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Upstairs Downtown
One Story at a Time 



Great Bend, KS
Monday & Tuesday November 8 & 9

Upstairs Downtown
Reclaiming Vitality



Vacancy rates of 50% or higher
Common in Small to Mid-Sized Communities 



Typical Building on Main Street
DIY Developers

Two - three stories
Masonry bearing wall structure



Property Investment Cycle
Value of downtown properties shifted to upper floors 

Complete reinvestment in systems
Multiple skill sets needed for redevelopment



Renaissance Rock Island
Innovative downtown housing



Four Part Training Session
For community leaders and non-developers

üDriving a market for upper floor space
üAssessing buildings and their capacities
üFinancial assessment tools
üCase studies & incentives

Since 2005 20 presentations in 16 states



Market Feasibility
Understanding market dynamics

üMarket absorption 
üReuse scenarios
• Residential
• Office
• Hospitality

üEconomic analysis
üFilling financial “gap”



Whoʼs job is it?
Community have to do it themselves

Professional real estate developers rarely look 
for buildings under 30,000 sq. ft.



Development is a Team Sport
Main Street Helps Put the Team on the Field

Owner/
Developer

Architect +
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Local Government
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Preservation 
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Development is a Team Sport
Scouting for Pioneers

Potential Owners/Developers with capacity 
to overcome barriers to early projects:

ü Pride 
ü Wealth
ü Control Construction Costs
ü Existing Building Owners
ü Boomerangs



Development is a Team Sport
Scouting for Pioneers



Architectural Assessment
Leveraging a building’s character

Big ticket items:
Accessibility
üElevators

Fire Protection
üExit capacity
üSprinklers



www.mhpn.org/wp-content/uploads/2014/06/
Economic-Impacts-of-Main-Street-in-Michigan_2014.6.20.pdf

Residents Spend More
$18,000 per year per downtown resident

http://www.mhpn.org/wp-content/uploads/2014/06/


Success Stories
In towns of all sizes



Upstairs Downtown Agenda
Monday 8 November

9:30 am Registration/Meet & Greet 
10:00 am Welcome and Introductions 
10:15 am Upstairs Downtown: Creating a Market 

for Downtown Housing 
11:15 am Architectural Assessment 
12:15 pm Q & A 
12:30 pm Lunch
2:00 pm Financial Feasibility
3:00 pm Case Studies and Incentives 
4:00 pm Q&A
5:00 pm Upper Floor Housing Tour



Upstairs Downtown Agenda
Tuesday 9 November

8:30 am Registration/Meet and Greet
9:00 am Building Code Panel

Mike Jackson
John Curley (zoom)

10:30 am Filling the Gap
Dan Carmody
Brian Hollenback (zoom)

11:30 am Q & A
12:00 pm Next Steps
12:30 Adjournment



How can you learn more?
Visit www.upstairsdowntown.com

http://www.upstairsdowntown.com/


Let’s get started
Market Driven Places



Market Driven Places 
Fortifying Main Streets in cities of all sizes

Main Streets strive to recapture lost vitality
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Nottingham, UK



Key Characteristics:

ü Population Range
ü Interstate Acess
ü College or Community 

College
ü County Seat
ü Part of an Urbanized Area 

or Not
ü Regional Character









E Empirical

I Incremental

E Entrepreneurial

I Inclusive

O Organic







Oh my. . .







Conventional housing market analysis:

Proving Market Feasibility 
Traditional Market Studies

Market absorption of currently available product



Conventional housing market analysis:

Proving Market Feasibility 
Traditional Market Studies

Market absorption of currently available product



Proving Market Feasibility

ü Study Migration patterns of households that moved in 
recent years now (30-50% of the total)

ü IRS data much more current to determine where 
people move from in order to better understand draw 
areas.

ü Market segmentation data helps assess which new 
residents will have an interest in urban housing.

Proprietary Housing Potential analysis developed by:
Zimmerman / Volk Associates, Inc. / Clinton, New Jersey

Housing Market Potential Studies
New data to estimate demand for urban housing



Segmentation Analysis

*ESRI, Business Information Systems 
**Claritas

ü Systems classify of all US neighborhoods into 
segments. (i.e. 65 for Tapestry* or 66 for PRIZM**)

ü Household buying patterns from credit card data 
helps identify segments likely to be interested in 
urban housing product.



