CITY OF BIRMINGHAM
ADVISORY PARKING COMMITTEE
CITY COMMISSION ROOM
151 MARTIN ST., BIRMINGHAM, M|
(248) 530-1850
REGULAR MEETING AGENDA
WEDNESDAY, OCTOBER 3, 2018, 7:30 A.M.

1. ROLLCALL
2. RECOGNITION OF GUESTS

3. APPROVAL OF MINUTES, MEETING OF
JULY 11, 2018

3. PARKING PLAN RECOMMENDATIONS
PRESENTATION

4. DATA ANALYTICS PROGRAM
RECOMMENDATION AND
UTILIZATION DASHBOARD
PRESENTATION - ACTION

5. GARAGE- SWEEPER PURCHASE
RECOMMENDATION — ACTION

6. PARKING GARAGE HANDICAP
PARKING SPACES SURVEY AND
RECOMMENDATION - ACTION

7. LOT 12 SURVEY AND
RECOMMENDATION - ACTION

8. BSD ANNUAL HOLIDAY MARKETING
CAMPAIGN - ACTION

9. MONTHLY FINANCIAL REPORTS

10. MEETING OPEN FOR MATTERS NOT
ON THE AGENDA

7. NEXT MEETING: NOVEMBER 3, 2018

Persons with disabilities that may require assistance for effective participation in this public meeting should
contact the City Clerk’s Office at the number (248) 530-1880, or (248) 644-5115 (for the hearing impaired)
at least one day before the meeting to request help in mobility, visual, hearing, or other assistance.

Las personas con incapacidad que requieren algun tipo de ayuda para la participacion en esta sesién pablica
deben ponerse en contacto con la oficina del escribano de la ciudad en el nimero (248) 530-1800 o al (248)
644-5115 (para las personas con incapacidad auditiva) por lo menos un dia antes de la reunion para solicitar
ayuda a la movilidad, visual, auditiva, o de otras asistencias. (Title VI of the Civil Rights Act of 1964).




City of Birmingham
ADVISORY PARKING COMMITTEE
REGULAR MEETING
Birmingham City Hall Commission Room
151 Martin, Birmingham, Michigan
Wednesday, July 11, 2018

MINUTES

These are the minutes of the Advisory Parking Committee ("APC") regular
meeting held on Wednesday July 11, 2018. The meeting was called to order at
7:30 a.m. by Chairman Al Vaitas.

Present: Chairman Al Vaitas
Vice-Chairperson Gayle Champagne
Anne Honhart
Steven Kalczynski
Lisa Krueger
Judith Paskiewicz (arrived at 7:35)

Student
Representative:  Anjay Yaple

Absent: None

SP+ Parking: Catherine Burch
Sara Burton
Jay O'Dell

Administration:  Austin Fletcher, Asst. City Engineer
Tiffany Gunter, Asst. City Manager
Carole Salutes, Recording Secretary

RECOGNITION OF GUESTS (none)

MINUTES OF REGULAR APC MEETING OF APRIL 4, 2018 (previously
approved)

MINUTES OF REGULAR APC MEETINGS OF MAY 2, 2018 AND JUNE 6, 2018

Motion by Ms. Honhart
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Seconded by Ms. Krueger to approve the minutes of the regular APC
meetings of May 2 and June 6, 2018.

VOICE VOTE

Yeas: Honhart, Krueger, Champagne, Kalczynski, Paskiewicz
Nays: None

Abstain: None

Absent: Paskiewicz

Motion carried, 5-0.

THREE HOUR MAXIMUM AND MANDATORY ROOFTOP VALET ASSIST
PROGRAM

Ms. Gunter noted that the Old Woodward Ave. construction project is nearing
completion. The APC had made a recommendation in March 2018 to overcome
the loss of 130 on-street parking spaces during the construction. In an effort to
mitigate the impact on our transient parkers and ensure full utilization of the
available rooftop valet assist program, it was recommended that the City restrict
the first levels of parking in the structures to a maximum of three hours and
require that monthly permit holders use the rooftop valet assist program to create
additional capacity in the parking system by an additional 250 spaces whenever
the garage reaches capacity.

The permit rule change requiring monthly permit holders to utilize the rooftop
valet assist began in April 2018. The rooftop valet assist program has
experienced a significant increase in usage when compared to the same period
in 2017.

Additionally, the recommendation called for a change in policy on the first levels
of the parking structures moving from no parking between 7 a.m. and 9 a.m./10
a.m. to a maximum 3-hour parking Monday — Friday from 7a.m. — 6 p.m. The
goal of the program was to create higher turnover in the most heavily sought-
after parking spaces in the garage. Under the former policy, the premium spaces
were full by 9 a.m./10 a.m. in many cases. Under the 3-hour maximum rule, SP+
and staff have observed that spaces remain available throughout the day, even
during the lunch rush.

Understanding that the recommendation represented a significant change in
existing policy, the APC voted to approve the recommendation as a temporary
option through the period of construction on Old Woodward Ave. and revisit the
discussion as a potential for a longer term solution based on the results of this
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demonstration. The demonstration period has been positive. Through discussion
the monthly permit holders seemed to understand that the City does have the
obligation to satisfy both long and short-term parking in the structures. Also, the
on-street valet program did utilize several of the 3-hour maximum parking spaces
to accommodate the Birmingham Shopping District’s on-street valet program.
The garages were pushed nearly to their maximum capacity during construction
and it was found that in many instances they experienced utilization of 95% or
higher during peak hours of the day, but still managed the bulk of the demand
consistently.

Staff is recommending that the City continue the program as a long-term solution
without a predetermined sunset. The cost to maintain a sufficient level of
enforcement for the 3-hour maximum parking is $3,112/month.

Ms. Burton responded to Ms. Honhart's question about how enforcement is
carried out for people who park more than three hours in the 3-hour limit area on
the first level of each structure. She explained that SP+ enforcement officers go
around and scan the license plates. If vehicles have been parked for more than
three hours, then they issue a warning ticket with no dollar amount associated. If
a license plate has had more than three warning tickets the Police Dept. is
notified and they issue a real ticket. The number of warning tickets issued has
dropped since SP+ began issuing them, so people are getting used to the 3-hour
limit and following the rules.

Motion by Ms. Champagne

Seconded by Ms. Krueger that the Advisory Parking Committee
recommends that the City Commission continue to require monthly permit
holders to utilize the rooftop valet assist option and retain the 3-hour
maximum parking signage in all garages as an on-going program at a cost
of $3,112/month.

VOICE VOTE

Yeas: Champagne, Krueger, Honhart, Kalczynski, Paskiewicz. Vaitas
Nays: None

Absent: None

Motion carried, 6-0.

CONTINUATION OF ON-STEET VALET ASSIST PROGRAM

Ms. Gunter recalled that during the Old Woodward Ave. construction project, the
Birmingham Shopping District ("BSD") began a robust on-street valet parking
program to support the merchants and enhance the shopping, dining and
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recreation experience for residents and visitors that wanted hassle free access to
downtown Birmingham. The on-street valet program featured five (5) valet stands
at key entry points around downtown. In the first week of operation, there were
350 vehicles recorded using the service. Over the weeks, the usage has
remained steady around 750 cars per week. That’s approximately 3,000 cars per
month. The City has received very positive feedback regarding the program and
many requests have been made to continue it post-construction.

The program has offered complimentary valet services for the first two hours with
a $5 charge for each additional hour. The BSD has supported the complimentary
service with a payment to In-House Valet $26,000/ month. This includes five
stands operating from 10 a.m. — 6 p.m. Monday through Friday. As the City and
staff contemplate the continuation of this service, there are a few factors to
consider with the recommendation to continue these services through the end of
January:

This is a premium service that seems to make visitors and residents very happy.
After some negotiation with In-House Valet they are down to $700 per stand, per
week for two stands, one at the northern end of town and one at the southern
end.

This program would cost approximately $36,000. The BSD would contribute
$10,000 and the Parking Enterprise Fund would cover the balance with $26,000.
The rate to valet would be $5.00 for the first two hours and an additional $5 for
each subsequent hour. The average valet user stays no more than two hours.
The cars are being parked in the structures.

The goal is to monitor usage over the next six months to determine if the
program will continue to perform well in a non-construction environment and then
re-evaluate the usefulness of the on-street valet services under normal
conditions and determine if there is an argument for permanence.

Chairman Vaitas and Ms. Honhart were concerned that it seems a little skewed
with the BSD contributing $10,000 and the Parking Fund contributing $26,000.
Ms. Gunter noted that the City Manager has said this program has helped the
City overcome a perception issue of no parking or inconvenient parking. It is the
ease of use of parking they are trying to overcome with this proposal. Ms.
Champagne believed that might be a factor in encouraging people to come and
do business in the City, along with filling the vacancies.

Motion by Mr. Kalczynski

Seconded by Ms. Honhart that the Advisory Parking Committee
recommends that the City Commission continue to the on-street valet
program for a six month trial period post construction for a total cost of
$36,000 with a $10,000 contribution from the Birmingham Shopping District
and the remaining $26,000 to be drawn from the Parking Fund to support
two (2) valet stands in downtown Birmingham and evaluate to success of
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the program at the end of the six month period to consider establishing on-
street valet as a permanent program.

VOICE VOTE

Yeas: Kalcynski, Honhart, Champagne, Krueger, Paskiewicz, Vaitas
Nays: None

Absent: None

Motion carried, 6-0.
MONTHLY FINANCIAL REPORTS

It was noted that everything is consistent.

MEETING OPEN FOR MATTERS NOT ON THE AGENDA

Ms. Honhart inquired how the parking is working on the southeast corner of
Maple Rd. and Woodward Ave. Ms. Gunter reported the City has sold 100
permits at this point and Shift Digital bought at least half of those. They have not
yet started parking their employees there. After the additional members are in
the lot they can correct where the parking spots are not as obvious. After that
the additional 38 permits will be released. As a result of selling these permits the
wait list has pulled ahead from 2013 to 2015. There is a sign at the entrance to
the lot that reads "Permit Parking Only," and so far it has not been necessary to
install electronic gate arms. The City has an 18 month lease that can be
extended if the property owner does not have plans for development of the lot.

Mr. Kalczynski noted that all of the construction has adversely affected the
number of shoppers that would normally come. Construction has not affected
occupancy in the hotel but on the restaurant side revenues are down a little.

Chairman Vaitas advised that the Lot #6 funding proposal was passed by the
City Commission. Ms. Gunter added that staff will be meeting this week with
HRC relative to the number of spaces in the lot in order to make sure the City is
following its own zoning rules. Ms. Honhart hoped that Michigan native plants
would be incorporated into the plan. Ms. Gunter went on to state that for the
August meeting the Existing Conditions and Strategy Report will be presented
with the recommendations from Nelson Nygaard. That is set to go before the
City Commission on August 13 with the APC recommendation.

NEXT REGULARLY SCHEDULED MEETING
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August 1, 2018
ADJOURNMENT

No further business being evident, the Chairman adjourned the meeting at 8:25
a.m.

City Engineer Paul O’Meara

Assistant City Manager Tiffany Gunter
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A Walkable Community

Office of the City Manager

DATE: October 3, 2018

TO: Advisory Parking Committee

FROM: Tiffany J. Gunter, Assistant City Manager
SUBJECT: Parking Plan Strategy — Final Draft for Review

The Parking Plan recommendation report document is attached for Committee review and input.
The plan is scheduled to be presented before the City Commission on October 8.



w
=1
o

S
(i sl
“Soillal gy

R

iy ISl

.LJL

e LG

FINAL REPORT

igan

ich

M

City of Birmingham,

NELSON
NYGAARD

MKSK

\
N
QQ\

DIXON

RESOURCES UNLIMITED

September 2018



DOWNTOWN PARKING PLAN | FINAL REPORT
City of Birmingham, Michigan

Table of Contents
Page
EXECULIVE SUMMAIY ... s s ssss s s e e e s s s s s s s s ssssssas 1
Project SUMMACIY ... sssssssssssssssssssssssssssasass 2
Overview 2
Scope of Study. 2
EXiSting CONAItiONS.......ccovrenenciesmnmnssssisissssssssessss s ssssssssssssssssssssssssenes 3
DOWNTOWN CONTEXTuuerereerrrecarrassesassesessessesessessssessesessssessesassessesssssssssesassassssesssssssssassassesassessssassssassessssessesesses 3
Prior Plan Review. 4
The Parking System wed
Stakeholder Engagement 7
Key Issues & OPPOrtUNIties ... sseeseas 8
Commuter Access 10 MONThlY POrKiNg ....cccoiirrrrrrnnnniiiriiisiniiiisessesesssssssssssssssssssssssssssssssens 8
Visitor Access 10 Short-Term Parking ....cceeeeeeeeneeesesessesninsssssssssssssssssssssssssssssssssssssssssssssssssssesess 8
Excess on-Street Capacity 8
Data Collection & Analysis 9
Operations & Management. 9
Future Growth 9
Strategies & Recommendations ..........ccceeererrrsncscscscscscscsesesesssssesesenes 10
Strategies Overview 10
Near-Term Priorities & Recommendations 11
Immediate Action Steps 30
Long-Term Considerations 32
Table of Figures
Page
Figure 1 DOWNTOWN ParkiNg SUPPIY cuceveeeeeeerereriereesereesessesesesesssesesesassessesessesssssssesssssssssssssssssssenssssss 6
Figure 2 SAMPIE SUNVEY RESUILS ..ottt 7
Figure 3 uGO University Circle Resource Portal, Cleveland.......vvncniniessensensensessessessensenns 14
Figure 4 On-street Employee Parking OpportUNItiEs .......ooceveeereerreererereee e 17
Figure 5 Seattle On-Street Parking OCCUPANCY REPOIT ..oviereireirerercre ettt 18
Figure 6 Tiered Parking RAte CONCEPT ...ttt et 19
Figure 7 Branding + Color Scheme Guide Drivers to Right-Fit Parking.......ccoceeevevecrcecercerenen. 20
Figure 8 San Diego’s Free Ride Everywhere Downtown “FRED” Circulator.....ocuceeeeeecereeennne 21
Figure 9 Downtown Birmingham Public Valet LOCatioNS .....ccccveerienriennieneeresesessesessessesesesenaens 22
Figure 10 Peak Weekday Mid-day Parking UtiliZation ........cceecveeriennennsineniscesessesesseses e saeens 23

Appendixes

Appendix A: Existing Conditions Report
Appendix B: Community Engagement Summary
Appendix C: Potential Strategies Overview
Appendix D: Implementation Guide

Appendix E: Operator RFP Samples

Nelson\Nygaard Consulting Associates Inc. | i



DOWNTOWN PARKING PLAN | FINAL REPORT
City of Birmingham, Michigan

EXECUTIVE SUMMARY

The City of Birmingham hassuccessfully positioned its Central Business District to attract
investment in a highly competitive environment. Thisincludes provision and management of a
comprehensive public parking system that emphasizes shared-use efficiencies to meet the
growing parking needs of its thriving downtown. With recent downtown employmentand
residential growth and substantial mixed-use development either under construction or near
ground-breaking, it is critical that the City continue to effectively allocate resources —including
the public parking network — to serve existing and future downtown needs.

The Downtown Parking Plan has beendevelopedin supportofthe City of Birmingham’s goal to
ensure the downtown parking systemis being operated, managed and developed in accordance
with professional and technologicalbest practices. The planning process incorporated input from
a variety of community stakeholders, aswell asmultiple City departments, and draws uponbest
practicesin parkingand demand management to develop provensolutionsthat work.

The Plan outlineskey findings from review of existing conditions and community feedback and
outlines opportunities, strategies, and recommendations in support ofthe City’s goals. Plan
recommendationsare summarized around a series of priority issues:

» Ensuring commuteraccessto monthly parking

» Improving visitor accessto short-term parking

» Taking advantage of excess on-street capacity

= Capitalizingondata collection and analysis opportunities

» Optimizingmanagement & operations

» Preparing for future growth

Six parking and access management objectives and affiliated strategieswereused to guide
recommendations and were summarized in fullin the Potential Strategies Overview:

» Redistribute Demand » ExpandSupplies
* ReduceDemand = Deploy Technologies
» ExpandCapacities » Optimize Management

Recommendations focus on “quickwins,” near-terminterventions, and long-term considerations.
The Plan includes a summary ofimmediate action steps, as well asa comprehensive
Implementation Guide that the City and its partners canuse to affect positive change bothnow
and into the future. Appendixes to the Plan provide additional detail on existing conditions, best
practice strategies, the community engagement process, implementation steps, and peer city
documentsthatrespond to specific recommendations.

The Birmingham Parking System s functioningat a high level today. The recommendationsand
actionstepsoutlined in this plan will help to ensure thatit continuesto evolve withthe growth of
the Central Business District, utilizing local expertise and management best practices to meetthe
needsofthe downtown areaandits many stakeholders.

Nelson\Nygaard Consulting Associates Inc. | 1
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PROJECT SUMMARY

OVERVIEW

The Downtown Parking Plan has beendevelopedin supportofthe City of Birmingham’s goal to
ensure the downtown parking systemis being operated, managed and developed in accordance
with professional and technologicalbest practices. The planning process incorporated input from
avariety of community stakeholders, aswell asmultiple City departments. The following
outcomeswere soughtby the City and guided plan development:

» A realistic plan for more effective use of parking and better management of the parking
sy stemin Birmingham’s Central Business District.

» Planfindingsthatarebased on credible information that canbe communicated to the
public and stakeholders.

» Recommendations thatwill engender a parking system that contributesto a positive
imageoftheCity.

» Recommendations thatwill supporta parkingsystem that deploys the latest technology
to improve the user experience, while sustaining revenue to cover operations, ongoing
capital improvements and system growth.

The plandraws uponbest practicesin parking and demand management to develop proven
solutionsthat work. The consulting team hasworked closely with the City of Birmingham and its
partners to understand and evaluate the downtown parking system and develop
recommendationsto achieve the outcomeslisted above.

SCOPE OF STUDY

The Downtown Parking Plan included severalkey elements, including an assessment of existing
conditionsand development of strategies to guide recommendationsand action steps.
Stakeholder and community outreach efforts were conducted throughout the plan process, which
will conclude with the presentation of this planto the City Commission.

Existing Conditions Assessment

The Existing Conditions Assessment began with a reviewofthe planning contextin Birmingham,
as well as identification, assembly, and review of all relevant and available data, reports, and
studiesrelated to parking and transportation programs in Birmingham. Findings were
synthesized in the Existing Conditions Report,providing a clear overview of current conditions in
the Central Business District. These included the following key points:

» Parkingdemandhasbeen steadilyincreasing, particularly forlong-term/monthly
parking, and has outpaced the addition of new parking supply.

= Atanytimeofday,atleast half of the metered block segments are underutilized (<70%).

* During the peaklunch period, each ofthe City’s five garages exceeds 9 0% utilization.

» A significant number of parkers stayinglonger than 5 hoursare not permit-holders.

» The permitwaitlistis long, but many ofthese parkers are finding space within the
sy stem, sometimes paying more to park and sometimes finding other opportunities.

Nelson\Nygaard Consulting Associates Inc. | 2
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Community Engagement

Data alone does nottell the whole story of Birmingham’s parking challenges and o pportunities.
Inputfromresidents, employees, customers, visitors, commuters, and otherson day-to-day and
seasonalissuesprovided a more complete understanding of the performance ofthe parking

sy stem, today. Inadditionto recurring coordination meetings and two meetings with the City’s
Advisory Parking Committee, the team conducted a survey of downtown businesses and
employees, performed intercept surveys ondowntown streets, attended a Birmingham Shopping
District merchant meeting, and facilitated a public o pen house to solicit feedback on existing
conditionsand preliminary strategies. A Community Engagement Summary memo is included as
an appendix to this report.

Strategy Development

Existing conditions, rate structures, regulations and practices, technology deployment, signage &
way finding, and service/operations agreements were evaluated to develop a series of strategies
informed by best practices in parking system management and operations. The Potential
Strategies Overview memo summarized six parking and access management objectives and
affiliated strategies designed to achieve them:

» Redistribute Demand » Expand Supplies
*» ReduceDemand » Deploy Technologies
» Expand Capacities » Optimize Management

These objectives and strategies provide the framework for the recommendations and action steps
for this Final Report.

Presentation of Final Report

This report presentsa cohesive set of practicable, proven-effective strategiesfor the City of
Birmingham, in coordination with their partnersand key stakeholders, to guide the future
performance of the downtown parking system, to address projected parkingand travel demand,
to enhance downtown mobility. This set of recommendations provides critical tools to address the
parking challengesoftoday, and to respond to emerging and anticipated paradigm shiftsin urban
parking and mobility dynamics — offering significant resiliency for maintainingoptimal
downtown access to facilitate downtown’s evident and potential economic vitality.

EXISTING CONDITIONS

DOWNTOWN CONTEXT

The City of Birmingham has successfully positioned its Central Business Districtto attract
investment in a highly competitive environment. The City has prioritized good design, smart land
use, and efficient coordination of infrastructure investments to foster a dense, walkable, mixed-
use downtown. A major component ofthisis a comprehensive, self-funded, and strategically-
managed public parking system that emphasizes shared-use efficienciesto reduce the amountof
parking infrastructure required to keep downtown thriving.

