
See us at the IPI Booth #831
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However, it allows only a single type of imprint per machine. We
see a need to look at placing a printer in the Valometer so that oth-
er types of imprints can be added, including bar codes and special
messages.”

“We have some R and D to do. Len had been working in that
area prior to his retirement,” says Benavides, who came into the
parking industry as a mystery shopper working for Southern Cali-
fornia parking operators. “I see a large market not only for our
existing product, but for an expanded line as well.”

According to Kilfoyle, the machines solve another problem
for the parking operator. “The merchant can either purchase vali-
dations in advance or be billed on a monthly basis. In the first case,
the machines have an up-down counter. The counter is set with the
number of validations purchased. When it reaches “0,” it shuts off
until refilled.” 

With monthly billing, the operator goes to the merchant and
takes a reading off the counter and invoices appropriately. “There
is no supply of stamps to inventory and secure. No additional costs
after the cost of the machine.

“The valometer also can put the merchant’s name on the
stamp. This provides a bit of PR and gives another cross-check as
to who has validated the ticket.”

en Kilfoyle talks about his
niche – valometers. “They are
a revenue control device. Vali-
dation stamps carry many

problems. Valometers fix those prob-
lems.” 

Kilfoyle has been a fixture in his part of the
parking industry for more than two decades. He
is retiring and has sold his business, Valometer
Co., based in Woodland Hills, CA. According to
Kilfoyle, the little machines that place a valida-
tion stamp on tickets provide a high level of con-
trol. “Validation stamps, by their very nature, can
be a headache for operators and their cus-
tomers,” he says. “These devices solve a lot of
problems.”

“Valometers sit between stickers and a fully
automated system. They solve the problem of
inventory control and provide a major deterrent
to theft,” he says.

“One of the issues with validations is that
they can be peeled off the tickets and used on
others. If the rate structure is such that a valida-
tion “kicks in” for only a certain period, say the
first two hours, and after that time is invalid, the
stamp is of no value on the ticket. The cashier
can then remove the stamp and put it on another
unvalidated ticket and keep the revenue from the
second ticket.”

“Merchants, the people who provide the validations, have a
different issue. Often, many more stamps than necessary will be
put on the ticket, or the validation stamps will be handed to the
person separately from the ticket, expecting that the parker will
put the stamps on the ticket.”

“In the first case, the merchant is using more validations than
necessary. In the second case, the possibility of fraud is greatly
increased,” Kilfoyle says.

“Plus, validation stamp books can be pricy to have printed,
and must be inventoried and secured. After all, validations are like
cash. If you have a book of stamps, it’s exactly like having a stack
of dollar bills.”

Valometers have changed over the years.  The Valometer Co.
has placed more than 2,000 machines with 300 individual cus-
tomers. Kilfoyle says only one other company manufactures such
machines. “I don’t see them too much in the market any more. We
have the name, and we have the market.”

The technology of how imprinting devices work is evolving.
Norma A. Benavides, the new owner of Valometer, says that it is
looking at technology changes.

“The current method is a good, solid, proven technology.

BY JVH

L

Continued on Page 24

The Little Machine
That Solves a Problem

Norma Benavides, new owner of The Valometer Company, and Len Kilfoyle.

Merchants, the people who provide
the validations, have a different issue. 
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Kilfoyle notes that these machines also give the operator an
opportunity to meet and get to know the merchants. “Too often the
operator deals with the complex owner, but not the individual mer-
chants. Stamps are often picked up by a clerk in the operator’s
office. With a Valometer, the operator goes to the merchant and
can get to know this second tier of customer.”

“The operators would spread the word throughout their
company and orders would come in. Norma just got a call from a
garage manager in Florida. She had a problem. She had discovered
that some of her validation stamp inventory was missing. 

The Little Machine That Solves a Problem
from Page 22

She discussed it with her boss, and he recommended a
valometer.”

Benavides told PT that she would be bringing her marketing
background to her new company. “Word of mouth and direct mail
have worked well, but I think we will be doing a bit more outreach
to potential customers.” 

Contact Benavides at www.valometer.com.

During March and April, drivers in eight
major U.S. cities were to be treated to free valet
parking as they pulled into their favorite shop-
ping centers, thanks to GMC and its first-of-its-
kind national marketing push. 

