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Market Overview  
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Realtor ®  Insights:  

• Something unexpected may be happening in the market: buyers are returning, and 

appropriately priced homes are seeing increased showing activity and more offers. 
Could the momentum typically seen in the spring market have simply shifted later in 
the year?  

• Many Realtors® are wondering whether showing activity will pick up after Labor Day, 

as the period from early August through Labor Day is traditionally slower for buyer 
activity.  

• The average first - time homebuyer is now around 40 years old, and that shift has real 

implications for the condo and townhome market. Younger buyers who historically 
fueled entry - level attached - home sales are increasingly being priced out, while older 
first- time buyers may have the income and savings to bypass the traditional starter 
home and move directly into a detached property.  

• First - time buyers are struggling to find any resemblance of the “American Dream ” of 

homeownership when the monthly payment on an entry - level home can consume 
more than 50 percent of their monthly income. It ’s a tough reality and an important 
reminder that affordability isn ’t just impacting how much buyers can spend; it ’s 
fundamentally changing who is buying, what they ’re buying and when they ’re able to 
enter the market.  

• There continues to be an opportunity for buyer brokers to strengthen everyday 

professional practices. From providing timely showing feedback to responding when 
listing agents request clarification, stronger communication benefits everyone in-
volved. Managing brokers can reinforce these expectations and help elevate profes-
sionalism across their teams, particularly as social media continues to influence 
industry culture.  

Local News:  

• RE/MAX, headquartered in Denver since the 1970s, has officially been acquired by 

The Real Brokerage, moving the headquarters of one of Denver ’s publicly traded 
companies to Miami. The combined company, now known as Real REMAX Group, 
will bring together Real ’s brokerage technology platform with RE/MAX ’s global brand 
and franchise network. The new organization is expected to encompass approxi-
mately 180,000 real estate professionals worldwide.  

• Amazon has spent $24 million on land in Aurora for a planned nearly 1.2 - million -

square - foot distribution center that will include distribution, warehousing and office 
space, according to a letter of introduction submitted to the city.  

• Xcel expects new data centers to require about two gigawatts of electricity by 2031, 

roughly 40 times the amount used by Steamboat Springs. Transmission infrastruc-
ture alone could cost more than $1 billion, prompting demands that residents be 
protected from those costs.  

• Data centers could generate investment and some high - paying jobs, but they could 

also increase electricity rates, strain infrastructure and affect the desirability of nearby 
communities through noise, pollution and water use.  

• Waymo opened its fully autonomous ride - hailing service to the Denver public on 

September 1, ending a year of testing and putting driverless taxis on the city ’s streets 
for paying customers.  

• August storms brought the possibility of golf - ball - sized hail, winds reaching 70 mph 

and heavy rainfall across eastern Colorado. Denver also experienced significant rain 
during the month. Repeated hail losses can lead to more roof claims, higher insur-
ance premiums and stricter underwriting, increasing the importance of roof age and 
impact - resistant materials when purchasing a home.  

• After nearly 15 years of planning, Denver ’s Golden Triangle neighborhood is set to 

gain a new 0.4 - acre park, bringing much - needed green space to one of the city ’s 
densest and fastest - growing areas. The park will also help create a stronger pedestri-
an connection between Civic Center and Acoma Street in a district that currently has 
the least park space per resident in Denver.  

• A Boulder mobile home community that has a letter of intent for its purchase has 

residents pleading with the county to let them form a cooperative and purchase the 
park themselves. An investor has offered $42.5 million to purchase the property.  

• Flexential, a company building a data center in Parker, received a $19 million tax 

break from the Douglas County Commissioners for its new facility, located north of 
E- 470 off Chambers Road. The project is expected to create 16 new jobs in the 
community.  

National News:  

• Cash home purchases are beginning to decline as the housing market continues to 

shift. Cash buyers accounted for 41.7 percent of U.S. home sales in Q1 2026, down 
slightly from 42.4 percent a year earlier. While the national change was modest, 23 
U.S. cities experienced double - digit year - over - year declines in cash purchases, with 
most of those markets being small to midsized metros.  

• VA transactions are seeing increasing reports of processing delays, even when re-

quested information is provided promptly. In some cases, the delays can appear 
unnecessarily prolonged, creating avoidable closing issues. VA buyers and sellers 
should factor the potential for extended processing times and delayed closings into 
their transaction timelines.  

