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restricted active adult communities are
only slightly smaller than other homes
purchased by 55-plus home buyers in both
square footage and the total number of
rooms, including bedrooms and bath-
rooms. They are, however, less likely to
have a specialty room such as a den or
library. In addition, the majority of age-
restricted housing buyers (59%) indicated
they believed they were moving into
a better home than their previous one,
although fewer than half (41%) said their
new home cost more than the old one.
“These boomer buyers may be scaling
back in their home size, but they aren’t
willing to sacrifice quality,” says Robert
Tippets, immediate past chairman of the
NAHB 50+ Housing Council and an active-
adult builder from Utah. “They're still look-
ing for new homes that are well-designed
and have many of the latest bells and whis-
tles,” he says. “What they are ‘downsizing’
is the maintenance that comes with owning
the typical home with the big yard.”
According to the American Housing
Survey data that NAHB's researchers
analyzed, most buyers (77%) chose a

new home in a particular age-restricted
community because they liked the home's
look and overall design, while the top rea-
sons they chose the community was the
design (49%) and to be close to friends and
relatives (28%). More than half of all new
buyers in 55-plus communities move within
the same county as they currently live.

The report also indicates that new
home buyers in this niche market are
not as adversely affected by the current
troubles in the mortgage market. Fewer
than half of the customers who bought a
new home in an age-qualified active adult
community needed to take out a mortgage.
Of those who did, the study found, the
loan-to-value ratio was under 50%. Nearly
all home buyers in these communities who
made a down payment reported that that
money came from the sale of a previous
home.

“These consumers have substantial
equity in their existing homes and greater
accumulated wealth,” says Mark Stemen,
senior vice president with K. Hovnanian's
active-adult division in the mid-Atlantic
and a member of NAHB's 50+ Housing

Council. “They are discretionary buyers
and their purchases are very much driven
by a desire for the lifestyle these types of
communities offer,” Stemens says, noting
that they are also buyers who are more
likely than other groups to buy a new or
custom home.

How they might be affected by the
slower housing market, he says, is in the
selling of their existing homes. Despite
that, however, Stemen remains bullish on
the active-adult segment of the housing
industry. “Given the strong demographics
of the baby boom generation, the active
adult buyer will continue to be a very
important housing consumer for a long
time to come,” he says.

The complete Profile of the 50+ Housing
Market report is available free to mem-
bers of the NAHB 50+ Housing Council
and can be purchased by nonmembers
in a downloadable format at nahb.org/
S0plusresearch.

BUILDING SYSTEMS ADVANTAGE
The faster a community can be finished,
the faster developers can realize a




The 62 modules that went into the
Yorkville Supportive Living Facility in
Illinois, a 90-unit facility that encom-
passes 45,000-sq.ft., were created in
only five weeks at Stratford Home's
factory in Wisconsin

return on their investment. This advan-
tage hasn’t been missed by those creating
housing for the 50+ market. That's why
more and more of them are being con-
structed using a building system. Many
architects, engineers and general contrac-
tors are choosing the modular building
system, since it can shave two-thirds off
the construction schedule compared to
site building.

Horve Builders (Forsyth, IL) chose
Stratford Homes (Stratford, WI) to create
62 modules that went into the construc-
tion of the Yorkville Supportive Living
Facility in [llinois, a 90-unit facility that
encompasses 45,000 sq.ft. The modular
portion of the structure was built in five
weeks at Stratford’s factory in January
and February of 2007.

The modular units were set in March of
2007 by Systems 2000 (Wausau, WI). *We
would bring down 10 units at a time and
set 20 modules a week,” says Bruce Wanta,
territory sales manager at Stratford for
the Northern lllinois market. “The whole
process took just two weeks for the set of
the units. This probably took two to three
months off the construction schedule.”

The process worked so well that Horve
Builders chose Stratford for another proj-
ect this year. The Living Springs assisted
living facility is a 100-room development
of studio and one-bedroom units, which
will also include a beauty salon and retail
shops in McHenry, IL.

Production on 88 modules or roughly
55,000 sq.ft. of space began at Stratford’s
Wisconsin facility in January, with an esti-
mated nine weeks of production. Another
10,000 sq.ft. of the structure will be built
on site. Wanta says it will take roughly
two to three weeks to set the units. The
Living Springs facility is scheduled to be
open by May of 2008.

“Projects of this size are our largest to
date,” says Wanta. “Stratford has always
done a variety of custom projects and we
are used to dealing with architects and
engineers. And the size of the buildings
in this case wasn't that much of a chal-
lenge. The biggest hurdle was the time it
took to go through all the specifications.
It was very detailed, down to what kind of
joist hangers and nails that were required.
Every specification had to be researched.
Once we figured all that out, it was merely
a case of giving the plans to production
and having the modules built.” m
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Active-adult buyers in age
restricted communities
are not necessarily
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“We baby boomers are all zndw:duairstx If
you can find a group of individuals who are all
different in the same way, you've got a powe
ful niche market,” says Susan Brecht of Brecht
& Associates, who has more than 23 vears of
expenence in providing consulti
the senior housing industry, Bre

15 in market analysis strategtc plé

for developers Sheis also the author of eb
Analyzing Seniors’ Housing Markets, published
by the Urban Land Institute.

