City of
Tega Cay, South Carolina
_______________________________________________________________________

Regular City Council Meeting Agenda
Tega Cay Glennon Center - Lower Level
15077 Molokai Drive, Tega Cay, SC

7 p.m. Call to Order, Pledge of Allegiance and Moment of Silence
1. Special Presentation
1.a. Certificate Of Appreciation For Lifesaving Fire Intervention
2. Public Comments
3. Approval Of Minutes
3.a. May 18, 2020 Regular Meeting
Documents:
3A1 DRAFT MINUTES 5.18.20.PDF
4. Committee Reports
4.a. Economic Development Commission
4.b. Planning Commission
5. Unfinished Business
5.a. 2nd Reading Of An Ordinance To Amend Ordinance 545 Regarding The FY2019-2020
Tega Cay Utility Budget
Documents:
5A1 ORD TO AMEND ORD RE TCUD BUDGET AND FEE SCHED.PDF
5A2 19-20 UTILITY SCHEDULE AMENDED.PDF
5.b. 2nd Reading Of An Ordinance Providing For The Issuance And Sale Of A Waterworks
And Sewer System Revenue Refunding Bond Of The City Of Tega Cay, South Carolina,
In The Principal Amount Of Not Exceeding $7,700,000 To Be Designated Series 2020
6. New Business
6.a. Consideration Of Recommendation From Economic Development Commission
Regarding Engaging A Consultant For Retail Recruitment In Tega Cay
Documents:
6A1 RETAIL CONSULTANT SCORECARD FINAL.PDF
6A2 RETAIL STRATEGIES.PDF
6A3 RETAIL COACH.PDF
6A4 BUXTON.PDF
6.b. Resolution Authorizing The Purchase Of Golf Maintenance Equipment In The Form Of
An Equipment Lease/Purchase Agreement Not To Exceed $239,000
Documents:

6A3 RETAIL COACH.PDF
6A4 BUXTON.PDF
6.b. Resolution Authorizing The Purchase Of Golf Maintenance Equipment In The Form Of
An Equipment Lease/Purchase Agreement Not To Exceed $239,000
Documents:
6B1 RESOLUTION 2020-04 AUTHORIZING THE LEASE-PURCHASE OF
GOLF COURSE MAINTENANCE EQUIPMENT.PDF
6.c. Consideration For Approval Of The Letter Of Credit And Performance, Labor And
Materials Surety Agreement For Trinity, Phase 2
Documents:
6C1 PERFORMANCE, LABOR AND MATERIALS SURETY AGREEMENT
TOWNHOMES AT TRINITY POINT PHASE II.PDF
6C1A EXBINIT A TRINITYRECORDPLAT_PHASE2_FINALSUBMITTAL.PDF
6C2 ENGINEER LETTER AND OPINION OF PROBABLE COST.PDF
6C3 TRINITY LOC.PDF
7. City Manager's Report
8. Council Comments
9. Executive Session
9.a. Legal Advice As It Pertains To City Owned Property At The Police Station And Related
Correspondence
10. Adjournment

DRAFT MINUTES UNTIL APPROVED BY COUNCIL

Regular City Council Meeting
Monday, May 18, 2020
Philip T. Glennon Center – Council Chambers
15077 Molokai Drive, Tega Cay, SC
Councilmembers Present: Mayor David O’Neal, Mayor Pro Tem Gus Matchunis, and Councilmembers
Alicia Dasch and Heather Overman
Electronic Attendance: Councilmember Ryan Richard
Councilmembers Absent: None
Staff Present: Charlie Funderburk, City Manager; Bob McCleave; City Attorney; Susan Britt, Planning &
Development Manager; Tim Gillette, Operations Director; Bob Bartkin, Finance Director; and Katie Poulsen,
Municipal Clerk.
The Press was duly notified of the meeting.
Mayor O’Neal called the regular Council meeting to order at 7:00 p.m., led the Pledge of Allegiance and
held a moment of silence.
ITEM 1
PUBLIC COMMENTS
1. Ashlene Karasch, 370 Calming Way, shared concerns over erosion at the cove located near her
home. Mayor Pro Tem Matchunis and City Manager Funderburk gave an update on the situation
including being in contact with the Army Corps of Engineers and Duke Lake Management.
Discussion ensued on storm water policies and procedures, as well as potential recourse and
next steps.
2. Bobby Thames, 16035 Samoa Court, shared concerns over the current ability to play at the Golf
Course due to COVID-19. He requested additional tee times after work hours as he has paid for
an annual membership with the golf course.
3. Reggie Hayes, 27047 Catamaran Drive, shared concerns over golf course play times and his
investment in his annual membership with the golf course.
David Taylor, Pinnacle Golf, shared the golf course safety precautions and procedures implemented as a
result of COVID-19. Discussion ensued on demand for tee times, sanitizing procedures, cart fleet age,
staffing, length of days, and ways in which the golf course is trying to operate in a safe and effective
manner while still allowing as much play time as possible.
4. Neil Kelker, 16314 Red Stone Mountain Lane, Charlotte, North Carolina, President of Mens’ Golf
Association, shared support of the golf management company and their operations during this
time.
ITEM 2
APPROVAL OF MINUTES
There were no changes to the Regular Council Meeting minutes of March 16, 2020, and they were
approved.
ITEM 3
UNFINISHED BUSINESS
nd
A. 2 Reading of an Ordinance to Amend the Windhaven Planned Development District
Master Plan and Development Standards
Mayor O’Neal stated as a reminder, the original Windhaven Planned Development District and
Development Standards was approved by Council in April 2016 and included a Government and
Institutional Use for the potential location of a new middle school. After learning of the District’s
decision to not purchase property within the development, the City has now renegotiated the uses
within the development to further increase our available commercial acreage. This amendment to the
PDD Plan and Development Standards provides for much needed additional commercial acreage done
on a walking/neighborhood scale that will serve as a future city center and gateway. Councilmember
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Overman recognized Councilmember Dasch on her work to meet with the developer to negotiate
additional commercial acreage and less homes.
MOTION
Councilmember Overman motioned to approve the 2nd Reading of an Ordinance to Amend the
Windhaven Planned Development District Master Plan and Development Standards, and seconded by
Councilmember Dasch. The vote was taken. Mayor O’Neal confirmed Councilmember Richard voted in
favor of the motion and it was approved unanimously.
B. Consideration of the Letter of Credit and Performance, Labor and Materials Surety
Agreement for Windhaven, Phase 1
Mayor O’Neal stated the Planning Commission approved the final plat for Phase 1 in Windhaven at their
meeting on March 2, 2020. Based on conversations with the builder after that approval, the builder has
agreed to amend their Phase 1 final plat to include 8 fewer homes in that plat and include additional
commercial acreage. What Council will be considering at this time is the approval surety and financial
security based on those changes. The builder will have to present their amended final plat reflecting
these changes at the June Planning Commission meeting and provide the Letter of Credit in the form and
substance that is approved by our City Attorney before that plat can be approved and signed for
recording. City Manager Funderburk noted the receipt for the Letter of Credit and it does meet the City’s
form and substance requirements. If it is approved, the City will obtain the original Letter of Credit to be
held on file. Councilmember Dasch asked what assurances the developer could provide that work will be
completed within the timeframe. Councilmember Dasch asked for clarification on if the work would be
completed within the allotted timeframe, and within the amount being requested. Mr. Griffin Query,
Lennar Homes, explained the timeframe, requirements, anticipated renewals and reductions, and
expected completed work within the year.
MOTION
Mayor Pro Tem Matchunis motioned to approve the Letter of Credit in the amount of $1,447,368.75 and
the Performance, Labor and Materials Surety Agreement for Windhaven Phase 1 contingent upon the
receipt of the Letter of Credit, and seconded by Councilmember Richard. The vote was taken, Mayor
O’Neal confirmed Councilmember Richard voted in favor of the motion and it was approved
unanimously.
ITEM 4
NEW BUSINESS
A. Resolution Authorizing the Purchase of Golf Carts in the Form of an Equipment
Lease/Purchase Agreement not to Exceed $446,000
Mayor O’Neal stated the golf cart fleet used by the Tega Cay Golf Club is reaching their end of useful life.
The annual payments will be made by the Golf Course out of revenues generated by the facility and will
not impact the City’s budget. Councilmember Dasch asked and Mr. David Taylor, Pinnacle Golf, gave
clarification on the number of carts being purchased, price per cart, and the terms of the agreement.
MOTION
Councilmember Dasch motioned to approve the Resolution Authorizing the Purchase of Golf Carts in the
Form of an Equipment Lease/Purchase Agreement not to Exceed $446,000 at 2.03% APR with Trustist
Bank, and seconded by Mayor Pro Tem Matchunis. The vote was taken. Mayor O’Neal confirmed
Councilmember Richard voted in favor of the motion and it was approved unanimously.
B. Consideration of a Joint Resolution to Create a Planning Advisory Board With
Responsibilities to Issue Advisory Opinions on Regionally Significant Planning Actions
Within the Fort Mill Township, Inclusive of Development and Policy Proposals That May
Impact Property Within the Town of Fort Mill, City of Tega Cay, and Unincorporated York
County Property North of the Catawba River
Mayor O’Neal announced this resolution is being considered by the Town of Fort Mill and York County.
It shows support of officially creating a Planning Advisory Board that will be comprised of staff,
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councilmembers and Planning Commission members from the City of Tega Cay, the Town of Fort Mill
and York County. They would meet on a routine basis to discuss and subsequently issue advisory
opinions back to their respective jurisdictions on regionally significant planning actions within the Fort
Mill Township area of York County. Mayor O’Neal shared the history behind the idea of creating this
advisory board to allow each jurisdiction to know what is happening and have opportunity to provide
feedback.
MOTION
Councilmember Overman motioned to approve the Joint Resolution to Create a Planning Advisory Board
With Responsibilities to Issue Advisory Opinions on Regionally Significant Planning Actions Within the
Fort Mill Township, Inclusive of Development and Policy Proposals That May Impact Property Within
the Town of Fort Mill, City of Tega Cay, and Unincorporated York County Property North of the Catawba
River, and seconded by Councilmember Dasch. The vote was taken. Mayor O’Neal confirmed
Councilmember Richard voted in favor of the motion and it was approved unanimously.
C. Introduction and 1st Reading of an Ordinance to Amend Ordinance 545 Regarding the FY
2019-2020 Tega Cay Utilities Rate Schedule
Mayor O’Neal stated the City of Rock Hill will be increasing their water and sewer rates by 15% and 3%
respectively beginning July 1, 2020. The water rate increase will be passed from the Town of Fort Mill
on to the City of Tega Cay. In order to continue to maintain and operate the system and keep our
required Debt Service Coverage Ratio at the required levels, we have to pass these increases on to our
customers as we have done in the past. If the City absorbed these increases instead of passing them
through, it would have an approximate $140,000 impact to the current budget causing it to drop well
below the required Debt Coverage. On average, these new rates will increase the typical utility bill by
$8.72. City Manager Funderburk announced Rock Hill notified us several years ago they would be
passing rate increases on in order to fund capacity expansions at their water treatment plant and
wastewater treatment plant due to growth in Fort Mill, Tega Cay, York County and Rock Hill. He noted
with approval, the City will begin the communication process to customers. Mayor Pro Tem Matchunis
requested communications are clear as to what and why these rates are increasing.
PUBLIC COMMENT
Jim O’Connell, 826 Ledgestone Court, asked about Stonecrest Villas and the single meter for the
neighborhood. Mr. O’Connell noted he would send contact information for the President of the
Association to City Manager Funderburk.
Councilmember Overman noted how terrible the timing is on this situation. City Manager Funderburk
noted the City has absorbed the last two rate increases, but are not able to do so now. Councilmember
Dasch asked if Rock Hill has adopted these increased rates. City Manager Funderburk noted they have
not yet adopted their budgets; however, he had confirmed they are moving forward with the increases.
MOTION
Mayor Pro Tem Matchunis motioned to approve the Introduction and 1st Reading of an Ordinance to
Amend Ordinance 545 Regarding the FY 2019-2020 Tega Cay Utilities Rate Schedule, and seconded by
Councilmember Richard. The vote was taken. Mayor O’Neal confirmed Councilmember Richard voted in
favor of the motion and it was approved unanimously.
ITEM 5
CITY MANAGER’S REPORT
City Manager Funderburk gave updates on the following: Windjammer Park, COVID-19 and subsequent
operating procedures, playgrounds reopening, changes to concert in June and changes to July 4th
activities, and he offered congratulations to all 2020 seniors. Mayor O’Neal asked for an update on the
water tower. City Manager Funderburk noted we are awaiting favorable weather in order to lift the top
bowl, weld and paint. Councilmember Overman asked for an update regarding the pool. City Manager
Funderburk noted the City should know a proposed date for opening soon as pool management is
currently training guards and evaluating staff levels. Councilmember Dasch asked for an update on
parking permits and how to obtain one while City Hall is closed. City Manager Funderburk noted they
are currently being mailed. Councilmember Dasch also asked for an update on beavers. He noted the
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trapper was able to catch two beavers for removal and is returning to trap additional beavers based on
complaints.
ITEM 6
COUNCIL COMMENTS
Councilmember Overman noted it has been a strange couple of months and thanked City Manager
Funderburk, Department Heads, first responders, and all staff on their efforts during the shutdown. She
noted the City was on the cutting edge and made a lot of good decisions placing safety first. She noted it
was a hard time, but the community really came together. She encouraged everyone to hang on, be safe
and be cautious especially as things begin opening up.
Councilmember Dasch thanked staff and first responders for their response efforts. She noted her
excitement for the new facility at Windjammer and her thankfulness for Council’s decision to invest in
the facility. She stated the Senior Parade was awesome and noted a great job by Council on the flags and
banners. She wished mothers a Happy belated Mother’s Day and noted she is looking forward to a Happy
Memorial Day.
Councilmember Richard shared his congratulations to seniors and stated great job on the water tower.
He noted great work by fellow Councilmembers, senior staff and leadership during the past 60 days. He
encouraged them to keep being proactive and not reactive. He also encouraged everyone to support
local businesses during this difficult time.
Mayor Pro Tem Matchunis thanked City Manager Funderburk and Department Heads for an incredible
job on a fluid, moving target. He encouraged everyone to be very careful on the water this Memorial Day
as it has been very busy and to remember what the Memorial Day holiday is all about. He mentioned
there is still time to recognize seniors and their accomplishments. He shared his excitement on things
beginning to open back up and the return to a new normal. He encouraged everyone to stay safe.
Mayor O’Neal noted the Memorial Day Ceremony will occur but without public attendance. The
Ceremony will take place and be streamed. He announced the loss of Virginia Stebbins, the recent loss of
her husband, Buzz Stebbins, and the loss of BW Thomas. He also noted Bill Fraser’s house burned. He
offered congratulations to the Fire Department for saving the structure. He encouraged everyone to stay
safe. He mentioned there would be a major announcement from the Governor on Friday.
ITEM 7
ADJOURNMENT
MOTION
There being no further business, Councilmember Overman motioned to adjourn, seconded by Mayor Pro
Tem Matchunis, and it was approved unanimously.
The meeting was adjourned at 8:37 p.m.

[SEAL]

APPROVED:
________________________________________________
David L. O’Neal, Mayor
APPROVAL DATE: June 15, 2020

Respectfully Submitted,
____________________________________________
Katie Poulsen, Municipal Clerk

STATE OF SOUTH CAROLINA
COUNTY OF YORK
CITY OF TEGA CAY

)
)
)
)
)

ORDINANCE ____

AN ORDINANCE TO AMEND ORDINANCE 545 REGARDING THE FY 2019-2020
TEGA CAY UTILITIES DEPARTMENT RATE SCHEDULE
WHEREAS, the City Council did approve Ordinance 545 which provides for the budgets of the
City of Tega Cay for the Fiscal Year commencing October 1, 2019, and ending
September 30, 2020, to provide for the receipt and expenditure of funds, and other
matters related hereto; and
WHEREAS, within Ordinance 545, Council approved the FY2019-2020 TCUD Budget and
Rate Schedule on September 16, 2019; and
WHEREAS, the City of Tega Cay has been notified of rate increases forth coming from its
wholesale provider of water and wholesale provider for the treatment of wastewater; and
WHEREAS, the City of Tega Cay now seeks to increase its rates, as set forth in Exhibit A, to
reflect those new rates from its wholesale providers.
NOW, THEREFORE, BE IT ORDAINED THAT, the Mayor and Council of the City of Tega
Cay, duly assembled, do hereby approve the amendment to the FY 2019-2020 TCUD Budget
Rate Schedule attached hereto.
FIRST READING:
SECOND READING:

May 18, 2020
___________

Enacted this ___ day of ____, 2020, by a majority vote of the duly elected City Council of the
City of Tega Cay, South Carolina.

