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Runway to record demand
Strong demand coupled with limited new construction  

is fueling a bullish outlook for seniors housing

by Beth Mattson-Teig

Seniors housing has staged a dramatic come-
back. Despite taking it on the chin during the 
COVID-19 pandemic, the sector is back on top 

with rising returns and a steady inflow of new capital.
The topic du jour is the current supply/demand 

picture. Seniors housing is outperforming other 
major property types due to a wave of aging 
baby boomers entering the market amid histori-
cally low inventory growth. According to NCREIF, 
seniors housing posted a 10.6 percent total return 
in 2025 — more than double the NCREIF Prop-
erty Index (NPI) total return of 4.9 percent and 
well ahead of the second-highest return of 6.8 
percent for retail properties.

That performance is capturing the attention of 
both debt and equity investors. “There has been 
an absolutely palpable, quantifiable increase in 
institutional investing in senior housing in the last 
couple of years, mainly driven by two forces,” 
says Kathryn Sweeney, co-founder and managing 
partner at Blue Moon Capital Partners. 

One force is increased transparency in the 
sector, driven by data sources such as ASHA, 
NIC MAP and NCREIF. The other is that the 
underlying fundamentals are very compelling 
compared to other real estate property types 
that institutional investors are considering, 
notes Sweeney. Further adding to the appeal 
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is the growing sophistication of operators, 
resulting in greater operating efficiency and an 
enhanced experience for residents.

Demand outpaces supply
2026 marks a significant milestone. It’s the 
year that the leading edge of baby boom-
ers (1946–1964) begins turning 80. Growing 
demand, coupled with limited construction, is 
already showing up in occupancy data as the 
sector continues to recover from COVID lows. 

According to NIC MAP, seniors housing has 
posted 19 consecutive quarters of rising occu-
pancy, climbing to 89.5 percent as of first quarter 
2026. Independent living occupancy improved 
to 91.1 percent, while assisted living occupancy 
reached 87.9 percent. Active adult continues to 

post strong occupancies at an average of 91.2 
percent. However, it is also a relatively small and 
emerging subsector, with less than 1 percent pen-
etration overall.

“The demographic tailwinds — and new 
supply that continues to be so low — are really 
bolstering occupancies,” says Lisa McCracken, 
head of research and analytics at the National 
Investment Center for Seniors Housing & Care 
(NIC). The high-water mark for occupancy 
since NIC MAP has been tracking the data is 
91.3 percent, and McCracken expects to sur-
pass that record high this year, given the current 
supply/demand trajectory. 

Annual rent growth is averaging a solid 4.6 
percent, with 4.3 percent in IL and 5.0 percent in 
AL. Despite strong fundamentals, many develop-
ers remain on the sidelines due to higher con-
struction and financing costs. During first quarter, 
new units under construction fell to their low-
est level since 2012, and year-over-year inventory 
growth hit a record low of 0.4 percent. “It’s safe to 
say that between now and 2030, we’re not going 
to see any meaningful inventory coming to the 
market,” says McCracken. 

The added impact of older properties coming 
offline is resulting in negative inventory growth 
in some markets. During the past three years, 30 

NIC MAP market fundamentals data
Seniors housing

Q4 2025 Q1 2026

Occupancy 89.1% 89.5%

Annual rent growth 4.4% 4.6%

Annual inventory growth 0.5% 0.4%

Construction vs. inventory 2.3% 2.3%
Source: NIC MAP
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Even with higher revenue per available 
room, developers would be making a 
risky bet that revenue is high enough and 
lease-up fast enough to offset historically 
high input costs. 

percent of the primary markets NIC MAP tracks 
produced negative inventory growth. Those mar-
kets that achieved the highest occupancy levels 
in the first quarter were Boston (93.6 percent), 
Baltimore (91.8 percent) and San Francisco (91.6 
percent). At the other end, the lowest occupancy 
rates were Atlanta (86.0 percent), Miami (86.2 
percent) and San Jose (87.0 percent).

