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Purpose 

The purpose of the Best Practices Advisory Board is to 

solicit insights and recommendations from seasoned 

economic development professionals on a variety of 

topics for the benefit of all interested ED practitioners. 

BPAB Member Qualifications 

The BPAB membership is assembled loosely based on 

the following qualifications.  

 A minimum of ten (10) years experience in E.D. 

 Several years in the Director role 

 A willingness to respond to periodic short surveys 

If you are not currently a member but are experienced 

and interested, please contact me at the number below. 

Member Makeup 

The following page reflects the different size agencies 

and geographic locations that make up the BPAB. 

Surveys 

 Surveys are infrequent and very short 

 Responses will be represented confidentially  

Survey Topics 

Following are anticipated survey topics: 

 Administration and management, personnel 

 Board management, training, education 

 Budgeting, finance, reserves 

 Marketing & promotion 

 Programs, responsibilities, BRE 

Survey Questions 

Feel free to send me suggestions for any questions you 

think might be appropriate for the BPAB. 

Administration 

The BPAB is administered by EDP Best Practices, LLC, an 

economic development consulting firm based in the 

DFW region.  Feel free to contact me with any questions. 

 Greg Last, CEO, (817) 992-6156 

 glast@EDPBestPractices.com 

Current Members 

BPAB Program Overview 

 Purpose-Members-Contact 

BACK TO TOP 

BACK TO TOP 

2021-03-05 

First Last Title Organization 

Tom Mullins     

Lorie Vincent CEO Acceleration By Design 

Misty Mayo President / CEO City of Abilene-DC 

David Ellis Assistant Director City of Allen-EDC 

Kevin Carter President & CEO City of Amarillo-EDC 

Joanie Ahlers ED Director City of Athens-EDC 

Janis Crawley Executive Director City of Bowie-ED Coalition 

Susan Cates Director of ED City of Brenham 

Robert Winningham Director of ED City of Carrollton 

Kevin Holzbog Executive Director City of Decatur-EDC 

Joe Newman CEO City of DeSoto-EDC 

Audrey Schroyer Executive Director City of Gainesville-EDC 

Gayle Cooper Executive Director City of Gun Barrell City-EDC 

John Clary Executive Director City of Henderson-EDC 

Jana Russell Executive Director City of Kilgore-EDC 

Scott Livingston Director of ED City of League City 

Jason Moore Director of ED City of Lewisville 

Susan Gill President City of Lindale-EDC 

Carolyn Rowley Dir., Recr. & Innov. City of Lubbock-EDC 

Richard Nevins Director of ED City of Mansfield-EDC 

Christian Fletcher Executive Director City of Marble Falls-EDC 

David Witcher Director of ED City of Mesquite-ED 

Nathan Tafoya Executive Director City of Mount Pleasant-IDC 

Craig Hulse Director of ED City of North Richland Hills 

Wesley Burnett Director of ED City of Odessa-COC 

Terry Johnson ED Project Mgr. City of Palestine-EDC 

Lisa Denton ED Director City of Palestine-EDC-B 

Brian Malone Vice President City of Pearland-EDC 

Amy Madison Executive Director City of Pflugerville-CDC 

Sally Bane Executive Director City of Plano-ED 

John Jacobs Executive VP City of Richardson-EDP 

Bill Sproull President & CEO City of Richardson-EDP 

Tom Long 
EVP-Bus. 
Recruitment 

City of San Antonio-EDF 

Shani Bradshaw Executive Director City of Sanger-ED 

Josh Schneuker Exec. Director City of Seguin 

Ken Becker Executive Director City of Sweetwater-EED 

Adrian Cannady President City of Temple-EDC 

Scott Connell ED Manager City of Temple-EDC 

Ray Dunlap President City of Terrell-COC-EDC 

Keri Samford Director of ED City of The Colony-EDC 

Scott Martinez President / CEO City of Tyler-ED Council 

Warren Ketteman Sr. Director of ED City of Waxahachie 

Jason Greiner Executive Director City of Wylie-EDC 

Mike Rosa VP of ED Dallas Regional Chamber 

Tony Kaai President Denison Devel. Alliance 

William Myers VP of ED Denison Devel. Alliance 

Greg Last CEO EDP Best Practices, LLC 

Charisse Bodisch Sr. VP of ED Greater Austin-COC 

Phyllis Gogue VP of ED Greater Killeen-COC 

Gerri Lawing ED Coordinator Guadalupe Valley Electric 

Pat Jamison BEDC Dean Jamison & Associates 

Jim Gandy President JLG Investments, Inc. 

Amanda Davenport   Lake Barkley Partnership 

Karen Dickson E.D. Manager Lower Col. River Authority 

Eric Voyles Exec. V.P. / EDO TexAmericas Center 

Orlando Campos Director of EDT Town of Addison 

Nancy Windham President & CEO TX Forest Country Part. 

http://www.EDPBestPractices.com
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How many years of experience do you have in 
economic development? 

Additional comments offered by the BPAB 

 8 yrs with Type A, 4 yrs with Type B 

 19 yrs with Electric Co. and 8.5 years with EDC  

 EDC, Chamber ED Dept., and City ED Dept.  

 5 years in India, 12 years in the USA  

 Large urban ED group, smaller suburban and rural 

 10 year anniversary will be in December 2018  

 4 years are on the public/non-profit side and 18 are 

private side site selection/incentives consulting  

 4 years in Illinois, 16 years in Texas 

Additional comments offered by the BPAB 

 Mostly Texas, more specific would be North Texas 

 Consultant (2) 

 Currently consulting for cities, counties, regions or states. 

Previously represented cities, counties  

 30 miles from Austin and collect Type B sales tax  

 City and County - rural  

 Consultant for various size / type EDO's 

 Have worked in rural, semi-rural, and suburban. I 

worked in leadership positions with regional groups in 

all three locations as well  

Including you, how many Full-Time Equivalent 
employees are in your E.D. organization? 

Additional comments offered by the BPAB 

 9 on Economic Development team, but also have 2 

people who work Innovation and then other teams in 

the Chamber who are dedicated to transportation, 

talent/education and advocacy.  

 Just me in the ED Dept of Elect. Co., but I have help of 

other departments: engineering, marketing, etc.  

 Had 11 total at prior employer 

 ED funded 1/2 by City, 1/2 by County (No A-B) and 

only provides for Director position 

Background 

Makeup of the BPAB 

How would you describe the jurisdiction you 

represent? 

BACK TO TOP 

Topic: Makeup of the BPAB membership 

BPAP Distribution & Response: The question was distributed to 44 BPAB members 
and 33 executed the survey for a 75% response rate.   

