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April Down 50% Month-Over ïMonth 2010 : Did You 
see it Coming?  

 

Of course you did, you Savvy Realtor®!  In fact, we are closely tracking unit 
sales year over year. I had forecast last December that January through April, 
we would see volume of units sold drop to about 206 units in the Longmont 
market. The initial numbers came in at 199 units sold in  

Longmont through April. This is not unlike most of the country who are all competing with Stimulus 
units last year. After the rush to the finish line however, just about every market saw July to December of 
2010 giving back all the gains and running losses from the prior year. 

How will it change and when?  If you are only listening to the national news, and letting your clients tell 
you how bad it is, you will not be in the correct frame of mind come July and August. Especially August. 
Around August 15th you should be hearing housing numbers for July, and that they are up for the month, 
across the country. We will then spend the balance of 2011 in the black, running monthly gains over 
same month sales last year. The time to get ready is Now.  Now is also a good time to get your clients  
possibility thinking! Remember first rights? I will be closing on several of them in July. 
 
The fact is, perfect timing is NOT the order of the day, and most people that are moving up, have  
something to sell that is not exactly under contract. How do you encourage all parties? Start painting 
visuals and setting up target dates.  My clients are looking at contracted performance dates as GOALS, 
and amazingly, they are an aggressive part of their own solution, when they have a target. Truth is, I might 
have to move a closing by 2 weeks, but bottom line is, you have never seen a more motivated client than 
one that could lose what they have won, if they donôt get priced to sell. It is a good market to help your 
sellers possibility think. Just be sure that the buyer you choose to work with is equally motivated and has 
skin in the game. 

I have attached some photos from the recent mid-year conference in Washington D.C.  It was a great 
opportunity to connect with how important ñjust showing upò can be. NARôs Washington D.C. office 
also won a big design award for having green features like the roof tiles, that collect up to 10,000 gallons 
of rain water , and then redistributes it during watering times around the building. NAR also leases out 
several floors of the building that greatly helps with cash flow there, and the building is fully owned.  
They are just about 5 blocks from the Capitol and have regular contact with our Congress. 
 

I have also attached some pictures from the Washing D.C. business meeting where your State NAR  
directors recently represented district 11 (our 6 state region). Finally, our past President Deanna Dyer 
recently testified on behalf of the Government affairs committee and LAR as to the virtues of affordable 
housing through down payment assistance and the traps that entwine builders and buyers that get  
involved with Inclusionary Zoning and long term deed restrictions. We say ñlet our people goò and ñlet 
our builders goò. There is soon to be a new panel to formulate a new program that will benefit future 
homeowners who want to build equity. 
       Conôt on Page 2 
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Presidentôs Message conôt. 

Affordable housing of the future may not just be about first time buyers, as we move from 9% over age 65 to over 20% of the 
population over age 65 in the next 9 years in Boulder County.  New and more visitable (fewer steps, wider doors)  inventory is 
going to be needed, and by keeping the builders fees down, there may be hope that such inventory will be more affordable too. 

Keep your heads up, and when you get the renter calls off of your for sale signs, wanting to know if your seller would rent, re-
member that according to NARôs economist, Dr. Yun, 40 percent of all renters right now would qualify to buy a home. Ask 
them if they have tried prequalifying. I am going out with one of those house shopping next week! One of our Affiliate members 
have prequalified them, and next the inspectors, appraisers, title companies, and movers will get their share. It starts with you! 
Rates are still awesome! 

Go get óem, and as always thanks to all of our affiliates who support our business and help make it happen! 

Dave  

Presidentôs Message, conôt. 
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