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Hello Everyone, 

 Here it is, the morning of the Super Bowl (Go Pack Go) and I’m just getting to my February newsletter.  
Sorry for the delay, it’s been a very hectic start to the month.  Good luck to everyone on the list for a new Verizon I
-Phone and here’s hoping your Valentine’s Day is spend with someone special! 

 A MA Supreme Court running that 2 foreclosures were declared invalid because the Banks did not follow 
proper steps to show that they had authority to foreclose will certainly change the methods of bAnk actions in the 
future.  This should be good news for home owners.  2011 seems to be bring some optimism.  Realtor.com reports 
that Phoenix was the #6 most searched market.  Atlas Van Lines predicts Phoenix; Austin, TX and Raleigh, NC for 
strong influx growth in 2011.  ASU Prof Karl Gunterman,  ASU Repeat Sales Index Guy, says 2011 will see real 
estate market improvement.  The WP Carey school reported only 106,975 home sales in 2010 for Greater Phoenix. 
That’s down 5% from last year.  They report the median price at $125,000 as the lowest since April 2009.  The re-
port did note that the median price for traditional sales (not short sale or REO) to actually be $138,000.  Trulia 
ranked Mesa as #4 and Phoenix #5 in a list of Cities where it is less expensive to own/buy than rent.  Shadow In-
ventory is a much discussed topic.  Check out a great article and see how much better Phoenix is faring in this con-
versation on my JeffGerberRealtor Facebook page.   (I would appreciate if you would also LIKE my Facebook 
page.)  There is some disturbing news on the horizon.  The cost of a Fannie Mae backed mortgage will see a signifi-
cant rise in fees beginning April 1.  The increases will significant to anyone with a credit score of 740 or less and 
anyone with less than 25% down.  This is not good news.  We have also seen condo financing becoming more diffi-
cult in the last month, due to a slow reaction to getting on the FHA approved list by condo associations and devel-
opers.  The Nat’l Ass’n of Home Builders is predicting 2011 to see a 20% increase in new home starts.  Let’s hope 
that many of these positive things do take place in the next year.  Overall, it’s a great time to be a Buyer.  Can I help 
you or someone you know and can refer to me? 

 I’ve got my fingers crossed for first time home buyer’s Stoil & Desi in anticipation of acceptance of their 
offer for a Gilbert short sale. We hope to get final approval this week.  We’re still waiting for an answer to an offer 
for another Scottsdale condo for Chris from St Louis.  Hopefully the Bank will not lose the offer this time!  I think 
we should get word soon of acceptance of Shane’s offer on a Mesa condo we have listed.  We’re searching for a 
buyer for Patty’s (back on the MLS) home in Chandler.  This is a really nice home listed at a fair price, if you know 
anyone looking for a nice 3 bed home in Chandler.  If you know of anyone looking to buy or sell a home in the 
East/SouthEast Valley, I would really appreciate if you might refer them to me.  It will be my pleasure to provide 
them with excellent, professional service. 

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. 



elow are some tips for getting a handle on clutter and getting rid of the
excess “stuff” in your home.  You’ll find it takes significantly less time to
organize your clutter than to repeatedly sift through it looking for lost items.

• Break down large tasks into smaller “chunks.”  For example, instead of 
attempting to clean out an entire closet, clean one shelf every Saturday morning. 
By the end of the month, you will have completed the entire job!

• Decide that everything that enters your home goes into one 
of the following three categories:

✓ Your “To Do” basket
✓ Another family member’s “To Do” basket
✓ The garbage

Apply this technique to mail to prevent pile-ups.

• Assign each family member a room or area in your home to clean and organize, 
and pick a specific date and time for “Home Cleaning Day.” Together, you clear 
out the extra stuff throughout your home, transforming it in a single day!

B

ould you like to increase your feeling of satisfaction
and contentment? Try these tips to pump up your
happiness:

• Do something that is activity oriented to raise endorphins. 
Television is more likely to create unhappiness, so keep it  off!

• Adopt an Attitude of Gratitude – write down the things you are 
thankful for once a week. 

• Get into a hobby that will use and build on skills. Losing yourself in a task, or 
being in the flow, typically brings a satisfying sense of fulfillment. 

• Connect with old and new friends; be the first to mend old gripes and grudges. 
Let go of the negative people in your life.

