
FRED TARPI.,EY, PHD 
7124 Ch~~stnut strE~et NW 
Washington,. DC 20012 
lJttp://TFl.JQ..UIDA 7]QNS. C;OM 
Phone: 202-723-0472 

,~ug ust 31, :2009 

Marc D. Loud, Chairmal1l 
District of Columbia Boalrd of :Zonin!~1 Adjustment 
441 4th Street N'W, Suite 200-S 
Washin!9tol1, DC ~!o1)01 

RE: Appeal No 179012 - Objection to Motion for' necon5iidenll'ticlin fmm AINC 
6C 

Dear' Chairman L.oud ami Members ()If the Bo;ard ,of Zoning ~~djus;tmen1:: 

As the FtegiisterElid A!gent of Dil!:ltrict ()I1~ Columbicl Iresident, I hlilve knc)wn 
well that the Appellant, .JcIseplll M. PiEllrlk did not diiscontiinue cmd/~or ~lbated 
the use of his busiiness IOlcated at 1'17!~ 3rd Stre~~1: NE. IElased on the L.iqUHOil" 

Store Viability ASSe!iSmel1t andlor study c~onduc:1ted and compl,eted by 
Steven C3ell, LLC em May '10, 21009 (St~iIE!! enclosunsi) and cimOn!~ thl~ 
Neighbe,rs verballand/or' writtem respC)nsE~s. 'Thellrefore, thel"e' is nOI ()ther 
alternatilve then for the I~memis.es to c'IP,erate als iiiUl ABC Clas,s .A r,etail IiqUl()II' 

and convenience ~~tore. 

The maf'ketabm~v ~of the Uquor store ils a highly v;,alued with the present IOf 
MI". Park's busilllesis for many Iiong yE~i3lrS ~[since 'I ~186) whic:h iis ,:md will 
continU4~ to be cl viilluab:le establishmEmt in rendering gl'eatsen'i~t:e to th'E* 
nEliighborhood and/or community. 

Therefolre, it is 1"espE!ctively re1quested thalt the 1IIIIIotion fOI· Re!lconsidleratic~m 
from ANie 6C sh~oLlld be denied and thl~ Order is~uled by 1thi:s Honorabll~ 
Board on July 10, 2009 ~5ihouldl stand. 

Respectively submitted, 

Enclosure 
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INTRODUCTION 

The purpose of this report is to illustrate the value of liquor sales to the 
viability of commercial uses at thE~ subject location (1179 3rd Street, Northeast, 
Washington, DC). Ultimately, thE~ question is whether commercial use of the 
building is viable without the liquor Ilicense. The viability of thl3 store was tes1:I:KI 
undE~r three USE~ scenarios: 

o Scenario 1: Liquor Store 

o Scenario 2: Convenience Store w/Beer8~ Wine 

o Scenario 3.: Convenience Store wINo Uquor Sales 

The following rE~port providE~S findings from a Site AssessrnE:;!nt, which 
reviewed the pllysicatl conditions and g,eneral marketability of the building for a 
liquor store and othller uses. A lllarkE~t assessment wats also conducted to 
determine ttlle markE~t support for the store. Existing sales potential I,NaS 

calculated as an input to a static operating pro forma to test the basic financial 
viabillity of thE~ store under the thlrE~e scenarios. Based on these findings, jl:rll:~ 
scenarios were compared in order tOI illustrate the role of the liquor license in trIE:~ 
viability of a commercial use in this building. 
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Section 'I" S~TE ANALYSIS 

The subject property is located at '1179 3rd Street, Northeast in 
Washington, DC or on the southeast corner of the intersection of 3rd and M 
streets, Northeast. The property comprises 823 square fleet of which the onE~ .. · 
story building occupies approximat,ely 99% or B15 square feet. The bui!ding has 
a public entramce facing the intersection and also has private access via an alley 
betvveen 3rd and Abbey Streets. TtH3! building appears to have been purpose-built 
as a commercial structure and has probably never been us!;)d as a reside!ncI9. 

