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By Laurie Volk and Todd Zimmerman

Density and a well-integrated mix of land uses in 
master-planned communities provide development 
!"#$%!&$'()&*(+!,%-%.%/'0
Density and a well-integrated mix of land uses are impor-
tant principles of New Urbanism (NU), also known as tra-
!"#"$%&'(%)"*+,$-+$$!(!).)'$/0)%#1(#+&#(2&%(')&!(#$(3"*%"4-
cant development advantages in new planned communities.  
Yet the potential advantages and disadvantages of NU re-
main largely misunderstood, not only by experienced build-
ers, developers, and lenders, but also by many advocates.

The long-term value enhancement that is often at the core 
of the investment strategy of NU is antithetical to the trend 
toward standardization and securitization, in which the 
thinking on the debt side can be aggressively short term.  
Building the long-term residual value associated with NU 
requires, among other things, a long term, which is one 
#+"%*(5$-(6+"2+(0&%7(4%&%2"%*(3$8-2)3(28--)%#'7(+&.)(%$(
patience.

9&3#)-:/'&%%)!(2$008%"#")3(+&.)(&'6&73(,))%(!"5428'#(#$(
4%&%2)1(&3('&-*)(!).)'$/0)%#3('&2;(&(2')&-1(%)&-:#)-0()<"#(
strategy at competitive rates of return.  A greater under-
standing of NU would help investors and lenders make in-
formed decisions.

The advantages of NU can be simply summarized: Density 
=(>".)-3"#7(?(@542")%27(=(A')<","'"#7B((>)%3"#7(2&--")3(%)*&-
#".)( 2$%%$#&#"$%3( 5$-(0&%7( 2"#"C)%3( &%!(/'&%%"%*($542"&'3B((
Yet density can be a virtue, creating the sorts of places that 
the public appreciates.  Many of our most cherished histor-
ic tourist destinations were built at relatively high densities: 
Annapolis, Savannah, Charleston, New Orleans.  However, 
to be a virtue, density must be responsive not only to mar-
ket fundamentals, but also to location, climate, topography, 
and cultural heritage.  Above all, density must be combined 
with a good design and a well-integrated mix of uses, build-
ing types, housing types, and lot sizes.

One of the best examples of an artful blend of housing 
types is a 1.4-acre block of a new planned community, Kent-
lands, in Gaithersburg, Maryland.  The block includes 21 
dwelling units: a few small accessory apartments at monthly 
rents between $750 and $900, rowhouses that sold for ap-
proximately $250,000, and large detached houses that sold 
for up to $500,000.  The block’s net density of 15 units to 
the acre is offset by alley-loaded parking and a location on 
one of the Kentlands town greens.

Development Advantages
A mixture of house types and market segments is one of 
the hallmarks of a well-executed NU property.  The com-
bination of density and diversity creates a number of de-
velopment advantages: lower land cost per unit; lower in-
5-&3#-82#8-)(2$3#(/)-(8%"#D('$6)-(4-3#:/+&3)("%5-&3#-82#8-)(
2$3#D( *-)&#)-( !).)'$/0)%#( E)<","'"#7D( &%!( '$6)-( 2$3#3( 5$-(
public services.

Lower land cost per unit
Since no buffers are required between housing segments, 
the close proximity of different residential types leads to 
0$-)()542")%#( '&%!(7")'!3B( F%(GH(/'&%3( #+)-)( &-)(%$(2$'-
lector roads without developable frontage; for that reason 
the street network also contributes to the lower land cost 
per unit.

Lower infrastructure cost per unit
F%2'8!"%*(#-)):/'&%#"%*(3#-"/31(3"!)6&';3(&%!(&'')76&731(&(GH(
community can have higher infrastructure cost per linear 
foot of street than the typical conventional subdivision.  
However, due to the higher density, the cost per dwelling 
8%"#( "3( &2#8&''7( '$6)-B( ( F%( &( 3#8!7($5( 2$3#3( 2$%!82#)!( 5$-(
the Canada Mortgage and Housing Corporation, a portion 
of Barrhaven, a master-planned community near Ottawa, 
was redesigned using NU principles (Essiambre-Phillips-
Desjardins Associates Ltd. et al., Conventional and Alterna-
#".)(>).)'$/0)%#( I&##)-%3D( I+&3)( FJ( F%5-&3#-82#8-)(K$3#31(
Canada Mortgage and Housing Corporation, 1997).  The 
higher total infrastructure cost of the new plan was more 
#+&%($553)#(,7(#+)(3"*%"42&%#'7(+"*+)-(8%"#(7")'!1(&%!(-)38'#)!(
in a 24% lower infrastructure cost per dwelling unit.

DYNAMICS OF MASTER-PLANNED COMMUNITIES
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!"#$%&'%()*+,-($&./0%-()%12)1%$&2"()
A common perception is that NU properties require heavy 
up-front costs.  Press accounts typically focus on the ameni-
ties that contribute to a “sense of community,” but ignore 
the fact that these amenities are common to most master-
/'&%%)!( 2$008%"#")3B( ( F%( 5&2#1( 4-3#:/+&3)( "%5-&3#-82#8-)(
cost can be lower in an NU master-planned community.  
Conventional communities usually require the creation of 
)%#"-)(/$!3(&%!(2$'')2#$-(-$&!3B((F%(#+)(4-3#(/+&3)($5(&%(GH(
development, the only investment required is the comple-
tion of both sides of a single street.  This street serves a va-
riety of housing types in close proximity, perhaps including 
a small formal civic space such as a green or plaza.  Not only 
are initial infrastructure costs reduced, but the virtue of 
density is demonstrated at the same time.  Thus, the street 
itself functions as an amenity.

3%$-)$%&4$5$6"+7$/)&8$9.:.6.);
Optimally designed streets and blocks can accommodate 
a range of housing types with the same lot depth, from 
small apartment buildings and rowhouses to low density, 
!)#&2+)!(+$83)3B((F5(0&-;)#(!)0&%!(3+"5#31(+$83"%*(#7/)3($%(
any given street can shift in response without the need for 
elaborate changes.  Conventional master-planned commu-
nities are based on separation of housing types in separate 
!).)'$/0)%#(L/$!31M(6"#+(-$&!('&7$8#3(3/)2"42(#$()&2+(#7/)(
$5(/$!B((K+&%*"%*(N83#(&(/$-#"$%($5(&(/$!("3(!"5428'#B((O$6-
ever, when blocks are designed with common lot depths, 
changes in market preferences can be accommodated sim-
ply by adjusting lot widths.

A$-( )<&0/')1( #+)( '$#3( 38--$8%!"%*(G8-3)-7( I&-;( &#(O&--
bor Town in Memphis underwent such a transition.  The 
relatively large lots surrounding the park were reduced in 
size when the developer realized that smaller lots were 
not only marketable but preferred by a number of buyers; 
utility lines were ripped out to accommodate the larger 
%80,)-($5( '$#3B( (P+)(%)#(*&"%( N83#"4)!(#+)()<#-&()</)%3)B((
Even though the smaller lots individually had a lower value 
than the larger ones they replaced, their aggregate value 
was greater after the replatting.

Q(3"0"'&-(!).)'$/0)%#(E)<","'"#7()<#)%!3(#$(,8"'!"%*3B( (A$-(
example, the “mansion” prototype – based on buildings that 
have made up the commercial fabric of American small towns 
– is often used in NU plans to accommodate a wide range of 
83)3($%(&(3"%*')('$#(#7/)B((R%)(GH(/-$#$#7/)("3(#+-))(E$$-3(
6"#+(&(#$#&'($5(S1TUU(3V8&-)(5))#(#+&#(2&%(,)(&(30&''($542)(
,8"'!"%*1( $542)( $-( +$83"%*( $.)-( -)#&"'1( $-( &( 30&''( ,)!:&%!:
breakfast inn.  The essential point is that buildings are strictly 
-)*8'&#)!("%(5$-01(,8#(.)-7(E)<",')("%(83)B((P+)7(&-)(&%("%2-)-
ment of development that the smallest development entities 
can easily manage, yet each prototype building supports the 
quality and character of the downtown fabric.  Of course, 
E)<",')(C$%"%*(&%!('&%!:83)(-)*8'&#"$%3(&-)(-)V8"-)!B
!"#$%&2"()(&0"%&+1:6.2&($%5.2$(

The Canada Mortgage and Housing Corporation study 
examined life-cycle costs over a 75-year period (Hemson 
Consulting Ltd., Conventional and Alternative Develop-
0)%#(I&##)-%3D(I+&3)(FFJ(98%"2"/&'(W).)%8)3B(K&%&!&(9$-#-
gage and Housing Corporation, 1997).  The public sector 
costs relating to non-residential uses were 48% lower in 
the NU plan compared to the conventional plan, with costs 
5$-(-)3"!)%#"&'(83)3(TX('$6)-B((P+)(0$3#(3"*%"42&%#(3&."%*3(
related to roads, stormwater management, and water dis-
tribution.  However, the study found that the NU plan was 
%$#(&'6&73(0$-)()542")%#B((A$-()<&0/')1(#+)(2$3#($5(3%$6(
2')&-"%*(6&3(/-$N)2#)!(#$(,)(%)&-'7(4.)(#"0)3(+"*+)-("%(#+)(
NU plan because of the more numerous intersections.

DYNAMICS OF MASTER-PLANNED COMMUNITIES



PLAN EL PASO

Page  C .4  •  PLAN EL  PASO

The Revenue Side
Although the effect on cost due to density, diversity, ef-
42")%271(&%!(E)<","'"#7("3(3"*%"42&%#1(GH(!).)'$/0)%#3(2&%(
have an even greater effect on revenue.  Analysis of several 
%)6( 2$008%"#")3( #+&#( +&.)( *)%)-&#)!( 38542")%#( /)-5$--
mance data suggests three inter-related market advantages 
of a well-executed NU development: a housing value pre-
mium; a higher, long-term value for income property; and a 
location premium.

Housing value premium
A well-designed NU land plan can add value to residential 
development, either through unit price premiums, increased 
sales paces, or some combination of the two.  A recent study 
of 1,850 sales in the Kentlands market area attributed a 
premium of approximately 12-13% of the purchase price of 
single-family houses in Kentlands directly to NU principles 
(C. Tu & M. Eppli. Valuing the New Urbanism: The Case of 
Kentlands, 1998).  The analysis used a hedonic pricing model 
in which size, construction quality, and other variables were 
+)'!(2$%3#&%#B((F#("!)%#"4)!(&(YZ[1UUU(#$(Y\U1UUU(/-"2)(/-)-
mium for Kentlands houses compared to the houses located 
in nearby conventionally designed communities.

Q#(])&3"!)(^(#+)(GH(-)3$-#(."''&*)($%(#+)(A'$-"!&(/&%+&%-
dle – the annual price escalation of the various lot types 
ranges from 9% for waterfront lots to 87% for interior 
lots.  The market value of the waterfront lots was widely 
recognized at the outset.  However, the value of the inte-
rior lots was created solely through the quality of the built 
environment.  A 1982-1997 comparison of Seaside resales 
with an adjacent conventionally-planned property, Seagrove 
Beach, found an average annual appreciation rate of 40.4% 
for Seaside lots compared to 26.0% for Seagrove lots, and 
an average annual appreciation rate of 20.5% for Seaside 
houses compared to 17.9% for Seagrove houses.  Seaside 
buyers have reaped similar rewards, with same-house re-
sales showing a 20% annual appreciation and same-lot re-
sales appreciating at a 40% annual rate.

P+)(GH(/-)0"80(2&%(&!!(#$('&%!(.&'8)B((A$-()<&0/')1(#+)(
average 12,000-square-foot lots at Newpoint, near Beau-
fort, South Carolina, are half the size of typical lots in the 
area.  Yet Newpoint’s waterfront lots have sold for an av-
erage of $10.10 per square foot, compared to $3.77 per 
3V8&-)(5$$#(5$-(6&#)-5-$%#('$#3(&#(K$##&*)(A&-01(&(2$0/&-
-&,')1(&!N&2)%#(/-$/)-#7B((F%#)-"$-('$#3(&#(G)6/$"%#(3$'!(5$-(
an average of $3.36 per square foot, compared to $1.77 per 
3V8&-)(5$$#(5$-("%#)-"$-('$#3(&#(K$##&*)(A&-0B((W).)%8)(/)-(
net acre is 84% higher at Newpoint, at $193,000 compared 
6"#+(Y_UT1UUU(&#(K$##&*)(A&-0B

<.=,$%&6"/=*)$%7&5-61$&0"%&./2"7$&+%"+$%);
A well-designed environment enhances the value of all in-
2$0)( /-$/)-#7B( ( R%2)( )3#&,'"3+)!1( -)#&"'( &%!( $542)( 83)3(
"%2-)&3)("%(.&'8)1(,)%)4#"%*(5-$0(#+)(37%)-*7($5(83)3B((F%3#"-
tutional investors are beginning to target assets in locations 
that take advantage of this synergy.  Decades of investment 
experience has shown that frequently a stand-alone “A”-
quality apartment or retail property slips to “B” and then 
to “C,” as the property ages and new development moves 
away.  However, according to Emerging Trends in Real Es-
#&#)(_``a(b@V8"#&,')(W)&'(@3#&#)( F%.)3#0)%#(9&%&*)0)%#1(
F%2B1(c(W)&'(@3#&#)(W)3)&-2+(K$-/$-&#"$%d1(-)&'()3#&#)(&3-
sets in mixed-use central business districts of healthy 24-
hour cities are now considered to be less risky than single-
use assets in their suburbs.  Assets within NU communities 
are similarly expected to retain value.

Location premium
P+)(-)3"!)%#3($5()<"3#"%*(GH(2$008%"#")3(-)E)2#(#+)('$%*:
3#&%!"%*(Q0)-"2&%(!7%&0"2($5(3)')2#"%*(%)"*+,$-+$$!(4-3#(
and house second.  ERE Yarmouth (now Lend Lease Real 
@3#&#)(F%.)3#0)%#3d1(#+)(%&#"$%e3('&-*)3#(0&%&*)-($5(-)&'()3-
tate for pension funds, has found that buyers are willing to 
pay more for houses in NU communities, explaining that 
LF#e3(#+)(&*):$'!(2$%2)/#($5('"."%*("%(&(#$6%(3)##"%*1(6+"2+(
suddenly has renewed attraction for an increasing number 
of American suburb dwellers.”

F%(2$%2'83"$%1(#$(,)()55)2#".)1(GH(!).)'$/0)%#(083#(,)(&/-
proached as pragmatically as any real estate venture.  Once 
the advantages inherent in the form are better understood 
by developers and investors, the New Urbanism will move 
more rapidly from the margins to the mainstream.

DYNAMICS OF MASTER-PLANNED COMMUNITIES
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AN ANALYSIS OF RESIDENTIAL MARKET POTENTIAL BY DISTRICT

I-)/&-)!(,7J(f"00)-0&%gh$';(Q33$2"&#)3B(F%2B(:(A),-8&-7(ZU__

MARKET POTENTIAL FOR DOWNTOWN EL PASO AND 

THE CENTRAL DISTRICT 

This analysis has determined the market potential over the next 
5 years for new and existing market-rate and affordable hous-
ing units within Downtown El Paso and the Central District, 
&%(&-)&(&//-$<"0&#)'7(,$8%!)!(,7(#+)(A-&%;'"%(9$8%#&"%(]#&#)(
I&-;(&%!(A-)!(i"'3$%(W$&!(#$(#+)(%$-#+D(#+)(A$-#(j'"33(9"'"#&-7(
W)3)-.&#"$%(#$(#+)(%$-#+)&3#(&%!()&3#(&%!(#+-$8*+(#+)($"'(-)4%-
eries to encompass Ascarate Park; the Rio Grande to the south; 
&%!(F%#)-3#&#)(_U(&%!(@<)28#".)(K)%#)-(j$8').&-!(#$(#+)(6)3#B

The Central District encompasses zip codes 79901, 79902, 
79903, 79905, and 79930, an area which includes all or part of 34 
neighborhoods, including the historic districts of Downtown El 
I&3$1(Q83#"%(P)--&2)1(K+"+8&+8"#&1(9&*$54%1(9&%+&##&%(O)"*+#31(
R'!(]&%(A-&%2"32$1(&%!(]8%3)#(O)"*+#3B((>$6%#$6%(@'(I&3$("3(
the location of the cultural institutions of the city, including 
the Museum of Art, Science Museum, Museum of History, Rail-
road Museum, the Plaza Theatre, and the Main Public Library, as 
well as the Union Depot, the Convention and Performing Arts 
Center, and the Golden Horseshoe Shopping District, home to 
more than 300 shops and restaurants.

The Central District is also the location of major institutions—
such as the University of Texas El Paso, Providence Memorial 
Hospital, Las Palmas Rehabilitation Hospital, El Paso Specialty 
O$3/"#&'1(&%!(#+)(i"''"&0(j)&80$%#(Q-07(9)!"2&'(K)%#)-k&3(
well as numerous public parks, including the Chamizal National 
Memorial and Ascarate Park.  Although the Central District has 
lost population over the past several years, the Census Bureau 
estimates it will begin to grow again over the next 5 years.

GRP@J( A$-(#+)(/8-/$3)3($5(#+"3(&%&'73"31(0&-;)#:
-&#)("3(!)4%)!(&3(&55$-!&,')(#$(+$83)+$'!3(6"#+("%2$0)3(
&,$.)(aUX($5(#+)(@'(I&3$(Q-)&(9)!"&%(A&0"'7( F%2$0)(
bQ9AFd1(6+"2+1( "%(ZU_U1( "3(Y[U1`UU( 5$-(&( 5&0"'7($5( 5$8-B( (
Based on household size, the income limits to qualify 
for affordable housing would be $26,050 for a one-per-
son household; $29,800 for a two-person household; 
$33,500 for a three-person household; $37,200 for a 
four-person household; and so on.

12!3!(*4(/2!(54/!&/%).(3!&/!36()&*(-7'!36(4"(&!8()&*(
existing housing units in Downtown El Paso and the 
Central District currently live?
As derived from migration, mobility and target market analysis, 
the draw area distribution of market potential (those house-
holds with the potential to rent or purchase new and existing 
housing units within Downtown El Paso and the Central Dis-
trict) is as follows:

9)3:!/(;4/!&/%).(-'(<3)8(=3!)
DOWNTOWN EL PASO & THE CENTRAL DISTRICT

City of El Paso: 54.7%

Balance of El Paso County: 1.8%

Don Ana, Maricopa, and Los Angeles Counties: 6.2%

Balance of US and Mexico: 37.3%

Total: 100.0%
SOURCE: Zimmerman/Volk Associates, Inc., 2011.

How many households have the potential to move 
within or to Downtown El Paso and the Central District 
each year over the next 5 years?
As derived by the target market methodology, up to 7,570 
households represent the annual potential market for new and 
existing housing units in Downtown El Paso and the Central 
District.  These households comprise 19.4% of the approxi-
mately 38,950 households that represent the annual potential 
market for new and existing housing units in the City of El Paso 
as a whole.

What are their housing preferences in aggregate?
The distribution of the tenure and housing preferences of the 
target households with incomes at or above 30% of the area 
median family income is shown on the following table.  
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Annual Potential Market 
For New and Existing Housing Units 

DOWNTOWN EL PASO & THE CENTRAL DISTRICT

Number Type 
# of 

House-
holds

% of 
Total

Multi-family for-rent* 1,250 22.6%

Multi-family for-rent† 
(lofts/apartments, leaseholder)

1,430 26.0%

Multi-family for-sale* 340 6.2%

Multi-family for-sale† 
(lofts/apartments, condo/co-op ownership)

780 14.2%

Single-family attached for-sale* 250 4.5%

Single-family attached for-sale† 
(townhouses/live-work, fee-simple/ 

condominium ownership)

570 10.3%

Single-family detached for-sale* 330 6.0%

Single-family detached for-sale† 
(houses, fee-simple ownership)

560 10.2%

Total 5,510 100.0%

*  Affordable to households with incomes between 30% and 80% of AMI 
in 2010, calibrated by household size.

†  Affordable to households with incomes above 80% of AMI in 2010, 
calibrated by household size.

SOURCE: Zimmerman/Volk Associates, Inc., 2011.

The tenure preferences include more than 48% rental housing 
units, and 52% ownership housing units.  Of the 2,830 house-
holds with preferences for ownership units, just under 40% rep-
resent the market for condominiums (multi-family for-sale), 29% 
represent the market for townhouses (single-family attached 
for-sale), and 31.4% represent the market for single-family de-
tached houses.

Since there are so few residential units located in the Down-
town, and a variety of underutilized or vacant buildings, it will 
be important to establish the Downtown residential option 
with market-rate rental and for-sale multi-family units created 
,7(&!&/#".)(-):83)($5()<"3#"%*(.&2&%#(,8"'!"%*3B( ( F%(&!!"#"$%(#$(
.&2&%#( ,8"'!"%*31( #+)( -)3"!)%#"&'( 2$%.)-3"$%( $5( K'&33( j( $542)(
buildings, can have a salutary effect on the Downtown.  These 
buildings are likely to yield a greater number of dwelling units 
than two- and three-story conversions, increasing the down-
town population at a more rapid pace.

A$283"%*( $%( +$83)+$'!3(6"#+( "%2$0)3( &,$.)( aUX( $5( #+)( &-)&(
median family income, the multi-family tenure preferences of the 
target households are shown on the following table.  

Annual Potential Market 
For New Market-Rate Multi-Family Units 

DOWNTOWN EL PASO & THE CENTRAL DISTRICT

Number Type 
# of 

House-
holds

% of 
Total

Multi-family for-rent 
(lofts/apartments, leaseholder)

1,430 64.7%

Multi-family for-sale 
(lofts/apartments, condo/co-op ownership)

780 35.3%

Total 2,210 100.0%
SOURCE: Zimmerman/Volk Associates, Inc., 2011.

A$283"%*($%(+$83)+$'!3(6"#+("%2$0)3(&,$.)(aUX($5(#+)(&-)&(
median family income, the preferences of the target house-
holds for single-family attached and detached units are shown 
on the table on the next page.  
 

Annual Potential Market 
For New Market-Rate Single-Family Attached and 

Detached Units 
DOWNTOWN EL PASO & THE CENTRAL DISTRICT

Number Type 
# of 

House-
holds

% of 
Total

Single-family attached for-sale 
(townhouses/live-work, fee-simple/con-

dominium ownership)

570 50.4%

Single-family detached for-sale 
(houses, fee-simple ownership)

560 49.6%

Total 1,130 100.0%
SOURCE: Zimmerman/Volk Associates, Inc., 2011.

