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Developing with the Spartan Building Group is an exciting venture for not only our clients, but for our 
team. Understanding this is the purchase many people have dreamed of and saved for, our group of 
experts are dedicated to exceed expectations. We work to build a collaborative cohesion between 
neighborhood and construction; to innovate design by taking the classic ideas from the area and 
blend them into new forms by creating comprehensive layouts, livable community space, and 
embracing the natural environment.

Quality, experience, and excellence are the fundamentals we practice. From the foundation up, your 
home will be in the hands of the area’s top designers, construction and project management leaders, 
sales and marketing specialists, financial advisors, and green building fanatics. With our company’s 
most experienced and passionate individuals, we have comprised an investment opportunity that 
will highlight compelling financial benefits. 

SPARTAN BUILDING GROUP

WHO WILL?
SPARTANS WILL.

Tahmim Siddiquee
Market Analysis

Aundrea Cole
Site Development

Taylor Howes
Product Development

Sabrina Maniaci
Project Management

Mel Rowley
Sales and Marketing

Michael Hadvina
Financial Analysis
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Market Analysis
As an outer ring suburb of Charlotte, Concord, North Carolina is in the midst of exponential growth. 
The area known for its abundance of nature and love for motor racing is the perfect place to raise a 
family and start a home. With downtown Charlotte approximately a 35-minute drive southwest, 
potential buyers range from first time home buyers to experienced homeowners and active lifestyle 
adults. Steady population growth within the census tract where the site is located, along with a high 
household income of $93,973 and a “hot market” for home sellers have created an ideal niche for 
Spartan Building Group to develop.   

Land Development
The 298 parcel will be platted for 428 single family detached homes as well as 113 townhomes 
divided by Zion Church road. The neighborhood will also include more than  three miles of boardwalk 
for walking and bicycles, three dog parks, and a community center with an array of activities.   

Product Development
The Pines at Rocky River offers six unique single-family detached home plans and four townhome 
plans. Each model can be customized to create the perfect, personalized home for every lifestyle. The 
homes come with high quality standard features and multiple upgrade packages are available to 
meet the desires of each buyer. The plans incorporate sustainable practices as well as design 
solutions that specifically cater to each group of our target demographic.

Sustainability
The Pines at Rocky River will implement green and sustainable building practices from the 
pre-construction phase through owner takeover. The ICC 700 National Green Building Standard was 
the guiding source for all sustainable practices. 

Construction Management
Our development is scheduled to complete in under five years by staggering sitework activities with 
proper coordination, basing home construction on a takedown rate of 36 homes per quarter, and 
starting each phase when its preceding phase is 65% sold. Sitework has been estimated to cost $28.1 
million with $3.6 million estimated for common area improvements. Total vertical construction costs 
for single family detached houses and townhomes is estimated at $137 million.

Project Management
Spartan Building Group will assign one of our top project managers to oversee big picture items, 
while day-to-day operations will be divided between a horizontal superintendent and a vertical 
superintendent with the help of project assistants. The management team will  work closely with 
each other and with the subcontractors to coordinate according to schedule, mitigate risks, maintain 
quality control, and ensure safety throughout the project.

Sales and Marketing
Our Sales and marketing strategy has been developed to yield a high market capture of all three 
target buyer groups through strategic online marketing, an efficient sales force, and both national 
and local media outlets to garner attention from buyers. Our goal is to phase marketing budget to 
assist in the sale of homes and maximize cash flow without affecting construction costs and output.

Financials and Risk Analysis
We have assessed key project concerns based on four risk parameters: financial, legal, operational, 
and market. Using these parameters, we have produced six cash flow scenarios that yield IRR’s 
ranging from 4.6% to 33.5%, with the most realistic outcome at 25%. 

EXECUTIVE SUMMARY
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1.0 MARKET ANALYSIS

1.1 INTRODUCTION 

Concord, North Carolina is 

an outlying suburb of 

Charlotte which is 

experiencing rampant 

population growth. With a 

Charlotte located 

approximately 30 to 35 

minutes’ drive southwest, 

there is potential ranging 

from first time home 

buyers to experienced 

homeowners and active 

Figure 1.2: Median Age 2010-2018

Figure 1.1: Population Growth 1990-2018

SUMMARY

Concord, North Carolina an outlying suburb of Charlotte, NC is  experiencing rampant growth.  The 
area known for its abundance of nature  and its love for motor racing is the perfect place to raise a 
family and start a home or retire peacefully. With downtown Charlotte approximately 35 minutes’ 
drive southwest, there is a market potential ranging from first time home buyers to experienced 
homeowners and active lifestyle adults.   

adults. In  order for demand to meet the supply of homes on a 298 acre site, there must be a diverse 

target market. With the dispersal of the population from Charlotte (both pre and post-COVID), 

homebuyers will first encounter the luxury neighborhoods of Harrisburg. A location in Concord, just 

minutes east of Harrisburg, can provide the same amenities and attractions plus affordable living. 

The steadily rising population in Concord (Figure 1.1) has created an opening in the market to allow 

for new developments. Between 2010 and 2018, the median age of Concord increased from 34 to 36 

years old (Figure 1.2). Not only is there an influx of home buyers moving into Concord, but current 

residents are staying. A median household income of $93,973  within the  census tract where our site 

is located illustrates the ability of buyers moving into the area to purchase entry level through larger
and more luxurious homes. 

By completing a market 

analysis both on the city 

and county levels along 

with the competitive 

market area, Spartan 

Building Group has 

identified three potential 

buyer submarkets for our 

development project.
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MARKET ANALYSIS 

1.2 DEMOGRAPHICS

To analyze the local market, we began by 
assessing the average commute time for residents 
of Census Tract 415.03, where our site is located. 
This helps determine other communities where 
buyers may be looking for their next home. The 
average commute time falls at 36.1 minutes. 
Figure 1.3 shows a 40 minute drive radius with 10 
minute increments.

This drive time radius thus helped establish the 
competitive market area (CMA). The CMA 
includes cities such as Harrisburg, Kannapolis, 
Mint Hill, and Monroe. Upon further inspection, 
Harrisburg is found to be the most significant 
competing location as it offers similar 
conveniences and attractions but at a higher 
price. Our site is situated between two new 
residential developments; however, it is ideally 
located on the outskirts of town with vast open 
space and access to two major highways only five 
and fifteen minutes away. This provides a 
peaceful lifestyle for our buyers, with ample local 
amenities and easy access into Charlotte, where 
many people in the CMA are employed.

The residents of Census Tract 415.03 have a 
median annual income of  $93,973 (2019) which 
is 1.4 times higher than Cabarrus County and is 
comparable to Harrisburg ($108,942). Harrisburg 
has the highest median household income in 
Cabarrus County, with our census tract coming in 
second (Figure 1.4). The annual trend for 
household income in the County shows that the 
portion of the population with median household 
incomes between $100K to $199K is growing the 
fastest (Figure 1.5). These trends point to the fact 
that new buyers are flooding into the area from 
the city, with the ability to make a significant new 
home purchase. With high median income per 
household and trending growth in household 
income within the county, we can further 
reinforce the perspective increasing demand for 
high quality homes. 

Figure 1.5: Cabarrus County Annual Household 
Income Distribution TRend, 2010-2018 

Figure 1.4: 2019 Household Income

Figure 1.3: 40-Minute Drive Radius
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Figure 1.6: Household Size 2019

Spartan Building Group utilized Gale Business 
Demographics database to analyze and 
understand the segmentation of the potential 
local buyers within Cabarrus County, North 
Carolina. 54% of the market has a household size 
of 1-2 people; 46% contains three or more people 
(Figure 1.6). This was the first step in segmenting 
the market, as it was crucial to understand the 
number of occupants per household, and how it 
shapes our market and product. This data further 
helps us understand that there are possibilities to 
target more than one submarket for our 
prospective development and create products 
that meet varying household size and type needs. 

Figure 1.8 Cabarrus County Schools

teacher ratio of 15:1. All of these schools are less than 15 minutes away 
from our site (Figure 1.8). Furthermore, our site is within the district of an 
award-winning public magnet school as well as two private schools, which 
provide a diversity of options for residents in our neighborhood. 

Figure 1.7 Cabarrus County Attractions

1.3 ATTRACTIONS & AMENITIES

Concord, as a growing area itself and only 35 minutes from Charlotte, offers a wide variety of 
attractions and activities. Attractions in the area include several racing and auto experiences, 
multiple golf courses, the U.S. National Whitewater Center, Sea Life Charlotte-Concord, and several 
other parks and outdoor recreation areas. These amenities make Concord a great city for families, 
young adults, and active adults. Concord offers several options for groceries, has four hospitals and 
multiple doctors’ offices, more than 15 churches of varying denominations, many restaurants, and 
the Charlotte-Douglas International Airport which is only 40 minutes away from our site.  

