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I. Basic Concepts and Definitions

A.

Real estate is a tangible product - defined as artificially
delineated space with a fourth dimension of time referenced to a
fixed point on the face of the earth.

1. Real estate is a space-time unit, room per night, apartment per
month, square foot per year, tennis court hours, or a condominium
for two weeks in January at a ski slope.

2. To the space-time abstraction canbe added special attributes
to house some form of activity.

3. Improvements from survey market to city layouts to structures
define space.

L. Legal contracts and precedents define time.

5. Rights of use are defined by public values, court opinions.

6. Private rights to use are those which remain after the public
has exercised its rights to control, to tax, or to condemn.

A real estate project is cash cycle business enterprise which combines
a space-time product with certain types of management services to
meet the needs of a specific user. It is the process of converting
space~time needs to money-time dimensions in a cash econony.

1. A real estate business is any business which provides expertise
necessary to relate space-time need to money-time requirements
and inclues architects, brokers, city planners, mortgage bankers,
and all other special skills.

2. The true profit centers in real estate are in the delivery of
services and cash capital. Money is an energy transfer system.

3. Equity ownership is the degree to which one enterprise controls
or diverts cash from another real estate enterprise.

L. Public has direct ownership to the degree real estate taxes
take a percentage of tenant income in excess of service cost.

5. Consumer must view space as a total consumption system involving
direct cost, surface cost, transportation cost and negative
income of risk.

6. The best real estate project is the one which has the lowest net
present value of cost as the sum of cost to the consumer prod-
uction sector and public sector.
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The real estate process is the dynamic interaction of three groups,
space users (consumers), space producers, and the various public
agencies (infrastructures) which provide services and capital to sup-
port the consumer needs. (See Exhibit 1)

1. Each of these three decision groups represent an enterprise,
an organized undertaking. All are cash cycle enterprises
constrained by a need for cash solvency, both short and long
term.

2. A desirable real estate solution occurs when the process permits
maximum satisfaction to the consumer at a price that he can afford
within the environmental limits of land while permitting the
consumer, producer, and the government cash cycle to achieve
solvency - cash break even at a minimum, after full payment for
services rendered.

3. Solvency of the total process, not value, is the critical issue.

4, Land is an environmental constraint and not a profit center.

5. Land provides access to a real estate business opportunity and
is not the opportunity itself. Real estate business wants to
control land to create a captive market for services.

Land is the point where demand and supply forces find cash solvency.
Location is a manufactured attribute. Site attributes are exploited
to reduce outlays and to increase receipts and include:

. Physical attributes

Legal-political attributes

Linkage attributes

Dynamic attributes

Environmental attributes
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Recognition of the fact that profit maximization must be limited by
concerns for physical environment and community priorities for land

use has resulted in redefinition of the most basic concept in appraisal;
i.e. highest and best use, in the authorized terminology handbook spon-
sored by the American Institute of Real Estate Appraisers and the
Society of Real Estate Appraisers. Compare the 1971 definition with
that for 1975:

Highest and best use concept-

“A valuation concept that can be applied to either the land or
improvements. It normally is used to mean that use of a parcel

of land (without regard to any improvements upon it) that will
maximize the owner's wealth by being the most profitable use of
the land. The concept of highest and best use can also be applied
to a property which has some improvements upon it that have a
remaining economic 1ife. 1In this context, highest and best use
can refer to that use of the existing improvements which is most
profitable to the owner. It is possible to have two different
highest and best uses for the same property: one for the land
ignoring the improvements; and another that recognizes the presence
of the improvements.:

p. 57, Real Estate Appraisal Principles and Terminology, Second
Edition, Society of Real Estate Appraisers 1971.
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"Highest and Best Use: That reasonable and probable use that will
support the highest present value, as defined, as of the effective
date of the appraisal. Alternatively, that use, from among reason-
ably probable and legal alternative uses, found to be physically
possible, appropriately supported, financially feasible, and which
results in highest land value. The definition immediately above
applies specifically to the highest and best use of land. It is

to be recognized that in cases where a site has existing improve-
ments on it, the highest and best use may very well be determined
to be different from the existing use. The existing use will con-
tinue, however, unless and until land value in its highest and

best use exceeds the total value of the property in its existing
use.
tribution of that specific use to community environment or to

...3.-

Implied within these definitions is recognition of the con-

community development goals in addition to wealth maximization of

individual property owners. Also implied is that the determination

of highest and best use results from the appraisers judgement and
analytical skill, i.e., that the determined from analysis represents
an opinion, not a fact to be found. 'In appraisal practice, the con-
cept of highest and best use represents the premise upon which value
is based. In the context of most probable selling price (market
value) another appropriate term to reflect highest and best use
would be most probable use. In the context of investment value an
alternative term would be most profitable use."

Real Estate Appraisal Terminology, Edited by Byrl 1l. Boyce,

Ph.D. SRPA, Ballinger Publishing Co., Cambridge, Mass. 1975

The purchase of a piece of real estate today involves the acceptance
of a great many assumptions about the future. Those who take care
to validate these assumptions in a period of transition as to pub-
lic land use control tend to have the most successful investment.

The concept of highest and best use of land was a commodity concept
which did not consider externalities adequately. It is being replaced
be concepts of most fitting use and the concept of most probable use.

1.

2.

Business decisions today make explicit recognition of their
assumptions and the need to act under conditions of uncertainty.
Business risk is the difference between assumptions about the
future and realizations, the proforma budget and the end of

the yvear income statement.

Risk management is the control of variance between key assum-
ptions and realizations.

An appraisal is a set of assumptions about the future prod-
uctivity of a property under conditions of uncertainty.

The most fitting use is that use which is the optimal reconcil-
fation of effective consumer demand, the cost of production,
and the fiscal and environmental impact on third parties.
Reconciliation involves financial impact analysis on '‘who

pays' and 'who benefits'! - thus the rash of debate on how to

do impact studies.
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The most probable use will be something less than the most fitting
use depending on topical constraints imposed by current political
factors, the state of real estate technology, and short term sol-
vency pressures on consumer, producer, or publiic agency.

Most probable use means that an appraisal is first a feasibility
study of alternative uses for a site in search of a user, an
investor, and in need of public consent.

seeking the most fitting and most probable use, the inner city

planner and private property appraiser must interact to determine how
community objectives and consumer - production sector solvency can be
achieved simultaneously.

1.

A real estate decision has only two basic forms. Either a site

is In search of a use and consumer with the ability to pay, or a
consumer, need or use with a defined ability to pay is seeking
some combination of space-time attributes he can afford.

The individual consumer with needs and a budget is the drive wheel.
The public sector represents the community owned consumer service
delivery system, seeking to minimize marginal cost to the consumer
and average cost to the community at large.

The production sector responds to a derivative demand for engineering
and management expertise.

Critiquing the form and adequacy of a real estate solution is analogous
to the artistic concept of judging the success of an art object by re-
lating form of the solution to the context to which it was created.

An

Context includes those elements which are fixed, given, or objec-
tives and to which any solution must adapt.

Form giving elements are those variables within the artists control,
f.e. options or alternatives at a particular time.

A solution is judged for i1ts correctness or success in terms of
the degree of fit of the form proposed to the context.
Feasibility analysis is concerned with the degree of fit or the
extent of misfit between a proposed course of action and the
context within which it must operate or fit.

Success therefore depends on how appropriately the problem is
defined; testing feasibility depends primarily upon accurate and
comprehensive definition of the context.

enterprise is any organized undertaking, and a real estate problem

or
to

1.

project always begins from the viewpoint of some enterprise relative
its environment.

The systems engineer sees the eventual form of an enterprise, in
terms of both its configuration and behavior, as representing a
negotiated consensus between two general sources of power--the

power of the environment to dictate form and behavior of the organi-
zation on one hand and the power of the organization to decide for
itself what its characteristics and behavior will be on the other.

The system engineer uses ''power of the environment'' as a dynamic
alternative to the static implications of context and adds dynamic
element of behavior to the elective responses of the form giver.



Feasibility Analysis

A.

The concept of feasibility is elusive and much abused. Combining the
systems concept of enterprise under conditions of uncertainty and the
physical design concept of fit leads to the following definition:

“"A real estate project is 'feasible' when the real estate analyst
determines that there is a reasonable likelihood of satisfying
explicit objectives when a selected course of action is tested

for fit to a context of specific constraints and limited resources.'’

The problem of defining objectives and measuring success depends almost
entirely on correctly defining the problem and values of the client.

1. The nature of a decision process must be made explicit.

2. Defining a problem in terms of inherent characteristics must be
addressed today.

3. The nature of risk and risk management must be made explicit
because the definition implies uncertainty by means of a subjective
probability, ""reasonable likelihood of succeeding."

4, There is a need to identify and measure and weight elements of
success.

5. There is a need to identify and dimension the limited resources of
the client in terms of personnel, expertise, cash, and time for
commitment and completion.

6. Definition of decision process and problem lead to proper description
of work project for the analyst.

The general theory of the management process for any enterprise can
be converted to real estate semantics for feasibility:

Values, objectives, policy Strategic format

Search for opportunity alternatives Market trend analysis

Selection of an opportunity Merchandising target with

monopoly character

Program to capture opportunity Legal-political constraints
Ethical-aesthetic constraints
Physical-technical constraints
Financial constraints

Construction of program Project development
Operation of program Property management
Monitoring and feedback Real estate research

These basic elements and definitions then lead to a correct title for

the report required. Most feasibility reports go wrong on the title page
because the analyst did not clearly understand to which elements of
context and form his report was to be addressed. Seldom does the analyst

do a complete feasibility study as a single report on his own . Components

may be provided by others and the sequence of set may differ in each case
depending on how the consultant understands the client. Therefore, a
report should be entitled as one of the following:

1. Strategy study: selection of objectives, tactics, and decision
criteria.

2. Market analysis: economic base studies or other related aggregate
data review.




Merchandising studies: consumer surveys, competitive property
analusis, marketability evaluation, etc.

Legal studies: opinion on potential legal constraints, model
contracts or forms of organization, and political briefs.
Architectural and engineering studies: alternative building
envelopes, structural solutions, and net usable space and space
relationships, together with technical resolutions of problems in
the physical context adequate for budgeting and marketing work.
Compatibility studies: project impact on various groups affected

in terms of their attitudes, expectations and vested interests in

the status quo and community goals.

Financial studies: <cash flow budgets, potential risk and sensitivity
analysis, fiscal impact analysis, and alternative sources of capital,
tax implications, etc.

Feasibility analysis is a sub-topic within the generally expanding
liturature of problem solving. Any Counselor or problem solver
is urged to read the following:

1.
2.

3.

The Art of Problem Solving, Russell L. Ackoff, John Wiley & Sons,
New York, 1973

The Complete Problem Solver, John R. Hayes, The Franklin Institute

Press, Philadelphia, 1981
Strategic Planning in Emerging Companies, Steven C. Brandt,

Addison-Wesley Publishing Company, 1981

Ackoff subdivides any problem into five types of components:

1.

The decision maker--the person or persons faced with the problem,
as a group or individual.

The controllable variables--those aspects of the problem situation
the decision maker can control.

The uncontrolled variables--those aspects of the problem situation
the decison maker cannot control but those which, together with
the controlled variables can effect the outcome of his choice.

The uncontrolled variables may be quantitative or qualitative,

but together they define the problem environment, in the language
of Ackoff, or the context in the language of Christopher Alexander.

Constraints imposed from within or without on the values of the
controlled and uncontrolled variables. For example, the consumer
places a limit on how much he is willing to pay for rent, although
rent levels themselves are often set by cost factors byond his
control.

The possible outcomes produced jointly by the decision makers
choice and the uncontrolled variable.



Ackoff further refines problem solving:

A problem is said to be solved when the decision maker selects

those values of the controlled variables which maximize the value of
the outcome; that is, when he has optimized. If he selects values of
the controlled variables that do not maximize the value of the outcome
but produce an outcome that is good enough, he has resolved the problem
by satisficing. There is a third possibility: he may dissolve the
probiem. This is accomplished by changing his values so that the
choices available are no longer menaingful. For example, the problem
of selecting a new car may be dissolved by deciding that the use of
public transportation is better than driving oneself. [t may also

be dissolved by moving to within walking distance from work so that
driving is no longer required. We use ''solving'' loosely to cover

all three alternatives.

Ackoff also points that many problem solvers are reactive responding to

the immediate irritation which leads us ''to walk into the future

facing the past - we move away from, rather than toward something.

This often results in unforseen consequences that are more distasteful

than the dificiencies removed.'" Recall D.D.T. Problem should be

proactive by specifying the ideal outcome and looking for ways to

move in that direction. ''The chances of overlooking relevant consequences

are minimized when we formulate a problem in terms of approaching ideals
.. focusing on an ideal reveals the relationships between things

that can be done in the future and tends to make us feel simultaneously

with sets of interacting threats and opportunities, to treat them as

a whole, as a system of problems.

From that it is important to learn that:

Planning is dealing with sets of interacting problems
Problem solving is finding alternative routes to approach an ideal
solution

Feasibility analysis is testing a specified course of action for

its liklihood of fulfilling the ideal

An apprajsal is a ficticious feasibility study in which human behavior
is assumed to be normative

F. The Hayes text is a rich collection of problem solving and decision
making methods. Hayes believes that problems should be represented
with doodles, flow charts, simple diagrams, or other graphics.

He sees the problem solving process as correctly representing the
goal, correctly specifying the initial state of affairs, correctly
specifying the differences between the current state of affairs and

the goal, the restrictions in moving toward the goal and operators
available to advance affairs to thegoal. He defines decision technique
for conditions of certainty, uncertainty, or competitive conflict

Hayes develops for strategic viewpoints:

1. The minimax strategy which assumes that ''nature is against us' so
that the ob ject is to choose the strategy that will minimize
the disaster, although it has the unfortunate property that may
also eliminate the best possible outcome.

2. The maxi-max strategy chooses the course of action which could
provide the best of the best possible outcomes, but it does not
defend you against the possibility of enjoying the worst possible
outcome.

3. The Hurwitz strategy allows a compromise between the pessimistic
and the very optimistic strategies above while allowing one to
modify the probabilities with a factor for the level of optimism
or pessimism of the decision maker.




L, Minimizing maximym regret strateqy may be most significant for

real estate investors as In phasing the project or buying standby
credit at an exhorbitant rate.

Hayes describes four general types of decisions which require different decision
procedures; decisions under certainty, under risk, under uncertainty and under

conflict.

In the case of certainty the facts are known and static, and it Is

only necessary to rank in terms of desirability. Consider four student apartments
as described in Exhibit 2. Hayes demonstrates five different methods which may

be useful

1.

2.

for making decisions under certainty:

Dominance which determines that one alternative dominates if it is at
least as good as the other properties and is better in one attribute
on at least one property. (Exhibit 3.)

The lexicographic method which ranks like a dictionary specifying the
most important attributes first and then resolving ties in ranking by
going to the second most Important attribute second. The weakness is
that the selection process ignores all but the most Important
attributes so that the selection may have serious unattractive
secondary attributes.

Additive weighting takes all attributés into account but gives them
different weights depending on value systems of observer. It does

not recognize interactions of attributes so it can lead to inappropriate
decisions by ignoring interactions just as lexicographics ignore minor
attributes. (Exhibit 4.)

Effectiveness indices take into account interactions, such as the
profitability index which takes present value of premises relative to
total capital budget.

Satisficing approach requires the decision maker to identify the
minimum value he is willing to accept for each of the attributes,
rejecting alternatives which fail the test and accepting the first
alternative which meets all the minimal values tests. (For example,

a building with a debt cover ratio no less than 1.2, a cash on cash
yield of 9%, leasable area no less than 60,000 square feet in an office
building no more than five years old with one parking stall per 300
square feet of G.L.A.) (Exhibit 5.)

Summary of systems in Exhibit 6.

Success may be measured by any of the above systems with Tists of attributes

selected
such as:

WO~ O U1 5w N -
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Database
decision

by the analyst as relevant tests of alternative courses of action,
(See EXhibit 7.)

A check list of physical attributes.

A check list of critical linkage attributes.

A check list of dynamic behavioral attributes.

A check list of attributes or services (given weighted point scores)
Financial ratios measuring risk, such as cash break-even, rate of

capital recapture, loan ratios or sensitivity to specified contingencies.
Probability distributions of alternative outcomes and standard error
Psychological gratifications.

Specified legal attributes.

Measures of impact on environment.

management on personal computers will require that you learn to use
rules dealing with certainty, uncertainty, conflict, and difference by

understanding the advantages and disadvantages of each rule.



EXHIBIT 2

Student Apartments

brightness:

cleanliness:

kitchen:

noise level:
size of rooms:
general repair:

distance from

Al

always needs artificial

lighting

needs vacuuming

new stove, sink, and

refrigerator
frequently noisy
average

needs no repairs

size of rooms:

noise level:

brightness:

cleanliness:

landlord
attitude:

distance from

general repairs:

cramped
usually quiet
needs no repairs

very bright through-
out the day

needs vacuuming

cordial

place of place of
emp loyment: 15 minutes employment: 60 minutes
landlord kitchen: stove, sink, and
attitude: indifferent refrigerator in
good condition
A3

distance from
place of
employment:
brightness:

landlord
attitude:

cleanliness:

kitchen

noise level:

general repair:

size of rooms:

20 minutes

fairly bright

very friendly

ready to move in

stove, sink, & refriger-
old but useable

ator,

sometimes noisy

needs one week repair

work

comfortable

general repair:
brightness:
noise level:
size of rooms:
distance from
place of
employment:
kitchen:
landlord

attitude:

cleanliness:

needs no repairs

very bright

often quiet

small

45 minutes

stove & refrigera-
tor in good condition
cordial

ready to move in




EXHIBIT 3

Al ternatives

1 2 3 4
Distance in 15 Min 60 Min 20 Min L5 Min
Minutes
Size of Average Cramped Comfortable Small
Rooms
Kitchen New stove, Stove, etc. Stove, etc. Stove, etc. in
etc. in good con- old but good condi-
dition useable tion
General Needs no Needs no Needs one Needs no
Repair Repair Repair Week work Repair
Cleanliness Needs Needs Ready to Ready to
Vacuuming Vacuuming Move in Move in
Noise Frequently Often Quiet Somet imes Often Quiet
Level Noisy Noisy
Brightness Always needs Very Bright Fairly Very Bright
artificial Bright
light
Landlord Indifferent Cordial Very Cordial
Friendly

Only one alternative dominates another in this problem:
Al ternative 2.

repair,' "

"size,"

Alternative 4 dominates

Alternative 4 is as good as Alternative 2 in '*kitchen,'’ ''general

and '‘cleanliness."
while it is better in some properties, such as ''dlstance,

noise level,"” "brightness,' and ''landlord,'" and it is better in 'distance,"
Alternative 1 does not dominate Alternative 2 because,
it is worse in others.



EXHIBIT &4

Alternative Apartments

1 2 3 4 Weight
Distance in 15 Min (&) 60 Min (1) 20 Min (3) 45 Min (2) 7
Minutes
28 7 21 14
Size of Average (3) Cramped (1) Comfortable(4) Small (2) b
Rooms
12 k 16 8
Kitchen New stove, Stove, etc. Stove, etc. Stove,etc. in
etc. (5) in good con- old but good condi-
dition (&) useable (3) tion (4) 3
15 12 9 12
General Needs no Needs no Needs one Needs no
Repair Repair (5) Repair (5) Week work (2) Repair (5) 2
10 10 4 10
Cleanliness Needs Needs Ready to Ready to
Vacuuming (4)  Vacuuming (4) Move in (5) Move in (5) 1
4 4 5 5
Noise Frequently Often quiet (4) Sometimes Of ten quiet
Level : Noisy (2) Noisy (3) (4) 1
2 L 3 4
Brightness Always needs Very bright Fairly Very Bright
artificial (5) Bright (3) (5) 1
lTight (1)
1 5 3° 5
Landlord Indifferent(3) Cordial (5) Very Cordial (5)
Friendly (4) 1
3 5 L 5
Sum of
Value X 75 51. 65 63
Weight




EXHIBIT 6

Decision Making Methods

Method Type Use this Cost of com- Number of
me thod putation alternatives
required examined
Domi- Optimizing for prelimi- low all
nance nary screen-
ing of alter-
natives
Lexicog- Optimizing when attri- very low all

raphy butes are very
different in
weight
Additive Optimizing when it is im- high all

Weighting

portant to find
the best alter-
native

Effective- Optimizing

ness Index

when it is very high all
very impor-

tant to get

best alterna-

tive

Satisficing

Non-
optimizing

when the cost very low some
of examining

the whole set

of alternatives

is very high




Problem Perceived By the Client

The original problem as perceived by the client is generally ill-defined or
misdirected as the problem becomes understood by the analyst.

A.

There are several reasons for the shift in perception by both parties,

such as:

t

1. Implicit assumptions by the client as to the services offered by a
real estate appraiser,

2. Implicit assumptions and poor sequencing in the decision process,

3. The bias of viewpoint, because everyone is an expert on real estate,

L, A bias introduced by training, previous experience, or peer group
controlling the client.

The consultant must begin by attempting to discover the sequence or
protocol of decision which have brought the client to that point to
discover what has been taken for granted, what has been overlooked,
and what will be needed.

Education can't provide the tools for this critical initial step in the
relationship between counselor and client. Ackhoff pointed out that
educators generally produce only competence, communicativeness, and
concern while the characteristics that makes for outstanding managers
are courage and creativity. Hayes goes on to define creativity as

""A special kind of problem solving, that is the act of solving an ill-
defined problem. Ill-defined problems are those which require problem
solvers to contribute to the definition of the problem from their own
resources."

The consultant must structure the initial interview and subsequent
intermediate report sessions to ask the client explicitly about the
following:

His concept as to the '‘essence'' of his business

His preferred method of meeting entrepreneurial risk

His preferred method of dealing with governmental regulation and
news media '

His preferred method of personnel compensation

His style of value decision trade-offs between qualitative and
quantitative issues

His perception of his risk position and his risk utility "curve"
His personal non-business objective

His reasons for being involved with real estate (a simple question
revealing in most cases tremendous naivete and lack of in-depth
preparation by the client)

oO~N O o W N -
. .

In the process of developing the assignment with the client, keep in
mind the following questions:

What is the Problem at hand?

From what Viewpoint or Perspective should the problem be analyzed?
What Judgments seem to be appropriate?

What Assumptions should be adopted?

ls the resulting Premise realistic?

What Derivation Process should be applied?

What Conclusion results?

What Alternative choices are available?

ORI £FWN -



MUST

WANT

Copyright Kepner-Tregoe. Reprinted with permission.

EXHIBIT 7

Worksheet Containing MUSTS and WANTS,

With Appropriate Weights Added, For a House-Purchase

OBJECTIVES:Resource Limits and Requirements

Down payment not to exceed $10,000

Monthly payment (principal, interest, taxes, and insurance)

not to exceed $300
Minimum of four bedrooms
Minimum of two bathrooms

Location outside of downtown area, within 45-minutes driving

time to office parking lot
Occupancy within 60 days

OBJECTIVES: Best use of resources, maximum results and returns,

minimum disadvantage

~

Minimum down payment .

Lowest monthly payment . .

Location conveniently close to work
Able to use present furnishings, drapes
Shelter for two cars . . . e e e e e .
Public transportation nearby .

Location convenient to elementary and hlgh schools .

Location convenient to shopping center, stores .
Workshop and storage space available .

Stable resale value .
Attractive; modern style and appearance

Good landscaping; trees, shrubs

Large play area for kids . . . . . .

Large, modern kitchen with a view

Large, comfortable family room . .
Location on quiet street, in good nelghborhood .
Minimum maintenance cost to house

Minimum risk - tax increase or special assessments .

Source:

Benjamin B. Tregoe.

Page 198, The Rational Manager by Charles H. Kepner and

Weight
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Since the problem percieved by the client may be poorly defined,
the analyst needs to convert the stated problem into a sequence of
issues which relate to the enterprise decision process outlined
earlier.

1. The stated question "How much should 1| pay for the land?"
is a step in implementation of the program. Go back to the
statement of objectives ''why do | need to invest in land?"
and the search for opportunities, ""how did we choose this piece
of land?"

2. In general, you must discover what has been done, what explicit
assump tions have been made, what implicit assumptions seem to
be operating, and who made the decisions thus far.

3. A useful technique is always to reverse the question or place
it in some hierarchy of values.
a. For industrial real estate assume that working capital
is preferrable to fixed assets. Therefore,

b. Own no real estate - shift real estate problems by purchasing

procedures.

c. if you can't shift space needs, lease short term

d. if you want theoption of long term leases, negotiate a long
term lease for a rental discount and then give back part of

the discount if you cancel under a change of conditions clause.

e. own or build only as last resort

L, One creative think system recommends conversion of new problem
by analogy to old format; retail location is useful for any
multi tenant space just as commodity terms made describe a
mortgage. Familiar problems may need a purge of conventional
answers by conversion to strange analogies.

Another way of understanding the problem is to relate it to soope!

of services you can offer as in Exhibit 8 or the ideal way to approach
a solution for the client. For example;

1.

It is preferred to identify locational need and use requirements
of a user before searching for a specific site.

2. If the site is already owned by a specific client, then it is
necessary to adapt the use to the specific limitations of the site.
3. In the absence of a site in search of a use or a use in search of

a site, the problem is to search for an investment opportunity in

real estate.

L, Limitations of a site owned may require the consultant to solve
both a disposition and an acquisition problem.

Definiton of a report medium and viewpoint of an intended audiénce
is critical in the early stages of defining the assignment.

in distinguishing between judgment and assumptions the analyst may
need to be an expert on experts, helping to select members of a
team of specialists under the control of a generalist.



EXHIBIT 8
SCOPE OF SERVICES
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Development
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Property
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(potential
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properties)

Acquisition,
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Refinancing '4
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Assistance

Planﬁing & Prograrming

Site & Use Analysis
Economic Analysis of Ragion
Construction Cast Analysis
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John Rasmussen recommends a work sheet defining who will provide
key assumptions and judgments or data as illustrated in Exhibit 9.

Conceptualizing the work assignment and the work product can also
be facilitated by a flow chart of the thought process or protocols
for a site in search of a use (Exhibit 10), a use in search of

a site (Exhibit 11), or the investor in search of a real estate
opportunity. The latter will depend on the consultant initially
reviewing the following strategic choices for the investor:

1. Degree of exposure to political risks (collective consumer action)

a. Broad array of land use controls
b. Vulnerability to subsidized or non-rational competition
c. Dependency on government subsidized demand

2. Ability to generate channelled demand

a. Control of space consumer

b. Indirect control through reciprocity

c. Indirect control of alternative supplies

d. Indirect control through effective research and timing

3. Degree of acceptable management intensity

Marketing tied to a specific personality

Marketing tied to a specific set of high skill talents

Marketing tied to quality, service, and convenience

. Marketing tied to technology/cost advantage (high tech/high
touch product)

e. Marketing based on consumer research segmentation

Q.0 oo

L. Degree of financial exposure per project

a. Front end cost

b. Peak hard dollar equity required
c. Time line risks

d. Maximum potential loss

e. Holding power

f. Efficiency of credit utilization

5. Tax strategy and exposures

a. Federal income tax
b. State taxes

c. Real estate taxes
d. Special assessments

6. Going concern versus liquidation options

a. Estate tax and estate planning considerations
b. Corporate liquidation

c. Asset liquidity

d. Management rewards, penalties, and survival
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EXHIBIT 10

Figure §

Analysis Process: The Search For a Site For a Use(s)

Dafinition of site D
search parameters

Acceptable physical Jmwe—
sites

Financiaily viable e
and workable sites

Ranking of alternatives

Profile Attributes:
® Linkages
1. To markets
2. To empioyees Use location
3. To supplies profile
4. To anciliary services
e Legai-political limitations
1. On use
2. On site
3. On investors
e Site functions and size
e Neighborhood and community requirements
¢ improvement functions and size
o Environment impact of activities
Preliminary Screening of Alternatives
With Use Profile Criteria: Preliminary
e Quaiitative critaria rejection of
e Quantitative criteria (nonfinancial) majority of
e Subjective praeferences aiternatives
Financial Impact Forecasts:
Revanuse Capital Investment
® Sales revenue « Net land investment Preliminary
e Operating costs ¢ Nat tenant improvemants financial impact
e Labor costs ¢ Net buiiding investmant of acceptabie
o Occupancy cost ® Relocation cost aiternatives
* Management cost ® Less:
o Net income Government grant
o Less: Subsidized loan
Debt service New debt
Taxes / New capital
Net cash return Net capital exposure

User Trade-Oft Vaiues:

e Capital efficiancy vs. empioyee security

& Markaeting edge vs. raw material sources

¢ Community obligations vs. company efficiency

e Location capital vs. future advertising expense

o Current business practice vs. long-term changes in
technique

e Etc.

Decision matrix,
scoring systems, or
game plans applied
to tinal selection

for acquisition p *

I Selection of Most Probable Sites

Z
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EXHIBIT 12

Figure 7

Process for Investor Selection of Real Estate

Profile Attributes:

* Lega!l constraints on acceptable investments
o Tax law constraints on acceptable investments
o Estate pianning abjectives
e Diversification requirements
® Passive’active management
o Reguiar incomeicapital appreciation
e Satfety of principal/potential yield
on investments

investor profile

Limitations on search for
real estate opportunity

Property Type:
o Degree of political risk
o Degree of politicai exposure
1. zoning and building con-
trols
2. potentisl government sub-
sidized competition
3. dependence on subsidized
demand
o Channeied demand
1. locked-in rent roll
2. degree of monopoly
3. degree of reciprocity
4. sdge from market re-
search
e Managemaent intensiveness
1. types of management
2. dependency on uniqus
talents
o Financial paramaters
. cost of acquisition
sources of capital
revenue foracast
expense forecast
resale prics forescast
. income tax forecast
. measures of risk
. measures of yield

PNRmALN

Property Productivity Phase:

* Raw land speculation to antiGi~
pate future need

® Packaging of master plan, gov-
ernment approvais, and mar-
ket rasearch to create feasi-
bie development of raw land

* Subdbdivision and installation of
infrastructure critical to
master pian for saie of par-
cels

® Subdivision into fots and con-
struction of buildings for rent
or sale

© Qwnership and management of
established building sites and
rental structures By acquisi-
tion

® Purchase of security interests
in a porttolio of cngoing
properties

Form of Ownership:

e Sole ownership in fee

® Joint venture interest

© Mortgaga lender with contin-
gent participation

¢ Limited partnership interest

® Subchapter S corporation

e Controiled corporate shell

* Real estate trust interests

* Minonity position in commin-
gled fund

® Minority interest in pubiicly
held corporation

investment search and e
negotiation limits

%

Soivency Test Comparisons of Site
Matched to Use

Acceptable risk p
investments

%

invest t Test Compari of Site
Matched to Use

Best investments ranked Jwe—
by probable yield

{

Most Probabie Real Estate investment
Selaction

Defauit ratio
Payback ratios

Tax crossover points
and other risk tests

After tax cash flow
and sppreciation with
various measures of yield
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Financial Viability

Financial institutions confuse feasibility in terms of the ethical fit of

a project to all parties impacted with the financial viability of the prdje?t~-
the adequacy of revenues and asset values to repay capital sources. Analysis
of financial viability requires examining a set of financial assumptions

in order to control variance between expectations and realizations, between
pro forma budgets and actual P&L statements.

