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+ PROMOTION
FOR ATTRACTING

DEVELOPERS



ABOUT ME
25 Years in Economic Development, Main Street, and Placemaking

Specializing in:


Real Estate Redevelopment

Market Analysis

Strategic Planning


Certified:

Economic Development Finance Professional, IEDC

Leader in Place Management, IDA




OUR
Alabama


Real Estate Redevelopment Plans

Resource Teams

COVID Response Teams


Arkansas 

Real Estate Redevelopment Plan

WORK



OUR
Michigan


Economic Development Strategies, Highest and Best Use 
Studies, Predevelopment Services


Missouri

Real Estate Redevelopment Plans, Entrepreneurship 
Enhancement Plan, Retail Recruitment Strategy


Washington

Economic Development Action Plan, Strategic Tourism Plan

WORK



TWO

• Get the property into the hands of a  
   good owner


• Create good relationships with local realtors

MAIN GOALS



BEFORE YOU

• Are You Filling a Space or Redeveloping 
a Property?


• Understand the Development Process

• Understand Your Market

MARKET



UNDERSTANDING THE

DEVELOPMENT PROCESS
Municipal-Led Placemaking Project

Task Line

MASTER PLAN UPDATED

REDEVELOPMENT AREAS 
PRIORITIZED

APPROPRIATE DISTRICTS 
ALIGNED WITH PRIORTY 

AREAS

APPROPRIATE ZONING IS IN 
PLACE

DEVELOPMENT PROCESSES 
IDENTIFIED

PROJECT SITE IDENTIFIED 
FOR REUSE

MARKET ANALYSIS

REQUEST FOR 
QUALIFICATIONS (RFQ) FOR 

DEVELOPER

RFQ RESPONSE, EVALUATION 
& SELECTION

PRE-DEVELOPMENT 
AGREEMENT

COMMUNITY VISIONING

PROJECT DESIGN & PRO 
FORMA DEVELOPMENT 
BASED ON VISIONING

IDENTIFY INCENTIVES TO FILL GAP (IF NEEDED)

FINAL DEVELOPMENT AGREEMENT

FINALIZE FINANCING

SITE PLAN REVIEW/APPROVAL

CONSTRUCTION BEGINS

MONITORING

COMPLIANCE

CONSTRUCTION COMPLETE

CLOSEOUT OF COMPLIANCE (IF NEEDED)

Pre 1 Pre 2 Pre 3 Pre 4 Pre 5 Start Step 1 Step 2 Step 3 Step 4 Step 5 Step 6 Step 7 Step 8 Step 9 Step 10 Step 11 Step 12 Step 13 Step 14 End

Pre-Development DevelopmentPlanning



UNDERSTANDING THE

DEVELOPMENT PROCESS
The Probability of Success is Improved 
When a Community is Ready for 
Redevelopment


Or…



Proper Planning
Prevents

Piss-Poor
Performance

The 5 P’s:



BEFORE YOU

• Has Your Master Plan Been Updated?

• What Does it Say About the Property?


• Are There Any Districts That Need to Be 
Aligned to Include?

• Brownfield, TIF, CID

MARKET



BEFORE YOU

• Is the Appropriate Zoning in Place?

• Have Local Processes Been Mapped?

MARKET



NOTES:

Planning Commission (PC) meets the
2nd Tuesday of every month.

To appeal a PC decision, a person
may file suit with Ottawa County
Circuit Court.

Timelines noted in this document are
approximate and dependent on
response time of the applicant.

Meet with City Planner to
discuss project (optional).

Applicant submits Site Plan
Review application/plan.

Plan Review Team meets to review
application/plan for conformance
with codes.

Following plan review, staff
contacts applicant and informs
them of needed revisions.

Applicant submits revised
plan/additional information.

Planning Commission (PC) reviews
request and makes decision or
requests further information.

Applicant submits land use
application to request a permit.

Staff reviews application for
conformance with PC approval and
issues permit.

Day 1:
by established
filing deadline

Process
Initiated

Day 7:
5-12 days after
application
submittal

Day 10:
within two weeks
after application
submittal

Day 21:
approximately
two weeks prior
to PC meeting

Day 35:
Optional; see
meeting dates

Timeline Varies

30-45 days
after applicant
submittal



KNOW YOUR

• Key Factors:

• Household Income

• Rent Rates 


• Commercial + Residential

• Construction Costs

• Retail Leakage (Can They Find Tenants?)

• Incentives

MARKET



KNOW YOUR

• Mom + Pops


• Mid-Size/Regional Developer


• Big Time Developer

AUDIENCE



KNOW YOUR

Mom + Pops


• No background in development
• Locals with capital

Doctors, Lawyers, Dentists
Double Income, No Kids

• 15-20 years away from retirement/Thinking of legacy
• Great for smaller projects with smaller returns, longer ROI

AUDIENCE



KNOW YOUR

Mid-Size/Regional Developer


• Locals
• May have started as:

Mom + Pop or Construction Company
• Have done several projects of varying types/difficulty
• Smaller team
• Knows there’s incentives, but maybe not how to access
• Can’t/Doesn’t want to do it all – too much risk/capital

AUDIENCE



KNOW YOUR

Big Time Developer


• May be state or multi-state
• Sophisticated

• Finance + Marketing Teams
• Environmental Contractors

• Knows Incentives
• Market/ROI-Driven
• Has the ability to do big projects if profit is there
• Not entirely risk averse; but risk/market matter

