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‘Park Across America’
To Debut Next Year

n extremely successful launch of webcast-
ing between Chicago and Los Angeles dur-
ing the Parking Industry Exhibition in
August has become the harbinger of things

to come for parking information and training, accord-
ing to John Van Horn, Publisher of Parking Today,
sponsor of the event.. 

“A combination of factors makes 2007 the perfect year for
introducing our new event, ‘Park Across America.’ We wanted
to move the PIE show back to the spring, and there simply was-
n’t enough time to make the move properly to spring 2007. In
addition, the test webcasting worked so well, we decided to
begin a full-fledged program of seminars for parking profes-
sionals nationwide,” Van Horn said.

The events, held in April and October, will cover all aspects
of the parking industry, on- and off-street. They will be one-day
long, and have a minimum of six presentations, plus a network-
ing session. At least one session will originate in each location,
with others “beamed” across the Internet, both audio and video.
The participants will be able to ask questions and hear answers
in real-time in all locations.

The April event will have locations in Chicago, New York,
San Francisco and Seattle. The October meet will cover
Chicago, Baltimore/DC, Florida and Texas.

“I expect there will scheduling issues,” Van Horn said, “and
it’s possible that one seminar on the West Coast may have to be
pre-recorded.” Time zone issues are difficult to coordinate
where there is a three-hour difference. “We actually had that
issue during the seminar between L.A. and Chicago. We ended
up overnighting one L.A. seminar that was presented at 4 p.m.
West Coast time. That was after the Chicago group had closed.
We played it the next day.”

In this case, he continued, “we will simply record the
’net cast in the appropriate zone and replay it when con-
venient on the same day. Questions may be asked of the
presenter by e-mail.”

In August 2006, the group joined with the California
Public Parking Association in sponsoring the local event in
Los Angeles. “We hope to join with regional associations in the
upcoming seminars,” Van Horn said. “We are in the process of
discussing this with the associations in New York, the Middle
Atlantic, Texas and California. We will be reaching out to other
regional groups before the end of November.”

Parking Today will not sponsor a Parking Industry Exhibi-
tion in 2007, but has plans in the works to return with a show in
2008. 

“I’m sure it will be missed by exhibitors and attendees
alike,” said Van Horn, “but it made sense to us to not attempt to
rush the event. We are very sensitive to the needs of the
exhibitors, and we are listening to them.

“We also heard attendees when they told us that it was cost-
ly and time-consuming to attend a major event. The budgets just
weren’t there. This will enable those in the industry who have
these issues to attend a real-time program.”

The program also will be recorded and made available on
the ’net for viewing after the initial presentations.

Park Across America events also will attract sponsors from
the suppliers in the industry,” Van Horn said. “I expect that
national firms will be able to work with their local representa-
tives and distributors to attend a one-day and meet more than
100 people expected at each location. This is a networking event
as well as one that provides information.”

National sponsorships will be available for companies that
wish to sponsor the interconnection costs. These sponsors will
be exposed to more than 400 people in a single day and be able
to make video presentations to the entire assemblage.

A
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retrofit of existing parking facilities qualify for the deduction.
In addition, local and regional utility companies offer

rebates for implementation of energy conservation measures.
For example, Xcel Energy, based in Minneapolis, even offers
funding of up to 75 percent of the cost of a Lighting Redesign
Study. (Applications must be submitted between July 1, 2006,
and March 31, 2007.) Additional rebates are offered on a per
fixture basis. Go to the website for the Database of State Incen-
tives for Renewable Energy (DSIRE) at http://www.dsireusa.org
to find energy rebate programs in your state.

Energy-Efficient Lighting Design
Fluorescent light fixtures

with high-frequency electron-
ic ballasts are more energy-
efficient than either metal
halide or high-pressure sodi-
um fixtures. An 8-foot-long
fluorescent fixture with pairs
of 32-watt T8 lamps in tandem

or a 4-foot-long fluorescent fixture with two 54-watt T5HO
(high output) lamps produce the equivalent maintained (design)
lumens as does a 150-watt HPS fixture or 175-watt MH fixture
(see Table 1) at 40 percent less wattage per fixture. A typical
configuration with light fixtures at a 30-by-30-foot spacing in a
parking facility will produce an average maintained illuminance
of approximately 7 foot-candles, with a lighting power density

Lower Your Lighting Co
BY DONALD R. MONAHAN, P.E.

