& FRIEDRICH LLP

March 11, 2005

Commissioner Martin Coilins
Department of Neighborhood Services
841 N. Broadway

Room 104

Miwaukee, Wi 53202

MICHAEL BEST

Re: Wisconsin Center Disfrict Parking Lot

400 W. Wisconsin Avenue, Milwaukee, Wisconsin

Dear Commissioner Collins:

Tweo Riverwood Place

N19 W24133 Riverwood Drive
Waukesha, Wi 53188-1174
Phone 262.956.6580

Fax 262.956.6565

Charles P. Graupner
Direct 262.956.6555
Emalt cpgraupnes@michaelbest.com

This letter is written to request that the Department of Neighborhood Services suspend enforcement of
the use restrictions regarding Wisconsin Center District's parking lot located between Wells Street and
Kitbourn Avenue. it is my understanding that those restrictions will be the subject of a resolution
introduced at the Common Council on March 16, which we expect will provide legislative authority for the

Wisconsin Center District's unrestricted use of its parking facility,

Thank you for your consideration of this request. Please contact me if you are in need of further

information.
Sincerely,
MICHAEL. BEST} FRIEDRICH LLP
/ [
Charles P. Q?aupner
s

CPRG:wib
cc: Alderman Willie Hines 7
Alderman Michael D'Amato v

Franklyn M. Gimbel, Esq.
Mr. Richard Gevyer

NACHent0G638 2000 1WFG154207 1
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MICHAEL BEST

,

March 3, 2005

Michael D'Amato
Miwaukee City Hail
Milwaukee, Wl 53202

Re: Wisconsin Center District

Dear Alderman D'Amalo:

Two Riverwood Place

N19 W24133 Riverwood Drive
Waukesha, Wi 53188-1174
Phone Z62.856.6560

Fax 262.856.6585

Charles P. Graupner
Direct 262.956.6555
Email cpgraupner@michaelbest.com

Enclosed you will find the application for extension of special use permit regarding the Wisconsin Center
District parking fot. Thank you again for your support. Please feel free to contact me if you have any

guestions.
Sincerely yours,
MICHAEL BES

Charies P./E‘;‘:{aupne{

FRIEDRICH LLP

CPG:de/

Enclosure

NACHent 008382000 1WF3153170.1
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MICHAEL BEST Two Riverwood Place

N19 W24133 Riverwood Drive
& FRIEDRICH LLP Waukesha, Wi 53188-1174
Phone 262 956.8560
Fax 262.956.6565

Charles P. Graupner
Direct 262.956.6555

Email cpgraupner@michaetbest.com
March 2, 2005

Via Messenger

Board of Zoning Appeals — City of Milwaukee
809 North Broadway, First Floor
Milwaukee, Wisconsin 53202

RE: The Wisconsin Center District; 400 W. Wisconsin Avenue;
BOZA Case Nos. 25674 and 25680

Dear Chairman Zetley and Members of the Board:

Our firm represents the Wisconsin Center District {the “District") in the above referenced matters. By this
letter the District respectfully requests that the two matters referenced above, both scheduled for public
hearings this Thursday at 5:00 p.m., be dismissed. The following information briefly reviews the reasons
for the requested dismissals.

On March 9, 2004, the Department of Neighborhood Services (“DNS”) issued an order to correct a
violation at the premises. DNS conciuded that the District has violated the terms of the special use permit
by not limiting the use of the parking lot to attendees of events held at the Midwest Airlines Center. The
Department of Neighborhood Services also issued an Inspection Report and Crder to Correct Condition.
In response to this enforcement action, and out of concern that the parking lot, a critical portion of its
operation, would be shut down indefinitely, the District immediately filed an appeal of the order, hoping
that enforcement would be stayed until the situation could be sorted-out. Several days later, the District
also filed a petition with the Board of Zoning Appeals requesting a clarification of the March 4, 2004
permit. This was not intended to frustrate the Board of Zoning Appeals. It was a genuine reguest, made
in good faith, asking for a clarification of the motion that had been approved at the February 19, 2004
hearing. (See 2/19/04 BOZA transcript at pp. 41-47}.

Regardless of the outcome of these requests, the 2003 special use permit expires on March 2, 2005. As
such, the District has herewith submitted a new special use application, obviating the need for the
appeals.

The District acknowledges the controversy that has surrounded the parking lot. In a desire to clear the
slate and move forward, the District is requesting that the Board dismiss the pending appeal and the
pending request for clarification. It is the District's sincere hope that the Board will agree to the
dismissals, thus clearing the way for consideration of the new special use application,

On behalf of the Wisconsin Center District, | thank the Board for the considerable amount of time and
attention it has devoted to these matters. | ook forward to a successful resolution to alf of the outstanding

michaelbest.com



MICHAEL BEST

& FRIEDRICH LLP

March 2, 2008
Page 2

issues in a way that will not only be a benefit to the District, but to the City as a whole. If you require any
additional information, please contact me and | will respond immediately.
Very truly yours,

MICHAEL BES FRIEDR%CH LLP

/
Charles P. raupner

CPG:kid

michaelbest.com



& FRIEDRICH LLP

March 2, 2005
Page 3

bee: Mr. Richard Geyer
Alderman Willie L. Hines, Jr.
Alderman Robert J. Bauman

MICHAEL BEST

michaelbest.com



MICHAEL BEST T Fiveruood Piace

N19 W24133 Riverwood Drive
& FRIEDRICH LLP Waukesha, Wi 53188-1174

Phone 262.056.6560

Fax 262.956.6565

Charles P. Graupner
Direct 262.956.6555

Email cpgraupner@michaelbest.com
March 2, 2005

VIA MESSENGER

Board of Zoning Appeals — City of Milwaukee
809 North Broadway, First Floor
Milwaukee, Wisconsin 53202

Re: The Wisconsin Center District; 400 W. Wisconsin Avenue;
BOZA Case Nos, 25674 and 25680

Dear Chairman Zetley and Members of the Board:

Enclosed you will find the Wisconsin Center District’s original application for special use permit, our check
in the amount of $100.00 and four copies of the foltowing documents:

Plar of Operation and Statement of Special Use (with Exhibits)
Proof of Interest (Transfer Agreement)

Survey

Site Plan and Landscaping Plan

Site Photos

UEC S

Please advise me if you require a further filing fee or more information.
Sincerely,

MICHAEL BEST & FRIEDRICH LLP

Charles P

CPGwib
Enclosure

michaetbest.com



& FRIEDRICH LLP

March 2, 2005
Page 2

bee: Mr. Richard Geyer (w/encl.)
Alderman Willie L. Hines, Jr. (w/encl.}
Aiderman Robert J. Bauman {wiencl)

NACEent0983826001W0151606.1

MICHAEL BEST
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Plan of Operation

The following information is presented in accordance with the special use submittal

requirements listed in the BOZA General Information guide:

L. Address of the premises. The premises is known as 400 W. Wisconsin Ave.

2. Name and type of business. The premises is occupied by the Midwest Airlines Center

and by a surface parking lot. The surface parking lot is the subject of this application.

3. Dimensions and method of construction. The existing surface parking lot measures

approximately 240° x 360 (86,400sq. ft.) and accommodates 188 vehicles. The lot is paved with
a bituminous surface in accordance with City of Milwaukee building codes, with all storm water
managed according to code. As part of this application, the Wisconsin Center District (the
“District”) seeks permission to create an addition to the parking lot approximately 70° x 240’ to
accommodate an additional 86 vehicles. The perimeter of the existing lot 1s buffered with the
code-required landscape border, which would be extended around the newly-paved area if the

addifion is approved.

4, Description of prior use. Prior to 1996, when the District acquired all of the property

between 4™ and 6™ Streets and Wisconsin and Kilbourn Avenues, the property was occupied by
the MECCA convention center, several commercial buildings, and by 476 surface parking
spaces. In 1998, the District constructed the second phase of the Midwest Airlines Center on 2
portion of the property and sought permission to create a temporary surface parking lot on the
remainder. The Board of Zoning Appeals approved an application to construct a 370-space
parking lot. However, due to various financial and physical constraints at the time, only 188 of
the 370 spaces were constructed. In 2000, the District received approval to construct an
additional access drive from Kilbourn Avenue. The parking lot has operated in that

configuration since 2000,

3. Description of proposed use. The applicant proposes to continue the use of the existing

surface parking lot, which accommodates 188 vehicies, and seeks permission to construct an
expansion to accommodate an additional 86 vehicles. By this application, the District requests

permission to offer all 274 spaces to the general public at any time, The parking lot would be

-1-



operated by District employees as a general commercial parking lot. The primary purpose of the
parking lot would be to serve the venues operated by the District and maximize their
attractiveness to persons and organizations desiring to host events in Downtown Milwaukee. 1t
is anticipated that most, but not all, of the parking lot’s customers will be attending events hosted
by the District at one of the venues operated by the District: 1) the Midwest Airlines Cenier, 2)
Milwaukee Theater, or 3) U.S. Cellular Arena.

6. Adjacent land uses. North: Milwaukee Theater and U.S. Cellular Arena, South: Midwest

Airlines Center, East: Hyatt hotel and parking structure, West: State Office Building.

7. Potential adverse impacts. The District does not anticipate that any problems will result

from the operation of the parking lot. The parking lot has operated at the current capacity
without incident since it opened. An additional access drive from Kilbourn Avenue was added in
2000 to improve the operation of the parking lot. This modification has also operated without
incident. While the District acknowledges that an expansion of 86 parking stalls, if approved,
represents an intensification of the current use, the District believes that it will be able to

continue operating the parking lot in the same safe manner it has for the past nine years.

8. Clientele and service area. The parking lot would be operated by District employees as a

general commercial parking lot. It is anticipated that most, but not all, of the parking lot’s
customers will be attending events hosted by the District at one of the venues operated by the
District: 1) the Midwest Airlines Center, 2) Milwaukee Theater, or 3) U.S. Cellular Arena. In
addition to offering parking spaces to the general public on an hourly or daily basis, the District

would also like to offer parking, on a contract basis, to long-term tenants of its factlities.

9. Number of employees. The District is a major employer in the Westown Neighborhood,
currently employing more than 288 full and part-time employees at the Midwest Airlines Center,
the Milwaukee Theater, and the US Cellular Arena. The parking lot will be operated by district
employees. At peak times, additional officers may staff the lot in order to direct the traffic flow,
improving the lot’s efficiency and minimizing any queuing that might otherwise occur on-street.
In addition, the parking lot is routinely patrolled by uniformed security personnel employed by

the District.



