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FOR SUSTAINABILITY

(ITY-WIDE HOUSING STRATEGY
#7 - EXPAND PUBLIC PRIVATE PARTNERSHIPS FOR MARKET RATE, MIXED INCOME HOUSING

WHAT IS A PUBLIC-PRIVATE PARTNERSHIP ? WHY PARTNERSHIPS FOR MIXED INCOME HOUSING?
1) Regional homes sales are made up primarily of 3 and 4 2) The majority of 3 and 4 bedroom sales occur outside of the
Building and rebuilding cities and new communities is a complex bedroom units City of Greenville
and challenging endeavor under the best of circumstances. Greenville County Home Sales 2002-2011 Home Sales by Bedroom and Geography 2002-2011

The need to rebuild and revitalize older portions of our urban
areas and the public need to monetize underused assets have
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Wlthll’l the tlmep eriod Source: Greenville MLS, DCI Analysis
1 Prepare Properly for Public/Private Partnerships e
2 Create a Shared Vision 5) Infill construction is typically more expensive than
‘greenfield” construction
3 Understand Your Partners and Key Players Through a lack supply, - both in number
. . Additional Unknown Cost . . .
4 Be Clear on the Risks and Rewards or All Parties T and price point - Greenville has been
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