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When you’re facing critical 

decisions about important issues like 

expansion, new facilities, membership 

retention, and new programs, you need 

accurate, comprehensive data. 

A FourSquare Market Study 

provides the information 

you need to plan for 

your organization’s 

success.

What is a FourSquare
Market Study? 

� � � � � � � � � � � � �
����������

A FourSquare Research 
Comprehensive Market Study

Opportunities for
Your Non-profi t 
Organization

Presented to
Your Organization

Presented by
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A FourSquare 
Market Study
Regardless of whether you deal with 

customers, patients, patrons, clients, 

members, or students, a FourSquare Market 

Study will provide accurate forecasts for 

various facility and program options to help 

you position your organization within your 

own unique community. The study gives 

you a clear picture of the population you 

are serving, along with an accurate account 

of existing providers. Plus, you get hard 

data showing how much interest there is for 

your services.

For your convenience, we’ll refer to users 

throughout this description of a FourSquare 

Market Study. The pages pictured here are 

samples based on a variety of projects from parks 

and recreation facilities, to preschools, to JCCs, to 

a new planetarium. For every project we answer 

six critical questions:

•  Who are your users?

•  What services do they want?

•  Why will they use your organization?

•  What is the best location for your services?

•  How many users will come?

•  How much are they willing to pay?
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38Profile of Prospective Members

Opportunities for Your Organization

Age
The following table shows the age of adult prospective members, while the graph compares the age of
prospective members to the age of the general population.

Figure 5.01  Age of Prospective Adult Members and Comparison to the Age of the General Population
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Membership Category
The following chart shows the membership categories preferred by prospective members.

Young adult
ages 19–25

9%Senior age 65
or over

7%

Single-parent family
7%

Youth/teen under 18
13%

Family
41%

Individual adult age 26 
or over
23%

Figure 5.02  Membership Categories Preferred by Prospective Members

Age of
General Pop.

9%

10%

7%

7%

6%

10%

8%

6%

4%

5%

We help you understand 

who wants your services

With a clear understanding of who 

is looking for your organization’s 

services, you don’t have to take a 

shotgun approach to fi nding users.
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Opportunities for a Total Indoor Recreation System
for County Parks and Recreation Department

Profile of Prospective Participants

Census Tract Locations
The following map defines the census tract locations of prospective participants.

Figure 5.03  Census Tract Locations of Prospective Participants
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*Prospective participant dots represent households by census tract in Platte County
who expressed a great deal of interest in joining a community center facility.

...and where they live

So that you can use promotional 

dollars more effi ciently, a 

FourSquare Market Study provides 

comprehensive demographics, and 

using census tracts, shows you where 

prospective users live.

39 Profile of Prospective Members

Opportunities for Your Organization

Ethnic Background
The following table shows the ethnic background of prospective adult members.

Caucasian 62%

African-American 3%

Refused 17%

Figure 5.03  Ethnic Background of Prospective Adult Members
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Prospective
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Very fit
6%

Don't know
13%

Not fit at all
7%

Not fit
14%

Figure 5.04  How Prospective Members Evaluated Their Current Level of Fitness 

Level of Fitness 
The following chart shows how prospective members evaluated their current level of 
physical fitness.

Profile of Prospective Members

Figure 5.03  Ethnic Background of Prospective Adult Members

Figure 5.04  How Prospective Members Evaluated Their Current Level of Fitness 

The following chart shows how prospective members evaluated their current level of 

12 Defining the Survey Area

Opportunities for Your Organization

6.8%
Increase

(continued on next page)

Demographic and Population Trends Analysis of the
Area Targeted for the Survey, 2000–2007
The table on this and the following page details the population trends in the targeted survey area
for the years 2000–2007.  This information is provided by the United States Census Bureau. 

