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Things to get out of this talk: 

1) Understand more fully what the market is doing. 

2) Pick up some ways to describe the market to clients.  

3) Get some ideas for where to focus business in 2020.  













Ways I’m describing the market: 

• It feels a bit normal right now

• Competitive if priced right

• Modest price growth

• Slumping volume

• There’s an element of uncertainty
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There’s been a disconnect 

between buyers & sellers





This house has been on the market for 7 years. $29M originally and now $15M



It’s a different market than it used to be…

1990s Brad Pitt                                                    2019 Brad Pitt



The way we talk about the market vs the market







How much of a force are cash buyers?



Breaking down the region in 2019

Cash: 14.0%

FHA: 14.7%

VA: 5.6%

Conv: 63.4%

Single family detached sales 

in MLS in Jan - Aug 2019



Breaking down PLACER in 2019

Cash: 18.3%

FHA: 8.4%

VA: 6.2%

Conv: 64.6%

Single family detached sales 

in MLS in Jan – Aug 2019



Above $1M in the Region (2019)

Cash: 21.4%

FHA: 0%

VA: 0.9%

Conv: 75.0%

Single family detached sales 

in MLS in Jan - Aug 2019









BIG IDEA

Diversify into submarkets where 

iBuyer models are not going







Let’s look at local trends



What do you see?







Are prices really slowing down?









The market used to be going 80mph…

Metaphor from Barry Habib



Two Truths: 

1) Price momentum is slowing

2) SLOW is not a dirty word in real estate



Many try to find a way to explain away the slowness

“The market is slower because of the rain.”

“The market is slow because of all the smoke from the Camp Fire.”

“Sales are down because of Bay Area buyers.”

“We’ve had less new construction which makes it slower…”



“How do I convince someone 

the market is okay?”



Will prices tank during a recession?





Deep Recession Thoughts

• Not all recessions are created equal.

• The severity of a recession matters.  

• Prices don’t always decline during a recession.

• Prices can decline after a recession. 













What happened to the size of homes during the recession?



Source: Leonard Kiefer @lenkiefer (Twitter)



Rate Takeaways: 

• Low rates have helped propel the market up for 7 years

• Low rates changed the feel of the market this year

• The immediate future of the market is likely to be heavily 

influenced by the direction of rates

• Rates don’t historically drive the market, but right now the 

market is hyper-sensitive to rate changes

• Low rates create less incentive to sell. 

• Lowering rates further feels like a temporary solution



The bigger picture of sales volume

September 2019: 

+4.7%

Past 12 Months: 

-7.2%



September 2019: 

+4.9%

Past 12 Months: 

-7.4%

The bigger picture of sales volume



Sales volume is down 5.1% since January in 

2019 in the Sacramento Region.



Sales volume has slumped 15 of the past 17 

months in the Sacramento Region



We had the second worst September in 11 

years (but it was up from last year)



Some buyers are feeling hesitant about the 

market. Where is it going?



PRICE CYCLE THOUGHTS







1980s: 7.1 years

1990s: 8.6 years

Current: 7.7 years

How long were the past few up price cycles?



How long did the past few down price cycles last?

1980s: 17 months

1990s: 5.9 years

2000s: 5.9 years











Deep Bubble Thoughts

• Prices are similar, but dynamics are different

• There is no formula that says we’ll pop at a certain price

• Some buyers are hesitant about buying today

• Most people buy based on lifestyle & affordability 

• Some sellers are hoping to time the market perfectly

• The previous “bubble” is not a template for every market 

correction in the future

• “Which house do you want to ride down the market in?” 

(Mike Gobbi)



Closing thoughts to focus business in 2020
1) Be fluent in trends so you can spot what is normal vs what is not.

2) Be careful about regurgitating sensational headlines that might not apply in our market.

3) Don’t be afraid to call the market soft or slower if it is. You earn credibility for doing that.

4) Realize the market is always either good or bad for some regardless of what prices are doing.

5) Be well prepared for “bubble” conversations.

6) Don’t overprice your listings. Buyers are really sensitive to overpricing.  

7) Crush it to find deals because you’re competing with Zillow now. 

8) Become well-informed about how 1031 exchanges work.

9) Watch for some investors wanting to sell in light of rent control.

10) Watch the PG&E issue closely. If this becomes prolonged some people will move.

11) Watch Prop 13 reform closely and find opportunities from that.

12) Increase your valuation skills. How would you value in a downward price cycle?

13) Study migration patterns so you can help owners wanting to move out of the market. 

14) Find sellers who have incentive to move right now.

15) Find buyers who are moving because of their lifestyle and ability to afford.

16) Keep an eye on the Bay Area market and be ready for some inbound growth.

17) Diversify where the iBuyer models are not going. 

18) Be aware of consumer behavior if we head toward a recession (tighten finances / smaller homes)

19) Be in tune with rent control laws so you can avoid mistakes.

20) Don’t keep doing the same thing because it won’t work in every market.
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