Following are results of questions asked, and additional comments, if any. BACK TO TOP 

2018-10-15 
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Do you currently have a formal or informal 
Succession Plan for your Board? 

What recommendations do you have for 
Board succession planning? 

 My board represents 12-counties with 27 members 

and 5 ex-officio. I would like to see someone from 

each county mentoring a young and upcoming leader 

to be considered for the board.  

 Generally we move from Board Sec to VP to President. 

However, the Pres of the board does not have term 

limits so the Sec and VP keep changing without taking 

a position in the rotation.  

 Officers actively participate and interact with the 

Board seats above them so as to fully understand the 

role prior to taking that office.  

 Identify and encourage leaders in the community to 

engage with your program. Start by having them head 

special committees or initiatives. Utilize community 

leadership programs if possible to educate about ED.  

 Our board members attend the sales tax training put 

on by TEDC as well as hold memberships in TEDC and 

IEDC so they receive educational information. We 

invite them to attend events and keep them up to 

date on key information. Each board members' 

attendance record and involvement is noted and from 

this, they are promoted to voting members as then 

elevated to officer positions on the board. We have 5 

ex-officio positions as well as 5 voting positions.  

 Keep a list of qualified and interested potential board 

candidates which can be referenced when needed.  

 Rotate offices held among the Board members  

 Have Vice-Chair involved in meetings with Chair / Exec 

 We are now requiring anyone interested in serving on 

a board to go through Citizen's Government Academy.  

 Utilize programs like "Citizens University" and partner 

with the local Chamber of Commerce to fill the 

pipeline for prospective Board positions.  

 Rotating member replacement with term limits for 

board members. We have 3 - 2 year terms for board 

members. One or two rotate off each year.  

 Approximately a year before we know a board 

member will rotate off, we begin asking board 

members and the Mayor for names of people who 

would be good candidates for the position and meet 

the criteria for membership that is in our by-laws.  

 Succession Plans have a regular performance 

evaluation process; Develop a key task list by function; 

Annual calendar; “Where is everything?”; List outside 

critical relationships; Update donor lists; Document 

institutional memory/knowledge; Appreciation rituals; 

Get the board on board—form succession committee 

for board succession and for management 

 Identify business leaders who want to be engaged in 

shaping ED program and processes. Plan to have all 

board members attend the TEDC sales tax training. 

Encourage creating working committees to have all of 

the board members engaged in the process in 

introducing or reshaping certain programs of work.  

 Be mindful of diversity, including thought diversity; 

that represents the community, membership or 

constituent base. Don't wake up one day only to 

realize the board is not at all representative.  

 We have a prepared list of potential Board member 

candidates. Recently we have recommended that our 

board pre-meet with all the candidates on the list to 

make sure they understand the commitment it takes 

to be on the Board and that they are focused and 

believe in our mission. Our Bylaws state that our EDC 

makes the Board member nomination 

recommendations to the City for their final approval 

or decline.  

 If at all possible, ask the City Council to approve board 

member replacement recommendations made by 

your board. Never allow the majority of your board to 

be City officials or staff.  

Management 

Succession Planning 

BACK TO TOP 

Topic: Management / Succession Planning 

BPAP Distribution & Response: The survey was distributed to 46 BPAB members and 
25 executed the survey for a 54% response rate.   

Following are results of questions asked, and additional comments, if any. BACK TO TOP 

Page 1 of 2 

2018-10-15 

http://www.EDPBestPractices.com
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Do you currently have a formal or informal 
Succession Plan for your Staff? 

What recommendations do you have for 
Staff succession planning? 

 Always hire with the intention of training someone to 

take your place.  

 We are a staff of two with distinct skill sets so 

succession planning does not really work for us.  

 Training for the role and delegation of some duties so 

the successor has enhanced firsthand knowledge and 

experience.  

 Staff openings occur infrequently and the pool of 

applicants would always be changing. Succession 

planning for staffing would be difficult. On rare 

occasions, but sometimes, a quality person will be 

interested and can "just wait" for an opening.  

 Offer necessary training and mentoring for different 

levels of staffing to help prepare them for future 

opportunities within the department. Cross train 

where possible.  

 I am currently sending my ED Coordinator through EDI 

and have also made her responsible for overseeing 

specific projects to build her knowledge.  

 I think sometimes this is overrated. A staff person who 

is identified as part of the succession plan does not 

guarantee the person is promoted. If this is general 

practice than why have it when the end result is a 

dissatisfied employee who often times will leave and 

go to another city.  

 Documentation, Policy and Procedures Manual  

 Hire well, train your staff, and cross-train all your 

employees (including yourself) to be prepared in the 

event that one or more team members leave the 

team.  

 Evaluate the various skills / experience of staff and 

determine their potential value to the future of the 

organization to determine if it will be necessary to 

seek staff outside of the organization  

 I have had the opportunity to hire a new admin 

almost three years ago. I have since "moved" him into 

the "EDC Specialist" and hired another admin. Internal 

training made that possible. Please train your people 

in all facets of the office. Don't be an "information 

hog". Be willing to offer people an opportunity to 

"move up" if they desire and are qualified to do so. 

Hire quality people and provide quality training - a 

win/win.  

 We have a advancement outline for each of the four 

positions in our office - from specialist to manager to 

director of each position. For the executive director 

position, we have a staff member who is in the 

assistant director position who can qualify and 

potentially move up when a vacancy occurs should 

the board choose to promote from within versus 

seeking outside candidates.  

 We follow city wide policies established by our human 

resources department. During interviews, we always 

take into account their future growth within the 

organization and whether they have innate qualities 

to advance into higher positions.  

 Require all work be done on shared file directories 

 All contacts be maintained in common dbase /  CRM 

 Have Staff involved in "confidential" meetings 

 Involve Staff in varied responsibilities (budget, 

marketing, BRE, etc.)  

 Training up the Assistant Director for IEDC 

certification to be the next potential EDC Director. 

Potential list of candidates for other staff that might 

be available should a position become unexpectedly 

open.  

 Identify potential staff who want to be engaged in 

learning and shaping ED program and processes. Plan 

to have all staff members attend the TEDC sales tax 

training, followed by other training with TEDC or IEDC 

forums. Plan to develop the next Executive Director 

from the staff.  

Management 

Succession Planning 

BACK TO TOP 

BACK TO TOP 

Page 2 of 2 Topic: Management / Succession Planning  

2018-10-15 
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Management 

Best Practices Agenda / Notice 

BACK TO TOP 

Topic: “Best Practices” EDO Agenda / Notice  

BPAP Distribution: The BPAP members were asked to review and contribute to the 
development of a “Best Practices” Agenda / Notice format for EDO’s.  Following is a 
recommended agenda / notice based on their recommendations.   BACK TO TOP 

2019-08-12 

http://www.EDPBestPractices.com
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What types of issues / projects cause you to 
engage an attorney? 