Skilled nursing, which struggled during and 
post-COVID, appears to have stabilized with 

occupancies at 87.1 percent as of first quarter 
2026, according to NIC MAP. “The storm has 
gone through the woods and knocked down 
some of the weaker limbs, and I think skilled 
nursing is on the other side of that storm 
now,” says McCracken. NIC MAP data show the 
skilled nursing sector is at or near the bottom 

in inventory decline, and occupancy is back at 
pre-pandemic levels.

High bar for new construction
Although there are limited shovels in the 
ground, there is ongoing discussion and plan-
ning. “We’ve been speaking with several groups 
about timing,” says Richard Hutchinson, CEO at 
Discovery Senior Living. The company currently 
has a few joint venture projects in the pipeline. 
However, the general view is that now is not 
the right time to move forward.

Some input costs have moderated, while oth-
ers are still rising. Interest rates, which many had 
thought might move lower this year, now appear to 
be holding firm. “Until we see a little bit of clarity 
on the input costs stabilizing and the trajectory of 
the forward yield curve actually coming into clarity, 
we’re probably still on pause,” says Hutchinson. 

Even with higher revenue per available room, 
developers would be making a risky bet that rev-
enue is high enough and lease-up fast enough to 
offset historically high input costs. However, as 
those projects work through their natural course 
of permits and entitlement over the next couple 
of quarters, the expectation is that this will pro-
vide a better idea of when to pull the trigger, 
adds Hutchinson. 
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There’s a really insatiable amount of capital 

chasing product, which has created an 

extremely dynamic environment right now from 

an investment perspective. 

The most recent new development project 
Discovery Senior Living completed was Discov-
ery Village at Castle Hills in June 2025. Located 
in Lewisville, Texas, the assisted living and 
memory-care community features a 90-apartment 
campus comprising 72 assisted living and 18 
memory-care residences.

Those projects under construction fall 
into two categories — either luxury projects 
that command higher rents or affordable proj-
ects that can leverage lower-cost capital, such 
as grants and Low-Income Housing Tax Cred-
its (LIHTC). One additional challenge for 
new development is investors are still finding 
opportunities to buy existing stabilized assets 
at below-replacement-cost prices. However, in 
some markets, the price per unit is at or above 
replacement cost, which could help stimulate 
construction activity.

Robust investment sales market
Seniors housing is experiencing a welcome 
surge in sales activity following a lull in deal-
making. On a 12-month trailing basis, total 
transaction volume for the seniors housing and 
care sector jumped 83 percent year-over-year 
to $31.4 billion, according to MSCI Real Assets. 
Volume was spurred by some sizable portfolio 

deals, such as Sonida Senior Living’s $1.8 billion 
acquisition of CNL Healthcare Properties.

“There’s a really insatiable amount of capital 
chasing product, which has created an extremely 
dynamic environment right now from an invest-
ment perspective,” says Ryan Maconachy, vice 
chairman, co-head of healthcare and alternative 

real estate assets at Newmark. Transaction vol-
ume is very strong on both a one-off asset basis 
and a portfolio basis, he adds. 

REITs, in particular, are well capitalized and 
remain active buyers. For example, National Health 
Investors (NHI) announced in February that it 
was acquiring nine communities across Kentucky, 
South Carolina and Tennessee for $105.5 million. 
The properties will be managed by Allegro Liv-
ing Management, an affiliate of Spring Arbor, with 
which NHI has an existing relationship.
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A key focus for NHI has been expanding its 
Senior Housing Operating Portfolio (SHOP). The 
REIT is focused primarily on acquiring freestand-
ing assisted living communities, often with mem-
ory-care components due to durable demand 
and greater resilience across economic cycles. 
“We also selectively evaluate independent living 
opportunities, but generally favor assisted living 
given its needs-based nature,” says Kevin Pascoe, 
CIO at NHI.

“The sector’s favorable supply/demand 
dynamics have attracted additional capital, lead-
ing to increased competition and some upward 
pressure on pricing,” says Pascoe. “Despite this, 
we believe our position as a publicly traded 
REIT — with improved access to capital and 
a lower cost of capital over the past 12 to 18 
months — allows us to remain competitive and 
disciplined.” Within SHOP, the REIT is actively 
evaluating a broad pipeline of opportunities that 
includes approximately $488 million in potential 
near-term investments. 

