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Buying your first home is a big step, and one 
that is likely to impact your financial future for 
years to come.   

Make it easier by requesting my free guide, 
“How First-Timers Can Make a Wise Buy.” 

Just call me at (571) 207-0890  or email me at 
adrienne@adriennegreen.com and I’ll send it right 
out to you. 

 

 

WHY FLEXIBILITY IS  
THE WATCHWORD FOR TODAY’S 

HOMES 

Let’s roll back the clock to around 1900. If we take a 
tour of the average home, we’ll find layouts of about 
900 square feet. Fast forward to the year 2000, and 
we’ll find that number has more than doubled, to just 
over 2,000 square feet.  

However, the trend toward “bigger is better” has not 
carried into 2019. The past few years have seen a slow 
decrease in median home size. By the end of 2017, it 
was just over 2,400 square feet. 

While this shrinking home size may be significant, 
what’s even more noteworthy is the change in style. 
Gone are the days of formal living and dining rooms. 
The trends for extravagant game rooms, wine cellars 
and media rooms also seem to have faded into the 
history books.  

Today’s homeowners are seeking something different. 
They want rooms that serve multiple purposes and 
homes that serve multiple generations. 

This latest concept offers a home within a home. A 
common layout includes a great room that serves as 
both living and dining rooms and a suite that adjoins to 
the main house. This attached one-bedroom living 
space includes its own kitchen and bathroom and can 
function as a teen suite, college student’s pad, home 
office, or in-law apartment.  

The idea is that it can be whatever the homeowners 
need it to be. As parents age or adult children bounce 
back home, the layout offers suitable living 
arrangements to accommodate a variety of situations. 
It creates a space that allows the property to meet 
homeowner needs, not just for many years but for 
many generations. 

ARE YOU A FIRST-TIME BUYER? 
GET MY FREE GUIDE. 

 

BROUGHT TO YOU BY— 

THE 

CARDINAL 

Eating out during the work or school day is 
undeniably convenient. There’s no scrounging in 
the cupboards for something to prepare, 
searching for forks when you forgot yours at 
home, or eating cold spaghetti when the office 
microwave is out of order. But what’s better than 
convenience? Keeping money in your wallet. 

The fact that packing lunch is cheaper than 
buying lunch isn’t surprising. What is surprising is 
just how much money you can save by brown-
bagging it. In fact, some simple math might be 
enough to convince you to do away with takeout 
lunches permanently.  

Let’s say your preferred takeout lunch is a deli 
sandwich with a drink. With taxes, your total is 
about $10. If that’s your lunch choice five days 
out of seven, you’re spending $50 a week, $200 a 
month, $2,600 each year.  

What if you make that same sandwich at home? 
Maybe the ingredients (a loaf of bread, cheese, 
and sliced meat) cost you $15 up front, and they 
make about five sandwiches. Now your cost is $3 
per sandwich, for a total of $15 a week, $60 a 

month, $780 a year. That’s a yearly savings of 
$1,820! 

There’s another kind of savings that comes with 
bringing your own lunch: calories. While how 
many calories you can save depends on what you 
choose to bring, home-cooked meals are typically 
more healthful than takeout is.  

No, this lunch switch won’t make you a 
millionaire. Still, with fewer calories and lower 
cost, all these savings might make that brown bag 
look more enticing. 

CAN YOU BECOME A MILLIONAIRE BY 
BROWN-BAGGING IT? 

JANUARY 2019 
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WHY NOT PASS ME TO A 
FRIEND? 

If you’ve enjoyed this newsletter and 
found its information useful, please pass it 
to a neighbor, friend or co-worker. 

And if you have any comments about it, 
don’t forget to give me a call or send me 
an email! 

CONFORMING LOAN LIMITS  
INCREASE ACROSS THE U.S.  

