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— Strategy —

Il. ESTABLISH A RETAIL OVERLAY DISTRICT
Implementation

5. Encourage the development of market and workforce housing in the Retail Core and adjacent districts.

» A sizable residential population is critical to the success of the Signature Retail District. Therefore, continued support
should be provided to developers wishing to construct market-rate or workforce housing. Surface lots and underdevel-
oped buildings within the retail core should be viewed as potential spaces for housing. Additionally, 10th & Yamhill, 3rd
& Alder, Block 216 and other catalytic or publicly owned sites should contain housing as a significant component in the
development plans. Finally, reinforcing transit connections within Fareless Square will expand the pedestrian realm and
enable those residing in adjacent districts to easily reach the Retail Core.

Image Source: Google Earth 2009

The image above depicts the retail core in the violet field. Surface lots, underdeveloped build-
ings, and identified catalytic sites are represented in blue as potential locations for housing.
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— Strategy —

lll. CREATE A UNIFIED IDENTITY FOR THE DISTRICT AND AN EFFECTIVE MARKETING STRATEGY

Implementation

1. Develop a consistent look for the Retail Core

»

Improve pedestrian and shopper comfort by immediately renewing the Sidewalk Access For Everyone (SAFE) program
and the Sidewalk Obstruction Ordinance and provide ongoing maintenance and cleaning to the city-owned parking
garages.

Reinforce the signature concept with standards for storefronts, lighting, public realm elements like trash receptacles,
planters, benches, and signage and integrate into city plans and codes for the retail core.

Utilize vacant storefronts as billboards to communicate key messages about downtown. Such repurposing of vacant
storefronts will create a friendlier pedestrian environment and a sense of retail continuity.

Extend the Broadway Unique Sign District regulations to all buildings on designated signature streets. Incent retailers/
landlords to match funds to upgrade existing signage.

2. Develop a cohesive communication strategy through the Downtown Marketing Initiative (DMI) on key
initiatives:

Fold Downtown Marketing Initiative into Travel Portland and merge efforts to create consistent messaging and leverage
marketing resources.

Create an identity and brand for the district and reinforce with all marketing efforts.
Identify ways to integrate brand into the built environment through public realm features.

Devise a marketing or communications strategy to increase the perception of safety.

3. Implement Marketing Strategy

Promote positive messages about downtown and highlight unique downtown events and offerings through multi-chan-
nel marketing that includes television, print media, outdoor billboards, and public relations efforts.

Identify and dedicate consistent funding source to the downtown marketing strategy.
Appropriate specific funds within the DMI budget to market the signature streets.

Travel Portland and DMI should explore additional private revenue streams, including retailers, housing developers,
property owners, and other commercial sponsorships to fund programs.
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— Strategy —

IV. EMPLOY A SET OF TACTICAL TOOLS TO IMPLEMENT THE RETAIL SPINE

These tools and programs will be designed to match private investments made to retail properties along Morrison and Yamhill; the
amount of matching funds available will taper at a rate to be determined later in the retail strategy.

Implementation
Management

1. Coordinate programs and leadership of all downtown management entities to reduce overlap, maxi-

mize efficacy, and streamline operations.

» Convene quarterly meetings of the Downtown Management Coordination Council to accomplish the following:
» Identify “lead organization” for managing ongoing downtown programs, operations, and services.
» Collaborate advocacy efforts on:

» Public safety issues including renewal of the SAFE program and the Sidewalk Obstruc-
tion Ordinance, adequate funding for programs like Hooper Detox/Sobering station,
Downtown Service Coordination Team, the reinstatement of the downtown Drug &
Prostitution Free Zones, and ensuring the city-owned garages are maintained and
cleaned.

» Implementation of the Downtown Retail Core and the Signature Retail Concept,
including adequate funding for the Downtown Stewardship Plan, continued urban
renewal resources in the retail core.

» Supportive services for the hospitality industry, including the implementation of the
Headquarters Hotel.

Regulatory

1. Establish a Retail Compact

» Develop a Retail Compact brokered among property owners, retail brokers, and public sector leadership. This agreement
will stipulate which types of retailers contribute to the signature concept and why it is necessary for all property owners
to prioritize investment and leasing to the target retail list. The compact will lay out the incentives available to those that
follow the recommendations laid forth in the agreement. Disbursement of financial tools, assistance and other incen-
tives is contingent upon the project reinforcing principles laid out in the compact.

