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STATISTICS by ZIP CODE—2017 
  
 

                # of Sales       Days for Sale            Average Price     %Change from ‘16 
 

20814               188                  66                   $  1,162,141    +   1% 

 
20816        215               41                       1,144,563    +  5.27% 

 
20817        457              67                       1,132,954     -  2.3% 

ALL  BETHESDA  (20814, 20816, 20817) 
 
 Looking back over the events of 2017 can be a 
dizzying experience and I feel fortunate in having only 
to review the real estate component of that frenetic 
year. Amid the constant barrage of negative news, real 
estate understatedly provided one of the few positive 
topics. There were no blazing headlines about a huge 
number of sales or skyrocketing prices but by year’s 
end, the statistics for Bethesda home sales described a 
healthy market that was generally balanced between 
buyers and sellers. 
 The three Bethesda Zip Codes posted 844 
closed sales of single family detached homes last year 
(according to the MRIS) which is slightly fewer than the 
858 sales in 2016. For all the news about a shortage of 
inventory and fewer sales, a decrease of 14 transactions 
(about 1.6 %) over an area the size of Bethesda is not 
remarkable. But complaints about the lack of homes for 
sale derives more from the fact that there is a greater 
demand for quality listings than is being met. One 
could surmise that with  more supply, the number of 
sales would be significantly increased. 
 Continuing with the theme of consistency of the 
statistics for the last two years of home sales in Bethes-
da, the 61 days a home was on the market in 2017 
represents an improvement of 4 days compared with 65 
days in 2016.  
 You might be interested to know how much 
real estate is sold in our area during the course of a 
year. The combined value for all 844 home sales last 
year was $970,323,300—almost a billion dollars of real 
estate! The final sale price was 96% of the original list 
price, and 98% of the list price at the time of sale. The 
average price of those transactions was $1,149,672. 
Once again, that is very similar to the average price for 
2016 which was $1,144,849, representing a statistical 
increase of only .42%.  

  

ZIP CODE  20816 
 
 In compiling the data for our Zip Code analysis, I 
use the information provided by our multiple listing ser-
vice, the MRIS, and add to it the home sales that never 
made it to that database. Those sales are discovered 
through a painstaking comparison of the MRIS sales with 
all of the transactions listed in the public record for 
Montgomery County.  That exercise turned up 16 private 
sales last year which, when added to the 199 sales report-
ed in the MRIS brings the total to 215 single family 
detached home sales in Zip Code 20816. For those 
of you keeping score, that is 4 fewer sales than we saw in 
2016. 
 I imagine most residents along the Massachu-
setts Avenue corridor consider it to be one of the most 
desirable parts of Bethesda and the statistic for the aver-
age number of days it took for a home to sell last year 
suggests that home buyers agree.  The Zip Code clocked 
in at only 41 days on the market—significantly shorter 
than the 61 day figure for the greater Bethesda area. But 
remember, that is the average length of time it took for a 
home to sell and a close look at the stats shows that 108 
of the homes (half!) sold within the first two weeks! 
 The average price of the 215 sales last year was 
$1,144,563—up 5.27% over the price for 2016. There 
were eight sales at or above $2M and three of those were 
north of $2.8M. There were ten other sales between 
$1,850,000 and $1,999,000. At the other end of the price 
range, there were 23 sales below $750,000, two of which 
were below $600,000!  
 A hot topic for much of the year in this part of 
Bethesda was the proposed redevelopment of the West-
bard Sector and whether it will have an impact on prop-
erty values nearby. Buyers are asking questions about it 
but with any breaking of ground estimated to be about 
two years distant, I have not heard of anyone citing that 
as a reason not to buy in our area. 
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2017 

