


Asking Prices up 9% Over Last Year, but are Buyers Paying It? 

These Homes Have Appreciated the Most since 2000 
 

For Buyers: 

The news media is filled with short-term predictions regarding the economy and how it will, 
or will not, affect real estate prices.  It’s understandable for buyers to want their home to ap-
preciate in value after they purchase, who doesn’t?  However there is far too much attention 
paid to short-term influences and fluctuations these days and not enough attention paid to 
the long view.  Real estate is a long-term investment for many people.  Despite the euphoria 
of 2005-2007 and the nightmare of 2008-2011, on average homes are selling 81.6% higher to-
day than they were in the year 2000.  That’s an average appreciation rate of 4.3% per year 
over the course of 19 years.  Smaller homes appreciated the most over time while larger 
homes appreciated the least.  Homes under 1,000sf have appreciated 122% since 2000, an av-
erage of 6.4% per year.  Those between 1,000-2,000sf appreciated 106%, an average of 5.6% 
per year.  2,000-3,000sf appreciated 68% at 3.6% per year.  3,000-4,000sf appreciated 49% at 
2.6% per year and homes over 4,000sf appreciated 11% at 0.6% per year. 

 

For Sellers: 

Average asking prices per square foot are up 9% over this time last year and they’re continu-
ing to rise. However, not one individual price range has risen 9% or more; confusing, right? 
That’s because the sharp increase in the average has more to do with a growing market share 
of luxury active listings over $500K as inventory has plummeted everywhere else. The highest 
increase is within $200K-$250K, where sellers are asking 5.6% more than they were last year. 
That’s followed by listings over $1M where they’re asking 4.2% more and $500K-$1M at 4.0%.  
All other price ranges are just 1-3% higher.  But are buyers paying?  Actually, many of them 
are! In the $200K-$250K range, the average sales price per square foot is still 0.8% higher than 
the average list price; and between $250-$300K the average sales price is 6.8% higher than 
the average list per square foot. Things change over $500K.  Between $500K-$1M there’s a      
-6.3% gap between asking price and sales price and over $1M the average sales price is            
-15.1% below the average asking price.  
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