Emerging trends for 50-plus housing include
gay and lesbian communities and equestrian-
centered developments, Brecht says.

Can Bob Seger- or Van Halen-themed com-
munities be far behind?

Afk)ﬂlﬂ'

Your Design or Ours!
Fyee Custom Quotes!
Shipping Worldwide!

seritative aboit
ot Lay-A-Way

| our 36-Moy

cz&?i:h ‘ijm’ss or sz 7}'57 Log Homes
BOGN (1l or Log Onto 1-800-LOGCABIN.COM

PO. DRAWER 1457 « ROCKY MOUNT, NC 27802 « FAX 252.454.1550

buildingsystems.com

For more info. arcle 116 on reader response card

BUILDING SYSTEMS 21



¥(1)i1[j®.\: @ BUILDER PROFILE

Many Degrees, Plus A PhD In Problem Solving

he path to using a building system

is rarely a straight line for any con-
tractor and Sean Sweeney is no excep-
tion. While his dad was a home builder,
Sweeney wanted to tackle larger proj-
ects—so he got his civil engineering
degree. A stint in large-scale commer-
cial construction led to management. He
wanted to bring his A game to the posi-
tion, especially when it came to financials,
so he obtained his MBA.

“But then [ started handling contract
and legal disputes,” recalls Sweeney. But
the opposing side in these disputes would
dismiss his arguments, saying he didn’t
understand because he wasn't an attorney.
So Sweeney obtained his law degree.

—

Some of the recent homes built by Sean
Sweeney, owner and founder of the Heritage
Companies, which includes Heritage Builders
and Heritage Modular.

While Sweeney doesn't think his aca-
demic achievements are noteworthy—"All
it takes is money and time,” he says—it
does demonstrate the core philosophy

that drives every successful
builder. When you come to
an obstacle, you go around
it, under it or over it and then
keep moving onto the next
obstacle. Repeat until you
reach your objective.

RETURNING TD

HOME BUILDING
Eventually Sweeney found
his way to home building,
forming Heritage Builders
(Needham, MA), target- |
ing teardown, rebuilds and
remodels in and around the
Boston area. In 1998, Sweeney
decided to expand his busi-
ness, hiring project manag-
ers and pursuing multiple
projects at once—all site
building. In 2000, he started
to explore using modular
homes. Since the modular
system is as common in the
Northeast as Red Sox fans,
Sweeney was more than familiar with it.
But he was intrigued with the possibility
of leveraging his time.

His first experiences weren’t that
positive—one manufacturer refused to
upgrade an exhaust fan for a client, by
way of example. But Sweeney persevered,
eventually forming a successful relation-
ship with Excel Homes. “When | went to
them, their attitude was ‘'You tell us what
you need, we will figure out a way to get it
done.’ They've changed and evolved in the
intervening years. What | was adding eight
years ago as upgrades to their designs is
now standard. Now they are coming to us
for advice on how they can help us be more
successful. It's a very interesting change
in the dynamics and [ think it bodes well
for the industry.”

TEARDOWNS ARE MAIN MARKET

Prior to the slowdown, Sweeney was aver-
aging a dozen custom, upscale modular
homes a year (he still site builds and
remodels as well). For 2008, he has eight

modular homes scheduled, a 25% reduc-
tion. But Sweeney is confident that the
modular system offers generous benefits
to his primary customers.

“The majority of our projects are tear-
downs. Our clients are those who have
owned their homes for more than 10 or
15 years and they've decided to move up.
But the cost of land here is so expensive
and with the uncertainty of moving into a
new neighborhood that is unknown, many
decide to tear down their existing home

MODULAR PROFILE continues on page 30

Photos by Sean Sweeney.
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MODULAR PROFILE from page 29

and rebuild. That's where the modular system really shines.
The project gets completed far faster, because I'm doing site
improvements and installing a foundation while the home
is being built at the factory. There's less disruption to the
neighborhood—a few weeks of construction versus months
and months with site building.”

“It's also advantageous that our clients make all the deci-
sions up front, before they build. It's a lot less stress in the

final analysis, rather than making decisions willy nilly through-
out the process and adding more change orders and more
costs. It's also a shorter period of time, saving on financing
and interest. They move back into their new home far faster,
which also makes it less stressful for them, less disruption to
their lives." m

Editor’s Note: For more information on Sean Sweeney’s modular
success, see this issue'’s cover story.