A. Analysis is risk management, control of variance.
B. There are essentially two types of risk exposures:

1. Static risks (uncontrollable, or external events) are those
which can only cause a loss due to surprise upset of a plan.

2. Dynamic risks (partially controllable internal events) can
produce profit or loss and are best controlled by the finesse
of management execution of a plan.

C. Risk evaluation or comparison grows out of the function of risk
management for an enterprise.

1. Risk management has two objectives:

a. First priority - conservation of existing enterprise
assets despite surprise events.

b. Second priority - realization of budgeted expectations
despite surprise events.

2. The process of risk management involves systematic and continuous:

a. lIdentification of significant exposures to loss

b. Estimation of potential loss frequency and severity
c. ldentification of alternative methods to avoid loss
d. Selection of a risk management method

e. Monitoring execution of risk management plan

3. The risk management process is both a philosophy of inquiry or
analysis and a checklist of management concern, which is attempt-
ing to answer systematically '"WHAT IF...?" questions, to antici-
pate surprise and to provide for a response or adjustment in
advance of the contingency.

D. Identification of significant exposures to loss can begin by using
standard business documents as reminders, such as:

. Review of balance sheet accounts

. Review of profit and loss statement accounts

. Review of business organization or function chart

. Review of elements of financial feasibility analysis

W N —

E. Significant has to do with potential loss frequency, loss severity,
and degree of uncertainty.

1. Very frequent and minor become expense accounts
2. Lless frequent but predicatable and major become reserves or
budget allowances.
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Infrequent, uncertain but very severe become issues of risk
management.
A 50/50 probability is the most uncertain outcome.

The alternative methods of avoiding Toss which everyone subconsciously

uses

N =

~ OVt W

.

include:

Eliminate risk exposure

Reduce frequency or severity of loss (diversification or

mortgage loan closing process)

Combine risks to increase predictability (reserves for expense)
Shift risk by contract (subcontracts or escalator clauses)

Shift risk by combination (diversification) by contract (insurance)
Limit maximum loss (corporate shell or limited partnership)

Hedging (sale and leaseback, options, contingent sales)

Risk management concepts leads to understanding by analogy of the true
essence of a mortgage contract, an equity commitment, or a land lease.

1.

A mortgage is a classic straddle in two markets for the borrower;
it is a call on a space-time commodity in a rising market and a
put to the lender in a falling market. It is also a straddle in
the money market.

Tax savings from depreciation can refund the down payment to make
a perfect straddle.

A joint venture profit distribution formula is like reinsurance.

It sells a preferred straight return for equity capital, additional
equity for a preferred return on profits, and additional equity for
sharing in the maximum possible profit. The equity position is like
an insurance company using pro rata reinsurance, loss ratio
stabilization, and excess of loss coverage.

Apartment buildings sold on land contracts are financed to 100% of
value and the down payment is a prepaid fee for a put--liquidated
damages.

Equity ownership is the degree to which you can divert cash flow
to your benefit by means of control of expenditure decisions.

An unsubordinated land lease enjoys the capital guarantees of all
improvements constructed thereon--like lending 100% of the cat
and enjoin the increasing collateral of the cow.



VI. Property analysis to determine alternative uses

A.

Elements of analysis are approached as an inductive research
problem moving progressively from on-site facts to external con-
ditions. The appraiser needs to examine the following elements in
sequence: (See Exhibit 3)

Physical attributes of site and improvement.

Legal-political constraints on alternative uses.

Basic financial parameters of alternative‘uses.

Existence of effective market demand for remaining alternatives.

Comparative risk and return evaluation of alternatives for which
there may be demand.

A physical analysis of inventory of site and improvement attributes
should include the five following subsets:

1.

.

Physical attributes (static) include site dimensions, soils,
geology, topography, site improvements and capacity, and on-
site flora and fauna.

Legal-political attributes include not only zoning and sub~-
dividing codes at the local level but also relevent federal,
state, or private controls which might direct or restrict site
use. As appropriate, the appraiser should note administrative
patterns relevant to application of law to use of subject site.
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3. Linkage attributes identify relationships of site to networks,
populations or activities centers that might generate potential
demand for the subject property.

L, Dynamic attributes are those attributes which exist in the mind
of others in terms of status, anxiety, beauty, imagery, senti-
mentality or other perceptions which attach to the subject
property to the degree that these are economically significant.

5. Environmental attributes of the site concern with off-site
natural systems of which the subject property may be a part
such as riparian rights, pollution down wind, storm water runoff,
etc. Even the shadow cast by the structure off-site may become
significant in the era of solar energy. Impacts on others may
be perceptual (i.e. dynamic) or fiscal (legal-political) as well.

Static site attributes which begin to narrow the potential market
to alternative uses should include both the facts and their impli-
cations for productive use in such topic areas as:

1. Size, shape, and lot area

2. Topography, soils, geology, slope stability, bearing capacity,
septic suitability, potential for subsidance, etc.

3. Water table, wells, streams, ponds, storm water swales, shoreland
edges, and bulkhead lines, flood plain designations, etc.

L. Flora and fauna which enhance marketability or which might cause
environmental impact litigation

5. Concealed utility easements, old foundations, etc.

6. Existing on-site utility services and capacity

7. Access points to public thoroughfares or private right-of-ways
8

. Site improvements such as paving, retaining walls, pedestrian
paths, culverts, etc.

9. Landmark attributes or historical site features

An inventory of legal attributes should move from specific site
controls imposed by local zoning ordinances to state and federal
regulations as well as private controls which may intervene. The
appraiser has an obligation to report foreseeable attitues or future
legislation which will affect administration of these ordinances
relative to future uses of the site. (See Exhibit 13)

1. All alternative setback lines and building envelope interpre-
tations relative to site

2. Legal uses under applicable zoning and critical limitations of
each relative to FAR, bulk, parking requirements, DU count, etc.
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Special zoning options which may be available at owners option
such as rezoning, downzoning, PUD zoning, etc.

Special controls imposed by extra-territorial zoning, tax
conservancy commitments, subdivision process, urban renewal
districts, tax increment districts, etc.

Special state or federal constraints under airport approach
zone districts, harbor commissions, coastal zones, Office of
Environmental Protection Agency, etc.

Public attitudes of public commissions for sewer, water, highway,
planning, or building administration

Public and planning premises of community master plans relative
to sprawl, restoration, redevelopment, and other land use
priorities as these attitudeswill affect administraion of the law

Existing or impending legislation relative to such matters as:

a. Septic tank installation

b. Water quality for ground water, water recharge areas, storm
water runoff, salt water encroachment, etc.

c. Air quality standards relative to use, HVAC performance,
micro-climate interference, etc.

d. Conservation of envrionmental edges, prime agricultural land,
wet lands

Define physical system sub-systems

Foundation system

Structural system

Floor system

Ceiling system

Roof system

Exterior wall system

Interior wall system

Horizontal circulation sytsem (provacy, interaction, congestion,
confusion)

i. Vertical circulation system (handicapped code, cost, economy of
scale and height)

J0O -h0 Q0O UD

Delineation of functional systems

a. Bay spaces

b. Module unit

c. Ceiling heights

d. Visual codes - such as mass, entrance, claustrophobic signals

Public controls on possible alternative special uses such as
restaurants, places of public assembly, schools, etc.
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EXHIBIT 13

Hierarchy of Site Specific Legal/Political Situs Attributes

Federal Site Specific Controls

OO Wl

m
.

Environmental Protection Agency

U.S. Army Corps of Engineers

Federal Aeronautics Administration

Department of Housing and Urban Developmental Agencies

Insurance underwriting standards of Federal Housing Administration
Eligibility standards of Urban Development Action Grant Program

Office of Interstate Land Sales Standards
Office of Flood and Catastrophe Insurance

SN~

Bank and Savings & Loan Deposit Insurance

Farm Home Administration Standards of Eligibility for Loans and
Guarantees

Small Business Administration Standards for Eligibility for Loans
and Guarantees

Forest Service, Wildlife Service or Department of Administration
management areas

State and Regional Planning Site Controls

TOTMMOO WD

State Land Use Plans

State Highway Department Access Controls

State Department of Health Controls on Septic Tanks, Wells, Shorelands,
State Building Codes

State Aeronautical Commission Rules

State Environmental Protection Rules

Regional Planning Commission Standards and Recommendations

Coastal or Wilderness District Controls

Local Community Controls

OO WD

Subdivision, Building, and Housing Codes

Special Planning and Assessment Districts

Extra Territorial Zoning Powers

Discretionary Commissions such as Metropolitan Sewer, Water, Port
Authorities, Industrial Development, etc.

Site Specific Controls

A.
B.
C.
D.
E.

Private Covenants as to Use and Permissible Building Envelope
Easements

Property Owner Association Rules Tied to Lot Title

Existing Leases or Portions of the Property

Existing Entitlements Transferable with the Title, such as Permits
to Build a Dam or Water Impoundment, Dredge Water Front or Condi-
tions Within Financing Agreements
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Analysis of the static and legal/political attributes of site and
structure should be summarized in terms of competitive advantages
and disadvantages of plausible alternative uses for costs, pricing,
marketing, and political administration of compatibility.

1. Some static attributes may help identify most probable user
types (Ex. special display window sizes may be suitable for
antique or art display) while attributes will make certain uses
unlikely (Ex. floor load limitations of fire proofing weights
required of places of public agsembly).

2. Some static or legal attributes can provide monopoly advantages
because suitability Is unique relative to lands all around it,
because of exemption from certain regulations, or existing
approvals of development plans, including licenses for dredging,
building code variances, etc.

3. Some attributes lead to higher cost which the front door approach
may reveal as leading to excessive rents or prices.

Linkage attributes relate to subject property to both networks of
supporting infra-structure which contributes toward effective demand
for the property as economic space time or the supply and demand
impact of related activity centers which may interact with the subject
property. ‘

1. Analysis moves best from the borders of the subject property
outward to expanding zones of potential demand or competitive

supply.
2. Utility services are network linkages in terms of:

a. Limitations on sewage processing, storm water retention
or runoff constraints
b. Community energy supplies, priorities, and capacity
c. Water processing and chemistry as applicable
d. Possible dependency on resources such as wild game and fish,

underutilized labor pools, fire department coverage zones, etc.

3. Street, sidewalk, rail, and public transit systems including
access points, traffic department controls, etc.

k. Relationship of subject site to contiguous properties, balance
of city block, and neighborhood layout pattern.

5. Relationship of subject site to generators of potential needs
and uses for the subject site, such as:

Employment centers

School system alternatives

Retail services

Complimentary existing nearby uses
Recreational services

Health care systems

Security systems

Waste disposal services

FQ -hp OO0 T O



Dynamic attributes are those characteristics which exist in the
minds of the beholder, which are mental or emotional responses
which a site or project stimulates and which affect decision making
behavior.

1.

2.

8.

Environmental attributes of the site recognize that the real estate
product today must respond not only to the needs of the individual
consumer in the marketplace but to the collective community of
consumers represented by the community political administrators.
Land use must be sold to both '"markets.'' If the proposal won't
sell at City Hall, there will be little opportunity to market the
product individually. Pre-architectural programs must not only
consider physical factors of environmental impact off-site, but

in addition:

I.

“e. Secondary cost burdens created for local communities

-17- . II

Neighborhood demographics (population, age, employment, income, etc.)l
Relationship to competitive alternative and estimate of supply

of available space, competitive ranking, and exposure of subject l
site to competitive interception of potential demand.

Image conditioning of the approach zone

Visual factors in terms of prominence of the site, views
from the site, potential for controlled sight lines, etc.

Prestige and status
Anxiety factors of access and security
Noise as a function of traffic count (FHA noise pollution manual)

Prevailing air currents and airborne pollution (phosphate
plants or sulphite paper mills, for example).

Political images established for a site by the pubiic positions
of local politicians or vested interest groups.

Historical community reputation and values attached to the
project site and structures.

Silhouette of social impact in terms of public perceptions of:

a. Displacement of existing residents and neighborhood units
b. Contribution to social integration or mobility barriers
c. Contribution to land use heterogeneity

d. Contribution to regional and community master plans

Fiscal impact on the community where appropriate:
a. Direct impact on real estate tax revenues
b. Direct impact on other governmental revenue

c. Direct impact on incremental government
d. Secondary contributions to local government revenues

Social factors in the ethical environment:
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Fanaibility Feotor
¥arket Demand Riske

Legal/Politics)
Asceptabilfty”

Teahaigal
Coustruation
Problens and
Capital Cost Risks

Relative Iaveataant
Pover Dased Wpon
Revenus Gensration
Potential

Special Inocome Tax

Advantages or Publie
Subsidiea Available

Real Estate Tax
Consequences to
cu;

dstura o Formar Usp .

Penond vey slastie
relative to price
unless roow rates
subsidized by
welfare sgenoies

Inconssstent with
long term City gosls
for Olin Mace

Fallure to repatr
within one yesr pay
bave jsopardized
grandfathared noa~-
sonforming building
gonditions., Othar-
uise this use has
louest oconstruotion
risks of Scenarios 1
through §

lone

Hodeat inaresse in
sssensed value

FEASIBILITY OF ALTERNATIVE USES

Sosnaria 2
furchass by Welfare

Welfare agencies
lack capital
resourcss to
purohase and remadel
Caoilitises, given
the abaence of
government funding

Mixed acceptability
a9 interin use as
houaing for
transjent sales by
sope groupaj favored
by wslfare advocates
and diasfavored by
local residents

Capital costs of
renovation to state
standards exocsssive
Cfor short ters use

$120,380

None

Loss of $19%,300 tax
base with tax-sxeampt
SEONOY AR OWINP

e (my W mE ma BN EE =

Sosrarie 3

Conversion to

0ffice market
baccaing mare prioce
sansitivej would nat
accept naighborhood
and laok of parking
unless renta vere
louar than necesaary
to support resodoling

Neighborhood
resistance to
inoreased demand fop
atreet parking

Varianos needsd for
parking requiresant
of § stall per 300
8F to 1 atall par
2,500 SF of office
space

480,331

Rehabilitation tax
oradit of 20% for
older commercial
building conversion
plua possible
industrial bond
financing

Real eatate tax base
would be multiplied
approximately 3
timas the pressnt
sascaapent

AN Sm mw Sm n E BN WE mE S =

Acenario §
Couvaraion to
Apartsents vith

Strong demand for
spacious two bedroom
units in CBD aren

Preferred use, givea
nead for downtown
housing snd politi-
oal atatements by
alderpersona for
reduction of bar
busineas 1n reaiden-
tial neighborhoods

Spacious apartwents
with views provide
favorable rent/cost
per SF ratio--
housing code creates
noire remaodsling riask
than oommercial code

$103,220

Posaible historia
lsndsark status for
25§ rebabilitation
tax oredit plus tax
incresental
tinancing (TIF)
assistance

Roal estute tax base
wuould be multiplied
approximately 3 1/2
tinea the prasent
assqasasnt

Converaion to
Apartwonts with
~Sxiatiog Bar

Though there fs a
atrong demand for
affordable dountown
housing, coraumer
aurvey ahows tenand
reluctance to live
above noisy/poten-
tially malodorous
bar-restaurant

Prefurred use for
housing 1s compro-
nised by existing
bar management
agresment

Apartasnt six
choaponad by re~
taining existing bar
operation--ameller
units require more
plumbing and bring
leaa favorable rent/
cost per SF ratio

($10,513)

Posaidble histaprtio
landmark statua for
25% rehabilitation
tax credit, TIF
less likely bsocause
increass in tax ia
amaller

Reul estats tax baze
would be multiplied
approximately 2 1/2
timus the present
assessaent

Scepario 8

Demolition and
-sale of Jia

3oft market for
vacant sites which
cannot be awssmbled
into larger plot-
tuge; purking
revanues froa 20
spaces inadequate
to carry clearance
couts

Inconsistent with
constituency

favoring landmark
designation

None

#3,118

None

Losa of
appruximately
$1%0,000 of tax bsse
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Impact on supply/demand equilibrium

Stamina of project sponsor in the face of public pressure
Vulnerability of potential project buyers to secondary
political pressures and counter attack

. Potential uses requiring unique political resources or
private/public consortiums

For the experienced real estate analyst systamatic narrowing
of alternative uses from study of the attributes leads to a

1
s
d

imited series of alternatives which can then be given a final
creening in terms of preliminary financial analysis and effective
emand. The analyst may review these attributes to identify

alternative uses by emphasizing one or more of the following
angles of inquiry.

1

. Does any site of site attributes suggest a special space/time -

to money/time configuration? For example, a high floor area
ratio but little parking may suggest a building with a low
person occupancy, such as a switchboard building or luxury
apartment with minimum number of dwelling units.

2. What attributes of the subject site provide monopoly

characteristics or are inferior to alternative sites?

3. What patterns in adjacent or competitive structure represent

a trend to which the subject property should adapt?

L, what patterns of use is revealed by transactions in similar

properties on nearby locations?

A program of use or reuse can be called a scenario and may be
suggested by physical characteristics of the property,
contiguous property trends and conditions, or known supply
shortages with which the appraiser is familiar.

Ranking of these scenarios for economic power is accomplished
by means of the Back Door approach, i.e., the revenue justified
investment for the property, as is alternative whrksheets

for this approach using the default point and the debt cover
ratio as the critical conversion of income to capital are
provided in Cases 1, 2, and 3.

Economic power has to be qualified in terms of marketing risks
and capital budgeting risks of each of the alternative uses
before alternative uses can be ranked in summary fashion as

in Exhibit 15,

1. Note that Exhibit 15 integrates the basic elements of prel-
iminary feasibility analysis.

2. Remaining disucssion will emphasize market risk which is
the primary cause of misleading appraisal conclusions
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REVENUE JUSTIFIED CAPRPITAL BUDGET
DEFAULT RATIO APPROACH

GROSE RENT POTENTIAL

T
v

A5 T $10,000 X .83
t1- DEFAULT RATIO DEFAULT RATIO
$1,500 = : = $8,500
RISK VARIABLES AND CASH BUDGHET CQUTLAYS
ERUITY CASH ; - $2’500
OPRERATING EXPENSES
: - $1,500
REAL ESTATE TAXES
35, = $500
CASH REPLACEMENTS
CASH AVAH.J?-L. X - $l”000
EOR INVESTORS CASH AVAILABLE FQR
04 ¢ : 3 DEST SERVICE
RAEQUIRED PRE-TAX CASH & ! + L1154
DISTRIBUTION RATE * DEST SERVICHE CONSTANT
$18,750 = G 2 =534,662
JUSTIRIED CASH JUSTIFIED MORTGAGE
BEQUITY INVESTMENTS $53,412 LOAN
\.-":.:‘ + .....

Soets

TOTAL JUSTI®MED INVESTMENT

(g
NS A LI

EXISTING CLAIMES OR PLANNE
$8,412

IMPROVEMENT BUDGET

PHQCIIﬂghlsl\’loAdLABLI sar

PROPERTY PURACHASE “As I8”

* 10 3/4% 25 year monthly pay is .06;620 x 12 = 1154
9% 25 year monthly pay is .008391 x 12 = ,1006

or a

$40,000 justified loan



CASE 2

REVENUE JUSTIFIED CAPRITAL BUDGET
DEBT CDVE%}ORQ(%TIQ APPROACH

| GROSS RENT POTENTIAL

- $500
VACANCY LOSS

NET OPERATING INCOME AVAILABLE

FOR DEBT PAYMENT, INCOME TAX, CASH DIVIDENDS

$4,000 - * 1.25
CEET SERVICH DEBT COVER RATIO
$1,000 = REGUIRED BY LENDERS

CASH AVAILABLE FOR

INCOME TAX AND INVESTORS CASHKH AVAILABLE ECR

ORaT sERVICE

0h 2

REGUIRED PRE-TAX CASH

DISTRIBUTION RATE

$25,000 = 5 ] =$34,662
JUSTIMIED CASH JUSTI®IED MORTGUAGHE
EQUITY INVESTMRNT ' "$§59,662 LOAN
-
K¢ 7

TOTAL JUSTIFIED INVESTMENT

EXISTING CLAIMS QR PLANNED

IVIPROVEMENT BRUDGET

PROCEEDS AVAILABLE FPOR

PFROPERTY PURCHASE AS (8

* Note that a full $1,000 is distributed to investors rather than the $750 in Case



CASE 3

REVENUE REQUIRED BY CAPITAL BUDGET
LOAN TO COST RATIO APPROACH

SITE ACQUISTION cosT

CONSTRUCTION BUDGET

-+~

00000

INDIRECT CO8T AND

DEVELOPMENT FHEES

.25 x

DISTRIBUTION RATH

REGUIRED PAR-TAX CASH

$7,500=

CASH THROW OFF

AREQUIRED FOR EQUITY

TV TV,

$59,430
o

Do
Vosa

60,000 (30,000' @ $2.00)

$450,000 (7,500 x 2 x 30)

$50,000
$40,000

x L1154

oEBT SERVICE

CONSTANT

= $51.930

MOR

CASH REGUIRED FOR

TGAGE LENDEHR

v

BT OPERATING INCOME

g_', N

Default ratio:

51,930 + 15,000 + 10,000

+ 1,000

$89,926

= .87

EEEECTIVE GROSS REVENUR

REQUIRED

$8

Debt cover ratio:

59,430 = 1.14

.
-
)

51,930

Conclusion: Smaller

$8

mortgage required - loan

to value is misleading

1

>~

5,430

.95

9,926

3,500 sq. ft.

$6.66/sq. ft.



VII.

Preliminary financial analysis begins with a variety of ratios which

are intended to reveal the tolerance of the project for variance in key

assumptions, the ability absorb surprise, as well as dynamic risk.

These

ratios become the objective of further refinement through sensitivity

analysis. Among the important ratios we have used so far are:
1. Absorption rate:
Units sold or leased per period

Total supply of units available - Absorption rate
for sale or lease

2. Capture rate:

Units in specific project
sold or leased per period
Total competitive units sold
or leased per period

= Capture rate

3. Vacancy ratio:

Space unit x # of units x rental payment periods per year x
turnpover rate x rental payments lost X rent
# of units x # of payments x rent per period = (gross rent)

l-bedroom apartments x 20 x 50% turnover x 1 month lost 1 $200/mo.

20 x 50% x 1 x 200
20 x 12 x 200

2000 = 1 = 4.2%
58000 24

L. Expense ratio:

Eernses
Gross rent

5. Net income ratio:

Net income = Overall rate or cap rate

Purchase price + additional costs (should be = to debt service

constant or up to 2% lower)

6. Debt cover ratio:

Net operating income
Debt service

7. Default ratio:

Operating expenses + real estate .taxes + short term debt +
"interest + principal payments
Gross rent




8. Loan to value ratio:

Mortgage loan balance
Purchase price

9. Cash on cash:

Net income - debt service - reserves + refinancing surplus
Total capital budget - original mortgage balance

Understanding the basic ratios leads to manual or data processing

of sensitivity ratios; it is important to remember that projecting
specific returns is not a forecast for the future; it is intended

to be a basis for measuring the tolerance of the financial parameters
for variance from the initial assumptions and identifying the
thresholds of insolvency or incompatibility with competitive markets.
Refer to John Nabors model in Exhibit .

If project makes sense before tax, then it is useful to refine analysis
for projections over time on an after tax basis.

1. Accounting tabs for after tax income (See Exhibit )

2. Accounting tabs for after tax sale proceeds (See Exhibit )

3. Basic pattern of after tax financial analysis requires a pattern
of assumptions (See Exhibit )

After tax speandable cash ratios include:
1. Distributable cash from operations:

Cash throwoff

- income taxes

Cash from operations

- reserves

- repayment of working capital loans
= Distributable cash

2. Spendable cash attributable to real estate:

Distributable cash

+ tax savings to other income
+ surplus from refinancing

= Spendable cash

3. After tax sale proceeds:

+ return of working capital
+ liquidation of sinking funds
= cash reversion

L, Return on net worth B/4 tax:

Cash throwoff + change in net worth
Net worth at end of previous period




5. Return on net worth after tax:

Spendable cash + (chnage in net worth - change in taxes on sale)

Net worth at end of precious period - taxes on sale
6. Payback ratio:
Cumulative spendable cash

Original budget - original debt
+ amount of personal guarantees

Precise definition of cash returns’'is critical in the negotiation
of participating loans and partnerships

1. Defining effective gross, net income or cash throwoff with
a participation loan.

2. Defining base number in which general partner will share



Reprinted with permission of James C. Canestaro, Architect.

HANDBOOK: ORDER FORMI
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3.

4,

Now that you have had the opportunity to use and evaluate the Real Estate
Financial Feasibility Analysis WORKBOOK, you may wish to explore more
comprehensively the topic of Project INVESTMENT ANALYSIS. The Real Estate
Financial Feasibility Analysis HANDBOOK has been written specifically to

quickly and accurately present the steps necessary to complete a Project

INVESTMENT ANALYSIS. This 200 page text has been written in the terminology

that both a novice and practitioner can easily understand. The HANDBOOK is
designed to compliment, reinforce, and elaborates on the COST-BENEFIT

analysis systems presented in the WORKBOOK.

In addition, a comprehensive

index, glossary, and set of compound interest tables are provided for
reference. Topics presented in the HANDBOOK include:

PROCESS INTRODUCTION: 6.

The Real Estate Developmant Systam

The Feasibility Analysis Process

The Analysis Framework

The Project Cost-Senefit Analysis Procass

Market Justified Cost-Benefit Analysis

Project Solvency & Financing Justified
Cost - Benefit Analysis

The Transition

Cash Flow Analysis

Investment Value Analysis

THE OPERATING INCOME STATEMENT:

Real Estate Market Analysis
Revenue Generation

The Lease Commitment
Operating Expenses

INCOME CAPTTALIZATION: 8.

Capitalization in Perpetuity
Investment Value

Compound Interest

Decermination of the Discount Rate
Standard Compound Intsrest Factors

THE CAPITAL BUDGET:

The Procurement Process

Capital Cost Componentcs

Interim Financing

Life Cycle Cost Analysis

Total Present Value Cost Approach
Equivalent Uniform Annual Cost Approach

THE MORTGAGE-EQUITY FINANCING PACKAGE:

Straight Term Mortgage
Chattel Mortgage
Amortized Mortgage
Refinancing Surplus
Mortgage Debt Servics
Hortgage Constant
Zquity

Leverage

BEFORE AND AFTER TAX CASH FLOWS:

Cash Throw-off

Taxable Income Deductions

Income Tax Liability

Cash from Operations

Working Capital Loan

Distrbutive Cash After Taxes

Tax Savings on other Taxable Income
Refinancing Surplus

Spendable Cash After Taxes

PROCEEDS FROM RESALE & TOTAL [NVESTMENT VALLE:

Resale Price

Raversion

Taxes Due at Time of Sale
Capital Gain Tax

Total Investment Value

EVALUATION OF INVESTMENT PERFORMANCE:

Before Tax Ratio Analysis

Default Point

Before and After Tax Equity Payback
Rate of Return Indicators

Investor Preference for Raturn Measures
Sensitivity Analysis

APPENDIX:

Cost Benefit Worksheets

Aftar Tax Equity Investment Value -
Problems 1 & 2

Compound Interest Tables

Glossary

Index

Sourcas

ORDER FORM ON REVERSE SIDE’




PLEASE SEND ME:

I Copies of the Real Estate Financial Feasibility Analysis HANDBOOK:
(@ $12.00 per Copy, including shipping and handling )
l Copies of the Real Estate Financial Feasibility Analysis WORKBOOK:
(@ $5.00 per Copy, including shipping and handling )
I TOTAL ENCLOSED PAYMENT
l NAME : PLEASE SEND PREPAID ORDER TO:
ADDRESS: James C. Canestaro, AlA

Post Office Box 194 L
Blacksburg, Virginia 24060
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LEGEND:

LEGEND

EVALUATION OF PROJECT COST AND OPERATIONS DATA MANUAL SUITABILITY

COMPLETE DATA CONTENT WHICH HAS A STRONG FIT TO THE FORMAT OF THE MODELS.

The data manual provides comprehensive information which can be utilized to
best advantage in the format of the decision models under consideration.

RECOMMENDED WITH
RESERVATIONS ¢

COMPLETE DATA CONTENT WHICH HAS A WEAK FIT TO THE FORMAT OF THE MODELS.

The data manual provides comprehensive information organized into categories which
can not be successfully intergrated into the format of the decision models under
consideration.

RECOMMENDED WITH
RESERVATIONS:

INCOMPLETE DATA CONTENT WHICH HAS A STRONG F!T TO THE FORMAT OF THE MODELS.

The data manual does not include all the necessary information required by the
decision models; but the data categories included can be satisfactorily utilized
in the format of the decision models under consideration.

INCOMPLETE DATA CONTENT WHICH HAS A WEAK FIT TO THE FORMAT OF THE MODELS.

The data manual does not include all the necessary information required by the
decision models; and the data categories included can not be successfully
intergrated into the format of the decision models under consideration.
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tomparison of PROJECT COST DATA MANUALS

AFTENULA

CONTENT ORGANIZATION
SOURCES
DESCRIPTION OF COST DATA '
Method Uses 5 '
;,;1
e L] Y 2 15
pe ) -9 > & E [
1S - §.‘3 $ 2 El%s
NAME OF Publisher's ‘Initial  |Frequency ;nf E‘Z 3 c g $ - g':':':
DATA SOURCE Address Cost of 5. SA 2 21 <1328 3|=¢
1st Year ![Publication| |i% w “§ = s = ;g 138
£ 22| 3 3| 2|23 £138
> D0 o o= - - Qo w O
BOECKH BUILDING E.H.Boeckh Company; $18,00 New Yes | No No Yes | Yes! Ko No | Yes
COST GUIDE: American Appraisal Edition (1a}
COMMERCIAL Associates, Inc. Publ ished
615 E.Michigan St. Annually
Mi lwaukee, Wisc.
53201
BOECKH B8UILDING E.d.Boeckh Company | $15.00 New Yes | No No Yes | Yes | No No | No
COST GUIDE: American Appraisal Edition {2a)
L1GHT INDUSTRIAL Associates, Inc. Published
615 E.Michigan St. Annually
Mi lwaukee, Wisc,
53201
BOECKH BUILDING E.H.Boeckh Company | $88,00 $52.00 Yes | Yes | No Yes | Yes | Yes | No | Yes
VALUATION American Appraisal Also (3a)
MANUAL SECOND ED. Associates, Inc. lnctudes includes
615 E.Michigan St. | quarterly up quarterly
Milwaukee, Wisc. dating of | Up-dating
53201 time-location
multip”e\rs
| |
DODGE CUILDING Dodge Building $82.00 $62.00 Yes| No No Yes | Yes| No | No Yes
COST CALCULATOR Cost Services Also (ba) (4a) (4b)
AN.D VALUATION McGraw-Hill Includes includes
GUIDE information h 1
Systems Company three quarterly
quarterly materials
1221 Avenue of supp lements
the Americas
New York, N.Y.
10020
DODGE DIGEST OF Dodge Building §122.00 $92.00 Yes No No No | Yes| No No Yes
BUILDING COSTS Cost Services Al (5a)
AND SPECIFICATIONS HcGraw=HI1) Includ ineTud
Information s::ifa::ual s::p‘l]e;:nt
Systems Company supplement
1221 Avenue of
the Americas
New York, N.Y,.
10020
DODGE CONSTRUCTION Dodge Building $39.80 New Yes| Yes ! No No Yes | Yes [Yes | Yes
SYSTEMS COSTS Cost Services Edition (6a) (6b)
McGraw-Hilt Published
Information Annually
Systems Company
1221 Avenue of
the Americas
New York, N.Y.
10020
DODGE MANUAL FOR Dodge Building $28.80 New No No Yes No No No Yes Yes
BUILDING CONSTRUCTION Cost Services Edition (7a)
PRICING AND McGraw-Hill Published
SCHEDULING information Annually
Systems Company
1221 Avenue of !
the Americans
New York, N.Y.
10020




PROJECT 1TEMS INCLUDED

N COST DATA

ADJUSTMENTS

Land Costs

Sitework

General Contractor

Overhead & Profit

Architect/Engineer

Fee

Construction
Financing Casts

Labor Cost Segregated

From Material Costs

Location Modifier

Time Modifier

SELECTED

SPECIAL FEATURES

X, 3

x
o

F3

-
-
)

<@

<
o
W

No

g

Yes

x
o

Comparative unit costs are segregated for air-
conditioning, fire protection, & eievators only.
A 5% cost for contingencies Is included.

