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OCTOBER 1 - DECEMBER 31, 2025 Top 5 EC. HOME SALES

1. 6609 RockmonT CT1, FALLs CHURCH, VA 22043 2. 1010 N TuckaHoE ST, FALLs CHURCH, VA 22046
3. 2123 NataHOA CT, FALLS CHURCH, VA 22043 * 4. 6211 WaTERWAY DR, FALLs CHURCH, VA 22044 + 5. 6320 Crosswoobs CIr, FaLLs CHURCH, VA 22044
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Average Price: Days on
|
40°25 the Market
$1508,746 19
Falls Church City (22046) Falls Church City (22046)
$867.833 20
Bailey’s X-roads (22041) Bailey’s X-roads (22041)
$899,642 22
Sleepy Hollow (22042) Sleepy Hollow (22042)
$1311.800 32
Pimmit Hills (22043) Pimmit Hills (22043)
$1.309,000 29
Lake Barcroft (22044) Lake Barcroft (22044)
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FLOOR COVERINGS
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Refined Elegance Hardwood
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VERANDA
ST. AUGUSTINE COLLECTION

Engineered Hardwood
5/8”x7.5"wx 86"]

4mm wear layer
Crafted from fine Northern Oak hardwood.
Features clean visuals with minimal color contrast
4mm wear layer + 12 coats of
UV CuredAluminum Oxide finish
provides extreme durability.
CALL US TODAY TO SCHEDULE YOUR
FREE IN-HOME CONSULTATION

TRANSFORM THE LOOK OF YOUR HOME,
FLOOR COVERINGS
0’0:0

ticlonalinal

SEE HOW THIS BEAUTIFUL FLOORING WOULD

Schedule your consultation by scanning the QR code




FALLS CHURCH NEWS-PRESS | FCNP.COM Home & Real Estate JANUARY 22 - 28, 2026 | PAGE 11

i
|

\AARRRRRERRAIIT Y/

Avie wEa il

Experience inviting condominium residences and amenities

in Falls Church’s newest dynamic neighborhood, West Falls.
Schedule your tour today!

Now 50% Sold

Salesby HOFFMAN REALTY &b TheOakWestlalls.com T 'I E 0 A K
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When Appraisals and List Prices Clash: What Buyers Should Expect

BY Farrs CHurcH NEws-PRESs

Appraisals vs. List Price:
What Homebuyers and Sellers
Should Expect and Why
Professionals Matter

In a fast-moving real estate
market, it is easy to assume
that a home’s list price tells the
whole story. After all, buyers
make offers based on it, sellers
celebrate when it is exceeded,
and neighbors use it as a bench-
mark for their own property
values. But between a signed
contract and a successful clos-
ing stands a critical checkpoint
that can either validate a deal or
force a difficult renegotiation:
the appraisal.

Understanding the difference
between list price and appraised
value, and what goes into deter-
mining each, can help buyers
and sellers avoid surprises and
protect their financial interests.

List Price vs. Appraised
Value

The list price is what a seller,
advised by a real estate profes-
sional, believes the home can

reasonably sell for in the cur-
rent market. It reflects recent
comparable sales, local demand,
condition, upgrades, and broader
market trends. In competitive
markets, list prices may even be
intentionally set to encourage
multiple offers.

An appraisal, by contrast,
is an independent, third-party
assessment of a home’s fair
market value. Lenders require
appraisals to ensure the prop-
erty is worth at least the amount
being financed. If the appraisal
comes in below the agreed-upon
purchase price, the lender will
not cover the difference, regard-
less of how competitive the mar-
ket may be.

This is where deals can stall
or fall apart.

What Goes Into an
Appraisal

A licensed appraiser evaluates
a home using standardized meth-
ods designed to remove emo-
tion from the equation. While
the exact process varies, most
appraisals consider:

e Comparable sales, often

called “comps,” meaning recently
sold homes similar in size, loca-
tion, age, and condition, typically
within the last six months

» Square footage and layout,
including above-grade living
space, bedroom and bathroom
count, and overall functionality

* Condition and improve-
ments, such as renovations, struc-
tural integrity, roof age, HVAC
systems, and visible maintenance
issues

e Location factors, includ-
ing school districts, proximity to
amenities, traffic patterns, and
neighborhood stability

e Market conditions, whether
prices are trending upward, flat,
or declining

Importantly, appraisers focus
on closed sales, not asking prices
or pending contracts. That dis-
tinction alone can explain why
appraisals sometimes lag behind
rapidly rising markets.

