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1.0 EXECUTIVE SUMMARY 
 

Project Overview 
 
The proposed integrated retirement village, residential care facility, and lifestyle village development at 2050 Ohaupo Road, Te 
Awamutu, addresses demand driven by the Waikato Region’s rapidly aging population. Supported by robust demographic 
growth, favourable locational attributes, and strategic market positioning, the development aligns with long-term demand for 
senior living and care infrastructure. 
 
Key Demand Drivers 
 
▪ Aging Population: 

o Primary Catchment Area (PCA): The 70+ population is projected to grow by 79% (5,010 to 8,990 residents) from 2023 to 
2048, while the 85+ cohort will surge by 208% (725 to 2,235). 

o Secondary Catchment Area (SCA): The 70+ demographic will nearly double (10,490 to 20,805), with the 85+ group rising 
by 182% (1,760 to 4,970). 

o Waikato Region: By 2048, 113,550 residents will be aged 70+, requiring 11,981 retirement village units and 6,592 
residential care beds/suites. The region has 4,915 retirement village units and 3,672 care beds/suites. 

▪ Supply-Demand Imbalance – 2025 vs. 2048 
o Retirement Villages: PCA faces a net latent demand of 286 units by 2048, exceeding current supply and pipeline by 

2032/33. The SCA requires 554 additional units, with demand outpacing supply by 2040/41. 
o Residential Care: PCA needs 542 new care beds/suites by 2048, while the SCA requires 1,189. Nationally, the North 

Island faces a 49,615-bed shortfall. 
 
Market Opportunities & Positioning 
 
▪ Gaps Identified: 

o Limited integrated care models in the PCA, with only one facility offering a complete continuum of care. 
o Underdeveloped transitional living options for aging-in-place. 
o Scarcity of premium, wellness-focused villages targeting active retirees. 

▪ Price Points: 
o Mid-tier villas ($700,000 – $900,000) and compact units ($595,000 – $675,000) align with local affordability (75th 

percentile residential valuation: $834,600 in the PCA). 
o Competitive Deferred Management Fee (DMF) structures (e.g., 20% over the first 5 years) could differentiate offerings. 

 
Strategic Recommendations 
 
▪ Premium Integrated Care Village: Combine luxury independent living with hospital/dementia care, emphasising wellness 

amenities (onsite GP, fitness studios). 
▪ Affordable Full-Care Model: Partner with health boards to replicate trust-operated facilities like Cambridge Resthaven. 
▪ Hybrid Transitional Complex: Enable seamless transitions from independent living to high-care suites within a single 

footprint. 
 
Economic Benefits 
 
▪ Construction Phase: Generate 180 – 220 FTE jobs, with $25 – $30 million in wages and $12 – $15 million in local 

procurement. 
▪ Operational Phase: Sustain 50 – 70 FTE roles in healthcare, hospitality, and maintenance. 
▪ Housing Market: Increase liquidity by freeing up 300 – 400 family homes via retiree downsizing. 
 
Conclusion 
 
The proposed development at 2050 Ohaupo Road represents a strategically targeted response to structural shortfalls in both 
retirement living and aged care infrastructure, while leveraging Te Awamutu’s favourable demographic trends. By aligning 
evidence-based demand projections with a continuum-of-care model and competitive pricing strategy, the project provides a 
scalable and sustainable solution to meet the evolving needs of the senior population in the Waikato Region. 

  



2.0 INTRODUCTION 
 

 
2.1 Objective/Aim  
  
This report provides a location-specific analysis of net latent demand, competition, and price points within the senior living 

accommodation and residential care sectors. The primary aim is to support informed decision-making for potential 

developments by comprehensively assessing the local market environment and offering actionable pricing and product 

positioning insights. The analysis covers key factors including existing supply levels, the development pipeline, catchment area 

definition, sales origin patterns, current and projected demand, and the socioeconomic and wealth profile of the area. The 

report also explores opportunities for optimising price points and enhancing occupancy rates. 

 

Key objectives include: 
▪ Assessing current supply levels and the identified development pipeline in detail 
▪ Defining the potential catchment area and estimated sales origin patterns 
▪ Evaluating both current and future demand  
▪ Profiling the local population’s socioeconomic and wealth characteristics  
▪ Identify market gaps 
▪ Provide strategic recommendations on product and pricing positioning 
 
The report aims to inform effective planning and investment strategies within New Zealand’s senior living and residential care 
sectors by integrating these elements. 
 
2.2 Methodology 
 
Location Analysis & Net Latent Demand Forecasting: This report provides comprehensive information and data on the senior 
living and residential care sectors and potential development sites in their respective geographic contexts. This section provides 
intricate insights into various facets, including accessibility to amenities beyond the facility premises, existing supply levels, 
forthcoming development prospects, net latent demand projections (provided by care level), and thorough demographic and 
socioeconomic profiling.  
 
This report section component offers a meticulous depiction of the existing supply dynamics within the area, coupled with future 
demand indicators, as predicted by WEBSTER's net latent demand forecast models from June 2025 to 2048. It encompasses 
crucial population metrics such as base figures and forecasts by age cohorts, study or catchment area delineations, sales origin 
insights, demographic factors affecting the demand for senior living and residential care, prevailing and anticipated penetration 
rates, local residential market metrics, and an overarching evaluation of the desirability of the location. Additionally, this section 
duly identifies pertinent risks and opportunities in the context of the analysis. 
 
Competition Analysis & Price Point Assessment: This section comprehensively overviews the prominent lifestyle villages, 
retirement villages, and residential care facilities within the designated interest areas. Each facility is featured across two pages, 
presenting essential particulars such as ownership details, physical address, official website, inaugural operational year, minimum 
entry age, existing unit inventory, forthcoming development initiatives, particulars concerning care facilities, factors influencing 
location demand, density metrics, primary construction materials employed in buildings, rateable property valuation, and the 
available facilities.  
 
Furthermore, this section delves into the price point indicators associated with various unit typologies within each facility (i.e. 
care suites), including bedroom distribution and pricing per square meter. It also includes up-to-date or recent vacancy statistics, 
Deferred Management Fee (DMF) structures, and weekly fees, among other pertinent details.  
 
The comprehensive assessment of each facility culminates in an analysis of the local residential real estate market, incorporating 
data sourced from REINZ (Real Estate Institute of New Zealand) pertaining to median sales figures and liquidity indicators and 
CoreLogic valuations, median and 75th percentile.  
 
This section concludes with summary tables and graphs to facilitate a clear understanding and provide critical affordability and 
price point indicators, including per sqm pricing metrics by unit typology. 
  



2.3 Data Sources 
 
Residential Market 
▪ CoreLogic – Residential market valuations data – March 2025 

o Median and 75th percentile valuations for a range of typologies 
o Geographical Area: Statistical area two (SA2) 

▪ REINZ – Residential Sales data  
o Range of sales data, including median sales price, days to sell and changes over time 
o Geographical Area: NZ Fire Service Suburbs 

 
Wealth & Demographic Profiling & Population Forecasts 
▪ Statistics New Zealand – Demographic and income profiling, population data (including forecasts by age group and ethnicity) 

and retirement village new unit building consent data 
o Geographical Area: Statistical area two (SA2) 

▪ Otago University – Deprivation Index 
o Geographical Area: Statistical areas one and two 

 
Retirement Village & Residential Care Facility Supply, Development Pipeline & Price Point Data 
▪ WEBSTER Research – NZ Retirement Village Database (NZRVD) and the NZ Residential Care Facility Database (NZRCFD)  

o Point data – each database record has mapping coordinates, which are used to map the data in our Esri ArcGIS online 
platform 

▪ Pacifecon: Development pipeline data 
▪ New Zealand Companies Office (NZCO): Retirement Village Disclosure Statements 
▪ Listed Retirement Villages: Investor presentations and reports 
▪ Information sources include Eldernet, Village Guide, Trade Me, Oneroof, RVA and individual retirement village websites. 
▪ Mystery shoppers 
 
Map 1: Waikato Region 

 
Source: WEBSTER 

 
The Waikato Region comprises the following territorial authorities: Hamilton City Council, Waikato District Council, Waipā District 
Council, Matamata-Piako District Council, South Waikato District Council, Ōtorohanga District Council, Waitomo District Council, 
Thames-Coromandel District Council, and Hauraki District Council. Parts of the Taupō District Council and Rotorua Lakes District 
Council also fall within the boundaries of the Waikato Region.  

 



3.0 LOCATION ANALYSIS  
 
3.1 Te Awamumu – An Overview 
 
Te Awamutu, known as the "Rose Town of New Zealand," is a thriving rural community in the heart of the Waikato Region. The 
town blends agricultural prosperity with a rich cultural heritage and serves as a service hub for the surrounding farming districts. 
Te Awamutu offers residents a relaxed lifestyle, modern amenities, and easy access to natural beauty. 
 
Key Features 
▪ Rose Gardens: The town’s renowned Rose Gardens, located on Gorst Avenue, feature over 2,000 rose bushes and more than 

50 varieties, reinforcing Te Awamutu’s reputation as the Rose Capital of New Zealand. 
▪ Historical Character: Te Awamutu Museum houses significant taonga (treasures) from local Māori 
▪ Entertainment: The Regent Theatre blends mainstream and arthouse films in a heritage setting. 
▪ Recreation: War Memorial Park and Centennial Park provide duck ponds, playgrounds, skate areas, and bike tracks. 
▪ Natural Attractions: The town is close to Lake Ngaroto wetlands, Lake Serpentine (Rotopiko), and Sanctuary Mountain 

Maungatautari, offering walking tracks and birdwatching opportunities. 
 
Location and Accessibility 
▪ Strategic Position: Te Awamutu is approximately 30 km south of Hamilton on State Highway 3, making it a convenient base 

for travel throughout the Waikato. 
▪ Compact Layout: The town’s centre is easily navigable, with most amenities within a short distance. 
▪ Accessibility: Well-maintained footpaths and paved accessways make the town suitable for wheelchairs and mobility aids. 
▪ Regional Hub: Te Awamutu is the administrative seat of the Waipa District. 
 
Lifestyle and Affordability 
▪ Housing: As of early 2025, the average house value in Te Awamutu is around $713,600, with a median sale price of 

$689,500. The median weekly rent is $600. 
▪ Affordability: Housing remains more affordable than in larger urban centres, attracting families, retirees, and professionals 

seeking a balanced lifestyle. 
▪ Variety: The town features a mix of established homes and new developments, catering to diverse housing needs. 
 
Community and Culture 
▪ Community Spirit: Te Awamutu’s identity as the "Rose Capital" is reflected in local business names and community events, 

fostering a strong sense of pride. 
▪ Māori Heritage: The area has deep Māori roots, with significant historical sites such as the former pā at Ōtāwhao. 
▪ Events and Attractions: Local markets, seasonal attractions like Alphra Lavender, and cultural experiences such as Te Ara Wai 

Journeys connect residents and visitors with the area’s rich history. 
▪ Population: With a population of approximately 14,000, Te Awamutu is the fifth-largest urban area in the Waikato Region. 
 
Transport 
▪ Public Transport: The 24 Te Awamutu bus service connects the town with Hamilton daily, with additional services to Kihikihi 

and local school routes. 
▪ Taxis: Two local taxi companies operate in the area. 
▪ Active Transport: The town’s flat terrain and compact size make walking and cycling popular choices. 
▪ Road Access: State Highway 3 provides easy car access to Hamilton and other Waikato destinations. 
 
Healthcare Facilities 
▪ Medical Services: Mahoe Med Centre offers comprehensive general practice and urgent care, supported by a skilled team 

and modern facilities. 
▪ Specialist Care: Local services include dental, optometry, physiotherapy, and chiropractic care. 
▪ Hospital Access: Residents have convenient access to advanced and specialist medical services at Waikato Hospital in 

Hamilton, located approximately 24 kilometres away—a 26-minute drive. 
 

Te Awamutu combines rural charm with modern convenience, making it an appealing choice for those seeking a welcoming 
community, affordable living, and access to both urban and natural amenities. Its rich history, strong community spirit, and 
strategic location continue to attract new residents and visitors to this distinctive Waikato town, as evidenced by the following 
population estimates. 
 
The population of the Te Awamutu urban area increased from an estimated 15,650 in 2001 to 22,400 in 2024—an uplift of 6,750 
residents or 43%. Over the same period, the number of residents aged 65 and over rose from 2,350 to 4,500, representing an 
increase of 2,150 people or 91%. 
Source: SNZ - Subnational population estimates (functional urban areas), by age and sex, at 30 June 1996-2024 (2023 boundaries)  



Map 2: Location Overview No 1.   

 
Source: WEBSTER  
 
Map 3: Location Overview No.2 

 
Source: WEBSTER  

 

 



3.2 Locational Advantages & Disadvantages for Operators & Residents – Te Awamutu 
 
This section assesses the locational advantages and disadvantages of Te Awamutu in terms of the establishment of retirement 
accommodation options such as lifestyle villages, retirement villages, and residential care facilities. The analysis considers 
demographic trends, healthcare access, amenities, transport infrastructure, environmental conditions, land availability, and local 
government support. The purpose is to determine the extent to which Te Awamutu presents a suitable and strategic setting for 
this form of accommodation. 
 
Locational Advantages 
▪ Ageing Population and Demographic Demand:  

o Te Awamutu exhibits a favourable demographic profile for aged care and retirement accommodation.  
o As of 2024, approximately 20.1% of residents were 65 years or older—substantially above the national result of 16.5%. 
o The township is experiencing population growth, particularly within older age cohorts, which supports current and 

projected demand for aged care and retirement accommodation.  
▪ Proximity to Healthcare Infrastructure: Te Awamutu benefits from proximity to tertiary-level medical services, with Waikato 

Hospital located approximately 30 kilometres to the north in Hamilton. This facility provides comprehensive hospital and 
specialist care and is accessible via State Highway 3. Within the town, primary health services—including general practice 
clinics and urgent care—are readily available, and the presence of existing aged care operators reflects the area’s capacity to 
support elderly residents. 

▪ Local Amenities and Quality of Life: The township offers a range of essential amenities suited to older residents, including 
supermarkets, pharmacies, retail outlets, public parks, and civic and recreational facilities. Te Awamutu is recognised for its 
landscaped public spaces and cultural identity. The relatively flat topography and compact urban form enhance walkability 
and ease of movement for senior residents. 

▪ Transport Connectivity and Accessibility: Te Awamutu is well connected to the wider region via State Highway 3. A regional 
bus service operates daily between Te Awamutu and Hamilton. The town’s road infrastructure and proximity to intercity 
coach services further contribute to locational accessibility. 

