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Hello Everyone, 

 It’s looking and sounding a lot like Christmas, but I’m having a hard time comprehending another year is coming to a 
close.  It’s certainly been a busy year and one in which I’ve learned a lot.  Thank you to each home buyer, seller and person 
kind enough to refer someone to me.  2011 will be my busiest year ever.  I hope the end of  the month brings you opportunity 
and time to spend with friends and family as you celebrate the Holiday Season.  May 2012 be a year filled with blessings for you 
and your family.  I hope you will find the enclosed 2012 calendar to be a useful little gift.  It’s my very small way of saying 
THANK YOU for your support. 

 
 Real estate activity certainly was slower in the past months than we have been used to seeing.  Total sales were down 
by nearly 1000 units and our inventory is now barely 27,000.  What is somewhat potentially somewhat positive is most Agents 
and Title Companies reported very heavy closing activity at the end of November.  Perhaps that will carry momentum into 
December.  The market still is dominated by Buyer’s of properties under $200,000.  The market segment of $300,000 and up is 
quite quiet.  Perhaps wealthy snowbirds will provide some impetus to that market this winter.  Interest rates remain at near 
historic low levels.  Long term predictions still think that interest rates will stay in ‘the 4’s’ through 2012.  We’ll probably see 
interest rates and pricing increase during 2013.  Economist Marshall Vest from the U of A Eller College says he thinks Q2-
2011 will prove to be ‘the bottom of the market’.  His comments were part of his summary of a Federal Housing Finance 
Agency report released in late November.  A Wall Street Journal article in mid-month reported that home purchasing versus 
renting was the better idea in many areas including Phoenix.  They attributed this to home prices and mortgage rates at 15-year 
lows.  They reported $651 as the median mortgage payment and $762 as the median monthly rental price in Phoenix.  From the 
good news file...AZ’s unemployment dipped to 9% in October, down 0.1%.  Only 8% if AZ mortgage holders are being re-
ported as delinquent, according to the Mortgage Bankers Association.  That puts AZ in the 25 place among US states.  In other 
words, an improved position. 

 I want to congratulate Mark & Cathy from MI (I’ll miss seeing you each winter.) on the sale of their Sun Lakes home.  
Congrats also to Jeff & Ginny on the successful sale of their Chandler home and the purchase of their downsized home in San 
Tan Valley.  Also, congrats to Terry of Chandler on the purchase of another Val Vista/Gilbert home project.  November was 
the time in my 9 years in business where I had 4 closings in the same month.  It was a crazy month!  I look forward to hope-
fully helping PJ & Robert successfully sell their Queen Creek home and Patty her Chandler home in December.  I’m really ex-
cited to represent Jon & Mary as we market their big, beautiful Val Vista Lakes (Gilbert) townhome.  I look forward to helping 
many more potential home Buyer’s who are discussing the market with me at this time realize their dream of home ownership 
in The Valley in 2012.  Your referrals are always appreciated!  Have a safe and Happy Holiday Season filled with good health, 
lots of family, tons of fun and safe travels.  May 2012 be better to and for you than any year past! 

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 
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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. 



uring the holiday season, there are plenty of tasty temptations to derail the
eating plans of even the most disciplined people. Here are some tips to help
avoid dreaded weight gain while still enjoying the holidays:

• Eat a light snack before going to a party.  Arriving famished means you’re more 
likely to overeat.

• Choose beverages wisely. Alcohol is high in calories, which are stored as fat.   
Watch out for calories in soda, punch and egg nog as well.

• Be physically active every day.  A brisk 30 minute walk can reduce  
appetite and burn calories.

• Avoid recreational eating at gatherings. Use small plates, take 
small portions and don’t go back for seconds. When socializing, 
move away from the buffet table.
• Reduce the fat in holiday recipes. Go for tasty low fat and low 

calorie substitutes, such as skim milk and low fat cheeses. Use 
nonstick cooking sprays.  Flavor dishes with lots of herbs and spices.
• Maintain perspective.  Overeating on a single occasion won’t make 

you gain weight, but days of overeating will!  If you do over-indulge, 
simply return to your eating plan the next day without guilt or despair.