Figure 1. Light Output vs. Temperature

oliticians and the general public have
increased their attention on global warm-
ing in recent years, and this enhanced
awareness has resulted in new govern-

ment- and utility-sponsored programs that provide
rebates and tax incentives to increase energy efficien-
cy and conserve energy. 

Retrofitting your parking facility lighting system with more
energy-efficient lighting can not only benefit from these incen-
tive programs, but owners can realize a 40 percent savings or
more in lighting operational costs. Payback periods are often
less than four years. 

This article discusses the energy conservation incentive
programs that have evolved from the global warming issue and
how best to implement energy conservation measures in your
parking facility.

Energy Conservation Incentives
The National Energy Pol-

icy Act of 2005 (EPAct 2005)
contains a variety of tax cred-
its and deductions for busi-
nesses and consumers that are
designed to encourage invest-
ment in energy-efficient com-
mercial buildings. Lighting

products and systems are ideally positioned for deployment
using the deduction provision. EPAct 2005 allows a tax deduc-
tion of up to $1.80 per square foot where energy conservation
measures reduce the total annual energy and power costs to less
than 50 percent of the ASHRAE 90.1-2001 standard (includes
interior lighting systems; heating, cooling, ventilation and hot
water systems; and building envelopes). For lighting systems,
the amount of the tax deduction is the lesser amount of $0.30 to
$0.60 per square foot or the costs incurred or paid for the ener-
gy-efficient lighting system. The amount of the tax deduction is
$0.30 per square foot for a 25 percent reduction in lighting pow-

er density from that required by ASHRAE 90.1-2001 to $0.60
per square foot for a 40 percent reduction, and prorated propor-
tionately in between those values. 

The ASHRAE 90.1 lighting power density requirement for
parking garages is 0.3 watts per square foot. A system with a
lighting power density of 0.18 watts per square foot qualifies
for the maximum deduction of $0.60 per square foot. A system
with a lighting power density of 0.225 watts per square foot
qualifies for a deduction of $0.30 per square foot. The tax
deduction is allowable in the year that the energy-efficient
improvements are placed in service. New parking facilities and

P

Table 1. Comparison of Lamp types

Save 40% or more on your
lighting operational costs. 
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of approximately 0.12 watts per square foot. This design
would qualify for the full tax deduction under EPAct 2005, as
well as any state or local utility rebates.

Fluorescent fixtures have not traditionally been used in
cold climates as bare fluorescent lamps lose 50 percent of their
light output at 32 degrees F. However, recent testing of
enclosed fluorescent fixtures (vapor tight) indicates that the
temperature inside the fixture may be 50 to 55 degrees higher
than the outside ambient temperature. Therefore, enclosed flu-
orescent fixtures may be used in weather conditions down to
10 degrees F with less than 20 percent reduction in light out-
put (see Figure 1).

Cost Savings
If the lighting system is

operated 24 hours a day all
year, then there are 8,760
total operating hours.

Table 2 indicates the
annual operating cost at a

national average of $0.10 per Kilowatt-
hour (Kwh).

Therefore, there is a 47 percent
savings to change from 175W MH fix-
tures to a fluorescent fixture with four
T8 lamps, or a 44 percent savings to
change from 175W MH fixtures to a
fluorescent fixture with two T5HO
lamps. Even compared with 150W

HPS fixtures, the savings is 42 percent
and 38 percent, respectively.

The retrofit cost on a recent proj-
ect for the Albany (NY) Parking
Authority was approximately $440 per
fixture to replace the existing 175-watt
MH fixtures on a one-for-one basis
with an 8-foot fluorescent fixture with
four T8 lamps. The utility cost in
Albany has increased 25 percent in the
last year, and is approximately $0.15
per Kwh this year. The annual operat-
ing cost for the 175W MH fixtures is
then $273 per year versus $145 for the
fluorescent fixtures, for a net savings
of $128 per year per fixture. The pay-
back period is then 3.4 years, exclusive
of any tax incentives or rebates. The

EPAct 2005 tax incentive does not apply to a tax-free munici-
pal garage; however, rebates are available from the N.Y. State
Energy Research and Development Authority, which will fur-
ther reduce the payback period.

Summary
Retrofitting your parking

facility lighting system from
HID fixtures to fluorescent
fixtures can save 40 percent
or more on your lighting oper-
ational costs, exclusive of any
lighting rebates and tax

deduction incentives that are available from government- and
utility-sponsored energy conservation programs. At the same
time, you can feel good about reducing energy usage and reduc-
ing greenhouse gases. 

