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      MINUTES
SPECIAL MEETING OF THE BOARD OF COMMISSIONERS

         Tuesday, October 19th, 2010 8:00 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 8:10 a.m.
2. Roll-call Attendance (Lipschultz):
     X
 Larry Lipschultz – Chairman
     O
 Keith Bird – Member 

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


     X
 Tammy de Weerd–Member 

     O
 Todd Lakey – Counsel


     X
 Ashley Ford – Project Manager

 

3. Confirm Agenda:  
Lipschultz:  On the agenda I have got a suggestion change or two.  One is that we wanted to move the destination downtown for discussion after Julie gets here.  She is one of the board coordinators and she is going to be here about 9?

Ford:  That is what her email said this morning.

Lipschultz:  Maybe what I would suggest is that we move that to after item h, the Bank of the Cascades (inaudible) strategy.  So, item a would become the new h and everything else would move up one.  Any other changes?  

De Weerd:  I move that we set the agenda as changed.

Jensen:  Second.

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

ALL AYES.  MOTION CARRIED.
4.
Strategic Planning Session:
Lipschultz:  I guess what we kind of want to do is I worked with Ashley and we kind of put out a list of the things that are going on, pending initiatives so that said, we really haven’t stepped back and prioritized it, so we will try and kind of manage the time appropriately and put most of the time of the efforts where it seems to make sense and I think what we would want to do is stay at a somewhat strategic level, where we are really getting a sense of the direction that the Board wants to go and these initiatives and convey that strategy to Ashley so that she can understand where we would like her to focus on in terms of priorities and where the important projects to get done more of a short term in the next 90 days as well as this fiscal year.  So that said, is Gwen going to come this morning?
Ford:  I told her about 8:15.

De Weerd:  I guess I would like to break for a moment – our planning director -- she had been challenged to see how the city should be engaging in destination downtown and the (inaudible) of the plan and she has put together an amazing piece of work and going through the destination downtown plan and looking at some of the elements and breaking it into an attack plan.  Each of you haven’t seen it as Chairs and the different section she has gone through the livability, mobility, sustainability and prosperity and categorized them given them priority as suggested I think in the plan and some of the different city and community groups that could maybe even lead them or be the lead agency, of course there are others and I am through most of it except sustainability, so I apologize that I haven’t totally gotten through this whole thing, but it is pretty mammoth.  This would be a nice launching point as well to really get our arms around it; to look at where all the different areas are, look at the priority -- up the actions (inaudible) and the assignment – what we were also trying to look at is how to engage our commissions in some of this with the Historical Preservation and the Arts Commission, Parks Commission, etcetera and where these activities will fall under some of what they do.  So this is a great launching point and I think what I would like to do is probably first get it to Ashley and yourself and I was going to bring it to our directors next Tuesday, have them also look at it, give their input before I did that.  So just a heads up and it will be coming your way and I (inaudible) admit it to Anna, but I will admit it to you that it is a great way to start divvying out the responsibilities and bite sizing it.  Really, for what it is worth.
Lipschultz:  Yeah, I think that is great.  We will talk about that a little bit more when we get to destination downtown and also I think that relates to our old topic g on MDC relationships and how do we kind of maximize sources like that and other people at the city and kind of make sure we are all –

De Weerd:  It also ties in with a lot of different topics on this list under some of these categories as (inaudible) recruitment, the split corridor, even to the Boise Hawks and signage and what to do with the City Hall with the two MDC buildings – it all works in the steering committee structures.  

Lipschultz:  We are hoping Gwen would be here before we got into the discussion on the Ground Floor discussions and I guess we will kind of go forward and update her as appropriate.  I think if we – just kind of has background, we actually have had the Ground Floor up and running for about a year now and as you know it took a turn from our original plan – well, here is Gwen now.  Good morning, we were just to begin to talk about the Ground Floor so good timing.  I was just giving a little historical perspective.  Again, we started with Venga Works and the original approach was going to be kind of an integration with their executive office suites that they had in place with the idea being that there would be some shared memberships, which would have given us some critical mass in terms of some of the people utilizing the facility and then we would keep trying to grow the downtown utilization.  Before we open the Ground Floor Venga Works pulled out of the project and at that point we kind of went after kind of our own and I think there was a lot of work that went into it in terms of getting the construction completed, putting the infrastructure for the phones, the copier and the internet – but I think one thing we haven’t done over this last year is really clarified our strategy and what we are trying to do and where is the targeted markets and a lot of those kinds of things.  I think that probably the best news that has happened with that project over this last year is that the building did get rehabbed after the fire and we have got the company upstairs over the Ground Floor and I think – do you know how many people they have up there now Gwen?  

Renion:  They have quite a few.

Lipschultz:  Yeah, I think it is like 12 or 13.  Something like that.  So we have got more people downtown and again the building is in nice shape now and it is being utilized and I think what we want to do is at this meeting, again, just discuss what are our objectives and maybe give Gwen a little bit of guidance and ideas from the Board level of what we are thinking that project should and can be.  Right now, maybe just kind of bring us up to date and we have got about 2 ½ members.

Renion:  We actually have 2 ½ members and the real estate company is going to be out the end of next month.  They just had too many people in there and it wasn’t seeming to be a good use for that.  But at the same token we were able to obtain a couple of members because of that.  They were concerned about the number of foot traffic and the use of the facility and things like that.  So one member has agreed to stay and I am working with another member that is thinking about coming back.  (Inaudible) upstairs has kind of outgrown their space and they through the month of October I allowed them – they had a field trip out there with the a tech class and they used the conference room for a lunch type of thing and they really liked that and then they are having today a training for their website and that is late afternoon and I am attending that and that is to welcome business owners that have used their services for websites to come back in for a refresher course.  So I kind of like having people in the building; now is kind of a good time to be doing that because we don’t really have a lot of tenants that are using it full time and so it is nice to have people in there and introducing them to what we are doing.  He approached me after his field trip that he had with the class there about rejoining and getting a membership.  So I was going to talk to him today about that. He wanted to have use of that center and occasionally has people that need to come down.  Over the weekend I presented him with a lead for a business opportunity, so that was kind of nice and he is appreciative of that and I think kind of having that relationship with your tenants where you are kind of – you know understand their business and be able to give them a lead or to help them bring up their name (inaudible) and marketing for the Ground Floor.  I think that is a really good service that we can offer tenants out there.  Right now we are just kind of starting with a new slate of tenants and moving forward.
Lipschultz:  The big questions are who is the ideal tenant or member or whatever you want to call them and what should be the approach in terms of screening tenants in making sure that they are going to meet the objectives of the –

Renion:  I think we want someone that doesn’t have a lot of foot traffic.  I think the tenants kind of fancy themselves entrepreneur type innovators and things like that and I think that we should foster that.  I don’t think that we would – obviously we would be targeting tech sectors – trying to target those individuals that are in more of an innovative type industry.  I don’t think that that would preclude us from allowing a member that is – I don’t even know – maybe some kind of professional services that just really wants the ground space.  I don’t think that we would say no, Mr. Attorney you can’t have an office space here or something like that, but I think that we really should be targeting towards the innovators and the entrepreneurs.  
Lipschultz:  Do you have any more thoughts on – I know you were kind of thinking on the medical sector in terms of some of these medical services.

Renion:  I was thinking about – I kind of talked to (inaudible) people around town and trying to really identify what industries that are here currently and what industries that we are targeting maybe to have developed in the Treasure Valley and try to – if we know that then people that are innovating know that.  We don’t have a lot of people working with HP or trying to present them with innovative products or things like that.  So we thought the medical community, maybe with the core project coming in up there that we might have some foot traffic or some hold coming up in there.  That is in an infancy stage and I don’t know if we can really market the Treasure Valley as medical innovators, but I think that that would be an industry that we would hope to attract.  Right now there is just – we don’t really have any one sector of the market – one sector to really claim as the Treasure Valley’s yet.  Rather than maybe – certainly look at that, but I think generally looking to some of the colleges and universities and looking at what they are doing here now and going to their out placement – I have a tour set up for Boise State Tech Center down in Nampa and he is going to give me a tour down there so I can see what they are doing and see kind of maybe what they concentrate on looking for and they can tell us what people are looking at.  Then having that contact with the out placement office of the colleges and universities and number one we can kind of get in their face a little bit in offering the Ground Floor for people coming out of those situations, but also really getting a feel from them as to what people are concentrating, what are the interested in, what are they training for?  So that was kind of my first baby steps that I was going to take.  As far as kind of honing down a little bit more on who is going to be our user down there.  

De Weerd:  Gwen can you talk to the hotels like the long term stay places and get some of the sales or distributor revenues (inaudible) and also maybe get information out there and be one of those landing places for all of these sales people that need a home base, need a place to kind of meet –
Renion:  That is a very good idea.  I like that one.  I also printed off some of the additional brochures and (inaudible) down there and talk to them a bit.

Lipschultz:  Are you thinking of like a daily fee?

De Weerd:  Well I think in some regards it is good to have a home base for $200 a month and technology and meet with a client somewhere rather than their hotel room.  

Renion:  I know that previously we kind of shied away a little bit about having day use type or hourly type things.  I figured out the computer systems up there and securities are actually pretty cool.  You can go in and program a start time and a kill time on people’s codes, so, if someone wanted to have an evening session and I didn’t really want to come out and close it down at 11:00, then we could just go in and pre program the computer and then that codes dead at midnight and that kind of takes the pressure off the management of the facility and makes it available for that evening use that I don’t think we really took advantage of and maybe just $20 or $50 bucks or whatever it is, I think any time we get someone in the building it is positive.  

Escobar:  Is there any clear set of information about what is available, how much --?  One of the things that I remember when I was looking at the space for my business was I saw that there was a rent or lease – or what is it called?  A membership agreement.  I didn’t really see the value of the internet or the phone, but if you were to market it that way, I would have said wow; it is only a $150 a month, well then it is not $150 for your internet or your phone or whatever else might be offered.  Is there any sort of brochure or information that clearly states all of what is available?

Renion:  All we have right now is the flyer that we have been using and we kind of updated it a little bit.  Yeah – I agree with you; that is a quandary.  It truly is other than if you rent a facility you typically have to sign some kind of a loan term lease or you know I mean most places aren’t Wifi ready and have the screens and things and the conference rooms that we provide.  Most people don’t own a copy machine and I mean they might have a little one at their house.  So we don’t really have a brochure stating some of those things, but yes, there is things that is more than working out of your spare bedroom.
Escobar:  I think it would be really helpful to kind of see it listed out to understand exactly what a business is getting when they go into that space and that will get them in the door and then once they are in the door, you can pitch the rest of the sale.  

Lipschultz:  Maybe that is something that you could work with Red Sky?

Renion:  We actually have a flyer in there, but I think we could delineate that out a little bit better.  

Flynn:  So from perspective of the original agreement with Venga Works they were supposed to develop all of the collateral for the marketing promotion of the space and when they didn’t do that and the previously property manager was in there, they just had a (inaudible) that wasn’t very attractive.  So that is why we did that.  Obviously it is not the best sales piece, so as a part of our PR marketing for MDC if that is what – and that is kind of where we need to figure out the direction of the PR marketing (inaudible) and if that is what you want us to help with internally develop something – basically desktop publishing is what we have – if there is something more robust that would be a trifle piece of something like that (inaudible) production cost –

Renion:  What we could do too is just take the – a cool picture and just shrink it down a little bit and put some of the amenities down in here and keep it more simple so I am only walking around with one piece of paper.  Just one piece of paper to lay down and a little stack of different – 

Flynn:  The goal for that piece was to get people on the website or through the door where they could find more information and that is why – 

Escobar:  Have you been involved with Kick Stand or Score or SBA or any of these types of organizations that are helping?

Renion:  I have a business card, which to tell you the truth the last couple of weeks I have just been kind of getting the shop in order.  I had some ideas of some things that I wanted to be doing, but I didn’t want to be off there renegade, not doing necessarily what you guys had envisioned.  So I have a contact with the SBA and then a gal here locally with the Department of Labor and I think that is going to be important – right now we need to be looking at people that are unemployed or actively seeking retraining for reemployment, I think that is going to be our easiest base to get at because we know where they are going to be – that entrepreneur that doesn’t even know that he wants this; that already has a situation or that is already employed somewhere.  That is going to be the harder individual to market to.  Right now, if we concentrate on what we know I think that is going to be to our benefit.  
Flynn:  I am on the Kick Stand board, so if that is something that you want – to attend some of the meetings or I know they are frequently looking whether there is prizes or discounts for a Kick Stand membership if that is something that you decide – we send out a newsletter to 1,700 people in our database every month.  So I think for Kick Stand there has been a little work – all of our meetings are from the Water Cooler so there is a little bit of competitive component because they get a discount to our organization to hold the meetings there, but that doesn’t mean that we won’t share information and it might be something where we do a – a proposed panel that talks about the Greenhouse, the Water Cooler and the Ground Floor, which are the three incubators currently operating now or something like and so if you are interested we typically get about 125 people coming in and a lot of them are people that are retraining or have been laid off but definitely active and professionals I would say. So it is probably demographic. 

