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Hello Everyone, 

 Here’s hoping the Polar Vortex hasn’t caused any real damage or hardship to you.  This recent 

weather phenomenon is just another of the reasons “I love living in the Phoenix area.”  There’s  plenty of 

winter 2019 to come.  Perhaps it’s time for my out of the area readers to think about a trip or perhaps the 

purchase of a Phoenix area property to escape your local winter weather eithewr seasonally or for good. 

 The real estate numbers for the 2018 Phoenix market (ARMLS) have been tallied and crunched.  

Overall the number of homes sold was down by about 0.1%  (yes, less than 100 units different).  The sales 

volume, however, proved to be the second best year topping 2017 by about 9%.  The year end (certainly a 

seasonal thing) sales and inventory slowdown continued.  Sales down 1.7% from Nov while invenntory 

dropped just over 3%.  Our year end inventory was up about 3% from last year.  What can we expect for 

2019?  The folks at ARMLS are predicting 2019 sales volume to be down 6% - *% vs 2018 with prices to 

change 0% to +3%.  My experience in the market truly echo’s those thoughts.  Mortgage interest rates are 

always a driving factor in our market activity.  On a positive note, we’ve seen a slow but steady decline in 

interest rates from an early Fall high thatb topped around 5%.  Current rates are now in the mid-4%’s.  

There was positive news out of the Dec 30 Fed meeting.  They deleted the thought line of  continued 

gradual rate increases.  They cited low inflation, astrengthened labor market and  continued low 

unemployment as important factors in their thinking. 

 I need to send out a thank you to several people who contacted me over the past few weeks with 

questions.  I was able to provide folks with contacts  for issues like ‘”Is a reverse mortgage a good thing 

for me and/or exactly what is a revorse mortgage?”; “I’m going to be retiring in the near future and want 

to buy a ‘retirement’ home.  Will mortgage qualifications be different if I buy while still working or if I 

wait till after I retire to buy?”; “Mom’s health has deterioated rapidly and she needs to live in a care 

facility.  How do we find out if she can qualify for ACCHS/Medicade since she really don’t have the 

means to pay for that care for a length of time?”  Please feel freev to use me as your resource for real 

estate related questions beyond just buying or selling a home.  However, don’t forget to contact me first if 

you or someone you know is thinking of buying or selling a home in The Valley of the Sun! 

Regards, 

JSGerber 1/31/2019 

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 



December 2018
Arizona Regional MLS

New Listings 5,771

-29.5% -3.0%
from Nov 2018:

8,183
from Dec 2017:

5,950

YTD 2018 2017 +/-
109,721 110,493 -0.7%

5-year Dec average:  5,854

New Contracts 5,981

-17.9% -9.2%
from Nov 2018:

7,287
from Dec 2017:

6,588

YTD 2018 2017 +/-
110,426 111,945 -1.4%

5-year Dec average:  6,098

Closed Sales 6,357

-1.2% -9.1%
from Nov 2018:

6,431
from Dec 2017:

6,994

YTD 2018 2017 +/-
93,542 93,632 -0.1%

5-year Dec average:  6,677

Median
Sold Price

$261,000

0.4% 6.5%
from Nov 2018:

$260,000
from Dec 2017:

$245,000

YTD 2018 2017 +/-
$260,000 $239,900 8.4%

5-year Dec average:  $228,400

New Contracts Median Sold Price ($1,000s)
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Active Listings 16,623

Min
15,812

Max
21,842

5-year Dec average

16,623

18,451

Nov 2018 Dec 2017
17,252 15,812

Avg DOM 66

Min
66

Max
88

5-year Dec average

66

75

Nov 2018 Dec 2017 YTD
62 68 64

Avg Sold to
OLP Ratio

96.5%

Min
94.8%

Max
96.5%

5-year Dec average

96.5%

96.0%

Nov 2018 Dec 2017 YTD
 96.8%  96.4%  97.1%

Copyright © 2019 RealEstate Business Intelligence, LLC. All Rights Reserved.
Data Source: ARMLS. Statistics calculated January 02, 2019.



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.

