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I. INTRODUCTION 

A. OBJECTIVES 

This study analyzes the highest and best use of the Madison and Whetsel intersection 
in the Madisonville Neighborhood Business District within the City of Cincinnati, 
Ohio After f1.111y discussing the scope and area of survey with Michael Cervay of the 
City of Cincinnati, Department of Community Development, The Danter Company, 
Incorporated undertook the analysis. 

B. METHODOLOGY 

The methodology we use in our studies is centered on three analytical techniques: 
the Effective Market Area (EMAiM and Competitive Market Area (CMA) principles, a 
100% data base, and the application of data generated from supplemental proprietary 
research. 

EFFECTIVE MARKET AREA 

The EMA is the geographic area from which a development is expected to draw 
between 60% and 70% of its support. Also the area from which an existing project 
actually draws 60% and 70% of its support. An EMA is determined based on the area's 
demographic and socioeconomic characteristics, mobility patterns, and existing 
geographic features (i.e. a river, mountain, or freeway). 

The Competitive Market Area-The CMAis the specific geographic area as determined 
during the course of our analysis which contains residential/commercial development 
likely to be considered by potential homebuyers/consumers as an alternative to 
housing and/or commercial if it were available at the subject site. 

Survev Data Base-Our surveys employ a 100% data base. In the course of a study, our 
field analysts survey not only the developments within a given range of price, 
amenities, or facilities, but all modern developments within the EMA. 

SM Service mark of the Danter Company, Incorporated 
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Proprietary Research-In addition to site-specific analyses, The Danter Company, 
Incorporated conducts a number of ongoing studies, the results of which are used as 
support data for our conclusions. The Danter Company, Incorporated maintains a 
100% data base of more than 1,500 communities, with each development cross
analyzed by rents, unit and project amenities, occupancy levels, rate of absorption, 
and rent/value relationships. 
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C. DATA ANALYSIS 

This study represents a compilation of data gathered from various sources, including 
the properties surveyed, local records, and interviews with local officials, real estate 
professionals, and major employers, as well as secondary demographic material. 
Although we judge these sources to be reliable, it is impossible to authenticate all 
data. The analyst does not guarantee the data and assumes no liability for any errors in 
fact, analysis, or judgment. 

The secondary data used in this study are the most recent available at the time of the 
report preparation. 

In Section VII-Field Survey, we have attempted to survey 100% of all units. Since this 
is not always possible, we have also compared the number of units surveyed with the 
number of multifamily housing starts to establish acceptable levels of representation. 
All developments included in the study are personally inspected by a field analyst 
directly employed by The Danter Company, Incorporated. 

The objective of this report is to gather, analyze, and present as many market 
components as reasonably possible within the time constraints agreed upon. The 
conclusions contained in this report are based on the best judgments of the analysts; 
we make no guarantees or assurances that the projections or conclusions will be 
realized as stated. It is our function to provide our best effort in data aggregation, and 
to express opinions based on our evaluation. 

D. USES AND APPLICATIONS 

Although this report represents the best available attempt to identify the current 
market status and future market trends, note that most markets are continually 
affected by demographic, economic, and developmental changes. Further, the 
conclusions and recommendations in this study are applicable only to the subject site 
area identified herein. 
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II. SCOPE OF SURVEY 

A complete analysis of a residential and commercial market requires the following 
considerations: a field survey of modern condominiums, apartments, and single
family homes; an analysis of area housing; an analysis of consumer spending patterns; 
an analysis of the area economy (including general business profile); a telephone 
survey of potential tenants and stakeholders; case study analysis; a demographic 
analysis; and recommendations for development guidelines. 

Field Survey-Our survey of active condominium developments in the Competitive 
Market Area includes sales by rent and mix, unit and project amenities, product mix, 
and style. Special attention is given to an analysis of absorption of condominiums by 
type and price of units. 

A field survey of modern apartments was also completed. 111is survey provides 
information about existing residential alternatives in the area. This survey of modem 
apartments includes a cross-analysis of vacancies by rents, a survey of unit and project 
amenities, and a rent/value analysis. 

Current sales trends of single-family homes were also identified to assess the strength 
of the single-family market. 

Arc,,!. Housing AnalX§.~-Wc have conducted an analysis of housing demand that 
includes a study of support by both growth and internal mobility. Further. we have 
analyzed existing housing using the most recent census material. 

Site Area Analysis-Major employers, utilities, banks, savings and loans, and media that 
serve the site area are listed in the study. The information gathered has been used to 
create a Community Services map showing school, shopping, and employment areas 
in relation to the downtown area. 

Telephone Survey-Two hundred area residents and stakeholders were surveyed by 
telephone. This survey provides information on consumer attitudes and preferences 
regarding downtown residential development. 

Case Studies- Case studies of redeveloped blighted areas were conducted to identify 
successful residential alternatives and their supportive components. 
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DemographicjEc()llomif_Analysis-The study includes an analysis of social and 
demographic characteristics of the area, and a description of the area economy that 
includes income and employment trends as well as consumer spending patterns, 
estimated retail sales, and general business profile. 

Recommendations-The Conclusions section of the study considers project 
development, and includes support by price range and number of supportable units. 
Recommendations for the highest and best use are made based 011 the analysis of 
these factors. 
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III. EXECUTIVE SUMMARY 

Following is a summary of major findings, conclusions, and recommendations 
contained in this report. The purpose of the report is to identify the highest and best 
use of the Madison and Whetsel intersection within the Madisonville Neighborhood 
Business District (NED). 

MARKET OPPORTUNITIES 

Based on the common characteristics of redeveloped housing markets with similar 
characteristics to the Madisonville NBD, the results of stakeholder interviews, and our 
experience in other markets nationwide, it is our opinion that the most successful 
redevelopment strategy for achieving market-rate development within a blighted 
urban areas such as Madisonville, will be the "Critical Mass with a Progression of 
Housing" concept. 

\:ritical Mass means "a size, number, or amount large enough to produce a particular 
result" (Merriam - Webster Dictionary). In this case, critical mass is an area large 
enough to drastically change the physical environment of the area resulting in a 
positive change in area perceptions and overall appeal. 

It is our opinion that the critical mass that offers the greatest economic impact on the 
area and the Madisonville NBD, with the best chance of significantly changing 
negative perceptions, includes properties on corners of the Madison/Whetsel 
intersection, specifically, those on the 5800 and 5900 block of Madison and 4900 and 
5000 blocks of \Vhetsel. Acquiring properties will not be enough to significantly 
impact the area; some degree of redevelopment efforts on each property should 
occur simultaneously for area residents to better understand the overall impact of the 
development. Critical mass, as we have recommended in this case, consists of the 
four corners of the Madison/Whetsel intersection including new and redeveloped 
commercial development and a mix of up to 106 housing units, 

The Madisonville NBD Urban Renewal Plan, produced by the Madisonville 
Community Council, includes property improvements at the Whetsel and Madison 
intersection, as well as throughout the NBD. According to a Madisonville Community 
Council representative, owners of most properties surrounding the Madison Building 
will make improvements to their properties if redevelopment of the Madison Building 
occurs. Our recommendations assume that a visibly noticeable level of improvements 
occur among properties surrounding the Madison Building to create a critical mass 
necessary to demonstrate change. 
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Redeveloping a critical mass within a blighted area is an essential component in 
changing poor perceptions of the Madisonville NBD. Perceptions, while not always 
accurate, drive market response. Based on our interviews with key stakeholders, area 
realtors, employers, and apartment managers, as well as the results from a telephone 
survey of 200 area residents, the perception of the Madisonville NBD is one of high 
Clime and dilapidated buildings. Criminal activity was noted as one of the top reasons 
for area residents not to shop and/or reside in the immediate area. 

\Vhile community action groups and policing play an important role in reducing 
criminal activity, change of the physical environment (i.e. redevelopment) shows a 
notable reinvestment in an area. The redevelopment of blighted buildings and 
improved landscaping, in conjunction with community activities, can quicken the 
transition of perception. 

Furthermore, our research has shown that market-rate housing development stands 
the best chance of success when there is a critical mass of redevelopment occurring 
in the immediate area that incorporates a broad spectrum of housing and commercial 
alternatives. 

Progression is "the action or process of progressing; a continuous and connected 
series" (Merriam - Webster Dictionary). The progression of housing is a tool for 
achieving market-rate for-sale prices within a critical mass. This process is long-term 
and occurs best incrementally from affordable/moderate to upscale. 

A successful progression of housing relies heavily on timing of development types. 
Higher priced housing are typically most successful only after a base of quality 
affordable and moderate-priced housing has been established in an area. 

Additionally, higher priced development stands the best chance of success amongst a 
base of other high-quality occupied housing and commercial development. 
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MADISON & WHETSEL CONDOMINIUM PROPOSAL
 

The scope of our services includes the assessment of the redevelopment plans within 
the Madison & Whetsel proposal. A summary of these plans follows. 

Project surnmarv 

The proposed project involves the transformation of the southeast corner of Madison 
Road and Whetsel Avenue within the Neighborhood Business District. The site 
consists of three-quarters of a city block in downtown Madisonville. The project 
includes the development of seventy-four residential condominium units, 
rehabilitation of one unit as a single-family residence, five storefront units, and a 140
space partially submerged parking garage beneath the new infill buildings. The 
project is a combination of rehabilitation of three existing buildings and construction 
of four new infi11 buildings on the site. 

Buildings scheduled for rehabilitation are the Madison Building (5901 Madison Road), 
4908 \Vhetsel Avenue and 5915 Madison Road. The structure at 5919 Madison Road 
would be demolished and replaced with a larger infill building. 

The project is designed in three phases: Phase 1 includes 27 units in the Madison 
Building, 4908 Whetsel Avenue, 5915 Madison Road and a new infill building with 11 
units; Phase 2 includes 24 units in a new building on \Vhetsel; and Phase 3 includes 24 
units in two new infill buildings on Madison and Prentice. 

UNIT DISTRIBUTION
 
BY UNIT SIZE, SAlES PRICE, AND CONSTHUCTION TYPE
 

MADISON & WHETSELCONDOMINIUMS
 

CONDOMINIUM UNITS 
IJNITSIZE 
(SQ. FT.) 

SALES 
PRICE 

I NEW 

I CONSTRUCTION REHABILITATED TOTAL 

-

1,000 
1,400 
2,000 

$139,000 I 
$189,000 
$219,000 

TOTAL 

8 
48 
3 

59 

2 
11 
3 

16 
I 

I 

10 
59 
6 

75 
Source: CIty of Cincinnati, Department of Community Development and Planning 
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Assessment 

As proposed, the Madison & Whetsel project is introducing moderate and higher
priced housing situated among vacant and poorly maintained buildings in a 
neighborhood perceived as being dilapidated and having a high crime rate. The 
proposal does not meet the criteria of the critical mass necessary to drastically change 
the physical environment of the area. Additionally, the overall pricing structure will 
not likely be perceived as enough of a value or incentive for a prospective homebuyer 
to consider purchasing a unit in the CUITent surrounding environment. 

Considering the negative perceptions of the area, similar-priced condominiums 
alternatives in better perceived communities (e.g. Hyde Park), and results of a 
telephone survey of area residents, it is our opinion that a market does not exist for 
the proposed Madison & Whetsel redevelopment. 

The proposed development includes the redevelopment of 5 storefronts. Based solely 
on a comparison of consumer retail expenditures of Madisonville residents versus 
estimated total retail sales, $50 million retail dollars is being spent outside of 
Madisonville by its area residents. This represents a potential source of consumer 
spending for additional retailers in Madisonville to capture. However, 3 out of 4 
respondents of the telephone survey said they did not want to shop in the NED 
because of crime activity; therefore the success of commercial businesses will be 
largely dependent on the establishment of a secure environment. 

According to several area commercial brokers, commercial lease rates along the Red 
Bank corridor, the area's most vibrant commercial environment, range from $12 to 
$17 per square foot triple net. \Vithin the Madison NBD lease rates were estimated 
from $2 to $5 per square foot triple net. 

Any new or redevelopment of commercial property in the NBD should be priced well 
below rates within the Red Bank area as to create an incentive to do business off of 
the main commercial corridor. The low retail rates in Madisonville are reflective of 
low quality alternatives as well as site location. A new retail property should be 
priced at or slightly higher than the current lease rates (up to $9), 

1II-4
 



HIGHEST AND BEST USE RECOMMENDATIONS 

Our recommendations for the highest and best use of properties at the Madison and 
\Vhetsel intersection are reflective of the greatest anticipated market response to 
redevelopment considering the current market conditions, site area characteristics, 
and overall market demand. Furthermore, the following recommendations are based 
on market potential and are not necessarily a reflection of actual development 
capacity. 

It is our opinion that, under a critical mass redevelopment, the highest and 
best use of the Madison and Whetsel intersection is a broad mix of 
commercial and residential development. Other development opportunities, 
while not identified as a component of the highest and best use, are addressed in the 
secondary market opportunities section (page III- 9). 

HIGHEST AND BEST USE RECOMMENDATIONS
 
MADISONVILLE NED
 

j\,;1ADISON AND WHETSEL INTERSECTION
 

LEASE/ 
-~ 

QUAN1TIY SALE PRICE RATESDEVELOPMENT TYPETIMING 
STAND-ALONE 1 TO 2 STORES O"W'NER-OPERATEDPHASE 1 

RETAILER 
I RETAILjBUSINESS 5 STOREfRONTS $6 TO $9/SQ. FT.*
! 1---

i LOYf RENTALS 22 TO 25 UNITS $650 - $750** 
I CONDOMINIUMS 18 TO 20 UNITS $95,000 - S115,000 

22 TO 25 UNITS $650 - $750**LOFT RENTALS I PHASE 2 
1 TO 2RETAILjBUSINESS $6 TO $9/SQ. FT.* 

STOREFRONTS 
CONDOMINIUMS 18 TO 20 UNITS $110,000 - $135,000 

I CONDOMINIUMS 14 TO 16 UNITS
I PHASE 3 $135,000- $165,000 ..

