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Chapter 2  Literature Review 

Housing for senior citizens comes in a variety of forms and provides an array of services 

that cater to both seniors capable of independent life and seniors in need of assistance.  This 

research focuses on studying the type of senior housing that offers an enriched lifestyle filled 

with various recreational, educational, and social activities; and targets middle to high income 

seniors who want to and are able to live independently, prefer to live among their peers, 

desire additional security, but no longer wish to maintain a home.  This chapter begins by 

reviewing the different types of senior housing in the U.S. and Taiwan, then explores the 

current market landscape in northern Taiwan, then discusses common living arrangements for 

seniors, and finally examines the criteria that the elderly use to evaluate a senior housing 

community.   

2.1  TYPES OF SENIOR HOUSING    

By the 1970s, 9.8 percent of the entire U.S. population was comprised of senior citizens 

(Izuhara 2000: 89–110), and the emergence of a housing market specifically targeting seniors 

has paralleled this population growth.  A plethora of corresponding scholarly literature has 

likewise emerged: the way this literature discusses the various types of senior housing serves 

as an excellent reference point for this research.  In Taiwan, many different types of senior 

housing have been launched to meet rising demand, although the housing types are not as 

varied as those found in the U.S.  By reviewing the different types of senior housing available 

in the American and Taiwanese markets, the specific housing structure that this research 

studies can be described more precisely and accurately.  

Types of senior housing in the U.S. 

Arthur E. Gimmy and Michael G. Boehm (1988) categorize senior citizen housing into 

five popular options:   
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 Retirement Communities: Retirement communities allow the highest degree of 

independent living.  They appeal to married empty nesters approximately fifty to seventy 

years old and to those seniors seeking an active lifestyle.  These communities can be large-

scale, self-contained communities or smaller scale subdivisions.   

 Retirement Apartments: Retirement apartments appeal to the same demographic as 

retirement communities, but give individuals the option of living in a smaller property that 

includes many of the amenities found in larger properties.  Retirement apartments are similar 

to standard apartments, but have special features designed specifically for senior citizens.   

 Congregate Housing: Congregate housing is a self-contained community that 

targets less active seniors between ages of sixty-five and eighty-five.  The tenants of 

congregate housing earn a wide range of incomes, and commonly include the recently-

widowed.  Congregate housing offers such services as group dining, housekeeping, 

recreational and social activities, transportation, and security, but does not offer medical care 

or assistance with daily living.   

 Care Communities: Care communities are the most complex because they provide 

on-site healthcare along with a wide range of amenities.  Residents pay a large entrance 

deposit upon registering with the care community in addition to monthly maintenance fees 

that cover healthcare and other services.  These communities target high income individuals 

over the age of seventy-five.  They are typically designed in a campus style divided into 

independent living units, congregate care sections, and nursing areas.  Care communities are 

also referred to as “assisted living communities.”  

 Nursing Communities: Nursing communities are primarily for the very old or very 

sick.  Healthcare, the dominant service provided in these communities, is offered in varying 

levels.  Normally, these communities are cheaper than hospitals, and are paid for by private 

insurance or government subsidies.  
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The National Investment Center for the Seniors Housing & Care Industries, Inc. (2004) 

classifies senior housing properties as follows:  

 Active Adult Communities: Active adult communities are single-family homes, 

townhouses, cluster homes, mobile homes, or condominiums with no specialized services that 

are restricted to adults of at least fifty-five years of age.  Rental housing is not included in this 

category.  Residents generally lead an independent lifestyle, and projects are not equipped to 

provide increased care as the individual ages.  Amenities such as a clubhouse, a golf course, 

and recreational space may be included.  Outdoor maintenance is normally included in the 

monthly homeowner’s association or condominium fee.  

 Senior Apartments: Senior apartments are intergenerational rental properties 

restricted to adults of at least fifty-five years of age.  These properties do not have central 

kitchen facilities and generally do not provide meals to residents, but may offer community 

rooms, social activities, and various other amenities.  

