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Section A: Pledge Summary Spreadsheet 

Address Company Contact Year 1 Year 2 Year 3 TOTAL 

600 4TH ST 4th Street Centre  Lance $901.59 $901.59 $901.59 $2,704.78 

600 4TH ST 4th Street Centre  Lance $15,940.50 $15,940.50 $15,940.50 $47,821.50 

206 6TH ST 5 Star Awards & More Krage $270.03 $270.03 $270.03 $810.09 

715 
DOUGLAS 
ST A I D CENTER Jonette $0.00 $0.00 $0.00 $0.00 

1005 4TH ST AALFS MANUFACTURING INC Andy $1,005.50 $1,005.50 $1,005.50 $3,016.50 

200 5TH ST Albrecht Otto C Rev Trust Doug $264.04 $264.04 $264.04 $792.13 

413     PEARL ST Alleycat Holdings  Rick $128.28 $128.28 $128.28 $384.84 

415 PEARL ST Alleycat Holdings  Rick $236.25 $236.25 $236.25 $708.75 

417 PEARL ST Alleycat Holdings  Rick $158.43 $158.43 $158.43 $475.28 

419 PEARL ST Alleycat Holdings  Rick $253.57 $253.57 $253.57 $760.70 

421 PEARL ST Alleycat Holdings  Rick $1,226.78 $1,226.78 $1,226.78 $3,680.35 

412 PIERCE ST Alleycat Holdings  Rick $129.99 $129.99 $129.99 $389.97 

302 
#100 JONES ST ALLIANCE PROPERTIES  Kevin $1,643.48 $1,643.48 $1,643.48 $4,930.44 

302 
#110 JONES ST ALLIANCE PROPERTIES  Kevin $460.74 $460.74 $460.74 $1,382.22 

302 
#120 JONES ST ALLIANCE PROPERTIES  Kevin $369.02 $369.02 $369.02 $1,107.06 

625 
DOUGLAS 
ST ARCHER-DUNBAR LOYCE C Loyce $662.99 $662.99 $662.99 $1,988.98 

220 PIERCE ST 
ART CENTER ASSOCIATION 
OF SIOUX CITY Al $0.00 $0.00 $0.00 $0.00 

600 4TH ST AT & T  Dennis $31.64 $31.64 $31.64 $94.93 

100 PIERCE ST AUDITORIUM SHOPPING AREA Bob $2,740.92 $2,740.92 $2,740.92 $8,222.75 

124 PIERCE ST 
AUDITORIUM SHOPPING AREA 
HINKY Bob $1,514.99 $1,514.99 $1,514.99 $4,544.96 

406 WATER ST 
AUTOMOTIVE TECHNICIANS 
INC Tim $154.15 $154.15 $154.15 $462.45 

818 5TH ST AVERY BROS SIGN COMPANY Milt $17.32 $17.32 $17.32 $51.95 

197 PEARL ST AVERY BROTHER  Steve $9.19 $9.19 $9.19 $27.58 

930 1/2 3RD ST AVERY BROTHERS  Steve $21.17 $21.17 $21.17 $63.50 

620 6TH ST AVERY BROTHERS  Steve $7.70 $7.70 $7.70 $23.09 

309 1/2 PEARL ST AVERY BROTHERS  Steve $21.17 $21.17 $21.17 $63.50 

415 1/2 PEARL ST Avery Brothers  Steve $9.19 $9.19 $9.19 $27.58 

417 1/2 PEARL ST Avery Brothers  Steve $20.31 $20.31 $20.31 $60.93 

419 1/2 PEARL ST Avery Brothers  Steve $32.50 $32.50 $32.50 $97.49 

714 4TH ST BECK THEATRES  Eric $919.98 $919.98 $919.98 $2,759.94 

705 
DOUGLAS 
ST BENSON BUILDING L.L.C. George $1,133.14 $1,133.14 $1,133.14 $3,399.42 

700 PEARL ST BENSON BUILDING L.L.C. George $42.97 $42.97 $42.97 $128.92 

704 
PEARL ST & 
710 BENSON BUILDING L.L.C. George $85.95 $85.95 $85.95 $257.84 

201_09 4TH ST BERGLUND GRACE Jolene $211.88 $211.88 $211.88 $635.63 

215 4TH ST BERGLUND GRACE Jolene $76.97 $76.97 $76.97 $230.90 

314 2ND ST BNSF RAILWAY CO   $0.00 $0.00 $0.00 $0.00 

404 2ND ST BNSF RAILWAY CO   $0.00 $0.00 $0.00 $0.00 

504 2ND ST BNSF RAILWAY CO   $0.00 $0.00 $0.00 $0.00 

600 2ND ST BNSF RAILWAY CO   $0.00 $0.00 $0.00 $0.00 
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605 2ND ST BNSF RAILWAY CO   $0.00 $0.00 $0.00 $0.00 

704 2ND ST BNSF RAILWAY CO   $0.00 $0.00 $0.00 $0.00 

705 2ND ST BNSF RAILWAY CO   $0.00 $0.00 $0.00 $0.00 

701 CLARK ST BNSF RAILWAY CO   $0.00 $0.00 $0.00 $0.00 

222 
JACKSON 
ST BNSF RAILWAY CO   $0.00 $0.00 $0.00 $0.00 

222 
JACKSON 
ST BNSF RAILWAY CO   $0.00 $0.00 $0.00 $0.00 

236 
NEBRASKA 
ST BNSF RAILWAY CO   $0.00 $0.00 $0.00 $0.00 

219 PIERCE ST BNSF RAILWAY CO   $0.00 $0.00 $0.00 $0.00 

117 
VIRGINIA 
ST BNSF RAILWAY CO   $0.00 $0.00 $0.00 $0.00 

119 
VIRGINIA 
ST BNSF RAILWAY CO   $0.00 $0.00 $0.00 $0.00 

302 
#610 JONES ST BOGUE BRINNE C Brinne $214.66 $214.66 $214.66 $643.97 

333 
DOUGLAS 
ST BOMGAARS SUPPLY INC Todd $4,910.34 $4,910.34 $4,910.34 $14,731.03 

507 7TH ST Brad Cummings Brad/Callin $1,000.16 $1,000.16 $1,000.16 $3,000.47 

710 PIERCE ST Brad Cummings Brad/Callin $164.63 $164.63 $164.63 $493.88 

508 
5TH ST - 
512 BROWN JAMES R James $466.30 $466.30 $466.30 $1,398.89 

750 PIERCE ST BSWL&J REAL ESTATE Lee $333.31 $333.31 $333.31 $999.94 

302 
#602 JONES ST 

BUROW FREDERICK W III & 
JULIE A Fritz $295.90 $295.90 $295.90 $887.70 

521 PEARL ST Bustnanut Properties  Russ  $113.31 $113.31 $113.31 $339.94 

610 WATER ST Bustnanut Properties  Russ  $42.97 $42.97 $42.97 $128.92 

500 PIERCE ST C T CORPORATION SYSTEM Kevin $14.97 $14.97 $14.97 $44.90 

412 WATER ST Cal Ventures  Stewart $635.41 $635.41 $635.41 $1,906.24 

1106 4TH ST CALL TERMINAL LP Doug/Kris $1,368.11 $1,368.11 $1,368.11 $4,104.32 

1106 4TH ST CALL TERMINAL LP Doug/Kris $1,427.54 $1,427.54 $1,427.54 $4,282.63 

919 
GORDON 
DR CARISCH INC Gordon $846.43 $846.43 $846.43 $2,539.30 

105 
S VIRGINIA 
ST CARISCH INC Gordon $47.46 $47.46 $47.46 $142.39 

302 
#603 JONES ST CARLSON BRUCE & L BETH Bruce/Laura $218.93 $218.93 $218.93 $656.79 

705 6TH ST 
CARNEGIE PLACE LIMITED 
PARTNER Doug/Kris $303.60 $303.60 $303.60 $910.79 

522 4TH ST CENTRAL BANK Jeff $6,259.64 $6,259.64 $6,259.64 $18,778.91 

300 PIERCE ST Central Bank/Milford Jeff $250.15 $250.15 $250.15 $750.44 

500 
JACKSON 
ST 

CENTRAL MEDICAL LTD 
PARTNERSHIP Jim $7,071.01 $7,071.01 $7,071.01 $21,213.02 

409-411 
NEBRASKA 
ST CENTURY PLAZA L P Doug/Kris $145.17 $145.17 $145.17 $435.51 

409-411 
NEBRASKA 
ST CENTURY PLAZA L P Doug/Kris $242.02 $242.02 $242.02 $726.06 

416 WATER ST Charles & Gale Avery Steve $287.35 $287.35 $287.35 $862.04 

623 PEARL ST 
CHILDRENS MUSEUM OF 
SIOUXLAND INC Darren $207.17 $207.17 $207.17 $621.52 

622 WATER ST 
Childrens Museum of Siouxland 
Inc Darren $225.13 $225.13 $225.13 $675.39 

717 3RD ST CITY OF SIOUX CITY Bob $0.00 $0.00 $0.00 $0.00 

501 4TH ST CITY OF SIOUX CITY Bob $239.88 $239.88 $239.88 $719.65 

501 4TH ST CITY OF SIOUX CITY Bob $0.00 $0.00 $0.00 $0.00 

607 4TH ST CITY OF SIOUX CITY Bob $0.00 $0.00 $0.00 $0.00 

607 4TH ST CITY OF SIOUX CITY Bob $10,262.40 $10,262.40 $10,262.40 $30,787.20 
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700 4TH ST CITY OF SIOUX CITY Bob $0.00 $0.00 $0.00 $0.00 

718 4TH ST CITY OF SIOUX CITY Bob $0.00 $0.00 $0.00 $0.00 

912 5TH ST CITY OF SIOUX CITY Bob $0.00 $0.00 $0.00 $0.00 

323 6TH ST CITY OF SIOUX CITY Bob $0.00 $0.00 $0.00 $0.00 

405 6TH ST CITY OF SIOUX CITY Bob $0.00 $0.00 $0.00 $0.00 

115 1/2 3RD ST CITY OF SIOUX CITY Bob $0.00 $0.00 $0.00 $0.00 

115 3RD ST 1/2 CITY OF SIOUX CITY Bob $0.00 $0.00 $0.00 $0.00 

705 4TH ST CITY OF SIOUX CITY Bob $0.00 $0.00 $0.00 $0.00 

101 6TH ST City of Sioux City Bob $7.48 $7.48 $7.48 $22.45 

109 6TH ST City of Sioux City Bob $21.81 $21.81 $21.81 $65.42 

417 
DOUGLAS 
ST CITY OF SIOUX CITY Bob $0.00 $0.00 $0.00 $0.00 

401 
GORDON 
DR CITY OF SIOUX CITY Bob $0.00 $0.00 $0.00 $0.00 

300 
JACKSON 
ST CITY OF SIOUX CITY Bob $0.00 $0.00 $0.00 $0.00 

312 
JACKSON 
ST CITY OF SIOUX CITY Bob $0.00 $0.00 $0.00 $0.00 

301 
JENNINGS 
ST CITY OF SIOUX CITY Bob $0.00 $0.00 $0.00 $0.00 

301 1/2 
JENNINGS 
ST CITY OF SIOUX CITY Bob $0.00 $0.00 $0.00 $0.00 

412 1/2 
JENNINGS 
ST CITY OF SIOUX CITY Bob $0.00 $0.00 $0.00 $0.00 

304 JONES ST CITY OF SIOUX CITY Bob $0.00 $0.00 $0.00 $0.00 

419 JONES ST CITY OF SIOUX CITY Bob $0.00 $0.00 $0.00 $0.00 

225 
NEBRASKA 
ST CITY OF SIOUX CITY Bob $0.00 $0.00 $0.00 $0.00 

501_29 
NEBRASKA 
ST CITY OF SIOUX CITY Bob $585.17 $585.17 $585.17 $1,755.51 

501_29 
NEBRASKA 
ST CITY OF SIOUX CITY Bob $0.00 $0.00 $0.00 $0.00 

100 PEARL ST CITY OF SIOUX CITY Bob $0.00 $0.00 $0.00 $0.00 

110 PEARL ST CITY OF SIOUX CITY Bob $0.00 $0.00 $0.00 $0.00 

101 PIERCE ST CITY OF SIOUX CITY Bob $0.00 $0.00 $0.00 $0.00 

117 1/2 PIERCE ST CITY OF SIOUX CITY Bob $0.00 $0.00 $0.00 $0.00 

219 PIERCE ST CITY OF SIOUX CITY Bob $0.00 $0.00 $0.00 $0.00 

529 PIERCE ST CITY OF SIOUX CITY Bob $0.00 $0.00 $0.00 $0.00 

309 1/2 
VIRGINIA 
ST CITY OF SIOUX CITY Bob $0.00 $0.00 $0.00 $0.00 

311 
VIRGINIA 
ST CITY OF SIOUX CITY Bob $0.00 $0.00 $0.00 $0.00 

316 
VIRGINIA 
ST CITY OF SIOUX CITY Bob $0.00 $0.00 $0.00 $0.00 

400 
VIRGINIA 
ST CITY OF SIOUX CITY Bob $0.00 $0.00 $0.00 $0.00 

419 
VIRGINIA 
ST CITY OF SIOUX CITY Bob $0.00 $0.00 $0.00 $0.00 

421 
VIRGINIA 
ST CITY OF SIOUX CITY Bob $0.00 $0.00 $0.00 $0.00 

423 
VIRGINIA 
ST CITY OF SIOUX CITY Bob $0.00 $0.00 $0.00 $0.00 

315 WATER ST CITY OF SIOUX CITY Bob $0.00 $0.00 $0.00 $0.00 

331 WATER ST CITY OF SIOUX CITY Bob $0.00 $0.00 $0.00 $0.00 

625 WATER ST City of Sioux City Bob $0.86 $0.86 $0.86 $2.57 

500 
WESLEY 
PKWY City of Sioux City Bob $1.50 $1.50 $1.50 $4.49 

520 
WESLEY 
PKWY City of Sioux City Bob $1.92 $1.92 $1.92 $5.77 
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600 
WESLEY 
PKWY City of Sioux City Bob $0.64 $0.64 $0.64 $1.92 

610 
WESLEY 
PKWY City of Sioux City Bob $0.86 $0.86 $0.86 $2.57 

610 
WESLEY 
PKWY City of Sioux City Bob $0.21 $0.21 $0.21 $0.64 

616 
WESLEY 
PKWY City of Sioux City Bob -$2.57 -$2.57 -$2.57 -$7.70 

619 
WESLEY 
PKWY City of Sioux City Bob $4.06 $4.06 $4.06 $12.19 

319 
WESLEY 
PKWY CITY OF SIOUX CITY Bob $0.00 $0.00 $0.00 $0.00 

311 
WESLEY 
PKWY 

CITY OF SIOUX CITY COMM 
DEV DE Bob $0.00 $0.00 $0.00 $0.00 

99 
WESLEY 
PKWY 1/2 

CITY OF SIOUX CITY COMM 
DEV DE Bob $0.00 $0.00 $0.00 $0.00 

300 
LARSEN 
PARK RD 

CITY OF SIOUX CITY Real 
Estate Dept Bob $662.14 $662.14 $662.14 $1,986.42 

607 4TH ST CITY OF SIOUX CITY, IOWA Bob $0.00 $0.00 $0.00 $0.00 

308 
JENNINGS 
ST CIVIC PARTNERS SIOUX CITY Steve $2.35 $2.35 $2.35 $7.06 

301 
VIRGINIA 
ST CIVIC PARTNERS SIOUX CITY Steve $27.15 $27.15 $27.15 $81.46 

309 
VIRGINIA 
ST CIVIC PARTNERS SIOUX CITY Steve $10.26 $10.26 $10.26 $30.79 

304 
JENNINGS 
ST CIVIC PARTNERS SIOUX CITY  Steve $2.14 $2.14 $2.14 $6.41 

916_30 4TH ST CIVIC PARTNERS SIOUX CITY,  Steve $20,396.52 $20,396.52 $20,396.52 $61,189.56 

119 6TH ST Clifford Tufty Cliff $508.42 $508.42 $508.42 $1,525.25 

609 WATER ST Clifford Tufty Cliff $63.50 $63.50 $63.50 $190.50 

615 WATER ST Clifford Tufty Cliff $51.10 $51.10 $51.10 $153.29 

615 WATER ST Clifford Tufty Cliff $33.78 $33.78 $33.78 $101.34 

615 WATER ST Clifford Tufty Cliff $76.75 $76.75 $76.75 $230.26 

623 WATER ST Clifford Tufty Cliff $482.55 $482.55 $482.55 $1,447.64 

302 
#200 JONES ST CMBA REAL ESTATE  Brian $1,421.77 $1,421.77 $1,421.77 $4,265.31 

302 
#300 JONES ST CMBA REAL ESTATE  Brian $433.16 $433.16 $433.16 $1,299.48 

523 
JACKSON 
ST COMMERCE & DAVIDSON  Jim $128.71 $128.71 $128.71 $386.12 

520 
NEBRASKA 
ST COMMERCE & DAVIDSON  Jim $1,827.13 $1,827.13 $1,827.13 $5,481.40 

1215 
4TH ST -
1219 Creative Entertainment Todd/Tara $59.86 $59.86 $59.86 $179.59 

1225 
4TH ST -
1229 Creative Entertainment Todd/Tara $510.77 $510.77 $510.77 $1,532.30 

201 PIERCE ST CUTTERBUCK  Greg $2,099.94 $2,099.94 $2,099.94 $6,299.83 

615 
DOUGLAS 
ST 

DAVENPORT COMMERCIAL 
ENTERPRIS Dave $218.29 $218.29 $218.29 $654.87 

419 
NEBRASKA 
ST 

DAVENPORT HEALTH & EDUC 
TRUST Jim $160.78 $160.78 $160.78 $482.33 

505 6TH ST 
DAVIDSON BUILDING 
PARTNERS  Lew $567.85 $567.85 $567.85 $1,703.56 

525 7TH ST DDS PROPERTIES  David $50.67 $50.67 $50.67 $152.01 

713 
NEBRASKA 
ST DDS PROPERTIES  David $841.94 $841.94 $841.94 $2,525.83 

302 
#601 JONES ST DENNIS HACK Dennis $162.27 $162.27 $162.27 $486.82 

507 
DOUGLAS 
ST DMS PROPERTIES    $830.61 $830.61 $830.61 $2,491.84 

302 
#506 JONES ST DONALD BELSON Don $53.02 $53.02 $53.02 $159.07 

712 PIERCE ST DWIGHT HAUFF SPORTING Ellen $522.31 $522.31 $522.31 $1,566.94 
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-714 GOODS CO 

1113 4TH ST 
EGRALHARVE DEVELOPMENT 
L L C Cliff $28.01 $28.01 $28.01 $84.02 

1119 
4TH ST -
1123 

EGRALHARVE DEVELOPMENT 
L L C Cliff $1,502.80 $1,502.80 $1,502.80 $4,508.40 

223 3RD ST ELIADES INVESTMENTS LC John $95.14 $95.14 $95.14 $285.42 

305 
PEARL ST & 
307 ELIADES INVESTMENTS LC John $43.62 $43.62 $43.62 $130.85 

309 
PEARL ST & 
311 ELIADES INVESTMENTS LC John $208.03 $208.03 $208.03 $624.08 

1128 4TH ST EVANS BLOCK  Bart $1,775.40 $1,775.40 $1,775.40 $5,326.19 

608 
NEBRASKA 
ST 

FIRST PRESBYTERIAN 
CHURCH Matt $0.00 $0.00 $0.00 $0.00 

612 7TH ST FONDOULAKIS NICK & KOULA Nick $146.45 $146.45 $146.45 $439.36 

1127 4TH ST FORKER VIRGINIA Ginny $187.29 $187.29 $187.29 $561.87 

505 5TH ST FRANCES  Kevin $1,604.57 $1,604.57 $1,604.57 $4,813.71 

412 JONES ST 
FRED & MARTHA 
GRANDCHILD TRUST Jim $229.84 $229.84 $229.84 $689.51 

312 PIERCE ST 
FREDERICI C CARLETON   
NEILL KAREN A Jeff $80.39 $80.39 $80.39 $241.17 

501 
DOUGLAS 
ST GLEN OAKS BOULEVARD  Tiffany $174.03 $174.03 $174.03 $522.10 

505 PEARL ST 
Goalie Entertainment Inc C/O 
Romantix Inc   $53.45 $53.45 $53.45 $160.35 

509 PEARL ST 
Goalie Entertainment Inc C/O 
Romantix Inc   $412.85 $412.85 $412.85 $1,238.54 

413 
JENNINGS 
ST GORDON RECOVERY INC Kermit $0.00 $0.00 $0.00 $0.00 

420 JONES ST GORDON RECOVERY INC Kermit $0.00 $0.00 $0.00 $0.00 

306_08 
VIRGINIA 
ST GR Equipment Leasing  Tom/Bill $910.79 $910.79 $910.79 $2,732.36 

333 PIERCE ST Great Southern Bank Paula $6,183.52 $6,183.52 $6,183.52 $18,550.57 

900 6TH ST 
GREEK ORTHODOX COMM OF 
SIOUX CITY Maria/Roger $0.00 $0.00 $0.00 $0.00 

522 
JENNINGS 
ST 

GREEK ORTHODOX 
COMMUNITY HOLY Maria/Roger $0.00 $0.00 $0.00 $0.00 

302 
#512 JONES ST GREGG GAYLE A Gayle $237.96 $237.96 $237.96 $713.88 

314 
VIRGINIA 
ST GROETKEN FRANCIS D Randy $57.30 $57.30 $57.30 $171.90 

1004 4TH ST 
GROETKEN FRANCIS D & 
LINDA M Randy $239.46 $239.46 $239.46 $718.37 

302 
#501 JONES ST HACK, DENNIS AND DIANE Dennis $162.27 $162.27 $162.27 $486.82 

801 
GORDON 
DR HANDY L C Larry $1,305.68 $1,305.68 $1,305.68 $3,917.03 

815_39 
GORDON 
DR HANDY L C Larry $4,123.35 $4,123.35 $4,123.35 $12,370.04 

110 
NEBRASKA 
ST HANDY L C Larry $1,622.31 $1,622.31 $1,622.31 $4,866.94 

800 
GORDON 
DR HANDY L C AN IOWA LTD CO Larry $1,965.89 $1,965.89 $1,965.89 $5,897.67 

675 
GORDON 
DR HANDY LC Larry $292.48 $292.48 $292.48 $877.44 

675 
GORDON 
DR HANDY LC Larry $292.48 $292.48 $292.48 $877.44 

701 
GORDON 
DR HANDY LC Larry $690.57 $690.57 $690.57 $2,071.72 

413 PIERCE ST HATCH Furniture Ron $755.78 $755.78 $755.78 $2,267.35 

607_11 PEARL ST HCI Dennis $183.65 $183.65 $183.65 $550.96 

615 PEARL ST HCI Dennis $168.05 $168.05 $168.05 $504.14 

701 
GORDON 
DR Holiday Inn  Larry $4,543.46 $4,543.46 $4,543.46 $13,630.39 
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415 
4TH ST - 
417 HOM Furniture Jeff $2,318.66 $2,318.66 $2,318.66 $6,955.98 

408 WATER ST 
HYDRAULIC SALES & SERVICE 
CO Rod $100.91 $100.91 $100.91 $302.74 

224 4TH ST I L L INC Larry $655.72 $655.72 $655.72 $1,967.17 

1123 3RD ST I L P B  Larry $259.13 $259.13 $259.13 $777.38 

401 PEARL ST IDEAL OPTICAL INC Steve $253.99 $253.99 $253.99 $761.98 

623 
JACKSON 
ST 

INDIAN YOUTH OF AMERICA 
INC. Patricia $0.00 $0.00 $0.00 $0.00 

930 3RD ST IOWA POSTAL CREDIT UNION Kent $950.34 $950.34 $950.34 $2,851.02 

600 4TH ST IOWA WIRELESS SERVICES Dennis $48.11 $48.11 $48.11 $144.32 

906 
GORDON 
DR J EDWARD REAL ESTATE  Marjory $194.56 $194.56 $194.56 $583.67 

910 
GORDON 
DR J EDWARD REAL ESTATE  Marjory $677.53 $677.53 $677.53 $2,032.60 

416_20 
JACKSON 
ST J R & K PROPERTY CO Bob $496.66 $496.66 $496.66 $1,489.97 

300 
VIRGINIA 
ST 

JACOBSON IOWA REAL 
ESTATE LTD Garry $662.14 $662.14 $662.14 $1,986.42 

1114 5TH ST 
JACOBSON IOWA REAL 
ESTATE LTD PARTNERSHIP Garry $965.31 $965.31 $965.31 $2,895.92 

413 IOWA ST 
JACOBSON IOWA REAL 
ESTATE LTD PARTNERSHIP Garry $20.52 $20.52 $20.52 $61.57 

212 6TH ST John Slump John/Russ $249.29 $249.29 $249.29 $747.87 

302 
#510 JONES ST JOHNSON CAROL LOUISE Carol $215.94 $215.94 $215.94 $647.81 

405 PEARL ST 
JOHNSON HARLAND D 
REVOCABLE TRUST Bruce $118.45 $118.45 $118.45 $355.34 

407 PEARL ST 
JOHNSON HARLAND D 
REVOCABLE TRUST Bruce $121.87 $121.87 $121.87 $365.60 

421 
NEBRASKA 
ST JV SQUARED  Jim $443.21 $443.21 $443.21 $1,329.62 

500 
NEBRASKA 
ST JV SQUARED  Jim $1,354.21 $1,354.21 $1,354.21 $4,062.63 

515 4TH ST Karlton Kim $308.51 $308.51 $308.51 $925.54 

100 
JACKSON 
ST KNOEPFLER CHEVROLET Charlie/Ben $4,221.48 $4,221.48 $4,221.48 $12,664.44 

511 4TH ST Kustom Kupcakes Tiffany $264.68 $264.68 $264.68 $794.05 

613 WATER ST LBR  Brad $382.92 $382.92 $382.92 $1,148.75 

410 
5TH ST - 
412 LERCH  Jeana $236.25 $236.25 $236.25 $708.75 

525 6TH ST LEX PROPERTIES  Stewart $31.86 $31.86 $31.86 $95.57 

614 PIERCE ST LEX PROPERTIES  Stewart $1,076.48 $1,076.48 $1,076.48 $3,229.45 

205 PEARL ST LIBERTY NATIONAL BANK Kyle $997.59 $997.59 $997.59 $2,992.77 

1101 4TH ST LOCKS  Katie $1,065.15 $1,065.15 $1,065.15 $3,195.45 

1002 1/2 5TH ST MAC'S AUTO REPAIR  Mac $29.93 $29.93 $29.93 $89.80 

1002 5TH ST MAC'S AUTO REPAIR  Mac $394.03 $394.03 $394.03 $1,182.10 

622 4TH ST MAKO ONE CORPORATION Bruce $7,655.32 $7,655.32 $7,655.32 $22,965.97 

400-410 
PIERCE ST 
#201 Martin Tower Apts. Lew $0.00 $0.00 $0.00 $0.00 

400-410 
PIERCE ST 
#202 Martin Tower Apts. Lew $0.00 $0.00 $0.00 $0.00 

400-410 
PIERCE ST 
#203 Martin Tower Apts. Lew $0.00 $0.00 $0.00 $0.00 

400-410 
PIERCE ST 
#204 Martin Tower Apts. Lew $0.00 $0.00 $0.00 $0.00 

400-410 
PIERCE ST 
#205 Martin Tower Apts. Lew $0.00 $0.00 $0.00 $0.00 

400-410 
PIERCE ST 
#206 Martin Tower Apts. Lew $0.00 $0.00 $0.00 $0.00 
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400-410 
PIERCE ST 
#301 Martin Tower Apts. Lew $0.00 $0.00 $0.00 $0.00 

400-410 
PIERCE ST 
#302 Martin Tower Apts. Lew $0.00 $0.00 $0.00 $0.00 

400-410 
PIERCE ST 
#303 Martin Tower Apts. Lew $0.00 $0.00 $0.00 $0.00 

400-410 
PIERCE ST 
#304 Martin Tower Apts. Lew $0.00 $0.00 $0.00 $0.00 

400-410 
PIERCE ST 
#305 Martin Tower Apts. Lew $0.00 $0.00 $0.00 $0.00 

400-410 
PIERCE ST 
#306 Martin Tower Apts. Lew $0.00 $0.00 $0.00 $0.00 

400-410 
PIERCE ST 
#307 Martin Tower Apts. Lew $0.00 $0.00 $0.00 $0.00 

400-410 
PIERCE ST 
#308 Martin Tower Apts. Lew $0.00 $0.00 $0.00 $0.00 

400-410 
PIERCE ST 
#309 Martin Tower Apts. Lew $0.00 $0.00 $0.00 $0.00 

400-410 
PIERCE ST 
#310 Martin Tower Apts. Lew $0.00 $0.00 $0.00 $0.00 

400-410 
PIERCE ST 
#311 Martin Tower Apts. Lew $0.00 $0.00 $0.00 $0.00 

400-410 
PIERCE ST 
#401 Martin Tower Apts. Lew $0.00 $0.00 $0.00 $0.00 

400-410 
PIERCE ST 
#402 Martin Tower Apts. Lew $0.00 $0.00 $0.00 $0.00 

400-410 
PIERCE ST 
#403 Martin Tower Apts. Lew $0.00 $0.00 $0.00 $0.00 

400-410 
PIERCE ST 
#404 Martin Tower Apts. Lew $0.00 $0.00 $0.00 $0.00 

400-410 
PIERCE ST 
#405 Martin Tower Apts. Lew $0.00 $0.00 $0.00 $0.00 

400-410 
PIERCE ST 
#406 Martin Tower Apts. Lew $0.00 $0.00 $0.00 $0.00 

400-410 
PIERCE ST 
#407 Martin Tower Apts. Lew $0.00 $0.00 $0.00 $0.00 

400-410 
PIERCE ST 
#408 Martin Tower Apts. Lew $0.00 $0.00 $0.00 $0.00 

400-410 
PIERCE ST 
#409 Martin Tower Apts. Lew $0.00 $0.00 $0.00 $0.00 

400-410 
PIERCE ST 
#410 Martin Tower Apts. Lew $0.00 $0.00 $0.00 $0.00 

400-410 
PIERCE ST 
#411 Martin Tower Apts. Lew $0.00 $0.00 $0.00 $0.00 

400-410 
PIERCE ST 
#412 Martin Tower Apts. Lew $0.00 $0.00 $0.00 $0.00 

400-410 
PIERCE ST 
#413 Martin Tower Apts. Lew $0.00 $0.00 $0.00 $0.00 

400-410 
PIERCE ST 
#414 Martin Tower Apts. Lew $0.00 $0.00 $0.00 $0.00 

400-410 
PIERCE ST 
#415 Martin Tower Apts. Lew $0.00 $0.00 $0.00 $0.00 

400-410 
PIERCE ST 
#416 Martin Tower Apts. Lew $0.00 $0.00 $0.00 $0.00 

400-410 
PIERCE ST 
#501 Martin Tower Apts. Lew $0.00 $0.00 $0.00 $0.00 

400-410 
PIERCE ST 
#502 Martin Tower Apts. Lew $0.00 $0.00 $0.00 $0.00 

400-410 
PIERCE ST 
#503 Martin Tower Apts. Lew $0.00 $0.00 $0.00 $0.00 

400-410 
PIERCE ST 
#504 Martin Tower Apts. Lew $0.00 $0.00 $0.00 $0.00 

400-410 
PIERCE ST 
#505 Martin Tower Apts. Lew $0.00 $0.00 $0.00 $0.00 

400-410 
PIERCE ST 
#506 Martin Tower Apts. Lew $0.00 $0.00 $0.00 $0.00 

400-410 PIERCE ST Martin Tower Apts. Lew $0.00 $0.00 $0.00 $0.00 
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#507 

400-410 
PIERCE ST 
#508 Martin Tower Apts. Lew $0.00 $0.00 $0.00 $0.00 

400-410 
PIERCE ST 
#509 Martin Tower Apts. Lew $0.00 $0.00 $0.00 $0.00 

400-410 
PIERCE ST 
#510 Martin Tower Apts. Lew $0.00 $0.00 $0.00 $0.00 

400-410 
PIERCE ST 
#511 Martin Tower Apts. Lew $0.00 $0.00 $0.00 $0.00 

400-410 
PIERCE ST 
#512 Martin Tower Apts. Lew $0.00 $0.00 $0.00 $0.00 

400-410 
PIERCE ST 
#513 Martin Tower Apts. Lew $0.00 $0.00 $0.00 $0.00 

400-410 
PIERCE ST 
#514 Martin Tower Apts. Lew $0.00 $0.00 $0.00 $0.00 

400-410 
PIERCE ST 
#515 Martin Tower Apts. Lew $0.00 $0.00 $0.00 $0.00 

400-410 
PIERCE ST 
#516 Martin Tower Apts. Lew $0.00 $0.00 $0.00 $0.00 

400-410 
PIERCE ST 
#601 Martin Tower Apts. Lew $0.00 $0.00 $0.00 $0.00 

400-410 
PIERCE ST 
#602 Martin Tower Apts. Lew $0.00 $0.00 $0.00 $0.00 

400-410 
PIERCE ST 
#603 Martin Tower Apts. Lew $0.00 $0.00 $0.00 $0.00 

400-410 
PIERCE ST 
#604 Martin Tower Apts. Lew $0.00 $0.00 $0.00 $0.00 

400-410 
PIERCE ST 
#605 Martin Tower Apts. Lew $0.00 $0.00 $0.00 $0.00 

400-410 
PIERCE ST 
#606 Martin Tower Apts. Lew $0.00 $0.00 $0.00 $0.00 

400-410 
PIERCE ST 
#607 Martin Tower Apts. Lew $0.00 $0.00 $0.00 $0.00 

400-410 
PIERCE ST 
#608 Martin Tower Apts. Lew $0.00 $0.00 $0.00 $0.00 

400-410 
PIERCE ST 
#609 Martin Tower Apts. Lew $0.00 $0.00 $0.00 $0.00 

400-410 
PIERCE ST 
#610 Martin Tower Apts. Lew $0.00 $0.00 $0.00 $0.00 

400-410 
PIERCE ST 
#611 Martin Tower Apts. Lew $0.00 $0.00 $0.00 $0.00 

400-410 
PIERCE ST 
#612 Martin Tower Apts. Lew $0.00 $0.00 $0.00 $0.00 

400-410 
PIERCE ST 
#613 Martin Tower Apts. Lew $0.00 $0.00 $0.00 $0.00 

400-410 
PIERCE ST 
#614 Martin Tower Apts. Lew $0.00 $0.00 $0.00 $0.00 

400-410 
PIERCE ST 
#615 Martin Tower Apts. Lew $0.00 $0.00 $0.00 $0.00 

400-410 
PIERCE ST 
#616 Martin Tower Apts. Lew $0.00 $0.00 $0.00 $0.00 

400-410 
PIERCE ST 
#701 Martin Tower Apts. Lew $0.00 $0.00 $0.00 $0.00 

400-410 
PIERCE ST 
#702 Martin Tower Apts. Lew $0.00 $0.00 $0.00 $0.00 

400-410 
PIERCE ST 
#703 Martin Tower Apts. Lew $0.00 $0.00 $0.00 $0.00 

400-410 
PIERCE ST 
#704 Martin Tower Apts. Lew $0.00 $0.00 $0.00 $0.00 

400-410 
PIERCE ST 
#705 Martin Tower Apts. Lew $0.00 $0.00 $0.00 $0.00 

400-410 
PIERCE ST 
#706 Martin Tower Apts. Lew $0.00 $0.00 $0.00 $0.00 

400-410 
PIERCE ST 
#707 Martin Tower Apts. Lew $0.00 $0.00 $0.00 $0.00 

400-410 
PIERCE ST 
#708 Martin Tower Apts. Lew $0.00 $0.00 $0.00 $0.00 
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400-410 
PIERCE ST 
#709 Martin Tower Apts. Lew $0.00 $0.00 $0.00 $0.00 

