
No cash. No problem.

Don’t sacrifice customer satisfaction for low-cost
operations. Implement a winning solution that meets 
your needs and eliminates the hassle of airport parking 
with Express Exit and Multiple Payment Options that 
include:

     •   Web-based Reservations
     •   Toll Tag Integration
     •   Credit Card In and Out
     •   Pay-on-Foot

The options are limitless. 

If that doesn’t meet their needs—take the cash.

For more information call 1.800.368.2003 or  email 
parking.usa@acs-inc.com

People Making Technology Work.™

w w w . a c s - i n c . c o m

©
 2005 Affiliated C

om
puter Services, Inc. (AC

S). All rights reserved.

Circle #154 on Reader Service Card

 pt 0106  12/19/05  8:25 PM  Page 15



Join us in celebrating Parking Today’s
Decade serving the Parking Industry and
network your way through three days of
seminars, exhibitions, round tables, and
presentations.

This is where you can find solutions to
your parking issues, renew old professional
friendships, and make new ones.

Celebrating a Decade

PIE is the most convenient
and cost effective event
this year.

We are adjacent to
Chicago’s O’Hare airport.
Take the hotel shuttle. Its
Free!

We Have an incredible $123 Room Rate.

Our Prices -- $395 (If you act now) haven’t
changed in nearly a decade

Wednesday, August 23

9 AM – Noon- Boot Camp -- General 

9 AM – Noon- Garage Financing

1 PM -4 PM– General Sessions

4 PM – Plenary Opening Session
Held in Both Chicago AND
Los Angeles

5:30 PM – Exhibits Open with
Reception

General Schedule for your planning purposes

Networking is what we are all about

Thursday, August 24

Full Day beginning at 7:30 AM with Boot
Camp (On Street)

And continuing throughout the day with
eight seminars and training, The Exhibit
Hall, and a...

spectacular evening with a Parking Today
Party – The food and wine will flow.

Friday August 25

Chicago Day at the Exhibit Hall 

Half Day beginning at 7:30 with Boot
Camp Off Street

Continuing with four seminars and train-
ing sessions and 4 hours of exhibits – PIE
closes at noon. 

Lets face it, no one has all the answers, but many of us
have the same issues and problems. What we try to do at
PIE is connect people with questions with people with
answers. We do it with seminars and presentations, and
there will be some this year. However we also do it by put-
ting you together with people who are on the front lines just
like you. 

These Networking sessions will be like fast action round
tables. We will have a dozen (or more) tables with a dozen
problems. You go to the tables with the problems you either

have or will have. Let the discussion begin. Then just when
you are about to get bored, you will change to another
table. 

We’ll keep this up until you have met and have the names
of enough people to solve your problems for the next year.
You can then catch up with them. We’ll do this a couple of
times during the two and a half days with different general
topics (on street, off street, Cities, Universities).

PIE 2006 will be the place to network…

Chicago, Illinois – August 23 - 25
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How about seminars and sessions?

Boot camp 1, 2 and 3

The Business of Parking

PIE II – In Los Angeles

The Plenary Session:

We are planning a smaller version of PIE in Los Angeles.
That’s right, at the same time. Vendors who are exhibiting at
PIE in Chicago will have the opportunity to exhibit in Los
Angeles, too. Yes, it’ll be smaller, just tabletops there, but the
sessions will be exciting.
We will connect the plenary session in Chicago with the
opening session in Los Angeles. Yes, the folks in LA will be

able to see and hear the presentation in Chicago and par-
ticipate in discussion sessions afterwards.
The seminars will be dynamite, maybe even a “weekend
warrior” boot camp. PLUS, Network, Network, Network!!!
Where – We’re negotiating with the best spot in LA.
When --  Spend Thursday, August 24 networking parking in
Los Angeles.

Wednesday at 4 PM – 2 PM in Los Angeles
Give us 30 days, we’ll tell you everything. We are speaking
with five panelists who will address the major issues of park-
ing today (pun intended). These experts come from commer-
cial operations, a municipality, a university, an airport, and
a vendor. 

