
Presentable Market Data
Chuck Carr

2317 Briarleigh Way
Dunwoody, GA 30338

Office: 770-698-8797
Cell: 678-591-6030

Email: ChartMasterChuck@aol.com
www.ChartMasterServices.com



Understanding three views of the current market allows 
Buyersto maximize their ability to evaluate properties, 
receiving the highest value in their home search and 
Sellersto position their property to maximize money in 
their pocket while minimizing time on market:

• Macro View: National Market
National Media Coverage

• Metro View:  Local Market Area
Quarterly Craven, Carteret Market

• Micro View:  Your Community
Comparative Market Analysis

Current Market Overview



• Keller Williams 
achieved the number 
two market share 
position among all 
companies in 2008, 
gaining another 1.3 
percentage points in 
share through 4Q 
2009

• Some companies have 
multiple offices 
serving the area, 
which are combined 
in this analysis

4Q 2009 Quarterly New Bern Market Profile
Provided By Keller Williams Realty

Single Family Residences



• The Keller Williams 
New Bern office 
reached the number 
one market share 
position market area 
among real estate 
offices serving this 
area in 2007, 
continuing dramatic 
growth through 2009

• The Keller Williams 
office leads the 
number 2 office by 
more than 6 percentage 
points

4Q 2009 Quarterly New Bern Market Profile
Provided By Keller Williams Realty

Single Family Residences



• Cumulative 2009 sales 
of single family 
residences remained 
lower than those of 
both 2007 and 2008 
through year end

• 2009 Sales were           
-16.7% below those of 
2008 and -32.5% 
below 2007

4Q 2009 Quarterly New Bern Market Profile
Provided By Keller Williams Realty

Single Family Residences



• 4Q 2009 sales were 
above those of last year 
in October and 
November

• November sales were 
also higher than in 
November of 2007, the 
first time any month 
was higher than the 
same month in 2007

• There additional sales 
may still be posted for 
December when 2009 
processing is completed

4Q 2009 Quarterly New Bern Market Profile
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Single Family Residences



• After some 
improvement during 
2008 in the rate of 
decline over the same 
period of the previous 
year, the rate increased 
again into early 2009

• Smaller annual sales 
declines in 2Q and 3Q 
2009 turned into an 
increase in the fourth 
quarter compared to 
4Q 2008, marking the 
first increase in 
quarterly sales since 
2006

4Q 2009 Quarterly New Bern Market Profile
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Single Family Residences



• Sales were down by     
-16.7% through 4Q 
2009, compared to 
full-year 2008

• The percentage decline 
in sales, compared to 
the same period of the 
previous year, has 
reversed in 4Q 2009, 
indicating that a 
bottom may have been 
reached in quarterly 
sales declines

4Q 2009 Quarterly New Bern Market Profile
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Single Family Residences



• Segmenting sales by 
price range shows that 
the number of sales 
increased during 4Q 
2009 in the $100K-
$199K price ranges, 
while all other price 
ranges declined

• 4Q 2009 Sales in the 
$200K-$299K price 
range were also very 
near those of 4Q 2008

4Q 2009 Quarterly New Bern Market Profile
Provided By Keller Williams Realty

Single Family Residences



• Sales in 4Q 2009 were     
+7% higher than in 4Q 
2008, with a somewhat 
greater overall increase 
in the New Homes 
segment

• Although the number of 
sales was small, there 
was a very large 
increase in the sale of 
new homes priced 
between $100K and 
$149K

<$100K
$100-
$149K

$150-
199K

$200-
$299K

$300-
$499K $500K+ Total

NEW 0                    
(N/A)

21                    
(+110%)

32                    
(+68%)

12                    
(-45%)

2                     
(-60%)

0                            
(-100%)

67                     
(+14%)

RESALE 20                     
(-31%)

53                      
(0%)

50                     
(+32%)

39                      
(+26%)

08                        
(-27%)

3                    
(0%)

173                 
(+5%)

TOTAL 20                   
(-31%)

74                   
(+17%)

82                 
(+44%)

51                 
(-4%)

10                      
(-38%)

3                         
(-50%)

240              
(+7%)

Fourth Quarter 2009 Sales

Better Same Worse

Comparison to 4Q 2008:

NRRAR MLS Data for Sales of Single Family Residences.  Data is believed to be accurate, but is not warranted.  Chartmaster Services, LLC
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Single Family Residences