Nelson\Nygaard Consuling Associates Inc. | 3



DOWNTOWN PARKING PLAN | FINAL REPORT
City of Birmingham, Michigan

Downtown Birmingham features a dynamic mix of housing, office space, retail, dining,
entertainment, and civic attractions and amenities. [thasa daytime population of almost 14,000.
Approximately 300 unique nationalandlocal retailbusinesses operate among more than 1.5
million square feet of retail space and 2 million square feet of office space. Birmingham’s nightlife
and entertainmentboastsnearly 50 restaurantsand 20 movie screensat two theaters.

This kind of success invariably brings challenges, particularly regarding parkingand
transportation. With more than 300,000 square feet of mixed -use development either under
construction or near ground-breaking, it is critical that the City continue to effectively allocate
resources —including the public parking network —to serve existingand future downtown needs.

PRIOR PLAN REVIEW
Birmingham Multi-Modal Transportation Plan (2013)

Focusingprimarily on active transportation measures, the Birmingham Multi-Modal
Transportation Plan includes policy and design recommendations intended to reduce automabile
dependencyin the city. While some recommendations could have a secondary impact on parking,
thereareno policy, program, or design recommendations in the planspecifically intended to
address or impact the downtown parking system.

Network improvement recommendations that could impact the number or design of on-street
spacesinclude the addition of curb extensions at a number of downtown intersections. In
addition, the plan includes recommendations forincreasing, and improving, the stockof
contextually attractive and usable bicycle parking in the downtown. Key recommendations
includethefollowing:
» Two bicycle racks should be placed oneach proposed curb extensionin the downtown
» Bicycleracksshould be covered whenever possible

» Seasonal temporary bike racks should be placed in the downtown where appropriate
(large curb extensions, adjacent to outdoor dining decks, etc.)

» Providetemporary staffed bike racks during special events to encourage bicycling and
provide a secure environment for bikes

» Provideenclosed and secured parking in downtown parking decks

* Provideamenitiessuchas compressed air and basic public bike fix stations atkey
locations around town

Downtown Birmingham 2016 Plan (1996)
Key findingsinclude the following:

» Parkingdecksareunderutilized,and appearto beless desirable than surface parking
» Thereareopportunities for additional on-street parking within existing pavement widths
» The existingparkingdecks maybeexpandable
» The parking deckdirectional signage systemis lessthan effective
Key parking recommendations include the following;:

» Restripe the curb space to maximize potential capacity of existing city-owned space
» Continue 2-hoursfree parkingin parking decks

Nelson\Nygaard Consulting Associates Inc. | 4
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» Keep meters outsideofthe CBD at lowerratesthanthose within the CBD

» Expandmeteredtimeto 1.5 hoursin the CBD, and 3 hours in other shoppingareas
» Ifanobservableneedarises, pursue the potential for expandingthe existing decks
» Implementa signage programto guide parkersto parkingdecks

THE PARKING SYSTEM

Birmingham’s downtown parking system consists of roughly 4,944 publicly-owned spaces, of
which 3,423 are contained in five (5) public parking structures, 1,272 are metered, on-street, and
391 are contained in five (5) surface parkinglots. Two private, independently run, parking
structures are alsolocated in the CBD and additional private parkinglotsareused by the City on a
temporarybasis to expand supply and meet pressing demand from permit parkers.

The parking structures are operated by SP+, with oversight by the City Manager’s Office. On -
street parking meters are managed and enforced by the Birmingham Police Department. The
overall systemis overseen by the City Manager’s Office, while a 9-member Advisory Parking
Committee meetsregularly to address parking issues and advise the City Commission.

The parking systemis financed through an Enterprise Fund, which captures all parkingrevenue,
with the exception of citation revenues, which go to the City’s General Fund. The Enterprise Fund
provides for cost recovery for day-to-day expenses, such as maintenance and operations, as well
as capital investments thatbenefit the system on a long-term basis. Recent upgradesto system
infrastructure include newtraffic control equipment and Smart Meters throughout the CBD,
which provide more payment options, real-time information, and operational efficiencies for both
usersandthe City. Newgate technology and signage havebeenadded at all City garagesto assist
with real-timeinformation and ease ofingress/egress.

Parkingdemand hasbeen steadilyincreasing, particularly forlong-term/monthly parking, largely
due toincreased demand from downtown employers and employees and a growing number of
mix ed-use developments thathave added more built space to the downtown market. The recent
trendin “open office” workspace configurations, which situate more employeesin less building
space,hasaccelerated theincrease in parkingdemand at a pace that has exceeded the provision of
new places to park. To manage thisincreased demand, the City hasinvestedin public valet
services, leased private facilities to manage a public parking, and initiated a real-time information
systemto directdriversto available parking options. The City has also adjusted permitand meter
ratesandis continually evaluating the technology, operations, and regulationsin the parking

sy stemto ensure optimal system functionand user experience.

The Existing Conditions Report provides a comprehensive review of parking supply and
utilization, management, operations, signage, and expected changes.

Nelson\Nygaard Consuling Associates Inc. | 5
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STAKEHOLDER ENGAGEMENT

The planning process included multiplelayers of stakeholder engagement over several months.
These included the following:

Advisory Parking Committee Meetings (2)

Online Business District Survey

Face-to-face Intercept Surveys

Birmingham Shopping District Merchant Meeting
Public Open House

Through these engagementinitiatives, over 450 local business owners, property owners,
employees, residents, and visitors were able to provide their input on existing parking conditions
challenges and opportunities. Key inputs from thisprocessincluded:

Nearly 75% ofrespondents park in a public parking deck downtown ona daily basis.

Employers fully cover 54% ofrespondents’parking costs, either through validation (15%)
or providinga permit(39%);around 37 % are responsible for their own parking costs.

62% ofrespondentsrated Birmingham’s Parking System aseither “poor” or “verypoor.”

The free, 2-hour parkingin public parking decks is the most popular feature of the
downtown parking system; the time/cost of on-street parking received the lowest ratings.
Parkerscan usually find parking within 1-3 blocks of their destinationin under 10
minutes; the proximity is favorable, but the search timeis not.

Driversare aware of parkingcostdisparities (between permit holders and non-permit
holders) and feel thatthe difference needs tobe addressed.

Additional short-term curbside parkingis needed in key locationsto serve important
pick-up/drop-off functions.

A Community Engagement Summary memo is included as an appendix to this reportand
provides more detail on the outreach efforts and feedback received.

Figure 2

THE AMOUNT OF TURNOVER OF ON-STREET PARKING

Sample SurveyResults
How Would You Rate the Following Parking Features (1-5 Scale)?

FREE 2 HOUR PARKING IN PARKING...
DESIGN AND CIRCULATION WITHIN PARKING...
ON-STREET SIGNAGE

THE TIME/COST OF METERED PARKING

TIME IT TAKES TO FIND A PARKING SPACE

1= Very Poor, 3 = Satisfactory, 5 = Very Good
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KEY ISSUES & OPPORTUNITIES

COMMUTER ACCESS TO MONTHLY PARKING

Commuter parkingdemand hasrisen steeply over the past severalyears, leadingto parking
garages thatareregularly at or near-capacity duringthe mid-day peakand a permit waitlist of
around 3,000 parkers. Atthe same time, many ofthese parkers are finding space within the
existing system, parking eitherin garages or on-street while they remain onthe waitlist. Several
measures are already in play in Birmingham and additional recommendationswillbe highlighted
in the followingareas:

» Selling more permitsin select City garages

* Defining a performance-based pricing approach

» Adjusting parkingratesto reflect demand patterns across downtown

» Transitioningmonthly permitsto a daily pricing structure

» Refiningtherooftop and public valet programs

» Expandingemployee parking options

» Providingand promoting commuter benefits

VISITOR ACCESS TO SHORT-TERM PARKING

Convenient, consistently available visitor parkingis critical to the health ofthe Birmingham
Shopping District. The on-street meters provided throughout the central businessdistrictand the
short-term parking spaces available in each parking deck constitute ample supply, but availability
is still perceived to be an issue. Recommendationsin the following areas can help improve real
and perceived short-term parking availability in downtown Birmingham:

» Adjustparking ratestoreflectdemand patternsacross downtown

» Ensuring thatalldriversknowall their options

» Optimizing “Park Once” efficiencies

» Refiningthepublic valet program

» Expanding mobile payment options to the parking structures

EXCESS ON-STREET CAPACITY

A significant number of on-street spaces remains available, even during mid-day and evening
peak-demand periods, oftenin contrast to at-capacity utilization of nearby off-street facilities.
This suggests that the current pricing cues —which apply a fee to the on-street spaces, butnot to
spacesin neighboring garages — areintensifying the supply constraints noted in some key
downtown garages. Recommendations that capitalize on the opportunity to reset these cues in the
decksand onsome on-streetblocksto support the City’s goalsinclude:

» Reducingshort-term parkingset-asidesin City garages
» Accommodatingshort-term parkerswith convenient,low cost on-street parking options
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DATA COLLECTION & ANALYSIS

A seriesofrecent investments in new gate and meter equipment has positioned the City to collect
arobustdatasetthatcan beusedto monitor parking system utilizationand parkingbehavior.
Making the most ofthese technologiesand continually investing in upgradeswillhelp
Birmingham capitalize on opportunities to improve parking system function and efficiency,
includingthe followingkey strategies:

» Utilizing data collection capacity to support performance-based management

» Investingin License Plate Recognition (LPR)equipment

» Upgradingparking transaction & management software

OPERATIONS & MANAGEMENT

Effective operationsand management across various City departments and their contractorshas
yielded a high-performing and revenue-positive parking system that handlesa high volume of
activityona daily basis. However, the opportunity exists to further optimize, streamline, and
coordinate management, while promotingan efficient and customer-friendly approach to parking
sy stem. Recommendationswillbe outlined in the following areas:

» Solicitingcompetitive bidsfor Operator services

» Establishing a Parking Ambassador Program

» RefiningtheParking A ssessment District

FUTURE GROWTH

Downtown Birmingham is expected see over 300,000sq. ft. in new developmentin the near
future. These developments includelodging/hospitality, residential, and mixed-use commercial
buildings. Additional developmentin the central business district and other nearby growth
districts stands to add more demands on Birmingham’s access and parking network. The City and
its partners can address future growth pressuresthrough a series of strategic approaches,
including,butnotlimitedto:

» Updating the City’s Zoning Code
» Investing parking revenues in public improvements, beyond parking
» Pursuit ofjointdevelopment o pportunities.
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STRATEGIES &
RECOMMENDATIONS

STRATEGIES OVERVIEW

The Potential Strategies Overview is provided as an appendix to thisreport and summarized a
series of parking and access management strategies that should be considered forimplementation
in Birmingham. The following six (6) parking and access management objectives and affiliated
strategies provide the framework for the recommendations in the remainder ofthis section.

Redistribute Demand

» Take a Performance-Based Management approachto ensuringspace availability.
» Expandemployee parkingoptions.
» Ensuredriversknowtheir options.

Reduce Demand

» Optimize “Park Once” efficiencies.

» Providecirculator and shuttle options.

» Improve pedestrian and bicycle network infrastructure.
» Provide commuter benefits.

» Transition monthly permits to a daily pricing structure.

Expand Capacities

» Continuetorefine Public Valetapproach forboth visitorsand commuters.
» Expand Mobile Payment Optionsto the Parking Structures.

* Varyregulationsto balance parkingandloadingneedsat the curb.

»  Allocate curbside space for higher-capacity forms of parking.

» Use pay-by-phone optionsto encourage off-hour shared parking.

Expand Supplies

» Develop“Park Once” zoning strategies.
» Refine the Assessment District Fee Approach.
» Continuetorefine Joint-Development approach.

Deploy Technologies
» Utilize License Plate Recognition (LPR) equipment.

» Upgradeparkingmanagement and transaction software.
» Support Electric Vehicle Network Infrastructure.

Optimize Management

» Investparkingrevenuesin publicimprovements,beyond parking.
* Solicit Competitive Bidsfor Operator Services.
» Establisha Parking Ambassador Program.
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NEAR-TERM PRIORITIES & RECOMMENDATIONS

The following section summarizes a seriesof near-term prioritiesthat align withthe Key Issues &
Opportunitiesoutlined in the previous section. Strategies, recommendations, and potential “quick
wins” areidentified for each priority areato address challenges and opportunities. Longer-term
considerationsare provided atthe end of each priority area.

Ensure Commuter Access to Monthly Parking

Based ontheexisting permitwaitlist of approximately 3,000 parkers and utilization ratesthat
consistently exceed 90% during peakmid-day periods, it is clear that adjustments are warranted
in how Birmingham addresses commuter parking demand. Further, the significantshare of 5+
hourparkingactivity that is linked to non-permit-holders (roughly 30% at all five garages)
confirmsthatit is common for employeesto use validation or pay the full-day ratein lieuofa
monthly permit. These conditions also confirm that:

» These parkers (ortheiremployers)are paying a higher daily rate to park than permit-
holders, suggesting acceptance of higher permit rates thanthose currently offered.

» Providingmore permits will notlikely resultin higher utilization levels (or reduced
availability)if such permitsare provided to commuters who may already using these
garages for full day parking.

» These areimportant factors in determining the appropriate “oversell” rate for permits.

The following strategies and recommendations are designed to ad dress these conditions.

Sell more permits in select City garages.

Permit sales for City garages are restricted when occupancy measures consistently approach
capacity, resulting in waitlists for commuters and employers seeking the combination of
convenience, cost-savings, and consistency that permits offer when compared to daily parking
options. However, asthe above summary indicates, parking duration datasuggests thata
significant portion of parked cars in most City garageson a daily basis are parked by commuters
who areeither payingthe daily rate, or having their daily parking validated by their employer.

Quick Win: Offer permits to the first10 people onthe waitlist for the Pierce, and Peabody
garages,which have the highest portion ofnon-permitv ehicles staying longer than 5 hours.

The Pierce (44%) and Peabody (39 %) garageshad the highest portion of non-permit parkers
staying between five and twelve hours in the months of October 2017 and January 2018. This was
an average of 165 parkers ona daily basisin the Pierce garage andbetween9o —100 perday in
the Peabody garage. The City should continue to monitor conditions in these and other City decks
and issue more permits every three months, expandingto other garagesas conditionswarrant.

Define a Performance-Based Pricing approach.

Throughoutitson- and off-street parking network, Birmingham can use parking rates to achieve a
singular objective: maintaining availability, acrossthe downtown, so thatdrivers canchoose the
parking locationthatbest suitstheir relative cost/ convenience priorities. Space availability, at the
block-facelevel for on-street parking and at the facility level for off-street, becomes the central
“key performance indicator” (KPI) that informsrate decisions, as well asmost other management
and regulatoryactions.
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For garages, availability for short-term and long-term parkers can be measured and tracked
separately, butthe primary measure for the facility should be availability among all spaces (which
shouldinform how much inventoryis set aside for either group).

The benefitsofsuchan approach go beyond transparencyto improve the parking experience by
reducing time and energy spentin search of available spaces and reducing perceptions that
downtownlacks sufficient parkingsupply.

Quick Win:Adopta policy linking parking rates to demand and establish availability as the Key
Performance Indicator (KPI)that willbe monitoredto inform changesto rates andrequlations.

The City should continue to work with SP+ to monitor parking utilization and permit waitlists for
theirgaragesandlots, establishinga solid base of KPI data to inform the policy and decision-
making process. Sample utilization ranges, such as those listed below, are based on optimal
targets forthreetypes of parking, based distinct user perceptions and expectations for each.
Generally, on-street locations need to present more obvious availability, as drivershave fewer
optionstonavigate back toward a missed empty space. Similarly, those seekinglong-term parking
in off-street facilities generally tend to be more familiar with the facility, and thus more patient in
seeking outa space when availabilityis less obvious.

»  On-street parking: 10-20% of spaces are available, or a few spaces on each block-face.
= Off-street, hourly parking: 10-15% of spacesare available
» Off-street, long-term parking: 5-10% of spaces are available, withno permit waitlist

These ranges willmake clear when KPIs are sufficiently off their target to warrant management
changes, such as changes in rates.

Adjust parking rates to reflect demand patterns across downtown.

The current situation, with waitlists limiting access to monthly permits, despite demonstrated
capacityto accommodate long-term parking well beyond demand generated by current permit
holders, results in many downtown employees and employers payingmuch more for parking than
the established permit rate. Data indicates that nearly one-third of non-permit parkers in all
garages are payingseveral times the permit rate to access downtownjobs. Selling more permits
for these garages, through the incremental approach outlined above, is a critical firststepin
addressingthis issue. Raisingtheratesat the most constrained garagesis another.

Quick Win: Raise permitrates at the Chester, Park,and N. Old Woodward g arages and monitor
results to determineifmore permitscanbeissued, or if further rate increases are warranted.

These three garages consistently exhibit peak mid -day utilizationin excessof95% and have the
highestportion of parkersstaying between five and twelve hours who hold parking permitsand
pay a monthlyrate. Raisingmonthly rates in these garages will reduce the costdisparity between
what downtown employees with permits, and those without, must payforthe parking theyneed
to maintain employment in downtown Birmingham.

Increasing permit rates acrossall garages, gradually approachinga rate thatis more reflective of
the daily rate currently paid by many commuters or their employers, will help balance future
parking supplyand demand.

Optionsthat promote reduced parkingdemand should also be considered as a way of
incentivizing non-drive-alone trips and reducing parking demand.
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Quick Win: Offer discounted permitrates for carpools and vanpools and “flex” permits that
allow for a imited number of uses each month.

These options will communicate to commuters with pricing cues that these are desired behaviors
that can beused on a regular or occasional basis. They represent early, “lowhanging fruit” options
that can lay the foundation for more robust demand management strategies in the future.
Another, more progressive, option — daily parking permits —is discussed furtherin the following
section.

Inthe near-term, the City should continue to monitor utilizationand reviewrates annually to
determineif additional adjustments are warranted, raising or lowering ratesto address any
meaningful gapsbetweentargeted and actual availability. A dditional steps (highlighted laterin
this report) canbe takento improving permit management systems for increased efficiency and
accuracy. Ensuringtransparency will also be important to public understandingand supportand
can beachieved by regularly publishing data, findings, and any subsequent management/pricing
adjustmentsin an annualreport.:

Transition monthly permits to a daily pricing structure.

Peopleare more sensitive to small recurring feesand chargesthanlarger andless-frequentones.
Once an employee purchases a monthly permit, thatindividual typically ceases to consider
driving alternativesbecause the permithas become a “sunk-cost” investment. Such permits
actually createanincentive to drive to work as frequently as possiblein orderto take advantage of
the investment. By contrast, a daily rate canbe facilitated through payroll or by issuinga
commuter card that canbe structured asa “draw-down” account, creatingan incentive to use
other modes when those are most feasible, thereby savingthe daily rate cost. This can reduce
commuter parking demand on days whenwalking, cycling, and transit are mostappealing —such
as nice-weather days, which canfree up garage spaces for additional permit parkers or visitors.

Birmingham’sIN Card and other employer issued v alidation cards can be used to facilitate this
approach,accommodating parkerswho are either on the permit waitinglistor who would be
amenable to a more flexible o ption that rewards them (through cost savings) for not parking. As
monthly-permitrates approach parity with the cumulative cost of paying daily for parking, the
flexibility of the daily optioncan be promoted as an option that provides flexibility for those who
work part-time, or who might combine driving with alternative modes throughout the month.

Inthe near-term, the City should workto establish a Performance-Based Pricingapproach withan
eyeonthedaily permit pricingoptionas a potential “nextstep” thatcan be pursued in line with
the gradual increase in permit rates. A “pilot” or “trial” period could be explored with a number of
interested employers who currently need more permits and are willing to participatein a
constructive effortto uncover newsolutions. The pilot period can offerinsightsinto fine -tuning
the programbefore it is rolled out more extensively. This approach can be promoted as a way to
relieve some ofthe cost burden of the price increase, coupled with other commuter benefit
options, tobediscussed in the followingsection.

! Case Study example: www.seattle.gov/transportation/document-library /reports-and-studies
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Provide & Promote Commuter Benefits

Within any given downtown, there are drive-alone commuters who would consider adopting
alternative modes, given sufficientincentives or provided means around barriersto optionslike
walking, cycling, transit,and ridesharing.

The City should workwithitspartnersto establisha commuter facingtransportationresource
portaltoinformlocal businesses and employees about parking and mobility options. The portal
would optimallyhave an online presence, hosted by an existing agency, but could offera
commuterresource “hub” at City Hall where both employersand employeescantalkwith a
resource manager or collectinformation for personal use orto distribute within their workplace.

Quick Win: Work with the Birmingham Shopping District and the Southeast Michigan Council
of Governments (SEMCOG) to create a “welcome”package for new and existing employees that
outlines the commuter benefits already available to them.

