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ECONOMIC DEVELOPMENT COMMITTEE
Wednesday, May 24, 2017 – 7:00pm
Lorraine Morton Civic Center, 2100 Ridge Avenue, James C. Lytle City Council Chambers

AGENDA
1. CALL TO ORDER / DECLARATION OF QUORUM
2. APPROVAL OF MEETING MINUTES OF April 26, 2017
3. ITEMS FOR CONSIDERATION
A. Annual Funding Request for Chicago’s North Shore Convention & Visitors Bureau
B. Entrepreneurship Grants
i - Jennifer’s Edibles
ii - Human Success Factors
iii - Sharp Edge Crossfit
C. Storefront Modernization Application for Sharp Edge Crossfit at 1324-1326 Dodge
Ave.
4. ITEMS FOR DISCUSSION
A. Lease of 633 Howard Street by Pascal Berthoumieux
5. COMMUNICATIONS
A. Economic Development Communication
B. RETT Report
C. Announcements/Updates from EDC Members
6. ADJOURNMENT

Order of Agenda Items is subject to change. Information about the Economic Development
Committee is available at http://www.cityofevanston.org/economicdev special-councilcommittees/economic-development-committee/index.php.
Questions can be directed to
Johanna Leonard at 847.448.8014. The City of Evanston is committed to making all public
meetings accessible to persons with disabilities. Any citizen needing mobility or
communications access assistance should contact the City Manager’s Office 48 hours in
advance of the scheduled meeting so that accommodations can be made at 847-448-8683
(Voice) or 847-448-8064 (TYY).
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ECONOMIC DEVELOPMENT COMMITTEE
Wednesday, April 26, 2017 – 7:00pm
Lorraine Morton Civic Center, 2100 Ridge Avenue, James C. Lytle City Council Chambers

Members Present:

Ald. Fiske, Ald. Wynne, Ald. Tendam, Ald. Holmes, H.
Powell, M. Berns, Ald. Rainey, T. Dubin

Members Absent:

Ald. Wilson, J. Sierant

Staff Present:

M. Lyons, J. Leonard, P. Zalmezak, C. Plante

1. CALL TO ORDER / DECLARATION OF QUORUM
Ald. Tendam called meeting to order at 7:10 and moved approval of the minutes.
Ald. Wynne seconded.
Approved 8-0
2. APPROVAL OF MEETING MINUTES OF February 22, 2017
Ald. Tendam announced that there are several people signed up for public comment,
including Ald. Fiske, who will begin.
Ald. Fiske spoke about the proposal for development of the library parking lot. Adding an
office building to downtown has long been a priority, and the process is different from
regular planned developments because the land is city-owned. Bringing more office
workers to downtown will help to support small businesses in the surrounding downtown
area. It’s important for the committee to understand the economic interests represented by
the project and why it’s so important. Ald. Fiske invited P. Zalmezak to speak about the
economic impact of the project.
Ald. Tendam said that this is not the time for a presentation from staff because it’s citizen
comment.
Ald. Rainey said that the library parking lot isn’t on tonight’s agenda, but If residents want to
speak about it here they’re free to do so. sale of the library parking lot is a matter for City
Council rather than this committee.
Ald. Fiske said that it will be going back to City Council, but members of this committee who
aren’t on Council should get to hear about it.
M. Berns said that there wasn’t a need for this committee to hear the presentation again so
soon after council. T. Dubin agreed.

Ald. Wynne added that this item wasn’t originally on the meeting agenda, and thus wasn’t
properly noticed, so doing it tonight isn’t in order.
Ald. Fiske said that the limitation doesn’t apply to citizen comment.
Ald. Wynne said that the lack of notice is unfair to others in the community on both sides
who may want to speak on the item.
Ald. Holmes said that we shouldn’t ever be cutting off people’s ability to speak at public
comment.
Greg Stec was asked to come here to speak about the project because it’s been in the
works for several months and the developers have engaged with neighbors over the course
of 1,000 hours and over a dozen meetings with the Woman’s Club. The property is
currently tax exempt, but would produce $1.5 million a year in tax revenue if it were allowed
to be developed, producing an estimated 500 office jobs as well as hundreds of temporary
construction jobs.
Bruce Larson one of the developers said that they were originally told not to come to
Council on Monday and feels that they weren’t given the opportunity to present their case
to the council property. They’ve engaged in community dialogue, made numerous
concessions, and made changes to staff and design in response to feedback from
neighbors and the City in an effort to be sensitive to community needs and historic
preservation. They’re not asking for TIF money or any other funding in support of the
project.
Paul Janicki of Janicki architects, worked to incorporate feedback from neighbors given the
surrounding historic buildings. His firm specializes in historic preservation, and was brought
on in order to incorporate changes that would make the building fit with the surrounding
buildings.
Janet Steidl agreed that the developers should have been allowed to present on Monday.
Wrote a speech earlier to read but forgot glasses and can’t read it, but felt it was important
to speak on this anyway.
Ald. Rainey said that this isn’t the only contentious project, the 831 Emerson proposal was
also voted down despite support from neighbors and the applicant’s efforts to employ local
residents and minority contractors. After thousands of hours of community engagement and
tens of thousands of dollars in investment in the property in professional services, it was
rejected, and it’s damaging their business. It would have put $2.4 million into the affordable
housing fund. They weren’t asking for any public money either.
H. Powell asked who told the developers not to attend the council meeting – and given the
scope and importance of the project, why wouldn’t you attend anyway?
Ald. Wynne asked that the agenda continue now that public comment is over so that people
who are here for approval of other projects don’t have to stay late.

Ald. Fiske left the meeting.

3. ITEMS FOR CONSIDERATION
A. Agreement with Main Dempster Mile Special Service Area #6
Katherine Gotsick, executive director of the Main-Dempster Mile gave a presentation on the
recent activities, budget, and strategic planning efforts undertaken by the Main-Dempster
Mile since last year. They’re working on a second mural installation and are targeting the
Dempster viaduct for beautification efforts. The group is also trying to raise awareness of
the business district through marketing and events including the wine walk, warm bevvy
walk, and a new trick or treat event, hiring a social media consultant and an event planner.
The group is converting to a 501(c )(3) organization, and has developed a mission and
vision statement as part of their strategic planning efforts.
Ald. Wynne commended the work that has been done so far and expressed support for the
new projects in the business district.
Ald. Rainey said that the report was really long but also really compelling – thanks and
congratulations for all your work. One question – when the group is spending in excess of
$20k, the agreement calls for city manager approval, but when the City spends over $20k,
it goes to council.
J. Leonard said that this is a contract provision that was added to this agreement that
wasn’t in the previous one.
M. Lyons added that SSA #4, downtown Evanston isn’t required to present these expenses
to Council. Both groups present their annual budget and levy requests to council. This is an
additional layer of City oversight that SSA #6 has consented to. This will hopefully allow the
group to partner with the City on larger projects in the future.
Ald. Wynne added that City Manager approval would also be a more streamlined approval
process rather than requiring it to go to city council for two readings.
Ald. Tendam Moved approval of the agreement.
Ald. Wynne seconded.
Approved 7-0.
B. Storefront Modernization Grant for 3006 Central Street (Central Rug & Floors)
C. Plante introduced the application for 3006, which is a comprehensive storefront
renovation of 3006 Central. The building is owner-occupied by the owners of Central Rug &
Floor, who are hoping to downsize their footprint and bring in additional tenants. Scope of
work includes new windows, doors, awnings, signage, painting, lighting, and tuckpointing.

The owners do have the property listed for sale, but have maintained that they intend to
remain as a tenant at the site.
Greg Goss, architect for the project reported that the owners have actually stopped
marketing the building and removed the listing.
Ald. Rainey moved approval contingent on the requirement that a declaration of covenants
be recorded for the project in case of a future sale.
C. Plante said that the guidelines already require this for projects receiving $10k or more,
so it remains in play here. The guidelines and program agreement also include language
requiring that in the event of a sale or closure, the participant is required to either repay the
City or have their successor execute an assignment of the obligation. In the last 4 years of
the program, this has come up only once.
Ald. Rainey moved approval.
M. Berns seconded.
Approved 7-0.
C. Storefront Modernization Grant for 1610 Maple (Evanston Games & Cafe)
C. Plante introduced the business, a combination retail board game store and café serving
beverages and sandwiches. It was originally known as Elysium Games but was recently
sold to a new owner and renamed Evanston Games & Café. They host events for role play
games like D&D, Magic: the Gathering, and board games popular with teens and young
adults. There’s been growth in this type of business around the country, particularly in
college towns, including Madison, WI and Columbus, OH. The request is for assistance
with improved signage to enhance the visibility of the business on Maple Ave.
Ald. Rainey asked about an high outlier bid on the signage and asked if it could be
excluded from the average for purposes of establishing the maximum grant.
C. Plante responded that the rebate amount would be based on the invoices submitted
upon completion and would likely not rise to the maximum amount.
J. Leonard added that staff could revise the program guidelines to update the formula for
maximum rebate amounts in light of the concerns raised about outlier bids.
Ald. Rainey moved to approve the proposal up to a max of $2,047.
Ald. Wynne seconded.
Approved as amended 7-0.
4. ITEMS FOR DISCUSSSION
A. Downtown Evanston Annual Update
Annie Coakley presented an update on the activities of Downtown Evanston. The group
has been working with the City and business community to prepare for the renovation of

Fountain Square. Downtown Evanston participated in the Evanston Explorers event to
assist in promotion of businesses centered on children and family activities. Other
upcoming events include the Women’s Weekend of fun, a schedule of free in-store events
at businesses downtown. Other events include the Oktoberfest and annual holiday events.
M. Berns asked if downtown Evanston was doing anything to address concerns about
traffic obstruction due to deliveries, particularly trucks delivering supplies to restaurants.
A. Coakley responded that traffic and parking are always concerns. There are rules and
parameters in place for loading zones and restaurant deliveries. The growth of Amazon has
also contributed to traffic and parking problems as prime drivers are double parking too.
Downtown Evanston is in a position to reach out to the restaurants.
J. Leonard added that some of the restaurant issues also may come from high turnover in
the restaurant business and restaurant management.
5. COMMUNICATIONS
A. Monthly Economic Development Communication
H. Powell said he remains concerned about the claim that the library lot developers were
told not to attend the council meeting, and that nobody will reveal who directed them not to
attend.
Ald. Raniey asked that staff revise the spreadsheet about projects before the economic
development committee be updated to remove old information.
C. Plante reported that staff is in the process of migrating the data to a more sophisticated
CRM system that will improve accuracy and usefulness of the data for the committee and
staff.
6. ADJOURNMENT
Ald. Tendam moved to adjourn.
Ald. Holmes seconded.
Meeting adjourned at 8:28 pm.

For Economic Development Committee meeting of May 23, 2017
Chicago’s North Shore Convention & Visitors Bureau Funding Request
For Consideration

Item 3A

Memorandum
To:

Chair and Members of the Economic Development Committee

From:

Johanna Leonard, Economic Development Division Manager

Subject:

Approval of Funding for 12-month period for Chicago’s North Shore
Convention and Visitors Bureau (CNSVB)

Date:

May 16, 2017

Recommended Action:
Staff supports a recommendation from the Economic Development Committee to the
City Council to approve funding for Chicago’s North Shore Convention and Visitors
Bureau (CNSCVB) in the amount of $81,174.00 for a period commencing July 1, 2017
through June 30, 2018.
Funding Source:
Economic Development Fund’s Economic Development Partnership Account (Account
# 100.15.5300.62659). The FY2017 budget allocated $200,000 to this account; to date,
$20,750.00 has been spent from this account.
Summary:
CNSCVB is the certified convention and visitor bureau currently representing Evanston,
Glenview, Northbrook, Prospect Heights, Skokie, Wheeling, and Winnetka. The annual
budget for the CNSCVB is approximately $1,600,000; Evanston’s contribution is 4.9%
percent of the overall budget. The group’s primary mission is to attract group and
individual business and leisure travelers to these communities. CNSCVB works closely
with the local hotels, the Evanston Chamber of Commerce, Downtown Evanston, the
Main Dempster Mile, and other business districts to accomplish this mission.
This year’s request is a three percent (3%) increase from last year’s dues, which were
$78,810.00. The increase represents the first increase of dues (exclusive of additional
new hotel rooms in a municipality) for all members of the CNSCVB since 2009.
The attached materials summarize the CNSCVB’s request and provide additional
information on the incremental request.
Attachments:
-CNSCVB Cover Letter and Presentation

May 12, 2017
Johanna Leonard
Economic Development Division Manager
City of Evanston
2100 Ridge Avenue
Evanston, IL 60201

Dear Johanna,
On behalf of Chicago’s North Shore Convention and Visitors Bureau (CNSCVB), I am writing you
requesting that the City of Evanston renew its membership with our organization. The annual
fee for the City of Evanston’s membership for our upcoming fiscal year will be $81,174.00. This
includes a 3% increase over last year’s dues. The Bureau’s Finance Committee with Board of
Director’s approval increased the base dues for municipalities by 3%. This is the first increase of
base dues since 2009.
I believe that the work of the CNSCVB has benefitted the hotels, attractions, retail merchants,
and restaurants of the city and hope that we can continue our work in our upcoming fiscal year
(July 1, 2017 – June 30, 2018) representing the City of Evanston.
The highlights of the past year and our future plans are included in the attached pdf.
Please let me know if you need anything else or have any questions.
Thank you for your consideration,

Gina Speckman
Executive Director

The mission of the Bureau is to strengthen the positive
awareness of Evanston and Chicago’s North Shore as a business,
meeting, event and visitor destination. Through aggressive sales
and marketing initiatives, the CNSCVB promotes Evanston as an
outstanding destination for visitors as part of the city’s plans
to increase tax revenues and stimulate economic development
and growth.

Half of the Bureau’s $1.6 million
budget comes from the State of
Illinois’ Office of Tourism through a
grant program tied by statue to the
state’s collection of its 6% hotel tax.
The other half is derived from our
local member communities:
Evanston, Glenview, Winnetka,
Northbrook, Prospect Heights,
Skokie, Wheeling and Glencoe as well
as our private sector business members.

The CNSCVB staff has a broad-based expertise in hospitality sales and
marketing.
Gina Speckman, Executive Director
Kimberly Wright, CMP, Director of Sales
Caryn Shulman, Tourism Marketing Manager
Jennifer Engel, Manager, Membership and Advertising
Johnnice Chew, Manager, Finance and Administration
Jackie Sachs, Marketing and Social Media Manager



In 2016, the occupancy rate was flat, 71.2% versus 71.6% in 2015. The
average daily rate was up 1.5% from $132.18 to $134.13. The three
years prior average increases of 5% each year. However, the addition
of a new hotel in the market – the Hyatt Place – added supply to
market which was not offset but increase in base demand.



The Bureau distributed 348 Direct Group Sales Leads to Evanston
hotels representing 20,893 sleeping rooms. Of these leads, CNSCVB
reported that 37 leads had been booked from all markets group and
leisure representing 5,850 sleeping rooms.












Engaged with prospective group organizers at more than 38 trade shows and
industry conferences.
Organized 6 sales missions to pre-qualified customers in key businessproducing regions.
Created 8 familiarization (FAM) or educational tours for prospective customers
who have never experienced the hotels or attractions of Evanston.
Customized 38 site inspection trips for prospective customers.
Raised awareness by advertising in key industry publications, both online and
in print.
Further boosted exposure for Evanston by developing partnerships with third
party meeting planning companies, group travel management companies, and
receptive tour operators.

The Bureau budget for our current fiscal year that began July 1, 2016
(FY15) Is $1.6 million. Evanston’s contribution reflects 4.9% of the
Bureau’s total budget. With those dollars, the CNSCVB operates a full
range of sales and marketing programs to achieve its goals including:













Trade Shows
Direct Sales Calls
Sales Missions
E-mail campaigns
Website
Online Advertising
Social Media Posting and Advertising
Print Collateral and Advertising
Familiarization Trips and Site Inspections
Public Relations

For Evanston Hotel Guests

Map of Great Lakes Lighthouses
Leisure Consumer ad

International Consumer advertising
Meetings Market ad

Pinstripes Bowl Ad – Northwestern/Evanston

International Consumer advertising

Regional Advertorial campaign
Midwest Living – Content Marketing

2017 Cubs Yearbook

The Chicago Architecture Foundation’s Open House Chicago
came to Evanston for the second year in October 2016. In
that short time, Evanston as a “neighborhood/area” has

become the second most popular area out of the dozens that
represent the over 200 Open House Chicago locations in the
program.

Ad in Official OHC
Program/Chicago
Tribune

CTA/Downtown Evanston

Main Dempster Mile

The CNSCVB e-newsletter is sent
monthly to a dedicated list of over
10,500 highlighting North Shore
happenings and events.

Crowdriff, as software program
that collects user generated
content and makes it available
for commercial use has been
introduced into the CNSCVB
website. New user generated
photos tagged to our CNSCVB
members are uploaded
constantly. Over 30,000 unique
visitor pages are accessed each
month.
www.visitchicagonorthshore.com

Our blog is now weekly! It is available on
our website and is also promoted via social
media. It also incorporates Crowdriff, usergenerated photography.

