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I. INTRODUCTION

Hillyard is historically important to the Spokane region.  Talking with an older person in the last month he explained how Hillyard was a “jewel” in the Spokane firmament.  Hustling, affluent, proud and handsome it was a place to go.  Two major economic blows to Spokane changed everything.  First the highly paid one wager allowing railroad jobs left in 1960 when the railroads departed.  The second set of jobs that were high paying and sustaining left with Kaiser in 1970.  From that time forward to 2000 little attention was paid to not only the historical Hillyard area but also the other distressed neighborhoods in Spokane.  One of the neighborhoods about five months said, “It is not that we do not have jobs, it is just that we need two or three” to help take car of our families.  This study is another step in working with Hillyard to ameliorate their future, putting the control of that amelioration into their hands.  The topics studies for this report covered the self defined issues of importance to the engaged Hillyard citizens.  Their CDBG funds were used for this study.  The City of Spokane through Community Development is a partner in this work.  We are appreciative of the direction and support provided by Mike Fagan and Ann Marie Hamilton of Hillyard and Mike Adolfae of the City.

Numerous students and faculty at EWU have participated in this work, some of their written words are included in this report, specifically Courtney Jensen (GHBA, Russian community);  Doug Wiechmann (Business surveys, railroads);  Nola Lloyd (DOT survey);  and Derrick Braaten, an independent studies student (GHBA, E-Commerce, Railroads).  His work played a concluding role in the three topics.  Terry Sanchez, when the Business Resource Center Director also began the study and we are appreciative of both his role as well as that of all others.    

II.  EXECUTIVE SUMMARY

Surveys of Firms  A business questionnaire was created and administrated to 52 businesses of varying size in the Hillyard neighborhood.  The questionnaire addressed three areas:  future plans; strengths/weaknesses of the Hillyard area; and the Greater Hillyard Business Association.  The survey, because of confidentiality, did not record the name of the participating business), and was conducted in person and over the telephone.  

Three responses kept reappearing when asked about the challenges of owning/running a business in the Hillyard neighborhood.  Crime was the most frequent response (22), followed by access to the business or getting customers into the area (20) and Hillyard’s reputation (19).  Other challenges mentioned were the lack of cooperation between businesses and the residents, dealing with the City, no vision for the area and a lack of real businesses.  The majority of respondents (23) found cheap rent to be the biggest benefit of being located in Hillyard.  The next most popular response (16) was the neighborhoods location and proximity.  Ten respondents cited friendly neighbors and five acknowledged the traffic counts.

A focused business development strategy is indicated along with amelioration of crime.  Traffic challenges will remain until the NS Freeway is completed.

Russian Community  Over 25,000 Russian émigrés are in the Spokane area, comprising the largest demographic sub population.  Outreach to leadership, seminars, educational events, and firm consulting are all part of ongoing activities to “bring” this community segment (spread around the metro complex) into the Hillyard family.  A possible Russian market has been discussed, along with an international market.  Some are discussing a Russian Chamber of Commerce with business outreach that would positively impact Hillyard.  One portion of the GHBA activity/programming could be focused on this community segment.

Transportation Related Issues   While many millions are now available to purchase right of way for the NS Freeway, many years (8-15 plus) could still remain before the highway is built.  There will be challenges at Francis as the county portion is completed.  Cost based alternatives, while they do exist, do not have funding.  Alternatives include:  an interim road parallel to Market;  a Bigelow Gulch detour; and road weight restrictions, none of which make strategic sense.  Discussions with City/County/DOT officials indicate without a very large local push (self help) on completing the road, delays will continue far into the future.
Greater Hillyard Business Association  Based upon reviews of other related organizations, new programming has been recommended.  The by-laws have been reviewed and suggestions made.  Fifty-two area firms were surveyed on their business association interests and the information passed on to the GHBA.  While the association appears needed and necessary, focused leadership is indicated.  The Board has to make its decisions and then implement.  

Educational Programming  A series of seminars with a diverse set of business topics were delivered over the year.  One event was focused on Russian émigrés interested in new business development.  For the remainder of the year a number of new ongoing events have been developed including three new certificate programs:  Leadership, Product Development, and Business Development.  The neighborhood leadership programming is to begin October 4th and continuing.  This is a special seminar asked for by Hillyard folk.  Given the amount of seminars offered in the Spokane area, certificate programs that allow for enhanced education are indicated for the future.

Funding Opportunities  EWU has written and submitted a number of proposals over the last year related to possible programming for the area.  Programming includes distressed neighborhood business education;  youth entrepreneurship;  AHANA/EWU programming for business assistance;  and a new CEDS grant application for a SNBA incubator with AHANA directing.  Funding received or to be received includes Jones (seminars, SNBA, firm consulting); Coleman (certificate programming); CTED with AHANA for consulting; donations used for programming that includes all distressed neighborhoods; CDBG funds for this activity; and new CDBG funds to assist AHANA on micro-loan programming.  Presently county funding for no-tech to high-tech strategy development and education is being sought, but increased budget challenges at local, regional, State and Federal levels continue to be challenges.  EWU assisted Hillyard with a recent DOT proposal related to Historic Preservation that is railroad based.  Self-help through the GHBA  is indicated.  AHANA is interested in moving their incubator to the distressed neighborhoods if a Hillyard, Chief Garry, East-Central facility can be located and supported by the neighborhoods.  AHANA would operate the facility.  

Railroad Related Issues   A computer search and personal surveys of related railroad museum activities around the US were conducted.  The DOT Railroad proposal helped bring together the two groups working on a railroad museum.  The conclusion continues that while a museum is feasible the next step is for the two transportation focused  groups to get together (EWU will call the meeting) to discuss their different points of view and come to one collaborative decision with the view that appropriate local/regional/state support is not possible.  

E-Commerce Distribution/Fulfillment Incubator  This appears to be workable in conjunction with merchants already advertising, but do not presently utilize e-commerce.  However, most Hillyard firms do not perform e-commerce activities and a recent EWU paper written on the subject suggests that in distressed areas e-commerce and the use of the WEB are under represented, possibly due to the nature of the firms, their resources, or both.  Amelioration could be an activity of the GHBA.

III. SUMMARY and DETAILS

A.  SURVEY OF FIRMS

A business questionnaire was created and administrated to 52 businesses of varying size in the Hillyard neighborhood.  The questionnaire addressed three areas:  future plans; strengths/weaknesses of the Hillyard area; and the Greater Hillyard Business Association.  The survey, because of confidentiality, did not record the name of the participating business), and was conducted in person and over the telephone.  

Three responses kept reappearing when asked about the challenges of owning/running a business in the Hillyard neighborhood.  Crime was the most frequent response (22), followed by access to the business or getting customers into the area (20) and Hillyard’s reputation (19).  Other challenges mentioned were the lack of cooperation between businesses and the residents, dealing with the City, no vision for the area and a lack of real businesses.  The majority of respondents (23) found cheap rent to be the biggest benefit of being located in Hillyard.  The next most popular response (16) was the neighborhoods location and proximity.  Ten respondents cited friendly neighbors and five acknowledged the traffic counts.

A focused business development strategy is indicated along with amelioration of crime.  Traffic challenges will remain until the NS Freeway is completed.

Scope of Work 

Meet with at least 50 local firms prioritized by size and business focus to discuss present and future needs.  Identify retention, recruitment, and expansion strategies.  Identify potential creation of “marriages” between businesses and local producers to help the local economy.  Based upon results, follow up with a brief business development strategy for interested firms.

Summary

A business questionnaire was created and administrated to 52 businesses of varying size in the Hillyard neighborhood.  The questionnaire addressed three areas:  future plans; strengths/weaknesses of the Hillyard area; and the Greater Hillyard Business Association.  The survey, because of confidentiality, did not record the name of the participating business), and was conducted in person and over the telephone.  

Sales Revenue 

Of the respondents 80% provided information on the size of their business, gauged by their revenue in 2004.  Of those about 30% (15 businesses) reported revenues under $100,000.  An equal share of respondents, 20% reported revenues in the next two highest revenue categories and 11% (6 respondents) classified themselves in the highest category with revenues in excess of $500,000.  In terms of employee size results ranged from one to 58.

Future Plans

When asked if they had plans to expand 12 respondents replied yes, 20 said no and the rest were either unsure or non-committal.  Two of the businesses planning to expand came from the highest and lowest revenue categories while 8 were in the middle revenue tiers.  (2 expanding businesses did not identify their 2004 revenue size)

To assess the attitudes about the future respondents were asked about Hillyard’s prospect as a business district.  Just over half (27 responses) believe the future for businesses in the area is positive.  The other 25 had either neutral or negative outlooks.  Of the businesses, those in the lowest revenue category were the least optimistic (2 out of 15 responses were positive) while businesses in the highest revenue category believed things are improving by a 5 to 1 margin.  Businesses in between were split 11 to 10 that the future would be better.

When asked what they saw as the areas top priorities 32 respondents replied cleaning up the area.  Over half the respondents in each revenue category gave that answer.  The second most frequent answer, with 8 responses, was to attract more businesses to the neighborhood.  Six respondents cited increasing business investment in the area and 4 believed improved government is a priority, specifically regarding zoning and economic development.  Other priorities that received a few mentions were the North-South freeway, new opportunities and a light industrial area.

Benefits and Weaknesses 

Three responses kept reappearing when asked about the challenges of owning/running a business in the Hillyard neighborhood.  Crime was the most frequent response (22), followed by access to the business or getting customers into the area (20) and Hillyard’s reputation (19).  Other challenges mentioned were the lack of cooperation between businesses and the residents, dealing with the City, no vision for the area and a dearth of real businesses.

The majority of respondents (23) found cheap rent to be the biggest benefit of being located in Hillyard.  The next most popular response (16) was the neighborhoods location and proximity.  Ten respondents cited friendly neighbors and five acknowledged the traffic counts.

Greater Hillyard Business Association 

Out of the 52 businesses surveyed only 8 belong to the Greater Hillyard Business Association  (GHBA).  Of the eight that do four come from businesses with 2004 revenues in the second lowest tier ($100,000-300,000).  None of the business with the highest revenue belongs to the GHBA while only one business from the lowest revenue tier belongs.

Of the 44 respondents who do not belong to the GHBA 27 stated they would not join a local business association.  Four of the six businesses in the highest revenue tier stated they would not join and nine of the 14 businesses in the lowest revenue tier said the same thing.  All of the businesses in the second lowest revenue tier ($100,00-300,000) stated they would not join a business association but only 3 of the 9 non-GHBA businesses are not interested in joining the GHBA.  Reasons given for not joining were dues, goals, length of meetings, commitment required, in fighting and lack of the organizations focus.

Surveys

See appendix 1 for survey results.

B. Russian Community

Over 25,000 Russian émigrés are in the Spokane area, comprising the largest demographic sub population.  Outreach to leadership, seminars, educational events, and firm consulting are all part of ongoing activities to “bring” this community segment (spread around the metro complex) into the Hillyard family.  A possible Russian market has been discussed, along with an international market.  Some are discussing a Russian Chamber of Commerce with business outreach that would positively impact Hillyard.  One portion of the GHBA activity/programming could be focused on this community segment.

Scope of Work

Identify key leaders in the Russian community.  Identify skill sets and demographics of Russian community members.  Research potential State Department funding opportunities.  Work with these leaders to develop strategic programming leading to firm/job creation in Hillyard.
Summary

Over 25,000 Russian-speaking émigrés are in the Spokane area, comprising the largest demographic sub population.  It is a large and tight nit community dispersed throughout the Spokane area.  While a sizable portion of the community lives in Hillyard, the Russian-speaking population is by no means exclusive to that area.  

Over the course of the year numerous meetings have taken place with leaders from the Russian-speaking community, including Alex Kaprian, pastor of the downtown Slavic church and refugee specialist for the Washington State Department of Social and Health Services; Eric Miller, a community leader working to develop a Russian community center; and from World Relief Dmitri Chaban, employment specialist, Linda Unseth, northwest regional director and Admir Alicic, economic services division supervisor.

Three specific barriers identified were language, many in the community do not speak English, busy schedules due to multiple jobs and a lack of trust for individuals outside the community.  Two of the obstacles, language and trust issues, are surmountable but will take time.  The community consists of two segments, those that have skills and would like to start a business and those who already have a business and would like ongoing assistance.  Seminars, education events and consulting were directed toward both groups.

A seminar on how to start a business was specifically requested by the community and held in a Russian church with 35 people in attendance.  At a meeting with World Relief we explained what assistance and services we could provide to those on their list of self employed Russian-speaking individuals and small businesses.  These businesses have saturated the Russian-speaking community and need to expand to the English-speaking market.

A repeated request has been made for one of our Russian-speaking contacts to call a meeting among the various church and community leaders but due to time restraints or reluctance it has not happened.  Interest on behalf of the community was expressed for an informational meeting about EWU marketed to Russian-speaking parents of potential students.  

Other topics and ideas that have been raised in the dialog with the community include a possible Russian market, as well as an international market, and a Russian Chamber of Commerce, possibly in conjunction with the Russian community center.  Following a meeting with Eric Miller, one of the proponents of the Russian community center, Eastern offered assistance regarding the initial organization and developing a fundraising plan for the project, which the group is taking under consideration.

Progress on integrating this population will be slow, but important inroads have been made.  The goals and needs of the Russian-speaking community are not drastically different than those of Hillyard.  With the slight overlap that already exists with the Russian-speaking residents that reside in Hillyard, the two communities should continue working together to achieve their respective goals.

Russian Community Reports 

1. Extended Detailed Summary of Work

2. Meeting Notes from Dmitri Chaban and Paul Lewis Interview (6/28/05)

3. Meeting Notes from Alex Kaprian Interview (7/7/05)

1. Extended Detailed Summary of Work
Terry Sanchez began this aspect of the work by talking to community leaders in an attempt to identify Russian leaders.  It became apparent that little was known about this émigré population that constitutes nearly 10% of our residents.  Through Mr. Sanchez’ work with a Russian entrepreneur he was able to confirm that the leaders in the Russian community are, not surprisingly, deep-rooted in the Russian Church.  Mr. Sanchez, Dr. Robert Schwartz, Ann Marie Hamilton and Courtney Jensen met with Alexander Kaprian, the pastor of the downtown Slavic Church (DSHS émigré contact).  Mr. Kaprian related that the Russian community is indeed entrepreneurial and could benefit from our services.  He further identified two areas of possible need: those that have skills and would like to start businesses, and those who already have businesses and would like ongoing assistance.  Mr. Kaprian agreed to assist in marketing an organizational seminar that would address two issues: 1) skill assessment 2) business needs assessment.  He also indicated that the community has an extensive communication network to include radio, newsprint, and web page, all of which he will use to market this organizational seminar. 

A follow-up meeting was held that included Provost Levin-Stankevich and Terry Sanchez, the subject of which was EWU’s interest in émigrés’ educational needs and EWU’s interest in providing some.

