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Market Overview  
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Realtor ® Insights:  

¶ Listing agents with homes that have been on the market for more than the 
median days should prepare sellers to expect requests for seller concessions 
as part of an offer.    

¶ Sellers of vacant homes should arrange for regular property checks if their 
home is expected to be on the market for an  extended period of time, espe-
cially if it goes days and weeks without showings.  

¶ Many buyers are sensitive to both pleasant and unpleasant odors when tour-
ing a home. A neutral scent is always the safest choice. Sellers should avoid 
strong  plug- in fragrances or artificial scents, which can make buyers wonder 
if unpleasant odors are being masked or simply make the showing uncom-
fortable.    

¶ We're in unprecedented territory with mortgage rates remaining high while 

home prices are at record levels. Buyers need more guidance, sellers need 
realistic expectations and Realtors® must work together to find solutions that 
result in  transactions getting to  the closing table. As Atlanta Realtor® Glenn-
da Baker states, "The fastest way to lose a deal is to take it personally. Every 
offer is a door. Counter it instead of thinking it's insulting." That mindset is 
exactly what's helping deals come together in today's market.  

Local News:  

¶ Colorado tourism generated a record $29.2 billion in economic impact in 
2025, though the Colorado Tourism Office's latest annual report indicates the 
pace of tourism growth is beginning to slow.  

¶ Denver Water is increasing tap fees for new homes, apartments and business-
es by up to 32 percent to help fund major infrastructure projects.  The fee 
for  a typical new single - family home within Denver will increase  to about 
$10,450, adding to housing affordability and development costs.  

¶ A new statewide poll found that 76 percent of Colorado residents worry 
about affording to stay in the state, up from 70 percent last year. Rising costs 
are causing many households to reduce discretionary spending, while others 
report delaying healthcare, struggling with utility bills or worrying about hous-
ing affordability. Renters continue to express the greatest financial concerns.   

¶ Colorado is investing approximately $18.5 million through Proposition 123 in 
five affordable housing developments across Denver that will create more 
than 400 new housing units. The projects will serve families, older adults and 
individuals transitioning out of homelessness.  

¶ The Denver City Council approved an agreement advancing construction of 
the Wynkoop Crossing Pedestrian Bridge, which will connect LoDo to the Ball 
Arena redevelopment. The bridge will accommodate pedestrians, cyclists and 
scooters and become part of the planned 5280 Trail.  

¶ Denver saw a modest increase in office attendance in June 2026 compared 

to a year earlier but continued to  rank last among major U.S. cities in return -
to - office rates. Office visits remain nearly 40 percent below 2019 levels.  

¶ Colorado homeowners may soon get more help to lower insurance costs 
through grants for hail - resistant roofs and required discounts for wildfire 
mitigation. A new state program aims to strengthen homes against extreme 
weather and reduce future insurance claims.  

¶ CBRE reported that Colorado apartment sales totaled $289 million in the first 
quarter of 2026, down from $893 million during the same period a year earli-
er. The average price per unit fell 20 percent year - over- year to $224,000.  

National News:  

¶ Starter homes are making a comeback, with roughly 220,000 more entry -
level homes on the market than four years ago. However, inventory remains 
about 300,000 short of pre - pandemic levels, and higher mortgage rates con-
tinue to make homeownership challenging for many buyers. The recovery has 
been strongest in the South and parts of the West, while the Northeast and 
Midwest continue to face limited inventory and rising prices.  

¶ Hiring slowed in June, with the economy adding just 57,000 jobs while un-
employment held at 4.2 percent. At the same time, unemployment claims 
remain historically low, suggesting employers are not making widespread 
layoffs, which could help support housing demand.  

¶ A new Consumer Federation of America study found that homeowners in 
predominantly Black communities pay 16 percent higher insurance premiums 
than those in majority - white communities, while homeowners in predomi-
nantly Hispanic communities pay 30 percent higher insurance premiums.  

¶ Transaction activity slowed across much of the housing market as mortgage 
rates remained elevated, but more affordable metro areas continued to out-
perform higher - priced markets.  

Mortgage News:  

¶ Mortgage application activity remained volatile throughout July, fluctuating as 
rates moved higher. The trend highlights that today's buyers are highly sensi-
tive to even small changes in borrowing costs.  

¶ The average 30- year fixed mortgage rate climbed to approximately 6.7 per-
cent in late July, reaching its highest level in about a year. Higher borrowing 
costs continue to impact affordability and keep many buyers on the sidelines.  

Quick Stats:  

¶ The average number of active listings in July is 15,347, based on historical 
data from 2002 to 2026.  

¶ The record - high number of active listings for July was 31,989 in 2006, while 

the record - low was 4,056 in 2021.  

¶ Active listings decreased 6.29 percent from June to July, ending the month 
with 13,115 homes on the market. While inventory typically peaks during the 
summer, this year's decline suggests sellers are bringing fewer new listings to 
market as demand continues to absorb available inventory.  

