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Current Boulder Area Market By the Numbers 

81818181    
Number of Active Listings 
over $1 Million in Boulder 

46 over $2 million, 10 over $3 million46 over $2 million, 10 over $3 million46 over $2 million, 10 over $3 million46 over $2 million, 10 over $3 million    
 

Louisville 7, Longmont 6, Lafayette 3 

$1,150,000$1,150,000$1,150,000$1,150,000    
Average Sales Price 

in Boulder 
 

Louisville $699,949$699,949$699,949$699,949, Lafayette $654,000, $654,000, $654,000, $654,000, Longmont $533,000$533,000$533,000$533,000 

1.8%1.8%1.8%1.8%    
Unemployment Rate  
in Boulder County 
2.7% in Colorado 

4.1% in the US 

39%39%39%39%    
Percent of Properties with a Price Reduction 

in Louisville 
 

Boulder 33%33%33%33%, Longmont 28%, 28%, 28%, 28%, Lafayette 20%20%20%20% 

61616161    
Average Days on Market 

in Lafayette 
 

Louisville 61616161, Longmont 76, 76, 76, 76, Boulder 88888888    

$390$390$390$390    
Average Price per Square Foot 

in Boulder 
 

Louisville $292, $292, $292, $292, Lafayette $205, $205, $205, $205, Longmont $178$178$178$178 

Paul Dart’s Real Estate Report 
RE/MAX of Boulder, Inc. 

2425 Canyon Blvd. Suite 110 
Boulder, CO 80302 
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51%51%51%51%    
Percent of the Market Under Contract 

in Longmont  
 

Lafayette 49%49%49%49%, Louisville 48%, 48%, 48%, 48%, Boulder 44%44%44%44% 

4.875% 4.875% 4.875% 4.875% ----    5.0%5.0%5.0%5.0%    
30-Year Mortgage 

Interest Rates 
Trending up as the Fed 
continues to increase 

short-term rates 

If your home is currently listed with another Realtor, this is not an attempt to solicit the listing. Homes noted may have been sold by other companies. Data from IRES & RE Colorado MLSs 

Words cannot express our gratitude for your outstanding professional service selling our home. 

When you said “I will be here for you”, we had no idea to what extent you would go for us. Your mar-

keting was sheer genius. You met with moving companies while we were house hunting out of state, 

kept in constant contact by phone, emails and texts., set up appointments with plumbers and electri-

cians to take care of inspection issues, and finally, you talked to our relocation realtor and title com-

pany to make sure the closing out of state went without a hitch. And it did! You went way beyond the 

job description of Realtor. You are truly the “BEST”!  Pat & Bob 
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The frenzied spring season is behind us. 
We are quickly approaching the seasonal 
peak of the available number of proper-
ties on the market, and a time when those 
who had to buy have done so. From now 
through the end of the year buyers have 
less competition, and sometimes none, 
and sellers must price realistically or be 
passed over as buyers have more choices 
and are much pickier. 

 

To the right:  

Now in the 6th year of steep appreciation, 
one year longer, and at 62.6%, higher than 
any of the historic cycles since 1978.  

2018 started with historically low numbers 

of available homes on the market, igniting 

the most active spring selling season since 

the Great Recession ended here in 2013. As 

we enter the slower selling summer months,. 

the number of available properties is climb-

ing towards the middle of our “new normal” 

range of inventory. This is a very positive 

sign for buyers. 

This chart graphically illustrates the on-

set of the seasonal “Summer Slump.” 

Looking at the thick blue line, note the 

drop in the number of homes under con-

tract the at the end of May but the con-

tinuing increase in the number of avail-

able homes not under contract in the 

thick red line. The 5-year average indi-

cated in the thin blue and red lines 

shows this historic pattern. From this 

time through the end of the year, buyers 

have more to choose from and less com-

petition. 

This graph shows the number of showings in 

relation to the number of listing, just in our 

office. We can do a very good job of deducing 

what the entire market is doing because our 

RE/MAX of Boulder office has 26.6% of the mar-

ket throughout the Multiple Listing Service 

(MLS). The first 4 seasonal dips in showings 

correlate to spring break, Easter, the end of 

school and graduations, and the beginning of 

summer vacations. Note the trend-drop starting 

at the peak in the beginning of April, followed 

by the slow weeks of summer. From this time 

through the end of the year, to be competitive 

and attract the attention of buyers, sellers 

must price sharply or be passed over. 

 

Market Slides Into 

the “Summer Slump” 

From the IRES MLS 