The primary focus for many investors 
remains squarely on private-pay seniors hous-
ing. “We believe private-pay models offer more 

predictable operating dynamics and are better 
aligned with our core competencies and our 
shareholders’ risk profile, especially when com-
pared to government reimbursement models that 
can be subject to policy changes and ‘stroke of 
the pen’ risk,” says Pascoe.

Downward pressure on cap rates
Buyers are active across different geog-
raphies and dif ferent types of seniors 
housing. However, full-acuity projects com-
prising independent living, assisted living 
and memory-care components are attracting 
the broadest pool of buyers due to aging in 
place and the ability to deploy capital at scale. 
“There’s also a significant premium to access 
best-in-class operators and partners, which 
seems to be driving pricing as much as the 
physical real estate,” says Maconachy.

Even though REITs are very active, the pool 
of investors is widespread across public REITs and 
private equity groups. “We are receiving 10 and 
15 bidders on most high-quality offerings, and 
while it may be competitive, in our view, it’s still a 
very fair and balanced market,” notes Maconachy. 

Spring Arbor in Anderson, S.C. (Photo courtesy of National Health Investors)
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Old Dominion Clover Hill  Maryville, Tenn. (Photo courtesy of National Health Investors)

Competition is putting downward pressure 
on cap rates. Investors are buying into the growth 
story of seniors housing and are willing to pay a 
premium, knowing that the NOI growth is there.

Most of the newer class A trophy assets New-
mark is selling are trading at cap rates in the 5 
percent to 6 percent range, based on trailing 
three-month in-place income, with a low- to mid-6 
percent cap rate on year-one income. Older 15- 
to 20-year-old assets might be selling at cap rates 
of 6.5 percent to 7 percent, whereas 30-year-old 
assets might be at 7 percent to 7.5 percent on 
in-place year-one cap rates. However, cap rates are 
also influenced by how much rental rate increase a 
property is likely to achieve throughout the remain-
der of 2026 and beyond, adds Maconachy. 

Availability of capital
Lenders also have a good appetite for seniors 
housing, and there is plenty of liquidity available 
for debt financing. “We’re seeing small regional 
banks play a role all the way up to the big insti-
tutional players,” says Morgin Morris, senior vice 
president at KeyBank Real Estate Capital. “From 
conversations that we’re having with our clients, 
equity is the tougher challenge.”

Fannie Mae and Freddie Mac continue to be 
active lenders in the seniors housing space. In 
2025, Freddie closed around $3 billion in loans 
for seniors housing, and this year the target is $4 
billion. In addition, seniors housing has seen some 
new life insurance company entrants enter the 
space and compete for loans with the agencies. 

Lender competition for balance sheet loans 
is driving down pricing, with some loans during 
first quarter that were pricing at around 200 basis 

points over SOFR, according to Morris. Competi-
tion is also resulting in more borrower-friendly loan 
structures, such as longer periods of interest-only 
and more flexibility on loan covenants. 

“Seeing the pricing come in is great for 
this industry. We want to see the spread delta 
between multifamily and seniors [housing] come 
in as much as possible,” adds Morris. “That’s a 
good sign showing that this asset class is one to 
invest in, and one to loan on.” 

Operating opportunities and challenges
Gains in occupancies and rents, along with 
improved operating efficiency, are driving strong 
revenue growth for operators. For example, NHI 
reported same-store NOI growth of 7.6 percent 
in 2025. “We believe the more meaningful indi-
cator of future growth lies in the embedded 
upside within our recently acquired communi-
ties,” says Pascoe. Across those recently acquired 
assets, NHI is targeting high single-digit to low 
double-digit NOI growth over the next several 
years, which it believes can translate into low- to 
mid-teens internal rates of return.