Why Appraisals Come in
Low

Alow appraisal does not neces-
sarily mean a home is overpriced,
but it does signal a disconnect

between the contract price and
documented market data. This
can happen when demand surges
faster than sales data can keep up,
when unique upgrades are diffi-
cult to quantify, or when a buyer
is willing to pay a premium that
the lender cannot justify.

When this occurs, buyers may
need to bring additional cash
to closing, sellers may need to
reduce the price, or both parties
must renegotiate terms. Without
professional guidance, these
moments can become emotional
and contentious.

The Value of Hiring
Professionals

This is where experienced
real estate and appraisal profes-
sionals play an essential role.

A skilled real estate agent
does far more than suggest a
list price. They analyze compa-
rable sales strategically, antici-
pate appraisal risks, and help
structure contracts that protect
their clients. This can include
appraisal contingencies, escala-
tion clauses, or detailed docu-
mentation of upgrades that can

help support value.

Licensed appraisers, mean-
while, provide the objective
foundation lenders rely on. Their
independence safeguards both
buyers and financial institu-
tions, ensuring homes are not
overleveraged and values remain
grounded in reality.

Together, these professionals
help translate market dynamics
into informed decisions, espe-
cially in competitive or shifting
markets.

The Bottom Line

In real estate, price is not
the same as value, and under-
standing that difference can save
buyers and sellers time, money,
and stress. Appraisals are not
obstacles. They are safeguards.
While no professional can elimi-
nate every surprise, working
with experienced, local experts
dramatically improves the odds
of a smooth transaction.

In the end, the strongest deals
are not just the ones that win bid-
ding wars, but the ones that hold
up under scrutiny from contract
to closing.

ZIMME

Homes

Estimated Completion April '26

1104 N Tuckahoe St. Falls Church City

N HOMES

For Sale!-

TN NN T S e

300 Poplar Dr. Falls Church City
Estimated Completion July '26

WWW.ZIMMERMANNHOMES.COM
SALES@ZIMMERMANNHOMES.COM

BESTOFFE.COM
WINNER

FOXCRAFT

A Design A Build A

DESIGN
GROUP, INC

110 Great Falls Street, Falls Church City
703.536.1888
www.FOXCRAFT.com

info@foxeraft.com
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What's Changed in the Market as Workers Return to the Office?

BY Farrs CHurcH NEws-PRESs

As the pandemic recedes
further into the rearview mirror
and office buildings refill, the
real estate market is undergoing
another important transition. The
widespread shift to remote work
reshaped housing preferences
almost overnight, sending buyers
in search of space, flexibility, and
comfort. Now, as more people
return to offices either full time
or in hybrid arrangements, buyers
are reassessing what they truly
need from their homes and where
they want to live.

During the height of remote
work, homes became multifunc-
tional spaces. They served as
offices, classrooms, gyms, and
sanctuaries. Extra bedrooms, fin-
ished basements, and dedicated
workspaces moved from luxury
to necessity. Buyers were will-
ing to trade longer commutes for
larger homes, and suburban and
exurban markets surged as city
living temporarily lost its appeal.

That shift is no longer as abso-
lute. While remote and hybrid

work remain common, more
employers are asking workers to
return to the office several days a
week. This change is not revers-
ing the real estate trends of the
past few years, but it is reshaping
them.

Space is still important, but
it is no longer the single driving
factor it once was. Buyers still
value home offices, yet they are
now looking for flexibility rather
than a room with a permanent
desk and door. A guest room
that can double as an office, or
a dining area that converts into
a workspace, is often sufficient.
Many homeowners discovered
during the pandemic that large
houses come with higher main-
tenance costs, longer cleaning
times, and increased energy use.
As commuting becomes a regular
part of life again, those tradeoffs
are being reconsidered.

