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Desert Color Executive Committee, 

Red Rock Construction (RRC) is excited to propose a lucrative investment opportunity for 

the development of Desert Color, a 130-acre active-adult community in St. George, UT. The mild 

climate, consistent sunshine, and numerous outdoor activities provide a prime market for active 

adults. We propose that Desert Color be developed into 469 single-family units constructed over 

five phases. The project will begin in March 2020 with a duration of five years, concluding in 2025.  

St. George and the surrounding area is growing rapidly. The number of households has 

grown at an annual rate of 3.6% over the past 20 years, and the employment growth is currently 

estimated to be 3.0%. St. George has a positive net migration, primarily individuals from California, 

Washington, and Northern Utah looking to retire in the area.  

We will acquire the 130 acres of land for $16.9 million. This gives the project an IRR of 34% 

and $31.2 million (17%) in profit. RRC is willing to purchase the land up to $24.2 million which 

yields a 20% IRR. However, a third option consists of entering a developmental lease with the 

School and Institutional Trust Land Administration (SITLA)—the current owners of the land—to 

hold the land for a period of five years. This creates a mutually beneficial deal as SITLA gains 20% 

more income for state schools, while improving the IRR and drastically reducing the risk that would 

have accompanied the $16.9 million land investment.  

Half of the current site needs to be rezoned from Mining-Grazing to Neighborhood Edge 

(NE) which complies with the proposed PD - TNZ Residential development zoning. This allows 

469 lots averaging 7,500 SF (0.17 acres) in size. Since the other half of our property is already zoned 

for residential use, we do not anticipate issues with rezoning. Red Rock offers five floor plans and 

three upgrade packages. RRC offers a wide selection of options. Homes range from $300,000-

$400,000 which is competitive for the area. The project management team at Red Rock 

Construction will ensure the project stays on budget and on schedule. We will manage the project to 

reduce risk to the community and our employees.  

Red Rock Construction will have an in-house sales team consisting of a Sales Director and a 

Sales Assistant. With an average city absorption rate of 72-144 homes per year, our monthly 

absorption rate of eight homes is consistent with the market.  

Potential risks include maintaining a competitive absorption rate, existing soil conditions, 

and market fluctuations. However, we are confident we can mitigate these risks and achieve high 

profit margins. Our projected profits are $31.2 million with an IRR of 34% over a five-year period. 

 

Sincerely, 

Red Rock Construction Project Team  

1 Executive Summary 
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Summary 

 

 

 

2.1 History 

St. George was originally settled by an Ancestral Puebloan group called the Virgin River Anasazi, 

who used the area as hunting grounds and left traces of their existence in the form of cave art. Later 

in the 1850’s the Church of Jesus Christ of Latter-Day Saints (also known as the Mormon church) 

sent down mission groups to convert the members of the tribe and investigate the possibility of 

cotton farming in the area. The cotton venture was unsuccessful, but the members of the church 

were able to settle in the area and grow the city into what we know today as St. George. 

2.2 Overview 

St. George has been breaking records in growth and 

recognized as a top retirement community for decades. 

The city offers a close proximity to Las Vegas, The 

Grand Canyon, Bryce Canyon, Zions National Park, 

Pink Coral Sand Dunes, and many other recreational 

sites around Southern Utah. With a strong sense of 

community, a growing medical industry, a wide 

network of professional services (e.g. accounting, estate 

planning, legal, etc.), and a recently opened medical 

school, St. George offers an ideal area for retirement and winter living. 

Prospective home buyers will benefit from the availability of affordable land and houses compared 

to other regions. St. George offers many shopping and entertainment options that are readily 

available for all potential customers. The year-round warm climate of Southern Utah offers both 

comfort to homeowners and an advantage to construction due to the inclement weather in the area. 

2.3 Methodology 

To analyze the market accurately, Red Rock Construction has used reliable data from credible 

sources such as Census Data, Kem C. Gardner Policy Institute of the University of Utah, and local 

industry experts. Red Rock Construction has used data from both Washington County and St. 

George, with a big emphasis on the St. George market data, in order to accurately represent our 

specific market.   

 

2 Market Analysis   

• Market Region: St. George City 

• Total Population: 87,178 

• Median Income per Household: $54,022 

• Household Growth: 3.6% 

• Job Growth: 4.6% 

• Median Age: 38.1 yrs. 
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2.4 Area Description 

St. George offers a quiet escape from the nearby heavily populated cities of Las Vegas, Salt Lake 

City, and Los Angeles. The warm climate offers a comfortable escape from the cold winters of 

Central and Northern Utah. St. George also has a lower cost of living in comparison to Washington, 

California, and other surrounding regions.17 Historically, this town has been a place of tourism; 

however, St. George has recently been recognized as one of the fastest growing cities in the United 

States and a hot spot for migration.1  

2.5 Climate 

The climate in St. George has 

generally clear skies, mild winters, and 

hot summers. The air quality in St. 

George is also attractive to those 

seeking retirement. St. George 

averages 300 days of sunshine per 

year and 8.1 inches of annual 

precipitation. 2 

2.6 Transportation 

Recently, a $26 million renovation was completed on the St. George Regional Airport (SGU), 

allowing flights to come in from Salt Lake City, Phoenix, Los Angeles, and Denver. In 2019, SGU 

had approximately 215,000 passengers and has experienced an average increase of 10% to 12% 

every year. The expansion will cause the annual number of passengers to increase. 3, 4 The primary 

traffic artery that connects Utah to Nevada and California is Interstate 15, which runs through the 

middle of St. George with approximately 50,000 cars passing through the city every day.5 In St. 

George, four hire shuttles run daily to Las Vegas, Zions National Park, Salt Lake City, and many 

other locations.  

 

 

 

 

2 Market Analysis  
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2.7 Main Attractions 

The location of St. George allows residents to take 

advantage of all the beautiful National Parks of the region. 

There are also a variety of quality attractions and 

entertainment located within the city of St. George. Many 

attractions are all within an hour of the Desert Color 

Development and target the 55+ active community 

lifestyle. There are many locations for recreation such as 

hiking, golfing, four wheeling, boating, cycling, running, 

other types of entertainment, and religious worship that are 

easily accessible and popular for those who reside in St. 

George, as well as those who come to visit. The 

Attractions and Entertainment table lists the popular 

attractions of the area and their distance from Desert 

Color.  

2.8 Average Household Income 

According to the US Census 

Bureau, the Median Household 

Income in St. George is $53,120 

and the Median Income for Washington County is $56,333.6,7,8 The average median household 

income in St. George is projected to grow in the future with the projected growth in available jobs in 

high-paying industries such as health care, technology, and an increased effort from the state to 

bolster Dixie State University. At Red Rock Construction we believe with current job growth, 

projected job growth, and a predominantly heavy influx of retirees with higher incomes from other 

regions, the low median household income will not affect our ability to sell our product.  

 

2 Market Analysis   
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2.9 Economic Growth 

St. George’s economy is growing at a steady rate. The annual employment growth rate in St. George 

is estimated to be 3.0%, according to the Bureau of Labor Statistics, which is higher than the 

employment rate of Utah at 1.6% and the national average of 1.4%.10 As of October 2019, the 

unemployment rate in St. George is 2.1%. This is 1.2% below the national average of 3.3%.10 The 

increase of population indicates economic and community growth. Many aspects of the St. George 

economy will benefit as more individuals continue to enter the area.   