• Prices continued to 
decline during 4Q 2009, 
compared to the same 
period of the previous 
year

• Although the median 
sales price in 4Q 2009 
declined, it was only       
-1.2% lower than that of 
4Q 2008

• Overall 2009 median 
sales prices were -4.6% 
lower than that of 2008 
and -6.3% lower than 
that of 2007

4Q 2009 Quarterly New Bern Market Profile
Provided By Keller Williams Realty

Single Family Residences



• The quarterly trend in 
median sales prices since 
the beginning of 2007 
shows a continuing 
overall downward trend 
through 2009

• The normal Seasonal 
nature of home sales  
likely contributes to 
fluctuations around the 
trend line

4Q 2009 Quarterly New Bern Market Profile
Provided By Keller Williams Realty

Single Family Residences



• The overall trend in the 
monthly median of sales 
prices as a percentage of 
the original listing price 
(% S/L), was steadily 
decreasing since early 
2007 (black line), but 
may have begun to 
stabilize during 2009 as 
the Original Listing 
prices have decined

• The % S/L trend shows a 
possible lessening of  
price resistance among 
buyers as Sellers have 
recently begun to lower 
listing prices 

4Q 2009 Quarterly New Bern Market Profile
Provided By Keller Williams Realty

Single Family Residences



• The median of Sales Price 
as a percentage of Original 
List Price began to decline 
after 1Q 2007 compared to 
the same periods of the 
previous year and 
continued at historically 
low rates through 1Q 
2009, reaching a new low 
of 93.4% in 1Q 2009

• However this percentage 
has become more stable 
during the last three 
quarters  in the 95% 
range

4Q 2009 Quarterly New Bern Market Profile
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Single Family Residences



• The overall 4Q 2009 
median sales price as a 
percent of original list 
price was -.3 percentage 
points compared to the 
same period in 2008

• However, the <$100K 
price range decreased by   
-3.6 percentage points, 
while the $150K-$199K 
price range increased by 
2.0 points, illustrating that 
there are often significant 
differences in market 
performance by price 
range

4Q 2009 Quarterly New Bern Market Profile
Provided By Keller Williams Realty

Single Family Residences



• The median Days On 
Market have risen 
sharply during the last 
2 years, compared to 
much lower numbers 
seen in prior years

• Median DOM YTD 4Q 
2009 was +48% higher 
than in 2008 and +64% 
above that of 4Q 2007

• Full-year 2009 median 
DOM was +47% above 
that of 2008 and more 
than double that of 
2007

4Q 2009 Quarterly New Bern Market Profile
Provided By Keller Williams Realty

Single Family Residences



• The 4Q 2009 median of 
DOM by price range 
shows that nearly all 
price ranges required 
more time to sell than 
in 4Q 2008

• Only the $500K+ price 
range had a lower 
median DOM in 4Q 
2009 than in 4Q 2008

4Q 2009 Quarterly New Bern Market Profile
Provided By Keller Williams Realty

Single Family Residences



• The median of 4Q 2009 
DOM segmented by 
sales price range and 
New/Resale, shows 
significant increases in 
median DOM for both 
Resale properties and 
New Construction

<$100K
$100-
$149K

$150-
199K

$200-
$299K

$300-
$499K $500K+ Total

NEW N/A Days            
N/A

246 Days        
+10%

137 Days         
+15%

237 Days               
+152%

703 Days        
+133%

N/A Days              
+N/A

206 Days         
+61%

RESALE 74 Days 
+29%

119 Days            
+16%

150 Days          
+36%

150 Days          
+11%

590 Days        
+548%

158 Days        
-43%

146 Days         
+60%

TOTAL 74  Days 
+29%

157 Days         
+46%

146 Days             
+ 26%

154 Days         
+28%

590 Days        
+492%

158 Days        
-53%

154 Days 
+48%

Fourth Quarter 2009 Median Days on 
Market

Better Same Worse

Comparison to 4Q 2008:

NRRAR MLS Data for Sales of Single Family Residences.  Data is believed to be accurate, but is not warranted.  Chartmaster Services, LLC
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• More Buyers are 
beginning to negotiate 
Seller contributions into 
sales contracts

• While data for periods 
prior to 3Q 2007 do not 
show contributions, they 
have grown to more than 
48% of transactions 
through full-year 2009

