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A steady economy and reinvestment in downtown have motivated developers to introduce
the largest supply of new apartments in Chicagoland since 2000.

www.synergyhousing.com
reservations
800 600 1115  |  reservations@synergyhousing.com

Chicago Market Insights

@

2017 Market Update

A flood of companies relocating from the suburbs

to downtown Chicago are driving demand as well
as higher prices on both new and existing inventory.
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CHICAGO BY 
THE NUMBERS

According to Marcus & Milichap’s 2017 U.S. Multifamily Investment Forecast, employment 

in The Windy City has grown between 1.4 percent and 1.6 percent annually for the past four years. 

This consistent growth rate has helped fuel new households, especially among millennials, and 

developers have spent the last two years building new apartment units. More than 16,000 new 

units will be brought online in 2016 and 2017, combined, in an attempt to satiate the rising demand 

for new housing.

New completions will be quickly absorbed by the market, with Marcus & Millichap predicting 

Chicago’s vacancy rate to hit 3.9 percent by the end of 2017 after finishing 2016 with 3.7 percent 

vacancy rate. The slight increase in vacancy should slow rent growth, which has increased 

dramatically in recent years. Chicagoland is expected to end the year with an average effective 

monthly rent of $1,442. If this occurs, the 4.5 percent average effective rent increase would

mark the only time in the previous three years of sub-5 percent growth.

“The biggest issue for us right now has been price,” said Jennifer Breen, President and 

Founder of Chicago-based Suite Home Corporate Housing. “We’ve never been like

San Francisco, Washington DC or Boston with these crazy-high rent prices, but we’ve seen

rent increase in the 7-12 percent range over one year at certain properties.”
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EMERGING DOWNTOWN DEMAND

Another trend making the city of Chicago attractive to developers is a flood of companies and corporations based in Chicago’s suburbs

relocating to the downtown area. McDonald’s corporate headquarters, which has been based in the Chicago suburb of Oak Brook since 1971, 

announced it was moving its operations to Chicago’s West Town neighborhood before the end of 2018. The fast-food giant will join Kraft Heinz, 

Motorola Solutions and farming supplier ADM as notable organizations moving their offices to the friendly confines of Chicago. 

The need for young professionals with a background in technology, e-commerce 

and engineering is forcing many organizations to make their offices more 

attractive. Millennials have shown a preference for urban environments for

both work and play, and companies are migrating to those locations in an

effort to be more attractive to prospective employees.

Organizations relocating to Chicago proper are looking for underdeveloped 

locations that are cheap to build on or rent. New offices are now going into 

neighborhoods that were previously empty, which is transforming the city’s map.

“I’ve lived in Chicago for 17 years and I’m seeing new neighborhoods pop up in downtown,” Breen said. “It’s almost like there’s a new city 

popping up in the middle of an existing city. There’s such a heavy concentration of people moving into areas that have never been lived in before.”

Breen points to Google’s office in the West Loop section of town as an example of Chicago’s ongoing evolution.

“It was always referred to as ‘West Loop,’ but that area’s growing so fast that it’s splitting into West Loop and 

The Fulton District,” Breen said. “West Loop, before Google and a bunch of other tech companies moved in, was 

literally the Meat Packing District. Now it’s all high-end buildings and Michelin-rated restaurants. It’s a trendy area.”

Corporate housing has felt the impact of this migration as residential developers are building apartments in close 

proximity to the new offices. While choice is typically good for consumers, too many choices has led to confusion 

among buyers and created noticeable inconsistencies among neighboring properties. 

“There was also a time when you would work with 3 or 4 properties, they were like your ‘go-to’ properties for

certain neighborhoods,” Breen said. “Now, there can be as many as 10 choices for a single location, and it just 

becomes too overwhelming when clients are trying to narrow down their options. With so many new properties 

coming online, it’s been hard for me to determine which new buildings we need to be in.”