The package would include information on existing programs, like transit benefits, guaranteed
ride home, and rideshare ride matching services,and make the case fornon-drive-alone
commutesin both financial, environmental, and quality oflife terms. Distribution could start with
humanresource managersat local workplaces and be available at City offices where parking
permits and other transportationresources are available.

Figure 3 uGO University Circle Resource Portal, Cleveland

w NEWS  EVENTS  ABOUT FAG  conTAcT Qo

TRANSPORTATION OPTIONS BENEFITS PLAN YOUR TRIP ALERTS
CONNECTING

uGO together

Find a carpool partner with someone who lives
and works near you.

FIND A CARPOOL

uGO is connecting you to University Circle by transit, PLAN YOUR TRIP
biking, walking and ridesharing.

Image: www.uGOinthecircle.com

Long-term, the City, SEMCOG, and individual employers can work together to develop more

robust programs and benefits for their employees. Opportunitiesinclude subsidized transit
passes, a vanpool program, and “cash out” benefits for non-drive-alone trips. A comprehensive
programand promotion effort could include a dedicated “transportation manager” who
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coordinates and markets program offerings across workplaces, develops and manages new
programswith service providers, and monitors program success.

Continue to refine the Rooftop and Public Valet programs.

The City’srooftop and public valet programsboth addressa particular subset of parking demand
in the short-term and long-term parking markets. While the rooftop valet program at the parking
structures is currently underutilized, it is providing a valuable service by reducingthe need for
garage closures when at or near capacity. The City should explore options to optimize thisservice
to increase use by commuters, including use of mobile technologies, relocating drop-offlocations,
or combining efforts with the on-street public valet. Inboth cases, collecting additional data from
valetoperatorson use of these services will help the City and its partners make continuous
improvementsto the offerings for both commuters and visitors.

Quick Win: Work with the currentvalet operator and existing City vendors, including SP+ and
ParkMobile, to add mobile functionality to the valet program andincrease data capture onuse
and program costs.

Several parking operators offer proprietary applications that can support these types of customer
conveniences, which can improve the efficiency of the valet program by allowing valet patronsto
scheduletheir cars’ return. ParkMobile, the City’s mobile payment vendor, already provides valet
featuresin other markets. Ifthe current vendors cannot meet this objective, the City should
considerincorporating this asa partofa future valet or parking operator solicitation.

Inthe near-term, City staff should continue to reviewthe on-street public valet as it relates to use
by long-term and permit parkers. While this service wasnot established with those parkersin
mind, there may be an opportunity to meet some ofthe need for additional capacity in garages by
offeringa more convenient valet optionthanis currently provided in the rooftop program.

To further support the rooftop program, the City can lookforlocations where the valet drop-off
and pick-up canhappen on the ground floor. By relocating the v alet to the lowerlevel of the
garage, drivers would be able to more quickly drop offand pick up theirvehicle, which addresses
one ofthemain complaints about the existing program.

The pricingshould also reflect the increased convenience and cost to the City.In the case of the
on-street, public valet being used by long-term parkers, a competitive rate analysisshould be
conducted quarterly to ensure the valet programis priced at a market rate and that the City is not
subsidizingit in a way that is unsustainable or overly burdensome to the public. Structuring the
ratesforthevaletservices should —at a minimum — sustain the cost of the operation. These rates
shouldbereviewed quarterly or annually, along with the utilization rates, to ensure that the
programis providingadequate benefits and financial gain/lossremainsneutral.

Expand employee parking options.

Buildingoffofthe above section, there are several opportunitiesto create additional capacity for
long-term, employee parkingin downtown Birmingham. One area where capacityis limited and
utilization consistently exceeds 90% during the mid -day peakis at thenorthend of Old
Woodward, around Lot 6. The City is already planning an expansion of that facility that will add
34 spacestothelot, butadditional capacity is stillneeded.

One option is to considerin line with thelot expansionis a redesign thatwould remove the single-
spacemeters froma portionofthelotand demarcate separate areas for permitand short-term
parking. Inthe permit parkingareas, a pay station or gate can be installed to limit access, coupled
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with a valet assist program that caninstituted during peak periodsto more efficiently “stack” cars
into thelimited space.

Nearby, another option is to look for opportunities on adjacent residential parking permit (RPP)
streets where selective and strategic monthly permits canbeissued. To ensure that residential
access is maintained, the City should seek blocks with an average availabilityofatleast25%
during hours when employee permits canbe used. Careful monitoringand enforcementofthese
expansionzones will be critical to successfulimplementation.

These opportunities, aswell as others to expand monthly permit issuance at on-streetlocations,
exist in various zones throughout the downtown area.

Inthe near-term, the City shouldlook for opportunitiesto pilot the following approaches to
expanding on-street capacity for monthly permit parkers:

» Institute a programin residential permit parking (RPP) blocks, with permitslimited to
daytime parkingwhenresident parkingdemand is modest.

» Add on-street permits in underutilized metered blocks, suchas hasbeen initiated at the
southend of Old Woodward.

» Examineon-street permitoptions on blocks thatare not currently metered orincluded in
RPP districts, including those onthe southwest edge of downtown.
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Figure 4 On-street Employee Parking Opportunities
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Additional off-street o pportunities have been elusive, but o pportunities may arise over time that
enablethe City to brokershared parking agreements with private property ownerswho have
excess capacity. The temporary lotlease (Lot 12) justeast of the studyareais a good example ofa
successful efforttoadd 156 permitspacesin the near-term. Inthe case of more remote parking
opportunities, which have also been elusive, the City can offer a reduced rate and last-mile
connectionsvia commuter shuttle service, which will be discussed furtherin the following section.
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Improve Visitor Access to Short-term Parking
Adjust parking rates to reflect demand patterns across downtown.

The City currently has only two on-street parking rates ($1 and $1.50 per hour), which limits the
ability of pricing to influence the distribution of parking demand . Following the methodology
described in the previous section, which uses availability as the key performance indicator (KPI),
Birmingham shouldincrease the gaps between on-street parking rates, and clearly communicate
wherethe most- and least-expensive parking is located.

Quick Win: Establish a third pricing tier and create a “premiumrate” area where utilizationis
consistently highest to facilitate a shift in parking activity to areas of consistent availability.

Pricing in thisareamayonlybe modestly higher than in the othertwo areas, but with threetiers,
parkers who are knowledgeable about the pricing scheme and the consistent availability onlower-
pricedblockswill beginto opt for the ease and cost savings of parkingin those areas. This stands
to increase availability in the core and reduce the incidence of cars circling for parkingin the
center of the downtown Birmingham, when parkingis available just one or two blocks away.

Quick Win: Make some currently-metered on-street parking free during hours where capacity is
constrained elsewhere in the system, to attract parkers and free up capacity elsewhere.

Inthe near-term, in line with the recommendationsin the monthly permit section, the City should

continue to monitor utilization and reviewrates annually (ata minimum)to determine if
additional adjustments are warranted, raisingorloweringratesto address any meaningful gaps
betweentargeted and actual availability. Again, ensuring transparency will also beimportant to
publicunderstandingand supportand canbe achieved by regularly publishing data, findings, and
any subsequent management/pricing adjustmentsin an annual report.

Figure 5 Seattle On-Street Parking Occupancy Report
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Image: Seattle Department of Transportation
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Figure 6 Tiered Parking Rate Concept
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Ensure that all drivers know all their options.

Visitors are particularly dependent uponinformation, signage, and wayfinding to understand the
full set of parking optionsavailable to them, but allusersbenefit from improvements to delivery
and accuracy ofinformation. The City already addresses several aspects of thiswell, including
providingreal-time garage availability information (both online and atthe facility) and directing
parkers to public valet locations. However, there are gapsin the provisionofbroader parking
network informationthat can be addressed.

Quick Win: Implement a comprehensive communications strategy to ensure that driversknow

the differencein on-street parking rates andwhere to find the right-fit combinationof
convenience and cost for their downtown visit.

The importance of signage and other public outreach in communicating the difference between
parking zones and rates will increase with the implementation of performance-based
management. This shouldbe addressed as part of a comprehensive approach to increasingdriver
awarenessofoptions, pricing,and regulations.

Branding with easily discernable informationhasbeenused effectively to help visitors understand
and find key parking options, including free 2 -hour parking in garages and the public valet service
put into place while key downtownblocks are closed for construction. Building off these efforts,
the City canwork to develop a cohesive parking “brand” and information system, accessible
online, viamobile device, and in the field, to enhance user understanding of parking options. A
successful program will:

» Guide Visitors to “right fit” parking

» Improve predictability, reduce confusion and improve customer experience

» Redistribute demand to underutilized facilities

» Support performance-based management

* Help “brand” downtown Birmingham

» Improveaesthetics and streetscape
Inthe near-term, the City should workto align citywide planning and wayfinding efforts, building
uponthisworkto create a cohesive sign program that creates clear and concise informationto
parkers. Usinga color schemeto clearly mark premium-, base-, and reduced-rate parking

locations —both onmapsand viaon-site signage — cansupport a performance-based pricing
program. Similar efforts could be used to identify spacesin City garagesoroff-peak accessto

permitlots.

Figure7 Branding + Color Scheme Guide Drivers to Right-Fit Parking
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Optimize “Park Once” efficiencies.

Birmingham’s downtown parkingsystem supports Park Once efficiencies, as most parking
optionsallowdrivers toleave their cars in place while they walk around downtown. By allowing
drivers toleavetheir carsin place until they areready to returnhome, and promotingarea
walkability, Park Once can convert potential, excess auto traffic into sidewalk vitality and active
public spaces. From a parking demand perspective, it can significantly reduce parking supply
needs, as drivers require fewer spaces to getto more downtown destinations.

To further enhance these conditionsin downtown Birmingham, the City andits partners should
continueto pursue opportunities forbicycle and pedestrian network improvements, asit is doing
with the addition of bike parking o ptions and pedestrian safety measures throughout the area.

Inthe near-term, the City should alsolookto add a downtown circulator to further connect various
destinations in centralbusiness districtand beyond. This o pportunity was popular during
community outreach across all audiences, with multiple employers expressing a willingness to
supportsuch a service. A circulator could serve multiple audiences in downtown Birmingham,
beginning with visitors and extending to residents and daily commuters, by providing frequent
and convenient connections throughout the downtown area. The same vehiclesthat canbeused
duringmid-day and eveninghours to providelocal circulation forvisitors, shoppers, and
residents canbe re-purposed during peak commuter hours to fill “first mile/last mile” gaps from
remote parkingfacilities or transit services, makingthose options more attractive and practical
for commuters.

These essential ParkOnce services can also communicate the downtown brand and make use of
emergingelectric and autonomousvehicle technologies. Several operatorsbase revenues entirely
on sponsorship and advertising sales, enablingthemto offer the service free of charge to
passengers.

Figure 8 San Diego’s Free Ride Everywhere Downtown “FRED” Circulator
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Continue to refine Public Valet approach.

The City recently committed to extending two public on-street valetlocationsbeyond the Old
Woodward construction period, due to popularity and customer demand. Birmingham staff
should continue to reviewthe on-street public valet for usefulness with input from parkersand
the Birmingham Shopping District (BSD) and continue to work withthe BSD and local merchants
to expand marketing and outreach and pursue cost-sharing opportunities.

Inthe near-term, in addition to the valet recommendationsin the commuter parking section, the
City should pursue visitor valet opportunitiesin the Lot 6 areas, where thereis a clear desire from
merchants to expand the valet service to their district. This could improve parking optionsfor
bothshoppers and employees in the vicinity. This will continue to be a challenging prospect for
immediate implementation, as thereis no proximatelocationforvalet car storage, but the options
highlightedin the previous section may also yield opportunities to extend valet service to visitors.

Figure9 Downtown Birmingham Public Valet Locations
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Expand Mobile Payment Options to the Parking Structures.

Paymentoptionsforshort-term parkersin the City’sgaragesare currently limited to a creditcard
or IN Card. Community feedback indicated a desire for more options, both to increase payment
flexibilityand to reduce delaysat parkingentrance and exit. ParkMobile paymentsat the City’s
smartmetersaccount for approximately 25% oftransactions, suggesting that this popular o ption
couldbereadilyadopted by off-street parkers as well.

Inthe near-term, the City should explore options foreither expanding their current ParkMobile
contract orsoliciting other vendorsto allowmobile payment in the garages. Providing parkers
with the optionto pay for parking using their phone will help mitigate congestion at the exit gates,
muchofwhichis theresultofdelayscaused by parkers who are using credit or IN Cards.
ParkMobile and othervendors also offer “digital wallets,” which can allowemployersto pre-load
funds into individual accounts. These mobile o ptions can also enable after-hours payment for
visitoruse of permitlots, which can offset evening and weekend capacityissuesin key areas.

In addition to ParkMobile, there are several Bluetooth mobile solutionsthat canbe adapted to
existing SKIDATA PARCS infrastructure for minimal costthat willallowparkers to accessthe
garage or “vend the gate” usinga pre-established wallet or account, akinto having a virtual IN
Card. Several PARCS vendors are offering Bluetooth solutions. In most cases, the City would need
to update the garage technology. However, one company (inugo) has successfully implemented an
adaptive solution utilizing existing infrastructure. They install Bluetooth technology ($1,000per
gate set up; $1.00 perspace per month fortheback office) that allows visitors and permit holders
to use theircell phoneto accessthe garage, in most cases, hands-free.

Take Advantage of Excess On-street Capacity

In aggregate, on-street supplies maintain significant excess capacity (<85% occupied) throughout
weekday peaksandinto the evenings. Much of thisunderutilized capacityis concentrated in areas
around City garagesthatare, by contrast, at capacity much ofthe day. Current pricing cues —
whichapplya fee to the on-street spaces, but offer free 2-hour parking in nearby garages —are
intensifying the supply constraints noted in some key downtown facilities, as wellas one ofthe
primary parkingissuesnotedin this study —the lack of capacity to accommodate downtown
employment growth via permitsto City garages.

Figure10 Peak Weekday Mid-day Parking Utilization
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Inline withthe recommendationsin the previoussectionsto improve access for monthly and
daily parkers, thereis an opportunity to shift parking from decksthat are experiencing capacity
constraints to on-street spaces, and within the on-street system to spaces that are currently
under-utilized.

Reduce short-term parking set-asides in City garages.

Quick Win: Reduce the numberofspacesheldforshort-termparkersin select garages, shifting
amodest amountofshort-term parking demandinto street spaces and freeing up spacesfor
additionalpermitparkers.

Two garages — Chester and Pierce — offer opportunities for this transition. Chesteris already most
heavily used by parkers staying 5 hoursor more, with only 15% of parkers staying 2 hours or less.
Itis alsoslightly less proximate to downtown’s primary visitor core. Thatsaid, there are currently
only 42 spaces marked for short-term (< 3-hour) parking, so the opportunityis notsubstantial.
These spaces are also frequently used by visitorsto the adjacent Baldwin House and Public
Library. Coupled with the prior recommendation to expand on-street parkingoptionsin the
vicinity and promote “right fit” options for visitors, there are multiple o ptions to add capacity in
this areato meettheneeds ofall users.

The Pierce garage,ontheotherhand,is the only garage with consistent availability (15% - 25%)
duringweekday daytime hours. Pierce is popular with short-term parkers, withmorethan40% of
currentuse by parkers stayingless than 2 hours. So, a careful strategy — including proactive
marketing/outreach to visitors who typically use thisdeck —should be examined in orderto
decipher where displaced short-term parkers would be directed, whether alternate garage
locations or on-street spaces.

Continue to provide short-term parkers with convenient, low-cost parking options

Quick Win: Make some currently-metered on-street parking free to provide a competitive
alternative to free parking in City garages that lack capacity to offer monthly permits.

To addressthe priority of accommodating more permit parkersin the City’s garages, steps canbe
taken to shift a portion ofthe short-term parkersto existing on-street meters during peak periods,
thereby alleviating some of the excess demand on existing decks. Reducingthe number of spaces
held forshort-term parkers in City garages, limiting the free 2-hour parking offeringduring peak
periods (orin select garages), and offeringlower-cost on-street parking optionsto short-term
parkers will help facilitate this shift with pricing cues. Promoting free on-street parkingin
strategic locationswill be an important counter-measure to ensure that short-term parkersare
still provided with ample o pportunities for convenient,low-cost downtown parking.

Capitalize on Data Collection & Analysis Opportunities

Data is currently collected through both automated and manual countsin Birmingham’sfive
public parking garages. The City’s parking Operator, SP+, providesregular reports on system
performanceto City staffand the Advisory Parking Committee. SKIDATA gate equipment data is
continually monitored by SP+ andissues are addressed as they arise. However, the limitationsin
what this equipment can collect and provide impairs the City’sability to most effectively evaluate
and adjust system operations. On-street, the City’s recentinvestmentin CivicSmart metershas
provided newflexibilityin payment options for customers, but the data collection opportunities
haveyettobefully realized.
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Utilize data collection capacity to support performance-based management

The CivicSmart meters collect transactiondata, which canbe used as a proxy to measure
utilization ofthe City’s on-street parking, but the greater opportunity is to use the vehicle
detectionsensors to collect and communicate o ccupancy to both management personnel atthe
Police Department, and potentially, to communicate space availability to drivers. This
functionality can improve time zone enforcement and provide an anti-feed functionto facilitate
turnover, aswell assupplyingan ongoing record of utilization throughout downtown. The City
shouldbe deliberate about communicating these functions to the public, positioning the changes
as improvements to parking space availability and not as o pportunities to increase revenues

Quick Win: Utilize parking meter vehicle detection sensors to begin collecting comprehensive
data onparking meter utilizationin supportofa performance-based management approach to
parking pricing andregulations.

Ifthe sensoraccuracyis stillnot meeting expectations, the City should continue to work with their
vendorto optimize and test the equipment untilit performsat optimallevels. Inthe meantime,
the City cancontinue to evaluate transaction dataor manually count on-street utilizationon a
regular schedule tobegin to establish a more consistent and comprehensive record of capacity
and use throughout the entire downtown.

Invest in License Plate Recognition (LPR) equipment.

License Plate Recognition (LPR) technology offers opportunitiesto improve both parking facility
operations and parking regulation enforcement. Fixed mount LPR equipment at garage access
points canimproveingress/egress and shorten queuing issues at peak times, while also
facilitating programs that monitor “performance,” including tracking utilization during times of
peak demand. This equipment could also help prevent parkers from misusing the two-hour free
parking period offered in City garages.

In supportofa performance-focused enforcement approach, mobile LPR devices can

sy stematically collect “occupancy” data, viaplate “reads” in facilities and on blocks where
availability is mostlikely to be constrained. This providesa valuable source of datathatcan be
matched utilization/availability of parkingsupply.

Inthe near-term, the City should consider a turnkey solicitation that incorporates operations
services and parking technology support that would integrate with their existing SKIDATA
equipment, garage security equipment, and provide both mobile and fixed LPR functionality.
Ideally, the City would rely uponthe same technology provider for both the fixed and mobile LPR
solutions, providing the City with a dedicated vendor who would be responsible for the
monitoringand upkeep of the equipment. Mostimportantly, the RFP should require proposersto
outline methods forensuringaccurate datadelivery and the ability to integrate with all current
technologiesthatthe City hasdeployed, plus future technologies that the City is considering,

Recognizing thatthere are concerns over the accuracy of mobile LPR technology for usein
enforcementactivities, it is useful to note that there have beensignificantimprovements with
LPR applicationsin recentyears and multiple providers who can be solicited for qualifications
and references. Priorto issuance of a formal RFP, the City could consider an RFQ, followed by
reference checks with clients who are currently usingeach vendor’sservices.

Upgrade Parking Transaction & Management Software.

Innovationsin parkingdatamanagement solutions canenable detailed, real-time analysis of
parking transactions and utilizationin support of performance-based management. The data
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provided by these servicescanprovide anin-depthreviewofhistoric and current parking
demands while predicting future parking occupancies, enablingthe City to act on a potential
parking demand problemin a specific areabefore it happens by adjustingratesorregulations
bothon- and off-street. The City can assume active control of their parkinginventory, optimizing
theircurrent parking assets and meeting the needs of multiple user groups.

Quick Win: Upgrade & automate the permitw ait list system to ensure efficiency and accuracy.

The City and their operator should continue working to update the current waitlist systemto
ensure an up-to-date catalog of parkers seeking monthly permits. Asthe City explores optionsto
adjustratesandissue additional permits, it willbe criticalto have a dynamic, efficient, and
accurate systemthatrelieslesson manual checks and direct communication and moreon a
clearly-defined, automated system of registration, confirmation, and issuance. Newtransaction
and management software can help facilitate these enhancements. A reimbursable fee can be
charged to wait list membersin orderto register and hold a slot,and annual (or semi-annual)
updates canensure thatthelistis currentand permits are beingissued to eligible parkers.