• “Cottage Door ” is Valspar ’s 2027 Color of the Year, a balanced, muted blue - gray 

shade described as “gentle and comforting ” and intended to invite people to 
“embrace slow living and stay present. ” 

Quick Stats:  

• The average number of active residential listings in August is 15,191, based on histori-

cal data from 2002 to 2026.  

• The record - high number of active residential listings for August was 31,664 in 2006, 

while the record - low was 3,582 in 2021.  

• Active residential listings decreased 0.27 percent from July to August, ending the 

month with 13,080 homes on the market. After reaching a seasonal peak of 13,115 
listings in July, inventory edged lower in August, suggesting the market may have 
reached its summer inventory peak.  

• August inventory was nearly unchanged from a year ago, increasing just 0.16 percent 

from August 2025. However, the composition of inventory shifted: detached listings 
decreased 4.21 percent year - over - year, while attached listings increased 9.94 per-
cent.  

Market Highlights  
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Expert Opinion on the Denver Metro Residential Real Estate Market  

Amanda Snitker  

Chair of the DMAR Market 

Trends Committee and  

Denver Realtor ®  

Every month tempts us toward a single verdict for the market:  good or bad, hot or cold, a buyer's market or a seller's. 
August resisted that. Closed sales dropped sharply, and inventory levels and prices remained flat. Three signals pointing 
in three different directions at once. That's not a market with an easy headline. It's a market that asks us to look past the  
aggregate and consider what conditions actually mean for the person standing in front of us, because for the past sever-
al months, no two clients have been navigating quite the same version of this market.  
 
The general economic uncertainty continues to weigh heavily on real estate: inflation that won't fully settle, tariff policy 
that shifts by the week, a discerning Federal Reserve and mortgage rates that never quite commit to a direction. It's the 
kind of environment that feels, day - to- day, precarious. Uncertainty has dominated the conversation, but it hasn't trans-
lated into real instability in this market. If anything, the defining feature of the past three years has been their sameness . 
 
Looking at the market as a whole, little has changed. Active listings ended August at 13,080, essentially flat, down 0.27 
percent month - over - month and up 0.16 percent year - over - year, suggesting the steady inventory growth we've tracked 
throughout the year may be leveling off. Closed sales fell 18.99 percent from July, and 17.35 percent from last August, 
and sales volume dropped 19.45 percent month - over - month. Yet the median close price of $594,495 is essentially un-
changed from a year ago and down 1.74 percent from July. Homes are also taking longer to sell: median days in MLS 
rose to 27, up from 21 in July, though still faster than last August's 30. Together, these aren't the numbers of a market in 
decline. Instead, the August data reflects a market with fewer transactions, while the homes that do sell face slightly less 
pricing pressure.  
 
Looking closer at the detached and attached markets separately, the two continue to move in very different ways. De-
tached inventory declined 4.21 percent year - over - year while attached inventory grew 9.94 percent, and attached homes 
are sitting a median of 45 days on market against 24 for detached. Detached median prices held essentially flat year - over
- year; attached prices fell nearly 4.87 percent. Headlines often try to capture two different markets —a client selling a 
condo faces conditions a single - family seller does not.  
 
Year - to- date closings are down 3.49 percent from 2025, and the year - to- date median price of $599,990 is up a mere 
0.17 percent. That stability, though, is really an average of many individual outcomes. Some sellers negotiating hard, oth-
ers fielding multiple offers, some buyers waiting months, others closing in weeks.  
 
It’s important to resist compressing the market into a single label. Buyers are focusing on what makes sense right now, 
which depends on someone's timeline, financing and goals. For some, renting remains the more practical and accessible 
choice, and that's a legitimate outcome. Sellers are navigating their own circumstances, too, ones that a median price or 
a days - on - market figure can't fully capture. Our job as Realtors® isn't to declare what the market is. It's to help each cli-
ent understand where they stand within it, and to build a plan around that reality rather than a headline.  
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August Data Year - to - Date | 2026 to 2022  
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Market Trends  
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Properties sold for $1 million or more  
One luxury home sold in a day. Another took nearly a year and sold more than $1 million below asking. Welcome to the dynamic $1 million+ market where the same price 
point can tell two completely different stories. The divide between detached and attached luxury properties was especially cl ear  in August. Of the 668 new listings above $1 
million, 628 (94 percent) were single - family detached homes. Closings followed the same pattern, with detached properties accoun ting for an impressive 95.6 percent of all 
$1 million+ sales.  
 