RELATIONSHIPS MATTER

In addition to knowing what properties are available, an experienced corporate housing professional will also have strong personal relationships 

with local property management companies. These relationships can impact the guest’s experience and bottom line. Strong relationships help 

identify opportunities and provide direct access to accommodations that meet the guest’s specific needs and wants. Relationships also help 

identify opportunities when a management companies begin offering concessions, whether reduced rents or enhanced services, for communities 

with high vacancy.

There are two distinct strategies a corporate housing provider can utilize when building their inventory. One method attempts to have

a physical presence across a broad region by obtaining a small handful of units at several apartment communities. This allows a provider 

access to any neighborhood or city district a customer might need. But Suite Home chooses the opposite approach by strategically taking

on a large collection of leases at only a few select buildings, providing Suite Home more opportunity for a centralized location during a large 

group move. This philosophy also helps establish better and more fruitful relationships with property management companies, which can

lead to lower rent prices and faster response times for on-site issues.
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“We’re able to service these buildings a lot more effectively and efficiently because we’re not spread across the city,” Breen said. 

“I’ve also noticed that if there is an issue and we need the property manager’s attention, we have quicker response times in a building

where we have 15 leases, as opposed to a community where we might only have one or two apartments leases.”

STRONG PARTNERSHIP OF SUPPLIERS

Consistency in quality is another reason Suite Home 

chooses to take several leases in the same building. Due 

diligence trips and site inspections can be more efficiently 

administered in communities with multiple leased units. 

Community amenities and on-site services can vary among 

properties and management companies, but this challenge 

is eliminated with several apartments under one roof.

Focusing on consistency isn’t limited to Chicago’s corporate housing either. One of the best ways for bringing a sense of “home” to our

customers is by delivering a consistent level of quality in every corporate housing solution. Finding a housing supplier that can consistently 

meet Suite Home’s standard for quality in a market outside Illinois and Wisconsin puts pressure on the organization to partner with a provider

as customer-focused as Synergy.

Suite Home and Synergy have a long-term partnership built on trust and collaboration. This relationship has flourished because of how 

culturally-aligned both organizations are. Each prioritizes the guest experience, ensuring every customer that either Synergy or Suite Home 

touches is attended to at a personal level.

“It’s also important for me to partner with people that take their business as seriously as I do,” Breen said. “I take a lot of pride in my 

knowledge of Chicago and the inventory options that exist in the city. I want to work with someone that really knows and understands their 

territory to the level I know Chicago. There’s no way one person can know all markets. You have to rely on people that are as passionate

about their regions as I am with mine.”

ABOUT SYNERGY GLOBAL HOUSING AND SUITE HOME

Jennifer Breen has been focused on providing clean and high-end accommodations for almost two decades. She founded 

Suite Home in May of 2005 after several years of working as vendor for the corporate housing industry. She is a Certified 

Corporate Housing Professional and a member of the Chicago Corporate Relocation Council, Corporate Housing Providers 

Association, Chicago land Apartment Association, Global Business Travel Association, Worldwide Employment Relocation 

Council, Forum for Expatriate Management and the Women’s President’s Organization.

Established in 2005, Suite Home Corporate Housing offers luxury furnished, corporate apartments with 

flexible leasing terms throughout the Chicagoland and Milwaukee areas. The units are fully equipped with 

modern furnishings, luxury linens, and all the housewares needed for a temporary stay. The Suite Home 

staff strive to provide guests a “home away from home” experience, and are equipped to handle large corporate groups, project work, relocation, 

medical travel, entertainment crews, interns, and government travel.

More than just a furnished apartment, Synergy Global Housing provides the ultimate corporate housing 

experience by combining the comforts of “home” with exceptional customer support. Through listening

to the needs of the individual guest, Synergy builds custom-tailored housing programs and supports each 

reservation with an experienced, dedicated team of customer service professionals. With Global Solution Centre offices in the United States, 

Ireland, India and Singapore, Synergy has the global scalability to service any housing need, anywhere in the world.

www.synergyhousing.com
To learn more about corporate housing in the Chicagoland area,
contact a Synergy Global Housing representative at (925) 807-1155.
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