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Market Studies 
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Supply/Demand Analysis 

Visual Preference Surveys 

Consumer Surveys 

Focus Groups 

The Drill-Down 
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Supply-Demand Analysis 

• Rear-view mirror analysis 

• Dependency on “comps” 

• Housing preferences are 

challenging to discern 
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Consumer Surveys 

Only as good as the survey format 

and the questions that are posed. 
 

• NAHB survey 

• NAR survey 
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Visual Preference Surveys 
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Focus Groups 
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The “Drill Down” 

Neighborhood data 

at the block group level. 
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Target Market Methodology 

 



Market Segmentation 
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 Target Market 
 
 

2-person household  

25 to 34 years old 

$50 to 75,000 annual income 



ZIMMERMAN/VOLK ASSOCIATES, INC. 

 Couple Nº 1 
 

Dual-income, 

dual-career.  

Renters. 

 

Live in city. 

Goal: Stay in city; 

no kids; 

no maintenance. 
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 Couple Nº 2 
 

Dual-income, 

save her salary. 

Renters.  

 

Live in city. 

Goal: Buy a house; 

have kids. 
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Couple Nº 3 
 

Dual-income, 

dual-career. 

Renters. 

 

Live in city 

Goal: Buy a 

country place. 
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Couple Nº 4 
 

Single income, 

single mom. 

Renters. 

 

Live in city. 

Goal: Buy 

a townhouse 

in the city. 
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Couple Nº 5 
 

Single income, 

older sibling/ 

younger sibling. 

Owners. 

 

Live in city. 

Goal: Buy a house 

closer to work. 
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Couple Nº 6 
 

 

He’s an actor; 

she’s a painter. 

Renters. 

 

Live in city 

Goal: Move to 

a bigger loft. 
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Target Market Methodology 

 

 Market Potential, Not Demand. 

Beyond Demographics. 

Science and art. 
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 How many are likely to move to the neighborhood? 

 What are their housing preferences? 

 Who are they? 

 How fast will they rent or buy the dwelling units? 

 What are they able to pay? 

 

 Where does the potential market live now? 

Target Market Methodology 
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Science: 

Where does the potential market 

currently live?   
  

Migration Analysis 

 

Sources: Internal Revenue Service, 

American Community Survey 
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Science: 

How Many Are Likely To Move 

To The Area? 
  

 

Mobility Analysis 
  

 

Sources:  American Community Survey, 

Nielsen PRIZM 
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Science:  
  

What Are The Housing Preferences 

Of The Target Households? 
 

 Household Cluster Analysis 

Source: Nielsen PRIZM 

Lifestyle and Housing Preferences  
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Science:  
  

Who Are The Target Households? 
 

 Target Market Analysis 

Source: Nielsen PRIZM 

Lifestyle and Housing Preferences, 

U.S. Census Bureau  
 

 



Target Markets by Lifestage 
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Empty Nesters 

& Retirees  
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    Traditional & 

  Non-Traditional 

       Families  



Younger Singles 

& Couples 



Target Markets by Geography 
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Empty Nesters & Retirees 

Exurban Households Urban Households Suburban Households 

Small-Town Establishment 

New Empty Nesters 

RV Retirees 

Blue-Collar Empty Nesters 

Exurban Suburbanites 

Heartland Empty Nesters 

Country Couples 

Small-Town Seniors 

Rural Singles 

Back Country Seniors 

Rural Seniors 

Struggling Retirees 

Urban Establishment 

Cosmopolitan Elite 

Cosmopolitan Couples 

Multi-Ethnic Retirees 

Middle-Class Move-Downs 

Downtown Retirees 

Multi-Ethnic Seniors 

Blue-Collar Retirees 

Hometown Retirees 

Second-City Seniors 

Old Money 

Suburban Establishment 

Affluent Empty Nesters 

Mainstream Retirees 

No-Nest Suburbanites 

Middle-American Retirees 

Suburban Retirees 

Suburban Seniors 
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Traditional & Non-Traditional Families 

Exurban Households Urban Households Suburban Households 

Ex-Urban Elite 

Full-Nest Exurbanites 

New Town Families 

Small Town Families 

Kids ‘r’ Us 

Rustic Families 

Subsistence Families 

The Social Register 

Nouveau Money 

Late-Nest Suburbanites 

Full-Nest Suburbanites 

Blue-Collar Button-Downs 

Working-Class Families 

Full-Nest Urbanites 

Multi-Cultural Families 

Unibox Transferees 

Multi-Ethnic Families 

Inner-City Families 

Single-Parent Families 

In-Town Families 
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Younger Singles & Couples 

Exurban Households Urban Households Suburban Households 

eTypes 

The VIPs 

New Bohemians 

Twentysomethings 

Urban Achievers 

Small-City Singles 

Blue-Collar Singles 

Soul City Singles 

The Entrepreneurs 

Fast-Track Professionals 

Upscale Suburban Couples 

Suburban Achievers 

Working-Class Singles 

Ex-Urban Power Couples 

Cross-Training Couples 

Small-Town Singles 



Target Markets by Income and 

Housing Preferences 
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How Fast Will They Buy Or Rent 

The New Dwelling Units? 

ZVA Capture Rate Technique 
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What Are They Able/Willing To Pay? 

Income, Wealth, Lifestyle 

Sources:  Nielsen PRIZM, 

American Community Survey 
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Art:   
 

 Site/Neighborhood/Area Evaluation 
 

Data Interpretation  
 

Understanding 
of the Target Markets  

and Neighborhood Context 
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Optimum Market Position:   
 
  Income mix by housing type. 
 

Mix of tenure, housing, and unit types. 
 

Unit sizes and configurations. 
 

Market-based rents and prices. 
Absorption forecasts. 
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Benefits:   
 
  Reach beyond the status quo. 
 

Increase housing choice. 
 

Attract new households. 
 

Retain existing residents. 
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Lessons Learned   
 
 

Appropriate tenure and unit mix 

should be based on market preferences, 

not a rule of thumb. 
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Tenure (Rental/Ownership) 

Yonkers, NY:  75%/25% 

Cincinnati, OH:  65%/35% 

Chattanooga, TN:  50%/50% 

Wheeling, WV:  40%/60% 
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Assisted/Market   

Baltimore, MD:  30%/70%. 

Macon, GA:  35%/65%. 

Durham, NC:  50%/50%. 

Chattanooga, TN:  55%/45%. 
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The occupant’s income level 

or tenure should not be 

discernible from the street. 

Lessons Learned   
 
 



Park du Valle, Louisville, KY 
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Market-rate and assisted units 

should be interspersed. 

Lessons Learned   
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First Ward, Charlotte, NC 
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Buildings must be designed to enhance 

the public realm,  

with well-designed walkable streets 

that provide 

“eyes on the street.” 

Lessons Learned   
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City West, Cincinnati, OH 
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Lessons Learned   
 
 

New construction 

that matches market preferences, 

has the power to change  

neighborhood perceptions. 
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