Throughout the year we have continued to meet with Mr. Kaprian on different occasions.  The result from these meetings was an agreement to host a seminar/workshop/information session, which we did on April 25th at the Slavic Baptist Church.  Dr. Schwartz, Mr. Sanchez and Ms. Jensen were present.  The seminar addressed three issues; how to start a small business in Washington State, International business, and SNAP was available to talk about their micro-enterprise loan and IDA programs.  We also discussed the possibility of hosting another seminar on educational availability in Spokane at another time.  Mr. Kaprian identified approximately 10 other key leaders in the Russian community, and he agreed to share their names with us.

On June 28, 2005 Ms. Jensen met with Dmitri Chaban, Employment Specialist from World Refugee and Paul Lewis, Business Development Specialist from SNAP.  Both primarily deal with refugees and figure 80-85% of the immigrants of the area are refugees.  6,000-7,000 Russian-speaking people are in churches.  Neither was sure of the total Russian speaking population.  They were informative about how we should work with the community, stressing that relationship and trust are the most important thing.  They explained we have to work hard to gain their trust but once you do it is yours for life, as trust is not transferable from one person to another.

They further explained how Spokane’s immigrant/refugee make up is changing.  Presently Spokane is comprised of Russian-speaking immigrants, 1,200 Bosnians, 100 Africans (who speak various languages depending on their tribe) and 40-60 Cubans.  Mr. Chaban says there is a wave of Turks from Southern Russia who are coming and present an interesting challenge for they are Muslim.  Both Mr. Chaban and Mr. Lewis suspect there may be Iraqi’s on the way as well.  Mr. Chaban’s boss, Miki Alicic, the Economic Services Division Supervisor and a Bosnian himself, felt the Bosnians tended to be more successful because their English is better and they have more business experience.  He echoed what Mr. Chaban said about the importance of trust.  All three felt a number of Russian businesses had saturated the Russian market and needed our assistance to help break into the American market.

At the meeting Mr. Chaban presented a list of businesses that might need assistance.  

At a follow up meeting in July with Dr. Schwartz, Mr. Chaban, Ms. Jensen and Linda Unseth, Northwest Regional Director at World Relief, the list of businesses was given back to Mr. Chaban who said he would give us the phone numbers to make contact.  We have not received the list with the phone numbers.  Further progress was made in letting World Relief know what we do and that we are here to offer assistance.  We asked Mr. Chaban for an introduction to other Russian speaking leaders, which he agreed to.  We also asked for an inventory of the community’s skill sets, which Mr. Chaban also agreed to.

Also in July Dr. Schwartz and Ms. Jensen sat down with Mr. Kaprian.  The meeting continued the discussion of meeting the other Russian leaders and of our interest in a skill set inventory, which Mr. Kaprian agreed to, but no further action has been taken.  Mr. Kaprian expressed interest in a special open house/informational meeting about EWU and marketed to the Russian speaking community.  The meeting, which would be held at the Eastern campus in Cheney, would require a Russian translator for the parents of the potential students.  We are currently working to establish such a meeting. 

Also at this meeting the possibility of a Russian Business Association was raised and Mr. Kaprian suggested we meet with his brother-in-law Eric Miller, who is trying to start a Russian Community Center.  A meeting was held with Mr. Miller and Larry Davis, where EWU’s help in initial organizational matters and in developing a fundraising plan were offered.  No further action is needed on EWU’s part until assistance is sought and the necessary materials are provided.  

2. Meeting Notes from Dmitri Chaban and Paul Lewis Interview (6/28/05)

Courtney Jensen met with Dmitri, Employment Specialist from World Refugee and Paul Lewis, Business Development Specialist from SNAP.  They primarily deal with refugees and figure 80-85% of the immigrants of the area are refugees.  6,000-7,000 Russian-speaking people are in churches.  Stressed that relationship and trust are the most important thing.  We have to work hard to gain their trust but once you do it is yours for life.  Trust is not transferable from one person to another.

Spokane’s immigrant/refugee make up is changing.  There are Russian-speaking immigrants, 1,200 Bosnians, 100 Africans (who speak various languages depending on their tribe) and 40-60 Cubans.  Dmitri says there is a wave of Turks from Southern Russia who are coming and present an interesting challenge for they are Muslim.  Both Dmitri and Paul suspect there may be Iraqi’s on the way as well.  The Cuban community is very tight and closed off and from his experience is more interested in work than education.  On July 19 they’re holding a meeting to reach out and talk to the Cubans and invited us to come along and offer our services.  Dmitri’s boss, Miki, the Economic Services Division Supervisor and a Bosnian felt the Bosnians tended to be more successful because their English was better and they had more business experience.  He echoed what Dmitri said about the importance of trust.  All three felt a number of Russian businesses had saturated the Russian market and needed our assistance to help break into the American market.

3. Meeting Notes from Alex Kaprian Interview (7/7/05)

Present: Alex Kaprian, Dr. Schwartz, and Courtney Jensen

· Alex expressed interest in an open house at Cheney targeting the Russian-speaking families.

· Alex brother-in-law, Eric Miller, 362-5026, is currently involved in establishing a Russian Community Center and suggested we contact him.

· He agreed that not all members of the Russian-speaking community are members of the 6 or 7 Russian speaking churches and are leery of non-religious seminars/events held in the churches.

· Was open to the idea of a Russian Business Association and felt it might be a good fit under the umbrella of the Russian Community Center.

C. Transportation Related Issues

While many millions are now available to purchase right of way for the NS Freeway, many years (8-15 plus) could still remain before the highway is built.  There will be challenges at Francis as the county portion is completed.  Cost based alternatives, while they do exist, do not have funding.  Alternatives include:  an interim road parallel to Market;  a Bigelow Gulch detour; and road weight restrictions, none of which make strategic sense.  Discussions with City/County/DOT officials indicate without a very large local push (self help) on completing the road,  delays will continue far into the future.

Scope of Work

EWU will attempt to determine the time frame for traffic abatement through the Hillyard area followed by recommendations related to firm types for the industrial park.
Summary

With the aim to determine a time frame for completion of the North-South freeway and explore alternatives to the traffic problems, numerous sit-downs with City, County and Department of Transportation officials took place.

North-South Freeway 

The City of Spokane does not want to spend a large sum of money on Market Street and the vicinity in the interim with the NS freeway coming in, but no “real” timetable exists for the freeways completion.  The State’s 2006-2007 budget allocated $152 million for the project, which is just enough to keep the project moving and begin purchasing right of way, but not enough to make significant progress.  Spokane’s share of the state transportation funding was a significant decrease from allotments in the past, despite the increases in taxes and funding available.  
Note- During the community presentation on November 29, 2005 Councilman Bob Apple pointed out funding for transportation projects on the western side of the state may not materialize.  He was correct as funding allocated for the Alaska Way viaduct and 520 bridge may be redistributed if local financing is not passed.

The first step that needs to be taken is the completion of a traffic study.  The recommended course of action was for Hillyard to ask the Spokane Regional Transit Council to proceed on the study.  Hillyard funds that had been allocated to the study have recently been pulled, a legitimate decision for the short term that may not be in Hillyard’s future best interest.  Without a very large local push (self help) for freeway completion, delays will continue.

Alternatives

A number of alternatives with varying costs and disadvantages were determined.  An interim road parallel to Market is one possibility but the cost of closing down a street to re-route traffic is prohibitive.  

A second alternative route is Bigelow Gulch.  The county has begun improvements to flatten and widen the lanes extending to Argonne.  The project is funded and set for completion in 2009-2010.  This improved route will alleviate the traffic coming southbound, from the county, toward I-90 but will do nothing for the large trucks originating in the Hillyard industrial parks.

The final alternative is to place a weight restriction on Market Street.  This action would have to be undertaken by the city and cannot restrict local deliveries or access to the industrial parks, limiting its intended effect.  This alternative also raises a question of legality for Market Street may be a legislatively designated truck corridor.

Transportation Reports and Data

1. Extended Detailed Transportation Summary

2. Meeting Notes from Mike Adolfae Interview (6/30/05)

3. Meeting Notes from Ross Kelly Interview (6/30/05)

4. Spokane Journal of Business Editorial, Transportation snub gives us wake-up call (6/30/05)

5. Meeting Notes from Tom Arnold Interview (7/26/05)

6. Meeting Notes from Hillyard Transportation Meeting regarding ISTEA-21 Application (8/13/05)

7. Meeting Notes from DOT Transportation Presentation to City of Spokane Planning Committee (8/15/05)

1. Extended, Detailed Transportation Summary

The scope of work for the transportation element has changed since the inception of this work and has changed to simply determining the time frame for completion of the NS freeway, and exploring other alternatives to traffic problems.

Terry Sanchez interviewed the project manager from the Department of Transportation (DOT) and Spokane County concerning the NW freeway completion and route.  The route has not changed and may be viewed on the DOT web page.  The work has already commenced on the north and south end couplets with a completion date of sometime in 2008.  The funding for the route through the Hillyard community has yet to be funded and consequently a completion date is not available.  Traffic through the downtown area is still a major issue and may only be controlled not solved.  Working closely with the city and DOT is prudent. 

On June 30, 2005 Courtney Jensen met with Mike Adolfae to discuss transportation issues.  Mr. Adolfae explained the situation is difficult because the city of Spokane does not want to spend a lot of money during the interim if the North-South freeway is coming in, but there is no timeline when the freeway will be finished.  The State’s 2006-2007 budget allocated $152 million for the project, which is enough to keep it going but will not result in significant progress.

On possible solution to the problem of large trucks coming down Market Street would be the use of Bigelow Gulch as an alternative route.  According to Spokane County engineer Ross Kelly the county has begun improvements on Bigelow Gulch that will flatten and widen the road extending to Argonne.  The project is funded and should be completed by 2009-2010.  For heavy trucks heading south through Spokane to go westbound on Interstate 90 they will likely take Highway 395 and those going eastbound will take Bigelow Gulch, but this improved route will not alleviate the large trucks coming and going from the industrial parks within Hillyard.

The City of Spokane can put weight restrictions on Market Street beginning at Francis and extending to Trent, but they cannot restrict local deliveries. In addition to possibly hurting the industrial businesses, this option will only restrict heavy trucks coming from the North and utilizing Market Street to access Interstate 90.

From the suggestion by Mr. Adolfae, Dr. Robert G. Schwartz and Ms. Jensen met with Tom Arnold, Director of the City of Spokane’s Department of Engineering Services.  Mr. Arnold stressed that Market Street is regional corridor with regional significance.  The first step of addressing the transportation problem is the completion of a traffic study.  The Spokane Regional Transit Council (STRC) needs to sanction the study for in the words of Mr. Arnold, “STRC is the glue to hold things together.”  In his opinion the City, the County and the Department of Transportation (DOT) need to work together to talk about phasing and coordination.  Mr. Arnold’s concern is that without a North-South corridor the Spokane region will continue to have urban sprawl.

What Mr. Arnold suggested was for the Hillyard Steering Committee to draft a letter to Glen Miles and the SRTC stating their anticipation for help on this issue.  He suggested that the committee copy Mr. Kelly from the county and himself in on this letter.  Mr. Arnold added that the Bigelow Gulch improvements are a good start but it will only help alleviate traffic in one direction.  He added that the idea of weight restrictions to limit trucks on Market Street might be illegal since Market Street is legislatively designated a truck corridor.  Finally he added that a letter has been drafted from the City of Spokane to Governor Gregoire expressing disappointment that the city is not seeing money from the gas tax and included the list of projects that need to be addressed.

That same day a telephone call took place between Dr. Schwartz, Ms. Jensen and Mike Fagan, President of the Hillyard Steering Committee.  Mr. Fagan stated the committee had $14,000 allocated to a traffic study but the STRC and the city had put them off so many times that money has since been reallocated.  Mr. Fagan also stated the repaving of Haven would put a 7-year halt on making improvements.

The solution to transportation issue in the words of Mr. Adolfae “is bleak.”  While the State’s funding of transportation projects for the next 16 years as increased, transportation funding for the Spokane area has decreased.  Typically the Spokane area received about ten percent of the State transportation package, but the new increased budget appropriated three percent to this area, despite the rise in taxes and fees.

The North-South freeway, while a necessity for Hillyard, is not presently a priority for the State Legislators and may not be if the area does not speak up a demand a greater share of the funding.  In the short term there are no solutions and the only alternative, weight restrictions from Francis to Trent, may be illegal and/or ineffectual.  Haven Street is the first street to be paved under the city’s repaving bond, but due to the way the bond was written those funds can only be spent on repaving, they can not be spent on improvements. 

On Saturday August 13, 2005 Dr. Schwartz and Ms. Jensen met with a group of Hillyard leaders, including Dave Griswold and Ann Marie Hamilton to discuss Hillyard’s application for funding from the Intermodal Surface Transportation Efficiency Act of 1991 (ISTEA).  On Monday August 15 Nola Lloyd attended an informational meeting about ISTEA funding application at the City of Spokane.  Hillyard decided to go forward with the request for funds.  Eastern Washington University did not write the proposal for them but consulted and wrote parts of the study with them at their request.

Meeting Notes from Mike Adolfae Interview (6/30/05)

Mike had as many questions to investigate as ideas.  This is what he said and his questions:

· In the interim do not want to spend a lot of money if the North-South freeway is coming in

· Short-term solutions are bleak

· To force trucks to take Bigelow Gulch rather than Market Street State would result in  weight restrictions on Bigelow

· Need to find out if Market St. has some State/special designation

· Need to find the traffic volume on Market St.

· Find out if traffic could be restricted to certain times of the day

Some names he suggested we contact are Tom Arnold, City of Spokane Engineering Services, 625-6307 and Gerry Lindsey at the DOT.

3. Meeting Notes from Ross Kelly Interview (6/30/05)

Ross Kelly is an engineer within the Spokane County Division of Engineering and Roads, recommended by Mark Richards.  Ross says the Bigelow to Argonne expansion is funded and should be completed by 2009.  The city-county border is Francis and Market St. is a city street.  He said the city could put a weight restriction but that would hurt the industrial and it can’t restrict local delivery.  It could restrict traffic coming from the North.  Could also put up no trucks between Francis and Trent, but again you hurt the industrial, it can’t impinge on local delivery and with major operations like Food Service of America, who are local, it might not do any good.

Nothing can be done to the road to help the signage in the storefronts because the streets are so narrow and the property lines fall at the sidewalk so there’s only 6-10 feet between the truck and the property.

Suggests that from the city find out what are the traffic numbers and is the resurfacing of Market St. part of the city’s 6-year plan.

4. Spokane Journal of Business Editorial (6/30/05)

5. Meeting Notes from Tom Arnold Interview (7/26/05)

Present: Dr. Schwartz and Courtney Jensen

Likelihood of N/S Freeway( ?????

What to tell Hillyard: 

· Problem is regional, regional corridor with regional significance

· Need to do their traffic study

· SRTC approval to do NE study

· SRTC is the glue to hold things together

· Need to talk about phasing and coordination

· Without North South Corridor (NSC)(urban sprawl

· SRTC would work with neighborhood services

Interrelation between U-District and NSC

Bigelow Gulch is a good start but only helps one direction

Market Street- #1 truck corridor, restriction is possibly illegal for it’s a legislatively designated truck corridor

6. Meeting Notes from Hillyard Transportation Meeting regarding ISTEA-21 Application (8/13/05)

Present-Dr. Schwartz, Dave Griswold, Ann Marie Hamilton, Donna Fagan, and Courtney Jensen 

Comprehensive plan approved by City?  No.