E ver wonder what  
your home is  
worth in 

today’s market? 
Call me for 
an estimate 
of your home’s 
present value— 
I’ll explain the latest 
market forecast!

D on’t let a home system or appli-
ance breakdown get you down! 
Eliminate stress before, during, 

and after the sale with a Home Warranty 
Plan that provides coverage for both the 
home seller and home buyer.
A Home Warranty Plan is a service con-
tract that protects your major home 
systems and appliances for a specified 
period of time. Should a failure occur 
during the term of the Plan, a qualified 
contractor is dispatched to repair or re-
place the covered item for a reasonable 
service call fee. Help is only a phone call 
away, 24/7, 365 days a year!

D o any of your family, friends, or 
colleagues need assistance with 
a real estate transaction? Refer 

them to me, and I’ll put my skills 
and expertise to work on their 
behalf.

Health & Safety
Healthy Driving for Road Warriors  

S pending most of your day in your car can wear your brain and body down. The follow-
ing driving tips can help keep road warriors safe on the go.

Adjust Your Seat: Your vehicle’s seat may put unwanted pressure on your body. Your legs 
shouldn’t be bunched up under the steering wheel, nor so far from the pedals that you’re 
stretching your hamstrings. Adjust the seat to two- or three-finger widths of space between 
the front of the cushion and the back of your legs. The backrest should touch the full length 
of your back to evenly distribute weight and provide good support.

Let the Mirror Guide Your Posture: Sit up straight and adjust the mirror so that the 
reflection is lined up with the top edge of the rear window. If you start to slouch, your mirror 
will remind you to straighten your spine.

Relax Your Grip: Gripping the steering wheel tightly 
stresses the joints in your fingers and your wrist. At a 
stop, open and close your hands a few times or wiggle 
your fingers. Try to relax with a deep breath or two.

Stop and Stretch: Long, uninterrupted drives can 
reduce blood flow and cause muscle cramps. Consider stopping 
and stretching your legs to break up a longer trip if your 
schedule allows.

Real Estate Today
3 Home Upgrades for a Quick Sale  

T hinking about upgrading your home within the next few 
years? Pay attention to the latest trends, especially if 
you intend to sell within the next decade.

1. Install large format tiles for contemporary style. Large tiles 
need less grout, which means there are fewer places for 
mold to grow.

2. According to recent home trend reports, low pile carpet is 
in! It offers a more modern look, is less expensive and eas-
ier to keep clean, and can be just as cushy as high pile with 
the right pad. Low pile cut-and-loop carpet is an emerging 
trend popularized by its abundant use in model homes.

3. Inexpensive, energy efficient upgrades can really pay off. 
Seal your home’s windows and install weather stripping 
around doors. Replacing old windows with new models is a 
larger investment, but you’ll get a big bang for your buck! 
Ensure your real estate agent tells potential buyers about 
any energy efficient upgrades you’ve made when you’re 
ready to sell.

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 2019

Household Tips  
Create an Inviting Space for Guests 

B efore opening your home to family and friends, create a comfortable space and make your overnight 
guests feel welcome with the following tips:

Start with a good bed. Ensure the mattress is in good condition, so your guests can get a good night’s rest. 
Try the mattress out for a few nights yourself.
Allow them to adjust the temperature. Offer items to help cool or warm a room to make your guests 
more comfortable. An extra blanket, space heater, or oscillating fan are great options.
Make room for bags. Provide a place for suitcases where they can remain open and still leave space to 
maneuver. Get an inexpensive luggage rack and store it in the closet until guests arrive. Stock the closet with 
extra hangers, so your guests can unpack and feel more at home.
Arm the nightstand. Keep an alarm clock, lamp, and TV remote within easy reach. Ensure wall outlets are 
easily accessible. If they’re hard to reach, set a power strip or charging cables on the nightstand for easy access.
Stock up on samples. Leave a basket by the bathroom sink full of travel-sized toiletries and a disposable razor.

Savor the Flavor Quick and Easy Cherry Cobbler

1/3 cup butter 

1 cup all-purpose flour

1 1/4 cup granulated sugar,  

divided

1 cup milk

1 1/2 tsp baking powder

1/8 tsp salt

1 can cherry pie filling (or fresh,  

pitted cherries when in season)

Preheat oven to 350°F. 

