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Beaver Creek Village is primarily for skiers and short-term users. Smaller spaces and the higher 
price per square foot is certainly worthwhile for those who want to ski during most of their five 
visit, but the pandemic-pushed buyers have an agenda to be here more often and for longer visits. 
Both of those aspects necessitate more living space and a place that need not be near the chair 
lift.  Another reason for Beaver Creek’s unchanged sales volume is the age/interior condition of 
its properties. Most buyers do not want to put the time/effort/money into a renovation. Renovated 
properties have indeed been selling more quickly and they will continue to do so. 
 

Up by 59%, Arrowhead provides a lower 
price per square foot than the Beav’ and 

a more physical connection to Avon and 
Edwards. Up 85%, the Cordillera hills 
provide an even lower price per square 
foot and of course, a glorious mountain-
ous setting. It is also a gated community.  
Bachelor Gulch jumped 160% year-over-
year.  WTF!?  The reason was certainly 
not price per square foot but it was due 
in part to an available inventory that is 
not dated and is generally larger than 
those in Beaver Creek and Arrowhead.  
Those with a sizeable budget weren’t go-
ing to board meetings either and they 
showed up there.  <>    Last year in Bea-
ver Creek, 32% of sales were above 
$2MM but in Bachelor Gulch, 65% of 
sales were above $2MM.  Sure enough, 
the price segment which jumped most 
dramatically in Bachelor Gulch was  $2-
$4MM. In 2019, there were just 7 sales in 
that segment but in 2020 there were 28. 

Additionally, above $8MM, sales in-
creased from 2 to 8 year-over-year.     