Don Monahan is Vice President of Walker Parking Consultants. He
can be reached at don.monahan@walkerparking.com.

Costs – Save the Planet
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Valet Parking: The Complete
hen looking for a definition for valet parking, you get “park-
ing arrangements provided by an establishment, whereby
patrons leave their cars at the entrance while attendants park
and retrieve them.”

But is that what valet parking is all about?
I would argue that valets are not just attendants who park cars, but individuals, when

successful at their job, who create a
warm welcoming environment on the
way in and a problem-free goodbye on
the way out. With a sincere greeting,
the opening of a door and a simple
smile, a valet parking attendant can
make any guest feel special. 

In essence, it is more than just
parking cars. It is guest service! 

Creativity: Leave a Mint on
the Dashboard

When looking at a hotel operation,
you realize the goal of all departments
is to ensure that every guest leaves sat-
isfied. How valet parking department
begins and ends the experience for a
guest can make or break their visit. 

Hoteliers are always trying to find
new and creative ways to attract guests
and to keep them returning. Valet park-
ing can provide a unique opportunity to
service a guest that no other hotel
department can. We are responsible for
a guest’s most prized possession, their
vehicle. This provides us the opportu-
nity to create imaginative ways to serv-
ice guests.

With proper planning, the follow-
ing services can be arranged and will
increase overall guest satisfaction by
making their stay memorable and
headache-free. 

Car washing and detailing. Giving
a guest the opportunity to have their
vehicle cleaned before an important
business meeting or picking up friends
and family is a nice touch

Fill the gas tank. Coming to a
new city can be difficult for a guest.
Having the ability to take a guest’s
personal or rented vehicle to a local
gas station for them can save time and 
worry.

Check tire pressure. An often-
overlooked item on a vehicle is tire
pressure. Having an air pressure gauge
and portable tire pump in the parking
department can become a valuable
addition.

Oil changes and check fluids.
Many guests are traveling long dis-
tances to get to their destinations.
Having the ability to get the vehicle’s
oil changed and check its fluids can
provide reassurance that it is oper-
ating safely.

Although these services can be

W
BY ANDREW TUCHLER
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te Guest Experience
difficult, adding vehicle- and travel-relat-
ed amenities can be much easier and will
put a smile on any guest’s face. Items,
such as mints, can be added
to key chains or placed on
dashboards. Individually
printed directions to local
attractions and highways can
give added comfort to a
guest trying to navigate
through an unfamiliar city.
Bottled water or a listing of
local radio stations can be
placed in a guest’s vehicle to make their
journey to their next destination more
comfortable. 

Service Recovery: Turn a 
Negative Into a Positive

What separates a good valet operation
from a great one is how it responds to a
negative situation. All bad experiences are
just opportunities, and this is true in the
valet parking business.

At Ultimate Parking, we have created
a unique way to make sure that any guest
who has had a problem in the hotel gets

the resolution that they desire. Our Ulti-
mate Service Recovery Program focuses
on problems that occur not only within
our department, but also with any issue
that happens to a guest during their stay.
Each morning, we review hotel reports to
find out if any guests had an issue from
the previous day. If there is a problem
with something in the hotel, no matter
what the issue may have been, the guest
vehicle gets flagged. 

When the guest contacts the valet
office, we move their vehicle to the front
of the line, and one of our managers per-

sonally hands the keys to
the guest. Our manager asks
the guest if everything was
resolved to their satisfaction
about the specific issue that
they had. If the guest is still
unsatisfied, our manager
will notify a member of the
hotel staff about their dissat-
isfaction, so the guest can be

contacted directly. This creates an addi-
tional opportunity for the hotel to satisfy
its guests.

The Basics: Vital to 
Guest Service

No matter how many additional serv-
ices or amenities are offered, guest satis-
faction always comes back to delivering
on the basics. Staff knowledge, check-in

Circle #134 on Reader Service Card

Continued on Page 29

What separates a good valet
operation from a great one is how
it responds to a negative situation.
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Initial FCAs provide the baseline information on the condi-
tion. Some of this information may have been gathered in a work
request system, but needed to be seen in a bigger picture to deter-
mine that the magnitude is such that the problem needs capital
budgeting, along with other similar problems.

