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 INTRODUCTION/EXECUTIVE SUMMARY/BACKGROUND 
 
Through an eighteen month long planning process various community 
stakeholders dedicated their time and efforts to better the economic 
opportunities for the City of Parkville through an ad hoc committee.   
 
The ad hoc committee developed the following mission statement which guided 
their efforts:  To help maintain and enhance the valued quality of life of Parkville 
by encouraging and coordinating responsible economic activity and community 
improvement. 
 
The first strategic question that the group answered was, “why does the city of 
Parkville, Missouri need to develop a strategic vision for the economic 
development of the city?”  This ad hoc committee reviewed various data and 
opinion documents.  This data generated by the Kansas City Power & Light 
Economic Development Department, through their demographic data vendor 
SRC, DemographicsNow.com showed the following (full report is located in the 
appendix of this document on page 23: 
 

 The city of Parkville is estimated to have grown from 4,507 in 2000 to 
5,399 in 2009 which computes to an almost 20% increase. 

 Projections show that in five years the city’s population is anticipated to 
grown another 12.6%. 

 The community is becoming more affluent.  Median Household income 
has grown 32% from 2000 to 2009, $59,620 to $78,438. 

 Educational attainment has significantly increased.  In the 1990 census, 
Parkville resident’s reported that the largest educational attainment level 
was “High School Graduate”.  In the 2000 census, the largest educational 
attainment level was reported as “Some College, No Degree”.  2009 
projections show that the largest reported education attainment level is 
“Bachelor’s Degree. 

 With regards to capturing sales tax purchases, over the last ten years, 
Parkville has seen its retail sales grow 106%.  This includes 2009 which saw 
a decrease in sales taxable purchases of 9%.  Using a “pull factor” formula 
that looks at the ratio of sales taxable purchases by population compared 
to the state, Parkville collects $1.46 of every dollar earned in the 
community.  For Platte County overall, the current pull factor is $1.52. 
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 However, on the other end of the spectrum… unemployed Parkville 
residents have grown, in line with current economic conditions, from 2.7% 
in 2000 to a projected 7.3% in 2009.  This compares to a 7.8% for Platte 
County in 2009. 

 Total housing units have grown 26.8% from 1990 to 2000 & 22% from 
2000 to 2009.  However, the number of vacant housing units has grown 
from 132 (9.6%) in 1990 to 84 (4.8%) in 2000 to 341 (16.0%) in 2009. 

 According to the Missouri Municipal League, communities with 
populations comparable to Parkville, see 52% of their revenues come from 
sales tax & 14% come from property taxes.  During the 2008 fiscal year, 
the city of Parkville derived 38% of their income from sales taxes and 
25.3% from property taxes. 
 

The conclusions that the ad hoc committee made with regards to this and other 
research is that while Parkville possesses great strengths, there are areas that 
need to be addressed in order to have consistent and sustained holistic economic 
strength that benefits the citizens of Parkville.   
 
With the continuing and projected growth of Parkville into new development 
areas, it will be necessary to bring new economic development to the city.  
Responsible economic growth and the resulting increase in sales and property 
taxes are necessary to pay for these increased costs.  Simply put, residential 
development alone does not pay for itself.  For example, the average home sold 
in Parkville over the last two years (July 2008-July 2010) was $256,411.  The 
property taxes that would be received annually by the city of Parkville, based on 
the 2009 levy of .5972/$100 assessed valuation, would be $291.  Using just the 
new home sales average over the same period of $527,187, the city of Parkville’s 
portion of the property tax for those homes will be $598 annually.  However, 
currently the cost per household for city services is $3,597 (city expenditures from 
the General Fund, Sewer Service Fund, Debt Service Fund & Transportation Fund 
divided by 1,786, which is the projected number of households in Parkville in 
2009 according the KCP&L demographic report).   
 
The intent of this “Planning for Progress Economic Strategic Plan” is to present 
specific goals and policies that a Parkville, Missouri effort in community economic 
development could and should focus.  Additionally, this plan presents some 
implementation recommendations that could be used to achieve the stated goals.  
These tactics are not meant to be comprehensive in nature.  Therefore, the goal 
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of this document is to give city leaders a framework for looking at community 
economic development activities for the city of Parkville.  It is expected that the 
next step, in the event that city leadership endorses this conceptual framework, 
would be to ask “next phase” organizational leadership (board and staff) to 
develop a full implementation document that would include SMART objectives:  
Those that are Specific, Measurable, Attainable, Realistic and Time Bound. 
 
The following are the suggested goals that the ad hoc committee felt is necessary 
for successful economic development in the City of Parkville: 
 

 Economic Development Sustainability 

 Business Retention and Expansion 

 Community Marketing 

 Residential Growth 

 Development Processes and Incentives  

 Downtown Sustainability 

 Employment Growth 
 
Goals, Policies and possible Implementation Recommendations have been 
identified in this document to guide the City of Parkville in achieving the above 
stated items.   
 
The first step in the organizing process, after adoption by the city of Parkville, is 
the formal adoption of an organizational framework to implement the strategies 
and goals outlined in this document.  It is anticipated, that a new organization, a 
Parkville EDC would be created.  The suggested framework for this proposed 
economic development organization is presented on page 11 of this plan 
proposal. 
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STRATEGIC PLAN OUTLINE 
 
Goals, Policies and Implementation Items 
 
 

1. ECONOMIC DEVELOPMENT SUSTAINABILITY 
 

Definition of the Goal:   
Economic Growth shall add resources directly to the city and general 

community. 
 

 Policies: 

 Attract high value, high growth business investment opportunities. 

 Economic growth shall demonstrate an overall positive impact on the 
community. 

 Increase tax revenues to support increasing level of city services for a 
growing community. 
 
Implementation Recommendations: 

 Identify high growth business opportunities. 

 Develop an appropriate return on investment model for 
economic development in the city of Parkville. 

 
 

2. BUSINESS RETENTION AND EXPANSION 
 

Definition of the Goal:   
Generate new wealth and growth in Parkville through the retention and 
expansion of existing businesses.  

  

Policies:    

 Retention and expansion of existing businesses will enhance the 
overall economic well being of the community. 

 Through surveying existing businesses, a list of business issues and 
needs will be developed for consideration by the city of Parkville and 
its economic development stakeholder organizations.  (Samples of 
business surveys are included in the Appendix) 
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Implementation Recommendations: 

 Create and maintain a business registry and database. 

 Develop a business calling plan. 

 Identify community resources available to businesses. 

 Establish an annual business survey. 
 
 

3. COMMUNITY MARKETING 
 

Definition of the Goal:   
Proactively market the virtues and benefits of living, working, shopping, 
dining, playing and providing services in the city of Parkville. 
 
Policies: 

 Take a proactive, rather than the present reactive stance to 
businesses recruitment/marketing. 

 Coordinate and integrate stakeholder marketing messages. 

 Create a “top of mind” messaging as it relates to the image of 
Parkville. 

 
Implementation Recommendations: 

 Identify compatible target industries. 

 Create a brand easily identified with Parkville. 

 Create marketing materials. 

 Identify advertising/marketing venues to present Parkville’s 
brand.  

 
 

4. RESIDENTIAL GROWTH 
 

Definition of the Goal:   
Create residential growth that will provide for a variety of housing types 
that are well designed and interconnected with existing and planned 
amenities. 

  
Policies: 

 Encourage “green” development processes. 

 Encourage the development of walkable, connected neighborhoods. 
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 Sustain and develop a sense of community pride. 

 Maintain Parkville's quality of life and sense of place. 
 

Implementation Recommendations: 

 Develop a “green” development incentive. 

 Work to grow and maintain a mix of housing types that 
appeal to multi generations. 

 Work on a program to assist in the sale/resale of homes in 
Parkville. 

 Develop an executive recruitment initiative. 
 
 

5. DEVELOMENT PROCESS AND INCENTIVES 
 

Definition of the Goal:   
Increase development through the creation of fair, consistent and timely 
review processes while providing responsible opportunities for incentives. 

  
Policies: 

 Create roles and processes for communicating with developers that 
provides consistent public position with regard to major projects. 

 Identify incentive programs available. Such as: Tax Increment 
Financing (TIF), Community Improvement Districts (CID), 
Neighborhood Improvement Districts (NID), Industrial Revenue 
Bonds (IRB) and Chapter 100 Bonds.  

 
Implementation Recommendations: 

 Create a development policy to determine when, what and 
how much of a development incentive should be provided 
in order to achieve an economic development goal. 

 Review and analyze the permitting process with 
representatives from the development community and the 
city to streamline the permitting/development process. 

 Serve as a development “ombudsmen” between the 
developer and the city. 

 Survey the KC metropolitan development community, to 
gauge the image and interest in developing in Parkville. 
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6. DOWNTOWN SUSTAINABILITY 

 
Definition of the Goal:   

Build upon downtown Parkville’s architectural and historical resources 
along with prospects for new infill development to create a livable and 
pedestrian friendly downtown that offers a diversity of business, residential 
and recreational uses. 

 
 Policies: 

 Enhance the natural character of downtown and the Missouri river 
riverfront. 

 Build and develop a diverse retail base with a focus on unique and 
specialty businesses. 

 Strengthen the connectivity of downtown to surrounding 
neighborhoods, educational institutions, parks and trail systems. 

 Encourage policies and programs that continue to assist in 
maintaining downtown as the city center of Parkville. 
 
Implementation Recommendations: 

 Work with Main Street Parkville Association 

 Update the downtown master plan. 

 Identify community investment opportunities for the 
enhancement of existing uses and amenities. 

 Actively seek or promote new business opportunities. 

 Coordinate the brand that is easily identified as downtown 
Parkville. 

 Create a parking solution plan. 
 

 
7. EMPLOYMENT GROWTH 

 
Definition of the Goal:   

Create, attract and maintain a competitive workforce while supporting and 
stimulating the growth of entrepreneurs and high technology firms. 

  
Policies: 
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 Partner with area workforce organizations to enhance the 
opportunity for employment growth. 

 Connect workforce preparation agencies, such as elementary, 
secondary and higher education institutions to assist in developing a 
workforce compatible with the type of businesses that are desired to 
be located in the city of Parkville. 

 Work with Platte County EDC & Kansas City Area Development 
Council regarding compatible business location projects. 

 
Implementation Recommendations: 

 Assist in the acquisition of capital by Parkville businesses by 
establishing an inventory of available public business financing 
programming. 

 Inventory existing land sites for inclusion in business 
opportunity databases. 

   
 

This Economic Plan, Parkville Planning for Progress (P3)—is not a final 
document—but part of a long-term team effort to organize, focus and 
implement a proactive, aggressive economic development framework for the 
city of Parkville. 
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ORGANIZATIONAL DEVELOPMENT 

 

Goal:  To create a Parkville Economic Development Council (Parkville EDC) 
 

Recommended Structure: 

 The Parkville EDC will be organized as a 501(c)6. 

 There will be a public/private funding structure. 

 Public/City money would be provided through annual 
contracts with the Parkville EDC. 

 Private contributions would be provided through a 
Member/Investor Structure. 
 

Administration: 

 Anticipate a Board of Directors of 20 comprised from founding 
members, allied organizations (Parkville Chamber & Main 
Street Parkville Association) and the City of Parkville. 

 Experienced individuals in the community could be asked to 
participate in a non-voting capacity and serve on the board as 
ex-officio or advisory members 

 An executive board comprised of the 5-7 board members 
would primarily direct and hire paid staff. 

 The City’s board representative and 2 ex-officio city staff 
members would also serve on the executive board. 

 Volunteers from the board and membership would be solicited 
to assist staff through the formation and operation of 
committees. 

 An executive director and other professional staff are charged 
with the implementation of this economic development 
strategic plan. 

 
Mission of the Parkville EDC:  Help maintain and enhance the valued quality of 
life of Parkville by encouraging and coordinating responsible economic activity 
and community improvement. 
 

How will Parkville EDC activities coordinate with existing Parkville E.D. 
Organizations? 
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 Organization    Primary Focus 
Parkville Chamber of Commerce Develop and promote Parkville as a quality 

place to live, work and recreate. 
Provide business development and 
retention through education and 
networking. 

 
Main Street Parkville Association Promote downtown to Metro area 

residents and tourists, provide 
organizational support for downtown 
business recruitment, retention and 
education, maintain and enhance the 
historic character of downtown. 

 
Parkville Community Dev. Corp. 501c3, organizational support for various 

downtown activities, volunteer 
opportunities like festivals, historic 
preservation, beautification projects. 

 
Parkville EDC Regional business recruitment, pursues 

public private partnerships, resource of 
knowledge and data base, website 
development/maintenance. 
  

Recognizing the roles of existing economic development organizations in 
Parkville, the purpose of the new Parkville EDC would be: 

1. Facilitate collaboration between other economic and 
community development organizations within Parkville. 

2. Initiate business recruitment strategies for high value 
businesses and new public/private opportunities as outlined in 
the Parkville Plan for Progress.  

3. Develop and garner public/private resources. 
 

Proposed Budget – 2010 
**Propose to use $3,000 (originally budgeted for ED marketing materials) on 
recruitment expenses for an executive director and other start up costs 
through end of 2010. 
 



13 

 

Proposed Budget – 2011 - 2013 
 Revenues: $40,000 from membership and stakeholders* 
      $20,000 from the city, plus provide office space 
    $60,000 total annual revenue budget 
     
    *Founding Board Members will contribute at a $2,500 

level or above and will pledge a 3 year commitment. 
 
  Expenditures: Executive Director Salary: $42,000 

     Benefits:    $8,000 
     Other:    $10,000  
    (Memberships, Conferences, Marketing Materials,Printing) 
     Total annual expenditure budget $60,000 
 

Organizational roll out time line 
Sept. 7:  Present Parkville Plan for Progress to Parkville Board of 

Alderman. 
Sept. 8:  Assuming good feedback from BOA, continue soliciting 

Charter Memberships. 
Sept. 21:  Board of Aldermen adopt a resolution committing 

$20,000 to the Parkville EDC in the 2011 – 2013 budget. 
 Sept. & Oct.: Complete formation of the Parkville EDC (Articles of  

Incorporation, bylaws, board and staff job descriptions, 
etc.). 

Nov.:   Advertise for Executive Director position. 
Dec.: Conduct interviews with the expectation to hire 

executive director to begin in January 2011. 
 
 Anticipated 2011 Activities: 

 Begin business recruitment efforts 

 Establish committees. 

 Develop real estate & existing business inventory. 

 Develop a city incentive development policy. 
 

 
 
 
Possible Parkville EDC Committees 
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Regional Recruitment and Marketing Committee:  Actively implements city-
wide business recruitment to attract high value business investment. Works 
alongside local developers and property owners, Main Street and Chamber 
partners, the Community Development Committee (vision), Partnerships 
Committee (incentives), Marketing sub committee develops branding 
strategy, website, data base and marketing materials to support the other 
committees, promotes the economic development toolkit.  

