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NORTHWEST DETROIT COMMERCIAL
REVITALIZATION GUIDEBOOK
THE GUIDEBOOK
This guidebook proposes a strategy to revitalize the commercial corridors of the
McNichols Road and Schaefer Highway surrounding the Sinai-Grace Hospital
campus, within the area served by the Sinai-Grace Guild Community Development
Corporation (SGGCDC). The study area extends along McNichols Road between the
Lodge Freeway (M-10), and Hubbell Avenue, and along Schaefer Highway between
Outer Drive and Grove Street.

THE FRAMEWORK
The Northwest Detroit Neighborhood Revitalization Vision and Strategic Framework
(NRSF) was launched in September 2017 to bring together local institutions, residents,
and faith-based organizations businesses, and other stakeholders to uplift our
neighborhood assets and illustrate the community vision for the future.
The community stakeholders formed a steering committee to guide the framework
process which included 25 area leaders, nonprofit partners, City of Detroit departments,
and city-wide technical assistance providers. The NRSF serves as the foundation for
the content of this Commercial Revitalization Guidebook for Northwest Detroit.
The NRSF can be found here.

} NORTHWEST DETROIT IS OPEN FOR BUSINESS.
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INTRODUCTION
The McNichols Road and Schaefer Highway commercial corridors are resilient districts
that have untapped potential. The area is home to established successful businesses as
well as vacant commercial space that is ready for redevelopment. Working in concert
with existing business owners, current residents, and other stakeholders, this Northwest
Detroit Commercial Revitalization Guidebook was created to offer a plan to advance
the ongoing efforts of the Sinai-Grace Guild Community Development Corporation.
This guidebook uses the Northwest Detroit Neighborhood Revitalization Vision and
Strategic Framework developed by the SGGCDC as a foundation for recommending
an approach for future efforts. To further equitable outcomes, resident and business
owner engagement were drawn from the work of the SGGCDC. This guidebook aims to
offer ideas that are reflective of the community’s vision, and strives to provide balanced
recommendations that will benefit all stakeholders.
The work of this report found three major objectives to revitalizing the target area. The
first of the objectives is to build out a business incubator. This section recommends
the creation of a business incubator space in the former Federal Department Store.
Included in this recommendation are building assessment, purchase options, funding
opportunities, potential building programing, cost estimates and partnerships. A strategy
for attracting entrepreneurs to this incubator space is also provided. Other potential
areas for future economic development are analyzed as well.
The second objective of this guidebook is to create a community land trust (CLT). A
CLT is a nonprofit, community based organization that acquires land that is offered
at below-market prices to low income prospective business owners. This section of
the report explains different types of CLT models, details the functions of the CLT, and
provides the goals of the Northwest Detroit CLT. Templates of example documents and
resources used for the implementation of the CLT are also provided.
Finally, the last objective is to implement the Northwest Detroit Business Improvement
District (BID). This section of the guidebook begins by defining a BID, and then provides
the steps necessary to create a BID in Northwest Detroit. Another major component
of this section is the implementation of a BID website. The BID website will serve
neighborhood residents, businesses, and the CDC, and it will also function as a toolkit
for future corridor investment.
This guidebook will further explain these objectives, offer recommendations and
provide tools to help visualize a clear path to stabilization and revitalization.
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THE PLACE
STUDY AREA
The study area extends along McNichols Road between the Lodge Freeway (M-10), and
Hubbell Avenue, and along Schaefer Highway between Outer Drive and Grove Street .
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6 Mile Road is signed as
“McNichols” throughout the
city of Detroit, but is often
referred to as “6 Mile” by
residents.
For the purpose of this guidebook
“Northwest Detroit” includes the
Belmont, Bethune, College Park,
Crary/ St. Mary’s/ Harmony Village,
Hubbell-Puritan, Schulze and Winship
neighborhoods.
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THE GOALS
As described, the Northwest Detroit Economic Development Guidebook
is an expansion upon the SGGCDC’s Strategic Framework (NRSF). Strategic
area one of the NRSF aims to boost commercial and economic development
along the McNichols corridor, and achieve the following five goals :
GOAL #1

RETAIN AND EXPAND EXISTING BUSINESSES

GOAL #2

DEVELOP AN ENTREPRENEURIAL PIPELINE

GOAL #3

ATTRACT NEW & WELL-ESTABLISHED BUSINESSES

GOAL #4

IMPLEMENT CORRIDOR IMPROVEMENT PROJECTS

GOAL #5

COMMUNITY OWNERSHIP OF COMMERCIAL SPACE

These five overarching themes are used as standards throughout
the Guidebook in which all of the Guidebooks ideas, research,
recommendations and conclusions are drawn towards. The icons
representing the five goals are seen throughout the Guidebook
where they are relevant and addressed by the aforementioned ideas,
research, recommendations or conclusions.

COMPONENTS
BUSINESS
INCUBATOR
2-3 YEARS TO
ESTABLISH

BUILDS
COMMUNITY
WEALTH

BUSINESS
IMPROVEMENT
DISTRICT

COMMUNITY
LAND TRUST
3-5 YEARS TO
ESTABLISH

1-2 YEARS TO
ESTABLISH

NORTHWEST DETROIT
NEIGHBORHOOD
REVITALIZATION
VISION & STRATEGIC
FRAMEWORK
STEWARDS
COMMERCIAL
PROPERTIES

ESTABLISHED
BUSINESS
NETWORK

RETAIN &
EXPAND
EXISTING
BUSINESS

IMPLEMENT
CORRIDOR
IMPROVEMENT
PROJECTS

EXPANDS
EMPLOYMENT
LANDSCAPE

ATTRACT NEW
BUSINESS

THE NUMBERS
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36,068

SALONS

EIGHTEEN
DINING
OPTIONS

RESIDENTS IN NORTHWEST

DETROIT

78
BUSINESSES
COMMERCIAL SPACE

19,332 SQ.FT.
FOR LEASE

22%

EMPLOYMENT IN THE
HEALTH CARE AND
SOCIAL ASSISTANCE
INDUSTRY
COMMERCIAL SPACE

23,040 SQ.FT.

FOR SALE

NWD
COMMERCIAL/
RETAIL RENT

~$8-12/ SQ.FT

ANNUALLY

$$$$$$$$$$$$$$$$$$$

55%

OF AVERAGE HOUSEHOLD
INCOME IS ABOVE $25K

$$$$$$$$$$$
$$$$$$$$$$$$$$$$$$$
$ $ $ $ $ $ $ $ $ $ $

13,000

annual average daily vehicles
@ McNichols Road & Schaefer Highway

BUS INESS
INCUBATOR

busi·ness in·cu·ba·tor
biznəs iNGkyə,bādər/
A business incubator is a company that helps new and startup companies to develop by providing
services such as management training or office space.

Creating an entrepreneurial pipeline to serve the McNichols Road commercial
corridor will be a fruitful and inspiring endeavor for a hard working community such
as Northwest Detroit. A popular tool used across the United States, Michigan and
Detroit, business incubators help to secure a continuous and efficient economic
enterprise. A business incubator located in the McNichols Road corridor will create
an entrepreneurial pipeline that will sustain the corridor. Implementation of the
Northwest Incubator will be best suited in two phases. Phase one involves creating
the incubator space itself, while phase two provides spaces outside the incubator.
These phases are described in detail in the following sections.

PHASE 1
LET’S TALK BUSINESS INCUBATORS...
A business incubator can be summarized as a physical location that provides a defined
set of services to individuals or small companies (Mixed Use Incubator Handbook,
n.d). These are spaces that budding entrepreneurs may utilize to mitigate the hazards
of getting a business off of the ground. In business, it is nearly impossible to find two
startups with matching needs, knowledge, or capital. An incubator can offer access
to an array of services such as legal, financial, marketing and human resources. Other
benefits that an incubator can provide include affordable space, utilities, networking
and educational opportunities (Chandra, 2007).
In the United States, there are over 1,400 business incubators of various forms and
function. Business incubators are typically publicly funded, and can serve as a central
tool for the rejuvenation of a community’s economy (Bruneel et. al., 2012). The
Michigan Business Innovation Association boasts 31 incubator members such as
the Macomb-OU INcubator and Startology. Some hyper-local examples of business
incubators are Ponyride, the Build Institute, and TechTown right in Detroit.
The NRSF produced by the SGGCDC outlines commercial and economic development
goals that are desired within the McNichols Road corridor, one of which is the
development of an entrepreneurial pipeline to feed the corridor and foster prosperity.
A business incubator in the former Federal Department Store combines historical
significance, adaptive reuse, and a strong forward-thinking anchor at the heart of the
corridor.
The Northwest Incubator will serve as a talent pipeline for the economic corridor
along McNichols Road. This is one important piece to the multi-faceted economic
development approach being outlined in this guidebook. A shared vision will be present
between the neighborhood and the incubator, which shall be outlined in a vision or
mission statement. The mission statement should be concise and emblematic of an
overarching goal.
7

INCUBATOR
MISSION
STATEMENTS
“The Macomb-Oakland University Incubator supports economic
development in Southeast Michigan by accelerating high-tech businesses,
cultivating academic innovation and encouraging research and
development in the targeted industries of defense, homeland security,
advanced manufacturing and technology.”
“Ponyride is a catalyst for deploying social capital to a diverse group
of artists, creative entrepreneurs and makers who are committed to
working together to make communities in Detroit sustainable from our
28,000 square foot building in Corktown.”
“Fresh Start Incubator enables residents of Northeastern Illinois
realize their dream of starting and growing a business. Our vision
is to offer a wide range of business resources and to create a
collaborative business atmosphere for entrepreneurs to help build
and grow a sustainable business operation.”
Ann Arbor SPARK will advance the economy of the Ann Arbor region by
establishing it as a desired place for innovation, business location and
growth, and for talented people to live and work. The Ann Arbor region
will be recognized for its academic, business, and community resources,
and its collaborative culture.”

“Be a nurturing organization that delivers programs to support Detroit
as the global leader in equitable entrepreneurship.”

RECOMMENDATIONS

THE PROPOSED NORTHWEST INCUBATOR WILL DRAFT A CONCISE AND
DEFINITIVE MISSION STATEMENT DESCRIBING THE GOALS OF THE
INCUBATOR PROJECT AND ITS IMPACTS ON THE COMMUNITY.
8

BUILDING ASSESSMENT
13515 W. McNichols Road was last sold in 1999 for $1,007,071. The desired building
is currently included for sale as a redevelopment opportunity with the adjacent
buildings and parking areas for $3,100,000. The listing includes two conceptual site
plans envisioned for the site, which both involve the demolition of existing buildings
for opportunities such as a bank or pharmacy with associated parking.

As a former Federal Department Store, the building layout is assumed to be open and
flexible. The exterior of the building is sturdy with very little windows and doors. The
former main entrance has been bricked off, and the other doors along McNichols
Road and Schaefer Highway appear only to be service doors. The rear of the building
features two doors, as well as a large bay door for deliveries. Due to the open steel
frame construction of the building, renovation and construction of an incubator space
is estimated be feasible and preferable to demolition.

PROPERTY HIGHLIGHTS
Cross Roads & Traffic in Vehicles Per Day (VPD):
> McNichols Rd. – 32,000 VPD
> M-10 – 129,000 VPD
> Schaefer Hwy. – 9,330 VPD

Estimated Total Businesses:
> 13,926 in 5 mile radius

TRADE AREA DEMOGRAPHICS
RADIUS
1 MILE
3 MILES
5 MILES

POPULATION
22,989
170,536
427,965

INCOME
$43,115
$45,357
$46,754
9

PURCHASE
OPTIONS
The quandary presented in the Northwest Incubator opportunity is the package-deal
of buildings, sold as is. Although the incubator would likely be housed in the single
building, there are opportunities to be had in purchasing the property as it is sold:

1. SELL THE EXTRA BUILDINGS
Although the four buildings for sale are all attached, the new owner of the property may break
away from the other buildings by selling them. The two buildings south of the incubator site
along Schaefer Highway are in a different parcel and can be sold as a package, or separately
to individual buyers. The building due east of the incubator site is a meat market which is
currently open and operating. This could be done pre or post renovation. Renovating the
buildings before listing them for sale may yield greater occupancy results.

2. UTILIZE THE EXTRA BUILDINGS
The adjacent buildings may be used as spaces for the graduated entrepreneurs, or those
near graduation, as their first semi-solo business spaces. The incubator may decide to extend
their utilities (internet, phone etc.) to those spaces to provide start-up support to these new
businesses as well as retain close networking ties to the incubator. These spaces may also be
retrofitted and used as more incubator space, administrative space or storage space.

3. RENT THE EXTRA BUILDINGS
Renting the extra buildings could serve as an important revenue stream for the incubator
complex.

4. DEMOLISH THE EXTRA BUILDINGS
Depending on the structural quality and renovation costs that may inhibit the sale or rental of
the extra property, the buildings could be removed for public space, another new outdoor use.

RECOMMENDATIONS
1) ADAPTIVELY REUSE THE OLD FEDERAL DEPARTMENT STORE FOR THE
INCUBATOR SPACE TO PRESERVE HISTORY, UPHOLD POSITIVE SUSTAINABILITY
PRACTICES, AND TAKE ADVANTAGE OF AN OPEN FLOOR PLAN.
2) SGGCDC WILL PURCHASE THE ENTIRE PROPERTY AND SELL THE “EXTRA”
SECOND PARCEL, KEEPING THE VACANT DEPARTMENT STORE AND MEAT
MARKET WITH ASSOCIATED PARKING FOR THE NORTHWEST INCUBATOR.
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FUNDING
OPPORTUNITIES
The Northwest Incubator will require strict funding goals to achieve the following:
1. The purchase of the building
2. Establishing the incubator
3. Start activities
4. Operate efficiently to contribute to overall goals
5. Reach sustainability
To help determine funding levels required for the Northwest Incubator, much work in
the form of an investment spreadsheet must be completed to be sure that funding levels
are met. According to the InfoDev Business Incubator Management Training Program,
the startup team, or the incubator manager, should follow six critical breakdowns
when creating an investment spreadsheet: Pre-operating expenditures, physical
facilities, equipment, human resources, general expenditures, and reserves. An example
investment spreadsheet is available in the Appendix A.

GRANTS
Although grant funding requires a great deal of preparation and determination, the end
result are funds free to use without repayment. Grants are often time sensitive and
generally have a range of award amounts based on money available and the needs of
applicants. Grants can be secured for a number of activities, but tend to be designed
for specific purposes. Several grants have been awarded to incubators in the State of
Michigan, including TechTown and Lawrence Technological University’s Collaboratory
Gatekeeper Business Incubator. The following grants from various levels of government
are, or have been made available to current 501(c)3 nonprofits such as the SGGCDC:
Program Name

Grant Maker

Amount

EDA Planning Program and Local Technical
Assistance Program

Federal - U.S. Department of Commerce

Award Ceiling: $300,000

Michigan Business Development Program

State - Michigan Strategic Fund (MEDC)

TBD

Community Economic Development Program

Federal - U.S. Department of Health & Human Services

Award Ceiling: $800,000

Economic Development Assistance Programs

Federal - U.S. Department of Commerce

Award Ceiling: $3,000,000

Community Development Block Grant Program

Federal - Department of Housing and Urban
Development

(HTTPS://WWW.GRANTS.GOV/WEB/GRANTS/SEARCH-GRANTS.HTML)
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LOANS
The majority of the funding for the Northwest Incubator space will ideally be achieved
through grants and sponsorship. However, the possibility remains that a gap exists
between funding accrued and funding required. Loans may be obtained to cover
the funding gap by seeking loans from various entities, public and private. Nonprofit
Quarterly outlines the types of loans that nonprofits typically pursue:
> Borrowing to even out cash flow
> Borrowing for capital purchases
> Borrowing to take advantage of an opportunity
> Borrowing to consolidate debt
> United States Small Business Administration
> Opportunity Resource Fund
> Nonprofit Finance Fund
> Michigan Certified Development Corporation

SPONSORSHIP/ PARTNERSHIP
Philanthropy in the City of Detroit has strengthened its revitalization through a
number of different avenues. Several local and national companies are candidates
for partnerships and/or sponsors to the Northwest Incubator project. Companies
and institutions, such as those listed below, have shown a propensity to support
communities through sponsorship or partnerships.

MEIJER

HONIGMAN
MILLER
SCHWARTZ &
COHN
LAW FIRM

CLARK HILL
LAW FIRM

JP MORGAN
CHASE

GOLDMAN
SACHS

PNC

OFFICE
DEPOT

MILLER, CANFIELD,
PADDOCK AND
STONE
LAW FIRM

BODMAN
PLC
LAW FIRM

GARAN LUCOW
MILLER PC LAW
FIRM

FORD
MOTOR
COMPANY

DUKE
ENERGY

BANK OF
AMERICA

FAMILY
DOLLAR

UNION
BANK

DETROIT
MEDICAL
CENTER

WAYNE
STATE
UNIVERSITY

DETROIT
MERCY

WHAT MAKES SPONSORSHIP ATTRACTIVE?
> High return on investment
> Credibility
> Marketing and visibility
> Technical skills and networking

WHY SPONSORS ARE ATTRACTED?
>
>
>
>

Community engagement
Brand awareness and exposure
Potential for a talent pipeline
Indirect profit

Sponsors or partners in business incubation may offer more than just monetary
capital. Law firms are increasingly sought after for their pro bono legal services such
as trademark protections, business licensing/permits, employee laws and other legal
stipulations that arise when starting a business. The proposed incubator, designed
for retail, commercial and food uses could also benefit from the expertise of national
brands with a local presence such as Meijer and Family Dollar.
12

CROWDFUNDING
According to the National
Council of Nonprofits,
crowdfunding has become
an increasingly viable source
of funds for nonprofits.
Crowdfunding efforts
raise donations from large
numbers of people for a
specific purpose. This can
be done through several
websites, or in person at
designated events.

RECOMMENDATIONS

PURSUE A COMBINATION OF GRANTS, SPONSORS, AND CROWDFUNDING
TO SUPPORT THE PURCHASE AND RENOVATION OF THE NORTHWEST
INCUBATOR BUILDINGS AND USE A GOVERNMENT LOAN TO FILL IN THE
GAPS, IF ANY. THE ESTIMATED PERCENTAGES COULD BE AS FOLLOWS:
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BUILDING
PROGRAMMING
The former Federal department store building, located on the corner of McNichols
Road and Schaefer Highway encompasses approximately 31,000 square feet of prime
space. Based on community input gathered by SGGCDC during the NRSF efforts,
there is a desire by residents to build and support entrepreneurial development in
Northwest Detroit. The building offers many amenities that make it perfect for a
public market and training center focused on emerging local businesses. Built in
1956, the structure of the building offers the opportunity to include food and retail
entrepreneurs with associated spaces such as a community kitchen, a makerspace,
a training center, offices, co-working space and community gathering space located
at the intersection of two major corridors in Northwest Detroit.

FOOD & RETAIL BOOTHS
Food booths and retail booths offer similar amenities and opportunities for burgeoning
entrepreneurs. These booths are based on a 460 square foot module and can be
combined to support businesses as they develop. Booths contain basic infrastructure,
with the tenant supplying furniture, fixtures and additional finishes beyond the “white
box” space provided.
Retail booths provide standard lighting and standard 120v electrical service. Finishes
would match the building standard aesthetic, with painted, eight foot wood frame
walls on one to three sides and polished concrete flooring. Additional furniture,
fixtures and equipment (FF&E) are to be provided by the tenant.
Food booths, in addition to the
infrastructure provided in a retail
booth, include additional electrical
service with GFCI outlets. In addition,
these booths provide one 8-foot vent
hood and a plumbed, stainless steel
commercial kitchen sink. Food service
equipment must be provided by the
tenant. Food tenants are also required
to meet all health department codes
and regulations and are responsible for
applicable licenses and certifications as
required by law.
14
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A shared-use commercial kitchen is a kitchen facility where local entrepreneurs,
caterers and instructors can prepare and process their food products for the consumer
market or hold cooking classes and demonstrations. These facilities are generally rented
by the hour. Instead of taking on the considerable financial commitment of opening
a private commercial kitchen, new or expanding small food businesses can take
advantage of shared-use commercial kitchens to help grow their enterprise.

||

COMMUNITY KITCHEN
Through the Northwest Detroit Strategic Framework process, residents expressed
interest in growing and supporting more food options in the area. Located within
the Northwest Incubator space, a shared-use kitchen would allow food-based
entrepreneurs to test their products and grow their businesses without the often
prohibitive overhead costs associated with a commercial kitchen. It is recommended
that the SGGCDC partner with established food business programs such as FoodLab
Detroit to attract, train and retain these businesses. Other examples of successful
kitchen incubators include the Food Based Incubation Center or FBIC located within
the Delaware State University School of Business. Appendix B contains a sample
application and use agreement for a shared-use kitchen incubator.
When stocking a community kitchen, it is important to consider all of the potential
needs food entrepreneurs might need to support their business. Unlike a commercial
kitchen, which can afford to provide equipment to meet its specific needs, a
community kitchen must think big in order to cover a broad spectrum of needs
(Trimark USA). While not exhaustive, the following equipment should be considered
for the shared-use kitchen incubator:
>
>
>
>
>
>
>
>
>
>
>
>
>
>
>
>
>
>

Multi-burner Gas Stove
Mixing Station
Commercial Dishwasher
Food Processors
Commercial Microwave Oven
Prep Tables
Warmers
Stand Mixers
Grills (Grated & Flat)
Commercial Convection Ovens
Preps Tables
Warmers
Stand Mixers
8- foot Vent Hoods
Walk-in Cooler
Deep Fryer
Refrigerators
Blast Chillers
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MAKERSPACE
According to the Educause Learning Initiative, “a makerspace is a physical location
where people gather to share resources and knowledge, work on projects, network,
and build” (April 2013). Further defined, “makerspace is a general term for a place
where people get together to make things. Makerspaces might focus on electronics,
robotics, woodworking, sewing, laser cutting, programming, or some combination
of these skills” (Roslund and Rodgers). In his book The Maker Manifesto, Mark Hatch
advocates for spaces centered around nine core concepts: make, share, give, learn,
tool up, play, participate, support and change (2014).
Approximately 1,452 square feet of the Northwest
Incubator space could be designed to provide a
makerspace for the Northwest Detroit community.
This space would provide opportunities for
entrepreneurs to create as well as support
educational initiatives for students of all ages. While
the contents of a makerspace can vary widely
based on the needs of the community, the space
should provide basic amenities such as both 120v
and 220v single and three-phase power, a dust
collector system, dedicated space for metal and
woodworking, abundant storage and moveable
tables to facilitate invention at all scales.

OFFICE & TRAINING CENTER
In addition to spaces for the creation and selling of products, the entrepreneur
incubator should include ample office space and a training center.
The past few years have seen a rise in co-working spaces across Detroit including:
> Junction 440 at TechTown (New Center),
> Bamboo Detroit (Downtown),
> WeWork (Downtown),
> Grand River Workplace (Grandmont Rosedale),
> Green Garage (Midtown)
These locations offer varying degrees of amenities for startups and individuals looking
to grow their offerings without the overhead costs of a traditional office space.
Co-working spaces offer flexibility both for users and those managing the space.
Additionally, by charging a small fee for use of the space, a co-working space could
provide much needed maintenance funds to support this and other activities in the
incubator. Given the potential for high turnover as businesses grow and move out
of the incubator, providing flexible workstations with core amenities such as wireless
internet access, reservable conference rooms, a variety of desking and seating options,
16

a central receptionist to field visitors, a kitchenette
and rentable mailboxes is recommended.
A training center co-located with the co-working
space would provide flexible classroom and
meeting space to support a variety of activities.
A large part of the incubator centers around
providing access to resources for entrepreneurs
through partnerships with a number of existing
programs across the city. As accessibility is a key
barrier to the growth of new businesses, the idea
is that the incubator can bring the training to the
neighborhood. This portion of the building should
provide moveable tables and chairs and access
to high-quality audio-visual systems to allow for
both in-house and online learning opportunities.

RECOMMENDATIONS
THE FORMER FEDERAL BUILDING SHOULD BE RENOVATED TO INCLUDE A
VARIETY OF USES THAT SUPPORT THE CREATION OF AN ENTREPRENEUR
INCUBATOR PROGRAM. USES SHOULD INCLUDE A TRAINING CENTER,
CO-WORKING/OFFICE SPACE, MAKERSPACE, COMMUNITY KITCHEN AND
BOOTHS TO SUPPORT FOOD AND RETAIL START-UP BUSINESSES.
17

COST
ESTIMATE
The Northwest Incubator building encompasses approximately 31,000 gross square feet
(gsf) of space. Given the age and former use of the building, the following assumptions
were made when estimating order of magnitude renovation costs:
The renovation estimate includes full demolition of interior walls and finishes, new
glazing and exterior cladding; minimal abatement of hazardous materials (assumes
some flooring and minimal pipe insulation). The existing electrical and HVAC systems
would be demolished and replaced with minimal finishes. Concrete flooring in retail,
kitchen and makerspaces - as well as carpet in office and training center would be
installed. The renovation would leave ceilings exposed with pendant lighting and
acoustic baffles or other affixed materials as needed. The estimate does not include
full roof replacement, exterior signage or phasing.
Using a benchmark of $150 to $200 per sq.ft. for renovations, budgeting between
$4,650,000 and $6,200,000 for overall renovations is recommended. Understanding
that funding opportunities may mean taking a phased approach to renovations, the
budget should include a minimum of 10% construction contingency and assume a
3-4% escalation factor per year. While most of the space in the building would require
minimal renovation, the community kitchen could drive up the overall project costs.
Benchmarking against industry standards, budgeting for the community kitchen should
use a $185 to $225 per sq.ft. cost for this space. The proposed community kitchen is
approximately 1,696 gross sq.ft. which equates to a budget of $313,760 to $381,600
to renovate this space separately. Like the overall project recommendation, a 10%
construction contingency should be assumed as well as a 3-4% escalation factor.
Funding for the build out of the incubator is anticipated to come from a multitude of
sources. In order to manage cash flow, the renovation could be phased. The infrastructure
and finishes for the majority of the renovation are minimal so the logical phasing would
be to “white-box” the community kitchen. Additionally, booths could be all built out as
retail and the additional infrastructure needed for a food booth could be added later as
funds become available.

RECOMMENDATIONS
BUILD OUT THE TRAINING CENTER, CO-WORKING SPACE AND RETAIL
BOOTHS AS A PHASE 1 RENOVATION. PHASE 2 WOULD INCLUDE FULL
BUILD OUT OF THE COMMUNITY KITCHEN, FOOD BOOTHS AND ALL OTHER
SPACES NOT INCLUDED IN PHASE 1.
18

PARTNERSHIPS
SWOT CITY & TECH TOWN
A system of support for brick and mortar startups in Detroit. Specializing in training
and facilitating a business model that enhances the probability of new business
entrepreneurs succeeding. Utilizing a model that emphasis an initial platform from
which to build a viable market model. SWOT City assists entrepreneurs in overcoming
the early hiccups experienced by young businesses as they build a blueprint for
success.

BUILD
The Build Institute supports entrepreneurs in turning their business ideas into reality
by providing them with the necessary tools, resources, and support network in
Detroit. Whether it is through classes, networking events, mentorship or connections
to resources they provide a nurturing community that allows ideas to develop and
flourish over time.

PONYRIDE
A dynamic nonprofit that helps in deploying social capital to reinvigorate distressed
communities in the city of Detroit. This high-energy organization helps to stimulate
ideas and entrepreneurial spirit to plant the seeds of growth and revitalization in
communities.

FOODLAB DETROIT
A community of food entrepreneurs committed to making the possibility of good
food in Detroit a sustainable reality. FoodLab designs, builds, and maintains systems
to grow a diverse ecosystem of triple-bottom-line food businesses as part of a good
food movement that is accountable to all Detroiters.
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INTERNATIONAL BUSINESS ASSOCIATION (InBIA)
The InBIA is an international entrepreneurship support program for incubators. They
provide best practices through education while enabling collaboration mentorship,
peer-based learning and sharing of innovative ideas for entrepreneurs across the
globe. Their programs include a wide scope of industries. The following are the
membership levels and yearly fees:
Platinum

Gold

Silver

$1,200

$695

$525

Entrepreneurship is an ongoing endeavor of learning and growth. Education will
be imperative for these entrepreneurs and young businesses. Keeping businesses
active in continuing education is vital for success. Often, entrepreneurs are focused
on running their business and operate independent of the traditional business
structures. Continuing education helps to:
> Work smarter & improve skills
> Professional growth
> Gain competitive advantage
> Improve self-development
> Create a culture of learning
> Provide commitment
The incubator will provide workshops and classes to those businesses. In addition,
the incubator will provide information on workshops and classes outside of the
incubator, i.e. local chamber of commerce, nearby colleges or universities, other
vendors or companies or online venues such as:
> The National Federation of Independent Businesses
> SCORE
> The Small Business Association
> Small Business Development Centers
Constant Contact is an online support center that offers a variety of free training
courses and marketing advice. Another source of an exceptional online education
forum is edX. It offers a broad range of free online courses from top universities
and institutions. Other sources for business support and mentorship should include
an annual business conference, community events, farmers markets, healthy food
access to the local community, and community updates. For further entrepreneurial
business support see Appendix E
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THE INCUBATION PROCESS

LOCAL SUPPORT AND FACILITATION
Fostering and establishing relationships with local academic and religious
institutions will be critical. The incubator can partner with community groups to
provide support and training to young businesses.
Professionals working in the local community may volunteer their knowledge and
skills to improve business operations for the tenants of the Northwest Incubator.
The training in this scenario would best be hands-on and in person to create an
interpersonal relationship with the community.

OTHER OPTIONS
The need to access the talent and the energy of the movement to revitalize Detroit
to set the spark on this project will necessitate an open minded and a willingness
to bring in new and talented team members and support as they continually
become available. The energy of the rebirth of Detroit will continue to spark new
opportunities and it will be imperative to keep an open-door at all times. Often a
new paradigm shift will be successful because the movement will open the mind
to the new dynamics of the community and marketplace.
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ATTRACTING ENTREPRENEURS
The Northwest Incubator program is a marketable product offering aspiring businesses
a wide range of services, with flexible support tailored to the needs of the clients.
This includes legal and financial advising as well as rentable space below fair market
value. Business ownership has traditionally been a way for individuals to climb the
socioeconomic ladder. Small businesses can provide employment opportunity and
strengthen the local economy. The Northwest Incubator project provides a blueprint for
success which is focused on the continuing education and capacity building. Incubators
work to lower the barriers for start-up business and provides the tools to become a
successful and profitable company.
In addition to these services, the proximity to other growing businesses creates an
atmosphere conducive to product innovation and problem solving. The incubator
also encourages peer-to-peer networking and relationship building. Assisting the local
citizens to meet their everyday needs can help create a feeling of community which
can instill a sense of pride and ownership in the neighborhood.

INFORMATION/ OUTREACH CAMPAIGN
The number of business incubators nationwide has substantially grown in number
over the past two decades, (Bloomberg, 8) however many people are not familiar
with the functions of business incubators. Many new incubators launch informational
campaigns to inform the public and potential entrepreneur about the services offered.
The informational campaign can help to notify the community about the local impact
of the area.
One way to reach the public is to provide an informational pamphlet to community
groups and businesses in the neighborhood. Informational pamphlets and files are
excellent ways to engage with the community. Informational pamphlets do not require
internet access and can access a wide range of citizens.
Another cost-effective way to engage with the public is to create and maintain a website
and social media accounts. Social media can provide a inexpensive and effective way to
quickly communicate with the public. Social media platforms encourage timely public
feed and provide a platform for communication.
Community outreach programs have been one of the most effective ways to create a
presence in the community. One of the best tools for public engagement is to use open
houses to invite the community into the into the space. Creating programing for the
community with a focus on the neighborhood youth and community service. Business
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incubators can provide a cornerstone for economic development as service as a public
meeting place.
Additionally, studies have shown that incubators with strong mentorship programs have
better chances for success. Mentorship programs often consist of an existing business
owner being pair up with an aspiring entrepreneur to provide guidance and advice.
Several of the leading business incubators are structured to offer a connected mentor
and tutoring sessions. The sessions follow a syllabus with specific milestones which
helps keep entrepreneurs focused.
FoundersPad, a California based incubator has a unique structure. The incubator offers a
12-week-session in which participants meet once a week with mentors for five hours.
The mentors become intensely involved in make the business a success. The concept
of this program is to develop a product-market fit, building the company infrastructure,
and preparing for presentations to potential investors. (entrepreneur.com, 9)

}

“Creating a community ecosystem and economy
ecosystem is key to local success and fighting
inequality and economic downturns.

||

PARTNERSHIPS
Creating partnerships with local schools is an excellent way for youth to be introduced
into a business environment. Specialized partnerships and programming can provide
inspirational hands on experience for the local youth. St. Charles School District near
Chicago has teamed up with a local business incubator to create a program that offers
a course to high school students who are interested in entrepreneurship. The program
provides a unique opportunity for local schools to partner with community members and
receive hands on entrepreneurship experience in developing collaboration, adaptability,
critical thinking, creativity, and problem solving (Chicago Tribune).
Partnerships with the local business schools can provide a great way for students to get
real-life experience in a business atmosphere - encouraging students in these programs
to test business ideas in the incubator space. Another way to form a partnership with an
educational institution is to outsource a specific business function such as accounting,
marketing and information technologies, or to create internships to provide college
students with experience while helping a communities gain assets. Delaware State College
of Business has a Food Business Incubator which provides a fully-licensed, professionally
equipped kitchen spaces. The space is fully stocked with the latest technology which
allows a food preparation businesses to start and expand. The programing is focused on
entrepreneur awareness and skill development (p.11).
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Though small business incubators at educational institutions are impactful, those
that locate directly in the business districts can have a more direct impact on the
community. To facilitate these incubators partnerships can be formed with local
community organizations such as block clubs, neighborhood associations, churches,
and other religious groups or local entities. Some incubators chose to enforce a
mandatory number of volunteer hours for their business members, which is another
way the community can benefit from these partnerships. The community service
programs also give the incubator resident a connection to the people and community.

OPERATIONS
Business incubators are typically governed by an advisory board. Start-up businesses fill
out an application for admittance to the incubator and business pipeline. The application
is then reviewed by the advisory board for acceptance. The advisory board often consists
of representatives from community groups and key partnerships. Incubators tend to
be selective about the businesses admitted to increase the odds of success. Once an
application has been approved, a representative from the incubator will work with
the business owner to create a personalized timeline. Clients must meet the terms of
agreement to maintain good standing in the incubator. The advisory board’s decisions
will be based on the mission of the incubator and community need. It is typically
recommended that businesses spend less that 3-5 years in the incubation phase.
Periodic assessments are given by incubator counselors to insure start up business are
on staying motivated and achieving agreed upon benchmarks.

PROFITS & SUSTAINABILITY
Many business incubators set up as nonprofit organizations. There are only a small
portions of business incubators nationwide which are financially self-sustaining. Revenue
from profit models typically accounts for only 40% of the operating costs. public and
private partnerships typically provide the additional funding. There are several traditional
models that incubators utilize. One of the most common financial structures is to create
a rent model.
The rent model is when clients are changed rent for the space they use. Additionally,
grants can be provided directly to an incubator or grants can be provided to the incubators
clients. One of the advantages of this model is that it introduces businesses owners to
the model typically seen in conventional commercial space. This model also promotes
business discipline and financial responsibility. Several large incubators are able to use
this model to become self-sustained, however the self-sustained incubators tend to be
very large in scale. Another commonly used model is the equity model. In this model,
the incubator provides space and services for the business and in return receives an
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ownership stake in the company, typically 2-6%. This model is commonly used for tech
incubators and requires the entrepreneur to contribute full control.
The royalty model is another method used to structure an incubator, In this model,
clients pay a royalty on the revenue they make to the incubator. Royalty is typically
5%. One advantage of the royalty model is it incentivize incubators to increase profits.
However, this model can undermine the financial management of start-ups, especially
start up businesses with narrow margins.
A less common model is the deferred debt model. This model assess a value to the
services overhead costs of the incubator which come due at a later date. The incubator
structure with the deferred debt model typically require businesses to pay back the debt
within 10 years. In this model businesses are able to build financial traction and become
established before payments. However, this model is typically more risky based on the
high rate of failure for start-up businesses. Additionally, there are also models which
incorporate a combination of models. For instance, charging a base rent for space and
an additional royalty or revenue made from the commercial space. A flat-fee may be
changed for use of the makerspaces, while collecting a percentage of the sales from
the retail spaces could provide for a more equitable division.

RECOMMENDATIONS
AN INCUBATOR ADVISORY BOARD SHOULD INCLUDE REPRESENTATIVES
FROM SGGCDC AS WELL AS OTHER LOCAL STAKEHOLDERS, BUSINESS
OWNERS AND RESIDENTS.
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PHASE 2
STRATEGY & FUNDING
To expand upon the proposed business incubators successes, several nodes have been
identified in the NRSF that are introduced as strategic locations for redevelopment. These
nodes, like many of the blocks along the McNichols Road corridor, contain a row of
attached single-story commercial buildings. The buildings are observed as structurally
sound, and offer a unique possibility in regards to the incubator.
The two nodes (two blocks between Ward Avenue and Littlefield Street; and Sorrento
Avenue and Ward Avenue) containing 12 attached commercial buildings of various
quality and styles - present potential “graduate” spaces for entrepreneurs who have
completed the incubation process. The nodes are all zoned B2 - Local Business and
Residential District. The Detroit Zoning Ordinance outlines the B2 zoning district as
providing for the day-to-day consumer goods and services required to serve a small
residential area. High-traffic generating and traffic-oriented uses are restricted because
of their potential undesirable influence on adjacent residential areas.
The B2 zoning district allows the restaurant and retail uses that the incubator will be
producing. Several of the buildings are currently occupied and operating, but there are
plenty of spaces to fit budding entrepreneurs into the mix.
Initial funding for the second, third, and future nodes may look identical to that of the
initial funding for the incubator. Funds will need to be raised to purchase and renovate
the buildings for future tenants. However, the Michigan Economic Development
Corporation, through its Motor City Match and Motor City Restore programs, can offer
much in the form of funding to get new businesses over the challenges of finding a
suitable business space.

MOTOR CITY MATCH
Motor City Match is a partnership program between the City of Detroit, the Detroit
Economic Growth Corporation (DEGC), the Economic Development Corporation of
the City of Detroit (EDC) and the United States Department of Housing and Urban
Development (HUD). This program helps business find and renovate real estate to
suit their businesses through matching grants. Applications can be submitted as a
business owner, or a building owner. Grants are given based on the following criteria:
> Vision and Plan
> Experience
> Market Support
> Community Support
> Leverage
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Graduated entrepreneurs of the Northwest Incubator, or perhaps the incubator itself
(i.e. the SGGCDC) may apply for these grants to renovate Nodes Two and Three.

MOTOR CITY RE-STORE
Motor City Re-Store is a two-track program designed to help existing businesses in
existing locations to improve the facades of their buildings.
Track 1: Architecture and Design
> Businesses will apply to receive conceptual design and scoping services, paid for

by Motor City Re-Store. These services shall not exceed $10,000 per project
> The selected architect will then provide construction drawings, paid for by the
awardee, for their exterior improvement project
> When drawings are complete, the awardee is eligible for Track 2
Track 2: Construction
> Business owners apply with construction drawings ready to build.
> Each business will receive a reimbursement grant for 50% of the cost of the

construction for exterior improvements to their building.
> Businesses that apply together with 3 neighboring businesses (4 total) within ¼
mile radius will be eligible for a 75% match
> No grant shall exceed $25,000 per business
The Motor City Re-Store program affords another opportunity for businesses or
building owners, such as those involved with the Northwest Incubator, to improve
their retail spaces.

CONTINUING EDUCATION
A way to increase the chances of success is to allow business which have completed
the business pipeline to access the same resources available to the residence of the
incubator. There has also been a strong push to offer opportunists for continuing
education after the initial business pipeline. Partnership and mentoring programs can
provide a good base of support and resources which can increase the odds of success.
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NODES 2 & 3
The NRSF identified two areas along the McNichols Road corridor that could be
reimagined as vibrant commercial nodes for the neighborhood. These locations
contain existing commercial infrastructure that could provide natural locations to
graduate entrepreneurs from the Northwest Incubator program into permanent
brick and mortar storefronts. These locations also offer an opportunity for the
proposed community land trust to gain property while ensuring local business
owners are able to afford to stay in the neighborhood.

MCNICHOLS ROAD: WARD AVENUE & LITTLEFIELD STREET
The north side of McNichols Road between
Ward Avenue and Littlefield Street contains
six, single-story structures and one vacant lot,
currently used as parking. The buildings were
built between 1947 and 1966 and appear to
be in relatively good condition. Several of the
structures appear to have been renovated in the
last few years as well and are functioning as retail
establishments. Renovation of the remaining
buildings into retail spaces should be budgeted
at approximately $120-150 per square foot. If the
intent is to renovate for food service functions,
that budget should be increased to $180-200
per square foot.

MCNICHOLS ROAD: SORRENTO AVENUE & WARD AVENUE
The south side of McNichols Road between
Sorrento Avenue and Ward Avenue contains six,
single-story structures. The buildings were built
between 1940 and 1951. While slightly older than
the buildings in Node Two, these structures also
appear to be in relatively good condition and
several appear to have had minor renovations
in the last decade, two of which appear to be
functioning as retail establishments. Renovation
of these buildings into retail and food spaces
should be budgeted at approximately $120-150
per square foot with a budget of $180-200 per
square foot for food service functions.
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C OM MUNITY
L A N D T RUS T

community land trust
com·mu·ni·ty \ kə-myü-nə-tē \ land \ trəst \
A corporate body which is established for the express purpose of furthering the social, economic and
environmental interests of a local community by acquiring and managing land and other assets. To provide
benefit to the local community, to ensure that the assets are not sold or developed except in a manner
which the trust’s members think benefits the local community.

The primary goal of the commercial CLT is
to provide stable, affordable commercial
space to community members.

WHAT IS A COMMUNITY LAND TRUST (CLT)?
A Community Land Trust is a nonprofit, community-based organization that aims
to acquire land, residential or commercial space. The purpose of a commercial
CLT is to remove the acquired property from the speculative real estate market so
that commercial space can be offered at an affordable, usually below market rate
to low-income owners and tenants of the neighborhood. CLTs have an emphasis
on collective ownership and work to position themselves as a community asset
that benefits present and future neighborhood residents. Since CLTs are nonprofit
entities, the greater goal is to benefit the community as a whole as opposed to
private financial gains.
It is important for the CLT to encourage neighborhood involvement. CLTs should work
with local residents to determine the preferred and appropriate types of usage for the
commercial space. Especially during the initial development of the CLT, input from
the community is needed. Community involvement will make the CLT a stronger
asset and promote social cohesion. CLTs also provide a trustworthy mechanism for
people to invest in a community asset and help the community grow.
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A LEGAL DEFINITION OF CLTs IS FOUND IN THE HOUSING
& REGENERATION ACT OF 2008:
A Community Land Trust is a corporate body which:
Is established for the express purpose of furthering the social, economic and
environmental interests of a local community by acquiring and managing
land and other assets in order > To provide benefit to the local community
> To ensure that the assets are not sold or developed except in
a manner which the trust’s members think benefits the local
community (otherwise than by being paid directly to members)
Is established under arrangements which are expressly designed to ensure that:
> Any profits from its activities will be used to benefit the local
community
> Individuals who live or work in the specified area have the
opportunity to become members of the trust (whether or not
others can also become members)
> The members of a trust control it

HOW DOES A COMMERCIAL CLT BENEFIT THE COMMUNITY?
The primary goal for a community land trust is to provide stable, affordable housing,
commercial spaces and other community assets all on the behalf of the community.
CLTs offer several benefits that not only affect individual families and neighborhoods
but could also impact how we view land acquisition in cities. CLTs are shared equity
programs that are used to tackle neighborhood housing and commercial issues. CLTs
have many benefits but they have three main universal advantages :(1) conserving the
affordability of commercial space (2) stabilizing neighborhoods (3) building community
assets.

CLTs have many benefits but they have three main universal advantages:

1) Conserve the affordability of housing and commercial space
2) Stabilize neighborhoods
3) Build community assets
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1. CONSERVE THE AFFORDABILITY
CLTs can preserve affordability in neighborhoods. Affordable housing and commercial
space is a multifaceted issue that many policy makers have eagerly tried to address.
The need for affordable housing and commercial space is undeniably high and
massive amount of funds has been spent in subsidies to provide and sustain affordable
properties so far. CLTs are a promising tool to challenge the conventional real
estate market. CLT residents can directly engage in decision-making that provides a
significant opportunity for residents to actively control real estate quality and security,
not only for their families but also for generations after. CLTs promote wealth building
and economic mobility for families that make on average between 60 % and 65 % of
the area median income and may not be able to afford purchasing their properties
in the private market. CLTs can contribute to fewer foreclosures, better maintenance,
and stable occupancy. They can help reconnect vacant properties to the market.

2. STABILIZE THE NEIGHBORHOOD
CLTs can serve as a stabilizing factor in gentrifying areas by preventing
displacement in neighborhoods. Gentrification puts burdens on many low-income
residents of rapidly appreciating, often high- opportunity urban neighborhoods.
CLTs can improve neighborhood stability in terms of both an individual and the
community. For residents, CLTs can increase the length of residency, keep up the
condition of units, and ensure the security of tenure.
CLTs can moderate investment in gentrifying neighborhoods by preserving
the affordability of low-cost housing and commercial space, preventing the
displacement of low-income residents and business owners.

3. BUILDING COMMUNITY ASSETS
Although most CLTs are residential, there are commercial CLTs which have several
benefits that can positively impact neighborhoods. Commercial CLTs promote,
create and preserve commercial space. Providing affordable commercial space in a
community can create jobs, increase wealth, and build the capacity of a community.
Commercial CLTs preserve the cultural and feel of a neighborhood by ensuring that
businesses to be introduced to a residential community are culturally appropriate
(CHOI, 2015).
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COMMERCIAL CLT MODELS
Several different models have been employed in the development of Commercial
Community Land Trusts. Many models are similar to those for residential CLTs,
but with special provisions to adapt these to a commercial context. Commercial
CLT models can combine elements of both lease and shared equity ownership
structures to ensure long-term affordability and find the best fit for the local
community and context. Several possible models for the Northwest Detroit
Commercial CLT are outlined below:

MODEL A: OWNERSHIP MODEL
A main objective of a commercial community land trust is to offer affordable
commercial space through the legal division of land on a parcel or in a building. In
an ownership model a nonprofit CLT would organize the acquisition of property
and separation of the building into legal plats. The CLT establishes leases with
the business operators under an agreement that grants ownership standing. This
agreement involves the business operators purchasing the space through a down
payment and bank financing. Over time, this model allows for the accumulation
of equity since the tenant repays principal. Another part of this agreement are
specific limits on the equity appreciation paid out at sale of the space back to the
CLT. This mechanism protects long term affordability. (CLT Feasibility, p.6)
The ownership model benefits the business owner by providing stable and
predictable rent. This model also generates wealth for the business owner through
principal repayment and limited appreciation. Another benefit to business owners
is that it gives access to business owners with less initial capital than a conventional
business acquisition would allow. The business owners in this model also need
capital for build out and down payment. The CLT should offer assistance and
guidance. Partnerships with programs such as Motor City Match can offer more
opportunity.
> Nonprofit organization acquires the property and separates into legal plats
> Under the agreement, business owners purchase the space with a down
payment and bank financing
> This model provides stable and predictable rent, as well as creating wealth for
the business owner
> Allows for ownership with less initial capital than conventional business
> Investment for the tenant buildout is on the business owner
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THE RESALE FORMULA
In an ownership or hybrid model, the CLT employs a resale formula in order to
maintain affordability for future businesses while also ensuring a return on investment
for current members. Resale formulas can be appraisal-based, indexed, or fixed-rate
in structure.

APPRAISAL-BASED FORMULA
Resale formulas that are appraisal-based are tied to changes in the market value of
the property. The seller of the property recoups their original purchase price plus
a percentage of the appraised value at the time of resale. A common percentage
used with appraisal-based formulas is 25 %.

INDEXED FORMULA
An indexed resale formula relies on an adjustment made to the initial affordable
purchase price based on an annual change in the area’s median income. These
formulas use the average median income published by the United States Department
of Housing and Urban Development (HUD) or the consumer price index to determine
resale value.

FIXED-RATE FORMULA
Fixed rate resale formulas involve the seller’s initial affordable purchase price increasing
by a fixed annual percentage of simple or compound interest added over time. A
typical interest rate used is 1 or 2 % per year (Zonta, 2016)

MODEL B: LEASE MODEL
The premise of this model is that small business owners are drawn to stable and
predictable rent costs rather than ownership of the space. In the lease model, the
main purpose of the CLT is that of a landlord. The CLT acquires property to lease
to business operators. In this model, the CLT would identify a building and work to
identify its best suited use. After the property is purchased, the CLT would provide
a high-level, “white-box” renovation. Tenants would then be responsible for their
own commercial renovation of their tenant space, which would be dependent on
the proposed use of the business. In this model, the CLT works with the tenant to
achieve an affordable lease structure. (CLT Feasibility, p.5)
>
>
>
>
>

CLT is formed to acquire properties to lease to business operators
Nonprofit acquires property or land and it enters the trust
Nonprofit leases space to commercial users on stable cost terms
Supports wealth and job creation through long term modest pricing
Does not involve ownership or limited equity issues
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OTHER MODELS
COOPERATIVE STRUCTURE
In a cooperative structure, business owners become members by buying shares which
entitles them to use the space. This structure could be lease-based or ownershipbased. The cooperative can have its own legal structure that can be tailored to the
needs of the community. In this approach, the CLT would maintain ownership and
lease the commercial space out to the members. Alternatively, the cooperative could
also be formed as a separate entity from the CLT, with the CLT serving as a steward for
the cooperative.

CO-WORKING STRUCTURE
In a co-working structure, members pay an affordable rate for the shared space which
is provided by the CLT. Members invest in and operate from a common work space,
sharing overhead, but more importantly, ideas and networking. Co-working structure
can be well suited for commercial kitchens, light manufacturing, woodworking or artist’s
studios.

GOVERNANCE STRUCTURE
CLTs are typically governed by a tripartite board of directors. One third of the Board
is comprised of leaseholders, one third of individuals living and/or working within
the service area, and one third of public officials, community leaders, or other local
stakeholders. The tripartite board structure ensures that no single group’s interest
dominates the decision-making processes of the CLT.

LEASE STRUCTURE
In an ownership model, CLTs commonly use a long-term ground lease to separate the
land owned by the CLT and commercial structures built on the land. A ground lease
allows the CLT to retain ownership of the land while selling the commercial structure to
a business at an affordable, usually below-market, rate. The land below the building is
then leased by the CLT to the business at a marginal fee for a long lease term, typically
99 years. In a lease model, the CLT owns both the land and commercial structures,
and leases the property to the business at an affordable and stable rate. There is no
separation between the land and structure, since both are owned by the CLT and leased
to the business for a long lease term.
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FUNCTIONS
The commercial CLT can serve many functions within the McNichols Road
commercial district to conserve affordability of commercial properties, stabilize
the surrounding neighborhood, and build community wealth. The McNichols
Road commercial corridor offers ample opportunity to establish a commercial CLT
because of its abundance of intact, occupied and vacant commercial properties
and strong organized community leadership through block club groups and the
SGGCDC.

ACQUIRE VACANT COMMERCIAL PROPERTIES
After establishment the Northwest Detroit Commercial CLT should begin
acquiring properties along the McNichols Road commercial corridor. The corridor
is comprised of a large number of intact commercial buildings, some vacant and
some occupied. We recommend that the CLT begin acquiring properties within
the nodes identified in the NRSF (pg. 30-31). The nodes located at McNichols Road
and Schaefer Highway, on the north side of McNichols Road between Littlefield
Street and Ward Avenue, and on the south side of McNichols Road between Ward
Avenue and Sorrento Avenue consist of mainly intact commercial structures.
Other commercial CLTs, such as the Rondo Park Community Land Trust, have
successfully used a node-based structure to support equitable neighborhood
commercial revitalization.

WHITE-BOX COMMERCIAL PROPERTIES
Once a property has been acquired, the CLT should bring the commercial structures
up to code and “white-box” standard that is ready for tenant improvements to the
space. A “white-box” space usually consists of finished floors, ceilings, lighting,
plumbing, and HVAC systems that allows a tenant to move in and begin building
out the space specific to their business. The CLT may also consider a tenant
improvement allowance (TIA) within the lease agreement to provide some
funds for tenant build out of the space beyond the white box standard. For the
community business incubator in Node One, entrepreneurs may benefit from
additional support for build out such as a TIA or fully built out units specific to their
industry--for example, commercial kitchen spaces--to help get their businesses
off the ground.
The CLT should consider a potential partnership the A. Philip Randolph Technical
High School to renovate commercial spaces within the corridor. The Randolph
Career and Technical Center is located nearby in the neighborhood and trains
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students in the construction trades while they pursue a high school diploma.
With specializations in carpentry, HVAC systems, masonry, plumbing, pipefitting,
CAD, business, and heavy equipment operation, students at A. Philip Randolph
constitute a skilled labor pool that the CLT could benefit from. Additionally,
students would gain experience in hands-on, real world construction projects
with a direct benefit to the community.

PROVIDE AFFORDABLE COMMERCIAL SPACE
As discussed previously, the commercial CLT can take several different forms
including a lease model or a hybrid model. Regardless of which model is chosen,
the CLT provides tenants or members with affordable commercial space for the
long-term. The CLT stewards the commercial properties while also managing
resales to ensure continued affordability for future tenants.

