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560-570 Garfield St.
Sold: $1,400,000
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Proudly based in Denver, CO, we are a commercial real estate group that specializes in apartment brokerage and 
investment sales in Central Denver’s hottest neighborhoods. Principals, Kyle Malnati and Greg Johnson, consistently 
meet the needs of the private apartment investor by sharing their expertise. Combined, they have successfully brokered 
over $260,000,000 of Colorado real estate for their clients.

The purpose of this newsletter is to provide insight on the direction of the apartment market in Central Denver, and to 
highlight the transactions that occurred between March 1, 2016 and June 1, 2016. For more detailed information, or to 
discuss your investment opportunities, please contact us.

Kyle Malnati 
303.358.4250
KMalnati@MadisonProps.com 

For more updates check out: 
www.DenverApartmentBuildingsForSale.com

Greg Johnson 
303.343.8333

GJohnson@MadisonProps.com

Our Current Listings and 2016 Sales

Denver led the country in popula-
tion growth last year, according to 
the Census Bureau report released 
in May 2015. This growth led to a 
fortuitous reversal on Denver’s pre-
viously-rising vacancy rate.  

The Apartment Association of Metro 
Denver announced a surprising 
decline in the metro vacancy rate 
to 6.1% in its 1st Quarter report. 
The fall from December’s figure of 
6.8% was the largest drop during 
the winter quarter since 2010. The 
decrease in the vacancy rate was 
attributed to the nearly 4,700 new 
renters that exceeded the new sup-
ply of 1,800 apartments construct-
ed during the first three months of 
2016.

Investor confidence remains high as 
we head into the summer months. 
The Central Denver apartment 
market is continuing its growth as 
average prices continue to trend 
upward. There are several factors 
contributing to the momentum, 

including demand outpacing supply. 
There also continues to be a short-
age of buildings available for sale, 
and investors are lamenting the 
limited opportunities on the market. 

Low interest rates are still fueling 
investor activity. In mid-June Chase 
Bank was quoting interest rates 
on 5-year loans below 3.50%. Low 
interest rates have held CAP rates 
down, which of course, contributes 
directly to higher sales prices.

The impact of record-level con-
struction continues to be closely 
watched by industry experts.  Own-
ers and management companies 
are experiencing varied leasing 
results, and the market seems to be 
sending mixed signals. The larg-
er management companies have 
reported stronger leasing traffic in 
May and June, while some inde-
pendent owners have described 
lower-than-expected responses to 
their “for rent” postings on Craigslist. 
Large and small apartment owners 

agree that $1,200-$1,500 is the 
transition range; with apartments 
below $1,200 leasing quickly, and 
apartments above $1,500 renting 
not as easily.

Denver tops the charts for U.S. cities population growth in 2015

1195 Birch St.
Sold: $1,145,000

$190,833/Unit

1021 Ogden St.
Sold: $525,000
$87,500/Unit

1435 Franklin St.
Sold: $1,735,000

$144,583/Unit

964-978 Garfield St.
Sold: $1,300,000

$216,667/Unit

1658 Lafayette St.
Sold: $1,850,000

$308,333/Unit

901 Jasmine St.
Sold: $1,430,000

$89,375/Unit

41 S. Lincoln St.
Sold: $2,500,000

$147,059/Unit

2412 S. York St.
Sold: $1,775,000

$161,364/Unit

1444 Lafayette St.
UNDER CONTRACT

2810 Hazel St.
$950,000

$237,500/Unit

1328 Corona St.
UNDER CONTRACT

709 E. 11th Ave. 
Sold: $440,000
$220,000/Unit

4160 W. 74th Ave.
Sold: $800,000
$100,000/Unit

555 Jurassic Ct.
Sold: $1,175,000

Single-Tenant Net Lease

Source: U.S. Census Bureau’s American Community Survey: Population estimates for July 1, 2015



Client Corner: Meet Ralph Larson    

For more details search "Kyle Malnati" on YouTube

Born and raised in Colorado, Dave learned quickly that he want-
ed to be successful in real estate. Dave has more than three 

decades of experience in the real estate industry. Here are some 
key takeaways from his podcast: 

Dave’s advice for prioritizing renovations: 

