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How did my listing get on THAT website? 
 

A chronic question with an elusive answer. . .  
 
Two recent national conferences focused on listing data distribution, licensing and monitoring of 
data recipients, and MLS branding as the source of the most current and reliable data available 
through authorized Agent and Broker IDX and VOW websites.   Unfortunately,  
 
 

Most Brokers don’t know that when they send their listing data to one specific website, 

that website often  retransmits the data to other websites. 

Most Agents don’t know that a listing, manually added to a site not receiving a data feed 

from an MLS, is not updated when the listing changes status or list price. 

Most consumers don’t realize that a website with many more listings than an MLS licensed 

site, rather than having more listings, may just be negligent in removing properties that have 
sold or fallen off the market. 

 
MLSs are tasked with educating their Subscribers about what actually happens to their listings on 
certain websites.  Most websites have Terms of Use (TOU) which Brokers (or Agents) usually don’t 
read. 
 
The following TOU from a nationally prominent website is typical of many other sites:   
 
 
 
 
 
 
 
 
 
 
 
 

Agreement to such TOUs grants the website the right to do just about anything with your listings.  
The prudent Broker or Agent should read and understand each TOU, and only accept those which 
are in sync with their own vision of where listings should be distributed. 
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By submitting materials or ideas (including listings) to us or any public area of this Web  
Site, you grant (this website’s name) its owners, affiliates and licensees the royalty-free 
perpetual, irrevocable, non-exclusive right and license to use, reproduce, modify, adapt, 
aggregate, translate, publicly display, publicly perform and distribute such material and 
Ideas (in whole or in part) alone or as incorporated into other works in any form, media  
or technology now known or hereafter on a worldwide basis. You also permit any other 
user of this website to (do the same).  By posting or submitting such information, you  
hereby waive any claim that (this website) misappropriated any such materials, ideas  
or any portions of your communication. 
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Location, Location, Location! 
 
The old adage of real estate being all about Location, Location, Location still holds true.  Most Buyers have an 
idea of the area(s) where they would like to find a home.  Comparing properties for appraisals, BPOs, or CMAs 
always focuses on properties near the subject.  Market trends can be heading in one direction, while certain 
pockets of the Valley can be stable or moving in the other direction.  Nothing affects the value of a property 
more than its location! 
 
There are many ways to search by location in flexmls: ZIP code, subdivision, legal subdivision, mapcode grid, as-
sessor’s book and map, city, tax municipality, etc.  What all these items have in common is their description of an 
area on a map.  But why use map lines drawn by someone else, when we can draw our own lines defining the 
area we want using a Map Search? 
 
Using the Map Search in flexmls allows Subscribers to define the exact area in which their clients have interest, 
whether that be half of a subdivision, or all neighborhood streets but a particular one.  Using a Map Search will 
allow you to define their custom search area precisely, something not always possible using the location fields 
mentioned above. 
 
Map Searching also enables a Radius search to locate listings within a given distance of a point on the map.  This 
is especially useful when the search requires the property to be near a school, place of business, another family 
member, etc.  This search method is also valuable when looking for comparable properties within a certain dis-
tance of the subject. 
 
For those agents who focus on particular areas, the My Map Overlays tool of flexmls offers exciting features, 
such as allowing Subscribers to draw a shape (or group of shapes) on the map and save it for future use.  Once 
an overlay has been created, it can be accessed from the search pages and added as criteria.  Overlays can be 
used across property types as well, so an overlay you have been using for a Residential search can be used for 
Rentals too.  You can begin creating overlays in flexmls by selecting Preferences, My Map Overlays. 
 
Of course, map searching only works if the listings are properly mapped.  While most listings are automatically 
mapped in the proper location, sometimes there are errors.  Checking the map location of a new listing should 
be added to the Listing Agent’s checklist when reviewing new listings.  At any time, a Listing Agent can confirm/
edit an active listing’s map location in the change listing page by selecting Map Location.  If needed, the location 
can be manually changed there, or the listing can be automatically remapped using the Reset Geocode option on 
the change listing page. 
 
