
MORTGAGE INTEREST RATES FALL 
TO LOWEST LEVEL IN NEARLY 
THREE YEARS

Mortgage interest rates contin-
ued their downward trend in 
the last week, falling again to 
the lowest level of the year 
and the lowest level in almost 
three years, Freddie Mac’s 
latest Primary Mortgage Market 
Survey showed. This marks the 

second week in a row that mortgage rates dipped to a new 
yearly low. Last week, Freddie Mac’s report showed that the 
30-year mortgage rate fell 12 basis points to 3.59%, which was 
the lowest since February 2015. But rates went even lower in 
the last week, with the average interest rate for a 30-year fixed-
rate mortgage falling by one basis point to 3.58%. This week’s 
new low of 3.58% is the lowest level that interest rates have 
reached since May 2014. “Demand for treasuries remained 
high this week, driving yields to their lowest point since February,” 
Freddie Mac’s chief economist, Sean Becketti said.

STRONG MARCH NEW HOME SALES
The Mortgage Bankers Association’s (MBA’s) most recent regular 
report on mortgage application volume released on Wednesday 
indicated a sudden pick-up in purchase mortgage applications 
last week. MBA’s data, gathered through its Builder Application 
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Survey (BAS), shows that applications 
for mortgages to purchase newly 
constructed homes jumped by 17% 
in March compared to the previous 
month. Lynn Fisher, MBA’s Vice 
President of Research and Economics, 
said, “Rising prices for existing homes and a strong job market are 
making the math work for new construction. In March, the Builder 
Application Index reached its highest level since its inception in 
2012 and was more than 18% higher than one year ago.

SELLING YOUR HOME? MAKE SURE 
THE PRICE IS RIGHT!

In today’s market, where demand is 
outpacing supply in many regions of 
the country, pricing a house is one of 
the biggest challenges real estate 
professionals face. Sellers often want 
to price their home higher than recom-
mended, and many agents go along 
with the idea to keep their clients happy. 
However, the best agents realize that 

telling the homeowner the truth is more important than getting the 
seller to like them.

There is no “later.”

Sellers sometimes think, “If the home doesn’t sell for this price, I can 
always lower it later.” However, research proves that homes that 
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experience a listing price reduction sit on the market longer, 
ultimately selling for less than similar homes. John Knight, recipient 
of the University Distinguished Faculty Award from the Eberhardt 
School of Business at the University of the Pacific, actually did 
research on the cost (in both time and money) to a seller who 
priced high at the beginning and then lowered their price. His 
article, Listing Price, Time on Market and Ultimate Selling Price, 
published in Real Estate Economics revealed:

“Homes that underwent a price revision sold for less, and the 
greater the revision, the lower the selling price. Also, the longer the 
home remains on the market, the lower its ultimate selling price.”

Additionally, the “I’ll lower the price later” approach can paint a 
negative image in buyers’ minds. Each time a price reduction occurs, 
buyers can naturally think, “Something must be wrong with that 
house.” Then when a buyer does make an offer, they low-ball the 
price because they see the seller as “highly motivated.” Pricing it 
right from the start eliminates these challenges.

Don’t build “negotiation room” into the price.

Many sellers say that they want to price their home high in order to 
have negotiation room. But what this actually does is lower the 
number of potential buyers that see the house. And we know that 
limiting demand like this will negatively impact the sales price of the 
house. Not sure about this? Think of it this way: when a buyer is 
looking for a home online (as they are doing more and more often), 
they put in their desired price range. If your seller is looking to sell 
their house for $400,000, but lists it at $425,000 to build in negotiation 
room, any potential buyers that search in the $350k-$400k range 
won’t even know your listing is available, let alone come see it! One 
great way to see this is with the chart below. The higher you price 

your home over its market value, the less potential buyers will 
actually see your home when searching.  