Where are these areas going? What will the future bring?
What plans are one of the largest commercial operators
making for the next five years, the second, or is it third
largest airport, how about the largest city, parking wise.
Higher ed, the name is on the tip of your tongue.
Check our web site in late January – This is really BIG!

This year we are going to put the technical stuff in our boot
camp sessions. They will be longer and more complete.
Want to talk rates and revenue control – go to On Street.
Want to hear about Pay and Display and meters? Off street
is the place.  How about some info on the internet and high
tech? Lets talk personnel and recruiting. How about lighting? 
Lets face it, you aren’t going to become an expert in lighting
at boot camp, or in a seminar during a regular session

either. However we’ll give you the basics, and tell you how
to get the rest. 
Boot Camp is the nuts and bolts of Parking. All the attendees
love it, but have asked for more. And we will provide the
information.
Remember this year Boot camp starts everyday, early. Don’t
miss it.  We have raised the bar – can you reach it?

PIE 2006 – PT’s Parking Conference is stressing quality and
quantity – We want you to network and have time to do it,
so we are focusing on 12 sessions over the two and a half
days.  These will cover the gamit from technology to opera-
tions, from on street to off street. However we have learned
that you can only whet your appetite in these, so they will be
general in nature, but with time to address your specific

questions. After each session, the speaker or panel will be
available for as long as it takes for you to ask your ques-
tions and get answers, and network informally with others
who have the same issues.
Our program is finalizing now, and will be on our web site
by the end of January. 

What’s going on in the business of parking?  Did you know
that the 5th largest parking company in the US is a bank
from Australia?  Cities are selling their parking operations to
private investors and making big money at it, too. Cities are

taxing the heck out of parking revenue, are the Feds next?  
This session on the business of parking will address these
issues and others. Don’t miss it.

Parking Industry Exhibition – PT’s Parking Conference – August 23-25, 2006
Chicago’s Hyatt Regency O’Hare    --  www.parkingtoday.com
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Investor Coalition
Acquires Icon Parking,
for $634 Million   

A consortium of investors, led by Macquarie Bank,
has signed an agreement to acquire leading New York off-
street parking company Icon Parking Systems (Icon Park-
ing), for $634 million,  including transaction costs.

Icon Parking is owned by the company’s founders
and Goldman Sachs’ Whitehall Street Real Estate Funds.
The consortium includes four Australian superannuation
funds/institutions.

Macquarie Bank also owns, through a subsidiary, Avis-
tar Parking, which runs 15 off-airport locations and
recently purchased Sunpark in Buffalo.  Avistar has an
affinity relationship with Park n Fly, which gives them
access to a total of 45 cities in their off-airport network.
This acquisition puts Macquarie in the top 10 of the
largest parking companies in the U.S.

Icon Parking was established in 1947 and currently
owns and/or operates 1,921 off-street parking locations in
New York City, 189 of which are in Manhattan. The sig-
nificant majority of its facilities operate under long-term
leases, with the rest operating mostly on owned sites. 

The company’s experienced senior management
team, including President Shelly Mallah, will remain with
the business following the acquisition.

2006 Cement
Consumption to Stay in
Line with Earlier Forecasts  

Experts predict that cement consumption in 2005
will increase more than 5 percent over 2004 levels,
despite the year's hurricanes. In 2006, residential con-
struction is expected to decline due to rising mortgage
rates.  However, increases in commercial and public
works construction will more than offset the residential
slowdown and provide a net cement consumption gain
in 2006. 

Closely in line with its pre-Katrina summer forecast,
the Portland Cement Association (PCA) Fall 2005 Eco-
nomic Forecast projects that more than 120 million
metric tons of cement will be used in 2005, an increase
of 5.2 percent from 2004, with consumption rising an
additional 3.7 percent in 2006. 

