5150 R R S B R B 00O MEI RS & B E Y 0 N D BEIEEYE=SSIT]

()+Housmg

MAGAZINE

Marketing to the
55+ Woman

Universal Design:
Eliminate the Fear

Product Manufacturers
and the 50+ Market:
An Interview

with NCHI Members

Plus:

The New Active Adult
Community:

Defining Feasibility

Building for Boomers
& Beyond Recap

CAPTIVATING

Kitchens
ol & Baths

ZE)NAHB




Lakewood Ranch, Bruce Williams, Bradenton, Fl.
This serene massage area turns the master bath into a spa retreat,
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CAPTURING

THE 50+ MARKET
WITH
CAPTIVATING

BY KAY GREEN, MIRM

tchens

aby boomers have driven the market since the day they were
born. And of the 77 million people born between 1946 and

1964, the majority is now found in the 50+ market. The demo-
graphics are staggering, and in my experience, what’s new in the housing
industry is synonymous with what’s new in the active adult market. The
latest trends will captivate this market, particularly the newest features in
kitchen and bath design.

The 50+ buyers are the savvy, experienced veterans of home buying — and they’ve
lived in enough homes to have strong preferences and high expectations. They finally
have the money to build #he home of their dreams (or multiple smaller residences),
and they will buy as much luxury as they can afford - especially in kitchen and
bath upgrades. Active adults are redefining their generation with amazing youthful
exuberance; they don’t look old, act old, or shop old. These buyers are adventurous
and enjoy travel, technology, and up-to-date fashions and exercise trends. Over the hill
at 50? Hardly.
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