N AN O B

—= US EDITION

CONTENTS

07 Industry Fac
02 Mortgage Stats

03 Price Information

04 Today's Buyer

05 First-Time Homebuyer Facts
06 Today's Seller

07 Millennials & Real Estate

08 Buyers & the Internet

09 Today's Real Estate Professional
10 why I Work by Referral




INDUSTRY FACTS

" 5 'I (y of Americans say their homes have
O increased in value over the past year.

43 O/ expect home values in their
S O neighborhood to increase in

the coming year.

Homes are selling 10 days faster than last year.
There is a 4.5 month supply of homes
at the current sales pace.

440/ of homes sold in September
Tz O were on the market for less

than a month.

> 2 63 .5% ﬁl;?qr;\.ericans own a

2 . 67(y of Americans said that they
O would buy if they were going

to move today.
2 e 60(y of Americans say that now is a
0 good time to buy; 55% say
that it's a good time to sell.
of Americans say that rents will

S (y
54 O increase in the next 12 months;
34% say they'll stay the same.

= 440/ of Americans expect their personal
O financial situation will get betterin
“the next 12 months; 39% expect it

to stay the same.

SOURCES: NAR, U.S. CENSUS BUREAU, FANNIE MAE, FEDERAL RESERVE BOARD
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59% Conventional

- 24% FHA

of Americans say that S
mortgage rates will go
up in the next 12 months; 5% say 59% Other

they'll go down.

of Americans say that R
it would be easy to get

2 home mortgage; 46% say that it - 33% FHA
would be difficult. oo bas

9% VA

of buyers financed
their home purchase,
including 98% of buyers aged

65% Conventional

18 1o 44.
18% FHA
of a home purchase D)
was typically financed
by a buyer. PR

of borrowers chose a

fixed-rate mortgage. 1. Savings

2. Sale of a primary residence
3. Gift from family or friend

\
—

of buyers said that the mortgage application
and approval process was not difficult or was
easier than expected.
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PRICE INFORMATION B US EDITION

The exsiting home price has increased year after year
over the last 5 years.

The median existing home price for all housing types
in September 2016 was $234,200, up 5.6% from
September 2015.

<4_'] 0/ of Americans say that home
O prices will increase in the
next 12 months.

The average price of a new home was

$359,900 in November 2016.

MEDIAN EXISTING HOME PRICES BY REGION:

Northeast: South:

Median home Median home

price increased price increased
2.1% to $261,600 6.6% to $204,000
Midwest: West:

Median home Median home

price increased price increased

5.9% to $184,500 8.1% to $345,400 :

Brian Buffini’s Real Estate Report ~ 03

SOURCES: NAR, FANNIE MAE




TODAY'S BUYER

NEIGHBORHOOD CHOICE:

44 The age of a 588,500 The median household TORERER NELUENCING
typical buyer. i income of a homebuyer. i

1. Quality of the neighborhood
2. Proximity to job

3. Overall affordability of homes
4. Proximity to friends/family

5. Quality of the school district

SOURCES: NAR

Buyers purchased their homes for an average
of 98% of the asking price.

Buyers expect to live in their homes for 12 years.

Buyers searched for an average of 10 weeks and
viewed an average of 10 homes, unchanged
from last year.

For more than half of buyers, the most difficult step of the home buying process
was finding the right property.

(g
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FIRST-TIME HOMEBUYER FACTS

O-58%

1 8% were single females

< 350/ of buyers
O were first-time

buyers, including:

44% buyers in the Northeast

38% of buyers in the Midwest
31 % of buyers in the South

32% of buyers in the West

For 67% of first-time
buyers, the desire to

own a home was the
primary reason they

purchased one.

SOURCES: NAR, BANK OF AMERICA

8% were single males

14% were unmarried couples O <

First-time buyers
financed 94% of their
home purchase.

/6%

B S EDITION

O-40% e

of first-time buyers homebuyers.
have children
under the age of

18 living at home. O 74%
6906 Sy .

of first-time buyers house before
want to save more buying a home.
money now and

wait to move into 21% lived with parents,

a nicer home in - relatives or friends.

the future. :

32 The median age of
first-time homebuyers.

of first-time : )
buyers are 66% ofmﬂlenmal
inspired to buy for emotional first-time buyers
reasons, including wanting to
have a place of their own and

wanting to put roots down.

expect their parents to help with
their home purchase in one of the
following ways:

36% help moving in

25% deciding which home to buy

19% money for a down payment

15% help with mortgage payment
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TODAY’S SELLER E US EDITION

54 The median age of a seller. TOP 3 REASONS FOR SELLING:

1. Homeis too small O
2. Want to move closer to friends or family <o O of sellers
$ 1 00,700 The median offered

3. Job relocation ) i
income of a seller. incentives to attract buyers,
L ) including home warrant
Sellers lived in their homes an average uding : Y
policies and closing costs.

of 10 years.Thisis up from last

<o 40 O/ years average of 9 years. Sellers sold their homes for an average of 98%
O of the listing price.