Inthe near-term, the City should explore options for contracting services that track parking
patternsin real-time across networked on-street meters and off-street payment systems, using
algorithms to convertthisdatainto estimates of parking utilization and availability. Such services
are relativelynew, and oftenrequire “spot checks” of actual utilization/availability counts, via
manual surveysorthrough LPR data, to establish and maintain accuracy. Taking the same
approach asin the previous section, an initial RFQfor provider services should provide valuable
informationand referencesthat the City can useto evaluate options leadingup to a more formal
RFP for a parking datamanagement solution.

Vendorssuch as Smarking, ParkHub, and Luum offer a variety of servicesand the City should
solicittheir existing vendors to identify potential integrated solutionsthat may be available to
them to help support parking data management and broader access and mobility solutions.
ParkMobile, for example, hasrecently established several integrationsthat maybe able to support
Birmingham’s efforts, including on-and off-street payments, transit ticketing, pre-paid parking
and reservations, valet, fleet vehicle programs, permit management, and charging stations
payments. Recent RFQs from the City of Las Vegas and the District of Columbia could also
provideinsightinto Birmingham’s approach to this opportunity.

Optimize Management & Operations

Ensurestreamlined and coordinated management within the City, while maximizing
opportunities related to public and private growth, mobility, and sustainability initiatives.

Solicit Competitive Bids for Operator Services.

The City has contracted with SP+ for facility maintenance and operations for its five parking
structures since 1991. The service agreement hasnot been subject to competitive bidding or
amendment since the original signing date, while technologies and management needshave
changed. Draftinga solicitation for operator services will support newtechnologies and changing
needsofthe City and provide an opportunity to build in best practicesand needsfor currentand
futureinitiatives including:

» Customerservice benchmarks

* General and specific garage maintenance requirements

* Coordinationof parking informationwith the City andlocal stakeholders
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» Providingadvisory services ontechnology, policy, and parkingdata

» (Collection,invoicing, and depositing of parking revenues

* Ability to monitor and provide service to parking garage equipment

* Permit managementtools
Inthe near-term, City staff should work with the Advisory Parking Committee to evaluate
comparable municipal programs that have service and operator agreementsfortheir public
facilitiestoidentify best practicesandlessons learned. By engaging other municipalitiesin
reviewing their parking operator services, the City willbe ableto incorporate theirownneedsin
the above key areaswith successes and failures from their peers. This will help the City in crafting
a comprehensive solicitation which not only incorporates the needs of Birmingham, but also
identifies opportunitiesand services that should be considered, based upon the experiencesof
similar communities. The comprehensive solicitation should include:

» Support services, including customer service

* Permit management

= PARCSequipment,includingintegrated counting systems

» Securitysurveillance systems

» Elevatormaintenance

» Preventative andlong-term maintenance and cleaning

* LPR-fixedand mobile —including maintenance and warranty

» Data managementandreportingsolutions

» Valetservices

»  Wayfinding &signage

» Real-timeinformation applicationsfor ownersand customers

State ofthe Practice examples of solicitation noticesare provided as anappendix to thisreport.

Establish a Parking Ambassador Program.

Many citieshave shifted parking enforcement from police departments to other city or quasi-
public agencieswhose staff canfocustheir full attention onimproving compliance and customer
service. Examples of parking “ambassador” programsin citieslike Omaha, NE and Fayetteville,
AR place an emphasis ona customer service approach to enforcement. The first priority forthese
officers s to help visitors find their way and utilize the parking system appropriately, but their
authority still allowsthem to monitor compliance andissue citations.

Quick Win: Rebrand the Birmingham Police Department’s Parking Enforcement Assistant as
“Parking Ambassadors” and ensure they have on-going training relative to visitor amenities,
parking technologies, policies, and general parking information.

Parkingenforcement staff is often the only interaction that visitors have with representatives of
the City,sotheyshould be a positive representation for the community. A parkingambassador
approach encouragesa positive interaction, creatinga better image for the City. Parking
Ambassadorscan be responsible for education and outreach to informthe public about program
changeswhile performingtheir parking compliance duties.

Long-term, the City should monitor their current approach to parking enforcement, bothfroma
customer service and from a resource/capacity standpoint. Adjustments canbe madeif Police
Department staff would be better utilized on more pressing issues around community safety and
well-being, orifrepositioning of the parking enforcement “ambassadors” in a different
departmentor partner agency would better align with City and community goals.
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Refine the Assessment District Fee Approach.

The current Birmingham Parking Assessment District model relies on periodic fees assessed to
property owners in the district to supportinvestmentsin public parkinginfrastructure, as needs
arise. An alternative model, whereby fees are assessed on a consistent basis, maybe more
sustainable and politically feasible, while also providing a dependable revenue stream to support
these capital investments, aswell as potential City partnershipsin joint-developmentsthat
address downtown’s parking needs.

Inthe near-term, the City should evaluate the political and economic benefitsand drawbacksofa
revised approach, featuringa c onsistently collected assessment that can be set ata modestlevel.
The publicrelations side ofthis option cannot be understated, and should focus on the
predictability of a normalized assessment as a way to avoid the need for much larger “special”
assessmentsif/when a new parking structure or other significantinfrastructure need arises. This
may also help reduce resistance to proposed new developments, which may trigger existing
property-owner fears ofa suddenand significantincrease in their assessmentliability. It will also
make the costof owning downtown property more predictable, attracting furtherinvestment.

Prepare for Future Growth
Develop Park Once zoning strategies.

Birmingham’s zoning code already addresses parking design standardsin detail and establishes a
progressive set of parking requirements around new developmentin the downtown areaand the
Parking A ssessment District. A deeper evaluation of the zoning code should be completed in
coordination with the City’supcoming Master Plan process to ensure that parkingcanbe

expanded, as needed, to support continued growth in the downtown area, aswell as in other
mix ed-use growth districts.

Focusingona “ParkOnce” approach would embrace several of the following objectives and
benefits:

» Ensurethat public parkingsuppliescanbe expanded as needed, to avoid the redundant
inefficiencies created by conventional parking requirements.

» Encourage continued growth by offering developers a variety of optionsto accommodate
and/or mitigate the parking demand impacts oftheir projects.

* Generate mobilityimprovements and demand -reduction programs to both reduce
parking demand and enhance increasingly sought-after multimodal amenities.

» Encourageshared use ofexisting private parking facilities that were built to meet
previous parking requirements.

Elementstoinclude in park-once zoning:

* Incentivesto provideshared parkingin privately developed parking facilities

» Limits on private, single-use on-site parking

» No limitsonshared, on-site parking

» Feeoptionstoexceedlimitsonprivate, on-site parkingorto waive on-site requirements

* Incentivesorrequirementsto directly provide mobility amenitiesand/or demand-
reduction programs, as appropriate to the scale and use-mix of the project.
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» A Joint-Development policy that leverages Park Once zoning, and seeks public-private,
mix ed-use projects asthe primary mode of expanding public parking.
Inthe near-term, the City should evaluate its zoning code to uncover any conflicts between current
regulationsand the community’s vision for creating walkable, mixed-use districtsand should
ensurethatthe Park Once approachto zoningis prioritized in the Master Plan process.

Invest parking revenues in public improvements, beyond parking.

Investing permitand meter revenue in localimprovements can reinforce the message thatthe
primary purpose of chargingfor parkingis to manage the system, manage demand, and keep
spacesavailable, not to fill budget gaps. Merchants, in particular, are much morelikely tobe
supportive whenthey knowthatincreased parking revenueswill translate into noticeable public
improvements. The primary purpose ofthe current parking fund —to maintain the parking

sy stem and fund expansion as necessary —would remain, while a relatively modest share of
revenues would be available forimprovementsto streetscapes, public spaces, and mobility
improvementsthat can directly reduce future parking expansions.

Inthe near-term, the City should evaluate potential restrictions onuse of Parking System

Enterprise Fundsfor non-parking improvements. Ifflexibility exists, the City should then pursue
the followingapproach:

* Promotea “benefit district” approach to raise awareness of the local improvements
provided by parkingrevenues.

» Evaluateaccess and mobility priorities with the Multimodal Transportation Board to
determine where investments can ad dress community needs.

» Ensurethat benefitsinclude non-driving mobility and commuter-benefit investments
that can reduce parking demand (and, thus, performance-based rates).

» Provideannual updatesonkey investments made with parking revenues withinan
annual Performance-Based Management Report.

Continue to refine Joint-Development approach.

The pendingredevelopment ofthe N. Old Woodward Garageis a greatexample of the City
pursuing expansion of public parking via joint-development. In citieslike Grand Rapids and Ann
Arbor, similar approaches have become the default means of expanding parking-system supplies,
taking advantage ofthe cost-sharing and facility-design benefits they offer, as compared to
building dedicated parkingstructures.

As alludedtoin the previoussection, the City should consider opportunitiesto invest Parking
Assessment revenuesin these opportunitiesas a way of meeting the needs ofthe public parking
supply. Development agreements will need to be explicit about the public improvements and City
ownership/control of specific parking assets,in orderto ensure that the assessment funds are
dispersed as intended and remain invested in a public asset.

Inthe near-term, the City should continue to pursue the N. Old Woodward & Bates Street
redevelopment project with the dual aimsofincreasingdowntowninvestment and meeting the
growing demand for parking within the downtown parking system.

Inthe long-term, the City should identify additional o pportunities for the joint -development

approach,includingthe existing public parking deck locations or p ublic/private properties that
are underutilized and could support mixed-use development thatincorporates additional public
parking supply.
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IMMEDIATE ACTION STEPS

The chart onthe following page provides a summary of “Immediate Action Steps” that the City
and its partnerscanfollowto facilitate directimpactsonthe priority areas. They are organized
into thefollowingfive (5) areas:

Update Permit System, Rates, & Sales
Implement Performance-Based On-Street Pricing
Expand Effective Capacity of Existing Supply
Improve Parking Experience and Information
Improve Internal Organization

A comprehensive Implementation Guideis provided as an appendix to this report and
summarizes the “Quick Wins” and near-term actions outlined in the previous section.
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IMMEDIATE ACTION STEPS

Key Action Steps Responsible Parties Target Outcomes Other Considerations

= Upgrade and automate the permit waitlist system. = City of Birmingham = Accurate, real-ime permit & utilization data = Adjustments to pricing should be made in line

Solicit contractor service for tracking parking use and integrating with management systems.

— City Manager

More permits sold / smaller permit wait list

with issuance of new permits.

g;s(:::: I:;T:: Offer permits to the first 10 people on the wait st for the .Pierce and Peabody garages. - City Commission = Reduced gap between permitand daily = Consider long-termtargetrates and phasing
& Sales ’ Increase the Chester, Park, and N. Old Woodward permit rates by $10. — Advisory Parking Committee parking rates . plan to approach new rate stru.ciu.re.
Offer discounted and “flex” permit rates for carpools and vanpools and occasional parkers. SP+ = Increased permitrevenue = Communicate and promote objectives and
Monitor utllization, issue more permits every 3 months, and further adjust rates as needed. Employers = Greater non-drive-alone mode share opportunities with a clear communication plan.
City of Birmingham
Adopt a policy linking parking rates to demand and establish availability as the KPI. _  City Manager » Consistent, dependable on-streetavailabiliy - Communicate and promote objecives and
Implement Establish a third pricing tier and “premiumrate” area to shift parking activity. —  Police Department = More even distribution of peak hour utiization opportunies with a clear sign &
Pgraf:;?jlag:f- Make some currently- metered spaces free during hours when capacity is constrained. —  City Commission = Greater uilizaion of remote on-street spaces communication plan.
Street Pricing Activate meter sensorsto assist with enforcementand data collection efforts. — Advisory Parking Committee = Improved enforcementof on-streetregulaons = Monitor equipment accuracy with regular
Monitor utlization to establish a solid base of data to inform policies and adjustments. Birmingham Shopping District = Accurate, real-me uflizaton data manual checks.
CivicSmart
City of Birmingham o
Institute an employee permit programin residential permit parking zones. _ty City Managger = More perits soid  smaller permitwait ist " gﬁ&“&ﬂﬁl&gg?ﬁ"‘ﬁcﬁg;Pmpeﬂy owners
I;’;z;?:e ProviQe adiscrete numb.erof.permns for use on under-utlized metered blocks. _ — Police Department = Greater ulization of remote on-streetspaces = Enforcementwil be crifcal o success.
Capatity of Examine on-streetpermit options on blocks that are not currenty metered or restricted. —  City Commission * Increased permitrevenue = Valetprogramcosts and revenues should

Existing Supply

Reduce the number of spaces held for short-termparkers in select garages.
Optimize the rooflop and on-streetvalet services with mobile function & improved locations.

Implement a comprehensive communication plan o help drivers find right-fit parking.
Develop signage fo reflect parking options in supportof the performance-based approach.

— Advisory Parking Committee

SP+
In-House Valet

City of Birmingham
— City Manager
— Police Department

Greater ufilization of commuter valet program
Improved valetprogram customer safisfaction

User-friendly parking systemwith ample, clear
parking options

balance for a sustainable program.
Valetlocations must weigh options for
convenience, circulation, and other needs.

Collaborate with strategic partners to inform &

Improve ) ) e ' . _ City Commission = Increased adoption ofcommuter benefits market parking system changes.
Parking Create a"welcome” package for new and existing employees to outiine options & benefis. N = Betier understanding ofvaletprogramuseand = Look for opportunities to develop a “suite” of
Experience and Focus “Parking Ambassadors” on customer approach to parking and access services. Dlan ryC g , function. options that address parking & access.
Information Add mobile functionality to the valetparking service for both customer and operator use. B'_ . a;nmgShomm!SS%]. o * Reduced queuing and service calls atgates = Consider shifing parking enforcement to non-
. . . . InrhighEl oLt = Improved parking system customer Police Departmentstaff
Add mobile paymentoption o parking garages and expand promotion of IN cards. SP+ / In-House Valet safisfacion
SKIDATA/ Parkmobile
Develop a comprehensive Operator solicitation that incorporates current City needs and = City of Birmingham = Clear, current, comprehensive Operator = Reference comparable municipal parking
Improve opportuniies for new or expanded services thatmeet City goals. — City Manager ;grgemen; SO — bily \r;\;ogrhamsﬁopeir:t(t)ragreerpenli, aanFPs.
s . o . . = Zoning code aligned with parking, mobility, = Weigh options that supportcontinue
Internal Evaluate the City’s zoning code in line with the upcoming Master Plan update to uncover any —  Planning Department :
Organization conficts between park once strategies and existing regulations. _ Giy Commission access and developmentgoals developmentand access & parking needs.

Begin a discussion of a revised Assessment District approach.

— Advisory Parking Committee
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LONG-TERM CONSIDERATIONS

While the above recommendations focus on opportunities for near-term implementation, the City
and its partnersshould keep the following considerationsin mind asthe downtown areaand
other nearby mixed-use districts continue their growth.

Create a shared parking brokerage.

Recognizing thatthe opportunitiesare currentlylimited, Birmingham and its partners can look
for opportunities to develop a shared parking brokerage that includes both public and private
facilities. Once pay-by-phone optionshave been established in downtown parking garages, the
brokerage concept can provide o pportunities to both expand the effective capacity of the entire
downtown parking supply andto increase revenues for owners of parking suppliesthat are
regularly under-utilized. The City, or another coordinating entity, would create a sense of
cohesion and authenticity amongthe shared facilitiesthat does not currently exist, increasingthe
legibility of the system as a whole and improving the user experience for the general public.

Monitor Emerging Mobility options and impacts on local access issues.

Birmingham should continue to monitor emerging mobility options, including shared ride,
electric,and autonomousv ehicles, plus services provided by a growing number of transportation
network companies (TNCs). Asthe alternatives to single-occupant-vehicle trips develop or
mature, they could offer optionsthat downtown commuters, residents, or visitors would support
for some portionoftrips. Theimpacts could include reduced demand for parking spaces (if
personal vehicle ownership oruse declines) or different kinds of parking spaces (for electric
vehicles or for pick-up/drop-off by TNCs) that might warrant a shift in how Birmingham’s
downtown parking systemis managed.

Develop TDM standards for downtown development.

Inline with Birmingham’s effortto evaluate itszoning code and consider modificationsto the
Assessment District model, the City should evaluate the potential to establish requirements
and/or incentivesto include transportation demand management (TDM) strategies in downtown
development projects. These can address growing concerns about the increasingdemand on
shared parking resources withlower costinterventions that focus onshifting t ravel behaviors.
Examplesinclude the following:

* Unbundled parking (parkingis an optional cost for tenants who store a vehicle on-site)

» Car-sharevehiclesand/or parking

» Provision of shared bicycles or sponsorship of existing bike share programs

* Contribution to other shared mobility services, suchas a downtown circulator

= Showers,lockers, and changing facilities for bicycle commuters (in commercial facilities)
» Transitpassbenefitsforresidents oremployees

Continue to improve and promote active transportation options.

Asoutlinedin the Potential Strategies Overview, the City should continue tobuild onits
successful effortsto promote a walkable, bikable downtown. These include improvementsto the
pedestrian and bicycle network in line with roadway reconstruction projects and extend to efforts
that connect downtown to the surrounding neighborhoods and broader region. The city should
continue its work with the Multi-modal Transportation Board and otherlocal and regional
agencies toimplement the recommendations of the 2013 Multi-modal Transportation Plan.
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A Walkable Community

QMWZ MEMORANDUM

Office of the City Manager
DATE: October 3, 2018
TO: Advisory Parking Committee
FROM: Tiffany J. Gunter, Assistant City Manager
SUBJECT: New Parking Utilization Report Summary and Data Analytics

Program Recommendation

Recently, additional components of the Parking Utilization Report were developed to
accommodate a request made by the City Commission to update the traditional reporting
documents with more comprehensive information regarding parking system utilization. There are
two additional components that have been included in the Parking Utilization Report, which are
the 1) Parking Utilization Dashboard and 2) the 10 am — 2 pm Occupancy Tables and Charts.

The Parking Utilization Dashboard provides an illustration of a minimum six month rolling
comparison of metrics using current and prior year usage data addressing monthly permit parkers,
transient parkers, roof-top valet assist program adoption, on-street meter payment type
distribution, visitors staying for more or less than two hours, and average occupancy levels in the
parking garages during peak periods. Staff is working to collect additional information that will
eventually be added to the dashboard, such as number of hits on the parking widget and more
information regarding on street metered parking as sensors are brought online and become
operational.

City of Birmingham Parking Dashboard — June 2018
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The 10 am — 2 pm Occupancy Tables and Charts include a full month of manual reporting from
June and July 2018 from Monday through Friday from 10 am until 2 pm in each of the parking
garages. The following is a snapshot during the first week of July.

Occupancy 10a-2p(Weekday Anaylsis) Occupancy 10a-2p(Weekday Anaylsis)

7/2/2018 10am 1lam 12pm 1pm 2pm 7/2/2018 |10am 1lam 12pm 1pm 2pm
Chester(880) [756 773 759 751 763 Chester(880] 86% 88% 86% 85% 87%
N.O.W.(745) [556 573 578 590 584 N.O.W.(745) 63% 65% 66% 67% 66%
Park(811) 674 699 706 725 727 Park(811) 77% 79% 80% 82% 83%
Peabody(437)]|291 307 285 286 294 Peabody(43] 33% 35% 32% 33% 33%
Pierce(706) [528 540 563 556 573 Pierce(706) 60% 61% 64% 63% 65%
7/3/2018 10am 1lam 12pm 1pm 2pm 7/3/2018 |10am 1lam 12pm 1pm 2pm
Chester(880) |662 678 644 638 608 Chester(880] 75% 77% 73% 73% 69%
N.O.W.(745) (443 452 483 506 444 N.O.W.(745) 50% 51% 55% 58% 50%
Park(811) 684 699 674 667 628 Park(811) 78% 79% 77% 76% 71%
Peabody(437) (281 295 299 316 308 Peabody(43] 32% 34% 34% 36% 35%
Pierce(706) [400 417 458 506 476 Pierce(706) 45% 47% 52% 58% 54%
7/5/2018 10am 1lam 12pm lpm 2pm 7/5/2018 |10am 1lam 12pm lpm 2pm
Chester(880) |631 663 674 676 673 Chester(880] 72% 75% 77% 77% 76%
N.O.W.(745) [359 387 404 398 409 N.O.W.(745) 41% 44% 46% 45% 46%
Park(811) 612 675 697 702 708 Park(811) 70% 77% 79% 80% 80%
Peabody(437)[187 210 223 225 232 Peabody(43] 21% 24% 25% 26% 26%
Pierce(706) |392 84 484 496 482 Pierce(706) | 45% 48% 55% 56% 55%
7/6/2018 10am 1lam 12pm 1pm 2pm 7/6/2018 |10am 1lam 12pm 1pm 2pm
Chester(880) (601 628 614 609 604 Chester(880] 68% 71% 70% 69% 69%
N.O.W.(745) (335 491 493 499 484 N.O.W.(745) 38% 56% 56% 57% 55%
Park(811) 518 602 575 512 543 Park(811) 59% 68% 65% 58% 62%
Peabody(437)[235 256 259 288 255 Peabody(43] 27% 29% 29% 33% 29%
Pierce(706) (433 442 485 516 506 Pierce(706) 49% 50% 55% 59% 58%
7/9/2018 10am 1lam 12pm 1pm 2pm 7/9/2018 |10am 1lam 12pm 1pm 2pm
Chester(880) |854 865 848 846 849 Chester(880| 97% 98% 96% 96% 96%
N.O.W.(745) [617 667 666 667 664 N.O.W.(745) 70% 76% 76% 76% 75%
Park(811) 714 801 804 795 789 Park(811) 81% 91% 91% 90% 90%
Peabody(437) (345 364 361 354 372 Peabody(43] 39% 41% 41% 40% 42%
Pierce(706) [468 515 512 511 515 Pierce(706) 53% 59% 58% 58% 59%
7/10/2018 10am 1lam 12pm 1pm 2pm 7/10/2018 |10am 1lam 12pm 1pm 2pm
Chester(880) |830 851 837 850 850 Chester(880] 94% 97% 95% 97% 97%
N.O.W.(745) |637 707 699 705 704 N.O.W.(745) 72% 80% 79% 80% 80%
Park(811) 752 798 809 809 788 Park(811) 85% 91% 92% 92% 90%
Peabody(437) (361 410 410 412 408 Peabody(43] 41% 47% 47% 47% 46%
Pierce(706) |791 598 628 678 647 Pierce(706) 90% 68% 71% 77% 74%
7/11/2018 10am 1lam 12pm 1pm 2pm 7/11/2018 |10am 1lam 12pm 1pm 2pm
Chester(880) (836 878 871 871 863 Chester(880] 95% 100% 99% 99% 98%
N.O.W.(745) |603 682 688 690 696 N.O.W.(745) 69% 78% 78% 78% 79%
Park(811) 741 792 791 794 803 Park(811) 84% 90% 90% 90% 91%
Peabody(437)[340 387 39 381 382 Peabody(43] 39% 44% 45% 43% 43%
Pierce(706) |478 557 596 617 615 Pierce(706) | 54% 63% 68% 70% 70%

The parking system utilized 90% or more of its capacity for the majority of the month in July. It
is important to note that the table counts do not reflect the roof top valet assist capacity. While
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the City experienced a 499% increase in usage of roof top valet, at no point in time did the system
exceed total capacity. As pictured below, the accompanying tables for each of the garages
provides an illustration of the month for each garage by time of day.
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As illustrated in the dashboard, the average occupancy during the month of June 2018 was 89%
while average occupancy was 69% during July 2018.

