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Analysis of Denver's Current
Real Estate Market

Does this market have legs?

By Rocky Reynebeau

ur local real estate markets
continue to have vibrancy
that we started to see in

February of this year. This is especially
the case in the entry level and moderate
price ranges. The higher price ranges
are also gaining strength but because
that market is much more elective, we
have not seen the same bounce. The
bounce is being experienced in all product types.

In large measure, this vibrancy is mostly a result of interest
rates that almost beg you to buy a home. This is good because
when housing markets get healthy that will lead to gains in the
broader economy. Every home sold has a multiplier affect in the
local economy in that it triggers a whole series of purchases -
hoses, lawn mowers, appliances, etc. So, this is good and we are
excited to see it.

Still Higher Levels of Risk

Each deal still experiences a higher-than-normal level of
uncertainty because the risk factors of appraisals, inspections and
loan underwriting continue to be at high levels. I don’t think
that’s going to change for a while because, over the last couple
years, outside forces have gunked-up real estate markets. The
market is dealing with different influences these days.

The Nose Under the Tent

Many people are still concerned about the possibility of a tax
being implemented on each real estate transaction. As of January
Ist of 2013 there will be a 3.8% tax on high-income families
where “profits” are above $500,000. This tax is to fund
Obamacare. This will effect a very, very, very small percentage of
home sellers - so don’t worry about it. It is, however, a camel’s
nose poking under the real estate tent. Does not sound like
much risk but remember that when “income tax” was enacted in
1913 it started out at 1% for very high income taxpayers.

rockyandjas

The Jury is Still Out

The jury is still out as to whether this market will have legs
beyond the low interest rates. For a local real estate market to be
totally healthy there needs to be growth and particularly job
growth with rising incomes. We still have a way to go on that.

As I write this article, there is a bit of softness but that is nor-
mal - there is always an uneasiness in real estate markets around
election time. Similar to the weakness that develops when there
is upward movement in mortgage rates or when we experience
dramatic national events. This upcoming election is an impor-
tant event when it comes to the health of our real estate markets.

Money markets are easing up again and BELIEVE IT OR
NOT we are seeing high-balance/sub-prime financing taking
place again. The very same thing that got us in trouble is back
in the mix. There are some caveats associated with those loans
but they have been re-introduced back into the mortgage mar-
kets. Gee, I thought we fixed that - crazy!

Bloom Where You are Potted

Every market - good or bad - presents opportunities and this
one is no different. We are betting on America! If that is a good
bet, then there may never be a better time to buy real estate.

Call us, we sell real estate for a living.

See related articles, “Take Advantage”. . & “Tug-of-War.”

Take Advantage of these

Interest Raters

Once-in-a-lifetime mortgage rates are not to be missed

By Jason Reynebeau
e have a unique thing
going on in our current

w national economy. You
might call it a perfect storm when it

comes to mortgage interest rates. The
stubborn economy, which con-
tinues to be sluggish, has cre-
ated an environment that

has created what might
very well be a once-

in-a-lifetime opportunity.

In response to economic sluggishness, the
Federal Reserve continues to flood our economy
with money to prop up consumer demand. This
“flooding with money” is known as quantitative easing
and we are in round three - QE3.

This is important to hear - these rates are national in nature
to fix a national problem. But, and this is a big BUT, our local
economy is not totally reflective of the national problem.
Colorado’s economy might be soft but it is not weak. We benefit
with these rates none-the-less.

What really matters of course is not the national economy but
your own personal economy. If your job status is uncertain then

a 3-4% mortgage rate means nothing to you. But, if the numer-
ous facets of your personal economy have good stability - then
you should consider taking advantage of this wonderful opportu-
nity. This is just a great time to buy, do the upgrade or down-
grade move or to refinance. It is important, in our view, to lock
into a fixed rate because QE1, QE2 and QE3 will result in infla-
tion. Interest rates always are reflective in the inflation rate - that
is an economic law. See related article on page 8.
NOTE: If you are going to refinance then it might also be a
good time to convert to a 15-year loan if you see yourself in
the home for a long time. Yeah! yeah! - why would you
pay off a 3.5% loan in an inflationary world. Because
debt free is a good thing in an uncertain world.

Give us a call if we can help you on any of your real
estate needs. It is what we do.

www.rockyjasonandjeremy.com & 303.989.5462
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How THE REAL ESTATE
MARKETPLACE REALLY WORKS!

Improve your buyer and seller skills by understanding these basic real estate principles

By Jeremy Kendall Principle #3 - Basic Pricing Strategies

hen you enter the real estate marketplace,
w either as a buyer or a seller, there are some very Assuming that the Realtor and the seller are knowledgeable of product and of current market con-
basic principles and concepts that are impor- ~ dition, there are three basic pricing strategies. The strategy employed is largely a function of the motive
of the seller. These strategies are:

tant to understand. More importantly, when you can under-

stand these principles both from your point of view and from Make it go away - Here the seller is highly motivated or money is not the
the other side then you can become very good at accomplish- most important factor. The pricing structure should always reflect the needs or
ing your real estate goals. motives of the seller.

Real estate is a very simple business that becomes very Market Value - This strategy makes sense when value is easy to define (i.e.
complicated when you throw in all the variables of all the var- lots of comparable sales) or when values are not changing. The problem is that val-
ious players. Sometimes real estate is like “pushing a rope.” ues are always changing - we always suggest the next pricing strategy.

Rocky always says “to be a good buyer” or “to be a good sell- Pushing the Envelope - Here the price is pushed to the outer edge to see
er” you need to understand some basic principles about this if there is a market there. If not then the price is tweaked to reflect the amount of
“simple business.” While all these principles interplay with activity enjoyed. This is a wonderful strategy when the seller understands the above
each other, let’s talk about them separately. principles but a horrible strategy if concrete forms around a seller’s ankles.

Remember, the market will almost always sort out the correct value on that given
day. We use this strategy about 90% of the time and it works.

There is no “right” strategy. Clearly, there are so many variables at play, all of which are a function

P rinci p I e # 1 - T he Fou r FaCtors that of the seller’s motive. We always present the three pricing strategy options to sellers and let them pick
affe ct s a I ea b i I ity the one that makes the most sense for their situation.