2.10 Employment  

The main industries, found in St. George specifically, are 

Trade, Educational and Health Services, Leisure and 

Hospitality, and the Government. That being said, the job 

outlook in St. George is positive and with the city becoming 

a new destination for technology companies, it will only 

grow the “Professional and Business Services” industry 

without taking employees from the other sectors. 11  

 

2.11 Population Demographics  

The number of households in the St. George Metropolitan 

Statistical Area (MSA) has increased at an annual rate of 3.6% 

from 2000 to 2017 compared with 2.0% in Utah, and 0.9% 

nationally over the same timeframe.9 The population growth 

rate is expected to level out in the coming years and to be more 

in-line with Utah’s annual rate, which is still more than double 

the expected national average of 0.9%. 9,13 

 

 

2 Market Analysis 
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2.12 Target Market 

St. George is a well-known destination for retirees seeking a warm climate, a wide variety of outdoor 

activities, and an escape from the snowy mountains of Northern Utah. Red Rock Construction 

believes that there are two markets within St. George, a market for new home buyers and a market 

for 55+ active adults. Through our research, Red Rock Construction has identified retirees ages 55+ 

as our target market for Desert Color. The reason Red Rock Construction selected the 55+ active 

adult market is due to a high population of retirees in the area which accounts for 38% of the total 

population and limited local competition.13 

According to the 2017 Census reports, the average age in the area is 38.6, which is seven years older 

than the state average of 30.1.14 A report done by the Kem Gardner Policy Institute estimates that 

the share of population of those 65+ is expected to double over the next 50 years in the state of 

Utah.15 Dixie State University and Rocky Mountain Vista have roughly 10,200 students combined, 

according to Dixie Sate’s website and Rocky Mountain Vista Admissions.12 St George has a 

population of 87,178 according to the 2018 USA Census estimate.13 That is approximately 11.7% of 

the total population at college age historically relocating outside of the St. George area upon 

completion of their studies. In addition, 38% of the population is above 55 years old. That means 

there are approximately 32,073 people above the age of 50 that currently claim St. George as their 

permanent residency.13 These percentages are increasing annually and does not include those who 

have second homes in the market, who claim other states as their primary residence.  

In the St. George 55+ active adult market, Desert Color has two main competitors- Sunriver and 

Brio. Both of these are nearing completion. Whereas there are more than ten local home builders, 

specifically targeting the new home market in St. George, allowing Desert Color to enter the market 

with limited competition. 

Red Rock Construction is confident a large portion of the market fits this demographic. The 

research shows the 55+ buyer is under served—this is our target market.  

2.13 Snowbird Market  

“Snowbirds” is a term used to describe those seeking a second residence for winter, or a new 

permanent residence to escape the harsh winter climate. According to local builders and developers 

in the St. George area, the market is experiencing a large positive in-migration. The Kem Gardner 

Policy Institute reports that approximately 5,891 people moved into Washington County in 2019.16 

Red Rock Construction estimates that approximately 900 of those individuals migrating into St. 

George fall into our target market. A high percentage of homes are being purchased by 55+ active 

adults from Southern California, Northern Utah, and Washington. The low cost of living and low 

state tax compared to surrounding states is appealing.17 Though St. George competes with many 

other retirement destinations in the United States, our research shows that “snowbirds” will take up 

a large portion of the target market.  

2 Market Analysis  
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2.14 Local Competition  

As mentioned, there are two main competitors in the St. George 55+ active adult community 

market, the Brio and Sunriver communities. RCC is confident that we can capture a majority of the 

market, due to our competitive pricing within the local market. We have identified two gaps in the 

market: 2,000 SF homes for $330,000 to $390,000 and 2,500 SF homes for $400,000 to $450,000. 

See the gaps outlined below.  

Communities/Markets 

 

 

 

 

 

 

 

 

 

2 Market Analysis  

Sunriver 

• $280,000 - $500,000 

• 1,350 – 2850 SF 

• $187.2 SF Average 

• 2-4 Bedrooms 

• 2-3.5 Bathrooms  

• 2-4 Car Garage 

Brio  

• $290,900 - $471,400 

• 1,585 – 2,665 SF 

• $182.93 SF Average 

• 2-4 Bedrooms 

• 2-4.5 Bathrooms  

• 2 Car Garage 

Desert Color  

• $310,000 - $418,000 

• 1,693 – 2,394 SF 

• $177.77 SF Average 

• 2-4 Bedrooms 

• 2-3 Bathrooms  

 

New Market  

• New construction homes  

• $269,000 - $400,000 

• 1,4400 – 3,927 SF 

• 2-4 Bedrooms 

• 2-4 Bathrooms  

 

Amenities 

• Golf Course 

• Club House with Pool  

• Pickleball Courts 

• Tennis Courts 

• Outdoor Theater 

• Social Clubs 

Amenities 

• Outdoor Pool  

• Indoor Pool  

• Pickleball Courts 

• Tennis Courts 

• Fitness Center 

• Walking Trails  

Amenities 

• Outdoor Pool  

• Hot Tub 

• Pickleball Courts 

• Clubhouse 

• Biking Trail 

• Fitness Studio  

• Pavilion   

Used Market  

• Homes 2+ years  

• $246,000 - $445,000 

• 1,220 – 4,910 SF 

• 2-4 Bedrooms 

• 2-4 Bathrooms  
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2.15 Regional Competition  

Comparable markets that may appeal to retirees in our region include Mesquite, Nevada; Henderson, 

Nevada; and Phoenix, Arizona. All of these locations have similar communities and climates to our 

St. George market. Red Rock Construction plans to draw from these markets by offering a higher 

quality product for a competitive price in the St. George area.  

 

 

 

 

 

 

2.16 Housing Market   

According to a study done in 2018 by the U.S. Department of Housing and Urban Development 

(HUD), the current St. George housing market vacancy rate is estimated to at 1.6% and the rental 

housing market vacancy rate is at 5.018 The for-sale vacancy rate is slightly higher than the national 

average and the rental vacancy rate is significantly lower than the national average. St. George 

housing market vacancy rate is estimated at 1.6% and the rental housing market vacancy rate is at 

5.0%.18 The for-sale vacancy rate is slightly higher than the national average, and the rental vacancy 

rate is significantly lower than the national average. However, vacancy rates in St. George have 

decreased rapidly, showing that occupancy is increasing. 

After completing an analysis and speaking with industry professionals, large residential 

developments in the St. George market currently sell approximately six- twelve homes a month. The 

Larkin Group conducted a thorough real estate market study on the first of December 2019, and 

they reported an absorption rate of 2.9 (which shows that on average every 2.9 months the housing 

inventory in St. George turns over). The market study also showed the average days on market to be 

49, with an average sales price of $370,11,110 and a list to sales ratio of 98.0%. 19 

Research shows St. George to be a sellers’ market, and we anticipate the current trends to continue 

for several years.14 Vacancy rates are low and are estimated to continue to decline in the future. 

According to the data we have analyzed, the pricing and size of the homes we plan to construct will 

sell quickly with profits. At Red Rock Construction we are encouraged by the data and trends the 

market is showing and are anticipating strong sales.  

2 Market Analysis  
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  3 Product Design 

Summary 

 

3.1 Overview  

Desert Color offers five attractive floor plans with upgrade options available. After selecting a floor 

plan, the buyer will have the option to choose from three different exterior finishes to select their 

desired look. Floor plans range from 1,693 SF to 2,394 SF, with base sale prices ranging from 

$310,000 to $418,000. The focus of our design team is the comfort of the 55+ age class. For this 

reason, all floor plans are single story and eliminate all entry steps possible for ingress and egress. 

Need-specific ADA hardware is also available to buyers.  

3.2 Quality Assurance  

Red Rock Construction takes pride in building high-quality, long-lasting homes that are designed for 

comfort and accessibility. While producing high-quality homes, being efficient in the building 

process and completing each home in a timely manner is of utmost importance. Upon the purchase 

of each home, a one-year warranty will be included to cover any and all structural, mechanical, 

electrical, and exterior issues. 