No

No

Yes
(2v)

Yes

No

No

Yes

No

2a.

2b.

Comparative unit (sq.ft.) costs are given for
air conditioning, fire protection, and
elevators only,

A 5% cost for contingencies is included.

No
(3b)

No
(3c)

Yes
(3d)

No
(3e)

No

Yes

Yes

3a.

3b.

3c.
3d.
3e.

Unit-in-place costs are given for walls,
foundations, framing, floors, floor finish,
roof, ceiling finish, partitions, plumbing,
HVAC, electrical, fire protection & a large
number of miscellaneous equipment and
improvements.

Criteria for land valuation is given, but no
cost figures are included.

Sitework costs are given for some site Improvements.
A 5% cost for contingencies Is included.

A separate schedule of architect fees based upon
project cost is given.

No
(ke)

Yes/
Nc
(B)

No

Yes

Yes

ha,
kb,

he,
4d,

Unit-in-place costs are given for a few selected
miscellaneous items only.

Component depreciation can be calculated from building
systems costs glven in case histories.

Sitework costs are included in case histories only.

Builder's profit is not included in cost figures; only
builder's administrative overhead & supervision.

No

No
(5b)

Yes

No

No

No

Yes

Yes

Sa.

Sb.

Comparative unit costs (sq.ft.) are given for
structure, plumbing, HVAC, electrical and
miscellaneous categories only. Comparative unit
costs (sq.ft.) are also given by building sytems in
12 case histories

Segregated sitework costs are incliuded in the case
histories only.

No
(6¢)

Yes

No

No

Yes

(6d)

Yes

No

6a.

6b.

6¢c.

Unit-in-Place (systems) costs are given for
foundations, superstructures, exterior walls,
roofing, partitions, interior wall finish, floor
finish, ceilings only; other improvement costs taken
from average costs table.

An estimate based on detailed assembly costs would be
less detailed than a complete quantity survey based
estimate.

Sitework costs are included in average cost section
through 1978 edition.

Labor/materials are segregated for unit-in-place
sttemi costs only.

No
(75)

No

Yes

Yes

7a.
7b.

Component depreciation could be calculated from a detailed

quantity survey.

Quantity survey sitework costs are included for drainage,

utilities, paving & surfacing, landscaping, and site
improvements.

Comparison of PROJECT COST DATA MANUALS

APPENDIX



Lompartson of PROJECT COST DATA MANUALS (cont.)

ArTENDLAS

CONTENT ORGAN!ZATION I
SOURCES DESCRIPTION OF COST DATA
Method Uses §
1
K R I e 0%
- 55 §3 ¢ 3 gl st
NAME OF Publisher's initial  {Frequency 3 g".- 5 =) 8 > 53
> < w n L] w
DATA SOURCE Address Cost of i NS § “lse = St I
o I S| =) &9 2| 2¢
Ist Year |Publlication b - -~ ® =) ER “t 35
g' J 29§ 3 =1 80 S8t & g
o £ > 3 d [ CEw &L L
& w Dwv (=4 > -— - lad o LS
MARSHALL VALUATION Marshall ¢ Swift $75.00 $65.00 Yes| Yesi No Yes | Yes| Yes| No Yes
SERVICE Publication Co. Also (8a)
1617 Beverly Blvd.| Includes fncludes
Los Angeles, monthly monthly I
California supplement supplement
50026
RESIDENTIAL COST Marshall & Swift $33.00 $29.00 Yes| Yes| Mo Yes | Yes| Yes| No | VYes
HANDBOOK Publication Co. Includes (9a)
1617 Beverly Blvd.] Includes quarterly
Ltos Angeles, quarterly suppliment
California supp lement & up-date
90026 § up-date servicas
- services
BUILDING CONSTRUCTION Robert Snow Means | $22.50 ° New Yes Nol Yes No Yes No Yes Yes
COST DATA Company, Inc. Edition (10a) (100) (10c)
Construction Annualtly
Consultants and
Publishers
100 Construction
Plaza
Duxbury, Mass.
02332
BUILDING SYSTEMS Robert Snow Means $27.50 New Yes | Yes | No No Yes | Yes |[Yes Yes
COST GUIDE Company, Inc. Edition [i1a) [{(11b)
Construction Annually
Consultants and
Publishers
100 Construyction
Plaza
ODuxbury, Mass.
02332
CURRENT CONSTRUCTION! Lee Saylor, Inc. $23.95 New No No Yes No No {No |[Yes | Yes
COSTS Consulting Cost Edition [12a) {(12b)
Engineers Annualty
1855 Olympic
8ivd., Suite 110
Walnut Creek,
Catifornia
- 94596
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PROJECT ITEMS INCLUDED
IN COST DATA

| ADJUSTMENTS

f.and Costs

Sitework

General Contractor
Overhead & Profit

Architect/Engineer
Fee

Construction
Financing Costs

|

Labor Cost Segregated

From Material Costs

Location Modifler

Time Modifier

SELECTED

SPECIAL FEATURES

X 5

g
i

o~
[+:]
o

—

<
]
w

_
=<

o0
o

L

<
o
v

(8d)

z
[+

—<
(]
L

Yes

8a.

8b.
8c.

8d.

Unit-in-place costs are given for foundations, framing,
floors, intertor construction, HVAC, electrical,
plumbing, fire protection, roofs, walls, refrigeration,
conveyances and miscellaneous equipment.

Sitework costs are given for some site improvements.
Architect's fees are included in compartive units costs
(calculator method),but are not included in unit-in-
place (segregated cost method) costs. A schedule of
architect's fees based upon project cost is glven.
included in construction costs are construction financing
costs except for discounts & bonuses paid for financing.

No

No
(9b)

Yes

Yes

(9¢c)

Yes
(9d)

No

Yes

Yes

9a.
9b.
9c.

9d.

Unit-in-place (components)costs are given for roofs, walls,
HVAC, ceilings, floors,electrical, plumbing, & fireplaces.
Sitework costs are given for some street, utility,

and yard improvements.

Architect's fees are Tncluded in comparative unit costs,

but are not inciuded in component or unit-in-place c??ts.
A schedule of architect's fees based upon project quality

is given,
Inciuded in construction costs are construction financing
costs except for discounts and bonuses paid for financing.

No

No Yes No
(10d) (10e) (10f)

No

Yes

(10g)

Yes

Yes
(10h)

10a.

iob.

10c.

iod.

1Ce.

Selected building components are categorized

by trades, with costs given in comparative

unit cost section.

Use comparative unit cost section (sqg.ft. and
cubic ft.building costs)for quick estimates.
Component depreciation could be calculated from

a detailed quantity survey.

Quantity survey sitework costs are included for
drainage,utilities,roads,walks,fences,playgrounds,
fountains,athletic facilites, and landscaping.
Segregated sitework costs are given for some
buiiding types in comparative unit cost section.
Builder's (general contractor) overhead & profit
must be added to quantity survey costs; comparative
unit costs Include builder's overhead & profit. A
schedule is included for buiilder's overhead & profit
as % of project cost.

A schedule of architect's & engineer's fees as ¥
of project cost is given in the manual.
Labor/material costs are segregated in the
quantity survey section only.

Historical cost indexes are included to determine
quarterly construction cost changes.

No

No
(11c)

No

No
(11d)

No

No
(11e)

Yes
(11f)

An estimate based on detailed assembly cost wouid be
less detailed than a complete quantity survey based
estimate.

. Component depreciation figures can be compiled from

costs given in systems section.in comparative unit
cost section, selected building component costs are
segregated.

. Sitework systems costs are given for roads, parking

tots,utilities. Segregated sitework costs are given

for some building types in comparative unit cost section.
A schedule of architect's fees is given as a % of
project cost by building type in manual.

installation costs are segregated from material costs

for some systems,ie.walls,doors & windows.

. Historical cost indexes are included to determine

quarterly construction cost changes.

Yes
(12¢)

Yes

No
(12d)

Yes

Yes

12a.

12b.

12¢.

12d.

Where a trade requires several types of materials to

make a final item (ie. paving) in-place costs as well

as detailed breakdown of costs are included.

Component depreciation could be calculated from a
detailed quantity survey.

Quantity survey sitework costs are included for utilities,
drainage, paving, sidewalks,landscaping, fencing, and
athletic facilities.

On-site construction permits are included in a separate
section titled General Conditions.

Comparison of PROJECT COST DATA MANUALS (cont.)
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Lomparison of FROUJEL] LUST DATA MARNUALS (cont.)

AURIELL VD ¥R

" T CONTENT ORGANTZATION

RCES
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Method Uses o
T
<
s L3 - LA s ..g
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=2 |83 |8 B, |25k
NAME OF Pubiisher's Inftial Frequency e3 g,': 3 s S 18°
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te o |~ E - -’ ] - -
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DOLLAR AND CENTS OF Urban Land $49.25 New Yes No No No Yes | No No No
SHOPPING CENTERS institute Edition
1200 18th St, N.W. :321"/"“"
Washington, D.C.
20036 Three Years|
BUILDING COST FILE Van Nostrand $25.95 New . No No Yes No No |No |Yes | Yes
UNIT PRICES Reinhold Company Edition (14a)
. . 135 West 50th St. Published
Uk editions available:
Eastern,Central New York, '!‘O(YJZO Annually
Southern, Western
To order:
7625 Empire Drive
florence, Kentucky
k1042
DESIGN COST FILE Van Nostrand $29.95 New No Yes | No No No |Yes (Yes | Yes
Reinhold Company Edition (15a) {15b) {(15¢)
135 West 50th St. Published
New York, N.Y. Annually ‘
10020
To order: |
7625 Empire Drive
Florence, Kentucky
k1042
ENGELSMAN'S GENERAL Van Nostrand $27.50 New No No Yes No No [No ([Yes Yes
CONSTRUCTION COST Reinhold Company Edition (16a)
GUIDE 135 West 50th St. Published
New York, N.Y, Annually
10020
To order:
7625 Empire Drive
Florence, Kentucky
h1042
REAL ESTATE Van Nostrand $29.95 New Yes | No No Yes | Yes [No {No No
VALUATION COST FILE Reinhold Company Edition
135 West 50th St. Published
New York, N.Y. Annually
10020
To order:
7625 Empire Orive
Florence, Kentucky
h10k2
RESIDENTJAL COST Van Nostrand $28.95 New Yes | No Yes Yes | No |[No ({Yes | Yes
MANUAL Reinhold Company Edition 18a) (18a) K18b)
135 West 50th St. Published
New York, N.Y. Annually
10020
To order:
7625 Empire Drive
Florence, Kentucky
41042
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PROJECT [TEMS INCLUDED ADJUSTMENTS
IN COST DATA -
©
‘6 . ‘@ s
i M 28 ° SELECTED
s 0 1= ] - —
H H [ =t bed b hat
o a e | S|l &= fot b SPECIAL FEATURES
w S w < § 8 PPy 3 -
Y
@ x|®s o o2 88 =
8 FRre o 52 ca 5 §
Slgiegl s [ER 02
S Sige|Tels2 |88 S | ¢
< |wjed | 22183} S bt
Yes | Yes Yes Yes | Yes No No No 13a. The site improvement cost includes both on-site and
(13a) off-site improvements.
No | No No No No Yes || Yes | No T4a. Component depreciation could be calculated from a detailed
(14b quantity survey.
14b. Quantity survey sitework costs are given for drainage,
utilities, paving, surfacing, fencing, athletic facilities,
retaining walls, and landscaping.
!
i No No No{ No No No Yes No i5a, An initial estimate can be made by summing system costs if
| the building design & systems are well defined.
. . 15b. An estimate based on detailed assembly costs would be less
i detailed than a complete quantity survey based estimate.
| . 15c. Component depreciation could be calculated from detailed
i [ building system costs.
No iNo No| No Ko Yes {lYes | Yes 16a. Component depreciation could be calculated from a detailed
16b quantity survey.
16b. Quantity survey sitework costs are given for drainage,
utilities, paving, athelitic facliiities, paving, fencing,
and landscaning.
No No Yes Yes No No Yes No 17a. In Miscellaneous Cost ltems section, comparative unit
(17a sitework costs are given for athelic facilities, parking,
fencing, landscaping, Incinerators, paving, and retafning
walls,
No {Yes| Nol No !'No Yes Yes | No 18a. Part 3: Valuation Section includes comparative unit costs
(18¢c; (184) for houses and apartments which are adjusted by shape,
height, and size factors.
18b. Component depreclation could be calculated from a detailed
quantity survey.
18c. General overhead items are included In a seperate schedule
for reference.
18d. Architect's and englneer's fees are included as part of
general overhead.

Comparison of PROJECT COST DATA MANUALS (cont.)

APPENDIX



Av O

Ltomparison of PROJECT OPERATIONS DATA MANUALS

AFFENULAS

SOURCES
NAME OF Publishers' initial] Fregquency || Iincome Expense Statistics|
DATA SOURCE Address Cost of Categories Categories Used
ist Year Publication Median
Range
Average
DOWNTOWN AND SUBURBAN| Building Owners $95.00 |New Office Variable Averagel
OFFICE BUILDING and Managers Edition Store Operating
EXPERIENCE EXCHANGE Association Published | |Storage Fixed
REPORT International Annually |[Special Operating
Tenant
1221 Massachusetts Improvement
Avenue, N.W. Allowance |
Washington, D.C. Leasing Expense
20005 Depreciation
INCOME/EXPENSE institute of Real | $45.00 | New Apartments Administrative Median l
ANALYSIS Estate Management Edition Garage/Parking| Utilities &
APARTMENTS Published||Store/Office Bullding Range
430 North Michigan Annually Services
Chicago, 1llinois Maintenance
60611 R.E. Taxes
insurance
Amenities '
EXPENSE ANALYS!S Institute of Real | $20.00 INew None Administrative Median
CONDOMINIUMS, Estate Management Edition Utilities 12
COOPERATIVES, AND publ ish Bui ldi R
. ed uilding ange
PLANNED UNIT 430 North Michigan lAnnuall S H
y ervices
DEVELOFMENT Chicago, illinois Maintenance
60611 R.E. Taxes
insurance
Leased
Recrational I
Facilities ;
INCOME/EXPENSE tnstitute of Real $30.00 |New bffice Administrative Median '
ANALYSIS Estate Management Edition Storage Maintenance 3
SUBURBAN OFFICE Published | {Retail Utilities Range
BUILDINGS 430 North Michigan Annually. | {Parking R.E. Taxes
Chicago, l1linois Escatator Insurance
60611 Clauses
THE DOLLAR AND CENTS | Urban Land $49.25 | New Base Rent Maintenance Median
OF SHOPP{NG CENTERS institute Edition Overage Central &
Published||Common Area Utility System Deciles
1200 18th, N.W. Every Charges Advertising &
Washington, D.C. Three Promotion
20036 Years R.E. Taxes
Insurance
Administrative
Depreciation
Debt Service



X 9

CONTENT GRGANIZATION
Vaca}ncy Trend ‘ b Q © SELECTED
Analysi g 8 $ 2 le e
nalysis § <l &% 2l°d | %42 SPECIAL FEATURES
Occup- -] -0 <& [P L o| »
ancy $£% |g3 38 EEE
S 3 N Q V= Co= o| &

Data = o ~al 58 2alda zal &

Yes | Detailed |Offices Yes § City Yes | None Yes | Yes||!. Economic analysis of office building industry.
1973-77 | Downtown Region - 2. Operating cost breakdown by reglon,size,age
compared | Suburban Nation & helght for suburban & downtown offices.
by several including 3. Energy analysis for downtown, suburban, §
attributes Government government offices by size, age, region,age,
Natlonal & Medical and height.

Values 4. Data summary & operating ratios by
organizational category.

Yes| Detailed| Apartments No | City Yes | Rentali No | No 1. Graphic summary of income & expenses
1975-77 | Lo-Rise Metropolitan Range by development type.

by 12-2h units| Area 2. Tenant turnover rates by development
buiiding| Lo-Rise Region type.
I t\{?e 25+ units Nation 3. Summary of distribution of income §
. P‘Ié;.ior'\;i‘ Elevator expenses by building. type expressed in
L values Garden‘ dollars per room & percentage of gross
I Unfurnished income.
| Furnished
:
No | No |Condominlums No |Metropolitan| Yes |Price | No |[No 1. Kinds of amenities furnished by owners
i Cooperatives Area Range association.
tPlanned Unit Region 2. Breakdown of utility expenses between
Developments : unit and owners' association by unit
price range and building age.

Yes | 1976 & Offices Yes | Metropolitan| Yes | Rental] Yes | No [}1. Energy analysis for suburban offices
1977 by | Suburban Area Range by region and age.
regions Region 2. Data summary & operating ratios by
Regional Nation organizational categary.

Values 3. National & regional graphic summary of
income ,expenses, § total actual collections.

No | 1975 ¢ Shopping Yes| Region Yes| VYes No | No || 1. Tenant space needs,base rent,sales,s
1978 by Centers Nation common area charges for 120 types of
shopping | Super regional tenants in each center type.
center Regional 2. Center operating receipts, expenses, &
type Communi ty net operating income as a % of capital
Natlonal Neighborhood costs.

3. Energy sales & distribution methods
Values by center type.
&, Analysis of Operations of enclosed &
non-enclosed malls.
5. Analysis of capital costs by center type.

Comparison of PROJECT OPERATIONS DATA MANUALS

APPENDIX
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NAME OF PROJECT T
‘DATA SOURCE DEVELOPMENT SUITABILIYY COMPARATIVE COSTS -
FOR USE IN anslyzed on the basis of:
CATEGORY ANALYSIS BUILDING TYPE § SIZE
_ Content/Fit :
BOECKH BUILDING VALUATION MANUAL Apartmt, The data is presented in a form which includes
Office building component descriptions and costs for
Retail specific designs,
The comprehensive design and cost data is
best applied in advanced project analysis.
‘
BOECKH COMMERCIAL BUILDING Apartmt. The data requires design decisions on
COST GQUIDE office building exterior and ground floor area to
Retail select appropriate cost figures,
The data applies to intermediate project
analysis, :

DODGE BUILDING COST Apartmt. A limited selection of hisorical case studies

CALCULATOR AND VALUATION GUIDE office are included for each building category which

Retafl could prove helpful in identifying initial
project costs.
The data requires design decision on building
exterior and quality class to select
appropriate cost figures,
The data applies to intermediate project
analysis.

DODGE CONSTRUCTION SYSTEMS Apartmt. The average building cost section provides

COST GUIDE Office a range of construction costs for various

Retaili project types.
DODGE DIGEST OF BUILDING Apartmt. Data requires initial design decisions before
COSTS AND SPECIFICATIONS Office comparison with specific case study
Retail references.
Shop.Cntr. The data applies to intermediate project
analysis,

RESIDENTIAL COST HANDBOOK Apartmt. The data requires design decisions on building
type, size, and quality to select appropriate
cost figures.

The data applies to intermediate project
analysis,

MARSHALL VALUATION SERVICE Apartmt, The Cost Calculator Method data requires design

Office decisions on building type and quaiity to
Retail select appropriate cost figures,

MEANS BUILDING CONSTRUCTION Apartmt. Section 17 can be very useful for developing
COST DATA Office initial cost estimates for particular property
Retaitl types.

MEANS BUILDING SYSTEM Apartmt, Section Ik can be very useful for developing
COST GUIDE Office initial cost estimates for particular property
Retail types
DOLLARS AND CENTS OF SHOPPING Shop.Cntr. A range of average building and project cost

CENTERS data, for different shopping center size
categories, appropriate only for the initial
project analysis.

This manual provides complete project cost data
which can be directly used in the Project-to-
Building Ratio.
REAL ESTATE VALUATION COST Aparemt. The data applies to intermediate project
FILE 0ffice analysis.,
Retail

The data requires design decisions on building
types, size, and quality to select appropriate
cost figures.

§




B ~ DECISION MODELS: INTERMEDIATE PROJECT ANALYSIS

C - DECISION MODELS: ADVANCED PROJECT ANALYSIS

1
SUITABILITY
FOR USE IN
ARALYSIS

Content/Fit
i

. COMPONENT DESCRIPTIONR
AND QUALITY FACTORS -
analyzed on the basis of:
BUILDING TYPE, SIZE, AND QUALITY

I
SUITABILITY INTER CHANGEABLE

FOR USE [N COMPONENTS & DESIGN FACTORS -
ANALYSIS anal :

vzed oq the basis of:
BUILDING TYPE, SIZE, QUALITY, &

Content/Fit ALTERNATIVE COMPONENTS/SYSTEMS

The data Is presented in a form which includes
building component descriptions and costs for
specific designs.

The comprehensive design and cost data is
best applied in advanced project analysis.

The segregated cost data allows estimates to be
made with a consideratlon of specific design
and cost trade offs.

This comprehensive design and cost data best
meets the needs of the advanced project
analysis modeis.

X, 11

The data scope is limited because building
quality is indicated only by exterior facade
and ground floor area.

The building cost/sq.ft. of ground floor area
must be converted to cost/sq.ft. of gross
building area when a multi~story building is
being analyzed.

No alternative building components other than
building facades are included.

The building cost/sq.ft. of ground floor area
must be converted to cost/sq.ft. of gross
building area when a multi-story building is
being analyzed.

The data allows strong quality typing by
exterior facade and quality class description.

The data includes limited alternative component
adjustments for selected items.

The data applies to intermediate project
analysis,

In the Average Building Cost Section, the
data incliudes construction cost ranges that
are not related to quality distinctions.

The data is most suitable for use in
project anaiysis.

The systems data is appropriate for estimating
alternative components with the exception of
HVAC.

The data is most suitable for use In initial
project analysis.

Data is presented from actual construction
contracts for quick reference to similar
jobs and specific locations.

No definition of building quality is
included with case study costs.

Alternative building component decisions are
difficult to establish from comparable based
case studies.

The data applies to intermediate project
analysis.

The data allows strong quality typing by
floor area and quality class description.

The segregated cost data allows estimates to
be made with a consideration of specific design
and cost trade offs.

The data applies to intermediate project
analysis,

The cost calculator method data is
cateqorized by structural type and
quality characteristics which makes it
very appropriate for the intermediate
analysis.

The segregated cost method requires toa
many detailed design decisions to be
appropriate for the intermediate
project analysis models.

The segregated cost data allows estimates to
be made with a consideration of specific design
and cost trade offs.

This data best meets the needs of the advanced
project analysis models.

The cost ranges identified in section 17
are not related to quality distinctions.

The quantity survey data is so design
specific in sections 1-16 that it

exceeds the scope of the intermediate
and advanced project analysis models,

The quantity survey data is so design
specific in sections i-16 that it

exceeds the scope of the intermediate
and advanced project analysis models.

The unit-in-place data is so design specific
in section 1-12 that it exceeds the scope of
the intermediate and advanced project
analysis models.

The unit-in-place data is so design specific
in sections 1-12 that it exceeds the scope
of the intermediate and advanced project
analysis models,

A range of average building and project cost
data, for different shopping center size
categories, appropriate only for the initial
project analysis,

This operations data manual provides only
introductory cost data.

A range of average bullding and project cost
data, for different shopping center size
categories, appropriate only for the initial
project analysis.

This operations data manual provides only
introductory cost data.

The data allows strong quality typing by
component description and quality
classification,

The data applies to intermediate project
analysis.

The components are arranged into building quality
classes and are not individually estimated.

This makes the data Inappropriate for advanced
project analysis.

ability
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NAME OF
DATA SOURCE

PROJECT
DEVELOPMENT
CATEGORY

A - DECISION MODELS: INITIAL PROJECT ANALYSIS

SUITABILITY
FOR USE IN
ANALYS!S

Content/Fit

T

MARKET REVENUE AND SPACE
ALLOCATION
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BOMA DOWNTOWN AND SUBURBAN OFFICE
BUILDING EXPERIENCE EXCHANGE REPORT

Office
Limited
Retail

Average Revenue Data (collected during previous
calendar year) is provided for selected down-
town and suburban metropolitan areas. Revenue
data, in the Downtown and Suburban statistical
tables, is organized by building size, age,
story height, and city size.

All data is presented in cents per square foot
of total rentable areal{office and retail space},
total rentable office area, and actually rented
office area.

1f the proposed project is exclusively rental
office space, then select appropriate rental
data from the '"Office Total' (totail rentable
office area) column,

The total number of buildings and their cumula-
tive square feet of rentable area, included in
the statistical tables, are important items to
note in determining the usefulness of the data
for a particular metropolitan area.

Revenue data should be considered only as an
advisory number useful in initiating the first
project analysis.

IREM INCOME/EXPENSE ANALYSIS
APARTMENTS

Apartmt,

Median revsnue data (as well as low and high
quartile ranges for large sample sizes) are

provided for selected metropolitan areas, regions,)

and age group; as well as organized by furnished
and unfurnished apartment buildings. Data is
presented for elevator, low rise 12-24 units, low
rise 25 or more units, and garden type buildings.

The total number of apartment buildings and their
cummuiative square feet of rentable area included
in the statistical tables are important items

to note in determining the usefulness of the data
for particular metropolitan areas.

Revenue data shouid be considered only as an
advisory number useful in inetating the first
project analysis.




B - DECISION MODELS: INTERMEDIATE PROJECT ANALYSIS W

C - DECISION MODELS: ADVANCED PROJECT ANALYSIS

SUSTABILITY
FOR USE INM
ANALYSIS

Content/Fit

L

MARKET VACANCY AND OPERATING
EXPENSE ESTIMATES

T
SUITABILITY
FOR USE IN
ANALYSIS

Content/Fit

MARKET VACANCY AND OPERATION
EXPENSE VERIFICATION

D . == N =S - I I - - B = == R U A = m =a

The vacancy data included in the "Survey of
Office Space Occupancy'' is collected from a
larger sample of buildings than the down-
town and suburban statistical tables. The
"0ffice Space Occupancy' survey provides more
reliable indications of vacancy than those
found in the data charts organized by city,
city size, building size, age, and story
height.

The expense line items are averages that
should be analyzed individually and

adjusted for local market conditions.

The summing of all average expense items
without adjustment will generate an

inflated project operating expense statement.

Expense data, in the Downtown and Suburban
Statistical Tables, is organized by
building size, age, story height, and

city size,

All data is presented in cents per square
foot of total rentable area (office and
retail space), total rentable office area,
and actually rented office area.

If the proposed project is exclusively rental
office space, then select appropriate
operating expense data from the ''0ffice
Total' (total rentable office area) column.

The total number of buildings and their
cumulative square feet of rentable area,
included in the statistical tables, are
important items to note in determining the
usefulness of the data for a particular
metropolitan area.

This manual of historical operating expense
data can be used to verify estimates of up-to-
date local operating expense data. The size
and character of the manual survey sample may
give incomplete indications of local market
supply /demand forces, current lease terms, or
particular project management strategles.

This manual of historical operating expense data
can be used to verify estimates of up-to-date
Tocal operating expense data. The slize and
character of the manual survey sample may give
incomplete indications of local market supply/
demand forces, current lease terms, or particular
project management strategies.

X, 13

The vacancy data included in the "Trend
Analysis' section provides an indication of
vacancy nationwide by building type. The
vacancy data found in the metropolitan
statistical tables are samples from selected
metropolitan areas, Careful attention should
be given to sample size and the number of
apartment buildings, apartment units, and
rentable square feet before making a judgement
about apartment vacancy in a specific
metropolitan area. Current, locally collected
data for compettitve rental space should be
used in the intermediate models when possible.

The expense line items are medians, (with low
and high quartile ranges for large sample sizes)
atated as a percentage of Gross Possible Income
and in dollars per square foot of rentable area.
This data should be adjusted for lacal market
conditions. The summing of all expense items
vertically without adjustment will generate an
inflated project operating expense statement.

Be aware that expenses are listed as a percentage
of Gross Possible Income. This income includes
miscellaneous revenue from garage/parking and
store/offices rental. If the proposed project

is exclusively rental apartment space, then
expenses as a percentage of Gross Possible

Income must be adjusted to a Rent-Apartments.

This manual! of historical operating expense
data can be used to verify estimates of up=-to-
date local operating expense data. The size
and character of the manual survey sample may
give incomplete indications of local market
supply/demand forces, current lease terms, or
particular project management strategies.

This manual of historical cperating expense data
can be used to verify estimates of up-to-date
local operating expense data, The size and
character of the manual survey sample may give
incomplete indication of local market supply/
demand forces, current lease terms, or particular
project management strategies.

ity

]

Evaluation of PROJECT OPERATIONS DATA MANUAL Suitab

APPENDIX

Refer to Page X.1

Legend



[NE R VR I

LA I R R RN /

PNEIIVNI S L -

(SR BRI

L A R VT R

Refer to Page X.1

Legend:

RITERUILA

NAME OF
DATA SOURCE

PROJECT
DEVELOPMENT
CATEGORY

A ~ DECISION MODELS: INITIAL PROJECT ANALYSIS

T
SUITABILITY
FOR USE IN
ANALYSES

Content/Fit

MARKET REVENUE AND SPACE
ALLOCATION

IREM INCOME/EXPENSE ANALYSIS
SUBURBAN OFFI1CE BUILDINGS

Office

Revenue is presented in dollars per square

feet of Gross Area of Building, Gross Rentable
Office Area, and Net Rentable Office Area.

The appropriate revenue data used in the initial
mode ls depends on whether floor areas are to be
leased by single or multiple tenants.

Median revenue data (and low and high quartile
ranges for large sample sizes) is provided for
selected suburban metropolitan areas and
regions according to building size, age group,
rental range, and building type.

Revenue data appropriate for the initial project
analysis is found under the heading ''Income''

for the "Offices' line item. Miscellaneous
income would be excluded when project design
calls for exclusive office rental space.

