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No aspirin deficiencies 
downtown 

OK, what about causes? Why
did our downtowns decline any-
way? Though it’s been the ration-
ale for countless downtown pro-
grams, the aspirin deficiency theo-
ry doesn’t cut it. 

Downtown didn’t go downhill
because building facades had been
modified to historical incorrect-
ness. Nor because sidewalks were
too plain-looking. Nor because ele-
vated trains running above the
street were a “blighting” influence.
Neither was it because of inade-
quate police presence, lack of a
“gateway,” litter on the street,
lampposts devoid of banners, no
“wayfinding,” or unsightly signs. 

The origin of the downtown
headache, in other words, wasn’t a
beauty deficiency, a cultural defi-
ciency, a security deficiency or a
historical authenticity deficiency.
We’ve fixed all these things, but,
since we missed the causes, the
fundamental problems remain. 

A simple question reveals the
answer: What did downtown have
when it was at the peak of health
and vitality that it doesn’t have
now? The answer, as obvious as it
has been elusive, is activities, lots
of them. Stores, jobs, offices, tav-
erns, movie theaters, nightclubs,
banks, transportation centers,
churches, good restaurants, post
offices, housing, health clubs, serv-
ices. In short, things to do. More
specifically, economic things to do. 

Downtown thrived when it was
the pre-eminent place for large
numbers of people to either spend
or make money. And more people
are motivated to do those things
than to take in museums, appreci-
ate architectural history, or experi-
ence the visual delights of orna-
mental pavers underfoot. 

The reactivation imperative 
Instead of focusing on things

to do, many downtown models
concentrated on things to look at.
But the latter draw many fewer
people than the former. So the fan-
cy pedestrian mall lined with
vacant storefronts became a cliché.
I recently spoke before a down-
town organization that had done
lots of street furniture -- and had
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nd now for today's training
session. 

Mr. Owner of the River Street
Garage hired me for some police
work. For some reason, the transient
revenue at the garage had dropped
abruptly recently, and he couldn't
figure out what was causing it. Lad-
die boy, when you get a case like this,
you have to ask a lot of questions to
find the answer. 

First off, I ask him, "How has
your occupancy been at peak time?” 

He quickly replies, "We fill up
every day by about 11:30 a.m. and
stay full until about 1:30 p.m. 

"Then," say I, “your number of
vehicles using the garage hasn't
dropped off?" 

"Nope,” says he. “The number of
tickets issued every day averages out
about the same as it was before the
revenue dropped so suddenly." 

"OK," say I, "then we have to
look for the problem at the exit."

"Yeah," says Mr. Owner. "That's
what I thought you'd say." 

“OK, have you hired any new
employees?" 

"Yup, I got me a new cashier, and
he's a real bargain. He never needs
relief breaks and always works
straight through the lunch hour. I've
saved a lot of money on the relief
cashier payroll, thanks to him. He's a
real slick-looking dude. He makes
snappy talk with all the young nurs-
es from the Doctors Office Building
across the street from the garage.” 

"Let's go over and take a look at
the garage.” 

“Yup,” he says, “and you can
meet my new cashier; he just came
on duty. I wish all the others were
like him. He gets to work every day
10 to 15 minutes early, always is in
full uniform, with his hair slicked
back. He makes a sharp appearance. I
wish more of my employees would
adopt his work habits."

When we get to the garage, Mr.
Owner takes me over to meet the
new cashier. Well, I tell you, he was a
sharp dresser. That red bow tie really
made his face light up. Mr. Owner
says, "Sly, I want you to meet a friend
of mine. Sly Fox, meet Mr. McGuire.
He's into police work.”

"Glad to meecha, Mr. McGuire,”
says Sly. I don't let on I'm on a case. 

"Explain to me,” I ask, “what
does a cashier do in the booth all day
long?" 

He goes into great detail telling
me the procedures for taking the
patron's tickets, inserting them into
the reader/printer and ringing up the
transaction. I watch him handle sev-
eral transactions and then ask him if
I could get into the booth and watch
a little closer. I really didn't need to
watch his procedures any longer. I'm
a fast learner, Laddie. I really wanted
to see the inside of the booth.

Once inside, I keep asking ques-
tions: "What this?" “What's that?" 

He really knows the business; he
answers each question quickly and

correctly. Finally, my eye lands on a
gray metal door along the wall,
under the counter. "What's that?" 

He quickly tells me, correctly:
"That’s the electrical switch box." 

"Show me how it works," I ask,
casually. Quick as a wink, he bends
down under the counter and pops
the door open, exposing about six or
eight circuit breakers.