Interested in learning more about mapping in flexmls?  An ARMLS class or webinar is a great way to explore the 
map features available.  Visit ARMLS.com, then TRAINING & EVENTS, then CLASSES or WEBINARS for training in-
formation and schedules.  Stuck, or have a question about mapping?  Give the ARMLS Helpdesk a call at 480-303
-7020 to get the answers you need to keep moving. 



The shadow inventory label itself is continually reinvented.  Some define the shadow as properties whose mortgages are 
at some stage of delinquency or foreclosure and have not hit the market. Others, such as Standard & Poor’s, only include 
loans that were packaged and sold as securities by Wall Street, and do not have a guarantee from government-sponsored 
entities such as Fannie Mae or Freddie Mac .1   Corelogic estimates current shadow inventory by calculating the number 
of distressed properties not listed on multiple listing services that are either a minimum of 90-days delinquent, in foreclo-
sure or in real estate-owned status.2  Others include properties with negative equity mortgages, i.e., that are “upside 
down,” reasoning that those mortgages have a high likelihood of foreclosure eventually. The variations are vast, and com-
plicate estimations of the shadow inventory’s size.  

Contributor - Chris Heagerty, Director ςCommunication, 
Professional and Business Development 
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SHADOW INVENTORY 
 
A look at lender owned sales and lender owned listings does 
not tell the full distressed property story, because there are 
still properties not on the market lurking in the shadows.  
 
Since the onset of the Great Recession, shadow inventory has cast a 
pall of fear over an already troubled market.  A shadow, like its 
namesake inventory, morphs to appear greater than its physical 
counterpart.  Because shadow inventory is unseen, it remains ill- 
defined and a source of angst.   

The purest definition of shadow inventory begins with trustee deeds, where the trustee has taken back the property from 
the original borrower. It then subtracts trustee deeds purchased by a third party before the property is acquired by the 
lender.  The remainder is acquired by a lender, and those properties are either listed for sale, or held in inventory for an 
indefinite period.  (Figure 1 depicts trustee deeds acquired monthly for the Valley, third party sales and trustee deeds ac-
quired by lenders since 2009.)   

The difference between what the lender acquires and what is listed, plus any accumulated lender retained inventory, is the 
shadow inventory in the truest sense. The Cromford Report indicates that the Valley’s residential shadow inventory has 
remained relatively steady in the 8,000 range since well before November, 2010.  In Figure 2, the monthy additions to 
shadow inventory sits in the spread between the blue line, representing the trustee deeds acquired by lenders, and the 
green line, representing lender and HUD listings.  

Figure 1 Data Source:  The Cromford Report 
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Comparing disparate estimates of shadow inventory becomes problematic unless there is a uniform definition used by all.  
In the broadest and most pessimistic sense, any property in distress sits in the shadow and could wend its way into the 
market.  Lenders, though, prefer not to be in the property liquidation business.  Thus all inventory they acquire will eventu-
ally be added to the market and influence the supply and demand balance.  The good news is that trustee deeds acquired 
by lenders are trending downward and at some point all of this property will come out of the shadow and be absorbed.  
(Figure 3 shows Lender Sales compared to the Lender Trustee Deed and Lender Listings.)  

1 http://blogs.wsj.com/developments/2011/02/01/sp-modifications-and-slower-foreclosures-shrink-shadow-inventory/ 

 
2 http://www.housingwire.com/2011/06/22/corelogic-puts-shadow-inventory-at-1-7-million-units 

Figure 2 Data Source:  The Cromford Report 

Figure 3 Data Source:  The Cromford Report 
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An Interview with Judy Lowe: Underserved Licensee Populations 
 
Commissioner Judy Lowe, of the Arizona Department of Real Estate (ADRE), is tasked with protecting 
the public in real estate matters.   A former REALTOR® (32 yrs.), she is passionate about the role of an 
educated and informed licensee in her advocacy for the public. 
 
