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Forward-looking statements Non-GAAP financial measures

Statements made in this presentation that are not The Company believes that net operating income, or NOI, a non-GAAP financial measure,
historical facts, including statements accompanied is a useful supplemental measure of the performance of our Operating Assets because it
by words such as fant i cifipbeetl &,edv e pravides a performance measure that, when compared year over year, reflects the
esti Mmaetxep,ecfto,roe dast diad ke | y revenues and expenses directly associated with owning and operating real estate
mayfipl afnpooj éctead fizbpal d, groperties and the impact on operations from trends in rental and occupancy rates and
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similar expression and other words of similar
expression, are forward-looking statements within
the meaning of Section 27A of the Securities Act
of 1933, as amended, and Section 21E of the
Securities Exchange Act of 1934.

operating costs. We define NOI as operating revenues (rental income, tenant recoveries
and other revenues) less operating expenses (real estate taxes, repairs and maintenance,
marketing and other property expenses).

NOI excludes straight-line rents and amortization of tenant incentives, net interest
expense, ground rent amortization, demolition costs, amortization, depreciation,
development-related marketing costs and Equity in earnings from Real Estate and other
Jaffiliates.

These statements are based on management 6s

expectations, estimates, assumptions and
projections as of the date of this presentation and
are not guarantees of future performance. Actual
results may differ materially from those expressed
or implied in these statements. Factors that could
cause actual results to differ materially are set
forth as risk factors in our most recent Annual
Report on Form 10-K and Quarterly Report on
Form 10-Q filed with the Securities and Exchange
Commission. In this presentation, forward-looking
statements include, but are not limited to,
expectations about the performance of our Master
Planned Communities segment and other current
income-producing properties and future liquidity,
development opportunities, development spending
and management plans. We caution you not to
place undue reliance on the forward-looking
statements contained in this presentation and do
not undertake any obligation to publicly update or
revise any forward-looking statements to reflect
future events, information or circumstances that
arise after the date of this presentation except as
required by law.

We use NOI to evaluate our operating performance on a property-by-property basis
because NOI allows us to evaluate the impact that factors, which vary by property, such
as lease structure, lease rates and tenant base have on our operating results, gross
margins and investment returns.

MPC Segment EBT represents the revenues less expenses of the segment, including
interest income, interest expense, depreciation and amortization and equity in earnings of
real estate and other affiliates. MPC Segment EBT excludes corporate expenses and
other items that are not allocable to the MPC Segment. We present MPC Segment EBT
because we use this measure, among others, internally to assess the core operating
performance of the segment.

Although we believe that NOI and MPC Segment EBT provide useful information to the
investors about the performance of our Operating Assets and MP C ddsie to the
exclusions noted above, NOI and MPC Segment EBT should only be used as additional
measures of the financial performance of such assets and not as an alternative to GAAP
net income (loss).

For a reconciliation of NOI and MPC Segment EBT to the most directly comparable GAAP
measure see the Reconciliation to Non-GAAP Measures at the end of this presentation.
No reconciliation of projected NOI is included in this presentation because we are unable
to quantify certain amounts that would be required to be included in the GAAP measure
without unreasonable efforts and we believe such reconciliations would imply a degree of
precision that would be confusing or misleading to investors




HHC: The Opportunity to Control Cltles

AThe combination of HHC’s irreplaceable assets and, unique buémess model creates sustainable
competitive advantages ‘

I Dominant residential landowner in markets with superior demographics and limited supply provide
for generational value appreciation as cities mature

i Ownership and monopoly-like control of small cities allows HHC to both create demand and
control supply of commercial amenities — creating outsized risk-adjusted development
opportunities for decades

Virtuous cycle of value creation:

More residents drive
New homeowners , more demand for
HHC develops I Commercial assets .
HHC sells land to generate demand for . 3 G . . commercial
; ; commercial assets make residential .