Revenue data should be considered only as an
advisory number useful as a starting point for
the initial project analysis.

UL1 DOLLARS & CENTS OF SHOPPING
CENTERS

Shopping
Centers

Revenue data {collected every third year) is

provided for neighborhood, community, regional,
and super regional shopping centers. The revenue
data is presented by dollars per square foot of
"Gross Leaseable Area'' and as a '‘Percentage of
Total Receipts.” The revenue data is reported as
medians with lower and upper deciles.

All data is presented in dollars per square foot
of Gross Leasable Area which includes all areas
leased by the center owner. (including department
stores owned by the center)

""Total Operating Receipts' is the appropiate
revenue data to use in the initial project
analysis model. It is found in the statistical
tables by shopping center type, age, and region.

Revenue data from the ""Operating Results'
table should be considered only as an advisory
number useful as a starting point for the
initial project analysis. In more advanced
analysis models, particular tenant composition
and the resuiting rent structure will give a
more accurate indication of possible revenues
for the proposed project.

kgl
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B - DECISION MODELS: INTERMEDIATE PROJECT ANALYSIS

C - DECISION MODELS: ADVANCED PROJECT ANALYSIS

™ .
SUITABILITY SUITABILITY

FOR USE IN MARKET VACANCY AND OPERATING FOR USE IN MARKET VACANCY AND OPERATING
ANALYS1S EXPENSE ESTIMATES ANALYSTS EXPENSE VERIFICATION
Content/Fit Content/Fit

3

The vacancy data included in the '"Trend
Analysis' section provides an indication of
suburban office building vacancy nationwide
for the year. The vacancy data found in the
suburban metropolitan statistical tables is
reported as of December 31, of preceeding
year, Careful attention should be given to
sample size and the number of office
buildings and their cumulative square feet of
rentable area before making a judgement about
office building vacancy in the particular
suburban metropolitan area. Current local
collected vacancy data for competitive
rentable space should be used in the
intermediate models when possible.

If the proposed project is exclusively rental
office space, then select appropriate
operating expense data from the Gross
Rentable Office Area or Net Rentable Office
area

The total number of buildings and their
cumulative square feet of rentable area
included in the statistical tables are
important items to note in determining the
usefulness of the data for a particular
suburban metropolitan area.

This manual of historical operating expense data
can be used to verify estimates of up-to-date
local operatiny expense data for suburban office
buildings. The size and character of the manual
survey sample may not give adequate indications
of local market supply/demand forces, current
jease terms, or particular project management
strategies.

Operating expense data (collected every
third year) 1s provided for neighborhood,
community, regional, and super regional
shopping centers. The expense data is
presented by dollars per square foot of
"Gross Leasable Area'' and as a'Percentage
of Total Receipts.'' The expense data is
reported as medians, with lower and higher
deciles.

Vacancy data is not Included as a
segregated item.

Tenant information is given for low and
high total rent charges to facilitate
estimatign of tenant composition and the
resulting rent structure for the proposed
project in the intermediate analysis,

The specific revenue and expense data for
the four shopping center categories is
summarized in the ''Operating Resuits’
tables. Data is analyzed by region and
shopping center age groups.

Debt service Is included in the ''Operating
Results’ tables. This data is Inaporopiate
for the advance project analysis models
which generate thelir own annual debt service
estimates for the project.

"Detailed Tenant information Tables'', for
different center categories, indicate the base
rental rate, percentage (overage) rent, and
common area charges that equal the total

revenue expected per square foot of Gross
Leaseable Area for each type of possible tenant.
The frequency of occupancy and the median size
of leased area for different tenants can be
found In the "Summary of Tenant Information
Tables*.

This manual of historical operating revenue

and expense data can be used to verify estimates
of up-to-date local shopping center revenue and
expense data. The size and character of the
manual may not give adequate indications of
local market supply/demand forces, current lease
terms, or particular project management
strategies. (These factors are considered in

the advanced project analysis process when
tenant composition for the center has been
tentatively identified.)

(cont.)
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Reprinted with permission of the American Council of Life Insurance.

American Council of Life Insurance
4850 K Street, N.W.

Washinglion, D.C. 20006

(202) 862-4000

BUL

April 24, 1981 No. 820

MORTGAGE COMMITMENTS ON MULTIFAMILY AND NONRESIDENTIAL
PROPERTIES REPORTED BY 20 LIFE INSURANCE COMPANIES
FOURTH QUARTER 1980 AND ANNUAL DATA

Reporting companies account for 67% of nonfarm mortgages
and 61% of total assets held by U. S. life insurance
companies.

The attached tables provide the results for the fourth quarter
of 1980 from the survey of mortgage commitments made on income
properties by 20 life insurance companies. Annual data appear in
Table 1, Table 4, Table A, Table B, and Table L.

Flexible lending terms continued to be emphasized in commit-
ments made in the fourth guarter of 1980. Loans with provision for
income or equity participation, renegotiable rates, maturities of
10 years or less, or a lender's call option accounted for nearly
90% of fourth-quarter commitments. (The ratio reflects adjustments
to eliminate double-counting of loans with more than one feature.)

As shown in Table 3, locans with provision for income/equity
returns or renegotiable rates accounted for 53% of the number and
-75% of the amount committed in the final quarter of 1980, even
.larger shares than in the preceding quarter (see Investment Bulletin
No. 818). Loans with final maturities of 10 years or less again
represented some 30% of the number of loans, in contrast with a
scant 5% share in the final gquarter of 1979. With this emphasis on
variable returns and shorter maturities, use of a lender's call
option occurred less frequently than was found in 1979 commitments,
but the option was exercisable much sooner in loan life than
prevailed a year earlier (Table E and comparable earlier tables).

For the first time in these surveys, information is included on
nonrefundable fees received in connection with some loan commitments
(see footnotes to Table 3, Table D, and Table M). Such fees, which
have long been utilized by some lenders, are at times associated
with a lower contract rate than otherwise would have been required.
The presence of nonrefundable fees and other yield-affecting
features are important to any assessment of contract rates. The
surveys, howewer, do not attempt to measure potential yields of the
reported commitments, in part because the yield is highly uncertain.
Moreover, some commitments may not be funded or may be funded at
terms different from those set at commitment.



Table L

Reprinted with permission of the American Council of Life Insurance.

Commitments of $100,000 and Over on Multifamily and Nonresidential Mortgages
Made by 20 Life Insurance Comparies

No. of Amount
Property Type Loans Committed
(5000)

Conventional Elevator

Apartment 7 18,100
Conventional Nonelevator

Apartment 21 91,145
Retail - less than 5 sgtores 9 20,102
Shopping Center - 5 or more

storesl, 39 189,897
Supermayket 7 31,252
Department Store 5 38,800
Office Building2/ 240 2,524,388
Medical Office Buildingl/ 20 36,810
Parking Garage 2 4,075
Service Station 1 1,000
Restaurant 3 8,795
Commercial Warehousel/ 71 143,521
Truck Terminal 1 1,500
Other Commercial L} 10,675
Educational 1 350
Hospital and Institutional 2 2,968
Social and Recreational 3 4,130
Industrial Warehoused/ 149 285,381
Manufacturing Plant 10 10,010
Other Industrial 21 46,710
Hotel 32 635,050
Motel 4 36,200
Multiple Property Complex 4 39,430

TOTAL 656 4,180,289

*lata not shown where there are fewer than three

#*Less than 0.05%.

1/ Interest rate was not available for one loan.
g/ Interest rate was not available for two loans.
3/ Interest rate was not available for six loans.

Note: Avérages for capitalization rate, debt coverage ratio, and percent

specified category.

Property Type, Year 1980

Percentage
' Distribution
Loan Intervest Interest Loan/ Capitaliza- Debt Percent Term by loan
Amount Rate Rate Value tion Rate Coverage Constant (Years/Months) amount
(35000) (by #) (by $)
2,586 12,392 12.53% 61.0% 10.12 1.17 13.1% 14/3 0.4
4,340 12.52 12,55 74.4 11.8 1.25 13.0 13/7 2.2
2,234 12,76 12.80 72.7 11.6 1.25 13.2 18/2 0.5
4,869 12.61 12,61 71.6 12.0 1.29 12.8 15/8 4.5
4,465 12.89 12,80 97.4 13.6 1.03 13.8 22/10 0.7
7,760 12.00 12,00 100.0 13.9 1.09 12.8 25/0 0.9
10,518 12.59 12.45 73.2 11.9 1.27 12.9 18/8 60.4
1,840 12.74 12,87 73.9 12.3 1.26 13.2 18/10 0.9
2,038 * r\\\ * * * % * * 0.1
1,000 % * * * * * * *k
2,932 13.04 12.41 88.5 11.6 0.92 14.7 18/4 0.2
2,021 12,64 12,42 71.3 11.5 1.23 13.1 13/8 3.4
1,500 * * * * * * * v
2,669 13,16 13.53 69.7 12.7 1.28 14.4 13/6 0.3
350 * % * * * * x Ak
1,484 * -k * * * * * 0.1
1,377  13.42 13.65 58.9 13.5 1.24 14.8 11/8 0.1
1,915 12.85 12.43 73.8 12.4 1.26 13.2 21/6 6.8
1,001 12.88 12.82 72.2 11.8 1.23 13.3 17/2 0.2
2,224 12,68 12.99 73.5 12.6 1.33 13.0 26/5 1.1
19,845 12,75 12.66 72.0 13.1 1.39 13,2 16/11 15.2
9,050 12.88 11.86 66.3 13.0 1.57 13.2 10/6 0.9
9,858 12,56 12.47 74.8 11.9 1.24 12.8 22/6 0.9
6,372 12.69 12.42 73.3 12,1 1.27 13.1 18/6 100.0
loans.

constant may represent a fewer number of loans than the total for the



Table M Commitments of $100,000 and Over on Multifamily and Nonresidential Mortgages
Made by 20 Life Insurance Companies

’

Loan Size Class Within Majér Property Type, Fourth Quarter, 1980

Averages
Major Property Type No. of Amount Loan Interest Interest Loan/ Capitaliza- Debt Percent Tern
Loan Size Loans Committed Amount Rate Rate Value tion Rate Coverage Constant (Years/Months)
($000) ($000) (by #) “(by $)

APARTMENT - CONVENTIONAL 11 33,570 3,052 12.41% 12.45% 66,52 11.3% 1.23 13.3% 13/2
Less than $1 million 1 940 940 * * * * - - *
$1 million -~ $3,999(000) 6 11,980 1,997 12.67 12.64 59.4 11.0 1.19 14.0 13/4
$4 million - $7,999(000) 4 20,650 5,162 12.38 12.41 74.9 11.9 1,26 12,7 15/0

COMMERCIAL RETAIL 11 33,478 3,043 13.02 12,93 73.2 12,2 1,26 13.3 11/4
$1 million - $3,999(000) 8 18,343 2,293 13.00 12.83 72.6 12,2 1.27 13.4 11/10
$4 million - §7,999(000) 3 15,135 5,045 13.08 13.05 74,6 12,1 1.22 13.2 10/0

OFFICE BUILDINGZ/ ' 82 713,129 8,697 13.01 12.92 71.5 12,1 1.28 13.3 17/3
Less than $1 million 8 5,420 678 13.98 13.95 69.8 13.3 1.39 14,7 15/0
$1 million -~ $3,999(000) 28 63,154 2,256 13.15 13.04 72.3 12.6 1.29 13.5 15/8
$4 willion - $7,999(000) 23 134,550 5,850 12.82 12.81 71.0 11.8 1.28 13.1 19/7
$8 million and over 23 510,005 22,174 12.72 12,92 71.5 11.4 1,23 12.9 17/7

COMMERCIAL SERVICELI 19 35,966 1,893 13.19 13.02 70.1 11,6 1,21 13.6 13/6
Less than $1 million 3 1,381 460 14.00 14,27 70.8 12.6 1.26 14.2 5/8
$1 million ~ $3,999(000) 15 27,185 1,812 13,07 13.10 69.3 11.4 1.20 13.5 15/0
$4 million - $7,999(000) 1 7,400 7,400 * % * * * b %

INSTITUTIONAL AND RECREATIONAL 1 150 150 * * * - - - %

INDUSTRIALQI - 32 55,566 1,736 13.31 13.30 74.0 12.9 1.29 13.7 20/3
Less than $1 million 14 9,056 647 13.31 13.30 713.9 13.4 : 1.34 13.7 20/3
$1 million - $3,999(000) 16 33,360 2,085 13.36 13.45 74.1 12.4 1.23 13.7 19/10
$4 million - $7,999(000) 2 13,150 6,575 * * % X * * *

HOTEL AND MOTEL 8 114,400 14,300 12.92 12,75 70.9 13.0 1.39 13.3 17/6
$1 million - $3,999(000) 2 5,100 2,550 * * * * * * *
$4 million - $7,999(000) 1 4,000 4,000 * * * * * * *
$8 million and over 5 105,300 21,060 12.65 12.70 72,0 13.2 1.43 13.1 19/0

MULTIPLE PROPERTY COMPLEX 1 6,675 6,675 * * * * Y * *

TOTAL 165 992,934 6,018 13.04 12.90 71.6 12,2 1.28 13.4 16/8

*Data not shown where there are fewer than three loans.

1/ Interest rate was not available for one loan.
2/ Interest rate was not available for two loans.
3/ Interest rate was not available for five loans,

Note: Averages for capitalization rate, debt coverage ratio, and percent constant may represent a fewer number of loans than the total for the
specified category. Nonrefundable fees were reported in connection with 26% of the number and 22% of the amount cosmitted. The comparable shares
by property type ran: 64X and 70X for apartments, 36% and 42% for retail stores, 27X and 21% for office buildings, 32X and 29% for commercial
service properties, 6X and 4X for industrial properties, and 25% and 14X for hotels and motels. See note to Table D.
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Reprinted with permission of John Rahenkamp and Creigh Rahenkamp.
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STATEMENT OF PURPOSE

The objective of Project Feasibility Analysis is to:

reduce the risk of uncertainty by stating assumptions
completely and explicitly, and

enhance the value of the asset— land— by maximizing
the margin between revenues from market opportunities
and costs of development.

The process and techniques employéd can be used to
continuously assess feasibility from undocumented to fully
documented assumptions. The level of documentation may
vary for each of three categories of input, but each
requires consideration as the analysis is undertaken.




INTRODUCTION

The Development Impact Model (DIM) provides a technique for performing a
balanced feasibility analiysis. It was developed by John Rahenkamp and
Associates, inc., in response to the need for feasibility evaluations
which incorporate the social and political externalities affecting the
feasibility of a proposed project. By recognizing the real and growing
power of local political forces and environmental values as well as the
need for a reasonable rate of return, the DIM measures the true feasi-
bility of a particular project from the developer's and also the commu-
nity's point of view.

Essentially, the model identifies existing capacities of physical and
fiscal systems, the projected demands resulting from the proposed pro-
ject, and the resulting costs or benefits. It calculates not only front
end expenses and bottom line profit, but it may also calculate the de-
velopment's impact on local educational and municipal support systems.
This information provides the developer and/or the community with a
balanced measure of feasibility, political and environmental as well as
financial. Since this information is objective as well as extensive, it
should establish a sound basis for proper project approval or rezoning
decisions.

Furthermore, the DIM is a computerized system utilizing the speed of the
computer to deal with the numerous factor items and the vast range of
possible combinations and permutations. Manual calculations of possible
alternatives may take weeks, forcing decision-makers to act on incomplete
information. In contrast, the computer offers the critical advantage of
simulating available options quickly and performing continuous runs as
criteria change either in the community's or developer's requirements.

It must be recognized that the value of a DIM feasibility evaluation is

directly related to the accuracy and completeness of the basic data in-

put. Each DIM analysis pertains only to -the individual project and re-

quires site-specific information. Much of the required data is usually

already held by the developer or immediately available to him. The cost
of a DIM feasibility analysis will obviously vary significantly depend-

ing on the amount of in-house research and data gathering required. |If

the information is provided directly by the developer in an appropriate

form, the DIM evaluation costs are appreciably reduced.

The schematic diagram on the following page indicates the framework in
which a feasibility analysis is carried out. Careful attention must be
given to each of the three categories of project parameters depending
upon the political/market/physical situation of a specific property.
Once a minimum level of data is acquired and synthesized, gaming with
critical variables can be accomplished quickly to develop an optimum
project profile.
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The sections following discuss the kinds and character of apalysis re-
quired prior to establishing data inputs to DiM. The level of detail of
each separate analysis will depend upon that eiement's criticality for
project approval, both from public officials and the developer initiating
the evaluation.

The third sec tion contains a project checklist itemizing the information
supplied by a developer. This checklist illustrates the scope and detail
of the DIM feasibility analysis and provides the necessary data to run
the DIM program.

The Feasibility Checklist is supplemented by several pages of explanatory
notes and exhibits. Each input space on the checklist has been assigned
a code number which corresponds to a note describing the information re-
" quired, and in five cases, these notes refer to one of the exhibits.

After the exhibits is a sample of the checklist which was prepared for a
typical project and a feasibility analysis printout which can be a guide.

It should be noted that all of the data indicated on the checklist is
not required for analysis purposes. Where data is missing either 3
specific analysis will not be performed, e.g., School, Municipal, Demand,
or the computer will assume a zero value. However, before each analysis
all the data is reviewed by a staff computer specialist to insure its
completeness.
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Sfine Regiun:
Projected Popylation
Average Housenoid Size
vacancy Racaes

Existing Units
Substandard units
Cepreciation
Qvercrowded Units
units in “pipeiine’

MARKET SEGMENTATION

Market is the kay development factor, Unit tyoe, size, price
and mix can be determined 3y demograghic analysis and compar-

DENAND ables. Absorption {pacs), however, is more judgmental,
sensitive ta both specific locational advancages and the
general economic climate. This diagram represents a system-~
atic aoproach to market anaiysis.

SUPPLY

TREND ANALYSIS:
Populazion
RARKEY Growth
Segments

Existi .

Pooulacion | PROJECTED L_fmolovment

Discribution | MARKET COMPARABLES :

By age and DISTRISUTION Moventid

i
rTusenald |_preFenence Type/Size a
HOUS ING BISTRIBUTION Amenity
PREFERENCE L tbsorotion
D (Unit type EFFECTIVE
by house- DISTRIBUTION  PRICE/TYPE
hold size) CURRENT f . J
= INCOME
D oistrisuTioN
PRICE
TYPE/SIZE
nix ‘
== REVENUE
Reasonable Capture(d) PACE
weomatrabls Rosorocion|”(uy A0k on :
D Capapility I sz
S:u Loc:t!on/ General usg
tzractivenass Economic PLAN
Conditions
Consumer
Confidenc

interest zltli

a

MARKET SEGMENTATION ILLUSTRATION

MONTGOMERY CO.

PRICE LEVEL COMPARABLES

(RENT/MONTH) 130. 228. 278. 350.
GA-1BR 9657. 0. 0. 0.
GA-2BR 1727. 7856. g. 0.
TH . 27158. 2761. 2590. 0.
sr 422. 5368. 4308, 13836.
TOTAL NET MARKET 14562, 15986. 14397, 13836.
$ TOTAL DEMAND 25. 27. 24. 24.
TOTAL NET MARXET (1S5 YEAR ESTIMATE) 58789.
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MARKET TREND ANALYSIS

RESEARCH:

% Major commercial centers within 15 minutes
* Major commercial centers within 45 minutes
% Major employment centers within 15 minutes
* Major employment centers within 45 minytes
* Commercial and empioyment growth rate

* Population growth rate by age segments

* Family income growth rate by segments

* Housing vacancy rates

* Permits issued by type

INTERPRETATIONS :

Strength and income/housing type implications of future empioyment opportunities
Locational convenience

Growing age and income segments reiated to price and housing type

Strengh of competition; how much of the market is being absorbed and/or lost?

CONCLUSIONS:

* What is presently being built (price/type) Is correct; follow the leaders and

.do comparabiles

* |dentify market demands not being met
* There is some elasticity in the market to support price increases cver competition
* Hold or reduce prices due to competition

MARKET COMPARABLES

Date: 2/14/75

Project Namae: Indian dills Address: _Winona Way

Owner: C. Quinn Lander:

Builder: Architect:

Age or Status: vrs. No. of Units: _120 NG. of Bldgs: 10
No. of Stories: } No. Vacant: none Type of Constr: _frame
Map Key: 9 . .

Bedrooms -~ Baths: 1/1 2/1

Number of Units:

Monthly Rents: 185 275
Square Faet: 900 1000
Rent/Sq. Ft. (Unfurn): .206 .275
No. of Furn. Apts: none
No. of Vacant Apts: none
Utilities Furnished: Electric: Gas: Water: X
Extra Charges: Refrigerator: Other:

Furniture: 0 HR 1 BR 2 BR 3 BR
Coocking Energy: _elec. Type of Heating: centrai gas Walk-In Closets:
Air Conditicning: c-n:ni Ranges/Ovens: X Fireplaces:
Dishwashers: Patios/Balconies: Carpets/Drapes:__«x
Washer/Dryer: “in bldg. _ bldg Other Good Pcnturcs?ﬁarﬁu
Pool(s): x Laundry Facilities: in bidg,
Clubhouse(s): x Security System:
Tennis: Parking: incl. qarages
Playground Area: Storage lockers:

Other Good Recreation or Project Features/Remarks:




MARKET PLAN/SUMMARY OF ASSUMPTIONS

Upon completion of the market segmentation analysis, the following information is
arranged in a convenient form for direct input to the DIM data sheets and as a
working program for physical land use planning.

Unit Types: Single Family Townhousa Garden Apartment

Mix (%): 11.3 54,7 34.0

Price (X$): 60.0 45,0 30.0

Average Size (S.F.): 2,000 1,500 900

Average Stories: 1.5 2.5 3.0

Annual Salesx: Pace

Year 1 o] ] 0 4}
2 ] L (] 100
3 [ ] ] [ ] 130
4 ¢ [ ] [ ] 130
5 [ ] [ ] [ ] 130
13 ® ¢ (] 130
7 ] [ ] ] 140

*8ased o market analysis only: Subject to physical confirmation after land use planning.

SActual minimal discribution will be approximately equal to projected market mix but
is subject to physical planning
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POLITICAL CLIMATE ANALYSIS

APPROVASILITY

Project Proposal Impacts: on existing zoning
on fair share
on existing demograpny
on existing populacian size
on growth rate

Index of Exclusionary Tendency: elected official turnover rate
prafessianal scaff capability and attitudes
change approval rats
aliowable density and land use types
fair share allocation
vigllante’* groups
community income discribution

Codes and Proceduyres: complexity
clarity
cima lines
flexibilicy
requirements
standards

Local !ssues: fiscal
environmentai
fand use
utilities
opan spacs

Estimate of legal position and potential tradeoffs.

Swmary estimate of prosadility (%) of approvai for propaosed projsce.

CODE ANALYSIS

Applicanle zoning codes are reviewed and analyzed to determine
deveicpment potential under ‘existing zdning or the availasilicy
of appropriate zoning districes which might satisfy the clienc's
building grogram.

tion a
dTastic realignment in its political structure. The

Township, turned-cut the "damocratic machine” wha had
doainaced 3arlin for che past chirey to forty vaars.

A group of young independants, whose platform was a
change of government was alected with nearly 75% of
the vote. As a result, all the major adminiscrative
boards were changed and people of tha sama persuasion
43 ths Mayor-Council were appointad. A portion of

the platform of the new govermuenc was to promote good
substancial growch.

As a result of these changes, the Mayor-Council has
appoincad a Land Use Study Committee =0 raviaw tha
Township's exiscing zoning ordinance to decarmine what
changes should be made to sncourage growth whils winimiziag
its adverse effacts.

The sita i3 presently zoned incs three catagories:

276 ac. in R-1 Rasidancial with minimum lots of one
acre; 21.5 ac. I-l Light Induscrial; and 2.5+ ac. C-

2 Ncifhborhood Cormsercial. With this splitring of che
za:cs inco various zonas, the chance of unified davelopmanc
s lessaned which would not perult maximizing the siza's
develapment pocantial, The Township i3 relacivel

unsophiscicaced in {ts3 planning activicies, buc :gc

new officials ars aggrassive and apgear to be open

€O coustruction suggestion which will enable then to

promoca the desizad quality growth.

W‘J




INFRASTRUCTURE ANALYSIS

Every development generates demands on man-made systems. The capacity
to absorb these demands must exist or be built. An analysis is required
to make this determination which is often the difference between a pro-
fitable project and one that is marginal or premature.
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ENVIRONMENTAL ANALYSIS

Eavironmental variables can be identified which materially affeact the
disposition of land uses if the plan is to be cost effective. Severe
slopes, high water tables, and shallow bedrock have obvious cost conse-
quences if not identified. Conserving trees and natural ground covers
reduces landscaping costs and helps to prevent excessive erosion. Pub-
lic health and safety must also be protected by identifying easily pol-
luted soils and underground water supplies. |f properly conducted and
used, environmental analysis proves it is less costly to work with,
rather than against, nature.

As part of the environmental analysis, the visual opportunities and bur-
dens of the site, whether part of a larger neighborhood (if it's a small
site) or as a self-contained neighborhood (if a large one) must be iden-
tified. Visual attributes include long or intimate views, dense or fil-

tered spatial enclosures, natural features, and water. Burdens that must

be mitigated if possible include noise, odors, visual obstructions like
high tension lines, and unsightly views. The visual analysis locates
these opportunities and burdens so they can be used in developing the
land use plan most effectively.

ENVIRONMENTAL COMPOSITE

10




HOUSING PRODUCTS ANALYSIS

For land use plans to be used as reascnable representations of what can
be built and for rough development cost estimates, it is necessary to be
realistic about what can be placed on the ground (usually expressed as
net densities for each unit type). Typical cluster designs are developed
to insure that unit counts can be achieved and that lot improvement

costs are accurate.

Townhouses §
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LAND USE PLANS

The land use plan must accommodate the market program and respect both
visual and other environmental considerations. It must be cost-effec~
tively phased for on and off-site infrastructure and generally enhance
the marketability of the site through sensitive design.
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DIM DATA INPUT SHEETS

The Development Impact Model (DIM) calcuiates quickly and accurately

the combined consequences of the market, physical and other financial
data provided to it. It is used to speed up computation and to organize
the output so the project can be conveniently compared to acceptable
standards of performance. The general value of the computer program

is the ability to make many changes without the labor of endless calcu-
lation or the danger of error.

The DIM data sheets facilitate the systematic recording of the specific
data reguirements of the program. Each section has an appropriate
heading covering the following four areas of data:

- Market Data from the market program (modified if necessary after
physical planning)

- Physical Data from the land use plan
- Public Impact Data from the political climate and code analysis

- Financial Data from the client concerning sales and overhead
costs

In general, the market determines revenues; land use, the costs; and
public impacts, the probability of public approval.

Attached to the data sheets are specific definitions of what is included
in the number called for in each box. In some cases, checklists are
provided for even finer breakdowns. These definitions and checklists
provide confidence that nothing has been overlooked and that revisions
can be made without disturbing other variables. The data input to DIM
is thus highly explicit.

14
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clientdata

CLIENT NAME

DNAME -1

PROJECT NAME, LOCATION

DNAME-2

DATE

DATE-3

sitedata

SITE AREA
COVERAGE ALLOWABLE

GSCAP-5

INDUSTRIAL
COMMERCIAL

|_scHooL SITE

Al-6

MAJOR ROAD (R.0.W.)
OPEN SPACE

AR-8

RECREATIONAL FACILITY
OTHER (SPECIFY) -

ARC-6

ACT-6

unitdata

UNIT TYPES

DUMNMS-7

NET DENSITIES

00-8

- INDUSTRIAL
- COMMERCIAL

SALE PRICES - RESIDENTIAL

ISP-9
SPNR{-10
SPNRC-11

MIX

MiX-12

NUMBER OF UNITS

INU-13;

UNIT SIZE

AUS-14

NUMBER OF STORIES

15



demand data

ANNUAL REGIONAL
RESIDENTIAL DEMAND

RD-16
ANNUAL REGIONAL
INDUSTRIAL DEMAND RID-1T
ANNUAL REGIGONAL
COMMERCIAL DEMAND RCD-18

school data

SCHOOL CAPACITY

NSC.i9

CONSTRUCTION COST
SQUARE FOOT REQUIREMENT

CSC-20

CSC-20

SCHOOL BOND RATE
SCHOOL BOND TERM

OPER. INC.

XQOY-22

SCHOOL ENROLLMENT

municipal data

REAL ESTATE VALUE

POPULATION
MUNICIPAL COSTS

CCOMOQI -26

fiscal data

ASSESSMENT FACTOR

AF-27

SCHOOL TAX MILLAGE
MUNIC!PAL TAX MILLAGE

STM-28

MM-29

16



land and development data

LAND COST
INTEREST

PROFESSIONAL FEES

INT=31

DEVELOPMENT COST
QFF-SITE CONTRIBUTION

CA-33

ANNUAL LAND EXPENDITURES
LAC-35

DEVC-34
ry

E]

ANNUAL S ITE-DEVELOPMENT
EXPEND | TURES XPCPY-35

i

3

£

3
j—

ANNUAL OFF-SITE
CONTRIBUTION

0OSC-37

1

FY

6“564—76“‘

6

"~

—

construction and mana

gement data

PERCENT LAND PRICE TO
SALE PRICE"
PCT-38

CONSTRUCTION COST/SQ. FT.
BY UNIT TYPE

ESCF-39{ |

LOT IMPROVEMENT COST/
UNIT TYPE

CL! -40;

PERCENT SALES COST
ESC-41

TECHNICAL FEES

INTEREST ON CONSTRUCTION

TECH 42

10CC-43|

OVERHEAD EXPENSE

POHE-44

ANNUAL RESIDENTIAL
CONSTRUCTION 1D-45

-

-3

ANNUAL INDUSTRIAL
CONSTRUCTION 11D-46

ANNUAL COMMERCIAL
CONSTRUCTION ClD-47,

Y IC= R (1< Y

I R

')
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annual sales, revenue data

ANNUAL RESIDENTIAL SALES
(UNITS)

N,

4

ANNUAL INDUSTRIAL SALES QF
SNRA/ -4

©] & < B

13
3
3
(ACRES) F
ANNUAL COMMERCIAL SALES <
(ACRES) i
SNRAC -50i
OTHER REVENUES R
7 B &) 10
2 3 4 E
OTHER EXPENSES
F i F [ i
QE-52
18



NOTES ON_INPUT_ CHECKLIST
KEY
KEY CODE NUMBER DESCRIPTION
CLIENT DaTA
DNAME (D CLIENT Name
DHAME (2) ProJECT NAME, LOCATION:
éOCATION By MUNICIPALITY,
TATE.
DATE (3) DATE:
A BATE OF CHECKLIST COM-
PLETION,
SITE DATA
A 4 SITE AREA:
OTAL SITE ACREAGE,
GSCAP (5) COVERAGE ALLOWABLE:
OTAL ALLOWABLE IMPERVIOQUS
ESVER AS DEFINED BY CODE;
# COVERAGE MAXIMUM.
NonN-RESIDENTIAL ACREAGES
Al (6) INDUSTRIAL
AC (6) COMMERCIAL
AS (6) ScHooL SITE-
AR (®) MaJor Roap (RiGHT-OF-Way)
AO (6) OpeN SpACE
ARC (6) ReECREATIONAL FACILITY
AOT (6) OtHER (SPECIFY)
UniT DaTA
DUMNMS (7) UNIB TypPES:
g ;NED AS SINGL% EAMILY
st 0SS g G
; -R1S
?MR?, HIGH RISE ?Hﬁ).
DD (8) NeT DENSITIES:

NET DENSITY PER UNIT TYPES,
IN DWELLING UNITS PER ACRE,

19



[SP
SDNRI
SPNRC
MIX

INU

AUS

STORYS

RID

(D

1o
(11)
(12)

(13)

14)

(15)

(16)

(17)

SALE PrICES:

ESTIMATED AVERAGE SALES PRICE
BY RESIDENTIAL UNIT TYPE,

ESTIMATED AVERAGE SALES PRICE
BY INDUSTRIAL UNIT TYPE.