Automaker GMC is footing the bill for valet
parking at popular
shopping destina-
tions in Los Angeles,
Miami/Fort Laud-
erdale, Orlando,
Phoenix, Sacramen-
to, San Diego, San
Francisco and Tampa
as part of the launch
of its new Acadia crossover vehicle. The promo-
tion marks the first time that an automaker has
provided “free parking” on a national level. 

More than 100,000 drivers nationwide
were to be provided free valet parking during
the program’s two-month run. 

“GMC wanted to find a way to introduce
Acadia to busy families. We recognize how dif-
ficult running errands can be with small children
and thought we could help make their shopping

trips a little easier by picking up the tab for the
valet,” said Mary Kubitskey, GMC National
Advertising Manager.

During the program, as drivers got out of
their car, they were to be handed a valet ticket
promoting “free parking” and the launch of the

GMC Acadia. Addi-
tionally, more than 3
million valet, hand-
issued and machine-
issued parking tickets
were to be distributed
directly to drivers in
promoting the launch
of the vehicle at other

locations, reaching GMC’s target market nation-
wide. The promotion is being coordinated by
Advertickets.

GMC also chose to pair the machine-issued
tickets with Boom-Ads – full-color sleeves that
slide over the gate arms at the entrances and exits
of parking garages. A Boom-Ad is suspended in
front of the driver at the moment he or she
receives the machine-issued ticket in-hand.

Shoppers Valet Park
Free, Courtesy of GMC

PT

PT

Eurazeo has reached an agreement with Investcorp, the glob-
al alternative asset manager, to acquire Apcoa, the leading pan-
European manager of parking services, for an enterprise value of
e885 million. ($1.3 billion). The closing of the transaction, subject
to the relevant competition authority approval, should take place
during the second quarter of 2007. 

Apcoa has operations in 13 countries, primarily Germany,
Great Britain and Scandinavia. The group manages more than
3,300 car parks providing some 725,000 car parking spaces, and

employs 2,900 staff. It manages town-center car parks, as well as
shopping center, airport and hospital parking. 

Peter Fischer, Apcoa’s CEO, said: “Over the past three years,
we have, together with Investcorp, developed and implemented a
successful strategy to become the leading European car park oper-
ator. ... With the support, long-term orientation and strong finan-
cial backing of Eurazeo, we look forward to continuing the suc-
cessful strategy implemented since 2004 and to realizing the full
potential of international growth opportunities for Apcoa.”

Eurazeo Buys Apcoa in Europe for $1.3 Billion

“GMC wanted to find a
way to introduce Acadia
to busy families.”
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Millions of Americans do it every
work day — head to their home office
instead of their car to start their day.
Although the benefits of telecommuting or
working from remote locations are numer-
ous, so are the pitfalls. Especially for the
manager who faces the daunting task of
building a cohesive team of employees
when not everyone is on-site. So how can a
manager successfully lead a team of work-
ers who might never meet face to face? 

Book Features Information on Building a ‘Virtual Team’

Skidata Celebrates
its 30th Year

According to U.S. Skidata VP Tom
Rollo, 1977 was a year of great signifi-
cance to the world: Queen Elizabeth cel-
ebrated her Silver Jubilee, the famous
Apple II was launched – as were
NASA’s two Voyager spacecraft – “Star
Wars” saw its premiere, and Jimmy
Carter took over as 39th president of the
United States.

1977 also marks another important
event – the year when two Austrians,
Günther Walcher and Leopold Lutz,
founded a company they called Skidata.
The name was inspired by the technolo-
gy on which it was based: the world's
first automated ski ticketing and
accounting system.

That was 30 years ago, and the
company has evolved into a leading
international enterprise. Of course, the
“Ski” part is no longer the only defining
feature, with Skidata solutions being a
familiar sight at places ranging from
parking garages to mountain resorts,
sports stadiums, and various business
and leisure venues.

The anniversary year will begin
with a Skidata “World Tour,” which will
see its kickoff simultaneously at Inter-
alpin 2007 in Innsbruck, Austria, and at
Parkeervak 2007 in Holland. The tour
will continue with presentations and
special events at international exhibi-
tions including Sport Accord (China),
Swissalpina (Switzerland), Parken (Ger-
many), Parkopolis (France), IPI (USA)
and Park Across America (USA). 

