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CITY OF PLYMOUTH
DOWNTOWN DEVELOPMENT AUTHORITY
SAXTON’S RFP SUB-COMMITTEE MEETING
PLYMOUTH CITY HALL
Tuesday, June 27, 2017 4:30 p.m.

1. Roll Call –

2. Citizens Comments
3. Sub-committee Comments
4. Saxton’s development
a. Project overview—Jason Smith
b. Developer references—Tony Bruscato
c. Market analysis—Sally Elmiger
5. Developer financial questions
6. Discussion
7. Adjournment

Oliver Wolcott, Chairperson
Dan Dwyer, Mayor
Jim Mulhern, PC
Colleen Polin, HDC
Mike Devine, ZBA
Jason Smith, DDA

Saxton’s Subcommittee Meeting Results
City of Plymouth Downtown Development Authority (DDA)
The Plymouth DDA Saxton’s Subcommittee had previously interviewed three project
teams and their concept proposals to re-develop the area referred to as the “Saxton’s
property,” located at the southeast corner of Ann Arbor Trail and Deer Street. The subcommittee ranked the project teams after each interview, using pre-determined criteria,
to come up with a total score. These results are available on the DDA’s website
(www.downtownplymouth.org).
The Sub-committee then met a few weeks later on Wednesday, February 8, 2017 to
discuss the “pros” and “cons” of the two, top-ranked project teams and determine the
next step in the selection process. Both the interviews and the follow-up meeting were
held as public meetings that allowed residents to observe the proceedings and provide
comments.
The information below reflects the results of this post-interview discussion. The
information is categorized by project team. The sub-committee concluded their
discussion by creating a list of additional questions they would like to ask the two topranked teams.
Discussion Results
1. Project Team: Harmonie Park (Ranked #1 with total score of 35.1)
Pros:
• One word that illustrates overall impression of project team: “Opportunity” –
Expanding project beyond Saxton’s site
• Good Team – Has all required disciplines for proposed scope
• Concept plan may be less detailed, but what was provided shows an imaginative
expansion of project – offers opportunity
• Team seems to have a strong willingness to work w/city to achieve goals
o Past projects are beautiful
o Seems that team has the ability to accomplish the project
• Team seems a couple steps ahead of the project goals – they did their
homework
• Team thought through all important elements
• Flexibility offered during the interview was impressive
• Presented themselves as professionals *
o Great track record bringing large projects to completion *
• Inspired/creative response
• Ambitious
• Concept’s focus on maintaining historic building (esp. Jewell/Blaich) was positive

* This idea/concept was repeated in the comments of several sub-committee members.
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•
•
•
•
•

Scale offers opportunities
o But could the project be staged/phased?
Liked the idea of drafting a memorandum of understanding with residents on
Maple St.
The proposed surrounding development brings more to downtown Plymouth
o Need for more parking/retail/residential -- Provides these opportunities
New development may coordinate with new transportation technologies
Scope of development may be more appropriate vs. providing parking as
envisioned by the City.

Cons:
• This team’s vision of the Saxton’s site is not desirable because:
o The concept is significantly deficient in public parking and needed
parking for additional proposed uses. Appears that the concept expands
on commercial and residential uses at the expense of the City’s primary
goal of providing public parking – striking deficiency.*
o Locating vehicular access off of Maple St. is very concerning. So missed
the mark on the concerns of Maple Street residents that this development
not negatively affect their neighborhood. *
• Developer did recognize these deficiencies during the interviews.
• Because this concept is so all-encompassing at this end of downtown, it feels like
putting all the City’s “eggs in one basket” – Concerned about working with just
one entity to develop a very large part of downtown – risky*
• Size of project a negative
• Can this proposal be successfully implemented? Can the deficiencies be
overcome?
• This concept assumes that all the property is available. This may not be the case.
Can proposal be achieved without owning all the land?
• Is this a financially viable vision?
• Outstanding issues with Historic District Commission and ability to obtain a
Certificate of Appropriateness (approval) – could they be addressed?

* This idea/concept was repeated in the comments of several sub-committee members.
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Discussion Results
2. Project Team: Union Street Development, LLC (Ranked #2 with total score of
33.2)
Pros:
• One word that illustrates overall impression of project team: “Respect” –
Concept coordinates well with downtown, and ties this area to:
o Kellogg Park
o Maple St. – This residential townhouse concept is what was asked for and
keeps traffic away from this neighborhood, meeting residents’ concerns **
o Jewell/Blaich building (Not so much Saxton’s building) ***
 This design concept made the Jewell/Blaich building special*
 The concept honors the Jewell/Blaich building
o Alley concept was very imaginative and positive. Pleasant surprise *
• This was an artist’s approach to the project – the vision was right on (if feasible $)
• Like the breadth of experience and expertise offered by the team members *
o Esp. like the Historic Architect
• The team also includes a retail expert that can help market the development and
businesses – provides the “next step” to ensure the project is a success.
• Concept focuses on walkability – creating a “people” place *
• The concept provides sufficient parking *
• Proposed building height is appropriate
• The concept hides the parking structure from view- especially to Maple St.
• The concept is an appealing vision
Cons:
• Is the scale of this vision as proposed financially possible?
• This team provided no sense of how this project could be paid for – interview
response to this question was too soft. Appears that not enough thought was
given to how the project could be accomplished financially***
• The team members had no experience in working together as a team
• Will finances require a higher/more dense project?
• As the other team, this team assumed that all the property at this corner is
available
• Feasibility drives what can happen; not much feasibility/financing information
o Not much background

* This idea/concept was repeated in the comments of several sub-committee members.
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During the discussion, the committee decided on the project elements that must be
accomplished by the project, and to communicate this back to each project team. The
project teams will be asked if these elements could be worked into a development (if
not already), or if they make the project unviable.
Must Haves are:
•
•
•
•
•

Scale; height/mass of proposed buildings must complement the existing
buildings downtown and coordinate with single-family residential uses along
Maple Street*
Provide a minimum of 150 public parking spaces*
Maintain the Jewell/Blaich Hall building (not just the façade)*
No ingress/egress on Maple Street*
Design a residential townhouse product on Maple Street*

Questions to the project teams:
•
•
•

How much retail can be absorbed?
What does the proposed concept require of the City? What can the City offer?
Provide some financing/feasibility information on the proposed concept
o Timing of other projects?
o Were they sufficiently financed?

Next Steps:
•
•

The City will check references/and example projects provided by each team
through the proposals/interviews
The City will frame the questions brought up in this round of discussion as the
“last ask,” coupled with a second round of interviews to discuss the new
information provided. Once this second round is complete, the DDA subcommittee will make a recommendation to the DDA Board.

* This idea/concept was repeated in the comments of several sub-committee members.
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Union Street Development ‐ Evaluation Form Rankings
City of Plymouth
January 24, 2017
Ranking Scores of
Sub‐Committee Members

Question

TOTAL

Average Ranking by
Question

A

B

C

D

E

Q1. How the concept/vision achieves goals in RFP?

4

5

5

5

5

24

4.80

Q2. How the building is compatible with downtown, Kellogg
Park, historic structures, residential properties?

4

5

5

5

5

24

4.80

Q3. How will the concept energize the street, attract people
to downtown, be a gateway, catalyze additional development?

4

5

5

5

4

23

4.60

Q4. Is project viable? Is concept flexible? Are modifications
possible?

3

4

4

4

4

19

3.80

Q5. Most successful public/ private partnerships? Include
parking deck?

3

3

4

3

4

17

3.40

Q6 Breadth of project team? Parking deck consultant?

4

4

5

5

5

23

4.60

Q7. Other projects with public engagement? Engagement
over requirements?

3

4

5

3

4

19

3.80

Q8. How public/private partnership will work?

3

3

4

4

3

17

3.40

28

33

37

34

34

33.2

4.15

3.50

4.13

4.63

4.25

4.25

Total
Average Ranking by Sub‐Committee Member

4.15

DevMar Development ‐ Evaluation Form Rankings
City of Plymouth
January 24, 2017
Ranking Scores of Sub‐Committee
Members
A
B
C
D
E

Question

TOTAL

Average Ranking by
Question

Q1. How the concept/vision achieves goals in RFP?

3

4

2

3

4

16

3.20

Q2. How the building is compatible with downtown, Kellogg
Park, historic structures, residential properties?

3

4

1

3

3

14

2.80

Q3. How will the concept energize the street, attract people
to downtown, be a gateway, catalyze additional development?

3

4

2

3

4

16

3.20

Q4. Is project viable? Is concept flexible? Are modifications
possible?

4

4

3

3

5

19

3.80

Q5. Most successful public/ private partnerships? Include
parking deck?

4

4

3

4

4

19

3.80

Q6 Breadth of project team? Parking deck consultant?

3

4

2

3

4

16

3.20

Q7. Other projects with public engagement? Engagement
over requirements?

3

3

3

3

2

14

2.80

Q8. How public/private partnership will work?

4

3

3

3

5

18

3.60

27

30

19

25

31

26.4

3.30

3.38

3.75

2.38

3.13

3.88

Total
Average Ranking by Sub‐Committee Member

3.30

Harmonie Park ‐ Evaluation Form Rankings
City of Plymouth
January 24, 2017
Ranking Scores of Sub‐Committee
Members
A
B
C
D
E

Question

TOTAL

Average Ranking by
Question

Q1. How the concept/vision achieves goals in RFP?

3

4

4.5

3

5

20

3.90

Q2. How the building is compatible with downtown, Kellogg
Park, historic structures, residential properties?

4

4

4

3

4

19

3.80

Q3. How will the concept energize the street, attract people
to downtown, be a gateway, catalyze additional development?

4

4

5

5

5

23

4.60

Q4. Is project viable? Is concept flexible? Are modifications
possible?

5

4

3

4

5

21

4.20

Q5. Most successful public/ private partnerships? Include
parking deck?

5

5

5

5

5

25

5.00

Q6 Breadth of project team? Parking deck consultant?

5

4

5

5

5

24

4.80

Q7. Other projects with public engagement? Engagement
over requirements?

5

4

5

3

5

22

4.40

Q8. How public/private partnership will work?

5

4

4

4

5

22

4.40

36

33

35.5

32

39

35.1

4.39

4.50

4.13

4.44

4.00

4.88

Total
Average Ranking by Sub‐Committee Member

4.39

Summary ‐ Evaluation Form Rankings
City of Plymouth
January 24, 2017
Average Ranking Scores
Harmonie
Union Street
DevMar
Park

Question
Q1. How the concept/vision achieves goals in RFP?

4.80

3.20

3.90

Q2. How the building is compatible with downtown, Kellogg
Park, historic structures, residential properties?

4.80

2.80

3.80

Q3. How will the concept energize the street, attract people
to downtown, be a gateway, catalyze additional development?

4.60

3.20

4.60

Q4. Is project viable? Is concept flexible? Are modifications
possible?

3.80

3.80

4.20

Q5. Most successful public/ private partnerships? Include
parking deck?

3.40

3.80

5.00

Q6 Breadth of project team? Parking deck consultant?

4.60

3.20

4.80

Q7. Other projects with public engagement? Engagement
over requirements?

3.80

2.80

4.40

Q8. How public/private partnership will work?

3.40

3.60

4.40

TOTAL Ranking

33.20

26.40

35.10

Average Ranking by Question

4.15

3.30

4.39

Project Name/Location/Status
North 40, Los Gatos CA. Overall master plan
features 365 residential units, ~500,000
square feet of commercial, public open
space, public garage, historic preservation,
etc.

Contact Person/Role
Mr. Joel Paulson
Community Development Director
Town of Los Gatos
jpaulson@losgatosca.gov
(408) 354‐6879 office

Relationship Description
We funded a six‐year public process to create a
Specific Plan for a 40‐acre site in Los Gatos, CA.
Total budget ~$2M. Good standing with accounts.