Concord has three public school districts comprising at least 13 schools within 30 minutes of our site, 
seven of which are high schools, 10 middle schools, and 10 elementary schools. Concord schools 
have an overall B+ rating. Our site is districted for Central Cabarrus High School, C.C Griffin Middle 
School, and Rocky River Elementary School, which has a low student to

      Private Religious Schools

      Public Schools 

      Public Magnet School 
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MARKET ANALYSIS MARKET ANALYSIS 
1.4 LOCAL HOUSING SUPPLY

The City of Concord has a variety of new 
home developments, many of which are 
within five miles of our development site. 
Some of the nearby competitors include 
Ryan Homes, Orleans Homes, Eastwood 
Homes, and True Homes. Figure 1.9 shows 
these local developments as well as existing 
tract housing developments that have been 
built over the last decade. The number of 
new listings in Concord is very cyclical with 
increased listings in May and fewer new 
listings in December. According to Redfin 
data, new listings in July 2020 were down 
46% over the previous year which could 
indicate that the market is seeing a supply shortage. This came after a recovery a market slowdown 
during the early stage COVID-19 response, so we do not believe that this reduction was a function of 
the pandemic. Currently existing market listings are at a three-year low and sales are near three-year 
highs - this shows that there is ample room for new construction to help meet market demand. 

Homes with 3 to 4 bedrooms are most common, representing about 57% of the total housing units in 
the Concord area. The home values in the area vary greatly, however 6,660 homes (31%) range 
between $200,000 to $299,999 , and 6,548 homes (31%) range from $300,000 to $499,999. We have 
also seen the mean price of homes in Cabarrus County skyrocket 80% over the last 7 years to 
$285,000. In Concord, these homes stay on the market for 44-48 days in the summer and 76-90 days 
in the winter. There has been a continuous downward trend for number of days on the market for 
home listings, as seen in Figure 1.12.  

Figure 1.9: Competing Home Developments

Figure 1.10: SFDH Competitor Market Cost per Square Foot

Y=85.033x+131891
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MARKET ANALYSIS MARKET ANALYSIS 

TOWNHOME MARKET

Townhomes with 3 bedrooms and 

2 full bathrooms are most 

common in Concord. Existing 

townhomes in Concord range from 

2,000 sq to 3,000 sq and 70% of 

new attached home permits were 

built in Concord during 2019. In 

November 2020, the median list 

price of townhomes in Concord 

was $263.5K trending up 1.4% 

year-over-year. The median listing 

price per square foot was $135, 

Figure 1.13: Townhome Competitor Market Cost per Square Foot

and the median sale price of over $267K. Figure 1.13 

shows how The Pines at Rocky River townhome price and 

square footage fit appropriately against all our 

competitors’ prices and available square footage. In 

Concord, townhomes stay on the market for 

approximately 70-80 days during the year.

New construction permits issued by the City of Concord 

for both single family detached homes and townhomes 

have increased significantly over the past six years 

(Figure 1.11). 

Figure 1.11: New Construction Permits Issued for Concord, NC
 (Source: Cabarrus County Construction Standards Census Report) 

Figure 1.12: Median Days for SFDH 
Listed on Market (Source: Redfin.com) 
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1.5 NEW HOME COMPETITORS

We compared our proposed community to six surrounding new home communities in and around 
Concord (Figure 1.10 and 1.14). The new homes in these communities have similar square footages 
and listing prices in the $200,000 to $400,000 price range.  Some of these communities offered a 
variety of buildable plans, a unique exterior, a semi-customizable interior, or onsite amenities and 
activities. Many of these builders are offering “flex rooms” that can be converted based on the 
individual homeowners’ needs. However, few of the communities offered all of these benefits. Our 
goal is to create a community with a greater variety of homes in order to attract a more diverse 
group of buyers. The plans offered will reflect this diverse buyer group, with sizes and styles that can 
be customized to fit everyone from growing families to active adults. The Rocky River, running 
adjacent to our site, will also allow us to offer lots with a more diverse landscape for residents to 
enjoy.

Figure 1.14: New Home Competitor Communities

10
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1.6 LOCAL HOUSING DEMAND

Concord is regarded as a very competitive 

marketplace with new home listings receiving 

multiple offers with a sale to list ratio between 

0.981 and 0.995 since January. Additionally, Concord 

has one of the lowest absorption rates in the area at 

1.23, indicating strong demand with a severely 

constrained supply (Figure 1.15). It is clear from this 

data that Concord is currently in a demand-heavy 

market, as there are far more buyers than there are 

active homes for sale. For us, this means that the 

area is primed for a supply of new homes. A supply 

of new homes today would likely face very little 

resistance in the market due to the shortage of 

supply and increased demand. Furthering the 

demand-heavy market condition triggered by a 

supply limitation is current mortgage interest rates. 

Mortgage rates are at a multiple year low due to 

uncertainties triggered by the COVID crises; this has 

led the Federal Reserve to cut interest rates to 0% 

for the first time since 2008, which has in turn 

reduced mortgage interest rates (Figure 1.16). These 

factors have contributed to an influx in home buying 

activity. Additionally, we are seeing an influx of 

11

Figure 1.15: Absorption Rates

Figure 1.16: Mortgage Rates

Figure 1.17 Redfin Housing Demand Review of Concord, NC 

buyers migrating from New York NY, Washington DC, Chicago IL, Seattle, WA, Pennsylvania, Ohio,a 

and Greenville, NC. This influx of people may be a result of the COVID-19 pandemic exaggerating the 

pitfalls of living in large urban areas while highlighting the benefits of living in smaller cities, and may 

also be a result of retirees broadening their search from traditional states like Florida and Arizona.



MARKET ANALYSIS 

NAHB Student 
Competition 2021

Michigan State University
Four Year Program

1.7 TARGET MARKET

Concord, NC provides the ideal location for homebuyers and sellers alike. A steadily growing 
population with a high income has created a highly competitive market in the area. By analyzing the 
demographics of the CMA, we identified a median household income of approximately $91,000 and 
median age of approximately 39 years old. This income is significantly higher than most of the 
surrounding communities in the CMA. Additionally, the median age is slightly older than surrounding 
areas suggesting that residents who live in the area stay in the area, along with an influx of retirees 
moving to the area.

With a seller’s market trending in the area right now, there are ample opportunities for home builders 
to expand.  This area can be classified as a “hot market” with an absorption rate nearing 1, being one 
of the lowest in the area. Homes listings in the area are at a 3-year low, while sales are at a 3-year 
high. Additionally, mortgage rates are the lowest they have been in recent years, making a home 
purchase more accessible for a wider range of buyers. Research has shown that, on average, local 
builders are producing 12-16 homes per quarter with a single buyer submarket; larger developments 
are producing 20-25 homes/month. Since we are targeting three separate submarkets, this will allow 
for a greatly increased capture. To achieve this production rate, we plan to capture an equal share of 
the new permits issued in Concord; with 9 active communities, this equates to nearly 9 SFD home 
starts per month. With the majority of new townhome permits in Concord going to rental 
communities, our planned pace of 8 monthly unit sales captures a mere 15% of this market. The 
balance of our monthly sales are expected to come from taking a mere 1% share (based on November 
2020 listings) of the existing homes market.

Based on the information presented above have identified three buyer submarkets - 1) first time 
home buyers, 2) expanding families, and 3) active adults. To attract these buyers, Spartan Building 
Group will offer a range of 3-5 bedroom homes with 2-4.5 baths boasting a price range from $250K to 
$450K. Additionally, a relatively  unique offering in this market, 3-bedroom townhomes will be offered 
to create additional market capture for us as we can target buyers across all submarkets who are 
looking for lower maintenance properties.

Spartan Building Group aims to capitalize on all three markets. With a plot of 300+/- acres, there is 
abundant space for a development meeting all the criteria mentioned and remaining competitive with 
new surrounding developments. With the current and expected housing market in mind, Spartan 
Building Group believes that 12 home sales per month in addition to one presale/spec is supported by 
existing market demand given the size and unique features of our development.

12

Expanding 
Families Active Adults

First Time 
Home Buyers

Figure 1.18: Target Submarkets
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2.0 SITE DEVELOPMENT 
  

feature an accessible boardwalk within the community that currently provides pedestrians and 
bicycle traffic throughout the subdivision; in the future, this path could connect at the site 
boundaries  to future pathways and sites developed beyond the property.

2.2 EXISTING CONDITIONS

The Pines at Rocky River consists of two parcels 
comprising of 298 acres of rolling hills, 
including two ponds, and a number of streams; 
the Rocky River is located along the southern 
border. The parcel is divided by Zion Church 
Road with 33 acres located north of the road 
and  the  remainder  across  the   street. The 
subsurface soil report revealed that there is

SUMMARY

The Pines at Rocky River is a mixed residential neighborhood with 428 single family detached homes 
and 113 townhomes on 298 acres. The neighborhood features dog parks and a variety of community 
activities at the centrally located Community Center, as well as 3+ miles of boardwalk throughout the 
open space. 

