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Market Overview  
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Realtor ®  Insights:  

• Sellers are finding it difficult to accept concessions and buyers ’ inspection re-

quests, but without these incentives, buyers often move on to properties that 
are better prepared for today ’s market.  

• “Coming Soon ” listings continue to gain popularity and can be especially effec-

tive around holiday weekends such as Memorial Day, Fourth of July and Labor 
Day. With buyer activity often slowing during these periods, a strategic “Coming 
Soon ” campaign can build anticipation, increase exposure and create stronger 
momentum when a property officially hits the market.  

• Listings with solar leases attached may face additional challenges attracting 

buyers who are already stretched financially. Sellers with an outstanding solar 
lease balance should consider paying it off before listing or at closing using sale 
proceeds.  

• Showing feedback has become increasingly scarce across the Denver Metro 

area. Providing a simple indication of interest carries no legal liability for buyers, 
and timely communication remains an important part of a professional transac-
tion. This growing issue warrants industry attention.   

• Many sellers are hesitant to accept data that challenges expectations for a quick 

sale at a premium price. Understanding the difference between property tax 
assessments and fair market value is critical to setting  expectations and pricing a 
home appropriately.  

Local News:  

• Denver City Council approved updates to the city ’s prevailing wage ordinance 

requiring developers of taxpayer - funded affordable housing projects to pay 
regional prevailing wages, even on projects built on private land. Supporters say 
the policy helps workers afford to live in the communities they build, while 
critics warn it could impact affordable housing production.   

• Denver has overtaken Tampa as the U.S. housing market with the fastest -

declining home values, according to the latest S&P CoreLogic Case - Shiller 
Index. Denver prices fell 2.2 percent year - over - year in February, signaling con-
tinued market softening that is expanding beyond the Florida Sunbelt into other 
major metro areas.  

• Denver ’s seasonal watering restrictions took effect in March, limiting homeown-

ers to watering two days a week and prohibiting midday sprinkler use. In May, 
the city launched a public reporting portal that generated more than 800 viola-
tion reports in less than four weeks, highlighting increased enforcement efforts 
amid ongoing water conservation concerns.   

• The Colorado Economic Development Commission approved a $5 million grant 

to support infrastructure upgrades around Broncos ’ proposed Burnham Yard 
development, a project expected to spur significant redevelopment and eco-
nomic activity in the area.    

• Three Colorado quantum companies received a combined $300 million in 

federal funding, reinforcing the state's growing position as a national hub for 
advanced technology and innovation.   

• Foreclosure - related conversations on the Colorado Housing Connects hotline 

have increased nearly 50 percent since last year, indicating that homeowners 
who purchased at the peak of the market are experiencing financial strain and 
seeking assistance.   

• Colorado ’s unemployment rate remained unchanged at 3.9 percent, while the 

labor force participation rate held at 66.1 percent, well above the national aver-
age of 61.8 percent. A strong labor market continues to support housing de-
mand and reinforces Colorado ’s appeal to both workers and employers.  

National News:  

• Zillow filed an antitrust lawsuit against Compass and Chicago - area MLS MRED, 

alleging they conspired to restrict Zillow ’s access to listings and harm consum-
ers. The lawsuit specifically challenges Compass ’ private and pre - marketed 
listing strategy, along with its partnership with MRED for listing distribution. The 
case highlights the ongoing industry debate over private listings and could sig-
nificantly impact how homes are marketed and shared across real estate plat-
forms nationwide.  

• Fix - and - flip investors are buying homes more conservatively as the market 

moves through the second half of the year. Seasonal slowing heading into Q3 
and Q4, combined with elevated interest rates, is prompting investors to under-
write deals more cautiously and account for the possibility of lower prices com-
pared to peak summer values.     

• An analysis of 40 markets by Homes.com suggests the anticipated “silver tsuna-

mi ” of Baby Boomer home sales is unlikely to affect every market equally. Faster
- growing cities like Denver and Austin are more likely to absorb the inventory 
surge, while slower - growth Rust Belt markets may face oversupply. Meanwhile, 
the nation ’s most unaffordable housing markets are unlikely to see enough 
inventory relief to meaningfully impact home prices.  

Mortgage News:  

• Thirty - year mortgage rates are hovering around the mid - six percent range, 

significantly below the peaks of 2023 but still well above what many homeown-
ers are accustomed to. Rate volatility continues to influence buyer behavior and 
seller decisions.  

• Inflation remains elevated enough that the market is watching the Federal Re-

serve closely. Most analysts expect rates to remain higher than pre - pandemic 
norms, making financing costs a central issue for housing throughout 2026.  

Quick Stats:  

• The average number of active listings in May is 14,488, based on historical data 

from 1985 to 2025.  