Escobar:  Well, for something like this for somebody getting a business, whether they are at that end of town, that end of town or that end of town, it is going to be a big deal because they are all somewhat similar spaces so we should be finding ways to partner with them.  It is less competition, more –
Renion:  I did a little bit of work on the Water Cooler when they first started up and I helped it because – anyways, she is going to come out and tour the Ground Floor and we have a very good working relationship and I don’t see us competing and she knows my gig up here and we are you know – we intend to collaborate.  The Greenhouse, we don’t really know them as well.  I don’t think we can compete with downtown Boise.  Those two (inaudible) competition.  They are very close proximity.  But they are not competing at all for Meridian.  
Escobar:  Greenhouse is really specifically targeted for sustainable oriented companies.  They had about 100 applications and only allowed ten in or something like that.  So what happened to those other 90?  

De Weerd:  Gwen could you can just come back?  (Inaudible).

Escobar:  I would say – a copier that is a perk.  A flat screen TV, 36 inch that is a big perk, conference room availability based upon schedule and that sort of stuff.  

De Weerd:  Just put all of that on –

Escobar:  Just a bullet.

Flynn:  I wonder if there is an opportunity on the website for what we are talking about who is the perfect customers and just do a profile; like are you and is this what you are kind of looking for and develop kind of a personality profile on the website so that people can see (inaudible).

Renion:  As far as marketing the facility too is with the colleges and universities I was going to ask if they had or would put Ground Floor as a link on their website, so that students when they are looking that they have got to have some kind of placement, what do I do after I graduate spot in their website and I would think that I would want to put a link there and one of the things that we are typically talking about on the website training that I am going to this afternoon is how I can link my Ground Floor members to our websites and so I do a little blurb on it and then I have the link that is going directly to their websites.  So the members right now are in the process of writing me up their little bio and things like that so that we can update the website and have the members really feel like we are directing information and business their way.  I want them to think that we are really helping them.  That is the whole idea.  

Lipschultz:  My sense is that the – the space has evolved over the last year, but it is pretty close to what we want with the exception of – we have got on ongoing debate as to whether we need some more private spaces.  I think part of that kind of answers itself.  We haven’t developed or implemented the marketing strategy so far and I think that – it seems like that is kind of the high priority now or is – pulling that together and then we have got some great resources to work with here and then we will see if the objections keep being more private areas and we could go back and look at that.

Renion:  I think it is that security is an issue.  We have filing cabinets in there that lock, but one tenant is using one of them and the other is available.  Other than that there is no place to keep your stuff over night.  You are lugging everything around in a box or bag, which is fine, but we may decide that it is just as simple as adding some more lock file cabinets and they are a dime a dozen.  The other thing is the noise level. I don’t know if people necessarily care about having a feeling of security in their workspace, but if someone is on the phone, all the time, talking and when you get a few of those going on, it really does seem to be kind of noisy; if you are not used to that situation. I was talking with somebody over there and said well I came from a call center so to me this is nothing and then there is other people that would really like to have more quiet space.  I have those quiet rooms, but the partitions don’t come all the way up to the ceiling and I don’t know – I am guessing that was HVAC.  There has got to be a reason – they were shy this much from the top of the wall.  And if someone is in there and really loud voice, you can hear through that, obviously because it doesn’t go all the way to the ceiling.  But it could be that the store front area lends itself to having a secure spot.  If we felt like we could maybe put in just two partition walls – you have already got one wall and then half the wall coming form the entry – that would be a nice spot to do it.  The event area I see that as being a real benefit and I initially thought that well maybe we would connect a couple of offices in there, but I like that space and I think that we can market that space particularly in evenings and things like that, so I think we should probably look at how much those partition walls would cost us and find out why we can’t get all the way to the top of the wall – whether it is fire or HVAC because if placed correctly you can get them right under our vent and the HVAC and no special (inaudible) if you get it there.  Other than that, the space seems to work pretty well.  The people that use it like it.  

Lipschultz:  I guess, again, the priority over the next 30 to 90 days would be marketing.  Other thoughts or ideas, directions?  

De Weerd:  I came up with my one big idea.  I am done.  

Lipschultz:  Was that without coffee?

Renion:  Have people been thinking of others things that we haven’t talked about here?  

Lipschultz:  I know Julie might have some ideas on signage.  

Renion:  We had that issue on the store front.  But the members have asked if there couldn’t be some kind of little placard sign maybe down in the window some place.  Not mandatory, but I think it is sometimes just nice to let people know hey you are in the right spot before you bang on the door.
Lipschultz:  I think Julie’s idea was kind of in the front window, some kind of pole that could have small signs clipped to it that would be – that could kind of come and go easily.

Flynn:  Another idea is the gentleman (inaudible) who has been handling unwired city type work, he has an opening that has five or six tentacles and one of them is called wi signs and they do the electronic signage in hotels and we have the kind of updated – (inaudible) or you have the weather or the airport information, but they are also used in a lot of convention centers and so I am wondering if there would be an opportunity to have something that is electronic sign in there and so it will allow you to change it on the desktop and have postings of the events that are going on.  (Inaudible).
De Weerd:  Those are expensive.

Renion:  Yeah, those are expensive.

Flynn: Yes, if you have a little promotional placard that has his company, he may be willing to do a trade.  I didn’t say pay for it.

Renion:  It doesn’t seem to me that we get a lot of foot traffic past the Ground Floor.  Not a lot going on on the other side –

Lipschultz:  Not yet.

De Weerd:  There is the 127 Club.

Lipschultz:  Julie and I are going to schedule some time with you so we can talk about those issues.  So work with these guys on the marketing approach.  

Renion:  The attorneys have reviewed the member agreement and we are going to making some minor changes just to kind of button things up a little bit and move forward on that.  

Lipschultz:  I think Ashley talked about maybe having you on the agenda for the second meeting of each month – kind of a quick update.

Renion:  She gave me the format of what he was doing as far as reporting so I will look at that and be ready for the next meeting.

Lipschultz:  I think and I mean come up with your own ideas.  I think again, we want to keep it top level and where we can understand we are making progress or not.  So maybe just summary of how many members, how many gained, how many lost and any key issues or strategy feedback that you would want from our group.

De Weerd:  I just appreciate your energy and that you are out working it and not waiting for someone to walk by.  

Renion:  I do.  I believe in the concept.

Lipschultz:  I better let Gwen do all the negotiating; she is tougher than I am.  

Renion:  It is okay.  We are moving forward.  We are going to get them out and we are going to move it forward.  

Lipschultz:  Thanks a lot Gwen.  Move onto item c, or old c, which is probably v.  COMPASS, VRT project and the next steps and I just think is so many hours we will approve the condominium reservation agreement and last Wednesday that same agreement that went before the COMPASS board and was approved and tomorrow we are meeting with VRT’s board for approval there.  Meanwhile we kind of been going down the railroad paths that Erstad has kind of stated the architectural and engineering work and made good progress there and seems to be moving forward and then we also have been working with the attorneys and (inaudible) from VRT and putting together the bid package for the construction and so that is moving forward as well.  The huge issues right now – in some of the meetings, we met with Erstad the other day and I think all of the feedback we are getting is this is really the right time to do this project from a cost standpoint. He has told us about some of the projects that have been going on and I think one was in Boise State and I forget what the other one was, but as an example there is a $20 something million project and the low bidder was like $2.5 million below the next guy (inaudible) big local company and that next guy is like $2.5 million below the next guy.  (Inaudible) and a $35 million budget and look like they were on track in coming in at about $22 low.
Ford:  Yeah, they are coming in significantly lower as a percentage wise than what is anticipated.

Lipschultz:  I guess we haven’t even come close to putting the bid out and there has been a lot of interest in it over the northwest.

Ford:  I have folks calling me who know that I have stepped into this role asking a lot of questions because they have known me in my previous roles and life and want to know when is that going out to bid and so we have put together a tentative schedule at this point too, so there certainly a lot of interest out there for this project.  Very good.  So one of the biggest issues that we have that is outstanding at that point other than making sure we get our VRT approval from the board tomorrow we are dealing with some electrical issues, which we are working through and trying to determine what had been approved through the HUB drawings and if those approvals are still in place, just because we are spending some offsite work for that.  There is some offsite work for the drainage as well to some of the parameters that ACHD initially gave us to work within the HUB project that has changed a little bit and so we are having to go back in and take a look at those things.  Just some cross access agreements – nothing too major at this point, more just little –
Lipschultz:  Except the financing, just the money –

Ford:  But we had a third bank approach us.  We had a third bank approach us too.

Lipschultz:  We are making good progress in working with Zion’s and Wells Fargo and approached by Washington Trust.  So we met with Washington Trust this past week, so all three lenders have all the information on the project and there seems to be a real high level of interest from all three.  We told all three that we are in a time crunch and what we would like to see within the next week or so a commitment letter that would outline the terms and pricing and – we have got a high confidence level to move forward.  We do have in the condominium reservation agreement the financing contingency that allows us to pull the plug before November 15th, if we can’t get financing.  There doesn’t seem like there will be a problem.  The biggest question now is we will see – we talked about some different structures and see what the lenders come back with and I think all three of them are kind of gravitating towards that each of those three banks if they were the lender that they would fund these themselves as opposed to selling the bonds outside.  It would save us a lot of money and them too in terms of the bonding costs and the legalities required for that.  What we are probably looking at is two loans and one would be a construction loan – we have a current loan with the Bank of Cascades that is something just under $500,000 in the balance right now and we did talk to them and they are not interested in the project.  It just doesn’t fit with their current situation.  Their preference is that we pay off that loan.  What we are talking about is we would have an initial advance on the construction loan where we would take out of the Bank of the Cascades loan and then we would take draws as the construction progresses against that construction loan and then at the end when the project is complete and we sell the condominium interest to VRT and COMPASS, we would pay down that construction loan and there would be about $1 million potentially something less than that left (inaudible) $500,000 carry over from the Bank of the Cascades loan and then whatever additional funds we put into the site work and the parking lot which will continue doing the parking lot and with that we will put kind of a longer ten year tax exempt loan that (inaudible) for that balance and that seems to be a structure that all three of the banks would seem to work for them.  So they are all going through their due diligence and I know at least two of the three had some initial concerns about long term borrowing and what that whole situation was.  I know Wells Fargo had conversations with both our attorney and also Nick Miller with Hawley Troxell and has done a lot of counsel work with urban renewal agencies just to make sure that they understand the implications of the Rexburg decision and get comfort level doing long term borrowing and we seem to be past that hurdle.  Again we are waiting for other proposals from the banks and bring that to the Board.  
De Weerd:  My concern and I know I can probably speak for Keith is when we were in the COMPASS meeting – I guess we now have a settlement summary sheet that this Board hasn’t seen up till this time and it has some things on there that we weren’t necessarily aware of and I guess my questions are I thought we were at the $120 and this one says we are at $112 something a square foot.  So essentially, we threw in a third of the conference room into their square footage; the second floor was 8,066 square feet and they are also going to have 522 square feet of the conference room; it comes out to about $120 a square foot – it is $112.67 square foot.  So the original 8,066 was around $120 a square foot; now it is down to $112 because we threw in the 522.  We had better get the price down because otherwise we eat all of their costs of the LEED certification, design costs and now they are throwing in attorney’s fees on top of that?  I swear, I really want this project, but I think we are really being – I know the COMPASS board doesn’t see it as they are protecting their dollars, well their dollars are public dollars too and so is this so someone of the public is paying for it and are we going to eat their attorney’s fees as well?  

Lipschultz:  No, the only time that we would pay the attorney’s fees is if we backed away from the project.
De Weerd:  But they are going to throw it in this cap price and just like they put it in their commission for the real estate –

Lipschultz:  (Inaudible) is part of the price.  We don’t pay their attorney’s fees – well what changed in the purchase price was originally we were going to own the conference room and VRT was going to pay – go back to the original budget that Shaun showed was going to pay about $700,000 and we were going to keep the conference room and the idea was that we would keep that just as a way down the road if we were able to get more federal funds (inaudible) federal funding and they were apparently able to do that earlier rather than later.  So what changed was the conference room going to them but also we increased $150,000 for the selling price – so the selling price for the VRT went from that 7 up to 850.

De Weerd:  Their’s increased, but COMPASS didn’t increase their price and now they are getting –

Lipschultz:  Well, what happened is VRT – we kind of said for the conference room that we are going to sell it basically to VRT for the $150,000 and they in turn came up with a program to split it with COMPASS.  We are getting the same dollars and VRT is getting less of the conference room and COMPASS is getting some of that.  So when COMPASS ended up getting some of the conference room, then VRT ended up with more square footage which brought that average down.

De Weerd:  My question is once we figure out the bids and the costs per square foot and if they want to share in any savings under $120 a square foot or now is it under $112.67?

Lipschultz:  It is under the total project budget that we were at which was $2.3 million.  So what will happen with that estimate project costs which is about $2.3 million and so if the project came in at $2.2 million, the $100,000 would come back to MDC; if it comes in at $2.1 million the $100,000 comes back to MDC and that next $100,000 – we get $50,000, VRT would get $25,000 and COMPASS would get $25,000.  So it comes from that total purchase price dollars, not from a square footage.  

