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Introduction:	

Ktesius	Residential	over	the	last	3	years,	reviewed	and	researched	the	UK	residential	housing	market	
in	regard	to	understanding	the	Downsizing	process,	and	contend	that	housing	for	the	over	55s	is	a	
sector	full	of	opportunities.	This	is	a	market	characterised	by	latent	demand,	low	supply	and	
populated	by	a	few	small	players	offering	a	non-branded	housing	product.	

The	following	core	correlated	themes	are	identified	from	the	research	undertaken:	
	
1.	The	sector	controls	over	£1tn	of	unleveraged	value:	source:	HM	Treasury		2016		
	
2.	The	sector	has	few	significant	players.	Noteworthy	operators:	Pegasus	Life,	Auriens,	Red	&	
Yellow,	Loda,	and	L&G	Churchill,	Audley	Homes.	
	
3.	Ktesius	plans	are	relevant,	and	scalable	around	the	UK	playing	to	a	potential	market	of	1m	
Britons	over	75	by	2025.	
	
4.	Developments	incorporate	higher	levels	of	design	and	amenities	and	consequently	command	
higher	property	prices	and	premiums	of	+15%.	
	
5.	Target	audience	are	typically	unleveraged	purchasers,	aspirational	and	savvy.		A	diverse	cohort	
spanning	Baby	Boomers	(1946	–	1954)	through	to	Generation	X	(1965	–	1976).	

	
Downsizing	can	be	characterised,	as	the	process	of	transitioning	to	a	smaller	and	more	bespoke	
property,	which	is	more	age-appropriate	and	promotes	self-actualisation	and	wellbeing.	

This	paper	will	set	out	a	business	case	for	promoting	investment	in	to	the	Ktesius	platform	to	take	
up,	promote	and	maximise	through	the	building	of	a	brand	offering,	age	appropriate	homes,	
targeted	at	the	new	and	emerging	Tribes	of	the	over	55s.		

Ktesius	will	be	in	the	pathway	of	defining	and	providing	into	this	sector,	new	ways	of	living	informed	
and	based	on	good	design,	connected	locations,	and	provision	of	integrated	amenities	hitherto	the	
preserve	of	luxury	developments.	Ktesius	are	on	a	journey	to	establish	our	presence,	delivery	and	
execution	of	our	strategies	through	a	clearly	articulated	Brand.	We	aim	to	build	c.300	to	500	homes	
a	year	within	5	years.	And	in	the	process	realise	success	for	our	partners	and	customers	alike.	

The	opportunity	exists	to	benefit	from	early	investor	participation	in	the	supply	of	housing	to	an	
informed	audience,	with	exceptional	ability	to	perform	on	a	largely	un-leveraged	basis,	profiting	
from	the	sharp	rise	in	property	prices	between	1975	–	2008.	
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OVERVIEW:	

One	in	six	people	alive	today	in	the	UK	will	live	to	see	their	100th	birthday	according	to	Age	UK	2016	
report.	Such	a	statement	on	the	face	of	it	may	appear	startling	and	may	conjure	up	mixed	emotions.	
When	we	zero	in	on	one	particular	aspect	say,	housing,	we	simultaneously	touch	on	both	a	Political	
and	Economic	issue	that	the	UK	in	policy	terms	and	market	response,	seems	content	to	leave	to	
individual	choice	and	the	mechanism	of	the	housing	markets.	This	after	all	has	been	the	norm	for	
most	of	the	20th	century	in	the	UK	housing	market.	Even	the	determined	effort	to	provide	more	
social	housing,	currently	building	58,000	units	in	2017,	fails	to	adequately	address	the	over	55s	
sector	evolving	‘new’	demands.	
	
