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Hello Everyone, 

 Here comes summer….ready or not.  We’ve only have about 105 days with highs at or above 100-
degrees before we get to call this year an average one.  I hope you had an enjoyable Memorial day week-
end, avoided the bulk of the damage of he tornado’s and other storms over the last month.  Let’s also 
hope that there new summer brings you fun times to last a lifetime. 

 
 I was shocked to tear that  nearly 46% of all sales in April were for cash!   45% of Q-1 sales were 
foreclosure properties, per RealtyTrac.  That includes foreclosures and flipped foreclosures.  Please join us 
REALTORS in voicing your opinion to halt raising the FHA minimum down payment rate from the cur-
rent 3.5% to 5% at the national level.  If you’re a home owner with a Bank of America mortgage and are 
having troubles making your payments, call B of A an ask about the Hardest Hit Fund.  It could be help-
ful to you.  If you’re thinking of buying at the higher end of the market, remember that max FHA loan 
values go down to $625,500 (from $729,500) on Oct 1.  A few bright signs in this area….watch for new 
outlet malls to appear near Wild Horse Pass in Chandler, Talking Stick in Scottsdale and near the West-
gate Center in Glendale.  The old Hayden Mill silo’s etc in downtown Tempe may be getting a make over 
and reopen with a limited public schedule.  All good signals for the return of more winter visitors/
tourists.  It’s still a great time to buy with near historic low mortgage rates and home prices like we have 
not seen in The Valley for more than a decade. 

 
 I’m looking forward to 2 closings early this month.  Congrats to buyer Shane (Mesa) and short 
Seller Stacy (Scottsdale).  There will be relieved breathing in Mesa when this one closes.  Congrats to 
Chris in St Louis set to purchase his second South Scottsdale condo.  I  quite appreciate the referrals that 
have come my way during the past couple of weeks.  Thanks to Kendra for he referral of Chris from OR 
and Larry from Phoenix.  I’m looking forward to working with each of them when they are ready to begin 
the home hunting process.  A big thank you to Sheryl and Bob for the referral of Chris’s cousin from 
Canada who is looking for a Scottsdale, Chandler, Gilbert winter get away place.  You're the best!  Thanks 
for remembering me and recommending me to your friend. 

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. 



arage door openers are very susceptible to possession by
mischievous sprites that delight in vexing frustrated
homeowners – or at least that’s the way it seems.  Thankfully, that

is not the case, and some common malfunctions can be eliminated with simple adjustments:
G

ummer is a time for barbecues, camping and celebrating.  Avoid situations
that can spoil your fun, and play it safe with these tips:

f anyone you know is selling or
buying a home, please refer them
to me.  I guarantee to provide

your referral with the same stellar
service my clients have come to
expect from me.

I

hen you understand the
process of buying or selling

a home, you are
equipped to make
the best decisions.
Call me today, and I
will assist you every
step of the way.

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

The door does not open or close smoothly
Garage door openers have a tension knob
on the back of the opener which needs to be
adjusted to the weight of the door. There are
usually indicators that read "higher/lower"
or "increase/decrease." Adjust this knob
slightly in one direction and test the door.  If
that doesn't help, turn the knob the other
direction.  Keep adjusting until you are
satisfied with the door's function. 

Door reverses mid-opening or -closing
Most units have an automatic safety feature
that will reverse the door if it hits an
obstruction. If there is no obstruction
present, the two laser eyes that detect the
presence of an obstruction are likely not
aligned and need adjusting. Once
alignment is made, the sensor lights will
cease to "blink" and the phantom
"obstruction" will no longer be an issue. 

W

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.

A
Save your Skin
Reduce chance of sunburn & skin cancer by
observing these guidelines:  

• Seek the shade whenever possible and 
avoid direct sun exposure between 10 am 
and 4 pm.

• Wear long-sleeved shirts and wide-
brimmed hats to protect your skin.

• Wear wraparound sunglasses with broad 
UV protection. 

• Apply sunscreen with a 30+ SPF at least 30 
minutes before sun exposure and 
reapply after swimming or sweating.