AUDIENCE



PRIORITY

• Properties Currently for Sale


• Publicly-Owned/Main Street-Controlled


• Vacant*


• Underused*

PROPERTIES



*Willing/Cooperative Owners



PROPERTIES

CURRENTLY FOR SALE
• Realtor-Listed

• On YOUR Website + Socials

• Industry Websites


MLS

Zoom Prospector

OppSites



90%
Of Real Estate Investors Do Research Online 

Before Seeing Property



MARKETING

CURRENTLY FOR SALE
•Minimum:


Recent Photo

Sq Ft Lease/Sale Price

Contact Info

Zoning

Link to More Info (Realtor website)






TAKING IT TO THE

NEXT LEVEL
• Downloadable PDF

• Location Map 

• Renderings (If Available)

• Desired Project Description

• Market Information










FINDING A 

A DEVELOPER
• RFP vs RFQ

• Property Information Packages

• Pro Forma Development

• Incentives 101




WHAT’S THE DIFFERENCE BETWEEN

RFP VS RFQ
• Request for Proposal (RFP)


Built on Procurement

Best for Defined Projects w Known Variables




WHAT’S THE DIFFERENCE BETWEEN

RFP VS RFQ
• Request for Qualifications (RFQ)


Built on Relationships

Best for Project w Unknown Variables




RFP       VS     RFQ
Time Consuming

Expensive

No Guarantee

Less Time

Less Expensive

No Guarantee



VISION
FOR MAJOR PROPERTIES…


CREATE A COMMUNITY



CREATING A 

COMMUNITY VISION
• Public Visioning

• Surveys

• Feedback


What Do We Want There? 

What Do We Want It to Look Like? 



IF THE DEVELOPER 

ISN’T THE

TOOL FOR THE 

COMMUNITY’S

VISION THE COMMUNITY


WILL BE THE

TOOL FOR THE 

DEVELOPER’S


VISION

















CREATING A

PRO FORMA
• Financial Projection


Construction Pro Forma

Operating Pro Forma


•









a

a

b

c

BENCHMARK PROFORMA
Current Configuration Single 5448, 2 buildings, former retail
Potential Redevelopment Mixed Use, Add 4 dwelling units above
estimateD reDevelopment costs

1

Acquisition  $275,000 Listing 
Price *

Rehab  $900,000 $150/
sq foot *

New Construction  $3,300,000 
Developer Fee  $465,500 10%
Total Acquisition 
and Rehab  $4,940,500 

estimateD reDevelopment incentives 

2

State HTC ($225,000) 20%
Federal HTC ($180,000) 25%
Local Incentive 
(PRA)  $- 10%/ 

25% *
Total Incentives  ($405,000)
Net Investment  $4,535,500 

Equity  $907,100 $0 Developer Fee = Equity 
Contribution

Loan Amount  $3,628,400 
estimateD income

3

Annual Gross 
Rent Units Sq Ft Total Sq 

Ft

Monthly 
Rent per 

Unit
1 Bedroom 115200 8 1000 8000 1200
2 Bedroom 108000 6 1250 7500 1500
Retail Bay  $66,240 4 2070 8280  $5,520 
Retail Bay  $- 0 0 0  $- 
Total Annual Income  $289,440 8120 8280
Annual Debt Service ($83,096) 6% *
Gross Cash Flow  $206,344 

Annual Operating 
Expenses  $- 

Taxes, Insurance and Maintenance to 
be calculated (with local tax incentive 
applied)

Net Cash Flow  $206,344 
Return on 
Investment 6%

* = Key cost variable/dependent on negotiation
Rehab costs derived from range of $120 to $200 sf.
Commercial lease rates calculated $8.00 sf annually
Residential lease rates calculated from $1.50 sf 
annually

This proforma is intended to provide a generalized 
benchmark to aid in determining basic investment 
feasibility. Results will vary depending on the final 
investment program. 

26









ANY OTHER

INFORMATION
• Previous Brownfield Studies

• Feasibility Studies

• Recent/Future Nearby Public Investment

•



FINDING A

DEVELOPER
• Big Time Developer

• Regional Developer

• Mom + Pop

•



FINDING A

DEVELOPER
• Research

• Make Contact


• Explain Who You Are, What Projects

• Build Relationships



FINDING A

DEVELOPER
• RFQ Process

• Host a “Developer Day” 


• 3-5 Targets

• Lunch, Pitch

• Site Tour









FINDING A

DEVELOPER
• RFQ


• Social Media

• Websites

• APA, State Planning Association, ULI



HANDOUT

Map the Market
What properties are currently for sale in your district?

What’s the order of importance?

What publicly controlled properties are available for redevelopment?

Are there vacant or underused properties not currently on the market that could be? 
Which ones?

Properties Currently for Sale
How many are currently represented by a realtor? (# out of #)

Are these properties currently listed on your website?

Are commercial property listings one click away from your home page?

Have you posted about them on your social media channels with links to your page?

Are your postings linked to the realtor’s listing?

For properties on your site, do you have:
Recent Photo?

Sq Ft Lease/Sale Price?

Contact Info?

Zoning?

Link to More Info (Realtor website)?

Major Redevelopment Opportunities
Do you have any larger buildings/properties available for redevelopment?

Is the owner of the property a public entity or willing to work with you?

Have you developed a Request for Qualifications with info above?

Have you developed a financial pro forma to help attract developers?

Virginia Main Street Webinar

Marketing + Promotion for Attracting Developers

Downloadable PDF?

Location Map? 

Renderings (If Available)?

Desired Project/Tenant Description?

Market Information?



QUESTIONS



Joe Borgstrom, Principal

Place + Main Advisors, LLC

joe@placeandmain.com

(517) 614-2733

placeandmain.com

@placeandmain

CONTACT

vCard via Popl 