[Signatures on Following Page]

Ord. ___

SIGNED:

CITY OF TEGA CAY

___________________________________
David L. O’Neal, Mayor
[SEAL]
___________________________________
Gus Matchunis, Mayor Pro Tempore

___________________________________
Alicia Dasch, Council Member
ATTEST:
___________________________________
Heather Overman, Council Member
______________________________
Charlie Funderburk, City Manager

___________________________________
Ryan Richard, Council Member
Certificate of Adoption

I hereby certify that the foregoing is a true copy of the ordinance passed at the regular meeting of
the City Council of the City of Tega Cay, South Carolina, held on the ____ day of ______, 2020.
Katie Poulsen
______________________________
Municipal Clerk

Tap Fee Capacity
Irrigation
Tap Fee Capacity
$1,000
$750
¾” Meter (Residential Only)
$850
$150
$1,750
$1,000
1” Meter
$1,750
$750
$2,750
$1,500
2” Meter
$2,750
$1,250
Cost +
Sidewalk | Driveway | Street
Greater than 2”
$2,000
Cost + 10%
10%
Bore
Sewer Capacity Fees
4”
$1,500
6”
$2,000

RESIDENTIAL

Domestic
¾” Meter
1” Meter
2” Meter

Service Activation Fee

$50

Service Reconnection Fee

$75

Returned Check Fee

$25

SERVICE CHARGES

RESIDENTIAL &
COMMERCIAL

City of Tega Cay
Utility Department
Fee Schedule
Effective July 1, 2020

Monthly Base Charge (water)

Administration Fee Deposit
account credited after two years of acceptable
payment history

Volumetric Rate (water)
Monthly Base Charge (sewer)
Volumetric Rate (sewer)
Sewer Service for non-water Customers
Monthly Base Charge (irrigation)

OTHER

Hydrant Meter Set
Hydrant Meter Deposit (refundable)
Meter Box Replacement
Sewer Clean Out Inspection
Hydrant Flow Test
Residential Pressure Test
Discharge to Sewer by Septic Company
Inaccessible / Obstructed Water Valve, Meter,
Manhole or Hydrant
Meter Tampering
Annual Grease Discharge Permit
• First Reinspection (Violation)
• Each Reinspection (Violation)

$100
$11.81/month (In City Rate)
$23.62/month (Out of City Rate)
$5.69/1,000 gallons (In City Rate)
$11.38/1,000 gallons (Out of City Rate)
$19.14/month (In City Rate)
$38.28/month (Out of City Rate)
$6.66/1,000 gallons (In City Rate)
$13.32/1,000 gallons (Out of City Rate)
$70/month
$11.81/month (In City Rate)
$23.62/month (Out of City Rate)
$125 Monthly + Usage
$1,000
$1,000
$100
$150 per hydrant
$25
Double Current Sewer Rate
$100 + Costs
$150 (per offense) + cost
$50/Customer
$300
$500/occurrence

WATER & SEWER
DEVELOPMENT
IMPACT FEES

Meter Size (inches)
0.75
1.00
1.50
2.00
3.00
4.00
6.00

Water
$1,107
$1,810
$3,553
$5,652
$11,257
$17,555
$35,041

Wastewater
$764
$1,277
$2,546
$4,076
$8,160
$12,749
$25,490

TOTAL
$1,871
$3,087
$6,099
$9,728
$19,417
$30,304
$60,531

Scoring Instructions (Rate each criteria on a scale of 1,3,5)
1‐ Does not meet expectations
2‐ Meets expectations
5‐ Exceeds expectations
Scoring Criteria
Identify short and long term goals for the city economic sector
Identify appropriate prospective retailers suited for the cities needs
Recognize the strengths and weaknesses of the city's retail market
Identify sites for potential retail development consistent with the city's general plan
Assess the retail potential of sites in the city and unique demographic attributes
Recommended specific retailers and restaurants that match the City's customers profile
Provide strategies to refine data (Tega Cay shares zip code with neighboring city )
Ability to provide access to visitors data from Mobil transactions
Provide regular project reporter and presentations
Ability to handle cities needs of retail growth
Unique ideas and concepts in attracting high end clients
Approach to positioning Tega Cay to clients
Cost of the services
Partnerships with developers
Ability to work with raw land to create a retail concept
Other attributes

Total Score

Buxton
Score
23
23
21
21
23
21
19
21
27
23
27
19
11
15
15
4
313

Retail Coach Retail Strategies
Score
Score
19
23
19
23
19
23
19
23
21
23
21
23
19
23
19
21
19
21
19
21
17
19
23
25
23
23
21
29
21
21
8
10
307
351

Consulting Services for Retail Recruitment

City of Tega Cay, South Carolina
Strictly Private and Confidential

Pricing Valid for 90 Days

RETAIL STRATEGIES

Transmittal Letter
Charlie Funderburk
Tega Cay – Retail Consultant RFP Response
7725 Tega Cay Drive
Tega Cay, South Carolina 29708

From our team at Retail Strategies, thank you for allowing our firm the opportunity
to present our service to your community.
Retail Strategies understands and confirms the ability to execute the scope of
services outlined within Tega Cay’s RFP for a Retail Consultant. Further, we affirm
that this proposal and pricing is valid for a 90-day period.
If given the privilege of being your retail partner, Retail Strategies will work closely
with you to enhance business retention, identify strengths and weaknesses, and
leverage those into a retailer’s decision to locate inside Tega Cay.
Retail Strategies will serve as an extension to your staff, and our sole focus will be
turning your data , real estate, and community story into an attractive home for
new retail and restaurant businesses.

Matt Petro
CDO
matt@retailstrategies.com
205-427-7030
2200 Magnolia Ave S. Suite 101
Birmingham, AL 35205
Retail Strategies, LLC
Established: 2011
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RETAIL STRATEGIES
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RETAIL STRATEGIES

Background
Retail Strategies, founded in 2011, is the national expert in recruiting businesses on
behalf of communities. Retail Strategies exists to give communities across the
United States an advantage in attracting businesses. Our mission is to provide the
real estate expertise, tools, and human effort that position deserving towns as
alluring locations for national businesses.
With confidence, we pursue this mission by delivering unparalleled customer service
as a unified team with unmatched real estate expertise. Attracting new retail to a
community is a complex, connection critical, and time-consuming endeavor. We give
communities the option to outsource retail recruitment services to well-connected,
experienced, and licensed retail real estate professionals. Our activities pay a return
in sales taxes, added jobs, and businesses that enhance and add to the unique
qualities of your community.
For our Client communities, we identify and aggressively execute a tailored strategy
to attract new retailers, restaurants, and hotels. We attend more than ten
International Council of Shopping Centers (ICSC) and multiple RetailLive! retail real
estate trade shows across the Country to meet with industry professionals to
showcase opportunities.

Our Beliefs
Much of our success is the result of our shared beliefs. These truths drive
our team every day and remind us that the citizens of every client
community are the true beneficiaries of our efforts.
We Believe
…every community deserves a place for neighbors to catch up over a
cup of coffee
…it takes a community to build a community, and every client, partner,
broker, developer and retail representative we connect should be
treated as our own neighbors
…honesty is our most important asset, and it will pay off for everyone in
the long run
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RETAIL STRATEGIES

RFP Goals
Our team has extensively reviewed the Tega Cay community and trade area.
Through this extensive review, we identified retail, restaurant, and hospitality
potential that we are uniquely qualified to bring to fruition.
To be successful working the spectrum of opportunities in Tega Cay, we will
dedicate a team of retail real estate professionals to your community. These
professionals will deploy specific strategies that we have successfully integrated in
similar communities.
Through our partnership, we will not only identify the key properties, but ensure that
these properties visible to targeted businesses and tailored to their site selection
criteria to give Tega Cay the greatest opportunity to capture new business.
While our deliverables are important in providing answers on your marketplace, it is
our outreach, connections within the retail industry, and professional human effort
that will turn information in to increased quality of life and bolstered tax revenues.
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RETAIL STRATEGIES

RFP Goals
Our team has thoroughly read through your RFP and specifically the Goals you wish
to accomplish through this investment. We affirm our ability to perform and provide
the needed tools, feedback, and representation to propel Tega Cay forward in your
economic development efforts:

1. Market Analysis
a.
b.
c.
d.
e.
f.
g.
h.
i.
j.
k.
l.

Population and household increases
Competition
Existing retail firms
Retail leakage and surplus
Retail development in similar cities
Cannibalization
Retail trends
Key psychographics
Market viability
Reporting tools for existing local retailers
Develop trade area analysis focused on drive time delineation
Develop profiles of customers in the trade area based on
purchasing habits, media habits, and lifestyle characteristics

2. Development of a “results driven” retail recruitment plan
a.
b.
c.
d.
e.
f.
g.

CONFIDENTIAL

Identification of short- and long-term goals for the City’s economic sector
Identify appropriate prospective retailers suited for the City’s needs and wants
Recognize the strengths and weaknesses of the City’s retail market
Identify sites for potential retail development consistent with the City’s general plan
Assess the retail potential of sites in the city and unique demographic attributes
Recommend specific retailers and restaurants that match the City’s customer profile
Provide strategies to refine data (Tega Cay shares zip code with neighboring city)
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RETAIL STRATEGIES

RFP Goals
3. Implementation of the Plan
a.
b.

Provide regular project reports and presentation of data that is driven
to demonstrate a return on the investment to the City
Provide a long-term partnership with access to GIS and staff to help
optimize marketing efforts

4. Marketing and representation
a. Contacting and attracting potential retailers
b. Work with local officials, property owners, real estate brokers and other
stakeholders to build the retail sector
c. Represent the City at regional and national conferences for the duration
of the contract
d. Assist in production of marketing material for use by retail prospects both
physical and digital versions to enhance the City’s retail environment
e. Meetings with the City councilmembers and City Manager to discuss
findings
f. Conduct outreach efforts for each of the retailers and restaurants
identified, including the preparation of custom marketing materials as
appropriate

5. Compare retail proposed recruitment plan to existing retail,
planned retail and needed retail space to determine gaps
6. Provide any opportunities for scalable pricing by services
available
Additionally, we confirm the ability to provide the following
differentiators:
•
•
•
•

CONFIDENTIAL

Provide access to consultant staff and provide ability to attend meetings
with limited notice
List and experience of personnel to be assigned to the proposed project
(included within this RFP)
Maintain a national market presence and knowledge of the retail
industry (on our website and included in this RFP)
Case studies -access to case studies of successful clients, retail attracted,
and municipal benefits achieved (on our website and included in this
RFP)
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RETAIL STRATEGIES

Approach & Service

discover

We are an investment for your community.
We believe that every community is unique, so we take time to
engage our Client’s to understand your story of opportunity to
leverage your attributes towards expanding businesses.
Our activities pay a return in sales tax, added jobs, and businesses that
enhance and add to the unique qualities of your community.

connect

We make sure your community’s story is heard.
As a conduit between communities and national retailers, we ensure
that your stories of opportunity, culture, values and people are
perfected to resonate with the right retail audiences.
Aggressively taking your communities story and information to
expanding businesses, property owners, brokers, developers, and
other industry players to create economic growth in your community.

advance

We multiply and enhance your staff.
We work as an extension of your staff, adding specific expertise, and
amplifying your efforts and visibility many times over.
Being your partner and consistently providing feedback, answering
questions, and solving complex problems to position your market for
growth.
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RETAIL STRATEGIES

Approach & Service

Discover: Research
The cycle begins with market analysis. We take the deep dive into data, advanced
analytics, and proprietary tools developed in-house to uncover and define the
potential in your community.
After interviewing dozens of firms, Retail Strategies has assembled a series of data
providers that are industry-trusted leaders in analytics. These are the same
providers used by the majority of national pharmacy, grocery, and restaurant
brands conducting research on your community.
This data source consistently delivers the highest level of accuracy and allows our
team to analyze and deliver over 3,365 individual variables (per geography)
providing the deepest, most reliable, information possible to our Clients.

Trade Area Identification

Real Estate Assets

Mobile Data Collection

By utilizing mobile data
collection, data and analytics, and
real estate acumen, our team will
identify shopping patterns within
your community that will answer
key questions for retailers.

An in-market study which
identifies within the community
various opportunities: strategic
focus properties, underutilized
assets, development zones, and
redevelopment zones.

An industry leading report
which utilizes cell phone data
to identify the home and
work location of consumers
that visit a defined shopping
area within the community.

Retailer Void Analysis

GAP Analysis

Consumer Expenditures

Identifying businesses that have
entered similar communities but
have not yet entered your
market. This provides an initial list
of realistic retail prospects that
should be considering your
market for expansion.

Examining the market supply
and market demand within the
trade area to uncover the
categories of retail being
desired by your community.

Drilling down into each retail
segment to identify and
understand what your consumers
spending patterns are.

Psychographic Analysis

Peer Community Analysis

Defines the type of consumers in
your market by breaking down
consumers demographic
characteristics, consumer
preferences, consumer
expenditures, and cultural ideals.

Identification and comparison
of similar communities to
measure your retail base and
identify opportunities from a
categorical perspective.

CONFIDENTIAL
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RETAIL STRATEGIES

Approach & Service

Discover: Real Estate Analysis
Real Estate is the key to every business expansion. Our team features over 150+
years of retail real estate experience and we utilize our collective experience to
provide the most thorough, and creative, assessment of your community.
To accomplish this we bring our team of retail real estate professionals to your
community to uncover your strategic and underutilized real estate assets.
The inventory of properties our team believes is viable for new development,
redevelopment highest and best use or vacancies that need to be filled are logged
and recorded in our custom software program to be used by your team during the
recruitment process.
The information we gather is immediately put to work through making outreach to
the property owners, developers, and brokers who represent these properties to
learn their goals for the property and how Retail Strategies can assist them on
behalf of the community leaders.
PROPERTY
OWNERS

LOCAL
BROKERS

DEVELOPERS
RETAILERS &
TENANT REPS

COMMUNITY
LEADERS

CONFIDENTIAL
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RETAIL STRATEGIES

Approach & Service

Discover: Community Input
Throughout the life of our partnership we will always be ready to listen to your
feedback, suggestions, opinions, and requests. Below are items and actions we take
to ensure we are providing information and action toward the betterment of the
community.

Communication: The Key to Our Partnerships
During our onboarding process we will be scheduling a time to speak with you to
get a first- hand understanding of your goals, desired businesses, past experiences,
etc. In addition, we send a questionnaire that can be filled out by one, or many,
Community Leaders to provide Retail Strategies further information on your goals
and vision.
From Day 1 our process is built around creating a relationship with you and getting
communication and information flowing to one another. This is partnership. We
know that no one knows your community better than you. Through our partnership
we will be able to harness your local knowledge and pair it with our resources and
connections to make an economic impact. In addition, this free flow of
communication will allow you to always share feedback with our team which we will
utilize on your behalf.

CONFIDENTIAL
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RETAIL STRATEGIES

Approach & Service

Discover: Retail Education
In 2016 Retail Strategies created Retail Academy which is an award-winning
educational service that empowers community leaders and teaches best practices
for marketing their community to expanding businesses.
Through our Recruitment partnership, we invite our Clients to attend one of our
Monthly sessions in Birmingham where we will cover topics ranging from Retail
Trends to Best Practices for Retail Recruitment.
Following the half day session, community leaders will leave a better understanding
of the retail and valuable knowledge to position your market as a primary
destination for new retail and restaurants.
While Retail Strategies will be performing the heavy task of retail recruitment, we
believe it is important for our Clients to also understand the process so they can be
better leaders in their community.

CONFIDENTIAL
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RETAIL STRATEGIES

Approach & Service

Connect: Retail Recruitment
Retail Recruitment is not an event, it is a process. While your team at Retail
Strategies will provide a thorough analysis and Strategy within the first 100 days of
our partnership, we will constantly be running new data sets, assessing the changing
real estate environment within the community, researching new prospective
businesses, assessing retailers changing expansion plans, etc.

Our Commitment to Success
Retail Strategies is constantly searching for new tools, hiring retail real estate
professionals, and covering the Country with outreach to build the best network and
service for our Clients. This relentless pursuit of success will position your community
for growth today and in the future.

CONFIDENTIAL
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RETAIL STRATEGIES

Approach & Service

Connect: Retail Recruitment
This is where the rubber meets the road. This is where we take the information
we have collected for your community, package it in the appropriate format,
and begin showcasing opportunities in your community. The Benefit of
partnering with Retail Strategies is that we do not just hand you fancy gadgets
and a CRM tool to conduct recruitment, our real estate professionals will
conduct every piece of outreach to the appropriate contact on your behalf.

Recruitment
Your team will be reaching out to property owners, brokers, developers,
retailers, restaurants, and all other industry players to connect the dots to your
market. We utilize the resources we have gathered and will continue to seek
additional information throughout our partnership to further define the
opportunities in your market.

Representation
Each year our team attends more than a dozen retail real estate conferences.
For Tega Cay, the key retail conference include ICSC Carolinas, ICSC Southeast
and ICSC RECON. Retail Strategies attends all of these shows annually and
vows to continue to attend to meet with industry leaders and market the
opportunities in Tega Cay.
At the conferences we will set up and have meetings with targeted retailers,
restaurants, brokers, and developers on your behalf. Following the conference
you will receive an update on who we met with, what was said, and what our
next steps are.

CONFIDENTIAL
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RETAIL STRATEGIES

Approach & Service

Advance: Reporting and Collaboration
Reporting and Communicating is the key to any partnership. We dedicate
multiple points of contact to you so that we ensure 1) effective outreach and 2)
that your questions, feedback, and other information can be answered,
collected, and utilized.

Reporting
Through our partnership we will establish regular communication with you. We
report to you regularly with updates from our recruitment efforts, industry news,
and other information that will allow you to become more of an expert on your
market and the industry.
Your team will be reaching out to property owners, brokers, developers,
retailers, restaurants, and other industry players on your behalf. These
conversations will be summarized and provided to you to keep you in the know
on our efforts.
In addition, through our experience we know we can learn as much from a “no”
as we can from the “yes”. We provide you information on why it is a yes and
why it was a no so that your community can better understand how prospective
businesses and industry leaders view your community.

Basecamp
Retail Strategies utilizes Basecamp, a project management and collaboration
web platform, to record and store conversations and information shared with
our Clients. This platform is username and password protected and keeps our
partnership organized.
We understand that your team will adjust and grow overtime and Basecamp
allows new members of your team the ability to get up to speed quickly with
our efforts.

CONFIDENTIAL
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RETAIL STRATEGIES

Approach & Service

Advance: Retail Trends & Access
Retail is constantly evolving and changing. Everyday we are processing new
information and converting it in to insights for our Client Communities.
Throughout the life of our partnership we will continuously provide updates on
industry trends and expansion.

Each month we engage leaders within the retail industry to provide a deeper
understanding of what is actually happening within the industry. These webinars
are accessible live and available on-demand.

Through our partnership your community has 24/7 access to the best data and
analytical tools available. Whether it is a request directly from our Client, or
from a local property owner, we are here to provide valuable data and insights
to ensure the maximum opportunity for growth to occur.

