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November 30, 2018

Mr. Darcy Long
City Manager
City of Gladstone
1100 Delta Avenue 
Gladstone, MI 49837

Dear Mr. Long:

On behalf of Place & Main Advisors, LLC, I am pleased to present you with this Market Analysis and 
Recommendations for the North Shore Property in Gladstone. 

This analysis makes use of numerous data sources including Census information and projections, 
proprietary ESRI databases, and retail-focused databases, as well as original data analysis extrapolated 
from secondary sources. We found the results interesting and informative. We trust you will as well.   

This information will be valuable both on its own and in concert with the forthcoming Request for 
Qualifications (RFQ) we are working on with your staff. 

Please do not hesitate to contact me if you have any questions or concerns.

Sincerely,

Joe Borgstrom, Principal
Place & Main Advisors, LLC
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Gladstone North Shore Property
Market Analysis & Recommendations

OVERVIEW

Location

While not large by most city standards, roughly 4,700 at the last Census, it is one of the 10 largest cities in the 
Upper Peninsula (UP.) The UP’s third largest city, Escanaba, is just a few minutes away and serves as the main 
hub for economic activity in the region with a vast majority of the retail, restaurant, and industry located there. 
Gladstone has some retail, restaurant, and industrial offerings of its own and serves as a source of talent for 
Escanaba. This location means Gladstone’s efforts in redevelopment of this site are critical in attracting both 
talent and retail to the region as a whole.

Geodemographic Rings

For the purposes of this report, demographic information was analyzed using the physical location of the 
Gladstone North Shore Property in downtown Gladstone as the center point. Consumers rarely recognize 
governmental boundaries. Given this fact and the proclivity for Midwesterners to use their vehicles for even 
short distances (though that is starting to change,) this report contemplates demographic information in 10-, 
20-, and 45-Minute drive time rings. Using this methodology, these rings are less traditional circular Radii, but 
appear more of an irregular shape due to Gladstone’s lakefront location. The drive times were chosen with the 
following rationale: 

10-Minute: For Midwesterners, this is considered up to a normal amount of time for one-way travel for daily 
activities such as work, shopping, or recreating within the community. This ring is most reflective of the 
immediate market or primary trade area and is useful for retail and housing information.

20-Minute: This is considered an average commute time for one-way travel for daily activities such as work, 
shopping, or recreating. This ring is also reflective of the market, but as rings expand, competition from other 
markets become more viable options and would be considered a secondary trade area and is useful for retail 
and housing information. Notably, this ring includes Escanaba. 

45-Minute: This ring is considered a “special trip” range, and is mostly representative of people who live, 
work, and recreate somewhere else, but could occasionally come to Gladstone for special events like nights 
out or other activities. It is useful for determining retail potential more than residential potential. This ring is 
considered a tertiary trade market. 

As with all trade areas, this may not be representative of all residents, but is considered a snap shot or sketch 
that will have accuracy for this market analysis.

A map outlining these drives times follow. 
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Data Sources

Geodemographic information contained in this report was obtained by Place & Main Advisors, LLC through its 
relationship with the Environmental Systems Research Institute, or ESRI. ESRI pulls its data from various 
sources including the United State Census and creates its own data including 2017 Estimates and 2022 
Projections. In addition, various other databases have been used to augment analysis and are noted accordingly. 

In numerous sections of this report this data has been further analyzed, extrapolated, and visualization aids 
created by Place & Main Advisors, LLC for the purposes of this report. For more information on ESRI’s data 
and methodology: http://www.esri.com/data/esri_data/methodology-statements
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Market Data Analysis

Population

Daytime population within a 10-Minute Radius decreases slightly, from 8,167 to 7,860, showing more people 
work outside the area than live there. When expanded to 20-Minutes (which includes Escanaba,) daytime 
population rises to 28,883 from 27,138, suggesting those leaving Gladstone commute to nearby Escanaba. 
Further anecdotal interviews also support this. 

The area’s population in all three rings (10-, 20-, and 45-Minute) is expected to further shrink slightly, including 
families, but no more than 0.5% for any category. 

The largest gain is in the 65-74-year-old category, with a net gain of 144 people. This is expected to not be an 
influx of new people in this category, but a natural aging of the population with little backfill in the preceding 
age group.



7North Shore Market Analysis & Recommendations

The 20-Minute Radius seems to serve as an amplification of the same issues. Regional talent attraction and 
work force planning agencies should take specific note of the regional loss of working age talent. 

