
Homebuying Demand
JUST KEEPS GETTING STRONGER

NOTHING SEEMS TO DETER HOMEBUYERS
It seems that nothing can deter homebuyers. Seasonally adjusted demand 
for the week of June 1 – June 7 is now 25% higher than it was pre-pandemic 
in January and February, marking the eighth straight week of rising 
demand.
Our abiding concern in May was about the number of homes for sale, but 
that’s improving too. After falling to 21% below last year’s level the week of 
May 25 – 31, new listings last week continued their recovery; last week’s 
new listings were 15% below last year’s level. 
Listings accepting an o�er improved as well. Two weeks ago, this number 
was down 11% year-over-year, but for the week of June 1 – June 7 it was 9%. 
With demand surging and supply recovering, we expect sales to strengthen; 
mortgage purchase applications were up 7% year-over-year in the last week 
of May and up even more, 13%, in the �rst week of June.

BUYERS UNFAZED BY PROTESTS AND PANDEMICS
Agents from Seattle to LA to Philadelphia have been surprised that protests 
didn’t deter more buyers. “It has been a speed bump,” said Alec Traub, an 
LA-based team manager for Red�n. Hazel Shakur, Red�n Maryland agent, 
reports that “between the virus and now the protests, folks are not batting 
an eyelash.” What’s driving demand is low rates and, now, easing credit. 
According to Sarah Martin, a Red�n mortgage advisor in Washington DC, 
“credit has pretty much loosened up except for self-employed borrowers.”  

BIDDING WARS COMMON
Until supply catches up to demand, prices will rise. For the week of June 1 – 
7, year-over-year growth in asking prices was up 9.9%, compared to 7.9% 
the week before, and 3.9% in January and February. Sales prices for the �rst 
week of June are up 3.1% year-over-year, an improvement from 1.3% in May, 
when o�ers from late March and April were still closing. The percentage of 
newly listed homes accepting an o�er within 14 days of their debut 
increased from 42% in May to 47% in the �rst week of June.

“But buyers are desperate,” said Ms. Shakur, the Red�n agent in Maryland. “If 
a property is in a desirable neighborhood, buyers will overpay. Bidding 
wars, escalations, no inspections, agreement to pay over appraised value, all 
of that’s becoming the norm.” Adds Mr. Palmer, the Red�n agent in Seattle. 
“Anything I’m pricing correctly right now is �ying o� the shelf.”

KEY TAKEAWAYS
Demand is 25% above pre-pandemic levels. Buyers haven’t “batted an eyelash” over the possibility of a resurgent pandemic or now protests.
Bidding wars are “bananas” with homes “flying off the shelves.” Sale prices are up 3.1%; asking prices are up 9.9%. 
New listings are still 15% below last year’s levels. More listings may hit the market soon, though sellers still have more health concerns than 
buyers. A buyer decides how many homes to visit, but a seller must “let an open-ended number of people walk through until the home is sold.”
Many city renters are buying in more affordable outlying areas; home-ownership levels may meaningfully increase for the first time in 15 years.
Continued unemployment could pull first-time buyers out of the market.

BUYERS PREFER THREE-DIMENSIONAL SCANS TO 
VIDEO-CHAT TOURS
Online interest in listings now takes many forms. As shelter-in-place rules 
subside in parts of the country, much of the demand for virtual showings is 
from relocating homebuyers who want to avoid a long drive or a �ight to 
tour a home. Fifteen percent of tours are happening via video-chat rather 
than in person. This is half of its April peak, but still 30 times higher than it 
was pre-pandemic.

The popularity of three-dimensional scans has been even more durable, 
with views of these scans on Red�n.com increasing 42% from April to May. 
In markets like Orange County and Seattle, a quarter of new listings include 
a scan, and we now believe this will be the most popular way to virtualize a 
showing, with buyers preferring to move through the home at their own 
pace, whenever they want. 

LONG-TERM, STILL CLOUDS ON THE HORIZON
But even though demand is strong now, no one can say for sure what the 
long-term outlook is. “A lot of jobs are not coming back,” said Mr. Palmer, the 
Red�n Seattle agent. “Would-be �rst-time buyers are gonna say screw it. 
They are just thinking about how to pay rent and survive. We have a lot of 
band-aids with unemployment insurance right now, but those aren’t going 
to last forever. Condos are tough [to sell] right now. The ball is going to drop 
and it will be interesting to see how it rolls down the hill.” 

Source: https://www.red�n.com/blog/home-buying-demand-gets-stron-
ger-amid-pandemic/

PROVIDENT TITLE
CO PANY