 Incentive Agreements: Drafting, Chapter 380, 

performance, job creation / incentives, tax abatement 

 Other Agreements: Developers, business contracts, 

construction / maintenance 

 Negotiations: Public-Private Partnerships, issues not 

addressed in policies 

 Real Estate: Transactions, contracts, acquisitions, 

sales, leases, deeds, eminent domain 

 Procedures: Project related 

 Legal Conflicts: Civil lawsuits, being sued 

 Interpretations / Opinions: Board member liability, 

allowable projects and guidelines, Local Government 

Code, new state laws, local ordinances, deeds, ethical 

questions 

 Administration: Bylaw updates, EDO resolutions, 

organization / administrative contracts, bond issues 

 E.D. Districts: TIRZ eligible projects 

What is your current practice for legal / attorney 
services? 

 We represent 25 cities and only use our select 

attorney of record so as to avoid confusion and 

conflicts.  

Positive / negative aspects of using the City 
Attorney? 

Positives:  

  Real Estate Experience: Very proficient on RE matters 

  Cost: No cost to the EDO 

 Accessibility: Available, easy to contact, same bldg. 

 Responsiveness: Quick response time (usually) 

 Conflict Reduction: Minimizes, if not completely 

eliminates, differences of opinion (i.e. angst) within 

the City, streamlines processes, and minimizes legal 

disagreements within the City, good alignment 

 City Familiarity: Incentives that are acted on by City 

Council. Works having in-house City Attorney in tune 

with the Council calendar, familiarity with City 

ordinances and procedures and joint agreements  

Negatives:  

 Accessibility: More expensive and inconvenient since 

their offices are in another city 

 Conflicts: Situations where the City and the EDC are 

on opposite sides of an issue, if / when the City 

Attorney gets at odds with the elected officials (to 

whom he/she directly reports, at least in our City), 

then the City Attorney's Office can sometimes reflect 

some political pressure. 

 Concern about Comments: Inability to speak freely 

about City, CC, City Manager, etc. 

 Responsiveness: Typically takes much longer in our 

case to get things done from the City Attorney, City 

Attorney to busy with City business to meet our 

timelines 

 E.D. Experience: Less knowledgeable on special E.D. 

projects / transactions, not “up-to-speed” 

 Conservative Nature: Our City Attorney is way too 

conservative and it difficult, sometimes, to get a 

definitive answer. He likes to give a "best practice" 

answer instead of what is required by law. He is 

narrowly focused on eco dev., less likely to be open to 

new ideas, which are different from their legal 

position 

Administration / Management 

EDO Legal Services 

BACK TO TOP 

Topic: City Attorney vs. EDO Attorney  

BPAP Distribution & Response: The question was distributed to 39 BPAB members 
and 20 executed the survey for a 51% response rate.   

Following are results of questions asked, and additional comments, if any. BACK TO TOP 

Page 1 of 2 

2019-12-13 

http://www.EDPBestPractices.com
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Positive / negative aspects of using a dedicated 
EDO Attorney? 

Positives: 

 Responsiveness: Quick response and engaged in our 

activities because services are paid directly by EDO 

 Accessibility: EDO attorney could attend Board 

meetings which was necessary and most helpful.  

 Focused on EDO: No conflict of interest, dedicated to 

EDO causes.  Further removed from the political 

process, therefore more likely to give unprejudiced, 

objective, legal advice which benefits the EDO.  

 Approach:  Approach is "How do we get to yes?"  

 Communications:  More open dialogue 

Negatives:  

 Communications: Not always in tune with City Council 

approval issues.  

 Costs: Expensive in some cases; however, our 

attorney provides services on a minimal retainer.  

 Availability: Can be delayed on work for other clients. 

 Conflicts: Differences in legal opinion between the 

EDO Attorney and the City Attorney can create 

arguments / angst within the City, and politicize E.D.  

What recommendations can you offer an EDO 
evaluating which way to go? 

 Really depends on how closely the EDO works with 

the City, the relationship with the city attorney. Prefer 

private council if you can afford it.  

 Using an attorney with the same law firm as the City's 

attorney was a big advantage in getting deals done.  

 Determine what the issues are, and evaluate your City 

Attorney's capabilities to deal with E.D. issues, or 

whether someone with more focused capacity in that 

area would help. I think it would depend on the 

quantity of projects and the detail involved in each to 

determine if you need a more specialized attorney 

than a general municipal attorney.  

 If you have a local City Attorney, use them. If your City 

Attorney represents other cities, you might want to 

use a local attorney for most needs because of cost, 

convenience, speed and dedication to your EDO.  

 I recommend utilizing both unless the City Attorney is 

proficient with all E.D. issues.  

 I recommend having your own attorney familiar with 

ED issues.  

Topic: City Attorney vs. EDO Attorney  

Administration / Management 

EDO Legal Services 

BACK TO TOP 

BACK TO TOP 

Page 2 of 2 

2019-12-13 

 Find an attorney, preferably as local as possible, that 

has a decent knowledge of Municipal Law, EDO laws 

and AG cases, not trial or criminal law attorneys. 

 Find an attorney that fits with your philosophies, if 

you want to be creative (or conservative) in incentive 

deals, make sure they will help with that process.  

 If you handle real estate, make sure the attorney 

(probably private) regularly deals with business and 

land transactions. Obviously, make sure the attorney 

works on contracts (preferably with businesses).  

 For smaller EDO's budget for legal services and use an 

attorney as-needed  

 In financial situations where a city is handling EDO 

financial management by legal agreement, for 

instance, it’s better to have a dedicated attorney if 

one party or another doesn’t live up to its agreement.  

 First, consider the: a) structure of the EDO (i.e. 

separate 501-C3, City Dept., 501-C6, publicly funded, 

privately funded, etc.), b) political landscape of the 

community (i.e. political tension and fighting?), and c) 

the degree of support for E.D. in your community. 

Second, if you're a 501-C6, you probably have to use a 

separate EDO Attorney. If you're a department of the 

City, you will likely have to use the City Attorney. If 

you're a 501-C3, you likely will have a choice to use 

the City Attorney or a separate EDO Attorney. Third, 

consider: 1) If your community is prone to having 

political tension, then the EDO and City should use the 

same attorney; 2) If the community is generally or 

very supportive of E.D., then focus on using an 

attorney that understands the law regarding E.D. in 

Texas and is creative finding solutions that will 

support E.D. in your community; 3) If your community 

is NOT generally or very supportive of E.D., then 

either try to select a City Attorney that is fair and 

equitable with respect to the law, or use an 

experienced EDO Attorney, particularly if you're NOT a 

department of the City, that is NOT prone to getting 

drawn into political fights to patiently lay the 

groundwork for a successful E.D. program.  