Today she is on a mission.  “From the ADRE perspective there are two segments of the licensee popula-
tion that need additional education, the New Licensee and the New Designated / Supervisory Broker. 
 

 The New licensee takes the 90 hours of required education, and enters the industry with no experi-
ence on how to serve the needs of Buyers and Sellers.  When he takes his 24 hours of Continu-
ing Education (CE) in 24 months, there is no guidance on what classes to take to bridge the ser-
vice gap. 

 
The New Designated /Supervisory Broker manages many Agents, armed with little more than a 

three hour Broker management clinic.  This licensee receives no direction on how to supervise, 
the importance of Errors and Omissions insurance or what it takes to be a designated or supervi-
sory Broker.” 

 
For two years, provisions to address these needs, were stripped from proposed legislation before final 
bill passage. The first attempt, which added additional continuing education hours (CE), was an unpopu-
lar mandate. 
 
The second legislative effort, SB1290 advocated by the Arizona Association of REALTORS®, allocated the 
first 24 CE hours to serving Buyers and Sellers.  This version allowed for the delivery by any entity ap-
proved by ADRE, e.g., company training programs, mentor/mentee programs, licensing schools, etc.  
Topics would fall under the same mandated categories (general, agency, disclosure, legal, fair housing 
and contracts) called for in post-licensing education.  This second attempt though met the same fate as 
the first. This time entities whose interests were vested in the status quo lobbied successfully against 
the change. 

Undeterred, Judy sees addressing these needs as critical to her mission 
of protecting the public.  Recently, she received permission from the 
Education Advisory Committee and the Real Estate Advisory Board to as-
semble a work group of statewide stakeholders.  The group will be tasked 
with structuring a solution that could move the legislation forward in the 
next session with greater likelihood of passage. 
 
Anyone with a similar passion who would like to serve on the work group 
should contact the ADRE Manager of Education Division, Carla Randolph, 
at crandolph@azre.gov or 602-771-7729. 

Contributor - Chris Heagerty, Director ςCommunication, 
Professional and Business Development 
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Contributor - James Marcus,  
Writer  - Communication Specialist 

Quick iPad / flexmls Tips  
 
 
Subscribers continue to show interest in the iPad. Even though ARMLS® and FBS Data Sys-
tems, Inc., our flexmls vendor, does not officially support the iPad, many are using it with 
flexmls.  
 
A special thanks to our iPad wielding Subscribers for the following tips: 
 

Trouble Scrolling?  
iPad / flexmls Scrolling Tip 
 
Use two fingers and swipe in an upward or downward motion. This tip takes advantage of an 

iPad feature called multi-touch. Some lists and frames, like in the Contacts pane, won’t scroll 

when swiped with one finger, try using two. 

How to Take iPad Screen Captures 
 
Remember that glorious day when you 
discovered the Print Screen key on your 
PC? Taking screen captures is easy on the 
iPad. Here’s how: 
 
Press and hold the Home button and then 
press the Power button, as depicted to 
the right. 
 
If done successfully, you will hear a cam-
era click sound (if your sound is enabled) 
and a short flash of light will appear on 
screen. The screen capture will automati-
cally be saved in the Photos app. This 
works the same way with the iPhone as 
well. 
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Your donation of food and supplies 

will help to save the lives of abandoned 

pets who are currently being sheltered 

and fostered by 

Lost Our Home Pet Foundation. 

