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Our Floor Plan Pictorials Put Buyers In Your Home 

   

EIGHT YEAR TREND REPORT – SMARTePLANS 
Marketing residential properties has become increasingly challenging over the last few years; the whole 
industry has been in crisis. Both Sellers and Listing Agents seek out “performance” marketing materials 
to successfully market their listing. Nobody wants to languish on the market … they want it SOLD!   
 
“Will this work for me?”  That's what everyone wants to know.  
 
I won’t tell you it’s going to work for you, but I can show you (with data taken direct from the MLS) how 
it is working for others. 
 
For 8 years in a row the SMARTePLAN marketing system has had less Days On Market (DOM) 
than the MLS average for homes in Houston. We also have a high percentage selling at LIST 
PRICE OR ABOVE.     
 
The Eight Year Average, with over $241 million worth of property sold, and an average sales price of 
$924,471 posts formidable statistics: 
 

51.5%  sold in less than   45 Days 
73.6%  sold in less than   90 Days 
89.3%  sold in less than 180 Days 

- AND - 
19.1% SOLD AT LIST PRICE OR ABOVE 

Imagine … the AVERAGE  sales price over a period of eight straight years is knocking on the door of  
20% selling at or over list price. Do nearly 20% of your sales each year sell over list price?  That is a 
remarkable market performance statistic! 2011’s total of  homes selling over list price is also up 3% from 
last year.  Be sure to take a look at that graph on page 5, and the factors we attribute to that level of 
consistent performance, particularly for the high end luxury home market. 

 
MLS Avg  % SOLD 

Days on Mkt % SOLD % SOLD % SOLD At or Over
Avg DOM Total Sales Avg Sale < 45 Days < 90 Days < 180 Days List Price

2004 90 27 5,659,960        565,996 70.0 90.0 100.0 20.0
2005 88 70 14,745,721      702,182 42.9 71.4 90.5 19.0
2006 80 60 32,734,435      839,344 47.5 77.5 95.0 22.5
2007 85 77 45,269,310      1,052,775 55.8 72.1 86.0 18.6
2008 94 66 33,688,801      821,678 46.3 65.9 92.7 29.3
2009 85 85 18,882,200      993,800 36.8 63.2 84.2 5.3
2010 91 86 41,104,000      966,815 53.6 64.3 75.0 17.9
2011 89  54 49,408,050      1,453,177 59.4 84.4 90.6 20.6

SMARTePLAN's 8 Yr Avg 66 30,186,560      924,471 51.5 73.6 89.3 19.1
       

NOTE: 2010 had a $15M property sold. The $15M is included  in the Total Sales, but since
it would have skewed the avg sales for the year; it is not included in that total.

TOTAL SMARTePLAN Comparison Data
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The charts shows eight years of data demonstrating how SMARTePLANS has consistently performed in 
the marketplace. You can see the data for each specific year, as well as the overall trend over time.  Eight 
years of  performance during some of the most challenging years (ever) in the industry … so harsh in 
some areas that a number of agents left real estate and sought their livelihood elsewhere.  
 
SMARTePLANS perform for all price points! 
  

In 2011 this range of list prices was from $110,000 to $8.6M.   
 
BOTH properties sold in 4 Days on Market*.    
 
The $110,00 property sold OVER List Price ($119,000) and the $8.6M property sold at $8.5M 
(98.6% LP/SP ratio)  
 
*[Reference to Agents: MLS # 23516174 in Area 13 and MLS# 86406011 in Area 16] 

  
While SMARTePLANS has consistent market performance for all price points, the majority of 
SMARTePLANS  in Houston  is for  high end luxury homes. As you can see in the graph below, our 
average sales price is way above the overall MLS* average in Houston. 
 

*NOTE:  MLS data is taken from the 2011 YTD published sales figures 
  
To provide a counter-weight to the disparate data, I looked for the highest sales price region in Houston,  
and for us it is Area 23 (Memorial), so I’ve inserted  Area 23’s data to graph along with mine – providing 
you a reference point for the data.  
  
Even with the data from Memorial’s Area, the average sales price for the properties I market are still well 
above the average for both our MLS and also for Area 23 (Memorial) our highest sales price region.  
     .  

 

Having looked at the Average Sales Price, let’s now look at the Average Days on Market  (DOM) 
statistics. The next graph charts the Average Days on Market trending over the full eight year period.  
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Again, you can see 
that while the 
properties I'm 
showcasing are on 
average MUCH 
more expensive ... 
they are still moving 
off the market more 
quickly than 
everything else!  

Now think about this 
for a minute … there 
is an inverse 
relationship between 
price and buyers.  The 
higher the sales price, 
the smaller the pool of 
interested and 
qualified buyers.   

So what this means is the SMARTePLAN marketing system is adept at effectively capturing the SMALL 
target pool of buyers at the high end luxury market BETTER (and faster) than the (collective) tools 
being used to market to the much, much larger pool of MLS buyers of lower priced properties.  

For the agents reading this, I've added a graph here showing the Months Inventory record for Area 23 
(Memorial) as a benchmark for the market conditions that is relevant to the data. 

 Another way I track 
Days on Market for my 
agent clients is I look at 
the actual break-down 
on the number of days 
on the market.  For 
high end luxury homes 
in Houston it is fairly 
common for agents to 
use a 6 month (180 day) 
listing agreement.  

So I track HALF of that 
(90 days) and then 
HALF again (45 days) 
to split up the term so 
the graphic is providing 

information to my agent clients of whether they are “ahead of the curve”, or not, for the major share of 
their listings. 
 
 




