The City of Mount Holly City Council
will hold a Special Meeting on
Wednesday, December 17, 2014 at 6:30 p.m.

The meeting will be held in the
Council Chambers at the
Mount Holly Municipal Complex
400 East Central Avenue
Mount Holly, NC 28120

Items to be discussed:
l. Callto Order
2. Invocation -~ .Jase=
3. Set the Agenda - 37 (S Dy 2red
4. Consent Agenda Item
A. Call for a Public Hearing to consider a request to amend the proposed
Riverfront Marina Development Plan J @ | $F PT =22
5. Presentation made by the Buxton Company regarding a proposed Business
Recruitment Plan —
6. Other Items of Discussion

7. Adjourn

For additional information please contact the City Clerk,
Amy Miller at 704-951-3016 or by email at
amy.miller@mtholly.us.
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City of Mount Holly
Action Agenda Iltem

To:  City Council Date: December 12, 2014
From: Greqg Beal, Planning Director Meeting Date: December 17, 2014

Agenda ltem to be considered: Call for a public hearing, regarding a request made by
the Arnold Companies, to rezone three tracts of land, located at 990, 1000 and 1010
Marina Village Drive, identified as Tailrace Marina, Tax Parcel ID #'s 222554, 222555
and 222556_from Conditional District Multifamily/Commercial, approved on December
9, 2013 to Conditional District MultlfamlleCommerclal, based on_a new develogmen
plan

Will this require a public hearing? YES [INO

Background/Purpose of Request: The_ applicant, Mr. Ben Arnold, has purchased the
property and has an approved set of civil drawings. He was set o break ground on
the restaurant and upscale apartments, as he has received construction document

approval and a zoning permit from the City. Unfortunately, his restaurateur had to de-
-.commit from the project due to serious health issues. Also, the soil is poor in_this

area, and Mr. Arnold’s structural engineer stated that it cannot handle the load of the
7,400 sq ft proposed restaurant without hundreds of thousands _of_ _dollars_in

‘additional foundation work. “Mr. Arnold is suré that heé ¢an find a restaiirant that can |

occupy a 5,000 sq ft restaurant space. However, before he can finalize the restaurant
deal, he has to obtain zoning approval to not only market the package fo a new
restaurateur, but to also obtain financing from the bank. The new plan shows a 4,000
square ft restaurant with a 1,219 sq ft covered deck for dining. Additionally, Mr.
Arnold would like to split a few of the three bedroom units to four, two-bedroom units
because an additional market study showed that they would rent more easily. This
would increase the number of units from 124 to 128 overall. These are the only items
that are proposed to be changed from the December 9, 2013 rezoning. The developer
will meet all the conditions laid out in the previous development plan. Mr. Arnold's
ihvestment in this project is $2.5 million thus far, including the purchase of the land,
payment of $150.000 in system development fees, and numerous studies, such as
traffic impact and a market analysis. Here is the prop osed layout of the restaurant.
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Fiscal Impact:

Will Iltem affect current budget | | YES [ING X N/A
Reviewed by Finance Director YES LINO N/A

Preaudit Certification required [ JYES [ INO N/A

Capital Project Ordinance required L] YES LINO N/A

Budget Transfer required TJYES CINO N/A

Total City Dollars: 8

Budget Code

Reviswed by City Attomey [ ]YES CINO N/A !

Manager/Staff Recommendation: Staff recommends that Council set the public

hearing dates for the Conditional District rezoning for January 5" before the Planning
Comrmission and January 12" before City

Result of City Council Decision:

Council.

Attachmenis:




City of Mount Holly
Action Agenda Iltem

To: City Coundil Date: December 12, 2014
From: Greg Beal, Planning Director Meeting Date: December 17, 2014

Agenda ltem fo be considered: Presenfation by the Buxton Company for
conhsideration of a proposed Business Recruitment Plan

Will this require a public hearing? ] YES X NO

Background/Purpose of Request: In our September EDC meeting, it was the unanimous
consensus of the group that we should proceed with scheduling a presentation with
Buxton. As most_of you know, the City is exploring ways at bringing retail
opportunities to Mount Holly. Based on the talks that Mr. Jackson and | have_held
with Buxton company officials, particularly Robb Miller and Cody Howell, we feel that
Buxton could be a valuable resource as we try to recruit new businesses to our city.