PET FOOD DRIVE  DONATION LOCATIONS  

Phoenix  Association 
of REALTORS® 

5033 N. 19th Ave. Ste 119  
Phoenix, AZ 85015  

Phone: 602-246-1012 
Monday - Friday 8:30 - 5:00 

 Scottsdale Area Association 
of REALTORS® 

4221 N. Scottsdale Rd.  
Scottsdale, AZ 85251  

Phone: 480-945-2651 
Monday - Friday 8:00 - 5:00   EX-

CEPT Tuesday which is 9:00 - 5:00 

ARMLS Main Office :  
Tempe 

130 S. Priest Dr. Suite 101 
Tempe, AZ 85281 

Monday - Friday 8:30 - 5:00 

 ARMLS Support Center: Phoenix      
5033 N. 19th Ave. Suite 113 

Phoenix, AZ 85015 
Monday - Friday 8:30 - 5:00 

ARMLS Support Center:   SE 
Valley 

1363 S. Vineyard 
Mesa, AZ 85210 

Monday -  Friday 8:30 - 5:00 

 ARMLS Support Center:  Glendale 
17235 N. 75th Ave. Suite E-160 

Glendale, AZ 85308 
Monday - Friday 8:30 - 5:00 

ARMLS Support Center:  
Scottsdale 

7600 E. Redfield Rd. Suite 
170 

Scottsdale, AZ 85260 
Monday - Friday 8:30 - 5:00 

  

¶ Wet or dry dog and cat 

food of any type 

¶ Pet toys 

¶ Cat Litter/litter pans 

¶ Water or food dishes 

 

This is an ongoing project with 

NO end date. 

To learn how you can help, go to 

www.lostourhome.org or call 

602-230-HELP (4357). 

http://www.lostourhome.org
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URLs in Public Remarks 
 
All URLs (Web addresses ) are prohibited to be in a public field, including the Public Remarks.  
This is specifically outlined in the Inappropriate Language Policy under Prohibited Language 
item 1a as follows: 
 
All websites and phone numbers. Neither Web addresses nor phone numbers are allowed in 
the Public Remarks, Directions, Public Supplemental or Public Attachments. This is regardless of 
whether or not the phone number or Web address leads a consumer to the Listing Agent.  
 
Recently the ARMLS® Board of Directors and the Rules Committee reviewed the Inappropriate 
Language Policy with regard to public websites in the Public Remarks field. They specifically 
considered if URLs related to Fannie Mae, Freddie Mac or HUD should be given special consid-
eration.  In the end, the Directors reaffirmed that URLs do not belong in the Public Remarks 
field. 
 
The Data Integrity Department will be applying the rules and penalties to listings with Fannie 
Mae, Freddie Mac and/or HUD websites in the Public Remarks field starting October 16, 
2011. 
 
Listings that are reported to the Data Integrity department for having such websites in the 
Public Remarks field between July 15, 2011 to October 15, 2011 will receive a phone call noti-
fying the Subscriber of the Board’s final decision. The Data Integrity staff will remove the Web 
address from the listing with no penalty. 
 
URLs in the Public Remarks field are considered a Penalty Violation per the ARMLS Penalty Pol-
icy and subject to whatever penalty corresponds to the listing Subscriber’s current level on the 
penalty progression. 
 
 
 
Click here to view a table that outlines the correct fields to enter Contact Info, Open House, 
Auction, Buyer’s Agent Bonus, Access Codes and/or URLs (websites). 
 
Click here to view a copy of the ARMLS Penalty Policy. 
 
Click here to view the Inappropriate Language Policy. 
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A Pricing Perspective 
 
 
The addition of the Supplement in the June issue of STAT™ to the Pending Price Index (PPI) adds a 
new perspective to the Valley pricing.  It forecasts how prices are changing in monthly increments 
over four succeeding months, enabling Subscribers to watch, albeit in slow motion, pricing in re-
covery. 
 
While the industry standard for tracking prices is the rise and fall of average and median prices, 
the PPI Supplement tracks the average and median price in specific price ranges added each 
month to pending sales.  By grouping the most current four month data, it is possible to watch 
each price range shift in the dominance hierarchy. 
 