'"'I riplc-nct lease terms
 
"Reprcs(;nts collected rent including water/sewer and trash removal services.
 

We generally expect market absorption of each phase of 12 to 15 months. Any 
combination of these developments within their respective phase can be 
interchanged to create different development scenarios, but in order for any 
redevelopment effort to succeed, it is our opinion that properties all all four corners 
of the Madison/Whetsel intersection must be improved. 

An outline of our specific recommendations with supporting documentation follows. 
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~()mmercial development 

Commercial development can play a significant role within a critical mass 
development. With 50 million retail dollars being spent outside of Madisonville by its 
area residents, and total retail sales in Madisonville representing less than half (48.5%) 
of total consumer retail spending ($98,874,511), a significant potential source of 
consumer spending exists for additional retailers in Madisonville to capture. 

The volume of traffic traveling on Madison Road is conducive to commercial use 
requiring high visibility. In 2000, there were an estimated 21,900 vehicles per day 
traveling on Madison Road east of Red Bank (Source: Ohio - Kentucky - Indiana 
Regional Council of Governments, Ohio Department of Transportation). 

Indian Hill residents that pass through Madisonville represent another significant 
source of potential retail spending. Just Saab, a Madisonville auto dealer on Madison 
Road, has tapped into the Indian Hill market and is experiencing a higher share of 
retail sales than auto dealers in the immediate surrounding communities. Reportedly, 
Just Saab is planning an expansion of their facility. 

Considering all of the retail establishments and consumer spending patterns in 
Madisonville and its immediate surroundings (e.g. Red Bank), we identified significant 
opportunities for two categories of retail user for the Madisonville NBD: general 
merchandise stores and drug stores. 

General merchandise stores and drug stores had consumer expenditures $20.2 million 
and $11. 7 million in excess of same category retail sales, respectively. These retail 
dollars represent a potential capture for a new retailer in the Madisonville area. 
Applying industry standard ratios of sales per square foot (as published within Dollars 
& Cents Shopping Centers) and capture rates, support for general merchandise and 
drug stores in the marketplace is 15,000 and 6,000 total square feet, respectively. 
Notably, the categories can be combined into one larger retailer that offers a wide 
variety of retail goods (without being prominent in anyone retail good) and contains a 
pharmacy (e.g. CVS and Walgreens). 

Retail Space 

r- RETAIl. BUSINESS TYPE 
SUPPOR1ABLERETAILSPACIfl 

(IN SQ. FT.) : 
i GENERAL MERCHANDISE 15,000 
I DRUGSTORE 6,000 
I GENERAL MERCHA1~DISE WITH PHARMACY 21,000 I 
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\Ve anticipate that this retailer will be a stand-alone business that owns and operates 
the facility. Retaining a well-recognized business would offer the best chance of 
positively impacting the overall retail environment. A nationally-recognized retailer 
would enhance the local retail market by providing consumer confidence in other 
experienced retailers. 

Commercial Space 

I DEVELO~MENT TYPE 
I RETAILjBUSlNESS 

TOTAL STOREFRONTS 
5* 

LEASE RATEPER 
SQUARE FOOT 

$6 TO $9 TRIPLE NET 
•As proposed 

Even with a large retailer in the NBD, the current tenant mix within the Madisonville 
NBD hinders absorption potential of additional retail space. As such, it is our opinion 
that the long-term viability of the commercial space can be enhanced by not limiting 
tenancy to retailers, but also other business types (e.g. insurance agent, realtor), 

Commercial space priced from $6 to $9 per square foot (triple net) will provide the 
necessary incentive to businesses over moving to the Red Bank corridor with lease 
rates up to $17 per square foot. 

Housing also offers an opportunity to create a critical mass of change. The Over the 
Rhine experience shows that higher-priced for-sale housing can be absorbed in 
formerly blighted/poorly perceived areas by taking incremental steps from 
affordable/moderate housing and eventually to upscale housing. Conversely, we 
learned from a case study of a condominium project in the Hough neighborhood of 
Cleveland that placing one for-sale housing project in a poorly perceived area without 
critical mass improvements is not well received. This particular example was a 
development, Fatima Homes, which consisted of 11 units selling from $125,000 to 
$159,000 and sold only 2 units over a two year period. Additionally, our case study 
research of 20 other redevelopment projects within 14 cities in the Midwest all 
showed for-sale developments either with a strong base of adjacent occupied housing 
or a redevelopment effort encompassing several city blocks. 
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Condominium 

TIMING TOTAL UNITS SALES PIliCE RANGE 
FIRST 18 - 20 $95,000  $115,000 

I SECOND 18 - 20 $110,000  $135,000

l. THIRD 14 - 16 $135,000  $165,000 
," "NO [E: Recommended urnt mIXor 20% l-bedroorn units and 80'70 two-bedroom uruts 

Based on a 6.5%-flxed 30-year mortgage rate with 5% downpayment, the average 
homebuyer of the recommended condominiums will have a household income of 
$35 ,000. In 200<:[, there were an estimated 2,146 area households with incomes 
above $35,000. The recommended total units (50 to 56) represent 2.3% to 2.6% of 
these income-appropriate households. Based on established capture rates in markets 
nationwide, this capture rate is achievable. 

\Xfhile statistically supported, the ability of the condominium to be absorbed is reliant 
on the pricing being low enough to be an incentive to an area with a long-term 
negative perception issue. As the earlier cited example of the Over the Rhine area 
had shown, absorbing for-sale housing at market-rate prices is done through a 
progression of housing in which lower-priced housing paves the way for future 
higher-priced housing. At the recommended sales prices, it is our opinion that these 
units will be perceived as an incentive. 

\Ve identified no condominium development in the neighborhood of Madisonville. 
Based on the overall telephone survey results, 17.0% of area residents would consider 
living in the Madisonville NBD if housing were available that met their needs and was 
within their price point. Notably, of these respondents who cited interest, 44.4% had 
incomes below S35,OOO and 3 out of 4 preferred for-sale housing. Of those with a 
preference for homeownership, the highest response for interest in buying was 
within a sales price range of $75,000 to $99,999 (30%), followed by $100,000 to 
$124,999 (20%) and $125,000 to S149,999 (20%). Additionally, 59.3% of those citing 
some interest in homeownership preferred a detached single-family residence. 

In a critical mass redevelopment plan, we would consider these telephone survey 
results to be somewhat conservative as the responses related to consideration of living 
in Madisonville are most likely reflective of the current physical environment, with 
few envisioning a redeveloped NBD.We have taken this into consideration within 
our recommendations. Nonetheless, the housing types and sales prices are noted 
preferences and indicative of product choices. 
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Rental Housing 

The overall rental market is 95.2% occupied. Vacancies are relatively low in the 
market area, and the market appears limited by supply rather than demand. Notably, 
23 of the 28 market-rate developments surveyed were constructed and opened before 
1975. Only 1 project has been introduced into the market within the past 10 years. 

In Madisonville, there are a number of single-family for-sale opportunities; however, 
the rental housing market is comprised mainly of lower-quality low-priced housing 
and one high-priced rental housing development. As a result of the lack of higher
quality moderately-priced housing in the market, the existing Madisonville residents 
wishing to move up and remain in the neighborhood currently do not have a choice. 

The following recommended loft rental development will provide housing for an 
underserved market. 

DEVELOPMENT TYPE TOTAL UNITS RENf RANGE ---~-I 

CONTEMPOIWlY 30 - 35 $650  I-BR. 
LOFT RENTAlS 12 - 15 S750 - 2-BR. 

.~----'-------------'----

Oth~r Deyelopluent Issues 

In pursuing redevelopment, the following issues need to be mitigated: 

•	 While pedestrian traffic is heavy, a Danter Company analyst observed on 
several different occasions that many of these persons were either loitering or 
were bus riders who do not frequent the area business establishments. 
Additionally, several apparent drug transactions were witnessed, occurring 
during daylight hours, and in open and heavily traveled areas of town. 

•	 The current commercial environment in the Madisonville NBD is one in which 
vacant and dilapidated storefronts outnumber retail establishments. Except for 
a few tenants, the businesses are comprised of many undercapitalized 
entrepreneurs who lack the consumer draw necessary to any vibrant 
commercial area. 

•	 Even with area facade improvements, the current tenant mix hinders 
absorption potential of additional retail space. The long-term viability of the 
commercial space can be enhanced by not limiting the space to retailers, but 
also other business types (e.g, insurance agent, realtor). 
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The recommended redevelopment strategy relies on a critical mass approach in 
which all four corners of the Madison and Whetsel intersection have been impacted. 
\v'hile not land planners, it is our opinion that the following issues should be 
considered in response to significantly changing the perception of the area. 

•	 Facade and landscaping improvements of existing strip retail center (N\V 
corner of Madison and Whetsel) 

•	 Identification of noncontributing structures and land availability for potential 
retail sites for the stand-alone retailer. (SW corner of Madison and Whetsel) 

•	 Facade improvements of the historic bank (NE corner of Madison and Whetsel) 

•	 Substantial renovation or demolition of Madison Building 

•	 General improvement of other properties on the 5900 block of Madison and 
4900 and 5000 blocks of Whetsel. 

The long-term impact of improving these properties within the neighborhood 
includes higher attainable lease rates and a more stable tenant base. 
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SECONDARY MARKET OPPORTUNITIES 

While not identified as a component of the highest and best use within the 
Madisonville NBD, it is ow' opinion that a market exists for other rental development 
opportunities as outlined. 

Timing generally assumes a one-year absorption period per component. 

Senior Housirll~ 

TIMING TOTAL UNITS REl\TT RANGE 

FIRST 50 - 60 $600 - I-BR. 
$725 - 2-BR. 

40  50 30% OF INCOME 

SECOND 30  40 $750* - I-BR. 
$875* - 2-nIt[c:----~~~--------'------.------'--------
'Rent IS gross including all utilities. 

Fixed-income senior households lack alternatives in the marketplace. With over one
third of senior households (age 65+) having annual incomes below $20,000 and being 
renters, fixed-income housing for seniors is an important issue in Madisonville. 
Housing alternatives for this population are limited. In fact, among the senior rental
assisted properties surveyed (e.g. HUD Section 202 and Section 8), we identified few 
vacant units and waiting lists among more modern unit types. 

Because of the lack of these alternatives, households seeking a better, higher-quality 
alternative will move from the area or double-up with immediate family, depriving the 
area of higher-income households (and tax revenue) or creating a hardship for 
another family. 

!)j2scale Loft Rent~ts. 

TIMING TOTAL UNITS AVERAGE RENTAL RATE 

AFTER CONTEMPORARY 10 - 12 $800  I-BR, 
LOFTS ARE ABSORBED 10 - 12 $925 - 2-BR. 

After the contemporary loft units are absorbed in initial lease up, an opportunity 
exists to provide another step up in quality and rent level. These units will represent 
a rental alternative both in price and environment to other rentals in the area, 
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IV. CONCLUSIONS 

A. INTRODUCTION 

The purpose of the report is to identify the highest and best use of the Madison and 
\Vhetsel intersection in the City of Cincinnati within the Madisonville Neighborhood 
Business District (NBD). The MadisonjWhetsel intersection is in the heart of 
Madisonville's NBD. 

Components covered in this report include an evaluation of supply and demand 
factors for residential and commercial alternatives. 

Our conclusions for the development potential of the NBD are based on a thorough 
analysis of the Effective Market Area (EJ\lA) and Competitive Market Area (CMA). The 
EMA is the geographic area from which a proposed development is expected t draw 
between 60% and 70% of its support. Also, the area from which an existing project 
actually draws 60% and 70% of its support. An EMA is determined based on the area's 
demographic and socioeconomic characteristics, mobility patterns, and existing 
geographic features (i.e. a liver, mountain, or freeway). 

The EMA identified for the Madisonville NBD is the entire neighborhood of 
Madisonville generally bounded by Interstate 71 and the Madeira Village limits to the 
north, The Villages of Indian Hill and Mariemont to the east (Plainville Road area), 
Murray Road and the Village of Fairfax to the south, and the Norfolk southern Railroad 
tracks to the west. 

Based on interviews with area realtors, local business owners, and developers/home 
builders, most of the support for residential and commercial development, with the 
exception of commercial properties along Red Bank Road, originates from persons 
already residing in Madisonville. 

Red Bank Road is a direct access road to Interstate 70 for several outlying 
communities (e.g. Hyde Park and Indian Hill), and as such its commercial 
development benefits from high visibility. Newer residential development, ncar Red 
Bank (Butterfield and Centennial Apartments), reportedly receive most of their 
support from prior Madisonville residents. 
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The CMA is the specific geographic area as determined during the course of our 
analysis which contains residential/commercial development likely to be considered 
by potential residents/consumers as an alternative to housing and/or commercial if it 
were available at the subject site. 

In general, the Competitive Market Area includes the neighborhood of Madisonville 
and the outlying communities of Fairfax, Oakley, and a small portion of Hyde Park. 
Specifically, the CMA is bounded by Interstate 71 to the north, the neighborhood 
border of Madisonville and the city limits of Mariemont to the east, Norfolk Southern 
Railroad tracks to the south, and Ridge and Kennedy Avenue to the west. 

Based on the characteristics of the Madisonville NBD, a field survey of exisrmg 
development, an analysis of the appropriateness of the Madison and Whetsel 
intersection for residential and/or commercial development support levels can be 
established for additional development. 

Development potential in the Madisonville NBD is further assessed based on case 
studies of other redeveloped housing markets as results of stakeholder interviews, a 
telephone survey of area residents, and observations made by Danter Company 
analysts in the field. 