Last summer's hurricanes served as a “trigger point
to start slightly slower economic growth," said Ed Sulli-
van, chief economist for the PCA.  "Higher home heat-
ing costs, rising inflation and rising interest rate levels
will cause some construction slowdowns. Fortunately,
the rebuilding of the Gulf Coast, particularly New
Orleans, in the later half of 2006, will contribute to
keeping cement consumption on track with earlier fore-
casts as will increases in public construction."
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• 70 years of industry

leading experience

and innovation - ask

us about our RFID

ticket manufacturing

capabilities

• Stock Tickets ship 

same day order is 

received

• 20-business-day

turnaround on 

custom tickets

• Major credit cards

accepted

• Most comprehensive online offering of stock
parking tickets in the industry

• Valet and Spitter tickets in-stock for all equipment
manufacturers

Order Tickets... 24/7!

Quick. Easy. Online. 

WWW.KAYMIL.COM

� Magnetic Stripe

� Bar-coded

� Valet & Spitter

� Hang Tags

� Validation Stamps

� Thermal

� RFID

�
Order
Online

Save $$$

www.kaymil.com

Kaymil Printing Company

Toll Free (877) 594-3718 Fax (212) 594-6803

info@kaymil.comCircle #72 on Reader Service Card
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meeting the National Sales Manager or Presi-
dent at the trade show, the members talk

to the people who will be following up
at their offices.

“We interact with the state gov-
ernment. Our lobbyist is our largest
expense.” Since virtually all the
members are either cities or universi-
ties, their activities are directly affect-
ed by state legislation. The CPPA
helps mold legislation that makes

sense to its membership.
“The CPPA is more than parking. We

are part of the transportation infrastructure,
and our discussions reach many of the prob-

lems faced by the membership. For instance, we
have a seminar on bicycles. More and more transporta-

tion issues are affecting parking.”
“We focus on communication. Our Web site

(www.cppaparking.org) has been newly renovated. We
think that it’s important to make it easy for our members
to communicate. We have a fancy in-house list server so a
member can e-mail one, a group or the entire member-
ship with questions.”

California is a big state, and the association moves its
annual meeting each year between the San Francisco Bay
area in the north and Los Angeles/San Diego in the south. 

“Our next project is to set up more smaller training
programs around the state to make it convenient for
members and their staffs to attend. Training, networking,
legislation. That tells the story.”

PT met with board members of the California
Public Parking Association at their annual
convention in November in San Francisco.
Those in the discussion are shown in the
photo nearby. The quotes came fast and
furious, and are not attributed to any
individual. Editor  

ur goals include training,
networking and legislation.”
Thus, the conversation with

members of the CPPA board got off to a
start. “We want to get people to feel better
about what they do, and through training
and networking, we can accomplish that.”

“The success of our event is due to the high quali-
ty of the product we produce. Not only do we have a real-
ly viable trade show, we also have seminars and speakers
that relate directly to the needs of our members.”

“Networking is a main goal.” Members of the CPPA
often come into their jobs with little or no experience in
parking. The association provides a network so newcomers
can seek out people with similar problems and discuss solu-
tions. “We provide a knowledge base for the membership.”

“Often, CPPA members have issues in procurement.
The trade show gives them an opportunity to see the dif-
ferent products on the market and generally to make
choices.” The trade shows such as the CPPA’s are support-
ed by manufacturers’ local representatives, the very peo-
ple who will be dealing with the purchasers. Rather than

California Association Focuses
On Lobbyists, Networking, Training 

The California Public Parking Association Board members who spoke to PT are, from left, Nancy Fox, Cal State Sacramento (Secretary); Kevin Hagerty,
BART (Conference Chair); Cindy Campbell, Cal Poly State University San Luis Obispo (Professional Development Chair); Bill Hurrell, Wilbur Smith Associ-
ates (Advisory Chair); Dianne Gifford, city of Culver City (Southern Director at Large); Robert Horch (CPPA President); David Vogel, Parking Design Group
(Consultant Rep); Chad Lynn, City of Beverly Hills (Treasurer); and Don Norte Korotsky, city of West Hollywood (Past President). Included in PT's interview
was Mary Houghton, who was unavailable for the picture.