Household Income – Overall 

Median Household Income in the 10- and 20-Minute Radii are expected to increase 9.8% and 14.6%, from 
$53,507 to $58,727 and $44,897 to $51,480 respectively, slightly outpacing home value appreciation. Expanding 
to the 45-Minute Radius though shows Household Income growing 12.9% comparatively. 

Per Capita Income increases 14.1% and 14.7% in the 10- and 20-Minute Radii. Overall, these statistics show 
strong growth in spending power for retail. Furthermore, this growth also points to the potential ability for 
rentals to increase rents at a commensurate rate.

Current Household Income Breakdown 

This report has two primary ways of breaking down household income. The first is a look at current 
breakdown, by age, of how many households fall into one of several income ranges. The second will be a 
projection of income brackets from 2017-2022. Both have compelling information and offer insight into 
consumer behavior and will have an impact on housing affordability and potential rent rates during the housing 
analysis report to be issued at a later date. 

All Household Income falls into one of the following categories: <$15,000; $15,000-$24,999; $25,000-$34,999; 
$35,000-$49,999; $50,000-$74,999; $75,000-$99,999; $100,000-$149,999; $150,000-$199,999; $200,000+. 
Likewise, all age groups are in the following order: <25; 25-34; 35-44; 45-54; 55-64; 65-74; 75+.
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The largest age group in this Radius are 55-64-year-olds, with an estimated 764 households (or 22% of all 
households.) 

In the first two income brackets (<$15,000 and $15,000-$24,999) Households headed by people who were 
75+ year-olds are the most prevalent. In the $15,000-$24,999 bracket, 75+ is followed by 65-74-year-olds. 
These two groups make up 54% of all households in the <$15,000 bracket. This is not a terribly surprising 
statistic, as these are typically retired people who are living on pensions and/or social security and often in 
homes that are paid off. While the statistic is not surprising, it is important to note, especially for housing 
purposes, this demographic does not have a large amount of disposable income but does have a growing 
number of medical and transportation-related needs. 

The most dominate age group in regard to Average Disposable Income are the 45-54-year-olds but surprisingly 
don’t lead any income categories. The age bracket that leads the most categories are 55-64-year-olds. This too 
is not terribly surprising as they are considered as being in their end earning years as part of the workforce. 
However, given the population breakdown projections in the earlier section, this powerhouse of income in the 
region is likely to decrease in the next five years. This age group should be a prime target for retention.      

The 20-Minute Radius very much mirrors the 10-Minute Radius, with the 45-54 age group being the largest 
group and the highest Median and Average Disposable. 75+ leads all groups in the <$15,000 and $15,000-
$24,999 brackets and the 55-64-year-old group dominating six income brackets.
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Retail Gap Analysis

To examine potential retail and restaurant possibilities we examine the Retail Gap, or the difference in the an-
nual amount spent in the Radius and what is available in the same Radius. Within the 10-Minute Radius, there is 
significant overall leakage. Using the chart below, there is a total retail and food & drink leakage of $45,532,776 
that is spent outside of the immediate area.

This money is most likely spent in nearby Escanaba. When we compare the 10-Minute Radius with the 20-
Minute, which includes Escanaba, the Retail Gap is significantly different:

This shows the 20-Minute Radius has far more supply than demand. This also indicates the 20-Minute Radius 
(Escanaba mostly) draws a significant amount of spending from outside the Radius, making it a destination for 
retail and restaurants. 

What does this mean for Gladstone? It means there is an opportunity to capture some of the spending in the 
first chart before it goes to Escanaba. Some areas make more sense than others to pursue. The next section 
will take a closer look at the 10-Minute Radius and what areas might make sense to focus on. 
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Leakage Areas

As mentioned above, there is a significant amount of leakage in retail and restaurant spending coming from 
Gladstone. Several factors cause this leakage to happen. 

 • Lack of availability of product or service locally

 • Commute patterns impact ability to acquire product or service

 • Superior or significantly lower priced product or service available within a reasonable distance

Lack of availability of product or service locally- This simply means a product or service is not available 
to buy nearby. There could be several causes for this including not having a critical mass of buying potential 
or a lower priced alternative has drawn customers away, causing a previous business to close. Car dealerships 
are often a large source of leakage (or draw) since the average dealership needs to have roughly $32 million 
in sales per year, per dealership. Many rural communities just don’t have that kind of critical mass and tend to 
shop elsewhere for vehicles and other high-end products like tractors and yard equipment. 

Commute patterns impact ability to acquire product or service locally- Communities who have a 
significant number of residents who commute out of the Radius daily often have a hard time retaining retail 
and restaurant sales during the daytime hours. Commuters will often have lunch out or make purchases on the 
way to or home from work. Businesses not being open later to accommodate these commuters also have an 
impact on their ability to capture this spending. 