B. DEMOGRAPHIC AND ECONOMIC INFRASTRUCTURE FACTORS 

Population and household growth rates, household income, and employment growth 
are important considerations when determining support for residential and 
commercial development. \Ve have reviewed these factors for the CMA. 
Additionally, demographic data for the area are compared to the neighborhood of 
Madisonville (EMA). 

Data generated for this section are derived primarily from Claritas, Incorporated, a 
nationally recognized demographic research firm. Additional data specific to 
Cincinnati and Hamilton County are within Section X of this report. 

1. POPULATION AND HOUSEHOLD GROWTH 

Overall, the population in the neighborhood of Madisonville declined 11.4% from 
1990 to 2000. During this same period, the population within the CMA declined 
6.5%. However, household growth during this time period in the CMA declined by 
only 0.9%. \Vithin the neighborhood of Madisonville, the household base from 1990 
to 2000 declined 5.2%. Population and household losses are projected to continue 
within Madisonville and the CMAthrough 2009. 
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POPULATION GRO\VTH
 
MADISONVILLE (EMA) AND CMA
 

MADISONVILLEMADISONVILLE 
(EMA) CI\1APOPUIATION 
12,273 i

I 23,5841990 CENSUS 
10,880 I 22,0542000 CENSUS 
-11.4%CI-IAJ.\TGE 1990-2000 -6.5% 

: 20,824I
[ 

2004 ESTIMATED ! 10,144 
19,324i 2009 PROJECTED I 9,287 

CHANGE 2004-2009 -8.5% -7.2% 
Source: 1990 and 2000 Census and Claritas, Incorporated 

HOUSEHOLD GRO\VflI 
.MADISOl\'VILLE (EMA) AND Cl\1A 

HOUSEHOLDS MADISONVILLE CMA 
1990 CENSUS 4,957 10,257 
2000 CENSUS 4,701 10,170 

CHANGE 1990-2000 -5.2% -0.9% 
2004 ESTIMATED 4,444 9,683 

-
2009 PROJECTED 4,138 9,089 

CHANGE 2004-2009 -6.9% -6.1% 
Source: 1990 and 2000 Census and Claritas, Incorporated 

Homeowners within the neighborhood of Madisonville (EMA) and the ClVlA represent 
55.9% and 56.4% of the household base, respectively. The share of homeownership 
in these areas is 16.9 to 17.4 percentage points higher than the share of homeowners 
within the entire city of Cincinnati (39.0%). 

HOUSEHOLD TENURE 
MADISONV1LLE (EMA) AND ClVlA 

2000 CENSUS 

HOMEOWNERS I RENTERS I 
AREA NUMBER I SHARE i NUMBER SHARE i 
MADIS0N-yILLE (EMA) 2,650 I 55.9% I 2,088 44.1% i 

I 

CMA 5,711 I 56.4% I 4,414 43.6%~J 
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2. INCOME 

For the purpose of this analysis, household income represents dollars received by all 
household members during a one year time period. 

Household median incomes in the neighborhood of Madisonville arc approximately 
83% of the median incomes of households within the CMA. Since 2000, incomes in 
Madisonville EMAand the CMA have increased 6.7% and 7.8%, respectively. 

MEDIAN HOUSEHOLD AND PER CAPITA INCOME
 
MADISONVILLE EMAAL~D C!vlA
 

2000 AND ESTIMATED 2004
 

1--
MEDIA1~INCOME 2004 -- 

PERCENT MEDIAN PER 
MARKET AREA 2000 2004 CHAJ.~GE CAPITA INCOME 

MADISONVILLE EMA $32,439 $34,617 6.7% $20,689 I 
MADISOl\TVILLE CMA $39,140 $42,199 7.8% $27,177 
Source: Clantas, Incorporated 

3. EMPLOYMENT FACTORS 

Following arc estimated employment data for Madisonville and the CMA. Claritas 
bases its estimates on the most recent data available from the Bureau of Labor 
Statistics and from the Census Bureau's County Business Pattern files. 

2004 \VORKPLACE POPULATION 
MADISONVILLE EMAAND CMA 

Source: Claritas, Incorporated 

I 

TOTAL TOTAL SECTOR EMPLOYEES 
MARKET AREA EMPLOYEES COMPANIES PRIVATE PUBLIC 

I MADISONVILLE EMA 5,740 402 5,589 151 ! 
i MADISONVILLE CMA 13,776 942 13,504 272 
-

The neighborhood of Madisonville is near several major employers notably Fifth Third 
and Coca-Cola, and is within 10 miles of, and has easy access to, the downtown 
Cincinnati area, the region's largest employment center. 

DANTER COMPANY
IV-4 -



C. RESIDENTIAL ANALYSIS 

1. COMPETITIVE MARKET AREA HOUSING STOCK 

Detailed data regarding the Madisonville Competitive Market Area's housing stock arc 
provided by Claritas, Incorporated and the 2000 Census of Housing. 

Detached single-family homes represent nearly two-thirds (60,3%) of the existing 
housing stock in the CMA. Among rental units, however, housing structures of 10 
units or more are prominent, representing 40.8% of the occupied rental housing 
stock. The next highest number of housing type overall in the CMA is 2 to 4 unit 
structures, representing 29.7% of the rental housing stock and 5.4% of the owner
occupied housing. 

HOUSING STOCK BY TYPE 
MADISONVILLE 

COMPETI1'IVE MARKET AREA 
2000 CENSUS 

HOUSING TYPE/ PERCENT OF OCCUPIED UNITS 
UNITS IN TO'fAL VACANt TOTAL RENTER OWNER 
SmUCTURE UNITS UNITS VACANCIES # % # % 
1, DEI'ACHED 5,906 319 43.8% 762 17.3% 5,144 95.6% 
1, ATTACHED 372 22 3.0% 134 3.0% 238 4.4% 
2 TO 4 UNITS 1,601 174 23.9% 1,311 29.7% 290 5.4% 
5 TO 9 UNITS 396 67 9.2% 391 8.9% 5 0.1% 
10 UNITS OR MORE 1,836 146 20.0% 1,802 40.8% 34 0.6% 
MOBILEHO~ME OR 
OTHER 

14 0 0.0% 14 O.39b 0 0.0% 

TOTAL 9,796 729 100.0% 4,414 100.0% 5,382 100.0% 
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The above data are a distribution of all rental units (e.g., duplexes, conversions, units 
above storefronts, single-family homes, mobile homes, and conventional apartments) 
regardless of age or condition. 

HOUSI='IG STOCK BY AGE
 
MADISO:L\TVILLE
 

SITE COMPETITIVE MARKET AREA
 
2000 CENSUS
 

YF~;\R BUILT 
TOTAL UNITS 

OCCUPIED UNITS 
RENTER O'VNER 

# % # % # % 

Built 1999 to March 2000 8 0.1% 3 0.1% 3 0.1% 
Built 1995 to 1998 103 0.9% 62 1.4% 22 0.4% 
Built 1990 to 1994 240 2.2% 141 3.2% 77 1.3% 
Built 1980 to 1989 534 4.9% 325 7.4% 195 3.4% 
Built 1970 to 1979 911 8.4% 630 14.3% 199 3.5% 
Built 1960 to 1969 1,440 13.3% 925 21.0% 426 7.5% 
Built 1950 to 1959 1,747 16.1% 722 16.4% 919 16.1% 
Built 1940 to 1949 1,805 16.6% 524 11.9% 1,173 20.5% 
Built 1939 or earlier 4,066 37.5% 1,082 24.5% 2,697 47.2% 

Total 10,854 100.0% 4,414 100.0% 5,711 100.0% 
Median 1947 1958 1941 

Source: 2000 Census 

The median years built of occupied renter- and owner-occupied housing in the CMA 
are 1958 and 1941, respectively. The overall median age of housing units in the CMA 
is over 50 years old. 

-
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In 2000, existing gross rents in the Competitive Market Area were distributed as 
follows: 

NUMBER PERCENT 
I 

NO CASH RENT 104 2.4% 
UNDER $250 326 7.4% 
S250-$349 140 3.2% 
$350 - $499 1,147 26.0% 
$500 - $749 1,690 38.3% 
$750 - S999 658 1<1.9% 
$1,000 AND OVER 350 7.9% 

TOTAL 4,415 100.0% 
MEDIAN GROSS RENT $499 

"

Source: 2000 Census 01 Housing 

The 2000 median gross rent (including utilities) in the CMA was $499. This amount 
was $55 higher than the 2000 median gross rent for the city of Cincinnati (S444). 

In 2001, the estimated values of owner-occupied housing units in the Site CMA were 
distributed as follows: 

ESTIMATED HOME VALUES (2004)
 
MADISONVILLE
 

SITE COMPETITIVE M.A.RKET AREA
 

ESTIMATED HOME VALlJE (2004) NUMBER PERCENT 
UNDER $60,000 376 6.8% 
$60,000 - 599,999 1,869 33.9% 
$100,000 - $149,999 1,564 28.4% 
$150,000 - 5199,999 657 11.9% 
$200,000 Al'\lD OVER 1,043 18.9% 

TOTAL 5,509 100.0% 
IVIEDIAN HOUSING VALUE $116,286 

Source: Claritas, Incorporated 

The estimated median housing value in the CMA is 5116,286. 
S100,000 represent 40.7% of the homeownership market. 

Homes valued under 
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2. APARTMENT FIELD SURVEY
 

A total of 1,995 conventional apartment units in 31 projects within the CMA were 
surveyed in person by a Danter Company analyst. 

Of the 1,995 units, 377 units were located in two senior subsidized housing 
developments, Madison Villa and St. Paul Lutheran Village, and one subsidized family 
project, King Towers. The vacancy rate of these subsidized developments is 4.0%, 
with 13 of the 15 vacancies (86.7%) among studio units. Management cites lengthy 
waiting lists among their one-bedroom units. 

A total of 1,618 of these units are in 28 market-rate developments. Following is a 
distribution of market-rate units surveyed by unit type and vacancy rate: 

DISTRIBUTION OF CONVENTIONAL MARKET-RATE APARTMENTS
 
AND VACANCY RATE
 

MADISONVILLE
 
COMPETITIVE MARKET AREA
 

;\W{CH 2005
 

UNIT TYPE 
MARKET-RATE UNITS 

VACANCY RATENUMBER PERCENT 
STUDIO 55 3.4% 27.3% 
ONE-BEDROOl\'l 616 38.1% 12.0% 
T\X!O-BEDROOM 872 53.9% 8.6% 
THREE-BEDROOM 75 4.6% 1.3% 

TOTAL 1,618 100.0% 10.2% 

The overall vacancy rate within the CMA is somewhat high at 10.2%. However, 
Centennial Apartments, a new 307-unit development, recently completed 
construction of all of its units, and is currently in its initial lease up phase. With 102 
unoccupied units, this property has nearly two-thirds of the total vacancies in the 
marketplace. Excluding this property, the overall vacancy rate is 4.8%. 

Among market-rate projects, 32.1% are 100.0% occupied, accounting for 13.7% of the 
total units. Only four projects, totaling 144 units, have occupancies below 93%. 
These projects can generally be categorized as older rnidrise walk-up buildings with 
sublevel units and a high share of one-bedroom units. These projects generally offer a 
limited amenity package. 

DANTER COMPANY
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A comparison of median rents for all units within the CMA (with and without 
Centennial Apartments) follows: 

UNIT TYPE 
MEDIAJ.~ RENTS 

ALL UNITS EXCLUDlL~G CENTENNIAL 
STUDIO $740 5275 
ONE-BEDROOl\1 $600 S450 
T\\lO-I3EDROOM $665 S635 
THREE-BEDROOM $834 $834 

The overall median rents are high; however, the median is heavily weighted by the 
large upscale development Centennial Apartments. Additionally, select studio units in 
Centennial are furnished and marketed as corporate units. 

Excluding Centennial Apartments yields much more modest rent levels reflective of 
the older rental housing stock in the marketplace. 

It is significant that 23 of the 28 market-rate developments surveyed were constructed 
and opened before 1975. Only 1 project has been introduced into the market within 
the past 10 years, Centennial Apartments. 

With few modern high quality housing alternatives in the CMA and nearly one-third 
(29.2%), or 586, of the 2,088 renter households in Madisonville earning more than 
535,000 each year, a significant portion of the market is underservcd. 

Fixed-income senior households are also an undcrscrved market. Over one-third of 
senior households (age 65+) who have annual incomes below $20,000 are renters. 
Housing alternatives for this fixed-income senior population are limited. In fact, 
among the senior rental-assisted properties surveyed (e.g. HUD Section 202 and 
Section 8), we identified few vacant units and waiting lists among more modern unit 
types. 

Because of the lack of these alternatives, households seeking a better, higher-quality 
alternative are likely to move from the area or double-up with immediate family, 
depriving the area of higher-income households (and tax revenue) or creating a 
hardship for another family. 
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3. rORwSALE HOUSING SURVEY
 

\,Ie identified 5 new for-sale housing subdivisions on the periphery of the CMA,
 
summarized as follows: 

DEVELOPMENT 

BUTTERFIELD 

SONOMA HILL 

INDIAN HILL
 
PLACE
 

KI'DE PARK 
PLACE 

THE ASHWORTH 

[ 

HOUSING TOTAL 
TYPE UNITS 

SINGLE-FA,MILY 17 

--
I TO'WNHOMES 32 
I 

TO\~~HOMES 15 

I 

CONDOMINIUM i lOti 

I 

CONDOMINIUM· 21 

! 
I STATUS 

ALL UNDER 
CONTRACT 

SITE WORK UNDERWAY 

UNDER 
CONSTRUCTION; 

4 PRESALES 
1----.;--- 

44 SOLD i 51')0,000
r 
I $329,000 

5220,000 UNDER 
CONSTRUCTION; 5250,000 

NO PRESALES- .. 

i PIliCE 
RANGE 

$175,000
5250,000 
$175,000 
$225,000 

$449,000 
$469,000 

I 

All of the single-family homes in the Butterfield subdivision were ill contract within 
approximately a one-year period. Reportedly, construction delays relating to the 
infrastructure of the development extended the absorption period of the homes. 