10. Hours of operation. The District is seeking permission to operate the parking lot 24 hours

per day, seven days a week. Although the District does not anticipate that the lot will be
operated during this entire period of time, the District seeks flexibility so it can respond to
market conditions and to maximize the attractiveness of its facilities to persons and organizations

desiring to host an event in Downtown Milwaukee.

1. Traffic patterns. There are two access points to the parking lot: 1) an ingress/egress point

on W. Wells St. attended by a cashier, and 2) an ingress point on W. Kilbourn Avenue controlled
by an electronic gate. During normal operation, all vehicular traffic will be directed to enter the
lot through the access points on W. Wells Street and on W. Kilbourn Avenue. Al traffic will
exit on W, Wells Street. Pedestrian access to the parking lot is provided at several points, which

are landscaped and connect directly with the public sidewalks along W. Wells Street and W.

Kilbourn Avenue,

12. Signage. The current parking lot signage was designed to fit-in with the overall si gnage
for the Midwest Airlines Center. The District does not anticipate the need for any additional

signage,



Statement of Special Use

The Milwaukee Zoning Code defines a Special Use as “a use which is generally
acceptable in a particular zoning district but which, because of its characteristics and the
characteristics of the zoning district in which it would be located, requires review on a case-by-
case basis to determine whether it should be permitted, conditionally permitted or denied.” Milw.
Ord. § 295-201-619. The proposed use is an existing 188-space parking lot and a proposed
addition of 86-spaces, available to the general public but primarily intended to serve the three
civic venues owned and operated by the Wisconsin Center District. The subject premises is
zoned “C9D - Civic Activity” and “is designed and intended o serve as a regional center for
office, governmental, educational, cultural and recreational activities.” Milw. Ord. § 295-701-4,
The Board of Zoning Appeals evaluates all proposed Special Uses using the four criteria
specified in the zoning code. Milw. Ord. § 295-311-2-d. The following paragraphs explains how

the existing parking lot and the proposed expansion satisfy each of the four criteria.

1. Protection of Public Health Safety and Welfare. The parking lot is designed, located and

operated in a manner that protects the public health, safety and welfare. The physical layout and
design of the parking lot was completed by engineers and architects licensed by the State of
Wisconsin in their respective professions. Adequate care was taken in the design to ensure that
the proposed use does not create any public safety issues, as more fully addressed below in the
section dealing with pedestrian and vehicular safety. Similarly, nothing in the plan for the
proposed parking lot implicates a public health concern. Nevertheless, public health will be
adequately protected because the lot will be operated in accordance with all applicable

ordinances and regulations.

The public welfare will also be protected if the use is approved. In the context of zoning
decisions, the Wisconsin Supreme Court has held that “lanything that tends to destroy property
values of the inhabitants of the [municipality] necessarly adversely affects the prosperity, and
therefore the general welfare.” State ex rel. Suveland Park Holding Corp. v. Wieland, 269 Wis.
202, 270 (1955). As more fully discussed in the following section, the District’s parking lot has
been designed in a way that is protective of neighboring property and is therefore protective of

the general welfare of the citizens of Milwaukee.



2. Protection _of Property. The use, value and enjoyment of other property in the
neighborhood will not be substantially impaired or diminished by the establishment, maintenance
or operation of the parking lot. Prior to 1996, the land on which the current convention center
sits was occupied by several different commercial buildings along with a total of 476 surface
parking spaces. When the District acquired the land, the commercial buildings were raised,
parking operations ceased, and the first phase of the new convention center was constructed
between Wisconsin Avenue and Wells Street. The second phase of the convention center was
then constructed on a portion of the block in question, with the remainder of the site designated

for future expansion—the third phase of the convention center.

A special use application was filed with the Board of Zoning Appeals requesting
permission to recreate a parking lot to serve as an interim use until such time as it is appropriate
for the District to proceed with the third phase of construction. The Board, having found that all
of the criteria necessary to grant a Special Use had been met, approved the plan for a 370-space
parking lot. Due to various financial and physical constraints at the time, only 188 spaces were
eventually constructed. This parking lot was, and still is, an interim use of the site. Construction

of phase three of the convention center remains the long-term plan for the site.

The aesthetic appearance of the site has been dramatically improved over the last nine
years with the construction of the Midwest Airlines Center, the new parking lot, and extensive
landscaping and screening. All of the elements of the design have been carefully coordinated to
offer a consistent look and feel to the convention center property—building elements, lighting,
signage, landscaping, and screening, have all been coordinated to enhance the value of the

neighborhood.

According to the chapter of the Downtown Plan that deals with parking lots, the
landscaping and screening of a parking lot serves important functions that protect the use value
and enjoyment of surrounding propertics—it serves as a natural way to manage rain water, it
buffers pedestrians from large paved areas, and it contributes to the greening of the city,
(Exhibit A).  The 476 surface parking spaces that used to exist on the property were not

landscaped and screened as required by today’s zoning code. The existing parking lot meets the



rigorous landscaping and screening requirements of the zoning code and represents a dramatic

improvement to the area.

The City of Milwaukee Assessor’s office maintains detailed information on the value of
all properties in the City. Data from the Assessor’s office shows that no property in the
neighborhood immediately surrounding the parking lot has decreased in value since it began

operation in 1999,

3. Traffic and Pedestrian Safety. Adequate measures have been taken to provide safe

pedestrian and vehicular access to the parking lot. In accordance with the City’s Principles of
Urban Design, the Comprehensive Plan, the Zoning Code, and various recommendations from
Department of City Development staff, the parking lot plan includes pedestrian links between the
parking lot and the public rights-of-way, all of which have been heavily landscaped and
integrated into the overall design for the site. These pedestrian links serve to buffer the
pedestrian circulation areas from the vehicular, thereby creating separate zones of operation
which enhances the overall safety of the design. In addition, all vehicular ingress and egress
points for the parking lot have been designed by professional engineers to comply with generally

accepted standards and practices for vehicular operation.

As part of the 1996 request to re-create up to 370 parking spaces on the site, the District’s
plans were reviewed by the Department of Public Works, Infrastructure Services Division
("DPW?”). DPW offered no objection to the proposed parking lot. When the District sought
permission to construct an additional driveway on Kilbourn Avenue in 2000, the plans were
again reviewed by DPW. In response to the application, DPW submitted a letter to the board
conditionally concluding that the parking lot “can be operated in a manner which will not have a
significant adverse impact on traffic operation, parking, or other use of the public right of way.”
{Exhibit B). In 2003, when the District first proposed an 86-space addition to the parking lot,
DPW once again reviewed the plan and concluded that “[plrovided the proposed use is
developed and operated according to the plans submitted, DPW believes the use can be operated
in a manner which will not have a significant adverse impact on traffic circulation, parking or

any usc of the public right-of-way.” {Exhibit C).



Moreover, the area has long been used for surface parking — as many as 476 spaces prior
to the construction of the convention center and more recently as the 188-space parking lot
operated by the District. A track record has been established by this long-standing use of the site
as a parking lot, which shows that the site can be operated in a way that is protective of vehicular
and pedestrian safety. Accident data maintained by the Department of Public Works supports
this conclusion, showing no change in number of severity of vehicular accidents on the adjacent

streets that can be attributed to the parking lot operation. (Exhibit D),

4, Consistency with Comprehensive Plan. The parking lot has been designed and located in

a manner consistent with the City’s comprehensive plan and will be operated as such.
Development in Milwaukee is guided by the City’s Principles of Urban Design, a policy
statement adopted by the City Plan Commission as part of the City’s comprehensive plan.
(Exhibit E). Downtown development is further guided by the Downtown Plan, adopted by the
Plan Commission in 1999. (Exhibit F).

The Principles of Urban Design

The first principle of urban design is “neighborhood compatibility.” This principle
encourages development to “[r]elate to the physical character and scale of the nei ghborhood” and
to “[e]nhance linkages to surrounding uses, especially public services and amenities {schools,
parks, mass transit).” The proposed parking lot meets both of these objectives. First, every
aspect of the parking lot has been designed to be consistent with the development of the other
properties in the area, principally the Midwest Airlines Center. From the landscaping design, to
the lighting fixtures, to the signage, careful thought has been put into compatibility of design.
Second, pedestrian links have been incorporated as an integral part of the overall design for the
parking lot, providing a direct connection to the public sidewaiks and the surrounding

neighborhood.

The second principle of urban design promotes “pedestrian friendly design.” Here again,
the parking lot is compatible with this principle through its use of pedestrian access points from
the parking lot to the public sidewalks surrounding the site. Pedestrian friendly design is also

accomplished through the installation of landscaping materials that provide relief from the harsh



paved surfaces, screen the parked vehicles from view of pedestrians, and provide an improved

aesthetic appearance.

The third principle deals with land use diversity. This principle encourages development
to seck out opportunities for shared uses. This is precisely what the District hopes to accomplish
in this case by requesting permission to share this lot among its various facilities and the public
at large. Although a parking lot may not be the highest and best use of this land (and in fact this
area has been reserved for the ultimate development of the next phase of the convention center),
it nonetheless serves an important function, the benefit of which is increased when it is shared

with neighboring facilities.

Milwaukee’s final principle of urban design relates to “fransportation diversity.”
Although the lot primarily serves to accommodate vehicles, it is consistent with this principle
through its pedestrian linkages to surrounding uses, pedestrian connections fo the public
sidewalks, and ultimately, connections to fransit. Two important transit routes pass directly in
front of the parking lot: Route 143, an interurban line connecting Ozaukee County with
Downtown Milwaukee; and Route 11, a north-south route that is part of the Milwaukee County
Transit system. (Exhibit G). Accommodations for bicycles are also located on nearby District

property.

The Downtown Plan

Not only is the Downtown Plan the major planning document guiding development in
downtown Milwaukee, the District was instrumental in its creation and ultimate adoption. In
1997, the City of Milwaukee, in partnership with the Wisconsin Center District and the
Milwaukee Redevelopment Corporation, embarked on a master planning process for downtowi.
The purpose of the plan was o serve as a blueprint for development during the next 20 years.
The City Plan Commission formally adepted the plan on J uly 16, 1999. The plan contains seven
specifically enumerated objectives, (Exhibit H). The proposed parking lot furthers four of those
goals in a specific way and, at the very least, has a positive indirect effect on the remainder. The

four goals that this proposal furthers are:

13 Destination Entertainment: To expand the number and variety of

destination entertainment venues in the downtown;
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2) Balanced Transportation: To provide attractive options for fravel

within downtown; and

3) Quality of the Pedestrian Realm: To make walking attractive,

easier, and convenient; and

4) Catalytic Projects: To achieve maximum benefit from major

private and public investments.