Maintain Grill/Campfire Safety
• Never allow children to play near a hot grill 

or campfire.
• To extinguish a campfire, douse thoroughly 

with water, stir up the ashes, and douse a 
second time.

Keep your Cool
Heat exhaustion is more
likely when both
temperature and humidity
are high. Keep your cool
with these tips: 

• Drink plenty of fluids, 
preferably water and 
sports drinks. Avoid 
caffeinated drinks – they 
increase dehydration. 

• Avoid vigorous activity during 
the hottest parts of the day. 

• Seek immediate medical attention if 
you or someone else experiences 
these warning signs of heat 
exhaustion: heavy sweating, 
headaches, nausea, muscle 
cramps, rapid heartbeat, and 
fainting. 

S

Taming the Garage Door Opener 

Safety Tips for Summer Fun 

Jeff Gerber, ABR, GRI, 
SRES

The Empowered Team LLC
Real Estate for Today

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



hen life hands you lemons, make lemonade – 
or try these fresh uses for this versatile 
citrus staple:

• Clean, disinfect and deodorize cutting boards.  Run a 
wedge of lemon over the surface, then wash with hot water. 

• Prevent the natural browning that occurs on certain 
foods. Sprinkle fruit slices with lemon juice before 
serving, or squeeze a bit into guacamole to maintain 
fresh appeal.

• Decorate!  Fill a bowl or vase with whole lemons for a simple but elegant centerpiece. 
• Whiten fingernails by rubbing the surface of your nails with a lemon wedge.
• Make those copper, brass and stainless steel pots look brand new again! 

Sprinkle a lemon wedge with salt, then rub stains away.
• Whiten your whites. Add 1/2 cup lemon juice to the wash cycle to keep 

laundry whites bright.
• Remove sticky foods and residue from a grater – rub both sides with the pulp 

side of a cut lemon, then wash residue away.
• Grill fish on top of lemon slices to keep it from sticking to the grill.

W

Directions:
Heat oil in a 10-inch skillet; add pork
roast and brown on all sides. In a 5-quart
slow cooker, mix soup, ketchup, vinegar
and brown sugar; add pork and turn to
coat. Cover and cook on LOW for 8 - 9
hours (HIGH for 4 - 5 hours) or until
pork is fork-tender.  Remove roast to a
cutting board and let stand for 10
minutes. Using 2 forks, shred the pork.
Return pork to the cooker and heat
through. Spoon pork and sauce mixture
on the rolls to serve.  

Slow-Cooked Pulled Pork Sandwiches   
Selling Your 
Home This 
Summer? 

These tips will give your home extra
“buyer appeal” on warm, sultry
summer days:

Make your outdoor space shine.
Clean & repair your deck, porch, patio
or outdoor kitchen.  If you don’t have
a deck, create an “outdoor room” on
the patio or in the yard by strategically
arranging your outdoor furniture. 

Promote the pool, which can be a
powerful selling point in summer
weather. Keep the water clear and
sparking clean so that potential
buyers can visualize themselves
taking a cool dip on a hot day.

Invest in curb appeal. Enhance your
entryway by framing it with colorful
potted plants. Keep the lawn and
flower beds looking fresh and crisp
despite the sweltering summer heat. 

Keep the house cool. Prospective
buyers will appreciate the
opportunity to escape the heat while
touring your home. 

Provide light refreshments (think 
cool, thirst-quenching lemonade).
Prospective buyers may linger just long
enough to fall in love with your house!

Ingredients:
1 Tbs vegetable oil 
1 boneless pork shoulder roast 

(3 1/2 to 4 lb), netted or tied 
1 can condensed French onion soup 
1 C ketchup 
1/4 C cider vinegar 
3 Tbs packed brown sugar 
12 split sandwich rolls or 

hamburger buns

Lemons – Not Just for Lemonade!

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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May 5, 2011 

 
SALES   Month over Month 
 

 
 
SALES   Year over Year 
 
Sales were up only .8% over April 2010.  Still April had the ninth highest sales figure of the 
decade.  Review of the last twelve months shows year over year declines from May 
through November 2010 over May through November 2009.  However, in December 2010 
the trend reversed showing year over year gains from December 2010 through April 2011.  

