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INTRODUCTION 

This memorandum presents key findings from Strategic Economics’ assessment of market readiness for 
transit-oriented development (TOD) along both the existing Metro Rail Corridor and near the stations on 
the proposed rail extension into the Town of Amherst. This study is a follow-up to previous work Strategic 
Economics produced for the Niagara Frontier Transportation Authority (NFTA) on the economic benefits 
of a Metro Rail expansion in the Buffalo region. In the earlier report, Strategic Economics found that the 
entire corridor, including the existing and extended rail line, could support approximately 3,200 new 
housing units and almost 17,000 new jobs by 2040. At an aggregate level, this suggests strong demand for 
TOD. However, translating this demand into actual investment in either existing buildings or new 
construction will require many steps, including an understanding of how future TOD demand translates 
into future TOD supply. 
 
The purpose of this memo is to provide insights into this process by analyzing “market readiness” for 
investment using real estate transactions as a measure of the relative market value of various locations along 
the corridor. The assumption is that as market values increase for various uses, the financial return to 
investors will be sufficient to warrant investment in one of three types of TOD: 1) reinvestment in existing 
buildings for similar uses; 2) reuse of existing buildings for new uses; and, 3) redevelopment of existing 
properties for more intensive use. By identifying areas of market strength and weakness, this report will 
identify where the market has already, or will likely, support transitions in land use and/or development 
densities, and how and where transit is likely to have a positive impact on the market.  
 
Because this analysis is measuring TOD market readiness for the entire corridor, not for individual 
properties, or even station areas, the findings identified below are relatively general. Real estate sales 
transactions over time by use and by corridor segment are used as the proxy for investment value, and as 
sales prices have increased to match or exceed prices within broader geographies, segments along the 
corridor have been deemed more or less market ready for TOD. 
 
More specifically, this analysis examines TOD market readiness within the half-mile “buffer” including 
both the current Metro Rail line and its proposed future alignment – spanning from Downtown Buffalo to 
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the University at Buffalo North Campus in Amherst (Figure 1). To understand variation along the corridor, 
the study area is divided into four segments:  
 

• Segment 1 Downtown Buffalo, from Erie Canal Harbor to Allen/Medical Campus station  
• Segment 2 Main Street, from Summer-Best to University station   
• Segment 3 Niagara Falls Blvd/Eggertsville, from University to Maple Ridge station  
• Segment 4 University at Buffalo/Audubon, from Maple Ridge to Dodge Road station  

 
With these objectives in mind, the memorandum is organized in four main sections, followed by an 
appendix:  
 
I. Introduction (p. 1)  
II. Report Methodology (p. 4)  
III. Findings (p. 7) 

a. Corridor Overview 
b. Performance by Segment  
c. Performance by Land Use Type  

IV. Conclusions and Implications for TOD (p. 25) 
V. Appendix (p. 31) 
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Figure 1. Study Area  

 



 

Buffalo LRT TOD Market Readiness | June 2017 4 

REPORT METHODOLOGY 

The findings of this report are based primarily on a time-series analysis of parcel-level sale transactions. 
The dataset used consists of all sales transactions that occurred between 1997 and 2016 for all product types 
within a specific sample of parcels located in the half-mile corridor1. 
 
The change in average sale price per square foot is the main metric used to compare relative market strength 
– both across segments and across product types (residential, commercial/retail, office, and industrial uses). 
This measure is used as a proxy for market performance. The advantage of this measure is that it allows 
standardized comparisons across segments, despite differences in their respective sample size and land use 
composition. 
 
The product types used are defined below:  

• Residential: single-family, multifamily apartments, condominiums, and all other residential uses 
• Commercial: retail, eating/drinking places, personal services, hotel, auto-oriented, and 

arts/entertainment uses 
• Office: office and R&D uses 
• Industrial: manufacturing, warehouse, distribution, and other general industrial uses 

 
Nearly 8,000 unique parcels located within the half-mile corridor were tracked for this analysis. Areas along 
key commercial avenues and in major residential areas were more heavily sampled, to increase the 
likelihood of capturing major transactions and trends. Table 1 summarizes the number of parcel sampled 
for each segment as a share of all parcels found within that given segment. Figure 2 illustrates the location 
of parcels sampled. Although parcels were not sampled randomly2, the sample size is large enough to offer 
robust big-picture trends over time. Furthermore, all findings are aggregated by segment or by product type, 
thus also ensuring more robust conclusions.  
  
 
Table 1. Parcels Sampled for the Sale Transaction Analysis, Compared to All Parcels in the Half-
Mile Transit Corridor  

 
Total Parcels 
in Segment* 

Parcels 
Sampled  

Percent of All 
Segment Parcels  

Percent of All 
Sample Parcels 

Segment 1 Downtown Buffalo  2,872 1,393 49% 18% 

Segment 2 Main St. Buffalo 11,006 5,235 48% 66% 

Segment 3 Niagara Falls Blvd./ Eggertsville 6,725 1,196 18% 15% 

Segment 4 University at Buffalo/ Audubon 684 133 19% 2% 

Total Half-Mile Corridor  21,287 7,957 37% 100% 
*Sample parcel count is based on unique parcel address (Erie County Assessor Data). 
Source: Erie County, 2015; Landmax, CBRE, WSP, and Strategic Economics, 2017.   
 

                                                      
 
1 This dataset was collected and provided by Landmax; subsequently refined by CBRE and WSP; and finally analyzed 
by Strategic Economics.  
2 As seen in Table 1, approximately half of all parcels found in Segment 1 and Segment 2 were sampled, while 20 
percent of parcels in Segment 3 and 4 were sampled. Furthermore, due to the large number of parcels and sample 
parcels in Segment 2, transactions from this segment represent a large share (66 percent) of the total sample. It is also 
worth noting that parcels were not sampled proportionally to the land use makeup of the segment.   
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Finally, the sale transaction analysis described above was supplemented by other data relating to market 
conditions in the corridor and the region, including: office and retail lease rates from 2007-2016 (from 
CoStar); residential multifamily rents from 2007-2016 (from CoStar); as well as residential median sale 
price from 1997-2016 (from Zillow). 
 
The combination of sale price analysis and lease rate analysis paints a picture of the market from both an 
investor’s perspective – looking at products as long-term assets – and from a local market perspective – 
understanding the current conditions and valuation of real estate products. Together, these measures 
characterize the relative performance and strength of various markets.  
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Figure 2. Parcels Sampled for Sale Transactions Between 1997-2016 
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FINDINGS 

CORRIDOR OVERVIEW  

The corridor’s basic market activity – as measured by the total number of sale transactions - grew 
significantly in the past two decades (Figure 3). Given the constant number of sample parcels tracked, the 
number of transactions jumped from 178 in 1997 to over 460 in 2016 – an increase of 160 percent.  
 
Between 1997 and 2016, market activity in Segments 1, 2, and 3 multiplied at comparably high speeds. 
The number of transactions in Segments 1, 2, and 3 followed the corridor’s overall trend, increasing by 
similar rates over the same period. However, Segment 4, which already displayed a smaller number of 
transactions compared to other segments in 1997, also had a notably slower increase in sale transaction 
activity (60 percent growth from 5 transactions in 1997 to 8 transactions in 2016). To some extent, this may 
reflect that nature of the underlying ownership pattern in Segment 4.  This area has a significant number of 
office and industrial developments: these are often purchased and held by large investment groups, with the 
expectation that the return on investment is generated by the property’s cash flow, rather than its speculative 
value at resale. 
 
Transaction activity in the corridor has been moderately responsive to broader economic trends, and 
has slowed down during major recessions. Figure 3 highlights how transaction activity was affected 
during the two major recessions of the last two decades, namely the 2001-2002 recession following the 
Dot-com bust and 9/11 attacks, and the 2007-2009 subprime mortgage crisis. Transaction activity stagnated 
only slightly following the recession in the early 2000s, but dropped more significantly – especially in 
Segments 1 and 2 – during the Great Recession. However, transaction numbers recovered and surpassed 
previous levels between 2010 and 2016, despite a short but deep dip in 2014.  
 
Perhaps more telling than the number of transactions is the average sale price of products being sold. Figure 
4 shows the change in average sale price for all product types across the half-mile corridor. 
 
