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In understanding the market 

value of your property, we 

must deal with some key fac-

tors over which we have no 

control. 

 

ÅSpecific Physical Qualities of  

   Your Property 

ÅLocation 

ÅAge of House 

ÅSize of house and lot 

ÅFloor plan and architectural  

   style 

ÅMarket Conditions 

ÅInterest rates and availability        

   of financing 

ÅBuyer demand 

ÅPrices of recently sold  

   properties 

ÅState of the economy 

ÅSeasonal demand 

ÅCompetition 

ÅThe number of similar  

   properties for sale 

ÅPrices, terms, location, and  

   physical condition of those  

   properties. 

 

 

Accordingly, there are three 

factors which donõt have  

bearing on the market value of 

your home.  

 

 

They are: 

 

ÅOriginal price 

ÅNeeded proceeds; the cash  

   you want or need from the  

   sale 

ÅOpinions of other people. 

 

In determining price, there are 

basic appraisal guidelines that 

Fannie Mae, Freddie Mac, HUD, 

and the VA require from  

appraisers, including: 

 

ÅThe comparable should be 

located within a mile radius in a 

similar neighborhood,  

preferably in the same  

subdivision.   

 

ÅThe true comparable must be 

a property that has sold.  The 

sale should have closed within 

the past three to four months. 

 

ÅThe comparable should be 

within 400-square feet of living 

area to your home.  Only square 

footage of finished living area 

(heated and cooled areas) is 

used. 

 

Å Adjustments are made for 

garage/carports, patios, pools, 

basements, seller concessions. 

 

Å Age or condition of  

comparables can also make a 

difference. 

 

A property attracts the most 

excitement and interest from 

the real estate community and  

potential buyers when it is first 

listed; therefore, it is important 

your home is priced right from 

the outset.  

 

By placing your property on the 

market at a realistic price and 

terms from the very beginning, 

you maximize your opportunity 

of reaching the most qualified 

buyers and obtaining top dollar.  

 
By Serena Billmayer 
CREA Broker Associate 
 

Volume 2,  Issue 3  

MARK ET  VAL U E  

November  2009  

THE  CREA ADVANTAGE  

By: Serena Billmayer 

CREA Broker Associate 

UP ,  UP ,  AN D  AWAY !  

     

IN THIS ISSUE: 
 

Jackieõs Corner 2 
Welcome 2 
Denver Prices       3 
Top Ten List 3 

CREA Vendors 4 

 

As a result of the Denver Market strength, prices 

are moving up! The time to buy is NOW!  

 

Median sold price = $220k up from $210k last month  

 

Average Sold price= $262k up from 254k last month  

 

As a result of high - end homes listing but not 

selling, the average price was $538k up from $532k 

last month.  

 
Realtytimes.com  

 

From Our Family To Yours,  
Have a Happy and  

Healthy Thanksgiving! 



 
 

   Pending home sales have 
 increased for seven straight 
months, the longest in the  
series of the index which began 
in 2001, according to the  
National Association of  
Realtors®.The Pending Home 
Sales Index ,* a forward looking 
indicator based on contracts 
signed in August, rose 6.4  
percent to 103.8 from a reading 
of 97.6 in July, and is 12.4  
percent above August 2008 
when it was 92.4.     
   The index is at the highest level 
since March 2007 when it was 
104.5.Lawrence Yun , NAR chief 
economist, said not all contracts 
are turning into closed sales 
within an expected timeframe. 
ñThe rise in pending home sales 
shows buyers are returning to the 
market and signing contracts, but 
deals are not necessarily closing  
because of long delays related to 
short sales, and issues regarding 
complex new appraisal rules,ò he 
said. ñNo doubt many first-time 
buyers are rushing to beat the 
deadline for the $8,000 tax credit, 
which expires at the end of next 

