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MANAGING BROKERS
NEED TO KNOW

JULY 2019


REVISED STATEWIDE FORMS
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Revised statewide forms were released on July 1, 2019.  
 
Here’s some good news: life as you know it and the way you use the forms have not changed, as a result.  
 
The even better news is that the statewide forms are improved, enabling you to deliver even better results for your clients.  
 
The information below will explain the form revisions, almost all of which occurred within the boilerplate.  
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Read more about our new state-wide forms online here:

https://www.spokanerealtor.com/govt-affairs-brief/forms/

 
If you have questions related to any of the forms revisions and you are a REALTOR® member, submit your questions to the Washington REALTORS® Legal Hotline lawyer: legalhotline@warealtor.org.  




MLS CHANGES – EFFECTIVE AUGUST 1ST
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COMING AUGUST 1ST 
 
Watch for MLS changes that take effect on August 1st:
 
We've prepared instructions and talking points on each change.  
 
You'll find The Way you Report Contingent and Pending Sales, and The Way you Input Open Houses, among the supporting documents to this newsletter.
[image: https://mlsvc01-prod.s3.amazonaws.com/4fd76739001/df4ea449-6bb7-4ea5-a7f0-ab48dc5fe9bf.png]  
[image: https://mlsvc01-prod.s3.amazonaws.com/4fd76739001/49bbcf3c-f07f-47e8-b070-ca1840f355b4.png]
 
     
 
 
  


 

 
 



[bookmark: _GoBack][image: :Ethics-Thumb1.jpg]CODE OF ETHICS WEBINAR 
 
The SAR purchased the Webinar on National Real Estate Ethics Day June 27, 2019 in support of REALTORS® Relief Foundation. Proceeds from this event will help families who have endured unimaginable loss. 

We would like to offer each office access to the Webinar to show in your office at no charge. 

This class will not include clock hours, however it will count towards NAR Code of Ethics requirement. 

If you offer this class in your office, you will need to send Tami your sign in sheet from the class, so she can record it on the NAR website. 

If you would like additional information, please email Tami @ tami@spokanerealtor.com or call 326-9222. 

LEGAL HOTLINE

[image: ::Desktop:Screen Shot 2019-07-16 at 8.38.30 AM.png]Can a Seller unilaterally terminate a listing agreement? 

Can listing firm refuse seller's request to terminate a listing agreement? 

Can a firm unilaterally terminate a listing agreement? 

Washington REALTORS® Legal Hotline Lawyer answers.

See the new six-minute video online here:


https://youtu.be/9ApVnAUHSp0



ANNIE’S COMING TO TOWN
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Thursday, August 22nd!

Annie Fitzsimmons, Washington REALTORS® Legal Hotline attorney (pictured), is coming to Spokane to teach two classes on Thursday, August 22nd: Don't Get Whacked by the WAC's – and – Is it Friend & Faux? RE-fraud Schemes you Need to Know.

You won't want to miss these interactive and energetic classes with Annie!
 
Download the event flyer from among the attachments to this newsletter.

The SAR Quarterly Membership Meeting will be held during the lunch break.
 
Lunch  & meeting are included with class registration fee for only $40. 

Lunch & meeting only without class is $20
 
Register online through the Member Portal, here:

[image: https://mlsvc01-prod.s3.amazonaws.com/4fd76739001/48e50874-ed33-421b-a27f-77b7b1e7d808.jpg]


NOT ENOUGH HOMES
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The July-August edition of REALTOR® magazine is just out with a cover story on inventory: Not Enough Homes.
 
The U.S. is about 2.5 million units short based on long-term growth projections, Freddie Mac estimates.  
 
Laurie Goodman, vice president of housing finance policy at the Urban Institute, calls the housing shortage a crisis.  
 
The Institute has found a shortfall of about 350,000 units per year due to underbuilding since 2009.  
 
The result will be "a huge deficit in housing over the next decade," she says.   
 