• Take the focus off of yourself by doing something nice for someone else. Give 
freely of yourself and do not expect recognition for your kindness.

• Think about the kind of person you would like to be in five or ten years. Focus on 
your personality and value system, not a lifestyle. Write down your thoughts.

• Do what optimists do – keep reaching to achieve these goals even when you get 
discouraged. 

o you have colleagues 
or friends who need assistance
with a real estate transaction?

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

D

s a real estate professional, 
I know the stress that a
home system or appliance

breakdown can create for a home
seller during the listing period or
for the buyer after close of sale.
Fortunately, you can prevent that
stress with a home warranty that
provides coverage for both the
seller and the buyer!

A home warranty plan is a service
contract that protects your home’s
major 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 replace the
covered item for a nominal service
call fee. Help is only a phone call
away, 24/7, 365 days a year!  

For complete peace of mind, I
recommend an Old Republic
Home Protection Plan for all of my
clients.  Call me today for more
information on how a home
warranty can benefit you.

Clear the Clutter

A

n today’s real
estate market,
you can count 

on changes in 
home values. Call
me today for your
home’s present value and I’ll explain
the latest market forecast.

I

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

W
Raise your Happiness Quotient 

John

Karen
Mom

Jeff Gerber, ABR, GRI, 
SRES

The Empowered Team LLC
Real Estate for Today

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



eople are constantly extolling the virtues of recycling.  But did you know
that composting may be just as important to the environment? Yard
trimmings and food residuals make up 26 percent of the municipal solid

waste stream in the U.S.  That's a lot of waste to send to landfills when it could
become useful, environmentally beneficial compost instead! 

Composting is an efficient use of resources, and creates an
environmentally friendly product from organic waste. As
food and other organic waste decompose anaerobically
(without oxygen) in the landfill, it releases methane, 
a greenhouse gas that's 20 times more potent than carbon
dioxide. Because composting is an aerobic process, it only
produces carbon dioxide and not methane.  If the average
family composted regularly, that household would
prevent about 30 pounds of methane emissions per year,
the equivalent of around 620 pounds of carbon dioxide.

Remember that you do not need to live in the country to compost.  Many people
compost at the heart of inner cities, in community gardens, or even on the roofs
or balconies of apartment buildings. 

P
The Dirt on Composting 

Ingredients:
2 pre-made pie crusts 
2 C. leftover turkey or chicken 
1 can cream of chicken soup 

1/2 C. half and half 
1 pkg. frozen mixed vegetables

Directions:
Prepare bottom half of pie crust in pie pan. Tear turkey or chicken into small, bite-size
pieces by hand (use mix of white and dark meat for best taste) and place into a large
mixing bowl. Add cream of chicken soup, thawed vegetables, and half and half (to
desired consistency); add salt and pepper to flavor. Stir together and place in
prepared pie pan. Top with second pie crust; crease and make 4 slits in top of crust.
Bake in preheated 350-degree oven for 40-45 minutes.

Easiest Chicken or Turkey Pot Pie Tips for a 
Smooth 
Closing

Your real estate closing should be a
stress-free event.  Here are a few things
that could trip you up if not addressed
prior to the closing date:

Head off trouble during the 
final walk-through

Make sure that any fixtures (e.g., ceiling
fans) to be left behind are specifically
called out in the purchase agreement.
Inspect repairs made as a result of a
home inspection prior to closing date to
ensure they are acceptable to you. 

Closing costs are more 
than expected

Before closing, compare the final
closing costs to those initially stated in
your lender’s “Good Faith Estimate”
and resolve discrepancies. Remember
that most closing attorneys and title
companies will require certified funds
at closing, along with proof of
homeowner’s insurance.  Also, bring
along your driver’s license as
confirmation of your identity. 

The seller still has belongings 
at the home

You may want to add a clause in your
purchase agreement that explicitly
states the seller is responsible for any
expenses you incur if the home is not
completely vacated prior to the
closing date.

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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January  5, 2011 

SALES   Month over Month 
 
Monthly Sales in December were 8,401, a 23.8% increase over November�s 6,786. This 
complements an upward sales trend for the whole fourth quarter.  The highest sales for 
2010 of 9,280 occurred in June. This month over month gain coupled with the fourth 
quarter trend demonstrates a metric clearly moving in the right direction, after a 
pattern for 2010 characterized by a �one step forward and two steps back� 
phenomenon. The December Sales figure ends the year as a 45.12% increase compared 
to the January figure (5,789) at the start of the year.  
   