I ask him what the circuit break-
ers control. He tells me they control
the booth air conditioner and heater,
all the revenue control equipment,
and the booth interior lighting. I
then pretend to test the door lock
and the light switches. I compliment
him on his knowledge about cashier
procedures and the booth accessories.

As Mr. Owner and I leave the
garage, he says, "Didn't I say Sly was
a top employee?" 

"Tell me, when did he come to
work for you?” I ask. “Was it about
the time the revenue started 
dropping?" 

"Yeah, as a matter of fact, it coin-
cides exactly with when I hired him." 

"Yup," say I. “You really don't
want your other employees to adopt
his work habits because he's proba-
bly the reason for your sudden drop
in revenue."

"Why do you say that?" asks Mr.
Owner.

The Solution
"Mr. Owner, I'm now going to

tell you what he was doing. Inside

The Case of the Mysterious
Sudden Drop in Revenue

By DC McGuire

McGuire’s Case Book

In this, the start of a continuing feature in Parking Today, we introduce a new
character in our cast of parking sleuths: DC McGuire. A former FBI auditor, DC also 
has worked in parking operations in New York, Chicago and Los Angeles. He has been
kind enough to chronicle some of his cases for Parking Today. Some say DC bears a
striking resemblance to Larry Donoghue. -- Editor
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that electrical panel box, one of
the circuit breakers controls power
to the barrier gate. Periodically,
after he rings up a transaction, he
tells the patron: "Please don't
move your vehicle. I have to check
something." He then stoops down
in the booth, opens the metal
door to the panel box, flips off the
circuit breaker for the power to the
barrier gate, closes the metal door,
pops back up and tells the patron:
"Everything is OK. Now you can
drive out."

When the patron drives out
the exit lane, I explain, the barrier
gate doesn't close. It can't because
the power has been turned off. Sly
then leaves the power off and
serves the following patrons one
at a time. In each case, he collects
the proper fee, and then waves the
patrons out without ringing up a
transaction. There is no need to
ring up a transaction because the
gate is already open. Sly Fox then
fraudulently pockets their 
parking fees.

Mr. Owner thanks me profuse-
ly for my quick sleuthing and tells
me, "Send me your bill, or would
you rather have me get you a wee
dram at the local pub?" 

“No drink,” say I. “My wed-
ding anniversary is coming up,
and I promised the Missus I'd treat
her to that new restaurant on Sev-
enth Street.” 

So, Laddie boy, the lesson to
be learned here is that if there is
an electrical panel in a cashier
booth, the door for the panel box
should be of the type that has a
lock built into it. That way, only a
parking supervisor or manager has
access to the circuit breakers. Of
course, some of the newer systems
actually track power on and off so
you can see the problem on your
reports. My guess is, however, that
most parking operations don’t
have that feature and a good lock
on the electrical box takes care of
the problem. 

Oh, if the evening staff needs
access to the circuit breakers when
the managers are off, simply put
the key to the box in a sealed
envelope. If the envelope is open
in the morning, there had better
be a very good explanation.

PT
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Everybody Loves

1-888-687-6822 www.digitalpaytech.com

The            Parking Station 
from Digital Payment

If it is time to start looking 
for a solution for your 
expanding on-street parking
needs, you need to meet LUKE.
The LUKE Parking Station from
Digital Payment can meet your
needs now and far into the future.
Present the public with a familiar
face that will make parking in your
city fun!

Call today to meet LUKE!

Now Shipping With:

Real-Time Credit Card

320 x 240 Color Screen

Cell Parking Integration

GPRS or CDMA Modems

802.11 or Wired Ethernet

1000 Note Bill Acceptor

Remote Rate Setting

and so much more!

*Special color combination. Please call for for details.

entral Parking Corp.
announced in August a new
strategic plan designed to

improve profitability. The company
also announced changes in senior
management and plans to conduct a
“Dutch Auction” tender offer. 

Emanuel Eads, who has served as
President and Chief Operating 
Officer since May 2003, has been
named President and Chief Execu-
tive Officer. 

Monroe Carell Jr., Chairman and
Chief Executive Officer, will become

Central Parking Announces New Strategic
Plan and Management Reorganization

Executive Chairman of the Board
of Directors. In his new role, Carell
will continue to be involved in all
strategic aspects of the business
and will lead Central Parking’s
efforts to re-emphasize the impor-
tance of client relationships.

