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Sales activity was down 4.3% for the full 
region, but mostly because of the high 
baseline set in 2013. It’s become increasingly 
clear that the surge in market activity in 2013 was 
a bit of an anomaly, spurred by a late-spring pop 
in interest rates that drove a lot of frantic activity 
over the second and third quarters. At the time, 
we questioned the “premature return to multiple 
offers and bidding wars – behavior that we would 
not normally expect in a market at this early stage 
of recovery.”  We did predict that the market would 
“cool a little in the fall and winter . . . because some 
of that ‘irrational exuberance’ has eased up.”  Even in 
our caution, however, we were a little too optimistic, 
because the “hangover” from that mid-2013 surge 
in activity seems to have continued for a lot longer 
than we expected. 

Essentially, it now looks like that mid-2013 surge of 
activity “flooded the engine” on the market, causing 
the recovery to stall out for over a year. 

Even with the small sales decline last year, 
the long-term trends in activity are still 
robust. Rolling year sales were up 1.2% regionally, 
and up in almost all of the individual counties, from 
the year ending in September 2013. Moreover, if we 
just put aside the anomalous results from an overly 
exuberant 2013, the numbers look a lot better: 2014 
third-quarter regional sales were up over 20% from 
2012, 38% from 2011, and 53% from 2010. Activity 
is generally moving in a positive direction overall, 
outside of the outlying results of last year’s surge. 

The longer-term regional pricing trends are 
also positive, although with mixed results 
in the individual counties. For the region, the 
average price was up 4.6% from last year, the fifth 
time in the past six quarters that we’ve seen a year-
on-year price increase. That said, the appreciation 
this quarter was mostly due to a 6.6% average sales 
price increase in Westchester, which offset small 
price declines throughout the rest of the region. 

Over the longer term, regional prices are showing 
some small signs of appreciation – up 2.3% for the 
rolling year ending in September. Again, though, the 
gains were really only felt in Westchester, which is 
large enough to drive a regional price increase all by 
itself, even with prices in the other counties down 
slightly. But what’s good for Westchester is usually 
good for everyone, because market trends tend to 
flow from New York City outward, and Westchester 
tends to be a little ahead of what’s happening in 
the other counties. So even though the regional 
price increases are limited right now to just our 
highest-priced county, that will likely drive future 
appreciation throughout the region. 

Even with mixed results in sales activity 
and pricing, though, we saw other signs of 
a rising seller’s market. Specifically, throughout 
the region, and in each county, homes were selling 
more quickly and for closer to the asking price 
than they were a year ago. Indeed, we are starting 
to see days-on-market hitting six months or fewer 
and listing discounts uniformly below 5% -- levels 
we last saw before the market correction in 2008. 
Although sales have been slack this year after the 

surge in 2013, and although prices are still struggling 
to gain a footing outside of Westchester, we are 
seeing some clear signs that sellers are getting a 
little more control over the market. Also, if increases 
in buyer demand are driving quicker sales closer to 
the asking price, they will likely drive higher activity 
levels and price appreciation in the future. 

Going forward, we are cautiously optimistic 
that sales and prices will stabilize through 
the end of the year. We are getting to the point 
of the calendar year where the 2013 surge started to 
fade, so we will no longer be measuring the market 
against an anomalous baseline. More importantly, 
the fundamentals of the market still appear to be 
strong, with prices still at very attractive levels 
for buyers, interest rates near historic lows, and 
increasingly positive economic news. Accordingly, 
we expect that sales will hew closely to 2013 levels 
through the end of the year before what we expect 
will be a robust spring market that will likely be the 
beginning of some meaningful and more widespread 
price appreciation in the region.
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The real estate market in Westchester and the Hudson Valley took a small step back in the third quarter of 2013, 
with sales activity down slightly throughout the region and prices struggling to gather momentum. While the 
long-term trend is still very encouraging, the surge of activity in 2013 seems to have made a promise that 2014 
has not been able to keep.
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WESTCHESTER COUNTY MARKET REPORT
The Westchester housing market cooled down 
just a little in the third quarter of 2014, at least 
compared to last year’s absolutely sizzling 
pace. Even with a slight dip in activity, though, 
prices continued to appreciate modestly, and 
from a longer-term perspective Westchester 
shows all the signs of developing into a full-
blown seller’s market. 

Sales. Westchester sales were down 2.5% from the torrid pace 
set in last year’s third quarter, marking the second straight 
quarter of year-on-year transactional declines. Now, we would 
normally get a little concerned if we saw this kind of trend, 
because a sustained drop in sales activity is usually a sign 
that a market is in decline. But we believe that what we’re 
really seeing is just a “hangover” from an unsustainably high 
baseline set during a frenetic and short-term surge in activity 
in mid-2013, when a pop in interest rates compelled buyers 
to accelerate sales that might have closed later in the year. If 
we put aside last summer as a bit of an aberration, the sales 
activity this quarter seems consistent with an overall rising 
market over the past four years, with sales up 27% from 2012, 
47% from 2011, and 60% from 2010. Indeed, other than the 
results from 2013, third quarter sales were the highest of any 
quarter since the third quarter of 2005 – almost 10 years ago. 

Prices. Even with this dip in sales, Westchester prices were up across 
the board from last year’s third quarter, rising 6.6% on average, 4.7% 
at the median, and 5.5% in the price-per-square foot. Indeed, year-
on-year median prices have now gone up for eight straight quarters, 
and average prices have risen in five out of the last six. As a result, 
Westchester prices have now climbed to levels that we have not seen 
since before the market correction – in fact, the quarterly average 
sales price crested $900,000 for the first time since the third quarter 
of 2008, and is only about 5% below its 2007 high (albeit in nominal 
dollars). Remarkably, Westchester prices have now mostly climbed 
back from the losses sustained after the correction precipitated by 
the 2008 financial crisis. 