RECENT GUESTS 
ON THE KYLE MALNATI SHOW

560-570 Garfield St.
$1,400,000

$280,000/Unit

1721 Washington St.
$3,650,000

$117,742/Unit

1522 Fairfax St.
$1,179,000

$196,500/Unit

901 Washington St.
$5,250,000

$525,000/Unit

1240 Pennsylvania St.  
$1,335,000

$222,500/Unit

1401 Josephine St.
$4,300,000

$134,375/Unit

1432 Pennsylvania St. 
$2,080,000

$260,000/Unit

2464-2480 E. 14th Ave.
$1,435,000

$239,167/Unit

2535-2545 E. Asbury Ave. 
$2,875,000

$125,000/Unit

2465-2475 S. Gaylord St.
$2,750,000

$161,765/Unit

1436 Williams St.
$2,225,000

$185,417/Unit

126 W. Bayaud Ave. 
$975,000

$121,875/Unit

357 Grant St.
$600,000

$120,000/Unit

901 Jasmine St. 
$1,430,000

$89,375/Unit

41 S. Lincoln St. 
$2,500,000

$147,059/Unit

231 Logan St.
$1,350,000

$122,727/Unit

1530 Pearl St. 
$1,680,000

$120,000/Unit

1658 Lafayette St.
$1,850,000

$308,333/Unit

428-432 S. Sherman St. 
$1,135,000

$141,875/Unit

1260 Pennsylvania St.
$2,900,000

$116,000/Unit

Central Denver Sales 3/1/16 - 6/1/16 

Source: CoStar

Dave Thyfault
Career Realtor (sold 600+ homes)
Investor/Operator (owns 270+ rental units)
Author (3 books completed & more to come)

Greg Johnson
Principal of Madison Commercial Properties, Ltd.
Real Estate Broker with 13 years of experience 
M.B.A. from University of Virgina 

Denver’s apartment market is experiencing record sale prices, rents at 
an all-time high and tremendous investor interest, said Greg Johnson 
of Madison Commercial Properties. “I couldn’t be more excited about 

our possibilities for growth and our ability to serve our clients’ 
commercial real estate investment needs.”

“In any moment of decision, the best thing you can do is the right thing; 
the worst thing you can do is nothing.” ~President Teddy Roosevelt

Success has a 
variety of charac-
teristics. To some it 
may entail a com-
plete suit, a confi-
dent smile and firm 
handshake. And 
to some it’s a hard 
hat, a pickup truck 
and someone who 
is not afraid to get 
their hands dirty. 
Although each may 
be different, the 

ultimate key to success is hard work. 

Success looks a lot like our client, Ralph Larson. 
He has been in the real estate business since 
1982 and currently owns and operates four apart-
ment buildings across Central Denver. Ralph 
dedicates his success to the people who have 
supported and mentored him over the years. 

Ralph’s office moves every day to wherever the 

work needs to be completed. Sometimes he is a 
one-man construction crew as he finishes reno-
vating his apartments for future tenants. He truly 
understands that without determination, hard work 
and perseverance the job won’t get done. Ralph is 
definitely not afraid of grinding away at a project. 

He is a self-made man who began his real estate 
business with the idea to start small. Success isn’t 
dependent on your education or the neighborhood 
you grew up in. Success is a daily commitment; 
it’s a direct result of your consistent effort and the 
enthusiasm that you bring to your work every day.

Legendary basketball coach John Wooden de-
fines success like this, “Success is a peace of 
mind, which is a direct result of self-satisfaction in 
knowing you did your best to become the best you 
are capable of becoming.” Everyone’s definition 
of success is different, whether it’s a traditional or 
untraditional view, you have the ability to create 
your own vision of success.

1. Start by addressing all safety issues
2. Beautify your curb appeal
3. Improve the common areas 
4. Finally remodel the vacant apartments
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Denver’s apartment market is experiencing record sale prices, rents at 
an all-time high and tremendous investor interest, said Greg Johnson 
of Madison Commercial Properties. “I couldn’t be more excited about 

our possibilities for growth and our ability to serve our clients’ 
commercial real estate investment needs.”

“In any moment of decision, the best thing you can do is the right thing; 
the worst thing you can do is nothing.” ~President Teddy Roosevelt

Success has a 
variety of charac-
teristics. To some it 
may entail a com-
plete suit, a confi-
dent smile and firm 
handshake. And 
to some it’s a hard 
hat, a pickup truck 
and someone who 
is not afraid to get 
their hands dirty. 
Although each may 
be different, the 

ultimate key to success is hard work. 

Success looks a lot like our client, Ralph Larson. 
He has been in the real estate business since 
1982 and currently owns and operates four apart-
ment buildings across Central Denver. Ralph 
dedicates his success to the people who have 
supported and mentored him over the years. 

Ralph’s office moves every day to wherever the 

work needs to be completed. Sometimes he is a 
one-man construction crew as he finishes reno-
vating his apartments for future tenants. He truly 
understands that without determination, hard work 
and perseverance the job won’t get done. Ralph is 
definitely not afraid of grinding away at a project. 
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knowing you did your best to become the best you 
are capable of becoming.” Everyone’s definition 
of success is different, whether it’s a traditional or 
untraditional view, you have the ability to create 
your own vision of success.

1. Start by addressing all safety issues
2. Beautify your curb appeal
3. Improve the common areas 
4. Finally remodel the vacant apartments
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