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      MINUTES
REGULAR MEETING OF THE BOARD OF COMMISSIONERS

         Wednesday, October 13th, 2010 7:30 a.m.

   Meridian City Council Chambers

   33 East Broadway Avenue - Meridian, Idaho

1. Call Meeting to Order (Lipschultz): Chairman called the meeting to order at 7:30 a.m.
2. Roll-call Attendance (Lipschultz):
     X
 Larry Lipschultz – Chairman
     X
 Keith Bird – Member 

     X 
 Craig Slocum – Vice-Chairman
     X
 Jim Escobar – Member 
     X
 Eric Jensen – Secretary/Treasurer
     X
 Julie Pipal – Member 


     X
 Tammy de Weerd–Member 

     X
 Todd Lakey – Counsel


     X
 Ashley Ford – Project Manager

 

3. Confirm Agenda (Lipschultz):  
De Weerd:  I move we approve the agenda.

Escobar:  Second.

Roll Call Vote:  Slocum, aye; Jensen, aye; Bird, aye; Escobar, aye; Pipal, aye; De Weerd, aye; Lipschultz, aye.
ALL AYES.  MOTION CARRIED.

4.
Approve Consent Agenda (Lipschultz):   

a.  Approve Minutes of September 22nd, 2010 Regular Meeting:

b.  Accept Treasurer’s Report and Notice of Bills Paid:      
Pipal:  I move we approve the Consent Agenda.
Slocum:  Second.

Lipschultz:  Discussions or questions? 

Roll Call Vote:  Slocum, aye; Jensen, aye; Bird, aye; Escobar, aye; Pipal, aye; De Weerd, aye; Lipschultz, aye.

ALL AYES.  MOTION CARRIED.
5. Broadway Building Partnership Update (Lipschultz):
Lipschultz:  I would like to start out and give a little summary of where we are at.  As you know, a few months ago – this project obviously with VRT and COMPASS has been in motion for a long time and the idea of collaborating on a building at Broadway and 2nd Street location (inaudible) – working with COMPASS and VRT to create an approach that brings a lot of value to all three public agencies and with that we are looking at an approximately 16,000 square foot building, which COMPASS would own one floor on a condominium basis.  The downstairs would be owned by VRT, which would include a conference room, lunch room.  The parking lot would continue to be owned by MDC and with that we would have a parking agreement with both COMPASS and VRT where we would provide them parking in the normal business hours as well as their board meetings.  We would still have access and parking that would be available for visitors of the public visiting downtown Meridian to use, both during the day as well as almost exclusive access at night.  So as this project has evolved it has become a really great example of cooperation between three agencies and that I think in the end we are going to get to a very cost effective approach that is going to be the objective of all three agencies.  In our packet you will see copies of the condominium reservation agreement with VRT as well as one with COMPASS.  At this point, we are looking for approval by all three boards, MDC, COMPASS and VRT of this agreement that which essentially outlines the business points of what will be in the purchase and sales ratings.  As you probably recall a few months ago, it was brought before the Board a budget for the project which was approved and since then again we have been meeting with representatives of VRT and COMPASS as well as moving forward as approved by the Board with some of the architectural and engineering work by Erstad and Associates.  What I would like to do is highlight a few points in the agreements, which are very similar agreements with VRT and COMPASS.  Essentially again, the agreements – well, approximately 16,000 square foot building with right now each floor is going to approximately 8,066 square feet on a gross square footage basis.  As we look at the totals in terms of what will be paid to Meridian Development Corporation – the net amount MDC would receive is $1,745,203.  That compares favorably with the original budget that we looked at which was $1.7.  COMPASS would be paying for their condominium interest on a net basis approximately $929,203 and VRT would be paying approximately $816,000.  Then again just to take you through some of the business points – as you go through the agreement, you will see one of the things that we created was a shared savings provision.  As you know, as we started to get into this project and really trying to zone on the cost of the project, we have Lemley and Associates on a project basis to just take a look at the cost to make sure we are fully considering some of the federal guidelines we need to meet due to VRT’s participation.  So Lemley came up with what hopefully will be a very conservative estimate of $120 per square foot, which extended out with the (inaudible) work brought us to just under $2.3 million for the project.  Again, we are hoping that through our bid process we can come in at a number much lower and what you will see in both agreements is that any savings that they achieve through that bid process, the first $100,000 of that savings will come back to MDC and then we will have a savings sharing provision after that where as MDC will get the first 50 percent at any savings over $100,000 and 25 percent will go to VRT and 25 percent to COMPASS.  Stop me at anytime if you have questions on this.  You will also see a provision where we have an August 31, 2011 possession date and that ties to a lease that COMPASS currently has under a present office space.  What we have provided for the agreement is that MDC, if this project goes past August 31st, would basically compensate COMPASS for ongoing rent costs of a facility until this was done at $10,000 per month and our plan is that that will be a penalty that will be in the bid package that goes out to contract and so essentially (inaudible) to MDC of a penalty and would be paid for by the contractor.  Another provision that you will see again is that there will be a parking agreement – as I indicated earlier MDC will provide parking spaces to both COMPASS and VRT for daytime activities as well as any board meetings – other than those specific times I think there will be approximately 12 to 15 excess spaces in the day that will be available as public parking and then in the evenings those parking spaces would be available for downtown visitors.  We also have a right of first offer to purchase the first parking lot and again any questions that anybody has I have asked Matt Parks and Ryan Armbruster to be here who worked on the agreements to answer any specific questions as well.  That agreement will provide for should MDC decide to sell that parking lot for any reason, VRT and COMPASS would have a first right to purchase that parking lot.  You also see a financing contingency put into the agreement; basically that financing contingency states that should MDC not be able to obtain financing by November 15th that we have the right to pull the plug on the project with the reimbursement to COMPASS and VRT for their direct out of pocket expenses.  I think in the agreement right now, we still need to come to a number, but the idea is we would reimburse them for their out of pocket legal expenses, so we will come to a number on that and I will talk about financing in just a couple of minutes.  There is also a provision in the agreement as you will note, for real estate commissions.  Both VRT and COMPASS entered into an agreement with Collier’s International to help them both identify sites and then also help to finalize negotiations and agreements on their headquarters.  What we have provided for the agreement is for the commissions to be paid out of that escrow.  So again, as I indicated earlier our net on the project will be $1,745,203; in addition to that net there will be the real estate commissions that will be escrowed by COMPASS and VRT which will total approximately $72,000 that we have agreed to pay out of escrow.  Before we get into any other questions, on the agreement essentially where we are at on the financing is we are working right now with three different lenders in the Treasure Valley and have had discussions with all three and the next steps – I think we have provided them with almost everything that they need – finalized agreements once approved by COMPASS, VRT and MDC, will be the last piece that will go to those lenders and rent is (inaudible) within two weeks to have letters of commitment from them that would outline the structure of the loan agreements as well as the terms and pricing on those agreements.  What we currently are anticipating is a construction loan that would allow us to first off pay off our current Bank of the Cascades note, which is approximately $460,000.  So we would provide for those funds to pay off that note and also the construction (inaudible).  At the time of close at the end of August 2011, we would take the proceeds from the sales of the condominium  interest to VRT and COMPASS and pay down that loan and the current idea is then to take the balance which is approximately $1 million and put that on a long term note, probably a ten year note.  Again we should be getting those commitment letters within the next couple of weeks and we will get those out to the Board as well.  I think with that, in addition to Ryan and Matt we also have some representatives from Collier’s, COMPASS and VRT here and I think everybody is available for questions.  The approval at this point is the condominium reservation agreement really is the go or no go kind of point for our Board.  COMPASS’s Board will be considering the same agreement this afternoon at their meeting and then a week from today the VRT Board will be considering the same agreement.  Again, I think the approval of this agreement says that we are moving forward and with that we will continue with architecture and engineer and will put together the bid package for the construction and keep working on final design elements of the building.  This is a pretty key point for us in getting this project in completion and I think with that we will open it up to the Board for questions, if there are any and discussion.
Slocum:  I do have one question as I listened to the review.  On the first right of refusal – if MDC were to ever consider selling some of the parking lot is VRT who has first right or is it an equal first right?

Lipschultz:  I will ask Matt or Ryan if they would like to come and identify themselves and answer questions.

Parks:  Matthew Parks, 251 E. Front Street, Boise, Idaho.  It is actually a right of first offer, not a right of first refusal, which basically makes it a little easier for MDC.  The right of first offer is to both COMPASS and VRT.   They would kind of like to make a combined offer or one or the other make an offer.  So it is going to be either one.  It is going to be a tricky process, but timelines give to either party to about 45 days to indicate that they want to make an offer; if one or the other does they have an initial 90 days to compile an offer to bring to MDC and at that point MDC will consider the offer.  It could be either one, the other or both.  

De Weerd:  (Inaudible).

Canning:  Anna Canning, Planning Director for the City of Meridian.  I did want to make one note that if MDC were to want to sell the entire parking lot, you would have to make provisions to provide the required parking for that structure at that time and I just wanted to make sure that you were aware of that.  

Lipschultz:  That is a good point and thank you for making it.  I don’t think we have attached a copy of the parking agreement, but again, both sides of counsel are still finalizing that. I talked a little bit about the provision of parking space and as Anna said, if we decided to do something different with that parking – but we will see in that agreement an obligation to provide a number of parking on an ongoing basis and the idea was that we will have some language that will talk about that parking will be within some radius of the building and our thinking was probably about two blocks, which would probably take us out to where the old city hall was, so as an example, if we decide to build another building on that site, if we did a project there, our options would be to either have parking below the structure or else find another spot within two blocks to provide parking.  Thanks Anna.