Who are those households that represent the potential 
Downtown and Central District housing market?
The household groups that comprise the potential market for 
new and existing market-rate and affordable housing units in 
Downtown and the District are:

l( m$8%*)-(3"%*')3(&%!(2+"'!')33(2$8/')3(bn\XdD

l( @0/#7(%)3#)-3(&%!(-)#"-))3(bZTXdD(&%!

l( P-&!"#"$%&'(&%!(%$%:#-&!"#"$%&'(5&0"'")3(b_ZXdB

F#("3("0/$-#&%#(#$(%$#)(#+&#1(5$-(#+)(0$3#(/&-#1(7$8%*)-(3"%*')3(
and couples prefer to live in downtowns and in-town neigh-
borhoods for their diversity, and for the availability of employ-
ment, entertainment, and cultural opportunities within walking 
distance of their residences.  The continuing challenge in captur-

An Analysis of Residential Market Potential By District
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ing this potential market is to introduce units, either through 
adaptive re-use of existing non-residential buildings or through 
new construction that are attractive to young people (lofts, not 
suburban-style apartments), at rents and prices the majority 
can afford.  Since land costs and the costs of construction and 
adaptive re-use in downtowns are typically higher than in other 
%)"*+,$-+$$!31(#+"3(-)0&"%3(!"5428'#(#$(&2+").)(6"#+$8#(3$0)(
form of development incentives.

>48(?)&'(&!8(*8!..%&@(7&%/6($47.*(-!(.!)6!*(43(64.*(
within the District over the next 5 years?
Based on the assumption that 15% of the potential market pre-
fers newly-created housing units, whether through new con-
struction or adaptive re-use, Downtown and the Central Dis-
trict should be able to support up to 827 new market-rate and 
workforce housing units per year over the next 5 years:

Annual Capture of Market Potential
DOWNTOWN EL PASO & THE CENTRAL DISTRICT

Housing Type
# of 

House-
holds

Capture 
Rate

# of 
New 
Units

98'#":A&0"'7(A$-:W)%#o 1,250 15% 187

98'#":A&0"'7(A$-:W)%#p(
(lofts/apartments, leaseholder)

1,430 15% 215

98'#":A&0"'7(A$-:]&')o 340 15% 51

98'#":A&0"'7(A$-:]&')p(
(lofts/apartments, condo/co-op 

ownership)

780 15% 117

]"%*'):A&0"'7(Q##&2+)!(A$-:]&')o 230 15% 37

]"%*'):A&0"'7(Q##&2+)!(A$-:]&')p(
(townhouses/duplexes/live-work, 

fee-simple ownership)

520 15% 86

]"%*'):A&0"'7(>)#&2+)!(A$-:]&')o 350 15% 50

]"%*'):A&0"'7(>)#&2+)!(A$-:]&')p(
(houses, fee-simple ownership)

640 15% 84

Total 5,510 827

* Affordable to households with incomes between 30% and 80% of 
AMI in 2010, calibrated by household size.

† Affordable to households with incomes above 80% of AMI in 2010, 
calibrated by household size.

SOURCE: Zimmerman/Volk Associates, Inc., 2011.

Again, focusing only on those target households with annual in-
comes at or above 80% of the area median income, Downtown 
El Paso and the Central District could support up to 332 new-
ly-created market-rate multi-family rental and for-sale housing 
units per year over the next 5 years, as detailed on the following 

page.  The majority of these units should be created through the 
adaptive re-use of existing Downtown buildings.

Annual Capture of Market Potential
New Market-Rate Multi-Family Units 

DOWNTOWN EL PASO & THE CENTRAL DISTRICT

Housing Type
# of 

House-
holds

Capture 
Rate

# of 
New 
Units

98'#":A&0"'7(A$-:W)%#(
(lofts/apartments, leaseholder)

1,430 15% 215

98'#":A&0"'7(A$-:]&')(
(lofts/apartments, condo/co-op 

ownership)

780 15%   117

Total 2,210 332
SOURCE: Zimmerman/Volk Associates, Inc., 2011.

A-$0(#+)(0&-;)#(/)-3/)2#".)1(&%!('"0"#)!(#$(#&-*)#(+$83)+$'!3(
with incomes above 80% of the area median family income, 
Downtown El Paso and the Central District could support up 
to 170 new market-rate single-family attached and detached 
housing units per year over the next 5 years, as detailed on the 
5$''$6"%*( #&,')B( (P+)3)( &-)(0$3#( '";)'7( #$( ,)( 2-)&#)!($%( "%4''(
sites in the neighborhoods surrounding the Downtown.

Annual Capture of Market Potential
New Market-Rate Single-Family Attached and 

Detached Units 
DOWNTOWN EL PASO & THE CENTRAL DISTRICT

Housing Type 
# of 

House-
holds

Capture 
Rate 

# of 
New 
Units

]"%*'):A&0"'7(Q##&2+)!(A$-:]&')(
(townhouses/duplexes/live-work, 

fee-simple ownership)

570 15% 86

]"%*'):A&0"'7(>)#&2+)!(A$-:]&')(
(houses, fee-simple ownership) 

560 15% 84

Total 1,130 170
SOURCE: Zimmerman/Volk Associates, Inc., 2011.

These numbers represents net new units, not net new house-
holds.

NOTE:  Target market capture rates are a unique and 
+"*+'7:-)4%)!(0)&38-)($5(5)&3","'"#7B((P&-*)#(0&-;)#(2&/-
ture rates are not equivalent to—and should not be con-
583)!(6"#+k/)%)#-&#"$%(-&#)3($-(#-&542(2$%.)-3"$%(-&#)3B

The target market capture rate is derived by divid-
ing the annual forecast absorption—in aggregate and by 
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housing type—by the number of households that have 
the potential to purchase or rent new housing within a 
3/)2"4)!(&-)&("%(&(*".)%(7)&-B((P+)(target market cap-
ture rate is a measure developed over nearly two de-
2&!)3($5()0/"-"2&'1(3"#):3/)2"42(&%&'73"3(#+&#()3#&,'"3+)3(
the feasible percentages that can reasonably be applied 
to the potential market for each housing type.

The penetration rate is derived by dividing the to-
tal number of dwelling units planned for a property by 
the total number of draw area households, sometimes 
V8&'"4)!(,7("%2$0)B((P+)(penetration rate is largely 
an academic measure that establishes the percentage of 
+$83)+$'!3(5-$0(6"#+"%(&(!)4%)!(&-)&(#+&#(083#(0$.)(
to a housing project to achieve 100% occupancy.

The /3)"#$($4&A!36%4&(3)/! is derived by dividing the 
total number of buyers or renters by the total number 
of prospects that have visited a site.  The /3)"#$($4&-
version rate is a measure of the effectiveness of sales 
and leasing efforts.

Because the prospective market for a location is more 
/-)2"3)'7(!)4%)!1(#&-*)#(0&-;)#(2&/#8-)(-&#)3(&-)(+"*+)-(
than the more grossly-derived penetration rates.  How-
ever, the resulting higher capture rates are well within 
the range of prudent feasibility.

 

12)/(%6(/2!(?)3:!/($733!&/.'()-.!(/4(5)'("43(/2!(&!8(
units?

BC!&/).(<%6/3%-7/%4&B
j&3)!( $%( #+)( #&-*)#( +$83)+$'!(0"<( &%!( #+)( "%2$0)3( &%!( 4-
nancial capabilities of the target households, the distribution by 
rent ranges of the 402 new market-rate and affordable rental 
units that could be absorbed each year over the next 5 years 
within Downtown El Paso and the Central District would be 
as follows:

C!&/).(=5)3/?!&/(<%6/3%-7/%4&(-'(C!&/(C)&@!
DOWNTOWN EL PASO & THE CENTRAL DISTRICT

Monthly Rent Range
Units 

Per Year
Percentage

$500–$600 34 8.4%

$600–$700 36 9.0%

$700–$800 38 9.5%

$800–$900 43 10.7%

$900–$1,000 50 12.3%

$1,000–$1,100 45 11.2%

$1,100–$1,200 43 10.7%

$1,200–$1,300 32 8.0%

$1,300–$1,400 32 8.0%

$1,400–$1,500 27 6.7%

$1,500 and up 22 5.5%

Total: 402 100.0%
SOURCE: Zimmerman/Volk Associates, Inc., 2011.

BD43EF).!(<%6/3%-7/%4&B
j&3)!( $%( #+)( #&-*)#( +$83)+$'!(0"<( &%!( #+)( "%2$0)3( &%!( 4-
nancial capabilities of the target households, the distribution by 
price ranges of the 168 new market-rate and affordable for-sale 
apartments that could be absorbed each year over the next 5 
years within Downtown El Paso and the Central District:

D43EF).!(=5)3/?!&/(<%6/3%-7/%4&(-'(;3%$!(C)&@!
DOWNTOWN EL PASO & THE CENTRAL DISTRICT

Price Range
Units 

Per Year
Percentage

$150,000–$200,000 16 9.5%

$200,000–$250,000 24 14.3%

$250,000–$300,000 36 21.5%

$300,000–$350,000 24 14.3%

$350,000–$400,000 20 11.9%

$400,000–$450,000 18 10.7%

$450,000–$500,000 16 9.5%

$500,000 and up   14     9.3%

Total: 168 100.0%
SOURCE: Zimmerman/Volk Associates, Inc., 2011.

j&3)!($%( #+)( #&-*)#(+$83)+$'!(0"<(&%!( "%2$0)3(&%!(4%&%2"&'(
capabilities of the target groups, the distribution by price ranges 
of the 123 new townhouses/duplexes (single-family attached) 
that could be absorbed each year over the next 5 years within 
Downtown El Paso and the Central District would be as follows:
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G48&2476!H<75.!,(<%6/3%-7/%4&(-'(;3%$!(C)&@!
DOWNTOWN EL PASO & THE CENTRAL DISTRICT

Price Range
Units 

Per Year
Percentage

$150,000–$200,000 6 4.9%

$200,000–$250,000 15 12.1%

$250,000–$300,000 24 19.5%

$300,000–$350,000 24 19.5%

$350,000–$400,000 16 13.0%

$400,000–$450,000 14 11.4%

$450,000–$500,000 12 9.8%

$500,000 and up 12 9.8%

Total: 123 100.0%
SOURCE: Zimmerman/Volk Associates, Inc., 2011.

 
j&3)!($%(#+)(#&-*)#(+$83)+$'!(0"<(&%!("%2$0)3(&%!(4%&%2"&'(
capabilities of the target groups, the distribution by price ranges 
of the 134 new detached houses that could be absorbed each 
year over the next 5 years within Downtown El Paso and the 
Central District would be as follows:

<!/)$2!*(>476!(<%6/3%-7/%4&(-'(;3%$!(C)&@!
DOWNTOWN EL PASO & THE CENTRAL DISTRICT

Price Range
Units 

Per Year
Percentage

$150,000–$200,000 14 10.5%

$200,000–$250,000 20 14.9%

$250,000–$300,000 26 19.4%

$300,000–$350,000 16 11.9%

$350,000–$400,000 16 11.9%

$400,000–$450,000 16 11.9%

$450,000–$500,000 14 10.5%

$500,000 and up 12 9.0%

Total: 134 100.0%
SOURCE: Zimmerman/Volk Associates, Inc., 2011.

How many net new households could Downtown El 
Paso and the Central District expect to gain each year 
over a 5-year timeframe?
Based on the migration data and internal and external mobil-
ity rates, the production of 827 new units a year, and including 
+$83)+$'!3(6"#+("%2$0)3(,)'$6(\UX($5(Q9F1(>$6%#$6%(@'(I&3$(
and the Central District could experience an average increase of 
420 additional households per year over the 5 year timeframe:

Annual Net New Households
DOWNTOWN EL PASO & THE CENTRAL DISTRICT

Housing Type
# of New 

Units
# of Net 
New HHs

98'#":A&0"'7(A$-:W)%#o 187 70

98'#":A&0"'7(A$-:W)%#p(
(lofts/apartments, leaseholder)

215 104

98'#":A&0"'7(A$-:]&')o 51 20

98'#":A&0"'7(A$-:]&')p(
(lofts/apartments, condo/

co-op ownership)

117 58

]"%*'):A&0"'7(Q##&2+)!(A$-:]&')o 37 12

]"%*'):A&0"'7(Q##&2+)!(A$-:]&')p(
(townhouses/duplexes/ live-work, 

fee-simple ownership)

86 44

]"%*'):A&0"'7(>)#&2+)!(A$-:]&')o 50 20

]"%*'):A&0"'7(>)#&2+)!(A$-:]&')p(
(houses, fee-simple ownership)

84 42

Total 827 370

Households with incomes 
,)'$6(\UX(Q9FJ

50

Total 420
*Affordable to households with incomes between 30% and 80% of AMI 

in 2010, calibrated by household size.
†Affordable to households with incomes above 80% of AMI in 2010, 

calibrated by household size.
SOURCE: Zimmerman/Volk Associates, Inc., 2011.

NOTE: Net new households are the number of 
households that are new to Downtown El Paso and the 
Central District.  The difference between the number 
of new market-rate and workforce units (827) and the 
number of units occupied by net new households with 
"%2$0)3(&,$.)(\UX($5(Q9F(b\SUd(-)/-)3)%#3(#+)(%80-
ber of new market-rate and workforce units occupied 
by existing or newly-formed Downtown El Paso and 
K)%#-&'(>"3#-"2#(+$83)+$'!3B((F%(&!!"#"$%1(&//-$<"0&#)'7(
50 households are new to the Central District, but with 
"%2$0)3(,)'$6(\UX(Q9F(&%!(#+)-)5$-)(8%&,')(#$(&55$-!(
newly-constructed dwelling units.

j&3)!($%(#+)(P)&0(j'"33(P&3;(A$-2)(G)<#(5$-)2&3#31(2"#76"!)1(&%(
average annual increase of 1,500 military households is likely 
over the next 5 years, of which an average of approximately 
200 households per year would be likely to live in Downtown 
El Paso and the Central District.  Downtown El Paso and the 
Central District could therefore expect to gain approximately 
620 new households per year over the next 5 years, and ap-
proximately 420 households per year over the following 5 years.

An Analysis of Residential Market Potential By District
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 MARKET POTENTIAL FOR THE MISSION VALLEY DISTRICT 

This analysis has determined the market potential over the next 
5 years for new and existing market-rate and affordable housing 
units within El Paso’s Mission Valley District, an area bounded 
,7(F%#)-3#&#)(_U(#$(#+)(%$-#+)&3#D(N83#(,)7$%!(#+)(2"#7('"0"#3(#$(
the southeast, incorporating the neighborhoods of Las Placitas 
del Rey, Richard Lee, and Vista del Prado; the Rio Grande to the 
3$8#+6)3#D(&%!(#+-$8*+(#+)($"'(-)4%)-")3(&%!(&'$%*(#+)()&3#)-%(
edge of Ascarate Park to the west.

The Mission Valley District encompasses zip codes 79907, 
79915, and portions of zip code 79927 (excluding Socorro), an 
area which includes 33 neighborhoods and the Historic Dis-
tricts of Ysleta and Mission Trail; numerous strip shopping cen-
#)-3(&'$%*(Q'&0)!&(Q.)%8)1(G$-#+(q$$/(>-".)(&%!( F%#)-3#&#)(
10; a branch of El Paso Community College; the Del Sol Medical 
Center, Sierra Medical Center, and University Medical Center—
and several public parks.  At just under 2%, the Mission Valley 
District has the lowest projected growth rate over the next 5 
years of any District in the city.

12!3!(*4(/2!(54/!&/%).(3!&/!36()&*(-7'!36(4"(&!8()&*(
existing housing units in the Mission Valley District cur-
rently live?
As derived from migration, mobility and target market analysis, 
the draw area distribution of market potential (those house-
holds with the potential to rent or purchase new and existing 
housing units within the Mission Valley District) is as follows:

9)3:!/(;4/!&/%).(-'(<3)8(=3!)
THE MISSION VALLEY DISTRICT

City of El Paso: 78.5%

Balance of El Paso County: 3.5%

Don Ana, Maricopa, and Los Angeles Counties: 3.1%

Balance of US and Mexico: 14.9%

Total: 100.0%
SOURCE: Zimmerman/Volk Associates, Inc., 2011.

How many households have the potential to move with-
in or to the Mission Valley District each year over the 
next 5 years?
As derived by the target market methodology, over 4,800 house-
holds represent the annual potential market for new and exist-
ing housing units in the Mission Valley District.  These house-
holds comprise 12.4% of the approximately 38,950 households 
that represent the annual potential market for new and existing 
housing units in the City of El Paso as a whole.

What are their housing preferences in aggregate?
The distribution of the tenure and housing preferences of the 
target households with incomes at or above 30% of the area 
median family income is as follows: 

Annual Potential Market 
For New and Existing Housing Units 
THE MISSION VALLEY DISTRICT

Housing Type
# of 

House-
holds

% of 
Total

Multi-family for-rent* 840 26.7%

Multi-family for-rent† 
(lofts/apartments, leaseholder)

370 11.8%

Multi-family for-sale* 220 7.0%

Multi-family for-sale† 
(lofts/apartments, condo/co-op ownership)

200 6.4%

Single-family attached for-sale* 110 3.5%

Single-family attached for-sale† 
(townhouses/live-work, fee-simple/

condominium ownership)

150 4.8%

Single-family detached for-sale* 560 17.8%

Single-family detached for-sale† 
(houses, fee-simple ownership)

690 22.0%

Total 3,140 100.0%
*  Affordable to households with incomes between 30% and 80% of AMI 

in 2010, calibrated by household size.
†  Affordable to households with incomes above 80% of AMI in 2010, 

calibrated by household size.
SOURCE: Zimmerman/Volk Associates, Inc., 2011.

The tenure preferences include approximately 38.5% rental 
housing units, and 61.5% ownership housing units.  Of the 1,930 
households with preferences for ownership units, just under 
22% represent the market for condominiums (multi-family for-
sale), 13.5% represent the market for townhouses (single-family 
attached for-sale), and just under 65% represent the market for 
single-family detached houses.

Who are those households that represent the potential 
Mission Valley District housing market?
The household groups that comprise the potential market for 
new and existing market-rate and affordable housing units in 
the District are:

l( @0/#7(%)3#)-3(&%!(-)#"-))3(bT\XdD(

l( P-&!"#"$%&'(&%!(%$%:#-&!"#"$%&'(5&0"'")3(b[UXdD(&%!

l( m$8%*)-(3"%*')3(&%!(2+"'!')33(2$8/')3(bSXdB
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>48(?)&'(&!8(*8!..%&@(7&%/6($47.*(-!(.!)6!*(43(64.*(
within the Mission Valley District over the next 5 years?
Based on the assumption that 15% of the potential market pre-
fers newly-constructed housing units, the Mission Valley District 
could support up to 473 new market-rate and workforce hous-
ing units per year over the next 5 years:

Annual Capture of Market Potential
THE MISSION VALLEY DISTRICT

Housing Type
# of 

House-
holds

Capture 
Rate

# of 
New 
Units

98'#":A&0"'7(A$-:W)%#o 840 15% 126

98'#":A&0"'7(A$-:W)%#p(
(lofts/apartments, leaseholder)

370 15% 56

98'#":A&0"'7(A$-:]&')o 220 15% 33

98'#":A&0"'7(A$-:]&')p(
(lofts/apartments, condo/co-op 

ownership)

200 15% 30

]"%*'):A&0"'7(Q##&2+)!(A$-:]&')o 110 15% 17

]"%*'):A&0"'7(Q##&2+)!(A$-:]&')p(
(townhouses/duplexes/live-work, 

fee-simple ownership)

150 15% 23

]"%*'):A&0"'7(>)#&2+)!(A$-:]&')o 560 15% 84

]"%*'):A&0"'7(>)#&2+)!(A$-:]&')p(
(houses, fee-simple ownership)

690 15% 104

Total 3,140 473
*  Affordable to households with incomes between 30% and 80% of AMI 

in 2010, calibrated by household size.
†  Affordable to households with incomes above 80% of AMI in 2010, 

calibrated by household size.

SOURCE: Zimmerman/Volk Associates, Inc., 2011.

This number represents net new units, not net new households.

12)/(%6(/2!(?)3:!/($733!&/.'()-.!(/4(5)'("43(/2!(&!8(
units?

BC!&/).(<%6/3%-7/%4&B
j&3)!($%(#+)(#&-*)#(+$83)+$'!(0"<(&%!(#+)("%2$0)3(&%!(4%&%-
cial capabilities of the target households, the distribution by rent 
ranges of the 182 new market-rate and affordable rental units 
that could be absorbed each year over the next 5 years within 
the Mission Valley District:

C!&/).(=5)3/?!&/(<%6/3%-7/%4&(-'(C!&/(C)&@!
THE MISSION VALLEY DISTRICT

Monthly Rent 
Range

Units Per 
Year

Percentage

$500–$600 50 27.5%

$600–$700 40 22.0%

$700–$800 26 14.3%

$800–$900 12 6.6%

$900–$1,000 12 6.6%

$1,000–$1,100 12 6.6%

$1,100–$1,200 9 4.9%

$1,200–$1,300 9 4.9%

$1,300–$1,400 6 3.3%

$1,400 and up     6     3.3%

Total: 182 100.0%
SOURCE: Zimmerman/Volk Associates, Inc., 2011.

BD43EF).!(<%6/3%-7/%4&B
j&3)!( $%( #+)( #&-*)#( +$83)+$'!(0"<( &%!( #+)( "%2$0)3( &%!( 4-
nancial capabilities of the target households, the distribution by 
price ranges of the 63 new market-rate and affordable for-sale 
apartments that could be absorbed each year over the next 5 
years within the Mission Valley District:

D43EF).!(=5)3/?!&/(<%6/3%-7/%4&(-'(;3%$!(C)&@!
THE MISSION VALLEY DISTRICT

Price Range
Units 

Per Year
Percentage

$100,000–$150,000 9 14.3%

$150,000–$200,000 12 19.0%

$200,000–$250,000 16 25.4%

$250,000–$300,000 9 14.3%

$300,000–$350,000 9 14.3%

$350,000 and up   8   12.7%

Total: 63 100.0%
SOURCE: Zimmerman/Volk Associates, Inc., 2011.

j&3)!($%(#+)(#&-*)#(+$83)+$'!(0"<(&%!("%2$0)3(&%!(4%&%2"&'(
capabilities of the target groups, the distribution by price ranges 
of the 40 new townhouses/duplexes (single-family attached) 
that could be absorbed each year over the next 5 years within 
the Mission Valley District:
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G48&2476!H<75.!,(<%6/3%-7/%4&(-'(;3%$!(C)&@!
THE MISSION VALLEY DISTRICT

Price Range
Units 

Per Year
Percentage

$100,000–$150,000 6 15.0%

$150,000–$200,000 6 15.0%

$200,000–$250,000 10 25.0%

$250,000–$300,000 9 22.5%

$300,000–$350,000 6 15.0%

$350,000 and up   3     7.5%

Total: 40 100.0%
SOURCE: Zimmerman/Volk Associates, Inc., 2011.

 
j&3)!($%(#+)(#&-*)#(+$83)+$'!(0"<(&%!("%2$0)3(&%!(4%&%2"&'(
capabilities of the target groups, the distribution by price ranges 
of the 188 new detached houses that could be absorbed each 
year over the next 5 years within the Mission Valley District 
would be as follows:

<!/)$2!*(>476!(<%6/3%-7/%4&(-'(;3%$!(C)&@!
THE MISSION VALLEY DISTRICT

Price Range
Units 

Per Year
Percentage

$100,000–$150,000 21 11.2%

$150,000–$200,000 39 20.7%

$200,000–$250,000 50 26.5%

$250,000–$300,000 24 12.8%

$300,000–$350,000 24 12.8%

$350,000–$400,000 18 9.6%

$400,000 and up   12     6.4%

Total: 188 100.0%
SOURCE: Zimmerman/Volk Associates, Inc., 2011.

