
Killington Real Estate in Review 

T he Killington real estate market 
volume has been strong but sale prices 
have squashed its impact.  2016 
market volume, at 114 property sales, 

is up 13% over last year and is the highest 
number of sales in a year since 2005.   

That said, total market revenue is down 3% 
compared to last year and significantly lower 
than the last time over 100 properties were 
previously sold.  As a point of comparison, in 
2006, when there were 24 fewer sales, market 
revenue was $10 million higher!  The average 
sales price of homes sold this year (about 
$290K) is at its lowest level since 2011 and is 
having the greatest impact on the Killington 
real estate market.   

There is good news on the horizon, however, 
in terms of the proposed Killington Village 
which we believe will benefit the Killington 
real estate market as a whole.  The party who 
has been challenging and appealing SP Land’s 
Act 250 permit for the Village for four 
grueling years has agreed to settle his dispute 
avoiding two future court hearings and paving 
the way for Phase 1 of the Village plan to 
move forward.  Hopefully, the final revised 
permit will be issued sometime in January.  
Discussions with potential “developers” can 
now proceed in earnest and, while no time 
lines have been established, the project can 
finally move forward. 

We believe the significant investment in the Village development is the catalyst needed to 
demonstrate to all buyers that Killington real estate purchases (especially on the higher end) will be 
good and solid investments.  The creation of a “four season resort” will benefit all and the local 
economy will surely prosper.  While we understand that the development of the Village will take 
time and real estate values will not increase over night, we believe this activity will encourage 
buyers to consider higher priced properties and ultimately increase the average selling prices. 

For more information about the Killington Village, visit www.livekillington.com 
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Prestige Real Estate has evolved its marketing approach 

I t seems sales patterns have been fairly consistent over the past 
several years with just a couple of anomalies.   

The lowest number of sales occur in the first quarter.  This likely 
reflects potential buyers’ attention being focused on holidays and 
other year end activities.  The number of sales then grow signifi-
cantly, making the greatest increase in activity in the second quar-
ter.  Sales activity stays reasonably level in the third quarter, and 
then finishes strongest in the fourth quarter.  We attribute the 
strong finish to buyers wanting to have their new home for the 
upcoming ski season.  There have been anomaly years but when 
looking at a decade of data, this trend is consistent. 

There are currently six properties under agreement in Killington.   
This gives us every reason to believe the trend in this graph will 
continue into the first quarter of 2017. 

NOTE:  Market data based on NEREN MLS system as of 12/31/16 

Sales are generally strongest in the 4th quarter 

 

O ver the years Prestige Real Estate has been in business, our marketing approach has evolved with the times.  Many 
changes have reflected the dramatic shift in the use of the internet for preliminary property searches.  That said, we 

have found that a multi-faceted approach has been most successful.  We believe that these efforts have been the reason we 
have been the #1 & 2 Realtors in terms of revenue generated in Killington nine out of the past ten years.   

THANK YOU TO ALL OF OUR CLIENTS & CUSTOMERS FOR YOUR LOYALTY AND REFERRALS! 

2016 was a busy year for Prestige Real Estate and our marketing efforts: 

 While most websites were originally designed to be viewed on desktop computers, most buyers are using more portable 
platforms such as phones and tablets for their searches while visiting the area.  Consequently, Prestige Real Estate com-
pletely redesigned its website to optimize viewing properties across all types of platforms.  This effort was completed in 
June and the response from buyers has been very positive. 

 Once the website was redesigned, we launched an effort to drive more search traffic to our website and deliver an opti-
mized customer experience on line.  This involved new content creation, keyword research, link building to other web-
sites, etc.  We are receiving regular reports indicating the number of users of our site, from where they come, and the 
leads and sales they generate which ultimately indicates to us the program’s success and the tweaks that are necessary. 

 When Killington announced it was going to host the World Cup, Prestige Real Estate decided to invest heavily in market-
ing during the event.  Our goal was to ensure we would be the most prominent real estate office on the mountain.  We 
purchased two full-page color ads in the World Cup program and a full-page color ad in the Mountain Times.  Attend-
ance records for all World Cup events were broken that weekend with over 30,000 spectators in attendance.  We feel our 
marketing dollars were well spent. 

 Prestige Real Estate is proud to represent high-end properties in Killington and is testing a marketing strategy for our 
high–end listings with LUXVT which provides exposure for our listings in NY Times, Wall Street Journal and several 
other prominent high-end marketing channels.  In addition, we “upped our game” with some professional photography 
and what a difference it makes! 

 In addition to the changes we made, we continue to stick with the “tried and true”.  We run a half-page color ad in the 
Mountain Times weekly throughout the ski season and produce this newsletter which goes out to over 1600 families and 
continues to generate broad and positive response. 
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NOTE:  Market data based on NEREN MLS system as of 12/31/16 