Despite various fluctuations, between 1997 and 2016 the corridor showed a 75 percent increase in the 
sales value of all real estate product types. Average sale price per transaction increased from $58 per 
square foot in 1997 to $100 per square foot3 in 2016. Although stagnant between 1997 and 2002, sale prices 
experienced a period of strong growth after the Dot-com bust up until 2006. Since then, sale prices have 
fluctuated between $60 and $90 per square foot. However, in the last two years, they have started to recover 
and even surpass the mid-2000s peak, reaching a new peak of $100 per square foot 2016.   
 
 
 

                                                      
 
3 All dollar amounts are expressed in 2016 dollar values.  
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Figure 3. Total Number of Sale Transactions in Sample, 1997-2016 
 

Source: Landmax, CBRE, WSP, and Strategic Economics, 2017.   
 
 
Figure 4. Average Sale Price for All Transactions in Sample, 1997-2016 

 
All sale price amounts are expressed in 2016 dollars.  
Source: Landmax, CBRE, WSP, and Strategic Economics, 2017.   
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PERFOMANCE BY SEGMENT   

To understand market readiness for TOD, relative strengths must be identified at the segment-level. Table 
2 summarizes change in average sale price between 1997 and 2016, by segment. The corresponding data 
shown year-by-year is also included in Appendix A. Key findings are as follows: 
 
Segment 2 has had the strongest marginal increase in overall market performance. While this segment 
commanded low sale prices in 1997 ($50 per square foot), these values doubled in the last 20 years ($101 
per square foot) and are now at competitive levels with Segment 1 and Segment 4, and even surpass 
Segment 3.  

 
Segment 1 has had a modest marginal increase in market performance. Between 1997 and 2016, 
average sale prices increased from $76 to $100 per square foot. Although its marginal market growth is 
smaller than Segment 2, Segment 1 finds itself today in a competitive position.  
 
Segment 3 has had a relatively weak market performance in the last 20 years, and has become 
relatively less competitive compared to more central segments. Between 1997 and 2016, Segment 3 saw 
the slowest increase in average sale price. While this segment appeared to command the highest sale prices 
in 1997 ($78 per square foot), it commanded the lowest prices overall in 2016 ($88 per square foot).  
 
Segment 4 has had a relatively marked growth in sale price and continues to remain a higher-priced 
area than other parts of the corridor. With an average sale price of $120 per square foot in 2016, Segment 
4 is considerably higher-priced than other segments.  
 
Therefore, segments more central and accessible to and from Downtown Buffalo (Segment 1 and 2) 
have experienced more growth in their market values; whereas Segment 3 has had a more lagging 
market.  
 
The new Buffalo Niagara Medical Campus is driving most of the value increases in Segments 1 and 
2, while Segment 3 has not yet experienced the same level of transformative investment. The job 
growth in Segment 1 associated with completion of the Buffalo Niagara Medical Campus has helped both 
the office market in Segment 1 and the housing market in the southern section of Segment 2.  Segment 3, 
is also transitioning, although more slowly.  The reinvestment in Northtown Plaza is an early indicator of 
this process.  The eventual sale of Boulevard Mall could also eventually have a significant impact on 
Segment 3’s overall real estate values.  However, based on  
 
 
Table 2. Average Sale Price Per Square Foot for Transactions of All Product Types, by Segment    

 

Average Sale 
Price Per Sq. Ft. 

1997 

Average Sale 
Price Per Sq. Ft. 

2016 

Absolute 
Change 

1997-2016 

Percent 
Change 

1997-2016 

Segment 1 Downtown Buffalo $76 $101 $24 32% 
Segment 2 Main St. $50 $101 $52 105% 
Segment 3 Niagara Falls Blvd/ Eggertsville $78 $88 $10 13% 
Segment 4 University at Buffalo/ Audubon $71 $120 $50 70% 
Half-Mile Corridor $58 $100 $42 73% 

All sale price amounts are expressed in 2016 dollars.  
Source: Landmax, CBRE, WSP, and Strategic Economics, 2017.   
See Appendix A for full data.   
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Figure 5 illustrates the concentration and intensity of sale prices for recent transactions only. It highlights 
that each segment does not have a uniform distribution of market activity; rather, each segment has nodes 
that are stronger or weaker in today’s market. Key findings are below:  
 
Downtown, Allentown, Bryant, and Elmwood Village – located in Segments 1 and 2 – display the 
strongest market nodes in the corridor. This corresponds to trends observed in Table 2.  

 
In Segment 2, strong market activity is found throughout the southern and western parts of the 
segment only, namely near Utica and Summer-Best stations, as well as westward of Main Street, near 
Humboldt/Hospital and Amherst stations. The eastern half of Segment 2 has limited activity.  
 
In Segments 1 and 3, market activity is concentrated in a small number of nodes. For instance, in 
Segment 3 has two main nodes, near the Northtown Plaza station and between University and Eggertsville 
station; Segment 1 has a strong concentration of activity in the north-west corner – although these are 
somewhat more diffuse than Segment 3’s nodes.     
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Figure 5. Density of Average Sale Price Per Square Foot for All Transactions, 2014-2016 
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PERFORMANCE BY LAND USE TYPE  

In this section, market performance is broken down by land use type. Corridor-wide trends are described 
below (and summarized in Table 3).  
 
Sale prices for office uses were the highest of all other uses in 1997, and remain so in 2016. Their value 
has increased at a similar rate (72 percent) as the average for all transactions. 

  
Commercial products experienced the highest increase in sale price value over time, in both absolute 
numbers and percentages. Although commercial products sold at a lower price than residential products in 
1997, they have now caught up, and even slightly surpassed, residential uses.  
  
Residential products performed well in the last two decades, with a 45% increase in average sale price. 
Although residential uses did not increase as much as commercial and office uses, they remain not too far 
behind, with sale prices hovering around $84 per square foot in 2016.  
 
Industrial products declined in value and lost their relative position compared to other uses. Although 
it has seen considerable fluctuation since 1997 (see Appendix A), the average sale price for industrial 
products was down to $18 per square foot in 2016– noticeably lower than other product types. This 
demonstrates one important reason that adaptive reuse projects make financial sense: an industrial product 
can be purchased at a low price and, if transformed into an office, commercial or residential product instead, 
can be later resold at a much higher price.  
 
In the following sections, residential, commercial, and office, and industrial uses and their market strength 
by segment are examined in turn. 
 
 
Table 3. Average Sale Price Per Square Foot by Product Type, across the Half-Mile Transit Corridor   

 

Average Sale 
Price Per Sq. Ft. 

1997 

Average Sale 
Price Per Sq. Ft. 

2016 
Absolute Change 

1997-2016 
Percent Change 

1997-2016 

Residential  $58 $84 $26 45% 
Commercial $45 $97 $52 115% 
Office $63 $108 $45 72% 
Industrial $60 $18 -$42 -70% 
Parking or Vacant Land* $19 n/a n/a n/a 
All Product Types $58 $100 $42 73% 

All sale price amounts are expressed in 2016 dollars.  
*Data is insufficient to provide an average sale price in 2016.  
Source: Landmax, CBRE, WSP, and Strategic Economics, 2017.   
See Appendix B for full data.   
 

Residential Market Performance 

Segment 1 and 2 have the strongest residential markets within the corridor, with steady increases in 
residential sale prices in the last 20 years (Table 4). Segment 1, which displayed some of the highest sale 
prices in 1997, has continued to grow and in 2016 still offers high prices. Segment 2, although offering very 
low prices in 1997, has caught up and now has relatively strong residential prices relative to the rest of the 
corridor. Also, Segment 2 has surpassed Segment 3 in terms of residential sales values.  
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In contrast, the residential market in Segment 3 has witnessed a small but steady decline, as evidenced 
by a negative growth in residential sale prices (Table 4). While Segment 3 used to display sale prices 
much higher than the corridor-wide average, and higher than Segment 2, in 2016 its residential market value 
dropped to the lowest among the four segments. Although this might be due to the higher prevalence of 
single-family homes in this area, this still demonstrates that Segment 3 is not keeping up with the growth 
that occurred in Segments 1 and 2.  
 
Segment 4 also shows an overall downward trend for sale prices (see Appendix C). Although values 
remain higher than the corridor-average, sale prices are not growing in value.  
 