Physiical Condit:ions 

The store is currently clOSl9d for business. Hovvever, the stor-efront 
appE~ars to hav,e been maintained in relatively good condition, without signifijcant 
deterioration. Signa~~e is intact above the entrance. Bur£llar bars prevent 
unwanted entry through windows and doors. The sidewalks are fairly clean and 
unobstructed, and there is not a si9nificant amount of rubbish in the 8treet or 
accumulatin~l at or near the store. The building structure appears to be in good 
condition, without missing bricks or (lIther obvious elements that would need to be 
replaced. 

At 81!j square feet, the stons! is similar in size to some of the aider liquor 
stores throu£lhout the District but is smaller than the typical new liquor storE~. The 
building is particularly small when compared to the typic';;11 convenience store. 
According to a survey conducted by C-store.com, the average convenience store 
has 2,407 square feet and new convenilence stores avera!!;le 3,413 square! feet. 
At 815 square feet, the subject siite is only one-third the size of a typical 
conv~:mience store and less than onE~-quarter the size of new stores. Of courSH, 
the C-store.com SUrvIE~y included suburban stores, which tli:md to be larger than 
urban convenience formats. 

Conversion of this building to other, non-convenience store uses like 
residE~ntial is not likely to be marketable or financially viable. ThE~ lbuildin~1 
appears to have been purpose-built for commercial use and would not bE~ easily 
convertible for residential. Given the sizE~ of the structure, the buildin£l may only 
be marketable if a second floor wene added. Otherwise derT"lolition of the buHdin!~ 
is likely to be required to support new residential construction. 

------------ - --
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Access & Exposure 

This site has excellent aCClE!SS and visibility from both 3rd and M streE~ts. 
Sidewalks provide pedestrian access and there is on-street parking a\iailabll2! 
along the front and side of the building. The building is set back due to an 
expansive right-of-way along M Street, allowin£J the store 'visual impact for those 
driving east a'1d west: along M Street. Both M and 3 rcl are lwo-Iane, loca~-servinn 
roads at this juncture, but both streets also carlY commuter traffic originating in 
surrounding neighborhoods, oriente'd to employment nodes downtown and the 
emerging NOMA area. 

M Street connE~c:ts to New York Avenue (U.S. Route 50) and North Capitol 
Street several blocks t() the west. Third Street connects te, Florida Avenue (Ol'll~:~ 
blocl< north) and to H Street (four blo,cks south). North Capiltol, New York, Flonida, 
and H StreE~t are all important ar1:erial routes through VVashington. VVhlile the 
subject site has good access within a few blocks to ail of these roads, it does not 
have any dirE!ct exposure to them. By contrast, a number of other liquor stores 
enjoy such exposure, being situated alongside these major commuter roads. 

There is also M~etrorail aCCE!SS from the New York lwenue station within 
walking distance to the subject site. Some neighborhood rE:;:sidents walk past the 
store: along both M and 3rd streE~ts en route to and frorn the Metro statilon. 
Construction in the an~a has increasE;~d the number of workE:!rs and others walking 
past the site. 

Surrounding Uses 

The SUbjl3Ct site is located on a nesidential block, adjacent to row houses 
continuing south towards L Street and east towards Abbey and 4th Streets. 
Overall, the neighborhoods south ,and east of the store have a residE~ntial 

character consistent with many attached row house communities in northeast 
Washington. 

By contrast, aneas to the north and immediate west of the site have a 
distinctly industrial character. Locat~3c1 directly north across M Street is a p8lrkin~1 
lot (site for IE~ase) and an industri8l1 building occupied by 'Capitol Self Stora~le. 
The Central Arrn8ltum 1Norks, Inc. (CA1N) facility is ioeated diagonally across 
from the subject: site on the northwest corner of 3rd and M. This larne industrial 
building covers almost thEe entire block. from M to Florida Avenue .. An oldle:r 
industrial building is undernoing renovation (adjacent to U Line), across 3rd from 
the site. Portions of this block arE~ occupied by U.S .. Treasury o1fices. The 
elevalted rail lines (carryin~1 Metror8lil and Amtrak trains) an3 situated one blodo<: 
west of the site behind CAW and the U Line buildings. 
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Furth€~r north of the site are several commercial Ulses, incluefin£1 81 Iliquor 
stone, located along Florida Avenw:~. The Florida AVenUE!! market (including the 
D.C. Farm€!rs Market) is located on the north side of Florida AVlenuE~. TI~lis 
important warehouse and distribution Ihub includes businesses that supply the 
city's restaurants and tourism outlets. Other distribution-oll'iented busine!sses are 
located in pockets surrounding the market. 

