
3/19/2012

1

Enterprise Community Partners
Senior Housing Initiative

Melinda Pollack
Vice President, Vulnerable Populations

February 2012

Enterprise’s History With Senior Housing 

Enterprise has invested 
over $1.7 billion to 
finance or assist 470+
senior or mixed-housing 
properties containing more 
than 33,000 homes for 
seniors.

Intergenerational Garden at Serviam Gardens, Bronx, NY
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Enterprise’s National Senior Initiative

Our Vision:

“All seniors, regardless of income, 
should have the choice to 
age in place in their 
homes and communities.”
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Current housing supply does not meet demand

Aging Housing Types
Aging Residents

percent of U.S. population 
will be 65+ by 2030 20

1.8 m number of older adults living in 
federally subsidized housing

46 median age of federally 
subsidized housing for 
seniors in the U.S.

33
percent of seniors who fall 

h th l di
percent of seniors who prefer 
to age in community
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90
33 each year – the leading 

cause of injury & death
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Explosive Growth in Seniors Aged 65+ by 2030
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The oldest segment of the population is the fastest growing
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Medicaid Enrollees and Expenditures, FY 2008

Elderly 10%

Disabled 15%

Disabled 43%

Children 49%

Adults 25%

Adults 13%

Elderly 10%

Elderly 25%

Disabled 43%

SOURCE: Kaiser - KCMU/Urban Institute estimates based on data from FY 2008 MSIS and CMS Form-64, 2010.

Total = 59.5 million Total = $317.7 billion

Children 20%

Enrollees Expenditures

National Health Expenditures per Capita, 1990 - 2018

8SOURCE: CMS
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Housing is the ideal platform to deliver services – but how?

Major challenges

• Demonstrating cost  savings achieved by delivering services at home

• Assisting partners with adapting to changes around health reform

• Retrofitting existing housing to best support  seniors aging in place

• Creating sustainable financing models for  housing and services
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• Section 4 grant making

Solutions

• MetLife Awards for Excellence in Senior Housing

• Expanding Green Communities to include Universal Design

• Partnership with LeadingAge

– Public Housing Authority Resident Empowerment

– National Learning Collaborative
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– Lending for Innovation

Socially Aligned Value Investments (SAVI)
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Key Concepts that We are Supporting

• Green Retrofits

• Universal Design

Physical FinancingServices

• Housing as the hub for 
services

• Sustainable financing 
for services• Universal Design services

• Technology to help 
seniors age in place

• Preventing social 
isolation

• Adapting to healthcare 
reform

• Chronic disease self-
management

• Resident engagement

for services
• Creative capital for 

supporting services 
and new business 
models for aging

• Accessing 
opportunities in 
Medicaid/Medicare 
and healthcare reform 

• Healthy foods

Informing local and national policy
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2012 Section 4 Vulnerable Populations Grantees
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• 17th year of partnership; nearly $2 million 
in grants awarded to 93 properties 

MetLife Awards for Excellence in Affordable Housing

• Focused on green, service-enriched 
senior housing since 2009

• 2011 winners showcased: 

-cutting-edge green features
-award-winning services

13

-commitment to universal 
design

Casa Grande Senior Apartments, Petaluma, Calif.
Covenant House, Brighton, Mass.

Ingleside Retirement Apartments, Wilmington, Del.
Julia Martin House, Jamaica Plain, Mass.

Universal Design 

• Goal: Provide a tool that will allow developers to 
integrate universal design strategies in single family 
and multifamily projects.

• Target completion: April ‘12
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LeadingAge & Enterprise: 

Shared commitment: Support innovation for 
housing and services with the necessary financial 
resources for implementation

Accomplishments: 
 Green Capital Needs Assessment program
 Co-funder of the National Affordable Senior 

Housing Plus Services Summit (2010 – 2011)
 Launched new resident needs assessment tool

2012 and beyond: Launch the Learning 
Collaborative to advance housing plus services 

d l k fi i il bl fmodels; make financing available for 
implementation

Overlap of LeadingAge Members and Enterprise Partners



3/19/2012

9

Engaging Residents in Public Housing

Goal: 
• Strengthen and embed a peer network within housing 

authorities for deep resident engagement 

Five cities:Five cities:
• Atlanta, Chicago, Denver, Milwaukee, New York

Timeline:
• Phase one (in progress - 12 months) will focus on building a 

core of senior resident leaders at each site
• Phase two (12 months) will move residents from 

training/capacity building to active planning, design and 
implementation of specific local projects 
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Launch the National Learning Collaborative