 
Table 4. Average Sale Price Per Square Foot for Residential Sales, by Segment   

 

Average Sale 
Price Per Sq. Ft. 

1997 

Average Sale 
Price Per Sq. Ft. 

2016 

Absolute 
Change 

1997-2016 

Percent 
Change 

1997-2016 

Segment 1 Downtown Buffalo $82 $116 $34 42% 
Segment 2 Main St. $52 $82 $29 56% 
Segment 3 Niagara Falls Blvd/ Eggertsville $75 $70 -$5 -7% 
Segment 4 University at Buffalo/ Audubon* n/a $92 n/a n/a 
Half-Mile Corridor $58 $84 $26 45% 

All sale price amounts are expressed in 2016 dollars.  
*Data is insufficient to provide an average sale price in 1997.  
Source: Landmax, CBRE, WSP, and Strategic Economics, 2017.   
See Appendix C for full data.   
 
 
Looking at nodes of high-priced residential sales from 2014 to 2016 (Figure 6) further confirms these trends:   
 
The most marked concentrations of high residential sales values are found in the north-western 
portion of Segment 1, and the southern and western portions of Segment 2. Several market rate 
residential projects are partly contributing to these high values. In turn, the eastern neighborhoods along 
Main Street (Masten Park, Fruit Belt, Cold Springs…) have suffered from disinvestment and vacancies, 
and only a few pockets emerge on the east side, such as near LaSalle and Delavan/Canisius College stations.  
 
Segments 3 and 4 show much more sparse concentrations of high prices for residential products. The 
southern portion of Segment 3 between Eggertsville and Northtown Plaza stations is the exception, with 
modest sale prices evenly distributed in the neighborhoods surrounding these potential future stations.  
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Figure 6. Density of Average Sale Price Per Square Foot for Residential Sales, 2014-2016   
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Comparing median sales prices in the City of Buffalo and the Town of Amherst (Figure 7.a.) to average 
sales prices in the half-mile corridor (Figure 7.b.) provides useful context for the segments’ overall 
performance. Because the data are not showing the same measure of value, they are shown in two separate 
charts (the city level data are stated as a median value, which is the only format in which the data are 
available, while the corridor level data have been stated as a mean, or average value4). Although a direct 
comparison of sales value between these geographies is not possible due to these differences, general 
trajectories over time and relative changes in value provide important insight: 
 
The half-mile corridor today is more competitive than the City of Buffalo in terms of sales value. 
While the City of Buffalo experienced a slight decline in median sale price per square foot since 1997, the 
half-mile corridor increased in sales value. The corridor and the City had similar sales values in the late 
1990s, but by the mid-2000s, the corridor surpassed the City of Buffalo, and has on average reached values 
closer to that of the Town of Amherst.  
 
Of note, looking back to data from Table 4, the residential market in the more centrally-located Segments 
1 and 2 has experienced a similar trajectory to the corridor overall and has become more robust than the 
City of Buffalo over time. In contrast, Segment 3 and 4 have had sales values higher than the City of Buffalo 
for most of the past two decades, but the gap between the City of Buffalo and Segment 3 has been closing 
in recent years. Finally, Segment 3 and 4 have not kept up with the Town of Amherst’s increases in 
residential sale prices. 
 
 
  

                                                      
 
4 The data displayed in Figure 7.a. is Zillow’s median sale price per square foot for all homes, while the data displayed 
in Figure 7.b. is the average sale price for the half-mile corridor, computed based on the parcel-level data provided by 
Landmax and CBRE. Because average measures tend to show higher values than median measures for variables such 
as prices, a direct comparison is not possible. However, general trends and relative changes in value can still be 
surmised from these different data sources. 
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Figure 7.a. Median Sale Price Per Square Foot in the City of Buffalo and Town of Amherst, all 
Residential Types, 1997-2016  

 
Data pulled for Q4 of each year. Values are expressed in 2016 dollars.   
Source: Zillow, 2017; Strategic Economics, 2017.   
 
 
 
Figure 7.b. Average Sale Price Per Square Foot in the Half-Mile Corridor, All Residential Types, 1997-
2016   

 
Data pulled for Q4 of each year. Values are expressed in 2016 dollars.   
Source: Landmax, CBRE, WSP, and Strategic Economics, 2017.  
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Residential rents for multifamily product (Figure 8) complement the data on sale price, as they provide a 
more direct measure of current market conditions and the immediate value placed on multifamily properties, 
which are also the preferred residential TOD product type.  
 
Average multifamily rents in 2016 in the corridor point towards relative market strength for higher 
density, i.e. TOD housing products, in different segments of the corridor. Notably, rents in Segment 1 
are lower than the regional average, whereas rents in Segment 2 are relatively strong – indicating a real 
potential for new multifamily products in Segment 2.  
 
While residential sale prices have increased over time, especially in Segment 1 and 2, multifamily 
rents have remained relatively stable over the last decade. While Segment 1 has had a steady upward 
pressure in sale prices, its residential rents remain lower than the regional average, and lower than other 
parts of the corridor. This trend in rents is similar across the region and across all segments other than 
Segment 4. This may represent a near-term barrier to new construction, as current rents are sufficient to 
provide an adequate return for property acquisition, but not for new construction. New construction requires 
a higher return because costs and risks are higher.  
 
In Segment 3, rents are higher than the regional average, but sale prices remain relatively low. This 
indicates another potential opportunity to leverage new investment.  
 
In Segment 4, multifamily rents have decreased significantly in the last ten years – and as described 
above, sale prices have also been in decline. In other words, the residential rental market in Segment 4 is 
not as strong as it was before the recession, nor is it currently competitive with Segments 2 or 3. 
 
  
Figure 8. Multifamily Monthly Asking Rent Per Square Foot, by Segment, 2007-2016 

 
Data pulled for Q4 of each year. Values are expressed in 2016 dollars.   
Source: CoStar, 2017; Strategic Economics, 2017.  
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Commercial (Non-Office) Market  

Table 5 summarizes change in average sale price for commercial transactions over time, and Figure 10 
shows the concentration of high sale prices for recent (2014-2016) transactions:  
 
Segment 3 has considerably higher sales values for commercial products than any other segment. In 
both 1997 and 2016, sale prices in Segment 3 were over $50 more per square foot than other segments5. 
Although these values have fluctuated over the time period analyzed, (see Appendix C), they have remained 
higher than other areas overall. Segment 3 is well positioned to capitalize on this pre-existing asset. 
 
Segment 1 experienced a definite strengthening in its commercial market, with average sale prices 
having doubled between 1997 and 2016. This increase in value of commercial products now places Segment 
1 as a relatively competitive segment for commercial properties.  
 
Segment 2, however, has not fared as well as other segments. While it had sales values comparable to 
Segment 1 in 1997, by 2016, Segment 2 trailed behind the other three segments, despite a modest increase 
in sales value. 
 
Sale prices for commercial products must also be considered in conjunction with retail rents (Figure 9): 
 
Although most segments experienced increases in sales values, retail rents, on the other hand, have 
remained flat or declined in the past 10-20 years. Retail rents across the region and in most segments, 
have been in decline since 2007. These declines are most marked in Segments 1 and 2, which now have 
lower rents than the regional average, which was not the case in 2007.   
 
As Figure 10 shows, in the last two years analyzed, high-value commercial transactions were clustered in 
a few specific nodes along the corridor While Segment 2 had very few locations where commercial 
transactions were generating mid- to high sales values, the highest-priced areas were located in Downtown 
Buffalo/Allentown, and in key commercial areas of Segment 3, such as around Boulevard Mall and along 
Maple and Eggert Roads.  
 
 
Table 5. Average Sale Price Per Square Foot for Commercial Sales, by Segment 

 

Average Sale 
Price Per Sq. Ft. 

1997 

Average Sale 
Price Per Sq. Ft. 

2016 

Absolute 
Change 

1997-2016 

Percent 
Change 

1997-2016 
Segment 1 Downtown Buffalo $33 $69 $36 108% 
Segment 2 Main St $32 $49 $17 53% 
Segment 3 Niagara Falls Blvd/ Eggertsville $108 $172 $64 60% 
Segment 4 University of Buffalo/ Audubon* n/a $161 n/a n/a 
Half-Mile Corridor $45 $97 $52 115% 

All sale price amounts are expressed in 2016 dollars.  
*Data is insufficient to provide an average sale price in 1997.  
Source: Landmax, CBRE, WSP, and Strategic Economics, 2017.   
See Appendix D for full data.  
 
