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Interview with Michael Cox - President, Johnson Development Services 
By Carter T. Froelich, CPA

This issue of The Launch Report is dedicated to 
the memory of Larry Johnson, founder of Johnson 
Development Corporation (“JDC”), who passed 
away on January 5, 2022. During his long career, 
Larry created one of Texas’ most successful real estate 
companies, elevating the development of master 
planned communities (“MPC”) to new levels with 
lifestyle as the focus. The market reacted positively 
to this approach as reported by RCLCO Real Estate 
Consulting (“RCLCO”) who ranked JDC as having 
more bestselling MPCs than any other developer 
in the nation over the past decade. Based on the 
RCLCO 50 Top Selling Master Planned Communities 
of 2021, JDC had three communities in the top 50 
selling communities: Sienna, Woodforest, and Cross 
Creek Ranch. 

I was working with Michael Cox, President of Johnson Development Services (“JDS”), an affiliate of JDC, to set 
up a Guest Corner interview with Larry and Michael when Larry unexpectedly passed away. While the teams at 
JDC and JDS are still grieving the loss of their founder and friend, Michael graciously agreed to move forward 
with the interview in keeping with Larry’s motto: “You have to line up every day.”

1. The development industry lost an icon and JDC lost its founder, Larry Johnson. What do you see as Larry’s
legacy as it relates to the master planned development industry in general and Texas specifically?

Larry was a legend in our industry, in the truest sense of the word. In development terms, Larry was making
places for living before “placemaking” was even a concept. As one of the first innovators in the MPC space,
his contributions are as impactful to master planned community development as those inventors in the early
days of the computer industry are to our communication today through the internet.

Larry set a high bar for leaders in our industry to follow, both professionally and personally. For us, what
really set Larry above and apart was his focus on qualitative aspects of our communities. The underlying
question is always “How does it live and how can we make it better?” Diligent pursuit of that ultimate
objective creates a tangible value for our builder partners and homebuyers and has created a benchmark
for others. Today, there are tens of thousands of people who enjoy the quality of life Johnson Development
Communities has to offer. As a company, we will continue to follow the path he forged for us in honor of
his legacy.

Michael Cox, President
Johnson Development Services

Larry Johnson, Founder
Johnson Development Corporation 
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https://www.johnsondevelopment.com/
https://www.johnsondevelopment.com/
https://www.rclco.com/
https://www.siennatx.com/?utm_source=gmb&utm_medium=referral, Woodforest https://www.woodforesttx.com/,
https://www.woodforesttx.com/
https://www.crosscreektexas.com/.
https://www.crosscreektexas.com/.
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Interview with Michael Cox - President, Johnson Development Services, Continued
By Carter T. Froelich, CPA

2. What was the greatest lesson you learned from Larry Johnson?

There were so many, but two lessons come to mind instantly. 

The first: be firm but fair in all your dealings with clients and partners. Larry taught us that we must 
be mindful of their interests as well as our own. He always strove to find the value in and respect all 
constituencies: clients, consultants, professionals, trades, and home builders. As a quick example, we had 
been asked by a great long-term client to sell an asset in a specific market. The sale was very compelling, 
and I was excited about the opportunity. When I shared it with Larry, he recommended against it based 
on his evaluation that while the deal was indeed a good one for us, we would be abandoning some of 
our valued builder clients and partners. It was a tough deal to walk away from, but it was the right and 
fair thing to do. 

The second: Always remember the families who will live in our communities are our ultimate client. 
Larry was sincerely committed to creating quality places for people to live and raise their families. He 
never stopped looking for ways to improve every aspect of our communities, and he would consistently 
encourage us to go the extra mile to make each community a special place. To him, it was a privilege and 
an honor that he took to heart every day. 

As to how he taught us, I would share that Larry was more than a great listener, he was a masterful observer. 
He was never one to sit you down and say, “do it this way.” Rather than provide exact instruction, he 
would instead suggest, “we may want to consider this.” More often, he would tag along throughout the 
thought process on a topic or issue asking guiding questions, many of which eventually led our ideas and 
decisions in an all-new direction. He would then let you decide how to proceed. In this way, Larry imparted 
innumerable lessons to us all through his day-to-day presence.
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Although I didn’t immediately recognize it for what it was, Larry was coaching me with his decades of 
experience and wisdom and his thoughtful insight. I can now see very clearly the influence he had on my 
life, both professionally and perhaps more importantly personally. It’s an influence that I feel certain will 
last well into the future.