In reality, the pricing pattern as a result of the recession, has shifted to the left of the price range 
scale.  To illustrate the shift, Figure 1 and Figure 2 depict the distribution of sold properties per 
price range for 2004 to 2011, respectively.  We chose to illustrate the shift using sold properties 
because pending data for 2004 is not available.  Since 2004 was the last year before the 2005-
2007 boom, and represented a healthy market, it was the ideal year to illustrate the pricing shift. 
 
 
The gray scale bars in Figure 1 depict the distribution of sales per price range for January, Febru-
ary, April and May of 2004.  During this time the predominance of homes sold were in the 
$100,001-$150,000 range, followed by $150,001-$200,000, and then by $50,001-$100,000. Here 
most of the action (~58%) is in the range from $50,000-$250,000. Even back in 2004, as is the case 
in 2011, activity in the ranges above $500,000 was only a small market percentage. 
 
 
The red scale bars in Figure 2 shows the same month span for 2011 with the majority of units sold 
to be in $50,001-$100,000 range, followed by the $50,000 and under and then $100,001-
$150,000. Most of the action(~68%) is $150,000 and below. 
 
 
As pricing rights itself, expect the percent of homes in the higher ranges to increase, shifting the 
pricing pattern to the right.  Watch the PPI Supplement each month in STAT to monitor the shift. 

WAVE  - the ARMLS  magazine      August / September 2011  16 

Contributor - Chris Heagerty, Director ςCommunication, 
Professional and Business Development 

http://www.armls.com/Libraries/STAT_and_PPI_2011/STAT-July-2011.sflb.ashx
http://www.armls.com/Libraries/STAT_and_PPI_2011/PPI-JULY-2011.sflb.ashx


WAVE  - the ARMLS  magazine      August / September 2011  17 



Contributor - James Marcus,  
Writer  - Communication Specialist 

In our tests we took a real listing photo and ran it through Google 
Search by Image. Amazing! We now have a list of pages where the 
listing photo shows up on the Web. In our example to the left the 
photo and MLS# have been blurred out. 
 
 
 
 
 
 
 
The goal here is to measure the spread of your brand or image 
across the Web. Try your logo or headshot, and then try your 
competitor’s. Which has more results? In our example to the left, 
we used our ARMLS STAT image to gauge how far our report has 
spread into the Internet.  

Discover where your headshot 
or office logo is appearing on 

the Web 

Discover where your listing photos are 
appearing on the Web 

Google: Search by Image 
Recently Google launched, “Search by Image“, which is a new 
way to conduct online searches. Instead of using a phrase or key-
word, you may now use an image to start a search. Neat! But 
why would anyone want to use such a feature?  
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To start a “Search by Image” search, visit 
 http://www.google.com/images. Click the light blue camera 
icon in the search box (see image related image). A box will ap-
pear and allow you to paste the URL of an image or upload an 
image to start the search.  Click “Search” and away you go. 
 
Here’s a couple possible real estate-related ideas.  

http://www.armlsblog.com/category/stat-and-ppi/
http://www.google.com/insidesearch/searchbyimage.html
http://www.google.com/images
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Thanks for taking time to write us. ARMLS maintains a Facebook page, found at http://
www.facebook.com/armls, to engage in active conversations with our Subscriber community on Face-
book. The community has open dialog with ARMLS and other Subscribers about our products and ser-
vices and other newsworthy topics. Our Facebook page is also a way to tie our mass e-mails, blog 
posts, market statistics and system changes into one place. Facebook is merely the platform where 
these conversations and information exchanges happen. We chose Facebook as our social platform 
based on the large number of our Subscribers who use Facebook daily.  We understand that not every-
one is on Facebook or has a desire to join Facebook. 