30+ Religious Conference Meeting Planners
Hilton Garden Inn Evanston, February 2017

Our Multi-Media Public Relations Outreach includes:
 Press Releases distributed electronically and through
third party services to gain coverage of Chicago’s
North Shore in three major target markets: meetings,
group tours and consumer leisure travelers.
 Host international and national media on tours of the
North Shore.
 Handle more than 300 inquiries per year from local,
regional, national and international media outlets.
 Engage bloggers by various themes (food, culture,
family, theatre, outdoor adventure, etc.) to gain
exposure on popular blogs.

Brand Update – The Bureau is going through a brand review and update this summer and an
update version of our logo and the creative treatment of our brand will be unveiled in
September 2017.
Visit Widget – A new application that will allow visitors to create an itinerary and map it out
by location.

For Economic Development Committee Meeting of May 24, 2017
For Consideration

Item 3B

Memorandum
To:

Chair and Members of the Economic Development Committee

From:

Martin Lyons, Assistant City Manager/CFO
Johanna Leonard, Economic Development Division Manager
Cindy Plante, Economic Development Specialist

Subject:

Entrepreneurship Support Program Applications

Date:

May 18, 2017

Recommended Action:
Staff supports a recommendation from the Economic Development Committee to City
Council for approval of financial assistance through the Entrepreneurship Support
Program totaling $8,500 for the following Evanston businesses:
 Jennifer’s Edibles - $2,500
 Human Success Factors – $2,500
 Sharp Edge Crossfit - $3,500
Funding Source:
The Economic Development Fund’s Business Retention/Expansion Account
(100.15.5300.62662). The approved Fiscal Year 2017 Budget allocated a total of
$250,000 for this account. On April 17, 2017, the City Council approved and allocation
of $50,000 from the above account.
Livability Benefit:
Economy and Jobs: retain and expand local businesses, develop workforce, and
expand job opportunities
Equity and Empowerment: support poverty prevention and alleviation
Background:
The Entrepreneurship Support Program was created to provide limited one-time grant
assistance to individuals starting or expanding a small business in Evanston. The
program guidelines were approved by City Council in April, 2017 after consultation with
the Minority, Women, and Evanston-Based Enterprise Committee (M/W/EBE
Committee), Sunshine Enterprises, and LEND. The program guidelines provide for up to
$1,000 in assistance with City licensing and permitting fees (to be provided by an
interfund transfer rather than as a fee waiver). and/or up to $2,500 in assistance for
qualifying business expenses such as tools, equipment, insurance, professional

services, training, certifications, and production space. Applicants must provide three
estimates for services to be funded (when possible) and must submit a detailed
business plan as part of the application, and poof of either residence in Evanston or a
business location in Evanston. Businesses receiving funding through this program are
not barred from seeking funding through the Storefront Modernization Program in the
event that they open a brick and mortar location in Evanston, though each program
must be applied for separately. For more detailed information, please refer to the
attached Program Guidelines.
Summary:
The three applications included here are the first three businesses to apply to the
program since the guidelines were adopted in April. The applications and the requests
received represent a variety of industries, including foodservice, fitness, and career
coaching. The table below provides a summary of these requests, followed by a more
summary on each business and application.
Eligible Expenses
Business
Jennifer's Edibles
Human Success
Factors
Sharp Edge
Crossfit

Permitting
-

Tools/
Equipment
$2,500

-

$195

$1,000

$2,500

Work
Space
-

Professional
Services
-

Other
-

Total:
$
2,500

$305

$1,000

$1,000

$

2,500

-

-

$
$

3,500
8,500

Total:

Jennifer’s Edibles:
Jennifer Eason of Jennifer’s Edibles completed the Sunshine Enterprise Community
Business Academy program in 2016 and opened a brick and mortar restaurant at 1623
Simpson Street in January of 2017, making her the second program participant to open
a brick and mortar business since Community Business Academy came to Evanston.
Jennifer’s Edibles offers American and Caribbean menu items to customers on site and
for catering orders. Ms. Eason hopes to grow the business by adding Sunday brunch
and marketing to local churches. The business owner is requesting funding assistance
for the purchase of additional restaurant equipment, including a warmer, refrigerator,
steam table, and pans.
Ms. Eason has submitted three quotes for the equipment to be funded. The program
guidelines call for the inclusion of at least one Evanston-based vendor when possible,
but the applicant was unable to identify an Evanston-based seller of commercial kitchen
equipment. The estimates provided are summarized below:

Vendor

Refrigerator

Warmer

Steam table

Pans

Webstaurant.com

$800

$444.71

$1039.00

$300

Walmart.com

$1712.45

$423

-

-

kaTom.com

$850

-

$1,326

$18/ea

Human Success Factors:
Human Success Factors is a career counseling and coaching business founded in 2016
by Dorothy Mendoza, a human resources professional who also recently completed the
Community Business Academy program. Ms. Mendoza is requesting funding to help
grow the business by launching a website for the business, purchasing online and print
advertising, and hosting career planning workshop. Of the items for which funding is
requested, several are for specific products or facilities offered by a single specific
vendor, so only one estimate was provided rather than the usual three that would be
expected for more fungible goods or services.
Item
Annual license to access
respondent interest inventory

Vendor(s)
CPP, Inc.
Sunyvale, CA

$195

Room rental at Levy Senior City of Evanston
Center
Website hosting, design & SquareSpace,
domain
similar
Advertising

Quote

$305
Wix,

Daily Northwestern
Facebook

or $1000
$1000

Sharp Edge Crossfit:
Owner Netanya Mintz intends to open Sharp Edge Crossfit in a long-vacant former
garage space at 1324 Dodge Avenue. Although Ms. Mintz is also requesting funding
through the Storefront Modernization Program, she is also requesting assistance with
expenses not included within the scope of that program, which is permitted under the
current program guidelines. In addition to equipment purchases including a rack system
and barbells as detailed in the attached business plan and expenses summarized
below, the applicant is also requesting fee assistance with City fees including Special
Use Permit Application, Business License, and build-out permits and inspections.
Vendor

Rack

12 Barbells

Rogue Fitness

$3,500

$3,300

Again Faster

$3,600

$1788

Get RX’d

$3,300

-

-

$4,428

Eleiko

Attachments:
Entrepreneurship Support Program Guidelines
Jennifer’s Edibles Application & Business Plan
Human Success Factors Application & Business Plan
Sharp Edge Crossfit Application & Business Plan
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Wufoo · Entry Manager

Entrepreneurship Support Program Application
Applicant Name *
Applicant Address *

Jennifer Eason
4843 C Elm Stret
Skokie, Illinois 60077
United States

Applicant Email *

jennifer@jennifersediblesinc.com

Applicant Phone Number *

2247171835

Business Name *

Jennifer's Edibles Incorporated

Business Address

#3

1623 Simpson Street
Evanston, Illinois 60201
United States

Please provide a description of your business (500 words max)
Jennifer's Edibles Incorporated began as a personal chef and catering service but more recently has expanded into a
diner style sit down restaurant. While we continue to provide service to our catering customers, we have a daily menu

that offers breakfast, lunch and dinner. We offer a diverse menu which includes American and Caribbean style cuisines.
We also offer a variety of dishes from comfort foods to healthier options, including vegetarian or vegan dishes. We pride
ourselves on being flexible for our customers to make their food purchases personable and professional.
Our restaurant is not like most restaurants in the area. There is a very home style feel to it. Many customers come in for
business meetings or just to work on their laptops. We offer free wifi for our customers.
We will be extending hours for the summer by staying open until 8pm Monday - Wednesday and until 10pm Thursday Saturday. We are also planning to open on Sundays during brunch/early dinner hours of 11am - 4pm.
The purchase of the equipment we are looking to purchase will be significant for the change of menu items with the
seasons. We currently do not have adequate space for our produce, deserts or beverages. We also believe the sandwich
warmer is necessary to attract the foot traffic in the area.
Thank you for your consideration and the opportunity to help us grow.

Services to be funded:

Tools/Equipment

Do you need financial assistance with City
licensing or permitting requirements?

No

Upload written estimates for the services
needed below:

Upload business plan (.pdf or .doc) *

https://cityofevanston.wufoo.com/entries/entrepreneurshipsupportprogramapplication/
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Wufoo · Entry Manager

Upload business plan (.pdf or .doc) *

Upload proof of residency or business
location (lease, utility bill, bank statement,
etc.)

jennifereasonbusinessplan.docx.pdf
685.09 KB · PDF

water_bill.pdf
131.67 KB · PDF

"I certify that all of the information
contained in this document, all statements,
information, and exhibits that I am
submitting is true and accurate and to the
best of my knowledge. I certify that I have
reviewed the Program Guidelines associated
with the City of Evanston's Entrepreneurship
Support Program." (Type name below for
signature).

Jennifer Eason

Date

Monday, May 15, 2017
Created

15 May 2017
6:12:17 PM

162.206.129.41
IP Address

PUBLIC

https://cityofevanston.wufoo.com/entries/entrepreneurshipsupportprogramapplication/
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Business Plan

Jennifer Eason
Jennifer’s Edibles
1623 Simpson St.
Evanston IL, 60201
(224) 717-1835
JennifersEdibles@yahoo.com

Business Name

Executive Summary & Business Plan

Month, Year

2
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Executive Summary & Business Plan
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Professional Experience & Founding History
I.
●
●
●
●
II.

Please list any and all of your relevant formal qualifications (i.e. business education,
degrees, training certifications, LEND or Sunshine Academy engagement):
Kendall College- Degree in Culinary Arts
Bank Teller
Kitchen Manager at Food For Thought- Deerfield, Illinois
Sunshine Academy- Robin Simmons Training
Please summarize your personal background and employment record:

I have been in the foodservice industry my entire life, beginning in childhood when I
worked at my parents’ ice cream shop and grocery store. Following my education at Kendall
College, where I graduated with an Associates Degree in Culinary Arts, I worked at Chicken
Shack in Evanston. When I was getting ready to settle down and have a family, I moved on to
become a bank teller. After my maternity leave, I started working at Halo Company, a distributor
of promotional products. I made my way from file clerk all the way to office manager. These
experiences have given me a deep knowledge of customer service, business planning, and
inventory control.
I then moved on to manage the kitchen at Food for Thought, a café in Deerfield, IL. My
experiences there included designing the menu and crafting seasonal specials, as well as
restaurant management and quality control. Unfortunately, during this time my car was stolen
and I was forced to quit the job at Food for Thought in favor of a location closer to home. I
started managing a gas station in Central Park, then launched Jennifer’s Edibles Catering
Company as an additional form of revenue. By 2006, my catering services were a success and I
began operating Jennifer’s Edibles full time.
III.

Briefly describe when, how, and why you formed the company:

The motivation for opening a storefront developed from my expanding
catering business and my need to find a larger kitchen to cook in. I discovered Uncle
Randy’s Jamaican Restaurant was renting space and saw the opportunity to serve her food
all day rather than specifically for lunch functions. I am a hard worker, getting up at 5
am every day to prepare meals, and saw the opportunity to bring in additional income from
offering breakfast services.

Operating Structure
Business Name

Executive Summary & Business Plan

Month, Year

4

I.

Please list and describe your present products and services offered, as well as hours
and days of operation:
Catering
● Services offered: lunch, dinner, special events (corporate, family parties)
● Hours: flexible, depending on the specific orders she receives
Storefront
● Services offered: breakfast, lunch, dinner, takeout, and delivery
● Hours: 8 am – 8 pm (note, popular during breakfast and lunch, but not dinner)
II.

Please detail your pricing structure. Is it variable? (i.e. changing menu or product line)

Catering
● Pricing: Jennifer prices by the serving size, offering large portions for catering events,
and a flat rate for the family she cooks for each week
● Personal chef rate is $100/mth for 2 meals per week
Storefront
● Pricing: Jennifer offers entrees (w/ 2 sides) for $10 each, and dessert for $3
● Menu: changes each week, with menu published to Facebook

III.

How do you receive payment? (i.e. What is your system for processing credit cards? Are
you cash only? Do you accept checks and, if so, what is the deadline for payment?)
-

IV.

Accept cash and credit. Checks acceptable for catering orders, but needed
several days in advance to reserve the order.

How does your business model change over the course of the year? Is there a
consistent customer flow or is there seasonal variation? If so, how do you address
seasonal changes?
-

-

Most fluctuation throughout the year is related to catering demand; in the holiday
winter months, catering orders pick up substantially (i.e. Thanksgiving and
Christmas party dinners). When the weather is nicer, more customers dine-in.
However, having only been in operation (officially) since January 2017, it is
difficult to predict future trends.
In order to combat this uncertainty, I plan to utilize new sales/delivery channels,
conduct outreach to Northwestern organizations to market my catering service,
and plan to open for Sunday brunch to service 4 churches in the neighborhood.

Market Analysis
I.

What is your intended audience or demographic? Provide the geographic location of

Business Name

Executive Summary & Business Plan

Month, Year
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your customers and the type of customers you serve:
II.

Food served: Primarily Jamaican cuisine
Intended audience: African American (Jamaican), households in the radius of
1000 m
Target audience predominantly located in a 1000meter radius (assuming)

List firms you have identified as primary competitors in your market(s). Identify their
strengths and weaknesses, then describe how your company stands out:
a. Claire’s Korner: Jamaican Restaurant
Strengths: Yelp Verified (4.5 Stars), marginally better priced
Weaknesses: Not listed on online delivery portals,
b. Emerson Grill: American fast food
Strengths: Extremely well priced,
Weaknesses: Shabby ambience, not very well heard of
c. Hecky’s Barbeque: Barbeque
Strengths: Well known in the community, good reviews, competitive pricing
Weaknesses:
d. Gotta B Crepes: Crepes

III.

Based on the geographic location of your business and the target demographics listed
above, please provide an estimate for the total market size; in other words, how many
unique potential customers exist in this space
-

IV.

Two exclusive Jamaican restaurants exist in a 500 m radius showing that there is
considerable demand for Jamaican food. Let us assume that these two restaurants have
a duopoly in the Jamaican food market space with an equal market share. I serve 1500
customers per month; Hence total potential Jamaican food customers would be
anywhere around 3000 per month.
Considering the total market size and your primary competitors, estimate what
percentage share of the market you currently occupy:
-

Roughly 50% of the market for Jamaican food.

Marketing Plan
I.

What marketing strategies have you used in the past? Which were most successful?
Consider Pricing (discounts, bundles), Promotions, Product (variations to the services

Business Name

Executive Summary & Business Plan

Month, Year
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offered to keep customers engaged), Placement (where are messages most effective)
Facebook- posts menu
Instagram- Very active
UberEats
PostMates
GrubHub
II.

Describe which demographics of the customer base and geographic area you will target
with marketing in the future. Where is the greatest need for awareness?
-

-

III.

Customers for Jennifer’s Edibles Catering are currently targeted and approached by
Jennifer herself, or obtained through referral. She has a consistent client base. For
example, some of her repeat customers include a Pharmaceutical Delivery Company
(lunches) and Sherman Dodge Car Dealership (sells sandwiches to them) for catering.
For the restaurant, there is a pressing need to bring in more foot traffic.

What marketing strategies do you plan on pursuing going forward?

Continue expanding via social media and advertising products on Postmates in order to reach a
broader demographic. Additionally, I plan to target local churches for Sunday brunch via word of
mouth and fliers.

Management
I.

Describe your organizational structure. Please include key management roles and a list
of employee responsibilities.

Current management structure: 3 Chefs and 2 Employees who manage the day to day
operations of the restaurant.

II.

How many employees do you have under contract: part-time and full-time?

Each employee works 42 hours a week (6 days, 7 hours per day). I work 72-80 hours per week.
I am also gaining 3 interns who are being paid through an outside service for the summer
Business Name
Executive Summary & Business Plan
Month, Year
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Capital Summary and Sourcing
I.

Item

List the major operating equipment that your company owns or leases (feel free to add
more items if required):
Quantity

Age

Condition/Description

Check One (X)
Owned

Leased

If Owned:
Cost

1.

Small Cooler

X

$200

2.

Small
Refrigerator

X

$150

3.

Full size
Refrigerator

X

$500

4.

Chest
Freezer

X

$225

5.

Full Size
Freezer

X

$600

6.

Fans

X

$50

7.

Bar Stools

X

$200

8.

Coffee Bar

X

$200

9.

Laptop

X

$400

10.

Printer

X

$150

11.

Computer
Desk

X

$100

12.

Blender

X

$100

13.

Juicer

X

$600

14.

Coffee Maker

X

$50

15.

Espresso

X

$50

Business Name

Executive Summary & Business Plan

Month, Year
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Machine
16.

Television

X

$600

17.

Microwave

X

$300

18.

Electric Tea
Kettle

X

$50

19.

Stainless
Steel
Shelving

X

$500

20.

12 Foot
Bench

X

$250

21.

Waffle Maker

X

$60

22.

4 Slice
Toaster

X

$45

23.

6 Burner
Commercial
Ranger

X

$1650

II.

Describe your sourcing process for key inputs:
List your major suppliers by location, order quantity, frequency of use, and price

Business Name

Executive Summary & Business Plan

Month, Year
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Financial Analysis (for Established Businesses):
I.

