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SHHA  is  a multi -stakeholder platform that brings together industry leaders 
– operators, developers, f inancial  institutionsand “investors”. Established  
in 2020, it  aims to promote, drive and encourage the maturity of  the 
international senior housing and healthc are real  estate investment markets and 
to help address post-COVID changes and the signif ic ant growth in demand.
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ONE THING THAT WE CAN BE SURE IN THIS UNPREDICTED  
TIMES IS THAT WE WON’T BE ABLE TO REVERSE  
THE DEMOGRAPHIC TREND IN EUROPE.  
INVESTING IN SENIOR HOUSING AND HEALTHCARE  
IS INVESTING IN THE QUALITY OF LIFE.
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We are at a turning point, both from a societal and 
economic perspective. Uncertainties in the current 
market (e.g. the Ukraine war, energy crisis, building 
costs and inflation) are putting pressure on solidarity, 
business cases and vital transitions. A lot of initiatives 
have been put on hold, operator balance sheets are 
at risk and deal flow is slowing down. Next to these 
macro challenges, the scarcity of skilled personnel 
remains an issue.

From an SHHA perspective, our call to 
action is aimed to reinforce collaboration, 
trust and focus on the long-term.  
EXPO Real is the perfect business environment to 
gather and exchange thoughts with colleagues 
and stakeholders in the built environment. A close 
and successful cooperation between operators 
with their residents, investors and stakeholders 
such as local governments is the mission of the 

SHHA. Creating alignment in the value chain is the 
only way forward to tackle the biggest, residential 
and healthcare challenges of the coming decades.  
We need to change the way we look at aging 
(cultural mindset), adapt consumerism, and develop 
a smart infrastructure with formal and informal care. 
 
Affordability and focus on a senior residential 
market are two items we need to handle.  

“ SECURE AFFORDABILITY  
AND TRANSFORMING TOWARDS  
A FUTURE-PROOF SYSTEM ”

A NOTE FROM RON VAN BLOOIS 
Chair of the SHHA 
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The long-term guarantee of this asset class are driven 
by demographics and the needs of the target groups. 
The national (insured) healthcare spending and 
purchasing power of senior consumers are key for this 
business case. The financials of real estate products 

should be aligned with the socio-economics of 
residents, and therefore focus on affordability. Elderly 
people are critical consumers (mainly due to low 
existing housing costs). Therefore, the willingness to 
move is low. In general, people in the 65-95 cohort 
are hesitant to act proactively towards a more future 
proof living environment for the last 20-30 years of 
their lives. This phase of life should be a ‘party’ and 
our sector need to facilitate this.

Governments are stimulating elderly people to 
live as long as possible ‘at home.’ New concepts 
of senior living as part of an integrated city and 
rural developments are needed to empower 
inclusivity, increase independence/mobility and 
mitigate loneliness and psychological vulnerability. 
For investors, senior living is an interesting sector 
because there is a focus on trying to reshape senior 
living into a more residential market. This also has 
social and health benefits for residents, but also for 
society at large. Also technologies like AI, wearables 
and robotics, can help us with smart, user-centered 
assistance. This movement can also positively 
contribute to the scarcity of suitable healthcare 
personnel and a future proof system.

FROM AN SHHA 
PERSPECTIVE, 
OUR CALL TO 
ACTION IS AIMED  
TO REINFORCE 
COLLABORATION, 
TRUST AND 
FOCUS ON THE 
LONG-TERM
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LEADERSHIP
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“ WE ARE WORKING ACTIVELY WITH 
DEVELOPERS AND OPERATORS 
TO SEE HOW WE CAN MEET THE 
DEMOGRAPHICALLY DRIVEN DEMAND 
FOR HEALTHCARE REAL ESTATE”

INTERVIEW WITH RAOUL THOMASSEN 
Chief Operating Officer, AEDIFICA 

AEDIFICA HAS HAD AN INTENSIVE TIME 
IN TERMS OF ITS DEVELOPMENT IN 
SEVERAL EUROPEAN MARKETS, WHILE 
AT THE SAME TIME IT HAS STEPPED 
UP ITS SUSTAINABILITY AMBITIONS BY 
DEVELOPING A NEW CSR FRAMEWORK. 
CAN YOU TELL US ABOUT THE CONTEXT 
OF THE NEW STRATEGY?

We have structured our strategy around three pillars 
- our portfolio, our partners and our organisation. 
Within each of these three pillars, there are several 
actions that help us – as a future-proof organisation  
– to have a future-proof portfolio.

When we talk about our portfolio, we talk about 
our ambitions to achieve net zero emissions  
by 2050. Aside from our intrinsic drive, this externally 

demanded by governments shaping regulations to 
achieve that goal, as well asfrom it from the investor 
side - investors expect us to develop a sustainable 
portfolio. We have been actively working on that, 
including by making our reporting more transparent.

Another important aspect of our new framework 
concerns HR. As our portfolio grows, so does 
the number of people working in the company. 
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We need to make sure that we are and remain an 
attractive employer in all eight countries in which we 
operate. To monitor that, we conduct an employee 
satisfaction survey every year to see if our staff identify 
with Aedifica and feel happy with us.

When it comes to our partners, we are talking first 
of all about the operators of our care properties 
who provide care services to residents. We work 
closely with them to make sure our buildings are of 
excellent quality when we deliver them and are well 
maintained throughout their lifespan.

Other key partners for our growing portfolio are 
developers. Because we work with many partners, 
we have designed supplier charters that allow us 
to clarify what Aedifica expects from its partners 
and vice versa - what an operator or developer can 
expect from us. These include CSR aspects, which 
range from ensuring that no child labour takes place 
within the entire supply chain, to environmental 
aspects when using detergents or cleaning materials 
in order to ensure that they are not hazardous to the 
environment. All these aspects are covered by our 
three-pillar strategy.

WHAT IS THE NATURE OF THE 
RELATIONSHIPS BETWEEN EACH OF THE 
GROUPS YOU MENTIONED AND WHAT 
ROLE DOES EACH GROUP PLAY  
IN THE VALUE CHAIN?

The future needs of the elderly will increase 
significantly from 2025, when the baby boomer 
generation will be over 80. In particular, we are  
 

 
actively working with operators and developers to 
see how we can anticipate this increased demand. 
At Aedifica, we have a three-party agreement: we 
work with both developers and operators - the future 
tenants of our buildings. They will rent and operate 
that building for the next 20 to 30 years, so we want 

to make sure that when something is built, it fully 
meets their requirements. This is one of the most 
tangible ways in which these three elements work 
closely together from the start.

You can imagine that especially in developments, 
local authorities also play an important role in zoning 
because of the specific local needs they see. It is 
very common, or it is becoming more common, for 
a nursing home to be built not just as a stand-alone 
facility, but rather as a mixed-use development 
combining elderly care with child care and 
independent living, for example.

SENIOR HOUSING AND HEALTHCARE IS 
OFTEN SEEN AS AN OPERATOR-DRIVEN 
MARKET, AND THE REPUTATION OF THE 
OPERATOR IS ABSOLUTELY CRUCIAL. 
HOW DO YOU SELECT THE OPERATORS 
YOU WORK WITH?

We have a very diversified operator base. We 
work with some of the larger for-profit operators in 
Europe, but in specific countries we also work with 
many non-profit operators. For us, it is important that 
we can work with a party that is a reliable partner 

We need to make sure 
that we are and remain 
an attractive employer in 
all eight countries  
in which we operate
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for us - which again can be profit or non-profit - in  
a long-term business partnership. We are not here 
for a short-term relationship – we are long-term 
investors and want to make sure we invest and lease 
to partners who also deliver quality and have the 
same time horizon.

Working with smaller operators may mean they need 
more help or more real estate-specific knowledge. 
For us, this is not necessarily a downside, as we have 
that knowledge and are happy to share it, since it 
is beneficial for all parties involved. One example 
is making buildings more energy efficient. Larger 
operators have sometimes already developed their 
own knowledge in that area, but for smaller players 
our know-how and help is a great added value.

INTERESTINGLY, THERE IS A LOT OF 
FOCUS ON SOCIAL ASPECTS. HOW 
DO YOU ENSURE THE SOCIAL IMPACT 
OF YOUR BUSINESS ACTIVITIES IN 
PARTICULAR?

The social aspect is something we pay specific 
attention to when we acquire buildings and 
especially when we develop them ourselves.  

 
Authorities are also tightening their requirements in 
this area. Consider, for example, the Netherlands, 
where the authorities already require that your care 
home, when applying for a permit, has a certain 
minimum rating that is not only based on energy 
consumption or more traditional parameters, but also  
specifically takes those social aspects into account. 
For example, it is crucial that a care home is easily 
accessible and not too far from the city centre. So we 
need to ensure that we have buildings that can make 
their contribution to the local community. Not only 
by providing employment opportunities, but also 
by connecting people and providing a place where 
people from that community can physically come  

together. A great example of this comes from the 
Nordics, where parents can pick up their children 
from day care and visit grandparents at the same 
time, as the day care and residential care centre are 
housed in the same campus.

WHAT ARE YOU CURRENTLY DOING TO 
REDUCE ENVIRONMENTAL IMPACT?

Buildings in general, looking beyond just our sector, 
are a big factor in global warming. According to 
research, carbon emissions from buildings account 
for up to 40 per cent of total emissions, so there 
is certainly a big role to play in ensuring that those 
emissions are reduced. If you ensure that you can 
significantly reduce those emissions, then you are 
better positioned as a company than other property 
owners who lag behind in that area and risk being 
left with stranded assets. We make a lot of efforts 
in this area. For example, we have established  
a specific framework for the sustainable development 
of new buildings in every country in which we 
operate, making sure that they do not emit more 
carbon emissions than a certain level we have 
set internally. Similarly, when acquiring existing 
buildings, we do not want to acquire buildings that 

Because we work with 
many partners, we 
have designed supplier 
charters that allow us 
to clarify what Aedifica 
expects from its partners 
and vice versa
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not only emit a lot today, but may also be difficult 
to renovate tomorrow. These internal targets are 
critical for us to achieve net zero emissions by 2050. 
We have a large existing portfolio. Some of those 
buildings are relatively young and already quite 
energy efficient, but there are also quite a few that  
are older and in need of renovation. And that’s what  
 

 
we need that partnership with the operators for as 
well: for a smooth process of making the buildings 
that are renovated in the next five to ten years more 
energy efficient. Maybe those buildings won’t even  
be carbon neutral when the next renovation is carried 
out, but at least they need to become a lot more 

energy efficient. That’s where we work together and 
where a lot of the technical aspects come into play. 
Implementing solar panels is quite easy, but then if 
you want to switch to low-temperature heating and 
replace all the windows, suddenly your residents 
can’t stay in their rooms while these works are being 
carried out. If you look at the increased energy 
prices, the discussion with operators working on 
energy saving has become more important, but also 
certainly easier in the sense that the urgency and 
feasibility of projects has increased significantly just 
because energy prices are now as high.

YOU ARE DEVELOPING YOUR PORTFOLIO 
IN DIFFERENT EUROPEAN MARKETS. 
WHAT ARE SOME OF THE DIFFERENCES 
BETWEEN THE MARKETS? HOW MUCH 
INFLUENCE DOES LOCAL KNOWLEDGE 
HAVE ON YOUR DEVELOPMENT 
STRATEGY AS YOU LOOK INTO EACH 
COUNTRY?