In order to obtain the occupancy data, the Parking Management staff is required to take a manual
count every hour between 10 am and 2 pm daily. The Parking Management staff is limited and
this process is labor intensive. As such, staff is engaging data analytics firms that offer programs
that would provide the same and improved data in real time automatically.

The information we have been obtaining manually is useful, but does prove to be a challenge
for the parking operations team that is not specifically staffed for this purpose and does not
possess the sophistication that a data analytics software would provide. Using an analytics
program would provide a platform that aggregates multiple data points, provides key
performance indicators and analysis to complete the picture of how both on street and off
street parking are performing and would ultimately assist us in reaching our goal of having a
unified on street and off street parking meter application for our users to enjoy.

Having an analytics platform for parking will provide key benefits, such as:
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« Quick access to occupancy, revenue, payment information and better operational insight
and analysis,

« With PARCS equipment or third-party data sources, the City can transform operational
decisions by understanding parker movement, parker duration, pricing segmentation,
revenue per space, and space utilization,

. Ability to leverage transaction data supports staff ability to make better recommendations
on rate mix, staffing cycles or enforcement route planning. It provides another set of
warning indicators enabling corrective actions to take place sooner.

Using an analytics program would provide a platform that aggregates multiple data points,
provides key performance indicators and analysis to complete the picture of how both on street
and off street parking are performing and would ultimately assist us in reaching our goal of
having an integrated on street and off street platform for the first time in the City and that data
may be used to feed into a City Parking app for our users to enjoy.

Staff has engaged directly with representatives from NuPark and Smarking, two of the leaders
in the industry with respect to data analytics and parking platform management. Staff did
further exploration via phone calls and website reviews of other companies, such as Parking
Logix and T2 Systems. Of the companies reviewed, Smarking was the only provider with a web
based open architecture that is able to integrate with just over 80% of parking applications in
the market today. They are able to pull our Park Mobile, SkiData, and Civic Smart data into one
tool that we may then use for business intelligence, enhanced digital infrastructure, mobile
applications, mapping, and connecting autonomous vehicles with real time parking information.
Smarking also provides support staff to assist in evaluating and distilling the information being
reported so the City can more readily use data to support policy decisions. The staff support is
included in the annual subscription fee.

Staff is enthusiastic regarding the timing of this proposal given that the parking
recommendation plan has been concluded and the sensors for the parking meters are nearing
full operational status. A fully executed agreement will coincide with parking meter sensore
coming online.

To date, there is no other data analytics system as comprehensive as the platform provided by
Smarking. Staff is asking the APC to consider making the recommendation to subscribe to one
year with Smarking for an annual subscription of $3,294.54 per month ($39,534 per year) with
a one-time installation fee of $7,906.

SUGGESTED RECOMMENDATION:

To recommend authorization of an agreement between the City of Birmingham and Smarking
for a period of one year to provide parking platform management and data integration for all
municipal parking structures and parking meters in the Automated Parking System for a
monthly subscription cost of $3,294.54 per month and a one-time installation fee of $7,906.



Smarking Order Form  # CH-102-8318

Company: City of Birmingham, MI
Chris Hayes
Contact Name: Tiffany Gunter chris@smarking.net
Address: 151 Martin Street Smarking, Inc.
Birmingham, MI 48009 251 Rhode Island Street, Ste. 203
San Francisco, CA 94103
Phone: (248) 530-1827 (512) 567-0179
Email: tgunter@bhamgov.org chris@smarking.net
A/P Contact:
A/P Email:
Billing address if
different from This quote expires 9/28/2018
above:
Subscription and Services
One-time
; x Term Annual :
Location Nalme Location Address Stall Count Start Date |  Subscription lmplellv:'::gtat/on Total
ﬁgfgﬁgy 222 Peabody St. s
Strnhis Birmingham, M1 48009
Pierce Parking 333 Pierce Street 706
Structure Birmingham, MI 48009
Chester Parking 180 Chester Street 880
Structure Birmingham, M| 48009
N. Old 745
Woodward 333 North Old Woodward
Parking Birmingham, MI 48009
Structure
ﬁ::tifgeet 333 Park Street adl
Strichre Birmingham, MI 48009
City Metered 1,262
On-Street
Parking -
9/28/18 '
Total 4841 $39,534 $7,906 / $47.440

\

Additional Terms.

1. Initial Subscription Term starts on September 28, 2018 and ends on September 27, 2019. :

2. The Effective Date of this Order Form and the attached Smarking Subscription Services Agreement (“Agreement”) is the date of latest signature
below.

3. Additional Locations may be added at a later date. Locations added during an active Subscription Term shall be pro-rated based on the
remaining months of the then-current Subscription Term and shall thereafter renew and be invoiced annually in full, in advance, and concurrently
with annual renewals for all other then-existing Locations. Each added Location requires payment of an associated Implementation Fee for each
such added Location.

4. Allthe above fees will be invoiced at Order Form execution, and are due net 30 upon receipt of invoice.

5. Provider may include the Customer company logo and profile on Provider's website to identify Customer as a subscriber to the Provider
Applications. Within thirty days (30) from Provider's request, Customer agrees to provide a quote from an executive to support a Provider press
release and Customer will support a success story case study during the Initial Subscription Term. Except as set forth in this Agreement, all
marketing activities are subject to approval by both Customer and Provider.

6.  This Order Form incorporates the terms and conditions of the Smarking Master Subscription Agreement attached to this Order Form. No change
or modification to this Order Form shall be effective or binding except as expressly set forth in a written agreement signed by both parties.

- Intending to be legally bound, the parties have had this Order Form executed by their duly authorized representatives.
Confidential



Smarking, Inc.

Name: Kurt Wedel

Title: Chief Operating Officer and VP of Sales
Date:

Signature:

City of Birmingham, MI
Name:

Title:

Date:

Signature:

SUBSCRIPTION SERVICES AGREEMENT

This Subscription Services Agreement (“Agreement”) is effective as of the date of execution of the Order Form referencing the terms hereof (“Effective Date") by and
between Smarking, Inc. (“Provider”) and the party identified as a Customer in the Order Form to which this Agreement is attached (“Customer”). By executing an Order
Form that references this Agreement, Customer agrees to be bound by all terms hereof.

1.

1.

DEFINITIONS

“Customer Data” means the electronic data, content, files, or information that
is supplied by Customer or third parties acting on Customer’s behalf, but
excluding any Provider Data.

“Documentation” means the online user instructions and help files as made
available by Provider as part of the user interface for the Provider Application,
as updated from time to time.

‘Implementation _Services” means fee-based account set-up and
configuration, User set-up, data integration, and introductory training on how to
use the Provider Applications.

“Location” means each individual parking facility under management or
operation by Customer, identified by a unique location ID or physical address.
“Order Form” means the ordering documents issued pursuant to this
Agreement that are executed by Provider and Customer from time to time.
“Provider Applications” means the parking management business intelligence
analytics and reporting platform and applications made available to Customer
hereunder, and any modifications, derivative works, optional modules, custom
or standard enhancements, updates and upgrades thereof.

‘Provider Data” means all of Provider's and its licensors’ data used by
Provider to deliver the Provider Applications to Customer or to generate
Analytics as set forth in the applicable Order Form, and Derived Data.

“Analytics” means the reporting output generated by Users or displayed to
Users via the reporting features and functions of the Provider Applications.
“Subscription Term" means the subscription period set forth in the Order Form
during which Provider agrees to provide the Provider Applications to
Customer.

10. “Support” means the services described in Section 3.1 of this Agreement.
11. “Third Party Services” means third party software systems such as, gate

1.12.
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22.

systems, metering systems, or payment systems that interoperate with the
Provider Application.

“User" means individuals who are authorized to access and use the Provider
Applications for Customer’s benefit, and who have been supplied user
identifications and passwords for the purpose of accessing the Provider
Application. Users may include but are not limited to Customer's employees,
consultants, contractors, and agents, but do not include consumers or the
general public.

PURCHASED SERVICES

Provision of Provider Applications. In accordance with this Agreement and the
relevant Order Forms, Provider agrees to make the Provider Application
available to Customer for Customer's internal business use during the
applicable Subscription Term. Customer's request to expand the scope of use
of the Provider Applications (other than the purchase of additional Locations)
or the scope of Implementation Services will require that the parties issue a
separate Order Form with mutually agreed-upon applicable fees for expanded
scope. All Order Forms that are issued between the parties are deemed
incorporated into this Agreement. Customer agrees that Customer's
purchases under this Agreement and each Order Form are neither contingent
on the delivery of any future functionality or features nor dependent on any
oral or written public comments made by Provider regarding future
functionality or features. Provider may update the functionality and/or user
interface of the Provider Applications from time to time in its sole discretion as
part of its ongoing mission to improve the Provider Application. Unless
otherwise set forth in an Order Form, this Agreement will apply to new
purchases or renewals subsequently made by Customer.

Implementation Services. Provider will perform Implementation Services
referenced in an applicable Order Form mutually executed by Provider and
Customer.

23.

3.

3.1
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3.3.

34.

Customer Cooperation. Customer acknowledges that Provider's ability to
timely implement, configure and deliver the Provider Applications and perform
Implementation Services is dependent in part upon Customer's ongoing
cooperation and assistance. Accordingly, Customer will supply to Provider, on
a timely basis, all information, material and assistance reasonably necessary
for Provider to provide the Provider Applications and Implementation Services,
including but not limited to, (i) the Customer Data, or (ii) current User lists, (iii)
business rules or other parameters required for configuration of the Provider
Application, (iv) review of sample Analytics or other materials submitted by
Provider during initial implementation and configuration, and (v) such
additional information, material and assistance as Provider may reasonably
request.

TERMS OF USE

Provision of Services. Provider will: (i) provide basic technical support for the
Provider Applications during weekdays (excluding national holidays) 9 a.m. to
5 p.m. PST; (ii) make the purchased Provider Applications available seven
days a week excluding: (1) planned downtime; and (2) unscheduled downtime
caused by: (a) circumstances beyond Provider's or its contractors’ reasonable
control (including, but not limited to: acts of God, acts of government, flood,
fire, earthquake, civil unrest, acts of terror, strike or other labor problem,
hosting provider failure or delay, issues related to Third Party Services, or
denial of service attacks); (b) circumstances entitling Provider to suspend
access to the Provider Applications under Section 3.7 and Section 8.1; and
(c) failure to use the Provider Applications in accordance with the
Documentation or this Agreement.

Data Safeguards. At all times during a Subscription Term, Provider will
implement and maintain, and require that its third party providers implement
and maintain appropriate administrative, physical, and technical safeguards for
the protection, security, and confidentiality of Customer Data processed via
the Provider Applications (‘Data Safeguards”). Provider agrees that the Data
Safeguards shall not materially diminish during the Subscription Term.

Customer Data. Customer hereby grants to Provider a limited, non-exclusive,
royalty-free, license to access and use the Customer Data to: (i) provide the
Provider Applications and perform Implementation Services for Customer
during a Subscription Term, including without limitation to prevent or address
Support service or technical problems, or as otherwise instructed by Customer
to Provider; (i) improve Provider's offerings, including development, testing
and operation by Provider of new or improved data processing algorithms
used as part of the Provider Applications, creation of Derived Data (as defined
in Section 5.4 below) and other automatic or machine learning, and for other
development, diagnostic or corrective purposes in connection with the
Provider Applications or performance of Implementation Services. As between
Provider and Customer, Customer has sole responsibility for the accuracy,
quality, integrity, legality, reliability, and appropriateness of all Customer Data
supplied to Provider. Customer understands and agrees that the Provider
Application relies on Customer Data as supplied by Customer, and Provider is
not liable to Customer for any errors, omissions or inaccuracies that are
caused by errors, omissions or inaccuracies in the Customer Data provided by
Customer.

Provider Data. To the extent that Provider Data is licensed to Customer with
the subscription as noted on the Order Form, Provider grants Customer a
limited, non-exclusive license to use Provider Data as Provider makes
available to Customer through the Provider Application solely as necessary to
view Analytics displayed through the Provider Application during the applicable
Subscription Term and solely for the Customer internal business purposes.
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36.

37.

Confidential

Customer acknowledges and agrees that: (i) Customer may not directly
access Provider's or its data licensors’ databases that host or maintain
Provider Data or to extract any Provider Data from such databases; (ii)
Provider Data may be combined with Customer Data for purposes of creating
Analytics and/or displaying results based on the applicable features, functions
and/or configurations of the Provider Application; (jii) Provider Data may not be
reproduced, distributed, resold, sublicensed to third parties in whole or in part
by Customer or Users, provided that the foregoing shall not limit Customer's
right to display Provider Data to the extent set forth in the applicable Order
Form as agreed to with Provider; (iv) Provider Data may not be used
independently of the Provider Applications, and any Analytics that display the
Provider Data may only be used for Customer’s lawful business purpose; (v)
Provider may change data suppliers for any Provider Data during the
Subscription Term,; (vi) Customer shall only use Provider Data in compliance
with all applicable federal, state and local laws and regulations applicable to
Customer. Additional restrictions regarding the use of Provider Data, if any,
will be set forth in the pertinent Order Form in which the Provider Data is
ordered.

Third Party Services. Provider does not warrant or support any Third Party
Services or other non-Provider products or services. If Customer authorized a
Third Party Service to be integrated with Customer's account within the
Provider Application, Customer grants Provider permission to access
Customer Data as required to provide the interoperation with that Third Party
Service. Provider is not responsible for the processing, storage, disclosure,
use, modification or deletion (authorized or otherwise) of Customer Data
residing in a Third Party Service. Unless otherwise stipulated in an Order
Form, Customer shall be responsible for all costs and expenses charged by
the provider of the Third Party Service in connection with facilitating the initial
and ongoing interoperability or integration between the Provider Applications
and the Third Party System, including the ongoing supply of Customer Data to
Provider as contemplated by this Agreement. Further, if Customer provides
login credentials, or other such information to Provider in order to enable
Provider to establish an integration with Customer’s accounts on a Third Party
Service, any such login or other information made available to Provider will
constitute Customer’s Confidential Information hereunder and will be used by
Provider solely as necessary to provide the Provider Applications to Customer
subject to this Agreement and solely during the Subscription Term. Any data
exchange between Customer and the Third Party Service provider is solely
between Customer and the applicable third party provider. If the provider of a
Third Party Service suspends or ceases to make the Third Party Service
available, in whole or in part, Provider may cease providing those Provider
Application features to Customer without entitling Customer to any refund,
credit, or other compensation from Provider.

Customer's Responsibilities. Customer is responsible for its and its Users’ use
of the Provider Application and Provider Data consistent with this Agreement.
Customer will not: (i) make the Provider Applications or the Provider Data
available to anyone other than Users; (ii) sell, resell, rent, lease or otherwise
distribute the Provider Applications or Provider Data; (iii) use the Provider
Applications, to send or store infringing, obscene, threatening, libelous, or
otherwise unlawful or tortious material or communications, including material
that violates applicable law or third party privacy rights; (iv) use the Provider
Applications other than in accordance with the Documentation or in a manner
that interferes with, unduly burdens, or disrupts the integrity, performance or
availability of the Provider Applications or other users’ receipt of the Provider
Applications; (v) attempt to gain unauthorized access to the Provider
Application, the Provider Data, use any component of the Provider Application
to establish an integration with a third party service or application other than
those described in an Order Form (vi) access or use the Provider Applications
or the Provider Data for the purpose of building a similar or competitive
product or service, monitoring its availability, performance or functionality, or
for any other benchmarking or competitive purposes; or (vii) copy, modify,
translate, create a derivative work of, reverse engineer, reverse assemble,
disassemble, or decompile the Provider Applications or Provider Data, or any
part thereof, or otherwise attempt to discover its source code.

Temporary Suspension. Except for suspensions for nonpayment under
Section 4.2 below, Provider may immediately suspend Customer's or its
Users' access to the Provider Application if either Customer or a User is
engaged in, or Provider in good faith suspects is engaged in, any conduct
constituting a violation of the terms of this Agreement, applicable law or third
party right, including the terms of any agreement between Customer and its
data licensors, or the terms of any Third Party Service on which its use of the
Provider Application relies. In addition, Provider shall be entitled to remove or
suspend the supply of any Provider Data or Customer Data if: (a) Provider
determines that retrieval or processing of such Customer Data or Provider
Data violates any law, rule, regulation or court order, (b) Provider receives
notice or demand from the data licensor responsible for such Provider Data or
Customer Data that threatens legal action based on continued retrieval or
processing of the same; (c) the Provider Data or Customer Data is delayed,
becomes technically unavailable or inaccessible or unusable through no fault
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43.

44.

5.1.

5.2

53.

5.4,

of Provider. Provider will contact Customer prior to or contemporaneously to
such suspension. Provider shall use diligent efforts to limit suspension only to
affected Users or portions of the Provider Applications, Customer Data or
Provider Data, as applicable, and to promptly restore access to the same as
soon as the issue giving rise to such suspension has been resolved.

FEES AND PAYMENT TERMS

Fees. Customer will pay all undisputed fees specified in all Order Forms
hereunder. Except as otherwise expressly specified in this Agreement or in an
Order Form, (i) fees are quoted and payable in United States dollars, (ii) fees
are based on Locations purchased, (iii) payment obligations are non-
cancelable and fees paid are non-refundable. All amounts payable under this
Agreement will be made without setoff or counterclaim, and without any
deduction or withholding.

Suspension of Service for Nonpayment. If any amounts owed under this
Agreement are overdue from the due date, Provider may, without limiting
Provider's other rights and remedies, suspend Customer's and its Users’
access to the Provider Applications or use of any Provider Application until
such amounts are paid in full, but provided that (i) Provider has first given
Customer prior notice that its account is overdue, and (ii) Customer fails to
initiate payment within ten (10) business days from the date of Provider's
notice of overdue payments.

Payment Disputes. Provider agrees that it will not exercise its rights under
Section 4.2 (Suspension of Service for Nonpayment) if the applicable charges
are under reasonable and good-faith dispute and Customer is cooperating
diligently to resolve the dispute. ‘Without prejudice to Smarking's other rights
and remedies, undisputed invoiced amounts not received by Provider by the
due date may accrue late interest at rate of 1.5 % of the outstanding balance
per month (or the maximum rate allowed by applicable law, if less).

Taxes. Customer is solely responsible for the payment of all taxes,
assessments, tariffs, duties or other fees imposed, assessed or collected by or
under the authority of any governmental body (collectively, “Taxes”) arising
from Provider's provision of the Provider Applications and/or Services
hereunder, except any taxes assessed upon Provider's net income. If Provider
is required to directly pay Taxes related to Customer’s use of the Provider
Applications or receipt of any Services hereunder, Customer agrees to
promptly reimburse Provider for any amounts paid by Provider.