Superior or significantly lower priced product or service available within a reasonable amount of 
distance- The largest cause of leakage in the retail sector is usually a national or regional big box retailer, like 
Walmart and/or Meijer, who draw retail sales from a much larger Radius because of their bulk buying practices 
lowering the cost of many goods. Furthermore, the breadth of their offerings, from clothes to groceries, 
significantly impacts local retention. Convenience and superior customer service can help businesses compete, 
but markets who are extremely cost conscious will still have a difficult time competing against somewhere to 
buy inexpensive goods cheaply.

With these factors in mind, the breakdown of retail and restaurant leakage for the 10-Minute Radius is below. 
Areas of leakage are in green. (Chart on next page.)
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Based on industry averages, this leakage shows the potential for additional square footage in Gladstone. 
The chart below calculates the potential for additional square footage in the 10-Minute Radius based on 
current leakage:
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IMPORTANT NOTE: these numbers are intended to show potential in general categories and 
are not a guarantee of success. These leakage numbers reflect current consumers behavior, 
including resident tendency for shopping at national and regional chain retailers. Current and 
potential businesses owners and investors should conduct their own due diligence in regard to 
specific business offerings.

These numbers reflect a significant amount of leakage. Several categories, while showing potential for increased 
sales are not recommended for recruitment due to not enough sales to justify a new business or is in a very 
competitive market. 

Looking at the 20-Minute Radius, the Retail Gap for the area is starkly different. (Chart on next page.)
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It is important to understand that the retailers and restaurants who have elected to locate in the 20-Minute 
Radius have done so by being able to harness the buying power of the people in the 10-Minute Radius. This 
means new businesses seeking to capture spending in the 10-Minute Radius are not solely competing against 
other businesses in the 10-Minute Radius, but the 20-Minute Radius as well.
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It is important to understand that the retailers and restaurants who have elected to locate in the 20-Minute 
Radius have done so by being able to harness the buying power of the people in the 10-Minute Radius. This 
means new businesses seeking to capture spending in the 10-Minute Radius are not solely competing against 
other businesses in the 10-Minute Radius, but the 20-Minute Radius as well. 

Based on the leakage for both the 10- and 20-Minute Radii, we believe there is significant potential with 
considerable chance of success for an experienced business in the following categories:

Clothing & Clothing Accessories Stores (NAICS- 4481 & 4482)- This category has a 10-Minute Radius 
leakage of almost $3.3 million and a 20-Minute leakage of over $5 million. This is spending that is currently in 
excess of national retailers and is most likely leaving the community through online sales or special trips 
outside the region (Marquette, Green Bay, Duluth, and Traverse City.) This leakage in the 20-Minute Radius is 
likely also the result of the recent closing of JC Penny. Estimates show potential for up to 12,000 square feet 
total but should be limited to 2,500-5,000 square feet until market can be proven. Getz’s in downtown Mar-
quette could be a potential target for an additional location. This type of business (and Getz’s in particular) 
could become a regional destination. Locally-owned niche boutiques may also be an option.

Food & Beverage Stores (NAICS- 4451, 4452, 4453)- The 10-Minute Radius leakage for the overall category 
(445) is over $8 million. This number is substantially lower in the 20-Minute Radius due to the presence of 
several larger grocery providers. General groceries are still an option based on convenience to a certain 
degree but will still need to compete on price. Of special note within this category is Beer, Wine & Liquor 
stores. While there may be a knee-jerk reaction of packaged liquor stores under this category, we would 
anticipate retail outlets such as specialty wine stores to also fall under this category. Existing grocery retailers 
could also potentially increase their offerings in these areas to capture some of this spending.  

Restaurants/Other Eating Places (NAICS- 7225)- The 10-Minute Radius leakage for this category is roughly 
$3.2 million, while the 20-Minute Radius is negative. This means almost all of this amount is spent in the 20-
Minute Radius. Estimates show potential for up to 9,000 square feet of additional restaurants. This would 
equate to 2-3 new establishments. There are several flags of caution in this category. First, of all establishments, 
restaurants have the highest failure rate. Second, due to the need for kitchen equipment, startup is expensive. 
Third, the influence of the community’s tendency to commute is strong with 71% of residents commute 10 
minutes or farther on a daily business. This drastically reduces the market a restaurant can capture for lunch, 
putting much of the ability to succeed on dinner traffic. Lastly, the type of restaurant, price point, and quality 
of service are all incredibly important to the business’ success. Those factors notwithstanding, there is a large 
amount of potential spending to be captured.  