ARMLS STAT          MAY 2011 
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ARMLS STAT          MAY 2011 

NEW INVENTORY 
 
Following the wave pattern of new inventory which started in December, April added 
1,438 fewer new listings to the market than March.  The 10,874 new listings added in 
April is 11.7% lower than March, and 22.5% lower than April 2010.  A slowing of new in-
ventory added to the market each month tilts the supply toward a more balanced mar-
ket, and in the current market context is seen as a positive metric.  

TOTAL INVENTORY 
 
The good news is the downward trend line for total inventory started in December and 
continued in April at  34,515. This represents a 8.3% drop since March, an 18.7% decline 
since the downward trend began in December, and an overall 17.3% year over year de-

This decline in total inventory is seen as positive for the supply and demand balance.  
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ARMLS STAT          MAY 2011 

MONTHS SUPPLY OF INVENTORY (MSI) 
 
MSI dropped from 3.79 in March to 3.70 in April.  This is the second month in a row that 

downward pressure on pricing.  MSIs between four and five are typically seen as bal-
anced, where supply and demand are close to equilibrium.  MSIs below four are viewed 

indicator.  MSI as calculated for STAT is a macro look at the entire market and should only 
be used as a barometer of overall market health.  Smaller niche markets will have their 
own specific MSIs, and are a more reliable measure of supply and demand in smaller geo-
graphic areas.  
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NEW LIST PRICES 

 
Median new list price remained almost level, increasing only 1.1% over last month to 
$121,300 in April. The April figure is a 12.1% decline from April 2010.  The January 2010 
through April 2011 median list prices represent the sixteen lowest median list prices of the 
decade.  
Average new list price fell 3.9% from last month to $193,200.  This is the first dip below 

decade.  Overall both the median and average list price trend lines have remained relatively 
flat since November 2010. 

SALES PRICES 

 
Like the new list prices, median and average sales prices have shown only minor movement.  
Trend lines for both median and average sales price remain relatively flat. The April median 
sales price at $111,000 has fluctuated only $750 since December.   
The average sales price rose slightly (2.2%) in April to $161,300.  The April average sales 
price is the ninth lowest of the decade, only $5,692 above the decade low of $155,605 in 
February 2010.  All in all, median and average sales prices remain low, with the overall 
changes in median sales price of 6.7% and average sales price of 1.7% since August. 

ARMLS STAT          MAY 2011 
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pending properties in the MLS system.   It forecasts the average and median sales prices 90 

pending sales are added to the pending pool over time. 
 

April figure of $111,000 by 1.8%.  The average sales price forecasted last month for April 
was $162,500, only .74% off the actual average of $161,300. 
 

$109,000 in June and drop to $105,000 in July.  The average sales price is predicted to fall 
to $155,600 in May, $156,000 in June and finally to $147,300 in July.  In the near future, 
we can expect pricing to remain historically low. 
 
Pricing is a trailing indicator, which will follow movement in other market metrics before it 
recovers.  Supply and demand, and particularly the oversupply of distressed properties as 
a percentage of total sales, will continue to exert negative pressure on pricing well into the 
future. 

ARMLS STAT          MAY 2011 
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FORECLOSURES PENDING 
 
Foreclosures pending continued on their seventeen month downward trend to 33,773 in 
April.  This represents an 8.8% drop over March, and 33.2% decline from the high of 
50,568 in November of 2009.  The steady decline in foreclosures pending is good news, 
even though they remain at elevated levels.  Foreclosures pending wend their way into 
the market as lender owned properties, and eventually become lender owned sales, a 
large component of distressed properties.   Eliminating or significantly reducing dis-
tressed property influence is a prerequisite to moving the market prices to healthier lev-
els.    

ARMLS STAT          MAY 2011 

LENDER OWNED SALES 
 

4,586.  Lender owned sales represented 44.5% of total sales in April, and have been hov-
ering between 43% and 49.6% since September 2010, with the eight month average of 
45.7%.    
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ARMLS STAT          MAY 2011 

AVERAGE DAYS ON MARKET 
 
After a  twelve month high of 116 in February,  the DOM fell again in April to 107 from 

ure of 97.  

