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CCRC of Tomorrow - Cruise Ship or

Launching Pad
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cence will cause the next generation of CCRCs to evolve in
ways we might never have considered, with new structures,
amenities, and challenges. My crystal ball is as foggy as
everyone else’s with the details, timing, and other critical
factors, but | believe that if we look closely enough, we can
see some forms emerge.
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ed the opportunity for new nursing beds ,and in some cases
assisted living. So, the continuum of care may simply not
be available for a new CCRC campus in the future.

The industry has been searching for the Holy Grail of af-
fordability for the past thirty years. Some think they have
found it by building a cheaper building, others with different
types of fee structures or innovations in financing and equi-
ty placement. Most, though, have provided more amenities
and services, and simply targeted a shrinking market seg-
ment — high-income consumers who are willing to pay the
higher fees — while leaving the rest of the market untapped.

A critical step in understanding what the CCRC of tomorrow
can be is to step away from the current image of our cus-
tomer and focus on the customer of tomorrow. The CCRC
customer of tomorrow in all likelihood will have a very differ-
ent retirement outlook culturally and financially. Most will
have worked well into their seventies, have very limited
pensions, and be much more accustomed and attuned to
making their choices from a wide range of options begin-
ning with their morning coffee. If you ask them, our CCRC
customers today will tell you this as well.

To meet these challenges, the CCRC of tomorrow may
have:

Smaller independent living buildings — buildings
of eight to 16 units, financed by local banks via re-
volving construction loans triggered by a seventy
percent pre-sale. These buildings will be elevator
served, have very limited circulation space, and be
connected to a commons building via walkway or
transportation schedule. The double-loaded corri-
dor, mammoth IL building, spoke-and-hub arrange-
ment is too inefficient to build, maintain and operate.
Look at today’s urban infill multi-family designs to
get a flavor of what's coming.

Commons — A very tight “club” with high finishes
focused on resident programmed activities, many of
which will occur off campus. Think of it as a
“launching pad” to go to the specific activity venues
in the community rather than a self-contained
“cruise ship” where activity spaces sit idle twenty-
three hours per day. Dining will be available, but
the residents will have exclusive guest cards at par-
ticipating local restaurants while the dining in com-
mons will be more casual.

Financing - these buildings will also look very differ-
ent than our current capital structures. For instance,
as mentioned above, using a series of construction
loans or a revolving line seems likely. Further, ex-
ploring how various financing alternatives may be
used on the same campus for different buildings is
intriguing — building 1 is conventionally financed,
building 2 is financed using a HUD 232 program,
while building 3 is a rental financed via a REIT
lease. Adapting the product to available or new af-
fordable housing programs opens a number of other
ownership and equity avenues.

Health services - will be off-campus, self-
sustaining, and in most cases owned and operated
by others. Priority access arrangements, long term
care insurance, home health care allowing aging-in-
place, and in-residence supportive services will be
the alternative to bricks-and-mortar health care facil-
ities on site. Customers will have a range of options
priced and available based upon their specific
needs, rather than all paying for the sustainment of
a relative few who require high-cost services.

Transportation — Seniors making lifestyle transi-
tions don’t want to give up their cars. That has been
a long-time issue in our industry, and in most cases,
we have simply surrendered to it by building parking
lots and garages where many vehicles sit idle for
years. The CCRC of tomorrow will have to have a
strong economic disincentive relative to personal
transportation. Common-use vehicles will work
whether they are “zip” cars or rented by the hour via
a quick phone call to the local agency. Solving the
parking problem will have huge impact on affordabil-
ity and costs — CCRCs can then be located on
smaller, more available tracts of land in mature, well
-served neighborhoods.

The CCRC of tomorrow is actually ready to implement now,
and building the CCRC of today will most likely continue to
get more difficult or even impossible. Let’s not kid ourselves
- the CCRC of tomorrow will be very different from what we
have today, and will be in some ways different from the vi-
sion | have crafted above. We’d better shift into high gear
to look at what we can build today that will meet the CCRC
needs of tomorrow - and we may just find a better solution
for the today’s needs as well.
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RHarper Consulting Group provides development consult-
ing, program management, and owner representation ser-
vices focused on the senior living and mixed use sectors.
In addition, Mr. Harper is also a listed mediator and arbitra-
tor providing dispute resolution services for the construction
and real estate industries.
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