
The National Association of REALTORS® 
Confidence Index, conducted in April 2014, 
revealed an upbeat confidence concerning 
market conditions now and six months into 
the future. While optimism is expected, given 
the launch of the spring selling season,  
there are other reasons for confidence  
in the market. 

Buyer traffic is up, despite higher prices  
and lack of inventory for sale. For the first  
time in nine months, pending home sales 
rose in March, and these homes could  
close in April or May.  

Lawrence Yun, NAR chief economist, said 
a gain was inevitable after a long winter 
characterized by especially bad weather.  
Yun said, “Sales activity is expected to steadily 

pick up as more inventory reaches the   
market, and from ongoing job creation  
in the economy.”

Existing-home sales are expected to reach 
almost five million in 2014, just below the 
5.1 million reached in 2013. But because  

of continuing low inventory, the NAR expects 
home prices to rise between six and seven 
percent in 2014, following double-digit  
gains in 2013.  

Meanwhile, California’s housing market rose 
to the highest level in four months, said the 
California Association of REALTORS®. March 
sales were lower than year-ago levels, due 
to rising home prices and tight inventory, 
creating a seller’s market for most homes.  

What’s the difference between a buyer’s 
market and a seller’s market? In a buyer’s 
market, sales volume falls due to lack of 
demand. The supply of homes for sale  
rises and the price of homes falls. Gradually 
asking prices are lowered and sellers offer 
incentives to attract buyers. 

In a seller’s market, inventory is quickly 
consumed. Prices rise because sellers can 
command more during a decrease in supply. 
Buyers may compete with multiple offers over 
the same listing. Currently, California is at a 
four-month supply, well below normal levels 
of six to seven months on hand. 

In California, the low-inventory situation is 
exacerbated by homeowners who purchased 
at the height of the previous housing market 

and owe more than their homes are worth, 
and homeowners who are waiting to see 
how high prices will actually go. 

California housing sales volume was down 
12.3 percent year-over year, and down 1.4 
percent from the previous month. March’s 

median home price was $435,470, up 14.9 
percent above March 2013 and 7.7 percent 
above February 2014.  

In Southern California, the market is even 
more exaggerated, according to sales figures 
from DataQuick. Sales volume in Southland 
was up 25.7 percent from February to March 
2014, but 14.3 below March 2013.

The median sale price rose to a six-year high, 
largely driven by increased demand and a 
greater proportion of sales in the middle to 
high-end markets. The median price for  
new and existing homes was $400,000,  
up 4.4 percent from $383,000 in February, 
and a whopping 15.8 percent more than 
 in March 2013, when the median sales  
price was $345,500. 

The last time the median price was higher 
was in February 2008, at $408,000. 
Southland’s median price has risen by   
double digits for 20 consecutive months. 

For buyers and sellers, there’s a good reason 
to be optimistic about the Southern California 
housing market – it has a long way to go. 
Median prices remain 20.8 percent below  
the $505,000 peak in spring/summer 2007.   
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ADVICE FOR BUYERS 

You may already be frustrated with the 

pace of sales in your area. One way to 

prepare for a heated seller’s market is to 

shop for homes slightly under your price 

range. That way, if you get in a bidding 

war, you have the wherewithal to make 

the winning offer. If you shop at the top 

of your range, you have nowhere to go 

if other buyers bid the home you want 

above list price.  

ADVICE FOR SELLERS 

If you own a mid-to-upper-level home 

and want to sell, now is the time to sell 

quickly and for top dollar. But when it 

comes to timing your transaction, keep 

in mind that it could be days or weeks 

for you to find and close escrow on your 

next home. Let your Berkshire Hathaway 

HomeServices real estate professional help 

you coordinate your sale and repurchase 

to minimize cost and inconvenience.  

”
“Sales activity is expected to steadily pick up as more 

inventory reaches the market, and from ongoing job 

creation in the economy.  

- Lawrence Yun, Chief Economist, NAR