That is precisely why we have local teams. Without 
local teams, it would be difficult for us to grow the 
portfolio. Local teams have close connections with 
operators, with development partners, with local 

authorities... They are therefore a critical factor 
for us to grow in the markets in which we operate. 
Local markets are specific, which means there are 
differences in what authorities require of us. There 
are differences in the way the healthcare sector is 
regulated. In some of our markets, that may be at the 
national level. But in Germany, for example, it is at 
regional level and there are 16 different regions with 
their own regulations. These are not fundamentally 
or completely different, but there are differences that 
need to be taken into account. We therefore also work 
with local partners and developers to ensure that we 
meet all these different requirements. On the other 
hand, regulations should also not be overestimated. 
Yes, we want to make sure we are compliant, but in 
many cases, especially in terms of ESG, we have to 
go beyond some of the current regulations, simply 
because we know they will be tightened again in  
a year or three. We are not building for the next two 
years, but for the next 30 or 40 years.

We are long-term 
investors and want to 
make sure we invest 
and lease to partners 
who also deliver quality 
and have the same time 
horizon
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“ THE HEALTHCARE MARKET 
PRESENTS A STRONG PROPOSITION 
FOR LONG TERM INVESTORS”

WHAT’S THE SITUATION ON THE 
SENIOR HOUSING AND HEALTHCARE 
MARKET IN EUROPE? WHAT ARE THE KEY 
CHALLENGES AND OPPORTUNITIES? 

There is without a doubt more to come from 
European healthcare as an overall market. The first 
reason for this is due to the fact that many countries, 
such as Spain, Italy, and Finland, are lagging in 

terms of quality as well as quantity of stock relative 
to their aging demographic. Where there is such 
low capacity, we see a long-term opportunity both 
in terms of development projects and the potential 
to repurpose or upgrade current stock. There is still 
the need for a huge volume of investment to bring 
such submarkets in line with the more mature ones 
such as France and Belgium. So, whilst France and 
Belgium have tighter growth potential due to being 

ahead of the curve, we can compare the current 
state of Spain’s healthcare market to that of France 
10 years ago, thus suggesting plenty of opportunity. 
I would therefore say that the healthcare market 
generally presents a strong proposition for long term 
investors. However, the challenge of the market is 
to understand demographics, differences in local 
market organizations and the robustness of the 
operators’ case.

INTERVIEW WITH YELIZ BICICI 
Chief Operating Officer Offices & Real Estate Development,  
COFINIMMO, Belgium 
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HOW DO YOU FIND THIS ASSET CLASS 
COMPARED TO OTHERS IN TERMS  
OF DEVELOPMENT PERSPECTIVES AND 
INVESTMENT?

For a segment like healthcare, we still have 
demographic trends like the aging of the population 
in Europe that underlines the need for new, adaptable 
and sustainable infrastructure. There are no doubt 
also challenges here, like the regulatory framework 
that some European states might want to tighten, 
the revalorization of the workforce that is needed to 
operate nursing and care homes and subsidization 
from governments, that cannot permit themselves to 
let this sector down after the pandemic. The situation 
of some operators, especially in the aftermath of 
Covid-19, remains a point of close attention. Another 
area of concern is the general rising costs of materials 
impacting the delivery of new development projects. 
Finally there’s rising energy prices and inflation rates 
as in the UK for example, where RPI inflation is almost 
at 10%, although most lease contracts cap indexation 
possibilities. If we see the glass half full, real estate 
has historically performed well in inflation-peaking 
periods, because of the indexation of the rents to the 
CPI that is contractually signed with tenants. A recent 

study by prominent corporate investors also showed 
that European REITS outperformed the equity 
markets in the aftermath of the strong yield increase 
periods in the two previous decades. 

WHAT IS YOUR COMPANY’S GROWTH 
STRATEGY? WHICH CATEGORIES OF 
THE HEALTHCARE SEGMENT ARE YOU 
LOOKING AT?

Elderly care remains the broadest and deepest 
market segment in Europe at present. However, we 
also closely monitor other segments, although those 
markets are often accessible only in a limited number 
of countries. Rehabilitation and primary care are also 
of interest to us, albeit the market is not as deep as 
elderly care. Finally, specialist care is interesting but 
tends to offer limited scope due to low private sector 
penetration in many countries.

WHICH REGIONS/COUNTRIES ARE 
ON THE TOP OF YOUR THINKING 
CURRENTLY AND WHICH ARE ON THE 
RADAR AS INVESTABLE NEXT? WHAT 
ARE YOUR CRITERIA FOR SELECTING THE 
COUNTRIES TO EXPAND YOUR BUSINESS?

 
Many countries offer interesting perspectives.  
Of course, Germany remains a strategic market for 
us because of the depth of the market and operator 
consolidation that is still going on. Other countries, 
like Spain, Ireland and Finland, offer interesting 
growth potential as their quality of stock is often lower 
but new build and renovation programs generate 
a rapid catch up. More mature markets like France, 
the Netherlands and Belgium also still offer attractive 
opportunities but that is slightly more difficult to 
anticipate.

Other countries,  
like Spain, Ireland  
and Finland, offer 
interesting growth 
potential as their quality 
of stock is often lower 
but new build and 
renovation programs 
generate a rapid catch up
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ESG/CSR/IMPACT ARE KEY THEMES IN 
THE MARKET – HOW IMPORTANT ARE 
THEY – ESPECIALLY IN SENIOR AND 
HEALTHCARE?

ESG, sustainability in general and impact investing 
are becoming major differentiators in healthcare as 
well. At Cofinimmo, this is very much a part of our 
investment strategy and we do not hesitate to also 
reflect this in our pricing for new fit-for-purpose 
facilities. Whilst we are still interested in older 
stock, we envisage that this is only on the basis of 
strong prospects for upgrading in terms of energy 
performance and overall ESG credentials.

WHAT WOULD HELP YOU TO GROW 
FASTER?

I think the question would be more of ‘how can we 
keep our growth dynamic’ in the current challenging 
macroeconomic conditions? Let me remind you that 
Cofinimmo entered five new European countries 
in just three years (Spain, Finland, Ireland, UK and 
Italy). So definitely this was a huge accomplishment. 
Despite the tougher market conditions, we still see 

 
growth opportunities, but the search for quality, well 
located, top notch assets or projects are even more 
challenging today. The dynamic of the healthcare 
real estate market has its own logic, which is very 
different from the supply and demand behavior in 
the retail, logistics or residential segments. Here, 
demand is driven by demographics but also by 
unpredictable life events like an unfortunate fall, 
a broken hip or a dementia episode. Therefore, 
pricing elasticity and consumption decisions are 
very different from the decision to rent an apartment 
or opening a new store. In short, when you look 

at nursing homes or healthcare buildings, it’s very 
important to understand the sustainability of the 
business model of your operator.

WHICH SUB CATEGORY OF THE SENIOR 
HOUSING & HEALTHCARE IS THE FASTEST 
GROWING IN YOUR PORTFOLIO AND 
WHAT’S BEHIND THE GROWTH? 

Nursing homes are only one example of a healthcare 
segment. There are plenty of new concepts, new 
needs and new types of buildings for different 
healthcare needs. Take for example primary care: 
this segment is well developed in the UK, but not 
yet in continental Europe. We observe that this 
trend is, however, rising in different countries like 
Germany, the Netherlands and France. Primary 
care offers interesting perspectives as it fills the 
gap between general practitioner and hospital 
care, which is not addressed today. In essence, 
primary care is a building where you’ll find general 
practitioners, a pharmacy, paramedics, maybe some 
consultancies from a hospital - so basically different 
types of healthcare under one roof, but closing at six 
in the evening and opening at eight in the morning.  

The dynamic of the 
healthcare real estate 
market has its own logic, 
which is very different 
from the supply and 
demand behavior in 
the retail, logistics or 
residential segments
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It’s not a hospital, so it’s unlikely one will find surgical 
equipment or people staying overnight. Primary 
care is just an example, as you have plenty of other 
segments that are rising. Very sadly, demand for 
mental care accommodation is also growing rapidly 
all over Europe. Ambulatory care as well. Basically, 
every segment of healthcare has an underlying 
real estate need. There might be potential in every  
interested in every segment. Saying that, we must 
acknowledge that nursing homes are the most 
evident segment at the moment, because they are the 
best documented. So, for an investor setting foot into 
the healthcare market, it’s easier to understand the 
nursing home component, because of the collective 
data available on this segment. Our job is to try to find 
segments that are probably a bit less documented, 
but still as interesting as nursing homes.

Every segment of healthcare 
has an underlying real estate 
need
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“ WE FOCUS MAINLY ON 
SUSTAINABLE FUTURE-PROOF 
ASSETS WITH RESPECTABLE  
AND STABLE OPERATORS”

WHAT’S THE SITUATION IN THE SENIOR 
HOUSING AND HEALTHCARE MARKETS 
ACROSS EUROPE? 

Care Property Invest is a Belgian REIT and we are 
investing in healthcare real estate. For the moment 
we are active in four target markets; Spain, The 
Netherlands, Belgium, and since this year in Ireland. 
Care Property Invest has grown significantly in the 

past years. Despite the shortage in nursing staff and 
COVID, the demographic evolution continues and 
it is a simple fact that the ageing of the European 
population is continuing. Demographic forecasts in 
our target markets indicate that demand for healthcare 
real estate will continue to increase until at least the 
end of the century. Although demographic evolution 
might be similar, there are also differences between 
these markets. For example, in The Netherlands most 

projects are small-scale projects, whereas in Spain 
we see more large-scale projects with 150 beds at  
a minimum.

I also believe that differences in subsidies in the 
healthcare sector play a major role. In recent years, 
we have had some COVID grants, but we also have 
the normal grants within the healthcare sector.

INTERVIEW WITH VALÉRIE JONKERS 
COO, Executive Director, CARE PROPERTY INVEST
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WHAT’S YOUR GROWTH STRATEGY  
AT THE MOMENT?

The ambition of Care Property Invest is to continue 
the further stable growth within our current target 
markets, to explore potential new interesting markets 
within Europe, and also to improve the partnership 
that we have with our tenants. In addition, we focus 
mainly on sustainable future-proof assets operated 
by respectable and stable operators.

 
WHAT’S YOUR STRATEGY IN TERMS  
OF WORKING WITH OPERATORS?   
WHAT ARE YOU LOOKING FOR AND 
ARE THERE ANY LESSONS THAT YOU’VE 
LEARNED FROM YOUR EXPERIENCE?

As a REIT, we are legally required to have  
a good spread of operators. This implies that our 

concentration risk on one operator is limited to  
a maximum of 20% of our total assets operated by 
this same operator.

The most important factors when screening an 
operator are the acquired expertise and a critical 
assessment of the operator’s financial projections. 
During the lease term it is equally important to monitor 
and effectively see the operational and financial 
performance of the projects and the operator. If we 
think that there might be any problem we can enter 
into dialogue with them and/ or take some measures 
to minimize the risk.

LOOKING AT EUROPE, WHICH 
COUNTRIES OR REGIONS  
ARE CURRENTLY ON YOUR MIND  
IN TERMS OF DEVELOPMENT?  
WHAT IS DRIVING THE DECISIONS  
IN TERMS OF EXPANSION? 

