2025

Rk

REPORT

Presented by
The Avenue Team

The CHANGING
FACE of LUXURY



e

‘ i -'li'l‘n'.-_-ll-h "i::.l;-:-."._utﬂih -

i TREND REPD



Table of

Contents

5

Fxecutive Summany

7

Looking Forward
inn Luxury

10

Q&A;
Lusury Feal Estare
is a Brighr Spor

16

TREMD 1:
Pent-Up Demand
Gees Unlocked

24

TREMD 2:
The Quier Elire

34

TREHD 3:
Homes thar Murture the Soul

42

TREMD 4,
Mew Howspot Dirivers
of the Wealthy

52

TREHND 5:
Cleverly Curated
Mew Construction

61

Final Perspective

62

Resournces

COLDWELL DARKER GLOBAL LUMURY™ | THE TRERD REPORT 2025 3



Methodology

[ Coldwell Banker Global Luxury® program collsborared warh
the lostiowte for Lasury Home Marketing, Wealth-X. an Alaa
Company. in conjunction with Barron Consulmncy o provide
imsights ino wealth, real estate, property investment, luxiry

spending preferences, and emerging trends of demographics and
pencing prelerences, Eing graj

II RS TR

INSTITUTE FOR LUXURY HOME MARKETING

For The lrend Repore 2025, the Insvivure for Lusury [Heme Marketing analvzed che dara for che vop 10% of 120 LS. markers, Dara conmined is from November
« 2022 o October 30, 2024 and has been compatad by the Instite for Lusury Home Marketings data research parner and shared with Coldwell Banker

Global 1 uxury® based on informanion atained both prn.lu‘E:\ and il-u|r'||q.|:.. The Trr|1 1% & defined as a progerty in the T:lp 1% of any given markes, Thae

|'|||:t|rl. I:in e fImes O II\'! 1. ln‘.-"." (11]

Ocvober 30, 2024, Closed sales reporred laver than the monthly analysis pericd were not included, Properry-specific sales records were standardized, inaccurare
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correlare wo this analysis.
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is an-analysis of Sales Ratio and represents market spoed and marker type: where the sales rario is 12% or less, it is a buyer's marker. If ic is grearer than 12% and
less than 21% it is a balanced markee. Cheer 21% it iz a seller’s market. IF greater than 1009, MLS data reported previous manths sales exceeded the remaining

imvenmory pulled ar the end of the mond,

WEALTH-X, AN ALTRATA COMPANY

This regron [rreseins ata on the wealihy from the unigue and rrogersciiry Wealile-X Dhabase, the world’s mast extensive colleciion of curated rescanch and
intelligence on the wealthy. “Ihe darabase provides insights into their financial profile, career history, known assaciares, affilistions, family background. educarion,
philanthropic endeavars, passians, hobbies, interests and much more. Wealth-X's proprictary valuation model {as defined by net warth) assesses all assee holdings,
including privacely and publichy held businesses and invesrable assees. “Lhe dambase uses the primary business address 35 the determinane of 2 wealthy individual's

location

The chata regrresented in ihis fejuirt prowides a Ll\.!luplrh-'.'ll-\.in.l.' analysis and plll.'ilu of individuals who own an lest one jreceperiy aned leave a net-worih of an leas
%35 million.

BARTOMN CONSULTING LLC
Insiglar for shis repor s derived drom existing rescarch (oeerviews and surveys) Bamon has condocrad io she last 12-24 months. This rescarch bas been conducied
directly with the wealihy and dleir Ftnli;._-\\-l-ll'u.ﬂ inrermedsaries. Ru-,'|1||||: irl--l.!.lﬂhl. Foomees on fssues such as |-.|:_5r factors for miEgrazien in the bast rwo yedrs, priomies

wlici oy i“l:' mnad-haves of pexi location, laversd cities, lavdned ]ilt‘\l:\. IL'!\. aiid Lix CodiceTe.

."I.I'I.!.' data prm'h[ud for 2025 is hased an Wealth-X and Barton j'\-n'-di-rn-.'n:- determination as the an.\|y|ir~: WETE ONLEpast in Oeraber 2024

Disclaimer

2025 Coldwell Banker, ANl Ftil:hqa. Reserved, Coldwell Banker and the Coldwell Banker |nl_l|'.|:n are rademarks of Coldwell Banker Real Exme LG, The
Coldwell Banker® System is comprised of company awned offices which are owned by a subsidiary of Anywhere Advisors LLE and franchised offices which are

independendy owned and operated, The Coldwell Banker System fully suppors the principles of the For Housing Ao and vhe Eopeal Opporunicy Ace
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Consulting, Daca i deenied reliable bur not guaraneed for accuracy. The information contained herein has been compiled together for informanional purpseses,
The Coldwell Banker® brand is noa n'|.|l:i|~.F any recommendaions for acvion based on the dam within this report. Resders are f‘l'll::‘-ll!'.ti,'l,I 0 engape with their

appsropriate legal, sccounting and professional counsel belore implementing any suggeseed sctione The Coldwell Banker® beand, the Inarituee for Luxury Home
Markeving and Wealth-X, An Aliroa Company, in conjuncrion with Barmon Consulring have no liabaliny for ereors, omissions, or insdequacies in the informarion
contained hereln or for inperpretations thercof and shall nor be held liable for any claims or losses thar may rise from the implemenzacion of the dara in this repor.

The data i subject to change at any me.
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The Changing Face
— Ol Luxury

MICHAEL ALTNEU
Vice President of Global Luxury

he luxury real estae marker defied broader marker trends in 2024, demonserating
remarkable resilience, There are reasons for even more optimism in 2025,

This year’s Trend Report focuses on the positive momentum we lw:g:tn 1o seean the end of 2024,
.Llung with sumne pulcnli;tl 1.tialuplm: £ dr.':mug_;mphif. influences, and teends in wc.l.ll:h_r aFl..'i:I'l.tiILE
agpirarions thar could further steer the marker's course in 2025, "The mends we selecred — while
offering different perspectives of high-end property buying and selling - all point in the same
direction: the luxury segment is ex pm.l:fd to remain the :lliuiJLE| star of real estage.

BEEHIND THE TRENDS

To Rully appreciate the rends we're spatlighting rhis year, ir's cssenrial 10 understand the
underlying marker dynamics driving these trends, Some of these Ractors could come into play
as 2025 geis underway:

* A balanced market: The uprick in inventory levels ar the end of 2024 signals a move toward
normalization, with sales expecrad w follow, Buyers and sellers should alo have more
leverage.

= Lower rates could bring mixed relief: The luxury segment has been somewhat more insulated
fiom higher morgage raes becanse wealthy buyers are less likely 1o nead a morngage.
However, even those who do leverage financing could benefir from maore faivorable moregage
rarex in 2025, Further |mfi:¢:ril1g their purchning power, Srill, elevared prices and conztrained

inventory are likely to remain significant hurdles in the year abead.

* A shift from frenzy ro focus: The frenzied buying and inrense comperition of the COVILD-19
era are waning, lodays afluent buyers are much more discerning, driven by a desire for
quality, value, and lasting appeal.

* ‘The rise of the “long pame:™ Luxury property investmenrs, driven by new players in the
2025 marker, are expecied w0 be about longevity Buyers will seck properties thar check
u::uhipli.: buxes for them or their families, whether ics ::l!ﬂ':irlg them a Hexible I.':}'uui bea
various life stages, a diverse range of lifestyle experiences indoors and our, or strong potenrial
for appreciation — and they may be looking in non-teadiional luxury lecarions to find them,

2024: A LOOK BACK

”.sin!; data from the Institue for Lusury Home 3\'1.Ir|-c1:li|:|§; (“The Insticuee™), 2024 l:i.'[:.‘l"
with higher expecrations for sales than whar ultimarely marerialized. However, the lusury real
ectate marker proved resilient in the face of several headwinds, including international unrest,
economic uncertainty, and stubborly high interest rares.

‘The year began with a surge in boch invenrory and sales, fueled by expecarions of declining
interest rates. However, by mid-year, this momentum faltered. Despite a quiet resilience in the
luxury real estate market, uncertainey persisted as affluent buyers awaited the Federal Reserve’s
interest rare decisions, global and local political changes. and new real esrare regularory
implications.

COLDWELL DAKKER GLOBAL LUMURY™ | THE TRERD REPORT 2025 7



LUXURY HOM
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Fowece: The ngtdule for Luury Home Marketing

Bur a more oprimistic rone was struck in the final monchs of 2024,
Outlooks began to brighten in October when the uptick in sales
showed that the luxury market was responding o interest rate
adjustmenis,

Stepping into 2023, a sense of normaley is expected 10 return 10
the luxury real estare market. Buyers and sellers could be on more
equal ground than they have been aver the last few years. Many
may he adopring a more considered approach, priaritizing long-
term investment strategies over immediate lifestyle considerations.
Interestingly, the Juxury sector’s stability and growth over the last
twe yeas has led o an unexpected evolution, What were once
perceived as challenges, such as high-interesr races and limired
inventory, have fostered a more focused marker, with discerning
buyers prioritizing guality and long-term value,

& COLDWELL PANKER GLORAL LUKURY™ i THE TREND REPGAT 2025

A MARKET OF "QUIET RESILIEMCE'

Despite economic headwinds, high-net-worth buyers’ demand for
luxury propertics remains stead Fast. Markets have dhrived if they
are able to offer a blend of high-quality living, value, and lifescyle
benefirs. That may be one reason why we continue to see coastal
and sunbelr cities in such high demand, as the wealthy tend o
prefer locations thar offer warm climates, cultural amenities, and
vibranr social scenes, Locations offering both a luxury lifestyle
and affordabiliry also remain highly arracrive in chis new focused
miarket.

LUXURY SALE-TO-LIST PRICE RATIO
YEAR-OVER-YEAR

98.7" 98.6%

i In?'g“

Moy, 2022 - Oct, 2023 Mo, 2023 - Oct. 2024

B Single-Family Homes B Attached Propertios

Senarce: Thi besoitute for Lunay Homs Marketing















Q: WHAT IMPACT. IF ANY, HAS THE HAR'S

RECENT SETTLEMENT AGREEMENT ON BROKER
COMMISSIONS HAD OM THE LUXURY REAL ESTATE
MARKET SO FARY

Kamini Lanc: This is a tme when our industry has laaned ino
the classical learning and wisdom rthar becomes our value, Irs
been back to basics but in an updated way — a renalssance not
a reckoning. Agents are having more thorough conversations
with clicnes thar's really allowing agents 1w ap imo their unigque
relevance, cradibility, and autheniicin.

Jason \K’auﬁh; S0 far, the NAR seitlement hasn' signiﬁ-.‘.lnrh.'
disrupted the marker. The impact has been more metical in how
agents are interacting with their clients. A lot of time and enerpy
is heing spent in professional develapment, i.e., how fo have those
conversations and when o have those conversations with cliens.
Transparency and clear communication are csential in this new
environment. Thar's a good rhing.

s

Gée page B2 for & hull 55 of redonces

Q: WHAT EMERGING LUXURY COMSUMER TREMDS
COULD YOU SEE POTEMTIALLY INFLUEMCING
HIGH-END REAL ESTATE IM 20257

Juson Waugh: As affluent consumers reprioritize their lifestyles
past-COVID, theyre re-ovaluating what they expea brom a
property and the lifestyle ameniries thar ic offers. Ics a high bar
for chis demographic, and it keeps gerting higher [ see sustainable
technology and features like seamless indoor-outdoor living
CXpCrienCes continuing w gain traction,

Kamini Lane: We continue 1o keep our cye on the HENRY:
("High Earners Mot Rich Yet"), This demographic is growing at
I 3% — the fastest pace of any demographic segmene.” However,
not all of them are luxury real estare owners... ver. Homes thar
are turnkey, updared with smart home rechnology and efficient
o maintain will be partculatly desirable o this group. This may
mean scllers spending dollars to update and de-customize homes
o maximize interest. Additionally we see hoxury buyers investing
in wellness, and this extends to their home. Cold plunges. infrared
saunas, spa-like bathrooms, or tanguil cutdoor water features are
high on the want lists,

COLOWELL BANKER GLOBAL LUURY® | THE TRCND REPORT 2025
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Q: WHY IS BUYING A LUXURY PROPERTY SO
DIFFERENT COMPARED TO A HOME IN THE
TRADITIOMAL MARKET, AMD WHY DOES IT
REQUIRE A DIFFEREMT APPROACH, ESPECIALLY
MOW?

