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Pioneer Homes Executive Board, 

 

The prospective site for acquisition is a 300-acre property located just south of Concord, 

North Carolina, adjacent to the Rocky River. The site has plans to be annexed into the city of 

Concord by June of 2021. 

Our Proposal for Review: 

 Family-oriented luxury community branded as Sanctuary at Rustic Canyon 

 456 units over 3 product lines and 7 floor plans 

 Offering single-family detached product 

 7-year sales and construction timeline 

 29.3% IRR After Loans 

 17.5% Gross Margin 

 $180,843,788 Total Gross Revenue 

 $12,425,141 Net Profit 

After a thorough analysis of the property and its risks, the land and development teams 

propose to acquire the property for $2,720,000 with specific leverage terms outlined below. 

Our closing date is set for March 1st, 2021. 

Leverage Terms: 

 Land Acquisition: loan-to-value 60% with a 5% interest rate 

 Land Development: loan-to-value 75% with a 5% interest rate 

 Construction: loan-to-value 80% with a 5% interest rate 

 Release Price Per Lot: 120% of total development and land acquisition costs 

 Remaining Loan Balance: due when 80% of the lots are closed 

After extensive research into this site and the surrounding area, we believe this is an 

exceptionally promising investment. Housing demand is skyrocketing in the area with a 

dwindling supply causing inflation in the existing market. Based on our competitors proven 

success with similar projects, we feel confident that our homes will be enticing among our 

target market. We will offer an experience within Sanctuary like no other that will attract a 

multitude of buyers whether local or out-of-state. In the following pages, you will see the 

details about this site, which proves it to be an incredible opportunity.  

 

Sincerely, 

Pioneer Homes Acquisition & Development Team 
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Market Analysis 

Market Analysis 

 Concord is ranked 24th Best Place to Live in 2020 by Money 

Magazine 

 Housing Starts have been steadily increasing since 2010 

 Housing Inventory has shown a negative trend in the area, 

indicating insufficient supply 

 Anticipated average of 80 closings annually 

 Over 55% of homeowners within a 5-mile radius are younger than 

55 demonstrating a high prevalence of families 

 Large work-from-home buyer presence 

Competitive Advantage 

 As established competitors are phasing out, Pioneer Homes 

anticipates absorbing 18%-22% of the local market share 

 Pioneer Homes expects to tap into an underserved target 

market 
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Competitive Market Area (CMA) 
Since the majority of the nearby developments are comparable to Sanctuary at Rustic Canyon, 

we have chosen to use a traditional 5-mile radius as our primary CMA. From there, we 

analyzed the data both historically and cross-sectionally against the greater MSA and 

Cabarrus County information.  

Zonda Home Data 
Unless otherwise stated, the following data is market  

intelligence collected by Zonda Home Charlotte division. 

Zonda Home updates its data quarterly and has  

assisted our development efforts tremendously. 

Concord Housing Market 
Concord is recognized as one of America’s most livable 

cities. Concord is a booming residential area that has 

become a prime location for couples and families  

alike. In the past year, they have gained national 

attention with Money Magazine ranking Concord 24th in  

the Top 50 Places to Live. Due to the rapid population growth, there are many housing 

development opportunities in the area. Further, the influx of people means housing stock in 

Concord is undersupplied and in high demand. 

Housing Starts 
The leading indicator of 

demand and economic 

wellbeing in the U.S. is 

housing starts. Graphed 

here are the housing starts 

for the 5-mile radius 

beginning in 2005 through 

3Q20. Our research found 

that the pullback of starts 

in 2Q20 was solely due to 

the pandemic. With the 

vaccine on the horizon, we  

expect to see a sharp reversal returning to pre-pandemic levels. Putting the pandemic aside, 

the housing starts have been rising steadily since the 2008 crash with a decade record high of 

534 starts in 2017. The slight downward trend in 2018 is likely caused by a pulled-forward 

demand from the surge in 2017. The low supply of homes in the area is causing resale prices 

to skyrocket. Often the difference between buying new vs buying preowned in the area is so 

insignificant that consumers will opt to buy a new home.  
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Monthly Building Permit Activity 
Residential permit activity gives insight into 

market demand within Concord. According to the  

Concord city records for single units over the last  

two years, the number of permits being accepted  

has a positive trend. The average is 93 units per  

month or 1,116 annually. Permitting follows a  

seasonal trend with winter having the  

highest surges. 

Vacant Developed Lots (VDL) and Housing Inventory 
When it comes to understanding supply levels, we look to VDLs and current housing 

inventory across our CMAs. The chart below shows that within a 5-mile radius of our site, 

there are approximately 6 to 9 months of housing stock and 11 to 16 months of VDL supply 

within our range of base prices. Sanctuary at Rustic Canyon expects to monetize this 

opportunity as certain price segments are currently undersupplied. 

 

 

 

 

 

 

 

 

 

 

 
Closings and Absorption 
Closing rates and market absorption are examples of lagging indicators of demand. Below is a 

list of nearby communities ranked by their annual closings. The chart also indicates the 

current supply of these competitors. Many of these competitors have at most 2-3 years left of 

sales, meaning as these communities’ phase-out, Pioneer Homes will be able to secure a 

larger market share and absorb the sales our competitors can no longer accommodate. Roberta 

Ridge is expected to sell out of housing stock within 4 months and Mills at Rocky River 

within 2 months. We anticipate absorbing a majority of their closings as demand is still rising. 

At Sanctuary, we are projected to fluctuate between 70-90 closings per year. The supply of 

housing above the $500k price point is saturated. Therefore, we have chosen to utilize our 

natural topography to expand lot sizes, enhance views, and create state-of-the-art amenities. 
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SF vs Base Price 
         To the left is a graph of 

         the base prices vs. square  

         footage capturing most of  

the major builders within 

5-miles. The regression 

equation noted on the 

graph in blue represents 

the price trend of Ryan 

Homes, which we have 

identified to be our most 

significant competitor. 

Our homes, shown in 

gold, exhibit luxurious 

finishes with larger lot 

sizes which is why we are 

priced slightly above 

Ryan Homes. 

Surrounding Area 
Sanctuary’s development plans include a luxury clubhouse situated in the northeast corner of 

our site. Furthermore, the development is located within a short drive of Concord’s town 

center containing Food Lion Groceries, Mills Mall, various museums, restaurants, office 

space, and hotels. They are also within a 15-minute drive of Charlotte Motor Speedway. 

Some of the additional offerings and our competitors are reflected in the arterial map below.  
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Transportation 
Bordering two major arterials – Highway 49 and Route 601 – Sanctuary at Rustic Canyon 

boasts super connectivity. The site is also within close distance of Interstate 85. 

 Highway 49 spans 118 miles from Charlotte to the northeastern edge of the state. 

 Route 601 is 316 miles long and connects from Tarboro, SC to Mount Airy, NC.  

 Interstate 85 spans 666 miles from Alabama to Virginia. This route makes for a short 

drive to Charlotte Douglas Airport which offers flights to all major cities. 