De Weerd:  I just wanted to make sure we get our commission and all costs back.  

Lipschultz:  In terms of – their legal costs are not part of the purchase price.  The only time their legal costs come into play is if we decide to back away from the project, then we pay up to $10,000, $5,000 each or however we decide to split it between VRT and COMPASS, but our legal fees, conversely if either VRT or COMPASS decide to back away from the project, then they pay our share of what we invested, so it is not – the idea is whoever pulls away there is some penalty for doing that.
De Weerd:  Well, you made the major hurdle which is COMPASS, VRT I don’t think there are any chances there.  So hopefully we have (inaudible).
Escobar:  Does the $2.3 million include the realtor’s fees?

De Weerd:  That is what it looks like to me.

Lipschultz:  Yeah.  

Escobar:  Is there anything other than –

Lipschultz:  You know that was a tough deal.  COMPASS and VRT entered into the agreements to hire appropriate representatives – and obviously those dollars get paid out of the budget which leaves them less money payable to be able to the project.  VRT ran into a hurdle where they – besides kind of drawing away from their budget, I think they also probably were required to go out and do a bid on it, which they didn’t do and the whole thing got kind of sticky.  I mean the bad deal was they both hired a broker, hired (inaudible), but once they had that commitment in place, it came out of the budget dollars and which left less dollars for them to pay for the product.  So it is going to get paid out of escrow.

Escobar:  My question is other than the realtor’s fees and whatever we are going to end of paying a general contractor to build this, which would include all construction, the remaining design fees, is there any other monies that could go into this?  You bring up the –

Lipschultz:  The parking agreement that is going to be with COMPASS and VRT and so out of the 55 parking spaces, during the day I think COMPASS gets 24, VRT gets 20.  So during the day the balance will be public parking and then at night and weekends there will be signage that there will be all available for public parking that you can use for downtown Meridian.  So we will have some type of a parking association or something that each of the three agencies will pay some pro rata towards payments and I think we aren’t anticipating that to be a lot of money, but what we will own that parking lot and so that maintenance will be our responsibility.  So that would be the only outgoing cost.  

De Weerd: (Inaudible).  

Escobar:  Who is going to be involved in that process (inaudible) and contractor?

Lipschultz:  Well we need to review those bids and so we are kind of anticipating – it would be some representation from the Board and then we will have to see if we get a little help from the city would be nice and then maybe trade ideas.  (Inaudible).  I think Erstad will give us some help, have legal review the bid and then in an unofficial capacity Rhonda Chalbert of VRT who is kind their technical project person and she has been very helpful in helping us kind of put together the bid and work with her (inaudible) and the engineering and everything; she has a willingness to help us in that.  Officially she can’t – you know she can give us some input, but what would happen is and we were discussing this at another meeting the other day and the idea would be this is more of an RFP than RFQ and so we would put that out, we will have a date that will open the bids, there will be a low bid that will get announced and then that team will do a due diligence is that that are qualified?  Do they meet the requirements of the bid?  Do they have the (inaudible) and any other requirements you get with the bid?  So beyond price, but they are a qualified bidder.  
De Weerd:  Have we already starting writing the proposal to put out?

Lipschultz:  We are kind of – Rhonda has given us some stuff, Andy has some stuff.  

Ford:  I don’t know that anything has actually been written, but I think the information to compile it has been going back and forth in the last couple of days.  

De Weerd:  Yeah, we better have that street ready ASAP.

Lipschultz:  We have got a couple of timelines.  I think we have two options and first was that it would go out November 8th and then second was November 15th and it looked like both dates would work –
Ford:  We backed the schedule out a couple of different ways and I think we feel pretty comfortable and very doable at this point.

Lipschultz:  We have a couple of dates that we need to kind of get out to the Board and one was the (inaudible) was like the first week of January and approve the winning bid so we can abort that and make it official or move it forward.  So I think we are going to have a – we will have to have a special meeting and get ready for our regular meeting in January to do that.  We should send that date out to everybody –

Ford:  Yeah, you are right and make sure we have a quorum.  Sure.  

Lipschultz:  So I think we kind of got the next steps and what we will be moving forward in getting a bid together and make (inaudible) next step.  

Ford:  We are up for design review and so we should hear something back this week and with the CZC application as well.  They promised 7 business days in turn around and was submitted a week ago Friday.  So that should be pretty good.

De Weerd:  So we sent it just last Friday?

Ford:  A week ago Friday.  So we should be hearing mid week.  I think it was a pretty complete application.  I know our staff worked pretty much hand in hand with the city’s staff prior to submittal to make sure that it wouldn’t get kicked out for anything.  

Lipschultz:  Fortunately it doesn’t have to go through Boise.  We did kind of run into a little bit of a challenge was – kind of the first change order and what we did was we had the original program that everybody agreed to; VRT agreed to it and COMPASS agreed to it and that is what Erstad based their work on (inaudible) estimate of the cost and what we said very clearly at the time was any changes after that to the benefit of VRT and COMPASS and let’s keep track of that separately (inaudible) and that is a cost for them to shoulder and this week I think the original program had a ceiling mounted, screen and came back this past week with this more –
Ford:  Well, what COMPASS has now where it comes in and out of the ceiling and it is very nice, but –

Lipschultz:  So it is like between a $3,000 to $6,000 deal and so we went back and said no, you guys can do it, but you have to pay for it.  

Ford:  The concern was in the ceiling ducks there was just not a lot of room and so just dealing with those sort of changes to the plans at this point might be pretty costly and talking about the equipment per se, but the actual cost of reconfiguring some of the wiring that is in place.

Lipschultz:  So it was kind of good to have the issue to say – remind everybody that this program if changing at this point, you have got to pay for it.  Anything else on that project?  The façade improvement matching grants.  Tell me about the communication that you got this week.

Ford:  So I got an email from Lori Den Hartog who is the CDBG administrator for the City of Meridian and we have approximately $40,000 in funding that has been set aside for MDC to – for their façade improvement program. I don’t know a whole lot about this program other than when Shaun and I went through the transition he just said that they have encountered some issues with the plans and basically the project has been put on hold.  Lori sent me an email asking me to have a discussion because the city is looking at reallocating that $40,000 elsewhere and what she would like for us to do is if we can’t use the funds for façade improvement program is to think about other projects to utilize that money for.  So I told her that I wanted to have this discussion with the Board first and then she and I are going to sit down and meet tomorrow and talk about that a little bit more and some options.  So I am sorry I don’t have more of a background on this, I have looked through the files with Shaun but I didn’t really understand really where the difficulty came in.

De Weerd:  Try our attorney.

Ford:  Okay.

Lipschultz:  I am not sure we really clarified legally what we can and can’t do. I know initially last year we had was it Meridian Automotive that had expresses an interest in the program and apparently since we were using the CDBG funds that we would be required to go through all of the federal backgrounds and what came back to the Board was it wasn’t worth it that it was kind of just trouble.  But I know in our budget this year we do have $100,000 façade improvement grant program.  So, I guess we need to kind of clarify what we can do – whatever we can do with it, how do we because it is something that we want to proactively do then –
Escobar:  The money that we use for the Church of the Harvest where did that get allocated from?  Was that from the façade improvement program for the trees and --?

De Weerd:  For the streetscape widening.

Escobar:  Okay.

Jensen:  I thought we used CDBG funds last year for that lighting engineering stuff for phase 2?

Ford:  Yeah, it is two different funding rules.  

Lipschultz:  We talked about just a little bit but one of the things that we really need to understand is what kind of latitude do we have with that program.  I think there is a little bit of concern and making sure that we are treating all taxpayers equally so that I think if we do a façade improvement matching grant that we can make a case that it is for the betterment of downtown and proves fruits and everything.  I don’t know if you have any initial thoughts on that Todd.

Lakey:  I don’t Mr. Chairman, yet.  You are on the mark as far as what you are considering.  I haven’t gotten all of the documents from Ryan and Matt yet, but interested in looking at their opinions and what they have rendered on the issue before and I think it is a good thing and does have some benefit for the downtown as a whole.  We will see if we can put it in the right box.

Ford:  Yeah (inaudible) Todd and for the administrator for the city and we have $40,000 that we were supposed to utilize for the façade improvement program.  That has not been utilized given some of these (inaudible) apparently and she is asking us to think about other ways to use it and she needs something from me prior to the end of this month in at least some sort of written correspondence.
De Weerd:  Well when you bring it to City Council and it has a tight timeframe for (inaudible) and if the MDC can’t come up with something the city will.

Lakey:  These are CDBG funds and I will look at what we utilize those funds for – (inaudible).  

De Weerd:  Where to get those parameters.

Ford:  That is what we are hoping to flush out tomorrow, but primarily she would like us to think about projects that obviously relate to economic development and maybe some programs that this Board has maybe wanted to undertake, but didn’t have maybe the budget to set aside to move forward with those.

De Weerd:  There are four different criteria.  

Lipschultz: These are funds that we already received?

De Weerd:  They have been – yes.


Ford:  Was it the 2009 funding cycle?


De Weerd:  I think it was – 


Ford:  I am just going from her emails.  

Lipschultz:  So then there is a portion that already received that we put towards the lighting?  

Ford:  I think $5,000.
De Weerd:  (Inaudible).

Lipschultz:  So was she thinking that $40,000 was the entire CDBG portion that was left?

Ford:  So there was two different funding pots the $55,000 for the split corridor for the lighting program and then the $40,000 for the façade improvement program, which is how we applied for those funds.  So just trying to figure out how to reallocate that $40,000, so MDC still has monies to work with if we can’t go forward with the façade program.

Lipschultz:  What was the timing on using that last $40,000 do we know?
Ford:  She just said it is for a multi year funding cycle, but what she indicated to me when I asked okay I need to kind of talk to my Board and get an idea of what they would like to see, she did give me the indication that she would need some sort of idea from us at the end of this month in writing.

Lipschultz:  As I recall, the first 55 or something like that – there is some deadline that we had this year –

Ford:  It is my understanding that most of the invoices came in by the end of September per Shaun.  There is $10,000 for construction management that is still out there and then I think another couple of thousand dollars for the work that is being done at the end of September and beginning of October.  The little items hanging out there, for example, that very last street light, we may need to just negate that all together because in order to get that to work, you are going to have to underground underneath the railroad tracks for Union Pacific and to try to do that is apparently an act of God form what I understand from our engineer.  So that is one of the things that we need to think about is it is just one streetlight out of the entire master plan and is that a big deal or not? But there is a couple of thousand dollars for that coordination.  But most of the money has been spent and (inaudible).  

De Weerd:  If it is 2009 dollars that (inaudible) and the city is proposing a project (inaudible) and it sustained in the downtown area and it will be to add ADA requirement to the community center which is on 2nd and Idaho.  Just in case (inaudible).  

Ford:  I can get more information from Lori tomorrow.  I just wasn’t sure.  I wanted to put this on the agenda because I wasn’t sure if you had backup projects that you would like to see.  But I can start discussing with her and obviously we can talk about the farmers market, but I just wasn’t sure that we had anything else that was really on the backburner that we would like to potentially to move up.

Lipschultz:  If the farmers market would qualify then that would be definitely something to consider a piece of that and funding towards that.  I think we are talking about up to $10,000 in the farmers market potentially.  (Inaudible) proven match in grants, I think everyone likes the idea of that, but I am not sure we have got a lot of – we have businesses coming to us now that said there is maybe more proactive –
De Weerd:  (inaudible).

Escobar:  I know one person has expressed interest in it and you guys know him, I think.   An architect?

De Weerd:  Walt Lindgren?

Escobar:  Yeah, he owns the building right over here on the corner and is trying to put the co op together as a window project and a bunch of money in the windows that he wants to do.  So, for what is worth, he has expressed interest.  But he hasn’t taken it any further than that.

Lipschultz:  Maybe you can kind of zero in on the timing and when we would have to utilize that by and somehow we have got to clarify – so let’s say we did a project like that with matching grants, since it was federal funds, are there other special requirements and does it make sense.

Ford:  She says in this email to me that she would go over what those requirements are so that we can get a better understanding.

Lipschultz:  If we can understand that and on ongoing basis for us to have a façade improvement matching grant program and just making sure we can do that out of our funds and what would be the requirements for that.  

Ford:  Okay.

Lipschultz:  I don’t know how quickly we can figure all that because I guess it would need to come back to the Board either the next meeting or meeting after that or if we want to move that over to the city.  

Ford: I will definitely nail down that timeframe by tomorrow and you may see it on the agenda for the next meeting.  
Lipschultz:  Public relations marketing efforts.  