Read the article online here:

https://magazine.realtor/news-and-commentary/feature/article/2019/07/unlocking-inventory

[image: https://mlsvc01-prod.s3.amazonaws.com/4fd76739001/aff9d444-3d4c-4d81-abc3-b6c2e824c551.png] 
 




NAR is just out with a new infographic, The Housing Shortage in Perspective - Why Inventory has been Shrinking.
   
See the new infographic (pictured), online here:  
https://magazine.realtor/sites/default/files/asset/document/1906_housing_shortage.pdf










SAR NIGHT AT THE BALLPARK
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Saturday, August 17th
  
Spokane Association of REALTORS®
Game Date:
Saturday, August 17
Promotion:
Armed Forces Appreciation & Fireworks Night 
First Pitch:
6:30 PM

Gates to the ballpark open one hour prior to first pitch
Tickets just $11

http://spokaneindians.tix.milbstore.com/store_contents.cfm?store_id=106&dept_id=1601&product_id=117378
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Download the Spokane Association of REALTORS® Group Night promotional flyer for this event (pictured) to share with your office colleagues and associates among the supporting documents to this newsletter.
 


JUNE MARKET STATISTICS

764 residential closed sales of single-family homes on less than one acre, including condominiums, were reported for this June. Compared to June last year when 923 closed sales were reported sales were down 17.2%. The average closed sales price for June was $289,308. Compared to June last year, when the average sales price was $268,039, the average sales price is up 7.9%. The median sales price for June compared to June 2018 is up 8.2%, $265,000 v. $245,000. 
Closed residential sales through the first half of 2019 totaled 3,244 sales, down 14% over the same period in 2018 when 3,772 sales were reported. The year to date average sales price is $275,968 which is up 9.9% compared to the first six months of 2018 when the average sales price was $251,071. The year to date median sales price through June is $255,000 up 10.9% compared to June last year when the median sales price was $230,000. 
Inventory continues to lag behind last year. As of this report the current inventory was 1,335 properties, down 6.1% from last year at this time when there were 1,422 residential properties on the market. New construction sales reported to the Spokane MLS are down 8.4%, 372 v. 406 through June.
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The above is an excerpt of the Spokane Association of REALTORS’® June 2019 Residential Market Activity Report.  Access to the full report each month is a benefit of your association membership.  See the full report online here (after you log in to the member portal):  https://www.spokanerealtor.com/mls/market-activity-mls-statistics

JUNE LOCKBOX STATISTICS
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Changes coming August 1211
The way you report contingent and pending sales are changing.

This isue was brought before the ML Steering commitcee by fustrated participants, members and
cansumers. The main complaint stems from the portrayal of homes that are under contract a5 "Active” on
syndicated third party sites. A secondary complaint was various brokers interpreting ther contracts as
“Contingent” presumably to keep the listing sctive i the public eye and maximize marketing effrts. The
attached proposal addresses these compiaints and also provides some other benefit from the MLS.
statistical data without sacifcing functionality for members/brokers.

Transactions ultimately falinto two categories: 1) Contingent with a bump clause which should be actvely
marketed to the public and 2) Pencing status that denotes the property is under contract without a bump.
dlause.

CONTINGENT SALE Bump Clause (Check onel: O Sale of Buyer's House (228] @ Short Sae (2255)

PENDING SALE No 8ump Clause — (Check onel: O Pencing O Pending lnspection

What will happen with Listings on August 1st?

Ctg-Inspection (CTGI istings wil have their status changed automatically o Pending Inspection (PNDI).

Ctg Other lstings (CTG) will be moved to Pending [PNDI. IF there s BUMP Clause inthe contract, they
may be changed 1o Ctg-Bump Clause (CTGB) by the Listing Broker but the offer must be bumaable to e
that status.

Ctg:Sale Buyers Hm (CTGH) and the curren Bump Clause fleld = Yes ltings wil be changed to Ctg-Bump.
Clause (CTGB - still an Actve status that goes to all webstes

1£the home s set o Ctg-Sale Buyers Hm (CTGH] an the current Burmp Clause fe
changed to Pending (PND)

o, the lsting will be:

The Bump Clouse field will 1o longer be used and willbe removed from the syster.