A better strategy would be to price it properly from the beginning 
and bring in multiple offers. This forces these buyers to compete 
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against each other for the “right” to purchase your house. Look at 
it this way: if you only receive one offer, you are set up in an 
adversarial position against the prospective buyer. If, however, 
you have multiple offers, you have two or more buyers fighting to 
please you. Which will result in a better selling situation?

The Price is Right

Great pricing comes down to truly understanding the real estate 
dynamics in your neighborhood. Look for an agent that will take 
the time to simply and effectively explain what is happening in 
the housing market and how it applies to your home. You need an 
agent that will tell you what you need to know rather than what 
you want to hear. This will put you in the best possible position. 

THE IMPORTANCE OF USING AN 
AGENT TO SELL YOUR HOUSE

When a homeowner de-
cides to sell their house, 
they obviously want the 
best possible price with 
the least amount of hassles. 
However, for the majority 
of sellers, the most impor-
tant result is to actually get 
the home sold. In order to 
accomplish all three goals, 

a seller should understand the importance of using a real 
estate professional. We realize that technology has changed 
the purchaser’s behavior during the home buying process. For 
the past three years, 92% of all buyers have used the internet 
in their home search according to the National Association of 
Realtors’ most recent Profile of Home Buyers & Sellers. However, 
the report also revealed that 95% percent of buyers that used 
the internet when searching for a home purchased their home 
through either a real estate agent/broker or from a builder or 
builder’s agent. Only 2% purchased their home directly from a 
seller whom the buyer didn’t know. Buyers search for a home 
online, but then depend on an agent to find the actual home 
they will buy (53%), or to negotiate the terms of the sale & price 
(48%), or to help understand the process (60%). The plethora of 
information now available has resulted in an increase in the 
percentage of buyers that reach out to real estate professionals 
to “connect the dots.” This is obvious, as the percentage of 
overall buyers who used an agent to buy their home has steadily 
increased from 69% in 2001.

Bottom Line

If you are thinking of selling your home, don’t underestimate the 

http://www.realtor.org/reports/highlights-from-the-2015-profile-of-home-buyers-and-sellers
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role a real estate professional can play in the process.

TOP 5 REASONS WHY YOU SHOULD 
NOT FOR SALE BY OWNER

If you are debating purchasing 
a home right now, In today’s 
market, with homes selling 
quickly and prices rising, 
some homeowners might 
consider trying to sell their 
home on their own, known 
in the industry as a For Sale 

by Owner (FSBO). There are several reasons this might not be a 
good idea for the vast majority of sellers. 

Here are five of those reasons: 

1. There Are Too Many People to Negotiate With 

Here is a list of some of the people with whom you must be 
prepared to negotiate if you decide to For Sale By Owner:

• The buyer who wants the best deal possible
• The buyer’s agent who solely represents the best interest 
of the buyer
• The buyer’s attorney (in some parts of the country)
• The home inspection companies, which work for the buyer 
and will almost always find some problems with the house
• The appraiser if there is a question of value

2. Exposure to Prospective Purchasers 

Recent studies have shown that 89% of buyers search online 
for a home. That is in comparison to only 20% looking at print 
newspaper ads. Most real estate agents have an internet strategy 
to promote the sale of your home. Do you? 

3. Results Come from the Internet 

Where do buyers find the home they actually purchased?

• 44% on the internet
• 33% from a real estate agent
• 9% from a yard sign
• 1% from newspaper

The days of selling your house by just putting up a sign and putting 
it in the paper are long gone. Having a strong internet strategy 
is crucial. 

4. FSBOing has Become More and More Difficult 

The paperwork involved in selling and buying a home has 
increased dramatically as industry disclosures and regulations 
have become mandatory. This is one of the reasons that the 

percentage of people FSBOing has dropped from 19% to 8% 
over the last 20+ years. The 8% share represents the lowest 
recorded figure since NAR began collecting data in 1981. 

