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Summary
Information that is transparent and available to all consumers is essential for ensuring equitable access 
to homeownership. The multiple listing service (MLS) fills that role, as the source for accurate, open data 
that supports an efficient housing marketplace. The MLS is a cooperative enterprise where real estate 
agents and brokers share information about listings, connect buyers and sellers, and facilitate home sales 
transactions. The vast majority of homes sold are listed on the MLS. Bright MLS serves most of the Mid-
Atlantic region, covering six states and the District of Columbia. In 2022, more than 85% of all homes sold in 
the region were listed and marketed on the MLS.  

Benefits to Buyers   
The MLS benefits both buyers and sellers. When homes are listed on the MLS, prospective buyers are able 
to view and tour nearly all homes available for sale. They do not need to contact individual brokers to see 
different homes—the MLS makes the homebuying process more convenient for buyers. The MLS also 
plays a key role in advancing fair housing by ensuring all prospective buyers can access full information 
about homes available for sale, as opposed to other systems that limit information about listings to certain 
networks of buyers.  

Benefits to Sellers  
There are also significant benefits for sellers who use an agent to list their home on the MLS. The MLS 
makes it possible for sellers to have the greatest number of homebuyers see, tour, and potentially make  
an offer on their home. Brokers and agents enter accurate, detailed information about homes listed for 
sale, which helps market a seller’s property. The MLS provides a subset of its rich data to consumer real 
estate sites such as Zillow, Realtor.com, and brokerage websites, which receive millions of views each 
month. By listing their home on the MLS, sellers can receive the most competitive offer because their home 
is exposed to the greatest possible number of prospective buyers. 

Bright MLS collaborated with Drexel University to analyze the role the MLS plays in the home sale 
transaction, and specifically to measure the seller benefits associated with listing and marketing a home 
on the MLS. This is the largest study to date comparing on- and off-MLS home sales, analyzing more than 
1 million transactions that took place between 2019 and the first quarter of 2023. The study compares 
homes sold on-MLS to similar homes sold off-MLS (e.g., for sale by owners, office exclusives/pocket 
listings1, etc.) The research results corroborate findings from prior studies2, demonstrating that the MLS 
provides significant benefits to consumers.     

1  An office exclusive or pocket listing refers to listing agreements in which the property is only marketed within the broker’s firm and not publicly       
  advertised for sell elsewhere, including on the MLS.
2  See Gillen, Kevin C., Ken Schneider, and Lisa Sturtevant. 2022. Bright MLS On-MLS Study: Measuring the Benefits of an Open Marketplace, Northern  
    Nevada Regional MLS Sales Price Impact Study. 2023. Naniik, LLC.
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Key Findings
Figure 1. Nearly All Sellers List Their Home 
on the MLS
Share of on-MLS home sales

Listing a home on the MLS has become even more important in the post-pandemic housing market.  
Nearly all sellers list their homes on the MLS. Between 2019 and the first quarter of 2023, 84.0% of all homes 
sold were marketed and sold on the MLS. The on-MLS share dipped slightly during the fast-paced pandemic 
market; however, as the housing market has cooled in response to higher mortgage rates, more sellers are 
listing their home on the MLS. In 2022, 85.5% of homes that were sold in the Bright footprint were listed on  
the MLS. In the first quarter of 2023, early indications show the on-MLS share increased to nearly 90%. 

Sellers in Bright’s three major markets were all very likely to list their home on the MLS. Between 2019 and 
2023, over 83% of homes sold in the Philadelphia and Baltimore metro areas were listed on the MLS. The  
on-MLS share was 88.0% in the Washington, D.C., area market over that same time period.
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Price difference when sold on-MLS

Homes sell for more when they are listed on the MLS. This research examined comparable homes sold  
on- and off-MLS and found that homes listed and marketed on the MLS consistently bring sellers a higher 
price. Between 2019 and the first quarter of 2023, homes sold on the MLS sold for 17.5% more than 
comparable homes sold without being listed on the MLS.   

