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Summer Sales Volume in January? 
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The title of this article may seem unlikely. Most followers of real estate markets, particularly for 
resort properties, assume that spring and summer are the best sales time periods. Well, spring 
is indeed the strongest but sales volume actually has historically picked up in January. In fact, 
as the title suggests, the activity level is similar to that of the summer months.  

Take a look at the following chart showing the percentage of the year’s new contracts written in 
each month of the year for oceanfront condos. 

 

These are average figures over a 5 year period. Note that the pattern from year to year was also 
very similar. I stress that these are CONTRACT DATES, not the more commonly reported 
closed sale dates. The closed sale dates can be very misleading, often having very little 
correlation to the timing of market conditions. For one thing, in today’s market, a very high 
percentage of sales are short sales, which can take from 2 months to 24 months to close. Also, 
financing these days can easily take 60 to 90 days.  
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Another factor that can result in closed sale dates presenting a false picture is the presence of 
“pre-construction” sales. Going back a few years, closed sales for 2006 and 2007, especially for 
condos, looked pretty robust because this is when all of the condos sold at the peak of the 
market in 2004 and 2005 (at the highest prices) were closing. In reality, practically no new 
contracts were being written. 

Anyway, back to the chart. As you can see, sales pick up sharply in January, increase through 
Feb., March and April and then drop back a bit to a plateau more or less equivalent to Jan. 
through the rest of the summer. New contracts drop off sharply after the end of summer.  

Of course, it’s easy to associate reasons for the fluctuations.  “Spring fever” and anticipated 
summer rental income probably account for a great deal of the spring boost. The big drop-off 
starting in September can be explained by the end of the peak tourist season, the start of 
school, football season, and the holidays.  

Nevertheless, the one big surprise to me has always been just how fast the sales volume picks 
up after the first of the year. So what does this mean for you.  

If you are thinking of buying, the chart tells you that the buying spree has already begun. 
Winter bargains are already being snapped up. Also, of course, as mentioned before, many 
buyers like to time their purchases so that they hit the rental season flush-on, another reason for 
buying now – particularly if you are buying a short sale or financing your purchase, either of 
which will result in several months of waiting for the closing.  

If you are an owner and you plan to sell this year, it means don’t wait to list. In my opinion, 
this is the best time of the year to list, just in time for the strongest sales volume of the year. 
Many people think the best strategy is to wait until after the rental season but as you can see, 
this is when you will see the least number of buyers and also the least motivated buyers. They 
know they will have to wait through the winter season. Also, most of the buyers we see during 
the offseason are true bargain hunters in search of the lowest prices they can find.  

Also, from past experience, I can tell you that this coming fall may be an especially difficult time 
to sell because of the upcoming presidential election. Nothing freezes potential buyers’ decision-
making abilities more than this. 

The focus of this article has been oceanfront condos. I will research sales patterns for other 
types of properties and present these results in future newsletters. I hope this info is helpful. As 
always, please let me know if I can be of assistance in any way.    
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