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Region 1 (Connecticut, Maine,
Massachusetts, New
Hampshire, Rhode Island and
Vermont)

Patti E. Lawton, GRI, CRS, SRES, GRN
Regional Vice President

“We’re selling more for less” appears to be an accurate account
of the state of the real estate market in most of the Northeast
Region, as the number of home sales slowly increase while
home values continue to hold steady or slightly decrease. Strict
mortgage lending standards and buyer unease, lack of
confidence in the economy, are the major factors holding
buyers back from what should be a great fall market.

What Members are Saying:

"In NH 95% of the Fannie Mac/Freddic mac owned homes are given to 7 agents backlogged by 3 years.

The government needs to spread these out to more agents so they can sell. They sit empty becoming

weathered-roofs leaking, freezing
Traffic Index becoming moldy essentially unsalable,

50 buyers can’t get financing on them." -NH

40 4‘¢/\ "Apprajsers arc hOIdjng home pﬂces

30
20

down and lowering them. Buyers are

ready and willing to pay more for

10 properties but those properties are not

° 201003 201004 2011.Q1 2011.Q2 2011.Q3 appraising. There is also a problem with
' ' i ' ’ comps meeting the HVCC rules. With
BUYEr e Seller fewer and fewer sales, especially in rural

areas, comps are not to be found, but

lenders are not allowing comps in other comparable communities to be used because lenders don't know

the local markets.”" -NH

"I'd like more info on how to contact financial institutions (e.g. credit unions, banks, etc.), as to what is
the process of getting on their referral lists.._I feel right now 1t's a one way street at best." —RI
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"Jobs are the major factor...cven

people who have good jobs are Downpayment for Purchase
choosing rentals over buying for fear | 40% 33%
that if they lose their jobs they will 30%
not have to deal with foreclosure & 30%
bad credit ratings in losing their 20%
homes." —RI

10%
"Banks are too slow in completing 0%
foreclosures and even slower in ENone — W1-2% W 3-6%
making "short sales” happen. The m7-10% m11-20% m21-99%

housing market crashed because of
the banks and any recovery is being hampered by the banks. " —VT

Share First Time Buyers vs. Investors "Buyers want homes in perfoct condition.

40% 50%| " Sellers remember what they paid for
30% — N - 40% properties and talk about the pain of
20% —_— - 30% taking a loss (even if they are doing well
10% I igﬁ on the buying side)." —CT
0% 0%
2010.Q03 2010.04 2011.Q1 2011.Q2 2011.Q3

Investment Prop. (left) == Cash Payment (left)
First-time Buyer (right)

"The market will remain weak until there
is consistent positive news in the
economy; esp. jobs. Buyers are reluctant
to use the money for downpayment in

fear of needing it in case they lose their job." —CT

"The first 7-8 months of 2011 was Discount Below J\narket Value

much stronger than the last month has 30% 9 28
been. Lending practices have been ° [ 2%% 23%4%

tougher the last few years. Buyers 20% 9 8% 9
can't purchase without a job and sellers 3%
can't purchase another home if there 10% |

property doesn’t sell.” —CT

0%
"Short sale lenders are frequently 2010.03 2010.Q4 2011.Q1 2011.Q2 2011.Q3
making bad decisions with regard to W Foreclosure ™ Short-sale

offers and/or repair issues. (ie: They
walk away from a $2,000 roof repair only to accept an offer months later for about $30,000 less!) Big
question 1 have is why are we bailing out stupidity??" —CT
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"Major issucs with the short sale process and run around with BOA and others. High percentage of
listings are short sales and are impossible

. . to close. Lost $35,000+ personal income
Expectations for Future Prices duc to short sales not closing, Wastc of
60% 49% 47% everyone's time and $. Need major help
with banks attention to these issues.
40% Buyers are being lost in short sale hell
and getting out of the market.” —-CT
20%
0,
0% 3% "2nd half shaping up to be much better
M Rise 0-5% M Rise 5-10%  ® Rise 10-20% than 1st 6 months with 5 closings pending
WRise >20%  mFall for October!” -MA

"I have just been exposed to “deed in lieu’. It appears banks are trying to circumvent foreclosure. About
time they got smarter.” —-MA

"Lots of buyers looking for desperation .
deals. Buyejll"s otill hesi%ant to plll)ll the Distressed Sales as % of Total Sales
trigger, afraid that the house the buy 40%
today, they may have to sell for less 30%
tomorrow. " -MA 12%

20% : :
"The worst market in 22 years as a 10% = 7% 8%
Realtor. You get a sense it can get o 1 4
worse. With mortgage rates so low, it ’
prices weren't still too high, homes 2010.Q3 2010.04 2011.Q1 2011.Q2 2011.Q3
would be selling. 1 understand the Short-sale M Foreclosure

difficulty of getting a mortgage, job insecurity, and lack of leadership from the white house.”" -MA

"1 work primarily bank owned property, and 1st time buyers. Financing issues are a real concern. The
banks almost seem like they do not want to lend the money. They are holding up closings so much it is
now the norm..." -MA

"] am starting to sce more out of state buyers inquiring and coming up to look for second homes or
retirement homes." -ME

"I had problems with appraisers until I offered comps that supported the selling price. Be proactive with
appraisers and they won't be a problem." -ME
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National Survey Results

Realtor® Confidence Index

Single-family (Current)

Single-family (Expectations)

Townhouses (Current)

Townhouses (Expectations)
m2011.09

W 2011.08

Condos (Current) m 2010.09

Condos (Expectations)

Traffic of prospective buyers

Traffic of prospective sellers

REALTORS® Confidence Index by Region

Northeast

Midwest

South

West 36.9

0.0 10.0 20.0 30.0 40.0 50.0
m2011.09 W 2011.08 m2010.09
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National Survey Results

Distressed Home Sales

Regular Homes Short Sales

Distressed 12%
Homes

18%

House Condition of Distressed Sales

2%

7%

B Above average
25% M Average

W Below average

m Well below average

m Bottom 1%

41%
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National Survey Results

Day on the market for the last sold property
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25%

20% -
? 16%

15% -
° 12% 11% 12% 12%
10% - 7%

7%
5% _ I l
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Lessthana Upto2 Upto3 Upto4d Upto5 Uptob Upto12 12 months
month months months months months months months or longer

Expectations of home prices over the next year

1%

m Home prices will fall over that
time period

m Home prices will rise 0-5%

M Home prices will rise 5-10%

B Home prices will rise 10% or
more
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Regional survey results are tabulated on a quarterly basis from responses to the monthly surveys for the
national Realtor Confidence Index .

The REALTORS® Confidence Index measures the strength of the current housing market and expectations
about the future. The index is based on information received from a random survey of Realtors®. The
questions are designed to capture the effects of existing economic conditions and trends on the real estate
business. This index provides Realtors® a snapshot of the performance, sentiments and expectations of their
counterparts.

Each month participants respond to questions regarding the current and expected demand for homes, price
trends, and economic conditions. The answers are then quantified and used to create the confidence index.
Responses are assigned weights of 0, 50 or 100. A response of “strong” gets 100 points, while “moderate” is
given 50 points, and “weak” is assigned 0 points. The index represents the average score for each question.

The results in this report reflect respondents’ confidence level for the current period and their future
expectations, compared with both the previous month and the same month last year. The sample size for the
monthly reports varies depending upon the number of responses, but the sample is always well in excess of
the number of responses needed for a plus or minus 1 percent precision