There are a total of 172 condominium/townhornc units within 4 active developments 
in the area. Hyde Park which had units available in December 2003 has sold 44 units 
through January 2005, a sales rate of 3.4 units per month. Of the 60 available units, 53 
are two-bedroomj1.5 bath units of 1,100 to 1,350 total square feet with sales prices of 
S150,000 to S189,000. 

The Ashworth, Indian Hill Place, and Sonoma Hills are all under stages of 
construction. Only Indian Hill Place has presold any units. 

DANTER COMPANY
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We identified no established (sold out) condominiums in the community of 
Madisonville. Home resales are very active in Madisonville. From March 2004 to 
March 2005, we identitled 196 resales (a small share of which, were properties 
purchased and resold within the same year). A summary of these sales follows: 

HOME RESALES
 
MADISONVILLE, OHIO
 

MARCH 2004 THROUGH MARCH 2005
 

TOTAL HOMES SOLD SHARE OF HOMES SOLD SAI"EPRICE 
21.0%LESS THAN $60,000 41 
44.6%87560,000 - 599,999 

39 20.0%$100,000 - $119,000 
-~-'--' 

18$120,000 - S149,999 9.2% 
$150,000 - $'179,000 2.6%I 5 

5 I 2.6%$180,000 AND HIGHER 
.._·..·1TOTAL 100.0%195 

MEDIAN $84,000 .... 

The median resale price of homes over the past year was $84,000, an amount well 
below new home prices on the periphery of the CMA. 

Additionally, as [he following color-coded map illustrates, home resales within the 
NBD area of Madisonville arc low (average S50,000). This lack of supporting property 
values in the central portion of Madisonville will likely be a concern to a prospective 
hornebuyer, as housing priced well above the area may potentially depreciate in value 
and be difficult to resell in the market. 
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One of the methods for identifying demand for for-sale housing at the Madison and 
\V'hetse1 intersection is an analysis of the demographic and economic characteristics 
of the Site EMA and the application of optimal capture factors. 

Estimated household income among residents within the Madisonville neighborhood 
is distributed as follows: 

INCOME RANGE 
NUMBER OF 

HOUSEHOLDS 

-

DISTIUBUTION 
UNDER $25,000 

$25,000  $34,999 
1,548 
701 

--

34.8% 
15.8% 

---
$35,000 - $44,999 
$~i5,000 - $54,999 
555,000 OR MORE 

TOTAL 

547 
422 

1,225 
4,443 

12.3% i
I 

------1
9.5% 
27.6%-

100.0% 

From these numbers, levels of affordability are established. For the purpose of this 
analysis, we assume a 5% to 10% down payment with a 30-year fixed mortgage with an 
interest rate of 6.5% and an income/mortgage ratio not exceeding 27%. 

Generally, households with incomes between $25,000 and $35,000 can afford 
condominium units priced from $95,000 to $135,000, households with incomes 
between $35,000 and $45,000 can afford condominium units priced from $135,000 
to S155,000, and households with incomes between $45,000 and $54,999 can afford 
condominiums priced between 5155,000 and $175,000. 

Based on the application of established capture factors for similar markets (2.0% to 
3.5%, depending on the price point), the resulting annual demand for condominiums 
can be established. 

I 

I 
-_. 

INCOME ANNUAL 

I SALES PRICE RANGE 
APPROPRIATE CAPTURE DEMAND FOR , 

i 

HOUSEHOLDS FACTOR CONDOMINIUMS 
$95,000  $134,999 701 2.5 - 3.0 18 - 21 

$135,000  $154,999 547 2.0 - 2.5 10 - 13 
$155,000  $174,999 422 I 2.0 - 2.5 I 8 - 11 -
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Based on this analysis, the Site EMA can support up to 21 condominium units annually 
priced from $95,000 to $135,000,10 to 13 units priced from $135,000 to $155,000, 
and 8 to 11 units priced from $155,000 to $174,999. It is important to note, however, 
that while statistically supported, this analysis represents optimal absorption without 
consideration for area perception, security issues, and supporting home values. Ow' 
research has shown that unappealing site areas that have significant negative 
perceptions generally lack the marketability to command these support levels. 

D. COMMERCIAL ANALYSIS 

1. RETAIL BUSINESS SUMMARY 

In 2004, estimated retail sales within the CMA totaled $268 million, over 5 times that 
of the neighborhood of Madisonville ($48 million). A comparison of the retail sales 
distribution of the CMA and the community of Madisonville follows. 

RETAIL STORE TYPES
 
BY TOTAi SALES (2004)
 

COMPETITIVE MARKET AREA
 
I\1ADISOr-.TV1LLE
 

I MADISOl\'VILLECMA 
TOTAL SALES SHARE OF TOTAL SALES SHARE OF 

SALES$ MILLIONS $MILUONS SALESRETAIL STORE TYPE 
$4 1.5% $1 2.1%HOME IMPROVEMENT STORES .. ~ ...~ 

5.6% $1 2.1%GENERAl MERCHANDISE STORES $15 
36.2% $10 20.8%FOOD STORES $97 

20.8~7~13.1% $10 
.. 

AUTO DEAlERS & GAS STATIO~S $35 
2.1%APPAREL & ACCESSORY STORES 53 1.1% $1 

FURNITURE, HOME Fl;RNISHINGS $36 13.4% $7 u1.6%-~ 
12.7%EATING & DRlNKING PLACES 14.6%$34 $7 

MISCElLAl\"EUCS RETAIL I $43"' 16.0% i $10 20.8% 
I TOTAL I $268 ! 100.0% 548 100.0% 
Sources: Infol}SA and Claritas, Incorporated 

Retail sales in food stores in Madisonville comprise nearly one-tenth of the total food 
store sales in the CMA. 

At a 20.8% share of retail sales, auto dealers and gas stations in Madisonville are higher 
than the CMA, likely a product of the presence ofJust Saab on Madison Road. 
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2. CONSUMER EXPENDITURE SUMMARY 

In 2004, estimated consumer expenditures within the CMA totaled $268 million. 
Consumer expenditures were 89.3% of total retail sales. Within Madisonville, 
consumer retail expenditures represented less than half of the sales within the 
community, an indication of residents going outside of Madisonville for their 
shopping needs. 

A COMPARISON OF
 
RETAIL EXPENDITURES VERSUS ESTLMATED RETAlL SAlES
 

MADISONVILLE (EMA) AND CMA
 
200"i (ESTIMATED)
 

TOTAL ~OTALSALES AS I T--;~TAL CONSUNIER RETAIl. SALES A PERCENT OFI 

($ MILliONS) EXPENDITURESAREA RETAIL EXPENDITURES 
MADISONVILLE $48 48.5%598,974,511- -~ 

$268 I 89.3% 
I

C1\1A $239,294,881 
,
Source: Claritas, Incorporated ami InfoU5A 

A MARKET INDEX OF 
CONSUMER SPENDING (RETAlL) 
MADISONVILLE (li1\'1A) AND CMA 

2004 (ESTI!vlATED) 

I ANNUAL AVERAGEI

i EXPENDITURE
IAREA PER PERSON (2004)
I 

S22,272
 
$24,713
 

Source: Claritas, Incorporated and InfoUSA
 

2004 MARKET
 
INDEX TO USA
 
(OUT OF 100)
 

79
 
88
 

The market index on the previous table shows that, on average, households in the 
Cl'vlA spend 21 % less on retail goods than households nationwide (100 market index). 
This is largely a result of low area household incomes allowing for minimal 
discretionary funds, 
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3. RETAIL LEAKAGE/ATTRACTION ANALYSIS
 

By comparing specific consumer expenditures with store sales within the CJ.\'1A, we 
can identify how much money is being spent by area households within and outside 
the C!\'1A on retail goods. The retail dollars that are being spent outside of the area 
represent leakage or potential retail sales lost. Retail sales that exceed consumer 
expenditures indicate the ability of the market to attract consumers from outside the 
area to support the retail. Following is a comparison of consumer expenditures to 
store sales within select retail business types within the CMA. 

2004 (ESTIMATED) CONSUMER EXPENDITURES V. RETAIL SALES 
LEAKAGE/ArrRACTION ANALYSIS 

BY RETAIL BUSINESS TYPE 
COMPETITIVE MARKET AREA 

MADISONVILLE NnD 

(DOLL\R AMOIJNTS IN MILUONS)
 
CONSUMER
 

RETAlL BUSINESS TYPE I, EXPENDITURES
 TOTAL SALES LEAKAGE
 

GENERAL MERCHANDISE 1 $35.2
 $15 S20.2 ,APPAREL & ACCESSORIES $16.2 S13.2$3 ---_.- - 
PHAluvlACY/DRUG .sTORE :

r 
$19.7 $8 S11.7
 

SPORTING GOODS i $2.1
 <$1 >$2 
$1 <$1
 

GROCERY
 
DRINKING PLACES 

,.' 

$1.7 
$48.0 $79 

.. ~ $2 I
 
FLORIST
 

$1.4APPLIANCES 
$2 j
 

ELEcmONICS/CO;\lPUTERS
 
<Sl.0 

$10 i
I 

EAl1NG PLACES
 
s-i.s 

$29.9 $33 
, ---

,

I 
Sources: InfoUSA and Claritas, Incorporated 

A significant amount of retail dollars are being spent on general merchandise, 
pharmacy, and apparel goods outside of the CMA. This leakage represents an 
opportunity for new retail development to capture a share of a market that is 
shopping outside of the CJ.\1A. It stands to reason that retail stores that are proximate 
to area residents and meet the needs of consumers are more likely to capture business 
from area residents than retail stores located farther away, especially for convenience 
shopping such as general merchandise and drug prescriptions. 

Applying median sales prices by store type to the total retail sales lost (0 outside stores 
(leakage) yields overall supportable retail space. It is important to note that the 
median sales prices applied may be slightly conservative for newer retail development 
that may have a higher sales threshold. Additionally, the supportable retail space 
represents the optimal capture of sales in a marketplace. Thc reality is that even well 
developed markets cannot capture all retail sales. 

DANTER 
COMPANY

IV-16 -



SUPPORTABLE RETAIL SPACE
 
BY SELECT RETAIL BUSINESS TYPE
 

COMPETITIVE MARKETAREA
 
MADISONVlLLE NBD 

r-~--~-l MEDL\N SALES PER SUPPORTABLE 
RETAIL BUSINESS TYPE RETAIL LEAKAGE 

GENERAL MERCHAJ'\JDISE I $20.2 I 
APPAREL & ACCESSORlES ! 

I S13.2 I 
PIHRMACYjDRUG STORE ! $11.7 I 

,
'Source: Dollars & Cents ShoPP1l1g Centers 

SQ. rr.: RETAIL SPACE I 

I$176 114,773 
-----J 

$168 I 78,571 
$408 28,677 ~--j 

\Vith the likelihood of capturing a higher share of convenience type of shopping (e.g. 
pharmacy), we estimate that as much as 20% of the supportable pharmacy space can 
be captured at the subject site. We estimate 10% and 13% capture rates of apparel and 
general merchandise sales, respectively. 

RETAIL POTENTL-\L 
BY SELECT RETAIL BUSINESS TYPE 

COMPETITIVE MARKETAREA 
MADISONVILLE NBD 

RETAIL BUSIl\E..'iS 1YPE 

GENERAL .\'1ERCHANDISE 
APPA.REL & ACCESSORlES 
PlIAR..iVIACYjDRCG STORE 
GENERAL MERCHANDISE 
W1UI PIIARlvlACY 

SlJPPORTAI3LE
 
RETAIL SPACE
 

(IN SQ. Fr.)
 

114,773
 
78,571
 
28,677
 
143,450
 

SITE CAl>nJRE RATE 
13% 
10% 
20% 
20% 

j 

SITE RETAlL 
I POTENllAL 

I 14,920 
7,857 
5,735 

28,690 
I 
I 

Based on an application of capture rates to the overall supportable retail space, the 
largest retail potential exists in the Madisonville NBD for a 20,665-square-foot general 
merchandise store with pharmacy. 

Notably, support for general merchandise space will overlap some with select items 
within apparel and accessories stores (e.g. socks and underwear). 
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E. INTERVIEWS/S URVEYS 

1.	 TELEPHONE SURVEY 

a.	 Introduction 

A random telephone survey of 202 area residents was completed by the Matrix Group, 
a survey firm, in March 2005. The purpose of the survey was to identify consumer 
perceptions, attitudes, and preferences regarding downtown Madisonville residential 
and commercial development. The telephone survey included residents from 5 
communities: Madisonville, Fairfax, Mariemont, Hyde Park, and Oakley. 

Of the 202 telephone surveys, 105 of the respondents were Madisonville residents. 
The remaining surveys were split up among the four communities with a goal of 
surveying 25 respondents from each. 

To insure statistical validity of the sampling, the respondents chosen for the 
telephone survey were screened to be representative of Madisonville's demographic 
in age, sex, and tenure. 

b.	 Key ReSpOl1SCji 

Following is an overview of key responses of the random telephone survey. The full 
questionnaire and detailed responses and respondent profiles are within Addendum A 
of this report. 

•	 When I mention downtown Madisonville, what is the first word that comes to 

mind? 

39.7':{,RUN DO\VN/DE__T..,;.E.:".-IU--:0::c::-::cIV-::c\::-cT::-cE--,--D---=-=----c=-------,f--~f___,________1 
UNSAFEjDANGEROUS/HIGH CIUME 19.4% 

Nearly 4 out of every 10 of the respondents associate downtown Madisonville with an 
area that needs cleaned up, restored, and/or revitalized. The second most common 
response was that people feel that the area is an unsafe environment, 

Additionally 58% of the respondents indicated that the one thing they like least about 
downtown Madisonville is the crime activity. This is also noted as the top reason that 
the respondents do not shop at any stores in the NI3D. 
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•	 \Vhat types of additional shopping and/or food and beverage establishments do 
you feel should be in downtown Madisonville to make it a more attractive 
shopping area? 