 Independent Living Communities: Independent living communities are age-

restricted intergenerational  rental properties with central dining facilities that provide 

residents, as part of their monthly fee, access to meals and other services such as 

housekeeping, linen service, transportation, and social and recreational activities.  Such 

properties do not provide, in a majority of the units, assistance with activities of daily living, 

such as supervision of medication, bathing, dressing, and toileting. There are no licensed 

nursing beds on the property.  

 Assisted Living Residences: Assisted living residences are state-regulated rental 

properties that provide, in a majority of the units, supportive care from trained employees for 

residents who are unable to live independently and require assistance with activities of daily 

living—such as management of medications, bathing, dressing, toileting, ambulating, and 

eating—in addition to the basic services provided by independent living communities.  These 
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properties may have some nursing beds, but the majority of units are licensed for assisted 

living.  Many of these properties include wings or floors dedicated to residents with 

Alzheimer’s or other forms of dementia.  A property that specializes in the care of residents 

with Alzheimer’s or other forms of dementia that is not a licensed nursing facility should be 

considered an assisted living property.  

 Nursing Homes: Nursing homes, where the majority of individuals require twenty-

four-hour nursing and/or medical care, are licensed rental properties that are technically 

referred to as skilled nursing facilities or nursing facilities.  In most cases, these properties are 

licensed for Medicaid and/or Medicare reimbursement.  These properties may include a 

minority portion of assisted living residences.  

 Continuing Care Retirement Communities: Continuing Care Retirement 

Communities are age-restricted properties that include a combination of independent living, 

assisted living, and skilled nursing services available to residents all on one campus.  

Resident payment plans vary and include entrance deposit, condo/coop, and rental programs.  

The majority of the units do not offer licensed nursing beds.  

Based on the descriptions above, the type of senior housing this research studies can be 

classified as either “congregate housing communities” or “independent living communities.”  

This research chooses to use the term “independent living communities” throughout the paper 

in order to emphasize the health status required of seniors prior to approval for entry into the 

housing units studied, and the independent quality of life they maintain after moving in. 

Types of senior housing in Taiwan 

Yu-wei, Wan (1994) suggests that senior housing—the type of housing with special 

designs for the elderly—can be classified into three types: 

 Specialized Senior Housing: Specialized senior housing units are designed with the 

needs of older senior citizens in mind.  They are usually single-story houses, which allow 



 5

seniors to move around conveniently.  Various facilities—lighting, furniture, railings, floor, 

and utilities—are designed according to the expected physical conditions of the elderly, 

thereby allowing the senior residents to live in the housing units safely and independently.  

These specialized senior housing units are managed on a rented or for-sale basis.   

 Intergenerational Housing Units: Intergenerational housing units are usually 

remodeled from the houses of senior citizens or their children to accommodate multiple 

families and the expected physical conditions of the elderly. 

 Large-scale senior communities: Large-scale senior communities are joint-

development projects handled by a group of partners that plan and design an entire 

community targeting the special needs of senior citizens.  In addition to senior housing units, 

these communities may include shopping centers and medical care facilities, and provide a 

complete agenda of recreational, educational, and social activities.  These communities are 

usually designed in a manner paralleling the development of neighboring areas. 

Po-hung Chou (2002) categorizes senior housing into four types according to the 

services each one provides.  The first type, launched by private senior housing developers, 

features hotel-styled services and provides a high-quality living environment.  The second 

type of senior housing, which is partially sponsored by the government, features registered 

public and private homes.  Similar to the first type, it targets still-healthy individuals, but it 

provides neither hotel-styled services nor abundant social activities.  These senior homes 

offer only basic living accommodations and simple health management services.  Naturally, 

the overall cost of the second type is much lower than that of the first type.  The third type of 

senior housing is registered public and private assisted living units, which feature beds that 

are designed for frail seniors who need assistance with activities of daily living, but who do 

not require continuous skilled nursing care.  The fourth type consists of long-term care 

institutes, which exhibit a unique combination of housing, supportive services, personalized 
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assistance, and healthcare that is designed to respond to the individual needs of those who 

require assistance with activities of daily living.  Nursing homes featuring skilled nursing 

support fall into this category.          