Flynn:  I did a presentation (inaudible) month ago (inaudible) the previous year and where we have been going and a lot of what you are talking about – but one of the things (inaudible) and I think only the Mayor participated in this – it is a brand development session when we started with MDC and this was to help develop – so what I thought might be helpful is have you guys take a look through this and then talk in light of what has come out of the destination downtown project and again, the destination downtown a lot of the language we used to describe that came from this so it fed off of each other, but the way the we were branding, the positioning MDC, destination downtown efforts going forward, if we are still on the same page literally I guess in how we are talking about MDC as an organization and what I have wanted to put out there is do you want to brand the efforts more consumer friendly language, like we did with the destination downtown?  Do we want to have that be the lower facing brand and MDC just be the organization behind it, but not really push MDC as much – it can be a confusing brand; a lot of people think it is a development company, I know that and a construction company, so as we try to look at the website and do more outreach to groups that may not be familiar with MDC from history with it what is going to be the best way to (inaudible) the organization and talk about it.  Just to explain a little of this.  This is what is called the message matrix and we do this with a lot of clients that we work with where we come up with kind of the key overarching message and this is a little bit different from an elevator pitch.  It is a little bit shorter and hopefully these are messages that you can remember and say in conversations when you so interviews.  But they also are basic enough that you can have some eyes into the way that you speak and really think that people should memorize messages straight away exactly as they are written because it is more genuine and make it your own.  So the overarching message about what MDC was is MDC organization making downtown Meridian a thriving area with opportunities to live, work and play and then the three supporting messages underneath that had to do with who MDC really is and what it does; the vision for downtown and then redevelopment.  Those are (inaudible) based on the feedback from the meeting two plus years ago and that is what came out of the focus area.  So then what we do is take each of those supporting messages and develop things to support them as well.  Everything is in threes and psychologically it has been proven that it is easier to remember things in threes.  You know, row, row, row your boat.  (Inaudible) message development and they teach it – 
Lipschultz:  Disasters happen in threes.

Flynn:  There you go, celebrities deaths happen in threes.  Positive things, remember we want positive things.  The mixed message – when we began this not many people knew how to describe if you asked somebody on the street what does MDC do?  So, we can come up with this personal and professional discovery and reward trying to bring positive association with (inaudible) for downtown Meridian and you can make it what you want. You can discover business opportunity, you can discover development opportunity, so we played off of those themes of discovery and pioneering spirits and reference the past and so that is where a lot of this came from.  MDC is committed to the economic stimulation and development of downtown – its middle message serving as a catalyst and removing barriers and identifying target opportunities that can facilitate opportunities that MDC shouldn’t be (inaudible) doing all of these projects, they should be helping to chart the path for people – facilitation and bringing the right groups together and public partnerships is really the goal of the organization, not to get in the midst of it and actually execute all of it – bring people to the table and remove barriers with ACHD or something like that, but remove barriers as much as possible.  I think at this time that is where the word barrier came from.  Then on this page is about the vision and what is the vision for downtown?  I think with vision you have a mix of what is reality and what is aspirational and you try to meld the two so that you are saying something aspirational (inaudible) and think that that is not possible and so it has to be based on somewhat of a reality when you talk about vision.  So it is where people open the possibility and come to discover themselves, discover a new dining location and discover a new shop that they can peruse.  We have this concept of urban pioneers that we worked with a little, but then somewhat disregarded as we moved forward with destination downtown and the concept of urban pioneers is talking about that pioneering spirit, not that we have wagon wheels or anything like that, but if you are a small business and you are going to be in downtown Meridian, you have to be a little bit of pioneering, because there is a lot of opportunity there, but also risk and it isn’t as vibrant as other downtown’s maybe.  So people have the spirit of discovery and they want to be part of something on the Ground Floor and so that is where that came from.  Aspirational messages – you want to offer something unique and this kind of goes to what we saw in a lot of the livability components – sustainability, destination downtown where we don’t want (inaudible) boxes, we want something unique and (inaudible) downtown Nampa, downtown Boise and it has to be unique.  This opportunity on the Ground Floor, we used this messaging as we came up with name opportunities for that incubator space.  People (inaudible) the blank slate and (inaudible) Ground Floor and say there is nothing here.  You can be in and be a part of the future and so there is a positive message for that – (inaudible) messages for business owners.  Redevelopment message component has to do with a type of projects whether they are utilizing CDBG funds or façade improvement, what the focus is for redevelopment is on.  The left side message there by honoring heritage (inaudible) – there was a concern with long time business owners and we did see that come through in the destination downtown focus group meetings – was it Lila talking about we don’t want to get rid of these old homes, so how do you mix honoring heritage and staying true to that while driving the community forward?  So trying to develop (inaudible).  Setting a high standard for excellence in design – really is what is going round and round with the VRT and COMPASS project and what is going to be the best design to fit our downtown core and through strategic use of resources creating public and private partnerships – with all the conversations about what urban renewal districts should be doing across the state, this kind of speaks to that.  So this doesn’t exist anywhere on the website, but elements of this are in anything that we craft with MDC; going back to that urban pioneers at one point we were doing newsletters and going out and doing interviews with business owners and designating profiles on the newsletters and that can be some contact that we bring back to the forefront.  We can do away with the urban pioneer theme because we have this destination downtown brand and so your feedback on these types of messaging and whether they are on target or need to be adjusted to what has gone on in destination downtown will be helpful for us as we put together a marketing and PR.  
Escobar:  I see the words opportunity and discovery, possibility, professional and I think they all brand very well with downtown Meridian because it is still young enough that somebody who is aspirational wants to come in and they can be a leader and they are not stuck in a system that is already so engrossed that they would have to become a politician to become known in downtown Boise or something like that.  I really like the use of those words and would encourage that.

Flynn:  Opportunity, possibility, discovery – professional.  

(Inaudible discussion)

Escobar:  Ownership.  Take ownership of your city.  

Lipschultz:  From a branding perspective, I think one of your early points was does – if we are talking about somebody that is not really familiar with MDC.  I think it probably just sends a confusing message – I guess it sounds private, not public.  I think people have a better understanding of what urban renewal agency is – I don’t know how that all impacts the branding and what we could do differently.  Part of that leads into – I am a numbers guy, not a marketing guy, so just – I think if we look at this last year from a marketing perspective, I think, we had a lot of success in creating some energy around the master planning process and getting some community people involved in that whole process and there was success in that.  When I think about the opportunity of going forward in terms of what – so, how do we use this, what are the outcomes and how do we measure whether it was successful or not?  How do we – I think it has got to be pretty implied.  I think we are kind of at a point where we are going to be talking about the two bank buildings and other projects that we want to get going downtown and put together plans on how do we attract developers and how do we get some of these things going.  I think there is an implied dimension in this and how does it support those efforts in a real direct way?  
Flynn:  PR marketing overall?

Lipschultz:  Well, I think – okay so the first piece you develop the message.  So, we have got the message and now it is like what do we do with it? How do we – we talked a little bit about this when we went through this process because I was listening.  I was there – but you know where the target audience is, but the whole question where the vehicle is and if part of the message is targeted toward developers, then how do we get that message to them?  Again just the idea of I want to take all this work that we have done and how do we make something of it and create some results and what is the best way to do that?  

De Weerd:  I like the idea of keeping the destination downtown and elaborating on the opportunity of the Ground Floor and really launching it from that point canvas type of thing.  I do like the vision and I think you can drop off the urban pioneers and just plug in the destination downtown.  But those three boxes or those three areas still continue to be right on and with (inaudible) where we focus the messaging because you could center your opportunity downtown for (inaudible) developments, your community downtown for the prosperity committee in launching this entrepreneurial corridor or our workforce and my workforce for supervisory and council is kind of flushing out an idea for our mentoring center in the former city hall building to readily give energy and vision to the entrepreneurial corridor, but I think those three areas are (inaudible).
Flynn:  Going back to the question that you raised about how you track results in PR marketing and that is always kind of the million dollar question.  In this case, previously, I think the biggest visible sign of success has been our media.  So working through the traditional media relation role of the public relations practitioners which is getting stories in the Statesman, getting Channel 7 to come out to destination downtown and I will say that I don’t think that is the best way to PR marketing always because a business organization like this you want to drive leads, you want to drive opportunities and people contacting to you to look at the bank buildings, so I would think that is going to really help to be able to showcase that efforts are going towards something that moves MDC forward and it would be (inaudible) people signing up and visiting the website and downloading information on destination downtown or showing up to the meetings or sending email questions and do we (inaudible) generation tracking system and I think we really need to get the MDC website redone so the professional audiences like developers, like real estate brokers, like investors they can go some place.  My mind is the MDC formal site should be where there is public notification and where professionals that have money to invest go for the detail information and the destination downtown site is more for the workforce or the community to get engaged for downtown businesses to go.  So I think they can overlap but they serve two different clusters of audiences and they attract the results of engagement a little bit differently.  Right now from what I can tell on the MDC site there isn’t a very good lead absorption and inversion path on there – like I am interested in this, I fill out this form or the analytics on the backend can’t tell us that somebody has spent 10 minutes looking at the parking analysis study, we just don’t have that data.  Redoing the site so that we can get that (inaudible) focus (inaudible).  I don’t know where the budget wound up with that, but I do think there is an opportunity to do it very efficiently and at least change it; it may not be (inaudible) looking site, but I don’t think it has to be, I think it has to be more useful.  
Lipschultz:  So how does this work relate towards – I know we talked a lot about the strengths and weaknesses as we went through the whole process and I mean some of the strengths in terms of attracting new businesses and the retail side and the traffic counts and we talked about a lot of the restaurants that are already down here and how do we work in the positives that we already have in downtown Meridian to the messaging?  I mean these are more kind of global statements as opposed to real specific.

Flynn:  So what is the reality, what is actually happening?  Whether it is (inaudible) performance store and (inaudible) restaurants?   I think what we got tripped up with in the past and Mr. Bird I believe has highlighted this often and it was kind of confusing (inaudible) but how much can we focus and showcase individual successes of businesses and still – I don’t know all the legal or ethical ramifications but there was a concern that any time MDC does something from a PR marketing standpoint it needs to stay broad.  It needs to talk about a district or a cluster of businesses or (inaudible) and we couldn’t say look how great Flatbread is doing or Pie Hole is doing and share this – or a dinner that the Press Room is doing --

De Weerd:  But could you do something on the website in a dynamic section where it is constantly changing contact that those businesses submit what is up in downtown type of a thing that we don’t necessarily do but it is kind of that public bulleting board that they could do and maybe ours is for the vehicle to push that information out and post it, but because it is dynamic and ever changing you can kind meet the general terms of what the MDC does, but this is the bulleting board that says we go out and say Flatbread and put together a little release together that we can post on our bulleting board, Corkscrews can talk about their wine for the world and have Pie Hole talk about their first six months in business, Epi’s the long term restaurant that is still doing good and their recession proof.  There are opportunities there and I think there is probably a way that we can maneuver around that.

Jensen:  Open to all businesses type of a thing?

De Weerd:  Yeah, and we set some parameters that it has to be unique; it can’t be something that you do on a daily basis – you may still get the tattoo guy still wanting to – there is nothing wrong with tattoo guys, but it is not really that business that landed downtown that I was really excited about.  Even though he is very qualified.  

Flynn:  I think we could do that (inaudible) content and having profiles of urban pioneers we did go around and shoot photos, the Busted Shovel and talk about what they do and we can definitely go back down that route and create content because I think waiting for traditional media to tell Meridian’s story isn’t the way to do it, but if we are more obedient in content for the website or putting together a monthly newsletter again that has that content and drives people, I think what you were saying setting those parameters up and reaching out to the businesses and I would assume it is the whole URA or if you want to just start downtown and what we consider old town or that downtown core.
De Weerd:  I would do that first.  Just get that in writing first.

Flynn:  Eventually I think it would be great to be able to have almost like window decals or seals or something that identifies destination downtown champions and kind of have this unifying theme around people being involved so they can –

De Weerd:  Kind of off topic but I think one of the things that would help our downtown businesses and we tried to capture this a little bit in this document that Anna worked on, there is going to be two opportunities and one is when the split corridor phase 2 comes in, how to survive during a construction project.  I think this is going to be a real difficult time and as you are doing stuff on Meridian Road, Main Street is going to be one of those congested only thru areas and we need to figure out – get tools to our businesses on how to survive doing that, but also how to take advantage of it and being a destination business.  So finding that training that can talk to them about that too destination business and how to market themselves and I love that idea of a destination decal because it really is how to transition that mindset that is being a business downtown to being a too destination business and capturing those trips that are going by type of idea.  So again, giving value to our URD businesses and trying to just provide tools, not specific to any business so you can pass the test on that.

Lipschultz: Since we don’t have a DBA right now, maybe you guys hosting a brown bag lunch with the downtown businesses. 

De Weerd:  Maybe Gwen can come up with some ideas using the Ground Floor. 

Flynn:  (Inaudible) City of Boise contacted us because (inaudible) doing a seminar educations for all of their artists and so we are doing social media for artists (inaudible).  Kind of like the Mayor was saying – educational seminars they are valued ads – (inaudible) and that is valued ad for our PR as well as for this free educational seminars that all of us could probably contribute something to or we could program something with Gwen and I am sure as a tribute to do something about websites, so you can sort of leverage the knowledge within the urban area and then also what we have on the board.

De Weerd:  Well and we could even use our Parks and Recreational flyer and distribution to put in a box or brown bag opportunities at the Ground Floor or even at our community center to tie more to our programs, but to launch such a series.  Our publications – I don’t know if it is quarterly or three times a year.  I think it is winter, summer and fall.  

