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The Seller’s Market Lives on — But Only for Homes That Are Priced Right
The chart at right shows how long a sampling of
Jeffco homes listed during the first six months of
2015 spent on the market before going under conREAL ESTATE tract. The clock is still running for 24 of those listings
TODAY
which are still active.
This chart demonstrates
why there is such a difference between the median
days on market and average days on market.
These listings have an
average days on market of
39, but a median days on
market of 12. “Median”
By JIM SMITH, means that half the listings
sold in 12 days or less and
Realtor®
half took longer than 12
days to sell. The average is so much higher than
the median because of all those homes that were
on the market for 60, 90, 180 days or longer.
Why does it happen that most homes sell quickly but others take so long to sell? The simple answer is overpricing. If a home is priced well — no
matter what the price range — it can sell quickly
and even attract multiple offers. But if it is overpriced, it can sit on the market for a long, long time.
Of those 22 homes shown as on the market 180
to 365 days, only two are sold listings and four are
currently under contract. The other 16 are all still
for sale. The listing (or sold) prices of those 22 listings is 91.1% of their original listing price and will
probably slide further before the remaining 16 listings sell.
By contrast, those 240 listings which sold in 0 to

Looking for a Service Provider?

We Have an App for That!
Golden Real Estate
now has a free app listing our preferred service
providers — electricians,
plumbers, surveyors,
structural engineers,
inspectors, masons, lenders, roofers, you name it! If you have an
iPhone, search for “Golden Real Estate” in the
App Store, and on Google Play for Android
phones.
No vendor pays to be on our app, unlike
many apps or websites. These are vendors we
or our clients have used and been pleased with
their service. This is not a static app — we’ll
continue to add — and remove — vendors
based on our and our clients’ experience.

7 days sold for an average Sample of 506 Jeffco
homes listed Jan-Jun 2015
101.1% of asking price.
That percentage would be
even higher if it weren’t for
people selling their homes
61-90
too quickly. That’s right —
too quickly!
I’m referring to the
homes that show zero
days on market, of which
there were nearly 400 in
Jefferson County this
year. Many of those
sellers would, by my calculation, have received an
Source:
average of one to two
REcolorado.com
percent more — many of
them much more — for their homes if they had waited at least two or three days before accepting a
contract. Analyzing sales from January through
June 2015, I found that homes which sold with zero
days on market sold for an average of roughly full
price, but the homes which sold in 2 to 5 days sold
for an average of 101% to 102% of asking price.
Some listing agents who got their sellers to
accept the first offer without waiting for others
may have done so because it was their buyer
and they didn’t want another agent’s buyer to
get the house. That way the listing agent kept
the entire commission instead of splitting it
with a buyer’s agent. My research showed
that of 197 such listings which sold in zero
days, 95 of them — or just under 50% —
were sold by the listing agents, doubling their
commission. By comparison, of the 198 listings which sold in five days, only seven — or
3.5% — were sold by the listing agent.
If you sold your home to a buyer which
your listing agent brought you without waiting
for additional offers, you may have left money
on the table — and in your listing agent’s pockets.
I was inspired to write on this topic because this
past week I sold a $335,000 listing for more than
$350,000, with five competing offers. The highest
offer came in on day 5 and was the result of sharing
the current best offer with each prospective buyer.

Fortunately, my seller
understood and accepted my strategy of
pricing the home at
market value instead
of at a premium, as so
many sellers want to
do. We could have
priced the home at
$350,000 and maybe
have attracted a buyer
after a week or so, but
by pricing the home at
$335,000 we drew
enough buyers to be
selective. The seller
got the closing date he
wanted and also got the buyer with the strongest
financing.
The chart below shows a five-year history of
median days on market (solid blue) and the ratio of
sold price to original listing price (green line). It
shows clearly the inverse relationship between time
on market and the ratio of sold price to listing price.
There’s no substitute for pricing a home correctly.

We are still collecting unwrapped toys for
the Christian Action Guild’s Santa Shop.
Drop off your toys anytime, day or night, in
the foyer of our South Golden Road office.
Thank you!
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