SPEARHEAD NEW DEVELOPMENT PROJECTS
Several commercial CLTs in existence also engage in developing new commercial
and mixed use properties within their service areas. CLTs can either spearhead new
developments on their own, or partner with local developers. Many CLTs focus
on developing mixed use projects that incorporate both affordable housing and
affordable commercial space. One such example is the Rondo Park Community
Land Trust’s Selby-Minton-Victoria (SMV) project in St. Paul, Minnesota. Rondo
Park CLT developed two mixed use nodes with affordable senior housing atop
affordable commercial spaces. Commercial spaces were aimed at maintaining
the area’s vibrant African-American-led small business community in the face of
rising property values and gentrification pressures (Buechler 2017).

ENCOURAGE PREDICTABLE RENT STRUCTURES
In a lease model, the CLT offers businesses a predictable and usually below-market
rent structure for a long-term period. Depending on the policy of the CLT and the
needs of the businesses, rents can remain constant for a specified number of
years or can increased by an agreed-upon fair rate over time. The rate of increase
can be fixed, based on a subsidized increase in the property’s market value, or can
increase based on the growing revenue of the tenant business.

PROVIDE BUILDING COST ASSISTANCE
As a facet of providing long-term affordable commercial space, the CLT may also
cover or split utility and other building maintenance costs with tenants, depending
on the responsibilities laid out in the CLT’s bylaws and individual lease terms.
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CONCLUSION
There are many factors that need to be considered when deciding which model is
appropriate for the selected commercial space. The CLT must be cognisant of the needs
of the community. Target tenants may not be interested in property ownership, and may
be drawn more towards leasing. Certain models may be more successful in different
types and sizes of commercial buildings. For example, the master-lessor model may be
more appropriate for a multi-tenant commercial building, while a Public or Non-Profit
CLT model may be better suited for traditional commercial storefronts.
It is important for the Northwest Detroit CLT to maintain flexibility and be open to
creatively defining a model that works best for the CLT and for the community.
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ESTABLISHING THE NORTHWEST DETROIT
COMMUNITY LAND TRUST
WHO DOES THE NORTHWEST DETROIT COMMERCIAL CLT SERVE?
The commercial CLT seeks to serve the local community’s entrepreneurs and provide
them with a low cost, affordable commercial space that will allow them to launch
and grow their businesses. This will benefit the local community by creating jobs,
increase wealth, and build the capacity of the community.

NORTHWEST DETROIT COMMUNITY LAND TRUST GOALS
TO COUNTER ANY FUTURE
GENTRIFICATION, THE NWD
CLT WILL PROVIDE LONG-TERM
AFFORDABLE COMMERCIAL
SPACE TO PROMOTE AN
EQUITABLE NEIGHBORHOOD.

TO PROVIDE A PROTOTYPICAL
FRAMEWORK OF A
SUCCESSFUL CLT THAT
CAN BE APPLIED TO OTHER
NEIGHBORHOODS ACROSS
DETROIT.

INTERACT WITH SURROUNDING
COMMUNITY TO IDENTIFY
NEIGHBORHOOD NEEDS AND
PREFERRED TYPES OF USAGE
FOR THE CLT.

TO BE AN ANCHOR INSTITUTION
AND HELP STIMULATE
ECONOMIC DEVELOPMENT OF
THE MCNICHOLS COMMERCIAL
CORRIDOR.

MISSION STATEMENT
TO DEVELOP A PROSPEROUS COMMUNITY THROUGH
ACQUIRING AND THEN PROVIDING ACCESSIBLE
COMMERCIAL SPACE TO REVITALIZE AND PROMOTE
ECONOMIC DEVELOPMENT ALONG THE MCNICHOLS
COMMERCIAL CORRIDOR.

BUS INESS
IMPROVEMENT

DISTRICT

busi·ness im·prove·ment dis·trict
noun /biznəs im’proovmənt distrikt
A Business Improvement District (BID) allows a municipality to collect revenues from the district property owners, levy
special assessments, and issue bonds in order to address the maintenance, public safety, security, and operations within
the district’s boundaries.

WHAT IS A BUSINESS IMPROVEMENT DISTRICT?
A Business Improvement District (BID) allows a municipality to collect revenues from
the district property owners, levy special assessments, and issue bonds in order to
address the maintenance, public safety, security, and operations within the district’s
boundaries. A BID is beneficial for a community because it provides business and
property owners with the opportunity to come together and use their expertise,
experience and financing to improve the overall well being of their district. Additionally,
a BID allows additional marketing, infrastructure improvements, and operational
offsets that has a positive impact on individual businesses.

HISTORY OF BIDS IN MICHIGAN
Under the State of Michigan’s Public Act 120 of 1961, a Business Improvement District
(BID) may be created by a city, village, or an urban townships to promote economic
development within a defined area of the municipality. Only cities, villages and urban
townships may create a BID, although a provision under Chapter 2 of Michigan’s
Public Act 120 of 1961 allows private property owners of a district to create a Business
Improvement Zone ((BIZ) or BID)). A BID is created by a petition driven by at least
30% of the property owners within a zone plan and may solely be created within
either a city or village.

BENEFITS OF CREATING A BID
BIDs play a role in creating significant positive impact on commercial property values
and increase the vitality and attractiveness of their communities. According to a
study conducted by the Furman Center for Real Estate and Urban Policy, on average,
the value of commercial property within a BID increases by approximately 15% more
than comparable properties in the same neighborhood but outside a BID Zone.

WHY BID?

A BID provides sustainable funding for an agreed period of time,
allowing the private sector to work with partners to deliver a
variety of projects aimed at improving their business
environment.
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BID-FUNDED
PROJECT
EXAMPLES

Street & sidewalk cleaning

Marketing & PR
District public relations
Promotional materials
Fundraising
Charitable events
Community services

Custom trash
receptacles

Graffiti removal

Tree & flower planting and flower box &
treepot management

Public safety

Other benefits
Visitor assistance

Improved streetlights

Commercial vacancy reduction
Business Mix Improvement
Holiday decorations Custom newsboxes
Business development

Community events

Directional signage

STEPS TO CREATE A BID IN NORTHWEST DETROIT:
1. Creation of Northwest Detroit Business Improvement District Zone Plan
1.1 Select an Area: The Northwest Detroit Business Improvement District Zone
(NWDBDZ) spans 0.8 miles along McNichols Road from the Lodge Freeway to
Hubbell Street, centered on Schaefer Highway from Outer Drive to Grove Street.
See Figure 1, Northwest Detroit Business Improvement District Zone.
1.2 Properties within the BID: Currently, there are 78 businesses within the
Northwest Detroit Business Improvement District. There are numerous business
types within the area, which vary from retail, dining, and services. Figure 2 shows
the businesses within the Northwest Business Improvement District.
1.3 Proposed BID Assessment: To start a successful BID, there must be an
understanding of the potential collect revenues from the district property
owners. We have conducted a projected BID assessment and the percentage
each property would owe in the Northwest Detroit BID. (The assessment values
of the properties are from the City of Detroit Open Data Portal).
1.4 Proposed BID Budget Based on the priorities decided by the BID board a
budget is made for the zone: See appendix.
2. Outreach to property businesses owners in the McNichols Road commercial
corridor SGGCDC explaining the benefits of a BID and gauge their interest
3. Petition the property and business owners
4. Signed petition and file with the local Department of Elections
5. Conduct voting through a formal ballot with the Zone Plan included in mailing
5.1 Weighted vote based off of their assessed value (the more money a property
has the potential to pay in, the more their vote is weighted)
5.2 60% approval vote needed for creation
6. Present to Detroit City Council for final approval for the formal creation of a
Business Improvement District in Northwest Detroit

THE TOTAL ANNUAL BID ASSESSMENT WILL BE OVER

$100,000

@ (1.75% assessment)

ASSESSMENT FORMULA: 1.75% of assessed value with a $X cap and $X floor
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WEBSITE & BRAND
A website and identity was created for the Northwest Detroit grouping of neighborhoods
under the CDC. The website will serve as a landing page for three separate audiences:
the residents, the businesses, and for the SGGCDC. Through this website, residents will
be able to access all local businesses along the commercial corridor, stay up to date
with local news and be in the know on upcoming community events. Both the existing
and future business communities will be able to use the website as a toolkit for investing
in the corridor, or for expanding their existing footprint. They will be able to locate
local ordinances, design standards and demographics that may help drive their business
decisions. It may also be used to direct residents and visitors to local businesses as they
open, host special promotions or offer events. As for the SGGCDC, the website will help
collect data regarding the interests of the previously listed audiences, as well as serve
as a communication tool to push out initiatives, activities, and messages to both the
residential and business community.

This is the homepage for the site, representing the developed brand the developed
brand and has the offerings for the neighborhoods. Four different slides pass through the
featured section: Come home to Northwest Detroit - which links to the residential page,
describing each neighborhood. This could be expanded for available real estate - or
used by block clubs. Second: Build with us, a community commercial corridor - which
links to the “do business here” section. Third: Innovation lives here - which will take the
user to the community land trust section and will showcase local establishments that
are leading the way in tech, medicine and the arts.
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For the SGGCDC, there is a back-page that leads to additional resources. By clicking on
the “orange house icon” on the bottom of the page, the user will be redirected to a guest
area that can only be accessed by password. This will take the user to the page below.
This page is to serve as a resource internally, so all supporting documents, legislation,
local examples and graphics are housed in one place. This will also be where the final
report and presentation will be linked. This can further be expanded to aid internal
communications.
For the business and residential community: By clicking around various areas of
the website, the user will be able to find resources like a business directory, signage
ordinances and a newsroom which can serve as a blog or a press room, dependent
on the decided use. The page is focused on a developed BID as an extension of the
SGGCDC. The “about” section, describes the BID and ways to become involved, and
there are contact fields on many areas of the website so that any visitor is encouraged
to connect with the SGGCDC, whether for feedback or questions.

CLICK HERE TO VISIT WEBSITE
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THE BRAND
WHY BRANDING?
The brand for the Northwest Detroit Commercial Revitalization Guidebook
was developed to represent an all encompassing and transferable identity
along the corridor and the neighborhoods it serves. It is intended to be used
as a standalone as well as in tandem with the SGGCDC existing brand. A
brand kit is available on the resource page of the website and can be found
in the Appendix.

OTHER COMMUNITY BRANDS
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PRIMARY LOGO
MARKER INCLUDED
TO DESIGNATED
THE AREA AS A
DESTINATION

LOGO SHAPE
REPRESENTS 2-STORY
COMMERCIAL CORRIDOR
ARCHITECTURE

‘BRICK & BLUE’
COLOR SCHEME WAS
CHOSEN BASED ON
PREDOMINATELY BRICK
RESIDENTIAL BUILDINGS

BLUE IS INCLUDED
IN THE BRAND TO
REPRESENT THE ANCHOR
INSTITUTION: DMC
SINAI-GRACE HOSPITAL

SECONDARY LOGOS

The secondary logos
are to be used when
referring to individual
areas in the district.
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TYPEFACES

MUSEO
1234567890-=!@#$%^&*()_+;’ abcdefghijklmnopqrstuvwxyz
ABCDEFGHIJKLMNOPQRTSTUVWXYZ

GOOD HEADLINE
1234567890-=!@#$%^&*()_+;’abcdefghijklmnopqrstuvwxyz
ABCDEFGHIJKLMNOPQRTSTUVWXYZ

COLORS
PRIMARY

SECONDARY

MESSAGING

NORTHWEST DETROIT IS OPEN FOR
BUSINESS.

LITTLE THINGS ACCOMPLISHED
ARE GREATER THAN BIG THINGS
TALKED ABOUT
-DEACON THOMAS
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CONCLUSION
BID & CLT COORDINATION
The Northwest Detroit CLT can work closely with the Business Improvement
District to understand the needs of area business owners and gather input on which
commercial properties to acquire. Additionally, BID member businesses should be
represented on the CLT’s Board of Directors. The SGGCDC has a number of options in
determining how the CLT and BID structures relate. For example, the BID assessment
of the CLT member businesses located within the three nodes could be covered
by the BID assessment of the Sinai-Grace Hospital, if the hospital is included in the
BID assessment. The yearly assessment of properties located in Nodes 1, 2, and 3
identified in the NRSF amounts to approximately $8,000 per year at an assessment
rate of 1.75% for the three nodes combined (without a cap)*. The hospital could
cover the cost of the assessment for the CLT parcels within these nodes, plus a
$2,000 capped assessment for their own property. This would be beneficial for both
the hospital, which would otherwise be assessed a much higher rate if assessed
without a cap, and member businesses of the CLT would be able to reap the benefits
of BID membership which they might otherwise not be able to afford.

CLT STEWARDS THE BUSINESS INCUBATOR
The Northwest Detroit CLT can serve as the owner and steward of land and
commercial property of the associated community business incubator. By owning
the land and the building housing the incubator (Node One), the CLT can provide
affordable commercial space to new entrepreneurs entering the business pipeline.
A Lease model would probably be most appropriate for the incubator space, since
business tenants will reside in the incubator only for the short-term. The CLT can
cover building maintenance costs, or divide costs among itself and the businesses
housed within the incubator collectively. Once entrepreneurs are ready to graduate
from the incubator space, they can then be considered for the lease or purchase of
storefront space in CLT-owned Nodes Two or Three.

BID & INCUBATOR SUPPORT EACH OTHER
Member businesses of the BID can be tapped to provide educational workshops,
classes, and networking opportunities to entrepreneurs within the business incubator.
Additionally, entrepreneurs housed in the incubator can pay into and receive the
benefits of BID membership through in-kind contributions such as volunteer hours,
or partnership projects. For example, a metalsmith housed in the incubator could
partner with the BID to build bike racks for installation by the BID within the corridor.
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The total BID assessment for the incubator space (approximately $4,500 per year at
an assessment rate of 1.75%) could also be divided among the maximum of fifty or so
businesses that could be housed within the incubator (resulting in a yearly assessment
of about $90 per entrepreneur per year for BID membership)*. Once again, this could
be paid by entrepreneurs either directly or through in-kind donation or volunteer hours.
(Based on rounded 2018 dollars) Implementing the strategies and recommendations
outlined in the Northwest Detroit Commercial Revitalization Guidebook will assist in
spurring further investment in the McNichols commercial corridor and improving
the quality of life of its residents and employees. The foundations of this Guidebook
were formed from the outreach process and findings reflected in the Northwest
Detroit Neighborhood Revitalization Vision and Strategic Framework (NRSF) created
by the Sinai-Grace Guild Community Development Corporation (SGGCDC).
The Guidebook expands on the NRSF’s Strategic Focus Area One: Commercial and
Economic Development. The primary goals of Focus Area One include retaining and
expanding existing businesses, development of an entrepreneurial pipeline, attraction
of new and well-established businesses, implementation of corridor improvement
projects, and collaborative innovation through the community ownership of commercial
space. The Guidebook expands on these points through the creation of three mutually
supporting structures that all work in conjunction to guide the equitable commercial
revitalization of the McNichols Corridor:
• The Northwest Detroit Business Improvement District
• The Northwest Detroit Commercial Community Land Trust
• Northwest Detroit Incubator and Entrepreneurial Pipeline
The development of these three strategies supports the equitable commercial
revitalization of the corridor and takes advantage of opportunities that are available
today and in the future. The SGGCDC has the opportunity to play a vital role in
reasserting Northwest Detroit as a prominent Detroit commercial corridor that provides
both local and regional amenities. The recommendations outlined in this Guidebook
can be adapted and applied to other commercial corridors in Northwest Detroit and
beyond. Through the collaboration of businesses owners, landowners, residents, the
SGGCDC, and other key stakeholders, Northwest Detroit’s McNichols commercial
corridor will become an area that retains staple businesses, attracts future investments,
and promotes a vibrant district where youth and future generations will thrive.
Northwest Detroit is open for business.
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Appendix Item 1

Pre-Operating
Expenditures
Feasibility Study
Real Estate Agency
Legal Services
Licenses and
Permits
Consultancy Fees.
Other
Physical Facilities
Building Purchase
Building Renovation
Fixtures and Fittings
Other
Equipment
Furniture
Computers and
Printers
Telecommunication
Equipment
Fax/Photocopier
Desks
Seating
Other
Human Resources
Recruitment
Wages
Consultancy Fees
Social Security Costs
Staff Training
General
Expenditures
Advertising
Insurance
Maintenance
Telecommunications
Supplies
Banking Services
Utilities
Other
Total Disbursed
Investment
Reserves
Reserve Fund

YEAR 1

YEAR 2

Source: InfoDev Business Incubator Management Training Program

YEAR 3
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THE SHARED‐USE KITCHEN PLANNING TOOLKIT
A guide to starting shared‐use kitchens as an affordable venue
for new and existing value‐added food production entrepreneurs, farmers and caterers
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AnnArbor.com

Prepared by Alice Topaloff, Program Assistant for the Marketing and Food Systems Initiative,
Leopold Center for Sustainable Agriculture, in collaboration with Iowa State University
Extension and Outreach. For more information, contact MFSI coordinator Craig Chase (515)
294‐1854, cchase@iastate.edu.
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INTRODUCTION
In 2008, Iowans spent $8 billion on food, 90 percent of which was imported from out of the state [1]. The recent
spate of heightened interest in local food creates an opportunity to recapture some of these food dollars that leak
out of the region. Iowa ranked among the top ten states listed in the 2013 USDA National Farmers’ Market
Directory [2] with 229 farmers markets. This illustrates Iowans’ interest in buying local products. CSAs, farmers
markets, food hubs, etc. are options that allow consumers to be part of the changing food system. Raw products
increasingly are available in season, but the customer demand for processed foods is currently unmet. This
includes everything from lightly processed food (canned or frozen goods, pre‐cut vegetables, etc.) to highly
processed foods (meals, snacks, specialty foods, etc.).
Starting a food business seems to be a very attractive venture:
 Everybody eats: the consumer market is huge.
 Many people are talented cooks who are ready to go beyond their home kitchens.
 It has the potential to include everything from low‐skill jobs (dishwashing, food preparation, etc.) to highly
specialized jobs (manufacturing engineer, specialty food chef, etc.).
Farmers are interested in processing some of their products to:
 Sell them as higher value‐added goods (increase revenue).
 Extend the availability of their products (by canning, freezing, etc.).
 Avoid waste (processed products last longer, and processing helps keep usable, but imperfect, bruised
food out of the landfill).
However, establishing a commercial kitchen is a challenge because most local producers are not well‐capitalized
enough to build their own processing facilities. Shared‐use kitchens offer a solution to this problem.

 WHAT IS A SHARED‐USE KITCHEN?
“A shared‐use commercial kitchen is a kitchen facility where local entrepreneurs, caterers and instructors can
prepare and process their food products for the consumer market or hold cooking classes and demonstrations.
These facilities are generally rented by the hour […]. Instead of taking on the considerable financial commitment of
opening a private commercial kitchen, new or expanding small food businesses can take advantage of shared‐use
commercial kitchens to help grow their enterprise[…]” (http://www.farmplate.com/define/shared‐use‐commercial‐
kitchen).
Some beginning food businesses already use ‘community space’ (such as church kitchens, school kitchens,
congregate meal sites, restaurant space during off hours) for cooking and processing. While these types of
arrangements exist, there are numerous barriers that limit the viability of these spaces as a long‐term solution for
most businesses. Some of the barriers to using community space are:
 Scheduling – It can be hard to work around the community space’s irregular schedule.
 Supervision and staffing availability – Staffing often is on an irregular, volunteer basis, which makes it
hard to assist kitchen users and control clean‐up, scheduling, etc.
 Liability issues – Congregate meal sites do not need a commercial license if they offer free meals or
donations. What happens when a business wants to make food for sale?
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Necessary specialized equipment – These kitchens usually are designed to produce a large number of
meals. Individuals who want to start a specialty food business may find that these kitchens lack the
specialized equipment needed for their food production.
At best, these restaurant and community‐based kitchen locations provide an initial processing site while a start‐up
company refines its recipes and produces enough quantity to test in the marketplace. However, because of their
structure and abundance (there are 24,000 licensed kitchens in Iowa) community kitchens can be a good starting
place for organizations thinking of creating a shared‐use kitchen [13].


Food businesses are among the riskiest forms of entrepreneurship because they must deal with changing
consumer tastes and, typically, earn slim profit margins. At the same time, many people want to work with food
because food is a basic and familiar need. The demand for shared kitchens has increased rapidly in the U.S. There
were a dozen such facilities in 1999 [3], and more than 130 just 15 years later [4].
Different types and definitions of shared‐use kitchens
 A shared‐use kitchen [5]:
‐ Helps remove restrictive barriers of high‐cost capital investment associated with leasing or
purchasing a kitchen and equipment.
‐ Allows specialty food businesses like processors, farmers, caterers, food cart vendors and mobile
food trucks the opportunity to start from nothing and grow at their own pace.
 Additionally, a kitchen incubator will:
‐ Offer resources related to distribution, branding, marketing, accounting, insurance, and financing
new products.
‐ Reduce the risk of failure by removing additional start‐up barriers associated with limited skills in
managing and maintaining a commercial kitchen.
 In this toolkit, a shared‐use kitchen with minimal infrastructure, equipment, and business support is
referred to as a community kitchen.
 A processing center, or co‐packer, manufactures and packages foods for other businesses to sell. For
example, a farmer who wants to can produce to sell during the off‐season can pay a co‐packer for the
canning service. Some facilities are strictly designed for co‐packing. In this toolkit, only co‐packers that
also offer shared‐use kitchen rentals will be discussed.

 WHAT IS THIS TOOLKIT?
Because of the increase in demand for locally processed food, many communities, organizations, non‐profits,
businesses, etc., have considered starting their own kitchen incubators.
Many shared‐use kitchens have been created, yet not all are successful and relatively few become self‐sustaining
(31 percent of the kitchens interviewed in an Econsult study [7] say they are profitable). Becoming profitable or
self‐sustaining can be a challenge for shared‐use kitchens.
There are many different shared‐use kitchen case‐studies that have been conducted around the country. One of
the objectives of this toolkit is to offer a compilation of available information and experiences.
This toolkit does not offer a “one size fits all” plan on how to start a shared‐use kitchen. One of the key qualities
for a successful kitchen is that it be closely adapted to its community and environment. Through various case
Shared‐use kitchen toolkit
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studies and examples, the toolkit highlights steps to take when creating, designing and planning a shared‐use
kitchen. Emphasis will be put on how to assess and meet an individual community’s needs.
We can learn from the experiences of other entrepreneurs, and create successful, vibrant and dynamic facilities
that will encourage:
‐ Area economic and community development by creating jobs and income,
‐ Access to healthy food, and
‐ Community awareness.

 HOW THIS TOOLKIT WAS BUILT
Aggregated information was compiled from studies conducted between 1999 and 2013 (see References)
Case studies (see References)
Interviews of kitchen managers from:
‐ Farm Market Kitchen (Algoma, WI) – nonprofit
‐ Sharing Spaces Kitchen, Opportunity Center (Prairie du Chien, WI) – nonprofit
‐ Pilot Plant (Fayetteville, AR) – supported by University of Arkansas,
‐ Union Kitchen (Washington D.C.) – for profit.
‐ Sustainable Business Center (Galesburg, IL) ‐ nonprofit
 Review of kitchens in Iowa and neighboring areas
 Interviews with shared‐kitchen specialists, or individuals starting shared‐use kitchen projects:
‐ Mary Pat Carlson (Farm Market Kitchen incubator)
‐ Linda Gobberdiel (Eat Greater Des Moines, Iowa Food System Council)
‐ Jason Grimm (Food Venture Center)
‐ Gary Huber (Iowa Food Coop)
‐ Carla Jaquet (Quad Cities Food Hub)
‐ Deb Schott (Spectrum Network)
 Interviews with food safety and regulation professionals:
‐ Angela Shaw (Food Safety extension specialist at Iowa State University)
‐ James Romer and Mark Speltz (Iowa Department of Inspections and Appeals)
‐ Geraldine Fridlington (Organic inspector for USDA‐Iowa Department of Agriculture and Land
Stewardship)
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I.

FIRST STEP: RESEARCH, FEASIBILITY, AND BUSINESS PLAN

A shared‐use kitchen often starts as a grass‐roots project. Organizers believe there is a need for such a facility in
their community. Extensive research, needs assessment and feasibility studies are necessary to embark on such a
large venture.

a. RESEARCH: WHAT IS A SHARED‐USE KITCHEN AND HOW DOES IT WORK?
The first step for individuals interested in starting a shared‐use kitchen should be to visit a working shared kitchen
(see Appendix A for a list of existing shared kitchens). Because of their mission to create healthier, sustainable
communities, existing facilities almost always are ready to share information, advice and knowledge they’ve
gained.
The research will lead to framing a business concept: What is it you are planning to do? What unique product or
service are you planning to offer? Once the business concept is framed, a feasibility study will help narrow down
the wide variety of options.

b. FEASIBILITY STUDY: IS THE PROJECT POSSIBLE?
A feasibility study is necessary before starting up any type of business. It will:
‐ Analyze all issues and assess probability of success,
‐ Give the project a focus point,
‐ Identify reasons not to proceed,
‐ Identify factors that could affect the project,
‐ Provide quality information for decision‐making, and
‐ Help secure funding.
There are three levels of feasibility assessment:
i)
Market study: Who will use the kitchen? For what?
ii)
Operation feasibility: Who will manage the facility? What structure is needed for long‐term
viability?
iii)
Economic feasibility: Can the facility be self‐sustaining in a reasonable amount of time? Will it
generate adequate cash flow?
Links to existing feasibility studies can be found in the Reference segment of this toolkit.

c. MARKET STUDY/ INTEREST SURVEY: IS THERE A USE FOR THIS KITCHEN? BY WHO?
WHAT?

FOR

G OAL : ASSESS A COMMUNITY ’ S INTEREST IN A SHARED ‐ KITCHEN .
The interest survey is a critical point for starting a shared kitchen project: it will provide most of the information
necessary for building a business plan. There must be sufficient demand for the facility to exist. The study also
should indicate what kind of facility the individuals should look for. Do they need a space to develop an existing
product? Or are they seeking an entire support structure to start a business?
Shared‐use kitchen toolkit
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Individuals or groups who want to start a shared‐use kitchen need to understand clearly the goal of the operation.
The mission affects both the type of facility needed and its method of operation. Below are examples of different
types of facilities and their uses.

The interest survey should answer these questions:
 Is there an unmet demand for food processing or commercial kitchen space?
 What type of facility is needed (see decision tree)?
 How extensively will the facility be used?
 What equipment is necessary?

W HO TO SURVEY ?
Because this is a market analysis and not academic research, the quantity of results isn’t as important as the
quality of the responses. This should not limit the number of people surveyed; different people from different
backgrounds will provide more information about the entire community’s needs.
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The idea of starting a kitchen often comes to the forefront because a known group of potential users are
interested. They offer a good starting point for surveys. However, the targeted sample should not be limited to
known entities. The best survey results are achieved when kitchen project leaders generate media coverage for the
kitchen and ask for the public’s opinion via media outlets such as the local newspaper, radio, and social media.
Common groups to target are:
‐ Food and farm business groups,
‐ All types of vendors at local food markets,
‐ Cooking/catering associations and restaurants,
‐ Food hubs,
‐ Neighborhood boards and other community organizations, and
‐ Chambers of Commerce.

H OW ?
The most efficient surveys seemed to be online questionnaires (free examples include Surveymonkey,
Surveygizmo, or Google forms). They often require less time to conduct, as they are easier to send, fill out and
analyze. If possible, they should be followed up by one‐on‐one interviews (ideally these would be counseling
sessions among food entrepreneurs and business advisors/people with expertise) and/or group discussions.

L ESSONS LEARNED
Be aware that the people who answered the market assessment survey might not be as committed by the
time the kitchen opens. There often is a long time between the planning and the actual kitchen opening
and some people may lose interest.
 Farmers often say they are interested but end up not renting the facility with time being a limiting factor.
This is where offering co‐packing or other contract services might be useful and more likely to be adopted.
 Evidence shows that cash flow is easier to manage when there are one or two anchor tenants. They will
cover utility expenses and provide some financial stability. The survey may help identify these potential
tenants.



A DDITIONAL EXAMPLES OF SURVEYS
‐
‐

https://docs.google.com/file/d/0B_gg5cMTszNIc05GallQVnhSQ3c/edit (page 22 ‐ 24).
Sample survey in Appendix C.

d. RESOURCE STUDY: ARE THERE KITCHENS IN THE AREA? WHAT PARTNERS AND
RESOURCES ARE AVAILABLE?
T HE FACILITY
For cost reasons, retrofitting an existing facility rather than building a new one often seems to be the better
option. However, existing facilities are not always available, and if they are, they are not necessarily less
expensive to retrofit than to build from scratch.
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Keep in mind that the facility has to be adapted to the community’s needs. Existing facilities might not always be
well‐suited for the propose uses. The market study results should describe what the potential clients need and
want. When looking at different facilities, organizers should have a “checklist” of things that are desired by the
clients.
Visiting facilities with local health officials is useful for getting their technical expertise. Furthermore by including
them from the start, you may avoid unpleasant surprises (such as mandatory regulations that were overlooked or
not taken into account) when the facility is ready to open.
Ideally, organizations should look for several facilities to compare for fit with the community, cost, and
accessibility. Here is a decision tree that summarizes the steps to take when comparing different facilities.

P ARTNERSHIPS
One of the keys to a establishing a successful kitchen is partnership development. Multiple organizations and
partners should be involved in the process and feel ownership for the project to succeed. Having stakeholders
from various backgrounds can help with problem solving, but also enhance networking and making new
Shared‐use kitchen toolkit
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connections. This is an advantage when trying to find funding for the kitchen, promoting its use and marketing its
clients and their products.
Examples of common partners/ stakeholders:
‐ Groups or organizations working with local food systems,
‐ Small Business Development Centers,
‐ Area universities or colleges,
‐ Farmer cooperatives,
‐ Wholesalers, retailers, restaurant and others in the food industry.
Facilitating networking and partnerships between tenants also can play an important role.

F UNDING RESOURCES
Several fundraising strategies need to be considered:
‐ Startup phase:
 Funding for staff time and feasibility study.
 Funding for real estate and equipment.
‐ Operational phase:
 Fundraising strategy for maintaining ongoing operations (if needed).
It is essential to identify potential community funders as well as local, regional, state and federal opportunities.

E XAMPLES OF COMMON GRANT FUNDING AGENCIES
(Note: This is not a fully comprehensive list of available grants.)


U.S. Department of Agriculture
 Rural Development grants (http://www.rurdev.usda.gov/RD_grants.html)
Rural Business Enterprise Grant (for equipment and infrastructure)
Rural Business Opportunity Grants
Value‐Added Producer Grants (for farmer‐ or producer‐owned kitchens)
Rural Business Investment Program ( for new for‐profits in rural areas)
Community Facilities (for rural areas with population <20,000)
 Specialty Crop Block grant
(http://www.ams.usda.gov/AMSv1.0/ams.fetchTemplateData.do?template=TemplateN
&rightNav1=SpecialtyCropBlockGrant0Program&topNav=&leftNav=CommodityAreas&p
age=SCBGP&resultType)
 Farmers Market Promotion Program (http://www.ams.usda.gov/AMSv1.0/fmpp)
Additional resources and information can be found in the National Sustainable Agriculture Coalition’s
Guide to USDA Funding for Local and Regional Food Systems (http://sustainableagriculture.net/wp‐
content/uploads/2010/05/NSAC_FoodSystemsFundingGuide_FirstEdition_4_2010.pdf)



Economic Development Administration (EDA)
http://www.eda.gov/funding‐opportunities/
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U.S. Department of Commerce
http://www.commerce.gov/
To fund the facility’s purchase and programming costs (examples of grantees: Startingblock, Pasco
Specialty kitchen…)



U/S/ Department of Housing and Urban Development (HUD)
Community Development Block Grant Program
(http://portal.hud.gov/hudportal/HUD?src=/program_offices/comm_planning/communitydevelo
pment/programs)



Rural Advancement Foundation International‐USA
http://rafiusa.org/



Regional rural centers



City governments



Regional commissions



Private foundations

Don’t hesitate to seek in‐kind donations. Some facilities were able to acquire donated equipment through their
partnerships.
Keep in mind that 501c3 nonprofit organizations are eligible for more types of grants than any other kind of
organizations. They are more likely to receive donations from community and private foundations since their gifts
are tax‐deductible. These nonprofits also are the only type of organization that can accept tax‐deductible
donations from businesses or individuals.
Because the shared‐kitchen concept is so popular, crowdfunding campaigns have been very successful. (Major
crowd‐funding platforms include Kickstarter or Indiegogo, but these are just two of many.)[10]
Whether the kitchen is a for‐profit or nonprofit operation, bank loans may be a necessary step. The Small Business
Administration (SBA ‐ http://www.sba.gov/) offers low‐interest loans that are an option for shared‐use kitchens.

T ECHNICAL SUPPORT
Identify partners who can provide technical support in a variety of areas, such as food safety, food processing,
recipe scaling, kitchen equipment, business knowledge, business development, etc.
Several universities have partnered with local shared‐use kitchen organizations and provide strong support and
information bases. University professors and staff are highly qualified, valuable resources. For instance, Cornell
University in New York provides technical resources and support for food entrepreneurs, and helps them connect
with existing commercial kitchens.
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In some cases the kitchen facility is owned by a university that provides staff, support and resources, and also uses
the facility for its curriculum or research activities. The University of Arkansas is a good example of this type of
arrangement. The university had a kitchen that was used for its Institute of Food Science and Engineering.
However, the facility was underused, so with minimal alterations the university converted the space into a
commercial kitchen for use by people in the community. Iowa State University’s Center for Crop Utilization
Research (CCUR) also has a pilot plant. This plant is generally used to test recipes for businesses, although its
managers are open to renting space to beginning food businesses. More information is shown on the CCUR
website at http://www.ccur.iastate.edu/index.html.
Here is a list of ISU staff and faculty who can help with different aspects of the shared‐use kitchen operation:
Name
Shaw, Angela Marie
Wilson, Lester
Value Added Agriculture
Strohbehn, Catherine

Topic area
Food safety and processing
Recipe scaling
Business development
Food retail

Contact
angelaml@iastate.edu
lawilson@iastate.edu
lanim@iastate.edu
cstrohbe@iastate.edu

Depending on location and staffing, some Extension Service county employees may provide additional resources.
The University of Nebraska‐Lincoln has a Food Processing Center that can help food businesses optimize their
revenue and profit. The Center hosts a National Food Entrepreneur Program that includes a one‐day Recipe to
Reality seminar. Participants who decide to launch their own food business can access an affordable help program
in Product to Profit, available via distance education (http://fpc.unl.edu/small_business).

A SSESSING EXISTING RESOURCES
The importance of taking into account available resources often is underestimated. If the kitchen offers a resource
that is already available, then not only will it be less effective (fewer people interested), but also more expensive
(cost of setting up something redundant). If possible, shared kitchens should take advantage of existing resources
to lower their own overhead costs.
Examples of coping with redundant resources:
 If storage space is abundant in the shared kitchen’s vicinity, the facility might decide to limit storage space
available and use the space for something that is not provided in the area (retail front, classrooms or
conference rooms for rent).
 Presenting workshops and classes might be part of the kitchen’s business plan. However, food safety
courses might already be delivered by another organization in the community. The kitchen should then
try to partner with that organization, use it as a resource and provide courses that the organization does
not offer.
See Appendix E for current shared‐kitchen projects in Iowa.
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e. FOOD SAFETY REGULATIONS
One of the first steps to starting a shared‐use kitchen is connecting with the local Food Safety and Health
Inspector. In Iowa, they are either directly employed by the Department of Inspections and Appeals (DIA), or work
under contract to the DIA (http://www.dia.iowa.gov/).
If the facility is going to process meat, the department in charge of regulations is the U. S. Department of
Agriculture (USDA). For interstate commerce (sales across state boundaries), contact USDA/Food Safety
Inspection Service (Des Moines, 515‐727‐8960). For intrastate commerce (sales within Iowa), contact IDALS (Iowa
Department of Agriculture and Land Stewardship), which is mandated by the USDA to regulate meat and poultry
processing facilities. (http://www.iowaagriculture.gov/meatAndPoultry/slaughter_Processing.asp).
The kitchen also has to comply with local building and fire safety regulations. For assistance with these regulations,
contact the local Department of Public Safety (http://www.dps.state.ia.us/contact.shtml). Involve the agency in
charge of Planning and Zoning in your area, to make sure the venture you are about to start fits the local
regulations.
The adjustments necessary to comply with regulations should be taken into account in the feasibility study.
Additional resource: Iowa State University Extension – Food Safety
http://www.extension.iastate.edu/foodsafety/
* Note ‐ A recap of food licenses and regulations can be found in Part III of this toolkit.

f. ECONOMIC IMPACT STUDY
An economic impact study serves several purposes:
 Helps calculate the kitchen’s profitability,
 Convinces funders this is “a good idea,” and
 Provides information to improve grant writing chances.
Public and private funders increasingly demand quantitative evidence of a nonprofit’s impact on the community to
justify funding. The economic impact study should answer questions such as: Who will be impacted by the
development of a shared‐use kitchen? How much will they be impacted (revenue generation, job creation figures)?
Where will the impact be felt?
All parts of the food system will be affected by the creation of a shared‐use kitchen. This includes people involved
in growing food (farmers), supplying it, marketing, printing, packaging, buyers (grocery stores, institutions), local
restaurants, and consumers. “Money spent in the economy doesn’t just stop with the first transaction, but instead
stays in the community where it filters through to accelerate opportunity at many levels” [5].
The Salt Lake City feasibility study [5] is a good example of an economic impact study: “Although data tracking on
jobs creation is lacking for most of U.S. culinary incubator kitchens, some culinary kitchens are keeping track. Based
on a sampling of these kitchens, it is estimated that average job creations is approximately 6.4 FTW of jobs
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annually per 1,000 sq. ft. of kitchen space.” La Cocina in San Francisco reported that it supported 39 businesses
that created 110 jobs and $3.35 million in revenue in 2012 [5].

g. BUSINESS PLAN
Even if the kitchen is designed to be a nonprofit operation, it needs to follow a business‐based model to be
sustainable. During the planning process, the business plan is not a static document. It should be refined
continually as new information surfaces, or as business practices, products, etc., change.

G OAL
The business plan will spell out the facility’s goals, the reasons they are believed to be attainable, and the path for
reaching those goals. When embarking on a new business venture, a three‐ to five‐year business plan is required,
since investors will look for the annual return in that timeframe [9].

O UTCOMES
The business plan will [8]:
‐ Summarize the plan of action,
‐ Provide operational guidelines,
‐ Outline the actions needed to take the project from idea to reality, and
‐ Provide a road map for strategic planning.
It should present details on the following topics:
 What type of governance structure will be used?
‐ Legal structure? (see part 4 for details)
‐ Who? Board of directors? Advisory board? Who will serve on it?
 General operations:
‐ Who will manage and direct?
 Organizational structure.
 Building/ Land/ Equipment.
 Services provided.
 Pricing:
‐ What is the rental cost per month/year?
‐ How many anchor tenants will there be? Desirably, there should be enough income to cover
utilities, and improve cash flow.
‐ If the rent doesn’t cover costs, will there be other revenue‐generating activities? (See Part IV of
the toolkit for examples of extra activities.)
 Scheduling.
 Facility design.
 Marketing strategies for:
‐ Finding tenants,
‐ Non‐tenant users,
‐ Suppliers/distributors/end users,
‐ Economic development agencies, and
Shared‐use kitchen toolkit
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‐ Legislators.
Startup costs:
‐ Capital expenditures,
‐ Wages/salaries,
‐ Infrastructure development or improvement,
‐ Advertising and promotion,
‐ Legal fees, and
‐ Municipal and state development taxes.
Financial projections:
‐ Fixed costs,
‐ Variable based on best/worst case scenarios, and
‐ Potential to be self‐sustaining in a reasonable period of time.
Funding.

* An example of an operational budget can be found in Appendix F.
* An operational budget template can be found in Appendix G.

A DDITIONAL RESOURCES
Training for introductory business planning is available at different organizations. NxLevel
(http://www.nxlevel.org/) offers such training. The company also produced a guide for “Establishing a Shared Use
Commercial Kitchen,” which is slightly outdated but still useful.
The following organizations should be able to assist (for little or no fee) in building a business plan for the shared‐
kitchen in Iowa.
 Small Business Development Center
Iowa : https://www.iowasbdc.org/
 U.S. Small Business Administration (SBA)
http://www.sba.gov/
SBA’s Build Your Business Plan tool: http://www.sba.gov/tools/business‐plan/1
 Extension & Outreach – Economic Development
http://www.extension.iastate.edu/topic/economic‐development
 Center for Industrial Research and Service (Extension and Outreach)
http://www.ciras.iastate.edu/
 Iowa Department of Economic Development
http://www.iowaeconomicdevelopment.com/
 Iowa State University – Value Added Agriculture
http://www.extension.iastate.edu/valueaddedag/
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II.

KEY CONSIDERATIONS WHEN STARTING A SHARED KITCHEN

a. WHERE DO INCUBATORS WORK?
Although rural areas often offer cheaper property, urban settings generally are a more advantageous setting for
kitchen incubators. Not only are there more potential clients as well as customers interested in spending money on
specialty foods, but there also are more resources to help the kitchen incubator become successful. According to
Union Kitchen’s founder Jonas Singer, this does not mean rural kitchen incubators cannot work. The urban kitchen
incubator model has to be adapted to the rural environment. Clients are more likely to be farmers or people with
close relationships to growers. The kitchen also should develop parallel activities that will satisfy the community’s
needs (see Part 4). Anchor tenants provide security by generating consistent cash flow.

b. SIZE AND COST
Determining the appropriate size for a kitchen is one of the main factors for establishing a successful business. If
the kitchen is too small, some tenants might not be interested and it will be hard to find renters. If the kitchen is
too big, it will be hard to find enough tenants to make it sustainable. The facility should accommodate clients, and
also offer reasonable space for expansion.
Note that in Iowa, there needs to be a separation in either time or space between two kitchen users. Two
independent tenants cannot be using the same space at the same time.
The cost of leased space is a burden that is difficult for an incubator program to manage, even when the incubator
is operating at full capacity. Most kitchens either own their facility or rent it at a pre‐arranged fee well under
market value.
Generally, the shared kitchen layout calls for five work areas, each with its own space requirements and each
equipped for specific functions such as receiving/shipping, storage (dry and refrigerated), preparation, cooking and
ware washing (8). If possible, hiring a professional food service consultant will insure that many of the design
phase services are handled efficiently.

c. EQUIPMENT
Beyond the essential kitchen facilities, specialty equipment needs can vary greatly. That is one of the reasons why
a needs assessment survey is so important. Appendix B presents a table of kitchen equipment used in different
facilities across the nation.
While some kitchen managers prefer to buy low‐cost, used equipment for the facility, others recommend only new
or under‐warranty pieces. Used, older equipment frequently is less efficient due to higher energy costs, and is
more likely to break down, which inconveniences several tenants. Even when receiving donated items, the kitchen
managers must make sure the gifted equipment is in good condition. The Department of Agriculture can help in
assessing the condition of the equipment.
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d. STORAGE
Lack of storage (dry, cold, frozen) often is an issue for shared‐use facilities. Kitchens can offer storage space as part
of the rental package, although most existing facilities rent space (especially refrigerator or freezer space) for an
additional cost. This generates additional income for the kitchen and alleviates the problem of people leaving
products behind. A federal regulation requires that open containers of ingredients (bottles, jars, bags, etc.) cannot
leave or enter the facility. This leads to people ‘forgetting’ about opened, unused ingredients in their storage
space. Having them pay for the space they use can be a way to avoid this problem.

e. RECRUITING TENANTS
In general, the kitchen’s main source of income comes from rental fees. To maximize this revenue source, the
facility should be in use as much as possible. This means expanding community awareness and recruiting tenants
from the community. Existing facilities use all types of publicity and marketing (social media, web, radio, local
newspapers, posters, etc.) to increase public awareness of their purpose.

f. REQUIREMENTS FROM TENANTS
A kitchen’s success depends heavily on the quantity and quality of its tenants. Make sure you attract as many
people as possible, and follow a transparent, rigorous selection process.
Most kitchens require tenants to have:
 A ServSafe or other type of food safety certification and
 Their own insurance policy.
In some rare cases, the kitchen opts to carry liability insurance for all of its tenants.
The tenant’s products will have to be licensed once the kitchen has approved their application. A product can only
be certified once it is “good to go” (facility, equipment, and recipe‐ready). Some kitchens require tenants to have a
business plan, and might provide assistance in creating or developing one. This is more common for incubator‐
type kitchens which focus on developing businesses and entrepreneurs. Most kitchens have a mandatory training
session with new tenants so that they learn about the rules and regulations of the kitchen.

g. SELECTION PROCESS FOR TENANTS
Before a tenant is authorized to use the kitchen, most facilities go through a selection process. Some kitchens
require an application. This might include information about the potential tenant’s business, status, list of product
ingredients and equipment that will be used, and information about a business plan, target market, number of
employees and anticipated hours of kitchen usage.
Submission of the application can be followed by an interview. This allows managers to determine whether the
kitchen is a good fit for the tenant and if the tenants’ activities align with the kitchen’s goal/mission.

E XAMPLES OF APPLICATIONS
‐
‐

https://www.advantagewest.com/sites/default/files/files/food‐
files/Questionnaire%20for%20Prospective%20Clients%20of%20Blue%20Ridge%20Food%20Ventures.pdf
http://www.acenetworks.org/warehouse/General_Intake_Form_2010.pdf
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The selection committee will evaluate the tenant’s fit with the kitchen’s mission. This does not mean that only
the obviously successful candidates should be accepted. Depending on the facility’s mission, some shared‐use
kitchens also offer a place for food entrepreneurs to try and ‘fail’ with a safety net.

h. KITCHEN RATES
Hourly rental costs may vary from $10 to $50 per hour. Rental fees are determined after taking into account the
facility’s mission, the market study, the operational budget, and market rates.
Most facilities have sliding‐scale fees:
 Quantity ‐ The more hours the kitchen is used, the cheaper it is by the hour.
 Times of day ‐ if the facility is open 24/7, night hours (between midnight and 5 a.m.) often are rented
at a cheaper rate than afternoon hours.
 Type of use ‐ Some kitchens charge a different rental fee according to the equipment used in the
kitchen. (For example, baker fees can be more expensive than general food preparation fees.)
Not all kitchens offer rent by the hour. Some offer rental plans by the day or, more frequently, by the bundle. For
example, Union Kitchen, in Washington D.C., offers rental contracts adapted to its tenants and how much they
produce, if they are on the market, etc. Other kitchens, such as the Pilot Plant at University of Arkansas, offer free
rental until the tenant’s product is released on the market.
It is recommended that payment be collected from tenants before they use the kitchen, and that advance
payments continue until a payment history is established.

i. SCHEDULING
Scheduling can quickly become an issue if not managed properly. Depending on their tenant base, existing kitchens
each have different strategies, but automating schedules seems to be the best and least time‐consuming solution.

j. GRADUATING TENANTS
Some facilities have had trouble ‘graduating’ their tenants. Conditions are so ideal (low rental rates, access to
resources, no bank loans for equipment or infrastructure) in the shared facility, that there is little motivation to
leave.
The kitchen’s mission might be to provide ideal conditions for food businesses for as long as they want it. But if a
kitchen’s business plan is to create stand‐alone food businesses and have a high tenant turnover rate, the question
of graduating tenants has to be taken into account. One solution is to set a deadline in the original rental
agreement. For example: “the tenant agrees to cease renting the kitchen four years after signing of this contract”.
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III.

LICENSES, REGULATIONS AND INSURANCE

a. WHAT LEGAL STRUCTURE?
In a recent study by Econsult of existing U.S. kitchen incubators, 61 percent of the survey respondents were
classified as for‐profit ventures [6]. The only for‐profit venture interviewed for this toolkit was Union Kitchen,
based in Washington D.C.
Both structures have advantages: nonprofits are eligible for more types of grants and can accept tax‐deductible
donations; for‐profits can generate income and attract venture capitalists. For‐profit kitchens usually are located in
metropolitan areas with bigger consumer and customer markets. Nonprofit kitchens generally have a mission that
involves economic or community development. Whether theirs is a nonprofit or a for‐profit organization, kitchen
directors have to choose an appropriate legal structure for organizing their operation.

B RIEF DEFINITIONS OF DIFFERENT TYPES OF STRUCTURES
o

Nonprofit
Most nonprofit kitchens are designated as 501c3 groups, which makes them eligible to receive tax‐
deductible contributions. This type of structure should not limit the kitchen’s activities, as long as they do
not engage in political and/or legislative activities.

o

For‐profit [10]
Most for‐profit kitchens are limited liability companies (LLCs).
o LLC
Pros: Many fewer forms required for registering and start‐up costs are lower. Not required to
have formal meetings and keep minutes. Fewer restrictions on profit‐sharing: members
distribute profits as they see fit.
Cons: Limited lifetime (if a member dies or goes bankrupt). The owner of an LLC is considered to
be self‐employed and must pay the self‐employment tax contributions towards Medicare and
Social Security. The entire net income of the LLC is subject to these taxes.
o Sole proprietorship/general partnership:
No legal distinction is made between the owner(s) and the business (risky but simple
administrative set‐up and low cost).
o S‐Corporation
Pros: Allows tax savings for owner and business. Only the wages of the S‐Corp shareholder who
is an employee are subject to employment taxation. The remaining income is paid to the owner
as a ‘distribution’, which is taxed at a lower rate, if at all. This arrangement also allows the
business to have an independent life separate from shareholders; if one entity leaves the
company, the S‐Corp can continue.
Cons: Requires scheduled director and shareholder meetings, transcribed minutes from those
meetings, adoption and updates to by‐laws, stock transfers and records maintenance. More
paperwork and tax forms are must be filed.
o

C‐Corporation:
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Separate legal entity from the individual owners. Possibility exists for double taxation if
corporate income is distributed to business owners as dividends.
More information: http://money.howstuffworks.com/biz‐structure3.htm
* Note – a majority of value‐added processing centers are set up as cooperatives where the farmers who process
their products are members.

b. LICENSES
Each state has its own rules and regulations governing food sanitation standards for food establishments and food
processing centers. Working closely with the local regulatory agency is critical to the kitchen’s success. Kitchens
owned by nonprofit organizations do not require licensing unless they are used to prepare, serve, and sell more
than one meal per week. These ae referred to as “community kitchens” throughout the toolkit.
Kitchens that do not fall into the “community kitchen” category must be inspected by a state agency. However this
leads to confusion as to who holds the license: The license is not held by the facility itself, but by the entity that
produces the food. Mark Speltz (Iowa Department of Inspections and Appeals) says “In Iowa, we license
operations including the physical facilities. The facility is only one aspect of an operation. Iowa licenses the whole
operation. As each operator operates independently of others, separate licenses are necessary.”
This means that the term “licensed kitchen” is meaningless. Theoretically, a kitchen could hold a license that would
cover all its tenants, but that would make the kitchen management team responsible and liable for everything
produced in the kitchen. Therefore, every tenant/business in a shared‐use kitchen needs its own license. Most
existing kitchen facilities offer to help their tenants become licensed.
Food businesses can chose from two main types of licenses:
 Retail license: direct‐to‐consumer sales. Regulated by the Iowa Food Code.
http://www.dia.iowa.gov/food/Documents/1997FoodCode%2009.05.pdf
For a business to have a retail license, at least one person in a management position must have one of the
following Food Safety Certifications within six months of obtaining the license.
 Learn2Serve Certified Food Protection Professional (CFPP)
 Certified Food Safety Manager (CFSM)
 Prometric Certified Professional Food Manager Program (CPFM)
 ServSafe – training provided by Iowa State University Extension
(http://www.extension.iastate.edu/foodsafety/training/servsafe.cfm)
Inspection frequency is based on what is being made, stored, or packaged, and in case of complaint.
Inspection officers are either DIA environmental specialists or local health authorities contracted by the
DIA. (Both inspectors receive the same training.)


