
The original documents are located in Box 1, folder “Hispanic Businessmen's Association, 
Inc.” of the Fernando E.C. De Baca Files at the Gerald R. Ford Presidential Library. 

 
Copyright Notice 

The copyright law of the United States (Title 17, United States Code) governs the making of 
photocopies or other reproductions of copyrighted material. Gerald R. Ford donated to the United 
States of America his copyrights in all of his unpublished writings in National Archives collections.  
Works prepared by U.S. Government employees as part of their official duties are in the public 
domain.  The copyrights to materials written by other individuals or organizations are presumed to 
remain with them.   If you think any of the information displayed in the PDF is subject to a valid 
copyright claim, please contact the Gerald R. Ford Presidential Library.  



1A TECHNICAL AND MANAGEMENT ASSISTANCE 

• CONTRACT RENEWAL PROPOSAL 

Submitted for Funding to: 

Office of Minority Business Enterprise 

Department of Commerce 

Washington, D. C. 

Contact Person: 

By: Hispanic Businessmen's Assoc., Inc. 

841 N. Clinton Ave. 

Rochester, New York 14605 

Mr. Emilio Serrano 

Solicitation (RFP) No:. 5-36537 



.. , 

' I 

• I 

, , I '· 

l • ,. 
I', .' 

!'I 

TABLE . : , ,• ·, . OF CON~NTS ' ' • i\{~I;iiii}l~lt::(i'• ' 
, , I ... 

'',1 
'. '. 
,"t\' 
'. 

' I 
' 

,• I ' 
, · 
, ':'i 

• .. : ! 

I. Management and Background Information ·;· . .-·:,:..)f-.;<: '"' 'J::- )•, • 

II. · Financial Informat'ion • ' ' I •' ' 

III. Technical ·Information 

//i:!·:/1,··:.·. 
':} 

a. ::. Statement of Need 
,•·1:• i'. 

_: b• Program Objective 

Shopping Center Project 

i; 

Phased Plan Format 

'.: ·,, ,::Organizational , ._..,,' 
Summary 

V. /\ Time . ,,, Phased Plan Format 

' .. I' 
Staff Time Allocation 

VI • . : Proposed Budget Estimate 
', •• 

a. :· Budget Estimate 

• J· .,-. b • . ·:· .-,: . .,, ', ' ' 
Personal Information 

' ' '' 

c • . Fringe Benefits 
j•'' 

! . • 

Consultant and CGntraot 
·, i '.•' 

.. ' •" ... , .. 

e. .Travel Cost 

f. '.:' Facility Cost 

g. Other Direct Costs 

Indirect Costs 

VII. ,1:: :· Enclosures 

I, r, • 

,,, 

' . 

•••, I - ' 

' .. .. : '· 

Services 

·1:' • - . , • 
; r_ 1,'.;,:•,I: .:, ( .,•:1-., 

' • 1 .i'' .'f~_., ' .. 
' t•. ·'.:,,. 

I" 

• 'l I , ! :• ; :• •~ '.' 

: : ", / :• : 1 ,~ I ,•j i 

., ri·.·::.(./1. ',: Board of Directors' List· 
t' ; I ~• • I •1 '.: ' ,I ,;' • '. • ' 

•: ' I t , ~- •\ 
. , , ··1 

• I 

. \ 

•• . .. ,: :·i:.·~ ;\· 2. • ., Organizational Chart 

/ \2'. {1!>• ( Position Description '. / \ ' ; ;·,r.,r ~1 
, ,{;j",\\ : S~tem.~nt from ~countan\ /,':• ;•~i·\{!{Ii:}f( / 
•,1,:• , •: '; i I ; •• i,•~ :•,. J ,~ : ,. • , I 

1 

. ~. 
' ! 



VIII.· Attachments 

l. Schematic of Shopping Center 

Memorandum of Agreement 

3. Supporting Letters 

4 . . • L. D. C. Functions 

I' 

1,'' 
i ,,,. l 

t; 

·, .. , 
I , •. I'' 

s. Market Analysis of _Upper Falls Area • ·• •.,,I 
. · , ,;'ti, 

··•:1 

;,:. 

:•·. 

,, • I 

•,' 

, , 
'•• ··.· .' 1' :; 

·' . ~, 

.:,,, 

• ' '1 

.1•,:'.:'. 
,.• ' l, 

<' 

i• r ;·: '~; ', ( .~ ··! 

.. , 1. 

I ' ' 

., , .. 
: :_:.<\. ,·:;, 

• I ,·, ' J 

" ' '. t ., 1' '. 

I' 



' ' 
1,,1, 

I • . ·; Management and Background Information 

a. There have been changes in the Board of Directors 

, since the last proposal was . submitted to OMBE. Main changes · 

. result from recent hoard elections. A current list of the 

. ·Board of Directors of HBA is attached as enclosure I. 

, h. Neither Corporation members of the Board of Directors nor 

• staff members of HBA own in par'\;. or whole any business . interest 

which has or could he assisted by this organization or . any 

OMBE funded pro·gram. 

c. There have been no changes in the parent 'organization. 

d. No revisions l1ave been made in the Corporation's charter 

and by-laws. 

e. A current org_anizational chart describing t he functions 

of the organization is being enclosed as enclosure II. 

f. HBA will continue to operate as presently functioning. ,.: 

No restructuring is being considered under this propo·sed 

program. 

g. The position of Administrative Secretary has been revised 

to Administrative Assistant. A new position description has 

been established. with added responsibilities. (See Enclosure I~I). 

II. 

·h. There have been no .changes 

the last OMBE funding. 

Financial Information 

a. HBA strictly relies on OMBE funding. 
' 

There is n9 _current or pending Federal,grants ' othe 
I • ,' 

OMBE I s •• ' . ' : 
' ' ' • 

' I•, . ,, .. ·: ' .. . · . . 
' .. , 

• : , •, .,1"1,,·•'.<;I:,:,•, 
I, -. •' ,• ' , ! ,;I 

• ' .~ : : .' ' ' ' ' I ( I • : f • : ' t : •' f' I ~ ) ! : 

'. 

' ' ' 
' ' 

' • 
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c. 1. Public Accountant 

Sidney Z. Galinsky P.A. 
221 Ridge Rd. E. 
Rochester, New York 14621 
Tel. (716) 266-0350 

The accountnat prepares financial statements, checks monthly 

expenditures, prepares employers tax return, and prepares 

other statements as necessary. Also audits books and records 

for yearly certified report of operation. 

2. The books are now being kept on an accrual basis 

previously the books were kept on a cash basis and adjustments 

made at the end of the accounting period (contract period). 

3. Refer to attached statement from accountant (enclosure 

IV). 

4. No advance of Federal contract funds is being requested. 

III. Technical Information 

a. Statement of Need 

A basic dispacity in business ownership and business 

success exist in the City of Rochester. At present, small 

minority busine·ssmen are not able to fully participate in the 

economic activity of the area on anywhere near a proportionate 

basis. 

In the Upper Falls and Brown Square areas of the City, 

for example, the vast majority of minority businesses consist 

of Barber Shops, Beauty Salons, Bar Restaurants, Grocery Stores, 

Boutiques, and Service Stations. These minority businesses 

have been greatl y effected by high unemployment, underemployment, 

vandalism, and to complicate matters, there is~ hesita ~ •4i>,. 
insurance companies to provide coverage for existing or . 
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businesses in these areas. 

Partially as a result of their historic exclusion ·from 

many sections of economic activity, there exist a lack of 

any formal economic structure in the minority business commu-

nity. This fact handicaps and -discourages those who seek to 

develop busines~ and are confronted with the seriou·s lack of 

help that is available for solving their problems. 

Left unass~sted these minority entrepreneurs would 

be lacking the necessary management and technical services 

essential to their growth. They would be without a source 
' of information as to. consumer trends and appeals, evaluation 

of market segments, competitive analysis, and alternative strategies 

in pricing, customer services, distribution, product service, 

promotion and advertising etc. 

The emphasis that has been placed on hisp~nic b_usiness-

men was due to the fact that the Federal, State and financial 

institutions who are presently assisting English speaking busi-

nessmen in management skill cannot reach the Spanish.speaking 

entrepreneurs ~s a result of speaking above the limitations 
,, 

of their under~tanding of the English language. not as a 

result of their· complete ignorance of the language, and the 

unfamiliar apprpach utilized which could be interpreted 

as rude, unsinc~re apd unconcern~ng although n~t neqessarily 

so. Hence, ani information, research and econ~mic education 
I •, 

of possitive v~~ue would be lost and become a ,~jor stumbling 

block for :the S:p;anish entrepreneur. This furthered neg • .... • 
,, 

reinforced by ~e lack of sufficient :. publications and i 
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in Spanish. 

We intend to continue to provide our managerial competance 

supplemented with other factors such as motivations, perseve-

rance, and flexibility to all minority entrepreneurs and not 

limited to hispa.nic businessmen. 

A new awareness must be provided to all existing potential 

entrepreneurs who have the potential to expand above· the level 

of a "nickel and dime" operation. 

B. Program Obj;ectives 

The Hispanic Businessmen's Association intends through 

•its present facilities to foster economic deveiopment of · 

the minority community. 

This program will confront minority businessmen's problems, 

develop solutions, and stimulate correct approaches to the 

aforemention ptoblems. 

The progra~ will identify potential entrepreneurs and 
I 

assist them in preparing feasibility studies and marketing · 

plan,s. Furtherinore, technical assistance will 1be given to 
I, 

prepare financial packages to present to the l~nding insti-
' 

tutions. It will identify new market opportunl·ties and make 

objectives assessment. Simultaneously, it will attract and 
' 

inform the best· qualified candidate within a pa~ticular 

market, and then pull the necessary resources ~n order to 
" initiate a successful business. 

Orientation and counseling 
l ,,; 

on basic managE!}\l.ent skills 
• ,.: " will be provided. This program intends to deve~op the ex e ~ • 

of the minority entrepreneurs in the fundamentals of book 

marketing, purchasing,· sales promotion, cash flow, public ' I 
·I 

J 
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relations, job appraisals, inventory control etc. This 

assistance will be conducted on a one-to-one basis for 

optimum benefit of the participant. The minority businessman 

will be given those skills he desires - and those he has been 

made aware of needing. 

On a larger scale of orientation, HBA will continue to 

develop and coordinate programs with the higher institution 

of learning in the city. 

At present, HBA has developed a twelve week training course, 

in conjunction with Monroe Community College and Rochester 

Institute of Technology, . which covers the following areas: 

building blocks of sound business practice, marketing, sales 

promotion, inventory control, record keeping, insurance coverage 

and retirement plans, business legal structure, investment, 

and identifying business resources. 

In order to assure effectiveness and active participation 

of the attendees, enrollment was limited to 25 students. 
,. 

This course is actively on its way and presently it has 

a zero attrition rate. 

A second training program of this nature will be offered 

in July. The enrollment, although officially will not start 

until June, already consist of 20 businessmen who where not 

able to participate in our pres~nt prog~am because of the 

limitation of 25 attendees. 
,. 

This is an approved and recognized course by Monroe Commu-

nity Coilege and certificates will be awarded on the 

and social night to be conducted. 

All businessmen who successfully complete one of 

,,,,,,,,-;·· •. 
gradu_a-..i~R 

the 

·~ i ,.J 
'. C 
\~ .._.,, 

I 

J 
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course, also consisting of twelve weeks in one of the areas 

already studied, s:uch as a 12 weeks training course in 

merchandising. 

HBA has been assured by Dean John Cotman, of Monroe 

Community College that we will be able to conduct as many 

training courses as desired. Dr. Cotman has expressed his 

willingness to recruit volunteers from .his staff and students 

to serve as volunteers consultants to assist minority business-

men. Dr. Cotman ·is presently serving in this capacity. 

It is the intention of HBA to conduct three, twelve week 

training courses certified by Monroe Community College a year. 

Strong emphasis will be placed on such programs since mis-

management is the most single out factor in a failure of 

a business. Attached, will be program outline of the course. 

One of the specific objective of HBA is to continue the 

progress of organizing and legally incorporating under state 

laws and by the charter of the Small Business Administration 

a Local Development Company. It will be completely composed 

of minority entrepreneurs and will be non-profit organization. 

Our attornies are in the process of finalising the legal aspects. 

(See attached function of L. D. C.) 

This objective will be accomplished as part of our plan 

to develop a minority owned Shopping Center in the City of 

Rochester. In a memorandum of agreement with the City of 

Rochester, HBA has been named the developers of the Shopping 

Center to be located in the Upper Falls area. The exist· 

commercial facilities within the Upper Falls area . can b 
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characterized as typical old neighborhood commercial units. 

The lack of suitable retail facilitieij on the major commercial 

strips often force consumers to travel considerable distances 

to do their major shopping. This becomes a stumbling block 

for senior citizens and minority consumers with large household 

and young children. Also traveling will become increasingly 

more difficult and unpractical due to fuel shortages and price 

increases. 

Future demands for services and goods will continually 

increase as the present new housing units, approximately 700 

become occuppied just adjacent the proposed site for the Shopping 

Center. It is also anticipated that the number of new housing 

will reach 1,400 units under Urban Renewal. Most if not all 

of these units will be occupied by minority tenants since the 

housing is ear-market for low income people. Disregarding 

this, the situation of present residents demands that additional 

consumer facilities must be established to meet their needs. 

The commercial facilities that are available are in a state 

of deterioration, and most are separated by unkept vacant lots, 

and boarded store front, making them unappealing to consumers. 

In addition, and a more important point, the limited variety 

of depth of merchandize is also undesirable and to complicate 

matters further, most stores carry the same identical brands. 

Hence, consume:x:-.s, in many instances are forced to buy goods 

which they consider unsatisfactory. 

It should be furthered noted that a large number o 

minority business were uprooted as a result of Urban Re 

thus adding to the shortages of needed goods and services. 



- 8 -

The proposed commercial center will then provide displaced 

minority tenants with new opportunities to market their goods 

and services in a modern and efficient retail space. Also 

to a large extent, a number of existing minority will be 

expected and motivated to be candidates for relocation ·into 

the propsed new facilities. 

It is also felt that special attention must be given to 

small minority businessmen who might not be able to lease a 

relatively large unit. Hence, a public market has been drawn 

into the schematics by the architects that will provide modern 

facilities within an enclosed area of the commercial center 

so that these vendors can d~splay their goods. In short, it 

provides small vendors, who otherwise find it hard to survive 

under present deteriorated structure to relocate in an amble 

competitive market with the same facilities and opportunities 

as larger merchants in the Urban Shopping Center. 

This proposed project will generate both public and private 

investment. Public investment will result from present negocia-

tions between HBA and the City of Rochester. Our proposal has 

been submitted to the City, Department of Corpmunity Development. 

They have approved such a proposal and requested that HBA obtain 

funds from Model Cities programs up to include $330,000. Simul-

taneously, the Depa~tment of Economic Development of the •city's 

Urban Renewal has requested that •city Council approve one of 

the following and I quote: 

Upper Falls Commercial - Shopping Center 

Participation of the City of Rochester · 

1. Purpose/Justification of Participation: 
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The 151,000 sq. ft. shopping center proposed by the His-

panic Businessmen's Association (HBA} would not be economically 

feasible without some financing assistance. The City appreciates 

the necessity of the .shopping center, which will provide con-

centrated retail and community space, much needed for the stability 

of the growing neighborhood area. (Market studies have documented 

the need for commercial facilities to accommodate the existing 

and growing population over the next few years on the near north 

side of the City.} 

As the City, thru the local Urban Renewal Agency, presently 

owns the land for the proposed site, the opportunity exists 

to provide assistance for areas designated as "public" space 

~.e. on-site parking, landscaping, pedestrian areas, lighting, 

and the Public Ma:rket~-small concept with retail stalls comprising 

of approximately 69,000 sq. ft.) within the Shopping Center. 

The city proposed to develop these areas in conjunction wifuthe 

balance of the center. 

The City also proposed to assist in completing the assembly 

of a development team, finalizing financial arrangements for 

the balance of the project and providing other technical assis-

tance related to the land development package. 

2. Alternatives of City Participation: 

The City may participate in the financing of the on-site 

parking facilities and public market in a number of ways. 

Among the possibilities which are being tested are: 

a. Retaining ownership of that portion which it develops 
{parking and public market} and leasing the spa 

,0 
.:i,, 

··.,,> ., 
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at a rate equivalent to the property taxes which would 
apply if privately owned. 

b. The City could sell the developed land and structure 
to the developer of the shopping center on a favorable 
basis. 

The purpose of City participation is to balance the financial 

equation for in-City Shopping facilities relative to comparable 

facilities elsewhere reflecting the ability of inner-City tenants 

to afford new space and to interest chain tenants in returning 

to the inner-City. • {End of Quote) 

The City has reviewed the legal aspects of the proposal 

and feel it is justifiable for its participation. The city 

has informed us it will give us its complete support. Also 

Mr. Stockton, Director of Economic Development, has stated that 

City participation would be over one million dollars. That he 

realizes that anything under this amount would be tokenism. 

Knowing this is definitely a precedent in New York State and 

pos~ibly in the Nation, the City will give its full support 

to insure the success of the Shopping Center. 

Private funds will be obtained from both private financial 

institution and the minority owned LDC. 

It is not the intention of the proposed commercial center to 

takethebusiness from existing retailers. A recent market analysis 

of the Upper Falls area prepared by Harqrner, Siler, George Asso-

ciates Washington, Atlanta, Denver for the Hispanic Businessmen 

Association shows that many of the proposed goods and services 

to be offered are not presently available to satisfy the consumers ,, 
needs of the Upper Falls area . . Hence, the proposed 
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will provide those goods and services not presently 

available. 

The proposed commercial center will consolidate the 

typical neighborhood shopping center and public market into 

a relatively new concept. 

The specific objectives that the shopping center will 

accomplish are c;lS follows: 

1. Create additional employment by: · 

a. promoting new business 

b. the center hiring of personnel for maintenance, 

security and general upkeep. 

c. the hiring of employees to maintain continual 

operation and expansion of the retail outlets. 

d. Create business opportunities for local minority 

services contract. 