How many net new households could the Mission Valley 
District expect to gain each year over a 5-year time-
frame?
Based on the migration data and internal and external mobil-
ity rates, the production of 473 new units a year, and including 
+$83)+$'!3(6"#+("%2$0)3(,)'$6(\UX($5(Q9F1(#+)(9"33"$%(h&'')7(
District could experience an average increase of 168 additional 
households per year over the 5-year timeframe:

Annual Net New Households
THE MISSION VALLEY DISTRICT

Housing Type
# of New 

Units
# of Net 
New HHs

98'#":A&0"'7(A$-:W)%#o 126 25

98'#":A&0"'7(A$-:W)%#p(
(lofts/apartments, leaseholder)

56 17

98'#":A&0"'7(A$-:]&')o 33 7

98'#":A&0"'7(A$-:]&')p(
(lofts/apartments, condo/co-op 

ownership)

30 10

]"%*'):A&0"'7(Q##&2+)!(A$-:]&')o 17 3

]"%*'):A&0"'7(Q##&2+)!(A$-:]&')p(
(townhouses/duplexes/live-work, 

fee-simple ownership)

23 8

]"%*'):A&0"'7(>)#&2+)!(A$-:]&')o 84 17

]"%*'):A&0"'7(>)#&2+)!(A$-:]&')p(
(houses, fee-simple ownership)

 104 31

Total 473 118

Households with incomes below 
\UX(Q9FJ

50

Total 168
*  Affordable to households with incomes between 30% and 80% of AMI 

in 2010, calibrated by household size.
†  Affordable to households with incomes above 80% of AMI in 2010, 

calibrated by household size.
SOURCE: Zimmerman/Volk Associates, Inc., 2011.

NOTE:  Net new households are the number of house-
holds that are new to the Mission Valley District.  The 
difference between the number of new market-rate and 
workforce units (473) and the number of units occupied 
,7(%)#(%)6(+$83)+$'!3(6"#+("%2$0)3(&,$.)(\UX($5(Q9F(
(118) represents the number of new market-rate and 
workforce units occupied by existing or newly-formed 
9"33"$%(h&'')7(>"3#-"2#(+$83)+$'!3B((F%(&!!"#"$%1(&//-$<"-
mately 50 households are new to Mission Valley, but 
6"#+("%2$0)3(,)'$6(\UX(Q9F(&%!(#+)-)5$-)(8%&,')(#$(
afford newly-constructed dwelling units.

j&3)!($%(#+)(P)&0(j'"33(P&3;(A$-2)(G)<#(5$-)2&3#31(2"#76"!)1(&%(
average annual increase of 1,500 military households is likely 
over the next 5 years, of which an average of approximately 
150 households per year would be likely to live in the Mission 
Valley District.  The Mission Valley District could therefore ex-
pect to gain approximately 318 new households per year over 
the next 5 years, and approximately 168 households per year 
over the following 5 years. 
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MARKET POTENTIAL FOR THE EAST DISTRICT 

This section of the analysis has determined the market poten-
tial over the next 5 years for new and existing market-rate and 
affordable housing units within El Paso’s East District, an area 
,$8%!)!( ,7( &%!( "%2'8!"%*( @'( I&3$( F%#)-%&#"$%&'(Q"-/$-#( &%!(
Montana Avenue to the north; Zaragoza Road and Joe Battle 
Road to the east, and including the neighborhoods of Sun Ridge 
]$8#+1(9$%#6$$!(O)"*+#31( I&3)$3(!)'( ]$'1( &%!( ]$8#+.")6D( F%-
terstate 10 to the south; and the electric transmission lines to 
the west.

The East District encompasses zip codes 79925, 79935, 79936, 
and portions of zip code 79938, an area which includes 58 
neighborhoods; the Las Palma Marketplace, Trevino Mall, Cielo 
Vista Mall, as well as extensive commercial and retail uses along 
F%#)-3#&#)(_UD(3).)-&'(+$3/"#&'3k#+)(O"*+'&%!3(W)*"$%&'(W)+&-
bilitation Hospital, Del Sol Medical Center, East El Paso Medical 
K)%#)-1(&%!(#+)(A-)3)%"83(9)!"2&'(K)%#)-k&%!(08'#"/')(/8,'"2(
/&-;3B((F#("3(#+)(5&3#)3#:*-$6"%*(!"3#-"2#("%(#+)(2"#7B

12!3!(*4(/2!(54/!&/%).(3!&/!36()&*(-7'!36(4"(&!8()&*(
existing housing units in the East District currently live?
As derived from migration, mobility and target market analysis, 
the draw area distribution of market potential (those house-
holds with the potential to rent or purchase new and existing 
housing units within the East District) is as follows:

9)3:!/(;4/!&/%).(-'(<3)8(=3!)
THE EAST DISTRICT

City of El Paso: 60.0%

Balance of El Paso County: 18.2%

Don Ana, Maricopa, and Los Angeles Counties: 5.7%

Balance of US and Mexico: 16.1%

Total: 100.0%
SOURCE: Zimmerman/Volk Associates, Inc., 2011.

 

How many households have the potential to move 
within or to the East District each year over the next 
5 years?
As derived by the target market methodology, up to 12,200 
households represent the annual potential market for new and 
existing housing units in the East District.  These households 
comprise just over 31% of the approximately 38,950 house-
holds that represent the annual potential market for new and 
existing housing units in the City of El Paso as a whole.

What are their housing preferences in aggregate?
The distribution of the tenure and housing preferences of the 
target households with incomes at or above 30% of the area 
median family income is as follows:

Annual Potential Market 
For New and Existing Housing Units 

THE EAST DISTRICT

Housing Type
# of 

House-
holds

% of 
Total

Multi-family for-rent* 2,210 28.3%

Multi-family for-rent† 
(lofts/apartments, leaseholder)

1,160 14.8%

Multi-family for-sale* 430 5.5%

Multi-family for-sale† (lofts/apartments, 
condo/co-op ownership)

320 4.1%

Single-family attached for-sale* 190 2.4%

Single-family attached for-sale† 
(townhouses/live-work, fee-simple/con-

dominium ownership)
250 3.2%

Single-family detached for-sale* 1,580 20.2%

Single-family detached for-sale† 
(houses, fee-simple ownership)

1,680 21.5%

Total 7,820 100.0%

*  Affordable to households with incomes between 30% and 80% of AMI 
in 2010, calibrated by household size.

†  Affordable to households with incomes above 80% of AMI in 2010, 

calibrated by household size.

SOURCE: Zimmerman/Volk Associates, Inc., 2011.

The tenure preferences include approximately 43% rental hous-
ing units, and 57% ownership housing units.  Of the 4,450 house-
holds with preferences for ownership units, just under 17% 
represent the market for condominiums (multi-family for-sale), 
nearly 10% represent the market for townhouses (single-family 
attached for-sale), and just over 73% represent the market for 
single-family detached houses.

Who are those households that represent the potential 
East District housing market?
The household groups that comprise the potential market for 
new and existing market-rate and affordable housing units in 
the District are:

l( P-&!"#"$%&'(&%!(%$%:#-&!"#"$%&'(5&0"'")3(bnUXdD(

l( @0/#7(%)3#)-3(&%!(-)#"-))3(bZaXdD(&%!

l( m$8%*)-(3"%*')3(&%!(2+"'!')33(2$8/')3(b_ZXdB

An Analysis of Residential Market Potential By District
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>48(?)&'(&!8(*8!..%&@(7&%/6($47.*(-!(.!)6!*(43(64.*(
within the area over the next 5 years?
Based on the assumption that 15% of the potential market pre-
fers newly-constructed housing units, the East District should 
be able to support up to 1,173 new market-rate and workforce 
housing units per year over the next 5 years:

 Annual Capture of Market Potential
THE EAST DISTRICT

Housing Type
# of 

House-
holds

Capture 
Rate

# of 
New 
Units

98'#":A&0"'7(A$-:W)%#o 2,210 15% 332

98'#":A&0"'7(A$-:W)%#p(
(lofts/apartments, leaseholder)

1,160 15% 174

98'#":A&0"'7(A$-:]&')o 430 15% 64

98'#":A&0"'7(A$-:]&')p(
(lofts/apartments, condo/co-op 

ownership)

320 15% 48

]"%*'):A&0"'7(Q##&2+)!(A$-:]&')o 190 15% 28

]"%*'):A&0"'7(Q##&2+)!(A$-:]&')p(
(townhouses/duplexes/live-

work, fee-simple ownership)

250 15% 38

]"%*'):A&0"'7(>)#&2+)!(A$-:]&')o 1,580 15% 237

]"%*'):A&0"'7(>)#&2+)!(A$-:]&')p(
(houses, fee-simple ownership)

1,680 15% 252

Total 7,820 1,173

* Affordable to households with incomes between 30% and 80% of 
AMI in 2010, calibrated by household size.

† Affordable to households with incomes above 80% of AMI in 2010, 

calibrated by household size.
SOURCE: Zimmerman/Volk Associates, Inc., 2011.

This number represents net new units, not net new households.

 
12)/(%6(/2!(?)3:!/($733!&/.'()-.!(/4(5)'("43(/2!(&!8(
units?

BC!&/).(<%6/3%-7/%4&B
j&3)!($%(#+)(#&-*)#(+$83)+$'!(0"<(&%!(#+)("%2$0)3(&%!(4%&%-
cial capabilities of the target households, the distribution by rent 
ranges of the 506 new market-rate and affordable rental units 
that could be absorbed each year over the next 5 years within 
the East District would be as follows:

C!&/).(=5)3/?!&/(<%6/3%-7/%4&(-'(C!&/(C)&@!
THE EAST DISTRICT

Monthly Rent Range
Units 
Per 
Year

Percentage

$500–$600 108 21.2%

$600–$700 100 19.7%

$700–$800 70 13.8%

$800–$900 62 12.3%

$900–$1,000 52 10.3%

$1,000–$1,100 44 8.7%

$1,100–$1,200 20 4.0%

$1,200–$1,300 15 3.0%

$1,300–$1,400 12 2.4%

$1,400–$1,500 12 2.4%

$1,500 and up 11 2.2%

Total: 506 100.0%
SOURCE: Zimmerman/Volk Associates, Inc., 2011.

BD43EF).!(<%6/3%-7/%4&B
j&3)!( $%( #+)( #&-*)#( +$83)+$'!(0"<( &%!( #+)( "%2$0)3( &%!( 4-
nancial capabilities of the target households, the distribution by 
price ranges of the 112 new market-rate and affordable for-sale 
apartments that could be absorbed each year over the next 5 
years within the East District:

D43EF).!(=5)3/?!&/(<%6/3%-7/%4&(-'(;3%$!(C)&@!
THE EAST DISTRICT

Price Range
Units 

Per Year
Percentage

$100,000–$150,000 11 9.8%

$150,000–$200,000 30 26.8%

$200,000–$250,000 26 23.2%

$250,000–$300,000 23 20.5%

$300,000–$350,000 10 8.9%

$350,000–$400,000 6 5.4%

$400,000 and up     6     5.4%

Total: 112 100.0%
SOURCE: Zimmerman/Volk Associates, Inc., 2011.

j&3)!($%( #+)( #&-*)#( +$83)+$'!(0"<( &%!( "%2$0)3( &%!( 4%&%2"&'(
capabilities of the target groups, the distribution by price ranges 
of the 66 new townhouses/duplexes (single-family attached) that 
could be absorbed each year over the next 5 years within the 
East District would be as follows:

An Analysis of Residential Market Potential By District
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G48&2476!H<75.!,(<%6/3%-7/%4&(-'(;3%$!(C)&@!
THE EAST DISTRICT

Price Range
Units 

Per Year
Percentage

$100,000–$150,000 4 6.1%

$150,000–$200,000 12 18.2%

$200,000–$250,000 16 24.1%

$250,000–$300,000 12 18.2%

$300,000–$350,000 10 15.2%

$350,000–$400,000 6 9.1%

$400,000 and up 6 9.1%

Total: 66 100.0%
SOURCE: Zimmerman/Volk Associates, Inc., 2011.

 
j&3)!($%(#+)(#&-*)#(+$83)+$'!(0"<(&%!("%2$0)3(&%!(4%&%2"&'(
capabilities of the target groups, the distribution by price ranges 
of the 489 new detached houses that could be absorbed each 
year over the next 5 years within the East District would be as 
follows:

<!/)$2!*(>476!(<%6/3%-7/%4&(-'(;3%$!(C)&@!
THE EAST DISTRICT

Price Range
Units 

Per Year
Percentage

$100,000–$150,000 28 5.7%

$150,000–$200,000 77 15.7%

$200,000–$250,000 89 18.2%

$250,000–$300,000 120 24.6%

$300,000–$350,000 68 13.9%

$350,000–$400,000 68 13.9%

$400,000 and up 39 8.0%

Total: 489 100.0%
SOURCE: Zimmerman/Volk Associates, Inc., 2011.

How many net new households could the East District 
expect to gain each year over a 5-year timeframe?
Based on the migration data and internal and external mobility 
rates, the production of 1,109 new units a year, and including 
+$83)+$'!3(6"#+("%2$0)3(,)'$6(\UX($5(Q9F1(#+)(@&3#(>"3#-"2#(
could experience an average increase of 619 additional house-
holds per year over the 5-year timeframe:

Annual Net New Households
THE EAST DISTRICT

Housing Type
# of 
New 
Units 

# of Net 
New 
HHs

98'#":A&0"'7(A$-:W)%#o 332 115

98'#":A&0"'7(A$-:W)%#p(
(lofts/apartments, leaseholder)

174 78

98'#":A&0"'7(A$-:]&')o 64 25

98'#":A&0"'7(A$-:]&')p(
(lofts/apartments, condo/co-op ownership)

48 18

]"%*'):A&0"'7(Q##&2+)!(A$-:]&')o 28 10

]"%*'):A&0"'7(Q##&2+)!(A$-:]&')p(
(townhouses/duplexes/live-work, fee-

simple ownership)

38 15

]"%*'):A&0"'7(>)#&2+)!(A$-:]&')o 237 90

]"%*'):A&0"'7(>)#&2+)!(A$-:]&')p(
(houses, fee-simple ownership)

252 118

Total 1,173 469

O$83)+$'!3(6"#+("%2$0)3(,)'$6(\UX(Q9FJ 150

Total 619

*  Affordable to households with incomes between 30% and 80% of AMI 
in 2010, calibrated by household size.

†  Affordable to households with incomes above 80% of AMI in 2010, 

calibrated by household size.

SOURCE: Zimmerman/Volk Associates, Inc., 2011.

NOTE: Net new households are the number of 
households that are new to the East District.  The dif-
ference between the number of new market-rate and 
workforce units (1,173) and the number of units oc-
cupied by net new households with incomes above 30% 
$5(Q9F( b[n`d( -)/-)3)%#3( #+)( %80,)-( $5( %)6(0&-;)#:
rate and workforce units occupied by existing or newly-
5$-0)!(@&3#(>"3#-"2#(+$83)+$'!3B((F%(&!!"#"$%1(&//-$<"-
mately 150 households are new to the East, but with 
"%2$0)3(,)'$6(\UX(Q9F(&%!(#+)-)5$-)(8%&,')(#$(&55$-!(
newly-constructed dwelling units.

j&3)!($%(#+)(P)&0(j'"33(P&3;(A$-2)(G)<#(5$-)2&3#31(2"#76"!)1(&%(
average annual increase of 1,500 military households is likely 
over the next 5 years, of which an average of approximately 500 
households per year would be likely to live in the East District.  
The East District could therefore expect to gain approximately 
1,119 new households per year over the next 5 years, and ap-
proximately 619 households per year over the following 5 years.

An Analysis of Residential Market Potential By District
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MARKET POTENTIAL FOR THE NORTHEAST DISTRICT 

This section of the analysis has determined the market poten-
tial over the next 5 years for new and existing market-rate and 
affordable housing units within El Paso’s Northeast District, 
an area bounded by the Texas state line to the north; Railroad 
>-".)( #$( #+)()&3#D( A-)!(i"'3$%(Q.)%8)( #$( #+)( 3$8#+D( &%!( #+)(
A-&%;'"%(9$8%#&"%3(#$(#+)(6)3#B

The Northeast District encompasses zip codes 79904, 79924, 
and 79934, an area which includes 41 neighborhoods; the Ken-
worthy Crossing shopping center, the defunct Northpark Mall, 
and dozens of small strip shopping centers and commercial uses 
along Dyer Street; the Del Sol Medical Center—and several 
public parks.  The Northeast District is sandwiched between 
#+)(A$-#(j'"33(9"'"#&-7(W)3)-.&#"$%(#$(#+)()&3#(&%!(#+)(A$-#(j'"33(
K&3#%)-(W&%*)(&%!(#+)(A-&%;'"%(9$8%#&"%3(#$(#+)(6)3#B

12!3!(*4(/2!(54/!&/%).(3!&/!36()&*(-7'!36(4"(&!8()&*(
existing housing units in the Northeast District cur-
rently live?
As derived from migration, mobility and target market analysis, 
the draw area distribution of market potential (those house-
holds with the potential to rent or purchase new and existing 
housing units within the Northeast District) is as follows:

9)3:!/(;4/!&/%).(-'(<3)8(=3!)
THE NORTHEAST DISTRICT

City of El Paso: 44.8%

Balance of El Paso County: 4.6%

Don Ana, Maricopa, and Los Angeles Counties: 2.5%

Balance of US and Mexico: 48.1%

Total: 100.0%
SOURCE: Zimmerman/Volk Associates, Inc., 2011.

 

How many households have the potential to move with-
in or to the Northeast District each year over the next 
5 years?
As derived by the target market methodology, over 5,600 
households represent the annual potential market for new and 
existing housing units in the Northeast District.  These house-
holds comprise 14.41% of the approximately 38,950 households 
that represent the annual potential market for new and existing 
housing units in the City of El Paso as a whole.

What are their housing preferences in aggregate?
The distribution of the tenure and housing preferences of the 
target households with incomes at or above 30% of the area 
median family income is as follows:

Annual Potential Market 
For New and Existing Housing Units 

THE NORTHEAST DISTRICT

Housing Type
# of 

House-
holds

% of 
Total

Multi-family for-rent* 920 22.7%

Multi-family for-rent† 
(lofts/apartments, leaseholder)

500 12.3%

Multi-family for-sale* 160 4.0%

Multi-family for-sale† 
(lofts/apartments, condo/co-op ownership)

200 4.9%

Single-family attached for-sale* 60 1.5%

Single-family attached for-sale† 
(townhouses/live-work, fee-simple/con-

dominium ownership)

120 3.0%

Single-family detached for-sale* 830 20.5%

Single-family detached for-sale† 
(houses, fee-simple ownership)

1,260 31.1%

Total 4,050 100.0%
*  Affordable to households with incomes between 30% and 80% of AMI 

in 2010, calibrated by household size.
†  Affordable to households with incomes above 80% of AMI in 2010, 

calibrated by household size.
SOURCE: Zimmerman/Volk Associates, Inc., 2011.

The tenure preferences include 35% rental housing units, and 
65% ownership housing units.  Of the 2,630 households with 
preferences for ownership units, just under 14% represent the 
market for condominiums (multi-family for-sale), 6.8% represent 
the market for townhouses (single-family attached for-sale), and 
79.5% represent the market for single-family detached houses.

Who are those households that represent the potential
Northeast District housing market?
The household groups that comprise the potential market for 
new and existing market-rate and affordable housing units in 
the District are:

l( P-&!"#"$%&'(&%!(%$%:#-&!"#"$%&'(5&0"'")3(b\aXdD(

l( @0/#7(%)3#)-3(&%!(-)#"-))3(b\nXdD(&%!

l( m$8%*)-(3"%*')3(&%!(2+"'!')33(2$8/')3(bZnXdB

>48(?)&'(&!8(*8!..%&@(7&%/6($47.*(-!(.!)6!*(43(64.*(
within the area over the next 5 years?
Based on the assumption that 15% of the potential market pre-
fers newly-constructed housing units, the Northeast District 

An Analysis of Residential Market Potential By District
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could support up to 608 new market-rate and workforce hous-
ing units per year over the next 5 years:

Annual Capture of Market Potential
THE NORTHEAST DISTRICT

Housing Type
# of 

House-
holds

Capture 
Rate

# of 
New 
Units

98'#":A&0"'7(A$-:W)%#o 920 15% 138

98'#":A&0"'7(A$-:W)%#p(
(lofts/apartments, leaseholder)

500 15% 75

98'#":A&0"'7(A$-:]&')o 160 15% 24

98'#":A&0"'7(A$-:]&')p(
(lofts/apartments, condo/co-op 

ownership)

200 15% 30

]"%*'):A&0"'7(Q##&2+)!(A$-:]&')o 60 15% 9

]"%*'):A&0"'7(Q##&2+)!(A$-:]&')p(
(townhouses/duplexes/live-

work, fee-simple ownership)

120 15% 18

]"%*'):A&0"'7(>)#&2+)!(A$-:]&')o 830 15% 125

]"%*'):A&0"'7(>)#&2+)!(A$-:]&')p(
(houses, fee-simple ownership)

1,260 15% 189

Total 4,050 608
*  Affordable to households with incomes between 30% and 80% of AMI 

in 2010, calibrated by household size.
†  Affordable to households with incomes above 80% of AMI in 2010, 

calibrated by household size.

SOURCE: Zimmerman/Volk Associates, Inc., 2011.

This number represents net new units, not net new households.

 
12)/(%6(/2!(?)3:!/($733!&/.'()-.!(/4(5)'("43(/2!(&!8(
units?

