
Buyer Consultation Flow/Guide 
Å Market Overview 

ï Coverage Area 

ï Sales Trend 

ï Foreclosures effect on Non-foreclosure prices 

ï Price Trend 

ï % S/L Trend 

ï Supply/Demand condition 

ï Game Board ï where to find bargains, when to make a higher offer 

ï Tale of two markets summary 

ï Market implications by type of buyer 

Å Detailed Area Comparison ï Area Comparison Report and Worksheet 

ï Using Area Comparison Report to isolate area(s) of interest based upon Buyerôs goals 

ï Use to focus search by geography (if needed) 

ï Area comparison worksheet 

Å Price Range Comparisons and Trends ï MMO Report and Worksheet 

ï View various Atlanta Metro area market measurements by detailed price ranges 

ï  Use worksheet to isolate by price range or by characteristic such as foreclosure percentages 
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Metro Area FMLS Areas 
Included  
 
Cherokee County: 

111   113 
112  114 

E. Cobb: 
81 82  83 

W. Cobb: 
71 73 75 
72 74 

DeKalb: 
24 42 52    121 
41 51 53 

Douglas: 
91 

Forsyth: 
221 222    223      224 

Fulton OTP: 
13 14 131      33 

Fulton ITP: 
31 21 132 
32 22    23 

Gwinnett:  
61 62 63 
63 65 65 

Paulding:  
191 

 

33 

224 



2Q 2010 Quarterly Metro Market Profile 
 Provided By ChartMaster Services, LLC exclusively for Keller Williams Realty  

 Single Family Detached Residences 

Å Monthly sales since 

January, 2007 

ï Strong seasonality in 

home sales 

ï Prolonged downtrend 

over 3 years 

ï June, 2010 sales lower 

than in 2009 

 

Å Buyer Considerations 

ï Slower housing markets 

tend to favor Buyers in 

purchase transactions, 

with more properties 

available from which to 

choose and more highly 

motivated Sellers 

ï Lower sales since 

expiration of Buyer 

incentives may indicate 

an improvement in the 

market environment for 

buyers 



2Q 2010 Quarterly Metro Market Profile 
 Provided By ChartMaster Services, LLC exclusively for Keller Williams Realty  

 Single Family Detached Residences 

Å Change in quarterly 
sales compared to same 
quarter of the previous 
year 
ï Downtrend reversed 

during 2009 

ï 2Q 2010 sales renewed 
quarterly increase 
compared to the pause 
during 1Q 2010 

 

Å Buyer Considerations 
ï 4Q 2009 comparison 

somewhat overstated 
since it was to 4Q 2008 
which was an especially 
depressed period 

ï First-time buyer 
incentive also increased 
sales in 4Q 2009 

ï Buyer incentives 
extended into 2010, 
failing to produce an 
increase during 1Q and 
resulting in a small 
increase in 2Q 2010 



2Q 2010 Quarterly Metro Market Profile 
 Provided By ChartMaster Services, LLC exclusively for Keller Williams Realty  

 Single Family Detached Residences 

(2Q ONLY) 

Å Sales by price range 
and New vs. Resale 
properties 
ï Flat sales of <$200K 

properties (58% of total 
sales) kept overall sales 
percentage increase 
lower in 2Q 2010 

ï Sales of Resale properties 
overall increased while 
New properties declined 

ï Sales in all New Homes 
price ranges except 
<$200K had declines vs. 
2Q 2009 

 

Å Buyer Considerations 
ï Declines in sales of most 

New homes  may set up 
a buyer advantage 
compared to 2Q 2009 

ï Sales of properties 
priced below $200K 
were flat, possibly due 
to existing home buyer 
incentives spurring 
move-up buying in 
higher price ranges 

ï May signal increased 
competition for value-
priced Resale properties 

2Q 2010 Sales 

Better  Same Worse 

Comparison to 2Q 2009:  

FMLS Data for single family detached residence sales.  Data is believed to be accurate, but is not warranted.  ChartMaster 
Services, LLC 