The Midwest Airlines Center, the U.S. Cellular Arena, and the newly renovated
Milwaukee Theater, provide Milwaukeeans with a diverse mix of entertainment. From auto
shows, to professional soccer, to theater and live concerts, each of the three venues operated by
the District easily falls within the category of “destination entertainment,” as specified in the
Downtown Plan. The plan provides that “{dJowntown should be the first choice location for one-
of-a-kind cultural and entertainment venues.” However, in order to he the first choice, these
venues must remain competitive choices as compared to other venues in the greater Milwaukee

region. And Parking is one very important reality of being competitive.

While the Downtown Plan notes that there is “adequate” parking available downtown, the
perception among a large segment of the population runs contrary to this notion. Many people
believe that parking a car downtown is difficult. In a 2001 publication of the Urban Land
Institute titled “Developing Sports, Convention, and Performing Arts Centers, the author draws
attention to the importance of the public’s perception of parking on the ability of a facility to

attract business:

If parking is perceived to be insufficient or too expensive, or if attendees believe
that parking facilities are unsafe or anticipate long delays when they leave a
multilevel garage after an event, a facility’s marketability-—as measured by

attendance at events—will be compromised. (Exhibit ).

VISIT Milwaukee (formerly known as the Greater Milwaukee Visitors and Convention
Bureau) recognizes the importance of parking availability and has submitted a letter of support.
(Exhibit J). Anvihing the District can do to promote the perception that parking is easy, will

increase the desirability of its venues. This will, in-turn, increase the Districts profitability,



which is an important prerequisite to moving forward with the next phase of the plans to expand
the convention center. The proposed parking lot, is a very visible signal to event promoters and

especially the general public, that the District’s venues have convenient parking.

The parking lot also provides “attractive options for travel within downtown,” which is
another of the goals identified in the Downtown Plan. While there are many ways that visitors
reach downtown (on foot, by bicycle, by bus, etc.) a great many choose to visit Downtown by
car. Inrecognition of this, the Downtown Plan devotes an entire chapter to the important subject
of parking. The design of the proposed lot has been carefully developed to address cach of the
concerns outhined in that section of the ;‘!Ian. The lot is landscaped so that the hard surface of the
parking lot is “softened” with plant materials. The landscaping also screens the parked vehicles

from pedestrians walking along the public sidewalks as discussed above,

Another goal of the Downtown Plan is to “make walking attractive, easy, and
convenient.” Given that many downtown pedestrians start off as commuters in vehicles, a
necessary step along the path to making walking convenient is to make getting out of the car
convemnient. The proposed lot does this. The lot is centrally located between the three facilities
the District maintains, as well as many other downtown shops, restaurants and offices. The
centrality of the location is the biggest encouragement to remaining a pedestrian — because of the
convenient, central location, it’s simply easier to remain on foot than it is to get the car, drive a

short distance, and park again.

Once visitors arrive and park their cars in the parking lot, they set out on foot to reach
their destination. The proposed parking lot provides connections, via pedestrian paths, to the
public sidewalk. These connections help to promote the “park once” concept described in the
Downtown Plan as the idea that visitors should be able to park their car in one place, travel
throughout the downtown area to any number of different destinations without having to return
to their vehicles in-between activities. (Exhibit K). This concept is closely linked with the
convenience discussed in the preceding paragraph. If these other destinations are not within
walking distance, the parking lot’s proximity to Wisconsin Avenue—the major hub of activity

for busses traveling through downtown—--makes it easy to switch from car, to foot, to bus.

~}



Restricting the use of the parking lot to certain events at certain times frustrates the “park once”

ideal promoted by the Downtown Plan.

A final important explanation of how the proposal is consistent with the Downtown Plan
relates again to the proposed landscaping. One of the catalytic projects identified in the
Downtown Plan is the improvement of the “streetscape” along Kilbourn Avenue. (Exhibit L).
As mentioned above, the landscaping and signage package has been designed to enhance the
pedestrian experience—a benefit for all visitors who walk down Kilbourn Avenue, not just those
who park in the lot. The District will meet all of the requirements of the plan and of the Zoning

code to ensure that the final result will be an improvement to the street.

Conclusion. The Downtown area where the parking lot is located is zoned “C9D — Civic
Activity” and is intended to serve civic institutions such as the Midwest Airlines Center, the
Milwaukee Theater and the U.S. Cellular Arena. Milwaukee’s zoning code permits surface
parking lots in this zoning district provided a special use permit is obtained. The zoning code
defines a special use as a use that is generally permitted but requires a case-by-case review to
ensure that it will not be detrimental to the neighborhood or the city at large. This application
demonstrates that the proposal to continue using the parking lot and create an 86-space addition
meets cach of the criteria used by the Board in its case-by-case review. The District therefore

respectfully requests that the Board grant the special use permit.
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arcly focated and poorly signed. There is = dicpre-
porzonate allocation of lecation and demand.

The new parking stmategy musr mke a mulis
facerted approsch o managing the parking sitea-
don. People will nor walk more than five minutes
from o parking spece e their destination.
Thesefore, the parking sirs
provision of public parking spaces within a five
minate watk of all significant activity generaw
and ressdenees, The Downtawn Plan proposes the

FOUITES adegaate

ing parking sears AL g,

= The majociey of fure
* Shared parking fa

raring should be in dec




Parking decks can accommodate the parking needs
of different uses when proximate uses have differen:
parking schedule demands.
* Establish a pasking authoriry
v Future parking ratios maost reflece the urban
natre of 1 ciry, considering
* positive walking disances can reduce tip
derand
* alternarive transk can reduce wip demand
« Parking facilities must have an intuitive way-find-
ing systen: thay directs deivers 1o decks and informs
<ustorzers of the currem occupancy lewel.
* Parking decks should have disect access to ransic
w0 enhance Downtown linkages; this & an impor-
wat compenent of the "Park Onee” concepr.
* Pading spaces must be locared within 1 reason-
able 600 feet of smailer acrivity generators.
* Larger activity genesators, particulady evening
attractions, should rely on shared parking and tran-
sit.
* Residential parking must have 2 minimum num-
ber of on-site spaces with any additional parking in
a shared parking deck within 600 feet.
* Diesigne srandards must be adopred for all surface
fots and decks.

The HNTE sudy stres char parking structures
should obtain an 85% occepancy race before addi-
tionad parking is provided. If there was no stucruse
of a shorzage of capacity within 2 fve-minute watk
of the existing parking rhen a new stucture was rec-
ommended. This refocation meshod raised the
averal offsueer parking rate from 66.% percent
74 percent. This method comsidered oaly existing
parking dernand. However, future tedeveloprnent
would generare addivional parking spaces in
Dowstown. If an 85 percent acoupancy rate for 2i
paskisg decks 3o still wargeted, 7,868 paring spaces
ste avatlable in the existing decks for addirionsl
parking. Many of the existing decks may be under-
uiilized because of the vacancy rate in buildings
that, i the furure when cocupied, will require addi-
sional spaces. The need for addidonal parking struc-
tures will depend also on an uneven Birore detnand
of parking spaces {land use andfor location), The
potential parking space needs, 2t fall ocoupancy,
can only be approximared. As land &= redeveloped
specific patking studies and phins wifl be required.

Concentration and realocasion of exissing patking
spaces through cooperative agreements must be the
first phase of the new parking plan. This assumes
thar parking deck operarors will want to more fully
utilize cheir undersed spaces. At peak use deck
occopancy should approach 100% of capacity. This
will be facilitared with the vehicular way finding
systeny explained faer m dis secrion.

In an cifort o commol the overall number of
required parking spaces the plan encourages mixed-
use hlocks, Mized-uses buildings have the advan

tage of sccommodiming shared parking Facilities. A
mabxiure of uses sharing the seme parking, through-
cut different dmes of the day and week, requires =
smaller number of parking spaces than individeal
uses. The shared parking able {eapy zight; suggests
the different schedule requiretnenty of parking
spaces indicating the possibility of shasing.

These pescentages allow for a grearer deswity in dis-
wrives when develapment that is heavily vsed during
the day, for cxample officr and el sre mived
with developments heavily wsed ar nighe such a5 res-
deatial. Encoursging shared parking facifitates
mixed-use developmern while reducing she eoquired
number of packing spaces.

Plan 2%

Parking Degks

W i S Do

“oh
3]
Shared Parking Table
WEEKDAY WEEKEND ;. RIGHYTIME
| DAYTIME EVENING DAYTIME EVENING |
OFFICE 1007 4% 10% 5%, 5%
RETAH 0% BG% TO0%: TO% 5%
AESTAURANT = 0% 106% 50% 100% 10%
0% 0% 8% 0% W%

RESIDENTIAL

The following urban parking ratios wers simployed
tor calaulate the new parking requirements.

Building Use
Residenzial

# of Parking Spaces

1.5 spaces per unit in
building or on-sire

6.5 to | additional spaces
depensding on aumber of
bedrooms within 600 fect
of the sie

Retait 3 per 1,000 5q. ft

Orfice 3 per 1LO0OO Sq. Fe
Theatres, vestaurants, eie. number of seats o tshles

The development programs o dewermine parking
need was an average of four story residential build-
ings, four story mixed-use buildings, 8 10 15 mory
office buildings, and 2 full oocupancy of existitig
habitable strucrures. When each wacant site was
developed 1o the maximum potential, the following
approximaie squate footage totals and correspond-
ing parking requirement were gencraied:

tse $q. Fe. Parking
Mixed Use/Resarl G80,660 2,940
Mixed Lisefotficosthorel 2,706,600 8,104
Torad 11,000
Cureent Chversupply 7.880
Fezare need 3,260

Residential and offiee buildings will sccommedue
puarking needs i sedfcontained parking strucrures
or snderground parking,

Housing uniss 12,150 21 263 cars 81.75 per unit

Rewai 3061678 U spaces @ 3000 s fe
Crbfice 488280 1,564 spaces @ 3 1.000sq it
Total 2,365 spmces

Sirnuiation of parking deck facade
wrgovermsnts

fowrtews Flag
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Proposed Parking Decks

Afml_\;sis of the existing parking conditions
included the definition of the area serviced by
each facilicy The location of the new proposed
derks was coordinated with the highest and best use
of the parking lots, adjacent parcels, and ranst.
Within Downtown new parking decks have been
located 1o provide facilivies within a 608 foor dis-
tance of all servives apd enverainment,

The Parking Flan indicares the Incations for parking
decks, surface lots and underground parhing.
Approximately 35 new decks or additions 1o decks
are recornmended. These decks must meet the rec-
ormmended parking deck guidelines,

There are theee Jarger parking strucrones recom-
wiended in the plan, The first is located nesr the site
of the Water Socet Encerminment complex or
MED-Miwanker  Entarminment  Disericr-
between Broadway, Marker, Knapy and Warer. The
second 1 locared adjacent 1o the proposed Union
Station mised-use project. A third is locared in the
Thizd Ward rear the festival grounds.

