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Trend Bites 
A taste of what’s going on out there for the consumer to experience. 
 
 
Modern Homes for Rural Migrators that Offer Authenticity [Issue 6; July, 2008] 
 
By 2020, half of Americans will have moved to counties with populations of less than $50,000 in 
"pretty" places. Many of these rural migrators are also moving to 
 

• Downshift, where the decision is made to disengage from others or from work to regain a 
slower lifestyle at frequently higher cost in reaction to crowding, overdevelopment and 
the hyperlife 

• Tech escape, an anti-tech "time out" from the fast life in which consumers seek old world 
pleasures. 

 
The following are modern home options available to rural migrators in the Northeast that also offer authenticity 
via old-world craftsmanship and design. 
 

 
 

Classic Colonial Homes 
Classic Colonial Homes has partnered its designs with various developers to create settlements in New England. 
Builders are reviving historic styles in new home "settlements" in surrounding areas of New Hampshire, Vermont, 
Maine, Connecticut, Massachusetts and Rhode Island. Classic designs like colonial, farmhouse and saltbox 
combine traditional craftsmanship with modern-day amenities. 
 
Brook in Waterland 
Hudson Valley, NY development Broek in Waterland resurrects 17th-centruy Dutch design featuring post-and-
beam construction and hand-carved moldings. The settlement, "400 years in the making," also offers a 
homeowner-association-controlled farmland and vineyard. Set in 196 acres of farmland, this development offers 



 

 2 

a "new approach to sustainable preservation of land and heritage built upon a rarified quality of life." Brook in 
Waterland "writes a new chapter in the Hudson Valley tradition of the much-loved country retreat…" 
 
WHAT CAN YOU DO? 
These are examples of unique, single-family residential offerings specifically designed to fulfill consumers' needs 
for a downshifted, simpler, more "authentic" lifestyle in a beautiful place. Brook in Waterland appears to also be 
attempting to lure Baby Boomers for second, "retreat" home purchases for a downshifted lifestyle later. Learn 
more about the specific needs of the downshifting consumer and address them in future developments in less 
populated areas. Those located on mass transit near a "walkable urban" town will fare best in attracting both the 
working and non-working, and the younger and older. 


