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While the vast majority of low-income housing
tax credit projects provide shelter for families
and seniors generally, a significant number can

be categorized as niche developments.
These fill a niche either because of the type of resi-

dents they target (e.g., veterans, artists, persons with
special needs, frail elderly) or because they are a special-
ized type of development (e.g., single-family lease-pur-
chase, senior cottages, SROs, adaptive re-use of historic
buildings).

In some cases, these projects get a leg up in state
LIHTC programs – through a set-aside of 9% housing
credits, extra points in the application scoring process,
or some other preference. In addition, there may be spe-
cial programs, funds, or other incentives to help cover
development or operating costs. Niche LIHTC projects,
when properly structured, underwritten, and backed by a
solid market study, appear to have little trouble attract-
ing tax credit equity.

Following are examples of just a few types of niche
LIHTC projects:

• Hope Manor Apartments, Chicago, Ill. This new 
four-story building contains 30 studio apartments, 10
two-bedroom suites, and 10 three-bedroom suites
providing permanent supportive housing for up to
50 homeless veterans in need of immediate and
intensive services plus affordable housing for up to
30 veterans requiring less intensive but longer-term
housing and support. The project was developed by
the National Office of Volunteers of America, the
large national nonprofit, while the on-site services
are provided by VOA’s Illinois affiliate. The project not
only provides affordable housing to low-income vet-
erans but seeks to improve their lives by promoting
self-sufficiency, skill building, strong support net-
works, and integration into the broader community.
Supportive services include employment readiness
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classes, job training and coaching, computer training,
a business resource center, a health and wellness
clinic, peer support groups, recovery resources, indi-
vidual counseling, and case management.

• Fountains of West Allis, West Allis, Wisc. This 
recently completed project, involving the acquisition
and rehabilitation of an existing Section 8 property
in a Milwaukee suburb, contains 35 one-bedroom
apartments largely occupied by persons with vision
impairments. It’s the first special needs LIHTC proj-
ect by for-profit developer Cal Schultz, president of
Keystone Development, LLC, which co-developed
the property with for-profit Alliance Housing
Development, LLC. Great Lakes Capital Fund pro-
vided tax credit equity and debt for the $3.3 million
project, which also received a new 20-year project-
based Section 8 rental assistance contract from the
U.S. Department of Housing and Urban
Development.

• Southern Gateway Homes, Columbus, Ohio. 
The NRP Group, LLC, a large for-profit developer,
general contractor, and property manager based 
in Cleveland, is about to start construction of 40
new single-family detached houses on the city’s
Southside in a lease-purchase tax credit project that
it is co-developing with a local nonprofit. The lots
were acquired from the local land bank, private
owners, and other sources. At the end of 15 years
the residents at that time will be able to exercise an
option to buy their home, using accumulated equity
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from a portion of prior rent payments to apply
towards the down payment.

• North Central Village Senior Apartment Homes, 
Columbus, Ohio. Opened in the fall of 2010, this
community features 76 units of cottage-style
attached dwellings for seniors, many with front
porches, in 12 one-story buildings. The NRP Group
and a local nonprofit partner developed this project
on the site of a rundown mobile home park that
was acquired and demolished.

• Thomas Edison Apartments, Covington, Kentucky. 
This 26-unit development was created from the his-
toric rehabilitation and adaptive re-use of a vacant
former elementary school by Lexington, Ky.-based
for-profit developer AU Associates, Inc., which 
often redevelops former schools and other historic
buildings as affordable housing. The $4.8 million
transaction utilized federal housing and historic tax
credits, state historic credits, trust fund dollars, and
other monies.

Right Market and Product
Unlike general family and senior LIHTC projects,

which enjoy strong renter demand pretty much any-
where, niche tax credit projects are usually tougher to
develop and manage successfully because of a smaller
pool of targeted potential renters and/or the need for
additional skill sets.

The path to success requires identifying a suitable
market and an appropriate design for the project. This
is especially true for projects that will serve special
needs populations, such as homeless veterans, single

Fountains of West Allis, West Allis, Wisconsin.

North Central Village Senior Apartment Homes, Columbus, Ohio.
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females with children, or persons with disabilities. 
“With niche housing, you really have to feel out the

market,” says market analyst Cash Gill, of Gill Group,
Dexter, Mo. “You have to talk to all of the participants
(such as groups that work with veterans). And you have
to find the right market for it. Because it won’t work
everywhere.”

Indeed, much of the upfront work is determining if
there is a sufficient size of the targeted special needs
populations (and of low-income potential
renters within this group) in a particular
market; designing a project of the right
size; and identifying the specific ameni-
ties and services needed to attract and
support the special needs residents.
Market analyst Rob Vogt, of Vogt Santer
Insights Ltd., Columbus, Ohio, also evaluates whether
proposed special needs projects, which generally need
project-based rent subsidies for viability, could stand on
their own if the subsidies go away, such as by a change
in the type of tenant population.

Veterans Projects Popular
Among the most common niche LIHTC develop-

ments are permanent supportive housing projects
designed to serve low-income veterans, such as those
that were homeless or have disabilities.

One prominent sponsor of LIHTC-assisted permanent
supportive housing projects for veterans is Volunteers 
of America, which has completed one project in
Chicago (Hope Manor Apartments), will start construc-
tion on a second in Chicago next spring (Hope Manor
Apartments II), is building a third in Tuscaloosa, Ala.,
and has applied for tax credits for a fourth proposed

project in Los Angeles.
“It’s a natural fit for us,” says Patrick

Sheridan, Senior Vice President,
Housing Development in VOA’s
National Office in Alexandria, Va. He
noted that VOA and its state and local
affiliates have been providing services

to veterans for 30 or 40 years, and developing afford-
able housing for veterans for many years as well.