Preparing for an FCA may require some effort, as the critical
document needed for an assessment is the parking facility floor
plan. Older construction without CAD might have only full-size
drawings, which, although terrific to work with on the desk, are
awkward to carry around and take notes on. They may have too
much information, which would make reading the notes difficult. 

Newer drawings on CAD can more easily be edited to show
the most critical features unique to the facility. Whether working
with older or newer drawings, accurate floor plans serve many
purposes, and will always be the tool of choice of the assessment
team when recording notes. Drawings should be scaled and show
orientation and note features, including area (room) numbers, loca-
tion of fire protection equipment, major mechanical and electrical
equipment, and utility services. 

Assessment teams are normally an architect, a mechanical
engineer and an electrical engineer. Typically, systems of interest
would include security, structural condition, deck coating, signage,
striping, damage, sump pumps, fire pumps, fire extinguishers,
sprinklers, standpipes, fire extinguishers, lighting and fire detec-

Preparing for a Parking Fac
anaging the condition of the parking facil-
ity to maximize its availability and capac-
ity are major goals of the property owner.
To be available when full capacity is need-

ed, it makes good sense to utilize the times of minimal
usage for maintenance, repair and capital work. Period-
ic Facility Condition Assessments (FCAs) help to iden-
tify this work. 

Knowing a facility’s condition is an essential part of its man-
ager’s knowledge management system. How often this informa-
tion needs to be updated depends on the availability of staff to do
operational inspections for leaks and system breakdowns on a rou-
tine basis. Correcting these problems early can delay the need for
big capital expenditures to repair the damage caused by these leaks
and breakdowns. 

Non-routine FCAs imply an effort to schedule engineers and
architects to look beyond the visible problems and to probe into
what the system will look like a few years out. Sometimes, these
problems need funding or staffing to correct them. Without a
method to document these problems, they may never be directed
to the proper staff for inclusion in a work request system or a capi-
tal project and management solution. 

M
BY RICHARD SASSE
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tion. Parking facilities traditionally also have elevators, stairwells,
doors, offices and cashier stations. As part of a large complex,
these facilities also tend to include some services for the adjoining
building, such as booster pumps, transformers, emergency genera-
tors and fuel tanks.

Knowing the condition in a numerical value is standard trade
practice. With FCAs, a traditional metric is the Facility Condition
Index (FCI), which is the cost of repairs over the replacement val-
ue. There are variations of this, but in a general sense, staying with
the metric selected provides the opportunity to compare the facili-
ty with itself through a period of time, and to be able to compare it
with other facilities if part of a campus or business entity. 

FCI would be very helpful to an owner of multiple parking
facilities looking to identify the best and worst ones and every-
thing in between. Comparisons among facilities allow various
strategies, including determining whether to sell, demolish or
reconstruct. Best management practices could be extracted from
this data when interpreting why certain properties are behaving
better than others. 

Similarly, it is typical to address new or common initiatives
in multiple properties in a coordinated effort to take advantage of
single design and contracting efforts to upgrade multiple facili-
ties at one time. For code issues, this can bring multiple facilities
into compliance at one time, and life-cycle replacement could be
standardized when previous systems were from different manu-
facturers.

Knowing the condition of your parking facility is, without
argument, an important management practice. When beginning
the process, the standard protocol for preparing for an FCA can be
new to the facility’s management team. Having usable CAD draw-
ings, understanding the life-cycles for the associated systems, and
recognizing code changes would be the best way for the assess-
ment team to be ready to begin an FCA. 

Richard Sasse, P.E., is a Facilities Consultant. He was assisted in this
article by Steven Smith. Both are with Vanderweil Facility Advisors in
Boston. Sasse can be reached at rsasse@vfa.com.

cility Condition Assessment
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know it may seem strange to people who read my
bons mots every month, but I really like opera-
tors. They perform a necessary function, and in
most cases, do it well. My job is to be a gadfly

and keep them focused.
I have been arguing for years that parking operators get the

raw end of the deal. They need more money to pay for their oper-
ations, to pay their staff, to run proper garages, but the asset man-
agers won’t allow them the luxury of doing that. All those mon-
ey-grubbing developers and owners want are lower fees and
lower expenses. It’s their entire fault. If the operators could get
the money they need, parking operations would be pristine, and
all would be right with the world.

Ha!
In my travels as an auditor, I have an opportunity to talk to

owners. They usually hire me. (Frankly, I can’t see operators hir-
ing someone to find out if they made any mistakes in their math.)
Sometimes we talk about what the workers in garages are paid.
After all, this is the biggest single expense of running a garage.