Pipal:  With regards to the savings on the project, I know there had been some concerns that have been brought up at some previous meetings – is that agreement something that has generally been accepted?  Counsel is working on that?  Or is that our proposal?
Lipschultz:  No, the savings sharing approach with the first $100,000 coming back to MDC has been agreed on by all three parties.  Again, not yet approved by their boards, but again, the idea there was if MDC is to take a risk on providing a cap price to those two agencies that we should get something in return and that is the preferential on this kind of savings.  Any other questions?  With that we will move to item 6.
6. Resolution 10-093 – Condominium Reservation Agreement:
Lipschultz:  Todd, if you have that in front of you to read the appropriate resolution?

Lakey:  Thank you Mr. Chairman, resolution 10-093 by the Board of Commissioners of the Urban Renewal Agency of Meridian, Idaho, aka, Meridian Development Corporation authorizing the resolution of the Board of the Commissioners of the Urban Renewal Agency, aka Meridian Development Corporation approving the condominium unit reservation agreement between the agency and COMPASS and approving the condominium unit reservation agreement between the agency and Valley Regional Transit; authorizing the chairman and vice chairman and the project manager to execute the reservation agreements with COMPASS and Valley Regional Transit subject to certain conditions; authorizing the chairman and vice chairman and the project manager and secretary to execute all necessary documents required to implement the condominium unit reservation agreements and to make any technical changes necessary to the condominium unit reservation agreement and subject to certain conditions and providing an effective date.
Lipschultz:  Thank you.  

Lakey:  The resolution was made on the (inaudible) set forth by the Urban Renewal Agency of Meridian, Idaho, aka, Meridian Development Corporation (inaudible) of the urban renewal law provided under Chapter 20, Title (inaudible).  
Slocum:  I guess one item before a motion and I don’t think it affects the resolution as it is presented but within the two draft condominium unit reservation agreements, I would just ask that in the exhibit “A” the legal description of the site on both of them, there is a file designation at the bottom of the page that still has the HUB indicated, should probably be removed.  

Lipschultz:  We will do that, thank you.  

Pipal:  I move we approve resolution 10-093.

Slocum:  Second.

Lipschultz:  A motion and a second, any further discussion?

Pipal:  I would just like to note prior to the vote that I think this project is critical to bringing activity and vitality to our downtown core.  I think it is important that we get people working downtown, being part of our downtown and that is why I will be supporting the resolution.

Roll Call Vote:  Slocum, aye; Jensen, aye; Bird, aye; Escobar, aye; Pipal, aye; De Weerd, aye; Lipschultz, aye.

ALL AYES.  MOTION CARRIED.
7. Presentation by Courtney Robinson Feider of Adrian + Sabine – Meridian Urban Market:
Ford:  Chairman, Members of the Board, thank you and it is a pleasure to be here.  Eric and (inaudible) has been involved with Courtney in discussing a potential urban market that can be launched in downtown Meridian.  This is one of those action items that could (inaudible) from destination downtown and so she has brought a proposal forth and you will see that in your packets and I have asked her to talk a little bit about what she is proposing for the Board and one of the things that we are talking about is potentially kicking this off for the holiday market and we are not sure about the timing of this project, if that is even feasible, but at least start the discussion with the Board and see what the Board is willing to do at this time.  
Robinson Feider:  Good morning I am Courtney Robinson Feider, the owner of Adrian + Sabine and we do grand promotions and events based in Boise primarily, but hopefully in Meridian as well.  I do have a little bit of an addendum to the proposal and if I could just handout a couple of extra pages for the back.  It just gets a little bit more to some of the details that we can discuss for today that might help us clarify roles and production to work out.  Just sort of replaces mostly the financial section and roles and responsibilities at the back of your packet and just provides a little bit more clarity.  So I have been through a few different presentations on this to date; one, just sort of on a casual basis and one to the livability committee and then several discussions since then.  But I thought I could recap for you what is sort of the essence and the thesis of the proposal and then discuss some of the ways that the structure could work and then open it up for any questions that I could answer or some discussion about how this might work.  I thought I would just start with the concept, which is based in the idea of creating a tasting market, sort of an (inaudible) and chef’s market and a fresh market in your downtown core and the location that we suggested so far is in the Generations Plaza area, shutting down Idaho Avenue to probably about 2nd Street, but maybe also using that community center building, especially if we do anything during the colder weather season when there might be some products that are subject to cold.  For instance, Idaho Wines is very interested being a potential part of this and maybe sponsoring partner, but in the case of a Christmas market, they would need a more protected environment for their product.  We have successfully developed and worked with a market in the bound crossing neighborhood of southeast Boise and we started planning that market in May and started in July and have been running it once a month as a pilot project this summer and our intention is to take that to a weekly market status next year based on demand and vendors.  This concept is entirely different.  A different day of the week.  It also doesn’t compete with the downtown Saturday markets, both in Boise and Eagle, so I believe that this would give your consumer base in Meridian and even Boise based, Nampa based or Caldwell based opportunity to come and attend this market without necessarily competing with other activities that they might want to participate in (inaudible).  So the idea that we have put on the table with the caveat that these kind of events take their own shape in some sense over time – is the idea of a tasting market and we thought that what we could do is have a set up where restaurant vendors from Meridian and maybe all Meridian vendors that could participate would participate and reach to the next level of west Boise – that was as close as possible to Meridian and have them in a set up format where each consumer could buy tickets and could go around doing $2 tasting portions of the restaurant, whatever they are offering for that particular set up and also Idaho Wines and Idaho based beers and then in between these vendors we would intersperse fresh market vendors, produce as is seasonal and artisan and consumer product goods as created by local artisans and small businesses in the Meridian and Boise area and we believe that this could be a really nice stimulus as a community event, family oriented event, as an evening spring and summer event and sort of drive some culture and vitality and really work toward that sense of – well, I guess that culture and art seed that really lends itself to creating a warm and positive environment.  So that is the sort of core concept as we structured it to date and I put that caveat on the table because in the case of the Bound Crossing Market as it didn’t change dramatically, but there were little things along the way that we just needed to adapt.  You will see that also we have some notes about how this could play out in time.  The idea was to try, as Ashley said, we are a little bit in the ticking clock situation with the holiday season but to try to see if there was a possibility during the holiday a soft launch or kickoff of some kind to warm up the community to the idea and then later in the spring, maybe close to St. Patrick’s Day or there about have something that is going to say hey this is going to be happening in one to two months, get ready and during that process of course, lots of communication and advertising to just help role out the project gradually and get people ready for it, so by the time May began we could have a firm understanding of the concept of the community and get really positive attendance for the season 2011 May through probably September.  Frequency, I think, could be variable.  At the moment based on my experience with this type of event, I would recommend starting with a little less frequent basis, with maybe a monthly market and then moving toward a more frequent model as vendor demands is available and as the customer base is attending.  If it’s just a landslide in the first couple of months, it would definitely warrant stepping it up to a more frequent basis.  But, that could kind of be flexible based on how it is going and then of course you kind of (inaudible) through the regular market season there and we also are running for bound right now an October and November holiday market series, so with its success we could actually continue this into the fall and as you noticed, if we consider doing this for December then we could definitely do it for October and November of 2011 in terms of weather and contingencies.  So that is kind of the lay of the land.  I would like to also just catch a little bit on the way that this breaks down financially and also in place of roles and responsibilities.  Our initial proposal was a bit loose in that respect because really we weren’t sure what the best arrangement was.  This one was slightly more refined as far as how it could possibly take shape.  The proposal that we are putting on the table today is that MDC would take the responsibility of supporting the market startup in terms of supporting that culture and vitality in economic development and help to support the market with advertising cost over the 2011 inaugural season and would remain open if we wanted to come back and put another proposal on the table if there is special events or extra needs, but we anticipate that the packets of this proposal would actually go a long way.  In exchange, Adrian + Sabine would take on the role of regular market manager and owner so that we could handle bookkeeping, vendor logistics, vendor communications, vendor acquisitions, sponsor acquisition and of course all of the logistics of the event itself and I know that sounds like a simple list, but it is actually pretty involved logistically.  It is a pretty large role.  What we would do in exchange for that is use that setup in funding to develop a concept, develop initial branding and develop the messaging and to begin the vendor acquisition process around the concept and once that was somewhat in place, we would use the vendor fees to pay the expenses of the logistics and hard costs each month during the 2011 season.  We are asking for the support in the form of advertising and also in the form of utilizing MDC’s relationship with Red Sky’s PR if possible because we believe that that outreach really helps attendance and I think that is an essential component of logistics awareness and helping get this off the ground as far as the consumer’s understanding what is happening.  So, that is kind of the big picture from my perspective.  I have also invited Rob (inaudible) here today because he was one of our key partners in the Bound Crossing Market and he would also be merchant participants in this market and merchant neighbor to this market and I believe he has got some good insight for you from a different perspective than mine and also can give you some sense of how the east bound market has affected his business economically, so you kind of have some measurability as well.  It is a fun concept but if it is not measurable, it is not valuable to you.
Lipschultz:  I am wondering if you could maybe spend a little bit about the Bound Crossing experience and when that started and what kind of the evolution of that and what the actually startup costs were and – you know just the way that was structured.  I guess what I am hearing is that that is going to be kind of the template that you are wanting to use.