5. You Net More Money when Using an Agent 

Many homeowners believe that they will save the real estate 
commission by selling on their own. Realize that the main 
reason buyers look at FSBO’s is because they also believe they 
can save the real estate agent’s commission. The seller and buyer 
can’t both save the commission. Studies have shown that the 
typical house sold by 
the homeowner sells 
for $210,000 while 
the typical house sold 
by an agent sells for 
$249,000. This doesn’t 
mean that an agent 
can get $39,000 more 
for your home as stud-
ies have shown that 
people are more likely to FSBO in markets with lower price 
points. However, it does show that selling on your own might 
not make sense.

Bottom Line

Before you decide to take on the challenges of selling your 
house on your own, sit with a real estate professional in your 
marketplace and see what they have to offer.

60-SECOND MARKET REPORT 
VIDEOS: CHECK OUT YOUR AREA!

Mortgage Rate Projections:

Our 60-second Market Videos, produced from the latest MLS 
data, deliver clear and accurate real estate activity and price 
trends. Click here to get a true market snapshot of your area. 

http://www.bhhsnw.com/housing-report-video.aspx
http://www.bhhsnw.com/housing-report-video.aspx
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For all your homeownership needs, 
call HomeServices at 877-849-8898. 

I’m pleased to present 
this valuable offer!

Good to know.®

Toll free 800-547-1982  |  9600 SW Barnes Road, #100
Portland, Oregon 97225  |  www.bhhsnw.com

Bert Waugh, Jr., Chairman
Founder, Transitional Youth

Transitional Youth’s 25th Year 
Celebration & Dinner Benefit

A fundraiser for homeless and at-risk youth

“Yesterday, Today and Tomorrow”

JOIN US!

My company, Berkshire Hathaway HomeServices Northwest Real Estate, 
has teamed up with A Perfect Clean LLC to offer Oregon and Washing-
ton homeowners superior window washing, gutter, roof and air duct 
cleaning services. Locally owned and operated for more than 15 years, 
A Perfect Clean offers professional, high quality work—satisfaction 
guaranteed.

Monday, June 6, 2016, 6:30 PM
Hilton Downtown Portland

921 SW 6th Avenue, Portland, OR 97214

MC: Julianne Johnson

Music provided by: Julianne Johnson, 

Michael Allen Harrison and Aaron Meyer

For tickets, contact Shanta Adams: 
sadams@transitionalyouth.org  |  503.350.7268

$100 per person, or $800 for a table of ten.

© 2016 BHH A�  liates, LLC. An independently operated subsidiary of HomeServices of America, Inc., a Berkshire Hathaway a�  liate, and a franchisee of BHH A�  liates, LLC. Berkshire Hathaway HomeServices and the Berkshire Hathaway HomeServices symbol are registered service marks of HomeServices of America, Inc.® 

Window Washing: 

$200 for 20 windows
Additional windows are $12/window

(Inside, outside, track & screen) 

Pressure Washing:
$169 for 500 ft.2

(includes patios, walkways & driveways)

Other Services:
Roof Cleaning  •  Soft Wash Roof Treatment  •  Gutter Cleaning  

Air Duct & Dryer Vent Cleaning

Mention this offer when making an appointment.
Call Don at (360) 600-6974 or email

apcs123@ymail.com 

www.APerfectCleanServices.com
Service Areas: Canby*, Clackamas, Gresham, Hillsboro, Lake Os-

wego, Portland, Sandy*, McMinnville*, Newberg*, Yamhill*, Scap-
poose*, Battle Ground, and Vancouver, WA area  

*Travel fee may apply  •  Expires: 6/30/2016

www.TransitionalYouth.org

http://www.bhhsnw.com
http://www.transitionalyouth.org/about-us/founders-message/
http://pnwrealestateblog.com/this-week-in-real-estate-may-2-2016/
http://digital.bhhsnw.com/i/636585-newsletter-vol2-number1
http://www.APerfectCleanServices.com
http://www.transitionalyouth.org

