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An Analysis of Residential Market Potential
The Strategic Redevelopment District
Delhi Township, Hamilton County, Ohio

June, 2015
INTRODUCTION
This analysis identifies the depth and breadth of the market for newly-introduced multi-family and
single-family attached housing units that could be developed within the Strategic Redevelopment
District, an area that encompasses both sides of the Delhi Pike from Anderson Ferry Road in the
west to the township’s border with the City of Cincinnati in the east. The study details the
optimum market position for a residential component, to be constructed in separate parcels or in
conjunction with commercial uses, and the target residential mix for up to 350 new dwelling units
that could be developed within the District over the next five to seven years.
The depth and breadth of the potential market for new housing units within the District have been
determined using Zimmerman/Volk Associates’ proprietary target market methodology. In contrast
to conventional supply/demand analysis—which is derived from supply-side dynamics and baseline
demographic projections—target market analysis establishes the market potential for new and
existing housing based on the housing preferences and socio-economic characteristics of households
in the relevant draw areas.
The target market methodology is particularly effective in defining realistic housing potential for
residential redevelopment because it encompasses not only basic demographic characteristics, such as
income qualification and age, but also less-frequently analyzed attributes such as mobility rates,
lifestage, lifestyle patterns, and household compatibility issues (see METHODOLOGY at the end of this
study).
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In brief, using the target market methodology, Zimmerman/Volk Associates determined:
•

Where the potential renters and buyers of new housing units in the Strategic
Redevelopment District are likely to move from (the draw areas);

•

How many households have the potential to move within and to the District each
year (depth and breadth of the market);

•

What are their housing preferences are in aggregate (rental or ownership, multifamily or single-family);

•

Who are the households that represent the potential market for new and existing
units within the District each year over the next five years (the target markets);

•

What are their current housing alternatives (relevant rental and for-sale
development);

•

What is the market currently able to pay (market-entry base rents and prices); and

•

How quickly they will rent or purchase the new units (absorption forecasts).

The target market methodology is described in detail in the METHODOLOGY section of this study.

ZIMMERMAN/VOLK ASSOCIATES, INC.
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MARKET POTENTIAL FOR THE STRATEGIC REDEVELOPMENT DISTRICT
The depth and breadth of the potential market for new housing units to be developed within the
Strategic Redevelopment District were determined through analysis of the housing and
neighborhood preferences and financial capacities of the draw area households, identified through
Zimmerman/Volk Associates’ proprietary target market methodology. The methodology includes
analysis of migration, mobility and geo-demographic characteristics of households currently living
within defined draw areas.
Based on Zimmerman/Volk Associates’ field investigation, as well as analysis of migration and
mobility data—obtained from the most recent taxpayer records compiled by the Internal Revenue
Service and the most recent American Community Survey—the target markets for new housing
units within the District are currently living in Delhi Township; the balance of Hamilton County; a
regional draw area comprised of Butler, Clermont, and Warren Counties, Ohio, and Kenton
County, Kentucky; and a national draw area including all other United States counties represented
in Hamilton County migration.
As derived from migration, mobility and target market analysis, then, the draw area distribution of
market potential (those households with the potential to move to the District) is as follows:
Annual Market Potential by Draw Area
THE STRATEGIC REDEVELOPMENT DISTRICT
Delhi Township, Hamilton County, Ohio
Delhi Township (Primary Draw Area):
Balance of Hamilton County (Secondary Draw Area):
Butler, Clermont, Warren,
and Kenton Counties (Regional Draw Area):
Balance of US (National Draw Area):

35.1%
47.6%

Total:

100.0%

7.7%
9.6%

SOURCE: Zimmerman/Volk Associates, Inc., 2015.

As determined by the target market methodology, approximately 1,040 households in target market
groups with median incomes above $50,000 a year represent the annual potential market for all
types of new housing units in the Strategic Redevelopment District each year over the next five years.

ZIMMERMAN/VOLK ASSOCIATES, INC.
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The tenure and housing preferences of these 1,040 draw area households are shown on the following
table (see also Table 1):
Average Annual Market Potential For New Housing Units
THE STRATEGIC REDEVELOPMENT DISTRICT
Delhi Township, Hamilton County, Ohio
NUMBER OF
HOUSEHOLDS

PERCENT
OF TOTAL

Multi-family for-rent
(lofts/apartments, leaseholder)

475

45.7%

Multi-family for-sale
(lofts/apartments, condo/co-op ownership)

100

9.6%

Single-family attached for-sale
(townhouses/live-work, fee-simple/
condominium ownership)

125

12.0%

Single-family detached for-sale
(houses, fee-simple ownership)

360

32.7%

Total

1,615

100.0%

HOUSING TYPE

SOURCE: Zimmerman/Volk Associates, Inc., 2015.

New residential development should concentrate on higher-density housing types, which are
integrated most easily with all scales of commercial development and which will support new
residential development within the District most efficiently. As a result, this analysis is focusing on
multi-family, both rental and for-sale, and for-sale single-family attached housing units.
Therefore, excluding those households with preferences for single-family detached units, an annual
average of 700 households currently living in the defined draw areas represent the pool of potential
renters/buyers of new housing units within the Redevelopment District each year over the next five
years (see again Table 1).

ZIMMERMAN/VOLK ASSOCIATES, INC.

Table 1

Average Annual Market Potential For Market-Rate Dwelling Units
Derived From Rental And Purchase Propensities Of Draw Area Households
In Groups With Median Incomes Over $50,000
With The Potential To Move To The District Each Year Over The Next Five Years

The Strategic Redevelopment District
Delhi Township, Hamilton County, Ohio

Delhi Township; Balance of Hamilton County;
Regional Draw Area; Balance of the U.S.
Draw Areas

Annual Target Market Households
With Potential To Rent/Purchase In
Delhi Township, Hamilton County, Ohio

2,715

Annual Target Market Households
With Potential To Rent/Purchase In The
The Strategic Redevelopment District

700

Average Annual Market Potential
Multi. . . . . . Family . . . . . .

Single. . . . . . . . . . . . . . . . . . Family . . . . . . . . . . . . . . . . . .
. . Attached . .

Total Households:
{Mix Distribution}:

. . . . . . . . . . . . . Detached . . . . . . . . . . . . .

For-Rent

For-Sale

All Ranges

Low-Range

Mid-Range

High-Range

Total

475
45.7%

100
9.6%

125
12.0%

145
13.9%

120
11.5%

75
7.2%

1,040
100.0%

Average Annual Market Potential
(Excluding Single-Family Detached)
MultiSingle. . . . . . Family . . . . . . . . . . . . Family . . . . . .
. . Attached . .