All parking decks ase recompnended &8 raied-use
struetures with some form of commercial use on the
ground toors facing the pedesirian realm.

Two new parkingfrransfor facilivies are steatepically
Tocated within the redesigned mixed-nse Union
Srarion and bohind the Waser Sereet entcominment
complex. These large structures are locared @ the
northern and southwesern gatoways to the Uy
The vehicular wap-linding sysrem will encourage
Diownropwn visions w park in these facilitics. The

con provides service Berween these sirac-
wires and othor dewniown atractons; the ooy
stop at both ol

fries, the cirmoluon 4 B monr

than one block swey Th

i elasdonship prrmic vis

ieoes andd smployess @ park s one of g

in the morning aed me aced their car again

frzve,

Parking Configurations

The Pls assumes that most of the new parking
demands will be accommaodated on site. Thearetical
seadies were compleied to understand how op-site
parking could be accommodated For residential,
mixed-use, office and the other downiown uses.
The most common parking recommendition was
under the building, 1/2 level below grade, as shown
to the right.

Mieond-ie Parking Deck

g

Parking Decks 97

Parking ‘Decks

-~

Recommendead t}ndergrm:dm?‘a
Cordiguration

aw

WL

B




e

Proposed Parking Deck Scrcen has a prinfed Brigge, a lechnd
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Immediate Actions

Many of the existing parking decks create visu-
ally weaccoptable sireetscapes. The facades
contsibuze a barsh character 1o the streers. Most
pedesseians percetve the ground level facades as neg:
ative. Pedesirian entrances are non-distinguished
and at imes difficult o find. Conversion of these
facades will be a challenge o implement,
Purchasing facade casements might be an incentive
for rehabilitarion. Providing srandards for business-
¢s to emulate is an fmporant siep. The smulation
to the left presents one sofution. Here a parking
deck facade is covered with a printed screen ro con-
ceal the structire, The image should create a posi-
tive strnctural composition on the streetscape.




On-Street Parking

Pzr;;]lr‘:l and dizgonal head-in parking are recom-
mended on moss streets. i is the parking of firse
choice, It is secommended thar curs side parking
be provided and encouraged on all strests and
boulkevards where the right of way widdh allows for
the recommended pedestrian realm and the mini
musm number of Ianes, Curbside pasking can range
in width from 6 to B feer. Parking times should be
fimited 1w encourage murnover,

Surface Parking Lots
Surf}we parking will remain i Downtowa

cither as low waiting 10 be redeveloped or as
planned surface bors. The only lots reeommended
far susface fots are those providing 10 or fower
spaces. Al surface Tots with streee frontage will
sequire special design standieds for peripheral and
mterion landscaping,

Any remaining surface parking lot must be heavily
tindscaped on the periphery and the interior, The
desigy standards recornsmend peripheral soreen which
i 5% vinually impervious up 1w four feet and 56%
visually impervions ap w s |
shall be ove

* fec, Five feet i the aptiteum Taedgrhr
o obscure views of A combinstion of
ping is recormmended.
Chain Hak and ssockade are nov allowed,

rarked cars,

decorative ferce and Tard

Curbside and Surface Parking

The interior of the lot shafl be landscaped with wees
at the rae one tree por four parking spaves, A plane.
g diamond of & minimum of S by 5 fert with no
curby asd smafl bolfards on the commer are recom-
wended, This parking ot landscaping treatment
has significant advantages i that B doss pot
decrease the number of spaces, absorbs runoff and
ceraindy contributes to the greening of the ciy A
sarface parking lot i propedy Lindsicaped can
become 2n amenity

The surface parding lors ander the freeway pose

chaltenge. The pedesisian connections snder the

freoway tanst be enhancsd
fencing,

hiough edeing and

99

G \%‘;’

On-shest parking desigred o appear 45 ar extension of the sidewalk

Sereaning patiog lots along sidewalks
presents a more pleasant emvirorsnent

Trees withir: paiting lots put the “park” buck
i pakingy iots

wr

A plarded parking ot acnisl poripeciive

Dawaisws
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Vehicular Way Finding
Vchk.*\i!zr way finding will make parking more
efliciens and cost effective. The proposed fea-
rares of the parking plan begin on the approaching
freeways. Elecuronic signs indicate the flow condi-
vion of the varions exits a3 well as the availabiliy of
parking 2t the various exits. The Vehicular Way
Tanding Map illustraces the recommended location
for these freeway signs. These will be placed sbove
the kanes of tavel.

Sveet signs directing drivess w0 the location of decls
and ecoupancy st parking deck signs ane the
other components of the vehicular way finding.
These who core Downtown regularty know where
parking spaces are and the most efficient route 1
them. However, visitors, oocasional Downtown users
and wounsts are generadly unfamilisr with parking
lacations. For this group, screet signs and the parking
deck sign will be the mast helpful. This system will
improve the udlization of the decks, which are cor-
rentdy under capacity.

The parking dircctional streers sign has been
designed in 2 distincrive shape and distinctive color
combinarion allow them o be dlerrly scen. ir will
dirger the drivers g0 entrances of the decks. The srece
oenended bcation of o 3 + dlustrated on

the Way Finding system miap.

A second sign has been designed 1o be located on o

oty

onh

S

- o

-  Way Finding System
. 2 Highway Sign
« Sireet Sign
T & Padng Deck Sign
== M Paking Deck
B
N

fem

near the parking deck entrance, ¥t will inform dei-
vers of the avalability of spaces within the dock,
These will typically be hanging sigms, suspended aur
from he deck. The sign will inform the motorist of
the accupancy rate. I the deck & full the sign will
direct the maotorists 0 an adjacens fecaton wirh
parking available.

A second street sign, & type of park and ride sign,
has been desighed w0 inforss drivers rhat a
wolley/erunsic sop is adjacent o the parking Joca-
sion. These might be mounted inside the deck o
direct the people 1o e transic stop.

Rewuning Downtown 1o a pedesutan-fricndly
envitoninent where one is annanrally dependens
upon a car requires a mubtifacetted approach ©
parking and ransit. The geographic disuibution of
activity peavrators, though destined o become
infilled and concentrated, will nor be decreased,
Parking decks must be straregically linked to ozn-
sit stops and activity generarers through a Way
Finding system.

“Park Once”
be "Park Onoe” system organizes parkmg
facifities s s when diiving inte Downtown
o moed anly park onee and be within casy access
w his or her destinadon amywhere Downtown.
Trofleys will be immediately available or within a
very shors waking distance of 4l parking facilities.




Way Finding 101

ing signs

Parking and Wayfind

Freeway infomation signs

) Geechion signe

)

Fraric

stk a0 rits sige

Signe at entrance of parking deck
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Implementation Strategy

The Ciry may wanr 1o (otsder the futliwing

To implement this plan will require coordinaced,
lease agreements for parking. Privare cooparation
will requite a parking munagement STrategy.
Private parking should be combined with z public
parking autherty.  Fach mew project must be
encouraged ro easploy shared parking concept for
the greatest parking efficiency. An asociation of
parking deck ovmers and pperators is highly rec-
ommended. Coordinated parking pricing and
marketing seravegies should be pursued.

When secking approval for new or rehabilizaed
buildings, 4 maxime parking requirement should
be imposed. Curbside parking should be inciuded
as meeting the parking requiremenis. Long corm
tenewal lease agreements for off site parking within
4 five minure wallk of any use should be used o
meet any or all of the parking requirement and
agreed w0 s 2 condition of approval or nal certifi-
cate of accupancy. Any developer who buikds 2
bullding below the maximum onsie requised
packing should be given o bonus,

Appheation for State and Federal granes for recom-
mend improvements like the vehicular and pedes-
wian way finding system should be pursued.

Drestgnared preferred parking locations for carpooks
and vanpools to encourage their use,

Limit onestreer parking dmes. Alrernatively, strue-
wre meter fees to become progressively mare
CXPENsivE Dver Tima.

Bstablish & parking rax.

Hstablish a municinad parking fund and aliow
developers w contribute o the Aund for the provi-
sien of parking,

Encourage developers wo suppors transit or pavisient
inte 2 musicipal parking ar raffic mivigadion fund.

Roquire visual and audible signals as parking deck
enwances and exits thar indicate vehicalar presence
w passing pedestrians,

Parking deck entrinces shonid not be permaitted on
Type "A” strvess.

Iyplement zoning that allows owners of exising
parking structures to cnhance sheir budlding’s impacr.
Elevations should be modified 1o protens sreet-devel
windows. Incentives should encourage “lining” stric-
weees withe simall shops and offices ar sidewalk lovel.
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J Of Mariano A. Schifalacqua
Comimissioner of Public Works
. { Public Works
/ / k fopanment o i mes P. Purko
1\111“/ a,l] ee infrastructure Services Division g:p mfcmmésmw of Pt orse
Jeffrey 8. Polenske

ALing Cy Engineer

September 18, 2000
Mr. Craig H. Zetley, Chairman
Board of Zoning Appeals
Room 10190, Municipal Building

Subject: Variance and Special Use Requests

Dear Mr, Zetley:

Location Type of Use
1 5057 N. 65" Street CLA
> 1S8NCassSmeet ... Apartment
3 400 W. Wisconsin Avenue . L S 'Pafkiﬁg-f-EO'tﬁAccéss-"’ :
4, 4625 W. Mill Road Foster Home
5. 8701 w. Greenwood Terrace Subdivide Parce]
6 3150 N. 35% Street CBRF
7 1802 W. Forest Home Avenne Retail Auto Parts
8 4800 S. 10" Street Medical Service Facility -
9 221 8. 2" Street Adult Video Store

of Ordinances, we believe these uses can be operated in a manner which wilj not have 3
significant adverse impact on traffic operation, parking, or other yse of the public right of
way.

Very traly yours
% @um%i(/

Jeffrey S, Polenske, P.E.
e Acting City Engineer .

P

EXHIBIT
B

841 North Broadway, Room 620, Mitwaukes, Wisconsin 53202
Phone (414) 286-2400, Fax {414} 286-5994, TDD {414) 286-2025







Cify of Mﬂwaukee
Zoning Administration Group Staff Report

Premises: 400 W. Wisconsin Av.
A/K/A Wells to Kilboumn - 4th to 6th St
Case No, 25220
Request: to add additional parking to the existing surface parking lot
Petitioner: Bob Seefeld, petitioner
Type of Appeal: Special Use
Filing Date: September 17, 2003
Zoning of Premises: C9D(B)
Section of Code being Appealed: 295-703-1
Alderman & District: Ald, Paul A, Henningsen, Dist. 4

FINDINGS OF THE DEPARTMENTS

DPW:  Provided the proposed use is developed and operated according to the plans submitted, DPW believes the use can be operated in
a manner which will not have a significant adverse impact on traffic circulation, parking or any use of the public right-of-way.

