MARYLAND EASTERN SHORE & DELAWARE
MARKET REPORT

SELLER ADVISORY & REGIONAL BRIEFING « ECONOMIC INTELLIGENCE FOR CLIENTS

Executive Summary: A Market in High-Rate Stabilization. The mid-Atlantic housing market navigates a critical period of
regional stabilization. Persistently high mortgage rates—hovering at 6.54% to 6.69%—continue to act as a demand cooling
agent, but tight local supply dynamics keep home values resilient. Unlike national patterns where inventory is building
quickly, Maryland's Eastern Shore retains a restricted active supply. This report translates complex county and
macroeconomic trends into highly tactical advice designed to empower real estate agents and maximize leverage for home
sellers.

1. COUNTY-LEVEL PRICE PERFORMANCE (JUNE 2026)

Local territory numbers illustrate that the Eastern Shore is not a pricing monolith. Low-inventory, high-end corridors are
outperforming national baselines, whereas affordability-driven regions reflect modest consolidation. Pricing strategies must
therefore be highly calibrated to specific county boundaries.

County / Region ‘lll:ir:; 2026 Median YoY Change | Mark egment Characterization

Queen Anne’s County $549,500 +1.8% High-Value / Low-Volatility Stability

Talbot County $539,500 +12.4% Luxury-Driven / Intense Equity Appreciation
Kent County $390,000 +9.2% Mid-Tier / Solid Buyer Demand Influx

Cecil County $365,000 -1.1% Stable Pricing / Minor Market Consolidation
Caroline County $344,000 +9.2% Affordable Entry / Competitive Infill Demand
Dorchester County $295,000 -4.8% Price-Sensitive / Direct Rate Pressure Impact
Eastern Shore Region $410,000 +3.8% Healthy, Balanced Regional Appreciation

Trend 1: Persistent Inventory Shortages and Local Rate Lock-in

While the national market has reached a 4.6-month supply (an inventory level not seen since late 2019), Maryland's active
supply remains locked at approximately a 3-month level. Active listings statewide are 12.9% below last year's figures, driven
by an 18.5% YoY drop in new listings. Nearly 13,000 fewer homes have piled onto the market through July year-to-date—a
21.9% contraction. Over 70% of current homeowners are locked into mortgages below 5%, keeping existing-home listings
heavily constrained.

Seller Advantage Indicator

WHY IT MATTERS TO SELLERS: Inventory scarcity represents a structural firewall protecting home values. Sellers who are
ready to list face almost no local inventory competition. Rather than dreading a price crash, agents can reassure sellers that high
local prices are insulated by a chronic, structural supply deficit.
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2. REGIONAL VELOCITY, SUPPLY AND FINANCING CHALLENGES

Velocity & Supply Benchmark Eastern Shore Metric National Context & Trend

Closed Monthly Sales 356 units Down 2.2% YoY, reflecting slight rate fatigue.
0 i s .
New Pending Sales 360 units Down 13.0% month-over-month, suggesting a late summer
cool-off.
Active Listing Inventory 1,324 listings Upward path, but remains isolated from severe pricing drops.
Months of Supply 4.3 months Balgﬁged threshold (4.5 to 6 mos). Greater buyer option
flexibility.
0 . . i .
Median Days on Market 16 days Up 29@ YoY, but still nearly twice as fast as the 29-day national
median.
Average Days on Market 43 days Wider spread; highly priced homes sit, fast entries exit quickly.

Trend 2: Contract Friction, Fallouts, and 'Digital Baggage'

While pricing remains stable, transaction velocity shows elevated friction. Nationally, 14% of July's signed home-sale
agreements fell through prior to closing—the highest cancellation rate since 2023. Elevated monthly mortgage payments
and geopolitical anxieties are forcing buyers to reconsider. On the Shore, median days on market rose to 16 days (up 20%).
Overpriced listings are sitting, collecting accumulative DOM and history of price cuts, which acts as a negative anchor—or
'digital baggage'—that severely dampens perceived property value.