ESTIMATED AVERAGE SALES PRICE
BY COMMERCIAL UNIT TYPE,

Mix;
UGGESTED RESIDENTIAL UNIT
MIX AS A PERCENT OF 8TAL
RESIDENTIAL uNiTS (10
SUGGESTED NON-RESIDENTIAL
UNIT MIX ASEA PgRCENT OF
TOTAL. NON-RESIDENTIAL UNITS
156"

NUMEER oF UNITS:

UGGESTED NUMBER OF UNITS
BY RESIDENTIAL AND NON-
RESIDENTIAL TYPES,

UNIE SI1ZE:

STIMATED SQUARE FOGQTAGE OF
LIVING AREA BY RESIDENTIAL
UNIT TYPE, STIMATED SQUARE
FOOTA%Eng GrRoss LEASABLE
A BY NON-RESIDENTIAL
UNIT TYPE,

NUMEER OF STORIES:

STIMATED HEIGHT OF BUILDINGS
IN NUMBER OF STORIES BY RESI-
DENTIAL AND NON-RESIDENTIAL
UNIT TYPES,

ANN?AL ReGIONAL RESIDENTIAL DEMAND:
OTAL NUMBER OF RESIDENTIAL
UNITS DEMANDED ANNUALLY
WITHIN THE DEFINED MARKET AREA.

ANNUAL ReclonaL INDUSTRIAL DemAND:
TOTAL NUMBER OF INDUSTRIAL
UNITS DEMANDED ANNUALLY
WITHIN THE DEFINED MARKET AREA,
(1,000 sa, FT. PER UNIT)

20



RCD (18) ANN¥AL RecroNaL CoMMERCIAL DEMAND:
OTAL NUMBER OF COMMERCIAL
UNITS DEMANDED ANNUALLY WITHIN
TTE BSFINED MARKET AREA
(1,000 sq. FT. PER UNIT)

NSC (19) SCH?OL CAPACITY:
OTAL NUMBER OF SPACES AVAIL-
ABLE IN T?§ MUNICIPAL SCHOOL
SYSTEM, OTAL CAPACITY OF
ALL SCHOOLS_MINUS CURRENT
ENROLLMENT.)

CSC (2Q) CONETRUCTION CosT (ScHooLs):
STIMATED COST PER SQUARE
FOOT FOR SCHOOL CONSTRUCTION.

CSC 200 SQU?RE FooT REQUIREMENT:
HE NUMBER OF SQUARE FEET
REQUIRED PER STUDENT BY
STATE LAW OR MUNICIPAL
RECOMMENDAT ION,

DS (21) SCH?OL BonDp RATE:
HE CURRENT OR PROJECTED
INTEREST RATE ON SCHOOL

BOND OFFERINGS,

DS (21) SCH?OL BonD TERM:
HE CURRENT OR PROJECTED
NUMBER OF YEARS FOR A SCHOOL
BOND TO REACH MATURITY FROM
ITS INITIAL OFFERING,

X0y (22) OPE§. Inc.
HE AMOUNT OF REVENUE RAISED
THROUGH LOCAL REAL ESTATE
TAXES USED IN THE SCHOOL
OPERATING BUDGET FOR THE
%URRENT ACADEMIC YEAR,
RESIDENTIAL ONLY IF AVAILABLE)

MSC (23) SCH?OL ENROLLMENT:
: HE TOTAL NUMBER OF SGHOOL
CHILDREN REGISTERED IN THE
SCHOOL SYSTEM FOR THE CURRENT
ACADEMIC YEAR (DATE).
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INT (31)

FOP (32)

CA (33)

DEVC (34

LAC (35)

XPCPY (38)

0SC (37)

CONSTRUCTION AND ManaGEMENT DaTa
PCT (38)

ESCF (39)
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ANNUAL S1Te-DEVELOPMENT EXPENDITURES

INT?REST‘

NTEREST RATE AT WHICH LAND
FINANCING WAS/WOULD BE OBTAINED,

PROFESSIONAL FEES:

TOTAL FEES TO INCLUDE ALL PLAN-
NING AND LEGAL EXPENSES BEFORE
ANY TECHNICAL FEES RELATING TO
CONSTRUCTION (DEFINED BELOW).

DEV%LOPMENT CosT:

OTAL_COST OF_SITE DEVELOPMENT
(SEE EXHI?IT 1 FOR ITEMIZED
BREAKDOWN

OFF-SITE CONTRIBUTION:

ToTAL

SFF-SITE cosTs (see Ex-
HIBIT

FOR ITEMIZED BREAKDOWN),

ANNUAL LAND ExpPenDITURES (§):

ANNUAL DISTRIBUTION OF LAND
AND CARRY COSTS T?ﬁOUGH THE
PROJECT PERIOD, AY BE

LIED IEU OF ITEMS
AND é%l&.?

ANNUAL PERCENT DISTRIBUTIQN OF
SITE DEVELOPMENT COSTS. |HIS
WILL BE RELATED TO ESTIMATED
CONSTRUCTION OR PHASING PACE,

ANNXAL OFr-S1TE CoNTRIBUTION ($):

NNUAL DISTRIBUTION OF OFF-SITE

HE TOTAL SHOULD AGREE WITH .
HIBIT 2

ZESTS THROUGH THE PROJECT PERI!IOD,

PER%ENT LAND PrICE To SALE Price:

HE PERCENT OF TOTAL RESIDEN-

TIAL UNIT SALE PRICE ATTRIB-
UTABLE TO LAND SALE,

CONETRUCTION CosT/sQ. FT, BY UNIT TYPE:

STIMATED COST PER SQUARE FOQOT

FOR RESIDENTIAL CONSTRUCTION

(BRICKS AMD MORTAR) OF LIVING

AREA, BASEMENTS; AND GARAGES

(SEE XHI?IT FOR ITEMIZED

BREAKDOWN
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Muntcipal DATA
MMV (24)
NR (25)
CCoMOI (26)
ErscaL DaTa
AF (27)
STM (28)
MM (29)
LAND AND DEVELOPMENT DATA
LC (30)

REA% EsTATE VALUE:
OTAL VALUE OF ALL REAL
ESTATE BEFORE THE ASSESSMENT
RATIO IS APPLIED, |YPICALLY
BROKEN DOWN INTO RESIDENTIAL
%ND NON-RESIDENTIAL USES
SUPPLY BREAKDOWN IF POSSIBLE),

POPELATIGN:

URRENT TOTAL POPULATION
DEFINED BY THE MUNICIPALITY
orR CENsuUsS,

HUNACIPAL CosTs:

NY EXPENDITURES REQUIRED BY
THE MUNICIPALITY DUE TO THE
DEMANDS OF PROJECT DEVELOPMENT,

ASS?SSMENT FACTOR:

HE RATIO OF ASSESSED VALUE
TO MARKET VALUE USED BY THE
ASSESSOR’S OFFICE FOR DETER-
MINING THE VALUE OF REAL
ESTATE FOR TAX PURPOSES,

SCH?OL Tax MILLAGE:

HE MILLAGE RATE SET BY THE
MUNICIPALITY FOR SCHOOL
REVENUES RAISED FROM REAL
ESTATE TAXES. _(SuPPLY ITEM-
1ZED TAX BILL.)

MUN{C{PAL Tax MILLAGE:

HE MILLAGE RATE SET BY THE
MUNICIPALITY FOR MUNICIPAL
REVENUES RAISED FROM REAL
ESTATE TAXES., . (SuppLY ITEM-
1ZED TAX BILL.)

LANg CosT: -

ROSS PURCHASE PRICE OF THE
LAND NET OF_ANY INTEREST
CHARGES, (THE ANNUAL DISTRI-
BUTION OF LAND AND_CARRY MAY
BE %gp LIED Ig # (35) IN LIEU
oF (30) anp (31).)
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CLI

ESC

TECH

I0cC
POHE

ID

[ID

CID

(40

(41)

(42)

(43)

(44)

(45)

(46)

(47)

LoT_IMPROVEMENT COST/UNIT TYPE:
ESTIMATED COST FOR LOT IM-
PROVEMENT (WITHIN THE LOT
LINE) BY RESIDENTIAL UNIT
TYPE (SEE EXHIBIT 4 FOR
ITEMIZED BREAKDOWN),

PER%ENT SaLes CosT:

ERCENT OF TOTAL SALE PRICE
ATTRIBUTED TO SALES AND
CLOSING EXPENSES,

TEC?NICAL FEES:

OTAL FEES PER UNIT TO IN-
CLUDE ARCHITECTURAL, ENGI-
EEERING, Hook-uP, ETC., (SEE

XHIBIT 5 FOR ITEMIZED BREAKDOWN),

INTTREST ON CONSTRUCTION:
NTEREST RATE AT WHICH CON-
STRUCTION FINANCING WAS/

WOULD BE OBTAINED,

OVERHEAD EXPENSE:
PERCENT OF SALE PRICE
ATTRIBUTED TO GENERAL
OVERHEAD EXPENSES.

ANNEAL RESIDENTIAL CONSTRUCTION:

STIMATED ANNUAL TOTAL RESI-
DENTIAL CONSTRUCTION BEGIN-
NING WITH YEAR ONE, RUNNING
THROUGH THE TOTAL LENGTH OF
THE PROJECT.

ANNEAL INDUSTRIAL CONSTRUCTION:

STIMATED ANNUAL TOTAL IN-
DUSTRIAL CONSTRUCTION BEGIN-
NING WITH YEAR ONE, RUNNING
THROUGH THE TOTAL LENGTH OF
THE PROJECT.

ANNEAL ComMerc 1AL CONSTRUCTION:

STIMATED ANNUAL COMMERCIAL
CONSTRUCTION BEGINNING WITH
YEAR ONE, RUNNING THROUGH THE
TOTAL LENGTH OF THE PROJECT.
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Shu

SHRAI

SNRAC

OR

OEX

(48)

(49)

(50)

(51)

(52)

NNUAL ResIDeNTIAL SALES (uNITS):
STIMATED ANNUAL UNIT SALES
BEGINNING WITH YEAR ONE, RUN-
NING THROUGH THE TOTAL LENGTH

OF THE PROJECT.

ANNEAL INDISTRIAL SALES (ACRES):
STIMATED ANNUAL SALE OF IN-
DUSTRIAL ACREAGE BEGINNING
WITH YEAR ONE, RUNNING THROUGH
THE TOTAL LENGTH OF THE PROJECT.

ANNEAL CoMMERCIAL SALES (ACRES):

STIMATED ANNUAL SALE OF
COMMERCIAL ACREAGE BEGINNING
WITH YEAR ONE, RUNNING THROUGH
THE TOTAL LENGTH OF THE PROJECT.

OTHER REVENUES:

DDITIONAL ANNUAL REVENUES AN-
TICIPATED FROM THE PROJECT BY
YEAR NOT INCLUDED PREVIOUSLY.,

OTHER EXPENSES:

DDITIONAL ANNUAL EXPENSES
ANTICIPATED FROM THE PROJECT
NOT INCLUDED PREVIOUSLY.
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ITEM

EXHIBIT 1

DEVELOPMENT COST

(INCLUDE ALL DEVELOPMENT/IMPROVEMENTS WITHIN
THE PROJECT'S BOUNDARIES EXCLUDING LOT, IMPROVE-
MENTS AND BUILDING CONSTRUCTION COSTS,)

UNIT ALLOW- TOTAL
QUANTITY CoST ANCEs* COST

A. ROADS/STREeTs (1)

NOTES:

ALLOWANCES:

CLEARING
ROAD GRADING
ROAD SURFACING
CURB AND GUTTER
SIDEWALK
STREET LIGHTING
EEDING/SODD ING
COMMON AREAS,
NOT LOTS)
STREET TREES/
PLANTING
(COMMON AREAS)

OTHER

SUBTOTAL

ANY CONTINGENCIES ON ALLOWANCES FOR OVER-

HEAD AND PROFIT NOT INCLUDED IN UNIT OR TOTAL COST,

(1) ROADS/STREETS - INCLUDE ALL NECESSARY IMPROVEMENTS, WITHIN
DEDICATED ROAD R.0.W., REQUIRED BY ORDINANCE AND/OR CODE,
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ITEM

QUANTITY

UNIT ALLOW- TOTAL
COST ANCES COST

B.

STORM WATER/
SEWER SYSTEM (2)

1. PIPE

2. CATCH BASINS

3. CULVERTS

4, RETENTION PONDS
5. OTHER

SUBTOTAL
SANITARY SEWER/
SEWAGE D1sposaL (3)
1. SEPTIC SYSTEMS

2. TREATMENT PLANT

3. PUMP/LIFT
STATIONS

4, FORCE/GRAVITY
MAINS

5. MANHOLES

. CONNECTION
CHARGES
ASSESSMENTS

7. OTHER

SUBTOTAL

NOTES:

(2)

3)

STORM WATER/SEWER SYSTEM - INCLUDE ALL REQUIRED STORM SEWER/
DRAINAGE NECESSARY TO CONTROL STORM WATER RUNOFF AS REQUIRED

BY ORDINANCE AND/OR CODE,

SANITARY SEWER/SEWAGE DISPOSAL = INCLUDE ALL CONSTRUCTION
NECESSARY TO PROVIDE COMPLETE SEWAGE FACILITIES. DO NOT
INCLUDE ON=-SITE LATERAL CONNECTIONS, THESE ARE CONSIDERED

ON A LOT BASIS IN EXHIBIT 4,
27



ITEM

QUANTITY

UNIT
cosT

ALLOW=-
ANCES

TOTAL
COST

E.

F.

1,
2,
3.
b,

5,

~ WATER SYSTEM (4)

WELL

MAIN
HYDRANTS
CONNECT ION
CHARGES/
ASSESSMENTS

QTHER

SUBTOTAL

OPEN SPACE/
COMMUNITY
FACILITIES (5)

1.
2,
3.
4,
5,

CLEARING
PATHS
LIGHTING
PLAY AREAS

TENNIS COURTS
OR OTHERS

SWIMMING POOL

COMMUNITY
BUILDING

LANDSCAPING
OTHER

SUBTOTAL

TOTAL
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NOTES:

)

(5)

WATER SYSTEM - INCLUDE ALL CONSTRUCTION NECESSARY TO PROVIDE
COMPLETE WATER DISTRIBUTION SYSTEM. DO NOT INCLUDE ON-SITE
LATERAL CONNECTIONS. THESE ARE CONSIDERED ON A LOT BASIS IN
EXHIBIT 4,

OPEN SPACE/COMMUNITY FACILITIES - INCLUDE ALL IMPROVEMENTS
NECESSARY TO MEET RECREATIONAL DEMANDS OF PROJECT,
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ITEM

EXHIBIT 2
OFF-SITE CONTRIBUTION

(INCLUDE ALl DEVELOPMENT/IMPROVEMENTS BEYOND
THE PROJECT'S BOUNDARIES THAT ARE CONSIDERED
TO BE ESSENTIAL OR ATTRIBUTABLE TO THE PRO-
JECT'S DEVELOPMENT.)

UNIT ALLOW=
QUANTITY COST ANCES*

TOTAL
COST

A

B

ROAD/STREET
1. SurRrAcCING
2. CURB AND GUTTER
3. TRAFFIC CONTROLS
4, LIGHTING
5. ASSESSMENTS
6. OTHER
SUBTOTAL
STORM WATER/
SEWER SYSTEM
1. rire
2. CATCH BASINS
3. CULVERTS
4, CONNECTION
CHARGES/
ASSESSMENTS
5, OTHER

SUBTOTAL

ALLOWANCES: ANY CONTINGENCIES ON ALLOWANCES FOR OVER-
HEAD AND PROFIT NOT INCLUDED IN UNIT OR TOTAL COST,
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ITEM

QUANTITY

UNIT
COST

ALLOW-
ANCES

TOTAL
COST

D,

E.

F.

SANITARY SEWER/
SEWAGE DISPOSAL

1. TREATMENT PLANT
IMPROVEMENTS

2. PUMP/LIFT
STATIONS

3, FORCE/GRAVITY
MAINS

L, MANHOLES

5. CONNECTION
CHARGES/
ASSESSMENTS

6. OTHER
SUBTOTAL

WATER SYSTEM

1. maIN

2. HYDRANTS

3, CONNECTION
CHARGES/
ASSESSMENTS

4, OTHER
SUBTOTAL

OTHER COSTS/
COMMUNITY FAC,
CONTRIBUTIONS
1. scHooLs

2. PARKS

3. OTHER

SUBTOTAL

TOTAL 31



. EXHIBIT 3
CON?TRUCTION cosT/sq.

T,
FOR EACH UNIT TYPE§

(INCLUDE ALL CONSTRUCTION COSTS RELATED TO ACTUAL PRO-
DUCTION OF HOUSING/DWELLING UNIT EXCLUDING SITE AND LOT
DEVELOPMENT AND ARCHITECTURAL FEES, MARKETING COSTS, ETC.)

UNIT TYPE

ITEM

SIZE

sSQ.

FT.

COST

TOTAL

LIVING AREA
BASEMENT
GARAGE
OTHER
TOTAL

LIVING AREA
BASEMENT
GARAGE
OTHER
TOTAL

LIVING AREA
BASEMENT
GARAGE
OTHER

TOTAL

LIVING AREA
BASEMENT
GARAGE
OTHER

TOTAL

32
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B.

EXHIBIT 4

LOT IMPROVEMENT COST
(FOR EACH UNIT TYPE)

SINGLE FAMILY DETACHED: [INCLUDE ALL
DEVELOPMENT/ IMPROVEMENTS WITHIN THE LOT
AREA EXCLUDING ACTUAL BUILDING CONSTRUCTION,

SINGLE FAMILY ATTACHED: INCLUDE ALL
DEVELOPMENT/ IMPROVEMENTS WITHIN THE SITE
AREA OF THE HOUSING CLUSTER/BUILDING TYPE
ATTRIBUTED TO EACH INDIVIDUAL DWELLING UNIT,

MULTI-FAMILY: INCLUDE ALL DEVELOPMENT/
IMPROVEMENTS W]THIN THE SITE AREA OF THE
BUILDING "UNIT™ ATTRIBUTED TO EACH INDI-
VIDUAL DWELLING UNIT \TOTAL COST DRIVIDED
BY NUMBER OF D,U, = COST PER D.U./,

UNIT TYPE:
UNIT ALLOW- TOTAL

ITEM QUANTITY COST ANCES COST
A. CLEARING (1)
B. GRADING A

DRAINAGE ?8)
C. SURFACING (3)
D. SAFETY CONTRoLs (&)
E. WATER SeErviIce (5)
F. SANITARY SEwer (6)
G, LANDSCAPING (7)
H., FEES AND

PERMITS (8)
1. OTHER (9)

TOTAL
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NOTES:

(L
(2)

(3)
4)
5
(6
7
(8)
(@

CLEARING - INCLUDE TOTAL AND SELECTIVE CLEARING NECESSARY
TO ACCOMMODATE CONSTRUCTION WITHIN “LOT" AREA,

GRADING AND DRAINAGE - INCLUDE ALL IMPROVEMENTS NECESSARY
TO PRQVIDE FOR ADEQUATE DRAINAGE AND STORM WATER RUNOFF
FROM “LoT.”

SURFACING - INCLUDE ALL DRIVES AND PARKING AREAS, WALKS
AND TERRACES AND OTHER SURFACING.

SAFETY CONTROLS = INCLUDE BOLLARDS, LIGHTING AND OTHER
CONTROLS,

WATER SERVICE - INCLUDE ALL WATER LATERALS FROM MAIN IN
ROAD R.0.W. TO BUILDING,

SANITARY SEWER - INCLUDE ALL SEWER LATERALS FROM SEWER
MAIN TO BUILDING,

LANDSCAPING - INCLUDE GRADING, TOPSOIL, SEEDING, AND LAND-
SCAPE CONSTRUCTION AND PLANTING ALLOWANCE,

FEES AND PERMITS - INCLUDE SEWER AND WATER HOOQK-UP AND
BUILDING PERMITS.

OTHER,
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EXHIBIT 5

TECHNICAL FEES

(INCLUDE ALL ARCHITECTURAL, ENGINEERING, LAND-
SCAPE ARCHITECTURAL, LAND SURVEYING, GRAPHIC
AND INTERIOR-DESIGN FEES FOR EACH CATEGQRY ON
A UNIT BASES AS INDICATED BY THE NOTES.)

I[TEM

TOTAL
COST

A.  ARCHITECTURAL (1)

B, ENGINEERING (2)

C. LANDSCAPE ARCHITECTURAL (3)
D.  LAND SURVEYING 4)

E. GRAPHICS (5)

F. INTERIOR DESIGN (B)

TOTAL
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4)

(5)

(®)

NOTES:
(1) ARCHITECTURAL
A. BUILDING DESIGN (COMPLETE)
B, CONSTRUCTION SPECIFICATION (BUILDING SYSTEMS)
C. CONSTRUCTIOMN COST ESTIMATES AND PROGRAM ($ AND SCHEDULE)
D. CONSTRUCTION INSPECTION (PERIODIC)
(2) ENGINEERING
A. ROAD/STREET SYSTEMS ?ESIGN (HORIZONTAL AND VERTICAL
CURVE DATA, PROFILES
B. UTILITY SYSTEMS DESIGN (SEWAGE, WATER, STORM, ETC.)
C. LOT DESIGN (LOT CLOSURE AND PLAT/SURVEY DATAJ
D. CONSTRUCTION SPECIFICATIONS (ROAD AND UTE%ITY SYSTEMS)
E. CONSTRUCTION COST ESTIMATES AND P§OGRAM AND SCHEDULE)
F. CONSTRUCTION INSPECTION (PERIODIC
(3) LANDSCAPE ARCHITECTURAL

A, LANDSCAPE CONSTRUCTION AND PLANTING DEsIGN (ALL SITE
IMPROVEMENTS NOT COVERED BY ARCHITECTURAL AND ENGI-
NEERING, I.E. GRADING, SURFACING, RETAINMENT, LIGHT-
ING, PLANTING, 'SPECIAL FEATURES, ETC.)

B, CON TRgCTION AND PLANTING SPECIFICATIONS (AS NOTED
IN 3A,

C. ?gNSTRUCTION AND PLANTING COST ESTIMATES AND PROGRAM

AND SCHEDULE .

D. CONSTRUCTION AND PLANTING INSPECTION (PERIODIC)

LAND SURVEYING

A. ROAD/STREET SYSTEMS LAYQUT (555 24,)

B. UTILITY SYSTEMS LAYOUT (SEE ZB.)

C. LOT LAYOUT (BOUN%ARY SURVEY AND MONUMENTS)

D. BUILDING LAYOUT (STAKEQUT AND SET ELEVATIONS)

E. LANDSCAPE CONSTRUCTION LAYOUT (STAKEOUT DRIVES,
PARKING, ETC., AND SET ELEVATIONS)

GRAPHICS

A. SIGNAGE (PROJECT SIGNS, ETC.)

B. P.R. LITERATURE (BROCHURES, ETC.)

INTERIOR DESIGN

A,
B.

INTERIORS (SAMPLES/MODELS)

MATERIALS/COLORS (TYPICAL UNITS)
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EXAMPLE: INPUT CHECKLIST
(Private Developer Data Only)
client data
CLIENT NAME XYZ Corporation
DNAME .1
PROJECT NAME, LOCATION A-PUD, Akron, Ohio
DNAME.-2
DATE 9/13/79
DATE-3
sitedata
.SITE AREA
COVERAGE ALLOWABLE 207.00
A4 GSCARP-5
INDUSTRIAL L
COMMERC I AL -73
SCHOQL SITE Al-6 AC-6 AS-6
MAJOR ROAD (R.0.W.) .
OPEN SPACE 7.40 112.35
AR-6 AQ-6
RECREATIONAL FACILITY
QTHER (SPECIFY) 3.30 7.58
ARC-6 AQT-6
unit data
UNIT TYPES SFD TH GA
DUMNMS-7
NET DENSITIES L. 42 8.75 15.20
0D-8
SALE PRICES - RESTDENTIAL
- INDUSTRIAL spnRri-iol 68250. | 52800. | 43700.
- COMMERCIAL SPNRC-11
MIX 22.1 22.5 55.5
MiX-12
NUMBER OF UNITS 141 143 354
INU-13]
UNIT SIZE 1625 1200 950
AUS-14
NUMBER OF STOR!ES 2 2 2
STORYS-15
37




land and development data

LAND COST
INTEREST
PROFESSIONAL FEES

1,424,

665
LC-30

0.00

INT-31

150,000

FOP-31

DEVELOPMENT COST
OFF=-SITE CONTR{BUTION

1,535,

714

CA-33

113,000

DEVC-34

ANNUAL LAND EXPENDITURES

250000.

“413333. 386666.

* 374666, [°

6
LAC-3S

7

[~

S

ANNUAL SITE-DEVELOPMENT
EXPEND I TURES

.230

.078

F 417
XPCPY-3§6

~

D &

ANNUAL OFF-SITE
CONTRIBUTION

[¥]

37J;nzooo.
osc-31

7

©

Bf L2 K

construction and mana

gement data

PERCENT LAND PRICE TO
SALE PRICE

14,
PCT-38

9.

6.

CONSTRUCTION COST/SQ. FT
8Y UNIT TYPE

ESCF39

25.

24,

22.

LOT IMPROVEMENT COST/
UNIT TYPE

3000.
CLi-40

3100.

2100.

PERCENT SALES COST

14
ESC-41

| TEGHNICAL FEES
INTEREST ON CONSTRUCTION

350

TECH-42

3.0

1IOCC-43]

OVERHEAD EXPENSE

5.0

POHE-44

ANNUAL RES!IDENTIAL
CONSTRUCTION

[ 186

190

116

ID-45'6

ANNUAL [INDUSTRIAL
CONSTRUCTION

1

HD-46

ANNUAL COMMERCIAL
CONSTRUCTION

|
cio-ef

U] TR

BERERN

B L S L
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annual sales revenue data

i 2 k] ic}
ANNUAL RESIDENTIAL SALES 186 190 116 146
(UNITS) 7 8 0
SDU-48 > A ry Fb
ANNUAL INDUSTRIAL SALES
(ACRES) 0 )
SNRAI =49
1 2 13 4 5
ANNUAL COMMERCIAL SALES 4.79
(ACRES) 3 £} c] 0
SNRAC-50 ry 3
OTHER REVENUES P R o
7 9 10
- QR-S!
P 2 3 4 S
OTHER EXPENSES 200000. | 200000. ! .
7
or.sef i [

oS
Ppage’ 9‘0MJ§1

Qe 2l _emcloleots Ntcawar
W(/M,&/

S et
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EXAMPLE:

Ge 4=20000€ 01

Ce 875U0Q0E Ut

PROJECT FEASIBILITY ANALYSIS PRINTOUT

0,1519653¢ 02

L p—

_ 0.2210031E OU = G0e22¢1379€ 00 _  U.5%%e589E w0 __ _ _  _ -
1ol L3 154 838 - - -
0.11141028 02
311 0.0003000€ 00 J.U0000C0E 00 - -
G. 1L J00000E 03 3.00000008 00 0.1l37000& O ]
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APPENDIX: DEVELOPMENT I[MPACT MODEL — OPERATING PROCEDURE

The Development impact Model is a system for analyzing develcpment proposals to determine their economic
feasibility within the constraints imposed by natural determinants, physical delivery systems, public
service systems, market factors and legai requirements. The following is an outline of the procedure
for using the Development Impact Model.

DATA COLLECTION

A. Site Anaiysis

1. Base map with location of property outbounds and important features from property survey or county
tax maps.

2. Municipal zoning map and code and development codes for analysis of legal constraints.
3. Municipal and county master plans for analysis of public intentions and policy.
4. Price of land from the developer or other source for use in the feasibility analysis.

S. Legal fees, interest on land, and other miscellaneous front-end costs from the developer for use
in the feasibility analysis.

B. Natural Determinants and Coverage Analysis

1. County soil survey from Soil Conservation Service for soil series types, shallow to bedrock,
seasonal high water table, alluvial soils.

2. Topographic ﬁaps of site and surrounding areas from U.S. Geological Survey or site survey for
slope analysis.

3. Aerial phatographs of site from U.S. Department of Agriculture, Aero Service, etc., for analysis
of vegetation and other physical features.

4. Hydrology and floodpiain location from the U.S. Army Corps of Engineers or the Soil Conservation
Service for floodplain analysis,

C. Physical Systems Analysis

1. Streets and roads from municipal or county planning department/commission or state highway
department, or a traffic study by a consultant.

a. Right-of-way and cartway dimensions, including intersection approaches.

b. Existing traffic volumes.

c. Design capacities. (intersection capacities are usually critical points.)

2. Water supply information from municlipality, county, or private water company(ies).

a. Location and excess capacity of water lines near the site.

b. Supply costs and hook=-up charges.

c. If there is no feasible public water supply, determine the ground water supply and delivery
costs from the Soil Conservation Service, state department of natural resources or its
squivalent, or wel! drilling companies.

3. Sewer service information from the municipality or county authority.

a. Location and excess capacity of sewer lines in the area.

b. Sewar rental rates and hook-up charges.

c. If thers is no public sewer available, contact state department of health for package plant or
septic tank requiremants and costs.

k. Check location of slectrical supply and cost of installing lines underground with the local power
company.

S. Check location of telephone lines and cost of installing lines underground with the local telephone
company. Determine whether this can be coordinated with electric lines for any savings.