Responsibilities include: acquisition,
entitlements, partnership relations and
agreements, design management, tenant
mix for retail, and leasing.

Mrs. Maria Ristow
Leadership
Los Gatos Community Alliance
Traffic & Parking Commission Member
ristows@comcast.net
(408) 307‐7775 mobile

Los Gatos Community Alliance is volunteer
community activist group. Group was started, in
part, to oppose Netflix campus expansion at a
nearby location and ultimately leadership sued the
“Netflix” project. We have worked collaboratively
with the LGCA on project issues related to
affordable housing requirements, bike connectivity
and other key issues.

Status: Rezoning completed in Summer
2015. Development application following
rezoning approval is pending court decision.

http://losgatosnorth40.com/

The following projects were performed under direction of Don Capobres as a senior officer at Grosvenor Americas from 2006‐April 2016.

Central, Silver Spring, MD. 243 apartments,
~18,000 SF retail, public open space, shared
garage for church, residential, retail and car
share. Bike share station. Public easement
for extended Metro line.

Pastor Duncan McIntosh
First Baptist Church of Silver Spring
duntosh@hotmail.com
(301) 775‐7326
*prefers you set up time to talk via email

Church is the property owner. Negotiated complex
agreements related to acquisition, construction,
reciprocal easements for shared parking garage.

Don Capobres managed team that
implemented project. Direct responsibility
for acquisition, entitlements, design
management, reciprocal easement
agreements for shared parking facility,
internal financing structure and construction
agreements.

Karen Roper
Chair of Planning, Zoning & Public Works
Committee
East Silver Spring Citizens’ Association
karroper@aol.com
(301) 588‐7143

Implemented and refined contract/MOU with
community group on related to neighborhood
compatibility.

Mr. Elza Heisel‐McCoy
Maryland‐National Capital Park and
Planning Commission
(303) 495‐2115

Mr. Heisel‐McCoy is planner who is knowledgeable
about project. Note, contact with planner was
handled by staff under supervision of Don Capobres
but did not have direct contact with Mr. Capobres.

Status: Under construction. Completion
Q2/Q3 2017

http://www.grosvenor.com/featured‐locations‐and‐properties/asset/central/

Project References Submitted to City of Plymouth DDA
February 13, 2017

Hamilton Marketplace, Novato, CA.
150,000 SF retail center anchored by
Safeway. Design features include public
plaza with water feature, outdoor seating
and paseos to connect buildings.

Jim Leland
Former Mayor and City Council Member,
City of Novato
(707) 784‐3166

City planner retired and city manager that we
worked with is no longer with the City. Mr. Leland
was on City Council when project was entitled and
constructed.

Don Capobres responsible for entitlements,
design management, construction
management, tenant mix, lease negotiations
and tenant improvement buildout.
Status: completed in 2009
http://www.grosvenor.com/featured‐locations‐and‐properties/asset/hamilton‐marketplace/
F1RST, Washington, D.C. LEED Silver. 325
apartments, 170‐key hotel, and 25,000 SF
retail. Shared parking garage for all uses. Car
share spaces. Bike share station.
Don Capobres responsible for completion of
acquisition, partnership relationships and
agreements, capital structure including
equity raise and coordination of debt,
successful pursuit of coveted Marriott
franchise, complex condominium and
reciprocal easement documents for garage,
and construction agreements. Oversaw
team responsible for entitlements,
construction, leasing and ultimate
disposition of hotel.

Jennifer Steingasser
Deputy Director
Historic Preservation and Development
Review at District of Columbia Office of
Planning
Jennifer.steingasser@dc.gov

Ms. Steingasser knows the project details well. She
worked with Don Capobres briefly but most
interaction with District staff on day‐to‐day bases
was with staff supervised by Mr. Capobres.

Harriet Tregoning
Former Director of Planning
Washington DC
Former Deputy Assistant Secretary HUD
Harriet.tregoning@gmail.com
(202) 442‐6591 mobile

Ms. Tregoning was Director of Planning in
Washington DC at the outset of the F1RST project.
In her position, she did not get into project details
but can speak directly to working relationship with
Don Capobres.
http://www.grosvenor.com/featured‐locations‐and‐properties/asset/first/

Status: Under construction. Completion Q2
2017

Project References Submitted to City of Plymouth DDA
February 13, 2017

The following project was managed by Don Capobres as the lead project representative for the San Francisco Redevelopment Agency from 2000‐2004

Hunters Point Shipyard. San Francisco, CA.
500‐acre base conversion to civilian use.
This new San Francisco neighborhood will
feature 12,000 new homes, 1 million SF of
retail and entertainment, 350 acres of open
space.

Joanne Sakai
Former Deputy Executive Director
San Francisco Redevelopment Agency
Current Attorney at Port of San Francisco
joanne.sakai@sfgov.org
(415) 519‐6210 mobile

Don Capobres was key member of team that
negotiated a conveyance agreement with
the U.S. Navy and a master development
agreement with Lennar. Agreements
included complex public financing and
community benefits package.
Status: Under construction

Ms. Sakai and Don Capobres worked together
during a critical period of the Shipyard project. At
this time, the conveyance agreement with the U.S.
Navy was completed as was the master
development agreement with Lennar. In addition to
being a critical member of the negotiations team,
Don Capobres was the point person for the
community outreach process which was largely run
through the Hunters Point Shipyard Citizen’s
Advisory Committee. Project featured complex
public financing, extensive community process, and
multiple local, state, and federal agency
coordination
http://thesfshipyard.com/

The following reference is provided for Neumann Smith Architects

1885 Place at Michigan State University

Mr. Richard Temple
Project Administrator
Michigan State University
Dick.temple@hc.msu.edu

Project References Submitted to City of Plymouth DDA
February 13, 2017

Central, Silver Spring, MD. 243 apartments,
~18,000 SF retail, public open space, shared
garage for church, residential, retail and car
share. Bike share station. Public easement
for extended Metro line.
Don Capobres managed team that
implemented project. Direct responsibility
for acquisition, entitlements, design
management, reciprocal easement
agreements for shared parking facility,
internal financing structure and construction
agreements.
Status: Under construction. Completion
Q2/Q3 2017

Karen Roper
Chair of Planning, Zoning & Public Works
Committee
East Silver Spring Citizens’ Association
Karen was on the board of a civic association that had a bad experience with the first developer of the
project. She says Don Capobres took over a project that was failing and “bent over backwards” and did
“everything we asked” to complete the project. Don “jumped through hoops” and used “more
expensive materials” on the project. “He met with us and showed us the materials he was going to use”
It was a “very complicated project” but he did “everything we asked.”

North 40, Los Gatos CA. Overall master plan
features 365 residential units, ~500,000
square feet of commercial, public open
space, public garage, historic preservation,
etc.
Responsibilities include: acquisition,
entitlements, partnership relations and
agreements, design management, tenant
mix for retail, and leasing.
Status: Rezoning completed in Summer
2015. Development application following
rezoning approval is pending court decision.

Mr. Joel Paulson
Community Development Director
Town of Los Gatos
Mr. Paulson was the supervisor of Don Capobres on this project. “Don was outstanding to work with on
this project…he was responsive to our needs.”
“There were lengthy challenges with community members and lots of outreach and inspections”
“Don took time to understand the town…historic buildings…and understand their concerns.”
“There were a number of modifications though the process…and came to understand what the town
was looking for.”

Hunters Point Shipyard. San Francisco, CA.
500‐acre base conversion to civilian use.
This new San Francisco neighborhood will
feature 12,000 new homes, 1 million SF of
retail and entertainment, 350 acres of open
space.
Don Capobres was key member of team that
negotiated a conveyance agreement with
the U.S. Navy and a master development
agreement with Lennar. Agreements
included complex public financing and
community benefits package.
Status: Under construction.

Joanne Sakai
Former Deputy Executive Director
San Francisco Redevelopment Agency
Current Attorney at Port of San Francisco
Supervisor of Don Capobres on the project which was next to a naval base.
“Don worked with the local merchants…loved to work with people…connected to the community…he
really cared about doing the right thing.”
While the property was next to the military base, Ms. Sakai said Don took into account the historic and
old and decrepit buildings on the military base in his neighboring project.

Hamilton Marketplace, Novato, CA.
150,000 SF retail center anchored by
Safeway. Design features include public
plaza with water feature, outdoor seating
and paseos to connect buildings.
Don Capobres responsible for entitlements,
design management, construction
management, tenant mix, lease negotiations
and tenant improvement buildout.
Status: completed in 2009

Jim Leland
Former Mayor and City Council Member,
City of Novato
(City planner retired and city manager that we
worked with is no longer with the City. Mr. Leland
was on City Council when project was entitled and
constructed.
“Don is the kind of developer you dream about when you are on the council, he understood the
environment.”
Mr. Leland said the first look at the plans didn’t fit the community. Don met with the council and
community and realized the concept wouldn’t work, so he made changes.
“It was a great partnership…he wouldn’t let you down…architecturally he paid tribute to historic
buildings…you can’t say that about most developers”

17 April 2017
City of Plymouth
Downtown Development Authority
831 Penniman
Plymouth, MI 48170
Tony Bruscato, Director
Re:

Saxton Property
Developer Selection
Plymouth, MI

I’m writing on behalf of Guss Pappas and in support of his team’s selection for the subject project.
I have known and had the opportunity to work with Guss Pappas for nearly two decades, both as a peer and as the
Owner’s Representative for numerous projects. Guss and his team have always exemplified the highest professional
standards, creative quality design and the ability to work closely with regulatory agencies, municipalities and building
owners in achieving a project’s goals and objectives, on time and within budget.
Most recently, I served as the Owner’s Representative for the North Rosedale Park Civic Association (NRPCA) located
in northwest Detroit. Originally developed in the 1920’s by the same family that went on to develop Huntington
Woods, a unique characteristic of the community is a 7 acre park in its center on which a Community House was
constructed. NRPCA recently embarked on a capital project to upgrade its 75 year old Community House and
Grounds.
The Pappas team was awarded the project from a list of several highly-qualified teams. The services included a Master
Plan for the entire site as well as the Community House. The project was unique in several respects:
o
o

o
o

The creativity and sensitivity required to upgrade and design an addition to a 75 year old building which
continued in operation throughout construction.
Working closely with the Owner and Owner’s Representative due to a unique funding model including grants
from the City of Detroit’s CDBG allocation and the State of Michigan which augmented private funding
raised through a successful capital campaign.
A keen appreciation of not only the goals and objectives of the NRPCA, but the limitations and requirements
imposed by the granting agencies, the City of Detroit Building Official and Fire Marshal’s Office.
The willingness to go beyond the terms and conditions of the Owner-Architect Agreement, participating in
numerous community meetings, generating several renderings and documents necessary to assure
transparency and the understanding and buy-in of several constituencies.

The completed project has been well received and has accomplished the goals and objectives established for Phase I.
Additional fundraising will be necessary to proceed with Phase II of the Master Plan.
The team’s knowledge of Plymouth, its citizens, downtown merchants and the DDA’s goals and objectives, for many
years, assure that the Pappas team is the best qualified to both design and complete the redevelopment of the Saxton

site in a manner that will be a successful addition to Plymouth’s downtown. As the legions of those who, like myself,
regularly enjoy all its attributes and understand so well it’s – Not Just a Walk in the Park.
I’m convinced the DDA will not regret a decision to award this important project to the Pappas team. I’d be happy
to discuss their qualifications in greater detail and encourage you to contact me directly at (248) 797-9890.
Cordially,

Donald J. Scheible, R.A.
Principal

Jim Ellison
Former mayor of Royal Oak who worked on a downtown project with Guss Pappas. (see attached
letter).
Additional comments: “As the mayor of Royal Oak, I found Guss ready to please.”
“Guss was willing to listen to suggestion…had time to defend his designs.”