3. Over the years JDC has had a myriad of projects in RCLCO’s Top 50 Selling Master Planned Community 
ratings. What are the ingredients that JDC uses to keep developing top selling master planned communities?

Each community has different challenges and offers unique selling opportunities, so there is not an exact 
formula or list of ingredients that make every successful community. There are common elements of course, 
like lifestyle, amenities, and open space design, but no one formula. I am asked from time to time about 
how I develop communities. My standard response is always the same, “I’ve been doing this since the early 
80s and when I figure it out, I will let you know.” In my career no two communities have ever been the 
same.

4.  What is the most significant learning experience you have had over your long career as it relates to the
     development of MPCs or real estate in general?

I started out at as an accountant and have had just about every other job you can have in the development 
business. In all that time and in all those positions, the most valuable lesson learned is the ability to create 
consensus. Although it sounds simple, creating consensus by facilitating communication was a big “aha” 
moment. As developers, we coordinate a lot of communication with multiple people--clients, professionals, 
lenders, partners and buyers-- who rely on us to do our job so they can do theirs. It takes a lot of time and 
effort to build consensus, but it pays dividends both in the short and long term. 

Another moment of revelation was when I truly realized just how big an impact we, as developers, have 
on so many lives. Every participant in the development process represents their businesses, associates, 
employees, and sometimes even their families. Knowing how much others depend on what I do helps me 
realize that what I do directly and indirectly affects hundreds of families and thousands of individuals. I take 
that obligation very seriously and am honored to be in a position to make a positive difference. In other 
words, I learned that what we do, as developers, truly matters. 

Interview with Michael Cox - President, Johnson Development Services, Continued 
By Carter T. Froelich, CPA
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Interview with Michael Cox - President, Johnson Development Services, Continued
By Carter T. Froelich, CPA

5. What advice would you give the new generation entering the master planned community development 
business?

As a developer you get to create lifestyles and communities for families that, if you do it right, will be around 
for generations. I would offer that it is incredibly rewarding to return to a community years later and see it 
going strong. It is a real pleasure to hear someone tell you that they grew up in a place that you created—
and a thrill to hear that those same people now want to raise their own families in your community.

I would tell people beginning their careers in development to always remember that what they do matters 
and so many are counting what they accomplish; to practice the art of patience and adopt a consistent, 
even rhythm in all you do, because community development is a long game; and to value every aspect of 
the industry as it is all interconnected. 

I would also emphasize the importance of taking every opportunity to wear as many hats as possible 
so that you are able to gain a 360-degree perspective, learning from those around you and amassing 
the necessary insight and wisdom. In this industry, you have to have the requisite real-life education, 
experience, relationships, and dynamic thinking that you develop only after having been in the industry and 
seeing it from all sides. 

Finally, and most important, I would also encourage them to have fun--because it is the greatest business 
in the world.
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Common Reimbursement Errors that Will Cost You Time and Money
By Curry Froelich

Over the years Launch’s reimbursement team has processed hundreds of millions of dollars of reimbursement 
requests for our clients in Arizona, California, Colorado, Nevada and Texas. During this time, we noted 9 common 
errors or oversights that our clients were committing that was costing their staff untold hours of wasted time, 
money and delaying their receipt of reimbursement proceeds. The common errors are outlined and discussed in 
our Video Podcast entitled Reimbursement Processing – These Common Errors will Cost you Time and Money in 
which Carter Froelich and I spend 20 minutes diving into these common errors.

In general, the most common reimbursement processing errors are:

1. Non-Compliance with required public procurement requirements.
2. Contracting multiple infrastructure projects with one construction contract.
3. Failure to pay prevailing wages / missing certified payrolls (CA / NV).
4. Seeking reimbursement for infrastructure not eligible for reimbursement.
5. Underestimating eligible project costs to allow for full use of construction funds.
6. Ensuring consistency of project name descriptions referencing between invoices, lien releases, contracts 

and change orders. 
7. Treating reimbursement processing as an afterthought and having to play catch-up.
8. Mixing reimbursable construction costs with non-reimbursable construction costs in the Job Cost System. 
9. The Land and Legal Departments not communicating with the Operations and Accounting Departments. 

For more information on how Launch can assist your company to accelerate its receipt of reimbursements, with 
the Launch Reimbursement System™ contact Curry Froelich, Launch Reimbursement Services Manager at 1-855-
970-0003 ext. 4356 or email at curryf@launch-dfa.com.

