 1-3 P.M.
107 Virgil St, #D, Stamford

$369,500
Pristine 3BR end unit Townhouse

w/2car att. garage & balcony

www.98449232.PruCT.com
Listed By:  Holly Bliss

OPEN HOUSE • SUN 1-3 P.M.
212 Gillies Ln., Norwalk         

$299,000
Newly renovated 2BR condo w/new 

KIT & bth - many energy eff. upgrds

www.98448757.PruCT.com
Listed By:  Rochelle Staiano

OPEN HOUSE • SUN 1-3 P.M.

Norwalk  $395,000
2 Family-Great Condition - 2BR/1B 

ea apt. Full bsmt. lvl fenced yrd

www.98451539.PruCT.com

Listed By:  Tony Parenti

41 Bluff Ave., Rowayton
$2,790,000

ROWAYTON WATERFRONT
Custom 2001 Nantucket style w/views from every rm!

www.41Bluff.com

Listed By:  Mary Ellen Barrelle

83 Murray St., Norwalk
$769,000

Move right in to this well appointed

light filled 4BR Colonial in Wolfpit 

www.98451384.PruCT.com

Hosts: Alan Blackie & Emiley Aguilar

OPEN HOUSE • SUN  1–4  P.M. OPEN HOUSE • SUN 1-3 P.M.
290 Fillow St., Norwalk

$729,900
Classic Center Hall Col over looking 
scenic level acre in West Norwalk

www.98449838.PruCT.com

Listed By:  Rick Zemo

OPEN HOUSE • SUN 2-4 P.M.
199 Gregory Blvd., #A2, Norwalk

* $648,876
Direct Waterfront 3BR, 2.5 bath

Townhouse w/dock

www.98451281.PruCT.com

Host:  Rumer Has It
*PVRM:  Seller will consider offers between $648,876 - $559,000

OPEN HOUSE • SUN 2:30-4:30 P.M.

34 Hunt St., Rowayton
$619,000

Amazing Rowayton Value! Updated
3BR, 2 bath, close to town & train.

www.34Hunt.com

Listed By:  The Douglas & Warren Team

OPEN HOUSE • SUN 2–4 P.M.

38 Oakhill Ave., Norwalk
$549,000

Stylish & updated 4BR Saltbox Colonial

w/updated kitchen on .5 acre

www.38OakhillAvenue.com

Listed By:  Abigail Van Slyck

OPEN HOUSE • SUN 1-3 P.M.
23 Carlin St., Norwalk

$499,000
Move-in condition 4BR Colonial

w/large, level backyard
www.98444697.PruCT.com

Listed By:  Laurie Fan

OPEN HOUSE • SUN 1-3 P.M.

28 Ambler Dr., Norwalk           
$449,900

Sparkling Colonial with open floor plan

perfect for entertaining!

www.98449677.PruCT.com
Hosts:  Jane Walters & David DeFranco

53 Lockwood Ln., Norwalk
$439,500

Meticulously maintained 3BR Ranch

w/updated Kit, HW Flrs, C/A & C/vac

www.98451495.PruCT.com
Listed By:  Lawrence Sherman

OPEN HOUSE • SUN 1-3 P.M. OPEN HOUSE • SUN 1-4 P.M.

Norwalk $339,000
Classic Bettswood Cape in 

need of TLC – Great Location!

www.98451815.PruCT.com

Listed By:  Jo Deupree

Norwalk $289,900
“Manhattan style” living w/old world

charm in this updated 2BR unit 

www.98451789.PruCT.com

Listed By:  Jane Walters

NEW LISTING NEW LISTING NEW LISTING NEW LISTING

For those
of us in the
m o r t g a g e
industry, we
can rattle off
numbers and
acronyms all
day long and
u n d e r s t a n d
each other.
Kind of like
my 15-year-
old son’s lingo
on Facebook
(i.e idk= I
don’t know or
w/e= whatever).

But for the rest of the
world, regular folks are
left wondering if an
“ARM” mortgage means
“I’m going to spend an
ARM and a leg.” It does-
n’t. This is a primer on
mortgages so you can
quickly navigate the con-
fusing world of home
loans and, when you’re
talking to a mortgage
broker, your enthusiastic
nodding will actually
indicate that you under-
stand what they are talk-
ing about.

Basically, there are
two kinds of mortgages.
Fixed Rate Mortgages
(FRMs) and Adjustable
Rate Mortgages (ARMs).
FRMs have their interest
rates set at the beginning
of the term and they stick
to that percentage. ARMs
are, as their name indi-
cates, adjustable. When
the interest rate rises,
your mortgage payment
rises with it. When inter-
est rates drop, your
mortgage payment
drops.

Make sense so far?
But what about those
fractions (5/1) you see in
the advertisements.
What the heck do those
mean? When you see an
ARM expressed as (for

e x a m p l e )
5/1, the top
number is
the number
of years that
a mortgage
will initially
stick to an
s p e c i f i c
interest rate
at the very
beg inn ing
(5 years, in
this exam-
ple) com-
pared to the

frequency that the rate
will adjust when the ini-
tial fixed period is over
(1 year, in this example).
You might see 3/1, 5/1,
7/1, 10/1, indicating that
the interest rate will
adjust annually after an
initial (3 year, 5 year, 7
year, or 10 year) period
of fixed interest.