Furthermore, the on-MLS price premium has increased in recent years. In 2019, on-MLS sales commanded  
a 13.3% higher price, on average. By 2022, the typical on-MLS sale price was 18.3% higher, and data from  
the first quarter of 2023 suggests the on-MLS price premium is even more pronounced this year. *

Figure 2. Homes Sold on the MLS Had 
Higher Prices Than Homes Sold Off-MLS 

2019 2020 2021 2022 2023 Q1
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* On-MLS increase based on the 2023 average sale price of homes marketed through Bright MLS compared to other similar homes in the same area. 
   Every home is unique and the housing market is subject to fluctuation. Results cannot be guaranteed.
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Figure 3. There is a Significant Financial 
Benefit to Sellers Who Sell Using the MLS
Median sales price: Bright Footprint 
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There is a significant financial benefit to sellers who market their home on the MLS. Homes that are listed on 
the MLS—as opposed to homes sold privately by the seller, offered as a broker’s office exclusive, or otherwise 
sold without listing on the MLS—reach the greatest number of prospective homebuyers and bring the seller 
the most competitive offer. In 2022, this research indicates that listing a home on the MLS brought the typical 
home seller an additional $53,890 compared to what they would have received if they had sold their home 
outside of the MLS.  
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In this evolving housing market, where new technologies offer the promise of transforming the real estate 
industry, this research demonstrates that the most important step buyers and sellers can take is to work 
with a real estate professional and use the MLS to list, market, and view homes.  
 
The MLS provides the most accurate and transparent property information to consumers, ensuring that all 
prospective buyers have access to the same opportunities. Sellers forgo significant financial benefits when 
they do not take advantage of the MLS’s ability to bring together the greatest number of buyers and sellers, 
which creates an efficient marketplace for all consumers and leads to home prices that reflect true  
market conditions.   

Conclusion

About Bright MLS

Bright’s industry-leading MLS supports more than 100,000 real estate professionals who serve 
millions of homebuyers and sellers across six states and the District of Columbia. In 2022 alone, 
Bright MLS helped facilitate more than $121 billion in real estate transactions, helping more than a 
quarter of a million consumers find a place to call home. 

Without the MLS, fair housing falls short. 
The MLS exists to ensure an open, clear, and competitive  
housing marketplace that gives everyone the  
ability to find their place to call home.

Learn more about the value of the MLS at brightmls.com/open.

http://brightmls.com/open


On-MLS Study

8

Methodology

This research analyzed more than 1 million home sales transactions taking place in five states3 and the District 
of Columbia between 2019 and the first quarter of 2023. This analysis makes use of public records data, which 
are local government data that include information about all home sales transactions in the local jurisdiction. 
The transactions in the public records data are compared to Bright MLS listing data, the comprehensive 
database of properties listed for sale by participating agents and brokers in the region.  

A critical element of the research was to identify true “arm’s-length” residential resale home sales transactions 
in order to estimate outcomes for a typical seller in the market. An arm’s-length transaction is one in which 
the buyer and seller act independently and do not have any relationship to each other. As a result, each party 
consummates the transaction only if they perceive it to be in their own self-interest.  

There is no specific identifier of an arm’s-length transaction in either the public records or MLS data; however, 
the data used in this study include a range of information that was used to define traditional arm’s-length 
transactions as carefully as possible. Several other types of homes were excluded from this analysis to narrow 
the focus to traditional home sales and to make it possible to compare on- and off-MLS transactions.  

The following types of transactions were excluded from this analysis:

• Sale price less than $45,000 

• Total living area less than 500 square feet 

• Short sales, nominal sales, foreclosures, bank sales, government sales, sheriff’s sales or auctions, and 
intra-family transfers 

• Multi-parcel sales, new construction, co-op listings, and corporate buyers 

• “Flips,” which were defined as homes purchased by investors and quickly (within 12 months) turned 
around and resold

Data

3  Portions of New Jersey, Pennsylvania, and Virginia, along with the entire states of Delaware and Maryland, and the District of Columbia were included in this  
   analysis. See www.brightmls.com/our-markets for Bright’s coverage area. Counties in West Virginia were excluded from this analysis due to a lack of public  
   records data.
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In addition to these filters, outliers were removed from the dataset. Properties in the top and bottom 1.5% 
of transactions based on the home’s total living area, sale price, and price per square foot were excluded 
for this analysis. The exclusion of outliers in this manner is common in housing economic studies to 
account for data errors as well as very unusual properties that do not reflect typical transactions.  