Kamini Lane: The difference is always in the derils, Trained
and experienced luxury agenes, like Coldwell Banker Global
Lusury® Property Specialises, are able to targer the best options
for discerming buyers. Loxury buyers want specific and unique
amenities and property feamures, Agents must kneow whar those are,
and the value that buyer assigns o those fearures, Lusury buyer
clients also expect a high level of client service and a concierge
approach to sourcing other vendors like luxury contrctors and
inrerior designers.

Juson Wﬁugh: .L"-".‘:I:-' client, u:g,al:ﬂ::;:\. uflludg::l., deserves a world-
class experience. Lusury Property Specialists provide exceptional
service, tilored o the specific needs of ench clienr. For many high-
net-worth individuals, confidentiality is alse paramoune. Agents
who are representing them must be discreet and atrentive to their
Wiggue requiremenis,

14 COLDWELL BANKER GLOBAL LUXURY™ 1 THE TREND REPORT 2023

Kamini Lane: High price point deals often include mulriple
stakeholders beyond buyers and sellers, ie., business managers,
arworneys, ¢, ﬁgnh need to be seasoned at navig‘:a,ring the
EHITII]‘]{.'K; l‘lﬁ lllal Blih{' '\"I'I:Erl rlla“}' Pﬂf‘.ic# are irl'\'l}lﬁ'ﬂd. -lll'l{] '-“.{E‘I}[
at negotiaring o ger 2 favorable deal done.

Jason Waugh: Luxury real emare is also a niche that demands
a high level of expertise. Having the Coldwell Banker Global
l.uxnr_',"lﬁ :il:-x'tgn:lriun next o their name :::'n:l:inl}' elevares their
authority and standing in the marker. But even more than thar,
it’s the collaborarion and nerworking that sets a Coldwell Banker
Luzury® Property Specialist apare., True success in this held requires
::ngﬂing educarion, collaboranon, Icn::w]c\clgt l.il!.'ll"ll'l.g. and access
to resources thar ensure a top-tier service experience for the elient.

Kamini Lane: Luxury Property Specialists alse have expansive
luxury nerworks, including sophisticated clienrele across the glabe
and often celebritics, luminarics, rovalty, and caprains of indusery,
1t's all about their connections.



Q: WHAT FACTORS ARE MOST INFLUENTIAL IN THE
LOMNG-TERM INVESTMEMT POTENTIAL OF LUXURY
REAL ESTATE?

Jasen Waugh: Beal cstate bs a sound investment, with historical
dara supporting irs Eun['. -term value, In the lase 10 years alone,
thl:' ALY ‘.‘r.]hl: hummwnﬂ'f SAWW O {'IEF.'!":.:I lnL“:"l,bl;' Ln thﬂ]r huﬂ\f '\-Jluﬂ
When Luuud:nilb a property, it's essential for ]Ju}-r.u to think
abour irs porential resale value. Facwors like locarion, ameniries,
and customization can signilicmdy impact future marketabilicy.
Hi.gﬂ'lly custamized homes may nmu::ﬂ e a smaller pml orhu:.':r-i.,
and potential buyers may need 1o underake renovations 1o suii
their preferences.

Kamini Lane: Luxury buvers have specific visions and wanis
a.::-srhctica]ly. but the numbers have ro make sense. 'I'radiriun.l.“}'.,
{fﬂ.l exlate ]Ia& L‘Eﬂl iii\'u]ﬂl | lHI'I-E-tE'I In il'l."l'ﬁil'l'iﬂﬂl al:ra[cg]r 'LI‘I
afuent individuals seeking o diversity cheir porrfolios.

Jason Waugh: Uliimarely, the luxury real estate market is driven
IJ'!' b“PFI\' J.I.'I.d d(.]'“-ltld wlll[: J.II'\T"IDI‘ IC\C].! I]Ill}' "u:.tl.ult }'f-d.l
4] }L Al ly Ihl llnlll. rl'r Irlb d.l'.'n'l..ll'ld EH[ !'Il.hl'l "I LB IIII.?I FH’H!'H_TI ILﬁ e “I'I‘u
strong. We believe luxury real estate continues to be 3 compelling
InVEStent opporiunin.

Q: HOW IS THE COLDWELL BANKER GLOBAL
LUXURY® PROGRAM ADAPTING TO MARKET
CHAMGES THIS YEAR?

Jason Waugh: Weie investing in our people. By providing
Coldwell Banker-affiliared aApEnrs with the latesr rools, rminlng.
and insightx — like The lrend H.:'purt, we're empowering them to
deliver exceptional service to our clients. Our focus on professional
development ensures thar our affiliared agenrs are well-equipped
to navigate the complex luxury real esate marker with both grace
and grit, and nat 1o mention the most advanced technology and
data-driven in:‘,i.ghis in the business! The most informed real estate
professionals are always going o give cliemts the best experience.

Kamini Lane: There are many unique needs for luxury cliens,
and our f_uxur}' 1';apq:l}' Sprc;iali.st:i are :ld.t:pt at creating bcspuk;
marketing programs using a variety of our tools, But che true asset
of our progeam is sur incredible plobal nerwork and hew we all
make time both virmally and in-person ro learn from each ather
and network, We always like to say, “Luxury Is an experience, not
a price point.” Our Luxury Property Specialists personalize their
approach and services For buyers and sellers with niche needs and

high expectations, B
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Inventary levels are on the i
up demand be the luxury r
silver lining in 20257
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n increase in buying and selling acrivity could be on the
horizon for luxury real estate,

lhanks o the Federal Reserve’s interest rate cun in Seprember 2024
—with fiirther reductions anricipared this vear' = luxury home sales
in 2025 are expecred w be more robust compared 1o 2024,

While high home prices and lack of inventory remain significant
hurdles, penr-up demand could emerge as a powerful driver
of market acrivity,. Affluent buyers and sellers, many of wham
paused their plans in 2024 1o watch how lower morigage rates and
new rules from the National Assodiation of Bealtors seotlement
played our, are now poised ro re-enter the marker with renewed
confidence.

Senriment appears to be improving not only among affluent
individuals, bur also among Coldwell Banker Global Luxury®
Property Specialisrs. Most rate marker conditions for 2025 as
“good” or “fair" for both buyers and sellers, anticipating a rerurn
o normaley and a sense of "business as wsual.” In particular,
they point our thar discerning buyers may encounrter improved
condirions n'-mp::rﬁ‘l [0 @ year ago, with a greatcr selecrion of
propertics and more purchasing power, thanks o lower morigage
rates.

‘They may have another reason for oprimism. According ro data
provided by ‘Lhe lnsdroee for Luxery Home Marketing (%1he
lnstitute”), whose revearch covers 120 of the top luxury markets
inm the U.S. vear-over-vear, the looury seement has demonstrared
remarkahls rr.,~~:1'1i¢|wc 4,:m:1p.:n:q{ "o r|1.r hr;:ni.:r real estare marker !
Per their statisrics, 2024 sales stayed close o 2023 levels and
projeclions suggest a strong close o the year, “Uldmately, real
cstate is a consiant far wealthy individuals = they will always need
to bury and sell propereics,” says Michael Altneu, Vice President of
Global Luxury for Coldwell Banker Real Estare LLC,

2025 BUYER MARKET CONDITIONS

B Good
B Far

B Challenging

To further explore this rrend and assess the pocential impact of
penc-up demand an luxury marker performance in 2025%, The
Institute conducted an in-depth analysis of 2024 luxury home
prices, inveniory, and sales patterns, “The hndings provide esh
Iﬂ\!!:hT'I :l!!l:{ h MCCASTS "-I\T r]'ll.‘ :\r'i.".'l.r Ji'll'.'l.l.i.

2025 SELLER MARKET CONDITIONS

Soaree: Coidwell Bankor Global Lusury® Pregerty Specialiat Survey 2024

LOBAL LUUPY™ 1 THE TREND REPORT 2025 =
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WHAT'S HAPPENING WITH PRICES?

2024 Price frened

Lhe standour story for 2024 §s the continued rise in overall luxury
home prives, despite slower annual home sales and uneven declines
in morgage interest rares, Dam from ‘The Institure shows thar
vear-over-year luxury home prices for single-family homes grew
by T.0%

T

twice the rate of the traditional marker at 3%, Luxury
condo prices grew by 6.5%, compared w0 3% in the traditonal
miarkct,

This price growth may surprise some, as slower sales and a shif
toward a more balanced market typically put downward pressure
on prices. However, invenrory shortages = particularly of high-
demand, move-in-ready homes — have been insorumenral in

|u.'cpin5_; prices elevared.

The limired supply of degirable properties acrs 2z a buffer,
preventing significant price declines and forestalling any market
crash, Tr should also be noted thar because of this -.1|a|1m:|lln., affluent
homeowners are on much stronger r-r-m.iug today than they were
In”u‘.l."tlll‘, the 2008 hnancial cnsis, thanks to substanoal home
equity gains over the last few years, Furthermore, all-cagh buyers
have surged to record highs in the luxury sector. By one estimate,
Redihn® reported that 45 pereent” ol affluent homebuyers in the
U5, used cash o purchase property in the hrst quarter of 2024 -
the largest share in over a decade, represenring a 44.1% year-over-
year increase. lhis level of financial security further insulates the
luxury market from Huctuations, keeping prices elevated.

1 ]1 C ongoing .‘il.'ﬂfl.'iT:l.' I":Ir. |1 Ji_'.!1|'. ‘il:!ILJ_|_"_5'|[-.1|'-rl:'r J11I’]'\'ﬂ‘-|ﬁ-|‘:'.1l.[:|.' 11|In1|.'.‘i

Y

conrinues ta drive pricing in the luxury seeror. IFa home mees the
demands of roday’s lifestyle- and experience-focused buyers, ic will
sell
homes that aren't selling are dropping, fueling the perception that
I:“.t'l.'l”. ]'H {1405 E‘”t'l.'\ are 1.|.I.'|. ]!11“15.

pushing median sold prices higher, Meanwhile, list prices for

At the same time, aspirational buyers have adopred a more cautious
approach. tocusing on affordability or waiting for porential
declines in home prices or morigage races, Perhaps ids one reason
why markets thar offer high-end propertics ar lower entry poinis,
such as St Louis, Derrair, Nashville, Charlorresville, and Athanta
{which ranked among the Top 10 howest U5, luxury markes, per
the Wall Streer Journal/Realtor.com Housing Marker Ranking”),
have expericnced such a boom

2025 Outlook

Home affordability is poised w remain a dominane theme in 2025,
particularly for aspirarional luxury buyers who wanr to enter the
market this year. At the upper end, even buyers for whom cost is
not a barrier are showing renewed interest in value — not just in
unique experiences and

MONCEAry [Crims, |\1Il n |!I\1!'H:F[il."1 l:'l”L'FiHE':

long=term returns,

Industry cxpens, -.1|-.1r:t_: with Coldwell Banker Global Luxury®
leaders, predict a continued increase in inventory for in-demand
luxury homes, such as move-in-ready propertics, new construction,
and architecturally or historically significant homes. This could
alleviate upward pressure on prices, especially if mortgage ates
decline, and porenually reduce the “lock-in effect” thar keeps
sellers relucrant ro move from their current properties,
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LUXURY MEDIAN SOLD PRICE TRENDS
YEAR-OVER-YEAR
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Seerre; The inasiute Tor Lusury Homs Marssting

However, if mortgage rates drop oo quickly, the opposite effect
could oeeur. High penr-up demand eould swilily absarh any
increase in inventory, driving home prices upward even more,

WHAT'S HAPPEMING WITH INVYENTORY?

2024 Invewrory Trends

As of October 2024, inventory levels For single-family homes
increased year-over-year by 14.4%, with condos and ownhomes
seeing a 16.3% rise, per The Instivure. Monthly new inventory
also saw growth, with single-family homes up 16.3% and amached
properties increasing by 7.8%.