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 market has a story it tells about itself, and Denver Metro's for July was one of comparison, but not to last month. The  
temptation is always to measure today against the version of the market we remember or maybe άlikedέ better: the frenzy of 
2021, the razor - thin inventory of 2022, the home prices from 2011. That comparison rarely serves buyers, sellers or the agents. 
The market in front of us right now is the one we actually have, and July gave us a clear look at what it is: measured, patie nt 
and increasingly shaped by life circumstances.  
 
Inventory continues to rebuild at a steady pace. Active listings rose 2.91 percent from June to 13,115 at month's end, though  
supply remains 6.29 percent below where it stood last July. New listings pulled back 5.32 percent month - over- month to 5,447, 
a typical summer cooling as sellers who were going to list this year have largely already done so.  
 
Buyers are moving more slowly, and sellers are adjusting to longer timelines. Homes that closed in July spent a median of 21 
days in the MLS, up from 18 days in June, though still faster than last July's 24 - day median. The close - price- to - list- price rati o 
held at 99.0 percent, essentially unchanged from June, a sign that patience on timing isn't translating into meaningful price  
negotiation. Buyers appear to be waiting for the right home, not necessarily holding out for a discount.  
 
The combined (attached and detached) median close price came in at $605,000, up 2.95 percent year - over- year despite a 
seasonal dip of 1.54 percent from June. Closed sales fell 11.81 percent month - over- month and 5.68 percent year - over- year to 
3,667, continuing a pattern we've watched build over the past several years τtransaction volume that stays below the highs of 
the early 2020s without any of the alarm that would suggest a market in real trouble. Year - to- date, the totals back this up: 
24,958 homes have closed so far in 2026, down just two percent from the same stretch of 2025, and the year - to - date median 
price of $600,000 is essentially flat compared with last year.  
 
The balance looks different depending on what someone is buying. Looking at detached homes, active inventory rose 3.81 per-
cent month - over- month to 8,584 listings, with just under three months of supply and a median of 17 days in the MLS, well -
priced single - family homes are still finding buyers at a pace closer to a seller's market than a buyer's. The median detached 
price of $660,000 is up 1.54 percent year - over- year. Attached homes tell a different story. Active listings climbed 5.67 percent  
year- over- year to 4,531, closings fell 12.18 percent year - over- year and the median price slipped to $380,000, down 2.56 per-
cent both month - over- month and year - over- year. Condos and townhomes had a median of 40 days on market (more than 
double the detached pace) and have nearly 5.7 months of supply, squarely in buyer's - market territory. First - time and entry - level 
buyers, who lean most heavily on this segment, remain the most exposed to affordability pressure.  
 
The people moving through this market are moving because life is asking them to τa growing family, a job change, a divorce, a 
death, a downsize. Those transactions don't pause for market sentiment, and they're a large part of why sales have held as 
steady as they have. Today's 13,115 active listings remain well below the 20,000 - plus this market carried routinely between 
2008 and 2012, reminding us that the Denver Metro market isn't oversupplied by historical standards. It's simply no longer 
scarce. 
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July Data Year - to -Date | 2026 to 2022  
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Market Trends  
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Properties sold for $1 million or more  
While DenverΩs broader housing market cooled in July, the $1 million+ segment continued to chart its own course, showing resilience where other seg-
ments have softened. Year- to - date sales in this segment climbed to 3,569 transactions through July, driving sales volume up to $ 5.83 billion and delivering 
the strongest luxury market Denver Metro has seen since 2022.  
 
Luxury properties are selling 19 percent faster than the overall market, spending a median of just 17 days in the MLS compare d with 21 days across all price 
points. While detached homes continue to account for the majority of activity and volume in this market segment, luxury condo min iums were the standout 
story in July. Attached sales in DenverΩs luxury tier surged, with closings jumping 26.09 percent month - over- month and 81.25 percent year - over- year. 
Sales volume more than doubled year - over- year, soaring 108.3 percent, while price - per- square- foot climbed to $572, nearing its 2 022 high- water mark. 
 
One transaction that perfectly illustrated the strength of today Ωs luxury market was last month's highest attached sale at 155 Steele Street, Unit #1117, in 
Cherry Creek North. The three - bed, four - bath, 3,154- square- foot penthouse sold in just five days for $5.4 million, $150,000 over  asking price. Just six years 
earlier, that same penthouse took 111 days to sell, closing for $4 million, $785,000 below its original list price.  
 
In detached sales, 7 Village Road finally claimed the top spot, selling for $7.11 million in another all - cash transaction. The sale required two listing periods 
and 217 cumulative days on market before ultimately closing nearly $3 million below its original $9.98 million list price. Th is vast Cherry Hills Village estate 
rests on 2.3 acres, spans 19,553 square feet, and offers six bedroom suites, 11 bathrooms, a five- car garage, a wine cellar, an elevator, a media room and 
not one, but two laundry rooms. One for the pool house.     
 