Health and Personal Care Store (NAICS-4461)- The 10-Minute Radius has a leakage of $7.7 million, but the 
20-Minute Radius is negative. This means most of the leakage spending for health and personal care 
(pharmacies) is going to Escanaba. This could be a huge source of revenue for the existing pharmacy in 
Gladstone if they would be able to convert even 10% of that leakage to their store. 

Sporting Goods/Hobby/Book & Music Stores (NAICS- 451)- The larger category is very broad and is 
offered with a lot of caution as to what it could mean for an end retailer. The 10-Minute leakage in this 
category is over $1.7M, but 20-Minute Radius is negative. Gladstone’s location as a lakefront community with 
its own city campground could be an attractive place for an outdoor outfitter, fishing gear, or other outdoor 
sports retail opportunity. 
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There are other smaller opportunities identified such as Office Supplies, Stationary, & Gift Stores (NA-
ICS-4532) and Used Merchandise Stores (NAICS- 4533) which fall under the broader category of “Other 
Store Retailers.” This broader category has a 10-Minute Radius leakage of $2.9 million, but like the previous 
two categories, becomes negative once its expanded to the 20-Minute Radius.

Household Spending

While the Retail Gap Leakage shows in general categories how much money is being spent inside or outside a 
geographic region, Household Spending offers a more detailed loo at how people spend their money. Below is 
the breakdown of household spending the 10- and 20-Minute Radii:

10-Minute Radius:
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20-Minute Radius:
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Market Segmentation

What is Market Segmentation? To put it simply, it is a classification of a market based on geographic, demo-
graphic, and socioeconomic factors. For the purposes of this study, we use ESRI’s market segmentation product 
called Tapestry which creates 68 different categories to define customer profiles and behaviors.  This informa-
tion is valuable when considering potential businesses and housing for the area. It gives insight on consumer 
preferences, buying tendencies, and the types of things they value.  

According to ESRI data profiles, these are the top Tapestry Segmentations in the 10-, 20-, and 45-Minute Radii:

10-Minute Radius  
Rank Tapestry Segment   Percent
1 Heartland Communities (6F)  23.3%
2 Salt of the Earth (6B)   22.3%
3 Comfortable Empty Nesters (5A) 19.7%
4 Midlife Constants (5E)  18.0%
5 Rooted Rural (10B)   12.5%
6 Rural Resort Dwellers (6E)  4.1%
7 Green Acres (6A)   0.1%

20-Minute Radius  
Rank Tapestry Segment   Percent
1 Heartland Communities (6F)  18.7%
2 Salt of the Earth (6B)   18.3%
3 Midlife Constants (5E)  16.4%
4 Comfortable Empty Nesters (5A) 6.6%
5 Rural Resort Dwellers (6E)  6.3%
6 Rooted Rural (10B)   5.8%
7 Retirement Communities (9E) 5.6%
8 Social Security Set (9F)  5.4%
9 Traditional Living (12B)  4.9%
10 Small Town Simplicity (12C)  4.8%
11 Set to Impress (11D)   4.7%
12 Green Acres (6A)   2.4%

45-Minute Radius  
Rank Tapestry Segment   Percent
1 Salt of the Earth (6B)   19.5%
2 Rural Resort Dwellers (6E)  15.1%
3 Rooted Rural (10B)   14.1%
4 Heartland Communities (6F)  13.6%
5 Midlife Constants (5E)  11.0%
6 Comfortable Empty Nesters (5A) 4.4%
7 Retirement Communities (9E) 3.7%
8 Social Security Set (9F)  3.6%
9 The Great Outdoors (6C)  3.4%
10 Traditional Living (12B)  3.2%
11 Small Town Simplicity (12C)  3.2%
12 Set to Impress (11D)   3.2%
13 Green Acres (6A)   1.9%

Full profiles of all of these Tapestry 
Segmentations are included in the 
appendix.
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The top four segmentations in the 10-and 20-Minute Radii, though in slightly varying order, are Heartland 
Communities; Salt of the Earth; Comfortable Empty Nesters; and Midlife Constants. These four segments 
account for a large majority of community’s segmentation at 83.3% and 60%, respectively. Below are brief 
descriptions of each segment. The full description of each profile identified in 10-, 20-, and 45-Minute Radii are 
included in the appendix.

6F Heartland Communities Well settled and close-knit, 
Heartland Communities are semi-rural and semi-retired. 
These older households are primarily homeowners, and 
many have paid off their mortgages. Their children have 
moved away, but they have no plans to leave their homes. 
Their hearts are with the country; they embrace the slower 
pace of life here, but actively participate in outdoor 
activities and community events. Traditional and patriotic 
residents support their local businesses, always buy 
American, and favor domestic driving vacations over foreign 
plane trips.