3.3 Options & Upgrades  

All floor plans include a high-quality base package with the option to select a specific upgrade 

package. Between the various floor plans, exterior finishes, and upgrade package options, an owner 

can find the home that best suits their specific needs. The option packages include items such as full 

tile showers, covered back patio, four-foot Kitchen Island, and many other exciting upgrades to 

personalize each space throughout the home. Each upgraded package has been pieced together 

carefully to fully enhance the overall feel and look of the home.   

 

Bonus Packages 
Bronze Upgrades Silver Upgrades Gold Upgrades 

- Master Bedroom Pop-out 

- Upgraded Countertops 

- Mudroom Bench 

- Green Build Bronze (Optional) 

- All Bronze Upgrades 

- 4 ft Kitchen Island 

- Full Tile Shower 

- Green Build Silver (Optional) 

- All Bronze and Gold Upgrades 

- Tray Ceiling in Master Bedroom 

- Covered Back Patio 

- Green Build Gold (Optional) 

 

• Sale Price: $310,000 - $418,000 

• Square Footage: 1,693 – 2,394 

• Five floor plans 

• Multiple different façade options 

• Customizable upgrades and add-ons 

• ADA option available 

9
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  3 Product Design 
THE OLEANDER SINGLE STORY, 2155 SQ FEET, 3 BED 2.5 BATH 

The Oleander features great open space in the living room, kitchen, and dining- allowing for easy 
entertaining. The large windows in the great room capturing the landscape are great for enjoying the 
weather and scenery of St. George. 

 

Sale Price: $381,000 ($176.80/SF) 
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  3 Product Design 
THE OLEANDER SINGLE STORY, 2155 SQ FEET, 3 BED 2.5 BATH
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  3 Product Design 
THE WILLOW SINGLE STORY, 1693 SQ FEET, 2 BED 2 BATH 

The Willow is a contemporary open-plan home that provides both comfort and practicality. With 

two bedrooms, two bathrooms, and a large back patio option; this home is not only easy to manage, 

but great for entertaining and accommodating guests. The exterior finishes and modern large 

windows fit cohesively into the surrounding desert landscape. 

 

 Sale Price: $310,000 ($198.26/SF) 
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  3 Product Design 
THE WILLOW SINGLE STORY, 1693 SQ FEET, 2 BED 2 BATH 
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  3 Product Design 
THE ROSEMARY SINGLE STORY, 2208 SQ FEET, 2 BED 2 BATH 

The Rosemary is the perfect transition from fast paced suburban life to the long sought-after 
desert slopes of St George. The design matches the beautiful landscape and housing trends of the 
area, while still feeling like home. Equipped with stunning finishes and components built to create 
beauty and functionality in everyday living. 

 

Base Sale Price: $390,000 ($176.30/SF)  
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  3 Product Design 
THE ROSEMARY SINGLE STORY, 2208 SQ FEET, 2 BED 2 BATH 
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  3 Product Design 
 

THE GOLDEN BARREL SINGLE STORY, 3080 SQ FEET, 3 BED 3 BATH 

The Golden Barrel is a perfect fit for those who are looking to minimize maintenance and 

maximize use. Relax in the spacious great room with large windows that allow you to take in the 

beauty of St. George. The open kitchen allows those in the connecting dining room and great room 

areas to still feel connected with those in the kitchen.  

Sale Price: $418,000 ($174.69/SF) 
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  3 Product Design 
THE GOLDEN BARREL SINGLE STORY, 3080 SQ FEET, 4 BED 3 BATH 
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  3 Product Design 
THE SUNFLOWER SINGLE STORY, 2222 SQ FEET, 3 BED 2 BATH 

The Sunflower offers a perfect spot for a night in with the family. With an open floor plan between 
the kitchen and great room, you will be able to enjoy each other's company while making meals. 
This plan also features two bedrooms in addition to the master suite, perfect for guest rooms or 
office space. 

 

 

Sale Price: $357,000 ($178.49/SF)  

18



 

2019 – Brigham Young University  
NAHB 4-Year Program  

 

  3 Product Design 
THE SUNFLOWER SINGLE STORY, 2222 SQ FEET, 2 BED 2 BATH 
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  3 Product Design 
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Summary 

 

 

 

  

 

 

• Acreage: 130 Acres 

• Number of Lots: 469 

• Average Lot Size: 7,100 SF 

• Land Development Cost: $ 21.75 Million 

•  

4 Land Development   
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4.1 Site Overview    

Desert Color is located north of the Arizona/Utah state line, southwest of Southern Parkway and 

east of Interstate 15. This 130-acre site is part of a master-planned 3,350-acre community along the 

southern border of the city of St George. Part of this parcel is zoned for Mining/Grazing while the 

other is zoned as residential. Both will be rezoned to NE (Neighborhood Edge) which allows for 

average size single family homes to be built. Red Rock Construction plans to incorporate 469 total 

single family lots throughout the 130 acres along with a community center, pool, pickleball courts 

and parks.   

Desert Color is designed specifically to fit the needs of the 55+ Active Adult Community. The Red 

Rock Construction product development team has focused on creating homes that are not only 

attractive but also practical to fit the needs of the target market.   

4.2 Land Acquisition 

Based upon the comparative market analysis and speaking with officials in the industry, Red Rock 

Construction has determined the market rate of the land to be valued at $130,000 per acre. Having 

deemed this rate a fair and workable price, the company is willing to offer a lump sum price of $16.9 

million for the entirety of the parcel. In the case that this price is unacceptable to the seller, Red 

Rock would be willing to offer a maximum payment of $24.2 million for the land which would still 

maintain our companies minimum 20% IRR requirement. While these pricing options are the 

conventional method of land acquisition, we have also included an alternate proposition that would 

further raise the IRR of the project. 

Instead of beginning the project with the purchase of land, we could enter into a developmental 

lease with the School and Institutional Trust Land Administration (SITLA)—the current owners of 

the land. SITLA is a state owned and operated administration that has historically engaged in leases 

with developments, such as Suncore and Jack Fisher in St George, to maximize land sale income and 

stimulate the economy.  In recent regional SITLA leases similar to this, SITLA maintained 

ownership of the property, while allowing the developer to make improvements. When each 

individual home was sold to owners, SITLA then received payment for the land and additional 

compensation. RRC believes this is an option that should be seriously considered because it reduces 

risk for the developer and provides a higher rate of return for the project. 

4.3 Project Phasing  

Red Rock Construction will have five main phases to the Desert Color development. Model home 

construction will be the beginning of Phase 1 along with the Community Center and other 

amenities. The model homes will be located at the entrance of the project for easy access to future 

buyers. The phasing of this project will start at the main entrance. It will proceed to move in a 

clockwise fashion for the remainder of the project. Upon the completion of the second phase of 

4 Land Development   
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construction, all construction traffic will access future phases from the southern side to avoid 

bringing construction materials and equipment through the finished parts of the development.    

Project Phasing 

 

 

 

 

 

 

 

 

 

 

 

  

  

 

 

 

 

 

 

 

 

Phase 3 

• Number of Units: 87 

• Amenities: None 

• Dates: January 14, 2022 – January 10, 

2023 

• Total Costs: $ 2,466,817.23 

Phase 5 

• Number of Units: 64 

• Amenities: Detention area landscaping 

• Dates: September 6, 2023 – August 30, 

2024 

• Total Costs: $2,080,668.5 

Phase 4 

• Number of Units: 110  

• Amenities: None 

• Dates: November 10, 2022 – November 

6, 2023 

• Total Costs: $ 2,556,387.49 

Phase 1 

• Number of Units: 100  
(Including 5 Model Homes) 

• Amenities: Community Center, Pool, 

Pickleball Courts, Main-Entry Landscape, 

Pavilion 

• Dates: May 26, 2020 – May 20, 2021 

• Total Costs: $ 11,117,899.40 

Phase 2 

• Number of Units: 108  

• Amenities: None 

• Dates: March 2, 2021 – March 16, 2022 

• Total Costs: $ 3,718,441.77 

4 Land Development   
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4.4 Proposed Utility 

P.O.C. 

