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opportunities to grow into larger,
more upscale options as their
financial footing becomes firmer.
This method not only benefits
young families but also helps grow
a dynamic environment where
upgrades to similarly suitable yet
bigger properties are accessible.

As previously mentioned,
balance is important and it comes
forth in mixed neighbourhoods.
Picture a community that consists
solely of high-end luxury homes,
or conversely, only ultra-affordable
apartments. Both scenarios can
feel pretty one-dimensional. When
a development plan has a good
blend of different income levels,
it cultivates a rich offering of
amenities, diverse schools catering
to various ages and retail spaces
that adapt to the community's
needs.

Developers are increasingly
catching on to this concept and are
moving toward creating integrated
townships rather than isolated
enclaves, leading to more vibrant
neighbourhoods.

Another standout feature of
well-segmented development is
demand resilience. By including
both mass-market and premium
products, developers can

comfortably ride the unpredictable
waves of market demand. In Mah
Sing's M Series instance, its position
in the affordable range has been
a significant driver of Mah Sing’s
incredible sales performance. Itis a
smart strategy that diversifies risk
and strengthens market positioning.
Last but certainly not least is
value appreciation and community
vibrancy. In areas with existing well-
connected mixed communities, it
is common to see thriving social
infrastructure, effective public
transportation and an enhanced
quality of life. These elements do
not just contribute to a happier
community. They also support
long-term value retention and
appreciation, creating a win-win
scenario for both developers and
residents alike. So, when it comes
to community development,
embracing a mixed yet balanced
approach is truly the way to go.

Case studies

Justas BMW designs a model for
every buyer segment, Malaysian
developers are creating a full
spectrum of options within

the market too. A suitable
representation for the 3 Series
segment is SkyWorld's joint master
plan in Penang, Pearlmont. With

an estimated 35,000 units and an
RM13bil in gross development value
(GDV), it is a textbook example of
developers addressing the entry
market at scale. By targeting the B40
and M40 groups and emphasising
build quality even in affordable
homes, the developer signals that
affordable does not equal cheap in
quality.

Another good example is Sime
Darby Property, known for well-
integrated townships that span
multiple buyer segments. Their
projects such as mid-rise family
homes Cantara Residences and
masterplanned township City of
Elmina perfectly provide for mid-
tier upgraders and families. Sime
Darby Property Bhd goes above
and beyond with its community-
focused planning and initiatives. As
such, it aligns well with the 5 Series
analogy with mid-market homes
that support lifestyle and internal
upgrade paths in sustainable
communities.

For luxury, Eastern and Oriental
Bhd (E&O) is a suitable example.
The developer has built its brand
around premium lifestyle-driven
properties in prime locations, like St
Mary Residences in the city centre.
Their clientele is high-net-worth
individuals seeking exclusivity and
luxury amenities, making them
good examples of the 7 Series tier.

No longer one size
fits all

For buyers, this is a burden off their
shoulders. Segmentation means
finding a better fit. Being able to
choose a home that aligns with
their budget and lifestyle essentially
shifts power from the developer’s
hand to their own. Consequently,
developers are receptive to such
occurrences and target accordingly.
Itis good to take a look at
the practical steps most experts

recommend for buyers. Match life
stage and budget. FirsfMers
should always consider what they
can realistically afford and where
they will be comfortable in the next
decade or so.

Check for mixes within the
township, because integrated
townships that offer both entry and
premium properties tend to offer
better community amenities and
value retention. It is also important
to look at developer track records,
especially across segments. A
developer that has only built
affordable homes would likely
struggle with higher-end projects,
while luxury builders may not have
an adequate understanding of what
those in the affordable category
require. ;

Buyers should focus on the
fine print of every document,
because affordability should not
compromise liveability. After all,
affordable homes in Malaysia are
still facing cost pressures despite
progress over the years.

Just as BMW's lineup allows
drivers to choose the model that fits
their budget and lifestyle, today’s
property market in Malaysia is
aligning with buyer segmentation.
The affordable 3 Series homes for
entry-buyers, mid to premium 5
Series homes for upgraders and
luxury 7 Series homes for those
seeking lifestyle and investment
appeal.

Looking ahead, expect
developers to use more data
analytics, buyer profiling and life
stage segmentation when designing
developments. For example, which
buyer segment is underserved in
a location? What price point will
move the fastest? How can product
specifications like layout, amenities
and connectivity match that
segment’s priorities?

Developers are increasingly
receptive to target markets,
especially by design, price-point
and location. And when they
succeed, the community wins. A
balanced market, diverse residents,
sustainable amenities and long-
term value are what people are
really looking for.s*

The exterior facade of M Oscar by Mah Sing.
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