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BUYERS ARE COMPETING FOR TURNKEY HOMES, WHERE PRICING,
CONDITION, UPDATES, AND UPGRADES CREATE BUYER URGENCY AND

MULTIPLE-OFFER SITUATIONS.

SHOWCASE
HOMES



L O S  A N G E L E S  C O U N T Y
C L O S E D  V S .  L A S T  P R I C E  B R E A K D O W N  ( %  O F  C L O S I N G S )

An elite professional women’s track athlete can run 400 meters in 49 to 52 seconds.
Sydney McLauglin-Levrone ran it in 47.78 seconds, an American record, inches away from a
world record. Spectators see her warm up for about 15 minutes in the stadium before
running and winning a very fast, short race. Yet, Sydney didn’t just jump on a track and win.
She has been preparing for years, training 4 to 5 days per week. Her workouts were intense.
She hit the weight room. She used visualizations and positive self-talk techniques. The
consistent, calculated preparation is what made Sydney one of the fastest athletes of all
time. Her success was planned. 

Sellers who sell fast and fetch top dollar don’t simply pound a FOR SALE sign in the yard,
pick a price, get plenty of buyer activity, and sell quickly. There is plenty of preparation
before these homes are placed on the market. These showcase homes have enhanced
their overall appeal by removing any signs of wear and tear. They replace worn flooring,
paint inside and out, replace outdated fixtures, install new appliances, repair any deferred
maintenance, clean up the landscaping, and enhance the curb appeal. Many of these
homes are updated and upgraded. Every detail of the home’s desirability is considered.
Finally, these homes are carefully, methodically priced, analyzing all recent pending and
closed sales activity. Their success was planned.

Today’s housing market is considerably slower than it was during the heyday of the
pandemic. But that does not mean that homes are not flying off the market. Many buyers
mistakenly believe that they can get a “deal” on every home without really knowing the

HOMES THAT SELL FOR TOP DOLLARHOMES THAT SELL FOR TOP DOLLAR
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A C T I V E  L I S T I N G SA C T I V E  L I S T I N G S
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W E E K S .
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W E E K S .

The active listing inventory increased by 138 homes over the past two weeks, up 1%, and
now sits at 13,814, its smallest rise of the year. The inventory is not climbing as fast
because demand is rising at a faster-than-usual pace for this time of year. There are plenty
of homes coming on the market, typical for spring, yet many also go pending and are no
longer part of the active listing inventory. The recent increase in demand has limited the

facts. In April, 41% (1,711 of 4,131) of all Los Angeles County homes sold for more than
their last asking price, with a median time on the market of 14 days. The median amount
paid above the asking price was $30,100.

Another 16% (663 of 4,131) of all homes sold in April were sold at the last list price, with a
median time on the market of 15 days. And 43% (1,757 of 4,131) sold below the last list
price with a median time on the market of 40 days. The median amount paid below the
asking price was $34,000, and it took nearly a month and a half to secure success.

Buyers look at their favorite real estate app morning, noon, and night, anxiously waiting for
anything new to hit the market. When something does, they examine every photo, view the
virtual tour, and then look at the price. Showcase homes attract buyers because they are
not only turnkey and ready to go, but also priced right. They sell for above the asking price
because they attract the interest of several buyers simultaneously. When there is only one
home, one seller, and multiple buyers, buyers compete for the home, and it ultimately sells
above its asking price in a very short time. 

Homes that require work, have deferred maintenance, are in a poor location, or lack
updates and upgrades can still attract a buyer, but they must be priced according to their
Fair Market Value, taking into account their limitations. These homes are excellent
candidates for buyers looking to negotiate, as they typically do not attract multiple offers
and sell for less than their asking price. 

Showcase sellers know buyers want a turnkey home that doesn't need any work before
moving in. Buyers are sensitive to the condition of a home, the flooring, paint, appliances,
cabinets, countertops, light fixtures, custom built-ins, window coverings, landscaping, curb
appeal, upgrades, and amenities. Before touring a home, buyers look at every detail. Finally,
they look at price. When a home checks all the boxes and is accurately priced, it attracts
plenty of activity, multiple offers, and sells for top dollar. They have the “wow” factor, and
their success was carefully planned. 

ATTENTION BUYERS: Do not set limits on NOT paying at or above a home’s asking price.
A revealing 52% of all closed sales last month sold at or above their asking price, and they
sold very fast. Homes with all the bells and whistles, priced right, attract plenty of buyer
activity. Buyers who are unwilling to compete limit themselves and will not be able to
purchase an attractive showcase home. 