 It is ultimately up to the CC if they want a board to 

utilize the City Attorney. If the CC is open, I would 

recommend a thorough interview process and 

questions that lead you to your ultimate goal of what 

you want from the attorney.  

http://www.EDPBestPractices.com
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Do you currently use some type of Customer 
Relationship Management (CRM) system to com-
municate with clients, prospects, stakeholders, 
etc? 

What type of system is it? 

What CRM system do you use? 

 Email, texts, some social media, in-person visits, and 

telephone calls, and regular mail (2) 

 Card collection / Outlook; In-house Excel (4); ACT (2); 

Salesforce(2); MS Access (2); OctoUX with HubSpot (2) 

 Our Chamber is using ZOHO. The ED Dept. would like 

access but the cost is $1,000 / month and we're not 

sure it's cost-effective right now 

 After unsuccessfully trying both Salesforce and 

Executive Pulse, we decided to simply track our 

projects using Microsoft Excel. We're willing to share 

our simple, eleven column spreadsheet, simply go to 

this Dropbox link: https://www.dropbox.com/

s/3k6ofwsa4jgcjjf/League%20City%20Project%

20CRM%20Teamplate.xlsx?dl=0)  

 I use Evernote extensively for tracking projects. My 

use has grown organically when I ran into limitations 

using other software. Love being able to save data, 

info, files, etc. into a note or notebooks but it can get 

out of hand quickly if you don't be careful.  

How would you rate the effectiveness of these 
CRM providers / products? (Only rate those you 
have used) 

 To me, some have too many bells and whistles. I 

wanted a simple and affordable one that I could easily 

input contacts, utilize fields and categories, be able to 

add notes and alerts and be able to easily export and 

import my contacts into other programs (constant 

contact, wix, etc.)  

 I used PipeDrive in 2018 and ZoHo in 2019. I prefer 

Zoho, although PipeDrive was very effective.  

 Salesforce was too complicated for us to use. We 

could never get over the education / training hump to 

learn how to use it to justify the time to learn it and 

the expense to maintain / keep it. 

 Hubspot helps you with email lists. It is capped at the 

number of names you can have without paying extra.  

 Continued on next page 

Administration - Management 

CRM Systems 

BACK TO TOP 

Topic: Use of CRM Systems  

BPAP Distribution & Response: The question was distributed to 39 BPAB members 
and 16 executed the survey for a 41% response rate.   

Following are results of questions asked, and additional comments, if any. BACK TO TOP 

Page 1 of 2 

2020-01-06 

http://www.EDPBestPractices.com
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Comments continued from prior page: 

 ACT works fine for what we do with it. There are 

features we don't utilize, but should.  

 We never felt comfortable with storing all our records 

in only Executive Pulse (i.e. one location). Therefore, 

using Executive Pulse seemed redundant, since we 

were storing records both in Executive Pulse and our 

primary folders at City Hall.  

 My use of HubSpot was possibly limited because we 

don't have Outlook 365. However, not being able to 

send versatile messages on the fly to prospects / 

contacts while via mobile greatly limited my ability to 

use, and integrate, the platform consistently.  

 Developing your own dbase in Access has lots of 

advantages: No annual cost, easy to set up, can 

import / export current contacts in Excel, can be 

tailored to your needs, can export for Constant 

Contact, not overwhelming to learn or use. It is a 

contacts database though, and not a project tracker.   

Topic: Use of Customer Relationship Management (CRM) Systems  

Administration - Management 

CRM Systems 

BACK TO TOP 

BACK TO TOP 

Page 2 of 2 

2020-01-06 

What recommendations would you have for an 
EDO evaluating what kind of CRM to implement? 

 Don’t “overbuy” in terms of software. Look for CRM 

that won’t need too much customization.  

 Take advantage of their free trials, watch their 

tutorials and input 10 to 20 contacts into their 

programs to see how they really work. Also, knowing 

someone that also uses the program and is willing to 

help you learn is super helpful.  

 (1) Use a CRM tool which is simple to learn AND use, 

(2) A CRM tool should be resource-effective in terms 

of both TIME and EXPENSE. In other words, the time 

required to learn AND use the tool, plus the value of 

the tool to the organization should justify the COST / 

EXPENSE of using the tool, (3) The CRM tool you 

choose should work for you and the end result that 

you're trying to achieve, (4) Make sure that you can 

easily and quickly update the CRM tool to update 

project details, (5) Make sure that the CRM tool will 

allow you to quickly and easily print/share Summary 

Active Project Reports.  

 I'm cancelling hubspot and may consider Pro-Track 

Plus in the near future 

 Look at large your data base is, as well as how may 

campaigns you will do and apply the costs.  

 Explore exactly what you intend to do with the CRM. 

They all excel in different things, so do your research. 

Test drive them before you buy.  

 Figure out what level of sophistication you think you 

need. Prioritize the functions you want most and 

compare them with several products. Ask around for 

feedback. If you are not currently using some kind of 

system, you need to start. It makes a huge difference.  

 Keep in mind security (i.e. NDAs) and visibility 

internally to various groups.  

 Ease of use and ability to customize. Really think 

through what end-result you are seeking.  

 Cost may be a factor for some organizations.  

 Pay close attention to implementation consultants 

and choose one who has experience with economic 

development so they better understand how to build 

a platform that works for your unique needs.  

http://www.EDPBestPractices.com
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Financial / Budget 

Best Practices Line-Item Budget 

BACK TO TOP 

Topic: “Best Practices” EDO Line-Item Budget Master 
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1. What type of reserves policy do you have? 

 

 

 

 

 

 

 

 

 

2. How important is it for an EDO to have a formal 
reserve policy? 

 Based on past and current organizations I've worked 

for, they were / are diligent for setting aside a reserve. 

This has saved us during downturns when we needed 

to lean on those reserves and in times that we may 

have a significant outlay of cash for a specific 

unforeseen use. 

 If an EDO can stick to an informal policy while 

maintaining flexibility, a formal reserve policy 

shouldn't be necessary. 

 Reserves help us overcome economic downturns and 

unexpected disasters. 

 We do not use Type A/B to attract and retain primary 

jobs and fund ED through the City's General Fund 

under a very strict "pay as you go" investment (aka 

"incentive") policy, by which we will only REBATE a 

percentage of sales, hotel, and/or property tax 

revenue generated by a given project. 

3. What do you recommend as a basis for setting a 
reserve amount? 

 % of annual revenues (3) / Institutional history 

 # of years of op. exp.+debt service+incentive oblig. 

 % of TAE, plus an amount for a "war chest" and/or 

"rainy day fund" according to the community's 

strategic objectives and tolerance for risk 

 % of TAE plus debt service long term plan. Explanation 

of holdings for long term debt payoff is important for 

our EDO for budget setting purposes. 

