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Introduction
The purpose of the Basic Market Analysis Handbook for CFC Applicants is to provide a detailed, but
instructive and simplified guide to effectively and efficiently completing the market assessment
portion of the Oregon Housing and Community Services (OHCS) Consolidated Funding Cycle (CFC)
Application.
Applicants should clearly understand that they are not limited to, nor restricted by the resources listed,
suggestions inserted, or examples used. Each individual project will vary greatly from the
presentations in this guide.
The Handbook includes the current market assessment sections (general and summary special needs)
from the application. Included with the application section questions are some suggested resources
available to assist in answering these questions, some suggestions to assist the applicant in
completing the question, and limited examples illustrating a possible answer.
Next are the updated LIHTC market analysis requirements applicable to a formal market analysis on a
tax credit project. These requirements were included so applicants are better informed of what is
expected in a tax credit market analysis, and also to improve communication between the applicant
and market analysts.
The addendum contains the market assessment workbooks (both general and summary special needs)
available to applicants. These workbooks contain pages of forms and charts to assist in efficient
completion of the research, analysis, and reporting required. Actual examples of demographic profiles
and Summary File 3 tables available from the U.S. Census Bureau are included as examples for data
sources. Finally, a glossary of market analysis terms, many with examples, is included to further
assist the applicant in understanding many of the more common terms used in this area of real estate
analysis.
While this Handbook will be helpful to all applicants, it cannot possibly answer all of your questions.
If you need additional assistance with this section of the application, contact the Regional Advisor to
the Director (RAD) for your area. You may also contact the OHCS Market Analyst and Appraiser,
Mike McHam at 503-986-6731 or mike.mcham@hcs.state.or.us.
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Project Market Assessment
Introduction
The Project Market Assessment is used in the CFC for all projects except those applicable to the
Special Needs Market Assessment following. This includes both new construction and
acquisition/rehab projects. Example populations applicable to this section include general family,
elderly/seniors, and farmworkers. Data is typically readily available for analysis of these populations
and projects. If LIHTCs are awarded, a third-party market analysis is required.
This section of the application consists of two parts; a market assessment (Questions 1 through 7) and
a rental survey (Question 8). The section links the project’s targeted population to the specific real
estate project. The conclusions from this assessment section should provide reasonable and reliable
market support for the project at the CFC application level. General demand is concluded and
appropriate rents should be estimated for specific income ranges and unit types for the proposed
target population.
In researching and analyzing the market, sources of information may include, but are not limited to,
market participants such as onsite managers, management companies, and brokers. Additionally, real
estate reports from secondary data providers, U.S. Census data, Portland State University (PSU)
population data, and demographic vendors provide data as well. Cite the sources and methods used in
the narrative responses below.
If additional assistance is required for completing this section, see the Basic Market Analysis
Handbook for CFC Applicants on the OHCS website.
Project Market Assessment (CFC)
1. Specifically identify the target population.
• What specific population(s) is your project targeting (i.e. general family, seniors, farmworkers).

Resources: Applicant’s general knowledge of the population(s) needing to be served by the project
combined with the results in following responses.
Instructions: State in one sentence the specific population(s) of tenants you are attempting to serve with
your project.
Example: The project is directed at general family households (40% of units), and seniors/elderly over
age 65 (60% of units).
• What are the usual household sizes (number of persons per household) of this target population?

Resources: Applicant’s general knowledge of the populations. This will help define some demographic
variables in a subsequent response.
Instructions: State in one sentence, for each population, the applicable number of persons per
household.
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Example: General family household sizes will vary from 3 to 6 persons per household. Seniors/elderly
households are targeted at one or two persons per household.
• What are the median family income levels in both percent (i.e. 40-50-60%) and income (i.e. $19,655 to

$24,307) of the target population households?
Resources: Applicant’s general knowledge of the populations. Again, this will help define some
demographic variables in a subsequent response. Current incomes for various household sizes and
income levels are available from the CFC application manual or the OHCS website at
www.ohcs.oregon.gov.
Instructions: State in one sentence, for each population, the targeted percentage income level and the
applicable dollar range of these incomes.
Example: General family households are targeted at above 40% to a maximum of 60% income, which
is a range of $24,950 to $32,150 varying by household size (one to five persons) according to the 2005
(most current) CFC income tables. Seniors/elderly households are targeted at above 40% to a maximum
of 50% income, which is a range of $15,520 to $22,150 for one or two person households.
2. Briefly discuss the following regional or local (city or county) economic variables and trends,
and their impacts on demand for your project.
• Population: What are the most recent population trends (positive, negative, stable) and do these recent

trends indicate increased demand? What is the trend for the next 3 to 5 years?
Resources: City, county, and state population data is available from Portland State University’s
Population Research Center at www.upa.pdx.edu/CPRC/about/index.html. Census data is available
from the U.S. Bureau of Census at www.census.gov. See the list of tables in the excel workbook. For 3
to 5 year projections or longer, two potential sources are suggested. First, for state and county
projections the Office of Economic Analysis (OEA) at www.oea.das.state.or.us provides estimates in
five-year increments out to 2040. The local level planning department or equivalent can provide more
localized projections.
Suggestions: Keep the response short and concise and hold to as short a discussion (preferably one
paragraph) if possible.
Example: Happy County is the dominant regional influence on the project. The PSU Population
Research Center indicates the county has grown from 284,838 in 2000, to the most recent 2004 figure
of 298,450, for an annualized growth of 1.17% per year. This represents only moderate recent historical
growth. The Office of Economic Analysis indicates projected growth from 2003 to 2005 is at an
annualized 1.18%, and from 2005 to 2010 at 1.30%. Happy County’s Comprehensive Plan estimates
long-term growth to 2020 at 1.27% per year. In conclusion, growth is anticipated to remain moderate
and having a positive, rather than an adverse influence on the subject.
• Income: What are the personal income trends for the area?

Resources: Median Family Income (MFI) is available from HUD at www.hud.gov for both current and
historical data. Current MFI is also available from the OHCS website above. Per capita data is
available from the OEA above.
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Suggestions: Keep the response short and concise and hold to as short a discussion as possible. Note
that annual income data may be lagging behind by at least two years.
Example: Median Family Income (MFI) for Happy County has increased at an annualized rate of
4.85% between 2000 and 2005 according to figures available from HUD. This includes a large
corrective increase in 2003. Per capita personal income has increased at an annualized rate of
approximately 3.0% from 1995 to 2002 (year of most recent data) according to figures from OEA.
Income data does not suggest any significant changes in the number of households for various income
bands. Increases in income are anticipated to continue, but at a modest pace.
• Employment: Are employment trends indicating increased demand for this project?

Resources: The primary source of this data is the Oregon Employment Department at
www.oregon.gov/EMPLOY/index.shtml. The applicant should supplement this data with any
significant local data positively or negatively impacting the proposed project.
Suggestions: Keep the response short and concise and hold to as short a discussion as possible.
Example: Data from the Oregon Employment Department indicates continued slow, but positive
growth for civilian non-farm employment. Happy County unemployment increased from 5.5% in 2000
to 7.6% in 2004. As of February 2005 the unemployment rate remains at 7.7% (compared to 8.5% in
February 2004). Salmonville has a smaller percentage of residents with a high school diploma or
General Educational Development (GED) diploma than the state, a higher poverty rate, and a lower
percentage of home ownership. When these factors are combined, they tend to indicate a general need
for more affordable housing in the area as a whole, as well as at the project’s physical location in
Salmonville. Current slow growth employment trends are anticipated to continue in the near future.
• Other: Are there any additional regional economic variables impacting the success of this project?

Resources: As above.
Suggestions: Report only significant factors impacting the area economy, both positive and negative.
Keep the response short and concise.
Example: Current data and trends in population, income, and employment reported above are
anticipated to continue into the near future with no additional negative impact on the project. There are
no other significant factors known as this time, which could have additional impact on the project. This
includes no major employer loss in the county. Overall, moderate economic growth is forecast for the
area.
3. Define and describe the Primary Market Area (PMA), which is the geographic boundary
encompassing the prospective tenants.
• Primary Market Area: Describe the geographic boundaries of the primary market area and the reasoning

for selecting these boundaries.
Resources: Applicants knowledge of the PMA and neighborhood, applicant’s inspection of the market
area, analysis of the site in relation to the area and linkages, prior project experience, interviews with
onsite managers and management companies regarding where tenants are coming from. The
geographic area of the PMA should also reasonably coincide with the demographic data resources
such as census tracts, blocks, city, etc. to support further analysis.
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Suggestions: Keep the response short and concise and hold to as short a discussion as possible.
Example: The PMA for the project is delineated with four boundaries. Hereford Road to the north was
selected because land uses change from suburban residential to agricultural. Interstate 205 to the east
represents a major arterial linkage and only limited capture is anticipated from the opposite side of the
freeway. Jupiter Road on the south is a major east/west arterial with more expensive and noncompetitive housing to the south. The Willamette River represents a physical boundary limiting
linkages on the west side of the PMA. The boundaries encompassing the PMA provide the geographic
area from which most subject capture will occur.
• Secondary Market Area: Do not include a secondary market area unless a compelling and defensible

argument is presented for additional subject capture from this area.
Resources: Same as above.
Suggestions: Keep the response short and concise and hold to as short a discussion as possible.
Example: No secondary market area is considered for additional capture. Any tenants moving to the
project from outside the PMA, if any, are considered a bonus to the project from random and
unanticipated movement.
4. Qualify the specific housing needs of the target population.
• Based on the above household sizes, what unit types (i.e. 1, 2, 3-bedroom units) are required for the

household sizes targeted? (Use 1.5 persons per bedroom for analysis)
Resources: the applicant in Question 1 above selected The target population. The sponsor is the
resource for this question as to household population sizes.
Suggestions: Keep the response short and concise.
Example: The general family household sizes targeted by the project vary from two to five persons. The
seniors/elderly household sizes vary from one to two persons. The general family household sizes
require one, two, and three-bedroom unit types. The elderly/senior households require only one or twobedroom unit types. These conclusions are based upon the 1.5 persons per bedroom calculation and
anecdotal data obtained and verified during the rental survey of comparable market and affordable
properties discussed in a following question.
5. Describe the competition for this project in the market area.
• Identify the existing market and affordable projects (and the number of units) in the PMA that would

compete directly with this project.
Resources: 1) The sponsor’s inspection of the PMA. 2) The OHCS list of all known low-income projects
and units is called “All of Oregon Low-Income Housing Projects” and this file is available from the
OHCS website. It is a reference, but should be considered only as a continually updating draft because
the Department has not independently verified all of the information. 3) Following up on leads provided
by market participants during rental surveys. 4) Contact the RAD for your region for any additional
leads. 5) Utilize the comparable rental forms and grids available from the excel market assessment
workbook.
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Suggestions: There may be many similar projects in the area, but examine only those most comparable
and competitive with the project. Competitive properties for the project would be those similar in
location, age, design, quality, condition, unit amenities and project amenities. While most projects
compete with other affordable projects, also consider if any market rate projects may compete with the
project.
Example: As a responsible sponsor for the proposed project, I personally inspected the PMA, identified
competitive properties, and analyzed the competitive position of the proposed project. I also analyzed
the impact of the project on the competitive environment considering both old and new existing
product. In tandem with this inspection, I surveyed the most competitive projects as rent comparables,
which will be discussed in a following response.
Five competitive new general family, low-income projects were identified within the PMA and contain
a total of 536 units. Three of these projects were located using the OHCS low-income housing list. One
of these projects was discovered only through a lead provided by one of the onsite managers
interviewed during the rent survey. One was identified during inspection of the PMA. However, one
project of 53 units targets household incomes below 40% (not in the proposed project’s income bands),
which leaves a total of 483 actual competitive units. Though there are variances in some characteristics
between the newer projects and the proposed project, these inspected projects would be considered as
substitute properties by prospective tenants. The RAD was contacted, and indicated no other known
additional existing inventory other than those identified.
There were no new competitive senior/elderly projects discovered in the inspection or additional
research. Inspection indicates the proposed project will be faced with existing competition for general
family, but none for the seniors/elderly segment. More details will be provided in the following
responses.
Data from these projects indicates one and two-bedroom units are the most common. There are no
studio units, nor any four-bedroom units in any of the projects. Only a few three-bedroom units are
present. Interviews with the onsite managers at all of the projects indicate that while one and twobedroom units are the most popular, there is some need for more three-bedroom units in the area.
Managers also reported that seniors living in these projects prefer the one-bedroom units the most, with
only a few requests for two-bedroom units. Managers also reported that based on senior’s traffic
through the existing projects, a senior’s only project in the area might be a good idea.
• Identify the number of planned, proposed, or under construction projects (both market and affordable)

and number of units in the development pipeline that will compete directly with the proposed project in
the foreseeable future?
Resources: As above.
Suggestions: Keep the response short and concise.
Example: The OHCS low-income housing list indicated one LIHTC family project was funded about
1½ years ago. No onsite managers interviewed, nor other market participants, knew of any pipeline
market or affordable projects in the area. None were discovered on inspection. The area RAD was
contacted, and reported first, the LIHTC project had stalled, was about to loose its credits, and would
probably not be developed. The RAD did indicate a 60-unit low-income senior’s project was planned
by an experienced, for profit developer who would be applying for tax credits in the next CFC round.
The timing of the development, if successful, would roughly coincide with our project.
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Overall, the only concern for pipeline activity is the single senior’s project, which could significantly
impact our project. We do not have the funds or expertise to adequately evaluate the risk of this
competitive project. Therefore, we have made what we consider a good business decision. If successful
in the CFC round, the third-party market analysis will be ordered immediately with delivery within 60
days of reservation. We would then have some indication of demand early in project development.
From this report, we can make decisions as to how to proceed with our project.
• Analyze and describe the impact of the proposed project on existing older projects and units in the