Food processing license: no direct‐to‐consumer sales. Products will be sold to another licensed
business (retail or other manufacturer). Regulated by the Iowa Food Manufacturing regulations (21
CFR – Code of Federal Regulations ‐ Part 110: http://www.ecfr.gov/cgi‐bin/text‐
idx?tpl=/ecfrbrowse/Title21/21cfr110_main_02.tpl).
Inspections occur every year. The DIA is delegated by the FDA to inspect and award licenses unless:
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‐ The manufacturer processes meat, which is regulated by the Iowa Department of
Agriculture and Land Stewardship (agency delegated by the USDA ‐
http://www.iowaagriculture.gov/). Non‐amenable meats (rabbit, fish, llama), are
regulated by the DIA.
OR IF
‐ The manufacturer’s product crosses state boundaries (interstate commerce), which is
regulated by the FDA (http://www.fda.gov/).
The manufacturer’s recipe will be inspected by the regulatory agency. If the product is classified as
‘Acidified food’ (salsa, fermented products…), it may fall under Standards of Identity (SOI) rules. SOIs are
“the mandatory, federally set requirements that determine what a food product must contain to be
marketed under a certain name in interstate commerce. Mandatory standards (which differ from
voluntary grades and standards applied to agricultural commodities) protect the consumer by ensuring a
label accurately reflects what is inside (for example, that mayonnaise is not an imitation spread, or that ice
cream is not a similar, but different, frozen dessert)” [11]. If the applicant’s recipe has an SOI, then the
inspector will verify that it follows the mandatory standards. If the applicant’s recipe does not have an
SOI, then the precise recipe must be sent to a process authority to have it tested. Iowa has no process
authority facility, so the closest process authority to Des Moines is at the University of Nebraska
(http://fpc.unl.edu).
Food processors need to follow Good Manufacturing Practices (GMPs)
(http://dia.iowa.gov/Food%20Processing%20Plants%20‐%20GMPs.pdf), and need a HACCP plan
(certification offered at ISU – http://www.extension.iastate.edu/HRIM/HACCP/). The Hazard Analysis and
Critical Control Point (HACCP, commonly pronounced “hassip”) system is a preventive strategy for
assuring safe food products. HACCP principles are logical and straightforward, and are regarded as a
common‐sense approach to food safety management [7]. Foodonline.com is a good resource for learning
more about HACCP. http://www.foodonline.com/doc/haccp‐what‐you‐need‐to‐know‐0001

* Note: In addition to GMPs, the following food types have to comply with specific regulations:
 Low Acidic Canned Foods ‐ 21 CFR 113 (http://www.ecfr.gov/cgi‐bin/text‐
idx?tpl=/ecfrbrowse/Title21/21cfr110_main_02.tpl)
 Acidified Foods ‐ 21 CFR 114
(http://www.accessdata.fda.gov/scripts/cdrh/cfdocs/cfCFR/CFRSearch.cfm?CFRPart=114)
 Bottled Drinking Water and Beverages ‐ 21 CFR 165
(http://www.accessdata.fda.gov/scripts/cdrh/cfdocs/cfcfr/CFRSearch.cfm?fr=165.110)
 Bakery Products, Cereal Flours and Related Products‐ 21 CFR 136
(http://www.accessdata.fda.gov/scripts/cdrh/cfdocs/cfcfr/cfrsearch.cfm?fr=136.110)

The first step for a business to obtain a license is to decide what kind of license (retail or manufacturer) is needed.
Because the two licenses have different requirements, it is important for the food entrepreneur to know what kind
of business they want to have. Then the regulatory agency in charge (DIA, IDALS or FDA) can help with specific
instructions and advice.
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A food business can do both retail and manufacturing. For example, a restaurant typically holds a retail license
(direct‐to‐consumer sales). However, the restaurant might decide that their famous barbecue sauce would be
worth selling in grocery stores or supermarkets. In this case, the restaurant also would engage in manufacturing.
The predominance of sales (determined by whether retail or manufacturing has higher gross sales) will indicate
which license is appropriate for the business. For a retail license, over 50 percent of the sales must be direct to
consumer. A food processing license requires that over 50 percent of sales be wholesale. Although the business
does not have to apply and pay for both licenses, if both retail and manufacturing activities occur the business
must comply with both regulations.
The kitchen can make things easier for its tenants to get licensed by:


Making sure the facility adheres to Good Manufacturing Practices (GMPs) as a baseline.
http://dia.iowa.gov/Food%20Processing%20Plants%20‐%20GMPs.pdf
These practices follow the Food Code’s guidelines (http://www.ecfr.gov/cgi‐bin/text‐
idx?tpl=/ecfrbrowse/Title21/21cfr110_main_02.tpl)
These regulations cover basic rules for sanitation in a food establishment, maintenance of physical
facilities, cleaning and sanitizing of equipment and utensils, pest control, and the use and storage of
cleaning compounds, sanitizers, and pesticides. In addition, specific sanitary requirements are
mandated for the facilities: water, plumbing design, sewage disposal, toilet and facilities for washing
hands, and solid waste disposal.
Some facilities provide a GMP course that their tenants must take before using the facility. To
conduct retail operations, tenants should be familiar with the Food Code, which is more specific and
detailed than the Manufacturing Regulations (CFR). The CFR regulations are more purpose‐based
than specific, which sometimes can lead to confusion.



Have an allergen control plan for the entire facility that all tenants are required to follow.
Components of an Effective Allergen Control Plan can be found here:
http://www.foodallergy.org/document.doc?id=146



Iowa kitchen managers should make sure there is physical separation (in time or space) between
processors. Contrary to rules in other states, several businesses cannot use the same kitchen at the
same time.



Keep track of products: know where the ingredients come from and where they are going when they
leave the facility. To stay licensed, a food business has to buy ingredients from a licensed
facility/producer and sell it directly to the consumer (retail) or to a licensed facility (processor).

Additional information about food safety regulations can be found in this presentation:
http://www.extension.iastate.edu/NR/rdonlyres/B0D64A49‐9FA9‐410E‐849A‐
31865EFECE91/171598/FSDWhatCanBeSoldWhere.pdf
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c. ORGANIC CERTIFICATION
To have a product certified as organic, a processor needs to apply through one of the organic certification
agencies in addition to acquiring the conventional food processing licenses. There are a dozen certifying agencies
in Iowa, the main one being the Iowa Department of Agriculture and Land Stewardship (IDALS).
To be certified organic, the food entrepreneur (processor) has to provide the certifying agency with:
 The product recipe.
 The list of ingredients and precisely where they are sourced (must be from a certified organic source). The
product has to contain at least 95 percent certified organic ingredients. The remaining 5 percent are
allowed only if they are on the “list of allowed non organic ingredients” (salt, preservatives, etc.). The
label has to list all the organic ingredients used (“organic” or *…), and identify who the certifier is. IDALS
officials suggest that the product and process be reviewed before the finished product labels are printed:
“It can be frustrating for a new business to learn they may have to revise their labels after they’ve spent a
lot of money having them printed,” says Geraldine Fridlington (IDALS Organic Certification Program).
 Details on how the product is made. This will be inspected at the facility where the product is produced.
Organic processors can share facilities with non‐organic processors if the equipment used is washed properly.
There are certain regulations specific to organic processing. For instance, a common sanitizer used in kitchens is
ammonia, but ammonia residues are not considered organic. For an operator to be certified organic, either
another sanitizing product has to be used, or an intervening step has to occur after the ammonia sanitizing and
before the organic processing takes place.
For more information:
http://www.ams.usda.gov/AMSv1.0/getfile?dDocName=STELPRDC5101547
Contact ‐ Geraldine Fridlington, IDALS organic processors
'Geraldine.fridlington@iowaagriculture.gov'
515.242.6343

d. INSURANCE
F OOD ‐ RELATED INSURANCE POLICY
Most facilities require their tenants to have their own product liability insurance such as Food Product Liability
Insurance. When selling directly to the consumer, a minimum $1 million liability policy is recommended. Higher
coverage may be necessary if the food business is selling to a store chain or distributor. Due to the size and gross
income of most companies using shared‐use kitchens, product liability insurance may be prohibitive to purchase
on an individual basis. Forming a cooperative of shared‐use tenants and purchasing product liability insurance as a
cooperative can reduce individual costs for tenants (7). Insurance companies often base the cost of insurance
premiums on the type of products being produced. Whether the business is selling wholesale, retail, or both also
might affect rates.
Examples of insurance companies that provide food‐related insurance:
o FLIP http://www.fliprogram.com/
o Nationwide http://www.nationwide.com/food‐beverage‐business‐insurance.jsp
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G ENERAL INSURANCE POLICY
The facility will want to consider insurance coverage (property, mechanical breakdown, business personal
property, etc.) in its overall risk management plan. [7]

e. RENTAL AGREEMENTS
* Examples of rental agreements can be found in Appendix D.
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IV.

OTHER REVENUE GENERATING ACTIVITIES

Most of shared kitchen facilities find it hard to break even based only the revenue generated by tenant fees,
particularly in rural areas. Kitchens that are not grant‐reliant often develop parallel activities to help improve their
cash‐flow. Additional activities may be revenue sinks rather than revenue sources. When deciding if and what kind
of parallel activities should be developed, organizers should be aware of the following factors:
 Opportunity: what is it the community wants/needs and is willing to pay for?
 Time: when/how will this activity be conducted with the rental kitchen activity?
 Space: where will this activity take place?
 Resources: what types of resources (facility, expertise, initial investment, etc.) are necessary to develop
such activities?
Some examples of complimentary revenue‐generating activities are listed below.

P AID CONSULTING
In most kitchens, consulting is one of the services provided included in the rental fees. In some cases, the facility’s
staff can provide consulting services on different topics such as business, marketing, nutrition, and recipe
development for individuals who are not tenants of the facility. This is a good way to generate additional income
as it uses available resources, and requires little investment other than time. (Time might be an issue depending on
the number and type of tenants in the kitchen.) Consulting fees vary from $20 to $100 per hour, depending on the
amount and type of guidance, and the client’s relationship to the facility.

F OOD TEST LAB FOR ANALYSIS
This is common in university‐related shared kitchens. The facility has the staff and equipment necessary to provide
tests and analyses for food businesses. Testing can cover anything from pH values to shelf‐life, but also may
include sensory or nutritional analysis. Private food companies may not have the staff, facility or equipment to do
their own testing, and will contract those services.
Special circumstances must exist for a kitchen to be able to provide this kind of service. There must be
Appropriate resources and a demonstrated need for these services because area food businesses don’t have
access to other food testing labs.
The University of Arkansas offers a large variety of food‐related tests in its pilot kitchen and related facilities. These
were part of the kitchen’s activities before it was opened to start‐up food businesses. The Starting Block (Hart, MI)
kitchen manager persuaded one of the main food testing laboratories in the region to establish a branch at the
Starting Block facility. This was feasible because there was a market that would support the laboratory branch
work. The lab’s presence also helps tenants save on shipping costs when they want to test their own products.

N UTRITION LABELS
Nutrition labels are mandatory for:
o Foods that have any nutrient claims (“gluten‐free”, “low‐fat”)
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Small businesses (the food business itself or any that sell the product) that have more than
$50,000 of food sales and more than $500,000 total sales. This includes food businesses selling
through any major grocery chain.
o Small businesses with more than 10 full‐time employees or sales of more than 100,000 units.
Most food companies start providing nutrition facts on their labels well before they hit any of these thresholds
because it is good practice and provides a layer of transparency for customers. Many shared kitchens offer
nutrition fact labeling as a service for their clients (tenants or others) for an additional fee. This activity rarely
generates a lot of income but it is useful. It may help attract more tenants and encourage them to scale‐up their
operations. Additional information about food nutrition labels ‐
http://www.fda.gov/food/guidanceregulation/guidancedocumentsregulatoryinformation/labelingnutrition/ucm06
4894.htm
o

P ROSPECTIVE CLIENT FEES
Many kitchens have an application/start‐up fee ($34 to $80) for prospective tenants. In some cases (ACENET in
Ohio for instance), this includes a half‐ or full‐day training about the kitchen rules and regulations. Although this is
not a major source of income, it might help sort out the truly interested tenants.

D ELIVERY TRUCK
Offering distribution and delivery services for clients can be a good way to:
 Generate additional income,
 Help tenants develop their markets, and
 Make local products easily accessible.
Knowledge of supply chain management is useful for setting up this type of activity, since it comes with many costs
such as the truck, insurance, fuel, driver, etc. Union Kitchen in Washington, D.C. has a pilot project to deliver some
of their tenants’ products to local grocery stores and restaurants. This pilot project is very popular and quickly
proved to be profitable. Vermont Food Venture Center also offers distribution and delivery services.

C O ‐ PACKING
A co‐packer is a company that manufactures and packages foods for their clients, and is a very popular income‐
generating activity for many shared‐use kitchens. Co‐packers process food products for others, leaving food
entrepreneurs more time for product development, marketing, and other tasks. This is particularly appealing for
farmers who want to process some of their crops but lack the time or expertise to do so. With the development of
local food systems, processed, canned or frozen products are increasingly in demand. There is a relative shortage
of co‐packers who process small batches of food.
Kitchens such as Starting Block have found that although expanding a co‐packing operation can be a slow process,
it is a great service to offer to their clients. Enterprises such as Sharing Spaces (Prairie du Chien, WI) focused their
business plan around co‐packing activities. Sharing Spaces is an extension of the Opportunity Center that serves
adults with disabilities. One of the kitchen’s main missions is to provide “new and exciting integrated work
opportunities for the people with disabilities [they] serve.” Currently, Sharing Spaces clients are contracted by a
local restaurant to cut onions one day a week, and are freezing local strawberries for schools in their area. A time‐
study software program is used to determine how much the kitchen will charge for the co‐packing.
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R ETAIL STORE
Having a retail area connected to the kitchen has several advantages:
 Showcasing tenants’ products,
 Developing customer base, and
 Generating additional income.
This activity can be very time‐consuming but also very profitable, especially in high population density or tourist
areas.
Farm market kitchen’s (Algoma, WI) storefront takes advantage of their very tourist‐friendly location and provides
a good percentage of the kitchen’s total income. Acenet (Athens, Ohio) offers complete retail display units through
a “Food We Love” marketing campaign that brands regional products. ACEnet assists with the implementation and
stocking of the units. Businesses that want to participate are asked to sell and deliver products to ACEnet at a rate
of 15 percent below standard wholesale cost in order to help subsidize distribution costs.
http://www.acenetworks.org/warehouse/Retail%20display%20unit%20broch.pdf

F OOD E NTERPRISE C ENTERS /F OOD H UBS
Several kitchens have achieved success by being tied to a food hub. A food hub is “a business or organization that
actively manages the aggregation, distribution and marketing of source‐identified food products, primarily from
local and regional producers to strengthen their ability to satisfy wholesale, retail and industrial demand” (USDA
definition). Lake‐to‐River Food Hub is an example of a center that has a kitchen incubator, as well as a coffee shop
(Elm St. Café) where incubator clients can sell their products.
Republic Food Enterprise Center (http://www.republicfoodenterprisecenter.org/#!about‐rfec/c6kt) is another
example of a center that combined a food hub and shared kitchen. Kitchen tenants can use products aggregated
by the food hub, and can take advantage of its distribution set‐up. Kitchens can benefit food hubs by offering a
broader range of products. Two such projects currently are under way in Iowa: the Food Enterprise Center in
eastern Iowa (http://www.leopold.iastate.edu/grants/m2014‐10), and the Quad City Food Hub
(http://www.qcfoodhub.com/).

T RAINING
Training is probably the most common added income‐generating activity for shared kitchens and it often fits well
with the kitchen’s mission. Existing kitchens offer different training opportunities; the most common is related to
food safety (ServSafe, GMP, HACCP, etc.). The kitchen staff either is certified to provide that kind of training, or
brings in certified trainers. The cost to attend these training sessions varies according to type and duration.
Offering food safety trainings also is a good way to ensure good practices will be used in the facility.
Other kitchens reach out to a broader customer base by offering cooking‐related classes (such as specific types of
cooking, preserving/canning, general education, cooking classes for children, etc.). Depending on the community,
marketing efforts and what resources already are available, this can generate substantial income, especially if the
kitchen is designed to facilitate group activities (classroom space, several work stations, etc.).
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ACEnet even offers “Replication Assistance” training. People who want to start their own shared‐use kitchen can
attend a one‐ or two‐day workshop to “get advice and detailed assistance from the experienced staff who have
helped to build ACEnet.” http://acenetworks.org/services/commdev/.

CONCLUSIONS
Many shared‐use kitchen case studies can be found online (see References). Although kitchens face varied
challenges depending on their environment, there are certain common factors to be aware of when starting a
kitchen incubator.


Kitchens have to be specific to their area; there is no “one size fits all.”



Research is needed before starting anything and the interest survey and available resources are likely to
be the most valuable information tools. “Gut feeling” cannot be trusted for planning such an enterprise.



“A kitchen’s success depends on the success of its tenants.” If the tenants are unsuccessful, they may not
be able to pay their rent which would affect the kitchen’s sustainability.



The tenants’ success is strongly related to the quality of business assistance available.



Never underestimate overhead costs such as staff, utilities, insurance, equipment, etc. Managing the
facility can be an issue; there is always something that needs to be fixed.



Dealing with a group of renters can be a challenge when everyone is in it for themselves. Providing the
right environment for partnership development or coalitions between tenants is a good way to avoid this
problem.



Work with DIA, health inspectors, and food safety specialists. Rules and regulations may seem daunting
but they are there for a reason, and more often than not inspectors are willing to work with kitchens to
help them meet the requirements.

Shared‐use kitchens, spurred by the rapid development of local food systems, definitely have a place in many
communities. Although this toolkit highlighted many challenges to establishing a shared‐use kitchen, this should
not discourage project leaders.

ADDITIONAL RESOURCES
‐
‐
‐

University of Wisconsin – Food Business Innovation Network
o http://fyi.uwex.edu/foodbin/resources‐2/resources/
Small Business Administration
o http://www.sba.gov/category/navigation‐structure/loans‐grants/small‐business‐loans
Iowa Small Business Development Center
o https://www.iowasbdc.org/
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No

Kitchen available for rent 2 days/week. Only
ingredients allowed are organic or pesticide free.
Business support provided by incubator.

En season café

Co‐packing (opportunity center clients)

Balance between co‐packing activities =
training for clients

Yes
SBC is a business incubator
Center is self‐sustainable
Other activities related to the business incubator.

Not yet

$12.50/Hour

Galesburg, IL
Cindy Teel
309.343.1191
cindy@sustainablebusinesscenter.com
Yes
Yes
Yes
Yes
No

Sustainable Business Center
http://www.sustainablebusinesscenter.com/

“Starting a Food Business”
classes.
Five Friends Food ‐ products in
over 30 retail stores
Partial

Prep area: $14/hour
Studio kitchen $20/hour
Yes

Yes
Yes

Yes
Yes
Yes
Yes

Kindred Kitchen
http://www.kindredkitchen.org
/
Minneapolis, MN
612.584.0828
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List of existing shared kitchens across the United States‐‐http://academicentrepreneur.wordpress.com/2014/04/15/kitchen‐incubation‐industry‐in‐the‐usa/

Notes

Business
support
available?
% covered by rent
Other
income‐
generating activities
Anchor tenant

Yes
Yes
Yes

Prairie du Chien, WI
Susan Rangel
608.326.0642
susanrangel@sharingspaces.org
Yes
Yes
Yes
Yes

Location
Contact

Food processing?
Baking?
Catering?
Hobby / home?
Storage space
‐ Dry
‐ Refrig.
‐ Freezing
Cost

Opportunity Center
http://www.pdcopportunitycenter.org/

Name

A. SHARED‐USE KITCHENS IN THE AREA: ASSESSMENT
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Baking Equipment
 Holding/Proofing cabinets (Proof Box)
Sealed space that provides an environment in which to control temperature
and humidity so that yeast‐risen baked goods can rise more effectively
Storage & conservation
 Blast Chiller/ Freezer
Cousins of the refrigerator / freezer
 Dry storage
‐ Walk in
‐ Storage cubicles
 Refrigerator
‐ walk‐in
‐ reach‐in
‐ roll‐in
 Freezer
‐ walk‐in
‐ reach‐in
‐ roll‐in
 4 wire shelving units
 Ice machine
 Food dehydrator
Basic kitchen equipment
 Compartment sink
‐ Double sinks
‐ Large single sinks
‐ Hand sinks
 Dishwasher
X

X
X
X

X
X
X
X

X
X

X

X

X
X
X

XR

X

X

X

Mickle
Center
feasibility
study –
Des
Moines,
IA

X

X

University
of
Wisconsin
‐ checklist

X

X

X

X

X

Opportunity
Center
‐
Prairie du
Chien, WI

X

X

X

Organic Food
Incubator ‐
Long Island
City, NY

X

X

X

X
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Blue
Ridge
Food
Ventures
– Candler,
NC

B. SAMPLE LIST OF EQUIPMENT

Shared‐use kitchen toolkit

 Hand mixer
 Immersion blender
 Tilted kettle (trunnion kettle) with stand or tabletop
 Steamer
 Fryers with filters and dump stations
Baking equipment
 Doughnut fryer
 Dough divider rounder
 Dough sheeter
Rolls out dough to a desired thickness
 Vertical cutter mixer
 Electric bread slicer
Sauce equipment
 Liquid bottle fillers
 Manual sauce filler
 Manual bottle capper
Other: Labeling machine

 Combination oven
Preparation appliances
 Food processor
 Quart mixer

 Mobile work tables
 Mobile ingredient bins
 Mobile dish shelving and drying shelves
 Mobile pan racks
Basic cooking appliances
 Hot top range (4 burner, 6 burner = 60’’…) with oven
 Griddles with oven
 Stock pot range
 Tilting Skillet / braising pan
 Convection oven
X
X
X
(20
gallons)
X
X
X
X

X
X
X (20 and
30)

X

X
X
X

X

X
X

X
X
X

X

X
(60
gallons)

X
X
X
X

X
X

X

X
X
X

X
X
X (double
deck)
X

X

X

X

X

X

X
X
X
X

X

X

X

X
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C. SAMPLE SURVEY – MARKET ASSESSMENT
Goal: assess interest and needs of the community to better fit the facility.
Survey should help:
‐ Specify the type of facility you are trying to start up(community kitchen, incubator, processing center…)
‐ Give an idea of hours of use (necessary for business plan and rental costs)
‐ What kind of tenants are interested
‐ What equipment is necessary
‐ If / what resources are necessary
‐ Location of the facility
This survey was inspired by several existing surveys.
1.

On a scale of 1 to 5 where 1=not at all interested and 5=very interested, to what extent are you
interested in using a shared‐use commercial kitchen?
Electronic survey – if answers are 1 or 2, skip them directly to question 6 or to comments.

2.

Indicate how a shared‐use kitchen might benefit you? (check all that apply)
‐ Income to supplement a full time employment?
‐ Income to supplement a part time employment?
‐ Hobby or special interest activity
‐ Full‐time business with returns comparable or better than full‐time employment
‐ Supplemental income with potential for a full time business
‐ Adding to an already established business

3.

What potential products would you be interested in processing in a shared use kitchen?
‐ Bakery items
‐ Jams/jellies
‐ Sauces/salsa
‐ Chilled fruit/vegetable
‐ Frozen fruit/vegetable
‐ Dehydrated fruit/vegetable
‐ Canned fruit/vegetable
‐ Condiments/spices
‐ Catered meals
‐ Frozen meals
‐ Meat products
‐ Dairy products
‐ Candies
‐ Pasta
‐ Dry mixes
‐ Beverages

Shared‐use kitchen toolkit
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‐

Other?

4.

Do you currently own/operate a food‐based business?
a. If no, do you have plans to own/operate a food based business in the future?
b. If yes, do you have a business plan for your food‐based business?

5.

Typically, the range of fees for using commercial kitchens costs $15 and $60 per hour. How much would
you be willing to spend to use the commercial kitchen in your area?

6.

Estimate which months of the year your business would use the kitchen. (Check all that apply)
‐ January
‐ …
‐ December

7.

If money/user fees were not an obstacle:
A) How often would you anticipate using the shared use kitchen?
‐ Every day
‐ Twice a week
‐ Once a week
‐ Twice a month
‐ Once a month
‐ Once per year
B) If you anticipate using the kitchen regularly (once a month or more), how many hours a week would
you anticipate using it?
‐ 1 to 5 hours
‐ 5 to 10 hours
‐ 10 to 20 hours
‐ more than 20 hours
C) What time of the day would anticipate using the facility?
‐ WEEKDAYS
‐ morning
‐ afternoon
‐ evening
‐ during the night
‐ WEEKENDS
‐ morning
‐ afternoon
‐ evening
‐ during the night

Shared‐use kitchen toolkit
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8.

If money/user fees were not an obstacle, what type of equipment would you need in a commercial
kitchen to prepare your food product?
 Standard range / oven
 Commercial mixer
 Walk‐in cooler
 Walk‐in freezer
 Stainless steel table
 Kitchen utensils
 Forced air oven
 Meat slicer
 Package heat sealer
 Food processor
 Dish washer
 Steam kettle
 Pressure cooker
 Microwave boiler pressure canner
 Fruit dryer
 Deep fryer
 Dehydration unit
 Flash freeze dryer
 other

9.

If money/user fees were not an obstacle, what other types of food business services / assistance would
you be interested in? (Check all that apply.)
‐ Office space
‐ Product testing
‐ Process development
‐ Accounting
‐ Marketing
‐ Recipe Development
‐ Inventory Management
‐ Labor management
‐ Other

10. How far would you be willing to go to access the facility?
‐ Less than 10 miles
‐ Less than 30 miles
‐ Less than 50 miles
‐ Less than 100 miles
‐ Less than 200 miles
‐ Other?
11. Additional comments:
Shared‐use kitchen toolkit
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D. RENTAL AGREEMENTS
BRFV
‐
‐
‐

https://www.advantagewest.com/sites/default/files/files/food‐
files/4%20BRFV%20Rental%20and%20Use%20Policies.pdf (policies)
https://www.advantagewest.com/sites/default/files/files/food‐
files/2%20BRFV%20User%20Services%20Contract.pdf (rental)
Yellow post‐it page in NXLEVEL manual.

Applications
‐
‐
‐

http://www.acenetworks.org/warehouse/General_Intake_Form_2010.pdf (ACENET)
https://www.advantagewest.com/sites/default/files/files/food‐files/1%20BRFV%20application.pdf (BRFV)
Yellow post‐it page in NXLEVEL manual.

Shared‐use kitchen toolkit
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of

2014: interest survey
Will be tied to a Food Hub, using Iowa Valley
Food Coop for aggregation and distribution.

Shared‐use kitchen toolkit

Due date
Notes

government,
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2014: feasibility study
The kitchen will be available for culinary entrepreneurs who want to rent it for however
long they want. Minimal business support, the kitchen will provide mainly the facility

LC has funded part of the feasibility study

of

Sources
funding

Leopold Center, USDA, City
Economic Development Agency

of

Type
kitchen

Des Moines
Gary Huber
gary@iowafood.coop
Shared‐use kitchen

Iowa City
Jason Grimm
jason@ivrcd.org
Kitchen incubator – full support (business,
marketing, packaging, regulations, etc.)

Location
Contact

Mickle Center shared kitchen

Riverboat Development Authority, USDA, City of Davenport, Eastern
Iowa Community College, Wellmark foundation…
2015

Quad Cities Food Hub
Davenport
Carla Jacquet
carlajaquet@qcfoodhub.com
Offer both a processing center with co‐packing services and a
commercial kitchen for rent.

Food Enterprise Center

2016

Spectrum Network
Decorah, IA
Deb Schott
dschott@thespectrumnetwork.org
Similar to Opportunity Center’s kitchen in Prairie du Chien (WI): offer a
commercial kitchen space as well as co‐packing services

Name

Sources of
funding
Due date
Notes

Type
kitchen

Name
Location
Contact

E. PROJECT KITCHENS IN IOWA

F. EXAMPLE OF PROJECTED BUDGET
ISU Extension Commercial Shared‐Use Kitchen Incubator
Projected Budget for 5,000 sq. ft. kitchen ‐ Beginning January 1, 20xx
Year 1

Year 2

Average number of clients
Average client hours/month @ 15 hr/month
Average rent rate/hour

$

Annual kitchen hours
Annual rental income

3600
$ 72,000.00

4500
$ 90,000.00

5952
$ 119,040.00

300
3600

500
6000

500
6000

1200
$ 14,400.00
$ 86,400.00

1200
$ 14,400.00
$ 104,400.00

1200
$ 14,400.00
$ 133,440.00

12690
500
400
3000
1500
600
2400
2000
35000
12000

13500
500
500
3250
1500
600
2600
2250
37000
13000

14580
500
600
3500
1500
600
2600
2500
40000
14000

Storage, training & misc. fees/month
Annual storage & misc. income
Anchor tenant revenue/month
Annual anchor tenant revenue
Total Kitchen Income
Operating Expenses:
Benefits (.27 of base)
Dues & subscriptions
Postage
Insurance
Maintenance & repairs
Miscellaneous
Supplies‐office
Supplies‐operating
Kitchen manager
Hourly staff (kitchen) $8 x 30hrs x 50 wks
Professional Staff (two @ .5)
Telephone
Travel/professional development
Utilities

20
300
20.00

Year 3

‐

$

25
375
20.00

‐

$

33
496
20.00

‐

2400
1500
12000

2600
1500
12500

2800
2000
13000

Total operating Expenses

$ 85,990.00

$ 91,300.00

$ 98,180.00

Net Over (Under) ‐ Operations
Capital Improvement Fund
(established for ongoing equipment purchases)

$

410.00
0

$ 13,100.00
7804

$ 35,260.00
9760

Net Over (Under)

$

410.00

$

$ 25,500.00

Shared‐use kitchen toolkit

5,296.00
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Income

Rental

Kitchen

manager

0

Total income

Staff

0

0

0

0

0

0

0

0

Crowdfunding
donations…

0

0

Grant 3

0

0

0

/

0

Grant 2

Grant 1

Total fundraising and grants
income

Fundraising

Grants

0

0

Consulation income
0

0

Classes income

Total earned income

0

Training income

0

To
tal

0

Y
3

Storage income

Y2

0

Y1

Period
covered:

Annual rental income
from anchor
Annual rental income
from others

Name of the kitchen

Additional
income

H.

Shared‐use kitchen toolkit

p
ens

(Total number of hours/year x fee/hour)

(Total number of hours rented by anchor tenant/year x anchor tenant fee/hour)

Notes / description
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G. TEMPLATE OPERATIONAL BUDGET

0

0
0
0
0
0
0
0
0
0
0
0
0

Maintenance
repairs

Bank fees

Bookkeeping

Dues & subscriptions

Insurance

Postage

Supplies ‐ office

Supplies ‐ operating

Telephone

Travel

Utilities

Total Expenses

Shared‐use kitchen toolkit

Net income or losses

Other

0

0

Hourly staff
Contractor
&
Professional Services
&

0

salary

Benefits

Equipment

expenses

Page 44

The net income should be positive. If not, this might be a reason to increase rent or class
participation fees, or find supplemental income activities.

APPENDIX C:
DRAFT INTAKE FORM

Revised 03/01/2017

Intake Application
For Technical Assistance to Start-up and Existing Businesses
Information on this form is required in order to receive assistance & use the facility.
(Certain information will be provided to our funders: Federal, State, Local and Private as required.
Information is reported to our funders in terms of groups of clients, rather than individuals).

All information will otherwise be kept strictly confidential.

Name of main contact person _________________________________________________
Business Associate(s) or Partner Name(s) and phone number(s):
Name_____________________________________________ Phone(s) ____________________
Name_____________________________________________ Phone(s) ____________________
Name_____________________________________________ Phone(s) ____________________
Name_____________________________________________ Phone(s) ____________________

Business Name _________________________________________________________________
Main Contact Address ___________________________________________________________
City_____________________________ State_______ Zip__________
County_____________________
Business Phone____________________

Fax

Home Phone

____________________

Email ___________________________

Other Phone

____________________

Web Page________________________

___________________________

How did you find out about ACEnet?
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________

1

Revised 03/01/2017

We receive part of our funding from government grants that require us to demonstrate the impact of our
efforts on the economy. The following questions serve as a basis for this determination. Our continued
funding depends on our ability to collect this information. All information will be kept confidential. We
do not report individual data to any government or private agency. All reports are aggregated and
anonymous. Thank you for your cooperation.
Answering the questions on this page is strictly voluntary and exclusion of these questions will not
determine your eligibility for ACEnet services.

Age:

≤ 25

26 – 40

Ethnic Background:
Black/African American
Native American

41 – 55

Asian/Pacific Islander
Hispanic or Latinx

Gender:
Male

Female

Marital Status:
Single

Married

56+

White/Caucasian
Other_____________

___________________ (fill in the blank)

Highest Education Level:
Some High School
High School or GED
Associate Degree
Bachelor Degree
Technical/Vocational School Certificate/Diploma
Veteran:
Yes

Some College
Graduate Degree

No

Main Source of Household Income:
Self-Employment
Other

Working for Someone Else

Public Assistance

Individual Gross Income Last Year: (If you do not know your yearly income please multiply this
month’s gross income by twelve)
Under $11,770
$17,656 - $23,540
$35,311 - $47,080

$11,770 - $16,242
$23,541- $29,425
> $47,080

$16,243 - $17,655
$29,426 - $35,310

2

Revised 03/01/2017

Business Experience History
Have you ever owned a business before?

No

Yes

If you have not owned a business before, go to page 4.
If you have owned or currently own a business, describe the products/services and where they
were made/sold or provided:
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________
_____________________________________________________________________________
_____________________________________________________________________________
Start Date of Operations__________________________________________________________
How many individuals are/were employed by the business? (Include yourself) _______________
Which form of ownership best characterizes your business: (check one)
Sole Proprietorship

Subchapter S

Corporation

Partnership

Producers’ Co-op

Worker-owned

Limited Liability Corporation

Other (specify)_____________________

Indicate your annual sales: (check one sales level per year)
Last
Year

This
Year

Projected
Next Year

Under $5,000
$5,000 - $25,000
$25,000 - $100,000
$100,000 - $250,000
Over $250,000

3

Revised 03/01/2017

New Business Information:
What kind of business do you want to operate?
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________
What products do you want to make, or what services do you want to provide?
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________
Have you made or sold this product / provided this service before?

No

Yes

If yes, where and when: ________________________________________________________
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________

Business Support for New or Existing businesses:
What kind of business support do you need? (Please check all that apply)

General Technical Assistance :

Incubation Services:

Business Plan Writing

Office Space

Marketing

Storage Rental

Access to Capital Assistance

Copier/Color Copier/Scan

Accounting/Bookkeeping

Use of Conference Room

Product Formulation
Product Distribution
Product Label Design & Regulations

4

Revised 03/01/2017

Food and Beverage Clients
Do you wish to use the shared-use kitchen facility?
No

Yes (Please check all areas below that you might use)

General Kitchen/Catering

Dry Storage

Thermal Processing Room

Frozen Storage

Baking/Prepared Food Area

Refrigerator Storage

Food Packaging Room

Secured Cage Storage

Labeling/Lot coding

Is there any other information you would like to share at this point?
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________
______________________________________________________________________________

5

Revised 03/01/2017

Services Confidentiality Agreement
The following confidentiality agreement is made between ACEnet Inc. and
____________________________________________ (referred to as “Company”), for ACEnet
Inc. to provide the following service(s):

ACEnet staff will make every effort to keep confidential any information not otherwise generally
available to the public that it may receive from the Company in connection with this Agreement
regarding the business and affairs of said business.
In particular, ACEnet Inc. will not knowingly disclose to any third party any ingredient,
formulation, processing, or financial information on any product made by the Company without
the express written consent of said Company. This agreement does not cover: (i) any disclosure
required by applicable law or regulation or (ii) any use or disclosure of information that was (A)
already known to or in the possession of ACEnet Inc. at the time of receipt from the Company,
(B) in the public domain without disclosure by the Company, or (C) obtained by ACEnet, Inc.
from an independent source or otherwise developed independently from the Company, or (D)
obtained from the Company on the Intake Application in an area marked for disclosure to
ACEnet's funders.

___________________________________
ACEnet Inc. Representative

_______________________________
Business Representative

Date___________________

Date ___________________

6

Revised 03/01/2017

Services Disclaimer Agreement
All technical advice, professional assessment, financial analysis and/or product services
(collectively referred to as “business services”) provided by ACEnet, Inc., or any officers, staff,
trustees, or other agents of ACEnet, Inc. are provided solely for the purpose of assisting
_________________________________ (referred to as “Company”) in the operation of its
business. ACEnet, Inc. makes no representations, warranties or guarantees that the business
services provided will result in the success of the Company.
All business services are provided with the full understanding and acknowledgement that the
principal(s), owner(s), employees or other agents of the Company are solely and completely at
freedom to accept or reject any business services, and that the principal(s) or owner(s) alone are
in control of the Company and its success or failure.
The Company’s principal(s) or owner(s) understand(s), acknowledge(s) and agree(s) that
ACEnet, Inc. and any officers, staff, trustees, or other agents of ACEnet, Inc. shall not be liable
to the Company or its principal(s) or owner(s) for any damages resulting from the use of or
reliance upon the business services provided by ACEnet, Inc.

Signed: ___________________________________ Title: _________________________

____________________________________ Title: _______________________

____________________________________ Title: _______________________

Date: _______________

7

Revised 03/01/2017

Before your application can be processed, please read and sign below
I request technical assistance (i.e., business coaching & product development services) from the
Appalachian Center for Economic Networks, Inc. (ACEnet). By signing below, I acknowledge
that the information I have provided is true and accurate to the best of my knowledge.
If selected for business assistance, I agree to provide the Appalachian Center for Economic
Networks, Inc. (ACEnet) with all necessary requested information as a condition of my
assistance and as long as I am receiving assistance. I expect that this information will be shared
only with those organizations, foundations and governing bodies that provide funding to ACEnet
as allowed by law.

______________________________________
Signature of prospective client

____________________
Date

8

APPENDIX D:
SAMPLE TENANT APPLICATION

Northwest Detroit Business Incubator
Tenant Application
Date:___________________
Name:___________________ Email Address: ______________________
Phone:___________________ Alternate Phone:______________________
Home Address:___________________________________________________________
City, State, Zip:___________________________________________________________
Business Name:__________________________ Business License No.:______________
1. Business Status: (Please select one):
Pre-Venture __ New (First Year) __ Existing __ Other __
2. Briefly describe your business:

3. List basic products, ingredients and equipment (if applicable) you will utilize in
your business: (Use back of this sheet if more space is needed)

4. Is a written Business Plan available for review? Yes__ No __
5. Who is your target market?
6. Number of employees: Full Time ____ Part Time ___
7. Will you require usage of the community kitchen and/or makerspace? Yes__ No__
a. Anticipated number of hours of kitchen usage needed per week or month. _____
b. Anticipated number of hours of makerspace usage needed per week or month.
_____
8. Do you desire incubator assistance in any of the following areas: (Circle all that
Apply)
a. Item pricing
b. Bookkeeping
c. Labeling

d. Marketing/Distribution Recipe Conversion Package design
e. Nutritional Analysis Product Stability/Shelf Life
f. Other:
9. If you are already in business, has your product proven viable? Yes__ No __
If no, briefly describe why not:

10. If you are not yet in operation, have you tested your target market for product
acceptance and profitability: Yes__ No __

APPENDIX E:
BIZGRID2 DIRECTORY

Index of Organizations
Sales and Marketing
Business Planning and Strategy
Space
Funding
Financial Management
Workforce

DETROITBIZGRID.COM

Research and Development
Legal, Licensing, and Permitting

BizGrid

YOUR GUIDE TO
DETROIT’S BUSINESS
SUPPORT NETWORK
The BizGrid features organizations that
offer various support services to Detroit
businesses. Its simple design enables you
to find names and contact information for
helpful organizations based on your business
stage and needs. The BizGrid is available
in two formats: an online directory & this
printed infographic.

Idea, Startup, or Existing
Your business stage may determine what
resources are available to you. We’ve identified service providers that help entrepreneurs develop an idea, launch a startup, or
grow an existing business. Here is how we
define the three business stages:

IDEA:
You have dreams of starting a business, but don’t know where to start.

Online Directory
detroitbizgrid.com is an interactive tool
that helps you map out a personalized course
to find the organizations that can best assist
you. Return to it as your needs change and
grow. Detroit’s community of support organizations is constantly expanding. The directory
contains the most current and comprehensive
list of resources.

STARTUP:
Your business is 0 to 3 years old
and in the early stages of growth.

EXISTING:
Your business is at least 3
years old and growing.

BizGrid Buzz
Our newsletter and social media accounts
are full of news and events from BizGrid
partner organizations that will help support and grow your business. Sign up at:
detroitbizgrid.com/buzz

Si usted necesita ayuda con el BizGrid, envía
un correo electrónico a Detroit Global a
primary@globaldetroit.com.

،BizGrid اذا كنت بحاجة إىل المساعدة ف ي� استخدام
ال�يد إ ت ف
يرجى إبالغ مركز ت
�و
دي�ويت العالمي عىل ب
اللك� ي
primary@globaldetroit.com

GET IN TOUCH
PHONE

EMAIL

(844) 333.8249

hello@detroitbizgrid.com

/bizgrid

/bizgrid

/bizgrid

,
@
primary@globaldetroit.com.

Legal, Licensing, and Permitting

ORGANIZATION

lease negotiations, zoning, getting licenses
for your industry, forming an entity, preparing a contract, and drafting real estate
documents, to name a few.

IDEA

STARTUP

Legal, Licensing, and Permitting

The Legal, Licensing, and Permitting tab features organizations that offer legal support
services for your small business. These services can guide you when you need help with

EXISTING
BUSINESS

ACCESS Growth Center
Building Safety Engineering and
Environmental Department (BSEED)
Center for Community
Based Enterprise
Detroit Economic Growth
Corporation (DEGC)
Detroit Health Department
Detroit U.S. Export Assistance Center
Eastern Market Corporation
Midwest Regional U.S. Patent
& Trademark Office
MSU Product Center Food, Ag, Bio
ProsperUS Detroit
Southwest Detroit
Business Association
TechTown Detroit
Wayne State University Law School,
Program for Entrepreneurship
and Business Law

4

BizGr
5

Research and Development

ORGANIZATION

when you’re ready to begin research on how to
improve your product, make your product, and
patent your product.

IDEA

STARTUP

Research and Development

The Research and Development tab features
organizations that can help you innovate,
create, and improve your product. Use this tab

EXISTING
BUSINESS

Center for Community Based Enterprise
Detroit Public Library
Detroit SCORE
Library Biz Connect
Michigan eLibrary
Michigan Manufacturing Technology Center
Michigan Small Business Development Center
Midwest Regional U.S. Patent & Trademark Office
Mob Pitches
MSU Product Center Food, Ag, Bio
NextEnergy
OMNICORPDETROIT
Pure Michigan Business Connect
TechShop
Techstars Mobility
TechTown Detroit
The Iron Yard

BizGr

U.S. Small Business Administration
6

7

Workforce

ORGANIZATION

IDEA

STARTUP

Workforce

The Workforce tab features organizations that connect
you to people who can help you run your business. This tab
is useful when you need guidance on finding employees and
interns to hire.

EXISTING
BUSINESS

ACCESS Growth Center
Center for Community Based Enterprise
Detroit Employment Solutions Corporation
Detroit Regional Chamber
Focus: HOPE
Goodwill Green Works, LLC
Goodwill Industries of Greater Detroit
Inforum
Michigan Economic Development Corporation
Michigan Women’s Foundation
ProsperUS Detroit
SER Metro
TechStars Mobility
The Iron Yard

8

BizGrid
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Financial Management
The Financial Management tab features organizations that
offer support in managing your business’ finances. Learn how to
budget, get help with filing taxes, manage your business credit,
and set up a payroll system from these organizations. We all know
that you need a strong idea of your finances in order to successfully run your small business. Use this tab early and often.

ORGANIZATION

IDEA

STARTUP

EXISTING
BUSINESS

ORGANIZATION

ACCESS Growth
Center

Michigan Women’s
Foundation

Accounting Aid Society

New Detroit, Inc.

Center for Community
Based Enterprise

Opportunity
Resource Fund

Detroit SCORE

ProsperUS Detroit

Goldman Sachs 10,000
Small Businesses

TechStars Mobility
TechTown Detroit

LifeLine Business
Consulting Services
Michigan Small
Business Development
Center
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U.S. Small Business
Administration

Bi

STARTUP

EXISTING
BUSINESS

ORGANIZATION

IDEA

STARTUP

Financial Management

ganizations that
nances. Learn how to
our business credit,
anizations. We all know
s in order to successarly and often.

EXISTING
BUSINESS

Michigan Women’s
Foundation
New Detroit, Inc.
Opportunity
Resource Fund
ProsperUS Detroit
TechStars Mobility
TechTown Detroit
U.S. Small Business
Administration

BizGrid
11

Funding

ORGANIZATION

The Funding tab features organizations that can help you raise capital for your business. There are different types of financial resources
including grants, loans, micro-loans, and crowd-funding resources.
Financial resources vary by organization, and by stage. See the notes
below to determine if you’re ready for funding.

Michigan Economic
Development Corpor
Michigan Women’s
Foundation

Midtown Detroit, Inc
ORGANIZATION

ACCESS Growth Center
Blackstone LaunchPad:
Wayne State University
Detroit Development Fund
Detroit Economic Growth
Corporation (DEGC)
Detroit SOUP
Eastern Market
Corporation
Goldman Sachs 10,000
Small Businesses
Great Lakes WBC
Hatch Detroit
Invest Detroit
Invest Michigan
ioby
Kiva.org
Local Initiatives
Support Corporation
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IDEA

STARTUP

EXISTING
BUSINESS

Motor City Match
NextEnergy

Opportunity Resourc
Patronicity
ProsperUS Detroit
Sidewalk Ventures
TechStars Mobility
TechTown Detroit
U.S. Small Business
Administration

Here are some thin
consider before yo

Bi

• You have a busine

• You have the pro
licenses for your

• Your business ha

• You know your cr

• You have filed at
3 years of person
or business taxes

ORGANIZATION

RTUP

STARTUP

EXISTING
BUSINESS

Michigan Economic
Development Corporation

Funding

you raise capiancial resources
ng resources.
e. See the notes

IDEA

Michigan Women’s
Foundation
Midtown Detroit, Inc.

EXISTING
BUSINESS

Motor City Match
NextEnergy
Opportunity Resource Fund
Patronicity
ProsperUS Detroit
Sidewalk Ventures
TechStars Mobility
TechTown Detroit
U.S. Small Business
Administration
Here are some things that you need to
consider before you apply for funding:

BizGrid
• You have a business plan

• You have the proper
licenses for your industry

• You understand
your customer base

• You know your credit score

• You have a space for
your business, with a
signed lease, letter of
intent, or deed

• You have filed at least
3 years of personal
or business taxes

• You have cost estimates
and understand the financial need for your project

• Your business has sales

13

Space

ORGANIZATION

The Space tab features organizations that connect you to real estate,
co-working space, production space, and office space. This tab is useful when
you’re looking for a brick-and-mortar location, a place to make your product,
or an affordable co-working space with office amenities.

Green Garage

Jefferson East, In
LAND, Inc.

ORGANIZATION

ACCESS Growth Center
An Office in Detroit
Bamboo Detroit
Detroit Creative Corridor
Center (DC3)

IDEA

STARTUP

EXISTING
BUSINESS

Live6 Alliance

MACC Developme
Midtown Detroit,

Motor City Match
NextEnergy

Osborn Neighborh

Detroit Economic Growth
Corporation (DEGC)

Ponyride

Detroit Land Bank Authority

Southwest Detroi
Business Associat

Detroit Public Library
Detroit Regional Chamber
Eastern Market Corporation
Entrepreneurs Hub
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Business Planning and Strategy

ORGANIZATION

The Business Planning & Strategy tab features organizations that can help you lay
the foundation for your business. Every entrepreneur needs a strategy to start their
business and keep it growing! Whether you’re an entrepreneur with an idea, a startup,
or an established business looking to refine your strategy, this tab is for everyone.

Jefferson Ea

LifeLine Bus

MACC Devel
ORGANIZATION

ACCESS Growth Center
Blackstone LaunchPad:
Wayne State University
Booker T. Washington
Business Association
Build Institute
Center for Community Based Enterprise
Detroit Creative Corridor Center (DC3)
Detroit Public Library
Detroit SCORE
Endeavor Detroit
Focus: HOPE
FoodLab Detroit
Goldman Sachs 10,000 Small Businesses
Grand Circus
Grand River Workplace
Green Garage
Inforum
ioby
16

IDEA

STARTUP

EXISTING
BUSINESS

Michigan eLi

Michigan Ma
Technology C

Michigan Sm
Developmen

Michigan Wo

Midtown Det

Mob Pitches

Motor City M

MSU Produc

New Detroit
NextEnergy

B

Osborn Neig

ProsperUS D

Southwest D

TechStars M

TechTown D

Villages Com
Developmen

U.S. Small Bu

ORGANIZATION

STARTUP

EXISTING
BUSINESS

Jefferson East, Inc.

Business Planning and Strategy

p you lay
start their
a, a startup,
veryone.

IDEA
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MACC Development

EXISTING
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Michigan Manufacturing
Technology Center
Michigan Small Business
Development Center
Michigan Women’s Foundation
Midtown Detroit, Inc.
Mob Pitches
Motor City Match
MSU Product Center Food, Ag, Bio
New Detroit, Inc.
NextEnergy

BizGrid

Osborn Neighborhood Alliance
ProsperUS Detroit

Southwest Detroit Business Association
TechStars Mobility
TechTown Detroit

Villages Community
Development Corporation

U.S. Small Business Administration
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Sales and Marketing

ORGANIZATION

The Sales and Marketing tab features organizations that offer resources to help you sell
more of your product through marketing and networking. Use this tab when you’re looking
for ways to make your business more successful by getting more customers and selling
more goods or services.

Grandmont
Corporation

ORGANIZATION

Inforum

ACCESS Growth Center
An Office in Detroit
Bamboo Detroit
Booker T. Washington Business Association
Center for Community Based Enterprise
Central Detroit Christian CDC
D2D—Detroit’s Local Procurement Initiative
Detroit Creative Corridor Center (DC3)
Detroit Economic Growth Corporation (DEGC)
Detroit Regional Chamber
Detroit SCORE
Detroit U.S. Export Assistance Center
Downtown Detroit Partnership
Eastern Market Corporation
Endeavor Detroit
FoodLab Detroit
Goldman Sachs 10,000 Small Businesses
Goodwill Green Works, LLC
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Southwest Detroit Business Association
TechStars Mobility
TechTown Detroit

U.S. Small Business Administration
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SERVICES

ACCESS Growth Center
Provides business training, business development coaching,
loans, and strategic referrals for entrepreneurs and small
businesses including those with language or cultural barriers.

Coaching, work
Wayne State st
tures in Metro

ADDRESS

13624 Michigan Ave.
Dearborn, MI 48126

Blackston

ADDRESS
PHONE

URL

EMAIL

(313) 203.2677

accessgrowthcenter.org

hbazzi@accesscommunity.org

SERVICES

Accounting Aid Society
One-on-one coaching and technical assistance customized
for small business record keeping needs to become capital-ready, and grow.

5150 Anthony Way
Detroit, MI 48202

Booker T.
Business

One of the olde
the nation, buil
ness partnersh

ADDRESS

ADDRESS

7700 2nd Ave., Ste. #314
Detroit, MI 48202

PHONE

URL

EMAIL

(313) 556.1920

dothenumbers.org

hello@dothenumbers.org

SERVICES

An Office in Detroit
An affordable co-working space designed to empower
intrapreneurs, entrepreneurs, and the start-up
community in Detroit.

P.O. Box 11169
Detroit, MI 48211

Build Inst

Business plann
to turn busines
experienced en

ADDRESSES

2727 2nd Ave., Ste. #126
Detroit, MI 48201 A N D
8679 Rosa Parks Blvd.
Detroit, MI 48206

ADDRESS
PHONE

URL

EMAIL

(313) 389.6230

anofficeindetroit.com

zookeeper@anofficeindetroit.com

SERVICES

Bamboo Detroit
Provides a creative, affordable, collaborative, and flexible
workspace in downtown Detroit for its growing entrepreneurial community.
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Building S
Environm

Provides perm
local laws for c
affairs, and mo

ADDRESS

1442 Brush St.
Detroit, MI 48226

2701 Bagley Ave.
Detroit, MI 48216

ADDRESS
PHONE

URL

EMAIL

(313) 288.2298

bamboodetroit.com

info@bamboodetroit.com

2 Woodward Ave.,
Detroit, MI 48226

oit.com

Coaching, workshops, networking, and access to funding for
Wayne State students, faculty, and alumni starting new ventures in Metro Detroit.

ADDRESS

5150 Anthony Wayne Dr.
Detroit, MI 48202

PHONE

URL

EMAIL

(313) 577.1533

blackstonelaunchpad.wayne.edu

blackstonelaunchpad@wayne.edu

SERVICES

Booker T. Washington
Business Association
One of the oldest African American Chambers of Commerce in
the nation, building strong corporate, small, and minority business partnerships and alliances through its advocacy efforts.
ADDRESS

P.O. Box 11169
Detroit, MI 48211

PHONE

(313) 875.4250

Build Institute

SERVICES

Business planning classes, advice, and mentorship
to turn business ideas into reality for aspiring and
experienced entrepreneurs.

ADDRESS

2701 Bagley Ave.
Detroit, MI 48216

PHONE

URL

EMAIL

(313) 265.3590

buildinstitute.org

hello@buildinstitute.org

Building Safety Engineering and
Environmental Department (BSEED)

SERVICES

Provides permits and informs Detroit businesses about
local laws for construction, licensing, zoning, environmental
affairs, and more.
ADDRESS

2 Woodward Ave., Ste. #401
Detroit, MI 48226

PHONE

URL

(313) 224.2733

detroitmi.gov/BSEED
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Index of Organizations

org

SERVICES

Blackstone LaunchPad

Center for Community Based Enterprise

SERVICES

Detro

Supports and connects entrepreneurs, community institutions, and resources to develop sustainable, community-based
enterprises (CBEs).

Provides
business

ADDRESS

ADDRESS

4605 Cass Ave., Ste. #201
Detroit, MI 49201

PHONE

URL

EMAIL

(313) 429.5053

c2be.org

info@c2be.org

Central Detroit Christian Community
Development Corporation

277 Grati
Detroit, M

SERVICES

Detroit’
with sm
financial

Faith-based organization in central Detroit that hosts ProsperUs
classes, provides ad-hoc marketing and sales advice, and
referral services.
ADDRESS

8840 2nd Ave.
Detroit, MI 48202

Detro

ADDRESS
PHONE

URL

EMAIL

(313) 873.0064

centraldetroitchristian.org

kramon@detcdc.org

D2D—Detroit’s Local Procurement Initiative

SERVICES

Connects Detroit companies with local suppliers through local procurement and supply chain opportunities to build a community of
strong businesses and economic success.

500 Grisw
Detroit, M

Detro

Adminis
ing, recr
via Mich

ADDRESS

ADDRESS

500 Griswold St., Ste. #2200
Detroit, MI 48226

PHONE

URL

EMAIL

(313) 963.2940

d2dbusiness.org

d2d@degc.org

Detroit Creative Corridor Center (DC3)

SERVICES

440 E. Co
Detroit, M

Detro

Strengthens Detroit’s creative economy by providing creative
businesses and designers with education, exposure, connections to
resources, and advocating policies to advance the creative economy.