Total Households:
{Mix Distribution}:

For-Rent

For-Sale

All Ranges

Total

475
67.9%

100
14.3%

125
17.8%

700
100.0%

NOTE: Reference Appendix One, Tables 1 Through 11.
SOURCE: The Nielsen Company;
Zimmerman/Volk Associates, Inc.
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As derived from the tenure and housing preferences of those draw area households, the distribution
of rental and for-sale multi-family and for-sale single-family attached housing types is shown on the
following table:
Average Annual Market Potential For New Housing Units
THE STRATEGIC REDEVELOPMENT DISTRICT
Delhi Township, Hamilton County, Ohio
NUMBER OF
HOUSEHOLDS

PERCENT
OF TOTAL

Multi-family for-rent
(lofts/apartments, leaseholder)

475

67.9%

Multi-family for-sale
(lofts/apartments, condo/co-op ownership)

100

14.3%

Single-family attached for-sale
(townhouses/live-work, fee-simple/
condominium ownership)

125

17.8%

Total

700

100.0%

HOUSING TYPE

SOURCE: Zimmerman/Volk Associates, Inc., 2015.

The market potential delineated by tenure (rental vs. for-sale) and housing type represents a marketdriven sustainable mix for the Redevelopment District.

However, from the development

perspective, the initial projects should be limited to rental housing due to higher rental absorption
rates, the greater willingness of renters to populate emerging neighborhoods, and the opportunity to
provide investment-grade multi-family development. In addition, renters form a pool of potential
purchasers of for-sale units in later phases, and rentals are the most efficient way to incorporate units
affordable to households with a range of incomes.

ZIMMERMAN/VOLK ASSOCIATES, INC.
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TARGET MARKET ANALYSIS
The general target markets for the Strategic Redevelopment District, grouped according to lifestage,
are (see also Table 2):
•
•
•

Younger singles and childless couples—(74 percent);
Empty nesters and retirees—(15 percent); and
Traditional and non-traditional family households—(11 percent).

The analysis shows that the primary target markets for the Redevelopment District are younger
singles and couples—approximately three-quarters of the total annual potential market. These
households, young adults aged under 38 years of age, are part of the “Millennial” cohort, the
generation born from 1977 through 1996 which, at 87 million, is now the largest in American
history. The Millennials are demonstrating a strong preference for downtowns and urban
neighborhoods, particularly those served by transit. In contrast to the traditional family, i.e.—a
married couple with children—that comprised the typical post-war American household, Millennials
are predominantly childless singles and couples.
Among the other principal factors driving the larger share of the market held by younger singles and
couples are:
•

Their higher mobility rates—young people tend to move much more frequently than
older people; and

•

Their strong preference for rental apartments, in part because many of them do not
have sufficient funds for a down payment and in part because the collapse of the
housing market has made many of them skeptical about the value of owning versus
renting.

Younger singles and couples include the older and more affluent target groups of The Entrepreneurs,
e-Types, The VIPs, Fast-Track Professionals and Upscale Suburban Couples, comprising tech and
upper-level white-collar employees, and academic and hospital affiliates. New Bohemians,
Twentysomethings, Suburban Achievers, Small-City Singles, and Urban Achievers tend to have lower
incomes, as they include new college graduates, artists and artisans as well as entry- to mid-level
white-collar employees.

ZIMMERMAN/VOLK ASSOCIATES, INC.
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Approximately 25 percent of the younger singles and couples that represent the market for new units
within the District would be moving from elsewhere in the township; 55 percent would be moving
from elsewhere in Hamilton County, primarily the City of Cincinnati; 8.5 percent from one of the
counties in the region; and the remaining 15.6 percent would be moving from counties elsewhere in
the state or Midwest.
The next largest general market segment, at 15 percent of the annual potential market for new units
within the Redevelopment District, is comprised of older households (empty nesters and retirees). A
significant number of these households have adult children who no longer live in the family home; a
small percentage are retired, with income from savings and investments supplemented by social
security, and for some, pensions, although the majority are still working.
The target older households are enthusiastic participants in community life and many are still
actively involved in their jobs. The target groups range from the affluent Urban Establishment and
Affluent Empty Nester households to the comfortable Cosmopolitan Couples, Middle-Class MoveDowns, Mainstream Retirees, No-Nest Suburbanites, Middle-American Retirees, and Multi-Ethnic
Retirees.
Nearly 47 percent of the empty nesters and retirees would be moving from elsewhere in Delhi
Township; another 34 percent would be moving from elsewhere in Hamilton County; six percent
are currently living elsewhere in the region; and the remaining 12.7 percent would be moving from
elsewhere in the U.S. outside the region.
Family-oriented households represent just 11 percent of the market for new units within the
Redevelopment District. An increasing percentage of family-oriented households are non-traditional
families, notably single parents with one or two children. Non-traditional families, which, starting in
the 1990s, have become an increasingly larger proportion of all U.S. households, encompass a wide
range of family households, from a single mother or father, divorced, separated or otherwise, with
one or more children, an adult taking care of younger siblings, a grandparent responsible for
grandchildren, to an unrelated couple of the same gender with children. In the 1950s, the
“traditional family household” comprised more than 65 percent of all American households. That
demographic has now fallen to less than 22 percent of all American households (approximately 26

ZIMMERMAN/VOLK ASSOCIATES, INC.
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percent in Delhi Township). Households with children are now increasingly diverse and in many
areas are largely non-traditional families.
Those traditional and non-traditional families that represent the potential market for new housing
units in the District are working families with older children, including Full-Nest Suburbanites and
Full-Nest Urbanites. Younger family households include Multi-Ethnic Families and Multi-Ethnic
Families.
Almost 55 percent of the family households are already living in Delhi Township, nearly 40 percent
are currently living elsewhere in Hamilton County, and just six percent are living elsewhere in the
region.
APPENDIX THREE, TARGET MARKET DESCRIPTIONS, contains detailed descriptions of each of these target
market groups and is provided in a separate document. The METHODOLOGY section at the end of this
study describes how the target market groups for the study area are derived.

ZIMMERMAN/VOLK ASSOCIATES, INC.

Table 2

Average Annual Market Potential By Household Type
Derived From Rental And Purchase Propensities Of Draw Area Households
In Groups With Median Incomes Over $50,000
With The Potential To Move To The District Each Year Over The Next Five Years

The Strategic Redevelopment District
Delhi Township, Hamilton County, Ohio

Multi. . . . . . Family . . . . . .

Single. . . Family . .
. . Attached . .

Total

For-Rent

For-Sale

All Ranges

Number of
Households:

700

475

100

125

Empty Nesters
& Retirees

15%

14%

15%

20%

Traditional &
Non-Traditional Families

11%

10%

10%

16%

Younger
Singles & Couples

74%

76%

75%

64%

100%

100%

100%

100%

SOURCE: The Nielsen Company;
Zimmerman/Volk Associates, Inc.
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THE CURRENT CONTEXT
Summary supply-side information for the Strategic Redevelopment District (covering both rental
and for-sale, multi-family and single-family attached) properties is provided as follows: for rental
properties, see Table 3; for for-sale condominium and townhouse properties, see Table 4.

ZIMMERMAN/VOLK ASSOCIATES, INC.