PMA, which have similar or lower, rent levels as those proposed for the project.
Resources: As above.
Suggestions: Keep the response short and concise.
Example: Inspection also revealed that most of the older multi-family projects, both market and
affordable, in the PMA were not in very good condition. Only a portion of the tenants in these projects
should be attracted to the proposed project, assuming competitive (and somewhat higher) rents. Many
tenants will choose to remain in place. However, the new units combined with affordable rents should
entice a larger number of market-rate tenants, who are income qualified, into the proposed project. This
would reduce the rent burden on these households. It will also increase the vacancy in older projects
and place more economic stress on these.
6. Discuss the following five demand indicators from the market and conclude what these are
indicating for your project’s demand.
Resources: Primary data sources include the PMA inspection performed above, discussions and rent
surveys with managers and agents, and interviews with housing authority personnel. Secondary data
sources would include property surveys and reports prepared by market participants such as real estate
brokers, appraisers, market analysts, or local governments.
Suggestions: Adequately researching and understanding these five variables is very important to the
project. Keep the responses short and concise and understand the implications to this basic real estate
data and analysis.
• Indicator 1 - Vacancy: What are current affordable and market-rate project physical vacancies and

recent vacancy trends indicating about the demand for this project, both project and unit type? Insert
vacancy data into the following table “Average Vacancy Rates”.
Example: The Happy Valley County Apartment Survey, published by CDBG Brokerage was consulted
for long-term vacancy trends in the market and Salmonville submarket of the project. Both areas had
increasing vacancies beginning in 2001 and peaked at the end of 2004. Salmonville escalated to a high
of 8.2% at the end of 2004, with current vacancy declining to 6.2%. Although this survey is of marketrate apartments, it does indicate the general market has been soft. Interviews with onsite market-rate
managers during inspection confirmed this data as well.
Low-income apartments similar to the project followed a similar vacancy trend. Managers indicated the
increase in vacancy was caused primarily by two factors. First, the poor job market and increased
unemployment rate as described above caused a loss of tenants choosing to move to less economically
depressed areas. Second, lower interest rates allowed many tenants to purchase homes removing these
households from the apartment market. Managers reported the improving regional job market and
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interest rates beginning to rise are reversing the two trends and causing an increase in apartment
demand and occupancies. A more stable market with an approximate 5% vacancy rate is anticipated by
the beginning of next year.
Managers also reported that two and three-bedroom units had higher vacancies than the one-bedroom
units due to families being most impacted by the regional economic trends described. One-bedroom
units were relatively insulated during this time.
• Indicator 2 - Rental Concessions: Are rent concessions present or absent in your PMA and what does

this indicate about current demand?
Example: Both the survey and managers reported concessions were present in the market. Offering
concessions began with increasing vacancies during the recent past. The most typical concessions are
one-half month free rent on a six-month lease and one-month free on a year’s lease. This approximates
an 8% deduction from the quoted rent to the effective rents on projects. Concessions are offered in
market-rate complexes, but not in affordable complexes. Manager’s report this may only continue for a
few more months. Concessions are indicating the market remains soft, but recovering. An allowance for
concessions will be analyzed in the following rental analysis.
• Indicator 3 - Absorption Data: If any projects in the area are undergoing absorption (leaseup), what do

the rates of absorption indicate about demand, as well as demand by unit type?
Example: No new projects have been completed and undergone leaseup in the PMA during the recent
past. A search of properties on the OHCS supply list combined with speaking with the RAD indicated
four similar properties outside the area could provide some absorption data. The RAD confirmed these
properties are in similar economic areas and could possibly provide limited absorption data, which
should be tempered with good judgement.
Data obtained from these properties indicated an absorption pace of from 8 to 12 units per month on
general family, and 4 to 6 units per month on seniors. This data includes an approximate three percent
of the units being preleased. Although the data is from similar properties, all had superior site locations
than our project and two of the projects were targeting a lower income band. These two characteristics
would indicate our project should anticipate a slower absorption pace and longer leaseup period.
• Indicator 4 - Wait Lists: How many households with the same income bands as the proposed project are

on existing project wait lists, as well as the housing authority’s wait lists. What does this indicate for
demand by unit type? Segregate these household figures by both income bands and unit types.
Example: Individual project wait lists have decreased substantially during the past three years. The
manager of each project reported relatively small numbers of households on individual complex lists. It
was also reported that the wait list increased for one-bedroom units, but the number of families on wait
lists are slowly increasing for larger unit types such as the three-bedrooms. This data pertains only to
households in the projects income bands and unit types.
The Salmonville Housing Authority (SHA) was contacted for information on the local wait lists. A total
of 895 households are on some form of wait list at the SHA. The SHA does not specifically segregate
households by income band, but did provide their best estimate of income segregation. Most of the
households are below the 50% MFI range, with most of these, or an estimated 75%, being below 40%
MFI. This provides a rough estimate of 224 households with incomes applicable to the project. The
SHA also reported that over 50% of these households were considered seniors who were having
difficulty finding smaller unit types for housing.
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• Indicator 5 - Anecdotal Data: During your interviews with market participants, such as onsite managers,

what is the anecdotal data indicating about demand for your project and its unit types?
Example: Various market participants were interviewed during this process. Brokers assisting us in
finding a suitable site to purchase reported land for multi-family use was hard to find due to scarcity
caused by nearly complete buildout in the PMA. The brokers reported many investors were in the
market looking for both developable land, and existing apartment complexes to purchase. These
investors are motivated by the long-term economic and population growth expectations for the area.
This data was further confirmed by the Happy Valley County Apartment Survey.
Onsite managers of market-rate projects generally reported no need for additional market-rate
apartments. They cited both higher vacancies and rent concessions as evidence for a lack of need in a
very competitive market. When pressed about adding affordable units, managers were reluctant to
answer. However, managers reported they were having to refuse leasing to several prospective tenants
each month because they did not have sufficient incomes to qualify for units at the market-rate
complexes. They also reported many potential senior tenants were lost due to a lack of one-bedroom
units to rent.
Onsite managers of low-income projects reported that a few more affordable units are demanded, but
not too many. They reported that most of the demand was below 50%, and especially below 30% MFI.
Due to a lack of additional Section 8 vouchers, many households were having difficulty finding
affordable housing. Managers stated that one-bedroom units were in most demand both by low-income
singles or young couples as well as seniors. Managers reported a lot of traffic by seniors due to a lack of
senior housing in the PMA. They stated that two-bedroom units are returning to popularity. Only a few
three-bedroom units are demanded over time. Studios and four-bedroom units are absent in the
marketplace and display little reported demand.
7. Conclude the estimated demand for your project.
• Using the above regional and PMA data, existing and proposed (pipeline) supply data, combined with

data analyzed from the five demand indicators, conclude with a reasonable and compelling argument
for the project’s demand in the marketplace. This demand should consider current needs as well as
those forecast into the foreseeable future.
Resources: All of the above.
Suggestions: This should be a reconciliation of the market data analyzed in prior questions. The data
should be concisely summarized and lead to a reasonable conclusion based on the data collected and
analyzed. This is the final compelling argument for funding and developing the project.
Example: The applicant prepared this market assessment at the beginning of our development process
and allowed the market data to shape our conceptual project as much as possible.
Data from the general region and PMA indicate that population will continue to increase at a moderate
pace. Income is anticipated to increase as well. The employment picture is slowly improving after a
recessionary period. The area has a smaller percentage of resident high school graduates than the state,
a higher poverty rate, and a lower percentage of home ownership. No data indicates any significant
adverse change in the local economy. Overall, the PMA is an area with existing residents in the target
population, which could be anticipated to continue and increase into the foreseeable future as
population grows. Thus, we not only have an existing tenant supply, but the data suggests a supply of
replacements for the future.
Market Analysis Handbook
May 18, 2005

Page 11

Existing, low-income general family complexes exist in the area and some will complete with our
project. However, there are no seniors projects in the PMA, but one complex is anticipated to enter the
market about the same time as ours. Our initial conceptual project was for 125 total units with 60% of
the units as general family and 40% seniors. Following our analysis of supply and additional market
data, we believed it prudent to reduce the scale of the project to 60 units and change the population mix
to 60% seniors and 40% general family.
Analysis of current vacancies and rental concessions indicated a soft, but recovering general as well as
low-income market. The vacancy trend is decreasing towards a more typical 5% stabilized vacancy.
Concessions are not present in the low-income complexes. We believe it prudent to use a slightly higher
vacancy of 7% in our proforma of this project. This allows for at least recognition of a 5% stabilized
vacancy and an additional 2% as an insulator for adverse economic cycles or intermittent periods when
concessions may be necessary to remain competitive.
Absorption data indicates absorption of 8 to 12 units per month for general family and 4 to 6 units per
month for seniors, which includes preleased units. Due to the anticipated slower market, we are
forecasting absorption rates at the low end of the range at 8 units per month family and 4 units per
month seniors.
Wait lists support our premise that sufficient household demand is present in the market. While a
demographic analysis goes beyond the scope of the application, the wait list data and estimates
provided by the SHA do provide at least some minimal quantification of the total household demand of
224 households to be served. For our 60-unit project, this is an estimated 27% capture, only slightly
more than the preferred 25%.
Anecdotal data from market participants indicate an improvement in the PMA multi-family market,
both conventional and affordable. Brokers report that the area is popular with investors and developers
who consider the area and property type as a good long-term investment. Additional anecdotal data
assisted in selecting our unit types, unit square footages, amount of common areas, unit amenities, and
project amenities. This data helped us prepare an initial and preliminary project design (see
application), incorporating suggestions to increase the long-term marketability of the project while also
reducing total project cost.
The market data from the above discussion supports demand for the proposed project. To further
examine any risk and to provide additional market data for project design, the applicant will have a
formal market analysis prepared immediately after funding rather than postponing the analysis until
later in the development process. We believe this is reasonable and prudent development practice.
Rents applicable to the project are illustrated in the following question.
8. Prepare a rental survey of comparable market-rate and comparable low-income (affordable)
complexes in the area of the project. This survey (see instructions below) by necessity, may extend
beyond the PMA in order to provide sufficient data for reliable conclusions. While there is no narrative
discussion for this question, you may be asked to provide additional rental information as a condition of
reservation.
Resources: Primary survey of the most competitive market and affordable complexes available in the
PMA or similar areas. Secondary surveys/reports and the OHCS inventory list can assist in selection.
In the OHCS Project Market Assessment Excel Workbook (available from our website) there are rent
comparable field sheets, which are very useful while interviewing managers. Summary grids are also
present to help organize and analyze the collected data.
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Suggestions: This survey can be conducted as you are inspecting and defining the PMA. Since there are
nearly always differences between your project and the rent comparables, make some attempt to
account for these differences when concluding your project’s unit rents. If your project is better
(superior) to the comparable, make a reasonable and simple upward gross adjustment to the
comparable. If your project is not as good as the comparable (inferior), make a reasonable and simple
downward gross adjustment to the comparable. If your project is the same (equal) to the comparable,
no adjustment is necessary. Deduct concessions to estimate the actual rent collected. Conclude your
rents as if you were seeing your project through all of the eyes of the prospective tenants as they seek a
place to live. Remember the tenant’s creed “get the most, of the best, for the least”.
You can enter or delete rows on the following tables to accommodate all of the unit types and income
levels.
• Complete both the “Market Rate Complexes” and “Comparable Affordable Complexes” portions of the

“Rent Comparison Chart” which follows.
Instructions: Select a minimum of five of the most comparable and competitive market-rate and lowincome projects nearest your project, and survey these projects for rents, project amenities, and unit
amenities. In practice, these will probably come from those surveyed in Question 5 above. Subtract any
rent concessions from the quoted rent to estimate the actual rent (effective rent) paid by the tenant.
Make only reasonable gross comparisons of these competitive rents to the proposed project and
conclude estimated rents for your project by unit type.
• Following your comparison and analysis, estimate and finalize the affordable rents for your project and

insert these rents in the “Project Rents” area of the “Rent Comparison Chart”. Make certain the project
rents concluded are at least 10% below market rents. These are the rents that should be used on the
income proforma in the “Pro Forma Pages” in a following CFC section.
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Average Vacancy Rates
Specified
Unit
Type

Market Rate Complexes
Total
No. Units Vacancy
Units
Vacant
Rate

Affordable Complexes
Total
No. Units Vacancy
Units
Vacant
Rate

SRO
Studio
1 Bedroom
2 Bedroom
3 Bedroom
4 Bedroom
Group
Total
Insert data only for the units targeted for your project, place a NA in those not applicable.