BC!&/).(<%6/3%-7/%4&B
j&3)!($%(#+)(#&-*)#(+$83)+$'!(0"<(&%!(#+)("%2$0)3(&%!(4%&%-
cial capabilities of the target households, the distribution by rent 
ranges of the 213 new market-rate and affordable rental units 
that could be absorbed each year over the next 5 years within 
the Northeast District would be as follows:

C!&/).(=5)3/?!&/(<%6/3%-7/%4&(-'(C!&/(C)&@!
THE NORTHEAST DISTRICT

Monthly Rent 
Range

Units 
Per Year

Percentage

$500–$600 28 13.1%

$600–$700 38 17.8%

$700–$800 32 15.0%

$800–$900 32 15.0%

$900–$1,000 24 11.3%

$1,000–$1,100 13 6.1%

$1,100–$1,200 12 5.6%

$1,200–$1,300 12 5.6%

$1,300–$1,400 10 4.7%

$1,400–$1,500 6 2.9%

$1,500 and up 6 2.9%

Total: 213 100.0%
SOURCE: Zimmerman/Volk Associates, Inc., 2011.

BD43EF).!(<%6/3%-7/%4&B
j&3)!( $%( #+)( #&-*)#( +$83)+$'!(0"<( &%!( #+)( "%2$0)3( &%!( 4-
nancial capabilities of the target households, the distribution by 
price ranges of the 54 new market-rate and affordable for-sale 
apartments that could be absorbed each year over the next 5 
years within the Northeast District:

D43EF).!(=5)3/?!&/(<%6/3%-7/%4&(-'(;3%$!(C)&@!
THE NORTHEAST DISTRICT

Price Range
Units 

Per Year
Percentage

$100,000–$150,000 3 5.6%

$150,000–$200,000 11 20.4%

$200,000–$250,000 12 22.2%

$250,000–$300,000 10 18.5%

$300,000–$350,000 6 11.1%

$350,000–$400,000 6 11.1%

$400,000–$450,000 4 7.4%

$450,000 and up 2 3.7%

Total: 54 100.0%
SOURCE: Zimmerman/Volk Associates, Inc., 2011.

j&3)!($%(#+)(#&-*)#(+$83)+$'!(0"<(&%!("%2$0)3(&%!(4%&%2"&'(
capabilities of the target groups, the distribution by price ranges 
of the 27 new townhouses/duplexes (single-family attached) 
that could be absorbed each year over the next 5 years within 
the Northeast District would be as follows:

An Analysis of Residential Market Potential By District
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G48&2476!H<75.!,(<%6/3%-7/%4&(-'(;3%$!(C)&@!
THE NORTHEAST DISTRICT

Price Range
Units 

Per Year
Percentage

$100,000–$150,000 2 7.4%

$150,000–$200,000 4 14.8%

$200,000–$250,000 4 14.8%

$250,000–$300,000 6 22.2%

$300,000–$350,000 4 14.8%

$350,000–$400,000 4 14.8%

$400,000 and up   3   11.2%

Total: 27 100.0%
SOURCE: Zimmerman/Volk Associates, Inc., 2011.

 
j&3)!($%(#+)(#&-*)#(+$83)+$'!(0"<(&%!("%2$0)3(&%!(4%&%2"&'(
capabilities of the target groups, the distribution by price ranges 
of the 314 new detached houses that could be absorbed each 
year over the next 5 years within the Northeast District would 
be as follows:

<!/)$2!*(>476!(<%6/3%-7/%4&(-'(;3%$!(C)&@!
THE NORTHEAST DISTRICT

Price Range
Units 

Per Year
Percentage

$100,000–$150,000 36 11.5%

$150,000–$200,000 49 15.6%

$200,000–$250,000 51 16.2%

$250,000–$300,000 50 15.9%

$300,000–$350,000 40 12.7%

$350,000–$400,000 36 11.5%

$400,000–$450,000 20 6.4%

$450,000–$500,000 18 5.7%

$500,000 and up   14     4.5%

Total: 314 100.0%
SOURCE: Zimmerman/Volk Associates, Inc., 2011.

How many net new households could the Northeast 
District expect to gain each year over a 5-year time-
frame?
Based on the migration data and internal and external mobil-
ity rates, the production of 608 new units a year, and includ-
"%*(+$83)+$'!3(6"#+("%2$0)3(,)'$6(\UX($5(Q9F1(#+)(G$-#+)&3#(
District could experience an average increase of 535 additional 
households per year over the 5-year timeframe:

 Annual Net New Households
THE NORTHEAST DISTRICT

Housing Type
# of 
New 
Units

# of Net 
New 
HHs

98'#":A&0"'7(A$-:W)%#o 138 69

98'#":A&0"'7(A$-:W)%#p(
(lofts/apartments, leaseholder)

75 47

98'#":A&0"'7(A$-:]&')o 24 12

98'#":A&0"'7(A$-:]&')p(
(lofts/apartments, condo/co-op ownership)

30 18

]"%*'):A&0"'7(Q##&2+)!(A$-:]&')o 9 6

]"%*'):A&0"'7(Q##&2+)!(A$-:]&')p(
(townhouses/duplexes/live-work, 

fee-simple ownership)

18 10

]"%*'):A&0"'7(>)#&2+)!(A$-:]&')o 125 69

]"%*'):A&0"'7(>)#&2+)!(A$-:]&')p(
(houses, fee-simple ownership)

 189  104

Total 608 335

O$83)+$'!3(6"#+("%2$0)3(,)'$6(\UX(Q9FJ 200

Total 535
*  Affordable to households with incomes between 30% and 80% of AMI 
in 2010, calibrated by household size.
†  Affordable to households with incomes above 80% of AMI in 2010, 

calibrated by household size.

SOURCE: Zimmerman/Volk Associates, Inc., 2011.

NOTE: Net new households are the number of 
households that are new to the Northeast District.  The 
difference between the number of new market-rate and 
workforce units (608) and the number of units occupied 
,7(%)#(%)6(+$83)+$'!3(6"#+("%2$0)3(&,$.)(\UX($5(Q9F(
(335) represents the number of new market-rate and 
workforce units occupied by existing or newly-formed 
G$-#+)&3#( >"3#-"2#( +$83)+$'!3B( ( F%( &!!"#"$%1( &//-$<"-
mately 200 households are new to the Northeast, but 
6"#+("%2$0)3(,)'$6(\UX(Q9F(&%!(#+)-)5$-)(8%&,')(#$(
afford newly-constructed dwelling units.

j&3)!($%(#+)(P)&0(j'"33(P&3;(A$-2)(G)<#(5$-)2&3#31(2"#76"!)1(&%(
average annual increase of 1,500 military households is likely 
over the next 5 years, of which an average of approximately 500 
households per year would be likely to live in the Northeast 
District.  The Northeast District could therefore expect to gain 
approximately 1,035 new households per year over the next 
5 years, and approximately 535 households per year over the 
following 5 years.
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MARKET POTENTIAL FOR THE WEST DISTRICT 

This section of the analysis has determined the market poten-
tial over the next 5 years for new and existing market-rate and 
&55$-!&,')(+$83"%*(8%"#3(6"#+"%(@'(I&3$e3(i)3#(>"3#-"2#1(&%(&-)&(
approximately bounded by the Texas state line to the north; 
A-&%;'"%( 9$8%#&"%( ]#&#)( I&-;( #$( #+)( )&3#D( @<)28#".)( K)%#)-(
Drive to the south; and the Texas/New Mexico border and the 
town Anthony, Village of Vinton, and Canutillo to the west.

P+)(i)3#(>"3#-"2#()%2$0/&33)3(C"/(2$!)3(S``__1(S``_Z1(S``ZZ1(
and 79,933, an area which contains 43 neighborhoods; the Sun-
land Park Mall, the Airway Junction Shopping Center, the Outlet 
Shoppes at El Paso, and, like all districts in El Paso, dozens of 
small strip shopping centers and commercial uses; branches of 
the Del Sol Medical Center and Providence Memorial Hospi-
#&'k&%!(3).)-&'(/8,'"2(/&-;3B((P+)(i)3#(>"3#-"2#(&'3$("%2'8!)3(
#+)(H//)-(h&'')71(#+)(&-)&($5(#+)(2"#7(6)3#($5(F%#)-3#&#)(_UB

12!3!(*4(/2!(54/!&/%).(3!&/!36()&*(-7'!36(4"(&!8()&*(
existing housing units in the West District currently 
live?
As derived from migration, mobility and target market analysis, 
the draw area distribution of market potential (those house-
holds with the potential to rent or purchase new and existing 
+$83"%*(8%"#3(6"#+"%(#+)(i)3#(>"3#-"2#d("3(&3(5$''$63J

9)3:!/(;4/!&/%).(-'(<3)8(=3!)
THE WEST DISTRICT

City of El Paso: 44.0%

Balance of El Paso County: 6.7%

Don Ana, Maricopa, and Los Angeles Counties: 8.3%

Balance of US and Mexico: 41.0%

Total: 100.0%
SOURCE: Zimmerman/Volk Associates, Inc., 2011.

How many households have the potential to move with-
in or to the West District each year over the next 5 
years?
As derived by the target market methodology, 7,350 households 
represent the annual potential market for new and existing 
+$83"%*(8%"#3("%(#+)(i)3#(>"3#-"2#B((P+)3)(+$83)+$'!3(2$0/-"3)(
18.9% of the approximately 38,950 households that represent 
the annual potential market for new and existing housing units 
in the City of El Paso as a whole.

What are their housing preferences in aggregate?
The distribution of the tenure and housing preferences of the 
target households with incomes at or above 30% of the area 
median family income is as follows:

Annual Potential Market 
For New and Existing Housing Units 

THE WEST DISTRICT

Housing Type
# of 

House-
holds

% of 
Total

Multi-family for-rent* 940 16.5%

Multi-family for-rent† 
(lofts/apartments, leaseholder)

1,460 25.7%

Multi-family for-sale* 190 3.4%

Multi-family for-sale† 
(lofts/apartments, condo/co-op ownership)

520 9.2%

Single-family attached for-sale* 220 3.9%

Single-family attached for-sale† 
(townhouses/live-work, fee-simple/con-

dominium ownership)

460 8.2%

Single-family detached for-sale* 740 13.1%

Single-family detached for-sale† 
(houses, fee-simple ownership)

1,140 20.0%

Total 5,670 100.0%

*  Affordable to households with incomes between 30% and 80% of AMI 
in 2010, calibrated by household size.

†  Affordable to households with incomes above 80% of AMI in 2010, 

calibrated by household size.
SOURCE: Zimmerman/Volk Associates, Inc., 2011.

The tenure preferences include 42.2% rental housing units, and 
57.8% ownership housing units.  Of the 3,270 households with 
preferences for ownership units, 21.7% represent the market 
for condominiums (multi-family for-sale), 20.8% represent the 
market for townhouses (single-family attached for-sale), and 
57.5% represent the market for single-family detached houses.

Who are those households that represent the potential 
West District housing market?
The household groups that comprise the potential market for 
new and existing market-rate and affordable housing units in 
the District are:

l( P-&!"#"$%&'(&%!(%$%:#-&!"#"$%&'(5&0"'")3(b[ZXdD(

l( m$8%*)-(3"%*')3(&%!(2+"'!')33(2$8/')3(b\SXdD(&%!

l( @0/#7(%)3#)-3(&%!(-)#"-))3(bZ_XdB

An Analysis of Residential Market Potential By District
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>48(?)&'(&!8(*8!..%&@(7&%/6($47.*(-!(.!)6!*(43(64.*(
within the area over the next 5 years?
Based on the assumption that 15% of the potential market pre-
5)-3(%)6'7:2$%3#-82#)!(+$83"%*(8%"#31( #+)(i)3#(>"3#-"2#(2$8'!(
support up to 852 new market-rate and workforce housing 
units per year over the next 5 years:

 Annual Capture of Market Potential
THE WEST DISTRICT

Housing Type
# of 

House-
holds

Capture 
Rate

# of 
New 
Units

98'#":A&0"'7(A$-:W)%#o 940 15% 141

98'#":A&0"'7(A$-:W)%#p(
(lofts/apartments, leaseholder)

1,460 15% 219

98'#":A&0"'7(A$-:]&')o 190 15% 29

98'#":A&0"'7(A$-:]&')p(
(lofts/apartments, condo/co-op 

ownership)

520 15% 78

]"%*'):A&0"'7(Q##&2+)!(A$-:]&')o 220 15% 34

]"%*'):A&0"'7(Q##&2+)!(A$-:]&')p(
(townhouses/duplexes/live-work, 

fee-simple ownership)

460 15% 69

]"%*'):A&0"'7(>)#&2+)!(A$-:]&')o 740 15% 111

]"%*'):A&0"'7(>)#&2+)!(A$-:]&')p(
(houses, fee-simple ownership)

1,140 15% 171

Total 5,670 852 852

*  Affordable to households with incomes between 30% and 80% of AMI 
in 2010, calibrated by household size.
†  Affordable to households with incomes above 80% of AMI in 2010, 

calibrated by household size.

SOURCE: Zimmerman/Volk Associates, Inc., 2011.

This number represents net new units, not net new households.

12)/(%6(/2!(?)3:!/($733!&/.'()-.!(/4(5)'("43(/2!(&!8(
units?

BC!&/).(<%6/3%-7/%4&B
j&3)!($%(#+)(#&-*)#(+$83)+$'!(0"<(&%!(#+)("%2$0)3(&%!(4%&%-
cial capabilities of the target households, the distribution by rent 
ranges of the 360 new market-rate and affordable rental units 
that could be absorbed each year over the next 5 years within 
#+)(i)3#(>"3#-"2#(6$8'!(,)(&3(5$''$63J

C!&/).(=5)3/?!&/(<%6/3%-7/%4&(-'(C!&/(C)&@!
THE WEST DISTRICT

Monthly Rent Range
Units 

Per Year
Percentage

$600–$700 66 18.3%

$700–$800 53 14.7%

$800–$900 49 13.6%

$900–$1,000 48 13.3%

$1,000–$1,100 36 10.0%

$1,100–$1,200 20 5.6%

$1,200–$1,300 20 5.6%

$1,300–$1,400 20 5.6%

$1,400–$1,500 18 5.0%

$1,500–$1,600 16 4.4%

$1,600 and up 14 3.9%

Total: 360 100.0%
SOURCE: Zimmerman/Volk Associates, Inc., 2011.

BD43EF).!(<%6/3%-7/%4&B
j&3)!( $%( #+)( #&-*)#( +$83)+$'!(0"<( &%!( #+)( "%2$0)3( &%!( 4-
nancial capabilities of the target households, the distribution by 
price ranges of the 107 new market-rate and affordable for-sale 
apartments that could be absorbed each year over the next 5 
7)&-3(6"#+"%(#+)(i)3#(>"3#-"2#J

 
D43EF).!(=5)3/?!&/(<%6/3%-7/%4&(-'(;3%$!(C)&@!

THE WEST DISTRICT

Price Range
Units 

Per Year
Percentage

$150,000–$200,000 10 9.3%

$200,000–$250,000 11 10.3%

$250,000–$300,000 19 17.8%

$300,000–$350,000 20 18.7%

$350,000–$400,000 20 18.7%

$400,000–$450,000 12 11.2%

$450,000–$500,000 9 8.4%

$500,000 and up 6 5.6%

Total: 107 100.0%
SOURCE: Zimmerman/Volk Associates, Inc., 2011.

j&3)!($%(#+)(#&-*)#(+$83)+$'!(0"<(&%!("%2$0)3(&%!(4%&%2"&'(
capabilities of the target groups, the distribution by price ranges 
of the 103 new townhouses/duplexes (single-family attached) 
that could be absorbed each year over the next 5 years within 

An Analysis of Residential Market Potential By District
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#+)(i)3#(>"3#-"2#(6$8'!(,)(&3(5$''$63J

G48&2476!H<75.!,(<%6/3%-7/%4&(-'(;3%$!(C)&@!
THE WEST DISTRICT

Price Range
Units 

Per Year
Percentage

$150,000–$200,000 6 5.8%

$200,000–$250,000 12 11.7%

$250,000–$300,000 26 25.3%

$300,000–$350,000 19 18.4%

$350,000–$400,000 12 11.7%

$400,000–$450,000 10 9.7%

$450,000–$500,000 9 8.7%

$500,000 and up 9 8.7%

Total: 103 100.0%
SOURCE: Zimmerman/Volk Associates, Inc., 2011.

 
j&3)!($%(#+)(#&-*)#(+$83)+$'!(0"<(&%!("%2$0)3(&%!(4%&%2"&'(
capabilities of the target groups, the distribution by price ranges 
of the 282 new detached houses that could be absorbed each 
7)&-($.)-(#+)(%)<#(T(7)&-3(6"#+"%(#+)(i)3#(>"3#-"2#(6$8'!(,)(
as follows:

<!/)$2!*(>476!(<%6/3%-7/%4&(-'(;3%$!(C)&@!
THE WEST DISTRICT

Price Range
Units 

Per Year
Percentage

$150,000–$200,000 24 8.5%

$200,000–$250,000 26 9.2%

$250,000–$300,000 50 17.7%

$300,000–$350,000 51 18.1%

$350,000–$400,000 50 17.7%

$400,000–$450,000 33 11.7%

$450,000–$500,000 28 9.9%

$500,000 and up 20 7.2%

Total: 282 100.0%
SOURCE: Zimmerman/Volk Associates, Inc., 2011.

How many net new households could the West District 
expect to gain each year over a 5-year timeframe?
Based on the migration data and internal and external mobil-
ity rates, the production of 852 new units a year, and including 
+$83)+$'!3(6"#+("%2$0)3(,)'$6(\UX($5(Q9F1(#+)(i)3#(>"3#-"2#(
could experience an average increase of 528 additional house-
holds per year over the 5-year timeframe: 

Annual Net New Households
THE WEST DISTRICT

Housing Type
# of 
New 
Units

# of Net 
New 
HHs

98'#":A&0"'7(A$-:W)%#o 141 70

98'#":A&0"'7(A$-:W)%#p(
(lofts/apartments, leaseholder)

219 130

98'#":A&0"'7(A$-:]&')o 29 15

98'#":A&0"'7(A$-:]&')p(
(lofts/apartments, condo/co-op ownership)

78 46

]"%*'):A&0"'7(Q##&2+)!(A$-:]&')o 34 18

]"%*'):A&0"'7(Q##&2+)!(A$-:]&')p(
(townhouses/duplexes/live-work, fee-

simple ownership)

69 42

]"%*'):A&0"'7(>)#&2+)!(A$-:]&')o 111 55

]"%*'):A&0"'7(>)#&2+)!(A$-:]&')p(
(houses, fee-simple ownership)

171 102

Total 852 478

O$83)+$'!3(6"#+("%2$0)3(,)'$6(\UX(Q9FJ 50

Total 528
* Affordable to households with incomes between 30% and 80% of 

AMI in 2010, calibrated by household size.

† Affordable to households with incomes above 80% of AMI in 2010, 

calibrated by household size.

SOURCE: Zimmerman/Volk Associates, Inc., 2011.

NOTE: Net new households are the number of 
households that are new to the Northeast District.  The 
difference between the number of new market-rate and 
workforce units (852) and the number of units occupied 
,7(%)#(%)6(+$83)+$'!3(6"#+("%2$0)3(&,$.)(\UX($5(Q9F(
(478) represents the number of new market-rate and 
workforce units occupied by existing or newly-formed 
i)3#(>"3#-"2#( +$83)+$'!3B( ( F%( &!!"#"$%1( &//-$<"0&#)'7(
TU(+$83)+$'!3(&-)(%)6(#$(#+)(i)3#1(,8#(6"#+("%2$0)3(
,)'$6(\UX(Q9F(&%!(#+)-)5$-)(8%&,')(#$(&55$-!(%)6'7:
constructed dwelling units.

j&3)!($%(#+)(P)&0(j'"33(P&3;(A$-2)(G)<#(5$-)2&3#31(2"#76"!)1(&%(
average annual increase of 1,500 military households is likely 
over the next 5 years, of which an average of approximately 
_TU( +$83)+$'!3( /)-( 7)&-(6$8'!( ,)( '";)'7( #$( '".)( "%( #+)(i)3#(
District.  The Northeast District could therefore expect to gain 
approximately 678 new households per year over the next 5 
years, and approximately 528 households per year over the fol-
lowing 5 years.

An Analysis of Residential Market Potential By District
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DOWNTOWN EL PASO COMMERCIAL MARKET ANALYSIS

I-)/&-)!(,7J(i:fOQ1(qqK(:(9&-2+1(ZU__

INTRODUCTION

Study Purpose
i:fOQ(6&3(-)#&"%)!(#$(&%&'7C)(#+)(0&-;)#(5$-($542)(&%!(-)#&"'(
83)3("%(@'(I&3$e3(>$6%#$6%B((P+)(4%!"%*3($5(#+)(0&-;)#(&%&'73)3(
identify the potential quantity and character of such uses over 
#+)(%)<#(_U(7)&-3B((P+)(0&-;)#(4%!"%*3(&-)("%#)%!)!(#$("%5$-0(
City planning processes and policies.  

KEY FINDINGS

I"#$!(9)3:!/(=&).'6%6
Existing Conditions
i"#+(&//-$<"0&#)'7(Z(#$(ZBT(0"''"$%(3V8&-)(5))#($5(/-".&#)1(08'#":
#)%&%#($542)(3/&2)1(>$6%#$6%(@'(I&3$(2$%#&"%3(#+)('&-*)3#(3"%*')(
2$%2)%#-&#"$%($5($542)(3/&2)("%(#+)(0&-;)#B((P)%&%#3("%(>$6%-
town’s Class-A buildings include businesses serving corporate 
clientele as well as a substantial number of government agencies, 
%$%/-$4#31(&%!($#+)-(,83"%)33)3(3)-."%*(+$83)+$'!(2'")%#)')B((

Vacancy rates in Downtown El Paso generally range from 15% 
to 20%.  Downtown lease rates range from $13-$15 per square 
foot on a gross basis, which represents a net-equivalent of 
-$8*+'7(Yn:S(/)-(3V8&-)(5$$#B((9$3#($5(#+)(08'#":#)%&%#($542)(
buildings Downtown were built over 40 years ago.