While detached and attached properties combined average days in MLS increased 28.95 percent from July, high - end homes are still selling. The difference is that property 
type, condition, positioning, and price matter more than ever. Take August ’s top sales. 4030 E. Forbes Court in Littleton was the highest recorded detached sale, closing at 
$7,388,943 after just one day in MLS, with $51,057 in concessions. On the attached side, 1133 14th Street #4050 at the Four S eas ons Residences closed for $3.8 million cash 
but only after 326 days on the market and at $1,195,000 below its original asking price. With monthly HOA dues of $6,628, it ’s fair to wonder how much carrying costs fac-
tored into a buyer ’s perception of value.  
 
And this isn ’t just showing up in individual sales. Attached luxury properties averaged 99 days in MLS this August, up 98 percent from jus t 50 days in August 2025. Detached 
luxury homes moved in the opposite direction, averaging 47 days compared with 51 last August —a 7.84 percent decrease.  
 
I saw this distinction firsthand recently while working with buyers from Texas searching for a second home in a downtown Denv er high - rise. With plenty of condos to choose 
from, one thing became very clear: they weren ’t just buying a unit, they were buying into the building. Even a spectacular residence quickly moved down the list if the bui lding 
showed signs of deferred maintenance, dated common areas, or amenities that couldn ’t compete with newer options. In the attached luxury market, the condition and expe-
rience of the entire building can be just as important as what ’s behind the front door.  
 
Sales volume also reinforces the broader story in this segment. Detached luxury sales volume has generally trended upward yea r- over- year since 2023, while attached luxury 
volume has been far more inconsistent, highlighting just how differently these two segments are behaving.  
 
So, is the $1 million+ market good or bad? Neither description really tells the story. Luxury buyers are still buying, and si gni ficant money is still moving, but they ’re discerning, 
and every property has its own set of circumstances. For Realtors®, our value isn ’t in telling clients what the market is. It ’s in understanding their market —the property type, 
price point, competition, condition, lifestyle and motivations unique to them —and building a strategy around it.  
 
That ’s where navigating a complicated market becomes an opportunity to provide real value.  
 
Properties sold between $750,000 and $999,999  
“How ’s the market? Is it a good time to sell? Is it a good time to buy? Do you think the market is crashing? ” These are questions Realtors® are asked often, but the answers 
aren ’t as simple as some might think.  
  
The market is confusing right now. Home prices remain high, borrowing money is expensive, HOA fees are rising and property ta xes  are a concern for many homeowners. 
And yet, in some areas, some homes are still attracting multiple offers and competing buyers willing to pay a premium. The re ality is that there is no single answer to the 
question, “How ’s the market? ” That being said, across the 11 counties we report on, this “middle ” price segment of $750,000 to $999,999 has had a particularly rough go of it.  
  
Across all price segments, year - over - year sales volume decreased 15.9 percent in August. In the $750,000 to $999,999 segment, th e decline was even greater at 19.68 per-
cent. That slowdown was evident in the 113 fewer homes that closed compared to August 2025. Only 18 of those closings were at tac hed properties, representing a decline of 
37.93 percent both year - over - year and month - over - month. Fewer closings, lower sales volume and longer days in the MLS all point to the same thing: our market has 
slowed to a pace that many buyers, sellers and Realtors® have not experienced in quite some time.  
  
The attached market continues to face the greatest challenges. Compared to last year, roughly the same number of new listings  ca me to market, yet 41.86 percent fewer 
went pending and 37.93 percent fewer closed. Median days in the MLS climbed to 51, an increase of 54.55 percent from August 2 025 . At 10 months of inventory, the attached 
market in this price range now has the greatest supply of any price category we track. While that is difficult news for selle rs, it also creates opportunity for savvy buyers. More 
inventory, longer market times and fewer competing buyers can translate into greater negotiating leverage.  
  