As already indicated, Care Property Invest wishes to 
further expand its presence in the 4 current target 
markets (Belgium, The Netherlands, Spain and 
Ireland). However, we do not exclude the possibility 
of eventually entering a new target market. Before 

taking the decision to invest in a new target market, 
it needs to be closely examined on several criteria 
such as: maturity of the healthcare real estate market, 
the operator landscape, demographics, political 
stability,

...WHAT ARE YOUR BIGGEST CHALLENGES 
AND ALSO THE BIGGEST OPPORTUNITIES 
THAT YOU’RE SEEING, BOTH IN THE 
SHORT AND MEDIUM TERM?

Our biggest challenge at the moment is that we 
need to match the rising construction costs. We 
are experiencing upward pressure on yields due to 
the increased long-term interest rates. In addition, 
we are also facing the challenge of improving the 
sustainability of our current portfolio. But this should  
 

We focus mainly on 
sustainable future proof 
assets with respectable  
and stable operators

Before taking  
the decision to invest 
in a new target market, 
it needs to be closely 
examined
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also be classified as an opportunity. We, therefore, 
continue to see various opportunities within our 
target markets. For example, the popularity of the 
concept of assisted living is rising in Spain, the 
renovation of our historic leasing portfolio, and the 
aging of the European population means that new, 
adapted care and senior housing is required.

ESG, CSR, SOCIAL IMPACT ARE KEY 
THEMES IN THE MARKET. HOW 
IMPORTANT ARE THEY AT THE MOMENT, 
ESPECIALLY IN SENIOR LIVING AND  
IN HEALTHCARE? DO YOU EXPECT  
TO SEE THOSE BECOMING EVEN MORE 
IMPORTANT GOING FORWARD?

It’s very important already and the importance 
will only further increase. As a REIT, we have been 
publishing a sustainability report for several years 
now. We have also issued a green bond this year. 
Given the current energy crisis we cannot emphasize 
enough just how important it is to make our portfolio 
as green as possible. That is why we have an energy 
monitoring system installed in most of our projects, 
in which we will monitor and analyse these data 
closely together with the operators. Based on their 

outcome, we investigate which interventions can be 
made to make the buildings more sustainable and 
energy efficient.

 
You also mentioned CSR criteria of corporate social 
responsibility. It’s always our main goal to act in the 
best interest of all Care Property Invest’s stakeholders 
and by that I mean our employees, our shareholders, 
our operators but also the residents of the nursing 
homes and the assisted living projects that we have 
in our portfolio.

WHAT WOULD BE WAYS OF DRIVING 
FURTHER GROWTH IN THE SECTOR?

In Care Property Invest we will continue our stable 
growth story in the coming years taking into account 
every stakeholder of the company. Our priority is to 
establish the four target markets as stable markets 
and we want to have at least 100 - 150 million euro in 
assets in each country that we are active in.

So I do not believe that growing really fast is the best 
way to grow at the moment. It’s about growing in  
a sustainable and stable way.

I believe that the healthcare real estate market is  
a stable sector because we typically have long-term 
leases – lease terms can be anywhere from 15, 20 up 
to even 30 years. Therefore we can establish a stable 
dividend for our shareholders. The leases are linked 
to inflation, so I believe that it’s a real stable asset 
class to invest in. In addition, I think it’s going to be 
very important for each fund manager where ESG is 
high on the priority list to invest in social real estate 
like healthcare and senior housing.

So I do not believe that 
growing really fast is 
the best way to grow at 
the moment. It’s about 
growing in a sustainable 
and stable way
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“ WE DEFINE AND MONITOR  
KPIs TO DEMONSTRATE  
OUR ESG PERFORMANCE”

HOW DO YOU ASSESS THE CURRENT 
SITUATION IN SENIOR HOUSING  
AND THE HEALTHCARE SECTOR?  
WHAT ARE THE BIGGEST CHALLENGES 
AND WHAT CREATES OPPORTUNITIES 
FOR YOU?

Let’s start with senior housing. I believe that, especially 
in France, we are suffering from the ORPEA scandal. 

Earlier this year a book entitled Les fossoyeurs (The 
gravediggers) was published in France. It showed 
alleged residents’ mistreatment and misuse of public 
money, headquarters fraud and mismanagement. 
That did cast a large cloud over the sector.

When looking at the healthcare sector in Europe, 
we face, like all sectors, inflation and high energy 
prices. And so there are lots of questions regarding 

how to tackle both too. These are of course the 
obvious challenges for the world. Currently we have 
very high gas prices and very high energy prices in 
general. I believe we need to rethink our energy 
mix for the long term, which will hopefully help us 
to tackle climate change by addressing fossil fuels 
and providing more renewable energy. So at least 
if I could take some opportunity out of all these 
challenges, I would certainly pick this one.

INTERVIEW WITH FRÉDÉRIC DUROUSSEAU 
Group Chief Real Estate & Development Officer, KORIAN



THE SENIOR HOUSING AND HEALTHC ARE REAL ESTATE MARKET

23

WHAT ARE THE KEY ISSUES ACROSS REAL 
ESTATE AND ACROSS THE ECONOMIES 
IN EUROPE, A SORT OF SCARCITY IN 
TERMS OF EMPLOYEES, PERSONNEL?

In short, we need to be more attractive. That means 
we should better recruit and also retain employees. 
There are a few things that we could do to offer better 
than average working conditions. 

 
Something which is very important is career paths 
and offers on the job training front so that lower 
qualified staff have a chance to earn a diploma and 
to have qualification that will help them go up the 
healthcare ladder. These are the main items that we 
focus on.

WHICH CONCEPTS ARE AT THE CORE  
OF YOUR BUSINESS?

Nursing homes accommodate or provide 
accommodation for people with severe clinical or 
neurodegenerative disease. The demand is growing. 
So this means that we have to increase our capacity in 
all our nursing homes. So that’s the first trend because 
people get older, as you know, but they don’t age 
better. So that means that they will unfortunately have 
many diseases and other things that impede them from 
being completely autonomous and living at home.
Of course, it’s clear that they can stay at home and 
benefit from home care services, but the solutions 
needed to help them stay longer at home than they 
would otherwise have done are not sufficient. We 
are working on other solutions. Assisted living is one,  
a kind of an in-between solution between home and 
care services. At Korian we are also developing co-
living solutions. We develop them especially in rural 
areas in France because it’s typically where you will 
not find nursing homes or assisted living.  

WHAT IS THAT EXACTLY?

It’s little houses each with eight bedrooms and we 

have two houses next to each other. At the center, 
there is one living room, a dining room and a kitchen 
and there are people who are taking care of the 
seniors. The residents enjoy their private room and 
bathroom, but the rest is common space, which 
allows them to maintain the social link, which you 
will not encounter that easily in nursing homes or 
assisted living.  We think it’s a very good solution and 
we develop this concept also in Germany.  

I THINK THAT THE CO-LIVING SOLUTION 
IS A REALLY INTERESTING ONE. THERE’S 
A LOT OF DISCUSSION IN THE UK 
BUT ALSO CONTINENTAL EUROPE 
AROUND INTEGRATED RETIREMENT 
COMMUNITIES. WHAT’S YOUR VISION 
FOR THOSE?

You’re right to say that it’s in the UK or in the US. But I don’t 
see these same kinds of integrated care communities 
developing that much in continental Europe. I’ve 
seen only examples which are really targeting upper 
class citizens with high end services and solutions. 
Therefore I don’t think it’s a mass market solution.  
I believe the mass market solution will be around home 
services or co-living facilities.

The demand is growing. 
So this means that 
we have to increase 
our capacity in all our 
nursing homes
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YOU’RE ALSO WORKING WITH 
INVESTORS - WHAT’S THE KEY  
TO BUILDING A SUCCESSFUL 
COOPERATION WITH INVESTORS, 
PARTICULARLY IN THIS SECTOR?

One word - trust, as in any other human relationship. 
When people have trust, then you can build  
a relationship. Talking with the investor is the key. 
They like to understand our business model and how 
we function as operators. So there’s nothing better, 
in my view, than to explain what we are doing and 
how we are doing it.

THE NON-FINANCIAL RATING AGENCY 
VIGEO-EIRIS CLASSIFIED KORIAN THE 
FIRST COMPANY IN THE HEALTHCARE 
SECTOR FOR ITS ESG COMMITMENTS. 
IT’D BE INTERESTING TO EXPLORE A 
 LITTLE BIT HOW YOU IMPLEMENT ESG,  
IN PARTICULAR HOW YOU MEASURE 
SOCIAL IMPACT.

At Korian we have defined five main goals towards 
ESG. We follow a dashboard in our monthly 
business reviews and the evolution of each KPI that  

 
we have on these dashboards. Let me quickly 
define our five goals. One, we want to provide 
care excellence, second is to be an employer of 
choice, the third is to facilitate the development of 
a more inclusive society. Fourth is to be committed 
as a responsible local player, and five is to reduce 
the Korian Group environmental footprint. 
So within these five goals, we have different 
dimensions and each ESG dimension is represented. 
But to be more specific, we have associated three 
KPIs for each of these goals. For example, what 
does it mean to be an employee of choice? We have 
defined three KPIs. The first one is the average tenure 
of our staff. The average is seven years and we are 
undertaking actions to increase that duration. As 
I mentioned, to deal with staff scarcity, it’s not only 

about recruiting but also retaining our people. You 
asked about dealing with the lack of qualified staff? 
Here we are measuring the percentage of staff in our 
qualified training program. We assume at once at 
least 10% to 15% of all our staff should be in these. 
Currently we employ 55,000 people. For us it means 
a lot if a nurse can become a nursing home director 
and a regional director can become a chief operations 
officer, etc.. We care that you can develop at Korian. 
The third KPI we have is the employer of choice goal. 
Regarding the share of women in top management, 
we aim for 50% and we are currently at 50%.

When we talk about our goal to make society more 
inclusive, again we have three KPIs. One is that 
we allocate a minimum of 1% of group net result 
to philanthropic actions. We also develop our 
stakeholder committees and have one in each country 
as a minimum. And we commit to publish a minimum 
of five articles in scientific reviews each year.

The residents enjoy 
their private room and 
bathroom, but the rest 
is common space, which 
allows them to maintain 
the social link
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Healthcare real estate has been one of the most 
attractive and resilient assets for private and 
institutional investors not only since the Covid 19 
pandemic. Demographic change and the associated 
increase in demand for health care and senior 
housing properties make this asset class relatively 
independent of other (e.g. economic) trends - or so it 
was thought in the past.

However, healthcare real estate is not spared when 
construction prices for new project developments 
become significantly more expensive. The market for 
qualified care staff continues to thin out and financing 
interest rates for investors continue to rise.

Especially in recent months, supply bottlenecks and 
material price increases have made the construction 

of new real estate projects significantly more 
expensive - in Germany, for example, by more than 
15% compared to the previous year. Due to the 
special refinancing mechanisms in the health care 
sector, it is not possible to simply pass on such price 
increases to the operator, which is why the purchase 
price for the investor increases as a consequence.