The secret may lie in understanding
the dynamics of building and leading a
virtual team. Successful virtual man-
agers realize that they can’t just cut and
paste the skill set for “traditional man-
agement” to lead a virtual team, accord-
ing to Colleen Garton, an international

project manager and the author of “Manag-
ing Without Walls” (MCPress, 2006).
“Today, many virtual and outsourced proj-
ects are failing due to managers’ lack of
expertise in virtual management,” says
Garton. “The successful virtual manager
has developed the knowledge and expert-
ise needed to overcome the unique chal-
lenges of working together while the team
is physically apart.”

In a highly competitive and always

changing world market, Garton’s goal is to
prepare readers for the challenges of virtu-
al management. “Traditional methods of
management fall short in the virtual
world,” Garton says. “Unless managers
can adapt quickly to this new business
model by making changes to the way they
manage and communicate, they will not be
successful.” She says her book is designed
to show “them how to develop the tools for
success.”
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CSCs enable field equipment to securely read file data off the
card, process this information and update the card data at high
speeds. In a typical transaction, a turnstile examines card resident
information – such as pre-paid balance, user profile and trip history

– to determine what fare to charge. The amount
is then debited from the on-card balance, with
new usage information posted to the card for
fare calculations on subsequent trips. 

The field equipment is programmed to
determine which fare product to process based
on the rules established by the operator/owner
of the device. The ability to update card data at
high speeds along with modern network tech-
nology also enables new distribution strategies,
as pre-paid products can be delivered to the
card at the point of use. This allows patrons to
purchase products over the phone or online and
collect them during the course of their travel or
simply register them for automatic renewal. 

Transit communities are using these new
solutions to establish regional networks where
a single card is honored across multiple opera-
tors. The investment in new technology that
began a decade ago is now paying off. The
development of national card data standards
that govern the content/format of on-card data
files, as well as inter-systems messaging,
allows agencies participating in a regional sys-
tem to procure systems from different suppliers
yet still maintain interoperability. 

Recently, these systems have been
expanded beyond the bus and rail systems into
parking facilities. Agencies such as Washing-
ton Metro, Metro Atlanta Rapid Transit, and
Philadelphia PATCO have fielded smart card
enabled parking systems that accept the transit
card as the primary payment vehicle. 

The adoption of common standards for
contactless technology has given rise to dia-
logue between bankcard issuers and transit
authorities concerning shared smart card plat-
forms. Agencies are looking at new ways to

directly accept contactless bankcards within their systems. 
In a related development, two of the contactless smart card

industry’s leading players, Philips and Sony, jointly developed a
compatible communications standard for use on mobile phones
and other hand-held devices. The NFC standard is now being
embraced by wireless carriers, handset suppliers and infrastructure
developers, which are using it to develop new methods of deliver-
ing over-the-air-applications and digital products to the handset. 

The implications of these developments for the parking indus-
try are dramatic. Parkers could pay their fees with their contactless
bankcards, transit smart cards or mobile phones, which could sig-
nificantly reduce cash-processing demands. 

Parking management companies could issue their own brand-
ed cards and establish interoperability agreements with transit
operators. Voucher, permit and parking benefit programs could be

ew technologies are revolutionizing the way
small payments are made in transit, retail
and public venue environments. 

Business managers in these segments are embracing these
technologies as a way to improve customer service, drive greater
sales and reduce operating costs. In the process, improved data on
customer behavior are being generated, along with greater finan-
cial controls. 

Among the key technologies are contactless smart cards and
mobile phones enabled with newly emerging Near Field Commu-
nication (NFC) technology. These developments create new
opportunities for the parking industry to reap similar rewards
through collaboration with these industries and their suppliers. 

Contactless smart cards (CSCs) have been moving into the
transit space since the mid-1990s. Transit agencies faced with
aging first generation Automatic Fare Collection (AFC) systems
began to look for new ticket media that offered superior perform-
ance over the magnetic stripe cards that were widely in use. 