Compared to last year, the influx of new listings coming to market appears to be slowing. But buyer absorption has slowed as wel l, resulting in slightly lower inventory without 
a corresponding increase in demand. This is a new environment for many homeowners, and even for Realtors® who got used to the  fast- paced markets of recent years. 
Agents need to spend more time doing the research, studying seasonal and annual trends and look beyond broad market averages.  Th is is how we help buyers and sellers 
move past the headlines, reduce uncertainty and make confident decisions based on the market that actually applies to them.  

Breakdown by Price Range  

Christina Ray  

Member of the DMAR  

Market Trends Committee 

and Denver Realtor ®  

Susan Thayer  

Member of the DMAR  

Market Trends Committee 

and Denver Realtor ®  
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Breakdown by Price Range  

Properties sold between $500,000 and $749,999  
The market keeps throwing curveballs, creating a complex and sometimes confusing landscape. One week, we think we've got it fi gu red out. The next, buyers are 
back on the sidelines and listings are coming back to market. It seems like today's market is individualistic for homes, buye rs and sellers alike.  
 
The $500,000 to $749,999 range is continuing that trend of complexity. First, a minute on the lower - priced market: we haven't se en a true “under $500K ” market in 
recent memory, yet we're seeing 8.46 months of inventory in the $0 to $299,999 range and 5.73 months in the $300,000 to $499, 999  range for attached homes. Is 
affordability finally within reach for some lucky Denver Metro buyers, or are HOA fees just making up the difference?!  
 
Seasonality adds to the complexity, too. New listings from $500,000 to $749,999 decreased 13.82 percent from last month, but onl y 0.11 percent from last year. The 
bigger story is closed transactions: down 19.23 percent from last month and 20.25 percent from a year ago. The school year an d typical seasonality account for some 
of August ’s drop, but a 20.25 percent year - over - year decline tells a bigger story. Is affordability continuing to bite? The economy? The j ob market? Or are people 
simply choosing to rent? Complex? Yep. Every buyer and seller carries their own baggage.  
 
If the timing is right for you to buy, it's a great time —minus the high interest rates. If you need to sell, you need to sell. Yet, this isn't the market to maximize your sale 
price. It takes masterful planning and preparation to get buyers' attention today.  
 
Attached vs. detached is still complex. Median days in MLS for detached homes jumped 47.06 percent month - over - month to 25 days, while attached homes stayed 
flat from last month and are down 15.22 percent from a year ago, showing some real life in the attached market. That's 115 cl ose d attached units last month, bringing 
the year - to- date total to 1,182—down 27.40 percent from 2023. Detached homes, meanwhile, sit at 9,494 sold properties year - to- date in 2026, down only 10.64 
percent from the same period three years ago.   
 
There is a bright spot: both median and average days in MLS for attached homes are outperforming last year, by 15.22 and 13.8 9 p ercent, respectively. “Individualistic ” 
sums it up —a few bright spots in a slowing market, and multiple offer situations still happening.  
 
Yes, the 2026 market is confusing. Continue to work hard for your buyer clients —it’s been a long time since they ’ve had this much leverage. On the listing side, that 
one buyer does exist. Finding them is proving more challenging than in recent memory, so manage your seller ’s expectations appropriately.   
 

 

Brad Colburn  

Member of the DMAR  

Market Trends Committee 

and Denver Realtor ®  
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Properties Sold for $1 Million or More  
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Properties Sold for $1 Million or More  
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Properties Sold Between $750,000 and $999,999  
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Properties Sold Between $750,000 and $999,999  
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Properties Sold Between $500,000 and $749,999  
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Properties Sold Between $500,000 and $749,999  
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Spotlight on Mortgages  

Robin Wandschneider - Stiegelmar  

Member of the DMAR Market 

Trends Committee and Commerce 

Bank Group Manager -  Denver  

Colorado and the Inherited Housing Market  

Some of the most complicated times in our lives come during the transition from one generation to the next, and we are curren tly poised as a 
nation to undergo what some have called the “great wealth transfer ”1 as this transition takes place. Estate planning and inheritance prompt 
significant challenges, and what we are seeing in Colorado is a marked increase in the share of real estate transfers through  inheritance. From 
2021 to 2025, these kinds of transfers rose 19 percent, making up just over 14 percent of all property transfers in 2025 acco rding to the data 
firm Cotality. This figure is roughly double the national average, its share growing against both new construction and existi ng property sales, 
suggesting that Colorado heirs are holding onto these properties, either to inhabit or to rent. There are many reasons why an  inheritor may 
choose this path, not the least of which being the attachment they may have to the home. That said, affordability of alternat ives for owners and 
heirs are other factors influencing the decision to keep or sell a given property. An emphasis on estate planning and communi cat ion with cur-
rent owners and prospective heirs will be key as this transition continues.  

