CASE STUDY

DENVER MSA COLORADO 379 UNITS 4 ASSETS TAKEOVER 11-01-25

LEASES SIGNED - 6 MONTHS
| PORTFOLIO Alpine - Frameline

MSA Denver, CO

379 04 11-01-25 DENVER MID-MARKET

UNITS ASSETS TAKEOVER MSA SEGMENT

THE SITUATION THE APPROACH

Concessions doing the heavy lifting. Leasing 01 LEASING + MARKETING - ONE LOOP

and marketz'ng mn separate lanes. Lead Channel mix, tour conversion, and objection patterns feed back into spend

volume at 3 to 4p67‘ week acrossﬁ)ur assets. weekly. Dollars move toward channels driving signed leases — not raw
tours, not raw leads.

The Alpine Portfolio (three assets, 301 units) and Frameline (78-unit new

construction) were running operating patterns common in multifamily today —

parking bundled into deals, renewals on a notice-based cadence, channel

performance not informing where dollars went next. The acute case was Golden conversion ratios, lease-expiration roll. concession movement. Pricing and

Triangle, a new-construction lease-up sitting at roughly 40% leased while a renewal decisions communicated ahead of execution.

larger, higher-spec competitor finished construction on the adjacent parcel.

02 OWNER COMMUNICATION RESET
Weekly structured reporting on every asset: occupied %, leased %,

03 PRICING + CONCESSION DISCIPLINE
Deeper concessions held only on hard-to-move inventory. Parking treated
as ancillary revenue, not a closing tool. Occupancy lift earned through
conversion and retention — not bought through deeper discounts.

04 CAREER-TRACK LEASING

Performance-incentivized leasing talent converting at higher rates on the
same lead. At Frameline, maintenance queue worked down to current, on-
site experience reset to the new-construction product, pricing aligned to

comp set.
THE RESULTS FROM - TO - DELTA
LEAD VOLUME 3to4Fweek - 15+ / week 4)(
PER WEEK
GOLDEN TRIANGLE —40%eased - 71.4% leased +31
POINTS
LEASE VELOCITY stefted — 10+ / property / mo 106+ / MO
CONCESSIONS Blapleresphed — disciplined, targeted TIGHTENED
RENT TRAJECTORY fleto-compressing - up across portfolio up
CHARLESGATE has been a key differentiator in this market through their
strong marketing-to-sales execution and commitment to resident experience.
ALPINE INVESTMENTS Ownership Partner

m TEAM-POWERED w REVENUE LEADERSHIP w PEOPLE-FIRST Char‘lesgate,com