Desired Outcome: 
• Develop new models of housing with 

services for seniors that can be 
li t d l d t i d d illreplicated, scaled, sustained and will 

advance the field

Goal: 
• Bring together “community teams” 

comprised of housing providers, their 
service partners, residents and community 
partners to work on focused, innovative 
projects

• Identify common critical elements for 
success

Target launch: April 2012
First convening: Sept. 2012

18
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Explore Seniors Innovation Fund for Housing and Services

Potential Uses:
• Provide innovation capital for housing 

providers to test new models of housingproviders to test new models of housing 
and services.

• Exploratory phase

• In partnership with LeadingAge, a 
national membership organization of 
5400 non-profit senior housing providers

• Acquisition and predevelopment realAcquisition and predevelopment real 
estate, services and technology uses 
possible

• CCRCs (single and multi site), housing 
providers of all sizes to be served
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Understanding the Needs of LeadingAge Members

Four types of organizations:

• System Continuing Care Retirement Community, or CCRC (ex. PSL, Asbury)

– Interest: Incorporate affordable housing into market-rate communitiesInterest: Incorporate affordable housing into market rate communities

– Assets: Capital, comprehensive services, land, mission

• Single-Site CCRC (ex. Frasier Meadows, Mather Lifeways)

– Interest: Expand into home and community based services

– Assets: Capital, comprehensive services, mission

• Big Mission Nonprofits (ex. NCR, Mercy, NAHT Groups)

Interest: Taking successful housing/services models to scale– Interest: Taking successful housing/services models to scale

– Assets: Capital, leverage, mission

• Independent Housing and/or Services (ex. Cathedral Square, Cedar Sinai Park)

– Interest: Collaborative learning/modeling

– Assets: Innovative ideas, internal support, capital

20
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Socially Aligned Value Investments (SAVIs)

• Enterprise’s version of a social impact bond

• In conceptual development

• Aggregate investor capital to support housing andAggregate investor capital to support housing and 
services providers with ability to demonstrate cost 
savings to the health care system

• Contract with government to pay for performance; 
government pays only when success is shown

• Potential initial roll outs in VT and NY

21

• Supports scalable model of serving seniors at 
home, regardless of whether their home is in 
subsidized housing

• Enterprise’s competitive advantage = established 
role as intermediary for government, investors and 
delivery partners

SAVIs

Like LIHTC model, BUT pay‐for‐success cash instead of tax credits

• Socially Aligned: 
addresses a challengeaddresses a challenge 
that the market alone 
will not solve; social 
good is produced

• Value: all parties attain 
a positive outcome (if it 
works; if it doesn’t, only 
the investor loses)

22

the investor loses)

• Investment: Risk capital 
is put in play and 
provided a return if the 
model works

Proprietary & Confidential
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Understanding What Vermont Might Look Like

On a $20 million, 10‐year SAVI
(for housing plus services)

4,400
People served by the Program 
Intervention
Expected annual cost of Program

$4,715,000
Expected annual cost of Program 
Intervention

$10,385,000 Annual government savings
(before our pay‐for‐success payment)

14.07% IRR (from SAVI, before fees, splits)

8.81% IRR net to the SAVI investors

24

$3,870,000  Total NPV to Enterprise over term

75% Of savings, paid to us on success

The figures are based on current performance by our Vermont provider, plus numerous 
estimates regarding housing‐related interventions; significant further work needs to be done 
with the P4S contract, PIP contract and investor subscription to determine actual numbers.

Proprietary & Confidential
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10                       year term of P4P Contract 13,012              Current costs per person 75% of savings paid under P4P contract Orange estimated based on experience

14.07% IRR (raw, before fees, splits) 3,500                 Capital costs of PIP per person 3.5% of P4P payments to PIP as incentive Green negotiated in P4P Contract

8.81% IRR net to the SAVI investors 1,080                 Annual cost of PIP per person 1.0% of capital to Ent as AM fee Yellow negotiated with PIP Provider

3,870,000$      NPV to Enterprise resulting 16.6%  PIP source's minimum cost savings 8.0% of capital to LP's annual priority return Blue negotiated with capital providers