Compounding Market Factors  
Looking beyond the emotional investment that has accumulated in a long - held family property, there remain important consideratio ns for any 
heir who receives property as part of their inheritance. Many of these properties, after all, are fully paid off. Owners who are  retired, receiving 
government benefits but with no other income may find the process of obtaining a mortgage for a new property prohibitive in t he current rate 
environment, even if they want to downsize. Likewise, inheritors who are still seeking a more permanent residence may be moti vated to repair 
and renovate rather than sell. Meanwhile, heirs who are already homeowners could see in these properties a ready path to rent al income, an 
attractive prospect for anyone planning a long - term financial strategy grounded in real estate assets. Wherever the costs of buy ing a home are 
high, rentals naturally tend to be in higher demand, leading to a higher potential income. Without some advance preparation, how ever, the 
obligations and costs of coming into ownership of a property may catch heirs unaware.  

For all involved, it is always important to have conversations regarding the transfer of property early, and for heirs to und ers tand any outstand-
ing obligations and potential changes in property taxes upon their taking ownership. That way, there are much less likely to be surprises along 
the way of navigating financial decisions after inheritance. As the market evolves, and in cases where the costs of property transfer are signifi-
cant, we may begin to see this otherwise sticky inventory enter the market in larger quantities. Until that time, agents and financiers can be 
aligned in understanding the pressures influencing this slowly escalating, generational asset transfer. While keeping in mind  the sensitivity of the 
subject, we may approach these changing market conditions with an eye for the needs of the community.  

What Factors Should Be Considered Further?  
As the share of inherited properties is likely to climb in the following years, before it is estimated to slow sometime in th e later 2030s, we may 
consider how the trends we see today may influence the subsequent decisions of other families. Higher average home values as Den ver con-
tinues to grow may encourage more heirs to sell, especially if their tax burden 2 continues to increase in line. For those who don ’t, the decision 
to rent becomes complicated if many other inheritors decide to do the same, potentially reducing rental income if supply outp ace s demand at 
that time. If or when we enter a period of lower interest rates, a more favorable mortgage environment is likely to unlock a por tion of this in-
ventory earlier, as those who wish to cash out their equity in pursuit of downsizing see a greater advantage in doing so. No mat ter what the 
future may bring though, it becomes increasingly important to keep our eye on the portion of homes transferred via inheritanc e. Though its 
impact on the market presently is modest, the right mix of conditions could lead to a greater influence on home sales further  on . 

Sources:  

1. 'The Great Wealth Transfer ’ Impact to Real Estate Owners and Investors –  Aprio  
2. Understanding Property Tax Implications of Ownership Changes in Colorado  

https://www.aprio.com/insights-events/the-great-wealth-transfer-navigating-the-23-trillion-shift-in-real-estate-assets-ins-article-re/
https://generisonline.com/understanding-property-tax-implications-of-ownership-changes-in-colorado/
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11- COUNTY MAP  
This report, according to recent data provided by the Denver Metro Association of Realtors® Market Trends Committee, showcase s the 

market transactions encompassing the 11 counties of the Denver Metro Area (Adams, Arapahoe, Boulder, Broomfield, Clear Creek,  De n-

ver, Douglas, Elbert, Gilpin, Jefferson and Park).  
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Active Listings: The number of properties available for sale at 
the end of a reported period. The availability of homes for sale 
has a big impact on supply and demand dynamics and home 
prices.    

Attached Home: A structure that shares a common wall or 
walls with another unit. Examples include townhomes, condo-
miniums, row houses, apartment buildings and high - rise resi-
dential towers.  

Average Close Price: A sum of all home sales prices divided by 
the total number of sales. Not considered the most accurate 
gauge since data from the high - end can easily skew the results.  

Closed  Listings: A measure of home sales that sold and closed 
during the reported period.  