Robinson Feider:  It is a bit.  Probably there are variables that are different by neighborhood, by just the details that this market would play out, but in general terms as far as hard costs, you are right.  The discussions of that began in the spring of 2009 and they were based around the fact that that neighborhood had been running a few of their own block parties and events and Rob actually can speak to that more than I could because he was part of that experience in a more (inaudible) way.  But those – I don’t know once they run their course, but they could have used a bit of a stimulus in terms of more attendance, more of a return on investment for the neighborhood and so that conversation began.  At that time, really there wasn’t the ability to get it off the ground as rapidly as we would have liked.  I did stay in touch with Rob directly and got back in touch with the entire merchant group in Bound as of about May 2010.  Which is a little late to start a July market, but we looked at everything and the merchants unanimously voted to give it a try.  We based our understanding of how it could work on our assumptions on better participation and how many vendors we could fit in the space.  Your space is actually larger, so if over time we had more vendors to participate we could actually have a larger market, more expansive and also the ability to really shut down the street; in the case of Bound we can only shut down parts of the street because of the way that the traffic flow works.  So you have some logistics working in your favor here.  As far as hard costs, some of them are really simple.  We had to buy a set of forty candlestick cones and was my first experience buying equipment from specialty construction, but I formed a very positive relationship with them for the last four months.  We had to acquire permits from ACHD and there is of course a lot of time involved in that permit acquisition process and then the permit cost itself.  The first couple of months we tried out a small beer garden and so in that case we had a beer permit to acquire and we would definitely have that for this to involve Idaho Wines with a beer component.  So those are some of the hard costs.  You look at the area of this proposal where I have scoped startup costs and one of them was also branding.  The east end market logo we developed from scratch for that concept and used it heavily in our communications, public relations, social media and in our first month in Bound Crossing we did have a donated add on full page in Boise and did very much help the attendance.  You can see the line item there where there is a loose $3,000 to $5,000 and I could give you a detailed addendum of what those are and it is really the cones, the permits, the time for permits and in this case I left a little bit of room and you can see the asterisk clause on this was based on our best understanding because if we did a December market we would probably be looking to do some propane generated space heaters, maybe some larger space heaters for the public that is attending and there would be some things that might not have been hard costs for the Bound market; maybe some lighting because it is an evening event and it is in the winter for that first start up event.  So there are some variables like that that just really depend on how we kick this whole thing off.  Were we to do it in the spring in the day time, we would eliminate those costs.  Some of that is a little fluid, but if this proposal were accepted, we would detail that hard cost list in great detail for you and also give you a very solid set budget, not just ranges. 

Lipschultz:  So you operated the market there in the summer of 2009 this past summer?

Robinson Feider:  No actually we started discussions in ’09, but we never got past the initial discussion phase.  We actually never even got to probably this stage with that one at that time. We came back in the spring of 2010 and the Bound area was a little bit more full in terms of merchants.  The group was a little bit more ready for it as a group and so there was a unanimous vote at that time.  So we went from a first week in June vote to a July market, which was pretty insane.  In addition to things like cones and signs and rented signs and just pure hard costs, Adrian + Sabine’s sweat equity on just setting up that market was enormous and that really is the basis for saying that any new market’s really need that setup funding because that is the time involved on getting vendors on board and getting people – now they are coming to us and we are getting a lot of people that commit to three more months and get really excited about , but initially selling in something that is brand new is tricky and takes some time.  So when we get a couple of vendors or a series of vendors saying no we have to kind of go (inaudible).  I think really with the success of the east bound market that we have a nice base with those people to have a discussion with and I could see those being more successful just because that was that was such an icebreaker.  

Lipschultz:  How many booths did you have this past summer?

Robinson Feider:  We have – the very first month – that was a little bit different setup in terms of space.  That one we have only been doing booths in the parking and then in the last month we shut down half of the street and put booths back to back, with one facing the base sidewalk and one facing the shutdown part of the street to the median and we average between 35 and 40 booths.  This month we probably have about 38.  At our highest we had 41 and our lowest maybe 35 and that is about capacity, we have a little extra room over there.  Yours would be more space, especially with the street shut down, so there would be the potential for more vendors.
Lipschultz:  Is your plan there once a month as well?

Robinson Feider:  I think that would probably be a good way to begin.  We could maybe gage that by some of these soft launch ideas, depending on advertising and communications, it could potentially be more frequent, but for the vendors to reach success, they have to see some repetition and have people coming back to see them specifically.  So some of that will come out in planning.  What I would like to do is set up a vendor base for this kind of concept and have a discussion with them about how often they are willing to come. If they all said hey we will come weekly, by all means, it should be more frequent.  Then we would just really have to push the consumer base.  
De Weerd:  Have you been in conversations with the downtown businesses that would be in the area of this market?

Robinson Feider:  We had started  a little bit of conversing with a few of those businesses, but we haven’t gotten too far into it primarily because there are a few variables with what night it would be, how the concept would gel and so part of that rationale was to have a really clear concept for them before presenting it to them and then we would participate in this.  And the question there was really based in our experience from the other market – going in 2009 we had more of a general idea of what would be a positive thing for that neighborhood, but coming in for a solid concept and saying are you on board for this was actually a lot more successful.  So we have started the conversation with a lot of vendors, who would fill in between the businesses and then our primary discussion would be with those area businesses and restaurants and say okay would you be on board for this and that is where I think the flexibility factor comes in; if they said yes, we love the idea but it needs to change this little way, then I think that forum would – I think the best way to have that discussion quite frankly would be trying to get a group of them together in one place to have a conversation.  We were really successful with that at the Bound set up and that would be our next step there.  So we sort of set the scene with a few of those businesses and definitely with our vendor base right now and the next step would be having those meetings and figuring out what was feasible.  I think to that extent, I also would like to say that if for any reason our initial restaurant focus tasting concept wasn’t what was right for those area businesses, the primary desire of this type of concept is to support those businesses and because of that there is definitely a way to fashion it into something that is a slightly different model that would work well for their needs, so I guess where I am comfortable there is no matter what shape that conversation takes if they are engaged by the idea of bringing the population down then I think we are easily able to fashion a concept that would be positive.  

De Weerd:  I appreciate that and I guess when you do go out to the businesses, you might take some testimonials from the businesses that you had worked with in Bound Crossing and say how it has really helped their businesses as well.

Robinson Feider:  I think you are absolutely right and I think that is the reason for wanting to share the measurement of the way that businesses changed over the course of four months for Bound Crossing and we have definitely two or three business partners over there in that merchant group who are from widely different businesses who could speak to their success and I think that would be a fantastic testament and let them really understand how that could help.  

Lipschultz:  Maybe a question again on this coming holiday season.  Is there any opportunity at all to do something this holiday season that would kind of be on a more limited basis and allow us to dip our toes in the water and see what kind of support we get from local businesses as well as activity in terms of people coming downtown?  What are your thoughts about that?

Robinson Feider:  I think there are a couple of variables there.  One is I think that I would not say no to that concept at all. I think it is a different proposal because it is sort of a more isolated event.  A couple of things I would bring up in the way of potential concerns, would be one, our timeframe, because the most ideal time to do anything for the holidays is that early part of December when everybody starts on vacation and the holiday season is really going full swing and that is approximately six weeks, slightly more out, which is a short amount of time to put together a really successful event that helps you feel like it is the impetus for a more successful series of events.  The other thing is we noticed is in the Bound concept our biggest successes have come over time and seeing the build and somebody will come down and say oh I saw so and so vendor and I came back to see them the following month and so for instance, several of our vendors have tripled their net result over the course of three months, but of course they didn’t see that the first month that they came.  So to isolate one event and say it is a model for success, I think it is a little bit more apples and oranges.  That being said, we do all forms of events.  So we could definitely propose something that might be a fun and positive event for Meridian for the holiday season, but it might be something totally different – not totally different, but might a different concept.
Lipschultz:  Mr. Jensen I noticed as one of your priorities and action steps in your destination downtown committee – what kind of feedback have you had from your committee?
Jensen:  From our group it pretty much was unanimous – everyone was excited, we had a good turnout for our last meeting, where this proposal was given and everybody was on board with it and we had a representatives from city planning, Arts Commission, the general public as well and all of them liked the concept.  All of them want to see some sort of market in downtown Meridian and I think that we have seen a few other proposals and this is probably – in their opinion a great offer as far as getting something in downtown Meridian.  So that is kind of what the feedback has been, very positive.  

Lipschultz:  Ms. Ford I know you have had some discussions as well.  Do you have any comments or recommendations?

Ford:  I think it is a fabulous idea, Mr. Chairman and Members of the Board.  I think that this fits in well with destination downtown and will be a catalysts and we are happy to work to start this and (inaudible).  I think timing is certainly the most critical thing at this time for a holiday market, but if the timing is a concern then we need to focus our efforts in making the spring season.  

Robinson Feider:  If I could add to that really briefly, I think as a first step, were this proposal approved, that I think the first thing we would do is have a series of three meetings and this would be my proposal that I would want to discuss with Ashley and Red Sky.  One meeting with some members of the livability committee to get a strong feel of what they felt was most valuable and important and then one with Meridian merchants who would be key stakeholders in this and neighbors to the concept especially because we don’t want the process to be disruptive to their business or interruptive to their positive economic cycle in any way, so if the timing of the evening of the day of the week sometime were to play into that we would want to know about that and then a third meeting with the vendor group.  The people who would be other vendors, I guess, not necessarily Meridian merchants and restaurants, but artists and produce vendors and people like that; taking all of that feedback rapidly and trying to consolidate to gel fast concepts that is a cooperative effort.  One thing that we received that is a very encouraging point of feedback is that as an organization we are very open to listening to that group and really have become involved with them over time and I really think that is key to this success of this kind of concept and not the kind of market verses vendors or markets verses merchants, you know, no isolation, definitely a cooperative and collaborate effort to elevate the events.  

De Weerd:  I guess just I just want to throw out there that already there are efforts that something that is going – the winter land parade, the city tree lighting, the first weekend in December and they kind of launched a street fair last year, so they are starting to try and do those kinds of things, so if you were launching, you already have people that know those events go on and it would be very compatible.
Robinson Feider:  I think that was exactly the timeframe that we had earmarked for that possible holiday event was that weekend of the tree lighting and right after the Thanksgiving holiday and right into the very first part of December for that reason and we hope that there would be some positive momentum and some understanding from the community and the public that there were activities happening and hopefully they weren’t too overwhelmed by commercial holiday activities yet to come down into town.  We would love to collaborate with those groups were we able to (inaudible) the logistics for the holiday.