ATTENTION SELLERS: Preparation before listing a home is essential in maximizing a
home’s top dollar. Preparing a home is not a simple process. In the weeks or months
leading up to listing a home, addressing its overall appeal, condition, updates, and
upgrades, and then meticulously arriving at its asking price, will result in increased buyer
activity and a sale at the highest possible price.



L O S  A N G E L E S  C O U N T Y
A C T I V E  L I S T I N G  I N V E N T O R Y  Y E A R - O V E R - Y E A R

D E M A N DD E M A N D
D E M A N D  I N C R E A S E D  B Y  5 %  I N  T H E  P A S T  C O U P L E  O F  W E E K S .D E M A N D  I N C R E A S E D  B Y  5 %  I N  T H E  P A S T  C O U P L E  O F  W E E K S .

Demand, a snapshot of the number of new pending sales over the prior month, increased
from 3,760 to 3,959 in the past couple of weeks, up 199 pending sales, or 5%. This is the
highest demand reading since May 2024, meaning demand has not quite reached its
annual peak, which typically occurs between April and May. This spike in demand is
uncharacteristic for this time of year. Despite the news regarding higher mortgage rates
due to the Iran conflict, mortgage rates are substantially lower than they were last year at
this time. Last year, they eclipsed 7% in April and May. According to Mortgage News Daily,
they are at 6.49% today. They have been noticeably lower year over year for months now.

Homeowners continue to “hunker down” in their homes, unwilling to move because of their
current, underlying, locked-in, low fixed-rate mortgage. This trend has been easing from the
lows established in 2023. Through April, 27,622 homes were placed on the market in Los
Angeles County, 3,773 fewer than the 3-year average before COVID (2017-2019), 12% less.
In 2025, 28,156 homes entered the market (2% more), compared to 23,103 in 2024 (1916
less), and 19,682 in 2023 (29% less). Slightly fewer homes have been coming on the market
this year compared to last.

ability of the inventory to grow as fast. The active inventory grew at its slowest rate for the
start of May since 2023.

Last year, the inventory was 13,475 homes, 2% lower, or 339 fewer. The year-over-year
narrowed considerably in the past couple of weeks. The 3-year average before COVID
(2017 to 2019) was 12,088 homes, 1,726 fewer, or 12% less.



L O S  A N G E L E S  C O U N T Y
D E M A N D  Y E A R - O V E R - Y E A R

E X P E C T E D  M A R K E T  T I M EE X P E C T E D  M A R K E T  T I M E
I N  T H E  P A S T  T W O  W E E K S ,  T H E  M A R K E T  T I M E  H A S

D R O P P E D  B Y  F O U R .
I N  T H E  P A S T  T W O  W E E K S ,  T H E  M A R K E T  T I M E  H A S

D R O P P E D  B Y  F O U R .

With the supply of available homes rising by 138 homes, up 1%, and demand increasing by
199 pending sales, up 5%, the Expected Market Time (the number of days it takes to sell all
Los Angeles County listings at the current buying pace) decreased from 109 to 105 days in
the past couple of weeks.

Finally, the improved affordability has translated to additional buyer demand. Demand is 7%
higher than it was last year. The year-over-year difference began to substantially widen in
mid-April.

Last year, demand was 3,716, with 243 fewer pending sales, or 6% less. The 3-year average
before COVID (2017 to 2019) was 5,978 pending sales, 51% more than today, or an
additional 2,019.

As the Federal Reserve has indicated, it is essential to watch all economic releases for
signs of slowing. These releases can cause mortgage rates to rise or fall, depending on
how they compare with market expectations. It is also important to monitor any
developments in the Iran conflict and its impact on the oil market, and ultimately inflation,
which can also cause mortgage rates to rise or fall. This week includes the release of the
Consumer Price Index (CPI) and Producer Price Index, two key measures of inflation,
followed by Retail Sales on Thursday. Next week marks the release of the S&P Global
Manufacturing and Services Purchasing Managers Index (PMI), which tracks the strength
of the U.S. manufacturing and services sectors.
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L O S  A N G E L E S  C O U N T Y
L U X U R Y  E N D  B R E A K D O W N

Last year, it was 109 days, similar to today. The 3-year average before COVID (2017 to
2019) was 61 days, which is substantially quicker than today. 

The Expected Market Time for condominiums and townhomes increased from 146 to 153
days in the past two weeks. It was at 116 days last year. For detached homes, the Expected
Market Time increased from 90 to 93 days. It was 105 days a year ago. The detached-home
market is substantially stronger than the attached-home market.



