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Chart 1: Sales-to-Size Scattergram
There are 5 factors in pricing: Location, Size, Price, Special Features and Amenities. Each dot on this graph represents a waterfront home sold in 2016
according to its price and square footage. The blue line represents the average cost per square foot as it changes with the size of the home. With this

chart, it is easier to compare different locations for homes of comparable size.




Odds of Selling A Home z{
MLS Area 146/148/149 Bremerton
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IHomes under contract are only shown on this bar |

Last 12
Months of
Activity

Odds of Selling is 83% * Homes are Selling at 5.7 per month. * 0.0 months supply

Summary
of 2016
Activity

Odds of Selling is 82% * Homes are Selling at 5.7 per month. ¢ 0.0 months supply available.

Summary
of 2015
Activity

Odds of Selling is 52% * Homes are Selling at 3.7 per month. * 5.5 months supply available.
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Chart 2: Odds of Selling

Many listings do not sell - either withdrawn, expired or still for sale. The “Odds of Selling” chart looks at the actual homes sold and the homes that did

not sell in each neighborhood in 2016. This tells the availability of listings in each area (a term Realtors call “inventory”) and calculates the “Months’
Supply” and the “Absorption Rates”, a measure of how actively properties are selling.
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2016 Buying Pattern
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Chart 3: Buying Patterns

Offers to buy any home decrease in value over time. The longer it's on the market, the lower the offers. “Buying Pattern” chart shows the actual Sold
data for waterfront homes - a great overview of when homes sold in each neighborhood. This is a good indication of when to list a home to get it sold in
a timely fashion. Data is calculated by Closed dates and not when it was put under contract. Most homes close 45-60 days after going under contract
suggesting that listing a property should be timed according to the “Time to Sell”.
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$2,000,000 1| The Average Days Before SOLD is 134 Days, the Average Sold Price is $402,360.
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Chart 4: Time to Sell

This chart looks at all the homes that were sold the previous year in a neighborhood, and calculates the number of days on the market before it was
sold. In summary, the average time on the market is a good indication of how long a listing may be on the market before it sells. If a listing is not sold on
or near that point, it may be likely that the home will not be sold. Once past the average time, a stronger action may be needed to get the home sold (fix

something based on customer feedback or lower the price).
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