Buxton is a large retail recruitment firm out of Forth Worth, TX. Since last year,
Buxton evaluated 80,000 sites that resulted in 7,500 new stores opening across the
country. Kingsport, TN partnered with Buxton in 2009, and has seen a $1.1 million
increage in salgs tax receipts, bringing in new retailers and attracting more residents.
Through a multivear approach, Buxton will research data to show who the citizens
“are, where they live, how far they are willing to drive, and what they buy. They also
help local businesses understand how to better stock their shelves and market their
businesses,

Buxton would also look at consumers' brand lovalty, their _hobbies and media
preferences to get an_accurate profile of the community. That data is_given to_the
retailers to let them know how a community lives their life and spends their money.
Each community has a "unique thumbprint.” Mr. Miller stated, "We want to match you
to _retailers that are going to last in your community.” Mr. Jackson and | both agreed
fhat having_a “retail thumbprint” is_critical in knowing what companies, (i.e.

restaurants, hotels, grocety stores) would locate in Mount Hofly. Otherwise, we would
possibly be wasting time and resources talking with businesses that would never

locate here because of proximity to other stores, demographics, median household
income, shopping habits, etc.

On_October 23", the EDC held a special meeting to_hear a presentation from Buxfon.
Robb Miller and Cody Howell made their second trip from Texas to Mount Holly, and
went into great detail on what Buxton does to recruit new businesses to a city. The
EDC felt the timing was right to proceed with a proposal and presentation from
Buxton to City Council, and solidified this recommendatlonlm making a unanimous

vote. Staff has begun workmg with Buxton on the proposal for services now, wh:ch
you will find attached. This is not a contract, simply a proposal, and If Council should
decide to proceed with the proposal. a contract will have fo be finalized through the
City Attorney and Buxton officials. We feel that if Council at least has this information
upfront, in the form of a proposal, it will help facilitate discussion at the upcoming
presentation.




Fiscal Impact; :

Wilt ltem affect current budget []YES [ INO N/A
Reviewed by Finance Director [JYES [INO N/A
Freaudit Certification required L ]YES [LINO N/A
Capital Preject Ordinance required YES [INO N/A
Budget Transfer required [ TYES TNO N/A
Total City Dollars: ‘ $

Budget Code .

Reviewed by City Attorney [1YES NO LI NA

It Is important to note that if staff receives direction from Council to proceed on
working with Buxton for a contract for services, the City Attorney and Finance
Department will be heavily involved in that process.

Marager/Staff Recommendation: Currently, there are four cities in North Carolina that
are currently working with Buxton. They are: Thomasvills, High Point, Fayetteville
and Ahoskie. | met with several individuzls at the International Economic

Development Council Course in Chapel Hill in November, who had worked with
Buxton on a retail recruitment plan. Erik Colling, one of the moderators at the course,

and the Economic Development Director for Montgomery County, Ohio — the state's
fourth largest county ~ stated that_he had a great experience working with Buxion
because it made the county realize what retail firms they could attract, and noted
other firms, which they had little shot at getting because of demographics and such.
He said once they had that information, they were able to take it and make better and
smarter choices on what firms to attract. The Buxton name apparently carries a lot of
weight in the economic development and retail communities. | have included some
case studies that can be viewed as experiences that other cities have had with
Buxton. Mr. Miller plans on presenting more information on other cases in his

presentation on Wednesday.

Result of City Council Decision:

Attachments: Buxton Proposal
Case Studies
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OUR VALUE PROPOSITION

Since our founding in 1994, Buxton has been a leading force in retail site and development. We are
recognized for creating solutions that provide results. Buxton began as a service to help retailers make
informed site selection decisions by understanding their customers and precisely determining their
markets and soon realized that the company’s expertise in retail site and market analysis could also be
leveraged to benefit communities desiring retail expansion.,

More than simply providing data, Buxton supplies custom marketing materials and strategies targeting
the unique site requirements of retailers, developers and commercial real estate brokers. Buxton clients

““achieve outstanding success using our tools for retail‘identification, seléction and recruitment. And'our™ ™~ ~

clients benefit from our unique understanding of retail site selection from the retailer's point of view.

e Grow Your Community. Create new, permanent jobs that will satisfy your citizen’s desire to
shop at home; retain dollars currently spent outside of your community and maximize revenue
growth to fund city services.

s Leverage Buxton’s Retail Industry Expertise. Establish credibility with decision makers by
providing factual evidence to support your site and gain a competitive position by leveraging our
experience:

o 3000+ retail, restaurant, and healthcare clients

o 650+ public sector clients nationwide

o 35+ million square feet of retail space

o 500+ cumulative years of retail management and economic development experience

e Access Your Buxton Solution with Ease. Utilize your best-in-class retail recruitment solution via
SCOUT, with the touch of a button from any mobile device. Get the insights and answers to
your retail recruitment and site analysis questions and have the big picture in the palm of your
hand.

e Develop a Long-Term Partnership. You will receive personal guidance and ongoing insight into
key industry topics.