Negotiability. We are also seeing a real decline in the negotiability 
of Westchester homes. We measure “negotiability” in the amount of 
time that a home spends on the market (i.e., the “days-on-market,” 
or “DOM”), and the difference between the last listed price and 
the selling price (i.e., the “listing discount”). On both measures, 
Westchester sellers are feeling less pressure to negotiate on price – 
the days-on-market metric fell by about nine days, or 5.5%, and the 
listing discount fell from 3.0% to 2.7%. When you consider that the 
DOM was routinely hitting over 200 days and the listing discount went 
as high as 8.1% at the bottom of the market in 2009, it’s clear that 
sellers are in a much stronger position than they have been in years. 

Condos and Coops. Westchester’s condominium and cooperative 
apartment markets had more mixed results. The condominium 
market behaved similarly to the single-family market, with sales down 11.0% but prices mostly up slightly. But the entry-level coop market saw a 3.4% increase in 
sales off last year’s third quarter, with prices flat. The difference in the markets might be based on the price point, with the condo market priced more closely to 
the single-family market – indeed, the average price of a Westchester condo is comparable to or higher than the average single-family home throughout the rest 
of the region. Accordingly, the condo market behaves more like the single-family markets, with sales down from last year. But the coop market is a true entry-level 
market, so activity could be higher without impacting pricing. In both markets, though, we are seeing a decline in negotiability, with both condos and coops selling 
more quickly and for closer to the asking price. 

Luxury. The Westchester high-luxury market of homes selling for more than $3M was fairly robust, with 42 sales at an average price-per-square foot of $752. Sales 
were down slightly from the 48 registered in last year’s third quarter, but the price-per-square foot was up almost 20%, mainly because of a few $10M+ sales and 
one sale over $27M. Indeed, the quarterly price-per-square foot was the highest we have seen in the luxury segment. 

Outlook. Although Westchester seems to be in a little bit of a lull, with sales down slightly from last year, we believe that the market is poised for some seriously 
robust growth. Sales only look sluggish compared to the absolutely torrid pace of last year, but from the long-term perspective, they look right in line with what we 
would expect from a rising seller’s market, and prices have now seen sustained increases for almost two years. Given the strength of buyer demand in the market, 
combined with interest rates near historic lows and an improving economy, we expect Westchester sales to hew close to last year’s levels through the end of 2014 
before rising again in 2015, and prices to continue to appreciate at meaningful levels for the next several years. 
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2013

Change 
from 2013 

to 2014

SINGLE-FAMILY HOMES

Total Closed Sales 1,949 1,998 -2.5%  5,309  5,247 1.2%

Average Selling Price 918,058 861,310 6.6% 856,121 825,052 3.8%

Median Selling Price 681,000 650,500 4.7% 630,000  605,750 4.0%

Average DOM  155  164 -5.5%  170  187 -8.8%

Listing Discount 2.7% 3.0% -10.0% 3.4% 4.2% -20.4%

Price Per Square Foot ($)  343  325 5.5%  322 313 2.9%

CONDOMINIUMS

Total Closed Sales  333 374 -11.0% 1,092 1,172 -6.8%

Average Selling Price 425,783 424,855 0.2% 412,345 397,850 3.6%

Median Selling Price 375,000 355,000 5.6% 350,000 335,500 4.3%

Average DOM 146 166 -12.0% 158 177 -10.6%

Listing Discount 3.8% 4.0% -5.0% 3.7% 4.9% -24.1%

Price Per Square Foot ($) 288 274 5.1% 280  271 3.3%

CO-OP PROPERTIES

Total Closed Sales  488  472 3.4% 1,607  1,490  7.9%

Average Selling Price 188,893 189,111 -0.1% 182,910  183,733  -0.4%

Median Selling Price 155,000 155,000 0.0% 148,500  150,000  -1.0%

Average DOM 204 224 -8.9% 218  230  -5.2% 

Listing Discount 5.4% 6.0% -10.0% 5.6% 7.2% -21.6%

Price Per Square Foot ($) 192 196 -2.0% 188  189 -0.9%
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ROCKLAND COUNTY MARKET REPORT
The Rockland County real estate market cooled 

down a bit in the third quarter of 2013, with sales 

falling and prices mixed compared to last year. 

But with the median price rising slightly, and 

with sellers clearly gaining some negotiating 

leverage, we do see signs that Rockland is poised 

for significant market growth by early 2015. 

Sales. Rockland sales were down 9.2% from the torrid pace set in 
last year’s third quarter. Normally, this would cause some concern, 
since a sharp drop in sales activity is usually a sign that a market 
is in decline. But we believe that what we’re really seeing is just 
a “hangover” from an unsustainably high baseline set during a 
frenetic and short-term surge in activity in mid-2013, when a pop 
in interest rates accelerated sales that otherwise would have 
closed later in the year. If we put aside last summer as a bit of an 
aberration, sales activity seems consistent with an overall rising 
market over the past four years, with third-quarter sales up 17% 
from 2012, 43% from 2011, and 54% from 2010. Indeed, other 
than the 524 sales registered in last year’s third quarter, the 476 
sales this year were the most since the third quarter of 2005, at 
the very height of the last seller’s market. 