3.0% inflation of per‐unit costs 10.0% We do better than PIP minimum savings 20.0% of excess to Ent as incentive fee Aqua unknown/ uncontrollable

Behind the Numbers

p g q /

8.0% Enterprise discount rate

20,000,000$   Initial SAVI funding 4,580               

4,367                 resulting people served 16.6%

10.0% 13,012            

18.3% (10,633)            20,000,860     20,000,860     20,000,860    

1,080                2,379                3.5% 1.0% 8.0%

3.0% Capital Program 75% Net PIP Net raw cash Net PIP of P4P pmts of capital of capital 20.0% 80.0% Flows to

Year Inflation outlay costs P4P payments cash flow flow on SAVI cash flow PIP Int Fee Ent AM Fee to LPs Ent Incent to LPs LPs IRR Enterprise

200,009              1,600,069          

0 ‐                   15,284,500     4,716,360       ‐                   (4,716,360)      (20,000,860)   (4,716,360)      ‐                    ‐                    ‐                   ‐                    ‐                    (20,000,860)   ‐                   

1 3.0% ‐                   4,857,851       8,025,081       3,167,230       3,167,230       3,167,230       (280,878)         (200,009)         (1,600,069)      (217,255)         (869,020)         2,469,089       417,264          

2 3.0% ‐                    5,003,586       8,265,834       3,262,247       3,262,247       3,262,247       (289,304)         (200,009)         (1,600,069)      (234,573)         (938,293)         2,538,361       434,582          

3 3.0% ‐                    5,153,694       8,513,809       3,360,115       3,360,115       3,360,115       (297,983)         (200,009)         (1,600,069)      (252,411)         (1,009,643)      2,609,712       452,419          

4 3.0% ‐                    5,308,305       8,769,223       3,460,918       3,460,918       3,460,918       (306,923)         (200,009)         (1,600,069)      (270,784)         (1,083,134)      2,683,203       470,792          

5 3.0% ‐                    5,467,554       9,032,300       3,564,746       3,564,746       3,564,746       (316,130)         (200,009)         (1,600,069)      (289,708)         (1,158,830)      2,758,899       489,716          

6 3 0% ‐ 5 631 580 9 303 269 3 671 688 3 671 688 3 671 688 (325 614) (200 009) (1 600 069) (309 199) (1 236 797) 2 836 866 509 208

Proprietary & Confidential

6 3.0%                     5,631,580       9,303,269       3,671,688       3,671,688     3,671,688     (325,614)       (200,009)       (1,600,069)    (309,199)       (1,236,797)    2,836,866       509,208          

7 3.0% ‐                    5,800,528       9,582,367       3,781,839       3,781,839       3,781,839       (335,383)         (200,009)         (1,600,069)      (329,276)         (1,317,103)      2,917,172       529,284          

8 3.0% ‐                    5,974,544       9,869,838       3,895,294       3,895,294       3,895,294       (345,444)         (200,009)         (1,600,069)      (349,954)         (1,399,818)      2,999,887       549,963          

9 3.0% ‐                    6,153,780       10,165,933     4,012,153       4,012,153       4,012,153       (355,808)         (200,009)         (1,600,069)      (371,254)         (1,485,014)      3,085,083       571,262          

10 3.0% ‐                    ‐                    10,470,911     10,470,911     10,470,911     10,470,911     (366,482)         (200,009)         (1,600,069)      (1,660,870)      (6,643,481)      8,243,550       1,860,879      

The Business Model

• Investment banking with a spread
– Enterprise as intermediary, standard fee models (2-3% origination, 1%/yr asset mgt)

• Earn residual income via spread (net P4S pay to us vs. investor yield)
– Year-to-year will be lumpy (we’re in the “social insurance” business)

• Business works for Enterprise if we have a portfolio• Business works for Enterprise if we have a portfolio
– Multiple ‘vintages’ (years, PIP types) within 1 state

– Multiple states 

• Single SAVI

– P4S of 10 years’ duration

– SAVI to investors of 5‐6 years duration

• Fully amortizing (return on/of capital)

– Annual yields fluctuate 

26
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• SAVI Portfolio
– Vermont, New York, Vermont, Colorado …

– Each individual SAVI has lumpy yield

– A multi‐SAVI portfolio smoother overall

• Shape the space first
– Before others ride on our coattails
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