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Navigation apps have made it incredibly easy to reach a destination, even in unfamiliar
areas. Google Maps, Waze, and Apple Maps are now used by just about everyone to get
from one place to another. It wasn’t until 2007, with the release of the iPhone and the
introduction of mobile-friendly GPS services, that navigation apps gained widespread
popularity. Before then, drivers relied on paper maps, and the Thomas Guide was by far the
most widely used. This old-school, legendary resource was a spiral-bound collection of
highly detailed street maps covering major metropolitan areas. Its unique page-and-grid
system, paired with a comprehensive index, was remarkably accurate and allowed
navigators to confidently arrive at their intended destination. 

Just as good navigation depends on understanding the full map, the complete picture, not
just the destination, successfully coming on the market requires considering all the details.
Pricing and timing decisions should be guided by facts, data, current trends, not headlines,
narratives, or assumptions from the past. Inventory levels, buyer demand, interest rates,
and local market conditions all matter and will help sellers reach their intended destination:
a closed sale.

Precision pricing is one of the most important factors in successfully approaching the
housing market. Far too many sellers initially price their homes without properly
considering every single recent comparable closed and pending sale to arrive at the Fair
Market Value, the most probable price the market is willing to pay for a home, considering
a home’s condition, upgrades, location, and amenities. Buyers are shrewd and carefully
weigh all the factors in arriving at a price. Given today’s higher prices, they are unwilling to
overpay for a home.

In January, 66% of all Orange County closed sales sold below their original asking price.
That is the highest level since January 2023, at 74%, right after rates skyrocketed in 2022,
rising from 3.25% in January to 7.37% in October. The inventory climbed, demand plunged
due to affordability constraints, and only 17% of sellers closed above their asking price. In
January of this year, 22% of closed sales sold above their original price, and 12% closed at
their asking price. Even though the housing market finished the year sluggishly, 34% closed
at or above the list price. 

R E L Y I N G  O N  D A T A
I N  J A N U A R Y ,  6 6 %  O F  A L L  O R A N G E  C O U N T Y  C L O S E D  S A L E S  S O L D  B E L O W

T H E I R  O R I G I N A L  L I S T  P R I C E ,  T H E  H I G H E S T  L E V E L  S I N C E  J A N U A R Y  2 0 2 3 .

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



O R A N G E  C O U N T Y
C L S O E D  V S .  O R I G I N A L  L I 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 )

Digging deeper, precision pricing is essential for sellers to maximize their net proceeds in
the shortest time possible. In January, the median time on the market for sellers who
closed below the original asking price was 52 days, and the median sales-to-original-
asking-price was 95%. For a home originally priced at $1 million, the final sales price was
$950,000, a $50,000 discount. For sellers who sold at or above the asking price, the median
time on market was only 8 days. 

33% of January closed sales reduced the asking price, and the median time on market was
93 days. The sales-to-last price ratio was 97.6%, indicating a sale 2.4% below the last list
price. The median amount shaved off the final list price was $25,000. That means after
they reduced their asking price, they still walked away with $25,000 less. For the two-thirds
of closed sales that did not have to reduce the asking price in January, they were exposed
to the market for a median of 13 days. The sales-to-last price ratio was 99.8%, only 0.2%
below the asking price. The median amount shaved off the price was only $2,000.

How are sellers able to maximize the sales price in the shortest amount of time possible? It
boils down to a home’s “wow factor.” Active buyers have their favorite real estate app and
are looking for anything new on the market, morning, noon, and night. When a home first
hits the market, they watch the virtual tour, scrutinize every photo, and finally consider the
accuracy of the asking price. Buyers are very educated and have a keen sense of price after
carefully analyzing dozens of potential properties. Homes that are turnkey, upgraded,
recently updated, and properly priced have more appeal. The higher the “wow factor,” the
more buyers are interested in a home. They ultimately procure multiple offers and are more
likely to sell above the asking price. 

