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in the spring at the top of the mar-
ket for about $535,000. The couple
then rented the first apartment
they could find in the area. They
would like to buy a home near Cin-
cinnati in the next six to nine
months but are waiting for housing
prices to cool. Mr. Driscoll doesn’t
like that he is sitting on cash, but
he isn’t quite sure how to deploy it.

The stock market seems too vol-
atile for the proceeds from his
prior sale, which he has marked for
his down payment. He has opted to
keep the roughly $250,000 in a
bank savings account that pays
about 0.03%. “Inflation isn’t in my
favor,” he said.

If you have a pile of cash and
you want a home, waiting is one
strategy. Continued rate increases

from the Federal Reserve should
eventually translate to higher re-
turns on your savings account. But
holding off isn’t without risks, fi-
nancial planners say. It may take
years for mortgage rates to come
back down. Home prices are still
rising, even though the pace of
that price growth has slowed.

Taking the plunge and buying
anyway is another approach.

If you can still afford the esti-
mated monthly mortgage payment
despite higher rates, while main-
taining a total debt-to-income ra-
tio less than 36%, it might make
sense to buy, said Sara Kalsman, a
financial planner at Betterment.

Those planning to buy a home in
the next year or two should keep
the down-payment money some-

The Driscolls, left,
want to buy a
home, while the
Harrises are
weighing options
for their down-
payment funds.

thing that makes you both laugh.
Who doesn’t like someone with
whom they’ve shared a good
laugh? And laughter produces oxy-
tocin, a feel-good hormone.

After Ms. Madrigal’s colleague
returned her book, the two began
talking more—about favorite au-
thors, their mutual love of cats,
and their gripes about the engi-
neering firm where they worked.
(All bonding topics!)

They also spent time together
outside work. Ms. Madrigal invited
Ben LeFebvre to a book reading.
They took picnics to the Presidio,
near their office in San Francisco.
Ms. Madrigal got up her nerve and
showed Mr. LeFebvre some writing
she was doing. He shared with her
some personal problems he was
having.

Mr. LeFebvre, a 75-year-old ge-
ologist, says he always liked Ms.
Madrigal—“she was so cute!”—and
that he remembers asking permis-
sion to take her newspaper. He
also says that getting to know her
helped broaden his world. “I had
lost a sense of myself for a few
years, and she reminded me who I
really am.”

And Ms. Madrigal, a 78-year-
old artist, says she came around
to Mr. LeFebvre when she got to
know and understand him better.

Now, the two have been mar-
ried 28 years.

“I’m glad we discovered our
common ground,” she says.
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Here are some science-backed
strategies for learning to like
someone who annoys you.

Give them a second
chance
Make it a goal to get to know the
person better.

Look for one thing you like and
focus on that, suggests Kelly Ra-
benstein, a licensed psychologist in
Charleston, S.C., and author of
“Psychological Secrets for Emo-
tional Success.” Is the person kind
or a good parent or eager to help
others? Start there. Every time you
feel yourself getting annoyed, focus
on your goal of connecting and re-
mind yourself of the thing you like.

“When you start to see some-
one as human, that softens you,”
Dr. Rabenstein says. “And you’ll
start to find more things you like.”

Watch how you act
Start with empathy. Maybe the
person’s behavior reflects stress
or disappointment about which
you know nothing. We feel more
connected to others when we’re
compassionate, says Beverley Fehr,
a professor of psychology at the
University of Winnipeg, who stud-
ies close relationships. We also
feel less resentment and anger.

Dr. Fehr recommends paying at-
tention to how you treat the other
person. Show your openness.
Speak kindly, and watch your body
language. (Uncross your arms!)
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C
arla Madrigal says she
disliked her co-worker
Ben from the minute she
met him—bristling at his
“close-minded” views and
habit of swiping her

newspaper. For months, they bick-
ered. Ms. Madrigal would take
walks outside the office just to
calm down.

Then one day, Ben asked her
about a favorite book she kept on
her desk. Ms. Madrigal lent it to
him, and when he returned it he
told her he’d loved it.

“Oh my gosh, I can’t believe we
have something in common,” Ms.
Madrigal, who lives in Seattle, re-

members thinking at the time.
You can learn to like someone

you loathe. Really.
Many of us are bumping up

against people we don’t like as we
spend more time in offices and
gathering with family and friends.

Yet even super-annoying people
usually have redeeming qualities.
You just have to work to uncover
them.

And at a time when it can feel
that polarization is rampant, it’s
important to try.

“The world needs us to get
along,” says Elizabeth Pinel, a pro-
fessor in the psychologi-
cal-science department at
the University of Vermont
who studies isolation and
connection.

We often think shared
similarities bond us—
matched hobbies or inter-
ests, living in the same
neighborhood, or having
children the same age.

But we can have lots
in common and still dis-
like someone.

Research shows that
what really makes us like
a person, and helps us
bond, is sharing an expe-
rience and feeling we’re
having the same response
to it.

Psychologists call this
I-sharing. (“I” as in “I get
you.”)

Think of cheering on
your favorite team with
co-workers, singing along
to a favorite song with
your sister in the car, and laugh-
ing (or cringing) at the same jokes
with friends at a comedy show.