Provides
inspecti

ADDRESS

ADDRESS

485 W. Milwaukee Ave.
Detroit, MI 48202
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PHONE

URL

EMAIL

(313) 664.1478

Detroitc3.com

Info@detroitc3.com

3245 E. Je
Detroit, M

Detroit Development Fund

SERVICES

Provides capital and technical assistance to entrepreneurs and small
businesses who can’t get resources from traditional lenders.

ADDRESS

277 Gratiot Ave., #300
Detroit, MI 48226

PHONE

URL

EMAIL

(313) 784.9547

detroitdevelopmentfund.com

vholsey@detroitdevelopmentfund.com

Detroit Economic Growth Corporation (DEGC)

SERVICES

Detroit’s leading economic development agency providing assistance
with small business development, business attraction, real estate,
financial incentives and connections to resources in Detroit.

ADDRESS

500 Griswold St., Ste. #2200
Detroit, MI 48226

PHONE

URL

EMAIL

(313) 963.2940

degc.org

contact@degc.org

Detroit Employment Solutions Corporation

SERVICES

Administers employee wage incentives, provides skills testing, recruiting and screening assistance, and employee training
via MichiganWorks!

ADDRESS

440 E. Congress St., 4th Floor
Detroit, MI 48226

PHONE

URL

EMAIL

(313) 664.5566

descmiworks.com

bsd@detempsol.org

Detroit Health Department

SERVICES

Provides public health services, including local permitting and
inspections for businesses in the food industry.

ADDRESS

3245 E. Jefferson Ave., Ste. #100
Detroit, MI 48207

PHONE

URL

EMAIL

(313) 876.4000

detroitmi.gov/health

dhealth@detroitmi.gov
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Detroit Land Bank Authority

SERVICES

Connects Detroiters to vacant space. Current programs include
auction, side lot, community partnership, and demolition.

Detro

Commu
ects to a

ADDRESS

500 Griswold St.
Ste. #1200
Detroit, MI 48226

ADDRESS
PHONE

URL

EMAIL

(844) BUY.DLBA

buildingdetroit.org

communityrelations@detroitlandbank.org

Detroit Public Library

SERVICES

1401 Verm
Detroit, M

Detro

Provides technology, literacy and career resources, individual consults, meeting space, and other business resources.

A federa
market

ADDRESS

ADDRESS

1766 Oakman Blvd.
Detroit, MI 48238

PHONE

URL

EMAIL

(313) 481.1814

detroitpubliclibrary.org

alotharp@detroitpubliclibrary.org

Detroit Regional Chamber

SERVICES

Member-based business support organization offering networking,
data, business attraction, programs, and events for metro Detroitarea entrepreneurs and businesses.

ADDRESS
PHONE

URL

EMAIL

(313) 964.1000

detroitchamber.com

members@detroitchamber.com

Detroit SCORE

SERVICES

Provides business tools and templates, workshops and events,
and free business mentoring via a network of experienced volunteer executives.

ADDRESS

PHONE

477 Michigan Ave., Ste. #515
Detroit, MI 48226

(313) 883.9300
ext. 226
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Down

Creates
opment
attracti

ADDRESS

1 Woodward Ave., Ste. #1900
Detroit, MI 48226

211 W. For
Detroit, M

600 Rena
Detroit, M

Easte

Micro-gr
stall ren
the food

ADDRESS
URL

EMAIL

detroit.score.org

detscore@sbcglobal.net

2934 Rus
Detroit, M

m

Detroit SOUP

SERVICES

Community dinners where residents and entrepreneurs pitch projects to an audience, awarding micro-grants based on majority vote.

ADDRESS

1401 Vermont, Ste. #195
Detroit, MI 48216

URL

EMAIL

detroitsoup.com

info@detroitsoup.com

Detroit U.S. Export Assistance Center

SERVICES

A federal government agency providing U.S. export sales assistance,
market information, due diligence and partner identification.

ADDRESS

211 W. Fort St., Ste. #1310
Detroit, MI 48226

PHONE

URL

EMAIL

(313) 226.3006

export.gov

sara.coulter@trade.gov

Downtown Detroit Partnership

SERVICES

Creates economic strength in Downtown Detroit through development and support of programs, cleanup, safety, and retail
attraction services.

ADDRESS

600 Renaissance Center, Ste. #1740
Detroit, MI 48243

PHONE

URL

EMAIL

(313) 566.8250

downtowndetroit.org

info@downtowndetroit.org

Eastern Market Corporation

SERVICES

Micro-grants, façade improvement, food production space,
stall rentals, and other opportunities for small businesses in
the food industry.

ADDRESS

2934 Russell St.
Detroit, MI 48207

PHONE

URL

EMAIL

(313) 833.9300

easternmarket.com

admin@easternmarket.com
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Endeavor Detroit

SERVICES

Globa

Helps high-impact entrepreneurs scale their businesses through
mentorship from a network of world-class business leaders.

Connect
vices to

ADDRESS

ADDRESS

1570 Woodward Ave.
Detroit, MI 48226

1401 Verm
Detroit, M

URL

endeavordetroit.org

Entrepreneurs Hub

SERVICES

Co-working space offering an affordable, flexible, and active work
environment, networking, educational resources, and meeting/event space.

Goldm

A progra
marketi
strategi

ADDRESS

ADDRESS

1400 Woodbridge St., 4th Floor
Detroit, MI 48207

PHONE

URL

EMAIL

(313) 887.0293

entrepreneurshub.space

drkeith@thegrandinnovation.com

Focus: HOPE

SERVICES

440 Burro
Detroit, M

Good

Hosts ProsperUs business development class, workforce training, and community support to bridge the racial divide in
Southeast Michigan.

Provides
entrepr

ADDRESS

ADDRESS

1355 Oakman Blvd.
Detroit, MI 48238

PHONE

URL

EMAIL

(313) 494.5500

focushope.edu

info@focushope.edu

FoodLab Detroit

6421 Lync
Detroit, M

SERVICES

A community of food entrepreneurs with a network for education, technical assistance, equipment, suppliers, and other
business resources.

Delivers
including

ADDRESS

ADDRESS

4444 Second Ave.
Detroit, MI 48201
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Good

PHONE

URL

EMAIL

(313) 799.3468

foodlabdetroit.com

info@foodlabdetroit.com

3111 Gran
Detroit, M

Global Detroit

SERVICES

Connects foreign language speakers to existing resources and services to retain and empower immigrant entrepreneurs in Detroit.

ADDRESS

1401 Vermont, Ste. #195
Detroit, MI 48216

PHONE

URL

EMAIL

(313) 516.9681

globaldetroit.com

primary@globaldetroit.com

Goldman Sachs 10,000 Small Businesses

SERVICES

A program that coaches entrepreneurs in negotiation,
marketing, employee management, and support to develop a
strategic growth plan.

ADDRESS

tion.com

440 Burroughs St., Ste. #205
Detroit, MI 48202

PHONE

URL

EMAIL

(313) 758.6041

10ksbdetroit.com

10ksb@wayne.edu

Goodwill Green Works, LLC

SERVICES

Provides green partnership opportunities for organizations and
entrepreneurs for recycling and/or reuse of materials.

ADDRESS

6421 Lynch Rd.
Detroit, MI 48234

PHONE

URL

(313) 499.3100

goodwillsgreenworks.org

Goodwill Industries of Greater Detroit

SERVICES

Delivers job training, employment coaching, and a variety of services
including cleaning, assembly, and asset recovery.

ADDRESS

3111 Grand River Ave.
Detroit, MI 48208

PHONE

URL

(313) 557.4818

goodwilldetroit.org
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Grand Circus

SERVICES

Green

Provides 10-week coding bootcamps, operates a Google for Entrepreneur tech hubs, offers co-working space, and community events.

A co-wo
ment an

ADDRESS

ADDRESS

1570 Woodward Ave.
Detroit, MI 48226

PHONE

URL

EMAIL

(313) 338.2780

grandcircus.co

hello@grandcircus.co

Grand River WorkPlace

SERVICES

A co-working incubator and pop-up retail space that also provides frequent entrepreneurial trainings and programs for small
business growth.

ADDRESS

PHONE

19120 Grand River Ave.
Detroit, MI 48223

(313) 387.4732
ext. 120

ADDRESS
URL

EMAIL

grandriverworkplace.com

workplace@grandmontrosedale.com

SERVICES

ADDRESS

Inforu

ADDRESS
PHONE

URL

EMAIL

(313) 387.4732

grandmontrosedale.com

info@grandmontrosedale.com

Great Lakes Women’s Business Council

SERVICES

Business development training, supplier certification, networking, and capital assistance programs for women and minority-owned businesses.

400 Rena
Detroit, M

Inves

Financin
developm
Detroit

ADDRESS

ADDRESS
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645 Grisw
Detroit, M

A busine
developm

Community-based organization providing space, market data,
and site selection support for Detroit’s Grandmont Rosedale
business district.

33109 Schoolcraft Rd.
Livonia, MI 48150

Hatch

A busine
opening
Detroit’

Grandmont Rosedale
Development Corporation

19800 Grand River Ave.
Detroit, MI 48223

4444 Sec
Detroit, M

PHONE

URL

EMAIL

(734) 677.1400

greatlakeswbc.org

info@greatlakeswbc.org

600 Renn
Detroit, M

com

Green Garage

SERVICES

A co-working and makerspace community supporting the development and growth of triple bottom line businesses.

ADDRESS

4444 Second Ave.
Detroit, MI 48201

PHONE

URL

EMAIL

(313) 444.4054

greengaragedetroit.com

greengaragedetroit@gmail.com

Hatch Detroit

SERVICES

A business plan contest awarding $50K to entrepreneurs
opening brick and mortar retail businesses in
Detroit’s neighborhoods.

ADDRESS

645 Griswold, Ste. #2600
Detroit, MI 48226

PHONE

URL

EMAIL

(248) 766.6485

hatchdetroit.com

info@hatchdetroit.com

Inforum

SERVICES

A business association providing strategic connections, professional
development, and entrepreneurial training for women.

ADDRESS

400 Renaissance Center, Ste. #2155
Detroit, MI 48243

PHONE

URL

EMAIL

(877) 633.3500

inforummichigan.org

tshea@inforummichigan.org

Invest Detroit

SERVICES

Financing and funding tools for business expansion, real estate
development, and job creation to revitalize underserved
Detroit communities.

ADDRESS

600 Rennaissance Center, Ste. #1710
Detroit, MI 48243

PHONE

URL

EMAIL

(313) 259.6368

investdetroit.com

info@investdetroit.com
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Invest Michigan

SERVICES

Funding for innovative, early stage Michigan-based high-tech startups to grow into viable businesses.

LAND

Commer
project
selectio

ADDRESS

ADDRESS

500 Griswold St., Ste. #1640
Detroit, MI 48226

PHONE

URL

EMAIL

(313) 244.0667

investmichigan.org

info@investmichigan.org

ioby

SERVICES

A crowd-resourcing platform that connects entrepreneurs
with funding and tools (volunteers, mentors, etc.) to improve
Detroit neighborhoods.

4401 Con
Detroit, M

Libra

Offers in
state an

ADDRESS

440 Burroughs St.
Detroit, MI 48202

PHONE

URL

EMAIL

URL

(313) 960.4774

ioby.org

detroit@ioby.org

librarybiz

Jefferson East, Inc.

SERVICES

Provides resources including site selection, marketing,
clean-up, maintenance, and security for businesses in Detroit’s
lower east side.

Busines
um-sized
en-owne

ADDRESS

ADDRESS

14628 E. Jefferson Ave.
Detroit, MI 48215

PHONE

URL

EMAIL

(313) 331.7939

goeastjefferson.org

jelling@jeffersoneast.org

Kiva.org

SERVICES

Online platform that provides 0% interest,
crowd-funded loans for small businesses in Metro Detroit.
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1400 Woo
Detroit, M

Live6

Provide
tion and
Northwe

ADDRESS

ADDRESS

2701 Bagley Ave.
Detroit, MI 48216

LifeL

PHONE

URL

EMAIL

(313) 265.3590

buildinstitute.org/kiva-zip

kiva@buildinstitute.org

16647 Liv
Detroit, M

Michigan eLibrary (MEL)

SERVICES

Provides digital informational resources for entrepreneurs including
legal forms, industry reports, demographic and market data, and a
general resource center.

ADDRESS

702 W. Kalamazoo St.
Lansing, MI 48915

PHONE

URL

EMAIL

(517) 373.1580

mel.org/business

contact@mel.org

Michigan Manufacturing Technology Center

SERVICES

Operational assessments, process improvement training, website
assistance, and market strategy for established manufacturers.

ADDRESS

47911 Halyard Dr.
Plymouth, MI 48170

PHONE

URL

EMAIL

(888) 414.6682

mmtc.org

inquiry@mmtc.org

Michigan Minority Supplier
Development Council

SERVICES

Provides procurement and growth opportunities,
financial support, training, and certification assistance
to minority-owned businesses.
ADDRESS

100 River Pl., Ste. #300
Detroit, MI 48207

PHONE

URL

EMAIL

(313) 873.3200

minoritysupplier.org

certification@minoritysupplier.org

Michigan Small Business
Development Center

SERVICES

Provides free and confidential business counseling,
secondary market research, and business training to
start-ups and existing businesses.
ADDRESS

163 Madison St.
Detroit, MI 48226

PHONE

URL

EMAIL

(313) 672.1101

sbdcMichigan.org

bking18@emich.edu
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Michigan Women’s Foundation

SERVICES

Moto

Supports the launch and growth of woman-owned businesses
with microloans, coaching, resource connections, and an annual
pitch competition.

Quarter
and pre-

ADDRESS

ADDRESS

333 W. Fort St., Ste. #1920
Detroit, MI 48226

PHONE

URL

EMAIL

(313) 962.1920

miwf.org

microloan@miwf.org

Midtown Detroit, Inc.

SERVICES

Marketing, financing, grant writing, site selection, security
services, and façade improvement for business and people
investing in Midtown.

500 Grisw
Detroit, M

MSU

Develop
business
nical res

ADDRESS

ADDRESS

3939 Woodward Ave., Ste. #100
Detroit, MI 48201

PHONE

URL

EMAIL

(313) 420.6000

midtowndetroitinc.org

info@midtowndetroitinc.org

Midwest Regional U.S. Patent
& Trademark Office

SERVICES

2934 Rus
Detroit, M

New D

Provides
business
or less,

Provides general information on intellectual property through
workshops, trainings, conferences, and roundtables.

ADDRESS

ADDRESS

300 River Place Dr., Ste. #2900
Detroit, MI 48207

PHONE

URL

EMAIL

(313) 446.4800

uspto.gov/detroit

midwestregion@uspto.gov

Mob Pitches

SERVICES

Hosts collaborative events where small businesses pitch their company to an audience for coaching and creative problem-solving

535 Grisw
Detroit, M

NextE

Provides
and bus
and tech

ADDRESS
PHONE

URL

EMAIL

(954) 849.5105

mobpitches.com

MobPitches@gmail.com
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461 Burro
Detroit, M

rg

Motor City Match

SERVICES

Quarterly competition that pairs entrepreneurs with space, grants,
and pre-development assistance to grow their business in Detroit.

ADDRESS

500 Griswold St., Ste. #2200
Detroit, MI 48226

PHONE

URL

EMAIL

(844) DET.4MCM

motorcitymatch.com

info@motorcitymatch.com

MSU Product Center Food, Ag, Bio

SERVICES

Develops and commercializes food, agricultural products, and
businesses through connection to MSU’s research and technical resources.

ADDRESS

PHONE

2934 Russell St.
Detroit, MI 48207

(313) 883.9300
ext. 226

URL

EMAIL

productcenter.msu.edu

product@msu.edu

New Detroit, Inc.

SERVICES

Provides Six Segment Series classes to grow and sustain
businesses of all industries with annual revenues of $1M
or less, and that have been open for 5 years or less.

ADDRESS

535 Griswold St., Ste. #2500
Detroit, MI 48226

PHONE

URL

(313) 664.2000

newdetroit.org

NextEnergy

SERVICES

Provides co-working space, R&D support, access to funding,
and business consulting to grow advanced energy companies
and technologies.

ADDRESS

461 Burroughs St.
Detroit, MI 48202

PHONE

URL

EMAIL

(313) 833.0100

nextenergy.org

info@nextenergy.org
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OMNICORPDETROIT

SERVICES

Pony

Member-based hacker space with welding and carpentry equipment,
and audio and photography studios.

Provides
up space
neurs an

ADDRESS

ADDRESS

1501 Division St.
Detroit, MI 48207

URL

EMAIL

omnicorpdetroit.com

info@omnicorpdetroit.com

Opportunity Resource Fund

1401 Verm
Detroit, M

SERVICES

Provides loans and technical support for small businesses who have
been denied credit by other sources. Applicants must meet social
criteria (found on website) and benefit the community.

Procu
Cente

Provides
identify,

ADDRESS

ADDRESS

7700 2nd Ave., Ste. #608
Detroit, MI 48202

PHONE

URL

EMAIL

(313) 964.7300

oppfund.org

info@oppfund.org

Osborn Neighborhood Alliance

SERVICES

Helps entrepreneurs and small businesses start and
become sustainable in order to create economic stability
in Detroit’s Osborn area.

ADDRESS

PHONE

13560 Gratiot Ave.
Detroit, MI 48205

(313) 526.4000
ext. 1323

5057 Woo
Detroit, M

Prope

Provides
nesses,
Detroit

ADDRESS
URL

EMAIL

liveinosborn.com/oba

pgarrison@matrixhs.org

Patronicity

SERVICES

2835 Bag
Detroit M

Pure

Civic crowdfunding platform that democratizes capital for community development through crowdfunding and crowdgranting.

Connect
and serv
supply c

ADDRESS

ADDRESS

4444 2nd Ave.
Detroit, MI 48202
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PHONE

URL

EMAIL

(313) 744.2177

patronicity.com

info@patronicity.com

300 N. Wa
Lansing, M

Ponyride

SERVICES

Provides workshops and lectures, low-rent work, studio, and pop
up space, and shared resources for socially conscious entrepreneurs and artists.

ADDRESS

1401 Vermont St.
Detroit, MI 48216

URL

EMAIL

ponyride.org

info@ponyride.org

Procurement Technical Assistance
Center of Michigan

SERVICES

Provides support services and training to help Michigan businesses
identify, apply for, and secure government contracts.

ADDRESS

5057 Woodward Ave., Ste. #3101
Detroit, MI 48202

PHONE

URL

EMAIL

(313) 577.0132

ptacsofmichigan.org

ptac@wayne.edu

ProperUS Detroit

SERVICES

Provides training, support, and loans for entrepreneurs, businesses, and community-based organizations in distressed
Detroit neighborhoods.

ADDRESS

2835 Bagley Ave., Ste. #800
Detroit MI, 48216

PHONE

URL

(313) 841.9641

prosperusdetroit.org

Pure Michigan Business Connect

SERVICES

Connects local and global purchasers to suppliers of Michigan goods
and services through facilitated connections, joint-venture matches,
supply chain assistance, lead generation, and market analysis.

ADDRESS

300 N. Washington Sq.
Lansing, MI 48913

PHONE

URL

EMAIL

(888) 522.0103

michiganbusiness.org/pmbc

businessconnect@michigan.org
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SER Metro-Detroit

SERVICES

Techs

A global
mobility

Manages workforce development in Detroit by providing employers
with opportunities for job fairs and/or connections to the types of
employees that they seek for their businesses.

ADDRESS

ADDRESS

9215 Michigan Ave.
Detroit, MI 48210

PHONE

URL

(313) 945.5200

sermetro.org

2000 Bru
Detroit, M

Sidewalk Ventures

SERVICES

Works with local entrepreneurs to raise growth capital from community-based investors.

TechT

Helps bo
grow th
nections

Programs in
SWOT City
ADDRESS
PHONE

URL

EMAIL

(248) 535.1302

sidewalk-ventures.com

hello@sidewalk-ventures.com

440 Burro
Detroit, M

Southwest Detroit Business Association

SERVICES

Facilitates business growth, real estate matching, access to funding,
façade improvements, assists with licensing, permitting, zoning, and
review of site plans for businesses in Southwest Detroit.

Provides
their pr
ing tech

ADDRESS

7752 West Vernor Hwy.
Detroit, MI 48209

The Ir

ADDRESS
PHONE

URL

EMAIL

(313) 842.0986

southwestdetroit.com

info@southwestdetroit.com

TechShop Detroit

SERVICES

1001 Woo
Detroit, M

U.S. S

Membership-based workshop and prototyping studio providing
access to tools, equipment, design software, fabrication/prototyping
space, and skill-based instruction.

Provides
tracting
assistan

ADDRESS

ADDRESS

800 Republic Dr.
Allen Park, MI 48101
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PHONE

URL

EMAIL

(313) 583.3831

techshop.ws

info.detroit@techshop.com

477 Michi
Detroit, M

Techstars Mobility

SERVICES

A global business accelerator community that focuses on growing
mobility and transportation companies in Detroit.

ADDRESS

2000 Brush St., Ste. #201
Detroit, MI 48226

URL

EMAIL

techstars.com/mobility

lisa.seymour@techstars.com

TechTown Detroit

SERVICES

Helps both tech and neighborhood businesses develop, launch and
grow through one-on-one support, workshops and events, and connections to an extensive service provider network.
Programs include: DTX Launch Detroit, Junction440 co-working, Retail Boot Camp,
SWOT City and TechTown Business Incubation Center.
ADDRESS

440 Burroughs St.
Detroit, MI 48202

PHONE

URL

EMAIL

(313) 879.5250

techtowndetroit.org

info@techtowndetroit.org

The Iron Yard

SERVICES

Provides technology education for adults looking to develop
their professional skillsets and gain employment in the growing tech sector.

ADDRESS

1001 Woodward Ave., Ste. #400
Detroit, MI 48226

PHONE

URL

EMAIL

(313) 566.4825

theironyard.com/detroit

detroit@theironyard.com

U.S. Small Business Administration

SERVICES

Provides counseling, training, access to capital, government contracting opportunities and certification programs, and disaster
assistance to help businesses get started, grow, and stay in business.

ADDRESS

477 Michigan Ave., Ste. #515
Detroit, MI 48226

PHONE

URL

EMAIL

(313) 226.6075

sba.gov/mi

michigan@sba.gov
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NOTE

Vanguard Community
Development Corporation

SERVICES

Serves entrepreneurs in Detroit’s North End, with resource referrals, marketing support, matching grants, shared equipment,
and office space.
ADDRESS

2795 East Grand Blvd.
Detroit, MI 48211

PHONE

URL

EMAIL

(313) 872.7831

vanguarddetroit.org

kwilliams@vanguardcdc.org

Villages Community
Development Corporation

SERVICES

Promotes business development in the Villages of Detroit through
attraction and support, research, incentives, and city requirements.

ADDRESS

300 River Pl., Ste. #2800
Detroit, MI 48207

PHONE

URL

EMAIL

(313) 486.2900

thevillagesofdetroit.com

info@thevillagesofdetroit.com

Wayne State University Law School, Program
for Entrepreneurship and Business Law

SERVICES

Offers early-stage legal assistance to participating local startups, and creates forums for entrepreneurs to receive general
legal guidance.
ADDRESS

471 W. Palmer Ave.
Detroit, MI 48202
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PHONE

URL

EMAIL

(313) 496.7678

law.wayne.edu/entrepreneurs

pebl@wayne.edu

NOTES

41

Funding and technical management
for BizGrid is provided by:

Special thanks to the following
organizations and volunteers for
their assistance:
DESIGN:

Good Done Daily (gooddonedaily.com)
Kenneth Andejeski
CONTENT & USABILITY:

Jeffrey Aronoff
April Boyle
Bonnie Fahoome
Sheu-Jane Gallagher
Maria LaLonde
Spencer Olinek
LANGUAGE SERVICES:

Global Detroit

CONTACT US:

hello@detroitbizgrid.com
detroitbizgrid.com
(844) 333.8249
/bizgrid
Second Edition, August 2016
©2013–2016 All Rights Reserved

APPENDIX F:
BUSINESS PLANNING WORKSHEET

COMMUNITY LAND TRUST
BUSINESS PLANNING ASSUMPTIONS WORKSHEET
Adapted from the Emerging Community Land Trusts Initiative Start-Up Capacity
Building Program
Organization: Sinai Grace Guild Community Development Corporation
Target Market
What kinds of businesses will be eligible to rent commercial space from the CLT?
What is the range of yearly revenues of the businesses that will be served by the CLT?
What is the maximum revenue ‘ceiling’ for eligibility for the CLT’s commercial properties?
What is the monthly amount these businesses can afford to pay for their commercial space?
Are/will there be other threshold eligibility requirements? If so, what?
Will there be preferences or guidelines for selecting the businesses that will be eligible to lease
commercial space from the CLT? If so, what might these priorities be?
Commercial Building Type and Tenure
What kinds of commercial spaces will our CLT make available and affordable to the businesses
we intend to serve?
Will there be options for businesses to purchase commercial property or shared equity
opportunities offered through the CLT?
Will the CLT rent individual parcels, buildings, or shared co-working space to commercial
businesses?
Will the CLT use a commercial ground lease and/or sell buildings to businesses?
How long will leases be that are offered by the CLT? What lease terms will be used?
Market Demand
Where is our CLT’s target clientele currently doing business? And what are they paying for their
commercial space, if applicable?
What, if any, other options are currently (or soon will be) available to the businesses we intend to
serve?
Affordability
How deeply must market rate commercial space be subsidized in order to make it affordable
enough for the businesses the CLT is intending to serve?
What resources might be available to make our CLT’s commercial spaces affordable to those
you intend to serve?
❏ Land

❏ Loans
❏ Existing buildings
❏ Governmental actions
❏ Grants
❏ Other (Please specify)
Where might these resources for our CLT’s affordable commercial spaces come from?
How likely do you think it is that the organization(s) that have these resources will be willing to
provide them to our CLT?
What might it take to persuade them to make these resources available?
Production/Development
What role(s) might our CLT (or the organization that operates the CLT) play in actually
producing the affordable commercial spaces to be brought into its portfolio?
❏ Acquiring land or buildings
❏ Securing affordability subsidies
❏ Arranging project financing
❏ Securing mortgage financing for businesses (if ownership is a component)
❏ Arranging necessary governmental approvals
❏ Constructing (or rehabbing) the commercial properties
❏ Marketing the commercial properties
❏ Coordinating pre-occupancy education, counseling, and orientation
❏ Other? (Please specify)
All of the above?
Explain (or list questions):
Partners & Competitors
Who are potential partners and supporters of our CLT? (Please list)
- Public sector?
- Private sector?
- Community-based?
What specific skills, services, resources, or other capacity might they bring to our CLT effort?
Will they provide resources to the CLT for free? at a reduced rate? or at full cost?
Who else is - or is trying to - provide affordable commercial space for the businesses you are
hoping the CLT will serve?
What are these organizations doing – or planning to do?
What will our CLT offer or provide that is unique, different and/or better than what these
organizations do?
Who are potential (or actual) competitors to our CLT and its mission and work?

Who are potential (or actual) opponents?
Who could/will get upset about the existence and work of our CLT?
What might be their concerns?
Area Served
Service Area Community land trusts are place-based organizations. What is – or what are we
planning to be – the geographic area to be served by our CLT? (Please specify)
Single commercial district?
Multiple commercial districts?
Why have we defined your CLTs service area this way?
Could we see your CLT’s service area expanding at some point in the future?

APPENDIX G:
BYLAWS EXAMPLE TEMPLATE

Northwest Detroit Commercial Community Land Trust
Bylaws
I. NAME AND PURPOSE
II. MEMBERSHIP
III. BOARD OF DIRECTORS
IV. OFFICERS
V: STEWARDSHIP
VI: AMENDMENT OF ARTICLES OF INCORPORATION AND BYLAWS
VII:MISCELLANEOUS PROVISIONS

Northwest Detroit Commercial Community Land Trust
Bylaws

Bylaws create rules for the governance of the organization. They are a binding legal

Northwest Detroit Commercial Community Land Trust
Bylaws

Bylaws create rules for the governance of the organization. They are a binding legal
document, but they are created by the members and/or board of directors after the corporation
has been established through the filing of articles of incorporation. Bylaws must be completely
consistent with the articles of incorporation, but they should be much more thorough than the
articles regarding the governance of the organization. Bylaws also must be in order with the
state’s non-profit corporation laws. When drafting the bylaws, the group or an attorney working
with the group should be familiar with this law. When inquiries about the governance of the
corporation arise, the bylaws are there to give answers, solutions, and directions. When bylaws
are well established and implemented, the corporation may avoid many problems that may arise.

ARTICLE I: NAME AND PURPOSE
1. Name. The name of this organization shall be ______________, hereinafter referred to as the
“Corporation.”
2. Purpose. The purpose of the Corporation shall be:
[State the purpose as it appears in the articles of incorporation.]

ARTICLE II: MEMBERSHIP
1. Regular Membership.
Subsequent to the first annual meeting, the Voting Members of the corporation shall have full
voting rights and be comprised of two classes:
A) Lessee Members, who shall be all persons who lease commercial spaces from the
corporation or who lease, or own facilities located on land leased by another entity from the
corporation
B) General Members, who shall be all other persons, eighteen years of age or older, who have
complied with the following requirements:
1.Submission of a Membership application including a signed statement of support for
the purposes of the Corporation in a form to be determined by the Board of Directors.
2. Payment of dues as established by the Membership for the current calendar year.
2.) Requirements for Continuing Membership. To maintain status as a Member

1.Submission of a Membership application including a signed statement of support for
the purposes of the Corporation in a form to be determined by the Board of Directors.
2. Payment of dues as established by the Membership for the current calendar year.
2.) Requirements for Continuing Membership. To maintain status as a Member
beyond a person’s first year of such status a person must either be a Lessee Member or
have paid dues established for the current calendar year.
3.) Membership Dues
a.) Annual membership dues shall be measured for each calendar year by an
affirmative vote of a majority of the Regular Members present and voting at the
Annual Meeting preceding that year. If no such action is taken to assess dues for a
given year, the dues for that year shall be as established for the previous year.
b.) Annual dues may be paid either in cash or through a contribution of labor to
the organization. The Board of Directors shall determine the hourly rate at which
labor will be credited as dues, and shall have the power to designate the types of
labor that may be credited.
4.) RIGHTS OF VOTING MEMBERS.
a) Every Voting Member shall have the right to participate in meetings of the
membership, to cast one vote on all matters properly put before the membership
(or the class of membership to which the Voting Member belongs) as provided in
these bylaws, to nominate and participate in the election of the Board of Directors
as provided by these bylaws, to serve on the Board of Directors or on committees
if chosen, and to receive notices and minutes of membership meetings and annual
reports of the corporation.
5.) Nonvoting Members.
The Board may by resolution adopt policies and procedures for nonvoting
members, who may include (but need not be limited to) persons who have paid
the annual dues established for the current calendar year but who do not wish to
be Voting Members. Nonvoting members shall have no right to vote on any
matter, including their status as members.
6.)Membership Meetings
a) Notice of Meetings. Written notice of every membership meeting shall be given
to all Voting Members and shall include a proposed agenda for the meeting.
Notice shall be sent at least ten and not more than 60 days prior to a meeting.
b) Annual Meetings. Subsequent to the first annual meeting, each annual meeting
of the members (for reports to the membership by the Board of Directors and
officers, the election of directors, and the transaction of other business) shall be
held in the fourth quarter of each year. The location and specific time of the
annual meeting shall be determined by the Board of Directors. Notice of the
annual meeting shall include a list of those persons nominated for the Board of
Directors as provided in Article 3 of these bylaws.
c) Regular Meetings. Regular meetings may be scheduled by the Voting
Membership at such times and places as they shall establish at any duly-called

annual meeting shall be determined by the Board of Directors. Notice of the
annual meeting shall include a list of those persons nominated for the Board of
Directors as provided in Article 3 of these bylaws.
c) Regular Meetings. Regular meetings may be scheduled by the Voting
Membership at such times and places as they shall establish at any duly-called
meeting.
d) Special Meetings. Special membership meetings may be called by the Board of
Directors and shall be called by the President of the corporation at the written
request, addressed to the President, of at least one-tenth of the Voting Members.
At a special meeting, only those matters stated on the agenda, as included in the
notice of the meeting, may be acted upon by the membership.
e) Minutes. Minutes of all membership meetings shall be recorded by the Secretary
of the corporation or by another person designated by the Board of Directors.
Minutes for every meeting shall be approved by the Voting Members at the next
membership meeting.
f) Quorum and Voting. Except as otherwise required by law, the Articles of
Incorporation, or these bylaws, a quorum at any meeting of the members shall
consist of those Voting Members present in person or by proxy at the meeting.
Members may vote at any duly-called meeting in person or by proxy.
ARTICLE III : Board of Directors
1) NUMBER OF DIRECTORS; VOTING.
Except for the initial Board named in the Actions of Incorporators, the Board of Directors
shall consist of twelve directors. Each director shall have one vote on all matters that
come before the Board unless these bylaws specify that voting on a matter shall be by
category of director.
2) COMPOSITION OF THE BOARD.
There shall be three categories of directors, each consisting of four directors, or one-third
of the total Board. The three categories shall be Lessee Directors, General Directors, and
Public Directors.
3) NOMINATION OF DIRECTORS.
For all regular elections subsequent to the first annual meeting of the membership,
directors shall be nominated as follows:
a.) Lessee Directors (1) Lessee Members may nominate Lessee Directors to the
Board from among themselves. These nominations must either be submitted in
writing to the Secretary of the corporation at least 30 days prior to the annual
membership meeting or be made from the floor at the meeting. (2) If the number
of nominations for Lessee Director received under paragraph (1) above is less
than the number of Lessee Director seats to be filled, the Board of Directors may
nominate enough candidates so that the total number of candidates is sufficient to
fill the number of seats to be filled. In making nominations, the Board shall select
actual Lessee Members to the extent they are available to serve on the Board of
Directors. If there are not enough Lessee Members available to serve, the Board
may select persons who can reasonably be expected to represent the interests of
Lessee Members.
b.) General Directors (1) General Members may nominate General Directors to
the Board from among themselves. These nominations must either be submitted in

actual Lessee Members to the extent they are available to serve on the Board of
Directors. If there are not enough Lessee Members available to serve, the Board
may select persons who can reasonably be expected to represent the interests of
Lessee Members.
b.) General Directors (1) General Members may nominate General Directors to
the Board from among themselves. These nominations must either be submitted in
writing to the Secretary of the corporation at least 30 days prior to the annual
membership meeting or be made from the floor at the meeting. (2) If the number
of nominations for General Director received under paragraph (1) above is less
than the number of General Director seats to be filled, the Board of Directors may
nominate enough candidates so that the total number of candidates is sufficient to
fill the number of seats to be filled.

c.) Public Directors. At least 30 days prior to the annual meeting of the
membership, the Board of Directors shall elect Public Directors to the Board.
Public Directors are, generally, businesses, organizations, even people who are
influential in the community but do not reside in the community so that they may
have some representation in the community if the Board sees fit to give them that
voice.
d.) Notice of Nominations and of Election of Public Directors. A list of all
persons nominated for Lessee Director and for General Director as well as a list of
the persons elected by the Board as Public Directors shall be included with the
notice of the annual meeting of the members.
4.) Election of Lessee Directors and General Directors.
Lessee Directors and General Directors shall be elected in accordance with the
following procedures:
(a) Voting by Class.At the annual meeting of members, separate votes shall be
taken for the Lessee Directors and for the General Directors. If a person has been
nominated in more than one category and is then elected in one category, that
person’s name shall be removed from the list of nominees in the remaining
category. Only Lessee Members may vote to elect Lessee Directors, and each
Lessee Member may vote for as many nominees in this category as there are
Lessee Director seats to be filled. Similarly, only General Members may vote to
elect General Directors, and each General Member may vote for as many
nominees in this category as there are General Director seats to be filled.
(b) Election by Plurality Vote. In each of the two categories, positions shall be
filled by those candidates receiving the largest numbers of votes in the category,
though such numbers may constitute less than a majority of the total votes cast in
the category.
5.) Vacancies
(a) Appointment to Fill Vacancies. If any director vacates his or her term or is
removed from the Board, the remaining directors in that category may appoint a
person to fill the vacancy or decide to leave the position vacant until the next
annual meeting (of the membership or the Board, as the case may be), provided
the Board still includes at least three directors in each category. Appointments to

removed from the Board, the remaining directors in that category may appoint a
person to fill the vacancy or decide to leave the position vacant until the next
annual meeting (of the membership or the Board, as the case may be), provided
the Board still includes at least three directors in each category. Appointments to
fill vacancies shall be by a majority of the directors remaining in the applicable
category.

(b) Qualifications of Replacements. Any person appointed to fill a vacancy on
the Board of Directors must be a person who can be reasonably expected to
represent the interests of the constituents in the category (Lessee, General, or
Public) in which the vacancy occurs.
(c) Term of Replacements.A replacement director appointed by the Board shall
serve out the remaining term of the person who has vacated the position.
6.) Low-Income Representation.
In their actions regarding the nomination and election of directors and
appointment of people to fill vacancies on the Board of Directors, the membership
and the Board shall at all times assure that at least one third of the Board is
maintained for residents of low-income neighborhoods, other low-income
community residents, or elected representatives of low-income neighborhood
organizations.
7.) Terms of Directors
(a) Terms of First Elected Directors. After the election of Lessee Directors and
General Directors at the first annual meetings of the membership and the Board,
each director (including the Public Directors) shall be assigned, by mutual
agreement or by lot, to a one-year or two-year term. In each of the three
categories of directors, two directors shall be assigned a one-year term and two
shall be assigned a two-year term.
(b) Terms of Successor Directors. Except as otherwise provided in these
bylaws, each director shall serve a full term of two years.
(c) Commencement of Terms. The term of office of a regularly elected Lessee
Director or General Director shall commence at the adjournment of the annual
membership meeting at which the director is elected. Similarly, the term of office
of a Public Director shall commence at the adjournment of the annual
membership meeting following the Board meeting at which the Public Director
was elected. The term of office of a director appointed by the Board to fill a
vacancy shall begin at the time of the appointment.
(d) Reelection.No person shall serve as a director for more than three full
consecutive terms. After a year’s absence from the Board, however, a person who
has served three full consecutive terms may return to the Board.
8.) Resignation.
Any director may resign at any time by giving written notice to the President. Unless
otherwise specified in the notice, such resignation shall be effective upon the receipt of
notice by the President.
9.) Removal
(a) Lessee Directors and General Directors. A Lessee Director or General Director

notice by the President.
9.) Removal
(a) Lessee Directors and General Directors. A Lessee Director or General Director
may be removed with or without cause: (1) at any meeting of the members, by the
affirmative vote (in person or by proxy) of a majority of all members in the class that
elected the director, or (2) at any meeting of the Board of Directors, by (i) the majority
vote of the class of directors to which the director belongs and (ii) the majority vote of
either remaining class of directors. (b) Public Directors. A Public Director may be
removed with or without cause by a two-thirds vote of the full Board of Directors, at any
meeting of the Board.
10.) Meetings of the Board of Directors
(a) Notice of Meetings. Except as provided below for emergency meetings, written
notice of a Board meeting shall be sent to all directors at least five days prior to the
meeting. The Board may by resolution adopt policies and procedures for delivery of
written notice by electronic means, which may include delivery by electronic mail or
facsimile transmission.
(b) Waiver of Notice. Any director may waive any notice required by these bylaws,
either before or after the meeting. Any director who was not sent notice of a Board
meeting but attends the meeting shall be considered to have waived notice of the meeting,
unless the director objects at the beginning of the meeting that the meeting was not duly
called.
(c) Annual Meeting. The annual meeting of the Board of Directors may be held
immediately following the annual membership meeting and must be held no later than six
weeks following the annual membership meeting.
(d) Voting Meetings. The Board of Directors shall meet no less often than quarterly, at
such times and places as the Board may establish.
(e) Special Meetings and Emergency Meetings. Special meetings of the Board may be
called by the President, and shall be called by the President at the written request of any
three directors or at least one-tenth of the Voting Members. Notice must be given as
provided in paragraph (a) above, unless any three directors determine in writing that the
matter at hand constitutes an emergency. When so determined, an emergency meeting
may be called on one day’s notice. Notice of emergency meetings, including an
announcement of the agenda, shall be given by telephone or in person to all directors. At
any special or emergency meeting of the Board, only those matters included in the
announced agenda may be acted upon unless all the directors are present at the meeting
and unanimously agree to take action on other matters
11.) Procedures for Meetings of the Board of Directors

(a) Attendance at Meetings by Third Parties; Executive Sessions. The Board may by
resolution adopt policies and procedures for attendance by third parties at Board meetings
and for the Board’s going into executive session.
(b) Quorum and Voting Requirements. A majority of the directors then in office and a
majority of any committee appointed by the Board constitutes a quorum for the
transaction of business. The vote of a majority of the directors or committee members
present at any meeting at which there is a quorum shall be the act of the Board or the
committee (provided that, as to Board meetings, at least one director from each of the

(b) Quorum and Voting Requirements. A majority of the directors then in office and a
majority of any committee appointed by the Board constitutes a quorum for the
transaction of business. The vote of a majority of the directors or committee members
present at any meeting at which there is a quorum shall be the act of the Board or the
committee (provided that, as to Board meetings, at least one director from each of the
three categories of directors is present), except as a different or larger vote may be
required by law, the Articles of Incorporation, or these bylaws. A member of the Board or
of a committee may participate in a meeting by conference telephone or similar
communications equipment by means of which all persons participating in the meeting
can hear one another. Participation in a meeting in this manner constitutes presence in
person at the meeting.
(c) Minutes. Minutes of all Board meetings shall be recorded by the Secretary or by such
other person as the Board may designate and shall be approved by the Board at a
subsequent meeting. All minutes of Board meetings shall be kept on permanent record by
the corporation and shall be open for inspection by any member of the corporation.
12.) Action without a Meeting.
Any action required or permitted at any meeting of the Board of Directors or a committee
thereof may be taken without a meeting, without prior notice, and without a vote, if all of
the directors or committee members entitled to vote thereon consent in writing. The
written consents shall be filed with the minutes of the proceedings and shall have the
same effect as a vote for all purposes.
13.) Duties of the Board of Directors.
The Board of Directors shall carry out the purposes of the corporation, implement the
decisions of the Voting Membership, and be responsible for the general management of
the affairs of the corporation in accordance with these bylaws.
14.) Compensation.
Directors shall not receive anything of more than nominal value from the corporation for
serving as a director other than reasonable per diem compensation and reimbursement for
actual, reasonable, and necessary expenses incurred by the director in his or her capacity
as a director. Notwithstanding the foregoing, the corporation may purchase insurance
provide reasonable compensation to a director for services which are beyond the scope of
the director’s duties as a director.

ARTICLE IV: Officers
1.) Designation.
The officers of the corporation shall be President, Secretary, and Treasurer. The Board
also may appoint a Vice President and establish such additional offices as it deems
necessary or desirable.
2.) Appointment.
The officers of the corporation shall be appointed at the annual meeting of the Board. A
vacancy occurring in any office shall be filled by the Board for the unexpired term.
3.) Term.
The officers shall hold office until the next annual meeting of the Board after their
election, unless, before such time, they resign or are removed from office.
4.) Removal from Office.
The officers shall serve at the pleasure of the Board of Directors and may be removed at
any time by the affirmative vote of a majority of the full Board.
5.) President.
The President shall be the chief executive officer of the corporation, and, as such, under
the direction of the Board of Directors shall have power, on behalf of the Board, to
perform all acts, execute and deliver all documents, and take all steps that the President
may deem necessary or desirable in order to effectuate the actions and policies of the
Board.
6.) Vice President.
In the absence or disability of the President, the Vice President (if one is appointed) shall
perform the duties and exercise the powers of the President and shall perform such other
duties as the Board of Directors shall prescribe.
7.) Secretary.
The Secretary (or, in the Secretary’s absence or incapacity, an Assistant Secretary if one
is appointed) shall send or cause to be sent all required notices of meetings of the Board
of Directors, shall receive and attend to all correspondence of the Board of Directors,
shall have custody of all documents belonging to the corporation (except as otherwise
provided in these bylaws or by resolution of the Board) and of the corporate seal (if any),
and shall perform such other duties as usually pertain to the office or as shall be
determined from time to time by the Board of Directors.
8.) Treasurer.

provided in these bylaws or by resolution of the Board) and of the corporate seal (if any),
and shall perform such other duties as usually pertain to the office or as shall be
determined from time to time by the Board of Directors.
8.) Treasurer.
The Treasurer (or, in the Treasurer’s absence or incapacity, an Assistant Treasurer if one
is appointed) shall see that an accounting system is maintained that will give a true and
accurate accounting of the financial transactions of the corporation, shall render reports
from time to time as requested by the Board of Directors of the Treasurer’s activities and
the financial condition of the corporation, and shall perform such other duties as usually
pertain to the office or as shall be determined from time to time by the Board of
Directors.
ARTICLE V: Stewardship of Land
1.) Principles of Land Use.
The Board of Directors shall oversee the use of land owned by the corporation and shall
convey the right to use such land so as to facilitate access to affordable housing by lowincome [or low- and moderate-income] people. In so doing, the Board shall seek to assure
that the use of land owned by the corporation is consistent with the corporation’s
purposes.
2.) Sale of Land.
The sale of land does not conform with the philosophy and purposes of the Corporation.
Accordingly, land shall not be sold except in extraordinary circumstances, and then only
in accordance with the following guidelines.
(a) A parcel of land may be sold pursuant to a resolution adopted by an affirmative vote
by at least two thirds of the entire Board of Directors at a regular or special Board
meeting, provided that (i) the Corporation has owned the parcel for no more than sixty
(60) days at the time the vote is taken, (ii) the parcel is not leased to any party, and (iii)
the resolution states that the location or character of the parcel is determined to be such
that the charitable purposes of the Corporation are best served by selling the land and
applying the proceeds to the support of other activities serving those purposes.
(b) In all other circumstances a parcel of land may be sold only with: (1) An affirmative
vote by at least two thirds of the entire Board of Directors at a regular or special Board
meeting, provided that written notice of such meeting has described the proposed sale and
the reasons for the proposal; and (2) The approval of two thirds of the Regular Members
present at a regular or special Membership Meeting, a quorum being assembled, provided
that written notice of such meeting has described the proposed sale and the reasons for
the proposal.
(c) If any of the Corporation’s land is to be sold to any person or entity other than a notfor-profit corporation or public agency sharing the purposes of the CLT, any ground
lessees on that land shall have the opportunity to exercise a right of first refusal to
purchase the land that they have been leasing from the CLT.

ARTICLE VI: Amendment of Articles of Incorporation and Bylaws
1.) The articles of incorporation may be amended only by the affirmative vote of both classes of
Voting Members present at any duly-called membership meeting, provided that (a) the written
notice of the meeting set forth the text of or a summary of the proposed amendment and (b) at
least one-third of each class of Voting Members is in attendance at the meeting in person or by
proxy.
2.) These bylaws may be amended only as follows: (1) the written notice of the meeting set forth
the text of or a summary of the proposed amendment and (2) at least one-half of each class of
directors voted in the affirmative, or
(b) For all bylaw provisions, by the affirmative vote of both classes of Voting Members present
at any duly-called membership meeting, provided that (1) the written notice of the meeting set
forth the text of or a summary of the proposed amendment and (2) at least one-third of each class
of Voting Members is in attendance at the meeting in person or by proxy
ARTICLE VII: Miscellaneous Provisions
1.) Fiscal Year.
The fiscal year of the corporation shall be the calendar year.
2.) Checks, etc.
All checks, drafts, endorsements, notes and evidences of indebtedness of the corporation shall be
signed by such officers or agents of the corporation and in such manner as the Board of Directors
from time to time may determine. Endorsements for deposits to the credit of the corporation shall
be made in such manner as the Board may from time to time determine.
3.) Loans by the Corporation.
No loans or advances shall be contracted on behalf of the corporation, and no note or other
evidence of indebtedness shall be issued in its name, except as authorized by the Board of
Directors. Any such authorization shall relate to specific transactions.
4.) Contracts and Borrowings by the Corporation.
The Board shall adopt policies and procedures governing the execution of contracts entered into
by the corporation and borrowings made by the corporation.
5.) Indemnification.
Each person who is or was a director, officer, or member of a committee of the corporation and
each person who serves or has served at the request of the corporation as a director, officer,
partner, employee, or agent of any other corporation, partnership, joint venture, trust, or other
enterprise shall be indemnified by the corporation to the fullest extent permitted by the laws of

the State of Michigan as they may be in effect from time to time. The corporation may, to the
extent authorized from time to time by the Board, grant rights to indemnification to any
employee, non-director volunteer, or agent of the corporation to the fullest extent provided under
the laws of the State of Michigan as they may be in effect from time to time. The corporation
may purchase and maintain insurance on behalf of any such person against any liability asserted
against and incurred by such person in any such capacity or arising out of his status as such,
whether or not the corporation would have power to indemnify such person against such liability
under the preceding sentences.

