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PROJECT OVERVIEW  

Stonebrooke is a proposed development of cluster housing to be operated as a senior 
housing independent living community in the Ringgold, Georgia market by Quality Senior 
Living, LLC on a for -profit basis.  The proposed project anticipates as many as 111 living 
units of new housing based upon the market response.  The fundamental business model 
employed here is to undertake the build-out based upon actual market response to 
preleasing; this means there will be little need for working capital budgeted for operating 
deficits as all construction and operations are based upon preleasing the units and then 
building them out. 

One of the key strengths and opportunities this proposal is that the building system to be 
used for the living units of Stonebrooke is an environmentally-responsible construction 
program that provides fast turnaround times for the delivery of complete living units, thus 
the attrition owing to the typical preleasing program can be avoided by virtue of the 
management and coordination of the construction and operations programs.  These goals 
are further enhanced by the fact the Principal is the owner of the company that will provide 
the constructed living units.  This means the true nature of the economic opportunity owing 
to this proposal is a vertically-integrated business model that offers efficiencies that 
translate into real near-term equity appreciation of the entire program and additional 
margins of safety for the investor/lender. 

$21,300,000 

PERMANENT MORTGAGE LOAN TAKEOUT FACILITY REQUEST 

Quality Senior Living, LLC is seeking permanent mortgage financing to act as a takeout for 
its interim development financing program.  The collateral will be newly-developed housing 
units that will have sufficient cash flow to cover the debt service requirements of the 
mortgage.  The mortgage instrument will be the senior lien financing for the property being 
mortgaged.  The expected LTV ratio (based upon income coverage) will not exceed 75%.  
The company is open to discussions on the term of the loan and the calculations provide 
room for negotiations on the amortization schedule, interest rate and points. 

Quality Senior Living, LLC has completed a comprehensive due diligence assessment of the 
proposed project, has the site under control and has completed an independent feasibility 
analysis of the market, financial, business model and operating tenets of the proposal that 
confirm all of the particulars presented herein. 

 

Stonebrook Contact Information: 

Quality Senior Living, LLC  

Barclay Burks, Manager/Principal 

404.433.4044 

Barclayburks49@yahoo.com  
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Stonebrooke  

Capital Funding Proposal 

 

$21 Million Takeout 

 

Community Development Profile  

The development of the first phase of the project is expected to create and 

sustain 141 new jobs in the Chattanooga metropolitan area for a net 

investment of approximately $99,349 per job.  These jobs are expected to 

generate an additional $14.3 million in annual earnings as a result of induced 

impacts upon the local economy.  The construction phase operations are 

expected to account for an additional $5.1 million in earnings impacts over the 

next 12-month window.  Overall, the first phase of the proposed project is 

expected to create an additional direct, indirect and induced output increase 

of more than $36 million for the Chattanooga market.  The independent 

project feasibility study fully sustains the projectôs candidacy for federal loan 

insurance pursuant to the USDA, FHA or HUD program titles. 
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The Project Site  

Quality Senior Living, LLC 

controls a 111-lot site in the 

southeast quadrant of the 

Chattanooga Core-Based 

Statistical Area.  The site is 

located near the junction of 

Graysville Road, Wooten Road 

and Cemetery Road in the 

Ringgold, Georgia suburb.  The 

proposed site is held in fee-

simple title and is fully entitled 

for the intended development of 

the proposed project.  The 

primary marketing area of this 

project site serves more than 

36,000 senior households and 

almost 395,000 people. 

Wealthy Possibilities  

The primary marketing area of 

the proposed site is made up 

senior households that have 

unusually high disposable 

incomes and wealth.  This 

translates into an unusually 

high level of consumer buying 

power that directly benefits the 

senior housing industry in the 

Chattanooga marketing area.  

The average senior household 

has more than $477K in net 

worth and more than $41K in 

disposable household income. 



5 

 

  

The Market Opportunity ɀ Independently Verified  

The company retained Rainmaker Marketing Corporation ï a senior housing specialty consulting firm ï to 

assess the nature of the business opportunity owing to the proposed project site and the Chattanooga market.  

The resulting feasibility analysis found more than enough net buildable new construction demand in the market 

to support the development of both an age-restricted senior rental housing community or an independent living 

rental housing community approach.  The primary marketing area (a 30-minute travel distance from the site) 

supports almost 100 additional living units of independent living housing this year (2010) with a qualified 

penetration rate of 10% and almost 300 age-restricted senior housing apartments with the same penetration rate. 

The new construction demand analysis 

used a highly-evolved statistical model 

that has been used successfully by 

Rainmaker on hundreds of senior 

housing new construction program 

assessments in markets coast to coast for 

the past 20 years.  The resulting model 

focuses on those senior households with 

disposable incomes of more than 

$50,000 per annum who already reside 

in the market area and are statistically 

likely to reside in a property of this type. 

The new construction demand model is 

backed by a long-term analysis of the 

anecdotal demand indicators that are the 

components of the demand analysis.  The 

market offers a growing senior population 

with almost 5,000 Age 75+ households with 

disposable incomes of at least $50,000 this 

year.  This picture is further improved by an 

average net worth of $477K for senior 

households in the area ï an unusually strong 

indicator of entrenched demand. 
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The assessment of the market 

included an analysis of the rate 

support the market currently provides 

based upon the average disposable 

income and average net worth of 

senior households in the market.  

This produced an average market-

supported rental rate of more than 

$3,400 per month.  Current market 

competitors are priced at around 

$3.30/SF, suggesting the smallest 

supportable unit size to be around 

1,039SF ï which would be the largest 

unit in the market if it in fact existed.  

The company plans to offer units up 

to 1,400SF to be the size class-leader. 

The business model that emerged as a result of the 

market analysis was based upon three (3) key 

findings: 

 Strong net buildable demand suggests the 

smartest market opportunity is for a rental 

independent living community development 

program that offers largest in-class units on a 

semi-detached basis.  This should be coupled to 

a very strong amenities and activities program 

and the nearby lakes provide the perfect tie-in 

for positioning the communityôs lifestyle 

proposition. 

 Unusually high levels of income and net worth 

suggest a very sustainable market exists with 

considerable upside rental rate potential once the 

community completes all development. 

 The capital risk for developing a for-sale, age-

restricted senior housing community is the same 

risk for developing the rental community, so the 

rental community is the obvious business target. 

Emerging 
Business 
Model 

Net Buildable 
Demand 
Supports 

Development 

Capital Risk 
Equal for Sale 

& Rental 
Programs 

Incomes 
Support 

Upper-End 
Rental ILF 

Model 
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