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Hello Everyone, 

 HOT!! The one word description to describe Phoenix’s weather and real estate market this summer.  OK, Summer is 
technically only about 10-days old, but my air conditioner will have a different story to tell.  I’m really looking forward to vaca-
tioning in the UP of Michigan in early August for a break from The Valley heat.  That said, I’m hoping Summer reaches that 
part of the country by then.  I’m not into daily rains and 50-something highs, as they have had for their intro to Summer ‘17. 

 If you have not heard, the Phoenix Real Estate market is having a very busy year.  This is especially evident in the 
under $300,000 and magnified more in the $200,000 and under priced market.  That market segment represents about 70% of 
all current sales.  Overall, available inventory is down about 11% versus last year.  The inventory represents just under a 2-
month supply.  Remember, a 6-month (or just a bet less) supply is the usual benchmark.  Days On Market average 65, but it 
tends to be lower in the nice/well priced market segment of $300,000 or less.  The Valley continues to be a story with 2 distinct 
sides.  The shortage of inventory is much less pronounced in the West Valley versus the East Valley.  We have seen a market 
price appreciation of about 6% this year versus last.  That is a good, sustainable, number.  The condo/townhouse market is 
probably hotter than we have ever seen in the Phoenix market.  It’s reflective of a variety of factors.  Available inventory of 
resale and new, pricing, ease of care for both new Buyers and down sizing Buyers and convenient location of properties.  This 
is not a market for “low ball” Buyers.  Sold to list price ratios remain in the 95% to 97% range.  In other words, when you see 
something you like, make a strong offer quickly or expect the property to be sold by the time you react.  Buyers also need to be 
sure to have a signed Pre-Qualification Form from a (good reliable, seasoned and local, please) Lender (or Proof Of Funds, if 
paying cash) to submit with that offer.  Without that, you do not have a full and complete offer and you’re likely to see a Seller 
choose to work with someone else versus waiting for you to submit  that proof of ability to purchase to the Seller.  On the 
subject of Lenders/mortgages, the Fed did make their second increase in benchmark interest rate at their mid-June meeting.  
That rate now maxes at 1,25%, up 0.25% from the previous.  That follows the plan outlined by Fwd Chair Yellen to get that 
rate up to (or near) 2% by year end.  Thankfully, this rate increase has had little to no effect on Mortgage interest rates. I still 
see Lender’s offering rates in the 4.25% to 4.5% range.  That’s a very affordable rate when you look at the historic picture. I’ve 
been pleased to see that the interest rate hike, designed to (among other things) strengthen the US Dollar hasn’t hurt the Cana-
dian/US exchange rate.  In fact, at 0.77 CAD to a USD, we’re close to a 2-year high.  Perhaps this steadying will spur some 
renewed interest in AZ snowbird properties by Canadians looking to escape winter at home?   

 I feel fortunate to have a number of very patient prospective Buyers who understand the limited supply of available 
properties makes it very difficult to find that “just right” property.  Patience will bring the desired result, but you’ll need to act 
swiftly and decisively when that property presents itself.  Do you know of anyone thinking of Selling or Buying a home, espe-
cially in the East Valley?  I would really appreciate a referral to that person.  Thanks to you, my business grows each year. 

Regards,   

JSGerber 06/30/2017 

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 



May 2017
Arizona Regional MLS

New Listings 9,973

1.1% 5.9%
from Apr 2017:

9,868
from May 2016:

9,420

YTD 2017 2016 +/-
50,678 50,883 -0.4%

5-year May average:  9,399

New Contracts 10,412

-1.3% 3.4%
from Apr 2017:

10,548
from May 2016:

10,068

YTD 2017 2016 +/-
52,004 49,196 5.7%

5-year May average:  9,665

Closed Sales 9,586

11.3% 11.0%
from Apr 2017:

8,615
from May 2016:

8,639

YTD 2017 2016 +/-
39,814 36,140 10.2%

5-year May average:  8,592

Median
Sold Price

$240,000

3.0% 6.7%
from Apr 2017:

$233,000
from May 2016:

$225,000

YTD 2017 2016 +/-
$233,000 $219,900 6.0%

5-year May average:  $208,750

New Contracts Median Sold Price ($1,000s)
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Active Listings 17,006

Min
14,021

Max
23,954

5-year May average

17,006

18,613

Apr 2017 May 2016
17,737 19,405

Avg DOM 69

Min
66

Max
83

5-year May average

69

75

Apr 2017 May 2016 YTD
73 75 74

Avg Sold to
OLP Ratio

96.8%

Min
94.5%

Max
97.5%

5-year May average

96.8%

96.2%

Apr 2017 May 2016 YTD
 96.7%  96.3%  96.6%

Copyright © 2017 RealEstate Business Intelligence, LLC. All Rights Reserved.
Data Source: ARMLS. Statistics calculated June 02, 2017.



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.

T hose lazy days 
of summer are 
busy days in 

the real estate industry. 
The market is hot! Call me right 
away if you’re considering buy-
ing or selling a home.

T hinking of selling your home? 
As an experienced real estate 
professional, I would like to 

point out the benefits of adding an 
Old Republic Home Warranty to your 
transaction. While your home is on 
the market, Seller’s Coverage provides 
repair and replacement of your home’s 
major systems and appliances. It keeps 
the home showing well during the listing 
period, which may result in a faster sale 
at a higher price. At close, the Buyer’s 
Plan seamlessly takes effect, protecting 
the home buyer against potential, 
unknown after-sale problems. Last but 
not least, the home warranty provides 
budget protection from the high cost 
of home repairs and peace of mind for 
both the home seller and buyer.

I provide my clients with accurate, 
timely information in each step of their 
real estate transaction. Please rec-

ommend me to family and friends 
looking for unparalleled service.

Health & Safety
The Water-Wise Body  

H ydration is essential to overall health, and water is the most 
important nutrient for growth and development. But why 
is drinking water so vital and how much is enough?

Water acts as the body’s transportation system, circu-
lating fluids, nutrients, and electrolytes to feed our cells 
and tissue. Proper fluid balance can improve joint pain, 
increase energy and mood, and brighten skin. 

Drinking water can also help with weight management. Accord-
ing to a National Center for Biotechnology study, drinking water 
increases the calories you burn. A related study found that partic-
ipants who drank over 34 ounces a day lost an extra 4.4 pounds over 
a one-year period. And replacing sugary drinks with water lowers your 
calorie intake.

The human body is about 60% water, and it needs replenishing daily for good health. 
The amount needed for fluid balance will vary from person to person. Keep it simple by 
following these steps for a water-wise body: 1) Drink when you feel thirsty. 2) Stop drinking 
when you no longer feel thirsty. 3) Drink more water in warm climates, at high altitudes, or 
during exercise.

The Centers for Disease Control recommends carrying a water bottle and keeping it filled 
when you’re on the go. Adding sugar-free, zero calorie flavoring to plain water can help you 
stay hydrated all day.

Helpful Hints
Kitchen Hacks  

C ooking doesn’t have to be complicated and time-consuming. Save 
time in the kitchen with these food prep shortcuts.

The Freezer is Your Friend: Buy meat in bulk and portion it into 
single servings in resealable freezer bags with marinade or sauce. The 
meat will marinate as it thaws, so it’s ready to go by dinner time. If you 
don’t want to store your meat in the same bag with sauces or marinades, 
put the liquid ingredients in an ice cube tray. That way you can just 
pop out a cube whenever you need it! Ice cube trays are also great for 
storing leftover stock and soup since the smaller surface area makes for 
quick and easy reheating. 

Batch Cook and Plan Ahead: Cooking large batches of key ingredi-
ents over the weekend will set you up for speedy meal prep during the 
week. Chef Chad Sarno recommends planning your weekly meals 
around a few items like grains, beans, vegetables, and sauces that 
you can batch cook in large quantities and store.

Protect your budget  
against the high cost to  
repair or replace home  

systems and appliances.