Prices. Rockland pricing was a little more mixed, with the 
median price up just a bit but the average and price-per-square 
foot both falling. Rockland has really struggled over the past few 
years to generate some pricing momentum, so the decline in the 
average sales price is a bit disappointing coming after a second 
quarter where prices were up across the board. That said, we 
should again stress that we are measuring off a particularly high 
baseline from last summer, when bidding wars and multiple-offer 
situations seemed to come out of nowhere to drive some short-
term appreciation. Moreover, the Rockland luxury market was extremely sluggish, with only seven million-dollar sales in the third quarter – half the number 
that closed in last year’s third quarter. That falloff in high-priced sales might explain the discrepancy between the average and median sales prices, since 
changes in the mix of properties sold would not impact the median nearly as much as the average. Indeed, the $415,000 median sales price matched the 
highest point reached since the financial crisis of late 2008, indicating that most Rockland homeowners might be experiencing some modest appreciation 
even with the average price falling. 

Negotiability. Another good sign for Rockland homeowners is that we are also seeing a real decline in negotiability, which we measure by the amount 
of time that a home spends on the market (i.e., the “days-on-market,” or “DOM”), and the difference between the last listed price and the selling price 
(i.e., the “listing discount”). On both measures, Rockland homes are becoming less negotiable – the days-on-market metric fell by a whopping 25 days, or 
13.2%, and the listing discount fell from 4.7% to 4.3%. When you consider that the DOM was routinely hitting over 200 days and the listing discount went 
as high as 6.9% at the bottom of the market in 2009, it’s clear that sellers are in a much stronger position than they have been in years. 

Condominiums. The condominium market told a very different story, with sales up considerably but prices way down. Now, the condo market in 
Rockland is relatively thin, so we caution that we should not read too much into one quarter’s worth of data. But we have seen condo prices in Rockland 
slowly deteriorate over the past few years, even with transactions rising. We believe the problem is that when single-family prices came down after the 
market correction, the gap between condo and single-family pricing narrowed to the point that many higher-end condo buyers were able to stretch to 
get into the single-family market. So the higher-end condos are losing buyers to lower-priced single-family homes, putting downward pressure on luxury 
condo pricing and changing the mix of the condos being sold (i.e., with relatively low-priced condos becoming a bigger part of the market). It might be that 
the Rockland condo market will need some appreciation in the single-family market to widen that gap and make higher-priced condos a more attractive 
option for entry-level buyers. 

Outlook. We expect that activity in the market will start to look a lot healthier in the fourth quarter and going into 2015 because we will be measuring off 
a more reasonable prior year baseline. That might not be enough to drive meaningful appreciation in the short term, but with prices at attractive 2003-04 
levels, interest rates near historic lows, and an improving economy, the Rockland market seems poised for better days ahead. 
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SINGLE-FAMILY HOMES

Total Closed Sales  476  524 -9.2% 1,478  1,445  2.3%

Average Selling Price  439,220  459,519 -4.4% 425,603 427,175 -0.4%

Median Selling Price  415,000  410,000 1.2% 397,450 388,250 2.4%

Average DOM  165  190 -13.2% 188 203 -7.2%

Listing Discount 4.3% 4.7% -8.5% 5.1% 5.4% -6.1%

Price Per Square Foot ($) 200  202 -1.0% 192 192 0.4%

CONDOMINIUMS

Total Closed Sales  129  111 16.2% 380 360  5.6% 

Average Selling Price  258,885  292,815 -11.6% 213,590 266,233 -19.8%

Median Selling Price  227,000  265,000 -14.3% 210,500 225,000 -6.4%

Average DOM  174  196 -11.2% 193  211 -8.5%

Listing Discount 4.2% 4.7% -10.6% 5.2% 5.6% -7.3%

Price Per Square Foot ($)  198  202 -2.0% 186  188 -1.3%
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The Orange County housing market continued 
to stabilize in the third quarter of 2014, with 
sales up slightly and prices down a bit. We still 
see signs that Orange is going into the early 
stages of what will be a much stronger seller’s 
market, but for now we are still struggling to 
gather some momentum.

Sales. Orange sales activity was relatively robust, especially 

compared to the other counties throughout the region, with 

sales up 3.6% from the third quarter of 2013 and rising 6.1% for 

the rolling year. Indeed, the 669 quarterly sales represented the 

highest total since the third quarter of 2007, at the very tail end 

of the last seller’s market. Moreover, we are now seeing signs of 

sustained increases in buyer demand, with year-on-year sales up 

for nine out of the last ten quarters and with third quarter sales 

not only up 3.6% from 2013, but also up 23% from 2012, 45% from 

2011, and 51% from 2010. Clearly, sales activity is moving in the 

right direction, and it’s only a matter of time before these levels of 

buyer demand start driving some meaningful price appreciation.

Prices. Unfortunately for Orange homeowners, the time for 

appreciation has not yet come. Prices were down across the board 

compared to the third quarter of 2013, falling 5.1% on average, 

0.4% at the median, and 3.1% in the price-per-square foot. As we 

have noted before in the Rand Report, it takes time for changes 

in buyer demand to impact pricing – for example, back in the last 

seller’s market, year-on-year sales started falling in late 2005, 

but prices only started to come down in 2008. So it took almost 

three years during the seller’s market for slackening of buyer 

demand to start driving prices down. Similarly, we should expect that it will take at least two or three years for sustained increases in buyer demand to 

start driving prices up. The good news for Orange homeowners is that sales started going up in early 2012, which means that we are likely to start seeing 

some impact on pricing within the next year. 

