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Hello Everyone, 

 Happy New Year!  Sorry, I’m a bit late in getting this month’s Newsletter written.  I  find myself  

caught up in Holiday things every year and it takes me a few days into a new year to get back on schedule.  

Don’t know about you, but I thought 2018 rocketed by.  I hope you enjoyed your Holiday Season!  I can’t 

find much to complain about on this end.  Well,  OK, I admit to being unhappy (and frankly confused by) 

with the end of the year/beeginning of 2019 stock market.  Hopefully things there will take on a more 

positive note in the year.  I’m sure we are all feeling a bit of pain with our retirement and investment 

accounts these days. 

 Our Phoenix real estate marketis on-track to set the second largest MLS sales volume in 2018.  

We’ll confirm that  as 100% correct when the final results are published later this month.  We have seen a 

noticable decrease in Buyer demand in Nov and Dec, but at least a good part of that is typical seasonal 

change.  We continue to see investor activity, especially large volume investors, buying homes.  Rising 

rental rates and renter demand, especially as our move in population continue at a significant rate, make 

that market segment attractive.  Despite the 4th of the year Fed interest rate increase in mid-December, 

mortgage interest rates remain in that 5% neighborhood for well qualified prospective Buyers.  Our 

market is shifting from a ‘Sellers Market’ to one that is more ‘Neutral’.  A limited inventory remains a 

challenge for Buyers.  Our market average to sell is still about 64 days.  Overall, it a pretty good market 

(time) to buy or sell. 

 As we enter the new year, I want to say thank you toall of my past and future clients.  I’m greatful 

for the opportunity to be at work trying to find the right property for a number of people at the moment.  

Some will be easy assignments will be relatively easy, others will be more long-term searches for that “just 

right match” property.  I could really use your help in growing my business this year.  If you know of 

anyone thinking of buying or selling a home, especially in the Phoenix East Valley, please give them my 

contact information.  I promise they will receive the same personal and professional service you received 

when I worked for you. 

Regards, 

JSGerber 1/4/2019 

 

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 



November 2018
Arizona Regional MLS

New Listings 8,183

-11.8% 0.8%
from Oct 2018:

9,275
from Nov 2017:

8,118

YTD 2018 2017 +/-
103,937 104,528 -0.6%

5-year Nov average:  7,864

New Contracts 7,287

-7.5% -10.1%
from Oct 2018:

7,878
from Nov 2017:

8,110

YTD 2018 2017 +/-
104,280 105,231 -0.9%

5-year Nov average:  7,247

Closed Sales 6,431

-8.8% -8.2%
from Oct 2018:

7,049
from Nov 2017:

7,007

YTD 2018 2017 +/-
87,173 86,587 0.7%

5-year Nov average:  6,050

Median
Sold Price

$260,000

-1.0% 6.1%
from Oct 2018:

$262,500
from Nov 2017:

$245,000

YTD 2018 2017 +/-
$260,000 $239,500 8.6%

5-year Nov average:  $226,523

New Contracts Median Sold Price ($1,000s)
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Active Listings 17,252

Min
17,023

Max
23,005

5-year Nov average

17,252

19,365

Oct 2018 Nov 2017
16,509 17,023

Avg DOM 62

Min
62

Max
87

5-year Nov average

62

72

Oct 2018 Nov 2017 YTD
59 66 64

Avg Sold to
OLP Ratio

96.8%

Min
94.7%

Max
96.8%

5-year Nov average

96.8%

96.1%

Oct 2018 Nov 2017 YTD
 97.0%  96.6%  97.1%

Copyright © 2019 RealEstate Business Intelligence, LLC. All Rights Reserved.
Data Source: ARMLS. Statistics calculated December 03, 2018.



If you are working with another real estate professional, please disregard this notice. The material in this publication is for your information only and not intended to be used in lieu of seeking additional consumer or professional advice.

H appy New Year! If buying a new 
home is on your resolutions list, 
I can help you find the home of 

your dreams!

D o you know the difference be-
tween a home warranty and 
homeowner’s insurance? 

Home warranties are service con-
tracts that cover the failure of home 
systems and appliances due to normal 
wear and use, while homeowner’s 
insurance protects the homeowner 
against damage or liability due to an un-
known or contingent event. Both offer 
valuable budget protection and they can 
work in conjunction with each other. For 
example, if a covered water heater leaks 
under normal use and floods the home, 
the home warranty will repair or replace 
the water heater, while homeowner’s 
insurance may cover the water damage.