Again, real estate is a simple business complicated by thousands of variables. You can do better
The four factors that affect the Saleability of real estate are Price, Condition and Location under ~ when you know some of the principles involved.

the umbrella of Motivation. Understanding these factors and how they relate to one another is the Ifyou have any questions regarding this article or the buying and selling of real estate please call one of

key to understanding the real estate marketplace. us anytime at 303-989-5462. Our business is real estate.
Motivation - What is the motivation of the players. This is the umbrella that
hangs over every real estate deal. Assuming there is motivation then:

Price - Price is the most important factor affecting saleability. The price must
reflect the property’s condition and location. Price goes up when the condition and
location are good and down when bad.

Condition - The condition of a home significantly affects its value. Poor con-
dition can be compensated for in several ways. Fix the condition problem or adjust
the price to reflect the problem. One way or the other the marketplace will address
good or bad condition.

Location - Given that we cannot control the location then the price must
reflect the location, for good or bad. The only day you can control location is the
day you buy it - after that you're stuck with it.

As the market works a property, buyers and sellers become very informed with each feeling success- -
ful when they both feel they’ve done as “good as they’re going to do.” It is amazing at how effectively G reen M ou nta in Estates

the marketplace works.

Principle #2 - How the Market Talks to
the Players

The marketplace talks to you every day that a property is on the market - it communicates via activ-
ity or lack of activity. Understanding what the market is saying will greatly improve your success in
the buying or selling of real estate. Here is what the market is saying:

No activity - Providing that a home is properly exposed and it is not
Christmas day - no activity means one thing and one thing only - the price is too
high. The market is finding better products elsewhere. There are some caveats but
on balance this is a fact.

Moderate activity - no offers - This activity level implies that the
price is still too high. But, if condition and/or location are excellent you might be
able to pull it off. At this point the price probably needs to be tweaked a bit.

Good gcﬂwty - no offers - AE tbxs activity le\fe-l the marketvls basical- 14467 W. Center Drive

ly endorsing the price but probably doesn't like the condition or location of the

property. If the problem is location then the only solution is price and if it’s a con- 3 beds/3 baths ¢ 2576 + 1488 Square Feet ¢ Two-story ¢ Offered at $569,000
dition problem then correct the problem or adjust the price to reflect the condition. 3-car attached garage ¢ Magnificent $1,000,000 VIEWS of Mountains & Denver
Good activity with offers - This just means you've nailed it. Here Vaulted ceilings ¢ Contemporary styling ¢ Large gourmet kitchen ¢ Hot tub room

there is good balance between price and the property’s condition and its location. Decks off the family room, master bedroom and walkout ¢ Master suite w/office

Good job! Incredible open floor plan ¢ Wall of windows in the family room to die for

Great activity with multiple offers - Here we have fish jump- Full finished basement w/rec room and two bedrooms

ing in the boat. If this happens, especially if on the first couple days on the market, Steps from open space ¢ Close to St. Anthony’s Hospital and f;uture light rail station
the property was probably underpriced. Take it off the market, reprice it correctly Easy commute to downtown or the mountains

and put back on the market. You are not obligated to sell it if you underpriced it. Status - Active

A sale happens when both parties feel good about the deal. The marketplace is magnificently effec-
tive at sorting out value.

Rocky, Jason and Jeremy - Real Estate Professionals METRO
303-989-5462 (Office) » 303-667-7075 - Rocky’s Cell » 303-875-1840 - Jason’s Cell ¢ 720-280-6377 - Jeremy’s Cell BROKERS

ezl Estat

www.rockyjasonandjeremy.com @ rlestrocky@aol.com @ jreynebeau@aol.com @ jkendallmb@aol.com
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Village at Mountain View

. g 7 2828 S. Coors Drivi
= * StatysaSold - callfor prici
Sixth Avenue West s .
14419 W. 1st Place Lofe study + 5.CR

4 Beds/3 Baths @ Sq. Ft. 2819 + 1189 @ Two-story
2- Car Attached Garage @ Excellent Cul-de-sac location @ Large covered patio
Beautiful landscaping and great curb appeal € Large Spacious rooms
Wonderful floor plan € Open family room with fireplace @ Full-open basement
Fully-automatic sprinkler system @ Serviced by A-rate Kyffin Elementary
Hike from neighborhood to Green Mountain Open Space
Offered at $365,000 € Ready for some updating

Green Mountain Il Townhome
614 S. Youngfield Court
_ call fagaricingdetai :

etails

Large master bed gatage with good storage
Large private patio ¢ Walk to St. Anthony’s or the future light-rail

-
Green Mountain Village

13243 W. Utah Circle
3 Beds/Baths @ 2187 + 716 Square Feet @ Tri-Level w/ Basement € Offered at $275,000

2- Car Attached Garage € Wonderful curb appeal € Great-room on main level

Béauti cledgitche W, i t

Low maintenance yard 4 Great deck and covered patio ) :
Sprinkler system 9 New roof in 2011 4 Clean & neutral > : =

Close to future light rail and St. Anthony’s 4 Status - Under Contract Americana-Lakewood
g N R ' AS Lo S 485 S. Youngfield Court

5 Beds _ ths Ranch
3- Car Attached Gourmet kitchen
Great roo 1 ruction
Tons of storage & nsive hardwoods

Serene setting @ Professionally landscaped
Status - Sold - call for pricing details

Tiafinvle Green Mountain Village

Mountainside Townhome 1818 S. Youngfield Place
. 3 Beds - 3 Baths & 2388 Square Feet ¢ Bi-Level (R-Plan)
241 Youngfield Drive Wonderful Cul- '
Offered at $235,000 @ Style - Two Story @ Status - Active @ Sq. Ft. 2008 + 1124 Temg;‘l‘ft’?“ = ,
2-Story @ Bed/baths - 2/4 # Soaring vaulted ceilings ¢ Main-floor study Large office ¢ MATO0r & Workshop
New windows @ Large over-sized garage 4 Finished basement Status - Sold - call for pricing details

Taxes $1783 @ 5-pc master bath @ Private deck off master
Walk to St. Anthony’s or the future light-rail

Rocky, Jason and Jeremy - Real Estate Professionals M

METRO
BROKERS 303-989-5462 (Office) + 303-667-7075 - Rocky’s Cell + 303-875-1840 - Jason's Cell + 720-280-6377 - Jeremy’s Cell BROKERS

el Estatz

el Estatz

www.rockyjasonandjeremy.com @ rlestrocky@aol.com @ jreynebeau@aol.com @ jkendallmb@aol.com
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Our Value System