6B Salt of the Earth These residents are entrenched in 
their traditional, rural lifestyles. Citizens here are 
older, and many have grown children that have moved away. They still cherish family time, but couples value 
time spent tending to their vegetable gardens and preparing homemade meals. Residents embrace the 
outdoors; most of their free time is spent preparing for their next fishing, boating or camping trip. The majority 
has at least a high school diploma or some college education; many have expanded their skill set during their 
years of employment in the manufacturing and related industries.

5A Comfortable Empty Nesters Residents in this large, 
growing segment are older, with more than half of all 
householders aged 55 or older; many still live in the 
suburbs where they grew up. Most are professionals 
working in government, health care, or manufacturing. 
These Baby Boomers are earning a comfortable living and 
benefiting from years of prudent investing and saving. Their 
net worth is well above average (Index 363). Many are 
enjoying the transition from child-rearing to retirement. 
They value their health and financial well-being.

5E Midlife Constants With below average labor force 
participation and above average net worth, Midlife Con-
stants are seniors, at or approaching retirement. Although 
located in predominantly metropolitan areas, they live outside the central cities, in smaller communities. Their 
lifestyle is more country than urban. They are generous, but not spendthrifts. 

The largest unifying characteristic of this group is age. These tend to mostly be baby boomers who are either 
retired or coming up on retirement. This will be critical from the workforce, business and housing perspectives. 
From a workforce perspective, replacement of workers as they retire will be key to economic development 
efforts. Businesses should be catering to older residents needs as home delivery and opportunities for 
socialization will be important. From a housing perspective, easy access (single floor layouts with wide 
doorways and handicap accessible bathrooms) and low/no maintenance will be important factors. 
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Housing- Owner-Occupied

Of all of the housing statistics for the 10-Minute and 20-Minute Radii, the most impressive is the percentage of 
housing units owned “Free and Clear” of a mortgage. The average percentage of housing units in the 
United States that are without a mortgage is 19.9%. In both the 10- and 20-Minute Radii, that number is 
between 38-39%, respectively, almost twice the national average. Given the Tapestry profiles earlier in this 
report, this should not be surprising, but reinforces profile insights.   

The 10-Minute Radius shows a very strong home ownership rate of 75%, while the 20-Minute Radius dips to 
63%. Compared to the national average of 67.3%, the 10-Minute Radius is a high percentage.  

In the 10- and 20-Minute Radii, housing values are projected to increase from $124,875 to $141,624 and 
$134,038 to $155,519, roughly a net increase of 13% and 16%, respectively from 2017-2022. 
Changing Demand in Home Ownership 

Based on projected demand as determined by the US Census Bureau, substantial changes in demand for 
owner-occupied housing is on the immediate horizon for the area as shown on the chart below. 

Source: U.S. Census Projections, ESRI, Place & Main Advisors, LLC

The above chart has several notable observations:

Significant demand for housing over $150,000- This analysis concludes there is significant demand for mid 
to upper income owner-occupied housing in the community. The largest area of demand is in the $150,000-
199,999 range of housing, with subsequent increasing housing values of $200,000-249,999 and $300,000-
399,999 following. 

All drive time distances will see a net decrease in housing- An important note is that all drive time Radii 
will see an overall decrease in housing demand. This follows the continuing decrease in population trend. While 
opportunities at higher housing values do increase, those gains will not be across the board with a large 
decrease in demand among lower values housing (under $150,000.) The greatest decrease will be in the 
$50,000-99,999 category, seeing a net decrease in demand of 131 units. 
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City needs a plan for lack of demand of houses < $100K- It would be prudent for the City of Gladstone to 
begin to contemplate a plan for what to be done with houses in the under $100,000 value. The most likely 
results of this decrease in demand will be the conversion of these owner-occupied units to rental units, likely 
to lower income households, or they could potentially be abandoned and become a risk for blight. The City 
should enact a strong rental inspection and blight ordinances in the near term to be properly positioned to 
deal with these issues. Furthermore, the City should explore with Delta County at the possibility to creating a 
Land Bank Authority to help facilitate redevelopment of these and other properties for redevelopment. Con-
sideration should be given to a strategy that uses individual houses packaged into a comprehensive plan for 
affordable housing. This approach, often referred to as scattered site, would help maintain the integrity of the 
housing stock and provide for appropriate housing. The model could follow property management companies’ 
model for rental housing in college and university towns and apply it to smaller municipalities. 