When operating specifications are written, the amount that

attendants and managers are paid is often set in the agreement. I
have been involved in a number of those situations. In three cas-
es, that cover three different operators, check out the following
scenario:

The owner set a salary cap almost 30 percent higher than the
operator was paying. Now remember, this money wasn’t coming
out of the operator’s pocket; the owner was footing the bill.

The operator was having difficulty filling some positions.
They refused to pay the amount the owner budgeted. How can
that be?

In another case, we set a salary level for a garage manager
25 percent higher than was being paid. My point: “Hell, the
garages in this situation were generating more than 30 million a
year. I think that someone in charge of that kind of revenue
should command a high salary. We can’t get good people unless
we are willing to pay for them.”

In both cases the operators were nonplussed. I think they had
some concerns that if they paid more in one location, they would
eventually be forced to pay more in all locations. There were
union issues, and it also would be difficult for them to transfer
staff from one location to another. (Let’s face it: If a manager

PT The Auditor

I
Blame the Operato

If you own parking property and are looking for an exit strategy or a redevelopment 

partner, call Next Parking. We've acquired over $60 million in parking property accounting

for more than 7,000 spaces in the past year. 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. 

2 East Oak Street Garage, Chicago

®

This valet parking structure, located at the intersection 

of State, Rush and Oak Streets in Chicago's Gold Coast,

contains 322 spaces on seven floors and is open 

24-hours a day, seven days a week.

They Were  !
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was making $75K in one place, he wouldn’t take a job making
$60K in another.) I grant that these are issues.

However, the owner also is correct. Quality people will not
work for low wages. We are in a time of virtually no unemploy-
ment. The folks not working are typically those who always have
difficulty finding jobs. Work, like any commodity, is a function
of supply and demand. When the supply goes down and the
demand up, the cost also must go up. It’s Economics 101.

To get good people, you must pay them. Parking salaries,
particularly at the garage manager level and below, are notori-
ously low, based on the responsibility that the position has. A
manager at McDonald’s can make double what a garage manag-
er in a location grossing the same amount garners. Why would I
want to manage a garage when I can make a lot more managing
a McDonald’s?

And one more thing. We are becoming an information busi-
ness. The need to collect and manage data is paramount. People
who have the skills to run the complex systems that a modern
garage needs to survive sell their skills at a higher amount that

tors, for Once!
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54,000 Visits
to PT’s Blog

Parking Today’s blog has had 54,000 visits since its incep-
tion in March 2005. The blog, which is updated daily, is cur-
rently averaging more than 100 visits a day.

Many of the visits come from search engines – that means
that folks key in something on Google and find it here. I’m told
that blogging and links attract Google’s robots and give you a
leg up. PT’s Web site has been doing pretty well. If one types in
“parking” in Google, we are the fourth listing, and I think two
of those above us are paid. Parking Today is listed fifth in
Yahoo, with three above us paid. We don’t pay the engines for
an early listing.

The position on the major search engines is important. PT’s
editor, John Van Horn, is personally listed No. 3 after John Van
Horn and the Fender Benders.

Activity is the determining factor as to where a Web site is
listed on Google. The Parking Today magazine Web site
appears to have it. With the classifieds, the blog, the content and
its discussion center, the PT Web site has drawn nearly 2 mil-
lion visits since it started and more than 300,000 visits so far
this year.

WALTER P MOORE Wins
Design Award for
RadioShack Riverfront

WALTER P MOORE has been named a design award win-
ner for RadioShack Riverfront Campus in the 2006 Concrete
Reinforcing Steel Institute (CRSI) Design & Construction
Excellence Awards Competition. Cited for “exemplary use of
site-cast reinforced concrete,” RadioShack’s modern campus
consists of a trio of six-story office buildings, a commons build-
ing, a 2,400-space parking garage and a retail store. The firm’s
Dallas office provided structural engineering services for the
900,000-square-foot project.

An innovation of the project was the use of Grade 75 rein-
forcement (instead of Grade 60), which reduced overall tonnage
and saved funds. Additionally, 23 percent of the project’s total
cement was replaced by fly ash, thereby improving air quality
via lower emissions from cement processing. These were but
two elements of many that qualified it to receive the U.S. Green
Building Council’s LEED Silver Certification. 