Departm bl Works

DCD: Based on written information submitted by the applicant, provided no neighborhood objections are identified, and provided the
proposed use is developed and operated according to the plans submitted, DCD believes the use can be operated in a manner

which will not have a significant adverse impact on adjoining property or the neighborhood in general and that th
located and operated in a manner so that the public health, safety and welfare is protected.

¢ use is designed

L. That the sitc is used as a parking lot for the general public only when they are attending an event at the Midwest Express

Center,

2. That landscaping and screening is implemented and maintaired in a manner that meets the intent of city code and the

previously approved landscape plan.
3. ]‘hat 4l pre ic;uzitions of the Board regarding this property are complied with,

.4

Deparkment of C‘i[@ De?eiopment

ey

L5050 OGS believes that this use can be developed in a manner that will be consisient with the Milwaukec building code, The pian o1

operation appears to be enforceable.

ﬁepmment of Neighborhood Services

BOZA STAFF RECOMMENDATION

Based on the evidence submitted by the applicant, the information received from the departments and the case sumnmary, the
BOZA staff recommends that this Special Use be granted based on the criteria being met, and recommends that this use be

approved for a peried of two (2) vears provided the applicant complies with any conditions listed above,

LRy EXHIBIT

’4 Zoning Apea 5 o

c







Traffic Volume

On Kithourn
East of 6th
East of 4th

On Welis
East of 6th
East of 4th

Accident Dafa
Kitbourn & 4th
Kilbourn & 6th
Wells & 4th
Welis & 6th

20
18 doee
16
14
12
10

# of Accidents

11,545
11,238

11,405
11,943

19938
2

15

6

7

Nov-03
Nov-03

Jun-03
Jun-03

1899
4

10

it

6

2000
§

19

g

16

2001 2002 2003
2 4 2
9 8 15
4 4 6
5 9 10

1998

2000 2001 2002 2003

NOTE: 6th Street was under reconstruction in 2000

Source: City of Milwaukee Department of Public Works, Administration

Xclientb\096382\000 1120493930 XLS
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Available at: http:/fwww.mkedcdorg/planning/plgldes.html
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Principles of Urban Design

Introduction

Cities possess a singular appeal. The proximity of people and activities in cities
facilitates efficient use of land and transportation systems and creation of
convivial public spaces. Milwaukee must encourage development of housing,
commerce and transportation systems that embrace its urban heritage. The city
must recognize ils unique assets and build upon its strength as the core of a

major metropolitan area.

Coordinated planning and development effectively integrate many elements.
Quality housing that enhances a sense of community among neighborhood
residents; attractive customer-friendly commercial streets; greenspace offering
recreational amenities and a diverse array of transportation options represent
only a few of the many elements that, when well designed, contribute to good
urban form. Milwaukee must promote urban design practices that emphasize the
public qualities of buildings and creation of places with lasting value and civic

meaning.

New buildings should be designed in ways that retain the traditional qualities of
Mitwaukee’s architecture. This does not mean that new buildings should
nostalgically imitate historical styles. In fact, to do so would be contrary {o the
Creative design traditions that produced Milwaukee's rich architectural legacy.
Timeless design principles should be followed that produce architecture that fits
with its context and is human scaled. New buildings should be designed o be
compatible with neighboring structures, spaces and activities. Visually interesting
and human-scaled building facades should prevail over sterile, windowless walls -

especially when facing public spaces.

Diversity is the city's unique strength. The rich mix of uses found in Milwatkee's
neighborhoods  provides convenience, vitalty and individual identity. The
transportation network binds the city together. Milwaukee must be organized
around a transportation network that offers mobility choice. Needs of pedestrians
and automobiles should be balanced to create a legible, walkable and memorable
pubtic realm.

Combining good design with the city's rich architectural heritage will maintain its
unique, atiractive, “people-friendly" environment and further enhance Milwaukee's
residents’ quality of life.

The following design principles arficulate those unique qualities that characterize
Milwaukee's neighborhoeds, and are meant to promaote development and

redevelopment that reinforce and preserve these characteristics.

Principle #1: neighborhood compatibility
A cohesive neighborhood environment depends on buildings that compliment one

another. The size, shape and location of buiidings as well as the uses confained ¥

within them, create "patterns® that define neighborhood character. New
development should be compatible with the pattern of its surrounding context.

Printed: 3/2/2005 9:23:50 AM
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Available at: http://WW.mke&cd.Qrgfpianningﬁpigldes.html

Bevelopment that adheres to thig principle witl:

A. Relate to the physical character and scale of the neighborhood

B. Enhance linkages to surrounding uses, especially public services and
amenities (schools, parks, mass iransit)

Principle #2: pedestrian friendly design

Cities are for people, and an environment designed to accommodate the
pedestrian heightens human experience and sense of place. New development
should be designed to create altractive, comfortable and safe walking
environments.

Development that adheres to this principle will;
A. Locate buildings to define street edges and corners
B. Enliven street frontages to enfiance the pedestrian experience

C. Create memorable places for people

Principle #3: land use diversity
Many Milwaukee neighborhoods are comprised of a rich mix of land uses. Such
diversity uses land efficiently, provides for neighborhood convenience and

contributes to unique urban experiences.

Development that adheres to this principle will;
A. Encourage a compatible mix of uses at the neighborhood scale
B. ldentify opportunities for shared uses

Principte #4: transportation diversity

Milwaukee's neighborhoods are connected by a functional circulation network of
streets and blocks. This system should be maintained and improved in ways that
accommodate various modes of transportation balanced with needs for

pedestrians.

Development that adheres to this principle will:

A. Create a balanced circulation system that accommodates mobility
choice (pedestrians, automabiles, bicycles and transit)

B. Enhance public fransportation by making it more comfortable and
convenient to use

Witwaukee Departiment of City Development
808 N Broadway
Mitwaukee, Wi 53202

Printed: 3/2/2005 9:23:50 AM Page 2
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INTRODUCTION 1

INTRODUCTION

Early 1996 saw construction begin on several highly visible projects in downtown Milwaukee: the
Wisconsin Center, The Humprhrey IMAX Theater, the RiverWalk, among others. As construction pro-
ceeded, downtown business people, organizations, and elected officials began to ask questions like “How
can the spin-off benefits of these projects can be maximized?” and “What should be done next to continue
the redevelopment of Downtown?”

Atthe same time, public officials were aware that key Downtown planning and policy documents
needed to be created or revised to reflect the new projects and the changing conditions in both the local
and national markets for retail and office space and downtown housing. A planning partnership composed
of the City of Milwaukee, the Wisconsin Center District Board and the Milwaukee Redevelopment Corpo-
ration {MRC}, the not-for-profit downtown development corporation formed by Milwaukee’s business corm-
munity, concluded that a new plan was needed to provide a blueprint for the further development of
Downtown and to identify the specific actions which should be taken to foster that development,

In the spring of 1997, the partnership retained a consultant team led by A. Nelessen Associates of
Princeton, New Jersey, to assist the community in preparing the plan. The other members of the consultant
team are identified in the Acknowledgments section in the back of this document. This documentis an
overview and sumrmary of the Downtown Plan that resulted from the efforts of the consultants, technical
staff from the city and MRC, and the people who live, work, learn, and visit of Downtown Milwaukee.
Readers should refer to the full plan and supporting documentation for detailed information regarding the
plar.

Existing Condition
1999

Mitwatikee Downicwn Plan
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~ GOALS AND OBJECTIVES 9

PLAN OBJECTIVES

1, Residential Development To increase the amourt and variety of downtown housing.

The development of a variety of housing types (townhouse, multi-unit apartments, live/work, owner/
renter, etc.) can achieve an expanded and diverse downtown population. Residential develop

ment also increases downtown’s appeal by extending activity beyond office hours.

2. Destination Entertainment Toexpand the number and variety of destination entertainment venues
in the downtown.

Downtown should be the first choice location for one-of-a-kind cultural and entertainmentvenues. Venues

such as the Humphrey IMAX Theater, the Milwaukee Art Museurn Calatrava addition, and the Harley

Davidson museum, bring visitors who increase weekday and weekend activity throughout downtown.

Othervenues contribute the vibrancy of nightlife and should aiso be encouraged.

3. Bafanced Transportation: To provide attraciive options for travel within downtown.

Downtown should be a place where it is easy to move around and where major destinations are accessible.
Parking should be easy to find and close to maior destinations, transit should connect destinations, and
information on the availability of parking, availability of transit, and where major destinations are located
should be plentiful,

4. Office Prominence: To maintain dowritown as the metropolitan area’s single largest concentration
af office development.

Dowritown should promote a wide variety of types of offices, including buildings that provide both offices

and other uses.

5. Quality of the Pedestrian Realm: To make walking attractive, easier, and convenient.
The pedestrian environment in downtown should be welcoming, by offering well maintained landscaping,
adequate lighting, safe and clearly defined crosswalks, and plentiful, easy to understand directional signs.

6. Downtown's Unique Assets: Totake maximum advantage of the special features found dowrtown.
The river has special appeal for a wide range of activities; new public and private development should
work to amplify that appeal. Downtown’s rich architectural legacy should be maintained and enhanced
with new high-quality development. Downtown has a wider range of activities than other places; the range
should be further broadened with new activities that complement existing ones.

7. Catalytic Projects: To achieve maximum benefit from major private and public investments.
Some projects have the potential to encourage additional investment or provide downtown
with a marketing advantage. These projects should receive special recognition and support.

Existing Kilbourn Avenue Proposed Kitbourn Avenue

Whlwaukee Downtowrs Pl
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Financial
Operations:
Revenues and
Expenses

'n most cases, the income statement for a public-
assembly facility will reveal whether it is generating
an operating surplus or a deficit. Many professional
sports venues, and nearly all convention centers and
performing arts theaters, requize operating subsidies. In
North America, only two or three convention centers in
major markets consistently generare cnough operating
income to pay operating expenses, and approximately
the same number of recendy buile venues for major-
league sports pay all operating expenses and most debt
service from their operating revenues.

A careful analysis of a projects financial opera-
tions—as revealed in its income statement—will
disclose the underlying objectives of the primary
tenants (usually the ream; the resident performing arts
company; or, in the case of a convention center, the
trade-show or convention manager) and the building
owner (usually the local or state governmen).