Looking back further, inventory growth over the past 24 months
shows 2 more pronounced increase of approximarcly 30% for both
single-family homes and arached properries from November 2022
1o Oerober 2024,

While invenrory levels and new listings have sreadily increased, rhe
pace has been gradual, This measured growrh has helped stabilize
the marker, preventing significant price declines or surges. This
balance has benchted buyerns by offering more options without
disrupruing marker dynamics. Importandy, the luury marka
appears to be trending back wward pre-COVID norms, although
inventory levels remain 45% below wraditional averages, according
1o Fillow."
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basis — may have risen madestly along with new inventory, b
growth has been slow, There are several factors contriburing to
this dynamic. One major isue is the “locked-in effec,” where
homeowners are hesitant to sell because they are benefiting from
hiswrically low morgage mres, making it difficule o jusnfy
moving,

Addirionally, infation and supply chain disruptions have driven up
the costs of new development and renovations, further slowing the
pace of adding new desirable inventory to the marker. Concerns
about inflation, Auctuating interest rates, and global cconomic
instability have also made some luxury homcowners cautious

abour selling.

Many view their propertics as safe assets and prefer 1o hold onto
them raiher ihan lace the risks of TETVESting i LCeriain s,
Shifrs in buyer preferences following rhe pandemic, parmicularly
roward suburban and resorr areas as well as amenity-rich move-
in-ready properties focused around experiences, have left cerain
high-demand arcas with lingering inventory shortages.

20235 Ohrlook

ITinterest rates continue 1o decling, invenwory levels are likely 1o rise
further in 2025 as both buyers and scllers gain confidence in the
market. Data from October 2024 already demonstrates this trend,
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with falling rares driving not only increased inventory but
also a boost in sales. While many afluent buyers prefer
cash transactions, they could still benehit from rate cuts by
tapping intw their equity or leveraging faivorable Anancing
oprions, such as urilizing stock pordfolios.

Builders are incrc-.:singl}' optimistic  abour 2025,
ﬂrliit.'ip:“int; improved market conditions for newly built
single-family hames, according ro Nadanal Asseciation
of Home Builders (NAHB} Wells Fargo Housing Marker
Index (HMI)."

Penr-up demand is poised o play a significanr role in
shaping the direction of the 2025 luxury real estare market.

A surge of buyers reentering the marker could intensify
competition for the most desiable properties, pushing
already high prices even higher. Some experes® are already
cautioning buyers against postponing home  purchases,
noting that waiting for morigage rates o drop signihcantdy
could backfire if camperition spikes. In the carly manths
of 2025, huy{‘n could |m|:rn1'i;ﬂ|}r cnjoy less Frenzied
conditions, greater negotiating power, and more price
reductions,

LUXURY INVENTORY TRENDS
YEAR-OVER-YEAR
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As nowed above, the challenge for 2025 will be mainmining a
balance — too rapid a drop in rates could spike demand, erasing
any inventory gains and pushing prices higher once again,

Sellers who recognize that well-presenred, move-in-ready homes
are in highest demand will be hest positioned 1o capiralize on these
new market conditions, By making the necessary investments o
prepare their praperties for sale, they may be able to fully leverage
the apporunities thar lie ahead rhis year.

WHAT'S HAPPENING WITH SALES?

2024 Sale Treveds

Uhespire a strong stare 1o 2024, property sales have faced 3 nowmble
downrum compared ro 2023, with a sharp decline beginning
in June, followed by Huctuating wends over the subsequent five
months. This shift is largely anmibured o the ongoing effecs
of rising mongage mres in the spring, coupled with increasing
prices. Expeetations thar the Federal Reserve would lower i rae
later in the vear led potential buyers o hold off, antcipating a
decreasein mongage raves. (While many lucury buyers do ot base
their decisions solcly on barrowing costs, financing remains an
imporant camponcnt of the purchasing process, particularly when

a property is part of a broader investment or portfolio strategy.)

Thar said, the single-family marker has regained some strengrh
in recent months. As of Ocrober 2024, "The Instirute found thar
the number of sold homes in 2024 was only marginally lowesr
than the sune period in 2023, with a decline of just 0.36%. On

a more granular level, sales in Qcwhber 2024 actnally exceeded
those of Ocrober 2023 by 7.2%, a resule likely deiven by a surge
in new inventory following the interest rare changes in Seprember,
Furthermore, sales in Ocwober were up 11.2% compared w
Seprember 2024,

In contrast, attached property sales have remained slighdy below
those of 2023, resulting in a 3.2% year-over-year decling as of
Ogcraber 2024, However, much like the single-family marker,
Clemober 2024 saw a norable improvement, wirh sales rising 14.1%
from September 2024, alchough they did nor surpass October
2023 higures,

Ohverall, sales have experienced significant volatility over the past
few months, but the data points 1o a strong potential for increased
demand and sales if interest mees continue o decline,

25 Ohrloak
In the lusury marker, pent-up demand could be unleashed, leading
to higher sales in the near future.

The relagionship berween interest rates, inventory increases, and
sales is evident in the marker trends. High-net-worth borrowers
tend w prioricize Hexibility oves cost, making opdons such as
interest-only loans or adjustable-rate mongage (ARMs) appealing,.
particularly a8 these loans align with anticipared Ped rare curs
through 2025,

LUXURY SALES TRENDS
YEAR-OVER-YEAR
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the effeces of rising incerest rares. However. this rend was not
significanty observed in 2024, and ir is unlikely ro change in 2025.

As long as home equity remains strong, leverageable, and affluent
buyers continue tw have access to cash teserves, they will be well
positioned ro withstand the effecrs of higher rares and continue

make property purchases. Additianally, the continued strength of

the stock market will support the purchasing power of wealthier
Americans, enabling them o continue acquiring luxury homes,

An additional Facror 1i|-:r|}- e drive increased sales in 2025 iz the
expected rise in inventory levels, The slow but steady increase
in inventory over the past two years, coupled with a rise in new
listings cach month, indicares a growing trend. This will help open
up further CpTIonS for i‘ru}'rrs who recognize thar the marker is
more than likely to remain strong, both in terms of price and
demand, in the |u|:|g. lerim.

ON THE ROAD TO BALANCE

The Trend qur: 20024 forecasted thar the luxury housing marker

would shift out of neutral as the year progressed. The first half

of the year saw steady momentwm, bur activity bigged during the
larrer months of 2024

Looking ahead to 2023, the luxury real estate market is continuing
on this trajectory, gradually regaining its balance. While mortgage
rates and prices remain stubbornly high, oppormuiniries are emerging
for both buyers and sellers. Positive signs are already present. More
inventory is starting to shake loose. Pent-up demand and sales will
likely follow.

Géw page B2 for o hl 15 o

{_}t LELEE i tJlfll‘.‘ are :!ti.l.l SOIne ll]'l]x.[lu'“'“}. .I]ll.' F*.'dt'lld. E{‘.‘w["ﬂ‘}
pivor o reducing inrerest rares is expecred o clear markers and
boost rransactions, though ic may also sipnal broader economic
slowing that could wemper long-term growth. Addidonally,
natiunal trends may not elect regional variations, as factors like
||.3|L'I Bn:-'.'.'ll:l, m11_[r:|r|ﬂ!"l I‘ur[rrn:n. .'|nf1 hl?l]\ing t!l'n\:lllf] CAn m.1|-L|:'
cereain markers mare resilient te interest rare changes and polirieal
shifis, Markets in srares with low raxes, strong safety, desirable
lifesiyles, and business opporunitics are likely w outperform
athers,

IF sentiment is any indication, then the luxury real sstane market
is puised for a promising vear ahead, with opportunities emerging
for both buyers and sellers. As NAR Economist Lawrence Yun
declared du.rin:,_', the Residential Eeonomic lssues and Trends
Forum at the 2024 NAKR NXT, The REALTOR® Experience in

Boston,’

The worst of the housing inventory shorage is coming
o an end.” Yun projects 2 9% increase in home sales for 2025 and
a 13% rise for 2026,

Luxury Property Specialists share this positive outlook, pointing to
Favorable eonditions for boath buyers and sellers. The key word for
2025 iz balance, W
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How affluent women and the wealthiest members r::f Gen-X

are claiming a greater share of the luxury real estate pie. " Ly s
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baby boonters, millennials, and Gen £, HENEYs (“High
Larners Mot Rich Yet”) alwo enjoyved their moment in the
spotlight thanks to the 2024 Trend Repart.

l uxury n.-.'LI estale Conversations aften focus on a ||mi|!'ﬁ;| Cast:

But two demographics remain largely overlooked in the lusury
property spheres Generation X (Gen X) and women.

THE QUIET ELITE

Born berween 1965 and 1982 Gen X is the smallest age cohornt
by population. but is becoming a tising force in the luxury housing
marker. A generarion marked by carly independence, they were
dubbed “larchkey kids™ as they often had two working parents
ﬂ.nd. rcL'l.H'nfd. T tmpl‘} hﬂmﬂ:ﬁ -a.&l:'r SCJ'I.UUI. NUW\ k.n\'.'lwn a5 &I¢
_-b;llldwi.{.'ll H‘.‘II:{HI i.UII.“ I]W:ﬁ' &IE “ﬂlEﬂl b’:"l'\l'cﬂl'l 'i"il“t Il.l.u.:r'
supporting their children and caring for aging parents. Dhespite
the atention paid o millennials and the “Grear Wealth Transfer,”
GenXers” are actually next in line w inherit a significant chunk
of wealth as their baby boomer and silent generation parents pass
down their fortunes.

Underlying these demographic trends is a shift in the profile of
luxury homebuyers, A majority (47,9%) of Coldwell Bankes
Global Luxury® Property Specialists surveyed report an increase in
Arst-ime luxury homebuyers. This wrend is further supporred by
recent NAHR data’ from the P'rofile of Home Buyers and Sellers 2024
report, which shows that the median age of frse-time homebuyers
in 2024 rcached an all-time high of 38 years old. These findings
suggest thar first-time luxury homebuyers are increasingly likely 1o
be older, more established professionals in high-growth industries.

THE TREMD REPONT 2025

SHARE OF FIRST-TIME
LUXURY HOMEBUYERS

47.8%
16.2%

I ]
¥iou

Mo Linemer

Sounte: Coldwsll Ranker Gioha Lusurg® Property Speciaist Survey 2004

Meanwhile, affluent women are emerging as “the new face of
wealth,™ As McKinsey & Company once observed, many women
stand o inherit significant assets from their male spouses, who tend
ro be alder and have shorcer life eXpectancies. I’n_r 2030, the sTraregy
-.:unsultinl; firm noted, "American women are expected to control
much of the $30 trillion in financial assets that baby boomers
will possess = a potential wealth transfer of such magnitude
thae it approaches the annual GIDT of the United States.” More
women than ever are becoming primary breadwinners. Female
entreprencurs and bosses, particularly in wchnology and finance,
are lending this trend, Rising numbers of married women are
taking the reins of hnancial decision-making, including real esrare
investments,
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GENDER DYNAMICS AND HOME BUYING DECISIONS

B Both men & women have equal influence in decision-making for

—5.5% |
2.4%
0.4%

Souice: Dokhwell Barked Global Lunuy™ Projpedly Spocialsd Survey 2004

Even s0, a mere 5.5% of surveyed Luxury Property Specialises
inclicated that men are the sole dedision-makers in home purchases.
The remaining 94.3% said rthar women either share decision-
making power or hold primary decision-making authoring. Abaut
21% reported that women now are the primary decision-makers,
even if they may not control the purse strings entirely. Additionally,
47.9% indicared equal influence and joint purchasing power

between spouses.

B purchases and equal purchasing power

Wormen have mora influence on tha decision-making process for home
purchases, but man still §

ol the majority of the purchasing power

B Women are the prmany decision-makers in hame purchases,
but both men & women hold equal purchasing power

Men are the primary decisitn-makess in home purchases,
and they hold the mapgonty of purchasng power

Women ara the primany decision-makers in home purchases,
rnd thay incraasingly hoid the majorty of purchasing power

B Woman and increasingly the sola dacision-makars in homa
purchasing, wi

ith men's influence diminishing

The takeaway: affluent marded women are playing a bigger role in
the WA JOTIEY of :ml-.iy'n property |'|-I.Ir-L'|I:!!i'iI1E: decisions, L‘.‘-.F!L'L'i.‘-llE_‘.'
when it comes to spearheading propenty searches and negoriarions.,

2 Preference for Real Estate as a Stable fnvestment

Sﬂ.\'"?" -““J iu'“l':"l“il]dnl WD U’l{l:l '\"iﬂ'l' ICJ! calalc a4y a4 secure
and rangible investmenrt thar can preserve and grow wealrh, This
trend is most notable among single women, who are currently
outpacing single men in the housing market {and were second only
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o marred couples), per 2024 WAR dara.” An analysis by Lending
Tree™ using the lavest LS, Census Burean daca also showed that
singll: WOUTIEN EICAW EYWII A average of 12.9% of the uwurr—nﬂ:upind
homes in all 50 stawes, versus 10.06% among single men. “Lheir
preference for real estare also makes them significant players in the
lusury segment, where properties are often seen as both lifestyle
assets and linancial investments, As the architecrs of their families'
ﬁ,u:'l.lrc_'i, I.'I'!E}r are :!m masre [il[l.'g}' (4] !;I'.'I'.'I[ Pmpﬂ'liﬂ r}\ﬂt ﬂﬂ\fl'lhi“l.'
financlal security with personal and family-oriented benefits, such
as proximiry o schools or susminable living fearures. Additionally,
wonmen'' are also more likely to priorze prasimity o family and
friends when purchasing a home.