▪ Favourable Climatic and Environmental Setting: The Waikato Region is characterised by a temperate climate with moderate 
rainfall and relatively mild seasonal variation. Te Awamutu’s environmental setting includes open green spaces and proximity 
to rural vistas, contributing to a calm and health-supportive environment. 

▪ Centrality to Family Support Networks: The town’s central position within the Waikato Region enables family members 
based in Hamilton and other nearby towns to make regular and convenient visits; this supports resident well-being by 
maintaining strong intergenerational connectivity. 

▪ Land Availability and Development Economics: Te Awamutu offers comparatively affordable and readily available greenfield 
land compared to urban centres such as Tauranga.  

▪ Supportive Planning Environment: The Waipā District Council has actively supported retirement village development in 
response to an aging population. Council leadership has highlighted the importance of retirement accommodation in local 
growth strategies, indicating a favourable regulatory and political environment. 

 
Locational Disadvantages  
▪ Absence of a Full-Service Hospital within the Town: While Waikato Hospital is relatively accessible, the absence of a full-

service hospital within Te Awamutu may present challenges for residents requiring frequent or emergency specialist care. 
▪ Limited Public Transport Coverage: Although a regional bus service connects Te Awamutu to Hamilton, public transport 

coverage within the town is limited. This may reduce mobility for residents who no longer drive. 
▪ Modest Scale of Local Amenities: As a smaller service town, Te Awamutu does not offer the same scale or variety of retail or 

entertainment options as larger urban centres; this is offset by proximity to Hamilton but may still influence market 
segmentation. 

▪ Climatic Constraints: Although temperate overall, Te Awamutu experiences high annual rainfall and damp winter conditions, 
which may be less appealing to residents with sensitivity to humidity or limited mobility. 

▪ Distance from Major Metropolitan Centres: Te Awamutu is over two hours by road from Auckland and is not directly served 
by rail or air transport links. This may represent a logistical barrier for residents with family in other areas of New Zealand. 

▪ Infrastructure Capacity and Growth Pressures: Te Awamutu is forecast to experience considerable growth, which may place 
pressure on infrastructure systems. Developers may need to invest in on-site infrastructure to ensure timely delivery of 
essential services. 

 
Summary 
On balance, Te Awamutu presents a compelling locational proposition for a lifestyle village, retirement village or residential care 
development. The township benefits from favourable demographic trends, land availability, amenity access, and proximity to 
regional healthcare and family networks. It also enjoys a supportive planning framework and strategic importance within the 
Waipā District. Challenges associated with infrastructure, climatic conditions and limited on-site hospital services are considered 
manageable through appropriate investment and planning mechanisms. 
  



3.3 Retirement Villages & Residential Care Facilities - Distribution & Catchment Areas Maps 
 
Maps 4a and 4b present the primary and secondary catchment areas applied in this research, the current retirement and lifestyle 
village distribution, and the development pipeline identified by WEBSTER within these sectors.  Maps 5a and 5b do the same for 
the residential care facility sector. 
 
Map 4a: Retirement and Lifestyle Village Distribution & Catchment Areas 

   
Source: WEBSTER 

 
Map 4b: Retirement and Lifestyle Village Distribution & Catchment Areas 

 
Source: WEBSTER 

 
Rosehill Lifestyle Village, located at 182 Gleneagles Drive in Te Awamutu, is the sole lifestyle village identified in the area. It 
comprises approximately 50 single-level, standalone villas within a fully gated and secure community. Each villa is held under a 
freehold title and includes a garage. Residency is restricted to those aged 50 and over (with one partner permitted to be aged 
45+). The village offers a range of amenities, including a community centre, bowling green, petanque court, and a programme of 
social activities. Lawns and communal gardens are professionally maintained, with costs covered by a modest monthly fee. On-
site management provides additional support and oversight for residents. 

 



Map 5a: Residential Care Facility Distribution – Operating & Development Pipeline 

 
Source: WEBSTER 

 
Map 5b: Residential Care Facility Distribution – Operating & Development Pipeline 

 
Source: WEBSTER 

 
3.4 Sales Origin Percentages  
 
▪ Lifestyle and Retirement Village Units: Around 30% of sales are expected to originate from residents from the primary and 

25% from the secondary catchment areas. Approximately 30% of sales are anticipated from the rest of the Waikato Region, 
while 15% are projected to come from outside the region. These sales origin percentages will, in part, be impacted by the 
effectiveness of marketing efforts and the appeal of the overall development compared to current competitors and those in 
the future. 

▪ Residential Care Facility: Around 80% of residents are expected to come from the PCA and SCA. Approximately 15% are 
anticipated from the rest of the Waikato Region, while 5% are projected to come from outside the region.   

 



4.0 RESIDENTIAL MARKET - SALES DATA - EQUITY GAINS & LIQUIDITY INDICATORS 
 
4.1 REINZ Residential Market Sales Data  
 
The following map illustrates the REINZ study areas one and two. The subsequent graphs track the fluctuations in median sales 
prices within the residential market from the year-end of March 2015 to the year-end of March 2025. 
 
Map 6: REINZ Study Areas One & Two  

 
Source: WEBSTER 

 
*In New Zealand, the median sales price of a residence increased from $446,000 at the year-end of March 2015 to $803,000 at 
the year-end of March 2025, reflecting an 80% growth. Excluding Auckland, the median sales price of a residence in New Zealand 
rose from $352,000 at the year-end of March 2015 to $715,000 at the year-end of March 2025, marking a 103% increase. 
 
Graph 1: REINZ Study Area One – Residential Market Capital Appreciation  

  
Source: WEBSTER; based on data sourced from REINZ    
 

In the REINZ study area one residences experienced 
a shift in median sales price, going from $314,000 
during the year-end March 2015 to $695,000 during 
the year-end March 2025, reflecting a growth of 
121%*.  
 
Townhouses increased from a median sales price of 
$270,000 to $590,000, a growth of 119%. At the 
same time, lifestyle blocks increased from a median 
sales price of $475,000 to $1,130,000, a growth of 
138%.  
 
In the REINZ study area two residences experienced 
a shift in median sales price, going from $446,000 
during the year-end March 2015 to $803,000 during 
the year-end March 2025, reflecting a growth of 
80%*.  
 
Townhouses increased from a median sales price of 
$440,000 to $710,000, a growth of 61%. At the 
same time, lifestyle blocks increased from a median 
sales price of $525,000 to $969,000, a growth of 
85%.  
 
 
 

 









5.2 Household & Personal Income Statistics  
 
This section examines household and personal income distributions within the primary and secondary catchment areas, the 
Waikato Region, and broader benchmarks such as the North Island and New Zealand. It provides insights into the proportion of 
higher-income households and the income levels of residents aged 70 and over, highlighting regional disparities in affluence and 
demographic-specific income trends. The analysis draws on data from 2023, emphasising variations in economic well-being 
across these geographical areas. 
 
Graph 3: Total Household Income Distribution - 2023 

 
Source: WEBSTER; Stats. NZ, Ministry of Health 

 
▪ Percentage of Households Earning $100,000+ per Annum in 2023: The PCA had 50% of its households earning more than 

$100,000 per annum, compared to 48% in the SCA, 46% in the Waikato Region and 50% in the North Island as a whole. 
▪ The household income distribution data shows that both the PCA and SCA have slightly higher-income households than the 

broader Waikato Region, but trail slightly behind the North Island average at the highest income levels. 
 
Infographic 2: Personal Income - Percentage of 70+ yrs. Residents Earning $70,000 plus per annum  

 

Source: WEBSTER; Statistics New Zealand 
 
Based on income data from the 2023 Census, 7.9% of residents aged 70 and over in the PCA earned $70,000 or more annually, 
this is very similar to the 7.8% recorded for the SCA. The result is 6.6% in the Waikato Region, and 6.9% nationally. 
 
  



















The floor area per building consent for new retirement village units has remained relatively stable since 2009, averaging 122 sqm 
per consent. The result recorded for the year ended March 2025 was 117 sqm. 
 
Graph 7: Average Floor Area per Retirement Village New Unit Building Consent (sqm) – Waipa District 

  
Source: WEBSTER; based on data sourced from Stats NZ  

 
7.2.2 Waikato Region  
 
Building consent data for new retirement village units in the Waikato Region demonstrates considerable volatility over the past 
33 years, particularly over the past eight years. After averaging 336 units per year between 2019 and 2022, consents surged to a 
peak of 560 units in 2023. However, this was followed by a decline in 2024 and 2025, with consents falling back to an average of 
173 per annum. The highest value per unit was recorded in 2024 at $476,300; however, this has declined over the year to March 
2025 to $421,700. 
 
Graph 8: Retirement Village Building Consents – New Units – Waikato Region – Year end March 2025 

 
Source: WEBSTER; based on data sourced from Stats. NZ 
 
The following graph shows the average floor area per building consent in the Waikato Region since 1992. Over the past five 
years, the average floor area has been 136 sqm, peaking at 159 sqm in the year ending March 2024.  
 
A dwelling of 136 sqm typically represents a villa, stand-alone or duplex, with two bedrooms plus a study or flexible third room. 
It generally includes a double internal-access garage or a spacious single garage, an open-plan kitchen, dining and living areas, 
and a covered patio or courtyard.  
 
The layout usually features one main bathroom, an ensuite bathroom, a separate laundry, and often a walk-in wardrobe and 
additional storage. A villa of 136 sqm is well above the market average, suggesting it targets higher-end or mid-to-premium 
market segments. 
 
 



Graph 9: Average Floor Area per Retirement Village New Unit Building Consent (sqm) – Waikato Region 

  
Source: WEBSTER; based on data sourced from Stats NZ  

 
 
7.2.3 Retirement Village New Unit Buildings Consents Capita  
 
The following graph shows how many new retirement village units have received building consent each year, adjusted for 
population size (per 10,000 people), from June 2018 to 2024. This standardisation allows for a fair comparison between areas of 
different population sizes. 
 
Graph 10: Retirement Village New Unit Buildings Consents per 10,000 population 2018 to 2024 (Year to June) 

 

Source: WEBSTER; based on data sourced from Stats NZ  

 
▪ The graph illustrates the volume of building consents approved for new retirement village units across various geographic 

areas over the past seven years.  
▪ The national average was 4.5 units per 10,000 people, with the North Island averaging 4.4 and the South Island 4.9. The 

Waikato Region recorded 6.4, while Hamilton City TA averaged 6.0. Tauranga City TA was even more active at 10.4, but 
Waipa District TA led significantly with an average of 16.9. 

▪ These figures suggest that Waipa District has been a strong focus for retirement village development, reflecting its appeal to 
developers as a prime location for this type of accommodation. 

▪ On a building consent per 10,000 capita basis, Waipa District stands out for its retirement village development, 
outperforming Tauranga City TA, Hamilton City TA, the broader Waikato Region, and New Zealand overall. 

 
7.3 Retirement Village Facilities 
 
The following table provides an overview of the facilities offered by five retirement villages and residential care facilities in Te 
Awamutu and Cambridge. The table highlights the diversity in facility offerings across these villages, ranging from recreational 
amenities to practical services. 







Whai Mauri Ora 
▪ Owner: Arivda 
▪ Address: 319 Manaia Road, Te Awamutu 
▪ Stage: Commenced 
▪ Estimated Cost: $140,000,000  
▪ Site: 13 ha 
▪ Details: In August 2024 (latest Disclosure Statement), the village is in the early to mid-stages of development. Construction 

of the village commenced in August 2022, with the first villas completed in 2023. At the time of reporting, 32 villas had been 
built, some occupied, while others remained vacant (an estimated 52 will be completed by May 2025). The remainder of the 
development includes plans to construct an additional 144 villas, bringing the total to 176 upon completion. A permanent 
clubhouse is intended to be delivered in the coming years, following further villa development. There are also indicative 
plans to develop up to 40 care suites, although this remains subject to demand, consenting processes, and broader 
economic conditions. Additionally, Arvida has signalled the potential for a Living Well Centre to be built at a later stage, 
which may include a gymnasium, swimming pool, spa pool, and health clinic. However, this has not yet been confirmed. 
 

Highfield Country Estate 
▪ Owner: Highfield Country Estate Partnership (Fladgate Family) 
▪ Address: 397 Swarbrick Drive, Te Awamutu  
▪ Stage: Commenced – shortly    
▪ Details: 39 additional villas 
 
Rangiura Retirement Village 
▪ Owner: Rangiura Trust Board 
▪ Address: 17 Matai Cresent, Putaruru 
▪ Stage: Early planning 
▪ Details: The operator is considering further development, including additional facilities and 20 serviced apartments. They 

have purchased land adjacent to the village for this expansion. 
 
Cambridge Resthaven 
▪ Owner: Cambridge Resthaven Trust Board 
▪ Address: 6 Vogel Street, Cambridge 
▪ Stage: In planning 
▪ Units: 21 additional serviced apartments 
 
Atawhai Assisi Home and Retirement Village 
▪ Owner: Tamahere Eventide Home Trust 
▪ Address: 158 Matangi Road, Tamahere, Hamilton 
▪ Stage: In planning – stage 3 (will commence once the units from stage 2 have sold) 
▪ Estimated Cost: $13,200,000 
▪ Units: 9 apartments and 25 cottages – 34 total 
▪ Details: Two-bedroom cottages will range from 117-154 sqm, while the three-bedroom cottages will be from 132-134 sqm. 
 
Patrick Hogan Retirement Village 
▪ Owner: Ryman 
▪ Address: 23 Hugo Shaw Drive, Cambridge 
▪ Stage: Commenced 
▪ Retirement Village Units: 60 serviced apartments and 119 townhouses – 179 total 
▪ Residential Care Facility Units: 68 care beds (17 rest home, 17 hospital and 34 dementia-level care) 
▪ Details: Construction commenced in October 2022, and the first residents moved in 2023; an estimated 64 townhouses are 

complete, with a further 119 townhouses and 60 serviced apartments in the pipeline. The multi-story building containing 
the residential care facility, the serviced apartments and a range of facilities is scheduled for completion in 2027. 

 
Summerset Cambridge 
▪ Owner: Summerset 
▪ Address: 1 Mary Ann Drive, Cambridge 
▪ Stage: Commenced 
▪ Retirement Village Units: 60 serviced apartments and 195 villas and cottages – 255 total 
▪ Residential Care Facility Units: 21 care beds offering rest home-level care, 15 care suites offering rest home and hospital-

level care and 20 care suites offering dementia-level care – 56 total 
▪ Details: Construction commenced in 2022, and the village is being developed in five stages. It is expected to be fully 

completed by late 2027. An estimated 65 villas have been completed, with a further 195 villas, cottages, and 60 serviced 
apartments in the pipeline. The care facility is under construction. 