In a medium bowl, whisk together 
flour, 1 cup sugar, milk, baking pow-
der, and salt. 

Melt butter in a 2-quart baking dish. 

Pour batter over butter. 

Add cherry pie filling. Do not stir. 

Bake 35 to 45 minutes, or until crust 
is golden brown. 

Let stand a few minutes before 
serving. 

Serve warm alongside ice cream or 
top with whipped cream, if desired.

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 DECEMBER 2018 -   Published January 18, 2018

Sales are down -1.7% 
month-over-month. 
The year-over-year 
comparison is down 
-9.4%.

1

Closed MLS sales with a close of escrow date from 12/1/2018 to 12/31/2018, 0 day DOM sales removed
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Total inventory has a 
month-over-month
decrease of -3.6% while 
year-over-year reflects 
an increase of +3.4%.

New inventory is down 
-28.8% month-over-
month while the year-
over-year comparison
decreased by -1.3%.

New MLS listings that were active for at least one day from 12/1/2018 to 12/31/2018, 0 day DOM sales removed

Snapshot of statuses on 12/31/2018
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Months supply of in- 
ventory for November 
was 3.30 with December 
at 3.23.

December UCB listings 
percent of total inven- 
tory was 11.1% with 
December CCBS listings 
at 1.7% of total inven-
toy.+6.7%..

Snapshot of statuses on 12/31/2018

Current inventory of Active/UCB/CCBS divided by the monthly sales volume of DECEMBER 2018, 0 day DOM sales removed
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MLS sales prices for closed listings with a close of escrow date from 12/1/2018 to 12/31/2018, 0 day DOM sales removed

The average sales price 
is up +5.8% year-over-
year while the year-over-
year median sales price 
is also up +6.4%.

Average new list prices 
are up +8.0% year-over-
year. The year-over-year 
median is up +8.2%.

List prices of new listings with list dates from 12/1/2018 to 12/31/2018, 0 day DOM sales removed
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Snapshot of public records data on 12/31/2018 active residential notices and residential REO properties. 
Note: this graph was adjusted as total foreclosure counts were under reported for the last 5 months.

Foreclosures pend-
ing month-over-month 
showed an increase of 
+2.3% while the year- 
over-year figure was 
down -10.6%.

A slight increase is fore-
casted in January for 
both average and medi-
an sales prices.

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 12/1/2018 to 12/31/2018, 0 day DOM sales removed

Distressed sales ac- 
counted for 1.3% of 
total sales, up from the 
previous month of 1.2%. 
Short sales dropped 
-56.5% year-over-year. 
Lender owned sales 
dropped -37.0% year- 
over-year.7%..

Days on market were 
down -2 days year-over-
year while month-over- 
month increased by +4 
days.

New MLS listings that were active for at least one day from 12/1/2018 to 12/31/2018, 0 day DOM sales removed
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COMMENTARY by Tom Ruff

2018 In Review

 When we began 2018, there were two prevalent notions for sales volume for that year, one being that low 
inventory numbers would lead to higher prices and those higher prices, coupled with rising interest rates, would 
restrict demand. This would leave 2018 sales volume comparable or lower than 2017. The second line of thinking 
centered around millennials being one year older and an improving economy, in which case the single-family hous-
ing market would make further gains in 2018. 
 
	 For	the	first	six	months	of	2018,	it	appeared	the	second	line	of	thinking	would	prevail,	however,	when	the	me-
dian sales price reached a historical high in June and interest rates moved up quickly in the fall, the sales volume in 
2018	ended	the	year	with	97	fewer	sales	as	reported	by	ARMLS.	Affordability	matters,	and	the	buyers	started	push-
ing back. 

Sold Listings by Month by ARMLS
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In all the years I’ve been compiling and analyzing data on our housing market, I don’t believe I’ve ever seen a 
bigger disconnect between the national housing reports and what our internal reports were telling us. To put it sim-
ply, in an industry where income is often calculated as a percentage of the sales price, to the agent on the street, 
there is no more important number than their annual income. With regards to total sales volume by dollar amount, 
2018 was the second-best year in the 18 years ARMLS has been reporting data, trailing only 2005 when the party 
was raging and lamp shades were the predominant fashion statement. In 2018, we saw a nearly 9% increase over 
2017 with over 30 billion dollars in sales. 