400-410 
PIERCE ST 
#710 Martin Tower Apts. Lew $0.00 $0.00 $0.00 $0.00 

400-410 
PIERCE ST 
#711 Martin Tower Apts. Lew $0.00 $0.00 $0.00 $0.00 

400-410 
PIERCE ST 
#712 Martin Tower Apts. Lew $0.00 $0.00 $0.00 $0.00 

400-410 
PIERCE ST 
#713 Martin Tower Apts. Lew $0.00 $0.00 $0.00 $0.00 

400-410 
PIERCE ST 
#714 Martin Tower Apts. Lew $0.00 $0.00 $0.00 $0.00 

400-410 
PIERCE ST 
#715 Martin Tower Apts. Lew $0.00 $0.00 $0.00 $0.00 

400-410 
PIERCE ST 
#716 Martin Tower Apts. Lew $0.00 $0.00 $0.00 $0.00 

400-410 
PIERCE ST 
#801 Martin Tower Apts. Lew $0.00 $0.00 $0.00 $0.00 

400-410 
PIERCE ST 
#802 Martin Tower Apts. Lew $0.00 $0.00 $0.00 $0.00 

400-410 
PIERCE ST 
#803 Martin Tower Apts. Lew $0.00 $0.00 $0.00 $0.00 

400-410 
PIERCE ST 
#804 Martin Tower Apts. Lew $0.00 $0.00 $0.00 $0.00 

400-410 
PIERCE ST 
#805 Martin Tower Apts. Lew $0.00 $0.00 $0.00 $0.00 

302 
#612 JONES ST MATTHEW D. SCHINZING Matt $237.96 $237.96 $237.96 $713.88 

310 
VIRGINIA 
ST 

MCLAUGHLIN CYNTHIA & 
PACKARD DWIGHT Cyndi $210.81 $210.81 $210.81 $632.42 

724 PEARL ST 
MCLAY RONALD D & BEVERLY 
A Ron $579.83 $579.83 $579.83 $1,739.48 

801 5TH ST MERCY MEDICAL CENTER Jim/Frank $2,534.60 $2,534.60 $2,534.60 $7,603.80 

801 5TH ST MERCY MEDICAL CENTER Jim/Frank $0.00 $0.00 $0.00 $0.00 

902 5TH ST MERCY MEDICAL CENTER Jim/Frank $0.00 $0.00 $0.00 $0.00 

910 5TH ST MERCY MEDICAL CENTER Jim/Frank $0.00 $0.00 $0.00 $0.00 

700 6TH ST MERCY MEDICAL CENTER Jim/Frank $0.00 $0.00 $0.00 $0.00 

412 
JENNINGS 
ST MERCY MEDICAL CENTER Jim/Frank $0.00 $0.00 $0.00 $0.00 

912 
JENNINGS 
ST MERCY MEDICAL CENTER Jim/Frank $207.39 $207.39 $207.39 $622.16 

617 JONES ST MERCY MEDICAL CENTER Jim/Frank $0.00 $0.00 $0.00 $0.00 

908 5TH ST 
MERCY MEDICAL CENTER-S 
CITY Jim/Frank $0.00 $0.00 $0.00 $0.00 

115 3RD ST MIDAMERICAN ENERGY  Mark $0.00 $0.00 $0.00 $0.00 

401 
DOUGLAS 
ST MIDAMERICAN ENERGY  Mark $6,567.94 $6,567.94 $6,567.94 $19,703.81 

500 4TH ST MILFORD HOLDINGS INC Jeff $20.95 $20.95 $20.95 $62.86 

502 4TH ST MILFORD HOLDINGS INC Jeff $21.38 $21.38 $21.38 $64.14 

504 4TH ST MILFORD HOLDINGS INC Jeff $22.45 $22.45 $22.45 $67.35 

504 4TH ST MILFORD HOLDINGS INC Jeff $46.39 $46.39 $46.39 $139.18 

510 4TH ST MILFORD HOLDINGS INC Jeff $30.36 $30.36 $30.36 $91.08 

512 4TH ST MILFORD HOLDINGS INC Jeff $24.80 $24.80 $24.80 $74.40 

306 PIERCE ST MILFORD HOLDINGS INC Jeff $81.03 $81.03 $81.03 $243.09 

611 7TH ST MINNOCH VALERIE C Valerie $56.02 $56.02 $56.02 $168.05 

302 
#609 JONES ST 

MISSOURI VALLEY 
INVESTMENTS    $273.02 $273.02 $273.02 $819.07 

710 
NEBRASKA 
ST MITCHELL WARREN E Warren $261.91 $261.91 $261.91 $785.72 

302 
#509 JONES ST 

MOGENSEN TERRY L & 
SUSAN M Terry $273.02 $273.02 $273.02 $819.07 
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302 
#503 JONES ST MORENO RICARDO Ricardo $160.56 $160.56 $160.56 $481.69 

302 
#507 JONES ST MORISHIGE MARK I Mark $166.76 $166.76 $166.76 $500.29 

302 
#607 JONES ST MORISHIGE MARK I Mark $165.48 $165.48 $165.48 $496.44 

302 
#505 JONES ST NADEN GREGORY D Greg $186.01 $186.01 $186.01 $558.02 

600 4TH ST NEXTEL WIP LEASE CORP Dennis $91.29 $91.29 $91.29 $273.88 

302 
#504 JONES ST Nicole Hoogeveen  Nicole $223.42 $223.42 $223.42 $670.26 

413_15 
NEBRASKA 
ST NIETO EVA E Eva $236.68 $236.68 $236.68 $710.03 

600 4TH ST 
NORTHWESTERN NATIONAL 
BANK OF SC Justin $492.38 $492.38 $492.38 $1,477.14 

901 5TH ST 
NOVELTY MACHINE & SUPPLY 
CO John $850.07 $850.07 $850.07 $2,550.21 

919 5TH ST 
NOVELTY MACHINE & SUPPLY 
CO John $21.38 $21.38 $21.38 $64.14 

919 5TH ST 
NOVELTY MACHINE & SUPPLY 
CO John $16.25 $16.25 $16.25 $48.75 

919 5TH ST 
NOVELTY MACHINE & SUPPLY 
CO John $194.34 $194.34 $194.34 $583.03 

413 
FLOYD 
BLVD 

OLSON RICHARD J & OLSON 
STEPHEN A Steve $210.17 $210.17 $210.17 $630.50 

418 IOWA ST 
OLSON RICHARD J & OLSON 
STEPHEN A Steve $453.04 $453.04 $453.04 $1,359.13 

500 6TH ST Orpheum Theatre   Di/Tiff $103.27 $103.27 $103.27 $309.80 

500 6TH ST Orpheum Theatre   Di/Tiff $57.51 $57.51 $57.51 $172.54 

520 PIERCE ST Orpheum Theatre   Di/Tiff $107.11 $107.11 $107.11 $321.34 

520 PIERCE ST Orpheum Theatre   Di/Tiff $252.28 $252.28 $252.28 $756.85 

520 PIERCE ST Orpheum Theatre   Di/Tiff $257.84 $257.84 $257.84 $773.53 

520 PIERCE ST Orpheum Theatre   Di/Tiff $275.16 $275.16 $275.16 $825.48 

520 PIERCE ST Orpheum Theatre   Di/Tiff $274.31 $274.31 $274.31 $822.92 

520 PIERCE ST Orpheum Theatre   Di/Tiff $282.64 $282.64 $282.64 $847.93 

520 PIERCE ST Orpheum Theatre   Di/Tiff $270.46 $270.46 $270.46 $811.37 

500 6TH ST 
ORPHEUM THEATRE 
PRESERVATION PROJECT LTD Dave $0.00 $0.00 $0.00 $0.00 

520 PIERCE ST 
ORPHEUM THEATRE 
PRESERVATION PROJECT LTD Dave $0.00 $0.00 $0.00 $0.00 

528 PIERCE ST 
ORPHEUM THEATRE 
PRESERVATION PROJECT LTD Dave $0.00 $0.00 $0.00 $0.00 

528 PIERCE ST 
ORPHEUM THEATRE 
PRESERVATION PROJECT LTD Dave $0.00 $0.00 $0.00 $0.00 

302 
#511 JONES ST ORRICK SCOTT & CHEN TINA Scott $229.19 $229.19 $229.19 $687.58 

302 
#508 JONES ST PECH GARY R & TAMMIE J Gary $205.46 $205.46 $205.46 $616.39 

302 
#608 JONES ST PECH GARY R & TAMMIE J Gary $202.68 $202.68 $202.68 $608.05 

120 
NEBRASKA 
ST 

PETERSON GEORGE B & ANN 
M George $287.13 $287.13 $287.13 $861.40 

525 7TH ST Pioneer Bank Building Brad $146.88 $146.88 $146.88 $440.64 

701 PIERCE ST Pioneer Bank Building Brad $3,522.14 $3,522.14 $3,522.14 $10,566.42 

900 DACE AVE PLA-COR Larry $145.17 $145.17 $145.17 $435.51 

921 DACE AVE PLA-COR Larry $408.14 $408.14 $408.14 $1,224.43 

925 DACE AVE PLA-COR Larry $841.94 $841.94 $841.94 $2,525.83 

840 
GORDON 
DR PLA-COR Larry $2,741.77 $2,741.77 $2,741.77 $8,225.31 

225 5TH ST PLaN Architecture/Mod House Nathan/Lisa $578.97 $578.97 $578.97 $1,736.91 
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315 5TH ST POSTAL SERVICE Jason $0.00 $0.00 $0.00 $0.00 

306 WATER ST PPP INC Todd $103.27 $103.27 $103.27 $309.80 

501 
GORDON 
DR PROBASCO PROPERTIES Craig $1,414.50 $1,414.50 $1,414.50 $4,243.50 

302 
#340 JONES ST QRS INVESMENTS    $470.57 $470.57 $470.57 $1,411.72 

302 
#210 JONES ST QRS INVESTMENTS    $1,007.43 $1,007.43 $1,007.43 $3,022.28 

302 
#330 JONES ST QRS INVESTMENTS    $80.39 $80.39 $80.39 $241.17 

302 
#401 JONES ST QRS INVESTMENTS    $140.89 $140.89 $140.89 $422.68 

302 
#402 JONES ST QRS INVESTMENTS    $186.01 $186.01 $186.01 $558.02 

302 
#403 JONES ST QRS INVESTMENTS    $183.23 $183.23 $183.23 $549.68 

302 
#404 JONES ST QRS INVESTMENTS    $193.28 $193.28 $193.28 $579.83 

302 
#405 JONES ST QRS INVESTMENTS    $202.47 $202.47 $202.47 $607.41 

302 
#406 JONES ST QRS INVESTMENTS    $152.65 $152.65 $152.65 $457.96 

302 
#407 JONES ST QRS INVESTMENTS    $194.77 $194.77 $194.77 $584.32 

302 
#408 JONES ST QRS INVESTMENTS    $196.27 $196.27 $196.27 $588.81 

302 
#409 JONES ST QRS INVESTMENTS    $162.27 $162.27 $162.27 $486.82 

302 
#410 JONES ST QRS INVESTMENTS    $127.00 $127.00 $127.00 $380.99 

302 
#411 JONES ST QRS INVESTMENTS    $187.29 $187.29 $187.29 $561.87 

302 
#412 JONES ST QRS INVESTMENTS    $153.94 $153.94 $153.94 $461.81 

617 5TH ST R B KRAGE  Ron/Colonel $742.31 $742.31 $742.31 $2,226.94 

1010_12 4TH ST RAG REALTY CO Andy $427.60 $427.60 $427.60 $1,282.80 

1013 4TH ST RAG REALTY CO Andy $31.43 $31.43 $31.43 $94.29 

1014 4TH ST RAG REALTY CO Andy $31.43 $31.43 $31.43 $94.29 

1019 
4TH ST -
1023 RAG REALTY CO Andy $338.45 $338.45 $338.45 $1,015.34 

1016 
4TH ST -
1024 RAG REALTY CO Andy $1,230.63 $1,230.63 $1,230.63 $3,691.90 

416-20 PIERCE ST RAMP CONTROL  Deane $249.50 $249.50 $249.50 $748.51 

1107 4TH ST Rebos Vicki $984.34 $984.34 $984.34 $2,953.01 

501 PEARL ST Rick & Tammy Bertrand Rick $180.87 $180.87 $180.87 $542.62 

409 PEARL ST RIVERCAT HOLDINGS  Gary $248.44 $248.44 $248.44 $745.31 

117 PIERCE ST 
RIVERVIEW PROFESSIONAL 
CENTER Dale $1,384.14 $1,384.14 $1,384.14 $4,152.42 

422 PIERCE ST RSZ  Crystal $194.56 $194.56 $194.56 $583.67 

519 PEARL ST S & C Real Estate  Dalton $172.11 $172.11 $172.11 $516.33 

620 
NEBRASKA 
ST S C PARKING  Lew $101.34 $101.34 $101.34 $304.02 

621 
NEBRASKA 
ST S C PARKING  Lew $101.34 $101.34 $101.34 $304.02 

525 6TH ST S N LAND HOLDINGS L L C Lew $171.68 $171.68 $171.68 $515.04 

608 PEARL ST SALEM PROPERTIES  Dick $42.33 $42.33 $42.33 $127.00 

620 PEARL ST SALEM PROPERTIES  Dick $188.79 $188.79 $188.79 $566.36 

417 
FLOYD 
BLVD Salmen Cycle Solutions Nick $223.42 $223.42 $223.42 $670.26 

725 PEARL ST SCAAL LLLP John $0.00 $0.00 $0.00 $0.00 
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204 4TH ST SCE Partners  Todd $206.96 $206.96 $206.96 $620.88 

200 4TH ST SCE Partners  Todd $200.12 $200.12 $200.12 $600.35 

224 4TH ST SCE Partners  Todd $16.89 $16.89 $16.89 $50.67 

300 3RD ST SCI SIOUX CITY  Todd $2,990.42 $2,990.42 $2,990.42 $8,971.26 

200 
DOUGLAS 
ST SCI SIOUX CITY  Todd $21,192.71 $21,192.71 $21,192.71 $63,578.13 

302 
#320 JONES ST SCLLR, Betsy/Ann $838.31 $838.31 $838.31 $2,514.93 

700 4TH ST SCOTLAND BUILDING  Bart $1,086.53 $1,086.53 $1,086.53 $3,259.59 

302 
#310 JONES ST SCOTLAND BUILDING    $118.23 $118.23 $118.23 $354.69 

601 PIERCE ST SECURITY NATL BANK OF SC Dave $6,659.23 $6,659.23 $6,659.23 $19,977.69 

513 
JACKSON 
ST Seventy Bucks Jason $219.79 $219.79 $219.79 $659.36 

302 
#502 JONES ST SHREVE HEBER & DANITA Herbie/Dani $295.90 $295.90 $295.90 $887.70 

112 PIERCE ST SIOUX CITY AUDITORIUM CO Bob $113.74 $113.74 $113.74 $341.22 

101 PIERCE ST 
SIOUX CITY CHAMBER OF 
COMMERCE Chris $543.05 $543.05 $543.05 $1,629.16 

627 4TH ST SIOUX CITY COMM SCHOOLS Paul $0.00 $0.00 $0.00 $0.00 

631 4TH ST SIOUX CITY COMM SCHOOLS Paul $0.00 $0.00 $0.00 $0.00 

117 3RD ST 
SIOUX CITY GAS AND 
ELECTRIC CO Mark $0.00 $0.00 $0.00 $0.00 

716 4TH ST 
SIOUXLAND CHAMBER 
FOUNDATION Chris $0.00 $0.00 $0.00 $0.00 

800 4TH ST 
SIOUXLAND CHAMBER 
FOUNDATION Chris $0.00 $0.00 $0.00 $0.00 

802 4TH ST 
SIOUXLAND CHAMBER 
FOUNDATION Chris $0.00 $0.00 $0.00 $0.00 

1014 
DESIGN 
PLACE 

SIOUXLAND CHAMBER 
FOUNDATION Chris $0.00 $0.00 $0.00 $0.00 

301 5TH ST 
SIOUXLAND HOUSING 
ASSOCIATES Doug/Kris $1,364.47 $1,364.47 $1,364.47 $4,093.41 

201 5TH ST 
Siouxland Mental Health Services 
Inc   $0.00 $0.00 $0.00 $0.00 

230 
NEBRASKA 
ST 

SIOUXLAND REGIONAL 
CANCER CENTER Karen $3,010.30 $3,010.30 $3,010.30 $9,030.91 

230 
NEBRASKA 
ST 

SIOUXLAND REGIONAL 
CANCER CENTER Karen $0.00 $0.00 $0.00 $0.00 

510 PIERCE ST 
SIOUXLAND THEATHER 
RESTORATION Dave $0.00 $0.00 $0.00 $0.00 

302 
#604 JONES ST South Union Developers  John $163.98 $163.98 $163.98 $491.95 

302 
#605 JONES ST South Union Developers  John $186.01 $186.01 $186.01 $558.02 

302 
#611 JONES ST SOUTH UNION DEVELOPERS  John $230.05 $230.05 $230.05 $690.15 

414 PIERCE ST Sportsman's Bobby $112.25 $112.25 $112.25 $336.74 

707 4TH ST Star Hospitality Sam $8,505.18 $8,505.18 $8,505.18 $25,515.53 

700 
LARSEN 
PARK RD STATE OF IOWA Dakin $0.00 $0.00 $0.00 $0.00 

520 4TH ST STEVENSON JANET LEVITT Janet $76.33 $76.33 $76.33 $228.98 

209 6TH ST Stoneburg Family Trust Geraldine $285.42 $285.42 $285.42 $856.27 

307 WATER ST STONEBURG FAMILY TRUST Geraldine $81.89 $81.89 $81.89 $245.66 

600 WATER ST Stoneburg Family Trust Geraldine $265.97 $265.97 $265.97 $797.90 

130 
NEBRASKA 
ST Sunshine Hospitality Sam $3,728.24 $3,728.24 $3,728.24 $11,184.73 

500 PIERCE ST SWIFTEL COMMUNICATIONS Darin $13.47 $13.47 $13.47 $40.41 

309 COURT ST T & W TIRE SERVICE INC Barry $398.95 $398.95 $398.95 $1,196.85 

1201 4TH ST TAXI STAND  Bart $2,672.50 $2,672.50 $2,672.50 $8,017.50 
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1008 4TH ST TCS REAL ESTATE    $353.63 $353.63 $353.63 $1,060.88 

719 
DOUGLAS 
ST 

THE CENTER FOR 
ASSISTANCE Jonette $0.00 $0.00 $0.00 $0.00 

619 6TH ST THE SHEPHARDS GARDEN Matt $0.00 $0.00 $0.00 $0.00 

107 3RD ST 
THIRD GENERATIONS 
INVESTMENTS Todd $24.16 $24.16 $24.16 $72.48 

323 WATER ST 
THIRD GENERATIONS 
INVESTMENTS Todd $1,753.37 $1,753.37 $1,753.37 $5,260.12 

515 WATER ST Third Jusical Dist    $4,226.83 $4,226.83 $4,226.83 $12,680.48 

524 WATER ST Third Jusical Dist    $22.24 $22.24 $22.24 $66.71 

509 4TH ST THORPE & COMPANY Rusty/Karen $96.00 $96.00 $96.00 $287.99 

818 5TH ST THREE BEE'S L C Reed $260.19 $260.19 $260.19 $780.58 

215 6TH ST TOP LINE PARTS INC Roger $182.80 $182.80 $182.80 $548.40 

302 
#606 JONES ST 

TRAXLER CHARLES R FAMILY 
TRUST Charles $264.90 $264.90 $264.90 $794.69 

722 
NEBRASKA 
ST 

TRI STATE COMMUNITY 
SERVICES  Larry $192.21 $192.21 $192.21 $576.62 

518 8TH ST Tucker Anderson Tucker $556.95 $556.95 $556.95 $1,670.85 

1024 5TH ST 
TUFTY CLIFFORD E & TUFTY 
JEAN V Cliff $267.68 $267.68 $267.68 $803.03 

1211 5TH ST 
TUFTY CLIFFORD E & TUFTY 
JEAN V Cliff $457.53 $457.53 $457.53 $1,372.60 

113 3RD ST Union Pacific RR   $0.86 $0.86 $0.86 $2.57 

320 6TH ST UNITED STATES OF AMERICA Daniel $0.00 $0.00 $0.00 $0.00 

222 
JACKSON 
ST 

UNITED STATES POSTAL SVC 
WASHI Virginia $0.00 $0.00 $0.00 $0.00 

222 
JACKSON 
ST 

UNITED STATES POSTAL SVC 
WASHI   $0.00 $0.00 $0.00 $0.00 

214 
JACKSON 
ST 

UNITED STATES POSTAL SVC 
WASHINGTON   $0.00 $0.00 $0.00 $0.00 

400 5TH ST USBank Darin $130.42 $130.42 $130.42 $391.25 

501 PIERCE ST USBank Darin $8,702.94 $8,702.94 $8,702.94 $26,108.83 

707 4TH ST VERIZON WIRELESS Sam $20.52 $20.52 $20.52 $61.57 

302 JONES ST WARFIELD BUILDING  Bart $398.95 $398.95 $398.95 $1,196.85 

700 
NEBRASKA 
ST WEINBERG INVESTMENTS INC Lew $350.85 $350.85 $350.85 $1,052.54 

700 
NEBRASKA 
ST WEINBERG INVESTMENTS INC Lew $67.56 $67.56 $67.56 $202.68 

523_25 4TH ST WILKENS BROS  Mark $466.51 $466.51 $466.51 $1,399.53 

619 PIERCE ST WILLIGES BUILDING  Bart $355.34 $355.34 $355.34 $1,066.01 

613 
PIERCE ST 
-617 WILLIGES INVESTMENTS  Bart $528.51 $528.51 $528.51 $1,585.54 

401 7TH ST WOODBURY COUNTY Karen $0.00 $0.00 $0.00 $0.00 

620 
DOUGLAS 
ST WOODBURY COUNTY Karen $0.00 $0.00 $0.00 $0.00 

219 6TH ST YANNEY REALTY CO  Charese $242.24 $242.24 $242.24 $726.71 

605 PEARL ST YANNEY REALTY CO  Charese $84.66 $84.66 $84.66 $253.99 

421 PIERCE ST YANNEY REALTY CO  Charese $502.00 $502.00 $502.00 $1,506.01 

                

    
$272,566.99 $272,566.99 $272,566.99 $817,700.98 

  

Hard Rock property realized 
(estimate) 

  
$100,000.00 $100,000.00 

 

  

In-Kind Donation of spring 
plantings, event involvement 
(stage rental, set up), bench/trash 
can/tree installation, etc. 

 
$15,000.00 $15,450.00 $15,914.00 

 

    
$287,566.99 $388,016.99 $388,480.99 
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Section A: Pledge for Support (Survey Results from June 8, 2015) 
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Section A: Pledge for Support (City of Sioux City CIP sheets relating to Downtown commitment) 
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Section A: Resolutions of Support 

[insert City Council] 
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Section A: Letters of Support 
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June 5, 2015 

Main Street Iowa/Iowa Downtown Resource Center 

Iowa Economic Development Authority  

200 East Grand Avenue 

Des Moines, IA 50309 -1819 

Dear Main Street Iowa Program Advisory Board: 

On behalf of Cannon Moss Brygger Architects, we proudly endorse the submission of this application by 

Downtown Partners Sioux City and participation in the Main Street Program. 

CMBA is supportive of the Main Street Four Point Approach model for business and economic development 

utilizing historic preservation as a tool toward those goals. Five years ago, CMBA designed our own office space 

in a formerly derelict warehouse building in our Historic 4th Street District. The building is now home to multiple 

businesses and condominium residences.  The developer has since converted upper floor space in two 

additional downtown buildings to upscale condos.  We understand the value that the Main Street program can 

bring in fostering the same type of investment and growth.  In our revitalization district, you will find over 450 

properties that make up the culture and entertainment hub of the region in Downtown Sioux City. Our 

collaboration with Downtown Partners continues to fit seamlessly into our downtown developments and 

provides a strong partnership of resources and opportunities, which continue to benefit our businesses, 

organizations and our community as a whole.   

As a Main Street Iowa designated community, we would look forward to the assistance in providing Downtown 

Sioux City with the resources it needs in continued revitalization through fresh design, economic development, 

business building and community endorsement. It is exciting to be considered for inclusion in a state and 

national movement that supports historical preservation, economic development, and training to grow our 

thriving downtown community.  We know firsthand the benefits of this type of commitment. 

We are very proud of the positive things happening in Downtown Sioux City over the last few years and look 

forward to participating in the Main Street program. Thank you for considering Sioux City as a future Main Street 

Iowa success story.  

Sincerely, 

Cannon Moss Brygger Architects 

 

 

Terry Glade, AIA, LEED AP 

Principal 
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Section B: Historic Preservation Ordinance 
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Section B: Historic Preservation Work Plan 
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Section B: Historic Photos (15) 

 

1. Aerial view of downtown Sioux City, meat packing district and Missouri River, ca. 1941. Image is looking to the 

southeast as shows, roughly, the peak of a built up downtown core. 
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2. The Woodbury County Courthouse located the southeast corner of 7th and Douglas Streets. The construction of this 

William Steele / George Elmslie-designed building ran from 1915 to 1917. This is regarded as one of the finest 

examples of Priaire / Sullivanesque style buildings in the United States. 
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3. Sioux City City Hall, formerly the United States Post Office and Federal Building, located at the northeast corner of 

6th and Douglas Streets. The structure was built between 1893 and 1897. Federal offices left the building in 1934 

after the construction of a new building. City offices moved into the building in the 1940s. In the 1990s the entire 

structure, except the clock tower, was razed and rebuilt using the old face stone and ornamentation. 
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4. The Warrior Hotel, located at the northwest corner of 6th and Nebraska Streets was built in 1930. It was designed 

by Kansas City Architect Alonzo Gentry in the Art-Deco style. After the hotel closed in the 1970s, the building was 

used for a short time as a bank, and been vacant since the early 1980s. 
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5. The Orpheum Theatre, built in 1926-7, and located at the southeast corner of 6th and Pierce Streets. This theatre 

was part of the Orpheum Circuit. It was converted into a movie theater in the early 1970s and into a twin movie 

theater in the 1980. The Orpheum Theatre reopened in 2001 after an extensive remodeling and restoration. This 

image depicts the building prior to a 1949 remodeling, which added an additional four floors of office space for 

Iowa Public Service. 
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6. The Trimble Block was built by Daniel Trimble Gilman at the northwest corner of 6th and Pierce Streets in 1915. The 

building was designed by locally prolific architects William Beuttler and Ralph Arnold. The building has been the 

home of Security National Bank since 1943. 
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7. View of 4th Street looking east from Pierce Street, 1905-1907. The two closest buildings are the 

Mondamin Hotel and the Northwestern National Bank.  
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8. The Martin Hotel was built in 1912 to replace the Mondamin Hotel, which burned in January of 1912. This is the 

northeast corner of 4th and Pierce Streets, ca 1915. The hotel closed in the 1970s. and the building was remodeled 

into apartments for the low income. 
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9. View looking north on Pierce Street from 3rd Street, 1912-1915. On the left is Davidson Bros., the largest 

department store in Iowa, and on the right are the office of the Sioux City Tribune newspaper, Empress Theater, 

and Plaza Theater. 
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10. The Tacoma Block was located at the northeast corner of 4th and Iowa Streets. It was built in 1888 by Gordon 

Badgerow as an investment property. Scherling and Arnold drug store was a longtime occupant. The building was 

razed in the 1950s. Gordon Badgerow was also instrumental in the building of Tacoma Washington, hence the 

name. 
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11. View of 4th Street looking east from Virginia Street, ca. 1909. On the left is the Boston Block, built by the Boston 

Investment Co. That building was also the home of Aalfs Manufacturing beginning in the 1940s. On the right is the 

former Northwestern Business College.  
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12. The Warfield-Pratt-Howell Building, located at the northwest corner of 3rd and Jennings Streets was built in 1906. 

This building was used as wholesale grocery house from 1906 until 1970s. It was later used as a moving company 

warehouse. The building was remodeled in 2008-9 into offices and condominiums. 
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13. The Plymouth Block was built in 1890 at the southeast corner of Fourth and Court Street. It was designed by E. W. 

Loft and its construction (and many buildings in the area) was funded by the Boston Investment Co.  
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14. The Dymond-Simmons Co., branch the E. C. Simmons Co. of St. Louis, built the structure in 1906. The building, 

which was originally housed a wholesale hardware business is located at the southwest corner of 4th and Water 

Streets. Simmons when went out of business in the 1930s. In the midst of WWII this building was reopened as the 

Sioux City Battery Co. for the manufacture of batteries (1944-1958). 



 

- 80 - 

 

15. Fire Station No. 1 located at 408 Water Street was built as Sioux City’s first fire station in 1889 under the newly 

organized professional, paid Fire Department. The building was used as a station until 1922, when it became home 

to the Pioneer Iron Works Co. It is still in use as Hydraulic Sales & Service Co. 
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Section C: Articles of Incorporation/Tax Status 
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Section C: Bylaws  

BYLAWS 
o f  

D o w n t o w n  
P a r t n e r s  

S i o u x  C i t y  

ARTICLE I. 
Name  

Section 01.01 The name of the organization shall be Downtown Partners Sioux City 
d/b/a Downtown Partners (hereinafter referred to as the “Corporation"). 

A R T I C L E  I I .  
Purpose 

The purpose and objectives of the Corporation shall be: 

Section 02.01. To encourage the development and redevelopment of properties within 
Sioux City's downtown for the general good of the community. 

Section 02.02. To preserve and promote downtown as a commercial, financial, 
residential, cultural and recreational center for the region. 

Section 02.03. To encourage, support, or sponsor projects which will improve 
physical, economic, employment, social or cultural conditions in downtown Sioux 
City. 

Section 02.04. To strengthen the ability of public and private leaders to work 
together to manage and promote the downtown effectively. 

Section 02.05. To enhance the physical characteristics of downtown Sioux 
City by encouraging public and private development and redevelopment of downtown 
Sioux City. 

Section 02.06. To participate in governmental decision-making 
which affects Sioux City downtown. 

Section 02.07. To encourage educational programs concerning ways of improving 
downtown; provide a resource bank of community and business members at the local, 
county and state levels to use; and provide a forum for members to share 
knowledge, common experience and concerns. 

 

Section 02.08. To encourage a variety of activities in downtown Sioux City and 
an attractive physical framework for such activities. 

A R T I C L E  I I I .  
Office of Record 

Section 03.01. The principal office of the program in the State of Iowa shall be 
located in the City of Sioux City at 418 Pierce Street, County of Woodbury. The 
Corporation may have such other offices within the City of Sioux City as the 
Board of Directors may require from time to time. 

Section 03.02. The registered office of the Corporation required by the Iowa Non-
Profit Corporation Act to be maintained in the State of Iowa may be, but need not 
be, identical with the principal office in the State of Iowa, and the address of 
the registered office may be changed from time to time by the Board of 
Directors. 

ARTICLE IV. 
Term 
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Section 04.01. The term of the Corporation shall be perpetual. 

ARTICLE V. 
Area Included 

Section 05.01. For the purpose of the Organization, "downtown" shall generally be 
defined as that area bounded by the Missouri River on the south, Floyd Blvd. on the 
east, Wesley Way on the west, and 9th Street on the North. The actual taxing 
district as established by the City Council of the City of Sioux City, Iowa, is 
defined pursuant to a map attached hereto, marked Exhibit A and by this 
reference made a part hereof. 

ARTICLE VI. Membership 

Section 06.01. Membership in the Corporation shall be available to any person or 
business that believes in and will promote the purposes and objectives of the 
Corporation. 

Section 06.02. The Corporation shall consist of one class of members in the 
following categories: 

Section 06.02.01. BID Members defined as those members who are required to pay in 
to a Business Improvement District. 

 

Section 06.02.02. Non-BID Members defined as those members who are not required 

to pay in to a Business Improvement District. 

Section 06.03. Dues required for Non-BID membership may be determined from time 
to time by the Board of Directors. No dues will be required for BID membership.  

Section 06.04. The calendar year for dues shall begin July 1. 

Section 06.05. Non-BID membership shall be considered to terminate upon default of 
payment of dues for a period of three (3) months after the dues become 
payable. Annual dues are to be in an amount to be set by the Board of Directors. 

Section 06.06. Memberships are not transferable or assignable. 

 

ARTICLE VII.  

Voting Rights  

Section 07.01. Any member of any type of membership shall be entitled to one vote 
per membership upon each matter brought on for a vote at any meeting of 
members. A majority of votes entitled to be cast on a matter by the 

members present or represented by proxy shall be necessary for the adoption 
thereof unless a greater proportion is required by law, the Articles of 
Incorporation or these Bylaws; provided, however, in the case of election of 
directors, such may be conducted by mail in such manner as the Board of Directors 
shall prescribe not otherwise inconsistent with these Bylaws. 

Section 07.02. The right to vote at meetings of the membership shall be vested in 
members as defined in Article VI, Section 06.02. 

A R T I C L E  V I I I .  
Management  

Section 08.01. Management of the business affairs of the program shall be by the 
Executive Committee subject to the approval of matters of policy by the Board of 
Directors. 

Section 08.02. The Board of Directors shall be not less than 10 nor more than 13 
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members. 

 

Section 08.03. Each director shall be entitled to one vote on all matters coming 
before the board at the annual or any regular or special meeting thereof. 