Centers and corridors will be approved by 9/1/05

Centers and corridors consistent with recommendation?  Don’t know.

Hillyard may not be far enough along to put in a competitive application.  

Sees three types of projects it could qualify for.

Need to narrow down to one.

Needs to hire someone on a half time basis to help with strategic plan and get things going.

Can use CDBG funds for that purpose.

Someone needs to go to the City’s informational seminar on ISTEA-21 applications to confirm whether Hillyard has what it takes to meet the requirements and if not get information for an application next year.

7. Meeting Notes from DOT Transportation Presentation to City of Spokane Planning Committee (8/15/05)

Presentation by the Project Engineer for the North Spokane Corridor (NSC)

Al French was present as the council liaison; Kaye straight was the neighborhood liaison

· Environmental phases- Phase I (North of river), Phase II (South of river)

· Environmental phases, not building phases

· Not expanding I-90 but adding a lane to 2nd and 3rd for collector/distributor

· Plan to put noise walls in 100% of East Central

· Area is a ½ block push out on 2nd and 3rd
· Only access to freeway on 3rd will be at Liberty park and Sprague

· City streets, like 5th are underutilized

· Freeway should be used for long destinations, not neighborhood trips

· Will displace about 380 houses and just over 100 homes in the East Central neighborhood

· Historic homes are protected but the problem with re-location is there is very little area in the neighborhood to relocate to

· Bigelow Gulch beltway is a good start, but doesn’t serve the same purpose as the NSC

· Will be a good addition to NSC when its completed

· Can’t bury (like Mercer Island) the I-90/NSC interchange because of the aquifer

· Some areas the aquifer is 8 feet under ground

· Pillars/support structures will have to go into the aquifer but that’s much different than the whole interchange

· The current plan is for the freeway to be depressed in Hillyard, but DOT would like to come back and talk to the neighborhood because it is much more expensive to build a depressed area of freeway

· DOT will own the land under the elevated freeway ramps at the I-90 interchange

· Legally they must for homeland security reasons

Spokane River North to Wandermere

· Nickel tax funds construction from Francis north to Wandermere

· Project 1: Lowering Farwell

· Project 2: Moving dirt between Farwell and Francis

· Project 3: Constructing bridges from Francis to Farwell

· Start date-October 2006

· Project 4: Construct more bridges south of Francis

· Start date-October 2006

· Project 5: Lower Highway 2


Start date-July 2008

· Project 6: Interchange with Interstate 395


Start date-July 2008

· Housing prices are rising and they are having to move major power lines, 
increases projects cost

· The neighborhoods have been asked what they want the noise walls to look like 
and DOT will do what it can afford

· Not sure if it will have a major affect on land use and zoning


Noise walls are only for residential structures

· Preparing for future projects: Railroad property

· Funding opportunities: Wa State Transportation Commission, FHWA

· Environmental risk in depressed area of Hillyard freeway-don’t know what they’ll 
find in the ground

· Early 80’s penny tax passed for 3 transportation projects- 2 on west side and NSC

· East side will get its money when the west side projects are completed.  One of 
which, Highway 18, is still ongoing. (Not sure what the second west side project 
is)

· $2.2 Billion for total project

· What NSC needs is a large infusion of money upfront, $500-700 million, to stay 
ahead of the inflation curve

· $150 million from last budget is primarily for buying residential property

· Has received trickle of Federal money


ISTEA has given WaDOT $6.5 million for NSC

D. Greater Hillyard Business Association(
Based upon reviews of other related organizations, new programming has been recommended.  The by-laws have been reviewed and suggestions made.  Fifty-two area firms were surveyed on their business association interests and the information passed on to the GHBA.  While the association appears needed and necessary, focused leadership is indicated.  The Board has to make its decisions and then implement.  

Scope of Work

Continue and enhance work with the Greater Hillyard Business Association to develop an overall strategic program of activity, deliverables, and follow-through with and for them.  

Summary

The Greater Hillyard Business Association (GHBA) can act as a leader and unifying force for businesses in Hillyard but it must move beyond its current dormant state.  The organization currently consists of a president, vice president, treasurer, two at-large members and 21 regular members, though they need to be contacted to discern their current interest in the GHBA.  With as many as 21 members and an existing board the GHBA has a good base to begin improvements and should approach reorganization as if it were starting a new organization.

GHBA Reorganization

The first recommendation is a daylong organizational retreat for its board of directors to develop the GHBA’s vision.  The agenda should include tasks like taking stock of what resources are available, accessible and needed, assigning committee chairs and developing a long-range agenda.  The board may be inclined to address what it can do in the present, which is important, but it is also important to plan for what the GHBA can or will be in the future.

The committee chairs should be board members leading committees made up of GHBA members.  Chairs should be appointed based on experience and commitment.  Committees should be created for at least three areas-marketing, recruitment and program development.  A fourth committee may want to lead fundraising issues.  Committee chairs should not be expected to do all the work, but should be committed to doing what needs to be done if recruitment or GHBA members fall short.

Directors and the committee chairs should meet monthly and general membership meetings should be held monthly as well.  General meetings should be structured and last no more than an hour.  The lunch hour is a good time for a general meeting, but it is a good idea to provide lunch.  To utilize the same meeting location every week makes it easy for everyone to know where it is and helps eliminate conflicting room reservations.  Another location strategy is to hold the meeting at a different members business each month, providing the members opportunities to see each other’s locations.  This strategy may result in time and meeting space conflicts as well as communication breakdowns.

Calendar of Events

The GHBA should develop a routine that members and the public can depend on.  A suggested calendar of events follows:

· January-A newsworthy public speaker

· February-Speaker on tax returns

· March-Chief of police

· April-Political candidates during election years, noteworthy public speaker in non-election years.

· May-Invite council members to speak

· June-Speaker on transportation issues

· July-Holiday rest, no speaker

· August- A newsworthy public speaker

· September-Speakers that can address education related issues

· October-Political candidates

· November-Speaker on year-end tax issues

· December-Hold a yearly celebration

Bylaws

To improve clarity the bylaws should be numbered in an outline format.  Under Article II, Section 5 the minimum and maximum time for notification for special meetings should be stated.  In Article III, Section 7 the unexcused absences clause may be too lax.  Three unexcused absences is the typical limit in business associations.  Lastly the GHBA may want to consider disseminating the presidents’ power, which allows for committee appointment, expenditure of funds and directing other officers.  Shifting some of those responsibilities to other officers is recommended.

Greater Hillyard Business Association Reports

1. Greater Hillyard Business Association Review of Bylaws by Derrick Braaten

2. Ann Marie Hamilton Interview Report

3. Center for Entrepreneurial Activities Report on Small Business Associations

4. CEA Report Notes

Appendix 2

GHBA

Section 1: Bylaws of Greater Hillyard Business Association

Section 2: Examples of other business associations by laws

1. Greater Hillyard Business Association Review of Bylaws by Derrick Braaten

Introduction

The Greater Hillyard Business Association (GHBA) can act as a leader and unifying force for the diverse businesses in the Greater Hillyard area.  One of the primary concerns Hillyard businesses have indicated against joining GHBA is their perception of GHBA having organization and focus issues.  Those businesses that indicated an interest generally stated they might join GHBA if these items are addressed.  It may even cause more of the businesses that did not show an interest in GHBA to do so.  As long as GHBA is perceived by businesses as unorganized, it is unlikely they will want to join.

According to Ann Marie Hamilton, GHBA is currently dormant.  The board of directors currently consists of a President, Ann Marie Hamilton, a Vice-President, Don Bogenberger, a Treasurer, Mike Brewer, and two members at-large, Tom Heckler and Pete Rainer.  There is some question as to the level of commitment regarding the at-large members.  There is no official Secretary.  There are as many as twenty-one members, but most of these members need to be contacted to assess their current interest.

Due to its dormant state, GHBA may want to approach reorganization as if starting a new business association.  Some elements are already in place, such as an existing board.  Also, there are perhaps as many as twenty-one members at large.  This can be a good base to begin bringing about the vision of what GHBA seeks to be.  

Reorganization

First, the GHBA may want to invite the board of directors to an organizational meeting or retreat.  This should be at least a whole day affair.  Developing GHBA’s vision will be time consuming.  Hence, it may want to look into the possibility of holding such an event on a weekend day.  Along with business related issues, GHBA may want to participate in team building activities.    

At this meeting, the board would try and develop a long-range agenda for the GHBA.  Also, it could take stock of what resources are currently available, what resources are accessible, and what resources are needed.  Depending on the length of time available, the board may even be able to assign and commit to committee chair positions.

At this point, it is more beneficial to focus on what GHBA can do with what it has now, and not so much on what is needed, but needs do need to be addressed.  This will allow GHBA a clearer picture of what it can do immediately, and begin developing timelines.  It is also important that the members focus on what GHBA will or can be more so than what it has been.  It may be prudent to ask an outside facilitator to assist in this meeting. 

Regardless of whether time at the retreat allows, GHBA should appoint committee chairs to distribute organizational responsibilities throughout the board.  The committee chairs should be board members that head committees made up of GHBA members.  As much as possible, chairs should be appointed based on their commitment to the GHBA and areas of expertise.  Commitment often is more important than expertise. 

These committees should consist of, at least, a marketing committee, a recruitment committee and a program development committee.  GHBA may want to appoint a fourth committee that investigates fundraising issues.  It may take more than one meeting to finalize these appointments and develop a plan for how to approach these topics.  

It would be each committee’s responsibility to develop some kind of plan addressing the issues their committee is assigned.  For example, the marketing committee would address issues relating to GHBA’s website and developing marketing materials such as flyers and brochures.  The recruitment committee would investigate methods for recruiting new members and retaining them.  The program development committee would develop activities the GHBA could host, such as business seminars and speakers.

The committee chairs should not be expected to do all the work.  Each chair should recruit GHBA members to join the committees and assist in the work.  But, if recruitment efforts fail, the chairs need to be willing to do what needs to be done.  Committees should meet regularly, and stay on topic.  The committee chairs then report back to the board of directors at the directors’ monthly meeting the progress their committees have made.  It is imperative that the committee chairs communicate to the board what each is doing.  This way if the program committee needs advertising for an upcoming event, the marketing committee is aware they may need to produce flyers and update the website for the event.

Membership and Meetings

General membership meetings should be held monthly.  Here, the board and committee chairs should report to members what they have been doing, results from committee work, and upcoming events that may interest the general membership.  It may also be an opportunity for members to “brag” about their business and associations. 

The general meetings should be structured and only last an hour or so.  An example of a possible meeting format is as follows.  The first fifteen minutes relates to GHBA business.  The next thirty minutes is a presentation of interest to the general membership, such as presentations on tax-issues in April, candidates around election time, or some expert on a hot subject.  The final fifteen minutes or so is used to announce upcoming events and to allow members to network.

 The lunch hour is an excellent time to hold these meetings because people can have lunch while the meeting commences.  Therefore, if a lunchtime meeting is desired, it is a good idea to offer lunch of some sort.  It is also completely acceptable to charge for the lunch.  If presenters are invited to the meetings, they are normally provided lunch.

There are two thoughts on meeting location.  For consistency, using the same site is good because people always know where the meetings will be.  Also, it eases making any food arrangements that may be needed.  In addition, it can help minimize time conflicts for the meeting location.  

Another idea is to hold meetings at GHBA members’ businesses.  This allows members to get a better idea of what each other’s businesses are like.  It also can help build a stronger unity between members.  There are three main drawbacks to this approach.  First, due to the changing venues, problems may arise relating to time conflicts with the meeting locations.  Along with this, member notification as to the location must be made with enough notice to allow members to get to the meeting.  One solution to this is to set the meeting location for the next meeting at the present meeting.  This approach requires a high awareness of whether the space will be available at the required time and date.  Also, if GHBA reaches its goal of seventy-five members, and all those members showed for a meeting, space may become an issue.  Finally, due to the multiple locations needing advanced notice, it will limit how often the group can meet.

If the GHBA finds that on some months it does not want to set up presentations, it can work with other organizations.  Rather than hosting the event, it can invite members to attend other events being presented by other organizations.  An example of such an organization would be Eastern Washington University’s Spokane Neighborhood Business Association.

Calendar of Events

It is important that the GHBA develop a routine that members and the public at large can count on.  One way to do this is to offer monthly seminars and presentations relating to business interests.  They can help provide a focus for meetings and discussion between members.  Meetings should be no more than an hour or so, and stay focused towards a particular subject.  They should not be overly protracted.  

The following is an example of a yearly calendar of events that the GHBA could provide with its current resources.

· January – Bring in some hot public speaker

· February – Bring in a speaker to discuss tax returns

· March – Have the Police Chief to let people know the status of crime in the area, what people can do, etc.

· April – During election years, have a candidate forum, in non-election years, another hot public speaker

· May – Ask council members come and speak

· June – Bring in a speaker to discuss transportation issues

· July – Holiday rest – lots of people will be going on vacation – no event

· August – Another hot public speaker

· September – Bring in speakers that can address school related subjects

· October – Ask any running candidates to speak

· November – Bring in a speaker to discuss end of year tax issues for businesses

· December – Have a yearly meeting/celebration

Bylaws
This outlines a review of the GHBA’s bylaws.  One issue is the organization of the document.  For ease of reading, each item should be numbered in an outline format.

Article II, Section 5 – Meetings: Special meetings – though it states members will be notified, it does not state how far in advance that notification will be made.  The minimum and maximum amount of time for notification should be documented.

Article III, Section 7 – Unexcused Absences – This clause may be too lenient.  Most business associations allow for three absences.

When one reads these bylaws, it appears as if the president has a lot of power.  The president has the power of committee appointment, expenditure of funds, and directs the activities of the other officers.  GHBA may want to look into disseminating some of those responsibilities to other officers.

2. Ann Marie Hamilton Interview Report

Ann Marie Hamilton, President of Greater Hillyard Business Association

Questions:
What is your assessment of GHBA’s current status?
GHBA is a 503c4 non-profit business association for the greater Hillyard community.  It is currently dormant.  There are five board members and as many as twenty-one members.  The board of directors currently consists of a President, Ann Marie Hamilton, a Vice-President, Don Bogenberger, a Treasurer, Mike Brewer, and two members at-large, Tom Heckler and Pete Rainer.  There is some question as to the level of commitment regarding the at-large members.  There is no official Secretary.  There are as many as twenty-one members, but most of these members need to be contacted to assess their current interest.

What are your hopes relating to GHBA’s development?
Ms. Hamilton indicates she would like to see GHBA’s membership up to seventy-five members.  She would like to see it able to better assist local community businesses.  She hopes someone other than herself will handle future recruitment of members.  She is interested in the potential development of an e-commerce center for Hillyard, a railway related attraction, and the Hillyard Streetscape project.

How do you see GHBA participating in the development of a train attraction in the Hillyard Community?