Increasing affordability and the changing living arrangements of the elderly have created 

considerable market potential for more upscale senior housing communities.  Therefore, it is 

worth studying the manner in which senior citizens evaluate upscale housing communities 

and the factors that affect their evaluation criteria in order to allow developers to offer more 

satisfying products in the future.   

2.2  THE MARKET LANDSCAPE IN NORTHERN TAIWAN 

The increasing numbers of older adults in Taiwan have created unprecedented demand 

for a wide variety of senior housing that supports independent living.  Since Ruenfu launched 

the first upscale independent living community in Tamsui in 1996, several key players, 

attracted by the potential for market growth, have been drawn to the industry (see Table 2-1).   

Ruenfu senior apartments launched by Ruentex Construction Company in Tamsui, 

Taipei.  It features hotel-styled services, colorful recreational and social activities, and 

innovative healthcare management.  Amenities include a central dining room, a recreation 

room, a singing room, sports facilities, a library, and mini-convenience store.  Ruenfu boasts 

the first upscale independent living community in Taiwan that offers five-star hotel services 

for seniors.  The monthly charge—including service fee, meals, and utilities—is roughly 

NT$17 thousand per person, and the refundable entrance deposit is NT$4.8 million.  The 

average age of Ruenfu’s residents is eighty, even though its required age of entry is only fifty.  

This phenomenon is consistent with industry experiences to date; few people below the age 

of seventy-five move to housing communities for seniors (Brecht 2002).  In terms of 

advertising, television commercials were broadcasted immediately after Ruenfu’s founding, 

but Ruenfu now relies primarily on printed media and word-of-mouth for promotion. Ruenfu 
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senior apartments has been attracting successfully older customers: occupancy rates average 

90 percent, according to Ruenfu’s vice president, Huang Ping-fu. 

Unlike the age-restricted independent living community of Ruenfu senior apartments in 

Tamsui, Ruentex Construction Company also launched an intergenerational community that 

allows seniors to live with their children and grandchildren in Shintien, Taipei.  Ruenfu 

senior community in Shintien is a villa-styled community located in the suburbs of Taipei.  It 

is the first intergenerational villa community in Taiwan, and offers room service, 

housekeeping, transportation, planned social activities, and emergency care facilities.  

Residents have two payment options: they may pay a refundable entrance deposit of NT$7.5 

million and a monthly fee of NT$25 thousand or an entrance deposit of NT$1 million and a 

monthly fee of NT$54 thousand.  (The meal services and cost of utilities are not included in 

the monthly fee.)  However, among the seventy-six households that have moved to the 

Ruenfu intergenerational villa community, only two are intergenerational households.  As a 

result, Ruenfu management has ceased to emphasize its intergenerational accommodations, 

and instead has begun to target all high income families. 

Changgung village, launched by the Formosa Group, is the newest and most prominent 

independent living community.  Located in Taoyuan, Changgung village is near a golf course, 

and covers an area of four-thousand hectares.  Changgung Hospital, also under the Formosa 

Group umbrella, provides the medical support.  Changgung village offers abundant 

recreational activities, and plans to establish a college for seniors within the community.  

Ever since the Formosa Group disclosed its plan to enter the senior housing market, 

Changgung village has been well publicized.  Scheduled to open in October 2004, 

Changgung’s impact on the senior housing industry has been felt throughout the industry.  It 

offers services and living conditions comparable to Ruenfu at rates closer to those of average 

public senior communities, such as Chaoju senior homes in Mucha, Taipei.  Changgung 
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village is expected to create dramatic market jitters and alter the market landscape 

significantly.         

Kang Ning was launched after Ruenfu by Kang Ning Hospital; however, the market 

response was not very good.  Low occupancy rates drove developers to transform Kang Ning 

into a business hotel.  Besides the income from providing daily healthcare services to seniors 

able to live independently, Kang Ning’s other major source of revenue is from business 

customers. 