 



Tamahere Country Club 
▪ Owner: Sanderson Group 
▪ Address: 46 Tamahere Drive, Tamahere 
▪ Stage: Commenced (completion expected by the end of 2026) 
▪ Retirement Village Units: 67 villas to be completed – will bring the total to 250 
▪ Residential Care Facility Units: 80 care suites; 60 offering rest home and hospital-level care and 20 offering dementia-level 

care. 
▪ Details: The care facility will be run by a related company, “Tamahere Aged Care Ltd”, with completion expected in 

December 2025. 
 
Tamahere Eventide Home & Retirement Village 
▪ Owner: Tamahere Eventide Home 
▪ Address: 61 Bollard Road, Tamahere 
▪ Stage: Commenced 
▪ Details: 12 villas 
 
Te Awa Lifecare Village 
▪ Owner: Hurst Lifecare and Te Awa Lifecare 
▪ Address: 1866 Cambridge Road, Cambridge 
▪ Stage: Commenced 
▪ Retirement Village Units: 89 villas 
▪ Residential Care Facility Units: 41 care suites offering rest home and hospital-level care 
 
New Retirement Villages 
 
The Henley 
▪ Owner: Oceania 
▪ Address: 151 Maungatautari Road, Cambridge 
▪ Stage: Early planning 
▪ Retirement Village Units: 20 serviced apartments and 130 villas – 150 total 
▪ Residential Care Facility Units: 20 care suites offering rest home and hospital-level care 
 
Edin Rotokauri (Site for Sale) 
▪ Owner: Rotokauri North Holdings 
▪ Address: Te Kowhai Road & Exelby Road, Rotokauri, Hamilton 
▪ Stage: Early planning 
▪ Retirement Village Units: 150 villas 
▪ Details: Part of stage 2 of the new subdivision to be called Edin Rotokauri. It is on hold while the site is marketed for sale. 
 
Broadwater Retirement Village 
▪ Owner: Questral Corporation 
▪ Address: 37-55 Weston Lea Drive, Peacocke, Hamilton 
▪ Stage: In planning – civil works have commenced 
▪ Estimated Cost: $132,800,000 
▪ Site: 19 ha 
▪ Retirement Village Units: 210 villas 
▪ Residential Care Facility Units: 61 care suites offering rest home and hospital-level care, 20 offering dementia-level care – 81 

care sites total. 
▪ Details: Continue on hold for stages 1-3 
 
Springwater Country Estate (Site for Sale) 
▪ Owner: Springwater Country Estates  
▪ Address: Kennedy Drive, Putaruru 
▪ Stage: Commenced 
▪ Estimated Cost: $349,100,000 
▪ Site: 17.28 ha 
▪ Retirement Village Units: 210 villas – over five stages (option for further units, up to 500 total on adjacent land) 
▪ Residential Care Facility Units: 40 care suites offering rest home and hospital-level care 
▪ Details: Villas will range in size from 95-185 sqm. RC granted March 2023 for 210 retirement village units. Total work is 

expected to take 7-8 years. The site is currently being marketed for sale. https://www.barfoot.co.nz/property/commercial/south-waikato-

district/putaruru/development-site/4059661  
  









 
▪ The number of residents aged 70+ is projected to increase from 11,316 in 2025 to 20,805 in 2048, representing an increase 

of 9,489. 
▪ The current supply of retirement village units stands at 1,648. WEBSTER has identified 1,464 units in the development 

pipeline as of April 2025.  
▪ The forecast model indicates that by 2048, 3,666 retirement village units could be in demand by secondary catchment area 

residents if the 70+ penetration rate increases gradually over the forecast period up to 21.0% in 2048. 
▪ After accounting for the existing supply and the identified development pipeline, the net latent demand is estimated at 554 

retirement village units by 2048. 
▪ The cumulative new demand as a percentage of the identified development pipeline will rise from 5% in 2025 to 96% by 

2040 and 102% by 2041; this suggests that the demand for retirement village units from residents living within the 
secondary catchment area will surpass the combined current supply and pipeline in 2040/2041. 

 
The graph below illustrates the projected demand for retirement village units from residents within the secondary catchment 
area between 2025 and 2048. It also indicates that, if all units currently in the development pipeline were to rely exclusively on 
demand from this area, complete absorption would likely occur around 2040 or 2041. Beyond 2041, it is estimated that 
residents of the secondary catchment area would absorb an additional 521 retirement village units. 
 
Graph 12: Secondary Catchment Area - Retirement Village Unit Demand Timeline Indicator  

Source: WEBSTER 

 

  







▪ The forecast model indicates that by 2048, 87,427 retirement village units could be in demand by North Island residents if 
the 70+ penetration rate increases gradually over the forecast period up to 12.5% in 2048. 

▪ After accounting for the existing supply and the identified development pipeline, the net latent demand is estimated at 
33,185 retirement village units by 2048. 

▪ The cumulative new demand as a percentage of the identified development pipeline will rise from 3% in 2025 to 100% by 
2033; this suggests that the demand for retirement village units from residents living within the North Island will surpass the 
combined current supply and pipeline in 2033. 

 
The graph below illustrates the projected demand for retirement village units from residents within the North Island between 
2025 and 2048. It also indicates that, if all units currently in the development pipeline were to rely exclusively on demand from 
this area, complete absorption would likely occur around 20433. Beyond 2033, it is estimated that residents of the North Island 
would absorb an additional 33,110 retirement village units. 
 
Graph 14: North Island - Retirement Village Unit Demand Timeline Indicator  

Source: WEBSTER 

  



8.0 RESIDENTIAL CARE FACILITIES  
 
8.1 New Zealand’s Aging Population & Residential Care Demand – An Overview 
 
Population Aged 85+ Years 
 
New Zealand faces a rapidly aging population like many developed nations. Between 2025 and 2073, the number of people aged 
85 and over is projected to rise from 103,800 to 403,600 — an increase of 299,800 people, or a growth rate of 289%. This 
demographic shift is expected to drive a significant increase in demand for residential care beds and suites. In addition, demand 
for higher-dependency services, such as hospital-level and dementia care, is also anticipated to grow. The graph below presents 
the median-scenario population forecasts for New Zealanders aged 85 and over, alongside a residential care facility penetration 
rate of 36%. Over the next 30 years, demand for residential care beds and suites is projected to rise sharply, from approximately 
37,400 in 2025 to 115,400 in 2055, representing a 209% increase. 
 
Graph 15: New Zealand's Ageing Population 

 
Source: WEBSTER; based on data sourced from Stats. NZ  

 
Shifting Trends in Residential Care Demand 
 
Over the past two decades, the increasing demand for care services has largely been met through the expanded use of home 
support services. However, this approach is becoming unsustainable. New Zealand is experiencing rising levels of care 
dependency, as evidenced by the shift from rest home-level care beds to hospital-level and dementia care over the last ten 
years1.  
 
Dementia-Level Care Demand Growth 
 
According to the University of Auckland’s “Dementia Economic Impact Report 2020” for Alzheimer’s NZ, around 70,000 people in 
New Zealand live with dementia. This number is projected to rise sharply, reaching nearly 170,000 by 2050. The increase is 
primarily driven by population growth and longer life expectancy. By 2050, it is estimated that 2.7% of the total population—and 
more than 10.8% of those aged 65 and over—will be living with dementia. Source: https://alzheimersotago.org.nz/wp-

content/uploads/2023/06/dementia-economic-impact-report-2020.pdf 
 
Care Suites  
 
A care suite is a modern accommodation option within a residential care facility for older people who require rest home, 
hospital, or dementia-level care. These suites are sold under an ORA or RAD, which allows residents to "purchase" the right to 
occupy the suite by paying an upfront capital amount. This model differs from traditional residential care rooms, where daily 
charges pay for accommodation. Care suites typically include features such as spacious interiors, ensuite bathrooms, 
kitchenettes, and lounge areas, offering a more private and comfortable living environment compared to standard or premium 
rooms. 

 
1 While there has been a steady increase in the utilisation of hospital and dementia beds/suites, this has been offset by a decline in rest home utilisation. 



The care suite model effectively blends the economics of residential care facilities and retirement villages, offering operators 
diversified revenue streams through government-funded (or privately funded) daily care fees2, Deferred Management Fees 
(DMF), and potential capital gains. The DMF, typically set at 30% and accrued over the first two years, provides a steady income 
source for providers. By selling an Occupation Right Agreement (ORA) or Refundable Accommodation Deposit (RAD) on a care 
suite, operators essentially capitalise on an alternative daily Premium Care Accommodation (PCA) charge, enabling capital to be 
recycled into future developments or operational needs.  
 
This model also offers flexibility, as smaller care suites can be sold under either PACs or ORAs to accelerate facility occupancy 
rates. Additionally, private funding for care can eliminate the need for a District Health Board (DHB) assessment, streamlining 
access for residents and further enhancing the appeal of the care suite model. 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
Why the Industry Developed the Care Suite Product  
 
The introduction of care suites reflects changing market demands and strategic priorities within the residential care sector: 
▪ Consumer Preferences: Older adults increasingly seek more privacy, independence, and comfort in residential care settings.  
▪ Financial Model: The ORA structure provides operators with upfront capital contributions, improving cash flow and return on 

investment compared to traditional room charges; this has been identified as a priority by operators in the sector. 
▪ Market Growth: The proportion of care beds offered through ORAs has steadily increased over the years, reflecting their 

popularity among providers and residents.  
 
In summary, care suites represent a shift toward more personalised and financially sustainable residential care solutions in New 
Zealand. They cater to the growing demand for higher standards of living while addressing industry challenges such as funding 
models and operational efficiencies. 
 
Summary 
 
▪ The residential care sector in New Zealand is grappling with several significant challenges, including rapidly increasing 

demand, workforce shortages, financial pressures, and the need to adapt to ongoing regulatory changes, all while striving to 
deliver high-quality care for an aging population. 

▪ A significant issue compounding these challenges is the aging infrastructure across the sector. Many existing residential care 
facilities are outdated and no longer meet the requirements of modern healthcare delivery or the expectations of today's 
residents, who increasingly seek higher-quality, private accommodation and environments that support more complex 
medical needs. Upgrading or replacing these aging facilities represents a significant capital challenge for providers. 

▪ Despite these pressures, there are also significant opportunities within the sector. These include addressing the projected 
shortfall in care beds and suites, leveraging technology to enhance and streamline service delivery, and developing strategies 
to improve workforce efficiency and make aged-care careers more attractive. Given the sector’s chronic underfunding, there 
is scope to explore alternative funding models—such as ORAs—as well as new contracting arrangements and diversified 
revenue streams to ensure financial sustainability and incentivise large-scale investment. 

 
In summary, while the residential care sector faces substantial and growing challenges—particularly in terms of outdated 
infrastructure, workforce constraints, and rising demand—it also offers substantial potential for innovation, integration, and 
expansion. Providers who can adapt and access the necessary resources will be well-positioned to meet the evolving needs of 
New Zealand’s aging population.  

 
2 Care fees are set by the District Health Board rather than an individual site, so all Care Centres within a region will charge the same amount for a standard 

room. Rest home care is, give or take, around $1,300 per week – depending on the DHB. Hospital and dementia care costs more than rest home care; however, 
the MoH ‘tops up’ these amounts, so the maximum fee a resident will pay for a standard room at any level of care is this rest home fee of approximately $1,300. 
 

Residential Care Beds 

Government Funding: all care beds (standard, PAC and care suites) received a daily government-funded payment 

dependent upon the level of care required (rest home, hospital, dementia) and the assets of the resident  

(i.e., means-tested). 

Residential Care Suites 

▪ Combination of government-funded daily care fees, DMF and capital gains with ORA contract 

▪ Most operators do not charge a weekly village fee or PAC for care suites (i.e., DMF and capital gains in lieu of daily PAC) 

▪ DMF of circa 20 - 30% of entry price accrued over circa two to three years with is netted off against proceeds returned to 

the resident at the end of the contract 

▪ Capital gains are retained by the operator 

 











8.2.8 Demand Growth 2025 – 2048: Residential Care Facilities – Care Bed & Suite Demand Forecasts 
 
▪ The demand model forecasts a substantial increase in the need for residential care beds and suites across the primary and 

secondary catchment areas, the Waikato region, and the North Island between 2025 and 2048. This projection is driven 
primarily by demographic trends, particularly the rapid growth of the 85+ age group. For example, the North Island’s 
population aged 85 and over is expected to surge by 130,012, rising from 77,358 in 2025 to 207,370 in 2048. The Waikato 
Region will see its 85+ population increase by 17,292, while the primary and secondary catchment areas will grow by 1,428 
and 3,052, respectively, over the same period. 

▪ To estimate future demand, the model applies a constant 36% penetration rate to this population growth, reflecting the 
proportion of older adults likely to require residential care. As a result, population growth alone is projected to generate 
demand for an additional 46,804 care beds and suites in the North Island, 6,225 in Waikato, 1,099 in the secondary 
catchment, and 514 in the primary catchment. In addition to new demand from population growth, the model also accounts 
for the need to replace ageing infrastructure, assuming that 10% of the April 2025 supply will need to be replaced by 2048. 
This replacement requirement adds 2,811 beds or suites in the North Island, 367 in Waikato, 90 in the secondary catchment, 
and 28 in the primary catchment. 

▪ When these two drivers- population growth and facility replacement combined- the total number of additional care beds 
and suites required by 2048 rises to 49,615 in the North Island, 6,592 in Waikato, 1,189 in the secondary catchment, and 542 
in the primary catchment. On an annual basis, this equates to an average of 2,157 new beds or suites per year in the North 
Island, 287 in Waikato, 52 in the secondary catchment, and 24 in the primary catchment. 

▪ However, the currently identified development pipeline as of April 2025 falls well short of meeting this projected demand. 
The North Island has 5,556 beds or suites in the pipeline, Waikato has 1,105, the secondary catchment has 386, and the 
primary catchment has just 60; this means that, at current rates, the pipeline would only cover 2.6 years of average new 
demand in the North Island, 3.9 years in Waikato, 7.5 years in the secondary catchment, and 2.5 years in the primary 
catchment. 

▪ These projections highlight the significant challenge facing the residential care sector; rapid population ageing and replacing 
outdated facilities will require sustained and substantial investment. The current development pipeline is insufficient to 
meet long-term demand, underscoring the urgency for strategic planning, accelerated approvals, and innovative approaches 
to care facility development in the years ahead. Without a significant increase in sector investment and capacity, there is a 
high risk of a significant shortfall in residential care provision for New Zealand’s growing elderly population. 