L O S  A N G E L E S  C O U N T Y  M A R K E T  B R E A K D O W N

L U X U R Y  E N DL U X U R Y  E N D
T H E  L U X U R Y  M A R K E T  D I D  N O T  C H A N G E  M U C H  O V E R  T H E  P A S T

C O U P L E  O F  W E E K S .
T H E  L U X U R Y  M A R K E T  D I D  N O T  C H A N G E  M U C H  O V E R  T H E  P A S T

C O U P L E  O F  W E E K S .

Over the past couple of weeks, the luxury home inventory priced above $2 million (the top
10% of the Los Angeles County housing market) increased from 3,132 to 3,230, a rise of 98
homes, or up 3%. Luxury demand increased by 23 pending sales, up 6%, to 435. With
demand rising faster than supply, the Expected Market Time for luxury homes priced above
$2 million decreased from 228 to 223 days. Like the rest of the market, the luxury market is
taking an unexpected turn upward.   

Year over year, the active luxury listing inventory has decreased by 246 homes, or 7%, and
luxury demand is up by 28 pending sales, or 74%. Last year’s Expected Market Time was
256 days, slower than today. 

In the past two weeks, the Expected Market Time for homes priced between $2 million and
$3 million decreased from 149 to 134 days. The Expected Market Time for homes priced
between $3 million and $4 million decreased from 233 to 229 days. The Expected Market
Time for homes priced between $4 million and $8 million increased from 263 to 297 days.
The Expected Market Time for homes priced above $8 million increased from 886 to 1,015
days. Luxury is at 223 days overall. At this pace, a seller would be looking at becoming a
pending sale around December 2026.
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INVENTORY: The active listing inventory over the past couple of weeks
increased by 138 homes, up 1%, and now stands at 13,814, its smallest rise of
the year. Last year, there were 13,475 homes on the market, 339 fewer homes, or
2% less. The 3-year average before COVID (2017-2019) was 12,088, which is
12% lower. From January through April, 12% fewer homes came on the market
than the 3-year average before COVID (2017 to 2019), 3,773 fewer. There were
534 fewer than last year, 4,519 more than in 2024, and 7,940 more than in 2023.

 
DEMAND: Buyer demand, the number of pending sales over the prior month,
increased by 199 in the past two weeks, up 5%, and now totals 3,959, its highest
level since May 2024. Last year, demand was 3,716 pending sales, 6% lower. The
3-year average before COVID (2017 to 2019) was 5,978, which is 51% higher. 

MARKET TIME: With demand rising faster than supply, the Expected Market
Time, the number of days to sell all Los Angeles County listings at the current
buying pace, decreased from 109 to 105 days in the past couple of weeks. Last
year, it was 109 days, similar to today. The 3-year average before COVID (2017
to 2019) was 61 days, which is substantially quicker than today.

LUXURY: In the past two weeks, the Expected Market Time for homes priced
between $2 million and $3 million decreased from 149 to 134 days. The
Expected Market Time for homes priced between $3 million and $4 million
decreased from 233 to 229 days. The Expected Market Time for homes priced
between $4 million and $8 million increased from 263 to 297 days. The Expected
Market Time for homes priced above $8 million increased from 886 to 1,015
days.

DISTRESSED HOMES: Short sales and foreclosures combined, comprised only
1.2% of all listings and 1.4% of demand. There are 79 foreclosures and 83 short
sales available today in Los Angeles County, totaling 162 distressed homes on
the active market, up three from two weeks ago. Last year, 91 distressed homes
were on the market, fewer than today.