• The record - high number of active listings for May was 30,457 in 2006, while the 

record - low was 2,075 in 2021.  

• Historically, active listings increased an average of 9.38 percent from April to 

May. This year's increase of 6.24 percent was below the historical average, sug-
gesting inventory growth was more moderate than typically observed during the 
spring market.  

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 ®  

A quiet exhaustion has taken hold on both sides of the transaction table. Homeownership attainability fatigue is leading buye rs to 
pull back, and sellers are locked in place. And the May 2026 market data points to a single, identifiable cause, one that has  no thing 
to do with Denver's price trajectory.  
 
Denver home prices are not anomalous. From May 2017 to May 2026, the median sale price grew from $382,000 to $615,000 —a 
six percent average annual increase that mirrors the market's long - run historical norm. That same six percent annual trend holds  
when measured from March 2020 through May 2026. The pandemic surge and subsequent flattening settled into a textbook ap-
preciation curve.  
 
In March 2020, a buyer purchasing at the $455,000 median price with 10 percent down and a 3.8 percent rate would have carried  
a monthly principal and interest payment of $1,866. Had rates remained at 3.8 percent, normal six percent annual appreciation  
would have brought that payment to approximately $2,580 today —consistent with Denver's historical trajectory. Instead, at 6.5 
percent, the payment on today's median of $615,000 is $3,498. That is an 87 percent increase in six years. The price apprecia tion 
accounts for roughly $714 of that monthly difference. The rate increase accounts for $918. The rate isn't compounding the aff ord-
ability problem . It is the affordability problem . 
 
The market is reflecting this reality on both sides of the transaction. Overall, closed sales fell 6.97 percent year - over - year i n May. 
The attached segment (the market's traditional entry - level product) fell a sharper 17.84 percent. New listings dropped 17.47 per-
cent year - over - year, a direct signal that rate lock - in is suppressing seller activity as meaningfully as it is suppressing buyer  de-
mand. Homeowners with three to four percent mortgages face a monthly payment increase of $1,500 to $2,000 on a typical 
move - up purchase, a gap wide enough to make even well - capitalized sellers pause. That is keeping inventory constrained and 
transaction volume muted across the board.  
 
Yet the inventory picture carries a nuance worth noting. New listings in May were down 9.49 percent from April, even as the t ota l 
active inventory at the end of the month grew 6.24 percent to 12,259 —a reflection of homes taking longer to sell rather than a 
surge of new supply. Year - to- date, both total sales volume and closed properties are slightly below 2025 levels. Inspection con-
tingencies, seller concessions, and rate buydown negotiations are all back on the table —tools that defined professional value be-
fore the frenzy years stripped them away.  
 
When attainability fatigue sets in, perspective is the most valuable thing a real estate professional can offer. Buyers in to day 's mar-
ket are facing prices that align with the market's long - run historical trajectory, and that context matters. Focusing on a rate solu-
tion is far more productive than waiting for a 40 percent price correction that the data simply does not support. Every one p erc ent 
decline in mortgage rates reduces the monthly payment on today's median - priced home by approximately $315, a rate buydown 
or future refinance away from meaningfully changing the affordability equation without requiring any movement in price.  
 
What the data ultimately reveals is a market functioning as it should, priced as it has historically been, and made unattaina ble  by 
forces entirely outside it. That is a meaningful distinction, but it does not lower the payment, and it does not make the dec ision 
easier. Attainability fatigue is the predictable human response to an unpredictable economic environment.  
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May Data Year - to - Date | 2026 to 2022  
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Market Trends  
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Properties sold for $1 million or more  
The $1+ million market has proven to be resilient through the spring, and that momentum carried right through May. Pending an d c losed transactions were 
up 3.10 percent and 5.29 percent, respectively, driven primarily by the detached market. The attached market in this segment con tinues to lag, though it is 
beginning to show signs of life. Older inventory is selling as fewer options come to market, with new inventory dropping 11.5 9 p ercent in May. Median days 
in MLS rose 44.44 percent to 13 days, while average days in MLS dropped 5.41 percent providing further evidence of this trend . Sellers have been more 
realistic with pricing as they enter the market; however, buyers are forcing their hand and negotiating on older inventory. H as inventory peaked in this seg-
ment for the year? Only time will tell.  
 
Signs of life in the attached $1+ million segment are shining through, and this market showed up strong in May, with closed t ransactions increasing 45.45 
percent month - over - month and 68.42 percent year - over - year. Buyers retain leverage in this segment, as six months of inventory re quires sellers to be 
realistic with pricing and market preparedness. Buyers are taking advantage, as evidenced by a list - price - to- close - price ratio o f 97.75 percent and price - per
- square - foot down 10.91 percent from 2025. Buyers are finally seeing pricing they are willing to accept, and HOA concerns seem t o have eased as fees 
have stabilized after several volatile years.  
 