N

THE BRAVE NEW WORLD OF ELECTRONIC PAYMENT:

Is it the Next Frontier fo

Parkers could pay their fees with their 
contactless bankcards, transit smart cards
or mobile phones. 

BY DAVID DEKOZAN

Parker uses a “click and go” card to gain access to parking deck and pay for parking.
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migrated to smart media using the same tools developed for the
transit industry, which could result in significant reductions in
administrative/distribution costs. 

Fee calculations currently performed via bar code and mag-
netic ticket processing could be performed simply by reading and
writing to data files on smart media, leading to large reductions in
ticket consumption costs, major improvements in equipment relia-
bility and large decreases in field maintenance costs. 

Parking operators could offer a host of new patron services
that could be developed to enhance operator marketing programs
and build greater parker loyalty. Parking management companies
would have much richer patron data that they could use for mar-
keting and financial control. 

The opportunities are there for the taking. 
User groups including the American Public Transportation

Association and the Smart Card Alliance Transportation Council
are bringing constituents together to explore collaborative busi-
ness models and provide a forum for education and information
exchange. 

The parking industry need only get engaged.

David deKozan is Vice President of Marketing for Cubic 
Transportation Systems.

See us at the IPI Booth #1216

for Parking?

Technician finalizes the installation of a CSC (Contactless Smart Card) system
in a parking operation in Atlanta.

PT
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dequate parking for mall
shoppers often means an
adjoining, multi-level
parking deck. But when

a retail district moves beside a resi-
dential area, a mammoth deck
would overwhelm the neighbors
and blow away any semblance of a
dignified street line. 

To ensure that the Edgewood Retail
District in Atlanta, GA, would enhance —
and not detract from — the neighborhood,
the project incorporated some special
approaches to parking, as well as various
architectural details, that mimicked a resi-
dential look and feel.

Located on a 37-acre site in metro
Atlanta, the 536,604-square-foot Edge-
wood Retail District offers eight big-box
retail stores and numerous small retail
shops. With limitations on both parking
deck size and the ground-level area around

the big brand stores, the district had only
one other place to go to accumulate the
necessary parking: down.

A five-acre portion of the site had a
natural grade, making it ideal for a hidden
parking deck. This also served a dual pur-
pose by elevating the ground level to meet
the street. 

Vertically integrating big-box retail
and parking provided the spaces required
for a successful retail complex, but it also
created some serious challenges. Chief
among them was stacking big-box retail
and parking across the top of a parking
deck. 

To achieve structural integrity, Tindall
Corp. designed two new products for the
Edgewood Retail District: cantilevered
retaining walls and tri-slabs. 

Precast retaining walls surrounding
the underground parking structure act as
shear walls for the structures and provide
support for the beams, double tees and tri-
slabs. The retaining walls are 8 inches

thick and 14 feet tall and designed as can-
tilevered walls with precast buttresses on
the side facing the retained earth, which
allowed the walls to be back-filled before
completion of the precast structure.

The tri-slabs and their composite con-
struction were integral parts of attaining
the stringent design requirements to sup-
port the big-box retail areas over the park-
ing. The design used wet-connections to
tie the structure together.  

The structure supporting big-box
retail was engineered for beam continuity
under live load, and deflection limitations
were kept to L/800 for reduced mainte-
nance concerns. Live load on retail areas
was 150 psf, while portions of the parking
area were designed for HS-20 live loading. 

Stairs and elevators allow access
from the underground parking to the front
of all stores, ensuring shoppers in the low-
est level will have the same distance, or
less, to walk as those in ground-level
spaces. Sixteen-inch lite-frames were used

BY JOE GOLDEN

A

Special Urban Parking
with Small-Town Feel

The visually appealing Edgewood Retail District retains a pedestrian-friendly atmosphere with hidden parking and a small-town feel. 
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in the multi-level parking deck to pro-
vide optimal openness in the under-
ground parking areas – an additional
safety feature for the retail shoppers.

The entire precast structure, includ-
ing exterior cladding panels, was erected
in four months. The speed of precast,

prestressed concrete was an essential
factor in completing the project on
schedule. Problems with the soil and
excessive rain made the precast retaining
walls essential for saving the overall
schedule. 

