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The 14%

Managing Your Pa
Save Money and Ser

By Barbara Chance, Ph.D.,
and Clyde Wilson

MANY BUILDING OWNERS AND MAN-
AGERS literally sit atop one of their best
revenue sources. Commercial parking
facilities are hidden assets that often
receive minimal attention until a main-
tenance crisis hits or someone wants to
increase fees.

Parking facilities typically supply
10 to 14 percent of a building’s total
annual revenue if there is paid park-
ing, but building owners and manag-
ers can lose up to 28 percent of this
revenue due to deficient contracts with
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private operators, inefficient operations,
maintenance lapses, employee theft
and financial irregularities. Beyond its
revenue benefits, a well-run parking
operation can significantly enhance
your building’s appeal to current and
prospective tenants.

What can you do to maximize both
revenue and customer service?

Review and Update Contracts
with Private Operators

If you contract with a private com-
pany for parking operations and man-
agement, perhaps the single most

your contracts with your private opera-
tor. Far too often, contracts consist of
a single-page agreement that fails to
specify performance standards, respon-
sibilities for each party, penalty clauses
for non-performance, maintenance and
capital improvement requirements and
reporting and audit obligations.
Deficient contracts provide an oppor-
tunity for operational inefficiencies,
theft and lost revenue. In one multi-
building complex, each owner’s agent
had a different agreement with each
tenant for parking spaces. There was
no consistency to the agreements, nor
was there accounting for the number
of contract parking leases or a record of
how many parking cards were issued.
In another facility, the contract with the
operator lacked terms covering how
often the facility had to be cleaned (it
never was) or how the operator was to
handle abandoned vehicles left on-site
(more than 100 discarded vehicles occu-
pied parking stalls that could have been
producing revenue). New contracts rem-
edied the deficiencies and resulted in an

important step is to review and update . . .
instant increase in revenue.

You don’t want to miss
exhibiting at the only
East Coast Trade Show
for Cleaning Supplies.

Safer, greener and

economical solid water
treatment technology.

is Moving to the Etess Arena in the
Taj Mahal in Atlantic City , NJ * May 5 and 6, 2010

e =

~ NO:MORE:-HEAVY DRU
NO MORE LEAKS, and— = —
NO MORE BIG FREIGHT BILLS....

Here’s what exhibitors and attendees say about Supply Line:
“Supply Line is becoming known as one of the best,
if not the best regional jan/san supply show. It drew
attendees from well beyond the New Jersey corridor.”
— Fred Schimanski, Jr. Clean Smart
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GREEN WATER TREATMENT PROGRAMS

“| feel I have so much more knowledge to

train a sales rep than | did yesterday.”
—Fran DiManno, Crest Paper Products

“Excellent show and seminar. Great distributor attendance.”
—Jim Chittom, Athens Janitor Supply Company
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v/ Elimination of drum handling and disposal concerns
Significantly reduced shipping and handling charges
Easier, safer product handling with reduced labor input
Fully soluble with plain tap water
Reduced energy use and water consumption
Operating costs similar to liquid-based programs

Reduced storage space requirements
(4 Qualification for LEED credits

Solid Soutions from
Jamestown is a complete
series of environmentally-
responsible corrosion
inhibitors, dispersants and
microbiocides that can be
used in most cooling,
boiler, and closed-loop

recirculating water
(\ systems.

JAMESTOWN TECHNOLOGIES

R Water Resource Specialists
Innovative Water Treatment Technojogies Since 1972

Presidenia 203.932.3655 rax 2039331751

Green : .
Chemistry info@jamestowntech.com
Award A Division of Azure Water Services, LLC
in 280 Callegari Drive
¥ Nominee ' West Havgn CT 06516 For additional information o iting or attending Supply Line 2010, call the NJSSA office at
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73-283-1400 ... www.njssa.net
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Consider a Comprehensive
Parking Audit

Periodic audits, which should be
included in all contracts with private
operators, are designed to reveal irregu-
larities and inefficiencies in operations
and financial management. These audits
also provide important revenue control
information, such as an accounting of
the number of spaces given out “free”
and the number of paid monthly parking
leases. Audits also determine whether
the operator is complying with Payment
Card Industry (PCI) regulations, includ-
ing staff access to credit card informa-
tion. Once, a parking operator kept cus-
tomer credit card numbers on index
cards in a small box—a clear PCI viola-
tion and an invitation to theft.

When you consider the value of a
well-run parking operation to your bot-
tom line, you may want to re-evaluate
the expertise and pay scale of your park-
ing operations manager. Should a multi-
million dollar asset be the responsibility
of a $30,000-a-year employee with no
parking experience?

Take Advantage of New
Technologies

Parking technologies are advancing
rapidly, with several offering new effi-
ciencies, better revenue control, energy
savings and improved customer service.
Radio Frequency Identification (RFID)
tags or key cards used for entrance to
parking facilities, Smart cards and other
e-payment devices, high-speed doors
and self-service payment are all ways
to improve customer service and opera-
tional efficiencies. Energy-efficient light-
ing, such as LED or fluorescent lights,
has the potential to lower operating
costs and provide tax credits. Fluores-
cent lighting consumes between 30- to
85-percent less energy than incandes-
cent and high-intensity discharge (HID)
lighting at equal or greater light levels.

Add a Parking Professional to
Your Team

Parking professionals have the skills
and expertise to consult on the designs
for exits, entries, circulation patterns

and parking capacity. They can also pro-
vide advice on facility lighting, energy
efficiencies, parking rates, new tech-
nologies and PCI regulations. Finally,
they are able to assist in developing
Requests for Proposals and contracts
with private operators. Their services
are a smart investment that can boost
revenue through new efficiencies and
reduced expenses. And, best of all, this
investment usually more than pays for
itself, turning the “14-percent tenant”
into a consistent profit center.

About the Authors: Barbara Chance, Ph.D., is
a member of the International Parking Institute’s
Alliance for Advancing the Parking Profession
and IPI’s Advisory Council. She is president of
CHANCE Management Advisors, Inc., which
provides consulting services for owners in the
areas of transportation, parking and access man-
agement. Clyde Wilson is president and CEO
of The Parking Network, Inc., a company that
audits millions of dollars in parking income for
owners each year. Visit the International Parking
Institute’s Web site at www.parking.org to
learn more.
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