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Cost@Value

NATIONAL RVERRGES
Job

Resale Cost.

Power Generator 14,718 7,136 485
e 2 Lo UG e LN P
Deck (wond) 10878 7,986
Deck (composite 15,620 T5s
85,740 53,624

Family Room

| 0608 35876 89.2
' Master Suite 108,090 68,146
Sunroom 75,224 36,540

165,243 107,3:

UPSCALE

$ 78,409

Bathzoom

2,003

Master Suite 232,062 122,370
Remodel =
MIDRANGE
Basement 64,519 $45,186
Bathroom 16,634
Home Office 28,888
Major Kitchen 58,367
Minor Kitchen 21,695
UPSCALE
~ Bathroom s 55.59
Major Ritchen 113,464
Replacement
MIDRANGE
Entry Door (fbergliss) ~ $3,576  $ 2,147
Entry Door (steel) 1,218 1,243

G

Al4es 13,780

UPSCALE : R
Garage Door $3,545 $ 2,476

Grand Entrance

(fiberglass) 7,700 4,979 64.7
Roofing 38022 21,120 855
Siding (foam-backed vinyl) 13,973 10,119 72.4
Siding (fiber cement) 13,382 ;
Window (wood) 18,226 12,303 67.5
Window (vinyl) 14,284 10,368 726 |
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Addition Cost  Value  Reconped

MIDRANGE :

Kttic Bedroom  $51428 $37,142  72.2%
Back-up }

48,278 536

Siding (viny) 11,357 8,223 724 |
Window (wood) 12,027 8,707 172.4
Window (vinyl) 11,066 7,920

7,939 4853 6l1 8,016 4,866 607 7,018 4,703 665 7,965 4,369 54.9
41,601 24,257 58.3 41,967 22,241 B30 32,962 20,021 610 41,611 18,447 443
14,277 11,278  79.0 14,320 10,346 72.2 12,860 9,774 760 14,306 9,025 63.1
13,495 11,491 85.2 13,561 10,547 77.8 13,106 11,197 854 13,576 9,369 69.0
18,714 13,204 706 19,026 12,247 644 16760 11,667 69.6 18,986 11,003 580
14023 10,514 70.5 15129 10,585 70.0 12,878 10,027 779 15,063 9,283 616

HOW We Get the Numbers Construction cost estimates are generated by
HomeTech Information Systems (www.hometechonline.com) of Bethesda, Md., which takes into

account construction commodity data and labor cost information from a nationwide network of i
remodeling contractors. The company prepares a detailed construction estimate for each project
and then adjusts this baseline cost for each city to account for regional pricing variations. However,
project costs are based on estimates for hypothetical projects, with no reliable way to accommo-
date local and short-term fluctuations in supply and demand. Resale value data for each project
are aggregated from estimates provided by Reattors®. E-mail surveys were sent to some 150,000
appraisers, sales agents, and brokers in the summer of 2010, and more than 3,000 participated.
Respendents were instructed not to make judgments éb.éy{ motivation of the home owner in
the n to undertake the remodeling project or to sel

MIDDLE ATLANTIC E. NORTH CENTRAL
MJ. WY, PA L / IL, 1N, 841, OH, Wi
' ; : Job  Resale Cost
Cost  Value  Recouped

9,516  85.0
11,377 38.1

22,325 15,246

917 68.2
11,016  47.2
7484 64.0

7959 627
7,252 62.2

www.REALTOR.org/realtormag




Usmg the Data the cost vs. value Report provides an
accurate snapshot of the national housing market, but it can't be applied
accurately to an individual remodeling project for a particular address.
Resale value is one factor among many that a home owner must take into
account when making the decision to remodel. Although the costs used in
the report are based on itemized estimates, the projects are hypothetical.
When comparing the data to actual remodeling costs in your area, small
! differences in the scope of a project or quality of finishes and accessories
can dramatically affect the price. Although the distinction between “mid-
range” and “upscale” projects provides a range of pricing, it can’t account
5 for ex ations in pricing th @rtnany markets experienced in 2010.