Operating Statement:
$

Monthly Costs
Purchases

$2976

Gross Wages
Payroll

-$1200

Legal Services

$0

Utilities/Phone

$639

Insurance

$138

Taxes

$25

Maintenance
Rent

$0
$900

Equipment

$72

Loan Payments

$183

Miscellaneous

$262

Monthly
Revenues

Amount ($)

Restaurant

$7405.01

Catering

$1036.30

Total Revenue

$8441.31

Net Profit:

II.

$1544

Provide a Debt Ratio: (monthly housing + monthly debt) / monthly income

190/1394= 14%

Business Name

Executive Summary & Business Plan

Month, Year
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III. Provide a Housing Ratio: (monthly housing expenses / monthly total income)

140/1394= 10%

IV.

Please provide the last three months of cash flow transactions (1-3) and project the rest
of the calendar year

Months 1-3 are sales records, Months 4-12 are projections

1

2

3

4

5

6

7

8

9

10

11

12

Jan

Feb

Mar

Apr

May

Jun

Jul

Aug

Sep

Oct

Nov

Dec

Sales Revenue

6692

5129

9219

8441

8441

8441

8441

8441

8441

8441

8441

8441

Loan Proceeds

0

0

0

0

0

0

0

0

0

0

0

0

6692

5129

9219

8441

8441

8441

8441

8441

8441

8441

8441

8441

2506

2191

5659

2976

2976

2976

2976

2976

2976

2976

2976

2976

---

---

---

---

---

---

---

---

---

---

---

---

Payroll Expenses

1200

1200

1200

1590

1590

1590

1590

1590

1590

1590

1590

1590

Outside Services

0

0

0

0

0

0

0

0

0

0

0

0

Acct & Legal

0

0

0

0

0

0

0

0

0

0

0

0

Rent/Lease

800

0

900

900

900

900

900

900

900

900

900

900

Utilities/Phone

843

774

1074

639

639

639

639

639

639

639

639

639

Insurance

138

138

138

138

138

138

138

138

138

138

138

138

Taxes
Repairs &
Maint.

25

25

25

25

25

25

25

25

25

25

25

25

846

0

0

0

0

0

0

0

0

0

0

0

Web Maint.

0

0

0

0

0

0

0

0

0

0

0

0

Equipment
Loan
Repayment

44

44

44

72

72

72

72

72

72

72

72

72

183

183

183

183

183

183

183

183

183

183

183

183

Misc.

636

194

148

262

262

262

262

262

262

262

262

262

(509)

518

(14)

1544

1544

1544

1544

1544

1544

1544

1544

1544

Cash Inflow

Total
Cash Outflow
COGS
Gross Wages

Ending Balance

*Misc: Bank Service Changes, Bus. Apparel, Cleaning Supplies, Automobile and Travel
Expenses, and Volunteer Expenses
Business Name

Executive Summary & Business Plan

Month, Year
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V.

Explain any growth rates applied in the projections. How will you attain this growth?

Projections are based off of average from November 2016-March 2017.

Future Planning/Ambitions
I.

Do you have any ideas to adapt or modify your service/product offerings to increase
sales or expand your business?

I would like to expand my business through securing customers from local churches for Sunday
brunch. Additionally, I would like to appeal to the Northwestern community through increased
advertising on social media.

II.

If you have outlined a growth plan, describe how you plan to meet an increased demand
by growing your labor force?

III.

Have you explored future options for funding capital and inputs?

Business Name

Executive Summary & Business Plan

Month, Year
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Entrepreneurship Support Program: Grant Request

Service Requested

Proposed Vendor

Total Price

1. Avantco Refrigeration GDC15-HC
25 ⅝ inches Black Swing Glass Door
Merchandiser

Webstaurant.com

$800

2. APW Wyott DWCi 14 inches
Countertop Merchandising Display
Warmer

Webstaurant.com

$444.71

3. Advance Tabco HF-4G Four Pan
Webstaurant.com
Natural Gas Powered Hot Food Table

$1039.00

4. Full size, half size, and third size
steam table pans and covers

$300.00

Webstaurant.com

Total Requested Grant:
$2500.00

Business Name

Executive Summary & Business Plan

Month, Year

THIS IS AN ANNUAL LICENSE SO THAT I CAN PURCHASE AND MAINTAIN
CLIENT INTEREST INVENTORY REPORTS
Dori Mendoza
---------- Forwarded message ---------From: <noreply@cpp.com>
Date: Tue, May 9, 2017 at 9:00 AM
Subject: Elevate License Renewal
To: dvmendoza2012@gmail.com

Dear Dorothy Mendoza,
This is a reminder that your annual license for Elevate™ - CPP’s online delivery
system - will expire on 6/8/2017.
CPP customer number: 504579
Organization name: Human Success Factors
Account holder: Dorothy Mendoza
Account email: dvmendoza2012@gmail.com
License dates: 6/8/2016 – 6/8/2017
Annual Elevate Package License: $195.00
To continue managing all your successful people development initiatives and
maintain access to respondent reports, please Renew Now.
Thank you,
Customer Relations Advisor
CPP, Inc.
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Rates & Information
2016–2017

The Daily Northwestern
AN INDEPENDENT PUBLICATION SERVING THE UNIVERSITY AND EVANSTON SINCE 1881

PUBLISHED BY STUDENTS PUBLISHING COMPANY
847.491.7206 ads@dailynorthwestern.com

Did you know?

ABOUT THE DAILY NORTHWESTERN

• Preferred 3-to-1 over all other sources combined in the NU community
• Delivers to more than 60 locations on NU’s Evanston and Chicago campuses,
as well as newsboxes in downtown Evanston
• Reaches more than 15,000 students, staff, faculty and residents each weekday
during the academic year
• Print edition publishes Monday through Friday during the academic year
• Dailynorthwestern.com publishes year-round 24/7
• the ONLY DAILY newspaper in Evanston
• One of the nation’s most respected college newspapers, winning dozens of
regional and national awards, including the Pacemaker Award known as the
“Pulitzer Prize of college journalism” from the Associated College Press.
• Published by Students Publishing Co., Inc., an independent education
non-profic (501c3) funded by advertising revenue, book sales and donations,
dedicated to producing award-winning content and providing students with
real-world journalism and publishing experience

Facts & Stats

ABOUT COLLEGE NEWSPAPERS

• 93% of college students have read the print or online edition of their school paper
• On average, students spend 14 minutes reading the print newspaper
• 77% of students read or glance at the ads when looking through the newspaper
• 65% of students have taken action as a result of looking at advertisements in the
print edition of the newspaper
• 86% of students who read the newspaper use coupons and promo codes
• 82% of students read the online edition of their newspaper in the past 1-3 months
• Students rely on their college paper to inform and influence purchasing decisions

The Daily Northwestern 847.491.7206 ads@dailynorthwestern.com

Print Display Ad Sizes & Rates
WE OFFER FREE DESIGN FOR YOUR ADS! (PRICE IS INCLUDED IN THE AD COST)
Full Page

Half Page

Quarter Page

Sixth Page

Twelth Page

10.333 x 15.875"

10.333 x 7.833"

5.0625 x 7.833"

5.0625 x 5.125"

5.0625 x 2.5"

$528

$264

$132

$88

$44

Please note, these are NET rates. Contact us for special NU Campus Rates.

VOLUME DISCOUNTS & BONUS ADS
Frequent and consistent advertising is the best way to reach your audience with The Daily.
We offer discount packages to local and new advertisers for the quarter and school year.
Plan for the school year: the more you run the more you save. CALL TODAY! 847.491.7206

ADD COLOR!

Make your ad stand out!

SPOT COLOR $100 CMYK FULL COLOR $300

(Color charges are in addition to space costs)

SUBMITTING ADS — DEADLINE 2 business days in advance
Email ads and space reservations to: ads@dailynorthwestern.com
• Reserve your ad space at least 2 business days before your ad is to run
• Allow extra time if your ad needs to be designed (no additional charge)
• In the body of your email include: ad size, run dates & artwork files
• Include your daytime contact information
• PDFs with 300 dpi images are preferred. Please embed all fonts and use CMYK for full color
SEE PAGE 6 FOR THE DAILY’S PRINT PUBLICATION DATES
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Special Print Advertising
ENHANCE YOUR MARKETING WITH THESE PREMIUM POSITIONS & AD OPTIONS
NU ranks among
world’s best » PAGE 3
universities

sports Gameday
NU faces Penn State in
toughest test so far » PAGE 8

opinion Nunez
The Facebook friends
frenzy fades » PAGE 4

High 55
Low 33

The Daily Northwestern
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DAILYNORTHWESTERN.COM

Find us online @thedailynu

NU finishes lakefill
WiFi installation

derby days
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Northwestern has finished installing
WiFi service on the Lakefill six months
after Associated Student Government
pledged $5,000 to fulfill the studentsubmitted proposal.
“This project not only signifies the
work and ideas of countless students,
but also represents an opportunity for
students to enjoy our shared space more
frequently,” ASG Vice President Brad
Stewart said in a news release.
A router near Regenstein Hall anchors
the WiFi signal, which extends about
250 yards from the Lakefill’s southern tip
to its fire pit. The University is interested
in expanding the service farther north,
Stewart told The Daily on Thursday.
The Internet speed on the Lakefill is
consistent with other areas on campus.
In the spring, ASG set aside funding for wireless internet on the lakeside

campus as part of the 5K Initiative. The
program asked students how they would
like to see ASG spend $5,000 to improve
campus life.
More than 700 students voted in
an online poll that ultimately selected
“WiFi on the Lakefill” as the winning
idea.
The successful implementation has
prompted ASG leaders to float a 10K
Initiative that would double the allocation. A formal proposal is expected
to come up Wednesday during the first
Senate meeting of the school year.
In January, then-ASG President Austin Young urged students to generate
ideas that could benefit their peers, not
just themselves.
“There’s so many ways for this money
to be spent,” he said during a Senate
meeting. “We want to open it up to the
students to come up with and vote on
ideas.”
patricksvitek2014@u.northwestern.edu

GET ON THE FRONT PAGE
Print Banner Ad
Your FULL COLOR ad (10.333 x 2") can run on the bottom of the
front page for only $400 per day!

News Notes
The Daily allows one pre-printed sticky note per cover of each
issue. Cost is $125 per thousand (in addition to printing costs.
4,000 (min.): $500
| 5,000 (max.): $625

Router location
Wifi coverage

INSERTS (PRE-PRINTED

Megan White/Daily Senior Staffer

City expedites gun buyback

The Lakefill

Sheridan Rd

dErby Communications senior Alex James (left) plays Cotter Bourbon and Communications sophomore
Kyle Sherman (right) plays Ponyboy in “The Derby County Derby.” The production opened Thursday and
will run on both Friday, Oct. 5 and Saturday, Oct. 6 at 8 p.m. and 11 p.m.

Norris
Norris

University Library

By Rachel Janik

the daily northwestern

The city is partnering with the
Evanston Community Foundation
and other local groups to implement a gun buyback program to
reduce the number of operable
weapons and ammunition available

A&O Blowout
tickets to hit box
office Monday

Tickets for A&O Blowout will go
on sale 10:30 a.m. Monday.
Students can buy tickets for the
Oct. 12 concert featuring rapper

on the streets.
Carolyn Murray, co-chair of
the West Evanston Strategic Team
developed the idea for the program
in July, initially contacting Ald.
Delores Holmes (5th) regarding
frequently hearing shots fired in the
middle of the night. The Sept. 22
shooting death of Dajae Coleman
expedited plans for the buyback

Nas and rock band Young the Giant
through the Norris Box Office and
its website, the group confirmed
Thursday. Tickets will cost $10 for
undergraduate students and $15 for
graduate students.
“We’re hoping to sell out,” A&O
spokeswoman Shelly Tan said. “Our
goal is always to put on the best show

program, which is slated to launch
sometime in December.
Coleman was shot and killed
Sept. 22 on Church Street while
walking home from a party. The
death of the Evanston Township
High School freshman has sparked
conversations about youth violence

Infographic by Nova Hou/The Daily Northwestern

» See GUNS, page 6

possible.”
About 5,000 tickets are available
for the show, which will be held at
Welsh-Ryan Arena, Tan said.
“People should get tickets soon,”
Tan said. “They’re only going to be
on sale the week before the show.”
University President Morton
Schapiro announced the line-up for

the show on Sept. 24 at the president’s convocation.
“We think the response so far is
pretty great,” Tan said.
While she hoped all students
would appreciate both Nas and
Young the Giant, Tan said A&O
wanted to bring top artists from two
different genres.

FRONT PAGE BANNER AD

10.333” x 2”

“We wanted to pick artists who
appeal to as many music constituencies as possible,” she said.
Doors will open for the show at
6:30 p.m. Free shuttles will be provided for students to and from the
arena starting at 6 p.m.
— Cat Zakrezewski
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Serving the University and Evanston since 1881
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PUZZLE SPOT
Did you know the CROSSWORD and SUDOKO are one
of the most popular sections of the Daily?
Get guaranteed premium placement for your DISPLAY
AD – in the classifieds between the popular SUDOKU
puzzle and the Crossword. Your ad in this spot (approx.
2.5” x 3”) can feature your logo or artwork. $30 per
day or 5 days (Mon-Fri): $120 - 5th day is free!

Include your pre-printed insert in The Daily. Great for distributing
menus and your own printed promotional materials Cost is $350
for 5000 (1-2 pages). Add $10/thousand for more pages.
Please call 847-491-7206 to reserve Front Page Ads,
News Notes and Inserts. News Notes and Inserts
require extra production and delivery time. Email questions
to: spc-compshop@northwestern.edu.

DAILY CLASSIFIEDS
Place a Classified Ad

Help Wanted

For Rent

CLASSIFIED ADS in The Daily
Northwestern are $5 per line/per
day (or $4 per line/per day if ad
runs unchanged for 5 OR MORE
consecutive days). Add $1/day to
also run online. For a Classified Ad
Form, go to: dailynorthwestern.
com/classifieds FAX completed
form with payment information to:
847-491-9905. MAIL or deliver to:
Students Publishing Company
1999 Campus Dr., Norris-3rd Floor
Evanston, IL 60208. Payments in
advance are required. Deadline:
10am on the day before ad is to
run. Office Hours: Mon-Thurs 9-5;
Fri 9-4. Phone: 847-491-7206.

HELP WANTED ADS are accepted
only from advertisers who are equal
opportunity employers. The presumption, therefore, is that all positions
offered here are available to qualified
persons without discrimination on the
basis of race, color, religion, national
origin, sex, sexual orientation, marital
status, age, handicap, or veteran status.

It is the policy of The Daily Northwestern
to accept housing advertising only from
those whose housing is available without discrimination with respect to sexual
orientation, race, creed or national origin. The presumption is therefore, that
any housing listing appearing here is
non-discriminatory.

Daily Policies

BUSY HIGHLAND PARK FAMILY
SEEKS ERRAND-RUNNER
10 hours per week at $13 per hour.
Duties include but are not limited to
groceries, dry cleaning, returns, some
laundry and light housework. Hours
are somewhat flexible. Reliable transportation required. We reimburse for
miles traveled. Email resume to
hpfamily@sbcglobal.net
WORK-STUDY JOB OPPORTUNITY
General office work in a HR dept;
including filing, photocopying, data
entry, assisting with employee
mailings, general computer tasks
must be work study student $10/hr
contact Mary at 847-555-5388
near NU shuttle stop
AA/EEO

THE DAILY NORTHWESTERN is not
responsible for more than one incorrect
insertion of an ad. Corrections must be
received by 10am on the day before ad
runs again, call 847-491-7206. All
Classifeds must be paid in advance and
are not accepted over the phone. To run
online, ad must run in print on same day.
The Daily does not knowingly accept Babysitter needed. North Evanston
misleading or false ads and does not family. $12/hr mtthf 3-6 847-555-5628
guarantee any ad or claim, or endorse
any advertised product or service.
Please use caution when answering Part time advertising salesman. Good
commission Call Rick 847 555-8724
ads, especially when sending money.

New 2Bdrm w/sep den 2bath E And
Lake views 4blks 2 Red Lndry in unit
$1900 E. Morgante 847-555-1001
NEW KITCHEN FOUR FULL BATHS
SEPARATE ENTRANCE TO LOWER
LEVEL 3CAR GARAGE 6 BEDS 4000
PER MONTH CALL JEANWRIGHT
RE 847-555-9166 1125 SHERMAN

Why Rent?

Own an affordable
1&2 Bedroom
Totally Rehabbed Condo
7320-7330 Ridge
Chicago
Models open every
Saturday and Sunday
1:00-4:00
Call Gene Lang

847-555-8600

No money down

DAILY SUDOKU
Complete the grid so each
ROW, COLUMN and 3-by-3
BOX (in bold borders)
contains every digit, 1 to 9.

Run the whole week, Monday through Friday
to target readers every day!

Travel

For strategies on how to solve Sudoku,
visit www.sudoku.org.uk
SOLUTION TO PREVIOUS PUZZLE

Miscellaneous

GIANT RUMMAGE SALE
Many small household appliances and
furnishings,
clothes,
jewelery,
toys,linens, books, cd’s, dvd’s, etc.
Snack bar. St. John’s Church, 1235
Graphic Design and Layout is avail#1 SPRING BREAK WEBSITE!!
Wilmette Ave, Wilmette, IL. Across
able at The Comp Shop of Students
4&7 night trips.Lowest price guaran- Publishing Company, third floor-Norris. from public library. Thursday, 7:00 AM
teed. WWW.STUDENTCITY.COM
to 3:00 PM.
Call 847-491-4901 for information.
FOR RELEASE MARCH 31, 2009

MARKET RESEARCH
Great part-time job!
$14/hr.
Market research
company in Evanston
needs callers for
B to B surveys.