2Q 2010 Quarterly Metro Market Profile 
 Provided By ChartMaster Services, LLC exclusively for Keller Williams Realty  

 Single Family Detached Residences 

Å 2Q 2010 Foreclosures 
Percentage of Sales 
ï Lower in 2Q  2010, 

possibly resumed the 
downtrend of mid-year 
2009 

ï Lower than the 2Q 2009 
percentage and well off 
the peak in 1Q 2009 of 
37.4% 

ï still a significant part of 
overall sales 

 

Å Buyer Considerations 
ï Fewer foreclosure 

properties to choose from 
may increase competition 
among bargain-hunting 
buyers 

ï Decreasing numbers of 
foreclosure sales may 
lead to less pressure on 
prices of non-foreclosure 
properties by reducing 
the number of competing 
lower-priced alternatives 
for buyers 

 

 

 
 



2Q 2010 Quarterly Metro Market Profile 
 Provided By ChartMaster Services, LLC exclusively for Keller Williams Realty  

 Single Family Detached Residences 

Å Combining Short Sale 
transactions and 
Foreclosures equals 
Distressed Sales 
ï Newly added to MLS 

data, so data for older 
listings less complete 

ï Short Sale transactions 
also produce downward 
pressure on non-
distressed properties 

ï Overall percentage of 
distressed property sales 
grew to 33.7% YTD 2010 

 

Å Buyer Considerations 
ï The decline in 

foreclosure sales may 
coincide with an increase 
in short sale transactions 
keeping distressed sale 
transactions at a high  
percentage of total sales 

ï Not only do distressed 
sales present high value 
opportunity, they also 
depress prices of non-
distressed properties 

 

 

 
 



2Q 2010 Quarterly Metro Market Profile 
 Provided By ChartMaster Services, LLC exclusively for Keller Williams Realty  

 Single Family Detached Residences 

(2Q ONLY) 

Å 2Q 2010 Distressed 
Sale percentage of sales 
by price range: 
ï Portion of these sales is 

significant in all price 
ranges 

ï For properties priced 
<$200K, more than 42% 
were distressed sale 
transactions in 2Q 2010 

Å Buyer Considerations 
<$200K 
ï High likelihood of 

finding distressed 
property alternatives 

 

Å Buyer Considerations 
$200K+ 
ï Somewhat fewer 

distressed sale 
alternatives, but available 
in all price ranges 

ï Nearly 1 of every 5 
transactions in the 
$750K-$999K price 
range was a distressed 
property transaction 



2Q 2010 Quarterly Metro Market Profile 
 Provided By ChartMaster Services, LLC exclusively for Keller Williams Realty  

 Single Family Detached Residences 

Å Impact of foreclosed 
property sales on prices 
of non-foreclosed 
properties 
ï Short Sale history data is 

not available yet, so 
Foreclosure sales are 
tracked in this illustration 

ï As the number of 
foreclosure sales 
increased, median sales 
prices for non-
foreclosures fell 

ï The Foreclosures portion 
of sales decreased in 2Q 
2010 but short sales 
increased, possibly 
foretelling some decline 
in future sales prices 

 

Å Buyer Considerations 
ï Will there be continued 

impact on prices from 
foreclosure property 
sales? 

ï As the percentage of 
foreclosure and short sale 
properties in higher price 
ranges increases, better 
values may occur for 
move-up buyers 



2Q 2010 Quarterly Metro Market Profile 
 Provided By ChartMaster Services, LLC exclusively for Keller Williams Realty  

 Single Family Detached Residences 

Å Median sales prices 
ï Bottomed in January, 

2009 

ï Stabilized in Aug.-Dec. 
period 

ï Seasonally lower in 1Q 
2010 vs. 4Q 2009, but 
moved higher through 2Q 
2009 

 

Å Buyer Considerations 
ï Buyers seeking the 

market bottom may have 
already missed it 

ï Uptick occurring in 
through June, 2010 likely 
evidence of buyer 
incentive influence 

