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Sales Tactics for This Fall
The smallest number of contracts is made in 
December when both fewer sellers and buyers 
are active. The toughest month, however, is 
September with respect to the supply-demand 
balance when many unsold listings remain, 
much fewer buyers are active due to schools 
and other reasons. Prices also tend to lower 
as a reaction to the peak price in summer.   
 This year is more worrisome beyond just the 
seasonality; the largest demand-supply gap 
since 2010 and rising mortgage rates may pro-
long the slump. The rapid GDP growth and the 
full employment have finally enabled wages to 
start going up only to be offset by inflation. 
Consumption is largely supported by rising 
consumer debt. The trade war and political 
turmoil are casting anxiety. Facing all these 
concerns, home buyers may become more 
cautious. In addition, due to the worsening US-
China relationship, purchases by Chinese 
buyers (from China) may subside.  
 Then, how should sellers market their homes. 
Completely remodeled houses are still selling 
with premium. In addition to foreign buyers, 
younger people are too busy to take up re-
modeling. If you have already started remodel-
ing, you should complete and sell it. If your 
home has a great view, you do not need to 
worry about the seasonality. In fall, good sell-
ing weeks are limited to 1 to 2 weeks which 
may happen more than once.   
 However, the timing of such good weeks var-
ies every year. If you are ready, start listing in 
late September and patience will be the most 
important attribute to success. There are many 
“overpriced” listings; it is suicidal to match your 
price to those. Because there are less buyers 
and sellers, it will be wise to set the price a lit-
tle lower than competing properties and sell 
quickly.  
 After the second week of December, you may 
withdraw the listing at least until the second 
week of January. 
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National housing sales are reported as 
slowing and prices are weak. Those na-
tional reports are based on closed sales; 
such weakness has started since July as 
we looked at contract numbers. We should 
expect worse news in the next couple of 
months. The PV housing market is no ex-
ception. In addition, the mortgage rates 
suddenly soared in the 3rd week of Sep-
tember, and after a week of decline, they 
shot up again in the 1st week of October, 
getting close to 5%. The higher oil and 
steel prices, full employment, concerns 
over emerging economies’ debt, interna-
tional selling off of sovereign bonds, our 
ballooning fiscal deficit are behind the 
higher interest rates. However, we do not 
expect rates to keep rising sharply because 
there also persist forecasts for global eco-
nomic deceleration, including the US. 
While the old NAFTA’s spirit was to 
achieve “free trade,” the new treaty rather 
prescribes “restricted trade,” which will 
not help the general economy. The trade 
war with China seems to be a long one, 
expanding to geopolitical conflicts. The US 
economy will be entangled between infla-
tion and recession fears. We forecast infla-
tion will come first and rather quickly; 
then, a recession moves in if it happens. 

As expected, the FRB’s rate hike (0.25%) 
did not push up the long-term rate. The 
10- year T yield actually went down a little 
(before it jumped over 3.2% for other rea-
sons), and the stock market was also up. 
The rate hike was interpreted as pre-
emptive for future inflation; it also makes 
FRB’s future recession measures more ef-
fective without hurting the current strong 
economy. It is almost impossible to em-
ploy fiscal policy (spending) to fight a re-
cession given the rapidly mushrooming 
fiscal deficit. The US interest payment ob-
ligations only are now equal to the defense 
spending. Sooner or later, debates over 
raising tax will be heard. 

China is issuing $2 billion sovereign 
bonds in US dollar. They did in 2004 and 
early this year. The amount is much larger 

this time, but still tiny for the size of the 
Chinese economy, and they have so much 
foreign reserves. The purpose seems to 
create a bench mark to help corporate 
bond issues in US dollar easier.  

Palos Verdes Housing Market 
Two weeks in a row, sales (new con-

tracts) of single-family homes in PV were 
only 6, a half of annual average. Only 43 
contracts were made in September as op-
posed to about 55 a month on average. 
The median escrow price is now starting 
to erode, but rather gradually just because 
of the slump in low-end sales.  
Since July there have been only 3 weeks 

in which more sales were made than new 
listings. The market inventory now hit 
240, which is not as bad as the worst rec-
ords in the past; however, the real prob-
lem is in-escrow listings are too small in 
number. Their ratio is as low as the after-
math of the 2008 meltdown. This supply-
demand imbalance means more competi-
tions for sellers. The only segment where 
the condition is still holding is those 
priced around $1 million in west RPV. It is 
a tough market for sellers.  
When mortgages rates jump, buyers get 