CONFIDENTIAL
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RETAIL STRATEGIES

Core Management Team and Bios
DEDICATED RETAIL REAL ESTATE PROFESSIONALS & STAFF
Retail Strategies maintains a 5:1 client to staff ratio. Of the 30+ professionals on
staff, for our partnership, we will dedicate a team of 15+ Retail Real Estate
Professionals to support marketing, research, real estate and executive oversight.
From the start of our partnership your team will be performing all aspects to build
the Retail Strategy and will execute that Strategy on your behalf.
Most importantly, your team will be building a relationship with you so that we can
leverage your local knowledge with our network of industry professionals.

Primary Points of Contact

Research & Marketing

Executive Support

CONFIDENTIAL
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RETAIL STRATEGIES

Core Management Team and Bios

Robert Jolly co-founded Retail Strategies in 2011 and since then has
overseen development of numerous retail projects and has assisted
some of the most well-known tenants in the United States with their
expansion into new markets.
Robert brings years of experience with previous sales and management
positions at Eason, Graham, and Sandner, Inc. and Black and Decker
Corporation. He was the Birmingham Commercial Rookie of the Year
in 1998, named one of the “Top 40 Under 40” in 2004, and “Who’s
Who of Commercial Real Estate” in 2005 and 2010. Over the course of
his career Robert has leased, managed, and developed millions of
square feet of retail space.

Robert Jolly
Principal & CEO
[205] 913-0276
robert@retailstrategies.com

Robert graduated from the University of Alabama majoring in
marketing and English. He is a member of ICSC and in 2008 earned the
coveted Certified Commercial Investment Member (CCIM) designation
from the Commercial Real Estate Investment Institute. Robert holds a
broker’s license in Alabama, Mississippi, Georgia, Florida, Tennessee,
Louisiana, South Carolina and Oklahoma

Mead Silsbee co-founded Retail Strategies in 2011 and brings over a
decade of real estate experience to the company. Most recently Mead
worked on the retail team at Eason, Graham, and Sandner, Inc. in
Birmingham, Alabama. Over the course of his career Mead has leased,
managed, and developed millions of square feet of retail space.
Mead graduated from the Randolph-Macon College in Ashland,
Virginia where he earned a bachelor’s degree in history and
economics. In 2008, he earned the coveted Certified Commercial
Investment Member (CCIM) designation from the Commercial Real
Estate Investment Institute and is a member of the International
Council of Shopping Centers (ICSC).

Mead Silsbee
Principal & CFO
[205] 410-9456
mead@retailstrategies.com

CONFIDENTIAL
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RETAIL STRATEGIES

Core Management Team and Bios

Lacy serves as President of Retail Strategies. She has been involved in
retail real estate since 2005. Her experience with The Shopping Center
Group and the Dickson County Chamber of Commerce prior to joining
Retail Strategies provides her with the insight to understand the
connections needed from the public and private side of the conversation.
A graduate of Lipscomb University, she earned her double major in
Marketing and Management. Beasley is the ICSC TN Government
Relations Chair and has served on committees with CCIM, EDAA, and
multiple ICSC planning committees. Her articles have been published
in Shopping Centers Today, Site Selection Magazine and AL Retail
Federation.

Lacy Beasley
President
[615] 330-7987
lacy@retailstrategies.com

Lacy has spoken on retail trends and best practices in retail recruitment at
more than 75 events including ICSC, American Association of Retirement
Communities, American Public Power Association, Tennessee Valley
Authority, ElectriCities of NC, Georgia Power, Southeastern Economic
Development Council and state-wide economic development and
municipal associations in AZ, LA, OK, TN, AL, MS, KY and GA.

As Chief Development Officer, Matt Petro works with elected and city
officials to make a positive impact on communities nationwide. His
primary focus is understanding the needs of communities and providing
solutions that help them achieve their goals. Over the course of his
career at Retail Strategies he has served and excelled in numerous
positions on the team, gaining experience in business attraction and
development, market research, marketing, and relationship
management. Matt’s passion to succeed, willingness to help others, and
relentless work ethic brings tremendous value to our team and the
communities we serve.
Matt has been a featured speaker for organizations such as National
League of Cities, the Community Development Institute, and the
Alabama Association of Regional Councils.

Matt Petro
CDO
[205] 427-7030
matt@retailstrategies.com

CONFIDENTIAL

Matt completed his undergraduate work at the University of Alabama
(Roll Tide) receiving a bachelor’s degree in marketing with a
specialization sales. A 2018 recipient of “Rising Stars in Commercial Real
Estate” by the Business Journal, Matt is a licensed Real Estate
Professional and a member of the International Council of Shopping
Centers (ICSC).

19
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Core Management Team and Bios

Scott vonCannon came to Retail Strategies from Nashville, TN with an
extensive background handling economic and community development
marketing initiatives. He brings over 6 years of experience working with
State officials, Economic Developers, Chambers of Commerce, and
municipalities to help promote business growth within Cities, States and
Regions around the Country. Scott graduated from Auburn University
with a bachelor’s degree in Business Administration with a concentration
on Marketing. Scott has been an ICSC member for over 3 years and
serves as the ICSC P3 Retail Private Sector Chair in Alabama. He also
serves on the AL EDAA Retail Committee. Scott is a licensed real estate
professional and has completed working to obtain his CCIM designation.

Scott vonCannon
COO
[205] 482-1347
scott@retailstrategies.com

Scott has presented on retail trends and best practices to over 50
municipal, economic development, chamber of commerce and regional
groups throughout the Southeast. He has worked with numerous
developer, retailers and brokers throughout the Southeast and Sun Belt
region. He and his team has assisted in the recruitment of over 45
retailers to our client markets.

Joe joined Retail Strategies in 2014 with a background in real estate. He
specializes in retail recruitment and focuses on the identification of
companies to fill the product and service gaps within each city’s trade
area. He brings over 9 years of real estate experience to Retail
Strategies. Joe has represented over 60 municipal, economic
development, Chambers of Commerce, and regional groups throughout
the Southeast and Midwest. Joe has worked with numerous developers,
retailers, brokers, and property owners assisting in finding retail tenants
in his territory. He and his team has assisted in the recruitment of over
60 retailers to our client markets and have many more in the pipeline for
2017.

Joe Strauss
Vice President of
Retail Development
[205] 393-3215

Joe graduated from the University of Alabama with a bachelor’s degree
in Finance and a concentration in Real Estate and got into the business
when he was a sophomore at the University. Joe is a licensed real estate
professional and is also working on getting his CCIM designation, which
is a Certified Commercial Investment Member.

jstrauss@retailstrategies.com

CONFIDENTIAL
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RETAIL STRATEGIES

Core Management Team and Bios

Courtney joined the Retail Strategies team in 2019. In her role as Chief
Marketing Officer, she is responsible for overseeing the planning,
development and execution of the company’s marketing initiatives.
Prior to working for Retail Strategies, Courtney worked for Buxton where
she worked with city officials as well as retail and healthcare executives to
help with site selection and real estate growth.
She graduated from Texas Tech University with a degree in Marketing.
She is an avid running and enjoys spending time with her twin daughters.

Courtney Hall
Chief Marketing Officer
[214] 356-9920
chall@retailstrategies.com

As Portfolio Director, Clay serves as the face of the company for Retail
Strategies clients in the Midwest. He began his career with Retail
Strategies in Retail Development where he has assisted retailers in
opening new stores in 12 states and now leverages that deal making
experience to find new opportunities for development and
redevelopment in his client cities. Clay’s experience and contacts within
the industry allows him to strategically identify retail users that will not
only prosper within his engaged cities, but also make them better places
to live.
Clay has a passion for sustainable growth and design and combines those
skills with a deep understanding of the needs of his clients to make
responsible retail growth happen.

Clay Craft
Retail Development Director
[205] 516-3204
ccraft@retailstrategies.com

CONFIDENTIAL

Clay graduated with honors from Auburn University with a Master’s
Degree in Landscape Architecture in 2010. Clay is a licensed Real Estate
Professional and a member of the International Council of Shopping
Centers (ICSC).
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Core Management Team and Bios

Jeff joined Retail Strategies in January 2018 as a Portfolio Director. Jeff
serves as the main point of contact for clients in Alabama, Georgia, and
South Carolina, while working to develop retail and restaurant
development opportunity for our client cities.
Prior to joining Retail Strategies, Jeff was State Director for U.S. Senator
Luther Strange. He managed five state offices while serving as the
Senator’s liaison to all local governments, Chambers of Commerce, and
constituent companies. Jeff also spent four years in Montgomery working
as a Governmental Affairs Manager for Blue Cross and Blue Shield of
Alabama. There he managed legislative and regulatory issues impacting
the company’s operations and customers.

Jeff Sommer

His experience includes political grassroots work for a statewide
campaign and serving Alabama as the Director of Constituent Services for
the Office of Attorney General.

Portfolio Director
205-209-4594
jsommer@retailstrategies.com

Jeff is a 15+ year retail real estate veteran with experience on both the
private and public side. Most recently Jeff worked for the city of Foley
(AL) as the Director of Economic Development.
During his tenure from 2009-2017 he established projects including:
Coastal Alabama Farmers & Fishermen’s Market, T. J. Maxx, Academy
Sports, Hobby Lobby, Shoe Station, Big Lots, Wolf Bay Lodge and
Sports Tourism Facilities projects.
Prior to that he worked in Birmingham for AIG Baker Real Estate where
he developed lease negotiations with national shop and anchor tenants
including: Vestavia City Center, Birmingham, AL, Central Texas Market
Place, Waco, TX; Dullas Town Center, Washington D.C. and The Wharf,
Orange Beach.

Jeff Rouzie
Retail Development Director
[251] 979-7878
jrouzie@retailstrategies.com

CONFIDENTIAL

Before Jeff’s real estate career Jeff Coached Football at the University
of Alabama for 25+ years winning three National Championships.
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Core Management Team and Bios

Ryder Richards
Creative Director
[806] 790-5508

Charlene Capps
Director of Research
[205] 905-5708

Laura Marinos
Marketing Director
[205] 314-0386

Madeline Farr
Marketing Coordinator
[205] 490-2825

Michelle Moultrie
Marketing Coordinator
[205] 314-0398

CONFIDENTIAL

Ryder specializes in design and web development.
Creating marketing, printed matter, social media,
video, and all forms of digital or new media his role
allows for a unique combination of a creativity and
technical wizardry. Yes, that’s right, Ryder just said he
is a wizard.

As a Director of Research for Retail Strategies,
Charlene increases efficiencies by creating
standardized practices. She finds best ways to tell the
story through numbers and data-driven insights that
assist with deal making decisions. She has a strong
analytic background focused on corporate supply chain
that she brings from her past roles at Sam’s Club,
Amazon.com and Milo’s Tea Co.

As the Director of Marketing for Retail Strategies,
Laura specializes in GIS mapping, market research,
market development plans, site submittal marketing
packages, project coordination, event management,
and team operations. Laura also assists in database
management, client communication, advanced
research and the organization of all digital media.

As Marketing Coordinator, Madeline assists in creating
market development plans, site submittal packages, GIS
reports and aerial maps. She interacts directly with several
retail clients and helps in coordinating the efforts of
multiple Retail Specialists producers. She is also
responsible for helping create marketing packages and
other advertising materials for third party property listings.

Michelle brings multiple years of marketing experience
to our team at Retail Strategies. In her role, Michelle
creates marketing materials, GIS reports, aerial maps,
and additional reports to accurately define
opportunities. Michelle’s excellent interpersonal skills
brings value to our clients and allows easy coordination
of efforts internally and externally.
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References & Experience

The City of Newberry, South Carolina
Matt Dewitt
City Manager
mdewitt@cityofnewberry.com
[803] 321-1000 x3647

Town of Summerville, SC
Madelyn Robinson
Assistant Town Administrator
MRobinson@summervillesc.gov
843-851-4208

The City of Peachtree Corners, Georgia
Brian L. Johnson
City Manager
bjohnson@peachtreecornersga.gov
[678] 691-1202

CONFIDENTIAL
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References & Experience
Retail Strategies has a track record of success working with communities of all sizes in the
State of South Carolina. From Top Golf in Myrtle Beach to Starbucks in Newberry, our
efforts and value are displayed by the jobs created and the ribbon cuttings taking place in
our Client Communities.
While we have an abundance of retailers and restaurants to point to in our Client
Communities, we also have just as many irons in the fire that cannot be shared publicly.
Every community we represent in the State has seen a tremendous increase in the amount
of retailers and developers who are looking to enter the market. In addition, there are
more conversations happening with local property owners and brokers bringing everyone
to the table and sharing the vision, opportunity, and potential of the community.
Below is a brief list of retailers who we have helped locate in our Client Communities in
the State of South Carolina.

CONFIDENTIAL
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References & Experience

Newberry, South Carolina
A client since 2016, Newberry, South Carolina
experienced retail development that had been hit and
miss, that was largely left up to local land owners and
developers without a dedicated resource for retail
recruitment on the city staff.
“We knew other small communities had been successful
with retail by partnering with Retail Strategies,” said
Mayor Foster Senn. “We felt like they possessed the
skills, ability and expertise to put a retail economic
development plan into place for us.”

Matt Dewitt
mdewitt@cityofnewberry.com
803.321.1000 x 3647
Start Year: 2016
End Year: Ongoing

“We consider Retail Strategies part of our team – we’re
doing our part in the city and the momentum carries
together. They bring in expertise and talent that can
really help us succeed and attract businesses that our
citizens desire.”

“

They bring in expertise and
talent that can really help us
succeed and attract businesses
that our citizens desire.”
-Mayor Foster Senn

CONFIDENTIAL
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References & Experience

Retail Strategies has an in-depth knowledge of the industry in general. Our
team regularly host webinars with industry professionals to discuss trends,
growth plans, and the future of retail. Further, we produce original content and
resources for our Clients, retailers, and the retail industry.

Industry Leaders
•
•
•

National leader in downtown
revitalization
Direct connections to retailers
& developers
Holistic and hands-on
approach for communities

Industry Involvement

Downtown Strategies is proud
to be a member of Main Street
America and the International
Downtown Association.

This information can all be viewed on our web site:
www.retailstrategies.com

CONFIDENTIAL
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Investment

Per your RFP Request, we have put a pricing structure for a Two-Year Agreement below.

Two-Year Agreement
Total Contract Value

$80,000

Year 1

$35,000

Year 2

$45,000

Within this pricing structure, all of our deliverables, tools, and efforts are included within
the investment.
Should the Client request a special assignment, additional work, and/or additional travel
needs not specifically referenced in the contract, we will prepare written authorization to
be signed by the Client in advance of commencing any additional work.

CONFIDENTIAL
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[205] 314-0386

|

info@retailstrategies.com

2200 Magnolia Ave South, Suite 100 Birmingham, AL
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May 22, 2020
The Retail Coach, LLC
86 Clark Blvd
Tupelo, MS 38804
662-844-2155

Charlie Funderburk
Tega Cay – Retail Consultant RFP Response
7725 Tega Cay Drive
Tega Cay, South Carolina 29708

Proposal for Retail Recruitment and Development Services

Dear Mr. Funderburk,
We are pleased to present the following proposal in response to the City’s request for consultant services for retail
recruitment and development. This proposal will be valid for the next 90 days.
With a national perspective and more than twenty years of experience in over 600 communities, The Retail Coach oﬀers the
expertise, service, and manpower to research, analyze, and develop customized strategies that best position our clients for
retail recruitment and development success. No other consulting firm oﬀers this level of comprehensive support that is
uniquely tailored to the community. Our focus on partnership and tangible retail successes has resulted in ongoing, multiyear relationships with more 90% of our clients.
Charles Parker leads our project team in the southeast, and would be your main point of contact throughout the selection
process and contract. He can be directly contacted at 662-231-9078 or cparker@theretailcoach.net. Charles and I met
recently with our full team to discuss this RFP, Tega Cay’s retail opportunity, and the best approach to help accomplish the
City’s long-term retail goals. Based on our research and current knowledge of the community, we are confident we can be
successful in helping to recruit retailers and developers to Tega Cay.
We have addressed each service outlined in the Request for Proposal in a comprehensive manner.
Additionally, we have added complementary services we feel beneficial, such as our mobile phone/cell phone analysis to
help identify Tega Cay’s Retail Trade Area, developer recruitment, and an online dashboard/interactive mapping application
to help with our marketing and recruitment of the community.
We appreciate the opportunity to submit this proposal and would welcome the opportunity to personally introduce our firm
to you at the appropriate time.
Please feel free to call me with any questions.

Sincerely,

Aaron Farmer
President
The Retail Coach
(662) 231-0608
afarmer@theretailcoach.net

The Retail Coach, LLC

|

TheRetailCoach.net

|

Austin, Texas • Tupelo, Mississippi

|

Established 2000

OUR PROPRIETARY PROCESS

The Retail360® Process:
Moving Beyond Data to Bring
Retailers to Tega Cay
Retail recruitment is a process, not an event.
Through our proprietary Retail360® Process, we
oﬀer a dynamic system of products and services
that enable communities to expand their retail
base and generate additional sales tax revenue.
The Retail360® Process identifies the strengths
and weaknesses of your community to attract
retail and highlights your community’s advantage
over competing cities. Through our multi-phase
approach to recruiting new retailers, we’re able
to help communities build a long-term retail
economic development plan.

Phase 1:
Analyzing
The Market

Phase 8:
Coaching &
Ongoing Support

Phase 2:
Determining
Retail Opportunities

Phase 7:
Local & Existing
Business Support

Phase 3:
Identifying Development /
Redevelopment Opportunities

Phase 6:
Recruiting Retailers
& Developers

Phase 4:
Identifying Retailers &
Developers for Recruitment

Phase 5:
Marketing &
Branding

Market-Based Solutions

On-The-Ground Analysis

Retail Action Plan

We understand that no two
communities are the same, and
that each one has its own unique
set of development and/or
redevelopment needs. Therefore,
we work with our clients to
determine those needs
and to oﬀer custom, tailored
solutions. Our strategies are
data-driven and verified through
our comprehensive Retail360®
Process.