E. SOUTH CENTRAL V. NﬂR;I‘H CENTRAL W. SOUTH CEﬁTRﬂL
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2010-11 Tl'ends Slumping home val-

ues pulled the overall cost-to-value ratio down to its
lowest level this decade, extending the downward
trend that began in 2006. In fact, the slide from
63.8 percent to 60.0 percent in costs recouped is

a slightly greater than last year's 3.5-point drop.
Projects were more affordable to complete, with
construction costs down 10.4 percent overall, but
those lower costs were overmatched by a 15.8 per-
cent drop in estimated resale values, the biggest
decline in the last eight years. ;

PACIFIC

$ 2 .6% § 3,504
7115 5157 725 17,708 448l 577 6,979 5075 712.7 7,424
34,193 19,843 58.0 31,705 16,545 439 30,752 19,757 64.2 33,242
12,675 10,888 86.9 13779 8769 636 12,783 9,663 748 13,303
13,106 11547 881 13423 9,335 69.5 12,954 10713 827 13,239
16,930 12,279 725 18,178 10455 S5I.5 16,292 11,774 72.3 17456

12,987 11,067 852 14309 9,031 631 12,208 9,169 751 13,432

10,510

et g.._.._f.. R
7,177 68.3

$ 2,310 65.9%

4761 642  B9I6 6674 73.2

18,719 56.3 47,199 28,678 60.8

9,140 687 16,991 12,350 72.7
10,043 759 13,920 11,921 86.6
..A1,844 BT 0 21407 | 16,163 758

9617 716 17,315 13,945 805
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Cost@VaIue

Report 2010-11

TOP 5: FIRST
IMPRESSIONS
MATTER

By G.M. Filisko
Looking to convince dubious sellers that smart
upgrades are worth it? This year's Cost vs. Value

Report, by Remodeling magazine, provides

ample support. The annual survey uses input
from ReatTors® in 80 cities to rank home
remodeling projects according to those that
bring the greatest cost recovered at resale.
And looking at the five projects that topped
the list, it's clear that first impressions really
do matter when sellers list their home.

Big-bang projects can make or break a

sale from the moment potential buyers exit
their car. A midrange entry door replacement
brings the highest payback at a national average
of 102.1 percent, followed by a midrange garage
door replacement, at 83.9 percent, and an
upscale redo of the siding at 80 percent of the
cost. Step into the home, and a midrange kitchen
remodel recoups an average 72.8 percent, Gaze
into the backyard, where a wood deck addition
also generates a 72.8 percent return.

Also noteworthy in this slow-growing economy is
that four of the top five projects are “midrange”
projects aimed at budget-conscious sellers. If
sellers still balk at the price tag, take note of our
tips for completing the projects on a tidy budget.
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PROJECT I

ENTRY DOOR
REPLACEMENT

(Steel)
Cost $1,218
Resale value $1,243

Cost recouped 102.1% ' | poplar
‘choice are prefmlsheci to matdh the doer color.

Nati p
alonaaverzes . Replace the existing lock set with a new bored

Ieaded glass may be appropnate But in a more moderate]y pnced home,
a regular steel door painted in a color that complements the home's trim
will make a bigger impact.”

Sellers can get their money's worth with online research before a pur-
chase, says Peter McCluskey, owner of McCluskey Construction, Realty,
and Loans in San Francisco. “Identify the type of steel, whether the door
has been primed with a rust inhibitor, how many coats of finish paint have
been added, and whether it’s insulated and if so with what insulation rat-
ing," McCluskey says. “An alternative to finish paint is powder coating. It’s
more like glue than paint and generally better than nonpowder coating.”

Finally, thoroughly inspect the door before buying and installing it. “Steel
doors can dent easily, and you can't fix dents,” says Taylor Joe Goldsmith,
vice president of marketing and sales at Joe Goldsmith Construction Inc.
in Lakeland, Fla. "Make sure the door is in good condition before you
purchase it."

Replacement projects have always performed better in
resale value than other types of remodeling projects,
partly because they're among the least expensive.

www.REALTOR.org/realtormag
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PROJECT 2:

GARAGE DOOR
REPLACEMENT

Cost $1,291
Resale value $1,083
Cost recouped 83.9%

National averages

A A Sy

‘neuse the axlstmg motortzeci opener.
The new door is uninsulated, single-

layer, embossed steel with two coats

- of baked-on paint, galvanized steel

~ hinges, and nylon rolfers. 10-year

- limited warranty.

R TR R T Y

G e T

msfa ed -ey might be twice that 2 he says “3f you want something
that looks like a carriage door, expect to pay three times as much.”