 
8.2.9 Secondary Catchment Area: Residential Care Sector 

 

The secondary catchment area currently exhibits an oversupply of residential care beds and suites when benchmarked against a 
36% penetration rate for the 85+ population. Specifically, the model indicates that there are 206 more beds than required to 
meet this target, representing an excess of 23% over the estimated demand for the area. Despite this, occupancy statistics from 
recent Ministry of Health audits do not reflect a corresponding surplus: the SCA maintains a robust average occupancy rate of 
87%, which is well above the level typically associated with oversupplied markets. This apparent disconnect suggests that the 
SCA’s care facilities serve a broader population than just residents within the catchment boundaries, likely drawing from the 
remainder of the Waikato Region and perhaps even further afield. 
 
Moreover, the SCA’s development pipeline is robust, with 386 beds or suites in active planning or construction as of April 2025. 
This pipeline is sufficient to meet an average of 7.5 years of forecasted demand growth from residents in the area, a much higher 
coverage than seen in other areas of New Zealand. The combination of substantial current supply, high occupancy indicators, and 
a strong pipeline reinforces the SCA’s role as a key provider of residential care for its residents and the wider region. This dynamic 
highlights the importance of considering cross-boundary demand flows and regional service patterns when planning future 
investment and capacity in the sector. 
 
Given the significant cross-boundary demand generated by the concentration of residential care facilities in the secondary 
catchment area, our analysis focuses on the total demand from residents across the Waikato Region. The clustering of retirement 
villages in the secondary catchment will act as a draw for older residents for the Waikato Region and beyond, resulting in service 
utilisation extending well beyond local catchment boundaries. This regional perspective better reflects the true demand 
dynamics and the secondary catchment’s function as a hub for residential care provision in the wider area. 
 
8.2.10 Timing of Residential Care Bed & Suite Demand 2025 - 2048 
 
The graphs in the following section illustrate the projected timing and scale of demand for residential care beds and suites from 
2025 to 2048, based on the WEBSTER residential care forecast model. This model applies a 36% penetration rate to the 85+ 
population forecasts (medium scenario, SNZ 2025–2048) and an additional 10% replacement variable to account for ageing 
stock. The graphs compare projected demand against current supply levels, including and excluding beds and suites in facilities 
opened before 1980, and the additional capacity identified in the development pipeline (WEBSTER NZRCFD). Serviced 
apartments certified for rest home-level care have been excluded from the current supply estimate. 
 



Primary Catchment Area: The graph for PCA highlights a substantial and widening gap between projected demand and the 
existing supply of residential care beds and suites over the next two decades. This shortfall becomes even more pronounced 
when older facilities (opened pre-1980) are excluded from the analysis. The current development pipeline—comprising 60 care 
beds and suites, all still in the early planning stages with uncertain delivery—would only address a small portion of near-term 
demand. Overall, an estimated 514 additional care beds and suites will be required to meet the needs of PCA residents between 
2025 and 2048. 
 
Graph 17: Primary Catchment Area - Residential Care Beds & Care Suites - Demand Timing Indicator  

 
Source: WEBSTER; based on data sourced from Stats. NZ – Medium Scenario Population Forecasts  

 
Secondary Catchment Area: The graph for the SCA underscores the area's reliance on demand from outside its boundaries to 
support its residential care facilities. It also reflects the high concentration of existing aged care infrastructure and the scale of 
the development pipeline within the area. It also illustrates that to meet the projected needs of SCA residents alone, 
approximately 1,099 additional care beds and suites will be required between 2025 and 2048. 
 
Graph 18: Secondary Catchment Area - Residential Care Beds & Care Suites - Demand Timing Indicator  

 
Source: WEBSTER; based on data sourced from Stats. NZ – Medium Scenario Population Forecasts  

 
 



Waikato Region: The graph for the Waikato Region highlights a substantial and widening gap between projected demand and the 
existing supply of residential care beds and suites over the next two decades. This shortfall becomes even more pronounced 
when older facilities (opened pre-1980) are excluded from the analysis. The current development pipeline, comprising 1,105 care 
beds and suites, would address the demand forecasts to circa 2030; however, an additional 5,183 care beds and suites will be 
needed after this time. Overall, an estimated 6,225 additional care beds and suites will be required to meet the needs of Waikato 
Region residents between 2025 and 2048. 
 
Graph 19: Waikato Region - Residential Care Beds & Care Suites - Demand Timing Indicator  

 
Source: WEBSTER; based on data sourced from Stats. NZ – Medium Scenario Population Forecasts  

 
8.3 Key Considerations for the Forecast Methodology 
 
▪ Penetration Rate Assumption: The forecast penetration rates may not account for: 

o Potential changes in care preferences or advancements in home-based care technologies.  
o Increased community-based services or home care might reduce the need for residential care beds and suites. 
o Potential policy changes could impact demand, such as shifts in government funding for aged care. 

▪ Population Forecast Reliability: The projections rely on Statistics NZ's medium scenario population forecasts; there is the 
potential for demographic shifts or unexpected events that could alter these projections. 

▪ Regional Variations: Local factors may influence demand, and the 85+ penetration rate might not capture these geographical 
nuances. 

▪ Replacement Rate: It is worth considering whether the 10% replacement rate might change over the forecast period due to 
evolving building standards or care requirements. 

▪ Economic Factors: Affordability could influence demand; for example, if most new residential care facilities brought to 
market involve care suites sold via an ORA, this will impact demand, as this product will not be an option for many NZ 
residents aged. 

▪ As with any long-term forecast, it's crucial to regularly review and update the projections as new data becomes available and 
market conditions evolve. 
 

  



9.0 COMPETITION & PRICE POINT INDICATORS  
 
9.1 Introduction 
 
The following section summarises the data in Appendix B, which presents a detailed analysis of three retirement village and 
residential care facilities in Te Awamutu, eight in Cambridge, four in Hamilton and a further three from the Waikato Region. 
There are also six further retirement villages in other New Zealand regions. 
 
The details provided for each retirement village and residential care facility cover various variables, including the 
owner/operator, address, website, the year the village opened to residents, unit typologies within the retirement village, and the 
number of units under each typology. Information also includes the care facilities available, minimum age of entry, location 
demand drivers, land and building areas, construction materials, and rateable value. Additional details encompass on-site 
facilities, price point indicators by unit typology and bedroom count, current or recently available units, ORA pricing, square 
meterage, and price per square metre. This section is followed by an analysis of the local residential market, utilising two data 
sources: CoreLogic valuations as of March 2025 for all properties observed within each SA2 area and REINZ sales data for the 
year ending March 2025 for each local suburb. 
 
The information in this section is sourced from individual retirement village websites and platforms such as Eldernet, Village 
Guide, RVA, NZCO, and Oneroof. In addition, data is collected through mystery shopper inquiries made directly to the sales teams 
at each retirement village. 
 
The following is a list of the retirement villages and residential care facilities analysed and summarised in Appendix B. 
 

Name      Location   Owner/Operator 
B 1.0 Te Awamutu 

B 1.1 Whai Mauri Ora    Te Awamutu  Arvida 
B 1.2 Highfield Country Estate   Te Awamutu  Highfield Country Estate 
B 1.3 Windsor Court Village   Ohaupo   Radius Care 

B 2.0 Cambridge 
B 2.1 Cambridge Oaks Village   Cambridge  Freedom Lifestyle Villages 
B 2.2 Cambridge Resthaven   Cambridge  Cambridge Resthaven Trusts Board 
B 2.3 Lauriston Park Retirement Village  Cambridge  Arvida 
B 2.4 Metlifecare St Andrew’s   Cambridge  Metlifecare 
B 2.5 St Kilda Retirement Village   Cambridge  Bupa 
B 2.6 Te Awa Lifecare Village   Cambridge  Hurst Lifecare & Te Awa Lifecare Village 
B 2.7 Patrick Hogan Retirement Village  Cambridge  Ryman 
B 2.8 Summerset Cambridge   Cambridge  Summerset 

B 3.0 Hamilton  
B 3.1       Tamahere Country Club   Tamahere/Hamilton Sanderson Group 
B 3.2       Tamahere Eventide   Tamahere/Hamilton Tamahere Eventide Home Trust 
B 3.3       Atawhai Assisi Home & Retirement Village Tamahere/Hamilton Tamahere Eventide Home Trust 
B 3.4       Summerset Down the Lane  Hamilton  Summerset 

B 4.0 Waikato Region 
 B 4.1 Matamata Longlands   Matamata  Freedom Lifestyle Villages 
 B 4.2 Lockerbie Village    Morrinsville  Lockerbie Estate Ltd 
 B 4.3 Longridge Country Estate   Paeroa   Longridge General Partner Ltd 
B 5.0 Other Regions 
 B 5.1 Rotorua Lakes Lifestyle Village  Rotorua    Freedom Lifestyle Villages 
 B 5.2 Papamoa Sands    Papamoa  Freedom Lifestyle Villages 
 B 5.3 Omokoroa Country Estate   Omokoroa  Sanderson Group 
 B 5.4 Warkworth Oaks    Warkworth  Real Living Group 
 B 5.5 Oakridge Villas    Kerikeri   Metlifecare 
 B 5.6 Te Puna Waiora    Kerikeri   Arvida 
 
9.2 Factors Influencing Retirement Village Units & Care Suite Pricing – New Zealand 
 
▪ Location and Market Factors 

o Geographic Location: Regional differences in living costs and property values across New Zealand significantly impact 
pricing. Villages in high-demand, high-cost areas typically command higher prices. 

o Market Demand: The level of demand for retirement village units in a specific area can drive prices up, especially in 
popular retirement destinations. 

o Village Occupancy Rates: High occupancy rates in a village or area may lead to higher pricing due to limited availability. 



▪ Village Characteristics: 
o Village Type: Retirement villages range from modest accommodations to luxurious resort-style communities. The level 

of amenities and services offered influences prices. 
o Age and Condition: Newer villages or those that have undergone recent renovations may have higher price points. 

▪ Pricing strategies, such as loss-leader prices, are designed to attract prospective residents or sell down the 
early stages of a new development. 

o Care Facilities: The availability and quality of on-site care facilities, including dementia-level care, can influence pricing, 
especially for care suites. 

▪ Unit Specifics: Unit type, size, and location are crucial in pricing. Features such as garaging, parking, and storage options can 
further affect the price points. 

▪  Services and Fees 
o Range of Services: The scope of services, such as meals, housekeeping, and healthcare, affects pricing. Villages with 

more extensive service offerings generally have higher price points. 
o Deferred Management Fee (DMF): The DMF, often between 25% and 30%, and the period over which it accrues are 

critical factors in pricing. 
o Weekly Fees: Although not included in the initial purchase price, the structure and amount of ongoing weekly fees 

significantly impact the overall cost for residents. Key considerations include whether these fees are fixed or variable 
and when they cease to apply. 

▪ Operator and Legal Considerations: 
o Operator Reputation: Well-established operators with strong reputations may command higher prices due to perceived 

quality and reliability. 
o Legal Structure: The specific legal arrangement (e.g., license to occupy, unit title) can influence pricing and long-term 

financial implications. 
o Capital Gains Policy: Some villages allow residents to share capital gains (or losses), which can affect pricing and the 

overall value proposition. 
▪ Additional Cost Factors: 

o Refurbishment Costs: Policies surrounding unit refurbishment upon a resident's exit can significantly influence the 
overall costs for residents. 

o Other Costs: Additional expenses, such as legal fees and the party responsible for covering them, along with 
promotional offers like six months of free weekly fees, also play a role in pricing and consumer decision-making. 

 
9.3 Market Positioning & Gap Analysis 

 
This section assesses the current market positioning of retirement villages and residential care facilities within the PCA and SCA. 
It evaluates each facility’s placement across two key dimensions: the continuum of care provided (from independent living to 
dementia care) and affordability. The purpose is to identify unmet demand, competitive clustering, and strategic development 
opportunities relevant to future projects such as the proposed 2050 Ohaupo Road development. 
 
9.3.1 Current Market Overview 
 
The PCA and SCA collectively offer a broad spectrum of retirement living and care options. However, supply is unevenly 
distributed across the care and affordability spectrum. 
 
Continuum of Care 
▪ PCA: Primarily composed of independent living-only villages (e.g., Highfield Country Estate, Whai Mauri Ora3), with Windsor 

Court as the only facility currently providing a full continuum of care, including residential services. 
▪ SCA: Features a more diverse range of facilities, with several villages (e.g., Cambridge Resthaven, Tamahere Eventide) 

offering integrated care models spanning independent living (IL), assisted living (AL), and specialist services such as dementia 
care. Newer developments like Te Awa Lifecare focus on high-care environments, including hospital-level support. 

Affordability 
▪ PCA: Most villages target the affordable to mid-range price segment. However, the absence of integrated care services at 

many of these facilities limits their appeal to aging residents seeking long-term continuity. 
▪ SCA: Shows a broader spread, with options ranging from low-cost trust-operated models (e.g., Cambridge Resthaven) to 

high-end and luxury offerings such as Tamahere Country Club. 
Operator Influence 
▪ Local charitable trusts and nonprofits typically drive affordability (e.g., Resthaven Trust). 
▪ Branded national operators (e.g., Arvida, Summerset, Ryman) are clustered in the mid to upper market, offering more 

comprehensive amenities and often care-integrated product types. 
  

 
3 Whai Mauri Ora is in the early planning stages for a 40-suite residential care facility; however, the commitment to proceed and the timing of development 
remain uncertain at this stage. 









9.5 Summerset Cambridge – Promotion Package 
 
Promotion: $30,000 cashback, $2,000 towards legal fees, a moving package and no weekly fees for 12 months—six months to 
sell a previous home, $40,000 whiteware cashback, garage carpet plus an additional $20,000 if settled by 30th June 2025. 
Promotion Package – Terms & Conditions: https://app.box.com/s/hf0gnmibeu7c3xugyyek7pb8wrd341bl. The following text 
summarises an analysis of the potential reasoning behind this extensive promotional package. 
 
The Retirement Village Market Landscape  
 
▪ Property Market Challenges in Cambridge and Waikato: The current property market conditions in Cambridge and the 

broader Waikato region create specific challenges for retirement village operators: 
o Sluggish Regional Property Market: The Waikato region experienced a 0.3% decline in property values in early 2025, 

creating a challenging environment for prospective residents trying to sell their existing homes. 
o Cambridge's Premium Position: With an average house value of $1,066,700, Cambridge is the most expensive suburb in 

Waipa District. This premium positioning necessitates attractive incentives to justify the investment for prospective 
residents. 

o Shifting Asking Prices: While Cambridge's median sale price increased slightly by 0.7% to $1,020,000, the median asking 
price declined by 4.3% to $1,100,000, suggesting sellers have to adjust expectations downward. 
 