B uying or selling a home can be 
stressful. Refer your friends and 
family to me so they can breathe 

easy, with a true professional in 
their corner!

Health & Safety
Take a Brain Break 

W e all have those moments when we hit the proverbial wall and our brains turn to 
mush. Sometimes all you need is a few minutes to recharge so you can get back 
to your day. Here are a few ideas that may help you recharge:

• Take a walk outside. Turn your face to the sun and take deep breaths. It’s amazing how 
fresh air, birdsong, and a mini-dose of vitamin D can help you re-center your focus.

• Watch a humorous opening monologue from your favorite late-night talk show.
• Unplug your electronic devices for a moment and snack on a  

handful of brain-boosting nuts or blueberries.
• Sit back, close your eyes, and daydream for a few minutes.
• Learn something new. Find a video tutorial on YouTube or just  

Google a subject you’d like to learn more about.
• Do nothing for two minutes. Really. Just sit quietly and empty your  

mind of all thoughts. (Note: this is a lot harder than it sounds!)
Our brains aren’t meant to focus on the same task for hours  
at a time. Schedule a few brain breaks throughout your day and  
increase your productivity!

Helpful Hints
Master the Art of the Selfie 

T hey’re not just a trend: researchers found that sharing selfies with others can 
have a positive effect on well-being. Improve your selfie game and mood with 
the following tips.

Prep – Clean your lens and adjust exposure and focus. 
Use the rear-facing lens on your phone for better 
photos—it takes practice, but it’s worth it!

Light – If taking selfies outdoors, note that the mid-
day sun can cast unnatural shadows. Position yourself 

so the sun is directly in front of you, a bit above eye level. 
The best light is just after sunrise and right before sunset, 

aka the golden hours. 
Compose – Look at the lens, not the screen. Hold the phone up 

and angle it down. Align yourself on either side of the screen and 
turn your shoulders left or right. Relax your face into a natural 
expression and snap a pic.
Have fun – Take A LOT of selfies. Play with filters to fix exposure 
and contrast, but don’t over-edit the final photo. Post your faves 
to social media or text them to your friends and family for an 
instant mood boost!

Safeguard your American dream  
with a home warranty!

Visit www.orhp.com or talk to  
your real estate professional to learn more.

Jeff Gerber, ABR, GRI, 
SRES

The Empowered Team LLC
Lic. #: SA540122000

Real Estate for Today
Tel: (602) 330-7272, jeff@jeffgerberrealtor.com, www.jeffgerberrealtor.com, Lic. #: SA540122000



This is not intended as a solicitation if your property is currently listed with another agent. This newsletter is provided compliments of Old Republic Home Protection Company, Inc. (ORHP). The articles 
may contain information obtained from third parties. ORHP does not endorse the recommendations of any third party or guarantee the information provided is complete or correct. Copyright 2018

Household Tips  
Make the Most of Your Kitchen Space 

N o matter your home size, there just never seems to be enough kitchen space. Maximize the space 
you have by making the most of every inch!

Take advantage of unused walls. Hang pots and utensils on hooks mounted to walls, but make sure you use 
the proper mounting hardware if you’re planning to hang anything heavy! Consider installing ceiling-height 
cabinets if you don’t already have them, and stash a step stool in a nearby pantry or base cabinet for easy 
access. Standalone or wall-mounted shelving units found at most hardware stores make great homes for 
all those small kitchen appliances and tools that don’t quite fit on your counters. 

Prioritize space in your cabinets and pantry. Rollout drawers, pulldown shelves, lazy susans, risers, storage 
racks, drawer trays, and other space-saving add-ons are great ways to organize a kitchen. Add-ons are also 
a budget-friendly alternative to a complete remodel.

Have extra unused floor space? Add a portable island, cart, or utility table for more functional cabinet and 
countertop area! These come in many sizes and styles, so you can get exactly what your kitchen needs.

Savor the Flavor Slow Cooker Minestrone
4 cups chicken or  
vegetable stock

2 cups water

20-30 oz. diced  
tomatoes

2 Tbsp. tomato paste

1 cup white onion, diced

1 cup carrots, diced

1/2 cup celery, diced

5 cloves garlic, minced

1 tsp. each dried 
oregano, basil, thyme, 
and rosemary

2 bay leaves

15 oz. kidney beans, 
drained

15 oz. white beans, 
drained

1 cup zucchini, diced

1 cup ditalini pasta, dry

3 cups spinach,  
chopped

Salt and pepper,  
to taste

Shredded parmesan 
cheese

In a slow cooker, combine stock, 
water, tomatoes, tomato paste, onion, 
carrots, celery, garlic, and spices. 