Because the objectives of both landlords and ten-
ants have changed over the past five ro 15 yeass, the
facility’s financial operating chasacteristics will reflect
the age of the lease agreement. Many features of centers
built between 1985 and 1995—such as premnium seats
and suites—produce significant revenues, but were not
provided in buildings constructed in the 1960s or
1970s. For example, only a few arenas and stadiums
built 30 years ago offered private “membership” restau-
rants, enclosed luxury box suites, an extensive variety of
food services, and large seating capacities (more than
20,000 and more than 70,000, for arenas and stadiums,
respectively). Similarly, most convention centers devel-
oped in the 1960s and 1970s did not include ballrooms
or banquet halls, contiguous exhibit space exceeding
150,000 square feer (13,900 square meters), or a wide
variety of food-service options. And only since the

&8 ! Beveloping Sports, Convention, and Performing Arts Centers

second half of the 1980s have major-league reapy,
received revenues from the sale of naming righes o,
from shares of parking or concession revenues in pub.
licly owned stadiums.

Public-assembly facilities, like other hospitaliry
eaterprises such as hotels and theme parks, are
management-intensive. And, although high-qualiry
services and cost-effective management can enhance the
quality of events and increase occupancy, such factors are
rarely able to influence a facilitys need for subsidy,
which is determined primarily by the terms of its leases
with primary tenants. Moreover, the lease terms thar
specify the disuibution of day-of-event revenues and
responsibility for event-related expenses are normally
negotiated by the building owner, not by management.
Thus, management cannot determine whether the bot-
tom line wili be written in red or black ink uneil lease
terms and operaring policies and procedures have been
set by others.

This chaprer explains how a facility’s physical char-
acteristics and level of use can affect the size of the oper-
ating surplus or loss; however, it is important to keep in
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The new Ford Center for the Performing Arts, in New York
City (shown at left and above), combines preservation
with new construction. Erected on the site of the famous
Lyric and Apollo Theaters {constructed in 1903 and 1920,
respectively}, it incorporates many slements from the
theaters, induding the Lyric's facades. Ceiling domes, the
proscenium arch, sail vaults, and side boxes from the
Apollo were restored and installed in the new theater.
Frederick Charles. Courtesy of Beyer Blinder Belfe.

mind that the need for operating subsidies is ultimately
determined by the major “deal points” of the lease
agrecment. In the case of major-league sports venues,
the deal points that determine net operating surplus (or
loss) define how the team and the facility will share rey-
enue from naming rights, food and beverage sales, pre-
mium seating, and parking. In the case of convention
centers, financial operating performance depends on
the mix of business (trade versus professional associa-
tions, or associations versus consumer or public shows)
and on whether or not the center can operate its own
exclusive event and food services.

Operating Revenues

Rentals

Arenas and Stadiums. In older sports venues, the
rental revenue that a facility received from an event pre-
sented by the tenant or lessor was usually 4 single fixed
rate-—for example, 10 percent of gross ticker sales.

Family shows normally paid less rent than concert pro-
moters, Over the past two decades, however, 4 wider
array of rental arrangements have been developed thar
typically reduce the rent paid, as well as the financial risks
assumed by concert promoters and team owners alike,

During that same period, professional sports
leagues have opted to limit the number of new fran-
chises, driving up the prices paid for expansion teams
and increasing competition among communities (and
now states) for resident teams, to the henefir of the team
owners. This heightened demand has also enabled team
ownets to secure single-purpose venues (for example,
baseball-only versus baseball/football venues) and to
obtain more of the cash flow from operations (as an
inducement to team owners, facility: owners have
increased the proportion of “building revenues” thar go
to the teams),

Also during the past several decades, more venues
have been built that serve two or more market areas. And
while the supply of stadiums and arenas has increased, the
supply of performers seeking such venues has declined
because there are fewer touring acts, and those thar
temain are making shorter tours. At the same time, out-
door amphitheaters accommodating 10,000 to 30,000
attendees have been built in 20 of the top 25 markets.

In sum, these changes in the supply and demand
factors affecting stadiums and arenas have resulted in
(1) lower rents for venue owners; {2) more single-
purpose venues for major-league sports; and (3) the
transfer of profit centers and significant portions of cash
flow, which had previously been retained by the facility,
to professional sports teams and rouring acts. Facility
owners and concert promoters are being forced to sur-
vive on lower margins and 1o absorb some or alf of the
financial risks of poorly attended games or concerts.
Previously, team owners, promorers, or performers
absorbed a greater share (or all) of these risks.

Between 1988 and 2000, more than 80 percent of
NBA and NHL teams moved to 2 new arena, had one
under construction, or obtained a commitment from a
government entity to develop a new arena for them.
The relocation of teams and expansions in major
leagues have likewise resulted in a wave of new stadim
construction. Faced with players’ escalating salary
demands and the inscability of broadcast revenues, team

Financial Operations: Revenues and Expenses
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Ficune: 8-1

owners in disparate markets have been compelled to
seek parity with their competitors’ increased financial
strength; thus, actions that may have been inidally
attributed to a ream owner’s greed must now be
acknowledged as essential to auaining a “leve! playing
field"~~financial parity with competing franchises.
Often, the only way to obtain such parity is to take
advantage of the new revenue sources that only a new
building can provide:

® Premium scating, such as box suites and club seats
M Evenr parking that is controlled by the facility

B Revenues from other arena {e.g., non-sports) events
W Naming rights and other sponsorship opportunities

W Increased food and beverage services, facilities,
and sales

W Income guarantees, in the form of payments or rent
reductions, when attendance declines below a speci-

fied level

B In a single-purpose venue, rights to all the revenues
that would have been shared with a second team in
a dual- or multipurpose center.

Although new agreements occasionally provide
rental rates that seem comparable to those in previous
agreements, new agreements usually include provisions
that (1) entide the team owner to additional income
from new revenue sources or {2) require the facility
owner to provide, free of charge, event-related services
{such as day-of-cvent staffing and setup, use of practice
facilities and office space) that had been charged sepa-
rately to the tenant under the terms of the older lease.

New arenas typically provide $5 million to $15
million more in net operating income than pre-1980
venues. (Figure 8-1 is an illustrative operating statement
for a sports venue,) Older facilities normally do not
offer suites, club seats, or naming rights. Added rev-
enues are also realized for additional seats (10 to 20 per-
cent), more profitable concession facilities, parking, and
so on. The amount depends on the extent to which debt
service on the new facility is funded from net operating
revenues or subsidized by revenue pledged from ocher
sources. An analysis of arena leases negotiated between
1985 and 2000 reveals that revenues pledged to pay
debt service from non-center-related sources ranged
from 10 to 80 percent, with most leases being in the 20
1o 40 percent range,

Rental formulas reflect the increased complexity of
team and building financing. Many agreements set 2
minimum rent, then provide for additional rent calcu-
lated as a percentage of the added revenue generated by
increases in atrendance levels. Such arrangements vary
with the strengeh of the tenands and landlord’s desire to
trade off financial risks—for example, to forgo the
potential for extraordinary financial gains from an
unusually successful season in return for the security of
breaking even despite low atrendance.

Similar agreements are structured with concert
promoters, who guarantee large fees—95 percent of
the box-office receipts—to superstars and hope that 2
sellout performance will enable them to obuain their
maximum fee of 5 percent. In exchange for the higher
revenues generated by the superstar from food conces-
sions, parking, event-service fees, and a percentage of
merchandise sales {posters, recordings, T-shirts), the
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ing owner accepts a “free rent” deal. (For some
acts, merchandise sales per attendee exceed the
s ticket price.}
n the largest markets in the United States it is pos-
#. for teams to absorb all operating and debe-service
ts (e.g, MCI Center, Washington, D.C.; United
ter, Chicago; Staples Center, Los Angeles; and
dison Square Garden, New York City), but it is not
B uired. If the team owner is unable or unwilling to be
Sosed to future operating losses (even though such
.ses may be offset by future sale of the franchise), it is
¢ unusual to find some of the most generous public
bsidies in these same metro markets,

onvention Centers. Only rarcly is it possible to
E2ompare rate schedules for two different convention
enters. The rent paid by a convention or trade
how is determined by a number of factors, including
& the following:

B The number of days required to move in, convene
the delegates, present the event, and move out

® The amount of exhibit space and meeting-room ot
ballroom space required

W The amount of exhibit space rented to exhibirors

B The specific dates or seasons {e.g., holiday periods)
in which events are held, and the number of hotel
rooms occupied

B How far in advance of an event the agreement is
signed or the deposit is paid

B Which furnishings, equipmeént, or services are
included in the rental

® The number, type, and cost of food-service func-
tions, cocktail receptions, and the like.

An cffective rental rate per attendee or per occupied
square foot of exhibit space can be calculated in the
same way that a hotel calculates the ADR (average daily
rate} earned per occupied room. Today’s effective rental
rates range from 4 cents to 10 cents per gross square
foot of exhibit space per day. (These rates do not reflect
complimentary services or equipment, nor do they
reflect rebate arrangements with hotels, under which
the center reducesits standard rental rates as an induce-
ment to an association to hold its event there, and
hotels pay the center a rebate to help offset the reduc-
tion in rental rates.)

Unlike SPECtator VEnUes, CoNveniion cefiters cannot
increase rent to offset inflation by linking rent to a per-
centage of gross box-office revenues, In fact, in terms of

constant dollars, effective rents at convention centers
have declined in response to renant resistance
increases in rental charges. Centers in the most amrac-
tive markets and destinations have used a number of
means to protect their operating margins (ratios of
operating revenues 1o cxpenses):

B Increasing parking rates (if they have parking facilities)
W Marketing (exclusive or nonexclusive) event services

such as electrical (connection) services, booth secu-
rity, and Internet service

W Offering a wider variety and a higher quality of food
and beverage services

® Competing more aggressively for local banquers,
receptions, and other assemblies

W Charging exua fees for services or equipment thar
were previously provided as part of the rental fee.

Convention center rental agreements and terms are
wider and more diverse than they were 30 years ago—
shifting, for example, from “four walls, broom-clean,”
in 1970 to fully decorated halls and meeting rooms,
including a microphone and speaker’s podium, in 2000.

In the cary 1990s, one center in Australia offered the

use of its fully equipped and furnished center for a fixed
price per attendee that included, in addition to the use
of the center, lodging, meals, local transportation, and
round-trip air fare from Norch America.