Page | 2

Buxton



SECTION 1: SCOPE OF SERVICES

Buxton is pleased to present this proposal to Mount Holly, NC. The purpose of this proposal is to outtine
and review your community development objectives and how Buxton’s solutions will enhance your
ability to effectively meet those objectives.

Mount Holly, NC’s Objectives
1. Recruit new retailers and restaurants
2. Retain existing retailers and restaurant
3. Understand current retail and restaurant economic condition

Retail Recruitment and Retention Solution: Your Community Profile

Our solution is a total marketing strategy that enables community leaders to understand the consumer
profile of their residents and to identify specific retailers and restaurants who seek a market with
household purchasing habits just like yours. This solution provides you with the ability to actively
pursue identified retailers, making a compelling case for their expansion to Mount Holly, NC utilizing
custom marketing packages that Buxton will create for you. You will have access to the same analytical
information and insights retailers depend on today to make site selection decisions providing you with
instant credibility and the ability to differentiate your community.

Step 1 - Research Your Community

Buxton uses over 250 consumer and business databases that are updated regularly and compare your
potential sites to the universe of all competing sites operating in the U.S. We define your current retail
situation and those in any neighboring communities that impact your retail environment.

Step 2 - Define and Evaluate Your Tracde Area

Customers shop by convenience, measuring distance based on time, not mileage. We will conduct a
custom drive-time analysis to determine your trade area using our proprietary methodology and
knowledge of individual retail client’s actual trade areas. Your drive-time trade area will be provided to
you as a map that accurately depicts your consumer shopping patterns.

Step 3 — Profile Your Trade Area’s Residential Customers

Your community profile wili analyze all the households in your drive-time trade area. Based on more
than 7,500 categories of lifestyles, purchase behaviors and media reading and viewing habits
(nsychographics), the households in your trade area are assessed to gain an understanding of the types
of retailers that would be attracted to your site.

Step 4 — We Match Retailers and Restaurants to Market Potential

Buxton will match the consumer profile of your community’s trade area against the customer profiles of
5,000+ retailers in our proprietary database. We will identify the similarity between the two profiles
analyzed using Buxton’s proprietary retail matching algorithm to determine if your site presents an
attractive opportunity for each retailer. We then qualify the list of matched results to verify that a
retailer is currently operating or expanding , that they operate in similar sites and that your site affords
adequate buffer from competition and cannibalization to be realistically considered.

Page | 3

Buxton



Step 5 — We Create Marketing Packages
Buxton will assemble individualized marketing packages for up to twenty (20) targeted retailers and will
notify each retailer’s key real estate decision maker, by letter that they have been qualified by Buxton as
a potential viable fit for your site and should expect to be contacted by a representative of the city.
Your marketing packages will be delivered to you in SCOUT and include:

1. Map of the retall site and trade area

2. Map of retailer’s potential customers

3. Retailer match report that compares the site’s trade area characteristics and consumer profile

with the retailer’s sites in similar trade areas

Solution Deliverables:

e SCOUT Touch Access

s Drive Time Trade Area Maps

¢ Retail Site Assessment

e Retail Match List {specific retailers that match your trade area’s consumer profile)

e Retailer Specific Marketing Packages (for up to twenty (20) retailers)

s Mobile tablet device at completion pre-loaded with ali findings
_Multi Year Deliverables: Year.2.& 3.of this.agreement will include a Retail Recruitment model refresh,
retail marketing packages, and full SCOUT and SCOUT Touch.

Access and Use Your Retail Recruitment Solution via SCOUT

Buxton’s Retail Recruitment solution will allow you to actively recruit retailers to your community and
support existing businesses with the push of a button in SCOUT Touch, providing you with crucial
information about your community, your trade areas, your residents, and much more. SCOUT is a web-
based platform which is accessible on any Windows or iOS enabled device with an internet connection
and designed to give decision-makers in your community access to the data and solutions that will assist
them in making better business decisions. The Retail Recruitment solution includes one (1) mabile
tablet device which will be provided at completion and will be pre-loaded with all key findings. This
mobile tablet device, possession of Mount Holly, NC, is enabled with four {4) SCOUT Users with the
ability to run demographic and trade area profile reports, and view maps, and other data elements.