 Sanctuary is also within 15 miles of Concord Regional Airport offering flights to 

Miami, Orlando, and New Orleans on Allegiant Airlines at low fare rates. 

 The variety of transportation options make for an easy commute to work, which is 

essential to our target market.  

 Extensive trail systems and outdoor amenities allow for ease of travel and promote the 

active lifestyle of Sanctuary at Rustic Canyon. 

While most of the transportation is by personal vehicle, public transportation options are 

available to our residents include: 

 The Rider Transit System, which offers $1.25 fares, has routes throughout Concord 

and Kannapolis to employment areas, schools, medical facilities, shops, and more. 

 There is extensive coverage from ride-share companies in the area with fast service 

and low rates to anywhere residents wish to go. 

Climate Conditions/Geography 
Concord has a comfortable climate with relatively mild winters and slightly humid summers. 

We expect to face minimal weather delays in construction, but have allotted appropriate time 

for unforeseen weather conditions. This data was obtained from the National Weather 

Service. 

  Average High: 72°F   Annual Snowfall: 4.3” 

  Average Low: 48°F          Annual Precipitation: 47.2” 

              Jan/Feb Low: 31°F       Annual Days of Sunshine: 213 

      Jul High: 91°F    Elevation: 705 feet above sea level 

2020 Demographics Snapshot 
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Education 
School ratings are an extremely important deciding 

factor in the home buying process for families in our 

target market. Many young families enjoy living in  

close proximity to schools for their convenience. At  

Sanctuary, we are quite fortunate to be located  

within 5 miles of some great schools. The following K-12 

schools are located within our district, Cabarrus County.  

The ratings according to Niche.com: 

 Patriots Elementary School, K-5, #4 Public 

Elementary School in Cabarrus – Grade A- – 4 miles from our site  

 C.C. Griffin Middle School, 6-8, #9 Public Middle School in Cabarrus – Grade B- – 4 

miles from our site 

 Central Cabarrus High School, 9-12 – Grade B- – 3 miles from our site 

 University of North Carolina at Charlotte, Public 4-Year Institution, 171 bachelor’s 

degrees and 72 master’s degrees. $7k in-state tuition, #227 in National Universities 
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Target Market 
Three segments of buyers were identified through our research, together making up 47% of 

the consumers within a 5-mile radius of our site. In addition, over 55% of the people who own 

and are buying homes in our radius are younger than 55.  

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Work from Home 
Based on our analysis, we found that over 48% of our target market are currently working 

from home. That number is expected to shrink after vaccines become widely available, 

although a large portion of our residents will transform into remote workers for at least the 

next 2-5 years. This change has encouraged a new spur of home growth nationally with 

homeowners desiring more space to work comfortably.  

Market Affordability 
Based upon the average ASP for the project, a 

household would need an income of $99,112 to  

afford the average home at Sanctuary. Given the 

current low mortgage rates, homes have become  

more attainable. Consumers who would typically  

only rent are now looking to take advantage of the  

low rates, enhancing the likelihood of Sanctuary’s  

success. Rising rates in the future poses a potential  

risk for our development.  
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 Average Income: $69k 

 Average Age: 29 

 Children in home: 12% 

 Education Level: 

College Graduate 

 Married: 43% 

 Commute to work 

 Planning on starting a 

family 

 Wish to move out of 

Urban area 

 Good credit score 

 Average Income: $112k 

 Average Age: 35 

 Children at home: 94% 

 Education: College 

Graduate 

 Married: 86% 

 Commute to work, both 

spouses work 

 Average 3 children 

under 12 

 Desire more space, 

larger yards, and parks 

 Average Income: $175k 

 Average Age: 51 

 Children at home: 45% 

 Education: College 

Graduate 

 Married: 80% 

 Doctors, engineers, 

often self employed 

 One or both adults work 

from home 

 Care about sustainability 

and are finance savvy 
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Competition 
Ryan Homes 
Mills is located within half a mile from Sanctuary, just to the 

south of Rocky River. Their primary target market is  

families in search of more room and upgraded amenities.  

They market themselves as having a clubhouse, swimming  

pool, volleyball court, and riverside trails. This community  

began construction in 2007 and has 847 homes. They are  

also planning a new development, Campbell Farms, located  

4 miles to the north, with the anticipation of building  

144 homes. 

D.R. Horton 
Roberta Ridge is located about 5 miles away from Sanctuary 

and also primarily targets young families. They market  

themselves as having a cabana, swimming pool, and tot lot.  

This community began in 2018 and has 240 homes on site. 

Eastwood Homes 
Parkview Estates is 3 miles from Sanctuary directly to 

the north. They market themselves as having quality homes 

in a park setting. Their amenities include a swimming pool,  

playground, open space, and a dog park. They began in 

2008 and have 362 lots on site.  

Century Communities 
Cedarvale Farms is about 7 miles south of Sanctuary. 

Cedarvale focuses on marketing primarily quality customer 

care. They lack amenities on their site but are located near  

better performing schools. They began construction in 2008  

and there are more than 350 homes on site. 

 

Market Share 
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 Product Design 
& Selection 

Product Development 

 Three Series – Seven Floor Plans 

 Two-Story Home range from 2,114–3,330 SF 

 Base Price range $324,990–$370,990 

Competitive Advantage 

 Beautifully crafted home design 

 Standard spec quality above competitor baseline 

Site Design 

 456-unit community (2.46 Dwelling Units/Acre) 

 Situated near the beautiful Rocky River 

 Potential to receive 4-star rating under the 2020 National Green 

Building Standard (NGBS) 

Competitive Advantage 

 Magnificent amenities offered on site which will attract a wide 

variety of prospective buyers 

 Gorgeous views and larger sized lots, to allow for more space 

while raising a family 

 3.6 miles of trails and 22 acres of open space  

Sustainability 

 Homes rated Gold under National Green Building Standard 

 Added value engineering to maximize resource efficiency 

Competitive Advantage 

 Reduced construction costs by reusing on-site materials 

2021 UNIVERSITY OF DENVER 
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Product Development 

Overview 
Sanctuary at Rustic Canyon will offer homebuyers a variety of options when it comes to 

choosing their forever homes. Our single-family detached homes will come in three different 

series, with sizes ranging from 2,114 sq. ft. to 3,330 sq. ft. This variety is met with 

outstanding quality and luxury, tailored to meet the needs of our target market. Pioneer 

Homes takes pride in catering to our clients’ needs and wants. We offer both structural and 

nonstructural luxury upgrades allowing our buyers to customize their dream home.  

Luxury Living for Growing Families 
Sanctuary is a premier family centered community. We strive to create the most inclusive yet 

extravagant neighborhoods for our residents. At Sanctuary, residents will discover a vibrant 

community offering an active and productive lifestyle, all in the company of neighbors. Every 

amenity at Sanctuary is shaped by the interests of our residents, from our 10,000-square-foot 

clubhouse to our extensive walking trails. Enjoy a state-of-the-art spinning studio, heated 

saltwater pool, tennis courts, volleyball court, dog park, coffee bar, steam, and sauna rooms. 