Competitive Context
]8,8-,&%(@'(I&3$(08'#":#)%&%#($542)(,8"'!"%*3(&-)('$2&#)!("%(#+)(
“east” or “west” submarkets.  Each of these submarkets contains 
-$8*+'7(aUU1UUU(#$(_(0"''"$%(3V8&-)(5))#($5(08'#":#)%&%#($542)(
space.  Most of the space is contained in buildings with 20,000 
to 80,000 square feet.   The largest multi-tenant buildings in the 
El Paso suburban market are approximately 100,000 square feet.  
i+"')(38,8-,&%($542)(#)%&%#3("%2'8!)(&(,-$&!(-&%*)($5(/-$5)3-
sional service providers, contact center operators comprise a 
3"*%"42&%#(3+&-)($5('&-*)(38,8-,&%(#)%&%2")3B

]8,8-,&%( $542)( ')&3)( -&#)3( &-)( 2$0/)#"#".)( 6"#+(>$6%#$6%(
-&#)3B((O$6).)-1(38,8-,&%($542)(-)%#("%2'8!)3(5-))(/&-;"%*B((]8,-
8-,&%($542)(.&2&%27(-&#)3(&-)(3"0"'&-(#$(>$6%#$6%e3(::(_T(#$(
ZUXB((Q3("%(>$6%#$6%1(#+)-)(+&3(,))%(.)-7('"##')(-)2)%#($542)(
development activity in suburban locations.  

Downtown’s Competitive Assets and Constraints
Constraints

l( >$6%#$6%e3( 9"<( $5( H3)3( &%!( @%."-$%0)%#( A&"'3( #$(
r)%)-&#)(]"*%"42&%#(W)%#(I-)0"803

l( q$6(W)%#3(9&;)(R542)(>).)'$/0)%#(&%!g$-(W)%$.&-
tion Economically Challenging

l( >$6%#$6%e3( q&2;( $5(K$%.)%")%#( I&-;"%*( &%!( I&-;"%*(
Costs are a Competitive Disadvantage

Assets

l( >$6%#$6%( K$8-#+$83)3( &%!( r$.)-%0)%#:W)'&#)!(
R/)-&#"$%3(r)%)-&#)(R542)(>)0&%!

l( >$6%#$6%e3( I$#)%#"&'( &3( &( O"*+:s8&'"#7( 9"<)!:H3)(
Center Make Downtown Unique in the Marketplace

Market Opportunities
Over ten years the market will likely support an additional 
_UU1UUU(#$(ZUU1UUU(3V8&-)(5))#($5(%)6(>$6%#$6%($542)(3/&2)B((
G)6($542)(/-$N)2#3(6"''(3)-.)()<"3#"%*(#)%&%#3e(!)0&%!(5$-(8/-
*-&!)!(3/&2)(&%!(%)6($542)(#)%&%#3(*)%)-&#)!(,7(9)#-$/$'"#&%(
Area growth.

G)6($542)(!).)'$/0)%#(>$6%#$6%(6"''(0$3#('";)'7(#&;)($%)(
of two forms:

1. New Small-Scale, Class-B Projects Located Outside 
the Existing Core Area

Such buildings will most likely occupy suburban-scale 
'$#3(6"#+(38542")%#(3/&2)(5$-(38-5&2)(/&-;"%*('$#3B((P+)3)(
buildings will likely be 20,000 – 50,000 square feet in size.  

2. Existing Building Renovation

Such projects will update old and underutilized buildings 
>$6%#$6%B((i+"')(382+(-)%$.&#"$%3(6"''('";)'7(%$#(2$%-
stitute entire makeovers such as those undergone at the 
9"''3(&%!(K)%#-&'(,8"'!"%*31(#+)7(0&7(,)(&,')(#$(/-$4#&,'7(
/-$."!)(%)6(0&-;)#&,')($542)(3/&2)(>$6%#$6%B((

Retail Market Analysis
Existing Conditions
There are three distinct retail and entertainment districts in 
Downtown El Paso: the Golden Horseshoe, the Central Busi-
ness District and Union Plaza.  The Golden Horseshoe district is 
a unique retail environment that primarily caters to the Mexican 
national market and discount shoppers.  The Central Business 
District services the employee market, but it is challenged by 
vacant buildings and a lack of critical mass.  The Union Plaza 
district is primarily a weekend entertainment destination with 
a small, but important, cluster of eating and drinking establish-
0)%#3B((i+"')("#("3(#+)()2$%$0"2(2)%#)-($5(#+)(W)*"$%1(>$6%-
town El Paso is not a place where Metropolitan Area residents 
come to shop or dine on a regular basis.

The Golden Horseshoe district is an important economic en-
gine supporting the City.  The analysis of existing conditions 
suggests that Downtown retail, because it mostly caters to the 
Mexican national market, likely contributes a billion dollars in 
visitor retail sales to the City and region. 
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Eating and drinking sales are not as robust as retail sales Down-
#$6%B((i+"')(>$6%#$6%(&//)&-3(#$(,)(&(3822)3358'()%#)-#&"%-
ment destination particularly for younger households, Down-
town’s capture of Metropolitan Area eating and drinking sales is 
well below its retail sales capture.  

Competitive Context Conclusions
The area surrounding the Downtown is densely populated, not 
growing and relatively low income.  Two major retail nodes are 
within an easy 10-minute drive from the Downtown.  Demo-
*-&/+"23(&%!(2$0/)#"#".)(3+$//"%*(2)%#)-3(6"''(0&;)("#(!"5428'#(
for the Downtown to compete for conventional shopper’s 
goods tenants.

There is no specialty retail destination in the City.  Specialty 
stores either sell one-of-a-kind merchandise (like art galleries) 
$-($228/7(&(.)-7(3/)2"42(-)#&"'(%"2+)(b'";)(."%#&*)(2'$#+"%*dB((j)-
cause they are unique, these stores tend to be destinations -- pa-
trons will pass-by chain retail to go to the specialty shop.  Given 
the absence of a competitive specialty shopping environment, 
Downtown may be well positioned to pursue this retail niche.

P+)($%'7( 3"*%"42&%#( %$%:38,8-,&%( )&#"%*( &%!(!-"%;"%*( 2'83#)-(
is located on Cincinnati Street near the University of Texas El 
Paso.  Downtown is well-positioned to increase its capture of 
resident eating and drinking expenditures.

Downtown’s Competitive Strengths and Challenges
Strengths

l( @3#&,'"3+)!(]8/)-:W)*"$%&'(]+$//"%*(K)%#)-

l( i)'':q$2&#)!( j)#6))%( #+)( K"8!&!( t8&-)C( &%!( #+)( @'(
Paso Market Areas

l( Q(r$.)-%0)%#(&%!(I-$5)33"$%&'(R542)(O8,

l( K8'#8-&'(&%!(K"."2(K)%#)-($5(@'(I&3$

l( @0)-*"%*( &3( &%( @%#)-#&"%0)%#( >)3#"%&#"$%( 5$-(m$8%*(
Adults

l( Q##-&2#".)(j8"'!"%*31(F3(I)!)3#-"&%(A-")%!'7(&%!(]&5)

Challenges

l( >$6%#$6%e3(W)#&"'("3(G&--$6'7(P&-*)#)!(#$(&d(#+)(9)<"-
can National Market and b) the Discount Shopper

l( P+)(9)<"2&%(G&#"$%&'(9&-;)#("3(R%(#+)(>)2'"%)((

l( K$0/)#"#".)( ]+$//"%*(K)%#)-3( &-)(j)##)-( q$2&#)!( #$(
Capture A Majority of Resident Retail Demand

l( P+)-)("3(K$%3"!)-&,')(h&2&%27("%(>$6%#$6%e3(K)%#-&'(
j83"%)33(>"3#-"2#(6+"2+(>)#)-3(]+$//)-3(&%!(F%.)3#$-3

l( P+)(q&2;($5(>$6%#$6%(O$83"%*(q"0"#3(#+)(K72')($5(Q2#".-

ity Downtown, Particularly the Central Business District

l( P+)-)( &-)(h)-7( A)6( s8&'"#7( W)3#&8-&%#3( >$6%#$6%(
R/)%(>8-"%*(i));!&7(G"*+#3

l( >$6%#$6%e3( I8,'"2( ]/&2)3( b]"!)6&';31( I&-;31( I'&C&3d(
Need to be Refreshed 

Market Opportunities
The El Paso Metropolitan Area is projected to grow over the 
%)<#(#)%(7)&-3B((F5(#+)-)("3('"0"#)!(*-$6#+("%(#+)(9)<"2&%(0&--
ket, new shopper’s goods sales Downtown will be driven by 
Metropolitan Area residents.  Under this scenario, there will be 
')33( %)#( %)6( 3+$//)-e3( *$$!3( 3&')3( /$#)%#"&'B( ( F5( #+)(9)<"2&%(
market grows and continues to support shopper’s goods sales 
Downtown, shopper’s goods sales in the Metropolitan Area will 
be higher.  Depending upon the Mexican national market, the 
Downtown can support between 125,000 and 225,000 square 
feet of new shopper’s goods stores over the next 10 years.

Sales estimates indicate that Downtown captures approximate-
ly 4% of Metropolitan Area’s eating and drinking sales.  Strong 
Downtowns can capture 6% to 10% of Metro Area sales.  Ap-
plying a 6% capture rate, the market can support an additional 
63,000 square feet of eating and drinking space Downtown over 
the next 10 years.

Market Niches 
>&?,"++./=&@$/)$%& 0"%& ),$&A$9.2-/&B-)."/-6&A-%C$)&-/4&),$&D.(*
2"1/)&?,"++$%
>$6%#$6%(@'(I&3$e3(r$'!)%(O$-3)3+$)(&-)&(28--)%#'7( 58'4''3(
#+"3( -$')( &%!( 2$%#-",8#)3( 3"*%"42&%#'7( #$( #+)( K"#7e3( )2$%$07B((
However, as increased security at the border and troubles in 
Juarez have demonstrated, this market is vulnerable to unfore-
seen market forces.  Efforts need to be made to protect and 
fortify this unique market niche.  Discount store and stores tar-
geting the Mexican national market should be located in the 
Golden Horseshoe, not the Central Business District.  

>&?+$2.-6);&?,"++./=&D$()./-)."/&0"%&),$&A$)%"+"6.)-/&>%$-&EF"1%.()(
There is no specialty retail destination in the El Paso Metro-
politan Area.  Specialty retail can be successful in Downtown 
because of its central location, access to the El Paso and Juarez 
markets, and mix of uses.  Art dealers, artist studios and gal-
leries, home accessories stores, and specialty stores that sell 
unique apparel, jewelry and gifts are store-types to be targeted 
for the Downtown.  These stores should target the middle- to 
upper-income household and younger households. 

Because Downtown El Paso is already a strong retail center, one 
challenge to developing an arts and specialty store cluster is 
Downtown’s relatively high rent.  The Central Business District 
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(such as Texas Avenue) where rents are lower is the appropriate 
location for such a cluster of stores.  

>/&G-)./=&-/4&D%./C./=&D$()./-)."/&0"%&),$&H$=."/
Like specialty retail, restaurants and entertainment uses tend to 
cluster to create a “destination”.  Eating and drinking establish-
ments are best located in the Central Business District around 
San Jacinto Plaza or Texas Avenue and in the Union Plaza district.  

OFFICE MARKET ANALYSIS

EXISTING CONDITIONS
!"#$%"#$&'()*+&,-../0
Downtown El Paso contains approximately 2 to 2.5 million 
3V8&-)(5))#($5(/-".&#)1(08'#":#)%&%#($542)(3/&2)B(1  This compris-
)3(#+)('&-*)3#(3"%*')(2$%2)%#-&#"$%($5($542)(3/&2)("%(#+)(@'(I&3$(
market.  The largest and most prestigious among Downtown’s 
$542)(,8"'!"%*3("%2'8!)(#+)(5$''$6"%*J((u&73)-1(K+&3)1(i)''3(A&--
go, Mills and Centre buildings.  Generally regarded as “Class-A” 
properties, these buildings contain a total of approximately 1.4 
million square feet.  

9)J43(;3%A)/!(I"#$!(K7%.*%&@6L(<48&/48&(M.(;)64

Building Name Address YOC Gross Sq. ft.

Kayser 100 North Stanton 1979 415,100

Chase 201 E Main 1963 361,000

i)''3(A&-*$ 221 North Kansas 1971 332,300

Mills 303 North Oregon 2011 160,000

Centre 123 Pioneer Plaza 2010 139,000

q&-*)(#)%&%#3("%(#+)(@'(I&3$(08'#":#)%&%#($542)(0&-;)#($228/7(
10,000 square feet.  Tenants larger than this are rare. 

Downtown lease rates generally range from $13-$15 per 
square foot on a gross basis, which represents a net-equivalent 
of roughly $6-7 per square foot.  A small number of leases have 
exceeded this range, with gross rates as high as $18 and in ex-
cess of $20 in some cases.2   

!" #$"%$&'()*+,"-.//+0"1-2)3*21"14)-2-5""67"281"*9-17(1"$&"-.(8"':.;1<"28)-"
:171;*+";*7:1")-"9*-1="$7"($7-.+2*2)$7-">)28"($331;()*+";1*+"1-2*21"
';3-<")7(+.=)7:"?1-2"@1*+"A-2*21<"*-">1++"*-"B)-.*+" )7B172$;)1-5""C81"
1-2)3*21="2$2*+"14(+.=1-":$B1;73172"9.)+=)7:-<"$>71;D$((./)1="9.)+=D
)7:-<"*7="9.)+=)7:-"($72*)7)7:"&1>1;"28*7"!E<FFF"-G.*;1"&1125""H281;"
)7&$;3*+"-.//+0"1-2)3*21-";*7:1"&;$3"I5J"2$"I5K"3)++)$7"-G.*;1"&112<"9.2"
281-1" )7(+.=1" :$B1;73172" 9.)+=)7:-<" $>71;D$((./)1=" 9.)+=)7:-<" *7="
)7*(2)B1+0"3*;L121="-/*(1-

M" N/1()'("21;3-"$&"281-1"+1*-1-"O)7B$+B)7:"*++$>*7(1-"&$;"/*;L)7:<"217D
*72")3/;$B13172"($-2-<"12(5P"3*L1"2813"=)&'(.+2"2$"($3/*;1"$7"*"%=$+D
+*;D&$;D=$++*;,"9*-)-5

There is little differentiation among the various market tiers.  
i+"')( 0&%7( '$6)-:V8&'"#7( ,8"'!"%*3( 0&"%#&"%( ')&3)( -&#)3( "%( &(
single-digit range, rents in the “Class-B” market tiers are often 
comparable to those in “Class-A” buildings.  Vacancy rates are 
also comparable in various market tiers; commercial brokers 
informally estimate that among buildings being marketed for of-
42)1(.&2&%27(-&#)3("%(>$6%#$6%(@'(I&3$(&3(6)''(&3("%(38,8-,&%(
properties generally range from 15% to 20%.  

Background Context
Q(%80,)-($5( "0/$-#&%#( 5&2#$-3( "%E8)%2)( #+)( )<"3#"%*(>$6%-
#$6%($542)(0&-;)#B((P+)3)("%2'8!)(#+)(5$''$6"%*J

l( El Paso’s Economy:  The El Paso economy features 
strengths in manufacturing, military activity, and cross-
,$-!)-( -)#&"'( &2#"."#7B( (R542)( 3)2#$-31( +$6).)-1( /'&7( &(
-)'&#".)'7(0"%$-(-$')("%(#+)('$2&'()2$%$07B((F%(0$3#(0&--
;)#31(#+)(0&N$-(3$8-2)3($5(!)0&%!(5$-(!$6%#$6%($542)(
space include professional service providers engaged in 
')*&'1(4%&%2"&'(&%!("%38-&%2)(3)-."2)31(&%!(6)''(&3($#+)-(
businesses such as advertising, design, technology and 
others.  As shown in the following table, these industry 
sectors represent 10% of El Paso area employment.  This 
share of total employment ranks below corresponding 
shares in the State of Texas and the nation, as well as 
four selected Texas metro areas, where the shares range 
from 17% to 19% of total regional employment.

9)J43(I"#$!(N&*76/3'(F!$/436L(F2)3!6(4"(G4/).(&4&E
D)3?(M?5.4'?!&/L(
F!.!$/!*(=3!)6L(OPPQ
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A"%&%2)gF%38-&%2)( 3.6% 5.3% 5.7% 5.8% 7.8% 4.9% 8.8%

Real Estate 1.8% 2.0% 1.9% 2.7% 2.4% 2.4% 2.1%

Professional/Sci/
Technical 
Services 

4.6% 6.2% 6.8% 10.1% 7.5% 9.4% 6.1%

Subtotal 10.0% 13.5% 4.4% 18.6% 17.7% 16.8% 17.0%

N$.;(1Q"R5N5"S17-.-"?.;1*.
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l( Historic:((9$3#($5(#+)(0&N$-($542)(,8"'!"%*3("%(>$6%-
town El Paso were built more than 30 years ago.  As 
shown in the following table, 36% of the current supply 
was built prior to 1950 (mostly prior to 1930).  Then, 
more than half the current supply was added in the 
1960s and 1970s.  

<48&/48&(I"#$!(K7%.*%&@(R4&6/37$/%4&(;!3%4*6(

Period Bldgs Sq. ft. Share

1900-1950* 7 804,700 35.8%

1950s 1 202,000 9.0%

1960s  2 495,600 22.0%

1970s  2 747,400 33.2%

Total 12 2,249,700 100.0%

T"67(+.=1-"$;):)7*+"U)++-"?+=:"*7="S172;1"9+=:<"*-
>1++"*-"?*--122"C$>1;5
N$.;(1Q"?1-2"@1*+"A-2*21V"WDXYZ<"[[S5

The underlying support for this 1960s-70s construction was 
provided in large part by the presence of El Paso Natural Gas.  
i"#+( "#3(%&#"$%&'(+)&!V8&-#)-3( "%(@'(I&3$1(#+"3(#)%&%#(6&3(#+)(
largest in Downtown El Paso; brokers informally estimate that 
it occupied well over 1 million square feet in several buildings, 
"%2'8!"%*(#+)()%#"-)(Lj'8)(A'&0)M(,8"'!"%*B((F%(&!!"#"$%1(/-$5)3-
3"$%&'( 3)-."2)( /-$."!)-3( b)B*B1( ')*&'1( 4%&%2"&'d( 3)-."%*( @'( I&3$(
Natural Gas also accounted for a substantial share of Down-
town occupancies.  

Since that time, El Paso Natural Gas moved its operations out 
$5(@'(I&3$1($542"&''7(0$."%*("#3(+)&!V8&-#)-3(#$(O$83#$%("%(_``nB((
P+"3(')5#(38,3#&%#"&'($542)(.&2&%2")3(#+-$8*+$8#(#+)(>$6%#$6%(
$542)(2$-)B((q&2;"%*(%)6(2$-/$-&#)("%E8<)3(b3))(5$''$6"%*(/&-&-
*-&/+d1( #+)-)(6&3( '"##')( 58%!&0)%#&'( !)0&%!( 5$-( $542)( 3/&2)1(
and development activity fell dormant.  

l( Recent Activity:  Since 2000, one broker’s records indi-
2&#)(#+&#(#$#&'(2"#7:6"!)(08'#":#)%&%#($542)(2$%3#-82#"$%(
amounted to 103,000 square feet.  This amount featured 
just one building with more than 15,000 square feet, and 
three buildings with more than 10,000 square feet; only 
two buildings were located in Downtown El Paso.  

Two recent renovation projects comprise the most sig-
%"42&%#(>$6%#$6%($542)(!).)'$/0)%#(&2#"."#7(3"%2)(#+)(
1970s.  The Centre Building re-opened after extensive 
renovations in 2007 and the adjacent Mills building is 
planned to re-open in early 2011.  These buildings com-
mand the highest lease rates in Downtown El Paso.  The 
K)%#-)(j8"'!"%*e3($542)(3/&2)(0&"%#&"%3(-$8*+'7(58''($2-
cupancy.  The Mills Building, while not full, has leased four 

58''(E$$-3(#$(5)!)-&'(&*)%2")3(0$."%*(#$(@'(I&3$B

l( Corporate Presence:  The El Paso region currently 
2$%#&"%3( -)'&#".)'7( 5)6(+)&!V8&-#)-3( $542)3B( ( F%( $#+)-(
markets of comparable size, the presence of decision-
0&;"%*( )<)28#".)3( &##-&2#3( $542)( #)%&%#3( /-$."!"%*(
3)-."2)3("%('&61(4%&%2)1(&22$8%#"%*1(&!.)-#"3"%*1(0&%&*)-
ment, and a broad range of other professional occupa-
tions.  The relatively minor presence of regional and na-
#"$%&'(+)&!V8&-#)-3("%(@'(I&3$('"0"#3(08'#":#)%&%#($542)(
potential.

l( G!&)&/(;34#.!6S( Tenants in Class-A buildings include 
2$-/$-&#"$%3(/-$."!"%*(4%&%2"&'1(')*&'1(&%!($#+)-(/-$5)3-
sional services, but they also include substantial pres-
)%2)3($5(*$.)-%0)%#(&*)%2")31(%$%/-$4#31(&%!(.&-"$83(
businesses serving household (as opposed to corpo-
-&#)d( 2'")%#)')B( (i+"')( K'&33:Q( ,8"'!"%*( #)%&%2")3( &-)(
typically driven by image-related considerations, in El 
Paso they are driven by practical considerations involv-
ing cost and parking availability.  

l( Tenant Sizes:  Even tenants occupying just 10,000 
square feet are considered large in the El Paso market.  
Class-A buildings in other markets of comparable scale 
are likely to contain “anchor” tenants occupying 20,000 
to 40,000 square feet.   

COMPETITIVE CONTEXT
]8,8-,&%(@'(I&3$($542)(,8"'!"%*3(&-)(2&#)*$-"C)!("%(L)&3#M(&%!(
“west” submarkets.  Each of these contains roughly 800,000 to 
_(0"''"$%(3V8&-)(5))#($5(/-".&#)(08'#":#)%&%#($542)(3/&2)B3  The 
very largest of these buildings contain roughly 100,000 square 
feet.  Most of the space in these submarkets is contained in 
buildings with 20,000 to 80,000 square feet.4   

P+)( 5$''$6"%*( #&,')( 3800&-"C)3($542)( 38//'7( "%(@'(I&3$e3( 38,-
8-,&%(&%!($.)-&''($542)(0&-;)#3B((F%(#+)()&3#(38,0&-;)#1($542)(
buildings are scattered, with minor concentrations on major cor-
ridors such as Geronimo Drive, Lee Trevino Drive and George 
>")#)-(>-".)B((F%(#+)(6)3#(38,0&-;)#1(#+)('&-*)3#(2$%2)%#-&#"$%(
$5($542)(3/&2)( "3( "%(#+)(@<)28#".)(K)%#)-(I&-;1( "%(#+)(&-)&($55(
North Mesa Street and Executive Center Drive.  This area con-
tains more than 600,000 square feet of private usable space, 
comprising roughly 80% of the west submarket inventory.