Section 08.04. Any director shall be subject to removal by majority vote on 
the membership for failure to comply with the Articles of Incorporation and the 
Bylaws of the corporation or for any conduct which is prejudicial or detrimental to 
the purpose of existence of the Corporation upon an appropriate hearing which 
follows ten (10) days notice thereof. 

Section 08.05. Directors shall not receive any stated salary for their services; 
but nothing herein contained shall be construed to preclude any director from 
serving the Corporation in any other capacity and receiving compensation therefor. 

Section 08.06. The Corporation may indemnify any director or former director of 
the program against expenses actually and necessarily incurred by him/her in 
connection with the defense of any action, suit, or proceeding in which he/she is 
made a party by reason of being or having been such director, except in matters as 
to which he/she shall be adjudged in such action, or proceeding to be liable 
for negligence or misconduct in the performance of their duty as a director. 

Section 08.07. The officers of the program shall consist of the President, Vice 
President, Secretary, Treasurer, and shall be elected from among the Board of 
Directors. 

Section 08.08. The Executive Committee shall consist of the President, Vice 
President, Secretary, Treasurer. The president has the option to appoint a an 
additional member of the Board of Directors to the Executive Committee . 

Section 08.09. The management of the day-to-day affairs of the Corporation shall 
be delegated by the Board to the Executive Committee. The Executive 
Committee shall have the power from time to time to provide for the management 
of the Corporation as it sees fit and, in particular, from time to time, to 
delegate any powers of the Board to a Executive Director or to any standing or 
special committee or officer or agent, and to appoint any person to be agent of 
the Corporation with such powers and upon such terms as they deem fit, provided, 
however, that such actions of the Executive Committee involving policy 
matters shall be ratified or rejected at the next regular meeting of the Board. 

 

A R T I C L E  I X .  
Duties of Officers 

Section 09.01. PRESIDENT. The President shall be the principal executive officers 
of the program and, subject to the control of the Board of Directors, shall in 
general supervise and control all activities of the program; shall, when present, 
preside at all meetings of the members, Executive Committee and Board of 
Directors; may sign, with the Secretary or other proper officer of the program 
therefore authorized to be executed, except in cases where the signing and 
execution thereof shall be expressly delegated by the Board of Directors or by 
these Bylaws to some other officer or agent or the program; shall call such 

meetings as 
deemed necessary; 

shall appoint committee chairs and committee members, shall establish committees as 
needed; and shall perform all duties incident to the Office of President and such 
other duties as from time to time may be prescribed by the Board of Directors. 

Section 09.02. VICE PRESIDENT. In the absence of the President or in the event of 
the President's death, inability or refusal to act, the Vice President shall 
perform the duties of the President, and when so acting, shall have all the 
powers of and be subject to all the restrictions upon the President. The Vice 
President shall perform such other duties as from time to time may be prescribed 
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to by the President or Board of Directors. 

Section 09.03. SECRETARY. The Secretary shall keep all records of the Board of 
Directors, of the Executive Committee, and of the program in one or more books 
provided for that purpose; see that all notices are duly given in accordance with 
the provisions of these Bylaws or as required by law; be the custodian of the 
program's records; shall sign, execute, , in conjunction with the President, 
all documents on behalf of the program; and insure that the execution of all said 
documents is duly authorized; shall perform such other duties as from time to time 
may be prescribed to by the President or Board of Directors. 

Section 09.04. TREASURER. The Treasurer shall have custody of, and be accountable 
for, all funds and securities belonging to the corporation receive and give receipts 
for moneys due and payable to the corporation from any source whatsoever, and 
deposit all such moneys in the name of the corporation in such banks, trust 
companies and other depositories as shall be designated in accordance with the 
provision of Article X of these Bylaws; pay all obligations incurred by the 
corporation when payment is authorized by the Board of Directors; maintain bank 
accounts and render periodic financial reports; shall perform such other 
duties as from time to time may be prescribed to by the President or Board 
of Directors. The treasurer shall ensure that the corporation comply with the 
policy for the signing of corporation checks as adopted by the Board of Directors. 

 
A R T I C L E  X .  

Contracts, Loans, Checks and Deposits  

Section 10.01. CONTRACTS. The Board of Directors may authorize any officer or 
officers, agent or agents, to enter into any contract or execute and deliver any 
instrument in the name of, and on behalf of the Corporation, and such authority 
may be general or confined to specific instances. 

Section 10.02. LOANS. No loans shall be contracted on behalf of the Corporation 
and no evidence of indebtedness shall be issued in its name unless authorized 
by a resolution of the Board of Directors. Such authority may be general or 
confined to specific instances. 

Section 10.03. CHECKS, DRAFTS, ETC. All checks, drafts or other orders for the 
payment of money, notes or other evidences of indebtedness issued in the name of 

the Corporation, shall be signed by such officers, agent or agents, of the 
corporation and in such manner as shall from time to time be determined by 
Resolution of the Board of Directors. 

Section 10.04. DEPOSITS. All funds of the Corporation not otherwise employed 
shall be deposited from time to time to the credit of the program in such banks, 
trust companies or other depositories as the Executive Committee may select. 

Section 10.05. REPRESENTATION. No committee, member, or other person shall enter 
into any contract, incur any debt, engage in any transaction, or represent 
themselves on behalf of the program without authority of the Board of Directors, 
except as otherwise provided in these Bylaws. 

A R T I C L E  X I .  
Elections  

Section 11.01. DIRECTORS 

Section 11.01.01. Each year the Nominating Committee shall, at least thirty (30) 
days prior to the annual meeting, select from among the members, representatives 
of members and tenants of members of the corporation in good standing persons to 
stand for election as Directors. One member of the Board of Directors shall be a 
sitting member of the Sioux City City Council and shall be selected by the City 
Council. 

Section 11.01.02. Directors, shall be elected annually for a term of three (3) 
years with one-third being elected each year. No director shall be elected to more 
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that two full consecutive terms. 

Section 11.01.03. Any Director, who shall miss three (3) consecutive meetings 
without an excuse satisfactory to the Executive Committee shall be subject to 
removal by a majority vote thereof. 

Section 11.01.04. Any vacancy occurring on the Board of Directors by 
reason of death, resignation or removal shall be filled promptly by a majority vote 
of the remaining members of the 
Board of Directors. Such appointee shall serve during the 
unexpired term of the Director whose position has become vacant. 

Section 11.01.05. Increases or decreases (not less than 10 or more than 13) in the 
number of Directors may be proposed by the Board upon a determination that it would 
be in the best interest of the program to increase/decrease the number of 
Directors. Any increase in the number of Directors shall require a vote of the 
membership to fill such position(s). If an increase in the number of 
Directors is proposed, the Nominating Committee shall, at least fifteen (15) days 
prior to a vote of the membership, select from among the members, representatives 
of member and tenants of members in good standing persons to stand for election 
to the newly created positions. Additional Directors shall have to maintain 
staggered terms of one-third of the Board standing for election each year. If two 
or more are simultaneously elected to such additional positions, terms shall be 
determined by draw at lot. 

Section 11.02. OFFICERS. 

Section 11.02.01. Each year the Nominating Committee shall, at least thirty (30) 
days prior to the annual meeting of the Board of Directors, select from among the 
members of the Board of Directors whose term will continue an additional year or 
more, a person or persons to stand for election for the offices of President, 
Vice President, Secretary and Treasurer. 

Section 11.02.02. The officers of the program shall be elected by a majority 
vote at the annual meeting of the Board of Directors and shall serve until 
the next annual meeting of the Board of Directors and until their successors are 
duly elected and qualified. 

Section 11.02.03. Any officer who shall miss three (3) consecutive meetings 
without an excuse satisfactory to the Board of Directors shall be subject to 
removal by majority vote thereof. 

 

Section 11.02.04. Any vacancy occurring in any office of the program for reason 
of death, resignation, or removal shall be filled promptly by a majority vote of 
the Nominating Committee, subject to confirmation by a majority vote of the members 
of the Board of Directors in good standing then in office. The members of the 
Board of Directors may be polled by mail, e-mail or other electronic 
communication or at special meeting of the Board, called by the President with 
seven (7) days notice. The person so elected shall serve until the next annual 
meeting of the Board of Directors of the Corporation. 

A R T I C L E  X I I .  
Meetings 

Section 12.01. MEMBERS. 

Section 12.01.01. An annual meeting of the members of the Corporation 
shall be held during the month of June of each calendar year, at such date, 
time and place as the Board of Directors shall designate. In the event of failure 
of the Board. of Directors to designate the date, time and place thereof, such 
annual meeting shall be held on the third Thursday in June, commencing at 7:30 
p.m. in the principal office of the Corporation. 
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Section 12.01.02. Special meetings of the members may be called at any time for any 
purpose by the President of the Board of Directors, by the Executive committee, by a 
majority of the Board of Directors then in office, or by a majority of the members 
of the Corporation in good standing. Special meetings of the Board of Directors, 
which shall be open to all members of the Corporation at a time and place 
designated by the Executive Committee, or at direction of the Full Board. 

Section 12.01.03. Written notice stating the place, date and hour of any 
meeting of the members shall be delivered, either personally, or by mail, or by 
email or other electronic communication to each member entitled to vote at such 
meeting not less than ten (10) nor more than fifty (50) days before the date of 
such a meeting. In case of a special meeting, or when required by statute, or by 
these Bylaws, the purpose or purposes for which the meeting is called shall be 
stated in the notice. In the event of an emergency, a meeting may be called on 
five (5) days notice provided that the time, place, date, and purpose for such 
meeting are conveyed to all members of the Corporation entitled to vote at such 
meeting. 

Section 12.01.04. A quorum at any meeting of the membership of the Corporation 
shall consist of those members, representative of the members or tenants of 

the members, provided that said quorum shall not consist of less than five such 
persons. 

 

Section 12.01.05. A majority vote of the members present at a meeting at which a 
quorum is present shall be necessary for any action. 

Section 12.02. BOARD OF DIRECTORS. 

Section 12.02.01. There shall be an annual meeting of the Board of Directors in 
June of each year; the time, date and place therefore is to be determined by the 
Executive Committee. the purpose of such meeting shall be to install directors, 
elect officers, install standing committees and to transact such other business as 
may properly come before the Board.  

Section 12.02.02. The Board of Directors may from time to time determine a 
regular meeting schedule of the Board and set the time and place of such 
meetings. The purpose of the regular meeting shall be to enable the 
Executive Committee to bring before the Board such matters as it needs to act 
upon and to transact such other business as may properly come before the 
Board. 

Section 12.02.03. Special meetings of the Board of Directors may be called by the 
President, by the Executive Committee, by a majority of the members of the Board 
or my majority of Members of the Corporation in good standing at any time and may 
be held at such time, place and date as shall be prescribed in the notice 
thereof. 

Section 12.02.04. Notice of meetings of the Board shall be given by mail, email or 
other electronic communication, telephone or other means of personal communi-
cation, and must be delivered or transmitted at least ten (10) days in advance of 
the annual or monthly  meeting and two (2) days in advance for special meetings. 

Section 12.02.05. Any action of the Board of Directors may be taken without a 
meeting, if consent in writing or by e-mail or other electronic communication for 
the action so taken shall be signed by a majority of the Directors then in 
office and filed with the Secretary of the program. 

Section 12.02.06. A majority of the Board of Directors then in office shall 
constitute a quorum at meetings of the Board of Directors. 

Section 12.02.07. Action may be taken by a majority of those 
voting at any meeting at which a quorum has been established. 

'Section 12.02.08. At any meeting of the Board of Directors, a Director entitled to 
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vote thereat may vote by proxy executed in writing by the Director or his duly 
authorized attorney-in-fact. 

 

Such proxy shall be filed or delivered by electronic means with the Secretary 

of the corporation before or at the time of the meeting. No proxy shall be 

valid for more than eleven (11) months subsequent to the date of its execution, 
unless otherwise provided in the proxy. 

A R T I C L E  X I I I .  
Committees  

Section 13.01. The Board of Directors shall authorize and define the powers and 
duties of all committees. Except as provided hereinafter and subject to 
confirmation by the Board of Directors, the President shall appoint all 
committees and their chairs. The committee shall be for a period of not to exceed 
the term of the appointing officer. 

Section 13.02. It shall be the function of the committees to make 

investigations, conduct hearings, make recommendation to the Board of Directors and 
to carry on such activities as may be 
delegated to them by the Board of Directors. Committees may originate and report 
to the Board such views as they may deem proper for the Board's consideration. 

Section 13.03. No committee or any member thereof shall enter into any contract, 
incur any debt, or engage in any transaction on behalf of the program without 
authority of the Board of Directors, except as otherwise provided by these 
Bylaws. 

Section 13.04. At committee meetings, a majority of the committee 

membership shall constitute a quorum, except when a committee consists of an even 
number, one-half of the membership shall constitute a quorum. 

Section 13.05. Vacancies in the membership of any committee may be filled by 
appointment made in the same manner as provided in Section 12.01 of these Bylaws. 

Section 13.06. STANDING COMMITTEES. 
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Section 13.06.01. NOMINATING. The Nominating Committee shall consist of not less 
than three (3) members of the program, one of whom shall be a member of the Board of 
Directors, and shall be appointed by the President subject to confirmation by a 
majority vote of the remaining members of the Executive Committee, and shall serve 
until the next annual meeting of the Board of Directors following their 

appointment. 

Section 13.06.02. EXECUTIVE. The management of the day-to-day affairs of the 
program shall be delegated by the Board to the Executive Committee subject to the 
approval of matters of policy by the Board of Directors. The Executive Committee 
shall have the, power from time to time to provide for the management of the 
corporation as it sees fit and, in particular, from time to time, to delegate any 
powers of the Board to a Executive Director or to any standing or special committee 
or officer or agent, and to appoint any person to be agent of the Corporation with 
such powers and upon such terms as they deem fit, provided, however, that such 
actions of the Executive Committee involving policy matters shall be confirmed at 
the next regular meeting. 

A R T I C L E  X I V .  

E X E C U T I V E  D I R E C T O R  

Director of the Corporation shall manage the daily operations of the 
Corporation. The Executive Director shall be responsible for coordinating the 
implementation of the Corporation's policies and projects and such other duties as 
the Board of Directors may require. The Executive Director shall receive for 
his/her services such compensation as may be determined by the Board of Directors. 

 

ARTICLE XV. Amendments  

Section 15.01. The right to amend Articles of Incorporation and Bylaws of the 
Corporation shall be reserved in the Board of Directors, and shall be by a 
two-thirds vote of those members thereof. Notice and copies of the proposed 
amendments shall be distributed at least ten (10) days before the meeting at which 
the same shall be considered. No such action shall be taken if it would in any 
way adversely affect the Corporation's qualifications, under Section 501(c)(4) 
of the Internal Revenue Code of 1954 or corresponding sections of any prior or 
future law. 

ARTICLE XVI. Severability 

Section 16.01. Any Article, Section, or Provision of these Bylaws which, if 
construed in the manner expressed herein, should be contrary to, or inconsistent 
with, any applicable provision of law, shall be severed from the remainder of 
these Bylaws and shall not be in force so long as such revision of the law shall 
remain in effect without affecting the validity of the remainder of these Bylaws. 
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Section C: Organizational Chart 

Downtown Partners Sioux City/Main Street Iowa Organizational Chart
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Section C: Board of Directors List 

 
 

Downtown Partners Board of Directors  
Fiscal Year 2014-2015 

 
 

 

President 

Mr. Darin Daby  

(Board Term- 2012-2015) 

US Bank 

501 Pierce Street 

Sioux City, IA 51101 

(712) 277-0611 

darin.daby@usbank.com 

 

Vice President 

Mr. Ryan Ross 

(Board Term- 2012-2015) 

Vriezelaar, Tigges, Edgington, Bottaro, Boden, & Ross, LLP 

613 Pierce Street 

Sioux City, IA 51101 

(712) 252-3226 

rross@siouxcitylawyers.net 

 

Treasurer 

Mr. Mark Hinds 

(Board Term- 2012-2015) 

Hinds and Associates, PLLC  

700 Fourth Street, Suite #210   

Sioux City, IA 51102    

(712) 253-5725    

mhinds@markhinds.com 

 

Mr. Ryan Avery 

(Board Term- 2013-2016) 

Avery Brothers 

P.O. Box 235 

Sioux City, IA 51102 

(712) 252-2480 

ryanavery@averybrothers.com 

 

Mr. Frank Forneris 

(Board Term- 2014-2017) 

Mercy Medical Center 

801 Fifth Street 

Sioux City, IA 51102 

(712)279-2006 

fornerisf@mercyhealth.com 

 

 

 

Mr. Terry Glade 

(Board Term- 2013-2016) 

Cannon Moss Brygger Architects 

302 Jones Street, Ste 200 

Sioux City, IA 51101 

(712) 274-2933 ext 1106 

glade.t@cmbaarchitects.com 

 

Mrs. Annette Hamilton 

(Board Term- 2013-2016) 

Ho-Chunk, Inc. 

600 4th Street 

Sioux City, IA 51101 

(402)878-2809 

ahamilton@hochunkinc.com 

  

Mr. Larry Jensen 

(Board Term- 2012-2015) 

Holiday Inn Downtown              

701 Gordon Street 

Sioux City, IA 51101 

(712)277-9400 

ljensen@hisiouxcity.com 

 

Mr. Benjamin Knoepfler 

(Board Term- 2014-2017) 

Knoepfler Chevrolet 

100 Jackson Street 

Sioux City, IA 51102 

(712)279-7135 

benk@kchev.com 

shop.2178@meineke.net   

 

Mr. Dan Moore 

City Council - 2015 Representative 

Berenstein, Moore, Heffernan, Moeller & Johnson, L.L.P 

501 Pierce Street, Suite #300 

Sioux City, IA 51101 

(712)252-0020 

dmoore@sioux-city.org 
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Mr. Todd Moyer 

(Board Term- 2014-2017) 

Hard Rock Hotel & Casino Sioux City 

111 Third Street 

Sioux City, IA 51101 

(712) 226-7724 

todd.moyer@hardrockcasinosiouxcity.com 

 

Mr. Keith Radig 

City Council - 2015 Representative 

415 4th Street 

Sioux City, IA 51101 

(712)560-6542 

keradig@cableone.net 

Mr. Sam Wagner (Ex-officio) 

Siouxland Chamber of Commerce - Representative 

101 Pierce Street 

Sioux City, IA 51101 

(712)255-7903 

swagner@siouxlandchamber.com  

 

Mrs. Anne Westra (Ex-officio) 

City of Sioux City - Representative 

405 6th Street, P.O. Box 447 

Sioux City, IA 51102 

(712)224-5151 

awestra@sioux-city.org 
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Section C: Board Commitment to Serve 
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Section C: City and proposed Main Street District Maps 

 



110 

 

Section C: Aerial Photo of Community and proposed area 
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Section C: Current Photos (15) 

 

16. An evening skyline view taken from the Missouri River looking north to the Anderson 

Dance Pavilion in front of Sioux City’s Tyson Events Center/Gateway Arena, located at 

401 Gordon Drive. 
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17. Outside the recently constructed Hard Rock Hotel & Casino Sioux City. The Hard Rock 

opened in August of 2014 at 111 3rd Street. Hard Rock Hotel & Casino Sioux City is a fully-

integrated gaming resort offering more than 835 slot machines and a wide variety of 

table games.  The facility boasts a Hard Rock Hotel, the world-famous Rock Shop, a live-

entertainment venue – Anthem, an outdoor event park – The Backyard (pictured above), 

the World Tour Buffet, Main + Abbey restaurant, Fuel American Grill and various other 

food and beverage options.  
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18. Sioux City City Hall, formerly the United States Post Office and Federal Building, located 

at the northeast corner of 6th and Douglas Streets. The structure was built between 1893 

and 1897. Federal offices left the building in 1934 after the construction of a new 

building. City offices moved into the building in the 1940s. In the 1990s the entire 

structure, except the clock tower, was razed and rebuilt using the old face stone and 

ornamentation. The location of this building is part of the core of Downtown Sioux City. 
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19. Sioux City Growth Organization (SCGO) members walking the Historic Pearl District in 

Downtown Sioux City. The photo was taken during the winter months, where you will see 

red velvet ribbon placed around our winter plantings and lit garland is spun around the 

historic light posts that align the historic areas and all along 4th street. 
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20. At the southwest corner of 7th & Pearl Streets, the Children’s Museum of Siouxland is set 

to complete construction in 2016. The museum is envisioned as a family-oriented, hands-

on children’s museum with emphasis on providing educational value while fostering a 

child’s creativity and imagination. Targeting children ages 6 months – 10 years, the 

museum is committed to reaching out to all children and ensuring a safe and stimulating 

environment.  
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21. The Siouxland community looks forward to the Sioux City Farmer’s Market each 

year, as thousands shop the outdoor market from May through October. The 

market is located in the suite parking lot of the Tyson Events Center, north of Tri-

View Avenue at the corner of Tri-View Avenue and Pearl Street. 
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22. The Orpheum Theatre, built in 1926-7, and located at the southeast corner of 6th and 

Pierce Streets. It was converted into a movie theater in the early 1970s and into a twin 

movie theater in the 1980. The Orpheum Theatre reopened in 2001 after an extensive 

remodeling and restoration. Since the grand re-opening, the theatre has provided the 

Siouxland area an opportunity to attend performances by fabulous performers like Bill 

Cosby, Sheryl Crow, BB King, Bob Dylan, Wynton Marsalis, David Copperfield, Willie 

Nelson, Jewel, Alison Kraus, and Jerry Seinfeld. In addition, thousands have witnessed 

spectacular Broadway shows and enjoy hearing the Sioux City Symphony. 
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23. The Sioux City Art Center is located at 225 Nebraska Street and encompasses a half of the 

block along the south side of 3rd Street between Pierce and Nebraska Streets. It is “Free, 

Fun & Fabulous” and strives promote and cultivate the fine arts, and foster art in all its 

branches; to promote the welfare of art in the City of Sioux City. Showcasing exhibitions 

of local, national and international artists, as well as occasional touring Blockbuster 

shows, the Sioux City Art Center opened on February 20, 1938 and has not closed its 

doors since. 
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24. The modern glass façade, orange terra cotta, and vertical marquee create a distinctive 

entrance into the Sioux City Public Museum on the southwest corner of the building at 

4th and Nebraska Streets. Visitors first entering the large, two-story atrium will 

immediately be awed by the spectacular 35-ft. tall mural of the 1887 Sioux City Corn 

Palace. Not only does the corn palace replica remind visitors of the grandeur of these 

ornate buildings that once stood downtown, it also serves as the orientation theater to 

the 12,000 ft. permanent gallery. The building opened in April of 2011 and hosts over  

visitors annually.  
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25. “I HEART Sioux City” is a theme in Downtown Sioux City, and here you see it placed 

prominently across one of skywalks over 4th Street. This image is taken looking west 

down 4th Street at 4th & Jones Streets, just steps from the Sioux City Convention Center. 

With over 2 miles (21 blocks) of walking distance, connected by all four parking ramps 

(2,259 parking stalls), the Downtown Sioux City skywalk offers a climate controlled 

alternative for reaching hundreds of locally owned shopping and dining venues.  
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26.  Enjoying the urban "Loft Style" condo living, this photo was taken inside a loft space at 

the United Center at 302 Jones Street. The lofts at United Center are high quality condos 

in a renovated historic building with fantastic views of downtown Sioux City and with 

incomparable conveniences. Enjoy indoor secure parking, elevator access, workout 

facilities, and association upkeep all within walking distance to theaters, dining, art 

center, taverns and many other entertainment venues. 
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27.  The Promenade Cinema 14 is located at 924 4th Street. This 14 Screen, all stadium 

seating, theater is just steps away from the Historic 4th Street District and is the largest 

new release theater in Sioux City.  
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28.  From its terra cotta steer heads spewing cascades of water into a bejeweled fountain to 

the four pylons around it, the Roth Fountain towers over a number of other notable 

projects in Iowa. It might not be as tall, but the fountain now carries a distinction no 

other building in the state can claim. Its designers won the grand award in the 2006 

Masonry Institute of Iowa contest.  
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29. The mural, located on the southeast corner of 4th & Virginia Streets, was painted along 

the west side of the building overlooking a small, elegant downtown park in 2003. 

The painting depicts old, historical buildings. Local artist Paul Chelstad looked at 

archived photos of old Sioux City landmarks at the Sioux City Museum and 

combined windows, doors, awnings and unique architecture to create the mural.  
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30. The Historic 4th Street District is home to several restaurants, bars and specialty shops in 

Downtown Sioux City. The district is listed on the National Register of Historical Places 

and refers to the two city blocks between Virginia and Iowa Streets that contain fifteen 

structures dating from 1889 to 1915. Several of these are notable for their distinctive 

Richardsonian Romanesque style of architecture. Popular in the late 1890s, 

Richardsonian Romanesque is characterized by heavy, rough-cut stone walls, round 

arches, squat columns, and deeply recessed windows. This photo was taken looking east 

along 4th Street near the corner of 4th & Court Streets. 
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Section D: Strategic Plan/Annual Report 
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Section D: Past Budget 
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Section D: IEDC Study 
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OVERVIEW 

The purpose of IEDC‘s strategic assessment is to assist Sioux City’s downtown revitalization efforts — emphasizing 

downtown’s unique real estate offerings. As downtown’s inventory of vacant space has increased, this project was 

conducted to (a) help improve the chances for successfully revitalizing downtown, and (b) to assist the effort to 

maintain downtown’s status as the cultural center of the region.  

This strategic assessment for downtown builds upon an earlier site visit by an IEDC Advisory Team of four IEDC 

members who are active economic development practitioners with significant downtown revitalization experience. 

This team consisted of Jane Jenkins of Downtown Oklahoma City, Eduardo Santana of RCLCO, Michael Stumpf of 

Place Dynamics, and Nancy Whitworth of the City of Greenville, South Carolina. This assessment builds on the 

team’s presentation of preliminary findings and recommendations on the site visit’s final day, and focuses on the 

following items. 

Establishment of objectives for downtown’s revitalization (based on a market rate real estate analysis) 

Encouragement of private sector investment, and attraction of quality jobs downtown 

Re-purposing downtown’s inventory of underutilized or vacant real estate 

Development of additional downtown market-rate housing to attract new residents to downtown’s core 

Identifying steps to create further economic activity based on developing existing cultural and event facilities 

Coordination of efforts to brand, market and further develop downtown’s identity, and strengthen commitment 
of downtown‘s stakeholders and business / property owners 

Comparison of downtown Sioux City to comparable communities with successfully revitalized downtown areas, 
including discussions on relevant economic development issues facing downtown, such as: (a) sustainability, 
(b) tax base growth, and (c) organizational leadership and stakeholder engagement 

IEDC, in partnership with RCLCO, prepared this report to offer additional information, observations and 

recommendations for Sioux City’s downtown. It is an attempt to provide guidance on ways Sioux City might 

augment its downtown revitalization to help set the stage for future growth and job creation.  

This report is divided into two parts. Part A reviews observations from the site visit and details downtown’s 

strengths and assets, and possible challenges. It outlines possible recommendations to build upon downtown’s 

current revitalization successes, and supplements these recommendations by highlighting case examples that help 

illustrate how other communities have approached downtown revitalization efforts and initiatives.  

Part B is a real estate economic and market analysis prepared by RCLCO. It builds upon Part A by estimating the 

impact of existing and potential economic forces on downtown’s built environment. Part B’s objectives are: 

1. Quantify short and long term market demand for Sioux City’s real estate product types including:  

a. Residential 

b. Office and Retail (Regional, Urban Entertainment and Local) 

c. Educational / Institutional 

d. Arts / Cultural / Civic  

e. Hospitality / Resort 

2. Craft capture analysis that reflects the supportable quantities of aforementioned land uses within the 

downtown study area 

3. Synchronize the market demand referenced above with Part A of the report (conducted by IEDC) to 

develop a clear understanding of probable market outcomes 
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4. Translate market demand forecasts into estimates of product types and absorption that reasonably reflect 

the probable market outcome possibilities 

5. Test the analysis referenced above to adjust for anticipated changes, which may be influenced by catalytic 

development projects, infusions of resources, targeted economic development activities, public or private 

investment intentions, or other market interventions 

6. Model the scenarios mentioned above to develop a series of three development forecasts that quantify 

(by amount and type of development) what can be reasonably anticipated within a five to ten year 

timeframe in downtown under both current and catalytic scenarios 

 

  



143 

 

PART A | STRATEGIC ASSESSMENT 
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OBSERVATIONS 

STRENGTHS AND ASSETS1 

Downtown Sioux City contains a wonderful assortment of historical buildings with notable and largely intact 

architectural detail. The unique architectural gems in downtown should be considered an asset that distinguishes it 

from other parts of the region. Sioux City’s collection of rich, historic commercial architecture includes the Historic 

Fourth Street District, Badgerow Building, the United Center, Warrior Hotel, Orpheum Theatre, et al., most of which 

are on the National Register of Historic Places. 

Overall, rental rates for commercial space in downtown Sioux City are quite affordable. Some site visit 

participants commented that downtown has available space from $6 per square foot gross to $12 per square foot 

triple net2 (about $15 per square foot gross).  

There is new, demonstrated demand for downtown housing in the form of condominiums and residential rental units. 

These new residential developments (e.g., the United Center, Fourth and Jackson Building) are market rate and 

have begun attracting a mix of smaller (one- and two-person) households. These higher-end residential rental 

properties will most likely be critical for attracting talented workers that may want to rent (as opposed to buying) 

high-end residential space when moving to or working downtown.  

There are some residential areas in or near downtown that hold the potential to help transform Sioux City. Two of 

these examples are the neighborhoods of Prospect Hill and Rose Hill. According to site visit participants, Rose Hill is 

approximately seventy percent rental homes and thirty percent owner-occupied housing.  

ATTRACTIONS, AMENITIES AND SUCCESSES 

Downtown has many positive attributes (both for residents and businesses) that other cities of similar size, 

population and character would likely find enviable. In addition to downtown’s distinctive architecture and unique 

historic districts, other positive attributes include on-going renovations to key downtown offerings and recent 

business attraction successes.  

Sioux City has done a remarkable job of locating important attractions, entertainment venues and downtown 

anchors that continue to help generate visitor traffic downtown. These attractions and investments include (a) the 

Sioux City Public Museum, (b) Tyson Events Center / Gateway Arena and Long Lines Recreation Center, (c) Sioux 

City Convention Center, (d) Sioux City Art Center, (e) the planned Children’s Museum of Siouxland, (f) Sioux City 

Public Library, (g) Siouxland Regional Cancer Center, (h) Mercy Health Center, (i) Martin Luther King, Jr. 

Transportation Center, (j) Sioux City City Hall, (k) Orpheum Theatre, (l) Stoney Creek Inn, (m) Promenade Theater, 

(n) Riviera Theater, and (o) Historic Fourth Street.  

Sioux City has seen a number of recent successful business expansions and attraction efforts, such as Sabre 

Industries’ ongoing expansion, which includes 532 jobs. Sioux City continues to grow in commercial areas, 

healthcare, and new business park development.  

                                                           
1  This section contains information intended to highlight a few of the most important real estate-related observations for downtown. A more complete analysis 

of downtown’s real estate market is detailed in Part B of this report.  
2  A “triple net” lease is a property lease agreement wherein a tenant agrees to pay all (1) real estate taxes, (2) building insurance, and (3) maintenance 

costs. These three items are referred to as the “three nets”. In a “triple net” lease, the lessee agrees to pay the “three nets” plus any usual fees associated 
with a lease agreement (e.g., utilities, rent, etc.). Under this type of lease, the tenant is therefore responsible for all costs associated with repair or 
maintenance of common areas. This type of lease typically used for freestanding commercial buildings. 
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IMPORTANT LEADERS, PARTNERS AND RESOURCES 

The commitment of myriad Sioux City residents, business owners, government officials, etc., and the desire of so 

many stakeholders to improve downtown is an asset that should be further encouraged in future endeavors. 

Downtown Partners Sioux City is a particularly important asset. Downtown-centric non-profit organizations working 

in conjunction with local government and private sector allies are at the core of successful downtown revitalization 

in many communities. The importance of having an entity whose sole purpose is to champion the cause of downtown 

revitalization is critical.  

The City of Sioux City and its many key public sector and non-profit partners (e.g., Economic Development 

Department, Convention Center, City Manager, City Council, Downtown Partners, et al.) should be lauded for their 

role as strong, committed partners in the redevelopment of downtown. The city and these partners have used a 

number of important tools to support downtown development.  
Self-Supported Municipal Improvement District (SMID) 

The purpose of downtown’s SMID is to provide improvements or services exclusive to this district. The result is an 

additional measure of taxation added to properties within this district. As an indication of the SMID’s popularity, 

slightly more than of seventy-two percent of downtown’s taxable property owners supported the SMID’s renewal 

(December 31st 2007), representing just over sixty-seven percent of the district’s taxable value. Downtown Partners 

Sioux City manages and oversees the funds’ use and represents businesses and property owners in the district. 

Downtown Partners Sioux City Targeted Revitalization Fund  

The Targeted Revitalization Fund is intended to improve the overall quality and appearance of downtown’s 

streetscapes. The fund supports downtown’s service area by targeting specific problematic properties and new 

development demands that positively impact downtown. For properties within the district’s service area that plan 

and implement permanent improvements to building exteriors and storefronts, some funding can be made 

available. 

Tax Increment Financing (TIF) 

Sioux City has successfully used Tax Increment Financing (TIF) to promote new growth of both commercial and 

industrial development. TIF has been used for infrastructure investment and to increase the competitiveness of the 

region. TIF has specifically been used for recent downtown revitalization efforts such as the Badgerow Building, the 

United Center, the Fourth and Jackson Building, and Pearl Street.  

Façade Program  

Sioux City recently initiated a façade improvement grant program that has been used in the Pearl Street District 

for the successful renovation of a number of storefronts. The façade program augments TIF funds and infrastructure 

investments for street improvements in downtown’s west end.  

Targeted Jobs Withholding Tax Credits  

The Targeted Jobs Withholding Tax Credit Pilot Program is a state level incentive program enacted in 2006 to 

allow for the “diversion of withholding funds paid by an employer to be matched by Sioux City (a designated 

"pilot" city) to create economic incentives that can be directed toward the growth and expansion of targeted 

businesses located within Urban Renewal areas.”3 Sioux City may enter into a withholding agreement with (a) a 

business locating to a community from another state that creates targeted jobs in an urban renewal area, or (b) an 

                                                           
3  Iowa Economic Development Webpage, “Targeted Jobs Withholding Tax Credit Pilot Program”. Accessed at: 

www.iowaeconomicdevelopment.com/business/targeted_jobs.aspx 
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existing Iowa business creating ten new targeted jobs or making a qualifying $500,000 investment in an urban 

renewal area. 