Lipschultz:  Just to kind of elaborate on the financial and I don’t want to down play the amount of work in coordinating and marketing and all of those things – do you see your company making an initial financial contribution to the startup or maybe just kind of elaborate on how you see the financial piece and the outgoing support and does this become a break even or profitable venture the first year or how that --?

Robins Feider:  In the case of our work with the Bound market, it was a bit of – you don’t start a farmer’s market everyday, although we had done a lot of different events, we hadn’t done that specific event.  So doing that we realized a lot of sweat equity and we didn’t put cash in, but we put in an enormous amount of time and some semblance of cash because there were people paid to do the work from our team to get it done and costs that still have not been recouped and we hope are recouped in next year’s season.  In this case, I think our contribution initially would definitely be in the form of sweat equity and getting things like sponsor partners on board and doing some of these collaborate meetings with Red Sky and these different groups that I just discussed where we would like to see cooperate; that would all be basically funded by us because the contribution from MDC would really go toward the branding process and the hard costs and the other things – you know to give you an idea in sweat equity and background – when I added up everything we had done just leading up to the July events, we had somewhere in the range of $15,000 to $20,000 of sweat equity.  So you know if we were just talking about our billable rate for our billable work, which wasn’t realistic and we never asked for it from that community, nor do we ask it from this community, but we are approximately asking for half that type of investment as a contribution from MDC to get this started and then (inaudible) responsible for that extra waiver to bring on sponsors from those relationships and there is some amount of cost once the 2011season kicks off for us because we are just really relying on the success of the market and the vendors and merchants and the booth fees that would come in cover those hard costs to make the market happen and so that is definitely a large investment for you and on our sides as well.

Lipschultz: What is the normal fee for vendors?

Robinson Feider:  It kind of varies because we like to give them a discount based on if they participate several months in a row because it is good for them and it is good for us.  So, we have been charging produce vendors around $75 a month although we need to bring that down because our producers had a very rough season and they talked about maybe centralizing the booths in some form to bring that fee down.  Then the others – we had the high rate marked up at $65 a month although that has definitely not been the case either because we have come down with the repetition – the majority of our vendors pay $50 a month and then our merchant vendors get a discount and they pay $45 a month.  We were for a couple of months in Bound renting umbrella and table setups for a lot of those vendors who didn’t have their tents and that proved to be sort of (inaudible) experience and so we had hard costs of around $35 per setup and so in the case of a merchant vendor it was a $10 net.  So it can be very, very slim margin on some of those fees, but hopefully we are refining our process and this would be a little bit smoother because our learning curve is less.  And then sponsorships, realistically most of them we kind of so far have been (inaudible) in kind, for instance we had several sponsoring – Etchties helped us print posters and flyers, but cash contributions have not really happened to date and that could just be an economic reflection; maybe 2011 might be a little different, but I don’t see a windfall of cash coming from sponsors; maybe, I wouldn’t be unhappy.

Lipschultz:  Questions or comments?

De Weerd:  If we were to go in this direction, help with the start up costs, would you see this as a continuing involvement – is this just an initial partnership or do you see this as an ongoing request?

Robinson Feider:  I think that our initial request is for the startup capital and that MDC helps us by supporting some print advertising during the 2011 season and we think that is really critical to driving consumer demand, but it would not be supported by what we could raise in (inaudible) fees, in initial concept and that could also be revisited if we went to a weekly model and capital was really flowing back it would be a very different conversation and I think that should be backup. As far as beyond that contribution, I honestly think that it is sort of dynamic and it might just really deserve discussion in May or June 2011 or maybe I should say July or August 2011 when we have seen a couple of months of the regular season happen and we have something to measure and look at and analyze, look at what MDC is able to support, what MDC feels is valuable to support, what MDC feels is worthwhile as far as time and value.  I don’t know if I could assume where we would be asking for extra capital without the information because I think it could be kind of dynamic based on the experience of this market, but I would hope that rapidly it would become more self funded and I think there could be as integrated a relationship and that is positive for both sides.  Because like you said we are very, very pro (inaudible) so we definitely don’t want to sort of move it away from MDC is rapidly as possible, we just want to make sure that we are trying to helpfully (inaudible) in some sense, but we would love to continue to collaborate with MDC (inaudible) positive.
De Weerd:  I think we would like to rapidly move it away from MDC –

Robinson Feider:  If we could come back show you what we have done in terms of measurability and if it weren’t something that MDC would want to continue to fund, maybe that is one thing I love about this great community is if it is not one entity there is another entity that might be a better fit for a partnership match.  So maybe it is something where we could collaborate with you on looking for another sponsoring partner so we have those people in place by that time.  So my hope is that its independent as possible and that you guys can be involved or uninvolved as you choose to be.  

Lipschultz:  Rob maybe you could come up and tell us a little bit about your experience?

Websten:  Robert Websten owner and CEO of Fly By (inaudible) a friend of Courtney and supporter of all markets.  We had like Courtney said a discussion a year and one half ago or so about bringing something like this to Bound Crossing, ever since we signed our lease with Bound Crossing 4 ½ or 5 years ago, we knew that neighborhood lended itself real well to a market of this sort.  The block parties were waiting in interest, the numbers were declining and it was really difficult to get all of the tenants in Bound Crossing on board for a collaborative effort and again really this spring the discussion came back up about block parties and I shot off emails and said hold on for a second and give me 24 hours and Courtney and I touched base again in a couple days and rallied all of the tenants in Bound Crossing and I threw out some random numbers, $50 bucks a tenant for retail and $150 a tenant if you are a restaurant to help support the initial hard costs for the market and that brought in about $1,100 and then I donated full page advertising and also supported Courtney as well financially just to get this thing off the ground because I believe in it so much.  The tenants bought in and everybody accepted the number that we threw out and it really allowed us to get this thing off of the floor.  The first market in July on a Sunday, we were 54 percent up over our Sunday sales ever on average in that restaurant.  We continue to be 41 percent up for the last – over the three markets we are 41 percent up over average Sunday sales to date.  The overall goal of the market was not necessarily to make that one impact that day, it was really to convince all of the tenants in Bound Crossing or a number of them that that is not about you hitting a home run on Sunday; this is about increasing the long term exposure of Bound Crossing and raising awareness of our area and it is done now that we are experiencing double digit growth this year over last year in the Treasure Valley anyway the restaurants are, but that restaurant – Meridian’s is actually number one overall, but it is doing fantastic.  But it has been a great opportunity for us to showcase Bound Crossing.  We are getting people that hadn’t heard of our area that are now coming by to get a message, go buy a candy bar, go eat some pizza and working out all fits together.  It has been wonderful and with the success of the first year’s market, we obviously committed to remain to October and November holiday markets.  There hasn’t been one bit of – there isn’t a setback at all.  All of them agreed to pay the $50 or the $150 again and this really just goes to support Courtney’s time.  I know it seems like what are you doing?  What do you do?  But seeing her there and her team there on Sunday’s for not only the 4 hours of the market, but the 1 ½ before the market to get everything set up and also the hour after the market to clean up.  That is routine.  We are not hiring any cleaning crews to come in and take down the cones and go store them and roll up the rope and sweep the streets, her team has been doing that and largely by her team, I mean her and Brian.  So the sweat equity is incredible.  The amount of time, she – you are not in the red at all yet.  No.  
Lipschultz:  You have been satisfied with the coordination and management effort – we will just talk about her.

Websten:  I was very, very loosely involved with Playing in the Plaza this year.  It started before – I didn’t really know who was organizing it, who was coordinating it and them Molly and James kind of came to me and said we are doing this – I knew it was running, but I didn’t really knew who was behind it all.  But when I met with them towards the end of the season and saw really what it could be, it was a little late for us to get involved and really improve it at that point and time, but what I told Molly and James was James you know how to sell insurance and Molly you are a wine barter and neither of you can do events and I can’t either.  We don’t know how to put on events, coordinate them, market it and make it an exciting and corky enjoyable family, friendly event and I think they agreed with me at that point and time, but that is something I realized if you are going to do something right you have got to hire professionals to do it and Courtney has been amazing.  You should come out and see it.  Shaun came out to the market in August or July because he and I started talking about it when I saw him in the restaurant one night and so I think he saw before we moved to one side of the street, but I think he appreciated the energy and it is something to do and there is nothing to do in southeast Boise on Sundays.  

Robinson Feider:  The Sunday event is going to be a very great dynamic to it – lots of community activities, crafts, face painting, music clinic for kids and I know it is a track to southeast Boise, but –
Websten:  Yeah, so if you want to come by the weather should be great and like Ms. Pipal said with respect to the previous resolution generating the traffic and the enthusiasm for and just the pedestrian component of what we see this downtown core becoming and you look at those sketches and drawings that you have on the website, the one that is missing from it all those things is people and this brings people to the downtown core.  You can’t do it anywhere else in Meridian.  You can’t do it on Eagle Road.  Wouldn’t want to.  Let me make one point too about the tenants and vendors and the businesses that is running the market.  They have the ability to participate in the event if they wish to, but in Bound Crossing tenants have (inaudible) themselves very well to having a booth, but yet after the first or second market they actually retreated back into their businesses, opened up their doors and let the booths fill up with vendors and artists and produce and we lost some local tenants in the booth, but then we actually overall more booths, so I wouldn’t expect the Busted Shovel to have a booth there or even Rick’s Press Room, but they can if they want to, no question about it, we would invite that.  Really this is about long term awareness and exposure of the area.  

Slocum:  One of the reasons I wanted Rob up here personally is as we all know this Board has struggled with some sort of businesses association or merchant association.  Did or does Bound have a group and if they didn’t do they know because of the event?