The path to achieving that growth varies by 
asset. In higher-occupancy communities, the focus 
is on driving rate through pricing optimization, 
while in lower-occupancy assets, the priority is 
occupancy recovery through targeted sales and 
marketing initiatives. “More broadly, our approach 
is centered on enhancing the resident experi-
ence and supporting our operating partners and 
on-site teams,” says Pascoe. “We believe strong 
outcomes for residents and employees ultimately 
translate into sustained operating performance and 
NOI growth.”



Make smarter real estate 
investment decisions
 — with insight built for you
Request your FREE 1-month trial at 
www.irei.com/ireamericastrial

When you’re responsible for capital, clarity matters. You need timely insight that helps 
you cut through noise, understand market shifts, and confi dently align your real estate 
strategy with your fi duciary goals.

Institutional Real Estate Americas gives you the intelligence you need to do exactly 
that. Each issue delivers expert analysis and actionable insight designed to support 
your investment decision-making — whether you’re evaluating portfolio strategy, 
tracking capital fl ows, or preparing for investment committee discussions.

The result? Better context, better 
conversations, and better-informed 
investment choices — for you and the 
clients you serve.

Start your FREE 1-month trial
Request complimentary access 
at www.irei.com/ireamericastrial

Want to learn more?
Contact:
Chase McWhorter
Managing Director, Americas
c.mcwhorter@irei.com
+1 949-903-2128

COMMENTARY
1 › Editorial
Echoes of 1929
by Geoffrey Dohrmann 

5 › Market Perspective
The agentic frontier
by Cayman Seagraves, Michael J. Seiler 
and Stace Sirmans

DEPARTMENTS
9   › Market Pulse

13 › News & Views

24 › Acquisition Watch 

72 › Shop Talk

77 › Market Snapshot

80 › People

26Gaining ground 
Private credit carves out a better foothold 

by Beth Mattson-Teig

32The tilted alignment  
LP-GP connection remains fragile  

by James Wallace

38The money talks 
Issues discussed at Editorial Advisory Board meetings 
by Andrea Zander, Marek Handzel and Jennifer Molloy 

44A strategic mandate
Investors embrace REITs to drive performance

by David Sullivan 

51Investment disconnect 
Why legacy models are misrepresenting senior housing 

by Arick Morton

www.irei.com  An Institutional Real Estate, Inc. publication  February 2026

INSTITUTIONAL REAL ESTATE
AMERICAS

The investor-focused global real estate publication

60Farmland outlook 
Farmland remains a resilient long-term investment 

by David Williams

66Housing signals
Using public market insights 

by Michael Geller and Derek Lopez

2010 Crow Canyon Place, Suite 455, San Ramon, CA 94583
www.irei.com



12 	 Runway to record demand

Yet the industry continues to face operating 
challenges, with two of the biggest being staffing 
and managing resident length of stay. According 
to Pascoe, the average resident length of stay has 
declined meaningfully since the pandemic — by 
roughly 12 months compared to historical norms 
of 24 to 36 months — due to residents moving 
in at higher acuity levels and later stages of need. 
Although that reinforces the needs-based nature 
of seniors housing, it also can create more opera-
tional intensity, he adds.

The availability and cost of labor are persistent 
problems for operators and potential risks for inves-
tors. “There’s a lot of discussion about how much 
new supply we need, but we also need people to 
work in those buildings,” says Sweeney. 

During COVID-19, operators were battling 
extreme labor shortages, often relying on costly 
staffing services to fill open positions. Many oper-
ators did a good job of examining weaknesses 
and pain points and making needed changes, 
such as increased wages, career development 
and better onboarding practices. However, indus-
try participants agree more work is needed to 
expand the labor pool and develop talent.

“Everybody anchors to labor being a prob-
lem post-COVID, but it’s been a problem for a 

long time,” says Hutchinson. One of the biggest 
issues for the industry broadly is its inability to 
create a true career pathway, developing team 
members and providing opportunities for growth. 
“As we get more sophisticated and more mature 
in this industry, those operators and ownership 
groups who really focus on career development 
are going to win long-term,” he adds.

