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Introducing the
TREND REPORT 2026

Every year, the same questions surface — and this year, they carry more weight. Is now the right
moment to act? What is the luxury market actually doing beneath the headlines?

The Coldwell Banker Global Luxury® Trend Report 2026 offers a clear-eyed, data-driven look at
the forces reshaping high-end real estate and what they mean specifically for buyers, sellers,
and investors in Beverly Hills, Bel Air, Holmby Hills, and greater Los Angeles.

Drawing on research from Altrata, McKinsey & Company, James Edition, and the Institute for
Luxury Home Marketing, this report examines the full picture: global wealth dynamics, shifting
buyer psychology, demographic trends, and the local market forces driving decisions on the
Westside right now.

What emerges most clearly is a market defined by resilience and intention. Nearly 80% of
Coldwell Banker Global Luxury® Property Specialists describe their markets as resilient.*
Affluent buyers have not stepped back. They have become more deliberate, prioritizing lifestyle
alignment, geographic flexibility, and long-term value over reactive decision-making.

That kind of clarity is exactly what | aim to bring to every client conversation.

If you would like to discuss what these trends mean for your specific goals, whether you are
considering a sale, exploring a purchase, or simply monitoring the market, | would welcome the
opportunity to connect.

Warm regards,

Christophe Choo

Beverly Hills & Los Angeles Luxury Real Estate
Global Luxury Ambassador

Top 1% of Real Estate Agents Nationwide
Beverly Hills - Bel Air - Holmby Hills - Los Angeles

*Source: Coldwell Banker Global Luxury Survey, November 2025

©2025 Coldwell Banker. All rights reserved. Coldwell Banker, the Coldwell Banker Logo and Coldwell Banker Global Luxury® are trademarks of Coldwell Banker Real Estate
LLC. The Coldwell Banker System is comprised of company owned offices which are owned by a subsidiary of Anywhere Advisors LLC and franchised offices which are
independently owned and operated. The Coldwell Banker System fully supports the principles of the Fair Housing Act and the Equal Opportunity Act. Any services or products
provided by independently owned and operated franchisees are not provided by Coldwell Banker Real Estate LLC.

Christophe Choo

Beverly Hills & Los Angeles Luxury Real Estate
christophe@christophechoo.com
www.christophechoo.com

C: {{Cell Phone}}

0:310.777.6342

DRE#: {{License Num...}}

The luxury real estate market rewards those who are informed and penalizes those who are not. My
role is to ensure you are always in the former category.

With decades of experience serving high-net-worth buyers, sellers, and investors across Beverly Hills,
Bel Air, Holmby Hills, and the broader Westside, | bring a level of market fluency that goes well beyond
statistics. | understand the nuances of this market: the off-market opportunities, the pricing
psychology, and the negotiating dynamics that rarely make it into any report.

As a Luxury Property Specialist within the Coldwell Banker Global Luxury® program, | draw on
proprietary global wealth intelligence, international buyer networks, and real-time market perspective
spanning both local streets and global capital flows.

The result is guidance that is strategic, discreet, and precisely calibrated to your financial objectives
and lifestyle priorities. Not a generic playbook, but a plan built around you. Whether you are actively
moving forward or quietly keeping your options open, | am always available for a confidential
conversation. | look forward to connecting when the time is right.

CHRISTOPHE CHOO
BEVERLY HILLS & L.A.

REAL ESTATE
Locally Known - Globally Connected
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Summary

Luxuiry i a bright spotz Growth in the luxury howsing
spctor continues fo defy broader marker trends, suapacing
the tradithonal real cqate markes. Annual lusury home peos
for single-lamily homes grow by 7.6% — owice the mae of the
craditbonal marker ar 390, Lusury condo prices grew by G6.5%,
codripared 1o 3% in the taditional mardker,

Chpptimaisam saprgess Lowor morigage fatcs, bigher invenony, and
improved markct conditions have sent expectations searing fod
HI25, I a survey of Coldwell Banker Glabal Lusur® Propeny
Specialists, B5.5% rated market conditions as “pood” or "k
for buyers. Market conditions for sellens were cqually on solidd
groumd with 74.5% repondents reposiing 3 posttse aurlook,

Tretvlineg vowand balance: A more level pliving ekl fos bayvess
amd sellers 1 anticipated for 2025 The sales matoe percontage
eoved [roam a sellers marker a0 2203% in 2023 10 a balarced
market a1 19.4% in 2024 for lusary singhe Bamily homes, In 4
similar downwand trajecrory, the sales o for ooy atached
bomes maoved further fme a balancod market. declinimg from
s | T

The power of pent-up demand: [nventory will be a key driver
in 2025, 1 intotest ranes continue e dedine, more inventary
codild shake loose, providing buyers with moare choioe and
potentiafly unleshing pent-up demand. Data from lage 2024
l:|||:|_'.1|f_|.' |||'|1||||1~Ir.1l-r'. [I'II'H. Ir|'|l.||:I '.|||:|1 I“HI"F FALSR |_‘|r|:~'|r|l_l| EEhH
only inerseed bnvenory but also a boosy in ks

“She-clites™ as silent disruptors: Afflacnt women, ar “she-
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of LS, lusuary neal estae amd U3 0% globally, They also play

a prvotal role in huxsry el esrace ransactions, Over 24% of

lu:l.lr:.- !'rl.1|.=-:1l:p' 5:;|rcq.u§i:-l!'- nr]H.lri!l.'d that woinen either shate
decasion-making  power or bodd  prirmarny  decsion-making
.:u:l||l:||'|.ll.'.

Dwwrs open For the “Luxary Laschkey Generation”:
Mermbers of Gen X are set 10 be the Brse benchlancs of the
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* Multi-Generational “Gen X Homes™ Flexible layouts rermain

a vogr lusury home deiign featare, driven by mulb-pencratiainal
lwing needs, said 45% of surveyed Lusany Properry Specialise
Gen X buyers, alben sandwichad between caring for aging
parcits and adult childeen, are leading this trend. These layours
may include scparate living spaces, guest houses, and aceosibile
design elemenis.

Luxury buvers lean into indoorfoundoar living: Cher G0
al Lusury Properey Specialisis surveyved ranked indoor/outdoor
mcrging as one of e mose popular lusary design Peagures
amwng eheir clicnts, That's an iscrase of 1% year-over-yoan

The valae-driven lixury buyers Home affosdabiliey will rerain
a key dheme in 2025, for both aspirational hisury buyvers and
alse hor ehose unconserained by oot as they foous on valwe — nat
anly in asactary werms but alse in properdes than offer unigue
eaperiences and long-term eeturmns,

Where the wealthy are moving and whyr The wodds
wealthicst cltlzens are secking new locations thar offcr lower
anc, coonmmic opporuniy, sfery lHesele beaelis, and
favarable climares. Whike teadicional luxisry hubs like Mew Yook
and London refnaln areractive, many wealthy individuals are
exploring new detinaions like Dubai. Miami, and Ausin 1o
aptimize thar wealth and lifestyde.

I..-ﬂ:luf]’ ﬂntlup:r: ciibrace a curated :ppnni.'h: The mew
generation of hivury developments hitting the scetie are highly
tailareed i the specific needs and prdfesenoes of bday’s discerning
h|.|:|'|_'n 111 '5.|'~:|. |||i{ ::-IH.,.JriII:'Iy, "|'|Irr\u.- E'Irllil.'l_ [ ||||_|:|r|,'urd.|l-_' K Fngc
of features, from Bve-sear amsenities amd walkability 10 eco-
iraenslly design and climate-resibient wchnologies, w caer 1o the
preferences of emciging demographics, such s women, Gen X,
anel Millenniak
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WHAT'S DRIVING THE RESILIEMCE FACTOR?
Many of the dynamics 1hat kept the heury market strang
im 2025 mow unclerpin the rends emenging for 2026,

Real Estaie as & Wealth Comersione

Ecanomic uncertainty may form the backdrop of
today’s waorld, bul luxury real estate continues 1o
show its strength a2 a mature asset class. The home
v gils alongside prvale eguity, art, and other lomg-
terrn holdings within well-diversified portfalios. This
institutional approach continues to bend stability to the
saCinl

A Capital-Driven Marked

Affluent individuals, whose wealth portfolos 1end to be
mare diversified and supporied by ample capial, are
often better insulated from economic ups and downs.
Lusury real estate rermaing langaly capital-driven and far
lezs dependent on financing conditions. In other words,
liguedity continues to power the kixury housing market.

Buyers Are Active, Bul Mare Discarming Than Ewer

In prics downiurne, wealiby buyers might have pauged
their purchasing plans. Today, rather then stepping
oul of the market entirely, many are simply becoming
mare galecthve. Aeal estate decisions afe mcreasingly
roated i long-term sirateqy, not the raphd-appreciation
expeciations that once fushed the market.

Thegs dynamics are playing oul b the markel 0 several
different ways, including

i
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Affluent buyers hawve demonstrated strong confidence
wihen a progerty algns with their priodities = wihether (s
muliigenerational living, wealih preservation, wellness,
geographic diversification, of lestyle erhancerment,
Thiz dynamic iz accelerating o= generational wealth
iransler brings more Gen X and millennial buyers: ins
ihe luxwy market. Thed influence s sustaining demand
far harmses that meed thes specilie eriteria and iz Bely 1o
reinforce the discerning buying behavior vie're already
seaing

Thie new beved of intentionality could actually bolster
the luxury markel, creating & haahhier balance betwaen
pricing expeciations and real markel demand. Buyers
are sening higher standards, and they're rewarding
properties and agents who deliver clarity, transpasency,
and sirategic value.

Data from the Instile echoes these trends. As demand
for single-family hormes increased in 2025, 8o did the
price buyers were willing 1o pay relative 1a list price -
signaling stronger alignment with seller expactations
and & clear recognition of value in this segmant,
Attached properties sill post a higher SP/LP%, but they
have fallowed a mone noticeable downward tragaciony,
reflecting buyers” greater willingness to negatiate in a
slower, mare supply-rich environment.

i ki

SIMGLE-FaAMILY
SALE-TO-LIST PRICE RATIO

ATTACHED PROPERTY
SALE-TO-LIST PRICE RATIO

D808
97.55%
Q7.0
TG6.0%
23 i P 203 23 24 i 1]

| 2023 [Ropraseniing Daby Perod Mo, 3023 fo Oot, 20237
- 202 (Reprasenting Dats Poencd Now. 2003 1o Oct. 200d)
2005 [Roegresaning Dars Pyciod Mo, 2034 1o Ot 2005)

Whwan the Econormy Moves, Lintiry Mawves Dvfferantly
There's iftle doubl that intenest rates, equity volsdily,
teriffs, insurance pressures, and construction coots
cantnue 1o influsnce the luxury landscapes 10 & degees
Inswrance challenges in climate-sensitive markets, Such
a= coastal Califormia and Flonda, have also impactied
where and how affluent households invesi Yet despite
these puiside fesces, dernand for high-gueality urury
harmes remained firm

The key evalution iz that afluen buyers have decoupled
short-teffm macio nolse from long-lerm real estate
stralegy. Instead of reacting 10 the news eycle, they've
tuned therneelves to their pergonal ecanamic stabily,
long-terms financial plam, and a desire for high-quality
living envirenmenls. in this fashion, luowry real estate
has becarme more of a lifestyle a=set than a cyclical
financial one. Even when macto conditions shill, buyers
with strong Bguidity and a sirategic mindsel reat
volatility 82 &n opening 10 secwe standout propertiss,
rather than & deterrent.

MARKET DYNAMICS TO WATCH IN 2028
Lusury home dermand iz expected to continue al &
steady pace but will rernain highly intentional. Affleen
baryers are approaching the markel with greater clanty
about what they want from their pext residance = not
oaly an 8 fnanciad asset but as an essential part of their
lifestyhe.

The buyer pool te alss becoming mode sirategic
and globally minded az they seek o broaden their
geagraphic horizans. Many afluent consumerns ane
comparing sppofunities across borders and time 2ones,
weighing lifestyle preferances alongside tax strategy,

"

§ i Mg lganming

clirmate consideratsons, nsurance siabdlity, and lang-
lenm valwe patenial

Thiz widening global peespective may lead to growing
variability across local markels. Some aneas may
mniain seller strength due 1o Strong wealth migraticn
and scarcity of land, while athers shift towand balance
a8 new inveniony amves. Neighborhood-level dynamics
are likely 10 rralter mode than national namatives.

If mwventory keeps rising, the market could see a cleares
splil betwesn move-in-ready homes and properties
reguiting improvernent. Desigr-lonward, move-in-feady
hames thal abgn wilh 1oday’s aesthatics and wellness
priorities will continue 1o allract Strong interest,
Meanwhile, alder of less updated properties may
expenignes longed decision cycles. This environmen
caould alzo create apportunily: value-driven buyers
who are priced oul of new construction may Show
increased openness 1o rentvations, particularly in
supply-constrained coasial and gateway markets.

THE BOTTOM LINE

Mavigating 1hiz increasingly complex markel
emvironrment will place greater responaibility on agents
1o help their clients interpret conditions and make
informed decisions. Afluent buyers and sellers airming
o thi et oulcomes in the year ahead will nesd more
ihan transactional support. They nesd siralegic advisors
who can conlextualize markel signals, assess long-
tenm valse, compare opportunilies Scross regions, and
align thair guidance with both personal objectives and
broader econdmic realities. The Coldweall Bankear Global
Lingury® program will oninue 1o serve 38 8 Key resounce
for professionals cpesating in thie neanced andscape. B
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inveniody, and economic uncertaanty, the luxury housing
rarket is enering & new ara in 2026 = one marked by
glabality.

T fer several years marked by sharp swings in desmand, tight

At the end of 2025, lusury home prices posted steady year-
over-year gaing, imentery growth improved, and gales rernained
resilient, led by stremgth in the single-family segrsent. s a nolable
depariure from the wolatility of the past two years, when the
markiet was 21l findang its footing alter the pandemic-gra franzy.