DISTRESSED SALES 
 
Distressed sales are a composite of lender owned sales and short sales, and their dispro-

distressed sales at 5,989 were 64.2% of total sales.  Distressed sales as a percentage of 
total sales, which hovered around 70% in December, January and February, declined to 
65.3% and 64.2% in March and April respectively, possibly beginning a downward trend 
in the percentage of total sales. 
April short sales fell to 1,839, a 3.2% drop from March.  Short sales as a percentage of 
total sales remained relatively unchanged from March at 19.7% for April. The trend line 
for short sales has remained relatively flat over the past twelve months. 
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COMMENTARY 
 

the market, continued decline in total inventory and foreclosures pending, MSI holding steady below four for 
the second month in a row and a seven day lowering in the average DOM.  Then add to that a decline of 6% 
for distressed sales as a percentage of total sales from the +/- 70% figures of December, January and Febru-
ary. While these numbers are seen as encouraging, the slow pace of these changes is frustrating.  Still no one 
can argue that the positive direction, albeit slow, is unwelcome. 
 
Other indicators remain relatively flat, namely median and average pricing.  While attractive to Buyers, di-
minished property values are anathema to Sellers who have watched their equities erode.  Depressed pricing 

higher than the current property value.  They are frozen in their current housing, unable to sell or purchase 
another.  Pricing, though, is a trailing indicator, and positive gains in other metrics are necessary before 
prices will rise. When pricing does recover, pent up demand will thaw, leaving those immobilized by upside 
down mortgages freer to sell and buy. 
 
For months STAT has been watching net migration into the area as well as employment, both of which are 
keys to market recovery.  Net migration in March remained flat with births over deaths attributing to any 
population increase.1   Feeder markets, which account for traditional relocations, are also held hostage by the 

 
 
Jobs will ultimately entice migration into the area.  Unemployment for Phoenix Metro Area (Maricopa and 
Pinal Counties) fell again in March to 8.68%, from the two decade high of 10.05% in January 2010.1  For the 
first year since 2007, Arizona is expected to have year over year gains in non-farm employment, .7% in 2011 
and 1.4% in 2012.  Phoenix Metro mirrors state predictions at slightly higher rates of .9% in 2011 and 1.6% in 
2012.2 

 

Total job loss for Phoenix between 2008 and 2010 was 230,000, indicating a long climb back. The Valley is 
projected to add 42,300 jobs over the next two years with gains mostly in tourism, health care and educa-
tion.2   Announcements over the last 40 days provide evidence of hiring activity in the Phoenix Metro area.  
CX.com, a Web storage and filing company, has moved its corporate headquarters to Scottsdale and plans on 
hiring 100 workers by year end.3   The Phoenix office of United Services Automobile Association (USAA) ex-
pects to hire 500 this year.4   DataSphere Technologies, Inc., which hosts community websites and provides 
content to existing ones, plans to move to Fountainhead Corporate Park in Tempe, and expects to hire 220 
employees in the next several months.5   Easy Energy Systems, which manufactures modular devices that pro-
duce ethanol, is moving its headquarters and 450 jobs to Phoenix.6  Southwest Ambulance, based in Mesa, 
expects to hire 50 new workers for full time positions for qualified paramedics, emergency medical techni-
cians, billing and collections staff.7 

 

be discouraging.  Perhaps the biggest challenge is to keep the faith that the market recovery is inevitable and 
believe that all we have to do is wait it out. 

1 EBR Database Online 
2 http://www.workforce.az.gov/admin/uploadedPublications/Forecast4-28-11.pdf   
3 http://www.bizjournals.com/phoenix/print-edition/2011/03/18/cxcom-moving-to-scottsdale.html   
4 http://www.bizjournals.com/phoenix/print-edition/2011/04/22/usaa-adding-500-people-at-phoenix-office.html   
5 http://www.bizjournals.com/phoenix/news/2011/04/18/datasphere-technologies-to-hire-220-in.html 
6 http://www.bizjournals.com/phoenix/morning_call/2011/04/biofuels-company-brings-450-new-jobs.html   
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