2. To provide goods and services not presently available 

to the consumers of the Upper Falls area. 

3. To accomodate the future increasing demands of con-

sumers goods brought about 700 housing units already completed 

in addition to the projected figure of ~,400 units under Urban 

Renewal plans. 

4. To allow opportunities for existing minority businesses 

to relocate from pr~sent deteriorated retail space. 

5. To provide space for minority businesses uprooted by 

Urban Renewal in the Upper Falls area. 

6. To provide opportunities for potential 

preneurs to extend a sound business venture with the pr 
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training and expertise -provided by our office. 

7. To make space available within the commercial center 

small minority ve~dors, unable to meet rental cost of commercial 

space, to display their goods uniformily within a special 

market. 

The city's financial participation will lower the leasing 

expense and keep it at reach of the minority entrepreneur. 

Attached to this proposal are the .market analysis, letters 

of support and the memorandum of agreement. 

This office has been able to accomplish this plus handling 

clients who, and there are a great number, have been in_ business 

for over a year and have no records or paid state sales tax 

just as the following example: 

ANASCO RECORD AND JEWELRY SHOP 

A rather complex group of problems came t-0· our attention 

relating a client ·who _requested assistance frotn us in June of 

1974. 

Luis M. Beltran who was able to open a Record and Jewelry 

Shop opened his business and started sellingmet:chandise without 

keeping records of what he sold. bought,or what his expenses were. 

He didn't· pay his sales tax or keep any record ,of his collections. 

When he requested assistance from us the State was ready to 

close his business for failing to pay $tate Sal;es Tax. Also.Mr. Beltran 

because of an apparent misunderstanding fell behind in his loan 
•. 

repayment and was not paying his supplyers. Mr. Beltran 

not aware of how much inventory he had left on his store 

products were s~lling faster then others. · 

fDto 
l'_.. 

hat -
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We visited his place of business to study his case and 

immediately advised -him to close for 2 days,took an inventory 

of what he had there, collected all the invoices for merchandise 

and from that determined his gross sales from the time he opened 

his business which was five months before he requested assistance 

from us. 

Then we prepared a Balance Sheet and a Profit and Loss 

Statement for him. 

We set up an appointment with the New York State Dept. of 

Taxation and Finance and took Mr. Beltran with us. We explained 

to them the reason why he was unable to pay his taxes in the 

past. We emphasize to them that our organization was going to 

work with him to make sure that everything be done in order. 

The State gave him an·extention of 15 days so we could find a 

solution to his financial problem. 

The next step we took was advice Mr. Beltran that he had 

to sell part of his inventory and we recommended 40% off Sale. 

Also we recommended to him to go after customers to whom he had 

sold on credit. Mr. Beltran took our advise and was able to 

collect enough to become current on all his bills. 

We then took a series of steps to hopefully prevent this 

from happening again. 

This process topk a great number of hours from our staff 

but we were able to save a business and keep Mr. Beltran supporting · 

his family from the proceeds of his now more l~crative business. 

We have set up an accounting system for him and got finan-
,o•• cial statements · every 90 days, This way we are-able to &1tor ~, 

q -.. . 
C .a,, 

- -'II> .,>_, 
,..-___,,. 
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his business continually. 

Another important step that Mr. Beltran took is enroll 

in the training program that we recently started. 

This is a simple case which we find it to be a common 

denominator of many of our clients. Still we have been able 

to salvage their business, turn it successful and keep them 

away from unemployment and welfare lines. We are accomplishing 

this, developing training programs with local colleges and 

upkeeping our time phase plan on the progress of the Shopping 

Center. This office has been able to perform at this level1 plus 

doubling the projection of the Time Phase Plan when at one 

time we had only one professional and one para-profe$sional 

on staff. It was only until last month that we were able to 

reach full staffing in our organization. 

Even under these strenuous circumstances HBA will conduct 

a Trade Fair at the end of the contract period. The fair has 

been made possible through the cooperation of Goya foods products 

Inc. and minority business who will be giving away goods and 

services on a raffle basis to all the consumer participants. 

The raffle tickets will be given at the entrance of the fair 

at no cost to the consumer and the raffling will be done every 

five minutes during that day of Products and Services presently 

provided by the minority entrepreneurs. At each raffling the 

minority businessman will be identified as the provider of the 

goods and services. In addition Goya will give away every 

half hour a case of assorted can goods. 

The purpose of this fair is to make the general 
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aware of the goods and services that is being provided by 

minority entrepreneurs. It gives minority businessmen the 

needed exposure to continue expanding their market. 

This will be broadcast live on the radio plus the possibility 

of being aired on T. V. Channel 21 P.B.S. 

If refunding is granted, now that the staff is full strength 

we will triple last year projections of the Time Phase Plan. 

Once again I must draw attention to the fact that we have 

shown our capability by doubling our projections without full 

staffing. If refunding is not granted, then the opportunity 

of developing the minority own shopping center, which would 

be precedent as a result of city government participation, would 

be lost in addition to all our programs and services which we 

are presently being provided and so urgently needed. 
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.. ·,• 

••. · .·- ' · '.. P:ROPOSED 10 MONTH BUDGET ESTIMATE • , .;/ ' 
t ,' ! • 'I • , • . 

·, ,' '.••.•., .. ' 

l. • Personnel: (List on following _page) · 
' . Professional Staff 

Support Staff 

Total Personnel . 

2. _Fringe Benefits 

•. I J 

Total Personnel and Benefits 

3 . . Consultants and Contract Services 

4. ·Travel: 

Local 
Out of Town (Inc,lude per diem/ 

sub.sistence) 

Total Travel 

S. Facility Cost: 
) 

Space 
Off ice Equipment '; 
Office Furniture { 

• Total Facility Cost' 

6. Other Direct Costs: ( 

Consumable Suppltes 
Postage 
Printing anq PubJ.ications 
Telephone and Telegraph 
Utilities · ; 
Other 

Total Other Direct ~osts 

·Total Direct and Fa'cility .Costs 

1. Indirect Costs 

.10 mon. 
• .'. Proposed 

Budget 

$34,563 -
7,000 · 

$41,563 

5,197 

$46,760 

·, ~o mon. 
, ' :i• l Approved 

. ·Budget , 
•I'•. I 

:, ''· 

• ·,, $32,917 
.. , ... • 6,167 

., • $39,084 . ' . -.• ' 

4,663 

$43,747 

4,818 ·,::_.,·/·, .·. 4,917 
. ' . . 
• ,,:- !',_ .... 

$ 484 ' ' 
,, 484 ' 'i ' ! , .. •> 

1,040 , 740 
~- \,' ., 

$ l,524 ~ $ 1,224 

$ 1,600 $ 1,500 
482 376 

: 504 .. 

$ ' 2,082 $ 2,380 
',. ' 

$ 494 $ 400 
600 , , . 817 

'' ',,. ' 1,000 . 1,000 ,· 
1,500 . ,,,· 1,293 

300 • . <;: ' : · 300 
____ 9_22_ : :. ,i ·:· .,:·. __ .;;.9.;..;.2.::.2 

$ . 4 816 : '.\ .. ;·: $ 
I ; , ,,i :·; .•:; .. ·-

• $ 6 , 8 9 8 :: ·. :,:: { :: '.· $ 

4,732 

7,112 

•,, . -o- • i • --o-
$60 QOO $57 ,OQ__Q_ 



, , 
•• ' , t 

C. Fringe Benefits 

l. 
{. 

Hospital Insurance 
(Based on four employees) 
$130 per quarter will be paid by H.B.A. 
and the amounts over $130 to be paid by 
employees. 

2. Social Security 

3. 

4. 

N. Y. s. Unemployment Insurance & 
Federal Unemployment ·Ins. 

Insurance Premiums - Workmen's 

• I •' • 

. ' '.' ' 
$1,,732. 00 

1,'. :'' . ,, : 
• l '. ,· ' I I~ ' I 

,. ' 

... ' 
., ' 
', .'· .. 

: . ·.', ,• :. • 700.00 · 

•• ';: 450.00 
• Compens'ation, Liability, and DBL .'I• • ' , • •, • .. _. -'. ·, 

Total 

D. Consultants and Contract Services 

l. s. Galinsky - Accountant 

2. P. Comisar (Attorney) Legal Services 

J 'I, 

1 , $5,197.00 
' ,, 

$1,600.00 

.• 5S0. 00 
(N. Y. s. minimum Bar fees $50 per hour) 

3 •. Technical Advisor - General Technical 
.to clients - (no one retained at this 
we will submit person for approval). · 

Assistance 
time :. ·,.:-·,• • 

4. 

· .. . : ,".:,,' ./·. $1,000.00 
.·i·. :\ ',':'t(·>/ .< 

Maintenance . Contract· ($500 per quarter) • ,' . .' • .·•. $1,668.00 

Total 

• E. Travel 

I " 

•. $4,818.00 

., 
.,, 

Local Travel - 44 weeks - 100 miles per week with a -total mile-

age of 4400 X 11¢ per mile which total ~o. 484. 

Out of Town travel - It is estimated that a maximum of ten 

out of town trips will be taken for this nine month~ period. 

'The estimated cost are as follows: 

Fare 
Taxi - Rochester 
Taxi 

Room 

Total 

··.> .. •· .· N. Y. Trip 
;.· · • ,. 55 ·-.,·:· :•' , .. 

:•· . ' . .. ••·. 
I' / ' .. 

', 

' ' ' . ' ,., 

' . 

10 

10 

10 
15 --

$100 

' • ' I I 



Eight trips tQ N. Y. would be $800 and two trips to Wash. 

would be $240 to oome .to a total of. 

tr.ips. 
\,,· .. ·••' ,; : 

• I •,• ' -,. 
I t · , 

I '._ ' ., 

·F .• Facility Costs 

Leased Space at. ·a41 N. Clint.on Avenue, Rochester, New ~ork·; ,· • 

lst. Floor - 800 square ft. 

2.25 per square ft. per year 

Xerox Machine leased at 

.G. Other Direct Costs 

l. 

2. 

Membership, Dues 
(Rochester Chamber of Commerce 
Credit Bureau of Rqchester, etc.) 

Two conferences disseminate 
technical information and one 

. Trade Fair. ·. • •. 

Total 

H. Indirect Costs 

There were no indirect. costs. 

8. Not applicable 

c. 90% of. the staff allocation will be ·for Technical . 
; , ·',:\· ,, 

• I ' .Assistance and lO~ . •. ,- • for. .:t;he 
',• ; 

: '\ 

' I 
1 it 1 

•I,• .... ·. •, ·,. , . :· ·,·; •:: .·· 
' ... 

•, .· ' 

'· , 
•,, '• , 

out r .each or follow ·up .work/(-':•· .. 

, 1 

··.• 
,: 

•· 
I. ' 

,. 
; ' -1: 

•• , ' '. 

, .. 

,, •' ,., ,, . , , ', .. . ,; . 
, I ; 1 1 I I I ', 

' L . . 

.. , 
' ' 

,•• I 

'I 
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. . Hispanic Businessmen's Association .: : .. t•: _.' .' :<~·: '.: .. :·: :··· .. _ · 
I•: 1 ,.' • ! ,: • L • ;: •, ' ' • • ,:' • I.'. : : ' : • •. : ' .. , • .'.: ', I "I I • I ! •! 'I 

•·,, !' r .,. • i'. :· BOARD OF .DIRECTORS I LIST , ,:,:::_: • ,:_ _.,"'\ ." :\:\:·i. :,,': .. 
1

, '_;' , ' ,\ , • • ·It ', 

' . 
Officers: 

Felix Rivera 
Business Affiliation .~·. 

, Title ., .. , -. 
Business Address 
Home Address • ·.• '· , •. -
Birth Date • • • 
Birth Place 

Gabriel Vilar 
Business Affiliation · 
Title 
Business Address· 
Home Address 
Birth Date 
Birth Place 

•, , , . 

'' , , ' 

' . ' ' ' ' 

• '·· 1 

I ' 

Serafin Ferrer ·~· • 
Business Affiliation : •::·: ' 
Title • ·: ·,·. 
Business Address 
Home Address 
Birth Date 
Birth Place 

Ramon Padilla 
j ,I •, 

• -

Business Affiliation · i: • , . 

• Title 
Business Address 
Home Address 
Birth Date 
Birth Place 

Carmen Luciano 

' . . .. 

'' 
, · ' 

' ' •; .. 
• I .. . ... 
' ' 

Business Affiliation ·· ~. 
Title 
Business Address 
Home Address 
Birth Date 
Birth Place 

W:i.sel Irizarri - ·. -
Business Affiliation. : -
Title 

' ; 

Business ,~ddress ..,_ · • , ,·., ,· .. • 
Home Address . ·,: • • ·: ·· 

':, :1. "· ·: •. ', " ' Bir'th Date 
Birth Place 

' .. : .. ,.• ,,, . 
:• .. ; . ' • •• ': ! • 

'•,:)\: •:It.':'•,\/.' •~•: • 
41,, -; ·,· . ' ' ,. 

• .,•.: ':, ' ' I 

'. 1, i· ' ';., ,, ·: _ .• ., 
President .... • ·\ •· , ·- . 
Shop and Boutique .•:: ., :-:', ·: ; • 

) •t • 

Owner , ;, .(·:.', ··:. 
219 Conkey Ave . . ·'; • ',:(: .\ 
170 Isabelle St . . i ·., :·'".:,:;•,-, 
11/14/39 •• ,;., \-: • · ,,, 
Yabuco, P. R. ,.. 

Vice President 
Urban Renewal Dept. 
Assistant Project Director 
'150 State St., · • 
534 Clay Rd. 

, 1/22/26 
• San Juan, Pu er.to Rico 

'Assistant Secretary 
Irizarry's Grocery Store 
Owner ;.: .. · , • 
191 Clifford Ave. !.//,r, Same , .. , .. ,,:i,.··. 

I, !J .. ::.;:,~>.:::?.-~ '; 
7/13/39 . . ·~ ,. 1 ·_::, 

Guayanilla, • P •• ""• ·: •. , . ;. 
' ·' . 

'.··. :• -• ' ·, .. .. . / ._· ,.·:· :· .. ·,:-_:,.. ' 
I, , I 1 , 
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. . . •. - . . -· __ ... 
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. :-·.· 

- --

. 

ADVISOR)" 
COUNCIL 

---- .. . ... --. --·.; . . . -. 

•. 

•. 

-. . -... . . . 

.. -

. _-

• . . .. .. -

._ 
--. -

--- ---

. ... . --. - ·- ---- - :;- -
BOARD of 

DIRECTORS 

s'PANISH BUSINESS 

DEVELOPMENT 

CENTER 

_.:..,::....--------"-----------1 

•. 
STAFF: 

• : :_; -·--

Director 
Asst. · Director 
_Financial Spec. 
Administrative Ass 

.-

: __ .• 

-~ ~-:-.=--~-,:.~ :-_:-_: __ ~: 
~- -·-: 

.: > --- ·- - -

_: ·:·,·.- - - ----

. . . - . •. 

I 

-
--

r 

CONSULTANTS 

.-
--

:. 

._-: -- ' - •. -



..:.n.c:..osure III 

Administrative Assistant 

l. Performs initial screening of potential clients. 

2. Responsible for maintaining ·and updating clients. 

current and inactive files. 

3. Insures all reports and information concerning 

clients are properly submitted. 

4. Purchases all office and maintenance supplies as 

needed. 

S. ·, Responsible for all correspondences and insures 

prompt responds to any directed question. 

6. Computes and prepares payroll. 

•· 7. Assist in preparation of Employees' quarterly tax. 

(Form 941). 

8 . . Maintains petty cash. 

9. Performs all other bookkeeping functions up to and 

including trial balance. 

10. Maintains calendar appointments and travel ,arra~gements 
' . 

for the Director and staff. 

ll. Performs all related secretarial duties. 
' ': ' . '., . . 

. , '. ': :· . . '. •,' 

.· ., 
' :· " \ 1 

•• ,1 '. ' ' ) • 

' ' • 

·, \' ., ' '\ . . ' 

' . 
t, 'f •: . 

. . ,. 
l 

' ·'• . ' . . ' ·, 
! ' '. 

,, ·:.,. .. , i 1,, • 



Enclo?ure. IV 
I 

I ' 

.,, . 

SlDNEY Z. GALI NS KY . 
ACCOUNTANT ANO AUDITOR 

,. 1' 

,· 
'•,: 

··, · ·,', 221 EAST RIDGE ROAD 
: .. ,·,\ :±'J' .;,:·· . ·ROCHE~TER, NEW YORK \462\ 

'·· ' , f ,r I',' • .(71 &) 2&&•0ili0 
.. 

,• ' 1. ·, • · 
, •I 

I, · 

Eoard of .Directors 
Hispa.nio :Businessmen' a Asaooia.tion,· 
841 Clinton Avenue North 
Rochester, New York 14~05 

·Gentlemen; 

, 

Inc. · 

Ja.nu.a.ey 28, 1975 ... , ·,,•ii ' 
' , .. 

.·,.·• 
'• ... 1\ .' 

, ,_.• ,. 
-::·. 

,·. :·,, _1;· 
··/'· 

' 

'. 
•' 

The ~ollowing is an unaudited statement of operation for the 
period of June 1, 1974 through December 31, 1974. The final audit 
report will be prepared after the end of the accounting period, 
March 31, 1975, in acoorda.nce with the U.S. Department of Commerce, 
Offioe of Minority ~usineas Enterprise OMBE Contraot No. 4-36~3~. 

i,,, I '. ',, 

Sincerely Yours, 

· ·•. ' . • 
'( , ;:( l 

•• :. ' ' • • : 1 :- '~ :._. ' ' ' • 

• •• ,,; l 
j : 4 •• ' 

'· : • ' • •, ,I 

' . _; '. . ' .,_,. .. 
\ I . ·' .. , , '1 ., ,,,:; ·: 

, , l f 



,\ 

Reoeived from OllmE 

Dia"ouraements 
Salaries 

1••·,: ·,,. 

