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REAL-WORLD ADJUSTMENTS

Information and views expressed in this presentation
are not made on behalf of, and do not represent the
positions or opinions of, any board, organization,
coalition, educational provider, or other group.

The presenter is not an appraisal management
company and is not providing or soliciting appraisal
management services. This presentation is not legal
advice.

DATA-BASED

ADJUSTMENTS

“It's a rule of thumb.”

“Standard adjustment used by appraisers.”
“Based on personal experience.”

“Applied a conservative 5% adjustment.”

A Y —

Multiple recognized methods
Data-based analytics & statements
Retention of research

Expectations

IAEG
GSEs, Agencies
USPAP
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TRENDS, PAIRS, RESALES

USING EXCEL

RESEARCH DATABASE

= Land values

= Sales verifications
= Paired groups
Paired sales

= Construction costs
Regression models
..what else...?

Keep a running
database of comps
you discover.

PAIRED GROUPS

Quality of Construction

PAIRING GROUPS
OF SALES

Matching exact features for paired
sales can be difficult or impossible

Pairing groups of sales is an extension
of the paired sales method
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SET YOUR PROPERTY POOL

Set your goal and input search parameters.

Data
Property Type: IN Single Family
Property Status: IN Sold
# Bedrooms: Between 3 and 3 EXAMPLE GOAL:
Area: IN 'SE Grand Junction’ o
Total Acres Less than or equal to .25 FIND % ADJUSTMENT
Year Built Batween 1980 and 2010 FOR QUALITY
Total Apx SqFt. Between 1600 and 2000
Garage Capacity: Between 2 and 2
Construction: NOT LIKE Modular AND NOT LIKE Manufactured
Selling Date: BETWEEN 08/01/2015 AND 8/11/2016

CREATE TWO GROUPS |

*Review the details of each sale
* Remove inappropriate sales

* Group by your target goal (i.e. quality,
garages, basement, GLA etc.)

Calculate the average unit measurement (i.e.
sales price or $/sf) of each of the two groups.

12
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COMPARE THE GROUPS

GROUP1 GROUP 2
Quality A Quality B
$233,750 $204,500

$123.35 per sq.ft. $109.01 per sq.ft.

QUALITY ADJUSTMENT ESTIMATE
12.50% - 14.3% | 11.63% - 13.15%
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PAIRED GROUPS

Garage

ARE YOU PAIRING SALES

fype Closing Date  Area Sq.Ft Acres Yoar Built GarageType . Cap Style BR BA Price
nge Family  12/18/2018 NE Grand Junction 1836 037 1981  Adached Garage 2 Ranch 3 2 $267.50
ingle Family 6/28/2019 NE Grand Junction msg 0.18 2000 Auached Garage 2 2 Story 3 3 $270004
ingge Family umumc! NE Grand Junction 022 1097 _Auached sarag Ranch 3 2 27590
ingle Family 41 wpytc 4« 2 s2is00d
arrowwyourm ta ase amaL
ingle Family 5/10/2019 NE Grand Juncbon 998 " ARacied Garage anch 4 2 $28L0
ingle Family 3/20/20189 NE Grand Junction 1807 023 Attached Garage 2 Story 4 2 s282000
ingle Famly 8/26/2010 NE Grand Junction 1816 | 024 mma Attaches Garage 2 Ranch 3 2 $28450]
ingle Family 7/23/2020 NE Grand Junction 1826 021 1978 Anached Garage 2 2 Story 3 3 $285,004
ingde Family 4/21/2019 Grand Junction Gty 1808 | 029 2004 AmschedGarage 3 Ranch 3 2 ses87.00]
ingle Family 3/13/2020 NE Grand Junction 1826 01 2007  Atached Garage 2 2Stary 4 3 3288004
inglo Family 3/28/2019 NE Grand Junction 1826 02 2012 Atached Garage 2 Ranch a 2 $290.000
ingle Family 6/19/2020 NE Grand unction 1844 019 1996  Adached Garage 2 Ranch 3 2 $20000]
ingie Family 3/16/2020 NE Grand Junction 1856 | 016 2017 AuachedGarage 3 Ranch 4 2 s20250]
ingle Family 2/28/2019 SE Grand Junction 1856 022 2006 Attached Garage 3 Ranch 3 2 $293.00
ingle Family 1/13/2020 NE Grand Junction 1835 026 1982  Auached Garage 2 Ranch 3 2 $295.004
ngle Family  10/16/2020 SE Grand Junction 1816 015 2006  Auached Garage 2 2Story 4 3 3205004
ingte Family 5/28/2020 NE Grand Junction 1811 012 2018 Atached Garage 2 2 Sty 4 2 s297.004
ingle Family 8/15/2019 NE Grand Junction 1811 012 2018 Auached Garage 2 2Story 4 2 s207.104
inge Famiy 771172019 NE Grend Juncion 1860 046 2006  AuachedGarage 3 Ranch 3 2 s299.004