Residents can participate in community lead events hosted in our stunning event spaces, book 

tennis lessons and make dinner reservations through our 24-hour concierge service. Sanctuary 

provides everything needed to make raising a family special: luxurious homes, bespoke 

amenities, beautiful playgrounds and parks, and a vibrant social scene to enjoy with your 

neighbors.  

Clubhouse & Community Amenities 
 Outdoor Saltwater Pool  

 Hot Tub 

 Pilates & Spinning Studio 

 Locker Rooms with Steam and Sauna Rooms 

 Coffee Bar with Poolside Service 

 Event Rooms 

 Tennis Court (lessons available) 

 Sand Volleyball Court 

 Outdoor Basketball Court 

 Beautiful Parks & Playgrounds 

 Dog Park 

 3.6 Miles of Walking Trails 

 Sitting Room/Library 

 Free Convenience Items – Water,  

Towels, Feminine Products 
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Home Design 
Sanctuary offers homebuyers three different elevation styles to choose from: 

 

 

 

 

 
Sanctuary gives homebuyers the ability to create a truly unique home when it comes to 

interior finishes by offering a large variety of countertop, cabinetry, and floor options. 

 

 

 

 

 

Specifications 
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Product Design & Selection 

Courtesy of Ryan Homes 

Exterior Finishes 

 Decorative Native Landscape with 

planters between driveways 

 Adobe style stucco walls between yards 

 Rear covered porch 

Interior Finishes 

 Granite Countertops in Kitchen & Bath 

 Custom Cabinetry with crown molding 

 Hardwood in Kitchen & Great Room 

 Carpet in Bedroom/Tile in Bathrooms 

 10’ Ceilings with recessed ceilings in 

Great Room and Master Suite 

 5” Base trim & crown moldings (where 

applicable) 

 3” Door casting 

Insulation 

 R-49 blown-in insulation in-ceiling/R-38 

spray foam in walls 

Electrical 

 LED Lighting throughout 

 USB/Data outlets in Kitchen and 

Bedrooms 

 Ceiling fans in Great Room and Master 

Suite 

 Fiber Optics in each home 

Windows and Doors 

 8’ entry and interior doors 

 Energy-efficient Low E dual pane vinyl 

windows 

HVAC 

 Energy-efficient gas furnace 

 13 SEER A/C Unit 

 Programmable Thermostat 

Plumbing 

 50-gallon high efficiency natural gas 

water heater 

 Water saver toilets and showerheads 
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Optional Upgrades 
 

 

 

 

 

 

 

 

Product Mix 

 

 

 

 

 

 

 

      *Note: This floor plan is not illustrated on the following pages 

Cost Breakdown by Floorplan  
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Interior 

 Quartz or Quartzite countertops – 

Kitchen & Bath 

 Coffered or Vaulted Ceiling – Great 

Room 

 Custom Lighting Throughout 

 Custom Closets 

 ADA Package 

HVAC 

 21 SEER A/C Unit 

Additions & Structural Options* 

 Extended Rear Porch 

 Finished Basement 

 Additional Garage 

 Additional Closets 

 Additional Bathroom & Bedroom 

 Optional Loft  

*Available on Select Plans 

* 
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The 75 Series – 119 Lots  
The 75 Series (75’ lot) homes consist of two or three bedrooms with two or two and a half 

bathrooms. The 75 Series has a covered porch in the backyard, enabling residents to enjoy the 

great outdoors all year round. These efficiently designed homes afford buyers the space they 

need while upholding the quality and luxury typically seen in larger homes. This Series is 

great for first time homebuyers looking to expand while wishing to preserve an attainable 

living.  

The Elliot 

Base Price $324,990 

3 Bedrooms 

2.5 Bathrooms 

2,114 SF 

2021 UNIVERSITY OF DENVER 
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Courtesy of Ryan Homes 
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The 75 Series Cont.  

The Roberts 
Base Price: $330,990 

3 Bedrooms 

2 Bathrooms 

2,324 SF 
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The 85 Series – 213 Lots  
The 85 Series (85’ lot) is our mid-sized option. This series contains three or four bedrooms 

with two or two and a half bathrooms. Ranging from 2,239 sf to 2,718 sf, homebuyers have 

room to raise their families and entertain guests thanks to our stunning floor plans. The 85 

Series has a variety of options for upgrades, including a study, additional garage and 

bedrooms.  

The Pearson 
Base Price $343,990 

4 Bedrooms 

2.5 Bathrooms 

2,423 SF 

2021 UNIVERSITY OF DENVER 

RECM FOUR-YEAR PROGRAM 

Courtesy of Ryan Homes 



  

•  Product Design & Selection 
Page 20 

The 85 Series Cont.  

The Patrick 
Base Price $353,990 

4 Bedrooms 

2.5 Bathrooms 

2,718 SF 
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The 95 Series – 124 Lots  
The 95 Series (95’ lot) is the largest home and lot size. This series includes four bedrooms 

and two and a half bathrooms. Homebuyers seeking more space, will enjoy the luxurious 

3,010 sq. ft. to 3,330 sq. ft. range of this series. Upgrades available for the 95 Series include 

an additional bedroom, upgraded kitchen, study and/or additional garage.   

The Earnhardt 
Base Price $360,990 

4 Bedrooms 

2.5 Bathrooms 

3,010 SF 
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The 95 Series Cont.  

The Gordon 
Base Price $370,990 

4 Bedrooms 

2.5 Bathrooms 

3,330 SF 

2021 UNIVERSITY OF DENVER 
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Site Design 

Existing Conditions 
Sanctuary lies approximately 7 miles to the south of the Concord. We plans to be annexed 

into the city by June of 2021. With this in mind, we assured our site followed North Carolina, 

Cabarrus County, and Concord’s design guidelines. The site features creeks and ponds, 

weathered rocks, and minimal low residual soils.  

Design Goals 
Pioneer Homes designed a 456-unit family-oriented community, ~2.46 DU/Acre. Lot 

premiums are promoted by the natural river, creeks, and ponds located within Sanctuary. On 

our site, we abided by the design goals set forth by the Concord 2030 Land-Use Plan and the 

Concord Zoning & Design Guidelines. We value preserving the character of the existing 

landscape and environment. Our design has the potential to achieve a 4-star rating under the 

National Green Building Standard.  

Geotechnical Considerations 
The Geotech report revealed that the property was suitable  

for the construction of light and moderate loaded structures.  

However, there are some concerning areas on the site such 

as in the northeastern corner (Boring B-39) with lower  

consistency residual soil. We will follow the recommended  

steps in order to make this area of the site suitable for  

construction, including reworking or undercutting and  

replacing some of the non-supportive soil with structural fill.  

Partially weathered rock was also found in several areas of  

the site ranging below the topsoil to around 14.5 feet below  

the existing surface. The report stated that final site grading  

and utilities may expose some additional weathered rock,  

bedrock, and boulders. We will route our water away from  

all pavement areas and create adequate slopes to maintain drainage. 