Denver's $1 million+ market continues to operate independently from factors holding back the metro area Ωs broader housing market, buoyed by substan-
tially greater financial flexibility, making the greatest luxury in today's market not just the home itself but having the me ans to buy at all, and doing so on 
your own terms.  
 
Properties sold between $750,000 and $999,999  
Traditionally, buyers have the most options in July and August. Beginning around Independence Day, this stretch marks the las t full month before kids head 
back to school, the weather begins to cool and inventory hits its seasonal peak. In theory, this creates an opportunity for b uyers, but it doesn't necessarily 
mean sellers' expectations shift to match. That disconnect between buyer and seller expectations may become even more pronoun ced during this time of 
year.  
 
In July, there were 590 closings, a decrease of 13.24 percent compared to the previous month. This seasonal shift reflects a pullback in buyer demand. 
Because closings reflect activity from the month prior, this dip mirrors the slowdown in showing activity we saw in June. Inv entory also decreased month -
over- month, down 8.70 percent. Supply and demand ultimately drive pricing and, if this trend continues at the current price poin t, home prices could begin 
to soften. That pressure is already reflected in the close - price- to- list- price ratio, which slipped to 99.04 percent.  
 
While month - over- month swings largely reflect seasonality, year - to - date data provides a clearer picture of the overall market. I nventory is down 8.42 per-
cent compared to last year, while closed properties decreased 3.43 percent. Although both metrics declined, inventory fell at  a faster rate than closed sales, 
indicating that supply is outpacing demand. However, the type of property you are looking to buy can significantly influence your experience. Months of 
inventory (MOI) is often used as a litmus test for determining whether we're in a buyer's or seller's market.  Detached propertie s currently have an MOI of 
2.93, while attached properties sit at 6.41. In other words, buyer demand for detached properties remains more than twice as strong as it is for attached 
properties.  
 
Whether you look at month - over- month or year - to - date statistics, both point in the same direction. If you're a buyer, now is a s trong time to move. Inven-
tory remains relatively high and demand has softened, particularly for attached properties. If you're a seller, recalibrating  expectations has never mattered 
more. As we head into the fall market, invest in professional photography, stage your home well and, most importantly, price com petitively within your 
market segment. Life is about making the best decisions you can with the information available. Understanding the market is h ow you set yourself up for 
success. 

Breakdown by Price Range  

Michelle Schwinghammer  

Member of the DMAR  

Market Trends Committee 

and Denver Realtor® 

Andrew Abrams  

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  
After years of frenzy, the mid - market has quietly returned to fundamentals.  
 
In the $500,000 to $749,999 range, the summer of 2026 looks nothing like the overheated days of 2022. Year - to - date closed sales sit roughly 31 percent 
below that peak, and July alone delivered eight percent fewer closings than the same month last year. Sales volume followed t he same path, down more 
than seven percent year - over- year. Buyers are no longer writing multiple offers with escalation clauses. Sellers are no longer w atching their homes vanish 
in 48 hours.  
 
Yet, this is not a collapse. It is a reset. 
 
Detached homes continue to carry the segment, accounting for the large majority of activity and are moving at a measured pace . Median days in MLS were 
around 18 in July, with close - price- to - list- price ratios holding. It's important to note that the close - price- to - list- price rati o is based on the final list price, 
not the original list price. Pricing per - square- foot has eased only modestly. The market is simply requiring what healthy market s have always required: real-
istic pricing, move - in ready condition and patience measured in weeks rather than days.  
 
Attached homes tell a sharper story. Closings were down more dramatically both month - over- month and year - over- year. Average days in MLS stretched 
to 60 in July. Condominiums and townhomes in this price band are absorbing more slowly and with slightly greater price conces sions. Inventory that once 
sold itself now needs staging, updates, and disciplined pricing.  
 
The broader year- to - date picture reinforces the shift. New listings remain healthy, but pending and closed numbers have trended steadily lower since the 
2022 high - water mark. Days in MLS have lengthened dramatically from the four - day medians of that era, yet they remain manageable  by historical stand-
ards. Buyers have regained negotiating leverage, but sellers who recognize the changing market are still achieving strong res ults. 
 
This is the market returning to fundamentals. Price correctly. Present the property well. Understand that time on market is n o longer a failure. It is simply 
the new normal. For buyers, the window of opportunity has widened. For sellers, the premium now belongs to those who respect the data rather than fight 
it. 
 
The mid- market has stopped sprinting. It is walking again, and that is exactly where sustainable transactions are made.  

Greg Cox  

Member of the DMAR  

Market Trends Committee 

and Denver Realtor® 
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Properties Sold for $1 Million or More  


