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This information is intended to provide 
a general guide for the consumer about 
how to measure value.  All value 
concepts and technical methods of 
valuation are not discussed here and 
there may be other considerations
when value is measured.  This 
information is believed to be accurate 
but is not warranted.    

What is My Home 

Worth? 

Your timing may change everything! 

Are you in a rush to sell? You may save 
money in payments by selling quickly, 
but you may not get the highest proba-
ble price. 

If you have plenty of time, you are more 
likely to find the buyer who LOVES your 
home, just like you do. 

Trained and ready to help! 

After all is said and done, remember 
your REALTOR® has been trained to 
“read” the market and determine the 
most likely sale price of your home. 
Look at the information and make an 
informed choice together.   
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Average and median sales price move-
ments your professional REALTOR® 
follows. 

Generic.  We monitor changes in prices in 
a large area. 

By area.  We monitor changes by neigh-
borhood or MLS jurisdiction. 

Submarket.  We monitor changes in a de-
fined market, such as your subdivision.  

Economics – Yes, the mere 
mention of economics makes 
you yawn, but stay with me! 

Low inventory impacts the buyer nega-
tively! When you are negotiating, they 
have few alternative options. Walking 
away is harder to do. 

Limited choice places upward pressure 
on prices, which is good news for the sell-
er. 

Oversupply impacts the seller (and possi-
bly your value) negatively. The buyer may 
have 2 or 3 homes they like and can walk 
away from negotiations if they don’t get 
what they want!  

Too much choice tends to place downward 
pressure on prices. 

How do REALTORS® monitor value change? 

Current indicators – This is an im-
portant part of estimating a probable 
sale price for your home. 

What do current listings indicate?  Is there 
a LOT of competition? 

What do pending sales indicate?  Are sell-
er concessions prevalent? 

How far back can you go for closed sales?  
(Appraisers are looking for sales under 6 
months!) 

Use of current or very recent data re-
moves the variables created by the pas-
sage of time.  

Follow your market so you remain in-
formed and reasonable about pricing 
your home! 

How many properties do you see listed in 
your neighborhood? 

Do you know of 2 homes very similar to 
one another, one of which sold last year 
and the other this year?  The difference in 
price may be an indicator of positive or 
negative value trends.  

Check asking prices of active listings and 
stay abreast of changes in your neighbor-
hood. 

Tell your REALTOR® about factors they 
might not have access to regarding sales 
in your subdivision. 

Tis the season… or is it? 
Value may be different with changing 
times of the year, seasons, and 
markets. 

You may need to anticipate a “slow 
down” around certain holidays; back to 
school, Christmas, etc. 

All markets don’t move at consistent 
rates. 

Some markets see a “leap” during the 
hot seasons and some markets see a 
“fall” during the slower seasons. 

Sometimes waiting to list can work 
against you.  Make sure you discuss 
timing with your REALTOR®. 
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