Overall, the $1+ million market appears to be bucking the trend of buyer and seller fatigue. Buyers and sellers in this segme nt are finding ways to make it 
work. The market continues to reward turnkey homes that are priced accurately for 2026, while aging inventory is still holdin g s trong and capturing 99 
percent of the list price. The $1+ million segment appears to be one of the stronger - performing markets this spring. Buyers at t his price point are generally 
less sensitive to interest rate fluctuations, may be benefiting from a high - performing stock market and tend to have greater ins ulation from the broader 
macroeconomic headwinds affecting other segments. While this is speculative, it's a reasonable explanation for the relative r esi lience we're seeing in pend-
ing and closed activity at the top end of the market.  
 
Properties sold between $750,000 and $999,999  
Summer is traditionally when the real estate market hits its stride, but this year, many buyers and sellers seem to be approa chi ng the season with more 
hesitation than excitement. If there is one theme defining today's market, it's attainability fatigue —the growing strain created by years of rising home prices, 
elevated interest rates and increasing costs of ownership.   
 
After several years of rising home values, elevated interest rates, and increasing household expenses, consumers are becoming  mo re selective, more cau-
tious, and slower to make housing decisions. While the $750,000 to $999,999 price segment remains relatively stable, many are  finding themselves caught 
between the desire to move and the affordability challenges of today's market.  
 
For buyers, monthly payment sensitivity remains the dominant factor in purchasing decisions. Many are prioritizing move - in- ready  homes and have little 
appetite (or financial flexibility) for major repairs or deferred maintenance. Expensive components such as roofs, HVAC syste ms,  water heaters and windows 
are receiving increased scrutiny during inspections, and buyers are often seeking concessions or price adjustments when these  items are nearing the end of 
their useful life. In many cases, what may have once been considered routine maintenance items are now becoming significant d eci sion points.  
 
Sellers are experiencing their own version of attainability fatigue. Many homeowners remain reluctant to move because they ar e locked into historically low 
mortgage rates secured several years ago. The prospect of exchanging a low monthly payment for a substantially higher one, ev en if their housing needs 
have changed, has caused many would - be sellers to stay put. As a result, more homeowners are choosing to renovate and adapt thei r current homes ra-
ther than enter today's market and take on a higher mortgage payment.  
 
The numbers reinforce these sentiments. The average closed price in this market segment five years ago was nearly 20 percent low er than it is today. While 
home values have appreciated, wage growth has not kept pace with the combined impact of higher home prices, increased borrowi ng costs, insurance 
premiums, taxes and everyday living expenses. This affordability gap is creating friction on both sides of the transaction an d influencing decisions about 
whether to buy, sell, move or stay. As we move through the summer selling season, it will be interesting to see whether pent - up demand and seasonal 
activity can overcome some of this attainability fatigue. For now, affordability remains one of the most influential forces s hap ing buyer and seller behavior 
in today's market.  

Breakdown by Price Range  

Brad Colburn  

Member of the DMAR  

Market Trends Committee 

and Denver Realtor ®  

Christina Ray  

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  
As the school year ends and summer festivities ramp up, the $500,000 to $749,999 price point continues to be the sweet spot o f the market. While the 
broader economy has felt pressure from interest rates, oil prices and affordability challenges, this price point appears to b e w here the majority of buyers are 
landing, making it one of the more balanced segments of the market. While there may be balance, that does not mean there are no challenges for both 
buyers and sellers. For buyers, affordability continues to be a concern. As the cost of borrowing remains elevated, buyers ar e b ecoming increasingly selec-
tive about what they purchase. For sellers, pricing a property appropriately, along with thoughtful staging and updates, has nev er been more important.  
 
This narrative is supported by the data. For detached properties, the months of inventory (MOI) sit at 2.25. This means that if there were no more houses put 
on the market, there would theoretically be 2.25 months until there was no inventory on the market. That inventory level norm ally indicates that sellers 
have a bit more power at this price point. For attached properties, MOI is 4.6. While this is a much higher number and reflec ts a more balanced market 
between buyers and sellers, it remains among the lowest MOI levels within the attached segment. While MOI does not tell the w hol e story, it does provide 
insight into the flow of market activity. As interest rates remain elevated and economic uncertainty stays top of mind, the $ 500 ,000 to $749,999 price point 
continues to be both desirable and attainable, especially for detached buyers.  
 
Overall inventory is down compared to last month and last year. While closings are also down compared to the previous month a nd year, the decline is 
smaller than the reduction in inventory. This suggests that buyer demand has continued to outpace available supply.  
 