A	study	of	the	UK	housing	market	quickly	reveals	very	little	attention	paid	to	the	housing	model	for	
the	over	55	in	both	the	private	and	public	supply	of	such	housing.	A	market	where	no	FT100	
Housebuilder	is	present.	The	main	players	respectively	provide	an	institutional	product	devoid	of	
imagination	or	cognizant	of	the,	how	or	why,	of	the	needs	of	older	people	living.	One	only	has	to	
review	a	few	countries	such	like:	USA,	Israel,	Holland,	Japan,	Singapore	and	Australia,	to	understand	
the	best	practices	and	application	of	the	market	to	providing	a	diverse	range	of	housing	for	
retirement	living.	Examples	are	both	spectacular	in	quality/luxury	offering,	and	broad	in	choice	from	
general	housing	to	housing	typologies	that	fundamentally	address	the	issue	of	dementia	and	living	
with	dementia.	The	challenge	and	therefore	opportunity,	is	in	providing	differentiated	supply	of	
age-appropriate	housing	utilising	a	range	of	housing	typologies	embedded	in	good	design.		
	

Baby	Boomers:	

The	target	audience,	the	Baby	Boomer	generation	(born	between	1955	and	1975)	is	the	biggest	
beneficiaries	of	property	wealth	created	in	the	second	half	of	the	20th	century.		This	cohort	is	not	
only	property	rich	but	are	highly	educated	and	savvy.	Travel,	good	food	and	sophisticated	design	
knowledge	all	contribute	to	an	informed	audience	who	both	want	and	have	the	means	to	acquire	
the	best	services	and	products	across	all	aspects	of	their	lives.	This	phenomenon	has	also	been	
observed	in	the	USA	and	other	comparable	western	democratic	countries.	Below	is	an	illustration	of	
the	Retirement	Tribes:		

	

Source:	Strutt	&	Parker,	Platinum	Generation	Report	No	5	2017	
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However,	this	group	face	difficulty	in	fulfilling	their	housing	aspirations,	and	this	can	be	
demonstrated	as	follows:	‘moving	from	often	large	and	difficult	to	manage	housing	to	more	
appropriate	housing	often	constrained	by	poor	supply	of	alternative	housing	typology	located	
within	salubrious	and	highly	accessible	locations’	AGE	Concern	2016	Report.	

Therefore,	as	we	age	housing	becomes	not	less	important,	but	more	so,	and	the	aspirations	of	the	
over	55s	is	for	a	better	mix	and	improved	quality	in	housing	available	in	later	life	living.	This	rather	
simple	and	somewhat	obvious	demand	(for	age-appropriate	properties)	is	subsumed	in	the	general	
housing	supply.	Housing	supply	has	not	attended	to	the	latent	demand	described,	or	catered	to	the	
ability	of	the	Tribes	to	self-actualise	and	fulfil	divergent	personal	aspirations.		

With	increased	health	and	wealth	a	significant	number	of	over	55s	want	housing	that	meets	their	
particular	need	–	both	lifestyle	and	medical.	While	these	two	aspects	of	age-appropriate	housing	are	
not	always	fused	at	the	start,	they	nevertheless	form	part	of	a	continuum	in	housing,	suitable	to	the	
over	55s	and	the	development	journey	of	better	and	more	design-led	housing	for	this	cohort.	This	
aspect	becomes	more	relevant	and	stark	viewed	in	context	of	the	smaller	sub-groups	within	the	
Tribes	described;	in	particular,	the	LBGT	community	and	the	various	ethnic	minority	communities.	
Therefore,	a	need	arises	to	address	these	emerging	demands	not	catered	for	by	the	current	model	
of	general	housing.	Specialist	housing	providers	like,	Tonic	Housing,	and	various	others	offering	
variants	of	co-housing	are	attuned	to	the	demands	to	the	growing	smaller	groups	within	the	housing	
spectrum.	

The	government	is	aware	(through	population	studies	commissioned)	of	major	population	trends	
through	data	interpretation/extrapolation	and	modelling	of	such	data	of	the	population	up	to	2035.	
The	dynamics	of	the	housing	market	have	changed	dramatically	over	the	past	few	decades.	Average	
house	prices	have	risen	by	some	270%	over	25	years.	As	a	result	over	50s	homeowners	have	a	larger	
pool	of	equity	than	current	homeowners	and	it	is	estimated	that	over	–	50s	hold	66%	of	all	housing	
wealth,	equalling	about	£2.5tn	source:	Knight	Frank	2016.	