Until the mid-1980s, many major convention cen-
ters did not have a banquet hall or catering kirchen.
Neither lobbies, prefunction areas, or corridors were
designed to accommodate food-service operations, and
eating and drinking in carpeted areas were often dis-
couraged. It was assumed, or even required, that any
major receptions or food functions would be held in a
hotel ballroom. Although exhibit halls offered built-in
spaces in perimeter walls for stadium-type food conces-
sions, the trade-show manager could accommeodare
more booths by closing off these wall openings; more-
over, locating buffer lines and food stands elsewhere
within the exhibit area—or in the hallways outside the
exhibit area~—created an opportunity to strategically
influence visitor flow. Because the show producer did
not share in the revenues from food sales, however,
offering valuable space for such services was regarded as
a recessary inconvenience to prevent attendees from

leaving the exhibit,
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The new, 530,000-square-foat (49,200-square-meter) Puerto Rico Convention Center, In San fuan, will be located in the ali-
new Americas World Trade District, which is the site of the former military instaliation on isla Grande. Parcels to the east and
west of the convention center will be left open for future expansion. A covered pedestrian connection to a proposed 800-
room hotel, as well as water-level walkways, will link the district to the center, Courtesy of TVS.

Today, however, modern convention centers in
atrractive destinations and large markets may earn as
much as 50 percent of their net operating revenues from
their share of food and beverage sales. For conventions
with and without trade shows and for consumer shows,
food and beverage sales per capita can range from less
than $1 per person to over $20, depending on the type
of event and the length of stay. Products are offered from
pushcarts; portable stands; sidewalk cafés; themed food
couts; cafeterias; “branded” food outlets; formal, white-
ublecloth banquets offering five-course, restaurant-
quality meals; and banquets featuring tableside, or
“Escoffier” service. Over the past two decades, many
convention centers have made the tansizion frem con-
cession stands to haute cuising nevertheless, it remainsa
challenge to decorate an exhibit hall to look like a ball-
room and 1o serve tasty meals that are prepared off site
and thar arrive fully assembled in the back of a muck.

Performing Arts Theaters. In spitc of claims to the
contrary, public-assembly facilities do not, as an indus-
try, conform to uniform standards of accounting. For 2
teamn that owns its own arena or stadium, revealing the
details of the venue's financial operating performance is

entirely discretionary---as discretionary as the amount
of revenue the owner chooses to atribute to rent, 1o the
sharing of naming righss, and so forch.

Nowhere is this more confusing than in the case of
theaters. Like a sports team or the owner of a spectator
venue, the opera company or symphony that owns the
theater in which it performs may show, or is free to not
show, income and expenses for the theater as separate
from those for the orchestra or opera company—or to
show a consolidated financial operating statement
{(combining income and revenue for the building and
the performance group). And, like sports venues and
convention centers, a performing arts facility may com-
mingle income from government cosntributions,
endowments, fund drives, and irs share of a dedicated
tax with other income from building operations.
Similarly, if the anchor tenant owns the thearer, the
amount of rent or share of parking revenues it decides
to show as earned income is purely arbitrary.
Consequently, although neardy all theaters incur operat-
ing losses {ranging from a few hundred thousand to sev-
eral million dollars a year), many adamantly claim that
they have break-even cperations—or even operating
surpluses—after including ncome from endowment
funds, pledged tax revenues, or economic rents paid by
outside organizations thar depend on non-operating
sources for 90 percent of their income.
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In 1999, one opera house claimed to have reduced
the operating costs of its building by reducing the
number of musicians, chorus members, and other full-
time employees on its payroll from 430 to 275.
Because the opera house viewed the financial opera-
tions of its building as encompassing the opera com-

_pany, the chorus, and the orchestra, it viewed the

reduction in the number of employees on its perma-
nent payroll as a savings in building operating costs!
Another theater claimed break-even operations after
recetving rental income from its resident companies,
who share in the distribution of $27 million per year in
local tax revenues and the income pledged from 2 $110
million endowment, - .

Although orchestras and ballet and opera companies
in the United States do not enjoy the level of govern-
ment support provided to their counterparts in Europe,
these cultural resources would not exist on either cont-
nent without 30 to 90 percent of their operating costs
being contribured by private or government donors.

Parking

For a public facility located downtown, the higher land
costs are usually offset by the reduced number of on-site
parking spaces required and by higher income from the
use of parking facilities. Although land costs may be
lower in an exurban setting, a 70,000-seat football sta-
dium could require 200 acres (101 hectares) of surface
parking that might be occupied for only 12 1o 15 days
per year. By contrast, parking decks in downtown
Adanta, which serve the Omni Arena and the Georgia
Dome, are available on weekends and evenings for game
attendees and are filled every weekday by downtown
employees. Of course, if a venue located in the center
city only needs to supplement existing parking with
2,600 to 5,000 reserved spaces for VIP parking, it is not
essential to acquire the 200 acres (101 hectares) that
would be needed for parking in an exurban seuing,
Similarly, estimates of parking revenue must be adjusted
if a large share of attendees are expected to arrive by
public transit.

On a peak day, a crowd of several thousand may
attend a large trade show at a major convention center,
Thus, parking requirements may be calculated on the
same basis as for spectator venues. Unlike ball games
and concerts, however, major trade shows are more
likely to be held on weekdays, and artendecs’ arrivals
and departures will be spread over the entire day.
Because trade shows may atmact 30 tw 40 percent of

their artendees from among residents of surrounding
metropolitan areas traveling by private automobile,
unless a park-and-ride rail system is available, the cenrer
should be prepared to offer 5,000 or more unoccupied
parking spaces for attendees or risk losing events to cen-
ters or markets that can provide such facilities.

Parking rates are determined by the importance of
an event and by local customs. Some fans are elated o
find a parking space near Madison Squnare Garden even
though the four-hour charge is $50. However, potential
visitors to a boat show in a suburban marker may refuse
to attend the event if asked to pay even 2 nominal $2
parking fee. Compared with poor food-service facilities,
inadequate parking facilities can have an even more
adverse effect on gross revenues. If parking is perceived
to be insufficient or too expensive, or if attendees
believe that parking facilities are unsafe or anticipate
long delays when they leave a multilevel garage after an
event, a facility’s marketability—as measured by arten-
dance at events—will be compromised. Even when the
potendial risk of assault or an auto break-in is statisti-
cally lower than at suburban shopping malls (which are
unjustifiably perceived as more secure), downtown ven-
ues must make extra provisions to overcome any public
perception of safety or security problems.

Premium Seating

From the days of the Roman Coliseum, when the
emperor enjoyed a reserved tingside seat, to more recent
offerings, such as the restored box seats at the Ford's
Theatre, in Washingron, D.C., spectator venues have
had a long history of accommodating VIPs in preferred
seating arcas. During the last quarter of the 20th cen-
tury, stadivm, arena, and franchise owners discovered
that premium seating, in the form of luxury box suires
and club seating areas, has the revenue-generating
potential to finance an entire facility. Texas Stadium, in
the 1970s, and, to a greater extent, Joe Robbie Sradium
{(now known as Pro Player Stadium), in the 1980s, are
perfect examples of the successful use of this strategy.
Companies that rank among the largest employers in
their communities have proved te be prime candidates
for luxury box suites, while upper-income individuals
have been the major target market for club seats.
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For the right to reserve a private box suite or a club
seat in a preferred location, with extra leg room, access
to a members-only club concourse, preferred parking,
and upscale food service, spectator venues for major-
league sports typically generate a premium of $500 ro
over $1,000 per seat per scason, in addition to higher
prices for tickets. In 1995, premium seats attained their
highest fevel of stratification to date at the United
Center in Chicago, which has six concourses: theee
setving the public, and three accessible o holders of box
suites and cfub seats only.

Long-term revenue potential from premium seat-
ing is determined primarily by four factors: (1) the
number of large corporate employers in the market; (2)
the number of high-income houscholds in the market;
(3) the number of local, competing, major-league ven-
ues with premium seating; and (4) the relative popular-
ity of the ream. The sales of premium seats can also be
temporarily influenced by civic boosterism, as in
Albany, New York, or by special events like the Rose
Bowl, but such conditions cannot be relied on once the
first lcasc term has expired.

Revenue streams from premiuro seats are produced
ar major college football stadiums, choice venues for
minor-league baseball, amphitheaters, and major soccer
stadiums throughout Europe, One university in the
southeastern United States has had great success in leas-
ing long-term parking spaces near its football stadium
for “premium eailgating” privileges.

The revenue generated from seat locations is
perhaps most segmented in theaters for the perform-
ing arts. The auditorium, first balcony, and box
seats are often divided inro sections reserved for
annual donors to the theater or to its prime tenant,
Depending on the level of annual contributions
(from a few hundred to tens of thousands of dollars),
individual or corporate patrons will he offered rickers
in locations for “Friends,” “Associates,” “Headliners,”
“Directors,” “Producers,” “Fellows,” “VIPs,” “Angels,”
the “Chairman Council,” or the *Gold Circle.”

Permanent Seat Licenses

NFL venues in St. Louis and in Chartlotte, MNorth
Carolina, have succeeded in obtaining $50 million and
$140 million, respectively, from the sale of permanent
seat Jicenses (PSLs). Charlotte’s NFL stadium offers the

only truly permanent seat license in professional sports;
the America’s Center, in St. Louis, sells whar it calls 4
“personal” seat license, which, although It lasts only 3¢
years {the length of the stadium’s bond-financing term)
is tantamount to a permanent seat license, since the life
of the stadium (or the tesidency of the team) may not
exceed this term.

In August 1995, Oaldand, California, attempred 1o
sell ten-year sear licenses with a five-year renewal
option, bur the effort was not completely successful
because many observers believed that, given its limired
term, the seat ficense was not marketable as an asset that
could increase in value and would not be viewed as hav-
ing the same value as a lifetime license.

To date, no arenas in the NBA or NHL have sold
PSLs. The closest thing to a PSL can be found ar the
Charlote Coliseum, which granted “charter seat rights”
w0 purchasers of charter season tickets, Before Chaclogee
gained its NBA franchise, 2 “wannabe” fan who paid a
deposit of $300 to $500 for season tickets was guaran-
teed the right to buy season tickers for that specific sear
location for a lifetime, and the deposit was applied to
the scason-ticker purchase. Approximately 15,000
deposits were collected on a total of 23,000 seats. Once
the city was awarded the NBA franchise, however, the
ultimate cost of the right to the seat was zero, because
the money was applied to the purchase price of the sea-
son ticket. Thus, the arrangement is nor a rrue PSL. On
the other hand, the original purchaser’s tight 10 buy sea-
son tickets (or charters) for specific seat locations was
and is transferable, and rights have changed hands for
between $2,500 and $25,000.

