
NTHENEWS 

icean State collects 
.,000 winter coats 
donate to veterans 

I Ocean State Job Lot has an
lounced that its 2020 "Buy, Give, 

t" program has resulted in the 
1llection of 42,000 winter coats, 

1early 12,000 more than last year, 
be donated to veterans in need 
is winter. 
From late October through early 

ranuary, the program at the close
it discount retailer's 142 stores in 
· 1e states encouraged customers
purchase a brand-name men's or

•omen's winter coat for $40 and
�ve it back to the store to give to a
reteran. In appreciation of the do-
1tion, customers received a $40

:razy Deal gift card to be used for
future purchase at Ocean State,
lowing customers to donate win
:r coats for free.
"We are so pleased with the re

,u1ts of this year's program," said 
lavid Sarlitto, executive director 
1f0cean State Job Lot's charitable 
mndation. "What started out as a 

100-coat test donation just a few
rears ago has grown into one of the

·gest programs of its kind serv-
1g veterans in need across the re
�on. The fact that we exceeded
iast year's donation - in the midst
1f a pandemic no less - is a true
testament to the loyalty and gen
,rosity of our customers."

The coats are being distributed 
1 veterans' organizations 
1roughout New England, New 
:ork, New Jersey and Pennsylva
ia. 

,uthwest CEO begs 
'hite House not to 
1uire COVID-19 tests 

,r domestic travel 
Southwest Airlines CEO Gary 

,elly is asking the White House not 
1 impose COVID-19 testing re
tuirements for flying within the 
�nited States following the new 

�

den Administration's restrictions 
n international travel. 

Kelly sent a letter to the White 
ouse Tuesday and the airline re
ased the letter Wednesday, dou

ling down on comments the Dal
�-based CEO made last month 
�hen announcing the company's 
�3.1 billion loss, the first financially 
iegative year since 1972. The letter 
lvas co-signed by the heads of 
�outhwest's employee unions. 

"We believe such a mandate 
�ould be counterproductive, costly, 
md have serious unintended conse
auences, including for millions of 
�eople who have travel needs but 
1Day not have access to testing re
sources and for the millions of peo-

�
, le Whose livelihoods depend on a 
ble air travel industry," Kelly 
ote in the letter. 
Several officials in the Biden Ad

irunistration have confirmed talks 
•bout requiring passengers to test
megative for COVID-19 before get
ting on a commercial airplane.
President Joe Biden's new adminis
tration is grappling with high coro
Bavirus rates and new, more conta
gious variants of the disease that
threaten to worsen the pandemic
pist as the population starts to get
raccinated against the virus. These
Bew problems come after a tense
presidential campaign that prom
ised steps to fight the COVID-19
virus that has devastated the na
ijon's economy and, in particular,
the travel sector.

Already, new appointees have in
stituted testing requirements for in
lernational travelers that include 
Quarantine requirements when en
tering the United States. 

-The Dallas Morning News
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"It was crazy. We were working around the clock." - Elyse Harney Morris, real estate broker and owner

REAL ESTATE BONANZA 
Agents have never seen a rush quite like 2020's 

BY STEVE BARLOW 
REPUBLICAN·AMERICAN 

SALISBURY 

E 
lyse Harney Morris 
has been in the real 
estate business for 14 
years. She's never be

fore experienced a year like 
2020. 

The COVID-19 pandemic trig
gered a rush for real estate in 
Connecticut that pushed the me
dian price of single-family home 
sales in the state to record 
heights. Nowhere was that explo
sion seen more than in Litchfield 
County and nowhere more so 
than in this Northwest Corner 
town. 

The median sale price for a 
single-family home in Connecti
cut increased by more than 15% 
to $300,000 in 2020, according to 
The Warren Group, a Peabody, 
Mass., company that gathers real 
estate data. 

In Litchfield County, the price 
swelled more than 19% to 
$280,000, and in Salisbury, it 
went up 56.6% to $610,563. That 
was the largest rise of any town 
in the state. 

Salisbury also saw the number 
of transactions balloon from 43 in 
2019 to 96 last year, an increase 
of 123.3%. In the state, that 
trailed only the Litchfield County 
towns of Warren (193.8%) and 
Barkhamsted (183.3%). 

"It was crazy. We were working 
around the clock," said Harney 
Morris, a broker and owner of El
yse Harney Real Estate, founded 
by her mother 33 years ago. 

The company, which handles 
properties in the tri-state region 
of Connecticut, New York and 
Massachusetts, saw its residen
tial sales grow to a total of 242 in 
2020 compared to 140 in 2019. 

The largest growth was in 
sales of $1 million or more, ac
cording to Harney Morris. That 
category accounted for 17% of 
the firm's sales in 2019, but was 
23% in 2020 and included one 
sale of $5.3 million. 

One home had been on the 
market for nearly a year, and its 
owners had dropped the price to 
$1.995 million. In the summer, 
"suddenly we had three offers 
and it sold for $2.5 million," Har
ney Morris said. 