2. Establish a series of zoning incentives

» Consider increasing building heights and FAR allowances within the Retail Overlay District for new development that
includes large floor plate retail space.

» Consider allowing property owners to receive a FAR bonus for existing buildings that are remodeled or reconfigured for
new retail. Allow any unused FAR from the existing building to be sold and used elsewhere in the downtown for new
developments.

» Establish regulatory incentives that promote retail space with active and transparent retail frontages and high quality
facades. Offer a greater match of financial assistance when fagcade designs promote increased retail continuity, and the
signature retail image (to be defined).
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— Strategy —

IV. EMPLOY A SET OF TACTICAL TOOLS TO IMPLEMENT THE RETAIL SPINE
Implementation

Financial Incentives

1. Establish a Landlord Improvement Program

» This incentive will enable landlords to develop their retail space into a “raw” or “rough” shell. This would include seismic
upgrades, floor leveling, electrical upgrades, and providing HVAC capacity for the space (does not include distribution of
electric/HVAC). Program would provide a matching investment as follows:

» Average cost for upgrades roughly S75-5100 psf
» Program would provide match up to S50 psf (e.g. S500K match for 10K sq. ft. space along a signature street)
» Rate at which match decreases as one moves away from the retail spine needs to be determined

» Additional funding mechanisms beyond Tax Increment Financing need to be identified to fully support this program.

2. Establish Tenant Improvement Program

» Enables retailers to meet their particular interior space needs. Program would provide a matching investment as follows:

» National retailers often need approximately 5$50-S60psf in tenant improvements. Match would provide up to $35 psf.
» Restaurants often need approximately $100-5200 psf in tenant improvements. Match would provide up to S75 psf.
(note- costly venting reconfigurations, including exhaust filtration, can cost up to S300K, depending upon the
particular building)
» Rate at which match decreases as one moves away from the retail spine needs to be determined

» Additional funding mechanisms beyond Tax Increment Financing need to be identified to fully support this program.
3. Strengthen the existing Storefront Improvement Program

» The current Storefront Program administered by the PDC caps the matching incentive at $20K. According to brokers,
the cost of storefront improvements for national tenants can be in excess of $100K, which doesn’t include the cost of
signage. Adjustments to the Storefront Program are recommended as follows:

» Raise cap within the retail core to S100K
» If greater than $20K is required, tie additional match to design guidelines which require a greater degree of transparency
(i.e. % of glass to linear square foot of frontage)
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— Strategy —

IV. EMPLOY A SET OF TACTICAL TOOLS TO IMPLEMENT THE RETAIL SPINE
Implementation

Funding Sources

1. Regenerative Funds:

» Sequester all or a portion of Business License Tax revenues that are directly generated by the businesses in the Retail
Overlay District and use it as a revenue source for financial assistance in the District. Could be used as a direct fund or
could be leveraged for bond sale, operating similar to a tax increment financing model.

» Waive or reduce Parks and Transportation SDC of all new development/significant tenant improvements in the Retail
Overlay District and use this savings as a financial incentive to promote financial feasibility for new development.

2. Tax Abatements:
» 5 year or 10 year tax abatement for new development when new development program meets requirements, i.e. num-
ber or type of jobs created, green building, etc.
3. Tax Increment Financing:

» Existing TIF resources available are limited. Recommend resources that are legally uncommitted in South Park Blocks,
Downtown Waterfront and River District be allocated to priority projects in the Retail Overlay District (needs quantita-

tive specifics)

» Establish a new downtown urban renewal district that incorporates the signature retail spine and the Retail Core.

» Remove land equal to ~40 percent of the assessed value of the existing South Park Blocks, and ~30 percent of the as-
sessed value of Downtown Waterfront that includes the downtown retail core area.

» Incorporate the removed land into a new urban renewal district.
» Allocate resources over the life of the new district to adequately fund projects and programs that implement the signa-
ture retail spine and supporting areas in the Retail Overlay District.

Technical Assistance

1. Retail Ombudsman

» Designate a Retail Ombudsman to guide retailers through the permitting, signage review process and financial incentive
process through PDC. This could be a hybrid Block by Block/Downtown Retail Advocate effort.

2. Fast track permitting

» Fast track permitting and design review timelines for projects in the Retail Overlay District that implement the goals and
objectives of the Downtown Retail Vision.

3. Library

» Create a library of images that can be used to communicate how facades and storefronts could look within the Signature
Retail District.
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