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MEMORIES OF YEARS PAST  

A History Lesson The one constant in our real estate market is change. Ten years ago (yes, it has been 10 years!), we were in a 

very competitive market. Inventory was tight and prices were going through the proverbial roof, setting new highs. Then, in September 
2007, that came to an abrupt end and we began a downward trend toward the largest correction since the 1980s. It took until 2012 for the 
market to shift yet again and gradually pick up speed toward recovery. By 2015, we returned to familiar territory: an extremely competi-
tive market with record low inventories and rapidly rising prices. On July 1, 2015, there were 58 active listings on the island. Now, just one 
year later, data suggests a potential market transition with inventories rising and price reductions becoming increasingly common.  
 
We in the industry do not view this as a repeat of 2007. There are too many positive factors in our financing infrastructure and regional 
market that separate this climate from its predecessors. (Indeed, the financing environment is so much more conservative now that secur-
ing funding can actually be a hurdle in some transactions.) We are still in a very competitive market and the statistics bear this out. While 
we may be slowly moving towards a more “balanced” market, we are not there yet. Let’s look at some of the leading indicators that give a 
glimpse at where we are. 
 

Inventory One year ago, there were 112 home listings, 54 of which were under contract. For a market the size of Bainbridge, 58 ac-

tive listings in the middle of summer is a crazy small number. On July 15th of this year, inventory had ballooned to 162 listings, 64 of which 
were under contract (leaving 98 active). Yes, this was a substantial improvement from last year. But when compared to the absolute top of 
our last market peak in July 2007, the 162/64 stat still looks very tight compared to the 2007 numbers, which were 289 listings with 62 
under contract. The percentage of pendings to listings is 40% today compared to 21% in 2007. This year’s second quarter median cumula-
tive days on the market is still a brisk 11 days, equal to what it was for the same period in 2015. (In 2007, it was 52 days.)  It is still a very 
competitive market. Our inventory is growing because our price levels are finally bringing in more people from the sidelines. When you 
look at the history of the sold listings, there are scant few people who are “flipping” or who have bought recently and rapidly selling for a 
profit. Instead, many of the homes that recently sold were last sold in 2001, 2004, or even 2007 and 2008. It’s also interesting to note that 
people who have held onto their homes for a more extended period of time (since before the boom years) are realizing very healthy in-
creases over what they paid.    
 

Prices We have finally drawn even with and are even beginning to pass our peak prices of 2006/2007. When we checked the history of 

all the homes sold in the second quarter, all those that sold in 2006/2007 did better this year. Our year-to-date median is $755,000, a 
14.4% increase over last year. This number is exacerbated by the price ranges of the homes sold. Overall, sales were down almost 17% and 
almost all of the decrease came in homes below the $600K price point. This phenomenon can be partly explained by our old nemesis: lack 
of inventory. On July 15th, there were 13 homes available on the whole island for less than $600K. Not many choices … 
  
However, we are now seeing more price reductions than even in the first quarter. This is another indication of a healthier market. Pricing 
still matters, as sellers can’t just ask for anything. As we mentioned in our last newsletter, this is one of many areas where professionals 
can really help. Overpriced homes usually end up selling for less than properly priced homes, a statistic that has been borne out in all types 
of markets. This becomes especially important when a market is going through a gradual shift. The bottom line is that prices are rising and 
healthy. True, the rate may change and is very neighborhood- and property-specific. But the competitive nature of our current market will 
help bolster prices. 



Bainbridge Island Single Family Homes Sold January 1 through June 30 

 

 

 

Condominiums and Land Interestingly, the increase in inventory has not yet been felt in the residential condo-

minium market.  Due to low inventory the volume of condominium sales are down almost 21% from last year.  Prices are up 8% 
from 2015, but the median price is still 13.7% lower than in 2007.  In addition to the shortage of available condominiums buyers 
face potential financing challenges specific to that type of property.  In the land segment, sales are down more than 
30%!  Median price for land is also off 6.5%, which is 47% of the 2007 median.  This is perplexing as land sales improved quite a 
lot between 2014 and 2015. 

Moving Forward So our changes are subtle at this time, but in process. On the residential side, the greater inventory 

gives buyers more choices and potentially more sales. Sellers are seeing price levels that entice people to return to the market-
place and support a competitive environment. The regional economy outlook continues to impress and our position in that 
marketplace remains strong. (What other community can still claim the same commute time to downtown as twenty years 
ago?) The outlook ahead is all very positive! 
 
This summer, we are opening a satellite office on Olympic Drive and Winslow Way. There we’ll be able to greet ferry passengers 
as they first arrive to the island. Our goal is to give our clients more exposure to pedestrian and vehicle ferry traffic and have 
agents on hand to answer questions. We hope to have our doors open soon, so please stop by!     

* As of July 1, 2016 

  2010 2011 2012 2013 

  

2014 2015 2016 Change (%) 

(15-16) 

Average Prices: $669,361 $606,755 $672,598 $585,179 $692,738 $798,744 $920,482 +15.2% 

Median  Prices: $549,250 $515,000 $530,000 $495,000 $620,000 $660,000 $754,999 +14.4% 
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Total Sales: 144 121 171 205 167 191 159 -16.8% 

Inventory (7/2): 297 309 273 207 182 112 150 33.9% 

Under Contract: 41 44 84 78 61 54 58 7.4% 

“Available”  Inventory: 256 265 189 129 121 58 92 58.6% 

EXCITING NEWS! The Seattle Seahawks and Windermere Real Estate have joined in 

an exclusive partnership that will make Windermere the Official Real Estate Company 

of the Seattle Seahawks.  At the center of this partnership is a new campaign entitled 

#tacklehomelessness in which Windermere will donate $100 for every Seahawks 

tackle at home during the 2016 season. On the receiving end of these donations is 

YouthCare, a Seattle-based non-profit organization that has been providing services 

and support to homeless youth from across Puget Sound for more than 40 years.  