Joseph Banya, owner of office building in Royal Oak, said he didn’t work directly with Guss Pappas,
however was involved in a project with him. (see attached letter).
“Great reputation…understand how to protect historic buildings.”

Don Scheible, architect, worked with Guss Pappas (see attached letter).
“In a community setting, Gus was always accepting of ideas.”
“He worked with the committee well…is a good listener…and explains issues so people can
understand.”
The project in Detroit did not include refurbishing the existing 75-year-old structure because of code
ordinances that would have made the project too costly.
“However, he was sensitive to the existing building.”
Ten years ago Don Scheible was the facilities director for the Archdiocese of Detroit, building freestanding and additions to churches…with Guss’ help.
“While he was very skilled, Guss was very sensitive not to impose his will on those developments…he
listened to the community groups.”

Marsha Bruhn, civic association member who also work with Guss Pappas on the 75-year-old
Community House in Detroit. (see attached letter).
“Guss put a lot of effort in listening to people…with community residents, the board. He’s really great in
a public meeting.”
“He presents his information logically, is open to public ideas, but still will make a case for his design. In
this case, it was his design that we used…not ours.”

When the project was over and we talked about the next phase, he did a pro bono of about $10,000 in
renderingsof a new plaza.”
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INTRODUCTION
Plymouth’s downtown has been and will continue to be a significant retail
and entertainment center serving both the City’s residents and the
surrounding area. Its unique blend of independent retailers, restaurants,
community events, public open space and walkability make it a very
attractive central gathering place for shopping and spending time with
friends and family.
Despite its popularity and appeal, there is still untapped retail potential, as
shown from the results of this study. The sources for that potential emanate
from both within Plymouth and from the surrounding area.
The Downtown Plymouth Retail Market Study first identifies a relevant trade
area from which patrons of downtown Plymouth’s businesses originate. It
then identifies the demographics, and business statistics of that trade area,
and analyzes its potential “buying power.” With this information, retail
sector “gaps” and “surpluses” are identified. A gap is where money from the
trade area is not spent in the trade area – or downtown Plymouth. A surplus
is where downtown Plymouth is capturing the local market and possibly
attracting non-local shoppers as well. The conclusions of the study show how
much additional square footage, per retail sector, the trade area can support,
and possible opportunities for additional retail outlets in the downtown.

DOWNTOWN PLYMOUTH RETAIL MARKET STUDY – Draft April 20, 2017
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DOWNTOWN PLYMOUTH RETAIL MARKET STUDY – Draft April 20, 2017

TRADE AREA
A trade area is the geographic area from which a community generates the
majority of its customers. For this analysis of downtown Plymouth, the
trade area is specific to the geographic area that the downtown serves.
Factors influencing a trade area include the following:
•
•
•
•
•

Population Characteristics. Population and income drive the
market.
Competing Business Districts. Typically there is a point within a
trade area where customers are drawn to a competing center.
Mix of Businesses. A critical mass of businesses pulls customers
from a further distance than a more limited mix of businesses.
Success breeds success.
Destination Attractions. A significant destination business or
community attraction can expand the trade area – drawing
customers from a long distance.
Traffic Patterns. Each area has distinct traffic patterns strongly
impacted by its network of streets and highways.

Trade areas are typically stated in terms of “drive-time” to a particular
destination. Thus, a trade area will not likely coincide with community
boundaries. Trade areas service two types of shopping: convenience trade
areas and destination/comparison trade areas. Typically, a shorter drive
time of 5 minutes will service a convenience market. A longer drive time of
15 minutes serves a destination/comparison market. These two types of
markets are defined as follows:
•

•

A convenience trade area is based on the purchase of products and
services needed on a regular basis, such as gasoline, groceries, and
hair care. Because these purchases are relatively frequent, people
usually find it more convenient to buy these products and services
from businesses located close to their home or workplace. A grocery
store’s trade area can often be used to represent a community’s
convenience trade area. Thus, the drive-time is relatively short.
A destination/comparison trade area is based on the purchase of
“major” products and services, such as appliances or furniture, or of
products and services that are distinctive and unique. A
destination/comparison trade area will draw from a greater
distance.

Downtown Plymouth exhibits characteristics of both trade areas, servicing
convenience needs as well as catering to a destination/comparison trade.
A map on the following page illustrates the 5-minute drive time and the 15minute drive time from the center of downtown Plymouth.
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Figure 1. Trade Area: 5-Minute and 15-Minute Drive Times
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RETAIL MARKET ANALYSIS
Determining the amount and types of businesses which may be supported by
a trade area is a function of population and household spending. In essence,
retail market analysis is an exercise to determine the “buying power” of the
population in a particular geographic area.
In analyzing downtown Plymouth, drive-time scenarios of 5 and 15 minutes
represent a significantly greater population, and therefore buying power,
than that which exists within just the City boundaries. For example, within a
5-minute drive-time, the population is more than double the City’s
population.
Furthermore, under both drive-time scenarios, median household income
levels are higher than within the City. Higher incomes translate into greater
buying power.
Table 1 below illustrates all of the background demographic relevant to retail
market analysis. For comparison’s sake, demographic statistics are provided
for the entire area within the City boundaries.
Table 1. Background Demographics (2016 Estimated) per City, 5-Minute
Drive Time, and 15-Minute Drive Time

City of Plymouth

5-Minute
Drive Time

15-Minute
Drive Time

Population

9,033

19,749

237,332

Number of Households

4,289

8,751

96,056

$69,230

$77,040

$77,499

2016 Est. Data

Median Household Income

GAP/SURPLUS ANALYSIS
Retail sector gap or “leakage” analysis compares existing levels of retail sales
within a defined trade area to the potential retail sales based on the number
and demographic characteristics of households within the area. Essentially, it
is a measure of local spending power and a determination of where those
dollars are spent.
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Conducting a gap analysis is a useful indicator of the following:
•
•
•
•

Indicating how well the retail needs of local residents are being
met
Uncovering unmet demands and possible opportunities
Understanding the strengths and weaknesses of the local retail
sector
Measuring the difference between actual and potential retail sales

A retail gap or leakage means that residents are spending more for products
than local businesses capture. Retail sales leakage suggests that there may be
an unmet demand in the trade area and that the community can support
additional store space for that type of business.
In most cases, if consumers are spending more dollars than local businesses
capture, it means dollars are being exported to another market area.
However, retail leakage does not always translate into opportunity. For
example, there could be a strong competitor in a neighboring community that
dominates the market for that type of product or store.
A retail surplus means that the community’s trade area is capturing the local
market and, in all likelihood, attracting non-local shoppers. A retail surplus
does not necessarily mean that the community cannot support additional
business. Many communities have developed strong clusters of stores that
have broad geographic appeal. Examples of these types of retailers include:
sporting goods stores, home furnishing stores, restaurants, and other
specialty operations that become destination retailers and draw customers
from outside the trade area.
Examining the quantitative aspects (Leakage/Surplus) is only part of the
evaluation of community’s retail opportunities. Before any conclusions can
be drawn about potential business expansion or recruitment opportunities,
however, more qualitative considerations must be analyzed in context of
other market factors.
In Plymouth, there are both gaps or “leakage” and surpluses in the market
represented within each trade area. The complete analysis is provided in the
Appendix, but are summarized in the table on the next page.
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Table 2. Gap/Surplus Analysis Summary

Retail Category

5-Minute
Drive Time
Gap/
Leakage

Furniture Stores / Home Furnishings Stores
Electronics and Appliance Stores

15-Minute
Drive Time

Surplus

Gap/
Leakage







Surplus



Building Materials and Supplies Dealers





Lawn and Garden Equipment and Supplies Stores





Grocery Stores





Specialty Food Stores





Beer, Wine and Liquor Stores





Health and Personal Care Stores



Clothing Stores





Shoe Stores





Jewelry, Luggage and Leather Goods Stores







Book, Periodical and Music Stores





Department Stores / General Merchandise Stores





Florists



Office Supplies, Stationary and Gift Stores



Used Merchandise Stores
Special Food Services
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Drinking Places (Alcoholic Beverages)
Restaurants / Other Eating Places
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SUPPORTABLE FLOOR AREA
The gap analysis reveals that there are retail categories which represent
opportunities for additional floor area devoted to retail use in the
downtown. The amount of building area which can be supported is a
function of typical sales per square foot applied to the total amount of
dollars being spent elsewhere. The sales per square foot data used in this
analysis comes from both industry data, as well as market studies done for
other communities in proximity to the City.
Within the trade area represented by a 5-minute and 15-minute drive time,
the following additional building area devoted to the respective retail
categories could potentially be supported. Definitions of each retail group is
provided in the Appendix.
Table 3. Supportable Floor Area per Retail Category (5-Minute Drive Time)
Sales per
Square Foot

Supportable
Floor Area

Retail Category

Retail Gap

Electronics and Appliance Stores

$17,366,038

$305

56,937 s.f.

$1,357,365

$629

2,158 s.f.

$871,736

$300

2,905 s.f.

Jewelry, Luggage and Leather Goods Stores

$1,450,097

$360

4,028 s.f.

Florists

$1,218,328

$368

3,310 s.f.

Office Supplies, Stationary and Gift Stores

$1,863,539

$264

7,058 s.f.

$17,589,754

$331

53,141 s.f.

Specialty Food Stores
Beer, Wine and Liquor Stores

Restaurants / Specialty Food Services

Table 4. Supportable Floor Area per Retail Category (15-Minute Drive Time)
Sales per
Square Foot

Supportable
Floor Area

Retail Category

Retail Gap

Furniture / Home Furnishings

$68,391,411

$272

251,439 s.f.

Electronics and Appliance Stores

$125,290,826

$305

410,789 s.f.

Health and Personal Care

$114,046,876

$325

350,913 s.f.

$2,163,113

$272

7,952 s.f.

Department Store / General Merchandise

$233,771,964

$335

697,826 s.f.

Office Supplies, Stationary and Gift Stores

$1,113,416

$264

4,217 s.f.

$42,343,051

$331

127,924 s.f.