FULL-SERVICE RESTAURA.l~T 53.8% 
FOOD AND BEVERAGE STORES/GROCERY 42.1% 
GENERAL MERCHANDISE STORE 27.6% 
CLOTHING AND ACCESSORlES - 26.9% 
FAST-FOOD STORES 26.2% 

-.. 

•	 If housing were available in downtown Madisonville which met your needs and 
was within your price range, how likely would you be to consider living in the 
downtown area? 

i VERY LIKELY	 3.8% : 
I 

I 
SOMEWHAT LIKELY 1· :l. ')0/ 

.}._/O I 

NOT VERY LIKELY 18.2% 
NOT AT ALL LIKELY 64.8% 

Of the 159 respondents providing an answer to this question, 27, or 17%, were 
somewhat likely or very likely to consider living in the downtown area if housing met 
their needs. Of these respondents, 58.8% were Madisonville residents, with the 
second highest share of a likely response from Oakley residents. 

Notably, of those who would consider moving downtown, nearly three-fourths (74%) 
would prefer to own and over one-fourth (26%) would prefer to rem. Of the 20 who 
indicated a preference for homeownership, over half (55%) would be interested in 
their desired housing to be priced below S125,000. Also, 59.3% of the respondents 
indicated that their desired housing would be a detached single-family home. 

•	 \\l11y would you not consider living in downtown Madisonville? 

I 
I 

UNSAFE/DAl~GEROUS/HIGHCRlME 60.6% 
i 

I 

1\;OT iNTERESTED IN MOVING A!\JY\'X?HERE 29.5% 
9.8% 
6.1% i 

BAD SCHOOL DISTRICT 
! UNATTiV\CrIVE/RU~DOWN 
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c. Summa~-y()f Results 

Two issues most prevalent in responses to the questionnaire were the poor physical 
condition of the area/buildings and the unsafe environment from crime activity. Until 
these perceptions are changed or modified, these issues will continue to dissuade 
many persons from shopping and/or living in the area. 

Through the \V'eed and Seed program, the community of Madisonville has reportedly 
made a significant change in crime activity over the past two years. Over rime this 
program may continue to reduce crime activity, but the likelihood of perceptions 
changing in the area without a noticeable physical change of the environment is 
minimal. 

2. STAKEHOLDER INTERVIEWS 

The Danter Company contacted 12 stakeholders in the Madisonville area including 
developers, community officials, lending institutions, and marker analysts. The 
interviews were conducted under the premise that the results remain anonymous. As 
SUCh, none of the sources are provided for the following comments. 

Three primary questions were asked of the interviewees. Each question and a 
summary of answers follows: 

Wl1a.-t i~ ...your impressiol! of the current proposal for redeveloping the 
Madison Building? 

"Approved by community council, no question thar the community has supported 
this. " 

"That corner has always been retail/residential and the community was always once a 
thriving community. In a NBD like this you need to get a mixed usc - like 100 years 
ago" 

"Building without taking care of ancillary issues is a concern - maybe if you can get a 
hold of both corners" 

"Crossroads of drug trade" 

"Immediate sense was it was a great idea - but prices were too high - if you can get 
prices $100,000 or less" 
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"You are not going to sell something for $140,000 at that location"
 

"Madisonville condos do not define new lifestyle"
 

"Can't see storefronts working"
 

"Property values in Madisonville have been going up - neighborhood is ripe for
 
development"
 

"Somehow you have to create a sense of safety - Need good and secure parking (part
 
of secure perimeter) - need not be like a prison - Can't look and feel like a prison - at
 
the same time it has to feel secure - Off street parking - security is an issue"
 

"Retail is going to be a challenge"
 

"Surprised with the total number of units, but a sensible number in terms of phasing"
 

"Pricing makes me nervous - that intersection has been down for so long"
 

"First phase should be heavier with 1,000 sq. ft."
 

"Needs to get away from conventional retail thinking - quasi office uses - insurance
 
agency, law offices"
 

"Two people last year wanted to buy"
 

"Proposal as it is - is very strong"
 

"Over the Rhine - downtown on main street - selling well - doesn't have same
 
amenities"
 

"Mix of housing with retail used to work"
 

"Development is always good"
 

"Pricing is appropriate - right"
 

"If you can create a whole district - group of artists - rem store fronts next to nothing
 
- potential restaurant - if you can solve crime problem"
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"It's a value thing - the perception of Madisonville is still tainted - the average guy in
 
Cincinnati raises his eyebrows a little bit"
 

"The problem is that this community is improving but it doesn't transfer to a run

down urban setting"
 

"The first real pioneering project has to have knock your sock off amenities - price 
should be less than single-family detach price" 

"I think if you can get enough subsidy into the project - sometimes miracles happen" 

~VQ!1.!g.YQ~Jeco!J.l_~~t:Ldany alternative or suppletnental use to the proposal? 
If§o, ~h~t? 

"The one project they like is DeSales (corner of Madison/Woodburn) - defensible 
perimeters and good restaurant- at edge is greenspace - successful office building" 

"DeSales Plaza doesn't fit where it is - takes away from nature of East Walnut Hill." 

"Senior type of market rate housing is needed - previous plan didn't fit the building 
well. " 

"Parking is essential - Safe secure parking is about as important as the floor plan and 
price. Garage access tightly controlled." 

"Mass concentration - things across the street"
 

"If you are going to go high market, then get a large enough mass to make enough of a
 
difference. "
 

'Vllat impact do you think tIllS proje~t.~W_]Iave .9n tl!e commuttity of 
Madisonville? 

"If it could work - it would be very positive"
 

"Chose to live in Madisonville because of diversity - Project would create diverse
 
homeownership opportunities"
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"... the project will start a chain of synergy that would change so many things in the 
business district in the housing - unbelievable - a change that they have never seen 
before - This will be the thing that changes the perception of Madisonville" 

"Huge and positive impact if you could pull it off" 

F. CASE STUDIES 

1. Case Study Pro~ess 

Case studies of housing redevelopment in similar environments (economically and 
physical condition) were conducted to identify the common characteristics of 
successful redevelopment projects in blighted neighborhoods. 

In identifying case studies most comparable to Cincinnati's Madisonville 
neighborhood, we first identified 14 major cities within the Midwest region that had 
populations of 200,000 to 1,000,000. 

CITIES WITH POPULATION BETWEEN
 
200,000 Al"JD 1,000,000 WITHIN THE MID\VEST AREA
 

CITY NAME 
MADISON 
LOUISVILLE 

i CINCINNATI 
[ PITfSBURGH 

WICHITA 
: SAINT LOUIS 
: KANSAS CITY 

CLEVELAND 
NASHVILLE 
MIL\VAUKEE 
MEMPHIS 
COLUMBUS 
INDIANAPOLIS 
DETROIT 

STATE NAME 
WISCONSIN
 
KENTUCKY
 

OHIO
 
PENNSYLVANIA
 

-
KANSAS 

MISSOURI 
MISSOURI 

OHIO 
TENNESSEE 

! WISCONSIN 
TENNESSEE 

OHIO 
INDIANA 

MICHIGAN 
I 

I POPULAI10N I 
208,054 ! 
256,231 ! 

~---

!330,662 
I 

334,563 
344,184 

~.~~_. 

348,189 
441,545 
478,403 
545,549I 

II 
I 596,974 

I 

I 

650,100 i 
711,470
 
781,870
 
951,270
 

Among these 14 cities, we identified those with condominium/for-sale townhornc 
development outside the center city, but within an urban area. The result of this 
screening produced 20 developments. 
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CONDOMINIUM (RE)DEVELOPNLENTS
 
SINCE 2000 IN URBAN AREA OUTSIDE THE CENTER CIlY
 

_.-
ICITY NAME PROJECT NAME NEIGHBORHOOD 

N=. 
PITTSBURGH BLACK BIRD ARTISTS LOFTS LA\'\fIlliNCE\11LLE 

--~ 

PITTSBURGH ROMA BOTfUNG LOFTS UIYfO\'VN PITTSBURGH 
-

Kiu"TSAS CITY GILLHAM RO\V SOUTH OF CROWN 
CENTER Ai'J'D HOSPITAL , , 

HILL 
4 INDIANAPOLIS FALL CREEK PLACE FALL CREEK PLACE 

- --~ 

5 CLEVELAND \VOODHAVEN FAIRFAX RENAISSANCE 
6 DETROIT WOOD\VARD PLACE BRUSH PARK 
7 j\tlADISON \VILLIAMSON PLACE I & II NEAR EAST ISTHMUS 
8 MADISON SCHENK POINT CONDOS NEAR EAST ISTHMUS 
9 MADISON 

I 
DON J\lILLER LOT NEAR EAST ISTHMUS 

10 MADISON 
I 

UNION CORNERS NEAR EAST ISTHMUS I 
- i , 11 MEMPHIS I UPTOWN UPTOWN 

12 I NASHVILLE 
r 

CITY VIEW LOFTS EAST NASHVILLE I 
r··13 1 NASHVILLE WESTEND LOFTS EAST NASHVILLE 

14 : NASHVILLE MIDTO\VN LOFTS EAST NASI-I VILLE 

15 rNASHVILLE BlUSTOL ON BROAD\\lAY MIDTOWN NASHVILLE 
(VANDERBILT AREA) 

16 ~MILWAUKEE lUVERBRIDGE EASTSIDE CORRIDOR 
17 MIL\VAUKEE IUVERCREST N/A

-

18 MILWAUKEE BRE\VERS HILL COMMONS BREWERS HILL 
19 ST. LOUIS \V'ILLMOOR PlACE ST. LOUIS HILLS 
20 CINCINNATI CRA\VFORD LOFTS OVER THE IUUNE- ._..-~-~ - - -

Our next screening was to identify which of the 20 developments have had sales 
and/or presaIes occur, were of at least 20 units, and generally represented the first 
multifamily for-sale alternatives. The following three developments best fit these 
criteria: 

CfIT I DEVELOPMENT ! 

i 
KANSAS CIlY GILLHAM RO\V 
INDIANAPOLIS 

-
CLEVELAND 

FALLCREEK PLACE 
WOODHAVEN 
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~. Case Study Summaries 

Each of these developments are within blighted areas of neighborhoods in major 
inner cities. The common characteristics of the three developments are the 
redevelopment of a critical mass in which a variety of price points and product types 
are available. In fact, our case study research of all of the redevelopment 
projects within 14 cities in the Midwest showed for-sale developments either 
with a strong base of adjacent occupied housing or a redevelopment effort 
encompassing several city blocks. 

The wide variety of development alternatives does not only serve to widen the target 
market and create incentives for prospective residents to move to the area, but in 
amassing multiple blocks of land/properties, also serves to change the overall physical 
environment of the neighborhood and, thereby, work to change perceptions of the 
area. A summary of these projects by land size and use follows: 

PROJECT SIZE ~I, 
ACREAGE] CITY BLOCKS PROJECT NAME 

GILLHAM ROW 2.6 2 

26FALL CREEK PLACE 160 

r·_~_ 

\V'OODHAVEN 715 

I LAl'ID USE 
TO\VNHOMES & FLATS; 
BRO\V'NHOME LOFTS & 

PENT LOFTS; 
CONDOMINIUM LOFTS; 

CAFE/RESTAURANT; 
URBAN PARK 

TOWNHOMES; 
MULTIFAMILY AND 

SINGLE-FAMILY HOMES; 
COMMERCIAL : 

i 

SINGLE FAMILY HOMES; 
BROWNSTONES; 

TOWNHOMES 

As the above table illustrates, critical mass is not limited to housing development, but 
commercial and recreational uses as well. 

Each of these developments included similar partnership and funding profiles often 
including a local developer, not-for-profit groups, local financial institutions, and 
government (local, state, and federal), 
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SUMMARY OF PARTNERSHIPS/FINANCING
 
CASE STUDIES OF REDEVELOPED
 

BLIGHTED AREAS
 
MID\VEST REGION
 

I PROJECT l'IAMiflFUNDING SOURCES : PARTNERSHIPS 
GILLHfu\1 ROW CITY OF KANSAS CITY (TIlROUGH TAX URBAN COEUR COMMUNfIY 

ABATEMENTS) DEVELOPMENT 
MISSOURI BAt'\'K & TRUST 

fALL CREEK CITY OF INDlA.l'J"APOLIS CITY OF INDLWAPOLIS 
PLr\CE (THROUGH TAX ABATEMENTS) NEIGIlBOIUIOOD HOUSING 

U.S. DEPARTMENT Of HOCSING AND 
I 

PARTNERSHIP 
UlmAN DEVELOPMENT ! KING PARK AREA COMMCNITY 
LOCAL BANKS ~ DEVELOPMENT CORPORATION 

HISTORIC LANDMA.RKS 
fOUNDATION OF INDIA.L'J"A 
l\1ANSUR REAL ESTATE SERVICES 

woonHAYEN ! CITY OF CLEVELAND 
, (THROCGI-I TAX ABATE:YIENTS) 

COMMCNITY DEVELOPME:\T BLOCK 
GRANT FUNDS AND 
GENERAL BOND FUNDS 

3. Lessons Learned/Mistakes Made 

\Ve interviewed representatives of each project to identify any lessons learned or 
mistakes made. A summary of these issues by project follows: 

c;i!1ham Row - The first phase townhornes, known as Triangle Homes and 30 Gillham 
Row, had three story units ranging from 1,505 to 2,383 square feet. Notably, Phase r 
averaged sales of less than one unit per month. After receiving feedback from 
homeowners/potential buyers/realtors, and observing the slow sales, developers 
recognized a need for larger units and one story living. Consequently, the design 
components of their next phase have incorporated more living space, open floor 
plans, and access to the upper floor units via elevators. 