 I realized as I began writing the annual recap 
of real estate activity in Glen Echo Heights and Mohi-
can Hills that this is the 20th such review—my first 
newsletter came out in January of 1998. It was inter-
esting to read in that letter that there were 32 homes 
sold in 1997 ranging in price from $210,000 to 
$590,000! The average sale price was only $363,252. 
What a difference twenty years can make! 
 In that first letter I also talked about a wide 
variety of creative new mortgage products including 
loans with as little as 5% down and no mortgage in-
surance. Little did I know at that time how tame such 
programs would seem compared to the no doc, interest 
only and negative amortization loans soon to follow 
that contributed to the mortgage crisis of 2006. 
 Since the disastrous year of 2008 when only 16 
homes were sold, the neighborhood has been averag-
ing 33 sales per year. Many people think 2005 was the 
pinnacle of real estate activity before the crash but it 
was actually in 2004 that Glen Echo Heights and Mo-
hican Hills experienced the highest number of sales 
since I began keeping track of them—a staggering 55 
homes closed in that year! 
 Fast forward to 2017 and we see that 37 
homes were sold in the neighborhood during a year 
when the most prevalent real estate headline was the 
lack of inventory resulting in fewer sales. There were 
33 total sales in 2016. The MRIS shows 33 sales clos-
ing in 2017 and there were four private transfers that I 
found in the public record, bringing the total to 37.  
 Perhaps where we see the effect of insufficient 
inventory is in the statistic for marketing time. In 2015 
it took 73 days for a home to sell and that ballooned to 
100 days of marketing in 2016. Last year that number 
came down to an average of 63 days on the market 
for a home to get a contract. That is a little longer than 
the average for all of Bethesda and quite a bit longer 
than it took homes to sell in the 20816 Zip Code. But 
considering the number of developers who favor Glen 
Echo Heights and Mohican Hills for replacing old 
homes with new ones, and the extended marketing 
times associated with that activity, 63 days is actually 
pretty good for an average. About half of the sales last 
year occurred within 10 days of becoming available. 
 In my summer newsletter, I reported 12 homes 
for sale with list prices around $2M and that one such 
high priced home was under contract. The one under 
contract was 5313 Wehawken  Road (right) which  
turned out to be the high sale last year at $2,210,000. 
The only other sale to start with a 2 was the home at 
6225 Madawaska Road which sold for an even $2M. 
The others that sold in 2017 did not fare as well.      

 The opposing page shows the list of homes 
that sold last year. Space limitation does not allow for 
me to print a picture of each one but to view the entire 
listing of any one of the sales along with all of the 
pictures, go to my website: robertjenets.com. You 
will see a link to the 2017 sales which will give you 
access to all of the MRIS information. 
 I mentioned that the MRIS reported 33 sales in 
Glen Echo Heights and Mohican Hills last year and 
the average price for those sales was $1,106,985. It so 
happens that the four private sales reported in the pub-
lic record were all low priced homes and when they 
are factored into the data, the average price for 2017 
was $1,068,392. There is a graph on page four that 
shows the neighborhood average price history over the 
last eight years. You can see there that last year’s av-
erage was down about 7.75% from 2016. 
 The graph shows a downward trend in the av-
erage price from 2014 which was an unusual year that 
included sales at $2,325,000, $3,400,000 and 
$4,100,000! Well no wonder. And 2015 had sales of 
$2,700,000, $2,350,000, $2,130,000 and $2,075,000. 
OK, I get it. These are statistical averages from a rela-
tively small data sample which can be misleading. 
Does this mean your property value has been de-
creasing since 2014? Of course not.  
 The real estate market in Bethesda over the last 
several years has been rising only modestly from year 
to year. And homes in Glen Echo Heights/Mohican 
Hills follow that trend. The average home is not worth 
a lot more than it was four or five years ago, but it cer-
tainly is not worth less. That being said, keeping pace 
with the market requires normal maintenance and im-
provement when necessary. Deferred maintenance 
will definitely have a negative effect on value and be-
cause buyers are so busy these days and not interested 
in doing work on a house, the effect is magnified be-
yond the actual cost of the maintenance. 