PT

O“
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200 Lanidex Plaza • Parsippany, NJ 07054 A Company of the AMANO Group

Affordable ■ Simple ■ ParkingSM

iParc.net is a trademark of ASE USA, Inc.

IS

Affordable because iParc.net eliminates upfront
investment in purchasing, installing and maintaining 

a parking server and software. It’s ideal when you’re
seeking more control of your operations but don’t
have the costs of parking system ownership in the
budget. Plus iParc.net allows you to continue saving 
by eliminating future obsolescence. Upgrades on us!

Simple because iParc.net is easy to use. If you can surf
the Web, you know how to access and navigate

iParc.net. It’s accessible anytime from anywhere to
control your parking operations in any location. 

Parking Revenue Control is what iParc.net delivers
— with only the critical data you need. Don’t need

or want to pay for dozens of parking management
reports?  Just pick the ones you want! Plus whenever
you need more information about your operation, you
can easily request the additional reports you want.
It’s that easy! They park. You collect the revenue.
We deliver only the information you want.

CAN’T BE THERE? CALL 973.884.9001 FOR DETAILS

www. iParc.net

In the technology industry, ASP stands for Application Service Provider. All you have to remember is that ASP
now stands for Affordable Simple Parking with iParc.net. Learn the A-B-C-s of ASP at the: 

Intertraffic North America 2005 – Booth #1520 or Visit us at www.iParc.net

Circle #155 on Reader Service Card
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The problem with collecting parking taxes has reared
its head in Los Angeles, and politics may be the major rea-
son. 

In the Byzantine workings of a major city govern-
ment, sometimes a major amount of money simply "falls
through cracks," at least according to sources within the
city government, speaking on the assumption of
anonymity, told Parking Today. There are many levels of
enforcement. The city's Finance Department is tasked
with collecting the money. 

The city currently has The Parking Network, a Texas-
based consulting and auditing firm, performing audits on
its parking operators. In the past two years, after perform-
ing audits on between 10 and 20 firms covering several
hundred locations, TPN has discovered more than $15
million in unreported parking taxes . TPN then turns the
audits over to the Finance Department. However, it does-
n't end there. The department has no enforcement ability
to actually collect the money; that needs to be done by
the district attorney. 

And according to the finance department, there has-
n't been a D.A. action taken against parking operators in
the last five years. It should be noted, however, that most
district attorneys don't go looking for such problems, but
typically act when brought to them. Recently, however,
this issue has seen the light of day. The mayor has gotten
wind of the problems and has directed the city attorney
to become involved and begin to collect the past due tax-

es and the police commission to ensure that all parking
lots in the city are properly licensed. This, of course, has
been duly reported in the local newspaper, giving appro-
priate ink to local politicos. 

Here's the rub: The mayor, district attorney and head
of the Finance Department are politicians. They love the
limelight, but the big question, at least in the minds of
some at City Hall, is whether the wheels of city govern-
ment will begin to move. 

One issue is the "falling through the cracks" scenario.
In one reported case, an audit was done of an operator
years ago. It discovered a substantial seven figures in past-
due taxes. After considerable negotiation and time, the
city settled for substantially less. However, that amount
was never collected. It was simply forgotten. Recently,
after this error was discovered, the amount was renegoti-
ated,  and again a smaller settlement was agreed on.
Whether that has been paid is unknown. Now the opera-
tor is crowing to whoever will listen that the tiger has no
teeth, and if you get caught, you can just wait it out. 

A more pressing problem to legitimate parking opera-
tors that pay the tax is a level playing field. The tax in the
city of Los Angeles is 10 percent. If an operator bids a loca-
tion and his competitor knows it is going to collect the
tax but under-report its income and not pay it, and never
be required to do so, the competitor can underbid the first
operator by 10 percent and get every deal. 

