
INTRODUCTION:
 The Purpose of the Stat Pack is to provide comprehensive information about the Pikes Peak Regional Real Estate Market. It is de-
signed to be a document that benefits Residential Real Estate Owners, Sellers, Buyers, Investors and Builders.  The Goal of the Stat 
Pack is to provide factual data and locate opportunities in a fluid real estate market. Real Estate sales and acquisitions are investments 
and all investments involve risk to a certain degree. We hope this document helps make your process beneficial and informed.
THE RULES:
There are many rules in a fluid real estate market, but here are a few that we believe hold true IN ANY 
MARKET (one favoring buyers; one favoring sellers; it does not matter):
•LOCATION, LOCATION, LOCATION
•MONEY IS MADE ON THE BUY
•SELLERS SET ASKING PRICES; BUYERS DETERMINE VALUE
•BUYERS BUY VALUE
•THOSE WITH POWER HAVE FEW NEEDS. THOSE WITH NEEDS HAVE LITTLE POWER
•THE HARDEST THING TO GAIN IS TRUST; THE EASIEST THING TO LOSE IS TRUST
•REPUTATION AND ETHICS ARE VALUE-ENHANCING ATTRIBUTES
• NEW RULE FOR 2009: “Is the Change Worth Your Treasure?”
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"Based on information from the Pikes 
Peak REALTOR Services Corp. ("RSC"), for the period January 1, 2005 through January 12, 2009  RSC does not guarantee or 
is in any way responsible for its accuracy.  Data maintained by RSC may not reflect all real estate activity in the market."

STRENGTHS WEAKNESSES

NEVER before seen low rates from 4.5% to 5% for 30-
year fixed notes

National Unemployment rate in excess of 7.2%

Major stimulus to reduce price has slowed Economy is spiraling, as is consumer confidence

2003 & 2004 prices with ample selection Consumer distrust of “markets” in general

OPPORTUNITIES THREATS

Too numerous to mention... Rates, selection, inventory, 
seller willingness to deal. Money is made on the Buy.

How about 10% unemployment? A job is a big qualifier 
for a loan. Employer confidence is near zero

For a mint condition seller with strong equity, compet-
ing against inflexible bank-owned properties is usually a 
winning proposition. Agents and buyers alike generally 
want a definite closing date. Offer that, and you are 
unique

With few employers headquartered in Colorado 
Springs, 2009 could be characterized by abundant lay-
offs

THE STAT PACK
OPPORTUNITY FOUND AT 
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PRICING TRENDS
The halcyon days of 2005 and 
name-your-price have been over 
for almost three years. Despite fur-
ther market erosion, the most 
dramatic effects in pricing however 
actually occurred in 2007 and early 
2008.

The distance between the “Avg. 
Price New List” and “Avg. Sale 
Price” widened in early 2008 and 
the distance between seller expecta-
tions and the actual buying activity 
remained significant until the 4th 
quarter. Sellers increasingly realis-
tic expectations of value out-paced 
buyers’ desire to purchase by 
year’s end, and the gap between 
the two narrowed by year’s end. 

The Avg. List Price continued to 
escalate throughout 2008, but this 
was not due to new listings coming 
on the market, rather old listings 
that were over $500,000 that sat for 
great lengths of time and dragged 

Pricing Trends from Jan. 2005 to Present
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2008 Pricing Trends
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Single Family Unit Comparison, 2005 to present
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LISTINGS VS. SOLDS
2009 begins with 8% fewer homes 
for sale and a rate of sale 23% 
lower than the same time in Janu-
ary, 2008. The past year saw the 
smallest number of both listings 
and sales in over a decade.

The new year begins with high un-
employment and dismal economic 
news. But it also begins with never-
before-recorded low interest rates 
and buyer perceptions that prices 
have fallen far enough to be wor-



Advice for market participants: 

SELLERS: Why would your home be worth more now than it was in 2008? or 2007? Record values presently are not  
possible. Why mention this? The temptation for a Spring Seller is that “the market is better” in the Spring. But clearly the 
demand right now is for distress sales, therefore “cheap housing”. At least 46% (and likely 55 to 60%) of December 
sales were bank-owned, foreclosures, short-sales or distressed. THIS HAS DEPRESSED APPRAISABLE VALUES. 
In some cases, values are as low as they were in 2003. A smart seller will out-condition and out-value their competition.
BUYERS: In five decades of tracking rates, 30-year fixed rates have never been this low. That doesn’t make now a 
good time to buy.  Think critically. Think in terms of “value.” If a neighborhood has an abundance of supply, prices will 
continue to fall. If a neighborhood has scarce supply, and is more established, it will more likely see appreciation than de-
preciation in 2009. There are neighborhoods right now that have not hit bottom. There are more markets where prices are 
already past bottom, and on-sale due to seasonal conditions. Evaluate which neighborhood you’re looking at carefully.   
INVESTORS: Be cautious when others are greedy. Be greedy when others are cautious. Warren Buffett’s mantra de-
fies conventional wisdom. This is not a market where you can turn-and-burn a property. This is only a market where a dis-
ciplined investor with a long-term goal in mind can set themselves up for a great future. Keep in mind financing: Fannie/
Freddie only allow 4 loans per investor, reserves are much higher, qualifications tighter. But when was the last time you 
could cashflow a home on a 15-year investment loan with 25% down? 
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Months of Inventory:

From 2000 to 2005, Supply and Demand fa-
vored sellers. The supply of housing was con-
sumed by demand anywhere from a low of 
3.7 months (2004) to a high of 5.6 months 
(2002). 
That changed with the enormous listing surge 
of 2006. The supply and demand ratios tilted 
to 6.6 in 2006, increased to 8.2 in 2007 and is 
presently at 10 months of market supply. This 
is less than the national 11 month supply of 
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Months of Inventory in December 2000 to Present

Colorado Springs Single Family Housing Supply & Demand, October 1, 2008 to December 31, 2008 by MLS 

Area #SFR ACTIVE #SFR SOLD TIME TO 
SELL

#SFR Listed Avg List Avg Sold
 Supply as of Jan 12 Demand Months Last 3 mos Price Price

BLA 367 96 11.47 201 $447,555 $257,748
BRI 240 93 7.74 137 $391,629 $310,904
CEN 272 112 7.29 201 $194,987 $160,922
EAS 220 101 6.53 174 $193,046 $175,640
F/V 486 199 7.33 344 $198,586 $170,302
FAL 169 55 9.22 127 $255,426 $185,800
N/E 280 142 5.92 211 $302,445 $208,078
N/W 163 50 9.78 90 $409,523 $369,750
NGT 157 58 8.12 94 $564,665 $360,100
PWR 342 164 6.26 287 $224,664 $183,417
S/E 270 125 6.48 235 $139,043 $108,089
S/W 304 96 9.5 171 $671,235 $457,509
TRI 344 54 19.11 180 $594,036 $456,108
WES 92 34 8.12 59 $555,200 $362,200
WPK 157 33 14.27 71 $363,944 $244,125
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Colorado Springs Single Family Housing Supply & Demand, October 1, 2008 to December 31, 2008 by 

Price #SFR ACTIVE #SFR SOLD TIME TO SELL #SFR Listed 

Supply as of Jan. 12 Demand Months Last 3 months

Under $75,000 129 102 3.79 68
$75,000 to $99,999 207 90 6.9 110

$100,000 to 
$124,999

253 141 5.38 156
$125,000 to 

$149,999
404 168 7.21 219

$150,000 to 
$174,999

429 195 6.6 223
$175,000 to 

$199,999
485 201 7.24 264

$200,000 to 
$224,999

332 143 6.97 194
$225,000 to 

$249,999
350 119 8.82 178

$250,000 to 
$274,999

237 92 7.73 129
$275,000 to 

$299,999
287 75 11.48 142

$300,000 to 
$324,999

156 48 9.75 69
$325,000 to 

$349,999
256 46 16.7 117

$350,000 to 
$374,999

124 32 11.63 55
$375,000 to 

$399,999
179 28 19.18 81

$400,000 to 
$424,999

71 16 13.31 26
$425,000 to 

$449,999
132 12 33 58

$450,000 to 
$474,999

55 12 13.75 25
$475,000 to 

$499,999
107 14 22.93 41

$500,000 to 
$524,999

39 8 14.63 19
$525,000 to 

$549,999
66 8 24.75 23

$550,000 to 
$574,999

36 4 27 13
$575,000 to 

$599,999
72 9 24 22

$600,000 to 
$649,999

66 6 33 23
$650,000 to 

$699,999
87 8 32.63 19

$700,000 to 
$749,999

40 5 24 9
$750,000 to 

$799,999
70 1 210 24

$800,000 to 
$849,999

21 4 15.75 5
$850,000 to 

$899,999
46 2 69 17

$900,000 to 
$949,999

19 0 #DIV/0! 2
$950,000 to 

$999,999
39 1 117 6

$1 mil to $1.50 mil 111 7 47.57 30
$1.5 mil to $2.0 mil 50 2 75 13
$2.0 mil & above 40 2 60 12

Total 4995 1601 9.36 2392

Market Stat of Stats: In December 2008, there were 566 total units sold. Of those, agents reported voluntar-
ily that 229 were in some way “distressed”: bank-owned, short-sold, etc. Conservatively assuming 20% of the 
market chose not to disclose this, 48% of December 2008 sales were distressed properties.