The experience of relating in
the moment is powerful, Dr. Pinel
says. “You feel like you’re in sync
or on the same wavelength,” she
says.

Research by Dr. Pinel and oth-
ers—conducted with people who
differ from each other politically
and socially—has found that I-
sharing helps people like each
other more.

Look for one thing you
like about a person and
focus on that, one
psychologist suggests.

It also makes us more likely to
help each other out, to compro-
mise and to be more generous.

One study, published in March,
showed that having such experi-
ences where we feel we have a
shared response made Biden and
Trump supporters like each other
more.

You don’t need to like every-
one. Some people are best
avoided, especially if they make
you feel unsafe emotionally or
physically.

Carla Madrigal and Ben LeFebvre bickered
for months after first meeting at work.

where safe and easily
accessible, financial ad-
visers say. Buyers can
align their investment
period with their home-
buying timeline, said
Noah Damsky, a finan-
cial planner in Los An-
geles. If you think you
might buy by the end of
2023, then consider six-
to 12-month Treasury
bills, which yield about

4%, he said. A money-market fund
such as the Vanguard Cash Reserves
Federal Money Market Fund (VM-
RXX), which yields about 2.8%, is an
option that doesn’t require as much
attention for those who don’t want
to worry about rolling Treasury bill
purchases, Mr. Damsky said.

Richard Cooke, a financial plan-
ner in Fishers, Ind., likes I-bonds
for buyers who plan to wait more
than a year to buy a home, citing
their 9.62% rate and safety. You
can cash out the U.S. government-
backed I Bonds after 12 months,
but there will be a penalty equal
to three months of interest if you
cash out in the first five years. The
bond’s benefits outweigh the small
possible penalty, said Mr. Cooke.
There is a $10,000 annual limit per
person, though there are certain
strategies to exceed that ceiling.

John Boyd, a financial planner in
Scottsdale, Ariz., tells clients not to
wait if they can still save, pay their
bills and plan on staying in the home
for at least five years. “You can’t
time the housing market any better
than you can time the stock market.” FR
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Don’t gossip—that enforces the
negative. If you find something to
sincerely compliment, do so.

“Treating people with dignity
is likely to elicit a positive re-
sponse in return,” Dr. Fehr says.
And that should also help you
warm up.

Spend real time together
Occasional small talk won’t cut it,
psychologists say. You need to
spend enough time together to get
to know the person.

Move beyond the forced time
together, say at work, and invite
the person to hang out. People love
an invite because it makes them
feel appreciated, Dr. Rabenstein
says. This makes them like the per-
son who did the inviting more.
(The psychological term is “recip-
rocal liking.”) And if they like you
more, you might reciprocate.

Choose bonding activities
Start with an activity you both en-
joy. Attend a concert or game, or
share a pizza.

To get to an I-sharing moment,
pick something that makes you
work for a common goal. Play on
the same team at trivia night. Or
plan a volunteer activity together.

Awe-provoking activities—a na-
ture hike or attending the sym-
phony—are great. It’s hard not to
bond if you’re both feeling your
heart expand.

And if all else fails, try some-

How to Like Annoying People
Even irritating folks usually have redeeming qualities. Here are some tips for uncovering them.

M any Americans who spent
years socking away enough
money for a down payment

to buy a house are now waiting on
the sidelines until mortgage rates
or home prices drop.

Fannie Mae forecasts that mort-
gage lenders will complete 49%
fewer single-family-home loans in
2022 than 2021. With mortgage
rates pushing 7% and home prices
still high, buyers often park their
down-payment money in low-yield
accounts, financial ad-
visers say. While rela-
tively safe, the funds
often collect more
dust than interest.

The typical home
buyer who took out a
mortgage in July
made a $62,500
down payment, up
13.6% from a year
earlier, and almost twice the me-
dian $32,917 down payment in
July 2019, according to Redfin.

A bright spot for buyers today:
Down payments have fallen slightly
in recent months, as higher mort-
gage rates have cooled the compe-
tition for homes and buyers don’t
have to put as much down to help
win the bid, Redfin senior econo-

mist Sheharyar Bokhari said.
Jennifer Harris and her hus-

band, Rob Harris, had hoped to
buy a home in South Carolina in
August. The couple, now renting in
McLean, Va., decided to delay their
purchase until late next year or
2024, however, because of high
prices and mortgage rates. “It’s all
holding us back,” Ms. Harris said.

Meanwhile, the couple is add-
ing to their $60,000 down-pay-
ment fund. They are keeping the
money in a high-yield savings ac-
count with a roughly 2% interest

rate for now, but are
considering moving
it to a six- or 12-
month certificate of
deposit to try to get
a higher return.

Seasoned buyers
say they are strug-
gling to get a decent
return on their
down-payment

money. Keeping the down payment
in cash may be preferable to a vol-
atile stock market, if the money is
going to be used in the short term,
but there may be better options
than a standard savings account,
financial advisers say.

Dan Driscoll and his wife, Jenny
Driscoll, feel they sold their Mont-
gomery, Ohio, four-bedroom home

Prospective Buyers Put
Down Payments on Ice
BY VERONICA DAGHER

$62.5
Average down payment in
July, in thousands
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