Our core values are deeply rooted in the way we do our business

By Rocky Reynebeau

The backdrop of the Rocky Mountains,
Green Mountain, South Table Mountain and
the Dakota Hogback are constant reminders of
the great place in which Jason , Jeremy and I do
our real estate business. We feel privileged to live
and work with the residents in this wonderfil
area and are proud to function with core values
that include quality services, integrity and a sen-
sible fee structure.. We like to think that we are
good people helping other good people navigate
through the maze of real estate.

h-_:-r = ol i i -
Sixth Avenue West - 4th Filing

Our hometown value system is the foundation of our business philosophy. We 108 S. Eldrldge Way
care deeply for our clients and when they entrust us to help them we take it per- Status - Active @ Offered at $475,000 @ Taxes $3,686

sonally and seriously. We treat our clients like we would want to be treated. We 4 Beds - 4 Baths ® 3344 + 1720 Square Feet @ 2-story (Expanded Innsbruck)
view our clients as adults who can make better decisions when they are presented Wonderful Custom Quality Street 4 High-vaulted ceilings 4 3-car garage

with adult information about current market pressures. Grani ® Two firepl & Sunken livi
We don't mislead our clients with feel-good statements that are not true nor ranite countertop WO fireplaces unken living room

Good Basics

shy away from mentioning things that need to be mentioned. From experience, Excellent landscaping 4 Huge fully-finished basement
we know that the worst feelings people have in a domestic real estate transaction Beautiful yard € Huge patio for entertaining 9 Serviced by A-rated Kyffin
is that feeling of being out-of-control. You cannot ever be in total control of any Great pride of ownership

real estate transaction but the feeling can be mitigated significantly by honestly
knowing what is going on.

The Truth and Respect

We place a high premium on being honest and factual. There is a great deal
of respect that develops when a relationship is built on good and honest dealings.
But, it is more than that and the question that one has to ask is this: If a rela-
tionship starts out with smoke and mirrors, when in fact do honesty and facts get
introduced into the relationship? How can a relationship start off with telling
someone what they want to hear and then switch magically to helping people
hear what they need to hear? Our values are deeply rooted - they are part of our
DNA and we don’t stray from them. We don’t ask our clients to agree with our
assessment - they just need to know what it is.

When Jason had spinal meningitis 35 years ago I gained tremendous respect
for Dr. Potts when he sat us down and told us what was happening and all the
risk and potential outcomes. Honestly, it was so hard to listen to but in the end
it gave us a small sense of control over a nearly uncontrollable event. That expe-
rience has never left me.

Real Estate is not typically a life-or-death event. But, it ranks right up there in
terms of creating uncertainty. So, we go with adult information right from the

get-go and I think people respect that.

Premiere at Mountainview
2318 S. DeFrame Court

No Fancy Footwork

When we initially meet with our selling or buying clients our conversations

are rooted in real estate. We talk about market pressures, timeline management, Offered at $3 15,000 @ Status: Active 9 Taxes: $2,267
risk management, supply vs. demand factors, condition and staging issues etc. Style: 2—Story ¢S q.Ft! 1975 & 697 @ Bed/baths: 4 /3
Most importantly we connect real estate into your own personal economy and ) . . oo
make sure we are doing the right thing. Sometimes that right thing is not to sell Soar ng vaulted Celhngs ¢ New deSlgner tile in baths @ Hardwood floors
or buy. These are the basics of real estate and of a good relationship. Well-maintained yard with sprinkler ¢ Full open basement
s s el elboic all. e sty s sl boow s o oty s el was New roof @ Air Conditioning 49 Very sharp with great pride-of-ownershi
wonderful market share - that means nothing to you. And, we most certainly never . . & Y P g P ) p
il el e lbsl iy retmraloms sl vomadkatial wrers, 155 dbene pomad Nice extras ¢ Microwave 9 Garage door opener 4 Ceiling fans € Oversized garage
how your needs plug into the market at that moment. Close to hiking and biking trails of Green Mountain and Bear Creek Lake Park

We will never talk about us, and we will never put a client in the uncomfort-
able position by asking for their business. If you feel comfortable with what we
have to say and we connect - you'll say “what do we do next?”

A Sensible Fee Structure

Our fee structure is based on the principle that we will “never charge more
than what we would be willing to pay for the service.” We have a sensible slid-
ing scale based on price and our clients do not need to “negotiate” with us. Our
fees are published in our website under the tab “Listing Interview - 25 Most
Frequent Questions.”

We do small discounts if there are two homes involved or larger discounts
when we are “registered” with a new home. We also try to do 4 Pro Bono trans-
actions a year for non self-inflicted hardships where this is no or little equity.

We are proud of our fee structure.

No Division-of-Labor

Real Estate is such a unique belly-button-to-belly-button business. In our - - -
view a deal cannot be assigned into some sort of division-of-labor because all the G reen M ou I'Ita in VI I Ia g e

various facets co-mingle with each other. We all work our own deals from start
to finish - you're not passed on to a series of assistants. If one of us is out of town 12821 W. Warren Avenue

another of us will take over. From start to finish we're with you all the way. /3 Baths ¢ 0 + 702 Square Fee

B Tri-Level w/Basement @ Offered at $255,000
2-Car a r maift@indd" @, i fl n
I always remember a famous quote by the late Reggie White of the Green Bay I ) . M o
Packers. In explaining the relationship between the players and the fans he said t f plan B N "'

“they love us and we love them.” That is a good goal - and we strive for that in all reat curb appeal  Awesome backyard rivate back patio

of our relationships. ¢ Open basement 4 Close to future light rail ¢ Close to St. Anthony’s Hospital
New roof, furnace & AC in last 10 years 4 Status - Under Contract

Rocky, Jason and Jeremy - Real Estate Professionals
303-989-5462 (Office) ¢ 303-667-7075 - Rocky’s Cell & 303-875-1840 - Jason’s Cell ¢ 720-280-6377 - Jeremy’s Cell
www.rockyjasonandjeremy.com @ rlestrocky@aol.com @ jreynebeau@aol.com @ jkendallmb@aol.com
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Lakewood Hills
166 Xenon Street
2 Beds/3 Baths & 1430 + 845 Squate Feet ® Two-story

2- Car detached Garage # High demand neighborhood & Lovely courtyard
Nice open floor plan ¢ Huge family room ¢ Beautiful fireplace & Loft

VI I Ia g e on t h e La kes Large master suite ® Kitchen with eating space ¢ Large deck
Fully-finished walkout basement # Nice home ready for your updates
101 Wal‘d Court Close to St. Anthony’s Hospital and future light rail station