 Sub Committees: Business Recruitment  
        Marketing  
 

Partnerships Committee:  Pursues public private partnerships, develops 
support for targeted use of incentives, grants, establishes a loan committee 
(when funded), assists by use of incentives in business retention strategies, 
works with City in planning and refining the process of permits, licensing, 
zoning use changes (issues relating to how new and existing businesses can 
work best with local government). 

 Sub Committees: Public Policy 
Loan Committee 
Incentive Policy 

     Grants and Applications 
               Other Development Organizations 
 

Community Development Committee:  Using the Master Plan and ETC 
Citizen Surveys, Develops and refines the priorities to be used for high value 
business recruitment and incented activity, i.e. healthcare services, sales 
tax revenue businesses, jobs creation, green projects, cross generational 
living, connectivity of communities to each other; work with Main Street 
Parkville Association on downtown public improvements and quality of life 
improvements for Parkville.  

 
Community Living Committee:   Reviews development public policy and 
processes, works with government, developers and realtors, creates the 
Development Policy, development “ombudsman”, plans and implements 
the executive recruitment initiative, develops a plan to educate real estate 
agents on the qualities of relocating and living in Parkville. 

  Sub Committees: Development Policy 
Community Living 
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Organizational Development Committee:   Assist initially in organizational 
structure, ongoing member relations, meetings and functions, membership 
development 

  Sub Committees: Memberships 
                                 Annual Meetings/Events 
 

  



16 

 

A VIEW OF THE CURRENT ECONOMIC ENVIRONMENT IN THE CITY OF PARKVILLE 

 
The Ad Hoc committee reviewed and developed information regarding economic 
development and its perception with a number of audiences.  There were five 
particular research projects that the committee reviewed and discussed.  Those 
were: 

Aging Baby Boomers & the Generational Housing Bubble Article – 2008 
Business Closure Report – 2008 
Main Street/Park University Survey – 2009 
Smart Solutions Group Report – 2009 
ETC Resident Survey – 2009 

 
The following is a summary of each study/report.  A copy of the full reports is 
included in the appendix. 
 
 
Aging Baby Boomers & the Generational Housing Bubble Article – 2008 
 
The committee reviewed an article published in the Journal of the American 
Planning Association, published in the Winter of 2008.  The authors defined the 
problem as:  
 

“The 78 million baby boomers have driven up housing demand and prices 
for three decades since beginning to buy homes in 1970 and continuing up 
the housing ladder.  What will happen when boomers begin to sell off their 
high-priced homes to relatively smaller and less-advantaged generations?” 

 
The results and conclusions of the article were: 
 

“Sellers of existing homes provide 85% of the annual supply of homes sold, 
and home sales are driven by the aging of the population since seniors are 
net home sellers.  The ratio of seniors to working-age residents will increase 
by 67% over the next two decades; thus we anticipate the end of a 
generational housing bubble.  We also find that younger generations face 
an affordability barrier created by the recent housing price boom.” 
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Business Closure Report – 2008 
 
In late fall of 2008, the city of Parkville requested that the Platte County Economic 
Development Council complete an “exit interview” with 29 businesses that the 
city had reported to have recently closed operations in Parkville.  Staff of the 
Platte County EDC was able to make contact with 16 of these businesses. Most of 
the responses regarding their business closure revolved around the economy.  
However, the most stated community reasons were: 

 Parking issues. 

 Building/Landlord issues. 

 Signage/Traffic (not enough) issues. 
 
 
Main Street/Park University Survey – 2009 
 
In early 2009, the Platte County Economic Development Council in collaboration 
with the ad hoc committee, Main Street Parkville and Park University conducted 
an on line survey of 670 Park University (Parkville Campus) employees and 1,230 
Park University students.  The goal of the survey was to ask Park University staff 
and students their perceptions and suggestions regarding shopping and dining in 
the Parkville downtown area.  The response rate for this survey was exceptional 
at 22%.  The following are generalization extracted from the survey responses. 

 There is no significant difference between staff and student perceptions 
regarding downtown Parkville. 

 The largest share of Students and staff responded that only monthly do 
they visit downtown Parkville.   The smallest share of respondents stated 
that they visit Downtown Parkville daily. 

 Strengths of Downtown Parkville 
o Charming 
o Great Place To Visit 
o Wonderful Events 

 Weaknesses of Downtown Parkville 
o Parking 
o Nothing for Students to Do 
o Hours of Operation 

An additional finding is that there needs to be more outreach/connections made 
between Downtown Parkville merchants and Park University staff and students.  
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Every day Park University brings almost 2,000 students and staff to Parkville.  
These individuals are ready made customers for downtown merchants. 
 
 
Smart Solutions Group Report – 2009 
 
In February of 2009, the ad hoc committee met with Irv Jensen of Smart Solutions 
Group.  The purpose of the session was two-fold:  1 – Raise issues/Build 
consensus concerning Parkville’s economic development efforts and 2 – 
determine a reasonable course of action for further implementation.  Through 
this discussion the following were identified as priority issues for Parkville as it 
pursues economic development: 
 

 Work on improving communications between all those involved in 
development. 

 Add focus to the community economic development process. 

 Create an operating structure to enhance community growth. 

 Take some immediate action to demonstrate progress. 

 Identify community talent/leadership to supplement/enhance existing 
leadership. 

 Need a plan.  

 Reach consensus on the revitalization plan for downtown. 

 Implement a true and effective brand management effort to maintain 
reputation. 

 Focus on business support - Need entrepreneurial development. 

 Need partnership. 
 
 
ETC Resident Survey – 2009 
 
In the summer of 2009, the city of Parkville engaged the ETC Institute to conduct 
a citizen satisfaction survey of Parkville residents.  With regards to economic 
issues, residents responded to the following: 
 

 Residents were asked if they shopped for a variety of goods and services in 
Parkville, and if not, why not. The top four goods or services most often 
frequented in Parkville were gasoline, groceries, pharmacy items and 
restaurants (sit down casual). Those least frequented were major 
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appliances, large retail stores, theaters, museums and hotels. The reason 
given for not frequenting those five was that they were not available in 
Parkville, but the reason given for not frequenting the other twenty-one, 
was that there were better selections elsewhere. 
 

 The top two reasons that residents shop in Parkville now, is the proximity 
to their home, and to support local businesses. 

 

 The top two reasons that would encourage residents to shop in Downtown 
Parkville more often were a better selection of products and services, and a 
better selection of restaurants. 
 

 86% of residents stated that they would like to build their next home in 
Parkville. 
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MISSION STATEMENTS AND REVIEW OF ORGANIZATIONS CONNECTED TO 
PARKVILLE ECONOMIC DEVELOPMENT: 
 
City of Parkville Ad Hoc for Economic Development Committee:   
 
Mission Statement:   Help maintain and enhance the valued quality of life of 
Parkville by encouraging and coordinating responsible economic activity and 
community improvement. 
 
Purpose/Vision:  Coordinate the efforts of the various organizations serving 
economic development needs in Parkville.   Develop a strategic plan for Economic 
Development including recommendations for a permanent Economic 
Development structure. 
 
Main Street Parkville Association: 
   
Mission Statement:   To preserve, maintain, and promote the hometown character 
of historic downtown Parkville. 
 
Purpose/Vision:   

 Stay true to our historic character and the look and feel of our unique 
“Old Towne” district with attention to maintaining and restoring the 
downtown’s historic buildings and creating a streetscape that 
communicates our historic nature.  

 Enhance the current downtown business mixture of locally-owned, 
unique shops and restaurants with additional compatible businesses 
that offer dining and shopping experiences that respond to today’s 
consumer needs. 

 Maintain the downtown as a pedestrian-friendly shopping and dining 
district. 

 Create an entertaining downtown atmosphere with live entertainment, 
street performers (buskers), and an inviting streetscape. Enhance the 
downtown’s connection with English Landing Park and the Missouri 
Riverfront.  

 Support the development of affordable housing within walking distance 
of the downtown district with attention to providing housing 
opportunities for Park University staff and students and for retirees and 
families.  
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 Encourage the development of family-oriented entertainment 
opportunities including the continued development of recreational 
facilities in the park areas and a museum or other cultural attractions. 

 
Parkville Area Chamber of Commerce:  
  
Mission Statement:   To bridge the communication between business and 
community resources to develop and promote Parkville as a quality place to live, 
work and recreate. 
 
Purpose/Vision:   The focus of the Parkville Area Chamber is on networking, 
business development, retention and education. 
 
Parkville Community Development Corporation: 
   
Mission Statement:   Furthering the economic development of the area within the 
boundaries of the city limits of Parkville, Missouri, including preserving the city’s 
historic structures and records, promoting the economic development of the 
business area, particularly the downtown, assisting small businesses to bring 
customers to the city, plan and carry out community activities, celebrations. 
 
Purpose/Vision:   Was created to gain tax credits for Main Street in the 1990's.  
Presently the organization supports festivals/Main Street Parkville Association 
primarily as providers of administrative or financial support. 
 
Parkville Economic Development Allies: 
 
Park University: 
 
Mission Statement: The mission of Park University, an entrepreneurial institution 
of learning, is to provide access to academic excellence which will prepare learners 
to think critically, communicate effectively and engage in lifelong learning while 
serving a global community. 
 
Purpose/Vision: Park University will be a renowned international leader in 
providing innovative educational opportunities for learners within the global 
society. 
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Park Hill School District: 
 
Mission Statement:  Through the expertise of a motivated staff, the Park Hill 
School District provides a meaningful education in a safe, caring environment to 
prepare each student for success in life. 
  
Purpose/Vision:   

 Building Successful Futures. Each Student. Every Day. 

 Park Hill students consistently perform above state and national 
average on all accountability measures.   

 Park Hill school district has over 10,000 students, 1,400 employees 
thus providing many employment and volunteer opportunities for 
Park Hill students.  

 The average teachers salary is over $56,000 highest within the metro 
with 80% of teachers obtaining a masters degree or higher.   

 The district is noted for financial stewardship by having one of the 
lowest tax rates in the metro area. 

 The Park Hill school district recently became the first school district in 
Missouri to win the prestigious Missouri Quality Award and is 
currently involved in the Malcolm Baldridge National Quality 
Program, an award given only to six school districts in the last 20 
years. 

 
Platte County Economic Development Council 
 
Mission Statement:  To enhance economic development in Platte County,  
Missouri. 
  

Purpose/Vision:   

 Expand new business locations in Platte County. 

 Expand and retain business opportunities in Platte County.   

 Expand community outreach opportunities to Platte County cities & 
towns. 

 Increase perceived value of the Platte County EDC by its 
member/investor constituents. 

 Enhance the infrastructure of the Platte County EDC.  
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APPENDIX     -   RESEARCH PROJECTS 



Date: 10/08/09
Current Geography Selection: (1 Selected) Places: Parkville 
Current Index Base: Entire US

Executive Summary Report with Charts 
 

Population Demographics

 
The number of households in the study area in 
1990 was 1,246 and changed to 1,665 in 2000, 
representing a change of 33.6%. The household 
count in 2009 was 1,786 and the household 
projection for 2014 is 1,790, a change of 0.2%. 
 
The population in the study area in 1990 was 
3,561 and in 2000 it was 4,507, roughly a 
26.6% change. The population in 2009 was 
5,399 and the projection for 2014 is 6,080 
representing a change of 12.6%. 

 

Percent Change

1990 
Census

2000 
Census

2009 
Estimate

2014 
Projection

1990 to 
2000

2009 to 
2014

Total Population 3,561 4,507 5,399 6,080 26.6% 12.6%

Total Households 1,246 1,665 1,786 1,790 33.6% 0.2%

 
 

Population by Age

In 1990, the median age of the total 
population in the study area was 29.7, and 
in 2000, it was 35.3. The median age in 
2009 is 36.4 and it is predicted to change in 
five years to 37.8 years. In 2009, females 
represented 52.0% of the population with a 
median age of 36.8 and males represented 
48.0% of the population with a median age 
of 36.0 years. In 2009, the most prominent 
age group in this geography is Age 45 to 
54 years. The age group least represented 
in this geography is 75 + years.

Age Groups Percent Change



1990 
Census

%
2000 

Census
%

2009 
Estimate

%
2014 

Projection
%

1990 to 
2000

2009 to 
2014

0 to 4 299 8.4% 296 6.6% 360 6.7% 368 6.1% -1.0% 2.2%

5 to 14 531 14.9% 657 14.6% 694 12.9% 802 13.2% 23.7% 15.5%

15 to 19 278 7.8% 405 9.0% 542 10.0% 572 9.4% 45.7% 5.4%

20 to 24 353 9.9% 372 8.2% 502 9.3% 583 9.6% 5.2% 16.1%

25 to 34 709 19.9% 507 11.2% 505 9.4% 542 8.9% -28.5% 7.2%

35 to 44 641 18.0% 835 18.5% 830 15.4% 844 13.9% 30.3% 1.7%

45 to 54 388 10.9% 743 16.5% 876 16.2% 945 15.6% 91.4% 7.9%

55 to 64 199 5.6% 387 8.6% 652 12.1% 760 12.5% 94.0% 16.5%

65 to 74 102 2.9% 191 4.2% 323 6.0% 507 8.3% 87.5% 57.2%

75 + 63 1.8% 116 2.6% 114 2.1% 157 2.6% 84.6% 37.8%

Population by Race/Ethnicity

In 2009, the predominant race/
ethnicity category in this study 
area is White. The race & 
ethnicity category least 
represented in this geography 
is American Indian, Alaska 
Native.

 

Race & Ethnicity Percent Change

1990 
Census

%
2000 

Census
%

2009 
Estimate

%
2014 

Projection
%

1990 to 
2000

2009 to 
2014

White 3,288 92.3% 4,052 89.9% 4,735 87.7% 5,341 87.8% 23.2% 12.8%

Black 153 4.3% 227 5.0% 354 6.6% 454 7.5% 48.4% 28.0%

American Indian or 
Alaska Native

31 0.9% 24 0.5% 1 0.0% 0 0.0% -22.7% -69.8%

Asian or Pacific 
Islander

49 1.4% 90 2.0% 173 3.2% 226 3.7% 82.8% 30.6%

Other Race 41 1.2% 43 1.0% 51 1.0% 25 0.4% 3.9% -52.3%

Two or More Races 72 1.6% 84 1.6% 35 0.6% -58.4%

Hispanic Ethnicity 105 2.9% 113 2.5% 224 4.2% 338 5.6% 7.3% 50.6%

Not Hispanic or 
Latino

3,457 97.1% 4,395 97.5% 5,175 95.8% 5,742 94.4% 27.1% 11.0%



Households by Income

In 2009 the 
predominant 
household 
income category 
in this study area 
is $100K - 
$150K, and the 
income group 
that is least 
represented in 
this geography is 
$15K - $25K.