CURRENT AND FUTURE OPPORTUNITIES  

Relocation of Land-Based Casino Downtown 

As noted in the real estate and economic market analysis completed by RCLCO (the full content of which is included 

in Part B of this report), the potential addition of land-based casino to an already compelling downtown 

entertainment program — including many of the aforementioned attractions — would very likely strengthen the 

appeal of downtown as a destination for entertainment. Relocating the casino to a downtown location would 

potentially drive more traffic in and around other downtown attractions. 

Increasing downtown’s entertainment offerings could ultimately broaden Sioux City’s appeal outside of the 

immediate region, drawing consumers from various areas across the Midwest. In the near term, the result of this 

scenario would be improved demand for downtown retail. It would also hold the potential to stimulate additional 

demand for residential housing by (a) households that are attracted by this type of urban, entertainment 

development and (b) casino employees who may prefer to live downtown. As described in the real estate and 

economic market analysis, almost one million households with annual income greater than $75,000 currently live 

within a three hour drive of downtown. If ten percent of these households visited the casino just once per year, an 

additional 100,000 square feet of retail in downtown could be justified.  

Several options for the downtown casino relocation were presented during the IEDC Advisory Team’s site visit 

including a site on Pearl Street, the former Warrior Hotel building, and the former Bomgaars building. As 

negotiations with the casino have continued, no site has yet been agreed upon, though some potential sites have 

been crossed off the list including a site at or near the Sioux City Convention Center.  

Negotiations between the various parties involved in the potential casino relocation deal are still ongoing. The 

position that City of Sioux City staff have taken is that the casino entertainment facility is inappropriate anywhere 

other than in downtown.  

Relocation of Large Employer Downtown 

Sioux City has made extensive efforts to attract a large employer downtown. The broader Siouxland region offers 

a workforce and economic infrastructure that are seen as attractive benefits to employers in the computer 

technology industry (who could potentially employ remaining Gateway Computers’ employees who still reside in 

Sioux City and the region), the insurance industry, and agri-business and technology industries. The successful 

attraction of one or more of these types of companies to downtown would likely further stimulate demand for 

office, residential and retail uses by signaling that downtown continues to be a vital investment location. 

Farmers Market 

During the site visit the IEDC Advisory Team heard several comments on the current success of Sioux City’s Farmers 

Market as well as support and interest in expanding the presence of the farmer’s market in downtown. The farmers 

market is supported and strengthened by local area growers and farmers and local and organic farming initiatives 

from Woodbury County.  
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Young Entrepreneurial Citizens 

The IEDC Advisory Team met with a variety of entrepreneurs, both in the form of new downtown business owners 

and novel organizations like the Sioux City Growth Organization (GO). The energy and sense of Sioux City pride 

among these various groups is an asset and an opportunity that should continue to be nurtured.  

INFRASTRUCTURE ASSETS 

The Interstate 29 (I-29) corridor is considered by Iowa’s transportation leaders to be of paramount importance to 

northwest Iowa, northeast Nebraska and southeast South Dakota’s economic prosperity — especially greater Sioux 

City. A report on the economic benefits of I-29 to the Sioux City region noted that 57 percent of the regional 

workforce (i.e., 54,000 workers per day) commutes to jobs in Sioux City via I-29. The reconstruction and 

redevelopment of I-29 will alter traffic patterns in downtown and may create opportunities for new development 

or redevelopment projects. According to the Iowa Department of Transportation recent and future developments to 

I-29 are expected to offer benefits in the form of: 4  

Transportation facilitation to improve the competitiveness of office and manufacturing facilities accessed by I-
29 and help reverse the trend of recent job losses associated with the Terra Chemicals buyout and John 
Morrell & Company closing  

Improved intermodal transportation connections and possibilities (including regional trail systems and public 
transportation) 

Revitalized brownfield sites in downtown’s urban core  

Improved access to US Highway 77 

Better access for daily commuting trips, special event trips, and interstate traffic through a more efficient 
transportation corridor along the Missouri River and through Sioux City  

Improved regional economic development opportunities, including growth in Sioux City’s industrial sector 

Reduced traffic congestion on road networks on and around the I-29 corridor 

Electrical and Telecommunications Infrastructure 

The relatively low cost of electrical power and the Internet POP located in downtown are assets in recruiting 

potential back office and small data center tenants.  Despite the recent loss of the Delta Airlines Call Reservation 

Center, this availability of electronic and telecommunications infrastructure should still be considered a strategic 

advantage for luring businesses downtown. 

OTHER IMPORTANT STRENGTHS  

Sioux City has garnered positive praise and accolades from major national publications, including: 

Money Magazine deemed Sioux City a “Contender” in an August 2010 ranking of "Best Places To Live"5 

Site Selection Magazine has ranked the Sioux City metropolitan region as the number one US metropolitan 
area for economic development (of communities with populations under 200,000) in 20086 and 20077 

In Business Facilities magazine’s August 2010 issue Sioux City’s metropolitan region ranked number one in the 
nation for “Food Processing Industry Growth”8 

The Sioux City metropolitan region also earned the accolade of third best U.S. metropolitan region for “Metro 
Economic Growth Potential” (for communities of less than 200,000 people) in 20099  

                                                           
4  Iowa Department of Transportation. Transportation Investment Generating Economic Recovery II (TIGER II) – Grant Application. Interstate Highway 29 – 

Segment 2. Accessed at: www.iowadot.gov/tiger2/pdfs/iadothwy-0801%20_I29Narrative.pdf  
5  CNN Money Best Places To Live. Accessed at: http://money.cnn.com/magazines/moneymag/bplive/2010/snapshots/PL1973335.html 
6  Site Selection Magazine. Top Metros of 2008. March 2009 Issue. Accessed at: www.siteselection.com/issues/2009/mar/top-metros/ 
7  Site Selection Magazine. Top Metros of 2007. March 2008 Issue. Accessed at: www.siteselection.com/issues/2008/mar/topMetros/ 
8  Business Facilities. 2009 Metro Rankings. Accessed at: http://businessfacilities.com/articles/cover-story/2009-metro-rankings-2/ 
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The Siouxland Initiative (TSI) was named one of the ten best economic development organizations in the country 
in 2008 by Site Selection Magazine10 

Low Unemployment 

The unemployment rate for the Sioux City region dropped below five percent in May 2012. This is the first sub-

five-percent unemployment rate in the region since 2008 and is well below (–3.3%) the US unemployment rate 

(8.2% in 2012)11. It results from an additional six hundred non-farm jobs from local employers.  

CHALLENGES 

REAL ESTATE  

The interesting collection of unique commercial architecture is a potential attraction for additional residents and 

visitors, yet there appears to be an abundance of large scale commercial vacancies downtown, with a few 

buildings that seem to lack consistent maintenance. This may be because some building owners intend to redevelop 

these facilities with modern amenities that newer, younger businesses may find attractive. 

Class A office space was until recently relatively full in downtown. Yet, with the Terra Centre mostly vacant this 

trend appears to have reversed. Along with increasing Class A office space vacancy rates, there appear to be 

some Class B and Class C office buildings that are largely empty. Some downtown stakeholders have noted the 

concern that this commercial space vacancy may be creating a negative perception for downtown.  

There may also be some type of mismatch in terms of the value that downtown commercial building owners expect 

to be compensated for and what the market believes downtown’s commercial real estate value is. There may also 

be a similar mismatch of the expected quality of downtown’s commercial real estate and what the market 

perceives as high-quality Class A and Class B commercial real estate. It may be that some downtown building 

owners view their space as higher quality than some market experts — and potential tenants — view them.  

Long-term ownership of some downtown buildings potentially presents a challenge to redevelopment. Some 

building owners may not have the resources — and may be penalized by capital gains taxes — if they sell their 

property. Some of these buildings may be providing a revenue stream to owners with little cost, leaving little 

incentive to change, modify or sell these buildings and create new opportunities.  

Some site visit participants noted that some potential businesses have indicated downtown rents may be too high, 

which may be a reflection of higher-end rental rates for some of the most desirable space downtown. While 

downtown’s commercial space is generally affordable, there are some exceptions. Retail space in the Promenade 

Theater might be above market price at $21 per square foot. The Promenade’s movie theaters have been 

financially successful — accounting for approximately 60% of the local theater market share — but currently there 

is only one successful retail store, while the remaining retail space has not to date seen long-term financial success.    

Downtown is surrounded by mostly low- to moderate-income neighborhoods (some of which are occupied by a 

substantial senior population) that, for the most part, lack strong architectural or historic interest to help spur further 

downtown revitalization. Over one-quarter of downtown residents (within a one mile radius) earn a relatively low 

income12, suggesting room to improve and diversify downtown’s economic base.  

SUPPORT FOR SMALL BUSINESSES AND ENTREPRENEURS 

                                                                                                                                                                                                         
9  Business Facilities. 2009 Metro Rankings. Accessed at: http://businessfacilities.com/articles/cover-story/2009-metro-rankings-2/  
10  Conway Data, Inc. Press Release. May 4th 2009. Accessed at: www.conway.com/press/pdf/TopDealsGroups2008.pdf  
11  Department of Numbers. Accessed at: www.deptofnumbers.com/unemployment/iowa   
12  Less than $15,000 income annually 

http://businessfacilities.com/articles/cover-story/2009-metro-rankings-2/
http://www.conway.com/press/pdf/TopDealsGroups2008.pdf
http://www.deptofnumbers.com/unemployment/iowa


149 

 

There is some indication that companies in some higher-skilled industries feel a need to look outside downtown to 

attract and recruit higher-skilled workers. This concern is part of the broader “brain drain” challenge across the 

state of Iowa.13 It will be an important factor to address for downtown’s future economic development success.  

In a memorandum titled “Challenges and Opportunities for the Siouxland Region,” eight issue areas were 

identified that could help improve the competitiveness of the region’s workforce14. The study focused on the region 

as a whole, but the points raised (below) may also be relevant for downtown’s workforce.  

Adapt to a dwindling, but more diverse workforce 

Transform the regional economy from one traditionally dominated by giant, low‐wage industries 

Demand higher, more specialized skills of workers 

Address a need for substantially more entrepreneurial skills 

Maximize early (K‐12) educational resources in support of industry demands 

Better leverage post‐secondary education 

Increase the growth of talent for the region’s economic base 

Make the region’s workforce system more capable of meeting the needs of individuals and businesses  

Western Iowa Technical Community College’s (WITCC) Small Business Development Center (SBDC) has done an 

admirable job providing small business support services in the area. However, much more needs to be done to 

harness their full potential and further build on their existing successes as part of a broader regional effort to 

support and enhance downtown’s small business development delivery system. The WITCC could be a key player in 

the next local business success story like Terra Chemicals.  

DOWNTOWN CONNECTIVITY 

Sioux City has done a tremendous job in developing and redeveloping 

important, strategic downtown areas and could potentially benefit from a 

more comprehensive plan. Some newer buildings, particularly between 

Pierce Street and Jones Street (see map), break up the traditional street-

level storefront pattern, creating a sense of fragmentation among 

downtown retail and service uses. The reopening of Fourth Street and 

newer developments that have accompanied it has helped connect parts 

of downtown. However, overall connectivity could be enhanced in large 

areas of downtown. Overall, these downtown areas appear to lack the 

critical mass to draw in shoppers or retailers.  

The vision for the downtown area between Third Street and the Missouri River that encompasses a mix of 

commercial, industrial, residential and civic uses could also be enhanced. Newer development in this area appears 

to have a suburban character that could potentially detract from downtown’s viability. Part of the land area in this 

portion of downtown is underutilized, and its connectivity to downtown attractions (e.g., the Tyson Event Center, the 

Missouri River and Riverfront Park, etc.) could be augmented. 

Infrastructure 

                                                           
13  From 1995 to 2000, Iowa lost more young people than any other state in the country, besides North Dakota. Accessed at: 

www.kmeg.com/story/12080334/home-again-fights-iowa-brain-drain?clienttype=mobile&redirected=true 
14  Challenges and Opportunities for the Siouxland Region Memorandum. Center for Regional Economic Competitiveness. University of Northern Iowa Institute 

for Decision Making. October 2009.  
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There are opportunities associated with the redevelopment of I-29, yet there is also a risk that the redevelopment 

process itself could displace downtown businesses. Once completed, the newly redeveloped interstate could alter 

traffic patterns in a way that might decrease demand and access to successful downtown companies.15  

CONNECTIONS TO NATURAL AMENITIES  

Connections to traditional natural amenities (e.g. green 

space and parks) for downtown residents could be 

enhanced. The City of Sioux City has been in the planning 

process for the proposed Cone Park and improvements to 

the riverfront connection as part of the I-29 project but, 

where possible, these efforts should be augmented. 

Establishing convenient connectivity to the riverfront is a 

goal that should probably continue to be at the forefront of 

downtown’s redevelopment. This connectivity could 

potentially be enhanced if approached from the 

perspective of pedestrians, recreational cyclists, and 

automobile drivers, which may require bike access 

enhancements and improved trail system connections.  

PARKING  

Parking costs — and associated fines for violations thereof 

— is viewed by some building owners and businesses as an 

impediment to attracting downtown visitors. Some site visit 

participants commented on the aggressiveness of 

downtown’s parking enforcement methods. While parking 

enforcement data were not available for the current year, 

a 2010 parking assessment for downtown revealed a 

sixteen percent increase in the number of parking citations 

issued from 2009 to 2010. The parking assessment also 

noted the current parking violation fine ($9.00) does not 

seem to deter chronic parking meter violation / abuse, 

despite expressed fears that fines will drive people away 

from downtown.  

There are several city and privately-owned parking 

facilities located throughout downtown. The real estate and 

economic market analysis notes that several Sioux City area 

professionals mentioned concerns that parking may become inadequate based on the opinion that most parking 

structures are seeing larger numbers of parkers — despite several downtown office buildings remaining mostly 

vacant. Although there are a number of vacant spaces available in several parking ramps, long term improvements 

in Sioux City’s real estate market unaccompanied by additional parking holds the potential to adversely impact 

downtown and hinder real estate market growth.  

CONCLUSION  

                                                           
15  Dave Dreeszen. Sioux City Journal. I-29 Work to Force Exodus of Some Businesses. June 10, 2012. Accessed at: 

http://siouxcityjournal.com/business/local/article_56e1aa08-e17f-5ea2-a1c1-da86d0e6e963.html.  

Case Example:  

Davenport Riverfront Re-Connectivity 

Davenport, Iowa is a noteworthy example of 
coupling downtown and riverfront revitalization 
efforts, and building on a framework of 
walkable urban areas visually tied to the 
Mississippi River. In a relatively short period of 
time downtown Davenport successfully 
transformed by using its riverfront as a central 
focus of its downtown revitalization strategy. A 
concerted, comprehensive redevelopment 
effort in 2001 known as the River Renaissance 
was initiated by the city, the community and the 
local private sector resulting in investments of 
over one hundred million dollars of public and 
private funding. A second planning process 
known as the River Vision included roughly 
1,000 residents from both sides of the 
Mississippi River (Davenport, Iowa and Rock 
Island). From this process a River Vision Plan 
was born, out of which came further 
reinvention and revitalization projects in both 
Davenport and Rock Island’s riverfront areas — 
including the conversion of a former city landfill 
into a 50 acre multimillion-dollar public 
recreation area (Centennial Park) with the 
Midwest’s largest skate park. Economic 
development officials in Davenport have 
credited their success to “maximizing the river”.  

http://siouxcityjournal.com/business/local/article_56e1aa08-e17f-5ea2-a1c1-da86d0e6e963.html
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The challenges confronting downtown are significant but manageable if Sioux City leaders are able to maintain 

strong, open lines of communication with partners that were evident during the IEDC Advisory Team’s site visit. The 

ability to maintain dialogue and leverage input from partners and the public will serve Sioux City well going 

forward. The next section will discuss recommendations for downtown’s continuing revitalization efforts.   

RECOMMENDATIONS 

CONTINUE LEVERAGING STRENGTHS AND ASSETS  

Downtown competes for residents and businesses on both costs (e.g., taxes, fees, parking, etc.) and benefits (e.g., 

unique cultural offerings, etc). Sioux City may want to consider concentrating on leveraging the benefits of its 

existing collection of interesting commercial architecture that other areas may not offer. The strategy should be to 

minimize costs where possible, but also to educate and sell the unique benefits that downtown offers that help 

justify potentially higher costs of living compared to other neighboring areas. In economic terms, product 

differentiation and added value tend to command higher monetary premiums. A community like Sioux City that 

strives to be a “valuable place” should continue identifying and developing unique attributes that add to 

downtown’s differentiation from any other place.16 

Sioux City should continue its current strategy of ensuring that efforts are made to concentrate development 

opportunities and funding to the revitalization and rehabilitation of its architecturally significant historic buildings. 

Efforts should also be made to upgrade the current office inventory to Class A and reduce the overall office space 

inventory through residential conversions. Each decision about changes to the physical form of downtown’s existing 

architecture should be evaluated by how it will effect downtown’s “competitive position — its realistic ability to 

compete nationally for residents and businesses.”17 

Despite vacancies in some of downtown’s buildings, it should not necessarily be considered a failure if no 

immediate uses or tenants can be found for these facilities, as “an empty building is a much better neighbor than 

an empty lot.”18  

BUILD ON RENEWED RESIDENTIAL HOUSING DEMAND 

RCLCO’s residential real estate analysis estimates that 1,300+ eligible households (1-2 person) annually will be in 

the market for a residential unit, based on relevant competitive supply and units vacated through turnover in the 

downtown submarket. Of these (assuming no changes in downtown), RCLCO’s analysis estimates an annual demand 

ranging from 40 to 100 units in downtown. Furthermore, of these 40 to 100 units, RCLCO estimates 25 to 65 will 

demand for-sale housing and 14 to 35 will demand a market rate rental apartment in downtown. 

RCLCO further estimates that a potential 4,500+ households annually would be in the market for a residential unit 

if downtown were positioned as a more family-friendly, neighborhood-oriented environment. In this scenario, 

RCLCO’s analysis estimates an annual demand range of 115 to 220 for a residential unit in downtown. Of these, 

RCLCO estimates 85 to 140 will demand for-sale housing and 30 to 80 will demand a market rate rental 

apartment in downtown. 

Sioux City may want to carefully consider the overall impact of proposals to add more low-income housing 

downtown. It may be preferable for downtown to focus more on adding market rate rental and ownership units, 

                                                           
17  Jeff Speck. The City Livable: Modest Proposals for Reviving Downtown. Report to the Citizens of Davenport, Iowa. September, 2008. 
17  Ibid. 
18  Ibid. 
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which will help raise the profile of downtown as a residential area. RCLCO’s consumer research supports this notion. 

Their analysis indicates that younger generations (e.g., Generation Y — those born from roughly 1980 to 2000) 

are typically willing to pay more for the conveniences and lifestyle amenities associated with urban living. More 

than one half of Generation Y respondents to RCLCO’s consumer survey research indicated a willingness to 

substitute lot sizes for an ability to walk to shopping or jobs. Even for families with children, one-third of all 

respondents to RCLCO’s consumer research indicated they would be willing to trade lot size and “ideal” homes for 

walkable, diverse communities. 

In order to position downtown as an attractive, competitive destination for potential residents and businesses, Sioux 

City should focus on enhancing the availability of higher-end housing that is attractive to younger populations with 

comparatively higher disposable income. In other words, from a residential standpoint, Sioux City should consider 

prioritizing the unique benefits of premium downtown living over other factors in which it may have less of a 

competitive advantage compared to other areas (e.g., cost of living, which tend to be higher in premium downtown 

areas).  

CONTINUE ENCOURAGING CONVERSION OF SOME OFFICE SPACE TO RESIDENTIAL 

RCLCO’s analysis of downtown’s real estate market found anecdotal evidence of a modest recovery in Sioux City’s 

local real estate markets, which should be viewed as an opportunity for the city to strengthen downtown’s appeal 

with improvements to livability and walkability. The two recent notable adaptive use projects have proven that 

there’s interest in rental and condominium housing in the downtown. This newly redeveloped residential space has 

been absorbed quickly and achieved rents and sales figures at the top of their markets. This should be taken as a 

signal of growing appeal for interesting, higher-end residential space in downtown.  

This approach to residential redevelopment in downtown is seemingly replicable. There are plenty of other existing 

underperforming office buildings that may be similarly ideal — in terms of location, historic significance, and 

architectural charm — for similar redevelopment. Such redevelopment efforts will result in additional downtown 

residents. Sites around Historic 4th Street, south of 3rd Street, and in the West End are primed for redevelopment 

into new residential or mixed-use buildings. 

MAKE IT A PLACE 

A key guiding principle Sioux City should consider for its downtown revitalization efforts is investing in enhancing 

the “sense of place” in downtown. Enhancements to downtown’s walkability, urban design, connectivity, green 

space and unique amenities, could help set the stage for future development and encourage private investment. 

The unique physical environment and architecture that serve as attractions for downtown have been noted, and 

Sioux City should build on these assets and further develop downtown as a place that fosters dense activity and a 

vibrant atmosphere. It will further solidify downtown’s position as a unique cultural center unlike any other within 

hundreds of miles, and continue making downtown a place that people and businesses want to be.  

CONTINUE WALKABILITY ENHANCEMENTS  

According to the 2010 Census, there were 814 people living in the area bounded by Wesley Parkway on the 

west, Floyd Boulevard on the east, 9th Street on the north, and the Missouri River on the south19. This might be 

considered the “walkable” area of downtown. Sioux City should make it a goal to increase residential density in 

this walkable zone.  

                                                           
19  Source: US Census Bureau.  
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RCLCO’s analysis notes that local efforts to invest in 

downtown, including improvements to walkability, could 

result in a transformation that could position Sioux City to 

emerge as one of the Midwest’s premier urban districts by 

offering an attractive quality of life for those that choose 

to live, work and find entertainment in downtown districts. 

Though there are enhancements that could be made, 

downtown offers amenities and infrastructure that 

constitute a strong foundation for a walkable urban core.  

AUGMENTING PARKING AWARENESS AND CONNECTIVITY 

Sioux City should develop a public education and 

promotion campaign regarding downtown parking. Some 

residents and business owners have expressed concern 

that parking costs and associated parking enforcement 

fines in downtown may be driving customers away.  

Yet, parking turnover is the lifeblood of downtown 

economic activity. As mentioned during the site visit, where 

free parking is allowed (with resulting lack of turnover in 

downtown parking areas), this almost certainly means 

employees, residents, and visitors will occupy available 

parking in front or near key shopping and consumer areas 

in downtown. A likely result will be less business traffic to 

downtown businesses and retailers. Instead Sioux City 

should develop a campaign to continue to encourage and 

drive downtown visitors to parking ramps. The campaign 

should start by focusing on the business owners who will 

need to be convinced of the benefits of parking turnover, 

and how these benefits are generally preferable to other 

alternatives.  

CONTINUE TO OPTIMIZE GREEN SPACE 

As additional residents migrate downtown, Sioux City 

should consider augmenting the volume and character of downtown’s green space. Improving downtown’s green 

space could potentially improve downtown’s ability to successfully encourage more residents and housing. The 

future addition of Cone Park could prove to be catalytic, and has the potential to attract increased foot traffic 

downtown. Cone Park’s development could also help leverage additional development and activity generation 

downtown.  

There seems to be a need for small, one- to three-acre parks at both the east and west ends of downtown. Future 

residential development in Sioux City’s West End district would be well served by green space around the Battery 

Building. The eastern end of the Post Office block, a portion of which is currently listed for sale, might be an ideal 

location for a park serving downtown’s east end. If a portion of the Post Office parking lot could also be acquired, 

park development might be accompanied by new housing fronting on the park. 

Sioux City should consider a coordinated campaign to plant more trees across downtown. There are many benefits 

to planting trees downtown. They generally create more comfortable year-round “microclimates”. On the business 

Case Example: 

La Crosse, Wisconsin Streetscaping 

Downtown La Crosse’s successful revitalization 
involved several streetscaping projects. This 
venture involved everything from changing existing 
street lamps to 1930s and 1940s style street lamp 
designs, to recreating streets with brick in lieu of 
pavement, to bike rack installations, to strategically 
located visitor kiosks, to trash receptacles. 
Effectively La Crosse’s overall streetscaping 
program “covered everything from the building 
facades out to the streets.” All of which resulted in 
an improved presence of downtown residents, 
employees and visitors and improved property 
values for downtown residents and business 
owners. Funding sources for these projects varied, 
with funds for bike rack projects coming from a 
local YMCA via a federal government grant for 
Pioneering Healthy Communities, and funds for 
visitor kiosks and way finding improvement 
projects coming from the City of La Crosse. Since 
these projects began in the mid-1990a the City of 
La Crosse has now developed a maintenance 
program to ensure the quality of these 
improvements is maintained and the hard-earned 
downtown improvements are not diminished. 

Case Example: Davenport, Iowa  

New Business Parking Incentive Program 

Davenport, Iowa has developed and implemented 
a structured, tiered parking incentive program for 
new downtown businesses. The approach is to 
offer a defined number of parking spaces at a free 
or discounted rate that gradually increases on an 
annual basis, such that at the end of a 
predetermined time frame (e.g., five or ten years) 
the downtown business then pays the full parking 
rate for its business and employees.  
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side, trees routinely improve property value and generate higher income streams for businesses. On the 

environmental side, they reduce storm-water run-off. On the infrastructure side, trees lengthen the life of pavement. 

In a study performed for Davenport, Iowa, the report referenced a statistic noting that for the $250-$600 planting 

costs of a single tree, it returns over $90,000 of direct benefits throughout its lifetime.20 

CONTINUE FOCUSING ON KEY DOWNTOWN SITES 

Drive Decision for Land-Based Downtown Casino Location  

One of the most important immediate opportunities for Sioux City is the likely development of a land-based casino 

and relocation of the current casino site on the Missouri River to a downtown location. The IEDC Advisory Team 

believes that Sioux City leaders should ultimately drive the choice of location for the casino’s relocation, as 

opposed to waiting for others to propose or select potential sites for the casino.  

During the site visit, the IEDC Advisory Team heard about several different options that have been presented to 

date (e.g., Pearl Street site, former Warrior Hotel, Sioux City Convention Center, the former Bomgaars store site, 

etc.). While the IEDC Advisory Team is not in an appropriate position to recommend an exact location for the 

relocation of the casino, the team believes that the decision should ultimately be driven by Sioux City leaders who, 

in conjunction with the casino owners, need to carefully consider the pros and cons of each location.  

Additionally, the IEDC Advisory team recommends that the new land-based casino should be viewed as an anchor 

to support other existing and future businesses. As part of this, Sioux City should encourage the land-based casino 

to develop and engage other street-level activity as much as possible to help drive foot traffic around other 

proximate areas of downtown. Similarly parking for the casino could be dispersed in downtown such that 

increased foot traffic is driven to strategic areas around downtown. Sioux City should also encourage the casino to 

develop multiple entries to disperse foot traffic to and from the casino to different areas in downtown. In sum, 

Sioux City should consider how to best integrate the casino into the fabric of downtown in order to make it a 

destination and to ensure that the casino works for Sioux City by maximizing the benefits it offers. 

Retail Strategy 

While there may be some retail chain stores that will consider a downtown location, many chain stores are likely to 

continue to be drawn to Lakeport Commons or other major shopping districts in the region. A business attraction 

strategy focusing mainly on chain businesses may be unlikely to generate substantial overall economic impact for 

downtown. Sioux City should consider an approach that targets retail and restaurant entrepreneurs and existing 

independent or regional chain businesses within roughly a one hundred mile radius of downtown.  

Sioux City should identify priority retail sectors for attracting businesses. This could extend as far as Omaha, Sioux 

Falls, Des Moines, and Mason City, as well as some distance west. Businesses will need to be screened to determine 

if they are a good fit for one of the downtown retail districts, which may require a blind visit to observe business 

practices and merchandise selection. 

Targeted businesses should then be approached to open a downtown location. Sioux City may need to offer some 

incentives to attract the business. These can include the potential to open a kiosk or booth space in the proposed 

Sioux City Marketplace, the ability to test the market with a pop-up store in vacant space at free or discounted 

lease rates; rent abatements; sign and façade grants; and marketing assistance to improve cash flow and customer 

awareness during the first six to twelve months in which a store or restaurant is open. These programs should only 

be available to businesses locating downtown and remaining there for some number of years after opening. Sioux 

City should also consider modifications to its existing façade improvement program and offer forgivable loans for 

façade improvements in which, over the course of 5-7 years, a certain percentage of the loan is forgiven every 

                                                           
20  Jeff Speck. The City Livable: Modest Proposals for Reviving Downtown. Report to the Citizens of Davenport, Iowa. September, 2008.  
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year. If the business moves out of the targeted area where incentives are offered, they should pay at least the 

remaining portion of the outstanding loan and potentially 

some small fees or fines. 

CONTINUE EFFORTS TO DEVELOP CRITICAL MASS 

There are three areas of downtown (Historic Fourth Street 

District, West Fourth Street Area, and the Historic Pearl 

District) that Sioux City should target with the intent of 

generating a critical mass of businesses to draw in customer 

traffic in each area.  

Historic 4th Street District 

Historic 4th Street was once Sioux City’s “red light” district 

and has more recently emerged as the city’s chief 

entertainment district with several quality restaurants (e.g., 

Rebo’s, Luciano’s, etc.) and a small number of retailers. The 

dearth of remaining available space in this district (with the 

notable exception of the Promenade shops) likely means 

that only a few additional businesses can locate in the 

Historic 4th Street District.  

Central Core Area 

The central core area is the remnant of what was once 

downtown’s retail core. While the former Younkers has been 

repurposed as HOM Furniture retail store, the former 

Bomgaars store is empty and listed for lease. This vacant 

retail space could be subdivided to create storefront 

openings onto both Pearl Street and 4th Street. It is also a 

more likely prospect that these types of smaller, sub-

divided spaces would lease more quickly — and for better 

uses — than would the entire space as currently configured. 

The former Bomgaars store could be divided to open up 

storefronts onto Pearl Street, addressing the long blank wall 

created by this building, the MidAmerican building, and the 

parking garage. Downtown should consider developing a 

“Sioux City Market”, perhaps in the former Bomgaars store 

or other potential sites such as the Battery Building. This 

type of market could include kiosks or booth space for 

several vendors selling specialty and prepared foods, and 

other products. It would provide an opportunity to recruit 

local manufacturers to open an “outlet” for their goods. Sue 

Bee Honey, Jolly Time Popcorn, and Wells Blue Bunny are 

examples of such manufacturers. 

Case Example:DavenportOne NewVentures 

Center, Saint Ambrose University and  

Eastern Iowa Community College (EICC) 

The DavenportOne NewVentures Center in 
downtown Davenport, Iowa is a good example 
of how a small but growing university presence 
in downtown can help revitalize downtown 
areas. The NewVentures Center began a decade 
ago (2002) and offers technical services to 
colleges, universities and businesses. The 
business incubator facility was initially intended 
to have an agricultural theme, but the facility 
eventually evolved to become a more general 
business incubator. The center also houses 
Eastern Iowa Community College’s Small 
Business Development Center. 

The presence of the NewVentures Center 
eventually attracted the interest (and ultimately 
presence) of higher education institutions in 
downtown Davenport. This process began with 
the location of Saint Ambrose University which 
moved its Master of Organizational Leadership 
degree program (and several MBA courses) into 
the center’s office space and “smart 
classrooms”. Saint Ambrose University offers 
evening courses to its largely adult student 
population.  

This initial university presence then attracted 
the attention and eventual expansion of the 
region’s community college (Eastern Iowa 
Community College), which opened up literally 
just across the street from the NewVentures 
Center. In addition to evening classes, the 
community college offers daytime courses as 
well. This university presence, in turn, led to a 
genuine cluster of students whose presence in 
downtown began to increase demand for goods 
and services therein (retail, restaurants, bars, 
etc.). Economic development officials in 
Davenport noted that this was incredibly 
helpful to enticing other businesses to locate 
downtown and helping “fill in the blanks” of 
downtown. As a consequence, downtown 
Davenport has now begun to see the return of 
more professional firms (e.g., engineering, 
insurance, financial, and legal) that had moved 
to the suburbs decades ago.  
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Historic Pearl Street District 

Pearl Street was Sioux City’s first “Main Street” before it declined and became a secondary commercial corridor. 

Pearl Street’s opportunities for retail are challenged by long blank walls along the east side of the street from 3rd 

Street north to 5th Street. Opening the Bomgaars frontage with new storefronts will help to overcome this hurdle.  

There are small buildings in this area that have ideal floor areas for the kind of independent retail and other uses 

that Sioux City can expect to attract to this area.  

West End Development 

Some of the smaller buildings in the West End district provide opportunities for ownership for small to mid-sized 

businesses, which may not be available within the downtown core of Sioux City. Sioux City should leverage this 

benefit as a recruitment strategy for this area.  

This West End district could be considered a good location for a kitchen incubator. A kitchen incubator would 

provide shared commercial kitchen equipment for potential businesses that may not have the capital to invest in a 

commercial kitchen during the early stages of the business. It also allows potential businesses to test local market 

demand for their services before making additional investments. This type of venture could be located in an 

existing building, or perhaps along with a “Sioux City Market” in the former Bomgaars building, or the Battery 

Building where it might be used by other food preparers, or incubator tenants may sell their goods. 

CONSIDER DEVELOPING A DOWNTOWN UNIVERSITY CENTER 

The West End district would also be a good location for a potential “university center” shared by area colleges 

and state universities (e.g., Briar Cliff College, Western Iowa Technical Community College, Morningside College, 

Iowa State University, University of Iowa, University of South Dakota, et al.). Day and evening classes offered at 

this kind of downtown university center would attract students into the West End district (or downtown generally) 

and help to anchor the area as a live-work-play destination for younger adults. There may also be other locations 

in the downtown that may be well suited to a University Center. More details on increasing downtown university 

presence are discussed later in the report. 

CONSIDER A NON-PROFIT LAND BANK 

Land banking is the process of buying land (typically undeveloped) with the goal of holding the land until it’s 

considered profitable to sell to others (for a higher price than the initial investment). The desired value or price 

increase of the land can be the result of inflation or conversion for different uses (e.g., residential, commercial or 

industrial — depending on zoning requirements), among other reasons. 

Land parcels that lie in the direct path of development or growth in developing cities are generally considered 

desirable for a land bank. Typically, the objective is to ascertain such parcels well ahead of developers and to 

then await their value to come to full fruition. Sioux City may consider establishing a non-profit land bank to 

acquire, prepare, and make sites and buildings available for redevelopment. Advantages of a land bank include: 

The ability to acquire and hold property until the desired kind of development can be achieved. 

The ability to assemble multiple parcels to enable larger-scale redevelopment. 

The ability to move quickly to acquire properties that come on the market, faster than government can usually 

act. 

The ability to tap grants and other sources of funding available to a non-profit, in addition to funds provided 

through local and state government programs. 