In 2016, Gladstone participated in a Target Market Analysis completed by LandUse USA in partnership with 
Central Upper Peninsula Planning and Development (CUPPAD) and the Michigan State Housing Development 
Authority (MSHDA.) The result of this analysis resulted in a recommendation of the addition of a maximum 
of 243 units in an aggressive scenario with a breakdown of 124 single family homes, 11 attached duplexes or 
triplexes, and 108 units of other types of housing. Our analysis finds these to be credible estimates though the 
final mix of housing typologies may be differ slightly. 

Rent Rates- Summary

Rent rates are an important factor when determining feasibility of the development of new rental housing. 
These rates, combined with demand for rental housing, cost of construction and cost of lending for a develop-
er, are the four biggest factors to creating a successful development. 

The Gladstone area has significantly lower rental rates than the state average. This is a Quality of Life benefit 
for the area but makes creating new market rate rental units very difficult. Nearly 75% of all monthly rent rates 
are $550 /month or lower, with 65% under $400 /month. The presence of subsidized affordable housing does 
have an impact on the number of lower rent units, but non-subsidized rent rates are also well below average. 
Below is a chart showing the rents in the 10-Minute Radius:
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A November 2018 report by Apartment List shows the median One-bedroom apartment rent for Michigan is 
$719 /month and a two bedroom is $919 /month. In comparison, the median apartment rent is $392 /month in 
the 10-Minute Radius. Out of 566 estimated units, only 22 are above the state median and no units are available 
more than $800 /month. 

In comparison, the 20-Minute Radius (below) shows a higher median rent of $479, but still substantially lower 
than the state median rent. 

One notable difference is that the overall percentage of monthly rent rates below $550 is relatively lower at 
73%, the percentage of rents below $400 /month is sustainably lower at 36.3%. Additionally, the presence of 83 
units with more than $800 /month is important, especially when 61 of those units the rent is above $1,000 /
month. While this does increase the cost to the end consumer, it does make the development of new units 
more feasible.
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North Shore Property

The catalyst for this analysis is the potential for redevelopment of the North Shore Property. This section will 
explore how the above data and the results of a site-specific housing survey impacts recommendations for the 
property.

Housing Survey

During the fall of 2018, Place & Main Advisors conducted an online survey of residents in the area to deter-
mine public opinion in several key areas related to the potential for housing as part of the North Shore prop-
erty redevelopment. The survey received 312 responses with questions spanning ownership vs rentership, 
intent to move, housing typology preference, and desired amenities, among others. Below are the results of the 
survey:

Question 1: Do you currently rent or own your home?
Rent 9.32%
Own 90.68%
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Question 2: If you rent, how much is your current rent?

Under $500/month 7.41%
$501-750/month 5.56%
$751-999/month 4.17%
$1,000-1,250/month 0.46%
$1,251-1,500/month 0.00%
Over $1,500/month 0.46%

Question 3: If you own your 
home, how much do you think your home is worth?

Under $100,000 29.90%
$101,000-150,000 21.93%
$151,000-200,000 18.27%
$201,000-250,000 8.31%
$251,000-300,000 5.98%
$301,000-400,000 4.32%
$401,000-500,000 1.99%
Over $500,000 1.00%

0.00%
1.00%
2.00%
3.00%
4.00%
5.00%
6.00%
7.00%
8.00%

If you rent, how much is your current 
rent?
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Question 4: What do you estimate your annual household income to be?

Under $25,000 7.89%
$25,001-35,000 7.57%
$35,001-50,000 14.14%
$50,001-75,000 16.78%
$75,001-100,000 22.04%
$100,001-125,000 14.80%
$125,001-150,000 6.25%
$150,001-200,000 6.58%
More than $200,000 3.95%

Question 5: Do you plan on moving in the next 2-3 years?

Yes 32.54%
No 68.47%
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Question 6: If yes, do you plan on staying in the area (1/2-hour drive time) or somewhere else?

Yes   31.13%
No   8.95%
Not Applicable 59.92%

Question 7: If you were to move (even if you are not planning to) would you prefer to rent or 
own?

Rent 13.18%
Own 81.76%
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Question 8: What amenities would you like to have in a new home? (Check all that apply)

Garage     96.26%
In unit washer/dryer   82.99%
Air conditioning   81.29%
Appliances included   70.41%
Walk-in closets   72.11%
Hi-speed internet   84.69%
Open floor plan   69.39%
Fireplace    50.00%
Balcony/patio/deck   78.57%
Large front porch   50.34%
Pet friendly    64.63%
Lawn maintenance/snow removal 50.00%
Other (please specify)   7.48%
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Question 9: What amenities would you like to have in a neighborhood? (Check all that apply)

Sidewalks   88.61%
Beach access   64.77%
Neighborhood pool  27.76%
Marina access   28.11%
Neighborhood park  72.60%
Pocket parks   29.89%
Other (please specify)  10.68%
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Question 10: What type of housing would you be most likely to realistically choose?

