
Member: AFA, DASMA, IDA, NOMMA, SIA, SSA

Designing and Manufacturing a full line of product since 1948

 Parking Control Access Control Gate Operators

for parking lots, rental car agencies, 

limited use multiple lane for industrial 

For a Higher Degree of Traffic Control

1602 Barrier 
Gate operator

1601Barrier 
Gate operator

120 Glasgow Avenue, Inglewood, CA 90301  U.S.A.

T: 310-645-0023  1-800-826-7493   F: 310-641-1586    

E-mail:  info@doorking.com    www.doorking.com

ACCESS CONTROL SOLUTIONS
For 60 Years – 1948-2008

TM

D O O R K I N G®
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Product Focus: Back to School
�BOSSCARS
BOSSCARS is the only
campus parking manage-
ment system that boasts
total integration with your
existing student information
system. It integrates directly
with SunGard Banner®,
PeopleSoft®, SAP®, and
others to give your officers

easy access to real-time information on permits, citations,
scofflaws, officers, appeals, and customers. This highly-
customizable application is available with Handheld 
Ticketwriters, Web Interface, Payroll Deduction, and
more. Designed exclusively for colleges and universities,
it’s available only from BOSS SOFTWARE.

For more information, contact Boss Software
tel: 877-489-7745; fax: 720-284-3897
e-mail: alevy@boss-consulting-inc.com
www.bosssoftware.com

COLUMBIA EQUIPMENT �

Columbia Equipment Co. is North America’s
original manufacturer of prefabricated 
aluminum Bus Passenger Shelters. We

have been specializing in this field for over 47
years and our shelters are used in all 50

states and around the world. Many colleges
and universities are our customers as well
as government agencies and corporations.

We offer a full line of Bus Shelters, Parking
Pay Station Shelters, Smoking Shelters,

Walkway Canopies etc. Standard and Custom designs available.

For more information, contact Columbia Equipment 
tel: 718-658-5900; fax: 718-526-4110

e-mail: shelterpr@aol.com
www.columbiaequipment.com

�CREATIVE BUS SALES
Creative Bus Sales is proud to
offer a multitude of alternative
fueled buses for all your parking
needs. We offer Natural Gas
(CNG), Propane (LPI) and 
Hybrid buses with Ford or
Chevy chassis. Our new 
alternative fuels facility can
transform your old, polluting
fleet into a clean burning, 

eco-friendly one. Save the environment and save money with 
inexpensive Propane & Natural Gas.

For more information, contact Creative Bus Sales
tel: 800-326-2877
email: stewartp@creativebussales.com  
www.creativebussales.com

EL DORADO NATIONAL �

Not Just Another Low-Floor Bus
The E-Z Rider II is a low floor transit bus that offers exceptional
passenger accessibility. This rear engine model is designed and
built 100% in the United States with U.S. produced components
for quick and affordable access to replacement parts. Passenger
seating is available on the front wheel wells, which allows for
the same seating capacity as a conventional floor bus. ADA
compliant wheelchair ramps are available at the front and/or
rear entry doors allowing exceptional design flexibility. This model
has completed the Altoona 12-year/500,000 mile test. 

For more information, contact El Dorado National
tel: 909-591-9557; fax: 909-591-5285
e-mail: info@eldorado-ca.com
www.eldoradonational.com

EL DORADO NATIONAL �

El Dorado National Will Pass the Test!
The Aerotech offers passengers a safe, comfortable and dependable
transportation choice and is available in a variety of lengths and
configurations to meet all transportation applications.
The steel-reinforced composite body is highly resistant to impact, rust
and corrosion. Fiberglass body panels provide passengers with a 
quieter interior & a gel-coated exterior keeps its glossy finish for the
life of the vehicle. 
The Aerotech has been tested for and has met all applicable FMVSS
requirements and has been crash tested.

For more information, contact El Dorado National
tel: 800-850-1287; fax: 785-823-9471
e-mail: sales@enconline.com
www.enconline.com

FLEXPOST, INC. �
The Flexpost Advantage

“Say NO to Bent Signposts”
Schools can take advantage of 

these creative, flexible signposts for
their campus parking lots. Flexpost 

systems offer tough, nice appearance, cost effective and pedestrian
safe parking lot signposts solutions. They are available in your school

colors too! You will never have another bent signpost again!

(Also, looking for Reps and Dealers that serve the College and University markets)

For more information contact: Flexpost, Inc.
tel: 866-577-2588; fax: 616-928-1138

Email: info@flexpost.net
www.flexpost.net
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�GENETEC
AutoVu Automates Your 
Parking Permit Enforcement
Genetec’s license plate recognition (LPR)
solution enables universities and colleges to
automatically and effectively manage parking
permits throughout one or multiple lots on
campus. With large buttons and simple

touch-enabled functions, AutoVu allows security operators to seamlessly read license
plates from parked vehicles at 45° and 90° angles and match each plate to an on-board
database of white or black-listed vehicles. Integrated with positioning technology, the
AutoVu Solution is your ticket to automated parking enforcement.

For more information, contact Genetec
tel: 1-866-684-8006; fax: 514-332-1692
email: marketing@genetec.com
www.genetec.com

INTEGRAPARK  �
IntegraPark offers
PARIS, the premier billing
and receivables system
for monthly parkers.
PARIS may be integrated with many popular card access sys-
tems. PARIS automates collections with credit card charges and
bank drafts, ensures compliance with complex lease terms, and
more. 
IntegraPark’s Geneva application uses data from your revenue
control system to track and analyze your operations, then posts the
financial results to your General Ledger system. 

