
I spoke recently with Jaxzann Riggs, 
owner of The Mortgage Network, and she 
mentioned that FHA loans are gaining in 
popularity. She gave me reasons:  

At the beginning of the decade, 
many first-time homebuyers fa-
vored conventional loans because 
even with a small downpayment 
they could anticipate a rate of ap-
preciation that would allow them to 
eliminate the monthly mortgage 
insurance premium in the first 3-5 
years of home ownership.  

Let’s start with clarity: FHA 
loans do include mortgage insur-
ance for the life of the loan. That’s 
often the headline — and where the conver-
sation stops.  But it shouldn’t. 

In today’s market, FHA interest rates are 
typically about 0.5% lower than conven-
tional loans, and the monthly mortgage 
insurance payment is often remarkably 
similar between the two. More importantly, 
unless a borrower plans to make significant 
extra principal payments, most won’t keep a 
conventional loan long enough to ever see 
that mortgage insurance removed. On a con-
ventional loan the borrower’s loan-to-value 
ratio must be at or below 78% before lenders 
are required to remove the insurance.  

The reality is simple: most first-time buy-
ers move within 5 to 7 years. In that win-
dow, the lower FHA rate often creates a 
more affordable monthly payment, even 

with lifetime mortgage insurance. 
And there’s another key advantage many 

buyers and even some agents overlook: 
FHA allows the seller to contribute 
up to 6% of the purchase price 
toward closing costs and interest 
rate buy-downs. 
    That changes everything. 
    Instead of negotiating only on 
price, buyers can negotiate terms 
that directly improve affordability. 
Here’s what that looks like in prac-
tice: 
    A buyer purchases a $750,000 
home with no seller concessions at 
a 5.699% FHA rate. The principal 

and interest payment comes to approximate-
ly $4,195 per month. 

Now, take a more strategic approach. 
The buyer offers $772,500 — about 3% 

higher — and negotiates a 3% seller conces-
sion ($22,500). Those funds are used to buy 
down the interest rate. 

The result: a fixed rate of approximately 
5.125% and a monthly payment of about 
$4,041. 

That’s a savings of $154 per month, de-
spite the higher purchase price. While this is 
a deeply discounted rate that might not make 
sense for all buyers, the math is relatively 
simple. In this scenario, the payment savings 
would be $55,440 and after accounting for 
the increased purchase price, the net lifetime 
benefit is $32,940. If we can anticipate the 

likely duration of ownership, we can find the 
sweet spot for a discounted rate. The bor-
rower is protected against overpaying for the 
property through the FHA appraisal process. 

This is the shift buyers need to make: stop 
focusing only on price and start focusing on 
the monthly mortgage payment. 

In today’s market, structure matters more 
than ever. The buyers who understand this 
are the ones moving forward — while others 
sit on the sidelines waiting for headlines to 
change. Waiting has a cost. Rents continue, 
home prices remain supported by low inven-
tory, and opportunities like seller-funded 

buydowns don’t last forever. 
The better approach is to become in-

formed, look at real numbers, and structure 
the transaction in a way that works for you. 

FHA is not a fallback loan. Right now, for 
many first-time buyers, it may be the most 
strategic path to ownership.  

Jaxzann has over 30 years of experience, 
is a former FHA underwriter and she would 
be happy to walk you through loan options. 
You can reach Jaxzann anytime on her cell 
phone, 303-990-2992. Find several more 
paragraphs on this topic on our blog, at 
http://RealEstateToday.substack.com. 
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Affordable Bungalow Along ‘W’ Light Rail Line 
    Charming mid‑century bungalow on a full Lake-
wood lot just blocks from light rail and the growing 
Two Creeks corridor. This 2‑bed, 1‑bath home lives 
larger than its square footage with an efficient floor 
plan, abundant natural light and easy flow to the 
backyard. The big, level lot offers room to garden, 
play, add a garage or explore future expansion/
redevelopment options—rare at this price point. 
Inside you’ll find a clean, move‑in‑ready home that 
also invites your cosmetic updates over time. Com-
muters will love the quick access to downtown Denver, the W Line, 6th Ave and Sloan’s Lake, 
while still enjoying a quiet neighborhood feel. Whether you’re a first‑time buyer looking for an 
affordable single‑family home or an investor seeking a solid rental/land play in a rapidly improv-
ing area, this property checks the boxes. Hard to find a true detached home on a full lot in Lake-
wood at this price—don’t miss it. More info and details at www.GRElistings.com.  