6. Check location and hook-up costs for gas service with the local gas company.
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0. Public Scrvfc.s and Revenues Analysis
1. Obtain a copy of the current municipal budget.
2. Check the level of service provided for by the budget for:
a. Police
b. Fire
¢. Recreation, parks
d. Road maintsnance
e. Other
3. Check sources of municipal revenus, tax base, and rate.
a. Progerty tax
(1) Toral revenue
(2) Total assessed value
(3) Assessment rate
{4) Tax rate
b. Income tax
{1) Tota! revanue
(2) Total personal income (average household income times number of households)
(3) Tax race
c. Per capita and other taxes
(1) Total taxable population
(2) Tax rate
d. State and fsderal subsidy
(1) Amountc of subsidy
(2) Basis for subsidy
e. Municipal debt
{1) Current municipal debt
(2) Legislative debe timic
b, School daca
a. School taxes - Obdtain school budget and supporting data to determine:
(1) Property tax
(a) Total revenue
(b) Total assessed value
{c) Assessment rate
(d) Tax rate
(2) income tax
(a) Total revenue
{(b) Total perscnal income

(c) Tax rate
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(3) Per capita and other taxes
(a) Total taxable population
(b) Tax rate
{4) State and federal subsidy
(a) Amount of subsidy
(b) Basis for subsidy
(5) Schaol debt
(a) Current debt
(b) Legislative debt limit
b. School capacity/enroilment
(1) Current enroliment
(2) Current capacity
c. Plans for school expansion
E. Market Analysis
1. Markat comparables
a. Unit types (market mix: percent of each type available).
b. Sale prices and rents.
c. Unit sizes.
d. Special features.
2. Market absorption rares
3. Cyclical construction trends. (!s the market over-built or under-built now?)
4, Neighborhood characteristics
5. Regional location factors:
3. Access to work, shopping, recreation, etc.
b. Speclal amenities.

c. Major pollution sources, etc.

NATURAL SYSTEMS ANALYSIS

Doilar costs that may be incurred to overcome restrictions or meet performancs standards should be
particularly noted.

A. Analysis of Matural Restrictions

1. Vegetation
a. Acres in each vegetation classification (wooded, non-wooded).
b. Percentage of the site in each vegetation type.

2. Slopes
a. Acres in each slope classification (0-3%, 3-8%, 8-153, 15-25%, 25+%).
b. Percentage of the site in each slope classification.

3. Seasonal high water table (SHWT)
a. Acres in each class of SHWT,

b. Percentage of the sita in each SHWT class.
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4, Shallow to bedrock
a. Acres in each class of shallow to bedrock.
b. Percentage of the site in each shallow to bedrock class.,
§. Flaodplain
a. Acres of the site in the floadplain.
b. Percentage of the site in the floodplain.
6. Compasite development restrictions.
3. Acres with development restrictions.
b. Percantage of site with gevelocpoment restrictions.
8. Covarage Limits Analysis

This involves an anaiysis of the projected runoff of stormwaler and the determination of impervious
coverage limits aor performance standard requirements.

LAND USE DESCRIPTION
Oetermine the types of units, market values, sizes and mix. These will be based on the develaper's l
preferences and the market study.
SCHEMATIC SITE DESIGN l
This is a blob diagram showing land use classifications (single-family, townhousas, garden acartments,
commercial, open space, etc.) and the major circulation and utility lines. The amount of land shown in
the various blobs should agree with the required unit mix determined in the Land Use Description phase.
The schematic design should also respect the natural restrictions from the Nacural Systems Analysis
phase.
PHYSICAL DELIVERY SYSTEMS ANALYSIS l
A. Roads
1. Length of major access and site cicculation.
2. Cost of major accass and circulation. l
3. Cost of incersection improvements.
8. Water System l
1. Length of major water lines on~ and off-site.

2. Cost of major water lines.

3. Cast of other water system features if cequired (walls, pumgs, storage tanks, treatment equipment,
etc.) .

C. Sewar System

1. Length of msjar sewar lines on- and off-sits.

2. Cost of major sawer lines inciuding mannoles.

3. Cost of other sewaer system features if required {pumping scation, package plant, etc.).
D. Cther Utilities

1. Length of other utility lines (telephone, electric, gas).

2. Cost of utility lines not paid by the utility companies (placing system underground, etc.).
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DENSITY FEASIBILITY ANALYSIS

A. Upper limit of development density can be determined in a number of ways:

1.

Maximum density allowable from zoning or PUD code. This is the legal maximum.

2. Maximum density possible within the constraints imposed by the market mix and lot sizes from the

Land Use Description phase. This can be calculated using Equation 1.

On = 100 (Equation 1)

L Lpmg

where D, is the net density based on the market study mix,
£ is the lat size for the unit type (acres),
m is the mix for the unit type (%), and
n is the total number of unit types.

For instance, if the market study shows that the proposed development should include 80% (m;)
single family homes on half acre lots (%1 = .5), 10% (my) townhouses at 10 per acre (22 = .]),
and 10% (m3) garden apartments at 14 per acre (L3 = .07), then the net density wouid be calcu-
lated as follows:

Dy = 100 / {(.5 x 80) + (.1 x 10) + (.07 x 10)}

100 / (40 + 1 + .7}

100 /7 &1.7
= 2.k du/acre

3. Maximum density determined from the coverage analysis in the Natural Systems Analysis phase and

the market mix of the Land Use Description phase. Three impervicus coverage (C) valuss are re-
quired: (a) the weighted average coverage per unit (Cx}, (b) the amount of impervious coverage
allowed for the site (Ca), and (c) the amount of impervious coverage per acre for all major site
improvements such as community buildings, major roads, etc. (C8).

A weighted average is calculated using the foilowing equation:

Ya kn

x = L {Equation A)

vn
where v is the number of each variable or element,
k is the constant value of each variable or element, and
n is the number of different variables.

This equation can then be used to calculate the weighted average coverage per unit. For instance,

suppose that the following is the recommended mix from the market study:

Unit Unit Net Parking, To;al/

Type Area Stories Cover Patio, etc. Unit Mix
SF 1700 sf 1 1700 sf 1000 sf 2700 sf 103
TH 1400 sf 2 700 sf 600 sf 1300 sf 30%
GA2 1000 sf 3 333 sf 600 sf 933 sf 30%
GAl 800 sf 3 267 of 600 sf 867 sf 3%

Therefore, if the percent mix is the variable value {v) and the total coverage per unit is the
constant value (k), then for the four (n) unit types the weighted average coverage per unit (cx)
can be calculated as follows:

viky * vaky + v3k3 + viky

x = Vit Vg t V3tV

(10 x 2700) + (30 x 1300) + (30 x 933) + (30 x 867)
10 + 30 + 30 + 30

27000 + 33000 + 27990 + 26010
100

12000/100 = 1200 sf/du
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The maximum density based on the cover model (D;) can then be calculated using Equation 2 as
follows:

0, = (u;g,sc; Ca) ~ €& (Equation 2)

As an examoie, assume that the allowablie impervious coverage for the site based on the cover model
(Ca) is 22%, the coverage per acre of ail! major site improvements (C8) is 1500 square feet per
acre, and the weighted average coverage per unit is 1200 square feet per unit as above, then the
maximum density wouid be caicuiated using Equation 2 as fallows:

(435.6 x 22) - 1500
1200

= 9583.2 -1500
12

= 8083.2 / 1200

Dy =

= $.736 dulacrs

8. 3resak~even Density. This is the minimum project density at which the developer will be able to meet
all costs and stil! make an acceptabie profit. This is used to determine the relationships among
the total site development cost (both on~ and off-site), the average market value per unit, and the
dansity.

1.

2.

The basic break-even density equation is as follows:
3‘ - L {€quation 3)
0828 x V X A
where L is the major site development costs ($),
V Is the average market value per unit ($/du), and
A is the site area in acras.
Variacions of break-even aguation.
a. To find the average markat value if the density and development cost is known:
V = L/ (.0826 x A x Dg) (Equation 3a)
b. To find tha allowable development cost if the density and average market vaiue is known:
L = VxA=xD, x .0826 {Equation 3b)

Oeterminacion of site development cost {L). This is the total of all front-end and major improve-
mant costs. It includes:

a. Cost of iand.

b. interest on land.

¢. Planning fess.

d. Legal fees, permits, stc.

¢. Sewer system.

f. Water system.

g. Roads and intersection improvements.

N, Community buildings and recresation facilities.
i. Other major site Improvement costs.

Determination of average unit market value (V). This is the weighted average of the market value
of all units.

a. V can be a one-number estimate for the whale project.

b. A more accurate method of determining V is to use a weighted average of the project value of
sach type of unit based on the Land Use Description analysis and the market study.
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c. To find the market value for rental apartments, multiply the expected annual rent by 7.28.

d. To find the total construction cost {bricks and boards plus unit share of major site development
costs) from the market value, divide the market value by 1.661.

e. To find the unit share of the major site development costs from the market value, multiply the
market value by .0826.

f. To find the total construction cost (bricks and boards plus unit share of major site development
improvement costs) from the annual rent, multiply the annual rent by 4.3833.

C. Equilibrium break-even density. This analysis is used when the developer and the municipality {(or

school district) share the cost of major site improvements. The analysis is subject to the con-
stralnts that the project must generate a positive tax surplus if the developer pays ail major site
development costs.

With the equilibrium analysis the municipality Invests all tax surplus generated by the project in the
major site development costs. When the municipality pays part of the site develupment cost, the break-
even density for the developer is lowered because his costs are lowered. The equilibrium analysis
determines the minimum breakdown density where the developer just breaks even and the municipality
reinvests all tax surplus. The analysis also determines the respective shares of costs for the
developer and the municipality.

The equilibrium break-even density (Dp) is caiculated using the fol lowing equation:

Dy = {Equation &)

L
A{.0826V + 15 ({V xMxR}+ T =~S8)}

where L is the major site development costs ($),

is the average market value per unit ($/du),

is the site area in acres,

is the tax millage rate,

is the assessment factor,

is all other taxes paid by the occupants per unit, and
is the unit service cost.

N4IX>P<

All of the other taxes paid by the occupants of the units would include income taxes, per capita
taxes, etc. This value (T) is calculated on a per unit basis for the entirs project. The unit
service cost (5) is based on the average cost per unit for municipal services to the project. This
is based on an analysis of the municipal budget. The same procedure would be used for school
budget information if the equilibrium analysis was between the developer and the school district.

For instance, suppose that each of the variables has the following values:

L = $1,500,000
¥ = §25,000

A = 120 acrss
M = 025

R = .6 (60%)

T = $250/unit
$ = $600

The equilibrium break-even density would be calculated using Equation 4 as follows:

Dy = 1,500,000
T2 ((.0825 x 25,000) + 15 ({25,000 x .025 x .8} + 250 - 800)}

= 1,500,000
120 {2065 + 15(375 + 250 - 60O
= 1,500,000
120 12065 + (15 x 25)]
= liEOOlOOO
120 (2065 + 375
= 1,500,000
120 x 2440
= llEOOgOOO
292,300

= §,12 du/acre
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To ca!culftc the deveiQuer’s share of the site development costs (La), use Equation 3b by
substituting the equilibrium break-even density (Db) for the break-even aensity (0g) in the
equation as follows:

Lg = V xAxDyx 0826 {Equation La)

The municipality's share of che site development costs (L) is simply calculated by subtracting the
developer's share from the total site development costs:

lwm = L -Ly (Equation 4b)

Foilowing through with the above example, the developer's share of the site development costs would be

Lg = $25,000 x 120 acres x 5.12 du/acre x .0826
= §1,268,738

and the municipality’s share would be
Ly = $1,500,000 - §1,268,736

= $231,264%

There sre two majaor practical limitacions on the use of the equilibrium analysis:

!. Any investment of public funds in major site development must be politically expedient. The
municipality might be able to invest in intersection improvements, off-sice sewar Iines, and other
improvemeants which ostensibly banefit more of the pubiic than just the residents of the site., If
the municipal share of costs at the equilibrium density is $200,000 but only §100,000 in off-site
public improvements can judiciously be made, then the other $100,000 will remain as a tax surplus.

Z. Separate taxing bodies narmally will not and cannot exchange surplus revenues to baiance out
deficits. 1f a project is developing & $100,000 municipal tax surplus, a $100,000 school tax
defigit will not be cancelled out.

QEVELOPMENT EXTERNALITIES

This section dsals with costs (monetary and non-monetary) and revenues generated by a development. A
detailed analysis of these externalities is often useful for planning purposes.

A, Traffic Gsneration

1. Daily or peak hour trip generacion rates Dy unit type are applied to the total number of units
contempiated for the project. This gives the total traffic generation.

2. Percentage allocation of the various access routas o the site is derived from origin-destination
studies.

3. 8y combining | and 2 above the site-generated traffic locad on any access point can be detsrmined.

b, Comparison of existing traffic, design capscity, and site-generated traffic loads indicates the
anount of anticipated congestica.,

$. If a road or intersection Improvement is needed £o overcame the anticipated level of congestion,
the cost will become part of the major site develiopment cost. CLither the municipality or the
developer can pay for the improvements.
8. Schoo! Children

1. School childran ganeration rates by unit type ars applied to the total number of units comcemplaced
to gbtain an estimate of the total numder of school children generated dy the project.

2. The schocl budget will indicate the cost per student for operation. Muitiply that cost by the
total number of students generated for the projscted school costs.

3. Project market vslue, progerty tax rates, and other tax information are used to determine the total
schoal tax gensrated 3y the praoject.

k. Formuias for stace and federa! school subsidies are used to determine the additional subsidy
created By the school children from the project.

5. The sum of ltems 3 and 4 above is compared to item 2 to detsrmine the net surplus or deficit caused
by the project.
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C. Municipal Services

The revenue and operations structure must be investigated to find which services are supported by
general taxes and which are supported by special user charges.

1. Typically sewer and water operations are separate from the general fund so that a property tax
surplus cannot usually be used for sewer construction. The structure of municipal services
must be investigated to sort this out.

2. Costs, revenues, and indicators of use on a per capita, per square foot, per linear foot, per
dwelling, per acre, etc., basis for all municipal services should be investigated to find out
which areas show a favorable balance for the proposed project {or an unfavorable balance as the
case may be).
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Al though macroeconomic theory argues a tendency toward perfect competition,
the individual project should be striving toward a monopoly. Market analysis
is the research necessary to create and maintain a competitive edge in order
to stabilize investment performance against the profit decline of perfect
competition, against inadvertent clash with community atti tudes, and against
future user rejection.

A. Given that premise, market research is risk management. The levels of
market research would be:

1. Intuitive positioning to reflect attitudes about the future long-term
trends of society, demographics, the economy, etc.

a. For example, if govermment, education, and high tech are
attitudes, then positioning might lead one to focus on state
capitols with universities having technical rather than liberal
arts emphasis.

b. Attitudes might be set by futuristic books such as Megatrends,
Third Wave, or The Ten Countries of North America.

c. An old precept is ''sell if everybody's buying, market to the
gap that everyone overlooks.' Thus market positioning might take
an established idea In first and second tier cities and
introduce it in the third and fourth tier cities.

2. Next marketing would stratify within a narrow band of a broader
demographic market of intuitive positioning.

3. Stratification would consist of several segments of the broader band
of preference (elderly breakdown or thirteen housing segments).

4, ldentifying issues and symbols which would trigger adverse reactions
of the collective consumer.

5. Evaluating demand/supply relationships to determine need for
sens{tivity to specialized consumer needs.

6. Focusing the project to provide relief from anxiety, a reduction in
physical discomfort, improved efficiency of an activity house, or
improvement of self-esteem of the targeted user/customer group.

7. Defining and controlling the window for presentation of the concept
(the approach zone, the sales center office, the formal introduction
and interview, etc.).

8. Identifying alternative markets and basic product features necessary
to permit marketing campaign for an alternative second course, a
fallback position.



The real estate project marketing program must keep in mind the
features required to neutralize the collective consumer who might
oppose entitlements, the features and codes which will motivate the
space consumer at a price which provides financial viability,and
the overall six strategic attributes to be marketed to the investor
At the very least market and merchandising research should be able
to eventually produce a marketing program which suggests:

1. Where the developer/investor should position his effort relative
to demographic and economic trends given a desired scale of
operation.

2. The ummet needs in the marketplace in terms of mostprobable user

groups, their total number, and their effective demand constraints.

3. The time span of their effective demand in the marketplace

4. The competitive standard product minimum required for entry into
the market.

5. The competitive product/service/margin necessary for monopoly
advantage

6. The projecti image most likely to neutralize collective opposition
7. Essential media and themes required for promotion programs

8. Financial parameters required to attract investors, mortgage
or equity

The first step is to reduce aggregate data about user groups which Is
plausible but overly general information to a scale which will focus
on a sub-segment with a proper rationale or hierarchy. To do that
requires an analytical model and in most cases, each situation requires
the analyst to create his own model with which to structure the data
available and to discover the missing links in the logic diagram which
must be researched.
A. Models organize the anlyst, the report, and the client

1. Models explain what you are going to do.

2. Models make relationships and key assumptions explicit.

3. Models permit clients to understand logic of conclusion and to
test his own set of assumptions.

B. A market research model should be careful to recognize?
1. What are the questions
2. What data is available which is relevant?

. What theory is available to focus data on the questions?

E o VN |

How will the results be communicated?

Ul

What are the abilities of the analyst?

6. What is the cost benefit ratio between the model method and the
question?



EXHIBIT |

SEGMENTATION LOGIC TREE

PROJECT < PRODUCT MIX,
ATTRIBUTES PRICE & CAPTURE
RATES OF SUBJECT

[ T

COMPETITIVE EDGE
POEEEQIAL OF SUBJECT

] T

POTENTIAL RATIO OF SEGMENT

USERS € WHO CAN AFFCRD
SUBJECT

L T

RATIO OF SEGMENT
S1ZE OF OPPORTUNITY > INTERESTED IN

USER GROUPS SUBJECT

Market data refers to aggregate data, secondary information, the easy

to acquire data from census tracts, traffic counts, building permits,
and so on. 1t is useful to scale the size of the market potential,

of the opportunity area but by itself aggregate market data is relatively
unimportant to the success of most projects.



Merchandising data is generally primary information generated by the
analyst about specific competitive projects and specific user groups
which will permit an estimate of what percentage of the opportunity
group can be captured for a specific project.

1. Absorption rates apply to aggregate market data to determine the
total size or amount of market activity In terms of how many lots
were sold, how many apartments in a rental range were newly rented,
or how many square feet of leased office space were occupied.

2. Capture rates are the product of merchandise research and are the
ratio of the total opportunity potential which might be secured
for a project or must be secured to achieve financial goals.

The capture rate will reflect a careful judgment of product mix,
amenities, pricing, and timing.

A flow chart of the market research process is provided in Exhibit 1.

Most muiti-tenant or multi-user land uses are susceptible to a retail
trade area model. A retail model is a device analogous to establishing
a retail trade area perimeter for a super market to segregate households
which have a reasonable probability of using the outiet from those who
don't because of convenience, distance, age, or income. Thus the
analyst should establish a preliminary hypothesis for:

1. Primary market area to be served.
2. Secondary market area to be served.
3. Principal competitors.

Consider Exhibit 2 as a simple market model to define the size of an
opportunity area in a selected county for elderly persons requiring
residential care units.

1. For lines with asterisks the key ratios for reduction were derived
from a survey of the elderly generating primary data for this county.

2. For exampie, while 37% of the elderly were financially qualified,
only about 60% of those were interested in considering a residential,
minimal care facility or 22% of those in the convential housing
market - hence the reduction from 19,700 to only 4,200. This chart
should have showed the ratios from the survey.

3. Failure to convert serlous interest into action was a round number
based on experience of those which had marketed similar developments
in the past, as was an allowance for potential customers coming
from outside the county to be closer to relatives, etc.

Market data provides a measure of potential scale of a market opportunity;
the most important aspect of market analysis is forecasting the degree
of market penstration or capture rate of remedial development.

A. To reduce aggregate market data to a merchandising hypothesis, the

first.clue to segmentation may be found In correctly understanding
the essence of buyer motivation or of the activity to be housed.
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EXHIBIT 2
FOCUSING IN ON THE VARIOUS SEGMENTS OF THE ELDERLY POPULATION

TO DETERMINE RELATIVE LEVELS OF'HOUSING NEED

AND THE URGENCY OF THAT NEED

Total Ann Arbor Population

Total Population of
Elderly Citizens

Total Population of
Low & Moderate Income Elderly
3rd level priority

2nd level priority
1st level priority

lderly citizens demonstrating
greatest unmet housing need

--What specifically are their needs?
--How many are there in this segment?




EXHIBIT 3
DEMAND FOR ELDERLY RESIDENTIAL CARE UNITS

Persons in County age 65 and over in 1970

Adjustment 1970-1974 to reflect the number of persons
moving into the 65+ bracket and the application of
mortality rates by age and sex

Estimated persons in County age 65 and over in 1974

Less persons 65+ presently in nursing and residential
care facilities in County 1,792

Less persons 65+ presently in government subsidized

hous ing for the elderly 638

Persons age 65+ in the conventional housing market in
County in 1974

Survey percentage of persons financially qualified for
$350 a month + $5,000 entry deposit (34%)

Survey percentage of these qualified who are seriously
interested in proposed independent elderly unit (63.6%)

Household equivalent (+ 1.519 persons per household)

Less estimated number who will not convert serious inter-
est into any form of action (50%)

Less the percentage who, while seriously interested, said
(before they heard the hypothesis) that their next home
would probably be outside County (13.3%) from survey
questionnaire) 187

Less those disqualified because thelr current health

status necessitates care beyond the scope of services

to be provided in the residential care units (5.4%)

(from survey) . 76

Elderly households in County qualified for and seriously
interested in moving into the proposed development

Plus an allowance for those elderly households coming
from outside County to enter the proposed development(10%)

Elderly households qualified for and seriously interested
In moving into the proposed development

Share of market opportunity area who state in survey that for
their next dwelling unit their first preference would be an
apartment, in a highrise, midrise, or garden building:

Highrise or midrise 28.0%
Garden 4g.1
_ 77.1%

Less estimated numbers of households who might move into

competitive developments available supply of units

Households that can be considered candidates for the proposed
development

21,914

245

22,159

2,430

19,729

6,707

L, 270

2,811

1,406

263

1,142

127

1,269

978

270

780



Retailing is a break point for goods (a warehouse grocery), or
a service industry, or a theater using lighting, staging, and
mood to reinforce a role played by the buyer.

A restaurant may be to provide a quick food break (high turnover,
pedestrian flow, conditioned ordering), or to provide recreational
entertainment and consumption of an evening, or to provide a
staging for businesss, social, or publicity roles.

A motel for transients, for resorts, or for terminal traffic uses
all of its facilities and location to sell a '‘room-night!' of
occupancy because that is an 80% gross margin. Anything done
after that is Justified by Its contribution to ''room=-night'

sales or its reduction of average cost to capture a customer

per ‘'room-night."

The revenue unit may be related to the method of measuring profit

of the project In question such as per acre, per camper pad,

per event, per front foot of shoreline, per stool or table, etc.,

not to mention sq. ft., per frame at a bowling alley or per tennis
court hours, or per hour of ice time.

Sometimes the prospect Is Identified by who really signs the check
for a particular type of real estate.

a. The salesman or the management paying his travel costs

b. The doctor or the clinic

c. The district manager or the corporate real estate manager

d. The ticket buyer or the promoter

e. The bowling league, team business manager, travel agency tour guide

The market segment may be defined initially by the source for a
prospective user 1ist - people who share a common address, hobby,
professional specialty or some other identifier.

a. A reverse directory or criss-cross telephone book
b. Building directories of comparables

c. Mailing lists of specialty publications

d. License number spotting

e. Guest registers

f. Charge account mailing addresses

The objective of these approaches, revenue unit, the decision maker,
the prospect list source, is to segment the user market to a specific
and relatively small group of potential customers whc can be surveyed
to generate original and relevant Information about their space needs
and motivations. Unlike most consumer markets, the number of prospects
{s always low; think smalll’

1.

2.

Real estate is a series of micro-markets. A 2b-unit building
with one, two, three bedroom units has at least three sub-markets.

A 24-unit building is a $500,000 enterprise with a $75,000 gross
sales potential from only 24 customers!



EXHIBIT 4

Population Farecast
{Ninc Trade Arcas)
..... Fo—— e

Converted tu Households

|

Converted to Disposable
Income for Retail Purchases

& Services

Potential for Region

A
Clothing Home Durables Food & Services | Other
Furnishing Entertainment Retail
Actual Actual Actual | Actual (80 Actual Actual CBO
cs8d €30 Home cso food & c80 Other Retait
Cothing Furnishing | Durables | Entertainment| Services [

L

8/A = Capture Rate

!

What can be done to improve

capture rate?

L

Survey for househecld opinion
1. Current irritation with downtown
2. Current prefcrences for transportation

3. Current shopping pattcrns and alternatives to CBD

&. Design preferences
§. Shopping mix prefsrences

!

capture rate

Remedial development impact on

X

by trade srsa

Forecasted disposable income

8D sales in selected future
years by categary

Sales per sq. ft. per catcegory

by category

Supply of rctail and service space

Existlng supply which is servicable

$q. footage and type of aew space required i




€. A survey of existing properties and alternatives available to a selected
market segment defines only the competitive standard - namely the
minimum product and price necessary to be in the market.

1. Comparison shopping further identifies where there may be gaps
in the supply of alternatives, a market opportunity gap, or where
the oversupply is so significant as to portend the last competitive
alternative before bankrupcy - namely price cutting.

2. Comparison shopping should not only identify the physical character-
istics of the product and price but the nature of the promotion
effort as well.

3. Promotion comparison should consider pedestrian and vehicle
approaches, model location, furnishings, and sales people.

Lk, Review of the promotion campaign should reveal whom the competitors
believe to be their prospect.

D. A survey of users, is designed to reveal or to identify the comgetftive
differential attributes which would provide that monopoly element
required of every succassful project.

1. A second product of consumer survey is the ability to develop
locally relevant ratios which permit disaggregation of market
data into market segments and the conversion of potential numbers
of people into potential dollar sales over time.

2. Survey questions to create ratios require previous construction
of a market model hypothesis.

3. Survey questions can discover latent political issues or provide
a calm base for citizen input from those who rightfully dislike
public hearings.

k. Survey questions and execution should not be done by planners or
appraisers.

[V. A good example of modeling market data through segmentation and survey for
renovation In a small community Is a project by Gruen Gruen + Associates
for Santa Maria, California. The study was begun in 1972. Project is
operating jas the Santa Maria Town Center with retall sales ahead of forecasts.

A. The Gruen's were able to convince the redevelopment agency to avoid
any physical planning until a detailed analysis of the demand.for
alternative services that could attract people back to the downtown
area was done. This EMAS study (economic market analysis study) outline
is in Exhibit 3 had the following outputs:

1. First, a full analysis of economic data and retail data was
utilized to generate information about the type of tenancies that
could realistically be expected to penetrate downtown markets.
(Table of Contents Exhibit 4)
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EXHIBIT 5

POTENTIAL MARKET SEGMENTS

Singles — Unmarriad, active, mobile, many interests, entertain
informally, few financial burdens, recreation oriented. 'Buy
basic furniture, basic kitchen equipment, cars, stereos, and
vacations.

Young Marrieds, #1 -— Young couple, working wife, entertain
informally, amateur gardeners, planning on family. Better off
financially than they will be in the "family formation'" future.
Buy durables — cars, kitchen equipment, furniture, and
vacations. Rate housing as a need for-more living space.

Young Marrieds, #2 — Discretionary income available, deferring
fam{ly, active, entertain informally and often, some formal
entertaining, independent, dual-person working household, do-it-
yourself buffs, sports car. Rate housing as an investment.

Compact Family/Move Down -— Discretiomary income available,
interested in no maintenance, informal living, some formal
entertainment. Away from home often, occasional visits from
family or guests, focus on both active and passive recreation.

Divorcees/With Children ~-- Family oriented activity, limited
entertainment, informal lifestyle, limited maintenance.

Full Nest, #1 — Home purchasing at its peak, even though liquid
assets are low. Dissatisfied with financial position, and amount

of money saved. Conscious of monthly payments, family activities.

Unemployed female with numerous interests, mostly child oriented.
Lifestyle is casual and informal. "Interested in new products,
buy washers, dryers, T.V.'s, baby food, dolls, wagous, etc.

Full Nest, #2 -— Family move-up ﬁarket, as financial position
gets better, some wives work. Interested in larger sized
packages. The most price/size sensitive group.

Established Family ~~ Making monthly payment comfortably, some
discretionary income as more wives work, approaching peak of
economic and soclal lifestyle curve, some formal entertaining,
older children and teenagers, many interests,

Luxury Families -~ Have arrived, tremendous discretionary income,
very formal house, don't entertain often, but when they do, it's
formal, dine out often, no maintenance, privacy mandatory.



X.

XI.

xII.

Empty Nester - Home ownership at its peak, more satisfied with
financial position. Small or no debt, Family is often away
from home, occasional visits from family. Mobile in attitude,
but permanent in residence, near grandchildren, miny hobbies,

one child in college, one or two children married, self-
sufficient couple.

Active Retired — Still working two or three days per week,
active either socially or politically in community or church
affairs, self-sufficient, many hours away from home, do not
entertain often, but when they do, it's semi-formal. Winter/
summer residences. Likely to sell home before retirement.

Retired ~— Drastic cut in ‘income, depemdent, limited activities
outside community. Winter/summer residences.



Consider the elderly housing market chart in Exhibit 2a,b. MNotice
that the ratios required for market segmentation foliow a logical
reduction pattern. The analyst has made several working assump-
tions - namely that his market is over 65 and overwhelmingly from
Dane County because these assumptions are both reasonable and
conform to break-out points in the raw data.

The ratio sought by the survey follow a precise reduction pattern:

How many will consider moving?

0f those, how many would consider staying in town?

0f those, how many would consider an apartment?

0f those remaining who would consider an apartment in town,
how many would consider a specific location?

5. Notice the reduction process defines a subset of the elderly
market - a micro-market.

SN~

Each of these ratios suggests a specific calculation or perhaps

a short table of statistics. The specific title on the table of
data and its sub-columns should be written before the questions
are drafted and the collection of data bequn. Notice the research
begins with careful definition of the questions to be answered.
All answers become relevant and all unnecessary questions are
avoided. These types of questions depend on knowing the precise
character of secondary data available to which the ratios must

be applied in the systematic model devised for the problem.

1. Confine vocabulary to basic 1000 words; avoid 1lingo.

2, Structure questions to permit check-off, or branching to set
up subsets. (See Exhibit 6)

3. Always test the quesionnaire on half a dozen prospects or
friends to reveal misunderstandings before using on the market.

4. Questions may take different formats. (See Exhibit 6)

The second type of question is generally attempting to measure
either anxieties or preferences. Both are dangerous survey areas
for amateurs as well as professionals and it is often cheaper to

subcontract these particular functions to consumer research special-

ists. Nevertheless, a little common sense can generate consider-
able useful information on the competitive edge.

1. Probe for dissatisfaction with exlsting space or life style.
2, Probe for anxieties about uncontrotlable trends and events.
3. Probe for desired social structure ties, real or imagined.

The real estate analyst can choose between systematic telephone
interviews, direct mail questionnaires, and personal interviews
in depth.

1. The telephone interview may be less expensive per question and
fastest but is limited in the type and amount of questions
which can be asked. Rifled to a project known to the analyst,



it tells much about the user profile for a good comparable
without having to ask about the product which the analyst
can Inspect for himself. (See Exhibit 7)

A telephone survey is also useful to disaggregate census
data or to estimate market penetration of a competitor (such
as a retail store) into an area.

Direct mail questionnaires may cost from 5¢ to $3 or more
for each successful question; they take at least a week to
prepare and test and perhaps three weeks before cutoff of
additional responses. The type of question Is broader and
can be graphic such as alternative site maps and simple
floor plans; response depends on careful construction of the
mailing list, a very time consuming process. Consider the
following types of questions:

The double barreled question occurs when two or more questions
are combined in one so that the answer is always ambiguous

as to the significance of each Item but often occurs in the
effort to shorten an interview or a question.