Websten:  Great question.  No they don’t have a merchant association and that is something that has been brought up by some of the merchants but no one has taken the lead to actually establish the merchant’s association of Bound Crossing and it would be easy to do.  But that is on my long list of things to get done; not just respect with Flat Bread, but respect with that particular location and it needs a merchant’s association and now it is even more appropriate because it gives someone the ability to contract something. Right now who owns the market in Bound Crossing?  Clearly it is Courtney, but who does she then sign a contract with, saying okay this is my market, I own and I will do it now for you and who is she doing it for?  There is no real entity with what she can (inaudible), but we will get that done.

Slocum:  Do you believe having this event has brought all those merchants together so that the next step is going to be easier?

Websten:  No question.  

Robinson Feider:  I think that you were saying at that meeting (inaudible) time when all of the merchants to come to the table –

Websten:  I shot an email to all of the merchants – I think there is like 15 merchants and I shot email and received 3 or 4 rsvp’s and was a little concerned about that first meeting and every single merchant showed up at that meeting, so it was great to see.  

Pipal:  I am a little curious because everything that I heard about the way that you put this thing together is start it in the spring and now that you are coming into this winter – you have gone through a whole season now and now you are in October and November which is a different way of doing things I think if we were trying to do something in December and then wait several months because I think people would tend to get accustomed because like you were saying the vendors want to get regular customers to come back and so I am kind of curious of what you would think about doing it the way you did in Bound or starting like a one shot in December and that concerns me a little bit.  

Robinson Feider:  I can completely agree with you as far as frequency and understanding.  One reason we put December on the books was in our initial discussion about this with Shaun and Eric we talked about the idea of starting to get the awareness out there in 2010 and associated with some of the other positive events that were happening in the community during that timeframe and doing that to create and begin the sense of awareness and kind of do a pre-soft launch and then the other idea was to put something in the winter but kind of pushed to be a March, closer to when the market would actually begin for the second event for that very reason.  That being said, there sort of is a double edged sword there because with Bound we went so hard and fast because it was a response to are we doing block parties, are we doing this?  And we got kicked off and were very successful for the first month, but we could of probably been even more successful if we had just a little bit more lead time in spring.  So I think that if the awareness marketing communications were done appropriately the December event wouldn’t free float because the idea would be with that event and after that event there would be continued communication with the social media and public relations through the entire winter, not necessarily additional events until maybe March, but I don’t think we should just do that in isolation because if we did and were to drop communications between January and March or May or whatever, we would run into problems with people as their memories are short.  They want to know what is going this weekend or two weeks or maybe a month, but I think an awareness marketing is good in the sense that if we could do it appropriately it could be really successful that way.  It would definitely require strategy and making sure of that frequency.  

Websten:  The timing for that market was (inaudible) and the fact that she was able to pull it off was impressive.

Robinson Feider:  It just has its best shot at success if it has enough time, but with that said if everybody said we would love to do this by December but that is not what we want, then I think we should respect that coming from you and I think we should take that into serious consideration and think about starting in the spring instead or more like March or whatever and really depending on how much start up capital MDC was able to put forth, there is definitely even a note (inaudible) saying that there might be a positive reason to consolidate (inaudible) anyway and so I think that that is definitely something that should be a primary point of discussion.  

Lipschultz:  Any other comments or questions?

Websten:  Mr. Chair one more comment that this is not – we shouldn’t look at this as a March or May through September event, this needs to be – what is this going to look like in two years, what is it going to look like in five years, what is it going to look like in ten years?  Getting that buy in at Bound Crossing and really to get them to understand – there are other commercial developments going on around the southeast Boise and they could potentially start something like this and we could have lost our opportunity to capture the market and it doesn’t matter what July and August really look like, let’s stay the course, stay committed and let’s continue to make it better and in two or three years, we could really see something special here, much like capitals market in downtown and it has taken a long time to develop that.  It is much larger now than ever and much more popular.  So this is a long term bet.

Robinson Feider:  Like you said we had to convince those tenants that the investment is really about awareness; about people coming there and being there on Sunday where they wouldn’t normally go or having coffee in that coffee shop or pizza at Flat Bread instead of whatever their other option was, but the awareness was the big thing and the positive unexpected side of that was this immediate traffic that has happened in the last several months with the businesses, but that was never really our assumption about how that would go and was just really a positive surprise.  I think that the key is still overall economic growth and culture and elevating community more than it is making sure each restaurant increases their margin values. 
Lipschultz:  Any other questions or comments?  Do we have a motion or any action that we want to take?

De Weerd:  I guess my question is where would we fund it from?  Is it in the budget?  

Lipschultz:  Always a good question.

De Weerd:  I was kind of hoping someone else would ask it, but --?  I am trying to help expedite this conversation.

Jensen:  I believe if I remember in our budgeting process and the budget that was preciously approved, I think it was a motion by you that actually that we put some sort of placeholder in there for a line item budget farmer’s market.  There was nothing really specific about what it was – I don’t know do we have in the budget --?  

Lipschultz:  I think that may have been included in our $50,000 special projects expenses.  I believe (inaudible) and I believe we did have that conversation and saw the potential for this kind of project and thought it important.  
Pipal:  Would we then be in the role of what they were discussing about the entity of who owns it?  Would we be owning the market?  We would enter into a contract is why I am asking, therefore, we would own – if we are going to put forward capital?

Lipschultz:  I guess that is a question we need to put forward.  I know some of the discussions we had this past year were more towards where we really didn’t want to manage it (inaudible), but we did want to be supportive of the right group coming in and getting it going, but we didn’t want to really be in the role of seeking sponsorships and managing, but was that an approach that --?

Pipal:  Well, essentially what I was going after would be that we would enter into a contract with, let’s say for example, Courtney and therefore it would be MDC’s market, because we would be the ones responsible working with her and having Ashley assist her and I am just wondering if that is where we are going with this in our thinking in terms of letting her do what she has to do – I am just kind of interested in what the Board – where we see ourselves --?

De Weerd:  I don’t see our selves as owning it.

Slocum:  No, we don’t want to do that.

Robinson Feider:  One way of looking at it and I don’t know if that is applicable, feasible for MDC but it could be a situation where if MDC wanted to support as an economic stimulus or whatever platform is positive for MDC, but I did want to comment that maybe an arrangement could be made that MDC could act as a key sponsor, underwriter of some form, but not necessarily owning it – some kind of Board Member that we need to arrange that MDC had some sort of positive impact on it, but not too responsible for the (inaudible) because they are a lot and I think in our proposal that we would try to contain it in a way that your responsibility on a day to day basis would completely minimized.  So it would really just be down to some sponsorship from Red Sky.  As far as running (inaudible) but I know that that contractual relationship would be something to be revolved.  
Lipschultz:  I think in line with our objective and getting more people in downtown activity, we talked about possibly the sponsorship approach could make more sense.

Pipal:  I would like to see it be something like we did with Concerts on Broadway, whereas our dollars were an investment designed to bring additional dollars so that is leveraging the private investment into our downtown.  

Lipschultz:  Some type of sponsorships that matches –

Pipal: I think we need to be flexible in terms of what that looks like, but we are publicly under extreme scrutiny and our job is supposed to be to deliver that private investment into the urban renewal district and we need to stay focused that way.

Jensen:  Concerts on Broadway, weren’t we the first year or two basically the main funding for it and then –

De Weerd:  It was seed money.

Bird:  But they also had some sponsorship.  What is the total investment that you are expecting Courtney from MDC for the first year?

Robinson Feider:  I think we were looking for that $10,000 investment for the startup funding for the concept and market vendor acquisition and looking for additional sponsors and trying to find additional partners and also realizing some frequency that would hopefully bring also new resident merchant tenants to Meridian downtown and so in those two ways I think there would be economic support for the downtown area and then additionally our sweat equity would be another contribution and so between looking for additional sponsors and what our team puts in in sweat equity, would be sort of additional revenue strings in addition to (inaudible) funding but you would definitely (inaudible).

Bird:  Courtney as I understand Bound Crossing, the merchants put in and paid for this startup and you put in some?

Robinson Feider:  They put in a minimal amount – I donated a lot of time and really quite frankly economically I would not be able to do that again because it is – I am very much in the red on the market and not realizing that investment and so I am not able to do that same model again.  But you are right, maybe there is an idea around asking merchants whether they want to participate monthly and maybe they could be another pool of sponsorship in addition to looking at Idaho Wines, United Dairymen, Zamzow’s or other community partners.
Bird:  The sad part of our downtown right now is we have got a few restaurants a couple of bars, but we don’t have a lot of retail, for walk in retail action you have to go out to Cherry Plaza or some place like that to get the markets.  

Robinson Feider:  I wonder if that sense of culture might attract some retail over a matter of time.

Bird:  Well, that is what we are hoping.

De Weerd:  That is why I am anxious in doing this.  

Bird:  We have talked about for years having an after five like on Wednesday and Tammy and I talked about it for 10 years and never got it done.

De Weerd:  Playing in the Plaza was phenomenal and I don’t know how many of you went down there – even the jazz on Wednesday’s was –

Robinson Feider:  I should also put out that in the Bound market we focused on not just produce markets – it is very focused on arts and music.  We have partnerships with Boise Rock School in Boise to provide community based music experiences and so Boise Rock School took some of their children’s bands and played the first part of the day and then Go Listen to Boise has supported us with bringing well known bands who bring their own audience, which is fantastic and adds to the group and the culture.  Then those bands also promote the event to their audiences as well and we are working with them this month – they are bringing 8 to 10 street musicians individually to us.  So those partnerships has been key as well and I think that that could be a major component of this and would be and I will note that those groups are very interested to work with us on other events like this.  (Inaudible) floated this out to them as well and there would be others partners in that.  