Two of the company’s senior
vice presidents, Alan Kahn and
Gregory Stormberg, have been
promoted to the newly created
position of Executive Vice Presi-
dent, reporting to Eads. In addi-
tion to their current responsibili-
ties, Kahn will oversee interna-
tional operations and Stormberg
will have direct responsibility for
New York City. Under the new
management structure, the posi-
tion of Chief Operating Officer has
been eliminated. 

Strategic Plan
Central Parking’s new strategic

plan is designed to streamline
operations and focus on core com-
petencies and key markets with
the greatest potential for growing
profits. The plan includes the fol-
lowing components:

• Exit marginal and low-
growth markets. The operations
that the company plans to divest
represent less than 4% of rev-
enues. In addition to reducing
costs at the local level, these
divestitures will enable the

The Largest

Parking Event

in the US --

Intertraffic NA/PIE

in Baltimore.

See page 26
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company to reduce general and
administrative costs by more than
10% at the regional and corporate
levels.

• Reduce the number of mar-
ginal or unprofitable operating
agreements.

• Target national accounts and
other markets with high-growth
potential.

• Re-emphasize the impor-
tance of client relationships.

• Expand the Operational Excel-
lence Initiative companywide. 

• Increase investment in tech-
nology to reduce costs and improve
operations efficiency. The company
plans to invest up to $10 million
over the next two years to deploy
additional technology at the lot lev-
el, including automated pay stations
and other revenue collection tech-
nology. 

• Continue to pursue oppor-
tunistic sales of real estate. 

‘Dutch Auction’ Tender Offer
The company intends to com-

mence a modified “Dutch Auction”
tender offer to purchase up to approx-
imately 12% of its common stock.
The final number of shares, timing,
price range and other details  will be
determined on the date the tender
offer is commenced. The company
expects to finance the purchase of the
shares from cash proceeds from prop-
erty sales and from its credit facility. 

PT

Around St. Paul,
Parking Tickets
Come Very Early 

Hundreds of people were
tagged for parking illegally in the
early weekend hours near the
downtown St. Paul Farmers Mar-
ket. Everyone agrees that the offi-
cers acted within the law: Some
offenders apparently parked in no-
parking zones. But some shoppers
wonder why they were tagged at 7
a.m. on Saturday when most St.
Paul streets are incredibly quiet.

Market Manager Jack Gerten
said he doesn't want to fight with
the city, but he hopes a solution to
the parking problems can be
found. Some cars do block build-
ing entrances or driveways and
must be moved, he said, but he'd
prefer to track down the violators
himself.

Police spokesman Paul Schnell
said officers "can't choose to not
enforce the laws." He said it's a
City Council issue, not a police
problem. 

Some ticketed patrons "have
gotten pretty hostile," Gerten said.
"People think the city is just trying
to raise money. I'm not accusing
anyone, but some say they'll never
come back to the market, and
some say they'll never come back
to St. Paul."

Those bargain pea pods don't
seem like such a good deal when
you add a $23 parking ticket (even
more for other violations), so
Gerten reminds patrons that there
is more free parking two blocks
away, in a ramp at Kellogg Boule-
vard and Broadway Street.
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Editor’s note: The following is a notice
sent to all residents of Coral Gables, FL. 

f parking meters in the City of
Coral Gables are looking a little
green these days, it is for a very

good reason. New green stickers on
the city’s parking meters are announc-
ing that you can now pay for parking
through the use of cellphones. 

The park-and-pay by cellular
phone program is available in all on-
street and off-street parking locations
operated by the city, and is the first of
its kind in the United States.

The City of Coral Gables has
entered into a relationship with
Canada-based Mint Inc., a company
that provides electronic payment
solutions, making the stressful task of
finding the right amount of coins to
feed the meters a thing of the past. 

Customers opting to use this new
system must first register for service
by calling 1-866-Pay Mint (1-866-729-
6468) or logging in at
www.mintinc.com. A Visa or Master
Card credit card number, license plate
number, cellular phone and e-mail
information [are] required for registra-
tion. A confidential password is pro-
vided to each user.

Customers can choose between
two payment packages: 25 cents per
parking transaction or $7 a month for
unlimited parking transactions. In
addition to these transaction fees, the
user's credit card will be charged for
the applicable parking fees. 

When a car is parked on the street
or in a lot that offers the wireless pay-
ment option, consumers call the post-
ed telephone number on the meter
from a mobile phone to log in and

Now, in Coral Gables: Use Your
Cellphone to Pay for Parking

I

A Coral Gables resident uses her cell phone to
prepay a charge at a parking meter.
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start the parking session. When cus-
tomers leave the parking spot, the
number must again be called to log
out and end the parking session. The
program calculates the appropriate
parking charges based on the total
elapsed transaction time. Customers
are responsible for logging out of the
system and are liable for any fees
incurred until such time as the user
actually logs out. 