It is also crucial for sellers to understand that the housing market is seasonal. The market
speeds up at the beginning of the year during the Winter Market, from mid-January through
mid-March. The fastest time of the market in terms of the lowest Expected Market Time



O R A N G E  C O U N T Y
E X P E C T E D  M A R K E T  T I M E  Y E A R - O V E R - Y E A R  ( I N  D A Y S )

T H E  I N V E N T O R Y  I N C R E A S E D  B Y  6 %  I N  T H E  P A S T  C O U P L E
O F  W E E K S .

A C T I V E  L I S T I N G S

(the number of days it takes to sell all Orange County listings at the current buying pace) is
typically between March and April. Even though the Spring Market is the busiest time of the
year in terms of buyer demand, it is also when many new sellers hit the market. In fact, the
Expected Market Time typically begins to rise slowly in April and continues to rise through
both the Spring and Summer Markets. There is more seller competition the longer a seller
waits to come on the market. Additionally, higher price ranges are slower than lower
ranges, and there is typically a difference between attached and detached as well.

The active listing inventory increased by 175 homes over the past two weeks, up 6%, and
now sits at 3,354, its highest mid-February level since 2020, when it reached 4,030. The
inventory is slightly above last year’s level and has so far mirrored the week-to-week
changes. Last year, the active listing inventory was rising rapidly, and year-over-year
differences were quite large. This year is completely different, and the inventory is not
much different from last year’s. And, a similar number of homes have been coming on the
market compared to last year. If demand were to continue to pick up steam and outperform
2025, the active inventory would not rise as quickly and would most likely dip under last
year’s level. Only time will tell. 

To achieve the highest possible price in the shortest amount of time, sellers must evaluate
current data, market trends, seasonality, price the home strategically, and present it as
move-in ready. Sellers who take the time to look at the complete picture are better
positioned to navigate today’s market with clarity and confidence.



O R A N G E  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

Demand, a snapshot of the number of new pending sales over the prior month, surged from
1,264 to 1,510 in the past couple of weeks, up 246 pending sales, or 19%, the highest mid-
February reading since 2023’s 1,537 (only 27 more). The lower mortgage rate environment
is slowly improving demand. It has yet to break from the 3-year low-demand stalemate, but
rates just fell to 6.04% according to Mortgage News Daily, their second-lowest level since
February 2023. Mortgage rates were at 7.02% a year ago. That 1% drop represents a 10%
jump in buyers’ purchasing power. The improved affordability is projected to increase buyer
demand as housing transitions to the Spring Market. 
 
Last year, demand was 1,497, with 13 fewer pending sales, or 1% less. It was 76 more just
two weeks ago. The 3-year average before COVID (2017 to 2019) was 2,336 pending sales,
55% more than today, or an additional 826.

D E M A N D
D E M A N D  S U R G E D  B Y  A N O T H E R  1 9 %  I N  T H E  P A S T  C O U P L E

O F  W E E K S .

Last year, the inventory was at 3,033 homes, 10% lower, or 321 fewer. The 3-year average
before COVID (2017 through 2019) was 4,834, an additional 1,480 homes, or 44% more. 

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. In January, 2,588 homes were placed on the market in Orange
County, 466 fewer than the 3-year average before COVID (2017-2019), 15% less. In 2025,
2,545 homes entered the market, compared to 2,054 in 2024, and 1,710 in 2023. A similar
number of homes are coming on the market this year compared to last. 



With the supply of available homes rising by 175 homes, up 6%, and demand surging by
246 pending sales, up 19%, the Expected Market Time (the number of days it takes to sell
all Orange County listings at the current buying pace) dropped from 75 to 67 days in the
past couple of weeks, its fastest pace since March of last year. 

Last year, it was 61 days, slightly faster than today. The 3-year average before COVID (2017
to 2019) was 63 days, similar to today. 

The Expected Market Time for condominiums and townhomes plunged from 83 to 68 days
in the past two weeks. It was at 55 days last year. For detached homes, the Expected
Market Time dropped from 70 to 65 days. It was 65 days a year ago, identical to today. The
detached-home market is similar to the attached-home market. 