The potential to provide tax benefits to sellers, as well as the opportunity to receive donated property. 



157 

 

The ability to enact covenants or deed restrictions as a means of securing positive benefits for the district (such 

as historic façade easements or public access easements). 

GROW ORGANICALLY AND THINK SMALL  

Sioux City should further augment its downtown job growth strategy by building on previous successes and 

continuing with the development of a multi-faceted small business and entrepreneurship development strategy 

aimed at growing additional jobs from within downtown. In short, downtown should “think smaller” and focus on 

organic small business-driven job growth.  

During the past decade, newly self-employed persons accounted for a third21 of all net job growth in Iowa. The 

remaining two-thirds of new jobs were in establishments of two to nine employees. By comparison the net change in 

jobs at larger establishments was negative, and, at the same time, nearly all of the net job losses in Iowa were 

accounted for by companies based in other states.  

Put differently, Iowa’s small home-grown businesses have been responsible for a majority of the job growth in 

Iowa. This does not imply that some larger operations do not grow or locate in Iowa, but given this information, it 

appears the odds of filling space with several smaller companies may be greater than landing one large 

company. For example, the real estate and economic market analysis points to local evidence that a Sioux City-

based small business could grow and expand into a large regional employer, just as Terra Industries did.  

Therefore, Sioux City should enhance efforts to target local small business growth. This could include efforts to 

support self-employment and micro-businesses (five or fewer employees), as well as establishments with up to 20 

employees. However, growth patterns nationwide (and in Iowa) show that a majority of net new employment 

occurs in much smaller establishments.  

Sioux City will need to modify downtown development and real estate tenanting strategies to reflect this focus on 

fostering small business development. This should include exploring whether downtown could enhance its offerings 

for smaller office uses. It may be that some downtown building owners will reconsider strategies for providing 

additional office suites in the range of 5,000 to 10,000 square feet — and potentially even smaller.  

Downtown leaders may find it beneficial to further identify specific industries suited to downtown. Sioux City should 

also consider offering additional financial incentives from its economic development arsenal (e.g., TIF funds, façade 

grants, loans) for downtown-specific or downtown-only projects and prospects, in order to steer potential 

employers towards a downtown location. 

Economic Gardening 

Economic gardening is an approach to economic development that stresses growing local businesses over 

recruitment. Key elements of an economic gardening initiative include connecting businesses to resources, providing 

access to information, and developing the local capacity/environment in which local businesses can grow. Sioux 

City should examine the merits of this approach, given the importance of local businesses to its economy. 

IEDC offers a publication titled Unlocking Entrepreneurship: A Handbook for Economic Developers that contains rich 

information on economic gardening strategies. The Edward Lowe Foundation is also an excellent resource for 

information on economic gardening and strategies therein. Additionally, a popular statewide economic gardening 

program in the state of Florida known as GrowFL (administered by the University of Central Florida), is an 

excellent resource for economic gardening resources. Finally, the Iowa Economic Gardening Network is a resource 

                                                           
21  National Employment Time Series Database. Edward Lowe Foundation. Accessed at www.youreconomy.org 

http://www.youreconomy.org/
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that Sioux City, if not already involved in, should strongly consider joining or enhancing (if a relationship with this 

group already exists) in order to access information on technical assistance related to economic gardening in Iowa.  

Coworking 

Coworking is increasingly being seen as a strategy for supporting business creation and growth. Coworking is an 

environment for solo workers and small businesses, creating a supportive community within shared workspace. 

Coworking can be part of an economic gardening strategy as well. There are a number of coworking spaces in 

Iowa with varied levels of success. A successful example is in Des Moines, Iowa called Foundry Coworking that 

offers “a creative, open workspace for entrepreneurs, startups, and mobile professionals”22 Several other 

examples of coworking spaces exist in Iowa City as well.   

Shift-Share Analysis 

The real estate and economic market analysis employed a shift-share methodology to look at (a) historical 

employment growth by industry in both Woodbury and Polk Counties in comparison to (b) the total employment 

growth in Iowa during from 2003 and 2008 — a period of sustained economic growth. A shift-share analysis 

identifies a jurisdiction’s competitive advantage (or disadvantage) in industry employment by comparing a 

particular industry’s growth in the specific jurisdiction to general employment growth in the region and to regional 

employment growth in that particular industry. RCLCO deems this competitive advantage the “Woodbury County 

Effect”. 

The real estate and market analysis identifies economic sectors that are especially attracted to (or repelled by) 

these counties. RCLCO results illustrate three industry clusters show growth resulting from a local effect: Agri-

Business and Food Processing, Defense and Security, and Education and Knowledge Creation. RCLCO’s analysis 

indicates that growth in all other industry clusters can be attributed to industry and statewide factors. 

                                                           
22 Foundry Coworking. Accessed at: http://foundrycoworking.com/about 

http://foundrycoworking.com/about


159 

 

BUILD ON AND STRENGTHEN DOWNTOWN SMALL BUSINESS PARTNERSHIPS  

Sioux City should begin to strengthen partnerships with its Small Business Development Centers (e.g. WITCC), 

colleges and universities (e.g., Morningside College, Briar Cliff University), and other sources of technical assistance. 

Most SBDCs offer assistance to small businesses in the form of free one-on-one business counseling, market research 

services, business education classes, et al. and these services will need to be strengthened to increase the odds of 

downtown’s ability to successfully create small, homegrown businesses. 

Sioux City should consider carefully screening potential downtown start-up businesses to determine their viability 

because a number of new businesses that open and then quickly fold could create a negative image for downtown 

as a place to open a business (which may ultimately hinder new growth downtown). Local leadership should 

carefully weigh the pros and cons of such an approach and its potential impact on Sioux City’s growth and 

branding.  

MAXIMIZE PARTNERSHIPS AND COLLABORATION  

On the economic development webpage of the Siouxland Initiative’s website, the following text appears: 

“The key advantage of the Sioux City metro's business environment is diversity. Because of its unique location at 

the confluence of Iowa, Nebraska and South Dakota, business prospects have a choice of three economic 

development programs, three tax structures and regulatory environments of three states.” 

It is the belief of the IEDC Advisory Team that, where possible, direct reference or encouragement of competition 

between the three states of Iowa, Nebraska and South Dakota (such as the way the previous statement is framed) 

should be avoided. The above statement paints a limited picture of what the region as a whole has to offer in 
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terms of workforce supply and quality, educational institutions, access to major markets, quality of life indicators, 

etc. Every community within the region is different and offers some unique benefits to prospective businesses. Sioux 

City should work with its regional economic development partners to encourage them to avoid mention or 

inferences of competition between communities in the Tri-State region that are based solely on tax structures and 

regulatory environments while encouraging them to instead focus on other positive business benefits (such as those 

referenced above) in describing the advantages of different communities and the region to potential business 

clients.  

The IEDC Advisory Team recommends the Siouxland Chamber/Initiative partner with the City of Sioux City and 

Downtown Partners Sioux City to help implement the recommendations of this study and actively promote and 

market downtown as a key element of regional economic growth.  

FURTHER ENHANCE LOCAL ARTS-RELATED DEVELOPMENTS 

Sioux City may want to consider encouraging Siouxland Artists, 

Inc. (whose primary goal is helping develop deeper 

understanding of art within the Siouxland community) to find 

gallery space in a prominent downtown location in which to 

offer its programs, exhibitions and art sales. A downtown 

Siouxland Artists, Inc. gallery could be a way to grow a 

community of artists who want to connect with this organization’s 

annual arts shows and downtown art walks.  

During the IEDC Advisory Team’s site visit, the team learned 

about a previous assessment of downtown by ArtSpace that 

identified demand for up to 25 live/work artist units in 

downtown. There are several buildings in the Historic West End 

District that can be adapted or redeveloped in order to meet 

this potential demand. This effort should try to find ways to 

involve other organizations in the Sioux City arts community, 

such as Sculpt Siouxland and ISU Design West.  

Sioux City should also augment their existing relationship with 

ISU Design West to encourage greater downtown involvement. 

One possibility is to work with Iowa State University officials to 

further develop the ISU Design West program, starting with 

informal dialogues with the program’s administrators to review the needs and desires of the program and explore 

additional ways downtown could partner on potential program expansion. Another possibility is to enhance 

existing connections to ISU Design West by developing a program that helps display works of ISU Design West 

students at downtown galleries, buildings, skywalks and other open areas for public art. Examples of Sioux City art 

created by ISU Design West students can be seen at: www.flickr.com/photos/drawia/sets/72157620594421913 

(Title: Sioux City IA Buildings). 

CREATE OPPORTUNITIES TO PARTNER WITH SIOUX CITY GROWTH ORGANIZATION (GO)  

The Sioux City Growth Organization (GO) spawned from the ambition and initiative of young entrepreneurs in 

Sioux City. Although the real estate and economic market analysis didn’t evaluate the viability of member 

businesses or business concepts presented at this year’s Innovation Market, Sioux City appears to have the 

infrastructure, talent, support network and historical precedence to nurture the growth of successful local companies. 

Case Example: 

Incenting Local Arts 

in Chattanooga, Tennessee (ArtsMove) 

As part of Chattanooga Tennessee’s 
downtown revitalization effort, a 
financially-incented housing program was 
developed to help attract artists to 
downtown Chattanooga. The Allied Arts of 
Greater Chattanooga (AAGC) — a 43 year 
old private, non-profit arts council — 
created an artist relocation program known 
as ArtsMove that provides homebuyer 
incentives of up to fifteen thousand dollars 
in the form of a five year forgivable 
mortgage. The ArtsMove program was 
intended to encourage artists to live and 
work in one of five Chattanooga 
neighborhoods identified for 
redevelopment.   

http://www.flickr.com/photos/drawia/sets/72157620594421913
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The City of Sioux City has supported these efforts, including sponsoring the Innovation Market. These efforts should 

be continued and further built upon.  

ENCOURAGE DEVELOPMENT OF LOCAL ENTREPRENEURSHIP EDUCATION 

Entrepreneurship should be a part of the K-16 educational system. Educating students about entrepreneurship 

benefits and processes helps them become aware of their potential as entrepreneurs and of the tools needed to 

successfully start their own businesses — which can effectively lower the unemployment rate, increase job creation, 

diversify the economy, and reduce the number of small business failures.23 There are numerous ways that economic 

development organizations can and do support entrepreneurship education in their communities, including 

advocating for entrepreneurship education in local schools, engaging business communities in entrepreneurship 

education processes, and supporting entrepreneurship education programs through grant development. Sioux City 

should consider developing an entrepreneurship education initiative in conjunction with area high schools and 

universities. This could begin as a pilot program at a handful of area schools and universities then broadened 

throughout the region. Success in this realm would go a long way to rebranding downtown as a place that caters to 

and develops entrepreneurship.  

DEVELOP A DOWNTOWN UNIVERSITY PRESENCE 

Sioux City should develop a small but significant downtown university presence. While expectations for an 

immediate downtown transformation should be tempered, a significant downtown university presence would 

ultimately go a long way to benefitting the development of the city’s workforce by helping to attract young, 

educated students downtown. The Iowa State University Design West facility in downtown is a significant start, and 

expansion of this program or the addition of other complementary university facilities in downtown should likely be 

a priority for downtown.  

Sioux City should consider developing a downtown university center in partnership with area or state universities. 

This type of university center could be tailored to particular industries Sioux City and its downtown have identified 

as targets for future economic development efforts. Moreover, a university center needn’t involve just one 

university. It could be a joint program of different universities. 

There are several important benefits that this type of university center development could bring to downtown. First, 

it could send a signal (to targeted industries and businesses) that Sioux City is developing expertise in a particular 

industry, which helps begin to brand the region. Second, it might begin to lay the groundwork for modest, but 

important future workforce development and may even help begin to reverse the trend of brain drain. Third, a 

built-in core of students and university employees (whether faculty or administrators) could increase daytime (and 

potentially evening) demand for downtown goods and services (particularly if students resided downtown).  

                                                           
23  International Economic Development Council (IEDC). Economic Development Research Partners. Unlocking Entrepreneurship: A Handbook for Economic 

Developers. 2011. 
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BUILD UPON DOWNTOWN MARKETING CAMPAIGN 

Sioux City has worked with Downtown Partners to develop marketing and branding concepts that emphasize the 

advantages of doing business and living downtown. Sioux City and Downtown Partners should consider enhancing 

this campaign. One approach is to profile residents or business owners who have made the decision to live or work 

downtown. “I live downtown” or “I work downtown” can profile individuals with a photograph and a few written 

lines of information about the person and why they made the choice to live downtown. Additionally, advertising in 

local magazines could be coupled with low-cost techniques such as printing “I work downtown” posters to hang in 

public places, such as throughout the skywalk system. Other activities that could be explored as part of a broader 

marketing campaign include: 

 Conducting additional tours of rehabilitated buildings during cultural festivals and events of local and 

regional significance 

 Partnering with area colleges so that downtown is included in university tours to potential students, parents, 

investors, etc. and discussing downtown development plans  

 Showcasing plans for future developments in and around downtown at local events 

 Wine tasting(s) at newly rebuilt housing and retail spaces to attract potential tenants and buyers 

Sioux City should continue efforts to design and promote additional events (e.g., Fridays on the Promenade, Art 

Walk, etc.) that drive traffic to retail shops and restaurants downtown. A marketing assistance program (which 

could encompass both technical and financial assistance) for downtown retail and restaurant businesses can be 

offered to provide additional support. Marketing assistance is a core component of economic gardening discussed 

earlier in the report.  

Sioux City should consider developing a marketing program for downtown that pairs local students with marketing 

and graphic design skills and interest with downtown areas and businesses that can utilize these services. In this 

scenario, under the supervision of university faculty or capable volunteers, the marketing program could have 

students work to identify markets, put together marketing strategies, initiate web and social media strategies 

(including training for business owner’s to maintain in the future), and design promotional materials such as 

advertising, logos, menus, etc. 

Sioux City should further develop and provide new downtown businesses with a collection or package of marketing 

materials to raise awareness of new business openings. This effort would build upon current branding and 

marketing efforts underway and would include working with local media to provide coverage, other forms of 

notification through organizations such as the Siouxland Chamber of Commerce and civic organizations, and grants 

for promotion and advertising efforts. 

Sioux City may also want to consider providing funds (if possible) for cooperative advertising based around 

special events or holidays. It would be preferable if this type of cooperative promotion and advertising ensured 

that downtown shopping and dining opportunities were featured in tourism promotion efforts. 

PROMOTIONAL RECOMMENDATIONS   

The City of Sioux City has many partners working to attract new industry downtown, including the Iowa Economic 

Development Authority (IEDA), MidAmerican Energy, the Siouxland Initiative, local realtors and local developers. 

The Sioux City Economic Development team works closely with Badgerow Building developer Bruce DeBolt who 

travels the globe working to recruit companies to locate data centers in the beautifully restored historic downtown 

building. The City also attends industry specific tradeshows around the country with IEDA and met with companies 

with an Iowa presence on annual “Sell Iowa” trips. Utilization of strategically placed online promotion of the City’s 
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assets with web banners and highlighted listings targeting site selectors in search optimization engines has yielded 

an increase in web traffic to the city’s economic development website. 

These efforts should be continued, particularly with respect to partnering with local developers and regional 

economic development organizations to build relationships with potential prospects. Moreover, there are 

associations and related trade shows that may be worth considering, such as the International Downtown 

Association, the International Council of Shopping Centers, and the National Trust for Historic Preservation’s annual 

National Main Streets Conference.  

Regarding site selectors, the IEDC Advisory Team recommends a strategy of continuing to further develop the 

downtown “product” and enhancing downtown’s compelling story while establishing relationships with site selectors 

through its network of partnerships, such that, when the downtown is “ripe” for engaging site selectors, the city is 

prepared. Engaging site selectors prematurely during the redevelopment process may mean that site selectors 

aren’t able to see the fully finished “downtown” product and the strategic advantages that the fully redeveloped 

downtown may offer.  

AUGMENT DOWNTOWN MARKETING OPPORTUNITIES  

The real estate and economic market analysis estimates current demand for an additional 150,000 ft.2 of 

downtown retail space. This is believed to be achievable if Sioux City can strengthen its competitive position with 

respect to its neighboring metropolitan areas in Sioux Falls, South Dakota and Omaha, Nebraska. RCLCO’s 

analysis notes that a majority of this retail space demand derives from an existing under-supply of retail space 

within the primary market area (see map to the right) — as opposed to expected growth — causing expenditure 

leakage to retail stores outside the primary market area. This 

anticipated retail demand includes several different retailer types, 

including furniture stores, restaurants, office supplies and clothing 

and accessories retailers. 

Sioux City could consider initiating efforts to promote its downtown 

as a place to begin a retail or dining business venture. Downtown 

holds a comparative advantage in terms of its lease rates which 

already favorably compare to those in larger retail concentrations in 

the region, such as Lakeport Commons. As a critical mass of similar 

businesses materializes, downtown should be able to attract 

customers who value the “local” experience — as opposed to the 

more homogenous area strip malls and power centers at the edge of 

town. 

SUMMARY  

In conclusion, downtown is strongly positioned to build upon its successes and address current challenges to maintain 

its position as the cultural and entertainment center for the region. It also has the potential to enhance its position as 

a main contributor and driver of economic activity in Sioux City. Collaborative working with all downtown 

stakeholders will be the key to success in revitalizing downtown Sioux City. 

Below is a summary of the recommendations organized by priority. The chart below highlights the “low-hanging 

fruit” — these are the recommendations that the city can embark upon in the short term (low resources) but will 

potentially impact the downtown revitalization effort in a significant way (high priority). In order to maintain the 

Primary 

Market 

Area 
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continued success of downtown in the long term, the city should not begin working on other high priority 

recommendations that will likely need more preparation and resources for implementation.  
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HIGH RESOURCES, LOW PRIORITY HIGH RESOURCES, HIGH PRIORITY  
 

— Encourage downtown relocations for arts 
communities 

— Consider establishing non-profit land bank  

— Develop entrepreneurship education initiative  
— Coordinated downtown tree planting campaign 
— Modify downtown development /real estate 

tenanting strategies to foster small business 
development  

 

— Replicate downtown residential / mixed use 
conversions and redevelopment approach  

— Focus on adding market rate rental and ownership 
units / raise downtown’s residential profile  

— Prioritize unique benefits of premium downtown 
living  

— Encourage casino to engage street-level activities, 
disperse, and parking develop multiple entries  

— Increase volume of downtown green space / parks 

— Streetscaping and walkability enhancements to 
downtown urban core 

— Develop University Center in downtown 
 

 

— Encourage Siouxland Artists, Inc. to locate downtown  

— Strengthen small business partnerships (e.g. SBDC, 
universities, et al.) 

— Explore downtown economic gardening strategy  

— Develop opportunities to partner with Sioux City GO 

 

— Downtown parking public education /promotion 
campaign  

— Join / deepen relationship with Iowa Economic 
Gardening Network 

— Encourage more ISU Design West involvement 
downtown  

— Work with regional partners to promote unique 
downtown business advantages  

— Partner with Siouxland Chamber/Initiative and 
Downtown Partners to implement study 
recommendations 

— Build on downtown marketing campaign 

— Identify specific businesses and industries suited to 
downtown  

 

LOW RESOURCES, LOW PRIORITY LOW RESOURCES, HIGH PRIORITY 
 

  

RESOURCE AXIS 

PRIORITY AXIS 
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CASE EXAMPLES 

DAVENPORT, IOWA 

“THE RIVER IS OUR QUALITY OF LIFE”  

Davenport, Iowa declares that “The (Mississippi) River is our quality of life.” Following years of planning and 

investment, downtown and riverfront revitalization efforts have helped return the riverfront and Davenport’s 

quality of life to its former glory. The Mississippi River has played a significant role in the economic and cultural 

history of Davenport and the greater Quad Cities region (Davenport and Bettendorf in Iowa, Rock Island and 

Moline in Illinois). After decades of economic decline in the 1970’s and 1980’s, the river has become a central, 

strategic component to Davenport’s redevelopment efforts.  

The city began revitalization efforts to restore its downtown and riverfront through the River Renaissance program 

that involved aggressive investments in projects that would anchor development. Subsequent efforts known as the 

River Vision master plan embarked on a novel bi-coastal (Iowa and Illinois) riverfront plan to reinvigorate both 

Davenport and its Illinois neighbor, Rock Island.  

Davenport’s extensive and multifaceted approach to downtown and riverfront revitalization owes its success to 

years of inclusive planning, pride and commitment from the community and local businesses, unique partnerships, 

and the use of public funding to attract private investment. These various core components of Davenport’s 

revitalization have helped ensure the future economic, cultural and environmental vitality of the city and the region 

as a whole.  

ECONOMIC HISTORY 

The economy of Davenport is directly and intimately connected with that of the broader Quad Cities region. 

Following the farm crisis of the 1980’s, major agricultural manufacturers began to close and scale down facilities in 

the region, and a subsequent, seemingly inevitable, economic decline ensued24. The loss of core manufacturing jobs, 

coupled with the effects of suburbanization and exodus of retail from the heart of the city, left downtown 

Davenport with few resources with which to recover. Recognizing the need for economic growth, stability and 

downtown revitalization, the city partnered with private sector business and investors, and with the help of state 

funding (primarily in the form of a $20 million Vision Iowa grant), the River Renaissance plan was formed and 

initiated in 2001.   

RIVER RENAISSANCE 

River Renaissance was a revitalization effort to catalyze redevelopment and private investment in downtown 

Davenport and its riverfront. The program leveraged the $20 million of funding from the Vision Iowa grant to 

subsequently raise more than $90 million in public and private funds that were used to develop myriad projects 

aimed at enhancing the city’s economic and cultural offerings. Each new project was implemented as part of the 

overall River Renaissance vision that furthered the city and community’s commitment to reinvent itself. These projects 

included: 

                                                           
24 www.quadcities.com/about/history 
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NEWVENTURES CENTER25 

Constructed in 2002, the DavenportOne NewVentures Center is a regional business incubation center housing 

(among others) the NewVentures Initiative (NVI). NVI is a non-profit organization chiefly devoted to the growth 

and development of small businesses and entrepreneurs in Davenport and the region.   

FIGGE ART MUSEUM26 

Opened in 2005 in the heart of downtown Davenport, the Figge Art Museum provides residents and tourists 

with a rich cultural experience through the museum’s various visual art exhibits. An architectural glass gem of 

British architect David Chipperfield, the museum has become a unique, modern fixture anchoring downtown 

Davenport. 

SKYBRIDGE 

The SkyBridge is a multifunctional structure that provides both exceptional views of the Mississippi River and a 

safe manner in which to bypass a major downtown thoroughfare (River Drive). The SkyBridge has become a 

regional attraction and key connection between downtown Davenport and is riverfront, LeClaire Park and the 

city’s bike paths.    

RIVER MUSIC EXPERIENCE27 

An excellent example of adaptive reuse, the River Music Experience (RME) is a non-profit organization, located 

in the historic Redstone Building. RME provides the community with opportunities to “listen, learn and play 

music.” The RME also seeks to educate and entertain the community through its focus on the music of the 

Mississippi River.  

PUBLIC PARKING GARAGES28 

Anchor projects are used to attract development, business and people downtown. Two public parking structures 

were constructed to support new development and these structures have been credited with helping to attract 

construction of Davenport’s first Class A office building in over twenty years. Moreover, Davenport has 

developed and implemented a tiered parking incentive program for new downtown businesses. The approach 

is to offer a defined number of parking spaces at a free or discounted rate that gradually increases on an 

annual basis, such that at the end of a predetermined time frame (e.g., five or ten years) the new downtown 

business then pays the full parking rate for its business and employees.  

River Renaissance projects were the fuel the city required to garner public support and attract private investment 

for further redevelopment, and ‘represented the economic, cultural, educational, and recreational facets of the 

community.”29 Moreover, River Renaissance projects seemingly ‘transformed Davenport nearly over night,’ and 

significantly strengthened the Davenport community’s sense of civic pride. For continued economic growth and 

diversification of the city, however, businesses and residents recognized the need for a long term plan to continue 

downtown revitalization efforts and to enhance the riverfront experience. Davenport embarked on a unique bi-

coastal plan known as River Vision to further enhance the downtown and riverfront connection of both Davenport 

and Rock Island, Illinois.  

                                                           
25  www.newventuresinc.com/index.php?option=com_content&task=section&id=7&Itemid=35 
26  www.figgeartmuseum.org/About/Museum.aspx 
27  www.rivermusicexperience.org/Home.aspx 
28  Pam Miner. Sustainable Redevelopment in Downtown Davenport. Public Management (PM) Magazine. June 2012. Volume 94. Number 5.  
29  www.iowagreatplaces.gov/profiles/assets/davenport-gp.pdf 
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CROSS-RIVER ECONOMIC DEVELOPMENT (RIVER VISION)30,31 

The planning process from which the River Vision plan was 

ultimately born is a unique example of intergovernmental 

coordination that resulted in a 20-year bi-coastal, comprehensive 

plan for the cities of Davenport, Iowa and Rock Island, Illinois. 

Through an extensive and highly inclusive visioning process, these 

two neighboring river communities produced a plan that furthers 

regional goals while identifying specific projects to enhance the 

economic and social vitality of each individual city.    

The River Vision plan focused on the reinvigoration and reclamation 

of the riverfront in both communities. As noted in Davenport’s Iowa 

Great Places grant proposal — which serves as a continuation of 

Davenport’s Vision Iowa projects — “More than bricks and mortar 

and economics, our community had to pull together. Together, we 

have achieved a level of consensus we have not always had. 

Together, we have communicated more effectively. Together, we 

have learned to listen to one another more attentively. Together, 

we have learned to trust and ultimately agree. Joint programming, 

planning and implementation, as stipulated in the River Vision 

Coordinating Committee’s Intergovernmental Cooperation 

Agreement, is what will make River Vision succeed.”32 

Fortunately, River Vision was not a master plan that was intended 

to sit on a shelf. The involvement of the broader involvement along 

and the leadership of Downtown Davenport Partnership, Inc. 

(DDP)33 kept the plan in the forefront of discussion and successfully 

guided development.  

RIVER VISION PLANNING AND PROCESS 

The River Vision process took a full eighteen to twenty months, and 

initial engagement was high. Davenport economic development 

officials note that the greater challenge than generating initial 

interest was sustaining this engagement throughout the full process. 

The key to the River Vision’s planning success was to ensure that 

any credible input that was offered and received was actually 

incorporated in the plan and implementation of downtown 

Davenport’s revitalization. By including the input that was received 

as a result of the River Vision planning process, this led to a much 

greater buy-in and commitment from the broader community in 

support of Davenport’s downtown and riverfront revitalization 

goals. It also had the tertiary effect of creating credibility for the 

                                                           
30  Davenport – Iowa’s Front Porch. Accessed at: www.iowagreatplaces.gov/profiles/assets/davenport-gp.pdf 
31  Pam Miner. Sustainable Redevelopment in Downtown Davenport. Public Management (PM) Magazine. June 2012. Volume 94. Number 5.  
32  Davenport – Iowa’s Front Porch. Accessed at: www.iowagreatplaces.gov/profiles/assets/davenport-gp.pdf 
33  http://downtowndavenport.com/work/plans-statistics-demographics/ 

ANTI-POACHING AGREEMENT  

The Quad Cities region has always 

maintained an informal agreement to 

resist any temptation to pillage other 

communities’ businesses, but it also 

developed a formal agreement to, in 

effect, codify this sentiment.  

Davenport and the three other 

communities of the Quad Cities that 

straddle both Iowa and Illinois across 

the Mississippi River have addressed 

issues of regional competitiveness by 

developing a novel anti-poaching 

agreement related to businesses in the 

region.  

This document — signed by all four 

Quad Cities’ communities — effectively 

spells out that, in the event that a 

business in one community begins to 

explore alternative location options in 

any of the other three communities, the 

communities involved will notify one 

another of this interest.  

For example, if business currently 

located in Rock Island, Illinois expresses 

interest finding a location in Davenport, 

Iowa, Davenport’s economic 

development officials will first contact 

Rock Island economic development 

officials to allow them to a chance to 

work with the business to keep them in 

Rock Island.  
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plan and its vision in the eyes of the broader community.  

DOWNTOWN DAVENPORT PARTNERSHIP, INC. 

Downtown Davenport Partnership, Inc. was the primary lead organization involved in planning, coordinating, and 

implementing Davenport’s downtown revitalization vision. The organization effectively began as a downtown-

oriented division of the local chamber of commerce and now administers the city’s Self-Supported Municipal 

Improvement Districts (SMIDs). Downtown Davenport Partnership, Inc., in effect, took ownership of the city’s 

downtown and riverfront revitalization and redevelopment plans, and pushed to make certain that the ideas 

embodied in the revitalization planning were kept front and center in the public mind.  

In addition to this, the group actively, consciously and conspicuously ensured that each redevelopment and 

revitalization project for Davenport’s downtown and riverfront was tied directly back to the River Vision plan, even 

if this meant occasionally forgoing other potential projects outside the scope of the plan. The importance of this 

was stressed because the organization viewed the River Vision plan as a sort of binding contract with all the 

community members that participated in the planning process, and thus the plan was treated as a largely finalized 

list of commitments to implement, rather than a living, breathing editable document.  

Moreover, the relative political freedom of Downtown Davenport Partnership, Inc. meant that, even with changes in 

the political landscape of the community, the organization could continue with its efforts without having to 

necessarily report to new administrations directly. In effect, the most important role that Downtown Davenport 

Partnership, Inc. played in the city’s riverfront and downtown revitalization was to keep all invested parties 

focused solely on carrying out and completing the actions embodied in the River Vision plan.  

CIVIC ENGAGEMENT AND PRIDE 

Davenport’s economic development leaders deliberately set out to leverage the city’s sense of local civic pride — 

both from businesses and citizens — in order to further the city’s economic development goals expressed in its 

various development plans. By initiating and leading redevelopment efforts from the public sector side of the 

equation, Davenport was able to attain buy-in from local private sector businesses and residents its downtown 

revitalization efforts. The level of civic pride that was generated by the construction and success of River 

Renaissance, in addition to the level of commitment shown by the City created a favorable environment with which 

to attract private partnerships and investment. This private sector confidence to invest in downtown Davenport has 

been seen through the presence and commitment of companies outside the region, such as Ryan Companies, Inc. 

and Restoration St. Louis. The commitment to help redevelop downtown Davenport by outside businesses like Ryan 

Companies, for example, eventually led to the commitment of local companies that also felt a sense of Davenport-

centric pride and connection and wanted to become part of efforts to improve downtown Davenport.  

INVESTMENT ATTRACTS INVESTMENT 

Davenport economic development officials note that the announcement of Davenport’s twenty million dollar Vision 

Iowa grant, caught the attention (and eventual partnership) with a Wisconsin-based design and engineering firm. 

The key point, they stress, is that a sizeable public investment almost immediately generated interest from private 

sector resources, even beyond regional and state boundaries.  

After initial successes on various redevelopment projects in downtown Davenport, the Wisconsin-based firm began 

exploring, and ultimately completing, other redevelopment projects throughout the region, including a current 

project in Moline, Illinois — just over the Mississippi River.  
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RYAN COMPANIES34 

Ryan Companies US, Inc. is a Minnesota based development and construction company that has had an official 

presence in Cedar Rapids, Iowa since 1990. Ryan Companies was chosen to be the developer of the first multi-

tenant office building, Mississippi Plaza building, in Davenport since 1983. Completed in 2004, Mississippi Plaza 

was the only office building in downtown Davenport to have the amenities and environment to be classified as a 

Class A office space, attracting a large publishing company and accounting firms as anchor tenants. Ryan 

Companies’ development of Mississippi Plaza provided more to the community than just Class A office space: it 

signaled to Davenport’s own private sector business community that a company outside the region had taken 

notice, to the point that it saw enough profitability in downtown Davenport to move forward and encourage others 

to commit to Davenport’s downtown and riverfront revitalization.  

RESTORATION ST. LOUIS  

Another example of attracting outside investment and furthering the vision outlined by River Vision plan can be 

found in the redevelopment of the Blackhawk Hotel by a company known as Restoration St. Louis. The company 

has, in effect, made Davenport, Iowa its “second home”.35 Participants in the River Vision planning process had 

identified the refurbishment and reopening of the emblematic Blackhawk Hotel a top priority for the city’s 

downtown revitalization.  

The city of Davenport initially took ownership of the building after a series of previous ownership changes. Through 

a Request for Proposal (RFP) process, Restoration St. Louis was selected to redevelop the historic structure. The 

ninety-plus year old, four hundred room hotel required a blend of funding sources in the form of “historic tax 

credits, traditional financing, tax increment financing from the city, gap loan financing from the city, and other 

private sources”. After thirty-five million dollars the Hotel Blackhawk was finally completed as the only four-star 

hotel in downtown Davenport and all of Iowa, capped by a visit from US President Barack Obama who asked to 

have the hotel’s restaurant pork chop dish added to the White House menu. 

HIGHER EDUCATION INSTITUTIONS 

The location of the DavenportOne NewVentures Center in downtown 

Davenport proved to be an incredibly valuable investment and anchor 

to other revitalization projects — namely in the form of developing a 

downtown university presence. The NewVentures Center opened circa 

2002 and offers technical services to colleges, universities and 

businesses. The downtown presence of the NewVentures Center 

eventually attracted the interest (and ultimately presence) of two 

different higher education institutions to downtown Davenport.  

This began with Saint Ambrose University’s decision to move its Master 

of Organizational Leadership degree program (and several MBA 

courses) into the center’s downtown location. This initial university 

presence then eventually garnered the attention and eventual 

downtown of Eastern Iowa Community College, which opened up 

literally across the street from the NewVentures Center. Moreover, the 

community college’s small business development center (SBDC) is also 

                                                           
34  www.ryancompanies.com/ryan/national-locations/locations-ia-cr/locations-ia-cr-more/ 
35  Pam Miner. Sustainable Redevelopment in Downtown Davenport. Public Management (PM) Magazine. June 2012. Volume 94. Number 5.  
 

NewVentures Center  

 St. Ambrose University began 

leasing space in early 2009 

 60 to 70 students are enrolled 

in Davenport program  

 Program shares space for MBA 

courses and adult education 

 100 – 110 student capacity 

 Since developing NVC presence, 

St. Ambrose University has 

collaborated on several exhibits 

with the Figge Art Museum 
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located in the NewVentures Center.  

By attracting students of various ages and offering different academic programs through both daytime and 

evening classes, the presence of these two higher education institutions in downtown Davenport, has led to a 

genuine cluster of students whose growing presence in downtown Davenport has increased demand for goods and 

services therein (retail, restaurants, bars, etc.). Economic development officials in Davenport note that this was 

incredibly useful to enticing other businesses to locate downtown and helping “fill in the blanks” of downtown. As a 

consequence, downtown Davenport has now begun to see the return of more professional firms (e.g., engineering, 

insurance, financial, and legal) that had moved to the suburbs decades ago.  