FOR THE THIRD  
CONSECUTIVE YEAR 

 

The Federal Housing Finance Agency (FHFA) 
is increasing conforming loan limits for mort-
gages to be acquired by Fannie Mae and 
Freddie Mac in 2019. This is the third con-
secutive year the FHFA has increased con-
forming loan limits, after a 10-year period of 
no increases from 2006 and 2016. 
Across most of the U.S., the maximum con-
forming loan limit for one-unit properties 
will be $484,350, a 6.9 percent increase from 
the 2018 limit of $453,100. 
In certain high-cost areas where 115 percent 
of the local median home value exceeds the 
conforming loan limit, FHFA has set a higher 
maximum limit of $726,525 for one-unit 
properties in 2019, up from 2018’s figure of 
$679,650. 
Visit fhmtg.com for more 
information. 
 

MIKE FILAN 
Sr. Loan Officer/VP NMLS ID 
# 659409 (703) 899-8720 – cell 
mike@mikefilanmortgage.com 

 LIZ MCELROY-FILAN 
Sr. Loan Officer / VP NMLS ID 
# 659461 (703) 856-7247 – cell 
liz@mcelroymortgage.com 

 ROB MCELROY 
Sr. Loan Officer / VP NMLS ID 
# 20408 (703) 201-9393 – cell 
rob@mcelroymortgage.com 
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LOCAL BUSINESS FEATURE: 
The Organizing Mentors 

Lisa Geraci Rigoni, Owner & Chief DeClutter Officer 

In each newsletter I profile a local business owner I know. This month we’re hear-
ing from Lisa Geraci Rigoni, the owner and Chief DeClutter Officer of The Organ-
izing Mentors, where Lisa helps people transform their homes and their lives by 
getting organized. 
 
When Did You Create This Business? 
I started helping friends and family in 2008, and made it a business in 2009.  
 
How Are You Different From Other Professional Organizers? 
We take our time getting to know our clients and to honor their needs and wishes. 
We come prepared for anything and can adjust at a moment’s notice. Profession-
al organizing mentors know that every client, every situation is unique. It takes 
patience, commitment and a loving heart to do what we do.  
 
What Is Your Goal or Philosophy With This Business? 
To help our clients reclaim their space mentally and physically. To meet people 
right where they are and get them to a place they want to be. We are an extra set 
of eyes, ears, and hands to help them reach their goals. 
 
How Does Being in Northern Virginia Enhance Your Business? 
With the growing population, and all the expansion happening, I assume the 
growth of my business is being affected in a positive way. 
 
Can You Share a Success Story of Someone Using Your Service? 
I worked with a gentleman 3-5 hours/week for 11 months. When I arrived he 
could not use his three bedrooms upstairs, his den, his dining room, or his kitch-
en when I arrived. About three month in to our  work together, he called me be-
cause it was the first time he had fried an egg in his own kitchen in seven years. 
We actually cried over that together. 
 
Lisa  has a special offer for all newsletter readers! Email me to get a gift certifi-
cate for a free consultation ($150 value) and 10% off future service hours.  
 
Lisa can be reached at lisa@theorganizingmentors.com or (703) 434-9598. 
Learn more at theorganizingmentors.com. 
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NORTHERN VIRGINIA REAL ESTATE MARKET STATISTICS 

When you think of real estate negotiations, what 
comes to mind? For most buyers and sellers, price 
tops the list. While this is certainly an important part 
of any real estate deal, did you know there are at 
least six others areas of potential negotiation?  

Closing costs: In addition to the price of the home, 
buyers must pay closing costs that cover lender fees 
and other charges. Buyers may ask sellers to help pay 
for these costs with a flat dollar amount or a 
percentage of the fees. 

Closing date: Do you need to close on a home 
quickly? Perhaps you need a little more time to search 
for your next home. There are also different 
advantages to closing at the beginning and end of the 
month.  

Personal property: What will be included with the 
four walls and roof? Negotiations will be worked out 
on whether the seller includes the washer and dryer, 
kitchen appliances, and even items such as living 
room furniture or that pool table in the basement. 

Contingencies: Many real estate contracts are 
contingent on financing or other home sales. The 
buyer may need to complete their lender 
requirements by a certain date or complete their 
current home sale before the contract is in full force. 