APPENDIX H:
START-UP BUDGET TEMPLATE

CLT Start-Up Operating Budget
PORTFOLIO ASSUMPTIONS
Number Commercial Properties Added
Number of Commercial Leases Added
OPERATING EXPENSES
Personnel
Executive Director

FTE:
Stewardship Coordinator
FTE:
Office Manager
FTE:
Outreach Coordinator
FTE:

TOTAL SALARIES
Number of FTEs
Benefits
15% of Total Salaries
TOTAL PERSONNEL COSTS
Administration & Overhead 30% of Total Payroll
Real Estate Carrying Costs
Real Estate Taxes
Property Insurance
Total Real Estate Costs
TOTAL ANNUAL OPERATING EXPENSES

2019

2020

2021

2022

2023

0
0
$

$
$
$

50,000
100%
40,000
0
25,000
0
40,000
100%
90,000
2
13,500
103,500
31,050

$
$
$
$

2,000
21,000
155,550

$
$
$
$

$

$
$
$
$
$

SALARIES
51,000 $ 52,020 $ 53,060 $ 54,122
100%
100%
100%
100%
0

0

0

0

0
40,800
100%
91,800
2
13,770
105,570
31,671

0
41,616
100%
93,636
2
14,045
107,681
32,304

0
$ 42,448
100%
$ 106,121
2
$ 15,918
$ 122,039
$ 36,612

0
43,297
100%
129,892
2
19,484
149,376
44,813

$
$
$
$
$

$
$
$
$ 137,241

$
$
$
$ 139,986

$
$
$
$ 158,651

$
$
$
$
$

$
$
$
$ 194,189

PORTFOLIO REVENUE
Monthly Fee For Commercial Shareholders
Monthly Lease Fee From Leaseholders
TOTAL PORTFOLIO

$
$
$

-

$
$
$

-

$
$
$

$
3,000 $
3,000 $

$
9,000 $ 18,000
9,000 $ 18,000

EARNED FEE REVENUE
Developer Fees
TOTAL EARNED FEE REVENUE

$
$

-

$
$

-

$
$

5,000 $
5,000 $

5,000 $
5,000 $

5,000
5,000

EXTERNAL FUNDRAISING
Annual Membership Dues
Private Contributions
Public Grants
Private Grants
TOTAL EXTERNAL FUNDRAISING REVENUE

$
$
$
$
$

500
500

$
$
$
$
$

1,875
1,875

$
$
$
$
$

2,500
2,500

2,500
2,500

2,500
2,500

CARRYOVER FUND BALANCE FROM PREVIOUS YEAR
$
20,000
TOTAL REVENUE
$
20,500 $
ANNUAL OPERATING SURPLUS/DEFICIT
CUMMULATIVE FUND BALANCE
CUMMULATIVE NET REVENUE

$
$
$
$
$

$
$
$
$
$

N/A
N/A
N/A
N/A
1,875 $ 10,500 $ 16,500 $ 25,500

-$135,050

-$135,366 -$129,486 -$142,151 -$168,689

-$135,050

-$270,416 -$399,902 -$542,053 -$710,741

APPENDIX I:
LEASE EXAMPLE

When Recorded, Please Mail to:
Sinai Grace Guild Community Land Trust XXXX W. Outer Drive, Detroit, MI 48235

SINAI GRACE GUILD COMMUNITY LAND TRUST GROUND LEASE
Grantor(s): Sinai Grace Community Land Trust
Grantee(s): Business Owner’s Name
Assessor’s Tax Parcel Number: Reference number of document(s) assigned or released: xxxxxx xxxxxx xxxx
Legal Description:
Full Legal Description.
Situate in Wayne County, Michigan.
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4.2 BUSINESS OWNER MUST USE THE SPACE AND LEASED LAND RESPONSIBLY AND IN
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ARTICLE 5: Lease Fee
5.1 AMOUNT OF LEASE FEE
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ARTICLE 9: Liability, Insurance, Damage and Destruction, Eminent Domain
9.1 BUSINESS OWNER ASSUMES ALL LIABILITY
9.2 BUSINESS OWNER MUST DEFEND SINAI GRACE CLT AGAINST ALL CLAIMS OF LIABILITY
9.3 BUSINESS OWNER MUST REIMBURSE SINAI GRACE CLT
9.4 BUSINESS OWNER MUST INSURE THE LEASED SPACE AGAINST LOSS AND MUST MAINTAIN
LIABILITY INSURANCE ON SPACE AND LEASED LAND
9.5 WHAT HAPPENS IF THE SPACE IS DAMAGED OR DESTROYED
9.6 WHAT HAPPENS IF SOME OR ALL OF THE LAND IS TAKEN FOR PUBLIC USE
9.7 IF PART OF THE LAND IS TAKEN, THE LEASE FEE MAY BE REDUCED
9.8 IF LEASE IS TERMINATED BY DAMAGE, DESTRUCTION OR TAKING, SINAI GRACE CLT WILL
TRY TO HELP BUSINESS OWNER BUY ANOTHER SINAI GRACE CLT COMMERCIAL SPACE
ARTICLE 10: Transfer of the Space
10.1 INTENT OF THIS ARTICLE IS TO PRESERVE AFFORDABILITY
10.2 BUSINESS OWNER MAY TRANSFER THE SPACE ONLY TO SINAI GRACE CLT OR QUALIFIED
PERSONS
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10.1 INTENT OF THIS ARTICLE IS TO PRESERVE AFFORDABILITY
10.2 BUSINESS OWNER MAY TRANSFER THE SPACE ONLY TO SINAI GRACE CLT OR QUALIFIED
PERSONS
10.3 THE SPACE MAY BE TRANSFERRED TO CERTAIN HEIRS OF BUSINESS OWNER
10.4 BUSINESS OWNER’S NOTICE OF INTENT TO SELL
10.5 SINAI GRACE CLT HAS AN OPTION TO PURCHASE THE SPACE
10.6 IF PURCHASE OPTION EXPIRES, BUSINESS OWNER MAY SELL ON CERTAIN TERMS
10.7 AFTER ONE YEAR SINAI GRACE CLT SHALL HAVE POWER OF ATTORNEY TO CONDUCT
SALE
10.8 PURCHASE OPTION PRICE EQUALS LESSER OF APPRAISED VALUE OF BUSINESS OWNER’S
OWNERSHIP INTEREST OR FORMULA PRICE
10.9 HOW THE VALUE OF BUSINESS OWNER’S OWNERSHIP INTEREST IS DETERMINED
10.10 HOW THE FORMULA PRICE IS CALCULATED
10.11 QUALIFIED PURCHASER SHALL RECEIVE NEW LEASE
10.12 PURCHASER MAY BE CHARGED A TRANSFER FEE
10.13 BUSINESS OWNER REQUIRED TO MAKE NECESSARY REPAIRS AT TRANSFER
ARTICLE 11: Reserved ARTICLE 12: Default
12.1 WHAT HAPPENS IF BUSINESS OWNER FAILS TO MAKE REQUIRED PAYMENTS TO THE
SINAI GRACE CLT
12.2 WHAT HAPPENS IF BUSINESS OWNER VIOLATES OTHER (NON-MONETARY) TERMS OF THE
LEASE
12.3 WHAT HAPPENS IF BUSINESS OWNER DEFAULTS AS A RESULT OF JUDICIAL PROCESS

12.4 A DEFAULT (UNCURED VIOLATION) GIVES SINAI GRACE CLT THE RIGHT TO TERMINATE
THE LEASE OR EXERCISE ITS PURCHASE OPTION
ARTICLE 13: Mediation and Arbitration
13.1 MEDIATION AND ARBITRATION ARE PERMITTED
13.2 BUSINESS OWNER AND SINAI GRACE CLT SHALL SHARE COST OF ANY MEDIATION OR
ARBITRATION ARTICLE 14: General Provisions
14.1 BUSINESS OWNER’S MEMBERSHIP IN SINAI GRACE CLT
14.2 NOTICES
14.3 NO BROKERAGE
14.4 SEVERABILITY AND DURATION OF LEASE
14.5 RIGHT OF FIRST REFUSAL IN LIEU OF OPTION
14.6 WAIVER
14.7 SINAI GRACE CLT’S RIGHT TO PROSECUTE OR DEFEND
14.8 CONSTRUCTION
14.9 HEADINGS AND TABLE OF CONTENTS
14.10 PARTIES BOUND
14.11 GOVERNING LAW

14.7 SINAI GRACE CLT’S RIGHT TO PROSECUTE OR DEFEND
14.8 CONSTRUCTION
14.9 HEADINGS AND TABLE OF CONTENTS
14.10 PARTIES BOUND
14.11 GOVERNING LAW
14.12 RECORDING
ARTICLE 15:

Exhibits That Must Be Attached
Exhibit ___ LETTERS OF AGREEMENT AND ATTORNEY’S ACKNOWLEDGMENT Exhibit ___ LEASED
LAND Exhibit ___ DEED Exhibit ___ PERMITTED MORTGAGES Exhibit ___ FIRST REFUSAL Exhibit ___
COMMUNITY LAND TRUST GROUND LEASE RIDER

Other Exhibits to be Attached as Appropriate

Exhibit ___ ZONING Exhibit ___ RESTRICTIONS Exhibit ___ INITIAL APPRAISAL
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Purchase Option Price: the maximum price the BUSINESS OWNER is allowed to receive for the sale of the Space
ARTICLE
1: BUSINESS
OWNER’s
Agreement
and
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OWNER’s
right to Letter
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theAttorney’s
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as defined
in Article 10 ofare
this
Lease.
ARTICLE 1: BUSINESS OWNER’s Letter of Agreement and Attorney’s Letter of Acknowledgment are

CLT’s Permission, as further defined in Article 8, below, and in the EXHIBIT ___ PERMITTED MORTGAGES.
Purchase Option Price: the maximum price the BUSINESS OWNER is allowed to receive for the sale of the Space
and the BUSINESS OWNER’s right to possess, occupy and use the Leased Land, as defined in Article 10 of this
Lease.
ARTICLE 1: BUSINESS OWNER’s Letter of Agreement and Attorney’s Letter of Acknowledgment are
Attached as Exhibits.

Attached as Exhibit ___ BUSINESS OWNER’S LETTER OF AGREEMENT AND ATTORNEY’S
LETTER OF ACKNOWLEDGMENT and made part of this Lease by reference are a Letter of Agreement from the
BUSINESS OWNER, describing the BUSINESS OWNER’s understanding and acceptance of this Lease (including
the parts of the Lease that affect the resale of the Space), and a Letter of Acknowledgment from the BUSINESS
OWNER’s attorney, describing the attorney’s review of the Lease with the BUSINESS OWNER.
ARTICLE 2: Leasing of Rights to the Land 2.1 SINAI GRACE CLT LEASES THE LAND TO BUSINESS
OWNER: The SINAI GRACE CLT hereby leases to the BUSINESS OWNER, and BUSINESS OWNER hereby
accepts, the right to possess, occupy and use the Leased Land (described in the attached Exhibit ___ LEASED
LAND) in accordance with the terms of this Lease. SINAI GRACE CLT has furnished to BUSINESS OWNER a
copy of the most current title report, if any, obtained by SINAI GRACE CLT for the Leased Land, and BUSINESS
OWNER accepts title to the Leased Land in its condition ―as is‖ as of the signing of this Lease.
2.2 MINERAL RIGHTS NOT LEASED TO BUSINESS OWNER: SINAI GRACE CLT does not lease to
BUSINESS OWNER the right to remove from the Leased Land any minerals lying beneath the Leased Land’s
surface. Ownership of such minerals remains with the SINAI GRACE CLT, but the SINAI GRACE CLT shall not
remove any such minerals from the Leased Land without the BUSINESS OWNER’s written permission.
ARTICLE 3: Term of Lease, Change of Land Owner 3.1 TERM OF LEASE IS 99 YEARS: This Lease shall remain
in effect for 99 years, beginning on the ___ day of _________________, 20__, and ending on the ________ day of
______________, 21____, unless ended sooner or renewed as provided below.
3.2 BUSINESS OWNER CAN RENEW LEASE FOR ANOTHER 99 YEARS: BUSINESS OWNER may renew
this Lease for one additional period of 99 years. The SINAI GRACE CLT may change the terms of the Lease for the
renewal period prior to the beginning of the renewal period but only if these changes do not materially and adversely
interfere with the rights possessed by BUSINESS OWNER under the Lease. Not more than 365 nor less than 180
days before the last day of the first 99-year period, SINAI GRACE CLT shall give BUSINESS OWNER a written
notice that states the date of the expiration of the first 99-year period and the conditions for renewal as set forth in
the following paragraph (―the Expiration Notice‖). The Expiration Notice shall also describe any changes that
SINAI GRACE CLT intends to make in the Lease for the renewal period as permitted above.
The BUSINESS OWNER shall then have the right to renew the Lease only if the following conditions are met:
(a) within 60 days of receipt of the Expiration Notice, the BUSINESS OWNER shall give SINAI GRACE CLT
written notice stating the BUSINESS OWNER’s desire to renew (―the Renewal Notice‖); (b) this Lease shall be in
effect on the last day of the original 99-year term, and (c) the BUSINESS OWNER shall not be in default under this
Lease as described in Article 12 of this Lease or under any Permitted Mortgage on the last day of the original 99year term.
When BUSINESS OWNER has exercised the option to renew, BUSINESS OWNER and SINAI GRACE CLT
shall sign a memorandum stating that the option has been exercised. The memorandum shall comply with the
requirements for a notice of lease as stated in Section 14.12 below. The SINAI GRACE CLT shall record this
memorandum promptly after the beginning of the renewal period, in accordance with the requirements of law then
in effect regarding recording of documents.
3.3 WHAT HAPPENS IF SINAI GRACE CLT DECIDES TO SELL THE LEASED LAND: If ownership of the
Leased Land is ever transferred by SINAI GRACE CLT (whether voluntarily or involuntarily) to any other person
or institution, this Lease shall not cease, but shall remain binding on the new land-owner as well as the BUSINESS
OWNER. If SINAI GRACE CLT agrees to transfer the Leased Land to any person or institution other than a nonprofit corporation, charitable trust, government agency or other similar institution sharing the goals described in the
Recitals above, the BUSINESS OWNER shall have a right of first refusal to purchase the Leased Land. The details
of this right shall be as stated in the attached Exhibit FIRST REFUSAL. Any sale or other transfer contrary to this
Section 3.3 shall be null and void.

ARTICLE 4: Use of Leased Land 4.1 BUSINESS OWNER MAY USE THE Space ONLY FOR RESIDENTIAL
AND RELATED PURPOSES: BUSINESS OWNER shall use, and allow others to use, the Space and Leased Land
only for residential purposes and any activities related to residential use that were permitted by local zoning law
when the Lease was signed, as indicated in the attached Exhibit ZONING. BUSINESS OWNER shall not apply for
or support a change in the current zoning or permitted land use without the written permission of Sinai Grace CLT,
which permission shall not be unreasonably withheld.
4.2 BUSINESS OWNER MUST USE THE Space AND LEASED LAND RESPONSIBLY AND IN
COMPLIANCE WITH THE LAW: BUSINESS OWNER shall use the Space and Leased Land in a way that will
not cause harm to others or create any public nuisance. BUSINESS OWNER shall dispose of all waste in a safe and
sanitary
manner.
BUSINESS OWNER shall maintain all parts of the Space and Leased Land in safe, sound and habitable
-4condition, free of excessive damage and in full compliance with all laws and regulations, and in the condition that is
required to maintain the insurance coverage required by Section 9.4 of this Lease. Excessive damage is defined as
damages beyond normal wear and tear. Such excessive damage may be described as, but not necessarily be limited
to holes in walls, damaged or neglected floor coverings and capital systems, severely degenerated interior or exterior
painted surfaces, damage resulting from neglected capital systems or missing essential household fixtures that were
originally a part of the edifice. Determination of excessive damage value will be at the sole discretion of the SINAI
GRACE CLT and/or its agents. BUSINESS OWNER may appeal excessive damage value determinations to the
SINAI GRACE CLT Board of Trustees within 7 days of the determination. The Board of Trustees shall promptly
consider such an appeal and render its decision in writing to the BUSINESS OWNER. The decision of the Board of
Trustees shall be final for Sinai Grace CLT.
4.3 BUSINESS OWNER IS RESPONSIBLE FOR USE BY OTHERS: BUSINESS OWNER shall be responsible
for the use of the Space and Leased Land by all residents and visitors and anyone else using the Leased Land with
BUSINESS OWNER’s permission and shall make all such people aware of the restrictions on use set forth in this
Lease.
4.4 BUSINESS OWNER MUST OCCUPY THE Space FOR AT LEAST 9 MONTHS EACH YEAR: BUSINESS
OWNER shall occupy the Space for at least nine (9) months of each year of this Lease, unless otherwise agreed in
writing by SINAI GRACE CLT. Occupancy by BUSINESS OWNER’s child, spouse, domestic partner or other
persons approved by SINAI GRACE CLT shall be considered occupancy by BUSINESS OWNER. Neither
compliance with the occupancy requirement nor SINAI GRACE CLT’s permission for an extended period of nonoccupancy constitutes permission to sublease the Leased Land and Space, which is addressed in Section 4.5 below.
4.5 LEASED LAND MAY NOT BE SUBLEASED WITHOUT SINAI GRACE CLT’S WRITTEN PERMISSION.
Except as otherwise provided in Article 8 and Article 10, BUSINESS OWNER shall not sublease, sell or otherwise
convey any of BUSINESS OWNER’s rights under this Lease, for any period of time, without the written permission
of SINAI GRACE CLT. BUSINESS OWNER agrees that SINAI GRACE CLT shall have the right to withhold such
consent in order to further the purposes of this Lease.
If permission for sub-leasing is granted, the sublease shall be subject to the following conditions. a) Any
sublease shall be subject to all of the terms of this Lease. b) The rental or occupancy fee charged the sub-lessee shall
not be more than the amount of the Lease Fee charged the BUSINESS OWNER by the SINAI GRACE CLT, plus
an amount approved by SINAI GRACE CLT to cover BUSINESS OWNER’s costs in owning the Space, including
but not limited to the cost of taxes, insurance and mortgage interest, and such other items approved by Sinai Grace
CLT.
4.6 SINAI GRACE CLT HAS A RIGHT TO INSPECT THE LEASED LAND: The SINAI GRACE CLT may
inspect any part of the Leased Land except the interiors of fully enclosed buildings, at any reasonable time, after
notifying the BUSINESS OWNER at least 48 hours before the planned inspection. No more than one (1) regular
inspection may be carried out in a single year, except in the case of an emergency. In an emergency, the SINAI
GRACE CLT may inspect any part of the Leased Land except the interiors of fully enclosed buildings, after making
reasonable efforts to inform the BUSINESS OWNER before the inspection.
If the SINAI GRACE CLT has received an Intent-To-Sell Notice (as described in Section 10.4 below), then the
SINAI GRACE CLT has the right to inspect the interiors of all fully enclosed buildings to determine their condition

notifying the BUSINESS OWNER at least 48 hours before the planned inspection. No more than one (1) regular
inspection may be carried out in a single year, except in the case of an emergency. In an emergency, the SINAI
GRACE CLT may inspect any part of the Leased Land except the interiors of fully enclosed buildings, after making
reasonable efforts to inform the BUSINESS OWNER before the inspection.
If the SINAI GRACE CLT has received an Intent-To-Sell Notice (as described in Section 10.4 below), then the
SINAI GRACE CLT has the right to inspect the interiors of all fully enclosed buildings to determine their condition
prior to the sale. The SINAI GRACE CLT must notify the BUSINESS OWNER at least 24 hours before carrying
out such inspection.
4.7 BUSINESS OWNER HAS A RIGHT TO QUIET ENJOYMENT: BUSINESS OWNER has the right to quiet
enjoyment of the Leased Land.
ARTICLE 5: Lease Fee 5.1 AMOUNT OF LEASE FEE: The BUSINESS OWNER shall pay a monthly Lease Fee
in an amount equal to the sum of (a) a Land Use Fee of $40_to be paid in return for the continuing right to possess,
occupy and use the Leased Land, plus (b) a Repair Reserve Fee of $0 to be held by the SINAI GRACE CLT and
used for the purpose of preserving the physical quality of the Space for the long term in accordance with Section 7.6
below. SINAI GRACE CLT shall show BUSINESS OWNER how the Lease fee is calculated.
5.2 WHEN THE LEASE FEE IS TO BE PAID: The Lease Fee shall be payable to SINAI GRACE CLT on the first
day of each month for as long as this Lease remains in effect, unless the Lease Fee is to be escrowed and paid by a
Permitted Mortgagee, in which case payment shall be made as determined by that Mortgagee, but not less often than
once per year.
5.4 SINAI GRACE CLT MAY REDUCE OR SUSPEND THE LEASE FEE TO IMPROVE AFFORDABILITY:
SINAI GRACE CLT may reduce or suspend the total amount of the Lease Fee for a period of time for the purpose
of improving the affordability of the BUSINESS OWNER’s monthly housing costs. Any such reduction or
suspension must be in writing and signed by SINAI GRACE CLT.
5.5 FEES MAY BE INCREASED FROM TIME TO TIME: The SINAI GRACE CLT may increase the amount of
the Land Use Fee and/or the Repair Reserve Fee from time to time, but not more often than once every 5 years. Each
time such amounts are increased, the total percentage of increase since the date this Lease was signed shall not be
greater than the percentage of increase, over the same period of time, in the Consumer Price Index for urban wage
earners and clerical workers for the urban area in which the Leased Land is located, or, if none, for urban areas the
size of Wayne County.
5.6 LAND USE FEE WILL BE INCREASED IF RESTRICTIONS ARE REMOVED: If, for any reason, the
provisions of Article 10 regarding transfers of the Space or Sections 4.4 and 4.5 regarding occupancy and subleasing
are suspended or invalidated for any period of time, then during that time the Land Use Fee shall be

increased
to an amount calculated by SINAI GRACE CLT to equal the fair rental value of the Leased Land for use
-5not restricted by the suspended provisions. Such increase shall become effective upon SINAI GRACE CLT’s
written notice to BUSINESS OWNER. Thereafter, for so long as these restrictions are not reinstated in the Lease,
the SINAI GRACE CLT may, from time to time, further increase the amount of such Land Use Fee, provided that
the amount of the Land Use Fee does not exceed the fair rental value of the property, and provided that such
increases do not occur more often than once in every 2 years.
5.7 IF PAYMENT IS LATE, INTEREST CAN BE CHARGED: If the SINAI GRACE CLT has not received any
monthly installment of the Lease Fee on or before the date on which the such installment first becomes payable
under this Lease (the ―Due Date‖), the SINAI GRACE CLT may require BUSINESS OWNER to pay interest on the
unpaid amount from the Due Date through and including the date such payment or installment is received by SINAI
GRACE CLT, at a rate not to exceed a one-time late fee of $5.00 plus 1.5% compounded monthly (18% annually)
interest on the unpaid balance. Such interest shall be deemed additional Lease Fee and shall be paid by BUSINESS
OWNER to SINAI GRACE CLT upon demand; provided, however, that SINAI GRACE CLT shall waive any such
interest that would otherwise be payable to SINAI GRACE CLT if such payment of the Lease Fee is received by
SINAI GRACE CLT on or before the thirtieth (30th) day after the Due Date.
5.8 SINAI GRACE CLT CAN COLLECT UNPAID FEES WHEN Space IS SOLD: In the event that any amount of
payable Lease Fee remains unpaid when the Space is sold, the outstanding amount of payable Lease Fee, including
any interest as provided above, shall be paid to SINAI GRACE CLT out of any proceeds from the sale that would
otherwise be due to BUSINESS OWNER. The SINAI GRACE CLT shall have, and the BUSINESS OWNER
hereby consents to, a lien upon the Space for any unpaid Lease Fee. Such lien shall be prior to all other liens and
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5.8 SINAI GRACE CLT CAN COLLECT UNPAID FEES WHEN Space IS SOLD: In the event that any amount of
payable Lease Fee remains unpaid when the Space is sold, the outstanding amount of payable Lease Fee, including
any interest as provided above, shall be paid to SINAI GRACE CLT out of any proceeds from the sale that would
otherwise be due to BUSINESS OWNER. The SINAI GRACE CLT shall have, and the BUSINESS OWNER
hereby consents to, a lien upon the Space for any unpaid Lease Fee. Such lien shall be prior to all other liens and
encumbrances on the Space except (a) liens and encumbrances recorded before the recording of this Lease, (b)
Permitted Mortgages as defined in section 8.1 below; and (c) liens for real property taxes and other governmental
assessments or charges against the Space.
ARTICLE 6: Taxes and Assessments 6.1 BUSINESS OWNER IS RESPONSIBLE FOR PAYING ALL TAXES
AND ASSESSMENTS: BUSINESS OWNER shall pay directly, when due, all taxes and governmental assessments
that relate to the Space and the Leased Land (including any taxes relating to the SINAI GRACE CLT’s interest in
the Leased Land). In case BUSINESS OWNER fails to pay the taxes and governmental assessments, or any part
thereof, in a timely manner, BUSINESS OWNER shall also be responsible for paying any interest, penalties, late
fees or similar increases that attach to the principal amount as a result of BUSINESS OWNER’s failure to make
timely payments. As between BUSINESS OWNER and SINAI GRACE CLT, BUSINESS OWNER shall be
responsible for any interest, penalties, late fees or similar increases that are assessed as a result of a mortgagee’s
failure to make timely payment.
6.2 SINAI GRACE CLT WILL PASS ON ANY TAX BILLS IT RECEIVES TO BUSINESS OWNER: In the event
that the local taxing authority bills SINAI GRACE CLT for any portion of the taxes on the Space or Leased Land,
SINAI GRACE CLT shall pass the bill to BUSINESS OWNER and BUSINESS OWNER shall promptly pay this
bill.
6.3 BUSINESS OWNER HAS A RIGHT TO CONTEST TAXES: BUSINESS OWNER shall have the right to
contest the amount or validity of any taxes relating to the Space and Leased Land. Upon receiving a reasonable
request from BUSINESS OWNER for assistance in this matter, SINAI GRACE CLT shall join in contesting such
taxes. All costs of such proceedings shall be paid by BUSINESS OWNER.
6.4 IF BUSINESS OWNER FAILS TO PAY TAXES, SINAI GRACE CLT MAY INCREASE LEASE FEE: In the
event that BUSINESS OWNER fails to pay the taxes or other charges described in Section 6.1 above, SINAI
GRACE CLT may increase BUSINESS OWNER’s Lease Fee to offset the amount of taxes and other charges owed
by BUSINESS OWNER. Upon collecting any such amount, SINAI GRACE CLT shall pay the amount collected to
the taxing authority in a timely manner.
6.5 PARTY THAT PAYS TAXES MUST SHOW PROOF: When either party pays taxes relating to the Space or
Leased Land, that party shall furnish satisfactory evidence of the payment to the other party. A photocopy of a
receipt shall be sufficient proof of payment.

ARTICLE 7: The Space 7.1 BUSINESS OWNER OWNS THE HOUSE AND ALL OTHER IMPROVEMENTS
ON THE LEASED LAND: All structures, including the house, fixtures, and other improvements purchased,
constructed, or installed by the BUSINESS OWNER on any part of the Leased Land at any time during the term of
this Lease (collectively, the ―Space‖) shall be property of the BUSINESS OWNER. Title to the Space shall be and
remain vested in the BUSINESS OWNER. However, BUSINESS OWNER’s rights of ownership are limited by
certain provisions of this Lease, including provisions regarding the sale or leasing of the Space by the BUSINESS
OWNER and SINAI GRACE CLT’s option to purchase the Space. In addition, BUSINESS OWNER shall not
remove any part of the Space, including fixtures and appliances, from the Leased Land without SINAI GRACE
CLT’s prior written consent.
7.2 BUSINESS OWNER PURCHASES Space WHEN SIGNING LEASE: Upon the signing of this Lease,
BUSINESS OWNER is simultaneously purchasing the Space located at that time on the Leased Land, as described
in the Deed, a copy of which is attached to this Lease as Exhibit: DEED.
7.3 CONSTRUCTION CARRIED OUT BY BUSINESS OWNER MUST COMPLY WITH CERTAIN
REQUIREMENTS: Any construction in connection with the Space is permitted only if the following requirements
are met: (a) all costs shall be paid for by the BUSINESS OWNER; (b) all construction shall be performed in a
professional manner and shall comply with all applicable laws and regulations including Covenants, Conditions and
Restrictions of record of the date of this Lease; (c) all changes in the Space shall be consistent with the
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REQUIREMENTS: Any construction in connection with the Space is permitted only if the following requirements
are met: (a) all costs shall be paid for by the BUSINESS OWNER; (b) all construction shall be performed in a
professional manner and shall comply with all applicable laws and regulations including Covenants, Conditions and
Restrictions of record of the date of this Lease; (c) all changes in the Space shall be consistent with the
permitted uses described in Article 4; (d) the footprint, square-footage, or height of the house shall not be increased
-6and new structures shall not be built or installed on the Leased Land without the prior written consent of SINAI
GRACE CLT.
For any construction requiring SINAI GRACE CLT’s prior written consent, BUSINESS OWNER shall submit
a written request to the SINAI GRACE CLT. Such request shall include:
a) a written statement of the reasons for undertaking the construction; b) a set of drawings (floor plan and elevations)
showing the dimensions of the proposed construction; c) a list of the necessary materials, with quantities needed; d)
a statement of who will do the work; If the SINAI GRACE CLT finds it needs additional information it shall request
such information from BUSINESS OWNER within two weeks of receipt of BUSINESS OWNER’s request. The
SINAI GRACE CLT then, within two weeks of receiving all necessary information (including any additional
information it may have requested) shall give BUSINESS OWNER either its written consent or a written statement
of its reasons for not consenting. Before construction can begin, BUSINESS OWNER shall provide SINAI GRACE
CLT with copies of all necessary building permits, if not previously provided.
7.4 BUSINESS OWNER MAY NOT ALLOW STATUTORY LIENS TO REMAIN AGAINST LEASED LAND
OR Space: No lien of any type shall attach to the SINAI GRACE CLT’s title to the Leased Land. BUSINESS
OWNER shall not permit any statutory or similar lien to be filed against the Leased Land or the Space which
remains more than 60 days after it has been filed. BUSINESS OWNER shall take action to discharge such lien,
whether by means of payment, deposit, bond, court order, or other means permitted by law. If BUSINESS OWNER
fails to discharge such lien within the 60-day period, then BUSINESS OWNER shall immediately notify SINAI
GRACE CLT of such failure. SINAI GRACE CLT shall have the right to discharge the lien by paying the amount in
question. BUSINESS OWNER may, at BUSINESS OWNER’s expense, contest the validity of any such asserted
lien, provided BUSINESS OWNER has furnished a bond or other acceptable surety in an amount sufficient to
release the Leased Land from such lien. Any amounts paid by SINAI GRACE CLT to discharge such liens shall be
treated as an additional Lease Fee payable by BUSINESS OWNER upon demand.
7.5 BUSINESS OWNER IS RESPONSIBLE FOR SERVICES, MAINTENANCE AND REPAIRS: BUSINESS
OWNER hereby assumes responsibility for furnishing all services or facilities on the Leased Land, including but not
limited to heat, electricity, air conditioning, internet, sewer and water. SINAI GRACE CLT shall not be required to
furnish any services or facilities or to make any repairs to the Space. BUSINESS OWNER shall maintain the Space
and Leased Land as required by Section 4.2 above and shall see that all necessary repairs and replacements are
accomplished when needed.
7.7 WHEN LEASE ENDS, OWNERSHIP REVERTS TO SINAI GRACE CLT, WHICH SHALL REIMBURSE
BUSINESS OWNER: Upon the expiration or termination of this Lease, ownership of the Space shall revert to
SINAI GRACE CLT. Upon thus assuming title to the Space, SINAI GRACE CLT shall promptly pay an amount up
to the Purchase Option Price, less any outstanding Lease Fees due and any other amounts owed to the SINAI
GRACE CLT under the terms of this Lease, to the BUSINESS OWNER and Permitted Mortgagee(s), as follows:
FIRST, SINAI GRACE CLT shall pay any Permitted Mortgagee(s) the amount owed to such mortgagee(s) by
BUSINESS OWNER; SECOND, SINAI GRACE CLT shall pay the BUSINESS OWNER the balance of the
Purchase Option Price calculated in accordance with Article 10 below, as of the time of reversion of ownership, less
the total amount of any unpaid Lease Fee and any other amounts owed to the SINAI GRACE CLT under the terms
of this Lease. The BUSINESS OWNER shall be responsible for any costs necessary to clear any additional liens or
other charges related to the Space which may be assessed against the Space. If the BUSINESS OWNER fails to
clear such liens or charges, the balance due the BUSINESS OWNER shall also be reduced by the amount necessary
to release such liens or charges, including reasonable attorney fees incurred by the SINAI GRACE CLT.
ARTICLE 8: Financing 8.1 BUSINESS OWNER MAY MORTGAGE THE Space ONLY WITH SINAI GRACE
CLT’s PRIOR PERMISSION: The BUSINESS OWNER may mortgage the Space only with the prior written
permission of SINAI GRACE CLT. Any mortgage or deed of trust permitted in writing by SINAI GRACE CLT is

defined as a Permitted Mortgage, and the holder of such a mortgage or deed of trust is defined as a Permitted
Mortgagee. Should the BUSINESS OWNER enter into a mortgage, deed of trust or similar financing arrangement
without the prior written permission of Kulshan, it shall be void and shall have no force or effect.
8.2 BY SIGNING LEASE, SINAI GRACE CLT GIVES PERMISSION FOR ORIGINAL MORTGAGE. By
signing this Lease, SINAI GRACE CLT will treat any mortgage or deed of trust for the purpose of financing
BUSINESS OWNER’s purchase of the Space , as a Permitted Mortgage, effective on the day this Lease is recorded.
To be a Permitted Mortgage, the BUSINESS OWNER and the Mortgagee shall execute the Standard Permitted
Mortgage Agreement found in the EXHIBIT PERMITTED MORTGAGE, Part C, before closing. When the
Mortgagee shall execute the Standard Permitted Mortgage Agreement found in the EXHIBIT PERMITTED
MORTGAGE, Part C, before closing, then this paragraph shall also apply to any refinancing arrangement which
both the BUSINESS OWNER and the Mortgagee shall execute.
8.3 BUSINESS OWNER MUST GET SPECIFIC PERMISSION FOR REFINANCING OR OTHER
SUBSEQUENT MORTGAGES. If, at any time subsequent to the purchase of the Space and signing of the Lease,
the BUSINESS OWNER seeks a loan that is to be secured by a mortgage on the Space (to refinance an existing
Permitted Mortgage or to finance Space repairs or for any other purpose), BUSINESS OWNER must inform SINAI
GRACE CLT, in writing, of the proposed terms and conditions of such mortgage loan at least 15 business days prior
to the expected closing of the loan. The information to be provided to the SINAI GRACE CLT must include:
a. the name of the proposed lender;
b. BUSINESS OWNER’s reason for requesting the loan; c. the principal amount of the proposed loan and the total
-7mortgage debt that will result from the

combination of the loan and existing mortgage debt, if any; d. expected closing costs; e. the rate of interest; f.
the repayment schedule; g. a copy of the appraisal commissioned in connection with the loan request. SINAI
GRACE CLT may also require BUSINESS OWNER to submit additional information. SINAI GRACE CLT will
not permit such a mortgage loan if the loan increases BUSINESS OWNER’s total mortgage debt to an amount
greater than 80% of the then current Purchase Option Price, calculated in accordance with Article 10 below, or if the
terms of the transaction otherwise threaten the interests of either the BUSINESS OWNER or the SINAI GRACE
CLT.
8.4 SINAI GRACE CLT IS REQUIRED TO PERMIT A ―STANDARD PERMITTED MORTGAGE.‖ The SINAI
GRACE CLT shall be required to permit any mortgage for which the mortgagee has signed a ―Standard Permitted
Mortgage Agreement‖ as set forth in ―Exhibit: Permitted Mortgages, Part C,‖ and for which the loan secured thereby
does not increase BUSINESS OWNER’s total mortgage debt to an amount greater than 80% of the then current
Purchase Option Price, calculated in accordance with Article 10 below.
8.5 A PERMITTED MORTGAGEE HAS CERTAIN OBLIGATIONS UNDER THE LEASE. Any Permitted
Mortgagee shall be bound by each of the requirements stated in ―Exhibit: Permitted Mortgages, Part A, Obligations
of Permitted Mortgagee,‖ which is made a part of this Lease by reference, unless the particular requirement is
removed, contradicted or modified by a Rider to this Lease signed by the BUSINESS OWNER and the SINAI
GRACE CLT to modify the terms of the Lease during the term of the Permitted Mortgage.
8.6 A PERMITTED MORTGAGEE HAS CERTAIN RIGHTS UNDER THE LEASE. Any Permitted Mortgagee
shall have all of the rights and protections stated in ―Exhibit: Permitted Mortgages, Part B, Rights of Permitted
Mortgagee,‖ which is made a part of this Lease by reference.
8.7 IN THE EVENT OF FORECLOSURE, ANY PROCEEDS IN EXCESS OF THE PURCHASE OPTION PRICE
WILL GO TO SINAI GRACE CLT. BUSINESS OWNER and SINAI GRACE CLT recognize that it would be
contrary to the purposes of this agreement if BUSINESS OWNER could receive more than the Purchase Option
Price as the result of the foreclosure of a mortgage. Therefore, in the case of foreclosure or other involuntary sale,
BUSINESS OWNER hereby irrevocably assigns to SINAI GRACE CLT all net proceeds of sale of the Space that
would otherwise have been payable to BUSINESS OWNER and that exceed the amount of net proceeds that
BUSINESS OWNER would have received if the property had been sold for the Purchase Option Price, calculated as
described in Section 10.10 below. BUSINESS OWNER authorizes and instructs the Permitted Mortgagee, or any
party conducting any sale, to pay such excess amount directly to SINAI GRACE CLT. If, for any reason, such
excess amount is paid to BUSINESS OWNER, BUSINESS OWNER hereby agrees to promptly pay such amount to

BUSINESS OWNER hereby irrevocably assigns to SINAI GRACE CLT all net proceeds of sale of the Space that
would otherwise have been payable to BUSINESS OWNER and that exceed the amount of net proceeds that
BUSINESS OWNER would have received if the property had been sold for the Purchase Option Price, calculated as
described in Section 10.10 below. BUSINESS OWNER authorizes and instructs the Permitted Mortgagee, or any
party conducting any sale, to pay such excess amount directly to SINAI GRACE CLT. If, for any reason, such
excess amount is paid to BUSINESS OWNER, BUSINESS OWNER hereby agrees to promptly pay such amount to
SINAI GRACE CLT.
8.8 BUSINESS OWNER CAN NOT MORTGAGE Sinai Grace CLT’S INTEREST. BUSINESS OWNER agrees
that BUSINESS OWNER shall have no power to mortgage, pledge, hypothecate or otherwise encumber SINAI
GRACE CLT’s interest in the land leased to BUSINESS OWNER without the prior written permission of SINAI
GRACE CLT. Any attempt to mortgage, pledge, hypothecate or otherwise encumber SINAI GRACE CLT’S interest
in this leased land without the prior written permission of SINAI GRACE CLT shall be void.
ARTICLE 9: Liability, Insurance, Damage and Destruction, Eminent Domain 9.1 BUSINESS OWNER ASSUMES
ALL LIABILITY. BUSINESS OWNER assumes all responsibility and liability related to BUSINESS OWNER’s
possession, occupancy and use of the Leased Land.
9.2 BUSINESS OWNER MUST DEFEND SINAI GRACE CLT AGAINST ALL CLAIMS OF LIABILITY.
BUSINESS OWNER shall defend, indemnify and hold SINAI GRACE CLT harmless against all liability and
claims of liability for injury or damage to person or property from any cause on or about the Leased Land.
BUSINESS OWNER waives all claims against SINAI GRACE CLT for injury or damage on or about the Leased
Land. However, SINAI GRACE CLT shall remain liable for injury or damage due to the grossly negligent or
intentional acts or omissions of SINAI GRACE CLT or SINAI GRACE CLT’s agents or employees.
9.3 BUSINESS OWNER MUST REIMBURSE SINAI GRACE CLT. In the event the SINAI GRACE CLT shall be
required to pay any sum that is the BUSINESS OWNER’s responsibility or liability, the BUSINESS OWNER shall
reimburse the SINAI GRACE CLT for such payment and for reasonable expenses caused thereby.
9.4 BUSINESS OWNER MUST INSURE THE Space AGAINST LOSS AND MUST MAINTAIN LIABILITY
INSURANCE ON Space AND LEASED LAND. a) BUSINESS OWNER shall, at BUSINESS OWNER’s expense,
keep the Space continuously insured against ―all risks‖ of physical loss, using Insurance Services Office (ISO) Form
HO 00 03, or its equivalent, for the full replacement value of the Space, and in any event in an amount that will not
incur a coinsurance penalty. The amount of such insured replacement value must be approved by the SINAI
GRACE CLT prior to the commencement of the Lease. Thereafter, if the SINAI GRACE CLT determines that the
replacement value to be insured should be increased, the SINAI GRACE CLT shall inform the BUSINESS OWNER
of such required increase at least 30 days prior to the next date on which the insurance policy is to be renewed, and
the BUSINESS OWNER shall assure that the renewal includes such change. If BUSINESS OWNER wishes to
decrease the amount of replacement value to be insured, BUSINESS OWNER shall inform the SINAI GRACE CLT
of the proposed change at least 30 days prior to the time such change would take effect. The change shall not take
effect without SINAI GRACE CLT’s approval. SINAI GRACE CLT shall be named as an additional insured on all
policies of insurance required under this Lease and certificates of insurance shall be delivered to the SINAI GRACE
CLT prior to the commencement of the Lease and at each anniversary date thereof.
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OWNER shall keep in full force and effect flood insurance in the maximum amount available.

c) The BUSINESS OWNER shall also, at its sole expense, maintain in full force and effect public liability
insurance using ISO Form HO 00 03, or its equivalent, in the amount of $300,000.00 per occurrence and in the
aggregate. The SINAI GRACE CLT shall be named as an additional insured using ISO Form HO 04 41 or its
equivalent, and certificates of insurance shall be delivered to the SINAI GRACE CLT prior to the commencement of
the Lease and at each anniversary date thereof.
d) The dollar amounts of such coverage may be increased from time to time at the SINAI GRACE CLT’s
request but not more often than once in any one-year period. SINAI GRACE CLT shall inform the BUSINESS
OWNER of such required increase in coverage at least 30 days prior to the next date on which the insurance policy
is to be renewed, and the BUSINESS OWNER shall assure that the renewal includes such change. The amount of
such increase in coverage shall be based on current trends in BUSINESS OWNER’s liability insurance coverage in
the area in which the Space is located.
9.5 WHAT HAPPENS IF Space IS DAMAGED OR DESTROYED. Except as provided below, in the event of fire
or other damage to the Space, BUSINESS OWNER shall take all steps necessary to assure the repair of such

OWNER of such required increase in coverage at least 30 days prior to the next date on which the insurance policy
is to be renewed, and the BUSINESS OWNER shall assure that the renewal includes such change. The amount of
such increase in coverage shall be based on current trends in BUSINESS OWNER’s liability insurance coverage in
the area in which the Space is located.
9.5 WHAT HAPPENS IF Space IS DAMAGED OR DESTROYED. Except as provided below, in the event of fire
or other damage to the Space, BUSINESS OWNER shall take all steps necessary to assure the repair of such
damage and the restoration of the Space to its condition immediately prior to the damage. All such repairs and
restoration shall be completed as promptly as possible. BUSINESS OWNER shall also promptly take all steps
necessary to assure that the Leased Land is safe and that the damaged Space does not constitute a danger to persons
or property.
a) If BUSINESS OWNER, based on professional estimates, determines either (a) that full repair and restoration
is physically impossible, or (b) that the available insurance proceeds will pay for less than the full cost of necessary
repairs and that BUSINESS OWNER cannot otherwise afford to cover the balance of the cost of repairs, then
BUSINESS OWNER shall notify SINAI GRACE CLT of this problem, and SINAI GRACE CLT may then help to
resolve the problem. Methods used to resolve the problem may include efforts to increase the available insurance
proceeds, efforts to reduce the cost of necessary repairs, efforts to arrange affordable financing covering the costs of
repair not covered by insurance proceeds, and any other methods agreed upon by both BUSINESS OWNER and
SINAI GRACE CLT.
b) If BUSINESS OWNER and SINAI GRACE CLT cannot agree on a way of restoring the Space in the
absence of adequate insurance proceeds, then BUSINESS OWNER may give SINAI GRACE CLT written notice of
intent to terminate the Lease. The date of actual termination shall be no less than 60 days after the date of
BUSINESS OWNER’s notice of intent to terminate. Upon termination, any insurance proceeds payable to
BUSINESS OWNER for damage to the Space shall be paid as follows. FIRST, to the expenses of their collection;
SECOND, to any Permitted Mortgagee(s), to the extent required by the Permitted Mortgage(s); THIRD, to the
expenses of enclosing or razing the remains of the Space and clearing debris; FOURTH, to the SINAI GRACE CLT
for any amounts owed under this Lease; FIFTH, to the BUSINESS OWNER, up to an amount equal to the Purchase
Option Price, as of the day prior to the loss, less any amounts paid with respect to the second, third, and fourth
clauses above; SIXTH, the balance, if any, to the SINAI GRACE CLT.
9.6 WHAT HAPPENS IF SOME OR ALL OF THE LAND IS TAKEN FOR PUBLIC USE. a) If all of the Leased
Land is taken by eminent domain or otherwise for public purposes, or if so much of the Leased Land is taken that
the Space is lost or damaged beyond repair, the Lease shall terminate as of the date when BUSINESS OWNER is
required to give up possession of the Leased Land. Upon such termination, the entire amount of any award(s) paid
shall be allocated in the way described in Section 9.5 above for insurance proceeds.
b) In the event of a taking of a portion of the Leased Land that does not result in damage to the Space or
significant reduction in the usefulness or desirability of the Leased Land for residential purposes, then any monetary
compensation for such taking shall be allocated entirely to SINAI GRACE CLT.
c) In the event of a taking of a portion of the Leased Land that results in damage to the Space only to such an
extent that the Space can reasonably be restored to a residential use consistent with this Lease, then the damage shall
be treated as damage is treated in Section 9.5 above, and monetary compensation shall be allocated as insurance
proceeds are to be allocated under Section 9.5.
9.7 IF PART OF THE LAND IS TAKEN, THE LEASE FEE MAY BE REDUCED. In the event of any taking that
reduces the size of the Leased Land but does not result in the termination of the Lease, SINAI GRACE CLT shall
reassess the fair rental value of the remaining Land and shall adjust the Lease Fee if necessary to assure that the
monthly fee does not exceed the monthly fair rental value of the Land for use as restricted by the Lease.
9.8 IF LEASE IS TERMINATED BY DAMAGE, DESTRUCTION OR TAKING, SINAI GRACE CLT WILL
TRY TO HELP BUSINESS OWNER BUY ANOTHER SINAI GRACE CLT Space. If this Lease is terminated as a
result of damage, destruction or taking, SINAI GRACE CLT shall take reasonable steps to allow BUSINESS
OWNER to purchase another Space on another parcel of leased land owned by SINAI GRACE CLT if such Space
can reasonably be made available. If BUSINESS OWNER purchases such a Space, BUSINESS OWNER agrees to
apply any proceeds or award received by BUSINESS OWNER to the purchase of the Space. BUSINESS OWNER
understands that there are numerous reasons why it may not be possible to make such a Space available, and shall
have no claim against SINAI GRACE CLT if such a Space is not made available.

apply any proceeds or award received by BUSINESS OWNER to the purchase of the Space. BUSINESS OWNER
understands that there are numerous reasons why it may not be possible to make such a Space available, and shall
have no claim against SINAI GRACE CLT if such a Space is not made available.
ARTICLE 10: Transfer of the Space
10.1 INTENT OF THIS ARTICLE IS TO PRESERVE AFFORDABILITY: BUSINESS OWNER and SINAI
GRACE CLT agree that the provisions of this Article 10 are intended to preserve the affordability of the Space for
lower income households and expand access to BUSINESS OWNERship opportunities for such households.

10.2
-9- BUSINESS OWNER MAY TRANSFER Space ONLY TO SINAI GRACE CLT OR QUALIFIED PERSONS:
a) BUSINESS OWNER may transfer the Space only to the SINAI GRACE CLT or an Income-Qualified Person as
defined below or otherwise only as explicitly permitted by the provisions of this Article 10. All such transfers are to
be completed only in strict compliance with this Article 10. Any purported transfer that does not follow the
procedures set forth below, except in the case of a transfer to a Permitted Mortgagee in lieu of foreclosure, shall be
null and void.
b) ―Income-Qualified Person‖ shall mean a person or group of persons whose household income does not
exceed eighty percent (80%) of the median household income for the applicable Standard Metropolitan Statistical
Area or County as calculated and adjusted for household size from time to time by the U.S. Department of Housing
and Urban Development (HUD) or any successor. 10.3 THE Space MAY BE TRANSFERRED TO CERTAIN
HEIRS OF BUSINESS OWNER: If BUSINESS OWNER dies (or if the last surviving co-owner of the Space dies),
the executor or personal representative of BUSINESS OWNER’s estate shall notify SINAI GRACE CLT within
ninety (90) days of the date of the death. Upon receiving such notice SINAI GRACE CLT shall consent to a transfer
of the Space and BUSINESS OWNER’s rights to the Leased Land to one or more of the possible heirs of
BUSINESS OWNER listed below as ―a,‖ ―b,‖ or ―c,‖ provided that a Letter of Agreement and a Letter of Attorney’s
Acknowledgment (as described in Article 1 above) are submitted to SINAI GRACE CLT to be attached to the Lease
when it is transferred to the heirs.
a) the spouse of the BUSINESS OWNER; or b) the natural or adopted child or children of the BUSINESS OWNER;
or c) member(s) of the BUSINESS OWNER’s household who have resided in the Space for at least one year
immediately prior to BUSINESS OWNER’s death. Any other heirs, legatees or devisees of BUSINESS
OWNER, in addition to submitting Letters of Agreement and Attorney’s Acknowledgment as provided above, must
demonstrate to SINAI GRACE CLT’s satisfaction that they are Income-Qualified Persons as defined above. If they
cannot demonstrate that they are Income-Qualified Persons, they shall not be entitled to possession of the Space but
must transfer the Space in accordance with the provisions of this Article.
10.4 BUSINESS OWNER MUST GIVE NOTICE OF INTENT TO SELL: In the event that BUSINESS OWNER
wishes to sell BUSINESS OWNER’s Property, BUSINESS OWNER shall notify SINAI GRACE CLT, in writing,
of such wish (the Intent-to-Sell Notice). This Notice shall include a statement as to whether BUSINESS OWNER
wishes to recommend a prospective buyer as of the date of the Notice.
10.5 UPON RECEIVING NOTICE, SINAI GRACE CLT HAS AN OPTION TO PURCHASE THE Space. a) Upon
receipt of an Intent-to-Sell Notice from BUSINESS OWNER, SINAI GRACE CLT shall have the option to
purchase the Space at the Purchase Option Price calculated as set forth below. The Purchase Option Price is
designed to further the purpose of preserving the affordability of the Space for succeeding Income-Qualified Persons
while taking fair account of the investment by the BUSINESS OWNER.
b) If SINAI GRACE CLT elects to purchase the Space, SINAI GRACE CLT shall exercise the Purchase Option
by notifying BUSINESS OWNER, in writing, of such election (the Notice of Exercise of Option) within forty-five
(45) days of the receipt of the Intent-to-Sell Notice, or the Option shall expire. Having given such notice, SINAI
GRACE CLT may either proceed to purchase the Space directly or may assign the Purchase Option to an IncomeQualified Person.
c) The purchase (by SINAI GRACE CLT or SINAI GRACE CLT’s assignee) must be completed within sixty
(60) days of SINAI GRACE CLT’s Notice of Exercise of Option, or BUSINESS OWNER may sell the Space and
BUSINESS OWNER’s rights to the Leased Land as provided in Section 10.7 below. The time permitted for the
completion of the purchase may be extended by mutual agreement of SINAI GRACE CLT and BUSINESS
OWNER.
d) BUSINESS OWNER may recommend to SINAI GRACE CLT a prospective buyer who is an IncomeQualified Person and is prepared to submit Letters of Agreement and Attorney’s Acknowledgement indicating

BUSINESS OWNER’s rights to the Leased Land as provided in Section 10.7 below. The time permitted for the
completion of the purchase may be extended by mutual agreement of SINAI GRACE CLT and BUSINESS
OWNER.
d) BUSINESS OWNER may recommend to SINAI GRACE CLT a prospective buyer who is an IncomeQualified Person and is prepared to submit Letters of Agreement and Attorney’s Acknowledgement indicating
informed acceptance of the terms of this Lease. SINAI GRACE CLT shall make reasonable efforts to arrange for the
assignment of the Purchase Option to such person, unless SINAI GRACE CLT determines that its charitable
mission is better served by retaining the Space for another purpose or transferring the Space to another party.
10.6 IF PURCHASE OPTION EXPIRES, BUSINESS OWNER MAY SELL ON CERTAIN TERMS: If the
Purchase Option has expired or if SINAI GRACE CLT has failed to complete the purchase within the sixty-day
period allowed by Section 10.5 above, BUSINESS OWNER may sell the Space to any Income-Qualified Person for
not more than the then applicable Purchase Option Price. If BUSINESS OWNER has made diligent efforts to sell
the Space for at least six months after the expiration of the Purchase Option (or six months after the expiration of
such sixty-day period) and the Space still has not been sold, BUSINESS OWNER may then sell the Space, for a
price no greater than the then applicable Purchase Option Price plus an amount allowing for repayment of the
principal and accrued interest, if any, of all indebtedness owed to the City of Bellingham and the Federal Space
Loan Bank, to any party regardless of whether that party is an Income-Qualified Person.
10.7 AFTER ONE YEAR SINAI GRACE CLT SHALL HAVE POWER OF ATTORNEY TO CONDUCT SALE:
If SINAI GRACE CLT does not exercise its option and complete the purchase of BUSINESS OWNER’s Property
as described above, and if BUSINESS OWNER (a) is not then residing in the Space and (b) continues to hold
BUSINESS OWNER’s Property out for sale but is unable to locate a buyer and execute a binding purchase and sale
agreement within one year of the date of the Intent to Sell Notice, BUSINESS OWNER does hereby irrevocably
appoint SINAI GRACE CLT its attorney in fact to seek a buyer, negotiate a reasonable price that furthers the
purposes of this Lease, sell the property, and pay to the BUSINESS OWNER the proceeds of sale, minus SINAI
GRACE CLT’s costs of sale and any other sums owed SINAI GRACE CLT by BUSINESS OWNER. Such
appointment and power of attorney shall be effective as of the date one year (365 days) after the date of the Intent to
Sell Notice. If the power of Attorney granted by this section becomes effective, it shall divest BUSINESS OWNER
of the power to sell the Space.
10.8
-10-PURCHASE OPTION PRICE EQUALS LESSER OF APPRAISED VALUE OF BUSINESS OWNER’S
OWNERSHIP INTEREST OR FORMULA PRICE: In no event may the Space be sold for a price that exceeds the
Purchase Option Price. The Purchase Option Price shall be the lesser of (a) the Appraised Value of BUSINESS
OWNER’s Ownership Interest at Resale calculated in accordance with Section 10.9 below or (b) the Formula Price
calculated in accordance with Section 10.10 below plus an amount allowing for repayment of the principal and
accrued interest, if any, of all indebtedness owed to the City of Bellingham and the Federal Space Loan Bank. If
SINAI GRACE CLT does not choose to commission an appraisal to determine the appraised value of BUSINESS
OWNER’s Ownership Interest, then the Purchase Option Price shall be the Formula Price plus an amount allowing
for repayment of the principal and accrued interest, if any, of all indebtedness owed to the City of Bellingham and
the Federal Space Loan Bank.
10.9 HOW THE VALUE OF BUSINESS OWNER’S OWNERSHIP INTEREST IS DETERMINED: a) If SINAI
GRACE CLT believes that the value of BUSINESS OWNER’s Ownership Interest at Resale may be less than the
Formula Price, SINAI GRACE CLT may, within 10 days of receiving BUSINESS OWNER’s Notice of Intent to
Sell, commission a market valuation of the Leased Land and the Space to be performed by a duly licensed appraiser
acceptable to SINAI GRACE CLT and BUSINESS OWNER. SINAI GRACE CLT shall pay the cost of such
Appraisal. The Appraisal shall be conducted by analysis and comparison of comparable properties as though title to
Land and Space were held in fee simple absolute by a single party, disregarding all of the restrictions of this Lease
on the use, occupancy and transfer of the property. Copies of the Appraisal are to be provided to both SINAI
GRACE CLT and BUSINESS OWNER.
b) SINAI GRACE CLT and BUSINESS OWNER agree that, at the time when BUSINESS OWNER purchased
the Space and executed the Lease with the SINAI GRACE CLT, the appraised market value of the Space and
Leased Land was $_______ (the ―Initial Value), as documented by the appraiser’s report attached to this Lease as
Exhibit INITIAL APPRAISAL. SINAI GRACE CLT and BUSINESS OWNER further agree that BUSINESS
OWNER’s Base Price was $ ________, and that this amount equals ___% of the Initial Value (the Ratio of Base
Price to Initial Value)
10.10 HOW THE FORMULA PRICE IS CALCULATED: a) The Formula Price shall be equal to the amount of

the Space and executed the Lease with the SINAI GRACE CLT, the appraised market value of the Space and
Leased Land was $_______ (the ―Initial Value), as documented by the appraiser’s report attached to this Lease as
Exhibit INITIAL APPRAISAL. SINAI GRACE CLT and BUSINESS OWNER further agree that BUSINESS
OWNER’s Base Price was $ ________, and that this amount equals ___% of the Initial Value (the Ratio of Base
Price to Initial Value)
10.10 HOW THE FORMULA PRICE IS CALCULATED: a) The Formula Price shall be equal to the amount of
BUSINESS OWNER’s Base Price (which SINAI GRACE CLT and BUSINESS OWNER agree is $_______) plus
1.50% simple interest annually, plus a credit for Qualified Capital Improvements, as stated below, if applicable, plus
a credit for Capital Systems Replacement, as stated below, if applicable, minus Excessive Damage Value, as defined
in Section 4.2, if applicable, minus deferred maintenance and neglect value, if applicable. The Formula Price is not a
guarantee of the actual sales price. The Formula Price only caps the amount the Space can be sold for.
b) Credit for Qualified Capital Improvements: For the purpose of obtaining credit under this section, only
the addition of livable space (bedroom, bathroom, finished basement, finished attic space, porch or deck, the
addition of a garage (either attached or detached)) shall be considered a Qualified Capital Improvement. In order to
receive credit for a Qualified Capital Improvement, and prior to commencing construction, BUSINESS OWNER
must submit to SINAI GRACE CLT a) detailed plans for the proposed construction, b) an itemization of the
expected costs for the proposed construction and c) copies of any permits required by law for the proposed
construction. An agreement must be reached between the BUSINESS OWNER and SINAI GRACE CLT regarding
the scope of the proposed construction and a reasonable timeframe within which construction should be completed.
The final decision regarding this agreement will be made by the SINAI GRACE CLT Board of Trustees or its
designee. In reaching the decision, SINAI GRACE CLT will consider, among other issues, the future affordability
of the improvements. Said agreement must be signed, duly notarized and shall become a legal attachment to the
lease. Except for Capital Systems Replacement, all other construction shall be considered maintenance rather than
capital improvement and the cost of such other construction shall not be eligible for credit under this section.
Provided all conditions of this paragraph and the agreement between SINAI GRACE CLT and BUSINESS OWNER
described herein are met, 50% of the cost of the qualified Capital Improvement, as agreed upon by the SINAI
GRACE CLT and BUSINESS OWNER, not including any costs which were or could have been paid with insurance

proceeds, shall qualify for the Capital Improvement Credit.
c) Credit for Capital Systems Replacement: For the purpose of qualifying as a Capital Systems Replacement
the roof, plumbing (excluding fixtures), foundation, electrical (excluding fixtures), heating, sewer line, insulation, or
windows, shall be considered Capital Systems if at least fifty percent (50%) of the Capital System is replaced and
the new Capital System must have an expected life-span of at least 30 (thirty) years. The addition of alternative
energy production system(s) shall qualify for credit under this passage. In order to receive a credit for Capital
Systems Replacement, BUSINESS OWNER must consult with SINAI GRACE CLT prior to replacing a Capital
System and agreement must be reached between BUSINESS OWNER and SINAI GRACE CLT regarding the scope
and cost of the proposed Replacement. The intention of this credit is to encourage and create incentives for
BUSINESS OWNERs to maintain the functionality of these systems and to increase the quality of energy efficiency,
durability and ease of maintenance over time while simultaneously maintaining affordability. Provided all
conditions of this paragraph and the agreement between SINAI GRACE CLT and BUSINESS OWNER described
herein are met, the following payment schedule shall apply:
# of Years Between Capital System Replacement & Sale
50% 0%