▪ Summerset's Strategic Imperatives: Several factors within Summerset's business strategy appear to be driving their 
promotional approach: 
o New Development Momentum: Summerset Cambridge is still in development, with the residential care centre 

scheduled to open in late 2025. The village will eventually offer nearly 260 homes, including villas, cottages, and 
serviced apartments. Creating early sales momentum is crucial for new developments to validate the investment and 
fund ongoing construction. 

o Quarterly Sales Targets: Summerset's Q1 2025 metrics show they achieved 290 sales nationwide (132 new sales and 158 
resales), which was 14% higher than the same period in 2024. The company appears focused on maintaining this 
momentum through targeted promotions with specific settlement deadlines. 

o Regional Diversification Strategy: Summerset has highlighted that 50% of their sales are now coming from outside 
Auckland, Wellington, and Christchurch. This suggests a deliberate strategy to expand their regional presence, with 
Cambridge being an essential part of that approach. 
 

▪ The Economic Context: The promotional strategy must also be understood within the broader economic environment: 
o Construction Cost Pressures: The retirement village sector has faced an "inflationary economic environment" impacting 

construction costs. These increased costs need to be balanced with competitive pricing. 
o Consumer Financial Pressures: With the general economic climate creating financial pressure on retirees, the substantial 

cashback offers ($30,000 standard, with an additional $20,000 for early settlement) directly address affordability 
concerns. 

o Competitive Luxury Market: The retirement village sector is trending toward premium developments with a wide range 
of high-end amenities. Summerset Cambridge positions itself in this space. 
 

▪ Addressing Specific Barriers to Entry: The promotional package specifically addresses common barriers preventing potential 
residents from making the move: 
o Property Sale Uncertainty: The "six months to sell your previous home" offer directly addresses the anxiety many 

retirees feel about selling their existing property in an uncertain market. 
o Moving Costs: The comprehensive moving package removes the logistical and financial barriers associated with 

relocating. 
o Ongoing Fee Concerns: The "no weekly fees for 12 months" addresses concerns about ongoing costs, giving residents 

time to adjust to their new financial situation. 
o Settlement Timeline Pressure: The additional $20,000 incentive for settlements by June 30, 2025, creates urgency but 

also helps Summerset meet its quarterly financial targets. 
 

Summerset Cambridge's comprehensive incentive package represents a strategic response to current market conditions and 
company objectives. While the retirement village sector continues to experience strong long-term demand, short-term market 
conditions and competitive pressures necessitate these attractive offers to maintain sales momentum. The time-limited nature of 
these incentives suggests that Summerset is particularly focused on achieving strong Q2 2025 results while establishing its 
presence in the premium Cambridge market. For potential residents, these incentives present a significant opportunity to enter a 
premium retirement village at a reduced effective cost, potentially offsetting current property market challenges they may face 
when selling their existing homes. 

  









9.6.4 Lifestyle Village – Rosehill Lifestyle Village 
 
Rosehill Lifestyle Village, situated at 182 Gleneagles Drive in Te Awamutu, is a purpose-built residential development catering to 
independent adults aged 50 and over. The village comprises approximately 50 villas and is characterised by a strong community 
orientation and well-maintained shared amenities.  
 
A key distinguishing feature of Rosehill is its freehold title ownership structure, with residents acquiring full legal ownership of 
their villas instead of entering into a licence to occupy arrangement. This ownership structure confers several economic 
advantages: residents retain the right to realise any capital gains (or bear any capital losses) on their property and have the 
flexibility to sell their homes on the open market. This model contrasts with licence to occupy arrangements, where residents do 
not hold legal title and typically forgo capital appreciation in exchange for residency rights and access to communal facilities. 
 
Rosehill offers amenities and community features designed to enhance residents’ quality of life. The village includes a community 
hall equipped with a pool table, a large-screen television, a library, and recreational facilities such as a bowling green and a 
petanque court. An on-site manager oversees day-to-day operations and coordinates services such as lawn mowing, ensuring the 
ongoing maintenance of communal areas. Residents also benefit from organised community activities, including fitness classes, 
which foster social engagement and wellbeing. The village’s location provides additional convenience, being within walking 
distance of the Te Awamutu Mega Centre, supermarkets, medical services, and other retail outlets. 
 
The typical villas at Rosehill are well-appointed and designed for comfort and convenience. Most units, constructed between 
2010 and 2016, offer approximately 147 sqm of floor area and feature three bedrooms with one or two bathrooms. Each villa 
includes a double garage with internal access, a modern open-plan kitchen and dining area, and a heat pump for efficient climate 
control. High insulation and double glazing standards contribute to energy efficiency and year-round comfort. Private patios and 
low-maintenance gardens further enhance the appeal of these homes. 
 
Property Prices and Market Trends 
 
Recent Sales (2024) 
▪ Unit 21: Sold for $772,500 (February 2024) 
▪ Unit 25: Sold for $745,000 (March 2024) 
▪ Unit 30: Sold for $775,000 (March 2024; sold within 7 days of listing) 
 
Historical Price Growth: Rosehill Lifestyle Village villas have seen substantial capital appreciation over the past decade: 
▪ Unit 21: 

o 2007: $105,000 
o 2016: $420,000 
o 2024: $772,500 

▪ Unit 25: 
o 2007: $105,000 
o 2012: $120,000 
o 2024: $745,000 

▪ Unit 30: 
o 2007: $105,000 
o 2010: $120,000 
o 2012: $385,000 
o 2024: $775,000 

▪ Unit 36: 
o 2007: $210,000 
o 2016: $403,000 

 
Rental Market 
▪ Unit 30: Rented for $490/week (May 2021) 
▪ Unit 43: Rented for $350/week (June 2014) 
 
Monthly community fees: Apply for maintenance of common areas, amenities, and services  
Rates: Typical annual rates are around $2,800–$2,900 per unit. 
 
Summary: Rosehill Lifestyle Village offers a secure, community-focused environment for independent adults aged 50+. The 
freehold ownership model is a key advantage, allowing residents to build equity and benefit from capital appreciation. Recent 
sales indicate strong demand and stable values, with most villas selling in the $750,000 – $800,000 range as of early 2024. The 
village’s amenities, location, and ownership structure make it an appealing option for those seeking independent living with the 
benefits of a supportive community. 
  

 



10.0 ECONOMIC BENEFITS  
 
10.1  Addressing Critical Market Demand in an Aging Population 
The proposed development at 2050 Ohaupo Road responds to a shortage of retirement living options in Te Awamutu and the 
wider Waipa District. As highlighted in this report, the population of residents aged 70+ in the primary catchment area is 
projected to increase from 5,428 in 2025 to 8,990 by 2048, representing an increase of 3,562 residents or a 65.6% growth rate. 
This demographic shift significantly outpaces the total population growth rate of 16% forecast for the same period. 
 
Te Awamutu's current retirement village supply is just 226 units, with only 163 units identified in the development pipeline. 
WEBSTER's Net Latent Demand (NLD) Forecast Model indicates that by 2048, demand for retirement village units from primary 
catchment area residents will reach 675 units, creating a substantial net latent demand of 286 units even after accounting for 
existing and currently identified pipeline developments. 
 
More urgently, the model projects that demand from the primary catchment area will exceed the combined current supply and 
development pipeline by 2032/2033, highlighting the need for additional retirement accommodation options. The Retirement 
Village Association has identified that the shortfall of appropriate retirement housing and care capacity is already at a "crisis 
point" with demand outstripping supply4. 
 
The proposed development, which includes around 340 retirement village units (180 villas and 160 apartments) and 160 fee-
simple senior living dwellings, is strategically positioned to address this significant market gap. This scale of development 
represents a meaningful intervention in the local retirement housing market and would help alleviate the projected supply 
shortfall in the long term. 
 
10.2  Substantial Direct Economic Impact During Construction 
The Harlow Te Awamutu development is projected to generate significant direct economic benefits during its construction phase, 
driven by its scale, staged delivery, and alignment with regional housing and infrastructure priorities. The following impacts are 
anticipated:   
 
10.2.1 Employment Generation and Wage Contributions 
The construction of 500 dwellings and associated infrastructure will create substantial employment opportunities. 
▪ Job Creation 

o Planning/Design Phase: Full-time employment for around 30 professionals (planners, engineers, architects) over six 
months, generating around $1 million in wages.   

o Land Development Phase: Full-time roles for around 90 workers (earthworks, civil engineers, labourers) over 18 months, 
contributing around $10 million in wages.   

o Dwelling Construction Phase: Full-time employment for around 420 workers (builders, electricians, landscapers) over 
three years, with around $80 million in wages.   

o Total: around 540 full-time equivalent (FTE) jobs and $91 million in wages over the construction period.   
▪ Indirect Employment: Additional roles in logistics, material supply, and retail sectors supporting construction activities.   
 
10.2.2 Local Business & Supply Chain Stimulus  
▪ Procurement: Local contractors and suppliers will benefit from around $24 million in annual spending on materials (e.g., 

timber, concrete), equipment rentals, and services during peak construction.   
▪ Infrastructure Partnerships: Collaboration with Waikato-based firms for roading, water, and wastewater upgrades will retain 

spending within the sub-region.   
 
10.2.3 Addressing Housing Shortfalls   
▪ Market Competition: The project introduces 340 retirement-specific units (villas, apartments) and 160 fee-simple senior 

homes, addressing a shortfall identified by the Retirement Village Association. This influx will:   
o Reduce price inflation pressures in Te Awamutu’s senior housing market.   
o Free up existing housing stock for younger families, improving overall market fluidity.   

▪ Infrastructure Leverage: Developer-funded water, wastewater, and stormwater systems ($10 million investment) reduce 
upfront council costs while unlocking long-term growth capacity.   

 
10.2.4  Regional Economic Multipliers   
▪ Construction Spending: Every $1 million invested in construction generates around $2.15 million in regional GDP through 

supply chain activity and household spending.   
▪ Skill Development: Apprenticeships and upskilling programs for local tradespeople will enhance workforce capabilities for 

future projects.   

 
4 https://environment.govt.nz/assets/what-government-is-doing/Fast-Track-Unlisted/Harlow-Te-Awamutu/150.01-response-ANON-URZ4-5FS1-M_Redacted.pdf 
5 If materials or labour are sourced outside the Waikato Region, the multiplier decreases. 



 
10.2.5 Limitations & Risks 
▪ Infrastructure Delays: NZTA opposition to the SH3 access design could postpone Stage 1 earthworks, deferring wage 

injections and contractor engagement.   
▪ Policy Dependencies: Approval of Plan Change 29 and Future Proof Strategy amendments is critical to commence 

construction. Delays risk escalating costs and reducing feasibility.   
▪ Market Sensitivity: Economic benefits assume stable demand for senior housing. A downturn in retiree migration or 

competing developments could slow absorption rates.   
▪ Funding Uncertainty: Reliance on private investment and bank lending introduces exposure to interest rate fluctuations.   
 
10.2.6 Section Conclusion   
The Harlow Te Awamutu project will deliver an estimated $91 million in direct wages and sustain over 500 jobs during 
construction, positioning it as a catalyst for short-term economic growth in the Waipā District. The project aligns with national 
priorities under the NPS-UD and NPS-HPL by addressing acute housing shortages and leveraging developer-funded infrastructure. 
However, timely resolution of transport access conflicts and policy approvals is essential to realise these benefits.   
 
10.3  Enduring Operational Economic Benefits 
 
10.3.1  Long-Term Employment Creation 
The operational phase of the retirement village will create sustainable long-term employment opportunities across various skill 
levels. Based on industry staffing ratios and the proposed scale of the development, the project is expected to generate: 
▪ 70 - 90 permanent full-time equivalent positions once fully operational 
▪ Employment across diverse roles, including healthcare, administrative, hospitality, maintenance, grounds keeping, and 

management positions 
▪ Career development opportunities in one of New Zealand's fastest-growing sectors 
 
This employment creation is particularly valuable in Te Awamutu, where the development would become a significant local 
employer. The retirement village sector currently shows strong demand for workers across New Zealand, with multiple job 
listings for care, administrative, and operational roles6. The development would create much-needed local employment options, 
reducing commuting requirements for local residents and supporting community well-being. 
 
10.3.2  Local Supply Chain Benefits 
The ongoing operation of the proposed development will generate substantial economic activity through local supply chains. 
Research on retirement villages and residential care facilities indicates that annual operational expenditure typically includes: 
▪ Regular procurement of goods and services from local businesses 
▪ Ongoing maintenance and refurbishment contracts 
▪ Utilities and service provision 
▪ Food and catering supplies 
▪ Healthcare equipment and services 
These operational expenditures create sustainable economic flows that benefit the wider Te Awamutu business community and 
provide ongoing stimulus to the local economy beyond the initial construction phase. 
 
10.4  Enhanced Housing Market Dynamics 
 
10.4.1  Housing Market Liquidity & Affordability 
The introduction of 500 purpose-built senior living units to the Te Awamutu market would have positive flow-on effects for the 
broader housing market: 
▪ Enabling older residents to downsize from larger family homes, freeing up existing housing stock for younger families 
▪ Improving housing market liquidity through increased transaction activity 
▪ Potentially moderating house price growth through increased overall housing supply 
▪ Creating "housing chains" where each retirement village move can trigger multiple subsequent property transactions 
 
This report estimates that retirement village residents in Te Awamutu predominantly originate from the local area, with 
approximately 30% from the PCA, 25% from the SCA, and 30% from the remainder of the Waikato Region. This indicates that the 
development would primarily serve local residents, creating a cascade effect in the local housing market as their existing homes 
become available to other buyers. 
 
 
 
 
 

 
6 https://www.seek.co.nz/retirement-village-jobs 



10.4.2  Increasing Housing Choice & Diversity 
The proposed development would significantly enhance the diversity of housing options available to older residents in Te 
Awamutu. The current supply of retirement village units is limited, with only 226 units available in the primary catchment area. 
Additionally, existing options are concentrated in specific market segments, with gaps identified in the premium integrated care 
and affordable full-care segments. 
 