My clients who closed in May were strategic and intentional about their timing. They knew they did not want to purchase a pro per ty individually and want-
ed to be married before buying together. They aligned their lease expiration with the end of the summer and set aside funds t o g ive themselves the flexibil-
ity to wait for the right home. When the perfect property hit the market, they acted quickly and successfully closed just a f ew months before their wedding.  
 
Whether someone is looking to buy or sell, carefully evaluating all available options will produce the best results. For sell ers , spending money up front to 
ensure a home shows at its best can help maximize value while minimizing time on the market. For buyers, additional upfront e xpe nses are often some-
thing they would prefer to avoid. Setting up a strategic plan and allowing enough time to find a home that fits within your b udg et can make the process 
significantly less stressful.   While seasonality certainly plays a role in our market, external factors continue to influence th e pace at which supply and de-
mand are shifting.  

Andrew Abrams  

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  

It’s June, and we ’re in the middle of homebuying season. Buyers are no longer holding out for lower rates, but rather accepting 
rates in the six percent range. However, we ’re still facing three challenges among would - be buyers: the economic impact of 
the conflict with Iran, personal financial uncertainty, and a competitive market on well - priced homes.   

Economic impact of the Iran conflict  
With gas prices at an average of $3.81 1 a gallon in Denver, combined with the uncertainty of price stability, homebuyers are 
taking note that their commute costs may change if they move. In addition to energy prices, inflation increases in the past 
month are also impacting cost - of - living expenses such as groceries, pharmaceuticals and other household goods. These unex-
pected price jumps are challenging consumers' budgets and can cause buyers to pause on a home purchase.  

Personal financial uncertainty  
While the unemployment rate 2 is lower in Colorado at 3.9 percent compared to the national average of 4.3 percent, there ’s still 
a sense of uncertainty around job security. With a workforce that consists of 22.3 percent remote workers, the fourth - highest 
in the nation, 3 and an increase among companies requesting employees to return to the office, some homebuyers are holding 
off before signing a contract. Colorado ’s strong tech, finance, and professional services jobs certainly help support remote 
work. However, more companies are beginning to require hybrid work, where employees report to the office one or two days 
of the week.  

Steep competition on well - priced homes  
Good news for buyers is that Denver ’s median home prices decreased in the last year. The Denver Gazette 4 recently quoted a 
DMAR report stating the median close - price of a single - family home stood at $663,000 in April —just $2,000 less than a year 
ago. In this competitive market, every dollar counts.  

One thing is for sure: we ’re in for an interesting summer of homebuying. The global economy, personal job situations and mar-

ket conditions could impact how our homebuyers respond.  

 
Sources:  
1. KDVE Fox 31 –  Denver Gas Prices | Find lowest prices in Colorado  
2. Colorado Department of Labor and Employment WARN Listings for Layoffs & Separations  
3. Axios -  Coloradans in metro Denver are sticking to remote work  
4. The Denver Gazette -  Colorado Cost of Living: New home builders offer route to more affordability  
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Spotlight on the Denver Metro Rental Market  

• May rents were up month - over - month for single - family rentals but down for multi - family properties. Days on market 
and available rental inventory were both higher in May compared to the prior month.  

• Single - family median rent was $2,800 in May, up from $2,753 in April. However, May's median rent was down three per-
cent compared to the same period last year. Median days on market increased to 23 in May, up from April. Available sin-
gle - family rental listings also increased month - over - month.  

• Multi- family median rent was $1,465 in May, down from $1,495 in April. Multi - family rent was down four percent com-
pared to May 2025. Median days on market for multi - family rentals was 29 days, up slightly from April. Available multi -
family listings also increased month - over - month.  

 

Data and Insights Provided by:  

*listing data unavailable due to a processing error  
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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, condominiums, 
row houses, apartment buildings and high - rise residential 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 area 
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 num-
ber 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 sup-
ply. 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 available 

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 listing 
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 list-
ing 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.  

RentalBeast: Rental Beast is the National Association of Real-
tors® ’ exclusive recommended software provider in the rental 
space. With a cutting - edge platform designed to empower real 
estate professionals, and the nation's most comprehensive data-
base of more than 10 million rental properties, Rental Beast pro-
vides Realtors® with rental - centric tools simplifying every aspect 
of the rental process and is the source of rental 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  
• Steve Danyliw  
• 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. Rental data is 

provided by RentalBeast, the nation's most comprehensive data-

base of more than 10 million rental properties.  

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.  

About  

mailto:communications@dmarealtors.com
http://www.dmarealtors.com
http://www.recolorado.com/
http://www.dmarealtors.com