Must be a quick learner
with a good sense of
humor and excellent
phone skills.
Flexible hours.
Internships available.
847-555-9800
Call Today!

Your aD
here!
Guaranteed
Premium
Placement!

Call your ad rep today at
Level: 1 2 3 4

Services

Spring Break Sell trips, earn IMPORT AUTO REPAIR
cash and go free! Call for group dis- STUDENT DISCOUNT
counts! Best deals guaranteed!
1015 DAVIS 847-555-9515
800-555-4849 or www.ststravel.com

847-491-7206

© 2009 The Mepham Group. Distributed by Tribune Media Services. All rights reserved.
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DAILY
CROSSWORD
Los Angeles Times Daily Crossword Puzzle

Edited by RichEdited
Norris by
andRich
Joyce
Lewis
Norris
and Joyce Nichols Lewis

ACROSS
1 St. crosser
4 Former Anaheim
Stadium NFLer
9 Lawn game
using lobbed
missiles
14 Fenway team,
familiarly
15 Gladiator’s
battlefield
16 “__ Gold”: Peter
Fonda film
17 Rock music’s __
Fighters
18 ’80s TV series
with a talking car
named KITT
20 Increase
22 London
insurance giant
23 1943 Triple
Crown winner
26 Chicago hrs.
29 Taqueria offering
30 Mold into a
different form
33 Little devil
35 It’s a wrap
36 England’s
Charles, since
1958
42 New Zealand
native
43 Prefix with cycle
44 Basic ballroom
dance
47 Riddles
53 Tiny army
member
54 “Nothing can
stop” him, in a
1962 doo-wop
classic
56 Ravel work
immortalized in
“10”
59 Nostalgic song
60 “Louie Louie”
singers, and this
puzzle’s theme
64 Miler Sebastian
65 Expected to land
66 Artist’s stand
67 Venomous
reptile
68 Filmdom ogre
69 Muffin Man’s
lane
70 +, on a batt.
DOWN
1 To be the truth
2 Kind of doll used
in magical rites

3/31/09

By Steve Dobis

3 Israelites’
departure
4 Sitting Bull’s
language
5 Son of Valiant
6 Portuguese
royal
7 Each one in a
square is 90
degrees
8 Composer
Gustav
9 Trial twelvesome
10 “Put __ on it!”
11 McCarthy era
paranoia
12 Golfer’s aid
13 Ukr., before 1991
19 Shopper’s bag
21 Big bang
producer
24 S&L guarantor
25 Poor, as excuses
go
27 Pampering
resorts
28 Gymnast’s goal
31 FICA funds it
32 Actor Holbrook
34 Poker kitty
36 Small chess
piece
37 Soda in a float
38 Tax collection
agcy.

Monday’s Puzzle Solved

(c)2009 Tribune Media Servies, Inc.

39 Small point to
pick
40 Complimentary
41 Skid row regular
42 Boston transit
inits.
45 Eve’s first home
46 Cleansed
48 “I wish it could
be!”
49 Hair stiffener
50 Zany
51 Melodious
passage

3/31/09

52 Grabs some
shuteye
55 ’80s-’90s
quarterback
Bernie
57 “The Grapes of
Wrath” figure
58 Web crossreference
60 NFL scores
61 “Say what?”
62 East Lansing
sch.
63 Musket suffix

Online Advertising
MAXIMIZE YOUR REACH WITH DIGITAL ADVERTISING AT THE DAILY WEBSITE
Dailynorthwestern.com reaches more than 100,000 visitors per month (45% of which are
from Evanston, Chicago and the surrounding suburbs) and delivers an average of 10,000
pageviews per day during the academic year. Advertising on Dailynorthwestern.com is a
great way to reach a national NU audience and enhance your print advertising campaign to reach
the maximum number of readers.

ONLINE BANNER ADS
We offer 2 different banner ad sizes
in 3 different positions that display on
the homepage and run-of-site (see left).

LEADERBOARD 728x90 pixels

MEDIUM RECTANGLE
300x250 pixels

LEADERBOARD
728x90 pixels

RATES
MEDIUM
RECTANGLE
300x250 pixels

MEDIUM
RECTANGLE
300x250 pixels

Local/Campus
Standard Rotation
$125 per week
(62,500 impressions/pageviews
for 20% ROS coverage over 7 days)
or $10 CPM
(cost per 1000 impressions, min. 10,000)

National/Agency
Call for National CPM rates
Please call 847-491-7206 or email spc-compshop@northwestern.edu to reserve online ad space and check
available inventory.

The Daily Northwestern 847.491.7206 ads@dailynorthwestern.com

Print Publication Dates

& SPECIAL ISSUES

The print edition of The Daily Northwestern publishes Monday-Friday during the academic year. Publication
dates are highlighted in bold below. Dailynorthwestern.com publishes online year-round.
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Unless otherwise noted, space & artwork deadlines
for advertisements are 2 BUSINESS DAYS in advance.

FALL QUARTER 2016

Pub Date

WELCOME BACK / Fall

Sept 19

Football “Game Day” (vs Nebraska)

Sept 23

HOMECOMING (vs Indiana)

Oct 21

FAMILY WEEKEND (vs Penn State)

Nov 4

Football “Game Day” (vs Wisconsin)

Nov 11

Football “Game Day” (vs Illinois)

Nov 22

Thanksgiving Break (Nov. 24–27)
HOLIDAY SHOPPING GUIDE

Nov. 30

(Advertising Deadline Nov. 18)
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JULY 2017
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ONLINE ONLY PUBLISHING Dec. 1–Jan. 2

WINTER QUARTER 2017

Pub Date

BACK TO SCHOOL / Winter

Jan 3

Martin Luther King, Jr Day (Jan. 16, no issue)
Spring Sports Preview

Feb 15

BEST OF EVANSTON

Feb 22

SPRING BREAK ISSUE

Mar 3

ONLINE ONLY PUBLISHING Mar. 4–27

SPRING QUARTER 2017

Pub Date

BACK TO SCHOOL / Spring

Mar 28

WILDCAT DAYS (for admitted students)

April 3

WILDCAT DAYS (for admitted students)

April 10

WILDCAT DAYS (for admitted students)

April 17

SPRING FINALS ISSUE

May 27

SUMMER 2017

Pub Date

GRADUATION ISSUE

June 13

(Advertising Deadline June 6)

ORIENTATION ISSUE 2017

Aug 9

(Advertising Deadline July 29)

ONLINE ONLY NEWS PUBLISHING May 27–August 31

The Daily Northwestern 847.491.7206 spc-compshop@northwestern.edu

Policies and information
• The Advertiser and/or Advertising Agency agrees to defend and indemnify the Publisher against any and all liability, loss or expense
arising from claims of libel, unfair competition, unfair trade practice, infringement of trademarks, trade names or patents, violations of
rights of privacy and infringements of copyrights and proprietary rights resulting from the publication of the Advertiser’s
advertisements.
• The Daily Northwestern reserves the right to decline, discontinue or revise any advertisement and to set the words
“Paid Advertisement” above any ad.
• The Daily Northwestern reserves the right to insert the name of an ad’s sponsor in the advertisement.
• All employment advertising must identify the company in the ad.
• Samples of all mail order items must be available upon request of the Ad Office.
• Ads for political candidates or parties are not eligible for the campus rate and must bear the name and address of the sponsoring
individual or organization. Such ads must be paid in advance.
• The liability of The Daily Northwestern for failure to publish an advertisement for any reason in the specified issue shall be limited to
publishing the ad in a subsequent issue.
• The production department must be notified of an ad cancellation at least two business days before scheduled run date. If not notified
in time, full cost of ad will be charged.
• All new accounts will be required to pay in advance until credit has been established.
• SPC reserves the right to require prepayment for advertising, or to reject advertising, if the advertiser is delinquent in payment, or if the
advertiser’s credit is impaired.
• SPC reserves the right to set credit limits on established accounts.
• Advertisers failing to meet their contract volume will be charged the difference between the contract rate and the open rate for all
advertising for the duration of the contract.
• No credits will be issued for an ad after 30 days following publication.
• All ads smaller than full page are required to have borders.
• All advertising is placed run-of-paper. No position is guaranteed.
• Advertising produced by The Daily Northwestern shall be its property and shall not be reproduced or used without The Daily’s consent.

THE DAILY NORTHWESTERN is published by Students Publishing Company, Inc., 1999 Campus Drive, Evanston, IL 60208

The Daily Northwestern 847.491.7206 ads@dailynorthwestern.com
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Wufoo · Entry Manager

Entrepreneurship Support Program Application
Applicant Name *
Applicant Address *

Dorothy Mendoza
2006 Keeney St.
Evanston, IL 60202
United States

Applicant Email *

dvmendoza2012@gmail.com

Applicant Phone Number *

847-877-9699

Business Name *

Human Success Factors

Business Address

#2

2006 Keeney St.
Evanston, IL 60202
United States

Please provide a description of your business (500 words max)
Human Success Factors
Dori Mendoza - A Certified Career Advisor for You and Your Child (Age 14+)
With an evolving career landscape, the myriad of career choices and fierce competition, choosing the right path forward
can be a daunting task. As a parent, you want the best for your child and want to help them make the best education
and career decisions.
Dori is a specialist that provides clients with their top best-fit careers, college majors and/or jobs based on their own
strengths/aptitudes, interests, values and personal style preferences. Clients leave the consultation with pride and

confidence, and they begin to think more carefully about the activities and tasks they engage in and the types of schools
and careers they might enjoy. The consultation minimizes the potential for costly educational expenses and the anxiety
of a mismatched career/job. The consultation can be held in person or virtually. Parents are welcome to receive a copy
of the reports and join the debrief sessions. In addition, Dori provides general coaching on job search, resume and cover
letter writing, interviewing and offer package negotiation.
Dori has a twenty-year track record of hiring, developing and advancing clients to new, broader, higher-level or
completely different careers. She has a B.S. in psychology with an emphasis in Human Resources development from the
University of IL at Urbana as well as several career consulting certifications, a broad professional network and excellent
client references.
The cost is $650 for the package, which includes two career instruments, comprehensive reports, and 1-2 debrief
sessions. Other career coaching services are charged at approximately $200/hour. Payment plans and discounts are
available so please just ask.
Human Success Factors
Dori Mendoza
Certified Career and Job Advisor
Evanston, Illinois
Free consultation 847-877-9699

Services to be funded:

Professional Services

Do you need financial assistance with City
No
licensing or permitting requirements?
https://cityofevanston.wufoo.com/entries/entrepreneurshipsupportprogramapplication/
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Wufoo · Entry Manager

licensing or permitting requirements?
Upload written estimates for the services
needed below:

dailynu_ratesinfo_201617local.pdf
3.26 MB · PDF

cpp_annual_license_fee_195.docx
68.25 KB · DOCX

levy_center_facility_rental_rate_sheet.pdf
62.86 KB · PDF

Upload business plan (.pdf or .doc) *

humansuccessfactorsbusinessplan.pdf
244.01 KB · PDF

Upload proof of residency or business
location (lease, utility bill, bank statement,
etc.)

home_mortgage_statement.pdf
135.62 KB · PDF

"I certify that all of the information
contained in this document, all statements,
information, and exhibits that I am
submitting is true and accurate and to the
best of my knowledge. I certify that I have
reviewed the Program Guidelines associated
with the City of Evanston's Entrepreneurship
Support Program." (Type name below for
signature).

Dorothy Mendoza

Date

Monday, May 15, 2017
Created

15 May 2017
1:47:12 PM

108.71.133.190
IP Address

PUBLIC

https://cityofevanston.wufoo.com/entries/entrepreneurshipsupportprogramapplication/
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Business Plan

Dori Mendoza – Owner & Certified Career Development
Consultant
Human Success Factors
2006 Keeney St.
Evanston, IL 60202
847-877-9699
dvmendoza2012@gmail.com

Human Success Factors

Executive Summary & Business Plan

May, 2017

2
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Professional Experience & Founding History
I.

Please list any and all of your relevant formal qualifications (i.e. business education,
degrees, training certifications, LEND or Sunshine Academy engagement):
I have more than twenty years of experience in human resources including hiring,
developing and advancing employees. I have a bachelor’s degree in Psychology with
emphasis in HR development from the University of Illinois at Urbana. I have completed
several MBA courses. I have certifications as a Senior Professional in HR (SPHR) with
HRCI, Master Career Counselor with the National Career Development Assoc. and a
Career Development Consultant for youth and adults with The Highlands Company and
GS Consultants. I have completed the Sunshine Enterprises training program,
Community Business Academy.

II.

Please summarize your personal background and employment record; how did you get
to where you are today?

Upon graduation from UIUC, I began my career in HR. I was provided with leadership training
and promoted several times at CTLGroup, an engineering firm. I was recruited away to Hewitt
where I honed my competencies learning from the experts at this premier HR consulting firm. I
wanted to continue to expand my experience and was recruited away to Omron, a global
manufacturing company where I was responsible for implementing best practices from
Corporate in the U.S. to the entities in other countries including Brazil, Mexico and Latin
America. My work in employee and leadership development, advancement and retention
resulted in Omron winning several awards including "Best Place to Work in Illinois," "101 Best
and Brightest Company to Work For in Chicago" and "National Best and Brightest
Company to Work For." In 2015, I wanted to fulfill a dream to provide career development
consulting to youth and adults. I attained certifications and launched Human Success
Factors in 2016.
III.

Briefly describe when, how, and why you formed the company and its development so
far. How did you develop a passion for your current business?
It was heart wrenching to see so many people in poor-fit jobs and careers from the HR
perspective. When I learned that our high school offered very limited college and career
guidance, I researched the best tools to help my own kids. I found other career advisors
in the market and I knew I could become one as well. I completed the certifications
required to administer the two career instruments and launched Human Success Factors
in the summer of 2016. My clients’ reactions including an increase in self-confidence and
clarity in college and career direction makes me happy to do this work.

Human Success Factors

Executive Summary & Business Plan
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Operating Structure
I.

Please list and describe your present products and services offered, as well as hours
and days of operation:

I offer career advising including a 2-3 hour debriefs reviewing the client’s results on two
instruments – an ability battery and an interest survey. I am able to help my clients discover their
natural strengths/aptitudes, interests, personal style and values. I provide them with
comprehensive reports including a list of their top best-fit career/job and college major matches.
Right now, I am available to provide this service full-time. I am generally available 10 AM – 10
PM daily.

II.

Please detail your pricing structure. Is it variable? (i.e. changing menu or product line)

The package is $650. The package includes the two instruments, reports, and a debrief session.
For customers who want to continue coaching following completion of the package, there is an
additional 200$ / hour rate.
The package is optional and customers may choose to exclusively pay for coaching services
($200/ hour rate).
III.

How do you receive payment? (i.e. What is your system for processing credit cards? Are
you cash only? Do you accept checks and, if so, what is the deadline for payment?)

At this moment, I accept cash and checks. At a later time, I would like to set up PayPal or similar
for credit card processing. I have the client provide a deposit of $250 up front to cover the cost
of the instruments and help ensure they follow through. At the time of the debrief, they pay me
the balance.

IV.

How does your business model change over the course of the year? Is there a
consistent customer flow or is there seasonal variation? If so, how do you address
seasonal changes?

The best time to catch students is over summer break, fall and winter breaks. When I don’t have
students, I focus on marketing my services to adult clients. I also offer additional services: job
search tips, resume and cover letter writing, interviewing, salary negotiation, and confidence
coaching.
Human Success Factors
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Market Analysis
I.

What is your intended audience or demographic? Provide the geographic location of
your customers and the type of customers you serve:

My target customers are parents of high school students, college students and adults. I have
started to market to Evanston but I can provide this service across the U.S.
Using Facebook I am able to select high paid parents with teens in the surrounding suburbs, for
example.
II.

List firms you have identified as primary competitors in your market(s). Identify their
strengths and weaknesses, then describe how your company stands out:
●

●

●

●

Jody Michael and Associates - office in Chicago
○ Maura handles youth career advising
■ has a Bachelor's degree in Fine Arts and varied professional experience.
■ Highest price tag - $500 just for ability battery with access to library
Ann Brody (Ann Brody and Career Solutions, Inc.)- office in Chicago
○ Masters in Social Work
○ Only offers the ability battery
Marilyn Fettner (Fettner Career and Life Counseling) in Northbrook
○ Masters in HR and Counseling
○ Varied professional experience but seems more focused on counseling/therapy
Wilma Nachsin (Life Working) in Evanston
○ Former HR director, PHR certification
○ Certified career coach
○ Only offers myers briggs and strong BUT has called me to ask about my ability
battery tool

All of my competitors are older in age. I am younger and have a twenty year track record of
getting people into jobs, developing them, and helping them to advance to higher roles. My
employer Omron has won several awards for my work in this area. I am more flexible with the
prices because I don’t have the cost of an office space. I also have a broad network of
employers that I could share with my clients. I am also bilingual Spanish and can reach parents
my competitors may not be able to.
III.