D

eferrals are the highest
compliment a sales
professional can receive from

a client. Please refer friends and
family to me so that I can provide
them with excellent real estate
service.

R

re you in the market to
purchase a home?  The
time is right to make the

move and interest rates are
attractive.  And the pride that
comes with home ownership
…well, that’s priceless!

Get peace of mind with your home
purchase by including an 
Old Republic Home Warranty
Plan.  A home warranty will help
protect your budget from
unexpected repair or replacement
costs caused by breakdowns of
your home’s heating, plumbing
and electrical systems, and most
built-in appliances.  Optional
coverage choices are available to
custom-fit the warranty to the
unique needs of your new home.

Call me today to learn how you can
get added peace of mind with an
Old Republic Home Warranty
Plan, or visit www.orhp.com for
more information.

Healthy Eating During the Holidays 

A

APPY HOLIDAYS! Thank
you for your business
and for allowing

me to assist with your
real estate needs. I
wish you peace, joy
and happiness  this
holiday season.

H

• Get enough rest. 
• Don’t overdo on anything—not eating, 

drinking, spending, or party-going.
• Keep up a regular exercise routine to 

lift your spirits naturally.
• Don’t strive for perfection. It’s not a 

very reasonable goal any time of year, 
let alone during the holidays. 

• Communicate with family members, 
friends, co-workers and your boss that 
you will be practicing moderation in 
all areas of your life this holiday season. 

• Just say no. If it is not going to bring 
you and your loved ones more joy, 
gently decline invitations and requests 
for you to do more.

• Get creative. If past traditions 
are not working, use your 
imagination to create 
some new, simple and 
inexpensive ones 
that you and 
your family can 
enjoy.

hough they are supposed to be joyful, spiritual, and festive, the holidays are often
everything but that. Below are some ways you can set reasonable goals this holiday
season and experience the festivities in a more relaxed and peaceful manner. T

Calm for the Holidays – Setting Reasonable Expectations

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



hether you are looking to update your home’s decor or just to get
organized for the holidays, consider cost effective shelving as a solution.
It's easy to install, and comes in a variety of colors, styles and finishes.W

Shelve the Clutter

Ingredients:
1 qt. apple juice
1 qt. orange juice
2 c. cranberry juice
2 tsp. lemon juice
1 can pineapple nectar
1 cup sugar
3-4 cinnamon sticks
8 whole allspice
1 orange, thinly sliced

Directions:
Combine all ingredients in Crockpot 
(4 qt. or larger) and cook on low setting
for about 4 hours or until heated to
desired temperature. To save time, you
may also cook it on high initially for an
hour and then reduce the heat. This
reheats well for 3 days.

Crockpot Holiday Wassail 

Thinking of selling your home during the
holiday season?   Some advantages to
selling now are that buyers tend to be
more serious and there’s less competition
in the marketplace. Check out these tips
for a fabulous holiday open house! 

• Less is more. Although homes show 
well when decorated for the holidays, 
you want buyers to focus on your home, 
not your decorations.

• Bake holiday cookies and treats prior 
to showings. The enticing smell will 
make your home feel cheery and warm 
to prospective buyers.

• Utilize the Web. When the weather 
outside is frightful, homebuyers are 
likely to start their search by browsing 
the Internet. Provide online photos or a 
video tour of your home, including a 
spring/summer shot so buyers can see 
how the home looks year-round.

• Make your house a respite from the 
winter weather. Turn up the heat, play 
soft music and leave homemade holiday 
treats out for prospective buyers.

• Hire a reliable real estate agent – 
that’s me! I am available and will work 
hard for you at any time of the year! 

Reprinted with permission of RisMedia, publisher of Real Estate Magazine

Tips for a Holiday Open House 

• Organize a child's room and study 
space by adding shelves to store 
books, CDs and other possessions. 

• Eliminate clutter in the guest 
bedroom, den or home office by 
adding shelving above desks and 
computers. 