Ms. Hamilton indicated she envisions GHBA in a supporting role, not a leadership role.  There are already two groups working towards developing some kind of railway attraction in Hillyard.  A third would be redundant.
3. Center for Entrepreneurial Activities Report on Small Business Associations

Introduction
In an effort to assist the Greater Hillyard Business Association and other Spokane neighborhood business associations the Center for Entrepreneurial Activities at Eastern Washington University researched other small business associations in economically distressed areas.  The purpose of this report is to provide an overview of the other business associations, including their mission, structure and strategy’s, which the local Spokane business associations can utilize when creating or strengthening their own organizations.  This report is not a blueprint to construct a business association; it is a tool for the neighborhoods to use in creating business associations that meet their own needs.  The genus of the Spokane Neighborhood Alliance is not to compete with or replicate the role of the Spokane Regional Chamber of Commerce but help the neighborhoods work together and share ideas to improve the quality of life for its residents.  This report is one of the first steps to achieve that goal.

The four neighborhoods included in this report are Upper Tacoma, Washington; South DeKalb, Georgia; Drake, Iowa; and Benton Harbor, Michigan.  The data and information in this report was gathered from the Internet and through telephone interviews with association members.  

Upper Tacoma, Washington

The Upper Tacoma business district is located within the Central neighborhood in Tacoma, Washington.  The Central neighborhood is home to 21,200 residents.  The Upper Tacoma business district is located in an area formerly known as Hilltop, for it sits at the top of the hill overlooking Tacoma.  Hilltop, due to its strategic location between downtown, the waterfront mills and the warehouses, was one of the first areas within Tacoma to be developed, but as the mills closed and the city’s inhabitants moved into burgeoning and expanding neighborhoods, crime and poverty settled in. (Upper Tacoma District)

For the past seventy years a business association, in varying capacities has existed in the Upper Tacoma area.  (McCollum)  Six years ago, in an effort to jumpstart economic development the City of Tacoma designated eight business districts, one of which was Upper Tacoma, and began formally working with the associations.  Each district is assigned a staff member from the economic development department who works with the association and attends every meeting.  (Bockwinkel) 

The Upper Tacoma Business Association (UTBA) has fifty-eight members, comprised of businesses, non-profit organizations and individuals.  The association charges $100 a year per business, $50 a year per non-profit and $25 a year for an individual.  (McCollum)  The association focuses its efforts on two issues-crime reduction and beautification.  Business owners see prostitution and drug dealing as two of the biggest hurdles in attracting customers, new businesses and entrepreneurs to the neighborhood.  Through its monthly meeting and newsletter the association has worked to educate businesses and residents on crime prevention, including the phone number to call if they witness a crime, drug dealing and solicitation in particular, and tools to improve their observation skills.  The association’s second aim is to physically clean up the area through cleanup days and planting flowers and shrubs purchased by the association.  (Bockwinkel)

Each of the Tacoma business districts puts on an annual festival but the UTBA recently decided to reexamine their festival and did not put one on this year.  The Music and Murals Festival was organized each your by the non-profits within the UTBA, who made the festival more about advertising their charities than having a fun time listening to music, eating and browsing the local businesses.  Until the aim of the festival is more focused on promoting businesses, the business association does not plan to participate.  (Bockwinkel)

The UTBA has three elected positions- district chairman, president and district manager.  The district chairman is the first point of contact and refers people to who they need to speak to.  The president is the person who is actually in charge of the business association, planning and running the monthly meetings, delegating responsibilities, etc. and the district manager is the person responsible for recruiting new members and collecting dues.  Sherry Bockwinkel, the current President, believes the two critical elements to a successful association is strong support from the city and a productive district manager.  (Bockwinkel)

The UTBA holds a monthly meeting in which they try to bring in guest speakers and politicians to address the crime issue.  Recently they had a police officer discuss what they can do to help deter crime and one month they hosted a city council member who listened to their concerns and frustrations.  For months when they are unable to get a guest speaker the members will work on brainstorming new ideas and networking.  Afterward the monthly meeting is typed and distributed in a newsletter that includes every member’s name, phone number and email address.  (Bockwinkel)

In addition to educating its members the UTBA works as a lobbying group to the City of Tacoma and is also set up as a non-profit organization which seeks out grant money, particularly from the State and Federal level and Main Street Program, a national trust that works to revitalize historic or traditional commercial areas.  (About Main Street)

South DeKalb, Georgia
Started in the mid 70’s the mission of the South DeKalb Business Association (SDBA) is to “promote prosperity and enhance the quality of life within the South DeKalb community” and act as a “united advocate for positive change and development and provide a forum for addressing business and community issues.”  (Welcome to SDBA)

The SDBA lists over 150 members on its website (Members by Company Name) and charges $150 a year for small businesses with less than nine employees and $300 a year for organizations with ten or more employees.  (How to Apply)  The association lists multiple membership benefits including monthly luncheon meetings featuring informative speakers, after hour networking events, introductions to other members, a handout on your business that is available to other members, a forum to address problems in the South DeKalb area and advertising through the Association's website.  (Membership Information)

Additionally members have the opportunity to become “business of the month” or “business of the year.”  To qualify as a business of the month a member must encourage at least two new recruits to join; invite at least two visitors to attend meetings; regularly attend the monthly meetings; volunteer for a committee event; and be a member of an organization in the South Dekalb community.  The business of the month is rewarded with a spotlight, including a photograph, on the website, an inscribed plaque, a display table at the monthly meeting, promotional punch for the business and a 60 second infomercial at the monthly meeting.  (Membership Information)

To be eligible for small business of the year a member must encourage at least five people to join and another five to visit a meeting; act as chairperson of a project during the year; be an active member of a community organization; and attend at least eight monthly meetings.  The small business of the year receives the same rewards as the business of the month in addition to a special table and ten minutes to promote the business at the Holiday Celebration and free membership for the following year.  (Membership Information)

Additionally the SDBA maintains nine committees.  For a breakdown of the committees and their purpose, see table 1 at the back of this report. 

The SDBA Executive Board has six positions-two co-presidents, treasurer, secretary, director of membership and parliamentary.  The Committee Board Members consists of three directors, none of whom serve on the Executive Board.  (Committees)

Drake, Iowa

The Drake neighborhood is an historic district located between downtown Des Moines and Drake University.  The Drake Business Association (DBA) consists of twenty members who pay $25 a month to join or $20 a month if they pre pay the entire year.  To attract new members the association offers the first year free.  The association is trying to turn around the reputation of the Drake area as a high crime area through a stronger and more cohesive business community.  To do so the DBA works closely with the Drake Neighborhood Association and Drake University.  (Koenig)

Some of the association’s latest initiatives have included co-sponsoring with the Neighborhood Association the Dogtown Festival, a weekend music festival, as well as marketing local businesses to students and faculty, and looking for grant money.  To assist with the music festival the association partnered with the University and had a marketing class create the promotion strategy and materials.  (Pulliam)

The association has four elected positions, president, vice president, treasurer and secretary, which serve for a year.  The president is responsible for setting the agenda as well encouraging and developing a vision for the association’s future.  The association breaks down into four committees- banners, marketing, advertising and recruiting.  There is no set format for the monthly meetings, just whatever agenda the president sets.  

The two issues the association is currently struggling with are keeping and attracting members (Koenig) and breaking out of a “single minded thought processes” (Pulliam).  In response the association has created an informational pamphlet on itself, its purpose, its benefits, etc. to pass out to local businesses (Koenig) and are just starting to brainstorm a strategic plan for what they want the area to look like in five years and how they will go about it.  (Pulliam)

Benton Harbor, Michigan

Benton Harbor is a city of 11,200 residents in southwest Michigan.  The median household income is $17,000 and over 50% of the adults did not graduate high school, while the unemployment rate sits at 30%.  In the summer of 2003, after an African-American motorcyclist was killed in a high-speed police chase, civil unrest exploded and residents spent two nights rioting.  (Huffstutter)  In response the Governor created a task force to create “A Plan for Positive Change.”  The report, released in October of 2003, examined the city’s economic and social situation and made recommendations to improve the quality of life.  (Governor’s Benton Harbor Task Force)

The Northside Small Business Association (NBA), which represents the small business community in Benton Harbor, was started eight years ago and today consists of 25 members who pay an annual fee of $100 to join.  The NSBA has opted for a wider, rather than narrower focus that includes training, networking, and promotion of the area and businesses.  The organization works primarily amongst itself and has little to do with the city, either partnering with it or lobbying it, or the neighborhood association.  (Villa)

The association has monthly meetings and every other month a member can offer to host the meeting in which they are rewarded for putting it on by giving a brief promotion followed by a question and answer session on their business.  The association does not seek out guest speakers but does split up into three committees on marketing, networking and training.  The association has a president, who oversees the organization and the agenda, vice president, treasurer and secretary.  There is no organized recruitment strategy; each member is responsible for recruiting additional business through word of mouth.  (Villa)

Table 1.  South Dekalb Business Association Committees

	Committee
	Role

	Education
	-Develops and maintains scholarship funds for "Youth at Risk,” for a variety of educational experiences, including college, technical schools, K-12 special programming.

	Finance
	-Prepares the Association's budget. 

-Develops operating procedures to be approved by the Board of Directors. 

-Outlines the process for expending funds with the approved budget. 

-Reviews and makes recommendations for all financial activities, proposals and projects considered by the Association.

	Legislative Affairs
	-Identifies and shares information on local, state and federal issues affecting businesses in the South Dekalb area.

	Liaison
	- Serves to enhance communications and interactions with other organizations dedicated to similar principles of the SDBA.

	Long Range Planning
	-Develops and maintains a strategic plan for the SDBA in coordination with the Committee chairs and the Board.

	Membership
	-Vigorously pursues new membership and retention of existing membership. 

-Maintains a current membership roster that is issued annually.  

	Nominating
	-Develops a slate of Board members for election each fall. 

-Solicits potential new Board and Officer candidates in September. 

-Provides a slate to the Board and Officer candidates in September. 

-Provides a slate to the Board prior to the October SDBA meeting. 

-Presents the slate to the October meeting and accepts any additional nominations from the membership. 

-Presents the final slate by mail to the membership for an election to be held during the November meeting.  

	Promotions
	-Publicizes the existence and operation of the Association, increases public awareness and seeks mutually advantageous associations with like organizations. 

-Develops basic and innovative marketing techniques to promote the viability of the individual and collective businesses.  

	Youth
	-Mentors youth to prepare them for the future by enhancing their education, communication, motivation and leadership skills.


Source: Htttp://www.sdba.net/committees.htm
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4. CEA Report Notes

Upper Tacoma, WA

Contacts:
Donna Datsko, City of Tacoma 253-591-5218




Morris McCollum, District Chair 253-383-2737




Sherry Bockwinkel, District Pres. 253-272-6785




Yolanda Fuentes, District Manager 253-272-6797




yolanda_fuentes@qwest.net
Weeded my way through to get to Donna Datsko, who is in charge of the central district in the planning department.  She will gather a packet of data/statistics I will pickup on my vacation.  Will not be able to get data on just the Upper Tacoma business district, it will be for the larger central district (pop. 21,200) Upper Tacoma is located within.  She suggested I look at Main Street organization for project info.  Did but wasn’t very helpful Will try to meet with business district reps while I’m in Tacoma.

Benton Harbor, Mi

Contacts:
WMU Research & Sponsored Projects, 269-387-8298



Dr. Ken Brown, U of M krbrown@u.mich.edu


JoAnn Baily, Skill Development Center, 269-926-7000



Greg Vaughn Cornerstone Alliance, 269-925-6100 ext. 224



Rick Villa, Northside Small Business Association, 269-927-2434

Through Dr. Robert Peters, WMU, Benton Harbor was suggested.  I found a large state report w/ lots of current data on the city.  Dr. Brown was listed in the report as a consultant.  I was unable to find a phone number for him but sent him an email asking to speak to him about his work w/ Benton Harbor.  Found various newspaper articles on the city.  Do not yet know if they have a neighborhood business association, but they are the poorest district in Michigan, population 12,000, low education, and high crime.  92% African American.  Left a message w/ Research & Sponsored Projects to ask about their work w/ Benton Harbor.

DesMoines, IA

Contacts: 
Sharon Shafer, Drake SBDC 515-271-2655



sharon.shafer@drake.edu


Stacy Mitchell, Institute for Social & Economic Dev. 515-283-0940

Larry James Jr., Neighborhood Assoc. Pres, 515-279-5327 


(home) 515-309-3776 (work) 515-205-2158 (cell) larry.james@mac.com


David Courard-Hauri, Neigh. Assoc. Vice Pres, 515-277-6885



Janelle Carr, Neigh Assoc Secretary, 515-274-8063



Trisha Davis, Neigh Assoc Treasurer, 515-255-3416



Jane Fogg, Making Connections, 515-284-1274



janefogg@makingconnectionsdm.org
Contacted Shafer in the SBDC who gave me an overview of Des Moines programs.  Only neighborhood she had in mind was the Drake and their neighborhood business association.  Suggested I contact Stacey Mitchell at the Institute for Social and Economic Development, who gave me a long description of what she does and suggested I contact Jane Fogg, the Making Connections coordinator.  Also suggested I research the Making Connections Organization.  Found a lot about what the organization does but very few studies and reports on the neighborhoods it works in.  Appears in Des Moines Making Connections works with a variety of neighborhoods in two geographical locations as Des Moines has a lot of districts.  Schaefer would like a copy of the report when it is finished.  I told her I wouldn’t see a problem with that but I’d have to check with you first.  Found some good data on the Neighborhood Learning Partnership site.  Reports on the two making connections areas, not individual neighborhoods.

Jackson, Ms (Fondren & Bellhaven)

Contacts:
Dr. Jeffery Lowe, JSU 601-432-6854



Virgi Lindsey, GBHF Exec. Director, 601-352-8850



???, Fondren Neigh Assoc, 601-981-9606

Contacted the head of the Urban Planning department who put me in touch with Dr. Lowe who’s done more work in the neighborhood.  Seemed skeptical about our project and why we were looking into Jackson.  Mentioned the Belhaven and Fondren neighborhoods.  I did some research on both, Belhaven appears to be more residential and closer to downtown.  I contacted the city and reluctantly got the name and number of the head of the neighborhood associations. 

Lincoln, Ne (Malone, Hartley, Clinton, South Salt Creek, Everett, Near South)

Contacts:
Prof. Rodrigo Cantarero, UNL, 402-472-9278



rcantarero1@unl.edu


Ed Patterson, Malone Neigh. Assoc, 402- 477-4980



maloneneighbor@earthlink.net 

Barbara & Michael Cornelius, Hartley Co-Presidents, (H) 4402-476-9374 (C)402-202-6751  hna@ninthorder.com
Jeneé Pekarek-Agbo, Clinton Neigh Assoc President 402- 476-2042

jeneeagbo@hotmail.com
Danny Walker, South Salt Creek President 402- 477-7064

Jeff Tangeman, Everett President (H) 435-7818 (W)293-3786

jtangeman@navix.net
Greg McCown, Near South President (H) 438-6488

gmccown@neb.rr.com
I bounced through the university from one prof. to another until I got to Prof. Cantarero.  He works mostly on immigrant health issues.  Says Lincoln doesn’t have large, hard hit economic areas, particularly on the scale of major cities like Detroit, Chicago, etc.  He gave me the areas around downtown as the most distressed.  Pointed me towards a study the health department did on those neighborhoods which has some useful data.  He also suggested I research HUD reports that might have info and studies on neighborhood associations.  I did but found nothing useful.  I found the neighborhood association presidents off the web.