, .,· 

', ' ... 
';',·, , •' 

'· ·:, 

i •, · 

Blue Cross & ~lue .Shield 

,1. ·, 

FICA . . ·' Federal UI & State UI : . Rent • · •• • :. ·, 
Utilities 
Insurance 
Maintenance 
·Legal & Accounting 
Postage 

' i ·I 

,,, 

Office Supplies . 
Telephone & Telegrapn , 
Office Workshop .. : 
Xerox Maohine Rental' 
Travel 

Advanoe from OM:BE '.' •.': . 
l ',,' 1' 

•• 1•, 't 

,. 
I 

• ' 

··' . ,, . , 

',, ·, ' ,'11 

:• ;.' 

,, ' ' 

l : " 

I' 

,. , , 

' ' ,·, 

,. 
,:1.:,1,:1} 

$20,294.07 ,; 
. 700.00 

1,019.47 
356.61 

:1,020.00 
125.88 
399.21 

1;085.00 
1,000.00 

99.25 
293.11 

r· :,. , 

849.49 
225.00 . , ' •,;, 
261.15 ,.).' ·\· .. ' 
743. 38 ,, :-'.':;:: _____ ...,_1,,'11_ .... .a_ ... '). i' : ·: ': ' 

'• .. ,~•.•, ,I .:' 1 

·. •' 
;•: 

,•·-•:: .. ,'1•, 

. ;·':!:'·':' ·,, 
,, ,,I 

,• ,.; 
• 1 .. , .' . 

' ' · \.~, •:;~, .·~ 

,, ,i ,.' 

, h ' i 

.. ·• ' 

l : t 
,· 

, •l ' .I• 

':t•,,:: 
I ,-;•.•· 

,. t r 

28,471.62 
$ 528.38 

, I 



•. , ... 

,, 

Hispanic Businessmen's Association, Inc. 

Current Assets 
Ca.sh 

Total Assets 

Liabilities 
Accounts Payable 
Employee Truces Pa.ya.ole 
Adva.noe from OMBE 

Total Lia.oilities 

' , 1_ 

• ' ·,, t 

", I ;) I 

• .... . '. · 

:: ·,,, 
,,: 1 ' l l 

' ;_·, ···•: ;'.,: · •' , . 
. : • i' • • ' • ' ·, 

,, ' . . , . ,·, 

1 1 , • 

Balance Sheet 
December 31 1974 

·, .. ,· 

., 

:,•· . 

,, : '•. 

·' 

' . , · 

'• 1· 

' , · 

.:,•. 

. ' . ( 

' I 

$2852.25 
$2852.25 

s129a.oo 
1025.87 
528.38 

$2852.25 



' I ' . I .• -• 

•,'· ,' 1-' ' I· . ' ' . 

C1TV oF ·RocH·EsTER; NEwYoRK ::· 
. \ _ • • • • ' t 

,,, ,. 

OEPAR"rMEN-r ·op URS~'N RENEW A~ ANO ECO~OMl9 OEVE~OPM EN"r 

' ' \,,:,:; _\'.'. .<:;>·:::::: ;.: ; .: .. "; ,;,>,.: ·.-. \.'(i ;,; '· ....... -: '·\ • .. ::~' 
' • ' , ' t, ' ' • ', \ , •, : ·• ' I l 

aureau of Redevelopment,.·: )\::_//··_:: •. :::::' . • . 
and Relocation .· ... .. . .. ';,..: '.-.··.,:•: : ·. , ·, . :.;:: . : • ;. { ;':::.,) ·i: ,> U~per Fa.I.ls· Site Office 

). • ••• :: ·:··· :: ·:·i\;i;· )/ ;:\;t::j;:\>'i·::·· 
' . ';. :' '. 

•: :. : .. :·.· '·l· : • 648 Nort.h Clinton Avenue 
·.:"_; /· 

1
,:··· / .... Rochester, York i4605 

' ' ,., . 
: •• :, .. ••• .. ',•.."?: Oate:November 28, l.973 

' ,, '., 

' , , 

Mr. Emilio Serrano 
Executive Director 

... ' 

Hispanic Businessmens Association. :. • • -: ;'.. ·, 
841 North Clinton Avenue ; : • .. 
Rochester, New York . 14605 

i ., 
', ... , 

Memorandum of Understanding 
Disposition Parcel 'O' 

,· • ,(,:.' . i , l •l , , I ' '1 

· · · .:, L; ;r Fi\~:f: • : ·• 
. Upper Falls Urban Benewal Project • ., ' ,,• l' , , 11 • ' ' 

I• ' I • 

-. ;·i·'. 
NYR-l88 

Dear Enu.lio a 

Please find attached for your files one (l) executed copy of the 
Memorandum of Understanding between the Rochester Urban P.enewal. 
Agency and the Hispanic ausinessmen's Association for Disposition 
Parcel 'O'•A and 'O'•a in the above captioned Project. 

We look forward to working with you in the future months and years 
in order to realize the development of this needed commercial 
shopping center. Please feel free to contact us if we can be of 

, , ' 

, any assistanoe to you prior to your suhmittance of a. fo~l. ·: · : 
proposal. fo~ i;hQ property in Apr~l, l9 74. . : : . • . • , : . ,,: ,' ... : __ ·/i ·.,. : · ., 
Sincerely, , ·., :·/,:··".:,·. \) / ;\\:,'···. 

, ; ··· f 1 1 

: ' 1 

P;i:oject 
'l'fi'Makmp 
ooa P. 

R. 
. \ J. 
'I', M. 

: . • . ':, ,, , 1, ' 

' I 

Director 

Maneiro, Asst. Director H.B.A. . .. ·., • • ·:: :·,.:,(:< -~·I:,;,;::'>''' ,,. • 
Radell; Chief of D~sposi~ion - R.U~R.A/ \. ::-' ··1_ )/:·.\ ./;-'; :;_'. ' (\/':, • 
Aocorso, Asst. ProJect D;i.rector •. • ..... ;., . ·.,- . . ·•.::• .. '.,' (_ <:):,-.:·. ,:''.·( . • 

• : ' · .": • .·: ,,··, ··.' .' ," ' • '~ :~,, : :,.~ '. .. , 1 _ ,.: f i
1. , .... q 

• ' , , : . •• 1 • ; \ • I '' • T 

Carroll, Munioipal Assistant : • · :...: • .. :· '. ',:.: ::,-.',·_.,;:): ;<1: \ . ,o• 
; , ' , , ! , . I 4 ,:, 

1 
•,; J •. 1

• ,: '\ 1'·: .'·: ,; , Q ,,, 

' ' '• . . ' : ... ··· .. · .· . . ·< ::;, ;:: ? ,/,,_-.·:·'·· .. _;;:,', ... :._'..·.,_:.·i .:_.,·.:·i:_i;;' .. '.'..·i.\;'.1'.'i/ \j6 j ,/ ,,.,.. . • ... . '.·,•./ ·y:·/:' " 
, • • , , , · · , , '; .·• , , ' t ' ' ' • f 



. ' ,' •. ·•· 
MEMORANDUM OF UNDERSTANDI~G ____________ .:.,_, _____ _..,., 

BY THIS MEMORANDUM or UNDERSTANDING made on or as of the I• 

, ··.-; day of ______________ , 1973 (hereinafter referred .to as "Agree-
.,:_'.· ment") by and between the Rochester Urban Renewal Agency (hereinafter called 
... ·:. "Agency") ., a public body corporate, having its office at 150 State' Street.' 

• .: : in the City of Rochester, State of New York, and Hispanic Businessmen '.s :. • ' . 
•• Association (hereinafter· referred to as "HBA") , having its office at • 84l '. ·., 

North Clinton Avenue in the City of Rochester, State of New York, the • 
Agency and HnA do hereby mutually agree ~o the followings 

: WHEREAS, HBA has expressed a desire to purchase . and redeve;Lop 
Disposition Parcels "O"-A and tlO"-.B in the Upper Falls Urban Renewal Project, 
NYR-188, (Hereinafter referred to as "Property") , for the purpose of 
constructing thereon a commercial shopping Center in accordance with the 
'objectives and Land Use Controls of the Upper Falls Urban Renewal Plan, as 

' ·:.-.,: amended, · and • 
.. ,··· 

'.,.' 

w;IBREAS, . the Agency desires to dispose of . said Property by negotiation, 
in accordance with all applicable local, State and ·Federal Laws and Regulations·, 
to HBA, and further desires to engage . in,\a program o~::mutual cooper~tion .. ~ith 
HBA to achieve this goal, • .. ~•.;. • • • :'.. :· •.· • 

I I , 1 

·, • . .> , I. · . ~BA herel;>y agrees to the following a 
i• ''. ,,,', 

... ·:_, .A. i',,'. To submit a formal proposal for the purchase and redevelopment of the 
• • .. ,.1Property to the Agency no later than April 30, 1974. As a minimum the • 

.':,-: proposal must contain the following items a ,;-: . . 
' .• l . . •· Redeveloper!s Statement of Public Disclosure .and Redeveloper's Statement 

.... • / of Qualifications and Financial ResponsibiJ.ity , (Fann HUD 6004, .Parts I · 
.... and II). 

2· • . • • HBA will submit an Economic Marketability Study and subsequent . 
.'= • Economic Feasibility· Study of the proposed Project, the latter of 
' : which should incl~de an itemized breakdown of the anticipated · total 

• development costs, an itemized breakdown of anticipated gross · income, -and 
··:, .an itemized breakdown of carrying and operating costs. ·'. _, .. ~:.:/\.' .·. • 

• 3, ••• Schematic ~lans which include the followings- ·• -.~.,.:':._:·rir:::/:.
1

<}:\:i,·: . .' .•• 

• ••• a) ,· Site .Plans at iarge enough sc~le to,: indicatea ·.;:\.::<::-::_;·/:·(•' • 
' : 1'1 ' , , •, ' .. . :•:•,.,; .• 

1 
• :> (, 11 •, I 1: ! :,. <•:,:: :,:; ,.,•,./:_ •,~ •:,, •,~;, 

' :": . 1. •.•• . ' ._, ,, ' . .. _;,: 2. 

:, .. 1°·'" 4. 
,' :•,, 

.. ,,, 

\ : ,, ·' ' ,, .:.•,_.: 

Building Locations 
Parking Locat~ons 
Open or Lahds~ape Areas 
Ingress and Egress 

' i. ', 

' • 

l, • 

: • : • _Ii':: ... ; ' . • •• J·. 
. • . ' • ~ : .... , ,,.' ·' ' ·.:, : ,: :•·' ·, ' I , I:-:. ''. 

' . ' ' . ' ' '' .' ' ' ' • '' 

. ·./•.:-::. 
' ' •.. 



--------

, .. ,, 

•·,,• 
,• 

. '1 •• · '"'••· ····. 

.. 
••' . . ·, .. 

' ·:· t'·:', :: .. ·.•·' ,.·•.-:, 
: : ' . ,.__,..,., .... : .·., . \J:;-_\('_.: •• . . :;' .• . 

• 
1 ' •:•;j• :' .,, • I , , I 

.··:.'· 
Proposed sub-division of floor areas ·for leasing purposes . 

and approximate area of each. space to be leased. . . 
::•. ,' .~ 

• 4. ·. ·,: Narrative Statement describing the proposed ·development and ·addressing 
• ' ··.·;.: the topics of Firiancial Capability, Oevolopmen·t Experience, Development 

· : ,· ."·:.:· Capability (the proposed development t~am) / .Management Capability,, and 
·'· • - ; > Community Support. • 

a. )·. To enter into a mutually acceptable Contract of Sale for the Property wi th 
• •• • • •. ' ; ·.:" the Agency no later than August 1, • 1974 providing that all prior 
• ·: . ::\· conditions have been met and found to _· be mutually acceptable and that 

. ... ..\ ··.: title will not be accepted until full examination ·and approval be granted by. 
, • ., ' ' legal counsel • for HBA. • 

'' ' . :,' ,I , ·, , · 

.: .·.·:·: ·, c/ i:(· rro · submit all plans · and financing information required by the afore-
.· ',,' ·':; mentioned Contract of Sale within the time limits speci,fied in the Contract 

.. • ::: • of Sale • 

. ' ·.:>. ·.:, Provided both parties have complied with all other Portions of this 
• ... .'.' . •: ·. ',.·. \· Memorandum;, to accept . title · and possession of the Prope~ty known as 

• ,. • : .':':.·• . .. Disposition Parcel "O"-B no later than October l, 1974 and the Property 
, • :·: '. 1 ,·: :.•.·.:_': known as Disposition Parcel 11 0 11 -A no later than October l, 1975 and to 

.' ·:> commonce and complete construction of the Improvements within the time 
I , , r . 

' ': ,. • : .. limits specified in the Contract of Sale and Deed. • 
• ' . ' '••·\ •' • 

' t ,, 

.·• ·., .E. ·.: ::·, To submit written request to the Agency for Third Party approval prior to 
• •• • entering into any agreement with any Third Party which agreement would 

• •. _:: give to the Third Party ·.any ownership, interest in tho proposed Project. 
t ' I ' . • • ' ' 

,. ' F. ·;:, ··To submit to the Agency every three months a written status· report 
• relative to all aspects of the Project, including hut not limited to t he 

• ">.1• efforts of HBA to secure commitments · from prospective· .tenants .·.'and/or./to 
• : .. .. '.secure equity and .oortgage financing for the Project.,: : · .'· .. '.-::. ,,.,'/.:, ,. •. • 

'' -.. ; •,' ' • • • , · .' ;'\,· . . ,11 .~ :·.$
1

' II •· 'I • 

II. •• The Agency hereby agrees to the following, ,: ' 

A . .. :·(/ To accomplish all necessary land acquisition, relocation, demolition of 
... .. , :•./:: ··< existing improvements, vacation of 'streets, and abandonment of utiliti es 

•• :- .·; . :· .. :.:-. ·:·in order to pre~are the Property known as Disposition Parcel 110 11 -B for 
. . •,. ... ' . . •::• redevelopment no later than September l, • 1974 and the Property known as 

..... Disposition Parcel 11 0 11 -A no later than September l ., 1975 unless · delays 
• . . · occur ~eyond control' of Agency. ·-: . 

. . ,•' ' ·, 

.,··'.(:.. a.:'·>: To use its best efforts to insure that the qity of Rochester will bring to 
, , . • .· 1 .• •• :. the Property, :in • a mal)ner timely .to the development schedule, all : public 

• : •. ··,:·.•·: .. improvements~ · .• including utilities · and street changes, . necessary to serve :thet 
, · • .~ ..... •. J?roperty.· .·,.1 \ '. \; • •• • ' ·, ,:. •• . , , ..... "' • • i ··,· ,· .:· •

1 
•• ·,... • .:

1
·: .' : ·~ : • ... J. ·/ ,~ ; ·,·: · • • • •• • 

• ,• II t ' : \ • •', ' ' I I I I ,, 1 ! / I • I • , 



~: . 1, 

\ ~i :, . I ,t, 

.· : ·.-
1 r,, 

·. • •. ·,·:._ \:. 
' ... ?. ::r ;t \\ !~/:~e i~:,,~::d e;!~:t:/:h:e;~:;.:; ::r;;:~ :~~~o:~! ~i t;'~o:~:~t~:tion 

i•::,-(":':;,:: .. /; •.'.':): .. Agency Board, subsequent to an approved proposal and E)Vidence of 
•. •• ·•·. ·::··. : i -'>-.. economic feasibility, and to enter into a mutually acceptable Contract 

;: • ,· '•. • • • i '\ . of Sale for .the Property with HBA no later than August 1 ·, 1974 provided 
. • _:\ \ /\'· both parties have complied with all other· portions of this· Memorandum. 

r>.: . .' .• To convey title and possession o·f the Property known as Disposition Parcel ' 
I : ,' l t ·, • :'.i_ · 11 0 11 -B to HBA no later than Octooer. 1, 1974 and the Property known as • 

.: ,1 . , : . . , 
' ' , •• I 

,1 ; , ,:· 

• • j .. '• ' , \ 

' "~ 

• :· Disposition Parce1·· "O"-A to HBA no later than October 1, 1975 unless: same 
• ":;}'.' cannpt ~e accomplished duo_ to conditions _beyond control ·of ·:.Agency • 

' - , ' • ' .. . . . t. ., ' " 

To provide HBA w~th all .available inf_ormation w.ith respect to the Property 
including an instrument survey and legal description of the Property • 

• ··.,.: ·. \ It is further agreed that if, through no fault of either party, Hispanic Business -
men's Association, Inc: ~d the Agency is unable to meet any time limits 
specified herein, and/or Hispanic Businessmen's Association, Inc. and the 

• .- ' • : Agency fail to perform in accordance with this Agreement, either.,party will .·. 
• .. • ( have the option· of gi~ing written notice that the Agreement is ·terminated. 
' . . , .•, 

.. t. • . T'ne execution of this• Memorandum is an expression of . intEmt on'ly:·-~d .,is subject 
.:·. ·· .. )· .. to all .law~ . ai\d necessary· appropriations ,and legislatj.ve·:.ac::ts. ?\':, \>··/.'·; .... • .. • .. 

•, '' 
' '. ,, 

' · ' : 
• '• II I t.' • 

, I ' ' '. • 
'•. ,, ... , ' ,' ' 

'I ' ', .. 
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·• •• HISPA.t.'UC 
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' I ;' · ' , .. 

Or. this • (t,, •. 
,,, 

. : ' 
• • 1, , ' • I 

' ' ,. ,· ,, . . ·. 
• ' ' .. 

•,., , . . •:': ' .. 
I ·, : 'I ,• • ' •• ' . o ' ' 

·: · .• • t ·' ,• ., •; '· •· '· . 

' , , . ' 

. .! ' ,. 
'1 . ,. ; 

. . . ' 

of · ~t'~g73,: befo~e ~e, the , ·., •• 

• :: •· ·' ·,subscriber, porsonally camo· Robert c~ Infarinato, ·to me known, who • being 
' ' . . 