Based on the geographic location of your business and the target demographics listed
above, please provide an estimate for the total market size; in other words, how many
unique potential customers exist in this space?

Keep in mind; I can market my services nationally. From the local market, there are thousands
of potential customers.
Human Success Factors
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IV.

Considering the total market size and your primary competitors, estimate what
percentage share of the market you currently occupy:

With only a few months in existence, the share is small; I need financial help to expand.

Marketing Plan
I.

What marketing strategies have you used in the past? Which were most successful?
Consider Pricing (discounts, bundles), Promotions, Product (variations to the services
offered to keep customers engaged), Placement (where are messages most effective)

I have started to share my services with friends, family and colleagues first. This has been most
successful because they know me. Of course, I provided them with discounts.
I have started placing advertisements in local newspapers and on Facebook but, because I am
out of funds, I could not evaluate their effectiveness.
I have posted and left business cards at churches, which has provided 3 clients so far.
II.

Describe which demographics of the customer base and geographic area you will target
with marketing in the future. Where is the greatest need for awareness?

I would like to target suburbs with residents who are degreed and have higher median salaries.
What marketing strategies do you plan on pursuing going forward?

III.
●
●
●
●

I would like to try advertising a free one-hour informational to educate potential
customers on my services.
I need to develop a website.
I need to continue advertising and posting on community boards.
I will continue efforts to build partnerships with schools, universities etc.
○ Local Evanston Schools
■ Beacon Academy
■ Roycemore School
○ Northwestern University
○ Oakton Community College
○ Other Community Colleges
○ First Northern Credit Union

Human Success Factors
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Management
I.

Describe your organizational structure. Please include key management roles and a list
of employee responsibilities.

I am the owner and I have no employees right now.
II.

How many employees do you have under contract: part-time and full-time?

None.

Capital Summary and Sourcing
I.

Item

List the major operating equipment that your company owns or leases (feel free to add
more items if required): none.
Quantity

Age

Condition/Description

Check One (X)
Owned

Leased

If Owned:
Cost

1.
2.
3.
4.
5.
6.
7.

II.

Describe your sourcing process for key inputs:
List your major suppliers by location, order quantity, frequency of use, and price

Ability battery - $65 per student – about 1-2 per month
Interest survey - $20 per student – about 1-2 per month

Human Success Factors
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Financial Analysis (for Startups):
I.

Outline all projected costs necessary:

Monthly Expenditure
Mortgage

Month 1

Month 2

Month 3

Average

$1,000.00

$1,000.00

$1,000.00

$25.00

$25.00

$25.00

$25.00

Utilities

$200.00

$200.00

$200.00

$200.00

Food

$400.00

$400.00

$400.00

$400.00

Gas

$60.00

$60.00

$60.00

$60.00

$235.00

$235.00

$235.00

$85.00

$85.00

$85.00

-$2,005.00

-$2,005.00

-$2,005.00

Automobile

Other Expenses
Cost of Running Projects
TOTAL EXPENSES:
II.

$1,000.00

$235.00
$85.00
-$2,005.00

Provide an overview of any outstanding Debt, Loans, or Lines of Credit: 0

III. Based on projected costs, provide a breakeven analysis to estimate the number of
customers you need to exceed in order to be profitable on a monthly basis: 1 - 2
IV.

Provide a Debt Ratio: (monthly housing + monthly debt) / monthly income
2,005/2,930 = 68%

V. Provide a Housing Ratio: (monthly housing expenses / monthly total income)
1,200/2,930 = 41%
VI. Explain any growth rates applied in the projections. How will you attain this growth?
The website would result in a growth in the number of clients depending on season. During
September-Dec, we would see a growth since most of the clients are students and that is the
time when they are applying to college and need the most help. It would quiet down during the
rest of the year. In the financial model below, the short term would be clients that just take the
$650 package and long term is a client that would take the package plus a 1 additional session
of 200$.
Human Success Factors
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VII.

Please provide the last three months of cash flow transactions (1-3) and project the rest
of the calendar year.

Past: Average Profit = $891.00
January

February

March

April

May

Number of
Projects
Short Term

1.00

1.00

1.00

1.00

1.00

Long Term

1.00

0.00

0.00

1.00

1.00

Short Term
Revenue

$650.00

$650.00

$650.00

$650.00

$650.00

Long Term
Revenue

$850.00

$0.00

$0.00

$850.00

$850.00

$1,736

$1,736

$1,736

$1,736

$1,736

$3,236.00

$2,386.00

$2,386.00

$3,236.00

$3,236.00

$85.00

$85.00

$85.00

$85.00

$85.00

$1,920.00

$1,920.00

$1,920.00

$1,920.00

$1,920.00

$2,005.00

$2,005.00

$2,005.00

$2,005.00

$2,005.00

Revenue

Survivors
Benefit
(ChildCare)
Total Revenue

Costs +
Expenses
COGS (Rental
Equipment
Cost)
Personal
Expenses
Total Cost

Operating
Profit

$1,231.00

Human Success Factors

$381.00

$381.00

$1,231.00

Executive Summary & Business Plan
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Future: Average Profit: $1562.70
June

July

August

Sep

Oc

Nov

Dec

Jan

Feb

Mar

Number of
Projects
Short Term

1.00

1.00

2.00

2.00

3.00

3.00

3.00

2.00

1.00

1.00

Long Term

0.00

0.00

1.00

1.00

2.00

2.00

2.00

2.00

1.00

1.00

Revenue
Short Term
Revenue

$1,300. $1,300. $1,950. $1,950. $1,950. $1,300.
$650.
$650.00 $650.00
00
00
00
00
00
00 $650.00
00

Long Term
Revenue

$0.00

$1,050. $1,050. $1,050. $1,050.
$850.
$0.00 $850.00 $850.00
00
00
00
00 $850.00
00

Additional
Revenue
(Subsidy)

$1,736

Total
Revenue

$1,736

$1,736

$1,736

$1,736

$1,736

$1,736

$1,736

$1,736

$868

$2,386.0 $2,386. $3,886. $3,886. $4,736. $4,736. $4,736. $4,086. $3,236.0 $2,36
0
00
00
00
00
00
00
00
0 8.00

Costs +
Expenses
COGS
(Rental
Equipment
Cost)

$85.00

$85.00 $170.00 $170.00 $255.00 $255.00 $255.00 $170.00

$85.0
$85.00
0

Personal
Expenses

$1,920.0 $1,920. $1,920. $1,920. $1,920. $1,920. $1,920. $1,920. $1,920.0 $1,92
0
00
00
00
00
00
00
00
0 0.00

Loan

$2,005.0 $2,005. $2,090. $2,090. $2,175. $2,175. $2,175. $2,090. $2,005.0 $2,00
0
00
00
00
00
00
00
00
0 5.00

Total Cost
PROFIT

$381

$381 $1,796 $1,796 $2,561 $2,561 $2,561 $1,996 $1,231 $363

Average Percent Change: 75.39%

Human Success Factors

Executive Summary & Business Plan

May, 2017

11

Future Planning/Ambitions
I.

Do you have any ideas to adapt or modify your service/product offerings to increase
sales or expand your business?

I have clients who only want certain services which vary in prices: resumes, cover letter, general
coaching and training in job search, interviewing, sales negotiation etc.
I could also help parents collect data on the universities their child is interested in applying to.
I could also use my Spanish to gain parents my competitors may not be able to reach.

II.

If you have outlined a growth plan, describe how you plan to meet an increased demand
by growing your labor force?

I could use a clerk to help with scheduling, keeping clients on task, maintenance of client
contact data and financial statements.

III.

Have you explored future options for funding capital and inputs?

I would like to apply for a loan with LEND. I could also obtain a job if needed.

Human Success Factors
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Entrepreneurship Support Program: Grant Request

Service Requested

Proposed Vendor

Total Price

Website Design Assistance

SquareSpace ($40 per m *12 =
$480) Remaining 500 will be
paid to a Web developer from
Northwestern/Evanston to
design the domain.

$ 1000

Advertising (social media, materials)

Facebook, Evanston
Roundtable, The Daily NU, fliers

$1000

Space Rental (for informational
sessions)

Evanston Community Centers

$305

Annual license to access respondent
interest inventory reports due 6/6/17

CPP, Inc.

$195.00

Total Requested Grant:
$2500

Human Success Factors
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Levy Center
Facility Rental hours:

Monday- Thursday 5-9pm
Friday-Saturday
9am-12am
Sunday
9am-11pm

Note: Facility Rentals must be a minimum of 2 hours
All rentals requires a security deposit equivalent to 1 hour of the room rented
Facility Rentals
Rooms:
Capacity
Maple (Auditorium/Gym/Kitchen): 300 ppl

Resident Rate
$215/ hr

Gym Only Rental*:
$75/ hr
*No set-up required (Basketball or Exercise Class)

Non-Resident Rate

$430/ hr
$150/ hr

Linden Room:

88 ppl

$70/ hr

$140/ hr

Locust Room:

48 ppl

$55/ hr

$110/ hr

Craft Rm A:

32 ppl

$45/ hr

$90/ hr

Craft Rm B:

32 ppl

$45/ hr

$90/ hr

Elm Rm:

24 ppl

$45/ hr

$90/ hr

Courtyard:

52 ppl

$125/ hr

$250/ hr

Price includes:
 Tables, chairs and general set-up
 At least ½ hour before rental start time for set-up
 ½ hour after rental end time for clean-up
o Clean-up consists of taking with or disposing of any materials the rental group has brought
Liquor Rentals:
 Alcohol Permit Form
o $75 Res/ $265 Non-Res for beer & wine
o $115 Res/ $340 Non-Res for all alcohol
 Security Officer
o 1 security officer @ $40 per hour
 Host Liquor Liability Insurance
o Coverage for $1,000,000 and names the City of Evanston additionally insured
o Please contact Bob Russo below for more information
To inquire about rental date availability or any further questions, contact Bob Russo @ 847-448-8283 or
rrusso@cityofevanston.org

5/16/2017

Wufoo · Entry Manager

Entrepreneurship Support Program Application
Applicant Name *
Applicant Address *

#4

Netanya Mintz
1717 Ridge Ave. Apartment 117
Evanston, IL 60201
United States

Applicant Email *

netanya.mintz@gmail.com

Applicant Phone Number *

8477361539

Business Name *

Sharp Edge, LLC

Business Address
Please provide a description of your
business (500 words max)

Services to be funded:

Sharp Edge, LLC will be a CrossFit gym. The gym will be open from
5am-8pm, and members will attend 1-hour classes led by a coach.
Sharp Edge CrossFit will instruct members on how to perform Olympic
weightlifting movements (clean and jerk, and snatch), perform
gymnastics movements (e.g., ring dips, pull-ups), and maximize their
overall fitness.
Tools/Equipment
Licenses/certifications

Do you need financial assistance with City
licensing or permitting requirements?
Upload written estimates for the services
needed below:

Yes (please specify below):

special_use_application1.docx
208.76 KB · DOCX

fire_permit_plan_review_fees1.docx
90.76 KB · DOCX

business_license_application_120520141.docx
1.04 MB · DOCX

Upload business plan (.pdf or .doc) *

sharpedgecrossfitbusinessplanentrepreneurshipsupportprogra…
377.73 KB · PDF

Upload proof of residency or business
location (lease, utility bill, bank statement,
etc.)

xfinity.docx
460.55 KB · DOCX

"I certify that all of the information
contained in this document, all statements,
information, and exhibits that I am

Netanya Mintz

https://cityofevanston.wufoo.com/entries/entrepreneurshipsupportprogramapplication/

1/2

5/16/2017

Wufoo · Entry Manager

information, and exhibits that I am
submitting is true and accurate and to the
best of my knowledge. I certify that I have
reviewed the Program Guidelines associated
with the City of Evanston's Entrepreneurship
Support Program." (Type name below for
signature).
Date

Monday, May 15, 2017
Created

15 May 2017
6:27:39 PM

108.252.128.70
IP Address

PUBLIC

https://cityofevanston.wufoo.com/entries/entrepreneurshipsupportprogramapplication/

2/2
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Business Plan

Netanya Mintz
Sharp Edge, LLC
1717 Ridge Ave.
Unit 117
Evanston, IL 60201
847.736.1539
sharpedgecrossfit@gmail.com
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Professional Experience & Founding History
I.

Please list any and all of your relevant formal qualifications (i.e. business education,
degrees, training certifications, LEND or Sunshine Academy engagement):
EDUCATION
Marquette University Law School, Milwaukee, WI
Juris Doctor, 2015
Sports Law Certificate, National Sports Law Institute, 2015
Marquette University Graduate School of Business, Milwaukee, WI
Master of Business Administration with emphasis in Sports Business, 2015
Marquette University, Milwaukee, WI
Bachelor of Arts in Political Science, 2007
Minor: Philosophy
CROSSFIT TRAINING CERTIFICATIONS
CrossFit Level-1 Trainer, June 2013-present
CrossFit Judges, February 2014-January 2016, February 2017-present
CrossFit Weightlifting Trainer, April 2014-present
CrossFit Gymnastics Trainer, September 2014-present
CrossFit Level-2 Trainer, January 2015-present

II.

Please summarize your personal background and employment record; how did you get
to where you are today?

I attended Evanston Township High School and graduated in 2002. I ran track and
played basketball throughout high school. During my senior year, after having attended the
2002 Winter Olympics in Salt Lake City, UT., and inspired by the atmosphere, energy, and unity
of the Olympic Games, I began what would turn into a ten-year career as an athlete on the US
Speedskating Team. I spent the next five years in Milwaukee as a full-time student while
training for the Olympics before and after classes.
In May, 2004, I began working at Starbucks Coffee Co. In 2005, Starbucks began an
Elite Athlete Program designed to sponsor select athletes training at an elite level who were
simultaneously employed by Starbucks. I applied to the Program and Starbucks selected me as
one of three sponsored athletes.
Sharp Edge, LLC

Executive Summary & Business Plan

May, 2017

4

October, 2005 - I qualified for the Olympic Trials.
December, 2005 - I competed in the 2006 Olympic Trials.
June, 2007 - Retired from US Speedskating.
December, 2007 - Graduated Marquette University.
January 2008 - April 2008 - Traveled abroad with the Global Volunteer Network.
Upon return to the U.S., I resumed my employment at Starbucks. That summer, Nike
hosted a 10k race - The Nike+ Human Race - in 25 cities around the world (including Chicago)
on August 28th, 2008, to benefit three global charities. Starbucks partnered with Nike in support
of this race and selected me to be their Chicago ambassador. I spent the summer promoting
Nike’s race on behalf of Starbucks (and running, a lot). As a result of my successful efforts,
Starbucks and Nike flew me to Melbourne, Australia to run the first leg of the Nike+ Human
Race on August 28th, and then, in the quickest turnaround ever, flew me to Los Angeles, CA. to
run the last leg of the race, also on August 28th, 2008.
Spending the summer training for this this race renewed my desire to compete again.
So, in September, 2008, I moved to Park City, UT. to train for the Olympics at the Utah Olympic
Oval.
December, 2009 - I competed in the 2010 Olympic Trials.
February, 2011 - I competed on a Winter World Cup Team.
The process leading up to the Winter World Cup was a political battle. I had to fight to
keep my spot on the Winter World Cup Team despite having earned it at the U.S.
Championships the preceding December. I became involved with lawyers and athlete
representatives at the U.S. Olympic Committee and fought on behalf of myself and a number of
other athletes being unfairly denied by US Speedskating the opportunity to compete and
represent our country at an international competition. My victory was a victory for myself, my
teammates, and all future US Speedskating athletes. Going forward, no athlete would be
denied a spot on an international team if he or she earned a spot according to the international
rules, even if he or she did not meet US Speedskating’s standards.
This battle proved to be a blessing in disguise. While it forever jaded my outlook on
what is really involved in being and becoming an elite athlete, it also motivated me to study law.
I retired from competition in the beginning of 2012, and applied to Marquette University Law
School. MULS was appealing because it was not only my alma mater, but it has the nation’s
leading program in Sports Law.
Sharp Edge, LLC
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Halfway through my first year of law school I found CrossFit. I quickly discovered this
fitness methodology was rapidly increasing in popularity.
For athletes and competitors, CrossFit is designed to constantly challenge your physical
and mental strengths. The Reebok CrossFit Games is the Olympics for competitive
CrossFitters. CrossFit is a sport. For students (and I mean “students” as people who love to
learn, from freshmen in high school to CEOs to stay-at-home moms and dads), to excel at
CrossFit requires a daily dose of learning new skills, new movements, new sports. For our
grandparents, CrossFit is first and foremost defined as “functional fitness.” People of all ages
need to learn how to properly pick something up off the floor, or reach above their heads to put
something away - CrossFit teaches that. All CrossFit movements and workouts are scalable
and modifiable to anyone’s abilities.
The sense of community CrossFit enables is perhaps its strongest feature. The
following list is a few examples of potential community activities a CrossFit gym has the
opportunity to foster:
● “Throwdowns” - competitions between CrossFit gyms (e.g., Sharp Edge
CrossFit vs. CrossFit Etown)
● “Race for _____” - CrossFit gyms often rally behind a member or a cause in
order to raise money for something good
● Memorial Day Murph - Every year on Memorial Day, CrossFit gyms around the
country workout in memory of a fallen soldier named Murph. It has become a
staple in the CrossFit community, raising thousands of dollars each year.
● Intramural sports - Wanna play beach volleyball? Coed basketball? Kickball?
CrossFit gyms are natural breeding grounds for people who want to participate in
social athletic activities.
CrossFit gyms, when done correctly, will foster a community that thrives on supporting
each other, and giving back to the community - both the CrossFit community, and the Evanston
community.

