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1519 Cannon Mountain 
Longmont - $675,000 

 
Immaculate home in SW 
Longmont. Stainless steel 

appliances, slab granite coun-
ters, backsplash & island. 

Hardwood flooring in entry 
through kitchen. 

655 Coral Street 
Broomfield - $396,200 

 
Wonderful home in an idyllic 

quarter acre setting in 
Broomfield Heights. Family 
room with brick fireplace 

and laundry/mud room area 
on the lower level.  

113 Black Mountain Ct 
Livermore - $12,000 

 
Very affordable mountain 

property close to Red Feath-
er Lakes area. In the High 

Park fire burn scar, but plant 
life is coming back! 

5422 Clover Basin Dr. 
Longmont - $520,000 

 
Listing Comments:  

Great 4 bedroom home in 
SW Longmont's Meadow 

Mountain neighborhood. All 
four bedrooms upstairs. 

Lovely screened back porch. 

What home buyers are willing to give up to live in a good school district 
 Colleges aren’t the only ones who are looking for good test scores. Homebuyers are, too. 
 Living near a good school was so important to 78% of these buyers that they compromised on their home’s 
features to make that desire a reality, according to a survey released Tuesday by Realtor.com. 
 The amenity that buyers most frequently gave up for the privilege of living near a better school was a garage 
(19% of buyers)—even though garages are the most sought-after feature among prospective home buyers, according 
to another survey from Realtor.com.  
 Home buyers also chose to forego an updated kitchen (17%), the number of bedrooms they wanted (17%) 
and outdoor living space (16%). 
 “School districts are an area where many buyers aren’t willing to compromise,” Realtor.com chief economist 
Danielle Hale wrote in the report. “For many buyers, ‘location, location, location,’ means ‘schools, schools, schools.’” 
 More than half of buyers (59%) used test scores to determine a school district’s quality. Additionally, buyers 
considered whether schools had gifted and talented programs (53%) and art and music education (49%). 
 Overall, nearly three-quarters of home buyers said that living in a good school district was important in their 
house hunt, according to the 1,000 people surveyed who closed on a home purchase this year. And among buyers 
with children, that figure jumped up to 91%. 
 Some 49% of buyers between the ages of 18 and 34 cited school district as a more important factor versus 
just 37% of those 55 and older. 
 Of course, buying in a good school district comes with a significant premium as well. A 2016 analysis from 
Realtor.com found that homes located with the boundaries for higher-rated school districts were 49% more expen-
sive on average than the median-priced home nationwide. These homes also sold more than a week faster than other 
properties. 
 Real-estate agents’ hands are tied when it comes to helping buyers. The Fair Housing Act prohibits agents 
from “steering” a buyer’s choice of home or neighborhood based on their race, ethnicity, gender, national origin, dis-
ability or familial status. As a result, an agent cannot say whether a home is located in a “good” or “bad” school dis-
trict, though they can provide objective criteria such as the school’s test scores to the buyer. 
 On Realtor.com and Zillow among other real-estate sites, prospective buyers can use search parameters to 
narrow their search for homes based on school boundaries. Additionally, buyers can determine the boundaries of the 
school district they want to live in and provide that information to the real-estate agent to hone their search. 
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Trend Report 
 As I write this, the kids are starting to head back to school. That should mean we’ve made it through the slower 
market times during the summer months and can expect to see some increased market activity now through mid-
November if the pattern of previous years holds.   
 As you can see in our showings chart, below top left, showings in mid-August are tracking above last year and the 
5 year average but below 2016 levels. We had talked about an unusually busy early May last time and that unusual strength 
was not a new pattern, just a handful of properties with very strong showing activity as showings since then have followed 
the typical seasonal pattern. 
 Single Family Available Inventory, below top right, shows that we remain at historically low levels of inventory, 
with just 7 more homes currently available than we saw at this time of the month in 2016, the only time we’ve been lower 
at this time of the year. Aside from the brief patch from mid-April through mid-July, we’ve experienced record low levels 
of available inventory throughout 2018. 
 Sales Volume, below middle left, shows we’re behind last year at this time. We’ll watch to see if sales peak in Au-
gust this year and where that peak lands. It’s hard in this current low inventory environment to judge if lower sales levels 
are indicative of anything. Are low sales showing flagging buyer demand or just reflective of lower inventory levels? 
  Months of Supply on the market, below middle right, remains firmly in the seller’s market zone although you can 
find price points and areas that are neutral markets to buyer’s markets. The highest price points in the areas outside of the 
City of Boulder are much more favorable for buyers than we’ve seen in quite some time.  
 You can see this trend in the poor UC percentage performance of the Suburban Plains in the % Under Contract 
chart bottom left. That higher end rural acreage market has never quite recovered from the Great Recession. I believe this 
is an issue of price point and changing home preferences. The very large rural home is falling out of favor when compared 
to the smaller, more urban, modern home we see with walkability to city amenities. 
 Until the available inventory levels change dramatically, I expect our overall market conditions to continue without 
significant change. The next major inflection point we’ll be looking to analyze will be the end of the year drop in Invento-
ry. Will we see another new low? If we do, how do we break out of this pattern of needing 
more sellers? Will appreciation continue, slow or reverse? We’ll be watching! Mike Malec 
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