Realtors say last year's boom 
was fueled by a desire to flee 
metropolitan New York for the 
safety of the country. Many of 
Harney Morris buyers, she said, 
were weekend homeowners who 
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Cleve Fuessenich, a broker with Klemm Real Estate in Litchfield, said COVID·triggered real estate 
sales ballooned last year, as evidenced in Litchfield. That town had 175 total sales and almost all of 
them were to New Yorkers for homes worth $500,000 and up. 

i 
These are the top towns in 

Greater Waterbury and Litch

field County in percentage in

crease in the volume of single

family home sales from 2019 

to 2020: 

1. Warren .......................... 193.8% 

2. Barkhamsted .............. 183.3% 

3. Salisbury ...................... 123.3% 

4. Washington ................... 102% 

5. Roxbury .......................... 91.9% 

6. Colebrook .................... 90.9% 

7. Sharon ............................ 82.9% 

8. Morris ............................. 80.8% 
9. Bridgewater ................ 66.7 % 

10. Kent ................................. 59% 

Of note: Warren led the state 

in this category. 

Source: The Warren Group 

wanted a larger place after de
ciding to live and work here full
time. 

Another large category was 
"school parents," which she said 
are people looking to place their 
children in the three elite prep 
schools in town as well as Salis
bury's highly regarded public 
schools. 

Besides New York and Boston, 
buyers also flocked here from 
California and Texas, she added. 

"It's a very young, vibrant 
group of people coming to the 
area,"·Harney Morris said. "The 
people I've talked to, they all 
want to stay. It's not a one-year 
thing. They're making a commit
ment to the area." 

I 
These are the top towns in 

Greater Waterbury and Litch

field County in percentage in

crease in the median sale 

price of single-family homes 

from 2019 to 2020: 

1. Salisbury ........................ 56.6% 

2. Warren ........................... 56.4% 

3. Washington ................. ,52.9% 

4. North Canaan .............. 48.7% 

5. Bridgewater .................. 41.5% 

6. Goshen ........................... 37.8% 

7. Cornwall ........................ 30.4% 

(tie) Middlebury .............. 30.4% 

9. Morris ................... ........ 26.1% 
10. Norfolk ......................... 25.9% 

Of note: Salisbury led the 

state in this category. 

Source: The Warren Group 

In 2020, there were 38,641 sin
gle-family home sales in Con
necticut, a 16.6% increase from 
2019 and the most in any year 
since 2005. Nearly two-thirds of 
those sales came between July 
and December, according to The 
Warren Group. 

While Salisbury was particu
larly popular, so were other 
towns in Litchfield County, 
where the total of 2,779 sales rep
resented a year-to-year increase 
of nearly 30%. That compares to 
Fairfield County (27%) and New 
Haven County (8%). 

Other area towns that saw dra
matic rises in median sale prices 
were Warren, Washington, North 
Canaan, Bridgewater, Goshen, 

Cornwall, Middlebury and Mor
ris. 

Cleve Fuessenich has been a 
real estate broker for 42 years. 
He works for Klemm Real Estate 
in its Litchfield office. 

"(The influx of New Yorkers) 
began with short-term rentals in 
the spring, but it immediately led 
to people buying places because 
there were not enough rents," 
Fuessenich said. "That activity is 
still going on. It has slightly sub
sided, but that's mainly because 
there's no inventory. Everything 
has been sold." 

In Litchfield, the Great Reces
sion caused a real estate slide 
that hit bottom in 2011 with only 
58 sales in town, he noted. The 
market slowly recovered and 
even set a record with 103 sales 
in 2018. "Just more than half 
were for $250,000 and under," 
Fuessenich added. 

In 2020, there were 17S total 
sales in Litchfield, "and it was al
most all New Yorkers for homes 
of $500,000 and up," he said. 

The real estate buzz wasn't re
stricted to wealthy towns in 
Litchfield County. According to 
The Warren Group, Waterbury 
saw a 5.1 % increase in single
family home sales and the medi
an sale price went up 15.9% to 
$153,000. 

In Torrington, sales increased 
10.1 % and the median price was 
up 19% to $177,900. In Nauga
tuck, sales were up 21.6% and 
the median price was up 17.8% 
to $215,000. 

I CHAMBER HAPPENINGS I 

Leverage the chamber for PPP help 
4 t the chamber, we of

ten talk about the 
power of leveraging 
the chamber's net

work and connections. Lately, 
those connections have become 
crucial to businesses trying to 
navigate through the intricacies 
of COVID-19 mandates and fi
nancial assistance programs. 

We are glad to be able to use 
• • • ♦ 

LYNN 

WARD 

launch Webinar at 1:00 p.m. to 
get the answers to some of the 
---..-..- .. . . 

trict director for SBA Connecti
cut, and Stephen A. Dohoney, 
vice president and relationship 
manager for Webster Bank. Do
honey will be sharing from the 
lender point of view some of the 
most common snags he sees that 
prevent applications from pro
cessing successfully and how to 
avoid them. 

"What we've found is that 

and ask these questions pro
vides such great value to those 
who choose to leverage the pow
er of the chamber. 

Think this webinar is for you? 
Find more information and reg
ister online at waterburycham
ber.com. While there, you'll also 
find information about the 
chamber's many programs and 
services, .all of :'7hi�� j<!ifin.g


