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Upstairs Downtown
Reclaiming Vitality



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



First Floor Activation Programs
Stymied by COVID 19



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



Typical Building on Main Street
DIY Developers

Two - three stories
Masonry bearing wall structure



Market Feasibility
Understanding market dynamics

üMarket absorption 
üReuse scenarios
• Residential
• Office
• Hospitality

üEconomic analysis
ü Filling financial “gap”



Who’s 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 +
FinancierAppraiser

Local Government
Zoning/Code 

SHPO/NPSLeasing
Tax Accountant

Contractor +Historic 
Preservation 
Consultant

Assessor

Main
Street
Director



Development is a Team Sport
Scouting for Rookie Phenoms

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 Rookie Phenoms



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 19 July

10:00 - 10:15 Welcome and Introductions

10:15 - 11:15 Creating a Market for Downtown Housing 

11:15 - 12:15 Architectural Assessment

12:15 – 2:00 Lunch on Your own

2:00 – 2:45 Financial Feasibility

2:45 – 3:00 

3:00- 4:00

Break

Case Studies

4:00 - 4:30 Q&A

4:30 - 6:30 Momentum on Main Street Networking 
Event



Upstairs Downtown Agenda
Tuesday 20  July

9:00 - 10:15 Available Financial Incentives

10:45 - 11:30 Advanced Finance Transactions

PARKING: Parking is free on the street but cars must 
follow the posted time limits per space during the day.

The parking garage across the street is free.



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



Rich History with Great Stories 
Leveraging the past to build a brighter future 



Great Bones 
Irreplaceable architecture 



Leverages Previous Investment 
Streetscapes and other infrastructure 

At..lA I '"'' • -"-"- • •-• • 



My Downtown Living History 
Since 1977 



Conducted Market Research 
1983 model unit 



Community-Based Developer 
I ncrementa I success 



Renewing Assets
Organic regeneration 



Housing is Pivotal 
To re-densify cores of U.S. cities 



Photo by Greg Kendall-Ball



Abilene Reporter-News 
Upstairs Downtown: An introduction 

Reporter catches glimpse in new series 
By Greg Kendall-Ball 

I've lived in Abilene for nearly 10 years, and for most of that decade, the 
empty windows above McKay's Bakery on Cypress Street have taunted 
me. 

There were a lot of second-story spaces, it turned out, whose siren call 
could no longer be ignored And with the cooperation of a few property 
owners, I was granted access to those spaces and given permission to 
share a glimpse of what's II Upstairs Downtown." 

There are people living and working in these spaces, and some spaces 
are just waiting to be given new life. As one downtown dweller said, 

11 There 1s a whole world beyond the curb. 11 



Upper Floors Are Being Activated 
In cities of all sizes 



Economic Foundations Shifted 
Jobs and complacency disappeared 



Lack of Compelling Places 
Regardless of Prosperity 



Nottingham, UK



Key Characteristics:
ü Population
ü Interstate Location
ü Community College
ü Not Part of Larger Urban

Area
ü Midwest and Plains States
ü Population 24-30,000



Urban Landscapes Evolve 
Demographics and preferences shift 



How to Become Compelling? 
No simple answer 



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 city



Main Street Programs 
New math for austerity 



Main Street Programs 
Providing the entrepreneurial spark 



Market Rate 
Owner Occupied

Affordable
Owner Occupied

Market Rate 
Rental

Affordable
Rental

Downtown 
Housing



Demographics 
Driving demand of urban housing forms 

The most common 
household type found 
in 2010 US Census? 
Couples with no kids 

Second Place? 
The Single Person 

Only 21 % of US households 
have school-age children 



The Future of Work 
50% of the workforce will be consultants by 2025 

Self-employment Rate, 2007 
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Consumer Preferences Changes 

What's a "household" ? 



Oh my. . .



City amenities 
Strong competitive advantage over suburbs 



Fad or Trend?



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.



