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This newsletter looks at the sales figures separately for Hilton Head Island & Bluffton.

HILTON HEAD ISLAND

$$$ 2013 Year End Review$$$

2013 Price breakdown of 830 Home Sales:

(Jan.-December year to year)

2012

2013

HOMES
Homes Sold............….. 768..............…….....830
Average Price..............$632,342.......….....$633,206
Median price…………$470,000………...$485,500
Days on Market..............162.........................156
Total Home Sales….$485,638,891.…..$525,561,288
VILLAS
Villas Sold.............…….896.............…........884
Average Price...............$226,232...............$264,755
Median price………....$184,600………...$221,250
Days on Market...............160.......................155
Total Villa Sales.......$202,704,286…....$234,043,026
LOTS
Lots Sold...................…..122..........................186
Average Price...............$219,352..............$254,098
Median price………....$125,000………..$100,500
Days on Market..............264........................326
Total Lot Sales..........$26,760,905..…..$47,262,251

$$$ TOTAL TRANSACTIONS $$$
for Residential Homes, Lots, & Villas, Jan.-Dec.,
2012:….$715,104,082.
2013:...$806,866,565.
Sales Figures as reported by Multiple Listing Service of
Hilton Head Island, ending Dec. 31, 2013.
This information is believed to be accurate, but must be verified.

In 2013, the total sales volume for residential
real estate exceeded 2012 by 13% or almost $92
million. Also up is average & median prices of
homes & villas, but not median prices of Lots. However,
Lot sales increased over $20 million. That is a whopping
76% increase over last years lot sales. Homes & Villas
sold for 94-95% of their list price while Lots sold for
86-88% of their list price.

The largest number of home sales continue to be
$400,000-$599,999 with $200,000-$399,999 close
behind. 61% of all sales fell in these price ranges. We
saw a 31% increase in the price range of $600-$799,000
and slight increases between $1-$2 million. Home sales
over $3 million saw 3 fewer sales.
***The best news is that the current inventory of homes
for sale continues a positive trend. Currently 616 homes
are on the market in Hilton Head, slightly up from 609
homes on the market this time last year. Yet, still down
from the high of 1037 in 2008. That is a 41% drop from
the inventory peak. Still Good News!
The 2 largest communities in Home Sales are:
1. Hilton Head Plantation was #1 with 213 homes
sold. 86% were in the $200,000-$599,999 price range.
9 homes sold were between $1-$2 million.
2. Sea Pines was 2nd with 181 homes sold. 78% of
home sales were over $600,000 and 2 homes sold were
over $5 million.
In 2013, Hilton Head sold 146 homes that were
foreclosures or short sales compared to 180 in 2012.

884 Villas Sold on Hilton Head Island:
726 or 82% were under $400,000. The price range with the most sales
was $200,000-$399,999. However more upper priced villas sold this year.
Twelve villas sold over one million dollars. Eight were in Palmetto
Dunes , three were in Sea Pines and One was in Hilton Head Plantation.
The gated communities that sold the most villas was Palmetto Dunes with
190 sold, Forest Beach with 165 sold and Sea Pines with 136 sold.
Out of 884 villas sold, 143 were foreclosures or short sales. Thankfully
down from 213 in 2012.
There are currently 614 villas on the market, up slightly from 610 in
2012, but down from 733 in 2012 & 848 in 2011.
**The table below shows the number of homes and villas that went Under Contract monthly (not necessarily
closed) for each month of 2013 compared to 2012 and their percent difference compared to the previous year.**
The number of properties pended for 2007 through 2011 are also shown, but not a percent comparison.

 Homes under contract were up 10 months, ending the year with an 11% increase. Out of the 879 homes that went
under contract, 830 actually closed.
 Villas under contract were only up 5 months, ending the year with a –1% decrease. Out of the 895 villas that went
under contract, 884 closed. Even though 12 fewer villas sold than in 2012, villa sales were up over $31 million
from 2012. Median prices were up and 10 more villas sold over $600,000 than last year. The best indication ever
that prices are gaining strength as we have more sales in the upper prices.
*This information is based on data provided by the Multiple Listing Service of Hilton Head Island, Inc (“HHIMLS”) for the period
Jan. 1, 2013 through Dec. 31, 2013. HHIMLS does not guarantee and is not in any way responsible for it’s accuracy.
Data provided by HHIMLS may not reflect all real estate activity in the market.