3. Financial Empowerment Thraugh Inbevivance aud Divorce

The ongoing transfer of wealth from baby boomers 1o younger
generations disproportionately favors women. Per the Ellevest
wﬂm:“ .'II'J.TJ Wﬂlf}l S“r\ﬂ;}' 2&14: Glﬂ.‘ﬂl’ WI:alrl'l .[-f-:lnﬂrl.'r 5“.“"1':{,1:
millennial and Gen Z women are inheriting wealth earlier in life
and using it o make significant financial moves, incuding ooy
real estare investments, Lhese younger women, often financially
independent, entrepreneurial, single, and child-free, view luxury
real estare not just as a stams symbal bur as a long-term investment,

Onher life events, like divorce or widowhood (per the same Lending
Tree report, wamen are rwice 28 likely as men 1o be widowed), can
also significanily impact women's financial sicuations, often leaving
them as sole homeowners,

4. The Rise of the Female Investar

Women are increasingly participating in real estate as investors,"”
with their interest spanning primary residences in exclusive
neighborhoods, vacation propertics in desible destinations
or income-generaning renral properties in thriving urban areas,

This trend reflecrs broader shifis in wealth-building svraregies,
where real estate serves as a stable and appreciating asser class,
Women investors !JrinE a nuanced um.{cr!.l.:mdillg of the market
and it dynamics, ofwen secking properties thar blend financial
performance with aestheric and lifestyle appeal.

THE LUXURY LATCHKEY GEMERATION CARVES

A HICHE

Gen X (aged 44-59) is emerging as the most inHuential cohaorr
in the lwwry real esrare marker, Confirming the rend, Luxury
Property Specialists report that Gen X is the most prevalent age
group among all luxury real state buyers, followed by younger
Baomers.

Known for their pragmatism, adaptability, and financial savvy, Gen
Xers wend 10 focus on high-quality assews and stable investmens.
When it comes to real estre, the sandwich genemgion may
prioritize rerirement planning or multigenerational properties that
can secommodate both childen and possibly an aging pasent.
‘Iheir focus on high-qualiy assers and stable investments: often
drives demand for premium homes in suburban and resorr markers,

THE NEXT GENERATIONAL POWERHOUSE

Gen X is currently in their prime earning years, with many holding
executive roles, running husinesses, or reaping the rewards of long:
term carcer growth, According ro a 2023 study by rthe Federal
Reserve," Gen X currently controls a significant portion of ULS,
wealth, second only w Baby Boomers, and is projected to surpass
them as wealth transfers accelerare,

Many Gen Ners have already invested in real estate, but are set 1o
be the first benehciaries of the “Silver Tsunami™* {or the *Grear
Wealth Transfer™) as they smnd 1w inhenir significant wealth from

AGE OF HNW HOMEBUYERS

Gen Z (ages 18-24) 0.3%

Younger Millennials (ages 25-33) 0.7%

Older Millennials (ages 34-43) 16.9%

Gen X (ages 44-59) 53.4%
Boomers (ages 60-77) 28.7%
Silent Gen (ages 78-98) 0.0%

Soliree: Dol Banker Glotal Luniy® Propmily Specalal Sy 2024
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GENERATIONAL WEALTH
5 IN THE U,S.
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their Baby Boomer or Silent Generation parents. "Lhis could gready
enhance their finandal capacity o invest in high-end real estare,
making them an even more influential force in luxury real estare
in years 1o follow,

GEM X LUXURY HOMEOWNERSHIP TRENDS

You might say that the “Larchkey Generarion™ has come ino
its own, unlocking the doors o lusury real esare (if chey have
not already). As their net worth expands and disposable income

HNW PROPERTY OWNERSHIP
GROWTH BY AGE
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increases, they will likely be looking ro Hex their Anancial musde
in the real estare marker. Lheir finandial stabiliny will porentially
allow them grearer freedom o make lifestyle upgrades (“want-
to-moves” insiead of “have-to-moves”) and grow their real esrare
pn'rlﬁ:l'uu\,

While Gen Xers may have a slightly lower average net waorth than
Millennials according 1o Wealth-X, their access o liquid assers
and strong desire for real estate investment positions them o be a
powerhouse in the luxury real estare marker.

As a whole, Gen X wends o view real estate as a key component
of their financial strategy. “They understand the long-term value
of property appreciation and often seck lusury homes thar blend
personal enjoyment with investment potential.

Case in poing: Gen X luxury homeownership in 2024 jumped by
104 in the span of five years = more than any other age group.
Fven :hnugh the Silent Generation and Biih}" Baomers sill hald
more luxury home ownership share currently, there is elearly a shifi

in ownership happening in favor of Gen X,

COLDWELL BARKER GLOBAL LUGCURY® | THE TREND REPORT 2025
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KEY PROPERTY DRIVERS MOST POPULAR PROPERTY TYPES

Functional Luxury

Multi-Generational Housing

Prime Locations

Strong Investment Potential

Wellness and Lifestyle Amenities

* Privacy

Smart Home Technology

Sustainability and Energy Efficient Features

BEHIMND THEIH 1HFL_UENC-E o 8.3%
With their focus on both inancial security and personal fulhbllment,
Gen X s set 1o leave a lasting impact on the luxury landscape, But
whar are the main Facrors drluing their infuence?

B FProperties based on location
1. Discerning Gien X Are Setting Luenry Real Estaie Trends
Like women, affluent Gen X individuals are driving luxury hame
design rrends in their own way, Gen X buyers are highly sclecrive Properties offering acreage/land
and value properties thar offer privacy, unique design, and lifestyle

Move-in ready

M Froperties with large square footage

amenities. '”1.:'_? also rmp]i:siex qualil:r over qu:lnli.l:.'. opLing fur
homes char align with their aspirarions and family needs. Gen X's

_ : Properties within a certain price range
approach to hwairy living emphasizes balance - berween work and p H 2

life, :I-;lmi]_ll' and pr.'r.'.unal time, and wrban convenience and pl:;i-.-::l'ul Mew construction
reErsit,
B Other
2. Sevaregic Refocarions and Second Homes
High-net-warth Gen X buyers tend o be drwn o properties in Source: Coldell Barker Global Lumury® Properly Speciafist Survey 2024
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emerging luxury markers, warertrone locarions, and urban cenrers
with strong job markers, where they can maximize return on
investment while enjoying upscale amenities,

Ar the same rime, many Gen Xers are investing in second homes,
aften in desirble coastal or mounmin Incarions, m use as vacarion
retreats or rental properties. This trend underscores their focus
il L!i:vmi!-}'ing investmients while |11:ii||l:1i||ir|E, access to lilestyle

upgrades.

While the oldest members of Gen X are vears away from retinement,
sume are already planning for the futare, looking for bomes that
offer immediare investmenr potental bur thar will suir them
later in life as empry nesters. Properties with single-story layours,
accessible bathrooms, and epen-concept living spaces may be high
un their lise of must-haves,

As they appraach retirement age, Gen X could also redefine whar it
means to live aur their golden years. They mighe seck propertics in
communities that cater to uctive lifesivles, olfer high-cnd amenities,

and provide access 1o healtheare and leisure acrivitics. Insicad of

d.ﬂwm:i:r.iﬂg in the traditional sense, man i Cen Xers could look o
upgrade to luxury propertics that meet their evolving needs,

When wviewed rhrough this lens, the broader relocrion wrends
rq'pr}n'n| h} the MEAjOFiTyY af Luxury Iﬁr{:pt'rl.‘)' Spn:.la!ish; in olr
survey take on new sig).\if:r.:tlltc. Abour 41% said thar their ]‘l.ig,ll«

aet-worth dients were now coming from out of state.

3. Motivared by Multi-Generational Requivemente

Sinee they're often juggling the needs of multiple gencrations.'™
Gen X s driving demand for luxury properties thar can
accommeodate a wide range of age groups and lifesivle needs.
These so-called “Gen X homes” or muli-generational homes,
are designed with fexible Aaor plans o accommodare bath aging
parents and adult chillen living ar home. They might indude
separate living spaces within the main houwse, such as privare
bedrooms and harhroom ensuites, guest houses, separare entrances,
soundproofing, and accessible design elements. Flexible layouts are
alsw highly prized, as 45% of Lusury Property Specialises revealed

in Gur survey.

Their propensity for legacy building could also lead them 1o
invest in legacy propertics. These propertics offer them long-term
Fnancial benelies of passin £ their wealth down o future EEmerations
but also the immediate lifestyle advaniages of creating meaningful
memaries for friends and family now,

4. Focus on Amenivies, Lifestyle, and Weliness

For many affluent Gen X individuals, real estare is more than
just owning a large home In a prime location: its about lifestyle
and expertences.'” “This peneration values properties that enhance
their overall well-being, nH"rfinE fearures like home gyms, spa-like
bathraoms, cxpansive outdoor spaces, and proximity to nature or
cultural amenities,

Seres prage GF Tor @ Nl 88 o rescasicers

HNW BUYER ORIGIN

41,0%

W Local

B Within the state
Ot of state

B Cutside of the U.S.

Source: Coagwell Banker Gl Lusury® Propenty Specatisn Survey 2024

Gen X buyers prioritize smarr homes, sustainability, and curing.
¢dg|n: d-.:tif;n features that -.1|'|gn with their moedern, tu;v;h-'unqu:gmlcd
lifestyles,

Gen X homeowners are not just strategic buyers. They're also sellers.
As they prepare to sell their homes and maximize their property
value, they could invest in high-end renovations with eco-friendly
1"[‘!'_’!-':""'{"1' mf“_‘fln fll:'_‘llgn. le Prﬂ:mlum ﬂmf‘njf“,'ﬁ fh:“' CATET T
a modern luxery buyer. These highly amenitized, expericnced-
focused homes coald patentially set new price benchmarks in
some markets.

THE HIDDEM POWERHOUSES TO WATCH

As a collective, the alfluent wonen and members of Gen X wha
compnse the Quier Elite wre steadily expanding their infuence in
luxury real estare. Their impact — perhaps nor enrirely visible now
e “'il] I'll:' {u”'l\r Tfﬂii?.l,'d O¥er lhl‘ nexy Fﬂ"ﬁ" :r"l:"]ﬁ ﬂﬂd Tl'lmllsh l'hlf MExXT
decade. With their pragmaric apprmt-:h to wealth bullding, unique
Lifestyle aspirations, and growing financial might, they are expected
to reshape the mandards of luxury living in new and exciring ways.
The luxury real estare professionals who undersrand 1the evalving
motivations and preferences of these silent power playvers will be
better positioned o serve them bater when their influence fully
materializes and becomes much londer in the marker. B
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A shift toward authentic, personalized design

Is rc*.rfmping Interior spdces in new anel excrting
ways, from style all the way to substance of
materials and amenities.
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Irrhcrc'si a sin];lc theme unil';lring quur}- heme ¢|L-xi.gn in 2025,
it’s that viroually anything poes. Or in the words of ane designer,
“thete ate people doing everything all the time,”
Personalization is more important than ever, Interior lj:ﬁis.l:ll‘l-ﬁ
are cmﬁ'tng spaces from the heart, hclping their clienes ereare
sanctuaries that have emational resanance and authentic spirir.
Rooted in slow design and quict luxury principles, this anything-
goes mentality is more “anti-trend” than wrend.

