THERE IS A BETTER WAY
TO SELL YOUR HOME

PRICING ANALYSIS
Address: 123 Example Way. Medina Ohio 44256
Date Prepared: June 1, 2019
For: Mr. and Mrs. John Smith

What is happening locally around the area?

Unemployment in an area influences buyer behavior by creating the emotion of security. When people feel
secure about the future, they are more willing to spend on products and services. As the unemployment
increases, buyers decrease their spending.
Unemployment in your area has been stable and decreasing over the last 10 years which creates a great
environment for people to feel comfortable purchasing homes.

Current Interest Rate

•

The 30-year mortgage interest rate today is 3.60%
o For a $600,000 home, the monthly cost is $2,728

•

The average 30-year mortgage interest rate when you purchased your home was 8.39%
o For a $600,000 home, the monthly cost was $4,567

•

This change equates to a 40.3% increase in purchasing power from when you purchased the home, until
now (all other things remaining the same). This is significant for this price range, as there are many more
buyers who can purchase luxury homes today at higher price points.

Timing Matters

While we have missed a bit of the “summer selling season,” there are still plenty of buyers for homes in your
area for the end of August and September.
An average home, at your price range, has a ~45-~50 day closing period. The homes that are showing as sold
in November, were place under contract in September or October.
Once we hit December, the number of $400k+ homes that are sold significantly decreases until we come into
June of the following year.

What have other homes sold for in your community?
Highland Schools, 3000+ Square Feet, 2-10 Acres, 4+ Bedrooms, Built Before 2000

Previous Sold Aggregated Data:

We use the aggregate $/Sq ft above to set a starting point for a property of your same square footage:

How does your home compare to other Sold homes?

There are many factors that could determine the final selling price of your home compared to these other four
properties. Primarily, there is an emotional component that is difficult to capture on paper for your property.
The experience of being outside at your home may be worth a significant value to the right buyer.
However, due to Meadow Dr. and Thoroughbred, that both have great ponds, my subjective opinion may even
be high.
The sold data indicates a high of $613,340. This does not include any adjustment for “the experience of your
lot.” With that, it may make sense to list your home for $649,900, and test the market to see how they react
to that price.
Because of the high-end home, such as 20 Meadow Oaks, the $649,900 may be too high to procure a buyer.
These $650k buyers can purchase other homes that may be newer on a great lot as well.
The upper end homes at around $700k, as well as the aggregate data, and the specific $/Sq Ft. data, may pull
the value down towards $555k-$600k.

Notes on Comparative Market Analysis:
• 2174 Thoroughbred Dr.: -$10,000 For Walk Out Basement

What is currently on the market?
Highland Schools, 2+ Acres, 4+ Bedrooms, 3+ Car Garage, $500k-$700k

There is a lot of competition right now in the $500k-$700k price range. There are very nice homes that people
can purchase for this range.
Due to the current competition, you may find that price reductions are necesarry to find a buyer.
Note: there are very few homes that offer the same level of privacy in this price range. If that is important for
a buyer, they may find your home more attractive than others that may be listed for less.

The “What I ate for Lunch” Factor
Some people call this the “Crystal Ball Factor” ... We just do not know what is going to happen. Someone could
wake up, have a great morning, eat a good burger for lunch, and feel like this is the home for them and pay a
high price because they feel good. This happens and it’s real.

Buyer Broker Commissions
The report below analyzes similar home sales and reports the commission structure that the seller offered to
the buyer real estate agent.
The amount inside the bar shows what the commission would be at a home sale price of $649,900.

Put it all together
•

Economic factors are great.

•

Your timing is towards the end of the season.

•

The average cumulative time that a similar home likes yours sells is 115 Days

•

My opinion on a Marketing Plan:
o Upper $600’s seems like a major stretch and you will be competing with other properties that a
$700k buyer can afford that have a similar lot and a more updated home.
o Listing for $649,900 can make sense to test the market and see if there is a buyer that likes it at
this price.
o I would go into this, however, knowing that there are other homes which are a similar size,
similar lots, and similar condition that have sold for significantly less than $650k.
o The data from previous sales shows that a $555k-$600k sale may be realistic.
o If I listed for $649,900, I would be very aware of the market showings and feedback, and
respond accordingly with price reductions.
o The home will show better in the warmer months, so I would want to consider that, as well as
the upcoming election and potential interest rate ramifications.

What NOT to do
This is a home that was sold in Wadsworth. The owners believed that their home was worth more than what
the market was telling them, and they were very slow to react to the reality of the market.
Frankly, I believe that this home could have sold for $325k. However, they ended up selling it for $294k.
Buyer behavior in our area indicates that people will only search and negotiate for homes at a maximum of
10% of their listing price. This means that people do not, as a general rule, make low ball offers if they think
your home is worth less. I have seen that people do not want to offend the sellers and will typically just make
an offer on another home.
This is why it is important to price the home in the range of possible realistic prices. Yes, shoot for the moon if
you have a nice home, and test the market, but once you get data, then react to that data quickly so that your
home does not become “stale” and attract bargain shoppers.

Disclaimer: THIS IS A BROKER PRICE OPINION OR COMPARATIVE MARKET ANALYSIS AND SHOULD NOT BE
CONSIDERED AN APPRAISAL OR OPINION OF VALUE. In making any decision that relies upon my work, you
should know that I have not followed the guidelines for development of an appraisal or analysis contained in
the Uniform Standards of Professional Appraisal Practice of the Appraisal Foundation.

