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type of community registered the highest satisfaction rates. However, most 55+
respondents indicated they were happy with their current homes.

* Main reasons for moving to a 55+ owner-occupied community were family or personal
reasons, financial or employment reasons, and the desire to have a higher quality home.
In multi-family communities, family was the number one reason, but reducing costs and
increasing quality were also top priorities.

*  Within the community, design and looks were most important to 55+ single-family home
buyers, while closeness to family and friends was a higher priority in age-restricted rental
and multi-family communities.

* Home and community location relative to work location are important for 55+
households. Proximity to work as the reason for choosing a community among 55+
movers into single-family detached homes jumped from 11% in 2001 to 17% in 2007.
In addition, the number of 55+ households working from the home rose rapidly over

the six-year period. The number of movers into other 55+ owner-occupied communities
rose from 6% in 2001 to 13% in 2007.

* Active adult communities are attracting younger buyers (age 60 and under).
* Female-headed households dominate the multi-family and age-restricted rental market.

* The share of home buyers in age-qualified communities with some college education
or more has increased in the past six years, from 50% in 2001 to 73% in 2007.

¢ The share of all 55+ buyers of newly built homes using a mortgage has increased
significantly in the past six years, except for other 55+ communities which declined
from 54% in 2001 to 40% in 2007.

* The projected number of housing starts in 55+ communities will fall in 2009 as the
economy continues to weaken and prospective buyers find it difficult to sell their
current homes, but production will begin to revive in 2010.

* The share of minorities has trended upward in age-qualified and other 55+ owner-
occupied communities. The trend is likely to continue, and the 55+ housing market
is likely to become more racially and ethnically diverse.

* Even though we would expect home value and home size to be related, this does not
appear to be the case in 2001-2005. The overall rapid price appreciation across homes
of all sizes during this period appears to be driving these results.

Methodology

The information in this report is based on the 2007 American Housing Survey (AHS), the most
recent release of this ongoing data collection, and observed trends in the AHS between 2001 and
2007. The AHS is designed by the U.S. Department of Housing and Urban Development (HUD)
and the U.S. Census Bureau to capture a relatively large amount of information about the physical
characteristics of the units in which Americans live. Characteristics are tabulated not only by the
age of the occupants and structure type, but by community type. Based on the information
available in the AHS, three types of 55+ communities can be defined: age-qualified active adult
communities, other non-age-qualified 55+ owner-occupied communities (those that are not
explicitly age-restricted but nevertheless are occupied by adults age 55 +), and age-restricted
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rental communities. The AHS first began asking the relevant questions on 55+ communities
in 2001, therefore this is the earliest that trends in these types of communities can be tracked.

The decision to examine particular types of 55+ communities in detail is based not only on

the availability of responses to particular questions in the AHS, but also on the ability to capture
a sufficient number of observations to analyze. The AHS is a survey of all housing in the U.S.,
and some types of 55+ housing communities comprise a relatively small share of the total
housing stock. The definitions of 55+ community types employed here capture at least

20 observations in each cell, even when the analysis is restricted to recent movers or new
construction, and it was considered inadvisable to partition the data more finely than this.

Each of the chapters in this report focuses on a different aspect of the 55+ housing market.
Chapter 1 describes the existing 55+ communities and housing characteristics. Chapter 2

studies the demand side of the 55+ housing market by examining characteristics and mobility
trends of 55+ recent movers. Chapter 3 analyzes the supply side of the market by looking at

the new construction serving the 55+ housing market. Chapter 4 presents 55+ market projections
into 2010.




































































































































































































For access to other studies and reports from MetLife’s Mature Market Institute,
please click the Publications tab at: www.MatureMarketInstitute.com.
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