Potable water will enter the community 

through the Northwest side. All other 

utilities will connect to the community 

through the main entrance. The detention 

area is located on the South-Eastern side 

as annotated in the image to the right.  

4.5 Soil Conditions  

A geotechnical investigation has been 

completed on the proposed site. The site 

has been proven suitable for residential 

development but will require certain measures to 

properly prepare it for Red Rock’s development.   

Expansive Claystone Bedrock was discovered in the 

central and southern areas of the site. In the soils 

report, as seen to the right, areas that are hatched show 

where expansive clay is located. This material is known 

to be moderately to highly expansive when wet. In 

these areas, Red Rock Construction will mitigate 

possible problems through moisture conditioning and 

adaptations to the subgrade. These extra costs have 

been accounted for in the land development budget. 

Hard Bedrock was also discovered. This will require 

heavier excavation equipment and light blasting or 

milling. This material is only found at 12-15 feet deep, 

so Red Rock Construction will only have to use this 

method for utility lines if bedrock is encountered. 

 

 

 

4 Land Development   
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4.6 Land Development Estimate 

4 Land Development   
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Summary 

 

 

 

5.1 Introduction  

Red Rock Construction seeks to provide high performance and energy efficient homes at Desert 

Color. We strive to reduce utility costs to buyers and to create an environment that improves indoor 

air quality. Red Rock Construction values the incorporation of green building strategies in our 

construction, the community, landscaping, and in the details of our clients’ homes. 

5.2 Construction 

During the design process, we pair up our designers with green build in-house experts whose roles 

are identified with respect to green lot design, preparation, and development. This “green” team is 

to be involved during the design to make improvements for better quality. Included in the planning 

phase will be a strategy to limit water and energy use while enhancing the natural environment. 

Limits of clearing and grading are staked out prior to construction to minimize on-site soil 

disturbance and erosion. Lastly, jobsite recycling will be implemented and highly encouraged by all 

workers who enter into the development.  

5.3 Community 

Desert Color will include walkways, street crossings, and entrances designed to promote pedestrian 

activity. A designated bicycle lane will also be incorporated on the main roads of the development. 

Amenities will be constructed such as a pool, a park, and pickleball courts so that this 55+ active 

adult community can enjoy their time outdoors and continue to promote recreational activity.   

 

 

5 Green Draft 

• Green Design and Construction 

• Energy Star Certified Homes without any additional upgrades 

• Green Build Packages: Bronze, Silver, and Gold  
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5.4 Home Systems and Appliances 

Homes at Desert Color will be Energy Star certified as a minimum level for green building. In 

addition to that, Desert Color provides a Bronze, Silver, and Gold purchase options for our 

customers. These options are separate from the home upgrade packages, but can be included when 

purchasing a home. The differences between these options are the number of green installments that 

are implemented in its design and construction. In accordance with National Green Building 

Standards NGBS, below are green options that Red Rock Construction can easily incorporate: 

Green Options 

Bronze  Silver  Gold  

- High Efficiency HVAC 
System 

- Insulation and air sealing 
upgraded 
 

- High Efficacy Lighting 

- Sediment filters 

- High Quality Ventilation  

- Bronze Green Options 

- Window shading 

- Smart Appliances and Systems 

- Independent Inspections and 
Testing 

- Silver Green Options 

 

5.5 Benefits 

Higher standards of performance will protect, restore, and enhance the natural and unique features 

of Saint George, but allow our customers to enjoy a comfortable life. Although it is a desert-like 

environment, these green installments will make you feel like it is paradise. Implementing green 

options to the community will create a sustainable lifestyle, provide more comfort, improve indoor 

air quality, and save homeowners at least 10% on annual utility bills which equates to $3,000 in 

annual savings.  

 

 

5 Green Draft 
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  6 Project Management    

Summary 

 

 

 

 

 

 

6.1 Project Manager 
Red Rock Construction will select a Project Manager from its most trusted employees who will manage the 

whole project from construction to close out. The project manager will direct the construction managers 

and the field engineer. The project manager will also oversee the overall budget for the project by 

processing pay applications, managing job costs, and handling the draw process. Furthermore, our project 

managers will collaborate with our estimating team frequently and negotiate fair and competitive pricing 

with the trades.  

 

6.2 Construction Manager 
The construction managers will oversee all aspects of construction. Their responsibilities include QC for 

each home, safety throughout the site, and scheduling of trades. The construction of each home will be 

split into two phases. Each construction manager will become an expert of their assigned phase, resulting in 

greater efficiency and improved communication with subcontractors. The front-end construction manager 

will oversee the 

construction of the home 

up to the 4-way 

inspection. The back-end 

construction manager will 

complete the home after 

4-way inspection. We 

plan to average eight 

starts and eight closes 

each month for the 

duration of the project. 

 

 

• Five phases of construction over a period of five years  

• Less than 2% home cost variance  

• One Project Manager, Two Construction Managers, and a Project Engineer 

• Builder Trend management software 

• Safety Initiative  

• QA/QC 
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6.3 Field Engineer  
The management team will have a full-time field engineer. He will head the QA and any warranty items that 

arise after the construction team has moved out. Our Field Engineer will personally take charge of all 

warranty claims. In addition, he will be responsible for all SWPPP actions and communications, as 

discussed in 6.9. 

 

Customer satisfaction is guaranteed in every aspect of our homes. Each homeowner should love their new 

residence and be happy with their purchase. Red Rock Construction will ensure that the transition from 

construction to move in is seamless; as we maintain genuine high-quality components, fixtures, and 

materials that build these homes.  

 

6.4 Training 
Our employees go through an extensive and rigorous training that Red Rock Construction has perfected 

over its lifetime as a company. Historically, the building process has shown a construction variance of 

under 2% per home. This is due to the loyalty of our trades and the simplicity of construction with five 

floor plans. Our training focuses on safety, quality control, and quality assurance. 

 

6.5 Quality Control 
A reporting policy of all trades will be in place to create communication between construction managers 

and trades. Checklists have been created for every trade focusing on the quality of details that must be met, 

to minimize warranty fixes. RRC will utilize technology to ensure a high-end product. Matterport will be 

used at 4-way to document existing conditions to assist in future work. The construction manager is 

responsible for walking through the site daily reviewing the checklist and determining if work meets or 

exceeds the project requirements. Daily logs will be a high priority in the construction process to document 

the quality of the product.  

 

6.6 Phasing 
The project will be broken into five phases to control risk. In June 2020, RRC will begin construction and 

plans to complete the entire project four years later in August 2024. With the remaining time in the project 

schedule, we will focus on completing sales through February 2025. Model homes are located at the north-

east entrance of the community, these homes will be built immediately following horizontal construction of 

phase one to maximize interest. Amenities will also be included in the first phase. Once 75% of the vertical 

construction is completed in each phase, the following phase will begin. This will ensure a balance of 

absorption and lead time. 
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6.7 Safety 
Safety of personnel, supplies, and the project site is of utmost importance to Red Rock Construction. In 

the Desert Color development, our biggest safety risk will be the new tenants moving into the community. 