ARMLS Average Sales Price Multiplied by Sales Volume

ARMLS STAT DECEMBER 2018
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2018 Highlights or Lowlights - It’s All Perspective

MAY

In May of 2018, Zillow (whose CEO once said, “We sell ads, not houses”) began buying houses in Marico-
pa County. At a recent event, a member of one of the most successful real estate teams in the Valley asked me, 
“If iBuyers only account for 4% of all purchase transactions, why do they garner so much attention?” As usual, I 
didn’t have a good answer but probably mumbled something like they are an emerging trend, easy to track, and 
we’re asked about them all the time. Anyway, here’s a composite of the iBuyers purchases in 2018, and the per-
centage of their purchases as they relate to overall sales volume.

2018 MLS iBuyer Purchases
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JUNE

In our 2018 forecast, STAT stated, “In June of 2006 our median sales price peaked at $264,800.” This is what had 
been referred to as our all-time peak median sales price. In reference to a new peak I penned, “I personally hope 
this doesn’t happen, as a 2019 return to peak pricing would make for a much healthier market. But if it does occur, 
June is the most likely month.” In June we established a new all time high, as reported by ARMLS, with a median 
sales price of $268,000. The bubble talk began.

Median Sale Price 
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OCTOBER

 In October, interest rates began to rise at an accelerated clip. With higher interest rates and higher prices, 
demand	slowed.	The	result	was	that	ARMLS	year-over-year	sales	volume	declined	for	the	first	time	in	four	years.

 

12 ARMLS STAT DECEMBER 2018



ARMLS STAT DECEMBER 2018

2018 In Summation

Whenever I write our year in review, I always try to point out all the things I got right. It makes me feel better 
about myself. For instance, last month I guessed (I mean projected) there would be 6,500 sales in December. 
There were 6,403, which I knew but had simply rounded up. Which brings me to a conversation I had with Tina 
Tamboer in June. In my introduction I stated there were two opinions we had when entering 2018, one being low 
inventory numbers would lead to higher prices, and the higher prices coupled with rising interest rates would re-
strict demand leaving 2018’s sales volume comparable or lower than 2017’s. The second line of thinking centered 
around millennials being one year older and an improving economy in which case the single-family housing mar-
ket	would	make	further	gains	this	year.	The	first	opinion	was	Tina’s.	Me	being	a	glass	half-full	guy,	favored	the	
second opinion. I believed in the millennials and if we had been discussing avocado toast sales, I’d have crushed 
her. But we weren’t. We were talking home sales. In early January as ARMLS numbers reported, I received a 
phone call from Tina stating she’d won our bet. A good analyst will admit when they’re wrong. Great analysts are 
never wrong. 

Looking Ahead to 2019

As we head into 2019, we see tailwinds as well as headwinds for our housing market. We hear reports of 
population	gains,	a	strong	job	market	and	increasing	wages.	I	heard	a	local	real	estate	expert	with	decades	of	
knowledge	and	experience	ask	why	volume	isn’t	increasing	with	such	a	strong	backdrop.	He’s	right.	We	should	be	
crushing it. Rising interest rates and rising prices have clearly softened demand and sale prices teeter on the top 
end	of	affordability.	Several	housing	reports	call	the	emerging	trend	for	real	estate	in	2019	to	be	“unpredictable”.

For	example,	Lennar	homes	has	said	it	can’t	give	a	2019	forecast	because	the	market	is	so	uncertain.	“We	
continued	to	experience	slower	sales	due	to	higher	home	prices	and	rising	mortgage	rates,”	Lennar’s	executive	
chairman	said.	And	despite	reporting	strong	fourth-quarter	earnings,	the	home	builder	declined	to	offer	guidance	
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https://www.cnbc.com/2019/01/09/lennar-said-it-cant-give-a-2019-forecast-because-market-so-uncertain.html


for	2019	“until	the	markets	further	define	themselves.”