Single Family   72.13%
Duplex    3.48%
Row House/Townhouse 8.36%
Attached Condo  10.80%
Apartments   5.23%
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Recommendations

The North Shore Property represents an incredible opportunity for redevelopment on a scale not previously 
undertaken since the city’s founding. Given this scale and the impact it could have on this and future 
generations, careful consideration of all opportunities should be given. 

The intent of these recommendations is not to dictate future use of the property, but to provide information 
as to those areas which would position the property for the greatest chances of success. As individual projects 
present themselves the community should carefully consider the pros and cons of each project, their likelihood 
of success, and the benefit to the community, through tax base generation, job creation, and community benefit 
as major factors. Furthermore, these recommendations should not be considered permanent if a development 
partner presents a plan that is different than what is suggested here. Each project should be considered on a 
case by case basis. 

Previous Work

In 2017, the City of Gladstone worked with Michigan State University’s (MSU) School of Planning, Design, and 
Construction to develop a preliminary concept for the North Shore Property. The process to develop the 
concept was the result of several meetings including gathering community input on the potential layout and 
design for the site. 

At the time, no information was gathered on market feasibility from the team at MSU. Their goal was to offer 
an inspirational vision of a long underused property. They correctly cautioned the end product may look 
different, but wanted the residents of Gladstone to see what the possibilities could be for the site. 

While inspirational, their project set forth a fairly detailed vision including:

 • 38 cottages

 • 26 town homes

 • 7 duplexes

 • 8 apartments

 • 1 Hotel/Brewpub/Retail

 • 8 mixed-use commercial/loft buildings

 • 8 21st Century Employment Centers

 • Publicly-owned walking trail and linear park encompassing the lakefront



30North Shore Market Analysis & Recommendations

The layout of this project is below:

North Shore & Downtown

The North Shore Property is part of the City’s Downtown Development Authority (DDA) and therefore tech-
nically considered part of downtown. However, given its size, location, and partly separated from the down-
town core by residential, it would be difficult for any retail as reflected in the MSU plan to feel like part of the 
core downtown. 
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Instead, with the purchasing power of potential residents and employees at office/light industrial on either side 
of downtown, the North Shore should serve as a feeder to the downtown core and focus retail and restaurant 
recruitment efforts to that area. In this context, a vibrant downtown roughly a 1/3 of mile away, is an amenity 
to the housing in North Shore. Additionally, the housing would be a boost to the district with an annual 
spending average of $58,858.36 per household (in the 10-Minute Radius.)

Market Reality and the North Shore

As mentioned above, the MSU plan did not contemplate market reality for the layout it provided. Instead, it 
used sound planning principles to determine land uses in order to help provide a vision. This was appropriate 
given the lack of market data. However, when market information is applied, it will alter the potential layout for 
the property. 

Housing

Housing will play a prominent role in the development of this property. But the form of the housing, 
particularly with the financial ownership structure may vary from the original MSU plan. 

Based on secondary data and the housing survey we conducted, this community has a high preference for 
owner-occupied housing over rental. In fact, it is one of the few areas we’ve worked in that is projected to a 
see a small decrease in rentership. In addition, the low rent rates (even of non-subsidized housing) will make 
development and success of market-rate apartments difficult. 

In its place, owner-occupied housing should be the preference for the site, not just for single-family dwelling 
(cottages,) but also vertically stacked condominiums to take advantage of views, but also side by side 
duplexes. The growing senior population should be accounted for by offering ranch style housing, eliminating 
stairs whenever possible and integrating elevators into stacked condos. In relation to the MSU plan, these 
stacked condos could replace several of the apartment blocks. Creating owner-occupied units is more 
desirable by the development community because as units sell, they are able to recoup their money faster and 
can help spur faster development of the site. In order to maintain potential common areas and keep the 
neighborhood aesthetically pleasing, we would also recommend a formal home owners association with annual 
dues to help pay for small projects and common area upkeep.

The majority of the housing should be higher density, walkable, single family. The MSU plan shows 38 units of 
single family which the community could easily absorb based on this analysis. Adjusting the site layout to 
50-60 units (replacing most of the townhomes) would even be reasonable to absorb. The pricing on these units 
should encourage a diverse price range, from $150,000 on the low end up to $250,000-300,000 on the high 
end. Stacked condos as described above could generate sales of $150,000-200,000 each for up to 24 units, 
depending on size and location. 