Sporting Goods, Hobby, Book and Music Stores

Restaurants / Special Food Services
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CONCLUSIONS
The retail gap and supportable floor area analysis reveals a need for stores
specializing in furniture/home furnishings and electronics and appliances.
There is also a large demand for restaurants/specialty food services, health
and personal care and department/general merchandise stores. A much
lesser demand is exhibited for specialty food stores, liquor stores, jewelry,
luggage and leather goods stores, florists, and office supplies, stationary and
gifts.
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Retail MarketPlace Profile
W Ann Arbor Trl & S Main St, Plymouth, Michigan, 48170
Drive Time: 5 minute radius

Prepared by Esri
Latitude: 42.36979
Longitude: -83.46944

Summary Demographics
2016 Population
2016 Households
2016 Median Disposable Income
2016 Per Capita Income
NAICS
Industry Summary
Total Retail Trade and Food & Drink
Total Retail Trade
Total Food & Drink
Industry Group
Motor Vehicle & Parts Dealers
Automobile Dealers
Other Motor Vehicle Dealers
Auto Parts, Accessories & Tire Stores
Furniture & Home Furnishings Stores
Furniture Stores
Home Furnishings Stores
Electronics & Appliance Stores
Bldg Materials, Garden Equip. & Supply Stores
Bldg Material & Supplies Dealers
Lawn & Garden Equip & Supply Stores
Food & Beverage Stores
Grocery Stores
Specialty Food Stores
Beer, Wine & Liquor Stores
Health & Personal Care Stores
Gasoline Stations
Clothing & Clothing Accessories Stores
Clothing Stores
Shoe Stores
Jewelry, Luggage & Leather Goods Stores
Sporting Goods, Hobby, Book & Music Stores
Sporting Goods/Hobby/Musical Instr Stores
Book, Periodical & Music Stores
General Merchandise Stores
Department Stores Excluding Leased Depts.
Other General Merchandise Stores
Miscellaneous Store Retailers
Florists
Office Supplies, Stationery & Gift Stores
Used Merchandise Stores
Other Miscellaneous Store Retailers
Nonstore Retailers
Electronic Shopping & Mail-Order Houses
Vending Machine Operators
Direct Selling Establishments
Food Services & Drinking Places
Special Food Services
Drinking Places - Alcoholic Beverages
Restaurants/Other Eating Places

44-45,722
44-45
722
NAICS
441
4411
4412
4413
442
4421
4422
443
444
4441
4442
445
4451
4452
4453
446,4461
447,4471
448
4481
4482
4483
451
4511
4512
452
4521
4529
453
4531
4532
4533
4539
454
4541
4542
4543
722
7223
7224
7225

Demand
(Retail Potential)
$441,330,015
$399,805,786
$41,524,229
Demand
(Retail Potential)
$91,070,999
$75,468,434
$8,202,194
$7,400,371
$12,336,532
$7,831,146
$4,505,386
$20,699,705
$25,559,879
$23,078,207
$2,481,673
$73,945,049
$64,268,587
$4,870,418
$4,806,044
$26,965,138
$28,236,058
$19,066,962
$12,808,482
$2,547,423
$3,711,057
$10,159,263
$8,394,101
$1,765,161
$67,055,360
$48,645,803
$18,409,557
$16,213,919
$708,781
$2,863,335
$2,155,354
$10,486,449
$8,496,922
$6,310,142
$495,545
$1,691,234
$41,524,229
$1,192,531
$2,422,442
$37,909,256

Supply
(Retail Sales)
$365,751,426
$307,693,945
$58,057,481
Supply
(Retail Sales)
$114,984,028
$104,245,306
$4,441,710
$6,297,012
$3,618,038
$2,772,318
$845,721
$38,065,743
$17,994,632
$15,791,289
$2,203,343
$46,152,896
$34,247,334
$6,227,783
$5,677,780
$24,123,220
$13,345,925
$14,218,983
$9,046,835
$0
$5,161,154
$7,143,478
$6,845,505
$0
$4,206,249
$1,709,299
$2,496,950
$14,424,045
$1,927,109
$4,726,874
$1,753,053
$6,017,009
$9,416,707
$1,942,583
$527,774
$6,946,350
$58,057,481
$2,249,033
$1,615,466
$54,192,981

Retail Gap
$75,578,589
$92,111,841
-$16,533,252
Retail Gap
-$23,913,029
-$28,776,872
$3,760,484
$1,103,359
$8,718,494
$5,058,828
$3,659,665
-$17,366,038
$7,565,247
$7,286,918
$278,330
$27,792,153
$30,021,253
-$1,357,365
-$871,736
$2,841,918
$14,890,133
$4,847,979
$3,761,647
$2,547,423
-$1,450,097
$3,015,785
$1,548,596
$1,765,161
$62,849,111
$46,936,504
$15,912,607
$1,789,874
-$1,218,328
-$1,863,539
$402,301
$4,469,440
-$919,785
$4,367,559
-$32,229
-$5,255,116
-$16,533,252
-$1,056,502
$806,976
-$16,283,725

Leakage/Surplus
Factor
9.4
13.0
-16.6
Leakage/Surplus
Factor
-11.6
-16.0
29.7
8.1
54.6
47.7
68.4
-29.6
17.4
18.7
5.9
23.1
30.5
-12.2
-8.3
5.6
35.8
14.6
17.2
100.0
-16.3
17.4
10.2
100.0
88.2
93.2
76.1
5.8
-46.2
-24.6
10.3
27.1
-5.1
52.9
-3.1
-60.8
-16.6
-30.7
20.0
-18

19,749
8,751
$57,625
$42,557
Number of
Businesses
271
187
84
Number of
Businesses
19
8
3
8
6
4
2
13
21
17
4
23
7
10
6
15
8
28
23
0
5
10
10
0
4
1
3
35
6
9
8
12
4
1
1
2
84
5
2
77

Data Note: Supply (retail sales) estimates sales to consumers by establishments. Sales to businesses are excluded. Demand (retail potential) estimates the expected amount
spent by consumers at retail establishments. Supply and demand estimates are in current dollars. The Leakage/Surplus Factor presents a snapshot of retail opportunity. This
is a measure of the relationship between supply and demand that ranges from +100 (total leakage) to -100 (total surplus). A positive value represents 'leakage' of retail
opportunity outside the trade area. A negative value represents a surplus of retail sales, a market where customers are drawn in from outside the trade area. The Retail Gap
represents the difference between Retail Potential and Retail Sales. Esri uses the North American Industry Classification System (NAICS) to classify businesses by their
primary type of economic activity. Retail establishments are classified into 27 industry groups in the Retail Trade sector, as well as four industry groups within the Food
Services & Drinking Establishments subsector. For more information on the Retail MarketPlace data, please click the link below to view the Methodology Statement.
http://www.esri.com/data/esri_data/methodology-statements

Source: Esri and Infogroup. Retail MarketPlace 2016 Release 2. Copyright 2016 Infogroup, Inc. All rights reserved.
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Retail MarketPlace Profile
W Ann Arbor Trl & S Main St, Plymouth, Michigan, 48170
Drive Time: 5 minute radius

Prepared by Esri
Latitude: 42.36979
Longitude: -83.46944

Leakage/Surplus Factor by Industry Subsector
Motor Vehicle & Parts Dealers
Furniture & Home Furnishings Stores
Electronics & Appliance Stores
Bldg Materials, Garden Equip. & Supply Stores
Food & Beverage Stores
Health & Personal Care Stores
Gasoline Stations
Clothing and Clothing Accessories Stores
Sporting Goods, Hobby, Book, and Music Stores
General Merchandise Stores
Miscellaneous Store Retailers
Nonstore Retailers
Food Services & Drinking Places
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Leakage/Surplus Factor by Industry Group
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Beer, Wine, and Liquor Stores
Health & Personal Care Stores
Gasoline Stations
Clothing Stores
Shoe Stores
Jewelry, Luggage, and Leather Goods Stores
Book, Periodical, and Music Stores
Department Stores (Excluding Leased Depts.)
Other General Merchandise Stores
Florists
Office Supplies, Stationery, and Gift Stores
Used Merchandise Stores
Other Miscellaneous Store Retailers
Electronic Shopping and Mail-Order Houses
Vending Machine Operators
Direct Selling Establishments
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Source: Esri and Infogroup. Retail MarketPlace 2016 Release 2. Copyright 2016 Infogroup, Inc. All rights reserved.
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Retail MarketPlace Profile
W Ann Arbor Trl & S Main St, Plymouth, Michigan, 48170
Drive Time: 15 minute radius

Prepared by Esri
Latitude: 42.36979
Longitude: -83.46944

Summary Demographics
2016 Population
2016 Households
2016 Median Disposable Income
2016 Per Capita Income
NAICS
Industry Summary
Total Retail Trade and Food & Drink
Total Retail Trade
Total Food & Drink
Industry Group
Motor Vehicle & Parts Dealers
Automobile Dealers
Other Motor Vehicle Dealers
Auto Parts, Accessories & Tire Stores
Furniture & Home Furnishings Stores
Furniture Stores
Home Furnishings Stores
Electronics & Appliance Stores
Bldg Materials, Garden Equip. & Supply Stores
Bldg Material & Supplies Dealers
Lawn & Garden Equip & Supply Stores
Food & Beverage Stores
Grocery Stores
Specialty Food Stores
Beer, Wine & Liquor Stores
Health & Personal Care Stores
Gasoline Stations
Clothing & Clothing Accessories Stores
Clothing Stores
Shoe Stores
Jewelry, Luggage & Leather Goods Stores
Sporting Goods, Hobby, Book & Music Stores
Sporting Goods/Hobby/Musical Instr Stores
Book, Periodical & Music Stores
General Merchandise Stores
Department Stores Excluding Leased Depts.
Other General Merchandise Stores
Miscellaneous Store Retailers
Florists
Office Supplies, Stationery & Gift Stores
Used Merchandise Stores
Other Miscellaneous Store Retailers
Nonstore Retailers
Electronic Shopping & Mail-Order Houses
Vending Machine Operators
Direct Selling Establishments
Food Services & Drinking Places
Special Food Services
Drinking Places - Alcoholic Beverages
Restaurants/Other Eating Places

44-45,722
44-45
722
NAICS
441
4411
4412
4413
442
4421
4422
443
444
4441
4442
445
4451
4452
4453
446,4461
447,4471
448
4481
4482
4483
451
4511
4512
452
4521
4529
453
4531
4532
4533
4539
454
4541
4542
4543
722
7223
7224
7225

Demand
(Retail Potential)
$4,911,854,586
$4,444,988,141
$466,866,445
Demand
(Retail Potential)
$1,016,857,076
$842,122,537
$92,521,420
$82,213,120
$138,773,248
$87,960,765
$50,812,483
$231,599,336
$286,885,562
$259,425,474
$27,460,089
$815,606,460
$708,744,174
$53,695,784
$53,166,502
$296,037,580
$310,955,039
$214,394,070
$143,595,692
$28,708,162
$42,090,215
$113,725,012
$93,961,473
$19,763,540
$746,742,856
$543,157,857
$203,584,999
$179,105,466
$7,948,985
$32,125,294
$24,140,880
$114,890,307
$94,306,435
$70,241,286
$5,487,482
$18,577,667
$466,866,445
$13,684,889
$27,667,468
$425,514,088

Supply
(Retail Sales)
$4,519,447,055
$4,010,237,559
$509,209,496
Supply
(Retail Sales)
$633,446,901
$499,779,407
$30,385,126
$103,282,368
$207,164,659
$113,101,173
$94,063,486
$356,890,162
$257,308,717
$243,412,591
$13,896,126
$553,026,150
$486,991,092
$34,699,452
$31,335,607
$410,084,456
$148,064,581
$156,375,425
$109,358,695
$16,715,838
$30,300,892
$115,888,125
$95,704,882
$20,183,243
$980,514,820
$595,379,492
$385,135,327
$144,278,914
$7,144,905
$33,238,710
$10,467,112
$93,428,187
$47,194,649
$16,249,991
$8,924,290
$22,020,367
$509,209,496
$14,167,417
$9,967,102
$485,074,977

Retail Gap
$392,407,531
$434,750,582
-$42,343,051
Retail Gap
$383,410,175
$342,343,130
$62,136,294
-$21,069,248
-$68,391,411
-$25,140,408
-$43,251,003
-$125,290,826
$29,576,845
$16,012,883
$13,563,963
$262,580,310
$221,753,082
$18,996,332
$21,830,895
-$114,046,876
$162,890,458
$58,018,645
$34,236,997
$11,992,324
$11,789,323
-$2,163,113
-$1,743,409
-$419,703
-$233,771,964
-$52,221,635
-$181,550,328
$34,826,552
$804,080
-$1,113,416
$13,673,768
$21,462,120
$47,111,786
$53,991,295
-$3,436,808
-$3,442,700
-$42,343,051
-$482,528
$17,700,366
-$59,560,889

Leakage/Surplus
Factor
4.2
5.1
-4.3
Leakage/Surplus
Factor
23.2
25.5
50.6
-11.4
-19.8
-12.5
-29.9
-21.3
5.4
3.2
32.8
19.2
18.5
21.5
25.8
-16.2
35.5
15.6
13.5
26.4
16.3
-0.9
-0.9
-1.1
-13.5
-4.6
-30.8
10.8
5.3
-1.7
39.5
10.3
33.3
62.4
-23.8
-8.5
-4.3
-1.7
47.0
-7

237,552
96,056
$57,873
$40,034
Number of
Businesses
1,983
1,366
617
Number of
Businesses
127
40
15
72
64
25
39
127
118
98
20
132
53
45
34
142
78
182
124
21
37
88
76
13
67
22
45
208
18
67
31
93
35
12
11
13
617
23
21
573

Data Note: Supply (retail sales) estimates sales to consumers by establishments. Sales to businesses are excluded. Demand (retail potential) estimates the expected amount
spent by consumers at retail establishments. Supply and demand estimates are in current dollars. The Leakage/Surplus Factor presents a snapshot of retail opportunity. This
is a measure of the relationship between supply and demand that ranges from +100 (total leakage) to -100 (total surplus). A positive value represents 'leakage' of retail
opportunity outside the trade area. A negative value represents a surplus of retail sales, a market where customers are drawn in from outside the trade area. The Retail Gap
represents the difference between Retail Potential and Retail Sales. Esri uses the North American Industry Classification System (NAICS) to classify businesses by their
primary type of economic activity. Retail establishments are classified into 27 industry groups in the Retail Trade sector, as well as four industry groups within the Food
Services & Drinking Establishments subsector. For more information on the Retail MarketPlace data, please click the link below to view the Methodology Statement.
http://www.esri.com/data/esri_data/methodology-statements

Source: Esri and Infogroup. Retail MarketPlace 2016 Release 2. Copyright 2016 Infogroup, Inc. All rights reserved.