home builders commercial . offerings and further
; at outsized returns ® land more valuable C
offerings demand to live in the

community ——




HHC: The Opportunity to Control Cities (Cont’d)

AHistorically $1B+ invested annually in commercial development
AEntirely self-funded on a leverage neutral basis, eliminating need for additional capital

AAs the growth in operating asset NOI accelerates, the quantity and quality of free cash flow
available for commercial development increases and the risk decreases

RESIDENTIAL PROPERTY PROFITS FROM EQUITY FOR
LAND FREE CASH LEVEL CONDOMINIUM FUTURE
FLOW NOI SALES DEVELOPMENTS
$258M 201987 $1 76M+ in place $3.4B in total sales since 2014
$203M 201861 A 30% Average margin excluding land

$191M 2017 87 $362M stabilized NOI

A HHC’s commercial developments coupled with management’s proven track record have
delivered superior risk-adjusted returns

04% P> 21.4%

Yield on cost Return on equity



HHC: The Opportunity to Control Cities (Cont’d)

Monopoly-like control & disciplined financial strategy significantly de-risk HHC’s investment

AADbility to drive demand & control supply provides insulation throughout economic

cycles
I Despite potential moderation of residential land sales, the dynamics driving the outsized,
long-term value appreciation of the residential land remain intact
I As commercial development starts are limited to capital available and market demand, HHC
Is never more than half a building ahead of demand, eliminating the potential to “get
caught” in an economic downturn
AHHC'’s financial strategy is constructed to withstand any potential downturn

I Maximum financial flexibility resulting from focus on non-recourse and non-cross

collateralized property level debt
i Land portfolio has zero net debt as municipal bond receivables are greater than current

debt outstanding
A Differentiated from other developers with no need to acquire land at market value nor

dependent on outside equity to fund development



= ‘*Three"pmarJ'pansf_ormation Plan

Streamlined Organizational Structure

 $45'— $50mm reduction in overhead expenses, which consists of a $40 — $45mm reduction in
corporate G&A and a $5mm reduction.in overhead costs associated with development

Sale of Non-Core Assets

~$2bn7 of non-crore asset sales with estimated net cash proceeds of $600mm to be redeployed
- into share repurchases and. development opportunities

Accelerated Growth in Core MPC Business

B Decades-long development pipeline | = WA
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Strategic Rationale for Business Transformation

Creating Value through Focus

Nimble and Efficient

Improved execution and expedited decision-making

Empowering local teams will strengthen Company’s culture

Disciplined Capital
Allocation

Proceeds from non-core asset sales provide near-term liquidity
Substantial capital available for share repurchases

Accelerated developmentin core MPCs

Increased Accountability

Conservative underwriting of new development projects

On-time and on-budget completion

Defensive Financial
Profile

Corporate G&A savings increase free-cash-flow generation

Reduced reliance on land and condo sales in the event of a potential downturn in
the economy



Streamlined Organizational Structure

MPC-focused organization will drive profitable growth

V Corporate headquarters has moved from Dallas to The Woodlands
p Eliminate overhead associated with non-core assets

p Realign each corporate function to drive productivity for the MPCs

\/ Decentralized regional management supported by a lean corporate footprint
b Decision-making guided by strong local teams with decades of experience

b Share operational best practices across the regions

\/ Reinforce culture of efficiency



Reduction in Overhead Expenses

$45 - $50mm Reduction in Overhead Expenses by 2021

Corporate G&A ($in mm)’ $40 - $45mm, $5mm recll'l uctc;on in
>33% Reduction in overnead.
~%$120 ~$27 - $32 associated with

Corporate G&A development?

~$10
[ ~$3 $75 - $80
o } Includes
~$10mm in
direct Seaport-
related G&A
2019 Run Rate Near-Term Medium-Term Stock-Based Steady-State
Corporate G&A® Savings Savings Compensation Corporate
(<6 months) (6 - 12 months) Savings G&A
(<6 months)

Through Sept. 20, we have recorded $36.4mm in one-time charges associated with severance, retention and relocation expenses

1. Includes stock-based compensation.
2. Overhead costs associated with development properties are capitalized under GAAP.
3. 2019 Run Rate Corporate G&A is net of a one-time $34.3 million restructuring charge.



