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As to be expected, appointments declined over 
March break. Appointments are down -15.5% 
over the previous week, and -23% compared 
to previous year. Buyers this year are taking 
the opportunity to take time off and travel 
during this break as COVID safety protocols are 
beginning to lift.

The appointment/sold index has fallen again 
to 13.2 proving that value conscious buyers are 
making quicker decisions.

In Hamilton, the more affordable $450-500k 
price range took the #1 spot followed by mid-
high price ranges. In Halton, price shuffled 
slightly but remained in the mid-high ranges. 
Niagara continues to represent low, mid and 
high price ranges. 
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*This number assesses 
the relationship between 
properties that sold this 
week and the number of 

appointments made during 
the same week, thereby 

measuring Buyer
 motivation.
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