, , ' 

, . • ; • hy me duly . sworn, did depose and say that . he. resides in the City. of · Rochester, 
I • 1 \ I I •, 

·; ., .. ·:,::. that .he i& the Secretary of the Rochester ·Urban Renewal Agency, the corporation 
j ' ' • ' ,. \ 

•I• , ' ' , •• 
• t ) h '' I 

";:\·, ·described in _and which. executed the above instrument,· that he knows the seal of 
,' ' 

said corporation, that the seal · affixed by virtue of the statutes of the 

'. 
• • suhsoriher, personally came, ·Emilio Serrano, to me known, who 'being by me · 

' . . . ' 
.• •. '. • duly · sworn~ did depose and sa,j' that he resides iii tho City' of Rochester, 

that he is the E;<ecut;ive Director of t~o H~sp~nic • _Business1nen • s As.sociation, Inc • 

. , ., the corporation ''descr~ped in and which .executed the above .:instrument; that he .. 
, • •. • ,: knows the seal ·.of said corporation, that the seal · affixed by virt~e· of .the statutes 

' I . I 

.• • ;.·· oi(the ·state of· New York, in .such ·case .. ·made and :p.ovided, .~d that he·• .. &igned 
. • . • ' .. , . · .. • • '• • . ! ' • • .• ' 

-~ ~. . . ... , ' ' ••. . ,'.' . :.' ... : •• : . • • ·: , •.•· . ·,': .:.' i . ' ' ' ' ' • ' • 

. · , his. namQ b-j' vi.t~ue · o~•'&uch authori.ty • .':, • .• 
' • ' • ', ', ': • I ,/' I 1! .. • • '. . : • •• • \ :, • ,'. ,'1 • I • }.- \ ; •,, • 

, t I • I , ' ' ." 1' , • \ I , .•:,• :, •,• :,, •.. •.· •. l \'.. :,• ... :: i ,=•, , I' • 1 ' t , 1 
t 1 • ' •, t I I,', • • I :• : I O" I I.'! • ',: 

0 
' I -, • .- •• ' ; , , '

1 
, •: 

• ., f . , I • . '!' "i•'·'. ,;:·:, .,, ,,, ,'< /._,.\·::::>:·::-: ' .:,.- ;·,.::<.'.,i \ : ,,:•-·~~~~--&...:::s;......QWC~:=::::::::;--. 

, • ,,_.. I •• •• •• ·•, • , ':, ·.· ' ' H. PAUL CQ,,{lf.Ar. 

'
,.. .,, ., (:-'·<\ ./ .' • • . ,' . ·, .• .:. :·· • :_: ·~ . • ~ot.ry Public 11 tbc s1.~,• 0 f /lkw\'url\ 

. . . ·.,:• , ,,;· ;_.•'.:'.\ ,: ::• :···'.,· • M~Nit0ECOU/J1'f- . . ,· . 

;·, . ·< /,<\>{<. ,'\ ,;· .. : ~~~o~~~·"'"'.'h ~,-'(J4f . 
1 , '1 1 ! I, ,, ' , ,, : :,. ,, , ,,1 I 
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' I 

., •· . 

:, 

' 
Mr. Emilio Serrano 
Hispanic Businessmen's Association 
841 North Clinton Avenue 
Rochester, New York .• 14605 

Dear Emilio: 

I • 

, , 
I\•. 

UDC .;_ GREATER ROCHESTER, INC. 

'' I , 

Enclosed is a copy of the executed Memorandum of Agreement 
for the Upper Falls Commercial Project. The architect is currently 
working on schematics and hopefully will have preliminary drawings 
within two weeks., .. We ·will contact you regarding a . meeting to review 
the drawings . . ·.: •. •• . . . ·, . :1· · ·,. 

Enc • . 

' • :1 
I ' , :, ' I~ •• I 

. . 
', ~·: ','i / 

'·, ·!,• 
~ . •,, 'I• •' I , ' t •' I, : • ' • ,:1 ' ! 

I ; • ,, • h,',~, I , • ; ,} , : 

, 1 I iJ 
• ·., 

·_"'i.', 

: I -~:. , ,, ·' I 
. ; ' ~; ' 

-:· : .. :, :;: • r:\ 
. -~ : ·.' , ,r 

' . . 
' I ' 

' ,. / ·-, 
·.·,-- ,-• :,. ' , .'j• ·. : • ' .· • . :, ; 
i/!/i_ i'. 

·.,:: '· . 
·,,,._' •: ,, ,I 

' ·, l 
' . 

·. , _, r, •' •, , 
'·. • I 

I •\ ,' :-. ,' 
,", • 

'' i' ' ,., . 

•1 1 •/,. 1' ,\ ·, 1 l 1( ' 

}??,:,;,!Ji;,::,~.~·: .. i''..: .. ::r{;:::: ... ·.' .. •·· ,· • 
•• ,:•:,•:. ' I•• • ,••• ,••::• , .• 

I,. 

Sincerely, 
.,, 

,: 'I'''.. 

., 
' ' 

I•,, 

,, . ,· 

. , . 



'. :· ·, •·. • .. :_::,:.": · . .-·::.i{ ·;\/i~·.::.//·.: :.~.j .. 
MEMORAND UM OF AGREEMENT / ... .- - .•• ,:.:, -' :~· - ,· 1 ·.1,>.;', , __ ,.. =.· ·:,· •• .,, • :. 

<\):f fiiift,t:::f;(/:>i:t; : : :;::::r}: < '.,:,? ; • ~···· .. , .. 

• ... ,.. .- _ _Tl.in ·:(ac~1orandum of ·Agreeme~t-bet\.·,'f".'l,:.1 NT~W 'tOKr~ STATE URDl\i,(,, ..• •. •. ·.:. 
•.' / \ • • •. • ' ~• • • • • ' : ' • ' "'- • .' I ' • ,I • 1/ I • • ,~. • ' ·• 

. ·-::: DEVE ' vli'~ili '·.' ''i .' t;C,P 'WF''r': ::.,.-i {"UDC"} · , ·- -' ~1- ·, ! 'l'!:i"~ac BUSINESSMEN'S ' •" • : . ·.:·•> ""' ..... . . .• ~v d ~'·' . . _. , ....... . .... • . ·"•''" ; . . . ·,-'./·.:_:-·>:-·. 
ASSOCIATION ("HBA"), expresses · the intention of the parties to i •·' · _:., . . 

. "•, I '. • . ' 

cooperate subject .to applicable legal requirements in the re- ·.'.· ·:-::,.::':-',: ' ". _-
'i' '1•,: • • ' ' ' ::·// 1· 

·:,:.·_·: development . of the··.tJpper ·Falls Urban · Renewal ·commercial···Plaza ··.·:.· '; .: • 

. ·_:_. {the : "Project") ·on ·'..' a ·. site within···the . Upper Falls U.rb~n Renewal .... 
,, .. . • ·'· • • 
'' , . ·, t· ' 

. area in the City of _Rochester, as . shown on Exhibit :i.:: .·(the ''Site"). · 
' ,. ' . :. , I ' 

WHEREAS, HBA, a local -non-profit organization, formed to .. _, .. 
,r,·. . 

• . , assist businessmen in 'the· Model Ci ties area displaced by : govern-:-
· : •· : ,1 • • I 

• ' j• • ' . 

ment_~_l ·act_ion and provide c~ns~-ner SE;rvices, ~o . th_e Mo~~~_::' -~~-~~.es'.-:.-: .... _. • 

.area/ has sought the technical assistance of UDC, and • .' ,· /·\, . ·:;,; • 
' ' . 1' • • ,1t, . 

• ' t • . 

I • 0 : tj 

WHEREAS, ·the . City . of , Rochester has ·expressed . approval of ,the .· 
I • i :; ' I , 

proposal for tJDC · technical .. as~istance a~ · s·et - forth l\erein, · and ·;'" • ' . ' 

' ,: . . _;, . WHEREAS,·. UDC desires to render such 

..:_:, ,: __ • NOW, THEREFORE·~ .. the parti~s • agree as 

l. • • .. · · THE PROGRAM 
. . • .. ••·, ~· ·, -------

'1,: , ' •• ' l 

, · . . -' • 

· .: ·, 1.1. · _,' Commercial Project. The proposed Project to be de:. : 
i' , ' I . : 

I I 
I, 
I. 
1 • 
I 
l 
l, 
I 
I 

I 
I' 
I 
I 

. ' ,, 

I . 

i 
I ., I 

11, I I 
I'' 
I I 

I \ 
.( 
I 

I 



. / •.· . ,'i . .'; 
. • I . ~- • ' • ' : . ' 

, '. • ,: · .. 

' ', 

....... ', ' ' 
,. •' •• • 1 '· \ 

1., . . . 
:, ·:•·,' l.2. ,'. The Site. The 'site known as Parcel O in the Rochester Model 

• • .•· : .. •. ; . Ci ties area in the Upper Falls Urban Renewal area ' in the 

City of Rochester, .New York, fronts approximately 1,000 feet . 

on ·the east/w~st arterial,~ new major street located 'in. the 

Urban Renewal area, ·and has approximately 300 feet of frontage 

on Clinton Avenue North. ·. Access to the area will be provided 

from and to .all three of the above mentioned Streets. 

l.·3, . Architec·tural Program. The following wi.ll be included in • 

·,· • the architectural· program for the Projec_t: • 
' ·, ' . . • 

• ··.·1.3.l. ··. A 130,000 ·square. foot ' linear . single~story' shopping . 
·, . 
: . .. 

. . 

. • •;·. , .. 1.3~2~,'· .. Acovered walkway the length of the shopping area . . 

l. 3~ 3. • Paved and maJ::ked surface parking :, f~r automobiles .• • . 

l.3.4. Landscaping. . ; 

l.4 . . . Project Status 

l.4.l . .' . . The Site is presently owned by the Department of 

•• • • ·_i:.·.:: _ _::·.of Community Development of the City of Rochester. 
' : : • 

I I ' , ;. ' • 

• · : ,·' HBA has been designa.ted under the Urban Renewal Plan 
, "I : • 

•.-:'.'::-'; as the preferred developer of the Site. Application 

. C 



.. ·.. . . . . •. ' . .; ·. :': : ;> <: ; ''.".t}{; :,,\ \:: . 
' ' I '•.• : • :, •, •<• • / \ '( _•. .._., . • ' ., ,. ''• 

•.·. . .- ;•:.:\;:_~·t/~i: >:: -~ ;,_ '• ":>\ ' .. ~· . ' .:.,,.:; •• ·.,._.,.): ; ./ 
',, 

..... :_:,:_ .. .::'~i/'.?··:-·<.-.l~4.2·.-;_-,_' .. HBA and . UDC -.will cooperate in.' di'scussions '·with the 

·rt]I\]i~\1!;::'.~~[:?~i::::~::. ·::' ::h::::r 3:·· ::::s:::::~:~ ~::::,l::a::~::::::-
•. ·:· .·: ··::,.,:·•,>.\/;.\';':: .:, : ::···:;:•. for shopping center _development. • .,. )·· 

: ' t • ' ', 

. · • ;_· . . \ .. ~. 4. 3/::. HBA comm'issioned, . at a cost of '$8,000, a : feasibility 
, 1 ' .. •• , I • I :~;' , ,f ., • , ,~• !.' )\ 0 , I , , , ,; • • 

':..:· ··'.·/·. '.:_ <. ;.:·\-','.:·r,,::."·:.:. study . for the proposed P.roject by aammer, ·:: Siler, .;,:: .. : 
' '' ' ' '\ ··;:-':'.:.·: ,'/.'/,./' ,'. \> ' • • • ' ' ' ' •' • 
· •. ·_. ·, •• .. ,: ·;.: ··'. ·_ ,;. •.:: .. : .. George Associates. • 'I'his completed report made a ... 

• • • •• i::.''.: )/:/·'; :;_ ?\•:,-::_. ,·. ·finding ·of: fin_ancial··.·feasi~ility for· the· proposed ·'..··. , · 
I ; I t ', t '• ,I 

Project. ':· '', ', 

' ' 

:2•_.>._.': : r MPLEMENTATION. In order to further ' .. study the .feasibility. of 

• : .:_.,_:·· ·'. ::/::· ... :.·.:::.·the· l?roject, . UDC and rIBA .agree_: .that·/ ·, . · ·;.,;,· ·,.:.,·. //:, ·/i(· .. ·,.·,;);-".~ .. \ 1 
,, 

' .. ', ::,:,:, ,• _:•;\'i •: .'i: , ':J:'/ ' • •• • ' ' I 'I', , ' 

·•:, ·, ·,· , ,·. 2.l. , .. Schematic Phase · '!, ' ' 
• .. ••' ' •. !• \·:·---------- ,• ', ' 
•, , • , ~ : I,' I, :'~ ' , .,, •• , ' , , , •ti , • 

1
1 

•.· ·. ··:.: .. ·:'\·;·)'.:',/·/.i".2•~~.~• .-;'::;"uDC. shall select and engage an . architect .;: • • 
' I ' " • ' :, : , I I ~ '. ,:• 1· Ill •.: ' l :· -~ : I I : :' 

••• .• •. ,. , \';;, ::•, •. .- , ...... ':·: .• •.1·•·.::·,· ,·· to prepare sch.ematic plans for the Project, .,, . 

• 1 ., ,- \ ;, ·:: :\:(\,.)i'),{~:':~/;t .(:;\'/;··consisti~g of schematic drawings and speci- •. : 
• ·: ' ,":\,:.'·,. :,,:., ,:-,', :\.-i\i . .'/<:), ' ' 

• ·::,· <:· ::::; :.:~·:: .:'/.\,::·.;·:'::.··.fications in ' sufficient detail to arrive at·.\ 
: .• .·,· •• .. i-'.,/,·:\:_,i:,.:>,_;-_: t(/)>.i .. i, ' . . ' • 

, .. ,_ , • ·•.i• : ·:::, ',.:\ '.; ,: .,- ,.·,•i;:,:·•,an estimate of total construction cost and 
0 t ' .' :, I, • ,•, : , I ;•,:•••. '•, 

0i ~I• ,:•~,' . . .. I ' 1 

•• '\~:: ;: ii:>;r;;t1(i'.?Jl}J!i::::l i:::~:::a:?:::r:~d. ·.:::a:s:0::s n:::::::~~n~ 
,. :. ,. · "· ••• •, • .-, •, ,-, , .. r ··· ··,· 'for these architectural . services shall · not ': 

'; ;·:. <:/·>.'· .. / . ~?:·· ·;,, .: ;·?) 
.' · : .. -..'·': \.: . , . • ,'. ,exceed $8,000. 

,,: :· ,·:; \'.';}_.: ;->/: ' ' ' ".;;_:·\o, 
••• ... ~:·:,/.'~'.:: :::::i.~-\;::·~·\\,.~:.; :·~:.~l}\/}Should HBA request that the archite~t perform 

• · •· . , ·_, .,,,: ,, .,. ··1 • .. ,., ... ,:, .!"t services under the contract between the • • ·.-... .. ·:·:,::--:· //),i}::'.:::,:J\:(/:>.:\/\r;;. . 
·. · :_·.·· .. ·.,';;.:",.·,;,·, i'., ;.:~ .~'.<:·;:.• architect and UDC which results in architectural 

I I · ' • : ' ' 1' .... : . '-: 'I • • : .. , 1, I/ ,! ::: •. I,• • ' 

', : : :'· i.>.: ./.-··;}<.\\\:/:.,::,;:_:,,'.'./.':/'.·_.:costs in excess of $8 ,'ooo HBA agree·s · to ' afi•o t. 
•• :. -:'.:·, .•,..;,,.,.;·:/:~:t.'.ii\·.?-'T.<" . · · • • ·: , i·: 0::.,.' . . . • ~ · ...... ..; .... .. 

, .. ,·. • :,·:/ ./ ··:·: ·,.;,';?,·._-.,. -;.,: ;~l.rect ·payment · to the archl.tect , ·'for sue • ••, 
" .. " •. ' .. :,·,.-,'.·-.:·:\.\<;: -;;.· .···.~.- .·" • , ,,, ,, ••,"' , • ,,, ·, ,, .,. ,: .. , ·, ;',i.'1,i:1;:. .. • :.· 

: · : ••• 

1 

' :··.•., •• ""· ; , \ ,~ •F , · : ·. ~erv•c . . e•···.~ .... •.·.· .. ·.·.: .··,'.,· .:·.:~:'.·.i: ...... ·., ... ·;t,··.·.>., ·,•.·./ .:,,,:•:.~;_·.'.;.·i'. .. :~.~;.~ .. '.\.:'.'..'._:,-_'.i .. ·:.~.:'.:./. :::.:,·.·:::_:,;,f.(:{'.i\.});}_l_{,f ,:::;,'; . 
• ' ·:· ', . :·/ <::>.::./ ~:/ :·:i:::;:.-_~:./: i,\ , :., ;,. ' :·:·,.· ·,. - ., 

' ' I ' ·.,· I • ' ' I . •• i' ',, •', ,1 I ' ' ~ ' I ' I ', t ' _L I , , I ' • I 
' l L ,1 

, , 1 
' ,, I 

, 
I • 

i 

I 
l 
I 
I 

I 



11 
.: 11': , 1 ' • • • : ';, . : , . , 

, ':-'. ,: •.' >·):'·•,: Phase, UDC shall assist . in the review of construction cost . . · , 
' • : ,1 , t ' ,p·:1::·,1 •• • ' • • • ' • :• ' '· 

:, I• ,1 ,, , , :•.•\ • : ;;·'.;'• ; • 

•. ,·.: ·:,:. ,,,:,,:.·.:estimates, written lease commitments, and· other .available .· 
1 •• ,i .:.. ... ' . . .. : . .. .. 