Pending (PND), Pending Before List(PBL) anc Pending-Inspection (PNDI) stings DO NOT go o Zilow or
Homes com,

Pending (PND), Pending Before Lis (PBL) anc Pending-Inspection (PNDI) lstings DO 0 o IDX (broker
sites) and Realtor com.
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The way you input Open Houses is changing.
In order to reduce confusion for our members, the Open House SpokaneOpen/Public section will be removed from
Lising Input screen and he Ad/Elt Open House ik il be used fo Public Open Houses

What will happen with Open Houses on August 1°?
‘Where will Public Open Houses be entered?

Go 1o Listings > Maintain Listings. Click on the lising nece, then click on Select an Action. Clck on Add/Edit Open
House. This s the same link previousl reserved for Broker Opens. If you had entered a Broker Open occurring ater
August 1% you il need to remove it f you do ot want it cisplayed on SpokaneOpen.com or other public websites.

‘Where will Broker Opens be entered?

G0 20 Listings > Maintain Listings. Click on the lsing nece, then click an Select an Action. Clck on Add/Edit Tour
Listing. This option will appear and be available by uly 29"

Clck Here o view Instructions for Adding Open Houses (Public]or Tour Listngs (8roker Oen to Paragon.
Clck Her o view Instructions on Searching for Open Houses and Tours (ka Broker Opens) within Paragon.

You can always use

1 Sa0kaneOpen com as well for Public Open Houses.
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Why inventory has been shrinking.

Housing starts have been
constrained postrecession
due to shortages of land, labor,
and materials.

As homes age. they will either
need to be either remodeled to
remain in the pipeline or torm
down and replaced. If not,
inventories will lessen over time.

Millennials have overtaken baby
boomers as the largest U.S. adult
population, and they'e starting
to buy homes.

Homeowners are staying
putlonger.

During the housing crisis,
investors snatched up single-
family homes in foreclosure and
converted them to rentals.

‘Sources: ‘Nationsl Assocstion of REALTORS Housing Shartage Tracker,Nationsl Assocition of Home Buldars NAHE of data o the 2016 Amarican Commurity
Sirveythe Pow Research Genter ATTOM Dt Soluans. ' . Concus
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Saturday, August 17 — 6:30 PM
Avista Stadium — 602 N. Havana

Armed Forces Appreciation & Fireworks Night

TICKETS Call (509) 343-OTTO (6886) or go to

ons Click S g group
ck on: RS
(509) uasl.:r'vo (6888) purchase tickets

Saturday, August 17 — 6:30 PM
Avista Stadium — 602 N. Havana

Armed Forces Appreciation & Fireworks Night

TICKETS Call (509) 343-OTTO (6886) or go to

s Find your group
Click on: and click to
purchase tickets

Qustions
(509) 343-07T0 (6886) or
roups espokancindions.com





image14.jpeg
SPOKANE ASSOCIATION OF REALTORS®

MULTIPLE LISTING SERVICE DATA

Spokane County

Previous
MARKET OVERVIEW This Previous Percent Previous Percent This Year Year to Percent
JUNE 2019 Month Month Change Year Change to Date Date Change
RESIDENTIAL SITE BUILT AND CONDO (On less than 1 acre)
Closed Sales 764 685 +11.5% 923 -17.2% 3,244 3,772 -14%
Average Price $289,308 $285,265 +1.4% $268,039 +7.9% $275,968 $251,071 +9.9%
Median Price $265,000 $263,000 +1% $245,000 +8.2% $255,000 $230,000 +10.9%
Potential Short Sales 0 3 -100% 2 -100% 16 21 -23.8%
REO’s 10 10 = 17 -41.2% 52 108 -51.8%
Pending Sales 681 741 -8.8% 790 -13.8% 3,276 3,675 -10.9%
New Listings 1,067 1,125 -5.2% 1,083 -1.5% 5,005 5,502 -9%
Active Inventory 1,335 1,219 +9.5% 1,422 N/A N/A N/A N/A
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2018 14,369 14,494 19,071 20,085 22,949 21,825 20,428 21,091 18,469 18,163 13,355 10,041