L.A. Can't Collect the Dough
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Step 2: Give a “Carrot and Stick” Speech 
Job applicants are more likely to answer your employ-

ment application questions truthfully if you tell them why
they should. Tell the applicant something like this: “Sally,
please fill out this employment application. Take your time.
Make sure your answers are true, correct, and complete.
They will be checked for accuracy. Be sure to list every job
you’ve held in the past 10 years, including temporary and
part-time jobs. And make sure you list the true reasons you
left each one. If you have been convicted of any criminal
offenses, list them too. We have hired people with criminal
records, but only when they told us about them. You don’t
have to be a perfect person to work here. You didn’t see any
of our employees with halos over their heads, did you?"

Will this speech magically persuade every applicant to
answer every question on the application truthfully? Of
course not! But your applicants will give you more truthful
answers with this speech than without it. 

Step 3: Have the Applicant Take a Pre-Employment
“Honesty Test” 

Cash-handling businesses attract thieves like honey
attracts bees. Some job applicants will apply to work at your
company in order to steal your money. A good pre-employ-
ment “honesty test” will tell you if the applicant is theft-
prone – and much more. 

Honesty tests are especially important for assessing the
employability of young applicants. They usually have lim-
ited work histories, no credit ratings and no adult criminal
records. This makes the applicant himself the prime source
for information about his employability. 

The best pre-employment honesty tests include:
Questions that measure, in three different ways, the

applicant’s likelihood to steal: by theft admissions, theft
attitudes and behavior in hypothetical theft situations. 

Questions about other areas predictive of job perform-
ance including work attitudes, work history, customer serv-
ice attitudes, and current alcohol and drug use.

Validity scales to identify those applicants trying to
“beat the test” by answering falsely to make themselves
look like saints.

A post-test interview worksheet with the test scores
and risk levels. The worksheet lists the key questions each
applicant answered incorrectly along with suggested fol-
low-up questions. Those will help you help you improve
your interviewing skills and make sure you cover all ques-
tions that are important for each applicant. 

Next -- Part 2, Steps 4-7: The Interview and Background
Checks

James W. Bassett, President of the Cincinnati-based James W.
Bassett Co., is a small-business consultant on hiring and
employee theft. He can be contacted at (513) 421-9604 or
www.TheftStopper.com. 

The best way to handle employee theft problems, says James
W. Bassett, is to identify dishonest job applicants before they
are hired. In a two-part article, he outlines a seven-step
approach to how thorough applicant screening prevents person-
nel headaches and increases profits. - Editor 

aron Holt, owner of Secure Parking Systems, had a
problem. Garage #3 had come up with three
months of diminishing revenues. Someone was

manipulating his vehicle counters and pocketing the mon-
ey. Conventional methods of investigation had failed to
find the cause. 

Mr. Holt decided to have all 12 of his employees at
garage #3 complete theft investigative questionnaires.
Once completed, the questionnaires were mailed away for
analysis; it showed the answers identified three employees
as strong theft suspects. 

The next day, a rumor began to circulate that Mr. Holt
was having a theft investigator come to the garage and
question all the employees. Mr. Evans reportedly said, “We
know who they are and they’re going to jail.” The follow-
ing day, none of the three suspects showed up for work.
The police eventually talked to them. All denied stealing
money, but the thefts suddenly stopped. 

With minor script variations, this story is repeated
hundreds of times every day in parking facilities through-
out the country. But it doesn’t have to be this way. 

Employee Theft Is Easier to Prevent 
Than to Solve

The best way to handle employee theft problems is to
prevent them from occurring. To do that, identify dishon-
est applicants before they are hired. To separate the desir-
ables from the undesirables, you need to use several screen-
ing tools. 

There are two basic sources of information about job
applicants: The first is the applicant himself. If you take the
right approach, he will divulge much of the information
you’re looking for. What he tells you about himself may
allow you to make him a conditional job offer or reject him
immediately. The second is outside sources. These include
criminal record checks, driving-record checks, credit
reports, drug tests, and work and personal references.  

Here are seven steps to help you hire the best candi-
dates. 