The final dataset included 1,003,263 transactions taking place between January 2019 and March 2023 
across the Bright footprint. A total of 846,565 of these sales were transacted on-MLS, while 156,698  
were off-MLS transactions. 
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The study uses a hedonic regression model to isolate the impacts of selling a home on-MLS versus off-MLS. 
Hedonic regression is a well-established approach for analyzing housing market outcomes.4 The basic 
intuition of a hedonic regression—as it applies to housing—is that the total value of a home is the sum of its 
individual characteristics. This includes its physical characteristics (e.g. size, condition, design), locational 
characteristics (e.g. proximity to amenities such as parks, restaurants, and dry cleaners; neighborhood 
quality of life; amount of greenspace), and fiscal characteristics of its city or town (e.g. school quality, 
frequency of trash collection, quality of roads and parks, and taxes, etc.). A hedonic regression explicitly 
accounts for differences in the attributes of individual properties and can isolate and then measure the 
dollar value that a particular attribute has on the home’s value.  

This study utilizes a hedonic regression to control for and isolate a range of property and location attributes 
that impact a home’s sale price in order to isolate the price effect of a home selling on- versus off-MLS. 

Where:

Model

4  Sopranzetti, B.J. (2015). Hedonic Regression Models. In: Lee, CF., Lee, J. (eds) Handbook of Financial Econometrics and Statistics. Springer, New York,  
     NY. https://doi.org/10.1007/978-1-4614-7750-1_78

= the natural log of the ith property’s sale price

= the characteristic of the ith property with the jth characteristic; e.g., square footage 

= 0 if the transaction is off-MLS
= 1 if the transaction is on-MLS

= indexes each observation in the sample: i=1, 2, 3, …N

 = indexes total number of control variables in the regression

 = the estimated parameter coefficient on the jth characteristic

~i.i.d (0,1)
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The value of              gives the value of a sale transacting on-MLS versus off-MLS, after controlling for all other factors 
that determine a property’s sale price. 

Models were estimated for the Bright MLS footprint overall. Separate models were also run for each of the three 
major metropolitan areas in the Bright MLS footprint (Philadelphia, Baltimore, and Washington, D.C.). Lastly, the 
models were estimated by year to examine how the value of listing a home on-MLS versus selling off-MLS changed 
over time, especially pre- and post-COVID. 

The regressions were estimated using an Iterative Weighted Least Squares (IWLS) approach. While Ordinary 
Least Squares (OLS) is the default estimation method for regression analysis, this method implicitly assumes that 
all observations should be given equal weight in the computation. This is generally an erroneous assumption in 
housing, where there is a lot of variation across homes and there are transactions that are relatively unique. The 
IWLS estimation accounts for the variability in home sales data, giving less weight to very unique sales and more 
weight to more typical sales.  

The dependent variable is the home’s sale price, which is the close price reported in the MLS if the property is 
an on-MLS sale, and is the price recorded by each county or city in the title transfer record if it is an off-MLS 
transaction. The dependent variable is logged so that the models’ parameter estimates can be interpreted as 
percentages. 

A whole range of factors were included as explanatory variables in the model, including both property and 
neighborhood characteristics. As a result of restrictions and inconsistencies in the public records data, there were 
limits on the explanatory variables that could be included in the model. In particular, information on the number of 
bedrooms and bathrooms, which is consistently available for homes listed on the MLS, is not routinely collected 
or made available by local governments in the public records data. By contrast, total living area (square feet) is 
available more consistently in both the MLS and public records data.  

Despite these limitations, the models include a range of explanatory variables that account for both property and 
neighborhood characteristics, which allowed for reliable measurement of the impact on a home’s sale price when it 
is listed on the MLS as opposed to being sold off-MLS.  

Variables
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Figure 4. Model Variables
Property and location characteristics were included to isolate the 
impact of the MLS on home prices.