• As this trend develops, 
Sellers should anticipate 
this buyer request when 
estimating net proceeds 
of sale

4Q 2009 Quarterly New Bern Market Profile
Provided By Keller Williams Realty

Single Family Residences



• In 4Q 2009, the 
percentage of 
transactions which 
included Seller 
Contributions tended to 
be greater in the $100K-
$299K price ranges, 
where the volume of 
sales is also highest

4Q 2009 Quarterly New Bern Market Profile
Provided By Keller Williams Realty

Single Family Residences



• The percentage of 
transactions occurring 
after the Seller was 
required to reduce the 
listing price in order to 
attract a Buyer, increased 
fairly steadily since 1Q 
2007

• Both the 54% rate in 1Q 
2009 and the 50% in 4Q 
2009 were well above the 
high end of the usual range 
for price reductions, 
further indicating high 
Buyer price resistance in 
the current market

• The 45% rate through 
2009 is an increase of 5 
percentage points over that 
of 2008 and 19 points 
above full-year 2007

4Q 2009 Quarterly New Bern Market Profile
Provided By Keller Williams Realty

Single Family Residences



• Increases occurred in the 
percentage of 
transactions occurring 
after a price reduction in 
5 of the 6 price ranges 
during 4Q 2009, 
compared to the same 
period last year

• In all, the percentage 
requiring a price 
reduction in 4Q 2009 
was +11 percentage 
points above that of 4Q 
2008

4Q 2009 Quarterly New Bern Market Profile
Provided By Keller Williams Realty

Single Family Residences



• When a price reduction 
was required, the Seller 
negotiated down to a 
resulting sales price which 
represented a much lower 
portion of the original 
listing price than for a 
Seller not requiring a price 
reduction

• In both 4Q 2009 and full-
year 2009, the difference 
was -10 percentage points 
which would amount to a 
difference of -$16,900, at 
the median sales price, 
compared to a Seller 
without a price reduction

4Q 2009 Quarterly New Bern Market Profile
Provided By Keller Williams Realty

Single Family Residences



• When a price reduction 
was required, substantially 
lower % S/L ratios 
occurred in all the price 
ranges in 4Q 2009

• For example, in the 
<$100K range, the ratio 
for a price-reduced 
property dropped by -22 
percentage points, below 
that of a non-price reduced 
property, while the 
difference was -2
percentage points in the 
$300K-$499K price range

4Q 2009 Quarterly New Bern Market Profile
Provided By Keller Williams Realty

Single Family Residences



• Even after taking a price 
reduction, Sellers usually 
realizes a lesser portion of 
their new, reducedlist 
price than those Sellers not 
required to reduce their 
price

• Pricing correctly with the 
current market results in a 
better net selling price, in 
less time on market

4Q 2009 Quarterly New Bern Market Profile
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Single Family Residences



• Even after taking a price 
reduction, Sellers often 
realize a nearly equal, or 
lesser, portion of their 
new, reducedlist price 
than those Sellers not 
required to reduce their 
price

• Pricing correctly with the 
current market results in a 
better net selling price, in 
less time on market

4Q 2009 Quarterly New Bern Market Profile
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Single Family Residences



• When a price reduction is 
required, more time is 
needed to attract a buyer

• Typically, the Seller with a 
price reduction will need 
2-3 times longer to sell 
their property compared to 
a Seller not required to 
reduce their listing price –
it took 2.6 times longer in 
2009

• The likely results are 
higher carrying costs, 
greater inconvenience due 
to keeping the house in 
showing condition and 
delays in finding and 
moving to a new home

4Q 2009 Quarterly New Bern Market Profile
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Single Family Residences



• Higher-priced properties 
normally take longer to sell, 
but when a price reduction 
was necessary in 4Q 2009, the 
differences were substantially 
longer in nearly all price 
ranges

• For example, the Seller of a 
<$100K-$149K property, 
required to take a price 
reduction, needed 2.5 times 
longer to sell than a Seller in 
that price range who did not 
take a price reduction

• Also, the Sellers pricing their 
property correctly for the 
current market in the <$100K 
price range were able to sell in 
a reasonable median of 51 
DOM

4Q 2009 Quarterly New Bern Market Profile
Provided By Keller Williams Realty

Single Family Residences



• Failed listings (Expired) are 
shown here as a percentage 
of total “finalized” (Expired 
+ Closed) listings