Risk Mitigation Advisory

WHY IT MATTERS TO SELLERS: Listing agents must enforce absolute precision in pricing from Day One. With a high fallout
rate, transaction vetting is critical. Ensure buyers are fully pre-approved with verified assets. Do not let a property accumulate
'digital baggage' on search portals by testing unrealistically high pricing.

Trend 3: Financing Easing & Innovative Solutions

Q2 2026 mortgage demand weakened across all categories. In response, GSEs are easing qualifying guidelines to unlock
dormant buying power. Freddie Mac recently overhauled its non-traditional income guidelines, allowing borrowers to qualify
using savings/assets instead of traditional paystubs. This removes age restrictions and standardizes down payments,
turning stagnant savings directly into active home purchase power for retirees, the self-employed, or younger buyers with
non-traditional incomes.

Buyer Pool Expansion Indicator

WHY IT MATTERS TO SELLERS: Sellers shouldn't assume the buyer pool is dry. This new rule expands the pool of legitimate
buyers. Instruct your listing agent to market properties to self-employed professionals, retirees, and buyers with non-traditional
incomes who can now seamlessly leverage these asset-conversion rules.
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3. MACROECONOMIC AND INFRASTRUCTURE PRESSURES

Trend 4: Institutional Investor Retreat Frees Starter Inventory

Large-scale institutional real estate investors are stepping back. Rising costs for property insurance, local taxes, and
material prices have squeezed yield margins, with investor purchases hitting record lows. This retreat is heavily amplified by
the '21st Century ROAD to Housing Act' which restricts multi-home institutional acquisitions. Over the past several months,
large investors have actually been net sellers of residential properties.

Strategic Positioning Tip

WHY IT MATTERS TO SELLERS: This investor exit removes corporate, cash-rich bidders on entry-level homes, opening doors
for regular first-time buyers. For sellers of starter homes, this represents a transition from corporate sales to helping local families
enter the market. Emphasizing a turn-key, move-in-ready product is paramount, as first-time buyers are heavily rate-sensitive
and lack reserves for major post-sale renovations.

Trend 5: Infrastructure Realities & Data Center Sprawls

In many semi-rural and outlying mid-Atlantic corridors, data center installations over 50 megawatts have scaled sevenfold
since 2018. While these high-impact facilities provide tax benefits, they put pressure on local residential home building.
Because data center developers pay premium wages to contractors, skilled residential builders are facing severe local labor
shortages, extending home building timelines and escalating construction material costs (+5.0% YoY).

Asset Protection Brief

WHY IT MATTERS TO SELLERS: If a data center is announced near your property, there is no need to panic. Realtor.com
economic analysis of 43 identical ZIP codes showed no negative pricing hit to home values near existing facilities. Leverage this
data to defuse buyer concern and emphasize the local commercial economic growth.

STRATEGIC SELLER ACTION PLAN FOR THE CURRENT MARKET

1. Price Accurately from Day One: Median Days on Market is climbing (16 days). Overpricing creates 'digital baggage' on
digital portals. Avoid the urge to 'test the market' at unrealistic figures.

2. Strict Financial Vetting: With a 14% contract fallout rate nationally, verify your buyers. Mandate fully vetted pre-approvals
where income, debt ratios, and down-payment assets have been pre-underwritten.

3. Invest in Move-In Ready Upgrades: Buyers face heavy monthly mortgage payments and have zero stomach for expensive
fixer-uppers. Fresh paint, modern fixtures, and basic staging will attract premium, motivated buyers.

4. Leverage Asset-Conversion Financing: Highlight Freddie Mac's asset-to-income options in marketing materials to target
wealthy self-employed individuals and retirees looking for secondary residences or luxury retreats.

Source Grounding Note: All local market data, county-level prices, sales metrics, and macroeconomic analysis are compiled directly from the real
estate and economic intelligence of the National Association of REALTORS® (NAR), the National Association of Home Builders (NAHB), Freddie
Mac, Realtor.com Research, and local brokerage data (June/July 2026).
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