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 2017

Household Tips  
Fire Safety for Pet Owners  

A ccording to the National Fire Protection Association (NFPA), Fluffy and Fido are responsible for 
starting nearly 1,000 house fires annually. Pets may unintentionally turn on cooktop burners, 
knock over lit candles, overturn space heaters and lamps, or even spread hot ashes from 

fireplaces. The following precautions can help protect your home and your pets from accidental fire.
Remove stove knobs: The NFPA says stove and countertop fires are the most common fires 
caused by pets. If Fido can counter-surf around the kitchen on his hind legs, or if Fluffy likes to jump 
up on the countertops, remove cooktop knobs when you leave the house. 
Don’t use glass pet bowls on wooden decks: Water in a glass bowl can act like a magnifying 
glass, amplifying the sun’s rays and igniting your deck or porch beneath the bowl. Hydrate your pets 
using ceramic or stainless steel bowls on outdoor wooden surfaces.
Extinguish all open flames: Animals are curious creatures and may explore fireplaces, appliances, 
and surfaces with candles. Never leave your pets unattended around an open flame, and always 
thoroughly quench all flames before leaving home. 

Savor the Flavor BLT Salad
3 Tbsp. light mayonnaise
1 Tbsp. milk (or more for desired 
consistency)
2 Tbsp. fresh chives, minced
1 tsp. white vinegar
1 tsp. garlic powder or  
1 fresh garlic clove, minced
1/8 tsp. ground pepper
1/4 tsp. salt (or to taste)
3 medium tomatoes
5 cups hearts of romaine lettuce, 
chopped
1 cup seasoned croutons
3-5 slices bacon, cooked  
and chopped or crumbled

Whisk together mayonnaise, milk, chives, 
white vinegar, garlic powder or fresh garlic, 
salt, and ground pepper in a large mixing 
bowl. 

Chop tomatoes and put them in the bowl 
with the dressing. 

Add romaine lettuce and croutons to the 
bowl; toss to coat. 

Sprinkle bacon on top and serve.

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 MAY 2017 - Published June 23, 2017

Sales are up +11.3% 
month-over-month. 
The year-over-year 
comparison shows an 
increase of +11.1%.

ARMLS STAT MAY 20171

Closed MLS sales with a close of escrow date from 5/1/2017 to 5/31/2017, 0 day DOM sales removed



Total inventory has a 
month-over- month de-
crease of -2.7% while 
year- over-year reflects 
a decrease of -9.0%.

New inventory is up 
+1.8% month-over- 
month while the year- 
over-year comparison 
shows an increase of 
+6.4%.

New MLS listings that were active for at least one day from 5/1/2017 to 5/31/2017, 0 day DOM sales removed

ARMLS STAT MAY 2017 JUNE 2 
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Months supply of in- 
ventory for April was 
2.79 with May at 2.44.

May UCB listngs 
percent of total inven- 
tory was 18.1% with May 
CCBS listngs at 2.5% of 
total inventory.+6.7%..

Snapshot of statuses on 5/31/2017

Current inventory of Active/UCB/CCBS divided by the monthly sales volume of May 2017, 0 day DOM sales removed
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MLS sales prices for closed listings with a close of escrow date from 5/1/2017 to 5/31/2017, 0 day DOM sales removed

The average sales price 
is up +6.5% year-over-
year while the year-over-
year median sales price 
is also up +6.3%.

Average new list pric- 
es are up +5.2% year- 
over-year. The year- 
over-year median is up 
+5.3%.

List prices of new listings with list dates from 5/1/2017 to 5/31/2017, 0 day DOM sales removed
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Snapshot of public records data on 5/31/2017 active residential notices and residential REO properties

Foreclosures pend-
ing month-over-month 
showed a decrease of 
-2.9% while the year- 
over-year figure was 
down -24.2%.

A slight increase is fore-
casted for average sales 
price with median sales 
price also increasing in 
May.

ARMLS proprietary predictive model forecast, 0 day DOM sales removed



ARMLS STAT MAY 20176

MLS sales prices for closed listings with a close of escrow date from 5/1/2017 to 5/31/2017, 0 day DOM sales removed

Days on market were 
down -6 days year-over-
year while month-over- 
month decreased -5 
days.

Distressed sales ac- 
counted for 2.4% of total 
sales, down from the 
previous month of 2.5%.
Short sales dropped 
-26.1% year-over-year.
Lender owned sales 
dropped -28.0% year- 
over-year.7%..

