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CMHC launches the
Canadian Housing Observer

The Canadian Housing Observer
is a new annual publication that
provides a detailed overview of
Canadian housing conditions,

trends and underlying key factors.
The Observer also presents an
integrated view of the changing

needs of Canadians.

To get your free copy,
call us at

1 800 668-2642

RESALE MARKET REMAINS VERY
TIGHT

Once again, a decline in sales was observed
in the Québec census metropolitan area
(CMA) in the second quarter of 2003. From
April to June 2003, 1,617 properties were
sold on the existing home market by MLS*
network agents, for a decrease of 11.3 per
cent from the performance recorded in
2002. The favourable conditions that led
to the substantial increase in demand are
holding up (low interest rates and vigorous
job market), but sales are being limited by
the lack of properties for sale.

The decreases in sales varied from 8.1 per
cent to 12.5 per cent, depending on the
type of housing, with the exception of
duplexes, for which sales rose by 2.5 per
cent. This last segment represents the least
tight market in the greater Québec area,
with a ratio of 6.2 sellers for every buyer.
Consequently, the choice is somewhat less
restricted, and sales are not as limited by
the short supply. However, this same
housing type posted the greatest decreases
in its seller-to-buyer ratio and its level of
active listings. A decline in such sales is
therefore to be expected over the coming
quarters.

Overheated conditions are still prevailing
across the territory and for almost all
housing types, with the exception of
duplexes.

Listing periods keep getting shorter

The 41-day average listing period for all
housing types clearly shows the vitality of
the market. In 2001, the listing period was
hovering around three months and, a year
ago, it exceeded two months. For certain
housing categories, the conditions are
exceptional for sellers; with just 2.6 sellers
per buyer, semi-detached and row homes
are sold within an average of 32 days. It is
no surprise that this is the market segment
where the negotiations are the most
difficult. In general, a semi-detached or row
house sells for 95.8 per cent of its listing
price. Buyers therefore have little room to
manoeuvre, and sellers can more easily get
an amount quite close to their initial asking
price.

Certain sectors posting more
condominiums for sale

In the last few quarters, the decrease in
the number of sales and the significant
increase in property prices were mainly
attributable to the minimal supply of
homes on the market. But there is one
encouraging sign for people seeking a
property: the number of condominiums for
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sale has risen in several sectors. In zones 1,
2, 4 and 6, the sectors with the most
condominiums in Québec, the increases
ranged from 4.5 per cent to 11.9 per cent.
The number of sellers per buyer has already
posted a gain, albeit modest, since the
beginning of the year. The major hike in
condominium construction may account for
this phenomenon. The condominium market
segment will therefore be the first to return
to a balanced situation.

However, it should be noted that, for all
housing types combined, there has been no
improvement in the supply of properties, and
the decrease in relation to the first quarter
of 2002 stands at 17.2 per cent. If the
prevailing overheated conditions are to

improve, the supply of properties will have
to increase more substantially. Buyers will
therefore have to be patient and wait a few
quarters for the inventory of homes for sale
to be replenished.

Properties selling for more than
their municipal assessment values

In general, the sales recorded during the past
quarter exceeded municipal assessment
values by 23 per cent. The shortage of
properties for sale on the market drove
transactions well above these prices. Among
the housing types with the greatest gaps are
condominiums, which sell for 26 per cent
more than their municipal assessment values.
The shortage of rental housing, the fact that
condominiums are more affordable than

single-detached houses and their popularity
among the aging population brought about
a craze for this type of housing. In the mid-
1990s, there were over 50 sellers for every
condominium buyer, which had caused a
price drop and a significant surplus on the
market. The arrival of new condominiums on
the market will therefore have to be
monitored closely to ensure that a similar
situation does not recur, especially in the
context of a slowdown in the population
growth.

Source: CIQ (CMHC compilation) Source: CIQ (CMHC compilation)

Property type Price range

Seller-to-
Buyer Ratio 
2nd Q 2003

Seller-to-
Buyer Ratio 
2nd Q 2002

Sales        
2nd Q 2003

Annual 
Change (%)

Sales        
(year-to-

date)

Annual 
Change (%)

Listing 
Period 
(days)

Annual 
Change

Under $75,000 3.7 5.1 77 -45.4 201 -42.4 46 -15
$75,000 to $94,999 2.7 4.0 110 -56.9 275 -61.2 35 -22
$95,000 to $119,999 2.5 4.0 294 -12.5 631 -24.1 35 -14
$120,000 or over 6.1 8.0 593 17.2 1,207 12.1 50 -23
All prices 4.3 5.5 1,074 -12.5 2,314 -22.0 42 -18
Under $70,000 5.2 4.8 2 -89.5 7 -90.3 52 -20
$70,000 to $89,999 2.0 3.6 72 -37.9 187 -46.1 31 -17
$90,000 or over 2.9 5.2 142 40.6 326 45.5 34 -32
All prices 2.6 4.3 216 -8.1 520 -19.1 32 -24
Under $70,000 4.8 5.4 42 -48.8 108 -54.6 49 -21
$70,000 to $89,999 3.9 4.7 46 -39.5 116 -42.9 42 -27
$90,000 or over 5.1 5.9 158 36.2 327 14.7 43 -41
All prices 4.7 5.4 246 -12.5 551 -24.1 43 -33

Seller-to-Buyer Ratios and Sales by Price Range
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