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Realtor ®  Insights:  

• The market is seeing multiple offers on homes that are truly dialed in —well -

staged, clean, in great condition, located in strong areas with desirable views and 
priced appropriately. It ’s not the frenzy of the COVID years, but the best listings 
are receiving two to three offers and typically selling at asking price or $10,000 to 
$15,000 over.  

• A newer trend has emerged in the Denver market over the past few years, with 

more homes hitting the market on Wednesday or Thursday instead of Thursday 
or Friday ahead of the weekend. Especially during ski season —yes, even this 
year—buyers are leaning toward showings later in the week to preserve their 
weekends.  

Local News:  

• The City of Denver is a finalist to host the 2028 Democratic National Convention, 

which would mark its first time hosting the event since 2008.    

• The Colorado Department of Local Affairs awarded more than $13 million to 

upgrade infrastructure in four Front Range communities.   

• Denver launched a public process on Feb. 26 to update its energy code for new 

and renovated small buildings, including single - family homes and duplexes. The 
proposed updates would extend efficiency and electrification - readiness stand-
ards that began in 2023 with energy compliance goals for large commercial and 
multi - family buildings.  

• Newly released plans offer a clearer look at an ambitious $300 million proposal 

to transform a full block of downtown Denver office space into a vibrant “vertical 
village, ” featuring apartments, restaurants and an art - activated public plaza.  

• Colorado real estate agents are being warned about a new scam where criminals 

pose as potential buyers to steal personal information during fake Zoom meet-
ings. In this scheme, “buyers ” request a Zoom meeting to begin their home 
search. When an agent clicks the meeting link, malware is installed on their com-
puter, potentially accessing files, passwords, data and, most concerning, sensitive 
client information.   

• Colorado lawmakers blocked a bill that would have allowed local communities to 

impose taxes on long - vacant homes to help fund affordable housing. Opponents 
argued it would unfairly burden property owners and be difficult to implement.  

• Colorado homeowners ’ insurance premiums are rising steeply due to costly 

severe storms. In many areas, hail, not wildfire, is the leading driver of rate in-
creases.  

• Denver ’s Skyline Park is undergoing a $30 million overhaul, its second major 

redesign since opening in 1973, with completion expected in 2027. The project 
will remove barriers and add flexible green space to better activate the down-
town gathering spot.  

• Denver City Council approved a $12.7 million pedestrian bridge to connect the 

National Western Center with nearby transit, improving access across rail lines 
ahead of the campus ’s next major development phase.  

 

National News: . 

• Two Democrats joined Republicans on a legislative panel to reject a proposal 

that would have made several changes to eviction filings and proceedings, in-
cluding requiring judges to suppress certain court records.  

• Older homeowners, particularly those 70 and older, tend to see lower returns 

when selling their homes compared to younger sellers. Their properties often 
reflect deferred maintenance and are more likely to be sold privately or to inves-
tors, limiting competition and potentially lowering sale prices.  

• Homeowners are increasingly replacing traditional grass lawns with more sus-

tainable, low - maintenance alternatives such as native plants, stone and ground-
covers. These options help conserve water, reduce upkeep and support biodiver-
sity.  

• Single women now make up a significantly larger share of U.S. homebuyers than 

single men, continuing to outpace them in homeownership. This trend highlights 
both the ambition and financial commitment of single women, as well as poten-
tial opportunities to expand homeownership among single men.  

• Lithium batteries are becoming one of the fastest - growing home fire risks, ac-

cording to Kord Fire Protection in Los Angeles.   
Mortgage News:  

• Mortgage rates have dipped below six percent for the first time since 2022, with 

the 30 - year fixed averaging approximately 5.98 percent. The move offers mean-
ingful psychological and affordability relief, has already boosted refinancing 
activity, and could gradually encourage more buyers to re - enter the market if 
sustained.  

• Lower mortgage rates are a positive sign heading into the critical spring market, 

giving today ’s buyers more purchasing power than they had a year ago. For ex-
ample, a buyer putting 20 percent down on a $400,000 median - priced home 
would pay approximately $1,916 per month in principal and interest, compared to 
$2,105 last year, a savings of about $189 per month.  

Quick Stats:  

• The historical average number of active listings in February (1985 – 2025) is 

12,396.  

• The record - high February occurred in 2006, with 25,484 listings, while the rec-

ord - low was set in 2022 with just 1,226 listings.  

• Historically, active listings increase an average of 0.45 percent from January to 

February. This February ’s 9.24 percent increase represents the fourth - largest 
percentage gain on record, behind 2001’ s 23.0 percent increase.  