Status - SOLD - Call for pricing details

Offered at $260,000 @ Status: Active @ Taxes: $1724
Style: 2-Story @ Sq.Ft: 1452 + 751 @ Bed/baths: 2/3
Soaring vaulted ceilings 4 Tons of large windows 4 5-piece master bath
A perfect setting and a great yard with excellent landscaping 4 Huge deck with views
Quiet Neighborhood 4 Back to green belt 4 Finished walk-out basement
Lots of pride-of-ownership 4 Hardwood floors and beautifully appointed
Walk to St. Anthony’s or the future light-rail

Briarwood Hills
1030 S. Briarwood Drive
3 Beds - 2 Baths ¢ 1518 Square Feet & Tri-level
Wondetful curb appeal ® Beautifully maintained ¢ Sunroom to die for!
Updated kitchen with eating space ¢ Updated baths
Beautiful hardwood floors # Exceptional pride-of-ownership
Terrific yard and lots of privacy ¢ Newer roof, furnace, AC &windows

On-demand hot water  Two solar systems - hot water & auxiliary heat
Status - SOLD - Call for pricing details

.Green Mountam Village

12285 W. Exposition Drive

5 Beds/3 Baths @ 1197 + 1197 Square Feet € Ranch Status - Under Contract
e 0 Beautiful har

Attached Gal * Amazmg updagéd kitchen @ Slab Granj
rfec bmets m
bas

Wood- burmng ﬁreplace w/ insert @ Beautlfully manicured yard 4 Covered patio

Lovely curb appeal € Awesome street 9 Close to future light rail & St. Anthony’s Green Mou ntain v.uage
Status - Under Contract € Offered at $257,500 1515 §. Zang Court

3 Beds/2 Baths 4 1918 Square Feet 4 Bi-Level
Oversized 2- Car Attached Garage 4 Incredible curb appeal @ Pride of ownership
Beautiful private backyard 4 Cul-de-sac location @ Perfectly maintained
# Clean & neutral Awesome floor plan @ Large rooms 4 Lots of light
@ Some city views from the family room
Status - SOLD - Call for pricing details

Green Mountain Village

12287 W. Ohio Drive Riva Ridge Condo
5 Beds/3 Baths € Sq. Ft. - 1197 + 1197 4 Style - ranch > Bode -2 Bathe ¢ 929 5519 VgrigthtreetSii%7 Call for orcine de
. eds - 2 Baths ¢ uare Feet ¢ Status - - or pricing details
1- Car Attached Garage 9 Beautiful hardwoods € Awesome curb appeal 1-Reserved parking Spfce o Nicely maintained ¢ No stairs Ll:rge s
@ Great street 9 Granite countertops 4 Updated baths 4 Popular floorplan Wood-buming fireplace ¢ Nice galley kitchen # Storage closet
. . . . All appliances included & Well ran HOA with Pool and tennis courts
Huge covered patio and a lovely private backyard 4 Vinyl windows 9 6 Panel doors Walk to parks and open space 15 minutes to downtown & the mountains

Close to future light rail and St. Anthony’s € 15 Minutes to downtown & Mountains Close ©; St. i\nlthor{Y’s fHOSP_ital and future light rail station
OVEl location fronting to a nice grassy area
Close to open space and wonderful parks 4 Offered at $252,000 4 ° i

fPm— Rocky, Jason and Jeremy - Real Estate Professionals METRO
BROKERS 303-989-5462 (Office) ¢ 303-667-7075 - Rocky’s Cell » 303-875-1840 - Jason’s Cell ¢+ 720-280-6377 - Jeremy’s Cell BROKERS

www.rockyjasonandjeremy.com @ rlestrocky@aol.com @ jreynebeau@aol.com @ jkendallmb@aol.com e

feal Estatz
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Real Estate Items

Ending A Co-Ownership
With A Quitclaim Deed

hen two or more co-owners want to
end their ownership rights in a
“Ipiece of property, this type of transfer of
title can take place by means of a Quitclaim
deed. The co-owner will sign over his rights
and title in the Quitclaim deed, and the
deed should then be recorded in the County
Recorder's office. An exchange of money

W s . : 2ty A
may or may not take place. A Quitclaim Panorama West I Cedar R|dqe
deed gives no warranties as to the condition of title at the time of the transfer. 12610 W. B ayau d Avenue #5

Quitclaim deeds are often used between husband and wife or between rela- ) ) : ) ) o
hat a great townhome in a wonderful location that backs to a field and provides a very spacious feeling. Plus there’s a nice

tives. Quitclaim deeds are also often used to cure technical defects in a title and . . s 3 .
Q . . R . yard space with a patio and trex deck. Just perfect for enjoying Colorado’s wonderful weather. This home has tons of
to eliminate any potential claims against the property from persons with an de-of hio and i e

pride-of-ownership and is ready to move right in!

% o MR

uncertain or potential intcr_eSt in the propert.y. .You can ask an escrow office or The main floor includes a huge family room with a wood burning fireplace, kitchen with eating space and an updated half bathroom.
attorney to prepare the thdalm deed but it is easy enOUgh to do it YOUI'Sle- Beautiful Pergo wood floors run throughout the main level. The kitchen has been perfectly updated with Maple cabinets, Corian coun-
Call us if you have questions. ters and stainless appliances. Upstairs are three bedrooms and two bathrooms. The master has a balcony, huge sliding door that lets in

tons of light and a remodeled 3/4 bathroom. The bedrooms are large and the decor is neutral. The basement is mostly finished and has
laundry hookups. It’s a great place for additional rec space or an office.
This is a wonderful home and is perfectly located. Close to the new hospital, light-rail, major highways, parks, open space and the

CheCkI ist for I ns pecti ng Rocky Mountains. Offered at $199,900.
a Home

New home or not, it pays to know what to look for in its structure, equipment
and surroundings. Though a final assessment can and will be made by your
inspector, this checklist can serve as a check list of items to observe during your
inspection. An extra set of eyes is always helpful on inspections.

@ Check the foundation, floors, walls and poured concrete.
Minor settling cracks are usually not structurally significant.
Make sure there's no evidence of water seepage or moisture
problems. If necessary, make sure there's a sump pump and be
sure there's excellent drainage. Check the
crawl space.

@ Check the condition of floor-
ing, whether plank or ply-
wood and for solid construc-
tion of bridging and joists.
Make sure there are no water
marks.