‘ Sellers should also consider how potential buyers might use the

- garage. A selling point for garage tinkerers might be windows or

- upgraded insulation. “Lots of people don't even park vehicles in
their garage but instead use it as their workshop,” says Goldsmith.
“In the winter, an insulated door will knock the edge off of the cold
and will also keep the garage cool in the summer.”

Windows allow in natural light. “That's pretty important and often
overlooked,” McCluskey says. “Windows aren't typically a large ex-
tra expense, costing about $100 extra. But they make an enormous
difference in the usability of your garage. If it's dark inside, you
can't do anything without opening the door."

Another potential selling point is a belt-driven garage door opener,
which costs about $100 more than a chain-driven model. “A chain
drive is really noisy,” McCluskey says. “With a belt, you can hardly
hear the door move.”

This project is a new addition for the 2010-11 report,

in recognition that curb appeal continues to
play a strong role in a home’s resale value.

www.REALTOR.org/realtormag
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PROJECT 3:

REP LHCEMENT fiber-cement sidsng. factory 3
(Fiber Cement)  primed and factory painted. |
Cost $13,382 ! Include all 4/4 (1-inch) and 4
Resale value $10,707 | 5/4 (1.25-inch) trim using :
Cost recouped 80.0% either fiber-cement boards

. or cellular PVC.
National averages §

R, v

“Look on the fntemet at the Speclficatleﬁs on the vari0u§
cement siding products There are no standard materials,
50 you have to know what materials are being used so you
can compare apples to apples.”

Home owners should also ask siding contractors how
much of an overlap, called the “lap,” there will be on each
board. “This is one of these ‘duh’ things,” says Goldsmith.
"I live in a historic district, and I've seen homes in which
the lap is three inches, which gives siding a wood look,
instead of the maximum lap of six inches. Those home
owners are wasting materials. Ask how big a lap contrac-
tors will use and whether it would save on materials and
lower the cost to increase the lap.”

Finally, home owners should consider prepainted siding,
which they can then tout to potential buyers. “That can save
home owners money,” says McCluskey. “They won't have to
have the siding repainted every few years.”

Since it was added to the survey in 2005,

fiber-cement siding replacement has ranked first
among projects costing $5,000 or more.
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Cost@Value
Report 2010-11

ITCHEN
REMODEL

{Minor)

Cost $21,695

Resale value $15,790
Cost recouped 72.8%

National averages

: r says ceram t:le isa smartér
optmn— "thh a laminate, you may get a negative reaction,” she
says. “You can buy nice ceramic tile for the same amount of money
as wood laminates.”

However, do consider a laminate countertop. “The most cost-
effective way to give a kitchen a better look is with a laminate,” says
Jeff Carbone, a general contractor and sales associate at Coldwell
Banker Premiere, ReaLTors®, in Southington, Conn. “The selections
today are very impressive, with many mimicking quite well the look
of marble, granite, or other natural stones.”

Finally, to save money, do some of the work yourself. For example,
tell your contractor that you'll remove the cabinets, advises Bos-
worth. “Ask your contractor to let you know when he's done with the
drywall,” adds Herr. "Then do the painting yourself before cabinets
are installed, patching nail holes or scratch marks later. That will
save you the cost of painting, and it's easier than painting afterward,
when you have to work around the cabinets.”

The minor kitchen remodel may carry a high price tag,
but it's a relatively inexpensive face-lift to what many

buyers consider the most important room in the home.
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PROJECT 5:

DECK
RDDITION

(Wood)
Cost
$10,973

Resale value
$7,986

Cost recouped
72.8%

National averages

B et i Koot s

Bosworth also reco s that sellers who need to save
money choose a contractor who'll let them do some of the
work. “Have the footings poured by a professional and r"naybe
the frame put together by one, too,” he says. “But anybody
who knows how to use a screw gun can put in the floorboards
and railings.”

Adding a natural stain can be a final selling point. “| hear
constant complaints from home owners about having to stain
the deck every year,” says Bosworth. “Colored stains like
darker browns and reds wear very unevenly. Natural stains
wear more evenly."

Before any work begins on the new deck, make sure that per-
mits are in place. "Home owners should check with their local
code enforcement department,” Worley says. “People who
work [in the department] will often give them free advice to
help owners avoid mistakes. They may even provide copies of
building codes so home owners can be sure railings are the
correct height and vertical slats aren't too far apart or close
together, potentially dangerous for children or pets.”

This project is considered essential rather than discretion-
ary in many markets, particularly in neighborhoods
where every home has an outdoor living space.
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