April 14, 2017
©2016 Esri
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Retail MarketPlace Profile
W Ann Arbor Trl & S Main St, Plymouth, Michigan, 48170
Drive Time: 15 minute radius

Prepared by Esri
Latitude: 42.36979
Longitude: -83.46944

Leakage/Surplus Factor by Industry Subsector
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DEFINITIONS
Definitions of the retail sectors used in this study are derived from the North
American Industry Classification System (NAICS). This system is the standard
used by Federal statistical agencies in classifying business establishments for
the purpose of collecting, analyzing, and publishing statistical data related to
the U.S. business economy.

FURNITURE

AND

HOME FURNISHINGS STORES

Industries in the Furniture and home Furnishings Stores subsector retail new
furniture and home furnishings from fixed point-of-sale locations.
Establishments in this subsector usually operate from showrooms and have
substantial areas for the presentation of their products. Many offer interior
decorating services in addition to the sale of products.

ELECTRONICS

AND

APPLIANCE STORES

Industries in the Electronics and Appliance Stores subsector retail new
electronics and appliances from point-of-sale locations. Establishments in
this subsector often operate from locations that have special provisions for
floor displays requiring special electrical capacity to accommodate the
proper demonstration of the products. The staff includes sales personnel
knowledgeable in the characteristics and warranties of the line of goods
retailed and may also include trained repair persons to handle the
maintenance and repair of the electronic equipment and appliances. The
classifications within this subsector are made principally on the type of
product and knowledge required to operate each type of store.

BUILDING MATERIAL

AND

SUPPLIES DEALERS

This industry group comprises establishments primarily engaged in retailing
new building materials and supplies.

LAWN AND GARDEN EQUIPMENT
STORES

AND

SUPPLIES

This industry group comprises establishments primarily engaged in retailing
new lawn and garden equipment and supplies.

GROCERY STORES
This industry group comprises establishments primarily engaged in retailing
a general line of food products.
DOWNTOWN PLYMOUTH RETAIL MARKET STUDY - Draft April 20, 2017
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SPECIALTY FOOD STORES
This industry group comprises establishments primarily engaged in retailing
specialized lines of food.

BEER, WINE

AND

LIQUOR STORES

This industry comprises establishments primarily engaged in retailing
packaged alcoholic beverages, such as ale, beer, wine, and liquor.

HEALTH

AND

PERSONAL CARE STORES

This industry comprises establishments known as pharmacies and drug
stores engaged in retailing prescription or nonprescription drugs and
medicines.

CLOTHING STORES
This industry group comprises establishments primarily engaged in retailing
new clothing.

SHOE STORES
This industry comprises establishments primarily engaged in retailing all
types of new footwear (except hosiery and specialty sports footwear, such
as golf shoes, bowling shoes, and spiked shoes). Establishments primarily
engaged in retailing new tennis shoes or sneakers are included in this
industry.

JEWELRY, LUGGAGE

AND

LEATHER GOOD STORES

This industry group comprises establishments primarily engaged in retailing
new jewelry (except costume jewelry); new sterling and plated silverware;
new watches and clocks; and new luggage with or without a general line of
new leather goods and accessories, such as hats, gloves, handbags, ties, and
belts.

BOOK, PERIODICAL

AND

MUSIC STORES

This industry comprises establishments primarily engaged in retailing new
books, newspapers, magazines, and other periodicals. It also comprises
establishments primarily engaged in retailing new musical instruments,
sheet music, and related supplies; or retailing these new products in
combination with musical instrument repair, rental, or music instruction.
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DEPARTMENT STORES / GENERAL MERCHANDISE
This industry comprises establishments known as department stores that
have separate departments for general lines of new merchandise, such as
apparel, jewelry, home furnishings, and toys, with no one merchandise line
predominating. Department stores may sell perishable groceries, such as
fresh fruits, vegetables, and dairy products, but such sales are insignificant.
Department stores may have separate customer checkout areas in each
department, central customer checkout areas, or both.
General Merchandise establishments are primarily engaged in retailing new
goods in general merchandise stores (except department stores). These
establishments retail a general line of new merchandise, such as apparel,
automotive parts, dry goods, hardware, groceries, housewares, and home
furnishings, with no one merchandise line predominating. Establishments
known as warehouse clubs, superstores, or supercenters are included in this
industry.

FLORISTS
This industry comprises establishments known as florists primarily engaged
in retailing cut flowers, floral arrangements, and potted plants purchased
from others. These establishments usually prepare the arrangements they
sell.

OFFICE SUPPLIES, STATIONARY

AND

GIFT STORES

This industry group comprises establishments primarily engaged in retailing
new office supplies, stationery, gifts, novelty merchandise, and souvenirs.

USED MERCHANDISE STORES
This industry comprises establishments primarily engaged in retailing used
merchandise, antiques, and secondhand goods (except motor vehicles, such
as automobiles, RVs, motorcycles, and boats; motor vehicle parts; tires; and
mobile homes).

SPECIAL FOOD SERVICES
This industry group comprises establishments primarily engaged in
providing food services at one or more of the following locations: (1) the
customer's location; (2) a location designated by the customer; or (3) from
motorized vehicles or non-motorized carts.
DOWNTOWN PLYMOUTH RETAIL MARKET STUDY - Draft April 20, 2017
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DRINKING PLACES (ALCOHOLIC BEVERAGES)
This industry comprises establishments known as bars, taverns, nightclubs,
or drinking places primarily engaged in preparing and serving alcoholic
beverages for immediate consumption. These establishments may also
provide limited food services.

RESTAURANTS / OTHER EATING PLACES
This industry comprises establishments primarily engaged in one of the
following: (1) providing food services to patrons who order and are served
while seated (i.e., waiter/waitress service) and pay after eating; (2)
providing food services to patrons who generally order or select items (e.g.,
at a counter, in a buffet line) and pay before eating; or (3) preparing and/or
serving a specialty snack (e.g., ice cream, frozen yogurt, cookies) and/or
nonalcoholic beverages (e.g., coffee, juices, sodas) for consumption on or
near the premises.

Page 20

DOWNTOWN PLYMOUTH RETAIL MARKET STUDY – Draft April 20, 2017

Rev.: April 20, 2017

City of Plymouth DDA Board and Saxton’s Sub-Committee
Questions Regarding Financial Viability

Q1. Please provide a contact name and phone number of three lenders with whom
you have completed a project of similar type/scope.

Q2. Please provide the business plan for three similar projects that includes:
a. A general summary of the project
b. The sources for funding (debt and equity)
c. The uses of the funding (capital up-front costs/budget)
d. If the project is a rental project, 10-year operating cash flow as projected prior
to development, including detailed income and expense assumptions, and a
description of how actual financial performance compared to projections
e. If the project is a condominium project, a description of how many units
needed to be sold to pay off senior debt and cause the project to break even.

Q3. Please provide a business plan for your Saxton’s proposal that includes:
a. A general summary of the project
b. The sources for funding (debt and equity)
c. The uses of the funding (capital up-front costs/budget)
d. If the project is a rental project, 10-year operating cash flow as projected prior
to development, including detailed income and expense assumptions.
e. If the project is a condominium project, a description of how many units need
to be sold to pay off senior debt and cause the project to break even.

Q4. Please reply to the following:
a. Will the same people/institutions that financed your project(s) in other
municipalities provided in Question 1 also be financing your proposal for the
Saxton’s property?
b. Is the loan document signee part of your team?
c. If a guarantee of the loan for your proposal on the Saxton’s property is
necessary, are the principals of your team willing and able to do so?
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June 19, 2017

City of Plymouth Downtown Development Authority
Saxton’s Development Sub-Committee
c/o Mr. Tony Bruscato
Director, Plymouth Downtown Development Authority
831 Penniman Avenue
Plymouth, Michigan 48170

Via Email: bruscato@ci.plymouth.mi.us

SUBJECT: Response to May 24 Questions
Dear Sub-Committee Members:
Harmonie Park Development and Trowbridge Properties remain very interested in working with the City
of Plymouth Downtown Development Authority (DDA) and community stakeholders in designing and
delivering a gateway to the east end of downtown Plymouth that we can all be proud of. We are
pleased to submit this response to the questions that you provided in your letter of May 24, 2017. We
are available to also answer any questions in person.
Question 1. Please provide a contact name and phone number of three lenders with whom you
have completed a project of similar type/scope.

F1RST, Capitol Riverfront District, Washington DC
325 apartments, 170-key hotel, and 25,000 SF retail. Shared parking garage for all uses. Car share
spaces. Bike share station. Don Capobres was responsible for completion of acquisition, partnership
relationships and agreements, capital structure including equity raise and coordination of debt,
successful pursuit of coveted Marriott franchise, complex condominium and reciprocal easement
documents for garage, and construction agreements as a senior officer at Grosvenor. Project was
completed in Q2 2017.

Construction Lender (Residential/Retail):

Ms. Sadvhi Subramanian
Senior Vice President
Mid-Atlantic Real Estate Banking
Capital One Bank
Sadhvi.Subramanian@capitalone.com
(703) 720-6747

Equity Partner (Residential/Retail):

Ms. Rebecca Owen
Senior Vice President and Chief Legal Counsel
Clark Enterprises Inc.
rowen@clarkus.com
(301) 657-7216

Harmonie Park Development | 44827 Governor Bradford Rd. | Plymouth, Michigan 48170

Central, Downtown Silver Spring, MD
243 apartments, ~18,000 SF retail, public open space, shared garage for church, residential, retail and
car share. Bike share station. Public easement for extended Metro line. Don Capobres managed team
that implemented project while a senior officer at Grosvenor. Direct responsibility for acquisition,
entitlements, design management, reciprocal easement agreements for shared parking facility, internal
financing structure and construction agreements.

Construction Lender: Mr. William R. Bremer
Vice President, Commercial Real Estate
HSBC Bank USA N.A.
william.r.bremer@us.hsbc.com
(415) 288-7760
Question 2. Please provide the business plan for three similar projects that includes:
a. A general summary of the project
b. The sources for funding (debt and equity)
c. The uses of the funding (capital up-front costs/budget)
d. If the project is a rental project, 10-year operating cash flow as projected prior to
development, including detailed income and expense assumptions, and a
description of how actual financial performance compared to projections
e. If the project is a condominium project, a description of how many units needed
to be sold to pay off senior debt and cause the project to break even.