month.òThe Pending Home 
Sales Index in the Northeast 
jumped 8.2 percent to 85.3 in 
August and is 12.0 percent 
higher than  
August 2008. In the Midwest 
the index rose 3.1 percent to 
90.8 in August and is 7.6 per-
cent above a year ago.  
   In the South, pending home 
sales increased 0.8 percent to 
an index of 104.6 and is 8.2 
percent above August 2008. In 
the West the index surged 16.0 
percent to 130.5 and is 22.3 
percent above a year ago. Yun 
explained. ñPerhaps the real 
question is how many transac-
tions are being delayed in the 
pipeline, and how many are 
being cancelled? Without  
historic precedents, itôs  
challenging to assess.òYun also 
noted that the data sample 
coverage for pending sales is 
smaller than the measurement 
for closed existing-home sales, 
so the two series will never 
match one for one.NAR  
President Charles McMillan , a 
broker with Coldwell Banker 
Residential Brokerage in  
Dallas-Fort Worth, said  
first-time buyers need to act 
now. ñPotential first-time buyers 
must make a contract offer very 
soon to have a reasonable 
chance of qualifying for the tax 
credit,ò he said. ñCongress 
needs to extend and expand 
this program because itôs  
stimulating the economy and 

reducing inventory close to 
price stabilization 
points.òMcMillan said a sizable 
number of homebuyers already 
in the pipeline could be let 
down because of the tight 
deadline. ñWe know there is a 
pent-up demand because sales 
are below normal levels for the 
size of our population. The 
faster we absorb excess  
inventory, the sooner weôll turn 
the corner on home prices, 
prevent additional families from 
becoming upside-down in their 
mortgages, and give Wall 
Street the confidence to extend 
credit to other sectors,ò he said. 
ñEach home sale pumps an 
additional $63,000 into the 
economy through related goods 
and services, so the benefits of 
extending and expanding the 
tax credit far outweigh the 
costs.òYun said the forecast for 
home sales and prices depends 
very much on whether a tax 
credit is extended. ñAll we can 
say for certain is sales will  
decline when the tax credit 
expires because we are not yet 
on a self-sustaining recovery 
path. It also raises a risk of a 
double-dip recession,ò he said. 
ñExtending and expanding the 
tax credit is the best tool in our 
arsenal to encourage financially 
qualified buyers to stimulate the 
economy and help reduce the 
budget deficit.ò 
 
Courtesy ï Realtor.org  
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ñPotential first-time 

buyers must make a 

contract offer very 

soon to have a 

reasonable chance of 

qualifying for the tax 

creditò  

-Charles McMillan 

Colorado Real Estate Associates is excited to welcome the newest  

additions to our team! 

W E L C O M E  T O  OU R  NE W  A S S O C I A T E S  

Annette Anderson 

Broker Associate 

 

Deanna Gussman  

Broker Associate 

 

Lynne Ellerbrock  

Broker Associate 

 

 

Letty Lamping 

Broker Associate 

 

Chris Veene 

Broker Associate 

 

 

To Become  A Member of Our Growing Team,  

 

Contact Tony at  

 

720-880-2288 or 720-933-8669 

 

or visit us at 

www.ColoradoRealEstateAssociates.com 

http://www.realtor.org/research/research/phsdata
http://www.realtor.org/research/research/phsdata
http://www.realtor.org/research/chief_economist_bio
http://www.realtor.org/about_nar/fullbio_mcmillan