Lakewood Vista

@ Make sure the attic is sufficient-
ly insulated and ventilated.

1675 S. Cole Street - B1

Offered at $142,000 @ Status: Active 4 Taxes: $868
Style: Ranch @ Sq.Ft: 837 @ Bed/baths: 2/2
Views of the common area and pool 4 Walk-in closet 4 Master bath
New windows @ Garage parking € Storage unit 4 New water heater
Nice views of the southern front range 4 Front and back decks
Close to hiking and biking trails

@  Check that the fireplace damper is in work-

ing order, and flues to the chimney are clear.

@ Check out heating and air-conditioning systems. ~ Also, check
the hot water system -- type and gallon capacity. How long has
the present unit been in service?

@ Check the electrical service to make sure that the standard
house current, number of circuits, outlets and circuit breakers
are sufficient for everyday needs.

@  If the home is older - have the sewer scoped.
@ Bathroom and kitchen fixtures should be in good shape.

@  Check exterior lot and landscaping. Is it properly graded or
contoured? Be sure to check that fences, walls, patio and drive-
way are in good condition.

@ Be sure exterior walls are suitable to weather conditions. Check
doors and windows. Are they easy to open and close (or replace)
for storm/screen removal or installation?

@ Are the roof, gutters and downspouts in good condition?

@ s the garage door or opener in good working order?

@  Check the sprinkler system - run the system to see if the cover-

age is adequate.

Be sensible in your inspection request. The negotiated sales price typically G reen M oun ta in EStates

reflects the noted condition of the property. And, remember, it is not the job of the 929 S. Alkire Street
ller to bring a h 7 tandards. Use the i tion a jately - t
g e e R R Offered at $280,000 @ Status: Under Contract 9 Taxes: $1800

see if there are problems that you could not see to begin with.
leBi- ¢ 54 4
a b ¢ trac

Front deck to enjoy views # Serviced by excellent schools
Newer carpet & paint 4 Minutes to hiking and biking trails 4 Pristine yard with hot tub
Walk to St. Anthony’s or the future light-rail

Rocky, Jason and Jeremy - |

303-989-5462 (Office) ¢ 303-667-7075 ( Rocky’s Cell) & 30:
WWW.ROCKYJASONANDJEREMY.COM 4 RLESTROCKY@AOL.CO}

\ndapimeten] Compaies




Green Mountailn

Riva Ridge Condo
: 479 Wright Street #307
il B T F - Tl s Status - Sold - Call for details 4 Taxes - $653

co I I e g e we S E st ate Bed/Bath - 2/ F \d = erved parking
Nice kitchen with' | g lace liances included
68 Yank Way Great H Ainaififlin nership

3 Beds/3 Baths @ 1978 + 636 Square Feet @ Tri-level w/basement @ Offered at $300,000 Excellent schools # South exposure with some views @ Storage closet

Car Attached, Garage 4 Aweso en floor-plan @ Beautiful wood floors
a C poifite fi s
n nd p ti fa rtaia

Walk to future light rail & St. Anthony’s Hospital - Special Opportunity

Lots of storage in unfinished basement

Lakewood Vista Towhhome
1876 S. Cole Street

2 Beds/2 Baths uare Feet 1143 @ Style - R: Taxes - $1,228
2- Car Attac e AW Wl of th front range
Quiet Location % w@ng HOA f-ownership

Minutes to the ails reek Lake Park

Status - Sold - Call for details

Pulté at Green Mountain Village

14416 W. Yale Place

Offered at $275,000 @ Status: Active 4 Taxes: $2014
Style: 2-Story @ Sq.Ft: 1542 + 721 4 Bed/baths: 4/4
Soaring vaulted ceilings @ Beautiful granite counters 4 Custom tile and pergo floors

Custom deck € Low maintenance yard 9 Finished walk-out basement
Close to hiking and biking trails of Bear Creek Lake Park and Green Mountain

Edgewater - Complete Remodel

2242 Lamar Street
Status: Sold - Call for details ¢ Taxes: $1098

Styl /2
Everything ne € countertops
New : ers

rge yard

Briarwood Hills

11205 W. Ohio Drive Amazing Lakewood Home
3 Beds/2 Baths @ 1238 Square Feet @ Tri-Level @ Offered at $215,000 1195 Everett Court
2- Car Attached Garage € Awesome floor plan @ Beautiful Hardwoods 4 Updated 4 Beds/Baths @ 140341403 Squaze Feet $_ Status.=Sold - Call for details

kitchen - Oak cabinets ¢ Updated baths 4 Custom tile work @ Vinyl Windows ® New 2- Car Attach erie wined ¢ floorplan

Roof @ Newer high-efficiency furnace ® Perfectly Appointed & Maintained 4 Private Ogen e?t;glzkltc}len y iy caudful fircplaccs

. ] versized 2-car g k-1 ks to wooded lot
back yard @ Huge patio ® Walkout basement 4 Clean & Neutral ¢ Close to future light Walk to Light Rail station # 2 inches of ditch rights
rail & St. Anthony’s € 10 minutes to downtown or the mountains L bl et T L i ot

ly - Real Estate Professionals

¢ 303-875-1840 (Jason’s Cell) ¢ 720-280-6377 (Jeremy’s Cell)
)L.COM € JREYNEBEAURAOL.COM ¢ JKENDALLMB®@AOL.COM
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THE PRICE TuG-OF-WAR

The competing pressures of inflation, depreciation and appreciation

Historical
Inflation Rates

Yearly Decade

By Rocky Reynebeau
elative to real estate - there are three fundamental reasons why
R values either rise or fall. First, and foremost, is INFLATTON fol-
lowed by APPRECIATION and spiced up a bit with the com-
plication of DEPRECIATION. Inflation is when the cost-to-build a home
goes up; appreciation is when the ground underneath the home goes up in

