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Who We Are
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Craig Abbott, MBA

As Executive Vice President 

at Health Dimensions Group, 

Craig has more than 25 years 

of health care management and 

consulting experience. He has 

provided leadership for 

communities ranging from 

small, rural nursing facilities to 

large, metropolitan continuing 

care retirement communities, 

and has worked with nationally 

renowned nonprofit and for-

profit organizations and 

freestanding communities
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Michael Edwin, MBA

As Vice President at Health 

Dimensions Group, Mike has 

20 years of health care 

consulting experience with 

senior living, Women Religious 

congregations, and nonprofit 

organizations throughout the 

country. His expertise includes 

strategic planning, market 

research and analysis, and 

growth strategy development 

enabling clients to make critical 

positioning, growth, and 

financial decisions
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Who We Are

HDG is a leading consulting and management firm, 

providing services to post-acute, long-term care, and 

senior living providers, as well as hospitals and 

health systems, across the nation 
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Who We Are

• Values-driven partner providing services to clients in 

all 50 states 

• Management services provided to 36 care 

communities in 7 states, serving more than 1,600 

residents

• More than 100 corporate team members and more 

than 1,600 care community staff
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Mission: To make 

people’s lives better by 

providing quality care, 

service, and consulting

Values: Committed to the 

core values of hospitality, 

stewardship, integrity, 

respect, and humor
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Consulting Services

• Strategy

• Operational performance

• Revenue cycle 

management

• Financial advisory

• Value-based 

transformation

• Workforce solutions

• HDG Learn

• COVID-19 support
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Overview and Objectives
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Today’s Overview and Objectives

During this webinar, we will:

• Discuss demographic trends relevant to the market 

• Discuss the challenges and opportunities of 

developing for the middle market

• Present strategies to meet the growing need of this 

demographic segment
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Why the Middle Market?
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Defining the Middle Market

• Middle market is one of the most pressing issues 

facing the senior industries:

 Affordability gap

 Wealth and income loss 

 Short supply (in many markets)

 Increasing number of households 75+

 50%+ with mobility issues 

 Fewer resources 

 Healthcare needs sooner 
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Defining the Middle Market

• In general, the middle market is seniors with too 

much income to qualify for income subsidy and 

government programs and too little income and 

assets to afford market rate alternatives and life plan 

communities 

 Between affordable and market rate

 Not low income 
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Defining the Middle Market

• Seniors over the age of 75

• Senior segment with few, if any, options 

• Served at home with limited care and services 

provided by an agency

• Living in senior housing options with no services or 

care provided 

• Aging in place and rising acuity 

• Socially isolated 

• Middle market is segmented 
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Demographics

• 65+ population will be over 20% of the population by 2030; nearly 
doubling by 2060

• Rural versus urban areas 

• Ratio of available workers falling

• Baby boom impact on seniors housing will begin in 2026–2027

Source:  US. Census Bureau; MarketingCharts.com
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Demographics (continued)

• Middle market median 
income definitions:  

 Entry middle: $25,000 to 

$35,000 

 Average middle: $35,000 to 

$75,000

 High-end middle: < $100,000

• Average retirement savings 
for 80+: $128,000—ranges 
from $0 to $2.2 million

• Reliance on equity from 
housing equity

• “Affordability” depends on 
geography

Source:  US. Census Bureau; Statista.com
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Demographics (continued)

• An estimated 50-60% of 
seniors in the middle market 
are not being served

• There are an estimated 8 
million middle market 75+ 
persons in the country, 
estimated to increase to over 
14 million by 2029

 Over half of these persons cannot 

afford traditional market rate 

alternatives 

• The middle market is growing 
faster than low-income and the 
fastest growing segment 
overall

Source:  The Forgotten Middle, Health Affairs, 2019
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Demographics (continued)

• Middle market of tomorrow will be more racially 

diverse 

• Many will have health care needs

 Estimated 60% will have mobility issues, and 20% with 

high acuity and extensive needs 

 Many will not have the financial resources to pay for 

increased cost of care 
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Opportunities and Challenges
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Development Challenges and Opportunities 

• Market is huge

 As indicated earlier, the middle market is larger than both the 

low-income and high-income markets combined 

• Demand is currently outstripping supply in many markets

 Need to pay attention to the market study and demand 

findings

 Targeting the right market with the right product is key

• Long-term demand

 This segment will have a “never ending” supply

 Growth for the next 10–20 years and likely through 2050
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Development Challenges and 
Opportunities (continued)

• Lower returns expectations?