2.1 SITE DESIGN GOALS

Spartan Building Group’s design for The Pines at Rocky River 
will meet all of the rules and regulations as established by 
Concord and the state of North Carolina. We also plan to 
meet the standard set forth by the Cabarrus County Master 
Plan and to build a sustainable and low impact development 
while keeping the residents’ experience in mind.

partially weathered bedrock located close to the surface throughout the site; 
as a result we will be using slab on grade construction for homes on this site. 
Contingencies have also been built into estimates if ripping or blasting are 
required. Corrosive soils were also noted, which will be handled with 
appropriate water-cement ratios, pozzolans, and appropriate cement types in 
the slab concrete. The subsoil report also revealed that at bore hole B-39 the 
soil was very soft (6 blows per foot) and was possibly unsuitable for 
construction in this area. We will be conducting a supplemental soil survey 
around this bore hole, to better delineate the extent of unsuitable soils 
(orange dots on Figure 2.2).  

2.3 RULES AND REGULATIONS

Cabarrus county has a master plan that encourages connectivity. This parcel is 
located in the suburban neighborhood zone, which is planned to include a 
variety of home styles such as large lots, small lots, condominiums, 
townhomes, etc. The  master  plan  also calls for connectivity  of  the 
neighborhood with surrounding amenities. The Pines at Rocky River will 

Figure 2.2 - Supplemental 
Boring Locations 

Figure 2.1 - Site Location
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SITE DEVELOPMENT 
2.4 ZONING

The parcels are currently zoned for low density residential 
under Cabarrus County; Spartan Building Group will file to annex 
into the City of Concord and rezone the parcel to residential 
compact (RC), a high-density option. This option requires lots to 
be a minimum of 50 feet wide and 100 feet deep and allows us 
to use a mix use of residential options as well as connect to the 
cities utilities. We plan to develop single family detached 
residents as well as townhomes (located in the northern section 
of the parcel across Zion Church Road) to more efficiently 
develop the property. RC zoning also requires a maximum of 
50% impervious footprint on each lot. We have considered this 
in our plat to allow all homes to be located on most of our lots. 
Standard lot sizes are 80’x100’ and lots with a size premium are 
larger than 0.2 acres, or have a preferred location, such as in 
cul-de-sacs or adjacent to undevelopable locations on the site. 
We have 63 lots that are 60’x100’ with the setback 
requirements shown in Figure 2.3 one of our home plans, (the 
Sycamore) does not fit on these lots due to it being the widest 
option we offer. With 5 other plans that can fit on these lots, 
and the Sycamore able to fit 86% of our lots, we are confident 
that this strategy allows us to maximize our development area 
and maintain flexibility based on consumer demand. Our 
development is also compliant with setback requirements for 

 
 

 

Figure 2.3 - SFDH Setback 
Requirements 

 

Figure 2.4 - Townhome Unit Setback Requirements  
 

Townhomes as seen in Figure 2.4 

Main entrances will feature medians with the subdivision name, as designed on the cover page along 
with decorative brick to distinguish the entrances to the subdivision, per the Concord Technical 
Standard Manual.



7’ Property Line 
Setback 

6’ 4’6” 24’ 6’
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SITE DEVELOPMENT 

2.5 ROAD STANDARDS

The Pines at Rocky River road network was designed in compliance with NCDOT and Concord 
Technical Standard Manual. Road rights of way throughout the site are 65’ for the collector road and 
50’ for the residential lanes. The alleyways and turnarounds for the townhomes are wider than 
required with a paved width of 20’ to accommodate emergency vehicles to access all of our units. 
The road network meets the link/node ratio at 80/57=1.4 as specified in Concord Development 
Ordinances, Article 10. Our underground utilities follow NC Department of Environment and Natural 
Resource and Division of Water Quality standards.

 
 

 

2.6 STORMWATER MANAGEMENT

At The Pines at Rocky River, maintaining natural features and the natural flow of water was a top 
priority. Our neighborhood reduces land disturbance by following the natural topography of the site 
as much as possible and not changing the natural flow of water. Our comprehensive stormwater 
management strategy involves the use of rain gardens and infiltration basins along the road network 
to filter the water and move it off the site through infiltration and evaporation. This Low Impact 
Development strategy was designed using the EPA National Stormwater Calculator and will retain 92% 
of a rainstorm that produces 3.12 inches per day (99th percentile daily storm event). Any overflow 
from larger storms will be captured in the ponds that will be created, two of in the dog parks, before it 
is returned to the streams. Our stormwater plan meets   and   exceeds  the  Low  Impact   
Development requirements of Article 9.11 of the Concord Development Ordinance. 

2.7 SITE DESIGN

The Pines at Rocky River will feature 428 single family detached homes in the largest portion of the 
parcel (south and west of Zion Church Rd.) and will have 113 townhomes in the northern section of 
the parcel (across Zion Church Rd.). There is something for everyone at The Pines at Rocky River with 
more than 3 miles  of boardwalk to enjoy, three dog parks, a community center with tennis/pickleball 
courts, a community garden, a community building with a gym and lounge, a pool and waterslide, a 
30-person pavilion, and a putting green. At The Pines at Rocky River there are some lots with 
premiums applied that we have priced based on location and/or size. This can be found on page 17 
along with a layout of the site design and key neighborhood features. Of our 428 single family 
detached lots 161 have premiums applied which are based on location and size. The lot premiums are 
$10,000 for lots that have direct access to open space, $12,000 for lots that are larger than 9,000 SF, 
and $18,000 for lots that have both a size and location premium factor. The site layout, lot premiums, 
and key neighborhood features are found on page 17. 

Figure 2.5 - Road Cross Section Design 



2.9 VEGETATION 

Spartan Building Group will conduct a Tree Survey, as is typically done in this area, to identify any 
important trees as well as get a count as the existing vegetation in the setback and buffer areas to 
comply with the planting requirements set by Article 11 of Concord Development Ordinances. We 
have accounted for additional plants needed in our planting budget to include property buffers. 
Concord also requires two trees per 1,000 SF of front yards and an additional tree for corner lots. We 
will utilize native plants to fulfill these requirements, such as are listed at the end of Article 11 and 
using a variety such as shown in Figure 2.7. 

NAHB Student 
Competition 2021

Michigan State University
Four Year Program

16

SITE DEVELOPMENT  
 

 
2.8 BUFFERS AND SETBACKS 

There are four Class 2 streams 
and two ponds on our property 
which according to Article 4.3 
from Concord Development 
identified by the USGS 
Quadratic Map by a dotted line 
as shown in Figure 2.6, these 
bodies of water require a 30’ 
undisturbed buffer and a 10’ 
setback.  Within buffer areas 
the vegetation will not be 
disturbed. Within the setback 
areas vegetation may be added  
to meet the Concord standard 
in Article 11.3. 

Figure 2.7 Landscape Plants Typical Sizes Sourced from Article 11.1, Concord Development Ordinances 

Figure 2.6 USGS Map with Property Boundary and Floodplains  

Bore hole 39

       500 Year 
       Floodplain 
       
       100 Year 
       Floodplain 
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Premium Lots Key 

Townhomes 

Standard Lots

+$10,000 Lots 

+$12,000 Lots

+$18,000 Lots 

Figure 2.8 Site Design

Figure 2.9 Boardwalk (not to scale) Figure 2.10 Raingardens 

Figure 2.11 Community Center and Dog Park   



3.1 MISSION

The Pines at Rocky River will offer buyers the opportunity to choose from six unique, single-family 
plans. Each plan's total square footages vary; however, nearly every plan will fit on any of our 428 
available lots. The floor plans range from 1,200 to 3,200 square feet. This assortment of sizes will 
enable us to attract a diverse set of buyers from our three targeted demographics. Of our six 
available plans, two are single-story homes and four are two-story homes. The single-story homes, as 
well as our two-story homes with first floor master suites, will attract the active adult, 55-plus 
demographic to our community, allowing them to comfortably age in place. Our models offer 
anywhere from 3 to 5 bedrooms, ensuring that even our most efficient plan will be a great fit for 
families. Every model has a two car, front-loading garage attached to the home. Additionally, our 
models come with a covered porch and a back patio, creating multiple outdoor living spaces for our 
buyers that can be upgraded with additional features if desired. Our floor plans are designed to be 
open, encouraging ease of interaction among the occupants with areas of refuge and privacy built-in 
as well. The homes’ exteriors and interiors can be customized with a variety of finishes and features 
allowing each owner to have a home personalized to their style. In addition to the single-family 
homes, we also offer custom townhomes. Located within their own private parcel on the northside 
of Zion Church Road, the townhomes offer buyers a low-maintenance home option, perfect for those 
first-time home buyers in our market. Available upgrades like a shaftless elevator also make these 
ideal homes for active adults who wish to move into The Pines at Rocky River. All our homes utilize 
building materials that are local to the region, durable, and function best in Concord’s 
humid-continental climate. 