PROPRIETARY RIGHTS

Customer Ownership. As between Provider and Customer, Customer
exclusively owns all right, title and interest in and to all Customer Data, and
subject to the rights expressly granted hereunder, Customer and its suppliers
and licensors retain all right, title and interest in and to the Customer Data and
Customer’s other Confidential Information, including all related intellectual
property rights. No rights are granted to Provider hereunder other than as
expressly set forth in this Agreement.

Provider Ownership. As between Provider and Customer, Provider and its
suppliers (including Provider’s data licensors) and licensors exclusively own all
right, title and interest in and to the Provider Applications, Provider Data,
Product Usage Information, Derived Data, and Provider's other Confidential
Information, including all related intellectual property rights. No rights are
granted to Customer hereunder other than as expressly set forth in this
Agreement. Neither Customer nor any Users will delete or in any manner alter
the copyright, trademark, and other proprietary notices of Provider, if any,
appearing on any Provider Application or Documentation.

Suggestions. Customer may, from time to time and in its sole discretion,
provide suggestions, enhancement requests, recommendations or other
feedback relating to the Provider Applications (“Product Feedback”). Provider
shall have a royalty-free, worldwide, transferable, sublicenseable, irrevocable,
perpetual license to use or incorporate into the Provider Applications any
Product Feedback. Customer acknowledges and agrees that any Provider
Application incorporating such Product Feedback shall be the sole and
exclusive property of Provider and all such Product Feedback shall be free
from any confidentiality restrictions that might otherwise be imposed upon
Provider pursuant to Section 6 below. Product Feedback used by Provider will
never identify Customer or Users, or contain Customer Data.

Product Usage Information and Derived Data. Provider monitors all use of the
Provider Application for security and operational purposes (“Product Usage
Information”), and may aggregate and/or analyze Customer Data alone or in
combination with Provider Data or data from other sources via the application
of advanced manipulations and analytics developed or licensed by Provider or
combinations thereof, that result in the derivation of new and/or enhanced
data pertaining to the parking industry (“Derived Data"). Derived Data shall not
be a mere copy of the Customer Data, but portions of Customer Data may be
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6.2.

6.3.

6.4.

Confidential

incorporated therein, and to such extent are licensed to Provider on a
perpetual, royalty-free, and worldwide basis solely for use together with and as
part of the Derived Data and not for standalone use. Derived Data and
Product Usage Data are owned by Provider and may be used by Provider for
Provider's legitimate business purposes without royalty or other compensation
to Customer. Product Usage Information may, include but is not limited to,
compiling statistical and performance information related to the provision and
operation of the Provider Applications, service levels, usage levels, peak
usage, feature usage and other similar technical monitoring. Customer agrees
that Provider may make Product Usage Information and Derived Data publicly
available and/or incorporate it into other Provider offerings, provided that such
information does not identify any Users or constitute a mere copy of the
Customer Data.

CONFIDENTIALITY

Definitions. “Confidential Information” means all confidential or proprietary
information of a party (‘Disclosing Party”) disclosed to the other party
(“Receiving Party”), whether orally or in writing, that is designated as
confidential or that reasonably should be understood to be confidential given
the nature of the information and the circumstances of disclosure, including
the terms and conditions of this Agreement, each Order Form, and any
discussions between the parties regarding an existing or prospective purchase
of the Services. Confidential Information of Provider shall specifically include,
but is not limited to, Provider's pricing and/or discounting, non-public business
information of Provider and its employees, providers or suppliers, the Provider
Applications, Provider Data, Documentation, Provider's roadmap, Provider's
marketing plans, or Provider's client lists, Provider's non-public financial or
business information. Customer's Confidential Information includes, but is not
limited to, Customer Data, User lists, Customer's marketing or sales plans,
and Customer’s non-public financial or business information.

Treatment of Confidential Information. The Receiving Party shall not use or
disclose any Confidential Information of the Disclosing Party for any purpose
other than to perform an obligation or exercise a right as expressly permitted
or required by this Agreement, except with the Disclosing Party's permission.
The Receiving Party shall only disclose the Confidential Information of the
Disclosing Party to its employees, contractors, service providers, and
professional advisors, who have a need to know such Confidential Information
and who are bound by an obligation of confidence no less restrictive than
those set forth herein (“Representatives”), and provided further that the
Receiving Party shall remain liable for the acts or omissions of such
Representatives to the same extent assumed for itself hereunder.

Permitted Disclosure. The obligation of nondisclosure set forth herein shall
not apply to any Confidential Information that: (i) is or becomes publicly
available without a breach of any obligation owed by the Receiving Party to
the Disclosing Party; (ii) is already known to the Receiving Party at the time of
its disclosure by the Disclosing Party, without a breach of any obligation owed
to the Disclosing Party; (iii) following its disclosure to the Receiving Party, is
received by the Receiving Party from a third party without breach of any
obligation owed to the Disclosing Party; or (iv) is authorized for disclosure by
the Disclosing Party or the legal owner of such information, if the Disclosing
Party is not the legal owner of such; (v) independently developed by the
Receiving Party without reference to or use of the Disclosing Party's
Confidential Information; or (vi) the Receiving Party is required to disclose by
any applicable law, by any rule or regulation of any court or government
agency of competent jurisdiction, or pursuant to legal process; provided that
the Receiving Party provides the Disclosing Party with prompt written notice of
the requirement to disclose, reasonable assistance in the opposing or limiting
of such disclosure and limits such disclosure to that strictly required by such
court, government agency or legal process.

Notification of Unauthorized Disclosure. The Receiving Party shall promptly
inform the Disclosing Party of any verified unauthorized disclosure of the
Disclosing Party’s Confidential Information, including any verified breach of
security of the Provider Applications resulting in the unauthorized disclosure of
Confidential Information, Customer Data, or Provider Data. The parties shall
cooperate diligently to implement prompt measures to mitigate further
unauthorized disclosures.  Provider may, without requiring Customer's
consent, communicate with law enforcement personnel, service providers,
insurance providers, and other relevant personnel required to immediately
take action to resolve or address such incident, but shall not issue
communications to Users or customers of Customer without prior notification
to and approval of Customer. Customer shall not make any public statement
or issue any public communication regarding any incident described in this
Section, without Provider's prior written consent, except as strictly required by
law. In addition to the foregoing, upon the occurrence of a verified breach of
security of the Provider Applications, or upon written notice from Customer,
Provider shall either suspend or cease further processing of Customer Data
and/or take immediate steps to remediate its breach of security and/or any
unauthorized processing of Customer Data.

Smarking, Inc.
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7.2

7.3.

8.

8.1.

8.2.

Injunctive_Relief. The Parties agree that any unauthorized disclosure of
Confidential Information may cause immediate and irreparable injury to the
Disclosing Party and that, in the event of such breach, the Receiving Party will
be entitled to immediate injunctive and other equitable relief, without bond and
without the necessity of showing actual monetary damages.

WARRANTIES; DISCLAIMERS

Warranties. Each party warrants that it has the power to enter into this
Agreement and that doing so will not violate any other agreement to which the
contracting party is bound. Provider warrants to Customer that during the
Subscription Term, the Provider Applications will perform in all material
respects the features and functions described in the accompanying
Documentation. Customer's sole and exclusive remedy for Provider's breach
of this warranty shall be that Provider shall be required to use commercially
reasonable efforts to modify the Provider Applications to achieve in all material
respects the functionality described in the Documentation. Provider shall have
no obligation with respect to a warranty claim unless notified of such claim in
writing within thirty (30) days of the first instance of any material functionality
problem. The warranties set forth in this Section 7.1 are made to and for the
benefit of Customer only. Such warranties shall only apply if the applicable
Provider Applications were utilized in accordance with the Documentation, this
Agreement and applicable law. In addition, Provider warrants that Provider's
personnel will act and perform its duties, including Implementation Services
and technical support, in a professional and workmanlike manner in
conformance with generally accepted industry standards and applicable law.

General Disclaimers. EXCEPT FOR EXPRESS WARRANTIES MADE BY
PROVIDER OR CUSTOMER TO THE OTHER UNDER THIS AGREEMENT,
TO THE MAXIMUM EXTENT ALLOWED BY APPLICABLE LAW, NEITHER
PARTY (NOR THEIR RESPECTIVE DATA SUPPLIERS) MAKES ANY
OTHER WARRANTIES TO THE OTHER, IMPLIED OR STATUTORY. EACH
PARTY EXPRESSLY DISCLAIMS ANY IMPLIED WARRANTIES OF
MERCHANTABILITY, FITNESS FOR A PARTICULAR PURPOSE, GOOD
TITLE, SATISFACTORY QUALITY AND NONINFRINGEMENT.

Provider-Specific Disclaimers. Except as expressly warranted in Section 7.1
above, Provider does not warrant that the Provider Application, Provider Data
(i) meets or will meet Customer's or its Users’ specific needs, (ii) are error-
free, or (iii) are not susceptible to intrusion, attack or computer virus infection.
The Provider Data is provided to Customer strictly on an “as is” basis without
warranty of any kind and Provider and its data licensors disclaim all
warranties, express or implied, including any warranties of accuracy,
completeness, correctness, merchantability or fitness for a particular purpose
related to the Provider Data. Customer acknowledges that neither Provider nor
its data licensors will be liable to Customer for any loss, damage or injury
arising out of or caused in whole or in part by business decisions made
Customer on the basis of Provider Data. In addition, Provider assumes no
obligation or liability whatsoever with respect to Customer Data that is lost,
modified, erased or corrupted as a result of actions initiated by Users in their
use of the Provider Applications or Third Party Service.

INDEMNIFICATION

Indemnification by Provider. Provider, at its expense, will defend and pay any
awarded damages, settlement amounts, and litigation costs and expenses
(including reasonable attorneys’ fees) arising out of any third party claim, suit
or proceeding alleging that the Provider Application, Implementation Services,
or Provider Data supplied by Provider violates the rights of privacy or publicity
of such third party under applicable law, or infringes such third party's
copyright, United States patent or trademark rights. The foregoing obligation
will not apply with respect to any claim if such claim is caused by: (i)
Customer's misuse of the Provider Application or Provider Data, Customer's
supply of infringing or unauthorized Customer Data, (ii) any modification or
alteration or integration of the Provider Application (other than by Provider),
(iii) Customer’s breach of this Agreement not caused by Provider, Customer's
independent violation of applicable law or the rights of third parties. If any
claim of infringement which Provider is obligated to defend has occurred, or in
Provider's determination is likely to occur, Provider may, in its sole discretion
terminate the Agreement and refund to Customer fees paid to Provider for the
infringing items in an amount prorated to reflect the period of time from the
date Customer was unable to use the infringing items due to such claim.

Indemnification by Customer. Customer, at Customer's expense, will defend
and pay any awarded damages, settlement amounts, and litigation costs and
expenses (including reasonable attorneys’ fees) arising out of any third party
claim, suit or proceeding: (i) alleging that Customer Data or Confidential
Information used or supplied by Customer violates applicable law or the rights
of  or publicity of a third party; (i) resulting from Customer's misuse of
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Provider Data, Third Party Services, or the Provider Applications. The
foregoing obligation will not apply with respect to any claim if such claim is
caused by: (a) Provider's unauthorized use or disclosure of Customer Data or
Confidential Information, (b) any claim giving rise to Provider’s indemnification
obligation under Section 8.1 above, or (c) Provider's breach of this Agreement
not caused by Customer or Provider's independent violation of applicable law
or the rights of third parties.

Conditions. The parties’ obligations under this Section are contingent upon the
indemnified party (i) giving prompt written notice to the indemnifying party of
any claim under this Section, (ii) giving the indemnifying party sole control of
the defense or settlement of the claim, and (iii) cooperating in the investigation
and defense of such claim(s). The indemnifying party shall not, without the
prior express written consent of the indemnified party, not to be unreasonably
conditioned, delayed or withheld, settle or consent to an adverse judgment in
any such claim that entails either public disclosure of the terms of a settlement
or an admission of fault of the indemnified party, requires that the indemnified
party pay damages or monies for which the indemnifying party is not
responsible, or that imposes additional obligations on the indemnified party.
The rights and remedies set forth in this Section are the sole obligations of the
indemnifying party and exclusive remedies available to the indemnified party in
the event of an applicable third party claim.

LIMITATION OF LIABILITY

Limitation of Liability. Except in connection with either party’s indemnification
obligations pursuant to Section 8 above, in no event will either party be liable
to the other for damages arising out of or related to this Agreement in amounts
which, in the aggregate, exceed the total amounts paid or payable by
Customer in the twelve (12) months preceding the date of the claim. The limits
on damages in this Section apply regardless of the theory of liability asserted,
be it in contract, tort or under any other theory of liability. The parties
acknowledge that the limitations set forth in this Section are integral to the
amount of fees charged by Provider, and were Provider to assume any further
liability, such fees would of necessity be set substantially higher.

Exclusion of Other Damages. In no event will either party be liable to the other
for damages other than direct damages, including, without limitation: any
indirect, special, incidental, consequential, exemplary or punitive damages,
whether in tort, contract, or otherwise; or any damages arising out of or in
connection with any malfunctions, regulatory non-compliance, delays, loss of
data, lost profits, lost savings, interruption of service, loss of business or
anticipatory profits, whether or not the party has been advised of the possibility
of such damages (“Indirect Damages”). For clarity, the exclusion of Indirect
Damages shall not apply with respect to awarded damages or settlement
amounts which the indemnifying party is obligated to pay to the prevailing third
party claimant in connection with a claim for which an indemnity is owed
pursuant to Section 8 above.

TERM AND TERMINATION

Term. This Agreement is effective on the Effective Data and shall continue in
full force and effect until terminated in accordance with the provisions herein.
Except as otherwise specified in an Order Form, each Subscription Term will
automatically renew for successive one (1) year periods unless either party
gives the other party written notice of non-renewal at least forty-five (45) days
prior to the end of the then current Subscription Term.

Termination for Cause. This Agreement and an Order Form may be
terminated by either party for cause as follows: (i) upon thirty (30) days written
notice if the other party breaches or defaults under any material provision of
this Agreement or Order Form, as applicable, and does not cure such breach
prior to the end of such thirty (30) day period, (ii) effective immediately if the
other party is declared insolvent, ceases to do business, or otherwise
terminates its business operations, except as a result of an assignment
permitted hereunder.

Expiration and Effect of Termination. In the event of termination of an Order
Form or this Agreement, upon Customer’s written request, Provider shall
continue to make available the Customer Data in the current format in which it
is stored in the Provider Application for thirty (30) days following termination,
during which Customer shall be solely responsible for retrieving the Customer
Data. After such thirty (30) day period, Provider shall have no obligation to
maintain or provide any Customer Data, and may thereafter unless legally
prohibited, delete all Customer Data in its systems or otherwise in its
possession or under its control in accordance with its data policies and
procedures. Customer’s right to use Analytics that are exported by Customer
out of the Provider Application during the Subscription Term, shall survive
termination or expiration of this Agreement indefinitely. Except for the
foregoing, all other rights and licenses granted by one party to the other under

Smarking, Inc.
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11.6.
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this Agreement shall immediately terminate, including but not limited to,
Customer's ongoing right to access or use the Provider Applications,
Documentation, Provider Data, or associated materials. In the event of
termination of Implementation Services due to termination of the Agreement or
the Order Form (other than termination as a result of Provider's breach),
Customer agrees to pay Provider all fees due, and unreimbursed out-of-pocket
expenses incurred by Provider for the ordered Implementation Services up to
the date of termination or expiration of such Implementation Services.

Survival. Except to the extent expressly provided to the contrary herein,
Sections 5, 6, 7.2, 7.3, 9, 10 and 11 shall survive the termination of this
Agreement.

GENERAL

Relationship. The relationship between the parties created by this Agreement
is non-exclusive and that of independent contractors. Neither party will be
deemed to be or hold itself out as a partner, joint venture or agent of the other
party.

Entire_Understanding. This Agreement (including any exhibits, ordering
documents or URLs incorporated by reference herein) states the entire
understanding between the parties with respect to its subject matter, and
supersedes all prior proposals, marketing materials, negotiations and other
written or oral communications between the parties with respect to the subject
matter of this Agreement. To the extent of any conflict or inconsistency
between the provisions in the body of this Agreement and any exhibit or
addendum hereto or any Order Form, the terms of such exhibit, addendum or
Order Form shall prevail. Notwithstanding any language to the contrary
therein, no terms or conditions stated in Customer’s purchase order or in any
other order acknowledgement or similar documentation (excluding Order
Forms) are or will be deemed incorporated into or form any part of this
Agreement, and all such terms or conditions are null and void.

Modification and Waiver. Except as expressly set forth in this Agreement, no
modification of this Agreement, and no waiver of any breach of this
Agreement, is legally binding against the other party unless in writing and
signed by both parties. A determination that any provision of this Agreement is
invalid will not affect the other provisions of this Agreement.

Governing Law and Venue. This Agreement is governed by and construed
under the laws of the State of California excluding its conflict of law rules. The
parties agree that the United Nations Convention on Contracts for the
International Sale of Goods is specifically excluded from application to this
Agreement. The state and federal courts located in San Francisco, California,
will have exclusive jurisdiction to adjudicate any dispute relating to this
Agreement.

. Assignment. Either party may assign this Agreement in its entirety (including

all Order Forms), without consent of the other party but on written notice to the
other party, to its affiliate, parent entity, or subsidiary, or in connection with a
merger, acquisition, corporate reorganization, or sale of all or substantially all
of its assets not involving a direct competitor of the other party. Subject to the
foregoing, this Agreement shall bind and inure to the benefit of the parties,
their respective successors and permitted assigns. There are no third party
beneficiaries to this Agreement.

Notices. Except for email notifications sent by Provider to issue or terminate
User login credentials, provide account or service notices or updates, issue
invoices or statements, accept payments, or otherwise communicate with
Customer regarding the Provider Application, all other legal notices required to
be sent hereunder must be in writing and will be deemed to have been given
upon (i) the date sent by confirmed facsimile, (ii) on the date it was delivered
by courier, or (jii) if by certified mail return receipt requested, on the date
received, to the addresses set forth above and to the attention of the parties
accepting this Agreement and the relevant Order Form, with a copy to its
General Counsel, or to such other address or individual as the parties may
specify from time to time by written notice to the other party. All
communications and notices pursuant to this Agreement shall be in the
English language.

Force Majeure. Except for performance of a payment obligation, neither party
shall be liable under this Agreement for delays, failures to perform, damages,
losses or destruction, or malfunction of any equipment, or any consequence
thereof, caused or occasioned by, or due to fire, earthquake, flood, water, the
elements, labor disputes or shortages, utility curtailments, power failures,
explosions, civil disturbances, governmental actions, shortages of equipment
or supplies, unavailability of transportation, acts or omissions of third parties,
or any other cause beyond its reasonable control. If the force majeure
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continues for more than thirty (30) calendar days, then either party may
terminate the Agreement for convenience upon written notice to the other

party.

11.8. Severability. If any provision of this Agreement is declared invalid or
unenforceable by a court or administrative agency of competent jurisdiction,
the remaining provisions hereof shall remain in full force and effect and this
Agreement shall be construed and performed as if it did not contain the invalid
or unenforceable provision.

Confidential Smarking, Inc.
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Project Summary

With this service, Smarking proposes to collect, analyze, and report on operational parking data for SP+ / City of
Birmingham ’s parking assets. The goal of the project is to enhance SP+ / City of Birmingham ’s business and civic
intelligence around its parking assets in order to increase operational knowledge, efficiency, and revenues. The
project will be delivered via Smarking’s Internet based platform which consolidates data across SP+ / City of
Birmingham ’s parking revenue control systems in order to provide an integrated, holistic, 360-degree view of all
SP+/ City of Birmingham parking data.

Smarking Management Platform (Web-Based)

The Smarking Management Platform will provide SP+ / City of Birmingham and its affiliates with real time and
predictive parking data for 5 off-street parking facilities and 1,262 CivicSmart paid on-street parking spaces by
integrating and normalizing the data generated from the onsite parking access and revenue control equipment
(PARCS), pay stations, and other relevant parking data sources. The system will provide real time monitoring for
each parking facility under analysis, projection of future demand, and analytics of the operations in varied time
frames.

The management system will be hosted on Smarking’s servers and can be accessed by logging onto the Smarking
web portal using any device with Internet access.

The Smarking Platform’s 8-Major Features:

1. Realtime monitoring: Real time parking occupancy in each parking facility will be displayed in the
dashboard of the management system and will be updated in real time.

2. Oversell Analysis: Analyze the unique parking behavior associated with individual tenants/parking groups
in an effort to make targeted oversell decisions based on each group’s distinct usage patterns.

3. Online Rate Survey: Enables users to quickly ascertain how competitor locations are pricing parking on
various online sales portals and set up email alerts around competitor price changes.

4. Daily email digest and alerts: Users can sign up to receive daily and weekly email digests customized to
highlight the metrics most relevant to their business and locations. Alerts and anomaly detection
functionality can be configured to alert users via email or text based on specified occupancy levels.