III.

Briefly describe when, how, and why you formed the company and its development so
far. How did you develop a passion for your current business?

I applied to become a CrossFit affiliate in March, 2015. CrossFit approved my
application in April, 2015.
I’ve spent the last two years looking for the ideal location to open my gym. I went as far
as North Carolina, to as close as Skokie. Ultimately, Evanston is undoubtedly the best and
smartest choice. Specifically, 1324 Dodge Ave. would be ideal given its proximity to ETHS,
Northwestern, downtown Evanston, and neighboring cities like Skokie, Wilmette, and Chicago.
Sharp Edge, LLC
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The potential for business growth in Evanston is significant.
I formed the LLC in April, 2016, with the intent to find a viable location within a few
months. The LLC was renewed April 1, 2017.
My passion to coach, teach, and foster a healthy and sustainable life is something that
was instilled in me as a child. My grandfather was Mr. Illinois at the age of 59. His mother, my
great-grandmother learned to run at the age of 72 (literally, learned how to run), and
subsequently ran 11 marathons in her 70s and 80s. She has the world record in the marathon
for her age division. My family is the only family in recorded history to have three generations
run and complete a marathon together - my great-grandma, grandpa and grandma, and my dad
ran the Chicago marathon in the late 1980s. These are my role models. To them I owe credit
for my passion for hard work and health.

Operating Structure
I.

Please list and describe your present products and services offered, as well as hours
and days of operation:
PROJECTED PRODUCTS OFFERED:
● apparel
● supplements
PROJECTED SERVICES OFFERED:
● CrossFit classes
● Olympic Weightlifting classes
● Specialty classes (i.e. gymnastics-specific, yoga, etc.) TBD
● Personal Training
SAMPLE WEEKLY CLASS SCHEDULE:

Monday

Tuesday

Wednesday

Thursday

Friday

5:00AM 6:00AM

5:00AM 6:00AM

5:00AM 6:00AM

5:0AM 6:00AM

5:00AM 6:00AM

7:30AM 8:30AM

7:30AM 8:30AM

7:30AM 8:30AM

7:30AM 8:30AM

7:30AM 8:30AM

Saturday

9:00AM 10:00AM
Sharp Edge, LLC
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10:00AM 11:00AM
12:00PM 1:00PM

12:00PM 1:00PM

12:00PM 1:00PM

12:00PM 1:00PM

12:00PM 1:00PM

4:30PM 5:30PM

4:30PM 5:30PM

4:30PM 5:30PM

4:30PM 5:30PM

4:30PM 5:30PM

6:00PM 7:00PM

6:00PM 7:00PM

6:00PM 7:00PM

6:00PM 7:00PM

II.

10:00AM 11:00AM

Please detail your pricing structure. Is it variable? (i.e. changing menu or product line)
MEMBERSHIP OPTIONS:
Unlimited membership: $180/month
● month-to-month, no contract
Military, Police, Firefighters, and First Responders membership: 10% off unlimited
membership
● month-to-month, no contract

III.

How do you receive payment? (i.e. What is your system for processing credit cards? Are
you cash only? Do you accept checks and, if so, what is the deadline for payment?)

PushPress - software program designed specifically for CrossFit gyms. Members
create an account online and are charged via credit card every month. (www.pushpress.com)

IV.

How does your business model change over the course of the year? Is there a
consistent customer flow or is there seasonal variation? If so, how do you address
seasonal changes?

I anticipate relatively consistent customer flow, with social media and community events
driving any variations.

Sharp Edge, LLC
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Market Analysis
I.

What is your intended audience or demographic? Provide the geographic location of
your customers and the type of customers you serve:

There is no demographic excluded from my intended audience. Please refer to my
description above regarding to whom CrossFit appeals and why.
Geographically, I will target Evanston, Skokie, Rogers Park, and Lincolnwood. Areas of
potential are Wilmette, Niles, and Morton Grove.

II.

List firms you have identified as primary competitors in your market(s). Identify their
strengths and weaknesses, then describe how your company stands out:

CrossFit Etown
Etown has been steadily losing members for well over a year due to questionable business
practices and a lack of a sense of passion for CrossFit from ownership. Notably, two coaches
left CrossFit Etown and started CrossFit Factorial.
CrossFit Factorial
CrossFit Factorial was built by CrossFit Etown coaches who wanted somewhere to workout
after acknowledging irreconcilable differences with Etown ownership. I am under the
impression their current location is temporary and are relocating to Skokie in 2017.

Sharp Edge CrossFit
Sharp Edge CrossFit will stand out significantly for multiple reasons.
1. I have an established positive reputation in multiple local communities having grown up
in the area and committed myself to athletics and academics. The communities I am
strongly a part of are the CrossFit community, the Skokie community, the Jewish
community (even my mom grew up in Skokie - my Jewish roots in this area are deep),
and Evanston’s community. As an alum of ETHS and being in such close proximity to
the high school, I’m going to take advantage of the opportunity to reestablish my
relationship with administration and work closely with them to involve students in
CrossFit. My dad went to Northwestern Medical School, and my cousin, Peter
Alexander, is a Northwestern alum, and I fully intend to use their connections to
Northwestern to draw students to Sharp Edge CrossFit.
2. My personal athletic accomplishments appeal to people. The owners and coaches of
the CrossFit affiliates listed above have no significant athletic background. I believe my
Sharp Edge, LLC

Executive Summary & Business Plan

May, 2017

9
participation in three Olympic Trials is a testament to my work ethic, drive, and passion,
and stands out in comparison to competing affiliates.
3. My educational accomplishments are unusual in the world of CrossFit affiliate owners. I
anticipate and hope people recognize that one of Sharp Edge CrossFit’s strengths and
distinguishing factors is that it is built by someone with a combination of passion and
intellect. My passion for health and fitness is sculpted by my education, and my
education helps to refine my passion into a sustainable business.
I realize that I am the basis for the difference between Sharp Edge CrossFit and other
local affiliates. I don’t have a smarter business plan - most CrossFit affiliate owners never even
write a business plan; the formula is simple. I don’t have a unique program - CrossFit already
writes the best program; if there were a better one, I wouldn’t be opening a CrossFit affiliate, I’d
be opening some other type of fitness center. In fact, if I claimed to have a better program, it
would be dishonest of me and defeat the purpose to label myself a CrossFit gym.
Rather, I am the primary difference. As emphasized above, CrossFit is built on
community, and recognizing and capitalizing on the value I bring to the community is what will
distinguish my affiliate from others.

III.

Based on the geographic location of your business and the target demographics listed
above, please provide an estimate for the total market size; in other words, how many
unique potential customers exist in this space?

There is a huge market in Evanston ranging from students to the older generations. In
addition to Evanston, we can also attract people from Skokie, Wilmette, and Chicago.

IV.

Considering the total market size and your primary competitors, estimate what
percentage share of the market you currently occupy:

N/A

Marketing Plan
I.

What marketing strategies have you used in the past? Which were most successful?
Consider Pricing (discounts, bundles), Promotions, Product (variations to the services
offered to keep customers engaged), Placement (where are messages most effective)

N/A

Sharp Edge, LLC
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II.

Describe which demographics of the customer base and geographic area you will target
with marketing in the future. Where is the greatest need for awareness?

College students and young professionals. Facebook, Instagram, and other social
media platforms will target this demographic.
The greatest need for awareness is in the 55+ community. Current trends indicate older
generations are curious about CrossFit but unsure where, when, and how to start.

III.

What marketing strategies do you plan on pursuing going forward?

Social media will be my primary form of marketing. Facebook, Instagram, Twitter, and
directed social media advertising.
CrossFit.com has an Affiliate Finder Map on their website. Every affiliate is pinpointed
on the map with a link to the affiliate’s website. It’s the primary tool CrossFitters use when
looking for a CrossFit affiliate to join or visit.

Management
I.

Describe your organizational structure. Please include key management roles and a list
of employee responsibilities.

As of now, there is an owner (myself) and two coaches. In the future, there will be more
coaches, but that’s the extent to which the organizational structure will change.
Coaches responsibilities are limited to coaching classes and personal training. All other
responsibilities will be the owner’s responsibility.

II.

How many employees do you have under contract: part-time and full-time?
Currently, none. I will employ two part-time coaches when the lease is signed.

Sharp Edge, LLC
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Capital Summary and Sourcing
I.

Item

List the major operating equipment that your company owns or leases (feel free to add
more items if required): N/A
Quantity

Age

Condition/Description

Check One (X)
Owned

Leased

If Owned:
Cost

1.
2.
3.
4.
5.
6.
7.

II.

Describe your sourcing process for key inputs:
List your major suppliers by location, order quantity, frequency of use, and price

Rogue Fitness will supply the bulk of Sharp Edge CrossFit’s equipment. Rogue Fitness
is located in Columbus, OH. (www.roguefitness.com)
I’ve attached a sample equipment list created by a CrossFit affiliate in Elmhurst for a
property similar in size to Sharp Edge CrossFit’s anticipated property.

Financial Analysis (for Startups):
Outline all projected costs necessary:
START UP COSTS
Upfit

Sharp Edge, LLC
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Equipment

$30,000.00

Electronics (iPads,
TV monitors, etc.)

$2,000.00

LLC

$500.00

LLC Renewal

$250.00

LLC Address
Change

$25.00

Marketing
(Apparel, Misc.
Branding, Social
Media Advertising)

$500.00

CrossFit TM

$3,000.00

Insurance

$2,400.00

$77,900.00

Total

Recurring Monthly Costs
PushPress
software

$79.00

PushPress
website

$127.00

Insurance/month

$200.00

Rent/month
Utilities/month
Coaches
Personal
Expenses
Total

I.

$4,000.00
$400.00
$400
$2,800.00
$8,000

Provide an overview of any outstanding Debt, Loans, or Lines of Credit:

N/A
II.

Based on projected costs, provide a breakeven analysis to estimate the number of

Sharp Edge, LLC
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customers you need to exceed in order to be profitable on a monthly basis.
40-50 customers.
III.

Cash Flow Statement.

A more detailed cash flow statement including all the monthly and recurring costs and income is
attached in the excel sheet at the end of this document.
IV.

Provide a Debt Ratio (monthly housing + monthly debt) / monthly income

N/A
V.

Provide a Houstig Ratio: (monthly housing expenses / monthly total income)

N/A

Future Planning/Ambitions
I.

Do you have any ideas to adapt or modify your service/product offerings to increase
sales or expand your business?

I will constantly be evaluating our programs and specialty classes to determine whether
or not they are meeting the needs of the clients. Adding or removing classes based on clients’
demands will be vital to a thriving business.

II.

If you have outlined a growth plan, describe how you plan to meet an increased demand
by growing your labor force?

N/A

III.

Have you explored future options for funding capital and inputs?

No.

Sharp Edge, LLC

Executive Summary & Business Plan

May, 2017

14

Entrepreneurship Support Program: Grant Request

Service Requested

Proposed Vendor

Total Price

1. Special Use Permit, Fire
Suppression Permit, Evanston
Business License Fee, Signage
Permit, Demolition Permit

City of Evanston

$1000

2. Rogue Rig

http://www.roguefitness.com/infinity-rig

$3,500

3.6 barbells 35lbs

http://www.roguefitness.com/weightlifti
ng-bars-plates/bars/womens-15kg-bars

$1,560

4.6 barbells 45lbs

http://www.roguefitness.com/weightlifti
ng-bars-plates/bars/mens-20kg-bars

$1,740

TOTAL PRICE
$7,800

Total Requested Grant: Maximum allowance.

Sharp Edge, LLC
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Net Monthly Income

Sharp Edge, LLC

$900

$3,600

$5,400

$6,300

$9,000

$9,900

$12,600

$13,500

$15,300

$16,200

$17,100

$18,000

$127,800

-$3,006

-$806

-$2,506

-$3,706

$494

$1,844

$4,544

$2,944

$7,244

$8,094

$8,494

$7,894

$31,528
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For Economic Development Committee Meeting of May 24, 2017
For Consideration

Item 3C

Memorandum
To:

Chair and Members of the Economic Development Committee

From:

Martin Lyons, Assistant City Manager/CFO
Johanna Leonard, Economic Development Division Manager
Cindy Plante, Economic Development Specialist

Subject:

Storefront Modernization Program Application for Sharp Edge Crossfit at
1324 Dodge Ave.

Date:

May 19, 2017

Recommended Action:
Staff supports a recommendation from the Economic Development Committee to City
Council for approval of financial assistance through the Storefront Modernization
Program to Sharp Edge Crossfit at 1324 Dodge Ave. in an amount not to exceed
$50,000 for interior and exterior renovations.
Funding Source:
The Economic Development Fund’s Business District Improvement Fund
(100.15.5300.65522). The approved Fiscal Year 2017 Budget allocated a total of
$350,000 for this account to fund both the Storefront Modernization and Great Merchant
Grant programs. To date, $7,789 has been spent from this account, leaving $342,211
available for expenditure.
Livability Benefit:
Economy and Jobs: retain and expand local businesses
Built Environment: enhance public spaces
Background:
The Storefront Modernization Program provides a financial incentive to property owners
and their commercial tenants to invest in improvements to commercial property in
Evanston. The program was previously known as the façade improvement program,
and eligible expenses were limited to street-facing exterior improvements such as
windows, doors, signage, painting, and the like. Maximum eligibility amounts for façade
projects are determined based on the building’s frontage, with the first 35 feet of linear
frontage eligible for a maximum of $10,000; frontage beyond 35 feet increases eligibility
by $100 for each additional square foot up to a $30,000 maximum grant. In 2015, the
program was expanded to allow for funding of interior improvements such as plumbing,
HVAC, and carpentry for businesses located on targeted business corridors in

Evanston. Applicants are eligible to receive a forgivable loan of up to 50% of the total
qualifying project cost, up to a maximum amount of $50,000. Applicants must obtain
three written bids for the renovation work proposed, with at least one of the three bids
being provided by an Evanston-based contractor. The program is intended to help
modernize aging building stock in targeted development areas and improve the
aesthetics individual commercial businesses within their respective business districts.
(For more detailed information, please refer to the Program Guidelines online.)
Summary:
Defined Edge Crossfit has secured a space at 1324 Dodge Avenue in a former auto
garage. Owner Netanya Mintz intends to operate as a Crossfit affiliate, providing 1-hour
workout sessions to members at the facility throughout the week. The applicant seeks
assistance with interior and exterior renovations, including repairs to the existing garage
doors, adding showers facilities to the bathrooms, electrical repairs, improved insulation,
and overall reconfiguration of the interior space. Based on the scope of work and the
estimates submitted and the location of the business on Dodge Avenue, this project is
eligible for up to $50,000 in reimbursement on a 50/50 basis.
The applicant has submitted three bids for the proposed scope of work, including at
least one from an Evanston-based contractor as required under the program guidelines.
The estimates provided are summarized below:
Estimates
Renaissance Realty & Construction
PO Box. 6094
Evanston, IL 60204

$67,000

SVI Themed Construction Solutions
6115 Monroe Ct.,
Morton Grove, IL 60053

$141,009

Tip Top Builders
8255 N. Kimball Ave.
Skokie, IL 60076

$116,941
Average: $108,316.67

The average of the three estimates submitted for the renovation work proposed was
$108,316.76.
There is admittedly a wide range in the total prices quoted by each of the three
contractors. The low bid, from Renaissance Realty & Construction was for a narrower
scope of work than the other two proposals in that it didn’t include fire alarm equipment,
roof repairs, or signage. Inclusion of these items would be expected to bring the total
estimate in line with the other two. In either case, any reimbursement would be 50% of
the total expenditures submitted or the $50,000 maximum grant, whichever is smaller.

For this reason, staff recommends approval of financial assistance for this project for a
total amount not to exceed the maximum of $50,000.
Attachments:
Storefront Modernization Program Application for. Sharp Edge Crossfit

5/17/2017

Wufoo · Entry Manager

2017 Storefront Modernization Program
Property Address
*

1324-1326 Dodge Ave.

Property PIN *

10-13-322-042-0000

#22

Year Property was constructed
Length of store frontage (feet): *

300

Is this property a historic landmark?

No

Applicant Name: *

Netanya Mintz

Applicant Address: *

1717 Ridge Ave. Apt. 117

Email *

netanya.mintz@gmail.com

Phone Number

(847) 736-1539

Name of business (if applicable):

Sharp Edge, LLC

Applicant is: *

Tenant

Name(s) of business(es):

Sharp Edge, LLC

Business Owner Name(s):

Netanya Mintz

Date of lease expiration (if applicable):
How many years has the business been at
this location?

0

Provide a description of the ground floor
business(es) at this location (500 words
max).

Sharp Edge, LLC will be a CrossFit gym. The gym will be open from
5am-8pm. Members will only be permitted to use the gym during
specified 1-hour class times, or when a coach is available to supervise.
There will be a rig assembled on one side of the gym, and weightlifting
platforms on the other side. The rest of the equipment will be "free
weight" type equipment, like barbells, plates, kettlebells, dumbbells,
and wall balls.