Rather than arranging everything perfectly in a room or following
Heeting tends pushed by inHuencers, affluent homeowners are
secking more personalized and audhentic design solutions. Theyre
lecking for homes that make them feel good, not juse look good.
‘Lhey want their properties w not just rellect dheir personal syle
and lifstyle, but also support their well-being and met their
practical daily needs,

To gain deeper insights into chis anti-trend, we spake with several
renowned interior designers and surveyed Coldwell Banker Global
Luxury® Property Specialises worldwide, They revealed a growing
desire for rimeless design amang their clients, including a focus

"By understanding the evolving
preferences of high-end buyers,
sellers can make informed decisions
about home renovations and staging
to maximize the appeal of their
property in 2025,” said Michael
Altnen, Vice President of Global
Luxury, Coldwell Banker Real
Estate LLC. “Staying abead of the
curve can help sellers position their
homes as desivable and competitive
in the luxury market.”

on quality crafismanship, authentic materials, indoorfoutdoor

merging, and legacy irems, As Jean-Gabriel Neukomm,' AlA, wold

us, "Our chienis usu:“}' don't think in terms of trends.”

Dl sy 82 lor & Tull B3t of resources
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WARM MODERNISM

Many allluent homeowners are sl ::mhr:n,'iﬂg “quict h.]u,:r_',"'
principles, praviraring roward balanced and harmonious spaces
thar offer a tranguitl respite from the seresses of the owside world,
As Lusury Property Specialist Kimberly Stuhler reports from the
Monterey Peninsula, "What I'm secing from my clients woday
is them Anding luxury experiences rather than the over-the-top
Juxur_l.' Thlng:\."

Lynn Griese, 2 Luxury Property Specialist in Midvale, Urah, agrecs:
“Lusury buyers wanr properries thar exude a sense of modern
elegance thar seamlessly integrate indoor and ourdoor living
spaces. Clean lines, expansive apen flaor plans, and generously
sived windows have proven o be enduringly appealing.”

Gricse is u,'h:.-zq‘rihing WA mm‘lcmis:ﬂ .m.;*] ir's r11|: TV ]mpuhu
d,::::igﬂ 51_1.'|4: aAmong mday‘s affluent hmncl'.-u!.'crs. :|cr;nrding o
53.9% of Luxury Property Specialists.

Stephanic Hobbs, Design Principal ar Los Angeles-, 5an Francisco-,
and MNew York-based Marmol Radzined prr:dif.'b‘: that the st:rlr.
which "draws from the Case Study tradition,” will continue tw be
a highly requesred sryle in 2025, Eschewing rhe starkness afren
associated with rraditional modemn design, “warm modemism
features a strong emphasis on indoorfoutdoor connections, open
Hoor plans, sleck lings, and strong geometric shapes, softened with
a natural material palette of warm woods, plaster, and organic
elements,” she describes.

Alabama-based architear Jeffrrey Dungan” agreed that “modem,
minimal, and warm” will conrinue o win the day.

Iransitional styles are also popular, as 24.1% of Luxury Property
Specialists reported. Although Neukomm works in a diverse range
of styles, he says thar rransitional style — a fusion of rraditonal and
|'I'.I"H:If"|\ tll.'";iﬂn. l"ll."ml"n 5= ]Iﬁ [h.f' most |'|:|'|:_"|F.1|rl'|T I:]E' ‘i.f:"n nlni{t" T:'l cre

Gew paoe B2 for o ol B of nesnges

TOP INTERIOR DESIGN STYLES

4.8%
Y Fr g

L 0.7%

B Warm modemism

Transitional
B Revival of Traditional Styles

Oithar

Surraaksm

B Neoclassicism

Source: Coldwell Banker Global Lizeury™ Property Speciatist Survey 2024
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is right now among his New York diens, 1 think most people see
the value of looking o the past to inform a contemporary design,
and we're seeing a lor more vintage pieces and derailing than was
the case a decade ago.” he says. He also adds thar he's seeing a lot
of warm tones = “in general people are staving away from anything
thar is oo bright, and want a more subdued look.”

R.:Lnkiuy, third AMOnNgE Luxury Property Specialists was the revival
of traditional sryle which seems o be largely marker-dependent.
In the Washingron, [LC.-Metro area, for example, “luxury buyers
have moved away from estentation, and are preferring to see
yuality updates that maintain the historic characeer of much of ous
local housing stock,” saps Luxury Propemy Specialise |1 Saddler.

INDOOR/QUTDOOR MERGING AND

WELLMNESS AMEMITIES

Biophilic design, which emphasizes the inegration of nature
intn inrerior spaces, continues W gain p-niml."it}' AMang affluent
homeowners. By incorparating natural marerials and woounes,
large windows for abundant satral light, indoor gardens, and
blurring the lines berween the indoors and aurdoors. designers are
im;rf-.mingh_r' I‘!u:il'lg tasked wich Creating spaces thar Pronome well-
being and eranquility for their clients,

Alchough not new — rthe design theory has roos thar can be
traced back to che mid-1980s" = it's eXPenencing a resurgence s
more homeowners want t connect more deeply with the nawral
wortld, Over 60% of Luxury Property Specialists identified indoor/
ourdoor merging as among their wop three lusury design fearures
thar are moar imp-ui;xr with ||:¢ir di{‘u[{. Th.![fi an ingcrease of 10
year-over-year based on the survey of Luxury Property Specialises
conducted for the Best of the Best 2023 g“idc.

As Marmol Radziner's Hobbs old us, “Clienis in temperate
climares, particularly in Southern California, want homes that
embrace indoorfourdoor living. Outdoor lounges with hreplaces
and dining areas bring people cuside comfortably. Wherever
possible, we add green roofs with small gardens ro extend char
outdoor/indoor experience to the second Hoor and enhance the
home’s connection o its surreundings.”

Meukomm echaes this sentiment, even far high-density New York.
“Ourdoor space is a major wish-list iem, Where possible, ics great
to have at least one terrace for private use and one for enteraining,
F."r'[.'l'l 'I'u"il.l'li'l'l I'-lrl';cr (4 gt [l “-'L'In: m['irl!: A ln.'lld |'[:f'|'r'J|'d i.LIIH.:Ii.I::IL'Ll
roning, with distinct arcas for grilling, cockmiling, and afficr-
dinner lounging. The seamless integration of indoor and ourdoar
spaces, i.e., bringing the landscape in during colder months, is very
much appreciared.”

For those homeowners who have the yard space, Hobbs is seeing
shaded platforms and gazebos for yoga, meditation, and relaxaton
as commonly soughr-afrer features as well. "An increasing number
of homeowners are requesting outdoor gyms and purting greens,
often accompanied by cold plunge pools and saunas, fora complere
wiellness experience.”

These ancedotal findings align with broader rrends as wellness

THE TREND REPORT 2025
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MOST POPULAR
DESIGN FEATURES

60.1%
44.8™
39.2%
26.4™

IndoorOutdoor Merging
Flexibla Layouts
Minimalist Assthetics

Functional Secondary
Spaces in Kitchens

LUnique Architectural Details,
Staterment Elements,
Hand-Made Pieces 21.9%
Sustainable/Eco-friendly
Design 20.8%
Wellness Integration
(Le., Yoga Rooms,
Meditation Rooms)

16.3%
10.4%

Statament Bathrooms

Lz of Heath-Conscious
Materiais

10.4%

Biophilic Design 9.7"

Eource: Coldwnl Banker Global Luwury® Property Specalist Survey 2024
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MOST POPULAR
WELLNESS AMENITIES

Spa-Like Prinmany
Bathrooms

Fitness Studhos
(ooa, Pilates, Barre, elc)

Lush Landscaping

Customized “Retreat”
Spaces

Saunas/Steam Rooms
Coid Plunge Pools
Zen Gardens

Treatment Rooms
(Massages, Facials, elc)

Meditation Rooms

Harnmarms/Turkish Baths

74.4™

47.4%
43.3%

31.5%
20.4%
14.2%

8.7

4.2%
3.1%
1.4%

Source: Coldwell Bandar Global Lusehy™® Property Spacialist Surmy 2024
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has become a central focus for many consumers. According
18] Mci\’im-.-}r's 2024 Furure of Wellness ulrv.'l::p.'L 8206 of LS,
consumers surveved prioritize wellness in their daily lives, which
tracks closely with 73% of UK. consumers and 87% of Chinese
consumers. This trend is especially prevalent among younger
generations, particularly Gen Z and Millennials,

In the lusury sector, homebuyers are also embracing wellness.
Luxury Specialisis repare thar health and wellness rank as a rop
ingerest for their clients, after travel, They named spa-like primary
baths, fitness studios (yoga, Pilates, barre), and lush landscaping as
the top three most popular wellness amenitics among their dients,
followed by customized rerresr spaces, saunas/sream rooms, and
cold plunge pools.

Dungan, meanwhile, is beginpning w see an  unexpeoed
L‘l::l:lTIl'H'rl'.lt'r:l' hl"lng COnned rﬂl LL¥] ]'tl'i ‘.Ij{'ntﬁ-‘ |ﬂ1:|‘:llll"'l:]”'“|{“:lr .\FJ‘.I:'S:
underground bunlers and zafe rooms, “They're needed for freedom
of movement, balanced with security from the unknown,” he
explains.

While safery fearures and safe ooms did nor rank h igh AMONE MOST
Lusury Property Specialists surveyed, this trend is likely client- and
market-dependent. In Luxury Property Specialist Adriana Trenev’s
experience in Pale Alro, “Security and privacy are key.”

FLEXIBLE LAYQUTS

Abter  indoor-outdeor  merging, Luxury Property  Specialists
ranked Hexible layours as the most popular design fearure among
|h.:‘ir .:'Iicnr:‘., A |1'|:!~!i1"i!l: |-1}'“'-" moans a Anar pl:m r|1.:1|: coninpes
to funcrion well Ihmughnul the ages and srages of life, :iHnn.*.'in[g|
hameowners to remain in the same home for years (or decades)
longer than is olten the cise for conventional home designs.

There may be a good reason for why Rexible ayours have been
on the rise. According to the National Associarion of Healtors
(MNAR)," the rypical home seller in 2024 lived in their home for
10 years. Thar number was higher than reported from 2000 o
2008, when the wenure in the home was only six years. As more
homewwaers stay in their homes lenges, they will need their homes
to change with the seasons of life — whether ir's kids growing up
ar moving out, caring for aging in-laws, or 2 sudden need 10 wark
from home, as happened during the COVID-19 pandemic,

'T.i“TM: ||.|.?¢|.Ir:|' FJ“]]'H.'FI i(.':i '!l;.il IJI’FL'T LRLLYE [[ i""ll" o | i“l'lii‘ '\FJ;ICCS-. ”L"I
'Zl_'r.:]ﬂ.':, Il:'rﬁ‘i ar .:'ll('l'ﬁ'l.'(‘"'i. l,'ti"l{"i'l !ﬂﬂnr 11'““5. ar ¢Ven an \"ﬁiil.ill:' an 1!1{'
main Aoor can be put in this category. Accessory structures — while
not attached o the main residence = are also increasingly sought-
afrer among buyers who wane the flexibiliny to house their parcnrs
or host guests while maintaining privacy, says Reggie lrving of
Dhuscbury, Massachusetes.

Likewise, [enniter Stuckey, 3 Luxury Property Specialist in Dienver,
says thar separate studios thar can be an additonal work space or
living space in the backyard are extremely popular with her buyers,

In Central Mew Jersey, “extended family spaces and firse-floor in-
law suites” are extremely desirable, according ro Luxury Property

COLDWELL BAREER GLOBAL LUGCURY® | THE TREND ACPORT 2025 39
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TOP HNW INTERESTS

% Travel 65.7"
%/  Health/Wellness S2.2*
‘{1\‘ Technology 35.3%
£, spons 29.1%
%" Cusine 28.4%
ﬁ Cars 24.2%
QS‘EES; Philanthropy Eﬂ'-"%
3 A 17.3%
Faghion T.a%

3.1%

Film & Television

Source: Coldwell Barker Global Luxury® Property Specialist Surity 2024

Specialist Jacqueline Haren. In space-strapped New York, “large
layouts are the wp priority, with smaller adjacent libraries or
nooks,” offers Neukomm.

UFY™ I THE TREND REPORT 20235 Tee page 02 bor

a had

f'.l'lmg-.m savs he's -w:ing opcn concepts evalve o hecome mul-

functional cn:crl:giuing SPECES, where vt have “a bar in the Iix'i:nl-;
racm and diming in the living room.” Tn that vein, he adds tha
butler’s panerics and “kirchen as social spaces” are among the rop
kitchen trends he's seting.