Step 1: Have Every Applicant Complete a Thorough
Employment Application

Use the best employment application you can find. It
provides your first look at the applicant – who he is, where
he’s worked, and much more. Most employment applica-
tions are far too brief and fail to ask all the important ques-
tions. If you think yours could be improved, obtain a mod-
el application from www.TheftStoppper.com. Seventeen
other employment-related forms are included.

By James W. Bassett

A

Seven Steps To Better Hiring
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New Products

NEW SUNSTAR SPOT
HEATERS PROVIDE
WARMTH IN UP TO 2,500
SQUARE FOOT AREA 

SnowWolf, an innovator of pro-
fessional snow plow systems, pres-
ents SunStar Heating Products which
has introduced a new heavy-duty
infrared spot heater, which doesn’t
use electricity,  for hard-to-heat areas
such as construction sites, unheated
work areas, and areas requiring sup-

plemental heat such as large buildings, workshops or part-
ly open buildings; in emergency situations; and for thaw-
ing applications and freeze protection. The compact,
cylinder-shaped SunStar RCH Series spot heaters provide
exceptional on-the-job versatility and include features for
economy, durability and long life. Each of the four models
can comfortably heat an enclosed area of up to 2,500
square feet without using fans or moving parts common
to many other spot heaters.

For more information, log on to www.parkingtoday.com/epip

INDUSTRIAL SCIENTIFIC INTRODUCES
THE CAL PLUS CALIBRATION STATION FOR
THE GASBADGE PLUS  

Industrial Scientific has intro-
duced an easier and more cost-
effective method of calibrating and
bump-testing the GasBadge Plus
Monitor. The Cal Plus Calibration
Station features simple two-button
operation for quickly and easily
calibrating or function (bump)
testing the instrument. The large

LCD display and LED indicators then show whether the
instrument passed or failed the desired function.

A computer is not required to operate this stand-alone
calibration system, making the unit extremely portable
and flexible. The unit can be used in remote areas with the
optional battery-powered kit, or mounted to a wall along
with an optional calibration gas cylinder holder. When
used with a computer, Cal Plus software generates calibra-
tion and bump-test reports that are automatically down-
loaded via a standard USB connection. It also downloads
alarm events and instrument details to the computer.  

For more information, log on to www.parkingtoday.com/epip
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institution was built immediately south of the hospital.
Over the years, as both facilities grew, GSH became con-
strained by its property size and oddly shaped configura-
tion. Additionally, there was more than 75 feet of eleva-
tion change across the campus, typical of the natural ter-

rain of this river city.
Therefore, GSH’s building

expansions became increas-
ingly vertical and compact.
This development pattern
also forced GSH to create
multiple building entrances
around the site and at differ-
ing elevations. Parking pre-
sented an additional prob-

lem; the facility had to squeeze in spaces wherever possi-
ble. Part of its strategy was to build three large parking
structures. However, a study of existing conditions tallied
approximately 2,100 parking spaces but no “extras.” In

ood Samaritan Hospital (GSH), a large healthcare
and teaching facility in the Cincinnati-based Tri-
Health Inc. system, is typical of many hospital

campuses across the country. Originally built in the early
1920s, GSH expanded over time, its administrators read-
justing their long-term physi-
cal growth plan every step of
the way. 

The hospital, however,
was landlocked. Without
innovative solutions to this
immediate problem, and
updated plans for its future,
GSH’s long-term viability
seemed threatened.

The Situation
GSH’s original facility was small and simple, located

in the midst of a growing single-family residential area.
Some time after GSH established itself, a private academic

By Vince Ellwood

G

Aging Facilities Challenge
Institutions To Plan For Growth 

it could not tear down outdated

buildings without replacing

them first
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TRAFFIC ENFORCEMENT WITH A PLUS!
Introduced at Traffex 2005,

PIPS Technology’s Spike+ (the
Enforcer) adds enforcement to
ANPR (Automatic Number Plate
Recognition). Designed primari-
ly for toll violation and other
enforcement applications, Spike+
has local storage capacity for
75,000 vehicle records, including
color overviews. Images are
encrypted using industry-stan-
dard 256 bit encryption and

transmitted to the back office using wireless technology.
Camera configuration is simple, thanks to the internal
Web server software, which also provides a display of live
images and ANPR data and captured JPEG images of target
vehicles.