FACEBOOK CONTEST 
This is the second survey/contest I’ve been invited to join by first logging in to Facebook.  I won’t do 
that.  It has nothing to do with ARMLS and my real estate career with ARMLS.  What’s your link with 
them?   J.D.,  Phoenix 

MANAGE YOUR ARMLS E-MAIL SUBSCRIPTIONS 
I really get too many e-mails from ARMLS. It’s overwhelming for me. How can I opt out of categories 
that hold no interest for me?  L.B., Gilbert 

At long last we are finally  able to offer the ability to opt out of e-mail categories to our Subscribers!  
The footer sections of  e-mails now have a link entitled Manage Your Subscription.  Use this link to re-
view e-mail topics and make your choices from categories such as:   
 
ARMLS REWIND - a weekly  news recap of what's going on at ARMLS  

Fannie Mae - Short Sale Assistance Desk information and news  

flexAlerts - Critical flexmls system changes  

General - Important information not fitting standard categories (safety alerts, CEO messages, Public 

service messages, contests, ETC.)  

New Products - such as Goomzee and RealFutureCRM  

PULSE Meetings - Quarterly Subscriber Meeting with the CEO  

Real Estate Forward - A Forum with Facts July 20, 2011  

SCI - The Subscriber Confidence Index  

Speaker Series 2011 - What's the new normal? Best practices for sales professionals  

STAT and STAT Plus - The ARMLS monthly and quarterly statistical newsletters 

Training Classes - Training around the Valley updates  

WAVE ezine - The ARMLS bi-monthly online magazine  
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ARMLS® REWIND 
Introducing our newest communication vehicle . . .  
 
On Saturday, July 16,  ARMLS launched its inaugural edition of 
ARMLS REWIND. . . . 
a Saturday  recap of key ARMLS communications from the week 
that was.   
 
Why we created it:  

Many Subscribers asked for it 
 

Subscribers from time-to-time are too 
busy to keep up with ARMLS’s  
daily communications 
 
Subscribers forced to take on another job during the week 
only have the weekend to catch up 
 
Many Subscribers have difficulty keeping up with ARMLS on 
Facebook, twitter and the ARMLS BLOG 
 
 

What’s in it: 
Must Read emails sent the previous  
week 

Essential Blog Posts 

Key Facebook and twitter Messages 

Other news from ARMLS.com 

Job Metrics to track new job postings 
 in the Valley 

Current Subscriber Confidence Index 

And a Sneak Peek at the next week’s ARMLS This Week 
Video 

 
Watch for ARMLS REWIND in your Inbox every 
Saturday AM! 
 
5ƻƴΩǘ Ƴƛǎǎ ŀ ōŜŀǘΗ 

Contributor - Chris Heagerty, Director ςCommunication, 
Professional and Business Development 
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Taking the eKEY Plunge 
 
Many Subscribers, yearning to carry only one device and/or minimize calls back to the office, 
have given up their ActiveKEY and taken the eKEY plunge.   
 
An eKEY gives the Subscriber access to the iBox via Supra software loaded right on his Smart-
phone.  Upfront costs are minimal, just $49.95 plus tax for an adapter or a fob, if your phone 
requires one.  After that, you pay monthly automatically via your checking account or credit/
debit card on the 22nd of each month.  It’s that simple.  
 
The eKEY works on popular mobile devices such as the Android, Blackberry, iPhone and Palm.  
For a list of current compatible devices, including fob and adapter information, click here. 
 

eKEYS come in two flavors:  Basic and Professional 

Features eKEY Basic eKEY Professional 

Access iBox X X 

Read LB Activity at Listing X X 

View Agent Name & Phone  X X 

Customize Access Hours X X 

Upload Bus. Cards, Flyers, 
Showing Notes 

X X 

Track iBox Inventory X X 

Retrieve Specific MLS Info   X 

View Subscriber Roster   X 

Search MLS Multiple Ways   X 

Display 20 Common Fields   X 

View Hot Sheets   X 

 Monthly Cost $15.37 $25.28 

 

To upgrade or sign up for eKEY service, come into one of the ARMLS Support Centers.  

Need additional information?  Just email SC@armls.com or call us at 480-303-7248.  