Other Cities

Asheville, NC:  Spoke to Dr. Gordon Mercer WCU.  Very nice, very helpful.  They had an entrepreneur summit last year and few business owners in the depressed neighborhoods spoke.  He’s gathering up all the info he has on the summit and is sending it to me in the mail.  Said it would be a good place to start.  Also suggested I might find some articles about it on the web.  Researched, but didn’t find a lot.

Chattanooga, TN:  Found a prof. at UTC who had no answer/would give no answer to my inquiry but suggested I contact Chattanooga Neighborhood Enterprise.  I’ve called multiple times, at different times of the day and on different days to reach someone but have not been able to.  No voicemail either.

Madison, WI:  Through an interactive poverty map I found on line I was able to sort of pinpoint some of the poorer neighborhoods.  I’ve contacted a prof. at the UWM via email and left a telephone message but have received no response.  I’m not saying Madison has no economically distressed areas but the city has an unemployment level under 3%.

I also researched small business and neighborhood associations through the research data banks I use (proquest, science direct, etc.) to see if I could find any studies or journal articles that might point us toward neighborhoods to include, but I found very little.

I did find through the Brookings Institute two studies in their Living Cities Census Series, The Shape of the Curve: Household Income Distributions in U.S. Cities, 1979-1999(August 2004) and Stunning Progress, Hidden Problems: The Dramatic Decline of Concentrated Poverty in the 1990’s (May 2003).  Both contain poverty numbers on cities and MSA’s.

E. Educational Programming

A series of seminars with a diverse set of business topics were delivered over the year and are continuing, all for Hillyard, but others as well.  Some specifically conducted in Hillyard or because of the contract.  One event was focused on Russian émigrés interested in new business development.  For the remainder of the year a number of new ongoing events have been developed including two new certificate programs:  Leadership and Product Development.  The neighborhood leadership programming is to begin October 4th and continuing.  This is a special seminar asked for by Hillyard folk.  Given the amount of seminars offered in the Spokane area, certificate programs that allow for enhanced education are indicated for the future.

Scope of Work

Continue and enhance a series of in-the-neighborhood courses for local business needs.

Summary
EWU held a variety of seminars and educational events through out the year.  A number of ongoing events, including the certificate program will continue.  Individuals from Hillyard specifically asked for a seminar on neighborhood leadership, which will begin on October 4.  The seminar is the first in a series that will eventually lead to a certificate in Community Leadership.  The other certificate program, New Product Development began in September.

Seminars Completed in 2005

· Jan 12

Winter Seminar Series with Joe Dinnision, 34 attendees

· Jan 19

Winter Seminar Series with Nigel Davies, 19 attendees

· Jan 26

Winter Seminar Series with Paul Davis, 11 attendees

· Jan 29

Incubator w/o Wall Seminar on Business Legal Issues, 20 attendees

· Feb 2

Winter Seminar Series with Andrew McDirmid, Doug Laher and Jack Gambill, 11 attendees

· Feb 9

Winter Seminar Series with Julie Prafke and Randy Long, 7 attendees

· Feb 14

ITT Tech Institute Business Planning Seminar, 55 attendees

· Feb 16

Winter Seminar Series with Norm Letha and Mike Estess, 20 attendees

· Feb 23

Winter Seminar Series with Bill Kalivas, 12 attendees

· Feb 26

Incubator w/o Wall Seminar on Accounting, 16 attendees

· Mar 26

Incubator w/o Walls Seminar on Financing, 25 attendees

· Apr 11

Incubator w/o Walls Seminar on Accounting, 15 attendees

· Apr 25

How to Start a Business at the Slavic Church, 35 attendees

· July 20

Seminar Series on Business Innovation, 40 attendees

· Aug 16

Seminar Series on Business Planning, 8 attendees

Upcoming Seminars 

2005

· Sep 20 
New Product Development- Overview of New Business Development and Methodology for Identifying Market Issues 
· Oct 4 
Community Leadership-Introduction to Community Leadership

· Oct 11  
Deans’ Seminar Series- Economic Development and Job Creation: A County Perspective by Mark Richard, Spokane County Commissioner

· Oct 22  
New Product Development- Market and Product Issues Analysis

· Nov 1   
Community Leadership- Strategic Planning

· Nov 8
Deans’ Seminar Series- High Tech Firm and Business Creation: The SIRTI Story by Kim Zentz, SIRTI, Executive Director

· Nov 19 
New Product Development- Strategic Fit Issues Analysis

· Dec 6   
Community Leadership- Team Building

2006

· Jan 17 
Deans’ Seminar Series- Success as an Entrepreneur: The Humanix Story by 



Julie Prafke, Humanix, President

· Jan 24 
Community Leadership- Implementation Through Influencing

· Feb 4   
New Product Development- Dealing with Implementation Issues

· Feb 21
Deans’ Seminar Series- Entrepreneurship in a Regulated Industry by Kris 



Mikkelsen, Inland Power and Light, President

· Mar 7 
Deans’ Seminar Series- Topic and speaker to be announced


Seminars and Educational Events

1. Community Leadership

2. Deans’ Seminar Series

3. New Product Development

1. Community Leadership

Eastern Washington University through its Center for Entrepreneurial Activities is pleased to offer this important new program for current and prospective neighborhood leaders.  The program consists of a series of four interactive educational workshops based on proven leadership and community organization practices.  In each workshop, participants will explore key concepts for community leadership, gain skill in leading high-impact meetings and group activities, and develop action plans for putting these tools to work in their neighborhoods.  As homework between sessions, enrolled community leaders will work together to implement these neighborhood action plans and have access to CEA faculty and staff coaching.  Certificates will be awarded to those participants who attend at least 3 of the 4 workshops and provide documentation of neighborhood action plans and implementation reports. 

Faculty 

The workshops will be led by Larry Davis, an EWU Lecturer who serves on the CEA staff.  Mr. Davis has over thirty-five years experience in business and organizational consulting and in this time he has worked with numerous neighborhood groups and community service organizations around the country in developing plans for revitalizing neighborhoods.  For most of his career, he lived in Austin, Texas, and was active in community efforts that led to Austin's position as a leading high-tech center.  He has been actively involved in economic development efforts in Spokane since moving here three years ago. 

 
Requirements
The program is free.  It does however, require that participants:
· register

· attend at least 3 0f 4 of the workshops

· work with other leaders in developing and implementing neighborhood plans

· provide documentation of action plans and implementation reports

Tuesday, October 4
 
6:00 - 8:30 Northeast Community Center
Topic: Introduction to Community Leadership 
· key concepts and practices
· application to distressed neighborhoods
· recruiting and involving new people
Tuesday, November 1


 

6:00 - 8:30 East Central Community Center
Topic: Strategic Planning
· developing a Shared Vision and Mission

· SWOT

· developing strategies and goals

Tuesday, December 6 



 

6:00 - 8:30 Location to Be Announced



Topic: Team Building
· working together 

· managing disagreement and building consensus 

· achieving committed action

Tuesday, January 24


 

6:00 - 8:30  Location to Be Announced

Topic: Implementation through Influencing
· force field analysis

· developing win-win solutions

· building networks and coalitions

· diplomatic persistence

2. Deans’ Seminar Series

Senior level speakers provide valuable insights into their firms operations and the markets and industries they participate in, sometimes with a global perspective.  This seminar series is intended for a range of participants. 

Location: EWU Riverpoint Campus, N. 668 Riverside Blvd. 

Time: 6-7:30 pm 

Cost: Free 

 

October 11, 2005


Speaker: Mark Richard, Spokane County Commissioner 

Subject: Economic Development and Job Creation: A County Perspective 

November 8, 2005
Speaker: Kim Zentz, SIRTI, Executive Director

Subject:  High Tech Firm and Business Creation: The SIRTI Story

January 17, 2006
Speaker: Julie Prafke, Humanix, President 

Subject: Success as an Entrepreneur: The Humanix Story 

February 21, 2006
Speaker: Kris Mikkelsen, Inland Power and Light, President

Subject:  Entrepreneurship in a Regulated Industry

March 7, 2006
Speaker and subject to be announced
3. New Product Development

Eastern Washington University through its Center for Entrepreneurial Activities is pleased to offer this important new certificate program for senior managers and staff in companies who regularly consider adding new products or business opportunities.  The program consists of a series of five interactive educational workshops based on proven theory and practice, which guides participants in the development of a valuable and convenient Strategic Opportunities Screen.  Once developed, this tool can be used to quickly screen new opportunities in terms of their market, product, or company strategic fit.  The screen guards against expensive venture mistakes and enables companies to select those opportunities that have the best potential for significant revenue and profits.  Certificates will be awarded to those participants who attend four of the five workshops and present a completed Strategic Opportunity Screen and report of company implementation issues. 
 

In these workshops you will learn how to identify, investigate and evaluate new opportunities, with a corporate focus on developing a set of strategic criteria for new product/service development.  An A. D. Little, McKinsey, and G. E. view of strategic development from a commercial development perspective will be used.
 

This class is structured towards middle to senior level managers, interested in developing a strategic focus for their firms’ new product/service activities appropriate and consistent to the firms’ resources and customer characteristics. 

If you have a need to develop new business, extend existing business, or diversify your offerings, this five month, three hour at a time, once a month workshop series will start you on the path to what you need to do strategically. 

Workshop Leader 

Dr. Robert G. Schwartz, EWU Foundation Chairholder and Distinguished Professor of Entrepreneurship, has 35 years of combined work and university experience, and teaches in the McKinsey fashion to develop strategic criteria for firm development.  He is not merely a professor, but a practitioner from the Fortune 500 to his own consulting firm as well as acting CEO for a $5,000,000 electronics firm.  You will appreciate his decisive, insightful approach to business. 

Requirements 

The program is free.  It does however, require that participants: 

· Pre-register (enrollment limited to 25) 

· Attend at least 4 of the 5 workshops 

· Develop a Strategic Opportunities Screen for their company 

· Plan how to deal with implementation issues 

· Generally discuss screening implementation in their companies 

Schedule and Location 

When:  Saturday September 24, 2005 and then once a month, three hours, for five months.  This Workshop series will lead to a Certificate in New Product Development  

Where:  Eastern Washington University Spokane Campus, N. 668 Riverpoint Blvd., Spokane  

Cost:  The cost is free, and of course your time to participate in a hard hitting impactful introduction to the subject of how to select Corporate Criteria for Growth in the New Product/Service view.  

Contact Information: 

               If you have any questions or comments you can contact us at 

               The Center for Entrepreneurial Activities 

               509-358-2255 

               cea@mail.ewu.edu 
Workshop One-September 24, 2005 (Room 228)  

Topic: Overview of New Business Development and Methodology for Identifying Market Issues  
The importance of strategic planning is stressed and a comprehensive methodology is presented for the development of criteria for new product/service development.  Participants will learn how to use the specific methodology for identifying the market/product/strategic fit issues that impact their businesses.  As work for Workshop Two, participants will identify the market and product issues relevant to their businesses and be prepared to discuss general findings and implications. 

Workshop Two-October 22, 2005 (Room 117) 

Topic:  Market and Product Issues Analysis 
This session begins with a discussion of the market and related product issues identified by participants.  Participants will learn how to use the specific methodology for identifying opportunity issues important to them.  As work for Workshop Three, participants will identify the strategic fit issues relevant to their businesses and be prepared to discuss general findings and implications.

Workshop Three-November 19, 2005  (Room 117)  

Topic:  Strategic Fit Issues Analysis
This session begins with a discussion of the strategic fit issues identified by participants.  Participants will make appropriate revisions to their emerging Strategic Plan documents and an overview of the Criteria Table will be discussed.  Participants will also learn how to use specific methodology for developing Table of Criteria that can be used for screening new business opportunities for their businesses.  Work will progress towards the private session Workshop Four and participants will identify opportunities relevant to their businesses preparing to discuss their venture screens in a general way.
Workshop Four- December 2005/January 2006
Topic:  Individual screening sessions

Private appointments by firm participants.
Workshop Five- February 4, 2006

Topic:  Dealing with Implementation Issues

Faculty will facilitate a discussion of issues that arise in implementing the strategic approach to New Business Development.  Methods for dealing with resistance, and shortcuts will be presented.

F. Funding opportunities
EWU has written and submitted a number of proposals over the last year related to possible programming for the area.  Programming includes distressed neighborhood business education;  youth entrepreneurship;  AHANA/EWU programming for business assistance;  and a new CEDS grant application for a SNBA incubator with AHANA directing.  Funding received or to be received includes Jones (seminars, SNBA, firm consulting); Coleman (certificate programming); CTED with AHANA for consulting; donations used for programming that includes all distressed neighborhoods; CDBG funds for this activity; and new CDBG funds to assist AHANA on micro-loan programming.  Presently county funding for no-tech to high-tech strategy development and education is being sought, but increased budget challenges at local, regional, State and Federal levels continue to be challenges.  EWU assisted Hillyard with a recent DOT proposal related to Historic Preservation that is railroad based.  Self-help through the GHBA is indicated.  AHANA is interested in moving their incubator to the distressed neighborhoods if a Hillyard, Chief Garry, East-Central facility can be located and supported by the neighborhoods.  AHANA would operate the facility.  

Scope of Work

Work with the neighborhood and the City on applying for appropriate funding opportunities for economic development purposes related to firm and job creation.

Summary

EWU has written and submitted a number of proposals over the last year related to possible programming for the area.  Programming includes distressed neighborhood education;  youth entrepreneurship;  AHANA/EWU programming for business assistance;  etc.  

Funding received or to be received includes: 

· Two additional years of Herbert B. Jones funding for seminars, the SNBA, and firm consulting

· $215,000 funding from the Coleman Foundation for a new entrepreneurship professor and certificate programming

· CTED with AHANA for consulting

· Donations used for programming that includes all distressed neighborhoods

· CDBG funds for this activity

· New CDBG funds to assist AHANA on micro-loan programming 

Presently county funding for no-tech to high-tech strategy development and education is being sought, but increased budget challenges at local, regional, State and Federal levels continue to be challenges.  Self-help is indicated.  

AHANA is interested in moving their incubator to the distressed neighborhoods if a Hillyard, Chief Garry, East-Central facility can be located and supported by the neighborhoods.  AHANA would operate the facility.  A meeting was held on September 6 to discuss this possibility.

With assistance from EWU an application was submitted for funding from the ISTEA grant.
Programming

1. ISTEA-21 Application

1. ISTEA-21 Application

G. Railroad Related Issues(
A computer search and personal surveys of related railroad museum activities around the US were conducted.  The DOT Railroad proposal helped bring together the two groups working on a railroad museum.  The conclusion continues that while a museum is feasible the next step is for the two transportation focused  groups to get together (EWU will call the meeting) to discuss their different points of view and come to one collaborative decision with the view that appropriate local/regional/state support is not possible.  

Scope of Work

Investigate and report on a railroad refurbishing yard, a museum and a railroad ride (dinner train).