surprised by higher monthly payments. 
Their plan must be reconsidered. The 
market recovers when buyers’ income 
growth surpasses the increase in loan 
payments, and buyers must be confident 
of their future income and employment.   
There are usually a few good weeks be-

fore Thanksgiving, though the timing var-
ies every year. Unless prices fall substan-
tially, the supply-demand condition cannot 
improve given the huge market inventory. 
It would help if many potential sellers de-
cide to wait. Due to the deteriorating rela-
tionship with China, another surge of Chi-
nese buying spree is unlikely. There are 
almost 100 open houses on Sundays. 
Those sellers who need to sell now may 

be well advised to price a little lower than 
other competing listings and sell quickly 
while others are struggling.  
 Even under the tough economy, the 

spring time is always good for the housing 
market. Those potential sellers who can 
wait should wait until March. 
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A: Active       U: Contracted      P: Pending      S: Sold      
Prices in '000s.   Source: MLS (as of 10/08/18) 

Rockyfield contacts     
BRE Broker License: 01328577 
 
727 Silver Spur Rd. Suite 205 
Rolling Hills Estates, CA 90274 
Phone: (310) 544-0857  
Anthony Iwata Ext. 1#  
(English+Japanese) 
Catarina Zerbinatti Iwata Ext. 2#  
(English, Spanish, Portuguese, Japanese, Italian) 
email:  properties14@rockyfield.com 

Free Notary Service 
We offer free notary public service 
to the readers on our mailing list. 
Customers who buy or sell their 
homes with Rockyfield will have 
free notary service for 5 years.  
(Direct service only, excl. loan documents; 

additional charge for a trip to your place.)  

Please make an appointment with 
Catarina at 310-544-0857 ext. 2# 

Marketing Tools 
When you ask realtors how they sell your house, they typically 
respond with more or less the same answers: “We are nationally 
well-known with hundreds of agents to sell your home very hard 
and many of them have buyers for your home” “I will advertise 
your home in prestigious magazines.” “You home’s information 
will be emailed to thousands of ready buyers.” “I use a great pro-
fessional photographer to promote your home.” “I will arrange 
staging (decorate a house with furniture).”  
 The truth is: It is impossible to differentiate their services before 
actual performances. Sellers cannot use multiple agents; nor can 
they make many transactions simultaneously to compare agents. 
Once your home is listed on the MLS (our industry’s listing sys-
tem), all agents far beyond the LA County can see your home. 
And local agents are checking new listings every day. In short, it 
is irrelevant how many agents a broker office has. 
 Listings on the MLS will be immediately fed to Realtor.com, Zil-
low and numerous websites. Today’s buyers do not search 
houses in magazines because it is too late. So, who looks at 
those ads? “Homeowners.” Realtors advertise to please sellers; 
however, the number one reason is to advertise themselves. 
Technologies have provided the real estate industry with internet 
and other useful means; however, real estate business firmly 
remains LOCAL. Any marketing tools that target a wide area be-
yond the local market is inefficient and wasted. 
Because differentiation is difficult, agents jump on offers from 

real estate services like staging or professional photography. 
While we do not dismiss staging, it is not easy to match available 
furniture and the house. New modern furniture makes the old 
house look even older; they may make a small house look even 
smaller. A newly built or completely remodeled house may feel 
“cold”; staging can definitely help. Staging can greatly improve 
responses from open house visitors; however, its effectiveness 
is yet to be proven. Serious and ready buyers focus on room 
sizes and possible alterations, imagining how to fit their furniture. 
If a seller moves out of the house, if possible, it is recommended 
that a few pieces of furniture like dining table and ornaments re-
main.              (Next month issue: “Our own marketing concept.”)   

Need a handyman? 
If you are looking for a house cleaner, handyman, paint-
er, plumber, roofer, electrician, gardener, bathtub re-
pairman, rain gutter installer or contractor, we should be 
able to introduce a quality one.  Contact: Catarina 
 
Free weekly market information 
We can provide a free weekly update of the housing mar-
ket in your area, including graphs. Please contact us via 
e-mail with your property address. The list below does 
not include many listings. 
 
 Our free fair market value analysis 
If you just remodeled your house, you ought to be in-
terested in how much your home is worth now. Or you 
may be simply curious. We will be happy to provide a 
fair market value estimate. No strings attached.   