Housing	that	appeals	to	this	sector	looks	very	different	from	housing	geared	towards	
the	mainstream.	For	example,	developments	include	a	range	of	amenities	not	normally	found	in	say	
Executive	Homes	housing,	and	spatial	arrangements	can	appear	extravagant:	so	a	typical	two	
bedroom	apartments	at	1000	sqft+	measured	against	the	London	minimum	space	standards	of	650	
sqft	for	the	equivalent.	Developments	may	include	subterranean	car	parking	in	suburban	and	semi-
rural	locations;	Club	rooms,	dog	wash	facilities,	cold	stores	to	receive	groceries,	pool,	and	a	library.	

The	opportunity	exist	for	Ktesius	to	be	more	ambitious,	and	emboldened	by	the	existence	and	
latent	demands	of	the	growing	Tribes	of	retirees.		
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The	Housing	Landscape:	

The	gamut	of	housing	in	the	UK,	is	surprisingly	homogenous,	thus	providing	little	in	the	way	of	
differentiation	to	the	ever	increasing	complex	housing	needs	of	the	nation.	The	over	55s	face	a	
particular	shortfall	in	both	quantity	and	quality	of	suitable	housing	for	later	life	living.	Knight	Frank	
(UK	Retirement	Housing	Update	October	2016),	have	scoped	the	following	housing	range	in	the	UK	
available	to	the	over	55	Tribes:	

	

Source:	Knight	Frank,	Retirement	Housing	2016		

The	above	provision	is	extraordinary	when	viewed	from	a	number	of	aspects.		

1. Total	UK	net	housing	wealth	is		£3.9tn	(source:	ONS	2012	–	2014)	and	the	over	55s	control	
net	housing	wealth	of	£2.5tn	(source:	HM	Treasury	2016)	

2. Retirement	housing	through	to	high	dependency	residential	care	homes	are	invariably	
institutional	in	ownership,	presentation	and	operation.	

3. The	Baby	Boomer	cohort	is	very	much	more	interested	in	the	General	Housing	sector	
provision	but	require	and	want	innovation	with	developed	refinement	in	the	over	55s		
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housing	provision/need	and	therefore	are	more	ambitious	in	the	demand	for	improved	age-
appropriate	housing	offering	than	is	currently	available.	

The	above	disconnect	in	the	UK	housing	market,	shows	the	need	for	a	dramatic	review	and	increase	
in	new	housing	supply	across	the	UK.	The	supply/demand	imbalance	is	so	acute,	particularly	in	the	
over	55s	category,	that	government	are	concerned	for	the	social	and	political	policy	implications.	In	
response,	central	government	are	reviewing	current	policies	and	have	seen	the	benefit	of	the	need	
to	encourage	more	age-appropriate	housing	and	thus	the	policy	response	is	widening	beyond	just	
first-time	buyers,	and	this	especially	in	light	of	a	rapidly	ageing	population.		

The	policy	urgency	can	be	fully	understood	when	considering	that	just	3%	of	new-build	units	
currently	under	construction	are	designated	for	the	Retirement	Housing	sector	–	c.3600	units.	The	
University	of	Reading,	notes	that	housing	supply	in	the	retirement	housing	sector	would	need	to	
increase	five-fold	from	this	current	level	to	meet	current	demand	–	c.18000	units.	This	position	of	
course	takes	no	account	of	the	diversity	or	indeed	the	higher	design-led	quality	of	age-appropriate	
homes	currently	not	provided	by	the	market	but	in	high	demand	by	a	more	educated	and	savvy	
consumer.	The	above	in	the	context	of	current	private	sector	annual	supply	c.120000;	public	sector	
c.55000.	This	is	the	gap	Ktesius	Residential	has	identified:	the	non-availability	of	good	quality	
smaller	homes	within	the	vicinity	to	complement	and	facilitate	downsizing.		And	a	high	aspiration	
to	activate	and	take	control	to	promote	a	quality	of	life	hitherto	suppressed	in	favour	of	raising	a	
family	or	career	advancement.	