Rent Comparison Chart
Market Rate Projects
Project Units
Apartment
Type

Project
Rents

Similar Age Projects
# of
Units

*Rents

Comparable Affordable Projects
Rents @ 50% MFI

Rents @ 60% MFI

# of
Units

# of
Units

Rents

Rents

SRO
Studio
1 Bedroom
2 Bedroom
3 Bedroom
4 Bedroom
Group
Insert data only for the units targeted for your project, place a NA in those not applicable.
1

2

Do not include any affordable units whose rent subsidy raises rents above fair market
levels, i.e. some Section 202, Section 811, Section 236 or RD rental assistance contracts
or agreements.
* Insert the concluded estimated market rent for each project unit type.

NOTES:
•

If the project is awarded a CFC reservation of funds, OHCS may request additional rent and
market assessment information as a condition of reservation.

•

All LIHTC applicants must provide an independent, third-party Complete Market Analysis after
award and before carryover as per the special instructions noted in the LIHTC Program
Description section. It is suggested the report be completed and submitted as soon after the award
as possible.

•

All bond-financed projects may be required to provide further market information in the appraisal
as per the special appraiser instructions in the bond application.
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SUMMARY SPECIAL NEEDS MARKET ASSESSMENT
This Summary Special Needs Market Assessment is used in the CFC (if not applying for LIHTCs)
for projects where all units house specific special needs (SN) populations including disabled
populations (physically and developmentally), victims of domestic violence, children, ex-offenders,
homeless individuals and families, persons with HIV/AIDS, chronically mentally ill, and persons
recovering from alcohol and drug abuse. Farmworker populations will use the more complete
“Project Market Assessment” currently in the application due to employment factor analysis.
Although seniors (elderly) is considered a special needs population, the senior’s analysis should also
follow the current “Project Market Assessment” due to the size of the population and good available
qualitative data. CFC applications targeting special needs populations and applying for LIHTCs
should also use the current Project Market Assessment. This summary type of market assessment
applies to smaller SN projects (less than 20 units).
Complete the following narrative questions while completing the Page 1 – Marginal Demand of the
Excel “Special Needs Workbook” available from the OHCS website www.ohcs.oregon.gov. Submit
Page 1 with the application. Remaining pages in the workbook are not required, but contain
worksheets which may assist the sponsor in completing the section more completely and efficiently if
desired. The following questions and the workbook are designed to be completed simultaneously,
compliment one another, reduce time/expense for the applicant, and produce credible and reliable
results. However, due to the brevity of the analysis, the reliability of the data and conclusions
becomes more significant.
This section of the application consists of two parts; a market assessment (question 1 through 6) and a
special needs rental survey (question 7). The assessment section links the specific real estate to the
special needs population. The conclusions should provide reasonable, reliable, and verifiable market
support for the proposed project. Marginal (unmet) demand and appropriate rents should be estimated
for the specific target population.
In researching and analyzing the market, sources of information may include, but are not limited to,
market participants such as onsite managers, management companies, and brokers. Additionally, real
estate reports from secondary data providers, U.S. Census data, Portland State University (PSU)
population data, and demographic vendors provide data as well. Cite the sources and methods used in
the narrative responses below.
If additional assistance is required for completing this section, see the Basic Market Analysis
Handbook for CFC Applicants on the OHCS website.
1. Describe the Primary Market Area (PMA), which is the geographic boundary encompassing the
prospective tenants.
• Primary Market Area: Describe the geographic boundaries of the primary market area and the reasoning

for selecting these boundaries.
Resources: Applicants knowledge of the special needs population and services, and how tenants will be
attracted to the proposed project. Linkages to resident services (if offsite), commercial goods and
services, and medical facilities are important. Experience gained from other projects in selecting the
PMA should be cited. The geographic area of the PMA should also reasonably coincide with the
demographic data resources such as for cities or counties to support further analysis.
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Suggestions: Keep the response short and concise and hold to as short a discussion as possible. Simply
describe the area from which most tenants will be drawn. For many populations and areas, this is
anticipated to be the county. Do not include a secondary market area unless a compelling and
defensible argument is presented for additional subject capture from this area.
Example: The PMA for the project is considered to be Happy County. The entire county was selected as
the PMA because persons in this special needs population have few choices as to where they can reside
and receive the necessary services and care. The actual site will be located in the City of Salmonville,
which provides a central location for residents to be near their families living in Salmonville or other
nearby parts of the county.
The city provides not only commercial goods and services, but has additional medical services not
available in nearby cities. This is critical to our targeted population. Streets and highways in the area
provide good linkages to the project. There is a shortage of similar type of housing in the remainder of
the county and state. Some residents could come to the project from outside the county, but none are
included in our analysis as this is anticipated to occur infrequently.
• For the current year, what is the population of the PMA and at what rate is it forecast to grow?

Resources: City, county, and state population data is available from Portland State University’s
Population Research Center at www.upa.pdx.edu/CPRC/about/index.html. Census data is available
from the U.S. Bureau of Census at www.census.gov. For 3 to 5 year projections or longer, two
potential sources are suggested. First, for state and county projections the Office of Economic Analysis
(OEA) at www.oea.das.state.or.us provides estimates in five-year increments out to 2040. The local
level planning department or equivalent can provide more localized projections.
Suggestions: Keep the response short and concise and hold to as short a discussion as possible.
Upon completion, answer questions A, B, and C on Page 1 of the workbook.
Example: Happy County is the dominant regional influence on the project. The PSU Population
Research Center indicates the county has grown from 284,838 in 2000, to the most recent 2004 figure
of 298,450, for an annualized growth of 1.17% per year. This represents only moderate recent historical
growth. The Office of Economic Analysis indicates projected growth from 2003 to 2005 is at an
annualized 1.18%, and from 2005 to 2010 at 1.30%. Happy County’s Comprehensive Plan estimates
long-term growth to 2020 at 1.27% per year. In conclusion, growth is anticipated to remain moderate
and having a positive, rather than an adverse influence on the subject.
2. Specifically identify the target population
Resources: The best resources include the applicants knowledge of the specific special needs
population, local service providers and case workers serving this population, the program manager and
case workers for the specific county Health and Human Services Department, and Oregon Department
of Human Services www.oregon.gov/DHS/index.shtml.
Suggestions: Keep the responses short and concise. Many special needs populations are defined as a
single population under one general umbrella term. However, housing needs vary widely within the
total special needs population. It is extremely important for the applicant to precisely define and
identify only that segment of the greater population that the applicant intends to serve.
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• What is the population targeted (DD, CMI, A&D, other)?

Example: The target population for the proposed project is severely developmentally disabled
individuals requiring additional in-house care and supervision. The applicant is aware that this is only a
small segment of the larger population impacted by developmental disabilities.
• What are the household sizes?

Example: The project is directed only at individuals, which equates to a household size of one.
• What are the income ranges ($ and % MFI) of the population served at the subject project?

Example: The income range of the target population is considered 30% or less MFI. Because this
population is unable to work, income is primarily from entitlements. This low-income range translates
to realistic annual incomes of $6,297 to $11,100 per year. The rental implications of targeting such a
low-income range will be further explained in the following rental analysis question.

3. Quantify the target special needs population and the specific housing needs.
Resources: The best resources include the applicants knowledge of the specific special needs
population, local service providers and case workers serving this population, the program manager and
case workers for the specific county Health and Human Services Department, and Oregon Department
of Human Services www.oregon.gov/DHS/index.shtml.
Suggestions: The discussion should be brief, but concise. The discussion should lead the reader to the
same conclusion, but based on verifiable data. Simply describe the area from which most tenants will
be drawn. For many populations and areas, this is anticipated to be the county. Do not include a
secondary market area unless a compelling and defensible argument is presented for additional subject
capture from this area.
Upon completion, answer questions D, E, F and G on Page 1 of the workbook.
• Precisely identify how many targeted special needs persons are in the PMA.

Example: The applicant is aware of a large number of severely developmentally disabled (DD)
individuals who need assistance with housing. To quantify the specific population for the proposed
project, the applicant contacted the Happy County Developmentally Disabled Services. The county
estimates there are a total of 3,879 persons impacted by DD. This estimate is calculated using a 0.013
factor from within a range of prevalence factors for DD in the population that range from about 0.010 to
0.018. Of the 3,879 person estimate, only a portion is the target population of the proposed project.
The coordinator at the county DD office reported that only a portion of the above total are on the case
load list for requesting services. This is because many choose to live independently and others are
provided all care and services by family members. The current case load total is 892 individuals at all
levels of DD. This is the DD population that requires more assistance. Again, only a portion of this
number is the target population of the project.
The coordinator also discussed the housing needs of these 892 individuals with all of the caseworkers,
who work with the three service providers in the county. Caseworkers reported the number or
individuals who are classed with severe DD requiring the 24-hour care and resident services, which will
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be provided at the proposed project. This eliminates all of the identified population less severely
impacted by DD as well as those more severely impacted, who may be a danger to themselves or others
and are not part of the target population. The county concludes an estimate of 107 individuals fitting the
characteristics of the target population.
The applicant is one of three service providers in the county. The two other service providers were also
contacted for information. Based on data from all three service providers, the specific target population
could range from a low of 96 to a high of 115 at any one time. The county conclusion of 107 is a
reasonable and verifiable figure to use for analysis. It is also imperative that the trend in this specific
population is growing on an annual basis.
• Identify how many households are in this population, which are income qualified for your project.

Example: The number of households represented by these 107 persons is also 107 households due to the
severe DD target population characteristics. However, not all of the households qualify for the project
because 30% MFI sets the upper limit of income qualification. A total of 17 individuals were eliminated
by caseworkers and providers knowing that their incomes were greater than 30% MFI. This leaves a
remainder of 90 individuals/households.
• Estimate the number of qualified households that would actually move into your project and provide

reasonable support for your figures.
Example: Caseworkers in conference with service providers estimate that of the 90 income qualified
individuals, approximately 84% of the total would actually move. The remainder of individuals not
choosing to move is expected to remain in private homes with family.
• What unit types (group home, studios, 1, 2 bedrooms) are needed for these household sizes?

Example: The target population requires maximum 24-hour per day supervision in a secure
environment. Both service providers and the state have an established record that the needs of these
individuals can best be served in a five-bedroom group home. The proposed project will be a fivebedroom group home.
4. Describe the competition for this project in the market area.
Resources: 1) The applicant’s knowledge of the population and PMA. 2) The OHCS list of all known
special needs projects and units is called “All of Oregon Low-Income Housing Projects” and this file is
available from the OHCS website. It is a reference, but should be considered only as a continually
updating draft because the Department has not independently verified all of the information. 3)
Knowledge or following up on leads provided by market participants such as the county offices or other
service providers supply or rental surveys. 4) Contact the RAD for your region.
Suggestions: There may be many similar projects in the area, but examine only those most comparable
and competitive with the project. Competitive properties for the project would be those similar housing
the same populations, similar in location, age, design, quality, unit amenities and project amenities.
While most projects compete with other affordable projects, also consider if any market rate projects
may compete with the project.
Upon completion, answer questions H, I and J on Page 1 of the workbook.
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• How many existing units (include all ages) are currently present in the PMA that would compete with

the subject?
Example: The applicant attempted to identify all units/group homes in the PMA (county), which are
housing the same target population as the subject. Our organization has four, five-bedroom group
homes. The second service provider, Provider 2 has three, five-bedroom group homes. The third
provider, Provider 3 has two, five-bedroom group homes. Thus, there is a total of 45 existing bedrooms
in nine group homes serving the same specific population as the proposed project. All 45 bedrooms are
considered competitive. Eight of the group homes are on the OHCS supply list, providing additional
conformation. OHCS was informed of the one missing from the list so the list could be updated.
• Where is the population currently residing?

Example: Of the 45 individuals currently not appropriately housed and who could move to the project,
41 remain in a family home being cared for by aging parents. Three are placed in nursing homes. These
three have a level of severity, which could better and less expensively be met in the proposed group
home. The remaining individual is presently in transition with place of residence unknown. This data
was collected from the caseworkers of the county and various providers previously referenced.
• How many units are proposed or in the pipeline that could compete with the subject?