City of Concord Considerations 
The City of Concord focuses primarily on preserving and integrating natural resources into 

projects. We are encouraging the retention of trees and other natural vegetation at Sanctuary. 

This also includes protecting the rare landscape elements and native species. We plan to 

safeguard the water, air, and wildlife in the area. We are proud to be a part of a development 

that prioritizes the considerations of the land in addition to the residents.  

Conservation 
One of Sanctuary’s largest goals is to preserve as much of the land as possible. We intend to 

use the natural vegetation on-site to protect from rainwater runoff and drainage. For the trees 

that must be removed, we will uproot and replant them in new soil where they can thrive.    
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Design Overview 
After careful examination of the conditions on our site and the surrounding area, our team 

determined that single-family detached homes with an emphasis on growing families and 

second-time homebuyers would best suit the populations needs. We aimed to create a unique 

development that encourages a sense of community and provides a variety of amenities to 

best suit parents and their children. The site design features three different sized lots, each 

with their own respective series (75’, 85’, 95’). We propose including a combination of 119-

75’ lots, 213-85’ lots, and 124-95’ lots. 

Walkability and Child Friendly 
The site plan will utilize a streetscape, which is approved under the Concord Zoning Plan: 

 Residential Local Street -50’ ROW 

There is over 715,000 sf of open space on the site which connects to various parks, 

playgrounds, trails, and our state-of-the-art clubhouse. In order to prioritize our residents' 

safety and promote environmentally friendly transportation, we have created roads which 

accommodate pedestrians and bicyclists. The site has trees located between the roadway and 

sidewalks to provide a safe and secluded environment. In addition, we have over 3.6 miles of 

walking trails on site. The demand for outdoor space and walking trails is high among our 

target market, and our goal is to satisfy that demand.  

Lot Sizes 
Our proposal to rezone the site from Residential Low Density to Residential Village comes 

with different regulations on lot sizing. The 75 Series lots are the most popular in the area and 

the minimum size allowed under the City of Concord Zoning Guidelines. The 95 Series lot 

sizes are already well established in our area and are successful with our competitors.  

 

Based on our market analysis research, the 85 Series has not been tested extensively, but we 

have confidence that this size will be successful with our target market. Our competitors 

primarily target lots that are smaller than 80’ and larger than 90’. For this reason, we feel the 

85 Series will strike the optimal balance between luxurious space and reasonable 

maintenance.  

 

In the event our 85 Series is not the success we predict it to be, we have created a contingency 

plan to transform our 85 Series lots into either 75 Series or 95 Series. This will raise our total 

IRR for the development.   
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Site Plan 

Zoning Code: 
Typical RV – Residential Village 

The site is currently zoned as Residential Low-Density (RL), per the Cabarrus 

County records. Pioneer Homes has done extensive research including looking at 

nearby competitors zoning regulations. To ensure we keep as much natural amenities 

as possible, while remaining competitive and profitable, we are aiming for the RV 

(Residential Village) zoning classification. RV zoning will enable us to maximize lot 

sizes while assuring profitability. We believed it was unrealistic to assume that we 

could endure a higher density on site with our constraints on topography and 

wetlands.   

Lot Sizes: 
Lot sizes are as follows: 

 75 Series (Red) – 75’ x 100’ 

 85 Series (Blue) – 85’ x 100’ 

 95 Series (Green) – 95’ x 125’ 

Summary 
 456 Total Units (2.46 DU/Acre) 

 22 Acres of Open Space 

 10,000 SF of Clubhouse 

 10,000 SF Sand Volleyball Court 

 15,000 SF Basketball Court 

 15,000 SF Swimming Pool 

 75,000 SF Soccer Field 

 42,000 SF of Playgrounds 

 100,000 SF of Parks 

 1.1 Miles of Concrete Trails 

 3.6 Miles of Total Trails 
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Phasing 
We have phased the project to build in a counterclockwise pattern from the 

northeastern side of the site. We worked with the topography on site to preserve the 

view of the Rocky River throughout the project’s life. Additionally, we are phasing 

horizontal development in order to avoid hitting peak equity early in the project. The 

majority of amenities are to be completed in the first phase of the development to 

ensure our early buyers have access. Construction operations will enter the site 

through the northern entrance during phase one and two operations. The lots situated 

adjacent to our models, in addition to our model homes, will be sold during the last 

phase of the project to give the impression of more space during our showings.  

Lot Premiums 
Below is the breakdown by phase of lot premiums for each series. Within each phase, 

Pioneer Homes has identified subcategories of lot types. Cul-de-Sacs, lots backing 

open space, lots backing the site boundary, corner lots, pond lots, and river view lots 

have premiums associated with three different lot frontages offered. Premiums range 

from $7,000 to $22,000. These premiums are incredibly reasonable based on our local 

competitors. The site design promotes premiums as most lots contain either beautiful 

views or nearby open space. Some of the below averages are a result of combining 

multiple premiums while assuring they are not paying excessively rates.  
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Sustainability 
Overview 
Sanctuary at Rustic Canyon strives to maximize resource usage, reduce water, mitigate 

environmental impacts, and maximize the triple bottom line. We plan to make efficient use of 

land, natural materials, energy opportunities, and water conservation opportunities during 

construction. We also plan to enhance the natural environment while generating minimal 

waste during construction. Post-construction, our residents will benefit from lower utility 

costs and a healthier indoor environment. Our site is located on a partial wetland, making it 

increasingly vital to preserve the natural habitat.  

Market Potential for Green Construction 
Marketing for green construction relies on awareness of the unbuilt environment and how the 

existing environment can mitigate environmental damages. The green market is ever 

increasing with the population and is commonly requested by homeowners for sustainability 

and cost reasons. While there are not any extreme sustainable measures taken from our 

competitors in our area, the implementation of simple upgrades helps to reduce the overall 

environmental impact of the developments, while optional sustainable upgrades will be 

offered such as solar panels. Our team scored Gold after adding up all of the factors in each. 

National Green Building Standard 
Our sustainability efforts are based on the 2020 ICC 700 National Green Building Standards. 

As the construction world advances, so does the standard for sustainability that goes with it. 

The National Building Standard sets the path for homes to become more energy-efficient 

while keeping intact the needs of the owner. The level of performance is achieved by 

factoring in the following points: 

Home Energy Rating System (HERS): 
 

 

 

 

 

This rating is an industry-standard that measures the energy use of a building. It takes into 

account every built aspect of the house to determine how much energy is consumed. The 

target HERS rating for every home is 65. 

Site Design 
Minimizing environmental impact and maintaining open spaces creates a suitable atmosphere 

for residents and helps homes reach a lower energy consumption level. Due to the existing 

natural foliage and the additional shrubbery that we provided homes, owners benefit from 

natural shade, which helps reduce HVAC expenses. The streets are placed well 

complementing the topography of the site, while preserving much the natural foliage around 

the site.  
2021 UNIVERSITY OF DENVER 
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Resource Efficiency 
By using sustainably harvested and recycled materials to build, we are creating durable and 

economically responsible homes for years to come. This type of efficiency can mostly be seen 

in the building process and can help builders save on costs as well as materials. For example, 

prefabrication of select items such as staircases can help reduce waste factors in carpentry. In 

addition, the implementation of recycled product such as recycled hardwood flooring can 

further enhance the sustainability of the development.  