. Would you be at all uneasy if people of a different
religion or race were to move in next to your home?

. As you see it, what are some of the good points and the bad
points of the present Governor of this state?

Sensitive questions on family income should be asked at the
end of the interview while the opening questions should be of
more general interest. When a question about income is asked,
the response should permit some degree of obliqueness by the
respondent.

. The respondent can select a range of Income or perhaps
enter the answer with a letter A, B, etc. in place of a
dollar amount.

. |If socio-economic questions are generally short and direct,

they are a welcome contrast to the time consuming and thought

provoking questions which preceded them.

Contingency questions are those which are asked or skipped
depending on the respondent's answer to a preceding question.
The survey should be as simple to follow as a wetl designed
road map for an interviewer or a respondent. For example:



V.

Introduction to Prospect Survey

While a survey analysis appears to be a groupof questions, in fact
the real product is a table of data unavailable from any other source.
The analyst should begin with a written mock-up of the final report
logic and the specific tables which lead to a conclusion.

A.

A survey of existing properties and alternatives available to a
selected market segment defines only the competitive standard -
namely the minimum product and price necessary to be in the mar-

ket.

T.

4.

Comparison shopping further identifies where there may be
gaps in the supply of alternatives, a market opportunity gap,
or where the oversupply is so significant as to portend the
last competitive alternative before bankruptcy - namely price
cutting.

Compariéon shopping should not only identify the physical
characteristics of the product and price but the nature of
the promotion effort as well.

Promotion comparison should consider pedestrian and vehicle
approaches, model location, furnishings, and sales people.

Review of the promotion campaign should reveal whom the
competitors believe to be their prospect.

A survey of users, is designed to reveal or to identify the
competitive differential attributes which whould provide that

monopoly element required of every successful project.

i.

2.

A second product of consumer survey is the:ability to develop
locally relevant ratios which permit disaggregation of market
data into market segments and the conversion of potential
numbers of people into potential dollar sales over time.

Survey questions to create ratios require previous construc-
tion of a market model hypothesis.

With a preliminary hypothesis as to the prospect, survey questions
may be inteded to provide:

1.

2.

Key ratios necessary for segmentation of market data already
broken down by trade area, demographics, employment, etc.

Key indicators of anxieties or preferences or tradeoffs of
the prospect,

Key indicators of the anxieties or preferences of non-pros-
pects who feel a vested interest in the impact or have a
significant part in the purchase process. (For example -

the members of the Public Housing Authority have a different
set of needs than the'ultimate user, but the product is '‘bought'
by the Board).



EXHIBIT 6 79

Simple Survey Formats
for Classification of Subsets & i!leasurement of Preference

I'd like to ask you a few queztions about the place you lived Just defore
you moved into this apartment,

5. About how many years did you live in your former home?

__ lass than | year 10 to 15 years
— ] year = L, T, 2 years __ more than 15 years,
2t L.T. 5 years

5 to L.T. 10 years

S‘Md you live in & house or in an apartment building just before your move hare?

house __ spartment . Other,

leout how many apartments, incliuding yours
ware thare in the bulldiang?

L.T. & .17 ta 26
" htwad 2t 2
—9tol§ ___more than 32

About bow much rent did you pay per nmo=th, ineluding
utilities but not telephone? _f_____

L.7, §50 _ 4100 to L.T. 5125
T 450 to L.7. $73  __ $125 to $1g0
— §75 to L.T. $100 __ nore tham 3355
\J
0id you own. or rent the house?
own __rent
¥
0id you rent a room , a fla2t or floor, or entirs
touse?
__room _ lat/Tloar  __ emiiTe

%+ how cmuch rext 414 ;ou pey per zontk, izelndi-g
wtilities but not telsjhone? g

L.T. $50 __ 4100 to L.T. 4125
T $50 ta L.T. §75  __$125 to slgq
Y T §73 to L.T. $100  __ more than $lgp

Now I'd like to ask :du some gemeral quegtions adbout your deaiszioz t0 move
ta this apsrtnent.

7. How 414 you first find out adout them?

— family ’ —. newspzper
. friends —. radio
. Shurch telavision

Houaing Lnthority: othar,

How important are the following items to vou?

Very ' Somewhat Somewhat Mot
Important Important Indifferent Unimportant Impcrtant
Private Balconies () () () (G {3
or patios
Laundry facilities () () () (3 ()
in each building
Washer/dryer connection ( )} () () () ()
in your apartment ,
Extra storage space () () () () ()
More than 1 bath ‘() () () () )
Carpeted stairways & () () () () ()
hallways in common
areas of apt. bldg.
{Areas shared by all residents)
Master T.V. Antenna () (2 () () ()
System . _
Children's day care () () () () {)

center and/cr
nursery school nearby



EXIIBIT & cont'd. 30

14, What type of building features would you prefer in the layout of the condominium
unit? (choose only aone of each of the following sets of alternatives)

( ) Two bedrooms with larger living area or/
{ ) Three bedrooms

( ) Three bedrooms, or/

( ) Four bedrooms, or/

( ) Large master bedroom and two l-bed bunk rooms

( ) Two-story llving room with inside balcony, or/

( ) Living room with beamed cathedral ceiling

- e - emmes @  Gm— — amm  eEE autem  t— S —— b
{ ) Full dining room, or

( ) Dining "L" plus family-sized kitchen

( ) Sundeck balcony for living room or/

( ) Outdoor patio at ground level

( ) walk-in closets in each room or/ - -
( ) Large work room plus laundry room in each unit & standard closets
{ ) One car garage attached to unit or/

( ) Two car garage in group parking complex, or/

( ) Carport and lower price

( ) Central air conditioning or/

( ) Woodburning masonry fireplace or/

( ) Gas-log fireplace and window air conditioning unit

( )} Contemporary natural decor with wood and rock materials, or/
( ) HMaintenance-free modern masocary and aluminum exteriors, or/
( ) well styled colonial detailing

( ) Extensive outside landscaping, or/

( ) More floor space in each rocom
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Generalized Format of Merchandising Report Summary

Cash flows ultimately depend on sales or rental revenues and
further refinements of the frontdoor-backdoor approaches depend
on establishing an explicit set of assumptions about the
geographical market area, the user segment within that market
area, and so on. All you buy in a real estate investment is

a set of assumptions about: the market. Therefore, the analyst
should provide and identify a marketing assumption checklist
for the reader:

1. Definition of geographic and demographic market.
a. Primary trade area to be served

b. Profile of prospects by current location, statue,
income, etc. in primary carefully segmented area.

c. Secondary trade area to be served

d. Profile of pirospects by current location, status,
income, etc. in secondary carefully segmented area.

2. Definition of principél competitors
a. Existing supply
b. Prospective supply with timeline advantage.
c. Competitive standard package of project features.
d. Unique features of successful competitors.
e. Probable cause of unsuccessful competitors.
f. Merchandising appeals of competitors.
g. Definition of market penetration and competitive gap.
3. Establishment of merchandising strategy logic
a. Competition
. Standard product.
. Price and quality
. Competitive edge opportunity
b. Positioning strategy
. Sales themes )
. Name and byline
. Site and unit features
. Strong sales points
c. Construction and architecture
. Sales area

. Models
. Entrance and signs
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1.

DENVER RETIREMENT HOUSING SURVEY

Please indicate which of the following best describes your present residence?

(1

O

(2) O

(3
(4)
(5)
(6)
(7)
(8)

go0oo0oo0oaoano

Single Family House
Apartment (without elevator)

Apartment {with elevator)

Townhouse

Duplex, Three-family or Four-plex
Senior Citizens Housing
Retirement Center {(with. meals and supporting services)

Other, please specify

Approximately how many years have you resided within your present residence?

years

Please indicate which best describes the financial arrangement of your present residence:
(1) O We/l own it
(2) O Wae/l rent it

{3) O Other, please specify

If you own your own home, what is its current market value?
(1) O Less than $60,000

(2) O $60,000 or higher

(3) O Do not know

Piease indicate (check one) which of the following best describes with whom you share your
present residence:

(1
(2)
(3)
(4)
(5)
(6)
{7)

O

O0O0O0oO0O0OaO0O0

| live alone

! share it with my spouse only.

I share it with my children only.

| share it with my spouse and children.

| share it with a friend or friends.

| share it with relatives other than spouse and children.

Other (please specify)




6. Please indicate the zip code of your present residence:

Zip Code

RETIREMENT COMMUNITY CONCEPT

In recent years, many retired persons have found the convenience of retirement living as an
attractive alternative to living in a single family house. The reason frequently mentioned for
moving are the freedom from the burden of home upkeep and the opportunity to live in a
community of persons with similar interests. Each retirement center resident has the privacy of
her/his own apartment and the opportunity to meet with friends for meals in the central dining
room and join in recreational activities. Provisions are available for health check-ups and
outpatient health care if and when needs arise. :

7. Are you familiar with this retirement community concept?
(1) O Yes, because |/we have visited family/friends who live in a retirement community.
(2) O Yes, because I/we have considered living in a retirement community.

(3) O I/we know very little about it.

8. If the concept of retirement apartments with central dining and a senior health center is an
attractive alternative to your present housing, when might you find it desirable?

(1) O Iwould be glad to move into such a community now, provided its accommodations
were suitable to my needs.

(2) O | might find it quite desirable in a couple of years.

(3) O 1am notinterested now, but would like to see such an option open to me if | should
find that | want it later. '

(4) O Unsure.

(5) O 1 would definitely never be interested in such a community.



9.

10.

PROPOSED DENVER RETIREMENT COMMUNITY

The proposed retirement community will be located in the Sloan’s Lake area of Denver.
Please indicate what you feel are the advantages and disadvantages of this location. See
map showing location of Sloan’s Lake.

Advantages

(1)

(2)

(3)

Disadvantages

(1)

(2)

(3)

3 Not familiar with Sloan’'s Lake location.

The proposed retirement community plan includes an outpatienf health center and
pharmacy located on the same site.

Do you feel the presence of the outpatient health center would influence your decision to

live in the proposed retirement community?
(1) O Yes, I/we feel the availability of the health center is a definite advantage.
(2) O Yes, I/we feel the availability of the health center is a slight advantage.

(3) O No, l/we feel the availability of the health center is not an advantage because |/we
prefer other health care alternatives.



11.

12.

13.

14,

15.

HOUSING FEATURES

What type of residence would you prefer for your next move? {Check one)

(1) O l/we would prefer it to be an apartment (without eievator).

{2) O l/we would prefer it to be an apartment (with elevator).

(3) O I/we would prefer it to be a duplex, three-family or four-plex.

(4) O l/wewoulid preferitto be some sort of small single family dwelling such as a cottage.
(6) O I/we are not sure.

(6) O Other, please specify

What, building height would you prefer?

(1) O A one-story building.

(2) O A multiple story building with elevator.
(3) O The building height makes no difference.

(4) Comments

What type of unit style would you prefer? {Check one)
(1) O Efficiency apartment with private bath.

{2) OO0 One bedroom, living room and bath.

{3) O One bedroom, living room, den or study and one bath.
(4) O Two bedrooms, living room and one bath.

() O Two bedrooms, living room and one and a half baths.
(6) O Two bedrooms, living room and two baths.

What type of kitchen facilities would you prefer in your residence? (Check one)

(1) O Would prefer not to have any kitchen facilities since | would expect to eat all meals in
a central dining room with friends.

(2) O Would like to have a kitchenette in my unit for preparing occasional snacks.

{3) O Would prefer to have a full kitchen in my unit although | may eat some meals in a
central dining room with friends.

What type of meal service would you prefer?
(1) O Prepare all your own meals in your own kitchen.
(2) O Prepare one or two meals a day in your own kitchen.

(3) O Prepare less than one meal a day in your own kitchen.




16. Preference for retirement community amenities.

Please indicate the relative importance of the following amenities in making your next
housing change.

mportantImpovam imporane imporant
(1) Close proximity to outpatient O 0 a O
health center
(2) Exercise program a 0 O 0
(3) Central dining room a O O O
(4) Linen service O o a 0
{5) Maid service O 0 | O
{6) Group shuttle bus to shopping O a O a
centers, restaurants and
selected facilities
(7) Beauty salon/Barber shop O O 0O O
(8) Guest apartment facilities a O O O
(9) Pharmacy a O O O
(10) 24 hour security with O O 0O O
emergency call buttons
(11) Outdoor patios, and/or O O 0 O
balconies
(12) Whirlpool/hot tub c O a O
(13) Craft/hobby rooms (] O 0 O
{14) Library [} O O O
(15) Organized recreation program O O O O
(16) Chapel O O O O
(17) Covered parking O O O O
(18) Ability to keep small pet a O a O

(19) Other, please specify

17. In the previous list of 18 items, what are the 3 most impbrtant features to .you?

List the numbers here: (1) (2) {3)

18. In the previous list of 18 items, what are the 3 least important features to ybu?

List the numbers here: (1) (2) {3)




FINANCIAL ARRANGEMENTS

The payment plan being considered requires an initial payment along with monthly fees.
Generally with a higher initial payment a lower monthly payment is possible. The monthly fee
includes the enjoyment of an apartment, the cost of optional meals in the dining room, scheduled
transportation, utilities and services plus the use of community and recreation facilities. In other
words except for the cost of meals prepared in your own kitchen or eating out in restaurants most
of your monthly living costs are included.

18. Please indicate the highest lavel of initial payment’ and monthly payment you could pay.

Initial Payment Monthly Payment
(€Eheck One) (Check One)
(1) O Less than $9,999 (11) O Less than $399 per month
(2) O $10,000-19,999 (12) O $400-499
(3) 00 20,000-29,999 (13) O 500-599
(4) O 30,000-39,999 (14) O 600-699
(5) O 40,000-49,999 (15) O 700-799
(6) O 50,000-59,998 (16) O 800-899
(7) O 80,000-69,999 (17) O 900-999
(8) O 70,000-79,999 (18) O 1000-1099
(8) O 80,000-89,999 (18) O 1100-1198
(10) O 90,000 orhigher (20) O 1200 or higher

With the proposed payment concept several payment plans are possible.

20. Which combination of payments would you most prefer?
(1) O High initial payment low monthly fees, monthly fees increasing as costs increase.
(2) O Low initial payment, high monthly fees, monthly fees increasing as costs increase.

{3) O Amiddlelevel of initial payment and monthly feeés, monthly fees increasing as costs
increase.

(4) O High initial payment, high monthly payment, monthly payment held constant.

21. Which of the following payment plans would you most prefer?
(1) O Low initial payment with no refund of payment when you move.

{2) O Middle amount of initial payment with partial refund of initial payment when you
move.

{3) O High initial payment with complete refund upon move.



22.

23.
24,

25.

26.

27.

28.

If the payment plans described above do not meet your needs which of the following would
you prefer:

(1) O The payment concept presented above meets my needs.
(2) O 1/we would prefer to rent my/our next residence.
(3) OO 1/we would prefer to purchase my/our next rasidence.

(4) O 1l/we are not familiar with the various alternatives open to me/us regarding this
subject.

(5) 3 1/we are not sure.

GENERAL INFORMATION

Please indicate your sex: (1) O Male (2) O Female

Please indicate your marital status:

(1) O Single (never married) (3) O Separated/Divorced
{2) O Married (4) O Widowed
Your Age: ' Spouse’s Age:

At what age did you retire?
Your Retirement Age: Spouse’s Retirement Age:

if not retired, at what age do you plan to retire?

Your planned Spouse’s planned
retirement age: retirement age:
Your occupation? Spouse’s occupation?

(If retired your/spouse’s occupation prior to retirement)



28,

30.

31.

32.

33.

34.

35.

Please indicate number of paople in your household

Please indicate total (your/spouse’s) annual household income $

How many people contribute to this income?

HOUSEHOLD INFORMATION

number of people.

Which of the following {check as many as are appropriate) is the source of your income?

(1) O Full time wages/salary

(2) O Part time wages/salary

(3) O Social security
(4) O3 Annuity

(5) O Pension

(6) O Rental property
(7) O Interest

(8) O Dividends

Do you and/or your spouse presently drive an automobile?
(1) O Yes (2) O No

If yes, do you own the automobile?

(1) O Yes

If no, what is your mode of transportation?

M
(2)
(3)
(4)
(5)
(6)
7

a

0 000Oo0a0n

Rely on family private car
Rely on friend’s private car
Taxi

Bus

Special senior transportation
Walk

Other, please specify

(2) O No

THANK YOU FOR YOUR HELP!

PLEASE RETURN THE SURVEY IN THE POSTAGE PAID ENVELOPE
AS SOON AS POSSIBLE

FEASIBILITY RESEARCH GROUP, LTD.
527 E. LIBERTY STREET, SUITE 208
ANN ARBOR, MICHIGAN 48104
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Project amenities
Roads and paving

Site plan
Constructlon schedule

Definition of prospect target for subject property

g.

Recommendations on site location
Recommendations on site linkages and dynamics
Recommendations on building types and numbers
Recommendations on basic unit features
Recommendations on basic unit options
Recommendations on level of quality

Recommendations on basic price targets

Structuring the Feasibility Report

Ultimately the budget established for analysis and the need to
communicate the findings represent a severe constraint on the
feasibility process. Priorities and critical assumptions nec-
essary to achieve the desired outcome must be separated from the
great mass of detail and presented tersely.

i.

Format of the report should rely on three elements:

a.

An executive summary which tersely identifies
alternative courses of actlion and recommendations
as to how client can make the choice.

A basic reference document which includes all the
detail analysis.

A collection of reports by contributing professionals
Incorporated by reference.

To be terse the executive summary should depend on:

a.

b.

C.

Simple charts of choices of alternative outcomes
(See Exhibit 21).

Simple flow charts (Such as Exhibits-3,7,13,22).

Specific criteria used to measure 'liklihood of success'

Statement of limiting conditions should first begin with a
definition of the word ''feasible' (as per Institute of
Appraisal Terminology Handbook), and then state that it was
the purpose of the study to define the context of the situ-
ation and the parameters within which a solution might be



18

found to fit the major constraints with a reasonable 1ikli-
hood of success. 1t should carefully point out that the
generalist has made a series of explicit assumptions which
may, nevertheless, need confirmation by more detailed study
best done by specialists. The statement of limiting condi-
tions should further emphasize the constraints and objectives
placed on the study by identifying who:

a. Defined the constraints

b. Defined success

c. Provided the data and assumptions

d. Permitted key assumptions to remain untested for
economy or speed

e. Accepted assumptions of conditions of uncertainty
f. Assembled proforma financial statements and projections

g. Executed feasibility confirmation of key assumptions
with aid of specialists.

h. Placed limitations on use and confidentiality.
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Addisan-Wesley Publishing Ca., Jacob Way, Reading, MA 01867,

Administrative Management Soclety, Willow Grove, PA 19090.

Ahrens Book Co.—sgs Hayden Book Co.

Alr Transport Association of America, 1709 New York Avenue N.W,,
Washington, DC 200086.

Alrline Passengers Association, 800 W. Airport Freaway, Suite

1120, lrving, TX 75081.

Alchemy Books, PO Box 808, Corte Madera, CA 94925,

Alllance Internationai de Tourfsm, Quai Gustave Ador, 2, Ch-1207
Geneva, Switzerland.

Altyn & Bacon, College Division, Rockleigh, NJ 07647.

American Accounting Association, 5717 Bessie Drive, Sarasota, FL
3358t.

American Alliance for Heasith, Physical Education & Recreation,
1201 16th Street N.W,, Washington, DC 20038,
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American Arbitration Association, 140 West 518t Street, New York,
NY 10020.

American Association for Leisure and Recreation, 1201 16th Street
N.W, Washington, DC 20036.

American Bar Association, 1155 East 60th Street, Chicago, IL
80637.

American Chemicat Society, 1155 16th Street N.W., Washington, DC
20036

American Elsevier Publishing Co., 52 Vanderbilt Avenue, New York,
NY 10017.

American Enterprise institute for Publiic Policy Research, 1150
17th Street N.W., Washington, DC 200386.

American Gas Association, 1515 Wiison Boulevard, Arfington, VA
222089.

American Hospital Associstion, 840 North Lakeshore Drive,
Chicago, It 60611,

Amaerican Hotel and Matel Association, 888 Saventh Avenue, New
York, NY 10019,

American Hotel and Motel Association Educational Institute,
Stephen S. Nisbet Building, 1407 South Harrison Road, East
Lansing, Ml 48823,
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American Hotei Association Directory Corp., 838 Seventh Avenue,
New York, NY 10019.

Amaerican Hotel Register Co., 226 West Ontario Street, Chicago, L
80610.

American institute of Certified Pubfic Accountants, 1211 Avenue of
the Americas, New York, NY 100386.

Amaerican institute of Real Estate Appraisers —see Ballinger
Pubtishing Co.

American Law institute, 4025 Chestnut Street, Philadeiphia, PA
19104.

American Management Associations —see AMACOM

American Meat institute Foundation, 1600 North Wilson Bouievard,
Arfington, VA 22209.

American Soclety of Real Estate Counselors, 155 East Superior
Street, Chicago, IL 60611.

American Society for Testing & Materials, 1316 Race Street,
Philadeliphia, PA 19103,

Amarican Society of Planning Officials, 1313 East 60th Street,
Chicago, il 60637.

American Society of Travel Agents, 360 Lexington Avenue, New
York, NY 10017.

Ann Arbor Science Publishers, PO Box 1425, Ann Arbor, Mt 48108,

Arab World and Iran Susiness Guides, 4 Brattie Square,
Philadelphia, PA 02138.

Architectural Press, 9 Queen Anne's Gate, London SW! HSE,
England.

Archmedia, 1900 Chestnut Drive, Philadelphia, PA 19103.

Arco Publishing Co., 219 Park Avenue Squth, New York, NY 10003.

Amo Press, 3 Park Avenue, New York, NY 10017.

Association intermationale de I’'Hdteiierie, 33 Rue de Faubourg
Saint Honore, 75008 Paris, France.

Association of American Geographers, 1710 16th Street N.W,,
Washington, DC 20009.

Association of Official Anasiyticai Chemists, Box 540, Benjamin
Frankiin Station, Washington, DC 20044.

Atheneum Publishers, Vreeland Avenue, Totowa, NJ 07512,

Ayer Press, 210 West Washington Square, Philadsiphia, PA 19106.

Ballinger Publishing Co., 11511 Rooseveit Boulevard, Philadelphia,
PA 19154,
Bancom Audiovision Corp., Manila, Philiopines.
Bank of Hawaii, PO Box 2900, Honolulu, +1.98848.
Barnes & Noble, 10 East 53rd Sireet, New York, NY 10022.
Barrie & Jenkins, 24 Highbury Crescent, London N51 RX, England.
‘Barron's Educational Series, 113 Crossways Park Drive, Woodbury,
NY 11737.
Basic Books, 10 East S3rd Street, New York, NY 10022.
Benjamin Co., 435 Madison Avenue, New York, NY 10022,
Berkshire Traveilar Press, Pine Street, Stockbridge, MA 01262,
Better Homes and Gardens Books, 1718 Locust Street, Des Moines,
1A 50336.
Clark Boardman Co. Lid., 435 Hudson Street, New York, NY 10014.
Bobbs-Merrill — see Howard W, Sams & Co.
R. R. Bowker, PO Box 1807, Ann Arbor, Mi 48108,
British Book Center, 153 East 78th Street, New York, NY 10021.
Brookdale Press, 184 Brookdaie Road, Stamford, CT 06903.
Wiiliam C. Brown Co., 2460 Kerper Boulevard, Dubuque, 1A 52001.
Bureau of Business Research, Graduate School of Business
Administration, University of Michigan, Ann Arbor, Mi 48109,
Bureau of National Affairs, 1231 25t Street N.W., Washington, DC
20037.
Burgess Publishing Co., 7801 Ohms Lane, Minneapoiis, MN 55435.
Business News Publishing Co., PQ Box 6000, Birmingham, Mi
48012.
Business Publishers, Richard D. lrwin, 1818 Ridge Road,
Homewood, 1L 60430.

CB! (Cahners Books intermnational), 51 Sieeper Street, Boston, MA
g2110.

CRC Press, Chemical Rubber Co., 2255 Palm Beach Lakes
Boulevard, West Paim Beach, FL 33409.

California Hotet & Moteil Association, 520 Capitoi Mall, Sacramento,
CA 95814,

Cambridge University Press, 510 North Avenue, New Rochelle, NY
10801,

Canadian Government Otfice of Tourism, Ottawa K1A 0H8, Canada.

Canadian Hotel & Restaurant Book Service, 481 University Avenue,
Toconto MSW 1A7, Canada.
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Cateill Ltd., 1500 Atwater, Suite 1200, Montreal, Quabec H32 1XS,
Canada. -

Canter for Urban Policy Research, Rutgers University, New
Brunswick, NJ 08903.

Chain Store Age —see Lebhar-Friedman

Chain Store Publishing—see Lebhar-Friedman

Chemical Publishing Co., 155 West 19th Strest, New York, NY
10011,

Chicago and lllincis Restaurant Association, 20 North Wacker
Drive, Chicago, Il 60606.

Chilton Book Co., 201 King of Prussia Road, Radnor, PA 19089,

Club Managers Asscciation of America, S530 Wisconsin Avenus
N.W., Washington, DC 20015.

Coilier Books, Coilier-MacMillan —see MacMillan
Publishing Co.

Columbia Books, 734 15th Street N.W,, Suite 601, Washington, DC
2000S.

Coéxn:;nbloandCo.ua.. 10 Orange Street, London WC2H 7EG,

fand.

Continental Publications, PO Box 2248, Palos Verdes, CA 30274.

Coopers and Lybrand, 1251 Avenus of the Americas, New York, NY
10020.

Cornell University College of Agricuiture and Life Sciencss,
Roberts Hall, Ithaca, NY 14853.

Corneil University Schooi of Hotel Administration, 327 Statler Hat,
ithaca, NY 14853,

Council of Pisnning Librarians, PO Box 229, Monticello. IL 61856.

Council on Hotel, Restaurant, and institutional Education, Human
Deveiopment Building, Room 12, University Park, PA 16802.

Counting House Publishing Co., Thiansviile, Wi 53092.

Coward, McCann & Geoghegan, 390 Murray Hili Parkway, East
Rutherford, NJ 07073.

Crossing Prass, 17 West Main Strest, Trumansburg, NY 14288,

Thomas Y. Crowaeil, 866 Fifth Avenue, New York, NY 10018.

Crown Pubiishers, 419 Park Avenue South, New York, NY 10018,

Culinary Arts institute, 1375 Hawthorme Placs, Chicago, IL 80657.

Culinary Arts Society, 270 Madison Avenue, Suite 1302, New York,
NY 10018,

Culinary institute of America, North Road, Hyde Park, NY 12538,

Dartneil Corp., 4660 Ravenswood Avenus, Chicago, IL 80640.

John Day Co., 668 Fifth Avenua, New York, NY 10019.

Deil Publishing Co., Delacourt Press, 1 Dag Hammarskjold Plaza,
24S East 47th Street, New York, NY 10017.

Dial Press — see Dell Publishing Co.

Discover America Travel Organizations, 1100 Connscticut Avanue
N.W, Washington, DC 20038.

Dooico, 2016 Canton Street, Dailas, TX 75201.

Doubleday & Co., 504 Frankiin Avenue, Garden City, NY 11530.

Dover Publlcations,'1 80 Varick Street, New York, NY 10014,

Dow Jones-irwin — see Richard D. lewin

Dryden Press, 901 North Eim Street, Hinsdale, IL 80521.

Dun & Bradstreet, Dun Donnelly Publishing Corporation, 868 Fifth
Avanue, Naw York, NY 10019.

E. P. Dutton and Co., 201 Park Avenue South New York, NY 10003.

Duxbury Press —see Wadsworth Publishing Co.

The Economist Intelligence Unit Ltd., Spencer House, 27 St. James
Place, London SW1A INT, England.

Edwards Brothers, 2500 South State Street, Ann Arbor, Ml 48104,

Elbert Hubbard Foundation, Roycraft Campus, East Aurora, NY
14052,

Electrical Information Publications, 2131 Fordem Avenuse, Madison,
W1 53701.

Elsevier Scientific Publishing Co., 52 Vandarbilt Avenue, New York,
NY 10017.

M. Evans and Company, 218 East 49th Street, New York, NY 10017.

Executive Enterprises Publications Co., PO Box 6532, La Jolla, CA
$2037.

Exscutlve Publications, PO Box $2, Harvard Square, Cambridge, MA
02138.

Exposition Press, 900 South Oyster Bay Road, Hicksville, NY 11801.

Faber and Faber Ltd., 101 South Broadway, Salem, NH 03079,
Fawcett Publications, Fawcett Place, Greenwich, CT 06830.
Frederick Feif, 388 Park Avenue South, New York, NY 10018.
Flelding Publications —see William Mosrow & Co.
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Financlal Accounting Standards Board, High Ridge Park, Stamtord,
CT 08905.

Financiai Executives Research Foundation, 833 Third Avenue, New
York, NY 10017,

Financial Publishing Co., 82 Brookiine Avenue, Boston, MA 022185,

Follett Publishing Co., 1010 West Washington Boulevard, Chicago, I
80607.

Fox Publishing Co., Bradford, VT 05033.

Free Press —see MacMillan Publishing Ca.

W. H. Freeman & Co., 660 Market Street, San Francisco, CA 94104,

Georgia State University School of Business Administration,
Publfishing Services Division, University Plaza, Atlanta, GA 30303.

Glencoe Pubiishing Co., MacMiilan Co.. Riverside, N.J 08078.

Golem Press, PO Box 1342, Bouider, CO 80308.

Greater Chicago Hotel and Motel Associstion, {llincis Athietic Club
Building, 112 South Michigan Avenue, Chicago, L. 80603.

Grid, 4686 Indianola Avenue, Columbus, OH 43214.

Groiier, Sherman Tumpike, Danbury, CT 06818.

Grosset & Duniap, 51 Madison Aveanue, New York, NY 10014Q.

H. P. Books, PO Box 5367, Tucson, AZ 85703.

Halstesd Press —see John Wiley & Sons

Hammond, 515 Valley Street, Mapiewood, NJ 07040.

Harcourt Brace Jovanovich, 757 Third Avenus, New York, NY 10017.

Harper and Row Publishers, Keystone industriai Park, Scranton, PA
18512,

Harris, Kerr, Forster & Co., 420 Lexington Avenue, New York, NY
10017.

Harvard University Press, 79 Garden Street, Cambridge, MA 02138.

Hastings House Publishers, 10 East 40th Street, New York, NY
10018.

Hawthormn Books, 260 Madison Avenus, New.York, NY 10018.

Hayden Book Co., 50 Essex Straet, Rochelle Park, NJ 07682.

Holiday Inn University, Clive Branch, MS 38654.

Hospitality Institute, ireland Educational Group, 1652 Groton Caourt,
Wheaton, iL 60187.

Holt, Rinehart & Winston, 383 Madison Avenue, New York, NY
10017,

Hotef Association of New York City, 141 West S1st Street, New York,
NY 10018.