ARTICLE BY NIKOLAI SCHMIDT 
Head of Transaction Health Care, SWISS LIFE ASSET MANAGERS

  INVESTING IN HEALTHCARE  
REAL ESTATE IN THE WAKE  
OF FURTHER UNCERTAINTIES
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In addition, some project developments could not 
be implemented just a few months ago because 
sufficient qualified staff could not be acquired at the 
respective location. In the context of demographic 
change, this process will become even more dynamic 
and the staff shortage will become even more acute. 
Potential new personnel from outside Europe will only 
bring temporary relief to the fundamental problem. 
 
This development will inevitably lead to a reduction 
in the construction of new nursing homes or other 
facilities such as assisted living. Nevertheless, the 
asset class remains extremely attractive for investors, 
so that a reduced supply meets a continuing increase 
in demand - property prices therefore continue to 
rise.

And now, in the wake of further uncertainties such as 
the war in Ukraine, and the interest rate landscape 
has also changed, which means that financing rates 
are rising - also for healthcare real estate. In recent 
months, financing rates have more than tripled - 
not only for healthcare real estate - so that investors 
in particular are currently no longer in a position to 
pay the prices that were still under discussion a few 
months ago. Often, however, this development 
is met with consistently high expectations on the 
supply side, so that significantly less is currently 
being invested than desired (by both sides). 
In the future, it will be necessary for sellers and 
buyers to come closer together in terms of pricing 
in order to put future transactions on a calculable 
footing for both sides. On the one hand, the buyer 
side will have to learn that project developers will 
need even better securities during the construction 
phase in the future; on the other hand, the seller 
side should remember that health care properties 
are often “operator properties” with corresponding 
default risks, which is why the properties cannot 
be marketed as extensively as, for example, purely 
residential properties. We are curious to see when 
this process of adjustment begins - so far it has not 
really been clearly observed.

In the future, it will be 
necessary for sellers  
and buyers to come 
closer together in terms 
of pricing in order to put 
future transactions  
on a calculable footing 
for both sides

In the context of 
demographic change, 
this process will become 
even more dynamic and 
the staff shortage will 
become even more acute
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AN OPEN DIALOGUE  
ON AGING

The social meaning of aging has various definitions in 
the everyday life of our communities. From the side 
of stakeholders, there is an increasing expectation for  
a reconceptualization of these – sometimes different - 
meanings, where the definitions are either not precise 
enough, or cannot answer other emerging challenges.  
The aim of this paper is to provide stakeholders 
with an adequate grounding between the various 
conceptual ideas of the ‘obvious,’ ‘common 

knowledge,’ the ‘taken for granted’ and the 
‘expected,’ in relation to the processes of aging. 
To start the dialogue, I will open with a question, an 
ambiguous statement or a subjective statement of 
my own, and I will leave it to the reader to decide; 
just like we normally form our opinions about simple 
things in our everyday lives. 

WHEN DOES SENIOR AGE BEGIN?

From a social point of view, senior age begins with 
the end of the active working life, i.e. the start of 
retirement. Nevertheless, the end of working activity 
or reaching a certain age may not be of the same 
importance at the level of the individual. One of the 
most obvious questions to be asked in this context 
is whether a person who reaches a predetermined  
age should necessarily retire only because they are 
no longer active in work.

NOTE FROM PROFESSOR DR MARTIN ZSARNOCZKY 
full professor at WSG University of Economy
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Of course, this proposition can be refuted in many 
ways. However, it is also interesting to reflect on 
the possible individual benefits of working during 
‘retirement.’ For me – as a researcher on the subject 
- it is also interesting to take into account how much 
pleasure work has brought each person, and on 
the other hand, how much space did it take up 
in their life while they were actively employed? 
And from the societal point of view, just because 
someone reaches a biological age, should that 
deprive them of the pleasure of working, having a 
purpose or even possibly an important goal in life? 
I think it’s worth thinking about it a little bit further, 
for example from the perspective of another social 
group. One of the things that regularly crops up 
in the media is that many young people who have 
made their financial fortune plan on going into 

retirement, thus challenging the aforementioned 
social expectations. It is interesting to ask whether the 
idea of individual freedom and carefree living during 
retirement means the same for the young generation 
in their 20s and 30s as it is in the minds of the social 
group of people who are at the usual biological age 
of retirement. The above example clearly shows 
that the idea of ‘retirement’ can have significantly 
different meanings for different generations.

BUT WHAT DOES THE IDEAL OF AGING 
MEAN IN OUR PHYSICAL REALITY?

Before we continue the dialogue, it might be interesting 
for the reader to consider this for a moment: would 
you, after reaching retirement age, consider it a sign 
of respect if you were asked what it is like to be old? 
In my opinion, an age-based approach to the issue is 
not appropriate, so let’s put it differently. Do you think 
it is important for society to be aware of the needs 
of senior people, their expectations and also their 
specific proposals on the subject? Instead of a short 
answer, it might be useful first to reflect on the life we 
have lived: a loving childhood, curious adolescence, 
the beginning of a challenging adulthood, the 
starting of a family and the subsequent top managerial 

role with its constant need for compromise. 
Yes, I firmly believe that all these individually lived 
experiences should entitle all of us to pass on 
information, to share knowledge, to educate, 
because it is precisely the presence or absence of 
these things that can play a key role in the success 
of future generations or in the development of a 
balanced social perspective. And with this in mind, 
starting a dialogue is of course not the solution itself, 
but it is a sufficient tool to achieve our objectives 
together.  

The above example 
clearly shows that the 
idea of ‘retirement’ 
can have significantly 
different meanings for 
different generations

Starting a dialogue is of 
course not the solution 
itself, but it is a sufficient 
tool to achieve our 
objectives together
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SENIOR CO-LIVING:  
AN EMERGING ASSET CLASS  
SET TO REVOLUTIONIZE  
THE WAY WE AGE

Gradually moving away from bygone home 
ownership patterns, we have evolved into an 
experience economy, where the intangible matters 
more than the product itself. Ever since 2012 the 
homeownership rate has been in a steady decline, as 
many adults in their prime working age are choosing 
to own less and experience more (Eurostat, 2020). 
And as the current generation ages and their 
demands shift, so do their future choices, the choices 

that will drive the housing offerings of tomorrow.

The experience economy, urban mobility, 
globalization, individual lifestyle changes and 
extreme attention to mental wellbeing in modern 
societies are some of the major factors shifting our 
decision-making process. We find more people 
feeling isolated, lonely and anxious as they approach 
their retirement age, which predominantly happens 

as a result of the upcoming lifestyle transition (be that 
retirement, less contact with family or changes in 
routine).

It is, thus, time that a community-driven way of living 
is introduced to the silver generation of tomorrow, a 
way of living that will address and elevate both the 
autonomy of the elderly, and the desire to belong 
within different communities. 

ARTICLE BY BART SASIM 
CEO & Founder at SPATIAL EXPERIENCE
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SENIOR CO-LIVING AS  
AN ALTERNATIVE WAY OF LIVING  
FOR THE SILVER GENERATION  
OF TOMORROW 

Supporting the silver generation in this transitional 
phase of their life is crucial when it comes to shaping 
the way we live. There are, however, key indicators 
to consider when defining the main characteristics 
of the future senior customer and building a suitable 
way of living tailored to their needs.

As one of the wealthiest generations so far, our current 
and next silver populations - baby boomers and later 
millenials - have higher income, asset worth and, 
consequently, higher living standard expectations. 
These characteristics build a persona accustomed to 
a greater pool of choice in their day-to-day decisions, 
comfort, outstanding experience and service. 

So, how do we manage their expectations and 
needs? Firstly, we need to assess how key product 
indicators shape the direction in which the future 
way of living for seniors will develop. This will include 
analyzing the target group with regard to the state 
of their physical and mental health, marital status, 

individualism vs. family-oriented culture, rural vs. 
urban living preferences and more. Depending on 
these factors, the future development opportunities 
will shift and/or expand to fit the dynamics of 
customer expectations.

 
The real estate industry has already developed a 
concept ready to address the needs imposed by 
this demographic profile - the concept of co-living. 
Co-living is a modern way of communal living in 
which residents have both their autonomy and a 
place in a community through sharing common 
areas such as lounges, gardens, or launderettes. The 
aspect of community and the need for belonging 
are addressed through having tailored community 

events, engagement with locals and focus on overall 
wellbeing.

Some companies are already pushing the 
boundaries of the senior housing industry to new 
horizons by introducing disrupting concepts into 
the European senior living scene. Take for example, 
THE EMBASSIES in Switzerland, Groupius Wonen 
in the Netherlands or Lively in Germany. Senior 
coliving concepts like these can elevate the quality 
of life as a whole by addressing the main needs and 
wishes of seniors, including the need for community, 
experience and high-quality lifestyle. By increasing 
social contact and cultivating a lively and engaged 
community, senior co-living has the potential to 
significantly reduce the social isolation, anxiety 
and depression often experienced by the senior 
members of our society.

Aging population dynamics and demographic 
characteristics leave us confident about the 
continued growth in demand for such an asset class, 
leading to great investment opportunities. Senior 
co-living is a modern specialist real estate product 
that will undoubtedly bring significant yields and 
potential for capital growth in the years to come. 

Supporting the silver 
generation in this 
transitional phase of 
their life is crucial when 
it comes to shaping 
the way we live
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RESHAPING OUR LIFESTYLE WITH  
FUTURE-PROOF SPECIALIST REAL ESTATE

Instead of focusing on individualism and ownership, 
senior co-living concept is centered on building 
community, fostering human connection, and 
ingraining current and future aging society’s needs 
into its DNA. Reshaping and rethinking the way we 
age and live is crucial to a happier and a more fulfilled  
life in the future. As a company driven by innovation 
within specialist real estate, Spatial Experience  
 

 
is looking forward to co-creating future-proof senior 
co-living concepts. We help our partners envision 
and roll-out concepts, products and brands from their 
initial stage until development. Bringing bespoke 
real estate expertise into the industry is much needed 
when finding solutions to fit the demands of the silver 
generation to be. Once we become more open to 
the idea of modern senior co-living, the latter will 
undoubtedly revolutionize the way we think about 
retirement, aging for the better and having fun while 
getting older. 

Senior coliving concepts 
like these can elevate the 
quality of life as a whole

Aging population 
dynamics and 
demographic 
characteristics leave 
us confident about the 
continued growth in 
demand for such an 
asset class, leading 
to great investment 
opportunities
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The Spanish Senior Care sector is rich with both 
long- and short-term opportunity. The short-term 
opportunity is driven fundamentally by demographics. 
The Spanish population is aging rapidly, with average 
age rising steadily. Only immigration is keeping the 
overall population from declining in absolute terms. 
The demand for senior care is rising, and the Spanish 
coverage ratio (number of senior care beds available 
divided by the population over 64) is 4.15, one of 

the lowest in Europe. This translates into a projected 
deficit of over 134.000 beds by 2025. 

The long-term opportunity is driven both by two 
factors. Firstly, Spanish society is changing rapidly, 
and the option of Senior Care living for elderly parents 
is increasingly widely accepted, whereas in the past 
it was seen as the responsibility of children to care for 
parents at home. Secondly, Spain will continue to be 

a very attractive country due to its climate and culture. 
This will act as a magnet to draw both retirees, ¨digital 
nomads¨ other remote workers to Spain in the coming 
years, and ultimately increase the further the demand 
for Spanish Senior Care residences. 