• Basements and attics offer valuable 
space for home storage solutions. 
Shelves are easily installed storage 
solutions for your family heirlooms, 
out-of-season clothing, tools, 
gardening supplies, and of course, 
holiday decorations. Shelve them and 
you'll always know where to find them.

• Linen closets, laundry rooms, walk-
in pantries, and garages can be fitted 
with shelving units for extra storage.

• Adding cost-effective shelving to your 
home helps you stay organized and 
can add value and appeal to your 
home should you decide to 
sell. Ample 
storage space 
consistently 
ranks as a 
high priority 
with potential 
home buyers.

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



1  

 

November 4, 2011 

 
SALES   Month over Month 
 
Sales dropped for the second month in a row by 4.2% in October to 7,563.  This figure is 

11.56% below the previous 11 month average of 8,552 sales per month. Sales have been 

trending downward since June. 

   
 
 
SALES   Year over Year 
 
October sales (7,563) were 14.7% above the October 2010 figure of 6,593. Sales fell from 

September to October in seven out of the previous ten years. Thus the October drop is 

viewed as seasonally typical. 

ARMLS STAT          NOVEMBER 2011 
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NEW INVENTORY 
 

New listings added to the market rose by 1.6% to 9,654.  Despite the slight rise in Octo-

ber, the overall new inventory trend line has tilted downward since March.  

TOTAL INVENTORY 
 
Total inventory rose 1.2% in October to 27,266, breaking the previous eight month streak 
of declining total inventory.  The slight increase in October is only a minimal deviation 
from the overall downward trend line of the previous 12 months, and 53% below the re-
cord decade high of 58,178 in total inventory in October 2007. 
 
The period from January 2002 through May 2004 is now considered by many to have 

been the Valley’s last normal market.  During that period the average total inventory was 

26,727.  This figure is right in line with the current total inventory, hinting that another of 

the Valley’s real estate metrics has righted itself. 
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MONTHS SUPPLY OF INVENTORY (MSI) 
 
The market wide months supply of inventory inched up slightly for the second month in a row 

to 3.61 from September’s 3.41.  This metric, which trended steeply downward between Janu-

ary and June, has been inching upward since July.  It remains, however, below 4, seen as the 

dividing line between a seller’s market and a balanced market.  ARMLS views the market wide 

MSI only as a barometer of overall market health and not indicative of MSI in smaller market 

niches.  

NEW LIST PRICES 
 

The median list prices rose again this month by 6.1% to $139,000, continuing September’s 

welcome upward tilt. Likewise, the average list price rose 9.1% to $229,900.  This is encourag-

ing since pricing has remained stubbornly resistant to rebound, despite improvement of other 

metrics over the past year.  
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SALES PRICES 

 
Sales prices did not follow the upward motion seen in the September.  Instead they re-
mained singularly lackluster, with the median falling 2.5% to $112,000 and the average fal-
ling 1.1% to $153,400.  Half of the gains seen in September sales prices were lost in the Oc-
tober figures, continuing the flat lined trend line of 2011. It appears that the Valley’s pricing 
recovery is stalling for time, unfortunately.  

ARMLS STAT          NOVEMBER 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 
pending sales in the MLS system to predict the behavior of median and average sales pric-
ing 30, 60 and 90 days into the future.  While the properties in the pending pool are dy-
namic, moving within and out of the pool through delays in the contract to close process 
or cancelations, its value lies in its overall trending which foreshadows pricing recovery or 
languor.  Naturally its predictive accuracy diminishes with time. 
 
In September, the predicted median sales price for October was right on with the actual 
figure at $112,000. The actual average sales price for October was $153,400, .85% above 
the predicted average of $152,100.   
 
The PPI predicts the median sales price to rise in November to $114,000, only to fall in De-
cember to $101,000 and rise again in January to $103,000.  The forecast for the average 
sales price is a rise to $156,000 in November, followed by a fall to $140,000 for both De-
cember and January. 
 
Since PPI had been predicting median and average sales prices, expectations for both 
these metrics have never reached the levels predicted 90 days into the future.  It is obvi-
ous, however, that pricing trends will remain depressed and that recovery will be in small 
incremental gains, at least for the near future.  
 