ARE YOU PAIRING SALES

[losing Date City Area Subdivision YearBuilt Sq. Ft Acres BR BA Sold Price
1/28/2021 Grand Junction SE Grand Junction  Chatfield 2 2005 1646 0438 3 3 $295.000
11/13/2020 Grand Junction SE Grand Junction Chatfield 2 2005 1625 018 3 2 $301.250

11/12/2020 Grand Junction SE Grand Junction Chatfield 3 2008 1580 0.15 3 2 $314,300

MEDIAN $301.250

11/9/2020 Grand Junction SE Grand Junction  Chatfield 2 2008 1594 016 3 2 $320.000

MEDIAN DIFFERENCE  $18,750

Find homogenous areas
Similar features (age, lot size, BR, BA, basement)
Solve for the differing feature

VALUE RANGE ~ $5.100 - $25.000

Gar. Cap
2
2
2

3

A Y —
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EVALUATE MEANINGFUL DATA

losing Date City Area Subdivision Year Built Sq. Ft Acres BR BA Sold Price Gar. Cap
1/28/2021 Grand Junction SE Grand Junction  Chatfield 2 2005 1646 019 3 3 $295.000 2
11/13/2020 Grand Junction SE Grand Junction Chatfield 2 2005 1625 0.18 3 2 $301.250 2

11/12/2020 Grand Junction SE Grand Junction Chatfield 3 2005 1580 0.15 3 2 $314,900 2

MEDIAN $301.250
11/9/2020 Grand Junction SE Grand Junction  Chatfield 2 2005 1594 016 3 $320,000 3
MEDIAN DIFFERENCE  $18,750
VALUERANGE ~ $5.100 - $25.000

Too small a selection of grouped data to use the median?
Examine each sale to analyze differences.

. Y —
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SAVE YOUR RESULTS

ocument  pate FEATURE1 FEATURE2 AREAL  SUBDIVISION  METHOD noTES.

5
20210429 4/20/2021 GARAGE SEGI  CHATFIELD  PAIRD # 3.car med = $340,000, 4 2
mod - $205,000 Speciical

)

Pairing specific sales from those groups
supports a garage bay adjustment of
$5,000 adjustment between 2- and 3-
car garages with properties averaging
1,600-1,700 sq ft. constructed in 2005

18
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PAIRED SALES

Garage, Sq.Ft., Quality

PAIRED SALE PROCESS

= 10 derive market-based adjustments from paired
sales, we must...

Identify reasonably similar sales from the market.

Ignore the variables (i.e. features or characteristics)
that are similar.

Equalize by isolating one variable, by applying to one of
the sales known adjustments for other differing features.

Solve for the isolated feature. _

20
EXAMPLE - QUALITY, GARAGE, SQ.FT.
PAIRED SALES In thi§ _example, all the adjustments w'e need can be derived
=== Most easily-understood and recognized concepts by pairing the sales shown as comps below.
If one characteristic, between at least two property sales, ___ . _ . .
is isolated, then the difference in prices between those two - e 5120,000 110,000 w155, 000 110,000
sales equals the value associated with that characteristic. T 1800 of 1300 ot 1340 of 2030 ot 1800 of
Room counts 3-2 3-2 3-2 3-2 3-2
Quality Avyg Avyg Avg Avg Avg
«Comps in the report e e e e Frn ERTE
age 25 yr 27 yr 13 yr 15 yr 25 yr
*Sales not used as comps
_ Isolate one variable at a time. _
21 22
Subject 1 z 3 4 Subject 1 2 3 4
gold Price $120, 000 $110, 000 $155,000 $140, 000 go1d Price $120,000 $110,000 $155,000 $140,000
GLA 1800 sf 1300 sf 1340 sf 2030 sf 1EI sf GLA 1800 sf 1300 sf 1340 sf 2030 sf 1800 sf
; L e
e = s s e ra— e :
Age 25 yr 27 yr 12 yr 15 yr 25 yr Ag 25 y 15 ¥ 25 yr

All of the sales have the same room counts and the
same quality as each other.