For more information, contact IntegraPark, LLC
tel: 888-852-9993; fax: 281-656-4466
email: ruth.beaman@integrapark.com
www.integrapark.com

�MOBILITY PRODUCTS & DESIGN
GO GREEN. No fuel costs, lower maintenance
costs, no special charging equipment. AMKAR
by MOBILITY PRODUCTS & DESIGN a
BRAUN MOTOR WORKS COMPANY. GEM car
conversion meeting all ADA requirements.
Accommodates two wheelchairs and four 
ambulatory passengers. Special events, athletic
fields, VIP visitors, on demand wheelchair runs.
All electric, not a golf cart, street legal. EZ

snap out seats, multipurpose applications. Convert qualifying Gem e6’s already in your
fleet, or new units. 

For more information, contact Mobility Products & Design
tel: 800-488-7688
email: sales@mobilityproductsdesign.com
www.mobilityproductsdesign.com

�TALK-A-PHONE
WEBS Tower
Talk-A-Phone Co. introduces
WEBS, its Wide-Area 
Emergency Broadcast System.
The system integrates its ADA 
compliant Emergency Phones
and Wide-Area Emergency
Broadcast capability into a single
15 ft. tall Tower. The tower is
equipped with a continuously lit
Blue/Light Strobe as well as
four high-power speakers 
concealed and protected within
the tower to provide 360° 
coverage. Announcements can
be transmitted for broadcast
locally (at tower site) or remotely
(via RF interface).

For more information, contact Talk-A-Phone
tel: 773-539-1100; fax: 773-539-1241
e-mail: info@talkaphone.com
www.talkaphone.com

NEXT PARKING SOLUTIONS �

Are Parking Shortages and 
Rising Costs Turning Into a Financial 

Liabilty For Your Municipality or University?
A partnership with Next Parking could satisfy your

current and future parking needs and create capital
and a revenue stream. Next Parking will assess your

parking portfolio, offer solutions, and partner with you
to achieve your long-term planning and parking goals.

For more information, contact
Jim Thompson at 

Next Parking, LLC 
tel: 847-881-2220
fax: 847-881-2200

e-mail: jthompson@nextrealty.com
www.nextparkingsolutions.com
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nforcement – if we’ve learned
anything in the 70 years that
single-space meters have been
around, it’s the importance of

enforcement. Without enforcement,
people will quickly learn not to pay. A
high-visibility signal makes enforce-
ment the easiest of any other type of
equipment. Make the enforcement offi-
cer’s job easy, and he or she will do a
better job. 

Cost. Re-use your old parking meter hous-
ings and just upgrade the insides with electron-
ic inserts. Recycling is green, and you’re sav-
ing a lot of green. 

Convenience. Especially for people in a
hurry, the elderly, students late for class, par-

ents with children in tow, standing in line in bad
weather, remembering your space number or
finding it in the snow. If one meter is out of
order, others are still working. If one pay sta-
tion is out of order, many spaces can be affect-
ed. If a person’s cellphone battery or in-car-
meter battery goes dead, he’d better find a park-
ing meter or go home.

Less confusion. There’s no doubt that if a
meter is at your parking space, you must pay. If
a meter is jammed, you’ll see that on a high-vis-
ibility display; so just don’t park there. If a pay
station malfunctions, all those people I just
mentioned now have to walk another half or
full block to find the next machine. They will
likely have a ticket on the window by the time
they get back. If you have only cellphone park-
ing, and your cellphone goes dead, you can’t
park anywhere.

Maintenance issues. Quick switch-out of
parts, easy on-street jam clearance, only one

E

This article was adapted from a presentation made during a “power pitch” hour at the
IPI convention in Dallas. Bobra Wilbanks of POM Inc.
acknowledges her bias for the single-space meter. Editor
BY BOBRA WILBANKS

parking space affected. Most peo-
ple with meters have never attend-
ed a training school or even
asked for one. Most issues can
be handled on the phone in a
few minutes with a mechanism
in front of you, out on the street
or in your air conditioned or
heated office – try that with a
pay station. 

How do parking meters fit
or compare with cellphone park-
ing? If you get a system that push-
es time on the meter, then you can
retain your same fast, efficient, one
method of enforcement – driving
around looking for the red signal.
Otherwise, your enforcement officer
is driving around trying to match up
each license plate number or sticker

number with a space number on a
printout. Part of your revenue is going
to a service provider. There are no pri-
vacy issues or contested charges with
parking meters. These last two argu-
ments apply to credit card payment as
well.

The most common arguments
we hear:

Aesthetics of parking meters.
However, if you remove all the individual
parking meters and put in lots of informa-
tional signs telling people where and when
they must pay and the location of the
machines, or how and where to use your cell-
phone to park, have you really gained any-
thing? And how do you drive around reading
those signs without slowing down traffic
behind you? Improve the aesthetics of the indi-
vidual meters with Victorian poles and bases.

Cost of credit card parking meters has
been significantly more than that of
prepaid card meters, with lower pay-back.

Why Conventional Pa
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www.T2systems.com

T2Flex.TM

Pick one. Pick a few.
Pick ‘em all.
T2 Flex is a unified, thin

client parking management

system designed to increase

your efficiency and revenues.

Whether you have gated or

un-gated parking; issue cita-

tions or manage complicated

permit programs, monthly or

transient parking; need a few

solutions or the whole kit and

caboodle — T2 Flex is the

one solution that unifies all

parking data. Who’s parking?