Summary

Three groups are currently working to develop a railroad museum in Hillyard, The Hillyard Fire Station Museum(HFSM), Hillyard Heritage Museum (HHM) and the GHBA.  The HFSM would like to create a fire station and railroad attraction while the HHM wants to combine the fire station, rail and heritage museums into one with the fire station museum maintaining its independence as contributors are more likely to donate if they know it is going solely to fire fighters.  The GHBA is interested in joining the effort but their involvement, with two groups already involved, may be redundant.  

A third party facilitator should be brought in to ensure open communication and resolve the legal arrangements, including a documented understanding between the parties.  Currently the HFSM owns five rail cars and an engine and the GHBA owns two rail cars.  All this stock ownership should be consolidated under one entity to minimize competition and disagreements on how it should be used.  That organization should then join the Association of Railroad Museums.  Membership would cost $100.00 per year and place the museum on a national registry.  

Once the organization determines which direction it should go a website should be developed to outline the goals and purpose of the organization, recruit memberships and fundraising and provide information.

Museum Fees and Costs 

Museum admission is typically $1-2, attractions offering rides are usually $20-30 and special events like dinner trains charge upwards of $45.  Membership fees range from $10-25 for individuals, $30-50 for families and founding memberships, which range from $500-1000.  

Plans must be decided on how the museum will look, but the various groups have already completed much of the groundwork.  The museum will need an interpretive center and wheelchair access to the attractions.  To build a building would cost between $30,000-100,000 depending on such factors as the security, layout, and climate control.  

A second option is to use a boxcar as the interpretive center.  More research needs to be done to ascertain the cost of renovating a boxcar but at least $30,000 would be saved from not having to build the outside structure of the center.

Fencing is required for security, safety and liability reasons.  Wrought iron fencing costs $1,000 or more for each ten-foot section.  To surround the entire lot would like total more than $20,000.  A chain link fence would run $5 per foot plus $25 for each corner and $20 for end posts.  These estimates are for materials only and do not include installation.

Train Excursion

The train excursion is a laudable goal for the future but not realistic at this junction.  These attractions require working engines, access to track and other large capital costs.  There are also higher costs for security, safety and insurance, which alone can cost as much as $20,000 a year.  Inexpensive railcars and engines are available but the cost to transport them to Hillyard from their present location would be exorbitant.  Additionally railroad cars can cost thousands to transport to Hillyard.  These estimates are just to establish a rail excursion and do not address the cost of maintenance and upkeep.  

The Northwest Railway Museum (NRM) located in Snoqualmie, Washington hopes to offer a refurbishing yard, train ride and rail museum similar to what Hillyard envisions.  The total estimated cost of NRM is $3.8 million.  The first phase of their plan is to build a refurbishing center to allow them to provide train rides in the future.  The estimated to cost of this phase is $1.9 million.  It is recommended a railway attraction plan on the actual costs running 2 to 3 times the assessed costs.

Much of the operational costs can be covered through volunteers, as the maintenance and track up keep are the highest costs.  Rail leasing costs are on par with what the Hillyard stock is costing.  If  Hillyard  desires a train excursion it would be prudent to work with other organizations such as the Lion’s Club or Rotary Club.  The Inland Empire Railway Historical Society (IERHS) has the stock to provide excursions but is forced to move its equipment from the Spokane County Fairgrounds and has chosen to go to Reardan.  If Hillyard is going to develop a train excursion a good first step would be to develop a relationship with the IERHS.

Refurbishing Yard

As stated earlier the cost of creating a refurbishing yard would be enormous.  A second problem would be the sheer size of the project.  The land needed for such a venture could cost hundreds of thousands of dollars and the infrastructure costs could run north of a million dollars.  This does not even take into consideration the costs of staffing, equipment and maintenance.  The NRM plans on spending $2 million just for the construction of their refurbishing facility.

Conclusions

The railroad museum could be an economic boon for the Hillyard community but first the competing organizations must consolidate their efforts, work together and support one plan.  The consolidated group may want to investigate becoming a satellite of the IERHS Reardan project and strengthen its ties to take advantage of the larger funding and volunteer base.  

The GHBA is under pressure from the railway to remove its two cars from their current location.  They sit on BNSF track spurs under a lease agreement with the GHBA that runs $1,200 a year.  The GHBA has not paid the lease hold option tax since 2003 and the GHBA defaulted on the plot of land set aside for the museum, sending it into foreclosure.  A member of the Hillyard Heritage Museum is now making the mortgage payments on the property.

GHBA should legally divest control of any assets connected to the museum.  Most grant applications will require a record of assets and debts related to the project and these financial problems may jeopardize potential funding.  Once these financial issues are straightened out the GHBA can take a more active role in the project.

Railroad Reports

1. An Analysis of Greater Hillyard Business Association Developing a Train Related Attraction for the Hillyard Neighborhood by Derrick Braaten

2. Tom Heckler Interview Report

3. Marge Brewer Interview Report

4. Rail Road Summary of Option Outline

Appendix 3

Section 1: YVRSM’s Report

Section 2: Northwest Railway Museum

Section 3: Hillyard Heritage Museum’s Proposed Museum Ground Designs

Section 4: Index of Railroad Related Web Sites

Section 5: General Associations

Section 6: Organizations by State

Section 7: Funding Opportunities

1. An Analysis of Greater Hillyard Business Association Developing a Train Related Attraction for the Hillyard Neighborhood by Derrick Braaten

Introduction and Background

The idea of developing a railroad attraction in the Hillyard neighborhood is supported by a small, but earnest, group of people.  Based on interviews and research on other train attractions, the development of a railway museum may be the most prudent project to focus on at this time.  It could provide a foundation on which to build a larger train related attraction.

There are three primary groups working specifically to develop a train-related attraction in Hillyard.  The Hillyard Fire Station Museum, which has a 501c3 status, and the Hillyard Heritage Museum, which is incorporated, but has not obtained its 501c3 status.  Finally, the GHBA is working to assist in the development of a museum.

Tom Heckler, president of the Hillyard Fire Station Museum, has indicated a desire to incorporate the railway attraction into the Fire Station Museum, creating a Fire Station and Railway attraction.  He has expressed some concerns relating to financial issues involved in where two pieces of the rolling stock are now located.  They are currently sitting on track leased to the GHBA.  Mr. Heckler indicates funding comes primarily from donations given to purchase donated items at the Hillyard Marketplace and private cash donations.  There is some hope that the TA grant being sought by Hillyard Streetscape may provide some funds also.    

According to Marge Brewer, the Hillyard Heritage Museum group seeks to combine the Fire Station Museum, the Rail Museum and a Heritage Museum into one museum site.  Though combined in one site, the Fire Station Museum would maintain its separate 501c3 status and incorporation, but share the same site.  This is because people seeking to donate fire-fighting paraphernalia are more likely to do so if they know it is going to a fire-fighting museum.  The Heritage Museum group wants to also focus on the social heritage of Hillyard’s history as the railway and fire station.  To them, Hillyard is more than just fire fighters and trains.  It also has a unique social history as a community.  Without the train yards, Hillyard the town probably would not have developed.  Without the town, there probably would have been no need for the fire station.  Each is tied to the other.  

Ann Marie Hamilton has indicated the GHBA is not the best organization to head up the development of a railway attraction.  GHBA is interested in assisting in the development of a train attraction, but believes these two groups are best able to handle the details.  In effect, GHBA’s involvement would be redundant when there is already two other groups working on the project.   

Solid lines of communication should be established between the parties involved and the legal arrangements must be completed.  During that process, documents of understanding between parties should be established.  A third party facilitator or consultant should be brought in to assist in working out these arrangements.

Presently, there are five pieces of rolling stock owned by interested parties in Hillyard.  The Hillyard Fire Station Museum owns two cars, a boxcar and a rail maintenance car, and an engine.  The other two cars, a boxcar and a caboose, are currently owned by the GHBA.  All the rolling stock should be consolidated under one owner organization.  The various rail museums investigated generally have a single entity owning the rail stock.  This helps to minimize competition for related funding and debates as to how the stock should be utilized.

Once a final organization is established, it is recommended that it join the Association of Railway Museums.  There are four levels of membership, Full Membership, Institutional Affiliate, Commercial Affiliate, and Individual Affiliate.  Full Membership is open to non-profit organizations displaying at least one piece of railway equipment to the public on a regular basis, which the museum will do.  This costs $100.00 per year and would get Hillyard’s museum on a national registry.

As soon as the groups involved determine the direction they want to take in developing a rail attraction, it will require a web site.  This can be listed as a page connected to Hillyard’s website, or as an independent site that links to the Hillyard site.  It should outline the goals and purpose of the organization.  It can be used as an informational site as well as a membership recruitment resource and assist in fundraising pursuits.  If developed as an independent site, it is possible that it would qualify for free web hosting.

Museum 
Based on other organization web sites, Hillyard’s website should include the organization and site’s history, its mission statement, an activity page and events calendar, and a membership page outlining membership fees and perks, along with a list of membership fees.

Public admission to museums, if charged, is usually $1.00-$2.00.  At attractions offering rides, passengers are usually charged between $20.00-$30.00 for a ride and $45.00 on up for dinner train rides and special events.

Most membership fees range from Individual to Founding member rates.  Individual memberships range from $10.00-$25.00, and Founding memberships tend to fall between $500.00-$1000.00.  Family rates generally fall between $30.00-$50.00.  A “Family” consists of an adult couple and up to four children.  Most attractions also have child rates for children under twelve and senior citizen rates.  The discount is usually between 30% to 50% off the regular rate.

Finally, actual plans must be developed and agreed upon for how the museum will look.  The various parties seeking to develop a rail museum in Hillyard have done a lot of groundwork already.  Some have developed a rough layout plan for the property, placing the cars in a roundhouse pattern.  The design is attached.  Any museum is going to need an interpretive center and wheelchair access to the various cars and attractions.  The interpretive center could be a stick built building, which would cost between $30,000.00 and $100,000.00, depending on the level of climate control, wiring, display layout, and security desired.

Another option would be to utilize a boxcar as the interpretive center.  This could present approximately a $30,000.00 savings because there would be no need to build the building shell.  More research needs to be done to determine the actual cost of renovating a car in such a way.

Fencing is required for security, safety, and liability reasons.  Wrought iron fencing costs around $1000.00 or more for each ten-foot section.  To surround the entire lot would likely cost over $20,000.00.  A chain link fence would cost around $1000.00.  Chain link costs about $5.00 per foot, plus $25.00 for each corner and $20.00 for end posts.  These prices are for materials only, and do not include installation.  

Train Excursion 

Though a goal to aim for, a rail excursion would be difficult to implement at this time.  Railroad attractions requiring working rolling stock, such as train rides, require working engines, access to track and other large capital costs.  Also there are issues involving higher costs for security, safety, and insurance.  According to Yakima Valley Rail and Steam Museum Association (YVRSM), insurance can cost as much as $20,000.00 a year.  Railway cars or engines can cost thousands of dollars to transport from their present location to Hillyard.  The museum may be able to acquire rolling stock for little or no cost, but still face large expenses relating to transportation of that equipment.  Sumpter Valley Railroad paid over $25,000 to transport two engines they paid a dollar each for.  This does not even address issues of maintenance costs relating to keeping up the working stock.

The Northwest Railway Museum (NRM) has an excellent website that outlines the processes and funding issues involved in starting up a railway attraction with excursions.  It is working to build versions of all three railway elements that people have indicated an interest in bringing to Hillyard.  The NRM is probably at least a couple of years ahead of Hillyard in its development process.  NRM has already gotten thirteen different permits and approvals to begin Phase 1, as well as $1,600,000.00 in monetary and in-kind donations. 

Hillyard’s attraction, at least in the first phase, will probably not require as many permits and approvals, nor as high a cost.  It seems the groups involved in the Hillyard project are interested in something closer to what NRM deems as Phase 3.   

Located in Snoqualmie, Washington, it hopes to offer a refurbishing yard for their stock and other specialized heavy equipment, train excursions, a rail library and archive, and a museum.  Total estimated cost is $3,800,000.00, spread over three phases.  Phase 1 is to build the refurbishing center.  This will allow them to offer train excursions in the future.  Phase 2 is to build the Collection Storage Facility, which will house antique and fragile rail stock and interpretation signage.  Phase 3 is the Library and Archives center that will house their collection of documents as well as their administrative offices.  Phase one is the most costly of the phases at $1,900,000.00.  It is likely that Phase 3 will cost $1,000,000.00.

NRM executive director Richard R. Anderson recommends those wanting to start up a railway attraction should plan on actual costs running 2 to 3 times the assessed costs.  This provides a buffer in case there are costs not properly assessed.  An assessment is only an estimate and rarely takes into account all related cost variables.  Mr. Anderson has indicated he would be happy to talk with other groups seeking to develop rail museums.

The YVRSM provides an example of the politics and problems that can arise with rail attractions and activities.  The scale of operation is perhaps larger than Hillyard envisions, but there are lessons there to be learned.  It grew beyond just an excursion rail and museum into an actual operating short line. 

Much of the operation costs can be covered through volunteers.  Maintenance and track upkeep seems to be the highest costs.  Rail leasing costs seem to be about what the Hillyard stock is costing.  According to YVRSM, the working railway arm, the Toppenish, Simcoe & Western Railroad, Inc., was what was keeping the museum attraction open.  It was growing through rail transportation contracts, and everything looked fine.  Then politics and competition developed, and everything is in the air, with YVRSM possibly losing everything it has worked to develop.  A copy of this report is attached.

If Hillyard desires a train excursion, research indicates it would be best served by working with other organizations.  Almost every museum and rail related attraction researched lists multiple partnerships.  It is possible that a community organization such as the Lion’s Club or Rotary Club would support such an activity as a fundraiser.  To do so will require a large number of volunteers, possibly a caterer or chef for any dinner ride, rail fees, and rolling stock.

The Inland Empire Railway Historical Society has the necessary rolling stock to provide excursions.  But, it is being forced to move its equipment from the Spokane County Fairgrounds and has chosen to go to Reardan.  There is the potential to develop a relationship with the IERHS to cooperatively develop a train excursion.  

Refurbishing Yard

A Hillyard refurbishing yard would be something close to NRM’s Phase 1.  NRM’s list of permits and approvals are attached.  There are major environmental impact issues that would need to be addressed.  Hillyard sits above the aquifer, and any major refurbishing yard would be at risk of contaminating the ground water.  Environmental impact statements would need to be developed.  These cost thousands of dollars and can take years to complete.

The sheer scale of such an operation could be problematic.  The land alone required to build such a yard could cost hundreds of thousands of dollars.  The infrastructure costs could run in the millions of dollars.  These figures do not take into account the staffing, equipment, maintenance and other costs related to such an endeavor.  NRM plans on spending almost $2,000,000.00 on this phase of their project, and that is just for the construction of the facility.

Conclusion

Research indicates that the development of a museum in Hillyard can be a financial boon to the community.  But first, the groups that are interested in such a project must get together and agree on what the museum will look like.  This can best be done by bringing in a third party facilitator and setting up meetings to hash out the details.  

Groups involved also should ask to what degree control of the project is important relative to delivering a railway attraction for Hillyard.  The level of control sought will determine the actual approach that will need to be taken to develop a museum or rail attraction.  More control equals more work and responsibility, but it also means being able to more closely create what those involved envision.