Luxury Properry Specialist James Campball reporrs a similar
finding in Seartle: “Ac trends for open-concepr living regarding
living spaces, kicchens, and dining rooms remain all the rage, there
has been a retucn of the butlers kitchen/ panty, The kitchen is sl
rht" PL"H.'!." T hi‘l.tl COAIrT, '“-'hl.[i.‘ TI'|.I:' th:l.'ll OVEns :ll'l.l.l I]i'rh“'ﬂ.\-ht"h are
warking evertime in the butler’s panery.”

MIMIMALIST AESTHETICS AMD

HIDDEN TECHNOLOGY

Mot surprisingly, Luxury Properry Specialists ranked minimalise
acsthetics as the No. 3 most popular design Feature among their
buying clients.

Hnlng hand in hand with "quu-r hlxur:n.r" an‘JPlrﬁ mentioned
carlier, this aesthetic r.'mp!'l:u-izts clean, simp!t lines and a lack
of ormamentation. This "less s more” philosophy is expressed
in neurral colors, open and uncurrered spaces, mulri-purpose
clements thar provide both storage and style, and hidden rechnology
o maintain a sleek and unobirusive look, The designers we spoke
to said that concealed storage and technology were top asks among
their clients.

“Inan effort to minimize the presence of technology in their living
spaces, some individuals opr w either avoid it alvogether or cleverly

B3t of resources



concesl digiral displays using buile-in panels 1w rerain an all-analog

look,” says Hobbs.

Meukomm agrees, saying, “clients usually prefer [rechnology] wo be
hidden and easy 1o use” Dungan also says he's seeing a return o
“the s'tmplj-c';r_'.' of In:r]'mnlng:,' rhar can run nFF].'nnr iPhone instead
n-F ul:hcr :u:para e S}"!Icmi :I.I'id WI’.IEITI*S."

MOST WANTED AMENITIES

Luxury Property Specialists report that state-of-the-art kitchens,
l}uldmr :I]I.l.‘ll.;lilling AL, ;H",I I'lluttil'l‘jc"l.'al Hung‘.‘ﬁ arc a.l'l'lﬂ"g
the mwst sought-afier amenities in today's luxury home market.

This list reflects a growing emphasis on lifestyle and functionality
among buyers as Luxury Property Specialist Laura Mobil of Naples,
Florida, has discovered: “The luxury real estate marker in Naples
is centered around the dient’s Expecrarion of a |1t::ur}' |a'i:r.-ir:|.rh-.
many of whom have combined the love of fness, cars, Family,
fing wing, and enterraining, which is reflecred in the amenities in
their homes.”

Diane Polland, a Luxury Property Specialist in Long Tsland, New
York, agrees: “Today'’s buyers are secking turnkey propertics that
offer all of the items on the checklise and thar varies by each
individual buyer,” she says. " Large spaces with open Hoor plans and
the srare-of-the-arr chef's kitchen are top priurlr}' an rwr:;n:m:-‘:
lise.”

While home offices came in fourth in the anking among Luewry
I'-‘rni_'l-cr[!.- Spc.::iafisn, Ni:ul:nmm LAY MosK af hi,: dicnu WANL

See poge 62 for & full B3 of nescacas

“privare snudios. often his and hers, a gym if possible, and as much
outdoor space as is feasible.”

MOVING TOWARD HARMONY

As the needs and lifestyle preferences of modern discerning
buyers continue o evalve, the movement toward persanalized,
funcrional, and sustainable dcsiﬁn will Iilu:[}' continue in 2025, By
I.'I.I'ldlt.‘l!'&i[}!l'ldi]'l.s and illrﬁul‘ik}mti.llg_ these trends into their homes,
scllers can position their properies o appeal o 2 wider range
af buyers who have come o view their homes as extensions of
themselves and their overall w:“-lw:ing. [ ]

TOP 2024 UNIQUE PROPERTY
PERSONALIZATIONS

* Underground safe rooms & bunkers

= Separate couples' sleeping quarters in
primary suites

# Golf and driving simulators
= Stylish hobby rooms

= Salon-style powder rooms with separate
entrance for stylists

* Petspas
* Podcast studios and recording systems
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The world's wealthiest citizens ave on the move

once again. Where are they relocating, and

whats driving their decisions?
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“Affluent inadividuals often relocate w optimize their hnancial anmd
litestvle circumstances, wirh max consideratons hrmg a primnn'

drive,”  explains  Chesterficld.  “High-net-worth  individuals
interviewed  expressed thar they would be actively  sccking
environments that offer reduced income, corporate. and property
tax burdens in 2025, o ensure their wealih is preserved and their
financial grnw:h is maximized.”

Jurisdictions with little or no income tx are highly appealing,
allowing individualy to retain more of their carnings. Dubai
:."x:'mp]iﬁg's this trend with zero income and {':Il‘l-il.':ll. gains raxes,
while U5, states like “lexas and Florida ateract \\'t':lltl'.l:,' residents
with no state Income tax.

Corporare tax  policies play a significant role in relocation
decisions, particularly for cnureprencurs and business owners,
Diestinations with Favorable tax structures. such as Singapore —
n!ﬁ:riﬂg the lowest COTPOrILE INCOmE tax in ASEAN ap 24% — e
highly atractive o buginesses from neighbaring counrries like
Indonesia and Malaysia. Similarly, Dubai provides a tax-friendly
environment W].IE!'E I]'I.itl]"r' |Jl.'|!|li.|“.‘.'|l!|l.'¥ quaj i.r}' rl.‘l E.N.EI!IFJ'[]IUIIL I-IUII'I
the 9% corporate tax, JI:IJ]'I'.iI:IE it especially uppmtiug £ VOUREer
entreprencurs and high-carmers.

Wealth preservation is another significant motivator, particulady

regarding estare and inhericance raxes. Locarions like Singapore
and Arizona eliminate these axes, :llluwing_ affluent families w
safeguard their generational wealth,

Property and consumption taxes also play a tole, Low propenty s
rares in PI:!L'I:'!i like Scomsdale or minimal VAT in Dubai reduce
overall expenses for residents, further enhancing the appeal of
these locarions,

Lascly, residency and visa programs designed for HNWTs avract
those loaking ro diversify their global foorprine. Partugals Galden
Viea and Mon-Habitual Resident (NHR) tax regimes, for example,
offer tax reliel and streamlined residency options, making it
comparable with leading world havens,

RELOCATION DRIVER #2: ECOMOMIC
OPPORTUMNITY

“The decision for atfuent individuals ro relocare is rarely impulsive;
it iz a carcfully caleulared move motivated by clear and compelling
factors, with cconomic opporiunity often mking cenrer siage,

“Our analysis shows that wealthy individuals recognize how
their location dirccrly impacts their ability o grow and protect
assers, pursue lucrative venmurgs, and access thriving mareets,”
says Chesterfield. “Whether u:v.:kiug ACCEss [0 |J-u-uu1i|:|1; markets,
capitalizing on  industry-specibic  opportunitics, or  ccaping
economic stagnation, their decisions are roored in the desire 1o
secure long-term success,”

In 2025, affluenr individuals will be more likely o prioriize
cities that serve as pALCwWays 1o |:|i;_;|1-gnrwi|1 regions, forecasts
Chestertield, These civies offer access ro emerging economies
and trade opportunities that are not readily available elsewhere,
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Barron's .1I.'l:l!:.'lGI:i high!:ghn internarional cines like Singnpnn- and
Dhibai, which offer access to the rapidly growing Asia-1"aclhc and
Middle Eastern markets and enable individuals 1o leverage robust
trade networks and region-specific investment opportunitics,
TI'I IFIE' l..r.:":” FI'L'I.“I.‘?I!-I'L' f:"‘EI'III}liﬁ'L"\. H Erlr‘l?“'ll'l hlll:] W.rlh T‘{'I‘l.?ll.l.\[
job creation and swrewide capiral investment, per the Arizona
Commerce Authority.!

A stable yer dynamic economy 5 a2 magner for high-net-wornth
individuals. Locarions with business-friendly policies, rransparent
regulations, and robust infrastructure create environments where
wealth can Hourish., Cities like Dubai illustrate this, offering a pro-
business environment with minimal bureaucracy, curring-edpe
infraserucrure, and an ecosystem that suppores entreprencurship
and innovation. In the past vear, the emirte witmessed a 30%

S pacys 02 for a bl I of resources
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surge in business licenses, with the Dubai Inrernational Financial
Centre (DIFC) recording 2 34% increise in new company
registrations, per government data obmined by Bloomberg,*

The wealthy eften relocne w align themselves with cities that lead in
l:;"l.' industries, enabling them ||‘5 stay at the forefront of innovarion
and capitalize on professional opportunitics. Melboume, for
example, is rapidly emerging as a magnet for businesses, starups,
and entreprencurs, while Austin has become a hub for affluent
individuals seeking o engage in the booming rechnology and
venture capital sectors. Topping the Milken lnstituee’s 2024 list
of the Best Performing Cities,” Austin is rapidly becoming known
as “Silicon Hills" = a nival ro Californias Silicon Valley = since
so many major rech companies, including Apple, Dell, Tesla, and
Google have ser up campuses. Similarly, cities like Houston atract

See page G2 Tor @ Ml e of rescasicers

MELBOURNE

lhl:!ﬂ' I.J WM B0 RCCTOIES ﬁltl.'l'l L J'I.L‘."I!Th Care, i"ﬂi'l’g‘ﬁ' i"l!"l.{l E'l.‘('h!"lﬂh!l‘t"}'.
With ies thriving venture capital scene and extensive industry
connections, Houston provides an ;1pp¢.1|ing environment for
entreprencurs and  busings builders, Ilr;|1_u.'::|il1g| o these hubs
il"i]"ﬁ'.‘\ il|“'|.|1.'l!|. il'li.!'l"f'il.!'l.l.il!ﬁ 8] L'IF:IiI]'H.E l1'|L'ir Flﬂrf;ﬁ.\'l'"l'l-lt 'I'If[\'n'l:]rk.'r
and remain closely connected 1o cunting-edge developments

Connectivity to global markers is another key driver lor relocation
among the weaalthy, Cites with strategic geographic locations
and superior aviation infrastrucrure, such as Miami, Dubai, and
Singapore, offer unmatched access to International destinations.
Thiz connectivity supports high-net-worth individuals in managing
global venmures, arrending internarional events, and maineaining
the flexible, cosmopolitan lifestyles they value,
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RELOCATION DRIVER #3: SAFETY & FREEDOM

After years of unprecedented and uwnpredictable umes, o is
perhaps not surprising thar wealthy individuals are placing even
higher importance on locations chae can offer them safery, securiny
political stabilicy, respect of their individual liberties, and quality of
life in 2025, "Safery will always be paramount, and it's even more
so today,” says Chesterfiedd. “The affluent are not only prioritizing
physlcal security for themselves and their Bamilies, butr also the
safeguarding of their financial assers.”

Ciries like Dhabai, S:ing.lrmn:'. Miami, and Scoresdale are part icula rl:r
artractive due o their SErOnE law enforcement, pulitic:ll sr:ul:liLi.I::r.
robust infrastructure, and  exclusive residential enclives with
top-ticr security systems. Per Barton, these cities offer a sense of
security and a high quality of life, making them ideal for Bamilies
and individuals ir.'rlcing a safe and prosperous furure,

Similarly, personal lreedoms, such az the ability w
express oneself freely, are imporoant o inrernarional
buyers who may live under more restrictive regimes. For
these reasons, |.|l,a.l.l_1- like Miami have become MAgnets
for the g,lubul wcalt]l.}' due o their |.H.r|'|1.ii.d.1h' stable

environments and cosmopolitan luxury coloore,

Ciries such as Seorsdale and Melbourne, while pn|-.1|:
opposites in termain, offer a different emphasis on
privacy and freedom, because their outdoor activities
complemeny their high-end real estate marker and low
Crime rates.