HH Income 
Categories

Percent Change

1990 
Census

%
2000 

Census
%

2009 
Estimate

%
2014 

Projection
%

1990 to 
2000

2009 to 
2014

$0 - $15,000 137 11.0% 141 8.5% 112 6.3% 112 6.2% 3.3% -0.6%

$15,000 - $24,999 238 19.1% 147 8.8% 102 5.7% 86 4.8% -38.3% -16.1%

$25,000 - $34,999 213 17.1% 180 10.8% 132 7.4% 124 6.9% -15.8% -5.8%

$35,000 - $49,999 258 20.7% 194 11.6% 219 12.2% 198 11.1% -25.0% -9.3%

$50,000 - $74,999 262 21.0% 414 24.9% 281 15.7% 249 13.9% 58.2% -11.5%

$75,000 - $99,999 88 7.1% 238 14.3% 300 16.8% 297 16.6% 170.5% -1.1%

$100,000 - $149,999 25 2.0% 181 10.9% 322 18.0% 353 19.7% 624.1% 9.7%

$150,000 + 19 1.5% 170 10.2% 318 17.8% 371 20.7% 815.8% 16.8%

Average Hhld Income $0 $72,525 $112,852 $92,006 N/A% -18.5%

Median Hhld Income $36,500 $59,620 $78,438 $85,052 63.3% 8.4%

Per Capita Income $15,431 $26,784 $41,849 $31,001 73.6% -25.9%

 

Current year data is for the year 2009, 5 year projected data is for the year 2014.  More About Our Data.
 Demographic data © 2009 by Experian/Applied Geographic Solutions.

 Traffic Count data © 2009 by DataMetrix. All rights reserved.
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Demographic Detail Summary Report 
Population Demographics

Percent Change

1990 
Census

2000 
Census

2009 
Estimate

2014 
Projection

1990 to 
2000

2009 to 
2014

Total Population 3,561 4,507 5,399 6,080 26.6% 12.6%

Population Density 
(Pop/Sq Mi)

484.5 613.1 734.5 827.2 26.6% 12.6%

Total Households 1,246 1,665 1,786 1,790 33.6% 0.2%

Population by 
Gender:

Male 1,782 50.1% 2,207 49.0% 2,590 48.0% 2,828 46.5% 23.8% 9.2%

Female 1,779 50.0% 2,300 51.0% 2,809 52.0% 3,252 53.5% 29.3% 15.8%

Population by Race/Ethnicity

Percent Change

1990 
Census

2000 
Census

2009 
Estimate

2014 
Projection

1990 to 
2000

2009 to 
2014

White 3,288 92.3% 4,052 89.9% 4,735 87.7% 5,341 87.8% 23.2% 12.8%

Black 153 4.3% 227 5.0% 354 6.6% 454 7.5% 48.4% 28.0%

American Indian or 
Alaska Native

31 0.9% 24 0.5% 1 0.0% 0 0.0% -22.7% -69.8%

Asian or Pacific 
Islander

49 1.4% 90 2.0% 173 3.2% 226 3.7% 82.8% 30.6%

Some Other Race 41 1.2% 43 1.0% 51 1.0% 25 0.4% 3.9% -52.3%

Two or More Races 72 1.6% 84 1.6% 35 0.6% -58.4%

Hispanic Ethnicity 105 2.9% 113 2.5% 224 4.2% 338 5.6% 7.3% 50.6%

Not Hispanic or 
Latino

3,457 97.1% 4,395 97.5% 5,175 95.8% 5,742 94.4% 27.1% 11.0%

Population by Age

Percent Change

1990 
Census

2000 
Census

2009 
Estimate

2014 
Projection

1990 to 
2000

2009 to 
2014

0 to 4 299 8.4% 296 6.6% 360 6.7% 368 6.1% -1.0% 2.2%

5 to 14 531 14.9% 657 14.6% 694 12.9% 802 13.2% 23.7% 15.5%

15 to 19 278 7.8% 405 9.0% 542 10.0% 572 9.4% 45.7% 5.4%

20 to 24 353 9.9% 372 8.2% 502 9.3% 583 9.6% 5.2% 16.1%

25 to 34 709 19.9% 507 11.2% 505 9.4% 542 8.9% -28.5% 7.2%

35 to 44 641 18.0% 835 18.5% 830 15.4% 844 13.9% 30.3% 1.7%

45 to 54 388 10.9% 743 16.5% 876 16.2% 945 15.6% 91.4% 7.9%



55 to 64 199 5.6% 387 8.6% 652 12.1% 760 12.5% 94.0% 16.5%

65 to 74 102 2.9% 191 4.2% 323 6.0% 507 8.3% 87.5% 57.2%

75 to 84 46 1.3% 92 2.0% 89 1.6% 132 2.2% 97.7% 48.9%

85+ 16 0.5% 24 0.5% 25 0.5% 25 0.4% 47.1% -1.3%

Median Age:

Total Population 29.7 35.3 36.4 37.8 18.7% 3.7%

Households by Income

Percent Change

1990 
Census

2000 
Census

2009 
Estimate

2014 
Projection

1990 to 
2000

2009 to 
2014

$0 - $15,000 137 11.0% 141 8.5% 112 6.3% 112 6.2% 3.3% -0.6%

$15,000 - $24,999 238 19.1% 147 8.8% 102 5.7% 86 4.8% -38.3% -16.1%

$25,000 - $34,999 213 17.1% 180 10.8% 132 7.4% 124 6.9% -15.8% -5.8%

$35,000 - $49,999 258 20.7% 194 11.6% 219 12.2% 198 11.1% -25.0% -9.3%

$50,000 - $74,999 262 21.0% 414 24.9% 281 15.7% 249 13.9% 58.2% -11.5%

$75,000 - $99,999 88 7.1% 238 14.3% 300 16.8% 297 16.6% 170.5% -1.1%

$100,000 - 
$149,999

25 2.0% 181 10.9% 322 18.0% 353 19.7% 624.1% 9.7%

$150,000 + 19 1.5% 170 10.2% 318 17.8% 371 20.7% 815.8% 16.8%

Average Hhld 
Income

$0 $72,525 $112,852 $92,006 N/A% -18.5%

Median Hhld 
Income

$36,500 $59,620 $78,438 $85,052 63.3% 8.4%

Per Capita Income $15,431 $26,784 $41,849 $31,001 73.6% -25.9%

Employment and Business

Percent Change

1990 
Census

2000 
Census

2009 
Estimate

2014 
Projection

1990 to 
2000

2009 to 
2014

Age 16 + Population 2,688 3,484 4,276 4,837 29.6% 13.1%

  In Labor Force 2,146 79.8% 2,602 74.7% 2,983 69.8% 3,351 69.3% 21.3% 12.3%

    Employed 2,064 96.2% 2,530 97.2% 2,761 92.6% 3,179 94.9% 22.6% 15.1%

    Unemployed 76 3.6% 71 2.7% 217 7.3% 168 5.0% -6.9% -22.6%

    In Armed Forces 3 0.1% 1 0.0% 6 0.2% 4 0.1% -68.9% -22.7%

  Not In Labor Force 542 20.2% 882 25.3% 1,293 30.2% 1,487 30.7% 62.6% 15.0%

Number of Employees 
(Daytime Pop)

3,142

Number of 
Establishments

294

Emp in Blue Collar 
Occupations

784 31.0%

Emp in White Collar 
Occupations

1,746 69.0%

Housing Units

Percent Change



1990 
Census

2000 
Census

2009 
Estimate

2014 
Projection

1990 to 
2000

2009 to 
2014

Total Housing Units 1,378 1,748 2,128 2,475 26.8% 16.3%

  Owner Occupied 768 55.7% 1,101 63.0% 1,182 55.6% 1,079 43.6% 43.4% -8.7%

  Renter Occupied 478 34.7% 564 32.2% 604 28.4% 711 28.8% 17.8% 17.7%

  Vacant 132 9.6% 84 4.8% 341 16.0% 684 27.7% -36.7% 100.6%

Vehicles Available

Percent Change

1990 
Census

2000 
Census

2009 
Estimate

2014 
Projection

1990 to 
2000

2009 to 
2014

Average Vehicles 
Per Hhld

2.00 1.80 2.00 2.00 -8.5% -0.5%

  0 Vehicles 
Available

30 2.2% 59 3.6% 59 3.3% 80 4.5% 98.3% 36.6%

  1 Vehicle Available 353 25.8% 570 34.2% 584 32.7% 618 34.5% 61.7% 5.8%

  2+ Vehicles 
Available

984 72.0% 1,035 62.2% 1,143 64.0% 1,092 61.0% 5.2% -4.5%

Marital Status

Percent Change

1990 
Census

2000 
Census

2009 
Estimate

2014 
Projection

1990 to 
2000

2009 to 
2014

Age 15+ Population 2,733 3,554 4,344 4,913 30.0% 13.1%

  Married, Spouse 
Present

1,557 57.0% 2,012 56.6% 2,508 57.7% 2,807 57.1% 29.3% 11.9%

  Married, Spouse 
Absent

49 1.8% 71 2.0% 77 1.8% 90 1.8% 45.0% 17.6%

  Divorced 283 10.4% 342 9.6% 384 8.8% 421 8.6% 21.0% 9.6%

  Widowed 86 3.1% 142 4.0% 147 3.4% 178 3.6% 65.5% 21.7%

  Never Married 758 27.8% 987 27.8% 1,228 28.3% 1,416 28.8% 30.2% 15.3%

Educational Attainment

Percent Change

1990 
Census

2000 
Census

2009 
Estimate

2014 
Projection

1990 to 
2000

2009 to 
2014

Age 25+ Population 2,102 2,778 3,300 3,756 32.2% 13.8%

  Grade K - 8 59 2.8% 26 0.9% 16 0.5% 13 0.4% -55.9% -14.4%

  Grade 9 - 12 149 7.1% 181 6.5% 107 3.2% 111 3.0% 21.2% 4.6%

  High School 
Graduate

613 29.2% 603 21.7% 711 21.5% 779 20.8% -1.7% 9.6%

  Some College, No 
Degree

564 26.8% 754 27.1% 753 22.8% 814 21.7% 33.6% 8.1%

  Associates Degree 147 7.0% 213 7.7% 375 11.4% 449 12.0% 44.7% 19.9%

  Bachelor's Degree 382 18.2% 644 23.2% 868 26.3% 1,038 27.6% 68.6% 19.6%

  Graduate Degree 186 8.8% 348 12.5% 471 14.3% 551 14.7% 87.3% 16.9%

  No Schooling 
Completed

8 0.3%

 



Current year data is for the year 2009, 5 year projected data is for the year 2014.  More About Our Data.
 Demographic data © 2009 by Experian/Applied Geographic Solutions.

 Traffic Count data © 2009 by DataMetrix. All rights reserved.
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Problem: The 78 million baby boomers
have driven up housing demand and prices
for three decades since beginning to buy
homes in 1970 and continuing up the hous-
ing ladder. What will happen when boomers
begin to sell off their high-priced homes to
relatively smaller and less-advantaged
generations?

Purpose: This article presents a long-run
projection of annual home buying and
selling by age groups in the 50 states and
considers implications for communities of
the anticipated downturn in demand.

Methods: We propose a method for
estimating average annual age-specific
buying and selling rates, weighting these
by population projections to identify states
whose growing proportions of seniors may
cause an excess of home selling sooner than
others. We also analyze the likely supplier
responses to diminished demand, and
recommend strategies for local planners.

Results and conclusions: Sellers of
existing homes provide 85% of the annual
supply of homes sold, and home sales are
driven by the aging of the population since
seniors are net home sellers. The ratio of
seniors to working-age residents will increase
by 67% over the next two decades; thus we
anticipate the end of a generational housing
bubble. We also find that younger genera-
tions face an affordability barrier created by
the recent housing price boom. With proper
foresight, planners could mitigate what
otherwise could be significant consequences
of these projections.

Takeaway for practice: The retirement
of the baby boomers could signal the end of
the postwar era for planning, and reverse

Aging Baby Boomers
and the Generational
Housing Bubble

Foresight and Mitigation of an Epic Transition

Dowell Myers and SungHo Ryu

The giant baby boom generation born between 1946 and 1964 has been
a dominant force in the housing market for decades. This group has
always provided the largest age cohorts, and has created a surge in

demand as it passed through each stage of the life cycle. As its members entered
into home buying in the 1970s, gentrification in cities and construction of
starter homes in suburbs increased. Their subsequent march into middle age
was accompanied by rising earnings and larger expenditures for move-up
housing. Looking ahead to the coming decade, the boomers will retire, relocate,
and eventually withdraw from the housing market. Given the potential effects
of so many of these changes happening in a limited period of time, communities
should consider how best to plan this transition.

Communities in the United States face an historic tipping point. After
decades of stability, we expect the ratio of seniors to working-age residents to
grow abruptly, increasing by roughly 30% in each of the next two decades.
We also expect that this change will make many more homes available for sale
than there are buyers for them. The exit of the baby boomers from home-
ownership could have effects as significant as their entry, though with different
consequences.

several longstanding trends, leading decline
to exceed gentrification, demand for low-
density housing to diminish, and new
emphasis on compact development. Such
developments call planners to undertake
new activities, including actively marketing
to retain elderly residents and cultivating
new immigrant residents to replace them.

Keywords: baby boomers, aging, housing
bubble
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Recent discussion of the housing market has focused
on price escalation and the creation of a housing “bubble”
(Case & Shiller, 2003). During the extraordinary run-up
in housing prices from 2000 to 2005, the business pages
were filled with concern that this supposed real estate
bubble might burst. The meltdown of mortgage markets
in 2007, led by the subprime sector, has heightened anxiety
about foreclosures and price reductions. Certainly this set
of recent developments is cause for concern, but a larger
and longer-lasting generational correction looms ahead.
The changes in the housing market following the retire-
ment of the baby boom generation could provide a context
for local planning and development in the next quarter
century that is very different from the last.

Urban planners have special responsibility for cham-
pioning the longer view, as underscored by Hopkins and
Zapata (2007). “As planners we want to work with con-
stituencies to engage and shape futures, not merely stumble
upon these futures as they emerge. To shape futures, we
must imagine them in advance and understand how they
might emerge” (p. 1). Most plans have time horizons of 5
to 20 years. Nelson (2006) recently called for planners to
take the lead in adopting a longer view, asserting that the
built environment will be wholly remade in the next half
century, and urging planners to place their incremental
decisions in this longer perspective. Such a long-term
outlook is very different from that of business forecasting,
which typically informs real estate market analysis. Such
forecasting rarely looks beyond 1 year.1

Analyzing the implications of demographic trends
driven by human aging can help planners envision the
changes ahead (Masnick, 2002; Myers & Menifee, 2000).
The aging of the baby boomers has been foreseen for
decades, but was for many years too distant to cause much
concern except about its possible consequences for Social
Security. The passage of time has brought the issues closer,
and it may now be appropriate for urban planners to
emphasize the broader implications of this major demo-
graphic change. Only a few planners have considered what
an aging society might mean for transportation, land use,
or other planning concerns (Giuliano, 2004; Rosenbloom,
2004). The first wave of baby boomers will reach age 65
(the dividing point between what we term “elderly” or
“seniors” and working-age adults) in 2011, with the last of
this generation scheduled to cross that threshold in 2029.
Meanwhile the ratio of seniors to younger adults will surge
to unprecedented levels, affecting all aspects of community
life in which these two groups are systematically different.