Hillyard train museum groups may want to investigate becoming a satellite of the IERHS Reardan project, or at least developing stronger ties with the organization.  The IERHS has a larger funding and volunteer base.  Also, it has working rolling stock.  By like organizations joining forces, they minimize competing for the same funds.  Also, when applying for grants, many funders prefer to award grants to coalitions of groups rather than individual organizations.

There are severe financial issues relating to GHBA’s interests in this project.  There is pressure from the railway to remove the last two cars from where they currently sit.  They sit on BNSF track spurs under a lease arrangement with the GHBA that costs approximately $1,200.00 per year.  Apparently the GHBA has not paid the leasehold option tax since 2003.  Also, the plot of land set aside for the museum was sold to the GHBA, which defaulted, and the land went into foreclosure.  The Brewers are now making the mortgage payments relating to the property.

GHBA may want to investigate relinquishing control of any assets connected with the museum, at least legally.  Most grant applications will require a record of assets and debts relating to any project they will fund.  Because of these financial problems, any outside funding could be jeopardized.  Once GHBA becomes more financially stabilized, it can begin taking a more active role in the project.

2. Tom Heckler Interview Report

Tom Heckler, President of the Hillyard Fire Station Museum

Derrick Braaten met with Mr. Heckler July 23, 2005 at the Hillyard Market Street Market

Questions:

What kind of railway attraction is currently in Hillyard?

There is a lot with two rail cars that are opened to the public by appointment and special holidays.  These cars, plus an engine, act as an interpretive center.  The Hillyard Heritage Fire and Rail Museum owns these cars.  The Greater Hillyard Business Association owns two other cars that are on leased tracks.

What are the current operating costs?

Mr. Heckler did not provide specific amounts except in relation to the rail lease of the two cars owned by GHBA.  That amount comes to about $1200.00 per year.  There are three years of leasehold option taxes still needing to be paid.  The lease is in GHBA’s name and will cost about $500.00 to transfer the lease.  There is also a mortgage payment on the lot in Hillyard.  This is being paid by a private party.

How have you been involved with developing a railway attraction in Hillyard?

Mr. Heckler stated he has been working with the Hillyard Heritage Fire and Rail Museum since the fall 1990.  He is now acting president of the museum.  He currently raises donations to pay the operating costs and to pay lease fees relating to two cars sitting on tracks.  He also operates and gives tours of what currently exists as Hillyard’s railway attraction.

What kind of railway attraction do you envision for Hillyard?

Mr. Heckler would like to see a railway and fire fighter museum in Hillyard.  He envisions starting out with a walking tour of the cars.  He believes the cars could be used as interpretive centers displaying fire fighting and railway paraphernalia.  He stated he would like to eventually see some kind of  railway excursion.  At the time of the interview, he did not see this as currently possible.

What hurdles do you see preventing a Hillyard railway attraction?

Mr. Heckler stated he believed a lack of communication between the parties involved in developing the railway attraction is a major hurdle.  Also, there are few actual documents outlining the rights and responsibilities of the various parties developing a railway attraction.  He also stated a lack of focus and concerns about not knowing who is in control.  Finally, the financial situation is a major concern.

What do you see as possible solutions?

He stated he thinks all the parties involved should get together and write up binding documents of understanding.  From that beginning, the rest can be worked out.

3. Marge Brewer Interview Report

Marge Brewer, Leading member of Hillyard Heritage Museum

Derrick Braaten met with Ms. Brewer July 25, 2005 at her home

This interview was primarily to understand the Heritage Museum’s position relating to information provided in Jim Heckler’s interview and to develop a better idea of how this second group viewed developing a railway attraction

Questions:

What is your vision for a railway attraction in Hillyard?

Ms. Brewer stated she would like to see a combined railway, fire fighter, and heritage museum.  She indicated there was a concern that the social aspects of Hillyard’s past would be left out if the attraction was a museum that only had railway and fire fighter paraphernalia.  She envisions the cars laid out in a round about pattern using the cars as interpretive centers along with a centralized main entrance/interpretive center.

Mr. Heckler has indicated concern about why there is a need for another group seeking to bring about a railway attraction.  What exactly does the HHM want to do relating to the organizations that are already in existence?

HHM seeks to work with other Hillyard organizations to develop a broader based heritage attraction.  She would like to have each area of focus have its own incorporation status, but working together on a single project that incorporates all three elements under one name called the Hillyard Heritage Museum.  Her theory is that donors will be more likely to donate funds and items to an organization that is specifically designated towards a specific subject matter.  For example, someone donating fire equipment is more likely to give to a fire fighting organization, train paraphernalia to a railway organization, and  items relating to daily life to a heritage organization.  She indicated she was afraid a lot of items relating to Hillyard’s past daily life were being lost because people do not know where to take such items.

What do you see as hurdles relating to Hillyard developing a railway attraction?

Ms. Brewer indicated major hurdles include a lack of communication between the parties’ involved and funding issues.  There is also concern over a lack of cohesion relating to what direction such an attraction should take.  Funding issues among others, currently relate to the mortgage on the Hillyard lot, which is currently the responsibility of the Brewers.  Also, there seems to be little actual support from businesses to fund such a project because they cannot see how such an investment would benefit them.

Has something happened that indicated there is limited interest from local businesses?

Yes.  When the Hillyard lot was first purchased for $30,000.00, Mike brewer had verbal commitments from multiple businesses to donate money to purchase the land.  Those donations did not materialize.  Then it was sold to the Greater Hillyard Business Association who defaulted on payments, sending the property into foreclosure.  The Brewers took the property back and have been handling the payments since.

4. Rail Road Summary of Option Outline

1) Profit vs. Non Profit

a. For Profit

i. Subsidiaries of Railroad

1. Thunder Mountain Line-Horseshoe Bend, ID

ii. Local owners

1. Mt.  Hood Railroad-Hood River, OR

b. Not For Profit

i. Run by State, County, or City

ii. Non-Profit Organizations

2) Facility Options

a. Organization converting depot to museum

i. Functions only as museum

ii. May have rolling stock on display

1. Canyon County Museum-Nampa, Idaho

2. Minidoka County Museum-Rupert, Idaho

3. Northern Pacific Depot Railroad-Wallace, Idaho

4. Heritage Museum-Libby, MT

5. Canby Depot Museum-Canby, MT

6. Troutdale Historical Society-Troutdale, OR

7. Lewis County Historical Museum-Chehallis, WA

8. Spokane, Portland & Seattle (SP&S) Railway Historical Society-Vancouver, WA

9. Washington State Railroad Historical Society-Pasco, WA

b. Organization has access to track and track was operational 

i. Tracks accessible

ii. Do not know if organization plans to restore rolling stock

1. Boise Train Depot-Boise, ID

2. Livingston Depot Center-Livingston, MT

c. Organization plans to make rolling stock operational

i. Tracks may or may not be accessible or usable

ii. Plan to restore train service in area-not done yet

1. National Railway Historical Society, Southern Oregon Chapter-Medford, OR

2. Cascade Rail Foundation-South Cle Elum, WA

3. Issaquah Depot Museum-Issaquah, WA

d. Organization has operational rolling stock

i. Functioning rolling stock

ii. Functioning track

1. Oregon Electric Railway Historical Society-Brooks, OR

2. Sumpter Valley Railway-Baker City, OR

3. Northern Pacific Railway Museum-Toppenish, WA

4. Northwest Railway Museum-Snoqualmie, WA

3) Funding-Assuming a minimum of a museum

a. Donations

i. Monetary

ii. Artifacts for Museum

iii. Rolling Stock

b. Membership

c. Publication

d. Admission

e. Fund Raising

i. Sell Trinkets

ii. Capital Campaign

f. Renting Facility

g. Operating Activities

i. Specialty Train Rides

ii. Freight

iii. Transportation

iv. Group Activities

h. Grants

i. Public 

1. National

a. Historic Preservation Fund-National Office

b. National Trust for Historic Preservation

c. Institute for Museum and Library Services

2. State

a. Historic Preservation Fund-State Office

b. National Transportation Enhancements Clearinghouse-Washington State

c. Washington State Historical Society

d. Washington Trust for Historic Preservation

3. Local

a. Historic Preservation Fund-Spokane Office

ii. Private

1. Foundation Northwest

2. J. Paul Getty Trust

3. M.J. Murdock Charitable Trust

4. Spokane Preservation Advocates

5. The 1772 Foundation

4) Museum Requirements-Basic

a. Facility

i. Own 

ii. Lease

b. Items for Display

i. Railroad Specific

ii. Area 

iii. Your choice

c. Staff

H. E-commerce Distribution/Fulfillment Incubator(  
This appears to be workable in conjunction with merchants already advertising, but do not presently utilize e-commerce.  However, most Hillyard firms do not perform e-commerce activities and a recent EWU paper written on the subject suggests that in distressed areas e-commerce and the use of the WEB are under represented, possibly due to the nature of the firms, their resources, or both.  Amelioration could be an activity of the GHBA.

Scope of Work

Investigate and report on an e-commerce distribution/fulfillment incubator.

Summary

Hillyard has around 1200 business in its neighborhood, 64 of which are listed on the Hillyard website.  Of those listed on the Hillyard page only 7 had their own business web page listed and just one had an interactive site allowing customers to make purchases online.

E-commerce distribution could provide a larger market for Hillyard businesses and the costs required to develop such capabilities range from a few thousand dollars into the hundreds of thousands.  The major factors determining what size center Hillyard would like to create is the amount of interest from the business community, the space and funding available.

Most e-commerce is handled by the business itself and relates to shipping and warehousing.  Recently small businesses have been working together and creating virtual or cyber malls where multiple businesses use a common storefront designed to look like a mall that handles the transactions.  Another version of a cyber mall is the community directory Hillyard currently has on its website which provides links to the individual business websites.  Many of the businesses in Hillyard that are service related would be better served by having a promotional website and do not have the need for e-commerce.

Development Process

If the GHBA, as a neutral third party, would like to proceed developing an e-commerce center, it is recommended they undertake a three stage process extending over a multi-year period.  The first and least expensive stage would be to develop a cyber mall.  This would require space, computers, software and personnel to receive orders via the Internet, maintain the site and pass orders to the businesses.  The primary costs associated with this stage are the ISP subscription or T-line, which can cost as much as $250 per month, software, computers, staff, web hosting and real estate.

The second stage would develop a warehouse space and e-commerce distribution and fulfillment center for local businesses.  Vendors would supply the center with the ordered merchandise and the center would take over taking and delivering orders.  The amount of stock needing to be warehoused is limited to the orders being processed.  This stage requires strong relationships with the local businesses as there are liability issues relating to storage and insuring payment and delivery that will have to be addressed.  Local businesses will need to have a high level of confidence in the GHBA’s ability to manage the center to proceed to stages two and three.

The third stage would expand the center into a wider e-commerce center seeking to serve local businesses but a larger, possibly global, clientele as well.  This stage would require the most cost due to the costs of personnel, real estate, and equipment such as conveyor systems and forklifts.  Such a fulfillment center would require massive square feet.  According to a report done by the State of New York such a center should be at least 50,000 square feet, but the Hillyard center may not need to be so large.  If the GHBA can convert a large building such as the Farmer’s Market building into a fulfillment center, this stage could become a feasible option.  Additional research will need to be conducted to determine how much to charge businesses for order processing.  Fulfillment centers usually charge around $2.35 per item to act as the third party shipper, but cost varies to the size and quantity of items being shipped.  Costs of development will also have a bearing on what the GHBA needs to charge to either break even or turn a profit.

Concerns and Options

The three major concerns are payment issues, site security and the cost of staffing.  Payment receipt is a major issue relating to product delivery, which an e-commerce center at any stage must address.  For a charge pre-existing programs such as Pay Pal could handle payments, processing the orders and handle payment site security.  The cost is 30 cents per order and 1.9%-2.9% of the transaction price, based on the volume of sales.  The receipt of payment is forwarded to the merchant to ship the product.  Other payment software include Authorize.net, which for $39, allows credit card processing and authorization and Web Commerce that allows you to create a storefront, accepts secure check and credit card payments and provides 60 free days of web hosting for less than $50.

Any site that is developed must also have a firewall and virus protection in addition to secure payment options.  Most payment software and web hosts provide security software and additional security software can be purchased.

Staffing is major concern because of its cost.  Ideally the center should be staffed 24 hours a day, 7 days a week in case of technical problems or special questions.  Due to the differences in time zones an eight to five shift may not suffice.  Certain problems such as a system crash or virus need to be addressed immediately.  The center could run without around the clock assistance as most of the order processing and payment is automated.  Research indicates customers do not expect their product to arrive the next day but to be shipped within one to three days.

Future Work

At this stage the virtual mall is best suited for Hillyard.  It allows small businesses access to e-commerce without having to train or hire personnel or purchase equipment.  If the GHBA chooses to develop an e-commerce site it should first determine the interest in the community.  Once interest is gauged a meeting should be called to determine the interested parties’ commitment and decide how to proceed.  A core group of people from this meeting should be charged with leading the development.  Research also needs to be done to ascertain the actual number of Hillyard businesses that can benefit from this project.

There are also concerns regarding the GHBA’s 501c4 tax-status that need to be resolved.  If the GHBA needs to be 501c3 to garner software or hardware donations it should be able to act as an umbrella non-profit to a non-profit 501c3 economic development organization that operates an e-commerce center.  This may also be a concern relating to accessing staffing assistance.  Further research needs to be done to determine if this tax-status change is necessary.

E-commerce Distribution/Fulfillment Incubator Report

1. E-Commerce Distribution and Fulfillment Center by Derrick Braaten

Appendix 2

E-Commerce

Section 1: Questions to ask before launching an e-commerce site

Section 2: Payment Software and web hosting

Section 3: E-commerce service providers’ comparison

Section 4: Cyber-mall website examples

Section 5: Examples of community e-commerce development sites
1. An Analysis of Developing a Localized E-Commerce Distribution and Fulfillment Center for the Greater Hillyard Business Association

Introduction

The development of an e-commerce distribution or localized Internet fulfillment center for Hillyard may provide a wider market for local businesses.  Depending on how large of an e-commerce enterprise GHBA is interested in developing, the cost can run from a few thousand dollars to hundreds of the thousands.  The square footage and funding available, along with the amount of interest within the Hillyard business community for such an enterprise, will be the primary limitations determining what size and type of center can be built.

Such a center can act as a neighborhood business unifying force.  The whole community will have a web presence and vendors will have an Internet outlet for their merchandise.  It also allows for a pooling of resources from subscriber and advertising fees into one service operated by a neutral third party, the GHBA.  

Most third party e-commerce relates to freight shipping or warehousing.  But the majority of all e-commerce is handled first person by the business itself.  All manner of merchandise is available via the Internet.  Entertainment products, such as CDs, DVDs and electronics, along with apparel, are perhaps the most prevalent products.  

A newer development has been small businesses joining together to develop a single e-commerce website.  These are known as virtual malls or cyber-malls.  Multiple businesses use a single cyber storefront that is designed to look like a shopping mall rather than a single store.  Businesses are listed under subjects.  For example, there may be a link to “Toys” or “Antiques,” and when the customer hits that link, a list of related vendors is displayed along with access to each vendor’s merchandise.  Transactions are handled via the Internet through a centralized point.  The site itself handles all payment arrangements.  Some provide the shipping, whereas others notify a member vendor of the receipt of payment and the vendor handles the shipping to the customer.