Table 3

Summary Of Selected Rental Properties
Delhi Township Market Area, Hamilton County, Ohio
June, 2015

Number
of Units

Property
Address
River Bend Apartments (1971)
3043 Fountain Circle

120

Unit
Type
1br/1ba

Base
Rent

Unit
Sizes

Rents per
Sq. Ft.

1br/1.5 ba
2br/1.5 ba

$415 to
$505
$515
$620

537 to
684
770
834

$0.77 to
$0.74
$0.67
$0.74

Other Information
Clubhouse, pool,
concierge

Delshire Apartments (1970)
4463 Glenhaven Road

143

2br/1ba
3br/1.5ba

$525
$650

750
775

$0.70
$0.84

Playground.

Delshire Manor (1970)
4410-4463 Glenhaven Road

77

2br/1ba
3br/1ba
3br/1.5ba

$560
$650
$665

750
760
775

$0.75
$0.86
$0.86

2 Playgrounds.

Woodbrooke (1971)
466-474 Pedretti Drive

60

2br/1ba

$595 to
$605

820

$0.73 to Playground, sundeck.
$0.74

Indian Lookout Apts. (1986)
98 Anderson Ferry Road

135

1br/1ba

$680 to
$780
$825 to
$995
$865
$995

715

$0.95 to
$1.09
$0.85 to
$1.02
$0.88 to
$1.02

2br/2ba
2br/1.5ba

SOURCE: Zimmerman/Volk Associates, Inc.

935 to
974
980

Clubhouse, pool,
tennis courts,
basketball courts.

Table 4

Summary of Residential Attached Units Currently For Sale
Delhi Township Market Area, Hamilton County, Ohio
June, 2015

Unit
Type

Year
Built

Unit
Size

Price
psf

Unit
Configuration

937 Villaview
941 Villaview

CO
CO

1984
1986

$28,000
$50,000

1,054
1,044

$27
$48

2br/1.5ba
2br/1.5ba

4274 Paul Road
4272 Paul Road

CO
CO

1983
1983

$36,900
$82,000

968
1,518

$38
$54

2br/1.5ba
3br/2ba

5110 Old Oak Trail

CO

1987

$49,900

1,092

$46

2br/2ba

Oak Tree Condominiums
821 Neeb Road
831 Neeb Road

CO
CO

2000
1999

$64,900
$99,900

1,385
1,385

$47
$72

2br/2ba
2br/2ba

4480 Mayhew Avenue

CO

1997

$72,900

1,073

$68

2br/2ba

625 Covedale Avenue

CO

1996

$85,900

1,265

$68

2br/2ba

460 Woodlands Ridge

TH

1996

$209,900

1,274

$165

3br/3ba

Property

Asking
Price

. . . . . West Side Cincinnati . . . . .
Incline Village
West 8th Street

CO

15 du

$159,900 to
$174,900
{asking prices}

SOURCE: Multiple Listing Service
Zimmerman/Volk Associates, Inc.

1,250

$128
$140

to

2br/2ba
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OPTIMUM MARKET POSITION: THE STRATEGIC REDEVELOPMENT DISTRICT
The market-entry rents and price points for new market-rate housing units that could be developed
within the Strategic Redevelopment District are derived from the income and financial capabilities
of the 700 draw area target households with annual incomes at or above $50,000.
—Rental Distribution by Rent Range: Multi-Family For-Rent—
Up to 475 households with incomes at or above $50,000 per year represent the target markets for
newly-constructed market-rate rental housing units on redevelopment sites within the Strategic
Redevelopment District (as shown on Table 5). Supportable market-rate rent ranges have been
established at 25 percent of the 475 target households’ annual gross incomes, yielding the following
distribution:
Distribution by Rent Range
Target Groups For New Multi-Family For Rent
Households In Groups With Median Incomes Over $50,000
THE STRATEGIC REDEVELOPMENT DISTRICT
Delhi Township, Hamilton County, Ohio
MONTHLY
RENT RANGE
$750–$1,000
$1,000–$1,250
$1,250–$1,500
$1,500–$1,750
$1,750–$2,000
$2,000 and up
Total:

HOUSEHOLDS
PER YEAR

PERCENTAGE

135
160
85
50
25
20

28.4%
33.7%
17.9%
10.5%
5.3%
4.2%

475

100.0%

SOURCE: Zimmerman/Volk Associates, Inc., 2014.

ZIMMERMAN/VOLK ASSOCIATES, INC.

Table 5

Annual Target Groups For New Multi-Family For-Rent
Households In Groups With Median Incomes At Or Above $50,000

The Strategic Redevelopment District
Delhi Township, Hamilton County, Ohio
Empty Nesters
& Retirees*

Number of
Households

Percent

Urban Establishment
Affluent Empty Nesters
Cosmopolitan Couples
Middle-Class Move-Downs
Mainstream Retirees
No-Nest Suburbanites
Middle-American Retirees
Multi-Ethnic Retirees

5
5
5
10
5
20
10
5

1.1%
1.1%
1.1%
2.1%
1.1%
4.2%
2.1%
1.1%

Subtotal:

65

13.7%

Full-Nest Suburbanites
Full-Nest Urbanites
Multi-Ethnic Families
Blue-Collar Button-Downs
Multi-Cultural Families

5
10
5
15
15

1.1%
2.1%
1.1%
3.2%
3.2%

Subtotal:

50

10.5%

The Entrepreneurs
e-Types
The VIPs
Fast-Track Professionals
Upscale Suburban Couples
New Bohemians
Twentysomethings
Suburban Achievers
Small-City Singles
Urban Achievers

10
10
5
10
40
25
15
75
25
145

2.1%
2.1%
1.1%
2.1%
8.4%
5.3%
3.2%
15.8%
5.3%
30.5%

Subtotal:

360

75.8%

Total Households:

475

100.0%

Traditional &
Non-Traditional Families†

Younger
Singles & Couples*

* Primarily one- and two-person households
† Primarily three- and four-person households.
SOURCE: The Nielsen Company;
Zimmerman/Volk Associates, Inc.
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•

The largest group of targeted renters are younger singles and couples, at nearly 76
percent of the market for new market-rate rental units within the District. Just under 10
percent have careers that provide them with the financial capacity to afford rents at or
above $1,750 per month, primarily The Entrepreneurs, e-Types, VIPs, and Fast-Track
Professionals. Approximately 20.8 percent of the younger singles and couples represent
the market for units with rents between $1,250 and $1,750 per month—Upscale
Suburban Couples, New Bohemians, Twentysomethings and Suburban Achievers. The
remaining 69.4 percent would be able to support rents between $750 and $1,250 per
month— Small-City Singles and Urban Achievers.