Just as each client has their own
set of needs, we know that each
client has a unique position in the
marketplace as it competes to
recruit new retailers. We spend
time in your community with
leaders and stakeholders, which
enables us to determine your
market position and identify
retailers that fit your community.

We analyze, recommend, and
execute aggressive strategies for
pursuing the ideal retailers, as
well as coaching our clients
through the recruitment and
development process. This
partnership typically produces the
best results when, together, we
derive short-term and long-term
strategies based on market data
and opportunities.
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Scope Of Work & Deliverables
Comprehensive Retail Recruitment & Development Plan

1. Market Analysis
-

Custom Retail Trade Area Determination (using mobile location data)

-

Retail Trade Area Demographic Profile

-

Retail Trade Area Psychographic Profile (lifestyle segments & consumer behavior)

-

Demographic Profile - City and Key Areas of Focus

-

Drive Time Delineated Trade Area Demographics

-

Competing Communities Analysis

-

Workplace Population Profile

-

Discussions with Key Community and Business Stakeholders

2. Determining Retail Opportunities
-

Retail Gap Analysis

-

Submarket Analysis Highlighting Key Areas of Focus

-

Consumer Propensity Report

-

Peer Community Review

-

Visitor Impact Analysis for Top Destinations

3. Identifying Development & Redevelopment
Opportunities
-

Analysis of up to Ten (10) Development/Redevelopment Sites

-

Up to Fifteen (15) Retail Site Profiles for Available or
Developable Retail Sites

4. Identifying Retailers & Developers for Recruitment
-

Target list of up to Thirty-five (35) Retailers, Restaurants, and Developers

Continued on next page
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Scope Of Work & Deliverables (Cont.)
Comprehensive Retail Recruitment & Development Plan

5. Marketing & Branding
-

Retail Market Profile

-

Retail Market Flyer

-

Up to Thirty-five (35) Customized Retailer Feasibility Packages

-

Developer Opportunity Package

-

Online Retail Data Dashboard (Retail360 website)

-

Interactive Available Site Mapping

6. Recruiting Retailers & Developers
-

Execution of Retail Recruitment Plan

-

Direct Contact/Collaboration with Local Officials, Property Owners,
Real Estate Brokers and other Stakeholders

-

Retailer & Developer Recruitment Status Dashboard

-

Monthly Recruitment Updates

7. Local & Existing Businesses Support
-

Existing Business Educational Workshop

-

Access to Trade Area Reporting for Existing Businesses

8. Ongoing Retail Recruitment Coaching
-

Ongoing Coaching & Support from The Retail Coach Team

-

Representation of the City at Regional and National Retail Industry Events
including ICSC Recon in Las Vegas, ICSC Carolinas, & ICSC Southeast

-

Additional economic development and GIS services as needed and mutually
agreed upon
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Scope of Work & Deliverables

Analyzing The Market
The Retail Coach will perform extensive market research and analysis to evaluate the area and the Tega Cay community.
This “macro” to “micro” approach enables The Retail Coach to analyze competitive and economic forces that may impact
the community’s retail recruitment and development plan. The Retail Coach will gather market-specific data to assist in
identifying Retail Trade Area boundaries, potential consumer bases, community issues and opportunities.

Competing Community Analysis
A community must have a clear understanding of the
It is important to monitor what is occurring in area
communities from a retail economic development
prospective. What are their advantages and/or
challenges? Are they experiencing positive or negative
growth? What are their current retail oﬀerings?

competitive nature of retail recruitment. Before
analyzing the Tega Cay community, The Retail Coach
will look at competing communities to identify a
competitive advantage, via economic and market
forces, that have a direct impact on retail recruitment
and development in Tega Cay.

Retail Competition:
Tega Cay has a high degree of retail
leakage to surrounding retail
developments and malls.
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Scope of Work & Deliverables

Analyzing The Market
Custom & Drive-Time Delineated
Retail Trade Areas

We utilize retail trade area data when communicating

The Retail Trade Area is the geographical area from
which the community’s retailers derive a majority of
their business. It is the foundational piece of the retail
plan and its accuracy is critical.

coming into the community. The Retail Coach will

with retailers and developers to ensure that the
community fully leverages the amount of shoppers
hand draw retail trade areas for Tega Cay based on
cell phone/GPS data from shoppers as well as
provide drive time delineated trade areas to support
the on-the-ground analysis.

To best confirm a community’s Retail Trade Area, we will execute the following strategic steps:
Mobile Data for Location Decisions
The Retail Coach will utilize mobile location technology
that analyzes location and behavioral data collected from
mobile devices to determine consumer visits to Tega Cay.
This high-confidence data is used to verify Retail Trade
Areas and validate retail site selection decisions.

Retail Trade Area Mapping
The Retail Coach will delineate a boundary map of the
Retail Trade Area utilizing the mobile data collected.

Walmart Supercenter - Top 85% of Consumer Traffic (Mobile Location Data)
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Scope of Work & Deliverables

Analyzing The Market

Demographic Profiling
A community must be able to instantaneously provide
information and data sets sought by retailers during the site
selection and site evaluation process. The data must be
accurate, current, and readily available.

The Retail Coach will create comprehensive 2010
Census, 2020, and 2025 demographic profiles for
the Retail Trade Area and Tega Cay community. The
profile includes population and projected population
growth, ethnicities, average and median household
incomes, median age, households and household
growth, and educational attainment.

Psychographic Profiling
As retail site selection has evolved from an art to a science,
psychographic lifestyle segmentation has become an
essential element of retailers’ preferred location criteria.
Understanding a consumer’s propensity to purchase certain
retail goods and services—as well as specific retail brands—
is valuable to national, regional, and independent retailers.
Knowing the retail sectors and products that consumers
demand removes a great deal of risk for an independent
business.

Based on the market segmentation system developed
by ESRI, The Retail Coach will develop a Tapestry
Segmentation Profile of the households in the Retail
Trade Area. This is done by using the most advanced
socioeconomic and demographic data to measure
consumer attitudes, values, lifestyles, and purchasing
behaviors, to understand the sectors and brands of
retailers that may be of interest.

Stakeholder Discussions
Buy-in from key community leaders and stakeholders is
crucial to the retail plan. Our belief is that. “if they are not in
on it and up on it — they may be down on it.” One of our first
meetings will be with independent businesses who may see
our work as threatening.

The Retail Coach will obtain plan buy-in from public
and private stakeholders through a series of
individual and group meetings. Stakeholders may
include City staﬀ and representatives, community
leaders, real estate brokers, retail developers, property
owners, and owners of independent businesses.
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Scope of Work & Deliverables

Determining Retail Opportunities
Retail Gap Analysis
A community is able to quantify its retail demand through a
Retail Gap Analysis, which provides a summary of the
primary spending gaps — or opportunities — for 68 retail
sectors. The analysis is ultimately used to identify
recruitment targets for the community.

The Retail Coach will determine the level of retail

The Retail Gap Analysis will:

leakage, where Tega Cay consumers are traveling

•

•

Identify retail sales surpluses and leakages for more
than 68 retail sectors.
Distinguish retail sectors with the highest prospect for
success, and quantify their retail potential.

demand for the designated Retail Trade Area. The
analysis computes the retail potential of the Retail
Trade Area and then compares it to estimated actual
sales in the community. The diﬀerence is either a
outside the community to purchase certain retail goods
and services; or a surplus, where consumers are
traveling from outside to Tega Cay to purchase certain
retail goods and services.
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Scope of Work & Deliverables

Determining Retail Opportunities
Submarket Analysis
Every community has multiple retail submarkets. Having a
strong understanding of your community’s new
developments and commercial components of mixed-use
projects is vital to overall retail recruitment success.

The Retail Coach will provide a Submarket Analysis
highlighting key areas of focus for retail growth,
development, or redevelopment.
The primary goal will focus on recruiting a mix of
new retail and restaurants that are a specific local fit
for major development projects - such as the
sportsplex anchored development between
Stonecrest and Dam Roads.
A secondary goal will focus on the 160 Corridor and
the new development/infill of national & regional
brands. With existing development - such as the
former Earth Fare location - already in place, it is
important for a proactive approach to ensure Tega
Cay remains in front of the most desirable brands in
these sectors.

Consumer Propensity Review
Peer Community Review
Visitor Impact Review
Understanding consumer behavior is paramount to
determining what the true opportunity for retail is. By
evaluating how the trade area spends retail dollars in Tega
Cay and similar communities, we can evaluate the best
potential fit for new businesses.

The Retail Coach execute a series of reviews on the
consumers in Tega Cay and similar markets. The
reviews will explore how the local trade area compares
to other markets and the national average, which retail
types and brands are prevalent in other target markets,
and the impacts of consumers that live beyond Tega
Cay’s city limits.
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Scope of Work & Deliverables

Identifying Development &
Redevelopment Opportunities
Identifying and Marketing
Vacancies & Development Sites

The Retail Coach will identify priority retail vacancies
and development/redevelopment sites to market.

Retailers are interested not only in the market data on
your community, but also in evaluating all available
property vacancies and sites that fit their location
preferences. A community must create and maintain a
database of prime available properties along with
accurate and current marketing information. Successful
retail recruitment begins to happen with the introduction
of available sites.

Factors influencing site selection for priority sites will
include:
•
•
•
•

•
•
•
•
•

Existing market conditions
Retail Trade Area population
Traﬃc counts and traﬃc patterns
Site-line visibility from primary & secondary traﬃc
arteries
Ingress/regress
Adequate parking
Site characteristics
Topography
Proximity to retail clusters

Retail Site Profiles
A critical step in attracting retail is providing accurate
and current information on each identified vacancy and
site.

The Retail Coach will create a Retail Site Profile for
each identified vacancy and site with current sitespecific information, including:
•
•
•
•

In-line Retail Space & Pad Sites Available

In-line & Pad Sites in New Walmart Development

2873 Service Road | Ceres, CA 95351

•

In-line retail space available in new Walmart
development breaking ground in 2020.

•
Property Features

•

๏ Direct access from Highway 99 with more than

Location
Aerial photographs
Site plan
Demographic profile
Property size and dimensions
Traﬃc count
Appropriate contact information

104,000 vehicles per day

๏ Adjacent to regional Ceres Gateway development
(in development)

๏ High visibility and accessibility from Highway 99,
Mitchell Rd, and Service Rd

Retail Pads & Shop Spaces Available

Ceres Gateway Center

Highway 99 & Mitchell Road | Ceres, CA

New mixed-use development including retail, hotels,
restaurants and office space being developed on
Highway 99 and Mitchell Road in Ceres, California.

Site Demographics

Austin Farmer
Project Director | The Retail Coach, LLC

Steve Hallam
Economic Development Manager | City of Ceres, CA

(817) 845-4220 | austin.farmer@theretailcoach.net

(209) 222-7891 | Steve.Hallam@ci.ceres.ca.us

PO Box 7272 | Tupelo, MS 38802
800.851.0962 | theretailcoach.net

5 mile Features
Property

Trade Area

1 mile

3 mile

Est.
Population

250,049

6,261

61,280

138,901
๏ Proposed Super Walmart across street - Bldg
permits issued Feb. 2019

Avg. HH
Income

$76,143

$64,718

$76,939

$74,229
๏ Mitchell Road interchange access with new
interchange planned at Service Road.

๏
๏
๏
๏

100,000 VPD

1,100 linear feet of Highway 99 frontage

The information contained herein was obtained from sources believed to be reliable, however, The Retail Coach, LLC makes no guarantees, warranties or representations as to the completeness or
accuracy thereof. The presentation of this property is submitted subject to errors, omissions, changes of price or conditions, prior sale or lease or withdrawn without notice.

85’ freeway pylon sign planned
New signalized entry into project on Mitchell Road
High traffic counts on Hwy 99 with great
positioning between south Modesto and Turlock

Demographics
94,000 VPD

Austin Farmer
Project Director | The Retail Coach, LLC
(817) 845-4220 | austin.farmer@theretailcoach.net

Steve Hallam
Economic Development Manager | City of Ceres, CA
(209) 222-7891 | Steve.Hallam@ci.ceres.ca.us

PO Box 7272 | Tupelo, MS 38802
800.851.0962 | theretailcoach.net

Trade Area

3 mile

5 mile

10 mile

Est.
Population

250,049

57,541

129,512

416,058

Avg. HH
Income

$76,143

$73,590

$71,472

$79,573

The information contained herein was obtained from sources believed to be reliable, however, The Retail Coach, LLC makes no guarantees, warranties or representations as to the completeness or
accuracy thereof. The presentation of this property is submitted subject to errors, omissions, changes of price or conditions, prior sale or lease or withdrawn without notice.
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Scope of Work & Deliverables

Identifying Retailers &
Developers for Recruitment
The Retail Coach has been successful in recruiting leading retail brands to our client communities for more than 18
years. Our process is driven by providing accurate and current data sets, as well as site-specific information to
retailers that “fit” the community.

Identifying Potential Retailers
The Retail Coach will target national and regional retail
brands that are a good “fit” for the community. This
means that the Retail Trade Area population, disposable
incomes, consumer spending habits, and education
levels meet the retailers’ ideal location criteria.

The Retail Coach will develop and review a master
list of potential retailers with Tega Cay staﬀ and work
together to prepare a final target list of retailers for
recruitment. This list will include retailers from TRC’s
analysis as well as new retail/restaurant concepts or
regional retailers and restaurants that may be a good
fit for the community.

Identifying Potential Developers
Much of our recruitment success comes from
establishing a network of regional and national retail
developers over the past 18 years. Developer
networking and recruitment have become key
components in a community’s retail recruitment and
development/redevelopment success. If a higher-tier
retailer were to express interest in a community, and
there was not suﬃcient ready-to-lease properties
matching their needs and brand requirements, a
developer must be identified to build the interested
retailer a suitable property.

The Retail Coach will use its network to identify retail
real estate developers active in Tega Cay and the
region for recruitment. We will also work with Tega
Cay staﬀ to contact and build relationships with
developers active in the region.

RETAILER MATCH LIST
Laramie, Wyoming
Prepared for
City of Laramie
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Scope of Work & Deliverables

Marketing & Branding
Retail Market Profile
To attract targeted retailers, the most critical step is to
provide accurate and current community data and sitespecific information on available vacancies and sites. It
is important that this marketing information positively
reflects the community’s attributes and brand to
corporate site selectors, real estate brokers, and
developers, because it is essential in making initial
decisions about locating in the community.

The Retail Coach will develop a Retail Market Profile
tailored to the specific needs of targeted retailers’
essential site selection and location criteria for Tega
Cay. The profile serves as a community introduction,
and includes:
•
•
•
•
•

Retailer-Specific
Feasibility Packages

The Retail Coach will create Retailer-Specific

Unlike the more general Retail Market Profile, a Retailer
Feasibility Package is developed to send specifically to
the real estate department or broker for individual
retailers.

Feasibility Packages to address essential location
criteria. These feasibility packages include:
•
•
•
•
•
•
•

Retail Market Profile
Wood Dale, Illinois

•
•
•
•
•
•

Retail Trade Area
Population
2020

Bachelors Degree
Associate Degree

Community Overview
Retail Site Profiles
Location Map
Retail Trade Area Map
Existing Retailer Aerial Map
Retailer Location Map
Retail Trade Area Demographic Profile Summary
Retail Gap Analysis Summary Table
Retail Trade Area Psychographic Profile
Retail Trade Area Demographic Profile
Community Demographic Profile
Area Traﬃc Generators
Appropriate logo and contact information

Age
81,655

0 - 9 Years
10 - 17 Years

Educational Attainment (%)
Graduate or Professional
Degree

Retail Trade Area Map
Location Map
Traﬃc Count Map
Demographic Profile Summary
Appropriate logo and contact information

11.50%
9.59%

18 - 24 Years

7.78%

25 - 34 Years

12.60%

18.6%

35 - 44 Years

13.86%

9.2%

7.6%

45 - 54 Years

12.72%

Some College

21.3%

55 - 64 Years

13.70%

High School Graduate (GED)

29.3%

65 and Older

18.25%

Some High School, No
Degree

6.4%

Median Age

41.14

Less than 9th Grade

7.4%

Average Age

41.18

Income

Race Distribution (%)
White

76.31%

Average HH

$99,665

Black/African American

2.33%

Median HH

$80,508

American Indian/Alaskan

0.47%

Per Capita

$37,025

Asian

7.30%

Native Hawaiian/Islander
Other Race
Two or More Races
Hispanic

0.01%
11.21%

Ed Cage, AICP
City of Wood Dale
Community Development Director
404 N Wood Dale Rd
Wood Dale, Illinois 60191
Phone 630.787.3738
ecage@wooddale.com
www.wooddale.com
Aaron Farmer
The Retail Coach, LLC
President
Office 662.844.2155
Cell
662.231.0608
AFarmer@theretailcoach.net
www.TheRetailCoach.net

2.38%
28.44%

PO Box 7272 | Tupelo, MS 38802 | 800.851.0962 | theretailcoach.net
The information contained herein was obtained from sources believed to be reliable, however, The Retail Coach, LLC makes no guarantees, warranties or representations as to the completeness or accuracy thereof.
The presentation of this property is submitted subject to errors, omissions, changes of price or conditions, prior sale or lease or withdrawn without notice.
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Scope of Work & Deliverables

Marketing & Branding (Cont.)
Developer Opportunity Package
Our team creates a Developer Opportunity Package to
send specifically to retail developers active in the
community and/or region to spark their interest in retail
opportunities.

The Retail Coach will create a Developer Opportunity
Package to highlight development/redevelopment
opportunities in Tega Cay. This will include:
•
•
•
•
•
•
•
•
•
•
•
•
•

Online Retail Dashboard
Being able to quickly and easily access and share retail
opportunity information greatly increases a community’s
opportunity for success. To assist with this, we develop
a custom online retail dashboard that can be accessed
online anytime through a branded Retail360® link.

Interactive Site Mapping
Retail site selectors do much of their research while in
hotel rooms and in airports, so a visual GIS platform that
streamlines data and sites into one interactive and
centralized location is a powerful tool.