New MLS listings that were active for at least one day from 5/1/2017 to 5/31/2017, 0 day DOM sales removed
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COMMENTARY

  

As our charts show, STAT numbers for May were 
strong. Sales were up and prices were up, but in the 
mind of an analyst, each data point reported provokes 
a new question. As I’ve observed our 2017 housing 
numbers, I’ve found myself questioning the leading 
indicator of sales volume: listings under contract. The 
correlations between properties under contract and the 
resulting sales volume appear to be changing. Lower 
yearly contract numbers are not translating into lower 
sales volume. In fact, the contrary is true. This begs the 
question, why?

On May 31st NAR’s Lawrence Yun published an article 
entitled Pending Home Sales Scale Back 1.3 Percent in 
April. In his article Yun states:

“The Pending Home Sales Index, a for-
ward-looking indicator based on contract 
signings, decreased 1.3 percent to 109.8 
in April from a downwardly revised 111.3 in 
March. After last month’s decline, the index 
is now 3.3 percent below a year ago, which 
is the first year-over-year decline since last 
December and the largest since June 2014 
(7.1 percent). Much of the country for the 

 
second straight month saw a pullback in 
pending sales as the rate of new listings 
continues to lag the quicker pace of homes 
coming off the market. Realtors® are indi-
cating that foot traffic is higher than a year 
ago, but it’s obviously not translating to 
more sales.” 

Rick Sharga of Ten-X echoed similar sentiments in a 
Housing wire article entitled Ten-X: Existing home sales 
to drop in May. The article warns that, “Two consecutive 
months of weaker existing home sales isn’t cause for 
panic, but it does suggest that forecasts calling for a 
robust housing market may have been too optimistic.” 
Ten-X Executive Vice President Rick Sharga weighs 
in too, predicting the combination of low inventory and 
home prices that rise faster than wage growth will slow 
down sales. At least on a local basis, 
I say poppycock. 

Yun and Sharga are referencing national pending con-
tracts and drawing conclusions about sales volume. 
When we view our local numbers, we see similar un-
der contract numbers. We began May 2017 with 7,427 

https://www.nar.realtor/news-releases/2017/05/pending-home-sales-scale-back-13-percent-in-april
https://www.nar.realtor/news-releases/2017/05/pending-home-sales-scale-back-13-percent-in-april
https://www.housingwire.com/articles/40316-ten-x-existing-home-sales-to-drop-in-may
https://www.housingwire.com/articles/40316-ten-x-existing-home-sales-to-drop-in-may
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pending, 4,701 UCB and 583 CCBS listings giving us 
a total of 12,711 residential listings practically under 
contract. Compare that to 13,115 of the same type of 
listings for the same period last year. Listings under 
contract as reported were 3.2% lower this year, nearly 
identical to NAR’s 3.3% figure. Here’s where we stop 
agreeing. I believe, at least locally, there has been a 
paradigm shift in our data.

Our sales volume in 2017 has been much stronger than 
our listings under contract would historically indicate. 
When we view STAT’s May sales volume, we see an in-
crease in year-over-year sales volume of 11.1%. View-
ing average sales per business days we see a 5.8% 
increase in volume (there were 459.10 sales per day 
this year compared to 433.80 sales per day last year). 
There were 9,641 MLS sales this May compared to 
8,676 sales last May. If MLS data is any indication, the 

indication, the higher foot traffic reported by subscribers 
is translating into higher sales volume. It is my opinion 
the disparity between listing contracts and sales volume 
lies in a change as to how the listings under contract 
are being reported and existing contracts closing at a 
heightened pace. 

In the chart below we have matched the listing statuses 
as of May 1st to the corresponding closed sale in May 
for both 2017 and 2016 sales, and then calculated the 
percentage of sales for each listing status. We further 
broke down these changes to a daily basis believing 
the number of business days in any given month signifi-
cantly impacts the sales volume for that month. As the 
chart demonstrates, the biggest year-over-year change 
in both volume and percentage changes occurred 
where properties closed were not listed when the month 
began. 
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As real estate professionals, we know that real estate 
is local, and by local, I mean down to the neighborhood 
level. Buyers and sellers today are receiving almost 
daily real estate information from national sources. As a 
result, the way they see and feel about real estate may 
not be local at all. It’s important to follow the national 
reports because this is what your prospective clients 
are ingesting. It’s equally important to be wary of these 
reports and to seek out the opinions of experts dedicat-
ed to our local market.