 
 

                                                      
 
5 Segment 4 had too few transactions to accurately be compared to Segment 3.  
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Figure 9. Retail Annual Direct Rent (Triple Net) by Segment, 2007-2016 

Data pulled or Q4 of each year. Annual rents are adjusted to 2016 dollar values.  
Source: CoStar, 2017; Strategic Economics, 2017.   
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Figure 10. Density of Average Sale Price Per Square Foot for Commercial Sales, 2014-2016   
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Office Market Performance 

Looking at the change in average sales values for office properties (Table 6) and office rents (Figure 11), 
the following conclusions can be drawn:  
 
Segments 1, 2 and 4 have seen a general upward trend in their office market values, measured in 
terms of sale transaction price. Segment 1 and 2, in particular, have had similar increases from $50-60 
per square foot to over $100 per square foot. These segments now have higher values than Segment 4 – 
although this segment has also experienced some limited growth.  
 
The office lease rates confirm the overall competitiveness of Segment 1 for the office market relative 
to other parts of the corridor, and even relative to the region (Figure 11). This is a strength of the 
Downtown area: Segment 1 has the highest office rents in the corridor, and lease rates have increased in 
the last five years –the only segment in the corridor to have this kind of upward trend for rents. Figure 12 
further illustrates this point, showing that the highest value node for office properties is in Downtown 
Buffalo, in the CBD area west of Fountain Plaza station. A strong cluster is also present around the 
Allen/Medical Campus station.  
 
Segment 2 also appears to have one single major cluster of office activity, in the southern portion, 
surrounding Utica station along Main Street (Figure 12).  
 
Segment 4 office rents have declined slightly over time, but overall, this segment is still tracking with 
regional trends (Figure 11). This indicates that the office market in Segment 4 might hold potential for 
TOD. As shown in Figure 12, there are small nodes of sales activity in Segment 4 in the various office 
parks located north of the University at Buffalo North Campus.   
 
However, Segment 3 has seen a decline in average sales values, and a marked decline in office rents 
(Figure 11). As seen in Figure 12, the small pockets of office activity in Segment 3 are isolated from each 
other and do not appear strong, relative to other areas.  
 
 
Table 6. Average Sale Price Per Square Foot for Office Sales, by Segment 

 

Average Sale 
Price Per Sq. Ft. 

1997 

Average Sale 
Price Per Sq. Ft. 

2016 

Absolute 
Change 

1997-2016 

Percent 
Change 

1997-2016 

Segment 1 Downtown Buffalo* n/a $110 n/a n/a 
Segment 2 Main St. $57 $137 $80 139% 
Segment 3 Niagara Falls Blvd/Eggertsville* n/a $79 n/a n/a 
Segment 4 University of Buffalo/Audubon $71 $89 $18 25% 
Half-Mile Corridor $63 $108 $45 72% 

All sale price amounts are expressed in 2016 dollars.  
*Data is insufficient to provide an average sale price in 1997.  
Source: Landmax, CBRE, WSP, and Strategic Economics, 2017. 
See Appendix E for full data.  
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Figure 11. Office Annual Gross Rent by Segment, 2007-2016 

 
Data pulled or Q4 of each year. Annual rents are adjusted to 2016 dollar values.  
Source: CoStar, 2017; Strategic Economics, 2017.   
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Figure 12. Density of Average Sale Price Per Square Foot for Office Sales, 2014-2016   
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Industrial Market Performance 

The number of industrial sales transactions by segment is too small to draw reliable conclusions about the 
relative performance of industrial products in the half-mile corridor. Furthermore, data on industrial lease 
rates were not collected for the segments due to the limited number of industrial parcels in the sample. 
However, Table 7 shows that, between 1997 and 2016, industrial property values dropped considerably.  
Given the relative value difference between residential rents and industrial land values, it is easy to 
understand why there have been many adaptive reuse projects along the corridor in recent years, where old 
industrial buildings have been converted to residential, or even office, uses. 
 
  
Table 7. Average Sale Price Per Square Foot for Industrial Sales, by Segment 

 

Average Sale 
Price Per Sq. Ft. 

1997 

Average Sale 
Price Per Sq. Ft. 

2016 

Absolute 
Change 

1997-2016 

Percent 
Change 

1997-2016 
Segment 1 Downtown Buffalo* n/a $19 n/a n/a 
Segment 2 Main St* n/a $17 n/a n/a 
Segment 3 Niagara Falls Blvd/Eggertsville* $60 n/a n/a n/a 
Segment 4 University of Buffalo/Audubon* n/a n/a n/a n/a 
Half-Mile Corridor $60 $18 -$42 -70% 

All sale price amounts are expressed in 2016 dollars.  
*Data is insufficient to provide an average sale price for cells marked with “n/a”.  
Source: Landmax, CBRE, WSP, and Strategic Economics, 2017. 
See Appendix F for full data.  
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CONCLUSIONS AND IMPLICATIONS FOR TOD 

Based on the combination of parcel-level sale transaction data over a 20-year period and on supplemental 
lease data for the apartment, commercial, and office markets, the findings below summarize each segment’s 
market readiness for new TOD investment. Potential implications for TOD, market sequencing, and 
investment strategies for different segments are also explored, based on each area’s relative market 
strengths and weaknesses. 

Overview  

The half-mile transit corridor appears ripe for new investment in select areas. Measured in terms of average 
sale price, the corridor has witnessed a considerable increase in market value across most product types.  
 
On the one hand, the more centrally-located and accessible segments – Segment 1 and Segment 2 – 
have experienced net growth in market strength over the last two decades. This likely reflects a general 
trend towards increased market interest in urban living which offers a much stronger live/work/play 
environment than traditional suburban locations.  Transit access is also one of the urban amenities that is 
contributing to this trend. 
 
On the other hand, the more suburban segments– Segment 3 and 4 – have not experienced as much 
growth or seen their markets strengthen as decidedly, even though these segments retain high rents 
and/or sale prices for certain product types. Based on the data analyzed in this report, there has been less of 
an upward market trend towards these areas. These findings reflect the fact that the real estate products in 
the suburbs are somewhat outmoded and needing reinvestment. However, Segments 3 and 4 still offer 
similar locational benefits to Segments 1 and 2, especially when compared to other parts of the region. The 
Metro Rail expansion is likely to enhance this benefit and distribute the increases in value to more locations 
along the corridor. 
 
For this reason, different strategies and timelines should be considered for segment along the 
corridor. For the segments that have experienced weaker growth, new transit accessibility has the potential 
to spur new investment by increasing the area’s connectivity to major regional employment concentrations 
including major institutions like UB, and cultural and entertainment venues, like the Theatre District and 
HARBORCenter. The expansion of Metro Rail could help leverage interest and investment in these areas, 
and in some ways, they stand to benefit the most from the expansion. At the same time, even the segments 
that already have light-rail service and have experienced stronger growth, still stand to benefit from the 
Metro Rail expansion because more key destinations in Amherst will be accessible, including the UB north 
campus and the Boulevard Mall area.  
 
The discussion below presents the findings regarding TOD market readiness more specifically by segment 
and product. These findings are also summarized in Table 8. Here, TOD market readiness is defined based 
on two dimensions:  
 
• Investment Type: Three broad investment types are suggested: 

 Reinvestment in existing buildings for the existing use (for example, filling vacancies or 
refurbishment and renovation) 

 Reuse of existing buildings for different uses (for example, reusing industrial buildings for 
apartments) 

 Redevelopment of properties with existing uses that would be demolished and replaced with 
new development and most likely, new uses or a mix of uses. These findings do not necessarily 
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distinguish between redevelopment of existing buildings and new development on currently 
vacant land. Thus, the “redevelopment” category types includes possible new construction.  

 
• Development/Investment Timing: While specific phasing assumptions have not been identified, an 

effort was made to indicate which locations are likely to experience some type of new investment 
within a near-term, mid-term, or long-term timeframe. These timeframes are suggested as relative 
to each other, rather than as fixed time periods6.    

