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M th d l d SMethodology and Scope
Qualitative researchQua tat e esea c

Secondary research
Market audits

Quantitative research, telephone interviews with Q p
Over 400 senior households in Hopewell Valley

95% confidence level, +/‐4.9 %
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The Survey AreaThe Survey Area
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Snap Shot of Hopewell Valley Senior Population 

Small but rapidly growing—13%Small but rapidly growing—13%

Very high income—$115 362Very high income $115,362

Stable community–82%Stable community 82%
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C t A ti itiCurrent Activities
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ff lCurrent Affiliation
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Percentage of Area Senior Residents Who Own a Car
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How Often Area Senior Residents Drive
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LocationLocation
in Pennington on Route 31 within one mile of Pennington Market
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F tFeatures
Group exercise studios for free aerobics classes and Group exercise studios for free aerobics classes and 
fitness classes
Multipurpose rooms for recreational, educational and p p ,
social activities
A kitchen with a dinning hall for meal programs
Social areas with coffees and healthy snacks
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Pricing—Monthly Users
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Other Types of Use

Daily user—pays every time they use the facility
$10/day per individual; $5/dayy p 5 y

Program user—pays the cost of each program as g p y p g
they go
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Interest in Joining as Monthly MembersInterest in Joining as Monthly Members
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Forecast of Annual Revenue Generated 
From Monthly Membership
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I t t i P M b hiInterest in Program Memberships

17 Report Page  31



I t t i D il UInterest in Daily Use
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Summary
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Age
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Own or Rent their Homes
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Own a Car and How Often They Drive
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C t H lthCurrent Health
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C t M bilitCurrent Mobility
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Where Prospective Members Live
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Preferred Facility Arrangementy g
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Preferred Building DesignPreferred Building Design
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I t t i Fit A ti itiInterest in Fitness Activities
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Interest in Fee based Fitness ActivitiesInterest in Fee‐based Fitness Activities
($40 for an 8‐week session)
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I i H l h d W ll PInterest in Health and Wellness Programs
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Interest in Aquatic Activities
$($40 for an 8‐week session)
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I t t i D di t d AInterest in Dedicated Areas
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I t t i S tInterest in Sports
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I t t i R ti l A ti itiInterest in Recreational Activities
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Interest in Fee basedInterest  in Fee‐based 
Recreational Activities
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I t t i Ed ti l PInterest in Educational Programs
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Interest  in Fee‐based Educational Programs
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I t t i S i l A ti itiInterest in Social Activities
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Interest in Aging in Place ProgramInterest in Aging in Place Program

Provide services such asProvide services such as

•Caregiver support groups

•Social and medical referral Social and medical referral 

to community providers

•Transportation referralTransportation referral

•Tax preparation assistance

•Benefits and insurance •Benefits and insurance 

counsel
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Interest in Intergenerational Programs
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Interest in Special Events
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Conclusions and Recommendations
1. Strong interest exists among senior households for a g g

new Hopewell Valley senior center.

P i       illi      f  f b d 2. Prospective users are willing to pay for fee‐based 
programs of their interest. 

3. Prospective users are older seniors who are relatively 
healthier and more mobile.

4. Revenue potential is limited, and therefore 
partnership is higher recommendedpartnership is higher recommended.
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