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 ®  

As the calendar moved through February, the Denver Metro real estate market found itself at a familiar crossroads: the qui-
et of winter beginning to give way to the energy of the spring buying season. Each year, this transition marks one of the 
most telling moments in the market, as buyers who have been waiting on the sidelines start to re - engage, sellers begin 
preparing their homes for listing and the pace of activity slowly builds momentum. This year, that seasonal shift is unfoldin g 
against a backdrop of meaningful change. Inventory levels, pricing dynamics and buyer behavior have all evolved.  
 
Buyers who entered the market early this year have benefited from softer pricing and lower mortgage rates. Inventory on 
the market that carried over from 2025 largely represented motivated sellers, negotiating on price and concessions. Mort-
gage interest rates saw a steady decline in February and ended the last week of the month below six percent, giving buyers 
a nudge and homeowners waiting to refinance a little relief. The median sale price for attached homes was down 5.25 per-
cent from a year ago, and down 2.25 percent for detached homes. This combination, along with unseasonably warm 
weather, led to increased buyer activity in February, reflected in pending properties, which were up 29.26 percent month -
over - month and 15.27 percent year - over - year.    
 
New listings increased 12.15 percent in February, providing eager buyers with a fresh batch to choose from. Many proper-
ties that were competitively priced, in prime locations and condition, received multiple offers. Buyers are selective in this  
market, but they ’re prepared to move quickly when the right opportunity comes along. On the flip side, homes that were 
overpriced and needed updating spent much longer on the market, attracting the bargain hunters. Both types of buyers 
were active in February, as reflected in the days in the MLS, which decreased month - over - month for both attached and 
detached properties, down 30.16 percent and 40.00 percent, respectively. Additionally, the number of closed properties 
increased by 29.89 percent. The close - price - to- list- price ratio increased to 98.70 percent month - over - month, reflecting 
healthy buyer activity relative to new listings entering the market.  
 
Year - to- date, 2026 is lagging 2025, with sales volume down 13.17 percent and median price down 2.21 percent. The recali-
bration of inventory and buyer demand experienced over the past three years continues to adjust the Denver market. How-
ever, February ’s activity shows strong momentum into the warmer spring months. Buyers continue to have choices, and 
sellers are seeing fewer days in the MLS. This balances supply and demand for a healthy market.    
 
Mortgage rate fluctuations will continue to be a start - and - stall pressure point for buyers. Exploring rate buydowns and al-
ternative loan terms, such as ARMs, can help reduce the whiplash buyers feel, allowing them to focus on finding the right 
property rather than on fluctuating rates.  
 
As spring approaches, the Denver Metro market appears well - positioned for an active season. The fundamentals are en-
couraging, including motivated buyers, improving inventory and pricing that reflects today's realities rather than yesterday' s 
expectations. Sellers who enter the market prepared and priced correctly will find a receptive audience. Buyers who stay 
focused on their long - term goals rather than short - term rate movements will find real opportunity.  
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February Data Year - to - Date | 2026 to 2022  
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Market Trends  
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Properties sold for $1 million or more  
Spring appears to be budding early for homes above $1 million in the Denver Metro area. Month - over - month, closings for detached homes between $1 
million and $1.49 million climbed 35.37 percent, while homes between $1.5 million and $1.9 million surged 65.85 percent. A sl igh t 2.13 percent dip in 
the $2 million+ tier did little to slow overall momentum, as strength in core brackets pushed weighted closing activity up an  im pressive 36.48 percent. 
Despite this momentum, homes above $1 million are taking longer to sell. Median days in MLS hit 26 in February, up 73.33 perc ent  year - over - year. 
Additionally, year - to- date sales volume in this segment was down 13.82 percent from 2025.  
 
Price - per - square - foot landed at $370 last month, below each of the past four years and roughly six percent under 2025 levels. Gi ven the broad price 
spectrum within this segment, along with a mix of attached and detached homes, this metric likely reflects a combination of s oft er pricing power and 
shifts in sales composition rather than a uniform drop in value.  
 
Outside the spreadsheets, however, the pre - spring market for this price band appears to be in full swing. Showings increased dra matically. Multiple 
offers on turnkey homes in desirable locations with hard - to- find features are absolutely (and somewhat unexpectedly) back. Preci sion pricing and 
thoughtful presentation continue to determine outcomes for sellers. When those elements align, homes are snapped up. When the y d on ’t, days in MLS 
quickly become a liability that ’s difficult to overcome.  
 
It’s early in what has already been a discombobulated new year, and Denver residents are refreshing their forecast apps, waiting  for winter storms that 
have yet to materialize. Similarly, in this market segment, data suggest we are navigating a normalization phase, with buyers  ex ercising greater selectivi-
ty, patience and leverage than in prior years. That ’s not a setback, it ’s a recalibration.   
 
February ’s highest detached sale in this segment was a six - bedroom, nine - bath, three - car estate at 181 Race Street in Denver Country Club . The prop-
erty was scooped up by a cash buyer in just nine days, closing at $8,595,000. The highest attached sale was located at 411 Ma dis on Street. This four -
bed, five - bath duplex in Cherry Creek also sold to a cash buyer for $2,925,000.  
 