Concrete washouts have clear signage indicating locations. Our four entrances and exits are carefully 

planned with our phasing to ensure safe traffic patterns and reduce the need to travel through occupied 

areas of the community. Traffic patterns will be precise, and all contractors are expected to follow those 

regulations, ensuring the safety of the homeowners and their children. Construction personnel will be kept 

safe by wearing the appropriate PPE on the job. Safety standards are aligned with OSHA regulations. 

6.8 Management Software 
This company strives to adapt and innovate in as many ways as possible. The Builder Trend app enhances 

project management with scheduling, daily logs, work completed updates, job costing and progress reports. 

The Builder Trend app will allow RCC to digitize plans in order to stream line communication and 

organization with our trade partners. Builder Trend also allows sharing of progress with the home owner. 

This will allow us to keep our out-of-state clients up to date with the progress of their home and have real-

time updates. Through previous experience with other projects, statistics have shown that customers who 

are more informed will likely share the experience with their friends, which will ultimately bring in more 

business. This also helps construction managers and field engineers stay accountable for their work by 

keeping the project on schedule, clean, and safe. 

 

6.9 SWPPP 
Red Rock Construction takes Stormwater Pollution Prevention Plans seriously. The Field Engineer will 

attend regular meetings with the Dixie Clean Storm Water Coalition monthly to ensure proper 

requirements are met. They will also handle and control the stormwater properly onsite. Homeowners are 

expected to landscape or hire Red Rock Construction to landscape their lots within a year of purchase to 

ensure appropriate retention and SWPPP 

precautions. Number 2 rock will be laid at all 

entrances and exits into the lots for increased 

erosion control, and silt fencing will be installed 

around the perimeter of the lots as necessary. 

Their duties are as shown to the right. 

 

6.10 Detention Ponds 
Detention ponds have been strategically placed at the low portion of the site allowing for water to 

naturally collect and slowly release the drainage into the storm sewer system. Each final grade will be 

finished as quickly as possible in order to ensure each lot can retain its water and mitigate storm 

water pollution. 
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Summary 

 

 

7.1 Introduction and Vision 

Our goal at Red Rock Construction is to provide an excellent homebuying experience, from first 

impression to closing, and continuing through the warranty period of our product. To offer this 

quality turn key service, we have a qualified in-house sales team that is fully dedicated to our 

development. The closing process on a house can be stressful for clients, but with our in-house sales 

team and the assistance of outside realtors, it will be seamless. Red Rock Construction will ensure 

the warranty process is smooth and all clients feel secure and comfortable in their home. In order to 

reach our whole target market, we will be using a combination of online marketing, local marketing 

within St. George, and regional marketing in the western United States.  

7.2 Online Strategy 

One of Red Rock Construction’s major marketing streams will be through Social Media and the 

Internet. Many people within the 55+ active adult community use social media daily; however, they 

do not use all social media platforms. According to Pewresearch.org, our target market mostly uses 

Facebook and YouTube as their social sites. Therefore, we will focus on these social media sites in 

our online strategy. 20 

Both regional and local customers will be able to view our products through our webpage and online 

social media campaigns. The webpage and social media campaigns will feature a 3-D virtual walk 

through program called Matterport, to enhance their buying experience. Many people look to the 

Internet or Google for information on how, where, and who to buy their next home from. Having 

an online presence will greatly increase our marketing reach. Our focus for online marketing will be 

on Google ads, Facebook, YouTube, and the development of our own website. Google and 

Facebook ads will direct users to our website or YouTube to receive more information and watch 

videos about our community. About 47.6 million Facebook users are within our target market of 

55+, allowing for maximum brand exposure. Online marketing is a cost efficient, 24-hour tool to 

use in order to get more brand recognition and appeal to our target market.  

 

7 Sales and Marketing  

• Total Annual Marketing Costs:  $897,600 

• Total Annual Sales Team Budget: $261,000 

• Monthly Absorption Rate: 8 
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7.3 Regional Strategy  

Many of our customers will come from outside of the area to retire in St. George. It will be 

beneficial to focus some of our marketing efforts on these locations. Major cities in California, 

Washington, Northern Utah, and Idaho will be our focus on promoting brand recognition. We’ll do 

this through billboards on major highways, targeted social media campaigns, brochures in local 

physical therapy offices, and a program called “Stay and Play.” Stay and Play will be a program that 

we offer to qualifying customers looking to come and see our community from out of state before 

making the decision to relocate. To incentivize customers to come see our community we will pay 

for two nights at a local hotel for qualifying customers to come tour our facility and visit St. George. 

Though this method may be more expensive than most, we believe it will help “seal the deal” with 

this qualified group. The average cost of a night at a 4-star 

hotel in St. George is currently around $140 a night. We 

have negotiated a price of $100- $110 a night. At best, we 

anticipate having approximately ten qualifying couples 

participate in this program a month. This brings the 

monthly costs to $2,500 for the program. A large portion 

of our target market consists of magazine readers. Posting 

ads in magazines such as retirement and golfing magazines 

will direct customers to search out our community on the 

web, where we can use our marketing strategy to add 

further appeal to future clients.   

7.4 Local Strategy  

Different markets require different marketing strategies. 

According to Washington Counties 2018 Tourism Report, 

the county saw a total of 149,000 out of town visitors at 

sporting & adventure events in the county. In the St. 

George market specifically, we will focus our efforts on 

marketing at local events that a majority of the community 

will be in attendance for. This will create brand recognition 

within the community, as well as with those who are 

visiting the area. St. George is a very active community and 

has a variety of sporting events such as the Huntsman 

World Senior Games, St. George Marathon, St. George 

Ironman, and multiple golf tournaments. Other large 

community events that we will publicize Desert Color at 

include Peach Days, Parade of Homes, 4th of July, and 

Pioneer Days.  

7 Sales and Marketing  

33



 

2019 – Brigham Young University  
NAHB 4-Year Program  

 

 

 

Billboards on I-15 North and South bound will be another major marketing tool for the Desert 

Color Community. According to studies done by a local billboard company, there are approximately 

50,000 cars that pass by St. George on I-15 on a daily basis.3 We estimate that about 30% of drivers 

will look at our billboards and gain brand recognition, which will generate thousands of online 

searches for Desert Color and be directed to our website and model homes.   

7.5 Marketing and Sales Team    

After completing an analysis, Red Rock Construction discovered that having an in-house sales team 

allows us to control the sales process and the sales price more closely. By hiring an in-house sales 

team, Red Rock Construction will have more control over the sales process. After completing a cost 

analysis, we discovered we would save approximately $140,000 a year. We will hire a full-time sales 

director and a full-time sales assistant for the Desert Color Development. The marketing director’s 

responsibilities will be to manage the local, regional, and online marketing campaigns for the 

development; as well as manage all product sales. The sales associate will manage the tasks 

associated with selling the homes—tasks such as showings, assisting with listings, and producing 

sales proposals. The sales director will earn a 1.5% commission for every home sold, while the sales 

assistant will earn a 1.0% commission. Both sales agents will also be eligible for performance 

bonuses at the end of the year, if they meet the monthly quota. 

Red Rock Construction plans to sell an average of 96 

homes a year, making our monthly quota eight 

homes. With the combination of our sales team and 

outside realtors working together, our sales team 

plans on accounting for 60% of our total sales, while 

outside realtors will account for the remaining 40%. 

7.6 Outside Sales  

Desert Color Development welcomes outside 

realtors. We also recognize that local realtors may 

already have connections and a client base that could 

bring many potential customers to our community. 

Outside house realtors will earn a 2.5% commission 

on all homes sold within Desert Color Development. 