Due to non-disclosure agreements on these projects, we are unable to respond to this question
with specifics. Our response in Attachment A should, however, provide a sufficient level of
understanding for the scale and complexity of these projects. Furthermore, on two projects, F1RST
and Central, we provide contact information for capital partners who can address specifics such as
our ability to underwrite transactions, establish and manage approved budgets, and general project
management capabilities.
Question 3. Please provide a business plan for your Saxton's proposal that includes:
a. A general summary of the project
b. The sources for funding (debt and equity)
c. The uses of the funding (capital up-front costs/budget)
d. If the project is a rental project, 10-year operating cash flow as projected prior to
development, including detailed income and expense assumptions.
e. If the project is a condominium project, a description of how many units need to
be sold to pay off senior debt and cause the project to break even.

a.) General Project Summary
Through the Saxton’s developer selection process, we have learned valuable information about the
site and how it links the residential neighborhood to the south/east and the Kellogg Park experience
to the north. The process has reaffirmed our initial conclusion: it is challenging, if not impossible,
to meet all the goals laid out in the RFP and be sensitive to the adjacent residential neighborhood
when trying to solve all the objectives in the RFP on the relatively small Saxton’s parcel. What
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differentiates our proposal from others is that by including the Wilcox property as part of a
cohesive plan for the east end of Kellogg Park, we provide options to the City of Plymouth to meet
most, if not all, of these goals while enabling an appropriate scale of development for the Saxton’s
site.
Saxton’s Site
Re-purposing the Jewell & Blaich Hall building and at least a portion of the former Saxton’s
showroom is in line with the philosophy of Harmonie Park Development. We believe utilizing these
buildings is critical to delivering the authenticity that today’s successful retailers and restaurants are
seeking. Maintaining these buildings on Ann Arbor Trail helps mitigate concern we have heard
about having both sides of the street look too similar because they are under the control of one
developer.
Since our presentation to the sub-committee in January, community residents (Fairground Park
Association and others) have shared their concerns with us. Based on that input we have reoriented our ingress/egress to Deer St. instead of Maple. We maintain the quiet residential feel on
Maple St. by lining the south end of the property with rowhomes and -preserving the existing home
at the corner of Deer and Maple St. An updated site plan is included as Attachment B. In
Attachment C, we provide preliminary architectural elevations that reflect the scale of the proposal.
We will work with the City and community stakeholders to further refine the ultimate architecture
for the site.
Residential design focused on attracting the ‘empty nester’ or move-down residential is a current
trend for new development. The baby boomer generation is diverse and no one product type will
suit their needs. Evidence suggests that as baby boomer households mature, a greater number of
them will be interested in more housing options that are oriented towards smart growth principles
which feature proximity to retail amenities, personal services, and walkability.
We believe this trend will continue as boomers and then Generation X will remain more active later
in life. With that, we are targeting our residential program in downtown Plymouth towards the
empty nester. The project will not be age-restricted and it is important to note that younger
professionals are also seeking similar vibrant neighborhoods. The offering for condominiums in
downtown Plymouth for this type of residential program is extremely limited. However, the sales
comparables for inferior located condominiums gives us confidence in our program’s viability.
Our current program for the Saxton’s property features:
Residential Types
Maple St. Rowhomes
Jewell Building Lofts
Flats

# Units
7
2
50

Average net SF Sales Price per SF
1,567
$325
2,047
$275
1,270
$310
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We envision 15,241 net SF of retail along the southern side of Ann Arbor Trail Rd. and turning the
corner slightly on Deer St., enlivening this edge of Kellogg Park and to engaging the eastern portion
of downtown Plymouth (which is generally underserved).
The entire program is housed in a combination of the adaptive reuse buildings and new building
components that are no higher than three stories. The third story on Maple St. is stepped back over
a two story rowhouse.
This scale of development is sensitive to vehicular impact on Maple St. as it has 140 parking spaces
contained within a two-level parking deck. This is in contrast to a larger deck that would be
required should all parking goals be met on this site as part of a more intense development
program.
Wilcox Site
The Wilcox property provides us (Harmonie Park/Trowbridge and the City) with multiple options
and we have run financial models on several. In response to this question, we provide the least
complex of our models as an illustrative example. In this scenario, the City of Plymouth is not
required to contribute any further funds to the development. It does assume the Saxton’s property
would be deeded in fee to our team in exchange for the benefits outlined below. The acquisition
costs in our proforma are for private properties.
This example for the Wilcox site features:
Residential Types
Wilcox Flats
Townhomes

# Units
16
21

Average net SF
1,750
2,000

Sales Price per SF
$300
$300

11,557 net SF of new retail would front the extension to Kellogg Park. A surface parking lot with 58
spaces would be built behind the retail building. This, in addition to 18 spaces that would be created
through new on-street parking and a smaller lot adjacent to the proposed townhomes, would result
in a similar number of surface parking spaces currently on the City’s Saxton’s site. These would be
provided to the City further. The site plan for this concept and the resulting overall site plan are
provided in Attachment D.
Benefits to the City
This illustrative project results in the City of Plymouth realizing many of the goals set out in the RFP:




A gateway to the east end of downtown Plymouth anchored by the historic Jewell & Blaich
Hall building and the re-engagement of the Wilcox property;
New retail and restaurants that would connect the historically underserved east side of
Plymouth and add to the critical mass required to attract more consumers to Plymouth;
A Saxton’s site that is developed in a way that is sensitive to the Maple St. residents and
Fairground Park neighborhood; and
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A similar number of surface parking spaces relocated from the Saxton’s site to the Wilcox
property

The obvious omission is the desired 150 net new parking space facility—a major need for
downtown Plymouth. To address this, however, our team has identified various tax increment
financing programs that fit the profile of our proposed project that can be utilized to fund parking
improvements (among other public-serving projects).
Both properties (Saxton’s and Wilcox) are unique as they both have very low property tax bases. A
project such as ours with a total value more than $45M would conservatively result in a tax
increment revenue stream of over $25M for a 20-year period. This tax increment revenue stream
could support a bond or series of bonds estimated to be more than $10M. If selected, we propose
to engage a public finance consultant that will help us identify and secure this type of public
financing that can drastically enhance the benefits that this project can provide.
A parking structure is a typical project that is funded through tax increment financing. The location
of the parking structure could be in various locations near Kellogg Park. Our proposed partnership
with the City provides an opportunity for it to be integrated into the Wilcox/Saxton’s project. In
Attachment E, as an example, we show a compact, three-level, 62,796 SF parking deck. This deck
would include 192 total spaces. The south face of the deck would be mostly concealed by the threestory retail and residential building shown previously. This deck represents 150 net new spaces to
downtown if the residential/retail sharing factor is utilized. Using an estimate of $30,000 per stall,
this deck construction cost would be approximately $5.76 M, and soft costs (for items like design,
insurance, and management) are estimated at $500,000 to $1M, for a total estimate of $6.26M –
$6.76M. This estimate is under the expected bonding capacity generated by our proposal’s tax
increment capture. This is provided as one option, and if selected we will work with the City to
thoroughly vet a parking structure design, cost, and financing.
b.) and c.) Sources and Uses of Funds
The proforma for the project (without the additional 150 space parking structure) is provided in
Attachment F. Assuming tax increment financing can be secured using our project, the cost of the
parking deck would be funded by this financing mechanism. The viability of the project would not
change and could be enhanced. Total costs before finance interest and fees are $46,475,191. Total
costs are assumed to be financed with 60% debt. Interest is assumed to be 450 basis points above
LIBOR. These terms may allow us to avoid a recourse loan. Other fees related to securing this debt
are included in the budget.
Trowbridge Properties is amenable to including land as equity which would represent
approximately 24% of the required equity (or nearly 10 percent of project costs). The remaining
equity (~$15M) would be raised after a developer selection is made and the specific project is
defined. Harmonie Park will fund the project until that time. Conversations with potential equity
partners in addition to Trowbridge have been positive but the protraction of the developer
selection process has caused these discussions to stall. It has been our experience that co-general
partner equity is easier to secure when the ambiguities of project (program and schedule) are
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removed. Our practice has been to enlist the help of investment sales brokers to source and secure
equity. Our budget includes broker fees.
d.) Rental Ten Year CF with Income and Expense Assumptions
Downtown Plymouth has established itself as one of the premier downtowns in Southeast
Michigan. Since the great recession, vacancy rates have steadily decreased to below 5% in 2015 and
are forecast to continue to decrease. There has been very little change in overall inventory through
the better part of a decade. Restaurants, shops and bars on the western edge of Kellogg Park and
adjacent popular side streets are energized every day of the week. The historic post office on
Penniman St. has been adaptively reused as a Westborn Market, a strong, high quality grocer. Their
presence underscores the attractiveness of downtown for not only regional visitors but also for
residents.
Located strategically between Ann Arbor and Detroit, downtown Plymouth is a regional
retail, dining and entertainment hub. The City provides strong programming, including music in the
park during summers, the Fall Festival, and the world renown Ice Festival in the winter. The Retail
Market Place Profile provided by Esri for a 1-mile radius around downtown Plymouth shows how
big of a restaurant and bar draw Plymouth is. It is estimated that in 2016, over $20M of annual food
and beverage sales are being attracted into Plymouth from outside the one-mile radius. When the
radius is drawn larger to three miles, the Esri report reveals an opportunity to capture another
$26M annually in just food and beverage alone. There is opportunity for over $386M in retail sales.
While the retail sales opportunity will be eroded by the continued growth in internet sales, there is
clearly an opportunity to expand Plymouth’s retail base. With prime retail located along the eastern
edge of Kellogg Park we have an opportunity to further solidify, and even elevate, Plymouth’s role
as a commercial hub in Southeastern Michigan.
There is approximately 26,798 net square feet of commercial space in our proposed development
program. 15,241 net SF on the Saxton’s property and 11,557 net SF on the Wilcox side. Of this, we
project lease rates at $33.00 (NNN) per square foot annually for about half of the space which will
be targeted towards restaurants and national tenants. The remainder is projected to lease for
$27.00 (NNN) per square foot annually which would be targeted toward local tenants. Although we
intend to be long term holders of property, for rental projects our practice is to assume a notional
disposition once the asset is stabilized (95% occupied), thus, a projected ten-year cash flow is not
provided. For this project, we use an exit capitalization rate of 6.0 percent on net operating income
of $425,392 (Saxton’s) and $322,562 (Wilcox) to estimate the value at sale of the retail after a one
year absorption period. The model does not trend rents.
e.) Condominium component – Units sold to payoff senior debt/breakeven
The proposed residential program is programmed as a for-sale condominium project. The 21 town
homes on the Wilcox property provides for some flexibility and thus risk reduction. They can be
entitled and then sold to another builder, or they can be strategically phased. We would ensure,
however, that the style and quality of the townhomes are in line with the rest of the project. For
this model, they are projected to be built by Harmonie Park.
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At a 60% loan-to-cost, the total construction loan, interest and fees is $26,172,416. At an average
unit sales price of $472,638, 55 (fifty-five) units would have to be sold to pay off the loan, interest
and fees. This is just over 57% of the total available units.
To break even, between 72 and 75 units would have to be sold as shown in the sensitivity table
below. This is 78% of the total available units.
Sensitivity Analysis Report

Table of Profit Amount and Profit on Cost%
Sales: Net Area ft²
-24.75%

-22.00%

-19.25%

-16.50%

-13.75%

-11.00%

-8.25%

-5.50%

-2.75%

0.00%

111,788

115,873

119,958

124,043

128,129

132,214

136,299

140,384

144,470

148,555

72

75

78

80

83

85

88

91

93

96

($346,093) $880,799 $2,101,626
-0.72%

1.84%

4.39%

$3,322,453 $4,543,279 $5,767,321 $6,990,344 $8,207,741 $9,425,137 $10,642,533
6.94%

9.49%

12.05%

14.60%

17.15%

19.69%

22.24%

Question 4. Please reply to the following:
a. Will the same people/institutions that financed your project(s) in other
municipalities provided in Question 1 also be financing your proposal for the
Saxton's property?
b. Is the loan document signee part of your team?
c. If a guarantee of the loan for your proposal on the Saxton's property is
necessary, are the principals of your team willing and able to do so?