<10 Years Between 10 – 20 Years More than 20 Years % of Cost to be Credited 100%

Any costs that were or could have been paid with insurance proceeds, shall not qualify for the Capital Improvement
Credit. The final decision regarding this agreement will be made by the SINAI GRACE CLT Board of Trustees or
its designee. BUSINESS OWNER shall be responsible for obtaining any permits required by law for a proposed
Replacement and furnish such permits to the SINAI GRACE CLT. Said agreement must be signed, duly notarized
and shall become a legal attachment to the lease.
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Replacement of less than fifty percent (50%) of any Capital System will be considered repair and the cost of such a
repair will not be eligible for credit under this section.
Consideration for Durable and Green Materials: In determining the amount of both credit for Capital
Improvements and for Capital Systems Replacement special consideration will be made for materials that may cost
more but offer longer durability and/or for ―green‖ building materials in recognition that these materials extend the
life of the house and save valuable resources. The meaning of ―durable‖ or ―green‖ will be determined by the SINAI
GRACE CLT.
10.11 QUALIFIED PURCHASER SHALL RECEIVE NEW LEASE: The SINAI GRACE CLT shall issue a new
lease to any person who purchases the Space in accordance with the terms of this Article 10. The terms of such lease
shall be the same as those of new leases issued to Spacebuyers at that time for land not previously leased by the
SINAI GRACE CLT.
10.12 PURCHASER MAY BE CHARGED A TRANSFER FEE. In the event that BUSINESS OWNER sells the
Space to a party other than the SINAI GRACE CLT (whether directly to such party or as a result of SINAI GRACE
CLT’s assignment of its Purchase Option to such party), the price to be paid by such purchaser shall include in
addition to the Purchase Option Price, at the discretion of the SINAI GRACE CLT, a transfer fee to compensate the
SINAI GRACE CLT for carrying out its responsibilities with regard to the transaction. The amount of the transfer
fee shall be no more than 6% of the Purchase Option Price.
10.13 BUSINESS OWNER REQUIRED TO MAKE NECESSARY REPAIRS AT TRANSFER. The BUSINESS
OWNER is required to make necessary repairs when she voluntarily transfers the Space as follows:
a) The person purchasing the Space (―Buyer‖) shall, prior to purchasing the Space, hire at her sole expense
a building inspector with a current Space Inspector license from the American Society of Space Inspectors [licensing
agency] to assess the condition of the Space and prepare a written report of the condition (―Inspection Report‖). The
BUSINESS OWNER shall cooperate fully with the inspection. b) The Buyer shall provide a copy of the Inspection
Report to Buyer’s lender (if any), the BUSINESS OWNER, and
the SINAI GRACE CLT within 10 days after receiving the Inspection Report. c) BUSINESS OWNER shall
repair specific reported defects or conditions necessary to bring the Space into full
compliance with Sections 4.2 and 7.5 above prior to transferring the Space. d) BUSINESS OWNER shall bear
the full cost of the necessary repairs and replacements. However, upon
BUSINESS OWNER’s written request, the SINAI GRACE CLT may allow the BUSINESS OWNER to pay all or a
portion of the repair costs at or after transfer, from BUSINESS OWNER’s proceeds of sale, if BUSINESS OWNER
cannot afford to pay such costs prior to the transfer. If repairs are to be completed after closing, 150% of the unpaid
estimated cost of repairs shall be withheld from BUSINESS OWNER’s proceeds of sale in a SINAI GRACE CLT approved escrow account. BUSINESS OWNER shall allow SINAI GRACE CLT, Buyer, and Buyer’s building
inspector and lender’s representative to inspect the repairs when complete to determine that the repairs have been
satisfactorily completed, at which time the funds in escrow for these repairs shall be released to SINAI GRACE
CLT in order to pay contractors. Escrowed moneys beyond that needed to pay contractors for these repairs shall be
released by SINAI GRACE CLT to the former BUSINESS OWNER. e) Upon sale or other transfer, BUSINESS
OWNER shall either (i) transfer the Space with all originally purchased
appliances or replacements in the Space in good working order or (ii) reduce the Purchase Option Price by the
market value of any such appliances that are not left with the Space in good working order.
ARTICLE 11: RESERVED
ARTICLE 12: DEFAULT 12.1 WHAT HAPPENS IF BUSINESS OWNER FAILS TO MAKE PAYMENTS TO
THE SINAI GRACE CLT THAT ARE REQUIRED BY THE LEASE: It shall be an event of default if BUSINESS
OWNER fails to pay the Lease Fee or other charges required by the terms of this Lease and such failure is not cured

by BUSINESS OWNER or a Permitted Mortgagee within thirty (30) days after notice of such failure is given by
SINAI GRACE CLT to BUSINESS OWNER and Permitted Mortgagee. However, if BUSINESS OWNER makes a
good faith partial payment of at least two-thirds (2/3) of the amount owed during the 30-day cure period, then the
cure period shall be extended by an additional 30 days, up to a maximum of 360 days.
12.2 WHAT HAPPENS IF BUSINESS OWNER VIOLATES OTHER (NON-MONETARY) TERMS OF THE
LEASE: It shall be an event of default if BUSINESS OWNER fails to abide by any other requirement or restriction
stated in this Lease, and such failure is not cured by BUSINESS OWNER or a Permitted Mortgagee within sixty
(60) days after notice of such failure is given by SINAI GRACE CLT to BUSINESS OWNER and Permitted
Mortgagee. However, if BUSINESS OWNER or Permitted Mortgagee has begun to cure such default within the 60day cure period and is continuing such cure with due diligence but cannot complete the cure within the 60-day cure
period, the cure period shall be extended for as much additional time as may be reasonably required to complete the
cure. SINAI GRACE CLT shall be sole judge of how much additional time shall be reasonable.
12.3 WHAT HAPPENS IF BUSINESS OWNER DEFAULTS AS A RESULT OF JUDICIAL PROCESS: It shall
be an event of default if the estate hereby created is taken on execution or by other process of law, or if BUSINESS
OWNER is judicially and involuntarily declared bankrupt or insolvent according to law, or if a receiver, trustee in
involuntary bankruptcy or other similar officer is appointed to take charge of any substantial part of the Space or
BUSINESS OWNER’s interest in the Leased Land by a court of competent jurisdiction, or if a petition is filed
involuntarily against BUSINESS OWNER under any provisions of the Bankruptcy Act now in effect or hereafter
enacted.
12.4 A DEFAULT (UNCURED VIOLATION) GIVES SINAI GRACE CLT THE RIGHT TO TERMINATE THE
LEASE OR EXERCISE ITS PURCHASE OPTION:
a) TERMINATION: In the case of any of the events of default described above in Article 12 of this lease, SINAI
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GRACE CLT may terminate this lease and initiate summary proceedings under applicable law against BUSINESS
OWNER, and SINAI GRACE CLT shall have all the rights and remedies consistent with such laws and resulting
court orders to enter the Leased Land and Space with 24 hour notice and repossess the entire Leased Land and
Space, and expel BUSINESS OWNER and those claiming rights through BUSINESS OWNER. In addition, SINAI
GRACE CLT shall have such additional rights and remedies to recover from BUSINESS OWNER arrears of rent
and damages from any preceding breach of any covenant of this Lease. If this Lease is terminated by SINAI
GRACE CLT pursuant to an Event of Default, then, as provided in Section 7.7 above, upon thus assuming title to
the Space, SINAI GRACE CLT shall pay to BUSINESS OWNER and any Permitted Mortgagee an amount equal to
the Purchase Option Price calculated in accordance with Section 10.9 above, as of the time of reversion of
ownership, less the total amount of any unpaid Lease Fee and any other amounts owed to the SINAI GRACE CLT
under the terms of this Lease and all reasonable costs (including reasonable attorneys’ fees) incurred by SINAI
GRACE CLT in pursuit of its remedies under this Lease.

If SINAI GRACE CLT elects to terminate the Lease, then the Permitted Mortgagee shall have the right (subject
to Article 8 above and the attached Exhibit: Permitted Mortgages) to postpone and extend the specified date for the
termination of the Lease for a period sufficient to enable the Permitted Mortgagee or its designee to acquire
BUSINESS OWNER’s interest in the Space and the Leased Land by foreclosure of its mortgage or otherwise. b)
EXERCISE OF OPTION: In the case of any of the events of default described above, BUSINESS OWNER hereby
grants to the SINAI GRACE CLT (or its assignee) the option to purchase the Space for the Purchase Option Price as
such price is defined in Article 10 above. Within thirty (30) days after the expiration of any applicable cure period as
established in Sections 12.1 or 12.2 above or within 30 days after any of the events constituting an Event of Default
under Section 12.3 above, SINAI GRACE CLT shall notify the BUSINESS OWNER and the Permitted
Mortgagee(s) of its decision to exercise its option to purchase under this Section 12.4(b). Not later than ninety (90)
days after the SINAI GRACE CLT gives notice to the BUSINESS OWNER of the SINAI GRACE CLT’s intent to
exercise its option under this Section 12.4(a), the SINAI GRACE CLT or its assignee shall purchase the Space for
the Purchase Option Price.
12.5 WHAT HAPPENS IF SINAI GRACE CLT DEFAULTS: SINAI GRACE CLT shall in no event be in default
in the performance of any of its obligations under the Lease unless and until SINAI GRACE CLT has failed to
perform such obligations within sixty (60) days, or such additional time as is reasonably required to correct any

days after the SINAI GRACE CLT gives notice to the BUSINESS OWNER of the SINAI GRACE CLT’s intent to
exercise its option under this Section 12.4(a), the SINAI GRACE CLT or its assignee shall purchase the Space for
the Purchase Option Price.
12.5 WHAT HAPPENS IF SINAI GRACE CLT DEFAULTS: SINAI GRACE CLT shall in no event be in default
in the performance of any of its obligations under the Lease unless and until SINAI GRACE CLT has failed to
perform such obligations within sixty (60) days, or such additional time as is reasonably required to correct any
default, after notice by BUSINESS OWNER to SINAI GRACE CLT properly specifying SINAI GRACE CLT’s
failure to perform any such obligation.
ARTICLE 13: Mediation and Arbitration 13.1 Nothing in this Lease shall be construed as preventing the parties
from utilizing any process of mediation or arbitration in which the parties agree to engage for the purpose of
resolving a dispute, but engaging in mediation or arbitration shall not be required as a condition of exercising any
rights under this Lease.
13.2 BUSINESS OWNER and SINAI GRACE CLT shall each pay one half (50%) of any costs incurred in carrying
out mediation or arbitration in which the parties have agreed to engage.
ARTICLE 14: GENERAL PROVISIONS
14.1 BUSINESS OWNER’S MEMBERSHIP IN SINAI GRACE CLT: The BUSINESS OWNER under this Lease
shall automatically be a regular voting member of the SINAI GRACE CLT.
14.2 NOTICES: Whenever this Lease requires either party to give notice to the other, the notice shall be given in
writing and delivered in person or mailed, by certified or registered mail, return receipt requested, to the party at the
address set forth below, or such other address designated by like written notice: If to SINAI GRACE CLT: Sinai
Grace Community Land Trust (name of SINAI GRACE CLT)
with a copy to: Raas, Johnsen & Stuen (SINAI GRACE CLT’s attorney) If to BUSINESS
OWNER:_______________________ (name of BUSINESS OWNER) All notices, demands and requests shall be
effective upon being deposited in the United States Mail or, in the case of personal delivery, upon actual receipt. If
the United States Mail no longer exists, or no longer offers such services as certified or registered mail, then delivery
may be made by any commercial service where delivery to the BUSINESS OWNER is recorded and proof of
delivery is verified by such commercial service.
14.3 NO BROKERAGE: BUSINESS OWNER warrants that it has not dealt with any real estate broker other than
__________________ in connection with the purchase of the Space. If any claim is made against SINAI GRACE
CLT regarding dealings with brokers other than _________________, BUSINESS OWNER shall defend SINAI
GRACE CLT against such claim with counsel of SINAI GRACE CLT’s selection and shall reimburse SINAI
GRACE CLT for any loss, cost or damage which may result from such claim.
14.4 SEVERABILITY AND DURATION OF LEASE: If any part of this Lease is unenforceable or invalid, such
material shall be read out of this Lease and shall not affect the validity of any other part of this Lease or give rise to
any cause of action of BUSINESS OWNER or SINAI GRACE CLT against the other, and the remainder of this
Lease shall be valid and enforced to the fullest extent permitted by law. It is the intention of the parties that SINAI
GRACE CLT’s option to purchase and all other rights of both parties under this Lease shall continue in effect for the
full term of this Lease and any renewal thereof, and shall be considered to be coupled with an interest. In the event
any such option or right shall be construed to be subject to any rule of law limiting the duration of such option or
right, the time period for the exercising of such option or right shall be construed to expire twenty (20) years after
the death of the last survivor of the following persons: any of the class of children living as of the date of this Lease
14.5 RIGHT OF FIRST REFUSAL IN LIEU OF OPTION: If the provisions of the purchase option set forth in
Article 10 of this Lease shall, for any reason, become unenforceable, SINAI GRACE CLT shall nevertheless have a
right of first refusal to purchase the Space at the highest documented bona fide purchase price offer made to
BUSINESS OWNER. Such right shall be as specified in Exhibit FIRST REFUSAL. Any sale or transfer contrary to
-13-Section, when applicable, shall be null and void.
this

14.6 WAIVER: a) The waiver by SINAI GRACE CLT at any time of any requirement or restriction in this Lease,
or the failure of SINAI GRACE CLT to take action with respect to any breach of any such requirement or
restriction, shall not be deemed to be a waiver of such requirement or restriction with regard to any subsequent
breach of such requirement or restriction, or of any other requirement or restriction in the Lease. SINAI GRACE
CLT may grant waivers in the terms of this Lease, but such waivers must be in writing and signed by SINAI
GRACE CLT before being effective.
b) The subsequent acceptance of Lease Fee payments by SINAI GRACE CLT shall not be deemed to be a

or the failure of SINAI GRACE CLT to take action with respect to any breach of any such requirement or
restriction, shall not be deemed to be a waiver of such requirement or restriction with regard to any subsequent
breach of such requirement or restriction, or of any other requirement or restriction in the Lease. SINAI GRACE
CLT may grant waivers in the terms of this Lease, but such waivers must be in writing and signed by SINAI
GRACE CLT before being effective.
b) The subsequent acceptance of Lease Fee payments by SINAI GRACE CLT shall not be deemed to be a
waiver of any preceding breach by BUSINESS OWNER of any requirement or restriction in this Lease, other than
the failure of the BUSINESS OWNER to pay the particular Lease Fee so accepted, regardless of SINAI GRACE
CLT’s knowledge of such preceding breach at the time of acceptance of such Lease Fee payment.
14.7 SINAI GRACE CLT’S RIGHT TO PROSECUTE OR DEFEND: SINAI GRACE CLT shall have the right,
but shall have no obligation, to prosecute or defend, in its own or the BUSINESS OWNER’s name, any actions or
proceedings appropriate to the protection of its own or BUSINESS OWNER’s interest in the Leased Land.
Whenever requested by SINAI GRACE CLT, BUSINESS OWNER shall give SINAI GRACE CLT all reasonable
aid in any such action or proceeding.
14.8 CONSTRUCTION: Whenever in this Lease a pronoun is used it shall be construed to represent either the
singular or the plural, masculine or feminine, as the case shall demand.
14.9 HEADINGS AND TABLE OF CONTENTS: The headings, subheadings and table of contents appearing in
this Lease are for convenience only, and are not a part of this Lease and do not in any way limit or amplify the terms
or conditions of this Lease.
14.10 PARTIES BOUND: This Lease sets forth the entire agreement between SINAI GRACE CLT and
BUSINESS OWNER with respect to the leasing of the Land; it is binding upon and inures to the benefit of these
parties and, in accordance with the provisions of this Lease, their respective successors in interest. This Lease may
be altered or amended only by written notice executed by SINAI GRACE CLT and BUSINESS OWNER or their
legal representatives or, in accordance with the provisions of this Lease, their successors in interest.
14.11 GOVERNING LAW: This Lease shall be interpreted in accordance with and governed by the laws of
Michigan. The language in all parts of this Lease shall be, in all cases, construed according to its fair meaning and
not strictly for or against SINAI GRACE CLT or BUSINESS OWNER. Both parties have had the benefit of counsel
of their own choosing in the negotiation and execution of this Lease.
14.12 RECORDING: The parties agree, as an alternative to the recording of this Lease, to execute a so-called Notice
of Lease or Short Form Lease in form recordable and complying with applicable law and reasonably satisfactory to
SINAI GRACE CLT’s attorneys. In no event shall such document state the rent or other charges payable by
BUSINESS OWNER under this Lease; and any such document shall expressly state that it is executed pursuant to
the provisions contained in this Lease, and is not intended to vary the terms and conditions of this Lease.
14.13 THIS LEASE IS NOT SUBJECT TO THE LANDLORD-TENANT LAWS: This lease is not a lease or other
conveyance of the right to occupy a residential unit and is not subject to the Residential Landlord-Tenant laws of the
State of Michigan, as now in force as RCW 59.18, as amended or replaced in the future.

IN WITNESS WHEREOF, the parties have executed this lease at __________ on the day and year first above
written.

IN WITNESS WHEREOF, the parties have executed this lease at __________ on the day and year first above
written.
_______________________________ (SINAI GRACE CLT)_______________________________
By: _________________________________
Witness Its duly authorized agent
_____________________________

______________________

(BUSINESS

OWNER):

Witness

STATE OF Michigan )
) ss. COUNTY OF Wayne )
I certify that I know or have satisfactory evidence that [BUSINESS OWNER] is the person who
appeared before me, and said person acknowledged that (he/she) signed this instrument, and
acknowledged it to be (his/her/their) free and voluntary act for the uses and purposes mentioned
in the instrument.
DATED: ______________
-14__________________________________________
NOTARY PUBLIC in and for the State of

Michigan My appointment expires: ______________________
ACCEPTED AND AGREED TO:
____________________________ [SINAI GRACE CLT, by its Executive Director], Agent for
the purposes of Section 10.7 hereof.
-15-

Exhibit LETTERS OF AGREEMENT AND ATTORNEY’S ACKNOWLEDGMENT
Letter of Agreement
To Sinai Grace Community Land Trust (―SINAI GRACE CLT‖)
Date: ____________
This letter is given to the SINAI GRACE CLT to become an exhibit to a Lease between the SINAI GRACE
CLT and me. I will be leasing a parcel of land from the SINAI GRACE CLT and will be buying the Space that sits
on that parcel of land. I will therefore become what is described in the Lease as a ―the BUSINESS OWNER.‖
I was given the opportunity to have my own legal counsel, ______________________ review and explain to
me the terms and conditions of the Lease and other legal documents that are part of this transaction. I understand the
way these terms and conditions will affect my rights as a SINAI GRACE CLT BUSINESS OWNER, now and in the
future.
In particular I understand and agree with the following points. One of the goals of the SINAI GRACE CLT is to
keep SINAI GRACE CLT Spaces affordable for lower income households from one SINAI GRACE CLT
BUSINESS OWNER to the next. I support this goal as a SINAI GRACE CLT BUSINESS OWNER and as a
member of the SINAI GRACE CLT.
The terms and conditions of my Lease will keep my Space affordable for future ―income-qualified persons‖ (as
defined in the Lease). If and when I want to sell my Space, the lease requires that I sell it either to the SINAI
GRACE CLT or to another income-qualified person. The terms and conditions of the lease also limit the price for
which I can sell the Space, in order to keep it affordable for such income-qualified persons.
It is also a goal of the SINAI GRACE CLT to promote resident ownership of SINAI GRACE CLT Spaces. For
this reason, my Lease requires that, if I and my family move out of our Space permanently, we must sell it. We
cannot continue to own it as absentee owners.
I understand that I can leave my Space to my child or children or other members of my household and that, after
my death, they can own the Space for as long as they want to live in it and abide by the terms of the Lease, or they
can sell it on the terms permitted by the Lease.
As a SINAI GRACE CLT BUSINESS OWNER and a member of the SINAI GRACE CLT, it is my desire to
see the terms of the Lease and related documents honored. I consider these terms fair to me and others.
Sincerely
BUSINESS OWNER
STATE OF Michigan ________________________ss. COUNTY OF Michigan
On this day personally appeared before me _____________ to me known to be there individual (s)
described in and who executed the within and foregoing instrument, and acknowledged that they signed the same as
their free and voluntary act and deed, for the uses and purposes therein mentioned.
Given under my hand and official seal this ___ day in _________________ (month, year).
________________________________ NOTARY PUBLIC in and for the State of Michigan, residing in Wayne
County My commission expires _______
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EXHIBIT Letter of Attorney’s Acknowledgment
I, ___________________________, have been independently employed by _____________________________
(hereinafter ―the Client‖) who intends to purchase a house and other improvements (the ―Space‖) on land to
be
leased
from
Community
Land
Trust.
The
house
and
land
are
located
at
______________________________________.
In connection with the contemplated purchase of the Space and the leasing of the land, I reviewed with the
Client the following documents:
a) this Letter of Attorney’s Acknowledgment and a Letter of Agreement from the Client; b) a proposed Deed
conveying the Space to the Client; c) a proposed Ground Lease conveying the ―Leased Land‖ to the Client; d) other
written materials provided by the SINAI GRACE CLT. The Client has received full and complete information and
advice regarding this conveyance and the foregoing documents. In my review of these documents my purpose has
been to reasonably inform the Client of the present and foreseeable risks and legal consequences of the contemplated
transaction.
The Client is entering the aforesaid transaction in reliance on her own judgment and upon her investigation of
the facts. The advice and information provided by me was an integral element of such investigation.
Name Date
Title
Firm/Address

-17Exhibit DEED
(attached after recording)

-18Exhibit PERMITTED MORTGAGES
The rights and provisions set forth in this Exhibit shall be understood to be provisions of Section 8.2 of the of the
Lease. All terminology used in this Exhibit shall have the meaning assigned to it in the Lease.
A. OBLIGATIONS OF PERMITTED MORTGAGEE. Any Permitted Mortgagee shall be bound by each of the
following requirements unless the particular requirement is removed, contradicted or modified by a rider to this
Lease signed by the BUSINESS OWNER and the SINAI GRACE CLT to modify the terms of the Lease during the
term of the Permitted Mortgage. 1. If Permitted Mortgagee sends a notice of default to the BUSINESS OWNER
because the BUSINESS OWNER has failed to comply with the terms of the Permitted Mortgage, the Permitted
Mortgagee shall, at the same time, send a copy of that notice to the SINAI GRACE CLT. Upon receiving a copy of
the notice of default and within that period of time in which the BUSINESS OWNER has a right to cure such default
(the ―cure period‖), the SINAI GRACE CLT shall have the right to cure the default on the BUSINESS OWNER’s
behalf, provided that all current payments due the Permitted Mortgagee since the notice of default was given are
made to the Permitted Mortgagee. 2. If, after the cure period has expired, the Permitted Mortgagee intends to
accelerate the note secured by the Permitted Mortgage or begin foreclosure proceedings under the Permitted
Mortgage, the Permitted Mortgagee shall first notify SINAI GRACE CLT of its intention to do so, and SINAI
GRACE CLT shall then have the right, upon notifying the Permitted Mortgagee within thirty (30) days of receipt of
such notice, to acquire the Permitted Mortgage by paying off the debt secured by the Permitted Mortgage. 3. If the
Permitted Mortgagee acquires title to the Space through foreclosure or acceptance of a deed in lieu of foreclosure,
the Permitted Mortgagee shall give SINAI GRACE CLT written notice of such acquisition and SINAI GRACE CLT
shall then have an option to purchase the Space from the Permitted Mortgagee for the full amount owing to the
Permitted Mortgagee under the Permitted Mortgage. To exercise this option to purchase, SINAI GRACE CLT must
give written notice to the Permitted Mortgagee of SINAI GRACE CLT’s intent to purchase the Space within thirty
(30) days following SINAI GRACE CLT’s receipt of the Permitted Mortgagee’s notice. SINAI GRACE CLT must
then complete the purchase of the Space within sixty (60) days of having given written notice of its intent to
purchase. If SINAI GRACE CLT does not complete the purchase within this 60-day period, the Permitted
Mortgagee shall be free to sell the Space to another person. 4. Nothing in the Permitted Mortgage or related
documents shall be construed as giving Permitted Mortgagee a claim on SINAI GRACE CLT’s interest in the

give written notice to the Permitted Mortgagee of SINAI GRACE CLT’s intent to purchase the Space within thirty
(30) days following SINAI GRACE CLT’s receipt of the Permitted Mortgagee’s notice. SINAI GRACE CLT must
then complete the purchase of the Space within sixty (60) days of having given written notice of its intent to
purchase. If SINAI GRACE CLT does not complete the purchase within this 60-day period, the Permitted
Mortgagee shall be free to sell the Space to another person. 4. Nothing in the Permitted Mortgage or related
documents shall be construed as giving Permitted Mortgagee a claim on SINAI GRACE CLT’s interest in the
Leased Land, or as assigning any form of liability to the SINAI GRACE CLT with regard to the Leased Land, the
Space, or the Permitted Mortgage. 5. Nothing in the Permitted Mortgage or related documents shall be construed as
rendering SINAI GRACE CLT or any subsequent Mortgagee of SINAI GRACE CLT’s interest in this Lease, or
their respective heirs, executors, successors or assigns, personally liable for the payment of the debt secured by the
Permitted Mortgage or any part thereof. 6. The Permitted Mortgagee shall not look to SINAI GRACE CLT or
SINAI GRACE CLT’s interest in the Leased Land, but will look solely to BUSINESS OWNER, BUSINESS
OWNER’s interest in the Leased Land, and the Space for the payment of the debt secured thereby or any part
thereof. (It is the intention of the parties hereto that SINAI GRACE CLT’s consent to such the Permitted Mortgage
shall be without any liability on the part of SINAI GRACE CLT for any deficiency judgment.) 7. In the event any
part of the Security is taken in condemnation or by right of eminent domain, the proceeds of the award shall be paid
over to the Permitted Mortgagee in accordance with the provisions of ARTICLE 9 hereof. 8. SINAI GRACE CLT
shall not be obligated to execute an assignment of the Lease Fee or other rent payable by BUSINESS OWNER
under the terms of this Lease.
B. RIGHTS OF PERMITTED MORTGAGEE. The rights of a Permitted Mortgagee as referenced under Section 8.6
of the Lease to which this Exhibit is attached shall be as set forth below.
1. Any Permitted Mortgagee shall, without further consent by SINAI GRACE CLT, have the right to (a) cure any
default under this Lease, and perform any obligation required under this Lease, such cure or performance being
effective as if it had been performed by BUSINESS OWNER; (b) acquire and convey, assign, transfer and exercise
any right, remedy or privilege granted to BUSINESS OWNER by this Lease or otherwise by law, subject to the
provisions, if any, in the Permitted Mortgage, which may limit any exercise of any such right, remedy or privilege;
and (c) rely upon and enforce any provisions of the Lease to the extent that such provisions are for the benefit of a
Permitted Mortgagee. 2. A Permitted Mortgagee shall not be required, as a condition to the exercise of its rights
under the Lease, to assume personal liability for the payment and performance of the obligations of the BUSINESS
OWNER under the Lease. Any such payment or performance or other act by Permitted Mortgagee under the Lease
shall not be construed as an agreement by Permitted Mortgagee to assume such personal liability except to the extent
Permitted Mortgagee actually takes possession of the Space and Leased Land. In the event Permitted Mortgagee
does take possession of the Space and Leased Land and thereupon transfers such property, any such transferee shall
be required to enter into a written agreement assuming such personal liability and upon any such assumption the
Permitted Mortgagee shall automatically be released from personal liability under the Lease. 3. In the event that title
to the estates of both SINAI GRACE CLT and BUSINESS OWNER are acquired at any time by the same person or
persons, no merger of these estates shall occur without the prior written declaration of merger by

Permitted
Mortgagee, so long as Permitted Mortgagee owns any interest in the Security or in a Permitted Mortgage.
-194. If the Lease is terminated for any reason, or in the event of the rejection or disaffirmance of the Lease pursuant to
bankruptcy law or other law affecting creditors’ rights, SINAI GRACE CLT shall enter into a new lease for the
Leased Land with the Permitted Mortgagee (or with any party designated by the Permitted Mortgagee, subject to
SINAI GRACE CLT’s approval, which approval shall not be unreasonably withheld), not more than thirty (30) days
after the request of the Permitted Mortgagee. Such lease shall be for the remainder of the term of the Lease, effective
as of the date of such termination, rejection or disaffirmance, and upon all the terms and provisions contained in the
Lease. However, the Permitted Mortgagee shall make a written request to SINAI GRACE CLT for such new lease
within sixty (60) days after the effective date of such termination, rejection or disaffirmance, as the case may be.
Such written request shall be accompanied by a copy of such new lease, duly executed and acknowledged by the
Permitted Mortgagee or the party designated by the Permitted Mortgagee to be the BUSINESS OWNER thereunder.
Any new lease made pursuant to this Section shall have the same priority with respect to other interests in the Land
as the Lease. The provisions of this Section shall survive the termination, rejection or disaffirmance of the Lease and
shall continue in full effect thereafter to the same extent as if this Section were independent and an independent
contract made by SINAI GRACE CLT, BUSINESS OWNER and the Permitted Mortgagee. 5. The SINAI GRACE
CLT shall have no right to terminate the Lease during such time as the Permitted Mortgagee has commenced
foreclosure in accordance with the provisions of the Lease and is diligently pursuing the same. 6. In the event that
SINAI GRACE CLT sends a notice of default under the Lease to BUSINESS OWNER, SINAI GRACE CLT shall

as the Lease. The provisions of this Section shall survive the termination, rejection or disaffirmance of the Lease and
shall continue in full effect thereafter to the same extent as if this Section were independent and an independent
contract made by SINAI GRACE CLT, BUSINESS OWNER and the Permitted Mortgagee. 5. The SINAI GRACE
CLT shall have no right to terminate the Lease during such time as the Permitted Mortgagee has commenced
foreclosure in accordance with the provisions of the Lease and is diligently pursuing the same. 6. In the event that
SINAI GRACE CLT sends a notice of default under the Lease to BUSINESS OWNER, SINAI GRACE CLT shall
also send a notice of BUSINESS OWNER’s default to Permitted Mortgagee. Such notice shall be given in the
manner set forth in Section 14.2 of the Lease to the Permitted Mortgagee at the address which has been given by the
Permitted Mortgagee to SINAI GRACE CLT by a written notice to SINAI GRACE CLT sent in the manner set
forth in said Section 14.2 of the Lease. 7. In the event of foreclosure sale by a Permitted Mortgagee or the delivery
of a deed to a Permitted Mortgagee in lieu of foreclosure in accordance with the provisions of the Lease, at the
election of the Permitted Mortgagee the provisions of Article 10, Sections 10.1 through 10.11 shall be deleted and
thereupon shall be of no further force or effect as to only so much of the Security so foreclosed upon or transferred.
8. Before becoming effective, any amendments to this Lease must be approved in writing by Permitted Mortgagee,
which approval shall not be unreasonably withheld. If Permitted Mortgagee has neither approved nor rejected a
proposed amendment within 60 days of its submission to Permitted Mortgagee, then the proposed amendment shall
be deemed to be approved.
C. STANDARD PERMITTED MORTGAGE AGREEMENT. A Standard Permitted Mortgage Agreement, as
identified in Section 8.4 of this Lease, shall be written as follows, and shall be signed by Mortgagee and BUSINESS
OWNER.
This Agreement is made by and among:
___________________________________
(“BUSINESS OWNER”),

(Mortgagee)

and

___________________________________

Whereas:
a) _______________ SINAI GRACE CLT (“SINAI GRACE CLT”) and BUSINESS OWNER have entered, or are
entering, into a
ground lease (“the Lease”), conveying to BUSINESS OWNER a leasehold interest in the Land located at
_____________________ (“the Leased Land”); and BUSINESS OWNER has purchased, or is purchasing, the
Space located on the Leased Land (“the Space”).
b) The Mortgagee has been asked to provide certain financing to the BUSINESS OWNER, and is being granted
concurrently herewith a mortgage and security interest (the “Mortgage”) in the Leased Land and Space, all as
more particularly set forth in the Mortgage, attached hereto as Schedule A.
c) The Ground Lease states that the BUSINESS OWNER may mortgage the Leased Land only with the written
consent of SINAI GRACE CLT. The Ground Lease further provides that SINAI GRACE CLT is required to give such
consent only if the Mortgagee signs this Standard Permitted Mortgage Agreement and thereby agrees to certain
conditions that are stipulated herein (“the Stipulated Conditions”).

Now, therefore, the BUSINESS OWNER/Mortgagor and the Mortgagee hereby agree that the terms and conditions
of the Mortgage shall include the Stipulated Conditions stated below.
Stipulated Conditions:
1) If Mortgagee sends a notice of default to the BUSINESS OWNER because the BUSINESS OWNER has
failed to comply with the terms of the Mortgage, the Mortgagee shall, at the same time, send a copy of that notice to
the SINAI GRACE CLT. Upon receiving a copy of the notice of default and within that period of time in which the
BUSINESS OWNER has a right to cure such default (the “cure period”), the SINAI GRACE CLT shall have the
right to cure the default on the BUSINESS OWNER’s behalf, provided that all current payments due the Permitted
Mortgagee since the notice of default was given are made to the Mortgagee. The cure period for SINAI GRACE CLT
shall begin to run on the date when SINAI GRACE CLT actually receives the notice of default, and not on the date
the notice of default is sent or received by the BUSINESS OWNER.
2) If, after such cure period, the Mortgagee intends to accelerate the note secured by the Mortgage or initiate
foreclosure proceedings under the Mortgage, in accordance with the provisions of the Lease, the Mortgagee shall
first notify SINAI GRACE CLT of its intention to do so and SINAI GRACE CLT shall have the right, but

Mortgagee since the notice of default was given are made to the Mortgagee. The cure period for SINAI GRACE CLT
shall begin to run on the date when SINAI GRACE CLT actually receives the notice of default, and not on the date
the notice of default is sent or received by the BUSINESS OWNER.
2) If, after such cure period, the Mortgagee intends to accelerate the note secured by the Mortgage or initiate
foreclosure proceedings under the Mortgage, in accordance with the provisions of the Lease, the Mortgagee shall
first notify SINAI GRACE CLT of its intention to do so and SINAI GRACE CLT shall have the right, but
not the obligation, upon notifying the Mortgagee within thirty (30) days of receipt of said notice of intent to
-20accelerate,
to purchase the Mortgagee loans and to take assignment of the Mortgage.
3) If the Mortgagee acquires title to the Space and BUSINESS OWNER’s interest in the Leased Land through
foreclosure or acceptance of a deed in lieu of foreclosure, the Mortgagee shall give SINAI GRACE CLT written
notice of such acquisition and SINAI GRACE CLT shall have an option to purchase the Space and BUSINESS
OWNER’s interest in the Leased Land from the Mortgagee for the full amount owing to the Mortgagee; provided,
however, that SINAI GRACE CLT notifies the Mortgagee in writing of SINAI GRACE CLT’s intent to make such
purchase within thirty (30) days following SINAI GRACE CLT’s receipt of the Mortgagee’s notice of such
acquisition of the Space and BUSINESS OWNER’s interest in the Leased Land; further provided that SINAI GRACE
CLT shall complete such purchase within sixty (60) days of having given written notice of its intent to purchase; and
provided that, if SINAI GRACE CLT does not complete the purchase within such period, the Mortgagee shall be free
to sell the Space and BUSINESS OWNER’s interest in the Leased Land to another person;
4) Nothing in the Mortgage or related documents shall be construed as giving the Mortgagee a claim on SINAI
GRACE CLT’s interest in the Leased Land, or as assigning any form of liability to SINAI GRACE CLT with regard
to the Leased Land, the Space, or the Mortgage.
5) Nothing in the Mortgage shall be construed as rendering SINAI GRACE CLT or any subsequent holder of
SINAI GRACE CLT’s interest in and to the Lease, or their respective heirs, executors, successors or assigns,
personally liable for the payment of the debt evidenced by such note and such Mortgage or any part thereof.
6) The Mortgagee shall not look to SINAI GRACE CLT or SINAI GRACE CLT’s interest in the Leased Land,
but will look solely to BUSINESS OWNER and BUSINESS OWNER’s interest in the Leased Land and the Space for
the payment of the debt secured by the Mortgage. SINAI GRACE CLT’s consent to the Mortgage shall be without
any liability on the part of SINAI GRACE CLT for any deficiency judgment in the case of any foreclosure.
7) In the event that any part of the Leased Land is taken in condemnation or by right of eminent domain, the
proceeds of the award shall be paid over to the Mortgagee in accordance with the provisions of Article 9 of the
Lease.
8) Nothing in the Mortgage shall obligate SINAI GRACE CLT to execute an assignment of the Lease Fee or
other rent payable by BUSINESS OWNER under the terms of this Lease.
By: _____________________________ for Mortgagee Date: ____________ _____________________________
for BUSINESS OWNER/Mortgagor Date: ____________

Exhibit FIRST REFUSAL
Whenever any party under the Lease shall have a right of first refusal as to certain property, the following

Exhibit FIRST REFUSAL
Whenever any party under the Lease shall have a right of first refusal as to certain property, the following
procedures shall apply. If the owner of the property offering it for sale (―Offering Party‖) shall within the term of the
Lease receive a bona fide third party offer to purchase the property which such Offering Party is willing to accept,
the holder of the right of first refusal (the ―Holder‖) shall have the following rights: a) Offering Party shall give
written notice of such offer (―the Notice of Offer‖) to Holder setting forth (a) the name and address of the
prospective purchaser of the property, (b) the purchase price offered by the prospective purchaser and (c) all other
terms and conditions of the sale. Holder shall have a period of forty-five (45) days after the receipt of the Notice of
Offer (―the Election Period‖) within which to exercise the right of first refusal by giving notice of intent to purchase
the property (―the Notice of Intent to Purchase‖) for the same price and on the same terms and conditions set forth in
the Notice of Offer. Such Notice of Intent to Purchase shall be given in writing to the Offering Party within the
Election Period. b) If Holder exercises the right to purchase the property, such purchase shall be completed within
sixty (60) days after the Notice of Intent to Purchase is given by Holder (or if the Notice of Offer shall specify a later
date for closing, such date) by performance of the terms and conditions of the Notice of Offer, including payment of
the purchase price provided therein. c) Should Holder fail to exercise the right of first refusal within the Election
Period, then the Offering Party shall have the right (subject to any other applicable restrictions in the Lease) to go
forward with the sale which the Offering Party desires to accept, and to sell the property within one (1) year
following the expiration of the Election Period on terms and conditions which are not materially more favorable to
the purchaser than those set forth in the Notice. If the sale is not consummated within such one-year period, the
Offering Party's right so to sell shall end, and all of the foregoing provisions of this section shall be applied again to
any future offer, all as aforesaid. If a sale is consummated within such one-year period, the purchaser shall purchase
subject to the Holder having a renewed right of first refusal in said property.

Exhibit COMMUNITY LAND TRUST GROUND LEASE RIDER
THIS COMMUNITY LAND TRUST GROUND LEASE RIDER (the "Rider") is made this ________ day of
_____________, ______, and amends and supplements a certain ground lease (referred to herein as ―the SINAI
GRACE CLT Ground Lease‖) dated__________________________ that is by and between
____________________________ as lessor (herein referred to as ―the "Lessor" but may otherwise be referred to in
the SINAI GRACE CLT Ground Lease as ―SINAI GRACE CLT‖) and ____________________________, as lessee
(herein

referred
-21- to as ―the "Lessee" but may otherwise be referred to in the SINAI GRACE CLT Ground Lease as
―BUSINESS OWNER‖). This Rider shall be deemed incorporated into the SINAI GRACE CLT Ground Lease, and
the SINAI GRACE CLT Ground Lease as amended by this Rider, shall hereafter be referred to as the ―Lease,‖
unless otherwise indicated.
The SINAI GRACE CLT Ground Lease is a long-term lease of the Lessor’s fee interest in the land located
at _____________________, referred to herein as the ―Leased Land,‖ as improved by a residential structure or unit,
referred to herein as the ―Improvements.‖ The Leased Land and the Improvements are collectively referred to herein
as the "Leased Premises.‖
This Rider amends the SINAI GRACE CLT Ground Lease for the purpose of enabling the Lessee to obtain
Fannie Mae financing in the form of a mortgage or deed of trust given this ___ day of __________, ________, by
Lessee to _____________________________ (the "Specified Mortgage"), and the interest of the Specified
Mortgagee in the Leased Premises as secured by such mortgage or deed of trust may be referred to herein as the
―Leasehold Estate.‖ The Specified Mortgage is recognized by Lessor as a "Permitted Mortgage" (or as such concept
is otherwise defined) under the SINAI GRACE CLT Ground Lease, and the holder of the Specified Mortgage (the
"Specified Mortgagee") is recognized as a "Permitted Mortgagee" (or as such concept is otherwise defined) under
the SINAI GRACE CLT Ground Lease.
ADDITIONAL COVENANTS. Notwithstanding anything to the contrary contained in the SINAI GRACE CLT
Ground Lease, and in addition to the covenants and agreements made in the SINAI GRACE CLT Ground Lease, the
Lessor and the Lessee further covenant and agree, so long (but only so long) as the Specified Mortgagee, its
successors and assigns shall have an interest in the Leased Premises, as a holder of the Specified Mortgage or as an

the SINAI GRACE CLT Ground Lease.
ADDITIONAL COVENANTS. Notwithstanding anything to the contrary contained in the SINAI GRACE CLT
Ground Lease, and in addition to the covenants and agreements made in the SINAI GRACE CLT Ground Lease, the
Lessor and the Lessee further covenant and agree, so long (but only so long) as the Specified Mortgagee, its
successors and assigns shall have an interest in the Leased Premises, as a holder of the Specified Mortgage or as an
owner of the Lessee’s interest pursuant to any sale after or in lieu of foreclosure, the following provisions shall
apply to the SINAI GRACE CLT Ground Lease as modifications thereof:
A. No Assignment or Transfer. The making of the Specified Mortgage shall not be deemed to constitute
an assignment or transfer of the Lease or Leasehold Estate so as to require the Specified Mortgagee to assume the
performance of any of the Lessee's obligations under the Lease. B. Status of the Fee Estate. The Lessor represents
and warrants that there is no existing mortgage on the fee estate, and so long as the Specified Mortgage shall remain
on the Leased Premises, the Lessor and the Lessee shall not subordinate the Lease to any mortgage or lien that may
hereafter be placed on the fee estate. Notwithstanding the foregoing, a state- or local-government entity
("Government Entity") may hold a prior recorded interest (represented by recorded covenants, a mortgage or deed of
trust, other lien) on the fee estate if the Government Entity has agreed that in the event it (including its successors
and assigns) succeeds to the interest of the Lessor under the Lease by any remedy available to the Government
Entity by law or pursuant to its lien, the Government Entity shall recognize all the terms of the Lease and this Rider
as though the Government Entity were acting as the Lessor. Such recognition must include, but is not limited to, the
provisions of this Rider whereby all provisions of the Lease regarding (a) occupancy of the Leased Premises as a
primary residence by the Lessee, (b) limitation on assignment of, or sublease under, the Lease, (c) the price at which
the Leasehold Estate may be transferred, and (d) the income of successive transferees, assignees or successors, shall,
in the event of foreclosure or assignment in lieu of foreclosure of the Specified Mortgage, be of no further force or
effect with respect to such Specified Mortgagee or its successive transferees, assignees or successors. Further, in
such event of the Government Entity succeeding to the interests of the Lessor, the Lessee hereby agrees to recognize
the Government Entity as exercising all rights and privileges of the Government Entity as lessor under the Lease and
this Rider. Such agreement by the Government Entity may be evidenced by the agreement between the Government
Entity and the Lessor under which the Government Entity’s prior recorded interest is derived, or by use of a
recognition agreement derived from a sample the Specified Mortgagee may obtain from Fannie Mae. Irrespective of
any interest by a Government Entity, the Specified Mortgage shall constitute a first leasehold lien on the Leased
Premises, and shall have priority over the Lessor's reversionary interest. If the Lessor conveys title to the Leased
Land while the Specified Mortgage remains on the Leased Premises, the Lease shall remain in effect with the same
priority thereto. C. Termination, Forfeiture and Modification of Lease. There shall be no termination, forfeiture, or
modification of the Lease, except as provided in this Rider, without the prior written consent of the Specified
Mortgagee. The Lessor and Lessee shall amend the Lease from time to time as reasonably requested by the
Specified Mortgagee, as long as the requested changes do not change the periodic fee, charge or payment due the
Lessor for the rights accorded the Lessee under the Lease (the "Ground Lease Fee"), and do not materially or
adversely affect the rights of Lessor or Lessee or their respective interests in the Leased Premises. An adjustment of
the Ground Lease Fee may be made by the Lessor as provided in the Lease, without prior approval of the Specified
Mortgagee, so long as written notice has been delivered to the Specified Mortgagee at least 60 days prior to the
effective date of such adjustment with respect to adjustments other than those (i) that were scheduled at the time the
Specified Mortgage was given, and (ii) reflecting routine, periodic updates to variable expenses such as property
taxes and liability insurance premiums; provided, however, that the Specified Mortgagee shall have the right to
arbitrate (as provided herein) any dispute as to an adjustment of the Ground Lease Fee. D. New Lease. In the event
the Lessee’s interest in the Lease has been terminated, forfeited, or surrendered as provided in the Lease, and the
Specified Mortgage remains outstanding, a new Lease shall automatically be created between the Lessor and the
Specified Mortgagee, which Lease shall be for the remainder of the term of the Lease, with the same priority thereto,
and shall be subject to the same terms of the Lease as would be applicable pursuant to Section E.1. below where the
Specified Mortgagee had accelerated its note, foreclosed on the Specified Mortgage, taken an assignment in lieu of
foreclosure, or
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exercised its other remedies for default. E. Mortgage Default or Foreclosure. Subject to the following, upon the
occurrence of an event of defaultunder the Specified Mortgage (as determined by the Specified Mortgagee—an
―Event of Default‖), and without the consent of the Lessor, the Specified Mortgagee shall be permitted to accelerate
its note, foreclose on the Specified Mortgage, take an assignment in lieu of foreclosure, or exercise its other
remedies for default. Further: 1. Upon the occurrence of an Event of Default under the Specified Mortgage, the
Lessee shall immediately notify the Lessor of such Event of Default and shall submit to Lessor copies of all notices
the Lessee received from the Specified Mortgagee relating thereto. The Specified Mortgagee and the Lessor shall
endeavor to communicate and cooperate in efforts to deal with the circumstances of the Event of Default and the
actions the parties may take relating thereto; provided, however, the Specified Mortgagee shall have no obligation to
give formal legal notice of the Event of Default to the Lessor. 2. The Lessee and the Specified Mortgagee agree that
the Lessor shall have the right, but not the obligation, to cure an Event of Default in the Lessee’s name and on the
Lessee’s behalf. If such cure is not effective and continuing, nothing herein shall be construed to prevent or delay
the Specified Mortgagee from its pursuit of foreclosure and any other available remedies. The Lessee shall be
responsible to the Lessor for all payments made, and expenses incurred, by the Lessor in curing such default. 3.
Should the Lessor not choose to cure an Event of Default as specified above, the Lessor shall nevertheless have the
option to purchase from the Specified Mortgagee its interest in the -Leasehold Estate on the Leased Premises for the
full amount owing to the Specified Mortgagee under the Specified Mortgage as of the date of closing of the
purchase, upon written notice given by the Specified Mortgagee (the "Mortgagee Option Notice") not later than 60
days following acquisition of title to the Leasehold Estate by the Specified Mortgagee by foreclosure or by an
assignment in lieu of foreclosure; provided, however, the Specified Mortgagee may give such written notice
following the occurrence of an Event of Default under the Specified Mortgage and prior to the completion of
foreclosure proceedings. If the Lessor elects to exercise such option to purchase, the Lessor shall give written notice
to the Specified Mortgagee of the Lessor's intent to purchase the Leasehold Estate (the "Lessor Option Notice")
within 45 days following the Specified Mortgagee's giving of the Mortgagee Option Notice; provided, however, at
the option of the Lessor, in the event the Mortgagee Option Notice is given prior to the completion of foreclosure
proceedings by the Specified Mortgagee, the Lessor shall, within such 45-day period, be able to give a written notice
to the Specified Mortgagee that it will delay giving the Lessor Option Notice until a date that is not later than 30
days following written notice from the Specified Mortgagee of its acquisition of title to its interest in the Leasehold
Estate on the Leased Premises. The Lessor shall complete the purchase of the Specified Mortgagee’s interest in the
Leasehold Estate within 60 days of giving the Lessor Option Notice. If the Lessor does not complete the purchase
within the allotted 60 days, the Specified Mortgagee shall be free to sell its interest to another person or entity.
Further, if the Lessor does not complete the purchase within the allotted 60 days, the Lessor agrees to pay to the
Specified Mortgagee its costs of holding its interest in the Leasehold Estate from the date of the Lessor Option
Notice until the expiration of such 60-day period. If the Lessor does not purchase the Specified Mortgagee’s interest
in the Leasehold Estate as described herein, the Leasehold Estate may be transferred, mortgaged and sublet an
unlimited number of times, and the Lessor shall not require a credit review or impose other qualifying criteria on
any such transferee, mortgagee or sublessee. 4. In the event of foreclosure or assignment in lieu of foreclosure,
which results in the conveyance of the Leasehold Estate on the Leased Premises from the Lessee, any adjustment of
the Ground Lease Fee to reflect then current fair market rental value as provided in the Lease, shall be subject to the
approval of the Specified Mortgagee. The Specified Mortgagee and the Lessor shall attempt to resolve any dispute
concerning such adjustment of the Ground Lease Fee, through the normal interaction of the parties, or through
formal mediation as the case may warrant. If the dispute remains unresolved, the Specified Mortgagee and the
Lessor shall submit the dispute as to the fair market rental value to binding arbitration. 5. In the event the Specified
Mortgagee acquires title to the Leasehold Estate on the Leased Premises through foreclosure or assignment in lieu of
foreclosure of the Specified Mortgage, all provisions of the Lease regarding (a) occupancy of the Leased Premises
as a primary residence by the Lessee, (b) any limitation on the assignment of, or sublease under, the Lease, (c) any
obligation to target certain populations in marketing the Leasehold Estate to potential transferees, (d) the price at
which the Leasehold Estate on the Leased Premises may be transferred, and (e) the income of successive transferees,
and their successors and assigns, shall be of no further force or effect with respect to such Specified Mortgagee or its

successive transferees, assignees or successors. The foregoing sentence shall not be construed to invalidate other
Lease provisions regarding permitted use of the Leased Premises. Any transfer or assignment of the Leasehold
Estate encumbered by the Specified Mortgage as provided for in this paragraph shall be deemed a permitted sale,
transfer or assignment of the Lease and the Leasehold Estate. Further, in such event, the Leasehold Estate may be
transferred, mortgaged and sublet an unlimited number of times, and the Lessor shall not require a credit review or
impose other qualifying criteria on any such transferee, mortgagee or sublessee. F. Lease Default. There shall be no
forfeiture or termination of the Lease except for (i) the nonpayment of
amounts due under the Lease, and (ii) violation of one or more provisions of the Lease addressing the following: (a)
prohibition or restrictions on the sale or transfer of the Lessee's interest (however, non-

sale
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federal law, may not constitute a basis for default under the Lease, though the Lessor may require such transferee to
agree to assume the transferor's obligations under the Lease), and (b) requirement that the Lessee occupy the Leased
Premises as primary residence. Provided, however, such forfeiture or termination shall be subject to the Specified
Mortgagee's right to cure a monetary default, or otherwise foreclose or take an assignment of the Leasehold Estate in
lieu of foreclosure with respect to the Lessee's monetary or non-monetary default. Notwithstanding the foregoing,
nothing herein shall be construed to require the Specified Mortgagee to cure any non-monetary default. Further, the
Specified Mortgagee shall become subrogated to any and all rights of the Lessee with respect to such curing of a
default. If the Lessee's default shall be cured as provided in the Lease, and the Specified Mortgagee shall discontinue
its foreclosure or assignment in lieu of foreclosure proceedings, the Lease shall continue in full force and effect as if
the Lessee had not defaulted. A default by the Lessee under the Lease shall constitute a default under the Specified
Mortgage. G. Lease Default Notice. Notwithstanding the notice requirements provided in the Lease, no default
notice by the Lessor shall be deemed to have been given unless and until a copy thereof shall have been so given to
the Specified Mortgagee. H. Insurance. All insurance policies covering the Improvements shall by endorsement
name the Specified Mortgagee as an additional insured and loss payee, and provide the Specified Mortgagee with 30
days' cancellation notice. I. Casualty and Condemnation. If the Leased Premises are destroyed or taken to such an
extent that the
Lease is to be terminated, the insurance proceeds or condemnation award, as the case may be, shall be applied first
in an amount sufficient to satisfy the Specified Mortgage. Upon the termination of the Lease as a result of a partial
destruction or a condemnation of less than the entire Leased Premises, the total insurance proceeds or condemnation
award, as the case may be, shall be paid to an appointed trustee, who shall first apply such insurance proceeds or
condemnation award in accordance with the Specified Mortgage for restoration of the Improvements (if such trustee
determines that the Improvements may reasonably be restored to a residential use consistent with the Lease), with
the balance of such insurance proceeds or condemnation award to be allocated between the Lessor and Lessee as
otherwise provided in the Lease. The Specified Mortgagee shall be entitled to participate in (i) the adjustment of all
casualty losses and (ii) all condemnation proceedings and settlement discussions. Any insurance proceeds or
condemnation award shall be applied in accordance with the Specified Mortgage. The Specified Mortgagee shall
also be entitled to participate in the adjustment of the Ground Lease Fee as a result of a partial destruction or taking.
J. Force Majeure. The Lessee shall not be in default where performance is delayed or prevented by "Acts
of God," war, civil commotion, strikes, labor disputes or the like. K. Easements and Alterations. Additions to
and alternations in the Improvements may be made as provided in the Lease, as long as the value of the Leased
Premises is not diminished. The Lessor, as owner of the fee interest in the Leased Land, shall join in all easements,
permits and applications necessary for such development of the Leased Premises as is permitted under the Lease,
provided that the Lessor shall have no liability or obligation under such easement, permit or application. L.
Arbitration. The Specified Mortgagee shall have the right to participate in any arbitration or legal proceedings
between the Lessor and the Lessee. Any arbitration proceedings shall be conducted in accordance with arbitration
statutes applicable in the state where the Leased Premises are located. M. Merger. If the estates of the Lessor and
Lessee are at any time owned by the same person, so long as the Specified Mortgagee has any interest in the security
or in the Specified Mortgage, such person shall take all necessary steps to ensure that the Specified Mortgage
constitutes a first lien on the combined estate. N. Sublease. There shall be no modification, cancellation, or surrender
of any subleases, or prepayment of rent thereunder without the consent of the Specified Mortgagee. If the Specified
Mortgagee forecloses on the Leased Premises, or takes an assignment in lieu of foreclosure, all subtenants shall
attorn to such Specified Mortgagee or its assignee. O. Estoppel Certificate. The Lessor shall, from time to time, with

Lessee are at any time owned by the same person, so long as the Specified Mortgagee has any interest in the security
or in the Specified Mortgage, such person shall take all necessary steps to ensure that the Specified Mortgage
constitutes a first lien on the combined estate. N. Sublease. There shall be no modification, cancellation, or surrender
of any subleases, or prepayment of rent thereunder without the consent of the Specified Mortgagee. If the Specified
Mortgagee forecloses on the Leased Premises, or takes an assignment in lieu of foreclosure, all subtenants shall
attorn to such Specified Mortgagee or its assignee. O. Estoppel Certificate. The Lessor shall, from time to time, with
10 days written notice from the Specified Mortgagee, certify by written instrument, duly executed and
acknowledged, to such Specified Mortgagee that the Lease has not been amended, the Lease is in full force and
effect, that neither party is in default thereunder, and shall certify as to the existence of any offsets, counterclaims or
defenses on the part of the Lessee. P. Conflict. In the event of a conflict between the terms and provisions of this
Rider and the terms and provisions of the Lease, the terms and provisions of this Rider shall control.
BY SIGNING BELOW, the Lessor and the Lessee accept and agree to the terms and conditions of this Rider. IN
WITNESS WHEREOF, the parties have executed this Rider at _______________, on the day and year first written
above.
LESSOR: ______________________________
By Dean Fearing
Title:
-24- Executive Director of Sinai Grace Community Land Trust
LESSEE: ____________________________________ By BUSINESS OWNER Name
BY SIGNING BELOW, the Lessor and the Lessee accept and agree to the terms and conditions of this Lease. IN
WITNESS WHEREOF, the parties have executed this Lease at Bellingham, on the day and year first written above.
LESSOR: ______________________________
By: Dean Fearing Title: Executive Director of Sinai Grace Community Land Trust
STATE OF Michigan )
) ss. COUNTY OF Wayne )
On this ____ day of _______, 20__, before me, the undersigned, a Notary Public in and for the State of Michigan
Duly commissioned and sworn, personally appeared Dean Fearing to me known to be the Executive Director of
Sinai Grace Community Land Trust the corporation that executed the foregoing instrument, and acknowledged the
said instrument to be the free and voluntary act and deed of said corporation, for the uses and purposes therein
mentioned, and on oath stated the he is authorized to execute the said instrument.
___________________________________ NOTARY PUBLIC in and for the State of Michigan, residing at Wayne
County My commission expires _______________
LESSEE: ____________________________________ By BUSINESS OWNER Name
Lessee’s Notary Acknowledgment
STATE OF Michigan )
) ss. COUNTY OF Wayne )
On this day personally appeared before me BUSINESS OWNER Name to me known to be the individual(s)
described in and who executed the within and foregoing instrument, and acknowledged that they signed the same as
their free and voluntary act and deed, for the uses and purposes therein mentioned.
GIVEN under my hand and official seal ____ day of _________. 20__.
__________________________________ NOTARY PUBLIC in and for the State of Michigan, residing at Wayne
County My commission expires ______________
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APPENDIX J:
NWD ZONE PLAN

Northwest Detroit Business Improvement District Zone Plan
Month, 20XX

The following set of goals, strategies, objectives, and guidelines for the operation of the Northwest
Detroit Business Improvement District (the “BID”) is the Zone Plan for the BID under Chapter 2 of 1961
PA 120, as amended, MCL 125.990 to 125.990n (the “Zone Act”):

i.
ii.