Other advantages from using the all-
precast structure include providing a
more economical system that met struc-
tural performance requirements and
reducing the number of trades involved
in the construction. This further simpli-
fied coordination and maneuvering on
the tight, five-acre portion of the district.

Precast, prestressed pieces totaled 927,
including shear walls, double tees,
columns, tri-slabs and wall panels.

Providing a shopping experience
of distinction and social interaction in a
setting of beautiful buildings was not an
easy task. It took more than hiding

parking underground to accomplish this
design goal. 

The focal point of the Edgewood
Retail District is Main Street, which
runs through the site. Lined with shops,
it helps re-create the look and feel of a
walkable, small-town atmosphere.
Limited street parking along Main
Street, next to the stores, adds to the res-
idential feel. 

Joe Golden is a Sales Engineer for Tindall
Corp. He can be reached at 
joegolden@tindallcorp.com.

A mammoth deck would overwhelm the
neighbors and blow away any semblance
of a dignified street line. 

PT
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atron cheating and
employee theft can be
common in public park-
ing operations at air-

ports, hospitals and universities, as
well as downtown. Research indi-
cates that employee theft accounts
for about 80% of the losses in rev-
enue, and the remaining 20% of the
losses are due to patron cheating.
The theft by supervisors or man-
agers accounts for more than 50%
of the losses. Where theft is preva-
lent, cashiers who steal typically
take $100 to $200 per day. 

If cashier stealing is occurring, the
annual losses range from 5% to 10% on
the low side. At the higher end, the losses
have from 40% to 50% of the annual rev-
enues. Those higher-percentage losses
occurred at two airports: one is in the Mid-
Atlantic Region and the other is a large
hub airport in Florida. The largest dollar
losses that are due to fraud also take place
at airports. This is because airports are
usually the “biggest game in town.” The
10 largest airports in United States each

generate more than $500 million in annual
revenue.

What can an owner of parking facili-
ties do to protect against being damaged
by such harmful behavior by employees?
The best remedy for patron cheating and
employee theft is an audit. Audits provide
a comprehensive examination of all cru-
cial aspects of a parking facility to identify
any weaknesses that could result in rev-
enue losses. The scope typically includes a
review and evaluation of the vulnerability
of each of the following factors:

Perimeter Control
Is there any place where a patron can

make an exit without paying the proper
parking fee, for example, a 6-foot-wide
walkway, an unprotected border grassy
area, a low curb that can be jumped?

Revenue Control Equipment
Does the existing revenue control

equipment have enough “muscle” to pro-
tect the facility’s revenue stream? Are any
important components missing that would
facilitate fraud? Do all components func-
tion properly, or have some of them been
disabled purposely by the employees?

Cashier Procedures
How do cashiers start their shifts’?

How do they process routine transactions?
How do they process exceptional transac-
tions such as lost tickets, insufficient funds
transactions and non-revenue transac-
tions? How do they close their shifts?

Supervisory Procedures
What do the supervisors do to make

sure that the cashiers are following the
established procedures? Are the proce-
dures manuals adequate in describing best
industry practices? Are the cash-handling
procedures adequate to protect against
internal theft or loss from holdups by
criminals?

Accounting and Auditing
Are all of the revenue control forms

adequate to accurately record the revenue
and activity? Are there enough audit check
steps in place? Are the audits done with
the proper frequency?

For each weakness detected as a part
of an operational audit, a cost-effective
remedy is provided to the owner. All 
findings, recommendations and conclu-
sions are contained in a written narrative
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BY LARRY DONOGHUE

P
Airports Need Audits, Too …
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accompanied by exhibits and tables. 
Any perimeter control weaknesses

or discrepancies in cash-handling proce-
dures of ticket transactions are photo-
copied and contained in the audit report.
Operational audit reports typically
include documentation of 150 to 275
weaknesses or cashier discrepancies.
The reports usually consist of 130 to 150
pages.

All of the above thefts would have
been detected readily if the owner’s
internal audit personnel had been trained
in setting up the necessary secondary
audit check steps and conducted their
secondary audits at the appropriate fre-
quencies.

Secondary audits pay for them-

selves. They usually result in increases
in net revenues of 5% to 15%. Some
have been in excess of 20%. This
increase in net income continues year
after year thereafter. 