While this more balanced landocape has created & more refiable
and predictable environment for affieent buyers and salless in
2026, it has also introduced a new degree of selactivity on both
gides of the transaction. Buyers ane 1aking mare time, wesghing
long-term value with greater scrsting. Sellers, often under no
obligation 1o move unless conditions ane ideal, are adopling a
gimmnilar leng-view appraach. Heren Bes the double-edged sword
of the lusury workd: the very fundamentals that make this gecto
mare stable and lass reactive than the broader markel = Le., Ml
participants are financially secure, well-ingulaled from external
prezsures, and Tree 1o make decigions on thesr own limelines
also reduce the sense of urgency surrounding Iransactions

These factors will have a steadying effect on the marked gong
ima 2026, Bul 10 understand where this new era iz heading,
it's eszential to look back at how prices, inventory, and sales
perlormed in 2025 = and haw evalving buyer and seller bahaviars
will shape the year ahead

PRICES HOLD FIRM

I 2025, pricing across (he uxury masket held remarably sieady,
bt zingha-{amily homes siood out Tor their resilance. Ancordng
1 the Institute for Luxury Home Marketing (the “Institute™), the
median sold price for single-lamily properties roze 3% yaar-
over-year from 2024 and 9.3% compared 1o 2023 = evidenca of
continued strengih, even as the pace of appreciaton is maderating
compared to The pandemic years

Detached homes coninue to benafil from the Ifestyle paorities
that have defmed the lucury buyar for the past several years

privacy, space, and long-lenm lunclionality, Thass preferences
help kesp prices firm, even 83 inventory expands at & healthy
clip. Historically, buyers in thig category also tend (o be lecs rale-
sengilive, mone decisive, and mode focused on turmkey quakly, all
of which ecntribute to siable pricing in the sangle-Tamdy segment

LUXLUIRY MEDIANM SOLD PRICE | 2023-2025
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Aitached properties, by contrast, told & more uneven pricing
siory in 2025, According Do the Institute, the median sobd phce
for attached homes rose 4.1% year-over-year [rom 2024 and
7.6% compared 10 2023 = still reflecting & continued slowing of
appreciation. However, monthly perlormancs was choppier, with
geveral periods of price zofiening before the segment regamed
itg footing in Seplember and Ocbobar,

While values have largely held, this segment remaing more
gensitive 10 inlerest rales, ingurance costs, and shilg in whan
of bullding-level dynamics. Pricing strength is concentrated in
mewer, fully updated, o highly amenitized units, whereas older o
legg-renowated condes and townhames are sesing longer days
on markel and mole apgressive negotialions.

heross both single-family and attached homes, guality has
errierged ag the dafineng market differentiator. Turnkey, modern,
and Elestyle-aligned properties continue io command premiunm
pricing. while dated homes face increaging pressure. The markst
everall is behaving with greater maturity and balance prices are
being influenced less by scarcity and more by fundamentals
Iocalizead demand, and kong-tem buyer praosities,

INVENTORY GAINS GROUMND

One of the most notable shifts in 2025 has been the broad
expansion of luxury mventory, reversing years of scarcity thar
characterized the post-pandemic market,

Both single-family and atiached homes saw meaningful year-
over-year gang. As ol Dotober, the average manthly inventary in
2025 for zingle-family hames was up 14% compared to 2024 and
31.9% compared to 2023, Attached prapesises followed a simitar
trajectory, rising 15.6% from 2024 and 39, 7% from 2023,

Crucially, 1his increase in supply did not iranstate into widespread
pricing pressure. Well-located, move-in-ready bomes continued
1o attract strong interest and competitive offers, Meanwhile,
praperies lacking quality updates or lifestyle-aligned features
tended 1o =it longer and underwent more frequent price
adjustmeans,

The result 15 & marke! moving mio ite most balanced state inyears

pne where supply and demand ane more closely aligned, yel
prices remaan suppoiiad by robust fundamentals and a dizceming
luxury buver bage
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The stabilizing force behind pricing i2n't simply mare bakanced
supply = I1's the increasing segmentation of guality. The luxkuy
market is nvw drawing a sharper Bne betaeen hommes that deliver
r2animglul Hfestyle valee and those that fall short. Imeenary may
be rizing, bt desirable inventony remaine comparatively limiled,
which eontinises 1o prevent any broad-besed price saftening

Today's buypers are also mone informsed and more discerming than
ever. Armed with richer data, cress-manket comparisons, and &
ehearer senze of how a home should suppor their Blestyle, they
afe assessing a home's valse with far greater sophistication. This
edevated level of seruting keeps peicing grounded and rewasds
properiies that genuinely align with madern leeury expectatione,
while homes lacking guality or relevance ace more resistance.

SINGLE-FAMILY HOMES TAKE THE LEAD

In 2025, bwyer preferences leaned decizively toward single-
family luxury homes, which consiztently outperiommed attached
properiies in both sales grewih and price appreciation. Privacy,
space, and lifestyle flaxibility remain top priorities for afffuent
bipers = especially 82 wellness, nalure socess, and long-term
usabdily cominue 1o ehape madem luxury living.

Thits pattesn is refected acnoss Morth America and Europs. Knsght
Frank s Wealth Repart 2025 notes 1hat 56% of HNWIS surveyad
prefer detached hames, citing space, privacy, and adaplabdity
s kay drivers. The data from the Inatitule resnforces this trand

AMKER SLSHAL LUURY® | THE TREND REPONT
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& of Oclaber 2025, single-Tamily home sales were up 3. 7% from
2023 and &, 7% from 2024, marking a clear and susiained reversal
froam last year's modest dip. Datached hormes ane once again the
rarket’s momentum |eades,

Attached homes, meanwhile, delivereg a more subdued

p&frﬂfﬁ"ﬂ[‘ﬂ& and rermained the segment most sengitive 1o inlerest
rates, rII'I-BI"IEE'Ig casts, and econmie walaiilty. Sales valumses

SIMGLE-FAMILY SALES
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declined 3 2% in 2024 versus 2023 and cominued tha dowmwand
trend into 2025, falling 5.3% below 2023 levels and an additicnal
1.5% Dedow 2024, However, the rate culg infroduced in Awgust
helped stalsilize the segment, with September and Detober posting
8 &% uptick & zales companed 1o 1he same panicd 0 2024

Even &6, pricing within the attached market held steady = evidencs
of ongoang, albait selective, dermand,

ATTACHED PROPERTY SALES
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The comtinued domanance of single-family home sabes alsonafiects
a deeper paychalogical shifl, Alfluent buyers ane priceizing space
privacy, and lang-1erm optionadity — and single-family homes
simply defiver more of all three. Ouidoos araas, multi-use inflenors,
and retreat-like living environments have become core 1o how
rvoctern Juxwry |3 defined

Condos, meanwhile, continue 1o perfarm well in global gateway
citios and select resort destinations, but buyers are approaching
them with & more discerning eye. Feas, density, operating costs,
aind E!Jllljll'll} health = lopics once 5&mndary = nawy facior r'IEwa'.'Il'f
1] L] -:]:-EE“IEII.'Ir'I-r'I'IE-l.iI'II;.

This is port of a broader divide emenging across the hexury
land=cape: a growing separation batween “pracical luxwy”™ and
“positional luxury” Examples of practical luxury are purchases
rooted i day-to-day livabiliny, functionality, and lang-team uliliy
= fuadities that single-famaly homes tend 10 offer. Pasitional
luxury, by contras], centers on prastige, location, architectisna, and
cultural cachet — strengths more commendy found in highe-end
urban and resort condos

SELLERS EXERCISE RESTRAINT
Thir supphy Sida of ther lumury market evelved significantly in 2025
Sellers in 2025 showed more willingness 1o be strateqic abouwt

timireg. They were less Mkely to list unless persenal circumstances
of Sliong markel signals justidied action. And they began 1o price
hames more realistically, responding 10 buyer expectations for
aquality rather than testing the market wilh aspiaticnal premiums
Al seversd points during 2025, new Estings slowed — nol because
dermand weakened, but because sellers recognized the value of
weaitinag for clearer interest rate guidance and a steadier financial
backdrap. This dynamic was especially evident in August 2025,
when anticipation arosnd rate cuts tempared listing activity
across both single-family and attached segments, pushing new
invenbory levels below 2024 and closer to 2023 volumes:

This resiraind has been & stabilizing force. Ewen a5 totad invenlary
sapands, descipined listing behavior has helped presenve pricing
and maintain balanca,

Increasingly, seliers have starmed acting more like portfolio
maAnagers than reactive market participants. Decisions are being
shaped by broader financial considerations — liquidity needs, tax
expasure, capital gains implications, and cost-of-capial visibility
Properises that do come to market are moe thoughtfully prepared,
produceng a more curaled and less speculaiive lusuny marketplace
Those who anchar timing and pricing to acteal demand ane
cutperforming sellers 518l tied 1o pre-2023 anpectations

LUXURY HEW INVERNTORY | 2023-2025
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REGIONAL DIVERGENCE BECOMES MORE

PRONOUNCED

One of the clearest structural shifts in 2025 was the retumn of
regional divergence across the luxury market. Some areas like
Califarnia’s East Bay region, the Minneapoli=-5t. Paul regson,
the coastal lowns of Connecticut, and Seatile rernainad famly
in sellers-maskel tenritory with demand continuing to oulpace
supply, Oihers — suech as Austin, Maples, and Las Vegas — saw
conditions tilt towasds balance, ar ewen buyers, as inventory
nomnalized

Lacal dynamics ahe now daing mone of the ke lifting, Lusury neal
estate performance is ncreasingly being drven by a confluence of
factors — some new and some old — Including regional economic
sirength, tex and policy environments, lifestyle cpportunities: and
climate resilience.

PERCEMTAGE OF SELLER. BALAMCED,
AMD BUYER MAREETS 2025

Seller Markels BGA
Batanced Markels 38}'
Buyer hMarkets 263

Tt

Markets with gtrﬁn-g ELEOmIc EC\IE-E:|'5-1E'I'I'I5. moderate climate
pattermns, and sound Qovernance aneé Seging sinonged Fll'il:‘il‘.'-
stability and mone commited buyer pools. Markets dependent on
speculative migraticon flows or rapgid new development cycles are
experiencing more volatility, Luxury, in effect, has become hypsr
local — o just city by city, but neighborhood by nelghborhood

ThiZ will rrase micno-mamkoet expenise 8 comgetinive ditferantiator
for agems and brokerages

LUXURY: MARCHING TO ITS OWHN EEAT IN 2026

If the trends of 2025 hodd, the market will be maving mto 2026
with a feved of stability it hasn enjoyed in years, Prices are holding
fierm. ineenbory 5 growing al a sensible pace, Single-family homes
contimee to anchor sales activity, And both baryers and sellers
are operating with & long-term mindset rather than reacting to
short-tesm nolsa.

These fendamentals will shape the coming year, along wilth several
aermarging forces: lifestyle-driven decisior-making (and bess focus
on price), widening gaps between high-gquality and ouwtdated
imvenion: deeper demand for s-ﬂgle-fumu',' nomes, Increasing
ghoal search behavior, and more lecalized, neighbornood-level
markel conditions. These forces arg loely 10 cement a market
already on solid ground

Underpinnang all of this ks the fact that resl estate has long been a
cofeé pamn ol high-net-wonh padiolios, and i is now evalving nilo a
more compler hybrid asset 1hat blends wealth presereation with
litestyle return and kang-term fAexibility. 15 being evaluated not
jusst g @ store of value, bat as a vehiche for quality of life, legacy
planning, and multigenserational utility

That evahstion could funher smplify the stabsity fect in the high-
erd sector thes wear, and alsa heighten the nesd for advisory-stybe
representation. With bayers and sellers approaching decisions
more |F-1EI'|1IIZII'|E||:|I. the professionals who stand out in this new era
will b those who can offer sirstegic perspective, nuanced local
miarket imelligence, and a deeper understanding of bow alfluent
households Bve and invest 1oday — nof semply those who can
facilitate a transacticn. W



5 tmty. the wealthy are doubling down
on luxury real estate.




VHHW - Mt warth Between 55 millien and 530 millian
LRI - Mt worth $30 millions

quity markets have cooled, and borrowing has gotlen maore
expensive, Uncertainty i in the air, ¥is1 one nvestment class
eontinges 1o hold s ground: ludury real estate. Even 8 pans
of the broader housing market coal, afluent mdividuals ramain
deeply committed 10 property covmership = viesing it nol only a8 &
tangible assed, but a8 a comerstone of long-lerm wealih strategy.

Why does real eslate continue to command such confidence
amicdng e wealthy? To answer (hat question, we diew on Altrata’s
Weatin-X data from 2020 10 2025 to uncower hivw global wealth
growth, imvesiment behavion and economic forces have shaped
thie ongaing preference Tor progerty.

The findings reveal that, despile volaiilty in equity markets and
imvesstment perlornence, both the very-high-net-warth (35-530
mlican), and ultra-high-net-worth (330 rmillion+) segments have
gleadily expanded their real estate holdings since 2020

“Even in penods of ecenomic turbulence, real estate continues
10 serve ag & siabilizing force in wealth portfolios” said Masen
Shaban, Director of Research and Analytics at Alirata, “Price
appreciation, strong demand, and growing direcl irmvestment by
private imvestors have supporied steady nomenal growth since
2020°

GLOBAL WEALTH 2020-2025, %BH (HET WORTH)
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BEHIND THE WEALTH SURGE

Glebal weallh has chmbed deamatically ower the past five years,
fusling the continued confidence in real estate armong affuem
bauyers, fccording ta the Wealth-X data prepared by Altrata, total
wealth amang the veny-high-net-weeth (VHNW) individuals rose
frowm S33.9 trillion 0 2020 to 547.7 rillian in 2025 and for uliza-
high-riet-worth groug (UHRNW] from $42.7 trillson te 598 triflien
el the arme pediod.

I the Uinited States ihis iranslated into 5126 trllion in 2020 10 520
trilliea in 2025 for the WHNW = a staggening 57.8% increase. The
rest of the wodd also saw healihy gains, up 30.7% ower the same
period. Among the UHNW groug, weahth inthe U.S. expanded by
58.5%, eompaned 1o 31% globally,

The sharpest fige ocurmed in 2024, when both wealth tiers saw
exceplional gaine. Armong VHNW indrvidualg, 1otal wealth surgesd
Z1.2% im the LS., while UHNW individuals saw 8 comgarable
19.9% inCcregoe.

The misdnenburn was fseled by & rabust equaty rally that year = ihe
S&P 500 clembed 23%, adding trillions in paper gaing 1o investor
portfalios, per UBS's Global Wealth Report 2025." & strong LS.
dollar, improved household balance sheets, and steady housing
appreciation further amplified the affect, Infatal, the U5 ereated
an estimated 379,000 new millionaires in 2024 alone.

GROWTH OF WEALTH B8Y TIER GROUP | 2020 V5. 2025 (SBM)
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PROPOATION OF GLOBAL WEALTH INVESTED IM REAL ESTATE | 2020-2025, S8 (MET WORTH)
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HOW REAL ESTATE MOWVES AGAINET THE MARKET

Az Shaban explains, the I"E|3-1II:II'EEI'II|.'I bBefwean manet perfonmance
and real estate investment has shown an inerge cormalabion
I recent years. When siock makel periormance and Groos
Dperiestic Product I:GDF':I I'=|I'I'.‘-'|-'.I|Zh aceelerated, the |.'II"I£I|'.'II:II'[|EII'|3|
ghara ol wealth held in property declined slightly = most notably
im 2021, when eguities EI.II'QEEI and real agiate vahne pErCENTages
did not gee g similar increase, desnite the SUngée in Foperes
being baought duging these years. Conversely, when global aquily
markeis comacted in 2022, the pErcerLage valse of real estate
grevw Eulﬂ[ﬂﬂ[ia-"."' i 27, 7% 1ar WVHNW invesion, before EI‘.':I!“I"IQ-
Back 1o 22 9% in 2025 as inancial makeis recovenad. b gimila
paltiesm 35]|'.'|E'-3|'Eﬂ among UHMW individuals, whose real estale
B EEure FIE-.:'IHE'E al B.7% in 2022 balome aasing 19 around 7.2%
i 2025,

INVESTMEMNT IM REAL ESTATE MIRRORS
WEALTH GROWTH In LIS

| meal Estate
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&g equites recoverad strongty in 2023 and 2024, total weahlih
eapanded Tasier than property walues, reducing real estares
relative weight within porfodios. Bul thal doesnt mean the
agsed lost favwor = quite the opposie. Despite lower praportisnal
allocations, the abssute dollar walue of resl estate holdings has
continued 6o nee year aiter year

I the U.S. for those with 55 1o $30 millien in net warth, 1o1al
peoperty wealth climbed (ram 32,7 trillion @ 2050 10 543 frillion
in 2025 = & 60% Increase that mirrors overall weakih gains
Amanig UHNW households, holdings rose frem 5800 billion 10
£1.2 triflion, a 59.7% jurnp, sugpesting that the mast affluent
are nod anly holding steady but deepening Their comemitment 16
1angible assats.

