
 This home buying question and 
answer session was conducted with 
Walter Boomsma, a real estate associ-
ate broker and log home specialist who 
also teaches classes on real estate.  
 
What is the best time of year to buy a 
home? 
 Boomsma: “I don't know that there 
is a best time. The winter is a disadvan-
tage, you don't get to see the property 
and occasionally may have a surprise in 
the spring. The market is usually 
stronger in the spring, but the best time 
of year to buy is when you are ready.” 
  
Are we currently in the midst of a 
buyer's or seller's market?  
 “We're somewhere in between. 
The statistics are closer to the buyer's 
end as Southern Piscataquis County has 
had a heavy inventory of properties.” 
 Boomsma referred to supply and 
demand, saying, that just because of the 
market being closer to a buyer's market 
“doesn't mean the seller is motivated to 
sell. The buyer has more to choose 
from but can't necessarily name their 
own price.” He added that credit is a 
great factor in determining what buyers 
are able to afford in the real estate mar-
ket.  
 
What is the range of real estate 
prices in the area?  
 “The total range is $40,000 to $1 
million. A customer can buy a decent 
starter home for between $90,000-
$110,000.”  
 Upon later checking with Maine 
Listing Service (MLS) data, Boomsma 
found that there are 331 residential 
properties in Piscataquis County on the 
market with an average list price of 
$204,040. The market has 32 residen-

tial properties pending (under contract) 
with an average list price of $130,741 
and 25 other properties have been sold 
this year with an average list price of 
$104,412.  
 He also calculated 44 properties 
sold from a radius of 10 miles from the 
from the center of Dover-Foxcroft in 
2007. Of these properties seven (16 
percent), were sold for over $200,000, 
two (5 percent) were in the $150,000-
$200,000 range, 11 (25 percent) were 
between $100,000 and $150,000 and 20 
(45 percent) were sold for less than 
$100,000.  
 
What is the single most valuable im-
provement a homeowner can make 
to help sell their home?  
 “Take the trash out,” Boomsma 
joked. He said that some potential buy-
ers may not be able to see past certain 
aspects of a home, and sellers should 
try “to make the home look as appeal-
ing as possible” by taking care of the 

cleaning and landscaping needs. He 
said some very easy “staging improve-
ments” can help put the best face for-
ward. 
 Boomsma also mentioned that he 
does not encourage sellers to invest a 
large amount of money into sprucing 
up a home. “You rarely get a 100 per-
cent return, and the buyer may or may 
not like what you do.” 
 
How do you decide to build versus 
buying an existing home?  
 “Money is a big concern as real 
estate costs and building costs don't 

follow growth area patterns.” He said 
there are advantages to both options, 
such as buying an existing house for a 
less money than building but if a buyer 
builds then they can have the home 
built to their specifications.  
 Building can enable a “buyer to get 
what they want, but how long are they 
going to stay? If they are not staying 
for at least five to seven years then they 
may lose money if they decide to sell 
it.” 
 Boomsma also referred to the 
decision of building vs. buying as a 
combination financial and emotional 
decision. He said that a couple with a 
stable income deciding to build and 
design their own home could have 
made a good emotional move if the 
potential return is what they want - how 
long they are going to stay and the po-
tential price if they ever decide to sell. 
A realtor “can talk about the market 
value, but they can't tell you what the 
house is worth to you.” 
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“A realtor can talk about 
the market value, but they 

can't tell you what the house 
is worth to you:” 



What is the value of having a home 
inspection?  
 Boomsma said he doesn't push 
home inspections on potential sellers, 
as he said the “purpose of a home in-
spection is not to help buy or sell but 
for the buyer to understand what they 
are purchasing. A home inspection 
states ‘if you buy this home, this is 
what you need to do.’”  
 He also mentioned the seller can 
purchase a home warranty and offer the 
warranty to the buyer. The home war-
ranty would enable the insurance com-
pany to pick up the tab if anything is 
found to be wrong with the home.  
 
What does a home inspector look 
for?  
 “They go through the house top to 
bottom, looking at structure, cosmetics, 

the roof and electrical and plumbing 
systems.” 
 
How are trade-offs handled in the 
selling process?  
 “Buyers and sellers need to make 
sure that everyone understands what is 
involved to avoid a deal for a $200,000 
house being blown over a $100 wash-
ing machine.” He said the two parties 
should, make a list of what is important 
to be included. “If the seller wants to 
take Grandma's cook stove, list it. It's 
about communication and no sur-
prises.” 
 Boomsma said a general rule was 
that if something in the home is 
screwed in then the seller will take it 
with them, but if it is nailed in then it 
stays with the home. “Part of the job of 
brokerage is getting two people to-

gether in a relatively painless way to 
make a deal happen.” 
 “I joke that I should write a book 
called 'Tractor is Not Included' about 
trade-offs, as buyers and sellers some-
times lose sight over the big picture of 
selling the home by getting caught up 
in small details of trade-offs.” 
 
There are many different types of 
mortgages, short- and long-term and 
fixed, how do you determine the best 
for you?  
 “In order to find an affordable 
mortgage and the level of financing, a 
potential buyer should first consult a 
bank. If they have reasonable credit, a 
reasonable and dependable income, 
there should be a program that works.”  

207 368-4333  fax 207 468-4533 
www.MaineChoiceRealty.us 

Walter Boomsma 
Real Estate & Log Homes 
Direct Dial Cell: 207 343-1842 
Email: Boomsma@midmaine.com 

118 Moosehead Trail  P.O. Box 516  Newport ME 04953 

of Central Maine 
207 355-3024 