Year Annual Change Change
value and depreciation is the natural aging that all building structures 2012 230.37 2.4%
: - eXPIZf}CHC?aH | has b . b . | 2011 22493 3.1%
= istorically, real estate has been a great investment because it is a natur 0 o
G reen M ou nta in I hedge against i};zﬂation. It is not alwfys a great investment however. Detroit, ;gég 22112(5)2 1_'202 2
1 2528 W. Vir g Gifm AV I where they tear down fully-depreciated homes, is a classic example. When it 2008 215:30 3:8%
‘ comes to real estate - location is everything because location, in large meas- 2007 207.34 2.8%
ure, offsets depreciation! In the end, the value of a home is a tug-of-war 2006 201.60 3.2%
between inflation, depreciation and appreciation. 2005 195.30 3.4%
Generally speaking, both inflation and depreciation are universal in 2004 188.90 2.7%
nature - the cost to build a home is similar across the country. There may (03 183.96 2.3%
Excellent with community poo be slight local differences but, for the most part, furnaces, 2 x 4’s, bricks, 2002 179.88 1.5%
@ Private back patio ¢ Master suite with walk-in closets windows, concrete, labor, etc. are similar from coast to coast. 2001 177.10 2.9%
- . = The value of the ground underneath the home, however, is not universal 2000 172.20 3.4%  31.75%
£ ¥ } - an acre of land in Beverly Hills is vastly different than an acre of land on 1999 166.60 2.2%
i et ﬁ the eastern plains of Colorado. As demand for land increases that “land” 1998 163.00 1.6%
W . ""‘i".! g 4 appreciates in value. That is what the term “location, location location” is 1997 160.50 2.3%
e , : 3 . s = all about. Supply vs. demand is reflected in appreciation. 1996 156.90 3.0%
: ,_ i 7 g 2 1995 15240  2.8%
: _M. ] WHAT CAUSES INFLATION? may Ry o
] T ' l | At its roots inflation is a simple thing - it is too many dollars chasing too 1993 144.50 3.0%
few goods. Governments control the supply of money. 70 keep prices stable 1992 140.30 3.0%
the amount of money needs to reflect an expanding or contracting econo- 1991 136.20 4.2%
< my. If the Federal Reserve wants to speed up the economy they expand 1990 130.70 5.4% 58.6%
- e - the supply and if they want to slow it down they contract the supply. On 1989 124.00 4.8%
Green MOl.I ntall‘l V| I Iage the chfa)ft }t,o the right you can see that during ch depression the lr)foﬁey 1988 118.30 4.1%
. supply was overly contracted and in the 70’s it was overly expanded. 1987 113.60 3.6%
12357 W. Mexico P lace Sometimes these decisions are purely political and they expand 1986 109.60 1.9%
Style: Ranch @ Sq. Ft 1058 + 1058 @ Bed/baths: 4/2 4 Taxes: $1834 the supply of money to make the economy move faster or to 1985 107.60 3.5%
Quiet cul-d : prop-up a naturally correcting economy. Us 1984 103.90 4.3%
Finished base lay people call this “printing money” and in 1983 99.60 3.2%
One-of-a-kin; economic circles it is called “Quantitative @ = 1982 96.50 6.2%
Quiiet cu Easing” or QE. s 1981 90.90 6.1%
Expanding the money supply manifests 1980 82.40 13.5% 112.4%
itself in lower interest rates and an easing of 1979 72.60  11.3%
lending practices. It is happening right now with the advent of QEl QE2 1978 65.20 7.6%
and QE3. Of course it is a never-ending cycle - so inflation is endemic 1977 60.60 6.5%
and we should all plan accordingly. 1976 56.90 5.6%
Too much inflation is a bad thing because it deteriorates the value of 1975 53.80 9.1%
our life savings. As a society we are generally accepting of small amounts 1974 49.30 11.0%
of inflation. This is not to judge this monetary policy but rather just to 1973 44.40 6.2%
state a fact-of-life. Again, if you look at the graph to the right you can 1972 41.80 3.2%
judge for yourself. 1971 40.50 4.4%
1970  38.80 31.1%
WHAT CAUSES APPRECIATION? 1960 29.60 22.8%
If home values were purely a function of the cost of bricks and sticks 1950 24.10 72.1%
: > then values would be the same across the country. That is clearly not the 1940 14.00 -16.2%
5 g : il 1 by Y T X case - why? Because ground is almost purely a function of supply vs. ig% 7;(6)38 1’7(1)?'(5)3"
= - demand. More people want to live in Denver than in Rockwell City, ALY AU 101.0%
G reen M ou nta n VI I Iage Iowa so ground is more valuable and thus housing is more expensive. 1913 9.90

12473 W. Tennessee Place
5 Be
2- Car Garag
Beautiful har
New sprinl

Double Header Ranch

Estates
8557 S. Davco Drive
Colop Sale with Re/Max
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Rocky, Jason and Jeremy - Real Estate Professionals
303-989-5462 (Office) ¢ 303-667-7075 - Rocky’s Cell ¢ 303-875-1840 - Jason’s Cell ¢ 720-280-6377 - Jeremy’s Cell
www.rockyjasonandjeremy.com @ rlestrocky@aol.com @ jreynebeau@aol.com @ jkendallmb®@aol.com

Continued on page 10 - Why you should buy a home now!

Bear Creek Village
13253 W. La Salle Circle

4 Beds - 3 Baths ¢
Car Attached
Excellent condition 4 Per

€ Tons of natur:

Lovely views

Customized floor plan

Mature landscaping 4 Walkout basement ready for finish 4 High-demand neighborhood

METRO
BROKERS

feal Estate
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Snowbird Condo

430 Zang Street #106
2 Beds/2 Baths 9 1174 Square Feet 9 Ranch 4 Status - Active
Reserved Parking Space #173 4 Large open floor plan 4 Clean & Neutral throughout -
Two full baths @ Laundry room 4 No stairs 9 1/2 block from an amazing park
Walk to future light rail and St. Anthony’s Hospital -
Well-maintained neighborhood 4 Pool & Tennis Courts 4 Offered at $112,000

Green Mountain Village

2258 S. Eldridge Court
Offered at $219,600 @ Status: Active ® Taxes: $1273
Style: Front to back tri-level @ Sq.Ft: 1086 @ Bed/baths: 3/2
Quiet Location # Vaulted ceilings and a nice open floor plan
# All appliances are included @ Private side patio and a great backyard
Close to hiking and biking trails

L g

. = ' | ] ‘IL-!-_!#J ; -
Capitol Hill Condo
1528 Emerson Street #1

2 Beds/1 Baths ® 659 Square Feet ¢ Ranch  Status - Active
1- reserved Parking space @ Walkers Paradise # Awesome hardwoods
Charming layout @ Great setting ® Granite countertops 4 Stainless Stove
Updated Bathroom @ French doors @ Lovely Fixtures ¢ Window AC Common
laundry areca @ Excellent common area ¢ Offered at $125,000