GREEN SPACE AND OPEN SPACE 

As part of the overall downtown and riverfront revitalization effort, the goal of Davenport’s green space 

improvement efforts centered on maximizing Davenport’s riverfront area. The City of Davenport made the 

conscious decision to not wall off the city from the river and thereby reduce access to the riverfront. Instead the city 

has left a large amount of open space between the primary downtown area and the actual river.  

The use of such a wide, open space buffer has the effect of providing a large outdoor area in which to host events 

and festivals in downtown Davenport — which are now held annually every summer, some of which attract thirty to 

forty thousand people. This demand was summed up as a desire by the broader to broader community who “just 

want a place to party”. Yet, as simple as this sounds, Davenport economic development officials note that in order 

for this to be achieved, open space has to be programmed thoughtfully and very well and generally has to be 

maximally accessible. One example of this cited by Davenport economic development leaders is that of Centennial 

Park, a development along the west end of Davenport’s Mississippi riverfront that was part of the overall River 

Vision effort to revitalize Davenport. In addition to having the attributes described above (e.g., well-planned, 

accessible, etc.), Centennial Park is also home to the Davenport Iowa Skatepark — the largest skate park in the 

Midwest.  

In nearby Rock Island, Illinois, success riverfront revitalization projects like that of Schwebert Park (which involved 

tearing down an old armory) have more than doubled the amount of green space in Rock Island.  

RESULTS 

The River Renaissance program and River Vision catalyzed downtown Davenport’s revitalization, garnered 

community support, and successfully redeveloped downtown Davenport and its riverfront. These efforts have 

helped transform Davenport and the Quad Cities region. Continued success has been made possible through the 

commitment of companies, institutions and residents who have remained downtown and invested and reinvested in 

Davenport’s downtown and riverfront.   

  



172 

 

LA CROSSE, WISCONSIN 

La Crosse is small city located along the banks of the Mississippi River in southwestern Wisconsin.  The location of 

the city and proximity and integration with the river was an asset in the city’s early development. Following an 

onslaught of economic and transportation changes, however, La Crosse’s downtown and riverfront became areas of 

disinvestment and blight. Community business leaders, in partnership with the city, were able to develop a 

successful comprehensive plan for revitalization and create an organization whose purposes were to implement the 

plan’s goals, foster integral partnerships, and promote investment.   

ECONOMIC DECLINE 

Multiple factors contributed to the economic decline of La Crosse’s downtown and riverfront. The asset the 

Mississippi River had once been no longer existed, as industrial and manufacturing jobs relocated when river 

commerce transitioned to slow barge. In addition to the loss of the industrial sector, La Crosse’s population and 

retailers were drawn to the periphery. A new regional mall negated the need to shop downtown and the 

construction of Interstate 90 rerouted traffic from the city center.    

Unwilling to accept further economic distress, local businesses and financial institutions voiced the need for a 

downtown organization to focus solely on the redevelopment of downtown and riverfront and the recruitment of 

public and private investment.   

REVITALIZATION COMPONENTS 

The essential components to La Crosse’s revitalization were the creation of an economic development organization 

and the adoption and implementation of the first comprehensive plan for downtown — City Vision 2000. The plan 

recognized the need to stimulate private investment downtown, while also reestablishing the community’s 

connection’s with its riverfront. Strategic steps were taken to ensure the successful redevelopment of downtown La 

Crosse and the neighboring Mississippi Riverfront. Downtown Mainstreet, Inc. (DMI) would provide the leadership 

that local businesses preferred and the resources to implement City Vision 2000 goals and foster private 

partnerships and investment 

DOWNTOWN MAINSTREET, INC. 

Local businesses and financial institutions recognized the need to pool resources and create partnerships to 

complete downtown revitalization goals in the 1980’s. Established in 1989, DMI is a non-profit organization that 

was created to facilitate and coordinate the economic redevelopment and revitalization of downtown La Crosse36. 

The City Vision 2000 comprehensive plan and its goals for redevelopment would not have been created or 

implemented without the formation and encouragement of Downtown Mainstreet, Inc. (DMI) and its partnership with 

the city and others.   

                                                           
36  Downtown Mainstreet, Inc. (DMI). Accessed at: www.lacrossedowntown.com/about-us.php 

http://www.lacrossedowntown.com/about-us.php
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CITY VISION 200037 

Adopted in 1992, City Vision 2000 was the first comprehensive plan for downtown La Crosse. The primary goal of 

the plan was the revitalization of downtown La Crosse and the redevelopment and integration of the Mississippi 

Riverfront. Additional goals aimed at enhancing downtown La Crosse were to “link the future with La Crosse’s 

historic past, maximize downtown as a multi-use activity center, establish a theme for downtown, identify key 

redevelopment sites and establish a market-driven implementation strategy.38” City Vision 2000 was a broad and 

ambitious plan and with the support of the city, DMI, business leaders, the La Crosse School District and Technical 

College, the plan’s goals were realized.   

The first capital investment project facilitated by DMI was the streetscaping of Pearl Street in 1995. The Pearl 

Street streetscaping was significant in establishing the city and DMI as legitimate partners in downtown 

revitalization. A prime example of leveraging funds, Pearl Street streetscaping aided in relieving some of the 

potential risks for private investors in the area. The block-by-block streetscaping process aided in attracting 

business and residents downtown and resulted in property value increases of over $100 million in the last decade.  

An additional capital investment project came in 1995 in the form of construction of the Riverside Park Riverwalk.  

Although initially questioned by the broader public, the Riverwalk is now “seen as rekindling the sparkle in the 

City’s crown jewel of parks”39. Overall, La Crosse’s strategic implementation of capital investment projects has 

improved, attracted, and retained the economic and social vitality of the city. 

Fundamental to downtown revitalization success is the attractions of businesses and creation of jobs. 2001 

highlighted a major achievement for the City of La Crosse, DMI and the downtown economy. The city and DMI 

successfully recruited CenturyTel Midwest Regional Headquarters to La Crosse’s downtown district. CenturyTel’s 

headquarters is housed in a thirty million dollar building on a former industrial brownfield site, and CenturyTel’s 

decision to locate in downtown La Crosse has created 550 jobs downtown. Moreover, the CenturyTel development 

— in addition to creating jobs and expanding the local tax base — is credited with having stimulated additional 

riverside developments such as the Grandstay Extended Stay Hotel.   

CONTINUED EFFORTS – CITY VISION 2020 

The efforts undertaken by the City of La Crosse, DMI, and business leaders and residents have socially and 

economically revitalized downtown La Crosse and its riverfront. Though its successes are evident, La Crosse has not 

ended its pursuit to better its downtown and riverfront community. City Vision 2000 had been updated several 

times throughout the years and in 2004 La Crosse adopted City Vision 2020 — a thoroughly updated downtown 

master plan for downtown La Crosse and its riverfront. While the plan still focuses on La Crosse’s downtown and 

riverfront revitalization, a new focus on mixed-use development is also highlighted in the 2020 plan.   

Overall, public private partnerships, a comprehensive master plan, and strategic investments have successfully 

reinvigorated La Crosse’s downtown and riverfront economy. City Vision 2000 and City Vision 2020 have 

transformed a weakened industrial economy into a thriving mixed-use economy.     

 

  

                                                           
37  www.glc.org/wiconference/PDF/Kirch.pdf 
38  www.glc.org/wiconference/PDF/Kirch.pdf 
39  www.cityoflacrosse.org/index.aspx?NID=295 



174 

 

CHATTANOOGA, TENNESSEE 

INTRODUCTION 

Downtown Chattanooga’s revitalization success is the result of focused, dedicated leadership and partnerships with 

a variety of community stakeholders. Chattanooga has redeveloped from a once heavy industry-dominated 

economy in the 1960s to a service industry hub. Since its ignominious designation by Walter Cronkite in 1969 as 

the “filthiest city in the US” Chattanooga has become a model for downtown revitalization, anchored by a 

sustained effort to “get back to” the city’s riverfront that was a cornerstone of Chattanooga’s overall downtown 

renewal strategy.  

IMPORTANT STAKEHOLDERS AND FUNDING 

The primary driver of Chattanooga’s downtown revitalization efforts was the River City Company, a twenty-five 

year old, private non-profit organization that has worked in partnership with Chattanooga’s local government, its 

private sector, and its philanthropic sector in support of downtown Chattanooga revitalization efforts. The River 

City Company, in turn, credits the revitalization of downtown Chattanooga and its riverfront as having been 

championed by the city’s citizens.  

The primary initial funding vehicle for both the River City Company and the Chattanooga’s revitalization was the 

Lyndhurst Foundation, a local philanthropic organization that provided a total investment of twelve million dollars 

for the city’s redevelopment efforts through an initial ten million dollar investment, and a subsequent two million 

dollar investment.  

LONG-TERM PLANNING  

Regarding Chattanooga’s successful revitalization, one of the themes stressed by Chattanooga’s economic 

development leaders focused on the importance of timing and long-term planning. Chattanooga’s redevelopment 

was a twenty-plus year plan that involved an estimated seventeen hundred citizens in the process. Leaders from 

the River City Company repeatedly stressed the importance to Chattanooga’s revitalization success of having had 

a tangible written document that captured as much of the involvement of the thousands of participating 

stakeholders as possible. This is credited with having helped to generate “buy in” from the community and 

stakeholders for whom the plan’s outcomes would ultimately have a dramatic effect.  

MAJOR DOWNTOWN PROJECTS AND ANCHORS  

The Tennessee Aquarium — a forty-five million dollar development and major anchor of downtown Chattanooga’s 

revitalization — would become the number one priority identified in the Tennessee Riverpark Master Plan planning 

process. In addition to the initial forty-five million dollar investment, the Tennessee Aquarium would also become a 

catalyst for $500 million of additional, private investment in Chattanooga’s downtown. Numerous other projects 

were implemented under the auspices of the River City Company over its successful twenty-five year span of 

helping to revitalize downtown Chattanooga. These projects include Ross Landing (a 26-acre land development 

along the edge of the river that was transformed into an impressive civic plaza that serves as the city’s “front 

porch”), the Walnut Street bridge renovation, Coolidge Park, 21st Century Waterfront Plan, among others. 
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STRATEGY: LAND BANKING AND BLOCK-BY-BLOCK DEVELOPMENT 

The River City Company made the decision in the early years of Chattanooga’s redevelopment process to set up a 

land bank. Effectively the city was able to amass a stockpile of land for future development efforts. The River City 

Company credits its organizational structure as part of the reason it was able to successfully develop its land bank, 

noting that it was in effect the more “nimble arm of the city” — meaning it was more independent, had more 

flexibility and generally faced less restraints than an official government agency likely would have had in 

assembling a land bank.  

River City Company officials have noted (along with the Chattanooga Neighborhood Enterprise (CNE), which was 

also involved in the Chattanooga’s land banking efforts) that they were fortunate that early in the process of 

developing a land bank, most of the large tracts of land that were eventually added to the land bank had 

already been assembled by a private developer for a proposed project that never came to fruition.  

STRATEGIC PUBLIC INVESTMENTS 

The development strategy for Chattanooga’s revitalization efforts was centered on purchasing areas with declining 

property values and targeting development “one block at a time”. Once initial projects were successfully taken on 

by non-profit organizations, private developers and investors were solicited to participate in further development 

through a Request for Proposals (RFP) process. Moreover, the City of Chattanooga’s designation as a Renewal 

Community Zone, coupled with a federal Renewal Communities Program Community Zone, provided tax incentives 

for private building owners to renovate and develop commercial buildings.  

The River City Company invested in downtown and riverfront areas and developed structures that complemented 

downtown Chattanooga, which helped to improve property values from $13 per square foot to current market 

prices of $60+ per square foot. With local support from foundations, the Chattanooga Neighborhood Enterprise 

was able to offer free residential lots to area developers, while its land banking capacity allowed it to amass, 

rehabilitate and hold properties until market conditions strengthened. 

INVOLVEMENT OF UNIVERSITY PARTNERS  

STROUD WATSON AND UNIVERSITY OF TENNESSEE STUDENT DESIGNERS  

The Lyndhurst Foundation initially prompted the Stroud Watson — a professor of architecture and urban design at 

the University of Tennessee (Knoxville) from 1990 to 2002 — to play a role as an urban design advisor for 

downtown Chattanooga its and riverfront areas in 1984. The involvement of Stroud Watson brought with it the 

involvement of Watson’s urban design studio and his architecture and urban design / planning students from the 

University of Tennessee. In fact, it is popular lore that the initial design for the Tennessee Aquarium, one of the most 

important downtown anchor projects in Chattanooga, was created by one of Stroud Watson’s students. Watson’s 

urban design studio initially identified Ross Landing (a large tract of land along the river’s edge) as a focus area 

to help spur downtown revitalization, and developers weighed in on the decision to transform Ross Landing into an 

attractive civic place which would serve as the “front porch” of the city.  

 

This set up was favorable for the City of Chattanooga because it allowed for the city to maintain some control 

over the design, a sort of de facto veto power, because ultimately the city controlled the properties for which the 

designs and plans were being created. In other words, the city had the final say in terms of who controlled the 

designs for each design project.  
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Economic development officials with the City of Chattanooga commented that this project design process was at its 

best when the designers were Stroud Watson’s students from the University of Tennessee, and the River City 

Company held veto power over any project designs.  

The same economic development officials commented that losing Stroud Watson and his students design 

capabilities has been a tremendous loss over past decade, noting that during Stroud Watson’s tenure, the design 

process for revitalization projects was largely independent and generally well funded.  

To this day, the City of Chattanooga attracts student and professor visits (e.g., University of Auburn, et al.) from 

across the country to learn about the city’s redevelopment projects among others 

PUBLIC SUPPORT FOR ARTS 

Chattanooga economic development leaders stressed the importance of the city’s dedication and commitments to 

public investment and support for the arts. They noted that during Mayor Corker’s tenure, the city committed one 

percent of its budget to funding and support for public art projects.  

INCENTING LOCAL ARTS (ARTSMOVE) 

The River City Company also noted the importance of a financially-incented housing program in attracting artists to 

downtown Chattanooga. The Allied Arts of Greater Chattanooga (AAGC) is a forty-three year old private, non-

profit arts council and fund promoting arts across Chattanooga. AAGC’s ArtsMove is an artist relocation program 

that offers homebuyer incentives of up to fifteen thousand dollars in the form of a five year forgivable mortgage. 

The program is designed to encourage artists to live and work in one of five Chattanooga neighborhoods 

identified for redevelopment.   

THE BUSINESS VALUE OF “QUALITY OF LIFE”  

River City Company officials explained that a recent decision by Volkswagen to locate in Chattanooga illustrates 

the value of its downtown revitalization and redevelopment efforts. Volkswagen chose Chattanooga over other 

areas of the US (e.g., Huntsville, Alabama, et al.) partly because the city’s efforts to provide a higher quality of 

life through its downtown revitalization efforts. The director of the River City Company summed this idea up by 

stating that the “quality of the jobs attracted is based on the quality of life created in Chattanooga.” 

DOWNTOWN AND RIVERFRONT INTERCONNECTIVITY 

The River City Company noted that Chattanooga boasts around twenty-two miles of green space and trail 

connectivity known formally as the RiverWalk system. Officials noted that “connectivity” is the key word for its 

green space development. Once again, in a recent business’s decision to locate in Chattanooga, these improved 

quality of life feature factored into the equation. Alston, a French company that creates turbines cited 

Chattanooga’s riverfront and the redevelopment thereof as part of the reason it made the decision to locate in 

region. The company also was impressed with the city’s bike-share program which was successfully implemented as 

part of the city’s revitalization efforts, and noted that this feature was also part of the company’s decision to 

locate in Chattanooga.  

Moreover, the importance of interconnectedness was not limited to Chattanooga’s RiverWalk system of green 

space, bike paths, and trails. This theme of connectivity also formed the backbone of the city’s decision to establish 

a free shuttle service in that ultimately enhanced downtown Chattanooga’s overall interconnectedness.  
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THE HOLE IN THE CENTER OF CITY REVITALIZATION 

One concern for Chattanooga’s revitalization efforts is the fact that there is still a seeming hole in the center of 

Chattanooga’s efforts to redevelop downtown and the river front. River City Company officials noted that there is 

still a need for a more cohesive and strategic plan for developing the city based on the “jump” from the river to 

the south side of downtown which has created in a hole in the center of downtown Chattanooga that is still 

struggling to be redeveloped 

However, to some degree, this should be seen in a positive light for Sioux City’s downtown revitalization efforts, in 

the sense that Chattanooga has been tremendously rejuvenated via its redevelopment efforts, despite the fact that 

not all redevelopment projects and efforts have been completely and comprehensively planned and connected.  

RESULTS & LESSONS LEARNED 

From the initial combined twelve million dollars invested to create RiverCity Company, Chattanooga has been able 

to attract over two billion dollars in private investment over the course of two decades. Though the city has been 

unable to develop a definitive, systematic way to measure additional jobs as a result of downtown and riverfront 

revitalization efforts, by the most recent estimates (2012) Chattanooga has roughly 55,000 jobs downtown — 

thousands more than at any point prior to revitalization plans and their subsequent revitalization.  

Chattanooga and River City Company officials summed up the lessons learned from its downtown revitalization 

and riverfront redevelopment efforts as such:  

INCLUSIVE PLANNING PROCESS  

Part of the success of Chattanooga’s downtown and riverfront revitalization process is credited to the fact that its 

planning process was inclusive, involving a wide range of diverse voices and major stakeholders. Without this 

inclusion, buy-in and support would have been much more difficult to achieve.  

INDEPENDENCE OF LEAD ORGANIZATION 

River City Company officials continually highlighted the importance of establishing an independent and non-

political, non-affiliated non-profit organization to lead efforts to foster downtown development. River City 

Company credits its organization’s relative independence — as compared to the government agencies that 

generally face much tighter restrictions and regulations related to redevelopment — as one of the ingredients to its 

success. The other element of this independence that was deemed to be critical for its ability to plan and implement 

the city’s revitalization vision is the fact that the River City Company was effectively seen as a non-political entity. 

This meant that when mayors and city councils changed, generally speaking, support for River City Company’s 

revitalization efforts did not.  

LESSONS OF LAND BANKING 

River City Company officials noted that, if given the opportunity to change one thing about their revitalization 

efforts, one lesson learned is that they would likely be more patient and selective with their land bank assets, in 

terms of giving these assets to downtown revitalization projects (e.g., land swaps with the electric power board for 

power generation projects, etc.). The organization’s leadership expressed that they would most likely be in a 

better current financial position had they been more patient in giving away these assets.   
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CREATE A PLAN AND FOLLOW IT  

River City Company leaders drove home the importance of developing a detailed, but implementable (strategic or 

master) plan based on as much input as possible from stakeholders involved in the process in order to establish a 

foundation for the type of development desired in the community. They also stressed the critical importance of 

making sure the plan presents goals that are rational and achievable. Such a plan must then be followed once it 

has been developed and championed by a specific, lead organization. River City Company noted that during the 

twenty year plan, there were several additional ideas for redevelopment that were generated, but sticking to the 

plan as much as possible was seen as vitally important because the plan was in some sense the will of the 

stakeholders that had been involved and thus needed to implemented as such.  

LONG-TERM TIMEFRAMES OFFER OPPORTUNITIES TO DREAM BIGGER  

River City Company leaders expressed the notion that having a twenty-five year timeline for planning and 

executing revitalization projects gave its stakeholders and the broader community the opportunity to dream about 

how their city could grow in a way that a shorter term timeframe would have otherwise stifled. This long-term 

timeline provides ample room to consult with the community and select priority projects that residents and 

stakeholders will most positively support. Leaders of the River City Company noted that in many ways a project is 

bigger than the group, and that one of the chief challenges for successful downtown revitalization is about getting 

people to think and dream big enough.  
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EXECUTIVE SUMMARY 

The performance of Sioux City’s real estate submarket appears to have mirrored real estate markets throughout 

the world that experienced decline across every major property type during the recent recession. One measure of 

global trends is office vacancy rates, which moved from 10% in late 2007 to 14% in mid-2010 at the peak of the 

office market’s distress. While many indicators suggest the economy is still far from fully recovered, the 

performance of global office markets has improved, with vacancy rates at 12%, according to the most recent 

CBRE office market report. Similarly, RCLCO has found evidence suggesting that the recovery for Sioux City’s real 

estate markets is very much underway. 

For a market like Sioux City, the analysis has required more than statistical analysis, but also a query into the 

factors and events that have defined market outcomes and will shape the real estate landscape going forward. 

The loss of 400 corporate jobs from Terra Chemicals and 1,200 jobs from John Morrell Company, for example, 

marked the worst outcomes of this recession. Losing the Terra Chemical jobs was especially concerning because 

Terra Chemicals was a local success story that employed corporate executives who served on local boards and 

commissions and helped support the city’s cultural institutions. The scale of these events relative to the size of the 

local economy has led to a decline in confidence in the local economy — a prevailing sentiment voiced by several 

local leaders that were interviewed by RCLCO in February of 2012. While concern was the recurring undertone 

for those interviewed, RCLCO’s investigation also discovered anecdotal and statistical evidence of a recovery 

underway in the local real estate markets and an emerging opportunity for Sioux City to strengthen the appeal of 

its downtown with improved aspects of livability and walkability that are common among the world’s greatest 

cities. 

One signal of this trend is the success of a local developer in converting under-performing buildings into 

contemporary, Class A office suites and residential units that are offered for sale and for rent. The new office and 

residential space has been absorbed quickly and achieved rents and sales figures that are at the top of their 

markets, signaling downtown’s growing appeal. This development approach is seemingly replicable as other 

underperforming office buildings are ideal for similar redevelopment in terms of their historic significance, 

charming architecture and location. 

FINDINGS AND CONCLUSIONS 

#1 The current opportunity before Sioux City is to complete the transformation of its downtown into a premier 
walkable and livable urban place that effectively mixes commercial and residential land uses to provide a 
unique lifestyle that is currently available only in a very few Midwestern locations. RCLCO’s real estate 
market analysis details several market observations and outlines specific recommendations that would seek 
to build on the foundation that Sioux City has established over its 200-year history. 

#2 RCLCO’s analysis of downtown’s building inventory reveals a latent opportunity to upgrade existing 
structures into Class A residential units or office space to address pent-up demand for contemporary and 
well-executed living and work space centrally located near the amenities of Sioux City’s downtown. 

#3 Assessment of potential demand for commercial and residential uses within downtown suggests current 
demand for new residential units and retail space, though little demand for new office space. 
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a. RETAIL 

RCLCO estimates current demand of just over 150,000 square feet of retail space within 

downtown, which is believed to be achievable if Sioux City were able to strengthen its competitive 

positioning with respect to the neighboring metropolitan areas of Sioux Falls, South Dakota and 

Omaha, Nebraska. The vast majority of this demand is from existing under-supply of retail space 

within the primary market area as opposed to anticipated growth, causing expenditure leakage 

to retail stores outside of the primary market area. This demand is for several specific retailer 

types, including restaurants, furniture stores, office supplies and retailers that offer clothing and 

accessories. 

b. RESIDENTIAL 

i. Based on the relevant competitive supply and units vacated through turnover in the 
downtown submarket, RCLCO estimates over 1,300 eligible households (1-2 person 
households) will be in the market for a residential unit every year. Of these, RCLCO 
estimates an annual demand range of 40 to 100 units in downtown, assuming no change 
to the downtown. Of these, RCLCO estimates 25 to 65 will demand for-sale housing and 
14 to 35 will demand a market rate rental apartment in downtown. 

ii. RCLCO further estimates that a potential of 4,500+ households of all sizes would be in 
the market for a residential unit every year if the downtown were positioned as a more 
family-friendly environment / neighborhood. Under these circumstances, RCLCO estimates 
an annual demand range of 115 to 220 for a downtown unit. Of these, RCLCO estimates 
85 to 140 will demand for-sale housing and 30 to 80 will demand a market rate rental 
apartment in downtown. 

c. OFFICE 

Demand for office space differs among asset classes. First, owners of Class B and C office 

buildings are reporting high vacancy rates and have witnessed negative absorption for their 

space. Additionally, several large employers have vacated downtown, leaving several large 

buildings with unsustainably high vacancy rates. Alternatively, the local market has responded 

favorably to several office buildings that have been renovated and upgraded into Class A office 

space. Several local stakeholders have suggested further demand for Class A office, particularly 

for space sold as office condos within renovated buildings. RCLCO’s conclusion is that future 

demand for office space in downtown is undeterminable. RCLCO does not expect future demand 

to absorb the current vacant inventory and believes the market would be better served by 

upgrading some of the existing inventory, while reducing the overall office inventory by 

adaptively reusing parts or all of select office structures as residential units. 

#4 After having lost a number of significant office tenants and large retailers in the past several years and 
after withstanding the impacts of the global economic recession, downtown’s real estate markets are in a 
state of transition apt to be dramatically impacted by micro- and macro-economic events that could affect 
the local economy. Below is a summary of some of those events that have reasonable likelihood of 
transpiring and a brief discussion of their potential impact. 

a. RELOCATION OF ARGOSY CASINO INTO DOWNTOWN 

Adding the Argosy Casino to an already compelling downtown entertainment program — 

including the renovated Orpheum Theater, the Tyson Events Center, Promenade Cinema, Riviera 

Theater and the Historic 4th Street District — would strengthen downtown’s appeal as an 

entertainment destination. A more appealing entertainment district could expand Sioux City’s draw 

among households throughout the Midwest, resulting in increased demand for retail uses in the 
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short-term and having the potential to create further demand for residential units that could 

accommodate employees of the casino, as well as households attracted by the urban, 

entertainment district that could unfold. Demographic data shows that almost 1 million households 

earning over $75,000 per year live within a 3-hour drive of Sioux City (Exhibit III-7). Successfully 

appealing to just 10% of those households for one visit per year could justify an additional 

100,000 square feet of retail in or near downtown. 

b. RELOCATION OF A LARGE EMPLOYER IN DOWNTOWN  

Economic development stakeholders in Sioux City have made extensive efforts to draw a large 

employer to downtown Sioux City. Siouxland’s workforce and economic infrastructure offers 

attractive benefits to employers in computer technology (who could employ the former employees 

of Gateway Computers who remain in Sioux City), insurance, and agri-business and technology, 

etc. Successfully attracting one or more companies in these or other industries could drive further 

demand for office, residential and retail uses in downtown. 

c. HYPERION OIL REFINERY 

According to a 2007 report by Stuefen Research40, the Hyperion Project would create substantial 

economic activity for the Siouxland region, making a significant impact on downtown in the short 

and long terms. Stuefen estimates that 49,000 jobs and roughly $3.2 billion of value would be 

created locally during the construction phase. Additionally, 14,000+ direct, indirect and induced 

permanent jobs and $26 billion of annual economic activity would be generated from the 

Hyperion Project. Hyperion would directly impact downtown Sioux City’s markets office, 

residential, hospitality and retail markets, drawing additional households and businesses to the 

local economy. 

d. SUCCESSFUL GROWTH OF LOCALLY-FORMED BUSINESSES 

Local evidence suggests a Sioux City-based company could grow and expand into a large 

regional employer, just as Terra Industries and Midwest Energy have. The Sioux City Growth 

Organization (GO) has spawned from the ambition and initiative of young entrepreneurs in Sioux 

City. While RCLCO’s analysis didn’t evaluate the viability of member businesses or business 

concepts presented at this year’s Innovation Market held in February, Sioux City appears to have 

the infrastructure, talent, support network and historical precedence to nurture the growth of a 

local company. The successful growth of a downtown-based company has the potential to impact 

and strengthen demand for office, residential, hospitality and retail uses. 

e. CONTINUED EVOLUTION OF DOWNTOWN AS A “WALKABLE URBAN PLACE” 

Local efforts to invest in downtown has resulted in an urban transformation that promotes the 

potential for Sioux City to emerge as one of the Midwest’s premier urban districts by offering an 

attractive quality of life for those that choose to live, work and find entertainment in downtown 

districts. Though still a work in progress, downtown boasts amenities and infrastructure that 

constitute a strong foundation for its urban core. Continuing this evolution by strategically adding 

features and amenities that would broaden its appeal and further improve quality of life for 

downtown workers and residents would broaden downtown’s capture of future development. The 

redevelopment of the United Center and 4th and Jackson buildings in recent years and their top of 

                                                           
40  Stuefen Research. The Economic Impact of the Hyperion Energy Center on the South Dakota and Greater Siouxland Economies. December 31st 2007. 

Accessed at: www.hyperionec.com/files/HECeconomicimpactstudy.pdf 
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market sales and lease performance suggests a pent-up demand for urban product in proximity to 

downtown’s features and amenities. 

f. LACK OF PARKING 

Downtown has several city and privately owned parking structures located throughout downtown 

districts. Through RCLCO’s research, several local professionals mentioned a concern that parking 

could become inadequate to serve actual needs, since most are at or near full capacity — despite 

the fact that several office buildings are largely vacant. Improvement in real estate markets 

without additional parking capacity could adversely impact the entire downtown and stunt the 

growth of real estate markets.  
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IMPACT OF WALKABLE URBAN PLACE 

“In spite of the U.S. Census data for the past decade showing continued job de-centralization, there is now much 

anecdotal evidence for just the opposite. The Chicago Crain’s Business Journal reports that companies such as 

Allstate, Motorola, AT&T, GE Capital, and even Sears are re-considering their fringe suburban locations, 

generally in standalone campuses, and may head back to downtown Chicago. …The New York Times has been 

reporting this week that UBS, the huge Swiss banking firm, is considering moving their U.S. headquarters back 

into New York City. Even downtown Detroit, the basket case of American downtowns, has seen four major 

corporate arrivals in recent years … The reason in nearly every case? The millennial generation is demanding it. 

Highly-educated young workers, the life’s blood of many industries, have been flocking to center cities in recent 

years.” 

Christopher B. Leinberger, Visiting Fellow, Metropolitan Policy Program, Brookings Institution 

Downtown has the opportunity to become one of the few urban, walkable places in the U.S. Midwest. A recent 

review of the Walkscore.com website — which rates geographic areas throughout the country on their walkability 

— assigned downtown (defined as the 51101 zip code) an impressive score of 86 and the corner of 3rd Street 

and Jackson Street as a “Walker’s Paradise,” with a score of 91. The only drawback to this is that there are very 

few people living in this area to enjoy the benefits. 

The Walkscore.com favorable rating is recognition of the vast efforts by public and private stakeholders who have 

made considerable investments in downtown infrastructure, built environment and employment base that has laid 

the groundwork for the downtown’s distinction as a successful urban, mixed-use district in which households of all 

types could live, work and find entertainment. Meanwhile, local and national trends are pointing towards increased 

demand in mixed-use areas where people can live their lives primarily within a single walkable district.  

The success of the United Center and the 4th and Jackson building — both of which offer contemporary, high-end 

apartments and condominiums located within the urban core — are indicators of the improving appeal of living in 

downtown Sioux City. In RCLCO dialogues with Bart Connelly, the developer responsible for both projects, Mr. 

Connelly shared anecdotes of some of the renters and buyers, indicating a preference from households who have 

at least one member working in downtown Sioux City. The appeal of being able to walk from home to office (in 

some cases avoiding the sometimes brutal climate by using the city’s skywalk system), is convincing upper middle 

class households to choose downtown living over traditional suburban locations that offer single-family residences. 

This trend aligns with national consumer research conducted by RCLCO that considered the housing preferences of 

households of various ages. 

RCLCO consumer research investigated the existing and preferred housing type for households of different sizes. 

Across the board, RCLCO’s research found that a greater percentage of households preferred living within higher-

density structures than the percentage of households actually living in that product type. The gap between the two 

was highest with 1- and 2-person households.  

Preference for urban living is strongest among younger generations. In a 2011 survey conducted by RCLCO, when 

asked to indicate their preferred community type in choosing their next home, respondents indicated a shift 

towards mixed-use communities, both in suburban and urban locations. Members of Generation Y (born roughly 

between 1980 and 2000) showed the strongest preference for living within mixed-use areas. While much of this 

may be attributed to this generation’s life circumstances at the time of the survey, RCLCO believes there is a 

concerted shift in housing preference affected by a number of different factors, including advancements in 
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technology that have made social interaction less necessary (and hence less common), and remote working more 

possible.  

Furthermore, RCLCO’s research found that members of Generation Y are willing to pay more for the convenience 

and lifestyle associated with urban living. One-third of respondents indicated they are willing to pay more to walk 

to shops, work and entertainment. Two-thirds say that living in a walkable community is important. More than half 

of Generation Y respondents indicated they would trade lot size for the ability to walk to shopping or to work. 

Interestingly, even among families with children, one-third of all respondents indicated willingness to trade lot sizes 

and “ideal” homes for walkable, diverse communities. 

Among all generations, RCLCO’s research suggests that a paradigm shift has occurred for housing and community 

preferences, especially among households living in traditional suburban communities and within single family homes. 

While 68% of respondents indicated that they currently live in a traditional suburban community, only 50% thought 

they would continue to live in this type of community in the future. Similarly, 82% of respondents lived in single 

family homes, but only 68% indicated they expected to live in that same style of home in the future.  

Developers have plenty of incentive to invest in mixed-use, walkable communities. The Brookings Institution has 

studied the financial characteristics of urban areas and compared them over time to suburban areas. Buildings 

within mixed-use areas that have achieved a critical mass of development generally perform significantly better 

over the long term than buildings in suburban areas. These findings, expressed in Figure 1, show that after the 

eighth year, the trajectory of increased value creation moves in opposite directions, with properties in urban, 

mixed-use areas experiencing continued growth in value, whereas suburban buildings consistently lose value after 

six years.  

Figure 1. Financial Characteristics of Mixed-Use Areas with Critical Mass (blue) Versus Traditional Suburban 

Development (red) 
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RETAIL ANALYSIS 

EXISTING INVENTORY 

According to NAI LeGrand, downtown Sioux City consists of 46 buildings accounting for almost 500,000 square 

feet of space. Much of the retail is concentrated in downtown’s core area and the Historic 4th Street District (on the 

eastern edge of downtown) with an emerging district on the western edge of downtown Sioux City (the Peal Street 

District). The downtown submarket features a 60,000 ft.2 HOM Furniture store (which is currently expanding its 

floor area), several bars and restaurants in the Historic 4th Street District, and numerous service-oriented retail 

establishments in downtown’s core area. Additionally, three large restaurants (Perkins, Chili’s and Famous Dave’s) 

are freeway adjacent in the southern sector of downtown Sioux City — near the Stoney Creek Inn and Tyson 

Events Center — and several new restaurant / bars have opened on Pearl Street, marking the beginning of the 

area’s redevelopment. 