While parked, a sticker displayed
on the rear bumper identifies the car's
owner as a program subscriber to
parking enforcement staff. The park-
ing enforcement officer can also veri-
fy that the vehicle is engaged in a
parking session. 

The cost of the parking session,
plus the transaction fee, is charged
against the credit card that the cus-
tomer specified during registration.
Finally, a message is sent confirming
the transaction, and customers can
review the transaction anytime
online.

For more information about the 
Park-and-Pay by Cellphone program,
please contact the Parking Department
at (305) 460-5540. PT

ACS Buys Ascom Division,
Including Parking, Fare Units 

Affiliated Computer Services
(ACS), a provider of business process
and information technology out-
sourcing solutions, has reached an
agreement to acquire the Transport
Revenue Division from Ascom AG, a
Switzerland-based communications
company. 

Transport Revenue consists of
three business units: transit, parking
and toll collection, with office loca-
tions across nine countries. Under
ACS, the Transport Revenue group
will be led by its current Managing
Director, Riet Cadonau, and will be
integrated into ACS' existing Trans-
portation Solutions line of business
headed by Michael Huerta. 

The terms of the acquisition
specify a purchase price of approxi-
mately USD $100 million, to be
funded through ACS' existing credit
facility. Revenues generated by
Transport Revenue for the last 12
months were approximately USD
$180 million. As a result of interna-

tional regulatory and local
approvals, this transaction is not
expected to close until the Decem-
ber 2005 quarter. 

This acquisition launches ACS
into the international transporta-
tion services industry and will
expand its portfolio in the transit
and parking payment markets.
Transport Revenue also will add toll
collection customers to ACS' exist-
ing customer base.

Transport Revenue's lineage
stretches back more than 40 years in
the transportation payment solu-
tions market. Its leading market
position is demonstrated by more
than 1,000 transit payment solu-
tions for rail, bus, tram and subway
operators; more than 1,000 parking
systems for airports, municipal
authorities, hospitals and other
parking lots; and more than 600
highway lanes equipped for toll col-
lection in the US alone. 
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5013 N. Kedzie Avenue • Chicago, IL 60625  
Tel: 773-539-1100 • Fax: 773-539-1241
e-mail: info@talkaphone.com  

Parking
Security

Starts
Here.
Whether it’s car theft or vandalism, a
customer with a flat tire or one who
can’t find his car, your parking securi-
ty should start with a vandal-resistant
Emergency Phone System that pro-
vides exceptional clarity and perform-
ance while providing a sense of secu-
rity. At Talk-A-Phone, we have a com-
plete line of ADA compliant, hands-
free Emergency Phone and
Information Systems that do just that.

For more information, please call 
773-539-1100 or visit our web site 
at www.talkaphone.com. 

Survey Finds Consumers
Want Variety of Electronic
Payment Choices  

When it comes to paying for goods and services, con-
sumers want and expect a choice of payment methods at
the point-of-sale (POS), according to a recent survey
released by First Data Corp. The STAR Consumer Payments
Usage Study, conducted by an independent research firm,
found that consumers reported using two to four payment
types monthly, indicating that multiple payment types are
favored based on individual preferences at the POS. 

“This year’s study makes it clear that offering a variety
of electronic payment options can help retailers and finan-
cial institutions win new customers, increase revenue and
enhance customer retention," said Debra Janssen, President
of First Data Debit Services. 

The 2004 survey data also point to the continued
growth of electronic payments at the POS. Nearly half of
the consumers surveyed (47 percent) prefer the PIN-secured
method, compared with 30 percent who prefer the signa-
ture-based method. Survey respondents largely cite
increased security as the No. 1 reason for choosing to use
their PIN numbers to make purchases (46 percent).

More than five out of every six ATM/debit cardholders
surveyed had used their ATM/debit card at an ATM or at
the POS at least once in the 30 days before the survey. In
addition to debit, consumers continue to use other elec-
tronic payments options regularly as well. Twenty-nine per-
cent of non-debit users surveyed say credit cards are their
preferred means of payments. Debit users are the least like-
ly to pay with check, while non-users still report that they
wrote an average of three checks per month at retail. 