557 S. Gardenia Street
4 Beds - 4 Baths a @ Rais @ Taxes $3,490
Tremendous mountai ' @ Sun room with fireplace
Wrap-a ! vantag EWS!
Won . iling

Status - SOLD - Call for details

METRO
BROKERS
el Estate

Rocky, Jason and Jeremy - Real Estate Professionals
303-989-5462 (Office) ¢ 303-667-7075 - Rocky’s Cell & 303-875-1840 - Jason’s Cell ¢ 720-280-6377 - Jeremy’s Cell
www.rockyjasonandjeremy.com @ rlestrocky@aol.com @ jreynebeau@aol.com @ jkendallmb®@aol.com

Premiere at Mountainview

13811 W. Amherst Way
Ba® Taxes: $2034

b master bath

Style: 2-Story
Soaring vaulte

Wonderful d basement

State Park

T . S
" T T s R L~ o]
T -ﬂ___li_ 'h_t"‘r'lT"‘:ﬁ.'_-'

: . | e
Calahan Subdivision

7424 W. Bails Avenue

4 Be $ qUElEE Feet el
Wonderful street wit t clfll pdate ilian wood floors
New carpet, paifgilito d rge backyard
Huge trees and decKt0 enjoy rado ccial home and good value

Status - Sold - Call for details

et

Green Mountain |
12525 W. Alameda Drive

3 Beds/3 Baths ¢ 157 gre Fg wemlitory - Sold - Call for details
giluni pBEbperty ice floor plan
Hugg aiiilila nigeisi atio orts
First home b Cci ell munity pool

Close to hiking, biking, hospital and employment centers

g at Standley Lake
12442 W. 84th Circle

4 Bed s &
Oversized 2- Car G g
enjoy setting @ GreatysicctiSc

Soarin ¢ e

Status - Sold - Call for details
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Other Broker
Co/op Sales

Green Mountain Village
12724 W. 1liff Avenue
Colop Sale with Modern Real Estate

Leawood
6194 S. Eaton Court
Colop Sale with First Primus Real Estate

Amberwick
106 S. Holman Way
Colop Sale with Metro Brokers - Joe Bilicki

Morningstar
2651 S. DeFrame Circle
Colop Sale with Coldwell Banker

Charterwood
2345 S. Harlan Street
Colop Sale with Colorado Home Realty

WE ALWAYS APPRECIATE
COOPERATION WITH THE REALTOR
COMMUNITY. THANKS.

METRO
BROKERS

M=l Estate

Green Mountain
Photographer Turns Pro

hristy Lehnerz is a local photographer in our area
c who has recently decided to turn pro. She is com-

bining her love of children and families, a creative
eye, beautiful Colorado Scenery and a very reasonable price.
In growing her business she is offering ridiculously low intro-
ductory rates for newborn/infant, family and child portraits
and senior photos.

Christy’s love for photography has been revived in photo-
graphing her two beautiful children, and she loves working
with families to capture important memories and milestones in
their lives. She has experience and training in many different
areas of photography, and would love to work with local fami-
lies. You can check out her portfolio at www.lehnerzphotogra-
phy.com. Christy is a Green Mountain resident - you can
reach her at 720-935-8994 or email her at christy@lehn-
erzphotography.com. Mention this article for 10% off your
next session!

Continued -

That relatively higher demand can be for different reasons -
for example - sun-belt vs. rust-belt, growing local economy vs.
declining local economy. When home prices rise faster than
inflation - that is apprecia-
tion. For “homes” to move
from just a hedge-against-
inflation, a robust economy
is needed. Witness hous-
ing values in Denver dur-
ing the oil boom of the
70’s vs. the oil and miner-

3 5;} f.'] m ﬂ ; i ;_1 als bust of the 80.

During a growing economy

our individual wealth is expanding with higher pay based on
expanding productivity levels. For homes to truly appreciate
growth is mandated. A single family home, in a good location,
will keep us even with inflation but will move to an appreciating
investment in a growing local economy.

What Causes Depreciation

Of course this is more complicated than it appears because
while homes inflate and/or appreciate they also depreciate at the
same time. Homes depreciate when the condition is not kept up-
to-speed or the location loses demand. Depreciation is mitigated
a bit because of the constant tug-of-war between the three factors
of inflation, depreciation and appreciation. You can see examples
of depreciation in your own neighborhood where there are vastly
different prices between a well-maintained home and one that is
not well-maintained or updated. Depreciation is a fact of life also.

WHAT DOES THIS MEAN TO You!

This used to be a simple answer also because both inflation
and growth were endemic. Personally, I believe in America and
as a society I believe we have a claim on an expanding and grow-

Why you should buy a home now.

ing economy with increasing wealth for all that will work at it.
What role does real estate play in our personal lives given this tug
of war? Frankly, at worst we will have just inflation and at best
we will have both inflation and appreciation if we buy in good
locations with expanding economies. All real estate is local!

How Can | Benefit

I suppose I am just stating the obvious because I think we
all know this intuitively. Maybe I use unusual words or state it
differently, but we all know this intuitively. In any event inflation
is part of our lives and we can harvest appreciation if we buy
homes in great locations. In my view, Colorado has both of
those ducks in formation.

Most economists are predicting higher levels of inflation.
When you bump 3-4% mortgage rates up against higher inflation
there is very clear evidence that real estate will benefit. Think
about this - a 3.5% loan in a world of 5% inflation is almost like
having free money. Then there is the tax benefit. Problem
solved! In what ever way makes the most sense for you - take
advantage of these rates because they are once-in-a-lifetime rates.

Because of my fiscally conservative nature I would however
add a different twist. I would say to buy (or refi) the most sensi-
ble home (or rental) that is reflective of your family economics
and stability and finance with a 15-year loan.  Given the many
uncertainties in the world - debt-free makes sense for most peo-
ple. But, that is just me.

If it makes sense - reposition your real estate financial life to
reflect these mortgage rates. This is truly a once-in-a-lifetime

opportunity.

“Because We Believe In Living, Not Just Sunviving!”

the _
point =

ATHLETIC CLUB, INC.