By introducing both traditional retirement village units and fee-simple senior living dwellings, the development provides: 
▪ Greater choice in housing typology and price points 
▪ Options for both purchase and rental accommodation 
▪ Housing solutions that can adapt to changing care needs over time 
▪ Accommodation designed specifically for the preferences and requirements of older residents 
 
10.5 Community Infrastructure & Service Enhancement 
 
10.5.1  Investment in Community Infrastructure 
The proposed development includes significant community facilities and infrastructure that would benefit both residents and the 
wider Te Awamutu community: 
▪ Healthcare facilities that could potentially serve the broader community 
▪ Recreational amenities, including potential swimming pools, bowling greens, and fitness facilities 
▪ Community spaces for events and activities 
▪ Landscaped outdoor areas and gardens 
▪ Supporting local retailers and service providers 
 
These investments represent a substantial addition to Te Awamutu's community infrastructure, enhancing the town's appeal and 
livability for residents of all ages. 
 
10.5.2  Healthcare System Benefits 
The development's managed care facilities would deliver significant healthcare system benefits: 
▪ Reducing pressure on public healthcare services through preventative and on-site care 
▪ Providing a continuum of care options from independent living through to higher-level care 
▪ Enabling aging in place, reducing transitions between different care settings 
▪ Potentially attracting additional healthcare professionals to the area 
 
Given Te Awamutu's aging demographic profile, with 18.1% of the population aged 65+ (compared to the North Island average of 
15.9%), these healthcare benefits would address existing and growing needs in the community. 
 
10.6  Council Revenue & Infrastructure Efficiency 
 
10.6.1  Enhanced Council Revenue Base 
The development would generate significant revenue for Waipa District Council through: 
▪ Development contributions during the construction phase 
▪ Ongoing rates revenue from a high-value development 
▪ Reduced per-capita infrastructure costs through efficient land use 
▪ User charges for council services 
 
This increased revenue stream would support the Council's ability to fund services and infrastructure for the wider community, 
delivering benefits beyond the immediate development. 
 
10.6.2  Efficient Infrastructure Utilisation 
Retirement villages and senior living developments typically demonstrate efficient infrastructure utilisation compared to 
standard residential developments: 
▪ Lower peak-hour traffic generation, reducing the roading infrastructure requirements 
▪ More efficient water and wastewater usage patterns 
▪ Reduced demand on certain council services (e.g., schools) 
▪ Planned, comprehensive development rather than incremental growth 
 
These efficiency benefits align with Waipa District Council's growth management objectives, which note that "It's a delicate 
balancing act to put the infrastructure where it's needed while still maintaining the special character people value"7. The 
proposed development represents an efficient use of infrastructure in a location already identified for growth. 
 
 

 
7 https://www.waipadc.govt.nz/our-council/news?item=id%3A2exom9jwt1cxby3xfvck 



10.7  Economic Benefits of the Development Model 
 
10.7.1  Innovative Mixed Tenure Approach 
The proposal's inclusion of both traditional retirement village units (under the Retirement Villages Act) and fee-simple senior 
living dwellings introduces an innovative approach that delivers additional economic benefits: 
▪ Greater diversity of price points, increasing accessibility across income levels 
▪ Different ownership structures catering to varied financial circumstances 
▪ Potential rental options for seniors who prefer not to tie up capital 
▪ Potential for staged equity release through various financial models 
 
This innovative approach directly addresses concerns noted in this report regarding limited financial model flexibility in the 
current retirement village market. There is currently a gap in hybrid offerings and financial model flexibility. 
 
10.7.2  Strategic Alignment with Regional Growth Patterns 
Te Awamutu has been identified as an area forecast to grow at a rapid rate over the next 20 years8. The proposed development 
strategically aligns with this growth projection while specifically addressing the needs of the fastest-growing demographic 
segment – older residents. 
This alignment delivers economic efficiencies by: 
▪ Concentrating development in a designated growth area 
▪ Maximising return on planned infrastructure investments 
▪ Supporting the Council's strategic growth management objectives 
▪ Creating a critical mass of residents to support local businesses and services 
 
10.8  Comparison with Existing Facilities & Market Demand 
 
This report identifies clear market gaps in the Te Awamutu retirement accommodation sector, particularly noting: 
▪ Limited options combining high-quality independent living with on-site care facilities 
▪ Few facilities offering a clear transition pathway from independent living to assisted living to care 
▪ Shortage of premium integrated care facilities 
▪ Limited affordable, high-quality independent living options 
The proposed development directly addresses these identified gaps through its comprehensive design incorporating: 
▪ A full continuum of care from independent living through to managed care 
▪ Modern, purpose-built facilities designed to current expectations 
▪ A range of unit types and price points across different market segments 
▪ Supporting amenities that promote active, engaged lifestyles 
 
Addressing these specific market gaps would significantly enhance Te Awamutu's retirement living sector and position the town 
to meet the needs of its growing older population. 
 
10.9  Summary of Economic Benefits 
 
The proposed development at 2050 Ohaupo Road represents a significant economic opportunity for Te Awamutu and the wider 
Waipa District. It would deliver substantial economic benefits through: 
▪ Addressing accommodation-related market demand in an aging population 
▪ Generating significant employment during both the construction and operational phases 
▪ Enhancing housing market dynamics and increasing housing choice 
▪ Investing in community infrastructure and healthcare services 
▪ Contributing to council revenue and infrastructure efficiency 
▪ Introducing innovative housing models that address identified market gaps 
 
These economic benefits align with the area's market demand and strategic growth objectives, positioning the development as a 
valuable contributor to Te Awamutu's economic future.  
 
  



11.0 SUMMARY 
 
11.1 Introduction (Section 2.0) 
 
Te Awamutu Developments Ltd is pursuing a major senior living and residential care initiative at 2050 Ohaupo Road, Te 
Awamutu. This proposal encompasses a comprehensive master-planned development comprising a retirement village, a 
residential care facility, and an additional precinct of age-targeted fee-simple dwellings (lifestyle village). This economic report 
aims to support strategic planning and investment decisions by assessing the viability and benefits of the proposed development 
within the context of Te Awamutu’s evolving demographic and economic landscape. 
 
This assessment provides an analysis of the lifestyle village, retirement village, and residential care sectors in Te Awamutu and its 
surrounding areas. It examines current and forecasted demand, evaluates existing supply and the development pipeline, and 
explores strategic opportunities in pricing, product mix, and market positioning. The report is underpinned by net latent demand 
(NLD) forecasting, population and ethnicity-based projections, and location-specific affordability and competition assessments. 
 
Key areas of focus include the alignment of proposed unit typologies with demographic trends, the balance of care and 
independent living models in the market, and the relative affordability of the current supply compared with local residential 
property valuations. The analysis draws from core data sources such as Statistics New Zealand, REINZ, CoreLogic, WEBSTER’s 
proprietary village and care databases, and publicly available planning documents. 
 
11.2 Location Overview (Sections 3.1 & 3.2) 
 
Te Awamutu presents a strategically advantageous location for lifestyle villages, retirement villages, and residential care facilities, 
offering a compelling balance of affordability, accessibility, and regional connectivity. Situated in the heart of the Waikato Region, 
the township combines rural charm with urban convenience, making it an increasingly attractive destination for older residents 
seeking a relaxed yet well-serviced living environment. 
 
Te Awamutu’s flat terrain, compact urban form, and moderate climate enhance mobility and liveability for senior residents. The 
town enjoys strong regional links via State Highway 3 and is located just 30 kilometres south of Hamilton, providing convenient 
access to Waikato Hospital and other advanced medical services. Within the town itself, residents benefit from modern primary 
healthcare, recreational parks, and a broad mix of retail and civic amenities. A well-established identity as the “Rose Capital of 
New Zealand” also reinforces Te Awamutu’s appeal through strong community pride and cultural character. 
 
From a development standpoint, Te Awamutu offers ample greenfield land at a lower cost than major centres, supporting cost-
effective delivery of high-quality accommodation. The Waipā District Council actively supports retirement-focused development 
in response to ageing population trends, with planning and regulatory settings conducive to long-term investment. 
 
However, certain limitations must be acknowledged. The absence of a full-service hospital within the town may affect some care 
models, and local public transport coverage is limited, potentially impacting non-driving residents. The town’s modest scale also 
constrains retail variety and entertainment options. Nevertheless, these factors are largely offset by proximity to Hamilton, 
favourable development economics, and the strength of local social infrastructure. Overall, Te Awamutu offers a well-rounded 
environment for senior living, supported by demographic momentum and a pro-growth civic framework. 
 
11.3 Catchment Areas & Sales Origin Percentages (Sections 3.3 & 3.4) 
 
Primary and Secondary Catchment Areas 
▪ Refer to Maps 4a and 4b, which define the Primary and Secondary Catchment Areas (PCA & SCA) applied in this assessment. 

These maps illustrate the current distribution of lifestyle and retirement villages and the development pipeline identified in 
the WEBSTER NZRVD (NZ Retirement Village Database). 

▪ Maps 5a and 5b show the current operating residential care facilities and the planned pipeline developments in the PCA and 
SCA, as recorded in the WEBSTER NZRCFD (NZ Residential Care Facility Database). 

 
Sales Origin Percentages 
▪ Retirement Village and Lifestyle Units: An estimated 30% of unit sales are projected to originate within the PCA, with an 

additional 25% from the SCA. A further 30% of demand is expected from the wider Waikato Region, and 15% from outside 
the region. These proportions may vary depending on the quality of the product offering, marketing strategies, and the 
competitiveness of the development relative to existing and future alternatives. 

▪ Residential Care Facility: Approximately 80% of care facility residents are expected to be drawn from within the PCA and 
SCA. Around 15% are expected to come from the broader Waikato Region, and a small share—approximately 5%—from 
outside the region. This localised demand profile aligns with established patterns of aged care uptake, which tend to favour 
proximity to existing support networks. 

 



11.4         Local Residential Market (Section 4.0) 
 
▪ Te Awamutu’s residential property market has experienced strong capital appreciation over the past decade. In the REINZ 

Study Area One, the median sales price for residences increased from $314,000 in the year ending March 2015 to $695,000 
in the year ending March 2025, representing a growth of 121%. 

▪ This growth outperformed both national and regional benchmarks. Over the same period, New Zealand’s median residential 
sales price (excluding Auckland) increased by 103%, from $352,000 to $715,000, while the national median (including 
Auckland) rose by 80%, from $446,000 to $803,000. 

▪ CoreLogic’s March 2025 valuation data shows that residential dwellings in the PCA had a median value of $716,600 and a 
75th percentile value of $834,600, across nearly 8,000 observed properties. In the SCA, the median was higher at $794,500, 
with a 75th percentile valuation of $918,600, indicating relatively strong residential values across the wider catchment. 

▪ Liquidity indicators suggest a moderately active market. Median days to sell for residence properties were 50 days in the 
PCA, slightly slower than the Waikato Region and the national average of 44 days, but still within a healthy range.  
 

11.5         Wealth Indicators & Demographic Profiles (Section 5.0) 
 
▪ Te Awamutu and the broader Waikato Region display a mix of economic vitality and affordability pressures that influence the 

retirement and residential care sectors. GDP per capita in the Waikato Region stood at $67,000 in the year ending March 
2023—12% below the national average of $75,300—while median household income was $110,500, also below the national 
median of $122,500. Despite this, housing affordability is comparatively favourable, with a lower mortgage affordability 
index (0.60) than the national average (0.67), reflecting relatively lower housing costs. 

▪ Among residents aged 65+, the median personal income in the Waikato Region was $26,000 in 2024, slightly above the 
national median of $25,600. Income growth among this group also outpaced the national average. In the PCA, 12.7% of 
residents aged 70+ earned $70,000 or more annually, above both the Waikato and national results, indicating the presence 
of a reasonably affluent older population that may be able to access premium retirement options. 

▪ Homeownership among older residents is high: 81% of those aged 65+ in the PCA and 80% in the SCA own their homes, 
exceeding the national average of 76%. This supports the likelihood of equity-funded entry into retirement village 
accommodation via ORAs. 

▪ The demographic profile of the aging population is predominantly European, particularly among the oldest cohorts. In the 
PCA, over 97% of residents aged 85+ identify as European, with Māori, Pacific, and Asian groups making up a very small 
proportion. However, regional projections indicate that ethnic diversity will increase significantly over the next two decades, 
particularly among Asian and Māori groups, signalling future demand for culturally responsive services and facilities. 

▪ Social indicators point to increasing vulnerability among older residents. In the PCA, 19.2% of people aged 65+ are widowed 
and 21.7% live alone, figures that are consistent with national averages and reflect heightened social isolation risks in older 
age. These findings emphasise the value of community-oriented retirement developments that foster engagement and 
support resident wellbeing. 

▪ According to the 2023 New Zealand Deprivation Index, the PCA recorded a score of 5.0, slightly lower than the SCA at 5.4 
but higher than the Waipā District average of 4.3. This suggests moderate levels of socioeconomic deprivation compared to 
regional and national benchmarks. In more detailed geographic analysis, only around 20% of older residents in the PCA live 
in the least deprived areas (NZDep 1–3), reinforcing the need for a diversity of price points to support accessibility across 
income levels. 

 
While Te Awamutu’s older population exhibits high homeownership rates and relatively stable income levels, there is variability 
in wealth and living conditions. Operators must balance affordability with aspirational product offerings to effectively serve a 
broad cross-section of the senior market. 
 
11.6         Population Projections (Section 6.0) 
 
▪ The aging population in Te Awamutu’s primary and secondary catchment areas is projected to grow significantly between 

2023 and 2048, with strong implications for demand across the lifestyle, retirement, and residential care sectors. 
▪ Primary Catchment Area: The population aged 70+ is expected to increase by 79%, from 5,010 in 2023 to 8,990 by 2048. The 

“oldest old” cohort (85+) is forecast to grow substantially, rising by 208% from 725 to 2,235. By 2048, residents aged 85+ will 
make up 25% of the PCA’s 70+ population, compared to just 14.5% in 2023. 

▪ Secondary Catchment Area: The population aged 70+ is projected to increase by 98%, from 10,490 in 2023 to 20,805 by 
2048. The 85+ cohort is expected to rise by 182%, from 1,760 to 4,970. By 2048, those aged 85+ will comprise 24% of the 
SCA’s 70+ population, up from 17% in 2023. 

▪ These projections reflect a significant aging trend in both catchment areas. By 2048, the proportion of the total population 
aged 70+ will grow from 13% to 20% in the PCA and from 12% to 17% in the SCA. The population aged 85+ will also become 
a much larger share of the community, reinforcing the need for expanded aged care and age-appropriate housing options. 

▪ The projected demographic shifts underscore the urgency of planning for a diverse and scalable accommodation offering 
that meets the evolving needs of both independent retirees and those requiring higher levels of care. 
 