Properties sold between $750,000 and $999,999  
The New Year ’s real estate hangover typically subsides a few weeks into January. By February, New Year ’s resolutions of “I’m going to buy a house this 
year ” start to take shape. For those shopping in the $750,000 - $999,999 price range, the focus is predominantly on single - family detach ed homes. 
While more buyers have entered the market, price, condition and property type still matter. With 2025 in the rearview mirror,  we  are fully underway in 
the 2026 buying season.  
 
There are dramatic differences within this price point between single - family detached and attached properties. Of the 365 sold p roperties, 346 were 
detached properties. In other words, if you were a buyer in this price range, you had a 94.7 percent likelihood of purchasing  a detached property. The 
average days in the MLS for detached homes was 56, compared to 68 for attached properties. It is not a surprise that the days  in the MLS is higher for 
attached properties, as that is an indicator of lower demand.   
 
Months of inventory (MOI) further illustrates the divide. Detached properties currently sit at 3.07 months of inventory. Buye rs looking for a detached 
property, which is the vast majority, may still face competition for well - priced, turnkey homes. Properties priced correctly and  in good condition are 
moving quickly, while homes needing updates or priced unrealistically are lingering. Attached properties, by contrast, have 7 .63  months of inventory. 
Out of the 145 listings, only 19 closed. Sellers in this segment who want to compete may need to consider meaningful price ad justments.    
 
I recently had a listing that closed in February that I was initially concerned about. Had it been listed in the fourth quart er of 2025, I ’m not sure it would 
have sold. The home sits on a slightly busier street with highway visibility. However, with increased buyer activity at the s tart of the year, it sold in just 
two days. While it ’s impossible to know whether it would have sold last year, one thing is clear: buyers are ready to make moves in  2026. It is sti ll diffi-
cult to predict what summer activity will bring. For sellers debating whether to list now or wait, taking advantage of the ea rly- year buyer activity may be 
in their best interest.   

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  
For the $500,000 to $749,999 price segment, the spring market is ramping up, albeit slower than last year. This is evidenced in 
several metrics. Compared to last year, new listings were up 5.46 percent and pendings up 6.12 percent. However, closed homes  
were down 9.47 percent, showing that January was slower than this same time last year. Still, 36.14 percent more properties w ent  
under contract in February than in January. Buyers are out shopping, cautiously looking for the best properties.  
 
This slower acceleration is also reflected in total sales volume, which was down 9.98 percent year - over - year. However, month -
over - month volume was up 3.83 percent. The market is picking up speed, with median days in the MLS down 41.07 percent to 33 
days, though that remains slower than last year ’s 28 days on market at this time.  
 
While attached homes represented only 18 percent of the market, buyers in this segment carefully evaluated the value of HOA 
communities, with total pendings down 7.79 percent compared to 2025. Detached homes were up 6.97 percent year - to- date, 
suggesting stronger demand for non - HOA properties. Sellers who clearly demonstrate the benefits of HOA living and thoughtful-
ly stage and prepare their properties are more likely to see quick offers, while those requiring work may linger on the marke t. 

Heather O ’Leary  

Member of the DMAR  

Market Trends Committee 

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



 

DMAR MARKET TRENDS | FEBRUARY 2026  
© 2026 COPYRIGHT | All rights reserved to the Denver Metro Association of Realtors®, The Voice of Real Estate® in the Denver Metro Area.                                                                                                  17 

#DMARstats  

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  

Chris Flanders  

Member of the DMAR Market 

Trends Committee and  

Senior Mortgage Banker with 

Commerce Bank  

Four Strategies for Funding a Child ’s Home Purchase  
A recent survey indicates that 37 percent of respondents in the U.S. purchased their home with financial support from parents  or  grandparents. 1 With 
high home prices and average 30 - year fixed mortgage rates above six percent since the third quarter of 2022 2, more families are choosing to celebrate 
significant milestones, such as graduations or weddings, by assisting their children with financial support for a home purcha se.  If you have clients who 
are in this situation, here are four strategies to consider.  
 
1. Giving cash to help with a home purchase  
Funding a down payment could reduce the child ’s monthly mortgage expenses by reducing the home loan amount or eliminating the need for private 
mortgage insurance (PMI). Gifting cash to help with a down payment or making a cash offer is straightforward, but potential f ede ral gift and estate tax 
consequences should be considered. Encourage your clients to consult with a tax accountant to understand their unique situati on.   
 