5. Future projection: The system will analyze historical and real-time data to make predictions about future
occupancy and revenue for up to 30 days in advance.

6. Analytics: The Smarking analysis platform can be customized in a number of different ways and includes a
host of functionality included but not limited to:

a. Historical occupancy analysis
i. occupancy over time
ii. average occupancy
iii. year over year analysis
b. Revenue analysis
i. by day, week, month or year
ii. year over year analysis
iii. validation and discount analysis (early bird, evening special, etc.)
iv. transaction and price / ticket analysis

Proprietary and Confidential



c. Duration analysis

i. duration by any parker segmentation (transient vs contract vs aggregator)

ii. duration analysis by day of week
iii. duration analysis by time of entry
iv. year over year analysis

d. All of the above functionality can be customized through any parker segmentation (tenant,
validation type, payment method etc.) that is available in the underlying database.

7. Management and settings: Administrators can add, delete, and edit users for accessibility to the
management system as well as their roles, privileges and access permissions to each page of the system.

8. The Smarking API: Technical administrators and affiliates of SP+ / City of Birmingham can access the
underlying API associated with the Smarking Management Platform to stream relevant parking

information from Smarking onto third party applications.

Smarking User Interface — Screenshot Examples

Dashboard

Displays current occupancy information in each parking facility, real time revenue information and historical

occupancy information for the past 24 hours.

Overview | City Mall

REALTIME OCCUPANCY

¥ Total @ Contract @ Online Reservation @ Transient

72%

1116 / 1,550

Occupancy
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Historical Occupancy Report
Displays the historical occupancy in aggregate or by location.

OCCUPANCY REVENUE DURATION
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Average Weekly Occupancy
Displays occupancy, entries and exits over time for set days of the week.
OCCUPANCY REVENUE DURATION
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Duration Report )
Displays average parking duration for cars entered at specific time.

OCCUPANCY REVENUE DURATION
q:i )i i | 8 ovov2017 — oaavzow | Mondays -1
DURATION
M convac: W Onine Reservation [l ransient [l Select All 7 None
200% -

Percentage
5
o

QO
1

3%
an an Gn an on 2 1an 16r 18h 20n 22n o

Unknown duianon

Dynamic Map (pricing not included in this initial proposal. SP+ / City of Birmingham can add later)

Visually displays parking occupancies and durations on a dynamic interface for both on and off-street parking,
allowing either internal SP+ / City of Birmingham users, or external customers to view occupancy statistics in real

time.

Map can be accessed through the Smarking web-based product or deployed on an external website via a widget
which can be inserted in an iframe.
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The Smarking API
Communicate relevant parking dynamics to external applications — websites, mobile apps, etc.
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Fee Structure

Smarking will provide the services as detailed in the table below. Please note that parking revenue control systems
will charge integration fees in order to facilitate Smarking integration. These fees are negotiated between SP+ /
City of Birmingham and the PARCS and are the responsibility of SP+ / City of Birmingham and are not fully included

below.

Integrated Parking Management Platform $43,927 $39,534
e 5 Off-Street Garages — 3,579 total parking stalls
e  On-Street Parking — 1,262 spaces
e Unlimited users
e Ongoing Standard Support
e Ongoing baseline product enhancements included
Year 1 Total $43,927 $39,534
Time Based Discount Savings 10% (54,393)

Offer valid through July 16, 2018.
Terms: Payment due net 30 upon contract signature

Smarking Configuration, Setup, Data-integration/import, and Training $8,785 $7,906
Total $8,785 $7,906
Discount Savings 10% (5879)
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| Walkable Community

*Mm MEMORANDUM

Office of the City Manager

DATE: October 3, 2018

TO: Advisory Parking Committee

FROM: Tiffany J. Gunter, Assistant City Manager
SUBJECT: Parking Garage — Sweeper Replacement

In an effort to maintain a pleasant environment and cleanliness of each of our parking garages,
staff recommends the replacement of the existing sweeper that currently requires significant
maintenance after each use and at times is inoperable.

The amount required for the purchase has been included in the current fiscal year budget. Two
quotes have been obtained, which are described in the table below:

Vendor Name Purchase Price General Labor Warranty | Component Part
Warranty Warranty

Nilfisk, Inc $43,911.71 4 Years 180 Days 8 Years

Tennant $37,843.00 4 Years 180 Days 10 Years (500 Hours)

Staff recommends that the APC select the Tennant quote, which is $6,000 less than the Nilfisk,
Inc. quote due to a partnership agreement between Tennant and SP+.

SUGGESTED RECOMMENDATION:

To recommend the purchase of the Tennant Sweeper in the amount of $37,843.00. Funds are
available in account #585-538.001-971.0100.



SP PLUS CORP

180 CHESTER ST
BIRMINGHAM, Michigan, 48009
Sarah Burton

Bruce Jones

Tennant Sales and Service Company
701 North Lilac Drive

Minneapolis, MN 55440-1452
800-553-8033

BUILT-IN “TENNANT VALUE” INCLUD!|

50 hp (37 kW) 2.0 L @ 2300 RPMs Gas/LP Engine EPA Tier 3
24.8 hp (19 kW) 1.5 L Kubota Diesel EPA Tier 4i Engine @2300 RPMs
Catalytic muffler (G/LPG only)
Rugged construction:
- Steel T-beam frame and channel wrap around bumper
- Triple accessory pumps
- Oversized, industrial hydraulics and oil cooler
- 21in (635 mm) Soft ride solid front tires
-18 in (460 mm) Pneumatic rear tire on 3 wheel models
- 15.5 in (395 mm) foam-filled rear tires on 4 wheel model
- Head and Tail Lights
High-Capacity, Duramer™ Multi-Level Dump Hopper
- 14 1t* (396 L) or 1080 Ibs (490 kg) Usable Capacity
- 60-inch (152 cm) Variable Dump Height
- Thermo-Sentry™ Hopper Fire Sensor
- Locking Hopper Safety Arm
ErgoSpace™ Operator Compartment:
- Tilt Steering Wheel w/ Horn
- Adjustable Propel Pedal
XP and X4 Models include:
- 1-STEP™ Button Memory Controls (Sweeping)
- Built-In Maintenance Diagnostics w/ Service Reminder
- Deluxe Suspension Seat w/ retractable belt
Operator and Parts Manual
Underwriters Laboratory (UL®) Certification, G, LP, D

TENNANT COMPANY WARRANTY
4 YEARS OR 2800 HOURS - PARTS
6 MONTHS - LABOR
6 MONTHS - TRAVEL
10 YEARS OR 5000 HOURS ON DURAMERTM
CUSTOM Solution options will add at least one-week to st




Quote Date : 5/10/2018

ES:

SweepMax® Plus 3 stage air filtration and dust control

Stage 1: Perma-filter™

Stage 2: SweepMax Plus Cyclonic pre-filter

Stage 3: Nanofiber, surface loading cannister filter (no tool change)
- 80 ft? (7.4 m2) Pleated Media
- Nanofiber filtration of (up to) .5 micron particles @ 99% efficiency

II-Speed™ sweeping system

62.5 in (1590 mm) Sweeping path w/ single side broom

No tool brush change

Wet sweeping by-pass

Damage-resistant, spring loaded recirculation flap

S30 Touch-N-Go™ Operation Panel:

LCD Screen Display

Hour meter

Fuel Level Indicator

Water & Hydraulic Temperature Indicators

Clogged Filter Indicator

Battery Indicator

Low Oil Pressure/High Coolant Temp Shutdown (G/LPG only)

Glow plug indicator (Diesel)

Check engine indicator (G/LPG)

Hopper door open & closed indicator

Standard main brush (Select One)

Retractable standard side brush (Select One)

TANKS
tandard lead times.

Fax (quote only)

Mail (quote,lit, specs)
Fax + Mail

Primary Use

Inside
Outside







Description ‘
Stock Configurations (Note 1)

Base Configuration

Cleaning Type

S30 Gasoline (Petrol)
Trim Level (Note 3)

UL Rating

UL® Type G,LP or D
Packages

Steel Hopper, Rear Tower Bumpers & Solid Front/Rear tires
Left hand side brush & Rear Tower Bumpers
Safety Light Package: Indoor
Flashing light and A/V back-up alarm
Strobe light, AV back-up alarm, turn signal/brake light.
Dry Dust Control (RH), HEPA Filter System
Dry Dust Control (Dual), HEPA Filter System
Cab, AC/Heater/Pressurizer, HEPA Cab Filter
Cleaning Performance

Machine Protection & Safety

Cab Assembly
Deluxe Seat (Upgrade for S30 Base Model)
Tires, 3 Wheel Versions: S30 & S30XP
Rear Tire, Solid Non Marking (in lieu of standard) (Note 9)
Rear Tire, Foam Filled (in lieu of standard)
Brushes

Main Brush
Polypropylene & Wire Brush

Side Sweep Brushes (Standard with Side Brush Assembly - Pick One)

Polypropylene
Support (Note 10)

Operator Manual G/LP (English)

Parts Manual G/LP

Operator DVD (English, Spanish, French) Verify Languages
Machine Communication (Note IRIS)

Packaging (Note 12)

Pad Wrap
Custom Solutions

AFTERMARKET ITEMS (ordered separately) :
Brushes (Replacements)

Main Brush

Side Sweep Brushes (Standard with Side Brush Assembly - Pick One)

PrePaid Service
Program
Gold
Silver

Optional Accessories
*Optional Vac. Wand #325685 add $972
*Operator must get off machine to use vac wand. Designed for small debris/dust.

Discounts

SP Plus Agreement discouint



Reference # Price Each Qty Extended Price
S30-G $39,32000 [ 1 B 39,320.00 |
N/C[ 1 1 N/C |
Price
9003863 $620.00 | 1 B 620.00 |
Reference Number
Reference Number
9003633 $517.00 | 1 IB 517.00 |
325453 $267.00 | 1 | $ 267.00 |
Reference Number
54925 N/C | 1 | N/C |
1027380 N/C | 1 | N/C |
Reference Number Price
9004080 N/C 1 N/C
9004085 N/C 1 N/C
9008178 N/C 1 N/C
N/C] 1 [ N/C |
Reference Number Price
Hour/Month Monthly
0 $ -
0 $ -
Optional add if desired 1
NOTE *see note 1
Custom 0 $ -
Machine Subtotal | $§ 40,724.00
Discount % 0 $ -
Discount $ $ (4,072.00) 1 $ (4,072.00)

“Financing rates do n



ot include Pre-Paid Service”



LSeIect Tennant Program —|
Prepaid and Add
Subject to all applicable taxes

Quote Special Instructions:

Terms and Conditions

Ask your local sales rep for estimated lead times. Verify when placing order

All orders subject to acceptance by Tennant Sales and Service Company, Minneapolis, Minnesota
Prices subject to change without notice.

Terms: Net 30 days. Subject to any applicable taxes.

Freight: Machines and accessory orders delivered FOB shipping point Frt PPD & Add

Parts, supplies, detergents and floor treating material orders delivered FOB

shipping point Frt PPD

Tennant handles all loss and damage claims on behalf of customers.

All orders are subject to Tennant's General Terms and Conditions available at http://www.tennantco
Printed General Terms and Conditions are also available upon request.

Order Placement Information: To place your order, -
call or fax to the numbers listed below. Customer
If information is missing, orders will be entered and hel

Customer Number

(0004658031 -
Who Owns the Machine? (Sold-To Info) (Please Verify)

Company SP PLUS CORP

Address 180 CHESTER ST
BIRMINGHAM, Michigan, 48009

Name Sarah Burton

Phone 248-540-9690

Where is the Machine Being Shipped? (Ship-To Info) (Please Verify)
Company SP PLUS CORP

Address 180 CHESTER ST
BIRMINGHAM, Michigan, 48009

Name Sarah Burton

Phone 248-540-9690

Shipping / Carrier Instructions:
0




Discount $ 0 $ -
Discount $ 0 $
Discount Total $ (4,072.00)

Freight $ 1,191.00 1 $ 1,191.00 |FRT
Tax $ £
MACHINE TOTAL* B 37,843.00 |
.com/terms.
Quote Date : 5/10/2018

fill in PO# and customer signatures,
Purchase Order is required.
Id until all information is received.

Cust Grp 3

Order Special Instructions:




This goes to "My Documents"



Customer Purchase Order No.
(please attach copy)

Tax Exempt
If Yes, attach a copy of your exemption certificate.

Requested Delivery Date

o |
[0 |
0 Authorized Buyer (please print)
0 Authorized Buyer Signature

Bruce Jones
Tennant Representative

Specialized Maintenance H

TENNANT - 701 NORTH LILAC DRIVE - P.O. BOX 1452 - I\
PHONE:800-563-8033 - FAX:763-513-2




Yes
No

| 0
Phone Number

AINNEAPOLIS, MN 55440-1452 -
116
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&()f@irmingham MEMORANDUM
R —_—

A Walkable Community

Office of the City Manager

DATE: October 3, 2018

TO: Advisory Parking Committee

FROM: Tiffany J. Gunter, Assistant City Manager
SUBJECT: Parking Garage —Handicap Parking Spaces Survey

SP+ was asked to observe utilization of parking spaces for people with disabilities. The
observation period was from September 10 through September 14, 2018. The results are
attached to this memo.

We observed that in both the Peabody and Park Street garages that the percentage of occupied
handicap spaces throughout the peak periods of the day were above 86% at all times and often
at 100%. Staff recommends that the committee consider adding an additional 2 spaces at
Peabody and an additional 4 spaces at Park street garage based on our findings.

Suggested Recommendation:

To recommend an additional 2 handicapped parking spaces be added in the Peabody garage
and an additional 4 handicapped parking spaces be added to the Park Street garage.



N.O.W. Handicap Count

Completed by: ..3 @ )= PARKING

21 Spaces Total
September 10, 2018

10a | 11a | 12p 1p 2p

Handicap Occupied 9 10 13 7 10

Percentage Occupied 43%| 48%| 62%| 33%| 48%

September 11, 2018

10a | 11a | 12p 1p 2p

Handicap Occupied 11 11 10 10 8

Percentage Occupied 52%| 52%| 48%| 48%| 38%

September 12, 2018

10a | 11a | 12p 1p 2p

Handicap Occupied 5 9 10 12 14

Percentage Occupied 24%| 43%| 48%| 57%| 67%

September 13, 2018

10a | 11a | 12p 1p 2p

Handicap Occupied 9 9 11 12 11

Percentage Occupied 43%| 43%| 52%| 57%| 52%

September 14, 2018

10a | 11a | 12p 1p 2p

Handicap Occupied 7 9 9 14 13

Percentage Occupied 33%| 43%| 43%| 67%| 62%




A Walkable Community

*Cit_/;v\ff@irmmgham MEMORANDUM
R —

Office of the City Manager

DATE: October 3, 2018

TO: Advisory Parking Committee

FROM: Tiffany J. Gunter, Assistant City Manager

SUBJECT: II\-IIOt 1|2 Parking Count Survey — Southeast corner of Woodward and
aple

SP+ was asked to observe utilization of parking spaces in the newly constructed Lot 12. The
observation period was from September 13 through September 28, 2018. The results are
attached to this memo.

While we know that we are completed sold on the allotted number of passes (150), we are not
seeing more than 10 cars parking in the lot daily. These passes are sold quarterly. Staff
recommends that we increase the number of permits to be sold on Lot 12 by another 50 for the
upcoming quarter. We will continue to observe utilization patterns to ensure that the lot is
available for all individuals who purchased a pass and will do quarterly surveys to adjust to
number of available passes.

Suggested Recommendation:

To recommend authorization of an additional 50 parking permits for Lot 12.



N.O.W. Handicap Count

Completed by: ..3 @ )= PARKING

21 Spaces Total
September 10, 2018

10a | 11a | 12p 1p 2p

Handicap Occupied 9 10 13 7 10

Percentage Occupied 43%| 48%| 62%| 33%| 48%

September 11, 2018

10a | 11a | 12p 1p 2p

Handicap Occupied 11 11 10 10 8

Percentage Occupied 52%| 52%| 48%| 48%| 38%

September 12, 2018

10a | 11a | 12p 1p 2p

Handicap Occupied 5 9 10 12 14

Percentage Occupied 24%| 43%| 48%| 57%| 67%

September 13, 2018

10a | 11a | 12p 1p 2p

Handicap Occupied 9 9 11 12 11

Percentage Occupied 43%| 43%| 52%| 57%| 52%

September 14, 2018

10a | 11a | 12p 1p 2p

Handicap Occupied 7 9 9 14 13

Percentage Occupied 33%| 43%| 43%| 67%| 62%




Chester Handicap Count

Completed by: ..3 ®

PARKING

26 Spaces Total
September 10, 2018

10a | 11a | 12p 1p 2p
Handicap Occupied 9 19 21 23 23
Percentage Occupied 35%| 73%| 81%| 88%| 88%
September 11, 2018

10a | 11a | 12p 1p 2p
Handicap Occupied 14 21 20 22 21
Percentage Occupied 54%| 81%| 77%| 85%| 81%
September 12, 2018

10a | 11a | 12p 1p 2p
Handicap Occupied 21 24 25 25 21
Percentage Occupied 81%| 92%| 96%| 96%| 81%
September 13, 2018

10a | 11a | 12p 1p 2p
Handicap Occupied 24 23 21 20 17
Percentage Occupied 92%| 88%| 81%| 77%| 65%
September 14, 2018

10a | 11a | 12p 1p 2p
Handicap Occupied 26 25 21 23 22
Percentage Occupied 100%| 96%| 81%| 88%| 85%




Park Handicap Count

Completed by: ..3 ®

PARKING

18 Spaces Total
September 10, 2018

10a | 11a | 12p 1p 2p
Handicap Occupied 18 18 18 18 16
Percentage Occupied 100%| 100%| 100%| 100%| 89%
September 11, 2018

10a | 11a | 12p 1p 2p
Handicap Occupied 18 18 18 18 17
Percentage Occupied 100%| 100%| 100%| 100%| 94%
September 12, 2018

10a | 11a | 12p 1p 2p
Handicap Occupied 18 18 18 18 17
Percentage Occupied 100%| 100%| 100%| 100%| 94%
September 13, 2018

10a | 11a | 12p 1p 2p
Handicap Occupied 16 18 18 18 17
Percentage Occupied 89%| 100%| 100%| 100%| 94%
September 14, 2018

10a | 11a | 12p 1p 2p
Handicap Occupied 17 17 17 15 16
Percentage Occupied 94%| 94%| 94%| 83%| 89%




Peabody Handicap Count

Completed by: ..3 ®

7 Spaces Total

PARKING

September 10, 2018

10a | 11a | 12p 1p 2p
Handicap Occupied 6 6 7 7 7
Percentage Occupied 86%| 86%| 100%| 100%| 100%
September 11, 2018

10a | 11a | 12p 1p 2p
Handicap Occupied 6 7 7 7 7
Percentage Occupied 86%| 100%| 100%| 100%| 100%
September 12, 2018

10a | 11a | 12p 1p 2p
Handicap Occupied 7 5 6 7 6
Percentage Occupied 100%| 71%| 86%| 100%| 86%
September 13, 2018

10a | 11a | 12p 1p 2p
Handicap Occupied 6 6 6 7 7
Percentage Occupied 86%| 86%| 86%| 100%| 100%
September 14, 2018

10a | 11a | 12p 1p 2p
Handicap Occupied 7 7 7 7 7
Percentage Occupied 100%| 100%| 100%| 100%| 100%




Pierce Handicap Count

Completed by: ..3 @ )= PARKING

18 Spaces Total
September 10, 2018

10a | 11a | 12p 1p 2p

Handicap Occupied 7 8 11 13 11

Percentage Occupied 39%| 44%| 61%| 72%| 61%

September 11, 2018

10a | 11a | 12p 1p 2p

Handicap Occupied 10 9 11 13 11

Percentage Occupied 56%| 50%| 61%| 72%| 61%

September 12, 2018

10a | 11a | 12p 1p 2p

Handicap Occupied 13 14 12 15 13

Percentage Occupied 72%| 78%| 67%| 83%| 72%

September 13, 2018

10a | 11a | 12p 1p 2p

Handicap Occupied 11 13 13 15 13

Percentage Occupied 61%| 72%| 72%| 83%| 72%

September 14, 2018

10a | 11a | 12p 1p 2p

Handicap Occupied 12 12 12 11 12

Percentage Occupied 67%| 67%| 67%| 61%| 67%




&

&()f@irmingham MEMORANDUM
R —_—

A Walkable Community

Office of the City Manager

DATE: October 3, 2018

TO: Advisory Parking Committee

FROM: Tiffany J. Gunter, Assistant City Manager
SUBJECT: BSD Annual Holiday Marketing Campaign

Once again this year, the Birmingham Shopping District will air a holiday marketing campaign to
include advertising on WXYZ TV Channel 7, WDIV Channel 4 and Comcast cable channels.

The ads will highlight the downtown shopping, dining and spa experience. Each of the ads will
promote the popular “2 Hours Free Parking in the Decks” program, as they have in years past.
The goal of the ads is to drive traffic to downtown Birmingham, benefiting merchants and the
parking system.