Example: The applicant researched this question through the county office, the other two service
providers referenced in the proceeding, and the RAD for the area. The only known supply in the
pipeline consists of two, five-bedroom group homes planned by the two additional service providers
above. These are considered to be realistic developments, which should proceed. These were confirmed
with the RAD as being the only other competitive properties in the pipeline other than our proposed
group home. Thus, not counting our project, there are a total of 10 beds in two group homes proposed in
our PMA. We are proposing an additional single group home with five bedrooms.
5. Conclude the estimated marginal (unmet) demand and capture rate for your project
(automatically calculated on the excel table).
Resources: If the applicant has completed the above questions credibly and reliably, this question will
be answered from the results on the Page 1 workbook table.
Suggestions: Review the above discussions insuring a reader has sufficient supportable data to arrive
at the same conclusion as the applicant. Both discussion and conclusions should be credible and
reliable. Simply narratively state the conclusions from the table. If any additional discussion is needed,
be very short and concise.
Attach the completed “Page 1 – Marginal Demand” table from the Special Needs Market
Analysis Workbook to the end of this section.
The attached table illustrates the marginal (unmet) demand for the project to be 29 units (after applying
the 84% move rate) with a capture rate of 17.0%. The relatively small number of units would typically
be of concern in examining a real estate project, however, it should be readily apparent to the reader
that the population figures and analysis leading to this conclusion are very reliable and are verifiable
from the above sources. Keeping the capture rate lower than the threshold by building fewer units/beds,
provides an additional buffer against the additional risk of variances in the estimates.
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6. Briefly discuss three additional demand indicators for the project and conclude this section.
These other indicators include vacancy, wait lists (current and updated), and anecdotal data from market
participants such as other service providers and managers. Discuss these variables as indicators of
demand for the subject. Include all of the competitive complexes. What is the current vacancy rate of
similar units in the PMA?
Resources: Primary data sources as above. Additional sources could include the PMA inspection,
discussions with managers and agents, and interviews with housing authority personnel.
Suggestions: Adequately researching and understanding these three variables is very important to the
project. The applicant should make a compelling argument for the project based on a brief discussion
of these variables. Keep the responses short and concise.
• Indicator 1 - Vacancy

Example: A total of 45 existing units/beds in nine group homes were identified in the above analysis.
These are the only competitors in the PMA and thus, represent the total supply. The applicant
interviewed all the providers, who manage and service these 45 beds. All three providers, including the
applicant, have vacancy rates approaching zero. Vacancies only appear when a tenant (client) leaves the
facility for some permanent reason such as care needs advancing to the state to where the individual
must be placed in a nursing home. Physical vacancy results during the interim of replacing the resident
with a new resident. This typically happens within one month or less. The residents normally stay for
years. Thus, long-term vacancy is typically less than 2.0% based on the solid data researched. However,
we will use a vacancy of 5% in the pro forma to account for any additional risk to the real estate.
• Indicator 2 - Wait Lists

Example: In the case of this specific special needs population, individual group homes do not keep a
wait list. Tenants considered on a “wait list” are those specific individuals identified by caseworkers
currently on the county roles of those who are considered to be awaiting the specific housing the
proposed project could provide. The table illustrates a total of 29 individuals would be considered as
wait list candidates. This is a very reliable figure based on the type of credible and reliable analysis
prepared in this section. The county and providers also indicated that this figure increases annually,
which means additional residents will be available to fill vacancies for the foreseeable future.
• Indicator 3 - Anecdotal Data

Example: The applicant’s experience and project specific data, data from the county and its
caseworkers, and data from the other two service providers all suggest this project is needed. All market
participants conclude housing for the severe DD population requiring 24-hour care is lacking in the area
and that additional housing is needed. This is further supported by the actual figures analyzed in this
analysis.
7. Precisely describe how individual unit rent is established for the project and how it compares
with similar projects housing the same population. This analysis assumes tenants do not have incomes
applicable to typical rental analysis, and how project rents are derived is critical. Describe the typical
tenant’s income and where it comes from. If tenants are on Supplemental Security Income (SSI) or Social
Security Disability (SSDI), limited income with a voucher, or rent is supplied by another funding source,
describe how the unit rents are derived from these sources. How do funding trends impact these rents? If
tenants were not living in the subject project, where would they go? Compare these rents to the proposed
affordable project rents. Justify how and why the project rents are applicable to the subject project.
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Resources: Primary data sources as above.
Suggestions: It is imperative that the applicant communicates how rents for the special needs tenants
are derived. This type of summary analysis generally assumes tenants do not have incomes capable of
paying rent without some form of public assistance, especially SSI. Keep the responses short and
concise.
Example: The anticipated residents or tenants of the proposed complex were precisely defined in the
above. It should be apparent that this DD population is incapable of working to pay rent and that rent
must be paid with some type of public assistance. SSI is the most typical form of rental assistance
available to these residents. Therefore, the project pro forma reflects rental income from a portion of the
total monthly SSI benefit. Currently, the total SSI benefit is $560 allocated as below:
Rent
= $198
Utilities = $ 40
Food, etc. = $322
Total
= $560
For a five-bedroom group home, individual bedroom rent is $198 and a total of $990 ($198 x 5) per
month for rent. The utility allowance would typically be $40, but for a five-bedroom group home, the
allowance is $155. Therefore, the total monthly rent and utility allowance collectible is $1,145 ($990 +
$155). This is the amount of rent, including utilities, used in the pro forma to follow.
NOTES:
•

If the project is awarded a CFC reservation of funds, OHCS may request additional rent and
market assessment information as a condition of reservation.

•

State Bonds do not require a market assessment as part of the application for certain populations.
Contact the Housing Finance Section for additional guidance or questions.
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LIHTC Market Analysis Requirements
Competitive CFC:
The following Market Analysis outline applies specifically to applicants who have
received a reservation of competitive Low-Income Housing Tax Credits. It contains
directions and guidance for the market analyst, and also includes a report outline to
assist the independent, third party market analysts in meeting OHCS reporting
requirements.
Non-Competitive LIHTC and tax-exempt Bonds:
Projects applying for 4% LIHTC and tax-exempt bonds must provide a complete market
analysis in order to meet requirements for a complete application. The 4% LIHTC and
OHCS bond applications will be reviewed and approved concurrently. The market analysis
may be combined with the full narrative appraisal provided the appraiser is an OHCS
approved market analyst. However, if OHCS concludes the market information is
inadequate or incomplete, additional market analysis may be required. For OHCS bond
appraisal instructions see: www.ohcs.oregon.gov/OHCS/HFS_program_overview.shtml.
Responses to the “Market Assessment and Housing Needs” questions and tables found in the LIHTC
Narrative Questions section of the CFC application will be reviewed and used to determine initial
eligibility for CFC funding during each competitive cycle. For the CFC application, a Complete
Market Analysis is not necessary, nor will it be reviewed in whole or in part, if submitted. This
provides a level playing field for all applicants during the funding cycle and prevents burdening any
applicant with additional expense for a complete market analysis before reserving credits.
Federal guidelines (Community Renewal Tax Relief Act of 2000) require all applicants for LowIncome Housing Tax Credits to provide a comprehensive market study of the housing needs of the
target population served by the proposed project. If an applicant is awarded a reservation of LIHTCs
based on the information included in the CFC Application, a formal Market Analysis will be required.
By IRS regulation, this market analysis must 1) be conducted at the Sponsor/Developer’s expense
and, 2) be completed by a disinterested third-party market analyst approved by OHCS.
A list of approved market analysts is available from OHCS via the website www.ohcs.oregon.gov.
This list is composed of analysts meeting minimal requirements, but does not guarantee an acceptable
market analysis report. The market analysis must be submitted to OHCS no less than one month
before application for carryover is made for projects receiving competitively awarded tax credits.
During the underwriting process, OHCS will make the final decision regarding the adequacy of the
analysis and reliability of the conclusions reported in the third party Market Analysis. Market
analyses should reflect current conditions and consider future trends and therefore, include updated
information if they are older than six months by the time they are submitted to OHCS. OHCS
reserves the right, at its sole discretion, to reject the third party analysis, require additional
information, require amendment to the original report based upon the third-party analysis, or accept
the analysis.
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The Complete Market Analysis must provide the information requested in the following outline. This
outline should not be considered a rigid format, but the report should be at least similar to the
following outline and include the requested information. Information not available should be
specifically stated. The report should include any additional information and analysis the market
analyst deems necessary to producing reliable and creditable conclusions for the project.

MINIMUM COMPLETE MARKET ANALYSIS OUTLINE
(To be completed by a third-party analyst from the approved OHCS list. This
report should not be submitted with the CFC application.)

The following provides a market analysis outline to guide the independent, third party market analyst
in completing the required report. The first portion of the report requires description and analysis of
the region, neighborhood, site, and improvements. These components link the locational and physical
characteristics of the project to its surrounding market area and targeted population. Site and
improvement analyses measure the productivity and marketability of specific characteristics, and
provide a market-supported basis for approving or recommending any beneficial changes in the
project for further consideration.
The next segment of the report is the analysis of the subject’s market and potential for marginal
(unmet) demand. Rental surveys, adjustments to comparables, and conclusions identify appropriate
unit rents for various scenarios of financial analysis. A demand/supply analysis will eventually
conclude whether sufficient marginal demand is present in the market to support construction,
conversion, or rehabilitation of the project.
Although marginal demand can be quantified with demographic analysis, additional variables
including vacancy analysis, data regarding rent concessions, housing authority and specific
comparable project wait lists, absorption data, and anecdotal data provide equally important facts and
conclusions. The bulk of all the data leads to a reconciliation of marginal demand for the project
under analysis. The analyst’s conclusions must make a compelling argument for the project’s demand
in the marketplace and at the unit rents estimated.
Grids and tables created and included by the analyst should provide sufficient detail to allow the
reader to follow the narrative discussion presented in a specific section of the report.
The market analyst must report the sources (name and phone number if applicable) of the data in
sufficient detail for OHCS independent verification. The market analysis must be discussed and
explained in sufficient detail to allow the reader to follow the analyst’s calculations, logic, and line
of reasoning. Data must be reliable and conclusions for each step reasonable and supported in the
report.
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COMPLETE MARKET ANALYSIS OUTLINE
1. Report Title Page
2. Letter of Transmittal
Include the client’s name, purpose of the report, use and intended users of the report, and the
effective date of the analysis. State OHCS as an intended user of the report. (Include analyst’s
OR state certification number and expiration date with signature if applicable).
3. Table of Contents
4. Executive Summary
• Summarize significant conclusions from the primary sections of the report. Consider this as a
short, concise section preferably of only one-to-two pages.
• Summarize significant recommendations and/or suggested modifications to project.
5. Photographs of Subject
Color photos of subject (& adjacent property only if significant).
6. Assumptions and Limiting Conditions
Clearly state any assumptions (including extraordinary) and limiting conditions of the report
impacting the analyses or conclusions.
7. Scope of the Assignment
• Talk to the reader and set the report up in this section by alerting the reader of what to
expect, both positive and negative, in the report.
• The analyst must discuss the scope of the assignment. Report and describe the process of
collecting and analyzing the data, what data may be lacking, any difficulties with data
collection or analysis, reliability/unreliability of data or conclusions, analytical limitations,
and other factors significant to the assignment and conclusions.
8. Regional Description (include map)
This section discusses the greater economic area influencing the subject. Report the trends in
population, employment, income and those variables influencing the subject both at present and
in the foreseeable future. Conclude with the positive and negative regional influences on the
subject. Answer the question “Does the current and forecast economy of the area support the
proposed project?”
• Population – region applicable to the subject (i.e. state, metro, county) with minimal 5-year
historical, five to 10-year projections, discuss trends impacting the subject.
• Income - regional with minimal 5-year historical and anticipated trends.
• Discuss CPI and the market’s anticipated trends impacting the subject.
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•
•
•
•
•
•
•
•

Employment – regional
Employment structure and trends, influence on the subject target population
Economic base and trends
Largest employers and trends
Reliance on single employer or industry?
Minimal 5-year historical, 10-year projection, trends
Unemployment history (5 to 10 year) and trends
Regional factors/trends impacting the subject and market.