Escobar:  If we had this website where the community then gets involved and posts events and things of that nature and if we can get that so that they are aware of it and they start using it we now also have a great opportunity for downtown event calendar.  To be able to track that – a Google calendar application that downtown businesses can access and do events.  

(Speaker unknown):  There is one on the unwired city portal (inaudible) updates and so we are kind of – Matt Wheeler (inaudible) and put that into the MDC website as well.

Escobar:  The trick is to get these businesses to even know that that is there and get them to do something with it.

Flynn:  I would love to think that (inaudible) Ben was at one of our meetings (inaudible) and kind of assigned as journalist for MDC so that he can set it up at this time, every time, every month he is contacting groups and businesses and trying to get that information in and we can put something together to utilize the mailing list that Ashley has and send out an introduction letter about this is what we are doing, this is who our contacts are, we want to help you be successful, but again I always feel I have to tread lightly with the urban renewal district and what we can and can’t do.  So I am not sure who would need to see that first so that we are not –
Lipschultz:  Obviously I would refer to Todd on this, but as long as we are not flagrantly out spending money to support one business –if we are doing things that are for the better benefit of all downtown, I think we have got some –

De Weerd:  Under that umbrella of what is up downtown?  Creating the energy and the buzz and I think one of the measurements at the marketing success – I was somewhere and someone came up to me and said we (inaudible) when you have the kind of energy and activity that you have in your downtown and I am thinking, what?  What do we have going on in our downtown and it’s just because there is constantly something in the news or on the TV. and there was and there still continues to be a good buzz about Meridian’s downtown even though we have nothing going on, people really do think we have amazing energy and so that is a real sign of success.
Escobar:  Well, we do have some things going on.  We have the music now and we have the wine tasting at Corkscrews and we have Meridian Business Day and all that stuff is getting –

Lipschultz:  So how do we leverage that?  What I would like us to do is get real targeted this year and if we have the right marketing materials then we can identify – let’s say it’s restaurants and retail and they are successful in other downtowns or they are successful in downtown Boise businesses and specifically target them to create second locations for downtown Meridian – just again, the whole marketing effort, how do we build on the successes that Jim is talking about and the work that we have done to date, destination downtown and the general perception that Tammy was talking about and everything and while it is still hot, let’s figure out some way to target this and make something happen.  
De Weerd:  In addition to the brown bag opportunity at the Ground Floor, also if we could work with property owners and maybe this is an Ashley thing in kind of quarterly or twice a year type of thing and assure what buy in will be – is that twice a year or every year?  I just don’t get it.  But, if we could meet with them and say what is the interest of your properties and how can we help you and what do you have available and Gary Benoit has that restaurant area and does he just waive something so he could market that better and I haven’t heard any updates on whether the restaurant is coming or not but those are the things that we need to have greater awareness and what is available downtown and it would help with our Ground Floor as well and (inaudible) then what do you do with them after that and have to have a better idea of what is available.  Another thing that I saw that a different downtown is they used a vacant storefront windows as an art exhibit and they changed it every month.  So people were coming downtown to see what the next storefront was going to show and it was almost your outdoor gallery as you walked down the street with a revolving art exhibit and it is how you can market that retail or office space and get people going by there, but also get people visible downtown and walking around and frequenting your other shops.  

Pipal:  If we had several storefronts that did that maybe we could get a traveling vendor to come down like on a Saturday in conjunction with one of those places because the library coffee house is a little bit far away.  Even offer to them, say if you have a catering ability come down and this will be part of what is going on in the Saturday market or something or bring their mobile espresso machine.

De Weerd:  I want a mobile espresso machine in my lobby and I can’t get anyone to do it for free.  You could do it for free – (inaudible).  
Lipschultz:  Just for the record Commissioner Pipal joined us approximately 9:50 a.m. and Counsel Lakey approximately 9:30 a.m.  I think you made a real good point earlier too that there is a piece that is supporting our current businesses but I think there is another piece identifying who the downtown landlords are, like Gary and maybe some proactive goal in getting them together so it is not just us trying to attract businesses downtown, it is to their benefit to do that and so how do we make sure all their efforts are aligned and ways that we can support them in doing that.  What do they see as the barriers?

Escobar:  I just like the idea of go find the businesses in downtown Boise and other downtown areas that are going to be expanding into a new location – the economy is starting to pick up and when you think about that and you show them the numbers of what Flatbread does and you just put no name restaurant but this is a real restaurant downtown and that is going to go to anybody of a business mind is going to be attractive.  

Lipschultz:  I don’t know if this is a marketing piece but we could send those downtown businesses in other areas that talk about some of the success stories and the traffic counts and how many people visit downtown every day and those kinds of things.

De Weerd:  Even anything, Gino’s even though it is not downtown, they are a huge story in the restaurant chatter because people are saying can you believe – you have a restaurant in the middle of suburbia in nowhere and he is having success that is unbelievable and in fact he still can’t believe it and Epi’s surviving this and Flatbread, those are the stories that can really draw – Chandler’s is building (inaudible) and Asian Bistro and it is because of the success of Gino’s that he said I have got to get over to Meridian and be a part of that.  So it is out there, we need to figure out how to better capitalize on that to show opportunities downtown.  So yeah, telling Flatbread’s story is going to be a good one.

Escobar:  Could you target Asian or sushi?

De Weerd:  That one down there next to Rite Aid – that have only take out and we waited in line for take out and we love that place, but no one wants to eat there or sit in there, but you will go and pick up your food in there.  

(Inaudible discussion)

De Weerd:  They are right there next to Subway.  They are constantly having the buy out and then there is Vienna’s.  

Flynn:  From my perspective everything is scaled back and so to try and focus best efforts – do you have priorities for a PR marketing perspective verses (inaudible) great ideas and put a plan together (inaudible).  Because there is also destination downtown and maintaining that site and trying to content up and we struggled a little bit in trying to get content out of the meetings to keep that site vibrant and updated, should our efforts go to really pulling out these great stories from the existing businesses and showcasing that across the platforms?  Should it go towards developing marketing material to pursue businesses to come down, so there is a lot of things we can go towards. Really harassing Joe Estrella to do more stories and there is a lot of different areas –
De Weerd:  I have some (inaudible).  I would almost say put together a list and say you can pick 30 of these and you can give us some idea of what the parameters are within the budget.

Pipal:  I would suggest that within existing resources and we look at those things that can leverage additional interests and I laughed when you said you had trouble getting content out of our meetings for destination downtown and we are sort of grappling with the administrative side of that and that is not what you need.  So I would say let’s leverage the things that we already have.  Even though Gino’s isn’t downtown, their success has created an interest and has kind of gotten out by itself and if we used our fees too to leverage that for some of the things that are happening – if we do launch something like the window art that is kind of a lower cost as long as we have got spaces readily accessible.  But leverage some of those things that are good and say how can we use these things that are already going to try and attract people because I think the opportunities will present themselves to do additional things and lend themselves.  If we try to do too many new things, we may miss the things for those people that have already put those investments in downtown and some of the activities that are already going on.  We have to keep that vibrant image that you were talking about when I first walked in – people think there is stuff going on so we have to use stuff that is really tangible, not oh come down because we are going to do something, come down and see what is already happening.  

Flynn:  What I was thinking that everything that we present (inaudible) in those four categories in destination downtown, like for instance, Meridian’s award for best places for families – (inaudible) and we talked about that as livability and every story that we try and showcase is a sustainability aspects and we try to mirror everything that came out of destination downtown action and that way we keep the attraction.

De Weerd:  And I would say we can’t have two different website, we have to either go with destination downtown or MDC –

Ford:  I agree.

De Weerd:  -- and I think if we want to brand destination downtown, MDC doesn’t have to be the brand, that is not what it is all about.  It is downtown and so I guess this Board needs to decide – the first question that came out of Jessica’s mouth is what are we going to brand?  Are we branding MDC and everyone thinks this is a development company or do we really focus on destination downtown?  And we need to focus on destination downtown.  That is the vision that is publicly participated engaged vision for our downtown.  

Pipal:  I think we just sort of need some kind of a gateway that calls attention to funding and administration the important things that have actually served us well and that we are very visible.  We are very open in all of the things that we do and they are available – the transparency and as long as there is some kind of little gateway right there that calls people’s attention here is this going on, how are we funded?  Who is responsible or (inaudible) something that sounds better, but something that is right on the front page that just kind of draws people in so they can go find the information that they need.  Maybe it is just a little icon when you move your mouse over and it brings up budget, finance and brings up a list, even though it is not on the front page – but brings up a list of important things that we need for transparency.

De Weerd:  We need some sort of link when you click on MDC or Meridian Development Corporation it gets you to one place, where destination downtown gets you to another place, but having two different things to maintain –

Flynn:  Based on how we redid the destination downtown site and to try and go back in and (inaudible) down to MDC under it may be a little bit difficult, but if you want us to talk to the developer that did that site, we could maybe fold in another page.  Like that is still the main portal, but maybe your URL (inaudible) still Meridian Development Corporation, you don’t promote it, but still click through (inaudible) destination downtown to get it and the look and feel are the same, but that is still that portal of transparency on it.  I can talk to them about it, I just didn’t know if “a”, you wanted to work more on the website, which I feel is extremely important and “b” if we need to get bids on it or what is the direction or how to redo those sites?  
De Weerd:  Bring a cost back.  Ashley should bring a cost back.

Flynn:  I think the line is $2,000 in the budget.  Whether you want to spend that or not.

Lipschultz:  I am not sure we need to spend that much.  I think we should get local companies and get a couple proposals.

De Weerd:  I will tell you that we have focused a lot of dynamic and current content on our city website and we still have things that we could improve on that, but we get a lot of visits to our city website and it is because we constantly keep it dynamic and that is important.  That will definitely help create that energy and continue the buzz and be a value whether its for your businesses, your incubator, your development opportunities or what have you, but these could be all the focus areas.  

Lipschultz:  I am think what I am hearing in terms of – well, you know we want to do everything – we do want to build on what we have already done and apply to the extent of working with Gwen and how do we get a direct marketing strategy for the Ground Floor and do things for our businesses, the split corridor project and how do we attract current businesses in other downtowns?  But, maybe and I don’t know if you have heard enough to kind of give you a direction, maybe if you came back to us with say an annual plan that says here is kind of what the main action steps and this is kind of how you see the priorities for the first quarter, second quarter and then if that came back to the Board and give you some feedback if we saw the priority a little bit different.

De Weerd:  Kind of the have to parts of that marketing strategy, but then maybe where some add on opportunity exists and then we can say yeah, you can only choose two of 20 and if you want more than that, it is this cost.

Flynn:  We will come back at the next meeting with a two pager that details kind of the ongoing have too, whether that is the newsletter, publications, newsletters on VRT and COMPASS of the have too’s and then we will come up with initiatives that divide out the quarter and (inaudible), whether it is the urban market or the brown bag lunches or something like that.  Have to be realistic.  

De Weerd:  Do you do the public noticing?

Flynn:  Via the e-marketing, not the postings here, but we send out through our mail champion, we send out that emails on Friday before the meetings.  

De Weerd:  I would really like the rotating window art exhibits.  I think that that would be cool.

Flynn:  We know some of the people that are doing that in the Aspen wall space and I sit on the board for the artists in downtown Boise, so we do know a lot of people that have done that in other areas and have been successful and work on making that a possibility.

Lipschultz:  We should keep moving.  We are running out of time.  Old item f was Boise Hawks and I guess as an update, Ashley and I met with the Boise Hawks last week and I know Brenda Sherwood has had some conversations with them as well.  Kind of where they are at is they just want to communicate a yes or no as soon as possible so they can see where they are at.  My conversation was their first choice of location was Meridian off of the freeway, second choice, Meridian downtown and then third choice in Boise.  The big challenges with the project especially from a downtown perspective are that they are looking at a stadium that would be about 5,000 seats and would require about 1,500 or 1,600 parking spaces and the big challenge is about the $20 million and that is a tough project trying to figure out how to make the numbers work because 5,000 seats there is always going to be a 38 game short season team; potentially you could do a design that you could add more seats onto if down the road if we have a triple a long season team, but I think that is certainly something that could be a possibility down the line.  Then there is also the challenge of and no guarantee that Chicago Cubs – they are committed the next two years, but after that the team could move to another city and we could be sitting here with an empty stadium.  The Hawks project 160 events per year.  In that is everything from potentially a minor league soccer team to – I think there would be some interest in that potentially, but then to get to 160 they looked at things like high school – a lot of things that are nice, but they don’t really generate any revenue; again trying to think about how to fund this $15 to $20 million project.  So, that is the biggest obstacle.  Their current situation they own the stadium, but the stadium is on county land in Garden City and they have a – as you may remember last year, they presented us with their early numbers and it looked like at that time about a $750,000 gap per year in cost to claim the project, which obviously kind of beyond what we would be able to do.  One of the big challenges from an urban renewal perspective is that they don’t want to own the stadium, they would like a public entity to own the stadium and they would operate the stadium and so it wouldn’t generate any tax dollars.  So as kind of a classic urban renewal project if you put $20 million in that $20 million would generate $300,000 per year in property tax, which in turn would go to repay that investment to go on and take care or start investing other projects.  Here you would kind of have the debt service in the project and you wouldn’t have any tax revenues to help fund it.
Pipal:  Maybe they would be open to do something similar to what they have now which is the ground owned by a public entity and then the facility owned by --?