We consider the implications of this transition by
viewing it through the lens of homeownership. One key
question is whether the growing numbers of seniors will

generate more home sales than the housing market is able
to absorb. Specifically, we aim to identify the point at
which boomers will begin to offer more homes for sale
than they buy, with potentially serious consequences for
the housing market. We project when this will occur in all
50 states, taking into account each state’s age specific
population growth and prevailing patterns of home buying
and selling.

We begin by discussing the recent boom in housing
prices and the growing gap between an older generation
with high housing equity and a younger generation who
find housing increasingly unaffordable. We review the
notion of a housing price bubble and consider whether a
generational housing bubble might exist. We present the
age-specific annual rates of buying and selling homes in
each state, and use them to create long-term projections.
Finally, we discuss the planning implications of these
possible futures.

Background 

Aging Baby Boomers and the New
Dominance of the Elderly 

Since it began, the giant baby boom generation has
been a dominant factor shaping housing markets. Fre-
quently described as resembling a pig passing through a
python, this large bulge of population surged slowly
through the age structure. We focus on the adults most
likely to own homes by excluding all those age 24 and
younger.2 After 1970, the leading edge of the baby boomers
turned 25 and entered the market for homeownership.
Figure 1 shows growth in the U.S. population over seven
decades, both overall and partitioned into those between
ages 25 to 64 and those 65 and older. Figure 1 shows that
in all decades save the 1960s, a single age group, the leading
edge of the baby boomers, accounts for half or more of
U.S. population growth.

Between 1970 and 1980, as the baby boom children
came of age, the population age 25 and older increased by
22.9 million, more than twice the growth of 10.6 million
witnessed between 1960 and 1970. Whereas the largest
adult growth in the 1960s was in the group aged between
55 and 64, growth in the 1970s in the 25 to 34 age group
was four times greater, and many of these individuals were
forming new households and buying homes. This sudden
surge in demand drove several housing market trends,
spurring new apartment construction, gentrification in
cities where young adults congregated, and escalation in
house prices in metropolitan areas where increased supply
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was limited by topography or regulatory constraints. In
subsequent decades the leading edge of the baby boom
advanced to progressively older age groups, each time
contributing half or more of the total population growth in
that decade. As the cohort grew older and achieved their
peak earnings, they increased demand for move-up housing
for families with older children and higher amenity housing
for empty nesters with mature tastes.

After 2010 the leading edge of the boomers will pass age
65 and growth among the elderly population will substan-
tially exceed that of younger adults, an unprecedented
social and economic development. This is best seen in the
ratio of those aged 65 and older to working-age adults
(aged 25 to 64). After decades of relative stability, this ratio
will surge 30% in the 2010s and a further 29% in the 2020s
(Myers, 2007), altering the balance to which we have long
been accustomed. Here, we emphasize how this surging
ratio will increase the number of older home sellers relative
to younger home buyers, and focus on deciphering what
this age shift implies for trends in homeownership, and
what responses are possible for planners. Although the
phenomenon affects every state (Frey, 2007), its effects will
vary somewhat across the nation. For example, from 2010
to 2030, the ratio of seniors to younger adults is expected

to rise 59.0% in New Jersey, 64.0% in Ohio, 66.4% in
California, and 82.4% in Arizona, a magnet for retirement
migration. (For details on every state see the Appendix.)

Demographics and Housing 
Relations between age and housing demand are central

to studies of demographics and housing (Myers, 1990).
Housing demographers focus especially on age because
mobility declines sharply with age, and because different
age groups typically occupy different types of housing
(Clark & Dieleman, 1996; Gober, 1992; Masnick, 2002).
Of greatest relevance to this analysis are the interactions
between age and homeownership (Chevan, 1989). Home-
ownership rates rise with age, and do not generally peak
until after age 65. John Pitkin’s (1990) study of elderly
homeownership was especially notable for showing how
most variation in homeownership among older age cohorts
over time is explained by demographic factors and inertia
from prior decades, while current economic factors add
small but significant effects at the margin.

The experience of two Harvard economists, one who
later became chair of the Council of Economic Advisers,
suggests it is dangerous to attempt to predict long-term
trends in housing, unless the demographics are well handled.

Myers and Ryu: Aging Baby Boomers and the Generational Housing Bubble 19

Figure 1. Growth in United States population age 25 and over for each decade from 1960 to 2030 (in millions).

Source: U.S. Census Bureau, 2003b, Tables 12 and HS-3.
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Mankiw and Weil (1989) predicted a 47% decline in
house prices during the 1990s, based largely on their
modeling of declining demand as baby boomers aged.
Instead, we have seen baby boomer demand for housing
grow and prices double. Housing economist Karl Case
recently called the Mankiw-Weil prophecy “one of the
worst forecasts in the history of mankind” (Carmichael,
2007, p. 2). Their approach used cross-sectional analysis
improperly to predict trends for age cohorts.3 Although
economists have avoided long-term forecasts since Mankiw
and Weil’s experience, longitudinal inferences about hous-
ing demand can still be made with cross-sectional data if
we are careful (Myers, 1999). Indeed, planners should
attempt careful, forward-oriented analysis so as not to make
major policy errors and to avoid either undue pessimism or
unwarranted optimism (Krainer, 2005).

Short-Term Correction and a Generational
Housing Bubble 

We argue that the United States is currently experi-
encing a short-term housing market bubble that is nested
within a longer-term, generational housing bubble of
greater magnitude. The recent housing price boom has
been remarkably strong. From 2000 to 2005, the median
sales price reported by the National Association of Realtors
rose 48.6% nationwide, and in some areas, such as Califor-
nia, the median sales price rose 117.1%. Only in 2007 did
prices begin to slip in particular metropolitan areas and
nationwide. This price run-up had a two-edged effect that
substantially increased the home equity of existing home-
owners while at the same time making housing less afford-
able for would-be home buyers. The result is a sharply
increased generation gap, with the baby boomers largely
gaining, while members of younger generations face higher
affordability hurdles.

Short-Term Housing Cycles. According to Case and
Shiller (2003), the term housing bubble “refers to a situa-
tion in which excessive public expectations of future price
increases cause prices to be temporarily elevated” (p. 299).
In a housing bubble, expectations of price appreciation
feed further escalation of prices; people buy houses for
“future price increases rather than simply for the pleasure
of occupying the home. And it is this motive that is thought
to lend instability to bubbles, a tendency to crash when the
investment motive weakens” (Case & Shiller, 2003, p. 321).

Underlying the increases are changes in market
fundamentals, or what Shiller (2005) calls “precipitating
factors”: increases in employment or income in the area,
increases in population, reductions in financing costs, or
reductions in land permitted for development. Over the
long run, housing construction is closely linked to growth

in population, though it can be constrained by recession or
by regulatory constraints. There are also substantial lag
effects, and the age group experiencing the most growth
disproportionately influences the type of housing constructed
(Campbell, 1966).

Regulatory Effects. A number of economists have
recently addressed the price effects of regulations that
restrict new construction (Glaeser, Gyourko, & Saks, 2005;
Green, Malpezzi, & Mayo, 2005; Quigley & Raphael,
2005). Local activism to protect the environment and
protect local livability has caused many communities to
add development restrictions since 1970 (Fulton, Shigley,
Harrison, & Sezzi, 2000). This was especially true in
California, where population grew rapidly in large metro-
politan areas, but surrounding water and mountains set
physical limits to urban expansion and were protected as
resources.

Over the years, both demographic pressure for more
housing construction and regulatory restrictions increased.
When demand increased during expansionary phases of the
business cycle and was not met quickly by increases in sup-
ply, housing prices surged. The corrections that followed
were rarely as large as the price surges, amounting most
often to a few years of price stagnation, not sizable busts,
and thus prices have ratcheted upward over the long term.4

Role of Young Adults. The numbers of young adults
in the population and their home-buying behavior are
especially important in driving these price trends. They
make up the principal reservoir of new demand in the
marketplace, a pool of first-time home buyers poised to
enter the market or not, depending on perceived conditions.
When market fundamentals drive housing prices up, word
of mouth and the fear that rising prices will make future
purchases unaffordable amplify the trend. As a result, the
number of buyers in the market increases to include both
speculators5 and young adults accelerating their entry into
homeownership. Thus, paradoxically, because of the
investment incentive, homeownership generally rises when
housing prices are rising rather than when housing is
becoming more affordable. A study of changing home-
ownership rates among young adults in the 1980s and
1990s found that in states where prices had increased
substantially, homeownership rates declined very little or
even rose, whereas in states where prices had declined
markedly, homeownership rates plunged by 10 to 20%
(Myers, 2001).6 Potential buyers in declining markets had
an incentive to wait for prices to bottom, while those in
booming markets felt pressure to accelerate their purchases,
to get on board before the train left the station. Thus the
housing market’s volatility is amplified by buyers’ responses
to trends in market fundamentals.
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Housing markets depend on the ability of the young
to buy homes, but they face greater challenges in some
parts of the nation. Figure 2 shows, for each of the states,
the ratio of the median value of all owner-occupied homes
to the median income of households with heads between
the ages of 30 and 34 in 2000 and 2005.7 This ratio allows
us to compare housing prices in different places and over
time, and focuses attention on the potential buying power
of the generation entering the housing market. House
prices in New Jersey nearly doubled, for example, going
from 2.89 times the median household income of this
group of young adults in 2000 to 5.00 times their income
in 2005. Although prices increased in virtually every state
between 2000 and 2005, the spikes in some states are
clearly evident. The already high-cost states of California
and Hawaii became nearly twice as expensive between 2000
and 2005, with median housing value increasing to roughly
9 times the median income of young adults. A second tier
of expensive states, with ratios of 5 or greater, includes
Nevada in the West and Massachusetts, Rhode Island, and

New Jersey in the Northeast. A third grouping has ratios
greater than 4 in 2005: Arizona, Colorado, Oregon, and
Washington in the West, Florida and Maryland in the
South, and Connecticut and New York in the East. Much
of the nation, however, still had low ratios of housing
prices to incomes, even after the boom years.

The Generational Housing Bubble. The current gap
between generations has grown unsustainable, and the risk
of a generational housing bubble now compounds the risk
of a shorter-term housing bubble. The recent upsurge in
prices is so extreme in many states, and has been so abrupt,
that many real estate observers fear a sharp downward
correction.8 Not only do increased housing prices pose
a particular challenge to young households entering the
market, but also financing terms became much less favorable
after 2005. What have not been recognized to date are the
grave impacts of the growing age imbalance in the housing
market. If the elderly are more often home sellers, and are
more numerous than the young who are buyers, a market
shift could come on quickly after 2010, causing housing

Myers and Ryu: Aging Baby Boomers and the Generational Housing Bubble 21

Figure 2. Ratios of median home values to median incomes of household heads aged 30 to 34 in 2000 and 2005, by state.

Sources: U.S. Census Bureau (2003a, 2005a). 
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prices to fall. Even if prices remain flat, without the invest-
ment incentive young households will likely slow their
entry into homeownership, worsening the imbalance
between sellers and buyers. Once past the tipping point,
market adjustments will cascade in virtually every com-
munity, as the ratio of seniors to working age adults will
increase for the greater part of two decades.

New Data on Buying and Selling 
by Age Groups 

Those aiming to anticipate the future of housing
markets commonly extrapolate trends obtained by com-
paring homeownership rates and numbers of homeowners
at two different times. Yet these indicators compare hous-
ing stocks at different times rather than flows of annual
activity. The stock of housing would adjust only gradually
even if the annual flows changed abruptly, and thus is not
a very sensitive indicator. In fact, even if the number of
homeowners remained constant over time, demand would
exist for trading up and trading places. Thus, homeowner-
ship rates are insufficient for understanding the future of
housing markets, and could be misleading.

Instead, we use annual per capita rates at which people
of differing ages sell and buy homes, to allow us to project
what will happen to the housing market as the demographic
profile of the nation changes. These rates are estimated for
the period 1995 to 2000, under the assumption that this
period yields an expression of more normal market behavior
that can be expected to prevail in future years than behavior
in the boom years of 2000 to 2005 or the recession years of
1990 to 1995. Sales rates are difficult to know because
sellers relocate after they sell and cannot be surveyed. As
a result, far more is known about recent buyers. But to
understand the market, we need comparable information
about both buying and selling. Thus we employed a new
method.

We began by assembling 2000 Census sample data for
individuals. Our data represented the complete Census
sample for each 5-year cohort between the ages of 15 and
85 and older, in each state. We also knew whether these
individuals were householders (the persons owning or
renting the unit where the household lives), their housing
tenure in 2000, the length of time they had lived at their
2000 residence, and the state where they had lived 5 years
earlier. We estimated the number of home purchases
between 1995 and 2000 in each age cohort, for each state,
as the number of householders who were also homeowners
and had occupied their homes for less than 5 years, ad-
justing for those who purchased more than one home for

occupancy in this interval. We estimated the number of
home sales, again for each age cohort, for each state, in two
ways. First we assumed that home buyers were also previous
home sellers, after adjusting for the estimated share that are
first-time homebuyers (as derived from the American
Housing Survey). We assigned their sales to the states
where they had reported residing 5 years earlier, whether or
not that was where they had purchased a new home. In
addition, for those over age 60, we compared the number
of homeowners in 2000 to the number of homeowners in
the same cohort when it was 10 years younger in 1990. We
considered this difference to be a measure of all the home
sales that were not followed by purchasing another home,
but by renting, moving to a retirement home, or death.

To use these rates of purchase and sale with population
projections, they must be estimated on a per capita, not
per household, basis. Thus we divided the purchases and
sales in each age group for each state over the decade9 by
the average size of the cohort during the decade, and then
converted this to average annual rates of buying and selling.10

Figure 3 displays the annualized, age-specific rates of
buying and selling homes per 100 people we calculated for
the nation as a whole. The highest buying rate (3.6 pur-
chases per year per 100 persons) occurs between ages 30
and 34. From this peak, rates of buying homes gradually
decline at later ages. Readers may find it surprising that the
per capita rate of home buying remains as high as it does
among the elderly. Over 1% of people aged 75 to 79 buy
new principal residences in any given year. Nonetheless,
the likelihood that a person in this age group will sell an
owner-occupied home is more than three times higher
than the likelihood that they will buy a home. At age 80
and above the annual rate escalates to nearly 9 home sales
per 100 people.11 However, until age 70 the annual sell
rate remains at about 2% per year for a remarkably broad
range of ages.