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

As the Federal Reserve has indicated, it is essential to watch all economic releases for
signs of slowing. That is the only path to lower mortgage rates at this time. These releases
can cause mortgage rates to rise or fall, depending on how they compare with market
expectations. This week, the Personal Consumption Expenditures – Price Index (PCE), the
Fed’s preferred inflation gauge, will be released on Friday. This week also 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. 

E 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  D R O P P E D  B Y

A N O T H E R  8  D A Y S .



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

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

In the past couple of weeks, the luxury inventory of homes priced above $2.5 million (the
top 10% of the Orange County housing market) increased from 731 to 768 homes, up 37 or
5%. Luxury demand increased by 11 pending sales, up 8%, to 153. With demand slightly
outpacing supply, the Expected Market Time for luxury homes priced above $2 million
decreased from 154 to 151 days, its fastest reading since March of last year. This might be
the fastest reading for the year for luxury.

Year over year, the active luxury inventory is down by 117 homes, or 13%, and luxury
demand is down by 17 pending sales, or 10%. Last year’s Expected Market Time was 156
days, similar to today.

In the past two weeks, the Expected Market Time for homes priced between $2.5 million
and $4 million increased from 117 to 123 days. For homes priced between $4 million and
$6 million, the Expected Market Time decreased from 170 to 145 days. For homes priced
above $6 million, the Expected Market Time decreased from 267 to 245 days. Luxury is at
151 days overall. At this pace, a seller would be looking at becoming a pending sale around
July 2026.



O R A N G E  C O U N T Y
H O U S I N G  S U M M A R Y

INVENTORY: The active listing inventory in the past couple of weeks increased
by 175 homes, up 6%, and now stands at 3,354. Last year, there were 3,033
homes on the market, 321 fewer homes, or 10% less. The 3-year average before
COVID (2017 to 2019) was 4,834, which is 44% higher. In January, 15% fewer
homes came on the market than the 3-year average before COVID (2017 to
2019), 466 fewer. Only 43 more sellers came on the market this January
compared to January of last year, 534 more than in 2024, and 878 more than in
2023. 

DEMAND: Buyer demand, the number of pending sales over the prior month,
surged by 246 in the past two weeks, up 19%, and now stands at 1,510. Last
year, there were 1,497 pending sales, 1% less than today. The 3-year average
before COVID (2017 to 2019) was 2,336, which is 55% higher. 

MARKET TIME: With demand surging compared to the smaller rise in supply, the
Expected Market Time, the number of days to sell all Orange County listings at
the current buying pace, plunged from 75 to 67 days in the past couple of weeks.
Nonetheless, it is the highest mid-February’s 90 days. Last year, it was 61 days,
slightly faster than today. The 3-year average before COVID (2017-2019) was 63
days, similar to today.

LUXURY: In the past two weeks, the Expected Market Time for homes priced
between $2.5 million and $4 million increased from 117 to 123 days. For homes
priced between $4 million and $6 million, the Expected Market Time decreased
from 170 to 145 days. For homes priced above $6 million, the Expected Market
Time decreased from 267 to 245 days.

DISTRESSED HOMES: Short sales and foreclosures combined, comprised only
0.1% of all listings and 0.2% of demand. Two foreclosures and one short sale are
available today in Orange County, bringing the total of distressed homes on the
active market to three, down one from two weeks ago. Last year, six distressed
homes were on the market, similar to today.

CLOSED SALES: There were 1,214 closed residential resales in January, down
4% compared to January 2025’s 1,268 sales, and down 26% from December
2025. The sales-to-list price ratio in Orange County was 96.8%. Foreclosures
accounted for 0.2% of all closed sales, and short sales accounted for 0.1%. That
means that 99.7% of all sales were sellers with equity.

F E B R U A R Y  1 7 ,  2 0 2 6  -  S E L L E R ’ S  B L U E P R I N T



O R A N G E  C O U N T Y
M A R K E T  T I M E  R E P O R T
F E B R U A R Y  1 7 ,  2 0 2 6  -  S E L L E R ’ S  B L U E P R I N T



O R A N G E  C O U N T Y
P R I C E  R A N G E  R E P O R T
F E B R U A R Y  1 7 ,  2 0 2 6  -  S E L L E R ’ S  B L U E P R I N T
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