Location is regaining impor-
tance. Buyers who once moved
far from employment centers
are once again factoring com-
mute times into their decisions.
Neighborhoods within reason-

able driving or transit distance
of major job hubs are seeing
renewed interest. Walkability,
access to public transportation,
and proximity to restaurants,
parks, and shops are once again
strong selling points.

Urban areas that experienced
an exodus during the remote-
work boom are gradually reawak-
ening. Younger professionals, in
particular, are rediscovering the
appeal of city living. Cultural
events, dining, entertainment, and
social connection matter more
when people are not spending
every workday at home. Condos
and townhomes near downtowns
and transit corridors are drawing
more attention than they did just
a few years ago.

Suburban markets remain
strong, especially for families
seeking good schools and safe
neighborhoods, but the picture is
more mixed. Inner-ring suburbs
close to employment centers con-
tinue to attract buyers, while far-
ther-out areas are seeing demand
cool slightly. Some sellers are
adjusting expectations as buyers

become more selective and price
growth moderates.

Hybrid work has left a perma-
nent imprint on housing prefer-
ences. Even workers returning to
offices often do so only part of
the week. As a result, homes still
need to support remote work, but
without being designed entirely
around it. Multi-purpose rooms,
comfortable layouts, and outdoor
spaces remain appealing. Energy
efficiency, strong internet con-
nectivity, and smart-home fea-
tures are also high on buyers’
lists.

Today’s buyers are seeking
balance. They want homes that
support productivity on remote
days and convenience on office
days. They are prioritizing neigh-
borhoods that offer both qual-
ity of life and reasonable access
to work. Rather than chasing
extremes, either all-remote or
fully office-centered living, buy-
ers are settling into a middle
ground.

The real estate market is not
returning to its pre-pandemic
form, but it is stabilizing into

something more sustainable. The
lessons of remote work have not
been forgotten, yet the value of
community, proximity, and con-
nection is reasserting itself. For
buyers and sellers alike, under-
standing this shift is key to navi-
gating today’s market.

Mortgage rates and affordabil-
ity are also shaping how return-
to-office pressures play out. Even
buyers who would prefer to move
closer to work may find them-
selves priced out of certain neigh-
borhoods or locked into low-rate
mortgages they secured years
ago. That “rate lock-in” effect is
keeping inventory tight in many
markets and limiting mobility.
The result is that some house-
holds are adapting their exist-
ing homes with modest renova-
tions, such as adding built-ins
or improving soundproofing,
instead of relocating.

Home is still more than a place
to live. It reflects how we work,
how we connect, and how we
choose to spend our time. As
work patterns evolve, so too will
the places we call home.

2715 Welcome Dr.
Falls Church, VA 22046

Angie Rorrer
571-437-5218
angierorrer@kw.com
angierorrer.kw.com

2829 Kalmia Ct. #B-202
Falls Church, VA 22042
Helping Buyers and
Sellers Achieve Their
Real Estate Goals!

Friendly, Experienced, Professional —
Your Trusted Real Estate Advisor!

kW METRO CENTER

KELLERWILLIAMS.

2111 Wilson Blvd., Suite 1050
Arlington, VA 22201
703-224-6000

Complimentary professional photography and
staging consultation offered to sellers!

2111 Wilson Blvd. Suite 1050, Arlington, VA. 22201

EQUAL HOUSING
GPPORTUNITY

REALTOR
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Is this your year to move? Call for my VIP service 703-867- 8674
Wednesdays NORTHSIDE
* ROCK the House ~ io-1:am 5OCIAL
Let’s chat over coffee ... about the market & your next move

2

SCHOOL
SPONSOR

AFFORDABLE
HOUSING
ADVOCATE

5%

RATED ON
ZILLOW

500+

AMAZING CLIENTS
HELPED

YOUR
FALLS CHURCH
EXPERT
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HOGK*,STAH realty group R3: iﬂVitea

MARDI GRAS PARTY
FEB 10, 2026 | 5:30-8 pm

SOLAGE

+ KING CAKE ¢

-OUTPOST- 2agq00002] + NEW ORLEANS MUSIC /)