Negotiability. Another good sign for Orange homeowners is that we are also seeing declines in negotiability, which we measure by the amount of time 

that a home spends on the market (i.e., the “days-on-market,” or “DOM”), and the difference between the last listed price and the selling price (i.e., the 

“listing discount”). On both measures, Orange homes are becoming less negotiable – the days-on-market metric fell by 14 days, or 6.5%, and the listing 

discount fell slightly from 5.0% to 4.9%, the first time the discount has fallen below 5% in over three years. 

Considering that the DOM reached a height of over 250 days just two years ago, and that the listing discount reached almost 7%, it’s clear that sellers are 

gaining some negotiating leverage as buyer demand increases. 

Condominiums. Over the last few years, we’ve noted how the Orange condo market has suffered because of the narrowing of the gap between single-

family and condominium pricing since the market correction of 2008. Essentially, the condo market relies on entry-level homebuyers, but when the prices 

of single-family homes fell enough to allow those buyers to opt for houses instead of condos, the result is a significant decline in condo sales and prices. 

We saw that again in the third quarter, with condo sales down 13.5% for the quarter and 10.5% for the rolling year. The good news for condo homeowners is 

that prices seems to have stabilized, down only slightly from last year and with an actual increase in the price-per-square foot. But any real growth in this 

market is going to wait until single-family prices start to appreciate, making condominiums a more viable option for first-time homebuyers. 

Outlook. Although Orange County pricing is still struggling to gain some momentum, we are seeing some significant and sustained increases in sales 

activity. With homes at attractive 2003-level prices, interest rates at historic lows, and an improving economy, we believe that these increases in buyer 

demand will eventually start to stabilize prices and then create some meaningful appreciation by the middle of next year.
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SINGLE-FAMILY HOMES

Total Closed Sales 669 646 3.6% 2,169 2,044 6.1%

Average Selling Price 250,403 263,903 -5.1% 251,311  254,846 -1.4%

Median Selling Price  239,000  240,000 -0.4%  227,500  234,400 -2.9%

Average DOM  202 216 -6.5%  227  233 -2.5%

Listing Discount 4.9% 5.0% -2.0% 5.5% 5.6% -1.9%

Price Per Square Foot ($)  123  127 -3.1%  123  124 -0.6%

CONDOMINIUMS

Total Closed Sales  77  89 -13.5%  281  314 -10.5%

Average Selling Price 175,347 176,036 -0.4% 164,553 186,241 -11.6%

Median Selling Price 165,000 167,000 -1.2% 159,900  170,000 -5.9%

Average DOM  193 195 -1.0% 202 202 0.3%

Listing Discount 5.7% 5.1% 11.8% 5.7% 6.4% -10.8%

Price Per Square Foot ($) 124 117 6.0% 116  125 -6.6%
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PUTNAM COUNTY MARKET REPORT
The Putnam County housing market struggled 

through the third quarter of 2013, with prices 

continuing to fall even as sales activity increased. 

Although we see signs that sellers are gaining 

some negotiating leverage with buyers, and 

that we are slowly moving into what will be a 

more robust seller’s market, Putnam still has a 

while to go before we will start experiencing 

meaningful price appreciation. 

Sales. Putnam sales activity was relatively robust, especially 

compared to the declines experienced by both Westchester to 

the south and Dutchess to the north. Sales were up 4.0% from the 

third quarter of 2013 and 4.7% for the rolling year, encouraging 

signs of rising buyer demand. Indeed, the 235 quarterly sales 

represented the highest total since the second quarter of 2006, 

at the very height of the last seller’s market. Moreover, we are now 

seeing signs of sustained increases in demand, with year-on-year 

sales up or flat for nine out of the last ten quarters and with third 

quarter sales not only up 4.0% from 2013, but also up 22% from 

2012, 63% from 2011, and 78% from 2010. Clearly, sales activity 

is moving in the right direction.

Prices. Even with these increases in buyer demand, though, we 

are not yet seeing any meaningful impact on pricing. Prices were 

down significantly across the board compared to the third quarter 

of 2013, dropping 8.9% on average, 3.8% at the median, and 1.1% 

in the price-per-square-foot. But readers should be cautious 

about reading too much into those numbers. For one thing, we 

believe that the alarming 8.9% average sales price decline was largely the result of the mix of properties sold during the quarter. After all, the rolling year 

average sales price was only down 1.4%, and the median, which is more reflective of the experience for the average Putnam homeowner, was down only 

3.8%. Moreover, the fact that the price-per-square foot was down only 1.1% for the quarter, and was actually up 3.4% for the rolling year, indicates that the 

pricing news is not as bad as it looks. As we have noted before, it takes time for changes in buyer demand to impact pricing, and eventually these sustained 

increases in sales activity are bound to stabilize and even support some meaningful appreciation.

Negotiability. One good sign for Putnam homeowners is that we are seeing a decline in negotiability, which we measure by the amount of time that a 

home spends on the market (i.e., the “days-on-market,” or “DOM”), and the difference between the last listed price and the selling price (i.e., the “listing 

discount”). On both measures, Putnam sellers are gaining some negotiating leverage. For example, the days-on-market metric fell by 24 days, or 11.8%, 

falling below six months for the first time in five years. Similarly, the listing discount fell from 5.2% to 4.7%, the first time the discount has fallen below 5% 

since the very tail end of the last seller’s market in 2008. By way of comparison, sellers just two years ago were routinely taking over eight months to sell 

their homes and conceding over a 7.5% discount from the list price. Clearly, sellers are feeling less pressure to get into contract, and are thereby regaining 

some negotiating leverage. 