$5,634.8
oy [
$42,279.3
2025€

WEALTH INMVESTED IM LS. REAL ESTATE | 2020-2025

2020 2021
VHNW 21.5% 22.7%
UHNW 5. 7% 5.9%

Prime regidential prices posted steady gains through 2022-
2023, lad by major global cities such as Miami, Loz Angeles
and Mew York, By 2025, both VHNW and UHNW individuals held
recodd levels of property wealth in nominal terms, even as e
progartional weight declined armid broader waallh expansion

When LS. equity markels cormected in 2022, the parcentage vahie
of read estate gresy subsiantially 10 27.3% for VHNW investors,
betone gettling back 1o 21.B% in 2025 as fmancial markeis
recosensd. A simikar patbern appeared among UHMNY ndividuaks,
whoge redl estate expocune peaked a1 7.1% in 2022 belore eaging
b 5.7% i 2025

2022 2023 2024 2025E

27.3% 25.0% 22.6% 21.8%
71% 6.5% 5.9% 5.7%

Ourigide the U5, growih was more modesi. Real esiale
srnegirments rose By just 16.1% among VHNW individusls and
16. 7% among LHNW = likely 8 mare accurate rellecion of the
diversily of ghobal invesiors” cultural and strectural diffenemses,
‘Whika wealin holtders n countnes like the LK., Ausiraa, and many
i thee EL) fend 1o favor direct ownership, many others in couniries
such as China and Japan remain maore diversiliad acnoss pubss
and liguid agsels.

The perceniage alleeation of real estane invesiment outgide of the
U5 peaked in 2022, around 2E% for VHMNY and 9.5% for LIHNW
individuals, as falling eguity values and siabée property peces

WEALTH IMVESTED IM R.OW. REAL ESTATE | 2020-2025

2020 2021 2022 2023 2024 2025E
VHNW 26.5% 25 .1% 28.0% 26.5% 2d.4% 23.6%
UHNW 09.1% 8.6% 9.5% 09.1% 8.4% 8.1%
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boosted real estate’s relative weight. Although global wealth
contracted that year amid inflation and rate hikes, property values
hield firm, undersconing real estate’s resilience as a store of value

Simalar b the U5 by 2025, ag inflation easad and equity markeis
rebounded, real estate’s share returned to near pre-pandemic
lewels {about 23.6% for VHNW and 8.1% for UHNW investors).

Still, tetal property haldings: reached record highs: YHRW real
extate wealth ress from 55.6 tnllion in 2020 10 56.5 trillion in 2025,
and UHKNW assets climbed from 52,6 trillkon to 53 trilllon. Stesdy
price gains in major global cities and continwed capital inflows
reinforcad real esiate’s kongterm role in wealth presenvation, even
a8 portfelsss diversified back toward financial assets

WHY THE WEALTHY STAY INVESTED

Sustasned private capltad fliows into real estate reflect continued
confidence in property as a store of value and inflation hedge
notes Shaban.

*For ultra-high-net-worth mdividuets and family offices, property
ownership provides stahility, diversibication, and a hedge againg
inflation,” he aid. 7It alsa offers strategic advantages, whether its
taz planning, residency, of intergenerationel weaklh presensation.”
Thiz diversification remaing key. Real estate allows affluent
inveslars 1o balance exposure acfoss assel classes, providing &
tangible countenseight 1o more valatile maskets. g the Enighi
Frank Wealth Repart 20247 nates, UHNW ivestons increazingly
view prifme property nod just as a lifestyla purehase, but as a

legacy azsel

Hisgh Dixon, Partner and Head of Private Office, Mew York, echoes
thes sentiment: 7| would recommend spreading the invastmaen
acrose dilferenl property types and geographic locations 1o
mirimize rigk. Explone amenging mankets with potential for growth

and deselopment; while ensuring you have a foothold @ stable
and esiablished markels with & history of steady appreciation,”

WHERE THEY'RE INVEETING

In the Uniled States, robust instilutional real estate marksts,
a strong dollar, and sustained global demand for dollar-baszed
agwals continue i attract both dormestic and inbernational capdtal,
Prime cilies such as Miami, Los Angeles, and Naw York rermain
magnets for tropky properties and crozs-barder buyers seeking
stability and long-term vabue, Altrata hag consistently found

GROWTH OF REAL ESTATE WEALTH | 2020 V5. 2025 [SBM)
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Globally, however, the 2024-2025 period marked & noiable shalt. A
S5 report” by Alirata ranged the top 20 cities whera usira-high-
mel-worlh ndividuals are purchasing second homes in 3025, While
familiar names ke Mew York and Hong Kong S8l lead the ke,
destinations like Dubal, Lisbon, and MNaples, Florida are draswing
alflsent mvestons looking lor diversification, favorable residency
lanwrs, and 1ax-eficient ownership struciunas

Thess BT ing |locations could Elgl'lﬂl & Zhil in ooy the -.-.-Ealth-,'
are thinking about property cwnershan. “Increasingly, they're uging
resl Boiate &t & |E'.-'EI'EIJE'{| agte] = a 'way o Q-Bir'l |E'§|-:'I| foothalds:
In key purisdiclions, dwEIEi!:.I lax exposne, and secure homes
that dauble as investment wehicles and escaps P\'-BI'IE.' Che ra ot
noled. We covel this in mone gepth in Trend 3 = The Grawth of
Mewwy Resilien bagkats

FINANCIAL FORCES POWERING GLOBAL LUXURY
REAL ESTATE

I ifestyle and mobility are reshaping where the weslihy buy,
fmarcial strategy contmues 10 influsnce how thay buy. Tha &ame
racea fonces that have fueled globad wealth expansion = sirang
equity merkets, & regilient dollag, and adaptive I'mar-cing- {E
algs underpinned continued dernand Tor luxkury real estate
watldwide.

Several Key Tmancial dynamics kepl the sector sirang, acoarding
o Shaban:

CASH REMAIHS KIHG

i_:.} Elevated mortgage rates pushed many
attuent buvers toward al-cash depts Iod
privacy. speed. and nagobiation pdwes

//\’7| EQUITY G&INS FUELED PURCHASES.
Fecord stock marke! perfanmance
transiyied dirgothy mta hoguicEy far

rneny real estale acouisinons,

Family aMices arg private landaers provided

I Dasocke inanc 1;_'.-.-I1-:-'| tradifiomal
MOTTERPE CRDoNS 'ii_i_ g

PRIVATE CREDIT FILLED THE GAPS.

Tax AND RESIDEHCY IMCEMNTIVES -

—_
E == 1o F-_‘_."_._:\.':.-_!"" :.'::'I!i':l.."l SIAS 10 [N
L5 EB-5 progrem — Coatirued to shape
wihere and how the wealthy rwvesat

PROPERTY 15 POWER

Asg the lines Between lifestyle and fmancial strategy contins
1o biur, real es1ate has emerged as the wiimate expression of
both, Whether it's a penthouse in Miami, & villa in Dubai, of a
counlrysite retreal in Tuscany, Ihe world's wealthiest increasingly
view [roperty 8% a hybaid 1angible asset = one that affers long-
enm preservation and Security in unceriain times, yel also the
freedom of movernent

In an unpeedsctable world, that sense of agency has become a
huzury = and for the ultra-weakhy, perhaps the most valuakia
oneof all m
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Wealth is on the move, and the luxury
map is being redrawn around a new
generation of resilient “haven™ markets.




appeal remaine sirong over time. Even during penods of

walatlity, these and ather lagacy mankets have histoncally
ghown regilisnce, reinlarcing thes siaius as e world's anginal
gafe havens lar global wealth

N ew Yok, Aspen, Meami, London, Pans, Hang Kong. Thes

Bt the luxury map IS expanding. Wealth creaticn is diversifyving
BEN0EE new iIndustries and regions. The rigang valiss of homes gy
the lasi several years has generated mare eguily and pareonal
wragith than ever bedone. Meanwhile, the rige ol mobile milllonaires
and dsgital nomads, scoeberated by ihe COVID-era ghif 10 remase
wiark, has nodrmakized a maore flexible cross-bordes way of Ining
A new class of very-high-net-worth (WHNW) and ultra-high-net-
vl [UHBNW) indeviduals i mow weighing their next real estale
maves sgainet changing economil and sacial realdies. Global
maobility = once predictaiie Tor these wealih groups = |boks very
ditferent today, influenced by new priomlies such a8 ax sralegy,
political stabny, climate contiderations, and evolving lilesiyle
preferences

Ag @ result, new wealth havens are gaining ground. Crikes like
Adlanta, San Diego, Mashville, duesiin, Dubad, and Buropean "Goldan
Visa” hubs ke Lisghon ane now holding their own alongaide bgacy
markels, matching their histone resilisncy in SUrpaing ways.

WHAT MAKES A MARKET & WEALTH HAVEN?

In the simplast feame: resibancy. A regilient markel consistently
attracts hegh-nei-worh buyers, retaing long-terrm resd estaie
vahee, and remamns stable theough econsmic cycles, while alsa
dermonsirating 1he abdity to recover guickly Trom local imgacis
guch a8 climate events e ires, Thooding, of earthuakes,

Thesa are often places where demand lrom VENE and LUHNW
buyers is both pessistent and diversifed, drawing from local,
national, and international pools. When we surveysd Luxury
Properly Specialists for this report, the majonty of them noled
that resilient rmarkeis tend to arirset a high volurme of cash buyers
wiio are bess allecied by mastkel condiions of inl&fast rates, and
Benedit tnom high egqusly pasiions in exisling hmes

The same sunieped Lusury Property Specialisis ales emphasized
the scarcity of luxury home supply. With high barriers o new
development and hmited cument or future turmkey inveniory
thage markels maintain stability throwsgh sustained competition

conditions that keep upward pressune on prces aorogs buye
SEgmenis

Tl'IEjI are further EII'EI'II','II'-'IE'I‘-'EIZI I:rlr robust kocal economées with
glrong emphoyment, diverse indusinies, major universities and

hospitals, and highly rated public-schoal eystems = all ol which
SUpPOFT long-1enm housing demand

Lifestyie and lacation advantages are squally imparant. Many of
ihese markets of fer unigue draws sweeh as waterront or oceanirong
setings, resort-siyle amenities, culieral and culinary appeal,
promimity o major global cises, or highly desirable climates. ten
1hesy are also sepported by policy and Tax environmenis viesed
as favorable o the weal vy,

In general, wealih havens continee 0 outpestorm, retain
degirability over me, and recover mone quickly regandiess of
matrseconoms conditions

WHAT™S DIFFERENT NOW?

Global economie and geopolitical wolatility from itrade
lensions and prolecticnist policies 10 ghifting 1ax and regulalory
arvironments = has made unceriainty a giruciural feaiune of
loday's huxury residential landscape. Degiobalization, iIncreasad
poditical risk, and persictently high miepest rales have also
dampened cross-bonder invealiment in some loeationg

‘Whiile hagfh-net-worth indseduals may be generally insulated from
1hig kind of unceriainty, they ane still highly amuned 1o mankel
swings and policy shilts and will lock for ways 1o mitigate ihair
sk The diversifscation that insulaies them 18 the very Samse
snEtnc] thal puthas them (o divergity esan further. And now, that
nclindes where they chooge 1o live

Mobilit

= MICHAEL ALTHEU, VICE PRESIDENT OF
GLOBAL LUXURY AT COLDWELL EANKER

Legacy markets will always set the benchmark for resilisnce,
bt rizing wealth migration is starting 1o witen the playng fiekd

Henley & Pariners’ Private Waallh Migration Report 2025 shows
that high-met-worth rigration hag substantially increased since
2013, and iz expected to sccelerale again in 2026 Jurisdictions

2013 51,000
2014
2015 64,000
2008 B2 000
2017
a8
208
2020
2021 25,000
2023 B, 000
o3
2024
2025E
2026GE

|_|

£

I!
:

mare recenily wewed as legs lavorable 1o wealih = such as the
United Kingdom = are sseing increased cutflows. Meanwiile,
affieent lamilies afe gravitating toward destinations like the
UAE, the United States, ltaly. Switzerland, and Saudi Arabia,
wiich Henley ranks among the top global magnets for megratng
millionaines

“Mability has becoma a hadge,” explaing Michaal Altned, vice
president o Global Luxurny ai Coldwell Banker, "Moot alfluent
ndividuale cowld abways Ive anywhere, and now 1hey re uasng thal
mmicdility o create mane flexbility Tor themaelves. 1's vod just about
1ax benelits or wealih preservation = hey're aled thinking about
duad cilizenshag, political stabality, climate, salety, and lilestyle”

Against this backdrop, cities with strong fundamentals = limited
praperty supply, cultural vibeancy, lifestyle appeal, and world-
recognized prestige = are best positioned to withstand volatility
and continee attracting global cagital evan when condilions
tighten

‘While the policy landscape remains Muid, cautiows optimism
persisis. Nearly 80% of surveyed Lusury Property Specialists

whelher they weare fnem Manhartan, Palm Speings, Rome, of
Dishiai = described their local huxury markets a5 “ressbant® Affluent
Duyers continme 10 view property a8 both 8 secune fnancial agsel
ardl an expreseion of Mestyle, alten anchofing globally thsergified
porilolios. Heading imo the secand kall of ihe year, confidence will
a2 Ui dalming driver, with wealihy individuals takng a pragmatic,
kong-term approach 1o wealih presenvation

GLOBAL WEALTH MIGRATION
HUMBER OF MILLIOMNAIRES HMOVING
1o A MEW COUNTRY EACH YEAR
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UNITED STATES

SAMN FRANCISCO

INTERNATIONAL

Generatonn tecrvear T New vork iy B g Lonoon |
scarce buildabde and, top
schools, and tighthy & supply-constrained, & giobal wealth huk & global wealth haven with
controlled developmant Efestyle-drivien markat ancharad by finance, deip liquidity, strong legal
rhairtain reslience despte defined By privacy, natural cuilturg, ar mesdia, protections, and enduring
tech-cyche shifis, baawty, and cash-heaey with enduring intermaticnal status.
Bunyvesrs ingulabed from international demand
Ao wolkatility. and pemmanentiy m
cansirained prine - i
irvenitorny. [ Diaspite macro shafts,
*— limited land, and
entrenched regicnal
wealth keep ultra-prime
- Sron e ———
® ® F'D|I1'I-EEI:-IE[3:E1IF_§.|'. financial
; . i gtrength, a barriers
® Heritage architecture, o l'nrgg:lgn ﬁwnl-:ﬂ-lhlp rnake
[ ] cultural praali;g:a. ar'ld : it Asia's most reliable
& extrama scarcity in historic canths b
; arrondissements support :
L] lang-tarm walue,
Tax benefits, world-class
® Infrastructure, and ghobal
m_ lifestyle appeal continwe to
attract UHNW buyars from

Hypar-limited tarsd, tax
acdvantapes, and extrome
axclusivity make Maonacao
one of the workd's most
SECUre wWealth havens,

Europe, Asia, and the
Middie East,

THE HAMPTONS

Proximity to NYC,
strict zoning, and
genaraticnal
owmiership keep

@ supply tight and
\ § volues protected
HNEMQSS GCONomic

m cychas.

Uitra-low inventory,
legacy wealth, and a

[ SYONEY

Limited coastal land, strong
domestic wealth, and
covebed harborside
neighborhoocds support
lasting premsium value,

THE ORIGINAL WEALTH HAVENS | KEY DRIVERS

Global Recognition & Prestipe, Thabe Cithes ans Lsiury “Dordls”
with IJl.:ll_'ng cultural pd Sodiad capital

LOS ANGELES

(Bewverly Hilts, Bel Ar, Makbi)

Lifestyle, privacy. and A global gateway with

entertainmeant-industry favorable tax tax advantages.
wealth power LA s prestige, envircnment make it multicultural appeal,
where trophy properties and ocna of the nation's and corporate

most stable enclaves
far UHNW buyers.

in-migration that
continue to support
strong price dusibility,

limited ultra-prime supply
sustain long-term demand.

High Concentration of Ultra-Prime Proparty. Troghy bomas with

rarity, .;|||_'.I'-|I:r-u.."l:|,||.1:;'-igr*:i!ir!::m|;||. o IGONIc InSiions

Persistent Domestic + Intermational Demand. 4 fivamifsd
bunver pool stabdizes markeds when one regicn Sows

Strong Legal & Ownaership Security, Transparant systems pnd

st nube Of I altract SohDil Capital
Wealth havens are "sticky”. owners hold
longer, sell less, and often buy more when
conditions soften, reinforcing long-term
property values.

