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Hello Everyone, 

 What a crazy month October has proven to be.  The month jetted by with lots of work, thanks to you.  I 
had serious fun at my 40th High School Class reunion in PA and even missed the snow by a week!  We had a nice 
visit with my brother/sister-in-law from FL to cap off the month.  Imagine, Thanksgiving is only a few weeks away 
and the Christmas Holiday Season only a couple of months from now! 

 Real Estate news for the month was somewhat uneventful, but tended to be positive.  The US Census Bu-
reau reported that AZ was the #2 State in total housing unit growth since 2000, up 30% in the decade.  We saw 
little change in mortgage interest rates.  RealtyTrac and CoreLogic both report Phoenix area foreclosures down-
nearly 40% form a year ago.  90-day delinquency rates on mortgages are also down 8.4% compared to last year.  
Phoenix overall home sales continue a downward trend.  9900 in July, 8300 in September, 7600 in August.  This is a 
reflection of actual sales and foreclosures.  Inventory is quite low (see Cromford Report on next page) and that is 
making it difficult for many wannabe Buyer’s to find a home that suits their taste.  ASU’s WP CXarey School of 
Business Prof Emeritus Dr Jay Butler says it’s due to lower foreclosure rates and the overall market is not strong 
enough to take up the slack in sales.  I can’t agree more!  CoreLogic also reported in Oct that renters are now gen-
erally spending 5% more of their household budget on housing costs versus owners.  Yes, it really can be less ex-
pensive to own you own home than to rent.  We are also seeing a resurgence in Canadian Buyer’s entering the 
Phoenix market.  The interesting thing is we are now seeing more Eastern Canadian’s than in previous years. 

 Congratulations to Nirbhy & Lorelei from Edmonton on the successful close on an investment condo in N 
Phoenix.  I’m happy to say things are on track for the sale of Jeff & Ginny’s Chandler home in Nov.  I’m hoping 
their offer on a downsized San Tan Valley home falls into place in the next couple of days.  Congrats to my Sellers 
Patty in Chandler’s and Mark & Cathy from MI on both getting offers that are working out well on their Andersen 
Springs and Sun Lakes homes.  We are working to get through the final negotiations on a short sale purchase in Val 
Vista/Gilbert for Terry of Chandler.  Let’s hope the ‘Bank’ becomes a bit more co-operative.  It was tough to tell 
PJ & Robert in Queen Creek that their Lender and our prospective Buyer could not reach a successful agreement 
on price.  Things changed when we got word of a full price cash offer coming our way in less than 24 hours of their 
property being back on the market.  It’s great to be busy and I thank each of you for your continued support.  Now 
if I can just find properties for several people who I’m searching for, we’ll get to make some more smiling faces.  
Thanks to Diane for the referral leads this month and the same to Ray & Elaine.  Till next month... 

Regards, 

 

JEFF GERBER  
A B R ® ,  G R I ® ,  S R E S ® ,  R E A L T O R ®  

Visit my website at: www.jeffgerberrealtor.com 



Copyrighted Information provided by The Cromford Report 
www.cromfordreport.com 

 

The table above  provides a concise statistical summary of today's residential resale market in the Phoenix metropolitan area. 

The figures shown are for the entire Arizona Regional area as defined by ARMLS. All residential resale transactions recorded by ARMLS are included. Geographically, this 
includes Maricopa county, the majority of Pinal county and a small part of Yavapai county. In addition, "out of area" listings recorded in ARMLS are included, although 
these constitute a very small percentage (typically less than 1%) of total sales and have very little effect on the statistics. 

All dwelling types are included. For-sale-by-owner, auctions and other non-MLS transactions are not included. Land, commercial units, and multiple dwelling units are also 
excluded. 



now anyone buying or selling
real estate? Please refer me so
that I can use my skills and

knowledge in the real estate industry
to help them with their sale or
purchase.