Sheridan indicated that VOA has focused so far on
developing projects of between 50 and 100 units in
partnerships between VOA’s National Office and a VOA
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state or local affiliate. VOA’s National Office develops
the project and secures the funding, tax credits, and
subsidies, while the VOA affiliate provides the services
and may also be the property manager. Sheridan noted
that the projects also partner with a local Department of
Veterans Affairs (VA) facility, such as a VA medical cam-
pus, which can refer veterans as renters for the project
as well as provide them additional services. Additional
referrals and services come as well from other local vet-
erans organizations or groups that work with or come in
contact with veterans.

Sheridan noted that VOA’s veterans housing projects
have typically had studio or one-bedroom units serving
individuals. But he noted the pattern is changing. 

“What we’re seeing with a lot of the vets returning from
Iraq and Afghanistan is that we’ve got families that we’re
having to find locations for who might be single women
with children. So some of our newer designs and projects
will have two- and three-bedroom units in them also.”

According to Sheridan, the three essential elements
required to develop and operate a successful perma-
nent supportive housing project for veterans are the
funds to build the facility, pay for services, and rent sub-
sidies – the latter necessary since the residents usually
have very little or no income.

A cherished source of rental assistance for veterans
projects are so-called “VASH” vouchers, provided by VA
in conjunction with HUD. These may be tenant- or proj-
ect-based, and can be mixed in veterans projects with
regular project-based HUD vouchers furnished by the
local public housing authority. Sheridan said an advan-
tage of the VASH vouchers is that with each 25 VA funds
a case manager for the project.

As for the funding sources for development, VOA
has used a wide variety. For its two projects in Chicago,
VOA in addition to LIHTC equity has obtained land
donated by the city as well as garnered state donation
tax credits, energy grants, and soft funds from the state
housing agency. The proposed Los Angeles project is to
be built on former Navy land that was declared surplus
and then donated to VOA. The Tuscaloosa project is
being built on land leased from the VA under its
enhanced use lease program.

Additional Niche Project Types
Vogt, Gill, and CPAs Beth Mullen, of CohnReznick,

Patrick Sheridan

Rob Vogt
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ects often also utilize federal Neighborhood
Stabilization Program (NSP) dollars. The projects are
usually also part of a larger cathartic redevelopment
effort in the neighborhood. 

“We have a long history of working
in single-family lease-purchase,” says
Aaron Pechota, Vice President
Development of The NRP Group. In
Columbus alone, he said the company
has completed two such LIHTC projects
to date and is about to start construc-
tion on a third, Southern Gateway Homes, which will uti-
lize NSP funds provided by the city as soft debt.

According to Pechota, the company’s projects usually
involve the construction of brand new single-family
detached houses rather the rehabilitation of existing
homes, on land that is vacant or cleared. The firm tries
as much as possible for the houses to be located in a
concentrated geographic reason for economic and
management reasons and to foster a significant impact
on the neighborhood. In some instances, such as in
Columbus, the single-family lease-purchase homes are
managed and maintained by the on-site staff from one
of the company’s nearby multifamily rental housing
properties.

While the specifics of the lease-purchase agreement
differ among the projects, in all cases the resident living
in a house at the end of 15 years will have an option to
purchase their unit. There is no minimum residency
requirement to qualify to buy, but renters gain additional
equity in their unit applicable toward a future down 
payment with each passing year. As a result, long-term
residents are more likely to able to afford to purchase
their home than renters who have lived at the properties
for only a few years.

A second niche LIHTC project type that The NRP
Group has developed are senior communities com-
prised of single-story cottage-style dwelling units.
Pechota said these are typically in buildings with four,
six, or eight units, with some models having garages and
others not.

“We have done these in growing suburban areas,”
says Pechota, “like Noblesville and Avon, Indiana (out-
side Indianapolis), Toledo, Norwalk, Ohio, and Rocky
Mount, North Carolina. It’s across the board, but typical-
ly they lend themselves to suburban or rural areas
because of the availability of land.”

and Don Bernards, of Baker Tilly Virchow
Krause, all noted that they have worked
on LIHTC-assisted veterans housing proj-
ects. But they also cited other types of
niche LIHTC developments that they
have seen or worked on.

Bernards pointed to a number of
LIHTC projects serving the chronically homeless. He
noted that many states’ qualified allocation plans provide
specific points for projects that will serve the homeless
and/or persons with disabilities. “It’s become quite
prevalent in various QAPs.”

Baltimore CPA Mark Einstein, of CohnReznick,
reported he is working on two 9% LIHTC projects in 
Los Angeles and Philadelphia by separate committed
nonprofits that will serve homeless persons. In one case,
the nonprofit is using some of its dollars to help finance
the project.

One apparent new twist are LIHTC projects serving 
a general population (e.g., families, seniors) that contain
a small number of units reserved for special needs 
tenants, such as persons with mental health issues.

Mullen indicated that one advantage of this
approach is the possibility of special state funds for
these units that can help closing a funding gap in the
overall project. In addition, there may only be demand
in the market or submarket for a limited number of
these units, but not for an exclusively special needs
project of 100 units.

Single-Family Home Projects
Bernards has also seen and worked on LIHTC proj-

ects comprised of single-family homes in efforts by
cities to address the large number of foreclosed houses
in their communities. Madison, Wisc. area-based for-
profit developer Gorman & Company, for example, has
renovated existing single-family houses in Milwaukee
using housing credits and other funds to help revitalize
targeted neighborhoods.

The NRP Group, based in Cleveland, is helping to
upgrade neighborhoods as well by undertaking single-
family lease-purchase LIHTC projects. It’s done a number
of these so far in Cleveland and Columbus, Ohio, and 
is developing some more recently in Texas. Often the
company partners with a local nonprofit, and the proj-
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