Centers of Wealth Creation. Anchored by finiods, toch, med,
artrepraneursiep, ar inncvaton BCLGY SIS,

Legacy Cvmarship. Homes hold across peneraions reducs

e el stabikns LHiI:iI‘I'E_

Long-Term Asset Stability. Prime raal ostabe lunctions mh 1ong-
besTr weaith presarvation for LIHMW Bunsers

hdonitity Allgrmant. Buydes Chodns (hase markils Decauss thay
refhocs Thal aspivations and lifestyie

Lifestyle & Cultural ECosystames. Workl-Ciss dining, ars,

wialineess, recrestion, educatian, and baalthcar,

Supply Scarcity & Development Barriers, Goographic o

gl ory consiraints ersure imitad Tufurg maniany,
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THE HEW CLAES OF WEALTH HAVEMNS

If glabal wealth migration trends continue, they will incraasingly
ghape which cilies emenge on the map. Understanding these
mavement s $1arts with examining the foundations of the world's
sl enduring luxuny markets = Le., the traits that belp theem hold
valus, atiract affluent buyers, and performn congistently through

eyl

These game characterstics are now emenging in a new et of
desiinalions: places baginning to show the core markens of |ong-
terrm regilance.

Guided by these pararmeters and supporied by data from the
Imgtite for Lissury Hosme Marketing Ot Instibute”), 1he National
Asgaciation of HEALTORS® (MAR), and oiher third-party sounces,
veer identified the next resibent, high-demand madkes thal ane
ghowing characterisics associaied wilh recilience and may be
wilh watching as pofential fulune wealth havens.

KEY DRIVERS

» Strong Economlc Foundations

= In-Migration of Wealth

«  Liestyle and Amenity Appesl

= Limited Prime Supply or High Entry Barriers
= Tax Advantages

= Gense of Security

AMKENR SLOGRAL LUURY® | THE TREMD RERORT 305 St eyt M
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A% ane of the world's principal destinatbons for migrating wealth,
1he Liniled States remaing uniguely positioned 10 aiiract a new
wirve of afflsent households i 2026, Yet, the thue glary lies notin
1he courbry as & whole, but in tha sedect markels that continge 1o
demangirate the siruciural resilisnce imury Buyers increasingly
seek.

A revievs of the IngtinAe's historieal data reveals a cluster of ULS,
cities that have shown remarkable consistency across thies kiy
indicalors: rising median sold prices, sustained sales momentum,
and a healthy fiow of new invenory entening the market. These
are signals where both buyers and sellers remain conlidan -
and where markel fundamentals have stayed consistent even
as broader economés conditions have been mone volalide. Si
markets, i pariicula, stoad out Tor their resiliency: Menneapalis-St
Paul, Greater Atkarita, Dallas-Fort Worth, Mashville, Salt Lake City,
and San Diego

Aeroas all six markets, median sold price growth trom 2020-2025
hars ranged fram the rild-0% level to well aver 90% in sarme cities,
:el‘!-emmg enduning demand and long-teom walue retemsen. But
maofe importantly, Sales aciivity has also remained consistently
posiive oves the past Pwo 1o thies years = a period when naticonal
rends ware mofe ungven = undersearing the steady appetiie
hixury Buyers confinue o show in these cities

Just as impertanily, new inventory has continued 1o enter these
mafkeiz at & reliable pace, indicating that sellers feel azsured
anogh to st and that thess regions offer sulficlent depth of
demand 1o abszarh 1hat supply. Mew inventory in all six markets
has grawn 81 a sleady pace year-over-yaar fof the pas! two years

SALT LAKE CITY

Grensth YOy 2024 2025 Growth Yoy
Sald Price B 4% Sold Prce
Sales 158 15% Zakog

Mew inventory 12% 6%

SAN DIEGD

Growth YO 2024 2025

Sold Price &% 2%

Sales 5 -4%

Mo Inventory  23% 16% Growth YOy
Sodd Price
Sales

Maw lrvantory

{The 20202022 period was excluded from analygis given the
mational ventary shortages that made thoge years atypical )

What bands these destinalions together is a shared aligrmsan
with what today's aHluent congumars prisditize. In some cities =
guch & Minneapoli=-51. Paul, Mlania, and Dallag = buyers are
drawn 1o the value aquation: more SPAce, Mewer Construction,
and premium amanilies: al price points that streteh further ihan
coastal hubs. In others, like Masiwville and Salt Lake City, culiursl
vibrancy, lifestyle appeal, and economic opgoriunity, continue 1o
antract a steady fow of high-eaming professionals, And n places
guch as San Diego, geographic scarcily and an exceptonal quality
of life cominue 1o suppon strong lusury demand.

Hew Invantory  10% 1%

MINNEAPOLIS-5T. PAUL

2024 2025
A% o% NASHVILLE

1% 4% Growth YOY 2024 2025
Sold Prico 1% 4%
Salog 1% 2%
Mew Inyentory  12% 5%

GREATER ATLANTA

2024 2025 Gronth YOy 2024 2025
6% G5 Sald Price 2%, T
235 45 Sales 115% 0.3%
20% 25% Mew Inventory  10% 12%

Three of the six standouis Sit in the Sun Bell, also reinforcing
the region's staying power a8 a magnet for aflluent households
seaking betier quality ol e and more space for the value. Thess
are the LS. destinations that could exhibit the greatest potemial
88 Arnarica’s next lusury wealth havens.

Outzide of these six, several othar US, markes are baginning 1o
show sirmilar early-stage resilence. Markets 1o watch over the
next year melude Park City, Napa Valley, Silicon Valley, Denver,
SeoMadale, Conmecticul's coastal enclaves (Greenwich, Westpar,
Hew Haven), and Westleld, New Jersey. Each offers a mix of
strang histoncal iy dermand, guality-of-life appeal, and praven
long-tesm value.

&332



BEYOND THE U.5.

While the Linited States remains one of the word's top destinabions:
for migrating wealth, it is far from alone in attracting the attertion
of globally mobile hégh-net-worth individuals. In fact, Henley &
Partners’ Private Wealth Migration Report 2025 shows that
large-scabe wealth movement ks reshaging demand patiems
weilll Beyond LS, borders, Although wa da nod have comparable
redl estate market dafa for these regions, global migration flows
prewide waluable ineight into which countries may be cultivating
the kinds of economic, lifestyle, and policy environments that
alfluent households increasingly seek.

Acrass Eumope, for example, tradtional wealth hubs are undengoing
significant transition. The United Kingdom continues to see
niotable cutflows, and = for the first time = major EU economiss
such ag France, Spain, and Germany are also projected 1o recond
ried HWWI losses in 2025, according bo Henley, On the ather hand,
the following countries are fast bacoming the new cenlers of
grawity for wealth migration in Europe: Poland, kaly, Portugal,
Switrerland, and Greece, thanks o their favorable tex regimes,
lifestyle appeal, and well-established investrment-rmigration
pathways, Even srmalles nations such as Monlenegea, Malta, and
Latvia ane inpping the list of Eurcpe's fastest-grawing wealth hubs.

WORLD'S FASTEST GROWING WEALTH MARKETS

@ vorencpo I 124%
C = — 98%
P o —— 87%
wy Poland pPe—— 82%
£ ;s E— 78%
® o  EE—— 74%
- costafica 72%
.z Irvclia e 72%
o lLvia 70%
O Panama 69%
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Beyond Europe, migration patierns paint to & diverse landscape
of rising global weatth havens, The UAE continues (o lead the
world in attracting wealthy newcomers, while Saudi Arabla is
experiencing one of the fastest-growing Inflows as retuming
nationals and international investors settle in Rivadh and
Jeddah, In Asia Thailand is positioning tsell a5 a new regional
altemative to Singapore, and Hong Kong and Japan are both
seeing renewed interest from affleent households across the
coatinent. Meanwhile, destmations such as Costa Rice, Fanama,
the Cayman |slands, and Mauritiue are drawing recood numbers
af globally mobile individuals seaking s1ability, ifestyle quality,
ang strafegic geographic posilioning

These global movements show that wealih iz flowing toward
jurisdictions that combine stability, opgoriunity. and guality of
life, These signals often precede renewed economic confidence
and kang-lerm Envastment intengst

TOMORROW'S WEALTH HAVENS

While prestige, cullural capilal, and coastal glamour S1ill marber,
the mrxt geriration of afluend buyers led by Gen X, millennials,
and Gen 2 are setting new standands For what malkes o luary
market truly desirable and resillent over time.

Future buyers will likely be priesitizing wellbaing, access 1o

G e T8 bor i kil i o resoue CiLCWELL HAKEERE GLOEAL LLIEURY™ | THE TREMD REPGHET T0

nalure, and lifestyle-rich environments just as much as 1he
slatus associated with legacy cities. Climate selectivity is
becoming a hallmark of wealth haven thénking, with afffuent
households gravitating toward locales offering ervironmental
regilience, such as clean air, sustainable nfraztructure, water
SBCUrity, and, ncreasingly, mountain or ineshwaler SEMINGS ower
traditional ccoanfront, Tax optimization and global mobifity
remain foundational piflars of wealth haven strategy. Wealth
preservation and personal security are alzo rising in mportance,
fuefing demand for multi-uri=dictional living arangerments,
second citigenships, trust-fiendly ervitonments, and markels with
favarable tax and cagilal gains structures, Safety and geopalitical
hedging round cwt the new calculus,

Expect real esiate podtfolios to grow in ihis globally fiuid
erviranment. Henley & Pariners’ Private Wealth Migration Bepart
2025 notes that high-net-worth families are increasngly expedted
1o maintain threse or more residences. Each property would fit a
digtinct rode within ther broader wealth strategy. perhaps 8n urban
base, a resodl relreal chose to nature, and an intemational escaps
oulgide theds hame counlry,

These evolving pricrities suggest that the next generation of
wealih haven markets will be evaluated through a much broader,
mare multidimensional leps. =
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redefine luxury real estate. '



$1M-S5M - High-et-Warth (HNW)
SEM-SB0M - Very-High-Net-Werth [VHNW)
ST0M+ - Ultra-High-Net-Warth (UNHW)
S100M+ - Centimillionaires
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Baby Boomers and clder generalions afe expected to pass

dawn trilions in azsets 1o their heirs = an unprecedanted
transler that will reshape not only global firance bt alss the
Future af buxury real estate.

f historic shift inweaith is undervay. Over the next decadea,

Alirata has reported ihat trillions of doltars will move between
peneratione in the coming decade. & sizable portion of thai
irheritance will flow 1o younger genefations = particulary Gen
%, millennials, and the first wave of Gen 2 wealth recipsents =
transforming therm inte an increasingly inflluential client base in
thee |y markied

The nexl decate may see waalih redistnbuted mol just aoross
generabione, but Scross new markets and mindses. A newly

affluent heirs begin 1o deplay capital in the coming years, thair
invectment prelerences, lifestyle values, and gecgraphic mobility
are expected to reshape the definition of “tuxury® g,

Ta further examine the impact of the Grast Wealth Transfer (of as
it's sometimes called The “Silver Teunami’), we looked 10 Altrata’s
data powened by Wealth-X for insight. Our anatysis exploses how
the transfer of wealih distribution differs acfoss wealih liers and
by region (LLS. va. rest of world], hew much inheried capital eould
flow into read estate, and how younger inheritars’ pricsitias could
shilt luxury pregerty demand,

WHERE THE WEALTH IS COMING FROM

According to Alirata’s 2024 Family Wealth Transfer Bepart,
roughly 1.2 million individuals with a met worth of 35 million or
mioe wene projected 1o collectively pass down nearly 531 frillion
aver the nexl decade. By 2025, Alirata revised ihat ectimate
upwiand to 5383 trillicn expected to change hands glebally within
the same teneframe.

But this enormous exchange won't unfold evenly scross weallh
tiers o geography. Of that $38.3 trillion 1otal, the Uaited States

$38.3trn Mo
5 Total wealth to be XL e
%€ AAAR e

passed on

Enare Wispih a0 Ados Crepeew AN
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GLOBAL WEALTH TRAMSFER BY WEALTH TIER

8 E5m-530m
B E3I0m-$100m
B S100m+

o el S5 Corpany, L

will aceount for $17.3 tillion, whale the rest of the world (ROW)
= |edl by Europe and other matwe econdmies = will tolal neaddy
21 trillion. Individuals with 5100 million+ in nel worth, e
cantimillionaires, will dominate the transies, representing roughly
44 1% of the global total.

in thee .5, households with $5-530 millicn in assets are expected
o pass down approximately $6.6 trillion over the next decade,
wehdle thae in the $30-5100 mallien range will transfes about $3.2
irillsan. LS. centimillionaires are expected to pass nearly 57.5
trillian = Bringing the tatad LS. weaklh transfer 1o S17_3 trillon.

Intesmationally, the 55-530 million cohaort will transter roughly $7.1
trillean, those with $30-2100 million will pass 4.5 trillan, and the
100 million+ group is projected to transfer 59,4 trilion. in total,
that represents neadly 527 trillion across the rest of the warld

Hearly hall of all ghobal wealth passed in the next decade will comse
from centimaflionaine familbes alone = despite VHNW households
miaking up & far larger shade of the population, It shaws that the
Greal Wealth Transfer will remain highly concentrated, with a
relatively small number of estates accounting foe a signifeant
share of the total wealth passed dawn 1o the next generations.

HOW WEALTH WILL EE DISTRIEUTED

The Greal Wealh Transfer |2 not just about who gets the maney,
it's also ahout how it's detrbuted, where its concenrated, and
what kind of opporiunities in real estate it will create.

In thie U5, the wealth transier will be powenad by a wider swath
of WHMW mdividuals, many of wivam have builll fiest-generation
wealth through entrepreneurship, real estale, and technology. This
broader base could widen the cinsle of affluence, increase lquidity
in mid- 1o upper-lier real estate, and fuel 8 more diverse pool of
nexi-generation irvestors and business owness. The American

ESTIMATED WEALTH TRAMSFER |M THE MEXT 10 YEARS (SBM)

$17,348.5

B $5m-530m
B E30m-5100m
H100m+

$3.215.2

$6,634.8

$20,991.3

B 55m=-530m
P ES230M-F100m
Z100m+

$707N.2

United States

Rest of the World

L= By N L B S e T e ]
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CIRECTOR OF RESEARCH AT ALTRATA

aysiem has histoneally Been mofe "democralized” withen s upper
thera, &0 e anos e i expected 1o spread wealth horizont sy
ralher than concenirate it wertically

heross Eurcpe and Asia, however, the pattem reverses. In Europe,
old generational wealth remains entrenched in famédy estates,
vineyards, and businesses that pass intact through succession,
reanforcing legacy ownership struciures. In Asia, much of the
waakh ig atill firgt-generation = built in the pas 30 years through
technology, real estate, and manufacturing = and will now
begin to consolidate within ultra-high-net-warth families. Both
trends suggest that in many international markeis, the wealth
transler may further concentrale capital within established
farnily networks, preserving legacy holdings and reinforcing the
continuity of long-standing wealth structunas.