Condominiums. The Putnam County condominium market is very small, so we try not to read too much into the quarterly results. But for the rolling year, 

the condo market seems relatively robust, with sales up 12.8% and prices up significantly across the board. Here again, though, we note that changes in the 

mix of properties sold might be driving those pricing changes, especially where the price-per-square foot was only up 1.8%. That said, the sharp declines 

in the days-on-market and listing discount clearly indicate some growing vitality in that part of the market. 

Outlook. Putnam County is already seeing sustained increases in buyer demand, but it will take a little more time before we experience any meaningful 

price appreciation. With homes at attractive 2003-level prices, interest rates at historic lows, and an improving economy, we believe that these increases 

in buyer demand will eventually start to stabilize prices and then create some meaningful appreciation by the middle of next year. 
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2013

Change 
from 2013 

to 2014

SINGLE-FAMILY HOMES

Total Closed Sales  235  226 4.0%  720  688 4.7%

Average Selling Price  344,574  378,304 -8.9%  350,358  355,195 -1.4%

Median Selling Price  320,000  332,750 -3.8%  300,000  305,000 -1.6%

Average DOM  179  203 -11.8%  211  229 -7.9%

Listing Discount 4.7% 5.2% -9.6% 5.7% 6.4% -9.6%

Price Per Square Foot ($)  172  174 -1.1%  176  170 3.4%

CONDOMINIUMS

Total Closed Sales  27  28 -3.6%  106  94 12.8%

Average Selling Price  261,150  214,308 21.9%  252,720  225,298 12.2%

Median Selling Price  228,000  195,000 16.9%  222,000  200,000 11.0%

Average DOM  172  243 -29.2%  199  283 -29.8%

Listing Discount 5.1% 3.7% 37.8% 5.2% 6.3% -17.1%

Price Per Square Foot ($)  162  163 -0.6%  161  158 1.8%
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The Dutchess County housing market stumbled in 

the third quarter of 2013, with a significant drop 

in sales and a modest decline in prices. This was 

a surprising result, because Dutchess had been 

moving in a more encouraging directions, but it 

might simply be that the market is experiencing 

something of a “hangover” after a particularly 

robust 2013. 

Sales. Activity was down markedly, with sales falling 19.0% 
for the quarter and now 6.7% for the rolling year. This was a 
surprising and disappointing result, following on the heels of a 
similarly lackluster first and second quarter. Moreover, it was by 
far the weakest showing of any regional county, with Westchester 
posting only a modest decline and Putnam up a bit. So what’s 
happening in Dutchess County that would cause sales to dip like 
this?  We believe that it’s just a “hangover” from the torrid pace 
that Dutchess set in 2013, when sales surged over 15% from 
2012, and particularly caught fire in the middle of the year. An 
interest rate pop in late spring seemed to spook many buyers into 
accelerating their purchasing decisions, leading to a spike in sales 
and a modest increase in prices through the fall. 

At the time, we remarked on how the market suddenly sprouted 
multiple offers and bidding wars. But all that frenetic activity came 
at a price – namely, this year’s “hangover,” in which the market is 
being measured off a particularly high baseline and suffering from 
a slackening in the demand that was siphoned off last summer. 
Now, it might be that the problem is something more structural, 
and that we’ll continue to see demand fall off through the fourth 
quarter and next year. But we believe that by the beginning of 
2015, Dutchess will have shaken itself out of these doldrums, and 
we will begin seeing meaning sales growth.

Price. This reduction of buyer demand had its expected impact on Dutchess pricing, with sales prices down across the board: falling 1.5% on average, 1.0% 
at the median, and 5.0% in the price-per-square-foot. Pricing in Dutchess seemed to have gathered some momentum late last year, but that has stalled out 
this year as activity has slackened. That said, homeowners did have some encouraging news, with the rolling year average price basically flat and a small 
increase in the median price over the past 12 months. Indeed, the rolling year average sales price has fluctuated in a narrow band between $288,000 and 
$292,000 for eight straight quarters now, so at the very least Dutchess pricing has stabilized at its current levels. We would not expect any meaningful 
appreciation until we see activity come back up. 

Negotiability. Another moderately good sign for Dutchess homeowners is that we are also seeing a decline in negotiability, which we measure by the 
amount of time that a home spends on the market (i.e., the “days-on-market,” or “DOM”), and the difference between the last listed price and the selling 
price (i.e., the “listing discount”). On both measures, Dutchess homes are becoming slightly less negotiable – the days-on-market metric fell by 8 days, 
or 4.8%, and the listing discount fell slightly from 5.8% to 4.5%. Considering that sales were down so dramatically, it’s encouraging that the negotiability 
metrics still showed that sellers have gained some leverage. 

Condominiums. The Dutchess condo market was similarly sluggish, with sales down 20.8% for the quarter. We caution that the condo market is relatively 
thin, so outliers can easily skew results, but we did see some encouraging signs in the increase in the average and median sales price. And although sales 
were down for the quarter, they are up from the longer-term perspective, with transactions rising 12.5% over the last rolling year. 

Outlook. This was not a particularly good quarter for Dutchess, particularly when compared to the other markets within the Hudson Valley. But we believe 
that the 2014 third quarter will ultimately prove to be a bit of an outlier, caused by the “hangover” that resulted from the robust results of 2013. We see no 
reason why buyer demand will not come back by the spring market, with prices at 2003 levels, interest rates near historic lows, and an improving economy. 
And once activity increases, we believe it will only be a matter of time before we start seeing meaningful price appreciation. 

