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The Pacific Companies
Caleb Roope | President and CEO

Location: Eagle, Idaho  

As the demand for affordable senior housing continues to grow, The 
Pacific Companies is stepping in to supply quality options. Since 
commencing a multi-unit housing structure called Seasons at Re-

gency Place II in Anderson, California, the company has begun anticipat-
ing the need for affordable housing units to accommodate the aging Baby 
Boomer generation.

Seasons at Regency Place II is a 79-unit senior housing complex, one 
that has been quite the undertaking for The Pacific Companies. Slated 
for completion in March 2011, the project is 54,940 square feet and has 
a completion budget estimated at approximately $14 million. Months 
before its scheduled opening, the complex already boasts an impressive 
waiting list.

The Pacific Companies specializes in these types of units, with a fo-
cus on both multifamily and senior markets. The company depends largely 
on contracts with local, state and federal funding to complete projects, but 
competition is fierce due to budget cuts and the ongoing housing crisis. 
In spite of these market challenges, the company continues to grow and 
prosper. 

Affordable senior housing targets Boomers

Total Package

Parkside at Sycamore
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Caleb Roope, President and CEO of The Pacific Companies, factored 
tough times into the planning stages of the company’s growth.

“Our model relies on some form of public subsidy that either a federal, 
state or local government would provide in order to keep rents low and 
affordable to the senior population,” says Roope. “Because other sectors 
of the real estate market are shut down due to several factors, many de-
velopers have moved into the affordable senior housing market. A lot of 
them are making promises they cannot keep, and are not familiar enough 
with the industry to know that certain commitments that they are making 
are not going to work in the long term.”

The Pacific Companies works as a full-service real estate develop-
ment company, employing construction experts and architects all under 
one roof. The company does not work with contractors, creating the op-
portunity for its clients to receive a variety of options at affordable costs.

“Some companies may take a cradle-to-grave management approach, 
where managers take a project from inception to completion,” says Roope. 

“Because of the volume we do, we have designed our strategy around de-
veloping particular expertise in certain areas of development. Our employ-
ees get really familiar with specific areas, such as project management, 
processing or working with investors. They stay skilled in that particular 
area and do multiple projects every year, and are very specialized in what 
they do.”

PLAN AHEAD
With so many resources at hand, Roope said the company is looking for-
ward to exploring new disciplines, including student housing and charter 
school developments. 

Naturally, long-term planning is crucial for the survival of any devel-
oper’s business. By Roope’s estimation, The Pacific Companies would be 
able to maintain full staff operations for at least three more years, regard-
less of whether the company secures any new projects. “In our business, 
we have been able to do very well in this economic downturn because 
we’re very skilled at deferring our profits until the risk is gone. Having 
that kind of cushion is helpful for us, as we are able to change our core 
strengths or learn new disciplines,” says Roope.

This flexibility, along with the streamlined cooperation of a host of 
specialists, allows The Pacific Companies to stay ahead of the curve.

Moving forward on Seasons was a strategic maneuver on the com-
pany’s part. After the construction of the Regency I was complete, Roope 
was floored by the demand for affordable multi-unit housing.

“We saw a rapid lease-up of 25 units per month and it was full within 
four months,” says Roope. “The waiting list on the first phase still aver-
ages over 100 names.” With thousands of homes in the midst of foreclo-
sure, and many more sitting empty on the market, this may appear to be 
nothing short of a miracle.

Roope has used this to his advantage when speaking to potential 
investors. Referring to the waiting list, he also draws attention to the 
aging Boomer population. Because many of these individuals have been 
unable to save enough for retirement, demand for affordable housing will 
increase exponentially in the coming decade. For The Pacific Companies, 

this future market provides an opportunity to become one of the leading 
developers in the field.

Of course, Roope is always anticipating changes in trends. With 
approximately 30 projects in different stages of construction, pre-devel-
opment or conversion, The Pacific Companies is on track for 2010 and 
foresees 2011 as another profitable year. Many of its 800 units under 
construction are being built to LEED certification standards and the com-
pany intends to take on many additional projects with similar standards. 
While 2012 will likely be a year of much greater competition in the senior 
housing market, The Pacific Companies is confident that it has the skills, 
expertise and diverse portfolio to move forward successfully. 

Riverbank Family Apartments
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