K

eed more space 
to accommodate your 
ever-expanding holiday

gatherings of family
and friends?  Call me,
and I’ll help you find
the perfect home to

meet your needs!

hink olive oil is just good for cooking or filling oil lamps?  Think again,
and check out these new uses for this ancient oil:T

New Uses for Olive Oil  

hinking of selling your
home?  As an experienced
real estate professional, I

would like to point out the benefits
of adding an Old Republic Home
Warranty to your transaction.
While the home is on the market,
Seller’s Coverage provides repair
and replacement coverage for your
home’s systems and appliances. It
keeps the home showing well
during the listing period, which
can result in a faster sale at a higher
price.  At close, the Buyer’s Plan
seamlessly takes effect, protecting
the buyer against potential
unknown after-sale problems. Last
but not least, the home warranty
provides budget protection from
the high cost of home repair and
peace of mind for both the home
seller and home buyer.

Call me today for more
information on the value of an 
Old Republic Home Warranty.

T

he single most important step that smokers can take to enhance the length and
quality of their lives is to quit smoking.  Around 46 million Americans have
already quit, and you can too!

When you're ready to quit smoking, draw up a plan, set a date, and stick to it. Here
are some ideas to help you succeed and cope with withdrawal:

T
N Quit Smoking During the Great American Smokeout!

• List your reasons for quitting…as 
positive reinforcement should the going 
get tough. 

• Set the quit day when you're not likely 
to be stressed or typically smoke a lot 
(e.g., the holidays, or near an important 
deadline). 

• Decide if you want to sign up
for a smoking cessation class
or use nicotine replacement. 
• When the day comes,
throw out your cigarettes,

lighters and ashtrays. 

• Avoid places and activities that you 
associate with smoking. 

• Plan activities and distractions in 
environments that don't allow smoking. 

• Plan to be around people who support 
your effort and avoid people who are 
likely to give you a cigarette. 

• Carry oral substitutes and things to 
nibble on (carrot or celery sticks, hard 
candy, toothpicks or sugar-free gum). 

• And finally, if you do have a 
cigarette, you haven't failed. You've just 
slipped. Don't beat yourself up—
just get back on the wagon. 

• Kitty care: 1/8 to 1/4 teaspoon in your 
cat’s food will help prevent hair balls.

• Stop door squeaks: apply a small dab 
to a cloth, then wipe the top of the 
hinges and allow the oil to run down 
into the hinges.

• Shaving:  substitute olive oil for
shaving cream to get a closer shave.

• Shining stainless steel: some cleaners 
can dull and even corrode chrome and 
stainless steel. Olive oil, however, is a 
safe and effective shining agent.

• Removing eye makeup: dab a little 
around the eyes and remove with a 
clean cloth.

• Cuticle moisturizer: massage a small 
amount of olive oil into the nail beds.

• Soften and moisturize dry 
skin: rub a thin layer over the 
skin after a shower.

• Dust and polish wood 
furniture: apply a bit of 
olive oil to a clean, soft 
cloth and wipe.

If you are working with another Real Estate Professional, please disregard this notice.                                                                                                                           Copyright © 2011

Jeff Gerber, ABR, GRI, 
SRES

The Empowered Team LLC
Real Estate for Today

Tel: (602) 330-7272, jeff@jeffgerberrealtor.com, www.jeffgerberrealtor.com



1 C. butter 
3/4 C. brown sugar 
3/4 C. granulated sugar 
2 eggs 
2 tsp. vanilla 
2 1/2 C. flour 
1 tsp. cinnamon (optional) 
1 tsp. baking powder 

1 tsp. baking soda 
1/2 tsp. salt 
2 1/2 C. oats 
1 11.5-oz. 

bag semi-sweet 
chocolate chunks 

1 C. chopped pecans, 
or any nut of your
choice

Preheat oven to 350 degrees. In a large mixing bowl, cream butter, brown sugar,
and granulated sugar. Add eggs and vanilla and mix well. Combine flour,
cinnamon, baking powder, baking soda and salt and stir into creamed mixture.
Add oatmeal, chocolate chunks and nuts and stir until well blended. Drop by
teaspoonful onto cookie sheets. Bake for 12 minutes.