2019 13,800] 11,384] 16,180 20,320]  22,002]  21,761] | |
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The Spokane Association of REALTORS® presents:

Our next Education Excellence Series
(2) Classes with Annie Fitzsimmons:

“Don’t Get Whacked by the WACS” - 3.5 clock hours
“Is it Friend or Faux? RE-fraud schemes you need to know” - 3.0 clock hours

Instructor: Annie Fitzsimmons, Washington REALTORS® Legal Hotline Attorney

$40.00 early registration ($55 after Monday, August 19, 2019)
(1st Class 8:30-Noon, Noon-1:00pm Membership Meeting & Lunch, 2nd Class 1:00-4:00pm)

Includes two classes, lunch, and a networking morning and luncheon opportunity,
and SAR General Membership Meeting during the lunch hour. Don’t miss these two classes!

You can register @ www.spokanerealtor.com or return this form to Tami with your payment.
(Class w/lunch must be pre-paid)

If you do not plan to attend the class, you may register for just the lunch & membership meeting
@ Noon for only $20.00 Call the SAR to reserve your seat or pay online under meetings.

+ “Don’t Get Whacked by the WAC’S” (8:30am—Noon)
Brokers should learn from recent DOL disciplinary trends and that inatten- ThurSday’ Augl'ISt 22’ 2019
tion to detail is often a violation of law and the basis for license suspen- Location:
sion. Brokers will be advised of current DOL trends and reminded of the .
importance to adhering to state laws and regulation. Centerplace Reglonal

] ] Events Center
¢ Networking/Meeting & Lunch Buffet: (Noon-1:00pm)

s “Is it Friend or Faux? RE-fraud schemes you need to 2426 N. Discovery Place

know” (1:00pm-4:00pm) Spokane Valley, WA 99216
Upon completion of this course, you will have been introduced to current
real estate fraud schemes being carried out through internet activities, da- )
ting services, phone solicitations and other means. You will be taught sim- Instructor:
ple practices that will protect not only yourself, but when implemented and Annie Fitzsimmons
share with consumers, will derail fraud schemes and protect clients and
consumers as well.

EDUCATION REGISTRATION FORM
(2) Classes with Annie Fitzsimmons includes Lunch & General Membership Meeting
Thursday, August 22, 2019

Name

Cell Office Phone # Email

Make check payable to SAR and mail to:
Spokane Association of REALTORS®
1924 N . Ash, Spokane , WA 99205

If you'd like to pay by credit card,
please call Tami Peterson at (509) 326-9222

Cancellation Policy: A refund will be granted until 3:30pm three days prior to class, after which time there will be
a 50% refund. Anyone not showing up for registration (and staying for class) will not be given a refund.
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Changes coming August 1!

The way you report contingent and pending sales are changing.

This issue was brought before the MLS Steering committee by frustrated participants, members and
consumers. The main complaint stems from the portrayal of homes that are under contract as “Active” on
syndicated third-party sites. A secondary complaint was various brokers interpreting their contracts as
“Contingent” presumably to keep the listing active in the public eye and maximize marketing efforts. The
attached proposal addresses these complaints and also provides some other benefits from the MLS
statistical data without sacrificing functionality for members/brokers.

Transactions ultimately fall into two categories: 1) Contingent with a bump clause which should be actively
marketed to the public and 2) Pending status that denotes the property is under contract without a bump
clause.

CONTINGENT SALE Bump Clause (Check one): O Sale of Buyer's House (22B) O Short Sale (22SS)

PENDING SALE No Bump Clause — (Check one): O Pending O Pending Inspection

What will happen with Listings on August 1st?

Ctg-Inspection (CTGI) listings will have their status changed automatically to Pending-Inspection (PNDI).

Ctg-Other listings (CTG) will be moved to Pending (PND). IF there is a BUMP Clause in the contract, they
may be changed to Ctg-Bump Clause (CTGB) by the Listing Broker but the offer must be bumpable to use
that status.

Ctg-Sale Buyers Hm (CTGH) and the current Bump Clause field = Yes listings will be changed to Ctg-Bump
Clause (CTGB) — still an Active status that goes to all websites.