Community Overview & Location Map
Retail Trade Area & Demographic Trends
Aerial Imagery & Traﬃc Counts
Site-line visibility from major and secondary
traﬃc arteries
Ingress/egress for primary and secondary traﬃc
arteries
Median cuts or possibilities
Traﬃc signal existence or possibilities
Site characteristics and topography
Area Retail & Zoning
Residential clustering and support
Proximity to “anchor” retailers
Top Employers & Workplace Population
Potential retail tenants

The Retail Coach will create a Retail360® Retail
Dashboard for Tega Cay, which will be available for
visual presentation and easy downloading of all data
sets and marketing information. With a few clicks,
retailers, brokers and developers can learn about your
community’s retail potential like never before.

The Retail Coach will develop a concise, easy-toaccess, interactive site mapping platform for Tega
Cay, along with the preloaded prime vacancies and
development/redevelopment sites that we will be
marketing. Data can be presented by demographic,
socioeconomic, psychographic, and retail spending
layers that are detailed down to the block level, to
meet the needs of each individual user — whether they
be a retailer, developer, or even a local entrepreneur.
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Scope of Work & Deliverables

Recruiting Retailers
& Developers
Recruitment of Retailers
The Retail Coach is the first national retail recruitment
firm to introduce retailer and developer recruitment
specifically for communities. Eighteen years and 500
projects later, the recruitment of retailers remains one of
the primary metrics of success. Today, our experience
has proven that a community must move beyond just
gathering data sets, and proactively recruit retail.

The Retail Coach will actively recruit retailers on
Tega Cay's behalf. Our retailer recruitment process
includes:
1. Introductory emails and retail market profile are
sent to each targeted retailer.
2. Personal phone calls are placed to measure
interest level.
3. Personal emails and retailer feasibility packages
are sent to each targeted retailer.
4. Personal emails and retail site profiles for prime
vacancies are sent to the appropriate targeted
retailers.
5. Personal emails are sent to inform targeted
retailers of significant market changes.
6. Personal emails are sent to decision markers
once per quarter to continue seeking responses
regarding their interest level in the community.
7. A retailer status report is provided with each
retailer’s complete contact information and
comments resulting from recruitment activities.

Recruitment of Developers
Much of our recruitment success comes from having
established a network of national retail developers over
the past 18 years. Oftentimes, a retailer may have
interest in a community, only to find that suitable “for
lease” properties do not exist.

Retail Conferences
We help communities connect with retailers and
developers at retail conferences such as the annual
ICSC Recon Conference and other regional events.

The Retail Coach will actively recruit developers on
Tega Cay's behalf. Our developer recruitment process
includes:
1. Introductory emails and opportunity packages
are sent to developers.
2. Personal telephone calls are placed to measure
interest level.
3. Personal emails are sent to inform developers of
the status of interested retailers, and any
significant market changes.
4. A developer status report is provided with each
developer’s complete contact information and
comments resulting from recruitment activities.

The Retail Coach will assist in marketing Tega Cay,
and its vacancies and sites, to retailers, developers,
and brokers at retail industry conferences.
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Scope of Work & Deliverables

Ongoing Retail Coaching
Retail Coaching
We partner with communities on a long-term basis and
are available when clients have questions, new ideas,
or need access to GIS mapping and current data
statistics. We are also available if clients need to
brainstorm opportunities as the community grows and
develops.

The Retail Coach will provide ongoing coaching and
support for retail recruitment activities for Tega Cay.
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Qualifications & Experience

Your Retail Partner
We are a national retail consulting, market
research, and development firm. Our experience
combines strategy, technology, and creative
marketing to execute high-impact retail recruitment
and development strategies for local governments,
chambers of commerce, and economic
development organizations.
Since 2000, we have provided the research,
relationships, and strategies needed to drive new
retail developments in communities across the
United States.

PROVEN RESULTS

3.5+ million

Square feet of new retail space
recruited to client communities
in the past five years

$600 million

Additional sales tax dollars
generated in client communities
in the past five years

450+

Communities throughout the United States
have trusted The Retail Coach with their
retail recruitment efforts
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Qualifications & Experience

Experts You Can Trust
Our team has more than 50 years of combined experience
in retail recruitment and development. We pride ourselves
on being consultants and not brokers. We only do what is in
the best interest of our client communities and their future
retail growth.

OUR TEAM OF RETAIL
RECRUITMENT EXPERTS:

Retail Recruitment
Experts You Can Trust

• 50+ years of retail recruitment and
development experience.
• We are consultants, not brokers.
We have no conflicts of interest
and will do what is best for the
long-term growth of your
community.
• Member of the most exclusive
retail professional network - CCIM.

Kelly Cofer, CCIM
Founder & CEO

Aaron Farmer
President

Charles Parker
Project Director

Retailers Recruited to
Client Communities

Caroline Hearnsberger Matthew Lautensack
Cary Everitt
Retail Recruitment Director of Research
Retail Recruitment
Specialist
& Development
Specialist

And Hundreds More…

Nancy Dees
Finance Director

Kyle Cofer
Project Manager

Katie Zuniga
Marketing
Manager
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Proposed Personnel

Your Project Team

Project Lead

Charles brings more than seven years of experience in the fields of economic research
and entrepreneurship to The Retail Coach. As Project Director, Charles oversees the
retail recruitment process and leads his team to promote economic development in client
communities. In this role, he works closely with local oﬃcials as well as retail site
selectors, brokers, and developers.
Prior to joining The Retail Coach, Charles served as Research Coordinator at Mississippi
State University where he developed and executed research exploring economic impacts
of tourism and outdoor recreation on municipalities. His work with local economies
provides Charles with a unique understanding of the challenges communities face when
trying to grow.

Charles Parker
Project Director

Kelly Cofer,
CCIM
Founder & CEO

Aaron Farmer
President

The McKinney, Texas native holds a Bachelor of Science degree from Mississippi State
University, where he continued on to earn his Master of Business Administration and
Master of Science degrees. An entrepreneur himself, Charles has a passion for growing
businesses. Outside of his time at The Retail Coach, he works as a mentor for start-up
companies advancing through University-sponsored incubator processes. Charles is an
active member of the International Council of Shopping Centers, and is a frequent
speaker at conferences, municipal leagues, and economic organizations.

C. Kelly Cofer leads The Retail Coach with more than 25 years of experience in all
aspects of retail real estate and economic development. Mr. Cofer’s professional
background encompasses market research and site selection, advisory and leasing
services, and property brokerage and development for leading national and regional
retailers and restaurants in more than 150 cities throughout the United States. Mr. Cofer
has earned the prestigious Certified Commercial Investment Member (CCIM) designation
from the Chicago-based Commercial Investment Real Estate Institute and attended the
Economic Development Institute at the University of Oklahoma. He holds a Bachelor of
Science degree from Texas A&M University in College Station.

With a degree in Marketing from The Mays Business School at Texas A&M University in
College Station and an MBA from Texas A&M University – Commerce, Aaron brings to
The Retail Coach knowledge of the most current research on retail and marketing trends.
Prior to joining The Retail Coach, Aaron was employed in marketing research and retail
development where he worked on projects for some of America’s leading retailers and
restaurants including FedEx, Kinkos, Sally Beauty Supply, Adidas, Concentra and the
National American Association of Subway Franchises (NAASF). Mr. Farmer’s expertise
touches each step of a project from the initial trade area determination to the actual
recruitment of retailers. Aaron is a sought after speaker for industry organizations
throughout the country.
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Proposed Personnel

Your Project Team
With a Masters in Public Policy and Administration combined with almost 10 years in
upper administration and project management, Caroline brings client oriented expertise
to The Retail Coach. As the former experience as Director of International Services at
Mississippi State University, she managed various international projects bringing a
broader approach to The Retail Coach retail economic development recruitment
methods.

Caroline
Hearnsberger
Retail Recruitment
Specialist

Cary Everitt
Retail Recruitment
Specialist

Matthew
Lautensack
Director of Research
& Development

Caroline loves learning about each new client and tailoring her recruitment and
development strategies to fit those unique profiles. In the Recruitment Specialist role with
The Retail Coach, Caroline is primarily responsible for spearheading the firm’s retail
recruitment nationwide. When not actively sourcing development opportunities for our
clients, Caroline stays busy as a mom of two very active little girls with big personalities.

Cary joined The Retail Coach as an addition to the retail recruitment team. He comes
from a background of almost 9 years in healthcare and retail management helping him
gain exceptional relationship building skills and education in business development
strategies. He is currently in the process of obtaining his Texas real estate license in order
to expand his knowledge in the field, allowing him to oﬀer the best guidance and
assistance to all current and future clients alike. The main focus for Cary at The Retail
Coach is to identify and recruit interested restaurants and retailers to client communities
contributing to market growth and expansion.

New York native, Matthew Lautensack, brings a specialization in critical theory and
technology integration to The Retail Coach team. A philosopher and self-taught
programmer, Matthew is eﬃcient in user experience, digital platform design, e-commerce,
automation, digital advertising, GIS, and is a tremendous asset to our staﬀ. During his
tenure at The Retail Coach, he has brought eﬃciency to the operational processes,
through automation, streamlining, and systematizing internal workflows. He was also the
principal developer on a number of new products and services we are oﬀering today.
Prior to joining The Retail Coach, Matthew was the Director of Information Technology at
a natural soap company based out of upstate New York.

The Retail Coach is frequently invited to speak or instruct at numerous economic
development conference and events each year, including:
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Past Clients & References

Cody Gibson
Economic Development Specialist
City of Gastonia, North Carolina
codyg@cityofgastonia.com
980-677-2073

Suzi Sale
Economic Development Director
City of Camden, South Carolina
ssale@camdensc.org
803-420-7882

Cathy Scott
Executive Director
Halifax County EDC, North Carolina
cathyscott@halifaxdevelopment.com
252-519-2630
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WHAT OTHERS SAY ABOUT THE RETAIL COACH

Client Testimonials
“As a customer of The Retail Coach I have witnessed first-hand success with Aaron Farmer and his
skilled team. The staff at The Retail Coach deliver the knowledge, skill, and rapport necessary to
recruit retail into regions seeking progression, all while taking the difficulty away from the
municipalities. They are a strong catalyst in retail expansion for any community that is looking for
increased economic growth.”
Sean Overeynder
City Manager/Economic Development Director
City of Lamesa, Texas

“Thank you for Gallatin's partnership with The Retail Coach. Charles Parker and his team have been
very beneficial in helping my development find retail tenants. We have currently signed [multiple new
brands] with their help and guidance.”
Brad Jolly
Private Developer
Gallatin, Tennessee

“United Supermarkets showed interest in Brownwood directly through the efforts of the consulting
firm The Retail Coach which was hired by the City, Chamber and Brownwood Economic Development
Corporation in 2010. Aaron Farmer of The Retail Coach initiated the idea of a location in Brownwood
with United.”
Mayor Stephen Haynes
City of Brownwood, Texas

“The location of Sprouts Farmers Market was a direct result of meetings coordinated by The Retail
Coach between our community and site selectors at ICSC/Recon.”
Warren Unsicker, CEcD
Previous Vice President, Economic Development Broken Arrow Economic Development Corporation
Currently Director of Economic Development, Farmington, New Mexico

“For years I researched firms to help me with retail development and The Retail Coach continued to
surface as the best choice provider. Over and over again I heard about their ‘service after the sale.’ This
was important. You see a lot of firms can run data and put together fancy reports. What allows The
Retail Coach to stand out is their coaching. A tool is useless unless someone ‘coaches’ you on the best
way to utilize it. When you hire The Retail Coach you are not just buying data, you are hiring a coach to
help you with your retail development needs. I highly recommend them to any community seeking to
effectively recruit retail development.”
Dave Quinn, CEcD, Executive Director
Previously Frisco Economic Development Corporation
Currently Day One Partners
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PROJECT EXPECTATIONS

Project Pricing
Comprehensive Retail Recruitment &
Development Plan - 24 Months
Includes:

1

•

Analyzing the Tega Cay Retail Market

•

Updated Data Reports For 2021, as released

•

Determining Retail Opportunities

•

Identifying Development and Redevelopment Opportunities

•

Identifying Retailers and Developers for Recruitment

•

Marketing and Branding

•

Actively Recruiting Retailers and Developers

•

Ongoing Retail Recruitment

$65,000
Plus up to $5,000 in
reimbursable expenses

Work Fees
The total fee for completion of this work is $65,000 payable in four installments:
a) $20,000 upon execution of the agreement;
b) $15,000 at 6 months following execution of contract;
c) $15,000 at 12 months following execution of contract;
d) $15,000 at 18 months following execution of contract;
If Tega Cay elects to extend the agreement, the additional fee shall be $30,000 for each additional 12 month period
of data updates, recruitment and coaching. Work fees are payable within 30 days of receiving invoice.
Reimbursable Project Expenses
It is estimated that reimbursable expenses will not exceed $5,000, making the not-to-exceed price for the project
$70,000 for the two year agreement.
Reimbursable expenses include:
a) All travel costs;
b) Cost of special renderings and maps, if any;
c) Cost of copies for reports and maps/drawings; and
d) Cost of shipping expenses, if any.
Project expenses are payable within 30 days after receipt of the expense invoice.
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PROJECT EXPECTATIONS

Project Timeline

Upon Signing
Agreement

30-45 Days
from Kickoff

60 Days
from Kickoff

90 Days
from Kickoff

Kickoff

Research

Analysis

Marketing

120 Days through
Remainder of Agreement

12 Months
from Kickoff

24 Months
from Kickoff

Recruitment

2021 Data Update

Contract Extension

REPORTING

COMMUNITY TRIPS

PROJECT TIMELINE

The Retail Coach will provide
written or electronic project
updates on a bi-monthly basis.

The Retail Coach team will make
at least six (6) site visits to
Tega Cay during the project.

The Retail Coach is available to
begin work immediately upon
agreement of terms with a project
duration of 24 months.

CHARLOTTE PROXIMITY
The Retail Coach has ongoing relationships
with several communities within travel
distance of the Charlotte Metro Area. As a
result, our team spends a considerable
amount of time in the region. The proximity
to other client communities will help ensure
that our team will be visible in Tega Cay
above and beyond the contracted amount,
as well as assist with minimizing travel costs.
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Proposal Addendum

COVID-19 Foot Traffic Impacts

During the novel coronavirus outbreak in early 2020 - and the resulting shutdowns of many retailers and
restaurants across the country - The Retail Coach had many client communities searching for ways to quantify
impact locally. Our team came together to create a new way to leverage our data tools to provide needed
insights for our clients during this difficult time.
Compiling data into client-tailored information that are uniquely designed to meet the community’s needs help
assure our clients that they are receiving the latest and best information for their retail recruitment efforts — all
with personal service and coaching guidance that continues beyond the initial project scope and timeline. We
have included this Addendum as an example of the level of service we offer our clients and those communities
that have joined The Retail Coach “team”.
COVID-19 continues to radically impact the future of our world, especially foot traffic to major and minor retail
sectors. The information over the next few pages covers weekly visitation estimate as well as year-over-year
estimates of foot traffic for major shopping destinations around the Tega Cay area. The goal of this data is to
better understand how local businesses are affected, as well as those major shopping districts that many of
the Tega Cay residents travel to outside the City. Combining this data with impact data from strategic partners
can help in data driven decision making processes going forward.
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Charlie Funderburk
Tega Cay – Retail Consultant RFP Response
7725 Tega Cay Dr.
Tega Cay, SC 29708
Thank you for allowing Buxton the opportunity to respond to the City of Tega Cay, SC’s Request for
Proposal. Our proposal – valid for 90 days – demonstrates our ability to offer the City of Tega Cay, SC
(“Tega Cay”) a comprehensive solution that will improve both the efficiency and effectiveness of your
community’s retail development efforts. As outlined in our solution, we will assist you in preparing and
implementing retail recruitment strategies to maximize the retail and restaurant potential for Tega Cay
while providing business retention tools, analytics, and customizable reports.
Since our founding in 1994, Buxton Company (“Buxton”), a Texas corporation located on 2651 South
Polaris Drive, Fort Worth, TX 76137, has been a leading force in retail site selection and development. We
are recognized for creating solutions that provide results. Buxton began as a service to help retailers
make informed site selection decisions by understanding their customers and precisely determining their
markets. Buxton soon realized that the company’s expertise in retail site and market analysis could also
be leveraged to benefit communities desiring retail expansion. In 2002, our public sector division was
launched.
Buxton’s approach to retail recruitment is unparalleled in the industry as we are not commercial real
estate brokers. Buxton is a true third-party, unbiased market research firm that specializes in retail
development. Our proprietary retailer match process leverages our two decades of site selection and
predictive analytics experience for thousands of retailers. Buxton’s team of retail experts identifies the
right retailers for you to recruit and then acts as a partner to you throughout the implementation phase.
This approach is a key component of our clients’ success. Rather than outsourcing the brokering process
and circumventing local brokerage networks, we empower our clients with the validation they need to
present a convincing case to retailers.
We have a demonstrated record of delivering high quality, reliable solutions with an unparalleled level
of support and service. All of us at Buxton are confident that we are the company that can provide the
solution that will meet Tega Cay’s needs. Our company telephone number is 817.332.3681, and we
would be happy to answer any questions you may have.
Thank you again for your consideration and we look forward to working with you.
Sincerely,

David Glover, Chief Financial Officer
Authorized Representative
2651 South Polaris Drive
Fort Worth, Texas 76137
(e) dglover@buxtonco.com
(p) 817.332.3681
(f) 817.332.3686

