
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 99.61 +0.02

10 YR Treasury 5.0010 -0.0155

30 YR Treasury 5.3280 -0.0173
Pricing as of: 10/29 1:33AM 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%

Lower FICO Buyers Head For The Hills
The return of Americans to urban living, while well documented, may be a
"head-fake" as far as the mortgage industry is concerned.  Sam Khater,
CoreLogic's Deputy Chief Economist says that inbound migration is
happening, but not precisely in the way many think. This return to the cities
has been driven by educated and affluent households, he says, which is
leading to a concentration of wealth in cities and inner suburbs and that is
driving home prices higher.

CoreLogic looked at the 20 largest MSA's, dividing the suburban areas in each
into three equally weighted rings based on the percent of residential
properties.  This allowed an analysis where rings could be "fluid and
expansive" in sprawling areas like Houston but small and compact in smaller,
denser markets.

During the last two decades of the 20  Century middle ring suburban home
prices were between 10 and 20 percent lower than those in the city itself and
in its inner suburb ring.  However, since the early 2000s, when the urban
rebound first started, prices in the inner suburb have soared compared to
what was happening in the middle ones.
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Consequently, there has been a countervailing trend for purchase mortgage applicants, especially lower credit borrowers, to
seek affordability further out into the suburbs.  During the housing boom in the mid-2000s, 38 percent of low credit
purchase mortgage borrowers applied for loans in the outer suburbs. This shift continued even into the recession and by the
fall of 2008 the percentage of lower credit borrowers in the outer suburbs reached 44 percent.

In mid-2010 that percentage declined and Khater attributes that to the temporary first-time homebuyer tax credit which
allowed some borrowers to move closer in than they otherwise could.  After that tax credit expired, the shift to the outer
suburbs resumed.

By the middle of this year the percentage of lower credit purchase applicants applying in the outer suburbs was up to 48
percent, the highest since CoreLogic started tracking the phenomenon.  Higher credit borrowers are also increasingly
applying in those outlying areas, but the gain in that cohort is less than half that of lower credit borrowers and "there is a
clear sorting of lower credit and income borrowers to the outer suburbs."

 

 

Khater, who was writing in the company's Insights blog, says this "increased sorting has economic and policy implications for
spatial risk and increased concentration of lower credit borrowers in America's outer suburbs."
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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 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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