•

Empty nesters and retirees represent 13.7 percent of the market for new market-rate
rental units within the Redevelopment District. The smallest segment of the targeted
empty nester and retiree market—primarily Urban Establishment, Affluent Empty Nesters
and Cosmopolitan Couples, at 15.4 percent of the annual potential market—have the
income and assets that enable them to support rents at or above $1,750 per month. The
largest segment, over 46 percent, are able to afford rents between $1,250 and $1,750 per
month—Middle-Class Move-Downs, Mainstream Retirees, and No-Nest Suburbanites. The
remaining 38.5 percent represent the market for new units with rents between $750 and
$1,250 per month, predominantly Middle-American Retiree and Multi-Ethnic Retiree
households.

•

Traditional and non-traditional families make up just 10.5 percent of the market for new
market-rate rental units in the District. The largest segment of the family market, 60
percent, can afford rents between $1,250 and $1,750 per month (Full-Nest Suburbanites,
Full-Nest Urbanites, and Multi-Ethnic Families); and 40 percent can support rents
between $750 and $1,250 per month (Blue-Collar-Button-Downs and Multi-Cultural
Families).

ZIMMERMAN/VOLK ASSOCIATES, INC.
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—For-Sale Distribution by Price Range: Multi-Family For-Sale—
An annual average of up to 100 households with incomes at or above $50,000 per year represent the
target markets for newly-constructed market-rate multi-family condominium housing units on
redevelopment sites in the Redevelopment District each year over the next five years (as shown on
Table 6). Supportable market-rate price points have been determined by assuming a down payment
of 10 percent, and a monthly mortgage payment, excluding taxes and utilities, that does not exceed
25 percent of annual gross income for each of the 100 households that represent the annual potential
condominium market, yielding the distribution shown on the following table:
Distribution by Price Range
Target Groups For New Multi-Family For Sale
Households In Groups With Median Incomes Over $50,000
THE STRATEGIC REDEVELOPMENT DISTRICT
Delhi Township, Hamilton County, Ohio
PRICE
RANGE

HOUSEHOLDS
PER YEAR

PERCENTAGE

$150,000–$200,000
$200,000–$250,000
$250,000–$300,000
$300,000–$350,000
$350,000–$400,000
$400,000 and up

20
40
15
15
5
5

20.0%
40.0%
15.0%
15.0%
5.0%
5.0%

100

100.0%

Total:
SOURCE: Zimmerman/Volk Associates, Inc., 2015.

•

The largest group, younger singles and couples, comprises three-quarters of the market
for new market-rate multi-family for-sale units (condominiums) within the
Redevelopment District. Just over 14 percent would be able to purchase new
condominiums with base prices at or above $350,000 (The Entrepreneurs and e-Types),
but 40 percent of the market has the financial capacity to purchase condominiums with
base prices between $250,000 and $350,000 (The VIPs, Fast-Track Professionals and
Upscale Suburban Couples). The remaining 46.7 percent of the younger households (New
Bohemians, Suburban and Urban Achievers, and Small-City Singles) would be in the
market for units priced between $150,000 and $250,000.

ZIMMERMAN/VOLK ASSOCIATES, INC.

Table 6

Annual Target Groups For New Multi-Family For-Sale
Households In Groups With Median Incomes At Or Above $50,000

The Strategic Redevelopment District
Delhi Township, Hamilton County, Ohio

Empty Nesters
& Retirees*

Number of
Households

Percent

Middle-Class Move-Downs
No-Nest Suburbanites
Middle-American Retirees

5
5
5

5.0%
5.0%
5.0%

Subtotal:

15

15.0%

Blue-Collar Button-Downs
Multi-Cultural Families

5
5

5.0%
5.0%

Subtotal:

10

10.0%

The Entrepreneurs
e-Types
The VIPs
Fast-Track Professionals
Upscale Suburban Couples
New Bohemians
Suburban Achievers
Small-City Singles
Urban Achievers

5
5
5
5
10
5
15
5
20

5.0%
5.0%
5.0%
5.0%
10.0%
5.0%
15.0%
5.0%
20.0%

Subtotal:

75

75.0%

Total Households:

100

100.0%

Traditional &
Non-Traditional Families†

Younger
Singles & Couples*

* Primarily one- and two-person households
† Primarily three- and four-person households.
SOURCE: The Nielsen Company;
Zimmerman/Volk Associates, Inc.
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•

Empty nesters and retirees represent 15 percent of the market for new market-rate
condominiums on redevelopment sites in the District. All of the empty nesters and
retirees, Middle-Class Move-Downs, No-Nest Suburbanites, and Middle-American Retirees,
would be in the market for new condominiums with base prices between $200,000 and
$250,000.

•

The family market is just 10 percent of the market for new market-rate condominiums
within the District. All of these households, Blue-Collar Button-Downs and MultiCultural Families, would be in the market for new condominiums with base prices
between $150,000 and $250,000.
—For-Sale Distribution by Price Range: Single-Family Attached For-Sale—

An annual average of up to 125 households with incomes at or above $50,000 per year represent the
target markets for newly-constructed market-rate single-family attached housing units within the
Redevelopment District each year over the next five years (as shown on Table 7). Again, supportable
market-rate price points have been determined by assuming a down payment of 10 percent, and a
monthly mortgage payment, excluding taxes and utilities, that does not exceed 25 percent of annual
gross income for each of the 125 households that represent the annual potential townhouse market,
yielding the following distribution:
Distribution by Price Range
Target Groups For New Single-Family Attached For Sale
Households In Groups With Median Incomes Over $50,000
THE STRATEGIC REDEVELOPMENT DISTRICT
Delhi Township, Hamilton County, Ohio
PRICE
RANGE

HOUSEHOLDS
PER YEAR

PERCENTAGE

$150,000–$200,000
$200,000–$250,000
$250,000–$300,000
$300,000–$350,000
$350,000–$400,000
$400,000 and up

20
25
30
20
20
10

16.0%
20.0%
24.0%
16.0%
16.0%
8.0%

125

100.0%

Total:
SOURCE: Zimmerman/Volk Associates, Inc., 2015.
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Table 7

Annual Target Groups For New Single-Family Attached For-Sale
Households In Groups With Median Incomes At Or Above $50,000

The Strategic Redevelopment District
Delhi Township, Hamilton County, Ohio

Empty Nesters
& Retirees*

Number of
Households

Percent

Affluent Empty Nesters
Middle-Class Move-Downs
No-Nest Suburbanites
Middle-American Retirees

5
5
10
5

4.0%
4.0%
8.0%
4.0%

Subtotal:

25

20.0%

Full-Nest Suburbanites
Full-Nest Urbanites
Blue-Collar Button-Downs
Multi-Cultural Families

5
5
5
5

4.0%
4.0%
4.0%
4.0%

Subtotal:

20

16.0%

The Entrepreneurs
e-Types
The VIPs
Fast-Track Professionals
Upscale Suburban Couples
New Bohemians
Twentysomethings
Suburban Achievers
Small-City Singles
Urban Achievers

5
5
5
5
15
5
5
15
5
15

4.0%
4.0%
4.0%
4.0%
12.0%
4.0%
4.0%
12.0%
4.0%
12.0%

Subtotal:

80

64.0%

Total Households:

125

100.0%

Traditional &
Non-Traditional Families†

Younger
Singles & Couples*

* Primarily one- and two-person households
† Primarily three- and four-person households.
SOURCE: The Nielsen Company;
Zimmerman/Volk Associates, Inc.
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•

Again, the largest market for new market-rate single-family attached for-sale units
(townhouses/live-work units) within the Strategic Redevelopment District is younger
singles and couples, comprising two-thirds of potential townhouse buyers. Almost 44
percent of these younger households would only be able to purchase new townhouses or
live-work units with base prices between $150,000 and $250,000 (New Bohemians,
Twentysomethings, Suburban and Urban Achievers, and Small-City Singles). Just over 31
percent have the financial capacity to purchase townhouses or live-work units with base
prices between $250,000 and $350,000 (The VIPs, Fast-Track Professionals and Upscale
Suburban Couples). The remaining 25 percent of the younger households (The
Entrepreneurs and e-Types) could afford new townhouse or live-work units priced above
$350,000.