SENIOR CARE SECTOR IN SPAIN:  
BOTH SHORT AND LONG TERM 
OPPORTUNITY

COMMENT FROM JAMES MICHAEL LEVY-NEWMAN 
Director, Clearwater PRIVATE INVESTMENT 
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RESEARCH  
& DEFINITIONS
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Care Homes have proven to be a countercyclical real 
estate asset class, performing strongly in economic 
downturns. Underpinned by compelling supply 
/ demand fundamentals and an ageing population, 
the European Care Home sector nevertheless has 
many nuances, and a close understanding of each 
market’s regulation, spending and cultural approach 
to care, is key for investors looking to access and 
achieve success in this sector.

Although many elderly care home operators and 
investors have grown and become more dominant in 
terms of market share in recent years, European care 
home markets remain highly fragmented. 

Consolidation rates - the proportion of the market 
made up by the top 5 operators in England, France, 
Spain and Germany, are between 11% and 13%. 
Belgium is the most consolidated market with 
25%. This presents opportunities for pan-European 
aggregators. 

EUROPE’S DEMOGRAPHIC TRENDS 
UNDERPIN FUTURE DEMAND

In common with many countries around the 
world, much of Europe has an increasingly ageing 
population. This means more people needing 
increasingly complex care, for longer periods of 
time. 

However, the forecast rate of population change 
differs across Europe. Over the next 10 years, Spain 
and the Netherlands will see the largest growth in 
their populations aged over 65, with an increase 

of 25%. Germany currently has the highest old-age 
dependency ratio (the measure of people aged 
>65 relative to the number of working age people,  
14-64), at 35% and rising to 45% by 2032.  
This indicates that the requirement for elderly care 
will become even greater moving forward. 

The private care home market is worth €46bn across 
the ‘big 7’ European countries 

The value of the European elderly care home market 
was €115bn in 2022, according to Healthcare 
Business International. The private sector makes up 
40%, equivalent to €46bn. The vast majority, €32bn 
(70%), is in the UK and Germany – by far the two 
largest private care home markets.  

Germany is the largest market in Europe, both 
in terms of value (€35.8 bn) and the number 
of care home beds (900,000). This is perhaps 
unsurprising, given that it has the largest population.  

Savills report: UK and European Care Homes 2022
The Countercyclical Asset Class?

This indicates that the 
requirement elderly 
care will become even 
greater moving forward
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However, the UK’s private sector is larger; making 
up 82% of its total care home market (€17.8 bn) 
compared to Germany’s 40% (€14.3 bn). Although 
Germany’s percentage might seem low compared 
to the UK, it still makes it the second largest private 
market (in absolute terms and as a proportion of its 
total), amongst the seven largest European markets. 

In the southern European countries of Italy, and to  
a slightly lesser extent Spain, family members are 
much more likely to care for elderly relatives rather 
than place them in institutional care. As a result, 
these care home markets are smaller relative to the 
size of their population. However, there are signs 
these cultural differences are changing, with smaller 
families and fewer people per household making 
caring for elderly relatives at home more challenging. 
This could result in opportunities for investors, as 
these markets are likely to increase in size in the 
coming years.  

Source: Savills using Healthcare Business International, various company websites
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INVESTMENT IN EUROPEAN CARE HOMES 
CONTINUES TO INCREASE

Investment across the European care home market 
has been steadily rising over the past decade, 
reaching a record high of €5.7bn in 2021. 

Total annual acquisitions have averaged €2.4bn 
since 2012. As the major operators such as Korian, 
Orpea, Aedifica, Cofinnimo and Swiss Life become 
more pan-European in their focus, so too does the 
investment market, which is continuing to grow. 

Regardless of the 
economic situation, 
elderly people will still 
require care in the later 
stages of their life

Source: MSCI, *across the seven markets profiled
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CARE HOMES PERFORM POSITIVELY IN 
DOWNTURNS RELATIVE TO THE WIDER 
REAL ESTATE MARKET

There is a countercyclical relationship between the 
performance of healthcare assets and all real estate 
assets during economic downturns, with healthcare 
real estate assets consistently outperforming the 
wider real estate market.

Regardless of the economic situation, elderly 
people still require care in the later stages of their 
life. Therefore, demand for care homes will be 
more resilient during economic downturns than 
many other real estate assets, which are sensitive to 
broader economic headwinds. 

MSCI data from the UK and Australia supports 
this. Healthcare real estate assets considerably 
outperformed other real estate assets during the 
Global Financial Crisis (GFC). In the three years 
between 2007 and 2009, the average total return 
for UK healthcare real estate was 4%, whereas 
for the wider all-real-estate market it was -7%. In 

Australia, the figures were 9% and 2% respectively.  
The same is true in the United States (US). According

 
to NCREIF, senior housing and care is the only 
commercial real estate asset class that experienced 
positive asking rent growth during the GFC. Rental 
growth has been steadier, less volatile, and has 
generally exceeded that of other commercial real 
estate property types since then. Senior housing 
returns have annualised at 11.6% in the 10 years 
to Q3 2020, comparing favourably to the 9.4% 

for all property, again according to NCREIF.  
As investors look ahead to increases in worldwide 
inflationary pressures and possibly future recessions, 
those in healthcare real estate will be comforted by 
the sectors’ past resilience. 

AUTHORS:

C ARYN 
DONAHUE

Head of Senior 
Housing 
Transactions, 
Operational  
C apital  Markets

MARCUS 
ROBERTS

Head of Europe, 
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C apital  Markets
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-SELSEY

Head of European 
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According to NCREIF, 
senior housing and care 
is the only commercial 
real estate asset class 
that experienced 
positive asking rent 
growth during the Global 
Financial Crisis 
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“HEALTHCARE REAL ESTATE SHOWS 
CRISIS-RESILIENCE AND STABILITY 
IN TIMES OF UNCERTAINTY” 

The European real estate market has recently 
experienced a time of uncertainty, with difficulties in 
planning horizons for building projects due to supply 
chain issues. The ongoing war between Russia 
and Ukraine creates an unstable environment thus 
making new capital investments, especially cross-
border investments, less attractive for international 
Investors. The recent change in interest rates and 

debt capital environment have led to an increase 
in yields throughout all asset classes, although 
this varies greatly regarding the risk profile and 
use type of real estate investments. Financing has 
become more selective with a clear focus on long-
term cash-flow security from tenants, inflation-
adjusted rental growth, and sustainability of rents. 
Amongst all asset classes, healthcare real estate 

has shown a high crisis resilience with continuous 
growth in demand and potentially a low risk profile 
with long-term inflation-indexed secured rental 
income. Operator quality and sustainability of 
rents has become more important in the context of 
rising inflation, yet the overall market is stable with  
a positive outlook due to expected growth in 
demand and shortage in adequate supply.

ARTICLE BY  JAN-BASTIAN KNOD  
Partner, Head of Residential Advisory, 
Head of Healthcare Advisory CAPITAL MARKETS



THE SENIOR HOUSING AND HEALTHC ARE REAL ESTATE MARKET

41

SENIOR HOUSING OPERATOR QUALITY 
HIT WITH INCREASE IN COSTS

Healthcare real estate operators in Germany face  
a major change in refinancing structure due 
regulatory changes for nursing and care employees 
with regulated tariff payments, resulting in an 
expected overall increase in personnel costs. The 
new tariff loyalty act in Germany regulates employee 
wages to be compliant with tariff payments, coming 
into force in September 2022. 

Refinancing for operators in the stationary care 
sector in Germany is bound to agreements with 
care funds, thus the actual counterparty for the 
rental payment obligation of the operators to the 
landlord are the care funds and the agreement on 
refinancing. Operators agree with care funds on the 
economically reasonable receivables per occupied 
bed (“invest costs”) to cover their rental obligations 
to the landlord and have to some extent leeway to 
negotiate them. The level of impact of the new tariff 
loyalty act on personnel costs cannot yet be fully 
anticipated, but will likely have a negative impact on 
an operators’ sustainability. Additionally operators 
will be impacted by rising energy costs as well. 

FUNDAMENTAL GROWTH IN DEMAND 
FOR CARE SERVICES REQUIRES 
PROFESSIONAL STAFF

The European senior housing and nursing care 
market has seen a steady growth in demand from 
people in need of care in recent years and this trend 
will continue in the future due to increase in life-time 
expectancy and improvements in care treatment 
for elderly people. For example, people in need of 
care in Germany are expected to grow by c. 30% 
up to 2040 and by c. 50% by 2060. Ambulatory 
and inpatient care services currently available will 
not be sufficient for the growing demand, thus 
additional care places and capacities of ambulatory 
care services will be needed, in many regions that 
is already the case. The old-age ratio is comparably 
higher in rural regions, resulting in a high demand for 
care services. 

Many European countries currently face a shortage of 
nursing professionals, thus building up care service 
capacities goes hand in hand with making nursing 
care an attractive work field and having adequate 
training facilities to attract nursing staff. Healthcare 
properties need to offer an attractive workplace and 

 

working environment. The long term attractiveness 
of nursing care operators for employees will be 
crucial in handling demographic change throughout 
Europe.

SURVEY RESULTS SHOW PEOPLE VALUE 
INDIVIDUAL CARE SERVICES AND 
MODERN CARE AND LIVING CONCEPTS

A recently conducted survey with people of different 
ages in Germany has shown that flexibility and 
self-determination in old age are clearly preferred 
throughout Germany. People value individual 
additional care services, but there is not a common 
understanding on what is most important for them. 
Additionally, the results also show that younger 
people in particular do not yet have a preference for 

For example, people in 
need of care in Germany 
are expected to grow  
by c. 30% up to 2040 
and by c. 50% by 2060
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a form of housing in old age. A positive correlation 
between regional purchase power and assisted 
living can be seen, however this is likely linked 
with the increase in costs for a senior residence 
with assisted living to a nursing home. Demand for 
modern care concepts with care services tailored to 
regional demand will continue to increase.

EUROPEAN HEALTHCARE OPERATORS 
SHARE BEST PRACTICES

The operators market has further professionalized 
and consolidated in recent years and some European-
wide operator platforms have been formed. 
Through scaling a selective variety of care concepts 
and services, a higher efficiency in administration 
while ensuring highest quality, some companies 
have grown to be leading operators in several 
markets. Operators may benefit from experience in 
other countries to implement best practices while 
adjusting to local standards and demand. Several 
operators have had a fast-paced growth plan; 
however, the growth has also been limited by a lack 
of new developments. Developments of healthcare 
real estate are mostly planned to specifically meet 
operator requirements to ensure the similar layout of 

care concepts and unification of services.

INTERNATIONAL CAPITAL SEEKS TO 
DIVERSIFY INTO EUROPEAN HEALTHCARE 
REAL ESTATE

The healthcare real estate asset class has developed 
from a niche segment to a growing asset class in 
Europe. The expected growth in demand over the 
next 20 to 30 years, income stability with system-
relevant infrastructure and the possibility for private 
capital to operate in the market has led to a steady 
increase of interest from Investors and a growing 
investment market. Liquidity in the healthcare 

investment market has steadily grown in the past 
years and reached a new high in 2021/2022. 

Some European investors are already broadly 
invested, yet seek to further diversify their portfolio 
geographically but also in terms of operator share to 
minimize any cluster risks. Many others are coming 
from different asset classes and have not yet found 
an entry into the healthcare market. Capital sources 
from North America, APAC and the Middle East are 
looking to diversify their portfolio with investment 
in the European healthcare market. Great market 
fundamentals, a growing investment market and 
increasing availability of product and the ongoing 
consolidation process within the operators market 
attract international capital sources looking to create 
a healthcare platform. 