3.2 EXTERIOR STYLE

The models in our community are generally of craftsman style, allowing them to conform with the 
traditional architecture of North Carolina (Figure 3.1). Our high-quality designs with opportunities for 
customizations separate our models from the surrounding new home communities.  The models are 
equipped with asphalt shingle roofs, with the option to upgrade to a metal roof if desired. Buyers can 
personalize their homes by choosing from either horizontal, vertical, or shaker vinyl siding, or a 
combination of the three, available in an array of colors. Buyers also have the ability to personalize 
their home by adding stone or brick veneer siding, window trim and shutters, door trim and color, 
and other architectural features like brackets, awnings, and decorative pitches. The ability for buyers 
to add on these architectural features and customize their homes will ensure that no two homes at 
The Pines at the Rocky River are alike, while the traditional style of our homes ensures cohesiveness 
within the community and a timeless aesthetic. 
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3.0 PRODUCT DEVELOPMENT 

Figure 3.1: - Community Rendering

SUMMARY

Offering six single-family home plans and four townhome plans, The Pines at Rocky River is a community fit for 
everyone. The variety of home sizes, features, and upgrades allow every plan to perfectly fit each unique buyer, 
while the craftsman style of the buildings creates a cohesiveness throughout the community. All plans are 
designed utilizing sustainable building materials and practices.

*All floor plans and renderings were created by the Spartan Building Group 
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3.3 AVAILABLE SINGLE FAMILY MODELS

Hickory       1,288 SQ FT      3 Beds        2 Baths                    Starting from: $264,403

The Hickory is our most efficient model. It offers 
buyers three bedrooms and two full baths. This 
single-story model is perfect for the first time 
home buyer and active adult looking for less 
square footage to maintain.

Cypress        1,608 SQ FT        3 Beds               2.5 Baths                Starting from: $294,753

The Cypress is our most efficient two-story 
model. It is equipped with three bedrooms, two 
full bathrooms, and one half bath. This model 
offers a pocket office space, making it ideal for 
young professionals and first-time home 
buyers. 

*All floor plans and renderings were created by the Spartan Building Group 

Figure 3.2: - Hickory Floor Plan
Figure 3.3: - Hickory Rendering

Figure 3.4: - Cypress Floor Plan
Figure 3.5: - Cypress Rendering
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Willow         2,052 SQ FT        4 Beds      2.5 Baths     Starting from: $342,209

The Willow features four bedrooms, two full 
bathrooms, and one half bath. The additional 
square footage allows for a first-floor master 
suite and private office. This model is ideal for 
families who desire large common spaces but 
appreciate privacy as well. 

Sycamore    2,393 SQ FT                     4 Beds      3.5 Baths     Starting from: $368,930

The Sycamore is our largest, single-story 
model. It is equipped with 4 bedrooms, 3 full 
bathrooms, one half bath, and a private 
office. The spacious living area and large 
kitchen make it an ideal model for the active 
adult who enjoys entertaining and hosting 
guests.

*All floor plans and renderings were created by the Spartan Building Group 

Figure 3.6: -Willow Floor Plan
Figure 3.7: Willow Rendering

Figure 3.8:  Sycamore Floor Plan
Figure 3.9:  Sycamore Rendering
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Magnolia      2,835 SQ FT    5 Beds      4.5 Baths          Starting from: $412,500

The Magnolia features 5 bedrooms, 4 full 
bathrooms, one half bath, and a private 
office. The first-floor bedroom has the 
capabilities to act as an in-law suite. The 
spacious common areas and the large number 
bedrooms and bathrooms make it an ideal 
model for large families.

Dogwood     3,268 SQ FT              5 Beds        4.5 Baths     Starting from: $448,693

The Dogwood is our largest model and 
features 5 bedrooms, 4 full bathrooms, one 
half bath, a private office, an additional flex 
space, and a breakfast nook. The spacious 
bedrooms and first-floor master suite allow 
this model to fit a multitude of lifestyles from 
large families to active adults. 

*All floor plans and renderings were created by the Spartan Building Group 

Figure 3.10: - Magnolia Floor Plan

Figure 3.11: - Magnolia Rendering

Figure 3.12: - Dogwood Floor Plan

Figure 3.13: - Dogwood Rendering
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3.4 TOWNHOMES

As previously mentioned, The Pines at Rocky 
River also features luxury townhomes (Figure 
3.14). This option is ideal for buyers looking for 
a low maintenance home that does not 
compromise on size or style. There are four 
models for buyers to choose from (Figure 
3.15). Units A and B are middle units, with the 
only difference being that the two are mirrored 
versions of each other to allow for a shared 
plumbing wall. Units C and D are both end 
units and  mirror one another as well. Each 
home is 2,360 square feet and three stories 
tall. Units A and B have a starting price of 
$291,526 and Units C and D have a starting price of $305,978. The units are equipped with 3 
bedrooms, two full and two half baths, which allows for at least one bathroom per level, an attached 
two car garage which is backloaded and faces the rear alleyway, and a covered second-story porch. 
The porches on the end unit townhomes have one side wall removed creating a more open view than 
the middle units have. Each unit also has closets positioned directly above one another on each level 
allowing them to be converted into a shaftless elevator if the buyer desires that upgrade. The interior 
and exterior style of the homes are designed to complement the adjacent single-family homes to 
create a cohesive community.   

*All floor plans and renderings were created by the Spartan Building Group 

Figure 3.14: - Townhomes Rendering

Figure 3.15: - Townhome Units Floor Plans
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3.5 STANDARD HOME FEATURES

General Interiors
- 9’ Ceilings
- 3mm Luxury Vinyl Tile Flooring
- Broadloom Carpet in Bedrooms
- Google Nest Smart Thermostats
- 8’ Door Openings; Lever Door Handles 
(Finish Option: Bronze or Brushed Chrome)
- 5 ½” Base Moldings and 3” Door and 
Window Casing
- Walk-in Closets (in all Master Suites and in 
some other bedrooms)
- LED Lighting
- $2,500 Lighting Fixture Allowance
- Google Nest Carbon Monoxide Detector
- Smoke Alarms
- Cable Outlets Throughout the home
- Forced-Air Heating and Central Air 
Conditioning
- 46 Gallon Water Heater

Utility / Laundry Room
- LG Electric Washer and Dryer
- Upper Storage Cabinets
- Built-In Bench

Kitchen / Bathroom
- Granite Countertops
- Kohler Pull-down Kitchen Faucet (Finish Option:         
Polished Chrome, Brushed Nickel)
- Walk-In Kitchen Pantry
- LG Stainless Steel Appliances 
- Under Cabinet Tile Backsplash
- 8” Bathroom Backsplash
- Tiled Showers
- Base Cabinet Vanity
- Towel Bars
- Kohler Single Flush Toilet

Exterior
- GAF Asphalt Shingle Roofing
- CertainTeed Horizontal Vinyl Siding
- Garage and Main Entry Lighting
- 2 Car Garage
- Garage Door with Windows
- Covered Porch
- Concrete Back Patio
- General Landscaping
- Low-E Vinyl Dual Pane Energy Efficient Windows
- 2x6 Construction with R-15 Cavity Insulation 
- 2 Exterior Duplex Electrical Outlets

3.6 STANDARD FINISH PACKAGES

Our models include finishes that are durable and high end. Each model comes equipped with luxury 
vinyl tile flooring throughout the home, 3 cm granite countertops in the kitchen and bathrooms, an 
under-cabinet tile backsplash in the kitchen, and at least two coats of interior paint. Four of our 
standard finish packages are shown in Figure 3.16.

Figure 3.16: - Finish Packages Figure 3.17: - Finish Package Rendering
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*All floor plans and renderings were created by the Spartan Building Group 
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3.7 UPGRADE PACKAGES AND FEATURES

Street Appeal Package:
-Vertical / Shaker Siding
-Stone Veneer
-Wood Garage Door
-Architectural Add-on Features (i.e. window 
awnings, shutters, brackets)

Bathroom Package:
-Rainfall Shower Head
-Floating Wall Vanity
-Quartz Countertops
-Luxury Fixture Finish (i.e. Matte Black, Polished 
Brass)
-Heated Tile Floors
-Ceramic Tile

Kitchen Package:
-Quartz Countertops
-Luxury Fixture Finish (i.e. Matte Black, Polished 
Brass)
-Farmhouse Sink
-Wall-Mounted Pot Filler
-Upgraded Cabinet Hardware

Patio Package:
-Exterior Fireplace 
-Outdoor Kitchen (Includes grill, sink, and 
kegerator)

 

Smart Home Package:
-Smart Refrigerator
-Smart Speaker
-Smart Lighting Controls and Bulbs

Interior Enhancement Package:
-8 mm Luxury Vinyl Tile
-Crown Molding
-Four Stack Sliding Glass Patio Door

ADA Package:
-Lowered Countertops
-Low Reaching Upper Cabinets
-Roll Under Surfaces
-Lever Door Handles
-LVT in Bedrooms
-Bathroom Grab Bars
-Zero Barrier Shower
-Built-In Shower Bench
-Wet Room Bathroom, 5’ Turn Radius
-Shaftless Elevators in Townhomes

A la Carte Upgrades:
-Composite Deck Upgrade
- 6’ Privacy Fence
-Detached 8’x12’ Shed
-Lawn Sprinkler System
-Wired for Home Security System
-Standing Seam Metal Roof
-Interior Gas Fireplace
-Finished Attic
-Third Stall Addition to Garage
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3.8 SUSTAINABILITY

Sustainability is at the forefront of our community and a vital part of our home designs. All of our 
models include low-e vinyl, dual pane energy efficient windows, low VOC paints, Energy Star 
appliances, low flow fixtures, and smart thermostats that can sense when owners are not home 
and adjust temperature accordingly. Our homes are built with sustainable materials and 
environmentally conscious building practices. 
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Criteria Description Points 
Achieved

Chapter 4  

401: Site Selection 7

402: Project Team, Mission Statement, 
Goals

11

403: Site Design 111

404: Site Development and Construction 50

405: Innovative Practices 34

Total (Ch 4) 213

Chapter 5  

501: Lot Selection 10

502: Project Team, Mission Statement, 
Goals

4

503: Lot Design 37

504: Lot Construction 76

505: Innovative Practices 28

Total (Ch 5) 155

Table 4.1:  NGBS ICC-700 Land Development Score Sheet

4.1 GREEN GOALS

Spartan Building Group has made sustainability 
a primary goal in the development of The Pines 
at Rocky River.  The Pines is a community 
designed around the health, safety, and welfare 
of its residents in every facet of living. 
International Energy Conservation code, North 
Carolina Building Code, and Concord zoning 
requirements will be followed along with the 
incorporation of the ICC-700 standards as 
incorporated by the National Green Building 
Standard. Implementing these goals will provide 
a modern neighborhood that enhances the 
existing natural features of the site. 

