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MEETING AGENDA | March 6th, 2020 
California’s Housing Market Forecast:  

 
 
Err… Where are the Listings? 
We are seeing the lowest number of listings since 2008. A 56% decrease since 2018. Imagine more 
than half the listings are gone in the market. This creates a Hyper Competitive environment for 
Buyers while Sellers are receiving multiple offers & above asking price offers at a rate we have 
never seen for a long time! We do need to understand that the current situation is only on listings 
that are Mid to Low priced listings. Note, what number is considered Low, Mid to High price may 
vary in different cities. The current situation is not caused only by the recent coronavirus 
outbreak. If you see graph above, we have been experiencing unordinary decrease on listing as 
early as September 2019. Seller perception of a slow & underperforming market has persuaded 
them to hold off on selling. The current situation is a Rare Opportunity where the agent who get 
the listings is KING/QUEEN.  
 
The mortgage rates fall back!  
     

 

 
 

The Federal Reserve makes emergency rate 
cut by 50 basis point amid coronavirus fears. 
Current mortgage rate is sitting at 3.29% 
30 Yr Fixed.  We see an increase in loan 
application especially refinances.  With half 
the listing gone and further decrease in 
Mortgage Rate, buyers’ side is getting very 
competitive. We are expecting this rate to 
maintain low throughout 2020.  
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Pending Sale & Home Value  
 

 
Unsurprisingly, pending sales has further decreased from -14% to -30% on a season that is 
supposed to see increase in sales. However, there is two explanations for this. #1, Mid to Low 
priced listings are scarce in number affecting number of transactions but the listings in this range 
is HOT. Luxury listings pending sale is going down mainly due to the continuation of a dwindling 
luxury home demand since 2018. As you could compare based on the graph below, Price Per Sqft 
in all board except for Arcadia board is increasing indirectly proving that normal priced market 
is seeing home value increase while luxury market is still experiencing lower demand hence, a 
decrease in price per sqft. 
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What is the Take from current Market Situation? 

1. The agents who get the listing will be the Victor!  The current market situation with low number 
of listings will not remain long. For the next 3 months. You really need to find and dig out every 

single way to get listings. The easiest way is to work on your referrals & past clients, then 

prospecting on your leads lastly, step up on your marketing game. You also need to be extremely 

flexible in price setting or presentation with sellers knowing that the current market might have 

buyers still interested in a property that is priced higher than market value.  

2. Acknowledge, understand and develop the knowledge on PRICING.  Two main things to know. 

Firstly, Mid to Low price market and High price market is on two different ends of the spectrum. 

One is Hot with High Demand, the other is Cold with Low Demand. If you don’t know which is Hot 

or Cold, you have a problem and need to consult with office manager. Secondly, you really need to 

know how to pinpoint the price a listing may sell for. The standard COMPS will not help you 

especially during a drastically changing market. You can easily run research on the MLS searching 

Under Contract, Pending and Closed for past 7 days or 15 days. Based on how fast the listing is 

selling and the condition of the listings, it will give you better understanding.  

3. Understand why are Homeowners not willing to sell? Is it Coronavirus or Bad Market or 

something else? You need to have the realization that there are different seller types that require 

different method to close them. One thing is for sure, you need to close the seller on the spot if 

possible. If not, try to close as soon as possible because during a drastic change of market condition, 

sellers change their mind very quickly.  

4. Grasp your buyers’ motivation and educate them about the current market. With most agents 
reporting to us that there are many multiple offer situations and offers not accepted. You need to 

reevaluate your buyers, understand how much they are willing to fork out in order to get the house 

they want. They also need to understand how hot the current market is for the house they are 

looking for and this might require a drastic increase in offer price. It is crucial that you are as 

precise as possible when it comes determining the price in the offer. Knowing this will give you 

better leverage to negotiate with the buyer and/or seller. 

5. Pay close attention to the trend of the economic situation especially in 2020, whether it is the 

global economy or the US economy. It is even important to understand the impact of the economic 

situation on the real estate market. Give your clients professional investment advice so that they 

can reasonably avoid the risks of economic crisis. Let customers trust you more. 

