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EXECUTIVE OVERVIEW

The Southwest Florida market is undergoing a healthy normalization and price discovery process following the post-pandemic
surge, rather than a broad-based collapse. Local transaction data shows continued strength in sales volume and cash buyer
participation, while certain segments—particularly those priced on 2022 peak expectations—undergo meaningful corrections.
This bifurcated environment rewards realistic pricing, updated properties, and alignment with current buyer expectations.
Dramatic headlines often overstate stress; the underlying data tells a more nuanced story of a market that is functioning and
creating opportunities where priced appropriately.

KEY MARKET INDICATORS — LEE & COLLIER COUNTIES

Metric Lee County Collier County
Sales Volume (YoY) +14% ~+16%
Dollar Volume (YoY) +14% >+10%
Cash Sales Growth (YoY) +21% ~+20%
Cash % of Transactions ~45% >63%

Additional context: Nearly 10,000 properties have changed hands in Lee County year-to-date. Median prices and price per square
foot have declined modestly. Days on market have lengthened, and distressed activity has risen from historically low levels but
remains contained.

THE BIFURCATED MARKET: WHY BOTH NARRATIVES COEXIST

The apparent contradiction—rising inventory and price reductions alongside higher sales and cash activity—is explained by
market bifurcation:

« Properties that sell: Correctly priced, updated, well-located homes aligned with today's buyer expectations and affordability
parameters continue to move steadily.

« Properties that linger: Those priced based on 2022 peak expectations are sitting, reducing, and chasing the market
downward. Price reductions here often reflect seller expectations adjusting to current willingness-to-pay rather than a
market-wide crash.

« Price movement pattern: Buyer traffic, showings, offers, and pending sales shift first. Closed sale prices and median
metrics are lagging indicators. Inventory and days-on-market respond earlier than final prices.

* Segment adjustments: Many SWFL segments are down roughly 15-20% from the May 2022 peak. Some areas have
corrected more, others less—this represents a meaningful but orderly adjustment, not collapse.

Classic market dynamic at work: "High prices cure high prices, and low prices cure low prices." When prices rose too far,
buyers pulled back. As prices correct sufficiently in targeted segments, buyers (including investors and equity-rich retirees) are
returning, affordability improves, and demand begins absorbing inventory.

INVENTORY LEVELS & LOCAL SUBMARKET CONTEXT

Current inventory months supply indicates a shift toward balanced or slightly buyer-favorable conditions in many areas
(benchmarks: <5 months = seller's market; 5—-7 months = balanced; >7 months = buyer negotiating power).

Area/ Type Months Supply (approx.) Interpretation

Estero ~5 months Balanced / leaning seller

Recently improved; first time under 6mo in

Cape Coral (Single Family) ~6 months [ e

Fort Myers ~7 months Balanced to buyer tilt



Lehigh Acres ~7 months Balanced to buyer tilt

Single Family (overall) 6 months Balanced

Manufactured Homes 9 months Buyer advantage emerging
Low-Rise Condos 10 months Buyer power increasing
Mid-Rise Condos 11 months Buyer power increasing
High-Rise Condos 18 months Significant buyer leverage

GULF ACCESS & EMERGING BUYER OPPORTUNITIES

Particular attention is warranted in the Gulf access segment. Remarkable buyer interest is evident, with some properties now
selling for approximately $200,000 less than three years ago. Investors, retirees, second-home buyers, and boaters are actively
identifying and acting on values that simply did not exist a few years ago. This illustrates how corrections in specific niches create
tangible opportunities for prepared buyers—while underscoring that blanket "crash" narratives miss the localized,
segment-specific nature of current conditions.

CASH BUYER STRENGTH & ACCESS TO CAPITAL

The rise in cash transactions (now 45-63%+ of activity) is a key feature of this market cycle. Unlike the Great Financial
Crisis—where cash sales rose because traditional financing disappeared—today's cash surge reflects expensive financing costs,
retirees bringing equity from higher-cost or appreciating markets in other states, and investors continuing to deploy capital. This is
generally a sign of market participants with liquidity and conviction stepping forward, rather than broad distress. It also highlights
the market's increasing dependence on access to capital and the importance of understanding buyer profiles (cash vs. financed).

STRATEGIC IMPLICATIONS FOR OUR TEAM

« Pricing Discipline is Paramount: Overpricing is the fastest path to extended days on market, price reductions, and buyer
perception issues. Price realistically from listing day based on current comps and buyer expectations in this bifurcated
environment. Well-priced homes are selling.

* Property Condition & Presentation Win: Updated, well-maintained, and well-located properties that meet today's buyer
criteria continue to attract offers. Emphasize value, updates, and lifestyle features in marketing.

« Educate Clients with Data, Not Headlines: Sensational "housing crash" narratives generate clicks but do not reflect the full
local picture (sales and volume up, strong cash participation, nearly 10k Lee County transactions YTD). Provide balanced
context: stress exists in overpriced segments, but the market is not collapsing.

« Identify & Serve Buyer Opportunities: Cash buyers, equity migrants, investors, and value-oriented purchasers are finding
attractive entry points in corrected segments (including Gulf access). Position your clients to act decisively where realistic
pricing has created opportunity.

« Inventory Reality: With months supply in the 5—7+ range across key submarkets, expect more balanced negotiations.
Prepare sellers for potentially longer marketing periods if priced aggressively; prepare buyers to move reasonably on
well-presented homes.

* Less Hype, More Reality: Our role is to interpret the underlying data for clients—not amplify dramatic interpretations.
Markets correct excesses; this one is doing exactly that in a localized, segment-specific manner.

BOTTOM LINE: The data indicates a market in transition—robust transaction activity and cash buyer strength
coexisting with necessary price adjustments in overheated segments. This is a normalization, not a crash. Agents who
guide clients with realistic pricing, strong presentation of value properties, and clear-eyed education on local
fundamentals will best serve both buyers and sellers. Opportunities exist for those who understand the bifurcation and
act accordingly. Less hype. More data. More results.
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