Sale price (in dollars), loggedDependent Variable

Property Characteristics
• Property type (single-family or condominium)
• Distance to the nearest MSA’s central  

business district 

Neighborhood Characteristics (Census tract data)
• Homeownership rate
• Percent multifamily units
• Percent of households with 2+ people
• Percent married-couple households
• Percent of adults age 25+ with a bachelor’s  

degree or higher
• Percent of population age 65+
• Median household income (000s of $s) 

Explanatory/Independent  
Variables 
 
 
 
 
 
 
 
 
 
 
 
 



On-MLS Study

13

Bright Footprint Baltimore MetroPhiladelphia Metro Washington D.C. MetroYear

84.0% 84.9%83.0% 87.2%2020

85.5%

84.0%

81.9%

83.1%

86.7%

83.3%

89.6%

88.0%

2022

2019-Q1 2023

81.0% 83.5%77.8% 85.3%2019

84.1%

89.2%

81.7%

85.2%

83.7%

88.8%

88.6%

93.5%

2021

2023 Q1

Figure 5. Share of On-MLS Home Sales

The vast majority of home sellers list their home with a real estate agent or broker using the MLS.  Over 
the period of 2019 through Q1-2023, 84.0% of all homes sold across the Bright MLS footprint were listed 
on the MLS. Just 16% were sold outside of the MLS as a for-sale-by-owner, as an office exclusive or pocket 
listing, through an agent not using the MLS, or via some other off-MLS transaction. 

Sellers rely on the MLS even when it is a strong seller’s market. In fact, the share of homes listed on the 
MLS generally increased during the pandemic, when inventory hit record lows and home prices surged. 
In 2019, 81.0% of all homes sold in the Bright MLS footprint were listed on the MLS. The on-MLS share 
increased to 84.0% in 2020 and to 84.1% in 2021. As the COVID-19 pandemic receded and the housing 
market cooled, sellers have been even more likely to use the MLS. The share of homes listed on the MLS 
was 85.5% in 2022. In the first quarter of 2023, early indications show 89.2% of sales were on-MLS 
transactions across the Bright footprint. 

Across the Mid-Atlantic’s three major metro areas, sellers are much more likely to list their home for sale 
on the MLS than to sell off-MLS. In 2022, the share of on-MLS sales ranged from 81.9% in the Baltimore 
metro area to 89.6% in the Washington, D.C., metro area. The Baltimore metro area generally has had a 
slightly larger share of off-MLS listings, which could reflect sales associated with significant community 
redevelopment activities in the City of Baltimore.

Results
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After accounting for property and neighborhood characteristics, regression results show there is a 
significant sale price benefit to sellers when they sell their home on-MLS.  Across the Bright footprint, 
homes that were sold between 2019 and the first quarter of 2023 and were listed and marketed on the 
MLS sold for 17.5% more than comparable properties sold off-MLS (e.g. as a for-sale-by-owner, office 
exclusive/pocket listing, etc.).  

Regression results are presented below for the Bright footprint. Results for the Philadelphia metro, 
Baltimore metro, and Washington, D.C, metro areas are included in the Appendix. 

Overall, the adjusted R-square values indicate that the models are well-specified, explaining a significant 
share of the variation in home prices over the time period and across metro areas. The signs on the 
coefficients of the explanatory variables are generally as expected. The negative Condo coefficient 
signifies that condominium prices tend to be lower than single-family prices, holding other factors 
constant. The TotalLivingArea coefficient is positive, indicating that larger homes sell for a higher price. 
Newer homes also have higher prices than older homes, on average. 

Most neighborhood characteristics also generally conform to expectations. Homes closer to the central 
business district have lower prices than homes farther out.5 Homes located in Census tracts with higher 
median household incomes and a higher share of residents with a bachelor’s degree or higher sell for a 
higher price. Homes located in neighborhoods with a higher share of older residents (age 65+) also tend 
to sell for higher prices. In the three metro areas, neighborhoods with a greater share of married couple 
households are associated with higher home prices.  

The model results suggest that a greater share of owner-occupied homes in a particular Census tract 
is associated with a lower sale price, while a higher multifamily share indicates a higher home sale price 
(except in the Washington, D.C., metro area), holding other factors constant. This result could be driven 
by transactions in urban areas where there are more amenities that drive home prices higher, but also 
more multifamily buildings. Due to data limitations, it was not possible to include amenities as explanatory 
variables in the models. 

