Are we in for a Scary Halloween?

All 22 of my grandchildren are special to me
(23 if you count the great grandson on the
way). | tell you how many | have to motivate
you to list with me out of sheer sympathy for
the Christmas pajamas bill ALONE! They are
all wonderful, and each one is special. But |
do have one little granddaughter who is now
4, soon to be 5, who is just a bit extra special
to me, and | don'’t think that is a secret to

all the rest. She is a typical red head with a
fierce independent streak, which | am sure
she got from her grandmother.

& Last year around this time, we
~ really had a problem with her
when she visited, because our
_ neighbor had a Halloween
) decoration of a ghost
¥ that just frightened her to
death. She would mention
_it constantly, even when she
was in our house watching
videos. When she would
walk to the car to go home,
she would avert her eyes and
cup her hands around them to avoid even
the slightest peep of the ghost. Occasionally,
however, she would sneak the slightest
glimpse, much like Perseus looking at the
reflection of Medusa in his polished shield.
She didn’t really want to face the ghost, but
she needed to assure herself that it was still
there, and that it was still scary. In her then
three-year-old-voice, she referred to it as
“The Scary Halloween.” It got to the point that
any mention of Halloween costumes, witches,
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goblins or ghosts triggered a bit of a panic
attack. So you can imagine what that was
like when we took her to any kind of retail or
grocery store during the season!

Now this year, having matured for
just one year, she cannot
wait for Halloween. She
dresses up like ghosts
and witches; she has

six (6!) Halloween
Costumes (almost all
scary except every little
girl has an Elsa costume),
and she is absolutely
excited about Halloween!

| can attribute this to a couple of different
factors. The first is she has just become
accustomed to this thing called Halloween.
She knows it is not actually real, and it's
not going to hurt her. The second is that
she has overcome her fear of the unknown,
which, of course, appears to be scary. Most
importantly, she has figured out that it is not
going to go away.

This is what needs to happen for the average
homebuyer and seller out there. The high
interest rates and high prices eventually

may adjust, but neither is going to happen
very soon, unless the market crashes, which
would be even scarier!

You may ask how we got here, to this
combination of high interest rates and high
prices, and that is worth some historical
analysis. When | first started selling real
estate in 1985, interest rates (in order to
combat inflation) were around 12.5%, which
at the time looked attractive compared to
the 16-18% it had been the three years
before. Interest rates of 12.5% seemed great
to buyers when compared to the “Scary
Halloween” that they had experienced the
years before. | can clearly remember the

refinance market being on fire when interest
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rates dropped below 10% in 1990. The
major reason that this didn’t really crash
the market with those high rates was
because the price of homes was very low.
It was usually under $60,000 in

those days.

Those interest rates trended down for

the next 40 years naturally and without
too much pressure from the Federal
Government. Once the politicians figured
out that they could win or influence
elections based on the economy, they
decided to try to win them by artificially
manipulating the interest rates. This led to
rates in the 1990’s that were around 6.5%
(which is about where they are now).

Then the
housing
bubble burst
in 2008 which,
contrary to
what you may

™2 have heard,
was precipitated more by speculation
from buyers and bad mortgages than
appraisers and agents driving up prices.
The bottom-line supply, albeit artificial,
grossly exceeded demand and so home
prices were driven to historically high
levels until they became unsustainable.
At this point, the market crashed, partially
because the banks refused to believe that
they could take a loss, and a plethora of
other reasons that almost entirely do not
apply to our current situation.

The Government
then felt like

it had to do
something to
stimulate the
economy. This spawned the outbreak of
quantitative easing which is, in essence,
manufacturing money out of thin air. This
drove interest rates under 5%, and that
trend continued until 2022 when rates
bottomed out in the high 2 percents.

The last
. five years
252 of artificially
| low interest

»! rates have

4 overstimulated
the buying power and appreciation in the
real estate market. This is why the current
market prices are so high. For almost five
years, appreciation of home values has
exceeded inflation.

This combination of high prices along with
high interest rates cannot be sustained in
the long run, but is not going to change
much in the short run. The interest rates
are not likely to change significantly, and
the housing prices, even if they do come
down, often take 3-5 years to do so.

At some point, the public is going

to have to adapt or overcome the
“Scary Halloween” effect and become
accustomed to the higher prices and
higher interest rates. America is, and
always has been, a mobile country. We
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move from town to town and state to

state. If everyone would simply stay in
place, (that would means no more job
promotions, no more retirement homes, no
more second homes, and no more moving
closer to family) the housing market might
head back to lower prices. But | just don’t
believe the American people can live that
way long term.

On my wish list is a slight reprieve from
the feds for interest rates, perhaps back
into the mid 5 percents, which is what it
has been for 35 of the last 40 years. This,
combined with a slight downward price
trend for a year or so, would at least soften
the possible bubble, should one occur. But
sadly, my hot line to the Fed is broken, and
there is no guarantee of that reprieve.

If you are considering selling your home,
the sooner the better, because | cannot
foresee another upward trend in the
market for quite some time. Don’t let

the “Scary Halloween” prevent you from
making a move that is right for you!

o

If you want to maximize your equity

with a proven professional with known
integrity and professionalism, give the
Al Gage Team a call at 623-536-8200 or
email us at al@algage.com.