The European healthcare real estate investment 
market has proven to be crisis-resilient in times of 
the covid pandemic and rising interest rates. The 
prime yields level for nursing and senior care homes 
in European countries are quite stable, although the 
gap between the 10-year bond rates and prime yields 
for nursing homes has decreased recently. While the 
difference in yields for Germany lies at c. 2.5 points, 

Capital sources from 
North America, APAC 
and the Middle East 
are looking to diversify 
their portfolio with 
investment in the 
European healthcare 
market
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it is only 1.5 points in the United Kingdom and 1.4 
points in France. However, compared to other asset  
classes nursing homes still have a premium in prime 
rents, leaving potential for further yield compression.

HEALTHCARE INVESTMENT VOLUME 
LIMITED BY LACK OF PRODUCT

The German healthcare investment market has 
performed well despite all macro-economic 
developments in the first half-year of 2022, with  
a transaction volume of over 1 bn euros. This was the 
second strongest first half year in the past 10 years, 
although portfolio deals have had only a small share 
with c. 20% of the transaction volume. Forward deals 
have had a significant share of 30% due to the lack of 
product. Although interest rates have already been 
on the rise, the prime yield for nursing homes in 
Germany stayed stable at c. 3.9%.

Many Investors in the German healthcare market 
have revalued their portfolios and are adjusting 
to the current market environment by focusing on 
markets with good fundamentals and creditworthy 
tenants. Similar to past years, it is likely to see some 
larger portfolio transactions close to year-end as 

investors will restructure their portfolio by way of 
selling underperforming assets.

MACROECONOMIC HURDLES SLOWS 
THE CONVERGENCE OF THE EUROPEAN 
HEALTHCARE MARKET

The European healthcare market will continue 
to grow and its role of providing system critical 
infrastructure for society will become even more 
important with a growing share of people coming into 
old age and needing care. The market fundamentals 
are positive with growing demand in healthcare 
services. However, market participants have seen 
difficulties in planning security as supply chains have  

 
 
been disrupted and construction costs have risen 
tremendously. In the following months and years,  
a normalization of supply chains is expected so that 

the time horizon for new construction normalizes. 
The debt financing environment is likely to remain 
stable, although this is tied to the development of 
interest rates and whether the ECB will further increase 
the base rate due to high inflation. Capital flows into the 
healthcare market will likely further increase, however 
investors will likely be more selective than in the past 
in terms of the sustainability and upside potential 
of rents as well as tenant security and inflation risk. 
As the European healthcare market becomes 
more tightly connected with regards to the 
operator landscape, deregulation and unification 
of regulation needs to improve. The regulatory 
environment is highly complex, and the refinancing 
structure differs greatly from country to country, 
making cross-border investments more difficult.  
A European approach to lower regulatory hurdles 
will likely result in an increase in investment 
activities of global investors and capital inflow. 
Healthcare real estate is a key part of any ESG strategy 
by providing society-relevant critical infrastructure and 
having a major impact on environmental sustainability. 
The funding and financing of refurbishments of 
existing properties and new-builds to be aligned 
with ESG and sustainability goals will be important to 
make a real impact. 

The market fundamentals 
are positive with growing 
demand in healthcare 
services
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AND ARE YOU SEEING A GROWING 
INTEREST IN SENIOR HOUSING  
AND THE HEALTH CARE SECTOR  
ON A PAN-EUROPEAN LEVEL?

Yes, I really see growing interest in this area from 
international investors and at the European level. 
And the reason might be that if we look at the 

demographic situation in nearly all European 
countries, there is a rising demand for real estate 
suitable for senior housing, on the one hand, and 
nursing homes for stationary care on the other hand.

This has been shown by various studies. I think 
this rising demand could have been predicted 
quite reliably as compared to other real estate 

asset classes. If you take a look at the office 
sector, which was affected by COVID 19, or 
retail space, which is under pressure from online 
businesses, the future is not easy to predict.  
However, for the senior housing and the healthcare 
sector, investors face the specific risk that there’s 
no standardization of concepts. So there are very 
different concepts and types of use of buildings.

“ THE DIFFERENCES BETWEEN 
THE MARKETS THAT WE HAVE 
IDENTIFIED ARE REALLY 
SIGNIFICANT” 

INTERVIEW WITH DR STEFAN VOß  
Partner, CMS
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For example, there are buildings constructed for 
accessible housing, assisted living concepts, in-
patient and outpatient care, intensive care units, 
hospitals, doctors’ practices and combinations 
of various types of the above mentioned. 
This is a very fragmented market and it’s quite 
difficult for investors to find a clear product. 
However the experienced investors are able to deal 
with these tasks, as they are really determined to 
invest in this sector.

WHEN LOOKING AT THE ESG SIDE 
OF THE BUSINESS, WHAT ARE THE 
BIGGEST CHALLENGES, FROM A 
LEGAL PERSPECTIVE THAT INVESTORS, 
DEVELOPERS AND OPERATORS  
ARE FACING?

From a legal perspective, compliance with all the 
relevant stipulations is the biggest issue. On the 
one hand you must comply with European law. The 
taxonomy is in everybody’s mind and the regulation on 
sustainability-related disclosures in the financial sector. 
In addition to European law, we have to deal 
with the regulatory framework in each country. 
Unfortunately, there’s no consistent course of action.  

 
So each country has developed a different concept. 
And this is really something I can see in the market. 
It’s a burden for international investors. For the future 
it would be advisable if the legislative bodies try to 
streamline their laws so that all European countries 
use the same concepts.

Secondly, the law itself is changing constantly. So not 
only at the European level, but also the member states 
are publishing very frequently new laws, directives 
or amendments which must be complied with. 
 
A big task is also that there are different consequences 
of a non-compliance with energy saving rules. In 
Germany for instance, there are no restrictions at the 
moment (except for the obligation to install rooftop 

photovoltaic systems on new buildings in certain 
Federal States), whereas in the UK, the Netherlands 
and France the letting of “stranded assets” will not be 
allowed in the future (in the UK as from 1st April 2023) 
and fines may be applied. These different rules might 
potentially be an obstacle to keeping track on the 
road to the Paris agreement

YOU’VE ALSO DEVELOPED AN OVERVIEW 
FOR THE LEGAL FRAMEWORK IN TERMS 
OF CARE HOME FACILITIES ACROSS 
EUROPE. WHICH COUNTRIES, FROM 
A LEGAL PERSPECTIVE, DO YOU THINK 
HAVE THE EASIEST TO ACCESS? WHAT 
ARE THE DIFFERENCES BETWEEN 
MARKETS?

However the 
experienced investors 
are able to deal with 
these tasks, as they are 
really determined to 
invest in this sector

Easy access is possible 
where the healthcare 
system has already 
reached a certain level  
of regulation



THE SENIOR HOUSING AND HEALTHC ARE REAL ESTATE MARKET

46

I think in particular 
that new buildings and 
project developments 
are really interesting 
and on international 
investors’ radar

Easy access is possible where the healthcare system 
has already reached a certain level of regulation, such 
as France, Germany, the UK, Netherlands or Belgium. 
But also Spain, Italy and the Nordics seem to be 
attracting more and more international investors. 
 
Referring to our CMS European Care Homes 
Study, we identified quite significant differences, 
in particular regarding the regulatory environment 
and refinancing possibilities in the countries we 
reviewed.

In some countries, for example, Germany, it’s 
even more complex because you have to comply  
with different care laws in each Federal State.  
If a portfolio consists of properties which are located 
 

 in different federal jurisdictions it’s really getting 
complicated. That is a considerable obstacle. 
Overall, I think the differences between the 
jurisdictions that we have reviewed are really 
significant. A sound due diligence is a key success 
factor for an investment.

THERE’S A BIG FOCUS AT THE MOMENT 
ON OPERATIONAL REAL ESTATE, BUT 
OBVIOUSLY OPERATIONAL ACTIVITIES 
ARE UNDER PRESSURE. GOVERNANCE 
IS INCREASINGLY IMPORTANT, 
PARTICULARLY LOOKING AT THE SENIOR 
LIVING AND HEALTHCARE SECTORS. 
HOW CAN OPERATORS AND INVESTORS 
CREATE A MUCH MORE COMPLIANT 
BUSINESS?

This is a complex question and as every European 
country that we analyzed in the study has its own 
governance rules and regulating authorities. It was 
surprising that many countries have at least two 
different authorities which control and monitor 
healthcare operations. Some authorities are set up 
by the government. Others are organised by private 
institutions. As a guiding principle, I would say that  

 
operators, and investors as well, should be very 
transparent and share all important information with 
the authorities and shareholders.

In addition, good management and periodical 
internal quality inspections are advisable and are 
mandatory in nearly all countries. The participation of 
the occupants is quite important so that they have a 
chance to decide on certain concepts which affect 
their daily lives. And of course a stable relationship 
with the competent supervisory bodies is also 
helpful.

OBVIOUSLY THERE’S A BIG FOCUS ON 
ESG. WHAT MAKES THIS ASSET CLASS 

It was surprising that 
many countries have 
at least two different 
authorities which control 
and monitor healthcare 
operations
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MORE ATTRACTIVE FROM AN INVESTOR 
STANDPOINT IS THE SOCIAL IMPACT. 
WHAT’S YOUR VIEW ON MEASUREMENT 
BUT ALSO ON AREAS MORE TRICKY LIKE 
GREENWASHING AND VALUATIONS?

Measurement of energy and water consumption 
will of course be a key factor in the future. Only if 
you know your carbon footprint, you are able to 
decide on specific measures to reduce the negative 
impact on the environment. I have the impression 
that digitalization creates some good possibilities in 
this respect, in particular for new buildings. When it 
comes to metering and steering of building services, 
that’s really a task for older buildings.

Greenwashing is a very important matter that 
everybody is aware of. The problem is that the ESG 
criteria are not so easily accessible, and there’s a big 
“gray area” in particular regarding the social and 
governmental part of it.

We have detailed provisions on the environmental 
requirements - for example, on technical systems 
and the building specifics. With regard to the 
“S” and the “G” in ESG this is difficult. What  

 
would be a proper means of measurement in this 
respect? It’s therefore impossible to judge the 
compliance with social standards (which might 
differ from country to country) and the governance 
provisions. Hence it is always being discussed, 
as to whether the measures are really effective in 
reducing the negative impact on the environment. 
Another point which I would like to touch on is 
the “Green Lease”. There’s a conflict between the 
goal of creating a positive impact and reducing the 
financial burden on the tenant. Unfortunately, green 
measures are quite expensive. It’s a short term view, 
but this leads to a certain reluctance of the parties to 
agree upon strict regulations or obligations.

As a consequence, best efforts clauses are quite 
common in Germany and I think also in other 
European jurisdictions. We will see how the changing 
regulatory environment will influence the content  
of Green Leases in the future.

WHAT ARE YOU SEEING IN TERMS OF 
INVESTOR APPETITE FOR THIS PARTICULAR 
SECTOR?

I think the investor appetite is very large, but  the main 
problem is that there is a lack of good and adequate 
real estate in this respect. As the prices have risen 
in the last few years quite significantly the yields are 
very tight at the moment. But I think in particular that 
new buildings and project developments are really 
interesting and on international investors’ radar.