New Construction 

South and west of the subject site are areas under~lloing dramatic chan!QIe 
as part of NOMA (north of Massachusetts Avenue) initiatives. The f'eden::11 
Alcohol, Tobacco, and Firearms (ATF) offices relocated several years agio to a 
new buildin~1 constructled at the intersection of Florida and New York: Avenl.les .. 
New hotels, residential buildings, and office dE~velopment has followHd. i\'mon!;1 
the projects closest to the subject Sitl3 are the fo"owin~r 

o Union Place (3rd and K Streets) 
o 712 housing units (phase 1) and 19,000 square fe€~t of r,eitail (possiblly 

includin~J 81 wine shop). This '10-story project is nearing compl,etion. 
o Constitution Square (2nd and M Streets) 

o 340,000 square feet of ()fficE~ (phase 1), another 5i89,OOO square feet of 
office (ph;:3se 2), a SO.,OOO square foot Harris Teeter Supermarket 
(including liquor sales), 30,000 square feet of oU113r retail, 440 residential 
apartments, and a 204-lr"Oorn Hilton Garden Inn This projl3ct is under 
construction. 

o ATF (Flor.ida at New York Avenu,:~) 
o 430,000 square-foot office building for fed(;;ral 2I.!genc:y. Completed and 

occupied. 
o Marriott Courtyard Hotel (Florida at New York Avenue) 

o :218-room hotel at or neiarilng completion 
o SquarE~ 7jr2 (1100, 1150 2nd Street) 

o 250,000 square foot offic:e buildings (mostly completed), 300 residential 
units and 15,000 square feet IOf retail 

o U Line (2nd StreE~t at rail line) 
o 290,000 square feet of office space, rehab structure occupied by U.S. 

TrE~asury Department, anci 225 residential unilts plGlllnned. 

All of these proje(:ts (and others) are located within walking distance of the 
subject site. However, the site is accessible from thle west mainly by walking 
through a tunnel undE~rneath the rail line. Work.ers and rE~sidents in these n8\1\/ 
buildings would need a reason to pass under the rail line in order to walk east to 
the liquor store site. /\t present, therE~ are few acbvities to draw these nev,,, 
workE~rs and rE~s;idents east toward the store at 3rd and M stn::!ets. 

General Mcuketability 

The subject store has operated as a liquor store for many years in the 
past. It is assumed that the building was purpose-built for convenience business 
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use and has operatE:!cI primarily as a liquor store since opening. Clearly, the 
building has been viable as a liquor store for many years, since the use did not 
convert during the long period of operation. FurthE3r.. tlhE~ building would not 
require significant alteration to convert back to Iliquor ston~ use. The buildiing is 
small compared with national averages for convenience stores, but it does 
conform to older urban formats. 

The location affords good access and immediatellisibility from adjacent 
roads. Theine is also significant m~w constructlion of residential and office Ulses 
nearby that no doubt has a positiv,e impact on the market for both liquor and 
convenience ~ales in the area. However, the site lacks the exposure afforded 
competing liquor st()rE~S located along major thoroughfares. While the site is 
easily accessible to New York Avemue, Florida Avenue,. H Street, and North 
Capitol Stre~~t (and not far from Massachusetts Avenue), i1llacks exposure to Ithe 
traffic along these streets. For this reason, thE~ site cannot expect to capture a 
significant share of the sales volumes generated by this traffic but instead must 
rely more on convenience sales generated by houselhollds within surroundin!~ 
neighborhoocls" The store was able to survive for many yec:us based on the saIIE~:S 
from these neighbortloods. The current sales potential generated from within the 
immediate trade area, coupled with infl.ow from .other areas, is calculated in the 
f.ollowing section. 