Evolving for the future
As the industry continues to evolve to meet the 
needs of residents and their families, technol-
ogy is poised to have a bigger impact on all 
aspects of the seniors housing sector. Properties 
need to be tech-forward, with the high-speed 
connectivity that both residents and operations 
demand today for everything from entertainment 
and streaming services to automated building 
systems, security and life-safety devices. “I think 
you’re going to find everything is smart and 
everything’s connected to create a smart commu-
nity,” says Hutchinson.

Tools such as next-generation nurse call sys-
tems, AI-enabled sales and marketing platforms, 
and improved connectivity for residents and families 
are helping operators streamline care delivery, drive 
occupancy and differentiate their communities.

From a real estate perspective, the post-
COVID environment has prompted a reevaluation 
of both amenity spaces and unit design. Residents 
want more space and larger units. In existing 
assets, where unit sizes are largely fixed, the focus 
has shifted toward optimizing common areas and 
investing capital to ensure communities offer the 
types of spaces and services today’s seniors — and 
their families — expect, notes Pascoe. 

“For new development, while still relatively lim-
ited, there is a greater emphasis on getting both unit 
sizes and amenity programming right from the out-
set,” adds Pascoe. “The goal is to deliver a product 
that is not only competitive today but also adaptable 
to evolving resident preferences over time.” v

Beth Mattson-Teig is a freelance writer based near 
Minneapolis.
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Discovery Village Castle Hills in Texas (Photo courtesy of Discovery Senior Living)



Navigate the market confi dently 
with timely, data-driven insights

Want to become your clients’ most trusted advisor, 
anticipate market trends ahead of the competition, or 
capture investors’ attention? You need timely, reliable 
insights that cut through the noise, clarify market shifts, help 
attract new clients, and align your strategy with fi duciary 
objectives. Institutional Real Estate, Inc.’s award-winning 
publications deliver the expert analysis and actionable 
intelligence you need to make informed investment 
decisions with confi dence. 

To learn more about our publications, go to www.irei.com.

Join our 
subscriber list
Sign up to receive our 

publications and free daily 
Newsline emails at 

 www.irei.com/subscribe

 The investor-focused global infrastructure investment publication

www.i3-infrastructure.com

A compelling investment opportunity
Utilizing distributed energy resources for U.S. reliability
by Claire Broido Johnson

24

Powering the new U.S. economy
Investors should look at data center-adjacent sectors 
by Ariana Nelson

18

COMMENTARY

1 › Editorial
How infra investors can avoid the extrapolator’s trap
by Geoffrey Dohrmann

4 › Market perspective
Investors look to gain clarity amid complexity in 2026
by Izzet Bensusan

DEPARTMENTS

  6 › Macro trends

  9 › News

30 › Research report

36 › Sector focus

40 › People

On target?
Progress needs to accelerate to meet net-zero goals
by Beth Mattson-Teig

12

JANUARY 2026

INSTITUTIONAL INVESTING IN
INFRASTRUCTURE

  /Users/mkgrafix/Documents/clients/RAA/2023/January/42_files_from_JAMIE_HOPKINS_PER_MIKE_S_REQUEST/
JAMIE-41.jpg

J A N U A R Y  2 0 2 6 |  A PUBLICATION OF INSTITUTIONAL REAL ESTATE,  INC.

Diversification strategies for private wealth advisers

Jon Jones, co-founder of 
Brighton Jones, dreamed 
of a Major League Baseball 
career; fortunately, he had 
a grand slam backup plan

The new internet barons
Technology giants are investing 
billions in proprietary subsea 
communication cables

Shapeshifting asset class
Social infrastructure is blurring 
boundaries and testing how 
investors define essential services

Renewables under fire
Clean energy investors are 
being forced to rethink the 
viability of their portfolios

pitchpitch
Changeup

Utilizing distributed energy resources for U.S. reliability
by Claire Broido Johnson