Property Owner Name:

LaSalle National Bank Trust 129728

Property Owner Address:

708 Church St. Suite 211, Evanston, IL. 60201

Property Owner Phone Number:

(847) 328-3330

Property Owner Email:

jim@farnsworth-hill.com

Is the property currently for sale?

No

What type(s) of improvements are you
planning to make? (check all that apply) *

Signage/awnings

Doors/windows
https://cityofevanston.wufoo.com/entries/2017storefrontmodernizationprogram/
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planning to make? (check all that apply) *

Doors/windows
Lighting
Painting
Other (describe below)

Provide a narrative of your proposed project. Include information on portions of the building that will be improved
and what particular work activities will be completed. (500 words max) *
We would like to demolish the wall separating 1324 and 1326, and build a wall splitting 1324 in half, so that Sharp Edge
may occupy the entirety of 1326 and half of what is now 1324. We are going to clean up all the wires hanging from the
ceiling, and all the leftover remnants (oil tanks, etc.) from the auto shop previously occupying the space. We are going
to clean up the bathrooms and install a shower. We are going to fix the 6 garage doors so that they properly open and
close, and are insulated for the winter. We are going to fix the lighting and electricity. We are going to construct an
office space on the far west side of the building.

Provide a narrative of sustainability
measures that will be employed in this
project (500 words max)

Sharp Edge would like to install a water fountain to reduce plastic
bottles. Sharp Edge will maintain the small, green backyard, and
perhaps plant vegetables and flowers. Any remnants of the auto shop
will be disposed of in an environmentally friendly way.

Provide a narrative of how your proposed
project will improve accessibility at your
building (500 words max)
Upload 3 current photos of the building for
which you are applying.

secf3.pdf

881.30 KB · PDF

secf2.pdf

990.50 KB · PDF

secf1.pdf
1.46 MB · PDF

Upload 3 contractor estimates for the
project(s) being proposed.

1326_dodge_bid_eb17.1505_1.pdf
26.99 KB · PDF

1326_dodge_bid1proposal.pdf
12.79 KB · PDF

sharp_edge_1324_dodge_budget.pdf
1.06 MB · PDF

If applicant is not the owner of the building
for which funding is sought, upload a letter
of support from the property owner.
"I certify that all of the information

Netanya Mintz
https://cityofevanston.wufoo.com/entries/2017storefrontmodernizationprogram/

2/3

5/17/2017

Wufoo · Entry Manager

"I certify that all of the information
contained in this document, all statements,
information, and exhibits that I am
submitting for the property listed in this
form under 'property information' is true
and accurate and to the best of my
knowledge. I certify that I have reviewed the
Program Guidelines and Program Agreement
form associated with the City of Evanston's
Facade Improvement Program." (Type name
below for signature). *

Netanya Mintz

Date *

Friday, May 12, 2017
Created

15 May 2017
1:30:06 PM

108.252.128.70
IP Address

PUBLIC

https://cityofevanston.wufoo.com/entries/2017storefrontmodernizationprogram/
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Project #:
Bid Date: 15-May-17

Project Name: Sharp Edge
Account Exec: Marc Shellist

SVI Project Manager:

Estimator:

Contact: Tani Mintz

Phone:

Ext:

Company: Sharp Edge

Pager:

Cell:

Address: 1326 Dodge Ave

Fax:
E-mail:

Evanston, IL 60202

Client PO:
Terms:
DESCRIPTION

ITEM

PRICE

Demolition

$19,800.00

Pluming - Concret cutting, patching, and plumbing fixtures

$19,800.00

Electrical

$19,800.00

Framing - Two (2) Bathrooms and Doors

$7,552.00

Painting

$5,500.00

Signage

$2,750.00

Mirrors

$385.00

Tile and installation

$7,150.00

Roofinf and Flashing

$3,278.00

Fire Alarm System

$12,628.00

Project Management, Supervision, and General Conditions

$6,096.00

OVERHEAD (15%)

$15,710.00

PROFIT (15%)

$18,067.00

G.L.I (1.8%)

$2,493.00

TOTAL OF ALL ELEMENTS:

1108 Dodge Bid EB17.1505.xls

$141,009.00

1 of 1

Sharp Edge
1326 Dodge Avenue
Evanston, Illinois

NO.

LINE ITEM DESCRIPTION

05.15.2017

1

GENERAL CONDITIONS

$

2,690.28

2

PROJECT MANAGEMENT AND SUPERVISION

$

2,851.70

3

DEMOLITION OF MASONRY WALL AND RE CONSTRUCTION OF MASONRY WALL

$

18,000.00

4

FRAMING & DRYWALL (BATHROOMS)

$

4,500.00

5

MIRRORS

$

350.00

6

TILE MATERIAL AND INSTALLATION ALLOWANCE

$

6,500.00

7

ELECTRICAL

$

18,000.00

8

PLUMBING, CONCRETE CUTTING & PATCHING

$

15,000.00

9

PLUMBING FIXTURES

$

3,000.00

10

FRAMING AND INSTALLATION OF DOORS

$

2,366.00

11

ROOFING & FLASHING

$

2,980.00

12

FIRE ALARM SYSTEM

$

11,480.00

13

PAINTING

$

5,000.00

14

SIGNAGE

$

2,500.00

15

OVERHEAD (10%)

$

9,521.80

16

PROFIT (10%)

$

10,473.98

17

G.L.I (1.5%)

$

1,728.21

18

SUBTOTAL

$

116,941.96

19

TOTAL COST OF CONSTRUCTION

$

116,941.96

Clarifications
See attached.
8255 NORTH KIMBALL AVENUE • SKOKIE, IL 60076-2917

•

PHONE: 847.679.5010 • FAX: 847.679.0125

For Economic Development Committee Meeting of May 24, 2017
For Discussion

Item 4A

Memorandum
To:

Chair and Members of the Economic Development Committee

From:

Martin Lyons, Assistant City Manager
Paul Zalmezak, Senior Economic Development Coordinator

Subject:

Discussion - Lease of City-Owned Real Property Located at 631 Howard
Street with Sweet Vendome, Inc. (dba Patisserie Coralie) and a Loan for
Tenant Improvements and Equipment Purchases

Date:

May 24, 2017

Discussion
Staff continues to negotiate with Pascal Berthoumieux on the terms for a lease
agreement for the city-owned property located at 633 Howard Street. The lease terms
will include a Tenant Improvement Allowance of up to $50,000. In addition, staff is
drafting terms for a loan not to exceed $50,000 to Mr. Berthoumieux, Patisserie Coralie
owner, for equipment and additional build out. Mr. Berthoumieux’s request is attached.
Funding Source:
Staff recommends the following sources of funds for the project:
Tenant Improvement Allowance
For tenant improvement allowance component, staff recommends a total of $50,000
from the Howard Ridge TIF and/or the Economic Development Fund depending. If TIF
eligible tenant improvement expenses total less than $50,000, the remainder would be
funded by the Economic Development Program
Equipment Loan
To purchase equipment needed for the bakery and coffee shop, staff recommends a
loan not to exceed $50,000, comprising $25,000 of CDBG, and the remaining up to
$25,000 from Economic Development.
The proposed loan terms include 3.0% interest with a 10-year term with no payments
for the first 12 months. Mr. Berthoumieux will provide a personal guarantee for the loan.
The loan will also be secured with the equipment purchased with loan proceeds.
Livability Benefits:

Economy & Jobs: retain and expand local businesses, expand job opportunities.
Summary:
Pascal Berthoumieux, owner of Patisserie Coralie, Bistro Bordeaux, and Creperie St.
Germain in Downtown Evanston has submitted the attached letter of intent and proposal
to open a second location at 633 Howard, similar to the bakery and coffee shop located
at 600 Davis Street in downtown Evanston. This café will offer between 60 to 80 seats.
It will also include a central production kitchen (that would allow for wholesale
business), a demonstration kitchen (for pastry classes) and office space.
On February 13, 2017, the City Council, approved resolution 17-R-17 authorizing the
City Manager to negotiate an agreement with Sweet Vendome, Inc. to lease city-owned
property at 633 Howard Street. The Economic Development Committee on January 25,
2017 recommended City Council approve staff’s recommendation.
A detailed lease and loan agreement will be submitted to the Economic Development
Committee on June 28, 2017. Attached are the preliminary proposed lease terms. In
summary, Patisserie Coralie will lease 633 Howard for a period of 10 years, with two
consecutive five year options. The first payment would occur 12 months after lease
commencement date. Rent for the space is $3,000 monthly. The City will contribute
$50,000 toward tenant improvements subject to the terms of the City of Evanston’s
Storefront Modernization program guidelines and/or TIF guidelines.
In addition, Mr. Berthoumieux has requested a loan of $50,000 to fund the purchase of
restaurant equipment and to complete the portion of the construction not covered by the
Storefront Modernization Grant. Staff will draft a recommendation to approve a loan
with a 3.0% interest rate, a 10-year term (mirroring the lease term), with the first
payment occurring at month 13. Loan terms are structured to allow the business to
maintain a healthy cash flow for the first year while establishing its customer base and
to offset higher operating expenses during the initial months.
Mr. Berthoumieux will provide a personal guarantee for the loan. The loan will also be
secured with the equipment purchased with loan proceeds. The loan is subject to staff’s
underwriting/review of financial statements and credit report. The loan will be secured
with a personal guarantee from Mr. Berthoumieux and with the equipment purchased
with the loan proceeds.
As summarized above, the loan is proposed to be funded from two sources. CDBG will
fund $25,000 of eligible equipment purchases as defined by the Department of Housing
and Urban Development guidelines. The business will be required to hire at least one
low/moderate income individual or full-time equivalent (FTE) to meet a CDBG national
objective; preference will be given to Evanston residents in hiring. The Howard Street
business corridor is a priority area for CDBG economic development investment in the
City’s 2015-2019 Consolidated Plan. The Economic Development fund would cover the
remaining $25,000 for a total of $50,000 from both sources.

Background:
In March 2016, staff released a solicitation offering two City-owned properties located at
633 Howard Street and 727-729 Howard Street. The solicitation sought proposals for
new users for both spaces that would bring vitality, energy, and new businesses to
Howard Street and bring daytime traffic to the area. The solicitation indicated limited
ability by the City to participate in providing financial assistance for these projects.
The property has had multiple inquiries from various parties seeking to locate on
Howard Street. Recent prospective tenants have included Good To Go who has since
purchased 711 Howard Street and is undergoing its buildout with the assistance of the
City of Evanston, two coffee concepts, a bakery, and a kombucha manufacturer and
café. Ultimately these groups were not prepared to lease the space for their proposed
uses due to the fact that it is significantly more space than they were prepared to
program, utilize, and build-out. The proposed use contemplated by Mr. Berthoumieux is
a dual use that will occupy the entire building’s footprint and accomplish the City goals
of creating a day-time destination food use.
Attachments:
-633 Howard Street proposal from Patisserie Coralie
-Proposed lease terms

Executive Summary
Prepared by: Pascal Berthoumieux,
Patisserie Coralie is looking to open a second location similar to the one located at 600 Davis Street. This café will offer
between 60 to 80 seats and feature custom made tables with “rolling pins” along with “candy cane” bistro chairs and
marble bistro tables mixed with couch seating options.
Fresh baked viennoiseries, traditional French pastries, and an extensive selection of macarons as well as savory options,
imported cookies and candies will be offered to nearby residents both for on premise consumption and take out. A local
coffee roaster from Evanston and Benjamin Tea will offer a world class coffee & tea experience.
The café would be open from 7am until 7pm 7 days a week and offer a place for the neighborhood to get breakfast and
lunch. It will also offer a relaxing coffee shop atmosphere and contribute to what makes Evanston unique with the addition
of an other independent concept on Howard street.

Vendôme Management

Vendôme Management

Vendôme Management

Financing Overview

- Remodeling, construction cost $35 000 (Metrorestorations)
Cost includes Main cafe flooring, cafe ceiling, Painting, counters build out, kitchen build out cost (wall
demolition, etc), facade remodeling, etc
- Plumbing cost $10000 (Blanton Plumbing)
- Electrical cost $5000 (Corringan & Freres Electric)
- Kitchen equipment cost $38500 (new and used equipment source)
(in addition to the existing equipment from our location at 600 Davis street)
Table top depositor $14500
Walk in refrigeration/ freezer combo $10000
Retarder Proofer $5000
Electrical oven $4000
tables, small equipment $5000
- Cafe furniture cost $6000 (Alibaba)
- Miscellaneous expense $5000
__________________________________________________________________________
Total $ 99500

Vendôme Management

Financing Overview

I am requesting a $50 000 loan above the tenant improvement allowance to finance this project.
On April 16th, Bistro Bordeaux closed its doors without finding a buyer and thus putting a strain on my organization
and business plan. Additionally, shortly after the closing of the Bistro, my investor (the same investor for all three of
my business, past and present) became ill and is no longer able to finance this project.
I am willing to secure the loan with personal guarantee, equipment collateral and comply with credit check
This project will create around 10 full time and 10 part time jobs.

Vendôme Management

Working Draft 3/9/2017 – 633 Howard Street Lease Term Sheet
Premises:
Landlord is leasing to Tenant 633 Howard Street, Evanston, IL
Tenant’s Proposed Use of Premises:
Patisserie Coralie plans to open a second location at 633 Howard, similar to the bakery
and coffee shop located at 600 Davis Street in downtown Evanston. This café will offer
between 60 to 80 seats. It will also include a central production kitchen (that would allow
for wholesale business), a demonstration kitchen (for pastry classes) and office space.
Term:
The proposed lease term is for a period of ten years, with two consecutive five year
renewal options. The lease begins after the adoption of the ordinance authorizing the
City Manager to execute the lease.
Rent:
Rent for the space is $3,000 on a modified gross basis. Tenant will have a period of six
months of free rent to accommodate construction and startup period. Tenant’s first rent
payment will be 6 months after the lease is executed. Tenant will pay rent on the first
day of each month. Rent will increase each year based on Consumer Price Index on
the anniversary of the starting date. The Rent increase shall under no circumstance be
increased by more than three percent (3%) of the previous year’s rent.
Taxes:
Due to the fact that the use would change from a City facility, the property would be
reinstated as a taxable property in Cook County. Based on comparable one-story
commercial properties on Howard Street, staff estimates property taxes will be in the
range of $12,000 to $13,000 annually. The $3,000 rent includes the estimated tax
payment. The City of Evanston will make the tax payment from rental proceeds.
Utilities:
Tenant will be responsible for payment for utilities (water, gas, electric, refuse, etc.).
Tenant will not be responsible for the water bill until final certificate of occupancy is
issued.
Insurance:
Landlord will carry fire and extended coverage insurance on the building. Tenant shall
keep in full force and effect a Comprehensive General Liability policy in the amount of
Two Hundred Thousand ($200,000.00) with respect to the Premises, with provisions
acceptable to Landlord, and the activities of Tenant in the Premises.
Tenant Improvement:
Landlord will provide no more than $50,000 toward interior leasehold improvements and
exterior/façade work, subject to the terms of the City of Evanston’s Storefront
Modernization Program and pending City Council approval. Patisserie Coralie estimates
a construction budget of $100,000 to $150,000.
Tenant/Landlord Responsibilities:
The Landlord is responsible for taking any and all measures, including, without
limitation, inspections, repairs, and alterations to all or any part of the Premises, as may

be necessary or desirable for the safety, protection or preservation of the Premises or
Landlord's Interests or as may be necessary or desirable in the operation of the
commercial portions of the Premises.

Memorandum
To:

Honorable Mayor and Members of the City Council

From:

Johanna Leonard, Economic Development Division Manager

Subject:

Monthly Economic Development Report for April 2017

Date:

May 4, 2017

Discussion
Enclosed is the monthly report of economic development activities for the month of April
2017. The report summarizes meetings, ongoing initiatives, new businesses, marketing
activities, as well as activity reports on key economic development projects and sites.
If you have any questions or would like to discuss the report further, please contact me
at 847-448-8014 or jleonard@cityofevanston.org.
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Economic Development
Business District Report
Central Street
Project
Central Street Business Association
Central Street Parking Survey

5/5/2017

Address
n/a
N/A

Status
Staff is assissting with the Great merchant Grant application.
Results were compiled and summarized in a memo.
Pita1 closed, but another Mediterranean food concept is scheduled to
open this spring.

Pita1
Howard Street
Project

1926 Central Street

Howard Street Business Association
City Owned Property Howard Theatre Properties

N/A
717, 721-723 Howard Street

City Owned Property 727-729 Howard Street
City Owned Property - Police Outpost

727-729 Howard Street
633 Howard Street

Downtown
Project
Downtown Performing Arts Center

Address
N/A

Sherman Plaza Retail

1620 Sherman Avenue

City owned parking lot ("library parking lot")
Former 27 Live

1714-20 Chicago Avenue
1012 Church

Main Dempster Mile
Project

Address

Address

Status
Developer continues to pursue property acquisition
Economic Development and Downtown Evanston staff are working with
the property manager to identify tenants for former Office Depot, Pier 1
and 800 Degrees Pizza spaces.
City Council denied staff recommendation to issue sales contract. Next
steps TBD.
Live music venue operator has leased the space.