._-----_. ---_._.--_ .. _-----_._-.--_._-
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Section 2. MARKET ASSESSMENT 

This section provides a summary of findings from an assessment of ttll!:! 

existing market support for a liquor store and / or convenience store at th::! 
subject site. The assessment examined market demand under the three 
scenarios, first assuming a liquor store, second assumin~~ a convenilence store 
with beer/wine, and third assumin!g only convenience food. The trade area 'iN'as 
defined and household convenience expenditure potential determine!d for each 
scenario. An assessment of the competitive framework was conducted, and the 
site's capture~ rate estimated in oreler to determine demand for each type of store 
at this location. 

Trade Area Definition 

The trade areas for this site were definE~d in terms of a radius, based (m 

industry standards and on the particular factors affecting market access at this 
location. A radius of '1.0 to 1.5 mih3s was determined to constitute the~ primary 
trade area for a liquor store (or for a convenience store th,at sells beer and wine), 
although there is the opportunity for inflow generated frol"rl greater distances by 
pass-though traffic in the area. The rail lines act as a man··made bOUindary that 
reduces opportunities for each-west traffic, although the trade area dOles include 
areas to the west 011; the rail lines.. Florida Avenue also acts as a boundary, 
particularly for pedestrian traffic crossing over to the: south towards the store. 
ConveniencE~ store use without liquor sales ,,,\lould t,ave a primary trade area 
within a radius of abQut one-half to one mile from the s.ite. 

Demographic: Trends & TPI 

Housing densities are higher as one moves further away from the nqlJor 
store site. There are about 2,640 hOUSE!holds located within one-half mile of thE~ 
site, but therE~ are another 14,840 households betwe!en 0 .. 5 and 1.0 miles from 
the site and 24,800 hOUiseholds from 1.0 to 1.5 miles from tII·IE~ site. 

The trade-area household base is growing, thcmks in part to the 
construction of new ~lousiing units throughout the NOMA area. Within one-hallf 
mile of the store, the! household base increased by about 0.3% per year sinc(:;! 
2000. Although growth is slowing (due to slower marketing of new housing units 
during the real estate recession), the household base lis stilll expected to increase 
in coming years as nE3W housing comes on line. The growth rate is E3ven faster 
0.5 to 1.0 miles from the site, whlere the number of households increased by 
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1.0% per year since 2000. BenlVeen 1.0 and 1.5 miies from the site, the 
household base has E?xpanded by a ratE! of 1.2% per year. 

Table 1. TPI TRENDS ANID FORECASTS, 

LlQUORlCONVENIENICE STORE TRADE AREA, :WOO-13 

Change 

Factor/TA 2000 2008 20U 2000-08 2008-13 

HClusehold~ 

0.5-mile 2,573 2,639 2,653 0.3% 0.1% 

0.5-1.0 milel 13,701 14,843 15,515, 1.0% 0.9% 

1.0-1.5 milel 22,585 24,817 25,977 1.2% 0.9% 

HI-! Income 

0.5-mile $ 43,317 $ 61,192 $ 72,1005 5.2% 3.5% 

0.5-1.0 mile $ 51,002 $ 68,950 $ 81,028 4.4% 3.5% 

1.10-1.5 milei $ 53,818 $ 75,785 $ 89,1316 5.'1% 3.7% 

TPI (000) 

O.S-mile $ 111,455 $ '161,486 $ 191,029 5.6% 3.7% 

0.5-1.0 mile $ 698,778 $1,023,425 $1,257,'149 5.8% 4.6°;\, 

1.0-1.5 mil,s, $1,215,480 $1,1380,756 $2,333,'150 6.8% 4.8% 

Sources: U.S. Bureau of the Census; Claritas, Inc.; & Randalll Gross I 

Development Economics. 