Oatmeal Chocolate Chunk Cookies 

ANSWERS:1-b; 2-b; 3-c; 4-d

aking holiday cookies is a time-honored tradition for many families.
Unfortunately, It can also be a time-consuming chore to bake enough
varieties for your holiday cookie trays. The solution?  Host a holiday cookie

exchange party!  Here’s how it works:

Invite friends who also enjoy holiday baking to bring a large batch of one type of
cookie to the party (a dozen cookies for each attendee, plus a dozen for guests to
enjoy). This gives everyone the desired variety for their holiday parties (yet only
requires baking one recipe) and the host has instant refreshments to serve to

guests! Have participants bring copies of their
recipe to share, and remind them to bring
containers for transporting their cookies home.
Prepare a large table spread with a decorative cloth
to display the cookies. Play seasonal music and
serve at least one holiday beverage such as egg
nog or hot mulled cider along with coffee, tea,
juices and, of course, milk!  

B

Blowing 
Smoke 

Host a Holiday Cookie Exchange Party 

Smoking is the leading cause of
preventable death in the U.S.  Test your
tobacco knowledge with this quiz on how
smoking can adversely affect your health. 

1. About how many smokers die from
illness attributable to smoking? 

a) All
b) Half 
c) A third
d) A quarter

2. Smoking accounts for about what
percentage of all cases of chronic
obstructive pulmonary disease
(COPD), which takes the form of
chronic bronchitis or emphysema? 

a) 100%
b) 90%
c) 70%
d) 40%

3. Smokers are about how much more
likely to have heart attacks than non-
smokers? 

a) 20% more likely
b) 50% more likely
c) Twice as likely
d) No relation to smoking

4. Smoking is estimated to cause: 
a) 15% of premature births
b) 20-30% of low-weight births
c) 24% of SIDS or "crib death" 

incidents
d) All of the above

Jeff Gerber, ABR, GRI, SRES
The Empowered Team LLC
3370 N Hayden Road - Suite 123-119
Scottsdale, AZ 85251
Tel: (602) 330-7272
www.jeffgerberrealtor.com
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October 5, 2011 

 
SALES   Month over Month 
 
Sales in September took a 9.4% dip to land at 7,892.  This figure is almost 10% off the 
2011 average of 8,765.  With the exception of 2008, a decline in sales from August to 
September has occurred in nine out of the last ten years, with an average decline of 
9.18%.   
 
 
SALES   Year over Year 
 
The September sales figure (7,892) was 16.7% higher than the September 2010 figure 

(6,764). The 2010-2011 sales figures follow a similar wave pattern of 2009-2010, although 

with higher values. All in all sales are up and in line with predictable seasonal fluctuations.   

ARMLS STAT          OCTOBER 2011 
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NEW INVENTORY 
 

New inventory added to the market in September (9,498 units) continued on the down-

ward trend line started in January of 2011.  Slowing of new inventory added each month 

is critical for reducing supply and ultimately correcting pricing.  

TOTAL INVENTORY 
 
Total inventory for September was 26,950 listings, almost half (46.32%) of the decade 

high total inventory of 58,178 in October 2007.  While the total inventory trend line for 

the last twelve months has been downward, the last three months have been relatively 

flat: 27,655, 26,983 and 26,960 for July, August and September, respectively. The 26,960 

total listing figure has not been that low since December of 2005. September’s total in-

ventory is in line with the totals earlier in the decade from 2002 through the first quarter 

of 2004.  
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MONTHS SUPPLY OF INVENTORY (MSI) 
 
Although months supply of inventory ticked up slightly to 3.41 months in September, a seller’s market 

still remains.  MSI for the entire market is only a barometer of market health and does not accurately 

depict supply and demand in all niches.  The brisk and plentiful sales at the lower end of the pricing ma-

trix belie the oversupply in the higher ranges.  As the plethora of lower end properties is absorbed, buy-

ers searching for good deals will of necessity move up to the next highest range.  From a historic perspec-

tive, overall market MSI in the 3 month range which we have enjoyed since March, has not been seen 

consistently since 2003.  From mid 2004 through Q3 of 2005, when the market was in the midst of its 

frenzy, MSIs were less than three, and often less that 1 month.  In 2006 when the market began turning, 

MSI started climbing above 6 culminating in January of 2008 at a decade high of 19.56 months. MSI is 

another Valley metric that has returned to more normal levels.  