Find us on
/AlGagePC

Terri’s Corner

The Snickers bar has always

its high calorie count (215 calories
per 1.56 oz bar). The key idea of Snickers satisfying
a person’s hunger is reflected in both the the 1980s
slogan, “Packed with peanuts, Snickers really
satisfies” and the 2014 one “You’re not you when
you're hungry. Snickers satisfies”.

Candy corn was initially called

“chicken feed”, since corn was used
as chicken feed. The candy had no
association with Halloween, but it

was a seasonal candy available

been associated with providing
energy for athletes because of

between March and November. After WWII, candy corn began
being advertised as a Halloween candy. Love it or hate it,
Halloween just isn’t the same without candy corn.

. Butterfinger commercials were actually the

first time many people saw the characters

3 that would soon become the Simpsons. The
show first started in 1987 as a series of shorts

on the comedy variety

series The Tracey Ulliman Show.

In 1988, Bart, Homer and the rest

of the family starred in Butterfinger

commercials, a year before they

debuted in their own show.
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We are proud to announce our new Preferred Lender Brent Sullivan!

friendly, forthright, factual and fair...

PURCHASE

«Conventional, FHA, VA, jumbo, USDA

«Investment properties with 20% down

*Good, bad or no credit

Loans based on assets only

*Reverse mortgages for refinance or purchase

3% down first-time homebuyer program

«Renovation loans for primary, second home and 1-unit

Brent Sullivan
‘The Mortgage Mind’
Direct: 480-620-7300
brent@mortgagemind.com
www.mortgagemind.com

FINANCIAL GROUP

“People come to me for my
rates, but stay with me for
my service and honesty.”

Brent Sullivan NMLS #225904 | Homeowners Financial Group, USA, LLC | Equal Housing Lender ===
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Go to www.al@algage.com/SubscribetoENewsletter.html
or just send us an email with your address and subdivision.

We now offer individual subdivision reports.
Stay up to date with the current news, right in your inbox!

SUBSCRIBE TO WIN! Subscribers are placed in a drawing to win
a set of FREE gift cards! 2 gift cards will be given out this month!

Please share this opportunity with
family, friends, and neighbors.

featuredlistings

Your Home Should
be Listed Here

This home should be your home for
sale in the most proven marketing plan
in the West Valley. Not three years old,

but 35+ years its been working in
Avonale and Litchfield Park!

What’s
My Home
Worth?

Email Al at

al@algage.com

with the address,

a list of upgrades,

the current condition of the
property rated

< from 1 being terrible
condition and 5 being

model perfect > and he

will personally prepare a
professional market analysis
of your home free of charge.
Use “What’'s my home
worth?” in the subject

line and also include the
purpose of the evaluation in
the email.

No automated
valuations here!

[ Want a current and local Market Update? Go to www.algage.com/October2023MarketUpdates.html ]

In 2022, Al Gage successfully represented 133% more clients than the closest competitor and 250% more

than the average of the Top Ten Agents in your neighborhood! #1 in your neighborhood NINE years in a row!
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West USA Realty
2920 N Litchfield Rd, Suitef1004
Goodyear, AZ 85395

Hello.

Interesting And Helpful Local Postal Customer
Real Estate Info

Just For You

Over 1500 Homes Sold in Avondale and Litchfield Park!

Subdivisions Home | 2021|2021 | 2021 2022 | 2022 2022 % Change | Sept Sept 2023
Levels | Sales| Price/ | Days on | Sales| Price/ | Days on | In Price Days on

#s SF Market | #s SF Market | per SF i Market

Cortes Sierra/Sage Creek/Las Palmeras 66 211.0 31 257.0 21.80%
Cortes Sierra/Sage Creek/Las Palmeras [\Y/[7]isBlN:(:] 174.7 24 29 2149 35 23.01% 2 188.6 50

Crystal Gardens, Crystal Ridge, Crystal 84 212.7 16 53 258.6 32 21.58% 4 258.8 48
Point, Upland Park and Donatella |

Crystal Gardens, Crystal Ridge, Crystal [R\Y{V]izlRc?} 180.1 22 25 2153 36 19.54% 0 0 0
Point, Upland Park and Donatella |

Garden Park, Palm Meadows, 1 37 2216 20 21 2516 27 13.53% 2 240.3 156
Palm Gardens and Donatela Phase 2

Garden Park, Palm Meadows, Multi 15 162.4 30 7 203.1 29 25.06% 0 0 0
Palm Gardens and Donatela Phase 2

Rancho Santa Fe 1 85 2139 17 71 257.7 24 20.48% 3 235.2 25
Rancho Santa Fe Multi 39 1845 25 16 2181 23 18.21% 0 0 0
Westwind and Glenarm Farms 1 17 2183 15 12 27| 23 24.28% 1 282.4 12
Westwind and Glenarm Farms Multi 12 198.1 27 14 2164 31 9.23% 0 0 0
Wigwam Creek South and Bel Fleur 1 52 2159 21 45 2524 28 16.91% 2 240.8 28

Wigwam Creek South and Bel Fleur Multi 29 1486 21 28 1783 47 19.99% 0 0 0