RCLCO published its 150 Top Selling Master Planned Communities of 2021 Report (“Report”) and the professionals 
at Launch updated their financing matrix to detail how these top selling communities are financing their 
infrastructure. 

As provided on the following page, 46 of the 50 communities shown in the Report, utilize some type of public 
financing mechanism to finance their public infrastructure costs. The 46 communities using public financing 
constitute 92 percent of the total home sales within the top selling master planned communities, demonstrating 
the importance of special taxing districts to access long term, low interest financing for master planned community 
development.

How are the Top MPC's Financing Infrastructure?  
By Carter Froelich, CPA and Pam Giss
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https://www.youtube.com/watch?v=-VxNA3kF5JY
https://www.youtube.com/watch?v=-VxNA3kF5JY
mailto:curryf%40launch-dfa.com.?subject=
https://launch-dfa.com/wp-content/uploads/2022/02/Advisory-Top-Selling-MPCs-2021-Year-End-Launch-Top-50-Drill-Down.pdf
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Taking the article heading from a play on the Grateful Dead’s “Long Strange Trip” sums up what the master 
planned  community (“MPC”) development industry has experienced in 2021 and the first quarter of 2022 as it 
works to provide super pads and/or finished lots to home builders. In a nutshell, it’s taking longer and more money 
to get product to market. 

More specifically:

1. Excess infrastructure capacity created during the last run up has been utilized requiring new infrastructure
facilities to be constructed.

2. Jurisdictions are taking longer to approve entitlements and construction plans.
3. Once infrastructure and / or sitework has been completed, it’s taking the jurisdictions longer to inspect and

accept the facilities.
4. Contractors and utility companies are behind in their installations.
5. Labor and material costs continue to rise increasing the costs of lots and homes.
6. Construction materials delays cause delays in completion causing costs to escalate.
7. Jurisdictions demand gold-plated infrastructure or the "Bentley of Infrastucture" as one client puts it.

Despite these challenges all developers and builders are experiencing the same obstacles and I believe the outlook 
for MPCs that are located in good school districts, in close proximity to transportation corridors, provide life-style 
amenities, programing, and ample outdoor space will continue to achieve meaningful sales figures in 2022.

For more information contact Carter Froelich, CPA at 1-855-970-0003 ext. 4355 or email at carter@launch-dfa.
com

MPC Development - What a Long (and Longer / more Expensive) Strange Trip It’s Been 
By Carter T. Froelich, CPA 
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MARKETS AT A GLANCE - UTAH, BOISE, LAS VEGAS (4Q21)

Las Vegas Vacant Development Lot Supply

Boise Single Family & Multi-Family Permits Boise Vacant Development Lot Supply

Utah Vacant Development Lot SupplyUtah Single Family & Multi-Family Permits

Las Vegas Single Family & Multi-Family Permits

Zillow 
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MARKETS AT A GLANCE - PHOENIX, RENO, TUCSON  (4Q21)

Tucson Vacant Development Lot Supply

Reno Single Family & Multi-Family Permits Reno New Vacant Developed Lots & Months Supply

Phoenix Finished Lot Inventory vs. PermitsPhoenix Single Family & Multi-Family Permits

Tucson Single Family & Multi-Family Permits
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MARKETS AT A GLANCE - NASHVILLE, ATLANTA, ALBUQUERQUE (4Q21)

Albuquerque Vacant Development Lot Supply

Atlanta Single Family & Multi-Family Permits Atlanta Vacant Development Lot Supply

Nashville Vacant Development Lot SupplyNashville Single Family & Multi-Family Permits

Albuquerque Single Family & Multi-Family Permits

Zillow 
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MARKETS AT A GLANCE - AUSTIN, HOUSTON, DALLAS (4Q21)

Dallas Vacant Developed Lot Supply

Austin Vacant Developed Lot SupplyAustin Single Family & Multi-Family Permits

Dallas Single Family & Multi-Family Permits

Houston Single Family & Multi-Family Permits Houston Vacant Developed Lot Supply
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MARKETS AT A GLANCE - ORLANDO, TAMPA, CHARLOTTE (4Q21)

Charlotte Vacant Developed Lot Supply

Tampa Single Family & Multi-Family Permits Tampa Vacant Developed Lot Supply

Orlando Vacant Developed Lot SupplyOrlando Single Family & Multi-Family Permits

Charlotte Single Family & Multi-Family Permits
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