4.2 CONSTRUCTION

All SBG staff will receive a brief sustainability 
orientation prior to the start of the project, to 
enable them to understand and fully integrate 
the sustainability goals of the project. 
Additionally, activity/product details will be 
introduced to crews through toolbox talks and 
site meetings to ensure everyone has the most 
current information. Each crew will also be 
mandated to keep a “green checklist” at each 
ongoing build to ensure compliance with the 
project green building plan. 

Appropriate waste disposal and recycling 
containers will be present on site to minimize 
waste generation and to promote recycling. 
Finally, the project is staged into 4 phases to 
reduce the amount of excavation occurring at 
one point in time. This will help minimize soil 
and sediment erosion throughout the site in 
addition to silt fences and filter bags placed 
throughout the site to protect surface water 
bodies and subsurface features.

SUMMARY

Sustainability has become the standard of modern construction. Within The Pines at Rocky River, Spartan 

Building Group plans to implement sustainability in each facet of the project, from paperless plans to 

untouched greenery with minimal disturbance of existing foliage. With green building in mind, Spartan Building 

Group was able to obtain a 4-star rating for Site Development and an Emerald rating for Lot Development from 

the ICC-700/NGBS placing us at the forefront of green building.



4.3 DESIGN DEVELOPMENT

In order for sustainability goals to be met throughout the project, it must be implemented from the 
project start. The Pines at Rocky River is projected to accumulate 213 points through site design 
practices. This projected score will lead to a four-star-rating, which requires a minimum of 176 points 
shown in table 4.1. 

To obtain this score, Spartan Building Group began the site design by building around natural 
features and soil conditions. A significant amount of open space will remain undisturbed, even along 
developed trails. A boardwalk will be placed throughout the site, within the open space, to provide 
an entirely walkable/bikeable site. This design will use driven posts and wood planks to minimize soil 
disturbance and to promote stormwater drainage by minimizing impervious surfaces as depicted in 
Figure 4.1. Additionally, the site utilizes a Low Impact Development strategy to manage stormwater. 
Rain gardens, as shown in Figure 4.2, are a key component of this strategy. 

By imitating natural water patterns, these gardens will aid in the infiltration, transpiration, and 
evaporation of stormwater runoff while enhancing wildlife habitat, protecting site vegetation, and 
adding a beautiful garden feature throughout the community.

Lot designs were created in a similar fashion to the site design. A total of 155 is expected which 
garners a Emerald Rating (119 point minimum) under Chapter 5 “Lot Design, Preparation, and 
Development” of the National Green Building Standard. 
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Figure 4.2: Rainwater Garden Rendering
Figure 4.1:  Boardwalk
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5.1 MASTER SCHEDULE

Spartan Building Group will acquire the land for The Pines at Rocky River development on March 1st, 
2021; the project is anticipated to be complete less than five years later on December 4th, 2025. This 
is based on selling 36 homes per quarter, according to our expected market demand. Prior to our 
project start, we have accounted for 3 months needed to conduct several surveys and studies to 
properly analyze the site conditions as part of the acquisition process and purchase decision. This 
includes a wetland study, an endangered species study, and a Phase 1 environmental study. 
Necessary surveys include topographic, boundary, and tree surveys, as well as a geotechnical survey 
of at least ten borings in the area of boring B-39 where soft soils (<6 blows per foot) were observed. 
After permits are acquired, we anticipate that demolition of existing light poles and overhead 
medium voltage lines can begin on March 6th, 2021.  We will take advantage of a 6-day workweek 
for all Phase 1 sitework to expedite the early stages and contribute  to  improved  cash flow;  we will  
then  transition  to a 5-day  workweek  at the  start of vertical construction and for the remaining 
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SUMMARY

Based on our strategic scheduling process, The Pines at Rocky River will complete development in under 5 
years. This is according to a home takedown rate of 36 per quarter and beginning each phase when the 
preceding phase is 65% sold. Construction activities are properly staggered to prevent wasted time and provide 
maximum efficiency. The total cost for the land and site improvements is $34.8MM, and the cost for the single 
detached houses and townhomes is $137MM.

Table 5.1: Milestones

5.2 DELIVERIES & COORDINATION

To prevent stockpiling and overcrowding the jobsite 
during vertical construction, we will implement a 
just-in-time (JIT) delivery process. This process is not 
practical for horizontal construction, so we will 
utilize a secure storage unit for large underground 
materials placed adjacent to a large laydown area 
and near a construction entrance for smooth 
delivery. Our storage plan and other site logistics 
are detailed in section 6.5 and Figure 6.1.

phases. Vertical construction is scheduled to begin 
after road work is nearly complete to allow for 
hassle-free coordination of all parties on site. Home 
construction is prepped and laid out  prior to  
completion of homes in the preceding phase so that 
vertical construction can commence upon 
immediate closing of the previous phase. It is 
unlikely there will be a need for increased crew sizes 
based on our standard crew productivity. Each 
phase will begin upon 65% completion of its 
preceding phase. Our project milestones are 
displayed by their prospective phases in Table 5.1.
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5.3 HORIZONTAL CONSTRUCTION

Earthwork will begin March 11th, 2021, followed by infrastructure, which is the most extensive 
sitework process. The Community Center is scheduled as a non-critical activity starting October 25th, 
2021 and will be completed in May 2022, 4 months before Phase 1 is complete. The Phase 1 dog park 
and nature trail will also begin in October 2021 but will be complete within roughly 2 months for 
residents to enjoy. The full visual details for Phase 1 horizontal construction can be found on pages 
29-32. The sitework process is repetitive for each phase thereafter, with differential durations 
calculated according to the sitework quantities of each phase. To save space in this prospectus, the 
scheduled activities are rolled up for subsequent phases beyond Phase 1; the full unrolled schedule is 
available for review upon request.  Horizontal construction will range from 6 to 8 months depending 
on the phase, with Phase 3 being on the longer end of the scale  as it incorporates both the 
townhome area and the substantial westernmost section of the site.

5.4 VERTICAL CONSTRUCTION

Vertical construction is slated to begin 7 months into the project on October 12th, 2021. To keep up 
with a sales pace of 36 homes per quarter, we will break ground on 3 SFD homes per week, as 
depicted in Figure 5.1. At the start of Phase 3 vertical construction, we will break ground on 1 
townhome building (THB) per week. The total duration per model is displayed in Table 5.3. The 
average durations for each vertical activity type are represented in Table 5.2. Substructure refers to 
the slab-on-grade foundation, while superstructure includes framing, roofing, and siding. Sidewalks 
and final grade are accounted for within vertical exteriors rather than horizontal construction due to 
the fact that they will be completed per home. Every vertical activity will be critical to the home’s 
completion with the exception of exteriors, which can be staggered with MEP and interiors upon 
completion of the superstructure and will take less time to complete. While the townhomes are 
precisely scheduled for 258 days for the 6-unit buildings and 289 days for the 7-unit buildings, we 
used the 92-day average total duration for our 6 SFD models throughout the schedule to 
accommodate a customer-driven mix of homes. The schedule will be updated according to the actual 
plan durations upon placement of these homes into the production cycle. Detailed schedules are 
provided for the Hickory model and for the 6-unit townhome on pages 33 and 34. Rolled-up 
schedules are provided for the remaining models in an effort to save space; however, the unrolled 
schedules are available upon request.
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Figure 5.1: Home Construction Phasing

Table 5.2: Average Vertical
Activity Durations (Days)

Table 5.3: Total Duration per Model Home
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5.5 SITEWORK ESTIMATE

We have divided our sitework estimate into eight primary categories. These categories include 
demolition and earthwork, roads and sidewalks, infrastructure, sedimentation and soil erosion, 
assemblies, common areas, land and permits, and miscellaneous costs. The largest portion of our site 
work expenses lie within infrastructure, which is slightly more than $13.7MM. Each phase starts with 
earthwork activities such as clear and grub, topsoil stripping, and cut/fill. Once the phase is finished, 
activities such as finish grading and planting can begin. Along with these closing activities, the final 
assemblies such as light poles and fire hydrants can be installed. The total site work cost for The Pines 
at Rocky River is roughly $34.8MM. All homes are multiplied by Concord’s residential location factor 
of 0.97. Table 5.4 shows a more detailed breakdown of the site work costs.