Identifying and quantifying the key variables which impact your community, you will acquire insights
from these findings that will provide you with a strong foundation from which to understand retail
recruitment and business retention efforts, In Buxton’s SCOUT Touch you will be able to:

¢ Identify Retail Matches

e Run Variable Reports

e View City Limit Maps

¢ Run Healthcare Reports

¢ Run Demographic & Consumer

Propensity Reports

e See Aerial View

¢ View Physician intelligence

e Run Comparable Reports

® Run Retail Leakage/Surplus Reports

ANSWERS AT YOUR FINGERTIPS. ANYTIME. ANYWHERE.

- Page | 4
Next Page: Fees and Timing
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SECTION 2: FEES & TIMING
ANNUAL FEE | SOLUTION TIMELINE

* Your SCOUT access will be enabled within ten (10} business days of
the execution of this agreement

550,000

(throe (3) year term) e Mount Holly, NC will have access to retail match lists and marketing

packages within sixty {60) business days of execution.

Mount Holly, NC will be invoiced as follows:
¢ 550,000 Year 1 Fee (Involced upon execution of this agreement)
¢ 550,000 Year 2 Fee {Invoiced 1™ Anniversary of this agreement)
e 550,000 Year 3 Fee {Invoiced 2 Anniversary of this agreement)

The initial term of this agreement is for three (3) years with services invoiced annually. However, at any
time during this initial 3-year term, Mount Holly, NC may cancel services for the following year by
providing written notice to Buxton at least sixty (60) days in advance of a yearly renewal. If Mount
Holly, NC cancels services prior to the expiration of the initial term, Mount Holly, NC will be invoiced
10% of the remaining balance. All service fees associated with this agreement are due in net {10) days of
the date of the invoice.

Buxton may include Mount Holly, NC on its client list in presentations and public relations efforts. When
doing so, Buxton will not reveal information that is confidential and proprietary to Mount Holly, NC.

Buxton Mount Holly, NC
Signature Signature

Printed Name Printed Mame

Titie Title

Date Dale

Please provide us with a primary point of
contact for invoice receipt.

Name

Phone

Email

Preferred Method of Receipt (Email or U.S. Mail)
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RETAIL STAR

Hesperia turned to Buxton’s public sector division for help

in understanding the shopping and dining preferences of
residents, as well as the retailers and restaurants that were
likely to succeed in the city. The company provided detailed
household-level analytics, along with a list of more than 100
retailers and restaurants that matched the lifestyle profiles of

resicents.

Just over one year after Buxton completad its assessment
for Hesperia, several major retailers-including Wal-Mart and
Target-announced plans to locate to the city. These big box
retailers anchored privately .Qm<m_o_omQ new shopping centers
and were part of the Buxton retail match list. In fact, from
2005-2014, Hesperia recruited 27 retailers and restaurants
recommended by Buxton, resulting in the addition of 1,25C
jobs and $2.6 million in combined annual sales tax and

property tax revenue.
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BUXTON'S

RETAIL

MATCHES
GENERATE
$2.6 MILLION

IN ANNUAL
TAX REVENUE
FOR HESPERIA.
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A WINNING APPROACH

Hesperia city leaders are delighted that national and

regional retailers have finally seen the potential in

Hesperia. “We believe that our success in attracting

these retailers validates the results of the Buxton

analysis,” said Steven Lantsberger, Hesperia’s
conomic Development Director.

A_jmm city also credits the success of retail development
to the commitment of staff, the city council, and the
community, even when the economy was tough.
Im_m_om_\_.m recognizes that recruiting quality retail

that improves quality of life for residents is not an
overnight process, and developed a multi-prong
approach for marketing the city.

Hesperia’s success proves that with the right strategy,
even the most difficult development opportunities are
<<ﬁ§3 reach.
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Since 1994, Buxton has provided big answers
for retailers ancg communities. Cur insights go
beyend broad regional demographics by drilling
down to the househcld-level in order to give you
the clearest picture of your community. We've
helped 650 communities recruit over 35 million
sqguare feet of retail space.

For mcre information about what Buxton can do for
you, visit us online today at www.buxtonco.com or call
us at 888-2BUXTON.