NEW LIST PRICES 
 

September’s median new list price increased 4.9% to $131,000, the highest median list price since June 

2010. The average new list price was $210,800, the highest since October 2010.  While these increases 

are minimal,  they are tilting in the right direction.  For a market whose pricing has flat lined, an up-

ward tilt is perhaps a harbinger of better pricing to come.  A tilt is not a trend, but just a glimmer of 

hope.  
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SALES PRICES 

 
Sales prices followed a pattern similar to that of new list pricing. The median sales price 
rose $5,000 (4.5%) to $114,900, a level not seen since November of 2010, while the average 
sale price increased by $3,700 (2.5%) to $155,100. Using the glass half empty/full analogy, 
the level to which these metrics have fallen is dire, but the upward tilt of both the median 
and the average sales prices have the feel of a fresh breeze on a hot, still Valley day.  The 
optimist in all of us hopes for October median and average pricing to follow the lead of Sep-
tember, even if it is only a slight increase.   

ARMLS STAT          OCTOBER 2011 
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THE ARMLS PENDING PRICE INDEX™ 
 
The ARMLS Pending Price Index (PPI) is a forecasting tool unique to ARMLS which uses the 
prices of pending properties in the MLS system to predict median and average sales prices 
up to 90 days into the future.  Last month PPI predicted that the September median sale 
price of $110,300.  In fact the actual median was $114,900, missing the mark by 4.17% in a 
positive direction.  The predicted September average sales price from last month PPI was 
$152,400. The actual September average price was  $155,100, missing the prediction by 
only 1.77% but again in a positive direction. 
 
The median sales price predictions for the next 90 days steadily decline with $112,000 in 
October, $105,000 in November and $100,000 in December.  The average sales price pre-
dictions follow a similar downward trend of $152,000 in October, $147,000 in November 
and $133,000 in December.  
 
The accuracy of the PPI diminishes the further into the future it goes, as the size of the 
pool of pending properties gets smaller.   

 

ARMLS STAT          OCTOBER 2011 
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PPI SUPPLEMENT 
The PPI Supplement focuses on newly pended properties added each month to the total pool of 
pending properties in the MLS system.  By comparing the pendings in rolling four monthly incre-
ments, subtle changes in the pending pool can be predicted. 
 
Last month PPI reported a decline in the number of pending properties in the below $50,000 and 
$50,001-100,000 ranges.  This month the units in all price points from below 50,000 up to $400,000 
and $450,001-$500,000 and $700,001-$750,000 decreased. Pendings in the $400,001-$450,000 re-
mained static.  Increased units were found in $500,001-$700,000 and  in the ranges above 
$750,001. While this is only one month’s pending data, it signals more activity in the higher ranges 
than has been detected in the recent past.  As the number of units in the lower ranges declines, 
buyers will shift buying preferences to the next higher range.   

Pending Contracts Signed In September 

Price Range 
PPI 
Avg 

PPI 
Med 

PPI 
Units 

Units % 
of Total 

<=50,000            34,534             35,000      1,005  12.11% 

50,001 - 100,000            76,830             77,000      2,653  31.98% 

100,001 - 150,000          124,843           125,000      1,984  23.92% 

150,001 - 200,000          173,378           171,000      1,001  12.07% 

200,001 - 250,000          226,020           225,000         559  6.74% 

250,001 - 300,000          275,657           275,000         356  4.29% 

300,001 - 350,000          325,465           325,000         210  2.53% 

350,001 - 400,000          378,591           378,500         142  1.71% 

400,001 - 450,000          427,350           425,000           91  1.10% 

450,001 - 500,000          478,982           479,000           48  0.58% 

500,001 - 550,000          528,857           529,000           53  0.64% 

550,001 - 600,000          582,591           582,501           38  0.46% 

600,001 - 650,000          631,955           635,000           25  0.30% 

650,001 - 700,000          679,887           677,500           22  0.27% 

700,001 - 750,000          735,875           743,750           12  0.14% 

>=750,001       1,244,877        1,095,000           97  1.17% 
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PPI SUPPLEMENT - $/SQ FT 
 

This month PPI adds another dimension to the property data added to the pending pool for a given month.  Over roll-

ing four month increments, PPI will be watching the price per square foot at various price points in the market.  Table 

data compares the two recent months.  This month, the price per square foot in the below $50,000 up to $200,000 

and $250,001-300,000 ranges appear to have leveled.  The ranges from $200,001-250,000, $300,001-450,000 and 

$650,001 to over $750,000 showed increases in $/sq. ft.   The ranges from 450,001-650,000 showed declines in $/sq 

ft.  While this data only looks at new pending data one month at a time, it can reveal subtle changes which are signs of 

recovery . 