4. What would you recommend as an appropriate 
amount of reserves? 

 6-10%, 20%, 25% (3), 50%,  

 25% of annual revenues (2) / 25% of overall funds 

 6 months of operating expenses 

 3 years of op. exp. + debt service + incentive oblig. 

 Be aware that there have been legislative bills to 

require that EDCs transfer any unused funds to City 

each year.  Support the PAC. Your job depends on it. 

 Depends on local political environment and being 

aware of potential scrutiny by other entities if political 

environment is not supportive of large EDO reserves. 

 One year to cover all obligations (DS and all other 

grant obligations + 25% of total expenditures) 

 3x op. exp. + debt service and incentive obligations 

 6 months - 1 year of working capital 

 6 months working capital (total expenditures) 

 6 months operating capital + debt service 

 1 year annual expenditures + debt service 

 1 year of total annual expenditures 

Financial / Budget 

Appropriate EDO Reserves 

BACK TO TOP 

Topic: Appropriate EDO Reserves  

BPAP Distribution & Response: The question was distributed to BPAB members and 
23 executed the survey.   
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1. Do you currently implement any Business 
Retention & Expansion (BRE) programs? 
                   Yes = 90% / No = 10% 

 We are planning to grow our BRE program. (5) 

 They are very informal and primarily driven by crisis 

management. We're not a good example of BRE.  

 Not formal, we do visit business on a regular basis. (2) 

 3 tiers -- One on One visitations, monthly Mayor's 

Lunch with 2-3 large, fast-growing or newcomer 

companies, annual Internet survey with 10 questions 

2. How would you describe the extent to which 
you implement the following BRE program 
components? (Only rate those that you actually 
implement) (answers continue in right column) 

 Gets companies integrated into the community, 

connected to resources, access to workforce grants, 

and marketing assistance.  

 Most of our growth comes from existing industry. 

They are very aware of state training programs and 

are sophisticated when it comes to incentive 

packages. Our industries use that information in their 

expansion planning. So while unusually informal, BRE 

is very active, yet intermittent. 

 We partner and work closely with our COC, TWC 

Board and local community colleges. Establishing a P3 

and business executive roundtable. 

 We have implemented a Manufacturer's Consortium 

including Cooke County's major employers and 

manufacturers. It serves as a roundtable for employer 

assistance and workforce development, and helps the 

EDC manage Manufacturing Day, which is a one-day 

event for high school students in Cooke County ISD's 

to tour these manufacturing plants and learn more 

about advanced manufacturing and training programs 

and employment opportunities available. 

 Implementing business surveys and webinars which 

are more accessible. Early morning (7 am) is a great 

time to get their attention, and in groups of 4-5 

companies where they can share stories or issues or 

solutions.  Works amazingly well. 

 As a unique combo of COC-EDO-Tech Business 

Council, we do some of the retention activities (like 

HR Roundtables) through our non-EDO components. 

 We don't actually offer incentives; however, we help 

local companies navigate what is available through 

other entities. The same for talent, hiring, training. 

We have staff dedicated to Talent Development & 

Acquisition who work with local resources, sit on local 

Workforce Solutions Board and provide the 

collaboration to take advantage of outside resources. 

 Our business improvement “matching” grant (BIG) has 

been well received. Biggest negative is wanting to 

provide more funds than revenues allow. 

 Job listing at market level wage is a huge success. 

Program Components 

Business Retention & Expansion 
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1. How well have the following BRE “roundtable” 
discussions / presentations been received by your 
business community.  (Only rate those that you 
have held.) 

 Local business climate, workforce issues and available 

financial support from various E. D. programs were 

our key points.  

 The majority of our roundtables are "non-specified 

topic" so that the peer group has the opportunity to 

ask questions, share best practices, etc.  Our resource 

network (university, college, workforce, chamber, 

etc.) are always engaged to address issues as they 

arise. In addition, we invite a local employment 

attorney to attend and chime in as needed.  

 

 Mid-year 2019 we began a county-wide ISD leadership 

round-table along with the leaders of our community 

college - very valuable to get everyone working on the 

same goals. We hold these bi-monthly (now on zoom). 

Workforce Board meetings need some help with 

conversation - very defensive on all sides. Round-table 

discussions include community events / new business 

recruitment & retention and lately the issues with 

COVID & Tornado. 

 Conversations have been well received  as long as we 

don't do too many at one time or too close together.  

 Currently, we are doing zoom calls at 7 am every week 

with our companies to discuss supply chain, and to 

provide resources for any issues that they are having. 

We have helped them with governmental contracting 

to support their PPE development and continue to 

assist with sourcing vendors and supplies amid the 

supply chain disruptions. These "roundtables" are to 

hear from them on updates regarding their progress. 

Business has been steady for them, but with 

challenges that we have helped to deter or overcome. 

2. Describe any NOT LISTED ABOVE along with 

positives / negatives. 

 Handling Negativity on Social media - City / COC / EDC 

staff & leadership - was very good  

 Workforce Training - Extremely Valuable  

 Economic Resilience -- As a result of Hurricane Harvey, 

I invited a Volunteer Team from the IEDC to visit and 

host 10-12 focus groups in my community to identify 

ways for my community to enhance its "economic 

resilience" (i.e. ability to withstand and / or bounce 

back after a natural disaster and / or economic 

downturn). The IEDC Volunteer Team's findings and 

recommendations are proving to be instrumental in 

(1) building broad-based support for attracting and 

recruiting local, quality, primary jobs as opposed to 

only retail and service-based jobs (i.e. "economic 

development 101") (2) challenge the community's 

traditionally-held assumptions about how it will 

achieve long-term financial sustainability after 

buildout and the relationship of those assumptions to 

economic development, and (3) revise / update the 

community's economic development strategic plan.  

Roundtable Discussions 

Business Retention & Expansion 
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What recommendations would you offer to an 
EDO preparing for a prospect site visit?  

Coordination:  

 Establish a clear agenda with their coordinator, 

including start, finish, travel times, bathroom and 

email breaks; allow prospects "down-time" if they are 

staying overnight. Be flexible, anticipate last minute 

changes to their visit plans 

 Get as much information on the Prospect as you can 

 Determine exactly what the Prospect wants to get out 

of the visit, e.g. what to visit, who to meet with, 

questions to resolve 

 Determine availability of key team members before 

trying to schedule, especially other business members 

 Pre-qualify properties prior to planning visit; 

determine political feasibility of the Prospects use if 

regulatory approvals / variances are needed 

 They may want to visit certain companies in your 

community, include in itinerary 

 Inform security at any corporate campuses that you 

may be touring people in a van / bus / etc. 