To help encourage realtors to bring clients to Desert Color Development we will also have a 

rewards program set up for realtors that sell the most in our community. This rewards program will 

vary from year to year, but could include end of year marketing dinners, exclusive selling 

opportunities, and much more. 

 

7 Sales and Marketing  

34



 

2019 – Brigham Young University  
NAHB 4-Year Program  

 

 

7.7 Promotions 

Red Rock Construction will offer a variety of promotions to increase overall home sales. Many of 

our promotions will be seasonal and will vary based on multiple factors such as time of year and 

availability. Some promotions however, will be year-round. If customers choose to purchase a home 

within a week of taking advantage of the Stay and Play program, we will discount the purchase price 

of their home. Discounts will be calculated on a per-home basis. Red Rock Construction will 

provide the housewarming gift of a welcome basket containing gift cards to popular local 

restaurants, tickets to the Tuacahn Center for the Arts, and other local options. Depending on the 

season, the costs of these welcoming baskets will range from $100-$150. 

7.8 Premium Lots  

At Red Rock Construction we have many lot sizes and desirable locations throughout the Desert 

Color Development. The prices will vary based on size and location. We have a variety of unique 

lots that give our clients flexibility in what they desire in a home or a vacation get away. We offer our 

base lot at 7,000 to 8,000 square feet for no extra charge; medium sized lots will be an additional 

$7,000; while larger lots with desirable locations, such as in cul-de-sacs or corner lots, will start at an 

additional rate of $15,000. All North and East facing lots will also be greater in value as well as lots 

that are large enough for sideload garages. The Red Rock Construction sales team will give the 

customers an array of lot options and market upgraded lots that will increase the revenue of the 

company.  

7.9 Amenities   

We have targeted the active lifestyle of a 55+ population with our attractive amenities package. As 

our clients approach the community, a large open area is designated for an assortment of activities. 

Desert Color will have the following amenities: 

• Pool 

• Community Clubhouse 

• Six Pickleball Courts 

• Bike Lines 

• Fitness Studio 

• Pavilion 

 

7 Sales and Marketing  
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 8 Financial & Risk Analysis  

Summary 

 

 

 

 

8.1 Financial Preface 

Red Rock Construction has developed the following financial and risk analysis to assure the 

profitability and security for Desert Color’s 55+ active adult community. This analysis reviews the 

sales costs, expenditures and cash flows with an end result of a realistic 34% IRR. The following is a 

profile of our conservative analysis, and our developmental lease analysis.  

8.2 Assumptions 

Entitlement 

Having reviewed similar developments near Desert Color, we are assuming that our development is 

able to pass local jurisdiction approval to be rezoned as NE allowing us to fit 469 lots on the site. 

Absorption 

In order to create a proforma, we have made assumptions on sales according to current market 

demands and needs. Based on MLS data, local statistics, and discussions with multiple local real 

estate experts, we have determined the absorption rate, for a project of our scale, to be eight homes 

per month. In our analysis, we spread this absorption rate across the year as a constant number 

understanding that there will be high months and low months; for that reason, we have taken the 

average yearly absorption rate and used this as our standard rate. 

Land Acquisition 

After completing our market analysis and talking to local experts26, we estimate that the fair market 

value of the land is $16,900,000 or $130,000 per acre. In order to maintain an annual IRR of 20% 

the max we would be able to offer is $23,250,000 for the land. 

Our alternate plan for Land Acquisition includes a development lease with the Utah School and 

Institutional Trust Lands Administration (SITLA). SITLA is a state owned and operated 

administration that has historically engaged in leases with developments, such as Sunriver in St. 

George, to increase income from the sale of state-owned land and stimulate the economy.  In recent 

regional SITLA leases such as Sunriver, SITLA maintained ownership of the property while allowing 

• Development of 469 lots 

• Land Purchase Price $16,900,000 

• Site Development Costs of $21,745,413.89 

• Total Gross Sales of $183,822,033.81 

• Sales Price $392,000 

• Hard Costs $150,880,431.68 

• Break Even in 31 Months’ Time 

• Projected project length of 5 years.  

• Estimates of profits $31,152,419.15 

• 34% IRR 
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 8 Financial & Risk Analysis  
the developer to make improvements. SITLA then received payment for the land and additional 

compensation at the time of individual parcel purchase—when each individual home was sold to 

owners. This deal will enable us to avoid the heavy upfront cost of purchasing land, significantly 

decrease project risk, and drastically raise IRR.  

 

8.3 Development Costs 

Construction Costs 

 

Base Sales Price 

 

Total Cost Breakdown 
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Lot Premiums 

In Desert Color, we will markup each lot 

by 60% of their estimated base price. We 

have broken down our lots into three 

types: 3 Star, 4 Star, and 5 Star. 3 Star lots 

are the standard lots that don’t have any 

special views or excessive draw to them. 4 

Star lots are those that face the North and 

East so that backyards will be in the shade 

in the evenings. 5 Star lots are larger and 

also face the North or East providing extra 

shade. 

Options 

After completing a market survey and analysis of local developments in the area, we feel 

comfortable in assuming that 80% of all home buyers will choose a bonus package. Basing our 

assumptions off this data, we believe that 60% of buyers will upgrade to bronze, 15% will upgrade 

to silver, 5% will upgrade to gold, and 20% will not upgrade. After averaging all these costs out to 

create our proforma, we will use $20,000 as an average upgrade cost for each upgrade purchase. 

Furthermore, we will provide the option of an additional cost of $7 per square foot for landscaping. 

 

Bonus Packages:  

Bronze Upgrades Silver Upgrades Gold Upgrades 

- Master Bedroom Pop-out 

- Upgraded Countertops 

- Mudroom Bench 

- Green Build Bronze (Optional) 

- All Bronze Upgrades 

- 4 ft Kitchen Island 

- Full Tile Shower 

- Green Build Silver (Optional) 

- All Bronze and Silver Upgrades 

- Tray Ceiling in Master Bedroom 

- Covered Back Patio 

- Green Build Gold (Optional) 

 

 

 

Lot Premiums 

Type 
# of 
Lots 

Premium 
Markup 

3 Star 120 $               - 

4 Star 229 $   7,000.00 

5 Star 120 $ 15,000.00 
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Site Development Cost 

At Red Rock Construction, we estimate the site development/land improvements to cost a total of 

$21.7 million. Evenly distributing this cost throughout all 469 lots produced a unit cost of $46,179. 

The land development or horizontal improvement cost will be marked up by 20% to profit Red 

Rock Construction.  

8.4 Financial Scenarios 

Sales per Quarter 

We are estimating to have eight sales per month in our realistic scenario and close out in five years. 

In the case of a major downturn in the market, halting sales, our conservative scenario would yield 

six sales per month. In this scenario we would then stop building after phase four to match market 

demand and sell the remaining raw land from phase five. For our development leasing option with 

SITLA, we also estimate eight sales per month. In the development lease scenario, we do not have 

an initial land acquisition cost but rather have those expenses pass through the project as the land 

sells.  

Charts 

Please see charts at the bottom of the chapter. 

Return on Investment 

Red Rock Construction is estimating the project revenue to be $183,822,033.81 with a net profit of 

$31,152,419.15 and an annual IRR of 34% over five years. These cash flows are based upon our 

sales team achieving an average of eight sales a month. In the unlikely scenario that the market takes 

a turn for the worse, we plan on selling the undeveloped land off and estimate that we will still be 

able to net $21,262,494.82 and achieve an annual IRR of 23%. 