•

Empty nesters and retirees are again the next largest market segment, at 20 percent of the
market for new market-rate townhouses or live-work units on redevelopment sites in the
Redevelopment District. Sixty percent of the empty nesters and retirees, primarily
Middle-Class Move-Downs and No-Nest Suburbanites, would be in the market for new
townhouses/live-work units with base prices between $250,000 and $350,000; 20
percent of the older households could afford new units priced above $350,000 (Affluent
Empty Nesters) and the remaining 20 percent, Middle-American Retirees, could only
afford units priced between $150,000 and $200,000.

•

Family households comprise just 16 percent of the market for new market-rate
townhouses or live-work units within the District. Half of the target family groups (FullNest Urbanites and Blue-Collar Button-Downs) could support base prices of new
townhouses or live-work units ranging between $250,000 and $350,000, and the
remaining half are evenly split between units priced above $350,000 (Full-Nest
Suburbanites) and units priced between $150,000 and $250,000 (Multi-Cultural
Families).
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— OPTIMUM MARKET POSITION —
For purposes of this analysis, and based on the housing preferences of the target households, the
target residential mix for the Redevelopment District has been established for up to 350 dwelling
units. Site planning and the feasibility of non-residential uses may indicate that either a greater or
lesser number of units could be developed within the District; regardless of the number of units, the
target residential mix of rental and for-sale multi-family and single-family attached units should be
adhered to as closely as possible. As derived from market preferences, then, the target residential mix
of up to 350 units would be as follows:
Target Residential Mix: 350 New Housing Units
THE STRATEGIC REDEVELOPMENT DISTRICT
Delhi Township, Hamilton County, Ohio
PERCENT
OF TOTAL

NUMBER OF
UNITS

67.9%

238

Multi-family for-sale
(lofts/apartments, condo/co-op ownership)

14.3%

50

Single-family attached for-sale
(townhouses/live-work, fee-simple/
condominium ownership)

17.8%

62

100.0%

350

HOUSING TYPE
Multi-family for-rent
(lofts/apartments, leaseholder)

Total
SOURCE: Zimmerman/Volk Associates, Inc., 2015.

The first residential phase should be limited to rental development, since, as noted earlier in the
study, there are higher absorption rates for rental than ownership units, and renters show a greater
willingness to populate emerging neighborhoods.
Based on the tenure and housing preferences of draw area households and their income and equity
levels, the market-entry rents, in 2015 dollars, for up to 350 newly-developed residential units that
could currently be sustained by the market within the Strategic Redevelopment District is shown on
the table following this page (see also Table 8 for greater detail):
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Optimum Market Position
T HE S TRATEGIC R EDEVELOPMENT D ISTRICT
Delhi Township, Hamilton County, Ohio
NUMBER

HOUSING TYPE

RENT RANGE

SIZE RANGE

RENT
PER SQ. FT.

M ULTI -F AMILY R ENTAL —
238

Apartments
$750–$1,200/month
Weighted Averages:
$988/month

500–1,000 sf
748 sf

$1.20–$1.50 psf
$1.32 psf

800–1,250 sf
1,046 sf

$140–$156 psf
$146 psf

1,100-1,500 sf
1,326 sf

$133-$145 psf
$38 psf

M ULTI -F AMILY F OR -S ALE —
50

Condominiums
$125,000–$175,000
Weighted Averages:
$152,400

S INGLE -F AMILY A TTACHED F OR -S ALE —
62

Townhouses
Weighted Averages:

$160,000-$200,000
$182,581

350 dwelling units
SOURCE: Zimmerman/Volk Associates, Inc., 2015.

Rents and prices are in year 2015 dollars, are exclusive of consumer options and upgrades, floor or
location premiums, and cover the broad range of rents and prices that could be sustained by the
market in the Strategic Redevelopment District. Although annual incomes have risen for many
households in the township over the past five years, the higher down payments currently required by
lenders will preclude many younger households from becoming first-time buyers. Because of these
affordability issues, it would seem that older households should therefore comprise a greater
percentage of the market over the next two or three years. However, weakness in the resale market
could potentially constrain a number of these buyers as well.
If zoning permits, a rental building containing 30 to 50 units could be leased as live-work, live only,
or work only, depending on the preferences of the tenant. Limited community amenities, such as a
community room, fitness center, and business center should be provided, preferably with street
entrances.
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Table 8

Optimum Market Position
350 Market-Rate Dwelling Units

The Strategic Redevelopment District
Delhi Township, Hamilton County, Ohio
June, 2015

Percent
Number

67.9%
238

14.3%
50

17.8%
62

Housing Type

Unit
Configuration

Unit
Mix

Base
Rent/Price

Unit
Size

Multi-Family For-Rent
Apartments

15%
25%
25%
15%
20%

$750
$850
$1,000
$1,150
$1,200

500
600
750
900
1,000

$1.50
$1.42
$1.33
$1.28
$1.20

Weighted averages:

$988

748

$1.32

Studio/1ba
Alcove Studio/1ba
1br/1ba
2br/1ba
2br/2ba

Multi-Family For-Sale
Condominiums

9 to 10 units
25%
20%
35%
20%

$125,000
$140,000
$165,000
$175,000

800
950
1,150
1,250

$156
$147
$143
$140

Weighted averages:

$152,400

1,046

$146

1br/1ba
1br/1ba/den
2br/2ba
2br/2ba/den

Single-Family Attached For-Sale
Townhouses

Annual
Market
Capture
48 to 70 units

11 to 13 units
25%
50%
25%

$160,000
$185,000
$200,000

1,100
1,350
1,500

$145
$137
$133

Weighted averages:

$182,581

1,326

$138

2br/1.5ba
2br/2.5ba
2br/2.5ba/den

100.0%

350

Rent/Price
Per Sq. Ft.