Parking Today reaches over 25,000 Parking Professionals Each Month.
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No-Parking Zone
Installed While Car is
Parked at Curb

A UK driver had his parking ticket quashed after he dis-
covering workmen had painted the single yellow line that indi-
cates “no parking” in the UK under his car. 

Nasser Khan returned to his car to find the line had been
painted while he was away – and a ticket issued. The incident
was caught on camera by an office worker. 

Khan said the painting equipment also damaged his tires. 
The gap in the yellow line had been left after recent road-

work, and had not initially been painted because a car had
been parked there overnight. 

Khan, 28, a marketing consultant, said: “I thought I was
lucky to get the space, but I didn't think I would get a ticket
because it was a legitimate parking area. 

“I couldn't believe they painted the line underneath my
vehicle. Luckily, I had a note on my windscreen from the guys
in the nearby office that explained what had happened. Other-
wise, I would have driven off unaware.” 

Design engineer Geoff Blackburn watched the incident
from his office. “We saw a group of workmen and two traffic
wardens surround the car for several minutes,” Blackburn
said. “One of the workmen came back and crouched under the
car to paint the yellow line, and then the traffic warden issued
the ticket.” 

Khan said the parking ticket was quashed by Salford City
Council. 

A council spokesman said: “This ticket was canceled
promptly as soon as the driver made us fully aware of the cir-
cumstances in which it was issued. If he feels he has a further
complaint to make, then he will have to produce evidence so
we can investigate his claim.” 

speed, vehicle wait time, vehicle condition and price are vital to
making sure a guest is satisfied with their valet parking experience
and ultimately their hotel stay.

All hotel departments have the same goals for ensuring guest
satisfaction: to meet their needs by delivering the basics and then
taking it a step further by becoming creative. If the valet parking
department focuses on guest satisfaction and not on just parking
cars, that hotel can be ensured of getting repeat guests and not los-
ing them to other hotels. 

The most important component of our definition of valet
parking is that the service itself is the first and last impression
guests have. The valet parking service can create a positive experi-
ence for them. This knowledge is paramount to the overall success
of any venue offering valet parking.  

Clearly, this demonstrates the importance of having the prop-
er tools in place and the proper company providing the service.
The National Valet Parking Association was created with this in
mind. For more information about the NVPA, contact us at (678)
303-5945 or visit us online at www.NVPAonline.com.

Andrew Tuchler is the president of Ultimate Parking and a founding
member of the National Valet Parking Association.

Valet Parking: The Complete Guest
Experience 
from Page 23

PT

those who worked their way up from attendant to manager.
Nothing wrong with that, but it may be time to select talent-
ed staff and send them to IT training at the local community
college.

And when the time is right, promote that newly skilled
person. But pay them for their new and important skills.

The solution to this problem is not an easy one – but it’s
out there somewhere. 

Woof!!

Blame the Operators for Once! 
from Page 27

PT

15,000 parking pros see PT Classifieds
each month in Print – another 12,500

see them online.
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New Products

SS-10 SPEED SENSOR AND NU-METRICS NITESTAR® 
The Nu-Metrics NiteStar DMI accurately measures distances

at Ī 1 foot per mile (Ī 1 meter per kilometer) as you drive. It is used
for a variety of applications, including asset management, paving
cost estimates and determining no-passing zones. The SS-10 con-
ditions and transfers the speed signal to the NiteStar for measure-
ment and display. The major advantage of the new SS-10 is that it
is three sensors in 1. The combined sensor simplifies the installa-
tion of the NiteStar, eliminating errors and guesswork. 

The SS-10 is compatible with most vehicles and can be mount-
ed either on the firewall or under the dashboard of the vehicle, offering users a choice for the
location of the sensor. Signals are automatically converted, and the sensitive design of the SS-
10 allows it to operate at low speeds.

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

FOUR NEW HIGH CAPACITYLTS SERIES INFRARED GAS HEATERS

NEW IMAGE CAPTURE CAMERAS
Trying to capture images of a license plate with an ordi-

nary CCTV camera is almost impossible. There are a
number of factors that conspire to thwart your efforts to
get a good, clear image of a license plate on a moving
vehicle. Sunlight, shadows, speed, reflectivity, headlights,
tail lights, depth of field and other problems often render
any license plate images unreadable.

The new Tag Shot License Plate Capture Camera from
Rugged CCTV overcomes these obstacles and provides crystal clear images of License Plates
on a 24 hour basis – day and night, and at speeds up to 50 miles per hour.