5.6 CONSTRUCTION COSTS

Home Prices for The Pines at Rocky River were developed through analysis of the market in the 
Cabarrus County area. The Spartan Building Group developed six home models to compete with 
neighboring developments. The construction costs range from $142,350 to $320,781 for floor plan 
square footages ranging from 1,288 to 3,268 square feet. In addition to the six homes, we have our 
four townhomes. These townhomes share the same square footage but vary in cost depending on its 
position in the building. The cost to build an end unit townhome is $235,206 where as a middle unit 
costs $220,193. The extra costs for end units were calculated by assessing the value of additional 
windows and the lack of a shared wall. 

All of our home and townhome models were estimated using Residential Means Square Foot Costs. 
These homes were priced based on their sizes and respective qualities. Modifications were made for 
items such as additional bathrooms, garages, and bedrooms. All homes are multiplied by Concord’s 
residential location factor of 0.97.

Table 5.4 Site Work Summary
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Table 5.5 Horizontal Construction Estimate
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Table 5.7 Townhome Estimates

Table 5.6: Single Family Detached Home Estimates
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6.1 CONSTRUCTION OPERATIONS

PROJECT MANAGER 

At Spartan Building Group we use our team of highly-qualified management staff efficiently across 
our projects. We will assign a part-time project manager who is responsible for selecting and 
overseeing the subcontractors onsite, and tracking schedule and budget progress internally. The PM 
will work out of one of the two model garage offices per phase. Our development team works closely 
with our financial team to ensure a clear understanding of the project at any given time.

HORIZONTAL SUPERINTENDENT 

The horizontal superintendent will be responsible for soil erosion controls and water management 
throughout surface and subsurface construction and will be assisted by two production coordinators. 
Together they will work out of an office trailer and  coordinate with the vertical superintendent to 
ensure a smooth transition from horizontal to vertical construction in each phase.

VERTICAL SUPERINTENDENT 

The vertical superintendent, also assisted by two production coordinators, will monitor the 
development of the custom and spec homes being built simultaneously. They will utilize the same 
model garage office as the PM and work closely with the horizontal superintendent for each phase 
handoff. We have a confident goal of constructing 36 homes per quarter, which requires an 
experienced vertical superintendent who can work through potential bottlenecks, including 
procurement and material availability, tradesperson shortages, and weather delays.
 
MANAGEMENT SOFTWARE 

At Spartan Building Group, we take pride in being environmentally friendly wherever possible, and 
keeping everyone up to date on the latest construction design documents can generate a pileup of 
printed plans. To cut this waste and save cost on construction documents we are utilizing Procore 
project management software. Procore also allows us to process all of our submittals from our 
subcontractors and maintain a smooth flow of paperwork for a faster response of information as 
needed. This is a versatile program that can be used by any platform such as Windows or Apple 
products. This program will also house our daily logs, weekly and look-ahead schedules, punch lists, 
and documentation throughout the project duration.

6.2 SAFETY  

Spartan Building Group is committed to following strict safety precautions to ensure the safety of 
every worker, buyer, and the surrounding community. Weekly briefings and occasional toolbox talks 
will be held to update workers on safety programs and current site hazards. Superintendents will be 
required to record any breach of OSHA protocol or onsite injuries in their daily logs. Our site logistics 
plan, detailed in section 6.5 and Figure 6.1, prioritizes the safety of new residents.

SUMMARY

Spartan Building Groups management team for The Pines at Rocky River will include a part-time project 
manager who will oversee the entire project and two superintendents whose responsibilities  will be divided 
into horizontal construction and vertical construction. The management team will ensure the development will 
be carried out through its entirety with the utmost quality, safety, and cost and time management.
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6.3 QUALITY CONTROL  

Each construction phase will follow a regime of 3-step progress meetings. Once per phase, a 
pre-construction meeting will be held to define quality standards, means, and methods. 
Superintendent and foreman attendance will be required to ensure every home is executed with 
highest quality. Step 2 of SBG QC program calls for weekly site walkthroughs with individual home 
inspections. A company representative from the estimating and scheduling teams will be present to 
update each home according actual project progress. The third and final step in the SBG QC Program 
is punch list meetings. Superintendents are responsible for drafting punch lists that will confirm 
houses are ready for walkthroughs one week before owners move in. These punch lists will be utilized 
in Procore to track and monitor individual home progress. Lists will be compiled and corrected by 
supervisors where possible. This will streamline the overall construction progression.  

6.4 ENVIRONMENTAL CONSIDERATIONS 
Spartan Building Group keeps environmental considerations at the forefront of all our projects. At The 
Pines at Rocky River, we will utilize detention ponds as water runways on the site to be able to keep 
the natural flow of water that already exists. Silt fencing is a standard practice to help maintain runoff 
on our site from getting into local water sources. We will also conduct numerous environmental 
surveys and studies prior to construction to ensure the safety of the current environment and its 
inhabitants as well as to analyze existing conditions to understand how to proceed with mitigating 
risks. Additionally, our trucks will be cleaned as they leave the site to avoid debris from entering the 
main roadways, and we will maintain a respectful relationship with the surrounding community. This 
is accomplished, in part, by maintaining adequate dust control measures during construction 
operations and frequent sweeping of community streets.

6.5 SITE MANAGEMENT & LOGISTICS

Our site logistics plan prioritizes the safety of our new residents first, while also maintaining practical 
accessibility for construction purposes. Utilizing a two-road system throughout our phasing, one for 
residents and one for construction traffic, will minimize resident-construction interference. Figure 6.1 
maps out our plan to manage site logistics. Phases 1 and 4 construction will utilize the north entrance 
and Phases 2 and 3 will utilize the south entrance, along with the north
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Figure 6.1: Site Logistics Plan

     Construction Entrance
     Resident & Guest Entrance
     Construction Road
     The Mills Utility Connection
                     Trailer & Storage by Phase 

                          Model Homes by Phase

Zion 
Church Rd.

Retreat Rd.

townhome entrance for Phase 3. 
All construction entrances will 
convert to permanent site 
entrances upon completion of 
respective phases. Our vertical 
construction and sales staffs will 
operate out of two model home 
garages per phase, while 
horizontal construction staff will 
utilize an office trailer not far 
down the road. Adjacent to the 
trailer will be a secure storage 
unit and laydown area for 
sitework materials, strategically 
placed near a construction 
entrance to avoid traffic.

  1    2   3    4

  1     2     3     4
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6.6 PHASING PLAN

The Pines at Rocky River will be developed in four phases to allow for a safer and more efficient 
construction site. We will start along Zion Church Road at our south main entrance, allowing us to 
utilize the north main entrance for all construction traffic to keep our pedestrians and construction 
workers safe. Topsoil removal will also be done in phases to minimize erosion and reduce the time 
that bare soil must be protected, as well as to reduce the amount of safety fencing where necessary 
during each phase.  We will start on 3 homes each week (12 homes per month) and 1 townhome 
building (in their respective phases). In each phase, roughly a dozen homes will be built as specs at 
the start of the transition to vertical construction before built-to-order home sales pick up. The next 
phase site development  will be triggered when its predecessor phase is 65% sold.

Phase 1 will be developed along Zion Church 
Road to allow for passive advertising to 
passing traffic with roadside signage 
containing information about the 
development. On the southside of Zion 
Church Road we have our single family 
detached neighborhood with a sign listing 
the development name, starting cost, and 
some key features in the community. In this 
phase, 85 homes will be constructed, along 
with a community center, pool, putting 
green, tennis courts, pavilion, dog park, 
community garden and a portion of the 
boardwalk path. Water and gas must

be brought up from The Mills development located at the far southwest corner of our site, as labeled 
in Figure 6.1. Therefore, the main road running through the entire site must be paved within this 
phase. This will protect the underground utilities and provide a cleaner travel path for construction 
traffic in the coming phases. 

Phase 2 is located in the south-central portion of the site and consists of 136 homes as well as a 
portion of the boardwalk path. Residents can access this middle area through the Zion Church Road 
entrance, while workers will utilize the back construction road connecting to Retreat Road.

Phase 3 is located in the back corner of the development, where 122 homes and a section of the 
boardwalk will be constructed. Additionally, development of all 113 townhome units will begin in this 
phase. This delayed start of the townhomes is to provide time to acclimate local residents and 
municipal officials to the concept of higher density living without extending the overall duration of 
the project. We will pursue the purchase of easements to develop a back road on the southwest 
corner of the development for construction traffic and then the use of a secondary entrance to the 
neighborhood development. This easement will cut across two parcels, one owned by Bailey 
Elizabeth Trust that will be offered 25% of their land value and Newman Steven Williams property 
which will be offered 50% of their land value, for easement rights to connecting to Retreat Road. 