For most of the modern American lifespan the rates
of buying and selling are closely related, because most of
those who sell a home then replace it by buying another.
However, below age 50, buying is more common than
selling, and net homeownership rates rise to this point.
When people enter their late-50s and early-60s, as the
leading edge of the baby boom generation has now done,
buying and selling are in balance. Among individuals in
their mid-60s sellers come to outnumber buyers before
selling dominates among those in their 70s and beyond.
Among people of the same age, sellers come to exceed
buyers at about age 65 nationwide, but this varies markedly
by state, as shown below.
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Projections of Future Numbers of
Buyers and Sellers in the 50 States

We now apply our estimates of buy and sell rates in
each age group to projected state populations in the same
age groups to anticipate the future of home buying in each
state. This approach assumes that the age-specific home
selling and buying rates of the late 1990s reflect long-run
average behavior.12 Although metropolitan regions are
generally regarded as the best geographic units for repre-
senting housing markets, data limitations lead us to focus on
states. Below, we review variations among the states that
reflect many of the same differences that we can observe
among metropolitan areas and regions in the nation. We
then compare projected numbers of home buyers to sellers
for the 50 states.

State Variations in Annual Buy and
Sell Rates 

It is reasonable to expect that rates of buying and
selling would not be the same across all states. States with
higher overall homeownership rates surely have higher
rates of home buying and, later, greater home sales. Also,
states with more affordable housing might be expected to
have higher rates of home buying among young people.

Although growth in the population of seniors in most
states results mostly from people aging in place (Frey, 2007),
a few states are retirement destinations, likely causing them
to have higher rates of home buying among older age
groups than other states. Conversely, states with cold
climates or more congested living environments may find
their elderly residents selling homes at earlier ages to escape
unpleasant living conditions.

We compare buying and selling in the following states
(each shown with its 2005 ratio of median housing prices
to median household income among adults ages 30–34
from Figure 2): Arizona, a retirement state (4.13); Ohio,
a midwestern state, low-cost but cold (2.75); New Jersey,
a high-cost eastern state (5.00); and California, a western,
very-high-cost state (8.65). As predicted above, Arizona
stands out for its exceptionally high buy rates, especially at
older ages, which reflect its rapid population growth and
high retirement in-migration (see Figure 4). In the other
three states home buying rates peak when people are in
their 30s and fall as individuals approach their retirement
years. However, Ohio, the low-cost state, has home buying
rates that are substantially higher among residents in their
20s and early-30s. California, by contrast, has very low
home buying rates among its young adults. This is not
surprising given that California’s extremely high housing
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Figure 3. Average annual percent of persons buying and selling homes in each age group, for the United States, 1995 to 2000.

Note: 
On average, 8.8% of persons 80 and older sold homes each year.
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prices require young adults to save longer for larger down
payments, and advance further in their careers until they
earn the higher incomes required to support large mortgage
payments. California’s buying rates in middle and older
ages are somewhat higher than New Jersey’s or Ohio’s,
likely because buying has been delayed. New Jersey has
home buying rates among young adults midway between
those of Ohio and California, reflecting its intermediate
housing prices, but has the lowest rates of home buying
among older residents.

Turning to home selling (see Figure 5), Arizona’s high
rates stand out among middle-aged persons. Since sales by
those from outside the state are counted in their previous
state of residence, these represent sales by repeat buyers in
Arizona.13 Arizona has long had some of the highest resi-
dential mobility rates in the nation, and so this pattern of
high rates of selling and buying is not surprising.

The patterns in the other three states are even more
similar than they were for buying rates. In middle age,
about 2% of people sell their homes each year, although
the rate is a bit lower in New Jersey, just as it was for home
buying in this age range. California’s lower sales among
young adults follow because they also have lower buying
rates. After age 60 or 70, all four states exhibit rising home
selling rates that appear roughly similar.

To understand the future home selling of the giant
baby boom generation as they reach age 65, we compare
net rates of buying or selling at ages 65 to 69 across the

states. Figure 6 displays these rates in a bar graph ranking
states within four regions. The states range from Nevada,
with a net buying rate of 1.56% per year, to Connecticut
with a net selling rate of 1.02% per year.

In general, very substantial net selling prevails among
people of this age across the states of the Northeast and
Midwest. In the South, only Maryland and Louisiana have
similar rates of net selling, while Florida has very substantial
net home buying at ages 65 to 69, far ahead of its closest
southern rival, South Carolina. In the West, only Califor-
nia and Alaska have substantial net home selling among
people aged 65 to 69. Most of the other western states, led
by Nevada and Arizona, have net home buying among
people of these ages.

Crossover Point: The Age at Which Selling
Surpasses Buying 

We begin our analysis of the timing of the baby
boomers’ impact on the housing market by finding the age
at which selling typically begins to exceed buying in each
state, shown in Figure 7. In some states the elderly are such
active buyers that their growing numbers will not lead to
an excess of sellers. In others states, however, the buyers fall
behind the sellers at an early age. In six states, the number
of sellers begins to exceed buyers at ages 55 to 59, while in
seven states sellers exceed buyers at ages 60 to 64. Five of
the states that reach this point before age 65 are located in
the Northeast and five are in the Midwest, with Alaska,

24 Journal of the American Planning Association, Winter 2008, Vol. 74, No. 1

Figure 4. Average annual percent of persons buying homes in each age group, for selected states, 1995 to 2000.
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California, and Maryland rounding out the group. Thus, it
is a mix of the coldest, most congested, and most expensive
states, rather than high-growth states of the South or West,
which we expect to lose older homeowners most rapidly.
The northeastern states lead the way, and are shaded for
emphasis.

In 22 states crossover occurs when people are between
65 and 69. Another 15 states, all in the South or West,
have crossover points after age 70, occurring latest in
Arizona, Florida, and Nevada. This reflects the historically
higher rates of migration toward the South and West, and
historically higher retirement out-migration from the
Northeast and Midwest. If the baby boomers behave
similarly at these ages, their effects on the housing market
should exhibit strong regional differences.

Net Excess of Sellers Over Buyers 
in the 50 States 

The ultimate number of sales and home purchases by
owner occupiers in a given time period is the product of
each state’s unique profile of buying and selling rates per
capita and the forecasted population for each age group at
that point. Some states may have high rates but few people
in the relevant age groups. Of greatest importance is
whether a state has a growing or static population of young
adults to absorb the homes its senior population will sell.

The worst case would occur where the older population is
numerous and sells its homes at an early age, but the young
adult population is growing slowly or not at all, and has a
low rate of home buying.

We used population projections for future periods to
calculate when we expect home sellers to begin to exceed
home buyers in each state, and Figure 8 summarizes the
results. Six states have already entered long-term buyer
shortages, with seven more to follow in the next decade.
However, for 30 states, we do not expect the number of
buyers to fall below the number of sellers until well after
2025.

Construction and Market Response 

The foregoing analysis centers on the magnitude of the
sell-off among owner-occupants who are baby boomers. In
fact, buyers will likely appear for every house because the
price will be lowered until the market clears. If prices fall
low enough, home buying rates may rise, sellers who are
able to remain in their homes may decide to keep them,
and investors may step in to claim some properties. If
prices fall we also expect home builders to scale back on
construction, reducing the growth in supply. The question
is whether these adjustments will be sufficient to cushion
the baby boomer sell-off.

Myers and Ryu: Aging Baby Boomers and the Generational Housing Bubble 25

Figure 5. Average annual percent of persons selling homes in each age group, for selected states, 1995 to 2000.

Note: 
On average, between 8 and 9% of persons 80 and older sold homes each year in all these states.
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Reasonable observers might view the problem thus:

. . . in the long run at least, contraction in the real
estate industry may mitigate any impacts of overall
decreases in housing demand. The question appears to
be whether the impacts of the demographics will result
more in industry contraction or in declines in value.14

Shiller (2007) stresses the importance of supplier
responses in ending housing booms. Though past failures
to appreciate the competition from other new construction
have often led to oversupply, he asserts that large develop-
ment companies today possesses better information and
behave more rationally than in prior decades, as McCue
and Belsky (2007) agree. In fact, in the post-2005 housing
market, when sales fell and inventories grew, builders
exhibited a disciplined response, scaling back production
only 6 months behind the decline in sales (Harvard Joint
Center for Housing Studies, 2007). Unfortunately, that
decline was so precipitous that many home builders were
caught with greater debt than cash flow.

It is often overlooked that existing homeowners supply
five or six times as many homes for sale as do builders of
new homes.15 Existing homeowners’ decisions to sell are
not professionally managed, but are driven by personal
financial, community, and aging-related life-cycle decisions.
The many baby boomers facing these same issues in the
future could flood the market with excess supply without
regard to declining demand.

Undesirable effects could be magnified by the duration
of the baby boomer sell-off. Homebuilders are more likely
to survive a short-term pullback than a prolonged contrac-
tion that requires them to lay off core staff, abandon land
contracts, and sell assets. Firms in the construction indus-
try will attempt to keep building homes at some minimal
level just to stay in business. For example, after 2 years of
job losses totaling 313,000 in the long recession of the
1990s, production in California only fell to 83,341 new
units in 1993, still roughly half the previous volume.

Finally, construction is likely to continue because
home builders are in the business of serving buyers whose
needs cannot be met by the existing inventory. The fact
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Figure 6. Net annual percent of persons aged 65–69 buying or selling homes, by state and region. 
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that older people outnumber younger people nationally
(see Figure 1 and Appendix Table A-1) ensures that most
builders will try to serve the former by building housing
better suited to their needs than what is already on the
market. Although the older population will be selling more
homes than they buy, better than 1% of them will still buy
homes each year. And younger people will still buy homes
at three times this rate. People may demand new construc-
tion in order to get novel design or to locate in growing
areas where supply is insufficient, or in locations with
better access to jobs and transit.

In sum, supply will be dominated by the actions of
aging homeowners who have little ability to postpone
decisions, and home builders who cut back as little as
possible. Large builders will shift to markets with good
growth prospects and scale back their operations elsewhere.
Other builders will find niches of underserved demand,

particularly among the elderly, even in stagnant or declin-
ing markets. Thus we expect the number of properties for
sale to grow ever larger, creating a buyer’s market, and
vacancies to accumulate in less desirable neighborhoods
and parts of the nation.

Consequences of a Generational
Housing Price Correction 

There will be winners and losers in the correction to
the generational housing bubble. Many young adults will
wait for downward price adjustments to make home pur-
chases more affordable. However the baby boomers were
born over an 18-year period, and their housing sell-off
could stretch over two decades instead of the typical 3 to 7
years for a housing market correction. Few young adults
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Age group <55 55–59 60–64 65–69 70–74 75–79 80+

AK CA AL AR AZ
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Total 0 6 7 22 12 3 0

Figure 7. Crossover points: ages at which selling exceeds buying for each
state.

Note: 
Shaded states are in the Northeast. Buyers and sellers are owner-
occupants, and do not include investors or those buying or selling
second homes.
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Figure 8. Period in which sellers exceed buyers in each state.

Note: 
Shaded states are in the Northeast. Buyers and sellers are owner-
occupants, and do not include investors or those buying or selling
second homes.
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are likely to wait that long for prices to bottom out before
purchasing.

Members of the baby boom generation themselves who
are homeowners could be losers. As home values decline, so
will home equity, shrinking retirement savings. For exam-
ple, Nothaft and Chang (2004) recently reported that

home equity—the difference between the home value
and the amount of mortgage debt on the property—
comprised at least 50% of net wealth for one-half of all
households. Home equity is not only the single largest
component of net wealth for most families, but it is
also held by a broader cross section of families when
compared with other assets. (p. 2)

Home equity is less important for high-income house-
holds, because they hold a disproportionate share of stocks
and other investments, but it is especially important for
working- and middle-class households. Moreover, equity
may be more vulnerable to downturns than in prior decades.
The ease of refinancing or obtaining home equity loans
has led many middle-class homeowners to already use up
substantial portions of their equity. Analysis of recent
trends indicates that many more of the soon-to-be-elderly
will be heavily encumbered with debt late in life than has
been the case in the recent past (Masnick, Di, & Belsky,
2006). A 25% reduction in home values could erase half
the equity of homeowners with large mortgages.16 Even
among those who do not sell their homes, downward
reappraisal will erode the equity that would otherwise have
supported reverse mortgages or home equity loans (Ed-
munds & Keene, 2006). People who intend to retire using
these means of extracting income from their wealth must
maintain or increase the value of their homes.

Implications for Local Planning 

Communities where home sellers are highly concen-
trated could be adversely affected by the developments we
describe. Our analysis compared the 50 states, and yet we
know that substantial variation exists within states, with
important differences among cities, suburbs, and rural
areas. Given that all housing markets are local, we make
the following observations about the potential local impacts
and their implications for planners.

Where demand falls short of housing supply, property
value assessments could fall after increasing for many years,
creating municipal budget deficits and playing havoc with
fiscal planning. Although it seems wise for states and
localities to use current fiscal surpluses to pay down debt

and save for later, this is often difficult for local govern-
ments to do. In addition, shifts that abruptly make formerly
high-priced properties more affordable will create a differ-
ent set of problems that could destabilize middle-class
neighborhoods. We already know that aging homeowners
do less to maintain their homes (Galster, 1987; Myers,
1984), and under the scenario we anticipate there may be
many more such homeowners who are unable to sell. If
they rent their homes or sell them to investors at a discount,
neighborhoods once largely owner-occupied will have
more renters. During the adjustment process many homes
could stand empty for long periods, creating neighborhood
nuisances. Beleaguered homeowners will put pressure on
local officials to protect their former quality of life. Yet
there are a number of ways to plan in advance both to
mitigate symptoms and to address the root of the problem.

Plan Housing Construction
Anticipating the consequences of an aging baby boom

generation should help planners manage the supply of new
construction to meet future housing needs and balance the
demands of competing interests.

Recognize New Housing and Locational Preferences.
After decades of neglect, apartment construction is resurgent
in many central cities (Birch, 2002), meeting preferences
for housing that is higher density and more centrally
located. Fishman (2005) has declared this a new “fifth
migration” that will focus residential growth in coming
decades toward the centers, not peripheries, of metropoli-
tan areas. To date, however, there is little evidence of any
net shift of total or elderly population toward central cities
(Englehardt, 2006; Frey, 2007).

Nelson (2006) called for analyzing both housing
preferences and the location of existing inventory to de-
termine needs for new construction. Our analysis provides
the demographic driver for these needs and preferences in
the aging of the baby boom. Our projections support
Nelson’s conclusion that the existing supply of large-lot
homes, largely located in the suburbs, may be sufficient to
meet needs through 2025, at least in many parts of the
nation. New construction should remedy the current
undersupply of units in the more compact central city and
suburban environments shown to be in growing demand,
especially for aging boomers (Myers & Gearin, 2001).