Energy Efficiency  
North Carolina has an above average number of days of sunshine which means there is a large 

opportunity to capitalize on energy efficiency. We will use efficient HVAC systems coupled 

with natural lighting to reduce energy use. We will also be using 2x6 construction to improve 

insulation and reduce utility costs for our residents. Furthermore, we will also offer solar 

panels as an option for buyers. In Cabarrus Country, the average solar panel installation size 

is 5 kW and costs between $11,000-16,000 as of December of 2020. There is a 26% federal 

incentive which cuts down the price of installation making it an attractive option for buyers.   

Indoor Environmental Quality 
Products with minimal volatile organic compounds (VOC) will be used, such as low VOC 

paint, tile, and carpet. This will help air quality be more suitable for our clients and have less 

of an impact on the environment, which a third of consumers prefer.   

Cost 

According to the 2017 NAHB SmartMarket Brief, 30% of single-family builders doing the 

majority (60%+) of their projects green report lower incremental costs, compared with only 

half as many (15%) builders with less green involvement who cite that minor level of cost 

impact. This finding is consistent with previous studies and continues to suggest that 

experience with green building leads to lower costs.   

Summary 

Our development serves to provide upscale housing and amenities that encourage the 

sustainable health and well-being of not only its residents but all of Concord as well. Through 

optimizing our triple-bottom-line theory, Sanctuary at Rustic Canyon will win the favor of 

like-minded individuals that value sustainability and seek community.   
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 Construction 
Management 

Estimate 

 $22,782,856 Horizontal Construction Cost 

 $110,171,745 Vertical Construction Cost 

 Cost/SF range $81.28(3330 SF) to $104.65(2114 SF)  

Competitive Advantage 

 A conservative estimate protects project’s sensitivity to rising 

construction costs 

Schedule 

 Phase 1 Home Construction Finish (84 lots) 2/07/2023 

 Project Finish (456 lots) 3/23/2028 

Competitive Advantage 

 Shovel ready to begin mobilization on 6/01/2021 

 Scheduled to finish in 7 years  
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Estimate 

Estimate Overview 
Above all else at Pioneer Homes, achieving an  

accurate estimate is critical to ensure that the  

quality of the products we produce is up to our 

standards while it is also critical to keep the  

homes at Sanctuary on schedule. Of our estimated 

total costs $22,782,856 comes from horizontal 

development costs and $110,171,745 comes from  

vertical costs. Extensive work was put in to  

RSMeans and multiple Microsoft Excel Templates 

to ensure an accurate and detailed estimate. We used market research to find target ASP’s, 

RSMeans for a cost per square foot, and a cost index to convert horizontal costs to Concord 

prices. As a prominent and publicly traded home builder we are confident that trade partners 

will desire to collaborate with Pioneer Homes due to the security and duration of high-

production work. We calculated a 5% contingency to accommodate flexibility for any 

unforeseen conditions we might encounter. 

Construction Costs 

Horizontal Costs 
We have accommodated for all of the costs included above for horizontal development. Due 

to the site location one of our biggest horizontal costs is clearing the heavy vegetation that 

covers a large portion of the site. The horizontal costs listed above equate to $49,962 per lot. 

Vertical Costs 
We have included the entire construction process from initial site work, slab on grade and 

basement excavations, and utilities, to final steps such as landscaping and clean up. 

Additionally, we have included expected upgrade costs, land costs, overhead, and profit, and 

lot premiums to give a total comparison on the construction cost per square foot vs ASP price 

per square foot. 
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Schedule 

Schedule Overview 
The proposed project will begin the permitting  

process on February 22nd, 2021 and is planned 

to break ground on June 1st, 2021 with an  

expected completion date of March 23rd, 2028.  

The first homes are planned to start construction  

in late December of 2021 and are expected to be available for move in 5 months later in May 

of 2022. By beginning construction of homes as early in the construction process as possible 

we expect to be able to begin recouping the large up-front costs early in the project. Sanctuary 

at Rustic Canyon will be made up of four separate phases each beginning when the previous 

phase nears 90% completion.  

 

The 3 model homes will be located immediately inside the main entrance to ensure visibility 

from Zion Church Road and are located strategically to allow nearby lots to remain empty, 

therefore creating a sense of expansiveness and better views for visitors. Model homes are 

planned to start construction in September of 2021, 2 months before construction begins on 

homes in phase 1 to showcase our products to future residents and encourage presales. Sales 

offices will be located in the garage of the model which backs to the central pond as this 

model is intended to showcase the best of the homes that Sanctuary has to offer. 

Home Construction Breakdown 
We have included a breakdown of the average Duration of the construction by series which  

can be found in the table to the right. For the 75 series, the average duration from VDL to  

move in ready home is 127 days (~4 months), 133  

days (~4.5 months) for the 85 series, and 148 days  

(~5 months) for the 95 series respectively. 

Milestones 
The chart on the right presents the major project  

milestones for the planned Sanctuary development.  

Horizontal construction will be completed early on  

in the project as detailed above which allows each  

phase to start immediately as homes in the preceding  

phase reach build out allowing available houses to  

always be available to meet demand. These  

milestones are a high priority for our construction  

team to ensure no delays with our schedule. 
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Task List Start Date End Date
Project Duration 2/22/2021 3/23/2028

Sales 3/29/2022 2/10/2028

Entitlement 2/22/2021 11/9/2021

Clearing and Stripping 6/1/2021 2/10/2028

Main Road Construction 6/4/2021 11/8/2021

Phase 1 Utilities and Flatwork 6/30/2021 11/8/2021

Phase 2 Utilities and Flatwork 8/24/2022 1/11/2023

Phase 3 Utilites and Flatwork 5/22/2024 10/3/2024

Phase 4 Utilities and Flatwork 3/4/2026 7/16/2026

Model Homes 9/29/2021 2/25/2022

Amenities 11/30/2021 1/23/2023

Phase 1 Homes 11/9/2021 2/7/2023

Phase 2 Homes 1/18/2023 11/5/2024

Phase 3 Homes 10/16/2024 8/18/2026

Phase 4 Homes 7/29/2026 2/10/2028

Project Closeout 11/19/2027 3/23/2028

Vertical Construction

Horizontal Construction

Start of Construction
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Schedule  
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Schedule Cont.  
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*Note: Duration of Tasks are calculated as workdays 
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 Project 
Management 

Site Management & Logistics 

 QCQA Plan includes weekly inspections and thorough punch lists 

 Prioritizing Safety-Mandatory PPE to be used at all times for site 

personnel 

 Constant testing of our safety measures on site 

Competitive Advantage 

 Phasing construction from high to low topography preserves the 

view of the Rocky River throughout project life 

 4 construction managers during peak construction will allow 

project to meet schedule 

Sales & Marketing 

 Three sales agents under the supervision of the Sales and 

Marketing Director 

 SEO integration with PPC 

 $4.95 million-dollar marketing budget over project lifetime 

(including salaries) 

Competitive Advantage 

 Three model homes with expected participation in Greater 

Charlotte HBA Parade of Homes 

 Strong combination of digital and print marketing strategies 
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Site Management & Logistics   
Elevated Management Methods 
Pioneer Homes strives to provide the highest quality products delivered with sustainability 

and efficiency in mind. We recognize the importance of protecting the natural elements 

during construction. Accurate schedules, reduction of costs, and resident’s privacy have all 

been taken under great consideration in the making of our phase-out project. Below are our 

plans and processes. 