444 W Brood St h + ROCK STAR RED ALE 6%
P t

Falls Church City RSVP By Feb 5 + COSTUMES ENCOURAGED
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Tori@ROCKSTARrealtygroup.com
ROCKSTARrealtygroup.com (g
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Meet Your Home Experts

A Falls Church News-Press Advertorial

Albert Bitici - The Bitici Group at KW Metro Center

The new year has brought renewed energy to the real estate market. New buyers are entering with confidence, while

! many buyers from last year - who paused their search due to uncertainty - are back and ready to
move. As demand strengthens and competition increases, we’re seeing the scales tip once again in
favor of sellers. In this evolving landscape, success hinges on smart positioning, precise pricing,
and a strategic marketing plan designed to maximize value. If you’ve been considering selling,
now is the time to have a focused conversation about your goals and opportunities. Let’s discuss
a winning selling strategy and position your home to stand out in today’s market.

Miller & Smith

As Sales Manager for the Brownstones at Birchwood by Miller & Smith, Eric
Hansen brings expertise, honesty, and a genuine passion for helping buyers feel
confident in their next chapter. He takes pride in guiding homeowners toward beau-
tifully designed spaces that offer comfort, convenience, and a true sense of coming
home. millerandsmith.com/birchwood.

Eric Hansen  (571) 835-4422 « ehansen@millerandsmith.com

571.775.0468 * 703.224.6000 ¢ thebiticigroup.com
CHRIS & MATT EARMAN - Weichert Realtors - Falls Church

As Llfelong residents of Falls Church City, we’ve experienced first hand the growth and changes to the local and region-
al Real Estate Market. My past experiences in Mortgage & Finance,
running local small businesses, volunteering, being involved in the
local school systems, and building relationships over the decades, gives
us a unique perspective and advantage in representing our clients in the
local Northern Virginia Real Estate Market.

‘We are fully committed to providing you with a higher level of ser-
vice that will make your real estate experience as easy and stress-free as
possible. Our team of experienced Agents, gives us additional flexibility and availability for our Clients.

Please call us for a “No Obligation” consultation for all of your Real Estate needs.

ROCK STAR realty group
Happy New Year!

As the new year begins, it’s the perfect moment to embrace fresh starts and new possibilities. While
winter is often thought of as a slower season, the real estate market is alive with
opportunity—especially for buyers and motivated sellers ready to make a move. We
are seeing an increase in inventory, which means:

For buyers, this creates more choices, better negotiating power, and the ability
to make more confident decisions.

For sellers, it signals stability and motivated buyers—especially for homes that
are well-priced and well-presented

My ROCK STAR realty group and I are your go-to resource for all-things real
estate. Stop by Northside Social, Falls Church, on Wednesdays | 10:00—11:00 AM for our ROCK the House
coffee to talk more. We’ll buy you a cuppa!

Cheers to an exciting year ahead!

Chris Earman  cell 703.628.4541 * Chris@FEarmanRealEstate.com
Matt Earman * cell 703.328.4563 » Matt@EarmanRealEstate.com

Bethany Ellis - Long & Foster

Hi, I'm Bethany...
Wlth two decades of experience in the real estate industry, I am committed to providing my clients with the highest

v level of service and expertise. My journey as a real estate agent has been driven by a passion for
helping people find their dream homes and make sound investments. Honesty and integrity are
the cornerstones of my practice. I believe in building strong, lasting relationships with my clients
based on trust and open communication. My deep knowledge of the local market allows me to
guide you through every step of the buying or selling process with confidence and clarity. I take
pride in going above and beyond to ensure my clients’ needs are met. Whether you’re a first-time
homebuyer, looking to sell, or seeking an investment property, I am here to provide personalized
support tailored to your unique situation. My dedication to your success is unwavering, and I
am always ready to advocate for your best interests. Let’s work together to turn your real estate
goals into reality!

703.307.7003 * bethany.ellis@LNF.com
FOXCRAFT Design Group

FOXCRAFT Design Group is in their 37th year as an award-winning design/ build firm and general contractor.