I" Z-">)28"\$>72$>7"-.//+0"1-2)3*21-<"7$"%$&'()*+,"':.;1-"14)-25""C81"1-D
2)3*21="':.;1-"/;$B)=1="81;1)7"14(+.=1":$B1;73172"9.)+=)7:-<"31=)D
(*+"$&'(1"9.)+=)7:-<"$>71;D$((./)1="9.)+=)7:-<"$&'(1"-/*(1" )7" )7=.-D
2;)*+"9.)+=)7:-<"*7="9.)+=)7:-"($72*)7)7:"+1--"28*7"!E<FFF"-G.*;1"&1125"

J" U*70"$&"281"+*;:1;"-.9.;9*7"$&'(1"9.)+=)7:-"*;1"$>71;D$((./)1="($7D
2*(2"(1721;-<"$/1;*21="90"($;/$;*2)$7-"-.(8"*-"N2*21"]*;3"67-.;*7(1<"
^1;)_$7"W);1+1--<"*7="B*;)$.-"28);=D/*;20"-1;B)(1"/;$B)=1;-5

Downtown El Paso Commercial Market Analysis



PLAN EL PASO

Page  C .26  •  PLAN EL  PASO

M.(;)64(I"#$!(9)3:!/(F755.'

 Submarket Space(M sq. ft.)

Central/Downtown 1.95

East 0.80

i)3#( 0.95

Total 3.65
N$.;(1Q"?1-2"@1*+"A-2*21V"WDXYZ<"[[S5

Q!!"#"$%&'($542)(3/&2)(b)<2'8!)!(5-$0(#+)(38//'7(4*8-)3(3+$6%(
"%(#+)(#&,')d("%(38,8-,&%(@'(I&3$("%2'8!)3(0)!"2&'($542)31(*$.-
)-%0)%#(,8"'!"%*31(&%!( "%!83#-"&'(/-$/)-#")3(2$%#&"%"%*($542)3B((
i"#+( #+)( )<2)/#"$%( $5( &( 2$%2)%#-&#"$%( $5( 0)!"2&'( ,8"'!"%*3(
along North Mesa near the University of Texas-El Paso, these 
$542)3(&-)('$2&#)!("%(32&##)-)!('$2&#"$%3B(((

]8,8-,&%( $542)( ')&3)( -&#)3( &-)( 2$0/)#"#".)( 6"#+(>$6%#$6%(
-&#)3B((i+"')(0&%7(38,8-,&%(')&3)3(&-)(V8$#)!($%(&(%)#(,&3"31(
gross-equivalent rates for high-quality space range from $15-
$16 per square foot.  This rate, however, includes free parking; 
when parking costs are added to Downtown lease rates, Down-
town tenant costs in many instances reach $17 per square foot.  

Vacancy rates are consistent with Downtown conditions, rang-
ing from 15% to 20%.  

Q3( "%(>$6%#$6%1( #+)-)(+&3(,))%(.)-7( '"##')( -)2)%#($542)(!)-
velopment activity in suburban locations.  Since the mid-1980s, 
38,3#&%#"&'( 38,8-,&%($542)(!).)'$/0)%#3(+&.)(,))%(/-"0&-"'7(
0)!"2&'($542)31(&(TT1UUU(3V8&-)(5$$#(,8"'!"%*($%(O&6;"%3(>-".)(
(1993), and owner-occupied buildings such as a facility for ADP 
b#+"-!:/&-#7(,&2;($542)($/)-&#"$%3d(&%!(#+)(O)')%($5(P-$7(+)&!-
quarters building.

i+"')(38,8-,&%($542)(#)%&%#3("%2'8!)(&(,-$&!(-&%*)($5(/-$5)3-
sional service providers, contact center operators comprise a 
3"*%"42&%#( 3+&-)($5( '&-*)( 38,8-,&%( #)%&%2")3B( ( ]82+($/)-&#$-3(
include a third-party call center service providers as well as 
"%:+$83)($/)-&#"$%3(5$-(2$-/$-&#"$%3(382+(&3(QPcP1(]#&#)(A&-01(
and others.  

DOWNTOWN’S COMPETITIVE ASSETS AND 
CONSTRAINTS
Constraints

l( Downtown’s Mix of Uses and Environment Fail 
/4(T!&!3)/!(F%@&%#$)&/(C!&/(;3!?%7?6S 

 As mentioned previously, suburban lease rates are gen-
erally equal to Downtown lease rates.  Even in its most 
visible and prestigious buildings, with the exception 
$5( /&-;"%*( 2$3#1( #+)-)( "3( %$( 3"*%"42&%#( /-)0"80( 5$-( &(
Downtown El Paso location.  The Downtown product is 

not yet of a quality to achieve rent premiums.

l( U48( C!&/6( 9):!( I"#$!( <!A!.45?!&/( )&*H43(
Renovation Economically Challenging:  

i+"')(4%&%2"&'(/-$(5$-0&(&%&'73"3("3(,)7$%!(#+)(32$/)($5(
this document, development costs for high-end Down-
town buildings are likely to exceed $200 per square 
foot – excluding costs for land and parking structures.  
At these cost levels, most developers would need to 
achieve net lease rates of at least $20; prevailing net-
equivalent rates approximate just $6-7 per square foot.  
Under these circumstances, new development is likely 
to favor less costly suburban low-rise formats and loca-
tions.

l( Lack of Convenient Parking and Parking Costs 
are a Downtown Constraint:  

h&-"$83(3$8-2)3("%.$'.)!("%($542)(')&3"%*(&%!(!).)'$/-
ment identify a lack of convenient parking as a problem 
5$-(>$6%#$6%( $542)3B( ( F%( &!!"#"$%( #$(0$%#+'7( 2$3#31(
which present a competitive disadvantage vis-à-vis sub-
8-,&%($542)(3/&2)1(2$%.)%")%#('$2&#"$%3(&-)(32&-2)B((P+)(
Mills and Centre buildings will be connected to a new 
838-space parking garage, and this garage will be able to 
serve other Downtown buildings as well.  The other ma-
jor parking facilities, however, are the Union Plaza and 
Civic Center parking garages.  These facilities contain a 
combined total of nearly 1,400 spaces, but are situated 
0$-)(#+&%(4.)(,'$2;3(&6&7(5-$0(0$3#($5(#+)(2$-)(&-)&(
$542)(,8"'!"%*3B((F5(%$#(&!!-)33)!1(#+"3('&2;($5(2$%.)%")%#(
parking facilities will constrain leasing and development 
potential for many prospective Downtown tenants.  

Assets

l( Downtown Courthouses and Government-Re-
.)/!*(I5!3)/%4&6(T!&!3)/!(I"#$!(<!?)&*S( 

P+)3)(/-$."!)(&!.&%#&*)3(5$-('&6(4-03(&%!(3$0)($#+)-(
service providers that need convenient access to courts 
&%!(.&-"$83(*$.)-%0)%#($542)3B((@.)%(5$-(382+(/-&2#"#"$-
%)-31(+$6).)-1(."3"#3(#$(2$8-#3(&%!(*$.)-%0)%#($542)3(
are infrequent, and are easily accessible from suburban 
$542)3B

l( Downtown’s Potential as a High-Quality Mixed-
Use Center Make Downtown Unique in the Mar-
ketplace:  

This is perhaps Downtown’s strongest asset.  Suburban 
locations rarely generate the synergies that can emerge 
from a downtown setting, where various types of activ-
ity and amenities can be concentrated in close proxim-
"#7(#$($%)(&%$#+)-B((i+)-)(#+)(K"#7(2&%(/-$."!)(&%!g$-(

Downtown El Paso Commercial Market Analysis



 PLAN EL  PASO •  P a ge  C .27

   Economic Development Reports

upgrade amenities (e.g., San Jacinto Plaza, connections 
to Union Plaza), address constraints (e.g., parking), and 
present an achievable vision for revitalization, prospec-
tive tenants and developers may be induced to invest in 
Downtown locations.  Relatively recent investments in 
the Centre Building and Mills Building, along with recent 
restaurant and entertainment successes in the Union 
I'&C&( !"3#-"2#1( /-$."!)( "%"#"&'( *-$8%!3( 5$-( $/#"0"30B( ( F5(
these lead to further investments and realized visions, 
Downtown El Paso may be able to regain its stature as 
&(.",-&%#1(/-)0"80('$2&#"$%(5$-($542)(83)3B

MARKET OPPORTUNITIES
98'#":#)%&%#( $542)( !)0&%!( "3( !)-".)!( 5-$0( *-$6#+( "%( $542)(
employment, which in most instances is provided by growth 
"%(#+)(L4%&%2"&'(&2#"."#")3M(&%!(L/-$5)33"$%&'(3)-."2)3M("%!83#-7(
sectors.  Businesses in these sectors provide services involving 
'&61( 4%&%2)1( &22$8%#"%*1( "%38-&%2)1( 0&%&*)0)%#1( &-2+"#)2#8-)1(
&%!($#+)-3B( (R#+)-($542):"%2'"%)!(3)2#$-3()%2$0/&33(&(,-$&!(
range of business types, but these professional service providers 
58-%"3+(#+)(0&N$-(3$8-2)($5(38//$-#(5$-(0$3#(>$6%#$6%($542)(
development. 5  

A$-)2&3#)!(*-$6#+("%(@'(I&3$e3(L$542):"%2'"%)!M(3)2#$-3("3(3+$6%(
as follows:  

]#)/(_J((K8--)%#(@0/'$70)%#("%(R542)(])2#$-3

P+)( 5$''$6"%*( #&,')( 3+$63(ZUUa($542)( 3)2#$-()0/'$70)%#(&3(
)3#"0&#)!(,7(9$$!7e3()2$%$07B2$0B( ( F#(3+$8'!(,)(%$#)!(#+&#(
#+)3)(4*8-)3(&-)(!)-".)!(/-"0&-"'7(5-$0(#+)(HB]B(j8-)&8($5(q&-
bor Statistics, which focuses on workers for whom employers 
pay unemployment insurance coverage (and which are most 
'";)'7(#$(%))!(%)6($542)(3/&2)dB6   

E" "C8)-"*7*+0-)-"14(+.=1-"81*+28"*7="%*=3)7)-2;*2)B1`>*-21";131=)*2)$7,"
-1;B)(1-5""Y1*+28"(*;1"$&'(1-"*;1"7$2"20/)(*++0")7(+.=1=")7":171;*+"$&D
'(1"-2*2)-2)(-<"*7="281);"+$(*2)$7"=1()-)$7-"*;1"=;)B17"90"($7-)=1;*2)$7-"
O/;$4)3)20"2$"8$-/)2*+-<"($7B17)17(1"&$;"/*2)172-P"28*2"*;1"7$2";1+1B*72"
to Downtown locations.  Administrative/waste remediation services 
)7(+.=1"($72*(2"(1721;".-1-<">8)(8"20/)(*++0"+$(*21")7"+$>1;D($-2"/;$/D
1;2)1-">)28" +*;:1" a$$;/+*21-"*7="*3/+1"/*;L)7:"*B*)+*9)+)205" "S$72*(2"
(1721;-"($3/;)-1"*"-):7)'(*72"-$.;(1"$&"13/+$03172")7"A+"b*-$<"9.2"
=$"7$2"($3/;)-1"*"-):7)'(*72"/;1-17(1")7"\$>72$>7"$&'(1"9.)+=)7:-5"

c" ?.;1*." $&" [*9$;" N2*2)-2)(-" -8$>-" %/*0;$++" 13/+$031725," ?.;1*." $&"
A($7$3)("Z7*+0-)-"':.;1-<")7"($72;*-2<")7(+.=1")721;7-<"213/$;*;0"*7="
/*;2D2)31">$;L1;-">8$"*;1"7$2")7(+.=1=")7"/*0;$++"*(($.72)7:5

M.(;)64(R47&/'(M?5.4'?!&/(%&(I"#$!(F!$/436S(OPPV

Sector Jobs (in 000s)

A"%&%2)(&%!(F%38-&%2)( 7.66

Real Estate and Rental and Leasing 4.50

Professional and Technical Services 8.35

Management of Companies and Enterprises 0.50

Subtotal 21.01
Source: Moody’s economy.com

Step 2:  Projected Growth

Different sources provide a range of employment growth pro-
jections.  Moody’s economy.com projects growth at an average 
&%%8&'"C)!(-&#)($5(_BUX(&0$%*(#+)($542)(3)2#$-3D(#+)(H%".)-3"#7(
$5(P)<&3(&#(@'(I&3$e3(F%3#"#8#)(5$-(I$'"27(&%!(@2$%$0"2(>).)'$/-
ment presents a more aggressive (incorporating full consider-
&#"$%($5($%*$"%*(*-$6#+(&%#"2"/&#)!(5$-(A$-#(j'"33d(5$-)2&3#($5(
2.2% annualized growth. 

I"#$!(F!$/43(T348/2(C)/!(F$!&)3%46

2008 - 2020 CAGR*

Sector 
Moody’s 

economy.com 

UTEP 
FI@>

A"%&%2)(&%!(F%38-&%2)( 1.9% 0.0%

Real Estate and Rental and Leasing 1.0% 2.0%

Professional and Technical Services 0.1% 4.0%

Management of Companies and 

Enterprises 
1.3% 1.5%

Subtotal 1.0% 2.2%
%SZd@,"e"($3/$.7=1="*B1;*:1"*77.*+":;$>28";*215
N$.;(1Q"U$$=0f-"1($7$305($3V"R7)B1;-)20"$&"C14*-"*2"A+"b*-$"67-2)2.21"
&$;"b$+)(0"*7="A($7$3)("\1B1+$/3172V"WDXYZ<"[[S5

Using these employment forecasts as a growth factor for oc-
28/")!($542)(3/&2)71($228/")!($542)(3/&2)(6$8'!(,)(/-$N)2#)!(
to increase by roughly 200,000 to 400,000 square feet, as shown 
in the following table.  Despite this increase in occupied space, 
+$6).)-1(28--)%#'7(.&2&%#(>$6%#$6%($542)(3/&2)("3()3#"0&#)!(
at 322,500 to 430,000 square feet (applying a vacancy rate of 15 
to 20%).  Allowing for stabilized vacancy rate of 8%, the supply of 
vacant space would range from 150,500 to 258,000 square feet.  
i+)%(#+)3)(&-)(38,#-&2#)!( 5-$0(/-$N)2#)!(%)6(!)0&%!1( #+)(
market would support roughly 50,000 to 150,000 square feet of 
%)6($542)(3/&2)($.)-(#+)(%)<#(_U(7)&-3B(

g" Z//+)(*2)$7"$&"/;$h1(21="$&'(1"-1(2$;"13/+$03172":;$>28"*-"281":;$>28"
&*(2$;"&$;"\$>72$>7"$&'(1"$((./*7(0")3/+)1-"28*2"O!P"(.;;172"=)-2;)9.D
2)$7"912>117"\$>72$>7"*7="-.9.;9*7"-/*(1">$.+=";13*)7"($7-2*72V"
*7="OMP"281"(.;;172"-/*(1`>$;L1;";*2)$">$.+=";13*)7"($7-2*725
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WPEX!)3(I"#$!(9)3:!/(<!?)&*(;34J!$/%4&("43(
Downtown El Paso

Scenario

A B

Existing Market Supply (sq. ft.) 2,150,000 2,150,000

Current Occupancy (rate) 85% 80%

Current Occupancy (sq. ft.) 1,827,500 1,720,000

10-Yr.  Avg.  Annual Growth* 1.0% 2.2%

Projected Occupancy (sq. ft.) 2,025,020 2,131,760

F%2-)&3)(b/-$N)2#)!($22B(')33(28--
-)%#($22B(F%(3VB(5#Bd(

197,520  411,760

Existing Vacancy (rate) 15% 20%

Existing Vacancy (sq. ft.) 322,500 430,000

Existing Vacancy (sq. ft., with al-
lowance for 8% vac.) 

150,500 258,000

New demand less available space 47,020 153,760

T[$>1;":;$>28";*21"/;$B)=1="90"U$$=0f-"1($7$305($3V"8):81;":;$>28"
-(17*;)$"9*-1="$7";*21"/;$B)=1="90"RCAb"6bA\5

F%(&!!"#"$%(#$(#+"3(/-$N)2#)!(!)0&%!( 5$-(%)6(3/&2)1(!).)'$/-
ment opportunities would be augmented by tenants’ interest 
"%(8/*-&!)!($542)3B((K8--)%#'7(&.&"'&,')(3/&2)1(&3(6)''(&3(&(38,-
stantial amount of occupied space, is in aging buildings.  Over 
&(#)%:7)&-(#"0)(5-&0)1(&(/$-#"$%($5()<"3#"%*($542)(#)%&%#3(6"''(
3));(#$(8/*-&!)(#+)"-($542)3B((

Overall, over ten years the market would likely support an ad-
!"#"$%&'(_UU1UUU(#$(ZUU1UUU(3V8&-)(5))#($5(%)6($542)(3/&2)("%(
>$6%#$6%(@'(I&3$B((G)6($542)(/-$N)2#3(6$8'!(3)-.)()<"3#"%*(
#)%&%#3e(!)0&%!(5$-(8/*-&!)!(3/&2)(&%!(%)6($542)(#)%&%#3B

Notwithstanding projected new demand, the requisite net lease 
rates of roughly $20 per square foot would not be achievable.  
K$%3)V8)%#'71(%)6($542)(!).)'$/0)%#(>$6%#$6%(6$8'!(0$3#(
likely take one of two forms:

1. Small-scale, Class-B projects located outside the ex-
isting core area:  Such buildings would most likely 
$228/7( 38,8-,&%:32&')( '$#3(6"#+( 38542")%#( 3/&2)( 5$-(
surface parking lots.  Examples of such projects in-
clude the Morgan Stanley building at 641 Stanton and 
#+)(]#&#)($5(P)<&3($542)(,8"'!"%*(&#([U_(@&3#(A-&%;'"%B8  
Under prevailing conditions, the market may support 
similar projects; most would contain roughly 20,000 – 
50,000 square feet.  

i" C8)-"!MF<FFF"-G.*;1D&$$2":$B1;73172"/;$/1;20")-"7$2")7(+.=1=")7"281"
-.//+0"':.;1-";1/$;21="1*;+)1;5

2. F0/-$.)0)%#3( #$( )<"3#"%*( ,8"'!"%*3J( ( ]82+( /-$N)2#3(
would update old and underutilized buildings, satis-
fying building code requirements, replacing outdated 
infrastructure (e.g., elevators, HVAC, wiring), and re-
/'&2"%*(5)&#8-)3(382+(&3(6"%!$631(2&-/)#31(&%!(4<#8-)3B((
i+"')(382+(-)%$.&#"$%3(6$8'!(%$#(2$%3#"#8#)()%#"-)(
makeovers such as those undergone at the Mills and 
K)%#-&'(,8"'!"%*31(#+)7(0&7(,)(&,')(#$(/-$4#&,'7(/-$-
."!)(%)6(0&-;)#&,')($542)(3/&2)B((

Overall, while Downtown El Paso would not likely support the 
!).)'$/0)%#($5('&-*):32&')(K'&33:Q($542)(,8"'!"%*31($.)-(#+)(%)<#(
ten years it could support up to 200,000 square feet of new low-
rise or rehabilitated space in Downtown El Paso.   Given the lim-
ited supply and small size of El Paso’s “anchor” tenants, most new 
buildings would range from roughly 20,000 to 50,000 square feet 
in size.  Consequently, the potential demand for new space would 
most likely accommodate about three to six buildings. 

PLANNING ISSUES AND ACTION STEPS
A-$0( #+)( !).)'$/0)%#( $8#'$$;1( #6$( /'&%%"%*( "338)3( )0)-*)J((
(1) the need for Downtown amenities (including parking); and 
(2) the preservation of a compact Downtown core area.  

l( Amenities: (i+)-)(>$6%#$6%(/-$."!)3(&(!"3#-"2#($5(
concentrated, mutually enhancing amenities (e.g., parks, 
parking facilities) and a mix of uses (e.g., eating & drink-
"%*1( $542)( 83)31( -)3"!)%#"&'( 83)31( -)#&"'( 83)31( )%#)-#&"%-
ment), the resulting vitality provides an advantage that 
2&%%$#(,)( -)/'"2&#)!( "%( 38,8-,&%($542)()%."-$%0)%#3B( (
This gives Downtown a position as the prestigious loca-
#"$%(5$-(+"*+:)%!($542)(#)%&%#3B((P+"3(!-".)3(')&3)(-&#)3(
higher and ultimately leads to new development.  

l( Compact Core:  There is a substantial gap between 
currently attainable lease rates and those that will sup-
port new high-end development.  Consequently, the 
market tendencies would be to develop in locations at 
#+)(5-"%*)3($5(#+)()<"3#"%*(>$6%#$6%(2$-)B((F5(#+"3(/&#-
tern of development emerges, it would limit the syn-
ergies derived from new development.  Moreover, as 
new development occurs in a more scattered pattern, 
it would draw tenants from existing buildings, leaving 
vacancies – and possibly empty buildings – behind.  

At the very least, zoning should require that all buildings abut the 
street and that parking be provided behind the building.  To sup-
port Downtown revitalization and investment, the City should 
be prepared to develop public parking.  Removing parking costs 
will reduce the rent required to make investment sense.  Capital 
incentive programs will be necessary to make the renovation of 
$'!)-(,8"'!"%*3(4%&%2"&''7(5)&3",')B((F%()<2+&%*)(5$-(#+)(38,3"!71(
#+)(K"#7(2&%("%E8)%2)(#+)(V8&'"#7($5(#+)(-)%$.&#"$%B
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RETAIL MARKET ANALYSIS
<!#&%/%4&6
This section analyzes the market for retail and eating and drink-
"%*()3#&,'"3+0)%#3B((P+)(!)4%"#"$%($5(L)&#"%*(&%!(!-"%;"%*()3#&,-
lishment” includes fast food, take-out and full-service restau-
-&%#3(&3(6)''(&3(,&-3(&%!(2'8,3B((W)#&"'("3(!)4%)!(,7(#+)(5$''$6"%*(
store-types:

l( 9$#$-(h)+"2')(>)&')-3+"/3

l( O$0)(A8-%"3+"%*3

l( @')2#-$%"23(&%!(Q//'"&%2)3

l( j8"'!"%*(9&#)-"&'3(&%!(r&-!)%(]8//'")3

l( A$$!(&%!(j).)-&*)(b5$-(2$%380/#"$%(&#(+$0)d

l( O)&'#+(&%!(I)-3$%&'(K&-)

l( r&3$'"%)(]#&#"$%3

l( K'$#+"%*(&%!(Q22)33$-")3

l( ]/$-#gO$,,7gj$$;3

l( r)%)-&'(9)-2+&%!"3)(

l( 9"32)''&%)$83(b'";)(E$-"3#31(*"5#(&%!(2&-!(3+$/3d

l( G$%:]#$-)(W)#&"'

Home furnishings, electronics and appliances, clothing and acces-
sories, sport/hobby/books, general merchandise stores and mis-
cellaneous retail stores are “shopper’s goods” stores.  Shopper’s 
goods stores are the types of stores where people gather infor-
mation about a particular product and comparison shop before 
purchasing.  Because they rely on comparison shopping, these 
types of stores cluster to offer the breadth and depth of mer-
2+&%!"3)(%)2)33&-7(#$(2-)&#)(&(3+$//"%*(!)3#"%&#"$%B((i"#+(38,-
urbanization relatively few Downtowns have managed to retain 
38542")%#(3+$//)-e3(*$$!3(3#$-)3(#$(-)0&"%(3+$//"%*(!)3#"%&#"$%3B

A$$!(&%!(,).)-&*)(3#$-)31('";)(38/)-0&-;)#3(&%!('"V8$-(3#$-)3(
as well as drug stores (health and beauty products), are consid-
ered “convenience” retail.  These store-types offer merchandise 
targeted to the day-to-day needs of the consumer.  Convenience 
retail stores seek locations close to residential neighborhoods 
and employment clusters.