9. Neighborhood or Primary Market Area (PMA) Description (include map)
Describe and discuss the subject’s immediate neighborhood and surrounding property uses.
What are the trends and how do they influence the subject’s marketability and potential success?
Note: The neighborhood does not necessarily coincide with the PMA, which may be discussed in
a later section when describing the market area.
• Discuss and support reason for selecting the defined neighborhood.
• Population – trends in population, income, and employment. How do these trends impact the
future of the subject project?
• Employment - if differs from regional, discuss differences and impact on the subject.
• Linkages - proximity (blocks or miles) to local services and resident services for the target
population, schools, transportation linkages and mass transit, parks/recreation, medical
services, employment (linkages pertinent to the target population).
• Marketability of the neighborhood (pro and con).
• Relationship of subject to its neighborhood.
• Does the neighborhood provide an acceptable locational environment for the project?
10. Site Description
This section should answer questions as to the positive and negative characteristics of the site
and conclude if the site is acceptable for the intended development. Are there any site
characteristics triggering an alternative site selection process?
• Details of site - discuss site characteristics and address issues such as physical attributes, size,
utilities, topography, flood zone, wetlands, easements and deed restrictions, zoning, real
estate taxes, environmental concerns, linkages, etc. Include the tax parcel number(s) and/or
legal description (may be placed in Addenda).
• Are there any site characteristics which would significantly increase site development costs?
• Proximity to adverse externalities (i.e. airports, railroads, high voltage lines, noise generators,
major highways, visible uses, security, etc.).
• Discuss and describe surrounding land uses both positive and negative.
• Conclude the productivity/suitability of the site for the project, both positive and negative.
• Does the site require alternative site analysis?
• Include plat, flood, and zoning maps.
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11. Improvement Description
This section should link the improvements to the site and the target population. Describe the
improvement characteristics and discuss if each characteristic is acceptable to the market and
population served. Recommend if something should be considered for change or redesign to
improve the project, better serve the tenant, and/or reduce construction costs.
• Unit and complex layout on the site (site plan).
• Description of the units including:
• Inventory unit types (are the unit types marketable?).
• Unit square footages (unit sizes appropriate for the targeted market, exceed minimum
Department sizes, and are not too large for the typical market). Can unit sizes be reduced and
remain functional and marketable units?
•
Unit mix (is it appropriate and supported by market evidence)
• Unit amenities: identify what unit amenities such as patios/decks, dishwashers, in-unit
washer/dryers, etc. are present or lacking in the subject as compared with the market. Discuss
the impact of unit amenities on marketability.
• Project amenities: identify what project amenities such as onsite office, clubhouse,
community room, laundry room, playground, and others that or present or lacking as
compared with the market. Impact on marketability. Are there additional onsite amenities to
specifically serve the targeted population?
• Parking: describe and analyze number of spaces, legally conforming to zoning, type (open,
carport, garage, etc), parking rents, handicapped spaces, the relationship (distances) of the
parking to the units. Impact on marketability.
• Discuss any physical, functional (superadequate or inadequate), or external obsolescence.
• Conclude and compare characteristics and suitability of the subject as both a conventional
market-rate complex and as a low-income project.
• Improvements marketability: conclude the anticipated market response (+ & -) to the
improvements and why. Is there anything that could be changed to improve marketability,
reduce cost, and/or better serve the target population?
• Include site plan and appropriate plan reductions if available.
• Include project schedule.
Section: Analysis of Specific Market
The section serves two purposes. First, rental analysis estimates the affordable rents applicable
to the subject’s specific units by comparison with both restricted rent calculations and market
rents. Second, it concludes whether or not sufficient demand exists for the subject project.
The market analyst must report the sources (name and phone number if applicable) of the data in
sufficient detail for OHCS independent verification. The market analysis must be discussed and
explained in sufficient detail to allow the reader to follow the analyst’s calculations, logic, and line
of reasoning. Data must be reliable and conclusions for each step reasonable and supported in the
report.
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12. Target Market Identification
• Present a brief summary discussion of the subject's affordable housing program (LIHTC,
HOME, ADF, etc.).
• Identify the target market population (i.e. family, seniors, special needs).
• Identify the MFI ranges (bands) targeted for project (50%, 60%, etc.). Analysis of income
bands above 30% MFI should be prepared in 10% intervals. Suggested income banding is:
1)
0 to 30%
2)
>30 to 40%
3)
>40 to 50%
4)
>50 to 60%).
• Define the Primary Market Area (PMA - geographic target market area and boundaries (include
map). Discuss and explain the reasoning for the selection of the PMA. Explain additional areas
of capture only if pertinent, supportable, and not already include in the demographic data.
13. Rent Analysis
For both market and affordable rents, if the comparables are offering concessions, deduct the
concessions from the street (quoted or face) rent to estimate the effective rent. Use the effective
rent in further income analysis.
Frequently in less populated areas the question is asked, “What if there are no comparables in my
PMA”? The suggested solution is to continue to geographically expand the search area into
economically similar communities or areas, which do have comparables. Adjust these
comparables to the subject with the final consideration of making a reasonable locational
adjustment if this adjustment is warranted.
Conventional Market-rate Market
• Provide an overview of the competitive conventional housing market (or sub market) applicable
to the subject. What are the trends?
• Discuss rents, rental trends (increases-decreases), concessions, vacancy, absorption, anecdotal
data, and additional variables impacting the subject and PMA.
• Research and verify a minimum of six appropriate rent comparables (before and after 1990),
include a summary grid of the comparables.
• Include comparable detail sheets and photos in the report or addenda.
• Adjust comparable rentals, support adjustments, and conclude conventional market rents
applicable to the subject’s specific individual unit types as if it were a market-rate complex.
• Include adjustment grids and supportive discussion leading to reasonable conclusions.
• If the subject project is new or proposed construction, research at least five similar complexes
built prior to 1990 and discuss rents as compared to the subject. Are the subject rents at, below,
or above this group of rents and quantify the difference.
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Affordable (low income) Market
• Provide an overview of the affordable housing market (sub market) applicable to the subject.
Discuss rents, rental trends, concessions, vacancy, absorption, any additional variables
impacting the subject and PMA.
• Research and verify appropriate low-income rent comparables (minimum of six) and include a
summary grid.
• Include comparable detail sheets and photos in the report or addenda.
• Discuss and calculate subject’s applicable affordable (gross) rents, discuss and deduct the
appropriate and applicable utility allowances, conclude the calculated gross allowable (net)
rents for the subject.
Extraordinary adjustments recognizing atypical premiums in the market such as floor height of unit,
unit orientation, view premiums, adjacency to wooded areas or riverfront, and other similar
premiums are not to be included in the market rent estimate in this section of the analysis.
• Compare the market rents to the calculated gross allowable (net) rents; adjust subject gross

allowable rents to at least 10% below market if necessary.
• Conclude an estimate of gross allowable rents (what the tenant actually pays the landlord)
applicable to each subject unit type.
14. Demand Analysis
Demand for the proposed units must identify new demand. Residents at existing similar
properties at similar rent levels to those proposed are not new demand. Neither are those units
simply involved with normal turnover movement. Avoid consideration for “substandard units”
unless market supported data is available. Avoid the simplistic use of census data for “rent
burdened” households without qualifying the data and conclusions.
1) Vacancy (physical) Analysis: Discuss and conclude an occupancy/vacancy rate applicable to
the subject from the market (submarket) data and rent comparables. Conclude by unit type if
available. Conclude the indicated demand for the subject unit types from the vacancy
analysis.
Physical vacancy is considered to include unleased units. Any leased, but not yet physically
occupied units are not considered vacant.
2) Wait List Analysis: Discuss data obtained from general wait lists such as housing authorities as
well as specific wait lists from the comparables in the subject’s area. Verify the wait list has
been recently updated and reflects current demand. If available, wait list data should include
segregation by income ranges and unit types applicable to the subject and the target population,
not just the total number of households on the list. Include housing voucher discussion.
Conclude the indicated demand for the subject from wait list data.
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3) Rental Concessions: Discuss trends in rent concessions and conclude what these trends are
indicating for demand.
4) Absorption Analysis: Discuss and conclude an absorption scenario (pre-leasing, absorption
period, total time to stabilize) applicable to the subject from the market (submarket) data,
absorption comparables, and primary rent comparables from above. The conclusions should
represent the most supportable absorption scenario from the market data. State whether this
indicates demand for the subject or not.
5) Anecdotal Data Analysis: Report and discuss anecdotal data germane to the assignment and
collected from primary surveys, such as the comparable rental surveys, during the assignment.
What are the market participants saying about the current market and trends? Conclude the
indicated demand for the subject.
6) Demographic Analysis: This is a data gathering, analytical, mathematical process, which can
vary by analyst. Analytical variations between analysts are expected. Analysis is typically
directed at the PMA. The target market must be analyzed by at least:
• population
• age (if applicable)
• households
• household sizes
• tenure (propensity to rent)
• structure type (single-family attached/detached, multi-family units, etc.)
• unit type (studio, one, two, three bedroom unit, etc.)
• household income (in percent intervals described in Sec. 12 above) and eliminate any
income crossover
This demographic demand analysis is only one portion of evaluating marginal demand for a
project. Its importance and reliability should be considered in conjunction with the analyses of
the preceding variables.
15. Supply Analysis
A. Existing Supply: Inventory the existing supply competitive with the subject by age, structure
type, unit type, and income levels
OHCS maintains a continually updating existing and proposed list of affordable
inventory in the State. The list is not considered complete and all data should be verified
for accuracy. The list is available from the OHCS website.
B. Proposed Supply: Inventory the proposed (pipeline) supply competitive with the subject by
income band and unit type. Evaluate the probability and timing of each project’s entry in the
market.
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C. Housing Authorities: Discuss current and proposed supply with the local housing authority,
various agencies and authorities such as HUD, RD, or OHCS who can assist in supply
selection. Discuss supply by income range and unit types, and not just gross numbers.
D. RAD Contact: Contact the OHCS Regional Advisor to the Director (RAD) for additional data
regarding projects in the pipeline.
E. Census Data: If census data is used to segment supply by allocating either contract rent by
household or gross rent as a percent of household income, it is imperative to segment the
subject’s structure type away from other structure types. This must be adequately explained
in the report.
F. Discuss any pertinent supply characteristics such as building permits, zoning changes, PMA
development directions, or competitively zoned land available for development as they
influence the subject’s position in the market.
16. Reconciled Estimate of Marginal Demand
Reconcile all of the above indicators of demand and supply into reasonable conclusions of marginal
demand by unit type and income band, supported by the data and analyses. Consider and compare
all of the indicators including vacancy, wait lists, concessions, absorption data, anecdotal data from
market participants, and demographic analysis. A table of concluding marginal demand quantifies
this analysis by unit type and income band. Provide a clear, concise, reasonable conclusion as to
whether or not the subject is demanded by the market. If marginal demand is present, estimate the
subject’s capture rate.
17. Capture Rate Development:
• Estimate appropriate capture rate(s) applicable to the subject. Does the capture rate fall within
the established development parameters for construction?
• A capture rate estimate of 25% should be used as a maximum benchmark for project
development. A rate less than 25% indicates a stronger market. A rate above 25% indicates a
weaker market. Note that this 25% benchmark can change with various populations. Many
special needs populations demand a higher capture rate, while a 50 to 60% MFI family project
may indicate a lower capture rate is necessary in competitive markets.
• The analyst must make a clear, concise, concluding statement as to whether or not the data,
analysis, and conclusions support development, acquisition, or rehab of the project.
18. Certification (see following example)
19. Addendum
• Title Report (if available)
• Legal Description (if available)
• Market Rent Comparables
• Affordable Rent Comparables
• Additional applicable project specific data if necessary
• Qualifications of Analyst(s)
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CERTIFICATION
I certify that to the best of my knowledge and belief:
•

The statements of fact contained in this report are true and correct.

•

The reported analyses, opinions, and conclusions are limited only by the reported
assumptions and limiting conditions, and are my personal, unbiased professional analyses,
opinions, and conclusions.

•

I have no present or prospective interest in the property that is the subject of this report, and I
have no personal interest or bias with respect to the parties involved.

•

My compensation is not contingent upon the reporting of predetermined conclusions that
favor the cause of the client, the attainment of a stipulated result, the occurrence of a
subsequent event, the approval of a loan, or the awarding of funding.

•

(state name of individual(s) provided significant professional assistance to the person signing
this report. (state name of analyst engaged) inspected the subject and all comparables utilized
in this assignment. Comparable inspections were interior/exterior.

•

I do not authorize the out-of-context quoting from or partial reprinting of this market analysis
report. Further, neither all nor any part of this report shall be disseminated to the general
public by the use of media for public communication without the prior written consent of the
analyst signing this report.

