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Happy Holidays!
THE NEW GENERATION OF
BUYERS…MILLENNIALS!
Millennials comprise over 30% of
buyers for today's homes. There
are over 75 Million Americans
who are of this generation overtaking Baby Boomers as the
dominant market. Analyzing their
lifestyle and needs is a fascinating
study for sellers to know how to
appeal to this age group. Millennials get a negative generalization
that they bounce around jobs, delay getting married and staying too
long in mom and dad's basement
before moving on. The truth is that
they prefer to find a job that they
can keep their entire life, they want
to make sure that they make a wise choice of a soul mate and they are
finding it hard to get ahead after the Great Recession and they have
crushing student loan debt.
Millennials are the best educated and most diverse population of
young people in U.S. history. They prefer experiences over accumulating stuff. They enjoy traveling, hobbies and even meals and like to share
their experiences via selfies on Facebook, Twitter and Instagram. They
can enjoy a dining experience so much that it almost becomes a "thing"
and that is one reason why restaurants are doing so well.
Millennials love to compare shop. Sites that let buyers compare deals
side by side help these millennials make up their mind. Since millennials
are all about the "experience" (rather than "things") they like to be sold
on their process of buying a home.
Millennials also want information at the speed of light. They
expect everything to be fast! After all, they grew up with everything
"instant", instant food (McDonalds), instant TV (On Demand), instant
communications (cell phones - 52% of them feel compelled to respond to
emails immediately at all hours on all days of the week. Global average
is people look at their cell phones 40 times a day), and now instant credit!
It is important to know that this generation is also not a big "risk taking"
group. They also won't be a generation of tremendous entrepreneurs.
Two decades ago, 34% of
all entrepreneurs in the U.S.
were younger than 34 years
old. Today it is just 25%.
These young adults would
rather work for big corporations and have the same
job through most of their
life.
This is a fascinating and
intelligent young part of
the population who will be
interested in giving back to
the community if given a chance. There is Hope for the Future with this
new generation...and I am looking forward to it.

Enjoy the 2017 Calendar for
your refrigerator. May you
have a great year ahead.
Happy Holidays!

Bill and Lou Holtz in Orlando!
Meeting someone who is famous and that you have long admired is a big
thing...a bucket list item! It was Bill's fortune (and good luck for being elected
President of the Bay County Realtor Association) to have to attend the National
Realtor's Convention in Orlando in November. The Sunday afternoon headline
speaker was Lou Holtz, former football coach of Notre Dame (1986-1996)
when they won the National Championship in 1988. Lou compiled a record of 100
wins, 32 losses and 2 ties while at
ND. He was inducted into the College Football Hall of Fame in
2008.
Bill heard Coach Holtz talk about
how he has always used a Realtor
and he appreciated all they did for
him. In 2015 he had the unfortunate tragedy of having lightning
strike his house and losing everything! Lou told the sold-out crowd
to adhere to the principals that he
instilled in his teams. The former
coach told those agents to: 1.
Always do what is Right. There
is never a right time to do the
wrong thing and never a wrong
time to do the right thing. 2. Don't
tell everybody about all your
problems. They have problems of
their own. Also, 90% of the people
won't care and the other 10% will
be glad you have problems! 3. Show people that you care. Think of others in all
that you do and you will be taken care of as well. All good lessons from one of the
iconic figures in Notre Dame history.

Branigan Has His Best Year Ever…Thank YOU!
Bill had his best year ever in real estate in 2016 selling more than $6,000,000 in
properties. After moving over from Ayre/Rhinehart Bay at the end of December in
2015, there were a few months of getting the word out to his customer base. Bill
did not know what to expect after the change, but he was able to lead the RE/
MAX Results office as top salesperson for three separate months in 2016.
Bill also had to assume the duties of the office of President of the Bay County
Realtor Association after being voted to the position by his peers. Bill travelled to
Chicago and Orlando since August in his new capacity and next year will be
going to Washington,
D.C. and to the state
convention in Grand
Rapids.
Bill would like to sincerely thank all those
who referred him to
others as that is the
best compliment that
one can get. Bill especially owes a debt
of gratitude to the
many
buyers
and sellers who were his clients in the past year. Every deal is different, just
like every property is unique and he appreciates the "team effort" of all his clients
who worked to successfully buy and sell during the year. 2017 will bring new
challenges and successes and Bill is eagerly anticipating what is to come.

Bill’s Newsletter
5 Home Repairs You Should Not
Ignore!
Whenever I arrive at a home for a showing or for a
listing appointment, there are certain items on my list
that I make sure I look at. Three items are seen from
the outside and two are from the inside. Take a look at
these 5 elements and don’t ignore them in the maintenance around your own home.
1.Rainwater. I always check to see if a home has
gutters that are in good condition and if downspouts
are properly located and extensions take the water
away at least 4’ from the foundation. Gutters need
regular maintenance: they can become clogged, ice
damming in winter can happen that ruins soffits and
roof edges, fasteners can break and gutters can become tilted in the wrong direction and retain water.
Make sure the ground slopes away from the foundation and does not puddle where it could then result in
water intrusion into the structure.
2. Roof and siding. I first look at the chimney. Was it
properly flashed with
metal and then tucked
under the shingles? Is
there a cap on top of
the chimney preventing
water and snow from
entering the opening,
freezing and creating
spalling of the brick?
Looking at valleys is
the first indication of
wear and loss of granules that are signs of the shin-