Where are they parking?

How are they parking? 

We can tell you. Best of all,

you choose the functionality 

and services that are right

for you. That’s the power 

to manage parking.

No receipts with parking meters.
However, that is actually not a bad thing.
USA Weekend quotes Thomas Kosti-
gen, co-author of “The Green Book”:
“If we just said no to ATM receipts, the
volume of paper saved could circle the
equator 15 times.” Perhaps parking
receipts would circle the equator a few
times as well. 

What about credit cards? There
has been a lot of recent negative online
press about credit card use in parking
equipment, e.g., in Toronto, Des Moines
and Columbus, Ohio. Smartcard read-
ers are more reliable, there’s no chance
of identity fraud, and risk to the card
carrier is limited to the amount of cash
on the card if it is lost or stolen. Credit
cards incur minimum fees, high transac-
tion fees, not to mention charge-back
fees if contested. Finally, the cost of

credit card parking meters has, so far,
been significantly more than that of pre-
paid card meters, with lower pay-back.

What to look for when 
purchasing parking meters:

A high-visibility display allows
quicker drive-by enforcement. It can be
seen from farther away, so enforcement
doesn’t have to make as many stops,
leave the car running, etc. Compare a
high-visibility display with a liquid-
crystal display, in-car meters, vouchers
and pay station receipts. The Washing-
ton Metropolitan Area Transit Authority
recently installed 3,500 new meters in
its park-and-ride lots that feature high-
visibility enforcement signals. 

Options such as enforcement sig-
nal, multi-application smartcard system,
smart lock, gripper wedges, free-time
button, jam-resistant anti-cheat coin
chute, tapered housing base, and Mag-
num maximum-capacity vault are all
proven features that perform. They
make the meters easy to use, easy to
enforce, easy to maintain, and they earn
their keep.

Bobra Wilbanks is Technical Sales
Manager for POM Inc. She can be reached
at bwilbanks@pom.com.

PT

arking Meters?

Standard Hits Second Quarter Expectations
Standard Parking Corporation announced second quarter 2008 earnings of

$0.29 per share, as compared with $0.22 per share in the second quarter of 2007.
Year to date free cash flow of $14.2 million is in line with the Company’s full year
expectation of $27 million to $30 million. 

Second Quarter Highlights
• Total number of locations at the end of the second quarter up by 11% over the

2007 second quarter.
• Same location revenue growth of 3% (revenue figures exclude reimbursement

of management contract expense).
• Gross profit and operating income growth of 12% and 11%, respectively.
• Earnings per share increased to $0.29, a 32% increase as 

compared to the second quarter last year. $0.03 per share of the increase was
the net effect of the favorable $2.0 million settlement of the Company’s Hurri-
cane Katrina insurance claim as offset by less favorable changes in insurance
reserve estimates and an increase in the cost of post-retirement benefits.

• Free cash flow of $11.3 million.
• Common stock repurchases of $5.1 million.
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ally short, and buses may need to
be loaded and unloaded quickly.
Small to mid-size buses frequent-
ly meet these needs. 

Travel/tour services are
longer trips that may last all day
or several days. Motorcoaches
and buses, which are equipped for
long hours of travel, are typically
used. Companies and universities
that don’t own coaches for this
purpose will often charter these
from area tour companies.

What are your 
passenger needs?

Passenger capacity (total number of
passengers at one time, seated or stand-
ing).

Frequency (how often a shuttle will
move X-number of people in Y-amount of
time). 

Number of buses to meet the objec-
tive (accurately identifying the size and
frequency will help calculate how many
buses are required).

Passenger carry-ons (briefcases,
backpacks, shopping bags or luggage).

Length of ride (longer trips require
more comfortable seats, greater leg room
and other options, including tray tables,
foot rests, individual lighting and Internet
access). 

Effective heating/cooling, especially
in areas with extreme climate.

Which bus best meets 
your needs? 

Small buses – Versatile buses that
use a commercial bus door are about 22

feet in length, with a passenger capacity of
12. These can be ideal for shuttle services
or for special-needs applications when
equipped with a wheelchair lift.

Small to mid-size cutaway buses –
These typically are a truck- or van-based
chassis, with a cab and body that are 20 to
28 feet in length, and with a passenger
capacity of 13 to 25. These are primarily
suited for airport shuttle use, but can be
loaded with luxury options for traveling.

Mid-size transit-style buses – These
are approximately 29 to 35 feet in length,
with a passenger capacity up to 37 (more
with standees). For greater accessibility,
many are available with a low-floor
design, multiple doors and a kneeling fea-
ture. They are best-suited to airport, hotel
and campus shuttle operations.

Motorcoaches – Typically 45 feet in
length, with a passenger capacity of up to
58, these are built specifically for longer
trips with a baggage compartment under
the passenger cabin. Coaches are available
with many options, including reclining
seats, audio/video entertainment systems
and electrical power outlets.

ransportation services are
playing a greater role in
everyday operations at
colleges and universities

nationwide. These services are
helping travelers get to their flights,
guests to their beds, students to
classes and sports teams to away
games.

Buses and motorcoaches are an
extension of your primary business. As
such, the vehicles you purchase may have
an impact on efficiency, usage frequency
and overall customer satisfaction. 