Thus, we can remove those from this paired sales study.

#

23

Comps #1 and #2 have nearly the same GLA
and other characteristics, but their garages vary.

Let’s focus on these two comps.

#

24
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1

$120, 000

Comp #2 is slightly larger and slightly newer, but is
generally the same as comp #1 - other than the garage.

Therefore, a second garage bay might be worth:
$120,000 - $110,000 = $10,000

Subject, 1 2 3 4
§120,000 §110,000 §155,000 §140,000

sold Price
GLA 1800 st

1300 sf 1340 sf 2030 st 1800 st

condition avy avg avg e avg
Garage 1 car z car 1 car 1 car z car
Age 25 yr 27 yr 15 yr 15 yr 25 yr

2nd Garage Bay

What other adjustments can we extract?
$10,000

Remember, sometimes we pair sales
we’re not using in the grid, to support or
derive additional conclusions.

sunject | S I z 3 I s [« ]
1340 sf 2030 sf GLA sf 800 s
condition avy avy avg cd avy condition
~ - - - - - — : ===

2nd Garage Bay

Comps #1 and #4 are similar, $10,000

other than their GLA.

Let’s focus on these two comps.

2" Garage Bay
$10,000

Comps #1 and #4 sold with a $20,000
difference, with the only apparent
being 500 sq.ft. GLA.

Therefore, price per sq. ft. of GLA is worth:
$20,000 / 500 = $40 per sq. ft. GLA.

#

28

@

Subject 1 z 3 4

Sold Price

$120, 000 $110, 000 $155,000 $140, 000

A

co

oL 1800 =f 1300 =f 1340 2030
ndition avg avg avg ad
e 1 car 2 ca 1 ca 1 ca a

= =f =f 1800 s£

Garag

avy
= 2 car

Age

25 yr 27 yr 19 yr 15 yr 25 yr

2nd Garage Bay

Whenever possible, have more than one o

paired sale supporting an adjustment rate

conclusion. $/SF GLA=$40

Comps #2 and #4 are similar but differ in
terms of two characteristics.

$140,000

Condition
+10,000

= $120,000 H‘
Since we’ve derived the garage adjustment,
let’s apply it to comp #2

2nd Garage Bay
$10,000

$/SF GLA=$40

Then we can pair them to test our per-sq.ft.
GLA adjustment rate.

#

30
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$110, 000

sold Price
LA 1340 sf

Condition vy
Garage 1 car +10,000
Age 19 yr

= $120,000

2nd Garage Bay
$10,000

Remember the theory behind paired sales..

If one characteristic, between at least two
property sales, is isolated, then the difference in
prices between those two sales equals the value
associated with that characteristic.

$/SF GLA=$40

| (I
$110,000

1340 sf

Condition | vy
Garage | 1 car +10,000
| 19 yr
‘ = $120,000

Age

2nd Garage Bay

By applying the $10,000 garage adjustment,
$10,000

we’ve isolated one characteristic - the GLA.

$/SF GLA=$40

There is now a $20,000 difference in sales $/SF GLA=$43.50

price, indicating that a per-sq.ft. rate:

$20,000 / (1800 sf - 1340 sf) = $43.50 _

31 32
| 2 Subject 1 2 3 4
= MMMIM—==— —
| 2nd Garage Bay e e o = = o
L U 610,000 T C—— i:: = L =
YAy, Garegs e 2 cor T oer Lo 2 cor
4% ye Age 25 yr 27 yr 19 yr 15 yr 25 yr
= $12(,
$/SF GLA=$40 REMEMBER THIS
2 Garage B
No, we're prayi $/SF GLA=$43.50 $10,000
market is perfé At this point, we’re just pairing sales and $/SF GLA=$40
no two sales will & ARE WE WRONG? noting our findings for future application. $/SF GLA=$43.50
We’'re not adjusting comps for the report yet!

