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Comparative Market Analysis (CMA) Primer 
 
The Comparative Market Analysis, or “CMA,” is a property-specific report prepared by a 
real estate agent using data and market knowledge to compare your property to similar 
properties in the marketplace.  Recently sold properties will provide us with the best 
gauge of property’s current value in the marketplace.  Agents will look at other homes 
currently for sale as well as homes that are under contract but for which the sales price is 
still not known. 
 
One of the first things an agent will need to do to prepare your CMA is to gather 
information about your property.  The best way is, of course, to see the property and to 
take the time to do an overall assessment of the major systems.  Generally, this inspection 
won't be overly detailed, nor does the house need to be totally cleaned up as if it were 
ready for an open house. It should be in such a condition that the agent will be able to 
make an accurate assessment of its condition and worth. If you plan to make changes 
before selling, inform the agent at this time.  
 
The next step is for the agent to obtain data on comparable sold and currently for sale 
properties. This data is primarily available through the Multiple Listing Service (MLS).  
Qualified agents will also consider properties that are on the market or that have sold 
without being part of the MLS.  Using this data and experience with sellers and buyers in 
the marketplace, an agent evaluates your home’s sales potential.  This process is part art 
and part science and the final expected sales price will usually be expressed as a range.  
The sellers’ desired timeline and other seller needs, such as finding a new home to move 
to, will influence the recommended list price.  Here’s an example:  it is determined that a 
sellers’ home should sell in 45 to 60 days for $285,000 to $299,000 with a recommended 
listing price of $297,500.  The agent and the seller may agree up front to evaluate the buyer 
interest after fourteen days and have a plan to reduce the price if buyer interest has not 
been sufficient.   
 
Please note that the CMA is not an appraisal.  An appraisal must be performed by a 
licensed appraiser.  On unique properties with few recent or nearby comparable 
properties it is often recommended that the seller have an appraisal done prior to listing.   
 
Before listing your home for sale ask several agents to prepare a CMA for you.  The results 
should be fairly close if the agents are of the same ability level.  At this point the seller 
needs to understand and evaluate each individual agent’s marketing skills and marketing 
plan.  Getting the price right on the CMA is all well and good as long as the agent has a 
concrete plan to get that price in writing from a ready, willing and able buyer.  
 