Here are some tips to get an A+ on
your next new bus purchase:

How will you use the bus?
Shuttle services are similar to transit

fixed-route schedules, transporting your
customers to the airport from parking
facilities and hotels or throughout campus,
shopping and housing. These trips are usu-

T

Selecting the
Right Bus for

Your Parking
Operation

Following is a reprise of an article we ran in the February 2005 issue of Parking Today. Editor



How accessible
should your bus be? 

Easy access is paramount
for three reasons: customer
comfort, safety and efficien-
cy. Low-floor buses can great-
ly improve loading and
unloading times, which helps
keep buses on schedule.
High-floor buses have more
steps and a greater distance
from the ground to the first
step, which may make board-
ing more difficult for passengers with
special needs, for seniors or for those
carrying bulky luggage. Many small
and mid-size buses are available with a
kneeling capability, which lowers the
bus to create an easier step-in height.
Motorcoaches are offered with kneeling
features, but not low floors.

If your bus will be used for handi-
capped or passengers with special
needs, it must be ADA compliant. Many
high-floor buses offer wheelchair lifts,
while low-floor buses typically use a
ramp with the kneeling feature. Ramps
are also ideal for elderly passengers and
parents with strollers.

Evaluate life-cycle cost vs.
purchase price 

The best way to determine the true
value of a bus is to review life-cycle
costs. Such costing considers all the
variable costs for the lifetime or expect-
ed operating life of the vehicle. These
costs, in addition to the capital costs of
the purchase or lease, include fuel effi-
ciency, scheduled maintenance and life
expectancy of components, as well as
fixed costs such as administration and
insurance. 

• Evaluating the life-cycle costs of
a vehicle can also help determine oper-
ating budgets. In the long run, the least
expensive vehicle may actually cost
more than its competitors when all fac-
tors are considered.

Never buy without 
a test drive 

This is your opportunity to see how
well the bus performs under your
unique operating conditions. Take into
account all of the points above, includ-
ing its ability to maneuver efficiently
and safely. This is particularly true for
airport parking operations with the need
to move up and down tight aisles. But
don’t feel limited to purchasing a small-
er bus. Today’s mid-size buses and
coaches can often maneuver better than
their smaller counterparts. 

Test several vehicles of varying
size and features to identify the bus that
best meets your needs. Following these
guidelines should ensure satisfaction
with your bus or coach for years to
come.
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CCS
Citation Collection
Services
Citation Collection Services
(CCS) is a new service from
T2 Systems that allows you to
manage your operation with
a state-of-the-art parking
management application and
outsource citation processing
and collections using a single
system. Offered in conjunction
with our unified parking
management system, 
T2 FlexTM, CCS eliminates
complications arising from
multiple systems and data
entry points traditionally
associated with citation 
processing and collections.
Making the same data
accessible to both your staff
and CCS staff — in real time.

www.T2systems.com

PT

E-ZPass Deployed
at Atlantic City Airport

The Atlantic City (NJ) International Airport is experiencing continued growth.
Its operator, the South Jersey Transportation Authority, has completed a major park-
ing expansion with the opening of a six-story 1,370-space parking garage. The
$26.3 million structure has numerous customer amenities, including deployment of
E-ZPass Plus technology to allow customers to pay their parking charges with their
E-ZPass transponders.

The airport joins two other Traffic Technologies deployments of E-ZPass Plus
in the Atlantic City area: the New York Avenue Garage and the Atlantic Avenue Sur-
face Lot. “The implementation of E-ZPass Plus at the airport provides customers
with a fast and efficient method to pay their parking fee,” company Vice President
Michael Kolb said.
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Help Protect Your Investment with Cryotech Non-Chloride Based Deicers.

Marketing Spotlight

elling features versus benefits is an age-old
marketing debate. Many marketers feel you
should sell only benefits. Often called the
“solutions” sell, selling benefits normally

encompasses telling how customers have become or
will become more successful using your products or
services. When selling features, companies focus on the
more detailed and often technical aspects of promoting
their products. 

But the question remains: “When do you sell features and
when do you sell benefits?”

The answer is you should employ both features and benefits
in your marketing activities. Now the hard part – when do I sell
features and when benefits? The answer lies in whom you are talk-
ing to and where the potential customer is in the sales process.
Here is a quick summary of when to use each: 

1) The Visionary Sell – When selling to the executive level at
any organization, such as presidents, vice presidents, consultants,
etc., you should stick to the benefits or solution sell. Visionaries
are interested in the longer term viability and success of engaging

S
a vendor. In marketing, this is achieved by using case study exam-
ples showing how companies are achieving success with your
products (in order to decrease risk and validate your claims). Your
corporate brochure and website should focus primarily (60%-
70%) on selling to this group. Include upper-level product line
information and simple language that illustrates how your prod-
ucts are used, and which products or product line is a best fit based
on customer goals.

2) The Functional Lead Sell – When selling to people who,
for instance, run day-to-day operations at a facility, you should
focus on the benefits of working with your company (responsive-
ness, customer support, product reliability, etc.), as well as have
available product specification sheets with detailed features of
each “point” or single solution.

3) The Information Technologist and Engineer Sell – When
selling to people with IT and engineer titles, you should provide
information to allow these teams to spec your products as well as
to demonstrate how your products would be a solution, and will
work well with their infrastructure and existing systems. You
should not lead with the technical sell, but it must be available
(normally on your website) so that technical decision-makers can
research the more technical aspects of your solution. 