Now that you’re a
mortgage expert, here’s
what this means for you:
Each of these ARMs offer
a unique opportunity for
the right situation. For
example, let’s say that
you’re a couple moving
to a new home due to a
job transfer for an short
period of time; or you’re
a young couple buying a
starter home with hopes
of having a baby in a
year or two and moving
on to a bigger and better
home; or you’re a home-
buyer in a decent finan-
cial situation that will
significantly be improv-
ing in the near future. 

Due to the subprime
mortgage shakeout
we’ve seen in recent
years, many people are
trained to chose the 30
year Fixed Rate
Mortgage as the only
option. But here’s anoth-

True story: ARMS
have a purpose

DENISE PANZA

Real Estate

see KNOW, C3

AP photo
A sold sign sits outside a new home in Houston recently. Cleaning up eye-sore homes in the neighborhood will help
sell homes on the market.

By MELISSA KOSSLER DUTTON
Associated Press

When Vicky Black’s one-story
home in Port Richey, Fla., was on
the market, prospective buyers
told her they liked it.
Unfortunately, they made nega-
tive comments about her neigh-
bor’s home, which has a stone
lawn and little curb appeal.

“They said I was the gem of
the neighborhood, and it was too
bad I had eyesores around me,”
recalled Black, who took her
house off the market.

The appearance of nearby
homes absolutely affects home-
owners’ ability to sell, said Pat
Vredevoogd Combs, former presi-
dent of the National Association
of Realtors.

“One house that’s an eyesore
affects everybody,” said Combs, a
real estate agent in Grand Rapids,
Mich.

It’s a problem that has grown
with the nation’s foreclosure rate,
she said. Many foreclosed proper-
ties go into disrepair. Problems
range from uncut grass to broken
windows to trash in the yard.

Combs recommends that sell-
ers and real estate agents take
action toward cleaning up
unsightly properties. She has
encouraged clients to phone
neighbors and ask them to
address the problem or, in the
case of a foreclosure, to take care
of it themselves.

“The agent could help if need
be,” she said. “It’s better if it’s

owner to owner.”
She recommends handling

neighbors delicately.
“You do have to defuse the fact

that you’re attacking them,” she
said. “You can’t go right at them
with, ‘You dirty bums, how come
you’re so messy?”’

She suggests telling delinquent
neighbors that a real estate agent
or potential buyer complained. It’s
also a good idea to have a solu-
tion and to offer to help with the
fix, Combs said.

If homeowners are uncomfort-
able contacting their neighbors,
real estate agent Greg Perry is
happy to do it. He’s had varying
degrees of success. Some neigh-

Trying to sell? Clean up neighborhood eyesores

see CLEAN, C3



bors have seen the value
of improving their prop-
erty, others haven’t, said
Perry, who sells homes in
Kirkland, Wash.

“You run into all kinds
of people,” he said.
“There are belligerent
people in life and there
are accommodating peo-
ple in life.”

“A lot of agents need
to think a little bit outside
of the box,” Perry said.
“I’m always willing to
help my seller out, and
sometimes that means
actually arranging for the
neighbor’s cleanup. I’ve
done it on my own dime.”

Approaching the
neighboring homeowner
is the most appropriate
first step, said Carl
Smart, president of the
American Association of
Code Enforcement.

“A friendly call from a
neighbor is often very

much appreciated” over a
complaint to the local
code enforcement office,
said Smart, an executive
assistant in the Fort
Worth, Texas, city man-
ager’s office.
“Sometimes, it’s not so
pleasant. At least you
tried before moving for-
ward with code officials.”

If a phone call fails to
resolve concerns, he rec-
ommends contacting the
local code enforcement
office or neighborhood
a s s o c i a t i o n .
Representatives of those
organizations will know
whether the issue violates
local codes, Smart said.
Often people are disap-
pointed to learn that their
neighbor is not breaking
any rules, he said.

Nor does filing a com-
plaint guarantee an
instant remedy, he said.
While some homeowners
do immediately address
the issues, others may

appeal the complaint or
take their time fixing the
problem.

He recommends ask-
ing the homeowner
before doing any work
yourself.

“If they accept, every-
thing is fine,” he said.

Otherwise, it’s tres-
passing, he said.

“I know it’s happen-
ing,” he said. “It’s kind
of a neighborly
approach. It’s very much
akin to a neighborhood
cleanup.”

Combs, the real estate
agent, encourages clients
to take turns on mainte-
nance chores, such as
cutting the grass or
cleaning up the yard.