If your organization has never had
an operational audit conducted for your
parking facility, you should have it
done. It will pay great dividends and
possibly prevent an embarrassing 
scandal that the media seem to love.
Now is the time to get rid of your
“silent partner.”

Larry Donoghue is President of Larry
Donoghue Associates. He can be reached
at ldonogh@aol.com.

Examples of Problems that
Airport Audits have Detected
The public liability charges for a Midwest airport seemed out of
line. A management agreement was in place. We suggested that
our client – the airport – delete this from the agreement and seek
coverage directly from insurance carriers. The coverage was
obtained for one half of what the operator was charging. It turned
out that the chairman of the parking operating company had per-
sonally owned a captive insurance company. He would obtain the
coverage from a reputable insurance firm, then issue an invoice
from his captive company for about double the premium.

At another airport in the Midwest, our operational audit revealed
that the operator was overcharging for unemployment insurance
coverage. Deductions should be made only for the first $9,000 in
annual pay of the employees during any one year. In most cases,
the deductions for this coverage should stop about mid-year,
depending on the salary or wage paid to the employee. Our audit
determined that the operator sought reimbursement for unemploy-
ment insurance on the basis of the full 12 months’ pay of all
employees. In this case, our audit resulted in a substantial recovery
by our client.

In an operational audit for a West Coast airport that had a manage-
ment agreement in place, we questioned an Invoice for 20 uni-
forms. The investigation with the airport’s vendor determined that
the uniforms were not delivered to our client’s airport. They were
delivered to another airport whose parking facilities were operated
by the parking operator under a concession agreement. Under such
agreements, the operator is not reimbursed for uniform expenses.

Collusion among cashiers, supervisors and managers resulted in a
$7.3 million theft over a three-year period.

Collusion among eight cashiers at a West Coast airport resulted in
a moderate six-figure theft.

PT

 pt 0407 2 2.qxd  03/19/07  10:37 AM  Page 31



APRIL 2007 • PARKING TODAY • www.parkingtoday.com32 APRIL 2007 • PARKING TODAY • www.parkingtoday.com

Crystal River. 
Even in the most raucous of party atmospheres, parking was

the topic of discussion. Often, new ideas would be put forth at
the formal meeting that found their germination over a glass of
adult beverage or during a stroll around the grounds of the hotel.

As I looked around the table, I saw TPG members from an
airport, a number of consulting firms (design, audit and opera-
tions), a parking operator, three or four equipment vendors
(some who were direct competitors), a couple of universities,
cities, a major medical center, and a dealer/installer. There were
members of the IPI and the NPA present. This is a diverse group. 

The group will not publish a report of the meeting, but it will
publish in upcoming issues of Parking Today “white papers”
on what it believes are crucial industry issues. This year, those
will include some direction to owners in considering purchasing
new technology and other issues involved in dealing with con-
sultants and spec writers, as well as a report on the very scary
problem of dealing with accepting credit cards and the liability
that ownership has in that process. 

The group has agreed to begin a PR program for the indus-
try, speaking to both the industry itself and to the mainstream
media. Articles are being prepared and distributed on a number
of topics, including the complexity of the job done by line garage
managers (after all, they are involved in sales, marketing, HR,
technology, finance, management, training and motivation, and

JVH comments on Parking News every day at PT Blog – log on at
www.parkingtoday.com. 
Each month, there are at least 40 other comments like these,
posted daily.

Temecula Parking Group Meets in Florida
I have been in Florida attending the Temecula Parking

Group’s annual meeting. For those who don’t know, it’s a group
of about 25 senior parking pros from all sectors of the market
who meet periodically and talk about parking issues. These peo-
ple have become personal friends as well as colleagues. They
work and play hard. 

The problem this year, as most, was one of focus. We talked,
both formally and informally, about technology, the industry
organizations, the sale of Central Parking and its impact, the
dearth of potential new “quality” people in the pipeline for hir-
ing into all aspects of the industry, and the challenge owners
have in dealing with parking operators (should they be more
active in the process).