These numbers are a best estimate. Ultimately, a developer or developers will need to create a financial pro 
forma backed with a bank accepted market analysis (most banks require their own.) These figures may also 
change based on local employment decisions and broader economy issues as well. 
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Housing Impact for Downtown

Based on an estimate of 60 units with a minimum household income of $75,000 (lowest recommended price 
of a housing unit in the North Shore is $150,000) the household spending impact for the surround ½ mile 
would be:

As shown above, the result would be $4,500,000 in capturable household spending near downtown. It is im-
portant to note this may not represent new spending, but it would be spending in the immediate area that was 
not there previously.
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Commercial

The Commercial portion of these recommendations have already been eluded to earlier in this analysis. The 
first recommendation is to limit retail and restaurant as much as possible on the site. These efforts should 
be concentrating on filling and improving the downtown core. Several interviewees expressed a desire for a 
restaurant or brew pub on the site. Given the earlier observation of the commuting pattern of the communi-
ty, a higher end restaurant may not be a good fit but could be a possibility given proper customer support or 
subsidy through the DDA. 

For the portion of the site currently marked as a Hotel/brewpub on the MSU plan, careful consideration 
should be given to the possibility of an independent and/or assisted living senior housing on the site. It’s 
location near the OSF medical facility would be ideal, as would be the proximity to the grocery store for 
independent seniors able to walk to get groceries. 

The areas of the MSU plan on the ends of the property identified as “21st Century Employment Centers” 
certainly have merit as office or very light industrial use. The properties could be used as barriers to the 
adjoining industrial uses and mitigate potential complaints of residents based on noise or other issues. These 
avenues should be continued to be pursued as Class A office is currently not available in the City of Gladstone 
and this site would be attractive to potential office users. 

Outstanding Issues

Several outstanding issues remain to be determined or overcome for the property redevelopment to come to 
fruition. Below are the key areas to be focused on in next the next steps:

Secure assignable options on remaining parcels- not all of the North Shore Property is owned or under 
an assignable option by the city. The City, through the DDA, must work with surrounding property owners to 
secure assignable options that can be used to identify a reasonable price for acquisition as well as package the 
properties into one group that can be marketed. 

Determine Brownfield Conditions- The property’s former use was industrial. Before housing or any other 
use can happen on the property, whether there is contamination from these previous uses needs to be known. 
It should be noted that the existence of brownfield conditions is not necessarily a “deal killer,” but an 
important factor to understand so appropriate remediation can be arranged. There may be grant or loan funds 
available through the Michigan Department of Environmental Quality (DEQ) for the remediation of the site.  

Conduct Request for Qualifications (RFQ)- The RFQ process is designed to help generate interest in the 
development community for a project. The advance work the City has already done combined with the steps 
above, puts the North Shore Property in an excellent position to attract development. The RFQ process seeks 
to find qualified developers, not necessarily finished plans, to implement a project. This allows a developer to 
come forward without the expense of having to put forth a finished plan. This also allows the City to have a 
significant voice in how the development happens. 

Identify a Master Developer or Separate Developers- Through the RFQ process, the City may have the 
opportunity to identify either Master Developer for the entire parcel, or select separate developers depending 
on the component (housing versus commercial.) The City should also consider the possibility to of acquiring 
the 21st Century Employment Center parcels to further control the type of development that occurs there. 
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Flex Zoning- The City currently has a proposed ordinance for flexible zoning for the parcel which would allow 
for a change in zoning and for a higher density of development on the site. Maximizing the ability to develop 
the site will be important to a potential developer in order to maximize potential profit. The increased density 
is also good public policy allowing the development to fully realize public investment into the site as well. 

Conclusion

The North Shore Property represents a once-in-lifetime opportunity to redevelop a severely underused asset 
within the city. While several important outstanding issues remain, there is substantial demand for a range of 
housing options on the site. A range of 50-60 single family homes priced from $150,000 up to $300,000 should 
be considered for the site as well as up to 24 stacked condos, replacing most of the original concept of apart-
ments. Prices for these condos should range from $150,000-200,000. 

A senior living and/or assisted complex should also be considered for part of the site. Retail recruitment 
should seek to focus on the downtown core, creating a walkable amenity both for the North Shore as well as 
the surrounding existing neighborhoods. 

The end mix of housing and commercial should ultimately be decided by an agreement between a future 
developer and the City. Flexibility in final numbers and design will also be a function of the pro forma 
development phase which considers construction and lending costs as well. These were not a consideration in 
this analysis. 
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Appendix
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Tapestry 
Segmentation

Profiles