Under
Age 18:
27%

Age 65
and Over:
9%

2000 2002 2007
Census Estimates Projections

Total Population 141,291 146,795 158,651

Total Households 47,733 49,279 52,614

Total Population By Race
White 64% 63% 63%
African American 8% 8% 8%
American Indian 1% 1% 1%
Asian/Pacific Islander 6% 6% 6%

Hispanic 34% 34% 34%

Total Population By Gender
Male 49% 49% 49%
Female 51% 51% 51%

Total Population by Age
0–5 years 7% 9% 8%
6–11 years 17% 10% 9%
12–17 years 5% 10% 10%
18–24 years 10% 10% 11%
25–34 years 15% 14% 13%
35–44 years 16% 16% 15%
45–54 years 14% 14% 15%
55–64 years 8% 9% 10%
65–74 years 5% 5% 5%
75–84 years 3% 3% 3%
85 + years 1% 1% 1%

100% 100% 100%

29%

9%

14 Defining the Survey Area

Opportunities for Your Organization

Census Tract 2001 Households 2007 Households % of Change

0008.04

0008.05

0008.06

0008.07

0008.08

0008.09

1,116

2,626

2,501

2,500

2,026

3,240

1,189

2,705

2,628

2,730

2,146

3,356

6.5%

3.0%

5.1%

9.2%

5.9%

3.6%

How the Number of Households in the Census Tracts
Targeted for the Survey Will Change, 2001–2007
The table on this and the following page gives the household growth trends by census tract in the
targeted survey area for the years 2001–2007.  This information was obtained from the United States Census
Bureau.

Figure 2.03  Household Growth by Census Tract in the Targeted Survey Area—2000 Census

0008.10 5,155 5,536 7.4%

0008.11 2,933 3,054 4.1%

0008.12 1,268 1,330 4.9%

0009.00 4,332 4,775 10.2%

0013.03 3,627 3,931 8.4%

0013.04 1,928 2,148 11.4%

0020.03 4,448 4,685 5.3%

0020.04 2,748 2,891 5.2%

0021.00 8,831 9,510 7.7%

Total 49,279 52,614 6.8%
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79Interest in Special Programming for 
Older Children, and Teens

Opportunities for a New  Jewish Community Center

Figure 11.01  Jewish and Non-Jewish Prospective Members’ Interest in Fitness and
Recreation Activities for Older Children and Teens

Social activities such as:

Fitness activities such as:

Very Low = <1%       Low = 1%–4%       Moderate = 5%–9%       High = 10%–14%       Very High = 15%+

Fitness and Recreation Activities Ages
10–13

Ages
14–17

Recreational activities such as:

• a teen lounge with TV and pool tables Moderate Moderate

• Creative classes like hip hop, break dancing, and dee-jaying

• Creative classes like hip hop, break dancing, and dee-jaying

Low

LowModerate

Low

• teen nights with movies, food, and dancing Moderate Low

Low Moderate• yoga and kickboxing

Interest in Fitness and Recreation Activities for 
Older Children and Teens from a JCC
The following table shows Jewish and non-Jewish prospective members’ interest in fitness and
recreation activities for older children and teens.

• a teen lounge with computers and pool tables Moderate Low

• teen nights with movies, food, and dancing High Low

• yoga and kickboxing Low Moderate

Denotes Jewish prospective members Denotes non-Jewish prospective members

7% 28% 7%

7% 30% 7%

12% 39% 5%

0% 20% 40% 60% 80% 100%

Identifying stars and planets
using the Planetarium and

the Internet

Camping under the stars*

The stars and the sky on the
night you were born

45%

28%

0% 20% 40% 60% 80% 100%

Identifying stars and planets
using the Planetarium and

the Internet

The stars at different points in
time

29Interest in Things You Can See
with the Naked Eye

Opportunities for Cumberland Science Museum’s New Sudekum Planetarium

Figure 5.02  Educational/Instructional Programs with Highest Interest among Children and Adults

Programs with Highest Interest Level

The following graphs compare the interest in the programs and activities that had the highest
interest levels among children and adults.