Building materials, garden supply stores, gas stations and auto 
dealerships are retail-types not typically found in Downtown 
environments.  

EXISTING CONDITIONS
Downtown Supply
A-$0( &(0&-;)#( /)-3/)2#".)( #+)-)( &-)( #+-))(0&N$-( -)#&"'( &%!(
eating/drinking districts in the Downtown Area:  the Golden 
Horseshoe, the Central Business District and Union Plaza.

Downtown retail is clustered in the “Golden Horseshoe”, an 
area bounded by El Paso Street to the west, San Antonio Avenue 
to the north and Stanton Street to the east and the Mexico 
border to the south.  This district has very low vacancy and 
stores offer everything from apparel to electronics to duty-free 
products.  El Paso Street is the strongest retail street with retail 
rents ranging from $20 to $30 per square foot in a mix of net 
leases and full service leases. 

Downtown Retail and Eating and Drinking Districts

The Golden Horseshoe operates like an open-air bazaar.  Low 
price merchandise is displayed within the store as well as on the 
3"!)6&';B((A")'!(6$-;("%!"2&#)3(&(.&3#(0&N$-"#7($5(#+)(3#$-)5-$%#3(
in the Golden Horseshoe District are shopper’s goods stores.  
P+)(-)0&"%"%*(3#$-)5-$%#3(&-)($228/")!(,7(,&%;(&%!(4%&%2)()3-
tablishments, tax preparation services, and convenience stores.

Retail in the Golden Horseshoe is targeted to the Mexican 
national market.  Shoppers come from across the border to 
Downtown El Paso because quality products can be obtained 
5$-('$6)-(/-"2)3B((F%#)-.")63(38**)3#(#+&#(&%76+)-)(5-$0(SU(#$(
90% of the retail sales in the Golden Horseshoe are generated 
from people crossing into El Paso from Mexico.   

South of Paisano Street the Golden Horseshoe District is char-
acterized by small “mom & pop” stores.  The area from Paisano 
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]#-))#(#$(]&%(Q%#$%"$(]#-))#(2$%#&"%3( '&-*)-(E$$-/'&#)(3#$-)3(
'";)( tK(I)%%)71(A&''&31(&%!(#+)(P)<&3(]#$-)B( (i+"')(#+)(/+73"2&'(
character of the stores differs between these two areas, both 
cater to the Mexican national market.  

The second Downtown district is the Central Business District.  
P+"3(C$%)("3(*)%)-&''7(,$8%!)!(,7(]&%#&(A)(]#-))#(#$(#+)(6)3#1(
i)3#(A-&%;'"%(Q.)%8)(#$(#+)(%$-#+1(K&0/,)''(]#-))#(#$(#+)()&3#1(
and San Antonio Avenue to the south.   This district incorpo-
rates San Jacinto Plaza, Pioneer Plaza, the Plaza Theatre, promi-
%)%#(>$6%#$6%(+$#)'3(&%!(>$6%#$6%e3('&-*)3#($542)(,8"'!"%*3B((
Q,8##"%*(#+"3(C$%)("3(#+)(i"''"&03(K$%.)%#"$%(K)%#)-1(#+)(Q,-&-
ham Chavez Theatre, the Visitor’s Center and various museums.  

The Central Business District storefront mix is not retail-ori-
ented, but, instead, mostly consists of convenience and eating 
and drinking establishments.   There is considerable storefront 
vacancy in this zone and many empty buildings.  

P+)( #+"-!( !"3#-"2#( "3( H%"$%( I'&C&( ,$8%!)!( ,7(i)3#( I&"3&%$(
Street to the south and west, the railroad tracks to the north, 
and El Paso Street to the east.  There are a number of restau-
rants and clubs in this district.  The clubs in Union Plaza cater to 
young adults.  There are very few shops in this district.

Downtown’s shopper’s goods stores target the Mexican nation-
al market and discount shoppers.  Other than the large depart-
ment stores, there are very few stores selling mid- to high-price-
point merchandise.  Except for near-in residents, Downtown is 
not a destination for conventional shopping.   

Downtown eating and drinking establishments are supported 
by Downtown employees, the young adult market, and visitors. 

Retail Sales
Households spend a certain amount in retail stores each year 
(“retail expenditure”) and that amount is largely a function of 
household income.  Comparing household retail expenditure 
potential to actual retail sales can reveal whether there is a 
38-/'83(bL"%E$6Md($-(3+$-#&*)(bL$8#E$6Md($5(-)#&"'(3&')3("%(&%(
&-)&B((i+)%(-)#&"'(3&')3(&-)(+"*+)-(#+&%(+$83)+$'!()</)%!"#8-)(
potential, households from outside the area are coming to the 
&-)&(#$(3+$/B((i+)%(-)#&"'(3&')3(&-)('$6)-(#+&%(+$83)+$'!()<-
penditure potential, either residents are leaving the area to shop 
$-(#+)-)("3(%$#(38542")%#(38//'7(-)#&"'(#$(3)-."2)(#+)(!)0&%!B

According to the Texas State Comptroller of Public Accounts 
the Metro Area’s retail sales totaled $7.65 billion in 2009.  Ap-
proximately 90% of these sales ($6.85 billion) occurred in the 
City of El Paso.  City households (the spending unit for retail) 
comprised 85% total Metropolitan Area households.  

Metropolitan Area sales data are available by store-type from 
the Texas State Comptroller of Public Accounts.  3rd quarter 
2009 retail sales data was extrapolated to estimate total 2009 
sales by store-type.  The Metropolitan Area experienced a sig-
%"42&%#(-)#&"'(3&')3(L38-/'83M(&0$%*(3+$//)-e3(*$$!3(3#$-)3B((

F%(3+$//)-e3(*$$!3(&'$%)(b)')2#-$%"231(&//&-)'1(3/$-#"%*(*$$!3()#(
al, general merchandise, and miscellaneous retail), the Metropoli-

C!/)%.(F).!6(K'(F/43!(G'5!(N&+48()&*(I7/+48(=&).'6%6
M.(;)64(9!/34(=3!)(OPPY

F%E$6gbR8#E$6d

Expenditure 
Potential

 Estimated Sales Amount Share of 
Sales

Auto Sales and Gas/Service $1,913,038,000 $1,987,916,000 $74,878,000 4%

A8-%"#8-)(c(O$0)(A8-%"3+"%*3( $149,261,000 $157,636,000 8,375,000 5%

Electronics and Appliance $173,224,000 $231,594,000 58,370,000 25%

Bldg Material, Garden Equipment $711,604,000 $527,675,000 (183,929,000) -35%

A$$!(&%!(j).)-&*)( $1,107,820,000 $835,576,000 (272,244,000) -33%

Health and Personal Care $490,165,000 $421,302,000 (68,863,000) -16%

Clothing and Accessories $371,814,000 $521,474,000 149,660,000 29%

Sporting Goods, Hobby, Book, Music $144,891,000 $159,670,000 14,779,000 9%

General Merchandise $1,089,666,000 $1,986,961,000 897,295,000 45%

Miscellaneous $203,404,000 $481,479,000 278,075,000 58%

Non-Store** $556,230,000 $330,436,000 (225,794,000) -68%

Shopper's Goods $2,132,260,000 $3,538,814,000 1,406,554,000 40%
** Census 2007 data applied on non-store sales.
]$8-2)J(P)<&3(]#&#)(K$0/#-$'')-($5(I8,'"2(Q22$8%#31(L]#&#)(]&')3(&%!(H3)(P&<(Q%&'73"3J(@'(I&3$(9]QMD(ZU_U(K)%383D(i:fOQ
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tan Area experienced sales volumes 40% higher than what would 
be expected given the size and buying power of the market.  

This “surplus” is likely driven by Mexican nationals coming to El 
Paso to shop.  According to an analysis that measured Mexico’s 
impact on El Paso’s retail market, Mexicans contributed $1.7 
to $1.8 billion to El Paso retail sales.9   The date of this study is 
8%;%$6%1(,8#(#+)(ZUU`(!&#&(&//)&-(#$(2$--$,$-&#)(#+)(4%!"%*(
#+&#(#+)(9)<"2&%(-)#&"'(0&-;)#("3(&(3"*%"42&%#()2$%$0"2()%*"%)(
for El Paso.

Most of this important economic activity is occurring in El Pa-
so’s Downtown.   The smallest geographic area for which reli-
able retail sales information is available is the zip code area.  The 
Downtown is located in the 79901 zip code area.  As the follow-
ing map illustrates, the boundary of the 79901 zip code area is 
larger than the Downtown.  However, the Downtown contains 
most of the retail in the 79901 zip code area.  

QYYPW(Z%5(R4*!(K47&*)3%!6

 

i"#+(')33(#+&%(ZX($5(9)#-$/$'"#&%(Q-)&(+$83)+$'!31(#+)(>$6%-
town Area accounted for 18% of the Metro Area’s retail sales and 
20% of the City’s retail sales.  This is a remarkable capture rate.   

K" S)20" $&" A+" b*-$<" \1B1+$/3172" N1;B)(1-" \1/*;23172<" %S;$--" ?$;=1;"
@12*)+"N2.=)1-,5

Retail Sales
Z%5(R4*!(QYYPWL(R%/'(4"(M.(;)64()&*(/2!(9!/34(=3!)

OPPY

 Metro City

79901 Retail Sales $1,372,557,000 $1,372,557,000

City Retail Sales in 2009 $7,649,897,000 $6,852,504,000

79901 Share of Sales 18% 20%

N$.;(1Q"C14*-"N2*21"S$3/2;$++1;"$&"b.9+)("Z(($.72-">19-)21"%W)7=$>"

$7"N2*21"d$B1;73172,V"WXYZ

Retail sales in the 79901 zip code area totaled $1.37 billion in 
2009 which closely approximates the $1.4 billion in shopper’s 
goods store sales “surplus”.   

Retail sales by store-type are not available for zip code level geog-
raphy, but the number of stores by store-type is available from the 
2007 Economic Census.  According to the 2007 Census approxi-
mately 78% of the retail stores in the 79901 zip code area were 
shopper’s goods establishments (as opposed to auto-oriented, 
health and beauty, food and beverage, building materials and non-
3#$-)(-)#&"')-3dB((F%(ZUUS1(#+)(S``U_(C"/(2$!)(2$%#&"%)!(_SX($5(&''(
shopper’s goods stores in the Metro Area.  

The chart below illustrates that 80% of the spending by persons 
from Mexico is in shopper’s goods stores, particularly clothing 
and accessories.

Eating and Drinking Sales
The Texas State Comptroller of Public Accounts combines sales 
in eating and drinking establishments with leisure and hospital-
ity sales.  Therefore, 2009 sales in eating and drinking establish-
ments are not readily available for the City or the Metropolitan 
Area.  Data from the 2007 Economic Census was used to esti-
mate El Paso’s 2009 eating and drinking sales.  

Furniture, 6% Electronics and 

Appliance, 11%

Health and 

Personal 

Care, 12%

Clothing and 

Accessories, 

56%

Other, 7%

Restaurants, 8%

Spending Pattern Mexican Visitors
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F%(#+)(ZUUS(@2$%$0"2(K)%3831()&#"%*(&%!(!-"%;"%*(3&')3("%(#+)(
Metro Area accounted for 87% of total leisure and hospitality 
sales.  

Eating and Drinking Sales
M.(;)64(9!/34(=3!)(OPPQ

Sales

Leisure and Hospitality $1,031,298,000 100%

Accomodation $135,579,000 13%

Eating and Drinking $895,719,000 87%

N$.;(1Q"MFFg"A($7$3)("S17-.-V"WDXYZ

There were $1 billion in leisure and hospitality sales in the El 
Paso Metropolitan Area in 2009.  Using 2007 share of sales as a 
proxy for 2009, Metropolitan Area sales in eating and drinking 
establishment are estimated to be approximately $872.6 million.  
This sales volume is consistent with data from Sales Marketing 
and Management’s “Survey of Buying Power” which estimated 
El Paso Metro’s 2009 eating and drinking sales at $871.5 million.

 Estimated Eating and Drinking Sales
M.(;)64(9!/34(=3!)(OPPY

Sales

Actual Leisure and Hospitality $1,004,687,000 100%

Estimated Accomodation $132,081,000 13%

Estimated Eating and Drinking $872,606,000 87%

N$.;(1Q"C14*-"N2*21"S$3/2;$++1;"$&"b.9+)("Z(($.72-">19-)21" %,W)7=$>"
$7"N2*21"d$B1;73172,,V"MFFg"A($7$3)("S17-.-V"WDXYZ

Metropolitan Area eating and drinking sales closely approximate 
area’s expenditure potential.  Unlike shopper’s goods where 
there was a considerable sales “surplus”, there does not ap-
pear to be considerable visitor spending in eating and drinking 
establishments.  

Eating and Drinking Sales Compared to Household 
Expenditure Potential
M.(;)64(9!/34(=3!)(OPPY

F%E$6gbR8#E$6d

Expenditure 
Potential 

Estimated 
Sales 

Amount
Share 

of 
Sales

Eating and 
Drinking 
Establish-

ments 

869,322,384 872,606,000 3,283,616 0.4%

N$.;(1Q"C14*-"N2*21"S$3/2;$++1;"$&"b.9+)("Z(($.72-<" %N2*21"N*+1-"*7="

R-1"C*4"Z7*+0-)-Q" A+"b*-$"UNZ,V" MFFK"Z31;)(*7"S$33.7)20"N.;B10V"

WDXYZ

F%(#+)(ZUUS(@2$%$0"2(K)%3831()&#"%*(&%!(!-"%;"%*(3&')3( "%(#+)(
City accounted for 84% of total leisure and hospitality sales.  Ap-
plying this share of sales to actual 2009 leisure and hospitality 
sales results in City eating and drinking sales of approximately 
$795.8 million.  Over 90% of the eating and drinking sales that 
occur in the Metro Area take place in the City.

Estimated Eating and Drinking Sales
R%/'(4"(M.(;)64(OPPY

Sales

Actual Leisure and Hospitality $948,021,825 100%

Estimated Accomodation $152,189,470 13%

Estimated Eating and Drinking $795,832,355 84%

N$.;(1Q"C14*-"N2*21"S$3/2;$++1;"$&"b.9+)("Z(($.72-">19-)21" %,W)7=$>"

$7"N2*21"d$B1;73172,,V"MFFg"A($7$3)("S17-.-V"WDXYZ

P+)(K"#7(!$)3()</)-")%2)(3$0)("%E$6($5()&#"%*(&%!(!-"%;"%*(
sales.

Eating and Drinking Sales Compared to Household 
Expenditure Potential
R%/'(4"(M.(;)64(OPPY

F%E$6gbR8#E$6d

Expenditure 
Potential 

Estimated 
Sales 

Amount
Share 

of 
Sales

Eating and 
Drinking 

Sales
737,497,465 795,832,355 58,334,890 7.3%

N$.;(1Q"C14*-"N2*21"S$3/2;$++1;"$&"b.9+)("Z(($.72-<" %N2*21"N*+1-"*7="

R-1"C*4"Z7*+0-)-Q" A+"b*-$"UNZ,V" MFFK"Z31;)(*7"S$33.7)20"N.;B10V"

WXYZ
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Eating and drinking sales by zip code level are estimated by 
K'&-"#&31( F%2B1( &( -)2$*%"C)!( %&#"$%&'( 2$%380)-( -)3)&-2+( 2$0-
/&%7B((Q22$-!"%*(#$(K'&-"#&31(F%2B(3&')3("%(#+)(S``U_(C"/(2$!)(&-)&(
totaled $38.5 million in 2009.  Therefore, the Downtown Area 
represented approximately 4% of the Metro Area’s eating and 
drinking sales.  

Downtown Area’s Capture of Eating & Drinking Sales
M.(;)64L(G!,)6(OPPY

City

79901 Eat/Drink Sales $38,519,083 $38,519,083 

Eating and Drinking Sales $795,832,355 $795,832,355 

Downtown Area Capture 5% 5% 

Metro Area

79901 Eat/Drink Sales $38,519,083 $38,519,083

Eating and Drinking Sales $872,606,000 $872,606,000

Downtown Area Capture 4% 4%

N$.;(1Q"C14*-"N2*21"S$3/2;$++1;"$&"b.9+)("Z(($.72-">19-)21"%W)7=$>"$7"

N2*21"d$B1;73172,V"WDXYZ

Successful downtowns can achieve capture rates of 6% to 10% 
of Metro sales.  San Antonio’s Downtown zip code area cap-
tures 9% of Metro Area eating and drinking sales.  Downtown 
San Antonio is a major convention destination.  Downtown Al-
buquerque’s zip code area captures 6% of Metro Area eating 
and drinking sales.  

At a 4% capture rate, El Paso’s Downtown eating and drinking 
sales appear low given its retail power.

The following was assembled by Christoper Villa using State 
alcohol sales data as provided on alcoholsales.com.  The data 
indicate that Downtown El Paso had higher alcohol sales in 
November 2010 than any other entertainment cluster in the 

Metropolitan Area.  This information suggests that Downtown is 
already an entertainment destination, particularly Union Plaza. 10

[4A!?-!3(OPWP(=.$424.(F).!6
El Paso Entertainment Districts

District Establishments Alcohol Sales

El Paso Total 319 $9,419,879

Downtown 34 11% $1,237,236

University 29 9% $1,081,000

Airport 27 8% $928,400

Lee trevino 19 6% $804,942

Montwood-Zaragoza 17 5% $694,706

Las Palmas Center 14 4% $482,235

Mesa-Sunland Park 15 5% $454,664

N$.;(1Q"S8;)-2$/81;"^)++*V"*+($8$+-*+1-5($3

Q22$-!"%*(#$(K'&-"#&31(F%2B1(&(%&#"$%&'(2$%380)-(-)3)&-2+(2$0/&-
ny, sales in drinking establishments account for 22% of the 79901 
zip codes area’s total eating and drinking sales.  As a point of 
reference, drinking establishments in San Antonio’s Downtown 
zip code area accounted for 7% of eating and drinking sales and in 
Albuquerque 10% of Downtown eating and drinking sales.  

10"C8)-"*7*+0-)-">*-"($7=.(21="90"Y1+)4"N$+.2)$7-"O>>>581+)41B*+5($3P"
*7=">*-")7)2)*++0";1+1*-1="$7"j*7.*;0"E<"MF!!5
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Existing Conditions Conclusions
There are three distinct retail and entertainment districts in 
Downtown El Paso.  The Golden Horseshoe district is unique 
retail environment that primarily caters to the Mexican national 
market and discount shoppers.  The Central Business District 
services the employee market, but it is challenged by vacant 
buildings and a lack of critical mass.  The Union Plaza or ware-
house district is primarily a weekend entertainment destina-
tion with a small, but important, cluster of eating and drinking 
)3#&,'"3+0)%#3B((i+"')("#("3(#+)()2$%$0"2(2)%#)-($5(#+)(W)*"$%1(
Downtown El Paso is not a place where Metropolitan Area resi-
dents come to shop or dine on a regular basis.

The Golden Horseshoe district is an important economic en-
gine supporting the City.  The analysis of existing conditions 
suggests that Downtown retail, because it mostly caters to the 
Mexican national market, likely contributes a billion dollars in 
visitor retail sales to the City and region. 

Eating and drinking sales are not as robust as retail sales Down-
#$6%B((i+"')(>$6%#$6%(&//)&-3(#$(,)(&(3822)3358'()%#)-#&"%-
ment destination particularly for younger households, Down-
town’s capture of Metropolitan Area eating and drinking sales is 
well below its retail capture.  

COMPETITIVE CONTEXT
Demographic Landscape
Downtown is strategically located in the center of the Ciudad 
Juarez and El Paso market.  Accurate demographic information 
is not readily available for Ciudad Juarez at this time.  However, 
with over a million people, the Ciudad Juarez is very large.  Av-
erage income in Ciudad Juarez is likely below the average for 
El Paso.  There were over 7.5 million pedestrian crossings over 
#+)(,-"!*)(,)#6))%(@'(I&3$(&%!(t8&-)C("%(ZUU`B((i+"')(&(0&33".)(
market, the Juarez opportunity is being threatened by violence 
"%(#+&#(K"#7(&%!(3)28-"#7("%#)%3"42&#"$%(&#(#+)(,$-!)-B((

Household density is high near the Downtown.  The following 
map illustrates household density by census tract.  The darker 
the color, the higher household density in the census tract.  

>476!24.*(<!&6%/'(\OPPQ]
 

N$.;(1Q""U)(;$-$&2"U*/b$)72V"WDXYZ

 The following map illustrates household growth in each census 
tract between 2000 and 2010.  Darker colors represent more 
household growth.  Census tracts near the Downtown have not 
)</)-")%2)!(*-$6#+($.)-(#+)( '&3#(#)%(7)&-3B( ( F%3#)&!1(0$3#($5(
the household growth has been occurring far west, north and 
east of Downtown.  Many retailers seek locations where the 
market is growing.

>476!24.*(R2)&@!(OPPPEOPWP

]$8-2)J((9"2-$3$5#(9&/I$"%#D(K'&-"#&31(F%2BD(i:fOQ
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The following map illustrates median income by census tract for 
the Metropolitan Area.  The household median income near the 
Downtown is low.  Median household income is highest west of 
#+)(>$6%#$6%(&%!(%$-#+($5(F%#)-3#&#)(_U(#$(#+)()&3#B

9!*%)&(N&$4?!(OPPQ

Retail Supply
The premiere shopping center in the El Paso Metropolitan 
market is the Cielo Vista Mall.  Owned by Simon Malls, Cielo 
Vista Mall is a traditional 1.2 million square foot enclosed mall 
anchored by Dillard’s, JC Penney, Sears and Macy’s.  The Cielo 
Vista Mall is convenient to the Downtown and higher income 
%)"*+,$-+$$!3(#$(#+)(%$-#+(&%!()&3#($%(F%#)-3#&#)(_U(b3))(0&/(
of the 10-Minute drive time).  