:.,. ;;'·: .. ,' .. . ·,': . information. -' UDC and HBA re'presentatives wi1l meet -' and : . 
, , , I, 

1 
I ' ' • 

• • • ·, ; ·: '·i./_:·:'? .. review the completed .s·che~atic Phase material. · uoc : and HBA • 
• ,,' I ,I :•,,,: . \ ' • ; ' 

. · ,. : .,· •. :_ .:• ,:: will jointly explore· feasil;)le methods of carrying out: the '· 
'I,, ' ,• ' ::. ,::.,1 , : " : \<'' • , ' • • •, • . ., 
• • •.. • .· ·. :,. :·\,!."_;'_ -: :··• development of . the Project . . : UDC wilJ. make recommendations 

•• •. ' :'._,1, . ..... ... . I.:;, . • • • . • •• • • ' ' •• 

•. • ·•. •• . .-. >i ,/. to HBA concerning · possible implementation methods. · I'\:, . is . ; , , ' ' \·: .. ' ', . . 
; ' ', 1: .' . • 

• ........ . :,·:,,, expressly • understood t'hat at the present time UDC does no.t 
• , , :l , ' ', , 

' ' ,, . ,, 
. •.• •'\.'·,.,\·intend . to provide f~nancing in respect of this Project.' • • J'.t . • :. 

I ,,. ,t, ''
1

1 , • 
1

, 

• , .. • < ,'. / ··.is further understood th.at should the proposed Project pro-

I ' 

,. 

, :". / ceed beyond ·. the' feasibility stage UDC wil
0

l be, reimbursed by 
• • .. ;··. ' •, ' ' ' . 

. ,.;: 1.: HBA for ,all costs incurred by UDC in respect• of the de'velop-

· •• ... ment of the Project,' including but not limited to the $8,000 

expended pursuan~ to thi_s Agreement for archi.tectur~1 .· services ·. 

I, 
'I 
I 
\. 

r 

I 
\ ,, 
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. /:, .:~· -. •. ' : Mr. Emilio Serrano 
.:·. ',;;.· •• ·_.·:. Executive Director 

• ·.: , :·· •• Hispanic Businessmen's 
Association 

'•,., 

.. 

·841 North Clinton Avenue 
Rocheste:r, New York : .14605 •, , I 

Dear Mr. Serra.no: • 

•' . . . . ', •, . 

. '' .... 
• It was a. plea.sure indeed to .r.eet with a delegation of your group to 
·discuss your plan to develop a. small shopping center project •in the 
• Rochester, New York a.rea.. • 

Needless to say, we in SBA stand ready to assist your group in forming 
: ~!~_9.u_i_:r,~d_µ>Q..,, and in :planning and financing_ :C~--;-A-t - tne7'oeginning .. 

we suggest that you put together the best possible group and try to 
obtain title of the land a.s soon as possible and at a. reasonable price. 

.... 

I am sure that OMBE, our sister agency, will also do its best to assist . 
your group ,since they a.re now f,unding your office 1 s staff and ·overhead·. 
expenses. Cooperation of local entities would also be very desirable,· .. 
specially that of urban renewal and commercial banks. • • 

· .. •, 

.. . •, 

... . . 

.. ; ... '',, · . . ' ... 
' . ' ., 

:•, . ·' •' ' 

· ,· ;'·; ,' ' '. 

' . ' ... .. ,• 

• ' .. : : • ' 

,,·, ' 

.. ' ' 
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I ) ( •. - , ,.J , 

.·•, "" ' ,., . 

1' , 

I · ... I,,.,, t 

·I • ,, ,. . ,, . 

' a. LOCAL ECONOMIC DEVELOPMENT COMPANY 

· \ 
I 

•. • A Local Economic Development Company 'is an organization whose 
,. ·;; primary purpose is to foster the economic development· of a , • 

low income community. , . 

1
. The low income community might within, coincide with, or • 

... . . .. spill over the boundaries of a political sub-division, a • 1, 
• ;- , •. "Model Cities", Redevelopment Area, a Special Impact area~· 

.·· , .. ·a Title ·I area, a Labor area or other designated area. 
I ' I • 

' '·' · 1 • . 
I • 

The low income community could encompass the inner city 
.heart of a metropolitan a~ea, a small .city or suburban area 
that requires economic stimulation or any other area that •, . 

, • · · ·. is lagging economically.. • • ·' . '. 
An LEDC could be formed to pursue .~ingle, specific goal 
or it might be an "open. end" organi _tion that is willing 
to support every kind of pro.ject tha, shows solid promise 
of improving the economic status of ( its low income community. 

Tha initiative for forming a LEDC could come from various 
sources. It might be started by leaders in the low income 
community, by a ·church group, by a foundation, by groups 
of local husinessmen ·and hankers, and others • . 

A primary goal of LEDC' .s is to improve the economic status 
of the residents of the low income community area: not just 
to up grade their skills and income but to give potential · 
entrepreneurs and managers the opportunities and support 
they need to develop, own, and operate independent self-
supporting businesses. • 

The Small Business Administration can make, participate in on 

I . 

an immediate or deferred basis or guarantee loans to a Local 
Economio Development Company (LEDC} for small busines.s concerns. 
An LEDC can be a profit-making or non-profit corporat~on. It 
must be founded by public spirited citi.zens. It must have 
25 members. It must be incorporated under the laws of the 
state in which it does business. The ' LEDC's charter and • 
articles of incorporation must authorize it to promote 
and assist small business growth and development in .the 
cr.,mmunity where it operates. And, it· must be at least . ,,.,.. . • 

. 
" 

, ......... •0•1> ·, • • 75% owned and controlled by persons living or doing 
I ' i. ' C:..'\ , . husinwss in that 001-nmunity. • • . •. · ·.., o:i 

;,;. LEPC . can assist identif ia.hle small ·,business concerns to; U 
' ' ., ·.· ; ; , 

j ' .. • · , . J.. finance plant or: comrr1ercial space. construction; 
. :A •. • .. •. · conversior. o'J: "Apansion including _ land acquisition; 

1 .· , , • '·. ·and/ o"J: . . • 1 
• • • • • • 

• • ,,,t •: \ • , • I t ' 
1, - ' t 

, . I• l I l l 



. .. . . • I ' 

finance machinery and equipment 
and installation. 

'•' . ,• : ' 
1';' ', , ', 

. ' .. , '.' 
•' I 

acquisition ';:,····· .. •. 
' ,, , I 

' ' ,'· I • ' ,, . 
> ,, I < ' , ,

1
• I 

·, ! ', ,• ' · ' •, • ,, • • • To borrow Small Business Administration funds and pass .. 
• • • ". ': ·, them through to a small business, the LEDC must contribute·: '.: 
·, •. · . : . a reasonable portion of the total project cost. The LEDC , . • . , 

.. • .. : raises its contribution by selling equity shares or debt . ' • 
•. •. obligations to private sources. A small business being .. , 

. • ,': assisted can invest in t~e LEDC for its own project's 
. ; " "', .· benefit. But SBA does not allow i~ to invest more than 
•. ·,. . . : . 25% of the LEDC contribution or to control more than • 
•" , ::',·:. •. · LEDC stock memberships. Also, ,the agency permits LEDC's 
. • .:. ; . . · to raise their contribution by accepting funds in exchange 

, · : • .1.':;. ·,: •. for their obligations . . 
•, I 

' , I 

Generally, SBA defines a "reasonable" contribution as 2oi. 
However, the agency allows 10% or less when the business to 

' I .! ' • • • • ·be .assisted is or will be located in. •• • 

' \ 

1 ' • ' I ! 1 : I :,: ' I; ? , •.• ' •. i,, ' 
' "' ; ,,·. ,, ,t, ,._., --~ •,•· 'I l . a rural area where the populatio~ does not··, , , • ', \ , l, !l '' • 
:; I ~' , '. , I , ':I ·.:· :1:· \ , • 

,, 
; ' 1 ' 

1 1 '
1

' I 

• 1 1, ' . 2. 
• exceed 5,500; • • · i ,· 

a ghetto area; or ·' • , .''/ 
• '+ . ' 

3. 
' '· 

a high unemployment area. '< " ' 

, ··, .. Direct, immediate and deferred ·participation loans and . loan 
. ,, guaran~ee~ are subj.eat to these limitations: 

'1 •,' 
I 

• l. 

2. 

there is a reasonable assurance for loan 
repayment; 
financial assistance to the appli6ant ·· is 
not otherwise available on reason.able terms. 

' Direct loans cannot exceed $35,000 per borrower. As a rule, 
SBA's share of immediate participation loans cannot exceed 
$350,000. Loan guarantees can cover up to $350,000 or 90% 

, of the outstanding loan balance--whichever is less. SBA 
charges 5 1/2% interest per annum for direct loans and its 
share of immediat_e participation loans. However, the SBA 
rate for irnmediat'e participation loans can drop to 5% if 

• the bank interest rate also drops. The interest rate for 
SBA guaranteed loans and the bank share of immediate and 
deferred participation loans must be legal and r~asonable. 

·state usury laws /define "legal". • SBA defines "reasonable" 
as no more t:}1an two percentage points above the New ~ork 
C-5.ty banks' prime rate. Normally, a reasonab,le rate cannot 
exceed 8 l/2%. Under unusual circumstances SBA regional 
directors can authorize an additional 3/4 of 1%. Principal--
payments may be deferred. The maximum term for :LEDC loan ~- ' 0'" < 
is 25 ·years. · ThQ maximu.--n term can be extended s'ix month • 

,,, ·if necessary to ¢omplete plant Ol: com.--ne~cial .op~ce coniit .~... . : 
t . . . . ,, ~ . 

:...on, oonvQ.:s:..on, Ol: expans.on. •. ..• :_.: .. ,\ :: <::'.:: :J ;:<,(•, •;/_ ; ,, .. 1. ,, 
• f ,. , : , • • .. •_ ;' • . ·. ···.·:. -:,,· · :: , ... ,{ ::/ ._:·:,::,·. :/_.'':,i, .. ;'~.·./.:,_.,~./ 1, '· • ........__.....,.,,.· 

·, .. ·:•r··;·/ ... :_:·· .. ... -: ... ~·· .. • .. ·. · . . ···. . • • . • •. •:.·. t: -~ .. • . ·. ,,., , , .. 
\ ' • • ' • • • • ' ' , I I I I .• f . , ; 

' ' I I • ' • .'' . ; I • I , I' t I I 

, , ,' 'l • \ I ' l ' l 



, , · •. METHODS AND APPROACHES '·, . 

- g --
, I ,• . , 

.. . . . , 
t 'I:,, 

I '. • ' ' .:, 

. ' 

. '., :· •. ·''.-'. 

. •. •• ·.,,;:-.' There are different steps that must be taken in order to 

'.) 

.• .• .:· ;: ;

1 

• organize a Local .Economic Development Company, The project 
•· :\. ·. staff will be ~esponsible for finalizing them accordingly; 

•• ' •' :·,,.; '. ::; '',' '. '·, .: . :: . .' . : .: ' 
• •••. ·'. · ,1> .:: .. , ·,\,, Step· !Jil..:: To develop a package o'f information 

•• • ":"-.·..'·::·:.' :..: : ,.. · • ' .. . : .. ;that will explain in· simple terms the 
·.: .·, ··,, ·: _: ,· ' .. • ·' .. •;.'- .'. \ · :', purpose and objectives of the LEDC, 
· < ··· ··· ,· \ :: i:'-::: .. , ·· ... .. ::: requirements for participation, expected 

. . ) . ·:( :'· :, : .• . : 1• individuals and group benefits. 
' : ' • ~ . I • I ' ' ,l, ' ; 'i: ' ' • ' . 

.. 1 ,: •. '. ·. ,. ,.;: .• ,)\(' •. '/. Step' #2.;'.. ;:· To present the project idea to the 
.:, ;-•,"·'':\: \ .. ,'.~:;,~;: '. • • • :,,: ·:·•·. '·:', community and then identify potential 
: ,i.···:.·.1 ii:,.:.',\, :· ·• participants interested in the project. 

I • \+ ,!' • •,' :· ',\ , •1,,1/' •• · . ,, . , ... :~ i :. • 
. •• •. '.i•\· ,:, .,: Step.''i3 .. ; To screen and select the applicants for 
,, •. , , . ' ,-1 • • • •:,. • .. ::.' .i.• •· : .. • . ..: .: ,•;. membership in the Local Economic Develop-
•• : ·:::•·:•.·•.'.:,'/,· ·.• • .' ment Company. 

. \ ' ·,:-:'.,\< '/,·.·,:-.::,: .. ' ' .· ... .. • . .-.... ,. Step ., i4 •. .. ,To insure that a minimum of 25 persons 
:, tf 1'

1/, ' 
1 

I ,', , \...._ mb · •• ... , : . . • •. •· ·., : .. . . .,. , .. uecome me ers of the company. 
' .: ' I • ' ~· ' '1 :· • • ' 1, ' • • • • • ' 

. ',. •. ·:·:.'.:'./.'_:._',::·:' Step· ·~s .~ . :~ To design and obtain 
: ·: ' ;· i· :, ·; • :., : , ..• .' •. : ... of the Incorporation 

. :,. • . .' •J .1:·:·.·::. • .. : :;:-:_iconstitution for the 
. •• • ... : ,,'.,i / .. ... • ' • • 

membership approval 
papers, By-Laws and 
Company • .. 

• ·.(·:·1,.··:·': Step ~G • . · To hire an experience· lawyer that Will 
, •• ;·• : .; ,-•:·<· .. i . .:.·. ,'/,··review the By-Laws and Incorporate the 

;·,. ,;,•:'.:?::'.:'. -: .. :.;·:> corporation under the state laws. 
. _: ,i,/•·\;:i ' , .. 'i ',, , · ' .·•;-- • 

• , , ·: ,·l,,''': Step ~7. • To apply for a Charter as a Local Economic · 
• I \ I .. I, ' • : : :.,·,. _; ·. :':. • ·: .'-: Development Company to the Small Business 

: :,-:·: _. :·· .. ,.,;_.i : • ··' • Administration. 
··./::•·\ >;'·.. . . '' t ' ' ; ' 

.. /:'.- :.?/ii' Step ,.fs·!' ·· ··;·. After receiving approval by the Small 
,. .... ' ·,,·,.}.::01:: .. ,. , •.• .. ·::•.,. Business Administration as a Local Economic 

: -'' ·: .::t' ,:'..:t'.ff • i. ·: .' 1
: • Development Company select the way by 

.!: :; , ' ::; • • ' • which the company will be administered. 
· 1' , 

Step ~9. • To design an Action Plan which will indicate 
short and . long range activities o~ the Company. 
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CITY OF Roe HESTER. NEW YORK 

Jeffrey Swain 
Assistant ta the City Manager 

far Program Development 

Office of the City Manager 

March 1, 1975 

Mr. Emilio Serrano, Executive Director 
Hispanic Businessmen's Association, Inc. 
841 N. Clinton Avenue 
Rochester, New York 14605 

Dear M!,-Sen'"an~ (~ Q_.:,~ J 

Room 66, City Hall 
Rochester, New York 14614 

464-4000, ext. 216 

Thank you for your two proposals recently submitted as part of the Connnunity 
Development Program. A number of proposals were received in which a desire 
was expressed to see neighborhood connnercial areas physically upgraded. As a 
result, it is being reconnnended that Conmrunity Development funds be set aside to 
provide interest subsidies in commercial improvement loans. Some additional 
funds will be used to provide needed off-street parking in certain areas; 
Jefferson Avenue, Dewey-Emerson, Monroe Avenue, Hudson Avenue, Dutchtown-Jay Street 
area and the 16th Ward area will be examined to determine where best to allocate 
the limited funds. Because of limited funds, no recommendation is being made for 
the "outreach" office contained in your proposal. 

,,Regarding the subsidization of the Upper Falls Plaza, we have reconnnende4 that funds 
left in the Model Cities Economic Development fund be used for the proposal you 
suggest. We will be happy to work with you in detailing the specifics of that Project. 

This program, as well as the others proposed for the Connnunity Development Plan, 
is described in more detail in a background statement which City staff members have 
prepared. A public informational meeting on the proposed plan is scheduled for 
Thursday evening, March 6, 1975 at 7:30 p.m. at the Chamber of Connnerce, Large Hall, 
3rd Floor, 55 St. Paul Street. ·. City staff will be present to review the proposed 
plan and answer your questions. Copies of the background information will be avail-
able at this meeting; however, if you would like to obtain a copy before that time, 
you may pick one up on Tuesday, March 4, 1975, in the City Clerk's Office, 3rd Floor, 
City Hall, 

The City·Council will also hold a fonnal public hearing on the proposed Connnunity 
Development Plan on Thursday evening, March 13, 1975 at 7:30 p~m. in City Council 
Chambers, 3rd Floor, City·Hall. • 



Mr. Emi leo Serrano, Executive Di re.ctor 
Hispanic Businessmen's Association, Inc. 
March 1, 1975 • 
Page -2-

If you have any questions or if there is any additional information you require, 
please contact Barbara Zinker of my staff at 454-4000, Extension 295. 

Sir)7J~,~~. 
J~ftr~* P. Swain • 
As~~sitapt to the City Manag~r • 
Program Development • • 
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FOREWORD 

This market study presents the findings and conclusions of Hammer, 
Siler, George Associates as to the market potentials for commercial de-
velopment on a site located in the Upper Falls Urban Renewal Area of 
Rochester, New York. Specifically, this report examines the retail po-
t entials for a proposed new commercial shopping center to be located on 
disposition parcel O in the Upper Falls Urban Renewal Project (Map A). 

" ' '•' 

Parcel O is comprised of two subparcels: A and B. Parcel A contains ·, 
53,894.5 square feet, or 1.237 acres, and Parcel B contains 268,472.2 
square feet, or 6.163 acres. Our assignment was to test the market sup-
port at this designated site location and to determine the total land re• 
quirements for a new commercial center. 

In conducting this detailed market analysis, we worked closely with 
the Upper Falls project office of the city's Department of Urban Renewal 
and Economic Development. We also received invaluable assistance from 
the Hispanic Businessmen's Association (HBA). A detailed survey of some 
of the members of HBA was conducted as part of this_ assignment, This sur• 
vey was administered through the HBA office. 