BY JONATHAN WARD 

The ‘Features vs. Benefits’ Ma
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Another approach to solving this marketing quandary is
to make sure that you have marketing materials and messag-
ing tied to steps in the sales cycle. Here are the basics for
achieving this:

1) Information Gathering – In order to be considered as a
solution provider, people have to know who you are, and the
benefits you offer, at a high level. Therefore, print advertise-
ments, direct mail and trade shows are great ways to get the
word out and to show your commitment to the industry you
are trying to sell into. At this stage, you also need the more
technical features information in order for a parking operator
or end customer to build you into their spec.

2) Establish Short List of Potential Vendors – In order to
get on the short list, you need to make it easy for a customer
to investigate not only your products, but also how you sup-
port customers to achieve success. Therefore, you need a good
website that provides “the basics,” as well as a good Power-
Point sales presentation that highlights the benefits of work-
ing with your company. 

3) Vendor Selection – In order to win the project, your
RFP, or request for proposal, needs to include both the benefit
sell (highlighting your product development vision and how
the company you’re selling to will become more successful
using your products) and the feature sell (focusing on the
technical and product details that make up a total solution).
Also note that each RFP should begin with a personal cover
letter. The worst thing you can do is to have a standard cover
letter for all of your RFPs! This is a great opportunity to grab
the interest of the recipients and differentiate your company
from the competition.

4) Marketing to Customers – Now that your customer
knows who you are and how you do business, you should
communicate both new strategic directions (solution sell) and
new product offerings and enhancements that could provide
an upgrade to existing customers. E-mail and direct mail are
the best ways to keep in touch with them. If you want to get
more sophisticated, establishing user groups and having
monthly “webinars” for customer provide excellent customer
retention.

As you’ve seen, the solutions versus features debate will
continue, but it is truly solved by understanding the needs of
your customers (often based on title or functional responsibil-
ity) or where a potential customer is in the sales cycle. You
simply need to ensure that your company is ready to provide
product benefits and features at the appropriate time and to
the appropriate person. Therefore, by listening to customer
needs and requests, you can measure how much of your
response to an inquiry should highlight benefits or solutions
versus the more detailed product features.

Jonathan Ward, President of Onward Inc., has been a marketing
consultant to the parking industry since 2002. He can be reached
at jward@onwardmarketing.com.

rketing Debate

PT



vast energy reserves into something we can use in our gas tanks,
blew those traders out of the water. Of course, there were other
things, like banks that owned futures selling them because they
needed the money, but you can’t rule out the psychological effects.

Oh, the price of gasoline has stopped its charge to $5 and is
down across the country in the past week as much at eight cents a
gallon (fifteen cents in Ohio). So what has happened? First, the
MSM haven’t noticed. Second, all the yelling and chest-beating
about high gas prices has got people thinking a bit about their driv-
ing and, guess what, the demand is down, supply up and prices
down. Ah, the glorious free market in action. 

For those of you who live in California, I suggest you move to
virtually anywhere else except Washington state. You are paying
about 40 cents a gallon more for gasoline, mostly due to the wis-
dom of your legislature and governor. 

You can look up the Department of Energy report online, and
as you read it, remove your hat or put your hand over your heart
and think of our fearless reporter in the UK who is paying $10 a
gallon to fill his Mini this week. (The price in Australia is about a
buck and a quarter a gallon more than in the U.S.)

Obviously, good news isn’t important (heard anything about
Iraq lately, except Obama’s visit?), but bad news gets the headlines
– if it bleeds, it leads. Rest assured that gas and oil prices will be
down by 25% and no one will be talking about it. 

(Posted July 23, 2008)

Parking woes in Richmond
The tony Carytown section of Richmond, VA, has parking

issues. The contractor hired to enforce parking for the city is,
horrors, doing just that. They are ticketing cars that are in a
space more than two hours. Of course, all heck is breaking
loose, particularly from local merchants. Their business is
going down the tubes, all because their customers are getting
ticketed.

But are they, or is it the merchants themselves that are get-
ting ticketed? You know the story: Most free parking spaces
around a merchant’s store are taken up by their employees. Oh,
and the sidebar – there are two large, empty, free garages with-
in a couple of blocks’ walking distance. 

My solution? Do a survey and find out just who is parking
on-street in the area and then publicize the results. Start charg-
ing for parking: Make it a small amount for the first couple of
hours and have it increase after that. Use the money generated
for new curbs, sidewalks, streets, lighting, parks and the like in
the area.

Here’s what will happen: The employees will park in the
free lots, there will be plenty of parking for customers, no one
will complain, and all will be right with the world.

The odds of this happening, astronomical against.
(Posted July 19, 2008)

Gasoline at $10 a gallon, every day …
I met a friend for lunch last month at an Italian place in

the shadow of the famous “London Eye.” That’s the gigantic
Ferris wheel on the south bank of the Thames River, across
from Big Ben. We were speaking mostly of parking. When I
brought up gas prices and the $4.50 a gallon we were paying
in the U.S., he laughed.