The price impact of listing a home on the MLS is obtained by exponentiating the On_MLS coefficient. 
Overall, across the Bright footprint, homes that were listed on-MLS sold for 17.5% more than those that 
were not over the period of 2019 through Q1 2023. The on-MLS price premium generally increases over 
time. In 2019, before the pandemic and during a more typical housing market, the on-MLS premium was 
13.3%. By 2022, the impact of listing a home on the MLS versus selling it off-MLS had increased to 18.3%. 
The findings suggest that even during a decidedly seller’s market, where supply was at historically low 
levels, listing and marketing a home on the MLS was essential for sellers to get the best price for their home. 

5  This would change if the dependent variable had been measured as price per square foot.
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On_MLS_PCT_Premium
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Figure 6. Weighted Least Squares Results:  Bright Footprint

Results for the three major metro areas in the Bright footprint are generally consistent with the overall 
findings. (Metro area results in the Appendix.) In the Philadelphia metro area, after controlling for property 
and neighborhood characteristics, the effect of the MLS on sale price was 15.5% for transactions taking 
place between 2019 and the first quarter of 2023. The on-MLS premium generally rose over time, from 
11.3% in 2019 and 11.2% in 2020 to 15.1% in 2022 and 18.0% in the first quarter of 2023.6

6 The results for the first quarter of 2023 should be treated as directional and not a final estimate of the on-MLS premium for 2023 as a whole.
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The effects of listing a home on the MLS were higher in the Baltimore and Washington, D.C., metro areas. 
Over the period of 2019 through 2023, homes sold on-MLS commanded a 15.8% higher price in the 
Baltimore area, on average, while the average price premium was 17.0% for homes sold in the Washington, 
D.C., metro area. In both regions, the benefits to sellers associated with listing their home on the MLS 
increased during the pandemic, and there appear to be even stronger effects in the post-pandemic 
housing market, based on 2022 and early 2023 results. 

The financial benefit to sellers is significant. Listing on the MLS showcases a home to more prospective 
buyers, creating a more efficient marketplace and resulting in a price that reflect true demand and supply 
in the market. Sellers do much better when their home is listed on the MLS, receiving a significant financial 
benefit from having access to more potential buyers. 

In 2022, the typical seller who sold a home on-MLS in the Bright footprint made nearly $54,000 more than 
a seller who sold a comparable home off-MLS. The financial benefit to sellers has increased over time, as 
both the on-MLS premium and overall home prices have increased. Significant financial benefits to sellers 
were realized across the three metro areas in the Bright footprint. In 2022, sellers in the Philadelphia metro 
area made $53,110 more when they listed their home on the MLS. Sellers in the Baltimore metro area 
received a sale price that was $52,480 higher than what comparable off-MLS sellers received, and the 
financial benefit to sellers in the Washington, D.C., metro area in 2022 was $61,170.  

Bright Footprint Baltimore MetroPhiladelphia Metro Washington D.C. MetroYear

$36,110 $38,370$28,590 $45,5502020

$53,890 $52,480$53,110 $61,1702022

$33,250 $37,860$25,130 $42,4502019

$48,140

$63,530

$40,540

$59,290

$47,760

$65,390

$51,400

$73,640

2021

2023 Q1

Figure 7. On-MLS Financial Benefit to Seller
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The housing market continues to evolve, but the desire for homeownership is unwavering. Buying and selling 
a home is the biggest financial decision most people will make in their lifetime. The transaction is more than 
financial, however. Homeownership is an essential part of the American Dream, and becoming a homeowner 
is about finding a place to make memories, nurture aspirations, grow a family, and build community. Having a 
transparent and efficient housing market, where all consumers can participate, is at the heart of supporting 
the American Dream of homeownership. 

The MLS provides a platform for ensuring equitable access to information and brings the widest range 
of sellers and buyers together to create a fair and efficient housing marketplace. Homebuyers benefit by 
knowing there are no properties “hidden” from them as they search for a home and that everyone has 
access to the same information. Sellers benefit because the MLS allows their property to be viewed by the 
greatest number of prospective buyers, bringing them the strongest offer. 

Conclusion
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Appendix
Figure A-1. Weighted Least Squares Regression Results
Philadelphia Metro Area
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Figure A-2. Weighted Least Squares Regression Results
Baltimore Metro Area
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Figure A-3. Weighted Least Squares Regression Results
Washington D.C. Metro Area
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