 



11.7 Retirement Villages – Supply & Development Pipeline (Sections 7.1 to 7.4) 
 

▪ Retirement Village Supply (Table 11): The PCA contains five retirement villages offering 226 independent living units. Only 
one facility offers a continuum of care (Windsor Court), while another (Whai Mauri Ora) has a 40-bed care facility planned. 
The remaining villages operate without integrated care services. The SCA has 14 operational villages providing 1,648 units, 
comprising both independent living and serviced apartments. Nine villages currently offer a continuum of care, and three 
have care facilities in their development pipeline. 

▪ Retirement Village Unit Typology Distribution (Table 12): Villas dominate the unit mix within the PCA and SCA, accounting for 
80% of all retirement village units across the total catchment. Serviced apartments comprise 6%, while independent 
apartments, townhouses, and cottages represent the remaining balance. Compared to national averages—where villas 
account for 48% and independent apartments 25%—the local market prefers lower-density, standalone housing, consistent 
with regional expectations and land availability. 

▪ Building Consent Data – New Retirement Village Units (Section 7.2): In the Waipā District, building consents for new 
retirement village units peaked in 2023 at 346 units, driven by large-scale developments such as Summerset Cambridge and 
Patrick Hogan Retirement Village. However, this was followed by a sharp decline, with only around 50 new consents per year 
recorded in 2024 and 2025. Excluding 2023, the average annual volume of consents since 2015 has been just 52 units. 
Average floor areas have remained stable at around 117–122 sqm, reinforcing a consistent villa-style design format. 

▪ Retirement Village Facilities (Section 7.3): Facility offerings vary widely across villages in the PCA and SCA. Larger villages 
operated by national providers such as Arvida, Summerset, and Ryman include purpose-built clubhouses, cafes, wellness 
centres, and extensive communal amenities. In contrast, smaller village models tend to focus on low-maintenance housing 
with fewer shared services, often operated by charitable trusts or local organisations. 

▪ Retirement Village Development Pipeline (Section 7.4): The identified development pipeline in the PCA is limited to 124 
units at Whai Mauri Ora and 39 units at Highfield Country Estate, totalling 163. The SCA, by contrast, has 12 developments 
underway or in the pipeline, with a total of 1,464 units. 

▪ Key Observation: The PCA has a notably high ratio of care beds to retirement village units (1.22), significantly above national 
and regional averages, which suggests a potential undersupply of independent living units in the area (section 7.1.1).  
 

11.8      Retirement Village Units Net Latent Demand Forecasts - 2025/2048 (Section 7.5) 
 
Section 7.5.1 outlines the methodology used to estimate future demand for retirement village units, including a detailed 
explanation of the penetration rate (PR) metric. Section 7.5.2 summarises the results of the WEBSTER retirement village unit 
demand model, with supporting tables and graphs detailing projected demand, existing supply, and net latent demand across 
geographic areas. 
Primary Catchment Area – Table 17 and Graph 11 
▪ The number of residents aged 70+ is projected to increase from 5,428 in 2025 to 8,990 in 2048, an increase of 3,562. 
▪ The current supply of units stands at 226, and 163 units have been identified as being in the development pipeline. 
▪ The forecast model indicates that by 2048, 675 retirement village units could be in demand by PCA residents if the 70+ 

penetration rate increases gradually over the forecast period up to 9.0% in 2048. 
▪ After accounting for the existing supply and the identified development pipeline, the net latent demand is estimated to be 

286 retirement village units by 2048. 
▪ The cumulative new demand as a percentage of the identified development pipeline will rise from 12% in 2025 to 92% by 

2032 and 105% by 2033; this suggests that the demand for retirement village units from residents living within the PCA will 
surpass the combined current supply and pipeline in 2032/2033. 

Secondary Catchment Area – Table 18 and Graph 12 
▪ The number of residents aged 70+ is projected to increase from 11,316 in 2025 to 20,805 in 2048, an increase of 9,489. 
▪ The current supply of units stands at 1,648, and 1,464 units have been identified as being in the development pipeline.  
▪ The forecast model indicates that by 2048, 3,666 retirement village units could be in demand by SCA residents if the 70+ 

penetration rate increases gradually over the forecast period up to 21.0% in 2048. 
▪ After accounting for the existing supply and the identified development pipeline, the net latent demand is estimated at 554 

retirement village units by 2048. 
▪ The cumulative new demand as a percentage of the identified development pipeline will rise from 5% in 2025 to 96% by 

2040 and 102% by 2041; this suggests that the demand for retirement village units from residents living within the SCA will 
surpass the combined current supply and pipeline in 2040/2041. 

Waikato Region (Table 19 and Graph 13) 
▪ The number of residents aged 70+ is projected to increase from 67,770 in 2025 to 113,550 in 2048, an increase of 45,780. 
▪ The current supply of units stands at 4,915, and 3,252 units have been identified as being in the development pipeline. 
▪ The forecast model indicates that by 2048, 11,981 retirement village units could be in demand by Waikato Region residents 

if the 70+ penetration rate increases gradually over the forecast period up to 12.5% in 2048. 
▪ After accounting for the existing supply and the identified development pipeline, the net latent demand is estimated at 

3,814 retirement village units by 2048. 
▪ The cumulative new demand as a percentage of the identified development pipeline will rise from 4% in 2025 to 99% by 

2035; this suggests that the demand for retirement village units from residents living within the Waikato Region will surpass 
the combined current supply and pipeline in 2035. 



11.9 Residential Care Facilities (Section 8.0) 
 
▪ New Zealand’s aging population is placing growing pressure on the country’s residential care infrastructure. While much of 

the increased care demand over the past two decades has been absorbed through expanded home support and aging-in-
place strategies, this model is becoming increasingly unsustainable, particularly as the 85+ age cohort enters a period of 
accelerated growth. Nationally, the number of residents aged 85 and over is projected to rise from 103,800 in 2025 to 
403,600 by 2073, a 289% increase. As a result, demand is expected to shift further toward higher-dependency services such 
as hospital-level and dementia care. 

▪ This trend has already manifested in the composition of care services over the past decade, with a gradual transition from 
low-dependency rest home beds to hospital and dementia-level care beds and suites. In response, the integration of care 
services into retirement village environments—particularly via the care suite model—has emerged as a flexible and 
financially resilient solution for operators, while providing residents with continuity of care in familiar surroundings. 

▪ Section 6.2.1, Table 21, outlines the current supply of residential care beds and suites across the PCA and SCA. As of April 
2025, the PCA contains an estimated 275 care beds and suites, while the SCA contains 896, reflecting a significant regional 
care footprint. However, many of these facilities are aging, with 80 beds in the PCA and 423 beds in the SCA estimated to be 
in facilities established before 1980. 

▪ Table 22 details the development pipeline within the residential care section. WEBSTER has identified a residential care 
development pipeline totalling 60 care beds and suites in the PCA; however, the timing and certainty of delivery for both 
projects remain unclear. Within the SCA, Te Awa Lifecare has proposed the addition of 41 care suites designed to provide 
rest home and hospital-level care. In addition, six new care facilities are planned, comprising 345 beds and suites. This brings 
the SCA's total residential care development pipeline to 386 beds and suites. 

▪ Occupancy Rate Indicators: Table 23 provides the occupancy data recorded in the Ministry of Health (MoH) audits of the 
residential care facilities in the catchment areas. The overall result is an occupancy rate of 85% in the PCA and 87% in the 
SCA. Table 24 provides a range of data points from the Te Whatu Ora ARC Quarterly Reporting Survey – September 2023. 
Overall, the Waikato District Health Board had an occupancy rate of 91%, while the national rate was 90%. 

▪ With limited additions to supply and a growing 85+ population, the Te Awamutu area is expected to face mounting demand 
for residential care facilities. Operators with integrated care offerings or scalable care suites will be best positioned to meet 
this challenge while also aligning with evolving market and funding structures. 

 
Residential Care Beds & Suites - Forecast Demand (Sections 8.2.5 to 8.2.10) 
 
The demand for residential care beds and suites across the PCA, SCA, Waikato Region, and North Island is projected to increase 
substantially between 2025 and 2048, driven by the significant growth of the 85+ population. Applying a 36% penetration rate 
and a 10% replacement factor for ageing stock, the model estimates that 49,615 additional care beds and suites will be needed 
across the North Island by 2048—including 6,592 in the Waikato Region, 1,189 in the SCA, and 542 in the PCA. The annualised 
demand equates to 2,157 beds per year in the North Island, far exceeding the capacity of the currently identified development 
pipeline, which would meet just 2.6 years of average annual demand at the national level (see table 25).  
 
The sector also faces challenges related to ageing infrastructure. In the SCA, 47% of care beds are in facilities built before 1980, 
raising concerns about suitability, compliance, and cost efficiency. While the SCA appears oversupplied on paper, with 206 more 
beds than needed to meet the 36% benchmark, high occupancy rates (87%) suggest it functions as a regional hub, serving 
demand from outside its immediate boundaries. Conversely, the PCA is slightly undersupplied by 16 beds but has limited new 
capacity planned. 
 
Overall, supply levels and the identified development pipelines fall short of what is required to meet forecast demand, 
particularly from 2030 onward. This shortfall underscores the urgent need for sustained investment in both new care capacity 
and the renewal of ageing facilities. Without a strategic and coordinated response, the sector risks a significant capacity deficit as 
the population ages. 
 
11.10 Competition Analysis & Price Point Indicators (Section 9.0)  
 
This section analyses the competitive landscape and price point indicators within the Waikato Region, specifically focusing on the 
Te Awamutu, Cambridge, and Hamilton submarkets. The analysis draws from WEBSTER’s proprietary databases, supplemented 
by REINZ and CoreLogic data, operator disclosure statements, investor documents, and mystery shopper investigations. 
 
▪ Key Findings on Pricing Influences 

o Locational factors, product typology, and operator-specific attributes drive unit pricing. Villages closer to urban centres, 
such as Cambridge and Hamilton, typically command higher prices than those in more peripheral areas like Te 
Awamutu. Unit-specific features significantly influence price points, including size, configuration, and attached garaging. 
Operator reputation, the legal tenure model (e.g. license to occupy or freehold), weekly fees, village facilities and the 
structure of deferred management fees (DMF) and capital gain sharing arrangements also shape perceived value, as 
does the level of continuum of care offered.  
 



▪ Market Positioning & Gap Analysis  
o This analysis evaluates retirement living and care facilities in the PCA and SCA, focusing on the care continuum and 

affordability to identify strategic opportunities for developments like the proposed 2050 Ohaupo Road project. The PCA 
is dominated by independent living only villages, such as Highfield Country Estate, with Windsor Court as the sole 
facility offering a full continuum of care, including dementia support. In contrast, the SCA features greater diversity, with 
integrated care models and newer high-care developments like Te Awa Lifecare, emphasising hospital-level support.  

o Affordability in the PCA leans toward mid-range pricing, but the lack of integrated care limits appeal for aging residents. 
The SCA spans a broader spectrum, from low-cost trust-operated facilities to luxury offerings like Tamahere Country 
Club. Nonprofits drive affordability, while national operators like Arvida and Summerset focus on mid-to-upper markets 
with comprehensive amenities. 

o Affordable, high-quality independent living remains a critical gap, as sub-$600,000 units in the PCA (e.g., Windsor Court) 
are often outdated. Opportunities exist to deliver compact, modern homes (80–100 sqm) with competitive deferred 
management fees (DMF <25%). Premium Integrated Care Facilities are scarce, with few options combining high-spec 
independent living and on-site dementia/hospital care. Developing high-end villages targeting retirees seeking care 
continuity could address this. 

o Specialised dementia care is concentrated in older facilities like Tamahere Eventide, creating room for modern, purpose-
built environments with sensory gardens and specialised staff training. Transitional living models are underdeveloped, 
as few facilities enable seamless transitions from independent living to dementia-level care. Flexible complexes 
supporting aging-in-place strategies could fill this void. 

o For younger retirees (55–65), lifestyle villages are limited, while wellness-focused villages with gyms, coworking hubs, 
and nature access present an opportunity. Finally, financial model flexibility is lacking, as most operators use standard 
DMF structures (30% over the first two to four years). Hybrid models, such as reduced DMF paired with capital gain 
sharing, could differentiate future projects. 

▪ Strategic Development Opportunities  
o Proposed strategies to address gaps in the PCA include developing a premium integrated care village with luxury 

independent living and on-site hospital/dementia care, emphasising wellness amenities like an onsite GP and fitness 
studio. An affordable full-care village replicating the Resthaven Trust model for budget-conscious retirees. A purpose-
built dementia-focused facility with secure, sensory-rich environments and a hybrid transitional complex integrating 
independent living, assisted living, and care within a single adaptable footprint.  

o Key recommendations for the 2050 Ohaupo Road project suggest mid-tier pricing ($595,000 – $900,000), a 65% focus 
on 2-bed villas, staged care facility rollout, and a "health-first living" unique selling point with innovative financial 
models (i.e. 20% DMF over the first 5 years + 10% capital gain sharing).  

o The site’s location supports a mid-market care-integrated village addressing affordability gaps or a premium boutique 
development targeting affluent retirees, capitalising on underserved demand for high-spec, high-care options. 

 
This analysis highlights the need for greater product diversification to meet evolving expectations and demographic realities 
within the Te Awamutu area, addressing the gaps in residential care, particularly dementia level care and mid-tier assisted living, 
while maintaining affordability for equity-rich but income-constrained retirees, will be critical to achieving sustainable market 
positioning and improving resident outcomes across the care continuum. 
 
11.11 Market Risks & Mitigation Strategies 
 
▪ Oversupply and Affordability Risks: While long-term demand for senior accommodation options in Te Awamutu’s PCA and 

SCA is strong, there is a risk of short-term oversupply, particularly in the SCA, where the existing retirement village stock and 
pipeline of units are substantial. The care sector is also at risk of saturation, with the SCA already exceeding the benchmark 
penetration rate for care beds and suites, relying on demand from outside the area to maintain high occupancy rates. In 
contrast, the PCA is slightly undersupplied in care and retirement village units, suggesting a local opportunity, but only if 
future development is carefully timed and responsive to real-world demand. 
 

▪ Affordability presents a more structural risk. Retirement villas priced at $750,000 – $800,000 are only viable for seniors with 
significant home equity, and care suites may be unaffordable for many unless they are already residents within a village or 
come from higher-income households. Although the area benefits from relatively strong homeownership rates among older 
adults, pricing pressure, fixed incomes, and the non-investment nature of ORAs may restrict uptake. Without accessible 
entry points, the development risks appealing only to a narrow market segment, limiting absorption rates in early phases. 

▪ Other Market Risks: Beyond pricing and supply issues, additional risks include increased competition from other operators 
(especially from the Cambridge area), changing retiree preferences (e.g. delayed entry, preference for aging at home), 
staffing shortages, and potential regulatory changes affecting the retirement village and residential care sectors. Market 
downturns, interest rate fluctuations, and government policy shifts (e.g. reforms to DMF structures or increased home care 
funding) could also negatively impact project viability and occupancy levels. 
 