SPLITTING HEIRS

Mol of that capitad will flews to Gemeration X, milkennials, and
Geperation £, who logether are projecied 1o recene 95% of
Imberned wealh, acearding 1o Capgeminl Research Instituies
Warld Wealih Report 20257 Millennists will be smberiting the e
aof any generalson dvar the course of the next 25 years, but Gan
X will e first im line. They stand 1o inheanil 1he greatest pomion of
aseels in the pext 10 years, perresearch fram Cerull Associates
That wiew s echoed by Altratas 20024 Family Wealth Tramsles

Repart,! which found that in Monh America, the average age of
helrs is firmly Gen X 46.1 years for children imheriting from wira-
wealihy parents (530M+) and 47 6 years Tor heirg of the very
weesalthy {S5M-S308)

“Millennials and Gen £ 1@nd 10 oel all of the BUZZ in Convarsations
abonn the maxt peneraison of Ruxury, Bl the truth i, Gen X will
be fusl in Ene” Masen Shaban, Alratas Director of Reweardh,
1ald us. “Bost EEII:.I Boomar hesg 'II:IIHEj' &ré i thair mid-to-late
40z, while younger generations are more likely 1o inherit from
gra-m:lparems and thoe are aften armalber Iegame-g than thoss
pansed I:Iir\vEl'.'II:}' rawm rarsnis”

With Gen X set io inkerit frst, they're poised to radically reshaps
lumury real estate as they Gl their capial toward mone digital,
purpose-griven, and globally diversified portfolios. "Membess
of Gen X, on the whole, tend to be pragmatic and sirategic’
saws Shaban, noting 1hat many fall into the so-called “Sandwich
Generation” who are financially supporting their children whibe
also caring for aging parents. "In real estate, thal might translats
10 & greater focus on mult-generational properties, homes with
sustainable or smarl technology Teatures, or investmens in
emeangng destinations that odfer them boah lifestyle advantages
and rick diversification®

AVERAGE AGE QF INHERITORS BY REGIDH

OVER HEXT 10 YEARS

Lavbr Amarica anc
th Caribbaan

Miciclle Enst

Pacific

Another demension af the Greal Wealth Transfer that often goes
everlpoked is the ntra-generational exchange of wealth between
spouses, According 1o Cerullie® recearch, an estimated 554 trillign
will pass between parners by 2048 = with roughly $40 trilion
expected 1o go 1o widowed women from the Baby Boomer and
oider generations

Cenulli data potes that aMluent “wamen tend 1o be mode inclined
than men o prioritize philamhropse and susiainability poals.” As
hese preferances shape ow Ehey irvest and s1eward new wealth,
thay're alao ikely 1o infiwence bow and wherne they chooce 19
Ive Covered m the Coldwell Banker Global Luxury® 2024 Trend
Reporl® these "she-eiies” tend o Tavor properises that combine
financial gecury with personal and family-arienied benefiis,
fram commnity Safely and sustainable features o praximily 19
gaad schools, riends, and Tamily.” These decision dfivers could
reverberate acioss ihe luxiey real estaie market, particularly as
he next decade Brings & wave of nevwly affluent women ener 1N
ine space [or the firs1 Rirme.

WHERE THE WEALTH WILL GO

How' wealih ie ullirmately iranslermed = wisether during ane's
liretirme ar through inheritance following death = and haw i's
managed afterveard rernain sorme af 1he mast COMElex quesians
fazing 1oday’s affluent families. The Altrats 2024 Farmily Wealih
Transgler Report® notés that these rangnsons olten straddle
financiad legal, and emational dimensions.

For affluent Tamilies, particularly those &1 the UHKNW level, the
logistics of securing an intergenarational legacy ane unsguely
intricate and complex. Many of these families are global citizens,
with properties, busmegses, and invesimenis spread BCross
multipde countries, each with it own legal and 1ax struciunes

Az Shabam explains, “Family dynamice are ona of the biggest
hurdes im any weallh trangition. Dilfering worldviews, buginess
philozophies, and legacy goals Belween genedalions can
complicate succession planning” Theze challenges are also
unfolding against an increasingly complex gisbal backdrop of
‘more frequent gespalitical conllscy, rising political pogulizm,
heightenad trade restrictions, widespread anti-elite and aniti-
immegrant sentiment, more extreme climate events, and
growing fiscal pressuras from aging populations,” Altrata’s nepon
cominued. s rarely just 1he handover of assats” sdds Shaban.
“It's aleo the iransfer of valuas”

LA



THE GREAT VALUES TRANSFER

Whide older generations may lay the foundation Tor their legacy,
it's the heirs who ulimately shape whene it Qoes next, And that’s
where generational differences come into play

When it comes o inwesting and wealth preservation, Baby
Boomers 1end (o focus on Seclrity |.e., presenendg wealth 1o
engure slability for fulure generations ), By contrast, the younges
generation of affluent individuals are mose growib-oriented,
willing to take calculated risks and allocate capitel toward higher-
perforrning asset classes and niche cpporiundies.

Younger generations also fend o approach philanthropy
and investing through a more values-driven lens, plaging
greater emphasiz on social justice, environmental impact,
and sustainabdity. They show incregsed mlerest in healthcare
innavation and medical reseanch, according to Altrats, and tend b
faver digital-first service expenences thal make their fves eagier
The question, then, is how these shiftling prigrities translate inlo
real estate decislon-making

REAL ESTATE ALLOCATION

fcoording to Altria, real estale acoounts for roughly 12% of the
5383 trillion expected to change hands — equal to about 54.6
trillion globalty. Of that, the LS. represeniz nearly 52 .4 triflion,

GLOBAL REAL ESTATE WEALTH TRAMSFER
BY “WEALTH TIER

® E5m-%30m
B 530m-%100m
B $5100m+

ESTIMATED REAL ESTATE WEALTH TRAMNSFER IM THE MEXT 10 YEARS (SBHM)

£2,385.3

B Z5m-S30m 53951
B £30m-$100m
Z100m+

United States

and the rest of the world 22 trilllon, The majority (67_5%) of this
propesty wealth will come from the VHMW cahbort (£5-530 millicn).

This segment will transfer the most progarty propartionally
— abouwt 22.7% of their total wealth — compared wih 10.7%
for the 530-5100 milllon UHMNW group and just under 4% for
centimilsonaires, whose assets skew loward businesses and
hif@nctal M imenis

HOW HEIRS WILL SHAPE THE PROPERTY MARKET

& major reshuffling of property ownerzhip among the affluent
could be on the hofizon, 82 prime residences and estates change
hands aver the nexl decade. Some heers may choose 10 Sell o
downisizg inherfed proparties, whils olhers will reirves proceeds
to enter — or move up within — the liury market, That shifi
matiers, Shaban points cut, “because younger generations already
dedicate a far langer shade of their wealth to real estate = 12% to
24%, companed with pus] 4% 10 6% among oldér paers.” Gen £ has
also demonsirated a greater dosios for homecwnership companed
to thedr millennial pears when they were in the samsa age bracke
Additonally, thedr consumption and housing chodcas will lilkely
track with thes values — favoning ESG-akgned (environmental
satial, and governance) imvesiments, global diversifacanion,
technology. and a strong focus on heallh and wellness

BEHAVIORAL SHIFTS BY WEALTH TIER AND REGION

In the U5, Altrata’s Weadth-X data swuggeats that VIHNW hedrs will
driviz the bulk af real estate wurnowver (65 7%, or 81,57 trillicrn )
Many in this group may choose to rtain primary homes b
sell secondary or trophy properties to streamiing portfolios or
generate lquidity. According to Shaban, “Thess buyers often show

%£2,222.3

£274.8
* B F5m-530m

ferir + $30m-$100m
- $100m+

Rest of the World

interest in iurnkey lukury residences and branded properties, with
gome showing an agpetite for renovation-ready mvesiments that
balance usability with potential returns”

U5 REAL ESTATE WEALTH TRANSFER
BY WEALTH TIER

B 35m-530m
B 530m-5100m
B 5100m+
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Far the UHKNW cahor (17.8%, or roughly 5425 billion), mbested
real estade is likely 1o be approached with & more strategic lens.
“Thiz zegment tends 1o balance estyle needs with partiolio
contideralions” Shaban explaing. “We may conlinue 1o see
dernand fos high-end suburban estales, irophy second homes,
and cross-border diversification, often esecuted thraugh provate
trapgactions of branded developments.”

A1 the top of the spectrem, cenlimillionaires (16.5%, of aboui
5395 =lon) have historically treated prme real estate as bath
a lifestyle aszet and & bong-1eemn store of value. Their decissons
often refect portfolio rebalancing rather than fnancial necessity.
“Thie groug has iypleally shown inerest in ulira-privale estates,
pled-b-terres, and olher trophy properties = both & traditional
hubz and select erserging destinations” noles Shaban.

hereoe the rest of the world, simitar patterns appear = thaugh
shaped by local custems and reguiatory ervinonments. TIn Europse,
there iz @ sirong mclination 1o presense lagacy estales” Shaban
gaye, “while mary Asian heirs explore international diversification
of occasionally liguidate inherited assels 1o Support new
veniures” Trophy apasiments, branded residences, and sacure
cornpounds 1end 1o be consisient points of inerest among the
global centimillonains 26t

REST OF THE WORLD REAL ESTATE WEALTH
TRAMNSFER BY WEALTH TIER

B 55m-330m
8 530m-F100m
m F100m+

FarTe WEERT e Al Corpary, J050

AMKER SLSHAL LUURY® | THE TREND REPONT

WHAT IT MEANS FOR LUMURY REAL ESTATE

Given thi scale of the upcoming wealth iransfar, its smpact could
rippte thraugh 1he luxury real estate maskel = whether i's Boasting
inventory levals or shifling demand scross price tiers, proparty
types, and coveted lifestyle destinations,

Based on Aliratas analysis, Shaban notes ihat real esiate
professionals could sae heEghiened moser in mMany prime
madkels &9 assels move from one CIENEranion to ihe mexl. Thas
could include actidy in regions such as the ULS. Sunbed, paris
ol coasial Eurcpe, and various global regsrt hube. o the LS,
leisure markels and gateway cilies may continue to attract
nlerest from domestic VHNW heirg, while 2ome Agian UHNW
heirs are expecied o remain aefive in rophy markets ke Newy
Yark, London, Biami, Los angeles, Geneya, and Dubad

“The net effect is thal luxary housing supply could riga” he
explaing. “Bul dernand may also slay resillen, as many next-
genedation high-net-worth buyers end to prioditize lifestyle factors
and real-azgel ownership.”

Chear the nexl decade, wealth transfers could suppon stranger
mid-market luxery activity i the LS., pafticularly within the
£3-510 enillion property range. A broader base of affluent hairs
fray pursue upgrades, second homes, of suburban lususy oplions.
Intermationally, the ultra-prime segment (S25-550 millian+] iz Beely
10 remain concentrated among long-eqtabished UHNW families,

wehich may help maintain exclusivity and peicing 8t the 1op end
of the markei.

henoss regions, alfluant buyers are generally sxpected 1o pricditize
wellness fegiures, privacy, sacurity, homa-otice capabilities, and
high-sarvice amendlies. Proparties that blend lifestyle appeal with
gorme dagres of income of imvestment potential are forecasted o
rernain atiractive to VHNW and UHNW buyers. Centimilkonaires
vl likedy gravitate towand what Knight-Frank callz Thigh-walue
collectible azgels” = those properties offering privacy, presisge,
and waalih preservation

Farnily offices and privale advisors may also play a larges role
in mangging these intergeneralional transitions, particularly
for UHNW clents wha tend to hold real estate as a means of
presening purchesing power and ensuring lages-1enm stability.
Aus e branslers are facilitated theowgh tresis, private sroctses,
and off-market channels, “public listings may decline = while
digcreel, high-value transactions and private brokerage activity
could increase” Imagines Shaban.

A NEW LEGACY OF INFLUENCE

The Graal 'Wealth Transfes represents made than just the hiztarie
passing of fimancial capital from one generation 10 the mext; it
marks the transfer of influsnce. With a different set of values,
ircestrnent stralegies, and siandands of livieg, the mew heirg wil
reshape the dirsction = and the defmition = of liaury itgalf,

FAMILY QFFICE MANAGEMENT OF PRIVATE
RESIDEMTIAL PROPERTIES | MAIN OBJECTIVES

447

Farnily Lise and Legacy
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affluent cliems cairy their legacies forward = and, in doing 2o,
will cement their cwn. B
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Affluent buyers are leaning inta
“nest investing.” With prices high
and turnkey options scarce, could
unrenovated homes in prime
locations be the next smart play?
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VHMNW - Met worth between 25 million and 530 malfion
LEHMWY - Met worth 530 million

[ 2024 was & year of spending restraant for the world's wealihiest

individuals, then 2025 marked the retumn of imenticnal spanding.

Bul instead of luming 1o purchasas like cars o eoulune, they
ghifted their focus homeward, according 10 new Wealth-X data
preparad by Alirata.

Dverall, sltrata found hat luxury expendilure was projected 1o
rize i 2025, with homerelated spending growih on track 1o
poteniially outpace other tog spending categories. Saparately,
we looked 1o independent insights from McKinsey & Company
bo hedg contexualize ths irajectory and undesstand how afflsent
spending patiemns are evolbeing, wihsere “tha home® now fits within
thal hierarchy, @nd how shifting congurmer pricrilies intersect with
today's houging market forces

THE STATE OF LUXURY SPENDING

According to Altrata, overall global lusury espendilures ane
expecied o morease by approximately 4.6% in 2025, rewersing
the 1% decline reconded i 2024, The rebound is especialy nolable
among 1he world's wealthiest ters: venp-high-net-worth ([VHNW)
indivlduals are projected 10 boost their spending by 4.8%, from
5355.5 billien in 2024 1o 53724 billion in 2025, while ulira-high-
mel-worih (UHNW)] indeviduals ane expected o see 8 4.6% risa,
froan S421.7 billion to 54477 billion

The United S1ates remaing the global growth engine for lusury
EansUmgion, sUtpacing ofher regions with 5.8% growlh among
VHMW and 5.6% amang UHNW individuals. By compansen, the
resl of the world will see more moderale gains of arcund 4%,

FROM RESTRAINT TO REBOUND
Why did luxury spending soften in 20247 According to Maeen

Shaban, direcior of research for Alirata, inflation and higher
inleresl rates squesTad pUrchaging power, &vén among the
affluen. Slvwer sccnomic growth in Eurspe and Asia compoundead
he sdawardomnm, whale lusury brands = coming off an extraordinary
post-pandemic boom = faced excess inventory and prce
fatigue. Consuwmerns, responding 1o economic uncertainty, shitted
locus [rorm Conspicudous Goads 1oward axperences, long-1em
investments, and savings. China's lingening travel restrictions
lurther suppressed crass-nander buxury purchages in key markeis
like Euroge, the LS, and Dubak

By 2025, there was a giowing perceptson of stabilizing conditions,
which helped resiose confidence and aclivity among seme

ESTIMATED PERCENTAGE LUXURY SPEMD INCREASE | 2024 W5 2025

4.2% 4.0*

Wi UrirA

ROW

5.8* 5.6%

WHMNW LiHRW
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migh-net-worh individuals. Rising asset vales in aquities, procaie
rarkets, and real estate bolstered wealih, while private banks and
famnily offices encouraged lusury purchases as part of diversified
portlalios

THE U.5. FACTOR

The United Sates coninues 1o drive globkal lusury growth' thanks
to e high concentralion of wealthy individuals” with lsgusd
porilalbos diversified aCross equiles, private markets, and neal
extate A rabust ecogystem of private banks, family offices, and
wealih advisors also suppor s Ehis group, and helps make sccess
b capdtal and boury punchases mone Seamless:

“The depth and accesgibifity of ey sxperiences within ihe
LS. aiso play a role,” nates Shaban “From travel and hospitaliny
o autemoabiles and hagh-end natail, affluent Americans have
abendant spporiunaties 10 spend domestically. & large and
growing ‘aspiraticnal alfluent” segment has further fueled
dermand.”

HOMES, GOODS, AND AUTOMOBILES: HOW LUXURY
SPENDING COMPARES ACROSS CATEGORIES

Wihile home-related investment still represens a srmaller Share
of owarall luxury spending, It cowd become ang of the fasiag-
growing spending categarieas for both YHEW and UHNW
Individuale, pasticutarly in the Lnned Stales.