Available Information:  

 Have all of the Prospect's requested information 

available in both print and digital format (packet for 

every Team member) 

 Potential information to include: maps, plats, building 

plans, labor force, labor shed, wages, taxes, 

incentives, education, site, building, workforce, 

incentives, QOL 

 Prepare a packet of information about the Prospect (if 

known) and make sure the ED Team knows it 

ED Team: 

 Establish your team and their roles / responsibilities 

based on needs of Prospect 

 Designate a detailed note-taker, documenter 

 Designate an “enforcer” for time management 

 Send the prospect a list of your team, preferably with 

photo, title, contribution; collect a business card from 

every member of your team, insert in 8.5” x 11” 

plastic sheet, scan to them, have copies at meeting 

 Have Prospect verify adequacy of your Team  

 Establish ground rules for team members, get them to 

sign as "understood" 

 

 

 Don't assume that your "locals" are as in tune with 

the goals of the visit, the need for confidentiality, how 

projects make decisions, the avoidance of negative 

selling, etc. as you, the professional, are. Effective 

communication in advance to all local parties and 

allies involved on basics of hosting a visit takes time 

but is worth it. Remember that often these visits are 

about elimination of candidate sites, more so than 

actually picking the right one.  

Prospect Team:  

 Try to get a list of their Team, titles, bios, roles, etc. 

 Understand if they want to remain anonymous or not 

Transportation / Logistics:  

 Get a large enough vehicle(s), full of gas 

 Get copy of key's to property gates if rep is unreliable 

 Confirm all visits / meetings the day before.  

 Carry cooler with water bottles, snacks 

 Drive entire route days before visit 

Entertainment:  

 Determine any unique dietary needs / restrictions for 

any planned meals 

 If dining together, meet with restaurant mgr and lay 

out what is needed, check, etc. 

 Send them welcome snack / fruit basket to hotel 

Site / Property:  

 Know EVERYTHING about the site or have someone on 

board who does 

 Make sure site is clean, neat, parking available and 

ready to be shown at least one day before visit 

 Make sure property owner / broker know visit 

schedule and # of information packets to prepare  

 For larger projects located in industrial business 

districts or central business districts, give City crews 

advanced notice so they can make sure the ROW and 

medians are clean of trash and freshly mowed 

Presentation:  

 Practice the presentation in advance with Team, who 

says what and when 

 Make sure the Team knows the “mistakes made” list 

 Respect CONFIDENTIALITY. Share what information 

can be shared with individuals who have the ability to 

approve or deny the potential business. Anticipate the 

best case and worst case scenarios for the Prospect 

and for "locals."  

Marketing & Promotion 

Prospect Site Visits 
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What recommendations would you offer to an 
EDO during a prospect site visit?  

During Travel:  

 Determine ahead of time who rides in what vehicle 

 Have snacks and drinks available everywhere you go 

 If they want to visit companies, take them to 

reception and introduce them to business reps, then 

wait in the car for them to finish visiting, don’t make 

them ask you to leave 

Prior to Arrival:  

 Prepare name badges with titles 

 Prepare "tent" name plates and set them on the table 

where you want everybody to sit 

 Arrange Team in desired order for meeting them 

 Dress appropriately, opt for business professional 

attire if undetermined 

 Assume they know nothing about, nor care about the 

community AND will observe not only your strengths 

and opportunities, but your weaknesses and threats 

 Make sure you listen carefully and ask questions so 

that your site visit meets their requirements. A site 

visit is to meet their needs; not yours. Remember, the 

Prospect is there to eliminate your city from 

consideration, not to learn how "great" you are. 

 Determine questions you would like to get answered 

and who is going to ask them (e.g. relocation 

expectations) 

During Presentation:  

 Follow the agenda unless changed by Prospect 

 Let them do the majority of the talking 

 Demonstrate the ability to quickly involve regional 

partners (water, energy, gas, etc.) when needed 

 Don't bad-mouth another community or state 

 Declare specifically any notes or follow-ups for the 

documenter to memorialize  

 Keep it light, personal, friendly, and not-too-intense 

 Be honest. If you don't know something or can’t do 

something, say so, and get back to them later.  

 Stick to the facts, don't dominate the conversation or 

tour, don't sound desperate 

 Try to learn more about "why" the company is making 

this decision; the real drivers behind the decision 

 Cite examples of similar industries being successful in 

the region or similar sites being chosen in the past 

 Wow them with pictures, visuals and easy to 

understand data such that leaves an impression and 

that they can easily remember 

Topic: Prospect Site Visits  

Marketing & Promotion 

Prospect Site Visits 
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 Listen! Then answer truthfully and succinctly. Please 

honor confidentiality if it has been requested. Even if 

you have learned who they are, don't share it! 

 Don’t let local officials derail the conversation, stay on 

topic 

At the Property:  

 If the realtor or owner of the site isn't present at the 

visit, have them on cellphone standby in case a 

question is offered that you can't answer.  

Closing / Departure:  

 Don't overload them with gifts, written documents, 

etc. They are probably flying in / out of your area.  

 Ask what to expect next, anticipated timeline? 
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What recommendations would you offer to an 
EDO after a prospect site visit? 

 Prepare written summary of discussion, follow-ups to 

be taken 

 Have an immediate debriefing with your team, 

document what went well and what didn't, write it 

down so you can benefit from it next time 

 Send them requested info and answers to any 

questions raised asap 

 Send them the hard copies of everything you talked 

about if they don't carry away your information 

packets 

 If you cannot send asap, provide them with dates on 

when you anticipate providing any information 

promised during the visit 

 Could send support letter from Team members or 

resolution from EDO in support of company 

 Send a handwritten thank you note for the visit 

 Thank them for visiting your community and offer to 

assist in any way you can. Ask for feedback.  

 Ask for any timelines that need to be met 

 Follow up, but don’t harass, smother, annoy, 

circumvent appropriate channels, be overly 

enthusiastic …. 

 Continue to check in with them periodically or as 

recommended by them. Be professional and highly 

attentive to any follow up questions or concerns that 

may arise 

 Follow up through the appropriate channels only. 

Nobody likes someone who skips levels and asks 

premature questions. However when a follow up 

question appears, be clear, concise, accurate and 

timely with your response. Also let them know this is 

your organization's response (not your response) 

indicating alignment on your end.  

 Send a thank you to your Team members and keep 

them informed periodically until a decision has been 

made 

Topic: Prospect Site Visits  
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Can you offer examples of mistakes you have 
made regarding a prospect site visit?  