DISCUSSION:
A brutal pessimist would look at the pricing graphs on page two and conclude: “I will buy when the average price on mar-
ket intersects with the average sales price. Then I will know prices are truly at bottom.” The ever-rosy optimist looks at 
the sold prices and sees upward swings in two of the last five months and concludes: “Forces to increase prices have ar-
rived. The market has already turned.” As an advisor on markets and good investments, we say: “you only know what has 
happened, after it has happened.” 
The 2008 sales year concluded with 8330 single family sales. The year did not end with a bang, but a whimper, as 495 
units closed in December, one of the lowest monthly totals in a decade. Ten months of market inventory clogged the MLS, 
stagnant supply sitting on the open market. More than half of these are vacant. More than a third are some form of distress 
sale, a bank repossession, a home headed for foreclosure, or just plain upside-down in financing. That year is now over. 
As 2009 begins, there is a certain clarity to the market: real wages aren’t much better than they were five years ago. But 
real estate pries aren’t much higher (1 to 3% on “average”) than they were than. Interest rates are a full percent lower. And 
there are 1000 more homes to choose from. No one likes to be sold. But most consumers like to buy. If buying sounds 
“fun” the math tilts that way pretty strongly right now.
The new sales year also opens with the clarity that yes, there is a new administration in Washington on January 20th. Yes, 
we are in a recession, and guess what? We have been for over a year. So it will probably be over or improving sooner 
rather than getting worse. Yes, unemployment may hit 7 to 9% in Colorado (it is 7.2% nationally, around 6.5% in Colo-
rado Springs) and the certainty of a job goes a very long way to the certainty of buying shelter. 
The forces that have driven down prices in Colorado have been non-local for over a year. Stagnation in other markets has 
slackened our relocation dependent marketplace, credit crises knocked every borderline buyer out of the market, and cut 
backs by companies headquartered out of state pushed consumer confidence negative. But we didn’t dump gas on the fire 
like other markets. Local builders cut back drastically on production in September, 2006, pulling the plug on speculation 
permitting. Other markets (Albuquerque, Phoenix, Boise, Dallas, Las Vegas) continued to pile up new inventory as if new 
product would induce buying activity. It didn’t. So while Colorado Springs price-corrected 7.8% in 2008, other markets 
corrected 20%, 30%, even in excess of 40%... and still have 10 to 30% more to correct. Supply and Demand rules all 
markets. We are a year removed from record inventory. Most other markets are as saturated as they have ever been. 
On the private level, there is personal change. Those living change will make the market move. A married couple now has 
two kids. A family is now empty-nesting. A divorce. A promotion. A career change. A mom moving in. A dad. These per-
sonal changes are the changes that seize on low interest rates, on depressed prices, on a willingness to sell a home for less 
than what it was once worth, because there is something better out there that fits their life the way it is lived now. It takes 
a long time for these forces to grab hold. But they are at work. 
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Price #SFR ACTIVE* #SFR SOLD TIME TO SELL #SFR Listed 

*Supply as of Jan 12 Demand Months Last 3 months
$100,000 to 
$124,999

107 17 18.88 47
$125,000 to 
$149,999

120 25 14.4 62
$150,000 to 
$174,999

87 22 11.86 39
$175,000 to 
$199,999

99 11 27 48
$200,000 to 
$224,999

42 7 18 13
$225,000 to 
$249,999

24 3 24 8
$250,000 to 
$274,999

23 1 69 8
$275,000 to 
$299,999

30 1 90 11
$300,000 to 
$349,999

29 4 21.75 12
$350,000 to 
$399,999

30 0 #DIV/0! 8

Colorado Springs Condo/Townhome Supply & Demand, October 1 to December 31, 2008 by Price



CRYSTAL BALL: 
People involved with change and honest with change will be lead-
ing the market recovery which will begin in 2009. It likely will be 
less a matter of “hey, they market is a lot better” and more a sense 
of optimism, or merely a 4th quarter that wasn’t terrible, and actu-
ally saw some people go out of their way to buy homes. When sell-
ers choose to set aside principle for the opportunity to be buyers, 
that’s a sign that consumer’s aren’t acting out of the mass forces of 
conventional wisdom (“buy in this market? when prices are 
down?”), and instead are buying electively with long-term goals in 
mind. On an economic development note: that’s a highly preferable 
buying motivation compared to the buying motivation in the peak 
years of 2005. A buyer buying as a lifestyle is far riskier to the 
overall health of markets than a buyer buying due to a change in 
lifestyle. The former buys to fulfill their short-term speculative 
goals. They are totally reliant on everyone else continuing to make 
houses of cards. The latter buys to support their long-term goals. It 
no longer matters what everyone else does. The former buys with 
maximum debt, with as little personal money as possible to better 
“leverage” their position. The latter tends to buy with a substantial 
cash position. Afterall, this “change” is worth their treasure. This is 
what is active in the market now. This will improve the market. It 
won’t be sudden. But it will be a sunnier outlook. 
If you know someone who would appreciate a copy 
of this newsletter, please call or email today... 
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Single-Family Homes 
Sold, December, 2008

Trending

495 January will be up 
slightly

No. of Single-Family 
Homes Sold, 2008

Trending

8339 Down 1st qtr, rising 4th  
qtr, flat for the year  

Number of Listings 
for Sale

Trending

4951 Big increases through 
July

Avg Price Home Sale Trending

$239,204 Down 1st qtr, up 2nd 
qtr, down 1 -2% for the 

year
30-Year Fixed Rate Trending

4.80% Up, but around 5%

THE STAT PACK:
Southern Colorado’s Only Complete 
Monthly Real Estate Market Report

Benjamin Day
ERA Shields ROCKRIMMON: 
5475 Tech Center Drive
Colorado Springs, CO 80919

www.THEADVENTUREHOME.com
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