Homes with a Past
How old is your house? Was it built since 2000? If so
there are 18 million others that are 16 years old or less
and that is 14% of the total housing stock. Many homes
have a past and were places where memories were
created. Think of the memories made during the years
from 1960 to 1999, which is likely when you were born
(I have to go a little further back) and which comprise
55% of the total homes. My parents built their home
during the WWII-1959 period and there are only 16 %
of those homes still standing. I live in a Victorian era
home that was built in 1900 (on the nose) and there is
only 7% of that housing stock still going which matches
the 1920-1939 art deco period homes.
I think of the builder of the home that Carol and I
bought in 1998. He was well known and owned tugboats that operated on the Saginaw River. The Bay
County Museum even has a display that shows a portrait of him and parts of his boats. I have his set of
ledgers from his business back in the 1890s. This
house has a past. The second owner of our home was
a man by the name of Oliver Crane. His first wife
passed away and he married the first wife’s sister.
Marie Crane lived in the home for 68 years! Much of it
was original when Carol and I bought it. We had a big
job updating the house over the last 18 years and are
still not done. It is even time to begin re-doing what we
originally renovated. If these walls could talk! Carol and
I are pleased that we “saved’ this house. We have
created our own memories in this home that is very
different from the Cape Cod we previously owned. It is

gles breaking down. With siding, I look for proper use
of trim pieces, especially at corners and around windows and doors. I look to see if any of the siding or
moldings are cracked and if damage to the wood
underneath is visible.
3. Foundation cracks. Some cracks are harmless and
are just the result of settling. In older homes this is
quite common, but if it is present in a newer home, it
could be a big problem. I look for step cracks in the
corners, horizontal cracks at the frost line and especially if cracks are vertical in the wall and go through
the center of several blocks. I have even found walls
that are bowed and are an indication that the structural integrity of the wall has been compromised.
4. Mold and mildew. Although all mold is not a health
hazard, the stain that results from the blackish growth
is not a good thing. Also, buyers sometimes become
rapidly disinterested in the home that is listed that has
mold and mildew growth. There is also a reason for
the mold and mildew. Interior moisture occurring in a
poorly ventilated area that is cooler (basements) and
in contact with wood or drywall is a recipe for deterioration of the materials and should be remedied.
5. Pest infestations. Though this is not as prevalent in
mid-Michigan as it is in other areas of the country, I
still look at sill plates and joists in basements and
garages that are targets for termites and carpenter
ants. Keeping the grading around the structure sloped
away from the foundation and keeping mulch, firewood and dense shrubbery away from the walls help
to minimize the chances for infestation. Spraying
several times during the spring and summer helps.
nice that we are close to my son and his family and my
sisters in Bay City.
Many times I deal with clients who have a hard time
letting go. They know it is time to sell. They need to
downsize, they want to simplify. Their spouse has
passed away and they cannot keep it up like they used
to. The emotional ties that they have created are strong
and are hard to face. Coming to terms with reality is
difficult and even involves the reflection of where the
time went and how age caught up with them. There is a
time of melancholy, of remembrance. Their homes
have a past and it is a positive, happy, proud past. The
clients would sometimes like to shrink or move the
house and not change it otherwise. What they need to
do is to accept the change, begin a new chapter in their
life and especially know that they can take all their
emotional memories with them. Those do not have to
stay with the house. It is only a house. Easy to say
that, but soon Carol and I will likely be faced with selling our historical home and making a positive move.
My specialty is selling historical or vintage homes. After
all, twenty years of owning a hardware store and lumber yard and completely renovating a hundred-year old
home has educated me so I can assist buyers and
sellers in the home sale process. It is really special to
see the looks on younger buyers faces when they see
an older home and fall in love with it. In most cases it
was totally different from where they came and they
just are blown away by the craftsmanship of these
gorgeous homes and…they know they can create
beautiful memories there.

Bill Branigan Cell: 989.225.3844
RE/MAX Results

www.billbranigan.com

414 Gies Street | Bay City, MI 48706

For Sale!

320 Killarney Beach

Bill’s Buyers & Sellers
81 Bay Shore, SOLD! $330,000
5635 W Spring Knoll, SOLD! $234,900
2421 Lakeview Meadows, SOLD! $164,900
5245 S Two Mile, SOLD! $136,900
2905 Darby Ct., SOLD! $129,900
1412 6th, SOLD $129,900
605 Braun St., SOLD! $99,900
1707 15th, SOLD! $84,900
7195 3 Mile, SOLD! $143,000
61 Harbour View, SOLD! $142,000
428 Willow Bend, SOLD! $142,000
1928 E Wilder, SOLD! $124,900
1612 5th, SOLD! $114,900
600 Fillmore Place, SOLD! $89,900
865 S Powell, SOLD! $70,000
2100 S Brentwood, SOLD! $66,500
2146 6th, 4-unit, SOLD! $49,900
1321 S Jackson, SOLD! $39,900
301 S Grant, SOLD! $29,900
1267 W Midland, PENDING! $149,900
4560 Elmwood, Akron, PENDING! $39,900

For Sale:
320 Killarney Beach, New Listing! $229,900
1005 Mulholland Ofc., Commercial! $249,000
701 N Johnson, New Listing! $197,000
210 Macomber, Auburn! $99,900
400 N Catherine, New Listing! $64,900
2312 S Lincoln, New Listing! $69,900
Scheurmann Rd. lot, Hampton Twp. $25,000
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