8.5 Risk Analysis 

In a development of this size, understanding the risks associated is extremely important. If the 
demand of consumers interested in products slows down, adjustments will need to be made in order 
to remain profitable. To increase the IRR and create a safe exit strategy, Red Rock Construction has 
decided to split the project into five phases. Each phase will differ in construction, meaning that if 
the market does not react as predicted the company can halt the project at the end of the current 
phase without significant losses and can recoup additional money through selling the remaining land 
at a markup of its current value. Phasing in this situation also creates a “padding” for our internal 
rate of return.  
 
Risk could also be reduced by a development lease with SITLA. The land would only be bought 
once customers have signed a contract for a home, thus shifting the risk away from the company. 
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The existence of our corporate banking system within the company enables us to avoid taking out a 
loan with an institution. Our company will lend us the funds necessary for land improvements at an 
interest rate of 5%.  We will initially use this funding to acquire the land and begin development. As 
the project begins to become self-sustaining and generate profit, we will be able to pay off the loan 
no later than the 31st month.  
 
Contingency factors have been included in our home sales costs to mitigate unforeseen conditions 
such as expandable clay and bedrock excavation equipment. We feel that this will adequately cover 
the cost of reworking the soil and will ensure that we build upon stable soil with enough bearing 
pressure to support the homes.  
 

8.6 Conclusion 

Red Rock Construction is confident in its ability to provide what the 55+ active adult population 

would want in a home and community in the greater St. George area. We strongly believe that we 

can deliver a successful project based off of our thorough due diligence in all aspects of the 

development. With this in mind, we strongly believe that we can construct and sell the 469 homes in 

Desert Color in a 5-year period with an annual IRR of 34%. 
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Realistic Scenario 
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Conservative Scenario 
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Development Lease Scenario 
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Activity Name Dur. Early Start Early Finish Total Float

NAHB Horizontal Construction 1292 02-Mar-20 14-Feb-25 0

NAHB 0 0

NAHB.Plans and Procurment 59 02-Mar-20 22-May-20 45

Property Close 0 02-Mar-20 02-Mar-20 33

Send for Zoning Approval 0 02-Mar-20 53

Send for Plat Approval 0 02-Mar-20 53

Clearing and Grubbing Permit 5 02-Mar-20 09-Mar-20 48

Final Plan 20 02-Mar-20 27-Mar-20 33

Grading Permit 5 09-Mar-20 16-Mar-20 66

Order Manholes 5 09-Mar-20 16-Mar-20 55

Order Electrical Transformers 5 09-Mar-20 16-Mar-20 53

Order Street Signs/Lights 5 09-Mar-20 16-Mar-20 93

Final Zoning Approval 0 22-May-20 -6

Final Plat Plan/Approval 0 22-May-20 -6

NAHB.Phase 1 0 0

NAHB.Phase 1.Site Development 61 22-May-20 19-Aug-20 -6

Clear and Grub 11 22-May-20 09-Jun-20 -6

Install Gas Lines 11 09-Jun-20 15-Jun-20 3

Install Water Lines 11 09-Jun-20 24-Jun-20 -4

Install Storm Drains 11 09-Jun-20 24-Jun-20 -4

Underground Electrical 11 09-Jun-20 24-Jun-20 -6

Install Sewer Lines 13 09-Jun-20 26-Jun-20 -6

Install Primary Electrical Transformer 2 24-Jun-20 26-Jun-20 -6

Grade 9 26-Jun-20 10-Jul-20 -6

Curb and Gutter 10 10-Jul-20 24-Jul-20 -6

Install Silt Fence 1 24-Jul-20 27-Jul-20 3

Install Fire Hydrants 2 24-Jul-20 28-Jul-20 -6

Pave 5 24-Jul-20 31-Jul-20 -4

Water Charge 2 28-Jul-20 30-Jul-20 0

Secondary Electrical Transformer 3 28-Jul-20 31-Jul-20 -1

Concrete Sidewalk 8 28-Jul-20 07-Aug-20 -6

Install Street Signs/Lights 2 31-Jul-20 04-Aug-20 -4

Vertical Permit 8 07-Aug-20 19-Aug-20 -6

NAHB.Phase 1.Vertical Constructio 196 19-Aug-20 20-May-21 -6

Pickleball Court 30 19-Aug-20 30-Sep-20 122

Build Clubhouse 60 19-Aug-20 11-Nov-20 92

Houses 1-100 196 19-Aug-20 20-May-21 -6

75% Substantial Completion 0 22-Mar-21 -6

NAHB.Phase 2 0 0

NAHB.Phase 2.Site Development 61 22-Mar-21 15-Jun-21 -1

Clear and Grub 11 22-Mar-21 06-Apr-21 -1

Install Gas Lines 4 06-Apr-21 12-Apr-21 8

Install Water Lines 11 06-Apr-21 21-Apr-21 1

Install Storm Drains 11 06-Apr-21 21-Apr-21 1

Underground Electrical 11 06-Apr-21 21-Apr-21 28

Install Sewer Lines 13 06-Apr-21 23-Apr-21 -1

Install Primary Electrical Transformer 2 21-Apr-21 23-Apr-21 28

Grade 9 23-Apr-21 06-May-21 -1

Curb and Gutter 10 06-May-21 20-May-21 -1

Install Silt Fence 1 20-May-21 21-May-21 8

Install Fire Hydrants 2 20-May-21 24-May-21 -1

Pave 5 20-May-21 27-May-21 1

Water Charge 2 24-May-21 26-May-21 5

Secondary Electrical Transformer 3 24-May-21 27-May-21 4

Concrete Sidewalk 8 24-May-21 03-Jun-21 -1

Install Street Signs/Lights 2 27-May-21 31-May-21 1

Vertical Permit 8 03-Jun-21 15-Jun-21 -1

NAHB.Phase 2.Vertical 196 15-Jun-21 16-Mar-22 -1

Houses 100-208 196 15-Jun-21 16-Mar-22 -1

75% Substatial Completion 0 14-Jan-22 -1

NAHB.Phase 3 0 0

NAHB.Phase 3.Site Development 61 14-Jan-22 11-Apr-22 0

Clear and Grub 11 14-Jan-22 31-Jan-22 0

Install Gas Lines 4 31-Jan-22 04-Feb-22 9

Install Water Lines 11 31-Jan-22 15-Feb-22 2

Install Storm Drains 11 31-Jan-22 15-Feb-22 2

Underground Electrical 11 31-Jan-22 15-Feb-22 0

Install Sewer Lines 13 31-Jan-22 17-Feb-22 0

Install Primary Electrical Transformer 2 15-Feb-22 17-Feb-22 0

Grade 9 17-Feb-22 02-Mar-22 0

Curb and Gutter 10 02-Mar-22 16-Mar-22 0

Install Silt Fence 1 16-Mar-22 17-Mar-22 9

Install Fire Hydrants 2 16-Mar-22 18-Mar-22 0

Pave 5 16-Mar-22 23-Mar-22 3

Water Charge 2 18-Mar-22 22-Mar-22 6

Secondary Electrical Transformer 3 18-Mar-22 23-Mar-22 5

Concrete Sidewalk 8 18-Mar-22 30-Mar-22 0

Install Street Signs/Lights 2 23-Mar-22 25-Mar-22 3

Vertical Permit 8 30-Mar-22 11-Apr-22 0

NAHB.Phase 3.Site Development.Vertical196 11-Apr-22 10-Jan-23 0

Houses 208-295 196 11-Apr-22 10-Jan-23 0

75% Substantial Completion 0 10-Nov-22 0

NAHB.Phase 4 0 0

NAHB.Phase 4.Site Development 61 10-Nov-22 03-Feb-23 0

Clear and Grub 11 10-Nov-22 25-Nov-22 0

Install Gas Lines 4 25-Nov-22 01-Dec-22 9

Install Water Lines 11 25-Nov-22 12-Dec-22 2

Install Storm Drains 11 25-Nov-22 12-Dec-22 2

Underground Electrical 11 25-Nov-22 12-Dec-22 0

Install Sewer Lines 13 25-Nov-22 14-Dec-22 0

Install Primary Electrical Transformer 2 12-Dec-22 14-Dec-22 0

Grade 9 14-Dec-22 27-Dec-22 0

Curb and Gutter 10 27-Dec-22 10-Jan-23 0

Feb Mar Apr May Jun Jul Aug Sep Oct Nov Dec Jan Feb Mar Apr May Jun Jul Aug Sep Oct Nov Dec Jan Feb Mar Apr May Jun Jul Aug Sep Oct Nov Dec Jan Feb Mar Apr May Jun Jul Aug Sep Oct Nov Dec Jan Feb Mar Apr May Jun Jul Aug Sep Oct Nov Dec Jan Feb Mar Apr