 Current 
Quarter

 Q3-2014 

Prior Year 
Quarter 
Q3-2013

Change 
from 

Prior Year 
Quarter

Rolling 12 
Months 

Ended Q3 
2014

Rolling 12 
Months 

Ended Q3 
2013

Change 
from 2013 

to 2014

SINGLE-FAMILY HOMES

Total Closed Sales  453  559 -19.0%  1,655  1,773 -6.7%

Average Selling Price  284,925  289,275 -1.5%  289,493  291,818 -0.8%

Median Selling Price  250,000  252,577 -1.0%  250,000  247,500 1.0%

Average DOM  159  167 -4.8%  168  186 -9.6%

Listing Discount 5.5% 5.8% -5.2% 5.8% 6.6% -12.2%

Price Per Square Foot ($)  132  139 -5.0%  136  139 -1.8%

CONDOMINIUMS

Total Closed Sales  95 120 -20.8%  386  343 12.5%

Average Selling Price  218,924  205,205 6.7%  211,705  195,324 8.4%

Median Selling Price  220,000  190,000 15.8%  212,750  180,000 18.2%

Average DOM  164 183 -10.4%  190  223 -14.8%

Listing Discount 4.0% 5.8% -31.0% 4.2% 5.8% -27.8%

Price Per Square Foot ($)  144 144 0.0%  143  140 2.7%
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BERGEN COUNTY MARKET REPORT
The Bergen housing market cooled down a bit 

in the third quarter of 2014, at least compared to 

last year’s absolutely sizzling pace. As a result, 

pricing was a bit soft in the quarter, although 

Bergen has experienced some modest price 

appreciation over the past year. 

Sales. Bergen sales were down 9.2% from the torrid pace set 

in last year’s third quarter, marking the third straight quarter of 

year-on-year transactional declines. Now, we would normally 

get a little concerned if we saw this kind of trend, because a 

sustained drop in sales activity is usually a sign that a market 

is in decline. But we believe that what we’re really seeing is just 

a “hangover” from an unsustainably high baseline set during a 

frenetic and short-term surge in activity in mid-2013, when a pop 

in interest rates compelled buyers to accelerate sales that might 

have closed later in the year. If we put aside last summer as a bit 

of an aberration, the sales activity this quarter seems consistent 

with an overall rising market over the past four years, with sales 

up 15% from 2012.

Prices. As a result of this dip in sales activity, prices deteriorated 

just a bit, with the average down 1.9% and the median down 1.5% 

from the third quarter of last year. This was a little disappointing, 

since we had seen year-on-year price appreciation for four of the 

last five quarters. But we again note that last summer’s frenzied activity drove prices up above where they would normally have been at this stage in the 

recovery – after all, in our Rand Market Report of last year’s third quarter, we observed an 8.3% year-on-year increase in the average sales price, and an 

11.0% increase in the median sales price. So although prices have fallen back just a bit from those levels, they are still about 5% above pricing from two 

years ago. Moreover, if we take the longer view, the rolling year average sales price was up just slightly, by 1.3%, and the median rose a little under 1%. We 

expect that once the hangover subsides and activity picks up, we will continue to see some more meaningful appreciation by next year’s spring market. 

Negotiability. We are also seeing a slight decline in the negotiability of Bergen homes. We measure “negotiability” in the amount of time that a home 

spends on the market (i.e., the “days-on-market,” or “DOM”), and the difference between the last listed price and the selling price (i.e., the “listing discount”). 

And on both measures, Bergen sellers are feeling somewhat less pressure to negotiate on price: the days-on-market fell from 68 to 65 days, and the listing 

discount ticked down from 3.6% to 3.5%. These were not staggering results, but the fact that we had any sort of decline was remarkable given that overall 

demand fell by over 9%. Overall, we expect that sellers are going to increasingly gain negotiating power with buyers. 

Condominiums. Bergen’s condominium market had similar results, with sales down 12.2% and prices mixed. For the year, sales were basically flat, and 

we had a slight uptick in prices. Bergen has a relatively high-priced condo market, so it’s not surprising that the trends track what we’re seeing in single-

family homes. 

Outlook. Although Bergen seems to be a little bit of a lull, with sales down slightly from last year, we believe that we will start to see some more significant 

growth by next year’s spring market. Sales only look sluggish compared to the absolutely torrid pace of last year, but from the long-term perspective look 

right in line with what we would expect from a rising seller’s market. Given the strength of buyer demand in the market, combined with interest rates near 

historic lows and an improving economy, we expect Bergen sales to hew close to last year’s levels through the end of 2014 before rising again in 2015, and 

prices to appreciate at meaningful levels for the next several years.

 Current 
Quarter

 Q3-2014 

Prior Year 
Quarter 
Q3-2013

Change 
from 

Prior Year 
Quarter

Rolling 12 
Months 

Ended Q3 
2014

Rolling 12 
Months 

Ended Q3 
2013

Change 
from 2013 

to 2014

SINGLE-FAMILY HOMES

Total Closed Sales  1,802  1,984 -9.2%  5,504  5,770 -4.6%

Average Selling Price  590,267  601,518 -1.9%  572,775  571,713 0.2%

Median Selling Price  473,000  480,000 -1.5%  454,000  440,000 3.2%

Average DOM  65  68 -4.4%  76  84 -9.7%

Listing Discount 3.5% 3.6% -2.8% 4.3% 5.4% -20.6%

CONDOMINIUMS

Total Closed Sales  583  664 -12.2%  2,018  2,020 -0.1%

Average Selling Price  380,396  378,630 0.5%  365,162  360,326 1.3%

Median Selling Price  329,000  338,250 -2.7%  322,750  320,000 0.9%

Average DOM  88  104 -15.4%  100  114 -12.9%

Listing Discount 4.3% 3.8% 13.2% 4.9% 4.4% 10.6%
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The Passaic County housing market cooled down a 

bit in the third quarter of 2013, with sales activity 

falling significantly from last year’s torrid pace. 