“People say, ‘This
looks terrible. Why isn’t
somebody doing some-
thing?”’ she said. “Well,
guess what? It’s your
neighborhood. It’s only
hurting you. People have
to start stepping up.”
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Looking To Buy Or Sell,
CALL FAIRFIELD COUNTY’S TOP PRODUCING TEAM

203.554.5411
HOMETEAMREALTORS@RAVEIS.COM

CTHOMETEAMREALTORS.COM

Three More Reasons Why We Are 
Connecticut’s #1 Real Estate Company

TOP SELLING AGENT
Norwalk
December

BETSY CONTI

TOP LISTING AGENT
Norwalk
December

ALAN BLACKIE

TOP LISTING AGENT
Rowayton
December

ABIGAIL VAN SLYCK

N/a, CT CVS Pharmacy
to SCP 2009-C34-006
LLC, $13,085,901.

N/a, Joan H. Weiss to
Anthony Monroig and
Sharon Varian,
$229,000.

N/a, Timothy P. Guzda
to Dierdre Arcuri,
$230,000.

N/a, Blake F P. and
Robert F P. Zizzi to Blake
F P. Zizzi, $375,000.

WESTON
3 Christopher Hill Rd,

Balbair Chana to
Wachovia Mtg, $1.

197 Georgetown Rd,
Frederick L. England to

Deutsche Bank Natl T Co,
$1.

112 Good Hill Rd,
Wachovia Bk to Paula G.
Passaretti, $1,350,000.

WESTPORT
67 High Point Rd,

Candace Malden Coberly
to Christian J. and Anne
E. Delorier, $950,000.

5 Marion Rd, Caterina
Zaffina to Yujia Zhai and
Yu Xing, $845,000.

12 Murvon Ct,
Emmanuel M. Gradoux-
matt to Stanley J G.
Crouch and Tinatin
K o g a n - c r o u c h ,
$1,335,000.

23 Vineyard Ln,

Michael P. and Laurie A.
Dillon to Kevin W. and
Andrea J. Robinson,
$1,600,000.

WILTON
113 Old Belden Hill

Rd, Mark R. and Sarah
A. Carta to Allan D. and
Christine L.
Kriemelmeyer, $905,100.

106 Old Kings Hwy,
Mary E. Sonntag to
Miroslav Golodinskii and
Kamilla Mastanova,
$600,000.

100 Portland Ave,
Joseph W. and Kathleen
Lanigan to Skhak So and
Sangchul James Lee,
$490,000.

P R O P E R T Y T R A N S F E R S
From C2

er way to look at it: Think of ARMs as
shorter-term fixed-rate mortgages that
can save you a ton of money. Here’s an
example to illustrate: Let’s imagine
someone named Tony who is buying a
home for a million dollars. The rate
Tony can get on a 30 year FRM is
5.375%. And the rate he can get on a
5/1 ARM is 3.875%. That’s a signifi-
cant difference! 

Here’s what it means in dollars to
our friend Tony: The principle and
interest payment he’d make on the

FRM is $5,599.71 and only $4,702.37
on the ARM. That’s nearly a grand in
savings every month. 

If you’re looking at buying a home
and you’re exploring your mortgage
options, don’t just assume that your
best choice is a 30-year FRM. Although
it’s a staple for many homebuyers,
there are other options and an ARM
may just be the ideal route for you.

Denise Panza is a Senior Loan
Consultant with Ladd Financial in
Westport. She may be reached at
(203) 743-4739.

Know your mortgage options
From C1

Clean up neighborhood
eyesores when trying to sell

From C1

By DINA ELBOGHDADY
The Washington Post

WASHINGTON — Home prices
climbed for the seventh consecutive
month in December, providing yet
another hopeful sign that the battered
housing market might be slowly recov-
ering.

The Standard & Poor's/Case-Shiller
index, a closely watched measure of
the health of the housing market,
showed that prices of single-family
homes rose in most parts of the coun-
try on a seasonally adjusted basis,
climbing 0.3 percent in December from
November. That's the biggest monthly
rise since August.

Prices remain lower than they were
at the same time in December 2008,
down by 3.1 percent. Even so, that
drop is the smallest year-over-over
decline in any month going back to
May 2007, said Michael Larson, an
analyst with Weiss Research.

“These are healthy
numbers,”Larson said. “It’s not a run-
away market. Some markets are still

down, but the degree to which prices
are shrinking in those market is small-
er.”

The housing market's demise helped
cripple the economy, and its rebound is
considered critical to getting economic
activity back on track, which is why
any measure of the housing sector's
health is closely tracked.

The home-price index broke out
numbers for 20 major metropolitan
areas and found that prices rose in 16
of them in December. Los Angeles and
Phoenix led the pack with monthly
gains of 1.4 percent and 1.2 percent,
respectively.

Cities with monthly declines include
Chicago, Cleveland, Miami, New York
and Tampa. Prices in Atlanta were flat.

The quarterly numbers are also
down, falling 2.5 percent in the fourth
quarter compared with the same quar-
ter in 2008.

The cities hardest hit by price
declines in recent years are the ones
where prices rose most quickly and
most sharply in the previous decade,
including many of the Sun Belt areas.

Home prices rise again


