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Our Monthly Market-Data Geekfest
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The Stat Pack is created by Benjamin Day and Hannah Parsons, Selley Group Real Estate.
IFind them at www.PikesPeakUrbanl iving.com

INTRODUCTION:

"The Purpose of The Fine Print is to provide comprehensive, objective information about the Pikes Peak Regional Real Estate Mar-
ket. The Goal of The Fine Print is to provide factual data and locate opportu-

nities in a fluid real estate market.
THE RULES:

"There are many rules in a fluid real estate market, but here are a few that we
believe hold true IN ANY MARKET (one favoring buyers; one favoring sellers;

it does not matter):

¢ LOCATION, LOCATION, LOCATION

«MONEY IS MADE ON THE BUY

«SELLERS SET ASKING PRICES; BUYERS DETERMINE VALUE
«BUYERS BUY VALUE

«THOSE WITH POWER HAVE FEW NEEDS. THOSE WITH NEEDS
HAVE LITTLE POWER

o TRUST IS HARD TO GAIN, EASY TO LOSE

STRENGTHS

Under $200,000 is a seller’s market with less than 2.7 months of
inventory presently. Even $200K to $300K is less than 6 months
supply right now

"Based on information from the Pikes Peak
REALTOR Services Corp. ("RSC"), for the
period January 1, 2005 through April 9, 2012.
RSC does not guarantee or is in any way respon-
sible for its accuracy. Data maintained by RSC
may not reflect all real estate activity in the mar-
ket and is provided as is without warranty or
guaranty." Additional sources include CSHBA,
PPRBD, The Gazette, www.FHFA.gov,
Zillow.com, Standard & Poors, Freddie Mac,
Colorado Springs Business Journal,
ROOST.com, ALTOS Research, CNBC.com,
Bloomberg.com, www.PMI-US.com.

WEAKNESSES

There is so little to choose from, some buyers are just waiting,.
March 2012 sales were down 6.7% from March 2011, but that
entire difference was under $200K where inventory is tiny.

"The Turnkey market has buyers. Correspondingly, the lower
your price the more likely your condition matters greatly. It's $48/
$10,000 financed, so buyers will stretch for better condition

Unemployment has decreased nationally by 1% since one year
ago, but an 8.3% unemployment rate is historically high, and job
certainty plays a huge part in buyer confidence.

Historically low interest rates, but there is rate volatility. While
the 9-12 mo. forecast says “low rates”, rates bounced from 3.9 to
4.5% last month. Money leverage however remains strong

OPPORTUNITIES

Itis $4.77 per thousand to finance your money these days. That
means the Principal & Interest payment on a $200K mortgage is
only $954 a month.

If rates climb the market recovery is in huge trouble. But while
inflation supposedly is still to come, it is at one of it's lowest
points in decades.

THREATS

Many markets are seeing improvements. A big Wall Street rally
could push up rates, while not exactly create jobs

"T'his is a buy and hold market, but the market balance has pres-
ently reduced some of the risk.

"The other shoe has yet to fall on the “debt deal DOD cuts” that
loom somewhere on the horizon



http://www.FHFA.gov
http://www.FHFA.gov
http://www.PMI-US.com
http://www.PMI-US.com
http://www.PikesPeakUrbanLiving.com
http://www.PikesPeakUrbanLiving.com
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/ Months of Inventory (Chart 3): How a market enters the Spring/ \ 9:0 9.0
Summer selling season typically is a precursor to the rest of the year. Low CHART
q o . : 5 q 3
inventory likely will prevail for the duration of the calendar year, as April 1
began with fewer homes for sale than January 1. This has resulted in the
tightest spring market since 2006. Sales were 30% higher in March, 2006; | 6.8
but that month also put on 36% more listings (over 2000) in a listing

\ramp-up. "This March had the lowest inventory gain in a decade. / B

/ New Purchase Activity (Chart 4): Sold Data in March largely re- \ 45

flects January and February closings. So what happened in March? ;
"That's the Under Contract/Pending Data. Those numbers are soaring.
\ j 2'3

CHART 4 2008 2009 2010 2011 2012

u/C 1170 | 1262 | 1575 | 1418 | 1722
2002 2003 2004 2005 2006 2007 2008 2009 2010 201 1 2012