Phase 4 is the final phase, with 85 houses and the remaining boardwalk path. We will conduct a 
thorough final sweep of all roads and paved areas to ensure that we leave the development fresh 
and free of construction debris.  

Figure 6.2: Phasing Plan

Phase 1 
Phase 2
Phase 3
Phase 4

Desired 
Easements 
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7.1 STRATEGY OVERVIEW

Our comprehensive market strategy consists of a wide range of tactics to complement a wide range 
of target demographics. We will capitalize on online presence to reach our target buyer 
demographics within and outside of North Carolina. A Facebook page will be connected to Instagram 
to capture our first-time home buyers as well as retirees. We will also take-out ads  in newspapers 
and magazines to capture the retirees that do not take advantage of social media. Billboards in 
Charlotte, Concord, and Harrisburg will help in name recognition and brand awareness. At the 
construction site on Zion Church road, we will have a sign on the northside that features the 
townhome starting price and number of units available. A second sign will be placed on the south 
side of Zion Church road with the starting home price and some key community features in the 
neighborhood. Total marketing costs per month equate to about $50,000.

7.2 DEMOGRAPHIC TARGETING

Our marketing team will be utilizing social media to extend our reach beyond local residents of 
Concord. Facebook is used across many generations and all our target demographics. Active adults 
aged 50+ will be reached using Facebook targeted ads for $35 a day for 6 months ($6,300). These ads 
will extend not only through North Carolina but to multiple regions like Ohio, New York, and Seattle 
to encompass the out of state retirees flocking to the Concord area (Figure 7.1). Based on Facebook’s 
advertising algorithm, we will be able to reach 46% (8.1 million people) of this demographic using 
this technique. People between the ages of 18 and 50 use Facebook less frequently but use Twitter 
and Instagram much more. Using these platforms, we can capture 80% (14 million people) of these 
demographics. Social media will be connected to a website, which will aid in directing all targeted 
buyer groups to The Pines at Rocky River. Billboards will be placed on US 85 between Charlotte and 
Concord, and on Highway 49 where  as many as 75,000 people a day drive to and from work 
attracting local buyers. We will place ads in local newspapers and  AARP Regional magazine 
($182,700 per print for ⅓-½ color page), which have national reach and can be found commonly in 
businesses and homes. These print ads will help reach an out of state population of 6,102,000 
people. The expected monthly cost of all print advertising is $7,500. Spartan Building Group will carry 
this cost until an outside marketing firm is hired and all fees will be transacted through them.
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SUMMARY

In order to effectively share our product with potential buyers, a comprehensive marketing and sales plan has 
been created. Utilizing phasing of the comprehensive plan allows for cash flow optimization. Using targeted 
strategies to reach each buyer demographic will yield the highest market capture and therefore the most 
potential buyers. The hiring of an outside marketing firm will ensure the professional execution of all strategies 
to the highest degree.

Figure 7.1: Migration Into the Charlotte Metro Area (Source: Redfin)



NAHB Student 
Competition 2021

Michigan State University
Four Year Program

SALES AND MARKETING

Our last marketing strategy focuses on bringing foot traffic our way by utilizing social events to be 
hosted in the community center by our sales team. These gatherings are intended to bring both 
families that live in the community and potential homeowners together to highlight life at The Pines 
at Rocky River.

7.3 MARKETING PHASING

To create a marketing strategy that will be sufficient in meeting all target markets on multiple 
platforms, it must be implemented by phases. This concept will also help curb high initial project 
startup costs. The “Introduction Phase” will kick off in the pre-construction phase where a website 
will    be   commissioned    to   create   an   online 
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presence. Billboards will also be placed to create a 
brand recognition among local buyers. 
Additionally, a staffed sales office will open on 
site. Since no vertical construction will be taking 
place at the start of this phase, office staff will be 
tasked with canvasing localities and passing out 
flyers to continue  efforts towards brand 
recognition.  

Phase two also known as the “Face to Face Phase” 
will concentrate on sharing the product with the 
buyers. This phase will take place in conjunction 
with Phase 1 vertical construction start and 
continue through to the end of the project. Online 
listings and social media pages will become active. 
This will likely reach a percentage of all three 
target markets identified. Active Adults are likely 
to see adds on Facebook while first and 
second-time homebuyers are more active on 
Twitter and Instagram. For those of our market 
who are not technologically inclined, open houses 
and participation in Concord’s Parade of Homes 
will take place in this phase. Spartan Building 
Group will participate in this event each October 
from 2021-2024 where we will show one model 
home. Familiarizing potential clients with the 
product will make them more comfortable and 
raise awareness of the development, therefore 
boosting sales. Finally, within this phase there will 
be several open houses exclusively for local 
realtors. Any sales that result from external 
realtors will result in them obtaining a 3% seller’s 
commission, in addition to our internal sales staff 
also receiving their full commission. This will 
encourage local involvement along with extending 
the overall reach of our in house realtors.

Figure 7.2: Proposed Website

Figure 7.3: Proposed Facebook Page
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“Boots on the Grounds” is the final phase in the marketing strategy. This phase will begin once 
homeowners begin moving in and will also continue through the end of the project. This will create a 
sense of home for new homeowners and those still looking. Holiday events such as a Christmas Tree 
lighting and Trick-or-Treating allows for families to socialize and create a community that will draw in 
customers. Additionally, playing towards the local interest of racing, a meet and greet with a local 
race car driver can draw attention from the community. 

7.4 MARKETING AND SALES STAFF PLAN

The Spartan Building Group Marketing plan specifies the creation of a sales office during the 
pre-construction phase. To minimize negative cash flow at the start of the project, the office will 
have a soft opening. An office manager and two real estate agents will begin the project on a 
work-from-home basis six months prior to groundbreaking. It will be the office managers 
responsibility to ensure the sales office is organized and expedite paperwork and sales flow. 
Approximately six months after the project start date, a model home/sales office will begin to be 
built along with a model townhome and spec homes. Upon this milestone, three additional full time 
real estate agents will be hired. Real estate agents will be responsible for handling client relations 
and home sales. At this time, an external marketing firm will be hired and kept on retainer for all 
marketing expenditures for approximately a $12,000 per month fee. Hiring an external firm will 
ensure quality, creativity, and expertise. Additionally, one year into the project a community 
relations direction will be hired to oversee all phase 3 marketing events. Elongating the hiring stage 
in this way will lower overhead costs and prevent downtime associated with overhead costs. This 
staffing plan has a monthly budget of about $22,000 coming to $1.25 million dollars over the course 
of the entire project. The sales office will operate from 10:00am to 6:30pm Tuesday through Friday 
and 12:00pm to 6:00pm on Saturdays and Sundays (Table 7.1). Other costs associated with marketing 
such as billboards and print advertising are included within the overall marketing budget in our 
financial analysis.  
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Figure 7.4: Billboards Mockups

Table 7.1: Sales Team Matrix



NAHB Student 
Competition 2021

Michigan State University
Four Year Program

8.0 FINANCIAL AND RISK ANALYSIS 

8.1 FINANCIAL SUMMARY

Our financial and risk analyses were developed in unison to ensure the project’s feasibility. Our 
financial team developed a baseline scenario in addition to five alternate cash flow scenarios to 
determine the sensitivity of our financial model to changing conditions. These scenarios include 
conservative and optimistic sales paces; demand reduction scenarios such as changing the mix of 
products sold and eliminating our townhome development; and an exit strategy where we focus on 
selling developed land instead of land and homes. Along with our four key risk parameters, 1) 
financial, 2) economic, 3) operational, and 4) legal, we were able to determine how different 
scenarios could impact sales. These cash flows scenarios produced an IRR ranging from 4.6% to 
33.5% with the most likely baseline cash flow scenario having a 25.5% IRR.
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SUMMARY

Spartan Building Group has prepared six financial scenarios that demonstrate the sensitivity of our financial 
model to change various conditions. These scenarios involve demand reduction, changing consumer 
preferences, and regulatory resistance to townhomes. Across the board we maintain an IRR ranging from 4.6% 
to 33.5% with our baseline scenario at 25.5%. Additionally, the project risks have been identified and strategies 
have been developed for their mitigate.

8.2 LAND ACQUISITION AND DEVELOPMENT COSTS

All costs and revenue projections are based on information presented in the estimating section of 
Chapter 5. The development costs listed in our financial analysis are broken down into land 
acquisition price, horizontal construction, and common areas such as the community center, dog 
parks, and other amenities.

8.3 LOAN DETAILS

Spartan Building Group is seeking to obtain three separate loans to cover land acquisition, 
development, and construction. We are planning to borrow based on the terms listed below.

8.4 CASH FLOW ASSUMPTIONS
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8.5 BUILDING CONSTRUCTION COSTS

Spartan Building Group has determined building construction costs for our six home and four 
townhome models as shown below in Table 8.1.

8.6 SALES COST

Spartan Building Group has assigned our homes with base sales prices shown in Table 8.2. Our sales 
prices are based on a square foot estimate in addition to the cost of land development, utility 
hookups, landscaping, permits, and overhead.