Lipschultz:  My sense is they don’t want to be on the hook for $15 or $20 million.  Whether they have the ability or not, I don’t know – (inaudible) but my sense is they would like a public entity to step up to the plate and build the stadium and then they would lease or enter into some type of agreement and operate (inaudible).  So they would make some money off of ticket sales, concessions and those sort of things.  From a funding perspective it is a tough deal.  Our next planned step was Ashley is going to get together with Brenda and talk a little bit about the conversations the city has had so far just to make sure we are all on the same page.  The base challenge is the funding.  I don’t know how MDC could do it and I am not sure about the city getting involved in that, but it would be difficult.  

De Weerd:  I have been very upfront with them from the beginning and they know –

Lipschultz:  That is what they said is that Tammy has told us from Meridian we pay as we go.  

De Weerd:  And I think they would like at least the public to say whether they would support something or not.  I can’t see the city with what other needs might be out there, we won’t go out and do it on those things, so I can’t understand why we would do it on this.  So, I don’t know.  I told them it is probably not going to be the city.  If it had to be someone, it would be the urban renewal district because it would be a downtown thing and it will always be the chicken and the egg and who is going to do it and it is not going to be the city.

Lipschultz:  The problem is there is like a $700,000 to $800,000 – 
Pipal:  I am kind of curious because at my new capacity at CH2M Hill, everyone is buzzing about the Meridian energy because it is one of the few projects left in the state that is substantial enough for a large firm like mine to go after.  I am trying (inaudible) some of that notion because there is a lot of work out there, you just have to be willing to go to Fremont County to get it.  But sitting there looking at that and the engineers keep looking at the Meridian interchange – onramps, off ramps, bridge pedestrian access.  But really what we have is you have to look at it in terms of the fact that it splits our community – the interstate splits our community.  That interchange is a critical literally bridge to some important parts of what is going to generate interest in being in Meridian.  Those are already magnet businesses over there.  They have parking issues and if more development occurs on that side, they are not going to be able to support that.  So there are the parking opportunities.  I know that people are still trying to cross the interchange, but the reality is we should be able to put in a pedestrian bridge between the Waltman project and the stuff that kids are doing.  Get them completely off of that structure that is built for cars, trucks; it is built for vehicles.  It is not built for pedestrians and bicycles.  The other thing is that the state tax anticipation revenue mechanism is perfect because that is within a quarter mile of the interchange and is a perfect opportunity for someone who needs an infrastructure and maybe work with the city, not to just band aid that thing, but to get really a project that builds an interchange for the future and not just one that is well, yeah, we can run all of these different links under the bridges and we can make it work for now (inaudible) spending millions of dollars doing it, but I think that if maybe what we do instead of looking at it in terms of the one tenant or the one potential customer, we should look at that as do the southern section of our urban renewal district integrate or transition into that part and really look at it in terms of a bigger footprint than just here is the interchange and here is a potential site for one client and if we look at it that way and we start to talk to our partners about it, perhaps there is something that comes out of it that would generate interest and maybe the Hawks would say, that sounds pretty good and they would find some other partners who may want to come in.  But, I think the bottom line is we need to look at what potential is out there and try and maximize that and not focus so much on somebody that it sounds like more of an impasse from what you just described.  So let’s go forward, let’s not exclude them but let’s bring them along in the bigger picture and go look for private investment dollars because the bottom line is if we do not get private investment dollars into our urban renewal district, we will not have done what we have set out to do.  
De Weerd:  I think that the Boise Hawks, we took it to Chicago – Brenda met with contacts associated with the Chicago Cubs and the model as it was was underwhelming – so I don’t know if – maybe what Julie just said is a good idea in seeing how you can tie two sides of I-84 together and that entertainment of idea; I don’t know about the pedestrian bridge because that is going to be a lot of money, but how to even connect it once you do get a rebuild interchange connected through the sandman property over to Roaring Springs and Wahooz and that sort of thing and come up with a conceptual plan that can tie those two areas together into something bigger and then you might be able to help expand their vision or model into something that has an add on opportunities.  People are looking at this (inaudible) venue opportunities for potential developments and investment but you do have to be able to show them something different.  But that is a good idea.

Ford:  They did say in the meeting with us that they were meeting with a group of private developers and there was a plan out there; I don’t know if the city has seen the plan.

De Weerd:  No, but we have known about it.  Haven’t seen it.

Escobar:  Do they have any skin in the game in the proposal because it sounds like there is none in what they are asking for?

Lipschultz:  Not the first proposal that we saw.

Ford:  Not that we are aware of.

Lipschultz:  Again, we are not clear on all of the specifics.

De Weerd:  I think that is the underwhelming part and they are looking for a handout and I told them they wouldn’t get a handout in Meridian.  

Escobar:  The partnerships are win, win if they want to come in and partner with the city or MDC it has got to both ways.

Pipal:  So are they just thinking that if they come they will bring business (inaudible).  Is that kind of the --?

Lipschultz:  Yeah and that is what they are saying that this is going to be a catalysts and development that is going to generate all of these tax dollars.

Pipal:  It doesn’t even meet, I think, the basic premise of what we are trying to do here.  They should be coming to us with an investment and we should say oh well – if they say well we can get this part and then you can do the parking structure and then say well here you are making a $20 million investment or the pedestrian bridge and if you can get us tied to that, we will do all of the parking stuff – you get us tied to that and find a way to fund the $2 million pedestrian bridge or whatever it is and then we will bring our thing here and then we have something that is tangible that we get to keep, but it is infrastructure based and not something that (inaudible) our money out as they leave.
Lipschultz:  I agree.  I think Boise is still trying to put something together for them.

De Weerd:  Well, they have every opportunity to use their taxpayer dollars for it, too.

Pipal:  Or just plan (inaudible) do anything.  

Lipschultz:  Anyway that is the latest on that.  

Pipal:  I was trying to think how we could Jump Simplot on this side of Meridian as that would be better.

Lipschultz:  I sent a note to Brenda, you know at least a piece of the Jump project museum and the Whole Foods would be an awful good fit in Meridian.

De Weerd:  We are very friendly.  

Pipal:  Yeah, the Whole Foods right off of the interstate.

Lipschultz:  Split corridor phase 2 – (inaudible) good ideas that the Mayor had brought up before about how do we support our downtown businesses as we go through that and is really going to be a key thing.  

De Weerd:  We would work with Shelly in trying to pull some of that together too.  

Lipschultz:  Any questions on that?

Escobar:  Is there a construction schedule for duration of the split corridor phase 2 and how long it is going to take and to expedite that as a potential support to downtown businesses?  The quicker you can get it done, the less time the roads are congested.  Just a thought out there.

De Weerd:  Certainly as ACHD has been out staking what the corridor looks like, it has started to raise the hairs on the backs of people’s necks and what are you guys doing to us with one ways – and discussion starts creeping back in – just build it and get the dang thing over with.  

(Inaudible discussion)

De Weerd:  Very few are loosing their yard.  That is the problem with construction projects.  By the time you finally get them you have this next generation of people that didn’t even know it was happening or they knew it but they felt like it was thrust on them because they weren’t part of the process and every opportunity and of course because there was no cost of taking out Cherry Lane Plaza and the Albertson’s, etcetera, they think that we take the more expensive option and that is just not true.  But the numbers don’t show that because they didn’t want to put those numbers in there and so there is a lot of – the sooner it can be built the better in every way.
Lipschultz:  There is a timeline for that and we can dig that out and get that back to the Board.

Escobar:  It would be nice to be a little bit informed on it because I get questions all of the time and I feel very much in the dark.  

De Weerd:  We put together a packet, Ashley and contact Robert in my office and put together a packet for (inaudible) with a lot of historical data and how it came to be and all of that stuff and that might help.

Ford:  Okay, thank you.  

De Weerd:  What might be helpful to the Board is once we get through this list, we can almost have a notebook with the different sections with supporting materials so if Jim gets a question from a person he can just go to his binder and find the tab and say this is what the plan is and this is where we are at and any timelines that we can put into our binders, I find that very helpful.

Ford:  I was planning on trying to do that definitely for myself, but I think that would be really great for the Board to have as well.

De Weerd:  That is the whole idea because I can’t find anything –

Flynn:  We established a base camp project management account that we are going to introduce to the Board once we get it all together and it is kind of an (inaudible) of the project management being able to access files and timelines, but we just weren’t sure if anyone person would find that useful to be stored online somewhere to be able to check in and have access or (inaudible), but it was definitely more friendly.

Lipschultz:  I agree we are doing that with the COMPASS VRT project where Erstad set up and it is like all of the files are plugged into the same place and see the meetings held and see everything. If we had (inaudible) things and one be a notebook and each of those sections – so if you were diving into the split corridor project you would go to that basic camp project –
De Weerd:  So then you don’t need the binder this thick –

Ford:  I was just warned coming into this position that there were a couple of Board members that preferred paper verse electronic and so that was part of the discussion today of what I wanted to kind of see what preferences were as well and how people use information and what is most helpful because I realize we have a generational gap as well too.

De Weerd:  Well you might add to the base camp and then you update summary sheet and we have the binder with the summary sheet and if they want further information they can go into the online part.

Pipal:  I think it is important because when we are out and about a half inch binder with some tabs or even something that I can carry with me because I don’t always have my laptop with me; just flip it open and get all of the information that I need and that is not necessarily a style thing that is just a practicality and I just don’t have access – or even if I decide I want to look it up on my phone, to try and show it somebody else it is not practical.  Work on maybe with the city getting some kind of contract arrangement for us and we could buy them ourselves at a discount.  

Lipschultz:  Are you up for a two minute break?  Okay.

(RECESS)
Lipschultz:  The second item g, is now the new g.  MDC relationships – the only thing I was thinking here as I wrote this down the idea of how do we make sure everybody’s efforts are aligned in terms of what we are doing because – make sure that we are communicating effectively and that our efforts are aligned with what is happening at the city level and even beyond the city and how we are leveraging other relationships whether it is the Chamber of Commerce – we have talked about that a little bit in the past and other things that are happening as well as other external customers like downtown businesses and just wanted to get ideas on how can we communicate more effectively.  One of the things toward that end, I know (inaudible) like Gwen joining us one meeting a month to just stay on top of what we are doing and Ashley I know is going to meet with Brenda and try and foster that relationship just to make sure that all of our efforts are in sync.  But I am open to other ideas on the communication standpoint.  
De Weerd:  I think the city has most of the community members, steering committees are mostly city staff, unfortunately – I think it should be more community members than necessarily city staff, but do that to really stay engaged on the process and maybe be drivers – I don’t know.  Definitely need to have better Chamber engagement.  I am really disappointed in that, but that is where steering committee chairs can look for opportunities for engagement on various committees that the Chamber has transportation task force or committee; they had an economic development one; government affairs –
Ford:  I am getting all of the updates for those meetings.  I am hoping in the next month – I might have a couple of standing meetings that interfere with those, but those are going by the wayside and hope that I can start going to those as often as possible and sitting in on behalf of MDC and being a part of the Chamber that way.

De Weerd:  At least looking for ways to better engage that.  I look at the urban renewal district in Eagle and it is their Chamber of Commerce and so there is very much a disconnect.

Escobar:  Is there history there as to why that is in Meridian?  Why that lacks that relationship?  

De Weerd:  I don’t know.  

Ford:  Well, even if there is we will figure that out and we will move forward.  One of the big questions that I had even in our interviews for project manager and I have asked Brenda this question as well is are we working with BVEP in anyway and I realize that there has been a lot of contention in BVEP leadership over there and maybe this is the opportune time maybe for MDC to start to foster that relationship and so we are working in concert with one another, not at odds.  So I don’t know what the political field is for that, but it is I think a question that needs to be asked and what is the flavor.

De Weerd:  I think it is in to establish a relationship not just with executive director but to see if you can also be a friend of the board and get an overview and also give discussion points on where involvement is desired and required to the board.

Escobar:  What is BVEP?

Ford:  Boise Valley Economic Partnership.  I just finishing up their first five year term and they had funding in place from a lot of investments and some cities as well and other government agencies just for economic development of the valley.  There is a lot of mixed opinions about the effectiveness of BVEP.  But it looks like they are probably going to get funded to some degree and I think they are asking for the next three years, I think.  Probably not the $5 million, but definitely maybe some funding and there is a new executive director that has come into play in the last couple of months and that what I understand is he has a lot of vision and so knowing that there is a lot of change happening at this time and knowing that Brenda is on board now, I think it is just a really good opportunity to sit down and start beginning to establish that relationship and making sure that we are not working at cross purposes with one another.  
Lipschultz:  Okay, we will move onto h.  We own the two bank buildings at Broadway and Main and I think what I would like to do is – we need to start thinking through what is our strategy for those buildings and does it make sense to do something short term or something that could be in here that could bring some activity downtown while we wait for a bigger project or –

Ford:  I do have an initial question and I am going through some of the information that was given to me by Shaun.  There is a lot line adjustment that appears to be crafted by our surveyor between the Bank of the Cascades between the old building and the new building and I am not sure – supposedly I am supposed to submit this to the city – but the city is unclear as to why we are doing this and I am unclear as to why we are doing this and so was wondering if in this conversation we could talk about that and what the intent is at this point because I am not finding much in the records.