Our market analysis is presented in four major sections. 
t ions are as follows: 

0 
0 
0 
0 

Introduction 
Demographic and Consumer Trends 
Existing Commercial Structure 
Expenditure Flow Model arid the Future Commercial · 
Potential 

These sec• 
' I 

j/ •! ·<'. . . . 
' " 

I ' 

I' 

',' 

These sections are described in detail foll.owing a summa1·y of our market '-,.' 
findings. 

·Hammer, Siler, George Associates 
Washington, 0 .C. 

'• I I , 

I. 

I I I • I I ' .... • 
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The following paragraphs briefly summarize the findings and conclu-
sions of the economic market potentials for retail commercial space on 
Parcel O in the Upper Falls Urban Renewal project area. Our findings 
are as follows: 

• I 

'I ·.' ,' •. 

o · Parcel 0, located at the intersection of North Clinton ,. 
,, Avenue and the East-West Arterial, is well located with.: , t • 

in the Upper Falls Urban Renewal project area and the 

0 

0 

0 

0 

northern sector of the City of Rochester to compete for ••'_!I ' • 

the consumer expenditure potential of residents of the 
designated retail trading area. • 

' -~ . ' 
. • !.• . ' J, 

Presently, 700 new housing units are under construction 
in the project area and in total, 1,200 to 1,400 housing . 
units are planned in the overall development for the 
Upper Falls Renewal Area. This analysis utilizes a con• . :,:·,. 
servative estimate of only ' 835 new units by 1979. All • :: ~ .. 
additional housing will be plus factor. • F 
Under present conditions, the existing retail str~cture 
in the Upper Falls area is inadequate to serve this new 
residential growth. Also, the existing population of the 
project area is not well served by the existing retail 
stores in the market area. 

'. ·, 

Within the designated trading area, both primary a~d secon~ 
dary zones, t.here is a lack of adequate retail facilities. :. 
Most existing retail establishments are located in 'old, ' 
outdated str~ctures and do not provide the space a*d mer• '.' 
chandising li.nes that can attract shoppers who hav~ the 
flexibility fo their choice of shopping locations. 

Generally, t~ere are very few vi~ble retail establishments 
in the designated trading area. Most businesses sµffer froilfc 
a ·,declining ~opulation· base, inadquate merchandising, .a . lack ,· 

, .. : · .. ' 

.. ' ' ... . 
· , ' : t ' . -.t., ·. 
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J ' 

,'., '1 merchandising, a lack of convenient parking, and an 
image of crime due to the strip nature (lack of com-
pactness) of existing retail areas. 

o Our findings are that a well planned and merchandised 
center can feasibly be developed at the subject site 
Parcel O -- and is needed to serve the existing and 
projected population of the Upper Falls area. 

.. , 
•:,' 

•',I• 

Based on these findings and our conclusions that there is adequate 
market support for a new retail center in the Upper Falls neighborhood, 
we have recommended the following: 

o · There is adequate expenditure potential in the trading 
• , area to support a new regional center with up to 125,000 

, square feet of retail space. This center could also in-
• elude a movie theater ·with 500-700 seats and a branch ,. .. 

library. 
'' 

o : The distribution of retail space should include the fol- _,.,"i ,::, .·•.; 

• • : lowing retai 1 store types: • .\ ·: . · 

48,700 square feet of convenience goods space 
54,500 square feet of shoppers goods space 
20,500 square feet of personal service space 

o It is recommended that both parcels "O-A" and "0-B" be in- ·: 
eluded in the overall retail development strategy_ in order .' 
to provide a maximum amount of visibility and str¢et front• 
age. Locationally, the combination of parcels 0-~ and 0-B 
result in the site having major frontage on North. Clinton 

., Avenue to· the west, the east-west arterial to the north, 
and Joseph Avenue toward the east. This sch.eme provides 
the greatest degree of flexibility for the overaU design 
and layout of the proposed retail facility while maximizing 
ingress and egr_ess. 

o • The center should be well designed 
vide maximum security and safety. 
strong manager or leasing agent be 
ment planning. 

and well lighted to pro-
It is essential that a 
included in the develop• 

p It is ~lso recommended that one or two 
be contacted at the earliest possible 

• commitments for space at the proposed 
• -- a superm~rket and variety store•· 
power for o~her retail units. 

iv 

major retail anchors 
time in order to get 
center. These anchors 
are the maj~T drawing(oii, 

' • ' i ' "'" ~., 
' ' ' ' ', ' c::a cSI 

' : ! • ~ . ~·:: ' •' '·.· :;;, 
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... '\ ,'•I • . .. ,• .O,~- "'" 

~--------------------- HAMM ill. I I Li II, I 1·• 0 1111 A I IO O I AT 11 __ _. 



o • The creation of a community focus (Upper Palls shopping 
center) could help to strengthen the overall renewal 
area and serve as a stimulus in marketing the, additional 
400-600 housing units planned for Phase Two of the hous-
ing construction plan. • 
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Sec·tion I. 
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INTRODUCTION 

. ' ',· 

.-: ·: .. ; ·,'• 

Upper Falls Urban Renewal Area· ' ' I .,:j' 
I , 

The Upper Falls Urban Renewal Area is situated just north of the Ro- . 
chester Central Business District (CBD). The renewal area itself is 
bordered by St. Paul Boulevard to the west, Joseph Avenue to the east, the 
New York Central Railroad tracks on the south, and extends slightly beyond 
the planned east-west arterial highway on the north. The Upper Falls re-
n.ewal area is planned as self-sufficient community. The project is Ro-
chester's largest, single _urban renewal undertaking in terms of .new struc-
tures to be built. 

The overall .plan provides for a balanced mix of new housing units, con-
sisting of garden apartments and townhouses for low- to moderate-income 
families and individu~is. • About 1S acres of land is planned for _high-rise 
uni ts, townhouses and_ single-family homes. The dev~lopmen~ • plan calls 'for 

,, 

. the construction of l ., 200 to 1,400 new residential housing ,uni ts and a pr~• 
posed retail complex ~o serve not only the project, but the area beyond. 
Presently, 700 housin~ units are under construction and are_ expected to ' ; 
be completed by 1976. By 1979, the project is expected to be fully com- ,. 
pleted and functional within the guidelines set forth under ' the renewal 
plan. ,Additionally, ~ducational facilities will be rehabilitated or re- ' 
placed and recreational areas, including new parks and community ,fa~ilities, 
will be developed as ~e reside~tial area •is near .completio_~• _::>·(:,:,. •)::(;\<\ ·:{ · ._.: 
Accessibility 

-~ key factor in tbe development of a new commercial-reti,ail c'enter to 
serve the Upper Palls ~enew~l project is the acces·sibility d.f the · proposed ··· . ' "' •', :'' :.\{ " ; '.; : ' .• • • '' ' ,' \<?(;:<::.:,\· 

11 • "·::·•" 
Ir ' ' •./ ~ • ~- ; ' • ·, ;· ' ', 
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new facility. The proposed site for this new commercial center is ideally 
located between North Clinton Avenue an<l Joseph Avenue, two major north-
south arterials in the northern Rochester neighborhoods. Both North Clinton 
Avenue and Joseph Avenue serve as major transportation spines within the 
Upper Falls neighborhood. Additionally, these streets function as major 
collectors to the Keeler Street Expressway which is a major east-west 
arterial located to the north of the Upper Falls neighborhood and the Inner 
Loop which is located to the south. 

Generally, the Upper Falls neighborhood is highly accessible from 
most parts of the city. The Inner Loop, situated just to the south of 
the Upper Falls neighborhood, along with the Keeler Street Expressway lo-
cated to the north, provide major east-west accessibility into the area. 
In a north-south direction, St. Paul Avenue, North Clinton Avenue, and 
Joseph Avenue serve to facilitate traffic movement between the two major 
east-west arteries. 

Although separated from some western sectors of Rochester by the 
Genesee River, the Bausch Bridge links the proposed site via the new East-
West Arterial. A second bridge, the Inner Loop Bridge spanning the 
Genesee River to the south, is expected to be completed before 1977. 

The proposed Upper Falls Shopping Center will be strategically lo-
cated to benefit from both the north-south access on North Clinton Avenue 
and Joseph Avenue, as well as having good east-west accessibility to 
vehicular movement on the east-west arterial. The site has major frontage 
on each of these arterials. (Map A) 

Trading Area 

The Upper Falls trading area has been defined to include all of the 
Upper Falls Urban Renewal project area and a large portion of the city 

-2-
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of Rochester directly north of the central business district. The over-
all trading area has been divided into two zones: a primary and a secon-
dary. This division was made in order to more accurately assess the 
retail potential available from within the trading area. Map B, on the 
following page, illustrates the Upper Falls trading area as defined in 
this analysis of retail potentials. 

The primary zone includes that area generally located within one-
half mile of the proposed Upper Falls center site. It is generally 
concluded that this area is within a convenient walking distance and 
will generate a major share of the walk-in sales support for the pro-
posed center. More exactly, this area is defined by the Genesee River 
on the west, Clifford Avenue to the north, the Inner Loop to the south, 
and extends to Hudson Avenue and North Street on the east. 

The secondary zone radiates outward from the primary zone in a 
northerly and easterly direction, an additional three-fourths of a mile 
to the north and one-half mile to the east. Although somewhat beyond 
a convenient walking distance, residents of this zone can be expected 
to contribute a significant amount of business to the center due to its 
proximity to the Upper Falls area. The secondary zone is limited on the 
west and south by physical barriers -- the Genessee River, the Inner Loop 
expressway, and the·CBD. 

This larger secondary trading area is more densely populated and of 
a different general character than the primary trading area. However, 
because of the lack of other competitive facilities, residents of the 
secondary trading area will be geographically oriented to the Upper Falls 
center by their proximity and the lack of facilities on a similar scale. 

The overall tr~ding ~rea, which includes boih the primary and secon-
dary trading area zones, is considered to be the area from which the pro-
posed Upper Falls commer~ial facilities could be. expected to receive a 

'0 P., .... • (. 

i: : 
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UPPER FALLS TRADE AREA 
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major share of their support. llowever, some additional support could 
be expected from outside this trading area if the proposed center is 
of sufficient size and retail attractiveness, assuming a balanced mix 
of retail stores and services. Additionally, some of the proposed 
tenant types offer goods of a highly specialized nature and are there• 
fore expected to attract a portion of their sales from throughout the 
metropolitan area. Although tenants of this type are not expected to 
be abundant, the additional sales that they might be able to attract 
from beyond the primary and secondary zones of the trading area was 
determined as possible inflow into the proposed center and is con• 
sidered in the overall determination of the total .sales potential ,later 
in this analysis. 
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Section II. DEMOGRAPHIC AND CONSUMER TRENDS 

Demographic and other consumer trends are presented in the para-
graphs below. It is important to note that historic trends within the 
primary trading area are not reflective of existing and future conditions 
because the primary trading area,. for the most ~art, is undergoing ex-
tensive redevelopment within the Upper Falls Urban Renewal project area. 
However, the historic trends experienced within the core or primary 
trading area have had a significant impact upon the secondary ·trading 
area due to the close proximity. 

It is, however, expected that the redevelopment effort within the 
primary trading area could serve to stimulate and help to stabilize the 
neighborhoods within the secondary trading area. The resultant impact 
of the redevelopment program should introduce a degree of stability to 
all of the immediate north Rochester area. 

Population 

Table l shows the 1960-1973 population trends for the trading area 
by primary and secondary zone. As indicated, the total trading area con-
tained 44,400 persons in 1973, a decline of 11,540 over the 1960 lev~ls. 
Over SO percent of the population lost during the period was within the 
primary trading area zone, most of which was due to the extensive rede-
velopment efforts. There was an absolute loss of population in the 
secondary trad~ng area over the 1960 to 1973 period as indicated in the 
table below. 

I ,• ' 
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Table 

Primary 
Secondary 
Total Trade 

1. HISTORIC POPULATION TRENDS, UPPER FALLS 
TRADE AREA, 1960, 1970 AND 1973 

1960-1973 Change 
1960 1970 1973 Number 

22,530 16,350 14,700 - 7,830 
33,410 30,570 29,700 - 3,710 

Area 55,940 46,920 44,400 -ll,540 

Source: U.S. Department of Commerce, 
Bureau of the Census, and 
Hammer, Siler, George Associates. 

Percent 
-53.3% 
-12.5% 
-26.0% 

In 1976, it is expected that the total trading area population will 
increase to 47,400 persons, an increase of 3,000 persons over the 1973 
population level. As shown in Table 2, following, all of this growth 
is expected to be accounted for within the primary trading area. 

I 

By 1979, it is estimated that the primary trading area will increase 
by an additional 800 persons, while the secondary trading area will in-
crease by 300 persons. In total, it is estimated that the primary trading 
area will increase by 3,800 persons over the 1973 level, while the second-
ary trading area will increase by 300 persons over the 1973 level. The 
estimated total trading area population for the Upper Falls center is 
estimated to be 47,400 persons in 1976 and increase to 48,500 persons by 
1979. The increase is primarily based on the housing construction schedule 
under the urban renewal program for the Upper Falls Urban Renewal Area. 
This schedule is based upon the 700 housing units presently under con-
struction and an additional 500 are expected to begin construction at 
a latter date and be completed by 1979. 

-6-

.__ _____________________ HAMMEii.ii LEll,1101111 AIIOOI 



Table 2. PROJECTED POPULATlON LcVELS, UPPER 
,FALLS TRADE AREA, 1976 ANO 1979 

1976 1979 Number Percent 
Primary 17,700 18,500 800 4. 590 
Secondary 29,700 30!000 300 LO% 

Total Trade Area 47,400 48,500 l,100 2.3% 

Source: Hammer, Siler, George Associates. 

Households and Household Income 

Households are considered the single-most ·irnportant consumer spending 
unit, and therefore, this analysis gives consideration to market support in 
terms of households. For this analysis, the population previously present-
ed has been converted into households by using the average household size 
as presented in the census and as expected in the new housing units. The 
growth and the number of households which are directly related to the popu-
lation trends previously indicated for the defined Upper Falls retail trade 
area are shown in .Table 3, Household levels wi~hin the trading area are 
presented for the following years: 1973, 1976 and 1979, 

Primary 
Secondary 

Table 3. NUMBER OF HOUSEHOLDS, UPPER FALLS 
TRADE AREA, 1973, 1976 AND 1979 

Chang~ 
1973 1976 1979 Number 
3,,975 4,600 4,810 835 
9,770 130 

1973-1979 
Percent 

21.0% 
I l.3% 9,770 9,900 - , 

Total Trade Area 13,745 • 14,370 14,710 965 7.0% 

Source: Hammer, Siler, George Associates. 

A~ shown in Table 3, the Upper Falls trading area accounted for 13,745 
households in 1973. By 1976 _it is expected that under the present redevel-
opment plans~ taking into consideration a vacancy factor of 10 percent -,,r~ -

1 . 1-· 
<:. 
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total trading area will contain 14,370 households. Between 1976 an<l 1979, 
only a minimal amount of growth is expecterl since the major share of new 
housing will have already been constructed an<l the only .substantial addi-
tional growth will be a result of increased occupancy of the existing 
housing units. 

Average household income, in 1970 constant doila'rs, equalled $6,860 
in the primary zone and $8,535 in the secondary zone. Overall, the total 
trading area had an average household income level of $8,025, in 1970 
dollars. In order to factor out inflationary trends, the 1970 dollar 
levels have been adjusted to 1973 constant dollar values for this report. 

As indicated in Table 4, below, the primary zone average household in-
come level equalled $8,300 in 1973 constant dollars and the secondary zone 
equalled $10,335. Overall, the· total trading area average household in-
come level was determined at .$9,720, in constant 1973 dollars. 

Income and Consumer Expenditure Levels 

There has been almost no gain in real family income in the Upper Falls 
trading area in the 1960-1973 period. This condition is reflective of the 
fact that households with expanding incomes are not moving into the trading 
area. Incomes have been projected for the forecast .years of 1976 and 1979 
using no increase for real income gains. 

For the purposes of this analysis, average household income levels 
were utilized to determine total personal income and · total consumer expen• 
diture potential generated by residents within the Upper Falls trading 
area. Households and ~ousehold income levels provide a uniform base and 
include those persons (unrelated individuals considered) not a part of a 
family, , but who n,.ay in fact constitute a household. 

-8-
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Table 4 summarizes the average household income levels, total per-
sonal income, and the estimate'd total consumer expenditure potential for 

• the Upper Falls trading area by primary and second~ry trading area zones, 
The trading area is expected to generate $139,153,000 in total personal 
income by 1976, which is expected to increase to $142,239,500 by 1979, The 
close-in primary trading area accounts for slightly under 30 percent of the 
total personal income projected within the total trading area, 

Determination of the actual consumer expenditure patterns for the 
trading area residents was made on the basis of data from the survey of 
consumer expenditures and income developed by the Bureau of Labor in 1960 
1961 and updated by Time-Life in 1966. These series cover national, re-
gional, and rural/urban expenditure patterns, alt.hough not· directly appli-
cable to the Upper Falls trading area expenditure patterns because of the 
area's relatively _low income and non-white character, 

Adjustments to this data were made from studies conducted by this 
firm in the Shaw Urban Renewal Area of Washington, D.C., the North Hartford, 
Connecticut area, and other similar urban inner-city areas, with regard to 
non-white expenditure patterns and how they differ from white expenditure 
patterns at the same income levels and their locational relationship, i.e., 
urban, rural, suburban. 

As shown, it is estimated that the 1976 consumer expenditure potential 
for the total trading area will amount to $59.6 million by 1976 and in-
crease to $60. 9 million by 1979, This amount represents the percent· of 
average household income spent on consumer goods, multiplied by the total 
households in the trading area. For households with an average household 
income of $9,720, 42,8 percent of their income, or approximately $4,150, is 
apent annually on consumer ~oods, These calculations are summarized in 
Table 4, .· J ', 

, .. 
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Table 4. llOUSEl-!OLO INCOME ANO CONSUMER EXPENDITURE LEVELS, 
UPPER FALLS TRADE AREA, 1976 AND 1979 

Average Household Income 
1970 current dollars 
1973 constant dollars 

Total Personal Income· 
1976 ($mil.) 
1979 ($mil.) 