COMMENTARY
1 › Editorial
The money pump
by Geoffrey Dohrmann 

5 › Market Perspective
Hold or fold 
by Matthew Scholl

DEPARTMENTS
9   › Market Pulse

13 › News & Views

24 › Acquisition Watch 

53 › Market Snapshot

56 › People

26Letting go of holding on
Proactive investment strategies in today’s market 

by Liz Wolf 

32Emerging from stagnation 
Now may be the moment to build resilient portfolios  

by Benjamin Cole

40Not rivals 
Private funds and REITs work better together 

by Doug Weill, Ashley Anderson and Daniel Cashdan III

43Core growth 
Net lease has expanded beyond its niche roots

by Dwight Angelini

48Modernization drivers 
High-tech warehouses drive growth in U.S. logistics 

by Aasif Bade

www.irei.com  An Institutional Real Estate, Inc. publication  January 2026

INSTITUTIONAL REAL ESTATE
AMERICAS

The investor-focused global real estate publication www.i3-infrastructure.com

  9 › News

30 › Research report

36 › Sector focus

40 › People

The new internet barons
Technology giants are investing 
billions in proprietary subsea 
communication cables

Shapeshifting asset class
Social infrastructure is blurring 
boundaries and testing how 
investors define essential services

  9 

30 

36 

40 INSTITUTIONAL REAL ESTATE
EUROPE

The investor-focused global real estate publication

www.irei.com  An Institutional Real Estate, Inc publication  January 2026

30

28

22

16Emerging from stagnation
Now is the time to rebuild portfolios  

by Benjamin Cole

Pressing the reset button
The UK life sciences reinvention  

by Marek Handzel

Capital gains
London’s build-to-rent opportunity  

by Hugo Black

Resilient income
Using logistics as a hedge 

by Danielle Tyler

COMMENTARY

1 〉 Editorial
The money pump
by Geoffrey Dohrmann

5 〉 Market Perspective
A sudden retail revival?
by Karen Mason

DEPARTMENTS

  8 〉 Market Pulse

10 〉 News & Views

15 〉 Acquisition Watch

34 〉 Last Word

36 〉 People

Jon Jones, co-founder of 
Brighton Jones, dreamed 
of a Major League Baseball 
career; fortunately, he had 
a grand slam backup plan

Shapeshifting asset class
Social infrastructure is blurring 
boundaries and testing how 
investors define essential services

Renewables under fire
Clean energy investors are 
being forced to rethink the 
viability of their portfolios

pitch

Shapeshifting asset class
Social infrastructure is blurring 
boundaries and testing how 
investors define essential services

www.irei.com  An Institutional Real Estate, Inc publication  January 2026

INSTITUTIONAL REAL ESTATE
ASIA PACIFIC

The investor-focused global real estate publication

COMMENTARY

1 › Editorial
The money pump
by Geoffrey Dohrmann

5 › Market Perspective
From tech to tariffs
by Ben Reinberg

DEPARTMENTS

  8 › Market Pulse

10 › News & Views

32 › Real Estate Trends

33 › Sustainability Trends

36 › People

26

18

The overlooked assets
Industrial outdoor storage keeps the nation moving

by Thomas Kennedy and Luigi Cerreta

Emerging from stagnation 
Now is the time to rebuild portfolios

by Benjamin Cole

14Cities that thrive
What people want in a modern city

by Alex Frew McMillan

2010 Crow Canyon Place, Suite 455, San Ramon, CA 94583 USA
Ph: +1 925-244-0500   •  www.irei.com

INSTITUTIONAL 
REAL ESTATE, INC.



For more information about The State of Seniors Housing,  
please contact David Schless at david@ashaliving.org

THE STATE OF  
SENIORS HOUSING

The most comprehensive 

seniors housing research  

that benchmarks an 

extensive array of operating 

and financial performance 

measures — now with 

quarterly updates.

Produced in conjunction  

with HealthTrust, this is 

a must-have resource 

for owners, operators, 

lenders, investors, and other 

professionals involved in 

market-rate seniors housing.

  S
IN

C
E 19

92
American Seniors  

Housing Association

Argentum

LeadingAge

National Center  
for Assisted Living

National Investment Center  for Seniors Housing & Care

the State of Seniors Housing
2025

H E A L T H T R U S T

www.healthtrust.comwww.ashaliving.org

SOSH ad_IRE-8.5 x 11.indd   1SOSH ad_IRE-8.5 x 11.indd   1 4/30/26   9:22 AM4/30/26   9:22 AM