_______________________________________________
Analyst’s Name
Date
Company
Oregon Certification (if applicable)
# (Exp.) if applicable
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ADDENDUM
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ADDENDA A
Project Market Assessment Excel Workbook
available at:
www.ohcs.oregon.gov.
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ADDENDA B
Special Needs Assessment Excel Workbook
available at:
www.ohcs.oregon.gov
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ADDENDA C
Example: U.S. Census Bureau: Demographic Profile
available at:
www.census.gov
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ADDENDA D
Example: U.S. Census Bureau: Summary File 3 Tables
available at:
www.census.gov
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P55. AGE OF HOUSEHOLDER BY HOUSEHOLD INCOME IN 1999 [120] - Universe: Households
Data Set: Census 2000 Summary File 3 (SF 3) - Sample Data

Total:
Householder under 25 years:
Less than $10,000
$10,000 to $14,999
$15,000 to $19,999
$20,000 to $24,999
$25,000 to $29,999
$30,000 to $34,999
$35,000 to $39,999
$40,000 to $44,999
$45,000 to $49,999
$50,000 to $59,999
$60,000 to $74,999
$75,000 to $99,999
$100,000 to $124,999
$125,000 to $149,999
$150,000 to $199,999
$200,000 or more
Householder 25 to 34 years:
Less than $10,000
$10,000 to $14,999
$15,000 to $19,999
$20,000 to $24,999
$25,000 to $29,999
$30,000 to $34,999
$35,000 to $39,999
$40,000 to $44,999
$45,000 to $49,999
$50,000 to $59,999
$60,000 to $74,999
$75,000 to $99,999
$100,000 to $124,999
$125,000 to $149,999
$150,000 to $199,999
$200,000 or more
Householder 35 to 44 years:
Less than $10,000
$10,000 to $14,999
$15,000 to $19,999
$20,000 to $24,999
$25,000 to $29,999
$30,000 to $34,999
$35,000 to $39,999
$40,000 to $44,999
$45,000 to $49,999
$50,000 to $59,999
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Oregon
1,335,109
82,316
16,698
9,955
9,163
9,112
7,102
6,808
5,093
4,734
3,354
4,658
3,141
1,620
454
220
109
95
223,484
15,890
11,284
13,455
16,582
17,185
19,067
17,045
15,999
14,218
24,889
25,918
18,831
6,920
2,943
1,825
1,433
283,485
16,870
11,568
12,426
14,912
17,012
19,101
18,199
19,550
16,550
31,612
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$60,000 to $74,999
$75,000 to $99,999
$100,000 to $124,999
$125,000 to $149,999
$150,000 to $199,999
$200,000 or more
Householder 45 to 54 years:
Less than $10,000
$10,000 to $14,999
$15,000 to $19,999
$20,000 to $24,999
$25,000 to $29,999
$30,000 to $34,999
$35,000 to $39,999
$40,000 to $44,999
$45,000 to $49,999
$50,000 to $59,999
$60,000 to $74,999
$75,000 to $99,999
$100,000 to $124,999
$125,000 to $149,999
$150,000 to $199,999
$200,000 or more
Householder 55 to 64 years:
Less than $10,000
$10,000 to $14,999
$15,000 to $19,999
$20,000 to $24,999
$25,000 to $29,999
$30,000 to $34,999
$35,000 to $39,999
$40,000 to $44,999
$45,000 to $49,999
$50,000 to $59,999
$60,000 to $74,999
$75,000 to $99,999
$100,000 to $124,999
$125,000 to $149,999
$150,000 to $199,999
$200,000 or more
Householder 65 to 74 years:
Less than $10,000
$10,000 to $14,999
$15,000 to $19,999
$20,000 to $24,999
$25,000 to $29,999
$30,000 to $34,999
$35,000 to $39,999
$40,000 to $44,999
$45,000 to $49,999
$50,000 to $59,999
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38,367
34,528
14,789
6,573
5,784
5,644
286,656
17,131
10,341
10,954
13,218
13,974
16,177
16,020
16,305
15,279
30,968
38,584
40,817
21,414
9,506
7,862
8,106
178,952
14,792
9,099
8,763
10,770
10,679
11,696
10,387
10,279
9,464
17,988
20,328
20,444
10,235
5,056
4,345
4,627
137,294
13,433
13,408
13,278
12,611
12,482
10,987
9,340
8,248
6,690
10,204
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$60,000 to $74,999
$75,000 to $99,999
$100,000 to $124,999
$125,000 to $149,999
$150,000 to $199,999
$200,000 or more
Householder 75 years and over:
Less than $10,000
$10,000 to $14,999
$15,000 to $19,999
$20,000 to $24,999
$25,000 to $29,999
$30,000 to $34,999
$35,000 to $39,999
$40,000 to $44,999
$45,000 to $49,999
$50,000 to $59,999
$60,000 to $74,999
$75,000 to $99,999
$100,000 to $124,999
$125,000 to $149,999
$150,000 to $199,999
$200,000 or more

9,690
7,962
3,643
1,907
1,604
1,807
142,922
20,315
21,040
17,828
15,981
13,110
10,215
7,976
6,404
5,148
6,825
6,320
5,286
2,518
1,040
1,121
1,795

H6. OCCUPANCY STATUS [3] – Universe: Housing units
Data Set: Census 2000 Summary File 3 (SF 3) - Sample Data

Total:
Occupied
Vacant

Umatilla County, Oregon
27,676
25,195
2,481

H7. TENURE [3] - Universe: Occupied housing units
Data Set: Census 2000 Summary File 3 (SF 3) - Sample Data

Total:
Owner occupied
Renter occupied

Ashland city, Oregon
8,552
4,450
4,102

H14. TENURE BY AGE OF HOUSEHOLDER [21] - Universe: Occupied housing units
Data Set: Census 2000 Summary File 3 (SF 3) - Sample Data

Total:
Owner occupied:
Householder 15 to 24 years
Householder 25 to 34 years
Householder 35 to 44 years
Householder 45 to 54 years
Householder 55 to 59 years
Householder 60 to 64 years

Market Analysis Handbook
May 18, 2005

Baker City city, Oregon
3,976
2,631
30
205
456
571
157
208
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Householder 65 to 74 years
Householder 75 to 84 years
Householder 85 years and over
Renter occupied:
Householder 15 to 24 years
Householder 25 to 34 years
Householder 35 to 44 years
Householder 45 to 54 years
Householder 55 to 59 years
Householder 60 to 64 years
Householder 65 to 74 years
Householder 75 to 84 years
Householder 85 years and over

515
338
151
1,345
121
309
278
182
89
115
103
94
54

H17. TENURE BY HOUSEHOLD SIZE [17] - Universe: Occupied housing units
Data Set: Census 2000 Summary File 3 (SF 3) - Sample Data

Total:
Owner occupied:
1-person household
2-person household
3-person household
4-person household
5-person household
6-person household
7-or-more-person household
Renter occupied:
1-person household
2-person household
3-person household
4-person household
5-person household
6-person household
7-or-more-person household

Burns city, Oregon
1,261
868
251
369
115
75
25
33
0
393
154
132
51
44
12
0
0

H18. AVERAGE HOUSEHOLD SIZE OF OCCUPIED HOUSING UNITS BY TENURE [3] - Universe: Occupied housing
units Data Set: Census 2000 Summary File 3 (SF 3) - Sample Data
Corvallis city, Oregon
Average household size-Total
Owner occupied
Renter occupied

2.25
2.47
2.08

H30. UNITS IN STRUCTURE [11] - Universe: Housing units
Data Set: Census 2000 Summary File 3 (SF 3) - Sample Data

Total:
1, detached
1, attached
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4,242
2,023
47
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2
3 or 4
5 to 9
10 to 19
20 to 49
50 or more
Mobile home
Boat, RV, van, etc.

155
257
111
101
132
96
1,224
96

H32. TENURE BY UNITS IN STRUCTURE [23] - Universe: Occupied housing units
Data Set: Census 2000 Summary File 3 (SF 3) - Sample Data

Total:
Owner occupied:
1, detached
1, attached
2
3 or 4
5 to 9
10 to 19
20 to 49
50 or more
Mobile home
Boat, RV, van, etc.
Renter occupied:
1, detached
1, attached
2
3 or 4
5 to 9
10 to 19
20 to 49
50 or more
Mobile home
Boat, RV, van, etc.

Hillsboro city, Oregon
25,030
13,118
11,843
567
80
49
43
62
23
0
442
9
11,912
2,033
765
522
961
2,185
2,270
1,394
1,713
60
9

H42. TENURE BY BEDROOMS [15] - Universe: Occupied housing units
Data Set: Census 2000 Summary File 3 (SF 3) - Sample Data

Total:
Owner occupied:
No bedroom
1 bedroom
2 bedrooms
3 bedrooms
4 bedrooms
5 or more bedrooms
Renter occupied:
No bedroom
1 bedroom
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John Day city, Oregon
732
498
0
49
132
222
70
25
234
4
57
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2 bedrooms
3 bedrooms
4 bedrooms
5 or more bedrooms

111
47
11
4

H54. CONTRACT RENT [24] - Universe: Specified renter-occupied housing units
Data Set: Census 2000 Summary File 3 (SF 3) - Sample Data

Total:
With cash rent:
Less than $100
$100 to $149
$150 to $199
$200 to $249
$250 to $299
$300 to $349
$350 to $399
$400 to $449
$450 to $499
$500 to $549
$550 to $599
$600 to $649
$650 to $699
$700 to $749
$750 to $799
$800 to $899
$900 to $999
$1,000 to $1,249
$1,250 to $1,499
$1,500 to $1,999
$2,000 or more
No cash rent

McMinnville city, Oregon
3,669
3,590
15
94
112
129
76
79
271
198
296
580
413
423
203
152
149
217
38
27
26
85
7
79

H69. GROSS RENT AS A PERCENTAGE OF HOUSEHOLD INCOME IN 1999 [11] - Universe: Specified renteroccupied housing units Data Set: Census 2000 Summary File 3 (SF 3) - Sample Data

Total:
Less than 10 percent
10 to 14 percent
15 to 19 percent
20 to 24 percent
25 to 29 percent
30 to 34 percent
35 to 39 percent
40 to 49 percent
50 percent or more
Not computed
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Medford city, Oregon
10,751
454
1,067
1,452
1,285
1,245
994
696
871
2,420
267
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HCT2. TENURE BY HOUSEHOLD SIZE BY AGE OF HOUSEHOLDER [35] - Universe: Occupied housing units
Data Set: Census 2000 Summary File 3 (SF 3) - Sample Data

Total:
Owner occupied:
1-person household:
Householder 15 to 24 years
Householder 25 to 34 years
Householder 35 to 44 years
Householder 45 to 54 years
Householder 55 to 64 years
Householder 65 to 74 years
Householder 75 years and over
2-or-more person household:
Householder 15 to 24 years
Householder 25 to 34 years
Householder 35 to 44 years
Householder 45 to 54 years
Householder 55 to 64 years
Householder 65 to 74 years
Householder 75 years and over
Renter occupied:
1-person household:
Householder 15 to 24 years
Householder 25 to 34 years
Householder 35 to 44 years
Householder 45 to 54 years
Householder 55 to 64 years
Householder 65 to 74 years
Householder 75 years and over
2-or-more person household:
Householder 15 to 24 years
Householder 25 to 34 years
Householder 35 to 44 years
Householder 45 to 54 years
Householder 55 to 64 years
Householder 65 to 74 years
Householder 75 years and over

Portland city, Oregon
223,752
124,782
32,346
233
2,991
5,107
6,988
5,006
4,356
7,665
92,436
994
14,123
22,788
25,029
12,518
8,817
8,167
98,970
44,985
4,486
11,067
8,133
8,308
4,342
3,441
5,208
53,985
9,297
20,068
12,094
7,079
2,782
1,454
1,211

HCT3. TENURE BY HOUSEHOLD SIZE BY UNITS IN STRUCTURE [83] - Universe: Occupied housing units
Data Set: Census 2000 Summary File 3 (SF 3) - Sample Data

Total:
Owner occupied:
1-person household:
1, detached or attached
2 to 4
5 to 19
20 to 49
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Rainier city, Oregon
673
439
68
56
4
0
0
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50 or more
Mobile home
Boat, RV, van, etc.
2-person household:
1, detached or attached
2 to 4
5 to 19
20 to 49
50 or more
Mobile home
Boat, RV, van, etc.
3-person household:
1, detached or attached
2 to 4
5 to 19
20 to 49
50 or more
Mobile home
Boat, RV, van, etc.
4-person household:
1, detached or attached
2 to 4
5 to 19
20 to 49
50 or more
Mobile home
Boat, RV, van, etc.
5-or-more person
household:
1, detached or attached
2 to 4
5 to 19
20 to 49
50 or more
Mobile home
Boat, RV, van, etc.
Renter occupied:
1-person household:
1, detached or attached
2 to 4
5 to 19
20 to 49
50 or more
Mobile home
Boat, RV, van, etc.
2-person household:
1, detached or attached
2 to 4
5 to 19
20 to 49
50 or more
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0
8
0
175
161
2
0
0
0
12
0
63
63
0
0
0
0
0
0
77
75
0
0
0
0
2
0
56
49
0
0
0
0
7
0
234
97
38
23
19
12
0
2
3
58
19
19
6
7
0
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Mobile home
Boat, RV, van, etc.
3-person household:
1, detached or attached
2 to 4
5 to 19
20 to 49
50 or more
Mobile home
Boat, RV, van, etc.
4-person household:
1, detached or attached
2 to 4
5 to 19
20 to 49
50 or more
Mobile home
Boat, RV, van, etc.
5-or-more person
household:
1, detached or attached
2 to 4
5 to 19
20 to 49
50 or more
Mobile home
Boat, RV, van, etc.