The CREA Advantage  

   Denver Business Journal - by 
Mark Harden   
 
   Home prices in the Denver area rose 
in July for the fifth straight month, and 
prices are creeping closer to where 
they were a year ago, according to 
Standard & Poor's  closely watched 
S&P/Case-Shiller Home Prices Index. 
   Home prices in Denver rose 1.5  
percent in July from the previous 
month, according to the index report, 
released Tuesday. That follows a 2.5 
percent month-over-month rise in 
June, a 1.3 percent increase in May, a 1.5 percent rise in April and a 0.1 percent gain in 
March. Those increases followed month-over-month price declines in January and  
February.  As for year-over-year changes, Denver home prices fell 2.9 percent in July 
from the same month in 2008, down from the 3.6 percent year-over-year decline in June 
and the 4.6 percent drop in May. 
   Denver's year-over-year decline in July was the third-smallest of any of the 20 U.S. 
cities tracked by the Case-Shiller Index, bested only by Cleveland (a 1.3 percent decline 
from July 2008) and Dallas (a 1.6 percent decline). All 20 cities declined to some extent.  
The average year-over-year skid among the 20 cities was 13.3 percent, with Phoenix 
posting the biggest decline: 28.5 percent. 
   As for month-over-month results, Denver's price increase was slightly smaller than the 
20-city average rise of 1.6 percent. All but two cities (Las Vegas and Seattle) posted 
price gains on the month, with Minneapolis on top at 4.6 percent. 
   "The rate of annual decline in home price values continues to decelerate and we now 
seem to be witnessing some sustained monthly increases across many of the markets," 
David Blitzer, chairman of the Index Committee at Standard & Poor's, said in a  
statement Tuesday.  Blitzer said that while the new figures "continue to support an  
indication of stabilization in national real estate values," prices may be affected by the 
scheduled Dec. 1 expiration of the federal tax credit for first-time homebuyers as well as 
anticipated higher national unemployment rates. 

The index is compiled by comparing matched-price pairs for thousands of single-family 

homes in each market. Standard & Poorôs and Fiserv Inc.  publishes it.  
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òNew figures continue 

to support an 

indication of 

stabilization in 

national real estate.ó 

-David Blitzer 

T O P  T E Nð H O M E  S E L L I N G  M I S TA K E S   

10. Waiting until Spring to sell  

(off peak season =  SERIOUS BUYERS!) 

 

9.     Not understanding the terms of the real  

        estate contract. 

 

8.     Not prepping your home for sale. 

 

7.     Sabotaging the showing (Give Buyers Space!) 

 

6.     Wasting time on an unqualified buyer 

 

5. Skimping on marketing. 

(More exposure is key!) 

 

4.    Ignoring lowball offers 

 

3.    Doing it alone without researching 1st. 

 

2.    Over-Improving 

 

1.    Over-pricing 

http://www.bizjournals.com/search/results.html?Ntt=%22Mark%20Harden%22&Ntk=All&Ntx=mode%20matchallpartial
http://www.bizjournals.com/denver/gen/Standard_&_Poor's_10261D8C3D1B4E44ADD1110C2E77B4A5.html
http://www.bizjournals.com/denver/gen/Fiserv_Inc._B1DDB09B6F594B609D2018159DD6A4A0.html
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OUR  REC OMM E ND ED  VE ND OR S  
 

Coloradorealestateassociates
.com 

Phone: 720-880-2288 

Fax: 720-880-2310 

Colorado Real  Estate  
Associates  

12001 N. Tejon st.  

Westminster, CO 

Specialty Enterprises, Inc. is a Value Added Reseller that provides substantial business solu-

tions for a variety of customers. We sell, market and represent a complete package of com-

puter supplies (hardware, software, handhelds,  networking, peripherals, media, accessories, 

paper, memory, printer and copy supplies) .Our customers come from all different types of 

businesses: High Tech, Engineering, Accounting, Health care , Graphic design , Legal, Fi-

nancial institutions, Restaurants, and Government agencies (Nationally and Locally).   

CPR Solutions 

Mention This Ad and Receive 15% off  

ANY Service! 

 

 

 

Home EnhancementsʿCommercialʿRepairsʿMaintenanceʿCarpet Cleaning 

ʿDrywall/Paint Repair 

ʿKitchen Installation/Repair 

ʿBathroom Installation/Repair 

ʿInterior Design Improvements 

ʿDuct Cleaning 

ʿCarpet/Upholstery Cleaning 

ʿHeating & Air Improvements 

ʿGeneral Home Improvements 

ʿLandscaping 

ʿExterior Improvements 

ʿGreen Enhancements 

ʿAnd Much More! 

CALL TODAY!     720-880-2290 

Tami Schell 
Capital Title 

12001 N. Tejon St. Suite 122 

Westminster, CO 80234 

 

720-880-2236 Direct 

720-880-2311 Fax 

303-550-3765 Cell 

Tami@capitaltitle.us 

www.capitaltitle.us 

 

http://www.capitaltitle.us/