“The technology behind the Tag Shot License Plate Capture Camera”, says Allen Spears,
Chief Engineer at Rugged CCTV, “involves shooting an Infrared beam at a License Plate,
whether during the day or at night, and employing special lenses to filter out most visible light
coming back to the camera. The result is an image that is always readable even if the License
Plate has any reflective glare from other headlights or external light sources that normal cam-
eras can’t deal with”.

The Tag Shot License Plate Capture Camera comes with a 3-Year Warranty and integrates a
specialized camera, filters, lensing and electronic controls into a single unit that has been

pre-installed into an outdoor housing, then preset, pre-calibrated and pre-tested. The complet-
ed unit comes ready to install and is pre-calibrated for 30 ’, 60’ or 115’ distances from the
camera to the License Plate (other distances can be built by special order). The Tag Shot cam-
era can be connected to any DVR or other recording device and used as a stand-alone system,
or can also be used in conjunction with various License Plate Recognition software programs. 

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

Space-Ray has added new four new higher capacity units to its line of LTS Series infrared gas tube heaters
that allow industrial and commercial users to better custom design a radiant heating system to more efficiently
meet their needs.

Available in both natural and propane gas, the LTS Series infrared straight tube heaters now come in 19
different models and in more than 100 different configurations, with capacities ranging from 40,000 BTU/hr to
250,000 BTU/hr. Heaters can be used in a straight, L-shape, U-shape or Z shape configuration. For added flexi-
bility, 90-degree elbows and corner reflectors allow mounting near walls, doors or corners. 

CSA design certified, like all Space-Ray tube heaters, the LTS Series heaters are certified for both horizontal and vertical venting and can be hori-
zontally mounted for a maximum 75-foot sidewall venting capability instead of the normal
15-feet sidewall venting in most other units. Heaters can be either vented, common vented or
indirect vented based on application requirements The LTS Series heaters are also certified for
incline mounting on up to a 2 1/2 pitch roof surface.

For more information log on to www.parkingtoday.com/epip
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Circle #42 on Reader Service Card

WORK AREA PROTECTION 
OFFERS EXTENSIVE LINE OF 
TRAFFIC CONTROL PRODUCTS

Work Area Protection
Corp. offers a full line of
traffic control products that
include traffic cones, drums,
channelizers, signs and
stands, warning lights, bar-
ricades, pole light brackets,
manhole material lifts and
rescue devices, manhole
cover removers and protec-
tor rings, and vehicle-
mounted arrow boards.

All three styles of traffic
cones, which includes the standard design, are available in plain
or with reflective collars attached. Trimline cones are more nar-
row in circumference to provide more resistance to wind and to
save storage space. Recessed collar cones protect the reflective
collars from potential damage when cones are stacked.

Work Area Protection provides three models of cone collars
with reflective materials from Reflexite, 3M and Avery Denni-
son, to meet users’ specific needs to enhance nighttime visibility.
The following cone accessories are available: holders, stabiliz-
ers, arrow signs, flag adaptors, lights and stenciling
(English/Spanish).

Channelizer drums and bases are designed from Work Area
Protection to withstand harsh traffic, construction and weather
conditions. The barrel body and bottom section incorporate a
non-circular cross section to inhibit rolling after impact. A built-
in carrying handle on the drum and base makes for easy 
transport. 

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

New Products

COMPLY WITH HOMELAND 
SECURITY DIRECTIVE

The department of
Homeland Security
Directive RAILPAX-
04-01 requires opera-
tors to remove trash
receptacles at certain
locations, except clear
plastic or bomb resist-
ant trash containers.

United Receptacle’s
Howard Security Receptacles comply with this directive and
contribute to the safety of your facility. Transparent acrylic
panels provide complete visibility. The frame is constructed
from heavy-gauge steel with our Uni-Koat powder coated fin-
ish to ensure maximum durability. Leg levelers provide stabil-
ity on uneven surfaces and retainer bands secure clear poly
bags neatly inside the receptacle. Available in square and
round models, with 40 and 63 gallon capacities respectively.

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

THREE INCH PORTABLE PRINTER
FOR PARKING ENFORCEMENT 

Extech Data Systems,
announces its new portable three-
inch battery-operated receipt print-
ers for parking enforcement. When
paired with mobile computers,
Extech’s three-inch printers stream-
line and speed up basic functions
like ticketing, saving a significant
amount of time and money. 