For the future it would 
be advisable if the 
legislative bodies try 
to streamline their laws 
so that all European 
countries use the same 
concepts
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AS PART OF OUR GOVERNANCE 
RESEARCH, CMS DID A DEEP DIVE  
INTO AUDITING INSTITUTIONS  
IN KEY EUROPEAN MARKETS

In the UK there are four jurisdictions with different 
regimes in place to regulate and monitor the safety 
and quality of healthcare and social care/care 
home services. Although the overarching aims and 
objectives are very similar, each regulator’s processes 
and procedures are nuanced and in practice dealings 
with them can be varied.

In Austria each Federal State operates its own Care 
Home Supervisory Authority. They are responsible 
for the supervision of institutions that primarily 
provide long-term care, while medical service by 
doctors is limited to a case-by-case basis.

In Belgium The ‘Care Quality Commission’, an 
independent regulator of the health and social care 
system in England is responsible for auditing the 
care institutionst. However, Belgium does have the 

‘Service Public Fédéral (SPF) santé, sécurité de la 
chaîne alimentaire et environnement’ to monitor the 
health care system.

In Germany each federal state has established a 
care home supervisory authority which supervises 
and advises care homes (including housing for senior 
citizens, short term care, hospices, nursing homes, 
assisted living (in some federal states)) with a main 
focus on protecting the interests and needs of the 
occupants. Additionally there are 15 regional medical 
services (“MD”) in Germany which have various 
responsibilities in the health sector. MD assists the 
health and nursing care insurance companies with 
medical and nursing care-specific matters.

In The Netherlands The Ministry of Public Health, 
Wellbeing and Sports (VWS) is the coordinating 
government body concerning matters of health and 
eldercare in The Netherlands. The VWS delegates 
it’s responsibilities concerning healthcare to  
a number of internal subdivisions and external 
affiliated institutions.

Norway has no supervisory authority relating 
specifically to the care home sector. However, 
all care service providers in Norway, including 
care home operators, whether operated publicly 
or commercially, are subject to supervision and 
government by the Norwegian Board of Health 
Supervision (Helsetilsynet), a national supervisory 
authority organized under the Ministry of Health 
Care Services.

CMS research

TO LEARN MORE 
DOWNLOAD THE FULL

CMS REPORT WITH
DETAILS REGARDING 

SELECTED COUNTRIES
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‘Beyond Esthetics’ for Altrecht designed by Studio 
id+ has been shortlisted for the FRAME Awards  
in the category ‘Healthcare Center of the year 2022’. 

This research based and user centered design is all 
about how a spatial environment can support people 
that need mental health support, in orientation, 
wayfinding and comfort. It is a project with  
a small budget but with a high impact. The client’s 
initial idea was to replace the old core with a new 

stairwell. However, we showed them the potential of 
renovating the existing stairwell and the surrounding 
traffic zone. This would allow us not only to improve 
wayfinding, but also free up the budget for an entirely 
different ambience and look in this part of the building.  
With a number of architectural interventions, Studio 
id+ laid the foundation for simplicity and structure 
in building A. Several of the empty shafts were 
connected to the corridor area and transformed 
into a pantry and copier corner. This freed up space 

in the transition area of the corridor. Also, all the 
waiting areas on the floors were positioned in the 
same space: near the pantry and immediately in 
view when entering a floor, and with extra daylight 
in the indoor corridor. Lastly, the fire barriers were 
relocated so that the access area around the central 
stairwell was uncluttered by doors and partitions.  
In addition to interventions in the architectural 
structure, the concept centered around clear-cut 
design and materials. Conceptually, we approached 

Healthcare 
Center of  
the year 2022

THE  N E THERL ANDS
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the cores as a central ‘object’ that serves as  
a memorable focal point and helps users orient 
themselves and navigate easily. The grayish, mid-
green tone of this central element is partly continued 
in a strip of the ceiling and the floor. New, light-
coloured flooring and a new ceiling create a sense of 
calm and cohesion, and the access area looks much 
brighter and fresher. This mood is enhanced by the 
new lighting. We replaced the existing fixtures with 
white-toned LED lighting. Combined with yellower 

lighting in the waiting areas, pantry and copier 
corners, this unifies the whole into a clear main 
route with support services and residential areas.  
Different elements distinguish the residential areas 
from the service zones. The waiting areas are playful, 
friendly and colorful environments, while the traffic 
areas are more restrained. As a final layer in the 
design, a special plan was developed for (part of) 
the signage. The routing is indicated at the entrance 
to the staircase; like the different wood tones, 

geometric symbols – triangles, circles or rectangles 
– help to identify individual floors. The different 
shades of wood finish appear in the pantries, the 
copier facilities, and the staircase cladding, too. The 
graphic elements also feature in the waiting areas, 
clustering the zones where announcements and 
brochures are held. The result is a legible design that 
makes it easier for users to find their way around, and 
enhances feelings of calm, warmth, and familiarity to 
create a conducive treatment environment.

Photo credits: Wouter van der Sar
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A healthcare building with 98 apartments for the 
eldery, six psychogeriatric residential groups and 
a neighborhood service center, a facilities center, 
physiotherapy, general practice and pharmacy 
designed by Evelien van Veen for AM Amsterdam. 

BUILDING DESIGN

When designing the building, the starting 

point was to create a building in the forest, with 
maximized views of the forest and access from 
the street to the forest. To this end, the building 
has been moved more to the north, in order to 
create an entrance square on the south side. 
To make the building light and blend into the forest, the 
building is made up of three wings, three building parts 
that fan out into the forest. They are linked pavilion-like 
wings, creating a smaller and more transparent whole. 

The three masses rise in height. The wing on 
the Burgemeester van Lennepweg is the lowest 
and is in line with the height of the buildings 
on the other side of the street. The middle 
wing ‘embraces’ the entrance square and the 
third and highest wing projects into the park. 
Transparency and undulating lines create 
an organic whole and allow the building to 
blend in more gently with its surroundings. 

Healthcare 
center Nieuw 
Overbos

THE  N E THERL ANDS
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In addition to the undulating terraces on the floors, 
the building also has outdoor spaces on the ground 
floor, which are part of the building’s design language. 
The building is thus rooted in and anchored to the 
landscape.

PLINTH

The communal facilities of the neighborhood 
support center, such as a communal living room with 
kitchen, workstations and a room for small events, are 
located on the ground floor and are located on the 
entrance square. In addition to this elderly hub, the 
plinth houses a general practitioner’s practice with a 
pharmacy, a physiotherapy practice with a practice 
room and a space for speech therapy. These facilities 
in the plinth make the square a public forecourt, with 
a terrace and facilities on the park side. Visitors from 
the neighborhood are invited to walk in the Sorgh 
forest because of the views and paths.

ENTRANCE SQUARE

A central entrance square for all users provides  
a representative entrance and an incentive for the use 
of the facilities of the community center in the plinth.

CENTRAL HALL

The various facilities, the highest tower apartments 
and the PG residential groups are accessible from the 
central hall. The functions and layout of the central 
hall have been further elaborated with the general 
practitioner’s practice and the residents of the 
apartments, which also have a small facility such as a 
coffee corner.

CARE APARTMENTS

As for the apartments, this is a great mix of social, 
medium and high rent also in the owner-occupied 
sector. It varies from two to five room homes 
with a different offer in finishing and care service. 
The care apartments are spread over the three wings 
and are about 90 to 130 sq m in size. All houses 
have a spacious outdoor area and with a lot of glass 
in the facade an unobstructed view of the forest. 
 On the top floor are two penthouses of approximately 
180 sq m per wing. The penthouses have an extra 
large terrace and a panoramic view of the area.

MATERIAL USE AND DETAILING

The balconies provide a transition, a link between 

the forest and the house. The balcony fences 
are made of white steel for a light appearance. 
The fences are constructed from steel strips that 
are twisted at various heights. For example, it is 
possible to vary them according to whether more 
transparency (in relation to the living rooms) or more 
privacy (in relation to the bedrooms) is desired. 
The facades are made up of vertical wooden parts 
of different widths, and vertical windows of different 
widths in wooden frames. The moving parts are made 
of aluminum in order to obtain a slender detailing.

USE OF COLOR

A different color has been used for each 
tower, for recognizability and routing. 
The colors on the walls and floors are adjusted in 
gradation according to the target group and function.
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A new cheerful, comfortable place to live, open to 
the outside world, where bonding and sharing take 
precedence. Combining ‘at home’ intimacy with 
shared space conviviality, Casa Barbara, a unique 
concept in France, opened its doors on 9 May 
2022 in the heart of Levallois-Perret. It is the result 
of an alliance between Korian, committed to serving 
seniors, the Trigano family, renowned creators of 
warm and festive living spaces (Mama Shelter, Club 
Med, etc.) and Pierre Gagnaire, a multi-starred chef.

Through Casa Barbara, Korian is pursuing its innovation 
strategy to meet the new needs and expectations 
of seniors who aspire to an active social life. More 
than a physical space, it offers a friendly, human 
experience. The decoration? “Like a country house,” 
signed by Sandra Benhamou. The restaurant menu? 
Elaborated by the great Pierre Gagnaire. The hosts? 
A couple who share daily life with the inhabitants. 

“With the launch of Casa Barbara, designed in 
collaboration with Serge and Jérémie Trigano and 
Pierre Gagnaire, we are redefining what senior 
living means by creating a warm place to live,” 
says Sophie Boissard, CEO of the Korian Group. 
In France, the concept will be implemented 
progressively in city centers, with another Casa 
Barbara opening planned for Nice in early 2023. 
Casa Barbara should also be established in other 
European countries where Korian is present.

FR AN CE

Senior  
co-living  
in France
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This new living space is in line with Korian’s 
development strategy to offer solutions adapted 
to the needs of seniors, a growing and diverse 
population. Since 2018, Korian has been expanding 
its inclusive, shared-housing network, Ages & Vie, 
which already includes 150 homes in France, plus 
300 more targeted by 2024. A concept that will be 
adapted in Europe, particularly in Germany, in 2022. 
 
The Korian Group has also developed a home services 

network, Petits-fils, the leading private French home 
help network comprising 260 agencies.

For Serge Trigano, Casa Barbara encompasses 
all the riches of a fulfilled life in one place. “Casa 
Barbara is first and foremost about protecting your 
health; meeting new people, because solitude 
doesn’t exist here; and living in flats, designed by the 
talented decorator Sandra Benhamou, adapted to 
your tastes and desires. It also means enjoying meals 

created by the renowned chef Pierre Gagnaire.  
It means making your dreams come true because 
you finally have the time, continuing to learn, passing 
on knowledge, welcoming your grandchildren in  
a festive atmosphere and giving even more meaning 
to this stage of your life. And then simply enjoying 
yourself because after a life of hard work, constraints 
and stress, it’s time to have a good time. “
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The care campus is conveniently located in  
a residential area in the city of Twistringen and 
accommodates 99 elderly people requiring 
continuous residential care. The building maximises 
natural light through the large windows and provides 
an intuitive environment for the residents. The care 
campus is characterised by its environmentally 
friendly design and energy-efficient systems such 
as a block heating power plant. Twistringen is part 
of the second framework agreement with Specht 

Gruppe, which was signed in September 2020. It 
will be operated by EMVIA LIVING group, a private 
German player in the elderly care market. EMVIA 
LIVING already operates several Aedifica sites and 
will also operate other care campuses that Aedifica 
is developing with Specht Gruppe.