7
0
37
17
11
2
0
2
5
0
18
18
0
0
0
0
0
0
24
20
4
0
0
0
0
0

HCT4. TENURE BY AGE OF HOUSEHOLDER BY UNITS IN STRUCTURE [115] - Universe: Occupied housing units
Data Set: Census 2000 Summary File 3 (SF 3) - Sample Data

Total:
Owner occupied:
Householder 15 to 24 years:
1, detached or attached
2 to 4
5 to 19
20 to 49
50 or more
Mobile home
Boat, RV, van, etc.
Householder 25 to 34 years:
1, detached or attached
2 to 4
5 to 19
20 to 49
50 or more
Mobile home
Boat, RV, van, etc.
Householder 35 to 44 years:
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Roseburg city, Oregon
8,240
4,658
90
82
0
0
0
0
8
0
381
351
0
0
0
0
30
0
774
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1, detached or attached
2 to 4
5 to 19
20 to 49
50 or more
Mobile home
Boat, RV, van, etc.
Householder 45 to 54 years:
1, detached or attached
2 to 4
5 to 19
20 to 49
50 or more
Mobile home
Boat, RV, van, etc.
Householder 55 to 64 years:
1, detached or attached
2 to 4
5 to 19
20 to 49
50 or more
Mobile home
Boat, RV, van, etc.
Householder 65 to 74 years:
1, detached or attached
2 to 4
5 to 19
20 to 49
50 or more
Mobile home
Boat, RV, van, etc.
Householder 75 years and over:
1, detached or attached
2 to 4
5 to 19
20 to 49
50 or more
Mobile home
Boat, RV, van, etc.
Renter occupied:
Householder 15 to 24 years:
1, detached or attached
2 to 4
5 to 19
20 to 49
50 or more
Mobile home
Boat, RV, van, etc.
Householder 25 to 34 years:
1, detached or attached
2 to 4
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752
0
0
0
0
22
0
929
844
33
0
0
0
33
19
740
654
25
0
8
0
53
0
792
689
10
0
0
9
84
0
952
746
62
0
0
0
144
0
3,582
449
84
156
64
95
33
7
10
746
395
144

Page 51

5 to 19
20 to 49
50 or more
Mobile home
Boat, RV, van, etc.
Householder 35 to 44 years:
1, detached or attached
2 to 4
5 to 19
20 to 49
50 or more
Mobile home
Boat, RV, van, etc.
Householder 45 to 54 years:
1, detached or attached
2 to 4
5 to 19
20 to 49
50 or more
Mobile home
Boat, RV, van, etc.
Householder 55 to 64 years:
1, detached or attached
2 to 4
5 to 19
20 to 49
50 or more
Mobile home
Boat, RV, van, etc.
Householder 65 to 74 years:
1, detached or attached
2 to 4
5 to 19
20 to 49
50 or more
Mobile home
Boat, RV, van, etc.
Householder 75 years and over:
1, detached or attached
2 to 4
5 to 19
20 to 49
50 or more
Mobile home
Boat, RV, van, etc.
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128
45
7
27
0
807
382
209
98
33
44
30
11
538
246
84
98
40
29
41
0
328
111
114
20
52
23
8
0
293
99
53
57
28
34
22
0
421
41
67
94
80
132
7
0
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HCT11. TENURE BY HOUSEHOLD INCOME IN 1999 [25] - Universe: Occupied housing units
Data Set: Census 2000 Summary File 3 (SF 3) - Sample Data

Total:
Owner occupied:
Less than $5,000
$5,000 to $9,999
$10,000 to $14,999
$15,000 to $19,999
$20,000 to $24,999
$25,000 to $34,999
$35,000 to $49,999
$50,000 to $74,999
$75,000 to $99,999
$100,000 to $149,999
$150,000 or more
Renter occupied:
Less than $5,000
$5,000 to $9,999
$10,000 to $14,999
$15,000 to $19,999
$20,000 to $24,999
$25,000 to $34,999
$35,000 to $49,999
$50,000 to $74,999
$75,000 to $99,999
$100,000 to $149,999
$150,000 or more
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Silverton city, Oregon
2,745
1,695
2
76
56
76
81
204
307
490
239
108
56
1,050
40
184
78
135
63
201
190
137
11
0
11
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ADDENDA E
Glossary of Market Analysis Terms
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Glossary of Market Analysis Terms
* Absorption:

Short-term capture; the process whereby any specific commodity is occupied, leased, and/or
sold to an end user. See also “share of the market.” (4th ed. )

* Absorption
period:

The actual or expected period required from the time a property is initially offered for
purchase or use by its eventual users until all portions have been sold or stabilized
occupancy has been achieved. Although marketing may begin before the completion of
construction, most forecasters consider the absorption period to begin after the completion
of construction. (4th ed.)
The period of time necessary for a newly constructed or renovated property to achieve
stabilized occupancy rate based on the established income and revenue forecast. The
Absorption Period begins when the first certificate of occupancy is issued and ends when the
last unit to reach stabilization, based on market data, has a signed lease. Assumes a typical
marketing period, prior to the issuance of the certificate of occupancy, of about three to six
months. The month leasing is assumed to begin, should accompany all absorption estimates.
(NCAHMA)
Note: The absorption period is typically expressed in months.
Example: A 60-unit complex began to prelease units two months before completion of
construction. By completion, 11 units were preleased. Leasing continued for six months
from the date of completion (CofO). At the end of the sixth month, the project reached 95%
stabilized occupancy. The absorption period is six months.

* Absorption rate:

The rate at which properties for sale or lease have been or are expected to be successfully
marketed in a given area; usually used in forecasting sales or leasing activity. See also
capture rate. (4th ed.)
The average number of units rented each month during the Absorption Period. (NCAHMA)
Note: The absorption rate is expressed as the number of units leased divided by the number
of months during the absorption period.
For example, a 100-unit project received it CofO the first part of May. It reached its 95%
(95 units) occupancy in November. Therefore, its absorption rate is 13.6 units per month (95
units ÷ 7 months = 13.57 rounded to 13.6 units per month.

Acceptable rent
burden:

The rent-to-income ratio used to qualify tenants for both income restricted and non-income
restricted units. The Acceptable Rent Burden varies depending on the requirements of
funding sources, government funding sources, target markets, and local conditions.
(NCAHMA)

Affordability:

The ability of prospective buyers to purchase a residential property. Affordability is
reflected in the relationship between the median income of a family and its ability to qualify
for a mortgage on a median-priced home. (4th ed.)

* Amenity:

Non-monetary tangible or intangible benefits offered to a tenant, typically on-site
recreational facilities or planned programs, services and activities. (NCAHMA)
Note: Amenities are frequently divided into both “unit” and “project” amenities. Unit
amenities could include such items as dishwashers, vaulted ceilings, patios/decks, additional
storage, or panoramic mountain or river views. Project amenities could include such items
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as a community room, exercise room, swimming pool, playgrounds, covered parking, or
additional storage areas.
Area median
income (AMI):

100% of the gross median family income for a specific Metropolitan Statistical Area, county
or non-metropolitan area established annually by HUD. (NCAHMA)
NOTE: HUD actually uses “Median Family Income” or MFI for income calculations. The
MFI incomes are those published and used for such programs as the LIHTC.

* Capture rate:

The OHCS definition is the percentage of the subject project units divided by the remaining
marginal (unmet) demand.
Example: The subject project will contain a total of 40 units. Total supply (estimated at
2,400 units) is subtracted from total demand (estimated at 2,560 units), and the remaining
marginal (unmet) demand is 160 units (2,560 – 2,400 = 160 units) . The subject’s capture
rate is estimated at 25% (40 ÷ 160 = 25%).
Note: OHCS recognizes that several definitions exist for capture rate as well as a similar
term, “penetration rate”. Sponsors and analysts are requested to use the above OHCS
definition for consistency. Additional or different capture rate analyses may be included as
long as the OHCS analysis is included as defined.

Census tract:

A small, relatively permanent statistical subdivision delineated by a local committee of
census data users for the purpose of presenting data. Census tract boundaries normally
follow visible features, but may follow governmental unit boundaries and other non-visible
features; they always nest within counties. They are designed to be relatively homogeneous
units with respect to population characteristics, economic status, and living conditions at the
time of establishment. Census tracts average about 4,000 inhabitants. (NCAHMA)

*Comparable
property:

A market-rate or affordable property that is representative of the rental housing choices of
the subject’s Primary Market Area and that is likely to compete with the planned
development for tenants. A Comparable Property provides a comparison to reach an
estimate of the subject property’s market rent. (NCAHMA)
Note: Think of comparable properties as only those projects that will directly compete for
the tenants you are targeting for the subject property. A comparable is a true substitute for
the subject. While there may be many “similar” properties in the area, there are usually
only a few “comparable properties”.

* Contract rent:

The monthly rent agreed to or contracted for, regardless of any furnishings, utilities, fees,
meals, or services that may be included. For vacant units, it is the monthly rent asked for the
rental unit at the time of interview. (U.S. Census Bureau)
The actual monthly rent payable by the tenant, including any rent subsidy paid on behalf of
the tenant, to the owner, inclusive of all terms of the lease. (NCAHMA)

* Demand:

An estimate of the total number of market households that have both the desire and the
ability to obtain the product and/or services offered. (NCAHMA)

* Demographics:

The characteristics of the population such as age, income, ethnicity, etc.

Disaggregation:

The differentiation of a subject property from other properties on the basis of subclassifications with differing product characteristics. See also market segmentation. (4th ed.)

* Effective rents:

Market rents less concessions. (NCAHMA)
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Note: The effective rents are the rents to be used in the comparable analysis of market rents
applicable to the subject.
Example: You ask the onsite manager at the Green Tree Apartments what the rent is for a
two-bedroom apartment. The reply is that the unit rents for $600 per month. If you sign a
one-year lease, you can get one month free. What is the effective rental rate of the unit?
Step 1: Quoted (face or street) Rent is $600 per month rent
Step 2: Concession is one free month on a 1-year lease, which equals 1 ÷ 12 = 0.0833

Step3: Value of concession is $600 x 0.0833 = $50
Step 4: Effective unit rent is $600 - $50 = $550
* Elderly or senior
housing:

Housing where (1) all the units in the property are restricted for occupancy by persons 62
years of age or older or (2) at least 80% of the units in each building are restricted for
occupancy by households where at least one household member is 55 years of age or older
and the housing is designed with amenities and facilities designed to meet the age of senior
citizens. (NCAHMA)

* Fair market rents
(FMR):

Rent Schedules published in the Federal Register which establish maximum eligible rent
levels allowed under the Section 8 program by geographic area.
The estimates established by HUD of the gross rents (Contact Rent plus Tenant Paid
Utilities) needed to obtain modest rental units in acceptable condition in a specific county or
metropolitan statistical area. HUD generally sets FMR so that 40% of the rental units have
rents below the FMR. In rental markets with a shortage of lower priced rental units HUD
may approve the use of Fair Market Rents that are as high as the 50th percentile of rents.
(NCAHMA)

Family:

A group of two or more people who reside together and who are related by birth, marriage,
or adoption. (U.S. Census Bureau)

Family household
(family):

A family includes a householder and one or more people living in the same household who
are related to the householder by birth, marriage, or adoption. All people in a household who
are related to the householder are regarded as members of his or her family. A family
household may contain people not related to the householder, but those people are not
included as part of the householder’s family in census tabulations. Thus, the number of
family households is equal to the number of families, but family households may include
more members than do families. A household can contain only one family for purposes of
census tabulations. Not all households contain families since a household may comprise a
group of unrelated people or one person living alone. (U.S. Census Bureau)

Family size:

Refers to the number of people in a family. (U.S. Census Bureau)

Feasibility analysis:

1.

Forecast demand:

In-depth analysis of anticipated demand, which involves the collection and organization of
extensive data, consideration of the perceptions of market participants, and assessment of
the likelihood that current trends will continue; also called fundamental demand. See also
inferred demand. (4th)
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A study of the cost-benefit relationship of an economic endeavor. (USPAP, 2002 ed.) 2.
An analysis undertaken to investigate whether a project will fulfill the objectives of the
investor. The profitability of a specific real estate project is analyzed in terms of the
criteria of a specific market or investor. 3. Often interchangeable with investment
analysis. Both studies forecast property revenues and expenses. Feasibility analysis is
more often undertaken as part of a highest and best use study for a proposed property
use. Also called a highest and best use study; economic feasibility study; or financial
projection study. (4th)
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Gap analysis:

A comparison of supply and demand data to uncover any present or future excess demand or
excess supply in a market; identification of unmet supply or demand shortages. See also
market gap analysis; spatial gap analysis. (4th Ed.)

Garden
apartments:

Apartments in low-rise buildings (typically two to four stories) that feature low density,
ample open-space around buildings, and on-site parking. (NCAHMA)

* Gross rent:

An amount that does not exceed 30 percent of the applicable income limitation. Gross rent
includes a utility allowance determined by the Secretary of the U.S. Department of
Treasury; but does not include any payment under Section 8 or any comparable rental
assistance program; and does not include fees for supportive services paid by governmental
or nonprofit organizations if such programs include rental assistance and rent is not
separable from the amount of assistance provided for supportive services; and does not
include any rental payments to the owner of the unit to the extent such owner pays an
equivalent amount to the Farmers Home Administration under Section 515 of the Housing
Act of 1949.
Supportive services, as used in clause (2) above, means any service provided under a
planned program of services designed to enable residents of a residential rental property to
remain independent and avoid placement in hospitals, nursing homes or intermediate care
facilities for the mentally or physically handicapped. In the case of a single-room
occupancy unit or a building providing transitional housing to the homeless, this term
includes any service provided to assist residents in locating and retaining permanent
housing.
The monthly housing cost to a tenant which equals the Contract Rent provided for in the
lease plus the estimated cost of all utilities paid by the tenant. (NCAHMA)
The amount of the contract rent plus the estimated average monthly cost of utilities
(electricity, gas, and water and sewer) and fuels (oil, coal, kerosene, wood, etc.) if these are
paid for by the renter (or paid for the renter by someone else). Gross rent is intended to
eliminate differentials, which result from varying practices with respect to the inclusion of
utilities and fuels as part of the rental payment. (USBC)

* Group home
(OHCS):

A single-family residence intended to house eight or fewer unrelated people as determined
by the Department on a case by case basis. For purposes of this Division, a group home is
defined as a single dwelling unit.