FOXCRAFT is among the most creative, experienced design/build firms in the region,
specializing in meeting clients’ budget expectations and overcoming ever changing national
and county codes, regulations and guidelines. Chandler Fox, the owner at FOXCRAFT, is
also a licensed real estate agent, so his expertise in both building and real estate provides the
best of both worlds for the client. Fox analyzes the property for current and future market-
ability and helps his clients make an intelligent decision about whether or not a renovation
is the best investment for their property’s future value. “We build relationships with every
client, based on their individual needs and wants, and advise them honestly, as to the best
path for their family’s future”.

703.536.1888  foxcraft.com

Floor Coverings International of Tysons

At Floor Coverings International of Tysons, we bring premium flooring solutions directly to homes and businesses
across Vienna, Falls Church, McLean, Arlington, and NW DC.

As part of a nationally recognized brand, we leverage strong relationships with top flooring
manufacturers across North America to offer competitive pricing and fast, custom-tailored service
through our local partnerships. We specialize in hardwood refinishing and resurfacing, solid and
engineered hardwood, LVP/LVT, carpet, tile, and custom throw rugs.

Our experienced team is passionate about transforming your space with stylish, durable floor-
ing—delivering expert craftsmanship and a customer experience that guarantees your complete
satisfaction.

703.214.9175 « nwdca.floorcoveringsinternational.com

Hoffman Realty-The Oak

Now 50% sold and move-in ready, The Oak offers new condominium
residences in the heart of West Falls. Thoughtfully designed one, two, and three
bedroom residences provide open layouts and an array of floorplans to suit your
lifestyle. To learn more about The Oak or to tour our remaining residences, con-
tact Hoffman Realty at (703) 977-2985 or visit TheOakWestFalls.com.

703.977.2985  TheOakWestFalls.com.

THE OAK

703.867.8674 « ROCKSTARrealtygroup.com

Kelly Millspaugh Thompson, Concierge Real Estate Services

As a Falls Church City native and small business owner Kelly strives to make buying and sell-

ing less overwhelming for her clients. Kelly opened STYLISH PATINA her

Home+Gift shop in 2012 and has been a licensed Realtor since 2019. She

has been recognized as a Platinum Producer by NVAR and Top Producer by

Arlington Magazine. Kelly is known for her cutting edge marketing, busi-

ness savvy and concierge approach to Real Estate. She and her team are able

to manage all aspects of buying and selling a home: home prep, liquidation,

organization, renovation, moving, and design. This has proven to be a unique

and highly sought after combination of skills. Kelly has a passion for helping

folks as they transition through life stages - needing a larger home for a grow-

ing family or downsizing. Kelly is a mother of 5 and understands the stress of moving with children

and the overwhelm of transitioning out of a home you raised your family in when it comes time to

simplify. These big life transitions are where she finds the most joy in helping families. If you are

looking for a Realtor with compassion and commitment to making your next Real Estate transaction
less stressful contact Kelly, 703-303-3700.

703.303.3700 © realestate@stylishpatina.com

Angie Rorrer-Keller Williams Metro Center

Angie is a trusted Real Estate Professional with KWMC and proud Northern Virginia native,
Licensed in VA since 2019, Angie brings more than 35 years of experience in
customer service and sales, delivering personalized top-notch service to every
client. Her background in relationship-driven sales and client advocacy allows
her to anticipate needs, communicate clearly, and negotiate effectively. Angie
approaches every transaction with a strategic mindset and a commitment to
excellence. She is recognized for her professionalism, strong work ethic and
client first approach. Angie is dedicated to guiding buyers and sellers with
integrity, care, and exceptional results.

* angierorrer@kw.com

Zimmermann Homes

We pride ourselves on building custom homes that are unrivaled in performance, beauty and dura-
bility. All Zimmermann Homes come standard with upgraded products and build-
ing techniques that result in an attractive, energy-efficient and low- maintenance
home. Clients can custom design a home with Zimmermann’s talented architect or
choose from dozens of established plans. You shop and pick your finishes with a
stylish interior designer and the install is overseen by a seasoned project manager.
Related documents are accessible via a shared construction-management system
and the team’s Realtor can assist with lot acquisition or selling your home. The

end result is a one-stop shop that often exceeds expectations.

Sales@Zimmermannhomes.com * zimmermannhomes.com

Follow us at fcnp.com