• Failed listings as a percent 
of total finalized listings  
rose sharply during the last 
Quarter of 2008 but trending 
mostly flat since January, 
2009, until December when 
a spike has occurred

• Listings usually fail to sell 
because of overpricing

4Q 2009 Quarterly New Bern Market Profile
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Single Family Residences



• We now know that in 4Q 
2009, out of every 100 
finalized listings, 49 failed to 
sell and 51 sold

• Of the 51 sold listings, 26 
(50%) required a price 
reduction in order to attract 
a Buyer

• Therefore, if 49 failed due to 
overpricing and another 26 
required a price reduction in 
order to sell, 75 out of every 
100 listings were overpriced 
in 4Q 2009, resulting either 
in no sale, or sale at a much-
reduced price after a much-
longer listing period

NRRAR MLS Data for Sales of Single Family Residences.  Data is believed to be accurate, but is not warranted.  Chartmaster Services, LLC
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• The “absorption rate” of 
listings is calculated by 
dividing the currently active 
listings, by the average 
monthly sales rate – here, 
using the most-recent 3 
months sales averages, giving 
a total of 13.4 months supply 
of listings in December, 2009, 
compared to 15.2 months 
supply in December, 2008

• A supply of more than 6 
months is generally considered 
to be a Buyer’s market, 
making any reduction in 
supply a welcome positive 
sign for the overall market

4Q 2009 Quarterly New Bern Market Profile
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Single Family Residences



<$100K
$100-
$149K

$150-
199K

$200-
$299K

$300-
$499K $500K+ Total

NEW
N/A 

Months    
+N/A

6.0 
Months        
-66%

8.8 
Months  

-2%

10.8 
Months        
-28%

39.0 
Months    

+0%

N/A 
Months    
+N/A

9.4 
Months        
-41%

RESALE
9.0 

Months       
+85%

10.2 
Months 
+32%

12.8 
Months       

-7%

16.2 
Months        
-24%

50.6 
Months     
+16%

64.0 
Months         
-19%

15.0 
Months       

+1%

TOTAL
9.2 

Months      
+84%

9.0 
Months      

-3%

11.3 
Months              

-7%

14.9 
Months          
-20%

48.3 
Months     
+14%

68.0 
Months         
+32%

13.4 
Months  
-12%

• Again, the number of 
months of supply vary 
widely among the 
market segments 
shown by price range 
and New vs. Resale

• Fewer sales vs. more 
listings results in a 
very large number of 
months of supply for  
Resale properties in 
the $500K+ price 
segment, while the 
supply for Resale 
properties is larger 
overall than for New 
Homes

Better Same Worse

Comparison to Dec., 2008:

December, 2009 Months’ Supply of Listings

NRRAR MLS Data for Sales of Single Family Residences.  Data is believed to be accurate, but is not warranted.  Chartmaster Services, LLC
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• Sales: -16.7% full year 2009 compared to 2008
• Downward quarterly percentage change trend reversed to an increase of 7% in 4Q 2009
• Stronger sales in Sept.-Nov. boosted 4Q sales into positive territory for the first time since 2006

• Sales Prices: Median -4.6%for full-year 2009, compared to 2008
• Overall price trend is downward since 1Q 2007

• Percent S/L price: Median 95.1%, -.4 percentage points from full-year 2008
• Low ratio reached in 1Q 2009, stable over the last three quarters
• Overall downward trend since 1Q 2007

• Days on Market: 150 Days, up +48% compared to full-year 2008, more than double that of 
2007

• Seller Concessions: Higher, at more than 48% of transactions through year-end 2009, compared 
to 34.9% in 2008

• Highest in $150K-$199K price range – 60% of transactions

• Price Reductions: Remained high – at 45% for full-year 2009,5 percentage points higher than 
in 2008

• <$100K price range impact of price reduction was greater than in other price ranges (-22 percentage points) than for 
other price ranges

• DOM effect – 2.6 times longer in 4Q 2009

• Failed Listings: Higher, at 49%of listings in 4Q 2009
• Overpriced Listings: 75% of listings in 4Q 2009
• Supply: High, at 13.4 months’ supply in December, 2009, using most-recent 3 months sales rate

• Resale supply higher than New Homes
• Overall 12% reduction in supply compared December, 2008

Summary

NRRAR MLS Data for Sales of Single Family Residences.  Data is believed to be accurate, but is not warranted.  Chartmaster Services, LLC
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