#
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Il z 3

TN EERE PR EER T
8old Price §110, 000 $155, 000
GLA 1340 sf 2030 sf
Condition Avg [ |
Garage 1 car 1 car

age 19 yr |15 ve

2nd Garage Bay

We need to find out the contributory
$10,000

value associated with “good” condition

compared to “average” condition. $/SF GLA=$40

$/SF GLA=$43.50
We can isolate the condition variable,

equalizing comps #2 and #3 in terms of
their GLA difference.

35

A RRRRRpERARRIRRNN 2 I 3
Sold Price ‘ $110,000 $155,000
cLa | 1340 sf +27,600
Condition | Avg (] |
Garage L car 1 car
Age | 19 vr 15 vz

| - 137, 600 |

2nd Garage Bay

Let’s use the $40 per sf. rate because it was
$10,000

derived from properties that were more
similar to each other than the $43.50. $/SF GLA=$40
$/SF GLA=$43.50
Gd vs Avg=17,400

Therefore: $155,000 - $137,600 = $17,400

for Good vs. Average condition _

36
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4

sold Price

condition

= 139,200

2nd Garage Bay

Let’s solve for condition again. We can isolate 2
10,000

the condition variable in comps #3 and 4, by
making reasonable adjustments to Comp #4.

Therefore: $155,000 - $139,200 = $15,800
for Good vs Average condition

$/SF GLA=$40

$/SF GLA=$43.50
Gd vs Avg=17,400
Gd vs Avg=15,800

37

Subject, 1 2 3

4

§120,000 §110,000 §155,000

sold Price

$140,000

GLA 1800 st 1300 sf 1340 sf 2030 st

condition avy avg avg e

1800 st

avg

Garage 1 car z car 1 car 1 car

Z car

Age 25 yr 27 yr 15 yr 15 yr

25 yr

Did you notice we haven’t had “perfect” or “ideal”
matches to pair together?

We needed to first “equalize” the sales, using
reasonable market-based adjustment rates, before
finally solving for the one isolated characteristic.

38

2nd Garage Bay
$10,000

$/SF GLA=$40

$/SF GLA=$43.50
Gd vs Avg=17,400
Gd vs Avg=15,800

That’s okay! You'll rarely find exact matches! _

1 z 3 4

Subject

$120, 000 $140, 000

1300 sf +20,000 1340 sf +18,400 2030 sf

$110, 000 $155,000

Sold Price
LA

-9,200 FEITIET

Garage 1 car 2 car -10,000 Y 1 car 2 car -10,000

R R FER

=$130, 000 =$128, 400

age 25 yr

2nd Garage Bay
$10,000

We’ve derived enough adjustments to now
adjust the comps relative to the subject and

_ $/SF GLA=$40
calculate adjusted values for the report!

$/SF GLA=$43.50
Gd vs Avg=17,400
Gd vs Avg=15,800

Take a look and run your own numbers. _

39

EXAMPLE - LOCATION

Now we’ll look at an example related to solving for a
locational externality.

We'll have to address:
* No exact matches to include as comps.
* Date-of-sale adjustments.
* Locational adjustments related to
* Negative externality, and
* Location.

#

41

PAIRED SALES

Location

Sales are not
really comparable.

* Some characteristics .
are not bracketed.

guidelines.

42

Comps exceed distance
guidelines

* Comps exceed timeframe

Large adjustments.

MOST COMMON
OUTCOMES
IN THE SCA
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EXAMPLE #2
The subject is located along the interstate.

The property to the east
(right) is an active listing.

There are no recent sales
found along the interstate.

It may make sense to include the listing as an

additional comp in the report. _

43

15 months ago, there was
a sale along the interstate.

Paired against similar dwellings
that sold around the same time,
but off of the interstate, reveals
a 12% lower value (for location).
However, this property is also
adjacent to two commercial
properties which adds traffic on
the road.

Thus, the subject’s loss of value

] o is considered lesser than this
Interstate adjustment indicated:  ggje’s loss of value.

less than 12% of sales price. _

44

Two similar houses sold, one on the exterior along a busy
crossroad, and the other on the interior of a subdivision.

