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 33.93 acres

 Fully leased

 Tenants: Giant, low-end retailers and 

restaurants, community-oriented 

services

 Underperforming shopping center
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 Near I-95, U.S. 29, and MD 32 

 Easy access to BWI, Fort Meade

 20 miles southwest of Baltimore CBD

 30 miles northeast of Washington 

CBD
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 2 miles from the Mall at Columbia

 2 miles from Columbia Crossing

 Adjacent to Lake Elkhorn

 Extensive trail network in Columbia

 Infrequent bus service
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 Improve the viability of retail on the site

 Provide new residential options in Columbia 

 Improve existing infrastructure on the site

 Capitalize on the site’s location near Lake Elkhorn

 Transform a struggling shopping center into a community destination
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 Owen Brown Village 

Center is entirely 

within NT District

 NT Districts broadly 

defined

 Will be redefined in 

the coming years

Source: Howard County GIS
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Columbia, MD

 2014 population: 102,116

 Median household income: $100,252

 Maryland median household income: 

$74,149

 National median household income: 

$53,482

 Poverty rate: 7%

Village of Owen Brown

 2014 population: 9,602

 Median household income: $95,889

 4.4% lower than Columbia median

 Poverty rate: 6.43%
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 Labor force increased 20.5% from 

2005-2015

 Unemployment rates

 Howard County: 3.4%

 Maryland: 4.7%

 National: 5.0%
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 One of a few high-end market 

products in Columbia

 Retail amenities: specialty restaurants 

and shops, post office

 Residential amenities: rooftop pool, 

fitness center, green roofing, walk-in 

closets, washer/dryer, full-service 

kitchen
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Economy
• New high-end apartments
• Better-positioned retail
• Specialty restaurants

Environment
• LEED Silver
• New Stormwater 

management system
• Green roofs
• Reduced vehicle 

emissions

Society
• Improved connectivity 

to Lake Elkhorn
• New town square
• Wider sidewalks, new 

bike lanes
• Street grid

Sustainability
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 New town square

 Centralized community 
center, neighborhood 
recreation center

 Improved connectivity to 
Lake Elkhorn

 Will maintain ownership of 
the Giant, help fund 
renovation

 Increased customer base to 
Giant & retail
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 Reduced traffic speed

 Parallel parking reduces 
parking demand

 New roads, sidewalks, and 
bike lanes

 Increased tax revenue
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 Loan Term:

 Loan Interest:

 Exit Cap Rate:

 Construction Cost:

 Parking:

 Rent Increase:

 Expense Increase:

35 years

4%

6.5%

$159/sf

$7,000/space

3%/year

3%/year
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Developer's 
Equity

$6,458,975 
30%

Construction 
Loan

$15,070,942 
70%
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Acquisition $2,975,406 13.79%
Hard Costs $14,516,350 67.27%

Demolition & Abatement $240,245 1.11%
Construction $14,276,105 66.15%

Soft Costs $4,088,161 18.94%
Architecture & Engineering $1,044,000 4.84%
Marketing $160,000 0.74%
Organization/Professional $458,922 2.13%
Financing & Settlement $496,000 2.30%
Carry Costs $542,108 2.51%
Fees & Permits $401,983 1.86%
Soft Cost Contingency $155,151 0.72%
Development Fee (4%) $829,997 3.85%

Total Development Cost $21,579,917 100%

13.79%

67.27%

18.94%
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 Owen Brown MF Submarket: Stable

 Absorption rate based on rate at The 

Metropolitan (22 units per month in 

2015)

 Elkhorn Crossing absorption: 18 

units per month
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Sale Year 10
NOI $2,164,788
Cap Rate 6.50%
Sale Price $34,303,558
Loan Balance $12,642,225
Closing Cost $1,029,107
Net Proceeds $21,966,436

YEAR 11 SALE PROCEEDS AT 6.5% CAP 
RATE

Return on Cost/Return on Investment 6.20%
Return on Equity/Cash on Cash 20.66%
Unleveraged IRR 11.20%
Leveraged IRR 20.77%
Equity Multiplier 3.40

Key Financial Returns
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Construction Stabilization Sale
Year 1 Year 5 Year 10

NOI -$                  1,087,542$    1,867,365$        2,164,788$    
DSCR 1.36 2.33 2.70
Proceeds 
(after debt) (5,232,527)$      263,929$       1,040,883$        21,966,436$  
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Elkhorn Crossing will be profitable in every sense:

 Manages to blend the natural environment with the existing village center

 Creates a gathering place for Owen Brown residents

 Combines highly-visible retail with posh residential units

 Builds on the legacy created by James Rouse

 Proves economically feasible with viable returns
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Village Population Median Age % White % Black % Asian
% 