HOUSE~hold incomes are lowest closer to the site, where they averaged 
$61,:200 in 2008. By comparison, household incomes averaged almost $69,O()O 
0.5 to 1.0 miles from the site and WerE! $75,800 amon!g households '1.0 to 1.5 
miles from ttll3 site. Incomes throughout the area increased rapidly since 20100. 
Withiin one-rlalf miles of the site, incomes increased at an annualized rate of 
about 5.2% per year since 2000. This income growth again relates to the influx IDf 

new residents ~n NOMA housing and changing demographics. Income grOllvth 
has slowed during thE! necession. 

Total personal income (TPI, estimated based on the total income of alii 
households within thE3i tracle area) is estimated at $161,486,000 for households 
located within one-half mile of the subject site. TPI for households located 0.5 to 
1.0 miles form the sitl:~ is estimated at over $1.0 billion, anel is almost $1.9 billion 
for households located 1.0 to 1.5 miles from the site. TPI increased at an annual 
rate of 5.6% since 2000 for the area located within one-half I-niles of th~9 site,. ThE~ 

growth in total income within walkin~] distance of the subjeict site helps support 
retail sales inc:luding liquor and other convenience goods. 

Expenditure Pote'ntial 

The share of total personal income spent on purchases of liquor for hornE~ 
use was detE~rmined based on data from the U.S. Census of Retail Trade. This 
data indicates that households located within one-half millie of the subject site 

------------ ------.. ~----------.-------< 
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pote'ntially spend up to $2.2 million per year on liquor purchases, including $1, 'I 
million for beBr and wine, $140,000 for whiskey, $5~3(),OOO for wine, and 
$308,000 for other types of alcohol. 

Table 2. 

Trade Area 

0,5-mile, 

0,5-1,0 mile 

1,0-1,5 mile 

Sources: 

LIQUOR CONSUMER BUYING POWER, UClUOR STORE 

TR)~DI: AREA, 2008 

AIi::ohol BP Beer/Ale Whiske:v 

$ 2,154,190 $ '1,144,907 $ 138,804 

$ 12,786,601 $ 6,538,~186 $ 847,820 

$ n,300,001 $ 11 '1,178,482 $ 1,509.993 

Claritas, Inc, and Randall Gross i DevelopmEml Economics, 

Wine Other Alcohol 

$ 562,476 $ 308,ClO4 

$3,509,807 $ '1,890,589 

$1:;,419,392 $ 3,192,1134 

Liquor sales potential generated by households wilthin the arE~as further 
out from the subject site are signifiicantly greater. Within 0,,5 to 1.0 mile from the 
site, households gene:rate potential for $12.8 million in annual IiquOII" sales. 
Households within 1.0 to 1.5 milE~s from the site generate potential for $22.~l' 
million in total liquor sales. 

Non-glrocery convenience stme food exp,snditure potential totals $730,2'14 
among households located one~-half mile from the site" $4,038,768 flOr 
households located 0.5 to 1.0 miles from the site, and $6,8Ei4,988 fm hOLJseholds 
located 1.0 to 1.5 milE~s from the site. Thus, trade-area househollds ~~enerate 
significantly less potential for conveniience store food sallss 'Ithan they do for nquclir 
sales. These convenilence food sales do not incllude exp€~nditures thall might be 
made in groC:E~ry stores, specialty food stores, or supermark:l~ts. 

CompetitiVE! Fram,eworlk 

The subject siitE~ is located off of the main thoroughfares that bisect 
Northeast D.,C. However, there is a large number of liquor and convenience 
stores located along these main roads as well as several scattered wlithiin the 
neighborhoods. Within Zip Code 2:0002 (the area in which the subject store is 
located), there are at least 30 functionin~1 liquor stores. 

The closest and most competitivls of these is the Coast In Liquor Store, 
located at 301 Florida Avenue about one block north of the subject site., Coast In 
Liquors has dire~ct access and exposure from Florida AvemJIi.9, a major cross-tovvn 
artery with an increasing traffic load generated by l1E~arby NOMA development 
(and proposHd Florida Market devisiopment). Even with siIJnificant flow-,through 
traffic howevl~r, this store still generates the majority of its sa!es from residents of 
nearby neighborhoods. The store carries the basic stock of beer, whiskeys, and 
"hard" liquors, but has a nominal selection of wines. The store has operated for 
many years at this location and shows signs of interior wear-and-tear. Cleariy the 
market for thl3 store's product is increasing but it is also shifting away from 
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neighborhood sales. The IOwner does not appear to have the desire or reSQUrCl2!S 

to change his operatiing format in order to appeal to the newly emerging, more 
affluent demographic represented by condorninium d\ivellers and others in 
NOMA. 

