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Develop Neighborhood Chapter of Your Business Plan.

This chapter should include the following:

· Completion of each of the worksheets that follow.

· Relevant market studies and surveys.

· An explanation of why this is (or is not) a good time to embark upon a SSR development and management (SSR) program.

· An account of the process that was followed in selecting a neighborhood (or neighborhoods) in which to develop SSR properties.

· A description of the selected neighborhood(s) including a physical depiction together with boundaries; details on the neighborhood type (tipping point, revitalization, etc.); the opportunities and challenges associated with working in this neighborhood and how they will be built upon or met;  a portrayal of the stakeholders and community anchors; information on positive investments or other current activity; and likely issues that will need to be addressed.

· A justification for the selection of the neighborhood(s).

· A depiction of the overall strategic plan for the neighborhood(s), including information on the partners that will be involved in achieving this plan, on the goals of the plan and on the relationship between the SSR program and the overall neighborhood strategy.

B. Timing Considerations
	Reasons why the time is right to implement a SSR development and management program.

	Reasons why this may not be the best time to implement an SSR program.


C. Preliminary Factors Regarding Neighborhood Selection
As you move toward undertaking a market study, it is important to narrow the number of neighborhoods in which you may work, in order to narrow the scope of the study. By looking at some preliminary information as described in the table below, you can select 1 to 4 neighborhoods to include in the study and can begin to move toward the selection of a neighborhood in which to implement your SSR program.
Complete the table below by identifying prospective neighborhoods in which to work.

	Identify any neighborhoods specifically tied to your organization’s mission or vision.
	

	Identify any neighborhoods in which you already work or own property.
	

	Identify neighborhoods in which you see a particular need for this type of housing.
	

	Identify tipping point and revitalization neighborhoods where there is other significant activity which could improve the marketability of your units. 
	


D. Analysis of Market Study
The next step in developing a business plan for your SSR program is to conduct and then analyze a market study. Guidance in conducting a market study is outside the scope of this toolkit. However, we describe a number of the elements of a good study in the narrative for this section. If you have not conducted a market study before, contract, or at least work with someone possessing this expertise. If you are conducting any surveys, it would be a good time to complete those as well.
The best market study in the world is of little value if it is not used. Therefore the next step will be to carefully analyze the study to identify answers to the following questions.

Based upon the market study, combined with your program goals and your other observations, answer the following questions:

	Is this the correct time to undertake a SSR program? Why or why not?
	

	In which neighborhood(s) should we undertake an SSR program? Why?
	

	What are the opportunities associated with working in this neighborhood?
	

	What are the challenges associated with working in this neighborhood?
	

	How many units should we include in the initial development? 
	

	How many units should we plan to have in our portfolio at the end of five years?
	

	Who is our target population for this activity?
	

	Why will our target population want to live in this neighborhood?
	

	What services & amenities will our target population need to live here successfully?
	

	What type of units will be a fit for both our neighborhood goals and the needs of our target population?
	

	What are our anticipated acquisition costs for our target units/properties?
	

	What will we likely be able to get in monthly rent for each unit type?
	

	Who are our likely competitors?
	

	Who are our likely partners?
	


E. Development of a Neighborhood Strategy
SSR will often be a part of an overall neighborhood strategy. The next step will be to get together with neighborhood citizens, other organizations working in the neighborhood, potential funders, service providers and others with an interest in the neighborhood and to figure out an overall strategy for the neighborhood. This will also include looking at census and other data on the neighborhood, in addition to what you may have in your market study. It also involves getting out into the community and conducting windshield surveys. Think about what the neighborhood needs to be marketable and successful, and about what your SSR program needs from and can contribute to, the neighborhoods success.
Following your research, community engagement and potential partner discussions complete the table below.
	Who are the key stakeholders in this neighborhood?
	

	What neighborhood assets and anchors exist and what value do they bring to the neighborhood?
	

	What is the potential for private investment interest in the neighborhood?
	

	What other positive investments and activities are currently taking place within this neighborhood? 
	

	What is the likely impact of revitalization of this neighborhood on the surrounding community?
	

	What are the political issues, turf disputes and NIMBY concerns that must be addressed?
	

	What service providers are working in the community and what services are they currently providing?
	

	What activities need to be a part of the overall neighborhood strategy?
	

	How will the SSR program contribute to the overall neighborhood strategy?
	

	How will you keep everyone engaged in revitalization?
	

	How will you define the boundaries of this neighborhood?
	


F. Developing Program Objectives Regarding Timing, Location and  Scale
List the specific SSR program objectives associated with timing, location and scale. Objectives should be specific, measurable and time-bound statements of intended future results.
	1. Example:  By February, 2012, The Center City Community Action Agency will develop 24 two to three bedroom single family homes with small yards into SSR units in tipping point neighborhoods where we can have significant stabilization impact: Center Village, Edgepoint and Maple Street Corridor.

	2. Example:  We will develop SSR units in neighborhoods surrounding our home office and no unit will be more than 10 miles from management headquarters.

	3. 

	4. 

	5. 

	6. 

	7. 
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