If the home is set to Ctg-Sale Buyers Hm (CTGH) and the current Bump Clause field = No, the listing will be
changed to Pending (PND).

The Bump Clause field will no longer be used and will be removed from the system.

Pending (PND), Pending Before List (PBL) and Pending-Inspection (PNDI) listings DO NOT go to Zillow or
Homes.com.

Pending (PND), Pending Before List (PBL) and Pending-Inspection (PNDI) listings DO go to IDX (broker
sites) and Realtor.com.

7/9/2019 Page 1 of 3
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Changes coming August 121
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Contingent/Pending Status Changes

This issue was brought before the MLS Steering committee by frustrated participants, members and consumers. The
main complaint stems from the portrayal of homes that are under contract as "Active” on syndicated third-party sites. A
secondary complaint was various brokers interpreting their contracts as "Contingent” presumably to keep the listing
active in the public eye and maximize marketing efforts. The attached proposal addresses these complaints and also
provides some other benefits from the MLS statistical data without sacrificing functionality for members/brokers.

Rationale: The solution needed to address ambiguity amongst brokers and accuracy for consumers. The approach to
solve was to find the lowest common denominator for all transactions.

Solution: Transactions ultimately fall into two categories: 1) Contingent with a bump clause which should be actively
marketed to the public and 2) Pending status that denotes the property is under contract without a bump clause. The
“Contingent-Inspection” (CTGI) status was included in the “Active” status category at a time when the market was slow
and Brokers thought continuing to market the property during the initial inspection period was appropriate. The reality
is that these listings are being syndicated as Active and the consumer is confused as most websites do not explain or
promote that the listing is under contract. Likewise, most brokers exclude CTGI from their searches as not to show their
clients a home that they cannot purchase. The committee felt it important to allow Brokers the functionality of
searching these properties due to a significant fall out rate so the recommendation of creating “Pending-Inspection” is
included.

Results of Implementation: The intended consequences of the proposed change are as follows:

1) Any property that is under contract without a bump clause will not be syndicated to third party websites. This
upholds the Associations standard of care to the public accurately portraying our data and eliminates confusion
between brokers and consumers,

2) By defining a contract as "Contingent with Bump Clause” or "Pending” without we eliminate the potential for
agents to interpret status adding to aforementioned confusion. This also clarifies the rules for the brokers.
Misreporting status is a tier 1 violation creating an enforceability element.

3) Days on Market will soon become a relevant statistic. Days on market is supposed to be from the time the
property is actively marketed until it goes under contract. Brokers consistently forget to change status from
CTGI to PEND skewing this statistic which also is syndicated to third party sites. Again we uphold the standard of
care for accuracy to the benefit of all of our membership.

4) This change empowers brokers the opportunity to search "Pending-Inspection” listings to check the viability of
current contracts for clients that are having trouble finding a home to buy reinforcing the brokers value
proposition.

Brokers may argue that keeping a listing Active during the Inspection Contingency is the greatest benefit to Sellers.
Upon discussion it was pointed out, regardless of the continued marketing of a listing, when a sale fails the property
is put Back on Market (BOM) status in the MLS which increases the possibility of the Seller getting a lesser offer.
This dynamic is not prevented or mitigated by continued marketing.

Q: What happens when the market slows down again?
A: Our data will still be accurate and agents will still be able to search these properties. The integrity of the
property’s availability remains.

Q: My seller wants it to remain Active until they know the Buyer can perform?

A: Part of a brokers job is to explain the risks associated with terms of an offer. If the risk of failing outweighs the
benefit to seller the broker should be able to provide information quantifying those risks as a probability.

Ex. Accepting a "sight unseen” offer by a remote buyer has a higher probability of failing. The consequence
ultimately resides with the Seller. They should be informed that going BOM can result in a lower second offer.
Brokers should be able to provide context through communication with Selling Broker.

7872019 Page 3 of3
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Contingent/Pending Status Changes

Thisssue was brought before the LS Steering commitee by frustated participarts, members and consumers. The.
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Rationale: The solution needed o address ambiguity amongst brokers and accuracy forconsurers. The approach to
solve v o find the lowest common denomingtor for 3l ransactions.