 
  

                                                      
 
6 The way these timelines play out will depend on (1) the phasing of the new transit line, and (2) how that phasing 
lines up with national economic cycles. Although the current economic cycle is still one of recovery (expansion), it is 
unclear how much longer this cycle will last before peaking and contracting again.    



Table 8. TOD Market Readiness by Segment and by Land Use Type

Sale price per 
square foot Rent Sale price per 

square foot Rent Sale price per 
square foot Rent

Change 
over time Increase + + Flat Increase + + Decline - - Increase + + Increase 

Absolute 
value 2016

High compared to 
corridor

Low compared to 
region

Low compared to 
corridor

Low compared to 
region

Comparable to 
corridor

High compared to 
region

Change 
over time Increase + + + Flat Increase + Decline - - Increase + + Decline - - 

Absolute 
value 2016

Comparable to 
corridor

High compared to 
region

Very low 
compared to 

corridor

Very low 
compared to 

region

High compared to 
corridor

Very low 
compared to 

region

Change 
over time Decline - - Flat Increase + Decline - Decline - - Decline - - 

Absolute 
value 2016

Lower than 
corridor (Used to 

be high, now 
lowest)

High compared to 
region

Very high 
compared to 

corridor

Comparable to 
region

Lowest compared 
to corridor 

Low compared to 
region (Used to 
be higher than 

region, now lower)

Change 
over time Decline - - Decline - - - n/a Increase + Increase + Flat 

Absolute 
value 2016

Comparable to 
corridor

Comparable to 
region n/a High compared to 

region
Low compared to 

corridor
Comparable to 

region 

Source: NFTA, 2017; Landmax, CBRE, WSP, 2017; CoStar, 2017; Zillow, 2017; Strategic Economics, 2017. 

Time: near, mid, and long-term
Type: new construction, refurbished (re-use), or redevelopment 

Mid-term: 
reinvestment;  Long-

term: 
redevelopment

Segment 4 
University of 
Buffalo 

Near-term: 
reinvestment and 

adaptive reuse; Mid-
term: 

redevelopment

Near-term: 
adaptive reuse and 

redevelopment

Mid-term: 
redevelopment

Long-term: 
redevelopment n/a, to monitor

Near-term: 
reinvestment and 
redevelopment

Mid-term: 
redevelopment

Mid-term: 
reinvestment or 

reuse 

Segment 3 
Niagara 
Falls Blvd

Long-term: 
redevelopment

RESIDENTIAL COMMERCIAL (NON-OFFICE) OFFICE

Segment 1 
Downtown 
Buffalo 

Segment 2 
Main St 

Near-term: 
reinvestment

Mid-term: 
reinvestment

Market Trends Market Trends Market Trends
TOD Market 
readiness 

TOD Market 
readiness 

TOD Market 
readiness 
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Segment 1 Downtown Buffalo   

In the last two decades, Segment 1 has seen growth in its residential, office, and commercial market values. 
This is likely due to its competitive advantages as the region’s Central Business District (CBD).   
 
Segment 1’s office market has near-term potential for the absorption and reinvestment of existing 
vacant spaces. The office market in Segment 1 has experienced both increasing sale prices and continues 
to have relatively high office lease rates. Unlike the other three segments, Segment 1’s office lease rates 
are higher than the regional average, and did not decline in the last decade.  
 
The residential market in Segment 1 offers near-term opportunity for continued adaptive reuse, and 
some mid-term opportunity for redevelopment and new construction. While residential property has 
had a considerable increase in sale prices, making Segment 1 the area with the highest sales values across 
the corridor, rents for multifamily housing products have remained flat over the last decade, and are slightly 
lower than the regional average. In other words, although there is relative market strength for higher density 
(i.e. TOD) housing product in Downtown, current barriers to near-term development include modest rent 
levels. This could change with new investment in transit.   
 
The commercial market in Segment 1 is also relatively strong, and could hold mid-term potential for 
reinvestment or reuse projects: commercial property more than doubled in sales values over the last 20 
years, and Segment 1 now offers competitive prices for these products comparatively to the corridor. Retail 
rents in Segment 1, however, have followed regional trends and have declined in the last decade.  
 

Segment 2 Main Street  

The greatest potential for Segment 2 is likely its residential market, which offers near-term 
opportunity for continued adaptive reuse as well as for redevelopment/new construction. This 
segment witnessed the largest percent increase in residential sale price – transitioning from very low prices 
in 1997 to levels competitive with other segments in 2016. At the same time, Segment 2 displays today 
some of the highest multifamily housing rents in the corridor – higher than the regional average – although 
they have remained relatively flat in the past decade. Of all the segments, Segment 2 displays some of the 
highest opportunity for new, higher density, TOD-type development. 
 
Nevertheless, it is important to note that Segment 2’s strong residential market is mainly 
concentrated in neighborhoods west of Main Street. However, in the areas closest to the Medical 
Campus, this dynamic could easily reverse itself very quickly.   
 
The office market in Segment 2 also faces opportunities for growth, with opportunity in the mid-term 
for filling existing vacancies, although challenges remain too. This segment has seen a considerable 
increase in office sales values– even reaching values comparable to Segment 1 – but at the same time, office 
lease rates in Segment 2 have steadily declined over time, at levels lower than the regional average and at 
a faster pace than the region.  
 
The commercial market in Segment 2 has not seen much interest or growth – with probably only mid 
or long-term opportunity for redevelopment. There may be some increase in demand for retail space, as 
new residential units are added in the segment; however, given overall trends in retailing, it is likely that 
Segment 2 is sufficiently supplied with retail space. Therefore, over time, commercial properties may have 
good potential for redevelopment. However, this may be a slow process due to the patterns of property 
ownership, rather than the underlying project economics.  
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Segment 3 Niagara Falls Boulevard  

The greatest potential for Segment 3 is likely its commercial market, offering near-term opportunity 
for both reinvestment in existing spaces and/or properties as well as some limited redevelopment into 
more intensive uses. Although Segment 3 saw only a modest increase in commercial sale prices, the 
absolute sale prices for commercial products is much higher than any other segment in the region. The same 
can be said for retail lease rates: although they have declined slightly in the last decade, they remain higher 
in Segment 3 than in other segments, and slightly higher than the region. TOD could help capitalize on this 
existing strength of the segment. This strength in the commercial market could also suggest the potential 
for mixed use buildings in Segment 3 that could accommodate ground floor retail uses with office, or more 
likely, housing above. 
 
Although the residential market in Segment 3 has weakened in the last two decades, this could be due 
to the quality and location of the existing residential building stock. Although Segment 3 displayed the 
highest sale prices in 1997, by 2016 these prices declined, and reached values lower than any other segment 
along the corridor. This could be linked to the shifting popularity of more central, accessible, walkable 
neighborhoods, such as those in Downtown and Segment 2. Furthermore, Segment 3 has seen a slight 
decline in multifamily housing rents, at levels comparable to the region.  
 
Although this seems to indicate a weakness of Segment 3 for future residential development, this 
trend, in fact, points towards a real opportunity: new transit could create new interest in this area 
for new residential development by building stronger connections to downtown, the Medical Campus, and 
to the University of Buffalo North Campus, and thus create opportunities in the mid-term to long-term for 
new higher density residential construction associated with TOD.  
 
Finally, the office market in Segment 3 also weakened over the past 20 years, offering potentially only 
long-term opportunities for redevelopment. Sale prices for office products in Segment 3 decreased 
steadily over time, and office lease rates dropped to levels much lower than the region and other segments. 

 

Segment 4 University at Buffalo North Campus   

Although a complete analysis of market trends in Segment 4 was limited by a small sample size and only a 
limited number of transactions for the parcels that were sampled, Segment 4 does present some TOD 
opportunities, as discussed below.  
 
The office market in Segment 4 might be one area of opportunity in the mid- and long-term, for both 
reinvestment in existing buildings and new construction. Sale prices have seen a modest increase over 
time, and have reached levels that are relatively competitive for the corridor – but remain lower than 
Segment 1 and 2. Furthermore, office lease rates have only declined slightly – in contrast to Segments 2 
and 3 which saw much sharper drops in rents. Therefore, this market could be strengthened with the 
introduction of new transit.  
 