2020 2021 2022 2023 2024 2025

14-Feb-25, NAHB Horizontal Construction

22-May-20, NAHB.Plans and Procurment

Property Close

Send for Zoning Approval

Send for Plat Approval

Clearing and Grubbing Permit

Final Plan

Grading Permit

Order Manholes

Order Electrical Transformers

Order Street Signs/Lights

Final Zoning Approval

Final Plat Plan/Approval

19-Aug-20, NAHB.Phase 1.Site Development

Clear and Grub

Install Gas Lines

Install Water Lines

Install Storm Drains

Underground Electrical

Install Sewer Lines

Install Primary Electrical Transformer

Grade

Curb and Gutter

Install Silt Fence

Install Fire Hydrants

Pave

Water Charge

Secondary Electrical Transformer

Concrete Sidewalk

Install Street Signs/Lights

Vertical Permit

20-May-21, NAHB.Phase 1.Vertical Constructio

Pickleball Court

Build Clubhouse

Houses 1-100

75% Substantial Completion

15-Jun-21, NAHB.Phase 2.Site Development

Clear and Grub

Install Gas Lines

Install Water Lines

Install Storm Drains

Underground Electrical

Install Sewer Lines

Install Primary Electrical Transformer

Grade

Curb and Gutter

Install Silt Fence

Install Fire Hydrants

Pave

Water Charge

Secondary Electrical Transformer

Concrete Sidewalk

Install Street Signs/Lights

Vertical Permit

16-Mar-22, NAHB.Phase 2.Vertical

Houses 100-208

75% Substatial Completion

11-Apr-22, NAHB.Phase 3.Site Development

Clear and Grub

Install Gas Lines

Install Water Lines

Install Storm Drains

Underground Electrical

Install Sewer Lines

Install Primary Electrical Transformer

Grade

Curb and Gutter

Install Silt Fence

Install Fire Hydrants

Pave

Water Charge

Secondary Electrical Transformer

Concrete Sidewalk

Install Street Signs/Lights

Vertical Permit

10-Jan-23, NAHB.Phase 3.Site Development.Vertical

Houses 208-295

75% Substantial Completion

03-Feb-23, NAHB.Phase 4.Site Development

Clear and Grub

Install Gas Lines

Install Water Lines

Install Storm Drains

Underground Electrical

Install Sewer Lines

Install Primary Electrical Transformer

Grade

Curb and Gutter

NAHB Desert Color 55 Development St. George, UT

Project Baseline Bar

Remaining Work

Critical Remaining Work

Milestone

Summary

Float Bar
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Activity Name Dur. Early Start Early Finish Total Float

Install Silt Fence 1 10-Jan-23 11-Jan-23 9

Install Fire Hydrants 2 10-Jan-23 12-Jan-23 0

Pave 5 10-Jan-23 17-Jan-23 3

Water Charge 2 12-Jan-23 16-Jan-23 6

Secondary Electrical Transformer 3 12-Jan-23 17-Jan-23 5

Concrete Sidewalk 8 12-Jan-23 24-Jan-23 0

Install Street Signs/Lights 2 17-Jan-23 19-Jan-23 3

Vertical Permit 8 24-Jan-23 03-Feb-23 0

NAHB.Phase 4.Site Development.Vertical196 03-Feb-23 06-Nov-23 0

Houses 295-405 196 03-Feb-23 06-Nov-23 0

75% Substantial Completion 0 06-Sep-23 0

NAHB.Phase 5 0 0

NAHB.Phase 5.Site Development 61 06-Sep-23 30-Nov-23 0

Clear and Grub 11 06-Sep-23 21-Sep-23 0

Install Gas Lines 4 21-Sep-23 27-Sep-23 9

Install Water Lines 11 21-Sep-23 06-Oct-23 2

Install Storm Drains 11 21-Sep-23 06-Oct-23 2

Underground Electrical 11 21-Sep-23 06-Oct-23 0

Install Sewer Lines 13 21-Sep-23 10-Oct-23 0

Install Primary Electrical Transformer 2 06-Oct-23 10-Oct-23 0

Grade 9 10-Oct-23 23-Oct-23 0

Curb and Gutter 10 23-Oct-23 06-Nov-23 0

Install Silt Fence 1 06-Nov-23 07-Nov-23 9

Install Fire Hydrants 2 06-Nov-23 08-Nov-23 0

Pave 5 06-Nov-23 13-Nov-23 3

Water Charge 2 08-Nov-23 10-Nov-23 6

Secondary Electrical Transformer 3 08-Nov-23 13-Nov-23 5

Concrete Sidewalk 8 08-Nov-23 20-Nov-23 0

Install Street Signs/Lights 2 13-Nov-23 15-Nov-23 3

Vertical Permit 8 20-Nov-23 30-Nov-23 0

NAHB.Phase 5.Site Development.Vertical196 30-Nov-23 30-Aug-24 0

Gazebo 36 30-Nov-23 19-Jan-24 160

Houses 405-469 196 30-Nov-23 30-Aug-24 0

NAHB.Closeout 120 30-Aug-24 14-Feb-25 0

Closeout 120 30-Aug-24 14-Feb-25 0

Feb Mar Apr May Jun Jul Aug Sep Oct Nov Dec Jan Feb Mar Apr May Jun Jul Aug Sep Oct Nov Dec Jan Feb Mar Apr May Jun Jul Aug Sep Oct Nov Dec Jan Feb Mar Apr May Jun Jul Aug Sep Oct Nov Dec Jan Feb Mar Apr May Jun Jul Aug Sep Oct Nov Dec Jan Feb Mar Apr

2020 2021 2022 2023 2024 2025

Install Silt Fence

Install Fire Hydrants

Pave

Water Charge

Secondary Electrical Transformer

Concrete Sidewalk

Install Street Signs/Lights

Vertical Permit

06-Nov-23, NAHB.Phase 4.Site Development.Vertical

Houses 295-405

75% Substantial Completion

30-Nov-23, NAHB.Phase 5.Site Development

Clear and Grub

Install Gas Lines

Install Water Lines

Install Storm Drains

Underground Electrical

Install Sewer Lines

Install Primary Electrical Transformer

Grade

Curb and Gutter

Install Silt Fence

Install Fire Hydrants

Pave

Water Charge

Secondary Electrical Transformer

Concrete Sidewalk

Install Street Signs/Lights

Vertical Permit

30-Aug-24, NAHB.Phase 5.Site Development.Vertical

Gazebo

Houses 405-469

14-Feb-25, NAHB.Closeout

Closeout

NAHB Desert Color 55 Development St. George, UT

Project Baseline Bar

Remaining Work

Critical Remaining Work

Milestone

Summary

Float Bar
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2019 – Brigham Young University  
NAHB 4-Year Program  
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