 

 

 

 

 

 

 

 

 

 

Team Structure 
Ensuring that Sanctuary meets its financial goals, employee salaries are calculated and 

included in the overall costs for the entire project. 

 North Carolina Regional Construction Manager - $105,000/year 

 Three construction managers – $80,000/year 

 One Customer Care Representative - $45,000/year 

Since we are expecting two home starts per week and an increased construction intensity, we 

plan to introduce an additional construction manager during Phases 2 & 3 to ensure we meet 

demand. 

Site Management 
Building in proximity to a river presents a multitude of challenges requiring detailed 

planning. Other unique land characteristics include weathered rock and low consistency 

residual soil in few areas. Clearing of these obstacles will be paramount in the efficiency and 

effectiveness of our construction in the early stages of horizontal development.  

Stormwater Pollution Prevention Plan 
Maintaining our status as a sustainable builder, a competent stormwater protection plan is 

required for the entire duration of the project. Ensuring we have an adequate Stormwater 

Pollution Prevention Plan will help mitigate the environmental consequences of new 

construction and prevent contamination of the local water supply. 

 Topsoil Stockpile will be located in a developable site and not exceed a 3:1 slope 

 Vehicle tracking pads at entrances & exits to keep sediment and dirt within the site 

 Compost Socks will be placed around storm drain inlets to protect local water supply 

 Designated concrete washout areas will protect stormwater runoff pollution 
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Dust Control 
Precautions need to be taken to ensure dust levels are kept at manageable levels. This will 

prevent setbacks due to particles being put into the air by construction practices. Dust and fine 

particles will be managed with dust controlling water-spraying equipment during horizontal 

construction, with applications twice per day combined with other BMPs (Best Management 

Practices). 

Water Pollution Prevention 
Due to the location, safeguards need to be in place to ensure our construction practices do not 

pollute the local Rocky River. We plan to have measures in place to prevent soil and sediment 

runoff from our site. Dirt runoff from soil can potentially carry other pollutants into the 

waterway and risk the supply of local drinking water (EPA 2009). We will create barriers 

between the river such as dust screens installed around all active construction and wind 

susceptible areas. 

Construction Quality Control and Quality Assurance 
Pioneer Homes is committed to providing high quality, dependable, luxury homes. In order to 

achieve this, a quality control plan will be implemented as follows: 

Preconstruction Meetings 
 Introduce all trade partners, managers, and owners to discuss goals and product 

quality during a site visit 

 Project manager meetings to interpret and agree upon details/expectations then 

distribute materials to all relevant trade partners 

 Estimate product competition times based on selected finishes and upgrades 

Preparatory Meetings 
 Crew meetings to lay out details for work to be performed and to make sure the 

individual crews are informed with work to be completed 

Weekly Inspections and Project Manager Site Walks 
 Ensuring work is up to quality, spec, and our requirements as a luxury builder 

Punch Lists 
 Punch lists are to be checked throughout completion by project manager and sales 

manager one week prior to settlement 

Project Management Software 
 Implementation of BuildPro for communication between owners, managers, and 

subcontractors 
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Quality Assurance 
A dedicated Quality Assurance plan is vital for delivering a high-quality product that not only 

stands the test of time but delivers an enjoyable and comfortable living experience. Because a 

significant number of our clients are repeat customers, we have an expected standard to 

uphold. A large part of the Quality Assurance Plan is the inclusion of BuildPro Construction 

Management software; allowing the customer care representative to work closely with the 

trade partners by doing periodic walks and checks. By correcting defects prior to closing, we 

will save on overall costs and delays. 

Safety 
Paramount to delivering our products on time and in a  

high-quality manner is ensuring the safety and protection 

of all workers by complying with OSHA safety standards. 

The safety measures described below are to be  

implemented during the entire project. By minimizing  

safety incidents, we can maximize labor productivity. 

 Mandate PPE at all times while on site including  

hard hats, high visibility vests, safety glasses, and 

fall protection 

 Periodic safety checks/testing and PPE checks 

 Safety training mandated for all workers 

 Continuous monitoring of hazards and adapt mitigation plans 

 Weather protection from the conditions with generous shaded areas for workers and 

indoor warming offices 

 During the continuation of the pandemic, we will provide access to masks and 

promote safe social distancing practices 

Logistics and Operations & Maintenance 
Planning Sanctuary at Rustic Canyon includes various logistic solutions to ensure the 

construction phases are as efficient as they can be, reducing costs and impediments. The 

design of our phasing plan will actively mitigate nuisances and construction views by 

building our homes in a directional and deliberate pattern, working from the farther reaches of 

the phases, in towards the main roads. During phases 1 & 2, construction traffic will only 

enter through the northern entrance. Costs pertaining to Operations and Maintenance are 

accounted for in the horizontal development phase of the project. Pioneer Homes will ensure 

that general maintenance is performed on-site, including roadways, stormwater processes, and 

open spaces during all phases of construction until completion of the project. 

Site Scheduling 
The project will occupy five years’ time starting on September 1st, 2021 after we estimate 

permits will be pulled and is scheduled to be completed in February 2026. Our phasing plan 

implements an accelerating construction schedule with the addition of an additional 

construction manager for each phase starting with Phase 2. This plan will allow us to fulfill 

our schedule requirements and meet the demand for housing in the area. 
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Sales and Marketing 

Overview 
With our target market being comprised of a wide range of ages, we plan on having a 

marketing strategy that consists of a strong SEO strategy, a PPC campaign that will fluctuate 

depending on time of year and our current organic ranking, a targeted social media strategy 

focusing on specific demographics and psychographics, direct mail pieces targeting specific 

neighborhoods around the Concord area, and also utilizing a form of native advertising within 

the main publications of Concord and Charlotte Regions.  

Sales and Marketing Team 
At Pioneer Homes, we pride ourselves in our dedication to hiring the best people for the job. 

Pioneer Homes will have one Marketing and Sales Director who will be supervising the 

activity of the sales team at Sanctuary in addition to supervising all marketing campaigns and 

outsourced services. Our sales team at Sanctuary will consist of two agents. Each agent will 

have a target sales goal of 2-3 units per month to keep pace with our expected absorption 

schedule. The sales office on-site will be located in the garage of our 75 Series model home.  