Regulate Overall Supply. If the aging baby boomers
sell one type of housing and buy another, this could stim-
ulate substantial construction. Since decisions about new
construction are generally decentralized, this could lead to
oversupplies of housing in many metropolitan areas. The
excess vacancies would likely be clustered in localities with
older and less-preferred housing. This could reverse the
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post-WWII pattern in which new construction in the
suburbs left vacancies and abandonment concentrated in
older central city neighborhoods.17 Some are already
warning of decline in early post-WWII suburbs (Lucy &
Phillips, 2006), but planners should monitor supply and
demand conditions in outer suburbs as well. Planners in
the near future may contend simultaneously with neglected
low-density single-family districts, dwellings left vacant by
waves of exiting baby boomers, and controversial proposals
for redevelopment at higher densities.

In the past, development restrictions have protected
against oversupply, although they have also led to housing
price escalation and decreased affordability. A growing move-
ment aims to relax those restrictions in order to facilitate
denser development and make housing more affordable.
Although these objectives have merit, planners should
evaluate the consequences of making such changes in the
context of the long-term decline in housing demand pre-
dicted here. How ironic would it be if, after years of price
run-ups, development restrictions were suddenly loosened
in many states just in time for baby boomers’ big sell-off?
Local and regional planners should manage additions to
the supply of housing to avoid a glut as baby boomers age.

Fight the Rising Ratio 
In addition to managing the construction of new

housing, local planners should work on managing the ratio
of seniors to working-age residents directly. Planners should
aim to alleviate the potential impacts of large numbers of
elderly home sellers while stimulating demand among
younger adults.

Plan to Retain Elderly Residents. Frey (2007) has
emphasized that most people will age in the same state
or metropolitan area where they have lived, though not
necessarily in the same community or house. Communities
should retain their elderly residents as long as possible to
slow the flow of houses for sale. This makes it imperative
to develop elderly friendly, vital communities (Achenbaum,
2005). Rather than encouraging segregation of the elderly
in separate retirement institutions, urban designers should
foster their social integration into more lively communities,
whose essential features include community activity centers
for seniors, close-by retail services, and small, easy-access
parks for midday socializing. The new movement toward
planning healthy cities for active living can also help plan-
ners attract and retain elderly homeowners (Frank &
Engelke, 2001), as can homeowner maintenance programs,
dial-a-ride transportation services, and mobile meals services
(Gilderbloom & Rosentraub, 1990).

Attract the Young. Planners should also aim to attract
younger home buyers by increasing local employment

growth, marketing to the “creative class,” (Florida, 2003)
and building a cultural economy (Currid, 2007; Markusen
& Schrock, 2006). Strategies to improve amenities and
urban livability may appeal to some, but families also need
practical help with convenient day care, afterschool pro-
grams, and better local schools. Workforce housing programs
can help young people absorb more of the homes for sale
in a community by providing counseling and purchase
assistance. It would be more effective to institute such
programs early, before an excess of homes for sale tarnishes
the community reputation and deters middle-class buyers.

Attract New Immigrants. Fostering the settlement of
new immigrants can also stimulate home buying. Immigrants
are typically drawn to concentrations of job growth, but have
also taken root in places experiencing average job growth or
worse (like the populations of Somalis in Lewiston, Maine,
and Hmong in Fresno, California). Once a group is estab-
lished, it may pull in more residents of the same ethnicity.
Thus, community development strategies to promote immi-
grant settlement can help build a base of young residents. Per
capita rates of homeownership rise dramatically as immi-
grants reside longer in the United States, and immigrant
populations are growing faster than native-born populations
(Myers & Liu, 2005). As a result, the foreign-born share of
the increase in homeowners has roughly doubled each decade
since 1980, rising from 10.5% in the 1980s, to 20.7% in the
1990s, and 40.0% in the period 2000 to 2006 (Myers & Liu,
2005, Table 2).18 These shares are even higher in several
states, exceeding 60% in California, New York, New Jersey,
Massachusetts, and Illinois, and they will climb much higher
after the baby boomer sell-off commences. It is immigrants
who will lead many markets out of the current downturn in
home sales and prices.

Invest in the Young. The foregoing strategies merely
help one community compete against others for a fixed
number of potential home buyers. A longer-term strategy
would expand the numbers of home buyers among the
younger generation by investing in their human capital
development. A state that invests more in higher education
not only trains a workforce with greater earnings potential,
but also cultivates the next generation of taxpayers and home
buyers. Tax dollars invested today in higher education are
reported to return benefits two or three times greater than
the original investment, in the form of future tax collec-
tions on higher earnings (Myers, 2007). College graduates
can also afford substantially higher priced homes. Upgrad-
ing human capital among young adults will be especially
crucial as the ratio of seniors to working-age adults grows.
Previously neglected minority youth will benefit, as will the
rest of society, if state and local governments enhance the
productivity of all their human resources.
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Conclusion: On the Precipice 
of a New Era 

Our analysis depicts a coming generational transition
in the housing market that will upset the historic balance
of buyers and sellers. Residents in most states are net
buyers of homes well into their 50s. The resulting upward
pressure on demand by the large baby boom generation
will soon peak, and after age 70 they will be net sellers in
all except three states. Mankiw and Weil (1989) may have
miscalculated the timing of decline, predicting its beginning
20 years or more prematurely, but the baby boomers will
finally start retiring from the housing market. Their demand
for housing will begin to contract, and then will decline at
an accelerating rate. Boomers will dominate the housing
market, as they have through their entire adult lives, when
the ratio of seniors to working-age adults soars by 67% in
the next two decades. This tilt toward age groups that are
net sellers of housing is historically unprecedented, and it
challenges planners to foresee and forestall adverse impacts.

The baby boom generation was born over a period of
18 years, and once its sell-off commences, it could domi-
nate the housing market for up to two decades. Planners
could lessen the negative consequences of the deflating
generational housing bubble by anticipating these long-
term trends and initiating pre-emptive programs to retain
elderly homeowners, attract young home buyers, and
closely monitor additions to the housing inventory to
forestall overbuilding.

Planners must adjust their thinking for a new era that
reverses many longstanding assumptions. Though planners
in many urban areas have been struggling against gentrifi-
cation, they may now need to stave off urban decline.
Whereas decline once occurred in the central city, it may
now be concentrated in suburbs with surpluses of large-lot
single-family housing. Whereas residential development
once focused on single-family homes, many states may
swing toward denser developments clustered near amenities.
Whereas the major housing problem was once affordability,
it could now be homeowners’ dashed expectations after
lifelong investment in home equity. The new challenge
may be how to encourage buyers in distressed environments
and how to sustain municipal services in the face of declin-
ing property values. All of these reversals result from the
aging of the baby boomers. By using foresight, planners
have a better chance of leading their communities through
the difficult transition ahead.

Notes
1. Occasionally housing industry analysts will take a 10-year view. For
example, in a recent special effort, a consortium of leading housing trade
organizations forecasted the market for a full decade, from 2004 to 2013
(Berson, Lereah, Merski, Nothaft, & Seiders, 2006). Unfortunately, a
10-year forecast horizon was not long enough for this group, the Bureau
of Labor Statistics, or the Economic Development Administration to
anticipate the effects of the retirement of the baby boom generation.
A 10-year forecast launched from 2007 might now begin to detect these
consequences.
2. According to the 2000 Census, only 1.4% of owner-occupied
households in the United States were headed by a person under age 25.
Age 25 is also generally regarded as the lower boundary of prime working
age, when individuals are most likely to hold secure employment.
3. In 1980, the highest per capita spending on housing occurred at age
45; accordingly, Mankiw and Weil (1989) concluded that once the baby
boomers passed age 45 they would begin to spend less on housing,
reducing housing demand and lowering prices as the boomers aged. But
it turned out that lower spending on housing after age 45 was not a
result of older adults cutting back. Rather, members of the generation
that was over 65 in 1980 were unlike their younger counterparts in that
they had never spent much housing. The fallacy of Mankiw and Weil’s
reasoning was revealed once researchers followed individual cohorts’
behaviors as they grew older (Pitkin & Myers, 1994).
4. A recent study by the Federal Deposit Insurance Corporation (Angell
& Williams, 2005) reviewed historical housing booms in all U.S.
metropolitan areas for which data were available and concluded: “In
over 80% of the metro-area price booms we examined between 1978 and
1998, the boom ended in a period of stagnation that allowed household
incomes to catch up with local home prices.”
5. Those buying for investment purposes increase their market activity
when prices are rising most rapidly and withdraw when prices flatten or
decline. For example, between 2002 and 2005, when the recent boom
began to crest, the investor share of mortgage originations grew from
6.8 to 10.9% in Los Angeles, from 5.8 to 13.8% in Austin, and from
8.1 to 15.8% in Miami (Harvard Joint Center for Housing Studies,
2007, Appendix W-4).
6. There was a very strong positive correlation between changes in
homeownership rates among heads of households aged 25 to 34 and
changes in median house values for states, with r = 0.75 in the 1980s
and r = 0.65 in the 1990s (Myers, 2001).
7. This ratio is not a representation of the purchase calculation of actual
households, but a relative index. In fact, the median income pertains to
both renters and owners, and many young buyers are likely to purchase
homes below the median price.
8. This is certainly the conclusion of Robert Shiller (2005, 2006), who
plots house prices against other asset classes and shows that the recent
run-up in house prices is unprecedented.
9. We converted data for the 5-year interval preceding the census to its
equivalent for a full decade by summing the experience of adjacent 5-
year cohorts. For example, we aggregated 5-year rates for persons aged
35 to 39 in 1995 to 1999 with those for persons aged 30 to 34 in the
same time period, synthetically estimating the experience of a full
decade.
10. Complete data on estimated buy and sell rates for all 50 states for
each of 13 age groups are available from the authors on request.
11. Death rates climb markedly after ages 55 to 64. Averaged between
men and women (weighted for the population at risk), the annual
probability of death rises to 2.4% between the ages of 65 to 74, 5.7%
between 75 and 84, and 15.5% at 85 and older (U.S. Census Bureau,
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2003b). Considering that elderly persons also face higher risks of severe
illness or physical incapacity, it is not surprising that they would be two
to three times more likely to sell their homes than younger homeowners.
12. The choice of calibration period is important, because the estimated
rates of behavior are intended to represent underlying demographically
based demand and will be held constant in future periods. For this
purpose, we judged the period of 1995 to 2000 to be much better for
estimating normal market behavior than the boom years of 2000 to
2005, or the recession years included in 1990 to 1995. Although we
expect the annual rates will likely rise and fall in the future, we assume
that they will fluctuate around the rates we estimated from the age
schedule in the baseline period. Thus we feel our result properly depicts
the changes in underlying demographically based demand likely to
prevail in future periods.
13. In Arizona, the sell rate without correcting for those who sold before
migrating to the state is 4.2 per 100 among those aged 55 to 59, and 2.9
per 100 after making this adjustment.
14. This comment is by an anonymous reviewer of the article.
15. In 2005, the year of peak sales of newly built homes, 1.28 million
newly built units were sold and 7.08 million existing homes were sold,
a ratio of 5.5 to 1. In the low point of the 1991 recession, 0.51 million
newly built homes were sold and 3.22 million existing homes were sold,
a ratio of 6.3 to 1 (Harvard Joint Center for Housing Studies, 2007,
Table A-1).
16. For example, among homeowners ages 50 to 54 in 2004, the
median equity was $92,000 and mortgage debt $85,000 (Englehardt,
2006, Table 1).
17. As an example, during the 1980s the number of households in the
Cleveland metropolitan area grew by only 18,000, but 46,700 new
housing units were constructed, mostly in suburban areas, and un-
needed dwellings were left empty in the central city and older suburbs
(Bier & Howe, 1998).
18. We estimated growth after 2000 by comparing data from the 2006
American Community Survey to the 2000 Census.
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Ratios of seniors to working-age adults, and percent change, by state, 2000 through 2030.

Seniors (aged 65 and up), per 1000
working-age adults (aged 25–64) in each year Percent change each period

2000 2010 2020 2030 2000–2010 2010–2020 2020–2030 2010–2030

Alabama 252 267 352 450 6.0 32.1 27.8 68.8
Alaska 104 152 248 316 46.2 62.8 27.5 107.6
Arizona 259 274 374 499 5.8 36.6 33.6 82.4
Arkansas 276 275 348 432 −0.3 26.7 24.0 57.1
California 204 219 284 365 7.7 29.7 28.2 66.4
Colorado 177 196 277 342 11.0 41.5 23.3 74.4
Connecticut 258 269 335 444 4.1 24.7 32.6 65.4
Delaware 247 262 355 499 6.2 35.3 40.7 90.3
District of Columbia 222 211 239 265 −5.0 13.3 10.9 25.7
Florida 342 340 437 600 −0.8 28.6 37.5 76.8
Georgia 179 191 254 329 7.0 33.0 29.6 72.3
Hawaii 251 276 387 493 10.1 40.1 27.6 78.7
Idaho 228 227 306 377 −0.3 34.5 23.3 65.8
Illinois 232 234 292 369 0.7 25.0 26.4 58.0
Indiana 240 241 304 378 0.5 26.1 24.5 56.9
Iowa 299 286 368 480 −4.4 28.8 30.4 67.9
Kansas 265 258 334 433 −2.7 29.4 29.7 67.8
Kentucky 236 242 318 407 2.6 31.6 27.7 68.1
Louisiana 229 243 324 418 6.2 33.1 29.1 71.8
Maine 267 279 389 540 4.2 39.6 38.8 93.7
Maryland 207 226 284 360 9.0 25.7 26.6 59.1
Massachusetts 252 253 324 431 0.4 27.7 33.3 70.3
Michigan 235 239 306 394 1.6 28.3 28.7 65.1
Minnesota 231 229 296 390 −1.0 29.3 31.6 70.1
Mississippi 243 244 324 430 0.7 32.5 32.6 75.8
Missouri 263 264 332 425 0.4 25.9 28.1 61.2
Montana 260 275 405 549 5.6 47.5 35.6 100.0
Nebraska 272 267 353 459 −1.6 32.2 29.8 71.6
Nevada 201 227 299 386 12.7 31.7 29.4 70.4
New Hampshire 219 229 318 430 4.6 38.6 35.4 87.6
New Jersey 245 250 308 398 2.0 23.1 29.2 59.0
New Mexico 231 271 412 601 17.5 51.9 46.1 121.9
New York 243 255 317 411 4.9 24.4 29.5 61.0
North Carolina 225 234 299 376 4.2 27.7 25.7 60.5
North Dakota 301 295 403 566 −1.9 36.4 40.3 91.4
Ohio 256 258 331 423 1.0 28.4 27.7 64.0
Oklahoma 261 267 341 420 2.3 27.6 23.2 57.3
Oregon 242 237 318 365 −2.0 33.7 15.0 53.7
Pennsylvania 302 292 365 474 −3.3 24.8 29.9 62.2
Rhode Island 281 266 331 446 −5.3 24.2 34.8 67.4
South Carolina 230 256 355 470 11.3 38.5 32.4 83.4
South Dakota 295 282 379 524 −4.3 34.2 38.2 85.5
Tennessee 231 249 326 405 7.7 31.0 24.2 62.6
Texas 194 203 264 328 4.5 30.1 24.5 62.0
Utah 189 190 249 296 0.8 30.7 19.2 55.7
Vermont 237 259 374 506 9.3 44.4 35.2 95.2
Virginia 205 231 307 391 12.9 32.8 27.5 69.3
Washington 210 222 297 362 5.7 34.0 21.7 63.1
West Virginia 289 290 396 505 0.3 36.6 27.4 74.0
Wisconsin 253 250 328 443 −1.5 31.4 34.9 77.3
Wyoming 224 255 404 562 13.5 58.8 39.1 120.9
U.S. Total 238 246 318 411 3.2 29.6 29.0 67.2

Source: U.S. Census Bureau, 2005b.
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TO:  City of Parkville Alderman 

 

FROM: Shani Porter, Business and Community Outreach Coordinator 

 

DATE:  January 6, 2009 

 

SUBJECT: Business Exit Interview Overview 

 

 

This report documents findings regarding Business Exit Interviews.  The attached list of 

businesses that closed was provided by Sean Ackerson, Community Development 

Director through Nan McManus, Alderperson.  All contacts were made via phone and 

comments are presented anonymously.   