Pairing them indicates a loss of
value associated with location
at a rate of 5% of the price.
Their features differ from the
subject’s, so they won’t be
comps in the report. But
nevertheless, we can cite and
o use the 5% as a basis of
Busy road/exterior adjustment locational value differences.

indicated: 5% of sales price. _

45

This house recently sold
at a busy intersection.

Due to its site size, age, and
GLA, as well as being a recent
sale with a negative externality,
it will be a comp. But it sold in a
different area of town.

Comparing sales of properties
in different areas, the subject’s
area of town shows 4 - 7%
higher values.

Location-of-Town adjustment indicated:

4% -7% of sales price. _

46

* The 15-month old interstate sale indicated that the
subject’s interstate location decreases value by less
than 12%.

* The comparison of the interior- and exterior- properties
indicated that an exterior location decreases value by 5%.

We will need to adjust any comps in our sales grid that don’t
have adverse locational externalities.

Using the above data, would it be reasonable to use a
negative adjustment between 5% - 10%?

#

47

The recent sale at the intersection, if included as a comp,
would not need an adverse location adjustment, since it is
located at a busy intersection.

Nevertheless, we would need to adjust it for its location in a
different part of town, at a rate of approximately 4% - 7%.

To derive an area or area-of-town adjustment:
* Pair individual sales from around the area

* Compare median prices of similar pools of sales
from each area

#

48
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WITH ANY ADJUSTMENT,
ASK YOURSELF:

* |[sit reasonable and
logical?

* |s it market-based? W

* Have | summarized my
logic and reasoning?

Condition, Market Condition

49

ARE YOU STUDYING RESALES? IDENTIFY RESALES

Resale Indentification Report
T R e T
21 6 68 12 2 30 15 16 1 H'H

e e - 2 Identify resales Market conditions
10232018 179.000 152019 183,000 2008 D& L] NA 2018590 .

6282018 125.000 A0 185,000 1971 o o NA 20103710 H Y
962018 169500 852019 187,000 1823 bt 0 ) NA 2018637 USIng eXC€| or Other PhySICaI COndItIOn
| < < — 5 . i

Moo 500 iiavam 185500 1808 Ay o o A 2020624 tools

e g1 et H Fresees

5902019 219.900 71572019 200000 1955 . - L] 2007 NA 2019263

A — aata —Woon —— an = o . o o

Samn i el e b . . i

e s . > o it

5312019 289,000 6282019 258,500 1953 o o NA 2019299

13 259,000 8242020 259,000 1978 o ] NA 2020224 H H
Tovmen e ;e eces e 5 H Erire Excel to identify
iy m s miers 5 i

e i s . . oy ]

e N e T : 3 . resales

w o |, S

WARNING!

= Keep this in mind:

* This course is not a statistics class. So, you are
encouraged to take other courses that focus
solely on regression.

* In this course, we will look at an overview of
regression analysis and how we can apply the

M results to our appraisal work.

Various Characteristics  We will not focus on how to operate particular
software products.

54
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REGRESSION ANLAYSIS

= helps tell us...

Based on this pool of sales:
*which characteristics contribute to price

* how much do they contribute?

4

55

REGRESSION MODEL EXAMPLE

581 seit
213508 1082083

REGRESSION ANALYSIS

* Predict sale price of a property
* ldentify which variables impact price
* Derive supported adjustments

EXAMPLE - VARIOUS CHARACTERISTICS

Pool of data exported from my MLS system

SEARCH CRITERIA VARIABLES TO STUDY
e 24-months of past sales * GLA
* South Fruitvale area * Garage
¢ Residential single-family, <+ Age
stick-built * Distress Sale

“Wide” search criteria so regression model can estimate how
value changes as the variables change

Regression needs data variation data to work _

57 58
Independent Recognized
Based on the sales pool, regression predicts the sales price vorisbles | erishle o g Peimts  Ivee  Dummvislie  Cosffedent
. N . . T otal Apx Sq alue
(dependent variable) by assigning the most-likely multiplier/rate 2 Garage Garage Capacity 43 velue u 11,520.89
) H H 3 Age Age 413 Walue # (776.53))|
(_coefflc:ent) for egch of the selec'ted property charac_terlstlcs e Ty 2 Demny  UDHREOMharns (et
(independent variables) and adding the base value (intercept). Ep— 0750 rm— R