The Municipal Traffic Depart-
ment in Roermond Council, Netherlands utilizes the Sigmax HP iPAQ PDAs
and Extech’s portable printers to modernize and automate its method of issu-
ing penalties. The new system is easy to handle, and significantly increases
the amount of time traffic wardens can spend away from their desks. 

Prior to this solution, wardens had carried both ticket books and regulation
booklets, with which they issued penalties for parking and other offenses.
The offender was given the fine or notification and a copy was taken back to
the office, where all data was transferred to a list, checked, and finally typed
into the central system. The total processing of the fines was a huge adminis-
trative task, and absorbed a large percentage of work time.

For more information log on to www.parkingtoday.com/epip
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lots. Yep, that solves it. Well, not really. Now people who
work in the area and formerly car-pooled can simply park in
the lots, fill them up, and there you are. Oh, and you think
the employees don’t go out every two hours and move their
cars. My guess is that 25 percent of the traffic in Palm
Springs is employees moving their cars to keep from getting
a ticket.

Not a problem, says the city, or merchants, or whoever
– we’ll just build a parking garage or three and there will be
plenty of parking.

Bring on the Advil. 
People go to Palm Springs because it’s a destination

location. They love it there. They don’t like the parking mess,
but they go anyway. The place is sold out in the wintertime.
Why not solve the parking problem once and for all?

CHARGE FOR PARKING ON-STREET AND CHARGE
ENOUGH SO PEOPLE WILL PARK IN THE OFF-STREET
LOTS. CHARGE LESS IN THE OFF-STREET LOTS BUT
STILL ENOUGH SO EMPLOYEES WILL BE MOTIVATED
TO PARK IN THOSE LOTS ON THE EDGE OF TOWN AND
TAKE THE TRAM IN. WHAT TRAM? THE ONE YOU ARE
GOING TO PAY FOR WITH ALL THE MONEY YOU WILL
MAKE FROM CHARGING FOR PARKING. (WHEW)

People who shop in Palm Springs focus on a major
problem. Their cars are usually too big to fit in the parking
spaces. This is a town full of rich people. OK, the folks that
work there may not be rich, but their customers are, trust
me. They aren’t going to break stride if you charge for park-
ing, because they are used to paying for something they
want, and frankly they want to park close to the store.

The rates should be set so that 15 percent of the space
is always open, thus giving shoppers a quick place to park.
Lower rates in the long-term lots for those who don’t mind
walking a block round it out.

Use the money to lower taxes, invest in the business
community; put on winter events in the downtown core –
whatever. The merchants will love it, the shoppers will love
it, the employees will love it

Palm Springs’ solution? Make parking even more free,
and build garages. Sure, that’ll do it. Not one word in the
article about possibility fixing the problem, forever. You
know that dirty phrase: “Charge for parking.”

The Canadians
I have to say that the rumors are true – the Canadians

are really very “nice.”They also throw a great parking show.
Carole Whitehorn is chief administrator of the CPA, and she
does a good job. The trade floor was well run, the exhibitors
seemed happy, and the food and drink were perfect – noted
that a touch of class was added with a harpist playing dur-
ing the opening evening reception.

I have always thought that the CPA model for an asso-
ciation was the way to go. Everyone is welcome. Anyone can
participate at any level. The current officers are from a park-
ing operator, a consultant, a university and a municipality. 

I guess they see that operators like to be in an organiza-
tion with their customers. They can develop relationships

Palm Springs by the Bay
I actually knew about the parking problems in Palm

Springs, CA. They were ‘splained to me by a developer a year or
so ago. You can’t charge for parking. Well, seems that the bird
has come home to roost. My next nominee for the “City by the
Bay” award for the most looney-tooned approach to parking
policy is that wonderful rich city in the low desert of Southern
California. 

Most of my readers know what is coming. Palm Springs has
two seasons: high season, roughly now ‘til June, and “hottern
blazes.” It will average 105 degrees every day in the summer. So
naturally visitors shy away during months with no “r” in them
and return when the temperature peaks at about 85. Oh yes,
parking.

Parking in Palm Springs is free for the first two hours, but
you can stay only two hours. No way to pay for more; if you stay
longer than two hours, you get a ticket. This is in the off-street
lots, too. Naturally, parking is chaos. So what to do?

Ah-ha, the solution – lift the two-hour parking rule for the

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.

Circle #179 on Reader Service Card
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