De Weerd:  Probably need to talk to Craig.

Ford:  Okay.  

Escobar:  Pete Friedman had brought that up to Shaun in a meeting about two months ago about hey don’t forget about the lot line adjustment and I think Shaun reactivated it after that.  

Ford:  And Pete kind of questioned me as to why we are doing it; he was part of my conversation with him and Anna.  That was part of my investigation in talking with the city.

Lipschultz:  Craig or call Shaun too and see if he remembers.

Ford:  Okay, hopefully Shaun will be back soon and talk through some of that.  But I just wanted to make sure that I wasn’t being the hold up for something that was pretty important to this Board in moving forward.
Lipschultz:  Since none of us know what it is you aren’t holding me up from anything.

Ford:  Okay.  So, sorry just wanted to ask that question before we got too far into the conversation.
Lipschultz:  And we will find out that strategy and don’t have an answer today, but sometimes I just want everybody to start thinking – we have got those two buildings and we have got a vision at some point to (inaudible) project on that whole block and I don’t know – I am not sure how realistic that is or what it would look like.  

De Weerd:  I think probably down the road when the economy has a little bit more optimism to it – and what is the short term and what is the long term?  Certainly we know what the long term is, but what is the short term?  That would be the same with the old city hall building right now and what we are exploring as far as an entrepreneur, mentor co op project.  

Ford:  Do we have somebody actively marketing these buildings at this point and time, just even to get some leases in for the short term.  I am not aware of what that looks like at this point.

Lipschultz:  We haven’t marketed that – I am not sure if it is totally thought through. If there is a short term answer about leasing them for a year or two or whatever and what would make sense to do and competing with other downtown landlords if that was the intent or if that would be the right direction.

De Weerd:  And maybe it is an extension of the Ground Floor when Gwen finds a lot of need for meeting space – it is that.  It is meeting space after hours that drives people downtown and again it is more of that traffic thing.  

Jensen:  For those that kind of want space down there, but want more private space – aren’t there a lot office space in the in the Bank of the Cascades building?
Ford:  Yes.

Jensen:  They could possibly use that as an extension (inaudible).

De Weerd:  That is better open meeting space than the bank building.  The bank building has little rooms as well.  I guess I was thinking of it more as a meeting room – because you don’t want to compete with the downtown and maybe it is helping the market of the indoor facility for crafters for the week events.  It is something that can help direct traffic downtown until a larger project can come in.  

Lipschultz:  We need to come up with some ideas and kind of have a plan. I hate to get into heating and cleaning and doing stuff to the building unless we really have an understanding – you know, just for an occasional meeting – don’t necessarily have to – we need to over this next 90 days kind of think through if there is kind of a short term opportunity that would make some sense. 

De Weerd:  Or it is part of that marketing (inaudible) just that booth space (inaudible).

Lipschultz:  Since it is a priority we need to go back to destination downtown.  We moved that up in our agenda since Ms. Pipal is here.  So, again, in terms of kind of keeping this going we talked a little bit about – we need to get the brochures printed out and the Mayor’s report – that she is going to distribute.  Just wanted to zone in on other kind of 90 day steps of things that we need to get done and support and what direction do we want to give Ashley in terms of things that she could be doing and in terms of what Red Sky could be doing to help support the effort.

Ford:  And knowing that next week is a meeting and not really understanding my role in this at this point in how to effectively step in and be a part of that meeting, I am certainly looking for some assistance, especially in getting prepped for that.  It is my understanding that the committee chairs lead a good portion of this, but again, I don’t know if that is the direction we want to continue taking, is that being effective, is that working for the leaders?  I need some feedback and some guidance in how to insert myself into the process and to be helpful.  

De Weerd:  (Inaudible) in being maybe another marketing opportunity is to -- the idea that downtown and involvement should only be for downtown business owners.  Our whole community should be invested in downtown.  The downtown is an investment of time for every business owner and citizen to have a healthy core.  So it is trying to open up the idea of to be involved in downtown, you don’t have to have a business or a property or live there.  A healthy downtown is essential to a healthy community. Maybe that can help bring people to these steering committees that are really the implementation and our arm of destination downtown.  So we need energy and vision and interest and all of that in these different areas.
Lipschultz:  I totally agree and we talked about this a little bit that we have got this kind of untapped resource of 70,000 stakeholders and if we could just get 20 or 30 of them involved and more engaged at a deeper level.

Pipal:  I have thought a lot about transportation and as we get into mobility it really is about projects and transportation and we talk about a lot of things, but the public doesn’t really get involved until you have an actual we are going to do something phase.  In fact we in the transportation industry have trained people to do that.  We don’t teach them that they need to find out when they buy a house – businesses are a little more savvy about it, but we wait and we do all this stuff – agencies do it all internally and when they are done analyzing then they put projects out and that is when we engage the public.  So I think what we – from the mobility standpoint, what I would like to see happen is – I need to talk to Caleb about that overlay that has all of the -- for the urban renewal district how it fits in with other plans so that we can identify the gaps and align that with the master plan and say which projects are we going to do and then put that list of projects through Jessica and the website so that we can start to get some – even though they prioritize them through the workshops – priorities are different when we look at not just the funding, feasibility and what is already being done. Some of those things are already being done by other entities, but there are gaps in sidewalks or gaps in by plains and that is where we can really come in with a little bit of investment taking those things and it should also be integrated to each of the other groups in terms of what they want to see happen because we need to know what kind of traffic are you trying to generate and what is needed for those projects – if you need people to ride their bicycles we better have the projects up front that can lend themselves so we can bring those forward.  So we have got to get the transportation to the projects phase.  I think some of that is going to have to be driven by city staff, myself, ACHD and we are going to have to decide where are the gaps and how do we drive those and then talk to each of the three others so that we can see how they fit and actually have a list of projects and have them on the agenda – have a presentation and this is what it would do and then have them on the website to get people who have an interest.  Then we will know and Ashley can help here and know well we want pedestrian access and actually related to the community center not parks and go to a couple of elementary schools and give letters to the presidents of the PTA that say here is a project that we are working on and if you have kids that are walking to the bus stop or this park so we can identify a simple statement to get people engaged because the planning phase of it is really boring.
De Weerd:  I guess I will speak to ACHD and the city.  We look at corridors and systems that connect.  The MDC steering committee, mobility steering committee is going to have to look at a 10 foot level instead of a 30,000 foot level that we start looking at.  We probably look at from maybe the 10,000 foot level and ACHD is at the 30,000 foot level, but the mobility steering committee is going to have to be that on the street level type of connecting – another entity I suggest you try and get involved on your steering committee is Meridian Elementary.  That will help with the pathway connection and the safe routes to school, but we have the master pathways plan, we have our transportation task force and the public could use a representative from downtown specific thinking mindset instead of city wide because again we are really focused city wide and see how we can better connect the two.  We are not at the (inaudible) micro level on those things and that is what this group is going to have to do.  

Pipal:  Well, that is what I am talking about in taking it down to that level to the gaps.  Because ACHD’s plan is to look at Pine and as they are looking at Pine as a place to put paths, then we need to look at that in terms of what is going on in downtown and what you guys are coming up with in terms of other projects and the current bike path system that they are thinking of putting in – it doesn’t have that micro level to it, so that is where we have to take it, pull it down and say what does this mean to the projects that we are looking at in downtown Meridian?  That is why I wanted the overlay for us so that we could look at all of those things that they are doing and say what does that mean on the ground and re-slot those projects that are set or the priorities that were put forth in the master plan and how we actually take those into something that can actually be implemented and that is what – (inaudible) that is the whole what are we going to do with the plan because the biggest – I think that is the biggest potential downfall for us to just say oh isn’t that a nice plan and we all kind of worked on it for a while and then we put it on a shelf.
De Weerd:  Well, I think in looking at things in terms of bike paths on Pine is ludicrous when we should really have a bike path on the rail corridor and get people off of the damn roads where they can be safe.  And their money can be spent on that instead of (inaudible).

Pipal:  We can hopefully help influence that, but if we don’t know what they are doing, then we could be acting (inaudible).

De Weerd:  The more active and the more you can say what you need it will help us at the city level to be that voice for it as well.

Pipal:  I would really like to look at what they are doing and say well we have some money and you could do things just a little bit different, would you be willing to adjust your project to something that makes a little more sense for what is going on in the area and that does not happen very much with ACHD because – you get some of the major projects, but you push through what the planners at the agency believe should happen.  That is just the way they function.  I worked a lot with both the state and local level with planners – it is what do we think is best from a planning perspective to some of the on ground things and that is why I would like to get it to the project level and align it with what you guys are doing and what we can do as an urban renewal district and we are going to have to get the mobility portion to a level where we can go out to the public and say we want to do this, what do you think?  Put it on the table and talk about it because if I can’t do that then nobody is (inaudible) transportation planning meeting.  The bottom line for what we need to do with mobility is we need to get that overlay, we need to align it with the projects that we have and identify some priorities and put them out there through an open meeting to say here is what we are going to do and here stakeholders and here is what we are going to do because it will get people interested.  It doesn’t mean that is what we have to do, but we are going to say here is what we are going to do and it will generate the interest.  Especially if we get people to say no, I don’t want my community to look like that and they are willing to show up for meetings, great, come on in and let’s figure it out.
Lipschultz:  I guess in terms of this upcoming meeting is there any general agenda item or is the plan just to kind of break into everybody’s individual groups?  What do you guys think would be the best approach?  I mean, I think what needs to happen over these next couple of weeks is having Ashley meet with each of the individual coordinators individually and understand what support they need and how can we help them get more members and get some of these specific short term action items in the role.  But, this next meeting just kind of wondering what the approach will be. 
De Weerd:  You could even contact Meridian (inaudible) and say you have a couple of customers who would be interested in sitting on the steering committee that want to connect our store to where they live or – they have the customers, they probably have a lot of people who are passionate about mobility as well.  I think we have to get creative in figuring out how to get each of these chairs some committee members.  

Jensen:  One thing that we talked about in our last meeting or two meetings ago is getting people from or representatives from the other organizations to that meeting.  Like someone of the Parks and Rec (inaudible) increase in green area (inaudible); somebody from Historic Preservation; somebody from – we made a list of people in getting those relationships created and representatives from those specific organizations (inaudible).
Ford:  Well that is a question I do have is how are the committees working together other than having this monthly meeting and then reporting back because obviously there is a lot of overlap between all of it and we see the disconnect between transportation planning and land use a lot of times and that causes issues.  How are we avoiding that within our own process?  That is the biggest question that I have.  

Escobar:  We are not doing a very good job at it.  I realize that you are working on greenbelt pathways and we are working on greenbelt pathways and they are working on greenbelt pathways, but we are doing it a little different mindset and we should be doing it better –

Pipal:  That is why we decided to have that meeting last time and it was to have an understanding how the transportation components came together, but we need that map so that we can give it to everybody so that everybody can see how growth, pathways, bike lanes, public transportation and how those things all fit together in the community and what everybody is doing.  That was the idea and that is why we had that joint meeting to talk about transportation in terms of how it affects each of the groups.  But we hadn’t talked about how do we bring it back together and integrate it.  Because we had trouble generating interest at least from my perspective and that has been a bigger concern for me than how we are going to integrate these folks because I am not going to push an agenda as a Board Member.  The idea was that the community should come in and help, so I just have been looking at how do we facilitate looking at transportation as a whole.  I was just going to take the projects that were recommended in the master plan and come up with a list and come back to the Board with that list for discussion because I don’t want to be as a Board Member driving that process; it was never intended for me to be the lead, it was intended for me to facilitate the community members to take over that vision.  
De Weerd:  I think this work plan is going to be key to that and that is what I thought that maybe we could sit down and look at that and they get it out to the steering committees, their groups can prioritize it and it makes sense that Julie’s mobility groups’ first project is coordinating all of those plans and getting it into one document to those members to launch her efforts from and how they might overlap the others, but that master plan is going to help eliminate any duplicative efforts.

Ford:  So knowing that we won’t have that for the next meeting, what does our next look like?  That would be the question that I have.  How have we been functioning – I am just not sure how to –

De Weerd:  Our next MDC meeting or the steering committee meeting?

Ford:  So a week from tomorrow is the next destination downtown meeting – I am just trying to figure out what that is going to look like, how that is put together and what my role will be at this point coming in.
Pipal:  Frankly until I get that map – that is the next step (inaudible) and have the mobility meet.

Pipal:  I think your mobility committee should meet.  They should all be involved in putting that together.  That is not a city staff path.

Pipal: I asked if they could integrate all of these different pieces and if it was feasible to take that and put it onto one platform.  I was told that you could take that and do an overlay so you could see – you just lay them one on top of the other, so you could see where all of the pieces connect.

Jensen:  GIS?

Pipal:  Yeah.  That it could be integrated.  It is already completed in these different areas, so it could just be overlays so that we could see it.  I would even be happy if they printed it out on 8 ½ x 11 film, so you could just lay them on top of each other.  I mean, they are all created.  ACHD has these maps created and the city has maps created and everybody has maps, but we don’t have any way to look at them comprehensively?