Overall, the capital stack for this proposed project has not yet been formed. Due to the profile of
the project, we anticipate being able to be selective in putting the financing together in order to
match timing and vision for the property. As discussed, capital wants more certainty on the
development program and schedule before committing. If selected, we assume the City and
Harmonie Park/Trowbridge will enter into an Exclusive Negotiations Agreement (“ENA”) which will
allow us to let our capital partners know that we have, in fact, been selected and we can begin the
capital raise in earnest. During exclusive negotiations, a Development Agreement will be negotiated
which outlines project terms which should include a schedule for determining the final development
program, the entitlement process/schedule and a series of developer milestones including a
schedule for securing financing.
a.) Previous lenders on this project

The institutions that financed the projects in Question 1 will not likely be financing our proposal for
the Saxton’s property due to the smaller scale of this proposal.
For the construction lenders, this project is not likely to be large enough. Although Clark Enterprises
is a family office investor, which is the scale of investor that will likely fund our project, Plymouth is
not likely in CE’s target market.
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b.) Is loan document signee part of your team?

Although the capital structure has yet to be finalized, members of our team are able to sign loan
documents.
c.) Loan Guarantee

We are investigating options regarding financing: completion guarantees, recourse and nonrecourse. We prefer non-recourse construction loans where the co-General Equity Partners will sign
completion guarantee tied to specific loan covenants. The responding team, however, has the
capacity to make the financial commitment and completion guarantee.
We look forward to your upcoming deliberations and hopefully moving forward with you on this exciting
opportunity. Please let us know if you would like to schedule time to meet to go through our response
or provide clarification on any aspect of our proposal. We realize the importance of this project to the
City of Plymouth and respect your diligence.
Sincerely,

A. Don Capobres
Principal
Harmonie Park Development Group LLC

cc:

Stanley B. Dickson, Jr., Trowbridge Properties
Wendi E. Baker, Harmonie Park Development Group LLC
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Exhibit A

ATTACHMENT A – SIMILAR PROJECT BUSINESS PLANS
Project Name/Location/Status
North 40, Los Gatos CA. Overall master plan
features 365 residential units, ~500,000
square feet of commercial, public open
space, public garage, historic preservation,
etc.
Harmonie Park Responsibilities include:
acquisition, entitlements, partnership
relations and agreements, design
management, tenant mix for retail, and
leasing.
Status: Rezoning completed in Summer
2015. Development application following
rezoning approval is pending court decision.

Sources and Uses of Funds
The following is for land development and
the retail program. A portion of the
property is being sold to a home builder
for implementation of the ~ 365
residential units. Senior financing has not
yet been secured for the project.

General Description of Operations
The project is still in the entitlement process.
Grosvenor Americas has funded the project costs
(in excess of $15M) to‐date. Harmonie Park is
responsible for managing all aspects of the project
including budget management.

Sources:
Equity (Grosvenor) $55 to $65 Million
Senior Financing
$35 to $45 Million
Total
$90 to $110 MIllion
Uses:
Land
Soft Costs
Hard Costs
Financing Costs
Total

$25 to $35 Million
$21 to $25 Million
$40 to $50 Million
$2 to $3 Million
$90 to $110 Million

http://losgatosnorth40.com/

The following projects were performed under direction of Don Capobres as a senior officer at Grosvenor Americas from 2006‐April 2016.

Central, Silver Spring, MD. 243 apartments,
~18,000 SF retail, public open space, shared
garage for church, residential, retail and car
share. Bike share station. Public easement
for extended Metro line.

Sources:

Don Capobres managed team that
implemented project. Direct responsibility
for acquisition, entitlements, design
management, reciprocal easement
agreements for shared parking facility,
internal financing structure and construction
agreements.

Uses:

Status: Under construction. Completion
Q2/Q3 2017

Equity (Grosvenor) $30 to $40 Million
Debt (HSBC)
$50 to $60 Million
Total
$80 to $100 MIllion

Land/In Kind
Soft Costs
Hard Costs
Financing Costs
Total

$15 to $25 Million
$10 to $12 Million
$50 to $60 Million
$2 to $3 Million
$80 to $100 Million

The project is a rental residential and retail
property and is nearing completion. We are not
able to make detailed operating budgets publicly
available, however, we have provided Mr. Bill
Bremer of HSBC Bank as a reference in Question 1.
Mr. Bremer will be able to speak generally about
the team that was managed by Mr. Capobres, the
underwriting that was performed and performance
during construction and approaching lease up.

http://www.grosvenor.com/featured‐locations‐and‐properties/asset/central/

Attachment A ‐ Submitted to City of Plymouth DDA
June14, 2017

ATTACHMENT A – SIMILAR PROJECT BUSINESS PLANS
F1RST, Washington, D.C. LEED Silver. 325
apartments, 170‐key hotel, and 25,000 SF
retail. Shared parking garage for all uses. Car
share spaces. Bike share station.
Don Capobres responsible for completion of
acquisition, partnership relationships and
agreements, capital structure including
equity raise and coordination of debt,
successful pursuit of coveted Marriott
franchise, complex condominium and
reciprocal easement documents for garage,
and construction agreements. Oversaw
team responsible for entitlements,
construction, leasing and ultimate
disposition of hotel.

For residential/retail program only
Sources:
Equity (Grosvenor‐
Clark 50/50)
$25 to $35 Million
Debt (Capital One) $85 to $90 Million
Total
$110 to $125 MIllion
Uses:
Land
Soft Costs
Hard Costs
Financing Costs
Total

$15 to $20 Million
$20 to $25 Million
$70 to $75 Million
$5 to $6 Million
$110 to $125 Million

The project is a rental residential and retail
property and was recently completed. We are not
able to make detailed operating budgets publicly
available, however, we have provided Ms. Sadvhi
Subramanian of Capital One and Ms. Rebecca Owen
of Clark Enterprises as references in Question 1.
Ms. Subramanian and Ms. Owen will be able to
speak generally about the team that was managed
by Mr. Capobres, the underwriting that was
performed and performance during construction
and lease up.

http://www.grosvenor.com/featured‐locations‐and‐properties/asset/first/
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CONCEPTUAL PROJECT PRO FORMA
For Discussion Purposes Only
Saxton's – Wilcox Sites
Downtown Plymouth, MI
June 19, 2017
INCOME
Condominium Sales Valuation
Condominium Sales Commission
Additional Sales Revenue/Cost
Retail Rental Income
Retail Net Capital Value (Assumes Sale at Stabilization)
Sales Fees/Costs

45,373,285
(1,134,332)
1,920,000
747,953
12,465,890
(126,000)

Total Project Revenue

58,498,843

DEVELOPMENT COSTS
Acquisition
Site Purchase Cost
Site Purchase Fees
Total Purchase Cost

5,300,000
213,889
5,513,889

Construction
Construction Costs
Miscellaneous Costs (Tenant Improvements and Other)
Professional Fees
Total Construction

33,814,918
889,945
2,666,089
37,370,952

Marketing/Leasing
Marketing
Retail Leasing Legal
Retail Leasing Commission

800,000
19,683
112,193

Miscellaneous
Miscellaneous Related Costs
Development Management Fee

1,373,862
1,284,613
2,658,475

Total Costs Before Interest and Fees
Interest and Fees Included in Project Cost
Interest paid for Debt Sources:
Construction Loan (5.66%) (60% LTC)
Total Interest paid for Debt Sources:

46,475,191

757,064
757,064

Total Interest Included in Project Cost

757,064

Total Fees paid for All Sources

624,055

Total Interest and Fees Included in Project Cost

1,381,119

Total Costs Including Funded Interest and Fees

47,690,610

Total Expenditure
Profit

10,642,533

Plymouth Saxton Property

Financial Proposal - Submitted June 14
Development Team

Union Street Development, LLC

Constantine George Pappas AIA
Architecture / Planning

Studio H2G

HopkinBurns Design Studio
Russell Design

UNION STREET DEVELOPMENT LLC
1025 S. Washington
Royal Oak, Michigan 48067
1.248.629.8998

June 9, 2017
Mr. Tony Bruscato, Director
Plymouth Downtown Development Authority
831 Penniman
Plymouth, MI 48170
RE:

Union Street Development, LLC
Questions to DDA’ s letter dated May 24,2017
Plymouth Saxton Project

Dear Mr. Bruscato:
Per the DDA’s request dated May 24, 2017, we are enclosing the Union Street
Development, LLC (“Union Street Development”) response to your questions as well as our
proposed Financial Viability Concept Proposal. Our Financial Viability Concept Proposal was put
together in a method to better comprehend our proposed process for the development of the
Plymouth Saxton Project which is easily understandable in its implementation.
To effectuate the above, we are proposing a “phased development” for this project,
which is practical in its overall concept as it allows for the plan to be completed in accordance
with the architectural plans and design concepts that were presented in previous meetings.
While we recognize that the concept for the Plymouth Saxton Property requires
approval by the City of Plymouth (“City”) as well as feedback from the Community, this
Financial Viability Concept Proposal must be responsive to the authorized decisions and the
numerous details that impact the project’s financial viability. Simply stated, the project at this
stage has NOT been designed or engineered, and until that actually happens, the “Questions
Regarding Financial Viability” remain an educated guess and we must give you the best possible
answers we can under the circumstances, which are as follows:
Q1 Please provide a contact name and phone number of three lenders with whom you have
completed a project of similar type/ scope.
We only had to finance one of our projects. It is an Office Building located in
Downtown Royal Oak, Michigan. Financing was obtained through Bank of America.
The loan was for a period of seven years, which loan was paid off in five years.

The Loan Officer in charge was Mr. Richard Marsack at Bank of America
(248.631.0982). All of our other properties have been financed through private equity
funding with no mortgages.
Q2 Please provide business plan for three similar projects that include:
a. A General summary of the project.
b. The sources for funding ( debt and equity ).
c. The uses of the funding ( capital up‐front costs/ budget ).
d. If the project is a rental project, 10 year operating cash flow as projected prior to
development, including a detailed income and expense assumptions, and a description
of how actual financial performance compared to projections.
e. If the project is a condominium project, a description of how many units needed to be
sold to pay off senior debt and cause the project to break even.
Because of the uniqueness of the Plymouth Saxton’s Project, we do not have any
examples of previous funding that is comparable. As mentioned above, our projects
have been funded with private equity funds. We discovered and believe that the less
outside financing, the better for the financial viability of the project. Cash flow of our
rental properties, which are private investments and economically viable, cannot be
publically disclosed.
Q3 Please provide business plan for your Saxton’s proposal that include:
a. A General summary of the project.
b. The sources for funding ( debt and equity ).
c. The uses of the funding ( capital up‐front costs/ budget ).
d. If the project is a rental project, 10 year operating cash flow as projected prior to
development, including a detailed income and expense assumptions, and a description
of how actual financial performance compared to projections.
e. If the project is a condominium project, a description of how many units needed to be
sold to pay off senior debt and cause the project to break even.
See attached Union Street Development Financial Viability Concept Proposal.
Q4 Please reply to the following;
a. Will the same people /institutions that financed your project(s) in other municipalities
provided in Questions 1 also be financing your proposal for the Saxton’s Property?
Yes, if financing is required.
b. Is the loan document signee part of your team?
Yes
c. If a guarantee of the loan for your proposal on the Saxon’s Property is necessary, are
the principals of your team willing and able to do so?
Yes, our Lender will provide a confidential letter outlining the available amount of
credit as required.