Fall Creek.~ Planning a wide range of product for Fall Creek, the developers felt it 
necessary to start with eight builders. This high number of builders, however, made 
the construction process more difficult to manage. Eventually, they ended up with 5 
quality builders. 

The developers did not anticipate a high number of first time horncbuyers, who 
typically require some level of education in financing and homecare. As SUCh, they 
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were unable to accommodate many of the homebuyer needs, resulting in fewer home 
sales. The developers then realized that many more homebuyer trainees were needed. 
The design standards of the neighborhood have already been developed; hence, there 
was not any need for a change in floor plans. 

\'Voodllayen - According to an interview with the developer, the design of the houses 
worked well, and the same will be done for Phase II. Reportedly, given the proximity 
to Cleveland Clinic, the developer anticipated their employees to be the primary 
buyers of Phase I units. However, these employees did not represent a large share of 
the sales because the marketing efforts were not timed with employee placement. 

A detailed write up of each of these developments (including site plans of two 
developments) in Kansas City, Indianapolis, and Cleveland is included in Addendum B 
of this report. 

\\!hile less than the 20-unit threshold used for the case studies, two additional case 
studies were completed representing a successful and failed redevelopment project: 
one in the Over the Rhine district in Cincinnati and the other in the Hough 
neighborhood of Cleveland. In addition to the case studies, the Danter Company 
reviewed 11 additional case studies outlined in the Mid-America Regional Council 
(JYWlC) handbook, called The First Suburbs Coalition Handbook in the Kansas City, 
Missouri bi-state region. 

Over the Rhine 

Over the Rhine (OTR) is an excellent case study to Madisonville because it was, and 
still is by many, perceived to be one of the most high crime areas in Ohio and the 
Midwest, and more importantly, experienced successful development of market-rate 
housing over a -i-vcar period to a point today in which condominiums are developed 
and successfully sold in excess S500,000. 

Following the riots in OTR, the community established a Community Marketing 
Initiative called iRhine 2000. The three purposes of iRhine were to provide for a safe, 
clean, and working environment. 

An area inundated with low quality housing, over a dozen loft rentals were introduced 
to the market from 2001 through 2003, including Emery Center and Hale Justis. 
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In 2003, Crawford Lofts, originally slated as another loft rental, was reslated as 
condominiums as managers were seeing residents of loft rentals leave the market to 
buy a home. To capture these renters transitioning into ownership, Crawford Lofts 
became the first condominium development to enter the OTR market. The 
development included 18 units priced from $92,600 to $113,200 on the first phase of 
the building and $139,900 to $165,000 on the second phase of the building. The 
development sold out within a month. The success of this project opened the gates 
to other developers, and several other affordably priced condominium developments 
entered the market. \Vithin a two-year period, condominiums in OTR now command 
market prices and, in many cases, exceed area market prices. 

"\V'e were all of the mind-set that it had to be really expensive and glitzy to 
attract people downtown... Frutkin really opened everybody's eyes with his 
project [Crawford Lofts]." - Source- Bill Baum of Urban Sites quoted in 
Cincinnati Development Fund newsletter. 

This case study shows that market-rate for-sale prices can be achieved longer term in 
redeveloped areas without a large scale or critical mass development, but that this is 
achieved in incremental steps from affordable/moderate to market-rate to upscale. 

OTR has a greater degree of perception problems related to crime than Madisonville. 
However, because it is the largest district in the country with Italianate design 
buildings, included in many downtown activities, and has a very large art following, 
we recognize this case study as a best case scenario for Madisonville. 

Hough Neighborhood 

The for-sale Fatima Homes Project in the Hough neighborhood of Cleveland is an 
example of a failed redevelopment project. 

Hough neighborhood, known for its riots in the 1960s, remained a blighted 
neighborhood until the mid-1990s. Improvement efforts began 10 years ago to bring 
people back to the neighborhood and increase its perceived safety. The mission was 
"to improve quality of life in Cuyahoga County through neighborhood revitalization, 
affordable housing, and integrated social services". In 2001, Cleveland Catholic 
Charities and Famicos Foundation, two local non-profit organizations, constructed 29 
new homes and the 26,000-square foot Fatima Family Center through the renovation 
of historic League Park in Hough neighborhood. Catholic Charities developed 11 of 
these homes, known as Fatima Homes in early 2002. Famicos Foundation developed 
18 single-family homes on scattered sites throughout the League Park area of the 
Hough community. 
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Fatima Homes consists of 11 affordable, market-rate homes, including six single-family 
and five townhorncs. The 1,150 to 1,622 square-foot, single family homes include a 
full basement, energy-efficient design, detached two-ear garage, and appliances in 
addition to several optional features. Special financing and buyer grants from the City 
of Cleveland Empowerment Zone are also incorporated into the project. Residents 
receive IS-year tax abatements. Homes range in price from $125,000 to $159,000. 

Special financing was provided for both projects through National City Community 
Development Corporation. The city, through its Empowerment Zone Office and 
Economic Development Department, invests $4 million in loans and grants into the 
housing project. 

Over a two-year period, only two sales were made. According to several area realtors, 
lack of improved infrastructure and community services hindered the marketability of 
the project. 

Based on the common characteristics of other successful redeveloped areas, the 
downfall of this project was due in part to the small scale of the project within a 
relatively unimproved area. Additionally, it is our opinion that the sales prices were 
not enough of an incentive to attract potential homebuyers. 

Mid-America Regional Council (MARC) handbook 

Called The First Suburbs Coalition Handbook, it contains case studies of 
redevelopment projects in "First Suburbs," those communities where the majority of 
housing development occurred just after World War II and in the early 1950s. 

The Mid-America Regional Council (.NWlC) serves as the association of City and 
county governments and the metropolitan planning organization for the bistate 
Kansas City region. The goal is to build a stronger regional community through 
leadership, cooperation, and planning. The region's problems are identified, 
discussed, and resolved by members, which in turn enhances the effectiveness of 
local government. The Council created The First Suburbs Coalition Handbook to act 
as a tool for first suburb communities. The handbook documents case studies of 
successful developments and policies in the Kansas City region and several other 
regions of the US. 

One of the most common clements in these studies was the importance of clear and 
precise planning of each project no matter the size. The case studies averaged in 
critical mass from a 5-acre mixed-use development to an entire city redevelopment of 
59,000 residents. The planning stages included gathering the necessary partnerships 
to bring the project to fruition. These partnerships included not only public 
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financing, but private funding, and creative uses of the various departments of local 
and state governments. The plan also included educating the public, with open 
meetings, as to the impact on the community. 

The communities all found that having developers partner with local and state 
government agencies and officials in the planning and funding processes allowed the 
rehabilitation projects to proceed at a faster and more successful rate. In at least one 
case, it was the city who initiated the type and size of the project, rather than wait for 
a proposal. Another essential factor learned in successful rehabilitation was by 
educating the citizenry by conducting open meetings, where concerns were 
addressed early on, thereby gaining the confidence and commitment of residents. 
Much of the success of a rehabilitation program depends upon public investment 
both in monies and in time commitment to the project. 

The main commonality among all the studies is the need for a comprehensive plan for 
rehabilitation which includes revising the building codes for existing buildings if they 
impede the rehabilitation process. 

Following are some of the partners used with developers in successful 
rehabilitation/redevelopment programs: 

•	 Cities committed long-term funding in many cases 
•	 Some cities committed funds for the lifetime of the project to cover
 

infrastructure
 
•	 Cities provided tax abatements 
•	 Tax Increment Financing (TIF) was used for improvements, land acquisitions,
 

and infrastructure
 
•	 The Federal Home Loan Bank provided funds in some cases 
•	 Grants from Metropolitan Transportation Commission 
•	 CDBG funds for land acquisition 
•	 Housing Associations 
•	 Department of Housing and Human Services 
•	 Affordable Housing Alliance 
•	 Counties financed burial of all utility lines and landscaping 
•	 In some cases private money was used 
•	 HOME funds used 
•	 Legislators were courted to get new codes passed for existing buildings 
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This secondary source of case studies verifies the findings of our other case studies 
indicating the importance of a critical mass in redevelopment including the need for 
funding and development partners. 

G. MADISON & WHETSEL CONDOMINIUM PROPOSAL 

The scope of our services includes the assessment of the redevelopment plans within 
the Madison & \V'hetsel proposal. A summary of these plans follows. 

Project summary 

The proposed project involves the transformation of the southeast corner of Madison 
Road and \V'hetsel Avenue within the Neighborhood Business District, The site 
consists of three-quarters of a city block in downtown Madisonville. The project 
includes the development of seventy-four residential condominium units, 
rehabilitation of one unit as a single-family residence, five storefront units, and a 140
space partially submerged parking garage beneath the new infill buildings. The 
project is a combination of rehabilitation of three existing buildings and construction 
of four new infill buildings on the site. 

Buildings scheduled for rehabilitation are the Madison Building (5901 Madison Road), 
4908 Whetsel Avenue and 5915 Madison Road. The structure at 5919 Madison Road 
would be demolished and replaced with a larger infill building. 

The project is designed in three phases: Phase 1 includes 27 units in the Madison 
I3uilding, 4908 Whetsel Avenue, 5915 Madison Road and a new infill building with 11 
units; Phase 2 includes 24 units in a new building on \Vhetsel; and Phase 3 includes 2'1 
units in two new infill buildings on Madison and Prentice. 
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UNIT DISTRIBUTION
 
BY CNIT SIZE, SALES PRICE, A.1\fD CONSTRUCTION TYPE
 

MADISON & WHETSEL CONDOMINIUMS
 

.- ~~··--~l 

~ CONDOMINIUM UNITS 
~1E~T !SALESUNIT SIZE r~~ll\L IREHABILITATED(SQ. FT.) PIUCE CONSTRUCnON 

! 

, 
2i 1,000 8$139,000 10 

111,400 48$189,000 59 -. 

I2,000 5219,000 3 3 6 
I 

TOTAL 7559 i 16 
; 

~Source: CIty of Cmc11111au, Department of Community Development and Planning 

Assessment 

As proposed, the Madison & \Vhetsel project is introducing moderate and higher
priced housing situated among vacant and poorly maintained buildings in a 
neighborhood perceived as being dilapidated and having a high crime rate. The 
proposal does not meet the criteria of the crirical mass necessary to drastically change 
the physical environment of the area. Additionally, the overall pricing structure will 
not likely be perceived as enough of a value or incentive for a prospective homebuyer 
to consider purchasing a unit in the current surrounding environment. 

Considering the negative perceptions of the area, similar-priced condominiums 
alternatives in better perceived communities (e.g. Hyde Park), and results of a 
telephone survey of area residents, it is our opinion that a market does not exist for 
the proposed Madison & \Vhetsel redevelopment. 

The proposed development includes the redevelopment of 5 storefronts. Based solely 
on a comparison of consumer retail expenditures of Madisonville residents versus 
estimated total retail sales, $50 million retail dollars is being spent outside of 
Madisonville by its area residents. This represents a potential source of consumer 
spending for additional retailers in Madisonville to capture. However, 3 out of 4 
respondents of the telephone survey said they did not want to shop in the NBD 
because of crime activity; therefore the success of commercial businesses will be 
largely dependent on the establishment of a secure environment. 

According to several area commercial brokers, commercial lease rates along the Red 
Bank corridor, the area's most vibrant commercial environment, range from $12 to 
$17 per square foot triple net. \~rithin the Madison NBD lease rates were estimated 
from $2 to $5 per square foot triple net. 
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Any new or redevelopment of commercial property in the NED should be priced well 
below rates within the Reel Bank area as to create an incentive to do business off of 
the main commercial corridor. The low retail rates in Madisonville are reflective of 
low quality alternatives as well as site location. A new retail property should be 
priced at or slightly higher than the current lease rates (up to 59). 

H. MARKET OPPORTUNITIES 

1. INTRODUCTION 

Prom a market perspective, three variables are typically considered to establish 
optimal market opportunities: the total number of units to be constructed. the 
rent/sales price levels at opening, and the absorption to reach stabilized occupancy. 
The market analyst must find a balance between the total number of units that are 
capable of being supported, rents/sales prices that will yield a reasonable absorption 
period, anel rents/sales prices that can generate sufficient income to cover costs. 
Higher rents/sales prices and/or a higher number of units can be supported if the 
development's start-up costs can absorb the loss of revenue from vacant units or lots. 

2. DEVELOPMENT STRATEGY 

Based on the common characteristics of redeveloped housing markets with similar 
characteristics to the Madisonville Nl3D, the results of stakeholder interviews, and our 
experience in other markets nationwide, it is our opinion that the most successful 
redevelopment strategy for achieving market-rate development within a blighted 
urban areas such as Madisonville, will be the "Critical Mass with a Progression of 
Housing" concept. 

Criti~al Mass means "a size, number, or amount large enough to produce a particular 
result" (Merriam - lVebster Dictionary). In this case, critical mass is an area large 
enough to drastically change the physical environment of the area resulting in a 
positive change in area perceptions and overall appeal. 

It is our opinion that the critical mass that offers the greatest economic impact on the 
area and the Madisonville NBD, with the best chance of significantly changing 
negative perceptions, includes properties on corners of the Madison/Whetsel 
intersection, specifically, those on the 5800 and 5900 block of Madison and 4900 and 
5000 blocks of \Vhetsel. Acquiring properties will not be enough to significantly 
impact the area; some degree of redevelopment efforts on each property should 
occur simultaneously for area residents to better understand the overall impact of the 
development. Critical mass, as we have recommended in this case, consists of the 
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four corners of the Madison/Whetsel intersection including new and redeveloped 
commercial development and a mix of up to 106 housing units. 