As with Segment 3, the residential market in Segment 4 has lost traction in the last 20 years – 
probably translating only into potential long-term redevelopment opportunity for residential TOD. 
Sales values are relatively high, compared to the corridor, but they have been in steady decline, despite 
fluctuations (Appendix C). Furthermore, multifamily housing rents have also had a sharp decline, now at 
levels lower than the regional average. Again, one reason for this decline might be the transferring of market 
strength towards more central, accessible, walkable neighborhoods. If this is the case, then the Metro Rail 
expansion would provide new opportunities to shift some of this interest back to these segments. In Segment 
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3 there is a major opportunity to add more housing around Boulevard Mall: the rail extension would also 
create a much stronger connection between the University of Buffalo North Campus and the entire Audubon 
area. 
 
The commercial market in Segment 4 had very few transactions in the last 20 years, making it 
difficult to draw conclusions about how sales values have evolved over time. However, it is worth noting 
that Segment 4 is the only segment in the corridor that had increasing retail rents over the last decade. The 
potential for renewed commercial activity in Segment 4 should be monitored.  
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APPENDIX A  

 

 
All sale price amounts are expressed in 2016 dollars.  
Source: C Landmax, CBRE, WSP, and Strategic Economics, 2017. 
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APPENDIX B  

 
 

 
All sale price amounts are expressed in 2016 dollars.  
Source: Landmax, CBRE, WSP, and Strategic Economics, 2017. 
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APPENDIX C: RESIDENTIAL SALES   

 

 
All sale price amounts are expressed in 2016 dollars.  
Source: Landmax, CBRE, WSP, and Strategic Economics, 2017. 
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APPENDIX D: COMMERCIAL SALES   

 
 

 
 
All sale price amounts are expressed in 2016 dollars.  
Source: Landmax, CBRE, WSP, and Strategic Economics, 2017. 
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APPENDIX E: OFFICE SALES   

 

 
All sale price amounts are expressed in 2016 dollars.  
Source: C Landmax, CBRE, WSP, and Strategic Economics, 2017. 
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APPENDIX F: INDUSTRIAL SALES   

 

 
All sale price amounts are expressed in 2016 dollars.  
Source: Landmax, CBRE, WSP, and Strategic Economics, 2017. 
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	To: Fred Frank, WSP
	From: Strategic Economics, Inc.
	Project: Buffalo NFTA TOD Study
	Subject: TOD Market Readiness
	Introduction
	This memorandum presents key findings from Strategic Economics’ assessment of market readiness for transit-oriented development (TOD) along both the existing Metro Rail Corridor and near the stations on the proposed rail extension into the Town of Amh...
	The purpose of this memo is to provide insights into this process by analyzing “market readiness” for investment using real estate transactions as a measure of the relative market value of various locations along the corridor. The assumption is that a...
	Because this analysis is measuring TOD market readiness for the entire corridor, not for individual properties, or even station areas, the findings identified below are relatively general. Real estate sales transactions over time by use and by corrido...
	More specifically, this analysis examines TOD market readiness within the half-mile “buffer” including both the current Metro Rail line and its proposed future alignment – spanning from Downtown Buffalo to the University at Buffalo North Campus in Amh...
	 Segment 1 Downtown Buffalo, from Erie Canal Harbor to Allen/Medical Campus station
	 Segment 2 Main Street, from Summer-Best to University station
	 Segment 3 Niagara Falls Blvd/Eggertsville, from University to Maple Ridge station
	 Segment 4 University at Buffalo/Audubon, from Maple Ridge to Dodge Road station
	With these objectives in mind, the memorandum is organized in four main sections, followed by an appendix:
	I. Introduction (p. 1)
	II. Report Methodology (p. 4)
	III. Findings (p. 7)
	a. Corridor Overview
	b. Performance by Segment
	c. Performance by Land Use Type
	IV. Conclusions and Implications for TOD (p. 25)
	V. Appendix (p. 31)
	Figure 1. Study Area

	MEMORANDUM
	Report Methodology
	The findings of this report are based primarily on a time-series analysis of parcel-level sale transactions. The dataset used consists of all sales transactions that occurred between 1997 and 2016 for all product types within a specific sample of parc...
	The change in average sale price per square foot is the main metric used to compare relative market strength – both across segments and across product types (residential, commercial/retail, office, and industrial uses). This measure is used as a proxy...
	The product types used are defined below:
	 Residential: single-family, multifamily apartments, condominiums, and all other residential uses
	 Commercial: retail, eating/drinking places, personal services, hotel, auto-oriented, and arts/entertainment uses
	 Office: office and R&D uses
	 Industrial: manufacturing, warehouse, distribution, and other general industrial uses
	Nearly 8,000 unique parcels located within the half-mile corridor were tracked for this analysis. Areas along key commercial avenues and in major residential areas were more heavily sampled, to increase the likelihood of capturing major transactions a...
	Table 1. Parcels Sampled for the Sale Transaction Analysis, Compared to All Parcels in the Half-Mile Transit Corridor
	*Sample parcel count is based on unique parcel address (Erie County Assessor Data).
	Source: Erie County, 2015; Landmax, CBRE, WSP, and Strategic Economics, 2017.
	Finally, the sale transaction analysis described above was supplemented by other data relating to market conditions in the corridor and the region, including: office and retail lease rates from 2007-2016 (from CoStar); residential multifamily rents fr...
	The combination of sale price analysis and lease rate analysis paints a picture of the market from both an investor’s perspective – looking at products as long-term assets – and from a local market perspective – understanding the current conditions an...
	Figure 2. Parcels Sampled for Sale Transactions Between 1997-2016

	Findings
	Corridor Overview
	The corridor’s basic market activity – as measured by the total number of sale transactions - grew significantly in the past two decades (Figure 3). Given the constant number of sample parcels tracked, the number of transactions jumped from 178 in 199...
	Between 1997 and 2016, market activity in Segments 1, 2, and 3 multiplied at comparably high speeds. The number of transactions in Segments 1, 2, and 3 followed the corridor’s overall trend, increasing by similar rates over the same period. However, S...
	Transaction activity in the corridor has been moderately responsive to broader economic trends, and has slowed down during major recessions. Figure 3 highlights how transaction activity was affected during the two major recessions of the last two deca...
	Perhaps more telling than the number of transactions is the average sale price of products being sold. Figure 4 shows the change in average sale price for all product types across the half-mile corridor.
	Despite various fluctuations, between 1997 and 2016 the corridor showed a 75 percent increase in the sales value of all real estate product types. Average sale price per transaction increased from $58 per square foot in 1997 to $100 per square footP2F...
	Figure 3. Total Number of Sale Transactions in Sample, 1997-2016
	Source: Landmax, CBRE, WSP, and Strategic Economics, 2017.
	Figure 4. Average Sale Price for All Transactions in Sample, 1997-2016
	All sale price amounts are expressed in 2016 dollars.
	Source: Landmax, CBRE, WSP, and Strategic Economics, 2017.

	Perfomance by Segment
	To understand market readiness for TOD, relative strengths must be identified at the segment-level. Table 2 summarizes change in average sale price between 1997 and 2016, by segment. The corresponding data shown year-by-year is also included in Append...
	Segment 2 has had the strongest marginal increase in overall market performance. While this segment commanded low sale prices in 1997 ($50 per square foot), these values doubled in the last 20 years ($101 per square foot) and are now at competitive le...
	Segment 1 has had a modest marginal increase in market performance. Between 1997 and 2016, average sale prices increased from $76 to $100 per square foot. Although its marginal market growth is smaller than Segment 2, Segment 1 finds itself today in a...
	Segment 3 has had a relatively weak market performance in the last 20 years, and has become relatively less competitive compared to more central segments. Between 1997 and 2016, Segment 3 saw the slowest increase in average sale price. While this segm...
	Segment 4 has had a relatively marked growth in sale price and continues to remain a higher-priced area than other parts of the corridor. With an average sale price of $120 per square foot in 2016, Segment 4 is considerably higher-priced than other se...
	Therefore, segments more central and accessible to and from Downtown Buffalo (Segment 1 and 2) have experienced more growth in their market values; whereas Segment 3 has had a more lagging market.
	The new Buffalo Niagara Medical Campus is driving most of the value increases in Segments 1 and 2, while Segment 3 has not yet experienced the same level of transformative investment. The job growth in Segment 1 associated with completion of the Buffa...
	Table 2. Average Sale Price Per Square Foot for Transactions of All Product Types, by Segment
	All sale price amounts are expressed in 2016 dollars.
	Source: Landmax, CBRE, WSP, and Strategic Economics, 2017.
	See Appendix A for full data.
	Figure 5 illustrates the concentration and intensity of sale prices for recent transactions only. It highlights that each segment does not have a uniform distribution of market activity; rather, each segment has nodes that are stronger or weaker in to...
	Downtown, Allentown, Bryant, and Elmwood Village – located in Segments 1 and 2 – display the strongest market nodes in the corridor. This corresponds to trends observed in Table 2.
	In Segment 2, strong market activity is found throughout the southern and western parts of the segment only, namely near Utica and Summer-Best stations, as well as westward of Main Street, near Humboldt/Hospital and Amherst stations. The eastern half ...
	In Segments 1 and 3, market activity is concentrated in a small number of nodes. For instance, in Segment 3 has two main nodes, near the Northtown Plaza station and between University and Eggertsville station; Segment 1 has a strong concentration of a...
	Figure 5. Density of Average Sale Price Per Square Foot for All Transactions, 2014-2016

