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Refinancin g Dead Again? National Average Mortgage Rates

With mortgage interest rates generally down since the end of last year
Corelogic's principal economist Molly Boesel took a crack this week at
figuring out how much gas might be left in the refinancing engine. In her
analysis she added 100 basis points to the current market rate as a measure
of a current mortgage rate at which there begins to be an incentive for the
borrower to refinance.

For the week of May 12, 2016, Freddie Mac reported an average 30-year
mortgage rate of 3.57 percent (which as of June 2 had risen to 3.66 percent.)
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The chart above shows the rates and unpaid principal balance (UPB). of the New Home Sales Aug 684K +12.69%
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by 50 basis points this year, refinancing will be generally unappealing to
those estimated 5.5 million borrowers. At a 100 basis point increase a total of
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8 million or 21 percent will be unlikely to refinance. Boesel says that, if rates
rise as predicted, there will certainly be a decline in refinancing volumes over the remainder of the year.

There remains a small share of outstanding mortgages with interest rates of about 300 basis points or more above the
current market rate. Boesel speculates that these borrowers have not refinanced for a reason; perhaps because their
outstanding balances are small or because they cannot qualify for a new loan.

Refinancing has been declared dead several times in the last few years, and the predicted drop in refinancing doesn't mean an
end to new loans. She says that while at least 62 percent of borrowers most likely don't want to refinance out of their low
mortgage rates, they still might want to tap into their equity to pay for remodeling, education expenses, or debt
consolidation. It may be likely they will opt to keep their existing low first mortgages rates and instead of refinancing tap
equity through a home equity loan. These have already started to stage a comeback in popularity over the last few years.
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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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