"Our research shows that consumers prefer to make
PIN-secured payments at the POS,” says Janssen. “STAR is
addressing this preference by working with merchants to
PIN-enable new types of retail outlets, such as quick-service
restaurants, movie theaters and parking facilities. By offer-
ing a comprehensive electronic payments solution to our
customers, financial institutions and retailers of all sizes
can offer choice to their customers." 

More than 2000 expected at

the Parking Industry

Exhibition/

Intertraffic Show

Sept 26-29 in Baltimore -- 

Entrance to the Exhibition is

FREE if you pre register at

www.parkingtoday.com
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www.dpstickets.com

t Digital Printing Systems,

we want you to feel like

we've rolled out the red carpet

for you. We like to think that each employee

at our company is accountable to you, the

customer. Basically, we want you to be 100%

satisfied with our tickets and our service –

no less. You might find our standard level

of service more like special treatment. We

like it that way. We're sure you will, too.

Quality Tickets & Service Since 1971

“We switched our
ticket buying to

Digital last year.
Both the service 
and the quality 

have been terrific.
We are delighted
with our decision
and we now use

Digital at most of
our locations.” 

—Heidi Porat

Propark

Hartford, CT

Maria
11 Years

with 
Digital

For all your ticket needs, call

877.375.5355

Red Carpet Service
Quality Tickets

Red Carpet Service
Quality Tickets
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plans for even more -- but also had a 30 percent vacancy
in downtown office buildings. In another city, a mayor
complained to me that he couldn’t get his facade-
focused downtown manager to grasp the value of put-
ting more people on the streets. 

Downtown didn’t decline because it wasn’t nice-
looking. It stopped being nice-looking because it
declined. Businesses and property owners no longer had
the willingness, or the means, to make aesthetic
improvements. But many downtown programs figured
they could somehow get the cart to pull the horse. 

If downtowns decayed because their activities went
elsewhere, then the solution was simple: reactivation.
Bring back businesses and other activities that attract
large numbers of people, not just once in a while but all
the time. That in turn brings back workers, customers,
sales, property values and tax receipts. And after that
happens, the place starts looking better as a by-product. 

That means the central question downtowns should
ask is: Who could make money downtown, and what
will it take to convince them they can? Some smart  ones
have done just that, and are actively recruiting or incu-
bating retailers and other businesses and attractions. 

The next time an issue arises in your downtown, try
this question on for size: Is this situation a disorder or
merely a symptom of one? If a symptom, what’s the real
cause? And how can we deal with that cause, instead of
just making the symptoms go away? 

Because that annoying light on the dashboard is  to
tell us something. 

John L. Gann Jr. is President of Gann Associates, a consult-
ing firm. Contact him at (800) 762-4266 or
citykid@uwalumni.com. This article was reprinted from the
Feb. 15, 2005, issue of Downtown Idea Exchange.
Interested readers may subscribe to the twice-monthly
newsletter by visiting www.downtowndevelopment.com. 
– Editor PT

Aspirins for Downtown
from Page 33

The Parking Garages in Santa Monica were in place long before the
success of the Third Street promenade. It was the reactiviation of
the businesses, shops, tony restaurants, and theatres that brought
back the people. 
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BYU to Institute Free Parking for Students 
Students and neighboring homeowners alike are hop-

ing for relief this fall when Brigham Young University, in
Provo, UT, quits charging for on-campus parking.

Four years ago, university officials raised parking per-
mit fees to $60 and began subsidizing student bus passes,
hoping to nudge drivers toward public transportation.
Though the changes undeniably reduced the number of
vehicles on campus, it wasn’t because students flocked to
buses. 

Rather, student vehicles congested surrounding resi-
dential streets while ample university parking stalls were
vacant. "We found there was an unintended conse-
quence," said Jan Scharman, BYU's vice president of stu-
dent services. 

Provo Councilman Paul Warner -- responding to com-
plaints from constituents in the Pleasant View neighbor-
hood north of campus -- proposed charging students for
residential parking permits in certain areas. Now, he and
other councilmembers agree that such measures may not
be necessary, given free parking on campus. 

"I'm hopeful and really optimistic the students will
take advantage of it," Warner said. "It's a good step for-
ward by BYU to help the residents and help the students,
making this a win-win for everybody."

Councilman Dave Knecht, who opposed Warner's
proposal, expects the problem now will resolve itself. "Vir-
tually every neighborhood [around BYU] has had issues

with students parking in their streets," he said. "Now these
students won't have to walk past an empty parking lot.
They can park on campus and won't be filling the neigh-
borhood streets.” 