“Urban chic residents attend to 
lifestyle more than ambience. 
Residents travel extensively, 
maintain luxury cars, and 
embrace city living by visiting 
museums, attending dance 
performances, participating in 
civic activities, such as working 
for political parties, and 
shopping at upscale 
establishments.











üAverage household  size continues to 
decline

üThe rate of household formation plunged 
after the Great Recession but has 
recovered some.

üMore kids moving in with parents
üMore parents moving in with kids
üChildcare issues



üMobility dropped 50 percent in the Great 
Recession and is slowly recovering

üPandemic greatly altered the live/work 
equation

üWhere to do you work?



Fad or Trend?







Independent businesses are precious

Even Less Demand for Retail Space  
Pandemic Spurred Online Sales



Economic Diversity
We’ve Been Bad at Small and Medium Enterprise

Country Small / Medium Businesses Per 1,000 Rank

Indonesia 195,27 1

Italy (2003) 77.68 10

Greece (2003) 69.94 17

Brazil (2002) 27.41 58

USA (2004) 19.98 69

Based on Detroit’s city population, we would host 
another 35,000 SME’s if we emulated Greek rather than 
US SME creation rates.



Even Less Demand for Retail Space  
First Floor residential 





ü Greater emphasis on aesthetics

ü Access to cultural amenities

ü Proximity to adult learning

ü Reduced auto dependency

ü Energy efficiency



Hospitality 
üOn site consumption
Retail
üOnline dominance
Office
üGig economy



Problem of Market Studies in markets without recent 
activity

• Green field sites long benefited from communities’ 
desire to grow. Cities invested in costly extension of 
public infrastructure and services.

• Downtown housing takes advantage of existing 
infrastructure and services that require far less public 
investment





Problem of Market Studies in markets without recent 
activity

• The average length of the real estate market cycle is 
18 years.

• Many long-time developers went through the 
financial wringer as demand contracted sharply when 
real estate markets moved quickly from boom to 
bust.



Market Rate 
Owner Occupied

Affordable
Owner Occupied

Market Rate 
Rental

Affordable
Rental

Downtown 
Housing



Mix of businesses is critical

Authenticity Includes Everyone
Careful About Diversity



Mix of businesses is critical

How to Retain Everyone
Don’t Unintentionally Uninvite People



ü True to one's own personality character: 
sincere with no pretensions – it’s what you are and 
what you want to become

ü Authenticity does not reside in objects but in the 
visitor's experienced relationship to a set of object

Leveraging Community Authenticity  
Downtown or Main Street is where its at!



Renewing Assets
Organic regeneration 



Leveraging Assets
Organic Storytelling



Science Center
Botanical Center Lighted Bridges

Riverfront Condos

Riverfront Park

IMAX Theatre
Historic District

Convergence of place making tactics in the developed world

Convention Center
Club District



Activate Upper Floors
ü Housing, office, and/or hospitality

Keep Independent Businesses 
ü First floor focal point

Keep Incubating
ü Farmers Markets and Other Pop Ups

Variety of Rental Price Points
ü Incentive for Large Scale Developers
ü Non-Profit Developers

Authenticity Leads to Greater Vitality 
Downtown or Main Street is where its at!



First Rule of Authenticity
Know your assets!



K x C = l3

Exceptional Leadership 
Equals Knowledge 
Times Capacity



K = ( I+2W )F4

Knowledge Equals Information 
Plus Two Parts Wisdom 
Times Faith to the 4th Power



C = R(S+P)4 X 
G(H +h!)

Capacity Equals Responsibility Times Sum of Sweat and Passion 
To the Fourth Power 
Times Gumption Times The Sum of (Humility and humor)



S = Ol3

Success Equals Opportunity 
Times Outstanding Leadership



Project Timeline

1929 Local Architect Robert Hugman proposes “The Shops 
of Aragon and Romula” combining flood control and 
commercial development.

Hugman branded a lunatic by those who wanted to 
pave over and put the troublesome San Antonio river 
in a box culvert.

1939 Initial phase of Paseo Del Rio built with WPA funding

1968 Hemisphere expansion most significant in continuing 
evolution of River Walk.

1970’s San Antonio emerges as a major convention centeri

on city



85 Upper Floor Units in a city of 24,000



Exceptional Leadership
Jay Maton Made Seminary Street a landmark

Made Seminary Street a landmark step-by-step



It Starts By Knowing Your Building Stock
Careful assessment reduces barriers