ü Average household  size continues to decline
ü The rate of household formation plunged after

the Great Recession but has recovered some.
ü More kids moving in with parents
ü More parents moving in with kids
ü Childcare issues



ü Mobility dropped 50 percent in the Great Recession
and is slowly recovering

ü Where to do you work?



Hospitality 
ü On site consumption
Retail
ü Online dominance
Office
ü Gig economy



Problem of Market Studies in markets without recent 
activity

• Initially the growth of secondary finance markets
encouraged product standardization.

• Since the Great Recession, secondary markets have
been forced to become more familiar with mixed-
use product as urban housing markets recovered
faster than suburban markets



ü Greater emphasis on aesthetics

ü Access to cultural amenities

ü Proximity to adult learning

ü Reduced auto dependency

ü Energy efficiency



Proving Demand 
When there is no supply



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.



Segmentation Analysis 
You are known by your expenditure pattern 

"Laptop and Lattes 
I ives in multistory 
apartment buildings 
with more than 20 
units , the 
neighborhoods are 
o I de r, a n d vi rt u a 11 y
untouched by urban

I "renewa 

OB aptops and Lat es 



Market Assessment 
Using segmentation analysis 

Each market 
• 

IS a different 
collection of 
segments. 
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Urban Marketing Collaborative 
MJB Consulting, NY, NY 
Economic Research Associates (ERA) 

11111 

., 



Springfield Market Research 
2013 Comprehensive Market Study 

Comprehensive Housing Market Study 
2013 

Springfield, Illinois 



More Recent Market Research 
To identify current housing demand 

1, The
Brookings 
Institution 

June 27, 2007 

Home 

News & Events 

• NeYiB Releases 

• Calendar of Events 

• Transcripts 

• Communications 
Office 

Scholars 

• Scholars by Name 

• Scholars by Issue 

• Scholars by Program 
.......................................................................... 

• Business 

• Cities and Suburbs 

• Defense 

• Economics, Global 

• Economics, U.S. 

• Education 

• Environment and 
Energy 

• Governance 

• Politics, Global 

• Politics, U.S. 

• Science and 
Technology 

• Social Policy 

Programs 

• Economic Studies 

• Foreign Policy 
Studies 

• Global Economy and 
Development 

DOWNTOWN HOUSING 

Charting a Course for Dmvntown Living: Denver 
by Alan Berube 
(Speech) Downtown Denver Partnership 
5/18/2006 

�'\lho Lives Dmvntown 
by Eugenie L. Birch 
(Report) 
November 2005 

Keep HOPE (VI) Alive 
by Henry Cisneros, Bruce Katz 
(Op-Ed) Atlanta Joumal-Constitut1on• 
5/17/2004 

Vacant Land in Cities: An Urban Resource 
by Michael A. Pagano, Ann O'M. Bowman 
(Report) 
January 2001 

Ten Steps to a Living Downtm,vn 
by Jennifer Moulton 
(Report) 
October 1999 

A Rise In Do,vntown Living 
by Center on Urban and Metropolitan Policy, the Fannie Mae Foundation 
(Report) 
November 1998 

• SEARCH BROOKlt GS 

A.dvan ced Se.a.rd, Help 



DIY Market Research 
To provide empirical evidence for demand 

DOWNTOWN HOUSING SURVEY 

Help the DID mo):e Dowmown e bener piece to live by telllng us v/hat you \lould vent out orOownto vn Housing. We 
knnw lhi$ survRy is Ian!}, b111 it v,ill hg immon$41ly h9lplul in nllowin!J 11$ to ootmmim, lh bo•I r.0111"$8 ol ;,l;linn is In, 
Downtown housing lmprovemenu. 
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E Empirical

I Incremental

E Entrepreneurial

I Inclusive

O Organic



K x C = l3
Outstanding Leadership 
Equals Knowledge 
Times Capacity



K = ( I+2W )F4

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

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



It Starts By Knowing Your Building Stock
Careful assessment reduces barriers