SALES   Year over Year 
 
December�s 8,401 Sales total represents a 9.7% increase over 2009�s December Sales 
figure of 7,657. In addition, it is the second largest November to December monthly 
gain (23.8%) of the decade, just below the November to December gain (24.98%) in 
2008.     

ARMLS STAT          JANUARY 2011 
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ARMLS STAT          JANUARY 2011 

NEW INVENTORY 
 
December New Inventory (9,443) declined 13.9% or 1,526 listings from November�s 
10,969. This month�s New Inventory figure follows a steady decline started in Septem-
ber. This is in line with a pattern of November to December declines in New Inventory 
experienced every December since 2001.  New Inventory added to the market in 2010 
was 148,968, 1.17% increase over the same figure for 2009, but well below the figures 
for 2006, 2007 and 2008 (173,363, 165,615, and 162,181 respectively). New Inventory 
added to the Total Inventory each month is an important factor in the supply and de-
mand balance, as greater supplies support a Buyer�s market and exert downward pres-
sure on pricing.   

TOTAL INVENTORY 
 
Total Inventory declined 2,890 listings in December to 42,463, a 6.37% decline from No-
vember. Total inventory remained flat during 2010 with an average of 43,088 per month.  
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ARMLS STAT          JANUARY 2011 

MONTHS SUPPLY OF INVENTORY (MSI) 
 
MSI for December declined to 5.05, representing the first drop below 6 months since 
June, and  a positive step toward a balanced market.  A Seller�s market is typically defined 
as a months supply of inventory in the 4-5 month range, while a Buyer�s market is de-
scribed as a 6 month or greater supply.  While MSI is a barometer of overall market 
health, it may not represent an accurate picture of inventory supply in specific market 
niches. The December decline from 6.68 to 5.05 months is a drop of 1.63 months or 
24.4%. While this is  a very positive metric, a quick glance at the historic new listing and 
sold data shows that new listings rise significantly from December to January  each year, 
and sales significantly fall from December to January each year.  Thus next month�s  in-
ventory rise coupled with fewer sales, could cause the MSI to rise again.      
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NEW LIST PRICES 

Both the median and average List Prices added to the market continued downward in Decem-
ber.  Median List Price dropped 3.2% to $118,000 from November�s $121,900.  Likewise the 
average List Price declined 7.5% to $191,000 from November�s $206,400.   

SALES PRICES 

December�s Median Sales Price was $110,200, a 4.2% decline from November, and a 12.9% 
decline from December 2009.  The median value represents the midpoint in a market where 
there are as many sales above that value as below.  Great housing affordability in the Valley 
was fueled by the declining median price trend line in 2010. The average Sales Price for De-
cember rose $1,400 to $160,400, a .9% gain over November, but 9.7% decrease from Decem-
ber 2009.  

ARMLS STAT          JANUARY 2011 
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THE ARMLS PENDING PRICE INDEX� 
 

The ARMLS Pending Price Index is a predictive tool unique to ARMLS which forecasts Median 
and Average Sales Prices for the coming three months based on the pending sales data in 
the MLS. The PPI�s predictive accuracy naturally declines the further into the future it goes, 
as the number of transactions in the forecast lessens. The actual Median Sales Price for De-
cember was $110,200, which was 4.17% below the December figure predicted in November.  
The Average Sales Price for December was $160,400, or 1.47% below the December Average 
predicted in November.  While the actual numbers may deviate from predicted values, the 
forecast value for the direction of market pricing remains true. 
 
The three month predictions for Median Sales Price for January, February and March are 
$115,000, $112,000 and $110,000 respectively, indicating continuing downward pricing 
pressures well into the first quarter.  Likewise, Average Sales Price predictions follow a simi-
lar downward forecast for January, February and March of $159,400, $158,200, and 
$145,800 respectively. 
 
Downward pricing pressure in the Valley is influenced by the large, steady supply of homes 
(42,463) and the disproportionate percentage (69.6%) of Distressed Sales relative to the To-
tal Sales. 