ACT | 5849 | 5075 | 4773 | 4470 | 3272

Pending & Under Contracts (P & U/C): 1722

2000
Short-Sale Under Contracts (UCSS): 432
1700
B Pending & Under Contract Listings, March Comparison
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TABLE 1
Single Family | #SKFR ACTIV] #SFR SOLD | TIME TO SEI| #SFR Listed |Avg List Ave Sold SPtoLP |Avg.
Area All For Sale Last 3 mos Months Last 3 mos Price Price List % DOM
BLA 128 42 9.14 99 $615,480 $416,782 97.8% 197
BRI 203 87 7.00 233 $340,119 $260,989 97.7% |81
CEN 172 110 4.69 192 $231,410 $211,432 95.2% 97
EAS 115 127 2.72 160 $204,885 $154,524 97.1% 76
E/NV 348 221 4.72 405 $197,249 $159,202 97.6% 70
N/E 210 143 4.41 268 $268,777 $217,152 97.1% 93
N/W 116 61 5.70 115 $402,134 $295,080 97.7% 98
NGT 118 49 7.22 128 $475,051 $341,014 98.6% 106
0CC 47 36 3.92 53 $233,623 $158,385 955% |79
PWR 208 164 3.80 310 $219,883 $184,981 98.0% 88
S/E 132 124 3.19 192 $142,441 $128,167 98.9% |57
S/W 254 86 8.86 216 $647,634 $305,920 93.6% 120
TRI 199 80 7.46 169 $517,913 $374,703 93.6% [120
WES 37 35 3.17 52 $498,343 $270,410 95.5% 70
WPK 89 21 12.71 82 $433,776 $236,730 95.1% 68
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TABLE 2
Single Family #SFR ACTIVE #SFR SOLD TIME TO SELL #SFR Listed
Price Supply Demand Months LLast 3 months
Under $75,000 58 114 1.53 23
$75,000 0 $99.999 96 106 2.72 37
$100,000 t0 $124.999 135 147 2.76 51
$125,000 10 $149.999 244 211 3.47 86
$150,000 tO $174.999 257 209 3.69 67
$175,000 10 $199.999 303 158 5.75 92
$200,000 t0 $224,9099 226 136 4.99 72
$225,000 t0 $249,999 288 139 6.22 92
$250,000 t0 $274,999 190 94 6.06 59
$275,000 10 $299.999 215 74 8.72 78
$300,000 10 $324.999 134 52 7.73 47
$325,000 10 $349.999 148 39 11.38 56
$350,000 t0 $374.999 89 33 8.09 39
$375,000 10 $399,999 134 31 12.97 56
$400.,000 10 $424.999 59 24 7.38 19
$425,000 t0 $449.999 88 16 16.50 33
$450,000 10 $474.999 46 11 12.55 17
$475,000 t0 $499,999 65 8 24.38 29
$500,000 10 $524.999 31 8 11.63 14
$525,000 t0 $549.999 52 7 22.29 21
$550,000 t0 $574.999 33 5 19.80 15
$575-000 t0 $599.999 48 2 72.00 27
$600,000 0 $649.999 50 11 13.64 17
$650,000 0 $699.999 66 4 49.50 23
$700,000 10 $749,999 23 5 13.80 12
$750.000 t0 $799.999 41 6 20.50 10
$800,000 t0 $849.999 17 1 51.00 8
$850,000 10 $899.999 24 2 36.00 11
$900,000 10 $949.999 9 1 27.00 5
$950.000 10 $999.999 25 0 15
$1 mil to $1.50 mil 59 7 25.29 40
$1.5 mil to $2.0 mil 32 2 48.00 22
$2.0 mil & above 20 0 11
g 3151 1443 6.55 1144
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TABLE 3
Condo/Townhome #SFR ACTIVE #SFR SOLD TIME TO SELL #SFR Listed
Price Supply Demand Months [_ast 3 months

Under $100,000 91 77 3.55 35
$100,000 O $124.000 44 33 4.00 21
$125,000 10 $140.099 58 38 4.58 17
$150,000 tO $174.000 59 28 6.32 18
$175,000 10 $199.09Q 44 14 9.43 19
$200,000 t0 $224.999 17 9 5.67 6
$225,000 t0 $249.000 21 10 6.30 9
$250,000 10 $274.099 11 5 6.60 3
$275,000 t0 $200,000 16 3 16.00 9
$300,000 t0 $349.999 10 5 6.00 5
$350,000 10 $309.999 7 0 0

Over $400,000 47 3 47.00 14

Advice for market participants:

SELLERS: Are you the 80% or the 20%? Put it this way, the average asking price is $353,492. But the average selling price is
$217,097. That's a 62% difference in value. In March, 81% of all sales were less than $400,000. But 37% of all listed properties for sale
were asking more than $400,000. The improvements in the market are not happening everywhere, at all prices and for all homes. The
best condition homes priced within $5000 of their right price are getting good traftic less than $400,000; homes priced within $3000
of their right price less than $200,000 and in good condition likely will be gone in two to three weeks in many areas. But homes in
perfect condition, perfectly priced, $500.,000 and above might still sit for go to 180 days.