Ages 13–17

Ages 5–12

Younger than 5

Children and Teens

Adults

*Not tested for adults

What specific 

groups want

A FourSquare Market Study shows 

you how to best serve various groups 

like families with children, adults, 

students, or seniors. For example, 

what kind of programs do people 

want in a new Hall of Space and 

Planetarium in Nashville and what 

are they willing to pay.

62Indoor Sports and Recreation for
Children and Adults

Opportunities for Your Organization

Don't know
6%

Maybe
29%

No
36%

Yes
29%

Interest in Indoor Sports Leagues for 
Children and Teens
The following graph shows prospective members with children’s interest in indoor sports leagues for
children and teens. The table below shows the the level of interest in the individual sports leagues of
those prospective members who showed an interest.

Figure 9.03 Prospective Members’ Interest in Specific Indoor Sports Leagues for Children and Teens

Very Low = <1%       Low = 1%–4%       Moderate = 5%–9%       High = 10%–14%       Very High = 15%+

Figure 9.02 Prospective Members’ Interest in Indoor
Sports Leagues for Children and Teens

Sports Leagues
(average cost of $60/6-week session)

Ages
6–9

Ages
10–13

Indoor soccer HighVery High

Ages
14–17

Moderate

Basketball High ModerateVery High

Ages
3–5

High

High

Volleyball

Racquetball

Moderate Moderate

Very Low Very Low Moderate

Very Low Low

Low

Roller hockey Moderate Very LowLow Moderate

62

Yes
29%

Figure 9.03 Prospective Members’ Interest in Specific Indoor Sports Leagues for Children and Teens

Very Low = <1%       Low = 1%–4%       Moderate = 5%–9%       High = 10%–14%       Very High = 15%+

Figure 9.02 Prospective Members’ Interest in Indoor

AgesAges
6–96–9

AgesAges
10–1310–13

HighHighVery HighVery High

AgesAges
14–1714–17

Moderate

HighHigh ModerateVery HighVery High

AgesAges
3–53–5

HighHigh

HighHigh

Moderate Moderate

Very Low Very Low Moderate

Very Low Low

Low

Roller hockey Moderate Very LowRoller hockey Moderate Very LowLow ModerateRoller hockey Moderate Very LowRoller hockey Moderate Very Low

Moderate Moderate

Very Low Very Low Moderate

Roller hockey Moderate Very LowRoller hockey Moderate Very LowRoller hockey Moderate Very LowLow ModerateRoller hockey Moderate Very Low

Very Low Very Low Moderate

Roller hockey Moderate Very Low

Very Low Low

56Aquatics for Children and Adults

Opportunities for Your Organization

Preferred Type of Pool
The first set of graphs compare the interest among prospective users in a warm-water pool with
features such as tubes and slides or a cool-water pool for lap swimming and swim teams for children
and adults. The second pair of graphs show prospective members’ preference for an outdoor seasonal
pool or an indoor year-round pool for themselves and for their children.

Warm-Water Pool Cool-Water Pool

28% of adult prospective users said either one for adults and 29% said either one for their children.
Figure 8.01  Comparison of Interest Among Prospective Users in a Warm-Water or Cool-Water Pool for

Children and Adults                 

Adults Children

60%

AdultsChildren

6%

65%

12%

Outdoor Seasonal PoolIndoor Year-round Pool

8% of adult prospective users said either one for adults and 6% said either one for their children.

Figure 8.02  Comparison of Interest Among Prospective Users in an Outdoor Seasonal Pool or Indoor
Year-round Pool for Children and Adults                 

AdultsChildren

8%

Adults Children

82%

12%

84%

Whatever the core mission of your 
organization, a FourSquare Market 
Study gives you the information you 
need to understand and serve specifi c 
consumer groups.

71Interest in Special Programming for 
Parents, Older Children, and Teens

Opportunities for Your Organization

Interest in Life Skills Programs
The chart to the right shows the interest prospective members with children had in life skills programs
for pre-teens and teens such as driver’s ed classes and job search techniques.