Ll PEUT LA I R D COIT

s

Rocky, Jason and Jeremy - Real Estate Professionals
303-989-5462 (Office) ¢ 303-667-7075 - Rocky’s Cell » 303-875-1840 - Jason’s Cell ¢ 720-280-6377 - Jeremy’s Cell
www.rockyjasonandjeremy.com @ rlestrocky@aol.com @ jreynebeau@aol.com @ jkendallmb@aol.com
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One-Phone-Call Solutions

m Carpet Cleaning - Truck Mounted
m Area Rug Cleaning

m Upholstery Cleaning

m Tile and Grout Cleaning

m Pet Stain & Odor Removal

m Specialty Stain and Spot Removal

m Reputation - Solid

m Experience - 19 years

m Education - Certified

m On Rocky’s Best Recommendation List

ACADEMY

Services
Serving Lakewood, Golden & surrounding

communities since 1992

303-279-7214

Email: AcademyServices@comcast.net

Carpet Cleaning il 1

14518 W. Bayaud Ave.
Golden, Co 80401-5347

“Best cleaning ever... or you don’t pay” Ed Reynolds - Owner 1

Carpet - Hardwood Floors - Tile & Stone

Prestige Interiors

Green Mountain Neighbor for 42 years
Certified Installer with 26 Years Experience

Remodeling & Handyman Service
Repair, Replace, Remodel

120-364-9191

Guy Goddard 22 Years Experience
Licensed / Bonded / Insured

Dave Drelicharz
303-980-9836 - 303-748-6175

Prestigelnteriors@msn.com
Got leaks?
We fix leaks.

Wedrea Roof Sewvice offging

Ingredions - Bepairs- Mantenance - Ciagnosis
Catifications - Expet Evalualions - Leaks{ixed
FresEsglima@es —--> 0 Pressre

Call Men-Sat 203-432-842¢6
Earl-mabile 30G-638-7981

Specializinginthe repaic and maintensnce of 41l roots
i i ny; Shales = Cimangiand Shingke - Tle Ml - Agohalt -
Fadifed Mambicahes - Sage Py - Tathlrsed

em ail earl@roofocnet

Fllig s et oY ey i 74
AR

Exterine  Mesddontial

Tulerir Canamireinl

LI Y G
& Fully Rl i T L Tl Cogosfind

Wk ol @ Tewnaw Tl s Pl PP Tl i § el b s 130310

R R e L LR | PO e e Il

S - BN - 2N Tl et ws Vg bt a0 g

Wind Danmage - Plashing Problems - Fire - " Critters" - Slylights

T 4
CHERRY CREEK | ¢ coocicn.. . <

=

MORITGAGE COMPANY

Cherry Creek Mortgoge Company hay worked hord 1o build o successful busingss while
slaying dedicated 1o our values and customer-centered culture,

* Tim has worked with Reyenbeau and Co. for 14 years
* Honesty, integrity, commitment to client satisfaction is the
cornerstone of my business

o Providing FHA, VA and Conventional residential financing
* Low interest rates for purchase and/or refineancing

* Work and live in Lakewood area for 20+ years

Tim Siebenthal
Ucensed Maortgage Broker 0O MEBLO0DIZ00T NMLST 373249

T8 Uplon Bhed, 5126 Lakewssad, OO WOZIH Cell: M1 G750 380 Divect: WNS A5 098K F e 300 SNT 18]
Emaif tsiebenthaf@comachendmg com Vebsite: wanw tmlends . com

Copprghn © 301 Chesry Cresh Mosgeges Lo pesducie s ol sesilsbées oupide ul SO0 Sompsesy 1DNRILEY 300 Repuluted by

Tty 11 od Fasl Falmim wEin I'_='=_'l-l

DMD Builders, Inc.
Since 1973

WE DO WINDOWS!

Bill McFariames, Owrier
303-757-2721 - office Expert Window snd Door Replacement
303-B75-1775 - cell

o Cordifiad instaders '@;

= Enenyy RAVINGS o ’

*  Frow walirmaies

Andersen E%

o All major wirnd brands

Narm itvne »  Compelilive pricirg

Vil our Weh sile at dmdbuilders.com
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Other Broker
Co/op Sales

Conifer - Lowan
18585 Lost Horizon Drive
Colop Sale with Presidio Real Estate Group

he Summit |

14063 W. Warren Drive
Colop Sale with Real Living Properties

; il

Holland Heights
1180 Independence Street
Colop Sale with Keller Williams

Sixth Avenue West
364 Gladiola Street
Colop Sale with Metro West Real Estate Solutions

Villa West Townhomes
8331 W. Virginia Avenue
Colop Sale with Colorado Home Realty

WE ALWAYS APPRECIATE
COOPERATION WITH THE REALTOR
CoMMUNITY. THANKS.

METRO
BROKERS
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Publishers - A Family Affair
Jason Reynebeau - rlestrocky@aol.com
303.989.5462 (O) * 303.667.7075 (C)

Jeremy Kendall - jkendall@aol.com ] ]

303-989-5462 (O) ¢ 720.280.6377 (C)

Rocky Reynebeau - tlestrocky@aol.com

303.989.5462 (O) * 303.667.7075 (C)

Who Makes it Perfect

swms | Business for 37 Years

Supporters-in-Chief
Elizabeth Reynebeau
Jennifer (Reynebeau) Kendall

CIRCULATION - 14,000 +

Neighborhood Distribution

Amberwick 92
Americana Lakewood (Mom’s Hill) 85
Bear Creck Village 351
Cedar Ridge (Panorama West) 41
College West Estates 107
Fox Point Townhomes 75
Green Mountain I, IT & IIT 591
Green Mountain Estates 1051

Green Mountain Village - Pre-1970 1373
Green Mountain Village - Post 1970 2721

Morning Star 69
Highland Townhomes 13
Lakewood Hills Townhomes 90
Lakewood Visa 246
Mesa View Estates 618
Mountainside Townhomes 57
Pulte Homes 280
Riva Ridge Condos 171
Ryland Homes 391
Sixth Avenue West Proper 539
Sixth Avenue West Townhome - I & II 174
Snowbird Condos 516
Tamarisk Towhhomes 92
Tellruride and Telluride West 431
Village Homes (All Products) 676
Village on the Lakes 90
Miscellaneous Distribution

Past Clients 1,232
Relocation Companies 102
Local Realtors 890
Investors 907

Local Business with 10+ employees 340

Other Marketing Vehicles
Local and National MLS e Realtor.com
REColorado.com e Yahoo e Google
Metrobrokersonline.com e Denver’s MLS
Metrobrokersonline.com

Editor’s Notes

The only listings displayed are those in
which we had involvement with either the
listing side or selling side. Properties are dis-
played through the Active, Under Contract
and Sold stages and only displayed as
SOLD in one issue.
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