600 Main Street
710 Main Street
802 Dempster Street
1111 Chicago Ave

Status
The Main Dempster Mile has a new service provider contract that will go
to City Council on 5/22 for consideration
Union Pacific halted lease negotiations with distillery.
Toy store closed. Actively marketing for a new tenant
Owner actively seeking tenants
Whole Foods has a lease until early 2018.

Address

Status

N/A
1823 Church Street

CEBA did not submit an application for the Great Merchant Grant.
Recording studio is now open.

Main Dempster Mile
600 Main Street
Former Oliver Trains & Toys
Former Wiener & Still Champion Space
Whole Foods South
CEBA-Central Evanston Business Association
Projects
Central Evanston Business Association (Church &
Dodge Group)
Gibbs Morrison Cultural Center

Status
HSBA submitted a Great Merchant Grant Application and staff is assisting
with the requests.
Architect was selected and lease was approved by Council.
Due diligence ongoing for interested party (Maureen Broom / Jazz
concept).
Working on lease with Patisserie Coralie.

WestEnd / Southwest
2

Economic Development
Business District Report

5/5/2017

Project

Address

WestEnd Business Association

N/A

West Village Business Association

N/A

Recycling Center - 2222 Oakton Street

2222 Oakton Street

Manufacturing Day Videos

N/A

Status
The organization submitted a Great Merchant Grant Application and staff
is assisting with the requests
The organization submitted a Great Merchant Grant Application and staff
is assisting with the requests
Smylie Brothers continues to conduct due diligence activities on the
potential development of a production brewery.
Two videos have been released through the Economic Development
newsletter. More videos will be recorded in the upcoming months.

3

Status of Economic Development Loans

Loan Status

Borrower

Name
Ward Eight
Evanston North Shore
Contractor's Cooperative
OPEN
OPEN
Peckish Pig (Building)
OPEN
Little Beans
Last Update 5/2/2017
OPEN

5/4/2017

Date
Original Loan
Loan
Amount
Funded

Monthly
Payment

Balance in
Arrears

Total Amount Paid

Address
629 Howard St.

3.15.12

$130,000.00

$1,316.19

Principal
$51,136.35

Interest
$18,671.72

Total
$69,808.07

1817 Church
623 Howard St.
430 Asbury Ave.

8.14.12
3.18.13
2.1.14

$200,000.00
$675,000.00
$75,000.00

$1,028.26
$7,500.00
$832.65

$11,342.07
$188,000.00
$10,106.77

$16,420.95
$$7,378.88

$27,763.02
$188,000.00
$17,485.65

4

Remaining
Date Loan
Balance to be
Terminates
Paid [1]

$-

$78,863.65

12.1.22

$-

$188,657.93
$487,000.00
$64,893.23

1.5.20
NA
1.31.25

Status of Projects Appearing Before
Economic Development Committee

Project Name

5/4/2017

Status

Meeting
Dates
ED
Committee

Funding

Summary of Project

Latest Update

Completion
Date

Staff

City Council

Sunshine Enterprises Funding

Active - Pending City Council
4/25/2016
Approval

Great Merchant Grant - West Village

Active - City Council Approval 3/23/2016

Boltwood

Active - City Council Approval 1/27/2016

2/8/2016

2200 Green Bay Rd

Active - City Council Approval 12/2/2015

12/14/2015

Dance Center Evanston

Active - City Council Approval 12/2/2015

12/14/2015

1800 Church St.

Active - City Council Approval 12/2/2015

12/14/2015

Memorandum of Understanding with
Strawdog Theatre

Active- Pending City Council
Approval

10/28/2015

11/9/2015

$

Storefront Modernization for Dave's
Rock Shop

Active- City Council Approval 10/28/2015

11/9/2015

$

2222 Oakton Street

Active- City Council Approval 7/7/2015

7/13/2015

$

Accuity

Active- City Council Approval 5/27/2015

6/8/2015

Curt's Café (2922 Central St.)

Active - City Council
Approval

4/22/2015

5/26/2015

City the
Council
program
approved
and are
5/26
placed in jobs. Workforce
PZ funding program to
$42,000 Individual stipends for students that successfully complete
1Q 2016Development

Central Street Streetscape
Improvements

Active- City Council Approval 4/22/2015

5/11/2015

City Council
projects
approved.
for Central
Improvements
Street
set to3Q
start
August 10th.
$25,000 Use of Economic Development Funds to assist in streetscape
2015

ZS Associates Retention Assistance

Active -- EDC Consideration;
Pending City Council
1/28/2015
Approval

2/9/2015

TBD

Merchant Grant - Central Street

Active- Ready for EDC

1/27/2016

$

9,000.00

Merchant Grant - West End

Active- Ready for EDC

1/27/2016

$

9,000.00 Planters/Plantings, business plan projects

Merchant Grant - West Village

Pending- Awaiting Neccesary
Doucments

TBD

$

9,000.00 Plantings, Website and Marketing

Merchant Grant - Chicago/Dempster

Active- City Council Approval

3/9/2015

$

9,000.00

Merchant Grant - Main Street

Active- City Council Approval

3/9/2015

$

Approved to use 2014 funds to complete welcome
9,000.00 packet printing and bike rack installation. No new
funding provided

City Council Approved 3/9.

1Q2016

Merchant Grant - Central Evanston
(CEBA)

Pending- Awaiting Neccesary
Doucments

TBD

$

9,000.00 Branding/Logo, Banners, Plantings

City Council Approved 3/9. Worked with
Public works to determine planter
locations

1Q2016

CA

Merchant Grant - Hill Arts

Active - Ready for EDC

1/27/2016

$

9,000.00

Dr. Hill Sculpture and Memorial Garden
City Council Approved 3/9. Reimbursed
Maintenance, Plantings, Website/Blog Development $1500 for plantings.

1Q2016

CA

Merchant Grant - Howard Street

Active - Ready for EDC

1/27/2016

$

1,754.00 Plantings, Replacement of tree lights to LED lights

1Q2016

CA

5/9/2016

$
$

50,000.00 Funding for entrepreneurship program
7,200.00

PZ

4Q2016

CP

EDC approved 1/27; Council approval 2/8
2Q2016
project complete, invoices submitted

CP

Marketing support and planters

Storefront modernization grant - signage
$

EDC approved 4/25; Pending City Council
3Q2016
approval 5/9

Storefront modernization grant for complete rehab of EDC approved 12/2; Council Approved
street-facing façade
12/14
EDC approved 12/2; Council Approved
Storefront modernization grant for buildout of
12/14
$50,000
convertible classroom/performance space
theater buildout nearing completion;
awaiting invoices for reimbursement
Storefront Modernization grant for rehabbing 4-unit
EDC approved 12/2; Council Approved
$50,000
commercial space
12/14

10,000.00

-

4,500.00
-

Memorandum of Understanding that will guide
continued discussion of bringing performin
arts/Strawdog Theatre to Evanston's Howard Street

EDC approved 10/28/2015;

EDC Approved 10/28/15; Project
Complete, invoices submitted, check
issued.
EDC Approved 7/7/2015, City Council
Lease was approved by City Council on 12/12/22016
Approved 7/13
New Signage at Dave's Rock Shop at 711 Main
Street

EDC approved
- $42,0005/27,
annually
City Council 6.8
$210,000 Five year parking agreement, 70 spaces Maple Ave Garage

Funding for relocation and ongoing assistance in
form of potential hotel/motel tax sharing agreement.
Banner Maintenance, Website Work, Plantings,
Benches

City Council approved 2/9/2015.

cp

2Q2016

CP

2Q2016

CP

2Q2016

1Q2016

CP

3Q2016

JL

3Q 2016

PZ

1Q2017

City Council Approved 3/9. Working with
Public Works to provide benches and
1Q2016
coordinate projects with Streetscape
Improvements
City Council Approved 3/9. Working on
entryway signage as part of business plan 1Q2016
item
City Council Approved 3/9. Work
continues on website and promotion of
1Q2016
district events is underway

Planters/Plantings, Bike Racks, Small Business
City Council Approved 3/9.
Saturday Promotion, Wine Walk, Open House Event
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2Q2016

City Council Approved 3/9.

PZ

CA

CA

CA

1Q2016

Status of Projects Appearing Before
Economic Development Committee

Merchant Grant - Noyes Street

5/4/2017

Pending- Awaiting Neccesary
Doucments

TBD

$

9,000.00 Branding/Marketing, Banners, Plantings

Lucky Platter Façade (514 Main
Street)

Closed -- Project Complete 1/28/2015

2/9/2015

TBD

Improvement of façade at 514 Main Street

Evanston Plaza Funding

Active -- EDC Consideration;
Pending City Council
1/28/2015
Approval

2/23/2015

TBD

Funding for interior and exterior rehabilitation of
grocery store space at Evanston Plaza

Chicago + Main (835 Chicago Ave.)

Active -- City Council
Approved

9/17/2014

9/22/2014

Little Beans (430 Asbury Ave.)

Active -- City Council
Approved

9/17/2014

9/22/2014

Campus Gear (1720 Sherman Ave.)

Active -- City Council
Approved

7/9/2014

8/11/2014

$

10,000.00

Davis Transportation Loan

Closed -- Loan Funded

7/9/2014

8/11/2014

$

140,000.00

Homestead Meats

Closed -- Project Complete

5/28/2014

8/9/2014

$

Fitness Avenues (1910 Main Street)

Closed -- Project Complete

$

2,900,000.00

City Council Approved 3/9. Working to get
plantings in place by late July/ early
1Q2016
August

CA

Work on the Façade is complete.

1Q2015

MJ

City Council consideration scheduled for
2/23/2015.

3Q2015

PZ

Funding for TIF eligible expenses to reduce financial
Groundbreaking in February 2015.
gap for office component of mixed-use building.

Financial assistance for play café space in former
$30,000 (façade); Osco-Drug building. Assistance will fund fixtures and Working to complete; opening early
$95,000 (loan) interior build-out of space. Also approved for façade February
improvement project.

7/9/2014

7/28/2014

$

Active- City Council Approval 7/7/2015

7/13/2015

FEW Spirits (918 Chicago Ave.)

Closed -- Loan Funded

10/23/2013

6/23/2014

$

Autobarn (222 Hartrey Avenue)

Active -- City Council
Approved

8/7/2013

5/28/2014

$

Just Turkey Façade

Closed -- Project Complete

2/19/2014

3/10/2014

$

Curt's Café (2922 Central St.

Active -- City Council
Approved

9/25/2013

10/14/2013

$

Next Chapter (1703 Orrington Ave)

Closed -- Project Complete

9/25/2013

10/14/2013

$

250,000.00

Active -- Project in Process

8/7/2013

9/9/2013

$

Music Institute of Chicago (1702
Sherman Ave.)

Closed -- Project Complete

4/24/2013

5/13/2013

$

Peckish Pig (623 Howard St.)

Closed -- Project Complete

2/27/2013

3/18/2013

$

200,000.00

Beacon Academy

Closed -- No City Assistance
Necessary

8/28/2013

NA

$

250,000.00

Margarita Inn (1566 Oak Ave.)

Closed -- No City Assistance
Necessary

2/27/2013

NA

$

Dempster/Chicago/Main Special
Service Area

Active -- Project in Process

4/29/2014

NA

Love Your Manufacturer Day

Active - Project in Process

1/30/2017

MJ

Loan for working capital and equipment for bus
company.

Staff finalized agreements; First payment
4Q2014
due in 2015.

PZ

Funding awarded and project complete

2Q2014

JN

3Q2014

MJ

4Q2015

CP

Loan is funded

2Q2014

JN

Under construction; construction draws
currently occurring

4Q2015

JN

Now Open 1Q2014

1Q2014

MJ

Curt's café continues training program

4Q2014

PZ

Next Chapter is open and offering classes 1Q2014

PZ

Funding received; status reports provided
3Q2015
regularly

PZ

Project Complete; Ribbon-cutting held
10/23/2014

3Q2013

JN

1Q2014

JN

NA

PZ

NA

JN

4Q2015

JN

Façade improvement project to install signage,
windows, lighting, paint, and awning
Loan for purchase of new equipment for additional
bottling line for distillery and working capital.

Project Complete; Ribbon-cutting held
8/6/14
EDC Approved 7/7/2015, City Council
Approved 7/13. Project completed,
reimbursement issued.

Build-out funds for City-owned property in support of
Peckish opened 3/13/14
creation of restaurant at 623 Howard Street.

Seeking build-out assistance for interior space of
school.
Support following major rehabilitation of the hotel to
230,000.00 offset costs in the form of a hotel tax sharing
agreement of new incremental.
Chicago/Dempster and Main/Chicago merchants
TBD came to EDC seeking funding for larger special
service area.

N/A

Jn

1Q2015

TIF assistance for build-out at 222 Hartrey, 7B
2,500,000.00 support to Cook County Assessor, and extension of
Sales Tax Sharing Agreement.
Façade improvement funds for signage at 2430 Main
2,090.00
Street for new business.
Reimbursement for up to seven Evanston resident
21,000.00
participants who are placed in jobs.
Support of Entrepreneurship education program at
9,900.00
EPL.
Seeking funding support for entrepreneurial training
60,933.00
for early stage food businesses.
Sought funds to support build-out of black-box
165,000.00 theatre and other extraordinary construction
expenses..

Now We're Cookin' (1601 Payne St.)

1Q2015

Extension requested into summer 2015.
Looking to revise

1,980.00 Façade improvement
$17,888

JN

Façade improvement project to install new signage
and place new façade on new store space.

935.00 Façade Improvement

La Principal - 700 Main Street

4Q2016

Determined Project did not need City
funding
Margarita Inn was able to secure bank
loan without need of City tax sharing
agreement.
Public meetings are scheduled for
1Q2015

Initiative aims to create an event/series of events that
showcases products made in Evanston, that teaches Staff is working on recording videos with
young people about craeers in maufacturing, and
10 individual manufacturers.
shows appreciation for Edvanston manufacturers.
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PM

Status of Projects Appearing Before
Economic Development Committee

Le Tour de Noir

5/4/2017

Active - Project in Process

2/13/2017

Latino Business Engagement Initiative Active - Project in Process

11/18/2016

Relocation of Police Outpost

4/29/2014

Active -- Project in Process

City Council

$2,100.95

N/A

NA

Initiative aims to provide support to the Black
Business Consortium of Evanston/North Shore to
plan and execute the second annual Tour de Noir
and a business expo.

Event budget proposal was recommended
by EDC on 1/25/2017. Final approval is
pending from City Council on 02/13/2017.

PM

This initiative to identify Latinx Owned Businesses
(LOBs) to learn more about the needs of this group
and understand how to better enagage them, while at
the same time maximizing their business potential.

Held meeting on January 13, 2017. Group
is exploring projects, logo, and mission
statement. Staff will continue to support
efforts

PM

Police Outpost is in process of relocation
2Q2015
to 745 Howard Street.

JN

Staff is actively working to identify opportunity for
TBD leasing of 633 Howard Street for retail/restaurant
use.
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MONTHLY RETT REPORT FOR APRIL 2017
MAY 17, 2017
Mayor and Aldermen
Akasha Terrier, Deputy City Clerk

DATE:
TO:
FROM:

SUBJECT: RETT Report -- APRIL 2017
BUDGET 2015

$
$2,875,000
3,000,000.00

FY 2016

Month
January
February
March
April
May
June
July
August
September
October
November
December

Amount
119,515
83,770
222,504
207,340
342,110
419,855
328,730
349,900
199,275
405,970
421,445
313,233

FY 2017

Transactions Month
54
41
101
112
122
187
146
145
90
90
88
74

Amount

January
February
March
April
May
June
July
August
September
October
November
December

294,390
102,965
202,820
264,815

Transactions
65
57
104
115

Cumulative
294,390
397,355
600,175
864,990

APRIL 2017 revenues were reduced to reflect this expenditure: $0
Monthly average needed to meet budget
FY 2017 Monthly Average

$239,583
$ 250,000.00
$216,248.00
$102,640

57 exemptions @ $100 ea. = $5,700.00; CUMULATIVE $22,100.00.
There were SIX (6) $ million sales in APRIL 2017
04/03/2017 -- 2405 LINCOLNWOOD DR, $1,116,299.00 TAX: $5,585.00; SELLER: RICHARD/WATSON; BUYER: STENTA
04/13/2017 -- 2415 LINCOLN STREET, $1,135,000.00 TAX: $5,675.00; SELLER: THERONLINE LLC; BUYER: BROWNLEE/WIGGINS
04/17/2017 -- 1214 LAKE STREET, $1,687,500.00 TAX: $8,440.00; SELLER: CHICAGO TITLE LAND TRUST; BUYER: FLYNN
04/20/2017 -- 2620 CENTRAL STREET, $3,570,000.00 TAX: $17,850.00; SELLER: SP 2620 CENTRAL LLC; BUYER: LOTUS POINT PROPERTIES LLC
04/24/2017 -- 1030 SHERIDAN ROAD, $1,900,000.00 TAX: $9,500.00; SELLER: KNEPPER; BUYER: TILLERY TRUST
04/27/2017 -- 2332 BRYANT AVENUE, $1,450,000.00 TAX: $7,250.00; SELLER: TAYLOR; BUYER: DYSKTRA

NSP2 sales = $0.00; CUMULATIVE $0.00
NSP2 purchases = $0; CUMULATIVE $0