 Cielo Vista Mall
9!*%)&(N&$4?!()&*(WPE9%&7/!(<3%A!(G%?!

N$.;(1Q""U*/b$)72V"WDXYZ

G)&-(K")'$(h"3#&("3(j&33)##(I'&2)(9&''1(&'3$('$2&#)!($%(F%#)-3#&#)(
10.  Bassett Place Mall is also a traditional, 920,000 square foot 
enclosed mall anchored by Target, Kohls, and Marshalls.  Bassett 
Place Mall is within an eight minute drive from the Downtown.  
Bassett Place serves the same households as Cielo Vista Mall.

i"#+"%(&(_U:0"%8#)(!-".)(6)3#($5( #+)(>$6%#$6%( "3( #+)(]8%-
land Park Mall and Sunland Town Center retail node.  Sunland 
Park Mall is a traditional enclosed mall with 918,000 square feet.  
Also owned by Simon Malls, Sunland Park Mall is anchored by 
Dillard’s, Sears and Macy’s.

Sunland Park Mall
9!*%)&(N&$4?!()&*(WPE9%&7/!(<3%A!(G%?!

Sunland Town Center is a 303,000 square foot power center 
across the street from Sunland Park Mall.  Sunland Town Cen-
ter anchors include Target, Best Buy, K-Mart, Petsmart, and Bed 
Bath & Beyond.

None of the retail clusters in the Metropolitan Area are particu-
larly distinctive with regard to ambiance, mix of uses, or store 
mix.  There are no formidable specialty retail clusters (for ex-
ample, arts, home accessories, specialty retail) within a 15-min-
ute drive of the Downtown.  As compared to the Downtown, 
the two major regional retail nodes within easy driving distance 
from the Downtown have better access to growth areas and 
neighborhoods with higher income households.  

Competitive Positioning for Conventional Retail 
Given the proximity of the large east and west retail nodes, 
to compete for the same kind of tenants found in these shop-
ping centers, the Downtown’s primary trade area is small (see 
map).   The trade area illustrated on the map incorporates 
15,000 households with a median household income of less 
than $18,000.  

Downtown El Paso Commercial Market Analysis
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Primary Trade Areas
Conventional Shopper’s Goods Stores

Convenience retail and discount retail establishments can work 
6"#+(#+"3(!)0$*-&/+"2(/-$4')B((P+"3(!)0$*-&/+"2(/-$4')(6"''(%$#(
satisfy higher volume, shopper’s goods stores that are typically 
found in a mall or lifestyle center.

M)/%&@()&*(<3%&:%&@(M6/)-.%62?!&/6
Most of the eating and drinking establishments in the Metro-
politan Area are co-located with retail concentrations.  Eating 
and drinking clusters occur in the malls and on Lee Trevino 
Drive, Montwood Drive-Zargoza Roads, Las Palmas Center, 
and around Sunland Mall.  Except in cases where the eating or 
drinking establishment is part of the shopping center, the eating 
and drinking clusters are mostly comprised of stand-alone, chain 
restaurants.

P+)($%'7( 3"*%"42&%#( %$%:38,8-,&%( )&#"%*( &%!(!-"%;"%*( 2'83#)-(
is located on Cincinnati Street near the University of Texas El 
Paso.  Only about two blocks in length, Cincinnati Street is a 
destination for residents and students.  Albeit quite limited in 
terms of the number of establishments, Cincinnati Street is at-
tractive, pedestrian friendly and memorable.  

Competitive Context Conclusions
The area surrounding the Downtown is densely populated, not 
growing and relatively low income.  Two major retail nodes are 
within an easy 10-minute drive from the Downtown.  Demo-
*-&/+"23(&%!(2$0/)#"#".)(3+$//"%*(2)%#)-3(6"''(0&;)("#(!"5428'#(
for the Downtown to compete for conventional shopper’s 
goods tenants.

There is no specialty retail destination in the City.  Specialty 
stores either sell one-of-a-kind merchandise (like art galleries) 
$-($228/7(&(.)-7(3/)2"42(-)#&"'(%"2+)(b'";)(."%#&*)(2'$#+"%*dB((j)-
cause they are unique, these stores tend to be destinations -- pa-

trons will pass-by chain retail to go to the specialty shop.  Given 
the absence of a competitive specialty shopping environment, 
Downtown may be well positioned to pursue this retail niche.

P+)($%'7( 3"*%"42&%#( %$%:38,8-,&%( )&#"%*( &%!(!-"%;"%*( 2'83#)-(
is located on Cincinnati Street near the University of Texas El 
Paso.  Downtown is well-positioned to increase its capture of 
resident eating and drinking expenditures.

DOWNTOWN’S COMPETITIVE STRENGTHS AND 
CHALLENGES
Strengths
l( <48&/48&( %6( )&( M6/)-.%62!*( F75!3EC!@%4&).(

Shopping Center:  El Paso is fortunate to have main-
tained its function as a super-regional shopping center.  
There is a critical mass of retail available Downtown.  
The opportunity is to build on this economy and diver-
sify the retail mix.

l( <48&/48&(%6(1!..EU4$)/!*(K!/8!!&(/2!(R%7*)*(
Juarez and the El Paso Market Areas:  Downtown 
is central and accessible to a very large consumer base.  
Ciudad Juarez and the El Paso Metropolitan Area repre-
sent a market of approximately 2 million people.

l( Downtown is a Government and Professional 
I"#$!(>7-S((K"#71(#+)(K$8%#7(&%!(#+)(A)!)-&'($542)3(
and functions are located in Downtown El Paso.  Down-
#$6%(2$%#&"%3(#+)('&-*)3#(3"%*')(2$%2)%#-&#"$%($5($542)(
space in the market with 2 to 2.5 million square feet 
$5(08'#":#)%&%#($542)(3/&2)B((Q22$-!"%*(#$(#+)(K)%3831(
there were approximately 17,000 employees in the 
79901 zip code area.  These uses are important for retail 
and restaurants because they create a daytime market 
for goods and services.

l( Downtown is the Cultural and Civic Center of 
El Paso: (P+)(i"''"&03(K$%.)%#"$%(K)%#)-1(#+)(K+&.)C(
Theater, the Plaza Theater and museums are located in 
Downtown.  These uses are important activity genera-
tors that support both retail and eating and drinking 
establishments during the day, evening and night.

l( Downtown is Emerging as an Entertainment 
Destination for Young Adults:  Downtown is within 
&(4.):(#$(#)%:0"%8#)(!-".)(5-$0(#+)(H%".)-3"#7($5(P)<&3(
El Paso.  Students and younger households are often 
important early adopters of Downtown living and com-
merce.

l( <48&/48&(2)6(=//3)$/%A!(K7%.*%&@6()&*(%6(;!*!6-
/3%)&(D3%!&*.'L()&*(F)"!S( Most of Downtown El Pa-
so’s historic buildings remain leaving blocks intact.  Un-
like many Downtowns that experienced considerable 
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demolition during urban renewal, El Paso’s urban fabric 
and character remains.  Downtown El Paso is also safe.

Challenges
l( <48&/48& 6̂( C!/)%.( %6( [)3348.'(G)3@!/!*( /4( )](
/2!( 9!,%$)&( [)/%4&).( 9)3:!/( )&*( -]( /2!( <%6-
count Shopper:  i+"')( &( -)#&"'( /$6)-+$83)1( #+)(
Golden Horseshoe District is narrowly focused on the 
Mexican National market and the discount shopper.  
There are very few stores oriented to the higher-end 
shopper.  Downtown is not a shopping destination for 
most El Paso residents.

l( The Mexican National Market is On the Decline:  
F%2-)&3)!(3)28-"#7(&%!(t8&-)C(."$')%2)(+&.)(+&!(&%("0-
pact on the Mexican National market.  Both pedestrian 
and vehicle crossings have declined over the last nine 
years.  

N$.;(1Q" " R5N5" \1/*;23172" $&" C;*7-/$;2*2)$7" ?.;1*." $&" C;*7-/$;2*2)$7"

N2*2)-2)(-V"WDXYZ

i&"#:#"0)3(5$-(,-"!*)(2-$33"%*3(+&.)("%2-)&3)!(0&;"%*(@'(I&3$(
less convenient to the Mexican national market.  Juarez violence 
has narrowed the Mexican shopping window to mostly daylight 
hours.  As the following chart illustrates, 2009 retail sales in the 
79901 zip code area were below sales in recent years.

Retail Sales
QYYPW(Z%5(R4*!(=3!)

N$.;(1Q" "C14*-"N2*21"S$3/2;$++1;"$&"b.9+)("Z(($.72-V"S)20"$&"A+"b*-$V"

WDXYZ

Thus, as important as it is to grow and diversify Downtown retail, 
efforts must also be made to maintain and support existing re-
tail businesses in the Downtown.  The market can be supported 
,7(-)2-8"#"%*(0$-)($542)(#)%&%#31(!).)'$/"%*(0$-)(>$6%#$6%(
housing and expanding the Downtown visitor market.

R4?5!/%/%A!(F2455%&@(R!&/!36()3!(K!//!3(U4$)/!*(/4(
Capture A Majority of Resident Retail Demand: To di-
versify Downtown’s offerings some suggest bringing higher-end 
retail chains into the Downtown.   A real problem with this 
strategy is that the Metro Area’s two strongest regional retail 
shopping nodes are within a 10-minute drive from Downtown.  
F#("3(2$%.)%")%#(5$-(>$6%#$6%(+$83)+$'!3(&%!(,$-!)-(2-$33)-3(
with cars to shop at these competitive locations.  Household 
income within Downtown’s primary trade area makes the con-
cept of attracting mid- to high-end, chain retail to Downtown El 
Paso unlikely in the near term.  

G2!3!(%6(R4&6%*!3)-.!(_)$)&$'(%&(<48&/48& 6̂(R!&/3).(
K76%&!66(<%6/3%$/(82%$2(<!/!36(F2455!3 6̂()&*(N&A!6/436S( 
Highly visible, well-located Downtown properties are vacant.  
Vacancy signals market weakness which, in turn, translates into 
a perception of investment risk.  Key vacant properties like the 
Kress Building on San Jacinto Plaza; the four vacant buildings at 
the intersection of Stanton Street and Texas Street; the Ameri-
2&%(A8-%"#8-)(j8"'!"%*( &%!( #+)(K&/')3(j8"'!"%*( -)/-)3)%#( -)&'(
challenges to Downtown revitalization.

The Lack of Downtown Housing Limits the Cycle of 
=$/%A%/'(<48&/48&L(;)3/%$7.)3.'( /2!(R!&/3).(K76%&!66(
District:  There are very few housing units located in the com-
mercial core of the Downtown.  Resident households are an 
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important market for Downtown retail.  The residential market 
analysis suggests that over the next ten years, there is the po-
tential for 3,300 Downtown housing units.  Households extend 
Downtown activity through the evening and night as well as on 
6));)%!3(6+)%($542)3(&-)(#7/"2&''7(2'$3)!B

There are Very Few Quality Restaurants Open During 
Weekday Nights: (i"#+(3$0)()<2)/#"$%31(#+)(-)3#&8-&%#3("%(
the Central Business District are mostly targeted to the day-
#"0)(6$-;)-( /$/8'&#"$%B( (i"#+( #+)( )<2)/#"$%( $5( #+)(r&-!)%(
Restaurant, the restaurants and clubs in the Union Plaza area 
mostly target the weekend market.  The restaurants in the 
Golden Horseshoe area target the Mexican national market.  
There are relatively few restaurants that are open during week-
nights and these restaurants cater to hotel visitors and event 
patrons.  Downtown is not an eating and drinking destination 
for most El Paso residents.

<48&/48& 6̂( ;7-.%$( F5)$!6( \F%*!8).:6L( ;)3:6L( ;.)`)6](
[!!*(/4(-!(C!"3!62!*S( ( (i+)-)(,8"'!"%*(.&2&%27(2-)&#)3(&(
perception that the Downtown is not a thriving private invest-
ment location, outdated public spaces symbolize that Down-
town is not a public investment location either.  Many cities initi-
ate Downtown revitalization efforts by investing in streetscape 
and public spaces to signal the communities’ commitment to 
Downtown revitalization. 

MARKET OPPORTUNITIES

Projected Growth
The El Paso Metropolitan Area is projected to grow over the 
next ten years.  Assuming no real increase in per capita income 
over time, population growth alone will result in over $1.5 bil-
lion of net new retail expenditure potential and $180 million of 
net new eating and drinking potential.

Metropolitan Area Projections
OPPYEOPOP

2009 2020 
New Expendi-

ture Potential

Population 787,630 950,540

Retail Sales Expendi-

ture Potential 
$7,439,402,000 $8,978,135,000 $1,538,733,000

Eating & Drink-

ing Expenditure 

Potential 

$869,322,000 $1,049,129,000 $179,807,000

N$.;(1Q"Z31;)(*7"S$33.7)20"N.;B10"MFFKV"6CAbV"S+*;)2*-<"67(5V"WlXYZ

Shopper’s Goods Stores
Downtown El Paso currently captures approximately 18% of 
Metropolitan Area retail sales.  Most of the retail sales that oc-
cur in the Downtown are driven by Mexican residents, not Met-
ropolitan residents.  Population projections for Juarez are not 
available.

Currently, in the El Paso Metropolitan Area marketplace, shop-
per’s goods stores account for 50% of all retail sales.  Typically, 
shopper’s goods stores account for 30% of a households retail 
expenditure.  El Paso’s high share of shopper’s goods sales is 
driven by the Mexico market.

Given the uncertainty related to the Mexico market, it seems 
reasonable for the Downtown to target a 10% capture rate 
$5(%)#(%)6(9)#-$/$'"#&%(Q-)&(3+$//)-e3(*$$!3(3&')3B( ( F5(#+)-)(
is limited growth in the Mexican market, new shopper’s goods 
sales Downtown will be driven by Metropolitan Area residents.  
Thus, there will be less net new shopper’s goods sales.  At a 10% 
capture rate, the market will support approximately 125,000 
square feet of net new shopper’s goods retail Downtown.   

(F5(#+)(9)<"2&%(0&-;)#(*-$63(&%!(2$%#"%8)3(#$(38//$-#(3+$/-
per’s goods sales Downtown, shopper’s goods sales in the Met-
ropolitan Area will be higher.  Assuming industry standard sales 
per square foot, at a 10% capture rate, the market will support 
approximately 225,000 square feet of shopper’s goods retail.

Downtown Shopper’s Goods Store Potential
OPPYEOPOP

Resident Market 

Growth

Current Market 

>7%&0"2(ig(

Strong Mexico

Retail Sales Expenditure Potential $1,538,733,000 $1,538,733,000

Shopper’s Goods Share of Expenditure 

Potential/Sales 

31% 51%

$474,739,000 $787,903,000

Downtown Capture 10% 10%

New Downtown Shopper’s Goods 

Sales Potential 

$47,473,900 $78,790,300

]V8&-)(A))#(v(Y\TU(g]V8&-)(A$$#( 136,000 225,000

N$.;(1Q"WDXYZ

M)/%&@()&*(<3%&:%&@(M6/)-.%62?!&/6
Sales estimates indicate that Downtown captures approximate-
ly 4% of Metropolitan Area’s eating and drinking sales.  This is 
low for any downtown and particularly El Paso with a million-
plus market across the Border in Mexico.  Strong downtowns 
can capture 6% to 10% of Metro Area sales.  

Downtown El Paso Commercial Market Analysis
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and visitor market, a reasonable capture rate for Downtown 
El Paso is 6% of Metro Area eating and drinking sales.  At this 
capture rate, Downtown could support $13.8 million additional 
eating and drinking sales or assuming industry standard sales 
per square foot, approximately 35,000 square feet.  Given popu-
'&#"$%(&%!(/)-(2&/"#&("%2$0)(/-$N)2#"$%3(,7(FP@I1($.)-(#+)(%)<#(
ten years this capture rate would translate into an additional 
$8.9 million in sales or another 27,000 square feet of eating and 
drinking space.

Eating and Drinking Potential
<48&/48&(M.(;)64(OPPY(/4(OPOP

2009
Net New 

2020
Total

Metro Area Eating and 

Drinking Sales 
$872,606,000 $179,807,000 $1,052,413,000

Downtown Area Target 

Capture 
6.0% 6.0% 6.0%

$52,356,000 $10,788,000 $63,144,000

Less: Existing Sales 

Estimate 
($38,519,000) $0 ($38,519,000)

Net New Sales Potential $13,837,000 $10,788,000 $24,625,000

]V8&-)(A))#(v(Y[UU(g35( 35,000 27,000 62,000

N$.;(1Q"C14*-"N2*21"S$3/2;$++1;"$&"b.9+)("Z(($.72-">19-)21"%W)7=$>"$7"

N2*21"d$B1;73172,V"WDXYZ

RETAIL NICHES AND PLANNING ISSUES
Given existing market conditions and Downtown’s strengths 
and challenges from a market perspective, the Downtown is 
well-positioned to capitalize on the following niches:

l( Q( ]+$//"%*(K)%#)-( 5$-( #+)(9)<"2&%(G&#"$%&'(9&-;)#(
and the Discount Shopper

l( Q( ]/)2"&'#7( ]+$//"%*(>)3#"%&#"$%( 5$-( #+)( W)*"$%( &%!(
Tourists

l( Q%(@&#"%*(&%!(>-"%;"%*(>)3#"%&#"$%(5$-(#+)(W)*"$%

A Shopping Center for the Mexican National Market 
and the Discount Shopper
>$6%#$6%(@'(I&3$e3(r$'!)%(O$-3)3+$)(&-)&(28--)%#'7( 58'4''3(
#+"3( -$')( &%!( 2$%#-",8#)3( 3"*%"42&%#'7( #$( #+)( K"#7e3( )2$%$07B((
However, as increased security at the border and troubles in 
Juarez have demonstrated, this market is vulnerable to unfore-
seen market forces.  Efforts need to be made to protect and 
fortify this unique market niche.  

F%5$-0&#"$%( "3( /$6)-( &%!( #+)-)( "3( -)'&#".)'7( '"##')( "%5$-0&#"$%(
currently available on Golden Horseshoe establishments and 
their performance.   Accurate data can be used to market to 
prospective shoppers as well as to prospective tenants and en-
trepreneurs.  An up-to-date information regarding store mix, 
square footage and sales data would be valuable.  Over time, 
this information can become an important source of data by 
which the character and performance of the Golden Horseshoe 
District can be measured.  

Target tenants for the Golden Horseshoe may not be United 
States retail companies, but Mexican retail companies and en-
trepreneurs.  There may be an opportunity for El Paso to re-
cruit retailers and/or eating and drinking establishments that 
currently operate in Juarez.  El Paso offers a safe environment 
that is relatively convenient to the Juarez market.  

The Golden Horseshoe District and Downtown resources 
must be marketed to tourists and groups with similar tastes 
and preferences.   Marketing this resource is of interest to the 
City, the Convention and Visitors Bureau, the Chamber of Com-
merce and the Central Business Association.  Many Downtowns 
are inventing creative weekend packages that include shopping 
and entertainment as a way to draw markets to the Downtown.

Marketing has to be followed-up by human and physical in-
frastructure designed to serve the visitor.  High amenity 
3#-))#32&/)1(6&74%!"%*(3"*%31(6)'':!)3"*%)!(6&';"%*(0&/3(&%!(&(
."3",')(&%!(2$%.)%")%#(h"3"#$-3(K)%#)-(&-)(%))!)!B((A-$0(&(+8-
man capital standpoint, those serving the visitor market (hotel 
employees, bus drivers) should be knowledgeable about Down-
town resources.

The City and the Central Business Association must continue to 
&!.$2&#)(5$-(30$$#+(&%!()542")%#(,$-!)-(2-$33"%*($/)-&#"$%3B((
Downtown’s retail economy is negatively impacted each time 
the pedestrian crossing process becomes more burdensome.

A Specialty Shopping Destination for the Region and 
Tourists
There is no specialty retail destination in the El Paso Metro-
politan Area.  Specialty retail can be successful in Downtown 
because of its central location, access to the El Paso and Juarez 
markets, and mix of uses.  Art dealers, artist studios and gal-
leries, home accessories stores, and specialty stores that sell 
unique apparel, jewelry and gifts are store-types to be targeted 
for the Downtown.  These stores should target the middle- to 
upper-income household and younger households. 

Downtown El Paso offers a slightly different set of advantages 
to these types of tenants.  Downtown El Paso offers a central 
accessible location and it offers a moderately strong mixed-use 
environment.  Unlike other downtowns, however, Downtown El 
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Paso also offers an established retail trade that certain tenant-
types should be able to capitalize on.  

Because Downtown El Paso is already a strong retail center, one 
challenge to developing an arts and specialty store cluster is 
Downtown’s relatively high rent.  The Central Business District 
(such as Texas Avenue) where rents are lower is the appropriate 
location for such a cluster of stores.  

As with most shopper’s goods stores, these types of stores per-
form best when clustered in a geographic area.  Because these 
types of stores are destinations clusters do not need to be as 
large as they are with conventional retail; clusters can be mean-
ingful with only three stores.   Some Downtown management 
corporations control a series of storefronts to facilitate tenant 
clustering.  There are a number of opportunities in the Central 
Business District where clusters could be developed.

An Eating and Drinking Destination for the Region
Like specialty retail, restaurants and entertainment uses tend to 
cluster to create a “destination”.  Eating and drinking establish-
ments are best located in the Central Business District around 
San Jacinto Plaza or Texas Avenue and in the Union Plaza district.  
San Jacinto Plaza is the emblem of the Central Business District 
&%!(#+)(>$6%#$6%1(&3(&(6+$')B((F%(&!!"#"$%(#$(-)5-)3+"%*(]&%(
Jacinto Plaza itself, it is imperative that early eating and drink-
ing establishment recruitment efforts target vacant storefronts 
surrounding this central plaza.  Three to four new, destination 
restaurants on San Jacinto Plaza could effectively transform it 
into a dynamic urban destination.

Texas Avenue is a great urban, walkable street in the Central 
Business District.  Texas Avenue between Oregon Street and 
Stanton Street  has the potential to evolve into an arts and en-
tertainment district.  The re-use of Bassett Tower as residential 
&%!(#+)(j'8)(A'&0)(&3($542)(3/&2)(6"''(&%2+$-(#+)()&3#()%!($5(
P)<&3(Q.)%8)B( (P+)(-):83)($5( #+)(Q0)-"2&%(A8-%"#8-)(,8"'!"%*(
will anchor the west end.  This two-block area is convenient to 
#+)(>$6%#$6%e3($542)(2$-)1(28'#8-&'(!)3#"%&#"$%31(#+)(2$%.)%-
tion center, hotels and the Golden Horseshoe District.
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