Free parking was to become effective Sept. 15. To
qualify, students must register for a permit on BYU's
intranet. To all the homeowners who have lamented the
parking shortage on their streets, city and university offi-
cials vow to continue monitoring the situation. 

Editor’s note: Read PT’s comments about this in PT’s Parking
Blog at www.parkingtoday.com.

Last month over 15,000
DIFFERENT  people visited

PT's web site -

www.parkingtoday.com
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Here’s a Switch
Despite sweltering heat, more than 200 people turned

out to protest a city plan to redevelop Municipal Parking
Lot 1 in downtown Flushing, NY. Most signs were written
in English and Korean, and featured such messages as “No
More Traffic Mess,” “Don’t Drop Weapons of Mass Con-
struction” and “Save Parking Lot.” 

“The city is ignoring our rights to live in peace,” said
organizer Joseph Lee of the Save Our Flushing Community
Alliance. “The project should be stopped now, or we will
have the worst congestion in New York.”

Protesters gathered across the street from the parking
lot on 39th Avenue and Union Street. The mayor had
announced that the 5-acre site would be developed into a
1-acre town square, 500 units of residential apartments,
350,000 square feet of retail space, a hotel, a youth center,
a multi-screen movie theater and underground parking for
2,000 cars. 

The current parking lot provides 1,100 slots for cars,
but Lee said the added numbers promised by the mayor are
just not enough. “This parking lot means a lot to us,” he
said. “The development will bring in 5,000 more cars, and
it will be a complete mess.” Lee has vowed to continue the
fight. “We will keep having rallies and we will write letters
of concern (to the mayor). We have to stop it now.”

PT’s Parking Blog Comments:
The borough of Queens in NYC has a problem. It wants to
develop a new mega center downtown on an existing 1,000-
space parking lot. And the pickets are marching to support keep-
ing the parking lot. Read all about it here. Sheesh -- "Save the
Parking Lot." That's a new one. It’s usually "Down with the
Parking Lot" or "Damn the Parking Swine" or some such.
The developer is going to replace the 1,100 spaces lost with
2,000 spaces, but locals fear the development with a park, hous-
ing, offices and shopping center will use up more than that,
meaning that there will be tons of cars jamming the streets and
gridlock will prevail and local businesses will suffer.
Let’s see: There will be more people coming downtown, at least
a 1,000 more middle-class folks living within walking distance, a
theater that will bring teenagers with money to spend, lots of
business travelers in the new hotel, and tons of new jobs -- but,
damn, why bring that mess downtown? Let’s put it in a field in
Jersey where it belongs (no, that's another picket sign).
Sorry, folks, you live in a city. You are in urban land. If you don't
like it, move to the country. Now, if they charge the right
amount for parking, and charge the right amount for parking
on-street, the money generated will mean more and better light-
ing, sidewalks, streetscapes, parks and the like. Of course, they
have to ensure the money goes into that project and not the
General Fund.
Oh, yes, the truth comes out. If you read the entire article, the

If you own parking property and are looking for an exit strategy or a redevelopment 
partner, we are your team. At Next Realty:
-We’ve acquired over $60 million in parking property accounting for more than 7,000
spaces in the past year.

-We help owners overcome economic obstacles to selling through creative structuring
and flexible terms.

Whether you own an old, new or proposed garage, self-park or valet, surface lot or 
structured garage, urban or off-airport site, contact Bob Caplin confidentially at 
847-881-2004 or rcaplin@nextrealty.com. P A R K I N G

We Will Buy Your Parking Facility

SM
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merchants are concerned that during construction, they will be
put out of business. The developer should help take care of these
issues. It’s been done before. Short-term pain, long-term gain.
Let’s all go to the new Flushing Center in 2009 and see what a
disaster was wrought. I'll buy the beer. -- JVH

SLO Builds Garage ‘on the Cheap’
City officials in San Luis Obispo, CA, say it's too

expensive to make their newest parking garage a mixed-use
project, even though city policy encourages downtown
developers to put parking, housing, office space and retail
together in projects.

The City Council, on a 4-1 vote, narrowed the concept
for a planned parking garage near Palm and Nipomo streets
when it approved studying a traditional three-story struc-
ture and a five-story garage with mechanized lifts. The plan
does not call for using space in the structure for anything
else -- such as sales tax-generating retail, encouraged by for-
mer Councilman Ken Schwartz, or a rooftop recreation and
conference center, pushed by Councilman John Ewan,
who voted against the project.

