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Housing Attitudes Take Turn For The Worse

Affordability is becoming an issue based on more than just rising interest
rates and rising home prices according to the latest Home Purchase
Sentiment Index (HPSI) from Fannie Mae. That index dipped by 1.7 points
from December to January, resulting in a reading of 81.5. Those results, the
company said, reflected in part housing affordability constraints based on
wages.

The HPSI distills answers to six critical questions from the monthly National
Housing Survey into a single number. The survey is conducted by Fannie Mae
among a sample of 1,000 consumers, both homeowners and renters and is
intended to gather their current views and forward-looking expectations of
housing market conditions and address topics that are related to their home
purchase decisions. The questions used to construct the index are those
questions consumers as to whether they think that it is a good or bad time to
buy or to sell a house, what direction they expect home prices and mortgage
interest rates to move, how concerned they are about losing their jobs, and
whether their incomes are higher than they were a year earlier.

It was that last issue that caused some affordability concerns in the January
results. The share of consumers who reported that their income was
significantly higher than it was 12 months ago fell 3 percentage points after
climbing 9 percentage points on net in December. There was also a 4 point
decline in the number of respondents who said it was a good time to buy a
house. That continued a net downward trend in that response throughout
2015. It now stands at61 percent, a survey low with a net between positive
and negative answers of 31 points.
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National Average Mortgage Rates

Jan 26 lar 26 JunZ6  Aug 26
Rate Change Points
Mortgage News Daily
30YR Fixed 7.35% +0.02 0.00
15YR Fixed 7.00% -0.01 0.00
30YRFHA 6.99% +0.01 0.00
30YR Jumbo 7.60% 0.00 0.00
7/6 SOFR 6.86% +0.01 0.00
30YRVA 7.00% +0.01 0.00
Rates as of: 10/28
MBS and Treasury
Price /Yield Change
MBS UMBS 6.0 99.66 +0.06
10 YR Treasury 49969 -0.0196
30 YR Treasury 5.3221 -0.0232
Pricing as of: 10/29 12:29AM EST
Recent Housing Data
Value Change
Mortgage Apps Oct 14 188.6 -5.32%
Building Permits Sep 14M  +0.43%
Housing Starts Sep 1.22M  -4.24%
New Home Sales Aug 684K +12.69%
Pending Home Sales Aug 71.2 0%
Existing Home Sales Oct 3.99M  +0.25%
Builder Confidence Oct 29  -9.38%

The interest rates provided in this newsletter are national averages from independent data sources. Rate/APR terms may differ from those listed above based on the
creditworthiness of the borrower. All information provided "as is" for informational purposes only, not intended for trading purposes or financial advice.

Read or subscribe to my newsletter online at: http://housingnewsletters.com/thomaspayne
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"Housing affordability is being constrained because the pace of growth in real income has not kept up with gainsin real
home prices as demand has grown faster than supply," said Doug Duncan, senior vice president and chief economist at
Fannie Mae. "On the bright side, consumers have been increasingly positive about their ability to get a mortgage, suggesting
that credit tightness is not the main issue limiting housing market activity today, a feeling that we also see conveyed by
lenders in our Mortgage Lender Sentiment Survey®. We expect further progress in the HPSI to be limited until income
growth picks up or supply, particularly in lower-priced homes, expands more rapidly."

While four of the six HPSI components decreased in January, Good Time to Sell rose by 1 point to a net of 9 percent and
Mortgage Rate net expectations stayed the same at negative 52 percent. The latter number is derived from a total of 57
percent who expect rates to rise while only 5 percent expect them to fall. Fewer respondents on net said house prices will
continue to rise, down 3 points to 37 percent. Overall, the HPSI is down 1.3 points since this time last year.
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An all-time survey high was maintained as 85% of respondents say they are not concerned about losing their job however the

net positive responses to this question fell 1 percentage point to 71%. The net share of respondents who say their household
income is significantly higher than it was 12 months ago fell 3 percentage points to 12%.

Respondents who say their household income is... than it was 12 months ago
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The National Housing Survey asks its rotating panel of respondents over 100 questions, comparing survey answers with
those over the history of the survey which began in June 2010. The phone survey seeks to track attitudinal shifts. The

January 2016 National Housing Survey was conducted between January 1, 2016 and January 25, 2016. Most of the data
collection occurred during the first two weeks of this period.
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A Lower Price or a Lower Rate? Don't Guess. Compare: 10-22-2026

What Every Agent Should Know:---

With mortgage rates challenging affordability and buyers hesitant to make decisions, sellers are increasingly willing to
negotiate. But here's a question every REALTOR® should consider:---

Is your buyer better off negotiating a lower purchase price—or asking the seller to contribute toward a permanently lower
interest rate?---

A pricereduction lowers the mortgage balance, but the resulting monthly payment savings may be surprisingly small.---

Alternatively, a seller contribution toward a permanent interest-rate buydown could provide substantially greater monthly
payment relief, even with a higher purchase price.---

But what if mortgage rates decline in the next 6, 12, or 24 months?---

That's the question nobody can answer with certainty.---

A buyer who negotiates a larger price reduction may benefit from a lower loan balance and potentially refinance if rates
decline. A buyer who secures a permanently lower rate benefits immediately, without depending on future market

conditions.---

Both strategies have merit. The right answer depends on the numbers, the buyer's financial priorities, and how long they
expect to keep the mortgage.---

For listing agents, this creates another negotiating opportunity. A seller contribution toward financing costs may be more
attractive to a payment-conscious buyer than another reduction in asking price.---

Before your buyer requests a price reduction—or your seller agrees to one—give me a call.---

Let's compare the alternatives. Sometimes the smartest negotiation isn't about the price. It's about how the transaction is
structured.---

EQUAL HOUSING LENDER---
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