De Weerd:  We have utility maps, but they are different than transportation maps.  Is someone from ACHD on your committee?

Pipal:  Yes.

De Weerd:  So who is doing this?

Pipal:  Well, Caleb said he would help coordinate it and I haven’t touched base with him for probably three weeks or two weeks after that meeting that we did touch base and that was the last time.  But, I have been traveling a lot so it was probably my fault.  That is really what we need.  We need to see how it all fits together.  It needs to be respective of what we can deal with within the boundaries of the urban renewal district.  That probably is something Ashley and I can work on just getting all of those plans into either one file or into a situation where they can be aligned or get even the urban renewal district overlaid to each of those – which is might be easier to take and say okay we want to this scale and then get a scale of the urban renewal district so we can (inaudible) and put the color map over the top so we can see how it fits.  The problem is I have one community member – everybody else is working for an agency.  CTAI, ACHD, two from the City of Meridian; there is a bike and pathways person and then Caleb.  Then I have one community member.  

Lipschultz:  One idea could be – I am thinking out loud, but if you kind of had a joint meeting with all of the committees and maybe somebody from each committee and have the top couple of priorities right now and then talk a little bit about how can we get more citizen involvement and get some of those people reaching out too within the community and getting more citizen involvement and then talk about – you know how you were talking about each committee bringing in whether it is one of the agencies or committees maybe just to make a presentation to the entire group before they do their break out sessions to understand better.
Jensen:  I don’t know if Anna’s stuff will be – you said she would be coming in with a presentation and would that be available or (inaudible)?

De Weerd:  It won’t be next week, but it can be November – I think right now as committee chairs we need to focus on that one project until all of this can be synthesized and so what is that one project (inaudible).  Ashley you may even look at what are all the different projects that you can’t do all by yourself that might make sense for one of the steering committees to have as their first focus area.  

Ford:  So it is my understanding for next week’s meeting these are just committee meetings.  Do we send out notices and excuse me for probably asking a lot of stupid questions at this point, but my priorities for the last couple of weeks have pretty much been COMPASS and VRT quite frankly and so destination downtown while it has definitely been on my radar, I definitely wanted to have this conversation, I just don’t understand the process as to how this has worked to date and I probably should have had the opportunity to ask these of Jess before hand, but things have been pretty fast and furious on some other items.  But I just need to understand what my role is and what the expectation is for me next Wednesday, just so I can make sure that I am as prepared as possible and can be as helpful to you all as well too.

Escobar:  My expectation of you is not even really having you involved now that we have our group and are starting to form our group and meeting outside of this meeting and we have next week, so we are kind of starting to role on things in each four groups, and correct me if I am wrong.  So, I guess don’t stress about it and let our groups start to build.  The biggest thing that we could use help with is finding more people.
Ford:  I would also like to listen on some of your groups so I can kind of get a feel for what the conversations are and again I do want to meet individually with each of you to talk about that and that has definitely been on my list.  Hopefully things will calm down with this COMPASS and VRT thing fairly quickly that will allow me to be able to shift focus a little bit.

Pipal:  I think more people is important because what ended up happening is we end up being responsible for our own list and I think that is the problem.  I think that getting the help and generating is separate because by the time that I have time to think about the meeting that is coming up it is Friday at four and I am sending emails out to people about meetings that are happening you know two or three days down the road.  I can’t manage that.  So for me to manage my own list is not effective for anybody.

Ford:  I don’t believe I have – I have lists for the committee members or the leaders and a very old list of who was on each committee – is there anyway that I can get an updated one from each of you as to who has been active, their contact information so I can start?

Pipal:  I am sure you still have mine because that is all that is on it.  Even though – I have a list of people that I send out to and I had included Shaun on that, but they never got added to the list of potential prospects.  

Escobar:  I actually have somebody that is championing my group so I will have him contact you – not that we have that many people in our group.  I think we only have four of us.  But, I will get you that list.

Ford: Okay, great.  Thank you.

Jensen:  We have only had three meetings for destination, right?  We haven’t had (inaudible) – 

Escobar:  I think we have had two, but if you have done anything above and beyond that would make it three.  Because we had our first one, which was down at the – we had the second one which was here with the presentation.  Did we have another one beyond that?

(Inaudible)

Lipschultz:  I do want to talk briefly about the legislative committee with Julie, Tammy and I and we have been working with Scott and as you heard at our last meeting, our agreement with Scott has expired and he has continued – we have had a couple of calls and he has stayed engaged and we need to kind of decide our path going forward with the legislative session.  Julie and I had a call with Scott the other day and just trying to think through an arrangement that would make some sense.  We have $30,000 budgeted this year and we would like to reduce that expense, but I think what we want to do is get the sense of the whole Board in terms of moving forward with our legislative effort.  Where it stands now our original plan was we thought we were going to take a lead role and get some other agencies involved, help us fund it.  Boise’s CCDC has kind of stepped up – they have scheduled their own meeting and got some engagement by some other urban renewal agencies – I think Boise plans kind of their effort with their lobbyist and their attorney, Ryan and a couple of the other agencies have their own lobbyist and have their efforts and the question is what do we want to do moving forward.  One of the biggest issues that Scott highlighted on our call is the one thing that will come before the legislature is potential legislature on taxing authorities is being able to opt out of urban renewal funding.  If that happened, that would be pretty much as a whole take out urban renewal and urban renewal agencies would pretty much go away and so it is a pretty serious issue.  But, I think we definitely want some involvement.  The question is as a Board, how much or what level to what want to participate and be engaged both emotionally and economically.  I think what Scott had proposed to us – originally he came at a proposal of $5,000 a month this next six months which take us through hopefully almost to the end of the legislative session and he came back after a couple of discussions and talked about $3,500 a month, a little bit lower rate and said he can still stay pretty fully engaged.  I had discussed with him so lower number like $1,500 a month, but I think at that it sounds like he would give us reports and a little bit of counsel in how we can interact with the legislature, but he probably not be involved in writing legislation or having discussions with legislatures.  So his push is for the $3,500 a month engagement which over the next six months would be about $20,000.  
De Weerd:  That is a lot of money for not writing legislation.  I don’t know squat about lobbying but that is a lot of money.

Pipal:  No, he would be writing legislation at that fee.  That would be full service.

Lipschultz:  That lighter version at $1,500 would be that.

Pipal:  The $3,500 is cheap.  Cheap, cheap.  I would bet you that and Ashley may know about this, but I would bet you that they pay Russ Lesterburg pretty close to around $70,000 to represent them, CCDC does and his firm.

Ford:  I know one of our clients who enlists a lobbyist and they pay about $85,000 to $90,000 a year to their efforts.  

De Weerd: I guess what we need to decide is do we want to write legislation and be the ones that really go out and push it or do we want to have the eyes and ears that gives us heads up and kind of coaches us on how we engage ourselves, but then you are working with someone else’s piece of work and your defensive, not offensive and I guess that is the key question.  How do we want to attack this?

Pipal:  I really think we want to maintain leadership role because it is really the best way to get what we want as a Board and we can’t do that just saying that we want him to be our eyes and ears – I think we want him to be able to engage when that group of legislatures get together and says hey we are going to sit down and write this piece of legislation and make sure he is at the table and he has actually talked to these legislatures and the others have not.  It is amazing to me that these other folks think that they are going to lead a legislative charge when Scott is the only one that has been actively engaging the legislators in a positive manner.  I don’t see – we have Russ Lesterburg out saying that we are trying to undermine what the legislators are doing –
De Weerd:  That we are?

Pipal:  Yes.  That was the rumor that he was spreading.  It is a lot easier in that realm to cause problems, to make mischief than to be positive.  So Scott had to go back and say no Chairman Lake that is not what MDC is trying to do.  He is having those conversations in a positive way.  He is continuing to talk with other members of leadership.  He has a better understanding of what is going on with this issue, I think, than anybody except maybe the House Leadership.  

Lipschultz:  I have mixed feelings to be honest.  I think on the one hand, Scott can be a real positive influence at the legislature on behalf of all urban renewal agencies and the other side of me says well CCDC is already paying a lot of people and pretty much our goals are pretty much aligned in the big issues and we are all thinking the same thing.  Are we duplicating efforts and money that we don’t have to spend?  Scott said that he is getting feedback some legislators that this is a key issue for them for the urban renewal agencies spending money on lobbyists.  That is the way that they see it.  We try to do more of an ethicacy in helping guide the legislation but there is that how can you spend all of this taxpayer money on lobbyists and that can become an issue. I don’t know I kind of get torn in each direction.

Escobar:  I echo what you are saying and I have a hard time putting taxpayer money into lobbyist to go effect the laws to be able to support what our mission is an urban renewal agency.  The question that comes to me is do we want to be the leader and if the answer is yes and we want to have as much say or more say than even CCDC says, then yes, we should.  But if we want to put our trust in CCDC to follow the same principles that we do, then we shouldn’t.  But I think that we are already showing that we do want to be a leader from some of the other decisions that we have made.  So I am a little bit torn on it.  I don’t know what the right answer is.
De Weerd:  Is there a middle of the road?  I think we still have to be the leader on the four key areas.  I think it is four that we have narrowed it down to and is there a legislator that we can work with that will draft those into a bill and Scott can be not necessarily the one that writes the legislation and pushes it, but helps that legislator and helps coach us into roles that we can play and how we can best engage our community in the dialogue.  And I don’t know anything about lobbying, again, so I have to have someone do it and someone that is more of their world.  I just have that same conflict in the fox that is guarding the henhouse mentality from the legislature perspective.

Pipal:  I was looking at it in terms of the investment that the taxpayer has already made into the urban renewal district and that we are protecting that investment and not – really working toward maximizing that investment rather than we are trying to protect our own interests.  But I think that Scott has in addition to being a very effective lobbyist and having been a commissioner he is able to explain to a legislator what that is like.  He is from this community.  This is his community, so he has an interest in being successful, not just for success or a win as a lobbyist that is really important, but also because he sees the value as he served on the Board.  He has been here.  If you would have asked me this question 15 years ago, I would probably have scoffed and said you don’t need anybody to do that.  We can talk directly with our legislators and we can get ourselves invited to leadership and we can do all these things, it is just a very difficult thing to do anymore as there is no longer 130 lobbyists down there; there are now over 300 and who knows what the number is going to be this year.  It is really hard to get through to legislators and we do not have anybody in our district who is engaged in the issue.  You don’t have anybody seasoned enough.  You don’t have anybody who has the wherewithal, a willing house member and I don’t think there is anybody who is willing to take our part and advocate for us from a legislative perspective.  And I think that the deal that Scott is giving us reflects his commitment to what he is doing and it is darn cheap.
De Weerd:  Whatever you decide.  

Pipal:  I know I am always the one that continues to harp on this, but having worked in that arena as long as I have, it is just really challenging.  

Lipschultz:  So you don’t think the $1,500 approach would be effective?

Pipal:  I can give you a whole list of people that you can get for $1,500 and I don’t think they could –

Lipschultz:  He wouldn’t be actively out lobbying (inaudible) which I don’t think is very realistic in the scope.  I guess the question is are we okay with recommending a $20,000 support level this year?

Pipal:  I would recommend a couple of different things; that it would be a not to exceed number and extend through the end of the legislative session.  So that he understands that we are going to do that, but he has to take us through to the home stretch (inaudible).  

Lipschultz:  Well the $20,000 would you guys be comfortable with that?

Pipal:  Most people assume it is supposed to be -- statutorily it is supposed to be out of here in March; two months or like 60 days or something for – statutorily it is supposed to be two months, but they blow that rule all of the time.  So, I would recommend that if we extend the contract that that be at a not to exceed whatever the amount is until the end of the legislative session.

Escobar:  I would say right now let’s go ahead and do it because of all of the heat in the media, but my big question is does this happen every two years about urban renewal districts?  Is it always?  Or every two or three years?

Lipschultz:  Well, last year they never got or took it to any legislative – the best thing that happened is they just kept it in discussion, read the legislation and then hopefully set it aside for five years.  Whether this will be the year they do that or not – Scott is a pretty straight shooter and been honest with us.  He went into this thinking and got involved with other funding challenges here and there is no way they are going to focus on this, but he is coming back with some specific grumblings from different legislators that this is an issue this year and they will deal with it.  
Pipal:  It is one of those policy issues for them and hits the hot button for so many of those folks that are running or currently seated in legislature.

Lipschultz:  Any other thoughts on it?  Okay, I will talk to Scott and see if we can come back with an agreement that is like $3,500 a month with a not to exceed to take us through the legislative session and then we will bring that to the Board at the next meeting.  We are going to have to table the others because I am late, late.  
5. Adjourn the Meeting:

Escobar:  Move to adjourn.

Pipal:  Second.

Lipschultz:  All those in favor say aye.

ALL AYES.  MOTION CARRIED.

MEETING ADJOURNED AT 11:40 A.M.
(Audio on file of these proceedings)
APPROVED:

___________________________



____/____/____

LARRY LIPSCHULTZ, CHAIRMAN
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