Most of the other competin!;J liquor stores are clustered allOn£1 Florida 
Avenue/Benning Road (8), North Capitol Street (6), Bladensburg Road (4), ancllH 
Street (4). Other competitive stores are located near Rhode Island AvenuE~, 
Massachusetts Avenue, and New York Avenue, or along several side streets .. 
The vast ma.iority however are 10catE!d along Ule~ main thoroughfares. 

Si1:4:~ Demand 

Market demand was determined for the operation of a convenience 
business at the subjeHc:t site under eCllch of the three scenari!os. In Scenario ·1 \ the 
market asse~ssment found that thE~re is support for a liquor store at the sitEl, 
generating maximum sales of up to $175,9010 per year, includin~) demand 
generated by households and employees within the trade area as WE!II as from 
inflow. This sales projElction assumes that th,e store carries 81 full Iline IOf Iliqu(n 
products and is marketed through signage or outreach to Florida Avenu,e and 
NOMA. 

Table 3. 

Factor 

Household 
Capture 

Employee-based 

Sub-Total 

[Total W/lnf~DVV 
~,ales Factor 

~?l!pportable~Sf: 

j\ctual SF 

Achievable 

Sources: 

LIQUOR 8, CONVENIENCE STORE MARI(ET 

SUPPORT, SUBJECT SITE 

Scenario 1 Scenario 2 

$ 13'1,575 $ 98,332 $ 

$ 9,146 $ :a,439 $ 

$ 140,722 $ 125,771 $ 

29,209 

18,293 

47,501 

$ H5!902 $ Hi7,214 :-~~~_-59,3ill 
$265.88 $ 300.00 $ 32500 

662 524 1133 

815 815 8'15 

$21S.89 $192.95 $ 72.88 

Urban Land Institute and Randall Gross J 

Oevelopme'nt Economics. 

Based on typical (average) productivity levels of $2fl.13 per square fOiot for 
liquor stores, these salHs can support at liqulOr store of up to about E3GO square 
feet. Given tllat the e~xisting building has about 815 square feet of retail spacE~, 
this liquor store would therefore achieve a lower-than·-average productivity leVHI 
of abtDut $21 E3 per square ftDot at this llocation. 
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Scenario 2 indicates that a convenience store that sells beer and wim:! 
would generate sales of up to $15·7,000 at this location. T~119se sales volumes are 
sufficient to support a store of about 524 square feet, using average productivity 
levels of $300 per square foot. At B 15 square fE~et, thE~ stone would achieve lower 
productivity of 'Iess than $200 per square feet. 

Under Scenalrio :3, where no liquor sales wou~d be a III owed , the 
convenience~ store operation would generate sales of up to about $f)O,OOO per 
year. These sales tnanslate into demand for less than 200 square feet of retail 
space, significantly lower than the current building sizle. Productivity Ileve~ls would 
only approach $73 pE=~r square foot rather than the average $325 for convenience 
food stores. 

This a~;slessment indicates that, while a liquor store 'would operate at lower 
productivity levels at this location than average for such stores, productivity is 
much lower if sale O'f alcohol is not permitted. The difference amounts to $'143 
per square foot ($2'16 psf with alcohol versus $73 psf without). The middle 
scenario which allows sonne beer and wine salE~s would g~::~nerate about $'192 in 
sales per square foot, 11 % less than a liquor store but 163% more than a 
convenience food store without alcohol sales. 

----.,..----.--~---.-~"----. -.-
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SE~ction 3. FINANCIAL VIABILlIY 

The findings from the market assessment wen~ used as an input to a pro 
forma financial analysis to test the operating viability IOf th,~::!! business under each 
of the three scenarios. Sales projedions generated from thle market assessmentr 
provide input on the income stream for the busil1E~ss. 'Operating costs \,Ivere 
estimated based on typical liquor and convenience store Gost inputs, but also 
were informE~dl by thE~ actual operating costs incurred by Oasis Liquors during its 
last year of operation" Based on thlese income and cost inputs, the Net Operating 
income (NOI) was determined for the store undE~r each scerlario. 