	

The	Vision:	

The	vision	for	all	our	developments	is	one	of	inspired	design,	moderated	through	the	lens	of	
attention	to	detail	and	exploiting	the	best	of	the	built	environment.	The	belief	and	practice,	is	to	
bring	back	to	life,	the	old,	the	forgotten,	the	beautiful,	the	once	thought	special,	into	play,	new	
existence	for	the	enjoyment	of	all.	This	vision	outlined	can	be	sustainable,	unscaled,	and	repeated	
around	the	UK.	The	model	allows	Ktesius	Residential,	to	start	with	general	housing	provision	for	sale,	
and	grow	through	into	the	development	of	age-appropriate	homes	available	for	leasing,	rental,	with	
healthcare	on	site,	promoting	a	financial	model	that	is	income	focussed	and	therefore	with	appeal	to	
the	RIET’s	industry.	

The	second	Ktesius	identification	is	the	role	good	design	plays	in	the	provision	of	age-appropriate	
housing,	and	the	need	to	think	more	broadly	in	the	use	of	the	existing	building	stock	for	
conversion.		

The	conversion	and	refurbishment	of	manor	houses,	cinemas,	fire	stations,	MET	stations,	council	
chambers	etc.	all	make	for	successful	housing	for	the	over	55s.	In	addition,	working	in	locations	
(rural,	suburban	or	city	centre)	with	a	high	cultural	context	strengthens	the	appeal	and	sustainability	
of	the	offering.	This	approach	is	in	contrast	to	current	practice	of	developing	retirement	villages	in	
often	relative	isolation	from	the	urban	heart	and	the	rich	tapestry	of	the	built	environment.	

	
Ktesius	Residential	have	embarked	on	a	first	residential	development	located	in	Bromley	South	in	
the	village	of	Keston.	Ravensbourne	House,	an	eleven	unit	development,	was	conceived	to	appeal	to	
residents	wishing	to	downsize	from	the	neighbouring	Keston,	Farnborough	Park	and	Holwood	
estates.	This	development	was	conceived	with	a	high	design-led	mark,	and	signatures	large	lateral	
dual	and	some	triple	aspect	apartments,	and	duplexes.	Spatial	arrangements	are	based	on	upscale		
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inclusion	of	guest	cloakrooms,	en-suit	bathrooms,	wardrobe	rooms,	larders/utility	rooms,	all	within	
generous	apartment’s	sizes	averaging	1600	sqft.	The	look	and	feel	of	the	apartments	is	one	of	
grandeur	and	elegance,	referencing	a	bygone	era	of	the	1920s,	30s	and	50s.which	for	downsizers	is	a	
perceived	benefit	and	a	must	have	that	accords	with	aspiration	and	self-actualisation.	The	proof	of	
concept	resulted	in	a	15%	+	premium	on	average	psqft	(Sales)	for	the	vicinity	and	the	scheme	had	no	
immediate	competing	development	or	comparable.	

	

	

	http://www.ravensbourne-collection.co.uk	

	

	

	

The	second	scheme,	located	in	central	Brighton,	where	the	urban	grain	and	cultural	context	are	
much	more	in	play.	The	development	will	be	a	70	unit	apartment	offering,	with	provision	of	
amenities	like:	roof	garden,	green	roof	garden,	a	Quad,	pool,	Dining	Room,	Library	and	a	Public	
Realm	double	height	space	functioning	as	our	residential	entrance,	focal	point,	café	and	exhibition	
space.	The	combination	and	management	of	the	uses	within	such	a	fluid	space	presents	and	fosters	
a	‘Hub’	functionality	allowing	both	residents	and	the	public	to	enjoy	a	well	design	building	and	
spaces	that	sits	well	in	the	urban	townscape	and	promotes	community:	private	and	public;	young	
and	older;	arts/culture	general	interest.	The	proposed	development	will	be	a	first	in	Brighton	and	is	
born	out	of	similar	highly	successful	developments	in	central	London.	
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http://www.ktesius.co.uk/brighton

	

	

In	summary,	age-appropriate	housing	for	the	over	55s	cohort	is	much	more	than	just	provision.	It	is	
the	provision	of	housing	that	inspires	and	promotes	wellbeing	and	such	housing	provision	ought	to	
be	dynamic	and	afford	a	very	real	opportunity	to	reimagine	age-appropriate	housing	in	a	positive	
design	inspired	way,	utilising	the	best	of	technology,	the	existing	building	stock,	the	cultural	diversity	
of	UK	cities	and	villages	and	be	relevant	in	promoting	wellbeing	to	the	ultimate	beneficiary	–	the	
customer.	