Sellers report that their homes were
on the market a median of 4 weeks 22% of sellers reduced the initial asking

before they sold. price at least once.

of sellers were
first-time sellers.

349% say their homes were
listed for one to two weeks
before they sold.

SELLERS UPGRADED

46% purchased a home that was larger in size

than the one they previously owned.

44 purchased a more expensive home.

56% purchased a newer home.

SOURCES: NAR



MILLENNIALS & REAL ESTATE E US EDITION

26(y of homebuyers are 5 O(y of millennials found their real estate
< 0 between the ages < 0 agent through a referral.

of 25 and 34, the largest share

of any age group.

Although millennials rely on a real estate professional to
help them purchase a home, they're more likely to find
the home using the internet.

PLACES WHERE MILLENNIALS ARE
FUELING THE HOUSING MARKET

. Watauga, TX

. Pleasant Hill, CA

. Northglenn, CO

. Colorado Springs, CO
San Antonio, TX

. Petaluma, CA

. Melrose, MA

. Crestwood, MO

. Milwaukie, OR

. North Park, CA

OOV NN W

—

STATES WITH THE HIGHEST PERCENTAGE
OF MILLENNIALS LIVING AT HOME

1. New Jersey
2. Connecticut
3. New York
4. Florida

5. California

SOURCES: NAR, RIS MEDIA, REALTOR MAGAZINE



BUYERS & THE INTERNET

SOURCES: NAR

67(y of buyers walked
<= O through a home they

viewed online as a result of their
internet home search.

5 1 O/ found the home they
0 purchased through
the internet.
44% of all buyers searched online for
properties as the first step in their home
buying process.

= US EDITION

More first-time buyers are consulting the
internet as their first step in the home
buying process: 32% looked for properties
first, while 21% looked for information
about the home buying process.

Top 3 Sources of Information
Used in Home Search

1. Online website
2. Real estate agent
3. Mobile or tablet website or application

W
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TODAY’S REAL ESTATE PROFESSIONAL E US EDITION

The average agent has 10 years of experience.

PREFERRED METHOD OF COMMUNICATION WITH:

Current Clients Past Clients Potential Clients

94% Email 70% Email 56% Email
91% Telephone 58% Telephone 50% Telephone

90% Text messaging  49% Text messaging 37% Postal mail

- 69% of agents have WHAT DO BUYERS WANT MOST FROM THEIR AGENTS?

a website. . Help finding the right home to purchase

. Help negotiating the terms of sale
. Help with the price negotiations

. Help determining the sales prices of comparable homes
. Help with paperwork

U~ wN —

O of agents have a
= 1 1 /0 real estate blog.

WHAT DO SELLERS WANT MOST FROM THEIR AGENTS?

70% of a.gents - 1. Effective marketing of their home to potential buyers . 7 ’
social media 2. Sell the home within a specific time frame

o elaoprofessional networking 3. Price the home competitively
bl 4. Find a buyer for the home
5. Help seller to fix up their home to obtain a higher price
. 83 (y of agents are
0 Cvery certain’ Homebuyers and home sellers are working with real
they'll be active in real estate estate professionals at higher rates than seen in the past.
in the next two years.
2 88(y of homebuyers and 89% of sellers worked with real estate /
0 professionals, percentages that have steadily increased since 2001.

O0000

— e

SOURCE: NAR



WHY | WORK BY REFERRAL

.........................................................................................................................................................

E US EDITION

880/ of buyers would
O use their agent

again or refer them to others.

: 0
Studies show 82 A) of real estate sales are the result of agents’ contact

with previous clients, referrals, friends and family.

e
Re\at‘onsh‘ps arfr:‘l"\osacﬂons-
tthaﬂ "
|mp0rta“ ~ f new

< re P“ML from §
M\un

e, can

y busmeSS

m
YOU Contm‘ YO

s ot earmn)
\(\efﬂﬂpj

_-a:\l

‘ uf\ yectations.
O

“Brian Buffini’s Real Estate Report 10

SOURCE: NAR