 

 

 

 

 

 

Commission and Bonus Structure 
Our Marketing and Sales Director is on a salary structure with the possibility of quarterly 

bonuses if specific sales goals are met. We plan to offer a base salary of $60,000 with the 

opportunity for 0.25% of quarterly gross community sales as a bonus if the team at Sanctuary 

is able to secure at least 21 sales per quarter. For our agents, we will be offering a commission 

of 1% for regular sales and a base salary of $40,000. Our commission and bonus structures 

incentivize our managers to stay involved with our sales team and push to meet or exceed our 

aggressive goals. In addition, this also incentivizes our manager to make sure that marketing 

dollars are spent effectively so that so as to further drive sales. Our agents are incentivized by 

the entirety of the sales and commission being paid out to the agent. 

Digital Marketing Strategy 
Website 
The website being developed will need to be mobile friendly and responsive depending on the 

screen being used by the potential customer. This will also assist in our SEO (Search Engine 

Optimization) efforts as the major search engines now require websites to be “customer-

friendly” in order to properly rank organically. 
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        While SEO is incredibly 

        important for the longevity of the 

        website, our goal is to start  

        driving traffic immediately using 

        specific keywords/key-phrases  

and targeting specific zip codes in 

the  Concord area. By working with a 

        local marketing firm, we expect 

        to drive traffic through the SEO  

        efforts in 6-12 months after  

        launching the campaign. 

By having a PPC (Pay-Per-Click) budget of $2,500 established, we are able to supplement the 

efforts of our SEO strategy and have our website as a viable option for potential customers 

that are specifically looking at new homes in the area. To maximize our PPC budget, we plan 

on using A/B testing between meta tag descriptions and track which descriptions are 

attracting more people to click on the link. 

Retargeting Ads 
There are two digital marketing products we plan on implementing in order to initially engage 

with potential customers and then re-engage with potential customers once they navigate 

away from our website. By putting a retargeting pixel in the backend of the site, we are able 

to digitally follow anyone that comes to the website and navigates away from the page re-

engaging them with retargeting ads for 30 days after the initial visit which should help 

increase our conversion rates. The costs associated with retargeting ads are typically based on 

the number of impressions (number of people the ad is shown to). This product is incredibly 

effective for branding purposes as it continues to re-engage with potential customers with the 

goal of putting our brand in front of thousands of individuals that have already seen or heard 

us building brand trust. An initial budget of $500 will suffice until traffic begins to ramp up.  

Live Agent Chat Feature 
While our number one goal is to drive traffic to the website, once they find the website we 

want to engage them as early as possible to keep them from navigating away from the page. 

By implementing a direct chat feature, once a potential homebuyer comes to the website a 

live “agent” will be able to immediately engage with the individual and gather vital 

information. This information will allow our sales representatives to continue to reach out to 

build our brand within the community. Live chat is also inexpensive as it is priced based on 

CPL (cost per lead) where our company will only be charged for an actual lead rather than 

based on the number of individuals that are engaged. In order for it to be considered a “lead”, 

the live chat representative will be required to obtain the potential customer’s name, email, 

address, phone number, and some brief information about the client’s wants and desires for a 

home buying experience.  
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Social Media 
We are in the process of developing a social media strategy that will focus on the targeting of 

individuals in the Concord and Charlotte region based on their psychographics  

(likes/dislikes), income level, and recent search patterns. Younger demographics have 

increased homebuying from social media platforms like Instagram. We plan on having a 

presence in every social media platform regardless of the audience as any platform where we 

are able to hold a presence will ultimately assist in our SEO efforts, making our website more 

“relevant” in the eyes of all major search engines (Google, Yahoo, Bing, etc.) We also are 

delegating a $2,000 budget to social media ads, targeting Instagram users that have shown 

interest in homes, architecture, or any relevant key words. 

Print Marketing 
While our digital marketing strategy is paramount to  

reach our desired customer base, we believe it is also  

important to maximize our print strategy for our older 

customer base. The individuals reading the local paper  

in Concord and Charlotte are typically aged 45 and up 

and they also tend to be more affluent. By utilizing the  

product “StoryStudio” we can actually have an 

advertisement that is written to look like a new article  

placed in the housing section of both print and online 

publications in the area. While the number of impressions 

in the newspaper is not something that’s able to be  

guaranteed, the online story will come with a minimum 

number of guaranteed impressions, meaning that the online paper will continue to run the 

story until the agreed-upon number of impressions is met, regardless of time. While this form 

of advertising is more expensive than our retargeting efforts, StoryStudio costs approximately 

half of an actual full-page advertisement in the newspaper and comes with the guaranteed 

impressions online. We planned a one-time $3,000 budget to have two StoryStudio ads.  

Photography/VR 
We will hire a professional photographer to take photos of the community and the model 

homes for our marketing purposes. In addition, we would like to include the use of a VR 

headset in the sales office to allow people to step into each floor plan and enhance the buying 

experience.  

Signage 
Required signage will consist of adequate temporary construction signs to guide workers and 

visitors. There will be a large “Sanctuary at Rustic Canyon” sign located at each of the two 

main entrances to the community. Additionally, a sales balloon will be up throughout project.  

Referrals 
At Sanctuary, we hope that our residents will love our community so much that they convince 

their friends to move in next door. We have budgeted to provide the incentive of $250 per 

referral that results in a closing. In addition, each qualified referral received will put the 

homeowner’s name in the annual drawing for a cash prize of $5,000.  
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Model Homes 
Sanctuary at Rustic Canyon will have 3 model homes. One model homes will display our 75 

Series, one will display our 85 Series, and one will display our 95 Series. We have accounted 

for one model per series. All of our models are located near the southern entrance off Zion 

Church Road of our site.  

Parade of Homes 
In order to further engage with the Greater Charlotte community and associate ourselves 

professionally, we are taking part in the 2022 “Parade of Homes” hosted by the Greater 

Charlotte Home Builders Association which is expected to cost $5,000 per entry. Our 85 

Series models and 95 Series models will be highlighted at the event. 

HOA 
As a resident in Sanctuary at Rustic Canyon, there is an additional charge for the use of the 

amenities and the open space landscaping. With that in mind, we have made sure that our 

HOA fee is reasonable and still covers the necessary expenses. Sanctuary offers more 

amenities than any other subdivision in the area and our residents will be happy to pay 

slightly more for what they get in return.  

 Sanctuary at Rustic Canyon Monthly HOA Fee: $68 

 Annual Dues: $816 

Warranty Program 
Pioneer Homes offers a standard warranty program of 10-year structural, 5-year MEP, and 1-

year cosmetic defects. The on-site customer care representative will be in charge of all 

warranty claims at Sanctuary in addition to aiding construction managers with buyer 

walkthroughs and final punch list items.  

