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Building momentum

How a different market shaped a new Simonini

By LAuRA WiLLiAMS-TRACy

A good idea never goes out of style.
For Alan Simonini, whose name 

became synonymous with luxury home 
building two decades ago, an idea he 
made popular in the previous housing 
boom continues to burnish his reputa-
tion for high-end infill homes.

Simonini first wowed buyers in 2002 
with his City homes concept with 34 
attached brick homes along Kings Drive 
at the edge of Myers Park. Before the mar-
ket peaked in 2007 he delivered again, 
this time with Stephens Square, 24 lux-
ury attached homes priced as high as $2 
million at the venerable corner of Selwyn 
and Queens Road West.

But this housing market is quite dif-
ferent from a decade ago.

This time Simonini’s new company, 
Simonini homes, has a strong focus on 
luxury attached housing with projects 
in SouthPark, eastover, Cotswold and 
Dilworth in an increasingly competitive 
infill market.

“I could sell $1 million homes in 
Myers Park all day, but when the lot costs 
$600,000 that’s impossible unless it’s 
attached housing,” Simonini says.

As land costs increase and buyers 
demand in-town living, Simonini says 

he’s expanding his view of where he 
might build beyond Charlotte’s original 
luxury stalwarts. 

“We’ve focused on Myers Park, Dil-
worth, eastover, Cotswold and South-
Park but my ears perk up now when I 
hear elizabeth or Plaza Midwood,” Simo-
nini says. “The geography is expanding. 
Those are neighborhood names that get 
our attention.”

today’s projects tap the sweet spot of 
the luxury market that prioritizes loca-
tion and sensible living over the grand 
home theaters and gourmet kitchens of 
so many 10,000-square-foot suburban 
luxury homes built a decade ago. Simo-
nini says many of his buyers have already 
experienced living in a large house, and 
now they want to downsize, with a vaca-
tion home elsewhere. Most buyers are 
empty-nesters or have two incomes. 
Almost none have children.

Whereas large custom homes in 
places such as Ballantyne and The Club 
at longview made up the portfolio of 
Simonini’s previous company, Simoni-
ni Builders, today he’s building just 10 
custom single-family homes but 35 city 
homes in the the urban core.

The largest project is SouthPark City 
homes, a cluster of 27 townhomes on 2.6 
acres at Fairview and Closeburn roads. 

Simonini’s largest city homes proj-
ect underway is SouthPark City homes 
at Closeburn and Fairview roads with 
26 luxury attached homes. The project 
is designed by newport Beach, Calif., 
designer Bassenian-lagoni, which 
designed much of The Preserve at Rob-
bins Park, site of the 2010 homeArama 
in huntersville where all homes open for 
touring were built by Simonini’s earlier 
company, Simonini Builders.

Simonini homes’ other city homes 
projects include two projects in easto-
ver. one is at huntley Place and Prov-
idence Road near the two-story harris 
teeter and will include three attached 
townhomes priced at $1.2 million each 
and one single-family home priced at 
$1.5 million. nearby on Alberto Street, 
Simonini is building Colonial Park City 
homes with two infill attached homes 
selling for $800,000.

Simonini is under construction on 
nine townhomes on lombardy Circle 
near Freedom Park with seven in the 
complex already sold. 

In the housing boom of a decade ago, 
developers readied lots and builders like 
Simonini delivered speculative homes to 
buyers eager to purchase as much home 
as they could afford, counting on rap-
id appreciation to make the investment 

solid. 
Simonini Builders, thrived in that 

environment, and in 2006 at the height 
of the expansion, Simonini Builders was 
the first custom builder in the nation 
to win the prestigious national home 
Builder of the Year award from Profes-
sional Builder magazine. Four years later, 
amidst a recession that decimated home-
building locally and nationally, Simonini 
Builders announced it would wind down 
operations. 

It was a seminal moment of the indus-
try — evidence that few would withstand 
the implosion of the housing market. 

Simonini Builders co-founder Ray 
Killian now runs Queens Capital, which 
focuses on land acquisition for residen-
tial development. “There’s a tremendous 
demand for lots for builders, and it’s dif-
ficult to buy,” Killian says. “The private 
developers prior to 2007 don’t exist any 
longer. Most of the builders by necessity 
have to buy and develop their own lots.”

he and Simonini still own lots togeth-
er and consider each other close friends, 
but Killian says he no longer has the 
desire to build homes. “We had a won-
derful company and built great houses 
together but the decision we made to 
wind down that company was a good 
decision,” Killian says. “We did it in a 

special report: Charlotte home

alan simonini and his financial 
partner ray wetherington at the 
site of the upcoming lombardy 
city homes, simonini’s newest 
townhome neighborhood
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noble and admirable way, and that’s why 
we are both able to do business now.”