Another version of a cyber-mall is merely a site with links to fully interactive business sites.  It is similar to a product related link page.  Customers access the site, look for the product type they are interested in, hit the link related to that product and then view a page of business links.  The customer then hits links to specific business websites.  All the website host does is maintain the links as current.  Hillyard’s current website Community Directory is an example of a small version of this type of site.

Hillyard Analysis

The greater Hillyard area has about 1200 businesses operating today.  Of those, only 64 businesses are listed on the Hillyard website.  Only nine have a website listed, and two of those were not active.  Only one had an interactive site allowing customers to purchase items on-line. 

It appears that industries or businesses that rely on catalogue sales could benefit from an e-commerce site.  Such businesses can continue to utilize the print and direct mailing catalogue format, and increase their marketing worldwide via the Internet.  Also, those businesses that cannot afford print type catalogues, but would benefit from such marketing, may be able to have a more affordable substitute by being part of an e-commerce site.  

Many of the businesses in Hillyard are service-related industries that would be better served having a website for promotional matters, but not necessarily an e-commerce set-up.  According to “I-Group, Strategic Internet Solutions,” those businesses that deal in actual non-perishable merchandise, such as antique dealers, could benefit from an e-commerce site.

The Hillyard business survey developed by Eastern Washington University does not address whether Hillyard businesses would be interested in joining GHBA if it offered access to e-commerce for its members.  Further research should be done to determine how this would impact membership numbers.

Development Process

If GHBA decides it would like to develop an e-commerce center, I would recommend a three-stage development process.  Growth and expansion would be developed in a multi-year process.  Each stage builds the foundation for the next stage as the need or desire for expansion develops.  This is based on what Ann Marie has indicated GHBA’s current resources are.

The first stage, and least expensive, would be a clearinghouse model.  This requires the least investment with regards to equipment, staff, and space.  Under this model, the center would have computers, software and personnel to receive orders over the Internet, maintain the site, and send orders to the subscribing businesses to be shipped.

A version of this is a virtual mall, where a group of vendors utilizes a website together for e-commerce.

Research indicates the virtual mall model is best suited to Hillyard at this point.  It allows small businesses in the Hillyard area to have access to e-commerce without the businesses themselves needing to train or hire personnel or purchase equipment.  The vendors handle the warehousing of merchandise and final shipment to the customers.  The center has the software and ISP to process the orders and take payments.  Notification of payment, or the payment itself, is then sent to the vendors who proceed with shipping the merchandise.  The primary expenses will be the dedicated ISP subscription or T-line, which can cost as much as $250.00 per month, software, computers, staffing, web hosting and real estate. 

I found multiple sites listed as cyber-malls that were similar to the Hillyard Online Directory.  They merely listed links to local businesses.  I did not find an actual business association that hosted a cyber-mall or e-commerce center that handled all aspects of e-commerce for its members, even with fees.  Many seem no more than online catalogues.  I did find multiple privately owned sites, such as Tavia.com, an online antique mall, that loosely recreated the experience of going to a shopping mall.  One would either go directly to the business they wanted to shop at, or one would see an object he or she desired and go the site that possessed that item.

Due to GHBA’s non-profit status, it may qualify for some free software and hardware.  “1-2 Wonder Web Services” offers free web hosting to non-profit agencies.  Also, it is possible to qualify for small economic development grants that may fund the start up costs.  If the center is successful enough to begin turning a profit in and of itself, GHBA can change its status to a “for profit” enterprise.

The second stage would be to develop a warehouse space and e-commerce distribution/fulfillment center for the local small businesses.  This stage allows for expansion, but does not require as massive square footage or equipment as stage three.  Under this scenario, vendors provide the center with stock merchandise and the center handles taking and delivering orders.  The amount of stock being warehoused is limited to that being processed for delivery.

At this stage, the center would still primarily serve local businesses.  Therefore, the amount of stock warehoused would be such that there would be little need for heavy equipment.  Forklifts and conveyors will most likely be needed if the center ever expands into stage three.  There would be a need for more staff, hardware, and space than is required in stage one.

In order to develop this stage of e-commerce, the center will have to have strong relationships with participating vendors.  There are liability issues that need to be addressed relating to the storage of product and insuring payment for product delivered to customers.  The vendors will need to feel confident in the GHBA center’s ability to process the orders, keep track of inventory, and ensure the vendors receive payment for those products that have been delivered.  A high level of confidence in GHBA’s ability to handle these issues should be in place before trying to move into stage two. 

The third stage would be to try and eventually develop into a wider e-commerce model, perhaps even global.  This model would require the most in equipment, personnel, operational, and real estate costs.  Conveyor systems, forklifts, and other equipment would be necessary at this point.  It is a model that can evolve over time from a clearing-house model to a global distribution and fulfillment center.  It would eventually require sufficient square footage to act as a warehousing center and distribution center.  According to a report done by the State of New York, such a center should be a minimum of 50,000 square feet.  Hillyard’s may not need to be so large.  If the GHBA can convert a building such as the Farmer’s Market building into the center, such a model could eventually be feasible. 

The center at this stage can still serve the local businesses, but also serve a broader clientele.  It could readily convert to serve as an import/export distribution/fulfillment center globally.  Unfortunately, real estate and transportation costs are prohibitive at this stage.  The level and cost of heavy equipment needs also increases. 

None of these stages are mutually exclusive.  Each stage can build on the previous, and can be continued into the next.  If at stage two, the GHBA may have a clearinghouse section and a distribution fulfillment center.  The primary need relating to expansion issues is warehousing space.  

Research will have to be done to determine how much the center will charge businesses for order processing.  According to research, fulfillment services charge around $2.35 per item just to act as a third party shipper.  (Fulfillment Center Services.Com)  Of course this cost is variable depending on the items to be shipped.  Actual costs of development will have a strong bearing on what GHBA will need to charge businesses at each stage of development in order to break even or make a profit.  Profits can then be reinvested in the center for expansion and growth, or however else deemed fit.

Of the 200 sites I visited, only three provided contact numbers.  The rest only provided e-mail addresses for customer contacts.  Ms. Scott was the only operator I found that took the time to discuss the costs related to the operating an online business.  The other two sites, “Order Fulfillment Center Services.Com” and “TCMall.tv,” were not so helpful.  Order Fulfillment Center Services.Com kept asking me to call back, but never provided me with any information.  TCMall.tv’s number connected to voice mail, and nobody from that agency has returned my calls.

Concerns

Three major concerns with developing an e-commerce site are payment issues, site security, and the cost of staffing.  First of all, payment receipt is a major issue relating to product delivery.  Any successful e-commerce project must address this issue.  Products must be shipped promptly upon receipt of payment.  But just because payment appears to have been sent does not necessarily mean the merchant will receive it.  A customer has up to two weeks, sometimes longer, to contest any purchase.  If the product has already been sent, and the customer places a stop payment, the product will still be delivered.  It is unlikely that the product will be sent back.  Also, unless it is a big-ticket item, it would not be worth going to court for reimbursement. 

Tied into this are security issues relating to customer and vendor privacy.  Any site developed must have firewall and virus protection along with secure payment options.  Most payment software and web-hosts provide security software.  Additional security software can be purchased or developed by GHBA.

The largest cost would most likely be staffing.  Optimally, the center should be staffed twenty-four hours a day, seven days a week.  This way if there are any technical problems or special questions needing to be answered, they can be handled immediately.  This is because the Internet is a worldwide network.  Because of the differences in time zones, potential customers may be waking up and beginning to shop when the staff for an eight to five shift is heading home for the day.  If there are technical problems with the site, such as a system crash or virus, it must be addressed as soon as possible.  Every minute the site is down is time that sales cannot be made, and potential money is lost.

Possible Solutions

There are two approaches that GHBA can take relating to payment systems.  Utilize a pre-existing system or develop its own program.  The easiest would be to use a pre-existing program such as “Pay-Pal.”  For a fee, they handle the payments, process the orders, and handle payment site security.  The cost is based on volume of sales.  With “Pay-Pal,” fees range from 2.9% - 1.9% of the purchase price, plus 30 cents per order.  The higher the volume of orders processed by “Pay-Pal,” the lower the percentage rate charged.  The receipt of payment is forwarded to the merchant, who then ships the product.  It also assists in assuring that once an order is made, payment is received.

There are also low cost software programs such as “Authorize.Net” for $39.00 that allows credit card processing and authorization.  “Versa Check” sells a program called “Web Commerce” for under $50.00 that allows one to create a storefront, accepts secure check and credit-card payments, and provides sixty-day free web hosting.  There are other programs that can cost thousands of dollars, but provide more services and support.

Another approach GHBA could take would be to develop its own software for payment issues.  This approach is very time consuming and expensive.  It will most likely take months to develop and could cost thousands of dollars.  But, it allows the GHBA to have a program built to its specification.  Also, once paid for, there will be no further fees, except perhaps maintenance and upgrades.  Finally, it may become a software product that the GHBA can market to others.

If twenty-four hour staffing is not feasible, then such a center could still operate.  Most of the order processing and payment is automated.  Research indicates customers placing Internet orders do not usually expect the product to arrive the next day.  Rather, they expect it to be shipped within one to three days, and depending on the type of shipping they request, delivered within that time frame.  At the soonest, following the placement of orders, customers expect the product to arrive in about three to five days.  More research must be done to determine the requirements allowing for such assistance, as each program will have different requirements, limitations, and areas of focus for their internship programs.

Future Work

If GHBA decides to develop an e-commerce site, it must first determine the interest in the community.  One approach is to let local businesses, both GHBA members and non-members, know about the project.  Once this has been done, a meeting should be set inviting interested parties to ask for commitments from the businesses, perhaps in writing, as to how they would participate in its development and use.  An outside facilitator may be useful to direct and keep the meeting focused.

From that meeting, a core group of people interested in developing such a project should become apparent.  This group can then assist with further development if GHBA decides to go forward with the project.

Research needs to be done to assess the actual number of businesses that can benefit from e-commerce.  This should be done prior to convening the above-mentioned meeting.  Those businesses that look likely to benefit from e-commerce should be the ones invited to attend. 

Conclusion

According to the GHBA business surveys, a major concern regarding the association stated by business owners was a lack of focus within the organization.  An e-commerce access point developed by GHBA would show the community that it is focused on assisting in the development of local businesses.  It would also help develop community support with regard to any future community projects, such as train related projects.

It can act as a revitalizing force for the Hillyard small businesses, broadening the reach of local small businesses beyond the neighborhood.  GHBA has access to some resources as a “non-profit” that these businesses would not as “for-profits” regarding start-up assistance for such a project.

It may seem that an e-commerce center would be an economic boon to the Hillyard community.  But further research needs to be done as to its actual feasibility.  Sue Scott, the online business owner of “Scott Enterprises,” indicated that she spent approximately $6000.00 in 2004.  Ms. Scott made $137.00 in sales.  An interview report is attached.

Also, as a non-profit, GHBA may be able to receive staffing assistance through the AmeriCorps/Vista program or internship programs with local schools, colleges, and universities.  Potential agencies could be Eastern Washington University, Whitworth College, Gonzaga University, and Washington State University at Riverpoint’s business and community development programs, along with area high schools. 

There are some questions as to whether GHBA’s 501c4 tax-status will be a problem.  If GHBA as a 501c4 needs to be a 501c3 to garner the software or hardware donations, it should be able to act as an umbrella non-profit to a non-profit 501c3 economic development organization that operates the e-commerce center.  This may also be a concern relating to accessing staffing assistance.  Further research needs to be done to determine whether this change is necessary.
IV. CONCLUSIONS

On November 29, 2005 more than twenty neighborhood residents braved a snowy, stormy night to come to the Hillyard Economic Development Report Community Presentation at the North East Community Center.  Three additional points made by the attendees were:

1. Zoning  It was pointed out that Hillyard is making progress but needs to pay attention to zoning issues, particularly on the part of the community, if that progress is going to continue.

2. Elderly Population  Hillyard is a community with a large and growing elderly population.  Attention and programming needs to be focused on the unique needs of this demographic.
3. Transportation  The billions of transportation funding allocated to the Alaska Way viaduct and 520 bridge projects are dependent on local voters passing matching funding measures.  If local dollars are not contributed to these projects the state will redirect appropriated funds.
V.  SLIDES FOR PUBLIC MEETINGS

VI. WORK STATEMENT

Work to be Performed

Meet with at least 50 local firms prioritized by size and business focus to discuss present and future needs.  Identify retention, recruitment, and expansion strategies.  Identify potential creation of “marriages” between businesses and local producers to help the local economy.  Based upon results, follow up with a brief business development strategy for interested firms.  

Identify key leaders in the Russian community.  Identify skill sets and demographics of Russian community members.  Research potential State Department funding opportunities.  Work with these leaders to develop strategic programming leading to firm/job creation in Hillyard.

EWU will attempt to determine the time frame for traffic abatement through the Hillyard area followed by recommendations related to firm types for the industrial park.  

Continue and enhance work with the Greater Hillyard Business Association to develop an overall strategic program of activity, deliverables, and follow-through with and for them.  

Continue and enhance a series of in-the-neighborhood courses for local business needs.

Work with the neighborhood and the City on applying for appropriate funding opportunities for economic development purposes related to firm and job creation.

Investigate and report on a

· Railroad refurbishing yard, a museum and a railroad ride (dinner train)

· E-commerce distribution/fulfillment incubator.

Timelines  

The work is to be completed within one year of an approved contract.  Project activities will be initiated in the first 45-60 days of the contract.  At the conclusion of the initial work activity appropriate timelines will be set for completion of the remainder of each of the activities.  Priorities have been identified above per the order of activities.  

Deliverables/Work Products

Will include monthly reports, final reports on each subject as completed and quarterly presentations to Hillyard representatives on contract progress.  Michael Adolfae will be responsible for overseeing the overall contract activity.  Ann Marie Hamilton and Mike Fagan will oversee contract activities for Hillyard.  All three will approve the final report.

Appendices

Appendix 1



Business Surveys


Appendix 2



GHBA

Section 1: Bylaws of Greater Hillyard Business Association

Section 2: Examples of other business associations by laws

E-Commerce 


Section 3: Questions to ask before launching an e-commerce site


Section 4: Payment Software and web hosting


Section 5: E-commerce service providers’ comparison


Section 6: Cyber-mall website examples

Section 7: Examples of community e-commerce development sites
Appendix 3



Section 1: YVRSM’s Report



Section 2: Northwest Railway Museum



Section 3: Hillyard Heritage Museum’s Proposed Museum Ground Designs



Section 4: Index of Railroad Related Web Sites



Section 5: General Associations



Section 6: Organizations by State


Section 7: Funding Opportunities

( A portion of the work for this section was done by EWU student Derrick Braaten in an Independent Study class


( A portion of the work for this section was done by EWU student Derrick Braaten in an Independent Study Class.


( A major portion of the work for this section was done by EWU student Derrick Braaten in an Independent Study class.
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