Estimated Consumer Ex-
penditures 

1976 ($mil.) 
1979 ($mil.) 

Primarl_ 
Zone 

$ 6,860 
$ 8,300 

$38,180.0 ,, 
$39,923.0 

$16,341.0 
$17,087.0 

Secondarl 
Zone 

$ 8,535 
$ 10,335 

$100,973.0 
$102,316.5 

$ 43,216.4 
$ 43,791.5 

Total Trade 
Area 

$ 8,025 
$ 9,720 

$139,153.0 
$142,239.5 

$ 59,557.4 
$ 60,878.5 • • 

Note: Except where noted, all dollar values 
are in constant 1973 dollars. 

. r 
Source: Hammer, Siler, George Associates. 

Expenditure Potential by Consumer Category 

Table 5 indicates the c9nsumer expenditures of the Upper Falls trad-
ing area residents by the three basic retail categories which were 
utilized in this analysis: convenience goods, shoppers goods; and per-
sonal-commercial services. Convenience goods includes all expenditures 
for food, liquor, drugs and medicine. Shoppers goods acc~unts for ex-
penditures in the furniture, clothing and miscellaneous household goods, 
and other merchandise usually purchased in department or specialty-type 
stores. The services category includes all expenditures on recreation, 
entertainment, la~dries, peauty and barber shops, an~ other personal 
care type .items. . •. : 

'. ,) . 
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•. Table S. CONSUMER EXPENDITURE POTENTIAL BY MERCHANDISE 
CATEGORY, UPPER FALLS TRADE AlU:A, 1976 

Average Annual Total 
Percent of Household Household 

Gross Income Expenditure ExEenditures 
Convenience Goods 24.8 • $2,400 $34,509,940 
Shoppers Goods 11.4 1,100 15,863,440 
Personal Services 6.6 640 9,184,100 

Total 42.8 $4,l~S $S9,SS7,480 

Source: Hammer, Siler, George Associates. 

As shown in Table S, convenience goods expenditures by far account for 
the largest share of the total consumer expenditur~s. Overall, it is esti-
mated that 42. 8 percent of total personal income .is spent in these consumer 
·goods categories. The total consumer expenditure potential of $59,6 million 
in 1976 represents an average annual household expenditure of $4,14S stated 
in constant 1973 dollars. 

Expenditures by Store Type 

The forecast of expenditure potential by store type is based. upon the 
figures in Table 5 as control totals within each major consumer cate-
gory. The distribution of these expenditures among the various store types 
was calculated from various sources mentioned previously and survey data 
provided from an independent study undertaken within the Upper Falls trading 
area, and other inner-city areas. A breakdown of expenditure levels by 
store t~e is shown in Table 6. 
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.<-~. Table 6, . PERSONAL .CONSUMPTION EXPENDITURE PA'ITERN, BY 
STORE .TYPE, UPPER FALLS RETAIL TRADE AREA 

J . .. 

', I 

.... Convenience Goods 
Supermarket 
Specialty Groceries 
Drugstores 

,, . : 'i 
Liquor Stores 
Restaurants 

.. . ' 

... 
:i •• 

Total 
_Shoppers Goods 

Departme_nt Stores 
Variety Stores 

,, . • Specialty Clothing 
Men's 
Women's 
Children 
Shoes 

Other Specialty Stores 
F1,1rni-ture and Appliances 
Hardware 

Total 
Personal Services 

Laundries 

• I ._ . 

Beauty and Barber Shops 
Recreatio.n and Entertainment 
Other: Personal ·services 

Total 

• Percent 
of Income 

16.00% 
2.40 
1.40 
2.00 
3.00 

24.80% 

4.00% 
. 83 . ·: 

(2. 79) 
.63 

1. 13 
.09 
.94 

1.53 
1. 75 
.so 

11.40% 

.65% 
.. 1. 40 
1.90 

6.60% 

Hammer, Siler, George Associates. 
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Section III. EXISTING COMMERCIAL STRUCTURE, 
UPPER FALLS TRADE AREA 

... 

The existing commercial facilities within the Upper Falls retail 
trade area can be characteriz~d as typical old neighborhood commercial 
units. That is, the existing commercial development is situated along 
the major north-south thoroughfares serving the Upper Falls trading area. 
Each of these commercial areas are described below. 

Clinton Avenue. The Clinton Avenue strip is by far the most 
significant of the retail locations within the Upper Falls 
trading area. This retail area has approximately 88 stores 
with a total of 216,600 gross square feet of retail space. It 
is the only one of the retail areas to have major convenience 
goods·outlets serving as anchor tenants. Both the 8,000 square 
foot A&P and 20,000 square foot Star Supermarkets are located 
here. Significantly, Clinton Avenue also has the largest 

. amount of other shoppers goods space. 

• Joseph Avenue. This commercial strip parallels Clin~on Avenue 
and contains almost as many commercial establishment·s. However, 

• the stores along Joseph Avenue·are characteristically smaller 
in size but tend to be of the same composition with regard to 
balance and -tenant mix as the Clinton Avenue strip. There are 
79 stores or 97,480 gross square feet of commercial space along 
Joseph Avenue. 

St. Paul Avenue. This is the . least developed of the major 
thoroughfares running through the Upper Falls trade area. There 
are only 21 stores strung along St. Paul Avenue and these stores 
contain approximately 48,300 square feet of retail space. Over-
all, the stores along St. Paul Avenue can be characterized as 
being somewhat more viable than those stores elsewhere in the 
Upper Falls trading area. However, the relatively few stores 
t.end to be highly dispersed .along the length of St • . Paul Avenue 
and because of this lack of concentration, they do not have a 
strong market appeal, · fO 
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North Street. North Street is siml lar to St. ,Joseph Avenue 
in that it contains a relatively large number of retail 
stores with a total ·of 125,650 gross square feet of retail 
space. Li~e the stores on Clinton and Joseph avenues, the 
stores along North Street tend to be in a state of deteriora-
tion. In many instances, the 5trip continuity is broken by 
vacant or boarded store fronts. 

Hudson Avenue. The Hudson Avenue retail strip is the farthest 
or most removed from the proposed site. There are 66 stores 
in this shopping area with approximately 107,250 gross square 
feet of retail space. Generally speaking, the stores along 
Hudson Avenue would be ranked as being slightly more competi-
tive than those on Joseph Avenue or North Street. Unlike the 
other areas, Hudson Avenue has fewer vacancies and would appear 
to contain a larger nwnber of viable business establishments. 

Table 7 shows the distribution of commercial-retail facilities by 
the major shopping areas within the Upper Falls trading area. As shown, 
these major shopping areas c9ntain almost 600,000 square feet of retail 
space. However, it is estimated that less than 20 percent of this total 
space, or 120,000 square feet, is or would be competitive to new facili-
ties at the proposed site. Overall, convenience goods account for 38 
petcent of total inventory, shoppers goods 28 percent, and commercial• 
personal services ~epresent 34 percent of the total space • . 

' . ,,·· 
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Table 7. DISTRIBUTION OF COMMERCIJ\L-IU:TAIL FACILITIES 
BY SHOPPING AREA, UPPER FALLS TRADE AREA, 1974 

Convenience Shoppers 
Goods Goods Services Total 

Clinton Ave. 
Number of Stores 32 24 32 88 
Gross Sq.Ft. 78,800 82,700 55,100 216,600 

Joseph Ave~ 
Number of Stores 31 20 28 79 
Gross Sq.Ft. 37,150 22,280 38,050 97,480 

St. Paul Ave. 
Number of Stores 7 8 6 21 
Gross Sq.Ft. 10,600 34,700 3,000 48,300 

North Street 
Number of Sto:res 23 13 28 64 
Gross Sq.Ft, 43,550 19,100 63,000 125,650 

Hudson Ave. 
Number of Stores 25 15 26 66 
Gross Sq.Ft, 35,300 32,300 39,650 107,250 

Total Stores · 118 80 120 . 318 
Total Sq.Ft. 205,400 191,080 198,800 595,280 

Source~ Hammer, Siler, George Associates 
field survey, February, 1974, 

Competitive Retail Profile 

In order to more effectively evaluate the existing commercial struc-
ture and competitive stature of these existing commercial facilities, a 
profile of the commercial-retail facilities by store type has been de-
veloped. Table 8 lists by the major retail categories and the types of 
stores which comprise the five strip-commercial areas discussed pre-
viously. 

The profile of existing commercial facilities shows an almost equal 
distribution a~ong the three retail categories. However, a sig 
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unequal distribution is apparent within each category indicating a 
severe imbalance in the existing retail store mix. 

Convenience goods facilities are those facilities typically fre-
quented on a daily or semi-daily basis and are usually located in close 
proximity to ones residenc.e. As indicated in Table 8, retail outlets of 
this type consist primarily of food, drug, and liquor store outlets. 
Significantly, of the 118 convenience goods establishments, there are 
52 restaurants and bars and 45 grocery establishments. Together, these 
two convenience goods types account for 82 percent of the total con-
venience goods outlets presently existing within the Upper Falls trading 
area. Of the food establishments, only two are typical supermarket 
operations, while the remaining 43 grocery stores tend to be significantly 
small (averaging approximately 1,500 square feet each) and antiquated. 
All of the 45 food stores can be characterized as neighborhood-type 
markets having an · e·xtremely limited variety and depth of merchandise. 

Shoppers goods stores are those establishments carrying merchandise 
usually found in department store type outlets and consists of merchandise 
which is also known as comparison goods since purchases are usually made 
after a comparison of style, price, quality, etc. In terms of the 
number of establishments, the shoppers goods category has the most evenly 
distributed conglomeration of retail types. However, the TV appliance 
and furniture outlets tend to have the largest concentrations of retail 
space. And, a significant deficinecy is in the general merchandise type 

. outlets of which there is only one containing 1,000 square feet of 
space. But, because the Rochester Central Business District is located 
just a short distance to the south, the lack of a large g_eneral 
merchandise type outlet is not significantly distrubing. 

Personal and commercial service facilities have a ;omewhat unequal 
distribution of beauty and barber shops, laundries and cleaners, and 

\ 
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automotive service stations. Noticeably lacking, are the insurance, 
travel, and real estate services usually found to a much grcator <legroc 
in typical strip retail areas. 

I 

Table 8 summarizes distribution of commercial-retail facilities pre-
sently serving residents of the Upper Falls retail trade area. To some 
extent, a number of these existing businesses could be expected to be 
candidates for possible relocation into the proposed new facilities at 
the Upper Falls site. Of the remaining facilities, especially those 
which are marginal operations, it is expected that they would transfer 
a share of their business to modern and efficient retail space at the 
proposed new center. 

• I 
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Table 8 • • PROFILE OF COMMERCIAL-RETAIL FACILITIES BY, 
• 'STORE TYPE, UPPER FALLS TRADE AREA, 1974 

Convenience Goods 
Supermarkets 
Groceries 
Bakery 
Drugstores 
Liquor 
Restaurants & Bars 

Total 
Shoppers Goods 

General Merchandise 
Clothing 
Shoes 
Appliance & TV 
Furniture 
Card & Gift 
Jewelry 
Sporting Goods 
Toy & Hobby 
Music & Record 
Fabric & Sewing 
Second Hand 
Automotive 
Other Misc. 
Hardware 

Total 
Personal and Commercial Services 

Beauty Shops 
Barber Shops 
Laundry & Cleaners 
Banks/Savings & Loan 
Insurance 
Real Estate 
Travel 
Repair 
Service Stations 
Other Misc. & Vacant 

Total 

Number of 
Establishments 

2 
. 45 

5 
4 

10 
52 -

118 

l 
5 
1 
8 
6 
6 
2 
5 
5 
4 
2 
6 
8 

11 
10 

80 

15 
13 
21 

4 
3 
6 
2 
6 

18 
32 -

120 

Estimated 
Gross sq.Ft. 

28,000 
61,050 

6,100 
12,000 
18,250 
80,000 

205,400 

1,000 
10,150 

880 
33,000 
48,500 

4,250 
1,600 
8,300 
4,100 
3,300 
2,000 
7,200 

25,500 
18,900 
22,400 

191,080 

. 10,450 
7,700 

47,100 
19,300 

3,000 
4,200 
1,000 

16,300 

89, 750 
198,800 

Source: Hammer, Siler, George Associates 
field survey, February 1974. 
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' Other Competitive Facilities 

Due to the lack of adequate retail facilities on the major commercial 
strips which are presently serving residents of the Upper Falls trade areas. 
residents are often forced to travel considerable distances to do their 
major shopping. Competitive areas are located outside of the Upper Falls 
trading area and include the Rochester Central Business District located 
immediately south of the Upper Falls neighborhood, and the area toward the 
north where there are a number of typical small suburban type shopping cen-
ters. (Map C) 

Table 9 shows the primary retail locations that are presently serving 
a large number of Upper Falls trading area residents. As indicated, all of 
the listed facilities are a considerable distance from the proposed Upper 
Falls retail site. In most cases, they would be significantly affected by 
the development of a new and ·efficient retail center in a close-in location, 

l. 

2. 
3. 
4. 
.:, . 
6. 
7. 

8. 
9. 

Table 9. INVENTORY OF NEARBY SHOPPING CENTER LOCATIONS 
OUTSIDE OF THE UPPER FALLS TRADING AREA, 1974 

Year Total Number of 
Opened Size Businesses . Major Tenant 

(Sq. Ft.) 
Rochester CBD 4,389,300 
Goodman Plaza · · 1958 80,000 21 A&P-Super Saver 
Georgetown Plaza 1972 75,000 7 • Park Edge Foods 
Clinton Avenue Core A&P-Star 
Atlantic Shopping Center 1960 150,000 13 ' Two Guys-Super 

Saver 
Ridge Clinton Plaza • 1952 75,000 10 None 
Ridge Hudson Shopping 
Center 1969 70,000 14 Star Market 
Ridge Seneca Plaza · 1956 30,000 10 ·_None 
North Park Plaza 1951 35,000 9 None 

Sourc·e: Hammer, Siler, George Associates. 
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NEARBY SHOPPING LOCATIONS 
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Characteristics of each of these shopping areas are described in the 
following paragraphs: 

Rochester CBD - The Rochester Central Business District contains 
4,389,300 gross square feet of retail space. Because of1 its 
proximity to the Upper Falls neighborhood and proposed site, the 
Rochester CBD .is the strongest competitive retail location for 
non-convenience goods merchandise outside of the delineated 
trading area. Of the downtown's total retail space, 1.7 million 
gross square feet is comprised of department stores. Other 

. shoppers goods space amounts to 708,100 gross square feet, 
while convenience goods items occupy just under 500,000 square 
feet of space. Although the downtown has experienced continual 
decline in recent years, it still remains one of the more at-
tractive alternative shopping facilities for residents of the 
Upper Falls trading area because of its proximity. 

Goodman Plaza - Located at 826 North Goodman Street, this 
plaza was opened in 1958. -This 80,000 square foot center con• 
tains approximately 21 retail outlets. Major anchors in this 
center include an A&P and a Super Saver food store. After 
the Star-A&P complex on Clinton Avenue, Goodman Plaza is the 
strongest retail concentration in close proximity to the 
Upper Falls trading area. Presently, this center suffers from . 
a· lack of convenient access and is beginning to show signs of • 
deterioration due to age and lack of maintenance. Because of ' 
the lack of shoppers goods and commercial services, this center 
is not expected to have a significant competitive effect upon 
the proposed new facilities at the Upper Falls site. • 

Georgetown Plaza - This relatively new center was opened in 1972 
and contains 75,000 square feet of retail space._ A Park Edge 
food store serves as the major anchor tenant. There are only 
six other minor stores in this center which renders this loca-
tion somewhat non-competitive with regard to the proposed Upper 
Falls area. 

Clinton Avenue Core - This is the anchor location for the Clinton 
Avenue strip commercial area. Major co-tenants include an 8,000 
square foot A&P market and a 20,000 square foot Big Star market. 
Presently, these grocery facilities serve as the primary food 
o~tlets for' residents of the Upper Falls neighborhood. 
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Atlantic Shopping Center - Located at Ridge Road East and Carter 
Street, this center was opened in 1960 and contains 150,000 
square feet of retail space. Of the 13 businesses in this shop-
ping center, the major anchor stores are a Two Guys discount de-
partment store and a Super Saver food market. At the present 
time, there is an estimated 16,000 square feet of retail space 
available for rent. Typical of older centers, the building lay-
out and parking facilities are somewhat less than adequate. This 
shopping center will have some competitive effect because of the 
Two Guys discount department store located here. Outside of the 
central business district, this is the closest discount depart-
ment store facility to residents of the Upper Falls trading area. 

Ridge Clinton Plaza - This plaza was opened in 1952 and is lo-
cated at rrudson Avenue and Ridge Road. It contains approximate-
ly 75,000 square feet of space among the ten businesses. There 
is no major anchor tenant in this center, although a meat market 
containing approximately 6,000 square feet is generating a signi-
ficant amount of convenience oriented traffic. 

Ridge Hudson Center - Located at Hudson Avenue and Ridge Road, 
this center was opened in 1969 and contains 70,000 square feet 
of retail space. There are 14 stores in this center, three of 
which serve as primary tenants. These major tenants include 
a Star Market, Rite-Aid Drugs, and a Western Automotive Supply 
store. Located just north of the Atlantic shopping center, 
this location enjoys some of the traffic generated by the Two 
Guys department store located across the street. 

Ridge Seneca Plaza - Opened in 1956 at Ridge Road and Seneca 
Avenue, this 30,000 square foot center contains 10 .bu~iness , 
establishments. However, the center is primarily convenience 
oriented and lacks any type of anchor tenant. 

