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IN A TIME OF TIGHT INVENTORY, IT
COULD BE YOUR MOMENT TO SELL
How tight is the supply of available homes
for purchase?
At the end of February, total listings in Northern
Colorado numbered 1,303, down 20 percent
from February 2015 and off 26 percent from
February 2014. Inventory is even leaner in the
region’s largest market—listings in the Fort
Collins/Wellington/Timnath area were down
11.6 percent from February 2015 and a gaping
30 percent from two years ago.
It’s also noteworthy to share that listings in
Denver in February reached a record low since
Denver-area Realtors started tracking inventory
in 1985.
For homebuyers, the challenge is twofold. First,
the shallow pool of listings means choices are
limited, particularly in the popular entry-level
price ranges. Next, with demand outstripping

supply, there’s pressure on prices to go up. That
was clear in the statistics for February, which
showed average sale prices across the region
were up 8.5 percent over a year ago. The Fort
Collins area experienced a 16.4 percent hike in
average prices, and Loveland/Berthoud prices
went up 17.2 percent. And in both of those
markets, average prices were up by roughly
$100,000 from February 2014 to February 2016.
These market conditions, however, also spell
opportunity for homeowners who would like
to move up, sell a rental property or perhaps
move to a new luxury apartment. As the rising
prices indicate, you could have even more
equity in your house than you realize. In fact, a
recent study commissioned by mortgage lender
loanDepot found that 80 percent of homeowners
surveyed underestimated the amount of value
they’ve gained in their property.
Call me for an evaluation to determine how
much equity you have in your home.

LISTINGS GETTING LOW

The following chart reflects available listings across Northern Colorado through early March

Area
FC/Wellington/
Timnath
Greeley/
Evans
Loveland/
Berthoud
Windsor/
Severance
Estes Park
Ault/Eaton/
Johnstown/
Kersey/LaSalle/
Mead/Milliken
Longmont
(Weld and
Boulder Counties)
Totals

Feb. 14

Feb. 15

% Change

Feb. 16

% Change

501

396

-21%

350

-11.6%

256

278

8.6%

221

-20.5%

181

249

37.6%

232

-6.8%

175

183

4.6%

143

-21.9%

217
227

163
202

-24.9%
-11%

93
132

-42.9%
-34.7%

206

160

-22.3%

132

-17.5%

1,763

1,631

-7.5%

1,303

-20.1%

Source: Group Research and IRES. Includes active available single-family and attached homes, but not homes that are under contract
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Follow these steps from Money to determine your
gains:

HOME SELLERS NEED TO WEIGH
THEIR OPTIONS AT TAX TIME

1. Subtract selling expenses (i.e. commissions
and other closing costs) from the sale price to
arrive at a net sale price.

If you’ve recently sold your home in Northern
Colorado, or are about to close on a sale, then chances
are you’re realizing a healthy gain on your investment.
With that in mind, it’s time to take account of the
income tax implications.

2. Calculate your basis: this is what you paid
for your home, plus certain closing expenses
such as title insurance and recording fees (but
not loan points or lender fees), as well as the
cost of permanent improvements (i.e., an
addition, or a swimming pool)

The principal question, of course, is what will
you owe on the net earnings from the sale? If you
speak IRS, then your next stop should well be IRS
Publication 523. But before you go there, we’ll share
this summary from Money magazine.

The Group’s

Guaranteed Sales Plan
Program allows sellers
a worry-free experience
and enables buyers to
make an offer without
the contingency of first
selling their current
home.

3. Your gain is the difference between 1 and 2

First of all, Money writes that your tax liability is
contingent upon how long you lived in the home.
For example, if you’re a single homeowner and spent
at least two of the last five years in the home, then
up to $250,000 in net gains on the sale are tax-free.
If you’re a couple filing jointly, then your threshold
for tax-free gains escalates to $500,000. However,
for any gains that exceed your threshold, you’ll owe
capital gains taxes.

Money tells us to be aware of exceptions to the twoyear rule. If you’re disabled, relocating for work that’s
more than 50 miles away, moving to seek medical
treatment for yourself or a relative, or for certain
“unforeseen circumstances,” then taxes on the gains
can be pro-rated. But we suggest you play it safe and
check first with a tax advisor.

THE GROUP’S GUARANTEED
SALES PLAN

And while not every house is a fit, The Group
anticipates that the program will help many people
get into their next home. In order for the Guaranteed
Sales Plan to work, both sides of the transaction need
to be operating through The Group. That is, it is only
available for clients listing and buying through the
company.

The Guaranteed Sales Plan program launched by The
Group, Inc., in February 2016, enables buyers to make
an offer without the contingency of first selling their
current home, which makes it a much stronger offer.
Through the Guaranteed Sales Plan, The Group
contracts to purchase the home at a mutually agreedupon price if it doesn’t sell within a set amount
of time.

Additionally, the program is generally restricted to
houses priced at or below $400,000.
Call me to see all the details of The Guaranteed Sales
Plan and learn if it could work for you.