 

Twenty-nine businesses are listed as “Business that closed”.  Of those 29, 16 (or 55%) 

actual contacts were made.   Of those 16, three are still in business in Parkville.   

 

The businesses that follow have closed or relocated.  Comments were gathered from 

these 16 businesses and are presented on the following page:  

 

1. 307 Main Antiques and Interiors 

2. Aristocrat Homes Inc. 

3. Bhoeme 

4. Brodies Backyard BBQ 

5. Design in the City’ 

6. DSW Computers 

7. Eldecon, Inc. 

8. Farley State Bank 

9. Home Performance Service LLC 

10. La de da 

11. Linda’s Original Hairworks Salon 

12. Reynolds & Company Real Estate 

13. River Rock Coffee Company 

14. Sports Rehabilitation & Physical Therapy 

15. The Rose 

16. Watercolors High Fashion 
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The following businesses were listed as closed or moved but are still in operation in 

Parkville: 

 

1. Eldecon, Inc. 

2. Reynolds & Company Real Estate 

3. Watercolors High Fashion 

 

 

The following businesses did not have working numbers or were disconnected: 

 

1. Irwins West by Southwest 

2. Nani’s Impressa, LLC 

 

 

The following questions were asked of the business: 

 

1. Have you chosen to relocate to a new location? 

2. If so, what was your primary motivation? 

3. If not, why have you chosen to close your doors at this time? 

4. What scenario would have helped you stay in Parkville? 

5. What should the business community, City or others strive to improve? 

6. Would these changes have helped you stay in Parkville? 

 

 

The following are the comments, in no particular order, that were shared by the 

businesses to the above questions with regards to why the closed or relocated: 

 

a. Parking was an issue for employees and customers. 

b. Some businesses use all the parking spaces. 

c. Ownership has changed.  

d. Quit the retail portion of the business. 

e. Retail not profitable. 

f. Moved business to their home. 

g. Relocated to another existing facility. 

h. Hard to get people to shop. 

i. Landlord difficulty. 

j. Signage.  No direction for shoppers. 

k. Sold to new owner. 

l. Moved to another city. 

m. Not enough traffic. 

n. Festivals are great but they hinder local businesses. 

o. Not enough community advertisement. 

p. Economy is terrible. 

q. Had to move. Building was condemned.  
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Park University City of Parkville Satisfaction Survey

Report: Comparison of Staff Responses and Student Responses

Conducted by the Platte County Economic Development Council  - May 2009
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City of Parkville - Ad Hoc Economic Development Committee’s 

Main Street/Park University Survey

 As Parkville’s largest employer, Park University draws approximately 400 
employees and 1500 students into our city every day.

 The goal of this survey was to increase business by attracting more of the 
University students, faculty and staff to the downtown area.

 Input was gathered from:

Main Street Parkville Association members
Business and Property Owners
Student Government leaders at Park University
Ad Hoc Economic Development Committee
Other Interested Parties.

 The Questionnaire was designed by the Platte County EDC and refined by the 
Ad Hoc Economic Development Committee and the Park University Student 
Government.  The Survey was administered by Park University to 1,906 
recipients using the University’s proprietary email system.

 421 responses were received for a 22% response rate.  Additionally, 116 
respondents took the time to offer comments or suggestions on downtown 
could better serve their needs.
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Survey Statistics

Survey was sent to 672 staff and 1,234 students for a total of 1,906 survey’s sent.

Total of 22% response rate.

Survey Status:

Status: Closed

Launch Date: 04/23/2009

Closed Date: 05/072009

Total Survey Takers: 212

Median Response 

Time:
3 mins, 35 Seconds

Web Deployment Status:

Total Takers: 421

Complete Responses: 399

Partial Responses: 22

Staff Responses

Student Responses

Survey Status:

Status: Closed

Launch Date: 04/23/2009

Closed Date: 05/07/2009

Total Survey Takers: 209

Median Response 

Time:
3 mins, 35 Seconds

Not all survey respondents answered every question.  Some questions allow multiple answers.
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What do you do in downtown Parkville?

Staff Responses

Student Responses
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How often do you visit downtown Parkville?

Staff Responses

Student Responses
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If you do not visit downtown Parkville, why not?

Staff Responses

Student Responses
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How do you access downtown Parkville?

Staff Responses

Student Responses
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How would you prefer to access downtown?

Staff Responses

Student Responses
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What type of shop is missing in downtown Parkville that you would like to have?

Staff Responses

Student Responses
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How do you get information about events in downtown Parkville?

Staff Responses

Student Responses
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Would you like to get information about Parkville events?

Staff Responses

Student Responses
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Do you feel safe in downtown Parkville?

Staff Responses

Student Responses
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In an average week, how much do you currently spend on...

Staff Responses

Student Responses
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What other entertainment districts do you frequent? (check all that apply)

Staff Responses

Student Responses
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Do you live...

Staff Responses

Student Responses
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If you are a student are you...
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Are you from...

Staff Responses

Student Responses
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If you are a student, would you consider working in downtown Parkville?
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Are you...

Staff Responses

Student Responses
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What is your age group?

Staff Responses

Student Responses
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116 Written comments

Strengths

Charming 
Great Place to Visit 
Wonderful Events 
Unique 
Small and Quaint 
Great Downtown 
Great Place to Live 

 Weaknesses

Parking 
Nothing for students to do 
General store needed 
Hours of Operation 
Traffic 
Transportation (bus service)



Main Street/Park University Survey

Ad Hoc Economic Development Committee Members:

Jim Allen, Developer, The National and Parkville Commons

Erik Bergrud, Director, International Center for Civic Engagement, Park University

Deborah Butcher, Ward One Alderman, City of Parkville

Pete Fullerton, Executive Director, Platte County EDC

Carol Kuhns, President, Main Street Parkville Association

Jim McCall, Co-Chair, Parkville Chamber of Commerce ED Committee

Nan McManus, Alderman, City of Parkville & Ad Hoc ED Committee Chair

Shani Porter, Community and Business Outreach Coordinator, Platte County EDC

Bill Quitmeier, President, Parkville Chamber of Commerce

Tim Rice, President, Parkville Community Development Corporation

Kerby Varner, Co-Chair, Parkville Chamber of Commerce ED Committee

Linda Varner, Senior Vice President, Patriot’s Bank
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Parkville Economic Development Discussion Summary and 

Recommendations 

February 18, 2009 

 

On February 4th, 2009 community leaders and stakeholders from Parkville met for a 

strategic input session.  The purpose of the session was to: 

 

 Raise issues/Build consensus concerning Parkville’s economic 

development efforts 

 Determine a reasonable course of action for further implementation 

 

The session was moderated by Irv Jensen of Smart Solutions Group, an economic 

development consulting firm which specializes in planning, marketing and organizational 

development. 

 

Discussion began with a presentation by Mr. Jensen concerning the changing nature of 

today’s economic development efforts.   The basic premise of his remarks concerned the 

changes from both external pressures and internal pressures which have reshaped 

community development approaches.  Some of the external pressures mentioned included 

the dramatic increase in available information, increases in competition, the impact of the 

global communication and the ability to quantify return on investment for time spent on 

community development efforts.   

 

Internal pressures included redefining and broadening the definition of business service 

and development to include improving the overall product which organizations are 

promoting or ―selling‖ as well as a role in the marketing of the entire community, the 

need for rapid response to opportunities, the need to work collaboratively and from a 

consensus direction and the pressures of maintaining an compelling business 

development product. 

 

The meeting next moved to an open discussion of economic development in Parkville. 
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Discussion Summary 

 

Parkville and Economic Development - Where are we now? 

Participants were asked to describe where Parkville currently stood in terms of economic 

development.  Comments included: 

 Downtown struggling 

 Engaging new residents to become actively involved in community development 

is difficult 

 Parkville has a unique brand which can be built upon 

 Main Street is the community's core but separate segments exist.  Plans are 

underway to address and consider this issue. 

 Market has been over built 

 Sales tax not keeping up with residential growth 

 Need to take care of what we have - Existing business support is key 

 Strong Parks and Recreation amenities 

 Defined Downtown 

o District 

o Old Town 

o However more business competition - many existing businesses are small 

family owned  

o Losing restaurants 

 Unique character/Brand 

o River/pretty/environment 

o Park University 

 Brand distinction 

 Access - higher education/world-class 

 Currently studying how to attract students downtown 

 Community Access - Airport/Metro 

 The strong community reputation equals a strong brand 

o Quality of life 

o Education 

o Income levels 

o Downtown  

o Festivals 

o History 

o "Biggest small town" 

o Country but close to city 

 

Additionally discussion centered on the roles of the various groups involved in 

community and economic development: 
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The Chamber of Commerce 

 Was created for networking 

 Now more community development and ED focused 

 

Parkville Community Development Corporation 

 Was created to gain tax credits for Main Street in 1990's 

 Since then the group supports festivals/Main Street org. primarily as  providers of   

 administrative  or  financial support 

 

City 

 Has created an Ad Hoc Committee on ED 

 Need to finish their master plan - zoning 

 Envision some type of an ED Commission 

 

While many issues were discussed, the participants indicated that, from an economic 

development perspective, Parkville needs a number of focus points: 

 

Parkville Priority Issues 

 

 Work on improving Communications between all those involved in development 

 Add Focus to the community economic development process 

 Create an operating Structure to enhance community growth 

 Take some immediate Action to demonstrate progress 

 Identify community talent/leadership to supplement/enhance existing leadership 

 Need a Plan  

 Reach consensus on the revitalization plan for  Downtown 

 Implement a true and effective Brand Management effort to maintain reputation 

 Focus on Business Support - Need entrepreneurial development 

 Need Partnership 

 

General Observations 

The facilitator of this session makes several observations concerning the current situation 

in Parkville regarding economic development. 

 



Smart Solutions Group 4 

Parkville needs to come together on a joint planning effort for community economic 

development.  This should not be City led or Chamber led but a true jointly led effort. 

An ED Commission becomes a city function.  A Chamber initiative is owned by the 

Chamber.  To make a program fully come to life you need to have all the elements at the 

table. 

 

Equally important, you can't just "start doing something."  You need to step back, 

consider your options, determine your priorities (usually the options you have the most 

likelihood of achieving quickly) and determine who will be responsible for what. 

 

Planning is a bit tedious, it takes up effort, it sometimes raises uncomfortable issues, but 

it is critical if you are to ensure that the payback for your effort achieves something.  The 

other option is to wait for something to happen by chance or pursue an immediate 

perceived need prior to considering all the consequences of that pursuit.  

While the community is not unified in their approach or structure to economic 

development, you do seem unified in your discussion of the attributes or "brand" of the 

community.  However, that brand must be built on facts, positioned to reflect the interests 

of the business world and be constantly and consciously nurtured.      

 

Communications should be improved between all economic development stakeholders 

(city, chamber, business leaders, elected officials, economic development influencers and 

support groups).  Jointly developed, mutually beneficial plans can reap rewards for the 

entire community. 

 

Parkville has an opportunity to demonstrate unity and joint leadership of their economic 

development destiny.  The alternative is to remain fragmented and unfocused, a strategy 

which will surely further weaken the Parkville’s economic development efforts. 
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Philosophical Suggestions 

Unite 

Going it alone makes little sense in today’s economic climate.  Working from ―silos‖ will 

not accomplish much in our competitive, complex economic development environment.  

No one individual or group can hope to ―create‖ business without the full cooperation and 

support of all the key community stakeholders.  Not only is there safety in numbers, there 

are good, mutually beneficial ideas in numbers when groups come together for the 

common good. 

 

Focus 

You will not get anywhere if you don’t have a destination.  The community needs a 

comprehensive game plan in order to move forward.  This should be a plan that considers 

all options, outlines a consensus driven course, sets measurable (but achievable) 

objectives and engages a cross section of community resources in the implementation and 

achievement of these objectives. 

 

Promote 

Your light won’t get noticed under a basket.  The community needs to find ways to 

increase their visibility to key influencers, business targets, the existing businesses and 

residents of the community.  Promoting/defining the image of a community takes a 

concerted effort by many groups, all speaking the same language.  Some call it an 

umbrella, some the key selling points, but the consistency that these messages are 

delivered is key to success.  Messages that resonate are created and delivered by group 

consensus. And spreading the good word is not about hype, it is about delivering factual 

information that demonstrates the success or emphasizes the assets of the community.   

 

Come to agreement on the overall approach Parkville wishes to take 

o Develop a statement of expectations which would be agreed to by all 

participating parties related to Parkville-wide economic development, 

including Downtown 
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o Clarify the outcomes/services expected a comprehensive Parkville 

Economic Development effort 

o Further discussion of  Parkville economic development priorities and 

goals. Ensure that these are accountable to the variety of 

interests/community needs of the Parkville 

o Consider organizational/representational issues that should be reviewed to 

ensure a proactive, successful Parkville economic development effort is 

truly collaborative 

 

Prior Consensus sets the stage for planning 

Continue a progress with a goal of developing a consensus built, comprehensive 

community economic development plan 

o Organize taskforce to address key issues – create a fixed time period for 

these efforts.  These are not on-going committees, but short-term get it 

done taskforces 

o Consider the organizational approach 

 Who should be represented? 

 How well is the business sector represented? 

 Meet with those who should be involved and stimulate their 

participation 

 Focus the deliberation into three primary categories  

 Administration Process 

 Marketing 

 Community (Product) Development 

o Engage Community and community leadership in actively promoting the 

sharing of plans, ideas, obstacles and opportunities with the aim of 

creating greater synergy throughout the community. 

 

Specific Process Recommendations 

Based on the results of the input session, Smart Solutions Group would strongly 

recommend that community leaders in Parkville undertake the development of a 

comprehensive community economic development plan.  This plan would spell out the 
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various roles of all parties involved in economic development and outline specific goals 

for the joint effort.  We would recommend a collaborative, consensus-building process 

with the goal of producing a fact-based Parkville Economic Development Roadmap. 