 Didn't assign seating at the conference table and 

ended up with engineer across from their CEO 

 Didn't set / emphasize ground rules for team 

 Asking for business card when they wanted to remain 

confidential 

 Team members bad-mouthing neighboring cities 

 Did not include estimated times in agenda 

 Overwhelmed them with gifts they can't carry on 

planes (wine, pocket knives, too bulky, etc.) 

 Not teaching team members about the different 

culture of visitor 

 Not prepared enough with company information 

 Not enough visual materials for the site; renderings  

 I had an elected official speak about confidential 

information and lost the project 

 Had really nice big maps for meetings, but did not 

have travel-size available for the tour 

 A cluster of trailer homes adjoined a prime industrial 

site, the prospect didn't have time to walk the site so 

just relied on visuals. Aerials made it appear this 

cluster of homes would be a problem in reality it 

wasn't. Needed to adequately prepare to address 

surrounding area and not just leave perceptions out 

there to linger.  
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Do you have an Economic Development Marketing 
Video?  YES = 59%, NO = 41% 

 However, we have certain plans to make/create one! 

 We have a video but it was designed for multiple uses 

and does not convey what we need  

 We have three videos, one for general recruitment, 

one for retail and one for community quality of life. 

We took the recruiting video and hired a company to 

put the video into a video marketing brochure that is 

rechargeable. The brochure is a little over $50.00.  

 We use an "interactive brochure" which is accessed 

under our "media" tab on website. We have two short 

videos which are part of the City's "Forney for You" 

series through the PIO's office. The videos were on 

"retail site selection" and "starting a small business".  

What value do you place on the video? 

 A video will supplement the information on our 

website and share our community's competitive 

advantages and attract business investment  

 Great to provide aerial view and other lifestyle 

elements that you may not be able to capture in a 

meeting, but overall is not our best selling tool 

 Did separate videos for City and County websites, 

huge value for marketing purposes 

 Having the video in a brochure setting creates a 

"WOW!" factor.  

 I can't see the ROI but I wouldn't be without one since 

the intro to your city is done online.  

 Short videos linking to your website used repeatedly 

in Social Media, Newsletters, etc. can have some 

value. Big production videos do not get utilized to 

their full potential and become outdated quickly 

What recommendations would you offer to an 
EDO wanting to create a marketing video? 

 Keep it to 2 minutes or less. If you must do a longer 

video, have a short version and long version.  

 Make it short! No narration and utilize text to deliver 

key information 

 Make sure it is directed toward recruitment - one size 

does not fit all. Don't use too many "talking heads" as 

those become outdated quickly. ). If using shots of 

people, activities, etc. be sure that you are showing 

the diversity of your community. Try to capture the 

"feel" or essence of your community.  

 I would highlight community location, education / 

training, workforce info, existing industry and 

available space.  

 Focus on the things site selectors and companies 

might want to know. Market your strengths. A good 

BRIEF community tour could get you a site visit.  

 Know your desired outcome to determine the type of 

video. Make sure your message is clear. Promote the 

video on multiple platforms for best ROI. 

 Use a professional, interview multiple companies that 

have experience with economic development videos, 

ask peers about cost, drone capabilities and drone 

certified  

 Hire a company with experience telling an economic 

development story 

 Watch lots of other videos. Do your homework and 

surround yourself with knowledgeable people  

 Make sure it is not generic.. show only things that are 

unique to your community  

 Consider services outside your area as they may be 

partnering with other regional and state organizations 

that would use your video or at least a portion for a 

larger and more diverse audience 

 Put your time and money into some great drone 

footage that you can use over and over in your own 

videos. If you are a larger metropolitan area videos 

can play a bigger role. For rural and many others get 

out your IPHONE!  

 Have to make commitment to keep it updated 

 It has a place.... I hope. I use it for my community 

education.  

Marketing & Promotion 
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Are cash grants and / or job creation incentives 
taxable as income to a company? 

 It depends on the incentive. Cash grants, equipment and 

other tangible assets are considered taxable income per the 

Tax Reform Act. Tax credits, abatement and reductions are 

generally not considered income.  

 Based on the Tax Advisor article it appears that any cash 

grant incentive provided to a project with the possible 

exception of the cash incentive going towards infrastructure 

improvements would be taxable as income to the company. 

Tax Abatement and Chapter 380 and 381 incentives would 

be allowed tax free according to the article. I would suggest 

consulting with your CPA since this is such new legislation 

before going forward with a firm commitment.  

 It all depends on where the accountants place/handle the 

payments and I am not an accountant.  

 I read the article linked to your question. I assume you want 

us to study and be more “armed” with information so we 

can better serve our clients and customers. From what I 

gathered in reading the article, it depends on what type 

incentives, how they are distributed and structured. All in 

all, basically, companies now need a tax attorney to sift 

through the process and give good advice. Exactly in the end 

of the location process, one would wonder if receiving 

incentives are worth the trouble.  

 It depends upon the use of grants and how good their 

accountant is. If the cash grant is a cap-x / infrastructure 

reimbursement I would say no. If it is a cash grant with no 

strings attached (illegal) then yes. However if it is a 

forgivable like an then would also need to be carried as a 

liability for term of clawbacks.... Fuzzy, yes  

 I would think this is cash income into a company if it is a 

cash-per-job incentive. If it is a rebate back on taxes 

(Chapter 380/381) it seems that it would be offsetting 

revenue to the tax expense. So maybe that is handled 

differently. And then, maybe I am just Fuzzy as listed above.  

 A cash grant would be taxable. However, there are many 

ways to give the same incentive without just writing them a 

check. Credit on lease payments and debt forgiveness are a 

couple of examples.  

 I suggest that the entity receiving the cash grant hire a tax 

expert that is familiar with the following: 1) type of entity 

(LLC, LP, S-Corp, etc.), 2) the state tax code and 3) the 

federal tax code. These three are important to understand 

as the grant source may be local, state, federal or 

combination. In my experience, we indicate that our cash 

grants come from our general fund via local sales tax or 

property tax, via Section 380 of the Texas local government 

code, AND should be treated by the entity as a source of 

income. Also, there are organizations out there that will 

acquire an economic incentive, whereby the entity can 

monetize reimbursement agreements (term based grant 

over a period of time) adding liquidity to their project. Once 

such group is called District Investments LLC 

(www.districtinvestmentsllc.com). This group may have 

some knowledge on the taxable status of grants.  

 Based upon the article you shared, the answer clearly 

appears to be "YES" for cash grants. If "job creation 

incentives" are in the form of cash grants, tax rebates/

refunds, or a donation of land, the answer appears to be 

"YES". If "job creation incentives", however, are in the form 

of tax abatement, tax credits (that are not later refunded), 

tax exemptions, reduction in a tax liability, infrastructure 

improvements, or loans that must be re-paid, the answer 

appears to be "NO". Very interesting article, so thank you 

for sharing it!  