Name
Location

Northwest Detroit Business Improvement District (“BID”)
The areas designated to be served by the BID (the “Zone Area”) is
McNichols/6 Mile from Hubbell on the West to James Couzens/The Lodge/
M10 on the East.
See the attached map as Appendix A, which identifies the boundaries of the
Zone Area.

iii.

Descriptions of
Projects Planned

A listing, by tax parcel identification number, of all parcels within the Zone
Area, separately identifying the assessable property is attached as Appendix
B.
DRAFT EXAMPLE: TO BE DECIDED BY BID BOARD OF DIRECTORS
The BID will provide the following services and improvements for the owners
of assessable property within the Zone Area for the duration of the Zone Plan
unless otherwise determined by the Board of Directors (“Board”)
Cleaning and Beautification, including sidewalk and curb sweeping by
broom and dustpan, rider sweepers and/or other progressive and costeffective ways of removing litter, painting over or power washing off
graffiti, maintaining light poles and flower beds along McNichols, and
maintaining BID litter baskets. Landscaping areas, receptacles, and signage
in the BID will be considered enhance a welcoming feeling for residents,
customers, and employees for the purpose of enhancing the appearance
and image of the Zone Area.
Marketing/Promotions, Economic Development, and Façade
Improvement, including financial or in-kind support for special events in
the Zone Area or in proximity of the Zone Area, banners, marketing to
expand the customer base for businesses within the Zone Area, social
media marketing assistance to owners of businesses within the Zone Area,
promotions to make this area of Northwest Detroit a Detroit and regional
attraction, and parking solutions for customers and employees for the
purpose of enhancing the economic prosperity, enjoyment, and image of
the Zone Area.
Outreach will be directed toward both owners of assessable property
within the Zone Area and owners of businesses in the Zone Area. BID
outreach coordination will serve to advocates for owners of assessable
property within the Zone Area and business owners in the Zone Area
needing assistance solving a variety of problems. The BID will work with

the city, county, and state to resolve problems for businesses in the Zone
Area and owners of assessable property within the Zone Area. The creation
of universal marketing for the commercial corridor in the Zone Area will
serve to create an identifiable and unique feel for the corridor as a place to
live, work, and visit.
Capital Improvements may include such items as public art and murals,
beautification and landscaping at significant gateways into the business
district to improve the look and feel of the Zone Area, and welcoming and
wayfinding (directional) signage for the purpose of enhancing the
economic prosperity, awareness enjoyment, and image of the Zone Area.

iv.

Total Expenditures
for Projects

v.

Budget and Sources
of Funds

vi.

Assessments

Enhanced Public Safety Services, including partnering with and supporting
existing community safety efforts and contracting with private security
firms. Other projects with the purpose of enhancing the safety of the Zone
Area may include installing, maintaining, or funding security cameras.

DRAFT EXAMPLE: TO BE DECIDED BY BID BOARD OF DIRECTORS

In the first year of operation of the BID, it is expected that the BID will have a
yearly expenditure of approximately $ or a three-year total of $
This number is based on a projected average yearly assessment income of
$122,570.02 (assuming a 1.75% assessment), delinquent assessment
collections from Wayne County, and the spending of excess reserve funds
saved from previous years.
The estimated budget for the first year (beginning Month, 20XX) of the Zone
Plan is $178,000. The source of funds for the budget will be the assessment
described below:
The BID management will endeavor to raise additional funds from owners of
properties in the Zone Area who hold property that is non-assessable by legal
definition. Sinai-Grace Guild Community Development Corporation (SGGCDC)
will work to raise additional funds through grants or donations from other
sources to fund enhanced capital improvement.
The proposed budget for the BID for the fiscal year beginning July 1, 20XX is
set forth in Appendix C.

DRAFT EXAMPLE: TO BE DECIDED BY BID BOARD OF DIRECTORS

Each assessable parcel as defined in Appendix B within the Zone Area will be
assessed 1.75% of its assessable value each year as determined by the City of
Detroit Tax Assessor for real property tax purposes (the assessed value of a
parcel is generally 50% of its fair market value).
For example, the average assessed value of a property in the BID is about
$44,897 (excluding main hospital campus) for real property tax purposes.
The annual BID assessment will be 1.75% of that amount, or $785.71.
Assessments for parcels with assessed values that exceed $100,000 are
capped at $1,750 per year, and all parcels with assessed values below $5,714
will be charged a minimum assessment of $100. See Appendix D.
All assessment calculations are based on property data maintained by the City
of Detroit, Finance Department, Assessment Division (or any successor
agency or authority charged with maintaining such data) including, but not
limited to, data relating to assessed value, Transfers of ownership and
additions are as defined under section 34d of the General Property Tax Act,

1893 PA 206, as amended, MCL 211.34d.

vii.

Method of Collection

viii. Assessable Property

ix.

Governance

Notwithstanding the foregoing, if a new building is constructed on a parcel, or
major improvements are made to the existing structure, the assessment for
that parcel will be limited to its assessment prior to the new construction or
major improvement, increased by three percent (3%) per year compounded.
BID assessments will be billed by the City along with property taxes twice a
year and collected by the City Treasurer and remitted to the BID as outlined in
the Zone Act. Voluntary assessments from non-assessable property owners
will be collected bi-annually by the BID.
All real property within the Zone Area is assessable, except for residential
property and property such as a church which is exempt from real property
taxes. Single family homes and duplexes are residential property and not
subject to assessment. Commercial apartment buildings with five or more
units are not treated as residential and therefore are assessable.
The day-to-day activities of the BID, the implementation of the Zone Plan, and
the approval of any amendments to the bylaws shall be managed by the
Board.
The Board shall be not smaller than 5 nor larger than 15 in number. One
member of the Board shall be appointed by the Mayor of the City of Detroit
and approved by the Detroit City Council. The remaining members of the
Board shall be elected by owners of assessable property in the Zone Area. The
current Board members, all serving one-year terms ending on Month XX,
20XX, are the following:
1
2
3
4
5
6
7
8
9
10
11
12
13
14
15

NAME
NAME
NAME
NAME
NAME
NAME
NAME
NAME
NAME
NAME
NAME
NAME
NAME
NAME
NAME

ORGANIZATION
ORGANIZATION
ORGANIZATION
ORGANIZATION
ORGANIZATION
ORGANIZATION
ORGANIZATION
ORGANIZATION
ORGANIZATION
ORGANIZATION
ORGANIZATION
ORGANIZATION
ORGANIZATION
ORGANIZATION
ORGANIZATION

TERM
TERM
TERM
TERM
TERM
TERM
TERM
TERM
TERM
TERM
TERM
TERM
TERM
TERM
TERM

PROPERTY & BUIS OWNER or REP
PROPERTY & BUIS OWNER or REP
PROPERTY & BUIS OWNER or REP
PROPERTY & BUIS OWNER or REP
PROPERTY & BUIS OWNER or REP
PROPERTY & BUIS OWNER or REP
PROPERTY & BUIS OWNER or REP
PROPERTY & BUIS OWNER or REP
PROPERTY & BUIS OWNER or REP
PROPERTY & BUIS OWNER or REP
PROPERTY & BUIS OWNER or REP
PROPERTY & BUIS OWNER or REP
PROPERTY & BUIS OWNER or REP
PROPERTY & BUIS OWNER or REP
PROPERTY & BUIS OWNER or REP

Vacancies in the Board occurring in between annual meetings of the property
owners may be filled by the Board, but any Director appointed by the Board
shall serve only until the next annual meeting of the property owners.
Members of the board are eligible for reappointment. The Board may remove
any member of the Board by an affirmative vote of the majority of the
members of the Board serving at the time of the vote.

x.

Duties of the Board of

Directors will not be entitled to compensation. However, Directors will be
entitled to reimbursement for the actual and necessary expenses incurred in
the performance of their duties.
The duties of the Board shall include without limitation the following:

Directors

xi.

Annual Meeting

xii.

BID Zone Plan Term

xiii. Addition of
Amendments
xiv.

Dissolution

• Developing administrative procedures relating to implementation of the
Zone Plan.
• Approving any significant contracts and the employment of key employees
if any.
• Recommending amendments to the Zone Plan and Board bylaws as it
determines appropriate.
• Scheduling and conducting an annual meeting of the owners of assessable
property within the Zone Area.
• Developing a Zone Plan for the next ten year period.
• Developing and annual budget.
The Board will call and conduct an annual meeting of the owners of
assessable property within the Zone Area and if the Board determines
appropriate, special meetings of the owners of assessable property within the
Zone Area. The business to be conducted at each annual meeting shall
include: (i) filling any vacancies in the Board, (ii) receiving a report on and
discussing the activities of the BID during the past year, (iii) receiving and
discussing a financial report, (iv) considering any amendments to the Zone
Plan proposed by the Board, and (v) such other business as may be raised by
the Board or any owners of assessable property within the Zone Area.
The BID will continue for a 10-year period, beginning on the date that the BID
is renewed and ending 10 calendar years after that date
The Zone Plan may be amended from time to time, including renewing the
BID for another 10 (ten) years. Under the Zone Act, any amendment is subject
to a vote of the property owners.
The Zone Act and this Zone Plan provide a procedure to dissolve the BID
during its term. The procedure may be initiated by a petition of owners of
assessable property within the Zone Area duly signed by 30% (weighted) of
the property owners of assessable property with the Zone Area.
The Board shall place on the agenda of the Board’s next annual meeting, if
the next annual meeting is to be held not later than 63 days after receipt of
the written petition, or a special meeting not to be held later than 63 days
after receipt of the written petition, the issue of dissolution of the BID. Notice
of the next annual meeting or special meeting described in this paragraph
shall be made to all owners of assessable property within the Zone Area by
first-class mail not less than 14 days before the date of the annual or special
meeting. The notice shall include the specific location and the scheduled date
and time of the meeting.
Except as otherwise provided in this item, the BID shall be dissolved upon a
vote of more than 50% of the owners of assessable property within the Zone
Area voting at the meeting, with the votes of the property owners weighted
in accordance with Section 10f(2) of the Zone Act. Dissolution shall not take
effect until the later of the end of the second calendar year after the vote for
dissolution or all contractual liabilities of the BID have been paid and
discharged.
Upon dissolution of the BID, the Board shall dispose of the remaining physical
assets of the BID. The proceeds of any physical assets disposed of by the BID
and all money collected through assessments that is not required to defray
the expenses of the BID shall be refunded on a pro rata basis to persons from
whom assessments were collected. If the Board finds that the refundable
amount is so small as to make impracticable the computation and refunding
of the money, the refundable amount may be transferred to the Treasurer of

the City of Detroit for deposit in the treasury of the City of Detroit to credit of
the general fund.
Upon dissolution of the BID, any remaining assets of the BID shall be
transferred to the Treasurer of the City of Detroit for deposit in the treasury
of the City of Detroit to the credit of the general fund.
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APPENDIX L:
LISTING OF PARCELS & IDENTIFIED
ACCESSIBLE PROPERTIES

Listing of Parcels in the BID Zone
parcelnum

taxable_st

owner1

22012732-4

TAXABLE

SELLERS, G & GRAHAM, V

22012735 TAXABLE

LEGACY EDUCATIONAL ENTERPRISES, INC

22012736-42

CITY OWNED

PUBLIC LIBRARY J-29

22012743-4

TAXABLE

13001 W MCNICHOLS LLC

22012745-6

TAXABLE

JACKSON, ROMONA H

22012747-9

TAXABLE

HIRAKIS, SOPHIA

22012750 TAXABLE

HIRAKIS, SOPHIA

22012751 TAXABLE

RILEY, MORELLA

22012752 TAXABLE

SMITH, SHEILA

22012753-4

TAXABLE

CHUNG, SONG JA

22012755-61

TAXABLE

W J TRADING CORP

22012762 TAXABLE

AUTO LIGHT CARE CARE INC

22012763-5

TAXABLE

JHNB PROPERTIES LLC

22012766-7

TAXABLE

CANADY, MARY L

22012768-70

TAXABLE

LOGAN, A D

22012771 TAXABLE

LOGAN, A D

22012772 TAXABLE

WILLIAMSON, KING DAVID

22012773-4

TAXABLE

STEROSE INTERNATIONAL BOUTIQUE LLC

22012775 TAXABLE

STEROSE INTERNATIONAL BOUTIQUE LLC

22012776-7

TAXABLE

22012778 TAXABLE

HARRIS, KEITH
YAN, SHU QUAN

22012779-80

RELIGIOUS

LIVING WORD CHRISTIAN CHURCH

22012781-4

TAXABLE

SAMUELS, WALTER R & MARILYN JOY

22012785-91

TAXABLE

YOUNES, ZOUHAIR H

22012792-4

TAXABLE

BOKA MARIE PROPERTIES, LLC

22012795-9

TAXABLE

DETROIT REBIRTH FOUR, LLC

22012800-1

TAXABLE

MCNICHOLS ELECTRIC SERVICE INC

22012802 TAXABLE

MCNICHOLS ELECTRIC SERVICE INC

22012803 TAXABLE

MCNICHOLS ELECTRIC SERVICE INC

22012804-5

TAXABLE

TAYLOR, TARA F

22012806-7

TAXABLE

TAXPAYER (NOT A VACANT LOT)

22012808 TAXABLE

TAXPAYER - VACANT LOT

22012809-16

TAXABLE

LEWISON, ARLDA & RENNICK

22012817-22

TAXABLE

RANDOLPH, THOMAS & FRIEDMAN, JAMES

22012823 TAXABLE

LAWLER, NNASIRA KEITA

22012824 TAXABLE

SEGAL WEINER INVESTMENTS

22012825-6

TAXABLE

SEGAL WEINER INVESTMENTS

22012827-8

RELIGIOUS

AQUILA PRISCILLA MINISTRIES

22012829 TAXABLE
22012830-3

TAXABLE

KELLAR, JOHN
GWERSH PROPERTIES, LLC

22012834 TAXABLE

P&K REAL ESTATE INVESTMENT

22012835 TAXABLE

P&K REAL ESTATE INVESTMENT

22012836-8

TAXABLE

SANDERS, EDWARD L.

22012839 COUNTY OWNED CITY OF DETROIT - P&DD
22012840-1

TAXABLE

22012842 TAXABLE

RENT A HOME R-US-LLC.
MIRNA PROPERTY, LLC

22012843-5

TAXABLE

MCNICHOLS INVESTMENTS, LLC.

22012846-7

RELIGIOUS

JEHOVAH UNITY BAPTIST CHURCH

22012848-9

TAXABLE

MORRIS, FREDDIE

22012850 TAXABLE

APC CULTURAL GROUP

22012851 TAXABLE

TATE-HILL, J. & TATE, GERALDINE

22012852 TAXABLE

VAGA INVESTMENTS INC

22012853 TAXABLE

ALBA CONSTRUCTION INC

22012854 TAXABLE

IZAIRI, STEVE

22012855 TAXABLE

IZAIRI, STEVE

22012856 TAXABLE

MCNICHOLS IN AND OUT LLC

22012857-61

TAXABLE

MCNICHOLS IN AND OUT LLC

22012862-71

TAXABLE

LEE, JIAN CHAO

22014009-15

TAXABLE

FNM PAK INC

22014016-9

TAXABLE

HAKIM, ARIF HUSAIN

22014020 TAXABLE

14444 W MCNICHOLS PROPERTY H ET AL

22014021 TAXABLE

BOWMAN, WARREN

22014022-5

TAXABLE

LAND CONTRACT LENDERS LLC

22014026 TAXABLE

EMES REALTY, LLC

22014027 TAXABLE

EMES REALTY, LLC

22014028 TAXABLE

EMES REALTY, LLC

22014029-31

TAXABLE

EMES REALTY, LLC

22014032-4

TAXABLE

HAYES, KEVIN

22014035-9

TAXABLE

HENDERSON, ELLESYA

22014040-3

TAXABLE

HENDERSON, ELLESYA

22014044-5

TAXABLE

VHS SINAI-GRACE HOSPITAL INC

22014046 TAXABLE

AGBOOLA, KAZEEM DR.

22014047-8

TAXABLE

DALLO, MARK

22014049-50

TAXABLE

DALLO, MARK

22014051 TAXABLE

DALLO, MARK

22014052 TAXABLE

MORROW, CARL

22014053 TAXABLE

HOUSE OF BEAUTY HAIR

22014054-5

TAXABLE

HOUSE OF BEAUTY HAIR

22014056-60

TAXABLE

SQUIRE, RUSSELL

22014061 TAXABLE
22014062-5

TOSHIBA HOLDINGS LLC

TAXABLE

ANCHOR SENIOR MEDICAL

22014066 TAXABLE

ANCHOR SENIOR MEDICAL

22014067 TAXABLE

TAXPAYER

22014068-70

TAXABLE

VHS SINAI GRACE HOSPITAL INC

22014071-5

TAXABLE

VHS SINAI-GRACE HOSPITAL INC

22014076-8

RELIGIOUS

MUSLIM COMMUNITY CENTER OF DETROIT

22014079 TAXABLE

TAXPAYER

22014080-1

TAXABLE

SENTINNELL SHANNELL CORP

22014082-3

TAXABLE

MCKINNEY PRUDE, ELANA D

22014084-93

TAXABLE

SPIRIT MASTER FUNDING 111, LLC

22014094-105 TAXABLE

FCPT ACQUISITIONS LLC

22014106 TAXABLE

WHITTFIELD, MARLA

22014107 TAXABLE

LIGON, WILLIAM

22014108 TAXABLE

METRO REAL ESTATE HOLDINGS, LLC

22014109 TAXABLE

MARTIN, LYNNICE Y.

22014110 TAXABLE

CARTER, D & R & PITTMAN, R

22014111 TAXABLE

YOUNG, LEE H

22014112 TAXABLE

LEE, YOUNG H

22014113 TAXABLE

CHILDS, ALAN V

22014114 TAXABLE

JOSEPH L MOORE REVOCABLE TRUST

22014115-6

TAXABLE

MPL-6 MILE LLC

22014117-8

TAXABLE

JOSEPH L MOORE REVOCABLE TRUST

22014119 TAXABLE

JOSEPH L MOORE REVOCABLE TRUST

22014120 TAXABLE

PURNELL, ARNOLD

22014121 TAXABLE

SIMMONS, PEARLINE

22014122 RELIGIOUS

TABERNACLE OF FAITH CHURCH INC

22014123-4

TAXABLE

DABISH, MAJED

22014125-9

RELIGIOUS

THE HOUSE OF PRAYER & WORSHIP

22014130 TAXABLE

S V AND R INVESTMENT LLC

22014131 TAXABLE

JUDKINS, CLIFFORD

22014132-4

TAXABLE

CARDENAS, LAMAR

22014135-7

TAXABLE

SIX MILE ASSOCIATES, LLC

22014138-41

TAXABLE

MCNICHOLS & LODGE LLC

22014142 TAXABLE
22014144-6

TAXABLE

KO ENTERPRISES & REAL ESTATE HOLDIN
THE GREENING OF DETROIT

22014147 RELIGIOUS

WESTSIDE GOSPEL HALL

22014148 CITY OWNED

CITY OF DETROIT-P&DD

22014149-51

TAXABLE

JOHNSON, DERHONDA L

22019783-6

TAXABLE

JENKINS, BRIDGETTE

22030051 TAXABLE

HOSA EQUITIES LLC

22030052 TAXABLE

GATILU INVESTMENT GROUP LLC

22030053-5

TAXABLE

22030056 TAXABLE

SAMUELS, WALTER R & MARILYN JOY
TAMMACO PROPERTIES & INVESTMENTS LL

22030057-61

TAXABLE

WILLIAMSON, RONALD F SR

22030062-5

TAXABLE

SCHAEFER HIGHWAY LLC

22030066 TAXABLE

GLUCK, ALAN

22030067 TAXABLE

GLUCK, ALAN

22030068 TAXABLE

GLUCK, ALAN

22030069 TAXABLE

GLUCK, ALAN

22030070-1

TAXABLE

GLUCK, ALAN

22030072 TAXABLE

GLUCK, ALAN

22030073 TAXABLE

GLUCK, ALAN

22030074 TAXABLE

GLUCK, ALAN

22030075 TAXABLE

GLUCK, ALAN

22030076 TAXABLE

GLUCK, ALAN

22030077 TAXABLE

GLE INVESTMENTS LLC

22030078 TAXABLE

GLUCK, ALAN

22030079 TAXABLE

GLUCK, ALAN

22030610 TAXABLE

VHS SINAI-GRACE HOSPITAL INC

22030610 TAXABLE

VHS SINAI-GRACE HOSPITAL INC

22030610.003L TAXABLE

VHS SINAI-GRACE HOSPITAL INC

22030611-5

TAXABLE

VHS SINAI-GRACE HOSPITAL INC

22030616 TAXABLE

VHS SINAI-GRACE HOSPITAL INC

22030617-9

TAXABLE

22030620 TAXABLE

MARC6 HOLDINGS LLC
TAXPAYER

22030621-6

TAXABLE

KANG, MU I11

22030627-30

TAXABLE

STANLEY, GLENDA

22030631-3

TAXABLE

VHS SINAI GRACE HOSPITAL INC

22030634 TAXABLE

GREEN, ALEX III & LORETTA REVOCABLE

22030635-7

TAXABLE

GREEN, ALEX III

22030638-9

TAXABLE

GREEN, ALEX III

22030640 TAXABLE

GREEN, ALEX III

22030641 TAXABLE

GREEN, ALEX III

22030642 TAXABLE

GREEN, ALEX III

22030643-4

TAXABLE

22030645 TAXABLE

GREEN, ALEX III
GREEN, ALEX III & LORETTA REVOCABLE

22030646-8

TAXABLE

NATL AQUARIUM SUPPLY CO

22030649-58

TAXABLE

CHARTER ONE BANK/CITIZENS BANK

22030659-61

TAXABLE

SESI, JERRY

22032760-72

TAXABLE

VHS SINAI-GRACE HOSPITAL INC

22033513-23

TAXABLE

VHS SINAI-GRACE HOSPITAL

APPENDIX C
Northwest Detroit Business Improvement District Proposed Budget
XX/XX/20XX- XX/XX/20XX
DRAFT EXAMPLE: TO BE DECIDED BY BID BOARD OF DIRECTORS

Cleaning and Beautification

Amount Budgeted
% of Total Budget
$
34,100
31.0%

Administration and Management
Safety
Outreach
Marketing and Communications
Professional Services (insurance, translation, public
relations)
Assorted (printing, postage, waste disposal)
Financial Services (audit, bank fees)

$
$
$
$
$

30,800
20,900
4,950
4,950
4,950

28.0%
19.0%
4.5%
4.5%
4.50%

$
$

4,950
4,400

4.50%
4.0%

Total

$

110,000

APPENDIX D
Proposed BID Zone Assessments

ALL PARCELS IN BID ZONE
taxable_va
$28,700

sqft

parcelnum

3888 22012732-4

taxable_st

owner1

TAXABLE

SELLERS, G & GRAHAM, V

acreage
0.089

$20,800
$0

1999

LEGACY EDUCATIONAL
ENTERPRISES, INC

0.046

CITY OWNED

PUBLIC LIBRARY J-29

0.337

22012735 TAXABLE

14700 22012736-42

$32,200

4113 22012743-4

TAXABLE

13001 W MCNICHOLS LLC

0.094

$12,300

4005 22012745-6

TAXABLE

JACKSON, ROMONA H

0.092

$8,000

5998 22012747-9

TAXABLE

HIRAKIS, SOPHIA

0.138

$3,900

1999

22012750 TAXABLE

HIRAKIS, SOPHIA

0.046

$5,200

1999

22012751 TAXABLE

RILEY, MORELLA

0.046

$25,000

4141

22012752 TAXABLE

SMITH, SHEILA

0.095

$17,800

4099 22012753-4

TAXABLE

CHUNG, SONG JA

0.094

$74,800

13644 22012755-61

TAXABLE

W J TRADING CORP

0.313

AUTO LIGHT CARE CARE INC

0.182

$26,000

7931

22012762 TAXABLE

$63,500

5487 22012763-5

TAXABLE

JHNB PROPERTIES LLC

0.126

$4,300

3321 22012766-7

TAXABLE

CANADY, MARY L

0.076

$7,800

4992 22012768-70

TAXABLE

LOGAN, A D

0.115

$11,700

1671

22012771 TAXABLE

LOGAN, A D

0.038

$27,700

3806

22012772 TAXABLE

WILLIAMSON, KING DAVID

0.087

TAXABLE

STEROSE INTERNATIONAL
BOUTIQUE LLC

0.088

22012775 TAXABLE

STEROSE INTERNATIONAL
BOUTIQUE LLC

0.076

HARRIS, KEITH

0.076

YAN, SHU QUAN

0.115

RELIGIOUS

LIVING WORD CHRISTIAN CHURCH

0.088

$4,000

3826 22012773-4

$21,400

3314

$15,400

3314 22012776-7

$18,700

5004

$0

TAXABLE

22012778 TAXABLE

3818 22012779-80

$641,700

68218 22012781-4

TAXABLE

SAMUELS, WALTER R & MARILYN
JOY

1.566

$269,600

14716 22012785-91

TAXABLE

YOUNES, ZOUHAIR H

0.338

$61,300

6703 22012792-4

TAXABLE

BOKA MARIE PROPERTIES, LLC

0.154

$64,800

10450 22012795-9

TAXABLE

DETROIT REBIRTH FOUR, LLC

$22,700

4015 22012800-1

TAXABLE

MCNICHOLS ELECTRIC SERVICE
INC

0.092

22012802 TAXABLE

MCNICHOLS ELECTRIC SERVICE
INC

0.046

22012803 TAXABLE

MCNICHOLS ELECTRIC SERVICE
INC

0.046
0.102

$4,100
$4,600

2011
2000

$30,400

4448 22012804-5

TAXABLE

TAYLOR, TARA F

$12,200

4356 22012806-7

TAXABLE

TAXPAYER (NOT A VACANT LOT)

$3,400

2002

22012808 TAXABLE

TAXPAYER - VACANT LOT

0.24

0.1
0.046

$101,900

13007 22012809-16

TAXABLE

LEWISON, ARLDA & RENNICK

0.299

$74,000

9301 22012817-22

TAXABLE

RANDOLPH, THOMAS & FRIEDMAN,
JAMES

0.214

$8,700

1858

22012823 TAXABLE

LAWLER, NNASIRA KEITA

0.043

$35,100

2963

22012824 TAXABLE

SEGAL WEINER INVESTMENTS

0.068

$27,000

4192 22012825-6

TAXABLE

SEGAL WEINER INVESTMENTS

0.096

$0

7741 22012827-8

RELIGIOUS

AQUILA PRISCILLA MINISTRIES

0.178

KELLAR, JOHN

0.035

GWERSH PROPERTIES, LLC

0.191

$19,400

1532

22012829 TAXABLE

$53,400

8327 22012830-3

TAXABLE

$7,600

2490

22012834 TAXABLE

P&K REAL ESTATE INVESTMENT

0.057

$13,300

2312

22012835 TAXABLE

P&K REAL ESTATE INVESTMENT

0.053

$45,800

4796 22012836-8

$0

1599

TAXABLE

COUNTY
22012839 OWNED
TAXABLE

SANDERS, EDWARD L.

0.11

CITY OF DETROIT - P&DD

0.037

RENT A HOME R-US-LLC.

0.074

MIRNA PROPERTY, LLC

0.074

$13,600

3205 22012840-1

$61,000

3215

$54,600

6810 22012843-5

TAXABLE

MCNICHOLS INVESTMENTS, LLC.

0.156

$0

3200 22012846-7

RELIGIOUS

JEHOVAH UNITY BAPTIST CHURCH

0.073

$25,500

3359 22012848-9

TAXABLE

MORRIS, FREDDIE

0.077

$16,400

2328

22012850 TAXABLE

APC CULTURAL GROUP

0.053

$20,000

2722

22012851 TAXABLE

TATE-HILL, J. & TATE, GERALDINE

0.062

$3,900

3209

22012852 TAXABLE

VAGA INVESTMENTS INC

0.074

$4,800

1596

22012853 TAXABLE

ALBA CONSTRUCTION INC

0.037

$4,800

1609

22012854 TAXABLE

IZAIRI, STEVE

0.037

$4,800

1603

22012855 TAXABLE

IZAIRI, STEVE

0.037

$4,700

1599

22012856 TAXABLE

MCNICHOLS IN AND OUT LLC

0.037
0.22

22012842 TAXABLE

$40,400

9572 22012857-61

TAXABLE

MCNICHOLS IN AND OUT LLC

$148,600

19001 22012862-71

TAXABLE

LEE, JIAN CHAO

0.436

$132,300

13264 22014009-15

TAXABLE

FNM PAK INC

0.304

$61,300

9012 22014016-9

TAXABLE

HAKIM, ARIF HUSAIN

0.207
0.055

$25,600

2391

22014020 TAXABLE

14444 W MCNICHOLS PROPERTY H
ET AL

$20,400

2193

22014021 TAXABLE

BOWMAN, WARREN

0.05

$38,000

7837 22014022-5

LAND CONTRACT LENDERS LLC

0.18

$14,700

1999

22014026 TAXABLE

EMES REALTY, LLC

0.046

$12,700

1996

22014027 TAXABLE

EMES REALTY, LLC

0.046

TAXABLE

$21,700

1996

22014028 TAXABLE

EMES REALTY, LLC

0.046

$36,200

6350 22014029-31

TAXABLE

EMES REALTY, LLC

0.146

$35,600

6893 22014032-4

TAXABLE

HAYES, KEVIN

0.158

$9,500

9995 22014035-9

TAXABLE

HENDERSON, ELLESYA

0.229

$8,900

8905 22014040-3

TAXABLE

HENDERSON, ELLESYA

0.204

$649,600

57268 22014044-5

TAXABLE

VHS SINAI-GRACE HOSPITAL INC

1.315

AGBOOLA, KAZEEM DR.

0.043

$23,600

1891

22014046 TAXABLE

$59,800

4020 22014047-8

TAXABLE

DALLO, MARK

0.092

$12,600

4006 22014049-50

TAXABLE

DALLO, MARK

0.092

$7,200

2003

22014051 TAXABLE

DALLO, MARK

0.046

$15,100

2003

22014052 TAXABLE

MORROW, CARL

0.046

$22,600

2003

22014053 TAXABLE

HOUSE OF BEAUTY HAIR

0.046

$26,000

4020 22014054-5

TAXABLE

HOUSE OF BEAUTY HAIR

0.092

$39,900

10016 22014056-60

TAXABLE

SQUIRE, RUSSELL

$33,100

6894

22014061 TAXABLE

$50,400

7986 22014062-5

$27,400

0.23

TOSHIBA HOLDINGS LLC

0.158

TAXABLE

ANCHOR SENIOR MEDICAL

0.183

1996

22014066 TAXABLE

ANCHOR SENIOR MEDICAL

0.046

$11,100

1999

22014067 TAXABLE

TAXPAYER

0.046

$11,300

6900 22014068-70

TAXABLE

VHS SINAI GRACE HOSPITAL INC

0.158

TAXABLE

VHS SINAI-GRACE HOSPITAL INC

0.25

RELIGIOUS

MUSLIM COMMUNITY CENTER OF
DETROIT

0.152

TAXPAYER

0.074

$17,700

10896 22014071-5

$0

6602 22014076-8

$11,600

3242

22014079 TAXABLE

$6,300

4401 22014080-1

TAXABLE

SENTINNELL SHANNELL CORP

0.101

$21,400

3236 22014082-3

TAXABLE

MCKINNEY PRUDE, ELANA D

0.074

$189,200

27477 22014084-93

TAXABLE

SPIRIT MASTER FUNDING 111, LLC

0.631

$210,000

24580 22014094-105 TAXABLE

FCPT ACQUISITIONS LLC

0.564

$36,100

6809

22014106 TAXABLE

WHITTFIELD, MARLA

0.156

$8,100

9978

22014107 TAXABLE

LIGON, WILLIAM

0.229

$6,700

1995

22014108 TAXABLE

METRO REAL ESTATE HOLDINGS,
LLC

0.046

$39,300

3965

22014109 TAXABLE

MARTIN, LYNNICE Y.

0.091

$35,500

2837

22014110 TAXABLE

CARTER, D & R & PITTMAN, R

0.065

$18,600

2796

22014111 TAXABLE

YOUNG, LEE H

0.064

$9,300

1999

22014112 TAXABLE

LEE, YOUNG H

0.046

$10,100

2013

22014113 TAXABLE

CHILDS, ALAN V

0.046

$10,700

1995

22014114 TAXABLE

JOSEPH L MOORE REVOCABLE
TRUST

0.046

$26,000

3991 22014115-6

TAXABLE

MPL-6 MILE LLC

0.092

$22,100

3998 22014117-8

TAXABLE

JOSEPH L MOORE REVOCABLE
TRUST

0.092
0.046

$21,500

1999

22014119 TAXABLE

JOSEPH L MOORE REVOCABLE
TRUST

$24,000

1995

22014120 TAXABLE

PURNELL, ARNOLD

0.046

$12,700

2013

22014121 TAXABLE

SIMMONS, PEARLINE

0.046

$0

2796

22014122 RELIGIOUS

TABERNACLE OF FAITH CHURCH
INC

0.064

TAXABLE

DABISH, MAJED

0.099

RELIGIOUS

THE HOUSE OF PRAYER &
WORSHIP

$11,200

4309 22014123-4

$0

10019 22014125-9

0.23

$16,800

1999

22014130 TAXABLE

S V AND R INVESTMENT LLC

0.046

$14,700

1995

22014131 TAXABLE

JUDKINS, CLIFFORD

0.046

$41,200

6000 22014132-4

TAXABLE

CARDENAS, LAMAR

0.138

$25,700

6308 22014135-7

TAXABLE

SIX MILE ASSOCIATES, LLC

0.145

$50,500

16750 22014138-41

TAXABLE

MCNICHOLS & LODGE LLC

0.385

KO ENTERPRISES & REAL ESTATE
HOLDIN

0.046

THE GREENING OF DETROIT

1.091

$13,100
$131,400

1999

22014142 TAXABLE

47518 22014144-6

TAXABLE

$0

8800

22014147 RELIGIOUS

WESTSIDE GOSPEL HALL

0.202

$0

2200

22014148 CITY OWNED

CITY OF DETROIT-P&DD

0.051

$22,800

6593 22014149-51

TAXABLE

JOHNSON, DERHONDA L

0.151

$28,500

5811 22019783-6

TAXABLE

JENKINS, BRIDGETTE

0.133
0.545

$418,700

23761

22030051 TAXABLE

HOSA EQUITIES LLC

$238,000

48801

22030052 TAXABLE

GATILU INVESTMENT GROUP LLC

1.12

SAMUELS, WALTER R & MARILYN
JOY

2.071

TAMMACO PROPERTIES &
INVESTMENTS LL

0.048

$59,900

90200 22030053-5

TAXABLE

$27,300

2112

22030056 TAXABLE

$59,000

9994 22030057-61

TAXABLE

WILLIAMSON, RONALD F SR

0.229

$89,500

8032 22030062-5

TAXABLE

SCHAEFER HIGHWAY LLC

0.184

$6,000

2008

22030066 TAXABLE

GLUCK, ALAN

0.046

$1,600

1987

22030067 TAXABLE

GLUCK, ALAN

0.046

$2,500

1987

22030068 TAXABLE

GLUCK, ALAN

0.046

$1,600

2008

22030069 TAXABLE

GLUCK, ALAN

0.046

$3,200

4011 22030070-1

TAXABLE

GLUCK, ALAN

0.092

$1,600

2005

22030072 TAXABLE

GLUCK, ALAN

0.046

$1,600

2008

22030073 TAXABLE

GLUCK, ALAN

0.046

$1,600

1987

22030074 TAXABLE

GLUCK, ALAN

0.046

$3,100

2003

22030075 TAXABLE

GLUCK, ALAN

0.046

$2,800

1987

22030076 TAXABLE

GLUCK, ALAN

0.046

$3,200

2005

22030077 TAXABLE

GLE INVESTMENTS LLC

0.046

$3,000

2003

22030078 TAXABLE

GLUCK, ALAN

0.046

$4,300

2005

22030079 TAXABLE

GLUCK, ALAN

0.046

$3,022,800

59602

22030610 TAXABLE

VHS SINAI-GRACE HOSPITAL INC

1.368

$48,280,200 558455

22030610 TAXABLE

VHS SINAI-GRACE HOSPITAL INC

12.82

$994,900 132639 22030610.003L TAXABLE

VHS SINAI-GRACE HOSPITAL INC

3.045

TAXABLE

VHS SINAI-GRACE HOSPITAL INC

0.271

22030616 TAXABLE

VHS SINAI-GRACE HOSPITAL INC

0.051

MARC6 HOLDINGS LLC

0.151

TAXPAYER

0.051

TAXABLE

KANG, MU I11

0.303

$19,200
$3,500

11797 22030611-5
2207

$67,900

6580 22030617-9

$28,200

2204

$79,600

TAXABLE

22030620 TAXABLE

13183 22030621-6

$86,900

8828 22030627-30

TAXABLE

STANLEY, GLENDA

0.203

$11,800

7150 22030631-3

TAXABLE

VHS SINAI GRACE HOSPITAL INC

0.164

GREEN, ALEX III & LORETTA
REVOCABLE

0.043

$2,500

1888

22030634 TAXABLE

$34,900

5381 22030635-7

TAXABLE

GREEN, ALEX III

0.124

$18,200

3608 22030638-9

TAXABLE

GREEN, ALEX III

0.083

$5,800

1804

22030640 TAXABLE

GREEN, ALEX III

0.041

$9,100

1788

22030641 TAXABLE

GREEN, ALEX III

0.041

$2,500

1804

22030642 TAXABLE

GREEN, ALEX III

0.041

$1,600

1712 22030643-4

GREEN, ALEX III

0.039

GREEN, ALEX III & LORETTA
REVOCABLE

0.123

TAXABLE

$30,600

5344

22030645 TAXABLE

$26,300

3747 22030646-8

TAXABLE

NATL AQUARIUM SUPPLY CO

0.086

$169,000

17979 22030649-58

TAXABLE

CHARTER ONE BANK/CITIZENS
BANK

0.413

$161,800

6716 22030659-61

TAXABLE

SESI, JERRY

0.154

$352,200 216667 22032760-72

TAXABLE

VHS SINAI-GRACE HOSPITAL INC

4.974

$153,900 103645 22033513-23

TAXABLE

VHS SINAI-GRACE HOSPITAL

2.379

ALL PARCELS IN BID ZONE AT ASSESSMENT OF 2%, 1.75%, and 1.25%
Normal Assements
taxable_v
a
sqft

parcelnum

taxable_
st
owner1

acrea
ge

2%

1.75%

1.25%

SELLERS, G
TAXABL & GRAHAM,
$28,700 3888 22012732-4 E
V

0.089

$574

$502

$359

LEGACY
EDUCATION
AL
TAXABL ENTERPRIS
22012735 E
ES, INC

0.046

$416

$364

$260

0.337

$0

$0

$0

13001 W
TAXABL MCNICHOLS
$32,200 4113 22012743-4 E
LLC

0.094

$644

$564

$403

TAXABL JACKSON,
$12,300 4005 22012745-6 E
ROMONA H

0.092

$246

$215

$154

TAXABL HIRAKIS,
$8,000 5998 22012747-9 E
SOPHIA

0.138

$160

$140

$100

$3,900 1999

TAXABL HIRAKIS,
22012750 E
SOPHIA

0.046

$78

$68

$49

$5,200 1999

TAXABL RILEY,
22012751 E
MORELLA

0.046

$104

$91

$65

TAXABL SMITH,
22012752 E
SHEILA

0.095

$500

$438

$313

TAXABL CHUNG,
$17,800 4099 22012753-4 E
SONG JA

0.094

$356

$312

$223

WJ
TAXABL TRADING
E
CORP

0.313

$1,496

$1,309

$935

AUTO LIGHT
TAXABL CARE CARE
22012762 E
INC

0.182

$520

$455

$325

JHNB
TAXABL PROPERTIE
$63,500 5487 22012763-5 E
S LLC

0.126

$1,270

$1,111

$794

TAXABL CANADY,
$4,300 3321 22012766-7 E
MARY L

0.076

$86

$75

$54

22012768$7,800 4992 70

TAXABL
E
LOGAN, A D

0.115

$156

$137

$98

$11,700 1671

TAXABL
22012771 E
LOGAN, A D

0.038

$234

$205

$146

$27,700 3806

22012772 TAXABL WILLIAMSO

0.087

$554

$485

$346

$20,800 1999

1470 22012736$0
0 42

$25,000 4141

$74,800

1364 220127554 61

$26,000 7931

PUBLIC
CITY
LIBRARY JOWNED 29

E

N, KING
DAVID

STEROSE
INTERNATIO
NAL
TAXABL BOUTIQUE
$4,000 3826 22012773-4 E
LLC
0.088

$80

$70

$50

STEROSE
INTERNATIO
NAL
TAXABL BOUTIQUE
22012775 E
LLC
0.076

$428

$375

$268

0.076

$308

$270

$193

0.115

$374

$327

$234

0.088

$0

$0

$0

SAMUELS,
WALTER R &
6821
TAXABL MARILYN
$641,700
8 22012781-4 E
JOY
1.566

$12,834

$11,230

$8,021

0.338

$5,392

$4,718

$3,370

BOKA MARIE
TAXABL PROPERTIE
$61,300 6703 22012792-4 E
S, LLC
0.154

$1,226

$1,073

$766

DETROIT
1045
TAXABL REBIRTH
$64,800
0 22012795-9 E
FOUR, LLC

0.24

$1,296

$1,134

$810

MCNICHOLS
ELECTRIC
TAXABL SERVICE
$22,700 4015 22012800-1 E
INC

0.092

$454

$397

$284

$4,100 2011

MCNICHOLS
ELECTRIC
TAXABL SERVICE
22012802 E
INC

0.046

$82

$72

$51

$4,600 2000

MCNICHOLS
ELECTRIC
TAXABL SERVICE
22012803 E
INC

0.046

$92

$81

$58

0.102

$608

$532

$380

0.1

$244

$214

$153

$21,400 3314

TAXABL HARRIS,
$15,400 3314 22012776-7 E
KEITH
$18,700 5004

TAXABL YAN, SHU
22012778 E
QUAN

22012779$0 3818 80

$269,600

1471 220127856 91

LIVING
WORD
RELIGIO CHRISTIAN
US
CHURCH

TAXABL YOUNES,
E
ZOUHAIR H

TAXABL TAYLOR,
$30,400 4448 22012804-5 E
TARA F
TAXPAYER
(NOT A
TAXABL VACANT
$12,200 4356 22012806-7 E
LOT)

$3,400 2002

TAXPAYER TAXABL VACANT
22012808 E
LOT

0.046

$68

$60

$43

LEWISON,
TAXABL ARLDA &
E
RENNICK

0.299

$2,038

$1,783

$1,274

RANDOLPH,
THOMAS &
TAXABL FRIEDMAN,
E
JAMES

0.214

$1,480

$1,295

$925

LAWLER,
TAXABL NNASIRA
22012823 E
KEITA

0.043

$174

$152

$109

SEGAL
WEINER
TAXABL INVESTMEN
22012824 E
TS

0.068

$702

$614

$439

SEGAL
WEINER
TAXABL INVESTMEN
$27,000 4192 22012825-6 E
TS

0.096

$540

$473

$338

AQUILA
RELIGIO PRISCILLA
$0 7741 22012827-8 US
MINISTRIES

0.178

$0

$0

$0

0.035

$388

$340

$243

GWERSH
TAXABL PROPERTIE
$53,400 8327 22012830-3 E
S, LLC

0.191

$1,068

$935

$668

$7,600 2490

P&K REAL
ESTATE
TAXABL INVESTMEN
22012834 E
T

0.057

$152

$133

$95

$13,300 2312

P&K REAL
ESTATE
TAXABL INVESTMEN
22012835 E
T

0.053

$266

$233

$166

TAXABL SANDERS,
$45,800 4796 22012836-8 E
EDWARD L.

0.11

$916

$802

$573

0.037

$0

$0

$0

RENT A
TAXABL HOME R-US$13,600 3205 22012840-1 E
LLC.
0.074

$272

$238

$170

1300 22012809$101,900
7 16

22012817$74,000 9301 22

$8,700 1858

$35,100 2963

$19,400 1532

$0 1599

TAXABL KELLAR,
22012829 E
JOHN

CITY OF
COUNTY DETROIT 22012839 OWNED P&DD

MIRNA
TAXABL PROPERTY,
22012842 E
LLC

0.074

$1,220

$1,068

$763

MCNICHOLS
TAXABL INVESTMEN
$54,600 6810 22012843-5 E
TS, LLC.