6. Pay more attention to the impact of the Coronavirus Virus on Unite States. If the virus affects 

the United States, it will have a huge impact on real estate sales. Then you can change your sales 

methods, such as increasing online ads, improve your network exposure and high-frequency use 

of digital marketing. Remind and update important news and information with your clients.  
7. READ the CORONAVIRUS Clause, we announce this last month. Please see page at the back.  
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OFFICE ANNOUNCEMENTS  
 

1. Young Family Loses Life Savings of $775k in Escrow Wire Fraud Scam.  
A very saddening incident involved close to us in Carlsbad, the young couple lost $774,631 when 
they put down the amount during Valentine’s Day. The story is rare, but the scam is NOT. We have 
made announcements throughout the years reminding and educating agents on Escrow Wire 
Fraud Scams that can be a VERY SERIOUS issue with a simple prevention method. The hacker 
managed to gain access from the Escrow side to get all the Buyer’s info. Then the hacker sends an 

very persuasive email to the buyer requesting to wire the funds. The rest is history. How to Prevent 
this?  # 1 Easiest way to prevent this, always educate your buyers regarding Wire Fraud Scam. 
#2, Never ever trust Text, Email & Online request to wire funds no matter how “Legit” the email 

and information is. Always call Agent or Escrow or meet in person to confirm.  
2. You are now Part of the MFO Elite Program 

Recently, we are invited by Mike Ferry to be part of their MFO Elite Program which is reserved for 

Top Brokerages. What does this mean for you? You will be able to get the best prices possible 
for all  Mike Ferry Superstar events & Local Mike Ferry Training Program around our area. 
From now on, if you are planning to attend a Mike Ferry event, make sure to consult CK on the MFO 

Elite Prices.  
3. MLS Clear Cooperation Policy  

Starting May 1st, 2020. There will be a new policy that will govern the marketing of your listing and 
how would it be entered into the MLS. The current way requires the listing to be added into the 
MLS or a (Listing Exclusion Form) submitted to the MLS within 2 business days from the listing 

contract date. The new policy will change it in a way where the listing has to be entered into the 
MLS within 2 business days from the listing contract date under “REGISTERED, COMING SOON or 
ACTIVATE” statuses AND within 1 business day of marketing the listing, the Status  must be moved 

from the “REGISTERED” status into COMING SOON or ACTIVE. Note*, Coming Soon Listing still 
appear in VOW and will automatically convert into active after 21days. For detailed info, please 
refer to the relevant page at the back.  

4. New Disclosure Requirements  
Effective in 2020, Homes within a designated high area are required to #1. Deliver a statutory 
disclosure re home hardening for homes in high fire areas built before 2010 and that seller list 
specified retrofits. And #2. Provide Buyer with documentation of local law pertaining defensible 

spaces or local vegetation management laws. If no such law, seller provide documentation of state 
law instead. If neither above, there needs to be a written agreement with buyer agreeing to obtain 
documentation of compliance. These disclosure requirements apply to any property which the 

Transfer Disclosure States (TDS) is required. Note, TDS exemptions and cancellations rights apply.  
For more info, find relevant page at the back.  

5. MUST READ! Top 10 Potential Impacts of Coronavirus on California Housing Market.  
The CAR has announced its thought on the Coronavirus Outbreak. They shared 10 potential 
impacts that the outbreak might bring to our market. You must spend time to read and 
understand these 10 impacts at the back of the page.  
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UPCOMING EVENTS 

 
SCRIPS 4 SUPERSTARS 
This is a very important training I think all kinds of agents should attend Here is three 
reason you need to join this Event: 
 

1. You learn how to speak, act and think to grow your sales skill which I find will 
help all kinds of agents.  

2. We are one of few brokerages with MFO Elite Program, instead of $350, our price 
is the lowest possible price of $95.  

3. The training is in San Gabriel Sheraton Hotel.  
 

See flyer at the back for more info and contact CK to register. 
 
 
1031 EXCHANGE & TAX ADVISE BY GREG BURNS | APRIL SUPERSESSION 
Greg have over twenty years of experience on 1031 Exchange, one of the main advantages of the 1031 
exchange is its ability to dispose of property without generating capital gains taxes, thereby enabling 
the deferred taxing ability to benefit investors. And he will also be teaching tax advice in the end of 
tax season. You will find out during this super session. More info and register today. Flyer at the 
back of the page. 
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REGARDING CORONAVIRUS CLAUSE  

Please read instructions below regarding how and when to use the clause.  

- This clause is meant to be added to the addendum that goes with the offer or counteroffer.  
- You are strongly advised to attach an addendum with the following wordings that goes 

with the offer or counteroffer when the party you represent is in areas that are affected by 
the coronavirus outbreak 

- You are encouraged to reach out to management to discuss further as each case could be 
different or if you have any other concerns or circumstances.  

 

Clause- Standard 
Buyers and Sellers are aware that one (both) of the Parties to this transaction is/are in areas 
that are affected by the Coronavirus outbreak. Therefore, that Party’s ability to adhere to 
contract timeframes/deadlines may be impacted and out of their control. Parties agree that any 
delays in performing/closing due to the inability to sign documents or transmit paperwork will 
NOT be considered as a breach of the Purchase Agreement or failure to perform. 
 
Add statement below when needed: 
“Sellers/Buyers have the option to cancel this agreement in ___ days if the situation does not  
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