2. Assisting with a child ’s mortgage  
When your client is helping with a child ’s down payment, your client may need to have certain documents ready in advance of the mortgage application. 
First, they ’ll need to prepare a gift letter in advance that clearly states the amount of the gift. Finally, lenders typically must verif y the availability of funds 
and may ask for proof that the transfer has been made. 3 
 
3. Purchasing a home in trust for the benefit of a child  
Establishing a trust for the purpose of acquiring and holding property for the benefit of a child and their family allows you r c lient to provide direction 
over the use of the property and when ownership may eventually be transferred through the terms of the trust.  
 
If the home is purchased using a mortgage rather than outright with cash, additional considerations may apply. Many lenders r equ ire an individual to 
personally guarantee the loan, meaning the trustee or another party must agree to be personally responsible for repaying the loa n.  
 
This strategy also involves unique administrative complexities for the trustee. Using a professional corporate trustee or co - trustee can help ensure the 
trust is administered in compliance with applicable laws and fiduciary standards. It is also important for your client to con sul t with an estate planning 
attorney in conjunction with a private wealth management team to ensure the trust document is properly drafted to maintain th e o wnership and long -
term management of the property.  
 
4. Co - owning the home with your child  
Co - owning a home, where both the parent and child are listed on the title, is another way to assist with a home purchase that al lows parents to retain 
partial ownership over the property if they desire. This approach can offer a degree of control over how the property is mana ged , but it also introduces 
its own set of complexities to consider.  
 
When considering co - ownership, one of the key decisions to be made is how to structure ownership. Two common forms of legal owne rship are joint 
tenancy and tenancy in common, and each brings implications if either the parent or child co - owner passes away.  
 
Joint tenancy includes the right of survivorship, meaning that if one co - owner passes away, their share automatically transfers to the surviving co - owner. 
By contrast, tenancy in common allows the deceased parent or child ’s ownership interest to pass to beneficiaries as outlined in each person ’s respective 
estate plan, which may result in the ownership interest being transferred to someone other than a surviving co - owner.  
 
To summarize, there are several ways parents can help a child buy a home. In all situations, it ’s important to carefully evaluate all options and understand 
the complexities of each situation.   
 
 1 https://www.comparethemarket.com.au/home - loans/features/intergenerational - wealth - help/   
2 https://fred.stlouisfed.org/series/MORTGAGE30US   
3 https://selling - guide.fanniemae.com/sel/b3 - 4.3 - 04/personal - gifts  
*Commerce Bank does not provide tax advice to customers unless engaged to do so.  

https://www.comparethemarket.com.au/home-loans/features/intergenerational-wealth-help/
https://fred.stlouisfed.org/series/MORTGAGE30US
https://selling-guide.fanniemae.com/sel/b3-4.3-04/personal-gifts
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Spotlight on the Denver Metro Rental Market  

• Both single - family and multi - family rentals saw median rents increase and median days on market decrease in Feb-
ruary.  

• The median rental for single - family rentals was $2,750 in February, up from $2,720 in January and flat compared to 
the same period last year. Median days on market declined slightly to 24, down from 25 days in January but up one 
day year - over - year. Available single - family rental listings have now declined for the seventh consecutive month.  

• Multi- family median rent rose to   $1,543 in February, up from $1,445 in January and five percent higher than Febru-
ary 2025. Median days on market for multi - family rentals dropped to 23 days, down from 29 days the prior month 
and three days lower than a year ago. Available multi - family listings increased month over month.  

Data and Insights Provided by:  
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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 As-
sociation of Realtors®, The Voice of Real Estate® in the Denver 
Metro Area, provides timely, consistent and relevant monthly sum-
maries 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, Den-
ver, Douglas, Elbert, Gilpin, Jefferson and Park.  

DMAR ’s Market Trends Committee Members:  

• Andrew Abrams  

• Colleen Covell  

• Greg Cox  

• Steve Danyliw  

• Nick DiPasquale  

• Chris Flanders  

• Libby  Levinson - Katz  

• Heather O ’Leary  

• Christina Ray  

• Michelle Schwinghammer  

• Amanda Snitker  

• Susan Thayer  
 

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

Media Contact: 817- 395 - 3491 | lindsey@decibelblue.com | Lindsey 
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 join the conversation using the 
#DMARstats on social media.  

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

professionals, serves as the primary source of MLS data for the Mar-

ket Trends Committee. REcolorado.com provides the most accurate 

and up - to- date property information for Realtors®, real estate pro-

fessionals and consumers. Rental data is provided by RentalBeast, 

the nation's most comprehensive database 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 in-

cluding: 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 ASSOCATION OF REALTORS®  

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

tate® in the Denver Metro Area, is a membership - based organiza-

tion comprised of over 6,000 real estate professionals in the Denver 

Metropolitan area. The Association offers continuing education, ad-

vocacy for the real estate community and is a resource for industry 

news and market statistics. For more information, visit 

dmarealtors.com or call 303 - 756 - 0553.  

About  

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