North Park Plaza - This center is located at Norton Street and 
Portland Avenue. Opened in 1951, it contains approximately 
35,000 square feet of retail space and consists of nine busi-
nesses which are primarily service oriented; The center suffers 
from a lack of parking and an extremely unbalanced retail mix. 

In summary, there is not a significant amount of competitive retail 
space located in typical shopping center type developments to serve the 
Upper Falls trading area residents. Additionally, none of these ·facilities 
are within one and one-half miles of the proposed Upper Falls shoppi fG 
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center site. In almost every case, those centers arc highly oriented 
toward convenience shopping. Our evaluation of competitive facilities 
would indicate that beyond the existing facilities on the five major 
thoroughfares traversing the Upper Falls trading area, there is not 
expected to be a significant amount of competition from facilities out-
side of the Upper Falls trading area with the exception of downtown 
Rochester . 
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Sect;i.on IV. EXPENDITURE FLOW MODEL AND THE 
FUTURE COMMERCIAL POTENTIAL 

Retail Sales of Competitive Locations 

The existing retail sales levels presently being achieved by Upper 
Falls trading area stores do not reflect the amount of spending done 
by residents within the trading area.Y This is due to both the lack of 
adequate retail facilities and the quality of the existing stores. In 
effect, Upper Falls trading area residents are presently supporting re-
tail facilities located outside of the previously defined trading area 
with a large outflow of retail expenditures. 

In general, the sales per square foot for establishments within the 
Upper Falls trading area lag behind industry-wide standards for compara-
ble facilities. Those stores which appear to be closest to meeting 
acceptable standards are those facilities having an orientation to a 
generally broader market such as A&P and Star Foods on Clinton Avenue 
and several of the larger, more modern business establishments along 
Clinton, Joseph, and St. Paul avenues. 

:y For the purposes of this analysis, trading area stores include only 
the strip commercial development along St. Paul, Clinton, and 
Joseph avenues. It does not include the Hudson or North Avenue 
commercial strips because of their distance from the proposed 
facility and their general lack of competitiveness . 

• 
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Table 10 shows the total number of square feet for each type of re7 
tail activity within the St. Paul, Clinton, and Joseph Avenue commercial 
strips and the estimated productivity levels for these retail activities. 
Also indicated is the amount of expenditures captured by these stores 
from trading area residents. 

Table 10. ESTIMATED UPPER FALLS TRADE AREA 
RETAIL SALES, 1973 

Sales/ 
Sq.Ft. 

Total Sales to Trade 

Convenience Goods 
Food 
Restaurant & Bar 
Drugs 
Liquor 

Shoppers Goods 
General Merchandise 
Apparel/Accessories 
Furniture/Appliance 
Hardware/Misc, 

Services 

Sq.Ft. 

95,150 
_80, 000 
12,000 
18,250 

31,750 
11,000 
81,500 
66,830 

95 
75 
60 

140 

40 
40 
35 
35 

Beauty & Barber 18,150 55 
Laundry/Cleaners 47,100 27 
Recreation/Entertainment 
Other 43,800 30 

Sales 
($mil.) 

$ 9,039.2 
6,000.0 

720.0 
2,555.0 

$18,314.2 

$ 1,270.0 
440.0 

2,852.5 
2,339.1 

$ 6,901.6 

$ 998.3 
1,271.7 

1,314.0 
$ 3,584.0 

Area Residents 
Percent Amount 

90% $ 8,135.3 
65% 3,900.0 
75% 540.0 
80% 2,044.0 

$14,619.3 

85% $ 1,079.5 
85% 375.0 
40% 1,141.0 
75% li754.3 

$ 4,348.8 

80% $ 798.4 
890.2 

90% 1,182.6 
$ 2,871.2 

Source: Hammer, Siler, George Associates. 
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The indicated sales (productivity levels) per square foot for Upper 
Falls trading area stores show both convenience units and service estab-
lishments to be somewhat below national averages. The shoppers goods 
stores, on the other hand, have productivity levels that are comparable 
for stores existing in older strip commercial areas. This is primarily 
the result of the general lack of shoppers goods stores within the 
trading area, and in the case of the existing shoppers goods stores, 
their general newness compared to most of the other convenience and 
service facilities. It also .reflects the relatively small amount of 
space being utilized by shoppers goods stores. 

In comparing the sales made by these stores to Upper Falls trading 
area residents with the total expenditures in each of the three major 
categories, it can be seen that the penetration or capture rate of these 
local stores is relatively low. Table 11, below, indicates penetration 
of the Upper Falls trade area expenditures by the existing commerical es-
tablishments. 

Table 11. PENETRATION OF THE UPPER FALLS TRADE 
AREA BY EXISTING STORES, 1973 

Convenience Goods 
Shoppers Goods 
Services 

Total 

Expenditures Captured 
by U.F. Trading Area 

Expenditures Existing Stores 
$33,223,400 

15,272,100 
8,841,700 

$57,337,200 

$14,619,300 
4,348,800 
2,871,200 

$21,839,300 

Source: Hammer, Siler, George Associates. 

Penetration 
Level 

45.4 
28.5 
32.S 
38.1 

The indicated penetration levels are due to the particular mix of 
stores existing within the major shopping corridors indicated previously 
and the resultant shopping patterns that have developed for trading area 
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residents. As shown, the lowest penetration levels arc for shoppers goods 
merchandise because .res.idents have relatively close proximity and eusr 
access to the Rochester Central Business District, The low penetration 
in the convenience and service categories reflect the present store qual-
ity and lack of adequate merchandising to serve the residents of the Upper 

\. 
Falls trading area. 

These relatively low penetration rates reflect a large outflow of con-
sumer expenditures to competing facilities located outside the trading 
area. As noted previously, almost all of the alternative facilities are 
considerably ~istant, especially for convenience oriented shopping trips. 

These penetration levels and the resultant outflow of conswner expenditures 
highlight the possible opportunities available for the development of new 
commercial retail space at the Upper Falls retail site, 

Upper Falls Sales Potential 

The amount of new re~ail space that can be supported at the Upper 
Falls site is largely dependent on the size or extent of the local market, 
The types of proposed retail establishments which are need~d to improve 
the level of service to area residents would significantly broaden the mar-
ket that is presently being served and result in increased business for 
many of the existing establishments located on Joseph Avenue, Clinton Ave• 
nuc, and St. Paul Avenue. The forecast of future sales potential assumes 
a modern and well balanced retail complex that will bring together not 
only a number of existing establ_ishments, but in addition, · possible new 
facilities not presently within this market. As a result, the proposed 
retail complex will serve a somewhat broader market than the existing re• 
tail facilities are capable of serving. 

Table 12, on the foHowing page, indicates the 1976 tr~ding area resi-
dent expenditures by _store _type. For each of the store types, · the maximum 
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penetration level was assumed, that is, the largest amount of trading 
area market potential that could be reasonably captured in the existing 
commerc-ial establishments if newer facilities were available at the Upper 
Falls retail site. 

Table 12. · NET INCREASE IN RESIDENT EXPENDITURES WITHIN 
THE UPPER FALLS TRADE AREA IN 1976 

(Sales in Millions) 
1976 1976 1976 1973 

Resident Maximum Sales to Sales to Net 
ExEenditures Penetration Residents Residents Increase 

Convenience Goods 
Food $25,604.1 60% $15,362.5 $ 8,135.3 $7,227,2 
Restaurant & Bar 4,174.6 65% 2,713.5 3,900.0 
Drugs 1,948.1 70% 1,363.7 540.0 958.7 
Liquor 2,783.1 50% 2!087.3 2,044.0 43.3 

$34,509.9 $21,527.0 $14,619.3 $8,229.2 
ShoEEers Goods 
General Merchandise $ 6,721.1 40% $ 2,688.4 $ 1,079.5 $1,608.9 
Apparel/Accessories 3,882.4 40% 1,553.0 774.0 1,179.0 
Furniture/Appliance 2,435.2, 45% 1,095.8 1,141.0 
Hardware & Misc. 2,824.8 60% 1,977.4 li754.3 223.1 

$15,863.5 $ 7,314.6 $ 5,153.2 $3,011.0 
Services 

Beauty & Barber $ 1,948.1 75% $ 1,461.0 $ 798.4 $ 662.6 
Laundry/Cleaners 904.5 80% 723.6 890.2 
Recreation/ 

Entertainment 2,643.9 45% 1,189.1 1,189.1 
Other 3,687.6 55% 2,028.2 1,182.6 845.6 

$ 9,184.1 $ 5,401.9 $ 2,934.8 $2,697.3 

Source: Hammer, Siler, George Associates. 

The resultant 1976 sales to residents were then compared with the 
comparable figure for 1973 to determine the net growth in the market that 
woulq be available to new retail facilities. The net increase in resident 
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sales represents the base for local support that new facilities at thc ·Upper 
Falls site could expect to compete for ·within this market. 

The indicated max1mum penetration levels assume the development of 
a modern well-balanced center, with convenient parking, that would be high-
ly competitive with existing alternative facilities at other locations. 
These new penetration levels reflect increased market penetration by the 
remaining facilities nearby as a result of the new center. The figures 
were developed on the basis of existing penetration lev.els presently being 
achieved by existing commercial .establishments and adjusted to account for 
the impact of additional stores, increased retail attraction, and the con-
venience associated with a new facility at the Upper Falls site. 

The indicated 1976 ma_ximum penetration levels in each of the three 
major commercial categories indicate the significant increase over the 1973 
levels. Increased penetration is most readily available to the convenience 
and service establishments since these retail types are highly dependent 
upon proximity to their market. In the case of shoppers goods stores, 
the close proximity of the Rochester CBD results in a somewhat reduced mar• 
ket penetration. 

Warranted New Space 

Table 13, follow~ng, shows ·the total expenditure potential attributable 
to trading area residents. An .adjustment has been made to these figures to 
account for inflow into this market from outside of the previously delineated 
trading area. The inflow represents additional spending which is available 
to those retail operations which could be expected to have a market area 
substantially larger than the trading area itself, such as restaurants, 
recreation and entertainmen~ facilities, and in some cases convenience 
good establishments where the merchandise is of a highly specialized nature 
and may be difficult to .obtain elsewhere. Other store type~ will have in• 
flow because of their proximity · to the other neighborhoods via the ·" o· 

e~ . ., 
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• network and the assumed impact of retail attraction the new facility will 
exert upon the entire northern area of the City of Rochester. · 

. Table 13. TOTAL SUPPORTABLE NEW SPACE, UPPER . 
• FALLS RETAIL SITE, 1976 

Convenience Goods . 
Food 
Restaurant/Bar 
Drugs 
Liquor 

Subtotal 
Shoppers Goods 
General Merchandise 
Apparel/Accessories 
Furniture/Appliance 
Hardware & Misc. 

Subtotal 
Services 

Barber & Beauty 
Laundry/Cleaners 
Recreation/ 

Entertainment 
Other 

Subtotal 

Sales to 
Residents 

$7,227,200 

958,700 
43.,300 

$8,229,200 

. $1,608,900 
1,179,000 

223,100 
$3,011,000 

$ 662,600 

1,139,100 
845,600 

$2,697,300 
Total Warranted New Space 

Inflow 
Total 
Sales 

5% $7,588,560 

20% · 1,150,440 
5% 45,465 

15% 
20% 

15% 

$8,784,465 

$1,850,235 
1,414,800 

256,565 
$3,521,600 

· 15% $ . 761,900 

45% 1,724,195 
15% 972,440 

$3,458,625 

Sales/ 
Sq.Ft. 

Warranted 
New Space 
in Sq.Ft. 

$130 58,373 

$ 70 • 16,435 
$130 350 

' 

$ 65 
$ 70 

$ 45 

$ 50 

$ 40 
$ SS ·· 

• ' 75,160 

• 28,465 
20,210 

5,700 
54,375 

15,240 

43,105 
17,680 
76,025 

205,560 

Source: Hammer, Siler, George Associates. 

The indicated inflow . levels were developed on the basis of existing 
. levels and the amount of additional business stores in the Upper Falls 
shopping center site could reasonably be expected to capture f~om outside 
of th~ Upper Falls trading area. This takes into account the compet~tive 
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structure of the northern Rochester area and the established shopping pat--
terns and merchant loyalties· which may presently exist. 

Table 13 also shows the minimum productivity levels needed to support 
new space and the resultant square footage which can be reasonably supported 
for each of the indicated store types. Productivity levels for each store 
type were derived from industry-wide standards and should be sufficient to 
support the proposed new development. However, it may be necessary to re-
vise these figures in light of specific development proposals when the exact 
leasing arrangements and rent levels have been determined and agreed upon. 

Utilizing the indicated sales per square foot, or productivity level, 
there is approximately 205,560 gross square feet of new commercial space 
warranted by 1976. Of this amount, 75,160 square feet is warranted for 
convenience goods type establishments, 54,375 square feet for shoppers goods 
and 76,025 square feet for commercial and personal services type outlets. 
It should be noted, however, that these figures represent gross warranted 
new space and do not necessarily result in a well balanced or complementary 
mix of retail space. 

The indicated estimates provide a basis for determining the preliminary 
composition of the proposed shopping complex by store type. The actual 
sales volumes specific tenant types could achieve within a well-balanced 
center will depend upon certain mitigating factors, such as: 1) the over-
all attractiveness and retail strength of the principal tenants, 2) the 
total size of the overall center, and 3) the merchandising and managerial 
abilities of the individual tenants or merchants within the center. 

Suggested Tenant Profile 

T~e suggested tenant mix for the proposed Upper Falls shopping center 
is shown in Table 14, following. The indicated preliminary area schedule 
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Table 14. SUGGESTED . TENANT PROFILE, UPPER 
FALLS SHOPPING CENTER, 1976 

Convenience Goods 
Supermarket 
Specialty Groceries 
Drugstore (super drug) 
Restaurant 
Liquor 
Bakery 
Ice Cream Shop 

Subtotal 
Shoppers Goods 

Variety Store 
Women's Apparel 
Women's Apparel 
Men's Apparel 
Shoes 
Hardware 
Fabric and Yarn 
Book and Stationery 
Credit Jewelry 
Card and Gift 
Children's ~wear 
Camera Shop 
Toy and Hobby 
Florist 
Tobacco and News 

Subtotal 
Services 

Bank 
Commercial Office 
Commercial Office 
Commercial Office 
Laundry/Cleaners 
Beauty Shop 
Barber Shop 
Shoe Repair 

Subtotal 
Other 

Movie Theater (700 seats) 
Library , 

Subtotal 
Total Gross Leasable Space 

Total Gross 
Square Feet 

25,000 
6,000 
9,000 
4,500 
2,000 
1,500 

700 
48,700 

15,000 
6,000 
4,500 
5,000 
4,500 
5,500 
3,000 
2,000 
2,000 
1,500 
1,500 
1,500 
1,000 
1,000 

500 
54,500 

4,500 
4,000 
3,500 
2,500 • 
3,000 
1,500 
1,000 

500 
20,500 

7,000 
i2,ooo 
19,000 

142,700 

Source: Hammer, Siler, George Associates. 
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of tenant composition is based in part on the foregoing analysis of retail 
potentials indicated for the Upper Falls commercial site and in part upon 
the optimum retail scheme balanced to effectively serve the needs of the 
Upper Falls trading area residents. 

In the convenience goods category, it is recommended that approximate-
ly 48,700 square feet of retail space be deve,loped. It is suggested that 
a supermarket of 25,000 square feet be included in the proposed center to 
serve as the anchor tenant. Additionally, 6,000 square feet of specialty 
grocery space should be provided in order to meet the needs of the Upper 
Falls residents. A large ·super drugstore of approximately 9,000 square 
feet could be implemented in order to help anchor the center. 

A total of 54,500 square feet of shoppers goods space is recommended 
for development within the proposed center. It is suggested that this com-
ponent of the tenant mix be anchored by a variety store of approximately 
15,000 square feet. The remaining 39,500 square feet of shoppers goods 
space has been recommended on the basis of the existing inventory of 
shoppers goods stores and the present lack of certain retail types. Also, 
this profile of shoppers goods space is based upon· the retail potentials 
previously indicated and the most optimum and well balanc~d retail scheme 
necessary to enhance the center's retail attractiveness. 

Service type establishments recommended for inclusion into the pro-
posed retail center include a bank of approximately 4,500 square feet and 
10,000 square feet of other commercial office type space. Although not 
specifically analyzed, ·a number of commercial office space users such as 
the telephone and electric company public relations facilities have ex-
pressed an interest in occupying space in the proposed center. Additional-
ly, 3,000 square feet are recommended for a laundry/cleaners facility is 
suggested. An additional 2,000 square feet is recommended for beauty and 
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barber shops and a shoe repair shop . In total, it is recommended the ap-
proximately 20,500 square feet of·space be developed for service type 
establishments. 

In some cases, such as restaurant/bars, laundry/cleaners, and liguor 
stores, there is not a warranted demand for new space. However, because 
of the relatively large number of stores presently existing within the 
Upper Falls trading area that are of a relatively poor quality or have 
indicated a strong desire for new space, .these tenant types could -be easily 
attracted into the center. · 

Other Uses 

Because of ·the lack of community commercial-recreational facilities 
in the northern sector of the City of Rochester, it is recommended that a 
movie theater be included as part of the shopping center ~evelopment. The 
presence of a facility of this type will serve to generate additional busi-
ness, lengthen the operating day for some types of retail establishments, 
and provide some amount of general security to the center through increased 
traffic generation. 

In addition, a strong interest has been expressed by the Lincoln 
Branch Library for a· new 12,000 square foot facility eithei within or im-
mediately adjacent the proposed shopping center. This inclusion would aid 
in making the Upper Falls shoppi.ng center the community focus and also 
generate some amount of additional shopping traffic. 

Overall, these other non-retail uses will serve to strengthen the posi-
tion of the proposed center by making the proposed shopping center location 
the community focus. ·And, by providing a wide array of retail and service 
facilities (to the ·extent feasible and within the concept of the size recom• 

' . 
mended) a bal_ance and completeness can be achieved that · will attract and 
maintain the loyalty of trade area residents • 
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