Figure 11.03  Prospective Members’ Interest in Life Skills Programs for Pre-teens and Teens

Life Skills programs Ages
10–13

Ages
14–17

Driver’s education classes High Very Low

Leadership development

Training in job search, interviewing techniques, and workplace
communication

Low

ModerateModerate

Moderate

Computer training Moderate Low

G.E.D. classes Low Very Low
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Opportunities for a new High School

Profile of Prospective Students

Interest Among Parents
The graph below left shows the interest of parents of current students in contributing to the school’s
annual building fund and annual financial campaign. The graph below right shows the level of interest
in continuing education programs for parents among parents of students who will inquire.

Interest in Contributing to School’s
Annual Fund-Raising Campaign

Interest in Continuing Education for
Parents of Students

Figure 3.09  Effect of School Growth on Interest

Don't know
11%

No
33%

Maybe
23%

Yes
33%

Maybe
22% No

22%

Yes
56%

Effect of School Growth on Interest
The graph below shows the effect of a new high school’s growth each year by one grade level on the
interest of prospective inquirers.

Increase
6%

Decrease
11% No change

83%

Figure 3.07  Interest in Contributing to School Figure 3.08  Interest in Continuing Education
Programs for Adults

In addition to showing the 
differences in program interests and 
service preferences, a FourSquare 
Market Study can answer specifi c 
questions such as parents’ interest in 
participation in activities with their 
children, or the different ways in 
which they are willing to support your 
organization.

67 Outdoor Sports and Recreation for
Children and Adults

Opportunities for Your Organization

*Baseball/softball was cited most often, followed by outdoor soccer.
Figure 10.04  Prospective Members’ Interest in Outdoor Recreational Activities for Adults

11%

15%

31%

0% 20% 40% 60% 80% 100%

Outdoor  skateboarding,
and in-line skating

Sports leagues for
adults at $35/person for

a season*

Outdoor adventure
sports such as hiking,

white-water rafting, and
parasailing

Interest in Outdoor Recreational Activities for Adults
The following graph shows prospective members’ interest in outdoor recreational activities for
adults.

25

Opportunities for a new Episcopal High School

Profile of Prospective Students

Importance of Having Certain Experiences
The following graph illustrates how parents ranked the level of importance they assign to their teen
having certain experiences in high school using a scale of 0 to 4 where 0 means not important at all
and 4 means very important.

Figure 3.02  How Parents Ranked the Importance of Having Certain High School Experiences

11%
89%

22%
78%

6%
11%

83%

5%
17%

78%

6%
6%

38%
50%

6%
6%
6%

38%
44%

0% 20% 40% 60% 80% 100%

College placement
counseling provided

State-of-the-art technology

Academic excellence
maintaining at least a B

average

Environment with different
races and ethnic

backgrounds

An emphasis combining
body, mind, and spirit

Religious instruction part of
curriculum

Not important at all Not Important Somewhat important Important Very important

Why they will come

A FourSquare Market Study can 

show you what programs and 

services your users want as well 

as what aspects of your services 

they feel are most important. This 

knowledge enables you to focus your 

offerings and set your organization 

apart from those offering similar 

services.

44Support Services

Opportunities for Cumberland Science Museum’s New Sudekum Planetarium

6% 8%

42% 37%

0% 20% 40% 60% 80% 100%

Babysitting and child
care at $3/hour per

child

A lounge area with
drinks and snacks

YES

MAYBE

Figure 10.01  Interest in Support Services among Prospective Patrons

Interest in Support Services

The following graph shows interest in support services that could be offered by the planetarium
among prospective adult planetarium patrons.

When asked if their children would need
transportation to the Planetarium, adult
prospective patrons showed very low interest.
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Membership projections

A FourSquare Market Study can 

project user participation and 

compare a variety of optional 

offerings to show which will result 

in the greatest return on your 

investment.

Penetration among Affiliated Jewish Households
The following graph illustrates the percentage of affiliated Jewish households with at least a lot of
interest in joining a Jewish Community Center regardless of location.