Sioux City’s primary retail centers are located four miles southeast of downtown. These include Southern Hills Mall 

and Lakeport Commons. Over time, both of these centers have drawn many of the small shops and anchor tenants 

from downtown Sioux City. It is unlikely that downtown Sioux City will be able to establish into a major center for 

retail because of the relative scale of these two centers. 

FIGURE 2. KEY CHARACTERISTICS OF DOWNTOWN SIOUX CITY RETAIL MARKET41 

Total Retail Inventory  489,921 Square Feet 

Number of Buildings  46 

Vacant Inventory  160,000 Square Feet 

Vacancy Rate   32% 

REGIONAL RETAIL TRENDS 

Household shopping patterns in the largely agricultural region revolve around the major cities whose retail 

offerings are more diverse and expansive than the rural towns in less developed areas. The standard shopping 

pattern for households in rural areas typically involves long drives to one of retail centers for shopping, dining and 

entertainment. These types of visitors rarely stay overnight, and instead return home after a long day in the city. 

The two competing cities around Sioux City are Sioux Falls, South Dakota (located 85 miles north of Sioux City) 

and Omaha, Nebraska (located 100 miles south of Sioux City). All three cities draw shoppers from well beyond 

their borders, resulting in what appears to be a surplus in sales respective to the spending power of local 

households. 

Knowing that each of the three aforementioned cities draw shoppers from outside their official boundaries, RCLCO 

expects to see the relative draw of each city go well beyond its borders and include surrounding rural communities. 

RCLCO measured the strength of outside capture for all three and found a stronger relative draw by Sioux Falls 

over Omaha and Sioux City. In Sioux Falls, an estimated 41% of sales come from people outside its limits, while 

                                                           
41

 NAI LeGrand data. 
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27% and 28% of sales are generated from outside of Sioux City and Omaha, respectively (Exhibit III-1). In Sioux 

City the retailer types that have the lightest external draw include furniture and home furnishings, electronics and 

appliances, and food services and drinking places — which may mean that households from Sioux City’s trade 

area travel to either Sioux Falls or Omaha for some of these goods. 

PRIMARY MARKET AREAS 

A primary market area (“PMA”), in the context of a retail 

center, is defined as the source of the majority of sales for 

the products and services that are being marketed at the 

center. RCLCO defined the primary market area for the 

retail anticipated for downtown. Depending on the 

characteristics of the site, density of surrounding 

neighborhoods, competitive environment and community 

composition, a PMA could be defined in many ways. 

Based on conversations with local brokers and other real 

estate professionals, RCLCO defined the trade area as a 

modified 50-mile ring around the area that is extended 

further in the east and west directions, because of a lack 

of competing metro areas in those directions, and brought 

in closer in the north and south directions, essentially 

splitting the area between Sioux City and the competing 

metro areas in those two directions (Sioux Falls to the north and Omaha to the south). The graphic on this page 

shows the map of the PMA that RCLCO defined for downtown Sioux City’s retail market. 

RETAIL DEMAND OVERVIEW 

The purpose of RCLCO’s demand analysis is to quantitatively support and describe the demand for various retail 

uses at the subject site. Retail demand is driven by consumer spending and affected by several distinct factors. 

RCLCO’s demand model is generally based upon comparisons between demand potential and supply (existing and 

potential), influenced by the current and proposed locations of other centers. In the case of downtown Sioux City, 

the primary driver of demand is the consumer spending of existing households within the PMA. The following is a 

summary of the process and results from RCLCO’s retail demand analysis.  

RETAIL LEAKAGE ANALYSIS 

Leakage analysis compares the estimated household expenditures within a given market area with the estimated 

retail sales within the same area — both in aggregate and by category. Any excess expenditures essentially 

“leak” to retail centers in outlying areas, suggesting an opportunity for new retail centers to capture this sales 

leakage. RCLCO used a reliable third-party data source (ESRI) to collect data for downtown Sioux City’s defined 

PMA on the retail demand potential, based on average expenditures per household for each retail category. ESRI 

also calculates the actual retail sales for each category within the area to estimate the leakage of expenditures 

and determine in which categories, if any, new retail stores are justified (Exhibits III-2, III-3, and III-4). 
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For the PMA RCLCO studied, the data shows the highest leakage in the categories of office supplies, full-service 

and limited-service restaurants and stores that sell clothing, furniture, electronics and appliances.  

To convert the leakage data into demand for retail space, RCLCO applied informed assumptions about the 

competitive environment, sales performance metrics for various retail categories and standard store sizes for 

different retail types. The description and calculations of each of the assumptions now follows: 

SUBJECT SITE CAPTURE RATE 

The subject site’s capture rate is based upon an assumed “fair share” capture of leakage relative to other 

parts of Sioux City that could attract additional retail development. For regional serving retail, the capture 

rate RCLCO used is 35% because there are two viable locations that can capture future retail 

development: the area south of Lakeport Commons has an additional 20 acres of undeveloped land that 

will likely be built out as retail; and parts of Hamilton Boulevard remain as residential lots and have a 

strong likelihood of being converted to retail. See Exhibits III-4 for more specific descriptions of the 

capture mathematics. 

SALES PER SQUARE FOOT THRESHOLD 

The sales per square foot threshold translates dollar amounts into supportable retail square feet and 

employ standard assumptions by retail type, based on broker conversations, national data, and RCLCO’s 

industry knowledge. 

MINIMUM STORE SIZE 

The analysis screens supportable retail square footage by a minimum store size to ensure that 

recommendations are sufficiently realistic. In other words, if the demand analysis found supportable 

demand for 10,000 square feet of grocery space, RCLCO would not recommend it as a use since 

groceries are typically much larger. 

This analysis results in a specific amount of retail space and numbers of stores in each category that could be 

added at in downtown Sioux City. In short, RCLCO has concluded sufficient demand exists to support an additional 

150,000 square feet of retail. 

RECOMMENDATIONS 

In the short-term, efforts should be focused on retail categories that are currently deficient in the regional PMA, as 
they all fit within the current and growing retail sectors of downtown Sioux City. 

OFFICE SUPPLIES STORES operate effectively within downtown areas like Sioux City. None of the major 

national office supplies chains (Staples, Office Depot and OfficeMax) are currently operating within the 

market. 

FULL AND LIMITED SERVICE RESTAURANTS: Even with an already diverse selection of full and limited 

service restaurant offerings in downtown, RCLCO’s analysis shows an opportunity to further broaden the 

selection. With access to the region’s largest daytime population and mature entertainment district (with 

the Orpheum Theater, Tyson Events Center, and the Promenade and Riviera Theaters), restaurants have 

strong prospects in the area. Restaurant operators should be prepared to have most of their dinner 

demand occur on Thursdays to Sundays, on those evenings when residents from surrounding rural areas 

venture into Sioux City for access to shopping and services. 

FURNITURE STORES: The reported success and recent expansion of HOM Furniture is perhaps the most 

encouraging signal of downtown Sioux City’s retail sector. Although Omaha offers a much more expansive 
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furniture district, HOM Furniture is drawing a strong base of business. The opportunity here is to locate 

smaller furniture and home accessory stores to complement HOM Furniture’s offerings. 

Neighborhood retail demand could potentially be justified if the residential base were to continue to broaden 

in the downtown. A base of 2,000 downtown households is a reasonable target to attract a specialty or 

standard grocery store into the market. Some in the market believe a specialty grocer – such as Trader 

Joe’s – could experience immediate success in a downtown location and service the entire region. The 

nearest Trader Joe’s and Whole Foods Market are in Omaha, Nebraska and some locals that RCLCO 

interviewed shared that they often visit one of their stores when they go to Omaha. 
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RESIDENTIAL ANALYSIS 

EXISTING INVENTORY 

Residential uses in downtown Sioux City are still very minimal though becoming increasingly more popular. 

According to NAI LeGrand, all new residential units in the Sioux City market since 1997 have come from adaptive 

reuse of existing civic, office and warehouse buildings. 260 units have been added to the residential base in that 

time, making the total downtown inventory approximately 525 units. Of those, over 300 units are only available 

for low income or senior tenants. 

The two most recent development projects by Connelly, Tiehen and Sons, Inc (“CTS”) — the United Center and 4th 

and Jackson (currently under construction) — offer the first true Class A residential units in Sioux City. These 

buildings are both mapped and offered as condominiums. Understanding the limited market reach for a new 

product type, the builders have opted to broaden their market by offering the units as rental units as well, 

retaining ownership of the units they successfully lease. The units feature contemporary interior design, including 

bamboo floors, granite counter tops, energy efficient plumbing and lighting fixtures, recessed lighting and open 

floor plans. CTS shared with RCLCO that their sales per square foot are in the range of $125 to $160 per square 

foot – which exceeds the value ratio of all single family residences that were observed in a recent listing search in 

the Sioux City market and rivals the pricing for the highest-valued residences in nearby Dakota Dunes, South 

Dakota42. CTS reports that the majority of owners and renters have at least one person in the household who works 

in downtown Sioux City. At 4th and Jackson, since the building is a part of the City’s skywalk system, some residents 

are able to avoid undesirable weather by walking directly to their offices without having to step outside. Several 

units – under construction during the time of RCLCO’s site visit – were pre-leased and pre-sold. 

RESIDENTIAL DEMAND OVERVIEW 

As mentioned earlier, Walkscore.com has rated downtown Sioux City with a walkability score of 91 out of 100, 

making it one of the most appealing walkable districts in the country. Despite this, only 1,000 people currently live 

in the district, and roughly 70% of that population earns less than $25,000 per year. Going forward, RCLCO 

expects new demand for residential units in downtown Sioux City to be driven by the access to employment and 

demand for the increasingly appealing benefits of living in a walkable, urban district. Currently, 11,000 

employees work in downtown Sioux City in some of the region’s highest paying jobs, including medical, 

government, banking and real estate. RCLCO suspects this is the base of buyers and renters CTS has been drawing 

into their downtown projects and that would demand future housing. 

It is difficult to gauge downtown’s capture of future demand, as many factors are still undecided. RCLCO’s study 

suggests that there will likely be a range of possibilities based on the following factors: Presence of public 

amenities that make downtown more appealing to larger households, including safe and welcoming public spaces 

within walking distance of residential buildings and the presence of an appealing grocery store in downtown; the 

development of potentially competing districts; and the region’s household growth over time, which will be 

impacted by job growth and the ability for the region to attract and retain a young and skilled workforce. 

RCLCO’s demand analysis projects for residential units in downtown Sioux City based on demographic 

characteristics of the area defined by a 10-minute drive radius around downtown Sioux City, solving for an annual 

                                                           
42  Based on a search of real estate listings on Trulia.com on March 11, 2012. 
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demand for new residential units in the area. RCLCO’s demographic demand model breaks down demand by 

household income, age of householder and household size. RCLCO took several different approaches to RCLCO’s 

demand forecast, first assuming the current appeal to singles and couples, then assuming the district added family-

friendly amenities (public parks, convenience retailers, such as a grocery store). The demand analysis, which is 

displayed in more detail in Exhibits IA- 1B (for sale) and Exhibits 2A-2B (for rent) yields the following results: 

DEMAND UNDER EXISTING CONDITIONS 

RENTAL APARTMENTS 

RCLCO estimates that approximately 3,350 households in the PMA would be in the market for rental housing 

product on an average annual basis. Of these, over 1,850 are either singles or couples who would embrace 

downtown Sioux City as it is, without the family-friendly amenities. In total, RCLCO estimates a range of annual 

demand between 14 and 35 units. 

FOR-SALE CONDOMINIUMS 

RCLCO estimates that approximately 1,350 households in the PMA would be in the market for for-sale housing 

product on an annual basis. Of these, 620 are household-size qualified based on the reasons described above. 

RCLCO estimates an annual demand of 23 to 63 units. 

DEMAND UNDER FAMILY-FRIENDLY CONDITIONS 

RENTAL APARTMENTS 

RCLCO estimates that of the 3,350 households in the PMA that would be in the market for rental housing product 

on an average annual basis, over 60% will be young households (aged 25-34 years old) and only 300 would 

earn $50,000 or more. If downtown were to be more appealing to families with children, the range of demand 

would expand to 32 to 81 units per year. 

FOR-SALE CONDOMINIUMS 

Of the 1,350 households in the market to purchase a house or condo every year, a range of 85 to 141 households 

would seek a unit in downtown Sioux City. 

RECOMMENDATIONS 

Encourage adaptive reuse of select office buildings into residential buildings to expand the residential base in 
downtown. RCLCO’s analysis has identified nine existing office buildings that are well suited for 
redevelopment and partial or full conversion into residential units. Historic tax credits and adaptive reuse 
incentives, such as have worked in places like Los Angeles. 

Address livability concerns in downtown. Larger households require amenities and services that many singles 
and couples are willing to live without, including public parks and convenience shopping (grocery and drug 
stores). Increasing the appeal to larger households more than doubles the pool of potential owners and 
renters. 

Consider ways to bring further attention and notoriety to CTS’ United Center and 4th and Jackson 
developments to developers and investors in the region. Track performance of the office and residential 
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space in those buildings, paying close attention to the demographics of the buyers and renters of the 
residential units. Offer this as a celebrated case study through media outlets and outreach efforts to local 
and regional investors. Consider incentives that encourage adaptive reuse of office to residential, as well 
as office mapping of buildings to be offered as condominiums. 
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OFFICE MARKET ANALYSIS 

CURRENT INVENTORY 

Downtown Sioux City is the predominant office market in the Siouxland region. The market contains roughly 46 

office buildings, totaling 1.8 million square feet, of which over 350,000 was vacant in 2009 – the date of their last 

report. A more recent report by Chris Bogenrief of United Realty describes the Class A market as being over 

692,000 square feet, with a current vacancy rate of over 24%. While his report mentions a sizable Class A office 

market, he and several other real estate and business professionals interviewed by RCLCO suggested that the 

United Center offers some of the first “true Class A” space in Sioux City. The interior of Terra Centre, for example, 

described as the queen of the Sioux City skyline, has not been renovated since it was first built in 1983. 

The list of buildings in downtown provided by Downtown Partners shows a list of 34 buildings with a total square 

footage of approximately 1.335 million square feet. Of these, 10 buildings – totaling over 400,000 square feet – 

are user-owned, including four banks. 

Through RCLCO’s review of the market and interviews with local stakeholders, RCLCO has identified nine buildings 

in downtown Sioux City, which amount to over 700,000 square feet, which are either fully or mostly vacant and 

can be considered for repositioning or a complete renovation. These buildings represent a major opportunity for 

downtown Sioux City and can be central in any concerted effort to rethink the downtown. 

EMPLOYMENT OVERVIEW 

The background report generated by IEDC provides a detailed summary of the Sioux City employment base. 

RCLCO’s efforts to expand on this work focused on analyzing the industry clusters that are the main employment 

drivers in Sioux City going forward. 

A comparison of the employment base in Woodbury County, where Sioux City is the largest City, and Polk County, 

where Des Moines is the largest city, allows us to determine Sioux City’s relative competitiveness with a large city 

that is within the same State. Using Des Moines as a basis for comparison helps us identify industry clusters that 

have strong representation within Iowa, which is a limited pool given the relative size of the State and the onerous 

tax system in the State that RCLCO believes drive several industries away. 

Polk County’s employment base is over five times the size of Woodbury County’s; similarly, Des Moines’ office 

inventory is approximately seven times the size of Sioux City’s43. The largest industry cluster in Polk County is 

Business and Financial Services, which represents over 17% of the County employment base. This cluster includes 

insurance companies, which is the largest industry operating in Des Moines and is the industry of three of the top 

five employers in Des Moines44. By comparison, the Business and Financial Services cluster represents only 4% of 

the Woodbury County employment base. 

LOCATION QUOTIENT ANALYSIS 

A calculation of an industry’s location quotient for a given geography helps us understand the relative strength of a 

given industry in a sub-geography when compared to the larger geography. For the Business and Financial 

                                                           
43  Reis, Inc. reports an office vacancy rate of 19.6% in Des Moines as of the end of 2011. Their total office inventory is 13,000,000+ square feet. 
44  Based on information found on the website for the City of Des Moines, Iowa for 2009. 
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Services industry cluster, the location quotient for Polk County is over 2.5, whereas for Sioux City, only 0.5 (Exhibit 

V-2B). This means that relative to the State of Iowa, the number of jobs in this industry cluster in Polk County is over 

two and a half times more than what would be expected. RCLCO believes this dynamic represents a potential 

opportunity for Sioux City. Given that this industry cluster – composed of companies that are most likely to demand 

Class A office space – is only half as prevalent as it should be given the State’s current number of jobs in the 

industries that compose this cluster, RCLCO believes there is the opportunity to attract more of these types of 

employers. Des Moines is currently capturing the lion’s share of these big office users who are open to doing 

business in Iowa, despite the State’s unfavorable business climate45, but RCLCO does not see any reason why Sioux 

City could not attract parts or all of the operations for one or more new or established businesses. 

The location quotient analysis for Woodbury County reflects the industry clusters that are strongest, which are Agri- 

Business, Arts, Entertainment and Tourist Industries and Biomedical/Biotechnology – which all represent sizable 

portions of the employment base. These are the core industries with the highest prospects for growth and expansion 

within the County. Further, several industry clusters have low location quotients but are growing in size, which means 

they can emerge as major contributors to the local economy. These include Education and Knowledge Creation, 

Defense and Security, and Business and Financial Services. These industry clusters should be on the radar for future 

growth and are of particular interest for downtown, because they all include industries that traditionally have high 

office space needs and are apt to be within the downtown or planned business park. 

SHIFT-SHARE ANALYSIS 

RCLCO used a shift-share methodology to examine historical employment growth by industry in Woodbury and 

Polk Counties in comparison to the total employment growth in the State of Iowa during a period of economic 

growth -- 2003 and 2008. This analysis identifies a particular jurisdiction’s competitive advantage or 

disadvantage in industry employment by comparing the industry’s growth in the specified jurisdiction to general 

employment growth in the region and to regional employment growth in that particular industry. RCLCO deems this 

competitive advantage the “Woodbury County Effect” on Exhibit V-5. 

RCLCO uses this data to identify economic sectors that are especially attracted to, or even repelled by, these 

Counties. The results show that only three industry clusters reflect growth as a result of a local effect. These were 

Agri-Business and Food Processing, Defense and Security, and Education and Knowledge Creation. For all other 

industry clusters, the growth can be attributed to industry and statewide factors. 

OFFICE DEMAND OVERVIEW 

Future demand for office space in downtown Sioux City is undeterminable, but is unlikely to be significant going 

forward. Instead, Sioux City’s economic realities and industry trends are suggesting that Sioux City’s office market 

is currently overbuilt and should be reduced in terms of total inventory. 

A recent article by Commercial Investment Real Estate describes a shift in office needs for corporations in all 

sectors of the economy46. The article suggests that corporations have too much space now and will be either selling, 

subleasing or scaling back their office requirements upon releasing at the end of their current lease, resulting to 

growth of the "shadow inventory" of office space in many markets. Space requirements per employee will also 

likely be shrinking which will affect space demand that is caused by employment growth. Traditionally, the ratio of 

                                                           
45  Several Sioux City leaders described Iowa’s corporate and individual tax system as onerous, especially when compared to more business-friendly neighbors such as South 

Dakota. 
46  The article can be found at www.ccim.com/cire-magazine/articles/139111/2012/01/resizing-or-rightsizing. 
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office space needs per employee was 250 square feet per job. Going forward, some analysts believe this ratio 

will shrink to 100-150 square feet per job. The article suggests that some of this shift will be due to employers 

insisting on employees sharing space with other employees, so as to minimize the number of offices and 

workstations that are empty while their occupants are in out of the office or in meetings. This trend is consistent with 

Teknion’s recent Workplace of the Future study that says almost half of those companies that were surveyed use 

cloud computing and 90 percent plan to invest in productivity-enhancing technologies in the next year. 

While RCLCO does not expect demand for new office development, its investigation found evidence that suggests 

that the market has pent-up demand for upgraded, Class A office space that is built to the standards seen in major 

markets. A walking tour of any one of many outdated buildings followed by a tour of United Center and 4th and 

Jackson buildings, offers a dramatic juxtaposition between space with deteriorating interiors with aged finishes 

and outdated floor plans and contemporary and appealing interior designs equipped with sound- and weather-

proof windows and up-to-date technology. The performance of the two well-equipped buildings, as well as the 

recurring comments from local business leaders who commented on the disappointing condition of most of the office 

in the market speaks to an unmet need in the market place for Class A office space. 

RECOMMENDATIONS 

Encourage adaptive reuse of existing, under-utilized Class B and C office buildings into residential units and/or 
Class A office space. The current office market is overbuilt and should see a reduction in net square 
footage. 

Focus employer attraction efforts around industries that are sizable or growing. The industry clusters that are 
showing the most promising signs include tourist related, agri-business and food processing, 
biomedical/biotech. 

Efforts to attract large employers should target industries disproportionately represented in Des Moines, Iowa. 
Businesses within the Business and Financial Services cluster are the best targets. Insurance companies are 
especially attractive, given State legislation that is beneficial to firms in this industry, which is the driver 
that has caused so many large insurance companies to locate headquarters in Des Moines. Several other 
private industries are flourishing in Des Moines and have potential to grow in Sioux City. 

The City should nurture the continued growth and expansion of those industries that are most active in 
Woodbury County and Sioux City, as they are very much the anchors of the local economy 
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CRITICAL ASSUMPTIONS 

RCLCO’s conclusions are based on RCLCO’s analysis of the information available from RCLCO’s own sources and 

from the client as of the date of this report. RCLCO assumes that the information is correct, complete, and reliable.  

RCLCO made certain assumptions about the future performance of the global, national, and local economy and 

real estate market, and on other factors similarly outside either RCLCO’s control or that of the client. RCLCO 

analyzed trends and the information available to us in drawing these conclusions. However, given the fluid and 

dynamic nature of the economy and real estate markets, as well as the uncertainty surrounding particularly the 

near-term future, it is critical to monitor the economy and markets continuously and to revisit the aforementioned 

conclusions periodically to ensure that they stand the test of time. 

RCLCO assumes that the economy and real estate markets are close to bottoming out for the current cycle, and that 

they will grow at a stable and moderate rate starting in 2010, more or less in a straight line on average for the 

duration of the analysis period (to 2020 and beyond). However, history tells us that stable and moderate growth 

patterns are not sustainable over extended periods of time, and that the economy is cyclical and that the real 

estate markets are typically highly sensitive to business cycles. Further, it is very difficult to predict when the current 

economic and real estate downturns will end, and what will be the shape and pace of growth once they are 

recovered. 

With the above in mind, RCLCO assumes that the long term average absorption rates and price changes will be as 

projected, realizing that most of the time performance will be either above or below said average rates.  

RCLCO’s analysis does not take into account the potential impact of future economic shocks on the national and/or 

local economy, and does not necessarily account for the potential benefits from major "booms,” if and when they 

occur. 

Similarly, the analysis does not necessarily reflect the residual impact on the real estate market and the 

competitive environment of such a shock or boom. Also, it is important to note that it is difficult to predict changing 

consumer and market psychology. 

For all the reasons outlined, RCLCO recommends the close monitoring of the economy and the marketplace, and 

updating this analysis as appropriate. 

Further, the project and investment economics should be “stress tested” to ensure that potential fluctuations in 

revenue and cost assumptions resulting from alternative scenarios regarding the economy and real estate market 

conditions will not cause failure. 

In addition, RCLCO assumes that once the current cycle is over, the following will occur in accordance with current 

expectations: 

Economic, employment, and household growth. 

Other forecasts of trends and demographic and economic patterns, including consumer confidence levels. 

The cost of development and construction. 

Tax laws (i.e., property and income tax rates, deductibility of mortgage interest, and so forth). 

The availability and cost of capital and mortgage financing for real estate developers, owners and buyers, at 
levels present in the market before the most recent run up (i.e., early 2000s levels). 

Competitive projects will be developed as planned (active and future) and a reasonable stream of supply 
offerings will satisfy real estate demand. 
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Major public works projects occur and are completed as planned. 

Should any of the above change, this analysis should probably be updated, with the conclusions reviewed 

accordingly (and possibly revised). 
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GENERAL LIMITING CONDITIONS 

Reasonable efforts have been made to ensure that the data contained in this study reflect accurate and timely 

information and are believed to be reliable. This study is based on estimates, assumptions, and other information 

developed by RCLCO from its independent research effort, general knowledge of the industry, and consultations 

with the client and its representatives. No responsibility is assumed for inaccuracies in reporting by the client, its 

agent, and representatives or in any other data source used in preparing or presenting this study. This report is 

based on information that to RCLCO’s knowledge was current as of the date of this report, and RCLCO has not 

undertaken any update of its research effort since such date. 

RCLCO’s report may contain prospective financial information, estimates, or opinions that represent RCLCO’s view 

of reasonable expectations at a particular time, but such information, estimates, or opinions are not offered as 

predictions or assurances that a particular level of income or profit will be achieved, that particular events will 

occur, or that a particular price will be offered or accepted. Actual results achieved during the period covered by 

RCLCO’s prospective financial analysis may vary from those described in RCLCO’s report, and the variations may 

be material. Therefore, no warranty or representation is made by RCLCO that any of the projected values or 

results contained in this study will be achieved. 

Possession of this study does not carry with it the right of publication thereof or to use the name of "Robert Charles 

Lesser & Co., LLC" or "RCLCO" in any manner without first obtaining the prior written consent of RCLCO. No 

abstracting, excerpting, or summarization of this study may be made without first obtaining the prior written 

consent of RCLCO. This report is not to be used in conjunction with any public or private offering of securities or 

other similar purpose where it may be relied upon to any degree by any person other than the client without first 

obtaining the prior written consent of RCLCO. This study may not be used for any purpose other than that for which 

it is prepared or for which prior written consent has first been obtained from RCLCO. 
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SUPPORTING EXHIBITS 

I. SUMMARY OF CONCLUSIONS 

EXHIBIT I-1 

SUMMARY OF PROJECTED DEMAND DOWNTOWN SIOUX CITY  

LAND-USE 

CONSE
RVATI

VE 
PROJE
CTION 

AGG
RESSI

VE 
PROJ
ECTI
ON 

NOTES 

RETAIL 
149,00
0 ft.2 

 

Current 
demand for 
restaurants, 
office supplies 
and furniture. 

RESIDENTIAL – 
Current 
Conditions 

  
Based on 1 
and 2-person 
households. 

Market Rate 
Rental 
Apartments 

14 35  
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For-Sale 
Condos 

23 63  

RESIDENTIAL – 
More Family 
Friendly 

  
Based on all 
household 
sizes. 

Market Rate 
Rental 
Apartments 

32 81  

For-Sale 
Condos 

85 141  

OFFICE 
UNDETERMINA
BLE 

Future 
demand not 
likely to 
absorb all 
vacant space. 
Consider 
converting 
more office 
space to 
residential. 

SOURCE: RCLCO 
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II. URBAN WALKABLE 

EXHIBIT II–1 

VALUE CREATION COMPARISON: US MIXED-USE AREAS AND SUBURBAN AREAS47  

EXHIBIT II-2 

EXISTING AND PREFERRED HOUSING TYPE BY US HOUSEHOLD SIZE, 200848 

 

                                                           
47  Brookings Institution 
48  RCLCO Consumer Research 



202 

 

EXHIBIT II–3 

US CONSUMER PREFERENCE SURVEY RESULTS, 2008 
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III. RETAIL ANALYSIS 

EXHIBIT III–1 

RETAIL SURPLUS COMPARISON — SIOUX CITY, OMAHA AND SIOUX FALLS, 2010 

 

 

RETAIL SALES 
RETAIL 

SURPLUS 

SURPLU
S 

PERCEN
T 

OF ALL 
SALES 

Sioux 
City, 
IA 

$1,007,537,0
42 

$269,564,267 27% 
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Omah
a, NE 

$5,384,051,1
38 

$1,528,673,6
67 

28% 

Sioux 
Falls, 
SD 

$2,718,692,7
36 

$1,119,286,8
06 

41% 

NOTE: Retail surplus is the total amount of retail sales in a region that is captured from surrounding areas, as calculated by subtracting the retail potential of that 
geography's population from reported sales for that area. This graph shows the percentage of total sales represented by the surplus for each City. 

SOURCE: ESRI, Inc.; RCLCO 
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EXHIBIT III–2 

RESIDENT RETAIL DEMAND VERSUS REPORTED SALES 

REGIONAL RETAIL MARKET AREA, 2010 

 

1 ESRI  |  2 Based on ESRI's estimated expenditures by retail category  |  3 Including discount department stores  |  Source: ESRI Business Analyst; RCLCO 

EXHIBIT III–3 

REGIONAL RETAIL DEMAND POTENTIAL  

REGIONAL RETAIL MARKET AREA, SIOUX CITY, 2010 

 

  

RETAIL CATEGORY SUPPORTABLE FT.2 NUMBER OF STORES 

Furniture Stores 5,000 0 

Office Supplies, Stationery & Gift Stores 64,100 3 

Full-Service Restaurants  57,700 12 

Limited-Service Eating Places 5,900 6 

Used Merchandise Stores  1,200 2 

Clothing Stores  8,000 8 

Electronics & Appliance Stores  3,600 2 

TOTAL 145,500 33 

Source: ESRI Business Analyst; RCLCO 
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EXHIBIT III–4 

REGIONAL-SERVING CENTER RETAIL DEMAND ANALYSIS 

REGIONAL RETAIL MARKET AREA, SIOUX CITY 

  (millions) (millions)  

GROSS 

RETAIL 
GAP/ 

(SURPLUS) 
(millions) 

# OF 
BUS. 

POTENTIAL 
TO BE 

LOCATED 
DOWN-

TOWN 

POTENTIAL 

SPENDING 
IN DOWN-

TOWN 
(millions) 

SUBJECT 

SITE 
CAPT-

URE1 

SALES/ 

SF 
THRES-

HOLD 

SF 
(thousands) 

MIN 
STORE 

SIZE 
(thousands) 

SUPPORT

ABLE 
STORES 

SF 
(thousands) 

STORES 

Mtr. Vehic. & Parts Dealers $514.2 $497.1 $17.1 352 
 

$8.5 
  

3.3 0.0 0.0 0.0 

Automobile Dealers $441.4 $432.3 $9.1 198 50% $4.6 35% $750 2.1 10.0 0.0 0.0 
Other Motor Vehicle Dealers $43.6 $27.1 $16.5 48 50% $8.2 35% $400 7.2 10.0 0.0 0.0 

Auto Part, Acc.’s & Tire Stores $29.2 $37.7 ($8,5) 106 50% ($4.3) 35% $250 -6.0 10.0 0.0 0.0 
Furniture & Home 

Furnishings Stores 
$53.8 $59.8 ($6.0) 91 

 
($6.0) 

 
0 -7.0 0.0 2.7 0.0 

Furniture Stores $38.3 $46.6 ($8.3) 38 100% ($8.3) 35% $300 -9.7 5.0 0.0 0.0 

Home Furnishings Stores $15.5 $13.2 $2.3 53 100% $2.3 35% $300 2.7 0.6 2.7 4.5 
Electronics & Appl. Stores $55.0 $50.9 $4.1 104 100% $4.1 35% $400 3.6 1.5 3.6 2.4 

Bldg Materials, Garden 
Equip. & Supply Stores 

$88.2 $81.6 $6.6 231 
 

$3.9 
  

4.6 0.0 0.0 0.0 

Bldg Mtr’l & Supplies Dealers $72.9 $63.4 $9.5 174 60% $5.7 35% $300 6.7 70.0 0.0 0.0 
Lawn & Garden Equip & 

Supply Stores 
$15.2 $18.2 ($3,0) 57 60% ($1.8) 35% $300 -2.1 3.0 0.0 0.0 

Food & Beverage Stores $350.0 $398.1 ($48,1) 227 
 

($48.1) 
  

-42.1 0.0 0.0 0.0 

Grocery Stores $327.2 $370.5 ($43.3) 146 100% ($43.3) 35% $400 -37.9 40.0 0.0 0.0 

Specialty Food Stores $14.9 $15.8 ($0.9) 45 100% ($0.9) 35% $400 -0.7 3.0 0.0 0.0 
Beer, Wine & Liquor Stores $7.9 $11.8 ($3.9) 36 100% ($3.9) 35% $400 -3.4 1.0 0.0 0.0 

Health & Pers. Care Stores $74.9 $85.6 ($10.7) 140 100% ($10.7) 35% $350 -10.7 15.0 0.0 0.0 
Gasoline Stations $497.8 $757.1 ($259.4) 170 100% ($259.4) 35% 

 
- 0.0 0.0 0.0 

Clothing & Clothing 
Accessories Stores 

$68.9 $70.7 ($1.8) 185 
 

($1.8) 
  

0.0 0.0 8.0 0.0 

Clothing Stores $54.0 $47.1 $6.8 124 100% $6.8 35% $300 8.0 1.0 8.0 8.0 
Shoe Stores $6.0 $8.4 ($2.4) 27 100% ($2.4) 35% $300 -2.8 0.0 0.0 

 
Jewelry, Luggage & Leather 
Goods Stores 

$8.9 $15.1 ($6.2) 34 100% ($6.2) 35% $450 -4.8 3.0 0.0 0.0 

Sporting Goods, Hobby, 
Book & Music Stores 

$21.2 $21.1 $0.1 112 
 

($27.5) 
 

$450 - 1.0 0.0 0.0 

Sporting Goods / Hobby / 
Musical Instr Stores 

$13.4 $14.6 ($1.1) 98 100% ($1.1) 35% $700 -0.6 0.5 0.0 0.0 

Book, Periodical & Music 
Stores 

$7.8 $6.6 $1.2 14 100% ($26.4) 35% 
 

-8.3 0.0 0.0 0.0 

Gen. Merch. Stores $407.9 $470.7 ($62.9) 73 
 

($15.7) 
 

$450 - 1.0 0.0 0.0 
Dept. Stores Excl. Leased 

Depts. 
$193.8 $236.5 ($42.6) 31 25% ($10.7) 35% $450 -8.3 2.0 0.0 0.0 

Oth. Gen. Merch. Stores $214.0 $234.2 ($20.2) 42 25% ($5.1) 35% $400 -4.4 10.0 0.0 0.0 

Misc. Store Retailers $38.3 $36.7 $1.6 331 
 

$75.3 
  

0.0 0.0 65.3 0.0 
Florists $3.4 $6.0 ($2.6) 57 100% ($2.6) 35% $350 -2.6 30.0 0.0 0.0 

Office Supplies, Stationery & 
Gift Stores 

$14.5 $11.3 $3.2 77 100% $77.0 25% $300 64.1 20.0 64.1 3.2 

Used Merchandise Stores $4.6 $3.5 $1.0 87 100% $1.0 35% $300 1.2 0.5 1.2 2.3 
Oth. Misc. Store Retailers $15.8 $15.8 $0.0 110 100% $0.0 35% $450 0.0 2.0 0.0 0.0 

Nonstore Retailers $81.3 $71.7 $9.6 20 
 

$75.9 
  

0.0 0.0 0.0 0.0 
Electronic Shopping & Mail-

Order Houses 
$41.7 $24.7 $17.0 4 0% $0.0 0% $200 - 1.0 0.0 0.0 

Vending Machine Operators $6.3 $3.4 $2.8 7 0% $75.9 0% $100 - - 0.0 0.0 
Direct Selling Establishments $33.3 $43.6 ($10.2) 9 0% $0.0 0% $200 - - 0.0 0.0 

Food Svcs. & Drinking Places $328.5 $285.6 $42.9 767 
 

$43.0 
  

69.4 0.0 69.6 19.0 
Full-Service Restaurants $148.9 $116.0 $33.0 379 100% $33.0 35% $200 57.7 5.0 57.7 11.5 

Limited-Service Eating Places $150.2 $145.3 $4.9 193 100% $5.0 35% $300 5.9 1.0 5.9 5.9 
Special Food Services $10.8 $5.6 $5.2 20 100% $5.2 35% $300 6.1 3.5 6.1 1.7 

Drinking Places - Alcoholic 
Beverages 

$18.6 $18.8 ($0.2) 175 100% ($0.2) 35% $300 -0.3 2.5 0.0 0.0 

TOTAL $1,603.7 $1,653.0 ($49.2) 
  

$74.1 
 

$374 6.0 
 

149.0 58.7 

1 Based on the following hypothetical mathematics to distribute the "leakage": 1 potential regional center at Cottle Station; 2 additional sites within the CMA with a 50-

75% probability of development; 1 additional unknown source of competition. Results in 3.25 potential new centers, of which we represent 1, or 30-35%. 