Hote! and Restaurant Empioyees and Bartenders Internationai
Union, 120 East Fourth Street, Cincinnati, OH 45202.

Hotel Saies Management Association, 362 Fifth Avenue, New York,
NY 10001.

Houghton Mifflin Co., 2 Park Street, Boston, MA 02107.

ITT Educational Services —see Howard W. Sams & Co.

india Ministry of Information and Broadcasting, Publications.
Division, New Delhi, India.

industriai Press, Building 424, Raritan Center, Edison, NJ 08817.

info Press, 736 Canter Street, Lewiston, NY 14092,

inform, 25 Broad Street, New York, NY 10004.

Institute for Contemporary Studies, 260 California Strest, Suite 811,
San Francisco, CA 94111.

Institute tor Mansgement, Old Saybrook, CT 06475.

Institute for Sociat Research, University of Michigan, 426 Thompson
Street, Ann Arbor, Ml 48106.

Institute of Certified Trave! Agents, 148 Lindsn Street, PO Box 56,
Weilesiey, MA 02181.

institute of Real Estate Management, 153 East Superior Street,
Chicago, IL 60611.

insurance Company of North America, 1600 Arch Street,
Philadeiphia, PA 19103.

international Council of Shopping Centers, 445 Park Avenue, New
York, NY 10022,

intemational Foodservice Manufacturers Associstion, 1 East
Wacker Drive, Chicago, IL 60601.

intemational Franchise Association, 7315 Wisconsin Avenue, Suite
6800W, Washington, DC 20014.

international Labour Otfice, Washington Branch, 1750 New York
Avenue N.W., Suite 311, Washington, DC 20008.

internationai Personnel Management Association, 1313 East 80th
Street, Chicago, IL 80637.

Intermationat Publications Secvice, 114 East 32nd Street, New York,
NY 10018.

intemnational Publishers, 381 Park Avenue South, Suite 1301, New
York, NY 10016.
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Internationai Scholarly Baok Service, PO Box 555, Forest Grove,
OR 97118.

Internationat Union of Otficiai Travel Agents —see World Tourism
Organization

Imternationai Wine Society, 304 East 45th Street, New York, NY
10017.

jowa State University Presas, South State Avenue, 112C Press Office,
Ames, 1A 50010.

Richard D. Irwin, 1818 Ridge Road, Homewood, iL 60430.

Johns Hopkins University Press, Baitimore, MD 21218,
Johnson Publishing Co., PO Box 990, Bouider, CO 80306.

Keats Publishing Co., 36 Grove Street, PO Box 878, New Canaan,
CT 06840.

J. J. Keller and Associates, 145 Wast Wisconsin Avenue, Neanah,
Wi 54656.

Alfred A. Knopf—see Random House

Lmlmr Publishing, 1 Strawberry Hill Avenue 10-E, Stamford, CT

lecmhol and Horwath, 1845 Walnut Street, Philadeiphia, PA 18103.

L.aw Journail Press, New York Law Journal Building, 258 Broadway,
New York NY 10007.

Leaming Systems Company —see Richard D. lrwin

Labhar-Friedman Books, 425 Park Avenue, New York, NY 10020.

Lehigh Books, 54 Waest 21st Street, New York, NY 10010.

Lanz and Reicker, 75 Varick Street, New York, NY 10013.

Loé:,r :!:rpcn, 42 Charies Street East 8 FLR, Toronto, M4Y T4,

Lexington Books, D. C. Heath and Co., 125 Spring Street, Lexington,
MA 02173.

J. B. Lippincott Co., East Washirigton Square, Philadeiphia, PA
19105.

Little, Brown & Co., 200 West Street, Waltham, MA 02154,

Longmark, Canada L.td., 55 Barber Grean Road, Don Mills, Ontario,
Canads. ’

Lord Publishing Co., 130 Clarke Road, Needham, MA 02192,

Lycsum Baooks, PO Box 113, Wilton, CT 06897.

MIT Press, 28 Carleton Strest, Cambridge, MA 02142.

McCutchan Pubiishing, 2526 Grove Street, Berkaiey, CA 94704,

McGill-Queens University Press, 1020 Pine Avanua West, Montraali,
Quebec, Canada.

McGraw-Hlill Boak Co., 1221 Avenue of the Americas, New York, NY
10020.

David McKay Ca,, 75Q Third Avenuas, New York, NY 10017.

MacMillan Publishing Co., Riverside, NJ 08075.

Mansgemaent information Center, PO Box 357, Miami, FL 33148.

Manhattan Menus, 919 Third Avenue, New York, NY 10022.

Mason/Charter, 641 Laxington Avenus, New York, NY 10022.

Mayfleld Publishing Co., 285 Hamilton Avenue, Palo Afto, CA 94301,

Mesdowbrook Press, 16648 Meadowbrook Lane, Wayzata, MN
55391,

R. S. Means Co., 100 Construction Plaza, Duxbury, MA 02332.

Meredith Corporation, 1718 Locust Street, Des Moines, IA 50336.

Michigan State University Prass, East Lansing, M 48823,

Mobil Oil Corporation, 150 East 42nd Strest, New York, NY 10017,

Money Market Directories, 370 Lexington Avenue, New York, NY
10017.

Morgan-Grampian, 205 East 42nd Street, New York, NY 10017,

Wililam Morrow & Co., § Henderson Drive, West Caldwail, NJ 070086.

National Academy of Sciencs, Printing and Publishing Offices, 2101
Constitution Avenue, Washington, DC 20418,

National Association of Accountants, 919 Third Avenue, New York,

NY 10022.

National Association of Home Buiiders, 15th and M Streets N.W.,,

Washington, DC 20005.

National Association of Meat Purveyors, 252 West Ina Road,
Tucson, AZ 85704.

Nationai Association of Pool Owners, 10 Keamey Road, Box 222,
Needham, MA 02154,

Nationai Association of Reaitars, 430 North Michigan Avenue,
Chicago, IL 60811.

Nationat Club Association, Suite 602, 1129 20tn Street N.W.,
Washington, DC 20038.
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Natlonai Educatibn Standards, §50 South Grand Avenue, Suite
1002, Los Angeles, CA 90017.

Nationai Fire Protection Association, 470 Atlantic Avenue, Boston,
MA 02210.

Nationsai Innkeeping Association, 122 East High Straet, Jefferson
City, MO 85101.

Nationa! institute for the Foodservice Industry, 120 Riversida Plaza,
Chicago, IL 60608.

Nationai Institute for Qccupational Safety and Health, Office of
Technicat Publications, PO Building, Room 530, Cincinnati, OH
45202.

Nationai Live Stock and Meat Board, 444 North Michigan Avenue,
Chicaga, iL 60611.

National Recreation and Park Asscciation, 1601 North Kent Street,
Arfington, VA 22209.

Nationai Restaurant Association, Suite 2600, One {BM Plaza,
Chicago, IL 60611,

National Sanitation Foundation, NSF Building, 3475 Plymouth Road,
Ann Arbor, MI 48106.

National Technical Information Service, U. S. Department of

- Commerce, Springfieid, VA 221861,

Neison-Hasil Co., 325 West Jackson Boulevard, Chicago, IL 60600.

New American Library, 1301 Avenue of the Americas, New York, NY
10019.

New University Education, Bingley Co., (Clive Lid.), 16 Pembridge
Street, London W11, Engiand.

New York State Department of Commerce, 39 Washington Avenue,
Albany, NY 12245,

New York State Hecreation and Park Society, PO Box 68, Paekskill,
NY 10568.

New Zeaiand Tourist and Publicity Department, Wellington, New

Zealand. :
Newnes-Butterworth, Burough Green, Sevenoaks, Kent TN 15 8 PH,

Engiand.

Newspaper Enterprises Assoclation, 230 Park Avenue, New York,
NY 10017.

Notth Holland — ses Elsevier Scientitic Publishing Co.

W. W, Norton & Co., 500 Fifth Avenue, New York, NY 10036.

Noyss Data Corporation, Mill Road at Grand Avenue, Park Ridge, NJ
076586.

Ohio State University, Colege of Administrative Sciencs, Columbus,
QH 43210.

Opinion Research Corporation, North Harrison, Princeton, NJ 0854Q.

Organization of American States, 17th and Constitution Avenuas
N.W., Washington, DC 20008.

Ottenheimer Publishers, 1632 Reisterstown Road, Battimore, MD
21208.

Owen-Steriing, Grand Rapids, M! 49503.

Oxford University Press, 1800 Pollitt Drive, Fair Lawn, NJ 07410.

Paddington Press Lid. —see Grosset & Duniap

Pantheon Books, Random House, 400 Hahn Road, Wastminster, MD
21157.

Parker Pubiishing Co. —see Prentice-Hail

Passive Energy Systems, PO Box 499, Blacksburg, VA 24060.

Pendragon House, 2535 East Bayshare Drive, Paic Alto, CA 94303.

Penguin Books, 625 Madison Avenue, New York, NY 10022.

Peninsular Pubiishing Ca., 2503 Jackson Biuff Road, Tallahassee,
FL 32301.

Pennsyivania State University Press, University Park, PA 16802.

Pergamon Press, Maxwell House, Fairview Park, Eimsford, NY
10523,

Petrocelll/Charter — see Mason/Charter

Plca Editions, Pica Editorial Ltd., 26 Parkway, London NW1, England.

Pllot Books, 347 Fifth Avenue, New York, NY 10018.

Pinnacle Books, 1 Century Plaza, 2029 Century Park East, Los

eles, CA 90067. ’

Pitman Publishing Corp., 8§ Davis Drive, Belmont, CA 54022,

Potter, Clarkson N. —see Crown Publishers

Practising Law institute, 810 Seventh Avenue, New York, NY 10019,

Praeger Publishing —3ee Holt, Rineharnt & Winston

Prentice-Hail, Box 903, Englewood Cliffs, NJ 07632,

Price Anaiysis Systems, PO Box 8516, Minneapolis, MN 55408.

Princeton University Press. 41 William Straet. Princeton, NJ 08540.

Profit Sharing Research Foundation, 1718 Sherman Avenue,
Evanston, IL 60201,

G. P. Putnam's Sons, 330 Murray Hill Parkway, East Rutherford, NJ
07073
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Quadrangie/New York Times —s5ee Harper and Row

Rand McNally & Co., PO Box 7600, Chicago, IL 60680.

Random House, 457 Hahn Road, Westminster, MD 21157,

Rawson Assoclates —see Atheneum Publishers

Henry Regnery Co., 180 North Michigan Avenue, Chicago, IL 60601.

0. Reidel Publishing Ca., 180 Old Darby Streat, Hingham, MA 02043.

Resgources for the Future, 1755 Massachuseits Avenue N.W,
Washington, DC 20036.

Resume Researchers, 239 Fourth Avenue, Pittsburgh, PA 15222,

Reston Publishing Co., Prentice-Hail, Englewood Cliffs, NJ 07632.

Rodaie Press, 33 East Minor Street, Emmaus, PA 18049.

8t. Augustinus Boekhandel, Curacaoc, Antilles !stands.

8t Martin's Press, 175 Fifth Avenue, New York, NY 10010.

Howard W. Sams & Co., 4300 West 62nd Street, Indianapolis, IN
46208.

San Francisco Book Co.-sse Simon and Schuster

W. B. Saunders Co., Columbia Broadcasting System, West
Washington Square, Philadelphia, PA 19105.

Schocken Books, 200 Madison Avenue, New York, NY 10018.

Scholars Book Company, 4431 Mount Vermon, Houston, TX 770086.

Charies Scribner's Sons, Shipping and Service Canter, Vreeland
Avenue, Totawa, NJ 07512.

Security World Publishing Co., 2639 South La Clenega Boulevard,

. Los Angeles, CA 90034,

Siebel Publishing Company, 4049 West Patterson Avenus, Chicago,
L 60848,

Signet Books —soe New American Library

Simon and Schuster, 1230 Avanue of the Americas, New York, NY
10020.

Simpson-Doyle Co., Phoenix Book Publishers, 1614 East McLulian
Boulevard, Phoenix, AZ 85108.

Society for the Advancement of Food Service Research, 2710
North Salisbury Streat. West Lafayette, IN 47S08.

Society for Industriai Resitors, 935 15th Street N.W., Washington,
DC 2000S.

Society of Real Estate Appraisers, 7 South Dearborn Street,
Chicago, IL 60603.

South-Western Publishing Co., 5101 Madison Road, Cincinnati, OH
45227.

Southern University Press, 130 South 15th Straet, Birmingham, AL
35233.

E. & E N. Spon Lid., 11 New Fattar Lane, Londan EC4P 4EE,
England.

Stackpoile Books, Cameron & Keller Streets, Harrisburg, PA 17105.

Stamats Publishing Co., 427 &t Avenue, Cedar Ragics. 1A 52406.

Stein and Day, 122 East 42na Straeet, New York, NY 10017,

Structures Pubiishing Co., Box 423, Farmington, Mi 48024.

Struik, Cape Town, Union of South Africa.

Successful Mestings Book Division, 833 Third Avenue, New York,
NY 10017.

Ten Speed Press, PO Box 7123, Berkealey, CA 94707.

Charies C. Thomas, 301-27 East Lawrence Avenue, Springfieid, IL
82717.

Time-Life Books, Little, Brown & Co., 34 Beacon Street, Boston, MA
02108, For library and school orders: Silver Burdette Co.,
Moarristown, NJ 13664.

Touche Ross, 1633 Broadway. New York, NY 10019.

Tourism Development Company, Fomento Building, 268 Ponce de
Leon Avenue, Hato Rey, PR 00918.

Tourism international Press, 154 Cromwell Road, London SW7,
England.

Tourist Planning and Research Lid., Suite 433, 52-54 High Hoibom
Houss, London WC1 V6R, England.

Travei Data Center, 1100 Connecticut Avenue N.W., Washington, OC
20038.

Trave! Information Bureau, PO Box 1051, Kings Park, NY 11754,

Travel Marketing Consuitant Service, 37 Haverford Road, Hickswlle,
NY 11802, :

Tudor Publishing Company, 31 West 46th Street, New York, NY
100386.

Two Continents Publishing Group, 5 South Union Street, Lawrence,
MA 01843,

UCN Register Div., Anderson Group, PO Box S08, Madison, NJ
07540.
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Unipub, PO Baox 433, Murray Hiil Station, New York, NY 10018,

United States Government Printing Office, Division of Public
Documents, Washington, DC 20402.

United States Travel Data Center, Suite 340, 1100 Connecticut
Avenue N.W,, Washington, DC 20038.

University of California Press, 2223 Fuiton Street, Berkeley, CA
94720.

University of Colorado, Business Research Division, Graduate
School of Business Administration, Bouider, CO 80302.

University of Hawail, College of Business Administration, Industriai
Relations Center, 2444 Dole Street, Honalulu, HI 96822,

University of Massachusetts Press, PO Box 429, Amherst, MA
01002.

University of Michigan Press, 815 East University, Ann Arbor, Mi
48108.

University of Nevada, Bureau of Business and Economic Research,
Reno, NV 89557.

University of Texas, Bureau of Business Research, Graduate School
of Business, PO Box 7459, University Station, Austin, TX 78712.

University of Wales, Cardiff, Waies.

University of Wisconsin Press, Box 1379, Madison, Wi 53701,

Urban institute, Publications Offics, 2100 M Straet N.W., Washington,
OC 20037.

Urban Land Institute (ULI), 1200 18th Street N.W., Washington, DC
20038.

Van Nostrand-Reinhold, Litton Educationai Publishing Co., 7625
Empire Orive, Lexington, KY 41042,

Arthur Vanous Co., One Richard Court, River Edge, NJ 07661.
Viking Press, 625 Madison Avenua, New York, NY 10022,
Yirtue Books — see Continentai Publications

Wadsworth Publishing Co., 10 Davis Drive, Belmont, CA 94002.

Warren, Gorham & Lamont, 210 South Street, Boston, MA 02111.

Watson-Guptill Publications, 2160 Patterson Street, Cincinnati, OH
45214,

West Publishing Co., PO Box 3528, St. Paul, MN 55165,

Whitney Library of Design —ses Watson-Guptilli Pubiications

John Wiiey & Sons, 805 Third Avenue, New York, NY 10018.

Wilton Enterprises, 1602 South Michigan Avenue, Chicago. IL 80618.

Wine and Spirit Publications, Southbank House, Biack Prince Road,
London SE1, England.

Wines and Vines, Hiaring Co., 703 Market Street, San Francisco, CA
94103.

Winthrop Publishing Co., Prentica-Hall, Englewood Cliffs, NJ 07632.

Woodbridge Press Publishing Co., Box 6189, Santa Barbara, CA
g3t11,

World Publishing Co., 2231 West 110th Street, Claveiand, OH 44102.

World Tourism Organization, Avenida del Generafissimo, 53, Madrid
16, Spain,

Peter H. Wyden, 750 Third Avenue, New York, NY 10017.

Yale University Press, 92A Yals Station, New Haven, CT 068520.
Zift-Davis Publishing Co., One Park Avenue, New York, NY 10018.
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E/a/er/y %«J//J./ ansm;vnw/ e

I am responding for:.

Myself; My parent(s); My friend(s)
BACKGROUND AND HOUSEHOLD INFORMATION

1. ‘Which of the following best describes your present housing

type?

[ 1] I own a single family home

[ 1 I rent an apartment

[ ] I have a room in someone else's house
[ ] I live at: [ 1 Marian Manor

(check one) [ ] Court Tower
[ 1 Mainview Apartments
[ ] Simeanna
[ 1 Other, please specify

2. How long have you lived in your present home?

No. years =

3. Which of the following best describes your present living

arrangement?

[ 1 I live alone

[ 1 I live with my spouse only

[ 1 I live with one of my children in my home

[ 1 I live in the home of one of my children

L ] I live with my children and my spouse

[ 1 I live with a friend or friends

[ 1] I live with relatives other than my spouse and
children

[ 1] Other, please specify

4, What is your present marital staztus? Are you:

[ 1 Single [ 1] Married [ ] wWidowed

5. What is your age (your spouse's age)?

Your Age Your Spouse's Age

——— ———————

6. Are you:

[ 1] Male [ ] Female



I

10.

Do you need any help in moving about or walking at this
time?

[ ] Need no assistance at all
[ 1] Need assistance
- [ 1 Use cane
[ 1 Use walker
[ 1] Use wheelchair

Below is a 1list of activities that many of us have
difficulty with as we grow older. Do you have: NO
DIFFICULTY, SOME DIFFICULTY, or find you CANNOT DO
these activities?

NO SOME CANNOT
DIFFICULTY  DRIFFICULTY _DQ IT

Cooking o« ¢« o o« ¢ o « o &
Shopping « o « ¢ o o « @
Housekeeping . ¢« « ¢« « o
Personal care (bathing) .
Getting out of the house
Hearing on the telephone
Reading the newspaper . .
Taking medication . . . .
Going up and down stairs
Personal finances . . . .

- L ) L ) [ ] L ) L ) [ ) [ ] L] *
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Do you have any continuing or chronic health problems,
physical problem, or handicap?

[ 1 No

[ ] Yes. Please specify

In general, which of the following best describes your
overall level of health? ’

Excellent (plenty of energy)

Average (good health - no problems and enough energy)
Fair (some health problems but able to live
completely independently)

Need some care or assistance

Need full-time care and assistance

e e
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11.

12,

13.

14,

IF you were to need help or assistance right now, who
could you depend upon? (Check as many as_apply.5

Family [ 1] Neighbors
. Friends [ 1 Church group
Would prefer to hire people to help me
Would prefer to use community support services
Others, please specify

Bt b b bl

Do you currently use any of the following Community
Support Services?

Home Aide Program
Nutrition center meals
Meals on Wheels

Visiting Nurse Associates
Adult day care

Other, please specify
None

IF you had some health problems which were making it
difficult for you to stay in your home, would the
availability of community support services make it
possible for you to remain there?

[ ] Yes.

[ 1 Yes, depending on the cost of the service.

[ 1] Possibly.

[ 1] Unlikely.

[ 1] I would prefer to live in a facility where I could be

closer to support services.

While the proposed facility will enable people who need

some assistance with daily living activities to continue
living independently, some of the residents may need to

use walking aids such as canes, walkers or wheelchairs.

What is your reaction to living near people who are less
able than you may be?

[ ] I would prefer not to live with people who are
noticeably less capable than I am.

[ 1] I am comfortable with people who have noticeable
physical handicaps and would not be affected by
sharing the same facility with them.



15.

16.

17.

IF you could choose a type of housing best suited for your
current needs, would you?

[ ] Live in an apartment, such as in Marian Manor, Court
Tower or Simeanna.

Live in a single family house,

Live in a condominium.

Live in a private apartment buiding that rents to all
age levels including families with children.

Live in a private retirement center such as Zion
Lutheran or Evergreen Manor.

Live in a retirement or independent living facility
without any assisted-living or nursing care facility.
Live in a facility designed especially for the
elderly, which provides a continuum of health care
needs, ranging from independent living to skilled
nursing care, each housed separately and provided
with different amenities.

[ 1 Stay where I am.

If there came a time when you might need occasional or
perhaps ongoing assistance with daily tasks, and you had
your choice, in what TYPE OF HOUSING would you REALLY LIKE
TO LIVE?

Have you given any serious thought to moving from your
present home?

[ ] No [ ] Yes. For what reason?

18. If yes, how soon would you want to mqve?

[ ] In less than one year
[ ] In one to three years
[ 1] In three years or more




19.

20.

In the future, which of the following event(s) might
trigger the need to move?

[ 1] Health problem Children moving away

Other

Seed b bed

{

[ 1] Death of a spouse [

[ } Financial hardship L

[ ] Friction with my
relatives

None of these events
would cause me to move

If you were seriously considering a move to a facility
specifically designed for the elderly, would you consult
someone else for advice in making your decision?

[ 1 No [ 1 Yes. If so, who would you consult:

Children
Friends
Clergy
Doctor
Attorney
Other

(e N s B s N B e B e |
S bl Bt bd ) ed

THE PLANNED PROJECT
AND
THE CONGREGATE LIVING CONCEPT

The program now being planned would provide small private
apartments for individuals and couples, plus meal service in a
large family dining room, some local activity rooms, and a
resident manager, who could schedule supportive services as you
needed them, and who would be available for 24~hour emergency
assistance,

The apartments in the planned facility would be in a separate
building located on the same campus as Bethel Home and
Simeanna. Transportation would be provided for shopping and
other errands, and you would have priority admission to Bethel
Home if required.

To answer the next few questions, just PRETEND for a moment

that you might have the need or be interested in living in an
congregate living facility such as that being considered by the
Lutheran Homes of Oshkosh.



21. To answer the next two pages of questions, please refer to
the drawings. There will be three different plans
presented: Plan A, Plan B, and Plan C. The numbers in
the diagram relate to the question number.

Which would you prefer? (Check only one of the two
possibilities.)
1« [ 1 The kitchenette facing narrow hallway (Plan A #1), OR
{ ] The kitchenette facing open sitting area (Plan B #1).
2. [ ] The smaller bathroom (Plan A #2) with the tub and
toilet next to each other for convenience, OR
{ ] The larger bathroom (Plan B #2) with the tub and
toilet separate from each other but more accessible
if I needed assistance.
3. [ ] A sliding door in the bathroom to save space
(Plan A #3), OR
[ 1 A swinging door in the bathroom which is easier to
open (Plan B #3).
4, [ 1 A full closet (Plan A #4), OR
[ 1] A half-closet and half desk (Plan B #4).
5. Overall, which do you prefer?
I prefer Plan ___ because
6. What do you think is a reasonable monthly rent to pay for:
Plan A = §$ Plan B = § _
e
soma lff"',
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7. Plan B has a combined sitting and sleeping area; Plan C
has a separated sitting and sleeping area and would cost
about $100 per month more in rent than Plan B. Which do
you prefer?

[ ] I prefer Plan B [ 1 I prefer Plan C

8. For two people living together, what would you prefer?

[ 1 Two Plan A units (650 sq.ft.), side-by-side and
connected, at twice the monthly rent of a single Plan A.

[ 1 Plan C (325 sq.ft.), with separation of sitting and
sleeping area, at about $100 per month more than a
single Plan A,
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22.

23.

24,

What type of KITCHEN FACILITIES would you prefer?

[

[

[ 1

[ 1

I'd like to have a FULL KITCHEN in my apartment even
though I may eat some meals in a central dining room

with friends.
I'd l1ike to have a KITCHENETTE (a small refrigerator

and a small stove) in my apartment for preparing my
own meals and snacks.

I'd 1ike to have a SMALL REFRIGERATOR in my room, NO
STOVE, but possibly a coffee maker in order to
prepare occasional meals and snacks,

I'd prefer NO KITCHEN FACILITIES SINCE I

would expect to eat all meals in a central dining
room with friends.

What type of ARRANGEMENT FOR MEALS would you prefer?
(Keep in mind there would be a central dining room in this

facility.)

{ ] I'd prefer to have ALL MEALS OPTIONAL, on a pay-as-
you-go basis, and not included in my monthly rental
fee.

[ ] I'd prefer to have ONE MEAL PER DAY PROVIDED in the
central dining room, included in my monthly rental
fee, and the other two meals optional.

[ ] I'd prefer to have TWO MEALS PER DAY PROVIDED in the
central dining room, included in my monthly rental
fee and the other meal optional.

[ 1 I'd prefer to have ALL THREE MEALS PER DAY PROVIDED

in the central dining room and included in my monthly
fee,

Would you be able to let the dining room facility know one
month in advance just how many meals per day you would
like to eat in the central dining room during the next

month?

[ ] VYes

[ 1 No

f 1 No, but I could do s0 on a weekly basis, even though
the price may be slightly higher.

{ 1 No, but I could do so on a daily basis, even though

the price would be slightly higher.



25.

26.

27.

28.

If you Wwere at the point where you had decided to move
from your current home to a facility such as that being
planned, chances are good you would have too much
furniture and household items for your small apartment.
Would you:

[ 1 Sell off the surplus

[ 1 Store it with children or relatives

[ ] Be willing to pay for a private storage locker

[ 1 Decide not to choose a retirement home that did not
have extra storage room space

Does this concept appeal to you as an alternative to your
present living arrangement?

[ 1 Yes [ 1 Yes, if and when needed [ 1 No

What do you like about this concept?
1.

2.
3.

Is there anything you dislike about this concept?
1.

2,
3.




29. The proposed facility would be built on the same campus
as Bethel Home and Simeanna. Are you acquainted with
these facilities?

[ 1 Yes [ 1 No

If yes, how do you feel about the presence of the two
facilities? I feel:

NOT
POSITIVE IMPORTANT NEGATIVE

A. The availability of
Bethel Homes Nursing
Care 18 o« o« o o o o o o o of 1] [ 1 (]

B. The identification
of my apartment with
the Bethel Home -
Campus 1S ¢« « « ¢ « o o« o o[ 1] {1 [ ]

C. The convenience of access
to friends at Simeanna is .[ 1] [ ] [ 1]

D. The identification of my
apartment with the
Simeanna Campus is . . . .[ ] [ 1 (]

30, IF YOU OWN A HOME, what price do you think it would sell
for today? Would it sell for ...

{ ] Less than $30,000
[ ] $30,000 to $40,000
[ 1 $40,000 to $50,000
[ 1 $50,000 or more

How did you arrive at this figure?




For statistical purposes only, we need to know your total
annual income for 1982 and what you spend on housing.
Note: There is no way of our knowing your identity.

31. What was your (and your spouse!s) total ANNUAL gross
income for 1982%?

Less than $5,000

$5,000 to $10,000
$10,000 to $15,000
$15,000 to $20,000
$20,000 to $30,000
More than $30,000

e eeIrey et

33. What are your total MONTHLY housing costs?

IF YOU RENT: IF YOU OWN:

Rent = $ Mortgage = $
Utilities = $ __ Taxes = $
Rentert's Utilities = $
Insurance = §$

Homeowner's
Repairs = $ Insurance = $

Repairs = $
TOTAL MONTHLY TOTAL MONTHLY
HOUSING COST $ — HOUSING COST $

33. People often have a number of sources of income.
Which of the following are your main sources of
income? (Please check as many as are appropriate.)

[ 1 Salary/wages [ 1 Assistance from community

[ 1 Social security [ 1 Interest/dividends on

[ 1 Pension/Annuity investments

[ 1] Assistance from { ] Income rental property
family members ‘

[ 1 Other, please specify




34, Are you able to pay your living expenses each month
without going into savings?

[ 1 Yes [ 1 No

35. If this congregate living concept appeals to you as an
alternative to your present living arrangement, when would
you seriously consider a move?

[ ] I would like to seriously explore the possibility
of moving now.

[ 1] I might consider living in such a facility in a year
or so.

[ 1] I might be interested, but I would want to wait to
see how others liked it first.

[ 1] I would be interested ONLY if something happened
to me so that I needed the extra help with daily
living activities.

[ 1 I would never be interested in such a facility.

IF YOU WOULD LIKE TO LEARN MORE ABOUT THE PROJECT AS IT
EVOLVES, PLEASE CHECK THE APPROPRIATE BOX ON THE ENCLOSED
BETURN POSTCARD AND RETURN IT TO US. (Because we want to keep
your responses confidential, do not sign your name to this
survey. Those who would like to learn more about the project

as it evolves, should do so separatelv by returning the
enclosed postcard and checking the appropriate box.)
THANK YOU FOR YOUR HELP!

PLEASE RETURN THE SURVEY IN THE POSTAGE PAID ENVELOPE AS SOON
AS POSSIBLE.,

Additional Comments:
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Are you able to pay your living expenses each month :76%¢za¢<z),
without going into savings?

[ ] Yes
[ 1 No
[ ] Occasionally need to go into savings

The payment B}g% being considered requires an entry fee, ;%?

which may besrefundable, along with monthly fees.
Generally with a higher entry fee a lower monthly rent is
possible. As envisioned currently, the monthly fee would
include the enjoyment of an apartment including utilities
(except phone), ¥ daily meal in the dining room, scheduled
transportation, 2&4-~-hour emergency assistance, and the use
of community rooms. Although the fees and monthly rents
for the proposed project have not been determined, please
indicate which combination of entry fee and monthly rent
would be most suitable for you:

ENIRY_EFEE MONTHLY BENT

1. [ ] Less then $10,000 but $800 or more
2. [ 1 $10,000 =~ $14,999 n $750 - $799
3. [ 1 15,000 - $19,999 n $700 - $749
4, [ 1 $20,000 - $24,999 n $650 - $699
5. [ 1 $25,000 - $29,999 n $600 ~ $649
6. [ 1 $30,000 - $34,999 n $550 - $599
7. [ 1 $35,000 - $39,999 n $450 -~ $549
8., [ 1 $40,000 - $49,999 n $350 - $449
9. [ 1 $50,000 or more "

Less than $350/month l

A larger apartment is more expensive than a smaller unit.
Which is more important to you?

[ ] Keeping costs as low as possible.
[ 1 Having as much space as possible.

Which of the following entry fee plans would you most
prefer? .

{ ] Low initial payment with no refund of payment when
you move.

[ 1 Middle amount of initial payment with partial refund
of initial payment when you move,

[ ] High initial payment with complete refund upon move.