"The idea is that we are providing public parking as a
service to the public, rather than as an opportunity to
make a profit," said Councilman Paul Brown, who support-
ed the project.

Building about 400 parking spaces in either a three-sto-
ry garage or a smaller five-story mechanized garage will cost
about $13 million, according to city documents. Putting
another use -- such as tennis nets, basketball courts or a
conference center -- on top of the planned garage would
raise the cost by 30 percent to 50 percent, Brown said, mak-
ing it less cost-effective.

City staff has only ballpark figures for how much
adding additional uses to the project would cost. But
Deputy Director of Public Works Tim Bochum said any-
thing that added people to a garage would require the cost-
ly work of adding utilities and more access. The city has
used its garages for additional purposes in the past.

PT’s Parking Blog Comments:
The city of San Luis Obispo is moving toward putting in a new
parking garage. It had a sort of design that included a revenue-
generating mixed-use garage, but is opting for a cheaper single-
use garage. 
The first shocker is that the garage is going to cost $32,500 a
space. Wow! That's about 2.5 times what most garages cost.
Even if the spaces are paved with cold-pressed laudanum, that
number would be hard to reach. But I digress ...
The City Council has heard that creating a multiuse facility
would greatly increase the cost and has opted for the lesser

Continued on Page 46
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amount. One councilman even had the temerity to say that he
didn't think the garage should make, dare I say it, a profit. I
guess he thinks the place is going to generate $500 per month
per space. If so, it would take at least 10 years to pay off the
$13 million, assuming there is no operating cost, depreciation or
maintenance. 
I wonder if other downtown garages in SLO are generating that
kind of money? I'm pretty sure the monthly parking isn't at that
rate (I would be shocked if it was more than $100). Assuming a
daily max of what, $10, and it’s full every day, it still couldn't
make the debt retirement. If they went multiuse, the rents would
generate more than the parking. But, then, who's counting?
Of course, if this councilman is typical of many, he doesn't care.
The taxpayers will foot the bill. 
I wonder if they really need more parking in SLO? Have they
tried raising the fees for on-street parking? Upped the cost to
park in their existing structures (just to cover the actual cost to
park)? In doing so, have they provided the dollars generated to
be used for streetscapes and neighborhood renewal? How about
on-street valet? Or a shuttle service to the edge of town for
employees downtown so customers will have a place to park?
Oh, well -- a $32,500-a-space garage is probably just what they
need.
I though I was finished -- I scrolled down and found another San

Luis Obispo story. This is a Don Shoup case study in action. The
city planners say the beauty college can't move because it needs
87 spaces. The college says it has only 25 students and never
uses more than 40 (I guess the rest are for the folks who are
used as practice by the students). However, the college can't
move into an abandoned school near the university (where, I
might guess, “victims” -- read that “practice folks” -- and poten-
tial students are more available). Nope, the city planners have
the problem well under control. 
It probably isn't bad -- the number is off by only a factor of 2.
Once again, urban planning run amok. It’s time for a new
Shoupista chapter in San Luis Obispo. Someone up there needs
to get the book. -- JVH

Hallelujah! Pols to End Sunday Parking Fees 
The New York City Council was expected to ban Sun-

day parking-meter regulations -- to the joy of churchgoers,
who have complained about having to "pay to pray." 

"Parking was free on Sunday for 50 years," Councilman
Hiram Monserrate (D-Queens), one of the bill's sponsors,
said outside a church in Jamaica, Queens. With 41 co-spon-
sors, the bill had more than the 34 votes needed to over-
ride a mayoral veto, Monserrate said to a chorus of "amens"
at New Greater Bethel Ministries. 

The Sunday meters hurt more than just churchgoers,

from Page 45

Circle #121 on Reader Service Card - See us at the PIE Booth #1132

Whether you’re collecting a flat
rate or varied by time, Hamilton
has a 24/7 Parking Attendant to
collect your fees with ease.

Hamilton manufactures a variety
of parking solutions for more
reliable revenue control. For more
information, contact your local
Hamilton Manufacturing distributor.

1026 Hamilton Dr., Holland, OH 43528 • Phone: 419-867-4858/888-723-4858 • Fax: 419-867-4850 • www.hamiltonmfg.com

• Calculates &

collects fee

• Up to 8 exit lanes

• Dispenses ticket

• Up to 8 entrance

lanes

Pay + Display Gold Line® ACW-PTime Pass® Parking Control System

• Choose up to 8

time selections

• Fee collection at

entrance or exit

• Flat rate

• Automatic rate changes

for special events

Collect Your Parking
Fees with Ease!