 

  



207 

 

EXHIBIT III–5 

MAP OF PRIMARY MARKET AREA (RETAIL) 

EXHIBIT III–6 

COMPARATIVE SOCIOECONOMIC CHARACTERISTICS  

10-MINUTE, 60-MINUTE AND 180-MINUTE DRIVE TIMES, 2010 – 2016 

CHARACTERISTIC 
10-MINUTE 

DRIVE RADIUS 
60-MINUTE 

DRIVE RADIUS 
180-MINUTE 

DRIVE RADIUS 

2010 Population  131,678 197,564 2,471,213 
2011 Population  131,731 197,205 2,489,325 
2016 Population  132,128 196,907 2,577,339 

Pop. Growth Rate, 2010-2011  0.0% -0.2% 0.7% 
Pop. Growth Rate, 2011-2016  0.1% 0.0% 0.7% 

2010 Households  49,325 74,449 972,341 
2011 Households  49,343 74,299 979,466 
2016 Households  49,589 74,421 1,017,771 

Household Growth Rate, 2010-2011  0.0% 0.0% 0.1% 
Household Growth Rate, 2011-2016  0.1% 0.0% 0.8% 

2011 Household Size  2.67 2.65 2.54 

2011 Per Capita Income  $22,596  $22,412  $25,148  
2011 Median Household Income  $45,604  $45,212  $48,847  
2011 Average Household Income  $59,477  $58,428  $62,736  
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EXHIBIT III-7 

HOUSEHOLDS BY AGE AND INCOME, 180–MINUTE DRIVE RADIUS, 2010 

INCOME 
RANGE 

(thousands) 

   
PROFESSIONALS 

 
EMPTY NESTERS 

 
RETIREES 

   

<25 
 

25-34 
 

35-44 
 

45-54 
 

55-64 
 

65-74 
 

75+ 
 

TOTAL 

TOT. % 
 

TOT. % 
 

TOT. % 
 

TOT. % 
 

TOT. % 
 

TOT. % 
 

TOT. % 
 

TOT. % 

<$25 22,968 39 
 

26,806 16 
 

19,433 11 
 

20,075 10 
 

24,083 15 
 
26,731 27 

 
48,363 44 

 
188,459 19 

$25-35 8,627 15 
 

20,477 12 
 

16,307 9 
 

15,324 8 
 

14,895 9 
 
14,438 15 

 
14,599 13 

 
104,667 11 

$35-50 10,238 18 
 

35,339 21 
 

29,990 17 
 

29,150 15 
 

27,571 17 
 
18,256 19 

 
15,428 14 

 
165,972 17 

$50-75 7,968 14 
 

47,542 28 
 

48,260 28 
 

54,024 27 
 

39,623 24 
 
18,686 19 

 
13,403 12 

 
229,506 24 

$75-100 4,563 8 
 

23,551 14 
 

30,554 18 
 

40,383 20 
 

26,503 16 
 

9,423 10 
 

9,490 9 
 
144,467 15 

$100-150 2,469 4 
 

10,169 6 
 

19,974 12 
 

28,725 14 
 

19,959 12 
 

6,919 7 
 

5,627 5 
 

93,842 10 
$150-200 912 2 

 
1,780 1 

 
4,087 2 

 
5,972 3 

 
4,438 3 

 
1,747 2 

 
1,553 1 

 
20,489 2 

$200-250 409 1 
 

897 1 
 

1,599 1 
 

2,713 1 
 

2,369 1 
 

1,198 1 
 

1,021 1 
 

10,206 1 
$250-500 116 0 

 
464 0 

 
1,435 1 

 
2,556 1 

 
2,148 1 

 
788 1 

 
328 0 

 
7,835 1 

$500+ 12 0 
 

62 0 
 

228 0 
 

460 0 
 

388 0 
 

138 0 
 

46 0 
 

1,334 0 

TOTAL 58,282 100   167,087 100   171,867 100   199,382 100   161,977 100   98,324 100   109,858 100   966,777 100 

% of Total 6 
  

17 
  

18 
  

21 
  

17 
  

19 
  

11 
  

100 
 

 

IV. RESIDENTIAL DEMAND ANALYSIS 

EXHIBIT IV–1A 

FOR-SALE DEMAND SUMMARY FOR 1- AND 2- PERSON HOUSEHOLDS ONLY, 

MARKET AREA, MARCH 2012 

INCOME RANGE PRICE RANGE 
DEMAND FROM 
EXISTING HHs 

DEMAND FROM 
NEW HHs 

TOTAL 
FOR-SALE 
DEMAND 

$35,000 - $50,000  $135,000 - $192,000  177 31 208 
$50,000 - $75,000  $192,000 - $288,000  127 31 158 
$75,000 - $100,000  $288,000 - $384,000  87 18 105 
$100,000 - $150,000  $384,000 - $576,000  115 18 132 

$150,000+  $576,000+  0 9 9 

TOTAL 
 

505 107 613 
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MULTIFAMILY CONDOMINIUMS 

INCOME RANGE 

CONSERVATIVE   AGGRESSIVE   

CONDOS 
AS % 

OF NEW 

TOTAL 
CONDO 
DEMAND 

  
CONDOS 

AS % 
OF NEW 

TOTAL 
CONDO 
DEMAND 

BREAKDOWN 
BY PRICE 

$35,000 - $50,000  2% 3 
 

5% 10 17% 
$50,000 - $75,000  5% 5 

 
10% 16 25% 

$75,000 - $100,000  10% 13 
 

15% 16 25% 
$100,000 - $150,000  10% 1 

 
15% 20 32% 

$150,000+  0% 0 
 

10% 1 1% 

TOTAL  23     63   

       
TOTAL ANNUAL DEMAND RANGE  23     63   

EXHIBIT IV-1B 

FOR-SALE DEMAND SUMMARY – ALL HOUSEHOLDS, MARKET AREA, MARCH 2012 

INCOME RANGE PRICE RANGE 
DEMAND FROM 
EXISTING HHs 

DEMAND FROM 
NEW HHs 

TOTAL 
FOR-SALE 
DEMAND 

$35,000 - $50,000  $135,000 - $192,000  219 31 250 
$50,000 - $75,000  $192,000 - $288,000  275 31 307 
$75,000 - $100,000  $288,000 - $384,000  372 18 390 
$100,000 - $150,000  $384,000 - $576,000  240 18 258 

$150,000+  $576,000+ 0 9 9 

TOTAL 
 

1,107 107 1,215 

 

INCOME RANGE 

CONSERVATIVE 

 

AGGRESSIVE 

CONDOS 
AS % 

OF NEW 

TOTAL 
CONDO 
DEMAND 

CONDOS 
AS % 

OF NEW 

TOTAL 
CONDO 

DEMAND 

<$35,000 2% 5 

 
5% 13 

$35,000 - $50,000  5% 15 

 
10% 31 

$50,000 - $75,000  10% 39 

 
15% 59 

$75,000 - $100,000  10% 26 

 
15% 39 

$100,000 - 
$150,000  0% 0 

 
10% 1 

TOTAL 85 
  

143 

            

TOTAL ANNUAL DEMAND RANGE 85 
  

143 
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EXHIBIT IV–1C 

ANN. FOR-SALE RESIDENTIAL DEMAND FOR 1- AND 2- PERSON HOUSEHOLDS ONLY, MARKET AREA, 2011 – 2016 

Age & 
Income 

(thousands) 

Affordable 
Home Price1 

Total 
HHs2 

% 

DEMAND FROM EXISTING HOUSEHOLDS 

  

DEMAND FROM 
NEW HOUSEHOLDS 

% 
Rent-
ers3 

% of 
Rent-
ers in 
Turn-
over3 

% HH 
Size 

Quali-
fied 
(1-2 

Persons) 

% of 
Renters 
in Turn-

over 
Remain

-ing 
Rent-
ers4 

De-
mand 
from 
Exist-
ing 

Renters 

% 
Own-
ers3 

% of 
Own-
ers in 
Turn-
over 

% of 
Owners 
in Turn-

over 
Be-

coming 
Renters4 

Total 
De-

mand 
from 
Own-
ers 

Total 
De-

mand 
from  
Exist-
ing 
HHs 

New 
HHs5 

% 
Rent-
ers 

Total 
De-

mand 
from 
New 
HHs 

Total 
Rental 
De-

mand 

25 - 34    6,737                         -67       
<$35 <$525 1,778 26% 76% 56% 46% 95% 328 24% 61% 50% 134 462 

 
-18 76% -7 454 

$35-50 $525-750 1,341 20% 54% 88% 39% 95% 238 46% 30% 50% 92 330 
 

-13 54% -6 324 
$50-75 $750-1,125 1,879 28% 35% 49% 0% 85% 0 65% 15% 30% 54 54 

 
-19 35% -3 51 

$75-100 $1,125-1,500 1,125 17% 16% 0% 100% 65% 0 84% 20% 15% 28 28 
 

-11 16% 0 28 
$100-150 $1,500-2,250 470 7% 43% 0% 0% 35% 0 57% 51% 10% 14 14 

 
-5 43% 0 14 

$150+ $2,250+ 143 2% 0% 0% 0% 20% 0 100% 0% 0% 0 0 
 

-1 0% 0 0 
35 - 54   14,456                         -160       
<$35 <$525 3,263 23% 55% 37% 70% 95% 450 45% 1% 50% 10 461 

 
-36 55% -7 454 

$35-50 $525-750 2,649 18% 38% 24% 0% 95% 0 62% 3% 50% 25 25 
 

-29 38% -3 22 
$50-75 $750-1,125 3,740 26% 9% 0% 0% 85% 0 91% 1% 30% 14 14 

 
-41 9% 0 14 

$75-100 $1,125-1,500 2,540 18% 12% 0% 0% 65% 0 88% 9% 15% 30 30 
 

-28 12% 0 30 
$100-150 $1,500-2,250 1,732 12% 7% 0% 0% 35% 0 93% 5% 10% 8 8 

 
-19 7% 0 8 

$150+ $2,250+ 532 4% 0% 0% 0% 20% 0 100% 0% 0% 0 0 
 

-6 0% 0 0 
55-64   6,270                         75       
<$35 <$525 1,674 27% 40% 22% 100% 95% 136 60% 0% 50% 0 136 

 
20 40% 8 144 

$35-50 $525-750 995 16% 24% 19% 17% 95% 7 76% 0% 50% 0 7 
 

12 24% 3 10 
$50-75 $750-1,125 1,453 23% 10% 22% 100% 85% 26 90% 2% 30% 9 35 

 
17 10% 2 37 

$75-100 $1,125-1,500 1,083 17% 21% 0% 0% 65% 0 79% 0% 15% 0 0 
 

13 21% 3 3 
$100-150 $1,500-2,250 725 12% 0% 0% 0% 35% 0 100% 7% 10% 5 5 

 
9 0% 0 5 

$150+ $2,250+ 338 5% 0% 0% 0% 20% 0 100% 0% 0% 0 0 
 

4 0% 0 0 
65+   7,905                         141       

<$35 <$525 3,847 49% 36% 5% 100% 95% 70 64% 2% 50% 20 90 
 

69 36% 24 114 
$35-50 $525-750 1,426 18% 10% 39% 100% 95% 50 90% 8% 50% 54 104 

 
25 10% 2 107 

$50-75 $750-1,125 993 13% 4% 0% 0% 85% 0 96% 6% 45% 28 28 
 

18 4% 1 29 
$75-100 $1,125-1,500 734 9% 10% 0% 0% 65% 0 90% 8% 50% 25 25 

 
13 10% 1 26 

$100-150 $1,500-2,250 613 8% 0% 0% 0% 35% 0 100% 0% 75% 0 0 
 

11 0% 0 0 
$150+ $2,250+ 292 4% 0% 0% 0% 20% 0 100% 0% 0% 0 0   5 0% 0 0 

        
1,306 

    
1,855 
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SUMMARY OF DEMAND BY AGE GROUP 

25 - 34  6,737 19% 46% 55% 
 

93% 1,601 54% 26% 34% 322 1,923 
 

-67 46% -16 871 
35 - 54 14,456 41% 25% 26% 

 
95% 873 75% 4% 22% 86 960 

 
-160 25% -10 527 

55-64 6,270 18% 20% 17% 
 

94% 205 80% 2% 18% 14 220 
 

75 20% 15 199 
65+ 7,905 22% 20% 8% 

 
94% 118 80% 4% 49% 127 245 

 
141 20% 29 276 

TOTAL   35,367           2,798       549 3,347   -10   19 1,873 

                   
SUMMARY OF DEMAND BY AGE GROUP 

<$35 <$525 10,561 30% 49% 32% 63% 95% 984 51% 6% 50% 164 1,148 
 

-14 
 

18 1,166 
$35-50 $525-750 6,411 18% 33% 47% 32% 95% 296 67% 8% 50% 170 467 

 
-10 

 
-3 463 

$50-75 $750-1,125 8,066 23% 15% 30% 9% 85% 27 85% 5% 33% 105 132 
 

-25 
 

0 131 
$75-100 $1,125-1,500 5,483 16% 15% 0% 0% 0% 0 85% 9% 19% 83 83 

 
-13 

 
4 87 

$100-150 $1,500-2,250 3,540 10% 9% 0% 0% 0% 0 91% 8% 10% 27 27 
 

-4 
 

0 27 
$150+ $2,250+ 1,306 4% 0% 0% 0% 0% 0 100% 0% 10% 0 0 

 
2 

 
0 0 

TOTAL   35,367           1,307       549 1,856   -64   19 1,875 
1  Assumes a 5% interest rate and 25% of income available for home payment  
2  ESRI 2010 estimates for the Primary Market Area  
3 US Census Bureau; American Community Survey 2008 – 2010 PUMS data 
4  RCLCO estimates based on experience in other markets and the 2008 American Housing Survey 
5  RCLCO estimates based on ESRI growth projections for the PMA from 2011 – 2016  
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EXHIBIT IV–1D 

ANNUAL FOR-SALE RESIDENTIAL DEMAND – ALL HOUSEHOLDS, MARKET AREA, 2011 – 2016 

Age & 
Income 

(thousands) 

Affordable 
Home Price1 

Total 
HHs2 

% 

DEMAND FROM EXISTING HOUSEHOLDS 

  

DEMAND FROM 
NEW HOUSEHOLDS 

% 
Rent-
ers3 

% of 
Rent-
ers in 
Turn-
over3 

% HH 
Size 

Quali-
fied 
(1-2 

Persons) 

% of 
Renters 
in Turn-

over 
Remain

-ing 
Rent-
ers4 

De-
mand 
from 
Exist-
ing 

Renters 

% 
Own-
ers3 

% of 
Own-
ers 
in 

Turn-
over 

% of 
Owners 
in Turn-

over 
Be-

coming 
Renters4 

Total 
De-

mand 
from 
Own-
ers 

Total 
De-

mand 
from  
Exist-
ing 
HHs 

New 
HHs5 

% 
Rent-
ers 

Total 
De-

mand 
from 
New 
HHs 

Total 
Rental 
De-

mand 

25 - 34 
 

6,737 
            

-67 
   

<$35 <$525 1,778 26% 76% 56% 100% 95% 720 24% 61% 50% 134 854 
 

-18 76% -7 847 
$35-50 $525-750 1,341 20% 54% 88% 100% 95% 608 46% 30% 50% 92 700 

 
-13 54% -6 694 

$50-75 $750-1,125 1,879 28% 35% 49% 100% 85% 273 65% 15% 30% 54 327 
 

-19 35% -3 324 
$75-100 $1,125-1,500 1,125 17% 16% 0% 100% 65% 0 84% 20% 15% 28 28 

 
-11 16% 0 28 

$100-150 $1,500-2,250 470 7% 43% 0% 100% 35% 0 57% 51% 10% 14 14 
 

-5 43% 0 14 
$150+ $2,250+ 143 2% 0% 0% 100% 20% 0 100% 0% 0% 0 0 

 
-1 0% 0 0 

35 - 54 
 

14,456 
            

-160 
   

<$35 <$525 3,263 23% 55% 37% 100% 95% 640 45% 1% 50% 10 650 
 

-36 55% -7 643 
$35-50 $525-750 2,649 18% 38% 24% 100% 95% 234 62% 3% 50% 25 258 

 
-29 38% -3 256 

$50-75 $750-1,125 3,740 26% 9% 0% 100% 85% 0 91% 1% 30% 14 14 
 

-41 9% 0 14 
$75-100 $1,125-1,500 2,540 18% 12% 0% 100% 65% 0 88% 9% 15% 30 30 

 
-28 12% 0 30 

$100-150 $1,500-2,250 1,732 12% 7% 0% 100% 35% 0 93% 5% 10% 8 8 
 

-19 7% 0 8 
$150+ $2,250+ 532 4% 0% 0% 100% 20% 0 100% 0% 0% 0 0 

 
-6 0% 0 0 

55-64 
 

6,270 
            

75 
   

<$35 <$525 1,674 27% 40% 22% 100% 95% 136 60% 0% 50% 0 136 
 

20 40% 8 144 
$35-50 $525-750 995 16% 24% 19% 100% 95% 43 76% 0% 50% 0 43 

 
12 24% 3 46 

$50-75 $750-1,125 1,453 23% 10% 22% 100% 85% 26 90% 2% 30% 9 35 
 

17 10% 2 37 
$75-100 $1,125-1,500 1,083 17% 21% 0% 100% 65% 0 79% 0% 15% 0 0 

 
13 21% 3 3 

$100-150 $1,500-2,250 725 12% 0% 0% 100% 35% 0 100% 7% 10% 5 5 
 

9 0% 0 5 
$150+ $2,250+ 338 5% 0% 0% 100% 20% 0 100% 0% 0% 0 0 

 
4 0% 0 0 

65+ 
 

7,905 
            

141 
   

<$35 <$525 3,847 49% 36% 5% 100% 95% 70 64% 2% 50% 20 90 
 

69 36% 24 114 
$35-50 $525-750 1,426 18% 10% 39% 100% 95% 50 90% 8% 50% 54 104 

 
25 10% 2 107 

$50-75 $750-1,125 993 13% 4% 0% 100% 85% 0 96% 6% 45% 28 28 
 

18 4% 1 29 
$75-100 $1,125-1,500 734 9% 10% 0% 100% 65% 0 90% 8% 50% 25 25 

 
13 10% 1 26 

$100-150 $1,500-2,250 613 8% 0% 0% 100% 35% 0 100% 0% 75% 0 0 
 

11 0% 0 0 
$150+ $2,250+ 292 4% 0% 0% 100% 20% 0 100% 0% 0% 0 0 

 
5 0% 0 0 

        
2,800 

    
3,349 
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SUMMARY OF DEMAND BY AGE GROUP 

25 - 34 6,737 19% 46% 55% 
 

93% 1,601 54% 26% 34% 322 1,923 
 

-67 46% -16 1,907 
35 - 54 14,456 41% 25% 26% 

 
95% 873 75% 4% 22% 86 960 

 
-160 25% -10 950 

55-64 6,270 18% 20% 17% 
 

94% 205 80% 2% 18% 14 220 
 

75 20% 15 235 
65+ 7,905 22% 20% 8% 

 
94% 118 80% 4% 49% 127 245 

 
141 20% 29 276 

TOTAL   35,367           2,798       549 3,347   -10   19 3,367 

SECRET 

SUMMARY OF DEMAND BY AGE GROUP 

<$35 <$525 10,561 30% 49% 32% 100% 95% 1566 51% 6% 50% 164 1,730 
 

-14 
 

18 1,748 
$35-50 $525-750 6,411 18% 33% 47% 100% 95% 935 67% 8% 50% 170 1,105 

 
-10 

 
-3 1,102 

$50-75 $750-1,125 8,066 23% 15% 30% 100% 85% 299 85% 5% 33% 105 404 
 

-25 
 

0 403 
$75-100 $1,125-1,500 5,483 16% 15% 0% 100% 0% 0 85% 9% 19% 83 83 

 
-13 

 
4 87 

$100-150 $1,500-2,250 3,540 10% 9% 0% 100% 0% 0 91% 8% 10% 27 27 
 

-4 
 

0 27 
$150+ $2,250+ 1,306 4% 0% 0% 100% 0% 0 100% 0% 10% 0 0 

 
2 

 
0 0 

TOTAL   35,367           2,800       549 3,349   -64   19 3,367 
1  Assumes a 5% interest rate and 25% of income available for home payment  
2  ESRI 2010 estimates for the Primary Market Area  
3 US Census Bureau; American Community Survey 2008 – 2010 PUMS data 
4  RCLCO estimates based on experience in other markets and the 2008 American Housing Survey 
5  RCLCO estimates based on ESRI growth projections for the PMA from 2011 – 2016 
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EXHIBIT IV–2A 

STRUCTURAL APARTMENT DEMAND SUMMARY 

(1- AND 2- PERSON HOUSEHOLDS ONLY), MARKET AREA, MARCH 2012 

INCOME RANGE PRICE RANGE DEMAND FROM EXISTING HHs DEMAND FROM NEW HHs TOTAL RENTAL DEMAND 

$35,000 - $50,000  $525 - $750 467 -3 463 
$50,000 - $75,000  $750 - $1,125 132 0 131 
$75,000 - $100,000  $1,125 - $1,500 83 4 87 
$100,000 - $150,000  $1,500 - $2,250 27 0 27 
$150,000+ $2,250+ 0 0 0 

TOTAL 708 0 708 

 

RENTAL APARTMENTS 

INCOME RANGE PRICE RANGE 
DOWNTOWN 

CAPTURE 
SUBJECT SITE 

DEMAND 
DOWNTOWN 

CAPTURE 
SUBJECT SITE 

DEMAND 

$35,000 - $50,000  $525 - $750 2% 9 5% 23 
$50,000 - $75,000  $750 - $1,125 2% 3 5% 7 
$75,000 - $100,000  $1,125 - $1,500 2% 2 5% 4 
$100,000 - $150,000  $1,500 - $2,250 2% 1 5% 1 
$150,000+ $2,250+ 2% 0 5% 0 

    
    TOTAL ANNUAL DEMAND - MARKET RATE CONSERVATIVE 14 AGGRESSIVE 35 

EXHIBIT IV–2B 

STRUCTURAL APARTMENT DEMAND SUMMARY (ALL HOUSEHOLDS), MARKET AREA, 

MARCH 2012 

INCOME RANGE PRICE RANGE 
DEMAND FROM 
EXISTING HHs 

DEMAND FROM 
NEW HHs 

TOTAL RENTAL DEMAND 

<$35,000 <$525 1,730 18 1,748 
$35,000 - $50,000  $525 - $750 1,105 -3 1,102 
$50,000 - $75,000  $750 - $1,125 404 0 403 
$75,000 - $100,000  $1,125 - $1,500 83 4 87 
$100,000 - $150,000  $1,500 - $2,250 27 0 27 
$150,000+ $2,250+ 0 0 0 

TOTAL 3,349 19 3,367 

 

RENTAL APARTMENTS 

INCOME RANGE PRICE RANGE 
DOWNTOWN 

CAPTURE 
SUBJECT SITE 

DEMAND 
DOWNTOWN 

CAPTURE 
SUBJECT SITE 

DEMAND 

<$35,000 <$525 0% 0 0% 0 
$35,000 - $50,000  $525 - $750 2% 22 5% 55 
$50,000 - $75,000  $750 - $1,125 2% 8 5% 20 
$75,000 - $100,000  $1,125 - $1,500 2% 2 5% 4 
$100,000 - $150,000  $1,500 - $2,250 2% 1 5% 1 
$150,000+ $2,250+ 2% 0 5% 0 

    
    TOTAL ANNUAL DEMAND - MARKET RATE CONSERVATIVE 32 AGGRESSIVE 81 
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EXHIBIT IV–2C 

ANN. FOR-RENT RESIDENTIAL DEMAND FOR 1- AND 2- PERSON HOUSEHOLDS ONLY, MARKET AREA, 2011 – 2016 
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EXHIBIT IV–2D 

ANNUAL FOR-RENT RESIDENTIAL DEMAND – ALL HOUSEHOLDS, MARKET AREA, 2011 – 2016 

 

  



217 

 

V. OFFICE ANALYSIS 

EXHIBIT V–1 

EMPLOYMENT BY INDUSTRY CLUSTER, WOODBURY & POLK COUNTY, 2000 – 2010 

WOODBURY COUNTY (SIOUX CITY IS LARGEST CITY IN COUNTY) 

INDUSTRY CLUSTER 
YEAR 

2001 2002 2003 2004 2005 2006 2007 2008 2009 2010 

Advanced Materials 391 292 624 752 521 541 538 400 475 491 
Agribusiness, Food Processing & Tech. 4,781 4,467 4,521 4,394 4,771 4,687 4,557 4,857 4,782 4,092 
Arts, Entertainment, Rec. & Visitor Ind.’s 2,405 2,593 1,984 1,900 1,732 1,648 1,745 1,628 1,678 1,761 
Biomedical/Biotech. (Life Sciences) 6,662 7,065 5,655 5,588 5,804 5,751 5,790 5,494 5,635 5,608 
Business & Financial Services 1,812 1,644 1,799 1,718 1,666 1,860 1,948 1,851 1,880 1,823 
Chemicals & Chem.-Based Products 872 795 695 663 502 455 469 489 471 467 
Defense & Security 1,033 962 1,043 1,042 1,161 1,208 1,251 1,227 1,257 1,145 
Education & Knowledge Creation 1,529 1,455 1,240 1,207 1,354 1,242 1,411 1,506 1,418 1,401 
Energy (Fossil & Renewable) 1,229 1,116 1,737 1,652 1,403 1,236 1,473 1,380 1,295 1,266 
IT & Telecommunications 653 314 476 378 299 446 617 446 495 494 
Transportation & Logistics 1,680 1,246 1,578 1,512 1,468 1,652 1,503 1,543 1,530 1,621 
Manufacturing Supercluster 1,416 1,093 1,185 1,133 1,265 1,248 1,168 1,135 1,039 964 
Printing & Publishing 537 474 390 425 440 346 327 413 358 352 

 

POLK COUNTY (DES MOINES IS LARGEST CITY IN COUNTY) 

INDUSTRY CLUSTER 
YEAR 

2001 2002 2003 2004 2005 2006 2007 2008 2009 2010 

Advanced Materials 3,345 3,326 2,749 3,024 3,024 2,828 2,814 2,629 2,486 2,622 

Agribusiness, Food 

Processing & Technology 
1,047 1,064 1,036 1,028 1,036 1,215 1,172 1,086 1,048 1,001 

Arts, Entertainment, Rec. 
& Visitor Industries 

9,158 8,935 8,586 8,601 9,096 9,548 9,574 9,908 9,507 9,054 

Biomedical/Biotechnical 
(Life Sciences) 

21,629 19,925 20,508 19,791 19,547 20,419 21,079 21,476 21,377 22,512 

Business &  
Financial Services 

48,033 48,267 48,833 47,286 47,669 48,852 50,472 50,429 47,187 46,295 

Chemicals & Chemical 
-Based Products 

4,236 4,501 4,212 4,492 4,291 4,221 3,962 3,927 3,707 3,577 

Defense & Security 8,563 8,331 8,926 9,348 9,657 9,809 10,594 10,863 10,783 10,220 

Education &  
Knowledge Creation 

6,645 6,853 6,382 6,961 7,984 8,368 9,525 9,261 8,573 8,793 

Energy  
(Fossil & Renewable) 

167 138 105 99 177 131 114 76 63 64 

IT & Telecommunications 8,751 8,296 8,658 8,380 8,228 8,337 8,165 8,015 8,033 7,601 

Transportation & Logistics 8,148 7,952 7,937 7,995 8,007 8,315 8,368 8,278 7,366 7,348 

Manufacturing 
Supercluster 

241 267 221 245 258 112 132 106 124 97 

Printing & Publishing 7,290 6,218 6,208 6,328 6,318 6,649 6,905 6,900 5,983 5,597 
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EXHIBIT V–2A 

INDUSTRY CLUSTER SHARE OF ECONOMY, WOODBURY AND POLK COUNTY, 2010 

EXHIBIT V–2B 

SELECT INDUSTRY CLUSTER LOCATION QUOTIENTS, WOODBURY & POLK CO., 2010 
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EXHIBIT V–3A 

LOCATION QUOTIENT VS PERCENTAGE GROWTH, WOODBURY CO., 2003 – 2008 

 

EXHIBIT V–3B 

LOCATION QUOTIENT VS PERCENTAGE GROWTH, POLK CO., 2003 – 2008 
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EXHIBIT V–4A 

COMPARISON OF INDUSTRY SHARE TO CONTRIBUTION TO EMPLOYMENT GROWTH, 

WOODBURY CO., 2003 – 2008 

EXHIBIT V–4B 

COMPARISON OF INDUSTRY SHARE TO CONTRIBUTION TO EMPLOYMENT GROWTH, 

POLK CO., 2003 – 2008 
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EXHIBIT V–5 

SHIFT SHARE ANALYSIS: SELECT INDUSTRY CLUSTERS, WOODBURY CO., 2003 – 2008 
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Section E: Community’s Annual List of Events 

Sioux City Bandit (Arena Football) 
Sioux City Musketeers (Hockey) 
Sioux City Rockestra (America's FIRST professional Rock and Roll Orchestra) 
Sioux City Symphony 
Tyson Events Center events 
Orpheum Theater events  
Sioux City Art Center events 
Sioux City Public Museum events 
Hard Rock Hotel & Casino events 
Small Business Saturday 
St. Patrick’s Day Parade 
Downtown for the Holidays: 
 Lighted Parade 
 Festival of Trees 
 Santa’s House 
 Breakfast with Santa 
Historic Preservation Week 
Sioux City Farmer’s Market  
Susan G Komen Race for the Cure 
Downtown Trolley (Fridays & Saturdays - FREE to ride) 
Fridays on the Promenade 
Color Me Rad Run 
GreekFest 
Awesome Biker Nights 
Big Parade/Mardi Gras Gala 
Saturday in the Park 
First Friday Coffee (entrepreneurial focused)  
Rivercade Parade/Days 
RAGBRAI (2015) 
Chili & Salsa Cookoff 
BaconFest 
Fall Fest 
Craft Fair 
ArtSplash 
RockNRods 
 
THERE’S ALWAYS MORE TO EXPLORE IN DOWNTOWN SIOUX CITY! 
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Section F: Director Position 

Downtown Director Position 
       
The Downtown Director requires exceptional written and verbal communication skills and the ability to interact with confidence 
with leaders in the community. The ability to stay organized, meet deadlines, and assist others in this area is essential.  This position 
is responsible for creating a positive impression for our members, visitors, investors and guests as well we exercising the highest 
professional standards in representing the organization. 
 
Essential Job Functions 

1. Responsible for SMID downtown beautification. Develop a beautification work plan to be presented annually and 
approved by the Board each year. The plan will include design of all aspects of beautification including recommended 
seasonal change outs and any capital expenditures for the upcoming year. Vendor recommendations that are within 
budget and provide cost estimates. 

2. Responsible for design and delivery of the SMID campaign to successfully achieve reauthorization of the SMID petition. 
The new petition will be for a minimum of 5 years and requires obtaining signatures of 20% of the property owners and 
represents 20% of the downtown property value. 

3. Works with local businesses to attract, expand, retain, organize and develop a business plan to create growth to the 
downtown businesses as a partnering effort with businesses and landlords. 

4. Works with developers and Realtors to find the best building and site alternatives and financing opportunities for 
continued residential development in downtown. Assists brokers with marketing vacant office space. 

5. Works with prospects to get the best possible financial assistance from State, County and City resources. 
6. Works and maintains close working relationships with State, County and City economic development officials and staff. 
7. Reports on an executive call program each year with the existing businesses in Downtown to gauge the business climate 

and look for threats and opportunities. 
8. Under direction of the Board of Directors supervise, direct and assume control of events and special activities and to do 

related work as required.  Maintains records for expense and submits reports as requested. 
9. It is the function of the Director to ensure successful downtown events through planning, coordinating and implementing. 

The principal duties of this position are performed in both a general office environment and an outdoor work environment 
on weekends, occasional evenings and holidays. 

10. Supervises all office staff, event coordinator and others with the daily operation of the Downtown partner office. 
11. Other duties as assigned by the Board of Directors. 

 
The successful candidate will be self-motivated, flexible, dependable, detail oriented, computer proficient and able to work 
occasional weekends, evenings, and holidays depending on events and related meetings.  The successful candidate will be creative, 
have good oral and written communication skills, and enjoy working as a member of a team. 
 
Required Knowledge, Skills and Abilities 

 Ability to operate a personal computer using standard or customized software applications. 

 Able to endure physical labor required for events, possible set up and take down equipment, pushing, pulling, reaching, 
walking, squatting and working during events. 

 Able to perform a wide variety of duties and responsibilities with accuracy and speed under pressure of deadlines. 
 
Behavioral Expectations 

 Represent Downtown positively, professionally, courteously and effectively. 

 Takes on new tasks to achieve the missions of Downtown Partners. 

 Build positive internal and external relationships. 

 Show sensitive and respect for cultural and ethics diversity of members, staff and other community leaders and groups. 

 Maintain confidentiality regarding personnel and organizational information. 