ARMLS STAT          NOVEMBER 2011 
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PPI SUPPLEMENT 
The PPI Supplement focuses on newly pended properties added to the pending property pool each 
month.  By comparing the number of new pendings on a rolling four month basis, we are able to 
perceive subtle changes which precede true recovery. 
 
The bulk of Valley sales have always been in the lower ranges. Activity in higher ranges simply stag-
nated with the burst of the Valley’s housing bubble. The PPI Supplement this month compared to 
last month shows unit gains in 5 of the 10 price ranges from $300,000 up. While these gains are 
only in the month’s new pendings, their influence on the pricing in total pending pool is minimal.   

Pending Contracts Signed In October 

Price Range 
PPI 

Avg 
PPI 

Med 
PPI 

Units 
Units % of 

Total 

 <=50,000         34,788         36,000            941  11.33% 

 50,001 - 100,000         77,030         78,000         2,628  31.63% 

 100,001 - 150,000       124,771       125,000         1,981  23.84% 

 150,001 - 200,000       173,988       172,500         1,091  13.13% 

 200,001 - 250,000       226,212       225,000            541  6.51% 

 250,001 - 300,000       275,454       275,000            373  4.49% 

 300,001 - 350,000       327,801       325,000            218  2.62% 

 350,001 - 400,000       375,412       375,000            130  1.56% 

 400,001 - 450,000       427,335       425,000              98  1.18% 

 450,001 - 500,000       476,318       475,000              63  0.76% 

 500,001 - 550,000       527,658       525,000              45  0.54% 

 550,001 - 600,000       576,686       580,000              37  0.45% 

 600,001 - 650,000       631,357       636,500              24  0.29% 

 650,001 - 700,000       678,720       675,000              22  0.26% 

 700,001 - 750,000       728,687       734,000              15  0.18% 

 >=750,001    1,265,537    1,000,000            101  1.22% 
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PPI SUPPLEMENT - $/SQ FT 
The newest addition to the PPI Supplement, $/SQ FT, examines the incremental gains or losses in the square 
footage prices of new pending properties at various price ranges over a rolling four month period. In Octo-
ber, the $/SQ FT in the price ranges from under $50,000 through $300,000 appears to have leveled off.  
However, in most of the higher ranges, $350,000 through $750,000 and above ($550,000-600,000  and 
$650,000-700,000 excepted), there appear to be varying increases.  Due to lower unit counts at the higher 
ranges, the weight of individual properties influences the $/SQ more than at lower ranges.  By following $/
SQ of new pendings, we are able to glimpse the earliest stirrings of recovery in various price ranges through-
out the Valley.  

Pending Contracts Signed In October 

Price Range 
PPI 
Avg 

PPI 
Sq Ft 

PPI 
Units 

Avg Pending 
Price SqFt 

 <=50,000           34,788         1,197            941              29  

 50,001 - 
100,000           77,030         1,554         2,628              50  

 100,001 - 
150,000         124,771         1,858         1,981              67  

 150,001 - 
200,000         173,988         2,135         1,091              81  

 200,001 - 
250,000         226,212         2,435            541              93  

 250,001 - 
300,000         275,454         2,768            373            100  

 300,001 - 
350,000         327,801         2,892            218            113  

 350,001 - 
400,000         375,412         3,026            130            124  

 400,001 - 
450,000         427,335         3,124              98            137  

 450,001 - 
500,000         476,318         3,346              63            142  

 500,001 - 
550,000         527,658         3,328              45            159  

 550,001 - 
600,000         576,686         3,863              37            149  

 600,001 - 
650,000         631,357         3,506              24            180  

 650,001 - 
700,000         678,720         4,013              22            169  

 700,001 - 
750,000         728,687         3,689              15            198  

 >=750,001      1,265,537         5,134            101            246  

Pending Contracts Signed In September 

Price Range 
PPI 
Avg 

PPI 
Sq Ft 

PPI 
Units 

Avg Pending 
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 declined again in October, but only by 344 units, to 23,211.  The 
steep rate of decline experienced from February to July eased significantly from August 
through October.  STAT’s earlier prediction that the foreclosures pending would cross 
the 10,000 mark before year’s end now appears unlikely. Unless the current trend line is 
significantly altered, crossing the 10,000 barrier may not even be accomplished in 2012. 
This is unwelcome news because the elimination of foreclosures, which are fueled by 
foreclosures pending, is key to pricing recovery.  