market-rate units

NOTE: Base rents/prices in year 2015 dollars and exclude floor and view premiums,
options and upgrades.
SOURCE: Zimmerman/Volk Associates, Inc.
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—MARKET CAPTURE—
Zimmerman/Volk Associates has determined that a capture of 10 percent of the annual potential
market for new rental housing within the Redevelopment District is achievable over the next five
years. As the District is built out in a mix of residential and commercial uses within a neighborhood
context, the capture rate for new rental housing units is likely to rise to 15 percent in later phases.
The capture rate for the first condominium building to be developed within the District is estimated
at 8.5 percent of the annual potential market, and rising to 10 percent for later buildings.
(Nationally, prior to the housing collapse in 2008, new dwelling units represented 15 percent of all
units sold; for the most recent 12-month period from April 2014 to March 2015, new dwelling
units represented just 8.7 percent of all units sold.)
Based on these market capture rates, annual absorption is shown on the following table (see again
Table 8):
Annual Capture of Market Potential
THE STRATEGIC REDEVELOPMENT DISTRICT
Delhi Township, Hamilton County, Ohio
NUMBER OF
HOUSEHOLDS

ANNUAL
CAPTURE RATE

Rental Multi-Family
(lofts/apartments, leaseholder)

475

10% to 15%

48 to 70 units

For-Sale Multi-Family
(lofts/apartments, condo/co-op ownership)

100

8.5% to 10%

9 to 10 units

For-Sale Single-Family Attached
(townhouses/live-work, fee-simple/
condominium ownership)

125

8.5% to 10%

11 to 13 units

Total

700

HOUSING TYPE

FORECAST
ABSORPTION

68 to 93 units

SOURCE: Zimmerman/Volk Associates, Inc., 2015.

At the forecast absorption of 48 to 70 rental units per year, nine to 10 condominium units per year,
and 11 to 13 townhouses per year, 350 dwelling units as outlined in the optimum market position
would be leased and sold within five years.
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The capture rates of the annual potential market used here are conservative and fall well within the
target market methodology’s parameters of feasibility.
NOTE:

Target market capture rates are a unique and highly-refined measure of
feasibility. Target market capture rates are not equivalent to—and should not
be confused with—penetration rates or traffic conversion rates.
The target market capture rate is derived by dividing the annual forecast
absorption—in aggregate and by housing type—by the number of
households that have the potential to purchase or rent new housing within a
specified area in a given year.
The penetration rate is derived by dividing the total number of dwelling
units planned for a property by the total number of draw area households,
sometimes qualified by income.
The traffic conversion rate is derived by dividing the total number of buyers
or renters by the total number of prospects that have visited a site.
Because the prospective market for a location is more precisely defined, target
market capture rates are higher than the more grossly-derived penetration
rates. However, the resulting higher capture rates are well within the range of
prudent feasibility.
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METHODOLOGY
The technical analysis of market potential for new rental and for-sale housing units within the
Strategic Redevelopment District included delineation of the draw areas—based on the most recent
migration data for Hamilton County, and incorporating additional data from the U.S. Bureau of the
Census American Community Survey for Delhi Township and Hamilton County—as well as
physical evaluation of the District and the surrounding context. The appendix tables referenced here
are provided in a separate document.
The delineation of the draw areas for the Redevelopment District was based on historical settlement
patterns, migration trends for Delhi Township and Hamilton County, and other market dynamics.
The evaluation of the District’s market potential was derived from target market analysis of
households in the draw areas, and yielded:
•

The depth and breadth of the potential housing market by tenure (rental and
ownership) and by type (multi-family and single-family attached and detached
units);

•

The composition of the potential housing market (empty-nesters/retirees, traditional
and non-traditional families, younger singles/couples); and

•

The incomes and financial capabilities of the potential housing market (households
in groups with median incomes at or above $50,000 per year).

DELINEATION OF THE DRAW AREAS (MIGRATION ANALYSIS)—
Taxpayer migration data provide the framework for the delineation of the draw areas—the principal
counties of origin for households that are likely to move to Delhi Township and to the Strategic
Redevelopment District. These data are maintained at the county and “county equivalent” level by
the Internal Revenue Service and provide a clear representation of migration and mobility patterns.
These data have been supplemented by mobility data from the American Community Survey for
Delhi Township and for Hamilton County.
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Appendix One, Table 1.
Migration Trends
Analysis of Hamilton County migration and mobility patterns from 2006 through 2010—the latest
data available from the Internal Revenue Service—shows that, over the study period, the number of
households moving into the county increased between 2006 and 2008, from 15,000 households in
2006 to 15,985 households in 2008, and then dropped in 2009 and 2010 to reach 14,360
households in 2010. Approximately 40 percent of the county’s in-migration is from neighboring
Butler, Clermont, and Warren Counties in Ohio, and Kenton County in Kentucky.
Over the same period, the number of households moving out of the county fell from 18,565 outmigrating households in 2006 to 17,245 out-migrating households in 2010. Over the study period,
Hamilton County posted net household migration losses (more households moved out of the county
than moved into the county) ranging between a net loss of 1,410 households in 2008 to a net loss of
3,565 households in 2006. The net loss in 2010 was just under 2,900 households.
Although net migration provides insights into a county’s historical ability to attract or retain
households compared to other locations, it is those households likely to move into a county (gross inmigration) that represent the county’s external market potential.
Extrapolating from the migration data, then, the draw areas for new and existing housing units in
Delhi Township and the Strategic Redevelopment District have been determined as follows:
•

The primary (internal) draw area, covering households currently living within Delhi
Township.

•

The secondary (external) draw area, covering households currently living in the balance of
Hamilton County.

•

The regional (external) draw area, covering households with the potential to move to Delhi
Township from the adjacent counties of Butler, Clermont, and Warren Counties, Ohio, and
Kenton County, Kentucky.

•

The national (external) draw area, covering households with the potential to move to Delhi
Township from all other U.S. counties (primarily those in Ohio and the Midwest).
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Migration Methodology:
County-to-county (or parish) migration is based on the year-to-year changes in the addresses shown
on the population of returns from the Internal Revenue Service Individual Master File system. Data
on migration patterns by county, or county equivalent, for the entire United States, include inflows
and outflows. The data include the number of returns (which can be used to approximate the
number of households), and the median and average incomes reported on the returns. American
Community Survey Data is also used to clarify migration and mobility patterns for geographic units
smaller than the county level.
2015 TARGET MARKET CLASSIFICATION OF TOWNSHIP AND COUNTY HOUSEHOLDS—
Geo-demographic data obtained from The Nielsen Company provide the framework for the
organization of households into groups with common characteristics, not only by lifestage and
demographic characteristics, but also by lifestyle preferences and socio-economic factors (target
market methodology™). For purposes of this study, only those household groups with median
incomes at or above $50,000 are included in the analysis.