Kim Norcross, Director of Sales
Primary Point of Contact
2651 South Polaris Drive
Fort Worth, Texas 76137
(e) knorcross@buxtonco.com
(p) 817.332.3681
(f) 817.332.3686
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EXPERIENCE OF FIRM
Experience in Preparing Retail Plans to Address the Needs of the City
With 800+ public sector clients nationwide and 40+ million square feet of retail space recruited, Buxton
has extensive experience working with city governments. The following case studies highlight how our
retail recruitment solution has benefited communities by addressing their unique needs and objectives.
Lamar, CO
The City of Lamar (population 7,700) serves as the industrial and retail center for the southeastern region
of Colorado. Located in the midst of the fertile Arkansas River Valley, the surrounding agricultural
landscape features wide-open spaces with panoramic views of irrigated corn and alfalfa fields, as well
as dryland wheat fields. Due to a declining economy in the City over the last 10-15 years, Lamar’s
Community Development Manager Angie Cue sought an economic development partner to help
Lamar climb out of that recession, bring businesses to town, and help existing businesses. What Lamar’s
leaders appreciate the most from the partnership is Buxton’s ability to relate to Lamar as a small
community, Buxton’s one-stop-shop retail recruitment package, and the firm’s outstanding customer
service. “They have related to us as a small community and they’ve worked with other small
communities before so it’s nice that we’re not the only ones,” says Cue. “It’s not just the big box stores
in the big cities. We are a small, very rural community that has a different set of needs.” Buxton
conducted multiple retail assessments of the city. After analyzing all the consumer data on Lamar’s
residents and visitors, Buxton combined the information to generate a viable prospect list and develop
pursuit packages that detail why the retail prospect would thrive in Lamar. Lamar has found the pursuit
packages to be a concise way of putting all of their market information together and has engaged with
several retailers who are considering potential sites in the city.
Fulshear, TX
In the early 2000s, the historically rural City of Fulshear began to experience rapid population growth as
affluent Houston residents flocked to the city. Faced with growth of 700% in 14 years, city leaders realized
they needed to create a vibrant shopping and dining sector that matched the lifestyles of residents.
Buxton completed an assessment for the city, helping Fulshear understand the shopping and dining
preferences of its residents, as well as the retailers and restaurants that were likely to succeed in the city.
Fulshear quickly integrated the information into its marketing materials and presentations to educate
developers about the opportunities available in the city. As a result, economic development leadership
was able to sell an entire corridor of new retail development, including two grocery stores, Starbucks,
Children’s Lighthouse, Orange Leaf Yogurt, Community Coffee Shop, a well-known upscale restaurant,
and several clothing and shoe retailers.
Waxhaw, NC
As the City of Waxhaw, NC continued to experience rapid growth, one of its challenges is creating a
sustainable tax base that is not purely reliant on residential development. In 2015, Waxhaw decided to
partner with Buxton to integrate analytics into its retail development process. A key success in Waxhaw’s
partnership with Buxton was the recruitment of Dunkin’ Donuts. Waxhaw’s team used Buxton’s SCOUT
application, a geospatial analytics tool, to conduct a comparison of Waxhaw’s proposed site and other
similar Dunkin’ Donuts sites in the region. The reports clearly demonstrated that Waxhaw meets Dunkin’
Donuts’ trade area criteria and the company enthusiastically agreed to move forward with a site in
Waxhaw’s newest development. With Dunkin’ Donuts onboard, the shopping center’s broker was able
to leverage that momentum to accelerate commitments from both Jersey Mike’s and East Coast Wings
& Grill. The Dunkin’ Donuts location is expected to generate $4,000-$6,000 in property taxes per year for
the town, with the entire new 12,000 sq. ft. center bringing in approximately $12,000 per year in property
taxes. Waxhaw’s city management credits Buxton with helping the city to target its outreach more
efficiently, set and manage expectations better with their community, access game-changing
analytics, and gain more control over its future.
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Experience in Locating and Working with a Diverse Group of Retailers
One of the elements that sets Buxton apart in the retail recruitment service industry is this: we are a
company that was founded by retailers. After nearly a decade of helping retailers and restaurants
understand their customers and select sites, we used our inside knowledge of the site selection process
to develop a service for city governments.
Today, we continue to be the leading customer analytics firm for retailers and restaurants. Our city
government clients benefit from using the same type of analytics technology and research that our
retail clients depend on to make critical location investment decisions, and our site reports are known
and trusted throughout the retail industry.
Current retail and restaurant clients include, but are not limited to, the following:
Aaron’s
BJ’s Restaurants & Brewhouse
Sally Beauty
California Pizza Kitchen
Anthropologie
Bed, Bath & Beyond
Tuesday Morning
Which Wich
Urban Outfitters

Edible Arrangements
Wingstop
Avenue
Firehouse Subs
O’Reilly Auto Parts
Honeybaked Ham
Restoration Hardware
McAlister’s Deli
At Home

See www.buxtonco.com/clients for additional details on our retail and restaurant client list.

Knowledge and Background in Obtaining Funding Sources
Through our account management support, Buxton can provide recommendations based on how we
have seen other communities fund projects and offset costs.

Experience in Working with Municipal Governments
Hundreds of communities have partnered with Buxton in their strategic plans to increase tax revenue
and attract retail to underserved areas including, but not limited to the following clients similar in size
and/or geographic region to Tega Cay:
Cleveland, NC
Bridgewater, MA
Greensboro, NC
Greenwood, SC
Tallahassee Leon County OEV
Hickory, NC
Eastern Band of Cherokee Indians

Greensboro Area CVB
Kingsport, TN
Sevierville, TN
Spartanburg, SC
Orangeburg DPU
Outer Banks Visitors Bureau
Augusta, GA

Buxton encourages Tega Cay to visit www.buxtonco.com/learn/case-studies for details on some of
the communities we have helped achieve retail recruitment success.
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REFERENCES
We would love for you to contact our references to gain insight into our performance, reputation and
why Buxton is the industry leader in helping city governments leverage consumer analytics to maximize
their retail potential. Our references include clients who are similar in size and/or geographic region to
Tega Cay.
Reference #1: Ridgefield, WA
• Contact Person: Steve Stuart, City Manager
• Address: 230 Pioneer Street, PO BOX 608, Ridgefield, WA 98642
• Email: steve.stuart@ci.ridgefield.wa.us
• Phone Number: (360) 887-3557
• Scope of Work: Retail recruitment analysis that resulted in a 53,000 sq. ft. grocery store under the
Rosauers brand (a regional grocer) and included 25,000 sq. ft. of additional retail space. This
development project led to $140,000 in sales tax revenue during the construction phase, while
the grocer and first-phase retail tenants are expected to generate $220,000 in first-year sales tax
revenue for the city.
Reference #2: Waxhaw, NC
• Contact Person: Curt White, Main Street Manager
• Address: 317 N. Broome Street, Waxhaw, NC 28173
• Email: cwhite@waxhaw.com
• Phone Number: (704) 843-2195 Ext. 250
• Scope of Work: Retail recruitment analysis and business retention services in Waxhaw, NC (see
the case study for more information)
Reference #3: Peru, IL
• Contact Person: Bob Vickrey, Director of Economic Development
• Address: 1727 Fourth Street, Peru, IL 61354
• Email: bobvickrey@peru.il.us
• Phone Number: (815) 224-6018
• Scope of Work: Retail recruitment analysis and business retention services in Peru, IL, with a
mobile analysis for the state park
Reference #4: Spartanburg, SC
• Contact Person: Jansen Tidmore, former Executive Vice President, Chamber
• Address: 145 West Broad Street, Spartanburg, SC 29306
• Email: jtidmore@jeffcoedc.org
• Phone Number: (334) 618-8487
• Scope of Work: Retail recruitment analysis and business retention services in Spartanburg, SC

2651 South Polaris Drive | Fort Worth, TX 76137 | 1-888-2BUXTON | www.buxtonco.com

Page 7 of 20

SCOPE OF SERVICES
Buxton is pleased to present this proposal to the City of Tega Cay, SC (“Tega Cay”). The purpose of this
proposal is to outline and review your community development objectives and how Buxton’s solutions
will enhance your ability to effectively meet those goals.

RFP Goals
1. Market analysis (please see Step 1)
a. Population and household increases
b. Competition
c. Existing retail firms
d. Retail leakage and surplus
e. Retail development in similar cities
f. Cannibalization
g. Retail trends
h. Key psychographics
i. Market viability
j. Reporting tools for existing local retailers
k. Develop trade area analysis focused on drive time delineation
l. Develop profiles of customers in the trade area based on purchasing habits, media habits,
and lifestyle characteristics

m. Provide strategies to refine data (Tega Cay shares ZIP code with neighboring city)
n. Ability to provide access to visitor data from credit card transactions(1)
(1)Instead of using transactional data, Buxton will leverage mobile device data, which will
provide greater insights on Tega Cay’s visitor consumer patterns.

2. Development of a “results driven” retail recruitment plan (please see Step 2)
a. Identification of short- and long-term goals for the City’s economic(2) sector
b. Identify appropriate prospective retailers suited for the City’s needs and wants
c. Recognize the strengths and weaknesses of the City’s retail market
d. Identify(3) sites for potential retail development consistent with the City’s general plan
i. Assess the retail potential of sites in the city and unique demographic attributes
ii. Recommend specific retailers and restaurants that match the City’s customer profile
(2)Buxton’s site assessment and match analysis focus primarily on the retail sector, but we do
provide access to standard reports to support development efforts in multiple industries.
(3)Tega Cay must select the sites to be studied.

3. Implementation of the Plan (please see Step 4)
a. Provide regular project reports and presentation of data that is driven to demonstrate a

return on the investment to the City
b. Provide a long-term partnership with access to GIS and staff to help optimize marketing
efforts

4. Marketing and representation(4) (please see Step 3 and 4)
a. Contacting and attracting potential retailers(4)
b. Work with local officials, property owners, real estate brokers and other stakeholders to build
the retail sector

c. Represent the City at regional and national conferences for the duration of the contract (5)
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d. Assist in production of marketing material for use by retail prospects both physical and digital
versions to enhance the City’s retail environment

e. Meetings with the City councilmembers and City Manager to discuss findings
f. Conduct outreach efforts for each of the retailers and restaurants identified, including the
preparation of custom marketing materials as appropriate(4)

(4)Buxton is not a commercial real estate broker. We are a true third-party, unbiased market
research firm that specializes in retail development. While we do not personally conduct
outreach, we do provide introductory letters and consultative services to help Tega Cay in their
recruitment efforts.
(5)While Buxton will not represent Tega Cay at trade shows, we will attend meetings arranged
by Tega Cay at ICSC RECon and permit Tega Cay to use Buxton booth space for meetings with
retailers at ICSC RECon, as space is available.

5. Compare retail proposed recruitment plan to existing retail, planned retail, and needed retail space
to determine gaps (please see Steps 2)

6. Provide any opportunities for scalable pricing by services available (please see page 16)

Methodology
Our solution is a total marketing strategy that enables community leaders to understand the consumer
profile of their residents and to identify specific retailers and restaurants who seek a market with
household purchasing habits just like yours. This solution provides you with the ability to actively pursue
identified retailers, making a compelling case for their expansion to your community by utilizing custom
pursuit packages that Buxton will create for you. You will have access to the same analytical information
and insights retailers depend on today to make site selection decisions. This knowledge will provide you
with instant credibility and the ability to differentiate your community.
Step 1 – Conduct Retail Site Assessment
Leveraging our extensive databases, Buxton will create custom geofencing polygons around the
political boundaries of Tega Cay and analyze your community's dominant demographic characteristics.
We will also define your current retail and restaurant situation. Then, using our proprietary methodology
and knowledge of individual retail clients’ actual trade areas, we will conduct a custom drive-time
analysis to determine your trade area for up to four (4) sites to be determined by Tega Cay at project
kick-off. Our site assessment will take into consideration and include:
• Population and household increases
• Retail development in similar cities
• Competition
• Cannibalization
• Existing retail firms
• Retail trends
• Retail leakage and surplus
• Market viability
After defining your trade area, Buxton will develop four (4) unique profiles for your solution. These profiles
will provide insights into more than 7,500 categories of lifestyles, purchase behaviors, and media reading
and viewing habits and other key psychographic information of your residents and visitors.
1. Residential Profile – will analyze all the households in your drive-time trade area.
2. Overall Visitor Profile (non-resident) – will analyze mobile device data for a recent twelve-month
(12) period where the device holder’s originating address is located outside of your city limits
(domestic addresses only). Buxton will combine this mobile dataset with our other householdlevel data, which provides Buxton with a way to develop an accurate consumer profile of the
visitors to your community.
3. Additional Visitor Profile (non-resident) – will analyze mobile device data for a visitor group to be
specified by Tega Cay at project kick-off. This may include a specific destination, event, season,
etc.
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4. Combined Total Community Consumer Profile – Buxton will combine your residential and visitor
profiles to develop your overall consumer profile which will be used to match retailers and
restaurants to your community.
In addition to these insights, Tega Cay will be able to run demographic and trade area profile reports,
and view maps and other data elements in SCOUT, an application in the Buxton Analytics Platform,
including the following:
•
•
•
•
•

View traffic counts
Run variable reports
View city limit maps
Run healthcare reports
See existing locations for prospective
retailers to avoid cannibalization

•
•
•
•
•

See aerial view
Run retail leakage/surplus reports
Run comparable reports
Run demographic reports
Track outreach activity to quickly
report on recruitment efforts

See Appendix B for a more detailed description of the reporting features.
Step 2 – Match Retailers and Restaurants to Market Potential
Tega Cay will designate one (1) of their four (4) sites each year of the agreement for a match analysis
that compares the combined consumer profile to the customer profiles of 5,000+ retailers in Buxton’s
proprietary database. Buxton will identify the similarity between the two profiles analyzed using our
proprietary retail matching algorithm to determine if your site presents an attractive opportunity for each
retailer. We then qualify the list of matched results to verify that a retailer is currently operating or
expanding, that they operate in similar sites, and that your site affords adequate buffer from competition
and cannibalization to be realistically considered.
Before conducting the match analysis, Buxton will host a discussion to determine Tega Cay’s short-term
and long-term goals. While Buxton matches retailers that fit your trade area psychographics and
demographics, we will also take into consideration Tega Cay’s aspirations. If the preferred retailers do
not match Tega Cay’s residential profile, we will inform Tega Cay as to why they are not the right fit (e.g.
the customer profile, drive-times, average housing type, income levels, or core consumer density may
not align) and provide recommendations based on this feedback. This feedback will provide Tega Cay
with a better understanding of their strengths, weaknesses, and gaps with regards to their retail market.
Step 3 – Create Pursuit Packages
Buxton will assemble individualized pursuit packages for up to twenty (20) targeted retailers. We will
notify each retailer’s key real estate decision maker by letter, informing them that they have been
qualified by Buxton as a potential viable fit for your site and should expect to be contacted by a
representative of the community.
Your pursuit packages will be delivered to you in SCOUT and include a:
1. Map of the retail site and trade area
2. Map of the retailer’s potential customers
3. Retailer match report that compares the site’s trade area characteristics and consumer profile
with the retailer’s sites in similar trade areas
Additionally, Buxton will provide a Market Overview report, which is a generic version of the pursuit
packages, for Tega Cay to use in conversations with businesses not included in the list of twenty (20)
matches.
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Step 4 – We Provide Ongoing Recruitment Support
The Buxton account management team is dedicated to your success and a world-class client
experience and partnership. Their sole purpose is to help you drive success in your community’s retail
economic development efforts. In addition to preparing custom reports and introductory letters to
inform retailers on your match list of the opportunities in your community, Buxton will expand and
sharpen your business development focus by incorporating best practices we have discovered through
daily work with local governments across the nation. Items to bolster the recruitment strategy will include:
• Provision of updated contacts for retailers
• Issuance of warm-up letters on your behalf to “break the ice” with retailers
• Attendance to conference calls with community and retailers/brokers, when available
• Attendance to ICSC RECon meetings with community and retailers, when available
• Support in recruiting potential opportunities including recommending methods of contact and
assisting with prospect calls to matched retailers
• Continued monitoring of progress with retail outreach and advice on how to enhance
marketability to retailers
• Attendance to local meetings with reasonable advance notice, when available
Step 5 – Provide Business Retention Tools
Buxton will provide reports through SCOUT that can be used to support business retention efforts by
helping local business owners to make better business decisions. In addition, Buxton is pleased to offer
Tega Cay access to LSMx. LSMx, which stands for Local Store Marketing powered by Buxton, is a
customer acquisition solution designed specifically for small business owners and franchisees. Tega Cay
can also leverage this tool to support local businesses and entrepreneurs, foster an environment that
encourages private-public partnerships, and strengthen the business climate in their community. Upon
execution of the LSMx Addendum, Tega Cay will have access to up to 25 complimentary* LSMx monthly
subscriptions/license codes to distribute to local retailers, restaurants and service providers.
Step 6 – Enable Access to the Mobile Insights Report
SCOUT access includes the mobile insights report. Through this on-demand reporting tool, users can draw
their own custom geofenced territories to run custom reports. These reports can be generated for
shopping centers, specific businesses or locations found within the community. Using the reporting
module, SCOUT processes the GPS data generated from mobile devices identified within the custom
geofenced territory, ties it back to residential consumer points that are located 120 minutes or less from
the custom geofenced territory, de-identifies the visitors for privacy concerns, and then builds a profile
of the people who visit the territory to provide on-the-spot trade area insights on a territory. This reporting
module is available from 8 AM to 5 PM Central Time.

Deliverables
•
•

•
•
•
•
•

Buxton Analytics Platform/SCOUT access for four (4) business intelligence users with the ability to
run reports
Retail site assessment (for up to four (4) sites), which includes the following:
o Drive time trade area maps
o Residential consumer profile
o Full demographic report
o Retail leakage/surplus report
Visitor (mobile analytics) and combined consumer profile
Retailer specific pursuit packages (for one (1) site – up to twenty (20) retailers)
Market overview report
LSMx subscriptions (for up to twenty-five (25) monthly license codes)*
Mobile insights report (available in SCOUT from 8 AM to 5 PM Central Time)
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Multi-Year Deliverables
Years 2 and 3 of this agreement will include the following:
• Retail site assessment refresh
• Up to twenty (20) retail pursuit packages per year
• Market overview report refresh
• Continued access to LSMx subscriptions (for up to twenty-five (25) monthly license codes)*
• Continued access to the Buxton Analytics Platform and mobile insights report
*LSMx deliverables are contingent upon Tega Cay executing the LSMx Addendum and the terms and
conditions described therein.