Culoure and communicy are equally imporrane, as many affluen
individuals feel more comfortable moving where n:.'-::-”r:tg,u::s,
friends, or relatives are based. For instance, both Db and Miami
servie as global hubs = Dubai connecring Asia, Europe, and Africa,
and Miami linking the U.S. and Larin America = offering world-
class ameniries and Tl1ri1.ring husiness OPPOITU RIS, For rthose from
4:|.L|lu|:.1||y' I:igh.t-l:nir societies, such as India, the presence ofala rge
expat communay offers an exira !a}'ur of comfort and |'::|11i|i.1riI:-'.

RELOCATION DRIVER #4: LIFESTYLE & CULTURE

The worlds wealthiest individuals are increasingly  secking
destinations  that blend  luxury  likstyles with rich  culoaral
experiences, according o Barron. Beyond marerial wealdh, chese
individuals value environments that cater o their refined tasees,

intelleciual pursuits, and personal well-being,

THE TREND REPORT 2025



“Cities offering world-class amenities, thriving cultuml scenes,
and narural beaury are drawing affuent residens and visitors who
want more than juse epulence — they seck a balanced, enriching
lifestyle,” states Chesterfield,

Cultural vibrancy is a key driver of relocation, Citict investing in
warld-class arts, .:|||in.1r:.' excellence, and crearive industrics are
p:irli-..'u|:|r|§.' -.i|1p-;:i|ing. For instance, Dubal has redefined igself as
a cultural hub with renowned muscums, gallerics, and festivals,
complementing its lusury appeal. Similarly, Miami arraces global
elites with evenis like A Basel, a diverse culinary scene, and a
cosmopolitan population.

Access to narral beaury and ourdoor living also plays a crucial role.
Lacations that combine sophisticated urban amenities with scenic
surroundings provide the balance many affluent individuals seck,
Melbourne’s iconic lindscapes and Lisbon's hisworic charm offer
a seamless mix of urban culture and breathuaking environments,
while places like Scorsdale and West Palm Beach deliver serenc
sertings for those craving tranguility and connection o nature,

Oppormunities for intellecrual and personal growth are equally
i.I'I'I.FII:]rf..'ll'IT. I.“!;h-lll].'lllrl\-' E'i‘lLii'.'I[IllI.'!l. I'll.".'l!l'i'lt'.'l.[l.".. .H'II:! I'I'IFI"."IHg
innovation ecosystems make certain destinations stand our. For
example, Lisbons emergence as a tech and creative hub atraces
those secking professional opporunities  alongside  culwural
fulfillmenr. ."iim!!:lrly. Austin and Melboume's innovative spirir,
celebrated food, and live music scene cater 1o those who value
creativity and collaboration.

COLDWELL BANKER GLOBAL LUNURY® | THE TRCNG ACPORT 2025 4
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RELOCATION DRIVER #5: CLIMATE

Wealthy individuals are naturally deawn o locarions with pleasant
climares, “since these environments support a lifestyle of leisure,
comfort, and year-round ouidoor living.” says Chesterheld,

Warm remperare climares, in |'.-;|r!ig'|p|.|r. ..1|,"||'|(‘.'I| o those mcu:l-rin[__;
tor escape harsh winters. For example, Lishon provides one of the
mildest climates in Europe, avolding extremes of heat or cold. This
makes it particularly appealing o expariates from Brazil, whe
find the weather familiar and welcoming, as well as individuals
from the UK. and the U5, Cities like Miami and West "alm
Beach in the United States have also ]ung been Eavored ].::.' affluent
“smowbirds” from colder northern states, Locations that offer
a perpemsal vacarion atmosphere with sun-soaked beaches and
vibrant social scenes will continue o arract ned nnl}- American
snowbirds, but also Canadians and Europeans drawn toa |il'|.--:|;§-|—.-
of endless summer in 2025, For Latin Americans acoustomed o
warm climares, Miami offers a seamless culoural and dimaric fir.

Dy, desert climates also hold stgnificant appeal for those secking
an active, vutdoor-oricnted lifestyle. Seottsdale, Arteona, is a prime
example, wirh irs year-round sunshine providing ideal conditions
for activities like golf, hiking, and tennis. ‘The city tends 1o be
popular among Californians secking greater alfordability while
maintaining their outdoor lifestyle, as well as those from colder
northern states looking for a scasonal winter escape.

THE TREND REPORT 2025
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Destinations with mild, pleasant weather will continue to aterace
wealthy individualy who want fulBlling lifestyles of leisure, health,
and well-being. Moreover, as more extreme weather events become
more common in the fumre, these locations could be increasingly
seen as havens of stability, enhancing their appeal.

RELOCATION DRIVER #6: VALUE FOR MONEY
Wealthy individuals may be insulared from the immediare
pressurcs of economic Aucruations bur are not entirely immune
to rising costs, “This is particularly triee for those in lower wealth
ticrs such as HENRY:s (High Earncers, Mot Rich Yet) and younger
high-net-worrh individuals (HNW1s) in the early seages of wealth
building.” notes Chesterheld.

Higher interest rate, escalating hoeme prices, and incrcasing living
expenses have made these buyers even more discerning, They are
less willing to pay premium prices for properties or locations that
don’t deliver clear, tangible value or improve their quality of life in
SOTIC WiLY.

For these reasons, value for money has become a key facror
driving relocation decisions. “Wealthy individuals in 2025 will be
increasingly prioritzing destinations where their wealeh stretches
further, allowing them to maintain or elevare their lifestyle while
optimizing, investments, J'rrrﬂicl!s Chesterfield. Por instance,
Lishon offers a cosmopolitan European lifestyle ata fraction of the




cost of cities like London or Paris. Despite rising property prices,
Portugal’s capital city remains more affordable, with lower daily
living expenses and opportunities w invest in a growing marker.

In the LS., ciries like Austin and Houston carer to affluent buyers
looking for luxury ar a lower cost. Austin’s vibrant culwral and
tech scenes offer high-quality living and spacious, luxurious homes
for significantly less than coastal cities like Los Angeles or San
Franciseo. Houston is another prime “luxury value cioy” offering
real estate priced bedow the narional average, a lower cost of living,
and lower energy costs,

value for

Onther luxury value ciies offer wealthy individuals gre:
thelr money when compared o their more expensive “dster cities.”
Cmne example is West Palm Beach. Located just two miles from
P'alm Beach and 65 miles north of Miami, West Palm Beach offers
a refined yer relaxed armosphere, with real estare oprions thar are
more aceessible than its pricier counterparrs.

Similarly, Seotsdale combines excellent infrastructure, a thriving
luzuery lifestyle, and properry prices thar remain anractive o those
relocaring from high-cost ciries in Califarnia,

‘These locations illustrate that even the wealthy appreciate the
benehrs of strerching cheir dollars furrher, allowing chem o invesr
maore .ulr.ﬂrj,:.i:'.ﬂl}r while enjoving a high standard of li.vi.ng. lor
many HNWIs in 2025, its not just abour maintaining an affluent
lifestyle = its about growing their wealth and maximizing valuc
wherever possible. B

COLDWELL BARKER GLOBAL LUSCURY®™ | THE TREND RCPORT 2025 §1
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new gn;m:mlin-n of residential dm‘-ﬂnpuﬁ

1% rcf.]m]rinr,, luxury living by prioritizing

sersanalizarion  and  carering 1w the
evolving values of discerning buyers, Moving
beyond mass-market appeal, these innovators
are focusing on high-end condo and boutigue
resideneial projects and lif:'h::r e-CenITic  Spec
homes thar caver to specific affluent buyer
segments and their expanding list of desires.
These  propemmies.  often themed  around
lifestyle amenities, eco-consclousness, climare-
proofing, architecrural nostalgia, and hyperlocal
experiences, are expected w not only be in high
demand this year, but also have strong long-tenm
investment potential,

THE RACE FOR FIVE-STAR AMENITIES
AHD SERYICES

Today's luxury real estare buyers expecr ameniries
riv.1|ing five-star  hores, Sy Broker Andrea
Sarumo-Sanjana of Coldwell Banker Warburg in
Manharman. "From valer parking wich detailing o
securing tickers 1 culmral events or in-residence
CALCRING for white-rahleclath dinners, r||...‘:|.- wani
‘o interrupion in service when :r.mti:inning
from VIP gucit o propery owner” Central
Park Sourh remains a Favarite for these “serviee
buyers,” while fashy new developments like
One Wall Street and Mandarin Oriental on Fifth Avenue offer
privite pu-;:lh, Michelin-starred d'u:il::g. a-t_'.'lla! services, and even
]'mdc.'u: ing s oo,

South Florida may very well be the epicenter for this wend. A
prime example i3 the $2 billion planned development ar Fort
Lauderdale’s 1.*1r5r.ur marina, .l;]'wnrhv.—mls'd |1:|.' Relared Ciroup, The
ambitious 40-acre Bahia Mar project aims 1o create a “mini-
Monaco” with a St Regis hotel, multiple condo towers, a beach
club, restauranis, re@il space, and boat slips. Meanwhile, in
Miami, branded residences such as Bentley, Porsche. and Dalee &
Gabbana lead the amenitics race; with car elevarars, private salons,
and 24-hour catering becoming standard. The latest entrane, Jean
Georges Miami Tropical Residences, will feature a Michelin-starred
culinary experience, appealing re global feodies. “Miami artracrs
diverse buvers, making it the perfect esting ground for branded
concepts,” says Danny Hertzberg of "The Jills Zeder Group. These
projects meet that ever-present lusury consumer demand for
wmkey living, enhanced privacy and security, unique experiences,
and of course, the prestige of a known hrand,

THE TREND REPORT 2025

Luxury suburban markers may soon follow suir, pr.:d't.:q: Cindy

Raney of Coldwell Banker Realry in Westpont, Connecticut,
“High-net-worth buyers increasingly seck full-service residential
buildings with 24/7 concierge services and resori-caliber amenities,
r1¢-.-.¢1n|~..r_-n whao address this demand will see qigniﬁmm inrerest
and investment.”

Smurre Selling Straregy: By offering exceprional amenities, concierge
TETTICE, r:'rf.'.‘n.u‘m" SECNTIT, J’J'.'.'.l’l'l HI‘.".I'I.{T{:}‘ ffl'.l'.'{f:’ FXRETIERCES, FJT.I‘FFFT.I'(“I
can appeal to discerning buyers secking a frvestar caliber lifesyle,

HYPERLOCAL LUXURY

Luxury real estare developers are increasingly adapting a hyperlocal
i||1p|'|_~|:||;11. creating exclusive enclaves that resonate with madern
affluent buyers priorivizing authenticity, community, and tailored

L'xl?l.'T](.'rlL'L'h. n"lhnh d Fl:h“][. ';li."n'l.'l';'lrll.'lﬁ AR T';.'H!H"“.l.‘i"lf I“ L
dynamic mixed-use, pedestrian-focused developmenrs anchored
with luxury residential, upscale retail, green spaces, and curared

T
n Il,

cxperiences,
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1% indicated they would be
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whiere o live, OF these rspondenis
willing 1o pay mone to live in a ws

Aprime r.'x.mtp]t is ) igin at S}'n!Fl‘an}' Park, a 61-acre Fl'.'.‘({-':'s:l‘l"l.ln-
l] if[ld.["r'. m i.x:‘.l.' s d.ﬂ'fl.u[_"]n'.']ll i]'l. dlﬂ\'l]i'_"“'[l I.-i'J ‘\'IL'EIIL'! '.133 lt'd [ {8}
open in 2027, “Ciry planners recognized the need w repositon
the Scrip as tourism, and it creared an oppomunity for
downtown Las Vega ination,
Brennan, CEO of Red Ridge Development. The spr
project will transform a historic pard into 2 new culeural hub
with 492,000 square feer of loeally focused renail, public works
of art and g a performing arts ce
luxury IT'dei.'HII'IquH'.t amenitics ranging from a hyper-os

'l'l‘{'il.]i. =l IJL'. .LFlu =1 I. '“. -‘llil'l L1|.Ih| 14] Pn'\- “Lt'-" maint
for peace of mind. “Residents have the opporunity 1o expl
something unique and local that they don’t &
adds Brennan.
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At s heart is Celle Tower, a collection of 240 Tusury homes
in the high 700,000z and penthauses starting from the
s | ady exceeded 5100 million,
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Enfrﬂ—f icient homes sold ﬁjr
3% to 5% more than homes with
Just a few eco-improvements,

.a::.t'mm’z'ng to Frededie Mac®

57% of homeowners said energy
efficiency promotion in listings
was very or somewhat valuable,
per a 2024 NAR report’

n“uxur:.' COMSUITIETS, (‘il}m_’iﬂ"‘lr' Millennials and Gen 7.
According 1o a recent Statista survey, 80% of Millennial
respondents and 66% of Gen 7 respondenis id tha
susgainabiliy was a key facror influencing their choices.
As these buyers come inta their wealth over the next years
aned decades, the shate of wealthy individuals who want
tw live in a way that rellects their value and care for the
environment will only grow.