 
 



▪ Mitigation Strategies: To reduce risk, the proposed development should consider adopting a staged delivery model to align 
supply with actual demand growth. A diversified product mix—including smaller, more affordable units alongside premium 
villas and care suites—will help broaden market appeal. Flexible pricing structures, promotional incentives, and strong 
community engagement will also support early uptake. Additionally, ensuring a full continuum of care, maintaining high 
operational standards, and differentiating through design and amenities will strengthen the project’s positioning in a 
competitive market. Proactive monitoring of demographic trends, resale activity, and policy developments will be essential 
to adjust the delivery approach over time. 

▪ The retirement living sector in Te Awamutu and the wider Waikato Region is experiencing strong underlying demand driven 
by an ageing population and increasing care needs. However, the market is also seeing heightened development activity, 
which raises short-term oversupply risks, especially in the Cambridge area, which needs to draw a significant proportion of 
its sales from outside its PCA. Additionally, slower turnover in the residential property market may delay retirement village 
purchases, as many potential residents depend on selling their homes to fund entry. The growing number of competing 
developments may dilute demand, making it harder for any single village to achieve sales and occupancy targets efficiently. 

 
11.12 Economic Benefits of the Proposed Development (Section 10.0) 
 
The proposed development at 2050 Ohaupo Road, Te Awamutu, is expected to deliver significant and wide-ranging economic 
and social benefits to the local community and the broader Waikato Region. The scale of development will inject substantial 
private investment into the district and generate long-term economic multipliers. The construction phase is projected to support 
hundreds of direct and indirect jobs across various sectors, including construction, engineering, materials supply, and 
professional services. This activity will stimulate local demand for trades and suppliers while providing a sustained employment 
pipeline over the multi-year delivery timeframe. Post-construction, the operational phase will create permanent jobs in care, 
village management, hospitality, maintenance, and support services, enhancing local employment diversity and stability. 
 
From a public finance perspective, the development will contribute to increased property rates revenue for the Waipā District 
Council, along with positive flow-on effects through GST, income tax, and other fiscal channels. The project is expected to attract 
new residents to the district, particularly older adults relocating from other parts of the Waikato Region or the North Island, 
bringing additional spending power into the local economy. Retirees typically spend more of their disposable income on local 
services, including healthcare, hospitality, and retail, thereby boosting small business activity in the town centre and surrounding 
areas. 
 
Socially, the development will help meet a regional need for high-quality retirement and care accommodation, including options 
that allow residents to age in place with dignity. It will contribute to housing diversity in Te Awamutu, free up existing housing 
stock as older residents downsize, and reduce pressure on overstretched public care infrastructure. The inclusion of care facilities 
and community amenities will also strengthen local resilience and improve well-being outcomes for one of New Zealand’s 
fastest-growing demographic groups. 
 
In summary, the proposed development will catalyse economic growth, workforce expansion, infrastructure investment, and 
community enrichment, delivering long-term benefits that align closely with regional and national policy goals for retirement 
living, aged care, and housing affordability. 
 
11.13 Summary 
 
Te Awamutu Developments Ltd proposes a senior living and residential care complex at 2050 Ohaupo Road to address rising 
demand driven by the region’s aging population. The development includes a retirement village, residential care facility, and 
lifestyle village, strategically positioned in Te Awamutu, which offers affordability, proximity to Hamilton’s amenities, and strong 
community infrastructure. The proposal identifies gaps in affordable, modern independent living and specialised dementia care, 
suggesting mid-tier pricing and diversified offerings to capture market opportunities. Identified risks include short-term 
oversupply in Cambridge and affordability constraints, which could be mitigated through phased development and flexible 
financial models. Economically, the project promises job creation, increased tax revenue, and enhanced local spending, while 
socially, it supports aging-in-place and reduces pressure on public care systems. By aligning with demographic trends and 
addressing service gaps, the development aims to balance community needs with sustainable growth, positioning Te Awamutu 
as a hub for senior living in the Waikato Region.  



APPENDIX A: MODEL ASSUMPTIONS & DEMAND DRIVERS  
  
Model Assumptions – Retirement Villages  Sales Origin  2025 PR  2048 PR  Residents/Unit 
Primary Catchment Area    30%  5.1%  9.0%  1.28 
Secondary Catchment Area   25%  17.7%  21.0%  1.28 
Waikato Region (remainder)   30%  8.8%  12.5%  1.27 
North Island (remainder)    15%  8.9%  12.5%  1.26 
 
Model Assumptions – Care Facilities  Sales Origin  Current PR 2025/2048 PR’s Residents/Bed  
Primary Catchment Area     50%  34.1%  36%  1 
Secondary Catchment Area    30%  46.7%  36%  1 
Waikato Region (remainder)   15%  36.1%  36%  1 
North Island (remainder)    5%  36.3%  36%  1 
 
Catchment Areas & Key Drivers: Catchment areas define where a facility's potential customers will likely come from. Typically, 
these areas are segmented into primary and secondary catchment areas. 
Key drivers influencing catchment areas include: 
▪ Population distribution and density: The demographic spread and concentration within the area. 
▪ Retirement village unit distribution and density: The availability and clustering of existing retirement units. 
▪ Topographical features: Natural elements such as hills, rivers, or other physical barriers. 
▪ Demand drivers: Factors attracting potential residents, such as proximity to the coast, public transport, healthcare services, 

community hubs, recreational facilities, and population centres (e.g., friends and family networks). 
▪ Statistical boundaries: Catchments are shaped by Stats NZ-defined statistical area boundaries. 
These factors collectively help determine the appeal and viability of a specific location for a retirement village. 

 
Sales Origin Estimates: The percentage of units located at a retirement village or care facility that are forecasted to be sold to 
residents living in different geographical areas, such as primary and secondary catchment areas. 

Retirement Village Penetration Rates: The penetration rate is a key metric that provides insight into the market saturation and 
potential demand for retirement village units.  
▪ The penetration rate represents the proportion of the eligible population that has chosen to live in retirement villages. 
▪ It does not directly indicate the number of people in the specific age group living in retirement villages. Instead, it provides a 

benchmark for comparing retirement village uptake across different geographical areas or periods. 
▪ Significance: 

o Market Indicator: A higher PR suggests stronger demand and acceptance of the retirement village concept among 
older residents. 

o Growth Potential: Areas with lower PRs may represent opportunities for expansion in the retirement village sector. 
o Trend Analysis: Changes in PRs over time can indicate shifting preferences or market dynamics in retirement 

accommodation options. 
o Planning Tool: The penetration rate helps operators and investors gauge potential demand and make informed 

decisions about development and expansion. 
▪ It's important to note that while the penetration rate is a valuable metric, it should be considered alongside other factors, 

such as demographics, cultural preferences, and economic conditions, when assessing the retirement village market. 
 
Impacts on the penetration rate (PR) include: 
▪ Availability of suitable product  
▪ Coastal and climate conditions 
▪ Availability of alternative retiree housing options 

▪ Affordability 
▪ Local socio-economic conditions 
▪ Cultural preferences 

 
Driving an increase in penetration rates: 
▪ Ageing population 
▪ Changes in cultural traditions 
▪ Greater acceptance of living in a village – increased 

perceived value and benefit of retirement village living 

▪ The newer, more suitable product being developed 
▪ Providing access to a continuum of care 
▪ Demand for security, social aspects, and an easier way 

of life that a retirement village can provide 
 
Net Latent Demand: Latent demand represents the unmet market demand for a product or service, which may arise from 
factors such as consumer unawareness, accessibility barriers, or the absence of the product in the market. In this report, net 
latent demand refers to latent demand adjusted for the current supply and development pipeline. Net latent demand analysis 
provides valuable insights for shaping strategy, guiding investment decisions, and evaluating market-entry opportunities. 
Identifying a high net latent demand for a product or service can highlight a significant market opportunity, offering potential for 
growth and competitive advantage. 
 



Occupation Rights Agreement (ORA): An ORA is a standard legal contract in retirement villages. It grants the resident the right 
to occupy a unit in a retirement village for their lifetime (or until they decide or need to leave). The ORA outlines the terms and 
conditions under which a resident will live in the village. 
Key elements and features of an Occupation Rights Agreement include: 
▪ Entry Payment: The initial amount the resident pays to secure their unit in the retirement village. It is typically a significant 

sum and is sometimes similar in size to purchasing a property outright, though the resident doesn't gain ownership of the 
unit. 

▪ Occupation Right: The ORA gives the resident the right to occupy their unit. This right lasts until the resident decides to 
leave, passes away, or needs to move to a higher care facility. 

▪ Exit Charges or Deferred Management Fee: These fees are deducted from the initial entry payment when the resident 
leaves the village. The exact amount or percentage can vary based on how long the resident has lived in the village and the 
terms set out in the ORA. 

▪ Maintenance Fees: Residents typically pay regular fees to cover the maintenance costs of the village, such as communal 
facilities and grounds. 

▪ Termination: The ORA will specify the circumstances under which the agreement can be terminated and what financial 
arrangements will apply upon termination. 

▪ Capital Gains and Losses: The ORA will determine who benefits from or bears the brunt of any capital gains or losses when 
the unit is eventually 'sold' or reoccupied by another resident. In some agreements, the village might take a percentage of 
any capital gain, or the resident might not share in capital gains at all. 

▪ Care Provisions: The ORA may also outline the availability of care services in the village and the circumstances under which a 
resident might be required to leave their unit and move to a higher care facility. 

 
Deferred Management Fee (DMF): A common financial arrangement in the retirement village industry. The DMF is a fee that 
residents of retirement villages pay when they leave the village. Instead of charging high ongoing monthly fees while a resident 
lives in the village, the operator defers a portion of the cost until the resident leaves, sells, or in the event of their passing. This 
fee is usually deducted from the resale value or exit payout of the resident's unit. 
Here's a general overview of the Deferred Management Fee: 
▪ Calculation: The DMF is typically calculated as a percentage of the original purchase price, the sale price, or the current 

market value of the unit, depending on the terms of the Occupation Rights Agreement or equivalent contractual agreement. 
The percentage can vary but often ranges from 20% to 40% and is accrued over the first two to five years. 

▪ Purpose: The DMF helps retirement village operators cover the costs of providing and maintaining communal facilities, such 
as swimming pools, clubhouses, gardens, and more. It also helps keep the ongoing fees (like monthly maintenance fees) 
lower for residents. 

 
Refundable Accommodation Deposit (RAD): In the residential care sector, a refundable accommodation deposit is a lump sum 
payment made by a resident (or their family) to a residential care facility when they first enter. This payment essentially secures 
the resident's place in the facility. It functions similarly to a deposit or bond. 
Several important points about RADs: 
▪ Refundable: The amount is usually refundable when the resident leaves the facility or passes away. However, some fees or 

amounts might be deducted based on the agreement made upon entry. 
▪ Interest: While the resident is in the facility, the care provider may use the funds, but any interest earned typically belongs 

to the facility unless otherwise stipulated in the agreement. 
▪ Regulations: In many countries, there are regulations in place governing how much can be charged, how the money can be 

used, and when it should be returned. 
▪ Alternatives: Instead of paying an occupancy advance, residents may have the option to pay daily fees or periodic payments 

that are typically non-refundable. 
 

Acronyms 

▪ NLD = Net Latent Demand 
▪ SA1 = Statistical Area One 
▪ SA2 = Statistical Area Two 
▪ PCA = Primary Catchment Area  
▪ SCA = Secondary Catchment Area  
▪ SNZ = Statistics New Zealand  
▪ MoH = Ministry of Health 

▪ PR = Penetration Rate   
▪ DS = Disclosure Statement 
▪ DP = Development Pipeline 
▪ AVM = Automatic Valuation Model 
▪ RC = Resource Consent 
▪ REINZ = Real Estate Institute of NZ 
▪ TA = Territorial Authorities 
▪ LBA = Local Board Area 

▪ ARC = Aged Residential Care 
▪ DMF = Deferred Management Fee 
▪ RAD = Refundable Accommodation 

Deposit 
▪ ORA = Occupation Rights 

Agreement

  



 

Deprivation Index 
The deprivation index is a measure used to assess the relative socioeconomic disadvantage of small geographical areas within a 
country. In New Zealand, it's known as the NZDep (New Zealand Index of Deprivation); this index typically combines multiple 
deprivation indicators, such as income, employment, education, housing, and access to services, into a single score. The resulting 
scores are usually ranked and divided into deciles, where 1 represents the least deprived areas, and 10 represents the most 
deprived areas. The index is primarily used for resource allocation, research, and advocacy purposes, helping policymakers and 
researchers identify areas that may require more support or intervention. It's important to note that the deprivation index is a 
relative measure, comparing areas to each other rather than an absolute measure of deprivation. 
 
What is Included: 
▪ People aged 18-64 receiving a means-tested benefit 
▪ People living in households with equivalised income below an income threshold 
▪ People with no access to the Internet at home  
▪ People aged 18-64 without any qualifications 
▪ People aged <65 living in a single-parent family 
▪ People not living in their own home 
▪ People living in a household with an equivalised bedroom occupancy threshold 
▪ People aged 18-64 unemployed 
▪ People living in dwellings that are constantly damp and/or always have mould greater than A4 size 
 
Data Sources   Software 
WEBSTER Databases  Esri ArcGIS 
REINZ    Maptitude 
CoreLogic   SnagIt 
Statistics New Zealand  Microsoft 
Eagle Technologies  Eagle Technologies 
Pacifecon    
LINZ 
Ministry of Health 
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CONTACT: 

WEBSTER Research Ltd 

Angela Webster: Director 
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DISCLAIMER: 

While we have made every attempt to ensure that the information contained in this report and accompanying documents and links has been 
obtained from reliable sources, WEBSTER Research Ltd is not responsible for any errors or omissions or for the results obtained from the use 
of this information. All information is provided "as is," with no guarantee of completeness, accuracy, timeliness or of the results obtained 
from the use of this information, and without warranty of any kind, express or implied, including, but not limited to, warranties of 
performance, merchantability, and fitness for a particular purpose. Nothing herein shall, to any extent, substitute for the independent 
investigations and the reader's sound technical and business judgment. In no event will WEBSTER Research Ltd, or its partners, employees, or 
agents, be liable to you or anyone else for any decision made or action taken in reliance on the information in this report or the 
accompanying documents and links or for any consequential, special or similar damages, even if advised of the possibility of such damages. 

s 9(2)(a)

s 9(2)(a)