But prices were up slightly, continuing a trend 

that has been developing over the past two years, 

and other indicators show that Passaic is slowly 

moving into a more robust seller’s market. 

Sales. Passaic sales were down an alarming 13.0% from last 

year’s third quarter, but only because of the spectacularly torrid 

pace set last summer. We would normally get a little concerned 

such a significant drop in sales activity, because the slackening 

of buyer demand is usually a sign that a market is in decline. 

But we believe that what we’re really seeing is just a recovery 

from an unsustainably high baseline set during a frenetic and 

short-term surge in activity in mid-2013, when a pop in interest rates compelled buyers to accelerate sales that might have closed later in the year. If we 

put aside last summer as a bit of an aberration, the sales activity this quarter seems consistent with an overall rising market over the past four years, with 

sales up 19% from 2012, 43% from 2011, and 56% from 2010. Indeed, other than the results from 2013, third quarter sales were the highest of any quarter 

since the height of the seller’s market. 

Prices. Passaic County pricing has been developing a much more encouraging trend. Even with the decline in sales, Passaic prices were up from last 

year’s third quarter, rising 3.3% on average and 1.7% at the median. Indeed, year-on-year average and median prices have now gone up for seven straight 

quarters, and prices have now climbed to levels that we have not seen in over five years, other than the brief period in which the federal home buyer tax 

credit artificially juiced prices for a few quarters. Remarkably, Passaic prices have now mostly climbed back from the losses sustained after the correction 

precipitated by the 2008 financial crisis. 

Negotiability. We are also seeing a real decline in the negotiability of Passaic homes. We measure “negotiability” in the amount of time that a home spends 

on the market (i.e., the “days-on-market,” or “DOM”), and the difference between the last listed price and the selling price (i.e., the “listing discount”). 

And on both measures, Passaic sellers are feeling less pressure to negotiate on price – the days-on-market metric fell by 14 days, or 9.3%, and the listing 

discount tumbled from 4.2% to 2.3%. When you consider that the DOM was routinely hitting almost 200 days and the listing discount went up to almost 6% 

at the bottom of the market, it’s clear that sellers are in a much stronger position than they have been in years. 

Outlook. Although Passaic sales were down from last year, they only look sluggish compared to the absolutely torrid pace of last year, and from the long-

term perspective look right in line with what we would expect from a rising seller’s market. With prices showing sustained signs of appreciation, and given 

the strength of buyer demand, we expect that Passaic is poised for a strong fourth quarter and a robust spring market. 

PASSAIC COUNTY MARKET REPORT
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2014

Rolling 12 
Months 
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Change 
from 2013 

to 2014

ALL RESIDENTIAL SALES

Total Closed Sales  762  876 -13.0%  2,474  2,597 -4.7%

Average Selling Price  323,307  313,032 3.3%  311,183  302,172 3.0%

Median Selling Price  300,000  295,000 1.7% 295,000 290,000 1.7%

Average DOM  137  151 -9.3%  154  174 -11.2%

Listing Discount 2.3% 4.2% -45.2% 3.5% 5.0% -30.0%
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MORRIS COUNTY MARKET REPORT

The Morris County housing market stabilized 

through the third quarter of 2013, with sales 

falling slightly even while prices continued to 

rise modestly. Even with sales down from last 

year’s sizzling pace, the longer-term perspective 

shows that Morris is slowly developing into a 

full-fledged seller’s market. 

Sales. Morris sales were down 3.5% from the torrid pace set 

in last year’s third quarter, marking the third straight quarter of 

year-on-year transactional declines. Now, we would normally get a 

little concerned if we saw this kind of trend, because a sustained 

drop in sales activity is usually a sign that a market is in decline. 

But we believe that what we’re really seeing is just a “hangover” 

from an unsustainably high baseline set during a frenetic and 

short-term surge in activity in mid-2013, when a pop in interest 

rates compelled buyers to accelerate sales that might have closed later in the year. If we put aside last summer as a bit of an aberration, the sales activity 

this quarter seems consistent with an overall rising market over the past four years, with sales up 23% from 2012, 38% from 2011, and 58% from 2010. 

Indeed, other than the results from 2013, third quarter sales were the highest of any quarter since the height of the seller’s market.   

Prices. Even with this dip in sales, Morris prices were generally up, rising 1.2% on average and 2.9% at the median. Indeed, year-on-year average prices 

have now gone up for eight straight quarters, and median prices have risen in seven out of the last eight. The changes have been modest, resulting in an 

increase in the rolling year average sales price of only 2.1%, but most Morris homeowners will be happy with any kind of appreciation after the difficulties 

following the market correction of 2008. We expect that when the market fully recovers from its hangover, and activity picks up, we will start to see more 

meaningful price appreciation, perhaps as early as next summer. 

Negotiability. We are also seeing a slight decline in the negotiability of Morris County homes. We measure “negotiability” in the amount of time that a home 

spends on the market (i.e., the “days-on-market,” or “DOM”), and the difference between the listed price and the selling price (i.e., the “listing discount”). 

In this case, Morris County homes are in starting to sell more quickly, with the average DOM falling nine days. Indeed, the 121 days-on-market metric was 

the lowest since the height of the last seller’s market. Conversely, the listing discount was flat, holding to 3.1% of the listed price, but that’s significantly 

lower than the 6% level the market reached just a few years ago. Essentially, if homes are selling more quickly, and for closer to the asking price, sellers are 

slowly gaining more leverage in negotiating with buyers – something that will ultimately have an impact on price appreciation. 