The TPG is a “think tank” and extremely unstructured. The
three days are divided into formal and informal sessions, and
much of the discussion and work is done in the informal sessions,
whether on the golf course, at receptions or dinners in the
evenings, or in this case, while swimming with the manatees in

Continued on Page 34
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are often responsible for a multimillion-
dollar asset). A second topic is the
extremely high level of training and edu-
cation of some of the members of our pro-
fession. 

The conversations about Central
Parking were mostly self-serving, but
TPG members did give a number of pre-
dictions as to what the company will look
like in a year. There were some serious
issues that perhaps should be considered.
Central Parking is a major player in the
parking business in the U.S. and the U.K.
If there are changes in the company – and
rumor central says they have already
begun – what effect will those have on
other operators, owners and the industry
as a whole? 

People Just Don’t Have the
Change

In Houston, most parking tickets are
written for meter violations in front of
the municipal c court – five times as
many as in some areas. This is the court

where people come to pay their parking
fines. 

So you go to court to pay your ticket
and get another ticket while inside talk-
ing to the judge. The complaint is that
when you get in there, you can’t just tell
the judge to “hold it” while you go back
out to feed the meter. 

The city is using technology to help
solve the problem, with new P and D
equipment that will accept credit cards
and eventually cellphone payments that
can be “topped up” from anywhere.

My guess is that the credit card fea-
ture will do more good than the cell-
phone. With the “card,” you can buy
more time than with the few quarters in
your pocket. Chances are that folks sim-
ply don’t put in enough coins because
they don’t have change, and if Houston
is like most cities, the court isn’t in an
area with a bunch of 7-Elevens where
you can go to get change for meters. 

If Houston is concerned about solv-
ing the problem, (it is the most parking
friendly city in the country), why not

have a person with a change belt roving
the area during the time court is open?
They would collect more parking rev-
enue, although fewer fines. However,
they would make a lot of friends and test
whether or not my theory is correct –
that people aren’t born scofflaws, they
just don’t have the change.

Continued on Page 36
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Parking is Snowed in ... Except in New York
That storm of several weeks ago had parking under attack

all over the snow belt from Chicago to New York. Most banned
parking so plows could get in and remove the snow. Others put
certain snow rules into effect; as usual, the Big Apple got the
headlines for making a decision.

New York typically abandons its alternate-side-of-the-street
rules during snow emergencies. This time, however, it felt the
snow was so slight that the rules should remain in effect. (The
rules require drivers to move their cars weekly on a certain day
so street sweepers can get in and clean the street. During heavy
storms, the rules are nullified because with all the snow, there is
no place to which to move your car.)

Parkers thought the rules should have been voided. The
mayor first agreed with the departments of Sanitation and
Transportation that left the rules in effect, then changed his
mind and voided the 4,000 parking tickets given during the peri-
od to people who hadn’t moved their cars.

I can understand the problem hizzoner has. If you don’t
enforce the rules, people will break them. However, I also
understand the parkers. Moving your car weekly is a continuing
issue for parkers in the city. They can park for free, but must
move their cars once a week. 

Of course, there is constant grumbling about the rule. A
parking mystique has built up over it. People camp in their cars

on moving day so they can get spaces on the other side of the
street. At exactly the right moment, the cars perform a massive
ballet, find their way to new spaces and life goes on.

The mayor, who by the way rides the subway, first noted
that it would be great for people to sleep in during the storm but
that they should just get up and go move their cars. He later
reneged after an uproar from the populace.

I’m agnostic on this one. I don’t live in the city, and frankly,
if I did, I would either garage my car or if I couldn’t afford it,
find another place to put it. Life is too short to have it ruled by a
car and a place to park it. However, many people do fight the
weekly battle. It’s life in the big city.

I don’t know enough about parking issues in Manhattan or
the surrounding boroughs to comment intelligently, but I do
know that parking is one of the most emotive, if not the most
emotive topic in New York City. My guess is that the politician
who comes up with an idea to solve the parking issues in New
York will have a job for life.

’Splain This to Me – P by S and P and D in the
Same Lot

I was out with wife, ex-wife, son, daughter in law and
granddaughter. Great afternoon at the foot of Pico Boulevard in
Santa Monica, having lunch on the beach. (Life is hard, but
someone has to lead it, right?) We discovered that ex-wife had

See us at the IPI Booth #617
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