“I filled up yesterday,” he said. “I paid GBP1.33.” I sat
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DESMAN
T R A N S P O R T A T I O N

TRAFFIC ENGINEERS  •  TRANSPORTATION PLANNERS 

• TRAFFIC IMPACT STUDIES

New York
212.686.5360

Chicago
312.263.8400

Hartford
860.563.1117

Washington DC
703.448.1190

Cleveland
216.736.7110

Boston
617.778.9882

Las Vegas
877.337.6260

• SITE ACCESS & CIRCULATION ANALYSIS

• PARKING STUDIES

• MICRO-SIMULATION MODELING

• CORRIDOR STUDIES

• MASTER TRANSPORTATION PLANS

• ENVIRONMENTAL IMPACT ANALYSIS

W W W . D E S M A N . C O M

PARKING CONSULTANTS

Denver
303.740.1700

       

   

 

     

  

  

  

   

   

             

 
       

   

 

     

  

  

  

   

   

             

 
       

   

 

     

  

  

  

   

   

             

 
       

   

 

     

  

  

  

   

   

             

 
       

   

 

     

  

  

  

   

   

             

 
       

   

 

     

  

  

  

   

   

             

 
       

   

 

     

  

  

  

   

   

             

 
       

   

 

     

  

  

  

   

   

             

 

If it bleeds ...
For weeks now, we have had screaming headlines in the main-

stream media about oil prices. Every day it’s “Oil hits a new high”
or “$200 a barrel in sight” or whatever. I’ll let you in on a little
secret: In the past two weeks, the price of oil has dropped more than
$23 a barrel. Of course, if you didn’t happen to be reading page
seven of the financial press, you would never have known. 

Yep, two weeks ago, oil hit a high of $147 and traded today at
$124 and change. Wow ... This is really big and good news for those
of us who make our living from ancillary industries built on the
price of oil. But we haven’t heard much about it. I guess that the
MSM think it’s probably an aberration ... and oil will skyrocket
again so why mention that it’s down only to have to say it’s up in a
few days.

What this reflects is a couple of things. First, probably about
$50 of the price of a barrel of oil is psychological. It’s driven up by
traders who react daily to a storm, revolution, strike, or a circuit
breaker that shut down a pump in Nigeria. In this case, the fact that
President Bush used his bully pulpit and OK’d offshore drilling,
reflecting the U.S.’s mood of “drill drill drill” and start turning our

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.
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for a minute, thinking of how fortunate he was. I then realized that
with the exchange rate, he was paying $2.66. Still a bargain. Then I
remembered. He was talking liters. He was paying $2.66 a liter
(that’s a bit less than a quart). There are 3.8 liters in a gallon. My
friend was paying $10.38 a gallon. OMG

Why so high? Well, it seems that the British government needs
to pay its bills. The tax, by my calculation, is about $1.50 per liter. If
they knocked the tax back to what we pay in California, about 20
cents a liter, they would save about $5 a gallon, and bring prices
down to sort of what we pay.

Although everyone knows they pay the tax, do they realize that
it is so much? When we buy gasoline, the tax is right there, on the
pump. You know just how much you are paying. That’s true of our
sales tax, too. At, what, 8% in some areas, it’s high. But in the UK,
their equivalent of sales tax (VAT) is 17.5% and is included in the
price. So when you buy your Big Mac, you pay the total on the menu
($4). Not $4 plus the tax, as you would in the UK.

So you just get used to it. Tons of money flows to the govern-
ment and you don’t even notice. My guess is that’s why our sales tax
is so much lower – you read it every time you get a receipt, you
know how much you are paying.

I rail on: What do you think would happen if you were required
to take out your pen and write a check every month for the taxes
you owe Uncle Sam, instead of having your employer deduct it from
your pay? In many cases, you would be writing a check for $1,000
or more (much more) every month. How long do you think it would

take for the tax riots to begin?
Well, just feel a bit better about what you pay at the pump. OK,

I agree, it’s outrageous, but it’s not $10.38 a gallon.
(Posted July 18, 2008)

Union sues university over parking fees, 
and wins 

An employees union at the University of Illinois decided that
parking cost too much on campus, or was unfair. So they asked if
they could negotiate the parking fees. The university said no, so
lawyers and courts got involved, and the courts said yes. 

So they negotiated a sliding scale for parking fees. The more
you make, the more you pay. Certainly a fair approach, if the last
book you read was written by Karl Marx.

I’m not sure, but I don’t think the Prius driven by the $100K-a-
year professor takes up any more space than the 12-year-old Cad-
die driven by the $40K-a-year head of maintenance. In fact, it’s
probably true that the prof doesn’t use as much space (forget square
footage for a moment) since he probably teaches only two or three
days a week and the maintenance guy is there every day.

I’m just musing, but wouldn’t it be more fair to charge people
on how much parking they used? Some people may be on four-day
weeks, so they would pay less. Others may need access on weekend
or nights, so they would pay more. If they charged on the basis of
usage, then drivers might be motivated to car pool and thus reduce

Continued on Page 54



five seconds, somebody’s going to call child-welfare services. 
Other shoppers have different reasons for forsaking their bug-

gies willy-nilly: laziness, nonconformist tendencies, bad manners,
bad knees, etc. Sometimes you see the carts hitched up to anemic
little parking lot trees or straddling curbs. Sometimes they wander

the lot like ghosts over-
whelmed by the slightest
breeze, or speed violently
toward the nearest Mercedes.

There are various solu-
tions to this problem. None is
quite adequate.

Return stalls are great, but
there are usually too few and

they are too far away. I’m not sure how many parking spaces get
lost in the battle to corral wayward carts, but I can guess parking
lot designers and parking lot owners want to minimize the number.
If only there were a way to make the stalls smaller so there could
be more of them. 

Because, face it, there are the noble few who always put their
carts away and the inconsistent fair-weather types who sometimes
put their cart away; and then there is the vast sedentary majority

who can’t be bothered. If only we didn’t have to walk so far,
we might get the cart in its pen before we drive away. We
know the noble few are watching us disapprovingly, but we
are too lazy to care.