“Contributing to the continued improvement of the 
sustainability of Aedifica’s real estate portfolio, the 
building uses energy-efficient systems such as a block 

heating power plant allowing the residents to always 
benefit from a comfortable indoor climate, resulting 
in a ‘B’ EPC[1] rating,” - said Raoul Thomassen, COO 
at Aedifica. 

The project has a total investment value of approx. 
€14.5 million. 

Care campus  
in Twistringen

GE R MA N Y
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Seniorenquartier Weyhe is located in a residential 
area and benefits from care hubs, where small- scale 
care for the elderly is possible within a larger structure. 
The care hub concept is based on the principle that 
care and living on a small scale offer residents more 
security. Here, the larger structure of a care home 
is divided into small communities (hubs) in terms of 
both buildings and the operational aspects. These 
hubs function independently of one another. They 
comprise a maximum of 12 apartments that are 

connected to one another by communal areas such 
as a living room, a dining area and a garden with a 
terrace. Seniorenquartier Weyhe accommodates 
109 elderly people in different care hubs, which 
create more nearness and security, the concept 
makes a substantial contribution to residents’ well-
being and the best possible care is being provided. 
Seniorenquartier Weyhe is part of the cooperation 
agreement with Specht Gruppe and also operated 
by the EMVIA LIVING group.

“Aedifica’s care campus in Weyhe, provides  
a differentiated care programme and combines 
conventional and more luxurious rooms with a care 
hub for people with dementia. It is a perfect example 
of how modern architecture can underpin the care of 
people with dementia. Investments were also made 
in energy efficient systems, resulting in a ‘B’ EPC[2] 
rating,” - said Raoul Thomassen, COO at Aedifica. 
The project has a total investment value of approx. 
€17 million. 

GE R MA N Y

Care campus  
in Weyhe
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This development of 9 innovative healthcare sites 
was made for approximately € 270 million,  
and the sites are let to Schönes Leben Gruppe. 
In addition, an exclusive cooperation was signed 
with the design and project management office 
responsible for the project’s design as well as 
work follow-up. This exclusive and sstate of the art 
real estate development is energy-efficient and all 
new constructions fit within the KfW programme. 

The 9 projects, of which the first one has just been 
delivered end September 2022tt, have a total of 
about 1,200 units. Schönes Leben Gruppe has 
developed its own residential care concept. In this 
integrated model, different complementary care 
services are provided to residents with very different 
care needs. Residents who live on campus receive 
a range of care services that evolves with their care 
dependency. Thanks to the excellent coordination 

and integration of these services, most residents can 
stay in their own home environment for a very long 
time. The campus also provides residential care 
centers for those  residents who can no longer be 
cared for through home or day care.

9 eco-friendly 
campuses  
in Germany

GE R MAN Y
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The newly-built nursing and care home in the city  
of Oleiros, Galicia, is operational since October 2021. 
This is a very representative and important project for 
Cofinimmo and the Spanish healthcare sector as it is 
the first healthcare project to be granted a BREEAM 
Excellent certification in Spain. Thanks to an energy 
intensity of 58 kWh, the building, which offers  
140 beds and a total surface area of approximately  
5,000 m², has achieved an A-level energy  
performance label.

With this project, Cofinimmo has set a trend  
in Spain to build healthcare projects as sustainably as 
possible, it is also one of a long list of new development 
projects with BREEAM Excellent certifications. 
The total investment value amounts to  
€ 11 million. The project is operated by Clece.  
Cofinimmo launched its activities in healthcare 
real estate in Spain in September 2019 with a first 
pipeline of five construction projects spread through 
Galicia, Valencia, Murcia and Andalusia. Since then, 

the group has considerably extended its portfolio in 
this geography, which consists of standing assets, 
greenfield projects as well as land reserves. In May 
2021, the group closed a major transaction which led 
to the acquisition of a portfolio of 18 well-maintained 
assets in operation, representing more than 2,700 
beds. Spain has been an important source for growth at 
Cofinimmo now boasting 27 operating sites, currently 
all nursing and care homes with 5 different leading 
operators and a large pipeline of future projects.

SPAIN

Nursing  
and care home 
in Oleiros
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‘Emera Carabanchel’ is a residential care center 
with a group of assisted living apartments located in 
Carabanchel (Madrid) that was built on behalf of the 
company. 

‘Emera Carabanchel’ offers 179 residential units 
in the residential care center and 11 assisted living 
apartments and are organized according to the 
cohabitation unit model. The residential care center 
boasts an in-house doctors’ and nurses’ practice, 

a physiotherapy practice, occupational therapy, a 
sensory stimulation room, a hairdressing salon and 
a pedicure room. With regards to sustainability, 
the project has obtained an EPC A certificate 
(Building Energy Rating) and features a number of 
energy-efficient solutions such as solar collectors 
for the production of hot water, solar panels for 
the production of electricity and full LED lighting. 
As a result, this project is fully in line with our future 
sustainability vision.

This project is operated by a subsidiary of Groupe 
Emera on the basis of a new long-term rental 
agreement of the ‘triple net’ type with a minimum 
duration of 15 years (renewable), which will be 
indexed annually.

The project, at a total investment value of  
€14.6 million, was acquired by means of an asset 
deal.

SPA IN

Residential 
care center  
in Carabanchel 
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Margaritha Maria Kerk is a church that has been 
redeveloped into a modern care residence 
containing 25 care apartments. The transformation of 
this project is a strong example of how Care Property 
Invest is injecting new life into existing buildings 
by converting them for other uses. It became a 
balancing act between preserving the most valuable 
elements of the church and creating a comfortable, 
but also unique, living environment for its residents.

“The transformation of the Maria Margaritha Kerk 
is a strong example of how Care Property Invest is 
injecting new life into existing buildings by converting 
them for other uses. It became a balancing act 
between preserving the most valuable elements 
of this church and creating a comfortable, but also 
unique living environment for its residents. This project 
also strengthens our cooperation with established 
healthcare operator Korian Nederland,” said Peter 
Van Heukelom, CEO of Care Property Invest. 

The project is operated by Senior Living B.V., a 
subsidiary of healthcare operator Korian Nederland, 
which entered into a ‘triple net’ long-term lease 
agreement with a minimum duration of 20 years 
with Care Property Invest. The project has a total 
investment value of €7.7 million.

THE  N E THERL ANDS

Modern care 
residence  
in Tilburg
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GE R MA N Y

In cooperation with the project developer ‘Specht,‘ 
a multigenerational place for elderly people, children 
and the residents was built in 2019. This new building 
complex was created at Worpswede (Bremen 
15km) to cover the evolving and multigenerational 
demands of the growing local municipality.  
At approximately 3,400 sqm stretched over  
3 floors is an inpatient care home – operated by 
and let to ‘Specht and Tegeler,’ a kindergarten, 
hairdresser and café complete the recently 

developed residential and local supply area. The 
inpatient care offers 54 light-flooded single bed 
rooms. The facilities are barrier-free accessible 
and have premium quality and a modern fit-out.  
The kindergarten is operated by ‘SOS Kinderdorf’ 
and offers a broad concept with its child day 
care, remedial groups, family counseling 
and various multigenerational projects.  
The structure of the building with its reception area and 
the café, which is run externally, grants access to the 

public and its clients. Due to the integrative location 
within one property it will lead to various opportunities 
and small social meeting places for all customers.  
Due to the general need for more senior housing in 
Germany, the facility has been successfully operating 
ever since its opening. Within a span of a couple of 
months the nursing home runs at full capacity and 
benefits from long-term and stable leases.

A mixed use with 
nursing home  
in Germany
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With the interdisciplinary salutem practice clinic  
in Heidelberg, a place is being created in cooperation 
with the local project developer Erhard & Stern, 
where everything revolves around health on around 
9,700 m² and four floors. At one of the leading 
medical locations, in the middle of Heidelberg’s new 
district Bahnstadt, various medical services, health-
related services as well as a pharmacy and a café will 
be provided.

Thanks to timeless architecture and the highest 
standards, the property, which will be completed 
as a passive house, not only meets the requirements 
of an outpatient surgery center, but also satisfies 
sustainability expectations. In addition, it fits perfectly 
into the attractive living and working environment, 
which is characterized by mixed-use assets and 
clear lines in the urban design. The property is 
well connected to public transport and offers 115 

barrier-free parking spaces as well as an in-house 
underground car park.

Center for 
healthcare  
in Heidelberg

GE R MA N Y
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The Senior Housing & Healthcare Association 
was established in 2020 as an industry initiative 
to help create alignment between operators, 
investors and stakeholders including banks 
and governments. Our members and partners 
operate across Europe ensuring that the SHHA 
is well-positioned to support the transition within 
the sector and help prepare the market for the 
significant increases in future demand. 

We promote, drive and encourage the maturity of 
the international senior housing and healthcare 
real estate investment markets, to help address 
the post-Covid changes and make it future-proof.  

ABOUT Senior 
Housing  
& Healthcare 
Association
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PROVIDING RESEARCH THAT 
COVERS KEY EUROPEAN MARKETS 

There is a lack of unbiased research, in terms 
of data and in-depth qualitative analysis. The 
SHHA will establish a source of reliable, readily 
accessible, headline research covering key 
European markets.  

CONSISTENT INDUSTRY 
TERMINOLOGY

There is a lack of consistency in terminology, 
creating confusion within the market. The aim is 
to define a consistent set of industry terminology 
to support operators, service providers and 
investors.

LEARNING & SHARING BEST 
PRACTICES

Sharing best practices - companies and projects 
- throughout the real estate chain and learning 

from one another within international markets,  
in both opco and propco. 

DRIVING DEALFLOW 

Facilitate underwriting by articulating the 
resilience and defensive character of the asset 
class through clear KPI analysis and comparison 
with other asset classes.

ENCOURAGE IMPACT INVESTING

Measurement and valuation on performance of 
ESG and SDG criteria.

CLARIFYING REGULATIONS  
AND POLITICS 

Sharing insights on changing regulations, both 
at a national and European level. Next to this, 
we develop thought leadership on multi-stake, 
political tasks. 

   We organise first-class events, 
including expert panels at 
MIPIM, EXPO Real and Provada

   SHHA special section in every 
issue of the Real Asset Insight 
magazine that reaches 30,000 
global readers 

   Publish up-to-date content  
at Real Asset Insight (print  
& online) and SHHA website

   Share knowledge and 
experience of our members 
through webinars and 
masterclasses 

   Offer networking opportunities 
to bring industry experts 
together

HOWOUR GOALS



THE SENIOR HOUSING AND HEALTHC ARE REAL ESTATE MARKET

68

Join Us

Sylwia Ziemacka
sylwia.ziemacka@shha.international

SHHA - driving  
the senior housing  
and healthcare  
sector forward

One thing that we can be sure in this unpredicted 
times is that we won’t be able to reverse  
the demographic trend in Europe. Investing 
in senior housing and healthcare is investing  
in the quality of life. 

JOIN US TO SHAPE THE VOICE  
OF THE INDUSTRY AND FOLLOW  
THE OPPORTUNITIES  
THAT ARE AHEAD!

www.SHHA.international