See us at

the IPI Show,

Booth #701



September 2005 • Parking Today • www.parkingtoday.com 47

Monserrate said. "People want to be able to visit family
members and hospitals, or go out to restaurants after
church on Sunday." 

Mayor Bloomberg instituted Sunday meters in 2002 to
help close the city's budget deficit. Bloomberg argued that
the meters bring in $7 million annually -- not including
revenue from parking tickets -- and ensure that spaces in
busy areas are not hogged. 

"That deficit no longer exists and nor should the
meters," Monserrate said. 

Church leaders complained that parishioners have
been forced to leave in the middle of sermons to feed
meters. The church has dealt with the problem by paying
for all the spots at a nearby municipal lot on Sundays.
Lucius McBride, a church security guard, takes all the muni-
meter parking slips, along with $50 in quarters, and feeds
each meter. "It keeps me from enjoying the service," he said. 

PT’s Parking Blog Comments:
OK, now the churches are blaming Mayor Bloomberg in NYC for
parishioners not turning up on Sunday. The reason? Hizzonner's
institution of Sunday parking fees. 
The mayor wanted the $7 million in fees and fines that the
Sunday parking charges generated -- to go into the city’s
General Fund to "help close the budget gap." The reverends said
that some of their flock have to leave services to feed the meters;

others don't turn up at all because of the parking fees.
First of all, if the churches are having attendance problems due
to parking fees, they have a bigger problem than Bloomy. They
may need to rethink the topics of their sermons. Remember the
adage: "If you build it, they will come." My guess is that if the
preachers worked on their delivery, a couple of bucks in parking
fees wouldn't keep the booties from the pews. 
However, let’s review this through a Shoupista's eyes. I wonder
what the pastors would have said if the $7 mil had been ear-
marked to clean up the streets round their churches -- repairing
lighting, putting in new sidewalks and cleaning up garbage --
rather than disappearing into the morass called the General
Fund? What if new playgrounds, parks and the like were built
across the street from the church's meeting hall? I wonder if a cou-
ple of extra police patrols were laid on in the area it would help?
The ministers might have a very different attitude.
Oh, yes, what about the local rabbis? Are they complaining
about the parking fees on Friday night? Well, I know that many
Jews walk to temple, but surely those reform members on the
upper East and West sides who jump in their Volvos and head
for a evening with God have to pay for their parking. Where's
the equality? -- JVH

JVH comments on Parking News every day at PT blog --
log on at www.parkingtoday.com.
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pt the auditor

The Garage Was Closed 
was leaving the theater the other evening, just a bit
off Broadway.  Saw a great show called "Sylvia" about
a man and his dog, or was it a dog and her man? Nev-

ertheless, the bitch had a mouth on her that would make a
sailor blush, but I digress.

As we approached the parking garage, I noticed some-
thing strange. The light was off in the cashier booth, and
the exit gate was up. The garage was closed, but we were
able to get our car out. My master smiled as we drove out
without paying the $15 fee. It got me to thinking.

When do you really close a garage? How do you know
what time to close?

The next day, when I went back to the garage to ask the
owner why he closed so early, he looked at me strangely.
“We always close at 11,” he said – as if it were carved in
stone. 

I told him that I had counted the number of cars in the
garage, and there were about 30 when we left just after mid-
night. His daily rate was $15. That means he abandoned
more than $450 by not keeping the garage open a little lat-
er. When I sniffed around a bit, I found that there was a
cleaning crew in the building -- more than 30 people who

I
pulled tickets but left about 2 a.m. Now we had well over
60 tickets unaccounted for.

Wait, there’s more … I asked what time he opened. He
said 7 a.m. sharp. I began to wonder about people who
came in before 7 and didn’t pull a ticket to get in (just drove
in through the exit lane). There was a lot of construction
going on in the building, and I knew that those guys get in
early. Plus, there were a couple of brokerage firms that start-
ed early to get a jump on the London markets. 

“How did you handle those?” I asked. He said that if a
person didn’t have a ticket, they were charged from the
time the garage opened. It seemed fair to him.

I wondered about someone who parked in the garage
the night before, stayed a bit too long at a bar, took a cab
home, then arrived at 9:30 a.m. to pick up his car. He sim-
ply threw away his ticket and paid for two hours. 

It turned out that my theater had opened about a year
ago, and a couple of restaurants that stayed open late had
opened in the past few months. The garage wasn’t keeping
up with the neighborhood. It was closing at 11 simply
because it always had.

OK, you have decided to stay open later, but how much
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