 Maybe just a bit of the uncertainty has to do with the elephant and donkey in the room, a house divid-
ed against itself so to speak. This is where STAT separates itself from the others. We have no fear. We can cut 
through political rhetoric. We can take two halves of a house and make it one. STAT deals with fractional houses 
all the time. 

 So, what do we see for 2019? Let me begin by regressing. Below we’ve displayed the total median sales 
price	spreadsheet	from	December,	based	on	public	record	filings	in	Maricopa	County.	The	chart	will	also	show	the	
quarters as well as the year-over-year percentage changes for each quarter. The median may confuse you a little 
bit at $274,000. Don’t let it. This is a report of all publicly reported sales, including new construction. It tends to be 
higher than the ARMLS reported median. 
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Total Median Sales Price Spreadsheet For Maricopa County
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The reason I show this chart is because I wanted to reference 2013. In August 2013, we saw a similar downturn to 
the	one	we	are	currently	experiencing.	The	circumstances	are	completely	different,	but	they	feel	similar.	In	August	
2013	the	large	REIT’s	(Blackstone,	Colony,	American	Homes,	etc.	pulled	out	of	our	market	and	left	a	consider-
able void. We had a lot of demand, almost pent up demand with all the former homeowners having been sent to 
the	penalty	box	via	short	sales	and	foreclosures.	From	August	2013,	our	market	transitioned	from	an	investor’s	
market to a market dominated by the traditional buyer. The market paused for about a year, but then regained 
traction. 

So,	what’s	this	have	to	do	with	2019?	I	think	our	market	is	going	to	experience	a	similar	pause,	not	a	down-
turn, a pause. Like Whitney, I believe the children are our future, it’s time to let them lead the way. I may be one of 
the few, but I believe in the millennials. Unlike the swallows of San Juan Capistrano, they have their own time 
table. Their sheer numbers are undeniable, and they’re about to make their presence felt. There are some very 
knowledgeable	housing	experts	that	have	their	doubts,	but	I	believe	it’s	just	a	matter	of	time.	This	could	be	a	ma-
jor miscalculation on my part, but I’m sticking to it. In 2019 I believe our market will pause and we’ll see a decline 
in	year-over-year	sales	volume	as	the	millennials	figuratively	and	literally	transcend	their	basements	and	begin	
buying property. 

So,	how	do	I	see	2019	unfolding?	I	would	not	be	surprised	if	sales	volume	was	6-8%	lower	next	year	with	
a	modest	increase	in	prices.	The	2%	to	3%	range,	zero	would	be	great.	Why?	Homebuilding	analyst	Ivy	Zelman	
explains	it	best.	

 “At this point it feels like we’re beyond the ninth inning in home price appreciation. We’re cautious on the 
ability for home prices to continue to incrementally increase beyond low single digits. What we really need is 
for incomes to grow faster than home price appreciation.” 

Next	month	in	STAT	we’ll	take	our	stethoscope	and	check	the	overall	health	of	our	market.
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The Pending Price Index

Last month the STAT mathematical model projected a median sales price for December of $261,800. Our 
mathematical	model	for	the	first	11	months	of	2018	had	been	underestimating	the	actual	median	sales	price.	The	
December median sales price followed our yearly pattern, reporting a median sales price of $262,000. ARMLS 
saw 6,403 sales this year compared to 7,070 last year. Our estimate of 6,500 sales overshot the actual sales 
volume	by	97.	Looking	ahead	to	January,	the	ARMLS	Pending	Price	Index	anticipates	the	median	sales	price	will	
hold steady, projecting a median sales price of $263,000.

Sales volume in 2018 was comparable to 2017, with 93,790 sales in 2018 compared to 93,887 in 2017. We 
begin January with 3,796 pending contracts, 2,295 UCB listings and 350 CCBS giving us a total of 6,441 residen-
tial listings practically under contract. This compares to 7,773 of the same type of listings one year ago. The pend-
ing contracts of this year are 17% lower than last year. There were 21 business days in January of 2018 as well 
as this year.  ARMLS reported 6,082 sales in January of 2018. Sales volume will be lower this year, I’m guessing 
5,450.
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