23 

Contributor - Hank Grabowski,  
Manager - Customer Support Centers 

When making the decision to choose eKEY Basic or Professional, Subscribers should factor in 

the recent addition of Goomzee Mobile MLS, which allows access to the MLS system right 

from their Internet-enabled mobile phone, as a FREE member benefit. 

http://www.utcfssecurityproducts.com/Site%20Assets/current_devices.pdf
http://www.armls.com/about-armls/support-centers.aspx
mailto:SC@armls.com


Title Trainer - Marc Lemaire 

 
Native to the southeast Valley, Marc Lemaire joined Pioneer Title Agency in Mesa a year and a half ago, serving as 
their Southeast Valley Director of Marketing.  A nine year escrow/ title industry veteran, Marc sees himself as a vital 
part of the Agent’s business team.  He counsels Agents to “always be sure to have a team that they enjoy working 
with.” 
 
Drawn to helping others, Marc has found his niche. “What I like most about my job is that it enables me to help peo-
ple.  It’s rewarding to help  Agents, and then watch their business grow. ”   
 
Marc describes his priorities as:  family first, a high level of customer service second, and helping others third.  He has been 
involved with the Mesa Chapter of St. Vincent de Paul in recent years, organizing food and clothing drives. He coordi-
nated and delivered a food and clothing basket donated by the SEVRAR to St. Vincent de Paul. 
 
“Partnering with Realtors® to smooth out the transaction process is the ultimate goal - I love ΨtŀȅƛƴƎ ƛǘ ŦƻǊǿŀǊŘΩ!”  
When not helping Agents, Marc enjoys mountain biking and spending time with his wife and three daughters. 
ARMLS thanks Marc for the dedication he brings to the ARMLS Title Trainer Program. You can reach Marc at (480)
242-2230 or 

 Marc.Lemaire@PioneerTitleAgency.com.  

“Partnering with Realtors to smooth out the 

transaction process is the ultimate goal.ó 

mailto:Marc.Lemaire@PioneerTitleAgency.com


 

 
 
 
 
 

Consumer Confidence Index vs. ARMLS 
Subscriber Confidence Index 
How Do They Compare? 
 
ARMLS began tracking the Subscriber Confidence Index (SCI) in 

December 2010, using methodology that mimicked The Confer-

ence Board’s Consumer Confidence Index (CCI) which began in 

1967. Both indices measure the degree of optimism about eco-

nomic conditions now and in the future.  

 

The Conference Board surveys a random sample of 5,000 

households balanced for age, income and region of the coun-

try.  The ARMLS SCI samples a random number of Subscribers, 

who closed a minimum of one transaction (18,000-19,000 Sub-

scribers) in the previous twelve months, calculated for a 95% 

level of confidence. The minimum transaction requirement se-

lects for opinions of Subscribers active in the market.  

 

The CCI asks five questions based on appraisal of employment 
and business conditions, now and in the future, and expecta-
tions of total family income in six months.  The SCI asks seven 
questions about Subscriber appraisal of Valley real estate mar-
ket, business and employment conditions, both now and in the 
future, and expectation of family income in six months. The an-
swers to all questions are either Better, Worse, Same or I Don’t 
Know, and the method of calculating the index is the same:  
#Better       [#Better + # Worse] x 100 

 

The graph (right) show how the two in-

dices compare.  Note: July CCI was not 

yet published prior to WAVE publication 

date.) 

The ARMLS® Subscriber Confidence Index™ 
(SCI) is derived from survey responses from 
a representative random sampling of ARMLS 
Subscribers who have closed at least one 
transaction in the previous twelve months.   

JULY 2011 



26 WAVE  - the ARMLS  magazine      August / September 2011  

Page intentionally left blank 
 
Goomzee Product Liftoff—all graphics 
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Click on the  Goomzee liftoff sessions above to read the description and to register. 
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Goomzee Mobile MLS 
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Goomzee Realty Connect 


