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Soft August Sales But Prices Remain Stable and Viable

CHATTANOOGA, TN — September 24, 2008 — The locall restate market remained soft in the month of
August according to the latest figures releasethbyMultiple Listing Service (MLS) of the Chattargzo
Association of REALTOR® With 584 units sold in August, the market wa$ 20.7 percent when
compared to August 2007. Compared to the previnosth’s reported number, the August figures are
virtually unchanged, but up by a less than 2 pdrogsrgin. The numbers reflect the continued, shaky
consumer confidence rippling through major sectbthie economy.

“We've entered some challenging times but realtestamains a sound way to build equity and growest n
egg to prepare for the future,” contends Pam Duffyesident of the Chattanooga Association of
REALTORS’. “Subprime mortgages and caustic loans helpedyrimathis country make homeownership
a reality, but not at the cost we anticipated amd@vnow working through attempts to get our finahc
and secondary mortgage markets back on track. rd/emimistic that responsible action and interient
measures by the Federal government will rebounmwards a better functioning market that continees
keep homeownership at the cornerstone of the Amefream.”

“It's going to take some time to work through theogess towards stabilization,” said MLS President
Randy Durham. “In this time we’ll really see withiives any housing market — real demand, wherelpeop
buy and sell real estate based on their indivicheglds and changes in lifestyle. Growing familiesw
more space, a hew job or promotion can come withoge to a new town and new home, and retirees
sometimes want to downsize or move closer to familyo a special place, like Chattanooga, to enjoy
those golden years.”
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Adds Durham, “Home sales are still happening. Reegho can get past the negative headlines and
hesitant, soured confidence will discover that thian attractive market. Inventory is high, poirg lots

of choices for buyers, mortgage rates are at relmavd, and most properties are competitively prited
sell now.”



The competitive price is reflected by the mediaingyrthe price at which half of all units sold foore and
half sold for less. For August the median prigife for Southeast Tennessee and Northwest Gesagia
$136,900, which is fairly consistent with otheruigs reported throughout the year. It does, howeve
represent a small, 3 percent decrease from the Saradast year and, coincidently, the previous thon
The affordability of the local market can be clgaten when compared to the median price mostttgcen
reported by the National Association of REALTORSvhich saw a national aggregate median price of
$203,100.

Median Price Remains Stable
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Another figure to look at is the number of days $eriare staying on the market. In August of teary
the average days-on-market was 115 days or lessdtingonths. It's a positive statistic when compaie
August of last year, where the figure was 111 days 125 days in July of this year.

“With rising energy costs, pain at the pump, ang tightening of purse strings we’re all dealinghwiih
these challenging times, the ability to get moreseofor your dollar here than in just about anyeoth
market out there is an attractive factor consunstisuld not overlook,” believes Duffy. “Our local
economy is poised for a boost with an influx of nelws and investments. It makes it all the moreied
to restore market liquidity and keep the procesmna¥ing capital fluid now and in the future.”

“Sales are down and people are nervous, we unddrditat. But if people look at their own situatiamd
needs, they may find this to be the right marketdem and will be looking back five years from ngiad
they made the decision to buy,” says Durham.

To learn why this is the Right Time, Right Marktite Chattanooga Association of REALTOR®ants
people to visit www.RightTimeRightMarket.com. Th@drmative Web site offers up-to-date information
about the state of the Northwest Georgia and SasthBennessee real estate market while also afferin
helpful tips on buying or selling a home, inforne&tion renting versus owning a home, informatioriren
temporary tax credit for first-time home buyersg amea facts for those relocating or retiring t® gneater
Chattanooga area.

The Chattanooga Association of REALTORShe region’s premier voice for real estate, isdenap of
over 1,900 real estate professionals engaged ity espect of real estate throughout Southeast Bsere
and Northwest Georgia. Consumers working with a REAR® can be confident in the level of
professional service they are receiving, as onhAREDRS® set themselves apart from others in the
business as industry leaders who adhere to the REEALTOR® Code of Ethics.
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