Fortunately, we have Michael Orr of The Cromford 
Report who shared his views on this subject in his June 
7th daily observation. We edited it for brevity purposes 
‘cause Michael likes to talk.

“June 7 - Not every listing closed through 
ARMLS has actually been marketed on 
ARMLS. We are seeing more and more 
listings that are added retrospectively, after 
the deed has recorded (please note that in 
the STAT charts above we removed the 0 
DOM sales). This may be done for various 
reasons, such as:

• the listing agent wants to create a   
 comp for future use by appraisers 
 or other agents

• the listing agent wants to claim credit  
 for the successful transaction in 
 regional or national statistic tables 
 collected by the National Association  
 of REALTORS® or others

• the listing agent wants to give the 
 selling agent credit for the sale

As this trend grows, the connection between listings 
under contract (i.e. pending, UCB or CCBS) and list-
ings closed starts to break down. We get sales counts 
growing without a corresponding growth in listings 
under contract because these listings added after the 
fact appear to have never been in escrow. Many of you 
will have noticed that closed listings are up significant-
ly from last year (11% year to date), but listings under 
contract are slightly lower (down 4% as of today).

I think there are multiple effects at play here:
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• listings spend less time in escrow   
 because deals are getting completed  
 more quickly in a busy market

• lenders are able to get loans 
 approved more quickly because 
 underwriting standards are loosening

• more listings are closed as soon as  
 they are created, never hitting 
 the market

There are at least 2 ways we can spot the last of these.

• closed listings on the database that  
 are completely missing from our daily 
 log of active, UCB, TOM, CCBS or 
 pending status listings

• listings with 0 cumulative days on   
 market or 0 agent days on market

The first category above is up 91% from last year. The 
second category is up 30%. The second category is 
about 7 times more common than the first in 2017.

There used to be a strong relationship be-
tween the under-contract count and the 
monthly sales count the following month. 
The growing weakness in that relationship 
makes market trends a little trickier to spot. 
At the national level, we are seeing state-
ments that demand is weakening because 
the pending listing counts are below expec-
tations. We think this may be misguided. 
The way the market works now is gener-
ating more pocket listings and therefore 
artificially tamping down the pending listing 
count. Of course, the pending listing count 
is already much lower than normal because 
so many listings under contract are being 
placed in UCB rather than pending status. 
Our estimate is that 67% of the UCB listings 
are not really available for sale.”

We need to adjust our expectations of the under-con-
tract count and reset the relationship between that 
count and the expected sales count the following 
month.
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ARMLS Pending Price Index (PPI)

Last month STAT projected a median sales price for 
May of $239,900. The actual median sales price was 
$240,000, $100 higher than the $239,900 projected by 
our mathematical model. Our mathematical projections 
have been trending slightly lower than the actual re-
sults. Looking ahead to June, the PPI projects a median 
sales price of $245,000. With limited supply and steady 
demand, particularly at the lower price points, the medi-
an sales price will increase again this month.  

MLS sales volume in May was 9,641, 11.1% higher 
than the 2016 total of 8,676. Sales volume in 2017 is 
higher, with 39,790 sales in 2017 compared to 36,230 
for the first 5 months of 2016. It should be noted, there 
was one more business day in May 2017 than in May 
2016. If we look at a daily sales average, there were 
459.9 sales per day in 2017 and only 433.8 sales per 
day in 2016 or a 6.02% increase. Like May, we enter 
June with fewer residential listings practically under 
contract this year. We begin June with 7,156 pending, 
4,249 UCB and 583 CCBS listings giving us a total of 
11,988 residential listings practically under contract. 

This compares to 12,425 of the same type of listings at
this time last year. Based on discussions shared above, 
if my observations are correct, even with fewer listings 
under contract this year, sales volume in June 2017 will 
exceed last year.
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