BLUFFTON
(excluding Daufuskie, Callawassie, Dataw
& Spring Islands, & Jasper County)

1,541 Home sales Price breakdown:

$$$ 2013 Year End Review $$$
(Jan.-December year to year)

HOMES

2012

2013

Homes Sold............…....1289.............….....1541
Average Price...........…$245,976.............$272,092
Median Price………….$205,865………$229,000
Days on Market..............116........................92
Total Home Sales….$317,062,531...... $419,293,153

VILLAS
Villas Sold.............……. 123…………….116
Average Price ……… $66,496..……….$85,578
Median Price…………$50,000………...$64,000
Days on Market............. 89.. ……………..120
Total VillaSales.........$8,179,035…..…$9,927,018

LOTS
Lots Sold....................….310........................411
Average Price...............$75,018................$81,268
Median Price………....$45,000…………$57,000
Days on Market..............213..................…..236
Total Lot Sales............$23,255,468......$33,401,233

$$$TOTAL TRANSACTIONS $$$
for Residential Homes, Lots & Villas, Jan-Dec.,
2012:...$348,497,034.
2013:....$462,621,404
Sales Figures as reported by Multiple Listing Service of
Hilton Head Island, ending Dec. 31 2013.
This information is believed to be accurate, but must be verified.

47.5%, almost half of the homes sold in Bluffton
were in the $200,000-$399,999 price range.
Followed closely by $100,000-$199,999. 82% of all
homes sold in Bluffton were under $400,000.
Thirteen homes sold over $1 million in Bluffton.
They were:
 6 homes in Colleton River,
 2 homes in Moss Creek,
 1 home in Oldfield,
 1 home in Riverbend/Sun City,
 1 home in Berkeley Hall,
 1 home in Palmetto Bluff,
 1 home in Old Town Bluffton.

Bluffton sales volume saw an
incredible 33% increase in sales.
Over $114 million back into
residential real estate sales, mostly because of the
$100+ million more in home sales. Welcome are
increases in median prices of homes, villas & Lots, too.
Based on median prices: Homes in Bluffton sold for
97% of list price. Villas sold for 96% of list price.
And, Lots sold for 92% of list price. That is a very
strong & good indication that property in Bluffton is
being priced accurately. The lowest priced home sold
was for $49,000 in a non-gated area & the highest was
for $2.3 million in Colleton River. The highest priced
Lot sold was in Palmetto Bluff for $1,687,000.
For accurate information & thorough analysis
on your property or neighborhood,
please email Felice@FeliceLaMarca.com
Or call (843) 384-6702
You can also visit my website
www.FeliceLaMarca.com

268 or 17% of all homes that sold in 2013 were
foreclosures or short sales. Thankfully down
from 348 in 2012.
There are currently 544 homes for sale so far in
2014 in the Bluffton area. It was 560 in 2013, 664
in 2012, 863 in 2011, and 1125 homes in 2008. A
52% drop in inventory since the peak in 2008 is
definitely a very good trend. The downtrend in
foreclosures & short sales coupled with the
downtrend in inventory, signals a strong market
ahead in 2014.

Villas/Condos
**48% of all condo sales in Bluffton were
foreclosures or short sales in 2012. Down 11%
from 2012 & 6% from 2011.

Cost vs Value Report! 2014
Reprinted from Remodeling
Magazine, January 2014 & based
on survey statistics from 2013.

For the second consecutive year, Cost vs.
Value data show that the value of remodeling
is up for all 35 projects included in the survey. This trend signals an end to the long slide
in the cost-value ratio, which began to fall in
2006 & didn’t begin to rebound until last
year. For 2014, the cost-value ratio jumped
5.5 points over last year & was the largest
increase since 2005.

But more important is the continued presence
of several big-ticket projects among the biggest
gainers:





Attic Bedroom addition
Basement remodel
Deck addition (both wood or composite)
Bathroom remodel

Not so big-ticket, but very big gainers are:



Garage door replacement
Entry door replacement

Below is a comparison of the upscale projects
that ranked highest in the South Atlantic
(our) region to Charleston, SC. I chose
Charleston to show you because it is the
closest city they survey in this region that
I believe has similar characteristics to us in
demographics & income.

Significantly, for the first time in four years,
improved resale value of residential housing
had more of an influence in the cost-value
ratio than construction costs. A modest 2.2%
increase in average national construction
costs was more than offset by an 11.5%
improvement in average national resale value.
This reverses a trend that began in 2010–11,
when construction costs dropped dramatically,
but resale values dropped even more, driving
the ratio down. This began to change in 2013,
when lower costs were mainly responsible
for across-the-board improvement in the costvalue ratio. While this was good news for the
remodeling market, costs remained volatile
and housing values had yet to stabilize in
2013.
In what is perhaps the most positive sign
in this year’s data, rising resale value is
driving the overall improvement.
There is still some progress to be made before
the remodeling market fully recovers, but the
2014 Cost vs. Value Report shows that the
national average cost-value ratio is up more
than 9%, with 15 projects improving between
10% & 28% compared with 2013.
Nationally, the Project that was the biggest
gainer was installing a Back up Generator.
This most probably reflects the market’s
response to the year’s unpredictable & multiple large Storms.

Why should I remodel if I am not going to
recoup 100% or more of my money? If you are
not planning to sell, then you enjoy the benefits
of living with the improvements. If you are
planning to sell, then choosing what todays
buyer is looking for, will help you sell your
home quicker & get a purchase price closer to
your list price.