MRIS 2017 SALES - GLEN ECHO HEIGHTS / MOHICAN HILLS   

The 2017 median price was $885,000. I know that 
sounds extremely low compared with last year’s 
median of $1,025,000 and indeed, it is startling. I will 
point out that if the median was to be determined from 
the above list of homes, not including the private 
sales, it would be a little higher—$937,000. But the 
four private sales were on the lower end of the price 
scale—one at $600,000 and the other three at 
$800,000. It is what it is but I reiterate that you may 
rely on the pricing trend for greater Bethesda as a 
better gauge of your home’s value.              
 
          

 

SHRED-IT DAY 2018 
 

The annual opportunity for you to have your important 
papers shredded before your eyes is coming on April 7th. 
Just like last year, the truck will be available in the 
parking lot of the Washington Waldorf School on 
Sangamore Road from 11:00 AM to 1:00 PM. Be aware 
that they prefer paper containers (no plastic) and will 
probably empty the contents into the shredding bin and 
give you back the container itself. There is no need to 
remove paper clips or file fasteners but they do not take 
three ring binders. I hope to see you on the 7th of April! 
     
Information  deemed to be reliable but not guaranteed. This is not meant to solicit 

the listings of another broker.  

UNDER CONTRACT 
 

 At the time I wrote this newsletter, the MRIS 
showed three homes in the neighborhood as being 
under contract, pending settlement: 
 

6416 Wiscasset Road—listed for $799,000 
5704 Mohican Place—listed for $925,000 

6112 Winnebago Road—listed for $2,099,000 
 

 The design of the home at 6112 Winnebago 
Road caught my eye as being a little different. During 
the early 2000’s, as new homes gravitated toward the 
“Arts & Crafts” style, it seemed that they all looked 
the same. This house has some new design elements 
that differentiate it from what had become the default 
style of new homes. Nice job Rembrandt Builders! 

I am now in my 34th year as a Realtor and still find it 
as exhilarating as when I first began. Sharing my 
clients’ excitement at settlement as they look forward 
to a new stage in their lives is the emotional charge 
that keeps me energized. Since I acquired Stuart & 
Maury four years ago, I have been blessed with a good 
market, great agents and the company is thriving. Our 
proven success record in this area is due to the 
specialized attention we have devoted to Bethesda, 
Chevy Chase an DC since 1956. We’ll be here when 
you need us. Thank you for your support! 
  



 

 

 The new tax law is provoking much discussion 
and analysis from various sources, with somewhat dif-
fering views of the impact it will have on people’s fi-
nances. Changes of this magnitude will undoubtedly 
result in some winners, some losers and some unin-
tended consequences. Everyone agrees on one thing—
there are a number of ambiguities which make it im-
possible to know for certain what the impact will 
eventually be. We will have to wait for some IRS clar-
ifications and let some time go by to see how things 
pan out.  
 The changes affecting the ownership of real 
estate are probably not good. The deductions for mort-
gage interest and property tax are strong incentives to 
own a house that have long supported real estate val-
ues. Once thought to be unassailable, the new limita-
tions imposed on these fundamental elements of home  

ownership may give some potential buyers pause.  
 Think particularly about the young people just 
about to establish their own residences. Many of them 
would buy at a price level where the interest and tax 
deduction would not equal the new standard deduc-

tion. Without that incentive to itemize, might more 
young people decide to rent rather than own? Maybe, 
but I would like to think the benefits of ownership 
(community roots, ties to schools, long term apprecia-
tion, etc.) will guide them in the “right” direction. 
 Many neighborhood homes fall in the price 
range that will be affected by the new law. At the av-
erage price of $1,068,392, a 20% down payment 
would leave a mortgage of $855,000. At 4% interest, 
that would result in $4,200 of non-deductible inter-
est—about $150 a month in lost tax benefit. That is 
not catastrophic but it does represent about $30,000 in 
home purchasing power. Whether that will translate 
into an erosion of values remains to be seen. 
 I will say that after almost 34 years as a Real-
tor, I have seen the market adapt to many changes and 
I am not overly worried about the effects of this latest 
challenge. Uncertainty about the provisions of this tax 
law may have had something to do with the slower fall 
market and now that we know the rules, the account-
ants will be figuring out the best way for us to navi-
gate this new terrain. They will, and we will be alright. 
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