Independent Recognized
Variables Variable Link Points Type Dummy Value Coeffecient
1GLA Total Apx SgFt 413 Walue # 6477
2 Garage Garage Capacity 413 Value # 11,529.89
3 Age Age 413 Value # (776.53)
4 Distress Sale Type 0 Dummy  UDHREOHShort Sal (31,366.76)
R Squared 0.750 Intercept 60,164.03

In this example, the model correctly predicts the actual sales

prices of the 413 sales with an R-squared rate of 75%, which

is a measure of the “fit” of the model. _

59

Sale Price = 60,164.03+ 1,400(64.77) + 2(11,529.89) + 10(-776.53) + 0(-31,366.76)
SUBJECT MODEL STEPS IN THE FORMULA
60,164.03  Start with the base value
1,400 x 64.77 Add the value for each SF of GLA
2 x 11,529.89 Add the value for each garage bay

10 x -776.53 Subtract the value for each year of age
0 x -31,366.76  Subtract if a distress

$166,141 Predicted sales price =

60
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Intercept 60,164.03 0.00% 60,164.03 1
GLA Value 64.77 0.00% 64.77 1400
Garage Value 11,529,89 0.00% 11,529.89 2
Age Value (776.53) 0.00% (776.53) 10
Distress Dummy (31,366.76) 000%  (31,366.76) 0

® ®

$ 166,141

Coefficients are
the ones from
the model

Input characteristics of
a property to predict its
price or test the model

#

61

Independent Recognized
Variables Variable Link Points Type Dummy Value Coeffecient
1GLA Total Apx SgFt 413 Walue # 64.77
2 Garage Garage Capacity 413 Value # 11,529,89
3 Age Age 413 Value # (776.53)
4 Distress Sale Type 0 Dummy  UDHRECHShort Sal (31,366.76)
R Squared 0.750 Intercept 60,164.03

We can conclude:

* Inthis market, properties that sell as distress sales, sell
approximately $30,000 less than non-distress sales.

We could convert that to a percentage.

Do you think regression could help derive a market-basis

for a reasonable adjustment to comps? _

62

REGRESSION

= Appraisers evaluate the regression model.

Model returns a $30,000 coefficient for a distress sale.

« Is the coefficient 2100% attributed to the distress stigma?
« Could the coefficient be reflecting physical condition?
Verify transaction details before making any adjustments.

Variables (i.e. property characteristics) may be inter-related.

Regression analysis only reports data, it does not
use human judgement or apply outside analysis.

63

REGRESSION

= Appraisers evaluate the regression model.

Model returns a GLA rate of $64.77. The appraiser is not
required to use the regression rates.

* What if quality wasn’t included as a variable?

« |s it possible that larger houses in that market tend to have
better quality materials and are otherwise “higher-end”?

Is that $64.77 partly attributed to size differences and partly
to material differences?

Appraisers must remain in control of their process. _

64

REGRESSION - MARKET CONDITIONS

Using a variable to represent the number of days since the
sale, the model can assign the statistically likely impact:

“In this market, subtract $55.76 for each
day that has passed since the sale.”

This could help support market trend conclusions

and adjustments for older “dated” comps. _

65

* Regression modeling

66
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GRAPHS & TOOLS

Market Conditions

TIME-SERIES TRENDS

Trend in Distress Sales
) £ — Shor S
..... lnear 7E0) Linear (Shortsae]
2 i
22
1
1
-B-
Qe ' 2 s ‘ s s 7 s
S 2 1 1 1 [ 1 [ 1
ReOSsles| 1 1 2 2 3 2 2
5 Short Sales and § REO Sales 25hort Sales and 9 REO Sales q
L

68

TIME-SERIES TRENDS

Sales Price over Time

300,000.00

250,000.00

200,000.00

150,000.00
100,000.00

50,000.00

;iifmls 7/24/2019 2/9/2020 8/27/2020 3/15/201
0

'// Special thanks to Lane Duplechin for this example! m
e
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YEAR-OVER-YEAR ANAL

Market Trends

July-20 July-21
8/1/2019  7/31/2020  8/1/2020 7/31/2021
Year over Year Data (based on Sold Date)

Median Sold Price

Average Sold Price $199,284 $213,054 6.9%

Average Price per Sq Ft $133 $140 4.9%

Closed Sales Il 80 12.7%
Days on Market (CDOM) 56 27 -50.6%
Average Sq Ft 1,496 1.526 2.0%