The Madisonville NBD Urban Renewal Plan, produced by the Madisonville 
Community Council, includes property improvements at the Whetsel and Madison 
intersection, as well as throughout the NBD. According to a Madisonville Community 
Council representative, owners of most properties surrounding the Madison Building 
will make improvements to their properties if redevelopment of the Madison Building 
occurs. Our recommendations assume that a visibly noticeable level of improvements 
occur among properties surrounding the Madison Building to create a critical mass 
necessary to demonstrate change. 

Redeveloping a critical mass within a blighted area is an essential component in 
changing poor perceptions of the Madisonville NBD. Perceptions, while not always 
accurate, drive market response. Based on our interviews with key stakeholders, area 
realtors, employers, and apartment managers, as well as the results from a telephone 
survey of 200 area residents, the perception of the Madisonville NBD is one of high 
crime and dilapidated buildings. Criminal activity was noted as one of the top reasons 
for area residents not to shop and/or reside in the immediate area. 

W11ile community action groups and policing play an important role in reducing 
criminal activity, change of the physical environment (i.e. redevelopment) shows a 
notable reinvestment in an area. The redevelopment of blighted buildings and 
improved landscaping, in conjunction with community activities, can quicken the 
transition of perception. 

Furthermore, our research has shown that market-rate housing development stands 
the best chance of success when there is a critical mass of redevelopment occurring 
in the immediate area that incorporates a broad spectrum of housing and commercial 
alternatives. 

Progression is "the action or process of progressing; a continuous and connected 
series" (Merriam - Webster Dictionary). The progression of housing is a tool for 
achieving market-rate for-sale prices within a critical mass. This process is long-term 
and occurs best incrementally from affordable/moderate to upscale. 

A successful progression of housing relies heavily on timing of development types. 
Higher priced housing are typically most successful only after a base of quality 
affordable and moderate-priced housing has been established in an area. 

Additionally, higher priced development stands the best chance of success amongst a 
base of other high-quality occupied housing and commercial development. 
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3.	 HIGHEST AND BEST USE RECOMMENDATIONS 

Our recommendations for the highest and best use of properties at the Madison and 
\Vhetsel intersection are reflective of the greatest anticipated market response to 
redevelopment considering the current market conditions, site area characteristics, 
and overall market demand. Furthermore, the following recommendations are based 
on market potential and are not necessarily a reflection of actual development 
capacity. 

It is our opinion that, under a critical mass redevelopment, the highest and 
best use of the Madison and Whetsel intersection is a broad mix of 
commercial and residential development. Other development opportunities, 
while not identified as a component of the highest and best use, are addressed in the 
secondary market opportunities section (page III- 9). 

HIGHEST AI'JD BEST USE RECOMMENDATIONS
 
MADISONVILLE NED
 

MADISON Ai"ID WHETSEL INTERSECTION
 

PHASE 2 

PHASE 3 
~--

------- 
LEASE/ l 

DEVELOPMENf TYPE QUANTITY SALE PRICE RATES I 

STAND-ALONE 1 TO 2 STORES O\VNER-OPERATED 
RETAILER i 

I 

RETAIL/BUSINESS I 5 STOREFRONTS $6 TO $9/SQ. FT.*o-

J 
LOtI RENTALS 22 TO 25 uNITS $650 - $750 H 

! CONDOMINIUMS 18 TO 20 UNITS , $95,000 - $115,000i 

LOFT RENTALS 22 TO 25 UNITS 
, 

$650 - 5750** 
RETAlL/BUSINESS 1 TO 2 $6 TO $9/SQ. FT.* : 

STOREFRONTS 
CONDOMINIUMS i 18 TO 20 UNITS 5110,000 - $135,000 
CO~DOMINIUMS 14 TO 16 UNITS S135,000 - S165,000. - . 

I 
I	 TIMING 

PHASE 1 
I 

-1 riple-ner lease terms 
"[(epresenl:> collected rent including water/sewer and trash removal services 

\'\!e generally expect market absorption of each phase of 12 to 15 months. Any 
combination of these developments within their respective phase can be 
interchanged to create different development scenarios, but in order for any 
redevelopment effort to succeed, it is our opinion that properties on all four corners 
of the Madison/Whetsel intersection must be improved. 

An outline of our specific recommendations with supporting documentation follows. 
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Comrnercial dey~lop111cnt 

The volume of traffic traveling on Madison Road is conducive to commercial use 
requiring high visibility. In 2000, there were an estimated 21,900 vehicles per day 
traveling on Madison Road east of Red Bank (Source: Ohio - Kentucky - Indiana 
Regional Council of Governments, Ohio Department of Transportation). 

Indian Hill residents that pass through Madisonville represent another significant 
source of potential retail spending. Just Saab, a Madisonville auto dealer on Madison 
Road, has tapped into the Indian Hill market and is experiencing a higher share of 
retail sales than auto dealers in the immediate surrounding communities. Reportedly, 
Just Saab is planning an expansion of their facility. 

Considering all of the retail establishments and consumer spending patterns in 
Madisonville and its immediate surroundings (e.g. Red Bank), we identified significant 
opportunities for two categories of retail user for the Madisonville NED: general 
merchandise stores and drug stores. 

--._.-. 

i SUPPORTABLERETAlLSPACE 
, 

RETAIL nUSThTESS TYPE (SQUARE FEED 
GENERAL MERCHANDISE 15,000-

6,000I DRUG STORE I 

GENERAL MERCHANDISE WITH Pf-WLJ\;fACY 21,000 --I 

\Ve anticipate that this retailer will be a stand-alone business that owns and operates 
the facility. Retaining a well-recognized business would offer the best chance of 
positively impacting the overall retail environment. A nationally-recognized retailer 
would enhance the local retail market by providing consumer confidence in other 
experienced retailers. 

Commercial Space 

,------ i 

LEASE RATE PER 
DEVELOPMENT TYPE TOTAL STOREFRONTS SQUARE FOOT 
RETAIL/BUSlNESS 5* $6 TO $9 TRIPLE NET 
"As proposed 
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Even with a large retailer in the NBD, the current tenant mix within the Madisonville 
NBD hinders absorption potential of additional retail space. As such, it is our opinion 
that the long-term viability of the commercial space can be enhanced by not limiting 
tenancy to retailers, but also other business types (e.g. insurance agent, realtor). 

Commercial space priced from $6 to $9 per square foot (triple net) will provide the 
necessary incentive to businesses over moving to the Red Bank corridor with lease 
rates up to S17 per square foot. 

Housing 

Housing also offers an opportunity to create a critical mass of change. The Over the 
Rhine experience shows that higher-priced for-sale housing can be absorbed in 
formerly blighted/poorly perceived areas by taking incremental steps from 
affordable/moderate housing and eventually to upscale housing, Conversely, we 
learned from a case study of a condominium project in the Hough neighborhood of 
Cleveland that placing one for-sale housing project in a poorly perceived area without 
critical mass improvements is not well received. This particular example was a 
development, Fatima Homes, which consisted of 11 units selling from $125,000 to 
$159,000 and sold only 2 units over a two year period. Additionally, our case study 
research of 20 other redevelopment projects within 14 cities in the Midwest all 
showed for-sale developments either with a strong base of adjacent occupied housing 
or a redevelopment effort encompassing several city blocks. 

Condominium 

TIMING TOTAL UNITS I SALES PRICE RANGE 
! FIRST 18 - 20 $95,000 - $115,000 

$110,000 - $135,000 
$135,000 - 5165,000 

SECOND 18 - 20 
~_._ -

THIRD 14 - 16 
-NOTE: Recommended Ul1It tTILX of 20% l-bedroorn Units and 80% two-bedroom uruts 

I3ased on a 6.5%-fLXed 30-year mortgage rate with 5% downpayrnent, the average 
homcbuycr of the recommended condominiums will have a household income of 
$35,000. In 2004, there were an estimated 2,146 area households with incomes 
above S35,000. The recommended total units (50 to 56) represent 2.3% to 2.6% of 
these income-appropriate households. Based on established capture rates in markets 
nationwide, this capture rate is achievable. 

\Vhile statistically supported, the ability of the condominium to be absorbed is reliant 
on the pricing being low enough to be an incentive to an area with a long-term 
negative perception issue. AS the earlier cited example of the Over the Rhine arca 
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had shown, absorbing for-sale housing at market-rate prices is clone through a 
progression of housing in which lower-priced housing paves the way for future 
higher-priced housing. At the recommended sales prices, it is our opinion that these 
units will be perceived as an incentive. 

Rental Housing 

In Madisonville, there are a number of single-family for-sale opportunities: however, 
the rental housing market is comprised mainly of lower-quality low-priced housing 
and one high-priced rental housing development. As a result of the lack of higher
quality moderately-priced housing in the market, the existing Madisonville residents 
wishing to move up and remain in the neighborhood currently do not have a choice. 

The following recommended loft rental development will provide housing for an 
underserved market. 

IDEVELOPMENT TYPE TOTAL UI\lJTS RENTRA1~GEI 

$650 - I-BItCONTEMPORARY	 30 - 35 
$750 - 2-nR.LOFT RENTALS I 12 - 15 

Other Development Issu~~ 

In	 pursuing redevelopment, the following issues need to be mitigated: 

•	 While pedestrian traffic is heavy, a Danter Company analyst observed on 
several different occasions that many of these persons were either loitering or 
were bus riders who do not frequent the area business establishments. 
Additionally, several apparent drug transactions were witnessed, occurring 
during daylight hours, and in open and heavily traveled areas of town. 

•	 The current commercial environment in the Madisonville NBD is one in which 
vacant and dilapidated storefronts outnumber retail establishments. Except for 
a few tenants, the businesses are comprised of many undercapitalized 
entrepreneurs who lack the consumer draw necessary to any vibrant 
commercial area. 

•	 Even with area facade improvements, the current tenant mix hinders 
absorption potential of additional retail space. The long-term viability of the 
commercial space can be enhanced by not limiting the space to retailers, but 
also other business types (e.g. insurance agent, realtor). 

DANTER COMPANY
IV-38 -



The recommended redevelopment strategy relies on a critical mass approach in 
which all four corners of the Madison and Whetsel intersection have been impacted. 
\Vhile not land planners, it is our opinion that the following issues should be 
considered in response to significantly changing the perception of the area. 

•	 Facade and landscaping improvements of existing strip retail center (1\1"\\1 
corner of Madison and \Vhetsel) 

•	 Identification of noncontributing structures and land availability for potential 
retail sites for the stand-alone retailer. (SW corner of Madison and \Vhetsel) 

•	 Facade improvements of the historic bank (NE corner of Madison and \Vhetsel) 

•	 Substantial renovation or demolition of Madison Building 

•	 General improvement of other properties on the 5900 block of Madison and 
4900 and 5000 blocks of \Vhetsel. 

The long-term impact of improving these properties within the neighborhood 
includes higher attainable lease rates and a more stable tenant base. 

4.	 SECONDARY MARKET OPPORTUNITIES 

Wllilc not identified as a component of the highest and best use within the 
Madisonville NBD, it is our opinion that a market exists for other rental development 
opportunities as outlined. 

Timing generally aSSlU11es a one-year absorption period per component. 

S.~nior Housing 

TIMING 
FIRST 

SECOND 

"Rent IS gross including all utilities . 
. . 

i 
I 
I 

I 

TOTAL UNITS 
50 - 60 

40 - 50 
30 - 40 

i-RENT RANGE 
i $600  I-BItI 

$725  2-BR. I 

30% OF INCOME 
$750* - I-BR. I 

$875* - 2-BR. i 
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Ilpscale Loft Renta1§ 

TOTAL UNITS I AVERAGE RENTAL RATE TIMING 
AFTER CONTEMPORARY 10 - 12 I $800 - I-BIt 

10 - 12 5925 - 2-BR.LOFTS ARE ABSORBED -"

After the contemporary loft units are absorbed in initial lease up, an opportunity 
exists to provide another step up in quality and rent level. These units will represent 
a rental alternative both in price and environment to other rentals in the area. 

5. MARKETING CONSIDERATIONS 

\Y'e anticipate that a fair share of support for housing in the downtown area will 
originate from former residents of Madisonville, those who may have moved out 
because of the area's criminal activity or deterioration of area properties. Noticeable 
improvements of the physical environment will be necessary to attract these 
households back into the market. This change will give some a reason to move back 
into a community in which they have/had strong ties with one of the many churches 
in the area. According to several church spokespersons in Madisonville, they have 
lost a number of their churchgoers over the years because of relocation. 

It is important to get people downtown as often as possible through programming 
(festivals, activities, special events, etc.). As downtown becomes more familiar, and 
people learn how to get around, where to park, and the variety of things to see and 
do, the less they will feel intimidated and the more they will feel an ownership of the 
downtown. The higher the comfort level with downtown, the more Iikelv a 

~ . 
household is to consider downtown as a potential housing option. In addition, 
programming and events can spur ancillary development of retail, restaurants, and 
nightlife opportunities that, in turn, can provide an impetus for downtown housing. 
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v. THE SITE 

A. DESCRIPTION AND LOCATION 

The proposed site is located in Hamilton County, within the city limits of Cincinnati, 
approximately 10.0 miles northeast of downtown and the central business district. 
Specifically, the site is within the neighborhood known as Madisonville, at the 
southeast corner of the intersection of Madison Road and \Xlhetsel Avenue. The site 
address is 5901 Madison Road. 

NORTH 

Madison Road borders the site to the north. Stables Tax Service, Kinney's Kingdom 
Kuts, Dragon City Restaurant, and a post office front Madison Road on the north side, 
east of \'lhctsel Avenue. A former bank building IlOW housing Mr. Ron's Hair Design 
borders Madison Road to the north. Also housed in the former bank building and 
extending north on \Vhetsel Avenue are the Ultimate Retro Clothing Store and the 
Shag Shop Tee Shirt Shop. Immediately north of the Shag Shop is the Pentecostal 
House of Prayer. A vacant building listed for sale by the owner is north of the House 
of Prayer and extends to Desmond Street. Vacant lots and established single-family 
homes (in fair condition) that extend north of Desmond Street, 0.3 mile to Monning 
Street and the northern border of the CMA. 