ARMLS STAT          NOVEMBER 2011 
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AVERAGE DAYS ON MARKET (DOM) 
Average days on market declined by one day in October to 94.  This continues the steady 
downward trend line begun at a high of 116 days in February.  It is well to note that this 
Valley wide average DOM is merely a barometer of overall market health over time.  It 
should never be used to inform seller expectation of projected DOM for their property.  
Average DOM in individual seller contexts should be calculated using property specific 
parameters to achieve any kind of predictive value.   

DISTRESSED SALES 
Distressed sales, defined as the combined total of foreclosures and short sales, continue to domi-
nate the Valley’s real estate horizon. Of the 7,563 total sales in October, 4900 (64.8%) were dis-
tressed sales.  This is slightly below the previous eleven month average of 66.7%. 
Foreclosures for October were 2,693, or 35.6% of total sales, while short sales represented 29.2% 
of total sales at 2,207.  For most of the past twelve months, the short sales and foreclosure trend 
lines have remained almost parallel. Since August the two trend lines have been moving closer 
together indicating that short sales are gaining on foreclosures in the distressed property 
makeup.  We can speculate on the underlying causes.  After such a long run at shorts sales, lend-
ers may be getting the hang of it.  The FNMA Short Sale Assistance Desk (SSAD) has been instru-
mental in expediting many short sales where Fannie Mae holds the underlying first lien.  While 
the number of distressed sales remains too high, gains in the short sale totals over foreclosure 
means that more homeowners have been able to dodge foreclosure.  

http://www.armls.com/training-and-events/fannie-mae-short-sale-assistance-desk
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COMMENTARY 
 
Overall, October STAT is best summed up as “holding the line.”  While there were positive 
indicators, like increases in the median and average list prices, a one day decline in DOM 
and slight decreases in foreclosures pending; other metrics took steps, although minimal, in 
a backwards direction:  decline in median and average sales prices, increase in new and to-
tal inventory, decline in total sales and an increase in MSI.  The promise of recovery, fueled 
last month by the whimsical uptick in all four pricing metrics (median and average listing 
and sales prices), was not dashed in October, just not fulfilled 
 
Jobs remain at the epicenter of the Valley’s, Arizona’s and the nation’s recovery. While 
many are frustrated with political impasses on job creation, there are positive signs that 
indicate that recovery is in process.  In a report prepared by the Arizona Department of Ad-
ministration, Office of Employment and Population Statistics in cooperation with the U.S. 
Department of Labor, Bureau of Labor Statistics, the unemployment rate for Maricopa 
County dropped in September to 7.9% from the high of 9.1% in January. In September, 
Phoenix was name #6 in the nation for new job growth, according to figures released by the 
U.S. Bureau of Labor Statistics.  Non-farm payroll employment increased 2.3% from Sep-
tember 2010 to September 2011 in the Phoenix metro area, and the 2012 Phoenix projec-
tion for average non-farm employment is expected to be 1.4%, according to the Arizona 
Department of Administration. 
 
Phoenix metro area lost over 220,000 jobs since 2007 according the U.S. Bureau of Labor 
Statistics.  It added 31,300 jobs between August 2010 and August 2011 which amounts to 
an annual growth rate of 1.88%, ranking Phoenix as 18th in the nation among 100 major 
metropolitan areas.1  Job gains now, while making up lost ground, simply have a long way to 
go.  Employment and recovery are moving in the right direction but at an impossibly slow 
pace. Like the proverbial child who pesters, “Are we there yet?” our market responds, “Not 
yet.” 
 

 

1 http://www.bizjournals.com/phoenix/news/2011/09/28/phoenix-no-6-in-the-nation-for-new-jobs.html 
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