	Performance By Land Use Type
	In this section, market performance is broken down by land use type. Corridor-wide trends are described below (and summarized in Table 3).
	Sale prices for office uses were the highest of all other uses in 1997, and remain so in 2016. Their value has increased at a similar rate (72 percent) as the average for all transactions.
	Commercial products experienced the highest increase in sale price value over time, in both absolute numbers and percentages. Although commercial products sold at a lower price than residential products in 1997, they have now caught up, and even sligh...
	Residential products performed well in the last two decades, with a 45% increase in average sale price. Although residential uses did not increase as much as commercial and office uses, they remain not too far behind, with sale prices hovering around ...
	Industrial products declined in value and lost their relative position compared to other uses. Although it has seen considerable fluctuation since 1997 (see Appendix A), the average sale price for industrial products was down to $18 per square foot in...
	In the following sections, residential, commercial, and office, and industrial uses and their market strength by segment are examined in turn.
	Table 3. Average Sale Price Per Square Foot by Product Type, across the Half-Mile Transit Corridor
	All sale price amounts are expressed in 2016 dollars.
	*Data is insufficient to provide an average sale price in 2016.
	Source: Landmax, CBRE, WSP, and Strategic Economics, 2017.
	See Appendix B for full data.
	Residential Market Performance
	Segment 1 and 2 have the strongest residential markets within the corridor, with steady increases in residential sale prices in the last 20 years (Table 4). Segment 1, which displayed some of the highest sale prices in 1997, has continued to grow and ...
	In contrast, the residential market in Segment 3 has witnessed a small but steady decline, as evidenced by a negative growth in residential sale prices (Table 4). While Segment 3 used to display sale prices much higher than the corridor-wide average, ...
	Segment 4 also shows an overall downward trend for sale prices (see Appendix C). Although values remain higher than the corridor-average, sale prices are not growing in value.
	Table 4. Average Sale Price Per Square Foot for Residential Sales, by Segment
	All sale price amounts are expressed in 2016 dollars.
	*Data is insufficient to provide an average sale price in 1997.
	Source: Landmax, CBRE, WSP, and Strategic Economics, 2017.
	See Appendix C for full data.
	Looking at nodes of high-priced residential sales from 2014 to 2016 (Figure 6) further confirms these trends:
	The most marked concentrations of high residential sales values are found in the north-western portion of Segment 1, and the southern and western portions of Segment 2. Several market rate residential projects are partly contributing to these high val...
	Segments 3 and 4 show much more sparse concentrations of high prices for residential products. The southern portion of Segment 3 between Eggertsville and Northtown Plaza stations is the exception, with modest sale prices evenly distributed in the neig...
	Figure 6. Density of Average Sale Price Per Square Foot for Residential Sales, 2014-2016
	Comparing median sales prices in the City of Buffalo and the Town of Amherst (Figure 7.a.) to average sales prices in the half-mile corridor (Figure 7.b.) provides useful context for the segments’ overall performance. Because the data are not showing ...
	The half-mile corridor today is more competitive than the City of Buffalo in terms of sales value. While the City of Buffalo experienced a slight decline in median sale price per square foot since 1997, the half-mile corridor increased in sales value....
	Of note, looking back to data from Table 4, the residential market in the more centrally-located Segments 1 and 2 has experienced a similar trajectory to the corridor overall and has become more robust than the City of Buffalo over time. In contrast, ...
	Figure 7.a. Median Sale Price Per Square Foot in the City of Buffalo and Town of Amherst, all Residential Types, 1997-2016
	Data pulled for Q4 of each year. Values are expressed in 2016 dollars.
	Source: Zillow, 2017; Strategic Economics, 2017.
	Figure 7.b. Average Sale Price Per Square Foot in the Half-Mile Corridor, All Residential Types, 1997-2016
	Data pulled for Q4 of each year. Values are expressed in 2016 dollars.
	Source: Landmax, CBRE, WSP, and Strategic Economics, 2017.
	Residential rents for multifamily product (Figure 8) complement the data on sale price, as they provide a more direct measure of current market conditions and the immediate value placed on multifamily properties, which are also the preferred residenti...
	Average multifamily rents in 2016 in the corridor point towards relative market strength for higher density, i.e. TOD housing products, in different segments of the corridor. Notably, rents in Segment 1 are lower than the regional average, whereas ren...
	While residential sale prices have increased over time, especially in Segment 1 and 2, multifamily rents have remained relatively stable over the last decade. While Segment 1 has had a steady upward pressure in sale prices, its residential rents remai...
	In Segment 3, rents are higher than the regional average, but sale prices remain relatively low. This indicates another potential opportunity to leverage new investment.
	In Segment 4, multifamily rents have decreased significantly in the last ten years – and as described above, sale prices have also been in decline. In other words, the residential rental market in Segment 4 is not as strong as it was before the recess...
	Figure 8. Multifamily Monthly Asking Rent Per Square Foot, by Segment, 2007-2016
	Data pulled for Q4 of each year. Values are expressed in 2016 dollars.
	Source: CoStar, 2017; Strategic Economics, 2017.
	Commercial (Non-Office) Market
	Table 5 summarizes change in average sale price for commercial transactions over time, and Figure 10 shows the concentration of high sale prices for recent (2014-2016) transactions:
	Segment 3 has considerably higher sales values for commercial products than any other segment. In both 1997 and 2016, sale prices in Segment 3 were over $50 more per square foot than other segmentsP4F P. Although these values have fluctuated over the ...
	Segment 1 experienced a definite strengthening in its commercial market, with average sale prices having doubled between 1997 and 2016. This increase in value of commercial products now places Segment 1 as a relatively competitive segment for commerci...
	Segment 2, however, has not fared as well as other segments. While it had sales values comparable to Segment 1 in 1997, by 2016, Segment 2 trailed behind the other three segments, despite a modest increase in sales value.
	Sale prices for commercial products must also be considered in conjunction with retail rents (Figure 9):
	Although most segments experienced increases in sales values, retail rents, on the other hand, have remained flat or declined in the past 10-20 years. Retail rents across the region and in most segments, have been in decline since 2007. These declines...
	As Figure 10 shows, in the last two years analyzed, high-value commercial transactions were clustered in a few specific nodes along the corridor While Segment 2 had very few locations where commercial transactions were generating mid- to high sales va...
	Table 5. Average Sale Price Per Square Foot for Commercial Sales, by Segment
	All sale price amounts are expressed in 2016 dollars.
	*Data is insufficient to provide an average sale price in 1997.
	Source: Landmax, CBRE, WSP, and Strategic Economics, 2017.
	See Appendix D for full data.
	Figure 9. Retail Annual Direct Rent (Triple Net) by Segment, 2007-2016
	Data pulled or Q4 of each year. Annual rents are adjusted to 2016 dollar values.  Source: CoStar, 2017; Strategic Economics, 2017.
	Figure 10. Density of Average Sale Price Per Square Foot for Commercial Sales, 2014-2016
	Office Market Performance
	Looking at the change in average sales values for office properties (Table 6) and office rents (Figure 11), the following conclusions can be drawn:
	Segments 1, 2 and 4 have seen a general upward trend in their office market values, measured in terms of sale transaction price. Segment 1 and 2, in particular, have had similar increases from $50-60 per square foot to over $100 per square foot. These...
	The office lease rates confirm the overall competitiveness of Segment 1 for the office market relative to other parts of the corridor, and even relative to the region (Figure 11). This is a strength of the Downtown area: Segment 1 has the highest offi...
	Segment 2 also appears to have one single major cluster of office activity, in the southern portion, surrounding Utica station along Main Street (Figure 12).
	Segment 4 office rents have declined slightly over time, but overall, this segment is still tracking with regional trends (Figure 11). This indicates that the office market in Segment 4 might hold potential for TOD. As shown in Figure 12, there are sm...
	However, Segment 3 has seen a decline in average sales values, and a marked decline in office rents (Figure 11). As seen in Figure 12, the small pockets of office activity in Segment 3 are isolated from each other and do not appear strong, relative to...
	Table 6. Average Sale Price Per Square Foot for Office Sales, by Segment
	All sale price amounts are expressed in 2016 dollars.
	*Data is insufficient to provide an average sale price in 1997.
	Source: Landmax, CBRE, WSP, and Strategic Economics, 2017.
	See Appendix E for full data.
	Figure 11. Office Annual Gross Rent by Segment, 2007-2016
	Data pulled or Q4 of each year. Annual rents are adjusted to 2016 dollar values.  Source: CoStar, 2017; Strategic Economics, 2017.
	Figure 12. Density of Average Sale Price Per Square Foot for Office Sales, 2014-2016
	Industrial Market Performance
	The number of industrial sales transactions by segment is too small to draw reliable conclusions about the relative performance of industrial products in the half-mile corridor. Furthermore, data on industrial lease rates were not collected for the se...
	Table 7. Average Sale Price Per Square Foot for Industrial Sales, by Segment
	All sale price amounts are expressed in 2016 dollars.
	*Data is insufficient to provide an average sale price for cells marked with “n/a”.
	Source: Landmax, CBRE, WSP, and Strategic Economics, 2017.
	See Appendix F for full data.