These details must be worked out and agreed to up 
front. 

Home repairs: Most contracts include a stipulation 
that the buyers can complete a home inspection. 
Once the  buyers receive this report, they can ask the 
sellers to fix items that were found to be in disrepair. 
Each of these items must be negotiated. 

Home warranty: This can be provided as an incentive 
to buyers to offer peace of mind. It can be particularly 
appealing for older homes. It typically provides 
coverage for the home’s HVAC system, appliances, 
and other major items in the event that they need 
repair soon after the purchase. 

Does this sound like a lot to negotiate? It is. 
Fortunately, real estate agents are expert negotiators 
and can handle all of these points for you! Your agent 
will identify your top needs and work hard to get you 
the best deal.  

ASK THE AGENT: THIS 
MONTH’S QUESTION 

AS A BUYER, HOW MUCH WILL AN AGENT 
CHARGE ME TO FIND MY DREAM HOME? 

As a buyer, your agent will ask you for details 
regarding the type of home, price, and 
location you desire. The agent will then 
partner with you to find your perfect home.  

You may fall in love with the first one you 
see, or your agent may take you on multiple 
home visits.  

Once you find that dream home, your agent 
will work with you to write up an offer, 
negotiate the sale, and walk you through all 
the final details of closing. 

How much does this detailed service cost 
you? As a buyer: $0.00.  

When sellers list a home with a real estate 
agent, they agree to pay that agent a 
commission of the sales price. If another 
agent supplies the buyer, the two real estate 
agents split that commission.  

Therefore, the seller pays for your agent’s 
time and efforts. You simply get to benefit 
from them…and enjoy your new dream 
home. 

NEGOTIATION: THERE’S MORE TO IT 
THAN YOU THINK 

Each month I’ll give you a new question. Just email me at 
adrienne@adriennegreen.com or call (571) 207-0890 for the 
answer. 

In what year did the Guinness Book of World Records debut? 

QUICK 
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THE 

CARDINAL 

APRICOT ROSEMARY PORK 
CHOPS 

The holidays were frantic. Here’s some-
thing simple for post-holiday meals. 

Serves 4 

 4 8-ounce, bone-in pork chops 

 Salt and pepper to taste 

 4 teaspoons apricot jam 

 1 cup whole wheat breadcrumbs 

 1 teaspoon finely chopped rosemary 

 2 tablespoons olive oil 

Preheat oven to 450 degrees. 

Lightly grease a rimmed baking sheet. 

Season pork chops with salt and pepper 
on both sides and place them on pre-
pared baking sheet. Spread one teaspoon 
of jam on one side of each chop.  

Combine breadcrumbs, rosemary, and 
olive oil, and sprinkle mixture over chops, 
gently pressing into the jam.  

Bake until crust is golden and internal 
temperature reaches 150 degrees–about 
15 minutes.  

Drizzle with more olive oil and sea salt 
before serving. 

This newsletter and any information contained herein are intended for general informational purposes only and should not be 
construed as legal, financial or medical advice. The publisher takes great efforts to ensure the accuracy of information con-
tained in this newsletter. However, we will not be responsible at any time for any errors or omissions or any damages, howso-
ever caused, that result from its use. Seek competent professional advice and/or legal counsel with respect to any matter 
discussed or published in this newsletter. This newsletter is not intended to solicit properties currently for sale.  
 
 

Sudoku instructions: Complete the 9 × 9 grid so that each row, each column 
and each of the nine 3 × 3 boxes contains the digits 1 through 9. Contact me for 
the solution! 

Adrienne Green 
Samson Properties 
14526 Lee Road, Suite 100 
Chantilly, VA 20151 
571-207-0890 
adrienne@adriennegreen.com 
 www.adriennegreen.com 
Facebook.com/AdrienneGreenRealtor 

 
Thanks for reading! If you're thinking of buying or selling real estate, please get in touch. 

BROUGHT TO YOU BY— 

THE 

BOX 


