
 
 
How to run a “Shopping Cart Theory:”  Run a report 
in MLS that includes: 
 

o Price range  (ex. $350 – $400) 
 

o Specific area of subject home 
 Use mapping feature to gather data from a radius of five – 

ten miles around subject home or choose a broad area 
where buyers may search for their home in this price 
range (not just the sub-division or town!) 

 
o All residential & condominium properties  

 Yes, this should include new construction 
 

o All active, pending (w/o contingencies) and sold properties  
 Run closed and pending statistics 90 days back 

 
o Numbers needed: Total actives, total pendings & total solds 
o Average original list price of solds and average sale price of solds 
o Average days on market for active, pending and sold 

 

Math for “Shopping Cart Theory” 
 

 Total actives = number of sellers in line 
 
 Add pending and sold together and divide by 3 (months) to learn, on 

average, the number of homes that go under contract or close each 
month (most recent successes) 

 
 Total actives divided by recent successes each month tells us the 

number of months of sellers could be in line 
 
 Number of recent success each month divided by the number of active 

listings tells us the percentage of homes, currently on the market, that 
are likely to sell in the next thirty days (under the current market 
conditions) 

 
 Average sale price divided by the average list price = list to sale ratio 

 
 Days on market tell big stories; is the market slowing down, picking up 

or status quo? 
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All statistics are from an MLS search dated __________ 
 
Price range studied _____________ 
 
Areas or geographic radius studied  _______________ 
 
Time frame studied 90 days 

 
There are ________ sellers in line to sell their homes  

(This is your true competition) 
 

The average days on market for your price range is 
_____________ 
 
On average, sellers are receiving ____% of their list price 
 
An average of ________ homes in your price range go under 
contract or close each month  
 
There are approximately ________ months of sellers in line to sell 
     
Based upon these statistics and current market conditions: 
Only ____% of the sellers in line are likely to sell in the next 30 
days 

 
 
 
  My objective in working with you when you are ready to sell is to:  Sell 
your home for the highest possible price, within your timeframe, with the least amount of 
hassle and inconvenience. 

Seller’s Market Momentum Report  



 
 

Place your logo here 

 
WHERE, ON THE RED LINE, WOULD YOU LIKE TO 

POSITION YOUR HOME IN TODAY’S ACTIVE 
MARKET? 

     

Qualified Home 
Assessment 

1)  The dots on the red line represent the list price of the most similar homes, if any, in your 
immediate market area and price range. These dots indicate where sellers are trying. 

 

2)  There are actually _____ homes actively marketed in this price range within a radius 
where buyers will shop.  While not all of these homes are similar to yours in style or 
amenities, by being in the same price range, they are competing with you for the buyer’s 
attention.  Buyers look at everything and then buy what they perceive to be the best value in 
their price range.   

 

3)  The dots on the green line represent the sale price of the most similar properties in your 
immediate market area and price range.  These sellers have sold their homes and have 
moved on with their lives.  More than 95% of the buyers typically need a loan to purchase 
your property.  Appraisers are likely to use these properties to qualify your home for a loan. 
These dots indicate where buyers are buying. 

= List price of most 
similar active 

properties 
in your immediate area 

 
 = Sale Price of  

properties sold  
with in the last 6 

months 