0.156

$1,092

$956

$683

$61,000 3215

JEHOVAH
UNITY
RELIGIO BAPTIST
$0 3200 22012846-7 US
CHURCH

0.073

$0

$0

$0

0.077

$510

$446

$319

$16,400 2328

APC
TAXABL CULTURAL
22012850 E
GROUP

0.053

$328

$287

$205

$20,000 2722

TATE-HILL,
TAXABL J. & TATE,
22012851 E
GERALDINE

0.062

$400

$350

$250

$3,900 3209

VAGA
TAXABL INVESTMEN
22012852 E
TS INC

0.074

$78

$68

$49

$4,800 1596

ALBA
TAXABL CONSTRUC
22012853 E
TION INC

0.037

$96

$84

$60

$4,800 1609

TAXABL IZAIRI,
22012854 E
STEVE

0.037

$96

$84

$60

$4,800 1603

TAXABL IZAIRI,
22012855 E
STEVE

0.037

$96

$84

$60

$4,700 1599

MCNICHOLS
TAXABL IN AND OUT
22012856 E
LLC

0.037

$94

$82

$59

MCNICHOLS
TAXABL IN AND OUT
E
LLC

0.22

$808

$707

$505

TAXABL MORRIS,
$25,500 3359 22012848-9 E
FREDDIE

22012857$40,400 9572 61
$148,600

1900 220128621 71

TAXABL LEE, JIAN
E
CHAO

0.436

$2,972

$2,601

$1,858

$132,300

1326 220140094 15

TAXABL FNM PAK
E
INC

0.304

$2,646

$2,315

$1,654

TAXABL HAKIM, ARIF
$61,300 9012 22014016-9 E
HUSAIN

0.207

$1,226

$1,073

$766

$25,600 2391

14444 W
MCNICHOLS
TAXABL PROPERTY
22014020 E
H ET AL

0.055

$512

$448

$320

$20,400 2193

TAXABL BOWMAN,
22014021 E
WARREN

0.05

$408

$357

$255

0.18

$760

$665

$475

$14,700 1999

EMES
TAXABL REALTY,
22014026 E
LLC

0.046

$294

$257

$184

$12,700 1996

EMES
TAXABL REALTY,
22014027 E
LLC

0.046

$254

$222

$159

LAND
CONTRACT
TAXABL LENDERS
$38,000 7837 22014022-5 E
LLC

EMES
TAXABL REALTY,
22014028 E
LLC

0.046

$434

$380

$271

EMES
TAXABL REALTY,
E
LLC

0.146

$724

$634

$453

0.158

$712

$623

$445

TAXABL HENDERSO
$9,500 9995 22014035-9 E
N, ELLESYA

0.229

$190

$166

$119

TAXABL HENDERSO
$8,900 8905 22014040-3 E
N, ELLESYA

0.204

$178

$156

$111

1.315

$12,992

$11,368

$8,120

TAXABL AGBOOLA,
22014046 E
KAZEEM DR. 0.043

$472

$413

$295

$21,700 1996

22014029$36,200 6350 31

TAXABL HAYES,
$35,600 6893 22014032-4 E
KEVIN

VHS SINAIGRACE
5726
TAXABL HOSPITAL
$649,600
8 22014044-5 E
INC
$23,600 1891

TAXABL DALLO,
$59,800 4020 22014047-8 E
MARK

0.092

$1,196

$1,047

$748

22014049$12,600 4006 50

TAXABL DALLO,
E
MARK

0.092

$252

$221

$158

TAXABL DALLO,
22014051 E
MARK

0.046

$144

$126

$90

$15,100 2003

TAXABL MORROW,
22014052 E
CARL

0.046

$302

$264

$189

$22,600 2003

HOUSE OF
TAXABL BEAUTY
22014053 E
HAIR

0.046

$452

$396

$283

HOUSE OF
TAXABL BEAUTY
$26,000 4020 22014054-5 E
HAIR

0.092

$520

$455

$325

0.23

$798

$698

$499

0.158

$662

$579

$414

ANCHOR
TAXABL SENIOR
$50,400 7986 22014062-5 E
MEDICAL

0.183

$1,008

$882

$630

$27,400 1996

ANCHOR
TAXABL SENIOR
22014066 E
MEDICAL

0.046

$548

$480

$343

$11,100 1999

TAXABL
22014067 E
TAXPAYER

0.046

$222

$194

$139

0.158

$226

$198

$141

$7,200 2003

$39,900

1001 220140566 60

$33,100 6894

TAXABL SQUIRE,
E
RUSSELL

TOSHIBA
TAXABL HOLDINGS
22014061 E
LLC

22014068$11,300 6900 70

VHS SINAI
GRACE
TAXABL HOSPITAL
E
INC

VHS SINAIGRACE
1089
TAXABL HOSPITAL
$17,700
6 22014071-5 E
INC

0.25

$354

$310

$221

MUSLIM
COMMUNITY
RELIGIO CENTER OF
$0 6602 22014076-8 US
DETROIT
0.152

$0

$0

$0

0.074

$232

$203

$145

SENTINNELL
TAXABL SHANNELL
$6,300 4401 22014080-1 E
CORP
0.101

$126

$110

$79

0.074

$428

$375

$268

SPIRIT
MASTER
TAXABL FUNDING
E
111, LLC

0.631

$3,784

$3,311

$2,365

FCPT
TAXABL ACQUISITIO
E
NS LLC

0.564

$4,200

$3,675

$2,625

TAXABL WHITTFIELD
22014106 E
, MARLA

0.156

$722

$632

$451

$8,100 9978

TAXABL LIGON,
22014107 E
WILLIAM

0.229

$162

$142

$101

$6,700 1995

METRO
REAL
ESTATE
TAXABL HOLDINGS,
22014108 E
LLC

0.046

$134

$117

$84

$39,300 3965

TAXABL MARTIN,
22014109 E
LYNNICE Y.

0.091

$786

$688

$491

$35,500 2837

CARTER, D
TAXABL & R &
22014110 E
PITTMAN, R

0.065

$710

$621

$444

$18,600 2796

TAXABL YOUNG, LEE
22014111 E
H
0.064

$372

$326

$233

$9,300 1999

TAXABL LEE, YOUNG
22014112 E
H
0.046

$186

$163

$116

$10,100 2013

TAXABL CHILDS,
22014113 E
ALAN V

0.046

$202

$177

$126

$10,700 1995

JOSEPH L
MOORE
TAXABL REVOCABLE
22014114 E
TRUST
0.046

$214

$187

$134

$11,600 3242

TAXABL
22014079 E
TAXPAYER

MCKINNEY
TAXABL PRUDE,
$21,400 3236 22014082-3 E
ELANA D

$189,200

2747 220140847 93

2458 22014094$210,000
0 105
$36,100 6809

TAXABL MPL-6 MILE
$26,000 3991 22014115-6 E
LLC

0.092

$520

$455

$325

$22,100 3998 22014117-8 TAXABL JOSEPH L

0.092

$442

$387

$276

E

MOORE
REVOCABLE
TRUST

$21,500 1999

JOSEPH L
MOORE
TAXABL REVOCABLE
22014119 E
TRUST
0.046

$430

$376

$269

$24,000 1995

TAXABL PURNELL,
22014120 E
ARNOLD

0.046

$480

$420

$300

$12,700 2013

TAXABL SIMMONS,
22014121 E
PEARLINE

0.046

$254

$222

$159

TABERNACL
E OF FAITH
RELIGIO CHURCH
22014122 US
INC

0.064

$0

$0

$0

0.099

$224

$196

$140

THE HOUSE
1001
RELIGIO OF PRAYER
$0
9 22014125-9 US
& WORSHIP

0.23

$0

$0

$0

$16,800 1999

S V AND R
TAXABL INVESTMEN
22014130 E
T LLC

0.046

$336

$294

$210

$14,700 1995

TAXABL JUDKINS,
22014131 E
CLIFFORD

0.046

$294

$257

$184

TAXABL CARDENAS,
$41,200 6000 22014132-4 E
LAMAR

0.138

$824

$721

$515

SIX MILE
TAXABL ASSOCIATE
$25,700 6308 22014135-7 E
S, LLC

0.145

$514

$450

$321

MCNICHOLS
TAXABL & LODGE
E
LLC

0.385

$1,010

$884

$631

KO
ENTERPRIS
ES & REAL
TAXABL ESTATE
22014142 E
HOLDIN

0.046

$262

$229

$164

THE
4751
TAXABL GREENING
$131,400
8 22014144-6 E
OF DETROIT 1.091

$2,628

$2,300

$1,643

$0 2796

TAXABL DABISH,
$11,200 4309 22014123-4 E
MAJED

1675 22014138$50,500
0 41

$13,100 1999

$0 8800

WESTSIDE
RELIGIO GOSPEL
22014147 US
HALL

0.202

$0

$0

$0

$0 2200

CITY OF
CITY
DETROIT22014148 OWNED P&DD

0.051

$0

$0

$0

0.151

$456

$399

$285

22014149$22,800 6593 51

JOHNSON,
TAXABL DERHONDA
E
L

TAXABL JENKINS,
$28,500 5811 22019783-6 E
BRIDGETTE

0.133

$570

$499

$356

0.545

$8,374

$7,327

$5,234

1.12

$4,760

$4,165

$2,975

SAMUELS,
WALTER R &
9020
TAXABL MARILYN
$59,900
0 22030053-5 E
JOY
2.071

$1,198

$1,048

$749

2376
$418,700
1

$238,000

4880
1

HOSA
TAXABL EQUITIES
22030051 E
LLC
GATILU
INVESTMEN
TAXABL T GROUP
22030052 E
LLC

TAMMACO
PROPERTIE
S&
TAXABL INVESTMEN
22030056 E
TS LL

0.048

$546

$478

$341

WILLIAMSO
TAXABL N, RONALD
E
F SR

0.229

$1,180

$1,033

$738

SCHAEFER
TAXABL HIGHWAY
$89,500 8032 22030062-5 E
LLC

0.184

$1,790

$1,566

$1,119

$27,300 2112

22030057$59,000 9994 61

$6,000 2008

TAXABL GLUCK,
22030066 E
ALAN

0.046

$120

$105

$75

$1,600 1987

TAXABL GLUCK,
22030067 E
ALAN

0.046

$32

$28

$20

$2,500 1987

TAXABL GLUCK,
22030068 E
ALAN

0.046

$50

$44

$31

$1,600 2008

TAXABL GLUCK,
22030069 E
ALAN

0.046

$32

$28

$20

TAXABL GLUCK,
$3,200 4011 22030070-1 E
ALAN

0.092

$64

$56

$40

$1,600 2005

TAXABL GLUCK,
22030072 E
ALAN

0.046

$32

$28

$20

$1,600 2008

TAXABL GLUCK,
22030073 E
ALAN

0.046

$32

$28

$20

$1,600 1987

TAXABL GLUCK,
22030074 E
ALAN

0.046

$32

$28

$20

$3,100 2003

TAXABL GLUCK,
22030075 E
ALAN

0.046

$62

$54

$39

$2,800 1987

TAXABL GLUCK,
22030076 E
ALAN

0.046

$56

$49

$35

$3,200 2005

GLE
TAXABL INVESTMEN
22030077 E
TS LLC

0.046

$64

$56

$40

$3,000 2003

TAXABL GLUCK,
22030078 E
ALAN

0.046

$60

$53

$38

TAXABL GLUCK,
22030079 E
ALAN

0.046

$86

$75

$54

$3,022,8 5960
00
2

VHS SINAIGRACE
TAXABL HOSPITAL
22030610 E
INC

1.368

$60,456

$52,899

$37,785

$48,280, 5584
200
55

VHS SINAIGRACE
TAXABL HOSPITAL
22030610 E
INC

12.82

$965,604

VHS SINAIGRACE
1326 22030610.0 TAXABL HOSPITAL
$994,900
39 03L
E
INC

3.045

$19,898

$17,411

$12,436

VHS SINAIGRACE
1179
TAXABL HOSPITAL
$19,200
7 22030611-5 E
INC

0.271

$384

$336

$240

VHS SINAIGRACE
TAXABL HOSPITAL
22030616 E
INC

0.051

$70

$61

$44

MARC6
TAXABL HOLDINGS
$67,900 6580 22030617-9 E
LLC

0.151

$1,358

$1,188

$849

TAXABL
22030620 E
TAXPAYER

0.051

$564

$494

$353

0.303

$1,592

$1,393

$995

TAXABL STANLEY,
E
GLENDA

0.203

$1,738

$1,521

$1,086

VHS SINAI
GRACE
TAXABL HOSPITAL
$11,800 7150 22030631-3 E
INC

0.164

$236

$207

$148

GREEN,
ALEX III &
TAXABL LORETTA
22030634 E
REVOCABLE 0.043

$50

$44

$31

$4,300 2005

$3,500 2207

$28,200 2204
$79,600

1318
TAXABL KANG, MU
3 22030621-6 E
I11

22030627$86,900 8828 30

$2,500 1888

$844,904 $603,503

TAXABL GREEN,
$34,900 5381 22030635-7 E
ALEX III

0.124

$698

$611

$436

TAXABL GREEN,
$18,200 3608 22030638-9 E
ALEX III

0.083

$364

$319

$228

$5,800 1804

TAXABL GREEN,
22030640 E
ALEX III

0.041

$116

$102

$73

$9,100 1788

TAXABL GREEN,
22030641 E
ALEX III

0.041

$182

$159

$114

$2,500 1804

TAXABL GREEN,
22030642 E
ALEX III

0.041

$50

$44

$31

$1,600 1712 22030643-4 TAXABL GREEN,

0.039

$32

$28

$20

E

$30,600 5344

ALEX III

GREEN,
ALEX III &
TAXABL LORETTA
22030645 E
REVOCABLE 0.123

$612

$536

$383

0.086

$526

$460

$329

1797 220306499 58

CHARTER
ONE
TAXABL BANK/CITIZE
E
NS BANK
0.413

$3,380

$2,958

$2,113

22030659$161,800 6716 61

TAXABL
E
SESI, JERRY 0.154

$3,236

$2,832

$2,023

2166 2203276067 72

VHS SINAIGRACE
TAXABL HOSPITAL
E
INC

4.974

$7,044

$6,164

$4,403

1036 22033513$153,900
45 23

VHS SINAITAXABL GRACE
E
HOSPITAL

2.379

$3,078

$2,693

$1,924

NATL
TAXABL AQUARIUM
$26,300 3747 22030646-8 E
SUPPLY CO

$169,000

$352,200

Tota
ls

$1,186,49 $1,038,18 $741,557
2.02
0.52
.51

ALL PARCELS IN BID ZONE WITHOUT HOSPITAL AT ASSESSMENT OF 2%, 1.75%,
and 1.25%
Normal Assements (without
Hospital)
taxable_v
a
sqft

parcelnum

taxable_s
t
owner1

TAXABL
$28,700 3888 22012732-4 E

$20,800 1999
$0

TAXABL
22012735 E

1470 220127360 42

CITY
OWNED

acrea
ge

SELLERS, G
& GRAHAM,
V

0.089

LEGACY
EDUCATION
AL
ENTERPRISE
S, INC

0.046

PUBLIC
LIBRARY J-29 0.337

TAXABL
$32,200 4113 22012743-4 E

13001 W
MCNICHOLS
LLC

0.094

TAXABL
$12,300 4005 22012745-6 E

JACKSON,
ROMONA H

0.092

2%

1.75%

1.25%

$574

$502

$359

$416

$364

$260

$0

$0

$0

$644

$564

$403

$246

$215

$154

TAXABL
$8,000 5998 22012747-9 E

HIRAKIS,
SOPHIA

0.138

$3,900 1999

TAXABL
22012750 E

HIRAKIS,
SOPHIA

0.046

$5,200 1999

TAXABL
22012751 E

RILEY,
MORELLA

0.046

$25,000 4141

TAXABL
22012752 E

SMITH,
SHEILA

0.095

CHUNG,
SONG JA

0.094

TAXABL
$17,800 4099 22012753-4 E
$74,800

1364 220127554 61

$26,000 7931

TAXABL
E

TAXABL
22012762 E

TAXABL
$63,500 5487 22012763-5 E

W J TRADING
CORP
0.313
AUTO LIGHT
CARE CARE
INC

0.182

JHNB
PROPERTIES
LLC
0.126

TAXABL
$4,300 3321 22012766-7 E

CANADY,
MARY L

0.076

22012768$7,800 4992 70

TAXABL
E

LOGAN, A D

0.115

$11,700 1671

TAXABL
22012771 E

LOGAN, A D

0.038

$27,700 3806

TAXABL
22012772 E

WILLIAMSON
, KING DAVID

0.087

TAXABL
$4,000 3826 22012773-4 E

STEROSE
INTERNATIO
NAL
BOUTIQUE
LLC

0.088

TAXABL
22012775 E

STEROSE
INTERNATIO
NAL
BOUTIQUE
LLC

0.076

HARRIS,
KEITH

0.076

YAN, SHU
QUAN

0.115

$21,400 3314

TAXABL
$15,400 3314 22012776-7 E
$18,700 5004

TAXABL
22012778 E

22012779$0 3818 80

$641,700

LIVING
WORD
RELIGIO CHRISTIAN
US
CHURCH

6821
TAXABL
8 22012781-4 E

1471 22012785$269,600
6 91

TAXABL
E

0.088

SAMUELS,
WALTER R &
MARILYN
JOY

1.566

YOUNES,
ZOUHAIR H

0.338

$160

$140

$100

$78

$68

$49

$104

$91

$65

$500

$438

$313

$356

$312

$223

$1,496

$1,309

$935

$520

$455

$325

$1,270

$1,111

$794

$86

$75

$54

$156

$137

$98

$234

$205

$146

$554

$485

$346

$80

$70

$50

$428

$375

$268

$308

$270

$193

$374

$327

$234

$0

$0

$0

$12,834

$11,230

$8,021

$5,392

$4,718

$3,370

TAXABL
$61,300 6703 22012792-4 E

BOKA MARIE
PROPERTIES
, LLC
0.154

$1,226

$1,073

$766

1045
TAXABL
$64,800
0 22012795-9 E

DETROIT
REBIRTH
FOUR, LLC

$1,296

$1,134

$810

TAXABL
$22,700 4015 22012800-1 E

MCNICHOLS
ELECTRIC
SERVICE INC

0.092

$454

$397

$284

$4,100 2011

TAXABL
22012802 E

MCNICHOLS
ELECTRIC
SERVICE INC

0.046

$82

$72

$51

$4,600 2000

TAXABL
22012803 E

MCNICHOLS
ELECTRIC
SERVICE INC

0.046

$92

$81

$58

TAXABL
$30,400 4448 22012804-5 E

TAYLOR,
TARA F

0.102

$608

$532

$380

TAXABL
$12,200 4356 22012806-7 E

TAXPAYER
(NOT A
VACANT
LOT)

$244

$214

$153

$68

$60

$43

$2,038

$1,783

$1,274

$1,480

$1,295

$925

$174

$152

$109

$702

$614

$439

$540

$473

$338

$0

$0

$0

$388

$340

$243

$1,068

$935

$668

0.1

TAXPAYER VACANT LOT

0.046

TAXABL
E

LEWISON,
ARLDA &
RENNICK

0.299

TAXABL
E

RANDOLPH,
THOMAS &
FRIEDMAN,
JAMES

0.214

TAXABL
22012823 E

LAWLER,
NNASIRA
KEITA

0.043

TAXABL
22012824 E

SEGAL
WEINER
INVESTMENT
S
0.068

TAXABL
$27,000 4192 22012825-6 E

SEGAL
WEINER
INVESTMENT
S
0.096

$3,400 2002

TAXABL
22012808 E

0.24

1300 22012809$101,900
7 16

22012817$74,000 9301 22

$8,700 1858

$35,100 2963

AQUILA
RELIGIO PRISCILLA
$0 7741 22012827-8 US
MINISTRIES
$19,400 1532

TAXABL
22012829 E

TAXABL
$53,400 8327 22012830-3 E

KELLAR,
JOHN

0.178
0.035

GWERSH
PROPERTIES
, LLC
0.191

$7,600 2490

TAXABL
22012834 E

P&K REAL
ESTATE
INVESTMENT 0.057

$152

$133

$95

$13,300 2312

TAXABL
22012835 E

P&K REAL
ESTATE
INVESTMENT 0.053

$266

$233

$166

SANDERS,
EDWARD L.

$916

$802

$573

$0

$0

$0

$272

$238

$170

$1,220

$1,068

$763

$1,092

$956

$683

$0

$0

$0

$510

$446

$319

$328

$287

$205

$400

$350

$250

TAXABL
$45,800 4796 22012836-8 E

$0 1599

CITY OF
COUNTY DETROIT 22012839 OWNED P&DD

0.11

0.037

TAXABL
$13,600 3205 22012840-1 E

RENT A
HOME R-USLLC.

0.074

TAXABL
22012842 E

MIRNA
PROPERTY,
LLC

0.074

$61,000 3215

TAXABL
$54,600 6810 22012843-5 E

MCNICHOLS
INVESTMENT
S, LLC.
0.156

JEHOVAH
UNITY
RELIGIO BAPTIST
$0 3200 22012846-7 US
CHURCH
TAXABL
$25,500 3359 22012848-9 E

0.073

MORRIS,
FREDDIE

0.077

$16,400 2328

TAXABL
22012850 E

APC
CULTURAL
GROUP

0.053

$20,000 2722

TAXABL
22012851 E

TATE-HILL, J.
& TATE,
GERALDINE

0.062

$3,900 3209

TAXABL
22012852 E

VAGA
INVESTMENT
S INC
0.074

$78

$68

$49

$4,800 1596

TAXABL
22012853 E

ALBA
CONSTRUCT
ION INC

0.037

$96

$84

$60

$4,800 1609

TAXABL
22012854 E

IZAIRI,
STEVE

0.037

$96

$84

$60

$4,800 1603

TAXABL
22012855 E

IZAIRI,
STEVE

0.037

$96

$84

$60

$4,700 1599

TAXABL
22012856 E

MCNICHOLS
IN AND OUT
LLC

0.037

$94

$82

$59

0.22

$808

$707

$505

$2,972

$2,601

$1,858

22012857$40,400 9572 61

TAXABL
E

MCNICHOLS
IN AND OUT
LLC

1900 220128621 71

TAXABL
E

LEE, JIAN
CHAO

$148,600

0.436

$132,300

1326 220140094 15

TAXABL
E

TAXABL
$61,300 9012 22014016-9 E

FNM PAK INC 0.304
HAKIM, ARIF
HUSAIN

0.207

$25,600 2391

TAXABL
22014020 E

14444 W
MCNICHOLS
PROPERTY H
ET AL
0.055

$20,400 2193

TAXABL
22014021 E

BOWMAN,
WARREN

0.05

LAND
CONTRACT
LENDERS
LLC

0.18

TAXABL
$38,000 7837 22014022-5 E
$14,700 1999

TAXABL
22014026 E

EMES
REALTY, LLC

0.046

$12,700 1996

TAXABL
22014027 E

EMES
REALTY, LLC

0.046

$21,700 1996

TAXABL
22014028 E

EMES
REALTY, LLC

0.046

EMES
REALTY, LLC

0.146

HAYES,
KEVIN

0.158

TAXABL
$9,500 9995 22014035-9 E

HENDERSON
, ELLESYA

0.229

TAXABL
$8,900 8905 22014040-3 E

HENDERSON
, ELLESYA

0.204

VHS SINAIGRACE
HOSPITAL
INC

1.315

AGBOOLA,
KAZEEM DR.

0.043

TAXABL
$59,800 4020 22014047-8 E

DALLO,
MARK

0.092

22014049$12,600 4006 50

TAXABL
E

DALLO,
MARK

0.092

$7,200 2003

TAXABL
22014051 E

DALLO,
MARK

0.046

$15,100 2003

TAXABL
22014052 E

MORROW,
CARL

0.046

$22,600 2003

TAXABL
22014053 E

HOUSE OF
BEAUTY
HAIR

0.046

TAXABL
$26,000 4020 22014054-5 E

HOUSE OF
BEAUTY
HAIR

0.092

22014029$36,200 6350 31

TAXABL
E

TAXABL
$35,600 6893 22014032-4 E

$649,600

5726
TAXABL
8 22014044-5 E

$23,600 1891

TAXABL
22014046 E

$2,646

$2,315

$1,654

$1,226

$1,073

$766

$512

$448

$320

$408

$357

$255

$760

$665

$475

$294

$257

$184

$254

$222

$159

$434

$380

$271

$724

$634

$453

$712

$623

$445

$190

$166

$119

$178

$156

$111

$12,992

$11,368

$8,120

$472

$413

$295

$1,196

$1,047

$748

$252

$221

$158

$144

$126

$90

$302

$264

$189

$452

$396

$283

$520

$455

$325

$39,900

1001 220140566 60

TAXABL
E

SQUIRE,
RUSSELL

0.23

TOSHIBA
HOLDINGS
LLC

0.158

TAXABL
$50,400 7986 22014062-5 E

ANCHOR
SENIOR
MEDICAL

0.183

$27,400 1996

TAXABL
22014066 E

ANCHOR
SENIOR
MEDICAL

0.046

$11,100 1999

TAXABL
22014067 E

TAXPAYER

0.046

VHS SINAI
GRACE
HOSPITAL
INC

0.158

VHS SINAIGRACE
HOSPITAL
INC

0.25

$33,100 6894

TAXABL
22014061 E

22014068$11,300 6900 70

$17,700

TAXABL
E

1089
TAXABL
6 22014071-5 E

MUSLIM
COMMUNITY
RELIGIO CENTER OF
$0 6602 22014076-8 US
DETROIT
$11,600 3242

TAXABL
22014079 E

TAXPAYER

0.074

SENTINNELL
SHANNELL
CORP

0.101

MCKINNEY
PRUDE,
ELANA D

0.074

TAXABL
E

SPIRIT
MASTER
FUNDING
111, LLC

0.631

TAXABL
E

FCPT
ACQUISITION
S LLC
0.564

TAXABL
$6,300 4401 22014080-1 E
TAXABL
$21,400 3236 22014082-3 E

$189,200

$210,000

2747 220140847 93
2458 220140940 105

0.152

$36,100 6809

TAXABL
22014106 E

WHITTFIELD,
MARLA

0.156

$8,100 9978

TAXABL
22014107 E

LIGON,
WILLIAM

0.229

$6,700 1995

TAXABL
22014108 E

METRO REAL
ESTATE
HOLDINGS,
LLC
0.046

$39,300 3965

TAXABL
22014109 E

MARTIN,
LYNNICE Y.

0.091

$798

$698

$499

$662

$579

$414

$1,008

$882

$630

$548

$480

$343

$222

$194

$139

$226

$198

$141

$354

$310

$221

$0

$0

$0

$232

$203

$145

$126

$110

$79

$428

$375

$268

$3,784

$3,311

$2,365

$4,200

$3,675

$2,625

$722

$632

$451

$162

$142

$101

$134

$117

$84

$786

$688

$491

$35,500 2837

TAXABL
22014110 E

CARTER, D &
R&
PITTMAN, R

0.065

$18,600 2796

TAXABL
22014111 E

YOUNG, LEE
H

0.064

$9,300 1999

TAXABL
22014112 E

LEE, YOUNG
H

0.046

$10,100 2013

TAXABL
22014113 E

CHILDS,
ALAN V

0.046

TAXABL
22014114 E

JOSEPH L
MOORE
REVOCABLE
TRUST

0.046

TAXABL
$26,000 3991 22014115-6 E

MPL-6 MILE
LLC

0.092

TAXABL
$22,100 3998 22014117-8 E

JOSEPH L
MOORE
REVOCABLE
TRUST

0.092

$21,500 1999

TAXABL
22014119 E

JOSEPH L
MOORE
REVOCABLE
TRUST

0.046

$24,000 1995

TAXABL
22014120 E

PURNELL,
ARNOLD

0.046

$12,700 2013

TAXABL
22014121 E

SIMMONS,
PEARLINE

0.046

$10,700 1995

$0 2796

TABERNACL
RELIGIO E OF FAITH
22014122 US
CHURCH INC

TAXABL
$11,200 4309 22014123-4 E

DABISH,
MAJED

THE HOUSE
1001
RELIGIO OF PRAYER
$0
9 22014125-9 US
& WORSHIP

0.064
0.099

0.23

$710

$621

$444

$372

$326

$233

$186

$163

$116

$202

$177

$126

$214

$187

$134

$520

$455

$325

$442

$387

$276

$430

$376

$269

$480

$420

$300

$254

$222

$159

$0

$0

$0

$224

$196

$140

$0

$0

$0

$16,800 1999

TAXABL
22014130 E

S V AND R
INVESTMENT
LLC
0.046

$336

$294

$210

$14,700 1995

TAXABL
22014131 E

JUDKINS,
CLIFFORD

0.046

$294

$257

$184

TAXABL
$41,200 6000 22014132-4 E

CARDENAS,
LAMAR

0.138

$824

$721

$515

TAXABL
$25,700 6308 22014135-7 E

SIX MILE
ASSOCIATES
, LLC

0.145

$514

$450

$321

1675 22014138$50,500
0 41

MCNICHOLS
& LODGE
LLC

0.385

$1,010

$884

$631

KO
ENTERPRISE

0.046

$262

$229

$164

$13,100 1999

TAXABL
E

TAXABL
22014142 E

S & REAL
ESTATE
HOLDIN
4751
TAXABL
$131,400
8 22014144-6 E

THE
GREENING
OF DETROIT

$0 8800

WESTSIDE
RELIGIO GOSPEL
22014147 US
HALL

$0 2200

CITY
22014148 OWNED

1.091

0.202

CITY OF
DETROITP&DD

0.051

TAXABL
E

JOHNSON,
DERHONDA
L

0.151

TAXABL
$28,500 5811 22019783-6 E

JENKINS,
BRIDGETTE

0.133

0.545

22014149$22,800 6593 51

2376
$418,700
1

TAXABL
22030051 E

HOSA
EQUITIES
LLC

4880
$238,000
1

TAXABL
22030052 E

GATILU
INVESTMENT
GROUP LLC

1.12

SAMUELS,
WALTER R &
MARILYN
JOY

2.071

$59,900

9020
TAXABL
0 22030053-5 E

$27,300 2112

TAXABL
22030056 E

22030057$59,000 9994 61

TAXABL
E

TAXABL
$89,500 8032 22030062-5 E

TAMMACO
PROPERTIES
&
INVESTMENT
S LL
0.048
WILLIAMSON
, RONALD F
SR

0.229

SCHAEFER
HIGHWAY
LLC

0.184

$6,000 2008

TAXABL
22030066 E

GLUCK,
ALAN

0.046

$1,600 1987

TAXABL
22030067 E

GLUCK,
ALAN

0.046

$2,500 1987

TAXABL
22030068 E

GLUCK,
ALAN

0.046

$1,600 2008

TAXABL
22030069 E

GLUCK,
ALAN

0.046

TAXABL
$3,200 4011 22030070-1 E

GLUCK,
ALAN

0.092

TAXABL
22030072 E

GLUCK,
ALAN

0.046

$1,600 2005

$2,628

$2,300

$1,643

$0

$0

$0

$0

$0

$0

$456

$399

$285

$570

$499

$356

$8,374

$7,327

$5,234

$4,760

$4,165

$2,975

$1,198

$1,048

$749

$546

$478

$341

$1,180

$1,033

$738

$1,790

$1,566

$1,119

$120

$105

$75

$32

$28

$20

$50

$44

$31

$32

$28

$20

$64

$56

$40

$32

$28

$20

$1,600 2008

TAXABL
22030073 E

GLUCK,
ALAN

0.046

$1,600 1987

TAXABL
22030074 E

GLUCK,
ALAN

0.046

$3,100 2003

TAXABL
22030075 E

GLUCK,
ALAN

0.046

$2,800 1987

TAXABL
22030076 E

GLUCK,
ALAN

0.046

$3,200 2005

TAXABL
22030077 E

$3,000 2003
$4,300 2005

$32

$28

$20

$32

$28

$20

$62

$54

$39

$56

$49

$35

GLE
INVESTMENT
S LLC
0.046

$64

$56

$40

TAXABL
22030078 E

GLUCK,
ALAN

0.046

$60

$53

$38

TAXABL
22030079 E

GLUCK,
ALAN

0.046

$86

$75

$54

TAXABL
22030610 E

VHS SINAIGRACE
HOSPITAL
INC

1.368

$0

$0

$0

TAXABL
22030610 E

VHS SINAIGRACE
HOSPITAL
INC

12.82

$0

$0

$0

1326 22030610.0 TAXABL
39 03L
E

VHS SINAIGRACE
HOSPITAL
INC

3.045

$0

$0

$0

1179
TAXABL
7 22030611-5 E

VHS SINAIGRACE
HOSPITAL
INC

0.271

$0

$0

$0

TAXABL
22030616 E

VHS SINAIGRACE
HOSPITAL
INC

0.051

$0

$0

$0

TAXABL
$67,900 6580 22030617-9 E

MARC6
HOLDINGS
LLC

0.151

$1,358

$1,188

$849

TAXABL
22030620 E

TAXPAYER

0.051

$564

$494

$353

1318
TAXABL
$79,600
3 22030621-6 E

KANG, MU
I11

0.303

$1,592

$1,393

$995

22030627$86,900 8828 30

TAXABL
E

STANLEY,
GLENDA

0.203

$1,738

$1,521

$1,086

TAXABL
$11,800 7150 22030631-3 E

VHS SINAI
GRACE
HOSPITAL
INC

0.164

$236

$207

$148

GREEN,
ALEX III &

0.043

$50

$44

$31

$3,022,80 5960
0
2

$48,280,2 5584
00
55

$994,900

$19,200

$3,500 2207

$28,200 2204

$2,500 1888

TAXABL
22030634 E

LORETTA
REVOCABLE
TAXABL
$34,900 5381 22030635-7 E

GREEN,
ALEX III

0.124

TAXABL
$18,200 3608 22030638-9 E

GREEN,
ALEX III

0.083

$5,800 1804

TAXABL
22030640 E

GREEN,
ALEX III

0.041

$9,100 1788

TAXABL
22030641 E

GREEN,
ALEX III

0.041

$2,500 1804

TAXABL
22030642 E

GREEN,
ALEX III

0.041

TAXABL
$1,600 1712 22030643-4 E

GREEN,
ALEX III

0.039

GREEN,
ALEX III &
LORETTA
REVOCABLE

0.123

NATL
AQUARIUM
SUPPLY CO

0.086

0.413

$30,600 5344

TAXABL
22030645 E

TAXABL
$26,300 3747 22030646-8 E

1797 220306499 58

TAXABL
E

CHARTER
ONE
BANK/CITIZE
NS BANK

22030659$161,800 6716 61

TAXABL
E

SESI, JERRY

0.154

TAXABL
E

VHS SINAIGRACE
HOSPITAL
INC

4.974

TAXABL
E

VHS SINAIGRACE
HOSPITAL

2.379

$169,000

$352,200

$153,900

2166 2203276067 72
1036 2203351345 23

Total
s

$698

$611

$436

$364

$319

$228

$116

$102

$73

$182

$159

$114

$50

$44

$31

$32

$28

$20

$612

$536

$383

$526

$460

$329

$3,380

$2,958

$2,113

$3,236

$2,832

$2,023

$7,044

$6,164

$4,403

$3,078

$2,693

$1,924

$140,080. $122,570. $87,550.
02
02
01

ALL PARCELS IN BID ZONE WITH $2,000 CAP AT ASSESSMENT OF 2%, 1.75%, and
1.25%
Normal Assements With a
2,000 Cap
taxable_v
a
sqft
$28,700

parcelnum

taxable_s
t
owner1

SELLERS, G
3888 22012732-4 TAXABLE & GRAHAM, V

acrea
ge
0.089

2%

1.75%

1.25%

$574

$502

$359

$20,800
$0

1999

LEGACY
EDUCATIONA
L
ENTERPRISE
22012735 TAXABLE S, INC

1470 220127360 42

CITY
OWNED

PUBLIC
LIBRARY J-29

0.046
0.337

$32,200

13001 W
MCNICHOLS
4113 22012743-4 TAXABLE LLC

0.094

$12,300

JACKSON,
4005 22012745-6 TAXABLE ROMONA H

0.092

$8,000

HIRAKIS,
5998 22012747-9 TAXABLE SOPHIA

0.138

$3,900

1999

HIRAKIS,
22012750 TAXABLE SOPHIA

0.046

$5,200

1999

RILEY,
22012751 TAXABLE MORELLA

0.046

$25,000

4141

SMITH,
22012752 TAXABLE SHEILA

0.095

$17,800

CHUNG,
4099 22012753-4 TAXABLE SONG JA

0.094

$74,800

1364 220127554 61

0.313

W J TRADING
TAXABLE CORP

AUTO LIGHT
CARE CARE
22012762 TAXABLE INC

$26,000

7931

0.182

$63,500

JHNB
PROPERTIES
5487 22012763-5 TAXABLE LLC

0.126

$4,300

CANADY,
3321 22012766-7 TAXABLE MARY L

0.076

$7,800

220127684992 70

TAXABLE LOGAN, A D

0.115

$11,700

1671

22012771 TAXABLE LOGAN, A D

0.038

$27,700

3806

WILLIAMSON,
22012772 TAXABLE KING DAVID

0.087

$4,000

STEROSE
INTERNATIO
NAL
BOUTIQUE
3826 22012773-4 TAXABLE LLC

0.088

$21,400

3314

STEROSE
INTERNATIO
NAL
BOUTIQUE
22012775 TAXABLE LLC

0.076

$15,400

HARRIS,
3314 22012776-7 TAXABLE KEITH

0.076

$416

$364

$260

$0

$0

$0

$644

$564

$403

$246

$215

$154

$160

$140

$100

$78

$68

$49

$104

$91

$65

$500

$438

$313

$356

$312

$223

$1,496

$1,309

$935

$520

$455

$325

$1,270

$1,111

$794

$86

$75

$54

$156

$137

$98

$234

$205

$146

$554

$485

$346

$80

$70

$50

$428

$375

$268

$308

$270

$193

YAN, SHU
22012778 TAXABLE QUAN

$374

$327

$234

$0

$0

$0

$641,700

SAMUELS,
6821
WALTER R &
8 22012781-4 TAXABLE MARILYN JOY 1.566

$2,000

$2,000

$2,000

$269,600

1471 220127856 91

$2,000

$2,000

$2,000

$1,226

$1,073

$766

$1,296

$1,134

$810

$454

$397

$284

$82

$72

$51

$92

$81

$58

$608

$532

$380

$244

$214

$153

$68

$60

$43

$2,000

$1,783

$1,274

$1,480

$1,295

$925

$174

$152

$109

$702

$614

$439

$540

$473

$338

$18,700

$0

5004

220127793818 80

LIVING
WORD
RELIGIO CHRISTIAN
US
CHURCH

YOUNES,
TAXABLE ZOUHAIR H

0.115

0.088

0.338

$61,300

BOKA MARIE
PROPERTIES
6703 22012792-4 TAXABLE , LLC

$64,800

DETROIT
1045
REBIRTH
0 22012795-9 TAXABLE FOUR, LLC

$22,700

MCNICHOLS
ELECTRIC
4015 22012800-1 TAXABLE SERVICE INC

0.092

$4,100

2011

MCNICHOLS
ELECTRIC
22012802 TAXABLE SERVICE INC

0.046

2000

MCNICHOLS
ELECTRIC
22012803 TAXABLE SERVICE INC

0.046

$4,600
$30,400

TAYLOR,
4448 22012804-5 TAXABLE TARA F

$12,200

TAXPAYER
(NOT A
4356 22012806-7 TAXABLE VACANT LOT)

$3,400

$101,900

$74,000

2002

TAXPAYER 22012808 TAXABLE VACANT LOT

0.154

0.24

0.102

0.1
0.046

1300 220128097 16

LEWISON,
ARLDA &
TAXABLE RENNICK

0.299

220128179301 22

RANDOLPH,
THOMAS &
FRIEDMAN,
TAXABLE JAMES

0.214

1858

LAWLER,
NNASIRA
22012823 TAXABLE KEITA

0.043

$35,100

2963

SEGAL
WEINER
INVESTMENT
22012824 TAXABLE S

0.068

$27,000

SEGAL
WEINER
4192 22012825-6 TAXABLE INVESTMENT

0.096

$8,700

S

$0

AQUILA
RELIGIO PRISCILLA
7741 22012827-8 US
MINISTRIES
KELLAR,
22012829 TAXABLE JOHN

0.178

$19,400

1532

$53,400

GWERSH
PROPERTIES
8327 22012830-3 TAXABLE , LLC

0.191

$7,600

2490

P&K REAL
ESTATE
22012834 TAXABLE INVESTMENT

0.057

$13,300

2312

P&K REAL
ESTATE
22012835 TAXABLE INVESTMENT

0.053

$45,800

SANDERS,
4796 22012836-8 TAXABLE EDWARD L.

$0

1599

CITY OF
COUNTY DETROIT 22012839 OWNED P&DD

0.035

0.11

0.037

$13,600

RENT A
HOME R-US3205 22012840-1 TAXABLE LLC.

0.074

$61,000

3215

MIRNA
PROPERTY,
22012842 TAXABLE LLC

0.074

$54,600

MCNICHOLS
INVESTMENT
6810 22012843-5 TAXABLE S, LLC.

0.156

JEHOVAH
UNITY
RELIGIO BAPTIST
3200 22012846-7 US
CHURCH

0.073

MORRIS,
3359 22012848-9 TAXABLE FREDDIE

0.077

$0
$25,500

2328

APC
CULTURAL
22012850 TAXABLE GROUP

0.053

2722

TATE-HILL, J.
& TATE,
22012851 TAXABLE GERALDINE

0.062

3209

VAGA
INVESTMENT
22012852 TAXABLE S INC

0.074

$4,800

1596

ALBA
CONSTRUCTI
22012853 TAXABLE ON INC

0.037

$4,800

1609

22012854 TAXABLE IZAIRI, STEVE 0.037

$16,400

$20,000

$3,900

$0

$0

$0

$388

$340

$243

$1,068

$935

$668

$152

$133

$95

$266

$233

$166

$916

$802

$573

$0

$0

$0

$272

$238

$170

$1,220

$1,068

$763

$1,092

$956

$683

$0

$0

$0

$510

$446

$319

$328

$287

$205

$400

$350

$250

$78

$68

$49

$96

$84

$60

$96

$84

$60

$4,800

1603

22012855 TAXABLE IZAIRI, STEVE 0.037

1599

MCNICHOLS
IN AND OUT
22012856 TAXABLE LLC

0.037

$40,400

220128579572 61

MCNICHOLS
IN AND OUT
TAXABLE LLC

0.22

$148,600

1900 220128621 71

LEE, JIAN
TAXABLE CHAO

0.436

$132,300

1326 220140094 15

TAXABLE FNM PAK INC

0.304

$4,700

$61,300

HAKIM, ARIF
9012 22014016-9 TAXABLE HUSAIN

2391

14444 W
MCNICHOLS
PROPERTY H
22014020 TAXABLE ET AL

$20,400

2193

BOWMAN,
22014021 TAXABLE WARREN

$38,000

LAND
CONTRACT
LENDERS
7837 22014022-5 TAXABLE LLC

$25,600

0.207

0.055
0.05

0.18

1999

EMES
22014026 TAXABLE REALTY, LLC

0.046

$12,700

1996

EMES
22014027 TAXABLE REALTY, LLC

0.046

$21,700

1996

EMES
22014028 TAXABLE REALTY, LLC

0.046

$36,200

220140296350 31

$35,600

HAYES,
6893 22014032-4 TAXABLE KEVIN

$14,700

EMES
TAXABLE REALTY, LLC

0.146
0.158

$96

$84

$60

$94

$82

$59

$808

$707

$505

$2,000

$2,000

$1,858

$2,000

$2,000

$1,654

$1,226

$1,073

$766

$512

$448

$320

$408

$357

$255

$760

$665

$475

$294

$257

$184

$254

$222

$159

$434

$380

$271

$724

$634

$453

$712

$623

$445

$9,500

HENDERSON,
9995 22014035-9 TAXABLE ELLESYA
0.229

$190

$166

$119

$8,900

HENDERSON,
8905 22014040-3 TAXABLE ELLESYA
0.204

$178

$156

$111

$2,000

$2,000

$2,000

$472

$413

$295

$1,196

$1,047

$748

$252

$221

$158

$649,600

VHS SINAIGRACE
5726
HOSPITAL
8 22014044-5 TAXABLE INC
AGBOOLA,
22014046 TAXABLE KAZEEM DR.

1.315

$23,600

1891

$59,800

DALLO,
4020 22014047-8 TAXABLE MARK

0.092

$12,600

220140494006 50

0.092

DALLO,
TAXABLE MARK

0.043

$7,200

2003

DALLO,
22014051 TAXABLE MARK

0.046

$15,100

2003

MORROW,
22014052 TAXABLE CARL

0.046

$22,600

2003

$144

$126

$90

$302

$264

$189

HOUSE OF
22014053 TAXABLE BEAUTY HAIR 0.046

$452

$396

$283

$26,000

HOUSE OF
4020 22014054-5 TAXABLE BEAUTY HAIR 0.092

$520

$455

$325

$39,900

1001 220140566 60

$798

$698

$499

$662

$579

$414

$1,008

$882

$630

$548

$480

$343

$222

$194

$139

$226

$198

$141

$354

$310

$221

$0

$0

$0

$232

$203

$145

$126

$110

$79

$428

$375

$268

$2,000

$2,000

$2,000

$2,000

$2,000

$2,000

$722

$632

$451

SQUIRE,
TAXABLE RUSSELL

TOSHIBA
HOLDINGS
22014061 TAXABLE LLC

0.23

$33,100

6894

$50,400

ANCHOR
SENIOR
7986 22014062-5 TAXABLE MEDICAL

0.183

$27,400

1996

ANCHOR
SENIOR
22014066 TAXABLE MEDICAL

0.046

$11,100

1999

22014067 TAXABLE TAXPAYER

0.046

VHS SINAI
GRACE
HOSPITAL
TAXABLE INC

$11,300

220140686900 70

$17,700

VHS SINAIGRACE
1089
HOSPITAL
6 22014071-5 TAXABLE INC

$0
$11,600

$6,300

$21,400

$189,200

$210,000
$36,100

0.158

0.158

0.25

MUSLIM
COMMUNITY
RELIGIO CENTER OF
6602 22014076-8 US
DETROIT

0.152

3242

0.074

22014079 TAXABLE TAXPAYER

SENTINNELL
SHANNELL
4401 22014080-1 TAXABLE CORP

0.101

MCKINNEY
PRUDE,
3236 22014082-3 TAXABLE ELANA D

0.074

2747 220140847 93

SPIRIT
MASTER
FUNDING
TAXABLE 111, LLC

0.631

2458 220140940 105

FCPT
ACQUISITION
TAXABLE S LLC

0.564

WHITTFIELD,
22014106 TAXABLE MARLA

0.156

6809

9978

LIGON,
22014107 TAXABLE WILLIAM

0.229

$6,700

1995

METRO REAL
ESTATE
HOLDINGS,
22014108 TAXABLE LLC

0.046

$39,300

3965

MARTIN,
22014109 TAXABLE LYNNICE Y.

0.091

$35,500

2837

CARTER, D &
R & PITTMAN,
22014110 TAXABLE R

0.065

$18,600

2796

YOUNG, LEE
22014111 TAXABLE H

0.064

$9,300

1999

LEE, YOUNG
22014112 TAXABLE H

0.046

$10,100

2013

CHILDS,
22014113 TAXABLE ALAN V

0.046

$10,700

1995

JOSEPH L
MOORE
REVOCABLE
22014114 TAXABLE TRUST

0.046

$26,000

MPL-6 MILE
3991 22014115-6 TAXABLE LLC

0.092

$22,100

JOSEPH L
MOORE
REVOCABLE
3998 22014117-8 TAXABLE TRUST

0.092

$21,500

1999

JOSEPH L
MOORE
REVOCABLE
22014119 TAXABLE TRUST

0.046

$24,000

1995

PURNELL,
22014120 TAXABLE ARNOLD

0.046

$12,700

2013

SIMMONS,
22014121 TAXABLE PEARLINE

0.046

2796

TABERNACLE
RELIGIO OF FAITH
22014122 US
CHURCH INC 0.064

$8,100

$0
$11,200

$0

DABISH,
4309 22014123-4 TAXABLE MAJED
THE HOUSE
1001
RELIGIO OF PRAYER
9 22014125-9 US
& WORSHIP

$16,800

1999

S V AND R
INVESTMENT
22014130 TAXABLE LLC

$14,700

1995

JUDKINS,
22014131 TAXABLE CLIFFORD

$41,200

CARDENAS,
6000 22014132-4 TAXABLE LAMAR

0.099

0.23

0.046
0.046
0.138

$162

$142

$101

$134

$117

$84

$786

$688

$491

$710

$621

$444

$372

$326

$233

$186

$163

$116

$202

$177

$126

$214

$187

$134

$520

$455

$325

$442

$387

$276

$430

$376

$269

$480

$420

$300

$254

$222

$159

$0

$0

$0

$224

$196

$140

$0

$0

$0

$336

$294

$210

$294

$257

$184

$824

$721

$515

$25,700

SIX MILE
ASSOCIATES,
6308 22014135-7 TAXABLE LLC
0.145

$50,500

1675 220141380 41

$13,100

$131,400

$0

$0

1999

MCNICHOLS
TAXABLE & LODGE LLC

0.385

KO
ENTERPRISE
S & REAL
ESTATE
22014142 TAXABLE HOLDIN

0.046

THE
4751
GREENING
8 22014144-6 TAXABLE OF DETROIT

8800

WESTSIDE
RELIGIO GOSPEL
22014147 US
HALL

2200

CITY
22014148 OWNED

CITY OF
DETROITP&DD

$22,800

220141496593 51

JOHNSON,
TAXABLE DERHONDA L

$28,500

JENKINS,
5811 22019783-6 TAXABLE BRIDGETTE

$418,700

2376
1

HOSA
EQUITIES
22030051 TAXABLE LLC

$238,000

4880
1

GATILU
INVESTMENT
22030052 TAXABLE GROUP LLC

1.091

0.202

0.051
0.151
0.133

0.545

1.12

$59,900

SAMUELS,
9020
WALTER R &
0 22030053-5 TAXABLE MARILYN JOY 2.071

$27,300

2112

TAMMACO
PROPERTIES
&
INVESTMENT
22030056 TAXABLE S LL

0.048

$59,000

220300579994 61

WILLIAMSON,
RONALD F
TAXABLE SR

0.229

$89,500

SCHAEFER
HIGHWAY
8032 22030062-5 TAXABLE LLC

0.184

$6,000

2008

22030066 TAXABLE GLUCK, ALAN

0.046

$1,600

1987

22030067 TAXABLE GLUCK, ALAN

0.046

$2,500

1987

22030068 TAXABLE GLUCK, ALAN

0.046

$1,600

2008

22030069 TAXABLE GLUCK, ALAN

0.046

$514

$450

$321

$1,010

$884

$631

$262

$229

$164

$2,000

$2,000

$1,643

$0

$0

$0

$0

$0

$0

$456

$399

$285

$570

$499

$356

$2,000

$2,000

$2,000

$2,000

$2,000

$2,000

$1,198

$1,048

$749

$546

$478

$341

$1,180

$1,033

$738

$1,790

$1,566

$1,119

$120

$105

$75

$32

$28

$20

$50

$44

$31

$32

$28

$20

$3,200

4011 22030070-1 TAXABLE GLUCK, ALAN

0.092

$1,600

2005

22030072 TAXABLE GLUCK, ALAN

0.046

$1,600

2008

22030073 TAXABLE GLUCK, ALAN

0.046

$1,600

1987

22030074 TAXABLE GLUCK, ALAN

0.046

$3,100

2003

22030075 TAXABLE GLUCK, ALAN

0.046

$2,800

1987

22030076 TAXABLE GLUCK, ALAN

0.046

$3,200

2005

GLE
INVESTMENT
22030077 TAXABLE S LLC

0.046

$3,000

2003

22030078 TAXABLE GLUCK, ALAN

0.046

$4,300

2005

22030079 TAXABLE GLUCK, ALAN

0.046

$3,022,80 5960
0
2

VHS SINAIGRACE
HOSPITAL
22030610 TAXABLE INC

1.368

$48,280,2
00

5584
55

VHS SINAIGRACE
HOSPITAL
22030610 TAXABLE INC

12.82

$994,900

VHS SINAIGRACE
1326 22030610.0
HOSPITAL
39 03L
TAXABLE INC

3.045

$19,200

VHS SINAIGRACE
1179
HOSPITAL
7 22030611-5 TAXABLE INC

0.271

$3,500

VHS SINAIGRACE
HOSPITAL
22030616 TAXABLE INC

0.051

$67,900

MARC6
HOLDINGS
6580 22030617-9 TAXABLE LLC

0.151

$28,200

2204

0.051

$79,600

1318
3 22030621-6 TAXABLE KANG, MU I11

0.303

$86,900

220306278828 30

STANLEY,
TAXABLE GLENDA

0.203

$11,800

VHS SINAI
GRACE
HOSPITAL
7150 22030631-3 TAXABLE INC

0.164

2207

22030620 TAXABLE TAXPAYER

$64

$56

$40

$32

$28

$20

$32

$28

$20

$32

$28

$20

$62

$54

$39

$56

$49

$35

$64

$56

$40

$60

$53

$38

$86

$75

$54

$2,000

$2,000

$2,000

$2,000

$2,000

$2,000

$2,000

$2,000

$2,000

$384

$336

$240

$70

$61

$44

$1,358

$1,188

$849

$564

$494

$353

$1,592

$1,393

$995

$1,738

$1,521

$1,086

$236

$207

$148

GREEN, ALEX
III & LORETTA
22030634 TAXABLE REVOCABLE
0.043

$50

$44

$31

$34,900

GREEN, ALEX
5381 22030635-7 TAXABLE III
0.124

$698

$611

$436

$18,200

GREEN, ALEX
3608 22030638-9 TAXABLE III
0.083

$364

$319

$228

$2,500

1888

$5,800

1804

GREEN, ALEX
22030640 TAXABLE III
0.041

$116

$102

$73

$9,100

1788

GREEN, ALEX
22030641 TAXABLE III
0.041

$182

$159

$114

$2,500

1804

GREEN, ALEX
22030642 TAXABLE III
0.041

$50

$44

$31

$1,600

GREEN, ALEX
1712 22030643-4 TAXABLE III
0.039

$32

$28

$20

$30,600

5344

GREEN, ALEX
III & LORETTA
22030645 TAXABLE REVOCABLE
0.123

$612

$536

$383

$26,300

NATL
AQUARIUM
3747 22030646-8 TAXABLE SUPPLY CO

$526

$460

$329

$2,000

$2,000

$2,000

$2,000

$2,000

$2,000

$2,000

$2,000

$2,000

$2,000

$2,000

$1,924

0.086

$169,000

1797 220306499 58

CHARTER
ONE
BANK/CITIZE
TAXABLE NS BANK

0.413

$161,800

220306596716 61

TAXABLE SESI, JERRY

0.154

$352,200

2166 2203276067 72

VHS SINAIGRACE
HOSPITAL
TAXABLE INC

4.974

$153,900

1036 2203351345 23

VHS SINAIGRACE
TAXABLE HOSPITAL

2.379
Total
s

$97,176. $89,312. $72,586.
02
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