As this cooperative project is in the nature of a development partnership, it would be
extremely important to open communications with the City and receive certain
information from you. In this spirit we are submitting some questions to the DDA and the
City which are important in this process:
1. How many projects has the DDA and/or the City ventured into of a similar or like in
size and scope?
2. How often has the DDA and/or the City worked in a project of this nature with a
Developer or Development Team?
3. Does the DDA and/or the City own the subject Saxton’s Property outright or is there
an existing financial and legal encumbrances in place?
4. If the property is encumbered, when will it be removed? If there is a municipal bond
in place, when will it be paid off?
5. Has the City conducted an entire Level One Environmental Survey? Has this survey
required it to be expanded to a Level Two Investigation that requires testing and actual
environmental remediation?
6. Does the DDA/City recognize that until the entire project is approved by the City of
Plymouth Commissions, architectural/ engineering drawings and specifications completed
and bid, that financial reports are only a projection at this point and may not reflect the
actual financial budgets for this project?
In closing, we look forward to working together with the DDA/City of Plymouth to
complete the project. Of course, this proposal is subject to the final Public/Private/Partnership
(P3) negotiations and additional information affecting its financial viability. Moreover, we wish
to reiterate that Union Street Development is ready, willing, and able to move forward with the
Plymouth Saxton Project in completing its final design, financial parameters and the
development of this important and exciting project which will have a great impact on the east
side of the Downtown Kellogg Park Area as well as the City at large.
Feel free to contact me if you have any questions or suggestions.
Respectfully submitted,

UNION STREET DEVELOPMENT, LLC
GUSS G. PAPPAS, Its Manager
Enclosure
cc: Mr. Nick Giammarco – Studio H2G – Branding and Retail Architects
Mr. Gene Hopkins – Hopkins Burn Historical Architects
Mr. Mark Russell – Landscape Architects
Mr. John Korachis, Esq.

1025 S. Washington

UNION STREET DEVELOPMENT LLC
Royal Oak, Michigan 48067

1.248.629.8998

June 9, 2017
Plymouth Saxton Project
Plymouth, Michigan
Union Street Development LLC (a/k/a “Union Street Development”)
Financial Viability Concept Proposal
General Items
To facilitate the Plymouth Saxton Property Development, the following are items which we
see as being significantly important in the evaluation and determining the financial viability
of the project. Please note that task responsibility for each item is also listed. Keep in mind
that this proposal is a basic Financial Concept. When the actual final project approved by the
City of Plymouth, the final architectural/ engineering drawings and specifications are
completed, and actual bid costs are obtained, the figures must comply with the Developer’s
financial projections in order to proceed accordingly.
A. Marketing Study. ( City of Plymouth )
B. Demolition of all buildings and surfaces on the properties with the exception of the one
Historic Building. This will include the Saxton Building, foundations, asphalt paving etc.
( City of Plymouth )
C. Existing Soil Boring Information. ( City of Plymouth )
D. Environmental Reports and documentation that the entire parcel is free and clear
of any contaminants. ( City of Plymouth ) Any removal of contaminated material shall
be the responsibility of the City of Plymouth.
E. Assessment of the condition of the Historic Building to determine its viability of
renovation and financial viability. ( Union Street Development ) This also includes an
environmental assessment of the building. ( City of Plymouth )
F. Twelve Year Property Tax Abatement ( on Phase III only ) on Ann Arbor Trail parcel for
the Mix Use Building. ( City of Plymouth )
G. Purchase of the corner parcels at Deer Street between Ann Arbor Trail and Maple Street
to allow a full development of the ten (10) condominiums along Maple Street. ( City of
Plymouth )
H. Purchase of the parcel adjacent to and the immediate east of the Historic Property to
allow for vehicular access ( ingress and egress ) for the parking deck. ( City of Plymouth )
This would alleviate traffic for adjoining neighbors through a residential street.
I. PUD Approval to construct what was shown on the RFP Proposal in concept. After
review of the financial viability of the project, additional density and height of the
Retail/ Residential Building on Ann Arbor Trail may be needed. We will make that

J.

K.
L.

M.
N.

assessment during the design process and prior to the actual PUD submittal.
( City of Plymouth )
Parking requirements for the Retail/ Residential Building on Ann Arbor Trail and the
Condominiums on Maple Street would be provided for in the parking deck at no cost to
the developer for life of the project. The amount of parking would be determined by the
City’s Planning Consultant. ( City of Plymouth )
Bistro or Liquor License for proposed restaurant, will remain with the property.
This is mandatory to allow for a destination Restaurant. ( City of Plymouth )
Complete waiver for any Storm Water Management for the entire parcel. There is no
area in which to place any underground detention system based on the density that is
proposed.
The entire Plymouth Saxton Property must be completely paid off with no financial
encumbrances to allow its sub‐ordination of the subject parcel for the development.
City of Plymouth shall verify its ability to secure financing for the Parking Deck before
any design and construction work will occur.

Project Phasing ( see attached Phasing Drawing )
Union Street Development proposes the Plymouth Saxton Project be constructed in
three distinct phases of work as follows:
Phase I – Area A ( Blue )
Proposed Condominium Project
This development would be located on Maple Street and consist of Row Type or
“Brownstone” Housing. This concept strengthens the adjoin neighborhood and creates a
buffer to the parking deck. No parking deck access will be allowed through Maple Street
or even Deer Street if the parcel adjacent to the existing historical building is obtained.
Parking for the Condominiums shall be permanently located on the ground floor of the
parking deck.
Phase II – Area B ( Yellow )
Proposed Parking Deck ( proposed 250 cars )
As requested by the DDA Plymouth Saxton RFP and provided for in the original Union
Street Development Proposal, the parking deck would primarily support the merchants
in the Plymouth Downtown District and be a major benefit to the community in terms of
assisting parking needs.
Phase III – Area C ( Purple )
Proposed Mix Use Project
The proposed Ann Arbor Trail Mixed Use Project would consist of Retail (approximately
12,000 sq.ft.), Apartments (23 to 33 units ‐‐ depending upon final height of the building),
and proposed upgrade and renovation of the Historic Building ( 3,000 sq.ft. ) located on
the easternmost part of the site along Ann Arbor Trail. The first floor of the Historic
Building would be a destination restaurant with indoor and outdoor Café seating. We
would ask that the City of Plymouth also grant a Liquor or Bistro License as part of this

proposal. Parking for the Apartments and Retail will be allocated on the upper level of
the parking deck, with the number of permanent parking spaces for the Apartments to
be designated as required by City ordinance.
The second floor conversion of the Historic Building would consist of two to three
apartments. We anticipate the entire Ann Arbor Trail and Deer Street streetscapes to be
re‐energized into a pedestrian friendly “ sense of place “ and include new landscaping,
hardscape and soft plantings, tables, chairs , seating that can be used by all the patrons
and the Community.
Allotment of Construction Costs
Phase I – Area A – Condominiums
The City of Plymouth would sub‐ordinate the land area of Phase I Development
to Union Street Development. The entire Phase I Area would be 100% funded by Union
Street Development and be available for immediate sale upon completion of the
Condominium units. Union Street Development would contribute to the City of
Plymouth a percentage of the net profits after all costs of Phase I are paid. We will
develop a formula based on the time it takes to complete the project, length of time to
carry the project, and all associated hard / soft costs contributed to the Phase I
Development. The completion of this Phase I would solidify any neighborhood concern
and create a new image to the neighborhood along Maple Street.
Phase II – Area B‐ Parking Deck
The entire Parking Deck ( 250 cars ) would be completely funded by the City of Plymouth
through TIF Funding or other various funding potentials. Union Street Development
would contribute our fees for all architectural/engineering design costs in connection
with the design of the Parking Deck (working with a selected Parking Deck Consultant).
This cost can be over $450,000.00 which will be assumed and paid for by the Developer.
This phase of the project will be competitively bid to assure fairness in construction
costs and quality of work. All income generated by the Parking Deck shall be exclusively
the City’s income as well as the total responsibility of the operations and maintenance
of the Parking Deck.
Phase III – Area C‐ Retail / Residential Apartment Development
The total financing of the Mixed Use Development of the Plymouth Saxton Project shall
be the responsibility of Union Street Development. This will include a mix of Private
Equity funds as well Bank Financing. Our goal is to have between 50% to 60% of the cost
of this phase raised by private investors. This solidifies and strengthens the overall
development. All revenues generated by the Phase III Development would go to Union
Street Development LLC. The City of Plymouth will sub‐ordinate its interest during this
Phase of the project to the Developer [as it may be necessary] until the partial and/or
final assignments of ownership interest to the Developer are completed as projected
herein.

Union Street Development’s Contributions to the Saxton’s Project
The Union Street Development contributions outlined herein, include the following
anticipated cost contributions to the City of Plymouth:
Phase I Condominiums
Once the entire project is completed and all costs relating to design, construction, and
marketing, and sale of the project are paid in full, Union Street Development will
provide a 50/50 split of the net profits. By way of example, only, if the Condominiums
sell for $450,000.00 each, an estimate potential profit could be approximately 15% of
the total cost of the project. Cost sharing could be as follows:
$450,000.00 x 10 units =
$4,500,000.00
15% potential profit =
$675,000.00
50% to City of Plymouth =
$337,500.00
50% to Union Street Development = $337,500.00
Phase II Parking Deck
Contribution of $450,000.00 by Union Street Development for the
Architectural/ Engineering fees, including the design and bidding
documents for the Parking Deck:
250 @ $30,000.00/ car = $7,500,000.00
6% A/E fee
Phase III Retail/ Residential
No Cost Contribution to the City would be made for the third phase of the Project. The
entire cost to design, construct, market, and Lease would be the responsibility of Union
Street Development. All profits would remain with Union Street Development. The City
shall cooperate fully in the process as it may be necessary.
Total Union Street Development Contribution
to the Plymouth Saxton Project:

approximately $787,500.00

Annual City of Plymouth Estimated Revenues
Phase I – Area A Condominiums
Annual Tax Revenues to the City of Plymouth
10 Condominium Units valued @ $450,000.00
Anticipated real property Taxes on each Unit

TBD

Phase II – Area B‐ Parking Deck (with a total of 250 parking spaces and an estimated number
of at least 150 available public parking spaces for daily rental use)
Minimum Annual Income from the daily Parking Revenues:
150 parking spaces @ $3.00/day x 208 days =
$93,600.00
Weekdays (Monday through Thursday)
Dollar amounts are based on each space used
ONLY once per day.
150 parking spaces @ $5.00/day with a possible
volume of 3 turnovers per day x 157 days =
Weekends (Friday through Sunday)

$353,250.00

Estimated Annual Parking Revenue =

$446,850.00

Phase III – Area C – Retail/ Residential
Annual Tax Revenues to the City after twelve year abatement:
Retail ( 12,000 sq.ft. – First Floor )
Restaurant ( 3,000 sq.ft. – Historic Building )
Residential Apartments
Total sq. ft. if three floors = 36,000 sq. ft.
Total sq. ft. if four floors = 48,000 sq. ft.
Total Annual Estimated Revenues to the City of Plymouth

TBD

TBD

We trust our Financial Viability Concept Proposal meets with your approval and look
forward to continuing the conversation of the project through its completion.
Respectfully submitted,

Guss G. Pappas
Union Street Development, LLC

Phase III
Retail / Apartment /
Historic Building Renovation /
Streetscape
Phase II
250 Car
Parking Deck

Phase I
Condominiums

FINANCIAL VIABILITY CONCEPT PLAN

“The Plymouth Saxton”