8.7 BASE CASH FLOW SCENARIO

Our base cash flow scenario was determined by the most likely sales pace of 36 homes per quarter. 
This scenario is a conservative, yet realistic outcome when weighing all the risks and taking current 
home supply and demand into account. Table 8.3 shows some key financial metrics included in the 
base cash flow scenario.
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Table 8.1: Building Construction Costs

Table 8.2: Sales Cost
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With a total sales revenue of $172,795,163, a completion date of December 2025, and a break-even 

point between quarters 6 and 7 (Figure 8.1), we are well equipped to produce an IRR of 25.5%. We 

have also looked into the results from a more conservative and optimistic return on investment and 

determined there is a sustainable IRR regardless of the outcome. 

FINANCIAL AND RISK ANALYSIS 
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Table 8.3: Base Scenario Metrics

Figure 8.1: Baseline Cash Flow

Table 8.4: Cash Flow Scenario Summaries
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8.8 CONSERVATIVE CASH FLOW SCENARIO

Our conservative cash flow scenario is based on a sales pace of 27 homes per quarter. The main risk 
accounted for in this scenario is a slower sales pace due to demand shifts or short-term market 
slowdowns. To alleviate risk and maintain profitability, we will bring costs down by eliminating our 
boardwalk (and replacing it with a paved path at 7% of the boardwalk cost), removing curbs adjacent 
to curbside rain gardens, and slimming down to only two dog parks. Doing this allows us to maintain 
a 12% IRR with a total sales revenue of $172,795,163 completed by June 2026.

8.9 OPTIMISTIC CASH FLOW SCENARIO

The optimistic scenario represents a prolonged and even increased seller’s market in Concord. This 
scenario’s cash flow is based on a sales pace of 60 homes per quarter with a 33.5% IRR, a total sales 
revenue of $149,538,800, and a completion date of February 2025. Between this scenario and the 
conservative scenario, we feel confident that this is more likely due to the current strength of the 
market and annual growth projections. While we are confident in the probability of this scenario, 
there is still a high level of risk involved if the market suddenly changes. With such a high volume of 
sales we are able to mitigate that risk by shortening construction to only 46 months. 

8.10 VARYING BUYER PREFERENCE SCENARIO

This scenario occurs when home models are not purchased equally, yet still maintain a sales pace of 
36 per quarter. This scenario occurs when 35% of all home sales are for The Cypress, our least 
profitable home. Even with The Cypress being purchased at a higher rate than expected, we still 
generate $167,496,413 in sales and yield a 25% IRR. This internal rate of return demonstrates the 
profitability across all of our home models and our model’s lack of sensitivity to buyer preference.

8.11 DEVELOPER OPTION SCENARIO

In the event of a major/long-term economic downturn we have established the developer option as 
our primary exit plan. This will allow us to pass on risk to other developers who want to build on our 
land after we have completed phase two of construction and made land improvements to phases 3 
and 4. In this scenario our lots are sold as a package at $42.5K per home and $28.3K per townhome 
lot. The sale of this land which occurs one year after phase two results in a 4.6% IRR and $78,570,266 
in sales. The primary risk we have identified in this scenario is a potential lack of buyers willing to 
take the land. We also recognize the risk of land values decreasing and have set our lot rates at a 
reasonable value. Our goal is to quickly sell off our land and still maintain a profit. 

8.12 REGULATORY RISK SCENARIO

The Spartan Building Group has anticipated the possibility of our townhomes not receiving approval 
from the City of Concord. In this event, the northeast section of our property will be used for single 
family detached homes. Our team expects that we can build approximately 23 homes in place of the 
townhomes and complete the project six months sooner than the baseline scenario. In the event that 
townhomes are not approved by the city, we are still able to generate $163,221,470 in revenue and 
yield a 21.5% IRR. Delaying townhome development to Phase 3 gives us two years to work on 
obtaining approval, or to replat and change plans for the northern portion of the site if needed.

47



NAHB Student 
Competition 2021

Michigan State University
Four Year Program

FINANCIAL AND RISK ANALYSIS 

8.13 RISK ANALYSIS

With a project of such magnitude like this there are sure to be risks. However, Spartan Building 
Group feels confident that we have implemented a strong team and a well thought out plan to 
minimize these risks. The SBG team is determined to do whatever it takes to meet our client’s needs 
while also considering areas that may impose risk.

FINANCIAL RISK

In light of the COVID-19 pandemic, many potential economic conditions have likely increased such as 
record high unemployment and a post COVID economic downturn. Spartan Building Group has 
established a team to monitor economic conditions which will be talked about in more detail in the 
next section. Our team is more than capable of monitoring these changes and determining if and 
when our exit strategy should be implemented.

ECONOMIC RISK

When embarking on this project, we considered various macro-economic risks that could threaten 
the vitality of our development. The main concern we are monitoring are the unknown effects that 
the COVID-19 pandemic will have on the U.S. economy. The Federal deficit for FY ‘20 is $3.1 trillion, 
up over 200% from FY ‘19. These massive amounts of debt accrued through legislative stimulus could 
greatly affect the vitality of the U.S. economy. With all this uncertainty, federal interest rates are 
being held at or around 0% until the end of 2023. Additionally, low inflation rates persist throughout 
the U.S. and a seller’s market likely to hold out for the foreseeable future. To address this financial 
risk, the Spartan Building Group finance team will continue to monitor micro and macroeconomic 
trends throughout the duration of our development. 

LEGAL RISK

At Spartan Building Group we strive to meet one common goal, to be the most trusted and respected 
residential builder in the United States. A facet of this goal stems from minimizing contractual 
disputes which are implemented through our three pillars of success. The first pillar is to act in good 
faith through transparency with the client and a commitment to responsible construction practices. 
The second is our focus on the ends, and not the means. The third is our emphasis on punctuality and 
communication which facilitates an honest dialogue between us and our clients. By attentively 
focusing on our three pillars of success, we are sure to mitigate contractual disputes that may arise 
throughout the lifetime of the project. 

OPERATIONAL AND CONSTRUCTION RISK

Our construction project has several forms of risk, the first being a close proximity to the Rocky River 
which lies in the 50 year floodplain. The banks of this river and surrounding natural areas will remain 
undeveloped to mitigate any risk of flooding. Another form of risk is our Just-in-Time delivery 
method which could be prone to late deliveries. To minimize this risk, the Spartan Building Group’s 
management will implement intelligent analytics capable of detecting all risks to shipments before 
they happen. We will analyze the probability of those risks, their severity, and recommend lower-risk 
alternatives when necessary. We also recognize the risk of construction cost overruns due to 
fluctuating prices of things such as lumber and labor. To mitigate this risk we have accounted for 
unforeseen costs in our financials analysis.
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8.15 RECOMMENDATION

The Pines at Rocky River is set to be a preeminent development in the city of Concord. We target a 
wide range of the market and offer services for a diverse clientele. We are confident in the team’s 
ability to implement our carefully put together plan that is sure to be a source of pride for both 
ourselves and the individuals who will soon call The Pines their home. We strongly recommend and 
maintain the utmost confidence in the discussed plan for The Pines at Rocky River with its 428 single 
family homes and 113 townhomes at and IRR of 25.5%

8.16 BASELINE QUARTERLY PRO FORMA ASSUMPTIONS AND CLARIFICATIONS

Our Baseline scenario quarterly report shown on the next page lists a breakdown of all our sales and 
financial data. Below are some clarifications and assumptions regarding this pro forma.

RECEIPTS
Premiums revenue includes lot premiums, distributed evenly across all home sales. Options revenue 
reflects likely home upgrade revenue which we have forecasted at 8% of the home sale price, based 
on our large and varied list of upgrade options. Other revenue comes from HOA fees which we have 
priced at $60 per month, which represents an average fee collected in the area. 

DIRECT SALES COSTS
The commission line accounts for a a 3% commission paid to our own sales force while the “other” 
line item is a 3% commission for up to ⅓ of homes that we predict might be sold through outside 
realtors. We realize this projection may be high, but we felt more comfortable overestimating this 
cost and realigning it as we get through the first two phases. Lastly, buyer incentive is set at 2% and 
used in the winter months when home sales are at historical lows.

EXPENDITURES
The Salaries line represents only the project management team, since salaries for marketing and 
sales have been accounted for in the Marketing/Advertising line item. The Other Cost of Sales  line 
item represents the cost of maintenance for the community center and bi-weekly cleaning and 
utilities for our model homes. The Options Cost line item reflects model home upgrade values that 
will not be recovered and sold at a discount. Lastly, it is evident that we are building a new set of 
model homes every year, this is done in order for us to meet zoning requirements.
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8.14 CASH INVESTMENT

For this project, we are seeking a cash 

investment of $31.4MM in order to obtain 

a loan of $126MM with the expectation 

of generating upwards of $172MM 

$31.4
Million 

Investment 

$126
Million
Loans 

$172
Million
Sales 

Revenue 
in sales revenue. Much like the 
great pines of North Carolina, we 
believe that we have the resources 
to grow your investment to new 
heights   as   shown  in   Figure  8.2.

Figure 8.2: Investment Breakdown
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