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Introduction
[bookmark: _GoBack]For companies to gain strong competitive advantage in the market, there is need to have informed decisions. In the case of real estate industry, the concept of linear regression analysis is used to enable decision makers to have informed decisions. Distinctively, the concept of linear regression analysis in the real estate industry helps real estate professionals find out how some factors like square footage, house prices, build year, and location of the house have a significant relationship. After the analysis, the real estate professionals provide the best possible decisions to be formulated by the clients for the companies to gain strong competitive analysis. In this case, the concept of linear regression will be used to investigate the relationship between the size in square feet and selling price of properties.
Representative Data Sample
A simple random representative sample size of 30 was generated from East North Central region. The sample is shown in table 1 below. The information in the table is used in the simple linear regression analysis. 
Table 1: Random sample
	
	State
	County
	 listing price
	 $'s per square foot
	 square feet

	1
	oh
	belmont
	172500
	100.877193
	1710

	2
	oh
	ashland
	188000
	150.882825
	1246

	3
	il
	knox
	205100
	117.8735632
	1740

	4
	il
	jackson
	154300
	105.468216
	1463

	5
	in
	vanderburgh
	214100
	134.1478697
	1596

	6
	oh
	athens
	246400
	157.9487179
	1560

	7
	oh
	hancock
	380300
	94.41410129
	4028

	8
	oh
	marion
	149700
	115.5092593
	1296

	9
	oh
	cuyahoga
	265100
	136.1581921
	1947

	10
	il
	kankakee
	148700
	115.003867
	1293

	11
	mi
	eaton
	189900
	96.10323887
	1976

	12
	oh
	allen
	227600
	146.8387097
	1550

	13
	il
	dekalb
	347500
	97.2299944
	3574

	14
	oh
	ashtabula
	177000
	106.7551267
	1658

	15
	oh
	lawrence
	248300
	156.4587272
	1587

	16
	il
	henry
	257700
	123.4786775
	2087

	17
	wi
	calumet
	226400
	111.3625184
	2033

	18
	il
	whiteside
	283700
	135.9367513
	2087

	19
	mi
	lenawee
	191500
	117.6289926
	1628

	20
	wi
	portage
	531000
	108.6333879
	4888

	21
	il
	winnebago
	236700
	139.893617
	1692

	22
	in
	elkhart
	202300
	181.7610063
	1113

	23
	oh
	seneca
	211900
	167.7751386
	1263

	24
	in
	wayne
	203800
	141.4295628
	1441

	25
	il
	rock island
	166300
	127.4329502
	1305

	26
	mi
	monroe
	228600
	136.1524717
	1679

	27
	il
	sangamon
	213500
	129.9452222
	1643

	28
	oh
	scioto
	204200
	130.7298335
	1562

	29
	in
	allen
	398000
	112.9078014
	3525

	30
	oh
	huron
	199700
	146.946284
	1359



	A descriptive statistics that comprises of the mean, median, and standard deviation of the listing price and the square foot variables is shown in table 2 below.
Table 2: Mean, Median and Standard Deviation 
	
	Listing price
	 square feet

	mean
	235660.0000
	1917.6333

	Median
	212700.0000
	1635.5000

	Standard deviation
	82658.0601
	892.7933



Data Analysis
	Since the regional sample was obtained randomly, it can be concluded that it is a reflexive of the national economy. This implies that sampling bias was eliminated due to the use of simple random sampling in sample data collection (Levy, P. S., & Lemeshow, 2013). The random sample was obtained using the sample generator function in Excel (RAND). The random samples were then arranged in ascending order and the first 30 observations were included in the study data.
	Despite the fact that the regional sample reflects the national market, the median, mean and the standard deviation of the national population differed from those of the square foot and listing price for the regional sample. Those for the regional sample were less.

Scatterplot
Figure 1: Scatter plot


The Pattern
	The above graph in figure 1 has only two variables namely listing price, which is an outcome variable and square feet which is the explanatory variable. The listing price variable is the market price of the house while the square feet variable is the size of the house in square feet.
	Moreover, it is evident that there exists a positive linear between the two variables. This implies that the bigger the size of the house in square feet, the higher the price of the house in USD and the smaller the size of the house in square feet the lower the price of the house. There are no outliers in the scatter plot.
	Based on the regression equation in the graph, if I had a 1800 square foot house, I would choose to list the price of the house at: 
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