CLOSED SALES: There were 3,968 closed residential resales in March, 7% higher
than March 2025’s 3,723 and up 31% from February 2026. The sales-to-list price
ratio in Los Angeles County was 100.0%. Foreclosures accounted for 0.7% of all
closed sales, and short sales accounted for 0.4%. That means that 98.9% of all
sales were made by sellers with equity.
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	SHOWCASE HOMES
	BUYERS ARE COMPETING FOR TURNKEY HOMES, WHERE PRICING, CONDITION, UPDATES, AND UPGRADES CREATE BUYER URGENCY AND MULTIPLE-OFFER SITUATIONS.
	facts. In April, 41% (1,711 of 4,131) of all Los Angeles County homes sold for more than their last asking price, with a median time on the market of 14 days. The median amount paid above the asking price was $30,100.
	Another 16% (663 of 4,131) of all homes sold in April were sold at the last list price, with a median time on the market of 15 days. And 43% (1,757 of 4,131) sold below the last list price with a median time on the market of 40 days. The median amount paid below the asking price was $34,000, and it took nearly a month and a half to secure success.
	Buyers look at their favorite real estate app morning, noon, and night, anxiously waiting for anything new to hit the market. When something does, they examine every photo, view the virtual tour, and then look at the price. Showcase homes attract buyers because they are not only turnkey and ready to go, but also priced right. They sell for above the asking price because they attract the interest of several buyers simultaneously. When there is only one home, one seller, and multiple buyers, buyers compete for the home, and it ultimately sells above its asking price in a very short time.
	Homes that require work, have deferred maintenance, are in a poor location, or lack updates and upgrades can still attract a buyer, but they must be priced according to their Fair Market Value, taking into account their limitations. These homes are excellent candidates for buyers looking to negotiate, as they typically do not attract multiple offers and sell for less than their asking price.
	Showcase sellers know buyers want a turnkey home that doesn't need any work before moving in. Buyers are sensitive to the condition of a home, the flooring, paint, appliances, cabinets, countertops, light fixtures, custom built-ins, window coverings, landscaping, curb appeal, upgrades, and amenities. Before touring a home, buyers look at every detail. Finally, they look at price. When a home checks all the boxes and is accurately priced, it attracts plenty of activity, multiple offers, and sells for top dollar. They have the “wow” factor, and their success was carefully planned.
	ATTENTION BUYERS: Do not set limits on NOT paying at or above a home’s asking price. A revealing 52% of all closed sales last month sold at or above their asking price, and they sold very fast. Homes with all the bells and whistles, priced right, attract plenty of buyer activity. Buyers who are unwilling to compete limit themselves and will not be able to purchase an attractive showcase home.
	ATTENTION SELLERS: Preparation before listing a home is essential in maximizing a home’s top dollar. Preparing a home is not a simple process. In the weeks or months leading up to listing a home, addressing its overall appeal, condition, updates, and upgrades, and then meticulously arriving at its asking price, will result in increased buyer activity and a sale at the highest possible price.

	ACTIVE LISTINGS
	ability of the inventory to grow as fast. The active inventory grew at its slowest rate for the start of May since 2023.
	Last year, the inventory was 13,475 homes, 2% lower, or 339 fewer. The year-over-year narrowed considerably in the past couple of weeks. The 3-year average before COVID (2017 to 2019) was 12,088 homes, 1,726 fewer, or 12% less.
	LOS ANGELES COUNTY ACTIVE LISTING INVENTORY YEAR-OVER-YEAR
	Homeowners continue to “hunker down” in their homes, unwilling to move because of their current, underlying, locked-in, low fixed-rate mortgage. This trend has been easing from the lows established in 2023. Through April, 27,622 homes were placed on the market in Los Angeles County, 3,773 fewer than the 3-year average before COVID (2017-2019), 12% less. In 2025, 28,156 homes entered the market (2% more), compared to 23,103 in 2024 (1916 less), and 19,682 in 2023 (29% less). Slightly fewer homes have been coming on the market this year compared to last.


	DEMAND
	Finally, the improved affordability has translated to additional buyer demand. Demand is 7% higher than it was last year. The year-over-year difference began to substantially widen in mid-April.
	Last year, demand was 3,716, with 243 fewer pending sales, or 6% less. The 3-year average before COVID (2017 to 2019) was 5,978 pending sales, 51% more than today, or an additional 2,019.
	LOS ANGELES COUNTY DEMAND YEAR-OVER-YEAR
	As the Federal Reserve has indicated, it is essential to watch all economic releases for signs of slowing. These releases can cause mortgage rates to rise or fall, depending on how they compare with market expectations. It is also important to monitor any developments in the Iran conflict and its impact on the oil market, and ultimately inflation, which can also cause mortgage rates to rise or fall. This week includes the release of the Consumer Price Index (CPI) and Producer Price Index, two key measures of inflation, followed by Retail Sales on Thursday. Next week marks the release of the S&P Global Manufacturing and Services Purchasing Managers Index (PMI), which tracks the strength of the U.S. manufacturing and services sectors.


	EXPECTED MARKET TIME
	With the supply of available homes rising by 138 homes, up 1%, and demand increasing by 199 pending sales, up 5%, the Expected Market Time (the number of days it takes to sell all Los Angeles County listings at the current buying pace) decreased from 109 to 105 days in the past couple of weeks.
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	LUXURY END
	Over the past couple of weeks, the luxury home inventory priced above $2 million (the top 10% of the Los Angeles County housing market) increased from 3,132 to 3,230, a rise of 98 homes, or up 3%. Luxury demand increased by 23 pending sales, up 6%, to 435. With demand rising faster than supply, the Expected Market Time for luxury homes priced above $2 million decreased from 228 to 223 days. Like the rest of the market, the luxury market is taking an unexpected turn upward.
	Year over year, the active luxury listing inventory has decreased by 246 homes, or 7%, and luxury demand is up by 28 pending sales, or 74%. Last year’s Expected Market Time was 256 days, slower than today.
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