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Market Statistics

Comparable Characteristics

Condo
Custom area
Priced between $300,000 and $800,000
With 1 bedroom
Any number of bathrooms

Market Information

There are 26 total properties matching the
qualifications.

The average market price for this set of properties
is $476,962.

The average true-days-on-market for this set of
properties is 57 days.

Comparable Listing Market Statistics

Active Listings (18)
You

$470K

$300K Median
$466K

$800K

Your relative price position indicates how you compare amongst a buyer’s array of housing options.

Under Contract (8)
You

$470K

$300K Median
$439K

$800K

Your pricing compared to other listings under contract show the price points where deals are happening.

Closed Last 90 Days (21)
You

$470K

$300K Median
$401K

$800K

Your present price compared to recently closed listings shows where sales activity is happening.

Evaluating your position in the market helps guide your decisions.
Viewing your listing from the same viewpoint as a potential buyer helps

you determine how to best make your listing compete in the market.

New Eastside One Bedroom $300,000-$800,000
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Your Real Estate Market

Absorption Rates

An Absorption Rate gives us an overview of the homes like yours on the market and compares them
against recent sales. The result tells us about how long it will take for the market to buy, or "absorb," all of
these similar homes. We use these results to help you determine a rough range of time it might take to sell
your home based on recent sales and number of homes on the market assuming no new listings come on
the market.

The Results

Based on recent history it may take 6.1 months to sell, even if no new homes come on the market.

51
homes

sold
in the
last

12
months

6.1
months

is how long
it will take

to sell
26
homes

51 sales months on market

Aug 22,
2015

Aug 22,
2016

TODAY

Feb 24,
2017

At the current absorption rate, 4.3 out of 26 homes currently for sale will sell in a one-month period.

Absorption Result

New Eastside One Bedroom $300,000- $800,000
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Pricing Scorecard

Your Pricing Scorecard

LeapRE created the Pricing Scorecard to help you gauge market response to the price of your
property. It analyzes your time on market, all of your showings,  price reduction history, along with
the activity of similar active listings. The lower your score, the more likely you may need to reduce
the price of your home to create interest among current buyers.

Reduce Price Correctly Priced

73

0 20 40 60 80 100

Pricing Scorecard Statistics Showing Ratio Details

Interpreting Your Score

Time on Market

6 days 10/10 pts

Time Since List or Reduction

6 days 20/20 pts

Your Average Showings

1 showings per week

Avg. Neighborhood Showings
(in your price point)

.87 showings per week

Showing Ratio (1 / .87)

1:0.9 22/30 pts

Price / Sq Ft Rank (percentile)

4th
percentile 9/10 pts

Price Rank - Active Listings

65th
percentile 7/15 pts

Price Rank - Closed Listings

72nd
percentile 5/15 pts

Interpreting Your Score

Not priced competitively to
generate interest from buyers 0-40
May be priced too high to
attract potential buyers 41-60

Your Price
Coach Score: 73pts 61-85
Data indicates that your home is priced close
to market expectations.  However this price
may not compel a buyer to take further action.

Priced in line with market
expectations 86-100

New Eastside One Bedroom $300,000- $800,000
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Home Selling Education

Taste Distribution

Buyers 1 and 2 are willing to pay a premium if
they find the house they love.  However, the
house in question (A) isn't the house they love,
so there isn't a buyer at a price point A.  The
price point at house B has found the buyer with
appropriate taste, willing to pay the correct
amount.  Also note that many properties priced
low will clear quickly as investors or value
buyers step in.

Supply & Demand

How do you know if your house is priced
correctly to sell?  Despite the market's
inefficiencies, there are still elements of every
economist's trusty supply and demand curve in
place.  If you price your house right, it will sell.
While your house is only one unit, the overall
concept still applies.  In order for a home to sell
it needs to shift to a point of interest or market
clearing price, the problem is we can't know
exactly where that is until the market tells us.

Supply & Demand in Real Estate

Here is how we approach the supply and
demand curve in Real Estate: Point A represents
a house that is well above the clearing price.  It
is too optimistically priced and thus isn't
generating showings.  Within two weeks on the
market, an agent should be able to tell that the
house is not meeting market demand.  Point B
represents a price adjustment that starts to
generate showings.  It is now a more competitive
listing and is returned by more price filtered
searches.  After a few more weeks it should be
generating more showings, but not enough to
solicit a quality offer.  The seller decides that in
order to move the property they should drop the
listing price one more time, to point C.  At this
price it has reached a market clearing price,
solicits a reasonable offer, and sells.

New Eastside One Bedroom $300,000 - $800,000