$350,000 

Just Listed: 2-BR Unit in Cherry Creek Townhomes 
     This unit is offered "as is" due to the need for 
cosmetic updates, making it a great starter home. 
The community is quiet and located close to both 
bus and light rail, just a mile from the Denver Tech 
Center and convenient to I-25 and I-225 and there-
fore to the entire front range! One of the upstairs 
bedrooms was created by merging two smaller 
bedrooms. With its two large closets and separate 
windows, it could easily be made into two bed-
rooms again with the addition of a wall and second 
door. A corner fireplace in the living room was 
drywalled over but could be uncovered and made 

useable again. See interior pictures, floor plans, and a narrated video walk-through at 
www.GRElistings.com, then call your agent or Jim Smith for a private showing. 

$285,000 

Home design has always evolved with 
culture, but 2026 is shaping up to be a year 
when the shift feels especially personal. 
According to a new design outlook from 
luxury brokerage Engel & Völkers — re-
ported by Melissa Dittmann Tracey for the 
National Association of Realtors’ Styled, 
Staged & Sold blog — homeowners are no 
longer chasing trends for trends’ sake. In-
stead, they’re making choices rooted in 
wellness, comfort, and self‑expression. It’s a 
refreshing pivot away from the 
“Instagram‑ready” interiors of the past dec-
ade and toward homes that genuinely sup-
port how people live. 
1. Wellness Takes Center Stage 

What used to be considered luxury —  
saunas, cold‑plunge areas, meditation cor-
ners —  is quickly becoming mainstream. 
But wellness design in 2026 goes far beyond 
amenities. Homeowners are prioritizing 
natural light, improved air quality, and mate-
rials that feel good to the touch. Flexible 
spaces are being carved out for yoga, 
stretching, or quiet recovery. The goal isn’t 
to impress guests; it’s to create a home that 
helps its occupants feel better every day. For 
sellers, this means even small upgrades — 
like better lighting or low‑VOC finishes — 
can resonate strongly with buyers. 
2. “Feel‑Good Style” Over Rules and La-
bels 

Engel & Völkers’ design expert Jennifer 
Adams notes that homeowners are choosing 
what feels right rather than what fits a pre-
scribed style category. Soft neutrals inspired 
by stone and sand are gaining traction, as are 
patterns that mimic water or natural land-
scapes. The emphasis is on emotional im-
pact: Does this room calm me? Energize 

me? Help me focus? It’s a shift that encour-
ages more experimentation and less perfec-
tionism, something buyers increasingly ap-
preciate when touring homes. 
3. Warm, Earthy Interiors Make a Come-
back 

After years of cool greys dominating the 
market, warm tones are back in force. Think 
clay, spice, taupe, and sun‑washed browns. 
These palettes pair beautifully with textured 
materials like linen, boucle, and woven ac-
cents. The result is a home that feels ground-
ed and deeply comfortable. For sellers pre-
paring a listing, this trend offers an easy 
opportunity: swapping out a few textiles or 
accent pieces can instantly warm up a space. 
4. “Seaside Cool” Without the Beach  

Another rising aesthetic is what designers 
call “Seaside Cool” — a light, airy look 
inspired by coastal calm rather than nautical 
kitsch. Layered blues, soft greys, and natural 
woods create interiors that feel restorative 
and uncluttered. It’s a style that works espe-
cially well in Colorado, where homeowners 
often want a retreat from busy, high‑altitude 
lifestyles. The key is subtlety: no anchors, 
no seashells, just a soothing palette and 
breathable materials. 
5. Personality‑Rich Interiors Replace the 
Staged Look 

Perhaps the most encouraging trend of all 
is the return of personality. Instead of per-
fectly curated, hotel‑like rooms, homeown-
ers are embracing heirlooms, artisan pieces, 
and travel finds. Buyers increasingly want 
homes that feel lived‑in and authentic, not 
sterile. For sellers, this means you don’t 
have to hide every trace of your life. A few 
meaningful pieces can help buyers connect 
emotionally with a space. 

Five Home Design Trends Shaping How We’ll Live in 2026 