 Pending Contracts Signed In August       

Price Range 
PPI 
Avg 

PPI 
Sq Ft 

PPI 
Units 

Avg 
Pending 

Price SqFt 

<=50,000            35,280               1,214      1,165  29 

50,001 - 100,000 
           76,654               1,576      3,091  

49 

100,001 - 150,000          124,755               1,883      2,361  66 

150,001 - 200,000 
         173,498               2,168      1,184  

80 

200,001 - 250,000 
         226,358               2,488         666  

91 

250,001 - 300,000 
         275,974               2,769         395  

100 

300,001 - 350,000          326,455               2,965         243  110 

350,001 - 400,000          374,505               3,111         155  120 

400,001 - 450,000          426,296               3,326           91  128 

450,001 - 500,000          478,220               3,397           75  141 

500,001 - 550,000          524,869               3,465           41  151 

550,001 - 600,000          577,080               3,770           34  153 

600,001 - 650,000          625,041               3,981           22  157 

650,001 - 700,000          671,443               4,247           14  158 

700,001 - 750,000          727,056               4,352           18  167 

>=750,001       1,113,943               4,932           92  226 

 Pending Contracts Signed In September       

Price Range 
PPI 
Avg 

PPI 
Sq Ft 

PPI 
Units 

Avg Pend-
ing Price 

SqFt 

<=50,000        34,534           1,194           1,005  29 

50,001 - 100,000 
       76,830           1,556           2,653  

49 

100,001 - 150,000      124,843           1,882           1,984  66 

150,001 - 200,000 
     173,378           2,171           1,001  

80 

200,001 - 250,000 
     226,020           2,396              559  

94 

250,001 - 300,000 
     275,657           2,752              356  

100 

300,001 - 350,000      325,465           2,912              210  112 

350,001 - 400,000      378,591           3,078              142  123 

400,001 - 450,000      427,350           3,182                91  134 

450,001 - 500,000      478,982           3,481                48  138 

500,001 - 550,000      528,857           3,594                53  147 

550,001 - 600,000      582,591           3,933                38  148 

600,001 - 650,000      631,955           4,079                25  155 

650,001 - 700,000      679,887           4,004                22  170 

700,001 - 750,000      735,875           3,987                12  185 

>=750,001   1,244,877           5,184                97  240 
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FORECLOSURES PENDING 
 
Foreclosures pending dropped 20 out of the last 22 months to 23,555 in September 
(November and August 2010 excepted which each rose less than 1%).  While the average 
monthly decline over this 22 month  period was 3.74%, the decline rapidly accelerated 
by 6.17-9.64% from March through July of this year.  While this month’s drop represents 
a slowing of the foreclosures pending decline at 2.1%, it is still a decrease. 
 
If we consider foreclosures pending over the decade, the ranges of 2003-2004 hover 
slightly below 5,000 to just under 6,000.  In 2005-2006 during the market’s buying 
frenzy, monthly foreclosures pending dropped to the 2,000-4,000 range. We could justi-
fiably consider foreclosures pending in the 5,000-6,000 range indicative of a normal mar-
ket.  Foreclosures pending is one more market metric that has not yet reached normal, 
but it on a good path.  We should be mindful that foreclosures pending feed the total 
foreclosure pool.  A recovery in the foreclosures pending metric will eventually be fol-
lowed by a decline in the total foreclosures in the supply of active listings.  

ARMLS STAT          OCTOBER 2011 
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AVERAGE DAYS ON MARKET (DOM) 
 
Average days on market for September finally broke through the 100 day barrier to land 
at 95, a level not seen since May 2010. Average DOM calculated for the entire market 
should only be seen as a barometer of overall market health and not indicative of days 
on market in smaller market niches or various price points. We can expect though that 
this metric will continue to fall if total  inventory levels continue to decline to 2003-2004 
levels.  