An appendix containing detailed

descriptions of each of these target market groups is provided along with the study.
The three main lifestages are:
•

Younger singles and couples, largely one- and two-person households with the head
of household typically aged between 20 and 35, comprised now mainly of the
Millennial generation, who were born between 1977 and 1996;

•

Families, comprising both “traditional” families (married couples with one or more
children) and “non-traditional” families (a wide range of family households, from a
single parent with one or more children, an adult caring for younger siblings, a
grandparent with custody of grandchildren, to an unrelated, same-sex couple with
children), primarily Generation X, born between 1965 and 1976; and

•

Empty nesters and retirees, largely one- and two-person households with the head of
household typically aged over 50, primarily encompassing the Baby Boom
generation, born between 1946 and 1964, as well as earlier generations.
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Appendix One, Tables 2 and 3.
Target Market Classifications
As estimated by the Nielsen Company, 10,625 households live in Delhi Township in 2015; just over
89 percent, or 9,500 households, are categorized in target market groups with median incomes of
$50,000 or more. (Reference Appendix One, Table 2.) Nearly 44 percent of these households can be
characterized as empty nesters and retirees, another 43.5 percent are traditional and non-traditional
families, and 12.6 percent are younger singles and couples.
Median income within the township is estimated at $63,400, 18 percent higher than the national
median of $53,700. The township’s median home value is estimated at $142,200, approximately
three-quarters of the national median of $191,200.
Up to 337,135 households live in Hamilton County in 2015. Nearly two-thirds, or 220,900
households, are in target market groups with median incomes of $50,000 or more. (Reference
Appendix One, Table 3.) Over 42 percent of these households could be characterized as empty
nesters and retirees, another 30.1 percent are traditional and non-traditional families, and 27.5
percent are younger singles and couples.
County median income is estimated at $45,500, 28 percent below the township median. Median
home value in the county is estimated at $149,900, approximately five percent above the township
median.
Target Market Methodology:
The proprietary target market methodology developed by Zimmerman/Volk Associates is an
analytical technique, using the

PRIZM NE

household clustering system, that establishes the optimum

market position for residential development of any property—from a specific site to an entire
political jurisdiction—through cluster analysis of households living within designated draw areas. In
contrast to conventional supply/demand analysis—which is based on supply-side dynamics and
baseline demographic projections—target market analysis establishes the optimum market position
derived from the housing and lifestyle preferences of households in the draw area and within the
framework of the local housing market context, even in locations where no close comparables exist.
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Clusters of households (usually between 10 and 15) are grouped according to a variety of significant
“predictable variables,” ranging from basic demographic characteristics, such as income qualification
and age, to less-frequently considered attributes known as “behaviors,” such as mobility rates,
lifestage, and lifestyle patterns.
Mobility rates detail how frequently a household moves from one dwelling unit to another.
Lifestage denotes what stage of life the household is in, from initial household formation (typically
when a young person moves out of his or her parents’ household into his or her own dwelling unit),
through family formation (typically, marriage and children) to retirement (typically, no longer
employed).
Lifestyle patterns reflect the ways households choose to live, e.g., an urban lifestyle includes residing
in a dwelling unit in a city, most likely high-density, and implies the ability to walk to more
locations than a suburban lifestyle, which is most likely lower-density and typically requires
automobile ownership to get to non-residential locations.
Zimmerman/Volk Associates has refined the analysis of these household clusters through the
correlation of more than 500 data points related to housing preferences and consumer and lifestyle
characteristics.
As a result of this process, Zimmerman/Volk Associates has identified 41 target market groups with
median incomes that enable most of the households within each group to qualify for market-rate
housing. The most affluent of the 41 groups can afford the most expensive new ownership units;
the least prosperous are candidates for the least expensive existing rental apartments. Another 25
groups have median incomes such that most of the households require housing finance assistance.
Once the draw areas for a property or study area have been defined, then—through field
investigation, analysis of historic migration and development trends, and employment and
commutation patterns—the households within those areas are quantified using the target market
methodology. The potential market for new market-rate units is then determined by the correlation
of a number of factors—including, but not limited to: household mobility rates; median incomes;
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lifestyle characteristics and housing preferences; the location of the site or study area; and the current
housing market context.
The end result of this series of filters is the optimum market position—by tenure, building
configuration and household type, including specific recommendations for unit sizes, rents and/or
prices—and projected capture of the annual potential market.
DETERMINATION
ANALYSIS)—

OF THE

ANNUAL POTENTIAL MARKET

FOR

DELHI TOWNSHIP (MOBILITY

The mobility tables, individually and in summaries, indicate the number and type of households that
have the potential to move within or to Delhi Township each year over the next five years. The total
number with the potential to move from each county is derived from historical migration trends; the
number of households from each group is based on each group’s mobility rate.
Appendix One, Table 4.
Internal Mobility (Households Moving within Delhi Township)—
Zimmerman/Volk Associates integrates U.S. Bureau of the Census data from the American
Community Survey with data from the Nielsen Company to determine the number of households in
each target market group that will move from one residence to another within a specific jurisdiction
in a given year (internal mobility).
Based on this analysis, Zimmerman/Volk Associates has determined that an average of 740
households in groups with median incomes above $50,000 currently living in Delhi Township have
the potential to move from one residence to another—rental or ownership, new or resale—each year
over the next five years.
Appendix One, Table 5.
External Mobility (Households Moving to Delhi Township from the Balance of Hamilton
County)—
The same sources of data are used to determine the number of households in each target market
group that will move from one area to another within the same county.
The data shows that an annual average of 1,215 households, currently living in the balance of
Hamilton County and in groups with median incomes of $50,000 or more, have the potential to
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move from a residence in the county to a residence in Delhi Township each year over the next five
years.
Approximately 58 percent of these households are likely to be younger singles and couples (in 12
market groups); 25.9 percent are traditional and non-traditional families (also in 12 groups); and the
remaining 16 percent are empty nesters and retirees (in 16 groups).
Appendix One, Tables 6 and 7; Appendix Two, Tables 1 through 4.
External Mobility (Households Moving to Delhi Township from Outside Hamilton County)—
These tables determine the average annual number of households in each target market group living
in each draw area county and the balance of the United States that are likely to move to Delhi
Township each year over the next five years (through a correlation of Nielsen Company data, U.S.
Bureau of the Census data, and the Internal Revenue Service migration and mobility data).
Appendix One, Table 8.
Annual Market Potential for New and Existing Dwelling Units in Delhi Township—
This table summarizes Appendix One, Tables 4 through 7. The numbers in the Total column on
page one of this table indicate the depth and breadth of the potential market for new and existing
market-rate dwelling units in Delhi Township each year over the next five years originating from
households in groups with median incomes of $50,000 or more currently living in the draw areas.
An annual average of 2,715 households in groups with median incomes over $50,000 have the
potential to move within or to the township each year over the next five years.
Younger singles and couples are likely to account for almost 47 percent of these households (in 12 of
Zimmerman/Volk Associates’ target market groups); 36.4 percent are likely to be traditional and
non-traditional families (in 13 groups); and the remaining 16.6 percent are likely to be empty
nesters and retirees (in 16 groups).
As derived from the migration and mobility analyses, then, the distribution of the draw areas as a
percentage of the annual potential market for new and existing housing units in Delhi Township is
outlined on the table following this page (reference again Appendix One, Table 8):
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Annual Market Potential by Draw Area
New and Existing Dwelling Units
Delhi Township, Hamilton County, Ohio
Delhi Township (Primary Draw Area):
Balance of Hamilton County (Secondary Draw Area):
Butler, Clermont, Warren,
and Kenton Counties (Regional Draw Area):
Balance of US (National Draw Area):

27.3%
44.8%
10.9%
17.0%

Total:

100.0%

SOURCE: Zimmerman/Volk Associates, Inc., 2015.

