
*source :   RE/MAX Escarpment  &  N iagara  i n te rna l  da ta .
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The number of appointments dropped 
marginally from the week before, while the 
first half of November is reporting 16.6% more 
appointments than the same time frame in 
2020. 

The sold/apppointment index dropped 2 
points as buyers are slightly more poised to 
put pen to paper than last week.

In Hamilton, the popular price ranges trended 
down slightly to include the $350-400k price 
ranges and exclude the more expensive $1-
2M range. Burlington remains in the mid-high 
price ranges, and Niagara also shows mid-
high price ranges in the top 5.
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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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