Luxury automabiles remam the lasgest calegory among the
affluent, with toral expenditures reaching $341.3 billlan in 2024
= galil batween 51771 billion froen VHNW individuals and 51642
Billion from UHNW individualts, Howeser, growih is expacied 1o

ESTIMATED SPEMNDING IMCREASE
F024-2025 (SBMN)

LUKURY CARS

dyi

anad MOREE
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LUXURY HOME-RELATED GOODS
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maderate in 2025, with global spending projected to rise just
4. 2% to 53557 billion

Parzonal luxury goods, the second-largest category, also
coenimued 1o perform strangly. At 5152 billlion & 2024, this
gegment is projected to grow 5.4% globally 10 $161.3 billkon in
2025, with the LS. sgain leading ot 6.6% growth

By contrast, Alirata projects 4 4.8% annual increage globally on
marne-refabed Spend, and 60% for ULE. individuas wilh 8 net warth
albove 55 million, The UHMW sagment in the LS., in particulas, naw
gpends 18.5% more an home lukusies than on personal goods.
While projected growih may not yel outpace that of personal
luxury goods, it still points 1o a meaningful shifl @ how affisen
CONSUNers are expected bo prioritize their discretonary dolars

The data shows that affleent consumers appear to be directing
greater ressurces loward their hames = whether it's & the form
aof design, fumishings, homewanes, home technology, o domestic
help. “Higher prices across goods and senaces, along with fising
dosmesiic stafling cosis, afe Bely adding 1o telal expendiures, 8
affluent households continue o ifmvest in sstate managemeant and
houzehold aperaticns that sustain a seambess lilegiyle” Shaban
podnts cut. But could the rise also signal & shift in how the aflluem
will b priceitizing their discretionary dallars in the fulure?

Today’s luxury consumers
are not necessarily
price-conscious, but
quality-conscious.”

LUKURY SPENDING AND VALUE PERCEPTION CHANGES
Wihibe overall afffuent epending has Largely recovened from the
dip in 2024, sentiment has not fully followed sut. According to
MeKingey's State of the Congumer 2025 report, the raditional
limk between sentiment and consumplion has weakened, Armid
inftation, tarilfs, and econames uncertaanty, affleent consumerns
afe re-evaluating nations of value and quality in the lukuey Secior.
Many are making deliberate wade-offs, choosing 1o trade down
in some categaries while aplurging in others, reflecting a8 more
purpose-driven approach to luxury,

Az Collesn Baum, Senior Partner a1 McKinsey & Company,
explaine: “Today's lusury consumers are nol necessarly price-
conscious, bul quality-conscious. Prices of luxury goods ane rizing
fagter than what some purchasers feel they are worlh, leading
even gome high-nat-worth buyers 1o ask, ‘Does thie still pass the
reasonableness test¥ Even if they can afford i, they still wanl 1o
be savvy shoppers.”

That rmindset is particularly proncunced among younger afllusnt
consumers = especially millenniaks and Gan Z who tend 1o b
begs status-driven and maore value-oriented. “They'll splurge whin
it makes sense on pieces that feed epecial or durable and save
wivere they can'l gee or leel a difference in quality” she says. This
high-low approach often shows up in afluent consumers pulling
back on discrelionary splunges = like clothing of cars = and
redanacting their cpending toward investmenis that enhamnce their
quality of life, such s ravel and real estate.

“Whal's remained durable fgq thiz consumer is spending on
experiences, parlicularly travel and dining which cantinue to e
resilienl categories” says Baurn, “The second pricgy iz home,
Data conststently shows spending on the home as one of the
most stable categories.”

CONSUMERS COMCERMED ABOUT RISIMNG PRICES AMD HOW THAT IMPACTS
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MeKinsey & Company's 2022 survey” of upper-ncome millennials
Thousehold incomes above 57100.000) supports this trend; nearly
45% said they would spend more on travel and vacations if their
economic situation Improves, followed closely by 38% who
pricritized home puchase of renovation.

When asked about the top imerests of their affluent clients,
surveyed Coldwaell Banker Global Luzury® Property Specialists
also pointed o experience-driven passions: traved ranked first by
a wide margan {71.9%), followed by health and wellness [54.7%)
and a near-iNree-say tie amang lechnology, spocls, and cuigine
{all around 30%)

The alignment of prorities like experiences and home sugpests
that real estate itself may increasingly serve as both a lifestyle
enhancer and an invesiment vehicle far the next generation af
affluent consumers.

“Instead of buying more clothes or another car, they might say,
To feed my desire for travel, I'll buy real estate in a destination
kocation,” imagines Bawm, “hWMaybe they || purchase a hame in a
ski megor], and approach it sirategicaly by remiing it out 10 offset
cosis

TOP IMTERESTS OF AFFLUENT COMSUMERS

000000000

Trawel

Health/Weliness

Technalogy

Sports

Cuilsine

Cars

Piuilasthregy

Fashiom

Film & Tahewision

71.9%

54.7%

30.9%

30.9%

30.2%

20.9%

18.0%

1.89%

d.3%
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NEST INVESTING

Thiz valse mendzet could be another reazon why home-related
spending is clirmbing. For many afluent consumers, the home
feels like the safest place 10 invest. Perhaps they're channeling
mare of thesr wealth into design, furnishings, smart technology,
and wellness features — because these investments enhance
their everyday life and boost thelr property’s long-term value.
Often described as “nest investing,” this approach satisfies two
imputses: 1hi emotions] desine o cneate 8 personalized sancteary
and the raticnal pursuil of wealth bushding

The Idea of the home as both & refuge and a financial asset enl
exacily new. The concept took root duing the pandermic, whean the
harme became the center of e, serang simultaneously as affice,
classraom, wellness ratreat, and social hub, ts influence has anly
deepened in the eva of personalization, as luxury homeowners
want thoughtfully designed environments that not ondy reflect
their undgue tastes but also anticipate their every lifestyle need

A5 Baurm aobséerves, "Today's lury conSumers ane increasingly
infarmed and imaginative, seeking distintlive, persenalizad
solutions that reflect their urdque preferences, and driving demand
for renowvalions and customizations.”

TURNKEY DREAMSE MEET MARKET REALITIES

Yl éven as nest investing and personalization are important
diivers, they're balanced by an equally strong appatite for ease,
comfort, and instant enjoyment. Combined with high expectations

araund quality, design, and craftsmanship, this has fusled
sustained demand for tlumkey propesties across the kixury market

“For this consumer, turnkey |5 still preferred,” says Baum - &
sefliment that aligns with whal many Luxury Property Specialisis
continue to See on the ground. Just over 30% said that move-in
ready of new construction homes were the mosi soughfi-afier
among their clients, second only to properties in the best
locations. Mearwhile 60.4% gaid buyers are mone likely 1o wew
& home in reed of a renovation 85 & deteman

et even as demand for the “have-it-all® property grows, suppdy
has fadled 10 keep pace. ineentory of lumkey homes remains
constrained across many prime makels = a dynamic that has
helped sustain high prices and fence competition

LUXURY BUYERS' VIEW OMN HOMES
READY FOR REMOVATION

B A deterrent
B A neutral factor

| An opportunity far long-term valua
or customization

What happans wheen mows-in-neady inventory 501 availabis — or
nat avallable 81 their price point® And what if the homes within
reach simply don't meet thelr standards?

“They may be incréeasingly open 10 renavalion as a path to
achigving what they want,” Baum observes. “Al what point does
the desire for personalization cutwaigh the need for convenience
of move-in readiness?

L



ENTER THE CUSTOMIZABLE ESTATE

In the traditional resl estate market, the fixer-upper has long bean
a proven pathway to value creation. Generations of homeswniers
have built wealth thoough this time-tested strategy: buly low,
improwe, sell high. But in the luxury sector, & different set of
molivalions drves behavior, Ao we've previossly noted, alfleent
busyers are mothated mod only by investmeant potential bt also by
personalization, exclugsity, craftsmanship, emotianal comnection,
and experiences

The luxury countenpart 1o a ﬁmr-upﬂ-ﬂr could e ihought of as
the “customizable estate” = 8 propery thal comines creative
freadam with poteniial inancial upside. Remcdeling oF renavation
may build instant eguity and long-term value bt ales allows
owners 10 tailar every detail 1o thesr aesthetic, wellness, and
Iliegl-,.-le ideals. For disceming or gporiunistic buyess, this cowld
repfesent the next greal entey point into ihe evodang luxkury marksl

LUXURY BUYERS PREFERENCE FUR HOMES
WITH "EO00 BOMES' |IM GREAT LOCATIONS

m Yes, this trend iz Increasing noticeably

m Somewhat - I've ssen a slight shift
in this direction

® Mo, buyer preferences are about
the same as before

® Mo, most buyers still prefar tumbkey
homes regardlass of location

Burveyed Lukuery Properly Specialicts are baginning to detes! a
subile shift in this direction. Roughly 28.1% said they're noticing
& slight movermsent towand homes wilh "godd bones”™ in degirable
locations, even if they require renovation, while 30.2% said this
irend i increazang noticeably. Buyers appear 1o ba weighing long-
1enm polantial and personakzalion over immediate gerlection

Nearly € in 10 Luxury
Property Specialists (58.3%)
said they're seeing at least
some movement toward
homes with "good bones” in
desirable locations — even if
they require rencvation.

“W¥ith the upisck in wealih and the continued desine 1oF Cwnership,
e may Be a3t & luming poim whene aspiration and realily diverge,”
zays Bawm.

That opportunity may be significant. Mearly 32% of surveyed
Luxury Property Specialists egtimate that repovated of tumbey
homes zell fer 11:20% more than comparable properies regquining
substantial updates. Another 25% report the gap ean reach
21:30% — a doulle-degit differential that tnderscores the potential

PRICE PERCEMTAGE DIFFERENCE QF TURKMEEY
Va COMPARABLE HOMES IMN NEED OF UWPDATES

5%-10%

T1%-20%
21%-30%
305+

Mot applicabledvaries too

widely to estimate

>d Luxury
perty ialisgg said buyers
Will-pay 1% to 5
tUfnkey properties.

upside for those willing to invest time, vision, and capital inlo
tranzfoernation.

We knaee that 1oday™s luxury congumers are more than wiliing
10 pay & pramium when the percedsed value = thare That same
digcerning mendeet will continue 1o shape e property decisicns,
with turnkey homes kikely at the (op of their wish Bote, Howesar,
the cwstomizable estaie could gain raction i curram ghifta in
consumer mindeel, spanding behavior, and real esiate manel
conditions hold

THE BIGGER PICTURE

Shauld the cusiomizable esiale contepl move (raom fheosy 1o
reality, the imglications for the greates lusury nesd estate market
could ba meaninglul

Az affivent homeowners continue to reinvest n their homes,
they're ratsing 1he caliber of housing stock in their kocal luxury
markets. In invenlor-consirained areas, these improvements
elevate property standards, maintain properly values, and
open new opportunities for resale. Conlinued reinvestment in
property aleo strengthens overall cenfidencs in real esiate as an
appreciating assed.

Ultimately, the next wave of luwury growth may nod oome From
Building new, Bul Trom resmaganing whiatl already exists. Luxury
real psiate professionats who see nol jest the homa That 12, bul
1he hormse T could become may gre their clients the adge. B
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hile price point has long served as the ndustns easisst

wiay to categorize the lusury sectad, it has nevers lully

reflected how consumers defire luxury. Amd as the cost
of entry riges, its becoming even mare apparent that luxury can'|
be captuned by price alone.

What matters now (2 the experience a property can dediver,
Affluent buyers now expect made from their homes than ever
befane: more bednsoms, more sguate lootage, more Bexibilitg. The
pandamic was the catalyst for thes shill, A practical need for moe
space gradually translormed Ino a defining expectation of the
high-end Frarket: the madern ixury hrme must Suppon cur M-
hyphenate lives. Mo longer simply places of shelter, properties
must now simultaneossly funclon as work hubs, ereative studiss,
wailness relreats, gathering spaces, and increasingly mulll-
peneralional living environments.

It ol be sasy to assumse the movement toward “living large”
iz gimply another form of Indulgence among the wealihiest
clagees, but the maotivations Behind it ane far more intentional.
Many affluent buyers wday are practicing a kind of “informed
abundamce” They're not necessarily pursuing size lor 18 own
sake = it's about the possibdities thal addaional space apens
up Tor their fagiyle

Thiz informed abundance mndzel is eviden across propenty
gearch behavior and sales activity. Dn leading global luxury
marketplace, JamesEdition.com,’ inguiries for egh-end properties
rege 23% fromm 2024 1o 2025 = with the strongest demand fod
larger homes, distinclive astates, and land. Az Eric Finnas

FAMEEN GLOHAL 1L LII00EY™ | THE THESD HETCHET 2100

Dahlstram, CEQ of JamesEdition, explaing; “Inerest is being
detven by how these spaces function in real life, from supporiing
hybeid work to secommodaling muli-generational living. The
demand reflects a practical shift rather than a purseit of size lor
il= oreim sake "

Diata froem the instiute Tor Lusary Home barketing (“the Institute™)
iellz a parallel story; the average single-family property sold in
2025 was almost double the sire of a typical newly built single-
family home? Coldwell Banker Global Luxury® Proparty Specialists
echa these irends, reparting that minimum bedroom counts and
amenities beyond the lour walls remain 1op chient paorities.

Inguiries for high-and
properties rose 23%
YO globally

I the pages ahagd, we trace how the desire lor mone iz unfoldng
acrpss The howry real estate market as afluent buyers move
{rarm anline searches 1o working with agents and making femal
purchage decisions.

PROPERTY TYPES IN MOST DEMAND

Across JamesEdition's global luxury propery marketplace (wisare
listings slart &t €500,000,* of roughly S580,000 USD), detached
homes and villaz rermain the dominant drav, caplunng 66.2% of all
inquiries. Yet the demand inside this segment i evolving. Overall

i by 12 B e L e O S

GROWTH OF INQILIRIES FOR PROPERTIES
VALUED €500.000+

31.8%

18.1%

15,0 I

Detached  Attachod Ontver

Bosre diveafoeon oo 0

intesast in detached homes roge 15% between 2024 and 2025,
although their share of 1otal inguities slipped slhghtly (-4.2%) as
other property Typsas grew at a fagter pace.

A cloger bk reveals striking shilts within the detached categary
itzell, inquiries for unigue estates swged by 78.3%, while casile-
style residences climbed 35%. Although these niche segrments
&till represent lesg than 3% of the broader detached category,
their share gains (45 E% and 10.4% respectively) are notable,
particularty given the overadl saftening of the segment’s markel
share

Interast in land also accelerated, with abssbie inquines up
38.2% and markel share rizing 13.0%. This underseores a clear
prederence among alfleent buyers for space and fexibility. Private
islands experienced & modest uptick in tolal inguities as well,
thaigh they ceded some relative shane.

These rends point 1o @ growing appetite for properties that
provide privacy, expansive surroundings, and the potential 1o
build, expand, or pregerve ag long-1eem |legacy asseis.

Hoswhene iz this mode visible than in Scuth Flonida, fast becoming
one af the waord's most active ultraliury markeis, In 2025, at
beast thres propenies over 5100 mdéon came to markel. The Jille
Zeder Group, affiliated with the Coldwell Banker Realty offices in
biami Beach and Coral Gables, hodds one of thesa thaphy listings
= @ 5200 rmillion, as-yet-to-be completed Famis Rafauli-designed
masiefplece on Indian Creek Island. Lisiing agemts with The
Jillz Zeder Group note that the scarcity of properties with these
atributes makes them especially sowght after among ultra-high-
net-wiorth buyers, These are the kinds of legacy estates people
buy and hold onto for generations” says Coldwell Banker Global
Lususy Property Specialist Danny Hertzbarg.

Atntached groperties = including apartments, condos, and
Ivwnhomes = algo posted a 31.8% increase afier rending
downward in 2024, This shift could posnt to renewed confidence
inurhan bueury markeis, particutarly among buyss seelking larger-
format unfz with multiple bedrooms.