The	market	–	Who	are	the	Players:	

The	housing	market	continues	to	develop	apace	and	the	emergence	of	new	sectors	within	housing	
supply	provides	differentiated	sector	focus,	product	and	returns.	The	emergence	of	the	Student	
Housing	Market	and	Private	Rental	Sector	(PRS)	are	two	of	the	more	well-known	and	established	
sub-sectors	attracting	capital	from	Private	Equity	(PE)	firms.	PE	firms	have	been	nimble	in	supporting	
these	nascent	sectors	utilising	both	capital	but	more	importantly	knowledge	gained	of	the	sectors	
from	operating	in	other	jurisdictions	–	this	has	been	particularly	evident	with	American	firms	like	
Oaktree	Capital	Management	and	BlackRock	who	are	strong	players	in	the	PRS	in	major	American	
cities.	In	contrast	the	UK	financial	institutions	have	been	more	reluctant,	slower	and	generally	less	
committed	to	the	new/emerging	sectors	under	review.	

The	last	ten	years	has	seen	a	number	of	new	entrants	to	the	market,	namely	Pegasus	Life,	who	
provide	upscale	apartments	in	salubrious	locations	around	the	UK	and	are	fully	funded	by	Oaktree	
Capital	Management.		Auriens	and	Ronson	Capital	Partners,	who	are	more	entrepreneurial,	and	
focus	on	provision	of	central	London	high-end	homes	with	a	selective	on	site	menu	of	additional	
extra	care	services.	Another	company,	Red	&	Yellow,	focus	on	the	dementia	aspect	of	retirement	
living.		
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Finally,	newer	entrants,	backed	by	household	insurers,	like	Legal	&	General	(L&G)	have	entered	the	
market	place.	L&G	have	purchased	Cala	Homes,	a	strong	and	well	established	regional	housebuilder	
and	in	addition	has	also	launched	a	new	entity	under	the	L&G	brand.	This	latter	move	is	predicated	
on	L&G	perception	that	the	housebuilding	industry	suffers	from	a	long	and	well	established	poor	
reputational	image	management.	L&G	therefore	regards	its	household	brand	awareness	and	
trustworthiness	as	a	‘disruptor’	force	and	influencer	to	other	sector	participants	and	plans	to	use	
such	commercial	awareness	to	full	advantage.	

Financials:	

The	retirement	sector,	augmented	by	six	clearly	defined	tribes,	provides	a	compelling	case	for	sector	
involvement:	Stephanie	McMahon,	Head	of	Research	at	Strutt	&	Parker,	states	the	following	“For	
the	property	industry,	there	are	compelling	reasons	to	deliver	retirement	housing.”		Source:	
Platinum	Generation	Report	No	5	2017.	

Our	Ravensbourne	development	proved	the	concept	and	demonstrated	and	delivered	superior	
returns,	with	returns	c.15%	above	average	psqft	of	similar	neighbouring	schemes.	The	development	
recorded	high	demand	attracted	by	some	of	the	features	on	offer:	underground	secure	parking,	
maintained	landscape,	own	front	doors,	apartments	averaging	1600	sqft,	24	hour	security,	ability	to	
have	pets,	and	private	outdoor	space/amenity.	

The	intelligence	learnt	on	the	Ravensbourne	development,	will	be	applied	to	our	Brighton	scheme.	
The	Brighton	environs	benefits	from,	and	is	supported	by	a	strong	demographic	and	shortage	of	
supply	of	age-appropriate	housing.	