DETERMINATION
DISTRICT—

OF THE

ANNUAL POTENTIAL MARKET

FOR THE

STRATEGIC REDEVELOPMENT

The annual potential market for new market-rate housing units within the Strategic Redevelopment
District includes the same draw areas as for the township as a whole. Zimmerman/Volk Associates
uses U.S. Bureau of the Census data, combined with Nielsen data, to determine which target market
groups, as well as how many households within each group, are likely to move to the District each
year over the next five years.
Appendix One, Table 9 through 11.
Annual Market Potential for Strategic Redevelopment District
The target market methodology has established that 1,040 of the 2,715 households in groups with
incomes at or above $50,000 per year that represent the annual potential market for new and
existing housing units in Delhi Township are a market for new housing units in the Strategic
Redevelopment District. (See Appendix One, Table 9.) Younger singles and couples (in 10 groups)
are likely to account for 61.5 percent of these households; empty nesters and retirees (in nine groups)
another 22.6 percent, and the remaining 15.9 percent are likely to be traditional and non-traditional
families (in seven groups).
The distribution of the draw areas as a percentage of the potential residential market for the Strategic
Redevelopment District is shown on the table on the following page:
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Annual Market Potential by Draw Area
T HE S TRATEGIC R EDEVELOPMENT D ISTRICT
Delhi Township, Hamilton County, Ohio
Delhi Township (Primary Draw Area):
Balance of Hamilton County (Secondary Draw Area):
Butler, Clermont, Warren,
and Kenton Counties (Regional Draw Area):
Balance of US (National Draw Area):

35.1%
47.6%

Total:

100.0%

7.7%
9.6%

SOURCE: Zimmerman/Volk Associates, Inc., 2015.

The 1,040 draw area households that have the potential to move to the District each year over the
next five years have been categorized by tenure propensities to determine renter/owner ratios.
(Reference Appendix One, Table 10.) Nearly 46 percent of these households (or 475 households)
comprise the potential market for new rentals in the District.

The other 54.3 percent (565

households) comprise the market for new for-sale (ownership) housing units.
Of these 565 owner households, 17.7 percent (or 100 households) comprise the annual market for
market-rate multi-family for-sale units (condominium apartments and lofts). Another 22.1 percent
(or 125 households) comprise the annual market for market-rate attached single-family (townhouse)
units. The remaining 60.2 percent (or 340 households) comprise the annual market for all ranges
and densities of market-rate single-family detached houses. (Reference Appendix One, Table 11.)
—Target Market Data—
Target market data are based on the Nielsen (formerly Claritas)

PRIZM

geo-demographic system,

modified and augmented by Zimmerman/Volk Associates as the basis for its proprietary target
market methodology. Target market data provides number of households by cluster aggregated into
the three main household lifestages—empty nesters and retirees; traditional and non-traditional
families; and younger singles and couples.
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Zimmerman/Volk Associates’ target market classifications are updated periodically to reflect the
slow, but relentless change in the composition of American households. Because of the nature of
geo-demographic segmentation, a change in household classification is directly correlated with a
change in geography, i.e.—a move from one neighborhood condition to another. However, these
changes of classification can also reflect an alteration in one of three additional basic characteristics:
•

Age;

•

Household composition; or

•

Economic status.

Age is the most predictable, and easily-defined of these changes. Household composition has also
been relatively easy to define; with the growth of non-traditional households, however, definitions of
a family have had to be expanded and parsed into more highly-refined segments. Economic status
remains clearly defined through measures of annual income and household wealth.
A change in classification is rarely induced by a change in just one of the four basic characteristics.
This is one reason that the target household categories are so highly refined: they take in multiple
characteristics. Even so, there are some rough equivalents in household types as they move from one
neighborhood condition to another.

There is, for example, a strong correlation between the

Suburban Achievers and the Urban Achievers; a move by the Suburban Achievers to the urban core can
make them Urban Achievers, if the move is accompanied by an upward move in socio-economic
status. In contrast, Suburban Achievers who move up socio-economically, but remain within the
metropolitan suburbs may become Upscale Suburban Couples or Fast-Track Professionals.
Household Classification Methodology:
Household classifications were originally based on the Claritas PRIZM geo-demographic segmentation
system that was established in 1974 and then replaced by PRIZM NE in 2005. The revised household
classifications are based on

PRIZM NE

which was developed through unique classification and

regression trees delineating 66 specific clusters of American households. The system is now accurate
to the individual household level, adding self-reported and list-based household data to geodemographic information. The process applies hundreds of demographic variables to nearly 10,000
“behaviors.”
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Over the past 27 years, Zimmerman/Volk Associates has augmented the PRIZM cluster system for use
within the company’s proprietary target market methodology specific to housing and neighborhood
preferences, with additional algorithms, correlation with geo-coded consumer data, aggregation of
clusters by broad household definition, and unique cluster names. For purposes of this study, only
those households in groups with median incomes of $50,000 or more are included in the tables.
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ASSUMPTIONS AND LIMITATIONS—
Every effort has been made to insure the accuracy of the data contained within this analysis.
Demographic and economic estimates and projections have been obtained from government
agencies at the national, state, and county levels. Market information has been obtained from
sources presumed to be reliable, including developers, owners, and/or sales agents. However, this
information cannot be warranted by Zimmerman/Volk Associates, Inc. While the proprietary
residential target market methodology™ employed in this analysis allows for a margin of error in
base data, it is assumed that the market data and government estimates and projections are
substantially accurate.
Absorption scenarios are based upon the assumption that a normal economic environment will
prevail in a relatively steady state during development of the subject area. Absorption paces are
likely to be slower during recessionary periods and faster during periods of recovery and high
growth. Absorption scenarios are also predicated on the assumption that the product
recommendations will be implemented generally as outlined in this report and that developers
will apply high-caliber design, construction, marketing, and management techniques to the
development of the property.
Recommendations are subject to compliance with all applicable regulations. Relevant
accounting, tax, and legal matters should be substantiated by appropriate counsel.
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RIGHTS AND STUDY OWNERSHIP—
Zimmerman/Volk Associates, Inc. retains all rights, title and interest in the ZVA residential
target market methodology™ and target market descriptions contained within this study. The
specific findings of the analysis are the property of the client and can be distributed at the client’s
discretion.
© Zimmerman/Volk Associates, Inc., 2015