,Il Special thanks to Lane Duplechin for this example! m
s

70

QUARTER-TO-QUARTER ANALYSIS

Total Sales By Cusarter Sale Price By Quarter

Special thanks to Brad
Steinman for this

= p consont f 2 3 . s . 7 '
Lo B o] o) ) a| Mucewnm S 610000 S 65000 S 69980 S 695000 S 860000 S 1315000 S 720815 S 862000 Average Increase
= Median § 316000 § 335000 § 339500 § 341500 § 348000 § 35000 $ 312200 § 301,000 last 12 Month
wp il TR AR A R w = W S e R eI
e Urogm e e R W T R Tt T AT o
1A

TREND IN SALE PRICE

Trend in Sale Price

B - EgligETE
III =

WS AR Mapth NtE MO Aop1S SHMID OUIT W19 DRAP Im0 FeR20 WD AMD Vay R S D
xS0 S0 1000 STEN S0 1500 £1000 S FTSI ESE0 K000 WIS o e 1215 e
Medan 3450 31500 199 TAD) 34D NTE MI I BT ME MU MAW s N6 BN M4 WM
W IO 16200 1800 TDY 100 1SS0 1S0DS 2OCH N2M9 14EE0 SCH 1009 MO LEM WSMW 7% B0y

PR P oY

o5 Me MO47 M@ Ha% N80 G5
3o wese mero 0o 2bse sse s
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TREND IN SALE PRICE / SQUARE FOOT

TREND IN DAYS ON MARKET

Trend in Sale Price / Square Foot

W10, Aot M9
;m

@m m
i mom om m w m

5 8w W s tw W
2 3 s 5 6 7 0

09 T} ) FR) s e ) s 3 S 303 Average Increose

160 s s s s m s m s e s w S 190 |dast 12 Month

8 s n s 8 s @ s ® s B 5w S 101/$228 per morih
$71 10 341, Mehon $167 $47 10 9620, Median $180

Trend in Property Days on Market

10 ASH1% MUER J10 S0 RIS SIBAY QST M) Dt I Fe U0 AR20 UsP SNl

Mo s s o W W e e WD W O W e w5 e R W
o v 8w ne W B ®omow e & onmow v ow
o . ] Ea = 2 s v o '

Conpiasa

o i 2 ] . s s 7 .

s 725, w7 2 aw mw 20 570 @9 Average incroaso
ocan o & @ E L] ar ® & last 12 Month
waan [ [ [ 0 [ 9 [ 56 Days par montn

]
10.08y5 10,807 0 Days, Median 70.0 Gays 00 Days 10 24460 Days, Medan 65,0 Days

ARE YOU TRENDING DATA?

fiype Closing Date  Area Sq. FL Garage Type G.Cap Style BR BA Price
ingle Family 12/18/2019 NE Grand Junction 1836 Attached Garage 2 Ranch 3 2
ingje Family 6/28/2019 NE Grand Junction 1839 018 2000  Amached Garage 2 2 Story 3 3
ingle Family 1/10/2020 NE Grand Junction 1800 022 1997 Attached Garage 2 Ranch 3 2
ingle Family a7 T e 0.1 1947 Detached Garage 1 RanchwB: 4 2
ingje Family 10/24 | ction ° 1874 0.22 2007 Auached Garage 3 Ranch 3 2
ingje Family 5/10/2019 NE Granff lunction 1840 0.19 1998 Attached Garage 2 Ranch 4 2
ingle Family 3/20/2019 NE Grand Junction 1807 023 2006  Atached Garage 2 2 Story 4 2
ingje Family NF Grand Juncypn 1816 024 1994 Anagned Gaffle 2 Ranch 3 2
== Create your database : :
ingle Family 3/13/2020 NE Grand Junction 1528 01 2007 Attached Garage 2 4 3
single Family 3/28/2019 NE Grand Junction 1826 02 2012 Attached Garage 2 4 2
ngle Family 6/19/2020 NE Grand Junction 1844 0.19 1896 Attached Garage 2 3 2
ingje Family 3/16/2020 NE Grand Junction 1856 0.16 2017  Ausched Garage 3 4 2
ingle Family 2/28/2019 SE Grand Junction 1856 022 2008  Auached Garage 3 3 2
ingle Family 1/13/2020 NE Grand Junction 1835 026 lo82 Attached Garage 2 3 2
ingle Family 10/16/2020 SE Grand Junction 1818 0.15 2006 Attached Garage 2 4 3
ingle Family 5/28/2020 NE Grand Junction is11 012 2019 Anached Garage 2 4 2
ingle Family 8/18/2019 NE Grand Junction 1811 012 2018  Auached Garage 2 4 2
ingle Family 7/11/2019 NE Grand Junction 1860 0.16 2006  Auached Garage 3 3 2

