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Reading the Market Data: How Artificial
Intelligence Is Influencing Luxury Real Estate
Buyer Behavior
Year-end market analysis highlights how

artificial intelligence ii/ a/reagdy ° ﬂﬂﬁiﬂ
influencing buyer behavior and sales ‘

momentum in the luxury real estate
market.
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its peak luxury real estate selling Pointe on the shores of Tampa Bay.

season, developers across the state are

closely evaluating performance

indicators such as absorption, website traffic, registrations, and broker engagement. While
traditional metrics remain important, recent market data suggests that buyer behavior —
particularly at the high end — is evolving in ways that are not always captured by legacy

analytics.
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As we enter a new year, the
opportunity isn't just to
watch the real estate market
— it's to understand what
it's quietly telling us through
online data and metrics.”
Laurie Andrews

According to Cotton & Company, a luxury real estate
marketing firm working across multiple Florida markets,
demand for high-quality residential real estate remains
strong. Florida continues to attract affluent buyers from
the Northeast, California, Texas, and international markets,
driven by lifestyle migration, tax considerations, and long-
term capital investment strategies.

However, many developers are reporting a noticeable shift in how buyer interest is expressed.
“Interest is clearly present, but it is becoming less visible in the early stages of the sales funnel,”
said Laurie Andrews, President of Cotton & Company. “Buyers are arriving informed and

decisive, but they are engaging differently than they did even a year ago.”

Changing Buyer Visibility, Not Declining Demand
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Historically, luxury buyers followed a relatively
linear digital discovery path: online search,
website exploration, registration for
information, broker engagement, and in-
person visits. While that journey still exists,
Cotton & Company'’s aggregated data across
multiple Florida developments indicates that
buyers are increasingly bypassing early
engagement steps.

In many cases, buyers are entering the process
later — already educated, already selective,
and prepared to move more quickly once they
engage directly. As a result, traditional
indicators such as page depth, early
registrations, and casual inquiries may no
longer fully reflect true buyer readiness.

Kolter Urban recently completed
construction on Selene Oceanfront
Residences on Fort Lauderdale Beach.

“The risk for developers is not weakening
demand,” Andrews said. “The greater risk is
misreading the data and assuming interest has
declined, when in reality the buyer’s path has
simply become more efficient.”

The Role of Artificial Intelligence in Buyer Research

One of the most significant drivers of this shift is the growing influence of artificial intelligence in
the research phase of the buying journey. Affluent consumers are among the earliest adopters
of Al-driven tools, using them to compare markets, evaluate communities, and narrow options
before engaging directly with a development or sales team.

Luxury buyers are increasingly:

Using Al platforms to research locations and lifestyle considerations

Comparing developments through conversational, data-driven queries

Arriving at short lists with greater confidence and clarity

Spending less time browsing and more time validating decisions already in progress

As a result, much of the early discovery and education phase is occurring outside of traditional


https://cottonco.com/winning-the-ai-visibility-race-in-luxury-real-estate-marketing/

website analytics.

“Al is not replacing human decision-making,” Andrews noted. “It's compressing the path to
conviction.”

Why Luxury Real Estate Is Feeling the Shift First

Luxury real estate has historically been an early indicator of broader market changes, both in
buyer psychology and technology adoption. Buyers in this segment prioritize efficiency, credible
information, and trusted guidance. When tools emerge that reduce friction and increase clarity,
adoption tends to happen quickly.

As Al increasingly influences where buyers look, what information they trust, and how quickly
they narrow their options, the first change developers experience is not reduced demand — but
reduced visibility through traditional channels.

Implications for Developers Moving Forward

As developers plan for the year ahead, Cotton & Company advises a reassessment of which
metrics best reflect buyer intent. Key questions emerging across the industry include:

Where are buyers forming opinions before direct engagement?
Which data points reflect genuine readiness versus legacy behavior?
How can momentum be sustained when visibility follows a different path?

One of the most important considerations, according to Andrews, is ensuring that projects are
accurately represented and discoverable within Al-driven research environments.

“Al systems don't simply ‘find’ projects — they interpret them,” she said. “Consistency, clarity, and
credibility across the entire information ecosystem now play a significant role in how projects are
surfaced and recommended.”

This shift places greater emphasis on aligning brand narrative, market positioning, and
structured data so that both human buyers and Al platforms interpret a project as intended. The
focus, Andrews emphasized, is not on manipulating algorithms, but on removing ambiguity.

Looking Ahead
As technology continues to reshape how buyers gather information, deep real estate expertise

remains essential — but it must be paired with an understanding of how modern discovery
works. Developers who recognize and adapt to these changes will be better positioned to



maintain pricing power, buyer confidence, and sales velocity in an evolving market.

“As we enter a new year, the opportunity isn't just to watch the market,” Andrews said. “It's to
understand what it's quietly telling us.”
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