
National Average Mortgage Rates

Rate Change Points

Mortgage News Daily

30YR Fixed 7.35% +0.02 0.00

15YR Fixed 7.00% -0.01 0.00

30YR FHA 6.99% +0.01 0.00

30YR Jumbo 7.60% 0.00 0.00

7/6 SOFR 6.86% +0.01 0.00

30YR VA 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 4.9958 -0.0207

30 YR Treasury 5.3216 -0.0237
Pricing as of: 10/29 12:30AM EST

Recent Housing Data
Value Change

Mortgage Apps Oct 14 188.6 -5.32%

Building Permits Sep 1.4M +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%

Black Knight Prices Short of other Indices
Black Knight Financial Services announced on Monday that its Home Price
Index for January rose 0.1 percent from the month before and was 5.3
percent higher than in January 2015.  The reported increase was
considerably lower than those announced previously by CoreLogic (1.3
percent month-over-month and 6.9 percent annually) and the Federal
Housing Finance Agency (0.5 percent and 6.0 percent).  The S&P Case-Shiller
index will be released on Tuesday.

Black Knight says its HPI for January was $253,000, still 5.5 percent of the
June 2006 peak of $267,000.  The HPI has recovered by 26.7 percent since
hitting the market bottom in the spring of 2012.

The largest increase among states was in New York, up 0.9 percent month-
over-month followed by Pennsylvania with an 0.7 percent gain and West
Virginia at 0.5.  There were five states that had 0.4 percent increases,
Oklahoma, Kentucky, Maine, Mississippi, and Kansas.  Prices declined by 0.4
percent in Illinois and 0.1 percent in Michigan.

Nine of the ten metro areas with the largest gains were in Florida or
Pennsylvania led by Port St. Lucia, Naples, and Lebanon (PA) all at 9 percent. 
New York City and Punta Gorda were at 8 percent.  Chicago's HPI declined
0.3 percent.  Nine metros and two states (New York and Texas) established
new price peaks during the month.

The Black Knight utilizes repeat sales data from the nation's largest public
records data set and its own loan level data to produce its HPI. 

Tom Payne
Senior Loan Officer, Planet Home Lending
NMLS# 1017004 #17022 (Licensed in all 50 states)

2580 St Rose Parkway, Suite 230 Henderson, NV 89074

Mobile: 702-303-0243

tompaynemortgage@gmail.com

View My Website

Housing News Update

© 2026 MBS Live, LLC. - This newsletter is a service of MarketNewsletters.com.

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

mailto:tompaynemortgage@gmail.com
https://apply.planethomelending.com/#/loan-officers/tpayne%40planethomelending
http://www.marketnewsletters.com
http://housingnewsletters.com/thomaspayne


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 price reduction 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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