Table 4. 

Item 

Sales 

Direct Cost of Goods 

Gross Profit 

Expenses 

Pclyroll 

Marketing 

Mortgage/Hent 

Utilities 

Insurance 

Maintenance 

Cleaning/Supplies 

Leased Equipment 

Legal/ProfSvcs 

License 

Transport 

Total 

Net Operating Incc,me 

(Before Ta)(l,s & Depreciation) 

Note: 

Source: 

OPERATING INCOME STA,TEMENT, 

CONVENIENCE EIUSINESS AT SITE 

Scenario 1 Scenario :! Scenario 3 

$ 1 ~r5,902 $ 157,214 $ 59,377 

:$ 1 :39,476 $ 124,657 $ 47,081 

:$ 36,427 $ 32,5~i,7 $ 12,296 

:$ $ $ 

$ 500 $ 500 $ 500 

$ $ S 

$ 8,000 $ 8,OClO S 8,000 

$ 1,500 $ 1,5C10 $ 1,500 

$ 1,000 $ 1,OClO ~; 1,000 

$ 200 $ 2C1C1 $ 200 
,. 
,) $ $ 

" ,) 1,490 $ 1,4810 $ 1,490 

$ :2,500 $ 2,5010 $, 2,500 
,. 
,) 1,000 $ 1,000 $ 1,000 

$ 113,190 $ 16,19.0 $ 16.190 

$, 20,237 $ 16,367 $, (3,894) 

Assumes family employment. 

Randall Gross / Development Economics 

This financial analysis indicates that the operaH()n of a liquor store 
(Scenario 1) would ~~Emerate a small net operating income (NO!) of about 
$20,000 per year, assuming that the business only hires staff from within the 

-_. __ .... _------------_._---
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family (as has Ibeen th~'3 case). In Scenario 2, a conwmienoe store with beer and 
wine would glenerate net income of about $16,000 per year. HDwever, a 
convenience store 'Nithout liquor sales would operate at, a net loss Df about 
$4,000 per year. Clearly, Scenario 3 would not generate a viable income to 
support operation of thie store if alcohol sales are not alloWiI:~d. 

Neither the liquor store nor a convenience stone witlh beer and wine would 
generate a sizable profit for the op~3rator. The store would have to increase its 
marketing effort to rE3rnain compe{itive in the market Wm"1 new stores such as 
Harris Teete!r comingl on line. 

Summary 

This analysis has found that the subject site, locatE!id at 3rd and M streets, 
Northeast, is still a viable location for operation of a liquor store. Under current 
operating conditions, the liquor store business would generate Net OperatiJ1!~ 
Income (aftef expenses but before taxes) of abDut $20,000 per year, Hmited due 
to competition and market constraints. The store would op1erate below standard 
productivity IEwels for liquor stores, but could still generah3 sufficient income to 
survive in thE~ market. Trade Area incomes are increasin9 as new housing and 
office uses are developed in the surrounding arE~as. An increase in the number of 
affluent resid~3nts also increases demand for higher-value, goods likEi wines and 
spec:ialty foods. The primary constraint on sales growth is the concurrent addition 
of large competitors liIkE:~ Harris TeetEir nE~arby. 

A convenience store offering wine and b~3er could £~Hnerate net income of 
at least $16,000 per YE'iar under current market conditions" However, removall of 
the ability to sell liquor at this site would have a deleterious impact on the viability 
of the site for business uSle. Without liquor saIE~s, the store would generate a net 
loss of about $4,000 pE'!r year. The GDnveniencei food mark'f3t is not deep enoLl~lh 
at this iocation, given the competition, to suppOli the operation of a convenience 
store without alcohol sales. The existing buildin!g is not likely to be marlkE~table or 
financially viable for other, non-convenience store uses such as rE3sidel'lltial, 
without its complete demolition. 
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Tel (202)332-7430 Fax (202)332-7433 e-mail: rangross@aol.com 
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Randall Gross has more than 20 years' experience providing strategic ,economic and deve~opment 
consulting serviice:s for local, regional and national governments; private companies:, and non­
profilt agencies:. He has worked on over 400 projects Ito enhance their capacity fiJII' sustainable 
community and e:conomilC development, citizen participation, asset management, and policy 
formation. 