Preparatory Steps for Project Kick-off
To effectively initiate this project, we request that you provide the following:
1. Project Liaisons
Please designate a primary point of contact from your community to coordinate with the Buxton
team. The Buxton project team will serve as your day-to-day point of contact to ensure you are
educated and informed as we are moving through the analytics process to determine which retailers
are the best fit for your community.
2. Community Information and Reports
• Logo (vector file – request from your ad agency and/or printer)
• Addresses and descriptive information for the specified sites that will be evaluated
• List of planned retail, commercial or mixed-use developments (either proposed or in
development)
• List of major, national or regional retailers that have closed, left or moved from the community
• Definition of the additional visitor group to be studied
3. Project Launch
A conference call with your representatives and the Buxton project team will officially launch the
project. The project launch will occur when:
1. An agreement is executed
2. The initial payment is received, and
3. The Community Information and Reports are received
To ensure we deliver our analysis to you within the promised timeline, our account manager will be
working directly with a project manager who oversees the smooth and timely development of all public
sector client projects in our internal analytics departments.
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SUPPORT AND PERSONNEL
Buxton Analytics Platform Technical Requirements
The Buxton Analytics Platform can be accessed at the following URL: www.buxtonco.com. The Buxton
Analytics Platform is a web-based collection of applications accessible on any desktop, laptop, or
mobile tablet device that has an Internet connection. When operating the platform, Buxton’s
recommended hardware configuration is 4-core CPU, 4 GB RAM (or higher). Examples include most
modern-day laptops or desktops purchased within the last 3 years, iPad Pro 2017 or newer, Microsoft
Surface Pro 2 or newer, or Samsung Galaxy Tab S3. The recommended browser for accessing the
platform is the latest version of Chrome.

Buxton’s Helpdesk
The Helpdesk (1-817-332-3681) is available during normal office hours (8:00 AM-5:00 PM CST, excluding
weekends and public holidays). Buxton’s Helpdesk team will be available to support all educational,
functional, and technical inquiries and will respond to all requests within twenty-four (24) hours of
submission.

Project Team
Once you have engaged Buxton to work with you, a project team will be assigned to guide you through
the entire process—from initial data collection to final presentation of the results. This team consists of:
• Senior Account Executive, who will serve as your primary source of communication during the
project: Cheyenne Robinson (e) crobinson@buxtonco.com (p) 817.332.3681 (f) 817.332.3686
• Project Manager, who will oversee the smooth and timely development of the analysis: Janelle
Guinn (e) jguinn@buxtonco.com (p) 817.332.3681 (f) 817.332.3686
• Other subject matter experts who will address your unique challenges and help maximize your
opportunities.
• The organizational chart below outlines the key personnel who will be involved in the project.
o Personnel reporting to Brandon Norrell are responsible for ensuring that the initial analysis
is conducted smoothly and for providing support to Tega Cay throughout the
implementation phase.
o Personnel reporting to Adrian Harvey are responsible for the data analysis and
recommending retail matches.
o Bryan Purdy is responsible for the team that manages the development of the Buxton
Analytics Platform, the analytical mapping and reporting platform that will house Tega
Cay’s solution.

•

All team members can be reached at (1-817-332-3681) and are located at 2651 South Polaris
Drive, Fort Worth, TX 76137.
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Brandon Norrell, Senior Vice President, Strategy
bnorrell@buxtonco.com
In his role as senior vice president, Brandon leads Buxton’s public sector consulting
division and the account management team for retail, restaurant, and healthcare.
Brandon also oversees product development, partnerships, and strategic growth
for the organization.
Prior to Buxton, Brandon held various leadership and product development roles in
the financial services industry. He received his Bachelor of Science degree in
geography from the University of Minnesota and a Master of Business Administration
from the University of St. Thomas.
Kim Norcross, Director of Sales
knorcross@buxtonco.com
As Director of Sales for Buxton’s public sector division, Kim advises municipalities on
economic development and planning initiatives through community analytics. She
assists communities in South Carolina, North Carolina, Virginia, West Virginia,
Kentucky, Maryland and Delaware in identifying retail and economic development
potential. Notable clients include Spartanburg, SC, Greenwood, SC, Hickory, NC,
and Cleveland County, NC.
Kim comes to Buxton with an extensive retail background and holds a bachelor’s
degree in human environmental science with a focus in apparel studies and
business management from the University of Arkansas.
Chris Briggs, Senior Vice President
cbriggs@buxtonco.com
In his role as senior vice president, Chris Briggs leads daily operations of Buxton’s
public sector consulting division. He helps to build and maintain partnerships with
city government clients, ensuring they receive the guidance necessary to get the
most from their custom analytics solutions.
Since joining Buxton in 2003, Chris has held leadership positions in operations,
product development, marketing, and client experience. Chris has been a
featured speaker at Dartmouth’s Tuck School of Business and the Texas A&M Mays
School of Business. He has coordinated the Buxton Challenge with the Wharton
Customer Analytics Initiative and Texas A&M Mays School of Business.
Recently, Chris served on the board of the University of North Texas College of
Liberal Arts and Social Sciences (CLASS), formerly known as the College of Arts and
Sciences. Additionally, he has been an adjunct instructor at the TCU Neeley School
of Business MBA program, served on the advisory board for the International
City/County Managers Association, and contributed to the Harvard Business
Review. Chris received a bachelor’s degree in geography from the University of
North Texas and continued executive education from Southern Methodist
University. In 2007, he was recognized by the UNT College of Arts and Sciences as
an Outstanding Alumnus.
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Cheyenne Robinson, Senior Account Executive
crobinson@buxtonco.com
As a senior account executive for Buxton’s public sector team, Cheyenne manages
client relationships throughout the U.S. She provides ongoing support and strategic
recommendations for her clients throughout their economic development growth.
Prior to joining Buxton, Cheyenne held account management and retail industry
roles. She graduated from Tyler Junior College with a degree in public relations and
advertising and completed continuing studies in public relations at the University of
Texas at Austin.
Janelle Guinn, Project Manager
jguinn@buxtonco.com
As a project manager in Buxton’s public sector division, Janelle guides communities
through the process of implementing and maximizing Buxton’s services. She is a
helpful resource for communities across the United States, ensuring that they have
the resources and training they need to achieve their retail economic
development goals.
Before joining Buxton, Janelle was a project manager for OSM Global and brings
over ten years of management experience in various roles. She holds a Bachelor of
Science in Business Administration from Northwestern State University of Louisiana.
Lisa LaMere, Professional in Residence
llamere@cityofhesperia.us
In her role as professional in residence, Lisa utilizes her 20 years of economic
development experience to improve Buxton’s public sector vertical by guiding
new clients through the onboarding process, advising communities on retail
development strategies, providing insight into key industry topics, contributing to
educational content and more.
Prior to joining Buxton, Lisa spent 16 years with the City of Hesperia, California, where
she successfully attracted more than 2 million square feet of retail. She attended
Adelphi University in New York where she studied education. She discovered her
passion for economic development from coursework with the Oklahoma University
Economic Development Institute, the California Association for Local Economic
Development as well as the California Redevelopment Association.
Adrian Harvey, Senior Vice President of Operations
aharvey@buxtonco.com
As SVP of Operations, Adrian Harvey oversees all of operations, including the
analytics and data integration divisions. He is responsible for the development,
integration, and application of all of Buxton’s solutions.
Adrian began his career at Buxton in 2009 as a research analyst and has held
numerous analytical and leadership roles within the organization. He earned a
bachelor’s degree in entrepreneurial management as well as a master’s degree in
decision science from the University of North Texas.
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Brian Demers, Senior Analyst
bdemers@buxtonco.com
Brian brings more than 13 years of GIS experience to his role as a Senior Analyst at
Buxton. During his tenure at Buxton, Brian has assisted dozens of communities across
the country with retail recruitment and economic development. He has extensive
experience working with communities differing in size, demographics, and
expenditure habits. His duties include trade area and customer profile analysis, retail
matching, and report generation.
Brian received his Bachelor of Science degree from Westfield State University in
geography and regional planning. He also holds a Master of Science degree in
geography/GIS from Oklahoma State University.
Diana Dirks, Senior Analyst

ddirks@buxtonco.com
In Diana’s role as a Senior Analyst, she focuses primarily on the public sector division,
working with communities to help recruit retail and encourage economic
development growth. Since joining Buxton in 2005 and again in 2010, Diana has held
positions in spatial analytics and account management. She began as a GIS intern
and is now a senior analyst.
Prior to joining Buxton, Diana worked at the Fort Worth Hispanic Chamber of
Commerce as an executive assistant. She holds a bachelor’s degree in geography
from Texas A&M University and received her GIS Certification from the University of
North Texas.
Bryan Purdy, Senior Vice President of Information Technology
bpurdy@buxtonco.com
As SVP of Information Technology, Bryan oversees operations of the entire IT
department as well as the evolution of the proprietary Buxton Analytics Platform.
Bryan has been with Buxton since 2004 and has led many of the company’s strategic
IT initiatives.
Before joining Buxton, Bryan worked for TXU/CapGemini Energy as an application
developer. He has a Bachelor of Business Administration degree with a
concentration in Management Information Systems from the University of Oklahoma.
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PRICING
Buxton is an annual fee-based service provider, rather than an hourly contractor. The chart below shows the
total fee summary to be invoiced on an annual basis and includes all phases of the solution, including market
analysis, retail recruitment services, regular progress updates, twenty (20) marketing packages, yearly license
for unlimited access to solutions through the Buxton Analytics Platform, technical support and unlimited
access to consultant staff throughout the duration of the agreement. Buxton does not pass along travel costs
to our clients, so no additional travel fees will be incurred.

Agreement Term

Three (3) Years

Year 1 Fee (Invoiced upon execution of this agreement)

$50,000

Year 2 Fee (Invoiced 1st anniversary of this agreement)

$50,000

Year 3 Fee (Invoiced 2nd anniversary of this agreement)

$50,000

Delivery

Tega Cay will have access to deliverables within sixty (60) business days of execution
of this agreement and receipt of all required data.

Your Buxton Analytics Platform access will be enabled within ten (10) business days of the execution of this agreement. Tega
Cay will have access to deliverables within sixty (60) business days of execution of this agreement and receipt of all required
data (see ”Preparatory Steps for Project Kickoff”). The initial term of this agreement is for three (3) years with services invoiced
annually. However, at any time during this initial 3-year term, Tega Cay may cancel services for the following year by providing
written notice to Buxton at least sixty (60) days in advance of a yearly renewal. All service fees associated with this agreement
are due in net ten (10) days of the date of the invoice. The Buxton Analytics Platform login credentials provided under the terms
of this agreement are for the sole use of Tega Cay employees. Any sharing of Buxton Analytics Platform login credentials with
third parties is strictly prohibited. Tega Cay users may not use the mobile insights report in the Buxton Analytics Platform to track
individuals or people groups, or to study sensitive areas such as abortion clinics, marijuana dispensaries, adult venues, political
events, military bases, prisons, gun stores, houses of worship, etc. If Tega Cay requests services not specified in this proposal, the
parties shall enter into an additional proposal or amendment setting forth the additional services, fees and other mutually
agreed upon terms. Execution of this agreement will act as full consent that Buxton may include Tega Cay on its client list and
in presentations and public relations efforts. Additionally, Buxton may issue a press release announcing Tega Cay as a client.
When doing so, Buxton will not reveal information that is confidential and proprietary to Tega Cay.

Signatures on the Next Page
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Buxton

City of Tega Cay, SC

Signature

Signature

Printed Name

Printed Name

Title

Date

Please provide us with a primary point of contact
for invoice receipt.

Title

Please provide us with a primary point of contact.

*If an invoice recipient is not provided, then the above
signed will be listed as the invoice recipient by default.
Name:

Name:

Phone:

Phone:

Email:

Email:

Preferred Method of Receipt:

Date

Email OR U.S. Mail

2651 South Polaris Drive | Fort Worth, TX 76137 | 1-888-2BUXTON | www.buxtonco.com
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APPENDIX A: PROJECT TIMELINE

Within ten (10)
business days of
executed
agreement

•Acquire retail location areas from Tega Cay
•Buxton Analytics Platform access

•Research and verify Tega Cay's retail trade area
•Define drive-time trade areas

•Evaluate Tega Cay's retail potential
•Analyze retail leakage/surplus
•Examine local business retention and expansion

•Determine customer profile
•Determine visitor profiles

•Assess retail sites
•Determine the market potential of matching
retailers and restaurants

Within sixty (60)
business days
post data
verification

•Deliver pursuit packages and begin
communication with retailers
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APPENDIX B: REPORTING FEATURES
Retail Leakage Report
The Retail Leakage/Surplus Analysis provides an
estimate of retail dollars flowing into or out of the
trade area. It calculates a sales gap index that
provides an estimate of the dollars spent outside the
trade area (leakage) and the number of dollars
coming in from outside the trade area (surplus), as
well as a relative comparison of leakage/surplus.
Consumer Propensity Report
The Consumer Propensity Report (CPR) shows lifestyle,
product, and psychographic likelihood indices for
consumers in the trade area. Information is provided
for thirty-two (32) major categories with more than
4,800 total line items. Please note that line items are
based on national-level purchasing and lifestyle
characteristics. These line items are then correlated
to the underlying household characteristics of
consumers in the trade area. Some line items may not
be relevant or available in your market. The score
indicates the degree to which local consumers would
purchase an item if it were relevant and available.
Often, similar brands or concepts use this information
to determine expansion potential.
Profiles Report
The Profiles Report gives residential/workplace
populations and percentage breakdowns of the 71
Mosaic segment groups.
Green Awareness Report
This provides a household and workplace green
awareness index score.

Household & Workforce
Consumer Profiles

Retail Supply &
Demand Gap Analysis

Count Base Daytime Population Report
The Daytime Population Report looks at the workforce
in the study area and gives a count of the workforce
population by industry. It also allows you to see a
count of businesses in the area by two-digit SIC and
workforce size.
Healthcare Reports
There are six healthcare reports available in SCOUT.
These reports give insight into healthcare demand by
major diagnostic code, physician specialty, physician
setting, DRG, and payment source by current year or
5-year projections. The physician intelligence report
also provides a count of physicians in the study
geography.
Mobile Insights Report
The Mobile Insights Report is an on-demand reporting
tool that lets users draw their own custom geofenced
territories to run custom reports. These reports can be
generated for shopping centers, specific businesses
or locations found within the community. Using the
reporting module, SCOUT processes the GPS data
generated from mobile devices identified within the
custom geofenced territory, ties it back to residential
consumer points that are located 120 minutes or less
from the custom geofenced territory, de-identifies the
visitors for privacy concerns, and then builds a profile
of the people who visit the territory to provide on-thespot trade area insights on a territory. This reporting
module is available from 8 AM to 5 PM Central Time.

Consumer
Propensities

Demographics
Historical & Projected
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Demographic Report
The Demographic Report is a good go-to resource as it includes almost all of our demographic
information in a single report. It can yield many different outputs as listed below.
Age by Sex*
Provides a breakdown of the population
by age and sex. Offers total population
for several years and breaks this
information down further by sex and age
range.
Basic Demographic Chart*
Provides a breakdown of population by
general
categories,
including
households by income, household size,
age, race and ethnicity percent
change,
educational
attainment
percent change, marital status, and
household and population percent
change.

Income by Age Summary
Provides a breakdown of household
demographics and income by age of
head of household for the 2000 and 2010
censuses, current year estimates, and 5year projections.
Income Report*
Provides a breakdown of population
demographics and splits the households
into groups by income for the 2000 and
2010 censuses, current year estimates,
and 5-year projections.

Complete Demographic*
Provides a breakdown of the population
by specific groups, for 2000 and 2010
census numbers, current year estimates,
and 5-year projections. These categories
include: population demographics,
population
by
race/ethnicity,
population by age, median age,
households by income, employment,
housing units, vehicles available, marital
status, and educational attainment.
Household Units Summary
Provides a breakdown of households
within
a
specified
geography.
Information includes total number of
housing units, owner vs. renter statistics,
home value of owned homes, and
monthly cash rent.

Mosaic Comparison Summary
Gives a population and percentage
breakdown of the 71 Mosaic segment
groups.
Mosaic Detail Charts
Gives a demographic overview and a
graph showing the breakdown of the 20
Mosaic groups within the specified
geography. This report also indicates
which group is dominant and sorts each
group by percentage.
Population Comparison Report
Gives total population, female vs. male
population, educational attainment,
marital status, race, and Hispanic
ethnicity
as
percentages.
These
numbers are based on 2000 and 2010
censuses, current year estimates, and 5year projections.