ï Look for effects of buyer 
incentive expiration and 
distressed sale property 
availability during 3Q  



2Q 2010 Quarterly Metro Market Profile 
 Provided By ChartMaster Services, LLC exclusively for Keller Williams Realty  

 Single Family Detached Residences 

Å Median sales prices 
ï Bottomed overall in 

January, 2009 

ï New home prices 
declined while resales 
increased during last 3 
quarters 

 

Å Buyer Considerations 
ï Buyers seeking the 

market bottom may have 
already missed it 

ï Uptick is likely evidence 
of buyer incentive 
influence in the market 
through 2Q 2010 

ï Lower New home prices 
may present better Buyer 
values than in the past 



2Q 2010 Quarterly Metro Market Profile 
 Provided By ChartMaster Services, LLC exclusively for Keller Williams Realty  

 Single Family Detached Residences 
PREVIOUS LISTING PERIODS INCLUDED  

(2Q ONLY) 

Å Portion of Original List 
Price (% S/L) received by 
sellers 
ï Increases in all price ranges 

ï Substantial increases in 
<$200K price range 

ï Increase significant in price 
ranges below $750K 

 

Å Buyer considerations 
ï Below $200K ɀ offers may 

need to be closer to asking 
prices than in the past 

ï Above $750K ɀ opportunity 
for price concessions by 
sellers improved at higher 
price levels 

ï Overall, low price offers less 
likely to be successful as 
Sellers price properties more 
competitively in all price 
ranges 



2Q 2010 Quarterly Metro Market Profile 
 Provided By ChartMaster Services, LLC exclusively for Keller Williams Realty  

 Single Family Detached Residences  

PREVIOUS LISTING PERIODS INCLUDED  

Å Portion of Original List 
Price (% S/L) received by 
sellers 
ï Overall down-trend 

stabilized for non-foreclosed 
properties since early 2009, 
moving higher in 2010 

ï % S/L prices for foreclosures 
shows significant upward 
trend during 2009 and into 
2010 

ï Foreclosures S/L ratio 
approaching that of non-
foreclosure sales 

 

Å Buyer Consideration 
ï Buyers of Foreclosed 

properties may find that 
offers far below asking price 
will be less successful than in 
the past as lenders price 
foreclosures closer to market 
prices 



2Q 2010 Quarterly Metro Market Profile 
 Provided By ChartMaster Services, LLC exclusively for Keller Williams Realty  

 Single Family Detached Residences 

Å Supply (listings) vs. 

Demand (sales) 
ï Supply in all price ranges is in 

the ñBuyerôs Marketò range 

above 7 months of supply 

ï Properties priced <$200K very 

near a ñBalanced Marketò 

condition 

 

Å Buyer Considerations 
ï Buyers in all price ranges 

should have many properties 

from which to choose and 

enjoy a negotiation advantage 

due to oversupply of available 

properties 

ï Buyers are in stronger 

negotiating positions in higher 

price ranges as supply moves 

into an extreme oversupply 

condition 

 

 



2Q 2010 Quarterly Metro Market Profile 
 Provided By ChartMaster Services, LLC exclusively for Keller Williams Realty  

 Single Family Detached Residences 

Å Supply by New vs. Resale 

and price range 
ï Builders have reduced New 

Construction starts causing supply 

to drop below that of Resale 

properties in all price ranges 

ï Months of supply are lower in all 

market segments except resale 

<$200K, compared to the same 

period a year ago 

ï Even though lower than in June, 

2009, the 3-month average of 9.1 

months of supply is still 

considered to be a clear Buyerôs 

Market condition  

 

Å Buyer Considerations 
ï Even though still quite high 

overall, supply is lowest at prices 

below $200K, especially for New 

properties. Buyers may not have 

as great an advantage of 

oversupply as in other market 

segments 

ï Although the selection of 

available properties priced above 

$200K is still large, it is much-

reduced compared to June, 2009 

Better  Same Worse 

Comparison to  June, 2009: 