Allaf this data hints at a bifurcation in lixury property preferences:
soame buyers are prioritizing the space and aulonemy of detached
bwing and unsgue properties, whie athers are being drawn back
1o high-end whan lifestyles.

LEOWELL SARKEH ULUHIAL LUNUHY® | THE THERD HEM



THE SWEET SPOT FOR BEDROOM COUNTS

Bedroom count, teD, remains an imgortant baramster of lesuny. In
single-famdly homes, 5+ bedroom homes socount for 63, 7% of all
inguiries. Both 4-bedream and 5-bedream inguines climbed year:
overyead, with Sbedroom inguiries rising 2.7% and 4-badroom
inquirkes nising 4%, whereas interest for 3-bedroom homes trended
derwn by 10%.

GROWTH OF INQUIRIES FOR SIMNGLE-FAMILY
HOMES BY MUMBER OF BEDROOMS

T

+2.7*

GO%

B0k

40%

+4.0%

0%

208

0%

-10.0%

5 o Grenter 4 3 2 or Less
w2024 w2025

oy, Jwmedfan oo A0

In the attached category, 3-bedroom properties are the sweet
spot with the greatest wolume of inquiries. But demand for 4+
bedroom properties is rising fastest, with 4-bedroom Inguines
up 4.4% and S-bedroom inguires up 4.1%. Mearwhile, interest
in properties with 2 bedrooms or leas fell by 8.8% year-over-year,

Surveyed Luxury Property Speclalists confirmed that higher
bedroom counts remain a top priority for their luxury cllents.
Mearly four in ten sakd that & minimism number of bedrooms and
bathrooms s the single moest “non-negotiable” featue for thelr
chents after location

These inaights offer a clear pletune of what buyers say they want —
but do thoose preferences show up i actusl purchases? To angwer

AMKER SLSHAL LUURY® | THE TREND REPONT

GROWTH OF INOUIRIES FOR ATTACHED
PROPERTIES BY HUMBER OF BEDRODMS
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ihat, we examined the 2025 zales data compiied by the Inatitute,
According to their numbers, the average luxury single-famély homa
sold in 2025 featured 4.4 bedrooms. Those fotals Tall just shy
of the fiwe-bedroom preference seen in JamesEdition searches,
These findings suggest that buyers locking for single-famdly
homes may be willing to compromiss on exact bedroam counts
when other wish list Rems, such as amenities, layout, design
quadity, or lecation, are met

NOMN-MEGOTIABLE FEATURES FOR
LUXURY BUYERS

Minimum & bedroomasbaths
Squarg footageroverall size
Privacy and security

Architectural pedigree/design guality
Views

Cutdoor living space
Frarret Cplvl Srmiy Dt { o'y Sorrvity. Mpwesensr 005

Howeser, three Badrooms have clearly Bacame 1he minimum
benchirmark for hxur y Buiyers @ the atiached secion The Instilute
found that attached properiies averaged 3.0 bedrooms, tracking
wilh tamesEditions seasch irends

SUPER-SIZED SQUARE FOOTAGES

Square footage tells another stery. In 2025, the Institute Tound
that the average lusury single-family home measured just aves
4,250 square feel. This iz nearly double the size of the average
meve single-family home (2364 square feet), per 8 second-quane
2025 analysis by Census Quarterly Stars and Completions by
Purpose and Deszign and the Mational Association of Home
Builders (NAHBE)." Attached luxury residences averaged anound
2450 square feet = 35% higher than even the average detached
home in the brosder marke

Al of thess findings poind ko & consistent theme: spaciousness
remaing a core marker of luxury, regardiess of the propery
catlegory. However, they also expoge how sharply the lusury
rrarket can diverge from the mainztream = particularly in a
gegrment where buyers are mone insulated from affosdability
préssures, rale movements, and broades sconomic swings.

AVERAGE HOME SIEE:
LUELIRY %5 TRADITIONAL

A
Single- Famity w
ittt 0% 8 Fra
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SIZE: THE GREAT LUXURY DIVIDE

It was nal long 8go when “les is mare” dominaled ihe houging
conversanion. Quisl luxury was ihe Buzzwoerd, and DUyers Aofoss
1he rosder markel were gravitaling toward emaier Bodmes,

MaHBE 2024 "What Buyers Really Want™ sursey® lound that whila
buyers g8y they wanl more space than they currently have [a
rmedian af 1, B0} squane feet), their desired home sipe = [Ust aver
2,000 saeare feel = |8 actually aboad 200 square feel kess than
wihal birpars wanted two decades ago.

in 2024, the National Association of BREALTORS® (MAR)* put the
median exsting-home size al around 1,500 sguare feel. Mone
recently, in he second quarter of 2025, 8 Census Quarierly Starts
and Cormpletions by Purpose and Design® and MAHE analysis
found that the median single-family sqiare ficor area was slightly
higher at 2,125 square feel = but il was a declne (rom the star of
the year MAHE atiributed ize shifis 1o mterest rate fluctuations,
“Home size correspondingly increased in 2021 as inberest rates
reached hiztoric lvws,” wiote BMAHE econtmizst Roberi Deitz in
20257 "Howeved, as inlefes] rates increased i 2022 and 2023,
ant houzing allordability worsenad, the demand for home size
has trended lawer”

In contrast 1o 1he broader market, where rising coste tend 1o
push baryers toward smaller hames, the data from JamesEdition
and the Institute shews The opposite pattern a1 the high end. Az
dernand has shifted 1oward larger and mone distincthve proparies,
affluent buyers have demonsirated a growing willingness 10 spand
mare for the space and uniqueness They wani.
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LUMURY ISN'T & NUMBER

Price has long been a convement way fof the ndustry 1o draw
& lire around the lukury market. But a= price thresholds have
elembed dramatically over the past decade, that line has become
increasingly blurry, exposing the limits of using cost alone 1o
define a |uxury propety.

The once-lofty $1 million
benchmark no longer serves
as the universal symbol of
high-end living.”

= HATIOMNAL ASSOCIATION OF REALTORS®

For example, the 1 million mark sereed as the wnoffecial ling
geparating luxury frorm the rest of the market Tod years. That's
no longer the case. Actording 10 the Malonal Association of
REALTORS® (MAR) and Realtor.cam®, " a buyer in 2025 would naw
rieed 10 spend at least 1.3 million to enter the lowest tier of the
Iuxury marked = roughly thiee times the national median lisi price
of $430,000. Hislorical data from the instiluie also shows that the
median price Tor properiies in the top 10% of aver 125 markets
hias Ballaomned by an average of 52-56% since 2020

AMKER SLSHAL LUURY® | THE TREND REPONT

Beyand inflation, rising luxury price thresholds also reflect the
predmium buyers wive are willing 1o pay for exceptional lifestyle
atiribuies and the ncreazng ranty of propenies that deliver them,

Inguiries for homes
priced €10 milion plus
rose 525 YOY globally

JamesEditon dala suggests that as demand has shifted toward
Larger and more distinctive properties, aflluent buyers have shawn
a greater willingness 1o spend more. Inguities for homes priced
abowe €10 millicn® (or roughly 511,728,500 USD) rase by 5.2% year
ovel yaar, with detached homses up 6.7% and attached properties
fizing an impressive 17%, This growth al the uppermost end of
the markel signels continwed appetite for rarity, privacy, and
architeciural significance = attributes that iranslate into boeh
lifestyle satisfaction and long-1em value,

£1ill, mosl luxury propedy Inlerest remaing concantrated within
che moderate lers on tamesEdition. For single-family homes,
ihe majoriy of inquiries ware for listings priced €2 million 1 £5
milllion (reughly 52355000 ta $5.5 milllion UES0), while attached
properties saw the most demand in the £500,000 10 €1 million
range (about $5400000 ta 51,7 mallion USD)

i el = o o el i i

GROWTH OF PROPERTY INGQUIRIES FOR
SINGLE-FAMILY HOMES BY PRICE BRACKET (£)

CHO0K-CIM  -E2M  CaM-CEM  ChM-E0mM

| 20Ea B 2025

i

GROWTH OF PROPERTY IMQUIRIES FOR

ATTACHED PROPERTIES BY PRICE BRAZKET (£)
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m 2024 m 2025
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These data points reveal the provestial "ale of two markets” -
one where the ultra-wealthy pursue landmark estates and one
where a broader pool of affluent consumers saek attainable luxury
defined less by opulence and more by livability, deskgn guality,
and location

THE SPACE PREMILM

The market dynamice of the past few years have made price
an increasingly unrellable marker of lugury, While corsumer
definitions of lwoury will continue to evobee, data from damsesEdition
and the Institute offer a preview of what could lie ghead in 20026,
Affusant buyers will likety continue pricaitizing properties with
larger formiats — whether that means distinctive property types
like estates and caatles, or homes with ample square footage
and genercus bedroom counts that allow them to comfortably
sccomemiodate family and guests.

As Ben Bryk, an affileated agent with Coldwell Banker Realty @0
Vero Beach, Flosida, states, “For most afftuent buyers, it's abou
lifestyle, not squase footage. O course, they st want fo make
sure it's 8 smart fmancial decigion”

Thiz trend 1oward informed abundance has laid the groundwork
fiot & e Blueprind for lumury Iving. Space, eapetience, and setting
are the signals 1o buyers that ithey e entered the luxury realm
long before they ever see the price 135 We (ake a closer ook 81
thiz in he next trend. B

* el it vyporm o daby n s - demormeated e, e e bare by comerienny, weh
ipprsle L5, dhiler arp v, proeveiied
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£200 MILLION

Represented by Jill, Danny & Hillary Hertzberyg,
The Jills 2eder Group, Coldwefl Banker Realty
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= affluent buyers increasingly demmand mose from thesr
Ahnmeg. theey're redefining luwy on their own 1ems = and

with i1, the bluepring for the medem uxury home.
Size still matiers, but the experience a home offers may matter
even mone. As Valefie Vieente, Lusury Praperty Specialist with
Caldwell Banker Realty in Denville, Calilarnia, explains: “Buyers
veant to Tive thesr best e They work hard and they play hard,
and creating a hame where they can relas, enjoy, entartam, and
seocanmodate mulli-generational living of wisiting = a priofity.
Their home becomes their sancisany.”

Condition, design quality, and amensdbes all contribute to that
gengse of sanciuany. But what specific qualities and features
cansistently check the boxes for 1oday's increasingly selective

buryers?

T fand ouit, we analyzed JamesEdition.com’ data, polled Coldwel
Banker Global Luxusny® Property Specialiats, and reviewed Coldwedl
Bankes's 2025 sald data. What materiatized (s a picture of the
prapery atiribules that resanate most strangly for affluent buyers
teday, and & patential playtook far sellers considering a move
in 20216,

Single-family homes now need a minirmum of five bedroomns;
atlached hiomes, af leazt three (a8 exploned in Trend 6). Cutdoor
living iz essenial = whether that means a full backyasd in the
gubugbs or a terrace in the city. Veews are highly prized scross
all progerty types. Privacy remains non-negatiable. And turrikey
harmes with architeciural pedigree continue 1o check the baxes for
burpers, whether it's a Spanish Medieranean estate in Califomia,
a Colanial Revivel in Connecticut, of contemporary designs just
about amywhene. That's only the start. Other features are quickly
mawing inta must-have territony.

SETTIMG, THE STAGE

A property’s seiting = ke Iocation, s views, 18 privacy, its
surrounding environment = often shages the first and most
lasting impression lod buyers. Bul it's alao the one aspect 1hat
carl be changed, making it one of the most enduring drvers of
desirability and value.
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“High-net-warth buyers tend o zers in on established
neighborhaads with stieng reputations that match the lifestyle
they want,” says Jade Mills, a Luxury Praperty Specialist with
Coldwell Barker Realty in Beverly Hills. “For buyers at the uira-
humury lewel, it's all about the special charactenstics they want,
They're asking: 'Does the kome have forever views = those
dewntown-to-ocean sightlines i the hilks or the open coastal
wiewe you right get in Malibu® Does it heve sereage or fat land,
wilich is wery rare in LA 7 |5 i truly private = set behind gates or
hidden from the strest? Does it have architectirad pedsgree? And
ks it n & bacation where the valse is inherently protected and less
sulnerable 1o markel swings?

Sk pubyh P B il P i O

@ Family Room

2 Acres of
PIRCY @ Yard/Gardens
Views

MODERM LUXURY HOME BLUEPRINT
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Muigi-Have: Location

MWearly hall of the surveyed Luxury Property Specialists sasd
properies defned by location are the most in-demand among
their chents = & reminder that in the upper tier of the market,
no leature can compensate Tor the wrong address, Yet what
distinguizhes an extracsndinary lecation from a merely good ane
i far more nuancesd.

TY¥PES OF LUXURY PROPERTIES
i HIGHEST DEMARD

2.9%

2.2%
2.2%

® Properties based on location

B Move-in ready of new construction
® Properties offering acreage/land

m Proparties with arge sgquare footage
m Waterfront

Properties priced competitively
but need a redesign

u Other

Mefuigt-Have: Yiews

Views play an ousized role in shaping desirabaity. Acconding to
gurveyed Lusury Property Specialists, 21.6% =aid their afluent
chents ranked views as their 1op non-negatisble after locaticn

Wiews and location ane g8l top priooty Tor the luxury Duyer,”
says James Campball, & Luxury Propery Specialist with Coldwel
Barnker Realty in Seatibe, “While they continue 10 o0 thest own
financial due dilgence, the lusury buyer is still preoditizing
remarkable views, location, and qualiny of the homa.”

The desine Tor a visual connection o water = whathar ocean, lake,
of fiver = continues o factor haavly far many aflluent buyess
Aooarding 10 JamesEdilion's dala, waler wews rank amaong the
secomd-most degifed amenies glokally. Coldwell Banker iobal
Lumwry &0k data shows how clogely thes desse tracks bo manket
perflonmance. More than kall of all CBGL ligtings 2okd in 2025
leaiuned a water view, while brue wateriran properies accountad
Tar just Td%. That rarity conbinues to command premium priceng
and diive swift absarption @ 1op coasial markes

True waterfront access is incredibly rare, and that Scarcity
eontinues 1odeive intense dernand.” says Linds Skolnick, a Luxury
Property Specialict with Coldwell Banker Really in Wasipar,
Connecticut

Fanoramic and scenic views also ranked Mo, 8 oh JamesEdiions
amenity list, underscoring their appeal across & wide range of
madkets = lrom mouniain destinations to cies whene sutloosk
and skylna matter.

Murst-Have: Privacy
Whether achieved through gated entries, malture landscaping,
naturad bulfers, of ganercus gatbacks, privacy has evolved frem
a praference o an expectation. In Coldwell Banker Global Luxury
2025 =old data, 45% of properiies included relerances 1o privacy
OF privale setlings = a notabla jurnp from 38% in 2024, Surveyed
Luxury Propedty Specialisis ranked privacy and seculity as the
fourth most imponan non-negotiable fos their clients

Murst-Have: Community
Beyond property lines, the surrounding community has also
becorme a vital piece of the kiwry eguation. A desirabla, wed-
located residence inday lypically balances serenity with proximity
15 finse diming, cultune, wellness, and educalon.

TP HOM-MEGOTIABLE PROFPERTY FEATURES
(OUTSIDE OF LOCATIOM]

J==l Minimum pumbes of
$—= bedromabathrooms 3?4%

28 viows 21.6%

[}?? Architeciural pedigrea/ 11.5%

| design quality

'[\@,J Privagy and security 10.1 %
i "

[T} outdoor iving space 9.4

I I Soquara footageovarall size 9.4%

This wend & consistent worldwide, Luxury Property Specialisis
gay. In Los Angeles, younger buyers are priontizing communikes
known foe top-tier schools and airong amenities, 2ays Michael
Edien, a Lusury Property Specialist with Coldwell Banker Realty
in Pacific Palisades and Sania Monica. In Chicago, bBuyess are
gravitating toward infill lusury developments and boutigue
enclaves that offer conveniance and praimiEly, adds Walkter
Burrell, 8 Lusury Property Specialist with Coldwell Banker Ragtiy
in Hapendille. And in Dubai, lifestyle remaing paramaunt: privacy,
gecurity, and accese 0 restauranis, schools, and esseniial
sarvices all make & big difference when chooging a property,
notes Sherry Briwl, 8 Lusury Property Specialist with Coldwall
Banker LAE.

