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For the year, prices are up 1-2%. 
(in Simi Valley)

 
More fully explained, prices for the last three months of 2022 

are up 1-2% over the same three months in 2021.  
(The 3-month average tends to smooth out changes).  

All this while the number of sales in those periods is down 43% 
and Active inventory has more than doubled.  

Something seems out of whack.  
Logically, prices should be going down, not up.  

In reality, prices have been decreasing, 
but not evident in the year-on-year comparison.







We need to look into how prices reacted while 2022 was progressing.  If all we do is compare         

December 2021 to December 2022, we do not really see what is happening.  

This will be important to remember as 2023 progresses.

 2023 will start off showing prices declining compared to 2022.  That is because in early 2022 monthly   

prices were increasing, while prices currently are not.  A year-on-year comparison will look as if prices are 

falling dramatically, a decline that appears much worse than reality.                                                                                        

This overview needs to be kept in mind as we move forward.   

According to the statistics table, prices appear to be up 2% when comparing                                      

December 2021 to December 2022.  

    If we compare the highest price recorded in 2022 to the price at the end of the year,                                                  

one could argue that prices have already declined by 10%.













While we provide these figures and analysis to share with our buyers and sellers, it is important to point out 
one change in the market that is very personal to agents.  Homeowners will see their homes decline in 
value for a period of time, but when the market resumes its usual climb, that value will be retrieved.

Agents and Brokers are going to be affected both by the volume of homes sold and by the decrease in 
prices, as both directly influence total commissions.  As the market price corrects and sales volume goes 
down, total commissions will go down by those combined factors.  Our real estate business was very 
profitable during Covid, but the coming year will produce fewer and lower commissions than those Covid 
years.  Like every business in the forecasted recession, our business will be more challenging.  Wecan still 
do well, but we will have to work harder and smarter. We will need to do more transactions.

Here is what C.A.R. is forecasting…

For the State of California, the number of Single Family Home resales in 2021 was 444,000.  The number 
forecasted for 2023 is only 333,000, a two-year drop of 25%.   In addition, prices are forecast to recede by 
8.8%.





FINAL THOUGHTS

We do not see 2023 being a banner year for real estate - not another 
2020-2021.  Home prices will settle as we transition from a sellers market      

to a more balanced market.  Not a buyers market which would be evidenced       
by high listing inventory, and that is NOT taking place.                                     

We are moving to balanced.

Prices grew too quickly as both sellers and buyers bought into overbidding as 
the new normal.  The market is moving back to balance with negotiation on 
both sides.  The continuing shortage of housing, combined with the law of 

supply and demand, will keep prices from freefall.  In 2023, homes will likely 
sell for a little lower price than last year, and fewer homes will be sold.  

The C.A.R. market forecast will likely prove to be accurate.                             A 
year of adjustment.



This is the SHIFT.

 As the market adjusts, we have to adjust how we do our business.  It is our 
job to help our clients understand the market, to help them maneuver 

through the minefield of “bad news” and “scary percentages” that the media 
loves to publish.  Open Houses are back.  We can door-knock again, we 

can walk our farms.  Negotiation is becoming normal, as it should be.    

Home values are determined by an agreement between a willing buyer and 
a willing seller, with pricing finding a middle ground acceptable to both.  

We are working in a more balanced market.



SHIFT Tactic #4: Find the Motivated

Every agent, every salesperson, and every industry has their own definition of a “lead.”                        
What’s consistent is that the moment a market begins to tighten, and the number of motivated buyers and 

sellers in our market begin to shrink, our definition shrinks with it.

In SHIFT, Gary Keller defines a lead as someone who is willing, ready, and able to buy or sell a home. In 
other words, they’re those who have the motivation to enter the market, the financial ability to engage in 
it, and the right timing to do so. No matter how you choose to define it, one thing is certain: your ability to 

thrive through this shift will be determined by your ability to find people who fit your definition.

At times it will feel like searching for a needle in a haystack. That said, the more we narrow our focus,   
and the more we refine our methods for identifying the motivated, the more motivated                         

buyers and sellers we’ll bring to the table.