Detached Home (also called a single - family home): A single -
family home that sits on its own lot and does not share any 
walls with another home or building. Basically, this is another 
term for your traditional stand - alone house or single - family 
home.  

Median Close Price: A measure of home values in a market ar-
ea where 50 percent of activity was higher and 50 percent was 
lower than this price point. This method is preferred because it's 
more insulated from outlying activity occurring at either tail end 
of the market.  

Months of Inventory (MOI): A measure of how balanced the 
market is between buyers and sellers. It is expressed as the 
number of months it would hypothetically take to sell through 
all the available homes for sale currently, given current levels of 
home sales. A balanced market ranges from four to six months 

of supply. A buyer ’s market has a higher number and a seller ’s 
market has a lower number.     

New Listings: The number of properties which became availa-
ble during the reported period.  

Pending: The number of listings that were changed status from 
“active ” to “pending ” at the end of the reported period. Pending 
listings are counted at the end of the reported period. Each list-
ing can only be counted one time. If a listing goes to pending, 
out of pending, then back to pending all in one reported period, 
the listing would only be counted once. This is the most real -
time measure possible for homebuyer activity, as it measures 
signed contracts on sales rather than the actual closed sale. As 
such, it is called a “leading indicator ” of buyer demand.  

REcolorado: Colorado's largest Multiple Listing Service (MLS) 
and the source data for the DMAR Market Trends Report.  

Residential: Represents the overall housing market, which in-
cludes activity of detached single - family homes as well as at-
tached homes.  

 

 

 

 

 

Click Here for Full Glossary >>   

Glossary  

https://www.dmarealtors.com/glossary
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MARKET TRENDS COMMITTEE  

The DMAR Market Trends Committee, part of the Denver Metro 
Association of Realtors®, The Voice of Real Estate® in the Den-
ver Metro Area, provides timely, consistent and relevant monthly 
summaries of valuable local real estate market statistical data for 
both its members and the general public. Statistics from the 
“Denver Metro Real Estate Market Trends Report ” provide data for 
the following counties: Adams, Arapahoe, Boulder, Broomfield, 
Clear Creek, Denver, Douglas, Elbert, Gilpin, Jefferson and Park.  

DMAR ’s Market Trends Committee Members:  
• Andrew Abrams  
• Brad Colburn  
• Greg Cox  
• Nick DiPasquale  
• Heather O ’Leary  
• Christina Ray  
• Michelle Schwinghammer  
• Amanda Snitker  
• Susan Thayer  
• Robin Wandschneider - Stiegelmar  

Contact: 303 - 756 - 0553 | communications@dmarealtors.com  

Media Contact: 817- 395 - 3491 | lindsey@decibelblue.com | Lind-
sey Hall, Decibel Blue Creative Marketing & PR on behalf of the 
Denver Metro Association of Realtors®.  

To stay up to date with relevant real estate news and statistics, 
please visit dmarealtors.com, and follow DMAR on social media.  

 

 

Data Source: REcolorado, the state ’s largest network of real es-

tate professionals, serves as the primary source of MLS data for 

the Market Trends Committee. REcolorado.com provides the 

most accurate and up - to- date property information for Real-

tors®, real estate professionals and consumers.  

DISCLAIMER  

All data presented in this report was provided by REcolorado. The 

data was pulled at 8:00 AM (mountain time) on the first business 

day of the month for the preceding month(s).  

USAGE POLICY: © Copyright  

DMAR Realtor® and Industry Partner members are encouraged 

to share this report in any form or by any means of redistribution 

including: electronic, mechanical, photocopying or otherwise; 

without the prior written permission of the publisher. However, 

all DMAR logos, watermarks, sourcing and copyright information 

shall not be removed or edited in any way.  

 

DENVER METRO ASSOCIATION OF REALTORS®  

The Denver Metro Association of Realtors®, The Voice of Real 

Estate® in the Denver Metro Area, is a membership - based or-

ganization comprised of over 6,000 real estate professionals in 

the Denver Metropolitan area. The Association offers continuing 

education, advocacy for the real estate community and is a re-

source for industry news and market statistics. For more infor-

mation, visit dmarealtors.com or call 303 - 756 - 0553.  
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http://www.dmarealtors.com
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