EAST 

Little of This Little of That Consignment Shop borders the site to the east, followed by 
a used furniture store, Madisonville Education Assistance Center, two vacant store
fronts, and Millie's Place Restaurant at the intersection of Madison Road and \Vard 
Street. Also east of the proposed site, fronting the north side of Madison Road, are 
Kids City Clothing, a vacant storefront, Barnes Beauty Supply, Barnes Realty, and Ewig 
Realty. Retail and office space extends east of Ward Street, including Blue Chip 
Janitorial Services, The Palm Tree Market, a closed auto repair shop, Barnes Barber 
Shop, High Tech Graphics, Ace Mortgage, Lost Art Furniture Repair, Arrow Tavern, 
Catering Celebrations, Mildred's Beauty Salon, Dial One Security, Burnam's Beauty 
Shop, and All About Food. East of the Madisonville Business District, the land use 
becomes more residential in character, consisting of established single-family homes 
(in fair to good condition) that extend cast of Kenwood Road, 0.4 mile to Indian Hills 
and the eastern border of the ClVIA. 
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SOUTH
 

A small parcel of vacant land borders the proposed site to the south. Immediately 
south of the vacant lot is a vacant building listed for rem. Vacant land extends farther 
south to Prentice Street. Mostly vacant storefronts extend south of Prentice Street, 
0.1 mile to Peabody. South of Peabody are the Madisonville Public Library and 
Madisonville Fire Department. Established homes (in fair to good condition) extend 
south of the library, 0.4 mile to Bramble Avenue. South of Bramble Avenue, 
established homes (in good to very good condition) extend 0.2 mile to Murray 
Avenue and the southern border of the Madisonville neighborhood. Larger upscale 
homes on wooded lots comprise the Fairfax neighborhood south of Murray Avenue, 
extending 0.7 mile to Mariemont Avenue and the southern border of the CMA. 

WEST 

\Vhetsel Avenue borders the proposed site to the west. A small vacant lot fronts 
Whetsel Avenue immediately to the west. Immediately west of the vacant lot are the 
Madisonville Family Professional Building and on the north side of Madison Road, the 
Family Dollar Store and Shopping Plaza. West of the Professional Building are 
Plunket's Garage, Key Bank, and Fifth Third Bank, Established single-family homes 
and small apartments extend 0.2 mile farther west to Anderson Place and the Sunny 
Mart Convenience Store. Mixed land use including apartments, single-family homes, 
and commercial space extends 0.4 mile to Red Bank Road. Retail and commercial 
buildings occupy the intersection of Red Bank and Madison Roads, with undeveloped 
and industrial land extending 1.0 mile to Ridge Road and the western border of the 
CMA. 

IN GENERAL 

The Madisonville neighborhood specific to the proposed site is considered to be the 
"Downtown or Business District" of Madisonville. Numerous small businesses, mostly 
retail, currently exist; however, vacant storefronts outnumber operating retail and 
service establishments. \Vith the exception of the Chinese restaurant, post office, 
barber shop, and Family Dollar store, the existing businesses appear to be struggling. 

The proposed site is easily accessible from \Vhetsel Avenue and Madison Road with a 
traffic signal in place. Access to Interstate-71 is 1.5 miles west and public 
transportation serves the area. Medical care, limited shopping, and a post office are 
nearby; however, other community services are more than 1.0 mile from the 
proposed site. The area is served by Cincinnati Public Schools. 
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B. ABOUT THE SITE AREA 

COMMUNITY SERVICES 

The following table provides a listing of the community services that impact the 
proposed site: 

, DISTANCE 
jrxcurrvjSERVICE NA~1EjDESCRIPTION FROM SITE DlilliCTION
 

P{iGLIC GUS II-ffiTRO
 0.1 :\lILE :,\ORTHWEST._. .. 
MAJOR IIIGHWAYS II\'IH~SI'A'I'E-75 53 !\lILES WEST 

Il\TERSTATE·71 1.7 MILES WEST 
Il\TERSTATE-275 8.3 ;\1ILES NORTH 
US ROUTE 50 1.3 yflLES SOLTH
 

POLlCE CmCI:-mATI
 
~_. 

0.6 MILE SOUTH . 
FIRE MADISONV1LLE 0.1 MILE SOUTH 

MARIEMONT 1.4 !\.ULES SOFrHEAST
 
SCHOOLS:
 

ELEME-"lTARY
 GRA\1BLE SCHOOL 0.6 MILE SOCTH
 
PIUVATE
 NE\'? LIFE CHRlSTL"u'l 0.1 MILE SOCTH 

ACADEMY 
EAST"'-PALt>111tEE t-L\RKET CONVENIENCE STOltE 

.~--

0.1 MILE 
SUN1\Y \lART 0.1 MILE WEST 

, GROCERY/Sl;PEI01ARKE'"
 

SHOPPING J',IALL/CEl\'TEI{
 
EMPLOYMENT CEl\'TERS/
 

:\1AJOR EMPLOYERS
 

...
 
SUPER SAVER L.I MILE SOUTHEAST 
KROGER 24 MILES SOUTHWEST 

--.~_.- .•. 
KENWOOD TOWNE CENTER 3.3 IvIILES NORTH 
COCA·COLA COHP6RATE 0.9 MILE i\0 RTH\x;'EST 

. 

OFFICES SOUTH\x;'EST 
CINCINl\ATI CGD SOUTH\x;'EST 
KENWOOD TO\X'NE CEJ'.:TER 

8.5 MILES 
)/0R'1ll33 ?\HLES 

HYDE PARK PLAZA SOU'I1IWEST 
UNIVERSITY OF 

2.'1.\HLES 
7.5.YIlLES WEST 

CINCINNATI 
EASTGATE !V1ALL 8.3 MILES , SOUTILEAST , ..1 ( 1\1ILFSMARII:MONT RET,\lL . ) I SOUlH EAST 

orsnucr 
RECREATIONAL FACILITIES I UTILE DUCK CREEK PARK'" 0.5 ~llLE S0U11I\VEST 

BRA."VlI3LE PARK 08 MILE SOUTHWEST 
MADISONVTILE RECREATION 0.4 MILE NORTIIWTSTI; CEl\TER 1\;'\0 POOL 

! DANIEL DRAKE PARK 1.0 t-1JLE NORTIIWEST 
DOGWOOD P;illK 1.3 MILES SOUTHEAST 
AULTPARK 1.3 J\fILES SOUTHWEST
 

HOSPITAL/MEDICAL
 6.8 y!lLES\;fERCY m5SfITAi SOCTHEAST 
FACIUIY 6.2 ;\IILESBETHESDA OAK HOSPITAL SOUTHWEST 

CHILDREN'S HOSPITAL 6.1 MILES SOUTHWEST 
TE\VISH HOSPITAL OF 6,3 MILES SOUTHWEST 

CINCINl':ATI 
~1ADISO NVlcccLC:CLc..E-F-Al'-Mc-lI",,;yC-,---- --t---;::-:-:-;;;:-::,--------'- , PHYSICIANS 0.1 MILE \,\fEST 

PROFESSIO:\'ALSI 

DANTER 
COMPANYV-3 

i 



-----

COlVEvHJNITY SERVICES CONTINUED 

,.-------~-' -_.-. _.. --- I , 
I FACIUTY/SERVICE NAME/DESCRIP110N 

HOSPJ'l'AL/MEDTCAL , MERCY IlOSPLTiV, 
fACILITY B/:THESDA OAK IIOSPITAl 

CHILDREN'S HOSPITAL 
JEW1SH HOSPITAL Of 

CIl'KIl\i\A11
 
PHYSICL\.,\S
 !vLA.DISONVILLE FAAilLY 

PROFESSIO:'-lALS ._.
 
131'-:'-:K5 : KEY BANK
 

FIFTH THUll BA1'IT<.
 
._---~--.--

I LII31Wl.Y , CINCINNATI pumlcTiBRARY
[pos;:CoI;i;j CE ! US POST OFFICE ._- •.•. ~-

POPULATION AND HOUSEHOLDS 

DISTANCE 
FROM SITE 

._._.. _.-

DIRECTIOl\ 

6.8 xuu.s 
6.2.MILES 
6.1 MILES 
(d ~IILES 

SOUTIIEASJ' 
SO lJllTWEST 
SOUTIIWEST 
SOUTHWeST 

o 1 .\-fIlE \'VEST 

0.1 MILE 
0.1 ~fIlE 

0.1 !\'l1LE 
0.1 MILE 

wtsr 
WEST 

SOUI'll 
-----_.~-~ 

KORTH 

The population of Madisonville was 23,584 in 1990. In 2000, population numbered 
22,054 a decrease of 6.5% from 1990. Population is estimated to number 20,824 in 
2004, a decrease of 5.6% from 2000. Population is projected to be 19,324 in 2009, a 
decrease of6.5% from 2004 of 7.2%. 

Madisonville households numbered 10,257 in 1990. This decreased 0.9% to 10,170 in 
2000. In 2004, households numbered 9,683 and are estimated to number 20,824 in 
2004 a decrease of 4.9% from 2000. Households are projected to number 9,089 in 
2009, a total decrease from 2004 of 6.1 %. 

The reported 1990 and 2000 population may not correspond with the official 1990 
and 2000 Census figures. This is because all of our 1990 and 2000 Census figures have 
been converted to the 2000 political boundaries. This provides a more accurate 
identification of actual growth rather than growth through annexations. OUf 2004 
estimate and 2009 projections are based on the 2000 boundaries. 

MAJOR EMPLOYERS 

Total employment in Hamilton County was 422,400 people in 1993 and 415,500 
people in 2002, a 1.6% decrease. 
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Major employers in the Madisonville/Cincinnati area are: 

• Northern Kentucky state and local government 
• University of Cincinnati 
• Health Alliance of Greater Cincinnati 
• Procter and Gamble Company 
• Kroger Company 
• Fifth Third Bank 
• Cincinnati Public Schools 
• City of Cincinnati 
• Tri-Hcalth Incorporated 
• Children's Hospital Medical Group 
• Frisch's Restaurants 
• Internal Revenue Service 
• Hamilton County 
• General Electric Aircraft Engines 
• Federated Department Stores 
• Com Air 
• Paramount's Kings Island 
• Delta Air Lines 
• Miami University 
• Cinergy Corporation 
• cns Personnel 
• A-K Steel 
• Franciscan Health System 
• St. Elizabeth Medical Center 
• Fidelity Investments 
• Hillenbrand Industries 
• American Financial Group 
• La Rosa's Restaurants 
• Ford Motor Company 
• Cincinnati BeU 
• Argosy Casino 

Many area residents commute to Cincinnati for employment. 
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RELIGION AND SCHOOLS 

Most major denominations are represented. School facilities in the Cincinnati School 
District include 56 elementary schools and 20 senior high schools. There are 18 
private/parochial schools and 1 vocational school in the area. University of 
Cincinnati, Miami University, Northern Kentucky University, Xavier University, and 
Thomas Moore College are in the area. 

UTILITIES 

Electric service is provided by Cincinnati Light and Power. Gas service is provided by 
Cincinnati Gas. Water and sewer services are provided by the City of Cincinnati. 
Telephone service is provided by Cincinnati Bell. 

FINANCIAL INSTITUTIONS 

31 banks and 4 savings and loan associations serve the Cincinnati area. 

MEDIA 

Newspapers Circulated in the Site Area 

NE\VSPAPER CITY OF ORIGIN 
FREQUENCY OF 
PUBLICATION 

I The Cincinnati Enquirer Cincinnati Daily 
The Cincinnati Post Cincinnati Daily 
City Beat Cincinnati \Veekly 
Community Press Cincinnati Weekly 
Cincinnati Business Courier Cincinnati \'Veekly 
News Record U ole Cincinnati \'Veekly 

Television: \VLWT, \VCPO, \VKRC, \VXlX, \V'13QC, AND \VCET are local stations. 
Others are received from northern Kentucky. Cable television is available. 

Radio: 13 FM, 4 A"M stations broadcast locally. Others are received from northern 
Kentucky. 
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C. COMPETITIVE MARKET AREA (CMA) 

Basic to this study is the application of the Competitive Market Area (CMA) approach 
to area analysis and development. The CMA is the smallest geographic area that is 
expected to generate between 60% and 70%?? of the support for the proposed 
project. 

Each C~;L-\. is separated from adjacent market areas by natural and manmade barriers 
such as rivers, freeways, railroads, major arteries, or a marked difference in the 
socioeconomic makeup of a neighborhood or area. This methodology has a 
significant advantage over radial analyses that often do not consider these boundaries. 

The CMA of the proposed site has been determined by: 

•	 Interviews conducted with area apartment managers, real estate agents, planners, 
City officials, and area developers 

•	 A demographic analysis 
•	 An analysis of mobility patterns 
•	 Personal observations of the field analyst 

D. COMPETITIVE MARKET AREA PROFILE 

The following tables provide key information on Site CMA demographics, including 
population trends, household trends, and household income trends. 

POPULATION AND HOUSEHOLDS
 
MADISONVlLLE, OHIO
 

SITE COMPETITIVE MARKET AREA
 

YEAR POPULAI10N HOUSEHOLDS 
1990 23,58·} 10,257 
2000 22,054 10,170 
CHAl"JGE 1990-2000 -6.5% -0.9% 
2004 (ESTIMATED) 20,824 9,683 
CHAi'.JGE 2000-2004 -5.6% -4.8% 
2009 (l)ROJECTED) 19,324 9,089 
CHANGE 2004-2009 -7.2% I -6.1% 

I 

Sources: The Dancer Company, Incorporated 
1990 and 2000 Census 
Claritas, Incorporated 
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