
1Q 2011 Quarterly Metro Market Profile   

 Single Family Detached Residences 

Provided By ChartMaster Services, LLC exclusively for Keller Williams Realty  

Å Monthly sales since 

April, 2007 

ï Strong seasonality in 

home sales 

ï Prolonged downtrend 

over 4 years 

ï Stabilization may be 

occurring 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 1Q 2011 sales uptick may 

be part of the normal 

seasonal pattern rather 

than the beginning of 

sustainable growth 
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Å Sales by price range 
and New vs. Resale 
properties 
ï Sales were lower in all 

New Home price ranges 
during 1Q 2011, dropping 
by -35% overall 

 

ï Overall sales were higher 
in Resale properties with 
meaningful increases in 
all but 2 price ranges 

 

 

Å Buyer Considerations 
ï Declines in sales of New 

homes  may set up a 
buyer advantage 
compared to 1Q 2010 as 
unsold inventory builds 
up 
 

ï Buyers of Resale 
properties priced above 
$500K may see 
increased competition 
due to stronger sales in 
these segments 
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Å 1Q 2011 Foreclosures 
Percentage of Sales 
ï Slightly lower than in 1Q 

2010, but higher than in 
4Q 10 

ï Lower than the 1Q 2010 
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 cause increased 
competition among 
bargain-hunting buyers 
for those types of 
properties 
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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 46.2% in 
1Q 2011 

 

Å Buyer Considerations 
ï The stabilization of 

foreclosure sales is  
coinciding with an 
increase in short sale 
transactions keeping 
distressed sale 
transactions growing and 
at a high  percentage of 
total sales 

ï Not only do distressed 
sales present a higher 
value opportunity 
themselves, they also 
tend to depress prices of 
non-distressed properties 

 

 

 



1Q 2011 Quarterly Metro Market Profile 
 Single Family Detached Residences 

PREVIOUS LISTING PERIODS INCLUDED  

(1Q ONLY) 

Provided By ChartMaster Services, LLC exclusively for Keller Williams Realty  
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 must 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 Nearly 3 in every 10 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 

 

 



Å Significant Market Observations 

ï Sales were higher- +2.0% in 1Q 2011 ï usually a positive sign for the market 

ï Distressed properties represented a very large and growing percentage of total sales ï 46.2% of sales ï Abnormal depressant on sales prices 

ï Median sales prices -13.7% lower, continuing a declining trend ï Results of high availability of lower priced Distressed properties 

ï Median S/L ratio lower ï 82.5%, down by -3.2 percentage points from the same period last year ï More difficult negotiating environment for Sellers due 
to an abundance of lower-priced distressed properties 

ï Median time on market longer ï 132 days, up 9.1% - High overall inventory increases competition for buyers among Active listings 

ï Incidence of price reductions high ï 70% of transactions ï Results of high inventory of Active listings and availability of lower-priced Distressed 
Properties 

ï Initial listing prices too high ï 87% initially overpriced ï Sellers not fully aware of current competitive environment consequences 

ï Overall months of Active listings inventory was somewhat lower, but still very much in a Buyerôs Market condition ï 11.0 months, -6% lower 

Å Importance to Sellers 

ï Current Buyer price resistance is very high and may have strengthened in recent months 

ï Many buyers have resources to purchase either for cash or for insured mortgages (60.5% of purchasers) 

ï Distressed properties dictating prices for all properties 

ï Lower inventory would normally bring a more competitive market, except for the large a portion of lower-priced Distressed Properties 

Å Importance to Buyers 

ï Unusual opportunity for high-value purchases -  declining prices, distressed properties availability and anxious sellers 

ï Declines in New construction prices likely present unusual values for New Homes 

ï Reduced inventory of properties priced above $100K may signal increased competition among buyers for a shrinking inventory 

ï Quick action and serious offers are required when high-value properties are found, since low median DOM and high S/L ratios often result 

Å Success Strategies for Sellers 

ï Choose to factor in the impact of distressed properties competing for buyers in sellerôs price range and location, when setting initial listing price 

ï Maximize selling price and minimize market time by choosing an initial listing price that represents high value compared to competing listings  

ï Constantly re-evaluate market trends to re-assess pricing choice 

Å Consequences of Wrong Seller Choices 

ï Sell after a much longer time on market - Median DOM at least 5.7 times longer 

ï Sale at a much lower portion of original listing price ï median of -30.3 percentage points lower if listed multiple times 

ï Fail to sell ï 58.2% of listings failed to sell 

ï Multiple listing periods ï 36.3% of sellers required multiple listing periods, selling at -30.3  percentage points of original list price lower after 9.2 times 
more days on market  

 

 

 
The Story of the Detached Residence Market ɀ 1Q 2011 

FMLS Data for Single Family Detached  residence sales.  Data is believed to be accurate, but is not warranted.  ChartMaster S erv ices, LLC 
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