• Repurposing buildings

 Distressed assets: vacant motels, apartments, offices

 New construction might not be possible without proper 
financing mechanisms 

• Targeted “frills” but still “affordable”

 Targeted amenities important to this segment 

 Room/unit sizes smaller 

 Finishing is understated 

 20-year materials versus 30+ year
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Development Challenges and 
Opportunities (continued)

• Tenant/resident expectations

 Match the expectations with the product and services 

 Understand the price limitations and integrate in 

building plans

• Build smaller units 

 Will not be able to meet all expectations

• Target key areas

• Market heavily the affordability aspects not the frills 
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Development Challenges and 
Opportunities (continued)

• Site location

 Often, most desirable locations are out of price range

 Affordable sites can have accessibility and proximity 

issues 

 Some of the most desirable markets are overbuilt 

 Seek out challenging locations that have good features

 Lack of supply for available sites 
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Development Challenges and 
Opportunities (continued)

• COVID-19 pandemic impact

 Highlighted need for healthcare in buildings 

 Increased interest in moderately priced options 

 Roles of healthcare technology in senior housing increased

 Increased awareness of risks of living in high-density options 

 Monetary concerns 

 Higher cost of staff and operations 

 Higher cost of construction 

 Elevated awareness of alternative sites for seniors housing
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Development Challenges and 
Opportunities (continued)

• Assisted living and the middle market 

 Eventually, independent living tenants become assisted 

living tenants through the normal aging process

 Develop process to provide care 

 Example: Contract with home care provider

• Create the partnership and provide care through the 

relationship
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Development Steps

© HDG 2020



© HDG 2020

Key Steps 

• Defining your vision

• Choosing the site

• Market evaluation 

• Financing

• Conducting financial 
assessments

• Project cost creep containment 

27
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Vision

• What demographic are you targeting?

• Are you interesting in housing only and assisted living? 

• What price point do you need versus want to make your 
goals?

• What product are you used to producing and what has to 
change?  

• What is your timeline?

• Are you in for the long term?

• Will you provide assisted living?

• How are you financing the project? Who is your partner, 
and will they have the correct expectations on returns?
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Site Location

• Repurpose existing sites 
vs. new construction

• Identify areas with high 
concentration of 75+ 
seniors earning less than 
$75,000 income

• Community resources 
close by

• Health care readily 
available 
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Market Study

• Defining your market area

• Demographic analysis

 Identity the sweet spot and 

what is affordable 

• Competitor evaluation 

 Pricing analysis

 Occupancy assessment 

• Market demand

 Market segmentation

 Target market analysis

 Supply and demand 

 Identify gaps in supply
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Financial and Operational 
Assessments

• Pre-leasing

• Marketing plan 

• Budgeting

• Staffing and hiring plan

• Debt service assessment

• Proforma development

• Cash flow analysis

• Ramp up planning
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Project Cost Creep 
and Containment

• Vertical integration and 
tight controls over the 
development process 

• Economies of scale –
drive out costs 

• Replication of building 
model and design to 
contain construction 
costs 
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Summary
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Summary

Keys to success:

• Identify markets with supply gaps 

• Construction cost containment

• Marketing plan reaching middle market 

• Pre-leasing and fill-up

• Identifying socially responsible investors 

• Accepting long-term gains rather than maximizing 

returns 

• Thinking outside the box on sites and partnerships
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Questions
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For More Information

Michael Edwin, MBA

VP, Consulting

medwin@hdgi1.com

Cell  608.712.3286

Craig Abbott, MBA

EVP, Growth

craiga@hdgi1.com

Cell  612.743.0879
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Disclosure

The information provided here is of a general nature and is not intended 

to address the specific circumstances of any individual or entity. In 

specific circumstances, the services of a professional should be sought.

HDG refers to Health Dimensions Group, an independently owned, for-

profit entity. 

© 2020 Health Dimensions Group
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Minneapolis, MN 55343-9407

P: 763.537.5700

healthdimensionsgroup.com