The ageing population has created a new housing market and drawn many new players 

to the industry.  In addition to Changgung village by the Formosa Group, originally a 

petrochemical company that later diversified into various fields, several financial holding 

companies—such as Shinkong, Cathay, Fubon, Chinatrust—have all announced plans to 

leverage existing customers of their financial services as springboards for entering the market 

(Li 2003).  Likewise, many insurance companies plan to bundle senior housing units with 

their annuity products in order to cater to both financial management and housing needs of 

seniors.  Global Life Insurance Company plans to acquire several resorts around the island 

and transform them into senior communities.  It will introduce a “time-share” business model 

that allows seniors to stay in different sites around Taiwan (Li 2003). 

Table 1-1  Existing/new upscale independent living communities in northern Taiwan   

Facility Targeted
customers (age)

First person
entrance deposit

First person
monthly fee

Number
of units

Area
(pin)

Promotion Remarks

Ruenfu senior
apartments,
Tamsui (潤福淡
水生活新象館)

>50, able to live
independently

NT$4,800,000 NT$9,000 300 15 TV commercials,
megazines, DM,
sales reps, words of
mouth

Hotel-typed
senior apartments

Ruenfu villa,
Shintien (潤福新
店大台北華城)

Intergenerational
family

NT$7,500,000
(family)
NT$1,000,000
(family)

NT$25000
(family)
NT$54,000

88 40 TV commercials,
megazines, DM,
sales reps, words of
mouth

Villa-typed non-
age restricted
houses

Changgung
village (長庚養生
文化村)

>60, able to live
independently

NT$216,000
NT$4,800,000

NT$18,000
NT$0

4,000 14 News release, DM,
sales reps, website

Community-typed
senior apartments

Kang Ning (康寧

生活)
>45, able to live
independently

NT$5,600,000 NT$9,000 165 20 words of mouth A combination of
senior
apartments, hotel,

* The monthly fee here refers to management fee, excluding the expenses for meals and utility, etc..  
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2.3  LIVING ARRANGEMENTS OF SENIORS 

According to the Ministry of Interior’s “Survey on Senior Citizen Conditions” (see Table 

2-2), most seniors prefer to “live with spouses and children,” but the percentage of that group 

is declining, while the percentage of people who favor “living with spouse only” and “living 

alone” is increasing.  Those who view moving to a senior housing community as a viable 

option account for only 5 percent of the total senior population (DOS 2000). 

The Ministry’s “Survey on Demand for Senior Welfare Institutes” (see Table 2-3) shows 

that education level correlates with living arrangement preferences.  People with higher 

education are less willing to live with their children; they would rather live with spouses only 

or live alone.  Moreover, people with higher education are more receptive to the notion of 

moving to a senior community.  Besides the influence of education, low birth rate is another 

factor driving changes in the living arrangements of seniors.  The Committee of Economic 

Planning and Development (2002) estimates that Taiwan’s growth rate will drop from 0.6 

percent in 2002 to less than 0.002 percent in 2027.  Since seniors will not have enough 

children to support them, alternative living arrangements will be the likely future trend.   
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Table 2-2  Living arrangements of seniors above the age of sixty-five in Taiwan 

Year
Proportion to
total
population

Live
alone

Live with
spouse

Live with
spouse
and
children

Live with
relatives
or friends

Stay in
senior
homes

Others

1986 5.28 11.58 14.01 70.24 3.03 0.78 0.36
1987 5.54 11.49 13.42 70.97 3.02 0.64 0.46
1988 5.74 13.73 14.98 67.88 2.44 0.36 0.6
1989 5.95 12.9 18.17 65.65 2.18 0.87 0.23
1991 6.52 14.52 18.7 62.93 2.42 1.19 0.24
1993 7.09 10.47 18.63 67.18 2.54 1.04 0.14
1996 7.85 12.29 20.6 64.31 1.41 0.9 0.49
2000 8.62 16.0 17.4 58.1 6.7 1.8

