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Market Insight

Average mortgage rate
drops to lowest level in
more than a year

By Alex Veiga

AP BUSINESS WRITER

The average rate on a
30-year U.S. mortgage fell
this week to its lowest level
in more than a year, extend-
ing a recent trend that's
helped give lagging U.S.
home sales a boost.

The average long-term
mortgage rate fell to 6.19%
from 6.27% last week, mort-
gage buyer Freddie Mac
said Thursday. A year ago,
the rate averaged 6.54%.

This is the third straight
weekly decline and it brings
the average rate to its low-
est level since Oct. 3, 2024,
when it was 6.12%.

Borrowing costs on
15-year fixed-rate mort-
gages, popular with home-
owners refinancing their
home loans, also eased this
week. The average rate
dropped to 5.44% from
5.52% last week. A year
ago, it was 5.71%, Freddie
Mac said.

Mortgage rates are
influenced by several fac-

tors, from the Federal Re-
serve's interest rate policy
decisions to bond market
investors' expectations for
the economy and inflation.
They generally follow the
trajectory of the 10-year
Treasury yield, which lend-
ers use as a guide to pricing
home loans.

The average rate on a
30-year mortgage has
remained above 6% since
September 2022, the year
mortgage rates began
climbing from historic lows.
The housing market has
been in a slump ever since.

Sales of previously occu-
pied U.S. homes sank last
year to their lowest level in
nearly 30 years. Sales have
remained sluggish this year,
but accelerated last month
to their fastest pace since
February as mortgage rates
eased.

Mortgage rates started
declining in July in the
lead-up to the Federal
Reserve’s decision last
month to cut its main in-
terest rate.

SOUND OFF

What are the pros and cons of virtual

/D¢

A: Virtual staging has become a
go-to option for many sellers, espe-
cially when traditional staging isn't
practical or within budget.

Pros:
* Budget-Friendly: Typically you'll
invest in the hundreds, instead of
thousands for full-scale staging.
e Customizations: One room can be
styled multiple ways, which is perfect
for showing flexible uses like a home
office, nursery or gym. Or, you can
offer a variety of decor style options
to appeal to a wider range of buyers.
e Fast and Convenient: This is ideal
when timelines, distance, or logistics
make physical staging difficult. A
quick turnaround helps listings hit
the market faster.
e Versatility: Ideal for highlighting
the potential in empty or unique
spaces like garages, ADUs, or un-
finished areas. You can really bring
function and style to these spaces
that are otherwise overlooked or
underused.

Cons:
e Harder to Connect Emotionally:
Buyers can't experience the space’s
warmth, scale, or flow the way they
can when walking through a beauti-
fully staged home in person.
e Expectations vs. Reality: Buyers
might be surprised if the home looks
different than the virtual images, so
honesty and transparency is key.

If traditional staging isn't possible,
virtual staging is a powerful way to
help buyers see what's possible.

Leo Peak, Peak Family Real Estate
Group at REAL Broker; 415-816-1469,
leo@leopeak.com.

staging, and when do you suggest it?

A: |'ve done virtual staging several
times and this is what I've learned.
Pros:
e Cost. Virtual staging costs be-
tween $20-$50 per picture where
real staging costs $§),OOO on aver-
age.
-gLooks fantastic! The tweaks you
can do to make it more digitally
appealing are limitless. A fire in the
fireplace, for an example.
o I-%ster! Most real estate photog-
raphers can do your virtual staging
the same day they send your pic-
tures.
Cons:
e Doesn't help the in person vibe at
all. An empty house is not homey!
No real sofas, coffee table, no freshly
made beds, no furniture to imagine
the possibilities.
e Too fake! Sometimes, the house
looks too good to be true. The virtu-
al staging is so great, then you get to
the house and it's not like you saw
online. Some people might say this is
deceiving and a waste of their time.
When a house is not in the best
condition, some light virtual staging
with a disclosure, online, that the
rooms have been virtually staged
works well. Sometimes, if the house
is in a less desirable neighborhood,
virtual staging works well because
real furniture won't encourage peo-
ple to like the neighborhood.
Karin Cunningbam, Intero Real Estate,
650-438-3504,
kcunningbam@intero.com.
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A: If budget is an issue for a seller,
then virtual staging can help in-
crease appeal of the home on-line
to prospective buyers in an afford-
able way.

As | tell my seller clients, staging
does not represent a physical
change, but it does represent an
emotional change. Creating an
emotional connection with prospec-
tive buyers.

A big downside to virtual staging
is that buyers may be disappointed
when they come to see the home
and it doesn’t look as inviting as
when they viewed it on-line.

Selling a home for most people
involves the sale of their biggest
asset. If you're already investing in
updates like new paint, refinished
hardwood floors, remodeled kitch-
en and bathrooms, and refreshed
landscaping, it usually makes sense
to go the extra step with profes-
sional staging.

Virtually staging can help pro-
spective buyers to come and view
the property. However, professional
staging will increase the appeal of
the home for in person showings as
well as for online viewings — often
leading to stronger offers. So pro-
fessional staging is my preferred
recommendation.

Jeff LaMont, Coldwell Banker Realty,
650-740-8808, jeff@jefflamont.com.
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