BUYERS: Be prepared to act fast and be prepared to wait. There is a lesson and a value in both. If the right property comes along
and you want it, then move on it. There is no sense in waiting for it. This is painfully true for buyers looking under $200,000. Buyers
looking $350,000 to $500.,000 likely can allow the market to come to them: it remains a buyer’s market in this price bracket and while
there are bidding wars in this price range, some of the best deals happen with longer on market properties that are more willing to
make large price adjustments in order to obtain a closing in the near-term.

Appreciation Watch, Chapter One

The market is moving on three different tracks. Within single MLS areas (like N/W, BRI, CEN, S/W and N/W) exist appreciating
seller’s markets; non-appreciating seller's markets where sellers likely don’t have to price reduce due to slim inventory; and buyer’s
markets where buyer’s may not much to choose from, but the paucity of buyers is requiring sellers to discount in order to obtain a sale.
As awhole, the market is starting to tile towards sellers: there are around 3300 listings at any hour of any day (we are seeing an inclina-
tion for listing growth in the last 3 weeks, but it is only 1% more than the start of the year) and a significant upturn in contract activity.
Interest rate volatility is back and buyers banking on a sub 4.00 interest rate may have missed their chance (then again, it could return
by week’s end). What is clear is that the economy as a whole is recovering. What is not clear is if the recovery has roots, will be sus-
tained, or if it will just be a collection of fits and spasms of growth followed by periods of mystifying data.

To better organize our advice, we are breaking down some of our more popular MLS areas to describe what we see going on. Here
are some rules of the game:

e Markets with less than 4 months of inventory we consider appreciating seller markets. There is too little inventory and too much
demand for prices to stay down. Of special note is the fact that the “average” sales price last month was $217,000 for the entire MLS
and the “average” time to sell was 4.5 months for the entire MLS. That means that with the likely blast of April closings (over 1700
pending and under contract transactions, the highest figure in five years) we will see the entire MLLS move into a sub 4.00 months of
inventory, meaning that at average price and below, the market will likely be appreciating.

e Markets with 4 to 6 months of inventory we also believe are sellers’ markets, but are not necessarily appreciating. These are markets
where the supply and demand pendulum has only recently swung into the favor of the seller and this has served a therapeutic role for
the seller in increasing their likely chance of sale, but has not come at a financial expense to the buyer because while conditions have
improved, they have not improved so much as to eliminate the possibility of strong negotiations.



April 2012, Volume 8, Edition 4

e Markets with over 6 months of inventory are buyers markets, meaning simply that whatever the inventory levels are, there are too
many listings for the number of buyers on the market and sellers have to be prepared to negotiate in order to obtain a deal. That ne-

gotiation could be at the initial time of listing, or 6 to 9 months after the sign went in the yard.

e Markets with over 12 months of inventory are not just buyers’ markets in terms of negotiations, but are likely markets in financial
decline. Quite simply, if you're a seller, and your house is for sale in this market, you're foolish if you are “testing the market” because it
is like sticking your toe into water that is 211 degrees.

eBased on Sclley Group Sales Activity, we are restricting our discussion to areas we tend to specialize in, where 80% of our annual
sales as a boutique company of three agents tend to occur.

TABLE 4

Appreciating | Under Under Under Up to Up to Up to

Seller’s $300,000 $300,000 $350,000 $250,000 $180,000 (4 | $375,000

market (3.2mos of | (3.0mosof | (3.7mosof | (3.2mosof | mosofin- (2.9 mos of

inventory) inventory) inventory) inventory) ventory) inventory)

Neutral None $300K to None $250,000to | $180K to None

Seller’s $400K (4.8 $300K (6.1 | $300K (5.7

Market mos) mos) mos)

Buyer’s None $400K to $350K- $300K to None $375,000 to

Market $500K (7.9 | $500K (7.8 | $450K (6.5 $500K (8.6
mos) mos) mos) mos)