14.9%

12.1%
Percentage of Affiliated Jewish Households with at
Least A Lot of Interest in Option I at the Higher
Rates (seasonal outdoor pool, fitness center, teen
center, kids' gym)

Percentage of Affiliated Jewish Households with at
Least A Lot of Interest in Option I at the Lower
Rates (seasonal outdoor pool, fitness center, teen
center, kids' gym)

Penetration Among           
Affiliated Jewish Households 

Regardless of Location
27.0%

Figure 4.03 Penetration among Affiliated Jewish Households

26 Membership Projections

Opportunities for a New Jewish Community Center

26 Membership Projections

Opportunities for Your Organization

Location Preference

65%

17%

22%

33%

15%

12%

8%
5%

Memorial Park
Location

Sports Complex
Location

Janeway Market
Location

Riverside Drive
Location

Second Choice

First Choice

Total = 82%

Total = 55%

Total = 27%

Total = 13%

Figure 4.06  Location Preference Among Prospective Members

Site selection

All locations are not equal. Once a 

FourSquare Market Study evaluates 

all the possibilities, you get an 

adjusted forecast for each location.

33 Membership Projections

Opportunities for Your Organization

Membership Projections Logic Model

New Revenue Generated
$720,345**

Percentage of all Households
1.2%

Number of New Household Units
952*

Existing
Family YMCA

Revenue Generated
$976,083**

Percentage of all Households
1.8%

Number of Household Units
1,498*

Proposed new YMCA
Within 1/2 Mile of

Route 34 and Route 30

Revenue Generated
$713,008**

Percentage of all Households
1.4%

Number of Household Units
1,094*

Proposed new YMCA
Within 1/2 Mile of

Route 71 and Orchard

Revenue Generated
$681,630**

Percentage of all Households
1.3%

Number of Household Units
1,046*

Proposed new YMCA
Within 1/2 Mile of

Plainfield Road and Wooley Road

Adjusted Number of Households in Targeted Service Area
79,270

*This number does not take into account probable members who may terminate their memberships.

**Revenue loss from members terminating during their first year would need to be subtracted from this amount.

Note: Multiple rounding may cause some figures to be off by one or two digits.

Figure 4.10  Membership Projections Logic Model
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Recommendations
A FourSquare Market Study can 
provide guidelines for designing 
your facility, as well as developing 
new programs, promotions, or 
strategic plans.

The FourSquare Research staff’s 
20+ years of experience with a 
variety of not-for-profi t organizations 
and local governments coupled with 
the fi ndings of your FourSquare 
Market Study will guide you in 
building your organization for the 
future.

Revenue forecasts

A  FourSquare Market Study 

provides forecasts of the revenue 

for your organization. This means 

that if you build a new facility 

you can be confi dent that people 

will come, providing suffi cient 

operating revenue.
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Opportunities for a Liberal Arts College to Relocate

Findings among Residents and Projections

Forecast of Students who will Inquire
The following graph shows the percentage of respondents with a great deal of interest or a lot of
interest in inquiring about and/or applying to the College at Tuition Options I, II, and III.

3.3%

1.5%

1.5%

2.4% Respondents with a Great Deal of Interest in Tuition
Option I [$15,000/year]

Respondents with a Great Deal of Interest in Tuition
Option II [$12,000/year]

Respondents with a Great Deal of Interest in Tuition
Option III [$10,000/year]

Respondents with a Lot of Interest in Tuition Option III
[$10,000/year]

8.7%* Total Potential 
Applicants

*This percentage reflects the total number of inquiries and not those who will be accepted or enrolled at the college. 

Figure 2.06  Total Potential Inquiries for the College in the New Location
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3631 Chamblee Tucker Road
Suite A225
Atlanta, Georgia  30341
404-888-0530    1-800-683-8075
www.foursquareresearch.com

FourSquare \ adj. \ marked by 
boldness and conviction: forthright: 
free from ambiguity and evasiveness: 

straight to the point

Every FourSquare Market Study is 
rich in valuable data.

Scientific research plus clear 
analysis equals recommendations 

that work.

R E S E A R C H , I N C .
FourSquare