FORMULA TO CALCULATE CHANGE

Ending Value - Starting Value

Percent Change
Start Value

$251,000 - $220,000
$2z0,000

-141

Extracting percent-change is necessary for time/date (market-
condition) adjustments.

14.1 Percent Change + 24 Months = .588 Change per Month

« Scatter plotting in Excel

76

Graphs and charts
aid the appraiser -
but also the client.

Analysis tools are
available or you can
create your own.

Charts and graphs are not analysis;
they are only supportive data.

You are responsible for the
analysis, conclusions and
summary in the report.

78
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I Scatter Graph: Sales Price/Time

-GO g|e freddie mac house price index

Freddie

| www.freddiemac.com/research/indices/house-price-index.page
Freddie Mac House Price Index (FMHPIs™)

Explore House Price Trends )
240.1
- e 2090 100)

I Scatter Graph: Price per Sq. Ft.

FEDERAL HOUSING
FINANCE AGENCY

() https://www.fhfa.gov/DataTools

FHFA HPI CALCULATOR

81

82

SUMMARIZE IN THE REPORT

Appraisal methods and techniques
employed including information analyzed
and the supportive reasoning

Adjustments

Market conditions

SUMMARIZE ADJUSTMENTS

SUPPORT & RATIONALE for NOT ACCEPTABLE:

Iarge and significant “Experience” without

adjustments factual support
Laundry list of possible,

SUPPORT for market

likely, or typical methods

condition (aka, date/time-of- that might have been used

sale) adjustments in
declining or increasing
markets

Contradictions (e.g.,
increasing market but no

adjustments)

& =

84
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MARKET CONDITIONS
= HUD Handbook 4000.1
/\ * Analyze at least 12 to 24 months.
* No standard industry definition for “declining market.”

~ —— +Signs of a declining market include declining prices,
extended marketing times and oversupply.

Can you determine if this a
continuing trend, or is it changing?

* Include a summary commentary and necessary support.

MARKET CONDITIONS

== APB Valuation Advisory 3: Residential Appraising

in a Declining Market

136 Recognizing the characteristics of a declining market — Most appraisers can identify the
137 indicators of a declining market. However, many have trouble interpreting the indicators and
138 then deciding when the indicators lead 1o a conclusive identification of a declining market
139 Some characteristics of a declining market are as follows:

140 « Oversupply of competing propertics (i.¢.. demand and supply arc out of balance).

141 «  Extended marketing times for active, pending and closed salcs.

142 « Prior listings of the subject that reflect list prices notably higher than the current
143 contract, sale price or value.

144 o Prior sales of the subject and/or comparables that reflect higher prices than eurrent
145 prices.

146 o Decrease in sale prices as a percent of list prices.

147 & Increase in REO listings in neighborhood.

148 In most cases, one of characteristics alone is not an indication of a declining market,
but the presence of several indicators may be a strong indication that the market is in decline.

86
MARKET CONDITIONS MARKET CONDITIONS - RECAP
= APB Valuation Advisory 3: Residential Appraising . " .
in a Declining Market There are no set definitions for “Stable,
“Increasing,” or “Decreasing” trends.
« Lists indicators that may be a sign of a declining
market. * Review and report the behavior of the indicators
\; ’ %na?k'gglcator alone is not a signal of a declining *In the context of the market, discuss whether those
\ 4 * A simple statement of “declining,” “increasing,” or trends are considered positive or negative
T:ay tf]ga?(')f] i (’;r?; sr?;ug;;dt?:t?]%pcrglnsg[]:g:t explain «In the context of the data reviewed, reconcile and
/i report your overall market-trend conclusions
87 88

THANK YOU

JOSHUA WALITT
INFO@WALITT.COM
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