Naming Rights

The value of naming rights as a revenue source is decer-
mined by factors similar to those that affect the value of
premium seating: the number of pro teams based at the
facility, and the prestige of the teams or of the city in
which the venue is located. For a given event, values are
further enhanced 1o the extent that the sponsor’s name
and corporate logo are repeated in key locarions 1o
increase their exposure to TV audiences.

Event Services

Revenues from event services such as CONCESSIONS, cater-
ing, audiovisual, security, cleaning, and relephone
SeIViCe are very important to convention centers, As
mentioned earlier, event services are one of the limited
means by which ceaters have been able to increase oper-
ating income and offset real-doflar declines in rencal
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cevenues. The. local political climace, however, often
prevents ceniers from competing with local businesses
offering these services.

Advertising and Promotions

Revenues from advertising and promotions apply
almost exclusively to spectator venues, By combining
advertising (display pancls, hockey dasher boards,
scoreboards) wich special-event sponsorships, broadcast
advertising, new-product introductions {rollouts), pro-
gram advertisements, and pouring rights {for beverage
distriburors), spectator facilities have learned to create
custom packages involving various gypes of trade-outs,
such as flexible payment schedules and the use of luxury
boxes. Similarly, it is becoming customary for theatess
to obtain corporate sponsorship for many of their more
prestigious events.

Operating Expenses

Management opportunities to influence operating
expenses are extremely limited. Control over payroll
costs is largely restricted by the level of use and by local
labor conditions. Venues with 100 or fewer evenis per
year, for example, generally maintain a small staff of per-
manent, full-time employees and have 1o “staff up” for
events; venues with 250 events per year, in contrast, can
afford to retain regular, full-time employees to staff key
day-of-event services; facilities that offer more events
thus have a financial advantage, because they can charge
event producers less than they might otherwise have to
pay for less skilled and less reliable temporary eveni-day
eraployees, Facilities that hold events more frequenty
can malee similar decisions about contracts for functions
such as event security and janitorial service.

If a team is managing a center, the venue owner can
save money by relying on the team’s marketing staff or
accounting department and paying the team for a pro
rata share of such expenses; this arrangement avoids
duplication of staff, office space, and so on. Because
there are so many approaches to staffing a public-
assembly facility, it is rare to find rwo facilities with
similar staffing plans, payroll costs, expenses for con-
tract services, or numbers of employees; thus, it is rarely
appropriate to compare different facilities’ bottom lines.

insurance

Insurance costs for public-assembly facilities typically
consist of premiums for property and liabilicy insur-
ance. The cost for each type of coverage is based on the
value of the building, the types of events hosted, and

-
ot e

The Georgia Dome, in Atlanta, home to the NFL Adanta
Ealtons, is also an integral part of the Georgia World
Congress Canter. When the artificial turf is removed and
stored, an exhibit-hall floor is revealed—complete with
utilities similar to those of the exhibit halls next door. The
Dome, howaever, has no columns, and offers virtually unlim-
ited ceifing height. Copyright Brian Gassel. Courtesy of TVS,

the number of attendecs. Insurance companies special-
izing in coverage of public-assembly facilities are reliable
sources for estimates of these costs,

Utilities

Utility costs for a public-assembly facility depend on
local costs for electrical and other utilities, the facility’s
level of use, building size and efficiency, and the number
of degree-days {days requiring use of air-conditioning or
heating). Even when the temperature ousside is below
freezing, it may not be difficult to supply enough elec-
tricity to heat an arena filled with more than 20,000
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spectators, each of whom is radiating heat. But at the
same outside temperatures, ensuring enough heat for
attendees’ comfort in a half-filled facility will require
considerable encrgy.

Computer-based energy-conservation systems have
proven to be costeffective investments if costs are
amortized over the life of the equipment. These systems
adjust the lighting for full occupancy, partial occupancy,
cleaning crews, or TV broadcast requirements and turn
the lights off when rooms are not occupied. Given any
combination of outside temperature and humidity,

The Aronoff Center for the Arts, in Cindinnati, has given
new life to the downtown arts district. Copyright Jeff
Goldbsrg/Esto. Courtesy of Cesar Pellf & Associates.

building occupancy, and events or activities taking place
inside the building, such systems also regulate the use of
heat, air-conditioning, ventilation, and the recirculation
of internal air so as to minimize energy costs.

Marketing and Sales

Like depreciation and reserves for repairs and renova-
tion, marketing and sales expenses are often not included
in the operating statement for a public-assembly facility.
Atrenas, theaters, and stadiums usually depend on their
primary tenants or on event producers to market or pro-
mote each event. Although convention centers often rely
entirely on_ the sales staff and budget provided by the
local CVB, such arrangements are inadequate for centers
that wish 1o maximize their event-related income. Most
successful centers provide their own in-house sales staff,

although the costs for marketing activities may be
included in broad Line items such as salaries, tavel, and
supplies.

Public-assembly facilities that enjoy high occu-
pancy rates recognize the value of promoting themselves
as the region’s “entertainment center,” and they encour-
age market-area residents to review their event sched-
ules as routinely as they might scan the current offerings
at a local multiscreen cinema or performing arts center.
With the increasing competition among the growing
number of sports and entertainment venues, sales and
marketing staffs must often secure a sought-after rour-
ing act by promoting their venue as “the place to be”
and offering event promoters a range of cost-effective
advertising programs. Discounted advertising rates,
trade-outs, and promotions with local deejays or other
celebrities are examples of established strategies from
which an event promoter may benefit—and which
many promoters have come to expect.

It is not unusual to find a convention center that is
marketed by a team of professionals from four or five
separate organizations: building sales staff, the local
CVB, hotel sales staff, food-service contractors, and
event producers, Each organization benefis from a
well-artended event. When a professional markering
staff aggressively solicits events for dates within the 12-
to 18-month advance booking period {during which
additional major wade shows or conventions are
unlikely to schedule), convention centers have fewer
dark days.

Typically, the CVB is primarily responsible for
securing events that attract out-of-town attendees
and require multiple hotels; professional and trade-
association events are examples. The facility’s sales staff
focus-on corporate meetings, consumer shows, social
and civic eveats, merchandise sales and shows, and a
wide range of other actvites requiring the use of meet-
ing rootns, ballrooms, exhibit space, and related services.
These users’ requirements are too large 1o be accomnmo-
dated in local hotels or restaurants, and demand for the
facility may arise when private local facilides are fully
booked—for example, during the holidays.

Reserves for Major Repairs

and Renovations

Public-assembly facilities serve big-business users and
routinely host events that attract massive crowds.
When 50,000 teenagers have jammed into 2 stadium
for a concert, or when 20,000 enthusiastic fans have
paid $50 per ticket for an arena seat to view a highly
publicized, closed-circuit-TV boxing match, a lighting

96 Developing Sports, Convention, and Performing Arts Centers




or sound-system failure would be disastrous. Similarly,
a trade-show promoter or convention organizer may
have hundreds of thousands of dollars committed to a
successful exhibition, and a building that detracts
from the guests' experience and appreciation of the
major investments in exhibits is not likely w be
selected again.

Nevertheless, budgeting and financial planning
for public-assembly facilities do not always provide
adequate reserves for the replacement or repair of cap-
ital equipment and for the periodic renovations or
updating that are required to retain marketability.
Such oversights can result in costly unanticipated
shutdowns, violations of lease agreements with anchor
tenants, damage to public relations, and erosion of
market share. Most major capital expenses are pre-
dictable, and adequate reserves to cover both periodic

updating and unforescen breakdowns can be bud-

geted. Private entrepreneurs do not want to wait for a
town council’s budget to be resolved before they are
assured of a successful event. With proper business
planning, promises can be kept and the public’s confi-
dence in the facility sustained. (It is worth noting,
along these lines, that an appraisal of the net value of
a facility—its value after depreciation—should
consider the remaining useful life of chairs, carpets,
mechanical systems, and other furniture, fixtures, and
equipment, in much the same way as it would con-
sidet the cost of deferred maintenance as a reduction
in the building’s current value.}

Nonreimbursed Event Costs

Accurate cost accounting is essential for making effec-
tive management decisions. Many managers of public-
assembly facilities maintain a separate bank account
into which they deposit funds paid by event producers
for reimbursement of day-of-event costs, such as those
for ushers, ticker vakers, security, and postevent cleanup.
Funds from this account are disbursed to pay the tem-

porary workers and service contractors who make up
the day-of-event labor pool.

The decision not to commingle operating rev-
enues—-which are dedicated to paying annually bud-
geted, fixed operating costs—with revenues received to
pay day-of-event expenses is a means of preventing the
misapplication of the revenues that are dedicated to
event costs. Although many facilities offer fixed-price or
package deals that include rent, event staffing, and so
forth, it is still imporeant for management to keep frack
of fixed costs versus variable, event-related costs. Event-
related labor costs for which the facility is not reim-
bursed by the tenant should be deducted from the
rental income for the events involved. In this way, the
manager can compare the profitability of these events
with that of other events in che facility and with similar
events in comparable facilivies.

Operating-Subsidy
Requirements

A variety of taxes may be used to finance the operations
of public-assembly facilities. Most important to finan-
cial stability is the pledge of 2 dedicated source of
income, such as taxes levied on tickets for events at the
facility or special taxes derived from a stable revenue
stream outside the facility, such as hotel-room rentals. If
the facility’s net operating cost becomes 2 line item in
the local governments annual budget, the facility is
doomed to compete for funds cach year with municipal
or county deparements providing vital community serv-
ices such as public housing, police, and fire protection.
Furthermore, annual fund allocations will be heavily
influenced by the all-too-frequent budgetary setbacks

suffered by governments: declines in certain tax rev-

enues, increases in labor confracts, across-the-board

cuts, and the like, A facility that needs funding to pay
net operating expenses would be well advised to delay
development until a dedicated revenue stream or tax
can be obtained,
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§48 North Plankinton Ave., Suite 425, Milwaukee, WI 52203 Milwaukee

VISIT

February 23, 2005

Craig H. Zedey, Esq.
Chatrman

Board of Zoning Appeals
City of Milwaukee

809 N. Broadway
Mikwaukee, W1 53202

Dear Mr. Zetley,

This letter is written in support of the application of the Wisconsin Center District for a use
permit for the contnued use and expansion of its Wells Street parking lot. In order to be able to
attract conventions and other visitor activities to our City, and especially to the three venues
operated by the Wisconsin Center District, it 1s important to have close, conventent parking. On
behalf of the VISIT Milwaukee (formerly Greater Milwavkee Visitors and Convention Bureau)
we respectfully urge approval of the District's application. Thank you for your consideration.

Sincerely yours,

Doug Neison
President & CEO

EXHIBIT

Phone: 1/1800-231-0903 Fax: 414/273-55%6
www.visitmilwaukee.org
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