“More of our clients are asking for these elements,” says
Paul Gudas, CEO of Skyview Builders. “lhey wane
scamiless indoor-outdoor spaces and lots of glass, which
led us o encrgy-cficient insulared concrere forms (ICF).”
He notes that TCF walls reduce energy loss by up oo 60%
i!”l'j.. Whl:'l'l i}alrﬂ.l '\\'i'h ﬂllur F!:l!'ll:'l:li. can flﬂ'lﬂr.i'll' CXLOCRN
power. Beyand encegy savings, Gudas emphasizes TCFs durabilicy
againgr fires, hurricanes, and carthquakes, adding, “It's a way w
maximize long-term investment value,”

“Buyers who make the choice to purchase properties thar integrare
progressive enerey features and green building practices are likely
setting themselves up for success when they later sell their homes,”
says Alexander Chingas of the Bross Chingas Bross Team, a Lusxury
Property Specialist with Coldwell Banker Realty in Westport,
currcrly listing one of Gudas' propertics. “The gap berween
sustainable propertics and rraditional builds will only widen in
COnSUMErs cyes.”

Swart Selling Staavegy: Incorporating simple, energy-cfficient updaees
or biaphilic destgn eleswents — such g indoor gardens and masimizing
matwral light — not enly contribmies to the mstatnabiltty of your
properey. bur alio creates a tranguil ving enviromment that appeals to
.r;"f' mmfena ﬁu’:rrp ra.l'H_j'f'J'.

THE HEW STATUS SYMBOL: CLIMATE-PROOFING

As cxrome weather events become more frequent and severe,
developers are responding with solutions such as hurricane-
resistant construction, flood-prool foundations, wildfire-resistant
materials, and energy-independent features, These enhancements
e {N'll_f 5;]1‘{'?"“;]“' Tl'l.l."ir in\'k.'h[n“.'nl.‘ﬁ- 1'"][ J!MT rﬂl{l“:‘.' iirng‘lt"rﬂ

THE TREWD REPORT 2025

costs by making homes more affordable w mainin and insue,
nuotes Gudas,

The move toward resilience comies at a eritieal time, ﬁccnrdinp_;
to @ recent Fillaw report,” nearly 90% of homehuvers say irs
very impartant (0 them thai the house they buy has at least one
climate-resilient feature. This trend is pronounced among younger
generations, A recent Freddic Mac survey” found thar nearly two-
thirds of Millennials rcpurttd increased concern about weather-
related events Lumpa::d to an average of 53% across other ape
groups.

Still, the allure of coastal living continues o attract many affluent
buyers, despite these arcas having some of the highest climare-
refated nsks.

Malibu propertics, in particular, are vulnerable 1o both hillside
crosion and wildfires encroaching from the cast. This dual
|E||".'a|: |1HTFI1F.|H::i ll‘."i":l{il“:r D“ﬁ-lirl I{I'lﬂl‘l:tﬂli L implri“f"[
several weather-related safeguards and protections ar Trancas,
a new collection of eight oceanfront and bluff-top single-family
residences in northern Malibu scarting ar 325 million. Concerns
abour wildfire provecrions rose in the wake of the 2018 Woolsey
Fire, rxpt.lin.-c E[n”:..' Harch, a Luxury Property .*:.pn'.LtI:isr wirh
Coldwell Banker Healty in Calabasas who represents the project
with her husband, Chris. " Trancas addreses those concemns head-

D e 00 for a hull Bsd of resorces



on. olfering a level of protection that is unprecedented in new
developments,” she says.

lrancas homes are dcsigncd o be resilient, I‘:r:u:urin;_; non-
combiistible  stucco, roofiop  sprinklers. and  solid  concrere
foundations extending 60 to 70 feet below ground. for exira
stability and proteciion. The community has upgraded s public
water infrastructure and p.mn(‘rml with a privan: fire FESPHOTISE
team for added s;,iﬂ:qg,', Tor minimize environmental imp-,in;q, cich
hame includes Tesla solar panels and Powerwalls, low-water native
landscaping, and modemist Har-roof architecture that blends wich
the narural environment. Ongoing effores to protect nearby Broad
Beach, including a protecdve rock wall along the shoreline and
replenishing the sands, further enhance the community’s long-

TCrm :'IPEH".IJ.

“These homes are often second and thind homes for people, o
we are taking every step that we can o alleviate their concerns
abou :11:||r.'in.t: an investment in a rural Malibu environmene,” says

Khaleghi.

In South Florida, some developers are redesigning their luxury
homes o mitigae the impact of rising sea levels and Hooding,
Francisco Perez Yoma, developer and founder of Chile-based
Empresas FI'Y, set a $25 million, 5,500 square-foot contemporary
waterfront abode on ten-foot columns, raising the home w 16.5

feer above sea level, Similarly, Brillhant Architecture designed a
raised residence in South Miami, supported by galvanized sveel
sriles,

As the demand for sustainable and resilient housing grows, these
innovarive approaches will nor just be a luxury — they will be
essential for CRSUring, the lnnp.-rrrm value and ln‘.}hjhr}r of our
communities.

COLDWELL BARKER GLOBAL LUMURY®
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Swmart selling stvategy: Highlight features thar affer protection from
extreme weather, swch a5 wareriight windmes and doors,  wind-
reséstant constriction, enerey efficiency features, seiimic upgrades or
fireproaf materials. By enphasizing these features, sellers can atiract
Buiyere who want a bome with lorgeviey that can stand up 1o vicks,

THE PAST IS THE NEW FUTURE

Historic propenics offer unique charcier, crafismanship, and
timeless appeal, arracring discerning buyers with a passion for
quality and preservation. “lhese homes are wsually owned by
high-net-worth individuals who value gualiey, preservation, and
design,” says Ali Ozer, Managing Broker and Luxury Property
Specialist ar Coldwell Banker Realry Phoenix-Paradise Valley area.
'lh::y also tend o be locared in prime locations and appreciare in
value over time,

In Mew York, historic buildings often feature high ceilings and
distinctive architectural demils, appealing o buyers secking
orginality. Agent Kate Wollman-Mahan of Coldwell Banker
Warburg notes that "luxury buyers gravitate toward cicher newly
developed properries inspired by clawic pre-war archirecrure or
modernized pre-war buildings with original layours and updared

amenitics like gyms and pools.”

THE TREMD REPORT 2025

Broker Jennifer Roberts of Coldwell Banker Warburg highlighes
Gramercy Tark's Rutherford Place, a former 19005 birthing
hospiral converred into condominiums, “These homes are anything
but cookie-curter, ﬁ:ulu:iug dramatic duplexes or wiplexes with
double-height ceilings and modern amenities, while preserving
original details,” she says.



Developers natonwide are merging old and new. In Greenwich,
Connecticut, The Glazer Group revitalized 2 historic lice 18th

century farmstead into Lhe Field Polon a luory condo-hotel
blending history and modem design, John McAiee of MNew
England Tand Team, who represents the propeny, belioves
the 13 units will areract a mix of buyers secking characrer and
funcrionality, including thase looking o downsize and corporare
clienis. Franklin, Tennessee, has a hisworically-inspired, mixed-use
develapment in the works by the NAT Nashwille Stanan Group,
Ser 1o break ground in lare 2024 or early 2025, "The Margin
Diserict will be designed to reflect the fabric of old Franklin, bur
will include brand-new retail, dining, and office spaces, plus 25
lwxury homes starting ar just over 32 million.

Oeher dn:vclupcn dre turning to ar.la]:-tiw: reuse as a way [ ap
into buyers' desire for historically significant properties that
authentically connect o a neighborhood's pase. In Beverly Hills,
for example, HBC plans to convert the historic Saks Fifth Avenue
building into @ hotel and 36 luxury residences while restoring its
1938 fagade, As lan Punanm, President & CEO of HBC Propertics
and Investments, puts it, the project will “maintain Beverly Hills'
village-like characrer, creare value for the ciry, and reacrivare

Wilshire Boulevard — bringing the commercial core into the 2 1se
century.

Swvatrt Selfing _":n.l'r':ﬁ;g_}'; By ;m.rrq_g.r.rr:ﬁ& Kighlighiing n properiys
historical ::"{'rm:lf':r.'ma' aned mipdere f]jfi'.l’i}-‘n'lc" amenities, sellers can :mfr
a compelling narraiive that emotionally connects with buyers weeking a
wntiggiee aned dimeleis home

PERSOMNALIZED VISION OF LUXURY LIVING

The developers who may be most successful this year are the
ones who are pursuing a curated approach. tailoring their new
construction projects t specific buyer sepmenes. They know who
their buyer audience is. They know where they live, how many
homes they own, whar their values are, and whar marrers most
to them., Every clement, from dq‘si]y'i. materials, and amenites
to location and “the how's™ of construction, will be thoughtfully
chosen with this buyer in mind. B

COLDWELL BARKER GLOBAL LUKURY®™ | THE THEND RCPORT 2025 %9
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Perspective

As balance and positive momentum are expected to take hold of the market this
year, the key question will be: “What will inventory do?”

Will buyers feel more confident jumping ino the marker now thar there’s more
property cholee and better moregage rates at their disposal? Will this fresh encrgy
give sellers more confidence o list their homes? We know rising inventory levels
will undoubredly boost sales volume = bur by how much?

Differentiating 2024 from 2025 will be the level of focus affluent buyers will
likc]}' be .'tp}ﬂ}'in;_; to thei property scarches, The Trend R-'.'pl.n t 2025 shows that
toeday’s buyers are not only discerning ac the highest levels but are also deeply
driven |‘|3-.' value — bath ﬁn.m.:i.u”}' and philnin]&h.ic:l“:r.

They're prioritizing move-in ready or newly constructed propertics that mect
their needs or the necds of their Bamilies For years 1o eome. They're considering
facrors such as bang-term financial upside, access o lueury lifestyle amenirics, a
strong sense of community, privacy, safety, and resilience 1o potential challenges
such s extreme weather events or increasing taxes. Wellness and sustainable
living fearures thar promore a healthy environment, and wechnology thar makes
their daily lives easier are also becoming more important.

lndwor/outdeor living and Hexible layouts remain high on the list of must-havea
for many affluent buyers. Quict luxury principles also continue to resonate with
this audienee, whe wam harmoniosus homes thar not anly laok good, bue feel
good. Not confined o taditional luxury cities, thev're looking at new global
locations that offer lower axes, cconomic opponunity. safety, the lifesiyle they
want, and grar weather,

With women. Gen X. and yvounger buyers playing increasingly prominent roles
in luxury real estate, the face of the modern luxury buyer is evolving. They'll
come 1o the marker with new aspirarions for hooury living and new expecrarions
for their luxury real estate representacives, Luxury Property Specialists must
understand their world and whar eruly mareers to them.

The marker predictions and wrends in this repont are meant o be the starting
peint of that journey to understanding,
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MASTERS of our CRAFT

Luxury Froperty Specialists with the Coldwell Banker Global Luxury® program are
trusted with over 5‘200 77l Z[[Iﬂ?ﬁ in $] ??’ZE[ZIOH + home sales each day,

with an average sales price of -51.9 miﬂfﬂ?ﬂ *.

Consult with a Coldwell Banker Global Luxury Property Specialist today.

T S

L ol

COLDWELL BANKER e,

*Dana hased on claged and recorded buyer snd/or selles transaction sides of homes sold for 51 million of mote as reparted by affdliates of the U 5. Coldwell Banker franchise gystem for the
calendar year of 2024, USDS. $20:24 Coldwell Banker. All Rights Reserved. Coldwell Banker and the Coldwell Banker logo are trademarks of Coldwell Banker Real Estate LLC. The Coldwell
Banker® System is comprized of company owned offices which sre owned by @ subsidiary of Anywhere Advisors LLC and franchised offices which are ingependently owned and operated. The
Coldwell Ranker System fully zopparts the principles of the Fair Housing Act and the Equal Opportunity Aot B 2HULPP_CB_4/24
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