ARMLS STAT          JANUARY 2011 
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FORECLOSURES PENDING 
 
Foreclosures Pending for December (41,485) is right below the July-November average 
of 41,603. The trend line for Foreclosures Pending has remained relatively flat since July, 
hovering between 41,203 and 41,958.   
 

ARMLS STAT          JANUARY 2011 

LENDER OWNED SALES 
 
Lender Owned Sales for December (4,061) increased by 1,172 sales from November, rep-
resenting the highest month over month change all year of 40.57%.  December�s Lender 
Owned Sales accounted for 48.3% of the total December Sales, representing the highest 
percentage of total sales for all of 2010, spurred by Buyer/investor motivation to close 
and lender incentive to clear inventory from their books all before January 1.  
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AVERAGE DAYS ON MARKET 
 
Average DOM finished 2010 at 115, which included an additional 23 days added over the 
course of the year.  This was a 25% increase to DOM since January (92 days). Despite a 
slight drop in April (97) and May (96), the Average DOM trend line for 2010 was upward, 
a typical response of a market in over supply.  

DISTRESSED SALES 
 
December�s Distressed Sales (5,849), a composite of Lender Owned Sales and Short 
Sales, accounted for 69.6% of Total Sales (8,401), and were well above 2010�s monthly 
average of 4,665, or 62.18% of Total Sales.  The December Short Sale component of Dis-
tressed Sales saw a 31.3% rise in number of units sold to 1,788 over November�s 1,362. 
Short Sales accounted for 21.3% of Total Sales in December.  Clearly, distressed proper-
ties continue to drive the market and exert downward pressure on pricing.   
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COMMENTARY 
 
STAT reports mixed news for December.  The increase in Total Sales in December along 
with a drop in New Inventory is welcome news.  Also, the decline in Months Supply of In-
ventory to 5.05 signals a market trying to balance itself.  Yet, despite these positive signs, 
the negative downward pressure on pricing continues. Trend lines for both median and 
average List and Sales Prices have declined since January 2010, despite an occasional up-
ward move during the course of the year.  In addition, the average Days on Market rose 
five out of the last six months to 115 days in December, and the predictions of the ARMLS 
PPI indicate more downward pricing pressure coming in the first quarter. 
 
The Valley still struggles with housing vacancies as a result of the housing bubble and ef-
fects of immigration legislation.   According to the U.S. Department of Housing, based on 
a survey by the U.S. Postal Service, the Phoenix-Mesa-Glendale area shows 91,687 vacant 
residential addresses, a 4.9% vacancy rate which historically has been in the 1.5% 
range.** This glut will have to be absorbed before normal supply and demand can return. 
 
Not surprisingly, the return to a balanced market with healthier pricing trends will be slow 
in coming.  Two key stabilizing metrics that will reverse the downward trends are net mi-
gration into the Valley and more jobs.  Net migration into Maricopa and Pinal Counties 
through October is 2,873* which is in effect negligible.  However, the most recent unem-
ployment figure (October) is 8.48%, dropping for the fifth month in a row.* 
 
Net migration into the Valley will be influenced by the recovery in feeder markets 
throughout Arizona and the United States, which in combination have experienced the 
lowest migration in sixty years. The Economic and Business Research Center, Eller College 
of Management at the University of Arizona, predicts modest improvement in 2011, with 
population and employment rates to grow at less than 2% annually.** 
 
The latest National Association of REALTORS® figures show that the national Pending 
Homes Sales Index rose again in November with the broad upward trend over the past 
five months, indicating a gradual recovery into 2011.***   As other markets thaw and ac-
tivity heats up, more potential homebuyers from feeder markets become available to 
take advantage of the Valley�s affordable housing, the silver lining to the downward price 
pressure cloud. The underpinning of net migration and employment metrics have seen 
gains, although small, in the Valley, Arizona and/or nationally:  leveling of foreclosures 
pending in Maricopa County, addition of jobs in the employment services sector, upward 
trending of manufacturing healthcare and social services jobs, growth in solar and bio-
technology industries, etc. are harbingers of recovery to come.**  The year 2011 holds 
promise, and positive gains, however modest, will pave the way for a brighter real estate 
future eventually.  
 

*EBR DatabaseOnline 
 
**http://azeconomy.eller.arizona.edu/ 
 
***http://www.realtor.org/press_room/news_releases/2010/12/pending_gradual 

ARMLS STAT          JANUARY 2011 
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