 

 An assessment of the current economic development situation including a detailed 

demographic/economic profile and analysis of the competitiveness of the 

“product”—City of Parkville —as a business prospect/site location consultant 

would analyze a location’s assets, strengths, weaknesses and opportunities for an 

investment opportunity.  Also included would be an analysis of the competitiveness 

of City of Parkville economic development policies and tools to generate and spur 

economic development growth. 

 

 An organizational/operational framework review that would ensure the alignment 

of the various organizations involved in economic development in Parkville to 

effectively and efficiently implement the plan to achieve and maximize success.   

 

 A comprehensive, integrated strategic economic development marketing plan 

including goals and objectives; target audiences; brand position statement/key 

messages; strategies and tactics; measurements of success; budget; and an action 

plan/timeline.  Specific strategies would include:  overall business attraction, retail 

business attraction, retention and expansion approaches and competitive product 

enhancements.  This plan would also be considered based on city/chamber/school 

district and other existing plans to seek opportunities for developmental synergy. 

This Proposed Approach… 

 

 Would provide a forum for the identification, discussion and resolution of issues and 

approaches to working together more effectively and efficiently. 

 

 Would provide a comprehensive analysis of Parkville’s current economic 

development situation—assets, challenges/weaknesses and opportunities—to 
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determine effective solutions and creative approaches to market and build upon the 

strengths, capitalize on new, emerging opportunities and address barriers to growth. 

 

 Would create an economic development roadmap providing a comprehensive results-

oriented action plan to achieve success. 

The Proposed Process 

A Parkville Economic Development Roadmap Steering Committee would need to be 

established to direct the consideration of options, data and the development of the plan.   

We recommends a group of 10-15 individuals representing the economic development 

partners—the Board(s), City, Chamber, school district, key stakeholders/investors 

including business leaders representing key business sectors in the economy; and 

economic development partners, e.g. utilities, education/training institutions, etc.  Given 

the process suggested, the Steering Committee should participate in a series of no more 

than five strategy sessions to finalize development of Parkville’s Economic 

Development Roadmap. 

 

Step 1:  A Comprehensive Audit of the Current Economic Development Situation  

Where are we now?  What does this suggest to us? 

 

Prior to the first Steering Committee session, information should be compiled to conduct 

a comprehensive audit of the current economic development situation including 

demographic/economic profile, perceptions/attitudes, features/benefits of the 

product—Parkville, marketable assets/strengths, potential barriers to growth, potential 

priority opportunities for growth and development, and roles of the current key players 

in economic development. 

 

A major portion of this audit should be created from a fact-based perspective, using the 

data to help make directional decisions.   

 

Additionally, the audit should include consideration of the following data: 
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 Populations Trends 

o Total Population 

o Ranking in state 

o Increase/Decrease 

o By age group 

o Median age 

 Income trends 

o Per capita over past 5 to 10 years 

o Mean wage 

o Entry level wage 

 Top Employers 

o Describing business environment 

 Education and Training Resources 

o School enrollment/achievement 

o College/University Connections 

 Utility/Telecom Providers 

 Available sites and buildings 

 Financial Community   

 Existing incentive programs 

 Quality of Life issues 

o Healthcare facilities 

o Recreational 

o Tourism 

 

Our experience has shown that the audit has the most impact when it also involves 

primary research including one-on-one interviews with key internal and external 

stakeholders/influencers and analysis of secondary information/research.  We suggest 

adding a survey all of the Steering Committee members and an equal number of 

stakeholders/influencers not on the Steering Committee.  This survey could be conducted 

via email, phone and regular mail.  This survey could consider key leaders opinions 

concerning: 

 Definition of Economic Development – setting forth their expectations for the 

effort 

 Image and Current Perceptions of Parkville – considered from an internal and 

external perspective 

 Consideration of the Product Attributes of Parkville 

 Access to Skilled Workers 

 Physical Infrastructure 

 Business Climate 

 Capital for Growth 

 Quality of Living 

 Parkville’s Most Marketable Assets/Strengths 
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 Key Challenges/Barriers to Growth 

 Potential Opportunities for Growth and Development 

 The Competition for Economic Development Opportunities - regionally 

 

The findings would be considered by the Steering Committee to provide further insight 

and would be utilized as the foundation for economic development planning for 

Parkville and outline the key components for the strategic economic development 

marketing plan. 

 

Additionally, this step would consider ways to enhance and connect the existing 

development plans of the various community development partners. 

 

This step would also involve an analysis of Parkville’s current economic approach and 

policies to identify potential competitive enhancements. 

 

Outcome:  A fact-based report summarizing the current economic development 

situation in the Parkville to be used as a planning tool for decision-making.    

 

Step 2:  Development of the Strategic Marketing Plan and Operational Framework  

What specifically will we do? How will we measure achievement? 

 

This step in the process involves strategizing and building consensus to answer the 

following questions: 

 

 How do you wish your development image…the combined efforts of Parkville to 

be perceived in the minds of your target audiences?   Does it position your efforts 

in a way that differentiates you from the competition and is relevant to your 

target audiences? 

 What are the key messages that substantiate your marketing claims? 

 What are the combined goals and objectives your economic development effort 

hope to achieve with your economic development marketing program? 
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 Who are your target audiences including internal audiences, e.g. economic 

development partners, general public and external audiences, e.g. targeted 

business sectors, geographic markets? 

 What approach and methods (strategies and tactics) should you take to deliver 

the key messages to your target audiences and enhance the competitiveness of the 

product—Parkville?    

 How will success be measured—short-term and long-term? 

 What are the priority strategies and tactics? 

 How can Parkville effectively align and leverage economic development 

resources (partnerships, financial and human) to implement the plan effectively 

and efficiently? 

 

The plan will reflect an eighteen month action plan (program of work) and a three and 

five year vision plan for development. 

 

Outcome:  Parkville Strategic Economic Development Plan including the following 

elements: 

 

 Overview of the Current Economic Development Situation  

 Target Audiences—Internal and External  

 Goal(s) and Objectives 

 Brand Positioning Statement (The Core Message) 

 Key Messages 

 Strategies and Tactics 

 Measurements of Success—Short-Term and Long-Term 

 Budget 

 Action Plan/Implementation Timeline 

 Recommendations for Organizing for Success  
 

Planning participants could consider the following process timeline for each of their 

deliberation meetings: 
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First Meeting – Brief Steering Team members on process and outcomes.  Review 

preliminary audit information.  Discuss overall economic development needs/opinions.  

Agree on and implement Team/stakeholder questionnaire. 

 

Second Meeting – Review Team/stakeholders input.  Review final audit data.  Review 

and determine key components/areas of consideration for the strategic plan. 

 

Third Meeting – Work a plan development outline and review first draft of plan.  

Discuss marketing options for development efforts.  Outline key objectives for the 

successful outcomes of the plan. 

 

Fourth Meeting – Finalize positioning and objectives, determine potential strategies and 

outline broad tactics. Review second draft of plan. 

 

Fifth Meeting – Review final draft of entire plan and supporting documentation.  

Achieve consensus acceptance of plan or make needed modification/adjustments.  

Review PowerPoint presentation of the plan components. 
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2009 DirectionFinderP

®
P Survey 

Executive Summary Report 
 
 
 

 
Overview and Methodology 
 
ETC Institute administered the DirectionFinder® Survey for the first time to residents of 
the City of Parkville, Missouri.  Results in 2009 establish a baseline of citizen satisfaction 
with the delivery of major city services and priorities for the City’s ongoing planning 
process.   
 
The seven-page survey was administered by 
mail only, to residents of Parkville.  A “mail 
only” administration was used because of a 
reference map required for one question.  The 
survey took an average of 15 to 20 minutes to 
complete.   A random sample of 410 residents 
completed the survey during July of 2009.  
The results for the random sample of 410 
households have a 95% level of confidence 
with a precision of at least +/-5%.  In order to 
better understand how well services are being 
delivered by the City, ETC Institute geocoded 
the home address of respondents to the survey.  
The map to the right shows the physical 
distribution of survey respondents based on the location of their home. The color 
delineation on the map indicates the four Wards. 
 
The percentage of persons who gave “don’t know” responses is important because it 
often reflects the level of utilization of City services.  For graphing purposes, the 
percentage of “don’t know” responses has been excluded to facilitate valid comparisons 
with other communities. The percentage of “don’t know” responses for each question is 
provided in the Tabular Data Section of this report.  When the “don’t know” responses 
have been excluded, the text of this report will indicate that the responses have been 
excluded with the phrase “who had an opinion.” 
 
This report contains: 

 an executive summary of the methodology and major findings 
 charts depicting the overall results of the resident survey  
 GIS maps showing the physical distribution of the resident survey respondents 
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 benchmarking data that shows how the resident survey results for Parkville 
compare to communities in the Metropolitan Kansas City area 

 importance-satisfaction analysis to help the City use the resident survey data to set 
priorities 

 tabular data for the overall results to each question of the survey 
 cross-tab data by Ward 
 copy of the survey instrument. 

 
 
 

Major Findings 
 
 
 UPSatisfaction with Life in Parkville  Very high levels of satisfaction were indicated 

by residents, when asked about various aspects of the City;  98% were satisfied with 
Parkville as a place to live, 95% were satisfied with Parkville as a place to raise 
children, and 86% indicated that they would buy their next home in Parkville. 

 
 UResidents were generally satisfied with the overall quality of services provided 

by the City of Parkville.U  Most of the residents surveyed who had and opinion were 
satisfied with the quality of police services (86%), the quality parks and recreation 
(85%), the maintenance of City streets, buildings and facilities (80%), and the overall 
quality of customer service (74%).   

 
 UServices that residents thought were most important for the City to provide. U  The 

three major areas that residents thought were most important for the City to 
emphasize over the next two years were: (1) the effectiveness of community planning 
and development, (2) the maintenance of City streets, buildings and facilities (3) the 
overall flow of traffic and congestion management.  

 
 UPPublic Safety ServicesU  The highest levels of satisfaction with public safety services, 

based upon the combined percentage of “very satisfied” and “satisfied” responses 
from residents who had an opinion, were the visibility of police in neighborhoods 
(95%), police personnel response to emergencies (90%), and the City’s overall efforts 
to prevent crime (87%).  Residents were least satisfied, relative to the other issues, 
with the quality of animal control (56%) and police safety education programs (44%). 
It is important to note that Parkville reached two high benchmarks for the Metro 
Kansas City area, in the category of the City’s overall efforts to prevent crime, and 
the visibility of police in neighborhoods. 
 

 C�City Maintenance.  The highest levels of satisfaction with City maintenance, based 
upon the combined percentage of “very satisfied” and “satisfied” responses from 
residents who had an opinion, were snow removal on neighborhood streets (90%), 
overall cleanliness of streets and public areas (90%), the maintenance of major City 
streets (83%), and the maintenance of City street signs and traffic signals (82%). 
Respondents were least satisfied with the maintenance of sidewalks in the City 
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(56%).  The maintenance category reached a high benchmark for the Metro 
Kansas City area in the category of overall cleanliness of city streets and public 
areas. 

 
 UParks and Recreation.U  The highest levels of satisfaction with parks and recreation 

services, based upon the combined percentage of “very satisfied” and “satisfied” 
responses from residents who had an opinion, were the maintenance of City parks and 
park equipment (86%), the number special events and festivals (73%), and the 
number of City parks (68%). Respondents were least satisfied with the use of portable 
restrooms in the park (33%), and the quality of restrooms in English Landing Park 
(28%).  The issues most important to emphasize over the next two years were:  (1) the 
number of walking and biking trails (2) the maintenance of City parks and park 
equipment.  

 
 Code Enforcement. The highest levels of satisfaction with code enforcement, based 

upon the combined percentage of “very satisfied” and “satisfied” responses of 
residents who had an opinion, was the enforcing of codes designed to protect public 
safety (64%), and enforcing sign regulations (60%).  The two areas of code 
enforcement that residents thought were most important for the City to emphasize 
over the next two years were:  (1) enforcing clean up of litter and debris on private 
property and (2) the maintenance of residential property. 

 
 Transportation Improvements.  When asked about transportation improvements,  

respondents’ highest level of agreement was with the suggestion that the City build a 
network of sidewalks and trails that link neighborhoods with recreational, cultural, 
and business centers (73%);  the second highest level of agreement was with the 
suggestion of upgrading existing neighborhood streets to include sidewalks (66%).   

 
 Special Issues Residents were given an opportunity to state their level of agreement 

with three issues for the City; they were in equal agreement (52%) with the City 
adopting “green” codes in new development and raising awareness about 
sustainability, but fewer agreed that train noise was a problem that the City should 
commit dollars to fix (27%). 

 
 Why Residents Decided to Live in Parkville.  Residents were given several reasons 

why someone would choose to live in a community.  Their top four choices for living 
in Parkville, are that it is a safe community (96%), its proximity to Kansas City 
(90%), the resale value of homes (90%) and the sense of community (89%).  In a 
separate question, residents were asked if they would recommend Parkville as a place 
to live to their family and friends, and 89% said “yes”. 

 
 

Economic IssuesU   
 
 Residents were asked if they shopped for a variety of goods and services in Parkville, 

and if not, why not.  The top four goods or services most often frequented in Parkville 
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were gasoline, groceries, pharmacy items and restaurants (sit down casual).  Those 
least frequented were major appliances, large retail stores, theaters, museums and 
hotels.  The reason given for not frequenting those five was that they were not 
available in Parkville, but the reason given for not frequenting the other twenty-one, 
was that there were better selections elsewhere.  

 
 The top two reasons that residents shop in Parkville now, is the proximity to their 

home, and to support local businesses. 
 

 The top two reasons that would encourage residents to shop in Downtown Parkville 
more often were a better selection of products and services, and a better selection of 
restaurants. 

 
 
Other Issues 
 
 92% of those surveyed felt that it was important to preserve the historic character of 

downtown, and 90% felt it was important that new development and re-development 
also reflect an historic appearance. 

 
 The primary sources of information about activities and services in Parkville, are 

most often communicated by word of mouth (first), local newspapers (second) and 
banners, flyers, and posters (third).  That the first selection was word of mouth, 
reflects a closeness of the community that is rarely seen in other communities. 

 
 Only 30% would like to have access to an off-leash dog park in Parkville. 
 
 42% would like to have lights installed so the ball fields can be used for extended 

hours. 
 
 50% were supportive of the City contracting with one trash hauler. 
 
 When asked if they were satisfied with the number of special events and festivals in 

Downtown Parkville, 71% said “yes”-the number was just right, 13% said “no”-there 
were not enough, 7% said “no”-there were too many, and 9% did not know. 

 
 



 



 



 

  



 

  



 

  



 



 

 



  



 

  



 

  



 



 

  



 



 