 I'm giving a "no answer, answer". From what I can uncover, 

it looks like "most" incentive monies will be taxable to a 

business. As a caution to the business, I would highly 

recommend that they visit with their CPA on the issue.  

 Fuzzy now that I read the article you included. Wow - this is 

at the very heart of ED and this point should be crystal clear. 

I'm embarrassed I don't know more about this!  

 I believe the new tax change makes the grants taxable 

income to companies. 

 IRS Section 118 says Govt contributions cannot be excluded 

from income with some exceptions.  

Additional resources provided:  

 https://www.thetaxadviser.com/issues/2018/jun/

federal-tax-reform-not-encouraging-state-local-

incentives.html 

Incentives 
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Does your EDO / City own real estate for economic 
development purposes? 

 We specifically bought commercial property to 

support the City Council's vision for downtown 

revitalization. Historically speaking, we have not 

bought land to hold/bank for business attraction, 

retention, or expansion. We do NOT have either the 

Type A or Type B sales tax for economic development, 

so our financial tools for speculative economic 

development, like buying and holding land, is limited.  

 We developed an industrial park.  

 We own two bldgs and all the available land in the 

business park.  

 160 / 290 acres of industrial, plus 15K sf office building  

 I think it is a plus to own your own property and be 

able to use the cost of the land as an incentive.  

 Real Estate is primary factor for our unusual success.  

Do you use brokers to represent your properties? 

 We did pay brokers for bringing projects to the table.  

 We often show and promote ourselves and it has 

been successful.  

 We do not list with brokers, but will pay a commission 

if they bring a project.  

 Our in-house City Attorney serves as our broker/agent 

to buy / sell properties.  

 Not contractually but we work with brokers who have 

prospects interested in our properties.  

 Depends on use. Manufacturing we do not. 

Commercial we have some in past.  

 I have with little response. However, some of cities 

use the same broker and have had better results.  

 It depends. There are certain properties that require 

further direction from a land use perspective, OR part 

of a larger assemblage that is in progress, and 

therefore not marketed via a broker. When marketed, 

we either post for bid OR market through a broker.  

 Some properties we use brokers, others internal real 

estate staff, others we have gone to RFPs.  
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If yes, do you pay these brokers a commission? 

 In the PPP, the private partner paid the commission to 

the broker.  

 If we're buying property, and the seller has an agent/

broker with an executed listing/agreement to sell the 

property on behalf of the owner, we would pay that 

agent/broker a commission. 

 We do not pay commission to brokers on all projects.  

 We pay a commission if the buyer has a broker, but 

we do not have a broker.  

 Each transaction commission is negotiable.  

 We would typically put out a blanket offer of a 

commission to any real estate broker that brings us a 

deal that closes. We would not typically offer any real 

estate broker an exclusive listing. In the event the EDC 

makes an ED deal to the company, we would pay the 

broker a commission based on the face value of the 

land before the incentive.  

 If we use them we pay standard commission 

otherwise they won't spend much time on it.  

 If a broker brings a prospect that closes, they get paid 

the customary fee. I insist on it.  

 If we sell, the EDC would expect to pay a commission.  

 I have discovered you can negotiate the commission 

in several ways. If you give the land to the project, 

what's the commission? If you have nothing to do 

with the project, is the commission still paid? Pay for 

performance is an option.  

 3% to the seller's rep, 3% to the buyers rep if 

brokered both sides. 4% to the sellers rep if the buyer 

does not have representation, 3% to the buyers rep if 

seller doesn't have representation  

Topic: Real Estate / Commissions  

Do you pay tenant-rep brokers a commission if 
they bring you a tenant / purchaser? 

 Not usually and very unlikely. However, such a 

transaction is legal and, therefore, possible, 

depending upon the nature of the project.  

 On a case-by-case basis and we limit it to 3% and 

payable at the end of each lease year. Broker must 

send us an invoice because we don't track them down 

to make payment.  

 Those commissions are usually paid by the landlord.  

 I insist on it wherever I work. Typically I would bring 

the buyer/tenant and forego the fee, but if they are 

acquired by a tenant rep broker and close, the broker 

gets paid.  

 This does not apply at this time, but I have paid tenant

-rep brokers in the past for bringing deals.  

 Since we don't lease properties to tenants. If we did 

have that situation, then we would pay a commission  

 We have used consultants/recruiter and have offered 

or paid fees and/or incentives.  

 No more than 3%  
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What is your typical commission rate paid to these brokers? 

 Our EDC has only done this a couple of times. We have paid between 4.5% to 6% for a project. However the practice 

of paying the fee is not a standard practice at this time.  

 We would pay 3% on first million and 1.5% on the remaining balance.  

 We don't use EDO Brokers, so the Fixed Fee is $0. IF we were to pay a tenant-rep broker a commission for brining us a 

tenant/purchaser, we would pay the market rate. I am presuming that a reasonable market rate may be 3%.  

 We owned both raw land and lease space. Raw land commission was 6%. Lease space deals were a fixed fee by 

contract.  

 4-6% negotiable  

 Has varied from 2-3% when applicable.  

 Varies depending on the project  

 We've offered 3% in the past and also 6%. Depended on the situation.  

 They will ask for 6% but I will try to get it down to 4%. And it depends on how much work they do to close the deal.  

 Depends on the negotiated rate. typically between 4 and 6.  

 Usually based on footage occupied and job creation.  

 I believe it is a fixed fee. I do not have the exact answer.  

Topic: Real Estate / Commissions  
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1. How important is training / education in your 
decision to attend or participate in an organization 
or event? 

 It used to be very important but with our budget cuts, 

we are focused on recruitment efforts only.  

 Both the quality of the training and the degree to 

which the topics are new, cutting edge, or provide 

additional resources and tools is the primary reason I 

attend conferences and other training events.  

 I’m primarily looking for new, cutting edge ideas /

solutions to address problems / opportunities. 

 In the economic development world, making a legal 

error can be very costly to you and your community.  

 Important, but not the highest. Many times it's about 

the networking more than the training.  

 Continuous learning opportunities always play a role 

in which organizations or events we participate.  

2. How would you rate the quality of Economic 
Development training / education provided by the 
following? (conferences, webinars, etc.) Only rate 
those you have experienced. 

 If we were also counting the value of "networking", I 

would elevate my rating for the TEDC to "Excellent".  

 TEDC is good on an average. Some sessions are sales 

pitches and not enough practical use.  

 The gold standard in ED is EDI, the quality of training, 

interaction with colleagues, mentorship program, and 

ability to follow up with instructors after the classes 

has been invaluable in my career growth.  
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