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 Single Family Detached Residences 

Å Monthly sales since 

April, 2007 

ï Strong seasonality in 

home sales 

ï Prolonged downtrend 

over 3 years 

ï Stabilization may be 

occuring at this time 

 

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 result an 

improvement in the 

competitive environment 

for buyers 
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(4Q ONLY) 

Å Sales by price range 
and New vs. Resale 
properties 
ï Sales were lower in most 

price ranges during 4Q 
2010, with New Home 
sales down by -47% 

 

ï Sales were higher in 
Resale properties priced 
above $750K during 4Q 
2010 

 

 

Å Buyer Considerations 
ï Declines in sales of New 

homes  may set up a 
buyer advantage 
compared to 4Q 2009 

ï Buyers of properties 
priced above $750K 
may see increased 
competition due to 
strengthening in this 
segment 

4Q 2010 Sales 

Better  Same Worse 

Comparison to 4Q 2009:  

FMLS Data for single family detached residence sales.  Data is believed to be accurate, but is not warranted.  ChartMaster 
Services, LLC 
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Å 4Q 2010 Foreclosures 
Percentage of Sales 
ï Slightly lower in 4Q 

2010, mostly flat since 
1Q 2010 

ï Lower than the 4Q 2009 
percentage and well off 
the peak in 1Q 2009 of 
37.6% 

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 
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Å Combining Short Sale 
transactions and 
Foreclosures equals 
Distressed Sales 
ï Short Sale transactions 

also produce downward 
pressure on non-
distressed properties 

ï Overall percentage of 
distressed property sales 
grew again to 39.9% in 
4Q 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 a higher 
value opportunity, they 
also depress prices of 
non-distressed properties 
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Å 4Q 2010 Distressed 
Sale percentage of sales 
by price range: 
ï The percentage of these 

sales is very significant in 
all price ranges 

ï For properties priced 
<$200K, more than half 
were distressed sale 
transactions in 4Q 2010 

Å Buyer Considerations 
<$200K 
ï High likelihood of 

finding distressed 
property alternatives 

 

Å Buyer Considerations 
$200K+ 
ï Fewer overall distressed 

sale alternatives, but 
available in all price 
ranges 

ï More than 1 of every 5 
transactions in the 
$750K-$999K price 
range was a distressed 
property transaction in 
4Q 2010 
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Å Median sales prices 
ï Bottomed in January, 

2009 

ï Stabilized in Aug.-Dec., 
2009 period 

ï Seasonally lower in 1Q 
2010 vs. 4Q 2009, but 
moved higher through 2Q 
2010 before dropping 
again in 3Q and 4Q 2010 

 

Å Buyer Considerations 
ï Buyers seeking the 

market bottom may have 
already missed it 

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

ï Buyer incentive 
expiration and distressed 
sale property availability 
during 4Q may produce a 
greater Buyer advantage 
in purchase negotiations 
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(4Q ONLY) 

Å Portion of Original List 
Price (% S/L) received by 
sellers 
ï The only significant decrease 

in S/L ratios compared to 
last year was in the <$200K 
price range 

ï Sellers received higher 
percentage of their asking 
prices in the $300K-$999K 
price ranges 

 

Å Buyer considerations 
ï Above $300K ɀ opportunity 

for price concessions by 
sellers were lower than in 
4Q 2009, suggesting that 
acceptable offers need to be 
closer to asking prices in 
these ranges 

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



Summary - 4Q 2010 Å General 
ï Government incentives did their job in 2009 and early 2010 to boost overall sales.  After expiration of those incentives, 
sales and prices have returned to lower levels which may increase buyerôs advantage in contract negotiations. 

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 with many selling at or above original asking prices, 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 oversupply exists, S/L price ratios are lower, 

price reductions and multiple listing periods are more common 

ï Sales of properties priced below $200K had the highest percentage of distressed sale properties, increasing from the 
previous quarters in 2010, creating increased opportunity for discounted purchases in that price range 

Å Move-up Buyer (moving from <$200K to higher price range) 
ï Based upon the slower sales posted during the last half of 2010, it appears that the Buyerôs market condition will 

continue for a time with inventory and time on market remaining at high levels setting up favorable Buyer negotiation 
conditions 

Å First -time Buyer 
ï If considering properties priced below $200K, inventory was higher, S/L ratios were lower, price reductions were more 

frequent, Distressed properties were more likely, all setting up favorable conditions for Buyers 

ï If considering properties priced above $200K, inventories were generally 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 

 


