LUXURY BEYOMND FOUR WALLS

Today's affluent buyers aren just looking at & home's gatting.
They're alzo evaluating properly condition, design, outdaos
spaces, and other amenilies beyond the four walls ag part of
unified praperty’s whole exparience. The data reflects this ehift
esght of the 1en most-geanched amanilkes on JamesEdeion are
tied to extemal of culdoor Tealures rather than what's inside the
hme

Must-Have: Property Conditian
Mozt affluent buyers want the immadiate gratification of turmkey
of mave-in-ready homes. Marny also prefer new consiruction for
itz modern featunas and customization options, ewen if il requires
oversesing the buslding process. This preference shows up again
and again throughout the search joumey, frem the way buyers
filter kistings 10 the specifications thay share directly with agents.

On JarmesEdlion oo, inguiies lor curmeni-year cConsiruction wane
up 9.5% from 2024 10 2025, Lukury Property Speciaksts echoed
this trend: after location, new canstruction and lully move-in-ready
homas were the most soughl-aler listings in thair markets.

30, 2%

of Luxury Property
Specialists said move-in-
ready or new construction
were highest in demand

Mursl-Have: Architectural Pedigres or Modarn Design

Affluent buyers Increazingly gravitate towand modemn, updated
homas bacause they defiver an “effortless” living experiance. |n
Many markeis, "modam” has become synonyrmous with “rhose-in
ready” 1's a signal 1o & buyer that a property offers 2151 cantury
amenities, high-quakity finishes, updated systems, and kyouts
aligned to haw people e and amertain today.

Surveyed Lusury Property Specialists ranked architectural pedigres
and ovenall design third among all mon-regatiable featunes for their
clientz. Thiz aligne with behavior en JamesEdition.com, where
moder conlinues 1o appear amang the 1op 10 mos1 seanchid
armenities



TOP AMEMITIES BUYERS ASE ABOUT AMEMITIES THAT MOST OFTEW HELP
DURIMNG SHOWIMGS SELL HOMES FASTER

k.
6.5% 5o
1.4%
I d =

Mo, 1 amenity Mo. 2 amanity Mo, 3 anmenity

8 Poolfoutdoos living

Home gymfwellness space
Srnart-home technology

® Qutdoor living space

m Officelslfwork-from-home setups
8 Office(s)fwork-from-hame setups ¥ Guesthouse/multi-gen fiving

B Guesthouses/multi-gen living

Dnm-:-.'-ell Banker Global Luxury zold data paims a gumularpfumure. TAE 10 MOST INGUIRED ABOUT FEATURES Entertainment spaces (theater, bar, game room) . E i (Evantor. bar, game \

One in four 2025 Coldwell Banker Global Luxury sold listings HET . sk o
oy Tt B Sustainabdlity features (solar, water systems) X

explicitly highlighted modem dessgn (3,791 out of 15,086, or = Smart-homa technology

25 1%). And realized demand has been rising, with relerenceas o 3 B Home gymaselingss space

madern design growing 53.1% in 2024 and another 26.1% in 2025, E Pl 12.18 v ol e (o Ly Survey. Mambr 3025 Eiar

Must-Have: Qutdoar Living Spaces “o- _ -

Dutdoar spaces, in particular, have taken on hEigh!EﬁEﬂ e buls Csaan ia Swaldr videi 10.31:' Sper Coichen Saray B0 LURFT Sun Nowrer X005

imgariance in the pos1-COVID era. lﬁ.r'l"ll'.'ll".'g 55 tracked feaiures 2 r

on JamesEdition, pools topped the list for the secand year in & J]'ZZ Garage 5.70% Sold data furiher reinforces this pattern. Mearly half of 2025  Musi-Have: Garages/Parking

rovw, Becounting for 12.18% of all ewry nguisies in 2025, Gardens =

ranked Moo 4 among the most searchad amenities, their ranking

Coddwell Banker Glodal Luxury sales incluged a yard or gardan
I:lil-“i|I F%), and 38.4% featured a balcomy, 1emace, oF patis = bath

Another amenity clossly tied 1o the lusury lifestyle iz the garage.
It may nat be the flashest space in the home, but it has becomse

unchanged from 2024, Terraces and balcondes alza remain 5.36% eonzstent with mulii-year dermand. Poals appeared in roughly  eszeniial for affluent buyers as car ownership rernains nearly
highly desirable features for buyers seeking private ouldons ane-third of 2ales (33.3%), suggesting they remain desirable but universal at the high-net-warth level. A 2022 Altiant report?
space, Fanking Mo 7 and Ko, 100 The data affirms that greenery, - rieay be batanced with ather Klesiyle featres depending on the foumd that 96% of affluent consurmers own at least one vehicle,
privacy, and connection 1a nature remain central to the modenm 3.63 rrarkiel A40% own two carg, and three-car (o0 more] households ane
Iuxwry lifestyle, reqardiess of whether a buyer iz searching n & e especially carmman in the LS. and China. Thiz trend could even
guburban, urban, of reson location. “Buyers on JamesEdition ] ke conditoning 2 g%
show a consistent preference for features that shape how they live ii* LUXURY HOME AMEMITIES IN SOLD PROPERTIES | 2024 ¥S. 2025
day 1o day” noted Ene Finnas Dahizmom, CED of JamesEdition
% Tarrnse E.E"-'Irx'

Az Ben Bryk a Lusury Propery Specialist wilh Coldwell Banker !
Realty in Wero Beach, Florids, sums up: "Luxury home buyers ,ErI:"
are lnoking for an indsor-outdoor Wlestyle with pools, spas, and q ;E@.l PanOEITIC SO view 2.49%
ouidoor kitehens = bul they wani a great location, whether its
on the oeean of & country chub golf course

e B yodern 2,23
Surveyed Luxury Property Specialisis echo Bryk's sentiments.
Maore than half of surveyed Luzury Property Specialisis repor & Balcony 2 04%
that poals snd cutdesor living envranmenis are the Mo, 1 amanity
buyers gtk aboul during showings, far outpacing every othes
categary. Even as a Ma. 2 of No. 3 amenity, pools and culdoor A T “...“.;:T ;-:H-r:fﬂ .G;."'.._"kE'Q; Privacy ?:r::;’
living continue to rank strangly. Duidoor living spaces alza help patio
hsarmes gell faster than almost any othes feature, the majoaty sasd.

Gomrrw ikl Ml St Loury [0 Sl (laty | 2024 W 23S

AMKEN G CHAL L LIEINY L THESD WESONT 310 0 Gt S 16 0 Wl B0 F LA LD AT GLOnAL LLunyY  THERS BET
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Qain mare prominence among younger UIHNW indviduals, who
devate a larger share of their wealih 1o luxury assels such as ar,
collectibles, and vehicles (alongeide real estale) as Altrata's World
LEira Wealth Hepon 2025 etated.

On JarmesEdition, garages ranked Mo 3 among the iop-requesied
features globally for 2025, while 47.3% of Coldwell Banker Glabal
Luxury sold properties incledad garage or parking mentions. The
gnong represenialion of velicle-relaled amenities reflecis a cloar
culiwral link betwean hisury homasamsership and car ownershig:
Far many high-net-warth buyers, a Secure Space 1or thes vehicles
is noww BE essaniiad as a pool or ganden, whether that means
sccommadating a growing EV leet wilh in-garage charging of
houging a prized codlection. For collectors, the garage fenctons
mare A% 8 shawnoam with clirmate-controd yatems, car lifte and
ebavalars, epoxy-finishad floors, and museum-style lighting thar's
an extengson of personal identity.

THE INTERIOR EXPERIEMCE

Az Vicana obgarved, hioury buyers want & sanctuary = homes
whede they can urwind, host, and “Tve their bast life” Incide the
wallg, that transiates to featuas that elevate comfon and well
being. Data from JamesEdition and surveyed Luxury Property
Specialisls shows growing demand for interior features designad
for climate comlon, health, restoration, and eass in everyday lite

Must-Have: Chmate-Contradled Envirammants

Inguirkes for climate-controlled environments rose an
JarnesEdition im 2025, with sir conditioning mavng Trom seventh
i sixth place among top-requested features. This Increass likedy
reflecis beightened wellness awareness, the realties of 8 warming
climate, and growing WS, interest in International markets
whede air conditionsng i not always standard. Highlighting this

cultural distinction, Coldwell Banker Glabal Luxury 2025 sold
data showed a slight dip in listings that speciically mentioned air
conditioning. {in the U 5., aér conditioning | 2o ubiquitous it often
goes undmentioned in |i51i|’|l§5. Bt in ey European caumries it
e sl :Ela'll'r'\&l:.' UM OImmoa. |

S1ilf, st |luxury buyers = especislly those in the U5, = expact
misch micde than air conditioning in their homes. H they'ne looking
at rmoderm new construction homes, they're likely 1o find comfor
iechnolagies such as zoned termparalune control, sir purilcation
gystems, humadity managemernl, and smart climate sertings that
can be adjusted throwgh mobds apps of whole-home sutomation
platfoams.

Muzi-Have: Hame Offices

Work-Trorn-home envifonments may nol appear among
JarmesEdition’s top-searched amenities, but they've becoms
no less esgantial 1o the modern lusury lifesiyle thanks (o the
normalizaticn of remote and hybrid work

Surveyed Luxury Prapemy Specialisiz noted the importance of
degcated, well-tesigned office spaces within the home, renkng
1hefm among the most asked-aboul amenities durning shwings
and the No. 2 feature masi likely 10 help & hame zell fagier.

M- Have: Weliness [nirasirie e

Surveyed Lukury Propesty Specialicts ranked home gyms and
wellness centers amang the most asked-about interior features,
For mary aflluent buyers, their expectation arcund wellness goes
far beyond & basie gym. Today's lusury homes increagingly leature
fully cantiited fitness studios for private rainng sessions; Pilales
fOOME; Salnas, stearm rooms, and cold-plunge poals; dadicated
yopa or meditation spaces; and resiorative Environmems

equipped with advanced amenities like cryotherapy chambers,
heigh-ceeypen fraining reoms, of specialized recovery technologees

Must-Have: Multi-Generational Spaces

Guesthouses and multi-famdy configurations ales ranked strangly,
&% surveyed Luxury Property Specializis noted rsing demand for
miilti-generational spaces ke guest guites, detached caxitas, and
fexible secondary dwellings thal balance privacy with connaction

THE NEXT MUST-HAVES

Wilh & new generation of affiuent buyers gaining mfluence, watch
for the Ikt of lukury beme non-negotiables to expand. Prionites
that might feel farwand-looking today could quickly became
standard expectalions 1omMormoe

The mafket g already I'.'l”EI'II"II',I minis of what the next wave ol
luxury must-haves may intlude

Burrell iz seping these shifts firsthand in his Napervilla/Chicago
rnarkel. Health-focused [ayouts, seamless indoor-cutdoar living,
and energy-efficien systems like solar, geothermal, and EV
charging are rizing to 1he tog of his clients’ wish ligis. Flaxible
spaces [kat Support remobe work and mulli-generational living are
in high demand;” he sayz, “Technology inegration has become
& bazeline expactation. Buyer demographics are shifting = older
downsizers want low-maintenance elegance, while younger
afflsent buyers Tavor elean, modam design and authenticity avel
forrmality. Ouldoor amenities such as pools, kitcheng, fire feates,
and privale recrealion areas ane increasingly essential*

Of sourse, these priodibes valy by market. In coastal regions
of Califeria and Florida impacted by extreme wealher svenis,
demand is growing lor climate-resiliant featues Snch as impac
windowe, generatons, elevaled ar fortifeed canstrection, and fire-
resisiant matenals

It iz impertant 10 know lifestyle trends, but iU's also important to
know the value of these degign features that buyers are Ioaking
for” says Lori Fowler, 8 Luxury Property Specialisl with Coldwel
Banker Realty in Wagles, Florida. 7It 8 no longer simply aboul
megthetics, inanior design, layoul, of views, Savwy local agenis
sl undersiand the nuance between older properties, neation,
and ew propertaes built to new codes.”
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¥ WALTER BURRELL

HELPIMNG SELLERS SEE WHAT'S POSSIBLE

Juzt ag oan architectwral blueprint autlines the essential
componants af a Ell.llll:lll'lg. these mugt-haves offer a framework
for how today's affluent buyers are evaluating properties. Bul
a hlueprin[ isn't fixed. Az markel condiions shilt and new
generalons with -Euul-.mg EXPECLANONS enlar ihe arena, |.'II.I-TEI'
priorities will continue b adapl, and tha definition of *must-hawe”
by willl expand with them

It can, hivweser, offer some darection for sellers wemhing whether
10 part with their properties in 2026, While mos affluent sellers
dont reed To ge®, They may wan 1o el They |l loak 1o ther agents
o & clear siratagy on how 1o posilion thair prapeny 1o compete
and 1g achieve the price they want

The listinge that will periorm best in this amdironment are thoge
1hat defeser on the lull proemise of sancteary. As Jeremy Karmm, a
Luxury Property Spacialisl of Colifwell Barder Warbung in kew York
Cley, sums up, "Localion, condition, and scarcily rernain the most
defining factors influencing high-net-worh buyer behavior” Burrell
puts it anoiher way: "Only properes offefng rue architectoral
IS TENCToN, SLupsErion finishes, or exceptional locations command
presnium prices, while others &xperisnce langer markel iames”

Properties that align elosely with this blueprint will be best
positioned for exceptional culcomes in 2026, Thogse that fall
el can Still sucoesd, but may beneli froon pricing that reflects
how today's buyers define value. bn the and, it will be the agent
wiso provides the vision, helping selbers see what's pessible and
chart their next move with confidence. &

—Rrr |



FINAL
Perspective

‘While there are nuances in every market, the trends collactively paint
o a luxury landscape mewving toweand greater balance for buyers and
sellers in 2026, Speculative buying has legely faded, giving way to
a mave constdered, lfestyle-drven, long-view investing ethos — &
positive shifi for both sides of the transaction. With kess urgency and
miore thowghtfulness underpinning decisions, the pace of the market
miay fael slower than years past, but it slso marks a kealthier, mone
regilient era for luxury real estate

The cemtral question now becomes: Where will afflsent buyers and
sellers place their trust, their capital, and their bong-term visken?

This next chapter will be shaped by the confidence they have in the
markets, the professhonals who guide them, and the homes that
promise both emotional resonance and financiad stability. Demand
will continue to be propelled by priceties sweh as wealth presenvation,
geographic flexibility, welliness, design, sustainabdlity, climate
resillence, multipenerational living, and tumkey comvenience. Affluent
consumerns ae seaking propertes that suppon every dimenzion of
their lives = and they have contineally shown that they are mare than
willing to invest in the places, leatures, and advisors that kelp them
achigve that vizion B
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MASTERS of our CRAFT

Luxury Property Specialists with the Coldwell Banker Global Luxury® program are

trusted with over 5220 ?'??f!!lﬂ?? in 5.-!II mjfff{?ff + home sales each day,

with an average sales price of 5.?.,9 ?’ﬂ!fffﬂﬂ %

Consult with a Coldwell Banker (vlobal f..l.'.rr:.lj- .I"'r.r.-l.r.w'r'ry ﬂﬁrrmﬁsf rr-r.lr.-.l_;.'.
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DRE: {{License Num..}}
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