	

Value	Proposition:		
	
Ktesius	Residential	identification	of	gaps	in	the	over	55s	market	can	be	characterised	by:		
	
1.	Low	supply	of	quality	housing	that	meets	the	aspirations	of	the	target	demographic.	
	
2.	Current	players	(house	builders,	the	largest	being	McCarthy	&	Stone	Plc)	are	focussed	on	
providing	a	standardised	product,	meeting	both	minimum	space	standards/wheelchair	accessible	
compliant	and	a	price	point	akin	to	that	of	the	first	time	buyers’	market	housing	supply.	Such	players	
are	constrained	by	their	business	model	and	therefore	fundamentally	are	unable	to	react	to	the	
developing	market,	nuanced	by	increasing	personal	choice,	informed	and	pursuing	self-actualisation.	
	
3.	The	Baby	Boomers,	are	the	richest	cohort	of	the	20th	century	benefitting	from	the	highest	house	
value	wealth	creation	since	the	1950s.	This	cohort	also	exhibit	similar	other	group	qualities	around	
education,	design	awareness,	personal	enhancement	and	the	ability	to	execute	and	sustain	a	
differentiated	life	style	and	experience	of	high	quality	housing.	Ktesius	Residential	believes	that	
the	Market	Opportunity	exist	around	and	in	support	of	this	cohort	in	delivering	suitable	high	quality,	
refined,	housing	in	highly	accessible	locations.	
	
A	number	of	reputable	agents	(Knight	Frank,	Savills	and	JLL,	Strutt	&	Parker)	have	
produced	quality	research	since	2007,	into	this	emerging	market.	In	summary	the	research	is	
unanimous	and	if	not	a	little	counter	intuitive	in	that	the	most	successful	developments	appealing	to	
the	demographic	are	for	example:	



Author:	TLM	September	2017	

	
1.	City	centre	locations	taking		full	advantage	of	the	culture	and	rich	urban	tapestry.		
	
2.	Suburban	and	country	house	developments	that	contain	subterranean	car	parking	
and	storage	facility.	Thus	preserving	the	natural	landscape	beauty,	uninterrupted	–	such	beauty	is	to	
be	cherished	and	in	and	of	itself,	creates	perceived	value.	
	
3.	The	incorporation	of	technology	and	home	automation	to	a	high	degree.	Much	of	VR	&	AI	(virtual	
reality	&	artificial	intelligence)	is	of	immense	assistance	to	the	over	55s.	And	will	continue	to	
increase.	
	
4.	Homes	designed	with	few	bedrooms	but	with	large	entertainment	areas	with	apartments	trending	
above	1000	sqft	for	a	typical	2	bedroom	apartment.		
	
5.	The	coming	together	of	healthcare	within	the	Home	and	onsite	being	an	integrated	part	of	the	
development	offering.	
	
This	nascent	market	opportunity	offers	not	only	a	new	sub	market	opportunity	but	the	possibility	to	
tackle	in	a	positive	way	the	societal	issue	of	aging,	and	healthcare	delivered	on	a	personalised	basis.		
	

Conclusion:	

Ktesius	Residential	concludes	that	the	over	55s	sector	is	both	compelling	and	ready	for	change	–	in	
fact	change	is	already	on	the	way.	The	sector	is	experiencing	some	refined	growth	in	response	to	the	
Baby	Boomer	demands	for	better	quality	and	more	age-appropriate	housing.	A	number	of	actors	
have	entered	the	market	supported	by	dedicated	capital	that	both	understand	and	have	real	
experience	of	the	market	place	from	other	jurisdictions,	and	see	the	premium	profits	potential	from	
serving	such	a	sector.		A	sector	that	knows	what	it	wants,	is	financially	un-leveraged	and	for	some	in	
full	flight	in	the	pursuit	of	self-actualisation.	The	sector	is	receiving	government	support	in	policy	
terms,	acutely	aware	of	the	political	landscape	and	the	strong	headwinds	around	addressing	housing	
and	health	in	later	living.		

We	contend	that	the	over	55s	sector	is	due	to	see	‘disruption’	and	our	vision	outlined	above	
emphases	the	value	proposition	

Finally,	from	Age	Concern	2016,	“Love	Living	Longer”	
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