Outlook. Although Morris seems to be a little bit of a lull, with sales down slightly from last year, we believe that the market is poised for some robust 

growth. Sales only look sluggish compared to the absolutely torrid pace of last year, but from the long-term perspective look right in line with what we 

would expect from a rising seller’s market. And prices have now seen sustained increases for almost two years. Given the strength of buyer demand in the 

market, combined with interest rates near historic lows and an improving economy, we expect Morris sales to stay close to last year’s levels through the 

end of 2014 before rising again in 2015, and prices to continue to appreciate at meaningful levels for the next several years. 
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SINGLE-FAMILY HOMES

Total Closed Sales  1,673  1,733 -3.5%  5,021  5,126 -2.0%

Average Selling Price  513,585  507,365 1.2%  486,675  476,738 2.1%

Median Selling Price  430,000  418,000 2.9%  400,000  400,000 0.0%

Average DOM  121  130 -6.9%  134  146 -7.8%

Listing Discount 3.1% 3.1% 0.0% 3.7% 3.9% -5.1%
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The Hudson County housing market had mixed 

results in the third quarter of 2014, with sales 

generally a bit lower than the sizzling pace 

set last year. But even with slightly reduced 

buyer demand, prices were up sharply for both 

condominiums and multi-family homes. 

Sales. Sales activity was mixed, with condo sales down, single-

family homes up dramatically and multi-families basically flat. While 

a 10% drop in condo sales would normally be a little alarming, 

since a transactional decline can often be a foreboding sign of 

a deteriorating market, we do not see any reason for concern. 

The only reason that sales are off from last year is that we are 

working off a particularly high baseline from last summer, when 

a late-spring interest rate pop drove many buyers into the market 

for fear that the days of “historically low interest rates” might 

be ending. That summerlong sales spike basically siphoned off 

transactions that otherwise would have closed in the fall or winter, 

artificially inflating the sales totals from last year’s third quarter. 

Indeed, while condo sales were down for the quarter, they’re still 

up a healthy 7.7% for the rolling year. Moreover, the single- and 

multi-family markets both had an active quarter, and are significantly up for the rolling year. With an increasing number of first-time home buyers getting 

priced out of the Manhattan market, we expect that the Hudson condo market will continue to thrive. 

Prices. Hudson prices were generally up, particularly in the multi-family market, which enjoyed almost a 22% increase in the average and a 23% jump at 

the median. For the condo market, the average and the price-per-square foot were both up, although the median was down slightly, indicating that the 

market might have been a bit stronger in the higher end of the market – which will tend to drive up the average without impacting the median. The condo 

price-per-square foot was up crested the $450/sf mark for the first time in several years, which still puts it at about a third of the square-footage pricing 

in the Manhattan condo market. From the longer-term perspective, the pricing trends are very strong, with the rolling year average and median price up 

across the board. 

Negotiability. We are also seeing indications that Hudson County sellers, particularly in the condo market, are becoming less negotiable in their pricing. 

We measure “negotiability” in the amount of time that a home spends on the market (i.e., the “days-on-market,” or “DOM”), and the difference between 

the listing price and the selling price (i.e., the “listing discount”). Essentially, as the market heats up and homes sell more quickly, sellers feel reduced 

pressures to make pricing concessions to go into contract. And on both measures, sellers in the condo market are gaining the upper hand – the days-on-

market fell seven days and the listing discount fell from 2.6% to 2.2%. The metrics were more mixed in the single- and multi-family markets, but we expect 

that as buyer demand increases overall, we will see both the DOM and the discount continue to fall. 

Outlook. The Hudson County market, particularly the condo market, is poised for some tremendous growth in the next few years. Buyer demand has 

been strong, now starting to create some meaningful price appreciation for Manhattan’s western neighbor. With Manhattan prices still soaring, making 

Hudson more attractive as an alternative, and with interest rates still at historic lows, we believe that Hudson County will gain traction over the winter and 

going into the spring market, and that we will continue to see moderate levels of price appreciation through next year. 

HUDSON COUNTY MARKET REPORT
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to 2014

SINGLE-FAMILY HOMES

Total Closed Sales  158  130 21.5%  528  467 13.1%

Average Selling Price  369,290  387,239 -4.6%  379,356  359,171 5.6%

Median Selling Price  270,000  248,000 8.9%  260,000  240,000 8.3%

Average DOM  173  162 6.8%  169  176 -4.0%

Listing Discount 5.8% 4.9% 18.4% 5.8% 7.1% -18.3%

CONDOMINIUMS

Total Closed Sales  764  847 -9.8%  2,664  2,473 7.7%

Average Selling Price  501,489  481,447 4.2%  483,209  455,647 6.0%

Median Selling Price  435,000  450,000 -3.3%  435,000  430,000 1.2%

Average DOM  118  125 -5.6%  118  135 -12.6%

Listing Discount 2.2% 2.6% -15.4% 2.6% 2.9% -10.3%

Price Per Square Foot ($) 454 434 4.6%  449 412 9.0%

MULTI-FAMILY

Total Closed Sales  245  246 -0.4%  905  869 4.1%

Average Selling Price  442,992  363,389 21.9% 370,266  341,718 8.4%

Median Selling Price  328,000  267,425 22.7%  291,500  265,000 10.0%

Average DOM  184  229 -19.7%  205  218 -6.0%

Listing Discount 6.1% 5.9% 3.4% 5.4% 7.4% -27.0%