Buyer’s Over Over $500K | Over $600K | Over $450K | Over $600K | Over $700K

Market in $500,000 (31 listed, 3 | (16 listed, 1 | (14 listed, 3 | (13 listed, 1 | (29 listed, 4

Likely De- (19 listed, 3 | sales) sale) sales) sale) sales)

cline closed YTD)

!lillgie TEEE- Evg. gaies TEEE- Eo. oi Elin- TEEE- 30-Yr TEEE'

Family ING Price ING gle Family ING Fixed ING
Home Sales M l,l » Units For
March ' are Sale ' Rate ’
723 Lower than $217,100 al- Hard to say. | 3272, still Seems im- 4.0% Betting on
expected buta | most equal to It’s a hot he | possible that under 4.5%
huge pending last year with ket the lowest it t for year, but
number looms likely gains farket tn= in 10 years It can Stay under 4 is
coming der $250K so low close o done
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When trendlines are added to the three tracked pricing indexes, the seasonal bumps are evened out,

and the effects of the “double-dip” are essentially eliminated. All three price indexes appear to be

100000 _headed slightly upward, and given low inventories, will likely climb into July or August
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CHART 7

There was a big drop in sales under $200K in March '~ Closed 2011

2012, primarily due to inventory levels being 27% less [ Closed 2012
than the same time last year. Under $200K sales were 500
off 20%, yet inventory is so low, there is only 2.7 mos
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Most other price brackets were level to slightly above the previous year’s unit
sales performance. The major reason average price climbed was because of small
sales performance gain in the $200K to $500K price bracket.
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What we love about the
Case-Shiller: the 10 and
20 city indexes actually
move with significant
similarity, indicating
that for all the criticism
of their sample pool,
their sample pool moves
with consistency. What
we hate: it doesn’t ac-
count for local seasonal
volatility; Tampa is
given equal weight as
San Diego and NYC,
both much larger popu-
lations; it measures
year-over year gains or
losses on the same
property; it’s purpose is
short-term investment,
not buy and hold, the
vast majority of residen-
tial real estate custom-
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CHART ¢

What we love about
FHFA information: it
genuinely is more na-
tionalized, showing a
greater weighting of
cities by population and
region; the measurement
metric is less volatile
showing how markets
move on an annual,
seasonally-adjusted ba- :
sis. What we hate:
FHFA regulators are the }
trustees of the FNMA .
and FNMC fiascos and !
unreasonably risk-
averse. The recent vola-
tility in pricing only
confirms their opinion
that 20% down CV
loans are a necessity.
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FHFA HOUSE PRICE INDEX HISTORY FOR USA
Seasonally Adjusted Price Change Measured in Purchase-Only Index
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TABLE 5

2012 2011 2010 2009 2008 2007 2006 2005

Rate Pts Rate Pts Rate Pts Rate Pts Rate Pts Rate Pts Rate Pts Rate Pts.
way | 392 | 08 476 | o8 503 |07 505 |07 576 | 04 622 | 04 615 | 05 571 | 07
February | 389 | 0.8 495 | o7 499 | o7 513 | o7 592 |05 629 | 04 625 | 06 563 | 07
mach | 395 | 08 484 | o7 497 | o7 5 07 597 | 05 616 | 04 632 | 06 503 |07
April 484 | o7 5.1 0.7 481 | o7 592 | 04 618 |05 651 | 06 586 | 06
May 464 |07 489 | 07 486 | 07 604 |07 626 | 04 6.6 05 572 | 06
June 451 | o7 474 | o7 542 | 07 632 | 06 666 | 04 668 | 05 558 | 06
July 455 |07 456 | 07 522 | 07 643 | 07 6.7 0.4 676 | 05 5.7 05
August 421 | o7 443 | o7 519 | 07 648 | 07 657 | 04 652 | 04 582 | 05
Septem- sa11 | o7 435 |07 506 |07 604 |07 638 |05 6.4 05 577 | 06
October 407 | os 423 | os 495 | o7 6.2 07 638 |05 636 | 04 607 | 05
b 399 | o7 43 0.8 488 | 07 609 |07 621 | 04 624 | o5 633 | 06
Decem- 396 |07 471 | o7 493 | o7 520 | o7 6.1 05 614 | 04 627 | 05
Avg 445 |07 469 | 07 504 |07 603 |07 634 | 04 641 | 05 587 | 06

CHART 10
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