* Group quarters:

The Census Bureau classifies all people not living in households as living in group quarters.
There are two types of group quarters: institutional (for example, correctional facilities,
nursing homes, and mental hospitals) and non-institutional (for example, college
dormitories, military barracks, group homes, missions, and shelters). (USBC)

High rise:

A residential building having more than ten stories. (NCAHMA)

* Household:

A household includes all the people who occupy a housing unit as their usual place of
residence. (U.S. Census Bureau)

* Household size:

The total number of people living in a housing unit. (U.S. Census Bureau) People living in a
single residence regardless of relationship.

Housing unit:

A house, an apartment, a mobile home or trailer, a group of rooms, or a single room
occupied as separate living quarters, or if vacant, intended for occupancy as separate living
quarters. Separate living quarters are those in which the occupants live separately from any
other individuals in the building and which have direct access from outside the building or
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through a common hall. For vacant units, the criteria of separateness and direct access are
applied to the intended occupants whenever possible. (U.S. Census Bureau)
* Income band:

The range of household incomes which can pay a specific rent from the minimum income at
a defined Acceptable Rent Burden percentage to the maximum income, adjusted for
household size, a household may earn based upon the income restrictions imposed by the
market and/or housing program. (NCAHMA)
Note: OHCS uses the following income bands in LIHTC analyses:
1) 0 to 30%
2) >30 to 40%
3) >40 to 50%
4) >50 to 60%.

* Income levels:

low income: Income at or below 80% of area median income
very-low income: Income at or below 50% of area median income
extremely-low income: Income at or below 30% of area median income

* Income limits:

Maximum income by county or metropolitan statistical area (MSA), adjusted for household
size and expressed as a percentage of the Area Median Income for the purpose of
establishing an upper limit for eligibility for a specific housing program. Income limits for
federal, state and local rental housing programs typically are established at 30%, 50%, 60%
or 80% of AMI. (NCAHMA)

* Inferred demand:

Demand projected on the basis of current market conditions, rates of change, and absorption
patterns. See also forecast demand. (4th)

Low-rise building:

A building with one to three stories. (NCAHMA)

* Marginal
demand:

The additional demand that exists, based on an inventory of current supply, or is forecast to
develop, based on an inventory of anticipated supply; also called incremental demand. (4th
ed.)

* Marketability:

The relative desirability of a property (for sale or lease) in comparison with similar or
competing properties in the area. That is, a property with poor marketability would be
inferior to competing properties in terms of location, condition, access, etc. Conversely, a
property with good marketability has superior features or condition in comparison with
competing properties. (4th ed.)

Marketability
study:

1.

Market advantage:

The difference, expressed as a percentage, between the estimated market rent for an
apartment property without income restrictions and the lesser of (a) the owner’s proposed
rents or (b) the maximum rents permitted by the financing program for the same apartment
property. (NCAHMA)

* Market analysis:

The identification and study of the market for a particular economic good or service. A
study of market conditions for a specific type of property. (USPAP, 2002 ed.)

Market Analysis Handbook
May 18, 2005

A process that investigates how a particular piece of property will be absorbed, sold, or
leased under current or anticipated market conditions; includes a market study or
analysis of the general class of property being studied. 2. A micro-economic study that
examines the marketability of a given property or class of properties, usually focusing
on the market segment(s) in which the property is likely to generate demand.
Marketability studies are useful in determining a specific highest and best use, testing
development proposals, and projecting an appropriate tenant mix. (4th)
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Market demand:

The number of units required in a defined market area to accommodate Households who
desire to improve the quality of their housing without significantly increasing their
economic burden. (NCAHMA)

Market
disaggregation:

The process of dividing a market into smaller, more homogeneous submarkets. Identifies the
specific product type. (Rabianski-66).

Market
disequilibrium:

A general characteristic of real estate markets over the short term in which the supply and
demand for real estate is out of balance. (4th)

Market feasibility
analysis:

An analysis that determines whether a proposed development can attain its target prices,
taking into account the development’s characteristics (location, size, unit mix, design, and
amenities), the depth of its target market, and the strength of its appeal in comparison to
other existing and planned options available to potential consumers. (NCAHMA)

Market gap
analysis:

An analysis undertaken to determine whether there is or will be unmet or unfilled demand in
the market. See gap analysis. (4th ed.)

* Market rent:

The rent that an apartment, without rent or income restrictions or rent subsidies, would
command in the open market considering its location, features, amenities. Concessions and
utilities included in the rent. (NCAHMA)

Market
segmentation:

The process of subdividing consumers into smaller groups with similar characteristics.
(Rabianski-67). The process by which submarkets within a larger market are identified and
analyzed. See also disaggregation. (4th ed.)

Market share:

The portion of a trade area’s potential, e.g., retail sales to be generated, office space to be
absorbed, that can be attributed to a proposed facility; based on known market strength and
the property’s position relative to comparable, competitive facilities. (4th ed.)

Market study:

A macroeconomic analysis that examines the general market conditions of supply, demand,
and pricing or the demographics of demand for a specific area or property type. A market
study may also include analyses of construction and absorption trends. (4th ed.)

Midrise:

A building with four to ten stories. (NCAHMA)

* Mixed-income:

Refers to a resident mix that includes families with various income levels within one
development. Mixed-income developments combine public housing families with other
residents in order to decrease the economic and social isolation of these families.

Move-up demand:

An estimate of how many consumers are able and willing to relocate to more expensive or
desirable units, such as tenants who move up from Class C properties to Class B; and Class
B tenants that move up to class A properties; and tenants that move from Class C and B
properties to new superior tax credit properties. (NCAHMA)

* Multi-family:

Structures that contain more than five housing units. (NCAHMA)
OHCS considers multi-family to contain more than four units.

* Neighborhood:

An area of a city or town with common demographic and economic features that distinguish
it from adjoining areas. (NCAHMA)

* Net rent:

Gross Rent less Tenant Paid Utilities (contract rent). (NCAHMA)

* Penetration rate:

The percentage of age and income qualified households in the primary market area that all
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existing and proposed properties, to be completed simultaneously with the subject, and
which are competitively priced to the subject that must be captured to achieve stabilized
occupancy. Funding agencies may require restrictions to the qualified households used in
the calculation including age, income, living in substandard housing, mover ship and other
comparable factors. See Capture Rate for property specific rate. (NCAHMA)
OHCS defines the penetration rate as the subject’s percentage of the whole. For example,
the subject contains 50 units and the total inventory of the market is 2,000 units, including
the subject. The penetration rate for the subject is 2.5% (50 ÷ 2,000 = 2.5%).
Note: OHCS recognizes that several definitions exist for penetration rate as well as a
similar term, “capture rate”. Sponsors and analysts are requested to use the above OHCS
definition for consistency. Additional or different penetration rate analyses may be included
as long as the OHCS analysis is included as defined.
See also pro rata share method.
Pent-up demand:

Demand characterizing a market in which there is a scarcity of supply and vacancy rates are
below typical levels. See also demand. (4th ed.)
A market in which there is a scarcity of supply and vacancy rates are very low. (NCAHMA)

* Primary data:

Information that researchers gather firsthand.

* Primary market
area:

A geographic area from which a Property is expected to draw the majority of its residents.
(NCAHMA)

* Programatic
rents:

The proposed rents for a Tax Credit or other income restricted property relative to
comparable market rate properties and rents being achieved at other Tax Credit or other
income restricted properties in the market. Can be no greater than maximum rents permitted
by the Tax Credit or other program regulations. (NCAHMA)

* Project based
rental assistance:

Rental assistance from a federal, state or local program that is allocated to the property or a
specific number of units in the property and is available to each income eligible tenant of the
property or an assisted unit. (NCAHMA)

Pro rata share
method:

The ratio of the subject units to total units. (Market Analysis for Valuation Appraisals, p.
330)
Example: Total of 4,000 competitive units in the trade area including the subject’s 145
units. Thus, the subject’s pro rata share is 3.63% (145 ÷ 4,000 = 3.63%).
See also penetration rate.

* Public housing:

HUD program administered by local (or regional) Housing Authorities which serve low- and
very-low income households with rent based on the same formula used for HUD Section 8
assistance. (NCAHMA)

* Rent burden:

Contract rent plus tenant paid utilities divided by the gross monthly household income.
(NCAHMA)

Rental housing
(OHCS):

As defined in ORS 456.508(6), a dwelling unit designed for non-owner occupancy under a
tenancy typically lasting six months or longer. For purposes of this Division, rental housing
also means month to month and fixed-term tenancies and transitional housing, but not
emergency housing.
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Rent supplements:

Supplemental payments to owners of private housing on behalf of qualified low-income
tenants, authorized by Section 101 of the Housing and Urban Development Act of 1965.
New contracts are no longer available and have been replaced generally by the Section 8
program.

Restricted rent:

The maximum allowable rent under the restrictions of a specific housing program or
subsidy. (NCAHMA)

* Risk assessment:

The identification and analysis of relevant external and internal risks to achievement of
established objectives, forming a basis for determining how risks should be managed.

RD market rent:

A monthly rent that can be charged for an apartment under a specific USDA-RD housing
program, that reflects the agency’s estimate of the rent required to operate the property,
maintain debt service on a un-subsidized mortgage and provide an adequate return to the
property owner. (NCAHMA)

* Sample data:

Population and housing information collected from the census long form for a one in six
sample of households in the United States and Puerto Rico, and on a continuous basis for
selected areas in the American Community Survey.

Saturation:

The point at which there is no longer demand to support additional units. (NCAHMA)

* Secondary data:

Information from secondary sources, i.e., not directly compiled by the analyst; may include
any published or unpublished work based on research that relies on primary sources or any
material other than primary sources used to prepare a written work.

* Secondary
market area:

The portion of a market area that supplies additional support to an apartment building
beyond that provided by the primary market area. (NCAHMA)

Segmentation:

Differentiating a property from other properties by subclassification into smaller groups
with differing product characteristics.

Single-family
housing:

A dwelling unit, either attached or detached, designed for use by one household and with
direct access to a street. It does not share heating facilities or other essential building
facilities with any other dwelling. (NCAHMA)

* Special needs
housing:

Housing assisting special needs populations including disabled populations (physically and
developmentally), victims of domestic violence, elderly, children, ex-offenders,
farmworkers, homeless individuals, persons with HIV/AIDS, chronically mentally ill,
persons recovering from alcohol and drug abuse. (CFC Program Manual, page 1-2).

Submarket:

A division of a total market that reflects the preferences of a particular set of buyers and
sellers. (4th)

Substandard
conditions:

Housing conditions that are conventionally considered unacceptable which may be defined
in terms of lacking plumbing facilities, one or more major systems not functioning properly,
or overcrowded conditions. (NCAHMA)

* Target income
band:

The estimated income band from which the subject property will likely draw tenants.
(NCAHMA)
See “income band”.

* Target
population:

Market niche a development will appeal to or cater to. (NCAHMA)
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* Tenure:

Refers to the distinction between owner-occupied and renter-occupied housing units.

Trade area:

The geographic area from which the steady, sustaining patronage for a shopping center is
obtained; its extent is governed by many factors, e.g., the shopping center itself, its
accessibility, the extent of physical barriers, the location of competing facilities, the
limitations of driving time and distance. See also market area; primary trade area; secondary
trade area; tertiary trade area. (4th ed.)

* Turnover:

An estimate of the number of housing units in a market area as a percentage of total housing
units in the market area that will likely change occupants in any one year. An estimate of the
number of housing units in a market area as a percentage of total housing units in the market
area that will likely change occupants in any one year. (NCAHMA)

* Units in
structure:

A structure is a separate building that either has open spaces on all sides or is separated from
other structures by dividing walls that extend from ground to roof. In determining the
number of units in a structure, all housing units, both occupied and vacant, are counted.

Unmet housing
need:

New units required in the market area to accommodate household growth, homeless
households, and households in substandard housing. (NCAHMA)

* Vacancy rate
economic:

Maximum potential revenue less actual rent revenue divided by maximum potential rent
revenue. (NCAHMA)

* Vacancy rate
physical:

The number of total habitable units that are vacant divided by the total number of units in
the property. (NCAHMA)

* Indicates a more commonly used term.
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