Hispanic/
Latino

Dorsey's Search 5,541            37.7              67.3% 14.1% 13.3% 6.0%
Harper's Choice 7,646            37.7              50.0% 32.6% 9.0% 9.2%

Hickory Ridge 11,357         38.6              58.5% 24.9% 9.7% 6.5%
Kings Contrivance 8,500            37.3              63.5% 18.8% 11.6% 6.0%

Long Reach 13,931         36.7              48.1% 30.4% 12.6% 9.2%
Owen Brown 9,785           36.7             52.4% 27.7% 10.9% 9.2%
Oakland Mills 8,639            35.1              48.6% 31.0% 6.1% 16.4%

River Hill 6,752            37.4              64.4% 6.0% 26.5% 2.4%
Wilde Lake 4,956            41.8              52.7% 34.4% 5.4% 7.3%

Columbia Town Center 3,108            40.3              57.8% 26.6% 9.9% 7.0%
All of Columbia 90,316         37.9              56.6% 24.6% 11.0% 7.9%

Source: 2006-2010 American Community Survey, Columbia Association

2010 Demographics of Columbia, MD



 90  private spaces, 18 on-street spaces

 Additional parking in other nearby lots

 Required number of spaces: 108 (1 per unit plus 0.3 for visitors)

 Secured parking

 $100 per year for residents, free upon validation for shoppers
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REVENUE
Retail Income 353,160 363,755 374,667 385,907 397,485 409,409 421,692 434,342 447,373 460,794
     Lease Up Vacancy (141,264) $0
     Vacancy 5.0% $0 (18,188) (18,733) (19,295) (19,874) (20,470) (21,085) (21,717) (22,369) (23,040)
Multifamily Income $1,791,926 $1,845,684 $1,901,055 $1,958,086 $2,016,829 $2,077,334 $2,139,654 $2,203,843 $2,269,959 $2,338,057
     Lease Up Vacancy (537,578)
     Vacancy 5.0% (92,284) (95,053) (97,904) (100,841) (103,867) (106,983) (110,192) (113,498) (116,903)
POTENTIAL GROSS RENTAL INCOME $0 $1,466,244 $2,098,967 $2,161,936 $2,226,794 $2,293,598 $2,362,406 $2,433,278 $2,506,276 $2,581,465 $2,658,909
Parking for Residents $100.00 Per Space Per Year $108,000 $111,240 $114,577 $118,015 $121,555 $125,202 $128,958 $132,826 $136,811 $140,916

EXPENSES
Multifamily Building Operating Expenses 425,501 438,266 451,414 464,957 478,906 493,273 508,071 523,313 539,012 555,183
Retail Building Operating Expenses 7,201 7,417 7,640 7,869 8,105 8,348 8,598 8,856 9,122 9,396
Parking Operating Expense $50.00 54,000 55,620 57,289 59,007 60,777 62,601 64,479 66,413 68,406 70,458

NET OPERATING INCOME Total SF PSF $0 $1,087,542 $1,708,903 $1,760,170 $1,812,976 $1,867,365 $1,923,386 $1,981,087 $2,040,520 $2,101,736 $2,164,788
Capital Reserves (PSF) 91,400 $0.25 22,850 23,536 24,242 24,969 25,718 26,489 27,284 28,103 28,946 29,814

OPERATING CASH FLOW $0 $1,064,692 $1,685,368 $1,735,929 $1,788,007 $1,841,647 $1,896,896 $1,953,803 $2,012,417 $2,072,790 $2,134,974
Permanent Loan Analysis Beginning Balance

Debt Service $15,070,942 (800,764) (800,764) (800,764) (800,764) (800,764) (800,764) (800,764) (800,764) (800,764) (800,764)
Repayment (12,642,225)
Total $0 $263,929 $884,604 $935,165 $987,243 $1,040,883 $1,096,133 $1,153,039 $1,211,654 $1,272,026 $1,334,210

Sale of Project
Sale Cap Rate 6.50% $16,731,422 $26,290,821 $27,079,546 $27,891,932 $28,728,690 $29,590,551 $30,478,267 $31,392,615 $32,334,394 $33,304,426
Cost of Sale % of Total 3.00% $501,943 $788,725 $812,386 $836,758 $861,861 $887,717 $914,348 $941,778 $970,032 $999,133
Total Return $16,229,479 $25,502,096 $26,267,159 $27,055,174 $27,866,829 $28,702,834 $29,563,919 $30,450,837 $31,364,362 $32,305,293



 NPV (Year 10):  $4,237,849 
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 Site marketed towards millennials and young families

 Marketed as a property with urban amenities for a fraction of the cost

 Target people who work at Fort Meade who want easy access to the fort
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