Source: DGBAS and DOS of Executive Yuan, Survey of The Elderly Situation in
Taiwan, R.O.C., 1986-1996; DGBAS, General Statistical Analysis Report of 2000
Population and Housing Census,
http://www.dgbas.gov.tw/census~n/six/lue5/cen8904e.rtf, obtained on March 1, 2004  

 

Table 2-3  The influences of education on desired living arrangements of seniors 

Illiterate Elementary Junior high Senior high College University above
Live with 81.14 69.26 55.71 52.63 39.22 35.56
Live with
spouse only 7.44 16.89 27.86 27.89 35.29 35.56

Live alone 3.11 3.23 4.29 1.58 1.96 4.44
Live in a senior
welfare institute 3.11 3.98 8.57 8.95 21.57 20

Source: DOS of MOI, The Survey of Demand for Senior's Welfare Institutes , 1999  

 

2.4  FACTORS AFFECTING DECISION-MAKING 

Chaiw-Yi Shih (1994) concludes that there are three types of reasons seniors are 

unwilling to move to an independent living community (see Table 2-4):  

1. Demand factor: Seniors who currently live with their children or are able to 

maintain a home do not need to move into a senior home. 

2. Perceptual barriers: Many seniors do not perceive moving to senior housing as a 

viable living arrangement. 
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3. Disturbance factor: Many seniors do not value senior homes.  

There are two types of reasons seniors decide to move into senior housing (Shih 1994):  

1. Passive reason: Seniors either feel lonely or their children cannot support them. 

2. Active reason: Seniors wish to lead a quiet life and have friends of the same age.   

Mary Pipher (2000) identifies numerous factors that feed the aversion seniors have 

towards moving to a senior housing community: seniors often view the move as 

abandonment; they are afraid of a dramatic change in familial structure; they feel that the 

move will result in the severance of interpersonal ties and the beginning of a lonely life; they 

are afraid of adapting to a new environment; and they might not be able to afford the cost of 

living in a senior home.   

According to interviews and focus group discussions with management personnel and 

several residents of Ruenfu senior apartments, the various factors influencing people to move 

into an independent housing unit include: life-altering events (such as death of a spouse), 

their children’s inability to support them, their own unwillingness to become a burden on 

their children, feelings of vulnerability to crime and disease at home, and the desire to pursue 

a quiet retirement.  In other words, the residents move to Ruenfu primarily due to passive 

reasons rather than active reasons. 

Children also play an important role in the decision of seniors to make the move.  Huang, 

vice president of Ruenfu senior apartments, indicates that 60 percent of the residents were 

referred to Ruenfu by their adult children.  This is consistent with the findings of the Assisted 

Living Federation of America (2000) that family members are the single largest source of 

referrals to assisted living communities.  Moreover, according to Brecht’s study of nursing 

homes in the U.S. (2002), the role children play in actually making, or at least significantly 

influencing, the final decision to move the elderly to a senior housing community increases 

proportionately with the level of care the elderly needs.  Although the level of care 
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independent living communities provide is the lowest among the various senior housing 

options, the high degree of involvement that children have in the decision-making process, 

particularly in Ruenfu case, is attributable to the close ties found in traditional Chinese family 

structures and the general unfamiliarity towards senior housing communities in Taiwanese 

society. 

In summary, the reasons seniors move to housing communities are associated primarily 

with the lower-level needs of Maslow’s needs hierarchy—because they need physical support 

and assistance with daily activities, because they feel insecure and desire assurances 

regarding medical support and safety from crime, or because they want to be around people 

their own age.  On the other hand, the need for self-actualization is not an important factor: 

few seniors make the move because they want to enjoy the abundant recreational and social 

activities that senior communities offer.   