Our “Small Cities” Are Unlike Any Other Real Estate Business

Ability to Create Cities and Drive Local Demand

(Multiple Compelling Locations, Shared Features Each with their Own Dynamics)

Locations Are Impossible to Replicate

(Self-Contained with Significant Barriers to Entry, Entitlements, and Development Agreements in Place)

Differing Lifecycles and Locations Are Self-Reinforcing and Synergistic
(Each MPC Offers Capital and Execution Expertise that is Used to Create Value in their “Sister Cities”)

Managerial Execution Drives Additional Value

(Integrated Operations Maximize Investment and Lead to Continuous Value Creation)

Translates to a Fortress-Like Business + Investment Opportunity



Each Howard Hughes MPC Shares Universal Qualities

Community Life Exclusive Nature Lifestyle
\/' K-12 School Systems \/' Quality Standards \/' Shopping / Dining
\/' Homeowner Associations \/ Safe, Clean, Professional \/' Community Sports
Amenities Necessities Transportation Access
\/' Trails / Activity Centers \/' Neighborhood Centers \/' Proximate to Highway
\/' Parks / Lakes / Open Space \/' Police / Fire / Utilities \/' Air Access Nearby

Features Across Howard Hughes MPC

Woodlands Bridgeland Wocl)_ﬁllgnds Columbia Ward Village




HHC MPCs Are Situated in Growing Markets

Houston s | j‘;;!!il: ASelf-contained cities — home, work, church, schools

Woodlands, Bridgeland, Aln the pathway of Houston’s significant growth

Woodlands Hills e AWith proximate access to major transportation nodes

AlLand constrained development
Las Vegas

Summerlin

ANine miles from the strip

AWith scenic, climbing views of city and desert

ALocated between D.C. and Baltimore

Maryland

Columbia

Alntersection of medical and cyber tailwinds

AOptimally placed to capitalize on growth

ATransforming the Honolulu coastline

AWith deep water harbor and beach access

Ward Village A i ' [
aravitag AAnd superior, unimpeded views



Howard Hughes Takes a Specialized Approach to Development

Howard Hughes MPCs are large scale, privately owned real estate communities

Substantial control over planning, zoning, property sales and development

HHC’s Approach to Development

AHHC has a significant land bank
ACompany turns raw land into communities

ASells residential land to homebuilders:
develops commercial land (recurring NOI)

ASignificant control over the nature and pace
of development — HHC is a “price-maker”

AEach HHC MPC is a thriving small city — risk
profile is dramatically reduced

Resulting Characteristics

Land values increasing at rapid rate
Low volatility; less exposed to cyclicality

Carefully designed amenities and
infrastructure

Long-term residential and commercial
appeal

Balanced supply and demand
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HHC MPCs Prove to be a Valuable Investment
What you should see if HHC’s MPC attributes are true

Empirical Proof

1 Strong Land f Robust Cash on
Appreciation Cash Returns

‘v Lower Volatility ‘v Lower Volatility
of Price/Acre of NOI




Howard Hughes Land Appreciates in Value...

Median Residential Price Per Acre("

Price peracre, $ in thousands

2011|2012 | 2013/ / 2014 2015, /2016 - #A{m. 2018/ |l|2019

Delivering Long-Term Consistent Appreciation in Value

Source: Company filings and data.
Note: ~Reflects sales of new home development lots, excluding resale of previous development lots. Starting in 2016, Summerlin has exclusively sold Superpad Sltes and Custom lots.
(1) Median Prices for Residential Acres for sales from Summerlin, Columbia, The Woodlands, The Woodland Hills and Bridgeland; calculated as a rolling average of median price per acre from 20089.