De Weerd:  I really like this idea, I think it will be a catalyst for a number of different things and maybe even a rebirth of a downtown business association.  That seems to be the more appropriate venue to put the dollars to, to fund this kind of activity and that is not in place, so what is the interim?  What I would like to see the Board do is maybe to commit to this partnership and ask our legal counsel and administrative staff to come back with a model at our next meeting that is appropriate.  I just don’t know if it is appropriate giving money to a private business. I don’t know and that is what I hope to find out, but at least to make that commitment from the Board so that Courtney has the nod to move forward and report back at our next meeting.
Lakey:  Mr. Chair in response to Commissioner De Weerd, I think that is a good approach – I mean the knowledge, the background, the Concert’s on Broadway, their background (inaudible) and sponsorship agreement and how those (inaudible) previously.

De Weerd:  It was through the Arts Commission through the City and the City is not –

Bird:  And they were a 501 3C – a corporation for profit.

De Weerd:  We might be able to use Friends of Meridian Parks, since it is in a park, it would be non profit. 

Bird:  I like Tammy’s idea, but I would request one other thing.  Let’s bring it back.  There is no reason we can’t do this in two weeks, I hope. I would like to see a laid out plan, where we are going to do it, what days are we going to do it and when it is it going to start and how much is it going to cost, $10,000?  Is that enough?  Or is it going to be $6,000 or $7,000?  We have got a lot of taxpayers’ dollars to look out for and this isn’t our money, it is taxpayers.  Where you give to the downtown development and try to help them start that – that is different than giving it to a for profit company, because if we are going to do that there are a lot of businesses downtown that would be happy to take $10,000.

Lipschultz:  So I guess what I am hearing from the Board is we are very supportive and we think this is the right kind of project and for the next two weeks if you could work with the project manager and counsel and come up with a detailed plan, approach?  

Robinson Feider:  May I ask if you are still hoping to shoot for Christmas?

Slocum:  That was going to be my question.

Robinson Feider:  It is going to be tricky and I am not – I completely respect the need for more detail and that extra time and with that said, the holiday season is probably getting less and less feasible, but that is okay.
Lipschultz:  Well, I think what is most important is to do it right.  Ms. De Weerd mentioned there are a lot of things in place for this holiday and maybe with those things and with Ashley you could kind of take a look at that and see if there is a (inaudible) approach.

Robinson Feider:  A lighter approach.

Lipschultz:  Something of a lighter approach, I think makes sense.  Well, thank you it is exciting and a great project.  

Slocum:  Just to make it perfectly clear that at least I am very supportive of the concept, let’s just figure out the right method, bring it back to the Commission.

De Weerd:  I would agree with Craig that everyone is on board – well, I get the nods that everyone is on board.  It is the appropriate vehicle to set this model up, it is a technicality, but we get hung up on technicalities.

Robinson Feider:  And it is really – we have explored and are exploring the possibility of opening up on arm of non profit to our company to support the Bound market and other things like this that we might do.  That process as I am sure you are very well aware of is very involved and so that is not in place at the moment, but having said that we have worked with Boise City with Departments of Arts and History, there are a number of different ways that we would be willing to partner in a way to work with the right entity within Meridian as well.  So maybe that is just some of the logistics that we could work on.

De Weerd:  I do think that the tree lighting and that holiday weekend is a good stop want at what ever level you feel comfortable with in developing an email list – the City Parks Department and our Parks Commission, our Arts Commission has gotten involved and number of those things that we would look to work with you at developing those contacts and maybe even some of your vendors have an interest in (inaudible), so this will make the connection and see what is appropriate in the short amount of time you have.

Robinson Feider:  I am sure at a minimum we can begin communication and awareness marketing by that time and put together an isolated event is a little (inaudible), but to the point that there is a lot happening.  

Jensen:  With coordination of the Chamber or even utilizing that relationship with the Chamber as the way we might be able to fund this situation like this.  I don’t know if that is possible, but I know that they have a massive contact list and invested businesses in Meridian.  

Lipschultz:  Thanks again.
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Lipschultz:  Any updates from any of the coordinators?  

Jensen:  You have got mine.

Pipal:  We had our meeting immediately following the presentation about all of the plans and what we are doing is working with – I don’t remember the gentleman’s name – getting an overlay of all of the plans that are out there already, because what we don’t want to do is go and try and redo the work that has already been done, so he agreed – I can’t remember his name and I didn’t bring that paper with me – but to do an overlay of all of the plans and information that was presented at that meeting last month.  So that we could see how things integrate and look at the places where there are gaps and maybe where MDC can fill.  So that is where we are.  I will need to get Caleb and find out where they are in that process.

Lipschultz:  Other updates?

Escobar:  Our group has met after that meeting and had a follow up meeting where we met with the Parks Department and we went through their plan to find out how we can connect downtown Boise with the greenbelts and we discussed opportunities along the rail line and maybe getting some better understanding of what is happening with the rail line of other organizations out there that are currently trying to get that rail corridor up and going.  At the end of the time vested, we had come to realize that there wasn’t a whole lot that we can do with the corridor connectivity as far as bicycle, pedestrian connectivity, greenbelts at this time within our core, other than recognize and help influence the Parks Department and what their next major initiatives are and we have got that open dialogue started and that is the results of our meetings.  

Lipschultz:  Any other updates?  Of course the destination downtown initiative is one of our project manager’s priorities and so I encourage you all to continue to work with Ashley on that; keep her updated as to where you are and what role she can play in helping find new committee members and keeping some priority activities moving forward.  
Pipal:  One of the things that we kind of talked about in our meeting was that there are some people that are interested in mobility from a planning perspective, but until we really start to get projects where we need to go out and get people engaged and involved, it is hard for folks just to get a grasp of what we are trying to do.  They may be interested in how am I going to get on my bicycle from point a to point b and signalization and striping and all of those kinds of things, but until somebody identify some potential projects it is going to be a little bit harder for folks who are not really excited about transportation planning to get involved.  So we will definitely be using Ashley when we start to identify those gaps and say okay now how can we take what destination downtown came up with and start to implement that and get those projects on the ground.  
9. Resolution 10-094 – Legal Services Contract:

Lipschultz:  Just as background as you all know at our last meeting we appointed attorney’s Lakey and Borton as our legal counsel and we are excited to have you on board and I think everybody is pleased with the outcome in terms of quality representation.  So thank you.  I know you have already dived in on a couple of matters for us and we appreciate that.  Before you we have a legal services agreement that represents the agreement going forward for this next year, October 1st through September 30th 2011, with attorneys Borton and Lakey and also pleased that our hourly rate creates a savings for the agency of about 15 percent over last year.  With that – first off we consider the resolution is there questions or discussion?  

De Weerd:  No, let’s read the resolution and approve it.

Lakey:  A resolution by the Meridian Development Corporation, resolution 10-094, the Board of Commissioners of the Urban Renewal Agency of Meridian, Idaho, aka Meridian Development Corporation; a resolution of the Board of the Commissioners of the Urban Renewal Agency of Meridian, Idaho approving a legal services agreement between the Meridian Development Corporation and Borton Law Offices, LLC; authorizing the execution of the legal services agreement by the chairman or vice chairman and secretary; authorizing any technical changes to the agreement; authorizing the administrator to take all necessary action required to implement the agreement and provide and effective date.

Slocum:  I would move that we approve resolution 10-094, but before signing that we correct the spelling resolution at the top.

Lipschultz:  So noted.

Pipal:  Second.

Lipschultz:  We have a motion to approve resolution 10-094.  Any discussion, hearing none.

Roll Call Vote:  Slocum, aye; Jensen, aye; Bird, aye; Escobar, aye; Pipal, aye; De Weerd, aye; Lipschultz, aye.

ALL AYES.  MOTION CARRIED.
10. Legislative Committee Update (Lipschultz):
Lipschultz:  I will ask Mr. Turlington if he would like to come up and identify himself and give us a little bit of an update as to where we are.

Turlington:  Scott Turlington, 802 W. Bannock Street, Boise, Idaho, 83702.  A little bit of an update from our last discussion.  The association that we discussed and talked about last time is still moving forward.  My understanding is that CCDC is going to play a prominent role with the effort and with the association along with their counsel Mr. Armbruster to really pull things together and likely move a lot of the efforts at the legislative level.  So that said I think there will be folks involved including businesses that we talked about.  So I think everything is still on track and I know that coming up there are a couple of meetings with legislators and some kind of key committee members with the drafting on the legislation, crafting of what it is going to look like will start happening in early November as we talked about last time and I think that is all on track to move forward.  
Bird:  On November 5th the AIC is having their legislative meeting and urban renewals is part of that – (inaudible).  

Pipal:  I think we still -- and this is information that you didn’t have and that I haven’t had a chance to talk with Scott about it, but in an unrelated to MDC meeting that I had with Mayor Clay Largon of Post Falls last week, there are still a lot of misinformation about what the legislature is going to demand.  His biggest concern was the election of the members of the urban renewal districts and his impression was that it was going to be the number one thing and they were still driving it.  So there is still stuff coming from northern Idaho and they want to do that and he said my urban renewal commissioners will walk, they won’t have anybody.  So there still a lot of misinformation out there.  We get a certain amount here and I think Mr. Turlington’s information is more accurate, but there are key players in urban renewal districts around the state that are not getting good information.  I thought I would just share that.

De Weerd:  That is not just limited to urban renewal.  Welcome to our world.

Pipal:  But Mr. Turlington is not responsible for the side of that.

Lipschultz:  Other questions for Scott?