Alan Simonini started his new busi-
ness picking up much of old company’s 
remodeling business and started a new 
venture under the new name of Simonini 
homes. Though times were tough, Simo-
nini says he’s proud of the way Simoni-
ni wound down operations. “Simonini 
Builders finished every house, paid every 
sub and paid every bill,” Simonini says.

Simonini Builders former CFo Bill 
Saint started his own homebuilding 
company, Classica homes, targeting buy-
ers spending $500,000 to $800,000.

And Alan Simonini took eight employ-
ees, including his niece’s husband and 
former construction manager, John tam-
maro, and started the new company with 
tammaro as president. With Simoni-
ni in the role of adviser, the new busi-
ness completed some homes already in 
the works and survived on custom home 
renovations through the slow recovery of 
the housing market.

“They did everything to preserve the 
brand,” says emma littlejohn, a market-
ing, research and sales consultant to the 
homebuilding industry who works with 
Simonini. “What’s unique about Alan is 
that he kept the staff together.”

tammaro says keeping the core of the 
original business together has allowed 
Simonini homes to provide consistent 
quality that its predecessor company was 
known for. 

“We’re very well-priced in the mar-
ketplace against the competition,” tam-
maro says. “We have a team that delivers 
the package that many homeowners are 
looking for. It’s been an enjoyable ride. 
My focus is on making sure our people 
have a good quality of life working for 
us.” 

over the slow return of homebuild-
ing, Simonini homes has grown to 30 
people, opening a sales center and design 
studio a year ago on east Morehead Street 
near the Dowd YMCA. 

With the old way of doing business 
gone, Simonini has turned to littlejohn 
and Ray Wetherington, a former troubled 
asset manager for newDominion Bank, 
to assess opportunities to offer new prod-
uct or lots ripe for redevelopment. Among 
those projects were homes built by Simo-
nini at The enclave at Chrishall in South-
Park with homes priced near $1 million 
and Charndon Village, 33 carriage homes 
near Medearis priced at $500,000. oth-
er projects include Churchill in Cotswold 
where Simonini is building single-fam-
ily homes priced in the low $900,000s. 
It was an asset in limbo that needed new 
product. 

The lombardy Circle property was a 
troubled asset and bank purchase that 
took Simonini nearly a year to get ready 
for construction.

The traditional designed three-sto-
ry townhomes with Italian touch-

es are built on concrete slabs, a build-
ing method Simonini says is a response 
to problems many builders have had 
with conditioned and non-conditioned 
crawlspaces that are expensive to con-
struct and maintain and often still cre-
ate problems. 

Infill competitor Ken Smith, president 
of Banister homes, says Alan Simonini is 
leading the industry again.

“For a long time building on a slab cre-
ated a perception of low quality, but I see 
why he’s doing that,” says Smith, whose 
company focuses on infill single-family 
homes in close-in neighborhoods priced 
from $750,000 to $950,000. “With his 
name anything he does is gold.”

Whether it’s attached housing or sin-
gle-family infill, Smith says builders like 
he and Simonini are enjoying strong 
demand.

“We get calls from Realtors regular-
ly saying ‘Please tell me you have some-
thing to sell,’” Smith says. “This is some 
of the lowest inventory we’ve had in 
recorded history.” 

Such demand has Simonini, little-
john and financial adviser Wethering-
ton assessing potential opportunities 
across town. The trio says it has consid-
ered nearly a hundred land deals and 
potential development partners. Weth-
erington, a former member of the man-
agement team brought in at Charlotte’s 

newDominion Bank in 2011 to save the 
$300 million community bank from 
takeover by the FDIC, now runs Sarato-
ga Asset Management and helps Simo-
nini assess opportunities and develop a 
financial plan for each project. 

Wetherington brought crowd-fund-
ing to one project as a way to raise equity 
from people other than friends and fam-
ily of the builder. “Building speculative-
ly is tough to do unless you are experi-
enced,” Wetherington says. “There’s not 
money out there like there used to be.”

littlejohn says the local market has 
recovered dramatically and new prod-
uct is in high demand in desirable in-
town locations. having Wetherington 
on board to develop a financial plan for 
each project has helped Simonini move 
ahead, as does the semi-custom approach 
offered in Simonini’s city homes for busy 
homebuyers. 

“People want what they want now 
more than ever,” littlejohn says. “Peo-
ple don’t have time to go look at light 
fixtures. It’s about product that’s more 
compact that still offers open gener-
ous lifestyle inside and outdoor space as 
well.”
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John tammaro, 
president of 
simonini, stands 
inside of the builder’s 
design center
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kim barbee, interior designer with 
simonini, right, talks over options 
for an eastover city homes floor 
plan with angela butler