A very easy way to ensure that shopping carts get back to
the lineup without damaging anyone or anything is to offer
shoppers more assistance. People with small children, elderly
folks and individuals loading oversize purchases all need help
and are all more likely to walk away from a cart and turn their
backs before the wobbly thing starts to tear away. The employ-
ee can simply return the cart on his or her way back into the
store. Of course, not every place of business can afford to pro-
vide carryout service, so this is easier said than done.

I’m a big fan of the cart hand-off. If I can unload my kids
and purchases and give the cart to someone on their way into
the store, I’m saved the effort of pretending I’m going to
return the cart myself and then surreptitiously abandoning it
in the bushes. If this person also is challenged and/or blessed
to have children accompanying her into the store, even better.
Then we share a smile and a look of understanding, and both
go away happy knowing we’ve dodged one minor obstacle in
a long day.

A very strange and disconcerting new way to herd shop-
ping carts is the microchip-locked-wheel variety that skids to
an abrupt halt if taken beyond the boundaries of the store or
its parking area. I found out about one of these paralyzed carts
the hard way. I had taken my two children into a store and
loaded them in a cart when I realized I’d forgotten something
in my car. I wheeled around and headed toward the automatic
doors. Just as we rolled over the industrial-strength rubber
doormat, the cart totally seized up. 

Determinedly, I rolled backwards and tried another angle,
thinking the cart wheel was stuck. It was stuck all right, and I
wish someone had mentioned it and saved me the time and

SEPTEMBER 2008 • PARKING TODAY • www.parkingtoday.com44

• GEM Car by Daimler Chrysler Converted to ADA-compliant,
wheelchair transporter by Mobility Products & Design, 
a Braun Motor Works Company.

• Reduce fuel costs to zero – cut maintenance costs

• Automatic or manual ramp, snap-out seats accommodate 
one wheelchair passenger and four ambulatory passengers.

• 8-hour run time on single 110 volt charge – on board charger, 
no special equipment needed

• Multipurpose electric vehicle – student shuttle, special events,
campus VIPs 

• New chassis conversion or convert selected existing e6's in fleet.

AMKAR is the cost-efficient, 
all electric, ADA-compliant,
street legal, campus/airport
wheelchair shuttle (and it’s 
not a golf cart).

1.800.488.7688
www.mobilityproductsdesign.com

Mobility Products & Design presents...

here’s a menace in the parking lot. Be it the
grocery store, drugstore or shopping mall, the
same danger lurks. You park your perfectly
innocent car in a space and enter a place of

business. When you
come out, your poor Toy-
ota has a new ding, and
the culprit – not smart
enough to beat a hasty
retreat – is right there to
prove its guilt: a shop-
ping cart.

People go to great lengths to avoid this parking lot scourge.
They shop at night, stay home on windy days or park in the out-
er reaches. This helps, but not forever. The carts get everybody
eventually. 

That said, I admit I regularly contribute to the shopping cart
derby. If I don’t park near enough to a return stall, I leave my cart
in the lot, because if I leave my kids alone in the car for more than

T

The Amateur Parker …

BY MELISSA BEAN STERZICK

The Shopping Cart Derby

Determinedly, I rolled backwards
and tried another angle, thinking
the cart wheel was stuck.
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trouble of figuring it out myself. Some shopping areas let you take
the carts outside the store but you cannot leave the lot. That makes
more sense to me, but I understand that keeping the carts in the
store entirely is a good way to prevent them from being stolen alto-
gether and keeps them from zipping around hurling themselves at
parked cars. 

Last but not least, a store I visit frequently has a sign posted at
various intervals throughout its parking lot. It says something like,
“Please help us keep our costs down by putting your carts away.”
Parkers are offered both a request and an incentive in just a few
words. What a great idea. And it seems to have an effect – even on
me. I try very hard to put my cart away in that lot. I park close to a
cart stand, and if I’m offered help out, I take it. If that doesn’t work,
I look for someone nice and ask them to return the cart for me.
Everybody wins: me, the cart, the store, kind passersby and help-
ful working folk. And I hope those whose cars are spared another
day appreciate my thoughtfulness. 

Melissa Bean Sterzick, PT’s Amateur Parker and Senior Proofreader,
lives in Southern California. She can be reached at
Melissa@parkingtoday.com.

PT

Parking Today



The idea of having parking
awards seems to be the coming thing
over here. In the UK and Ireland, we
have annual events, and although the
Europeans are currently every two
years, making the event annual is
firmly on the agenda. I wonder why
you guys haven’t caught on to this
concept yet. Both the UK and EPA
awards are now keenly competed for,
and it’s a great excuse for a party. 

Ah, Sweet!
If you read this column regularly,

you will know that street parking
enforcement is a hot topic here in the
UK. The TV companies run regular
exposés showing that (a) all parking
enforcement is evil and mostly unfair,
and (b) the people who do the job are
the spawn of the devil. Therefore, it
was nice to see a good news story
about one particular traffic warden
from Stromness in the Orkney Isles
off Scotland. 

James Dewar had been the local
traffic warden for 14 years; he worked
seasonally during the summer when
the local population is swollen by
tourists. But the Northern Constabu-
lary decided to increase the number
of police officers in Stromness and
determined the warden was no longer
needed. Local residents mounted a
campaign to keep James, and his job
has been re-instated, at least for now.