DISTRESSED SALES 
 
Distressed sales are a composite of lender owned sales and closed shorts sales.  Lender 
owned sales declined 19.35% in September to 2,931, and its percent of total sales like-
wise declined to 37.1%, representing a 4.6% decrease from August.   Short sales (2,127) 
jumped 3.4% over August,  accounting for 27% of total sales. 
 
In September distressed sales accounted for 5,058 (64.1%) of total sales.  While this per-
centage is a 2.9% drop, it is in line with the 66.7% twelve month average.  This decline in 
the percent of total sales is seen as positive, yet  lender owned sales doggedly continue 
to exert negative pressure on pricing.  
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COMMENTARY 
 
This month STAT cites several areas of positive news:  sales activity, while not as robust as the last 
several months, still remains high; foreclosures pending continue its downward trend, albeit on a 
less steep decline; market wide MSI remains under 4 and the average DOM dropped 5 days in Sep-
tember.  Pricing even took a whimsical upward turn for all four price metrics:  median and average 
prices for both sales and new listings. Tune in next month to learn if the upward turn is pure whimsy 
or the start of something. 
 
More notable is this month’s metrics in the historical perspective of the entire decade.    Consider-
ing that the mid to second half of the decade was marred by an unrealistic buying/selling frenzy 
which drove prices to unrealistic heights followed by a market in free fall, the first half of the decade 
looks fairly normal.  In fact, today’s total inventory levels are comparable to levels of 2003-2004, the 
years right before the frenzy.  Similarly, MSIs in the 3-4 month range have not been enjoyed consis-
tently since 2003. 
 
Consider the yearly averages for both median and average sales prices.  The decade high yearly av-
erage for median sales price occurred in 2006 at $254,450, a 42% gain from the same figure in 2003 
($148,483).  The current YTD average for median sales price is $110,389, a 57% fall from the 2006 
high. The same phenomenon occurred for average sales price, which reached the decade high 
yearly average of $334,567 in 2006, 41.6% above the 2003 figure of $195,450.  The 2011 YTD aver-
age is $156,857, 53.1% below the decade high.  Thus the pricing gains in the Valley which peaked in 
2006 were wiped away by 2011. After such radical price declines, median and average pricing from 
2003 now looks very attractive, almost normal. 
 
This month PPI added a new dimension to its Supplement, tracking movements in price per square 
foot at various price points for pending sales data added to the existing pending pool each month. 
The Supplement will detect subtle changes in pricing through the price/sq ft metric.  As property at 
the lowest tiers is absorbed, buyers will move to the next price range to take advantage of the Val-
ley’s housing affordability.  Pricing recovery will be based on such subtle changes. 
 
At the recent 2012 Economic Outlook* breakfast sponsored by the Phoenix Chamber of Commerce, 
economists, Dr. Angel Cabrera and Elliot Pollack, and Beckie Holmes, Director of Marketing Science 
with Cox Communications, focused on the interdependencies of economies (global, national, state 
and local), jobs, debt and migration on the Valley’s recovery.  They pointed out that our recovery 
will remain vulnerable until consumers finish restructuring their debt, new construction is no longer 
eclipsed by existing inventory, people in other states can liquidate their homes and move to Ari-
zona, housing formation reverses it direction and pent up housing demand can access credit. 
 
The unemployment figure for Phoenix Metro decreased slightly from 8.7 in July to 8.4**  in August.  
In 2011 Greater Phoenix gained 31,330 net jobs, a small yet positive number compared to the 
246,400 lost over the three prior years.  Jobs like other metrics such growth in manufacturing, tour-
ism and education and health services, retail sales, etc.  can best be described  as going in the right 
direction but at a painfully slow pace.  Conclusions reached at the Economic Summit pointed to 
slow, yet positive growth until 2015, followed by accelerated growth and a strong economy from 
2015 to 2020. We are ready! 
 
 

*2012 Economic Outlook 

** US Bureau of Labor statistics 

ARMLS STAT          OCTOBER 2011 
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