Marketing Budget 
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 Financial &  
Risk Analysis 

Financial & Risk Analysis 

 $2,720,000 Determined Purchase Price 

 14.3% IRR All Cash 

 29.3% IRR With Loans 

 $9,128,497 Net Cash Flow with Loans 

 IRR is most sensitive to ASP 

 Maximum purchase price of $3,000,000 to obtain 27.7% IRR 

Competitive Advantage 

 Phasing plan allows for lower peak equity 

 Conservative analysis protects investment against risks 
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Summary Statistics 
 

 

 

 

 

 

 

Purchase Price 
Our proposed purchase price for the 300-acre parcel is $2,720,000. The price was determined 

through the sale comparison approach by finding the average cost per acre of various parcels 

sold within the last six months. The asking price is already 

a fair number but with the risk endured in this acquisition,  

we intend to agree on a lower price. In addition, assuming 

all other variables stay constant, we are able to purchase 

the property for the asking price of $3 million and still  

maintain a 27.7% return. 

Assumptions 

Absorption 
As detailed in the Market Analysis, demand in Concord is strong. We expect absorption to 

begin around 75 homes per year and reach a peak of 90 homes annually. Both supply and 

demand data from various applicable areas are combined with market trends to reach these 

estimated figures. 

Leverage 
We intend to receive leverage on our project at various 

rates for each portion of the development. On land acquisition, 

we expect to receive an LTV of 60% with a 5% interest rate.  

On land development, an LTV of 75% with a 5% rate and on  

construction an LTV of 80% with a 5% rate. All  

non-construction loans are anticipated to pay out in January 

 of 2027. 
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 14.3% IRR All Cash 

 29.3% IRR With Loans 

 1/1/26 Breakeven Date 

 $17,285,517 Peak Equity 

 $9,189,653 Net Cash Flow After 

Loans 

 0.93 WDP Multiple 

 17.5% Gross Margin 

 456 Lots Over Four Phases 

 $22,782,855 Million Horizontal 

Development Cost  

 $110,171,745 Million Vertical 

Construction Cost 

 7-Years Total Project Duration 

 $180.8 Million Total Revenue 
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Cash Flow      Margins 
 

 

 

 

 

 

 

 

 

 

Exit Strategy 
Strategic exit options protect the developer from unfavorable economic conditions and help 

maximize project flexibility and profitability. Market conditions will be analyzed quarterly, 

and strategies adjusted accordingly.  

 

Move-in ready homes will not be the primary focus of the development but will be included 

throughout the phases. Spec construction will be optimized to minimize risk while attracting 

move-in ready buyers and capitalize on market growth and area home sale momentum. 

 

We positioned ourselves to have the option of selling phase 4 as VDLs if the market indicated 

that was necessary. Those VDL’s would be valued at ~$65,451 per lot.  

Risk Mitigants 
Site Conditions 
All applicable regulations and potential hazards have been addressed during the site-design 

phase. The nature of the site design allows Pioneer Homes to mitigate and/or completely 

avoid potential difficult site conditions such as the existing rocky landscape. We have worked 

to minimize the potential site damage, optimize land development costs, worker and resident 

safety, and uphold natural aesthetic environments.  

Competition 
A key project risk is competing homebuilders. Market share leader, Roberta Ridge, and 

neighbor, Mills at Rocky River, claim 28% and 20% of the market share respectfully. While 

they are both extremely close in proximity to our project, they only offer a moderate level of 

luxury and are expected to sell out within 6 months. We plan to target the well-established 

family market by keeping true to the Pioneer Homes business model to create lasting 

communities with demand-driven amenities and product offerings. Furthermore, a prime risk 

of this project is our ASP. There is plenty of other land in the area for others to purchase and 

develop. We will mitigate this the best we can by potentially placing options on key parcels in 

Concord as the project progresses and working to control the immediate market.  
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Absorption 
The concept of large developments is already established in the Concord area by competitors 

such as D.R. Horton and Ryan Homes. We believe we can stay competitive by providing a 

simple streamlined home buying process while still allowing the home buyer to select 

upgrades and unique floor plans that are custom to their lifestyle. Home buyers selecting a lot 

and floor plan greatly reduce the risk of being stuck with capital outflow. Rising interest rates 

in the near future will affect the affordability of our homes and must be considered a risk.  

Cost Escalation 
Nationwide, material and labor increases have become a prominent issue. Lumber prices are 

one of the largest escalations facing our development. Since March 2020, lumber prices began 

rising steadily reaching an all time high of $950/1,000 board feet in September then falling 

again in late October to around $550. Since then, the market has been rising steadily and 

currently stands as of December YTD slightly above $650 (NAHB). We have included a 5% 

contingency for horizontal and vertical construction costs with this in mind. Established 

subcontractor relationships will also help cost uncertainty. Additionally, we’ve analyzed a 

compounding 5% annual escalation factor to all construction costs.  

Labor Availability 
Labor has proven to be a major issue nationwide, especially in light of the current pandemic. 

Concord’s unemployment currently stands at 4%, however, the pace of growth has 

contributed to a more comfortable sentiment around labor availability concerns faced by other 

markets. We anticipate that with the vaccine on the horizon, in the next six months 

unemployment will drop back down to pre-pandemic levels (3.0%).  

Sensitivity 
 

 

 

 

 

 

 

 

We ran sensitivity analyses on five key factors: absorption, construction cost, land 

improvement, All-in-Sales-Price (ASP), and land acquisition cost. The two most sensitive of 

these factors are ASP and construction costs. A decrease of 5% in ASP’s would be the most 

detrimental factor change within our project, dropping the IRR to 5.6%. Although if ASP’s 

increase by 5%, it would dramatically increase our projects IRR to 52.9%. Within the budget, 

we have accounted for a 5% contingency on all construction costs. Absorption and land 

acquisition cost marginally affect the IRR of the project but still allow us to achieve the 

minimum IRR requirement of 27%. 
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Pro Forma  
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Pro Forma Cont. 
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Pro Forma Cont.  

Financial & Risk Analysis 
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Market Research 
Unless otherwise stated, all market intelligence is sourced from Zonda Home. For more 

information about Zonda, please visit: 

https://zondahome.com/ 

Floor Plans 
Floor plans and elevation images were sourced from Ryan Homes.  

Other Sources 
Any other sources were cited directly when referenced. These include: 

 https://money.com/collection/best-places-to-live-2020/ 

 https://accela1.cabarruscounty.us/CitizenAccess/Cap/CapHome.aspx?module=Permits

&TabName=HOME 

 https://forecast.weather.gov/MapClick.php?lat=35.41&lon=-80.59#.X-DJzTSSnD5 

 https://www.niche.com/places-to-live/c/cabarrus-county-nc/ 

 https://www.concordnc.gov/2030 

 https://www.concordnc.gov/Departments/Planning/Zoning-Services/Development-

Ordinance 

 https://www.greenbuildinglawupdate.com/2020/05/articles/green-building/the-new-

and-improved-2020-icc-700-national-green-building-standard/ 

 https://www.nahb.org/-/media/NAHB/advocacy/docs/industry-

issues/sustainability/green-mf-and-sf-homes-2017-long-version.pdf 

 https://www.linkedin.com/company/national-association-of-home-builders/ 
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