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The Cushman & Wakefield Land Team

We Work The Lifecycle Of MPC’s

From the earliest stages of acquisition, zoning and development
through the last lot sales and home closings, our team of
brokers/advisors are partners in your vision.

We Have Strong Builder Connections

Our team has long-standing and productive relationships with
the region’s top homebuilders, apartment developers, and
single-family build-to-rent operators. We assist with land values,
market strategy and product segmentation to help create the
highest value in your community.

We Are Connected

Our team has strong ties to the region’s top land planners,
entitlement and public policy experts, public finance teams, real
estate attorneys, engineers, architects, title companies,
appraisers, market research consultants, and branding experts
to help carry out the vision for the community.

We Understand All Asset Classes

With our local market experts and Cushman Wakefield's
national reach, our team assists with all facets of mixed-use
communities from residential, commercial, retail, and industrial.
We can develop a cohesive land strategy to ensure all parties
are working together.

We Inform

Data is embedded in our approach to providing well informed
guidance. Our team pulls from a variety of sources, including
Cushman Wakefield’s proprietary research, to help with market
analysis, segmentation and values. We don't just run reports
and hand them to you. We synthesize the data to help clarify
options that align with your strategic initiatives.
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Colorado MPC
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The Cushman & Wakefield Land Team National MPC

Developer Relationships
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Colorado

The Cushman & Wakefield Land Team

Builder Relationships

Ricamenh tripeinte 511 Brothers LANOSEA®
- AMERICA'S LUXURY HOME BUILDER® HOMES
LENNAR /I\D DREAM FINDERS HOMES
H ou M E% mH(nnes* "
D RHORION g ¥ [Tromarcroves | A

Flirrericaz uitater

illy CENTURY OAKWOOD @ HOMES

COMMUNITIES “;’eekley
Homes ,
) — Resricszicre— s
Brightland S U S S e
iiff taylor kb She=  Aussien
AAAAZ mSrrison. HOME
oMt ITE1
B kf. Id Hocho/1E HARTFORD
roo Ie . HOMES
‘ - =s VIEW
HOMES

BOULDER CREEK
CHALLENGER NEIGHBORHOODS™

Toreme T LOKAXD



Denver Metro Annual Starts (+8%) & Closings (-9%)
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Denver Metro New Homes Starts by County
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Adams County 40% Increase in New Home Starts in 2024
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Brighton/Thornton CMA
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Brighton/Thornton Annual Starts (+11%) & Closings (-3%)
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Brighton/Thornton Annual Starts & Share of Denver Metro
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Brighton/Thornton Vacant Developed Lots and Months of Supply
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New Home SFD Base Prices in Brighton Have Plateaued
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Brighton Existing Home Prices Are Also Flat

Average Single-family Detached Closings Price & Count
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Brighton/Thornton MPC’s
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Consumers Desire Mixed-Use Communities in Suburban Settings

Mixed-use communities surpass family-friendly and nature-
forward in their appeal to consumers.

Which of the following best illustrates the type of community you aspire to live in?
Share of US homeowners and renters

Mixed-use: Combining elements of a suburban lifestyle with urban I 2%

walkability to entertainment and retail

Family-friendly: Access to childcare, good schools, and recreational I 25%

space with family-centric events

Nature-forward: Emphasis on the outdoors, with access to parks, I 20%

trails, etc.

Sustainable: Emphasis on environmental preservation, green R

infrastructure, and renewable energy The option active

Active adult: Amenities and housing designed specifically with IR R L A — adult appeared only
mature adults’ preferences in mind =

for respondents

Resort-style: Luxury living with an emphasis on amenities and I 1 age 55 and older.
convenience ¢

Farm-to-table: Connecting with the land and knowing where your I O
food comes from .

None of the above | 4%
Other Il 1%
Respondents were instructed to select up to 2 choices. Results will not total to 100%.

NEWHOMETRENDS Source: New Home Trends Institute by John Burns Research & Consulting, LLC December 2024 survey of 1,242 US homeowners and renters
INSTITUTE



Consumers Prefer Master Planned Community Lifestyle

The lifestyle of a master-planned community is a competitive advantage.

95% of consumers believe homes in master-planned communities would fare the same or better than others in a downturn.
60% agree that master-planned communities offer better lifestyle opportunities than other communities.

How home prices in master-planned communities would fare if
home prices in local area were to decrease

Share of homeowners and single-family renters with household income of
$50,000+ who are familiar with master-planned communities

Level of agreement with the statement “Master-planned communities

offer better lifestyle opportunities than other communities”
Share of homeowners and single-family renters with household income of $50,000+
who are familiar with master-planned communities

60%

62% 41%

29%
33%
19%
10%
9%

[ p—

Decrease less Stay about the same Decrease more Strongly Somewhat | Neither agree | Somewhat Strongly
agree agree nor disagree disagree disagree

NEWHOMETRENDS

I' NS TITUTE

Source: New Home Trends Institute by John Burns Research & Consulting, LLC September 2022 survey of 1,299 homeowners and single-family renters with

household income of $50,000+,




Consumers Prefer Open Space, Walkability, Connections

1o consumers, green space
and connection to neighbors
are essential for a healthy
community.

The top pieces of advice homeowners and single-
family renters would give a home builder /
community developer for designing a healthy
community are:

1) Preserve nature

2) Encourage connection with neighbors /
socialization

3) Design for walkability
4) Be mindful of density

5) Incorporate fithness opportunities

NEWHOMETRENDS

INSTITUTE household income of $50,000+.

“l think both connection to nature and connection to
neighbors would very positively contribute to a healthy

community.”

“Incorporate lots of walking within the neighborhood, and
also extensions to local shopping like grocery stores so

residents could rely less on their cars.”

“Do not cram [in] as much housing as possible. Green space
is important to mental health. A space congested with too

many people can lead to stress and tensions among

- Mature Family homeowner

- Young Family renter

residents.”

- Mature Family homeowner

Source: New Home Trends Institute by John Burns Research & Consulting, LLC November 2022 survey of 1,263 homeowners and single-family renters age 18+ with



Land Outlook for 2025

» Housing starts expectations from many builders has moderated for 2025, but most will
continue to bolster their land pipelines

» Lot availability remains tight and thus land costs will stay high
» Land sellers are likely to adjust their expectations through more flexible terms

» Demand for lots in high growth areas will be intense but builders will be more
disciplined

» New Builders and new capital enter Colorado
» MPC’s will continue to dominate the market

» Land banking and predictable take downs become more common to ease builder
balance sheets



Land Outlook for 2025

» Some builders will sell their land and lots to other builders
» Infill opportunities will become more prevalent

» Data centers, renewable energy firms will be active, driving up peripheral raw land
prices

» Built-to-rent players will become more active
» Bigger legislative push toward condominiums
» Apartment deals will start to become more viable as capital opens up

» Development costs remain high but will start to flatten out
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