Season with salt and pepper and 
cook for 6-8 hours on low heat or 3-4 
hours on high heat. 

Add beans, zucchini, and pasta to 
slow cooker. Continue cooking for 
about 20 minutes, or until pasta is 
tender. 

Add spinach and stir until the leaves 
wilt. Season with more salt and 
pepper. 

Serve and garnish with shredded 
parmesan cheese.

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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DATA FOR NOVEMBER 2018 -   Published December 20, 2018

Sales are down 
-9.3% month-over-
month. The year-
over-year 
comparison is 
down -7.9%.

1

Closed MLS sales with a close of escrow date from 11/1/2018 to 11/30/2018, 0 day DOM sales removed

ARMLS STAT NOVEMBER 2018



Total inventory has a 
month-over-month
decrease of -1.2% while 
year-over-year reflects 
a decrease of -1.7%.

New inventory is down 
-12.4% month-over-
month while the year-
over-year comparison
increased by 1.0%.

New MLS listings that were active for at least one day from 11/1/2018 to 11/30/2018, 0 day DOM sales removed

Snapshot of statuses on 11/30/2018
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Months supply of in- 
ventory for October was 
3.03 with November at 
3.30.

November UCB listings 
percent of total inven- 
tory was 13.5% with 
November CCBS 
listings at 1.9% of total 
invento-ry.+6.7%..

Snapshot of statuses on 11/30/2018

Current inventory of Active/UCB/CCBS divided by the monthly sales volume of November 2018, 0 day DOM sales removed
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MLS sales prices for closed listings with a close of escrow date from 11/1/2018 to 11/30/2018, 0 day DOM sales removed

The average sales price 
is up +7.0% year-over-
year while the year-over-
year median sales price 
is also up +6.9%.

Average new list prices 
are up +5.2% year-over-
year. The year-over-year 
median is up +5.7%.

List prices of new listings with list dates from 11/1/2018 to 11/30/2018, 0 day DOM sales removed
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Snapshot of public records data on 11/30/2018 active residential notices and residential REO properties. 
Note: this graph was adjusted as total foreclosure counts were under reported for the last 6 months.

Foreclosures pend-
ing month-over-month 
showed an increase of 
+1.5% while the year- 
over-year figure was
down -13.0%.

An increase is forecast-
ed in December for av-
erage sales price while 
a slight decrease is 
expected in the median 
sales price.

ARMLS proprietary predictive model forecast, 0 day DOM sales removed
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MLS sales prices for closed listings with a close of escrow date from 11/1/2018 to 11/30/2018, 0 day DOM sales removed

Distressed sales ac- 
counted for 1.2% of total 
sales, down from the 
previous month of 1.6%. 
Short sales dropped 
-63.0% year-over-year.
Lender owned sales
dropped -27.4% year- 
over-year.7%..

Days on market were 
down -5 days year-over-
year while month-over- 
month increased by +3 
days.

New MLS listings that were active for at least one day from 11/1/2018 to 11/30/2018, 0 day DOM sales removed

ARMLS STAT NOVEMBER 2018
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COMMENTARY by Tom Ruff

This STAT is going to be slightly abbreviated. Like the market, I slow down a little bit through the hol-idays. 
This month, you’re going to get a little less STAT than you deserve. But next month, in the year-end review, there will 
be so much STAT you’ll still be snacking on it at your Super Bowl party. November began like every other month, on 
the first. On November 6, the mid-term elections were held, our national day for unity and harmony. And on 
November 8, the Dow Jones industrial average was over 26,000. As I write, the Dow is 24,000, an almost 8% 
decline.

By early December financial headlines were focused on the inverted yield curve and the “R” word was every-
where. Envious of the negative financial reporting, national housing reporters felt the need to crank their negativity 
up a notch with headlines such as “Homebuilder confidence plummets to the lowest level in more than 2 years as 
‘demand stalls’.”

Even when there was news that could be construed as positive, it was given a negative spin: “Housing de-
mand drops despite falling mortgage rates.”

The Phoenix market was not immune. An article from the Wall Street Journal stated, “The national housing 
slowdown is spreading to markets like Las Vegas and Phoenix.” Additionally, the WSJ claimed, “In Phoenix, another 
prominent victim of the housing bust, a similar malaise has recently overtaken the market.”