Not only is Spike+ designed for truly low-power opera-
tion, but users also can be completely flexible in their
choice of communications media, as Spike+ easily inte-
grates with TCP/IP (Ethernet), GPRS or Serial RS232. An
optional GPRS modem facilitates rapid remote deploy-
ment and transmission of offense images and data.

For more information, log on to www.parkingtoday.com/epip

STENTOFON FOR SECURITY
EMERGENCY APPLICATIONS  

Zenitel USA, a worldwide
supplier and manufacturer of
security and critical commu-
nications systems, offers the
Stentofon TIM Control Room
Master station designed for
security/emergency, correc-
tional, hospital and any appli-

cation where a central control area needs to respond to or
accept calls from several rooms, areas or locations.

This advanced control room master station features a
large 4 x 20 character alphanumeric display with back-
light, full dialing keypad, four programmable single-touch
keys with indicators, a sensitive gooseneck microphone
and a powerful loudspeaker. Single-touch keys provide
access to stations, group calls, audio monitoring, public
address zones, radio channels and telephone lines. 

The station's four-line display provides full informa-
tion on current conversations and calls waiting in queue.
The information includes directory number, name/loca-
tion and priority level. 

For more information, log on to www.parkingtoday.com/epip

fact, several employees and students were forced to park
on nearby streets.

Meanwhile, Cincinnati had matured. Development
all but filled in the land surrounding GSH, further con-
straining its growth options. The academic institution
restricted any more expansion to the south. A four-lane
north-south roadway and a park restricted eastward
expansion. And a serpentine two-lane avenue and the
adjacent older, declining residential area presented obsta-
cles to expansion north and west. 

These factors made GSH’s growth plans seem almost
impossible; continuing the same development pattern in
too small of a site would have meant negative impacts on
both parking and building circulation patterns.

The Challenge
GSH had changed over time to keep pace with care

delivery. However, as with most hospitals, it could not
tear down outdated buildings without replacing them
first. The challenge, then, was to continue operating the
facility while undergoing a major expansion and upgrade.
Additionally, GSH had to find a way to provide enough
parking for current operations and still allow new con-
struction – including selective demolition – to take place.

The Solution
After careful analysis, the only viable expansion

option was to allow GSH to expand toward the north and
west. However, the plan would require relocation of the

Continued on Page 28
Brotman Hosptial in Culver City, California is surrounded by commercial
development.
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serpentine roadway. It would be a bold
move, but it would best ensure GSH’s
current and future service delivery. 

The roadway relocation would add
several benefits. First, parking expansion

would be able to follow the facility’s
expansion to the north. Second, the
road itself would be realigned, mak-
ing it much safer for vehicles and
pedestrians.

In 2001, planning began for a
phase-by-phase construction, demo-
lition and redesign of much of GSH’s
campus. The challenge in the plan
was to allow for additional parking
spaces due to facility expansion, yet
not drop below the existing total
count of spaces. 

Four years later, GSH pur-
chased much of the land on the
north side of the serpentine
roadway. Its officials worked
with the city to develop a plan
for relocating that street, razing
the few existing residential prop-
erties. 

The additional land also
allowed GSH’s contractor to set
aside parking for construction
workers. When construction is
complete, the land will allow
premium surface parking near
the facility’s updated main
entrance. 

Another unique solution
was to swap visitor and employ-
ee parking designations in two
existing garages. This allows visi-
tors to access the hospital’s main
entrance more safely during con-
struction. GSH’s long-term mas-
ter plan calls for parking garage
expansion, as well as more sur-
face parking. These additions
will allow Good Samaritan Hos-
pital to fulfill its 20-year expan-
sion plan.
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