Tractors, Tickets and 
Bad People

How about the guy with an
antique tractor who lives a couple of
hundred miles from London who
keeps getting parking tickets. This
story illustrates a real problem here:
cloned vehicles. This is usually done
to hide a stolen car. Thieves steal a car
and then use the number plates of a
real car that is the same make, model
and color. 
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PEAK VISIBILITY CURVUE

of Stainless Steel Construction

CUSTOM VALET BOOTH

with Special Glass & Graphics

SELF PAY SHELTERS

Protect Customers, Machines & Tickets

Durable welded construction and
low maintenance materials make
Par-Kut Portable Steel Buildings
your best choice for your parking
facilities.  Quality booths and enclo-
sures since 1954.  Visit us online or
call us for a quotation.

1-800 394-6599
IN MICHIGAN (586) 468-2947
www.parkut.com

BY PETER GUEST

NOTES FROM BIG BEN …

couple of weeks ago, I was in Cologne, Germany. The European
Parking Association has a biennial awards program, and I am
one of the people updating the rules.A

If they are selling the car, they can
even get a replacement log book (vehicle
registration record) by writing to the vehi-
cle-licensing department (which has all
the security of a wet paper bag) and claim-
ing that they bought the car and the origi-
nal document has been lost. The unfortu-
nate owner of the “real” vehicle can then
face months of bureaucracy to sort things
out. It takes a real brain surgeon, however,
to select a 50-year-old tractor to clone.

Almost Right is Completely
Wrong

And consider the town where the
council “improved” the main shopping
street and for the last year or so has been
writing tickets there, even though they had
not signed the street correctly. My daugh-
ter is the manager of a shop in the town,
and for some time she has been complain-
ing that the truck that delivers to her store
regularly gets ticketed for parking in the
street, which he has to do because there are
cars parked in the loading bay (and not
getting a ticket). 

The issue was that the council had
been told their markings were wrong, but
carried on writing tickets until the govern-
ment actually wrote to them and told them
to stop, and they are now refusing to
refund the fines that predate the govern-
ment letter. They have stopped now for a
few weeks while they “correct” the sign-
ing (bet they don’t) before they go back to
ticketing.

With this in mind, I went to a local
meeting a couple of days ago to hear about
another new parking scam, sorry, scheme.
The local village center had free street
parking where a driver could stay for an
hour. There was supposedly a problem
caused by some local business people
parking all day. This has never been meas-
ured or quantified. 

The local council, on the basis of a
few letters, put parking meters in the shop-
ping street, which is now empty. The
traders are saying that business is dying,

Enforcement i



SEPTEMBER 2008 • PARKING TODAY • www.parkingtoday.com 47

and local resident are complaining that
their uncontrolled streets are now blocked
with parked cars. To me the problem is
simple: (a) The council acted based on
what they thought the problem was; they
never measured and understood it. (b) The
technical solution to the assumed problem
is inappropriate. (c) Because the assumed
problem has never been quantified, they
failed to understand the wider impact. 

There was not a single voice in sup-

port of the scheme, and I suspect that the
council will be forced into an expensive
re-think. If all this was not bad enough,
none of the signs and lines conforms to the
rules, so any tickets are invalid.

And Finally ...
Sometimes I think that the light’s on

but there’s nobody home in our town halls.
The law in the UK is clear: Parking
charges are used to manage parking, not to

raise money. Faced with this unambiguous
legal ruling, Hambleton Council in York-
shire is going to introduce parking charges
– not to manage parking, but to plug a
$900,000 budget deficit. Give me
strength!

Peter Guest is Parking Today’s correspondent
in Europe. He can be reached at 
peterguestparking@hotmail.co.uk.

Two signs directing one to the “Dom” in Cologne – one set points to a dead end street, the other to parking facilities that don’t, according to PT’s reporter on the scene, exist.
Oh, that’s the famous cathedral in the background. To quote Robert Louis Stevenson: “For to travel hopefully is a better thing than to arrive.”

PT

is “Hot Topic” in UK



noted was missing, and then proceeded to extend their contracts.
What was that all about?

These folks had done a mediocre job. They should have lost
the locations. Perhaps then they would have straightened up their
act. But they were basically told by the marketplace that if they
were caught, it was a problem a checkbook could quickly solve.

But that’s not the end of the
story. I went back and told the own-
er that if he automated his garages
with pay-on-foot, he could save a
lot of his operational headaches and
lower his staff costs. He loved the
idea. 

I was given a contract to review
his properties, pick two that would be likely candidates, write a
specification for them and take bids. The idea was that we would
find two potential vendors, award each one garage, and then see
who did the best job.

I had done the numbers. The savings on personnel alone
would pay for the project in less than 18 months. It was a no-brain-
er. I did my job and handed the final proposals with my recom-
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know I have railed about this before, but my frus-
tration level is exceeding even catching squirrels,
and that’s a lot.

I work, slave, even pant a little and turn in reports to my cus-
tomers, and then they do nothing, zero, zippo, nada. They smile
nicely, pay my bill and file the report
away. 

OK, I understand I have done
my job, but it’s disheartening to see
this happen, time after time.

I’ll give you an example. I did
an extensive study for a developer in
the Midwest. He owned a number of
high-end properties with parking. All the garages were pay-on-exit
and had a lot of problems; most having to do with sloppy attention
by the parking operators (he had more than one).

I got to looking at his properties and decided that a lot could
be done to improve his bottom line beside jacking around his ven-
dors. I turned in the audit reports and, sure enough, he called in the
operators, yelled and screamed, got a check for the amount I had

PT The Auditor

I
There Is No Win

Then they do nothing, zero,
zippo, nada