Lakey:  Scott do any of these other groups looking like they might be getting any traction – the last IAC meeting I went to and there was talk about putting forward legislation (inaudible) – Freedom Foundation (inaudible).  
Turlington:  I think that is possible, I know that the Freedom Fighters – the Freedom Foundation and this is kind of an issue that they have taken on; obviously county commissioners in northern Idaho has issues.  What I have been told by Chairman Lague is that anyone that has an idea is going to be the hearing this year and whatever sticks it sticks.  So it is going to be unlike last year.  As we talked about at our last briefing or our last committee meeting that is going to be unlike last year where they have a committee process that herds these bills through and weeds out the ones that are bad and good.  Which is a bit problematic from any urban renewal district’s perspective because then you are going to free for all from everyone who has got an idea.  So I think again like we identified last time that is going to be the challenge and assuming the associations (inaudible) that is going to be (inaudible).
De Weerd:  In conclusion of the law of the contract that we had during those two months, do we have any kind of white paper that summarizes kind of where we are at, points in moving forward?  I will be having an Association of Idaho Cities meeting this month kind of launching into the legislative discussions for November and I would like to put that on the agenda for the officers to discuss and we will be able to catch the (inaudible) and just give a good historical that this is where we have been, this is where we are and here are the key pieces and start seeing if we can get everyone on the same page.  
Turlington:  I have got essentially typed notes and positions that I can send you and put into sort of a white paper format, a three page document and can provide that to you on the basis that you will be sharing with everyone and it will strictly be based on what my work has been and kind of a work product and direction that I intended to take the organization with the recommendations that I had and some of it – I can sort of (inaudible) highlight areas or recommendations and your thoughts verses what you want out of this year.  

De Weerd:  And keep it simple.

Lipschultz:  If you could that out to the entire Board I think that would be great information.  Other questions for Scott?
11. Legislative Services Contract Extension (Lipschultz):

Lipschultz:  As you all know our last renewal of agreement with Scott ended in September and he only can today because he thought Rob was going to bring some pizza – unfortunately that didn’t happen.  But we have got some ongoing discussions with Scott as to what should our relationship look like moving forward and I think from an historical standpoint as you know initially as you move toward this next legislative session our plan was for MDC to take a leading role in those legislative efforts, coordinating the efforts with other urban renewal agencies around the state, including hosting a meeting, we did host a teleconference with other agencies and so the idea was to move forward in the lead role, seek some funding assistance from other agencies to help reimburse us of some of the costs (inaudible).  This past month or so things have a little bit of a turn as CCDC hosted a meeting I think it was in September or early October, which had pretty board support as Scott told us at our last meeting.  I think there were as many as 25 or 30 people either in person or on tele-comptor’s and look like some really good ideas have come out of that in terms of collaborating legislation and potentially a longer term approach that could include an association of urban renewal agencies and which are certainly approaches that we have advocated for a long period of time.  I still think there is probably some questions as to how that is all going to come together and what will be CCDC’s role, Ryan’s role with the association and if it comes together what would their role be and in turn what will be the role of each of the participating agencies including MDC.  I think with these question marks and again we have got some dialogue with Scott on what makes sense at this point and time going forward in term of our relationship.  The agreement that you have in front of you was an initial proposal by Scott with a monthly fee; the thinking of a legislative committee is that with this kind of change in approach and given MDC’s revenue challenges this year that a fee at that level is not something that we want to come back as a recommendation to the Board.  So what we are doing at this point is that we are having some ongoing dialogue with Scott in terms of a greatly reduced fee that would kind of create a different scope of services or for Scott in terms of limited representation and still include in some form legislative updates to the Board and then (inaudible) the counsel to legislative committee as well as the full Board on what should our roles be in terms of leveraging the relationships that we have and what should our Board’s be in terms of activity at the legislature this year and I think that the thinking of our committee is there is a definite value for Scott to date and moving forward, but we are still kind of in the mode of trying to define what that scope of service should be and makes sense.  I think at this point what I would like to do is to suggest and I would definitely like to hear from the rest of the committee that over this next two weeks that we kind of continue that dialogue with Scot and really hone in on what would be the scope of services moving forward and how comfortably we could potentially take on more of that role ourselves to reduce our expense and come back at our meeting in two weeks with a revised agreement going forward for consideration by the Board.  
Pipal: I think that that needs to be not just a contract extension, but it needs to be something that takes us through the legislative session and the other thing is as our ability as board members to engage on this issue is very limited.  We basically are limited to talking to one senator and two representatives because if we start getting outside of that then we start getting into a position where we are lobbying and we cannot lobby.  Either that or we register you a lobbyist volunteer.  Especially because many of the people who are working on this issue would be the first ones to say they are lobbying and they would come after us. We have to be very careful about how we do that; so we are limited in our ability to do that and what I would suggest is that while we haven’t yet been able to decide what we can afford to do as an entity but that we look at it in terms of how do we get ourselves to the point of a legislature starting and then what are we going to do during the legislative session?  That is my two cents.

Turlington:  I will describe to you my thought process thinking about after getting the email last night.  I will use my sports analogy, but I am not a big sports fan but in terms of where we have come from, where we have been, where we are going, I sort of liken it to we have kind of been in the off season right now, we are kind of getting prepared to go back in and we are entering into the preseason right now and the season starts soon.  So in the context of that said and knowing that there will be legislation and there is going to be efforts – you have to look at who your players are and what the roles are going to be and the high roles important to you and understanding your budget restraints and how you spend the dollars that you have allocated as well.  I think you will see CCDC emerge as sort of a key player in the association, primarily because they are not asking anyone to pay dues or pay any type of fees to be involved and I think they will sort of take the liberty of that to drive a little bit of the process with everyone supporting it, which may or may not be a bad thing, like I said, last (inaudible) it could have been a good thing.  I think with that context you definitely have the support of the other players involved.  All the folks we had at the meeting last time were essentially all the people that we had on our phone call and what that tells me is that everyone is willing to get involved and participate and it was actually MDC’s recommendation that they have the round table that CCDC (inaudible) and so we wanted to work with them and they took the ball and ran with is so now we have got to figure out how we stay engaged and make sure that it’s the right outcome for this entity.  We are not concerned about everyone else or at least I am not.  I am concerned about MDC.  So I think with that analogy and in terms of where we are now, knowing it is critical and certainly to take the next few weeks to figure out my role is perfectly appropriate.  Based on what you are describing to me in terms of what you outlined is really more of lets call it an eyes and ears contract or monitoring contract where there is no engaging in the legislative action in terms of passing bills, defeating bills or drafting bills.  If you are intending to have the association kind of play that role the primary role event that would make sense.  Of course (inaudible) prepared and willing to step in and all of those things make sense and I think that is the context by which we frame the scope of services over the next few weeks to decide if you want to move forward with that or what does make the most sense and I can continue to try and find out where CCDC goes with this and have some follow up discussion.  I don’t know that they really started the formalizing of everything – just based on what I have heard – that would be my thoughts.
Lipschultz:  I think as the next step I would suggest having (inaudible) talk with the committee and what we need to do is discuss further and bring clarity to the Board what our role would be and I certainly don’t want to downplay anything that you have done to date, just what needs to be done going forward.  But in fairness to our taxpayers we went out and sought financial support from other agencies and it was pretty limited and we only had three or maybe four step up to the plate and it was a very limited dollar amount that they were willing to do.  It is not fair to our taxpayers to fund the entire legislative effort on behalf of all of the other agencies.  So again we just need to come to a scope of services that makes sense for MDC.  I guess my suggestion would be that I have those discussions over these next two weeks and come back to the Board in two weeks with kind of a clearly defined role and cost moving forward and as Ms. Pipal said for between now and the beginning of the legislative session and then during the legislative session if that makes sense to everybody?  Okay, thanks Scott.

De Weerd:  I guess before we move on I think it is important to have Scott on board.  But I think it is equally important that every single member of this Board is engaged and the more engaged you are and you talking to others – we have got to get our community engaged in this conversation and we have to have good talking points I think from someone who knows the process and knows these legislators and has an opportunity to be the eyes and ears and help coach us on what we need to be doing because we have got to be engaged this year.  I don’t know if that means that we have to be registered lobbyists.  I think it is our job to be the voice of our community.  

12. Counsel’s Report (Lakey):

Lakey:  Just a couple of brief items.  We did meet with Ryan and Matt and they are very, very gracious with the transition. We have got a good stack of ten boxes or so of what we will be picking up – I am not too sure of the ETA on that, but in the next few days probably.  The PR contract and I have been working on that and we should have that ready for the next meeting for consideration.  Also meeting with Erstadt and the next steps are with COMPASS and VRT and put an agreement in place and go from there.  One of the things that we were looking at over the last week or two was the Ground Floor lease agreement and as we get into some of these things we are asking questions and some of those questions are going to come back to you and what do you want and how to do want to proceed; and a couple of questions that I would like to raise and you don’t necessarily have to have answers at this meeting, but as far as tenant selection, tenant termination are those issues you are just going to leave with the property manager or does the Board want to be involved in these things and policies as far as in kind payments where somebody wants to do some work and (inaudible) and the number of allowed users?  Does a tenant that comes into the Ground Floor can have so many employees for an “x” fee or how do you want to do that? And those are some of the questions that we ran into as we were looking at the lease agreement.  We also put together a public records request form and we have one of those in place and real process and policy.  We are working with Ashley and try and get the ironed out and essentially (inaudible) when the records request comes in to us, we would take a look at it and get it back in a timely manner and then take a look at any records before they go out for public.  That is kind of important.
Lipschultz: I think at our upcoming planning meeting we are going to spend a little time, especially on the Ground Floor topic – I think our feeling from date has been at least from the committee has been to try and get the property manager and make sure that there is a kind of understanding in the overall strategy in going forward in terms of tenant identification, retainment, retention and then the project manager manages the project (inaudible).  Make sure the agreements are aligned with (inaudible).  Any questions for counsel?  Thank you.

De Weerd:  Although you need to speak up for the record.  