NORTHERN COLORADO AT A GLANCE

The following chart reflects home price appreciation for Front Range metropolitan areas during 2015,
and how they each ranked nationally out of 266 metro areas. Note: Greeley reflects all of Weld County,
and Fort Collins-Loveland reflects all of Larimer County.
Metro area
2015 Rank
		

Greeley
Boulder
Denver-Aurora
Fort Collins-Loveland
Colo. Springs
Pueblo

Source:Federal Housing Finance Agency (FHFA)

5
7
8
11
60
53

1-year
% increase

13.8
13.52
13.49
12.35
7.33
7.79

Q4 ’15
% increase

1.68
2.27
1.45
1.12
0.28
2.65

5-year (2011-2015)
% increase

37.52
35.69
41.28
35.84
13.43
8.51

READY TO REMODEL? FIRST WEIGH THE COST AGAINST THE VALUE
All Interior Projects
Recovered Percentage of
Original Cost/Joy Score

All Exterior Projects
Recovered Percentage of
Original Cost/Joy Score

Homeowners can

expect to reap the
highest returns on
projects that cost

relatively less, according
to REMODELING
magazine’s 2016

Cost vs. Value Report.
Top 5 Projects with the
Greatest Return On
Investment

1. Attic Insulation
Fiberglass (116.9% ROI)
Average Cost: $1,268

SPORTING GOODS SUPERSTORE
SIGNALS A NEW ERA FOR
JOHNSTOWN
Its owners have dubbed it the “Disneyland” of
sporting goods stores. But for Johnstown, the new
260,000-square-foot Scheels store—due to open in
September 2017 near the intersection of Interstate 25
and U.S. Highway 34—is serious business.
The North Dakota-based company will hire 450
employees, including full-time and part-time staff,
and expects to pay an average of $55,000 in salaries
to its full-timers. The store is also catapulting the
Johnstown Plaza, an 80-acre retail division of the
larger 2534 development. By 2020, Johnstown Plaza
will include nearly 900,000 square feet of retail

space. For perspective, that’s roughly 38 percent
more square feet than the renovated Foothills Mall in
Fort Collins.
Even the Scheels store itself is a relative retail
Matterhorn. At 260,000 square feet, it’s more than
twice the size of the new King Soopers Marketplace
stores emerging recently in Colorado. Inside, Scheels
plans to install a 65-foot tall Ferris wheel and a
saltwater aquarium that holds some 160,000 gallons.
The Scheels business model also allows for 95 unique
specialty shops within the walls.
In addition to the temporary construction jobs and
related spending the store will generate for Johnstown,
the long-term outlook is for Scheels to provide $3.94
million in annual sales and property tax revenue for
the town.

Average Resale Value:
$1,482

2. Manufactured Stone
Veneer (92.9% ROI)

Average Cost: $7,519

Average Resale Value:
$6,988

3. Garage Door
Replacement (91.5% ROI)
Average Cost: $1,652

Average Resale Value:
$1,512

4. Entry Door
Replacement (Steel)
(91.1% ROI)

Average Cost: $1,335

Average Resale Value:
$1,217

5. Minor Kitchen

Leading Real Estate Companies of the World (LRE), an affiliation of more than 500 top real
estate companies serving more than 50 countries, recently honored The Group Inc. in three
different categories of achievement.
During the organization’s annual conference held in Miami, LRE selected The Group as
a finalist for the Agent Production Award, named The Group to the Momentum Club for
increasing outgoing referrals year over year, and gave The Group honorable mention for its
marketing materials in the Referral Promotions category. The Group’s Relocation Director,
Kathleen Hollerbach, was present to accept the awards.
As an affiliate of LRE, The Group is connected to firms with 3,500 offices and 120,000 sales
associates across six continents. With our LRE allies, The Group can assist individuals
purchasing or selling property in any community in the U.S. or abroad with services such as
real estate assistance, destination orientation programs, household goods move management,
and more. This is just one more way The Group has the ability to meet the real estate needs
of Northern Colorado.

Remodel (83.1% ROI)

Average Cost: $20,122
Average Resale Value:
$16,716
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$12.2 million. Estimated cost of a new lowincome housing development in northeast
$5.6 million. Price that Jax Mercantile Co. paid Greeley, located at the corner of 23rd Avenue and
for the former Kmart building at 5005 W. 120th 4th Street. The Mission Village apartments will
Ave. in Broomfield, where it will open its sixth include 50 units for families.
Colorado store. Fort Collins-based Jax also
$2.8 million. Price paid by UCHealth for 21
acquired 7.2 acres of land in the deal.
acres in south Greeley for a future medical
247. Acreage acquired by California investor The facility. UCHealth already owns Poudre Valley
True Life Companies at 4300 N. Wilson Ave. in Hospital in Fort Collins and Medical Center of
northwest Loveland. The buyer paid $3.6 million the Rockies in Loveland.
for the ground, which has been previously
38,000. Square footage for a propane service
approved for a housing development.
business at 215 E. 29th St. in Loveland. New
5. Number of Colorado communities that rank in owners plan to convert the property to a selftop 50 in the U.S. for well-being, based on the storage facility due to open in September.
2016 Gallup-Healthways Well Being Index. The
ranking covers 190 communities. Fort Collins 34. Number of apartment units proposed for a
27,455-square-foot, four-story building to be
ranked No. 4 overall.
located on the east side of College Avenue at
$1.67 million. The price paid by Fort Collins Locust Street, across from the Colorado State
investors to buy the Sunset Ridge apartments in University campus.
LaPorte. The complex spans three buildings and
$108 million. Price paid for six hotels by a
18,750 square feet.
New York investment firm, which included the
224. The number of apartment units in the Hilton Garden Inn and Hampton Inn in south
Peak View at T-bone Ranch, recently acquired Fort Collins. The deal also included two hotels in
by Steadfast Apartment REIT. The complex is Denver and two in Washington.
located at 4750 W. 29th St. in Greeley.
78. Number of apartment units that owners of
43. Number of acres in the 2534 development the existing Landmark Apartments want to add
that were recently acquired by Kansas-based near Colorado State University. The complex is
Johnstown Plaza LLC and Scheels, a sporting located at the southeast corner of Prospect and
goods store. The ground was sold by Chrisland Shields.
Real Estate Cos.
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