Solution: Transactions ultimatly fallnto o categores: 1) Contingent with a bump clause which should be acrvely
marketed (o the public anc 2) Pending status that denctes the property s under contract without  burp clause. The
“Contingent Inspection” (CTGI) status was inclued i the “Actve” statuscategory a »time when the market s slow
and Brokers thought continuing to market the property during he Il Inpection period was appropriate. The reaity
s thattheselstings are bl syndicated as Acive and the consumer is confused as most websites do not explain or
promote that thelsting is nder contract. Likewse, mast brokers excude CTGIfrom their searches as not o show their
cients 3 home that they cannot purchase. The commites el it important o allow Brokers the functionaity of
searching these propertes due o a sgnificant falout ra s0the recommenction ofcreating “Pending Inspection” is
ncluded.

Reslts of mplementation; The intended consequences of the proposed change are as follows:

1) Any property tha is nder contract wihout  bump clause will ot b syndicated 0 third party webstes. This
upholes he Associatons standard o cae tothe public accurately potraying our data and eliminates confusion
between brokers and consumers.

2] By defining contract as "Contingent with 8ump Clause” or “Pending” without we eliminate the potentis for
agents t interpret status adding 1o aforementioned confuslon. This alo clarifies the rues for the brokers.
Misreporting status is a te 1 vilaton cresting an enforceablty element.

3] Days on Market will s00n become  relevant statsic. Days on market s supposed 10 b from the time the
property s actively marketed it goes under contract. Brokers consistently forget to change status from.
CT51 0 PEND skewing this statsic which also s syndicated to third party sites. Again we uphold the standiard of
carefor accuracy t the benefit of alof our membership

4) Thischange empowers brokers the opporturity o search *Pending-inspection” stings to check the viabity of
current contractsfor clients that are havin trouble finding a home to buy einforcing th brokers value.
proposiion.

Brokers may argus that keepinga sting Actie duringthe Inspection Corringency I the greatest benefit o Sellrs.
Upon discussio t was pointed ou, regarelessof the coninued marketing o a ising when a al fais the property
s put Back on Market (EOM) stetu in the MLS which ncreases the posibilty f the Sele getinga eser offer.

“Ths dynamic s not prevened or mitigated by continued marketing.

Q:What happens when the market slows down again?
5 Our data willstill e accurate snd agents will sl be abe o search these propertes The ntegrity ofthe
property's availabilty remains.

My selle wants  to remain Active untlthey know the Buyer can perform?
A:Partof 3 rckersJob i o explainthe isks associated with terms of an offer. If the isk offallng outweighs the.
benefitto selr the broker shouls be able t provide information quantifying those isks s  robablty.

Ex. Accepting a “sght unseen offe by 3 remote buyer has a higher probabilty offaiing. The consequence
wlimately resides with the Seller. They should b Informec that going BOM can resutin a lower second offer.
Brokers should be 2ol to provid contex: through communication with Seling Broker.

o Foge o3
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The way you input Open Houses is changing.

In order to reduce confusion for our members, the Open House SpokaneOpen/Public section will be removed from
Listing Input screen and the Add/Edit Open House link will be used for Public Open Houses.

What will happen with Open Houses on August 15t?

Where will Public Open Houses be entered?

Go to Listings > Maintain Listings. Click on the listing needed, then click on Select an Action. Click on Add/Edit Open
House. This is the same link previously reserved for Broker Opens. If you had entered a Broker Open occurring after
August 1%, you will need to remove it if you do not want it displayed on SpokaneOpen.com or other public websites.

Where will Broker Opens be entered?

Go to Listings > Maintain Listings. Click on the listing needed, then click on Select an Action. Click on Add/Edit Tour
Listing. This option will appear and be available by July 29,

Click Here to view Instructions for Adding Open Houses (Public) or Tour Listings (Broker Open) to Paragon.
Click Here to view Instructions on Searching for Open Houses and Tours (aka Broker Opens) within Paragon.