 

Table 2-4  Factors influencing the decision to move to independent living communities 

Research Reasons
Willing to 1. Loneliness
move 2. Children too busy to take care of the elderly

3. Desire a quiet life
4. Desire to live with people of the same age

1. Lead a free and quiet life
2. Desire to live with people of the same age
3. Necessity for daily care

1. Children unable to support the elderly
2. Necessity for daily care
3. Lead a quiet life
4. Desire to live with people of the same age

Unwilling to 1. Fear of leaving family or feelings of disgrace
move 2. Currently live with children or own a house

3. Fear of compromisng freedom

1. Sufficient support from children
2. Unwilling to make changes
3. Affiliation with the community
4. Fear of severing connections with existing relatives and friends

Source: Chaiw-yi Shih (1994), The Determination of Old-Age Home Utilization: An Example of Three Theorectical Models

Hsieh Mei-er (1992)

Chan Huo-sheng and others
(1991)

Society Bureau of Taiwan
Provincial Government
(1992)

Society Bureau of Taiwan
Provincial Government
(1992)

Hsieh Mei-er (1992)
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2.5  EVALUATION CRITERIA 

According to an 800-person survey conducted by Global View Magazine (Liu, Wei 

2002), the factors that people find most important when evaluating a retirement community 

include beautiful scenery, quality air, quality hygiene and medical conditions, and good 

public security, among others (see Figure 2-1).  Chung-hui Fang (2002) notes that among 

these six features—1) personalized services; 2) transportation; 3) entertainment; 4) overall 

security; 5) management ability and quality; and 6) price—seniors find the latter three most 

important when assessing an independent living community.  The reason perceptions of 

security are ranked higher in Fang’s research than Global View Magazine’s is attributable to 

differences in age distribution of the respondents.  Fang’s respondents are mostly between the 

ages of forty and fifty-five (63.2 percent), while Global View Magazine’s respondents are 

mostly between the ages of twenty-six and thirty-five (39.61percent).  It may be more 

difficult for young people to foresee the later security needs, and therefore they attach more 

importance to the living environment.  

Living condition rankings of retirement residences by
importance

15.78%

14.87%

13.36%

11.47%

9.79%

9.51%

8.21%

7.79%

4.10%

2.74%

1.96%

0.42%

Beautiful scenery

Quality air

Quality hygiene and medical conditions

Good public security

Close to children or relat ives

Accessibility

Comprehensive public facilit ies

Abundant recreational facilit ies

Abundant art  and cultural activities

Low population density

Affluent local government

Others

 

 Source: Hui-tzu Liu and Fen-ching Wei (2002), Survey of Taiwanese People’s perspectives on Retirement   

Figure 1-1  Living condition rankings of retirement residences by importance  
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Yuan-tsung Cheng (1999) conducted a survey on seniors above fifty in Taichung and 

reports that seniors can be characterized as follows when purchasing an independent living 

unit: 

1. People with higher education attach more importance to the quality of the living 

environment than to the housing unit itself. 

2. The manner in which older persons evaluate independent living units is affected by 

their experiences. 

3. Promotion of senior housing can significantly increase the willingness of seniors to 

accept and purchase independent living units. 

4. The advertisements targeting seniors should emphasize emotions, product 

comparison, and the product itself. 

5. The price of independent living units should be close to regular housing units and in 

line with real estate market value. 

6. Senior customers prefer new houses to old ones. 

Given that Cheng surveys Taichung residents, the result may not be fully applicable to 

Taipei, since the living standards and particular social environment of the two cities exhibit 

marked contrast.  Indeed, the Ruenfu interview and focus group results show that the 

respondents emphasize security concerns the most—including both emergency treatments 

and personal security.  The recreational activities that the developer provides are not at the 

top of the evaluation criteria.  

2.6  SUMMARY 

The literature review shows that the demand for independent living communities is 

emerging as seniors are better educated and more economically independent.  However, the 

willingness to move to an independent living unit is still low.  A survey conducted by the 

Ministry of Interior (2003) reports that the average occupancy rate of both public and private 
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senior homes designed for independent living is lower than 70 percent.  On a surface level, it 

appears that the market is oversupplied.  However, why is there a steady stream of developers 

entering the market?  What is the gap between existing senior housing communities and the 

specific needs of seniors?  What features are seniors looking for?  What are the factors 

influencing their decision to move to an independent living community?  This research 

intends to answer these questions in order to offer marketing information to developers of 

senior housing, who can use this information to produce better senior housing communities 

for the benefit of senior citizens. 

 

 