	Conclusions and Implications for TOD
	Based on the combination of parcel-level sale transaction data over a 20-year period and on supplemental lease data for the apartment, commercial, and office markets, the findings below summarize each segment’s market readiness for new TOD investment....
	Overview
	The half-mile transit corridor appears ripe for new investment in select areas. Measured in terms of average sale price, the corridor has witnessed a considerable increase in market value across most product types.
	On the one hand, the more centrally-located and accessible segments – Segment 1 and Segment 2 – have experienced net growth in market strength over the last two decades. This likely reflects a general trend towards increased market interest in urban l...
	On the other hand, the more suburban segments– Segment 3 and 4 – have not experienced as much growth or seen their markets strengthen as decidedly, even though these segments retain high rents and/or sale prices for certain product types. Based on the...
	For this reason, different strategies and timelines should be considered for segment along the corridor. For the segments that have experienced weaker growth, new transit accessibility has the potential to spur new investment by increasing the area’s ...
	The discussion below presents the findings regarding TOD market readiness more specifically by segment and product. These findings are also summarized in Table 8. Here, TOD market readiness is defined based on two dimensions:
	 Investment Type: Three broad investment types are suggested:
	 Reinvestment in existing buildings for the existing use (for example, filling vacancies or refurbishment and renovation)
	 Reuse of existing buildings for different uses (for example, reusing industrial buildings for apartments)
	 Redevelopment of properties with existing uses that would be demolished and replaced with new development and most likely, new uses or a mix of uses. These findings do not necessarily distinguish between redevelopment of existing buildings and new d...
	 Development/Investment Timing: While specific phasing assumptions have not been identified, an effort was made to indicate which locations are likely to experience some type of new investment within a near-term, mid-term, or long-term timeframe. The...
	(Page intentionally left blank – insert Table 8. TOD Market Readiness)
	Segment 1 Downtown Buffalo
	In the last two decades, Segment 1 has seen growth in its residential, office, and commercial market values. This is likely due to its competitive advantages as the region’s Central Business District (CBD).
	Segment 1’s office market has near-term potential for the absorption and reinvestment of existing vacant spaces. The office market in Segment 1 has experienced both increasing sale prices and continues to have relatively high office lease rates. Unlik...
	The residential market in Segment 1 offers near-term opportunity for continued adaptive reuse, and some mid-term opportunity for redevelopment and new construction. While residential property has had a considerable increase in sale prices, making Segm...
	The commercial market in Segment 1 is also relatively strong, and could hold mid-term potential for reinvestment or reuse projects: commercial property more than doubled in sales values over the last 20 years, and Segment 1 now offers competitive pric...
	Segment 2 Main Street
	The greatest potential for Segment 2 is likely its residential market, which offers near-term opportunity for continued adaptive reuse as well as for redevelopment/new construction. This segment witnessed the largest percent increase in residential sa...
	Nevertheless, it is important to note that Segment 2’s strong residential market is mainly concentrated in neighborhoods west of Main Street. However, in the areas closest to the Medical Campus, this dynamic could easily reverse itself very quickly.
	The office market in Segment 2 also faces opportunities for growth, with opportunity in the mid-term for filling existing vacancies, although challenges remain too. This segment has seen a considerable increase in office sales values– even reaching va...
	The commercial market in Segment 2 has not seen much interest or growth – with probably only mid or long-term opportunity for redevelopment. There may be some increase in demand for retail space, as new residential units are added in the segment; howe...
	Segment 3 Niagara Falls Boulevard
	The greatest potential for Segment 3 is likely its commercial market, offering near-term opportunity for both reinvestment in existing spaces and/or properties as well as some limited redevelopment into more intensive uses. Although Segment 3 saw only...
	Although the residential market in Segment 3 has weakened in the last two decades, this could be due to the quality and location of the existing residential building stock. Although Segment 3 displayed the highest sale prices in 1997, by 2016 these pr...
	Although this seems to indicate a weakness of Segment 3 for future residential development, this trend, in fact, points towards a real opportunity: new transit could create new interest in this area for new residential development by building stronger...
	Finally, the office market in Segment 3 also weakened over the past 20 years, offering potentially only long-term opportunities for redevelopment. Sale prices for office products in Segment 3 decreased steadily over time, and office lease rates droppe...
	Segment 4 University at Buffalo North Campus
	Although a complete analysis of market trends in Segment 4 was limited by a small sample size and only a limited number of transactions for the parcels that were sampled, Segment 4 does present some TOD opportunities, as discussed below.
	The office market in Segment 4 might be one area of opportunity in the mid- and long-term, for both reinvestment in existing buildings and new construction. Sale prices have seen a modest increase over time, and have reached levels that are relatively...
	As with Segment 3, the residential market in Segment 4 has lost traction in the last 20 years – probably translating only into potential long-term redevelopment opportunity for residential TOD. Sales values are relatively high, compared to the corrido...
	The commercial market in Segment 4 had very few transactions in the last 20 years, making it difficult to draw conclusions about how sales values have evolved over time. However, it is worth noting that Segment 4 is the only segment in the corridor th...

	Appendix A
	All sale price amounts are expressed in 2016 dollars.
	Source: C Landmax, CBRE, WSP, and Strategic Economics, 2017.

	Appendix B
	All sale price amounts are expressed in 2016 dollars.
	Source: Landmax, CBRE, WSP, and Strategic Economics, 2017.

	Appendix C: Residential Sales
	All sale price amounts are expressed in 2016 dollars.
	Source: Landmax, CBRE, WSP, and Strategic Economics, 2017.

	Appendix D: Commercial Sales
	All sale price amounts are expressed in 2016 dollars.
	Source: Landmax, CBRE, WSP, and Strategic Economics, 2017.

	Appendix E: Office Sales
	All sale price amounts are expressed in 2016 dollars.
	Source: C Landmax, CBRE, WSP, and Strategic Economics, 2017.

	Appendix F: Industrial Sales
	All sale price amounts are expressed in 2016 dollars.
	Source: Landmax, CBRE, WSP, and Strategic Economics, 2017.