Mr. Gross brings particular expertise in market and development feasibility analysis to test the: 
economic viabiility of projects; fiscal and economic impact analysis to. gauge the public costs and 
benefits of proje:cts; and public policy analysis to evaluate and monitOor policy decisiOons. He also 
provides compn::hcnsive implementation strategies that ifc)fm the basis for industrial & economic 
development, tourism, and community revitalization. 

Mr. Gross has c:onsulted on projects in 29 states and five foreign conntries. Since forming his 
own company in 1997, Mr. Gross has worked on diverse projects ranging from neighborhood 
industrial redevelopment in Baltimore to airport expansion in South ,Africa. Increasingly, he is 
working with communities to determine the best ways to manage growth and maximize the 
econOimic and fiscal retum from development. 

Mr. Gross is a former Division Chair for the American Planning Association (APA) and now 
serves on the National Capital Area APA Board and OIn the Board of the Georgetown Public 
Policy Institute. He has worked in local government, de:ciding real i~state tax appeals cases ill 
Chicago for the world's largest tax appeals agency. He also "',Iod\l~d for state: and fI;:c1eral 
government and in the non-profit sector, befc:>re entering consulting. 

Education 
Masters in Public Policy, Georgetown University - Graduate School of Government 
Bachelor of Arts & Scien(;';:s, Northwestern University - Poli. Sci. & Urban Studies (Honors); 
Certification in Urban Politics, Northwestern University. 
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Mr. Gross is active in many community and national organizations. 

Division Chair, American Planning Association (APA), 1998-2003 
Board Member, Georgetown Public Policy Institute, 2005-
At-Large Bo,ard Member, APA National Capital Area Chapter, 2004-
COl'nm. A1ember, American Economic Development Co;unci! (AECD). 1996-98 
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Economic Solutions 

Partlllers for Economic Solutilons, LLC, Founding Principal 
The firm provides reliable, realisti(~ and useful guidance to public and private clients s\:cking to 
maximize public benefit or earning potential for development projects and effectively posil/ion 
existing real estatt~ holdings through research-driven strategies and solutions. 

B:ay Area E(:onomics, Principal 
Founded East Coast office for national urban economics consulting firm. Dev1eloped the office 
to stMf of five persons, marketing professional services and managing day-to-day operations. 
Directed ove~r 200 consulting assignments with cities, counties, states, non-profit organizations 
and private d,evelopers. Conducted market and financial analys.es of real estate devdopm,;:nts. 
tested the fiscal impact of public policies and new developments, recommended financing 
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Progressive increase in responsibility from Associate to Vice President for a national econom ic 
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private: clients, perfi:)fming market and financial feasibility analyses for office, retail, n::sidentia,1 
and industrial projects, emphasizing public/private partnerships. Deveiop,~d special expertise in 
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universities and cities. Prepared business plans for closure and reuse of two rnajor military 
bases. 

Economic dev,~lopment assignments included: 
• an economic development strategy for redeveloping th{~ ar(m surrounding Dallas' LO'I/(; Field 
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• evaluation of potential economic incentives for redevelopment with the Baltimore ivhl)Or'S 

Economic [ncentives Task Force; 
• a detailed strategy to capitalize on the Buffalo (N'(.I r1egion's base of medical device 

manufacturers and medical research activities; 
• revitalization and reuse strategies for strip commercial districts in communit.ies surrounding 

Dayton (OB); 
• a re:gional economic development strategy for Connecticut's Lower Naugatuck \/alley, a 
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• development and marketing strategies for the Three Rivers Industrial District in Pitlsbllr~h 

adjacent to the Ohio River and Tilree Rivers Stadium. 
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