June, 2010 Monthsô Supply of Listings 
(Using 3-mos moving average of sales) 

FMLS Data for single family detached residence sales.  Data is believed to be accurate, but is not warranted.  ChartMaster Se rvi ces, LLC 



2Q 2010 Quarterly Metro Market Profile 
 Provided By ChartMaster Services, LLC exclusively for Keller Williams Realty  

 Single Family Detached Residences 
PREVIOUS LISTING PERIODS INCLUDED  

(2Q ONLY) 

FMLS Data for single family detached residence sales.  Data is believed to be accurate, but is not warranted.  ChartMaster Se rvi ces, LLC 

Å The REAL story 
ï Due to overpricing, many 

properties need to be listed 
more than once before being 
sold 

ï Understanding the results of 
multiple listing periods with our 
exclusive analysis gives our 
Buyers the advantage of being 
better equipped to evaluate 
properties to determine true 
value 

 

Å Buyer Considerations 
ï Using this analysis of real value 

allows our Buyers to make 
offers supported with complete 
market information, which are 
more likely to be accepted by 
Sellers 

ï More than 1/3 of properties 
sold were not previously listed, 
or price reduced, requiring 
offers very near the original 
asking price 

ï Bargain hunters may find their 
best chance for securing a 
bargain with properties that 
have been price reduced and/or 
previously listed 

 

 



Summary - 2Q 2010 Å General 
ï Government incentives did their job in 2009 to reduce the inventory of lower-priced (<$200K) properties, which allowed Sellers 

of those properties to take advantage of 2010 incentives to move up to higher priced properties 

ï Our exclusive market analysis provides Buyer insight to address probabilities vs. possibilities when negotiating a home purchase 

contract, based on market history for a given property, allowing Buyers to make realistic, substantiated offers more likely to be 

accepted. 

ï Offers made on properties which have not been price-reduced or previously listed need to be much closer to original asking 

price, where those which have been price reduced and/or listed previously present a better chance of acceptance of lower-price 

offers 

Å Investor/Bargain Shopper 
ï Better bargain opportunities exist in properties priced above $500K where foreclosure percentages are increased, S/L price ratios 

are lower, inventory is higher, price reductions and multiple listing periods are more common 

ï Sales of properties priced below $200K still had the highest percentage of distress sale properties, although a slightly smaller 

percentage than in past periods, possibly creating more buyer competition 

Å Move-up Buyer (moving from <$200K to higher price range) 
ï The extension of government incentive to move-up buyers expired on April 30, 2010 for closings by September 30,2010 

ï It is still unclear what the effect of buyer incentives expiration will have on this portion of the market ï if current momentum 

continues, a real, sustained market recovery may occur causing a move away from the current strong Buyerôs Market, otherwise 

we could slip back into a more prolonged, slow recovery, keeping Buyers in the driverôs seat 

Å First -time Buyer 
ï If considering properties priced below $200K, supply is near a ñbalancedò condition, S/L ratios are higher, price reductions are 

less frequent, all requiring acceptable offers to be closer to asking prices 

ï If considering properties priced above $200K, inventories will generally be higher, S/L price ratios lower, price reductions and 

multiple listing periods more likely, offering better opportunities to negotiate contracts which are favorable to buyers 
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Distressed 
Sales 
Percentage of 
Sales: 

 
<14.9%  
 
15-19.9%  
 
20-29.9%  
 
30-39.9%  
 
40-49.9%  
 
50%+  
 
  
 
Metro Area Total:  

     31.2%   
   

13 

County 
Groupings  
Cherokee County: 

111     113 
112  114 

E. Cobb: 
81 82  83 

W. Cobb: 
71 73 75 
72 74 

DeKalb: 
24 42 52 
41 51 53 
121 

Douglas: 
91 

Forsyth: 
221 222    223  

224 
Fulton OTP: 

13 14 33    
131 

Fulton ITP: 
31 21 132 
32 22    23 

Gwinnett:  
61 62 63 
63 65 65 

Paulding:  
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224 
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