*These reports can be run as summary or comparison reports. The summary report allows you to see results for multiple
geographic regions combined, or a single drive time or radius. The comparison report allows you to compare up to 5
geographies side-by-side in the same output.
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RESOLUTION 2020-04
A RESOLUTION AUHORIZING THE PURCHASE OF GOLF MAINTENANCE
EQUIPMENT IN THE FORM OF AN EQUIPMENT LEASE/PURCHASE AGREEMENT
NOT TO EXCEED $239,000

WHEREAS, the Tega Cay Golf Management Group has presented their FY 2019-2020
Operations Budget for Council comments, the City of Tega Cay does authorize the
lease/purchase of golf course maintenance equipment for the Tega Cay Golf Club; and
WHEREAS, the Tega Cay City Manager has now presented a proposal for the financing
of such equipment.
NOW, THEREFORE BE IT RESOLVED, as follows:
1. The City hereby determines to finance the golf course maintenance equipment
through Truist Bank in accordance with the proposal attached hereto. The amount
financed shall not exceed $239,000, the annual interest rate (in the absence of default or
change in tax status) shall not exceed 1.56% and the financing term shall not exceed
4 years from closing.
2. All financing contracts and all related documents for the closing
of the financing (the “Financing Documents”) shall be consistent with the foregoing
terms. All officers and employees of the City are hereby authorized and directed to
execute and deliver any Financing Documents, and to take all such further action as they
may consider necessary or desirable, to carry out the financing of the equipment as
contemplated by the proposal and this resolution. The Financing Documents shall
include an Equipment Lease/Purchase Agreement, payment schedule, Equipment
Acceptance Notice, Essential Use Letter and Resolution by the City of Tega Cay.
3. The City Manager is hereby authorized and directed to hold executed copies of
the Financing Documents until the conditions for the delivery of the Financing
Documents have been completed to such officer’s satisfaction. The City Manager is
authorized to approve changes to any Financing Documents previously signed by City
officers or employees, provided that such changes shall not substantially alter the intent
of such documents or certificates from the intent expressed in the forms executed by such
officers. The Financing Documents shall be in such final forms as the City Manager shall
approve, with the City Manager’s release of any Financing Document for delivery

Res. 2020-04

constituting conclusive evidence of such officer’s final approval of the Document’s final
form.
4. The City shall not take or omit to take any action the taking or
omission of which shall cause its interest payments on this financing to be includable in
the gross income for federal income tax purposes of the registered owners of the interest
payment obligations. The City hereby designates its obligations to make principal and
interest payments under the Financing Documents as “qualified tax-exempt obligations”
for the purpose of Internal Revenue Code Section 265(b)(3).
5. All prior actions of City officers in furtherance of the purposes of
this resolution are hereby ratified, approved and confirmed. All other resolutions (or
parts thereof) in conflict with this resolution are hereby repealed, to the extent of the
conflict. This resolution shall take effect immediately.
Approved this 15th day of June, 2020.
SIGNED:

CITY OF TEGA CAY

____________________________________
David L. O’Neal, Mayor

____________________________________
Gus Matchunis, Mayor Pro Tempore

____________________________________
Alicia Dasch, Council Member

ATTEST:

____________________________________
Heather Overman, Council Member

____________________________
Charlie Funderburk, City Manager

____________________________________
Ryan Richard, Council Member

Certificate of Adoption
I hereby certify that the foregoing is a true copy of the resolution passed at the
regular meeting of the City Council of the City of Tega Cay, South Carolina, held on the
15th day of June, 2020.
______________________________
Katie Poulsen, Municipal Clerk
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STATE OF SOUTH CAROLINA

PERFORMANCE, LABOR
and MATERIALS AGREEMENT
Trinity Townes at Tega Cay Phase II

COUNTY OF YORK

THIS PERFORMANCE, LABOR and MATERIAL AGREEMENT (the "Agreement") is
made and entered into as of the _____ day of June, 2020 between TRINITY POINT
DEVELOPMENT, LLC (the "Obligor") and the CITY OF TEGA CAY, a South Carolina
municipality (the “Obligee” and at times the “City”). At times herein, the Obligor and Obligee are
collectively referred to as the “parties” or individually as a “party”.
Statement of Purpose
Obligor has requested that it be granted final plat approval by the City for the subdividing
and improving of a tract of land known as “Trinity Townes at Tega Cay Phase II”, further
described on the plat titled “Trinity Townes at Tega Cay Phase II”,” prepared by Metrolina Land
Surveying, Inc. dated November 11, 2019, and submitted to the City in regards to said development,
attached hereto as Exhibit A, which is incorporated herein by reference as a part hereof (the “Final
Plat”). As a condition precedent to the granting of the above described Final Plat approval by the
City, the Obligor is required to furnish a Performance, Labor and Material Agreement as herein
provided.
NOW THEREFORE, in consideration of the mutual promises herein contained, the receipt
and sufficiency of which are hereby acknowledged, and intending to be legally bound hereby, the
parties hereto agree as follows:
A.

Labor, Materials, Equipment.
1.
The Obligor binds itself, its successors and assigns, to the City to pay for labor,
materials and equipment furnished for use in completing the infrastructure improvements
described in Exhibit A and Exhibit B attached hereto, incorporated herein by reference as a
part hereof (“Improvements”).
2.
If Obligor, or any contractor or subcontractor of said Obligor, its successors and
assigns, fails to pay for any of the Improvements or performance of the work to be done, or
for any work labor done thereon of any kind in, on or about the Improvements, upon demand
by the City the Obligor will pay the same, and also in case suit is brought upon this
Agreement, the City’s reasonable attorney’s fees, and other expenses reasonably incurred by
the City.
3.
Upon receipt of written notice of a claim for the payment for materials, equipment or
work done, the Obligor shall promptly and at the Obligor’s expense take the following
actions:
a.
Send an answer to the claimant, with a copy to the City and to Truist Bank
(the “Issuing Bank”), stating the amounts that are undisputed and the basis for
challenging any amounts that are disputed.
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B.

b.

Within 30 days pay or provide a payment bond for the disputed amount.

c.

Pay undisputed amounts within 30 days of receipt.

d.

In the event that Obligor fails to perform any of the above obligations, the
Issuing Bank shall have the right to cure any such failure within the above
described 30 day periods.

Performance, Completion of Improvements.
1.
If the Obligor completes the Improvements, on or before April 15th, 2021, this
obligation shall cease and be void, otherwise it shall remain in full force and effect until such
Improvements are completed, and the Obligor binds itself to said Obligee, that the
Improvements shall be completed in accordance with this Agreement.
2.
If Obligor does not construct the Improvements as herein specified on or before April
15th, 2021, then the Obligor shall immediately tender payment to the Obligee in the amount
required to complete the Improvements, and also in case suit is brought upon this Agreement,
the City’s reasonable attorney’s fees, and other expenses reasonably incurred by the City.

C.

Miscellaneous.
1.
No City Liability. The City shall not be liable for payment of any costs or expenses
of any claimant under this Agreement, and shall have under this Agreement no obligations to
make payments to, given notices on behalf of, or otherwise have obligations to claimants
under this Agreement.
2.
Waiver. The Obligor hereby waives notice of any change, including changes of time,
to the Final Plat, related subcontracts, purchase order and other obligations.
3.
No Obligation to Proceed Before Collection on LOC. No provision of this
Agreement, or any other agreement between the parties, shall be interpreted to require the
Obligee to proceed against the Obligor before first proceeding to collect from the Letter of
Credit issued by Truist Bank, attached hereto, and incorporated herein by reference, as
Exhibit C.
4.
Notice. Notice to the City or the Obligor shall be mailed or delivered to the addresses
as follows:
If to City of Tega Cay (Obligee):

City of Tega Cay
7725 Tega Cay Drive
Tega Cay, SC 29708
Attn: Charlie Funderburk
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If to Trinity Point Development, LLC (Obligor):

Trinity Point Development, LLC
7302 Musselburg Ct.
Charlotte, NC 28277

All notices, demands and requests which may be given or which are required to be given
hereunder by either party to the other must be in writing. All such notices, demands and
requests shall be sent by certified mail, return receipt requested, postage prepaid, or by overnight
courier service (e.g., Federal Express), or by personal delivery, or by facsimile, and addressed as
provided above, or to such other address as a party may specify by duly given notice.
Notices, demands and requests when given in the manner aforesaid through the mail will
be deemed sufficiently served, given, or received for all purposes hereunder three (3) days after
the date such notice, demand or request is properly deposited with the United States Postal
Service, or if sent by overnight courier service, on the first business day after same is deposited
with the overnight courier service with instructions to deliver the next business day, or if
delivered in person or sent by facsimile, on the date of personal delivery or date of facsimile.
Each party shall notify the other of any change in address.
5.
Memorandum of Agreement. Obligor agrees that, at the request of the City, Obligor
will promptly execute and deliver a Memorandum of Agreement in recordable form
sufficient to provide record notice of this Agreement, and City shall be entitled to record such
Memorandum of Agreement with the York County Clerk of Court. If Obligor does not
promptly respond to such request, Obligor consents to City’s unilateral execution and filing
of such memorandum. If such a memorandum has been filed by the City, upon completion
of the Obligor’s obligations hereunder, City shall promptly execute and record a
memorandum evidencing such completion and release from obligations hereunder.
6.
Assignment. The Obligor may not assign its obligations hereunder without the written
consent of the City, which consent shall be in the City’s sole discretion.
7.
Authority. The person or persons executing this Agreement on behalf of Obligor
represent, covenant and warrant to City as of the date Obligor delivers this Agreement that:
(a) Obligor is duly constituted, in good standing and qualified to do business in the State of
South Carolina, (b) Obligor will file when due all forms, reports, fees and other documents
necessary to comply with applicable laws, and (c) the signatories signing on behalf of
Obligor have the requisite authority to bind Obligor pursuant to Obligor’s organizational
documents.
8.
Benefits and Binding Effect. The provisions of this Agreement shall inure to the
benefit of, and shall be binding upon, the parties hereto and their respective heirs and
permitted successors and assigns, as may be applicable.
9.
Run with Property. The terms and conditions of this Agreement, until satisfied, shall
run with the Property.
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10.
No Presumption. No presumption shall be created in favor of or against Obligor or
Obligee with respect to the interpretation of any term or provision of this Agreement due to
the fact that this Agreement was prepared by or on behalf of one of said parties.
11.
Severability. The invalidity or unenforceability of any one or more phrases,
sentences, causes or provisions of this Agreement shall not affect the validity or
enforceability of the remaining portions of this Agreement or any part thereof.
12.
Jurisdiction. This Agreement shall be construed, interpreted, enforced and governed
by and under the laws of the State of South Carolina, without regard to its principles of
conflicts of law. Each party to this Agreement hereby irrevocably agrees that any legal
action or proceeding arising out of or relating to this Agreement or any of the agreements or
transactions contemplated hereby must be brought in the courts of York County, in the State
of South Carolina and hereby expressly submits to the personal jurisdiction and venue of
such courts for the purposes thereof and expressly waives any claim of improper venue and
any claim that such courts are an inconvenient forum.
13.
Writing Required. No change, amendment, qualification, cancellation or waiver
hereof shall be effective unless in writing and executed by both parties hereto.
14.
Time of the Essence. Time is of the essence with respect to all time periods and dates
set forth herein.
IN WITNESS WHEREOF, the parties hereto have caused these presents to be executed
by their officers thereunto authorized this ____ day of ________, 2020.
WITNESSES:

OBLIGOR
Trinity Point Development, LLC
By: __________________________
Its:

WITNESSES:

OBLIGEE
City of Tega Cay
By: Charlie Funderburk
Its: City Manager
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STATE OF __________________
COUNTY OF __________________

)
)
)

PROBATE

PERSONALLY APPEARED BEFORE ME the undersigned, who states under oath that __he
was present and witnessed execution of the foregoing instrument by ___________________,
as __________________________________, acting for and on behalf of TRINITY POINT
DEVELOPMENT, LLC, a limited liability company.

Sworn to and Subscribed Before Me

Witness #1

This ______ Day of _________, 2020:

Notary Public for _____________
My Commission Expires:

STATE OF SOUTH CAROLINA
COUNTY OF YORK

)
)
)

PROBATE

PERSONALLY APPEARED BEFORE ME the undersigned, who states under oath
that __he was present and witnessed execution of the foregoing instrument by Charlie
Funderburk, acting as City Manager, for and on behalf of the City of Tega Cay, South
Carolina, a South Carolina municipality.

Sworn to and Subscribed Before Me

Witness #1

This ______ Day of _______________, 2020:

Notary Public for S.C.
My Commission Expires:
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JOEL E. WOOD & ASSOCIATES
PLANNING • ENGINEERING • MANAGEMENT

May 22, 2020
Via email

Main Office
2160 Filbert Highway
York, SC 29745
P.O. Box 296
Clover, SC 29710
Tel.: (803) 684-3390
Fax.: (803) 628-2891

Ms. Susan Britt, Planning Director
City of Tega Cay
P.O. Box 3399
Tega Cay, SC 29715
REF:

TRINITY POINT
PHASE 2, TOWNHOMES
BOND ESTIMATE

Dear Ms. Britt:
Kings Mountain,
NC
104 N. Dilling St.
Kings Mountain, NC
28086
P.O. Box 296
Clover, SC 29710
Tel.: (704) 739-2565
Fax.: (704) 739-2565

As requested, I have reviewed the “Bond Estimate” provided by Kimley Horn
for the above referenced Project. A copy of Kimley Horn’s estimate and
“Certification Letter” is attached and made part of this correspondence. I first
reviewed our files for cost for site development work and found cost to
develop this portion of the project to be in line with cost for similar work.
Therefore, I feel that the total project cost provided by Kimley Horn is a
representative cost to complete the project.
I believe that the claim made by Kimley Horn of work not yet completed, along
with the 1.25 multiplier required by the City, brings the total bond
requirements for the above referenced project to be $113,728.13. To the best
of my knowledge, information, and belief, the amount shown above is an
appropriate amount for the Bond to be provided by the Owner and complies
with the City’s Bond Requirements. Should you have any questions or need
any additional information, please feel free to contact me.
Sincerely,
JOEL E. WOOD & ASSOCIATES, L. L. C.

Joel E. Wood, P. E.,
Managing Partner
Attch.

May 20, 2020
Mrs. Susan Britt
Planning and Development Manager
City of Tega Cay
Re:

Townhomes at Trinity Pointe Letter of Credit Amount

Dear Mrs. Britt:
This letter is to verify that certain improvements for Townhomes at Trinity Pointe as shown on the
final plat titled Trinity Pointe Residential Subdivision Phase 2, dated April 6, 2020 have been installed.
An Opinion of Probable Cost for the items yet to be constructed for the above referenced plat are
below and are intended to be used to determine the letter of credit amount required to record this plat.
TOWNHOMES AT TRINITY POINTE CONSTRUCTION COST AND LETTER OF CREDIT
AMOUNTS
GRADING SUBTOTAL
SEWER SUBTOTAL
STORM SUBTOTAL
WATER SUBTOTAL
ROADWAY SUBTOTAL
LANDSCAPING SUBTOTAL
PROJECT TOTAL
1.25 BOND MULTIPLIER
LETTER OF CREDIT TOTAL

$0
$0
$0
$0
$78,382.50
$12,600.00
$90,982.50
$22,745.63
$113,728.13

Sincerely,
KIMLEY-HORN AND ASSOCIATES, INC.

John Holcomb, P.E.
Associate
Attachment – Engineer’s Opinion of Probable Cost

kimley-horn.com

200 S. Tryon Street, Suite 200, Charlotte, NC 28202

704-333-5131

OPINION OF PROBABLE COST
ENGINEER'S OPINION OF PROBABLE COST
ITEM
Phase 2
Roadway
Sidewalk
Final lift
Curb & Gutter

Storm
Stormwater Structures
15" RCP
18" RCP

SCHEDULED
UNIT
UNIT PRICE

QTY.

10250 SF
2730 SY
2050 LF

14 EA
841 LF
234 LF

$
$
$

VALUE

INSTALLED
QTY.
VALUE

REMAINING
VALUE

5.25 $
9.00 $
14.00 $

53,813
24,570
28,700

0 $
0 $
2050 $

28,700.00
Subtotal

$
$
$
$

53,812.50
24,570.00
78,382.50

$ 2,640.00 $
$
27.75 $
$
34.00 $

36,960
23,338
7,956

14 $
841 $
234 $

36,960.00
23,337.75
7,956.00
Subtotal

$
$
$
$

-

5055 $
2050 $
49 $

2,527.50
4,100.00
13,475.00
Subtotal

$
$
$
$

-

Grading
Fine Grade Common Areas
Fine Grade & Backfill Curb
Fine Grading Lots

5055 SY
2050 LF
49 EA

$
$
$

0.50 $
2.00 $
275.00 $

2,527.50
4,100.00
13,475.00

Sewer
8" PVC Sewer Main
Sewer Manhole
Sewer Services
Testing manholes
Testing main

1178
8
49
8
1178

LF
EA
EA
EA
LF

$
19.75 $
$ 2,600.00 $
$ 485.00 $
$ 150.00 $
$
2.15 $

23,266
20,800
23,765
1,200
2,533

1178
8
49
8
1178

$
$
$
$
$

23,265.50
20,800.00
23,765.00
1,200.00
2,532.70
Subtotal

$
$
$
$
$
$

-

Water
8" Tapping Sleeve & Valve
8" PVC Water Main
Water fittings
Gate valve

1
1350
7
3

EA
LF
EA
EA

$ 5,375.00 $
$
20.50 $
$ 775.00 $
$ 1,850.00 $

5,375
27,675
5,425
5,550

1
1350
7
3

$
$
$
$

5,375.00
27,675.00
5,425.00
5,550.00

$
$
$
$

-

OPINION OF PROBABLE COST
ENGINEER'S OPINION OF PROBABLE COST
ITEM
Fire Hydrant Assembly
3/4" Service (no meter)
Temporary 1" blowoff
Testing

Landscape
48" Aluminum Fence
Buffer shrub
Buffer Evergreen Tree
Buffer Tree
Trees

QTY.
2
49
1
1350

525
248
88
54
28

SCHEDULED
UNIT
UNIT PRICE
EA
$ 5,325.00
EA
$ 850.00
EA
$ 2,250.00
LF
$
2.25

$
$
$
$

VALUE
10,650
41,650
2,250
3,038

LF
EA
EA
EA
EA

$
$
$
$
$

13,125
18,600.00
26,400.00
24,300.00
12,600

$
$
$
$
$

25.00
75.00
300.00
450.00
450.00

INSTALLED
QTY.
VALUE
2 $
10,650.00
49 $
41,650.00
1 $
2,250.00
1350 $
3,037.50
Subtotal

525
248
88
54
0

$
$
$
$
$

13,125.00
18,600.00
26,400.00
24,300.00
Subtotal
PROJECT TOTAL
BOND TOTAL
LETTER OF CREDIT TOTAL

REMAINING
VALUE
$
$
$
$
$
-

$
$
$
$
$ 12,600.00
$ 12,600.00
$ 90,982.50
$ 22,745.63
$ 113,728.13