This year the Birmingham Shopping District is committing a total of $55,000 for the holiday
shopping campaign. They are requesting the Advisory Parking Committee approve a $25,000
commitment from the parking fund for the campaign. This would be the sixth year of a
financial commitment from the APC.

Holiday Advertising
Print $10,000
Digital $15,000
Broadcast $25,000
Signage $5,000

The advertising vignettes will provide a strong push for the parking system, as the host will
close out every segment with a strong statement about parking in Birmingham. These 15 and
30 second ads will feature a graphic at the end of the spot highlighting “2 Hours Free Parking in
the Decks” incorporating the parking logo for the shopping district.

Suggested Recommendation:

To recommend an expenditure of $25,000 from the Parking Enterprise Fund in support of the
BSD holiday television campaign.



Structure Occupancy at 1pm Tuesday-Thursday

Available Spaces

Sunday

Monday

SEPTEMBER 2018

Tuesday Wednesday Thursday

Friday

Saturday

15

2 3

9 10
16 17
23 24

30

Notes:

22

29




Chester Street Structure

Garage full list

SEPTEMBER 2018

Tuesday Wednesday Thursday Saturday

2 3 4 5 6 7 8

Labor Day-Closed Garage not filled. Valet-2 cars Garage not filled. Garage not filled.
9 10 11 12 13 14 15

Garage not filled. Garage not filled. Garage not filled. Garage not filled. Garage not filled.
16 17 18 19 20 21 22

Garage not filled. Garage not filled. Garage not filled. Garage not filled. Garage not filled.
23 24 25 26 27 28 29

Garage not filled. Valet-2 cars Garage not filled. Garage not filled. Garage not filled.
30 Notes:




N. Old Woodward Garage

September 2018

Tuesday Wednesday Thursday Saturday
2 3 4 5 6 7 8
Labor Day-Closed Garage not filled. Garage not filled. Garage not filled. Garage not filled.
9 10 11 12 13 14 15
Garage not filled. Garage not filled. Garage not filled. Garage not filled. Garage not filled.
16 17 18 19 20 21 22
Garage not filled. Garage not filled. Garage not filled. Garage not filled. Garage not filled.
23 24 25 26 27 28 29
Garage not filled. Garage not filled. Garage not filled. Garage not filled. Garage not filled.

30

Notes:




Park Street Structure

Garage full list

Wednesday

Thursday

SEPTEMBER 2018

Tuesday

Saturday

2 3 4 5 6 7 8
Labor Day-Closed Garage not filled. Garage not filled. Garage not filled. Garage not filled.

9 10 11 12 13 14 15
Garage not filled. Valet-5 cars Valet-8 cars Valet-11 cars Garage not filled.

16 17 18 19 20 21 22
Garage not filled. Valet-7 cars Garage not filled. Garage not filled. Garage not filled.

23 24 25 26 27 28 29

Garage not filled.

Garage not filled.

Garage not filled.

Garage not filled.

Garage not filled.

30

Notes:




Peabody Street Structure

Garage full list

SEPTEMBER 2018

Tuesday Wednesday Thursday Saturday
2 3 4 5 6 7 8
9 10 11 12 13 14 15
16 17 18 19 20 21 22
23 24 25 26 27 28 29
30 Notes:
Structure did not fill.




Pierce Street Structure

Garage full list

SEPTEMBER 2018

Tuesday Wednesday Thursday Saturday
2 3 4 5 6 7 8
Labor Day-Closed Valet-5 cars
9 10 11 12 13 14 15
16 17 18 19 20 21 22
23 24 25 26 27 28 29

30 Notes:




MONTHLY PARKING PERMIT REPORT
For the month of: August 2018
Date Compiled: September 18, 2018

Pierce Park Peabody N.Old Wooc Chester Lot #6/$210 Lot #6/$150 South Side Lot B 35001 Woodward Lot 12
1. Total Spaces 706 811 437 745 880 174 79 8 40 40 150
2. Daily Spaces 370 348 224 359 425 N/A N/A N/A N/A N/A N/A
3. Monthly Spaces 336 463 213 386 560 174 79 8 30 40 100
4. Monthly Permits 550 750 400 800 1140 150 40 8 30 50 150
Authorized
5. Permits - end of 550 750 400 800 1140 150 40 8 30 50 100
previous month
6. Permits - end of month 550 750 400 800 1140 150 40 8 30 50 100
7. Permits - available
at end of month 0 0 0 0 0 0 0 0 0 0
8. Permits issued in
month includes permits
effective 1st of month 5 7 0 4 6 0 0 0 0 0 0
9. Permits given up in month 5 7 0 4 6 0 0 0 0 0 0
10. Net Change 0 0 0 0 0 0 0 0 0 0 0
11. On List - end of month* 1070 972 1010 1345 968 0 0 0 0 0 0
**On List-Unique Individuals
12. Added to list in month 18 15 15 15 32 0 0 0 0 0 0
13. Withdrawn from list 0 0 0 0 0 0 0 0 0 0 0
in month (w/o permit)
14. Average # of weeks on 143 82 141 126 57 0 0 0 0 0 0
list for permits issued
in month
15. Transient parker occupied 243 80 82 75 83 N/A N/A N/A N/A N/A N/A
16. Monthly parker occupied 373 686 300 572 766 N/A N/A N/A N/A N/A N/A
17. Total parker occupied 616 766 382 647 849 N/A N/A N/A N/A N/A N/A
18. Total spaces available at
1pm on Wednesday 8/22 90 45 55 98 31 N/A N/A N/A N/A N/A N/A
19. "All Day" parkers
paying 5 hrs. or more
A:Weekday average. 169 208 116 146 121 N/A N/A N/A N/A N/A N/A
B:*Maximum day N/A* N/A* N/A* N/A* N/A* N/A N/A N/A N/A N/A N/A
20. Utilization by long N/A* N/A* N/A* N/A* N/A* N/A N/A N/A N/A N/A N/A

(1) Lot #6 does not have gate control, therefore no transient count available
(2) (Permits/Oversell Factor + Weekday Avg.) / Total Spaces

term parkers

* Average Maximum day not available currently in Skidata

** Unique invididuals represent the actual number of unique people on the wait list regardless of how many structures they have requested.
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Birmingham Parking System

SP+

Transient & Free Parking Analysis
Months of August 2017 & August 2018

August 2017

GARAGE TOTAL CARS FREE CARS CASHREVENUE % FREE
PEABODY 18,114 10,396 | $ 55,518.00 57%
PARK 18,434 9,457 | $ 47,688.00 51%
CHESTER 7,833 2,865 | $ 54,356.07 37%
WOODWARD 14,555 7,091 | $ 39,876.00 49%
PIERCE 30,218 15,426 | $ 78,247.00 51%
TOTALS 89,154 45235 | $ 275,685.07 51%

August 2018

GARAGE TOTAL CARS FREE CARS CASHREVENUE % FREE
PEABODY 17,851 10,051 | $ 28,386.02 56%
PARK 21,696 0,618 | $ 49,665.02 44%
CHESTER 7,874 2,661 | $ 49,817.03 34%
WOODWARD 13,536 6,227 | $ 34,215.02 46%
PIERCE 27,771 13,586 | $ 67,893.03 49%
TOTALS 88,728 42,143 | $ 229,976.12 47%

BREAKDOWN: |TOTAL CARS -.5%

FREE CARS

-7%

CASH REVENUE

-17%

Page 1



270

REVENUES:

EXPENSES:

Revenues - Monthly parking
Revenues - Cash Parking
Revenues - Card Fees
Revenue - Lot #6

Salaries and Wages
Payroll Taxes

Workmens Comp Insurance
Group Insurance
Uniforms

Insurance

Utilities

Maintenance

Parking Tags/Tickets
Accounting Fees

Office Supplies

Card Refund

Operating Cost - Vehicles
Pass Cards

Employee Appreciation
Credit Card Fees

Bank Service Charges
Miscellaneous Expense
Management Fee Charge

National Garages / Central Parking System

CITY OF BIRMINGHAM - Combined
Income Statement
For Periods Indicated

Month Ended
August 31, 2018

1 Month Ending
August 31, 2018

Month Ended
August 31, 2017

1 Month Ending
August 31, 2017

190,467.00 429,559.00

229,976.12 450,862.12

240.00 285.00

22,182.41 27,687.41

TOTAL INCOME 442,865.53 908,393.53

65,833.23 130,319.51

6,260.77 12,398.89

2,995.54 5,930.21

19,310.68 40,779.74

440.47 750.53

10,655.44 21,310.88

925.81 1,704.18

14,036.72 27,340.49

428.33

4,533.97 8,897.94

472.20 871.74

713.18 1,522.75

4,000.00 4,000.00

64.00

9,661.32 22,678.91

75.28 153.49

392.79 695.72

3,875.00 7,750.00

TOTAL EXPENSES 144,182.40 287,597.31
OPERATING PROFIT 298,683.13 620,796.22

9/26/2018

243,624.00 434,411.25
275,685.07 549,591.32
350.00 810.00
16,095.00 16,995.00
535,754.07 1,001,807.57
62,120.27 121,010.60
5,735.69 11,187.94
2,635.99 5,135.17
19,025.95 43,186.56
929.97 929.97
9,653.72 19,307.44
1,036.81 1,931.81
3,258.80 4,080.66
4,441.91 8,838.44
507.79 758.93
541.87 1,130.09
12,420.26 25,544.01
75.23 167.14
358.94 585.97
3,875.00 7,750.00
126,618.20 251,544.73
409,135.87 750,262.84

Confidential



270-6485

REVENUES:

EXPENSES:

Revenues - Monthly parking
Revenues - Cash Parking
Revenues - Card Fees

Salaries and Wages
Payroll Taxes

Workmens Comp Insurance
Group Insurance
Uniforms

Insurance

Utilities

Maintenance

Parking Tags/Tickets
Accounting Fees

Office Supplies

Card Refunds

Operating Cost - Vehicles
Pass Cards

Employee Appreciation
Credit Card Fees

Bank service charges
Miscellaneous Expenses
Management Fee Charge

National Garages / Central Parking System

CITY OF BIRMINGHAM PIERCE DECK
Income Statement
For Periods Indicated

Month Ended
August 31, 2018

1 Month Ending
August 31, 2018

Month Ended
August 31, 2017

1 Month Ending
August 31, 2017

35,765.00 75,700.00

67,893.03 122,274.03

15.00 15.00

TOTAL INCOME 103,673.03 197,989.03

12,152.81 23,268.67

1,120.48 2,140.74

553.21 1,059.50

4,396.25 9,327.21

80.20 142.22

1,992.68 3,985.36

353.81 420.18

2,854.52 4,234.15

61.72

899.37 1,764.74

94.44 174.35

142.63 304.54

800.00 800.00

2,852.07 6,056.94

11.49 22.98

32.23 45.67

775.00 1,550.00
TOTAL EXPENSES 29,111.19 55,358.97
OPERATING PROFIT 74,561.84 142,630.06

9/26/2018

39,863.00 71,037.25
78,247.00 144,676.25
165.00 285.00
118,275.00 215,998.50
11,368.46 22,902.96
1,037.42 2,093.61
482.50 972.02
4,676.83 10,106.00
186.09 186.09
1,860.60 3,721.20
128.80 307.80
210.10 282.46
865.37 1,730.74
101.56 151.79
108.37 226.01
3,525.20 6,708.04
20.10 33.22
20.12 29.12
775.00 1,550.00
25,366.52 51,001.06
92,908.48 164,997.44

Confidential



270-6486

REVENUES:
Revenues - Monthly parking
Revenues - Cash Parking
Revenues - Card Fees

EXPENSES:
Salaries and Wages
Payroll Taxes
Workmens Comp Insurance
Group Insurance
Uniforms
Insurance
Utilities
Maintenance
Parking Tags/Tickets
Accounting Fees
Office Supplies
Card Refund
Employee Appreciation
Operating Cost - Vehicles
Pass Cards
Credit Card Fees
Bank service charges
Miscellaneous Expense
Management Fee Charge

National Garages / Central Parking System

TOTAL INCOME

TOTAL EXPENSES

OPERATING PROFIT

CITY OF BIRMINGHAM PEABODY DECK

Income Statement
For Periods Indicated

Month Ended
August 31, 2018

1 Month Ending
August 31, 2018

Month Ended
August 31, 2017

1 Month Ending
August 31, 2017

19,275.00 56,590.00
28,386.02 54,102.02
15.00 15.00
47,676.02 110,707.02
11,198.26 22,191.70
1,029.50 2,038.10
510.00 1,010.75
4,396.23 9,327.17
80.00 142.01
1,520.17 3,040.34
143.00 321.00
2,730.29 5,226.14
61.71

809.19 1,584.38
94.44 174.35
142.64 304.55
800.00 800.00
1192.87 2,708.40
11.49 22.98
31.49 44.84
775.00 1,550.00
25,464.57 50,548.42
22,211.45 60,158.60

9/26/2018

29,432.00 54,307.00
55,518.00 88,279.00
84,950.00 142,586.00
10,365.03 18,827.80
942.36 1,712.09
440.01 799.47
4,735.81 9,733.36
185.97 185.97
1,419.03 2,838.06
218.98 397.98
119.91 192.27
775.19 1,550.38
101.56 151.79
108.37 226.02
2501.22 4,070.91
10.10 26.01
19.33 25.93
775.00 1,550.00
22,717.87 42,288.04
62,232.13 100,297.96

Confidential



270-6487

REVENUES:
Revenues - Monthly parking
Revenues - Cash Parking
Revenues - Card Fees

EXPENSES:
Salaries and Wages
Payroll Taxes
Workmens Comp Insurance
Group Insurance
Uniforms
Insurance
Utilities
Maintenance
Parking Tags/Tickets
Accounting Fees
Office Supplies
Card Refund
Operating Cost - Vehicles
Pass Cards
Employee Appreciation
Credit Card Fees
Bank service charges
Miscellaneous Expenses
Management Fee Charge

National Garages / Central Parking System

CITY OF BIRMINGHAM PARK DECK
Income Statement
For Periods Indicated

Month Ended
August 31, 2018

1 Month Ending
August 31, 2018

Month Ended
August 31, 2017

1 Month Ending
August 31, 2017

41,867.00 102,339.00

49,665.02 87,304.02

90.00 90.00

TOTAL INCOME 91,622.02 189,733.02

13,315.85 27,054.30

1,232.40 2,503.73

605.86 1,230.87

3,502.65 7,368.11

80.00 142.01

2,276.47 4,552.94

143.00 321.00

2,675.89 5,544.33

61.71

915.28 1,796.56

94.44 174.35

142.64 304.55

800.00 800.00

2,086.34 4,304.54

11.49 22.98

45.72 61.22

775.00 1,550.00
TOTAL EXPENSES 28,703.03 57,793.20
OPERATING PROFIT 62,918.99 131,939.82

9/26/2018

63,458.00 109,112.00
47,688.00 106,018.00
111,146.00 215,130.00
13,675.07 26,803.16
1,256.98 2,465.24
580.17 1,137.16
3,728.23 7,968.15
185.97 185.97
2,125.49 4,250.98
218.98 397.98
1,166.18 1,381.36
881.28 1,762.56
101.56 151.79
108.37 226.02
2,148.46 4,943.24
10.10 20.20
21.92 32.16
775.00 1,550.00
26,983.76 53,275.97
84,162.24 161,854.03

Confidential



270-6488

REVENUES:

EXPENSES:

Revenues - Monthly parking
Revenues - Cash Parking
Revenues - Card Fees

Salaries and Wages
Payroll Taxes

Workmens Comp Insurance
Group Insurance
Uniforms

Insurance

Utilities

Maintenance

Parking Tags/Tickets
Accounting Fees

Office Supplies

Card Refund

Operating Cost - Vehicles
Pass Cards

Employee Appreciation
Credit Card Fees

Bank Service Charges
Misc Expense
Management Fee Charge

National Garages / Central Parking System

CITY OF BIRMINGHAM CHESTER DECK
Income Statement
For Periods Indicated

Month Ended
August 31, 2018

1 Month Ending
August 31, 2018

Month Ended
August 31, 2017

1 Month Ending
August 31, 2017

46,545.00 98,595.00

49,817.03 118,357.03

75.00 75.00

TOTAL INCOME 96,437.03 217,027.03

15,887.85 31,564.94

1,649.83 3,290.68

722.29 1,435.06

3,513.46 7,389.73

120.27 182.28

2,450.00 4,900.00

143.00 321.00

3,100.11 8,280.32

181.48

984.24 1,934.48

94.44 174.35

142.64 304.55

800.00 800.00

- 64.00

2,092.73 6,132.03

29.32 61.57

35.15 99.81

775.00 1,550.00
TOTAL EXPENSES 32,540.33 68,666.28
OPERATING PROFIT 63,896.70 148,360.75

9/26/2018

51,797.00 96,001.00
54,356.07 105,658.07
170.00 480.00
106,323.07 202,139.07
12,101.81 23,598.56
1,148.75 2,213.04
513.55 1,001.47
3,728.21 8,136.07
185.97 185.97
2,286.60 4,573.20
242.87 421.87
1,684.51 2,074.13
1,028.18 2,010.98
101.56 151.79
108.37 226.02
2,448.87 4,906.92
24.83 67.51
93.83 102.80
775.00 1,550.00
26,472.91 51,220.33
79,850.16 150,918.74

Confidential



270-6489

REVENUES:

EXPENSES:

Revenues - Monthly parking
Revenues - Cash Parking
Revenues - Card Fees

Salaries and Wages
Payroll Taxes

Workmens Comp Insurance
Group Insurance
Uniforms

Insurance

Utilities

Maintenance

Parking Tags/Tickets
Accounting Fees

Office Supplies

Card Refund

Operating Cost - Vehicles
Pass Cards

Employee Appreciation
Credit Card Fees

Bank Service Charges
Miscellaneous Expense
Management Fee Charge

National Garages / Central Parking System

CITY OF BIRMINGHAM N. WOODWARD DECK
Income Statement
For Periods Indicated

Month Ended
August 31, 2018

1 Month Ending
August 31, 2018

Month Ended
August 31, 2017

1 Month Ending
August 31, 2017

47,015.00 96,335.00

34,215.02 68,825.02

45.00 45.00

TOTAL INCOME 81,275.02 165,205.02

13,278.46 26,239.90

1,228.56 2,425.64

604.18 1,194.03

3,502.09 7,367.52

80.00 142.01

2,416.12 4,832.24

143.00 321.00

2,675.91 4,055.55

61.71

925.89 1,817.78

94.44 174.35

142.64 304.55

800.00 800.00

1437.31 3,477.00

11.49 22.98

33.11 48.00

775.00 1,550.00
TOTAL EXPENSES 28,148.20 54,834.26
OPERATING PROFIT 53,126.82 110,370.76

9/26/2018

59,074.00 103,954.00
39,876.00 104,960.00
15.00 15.00
98,965.00 208,929.00
14,609.90 28,878.12
1,350.18 2,703.96
619.76 1,225.05
2,156.87 7,242.98
185.97 185.97
1,962.00 3,924.00
227.18 406.18
78.10 150.44
891.89 1,783.78
101.56 151.79
108.37 226.02
1796.51 4,914.90
10.10 20.20
22.65 33.78
775.00 1,550.00
24,896.04 53,397.17
74,068.96 155,531.83

Confidential



270-6484

INCOME

EXPENSES

Revenues - Monthly Parking Lot #6 & Southside

TOTAL INCOME

Liability Insurance
Office Supplies (Hanging Tags)
Misc.
TOTAL EXPENSES

NET PROFIT

National Garages / Central Parking System

CITY OF BIRMINGHAM lot #6
Income Statement
For Periods Indicated

Month Ended
August 31, 2018

1 Month Ending
August 31, 2018

Month Ended
August 31, 2017

1 Month Ending
August 31, 2017

22,182.41 27,687.41
22,182.41 27,687.41
215.09 396.18
215.09 396.18
21,967.32 27,291.23
9/26/2018

16,095.00 16,995.00
16,095.00 16,995.00
181.09 362.18
181.09 362.18
15,913.91 16,632.82

Confidential



	1_Agenda.20181003
	2_07-11-18APCmin
	3_Parking Plan Recommendations memo
	4_Birmingham Parking Plan - Final Report DRAFT 9.27.2018
	5_20181003 Data Analytics Rec and Parking Utilization Report
	6_Smarking Proposal
	7_20181003 Parking Garage Sweeper Purchase
	8_Sweeper Quote
	9_Handicap Parking - Garage Survey
	'10_2018 Handicap Survey
	'11_Lot 12 Survey
	'12_Lot 12 Counts
	'13_BSD Annual Holiday Marketing Campaign Memo 2018
	'14_Structure Occupancy (Available) September
	'15_Chester September 2018
	'16_NOW September 2018
	'17_Park September 2018
	'18_Peabody September 2018
	'19_Pierce September 2018
	'20_August 18 Monthly Report.xls
	'21_Free Parking Report
	'22_2018.2019 Monthly Income Statement