You can always use www.SpokaneOpen.com as well for Public Open Houses.
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The way you input Open Houses is changing.
In order to reduce confusion for our members, the Open House SpokaneOpen/Public section will be removed from
Listin nptscreen nd th AG/EcitOpen House ik i b use for PublicOpen Houses

What will happen with Open Houses on August 12
Where will public Open Houses be entered?

Go o Listngs > Maintain Listings. ik on the lsting needed, then click on Select an Action. Clck on Add/Edt Open
House. This i the same lnk previously reserved for Broker Opens. Ifyou had entered a Broker Open occurring after
August 1%, you will need toremove it  you do not want i displayed on SpokaneQpen com orcther publi webites.

Go o Listngs > Maintain Listings. ik on the listing needed, then click on Select an Action. Clck on AdG/Edit Tour
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TRz Spokane Association of REALTORS®
'[} ) 2019 MONTHLY HOME SALES REPORT

Ny JUNE

SALES DOWN 17.2%

Closed sales of single family homes on less than one acre
including condos for June 2019 total 764 compared to
June 2018 when the total was 923.

AVERAGE PRICE UP 7.9%

The average closed price for June 2019 was $289,308 compared
to June 2018 when the average price was $268,039.*
MEDIAN PRICE UP 8.2%
The median closed price for June 2019 was $265,000 compared to
June 2018 when the median price was $245,000.*

?

*NOTE: Does not represent home values.

INVENTORY DOWN

Inventory is down 6.1% compared to June 2018. Current
inventory, as of this report totals 1,335 properties which

represents a 1.7 months supply.
NOTE: Months supply based on closed sales for June.

DISTRESSED SALES DOWN

Sales of Distressed homes accounted for 1.3% of sales in June
2019 compared to 2.1% in June 2018.

NOTE: Information comes from the SAR’s Monthly Activity Report which looks at single family residential/
site built properties on less than one acre and condominiums.
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Spokane Association of REALTORS®
2019 YEAR TO DATE HOME SALES REPORT

fey THROUGH JUNE

EST 511

A& SALES DOWN 14%

Closed sales of single family homes on less than one acre
including condos through June 2019 total 3,244 compared to
3,772 through June 2018.

AVERAGE PRICE UP 9.9%

The average closed price through June 2019 is $275,968
compared to $251,071 through June 2018.

MEDIAN PRICE UP 10.9%

The median closed price through June 2019 is $255,000
compared to $230,000 through June 2018.

*NOTE: Does not represent home values.

INVENTORY DOWN

Inventory is down 6.1% compared to June 2018. Current
inventory as of this report is 1,335 properties whichisa 1.7

month supply.
NOTE: Months supply based on closed sales for June.

) DISTRESSED SALES DOWN

 { Sales of Distressed homes accounted for 2.1% of sales through
June 2019 compared to 3.4% through June 2018.

NOTE: Information comes from the SAR’s Monthly Activity Report which looks at single family residential/
site built properties on less than one acre and condominiums.
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&)\ SPOKANE ASSOCIATION OF REALTORS

GROUP NIGHT

WHERE: Avista Stadium — 602 N. Havana
EVENT: Armed Forces Appreciation & Fireworks Night

Order at least 72 hours in advance to be guaranteed tickets

1% Call (509) 343-OTTO (6886) or go to
L SPOKANEINDIANS.COM

; Find your group
.~ Click on: and click to
purchase tickets

\)\ SPOKANE ASSOCIATION OF REALTORS

))») GROUP NIGHT

TICKETS

il

QUESTIONS 2
(509) 343-OTTO (6886) or
groups@spokaneindians.com

WHEN: Saturday, August 17 — 6:30 PM
WHERE: Avista Stadium — 602 N. Havana

EVENT: Armed Forces Appreciation & Fireworks Night

Order at least 72 hours in advance to be guaranteed tickets

TICKETS _ A4 _ call(509) 343-OTTO (6886) or go to
11 <« | SPOKANEINDIANS.COM
B .. Find your group
QUESTIONS ‘ Click on: and click to
(509) 343-OTTO (6886) or /| ‘ purchase tickets
groups@spokaneindians.com R e P e
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