Lakey:  Okay, thank you Commissioner, I will speak up.
13. Public Relations Report (Red Sky PR):
Flynn:  Hello, Jessica Flynn with Red Sky Public Relations, you should all have our monthly summary in our packet and then also what we are looking to be focusing on for October.  The month of September was primarily spent in helping with the transition, working with Shaun and Ashley and making sure everything was moved over and trying to get our other team members up to speed and also the Meridian Business Day event and having a presence there.  We had a table right inside the door and utilized some of the boards from destination downtown and that is what the table was branded as for destination downtown.  We felt that would have more interest with people than MDC, no offense to Meridian Development Corporation as a brand, but destination downtown really pushes the public base and so we had a sign up, via the ipad and we got about a dozen people to sign up that they were interested; some people who never heard of destination downtown before and some people that were familiar with it.  We had one or two questions that I appreciated the chairman being there and that he was able to handle regarding some property concerns and how their property is going to be impacted what was shown on the big map and so I do think that there is still some education to be done throughout the URA for people that may just be seeing some of the maps and wondering – hey my business is there what do you mean it is going to be turned into x, y or z?  We did have a lot of interest.  One thing that came up is the need to figure out with CRSA updating the layout of that vision document so that it can be printed and then trying to find a budget to print those out so that people can have copies of those vision documents, if you deem that necessary.  The current layout of it we were told by the print shop that they don’t understand how to print it.  So it isn’t printed in the beautiful form that we would like it to be.  So that is something that we need to get figured out with CRSA and I believe they were waiting on sponsorships to help defer printed costs, so I am not sure where the contractual relationship with them was.
Lipschultz:  Part of the discussion with CRSA was should we be out and getting sponsorships for that document?
Slocum:  (Inaudible) move some of the funds printed to (inaudible) – 
Jensen:  That was going to be my question; originally we had some printing already put in there and then we moved it, I think, they were putting something together for (inaudible), but also –

Flynn:  Something to consider – while I think having it live on the website is very efficient from a budget standpoint; from a public interactions standpoint enabling every member of the Board and the partners that have the documents perhaps to create some posters of some of the really visual components of the vision; having the implementation plan available it would really help people – tangible isn’t always trumped by digital, especially that people want to see that their money is put to use and that would be something to consider going forward as we try to get more engagement with destination downtown.  If we choose to do meetings with some of the homeowner’s associations and talk about destination downtown, having some of those materials would be really helpful.  

De Weerd:  What are the costs?

Flynn:  Shaun at one point had asked – we had printed internally and that is where we ran into the this isn’t laid out correctly and we took it over to Kinkos – I cannot remember how much just the basic costs – so we get it priced out.  It depends on how formal you want it to be.  Does it need to bound?  So we can get some costs bid out for it.  I don’t know if CRSA is going to relay it out or if there are no sponsors under their previous existing contract.

Lipschultz:  We need to revisit that.  I know Laura talked about like getting 100 of them and – really minimal costs, there was no markup or anything and I think she had left some spots for sponsorships if you wanted to do that.  My thought is it probably be hard to do (inaudible); maybe decide (inaudible) as things kind of roll forward and we have some interests in sponsorship –

Bird:  I thought we already decided.  I thought we would be coming out because they only gave us a very small amount and we said that we thought we needed more.  I thought it was being done.
Flynn:  The last email I saw from Laura is that just trying to finalize a sponsorship – whoever follows up with it.

Slocum:  Yeah, it has got to be available.

Lipschultz:  We can look. I think Keith is right we had made some decisions and I think it was like a hundred or something like that – we will find that and move forward and get that printed and then down the road it would make sense to look at sponsorships – (inaudible) you could do that -- does that make sense?

Flynn:  Our focus for October will be getting ready and hoping to play a role in the strategic planning session.  From our perspective, when we first began working with MDC we went through a branding session and I will probably present some of those materials again having to do with messaging and run through a group to find out what do we need to change and adjust in light of what has come out the destination downtown process and then we will also start working on a communications plan for this year with the focus areas as we understand them but with more engagement with destination downtown and more transparency and outreach.  For the Board the involvement of that market would be a significant amount of our time to help promote that.  I do believe the market is very important, but I do know that the PR marketing budget was cut back for 2011, so the cost of advertising – (inaudible) was mentioned that MDC would possibly take on – did make me wonder where that is going to come from.  I think public relations and outreach through the channels that we have existing can definitely be absorbed, but marketing costs, especially the paid media would be difficult the adjusted budget for 2011; just to throw that out.  We are working on an introduction to the new team of partners that MDC has on board on behalf of the chairman.  We didn’t think that a news release would be the best way to talk about the new people that are working on behalf of MDC, but rather a one on one communication and that is more personal and that can also establish through our office hours for the new project manager and so that people can have engagement and so that is what we will be working on this next week and we wanted to make sure that the new project manager had some time to breathe before we said this is who you can call and email and text with anything you have.  So we will be working on that – then the other thing is we are trying to get a hold of the gentleman who has been working on the unwired city portals so that we can get administrative duties of that portal so that when people log on to use the free wireless that we can put notifications about destination downtown projects, different events downtown, the tree lighting and such on there so that we use it as a promotional space for downtown activities.  
Lipschultz:  Questions?  We talked a little bit about and maybe we will talk about this next week about kind of the plan for the MDC website (inaudible) and I think maybe we need to kind of finalize the strategy on that and whether destination downtown site needs to be the primary (inaudible).
Flynn:  I do feel there is a place strategically for separate Meridian Development Corporation website, but I believe that it should be completely rebuilt so that there is more interaction in developer and investor specific type information.  I perceive the destination downtown website to be more consumer focused where as the MDC site should almost be (inaudible) focused.  I think they can have a similar look and feel to them, but they should be sustained separately and different URL’s and we can probably discuss that next week.  I think there is a line item in the budget for doing site development and if you need us to find web vendors again to propose on that once we come up with the goals of what we want to happen with the website, we can do that.  

Lipschultz:  Thank you.
14. Project Manager’s Report (Ford):

Ford:  Thank you Mr. Chairman, Board Members and I kind of laugh when she said a chance to breathe.  The last 13 days have been fast and furious.  You do have a copy of Shaun’s final administrator report in your packets.  I can’t really speak to that report.  In one of the discussions I have had with the chairman at this point is making that report more usable for the Board Members.

De Weerd:  Thank you.

Ford:  I didn’t know how to explain his report and that was one of my first comments, I don’t know what to do with this.  
Lipschultz:  Tell us how you really feel.

De Weerd:  Well, I was thinking I was going to have to mention something.

Slocum:  No, the executive committee mentioned something to Ashley and I think I made it pretty clear.

De Weerd:  I apologize for the outburst.  I was just celebrating.  

Ford:  Larry mentioned that he had a template that he thought might be useful, so we will work to refine the project management report to make it more user friendly for the Board Members and make it more meaningful.  Certainly if you have input on that please don’t hesitate to share that.  Mike and I in the last week and half as the official project manager and the week leading up to that was spent basically trying to get up to speed on the projects and I can’t say that I am 100 percent there at this point – Larry has been absolutely fantastic and filled in a lot of my questions, seemingly sometimes unsure of myself, but has been very, very good to bounce ideas off and procedurally how I should be moving forward, but the main focus has been on the COMPASS and VRT project, obviously.  It is very time sensitive and I have been in several meetings with the architect and other contractors talking about how to best move forward.  We are going to be meeting tomorrow to talk about the bid documents and Todd will be a part of that conversation, just because there federal requirements due to monies and we need to make sure that we do this perfect.  The strategic planning session set for next Tuesday is very important and that was one of my first requests of the Board – just so I know what our priorities are for the Board next year.  There are a lot of irons in the fire.  There are a lot of project files that I have and I need to know where I focus my attentions first and foremost and I know VRT is really important; destination downtown is very important, but I need to understand what my role is and how I can best step into this role and help the Board move forward.  We will be having office hours in Meridian and mostly I envision us to have it on the Ground Floor. Anna Canning did suggest that if I ever wanted to share a cubicle at the Planning Department that I was certainly welcome and that means I could utilize their GIS system in anyway.  But what we envision at this point is Tuesday mornings, Wednesday afternoons and Thursday afternoons I will be here in Meridian as best as possible and obviously sometimes meetings will need to take precedence over (inaudible) but we will try to hold meetings in Meridian as often as possible.  So, I am very excited to be here and thank you for everybody’s help to date.
De Weerd:  I guess I would like to see is that maybe when you have an opportunity to do your overview and what all are the projects, where they kind of are in the process and to bring that back to the Board for help in Board prioritization.  That way we know we are all on the same page.

Lipschultz:  The other kind of template that Ashley is referring to is kind of laying out the projects, what are the key action steps and the due dates and who is responsible and something that we can all update it –
De Weerd:  I know.  A lot was started, but I am not sure where each of those are and how close they are to finishing and that probably would be helpful I am sure for Ashley to have (inaudible).

Ford:  The part that I may need some assistance to is I have been given some files and I have all of the information on those projects too, but I will be looking for input in any additional information that you can give me as well.  I will try to outline as best as I know.  There is a lot.  For example there is a property boundary adjustment that I have just sitting in my office and I have no idea the reason why we are doing that or what the deadline is for that and that was not something that was discussed in the transition.  So I certainly have some gaps that need to be filled.  (Inaudible).  

Lipschultz:  Thank you.  Any other business before the Board today?  
15. Adjourn the Meeting (Lipschultz):

Slocum:  Move to adjourn.

De Weerd:  Second.

Lipschultz:  All those in favor say aye.

ALL AYES.  MOTION CARRIED.

MEETING ADJOURNED AT 9:48 A.M.
(Audio on file of these proceedings)
APPROVED:

___________________________
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LARRY LIPSCHULTZ, CHAIRMAN


DATE
Minutes for the Meridian Development Corporation Board Meeting – October 13th, 2010
Page 1 of 34