I was particularly fond of the word malaise: an indefinite feeling of debility or lack of health often indicative of or 
accompanying the onset of an illness. The economic and housing headlines got so bad, the Diamondbacks traded 
Paul Goldschmidt to the Cardinals. Let’s take an alternative look for each of the negative propositions listed above.

ARMLS STAT NOVEMBER 2018ARMLS STAT NOVEMBER 2018

https://www.forbes.com/sites/petercohan/2018/12/04/795-point-dow-plunge-and-the-inverted-yield-curve/#1ac6661c783a
https://www.cnbc.com/2018/11/19/homebuilder-confidence-plummets-to-the-lowest-level-in-more-than-two-years-as-demand-stalls.html
https://www.cnbc.com/video/2018/12/13/housing-demand-drops-despite-falling-mortgage-rates.html
http://www.wsj.com/articles/las-vegas-housing-weakness-signals-the-slowdown-is-spreading-11544702400
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Regarding equity markets forecasting recessions, we’ll turn to Paul Anthony Samuelson, an American econ-
omist and the first American to win the Nobel Memorial Prize in Economic Sciences. Samuelson quipped 50 years 
ago, “the stock market has predicted nine of the last five recessions.” And he was correct. 

As for homebuilder confidence plummeting, it should be noted that sentiment dropped to 60 in November, 
but the headline fails to mention anything above 50 is positive. When it comes to homebuilder confidence, the 
home-builders speak for themselves. 

“In our fourth quarter, despite a healthy economy, we saw a moderation in demand. Fourth quarter contracts de-
clined 15% in dollars and 13% in units compared to a difficult comp from one year ago. Fourth quarter demand 
slowed to a per community pace more consistent with FY 2016’s fourth quarter, which was still strong.”

“In November, we saw the market soften further, which we attribute to the cumulative impact of rising interest 
rates and the effect on buyer sentiment of well-publicized reports of a housing slowdown. We saw similar con-
sumer behavior beginning in late 2013, when a rapid rise in interest rates temporarily tempered buyer demand 
before the market regained momentum.”

If you’re a fan of Jim Cramer’s stock tips, I would highly recommend Diana Olick’s housing reports. They’re 
quite similar in nature. Her recent report “Housing Demand Drops Despite Falling Mortgage Rates” doesn’t past the 
litmus test. Interest rates peaked on October 11th at 4.90%. Again, let’s turn to author of the original report, Freddie 
Mac, for their explanation.

ARMLS STAT NOVEMBER 2018

https://www.calculatedriskblog.com/2018/12/lawler-excerpt-from-toll-brothers.html
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And finally, the Phoenix malaise. We’ll take an in-depth look at the overall health of our market next month 
in our year-end review edition of STAT. For now, a quick look at the gross sales volume as reported by ARMLS 
shows 2018 has been a very good year. We expect 2018 will finish the year as the second-best year in ARMLS 
history.

Average Monthly Sales Price Multiplied by Monthly Sales Volume by ARMLS

As for Goldschmidt, oy vey!
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The Pending Price Index

In STAT last month, the mathematical model projected a median sales price for November of $260,000. Our 
mathematical model for the first 10 months of 2018 had been underestimating the actual median sales price. The 
November median sales price followed our yearly pattern, reporting a median sales price of $262,000. ARMLS 
saw 6,515 sales this year compared to 7,074 last year. Our estimate of 6,800 sales overshot the actual sales vol-
ume by 285. Looking ahead to December, the ARMLS Pending Price Index anticipates the median sales price 
will hold steady, projecting a median sales price of $261,800. I expect our mathematical projection will be low 
again this month. I’m fearlessly forecasting $265,000. 

Sales volume for the first eleven months of 2018 was .66% higher than 2017, with 87,387 sales in 2018 
compared to 86,817 in 2017. We begin December with 4,715 pending contracts; 2,898 UCB listings and 417 
CCBS giving us a total of 8,030 residential listings practically under contract. This compares to 9,374 of the same 
type of listings one year ago. The 2018 pending contracts are 16.47% lower than 2017. There were 20 business 
days in December of 2017 as well as 20 this year. ARMLS reported 7,070 sales in December of 2017. Sales vol-
ume will be lower this year, I’m guessing 6,500, and if my projections are spot on, ARMLS will report the exact 
same yearly sales volume in 2017 as in 2018. 
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