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August 28, 2006

To: Sheila Stogsdill
Acting Planning Director

From: Rich Caplan, RICHARD CAPLAN & ASSOCIATES

Re: 6th & Wakarusa Drive Retail Market Study Update

The purpose of this memo is to respond to and further clarify outstanding comments made in 
the city staff memorandum of August 23, 2006 regarding the revised Retail Market Study for 
6th and Wakarusa Drive Commercial Development. 

It should be noted that a retail market study for the addition of 154,100 square feet prepared 
for this proposed commercial development at the northwest intersection of 6th and Wakarusa 
prepared in 2003 was submitted and accepted by the City of Lawrence in 2003. This updated 
retail market study analyzes a reduced number of square feet (128,000) or approximately 
eighty-three percent of the amount of commercial development previously planned and 
evaluated at this site. 

Responses provided to the staff on comments # 4, 5, 6 and 11 have been satisfactorily 
addressed according to the city staff. The staff acknowledged that their memo of August 23, 
2006 overlooked Table H in the retail market study which addressed comment # 11 regarding 
the proposed impact on the over-all city wide vacancy rate.  Therefore, this memo responds 
to those remaining comments (# 1, 2, 3, 7, 8, 9 and 10) as discussed with the city staff at the 
meeting at city hall on August 25, 2006.

1. “ Discussion and analysis on the mix of proposed uses within the development and 
that impact on the rest of the Lawrence market and specifically the Downtown district.”

As noted in the 2006 retail market study, 82% of the development is proposed to be used for 
discount retail. The remaining 21,500 square feet of the commercial development is expected 
to be neighborhood retail uses.  However, definitive decisions about the specific tenants have 
yet to be made.

City staff requested that alternative scenarios be evaluated. Because of the infinite number of 
possible scenarios, I asked “how many” scenarios the staff wanted. Staff would not narrow 
the scope of their request beyond “more than one and less than 20.” Therefore, I have 
prepared three alternative scenarios which are being offered in response to this request.

The three alternative scenarios for the 18% percent balance of commercial development 
(representing 21,500 square feet) consider a combination of five or more of the following 
seven uses/anticipated tenants at the commercial development:

1. Sit down restaurant
2. Coffee shop
3. Cell phone store
4. Hair salon
5. Florist
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6. Dry cleaning store
7. Nail salon

These uses are intended to serve the neighborhoods in northwest Lawrence. The City’s 
zoning code states that neighborhood retail “predominantly provides for the sale of goods and 
services at the neighborhood level. These are expected to include food and beverage, 
personal convenience, personal improvement, financial, insurance and real estate.”

It should be noted that each of these possible commercial uses has multiple locations in and 
around Lawrence, including Downtown Lawrence.  A review of the number of like business 
establishments in Lawrence and Downtown in these categories and the number and percent 
located in Downtown Lawrence is as follows:

Possible 6th & 
Wakarusa 
Commercial
Use

Total Lawrence 
Like-

Establishments

Total Downtown 
Lawrence Like-
Establishments

Downtown Percent 
of Total Lawrence 

Establishments

Restaurant 182 30 16% of total

Coffee Shop  19 10 56% of total

Cell phone 12  1   9% of total

Hair Salon  58 17 27% of total

Florist   7  1   14% of total

Dry Cleaners  13 1   8% of total

Nail Salon  15  3   0% of total

Total Establishments 306 63 20% of total
Source: Yellow Pages 2005 - 2006.

As the above table reveals, six of the seven likely uses have more than three-quarters of their 
Lawrence locations outside of downtown. Only the coffee shop category has a majority of 
similar Lawrence establishments in Downtown.

In order to analyze the proposed uses within the development and their impact on the rest of 
the Lawrence market, and specifically on the Downtown district, three scenarios comprising 
the 21,500 square feet of retail space have been prepared. Three use scenarios are 
presented in the following table.
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Scenario A Scenario B Scenario C

Possible 
Use

Est. Square 
Feet

Possible 
Use

Est. Square 
Feet

Possible 
Use

Est. Square 
Feet

Restaurant 7,300 Restaurant 7,300 Restaurant 7,300

Restaurant #2 5,000 Restaurant #2 5,000 Restaurant #2 5,000

Coffee Shop Hair Salon Cell phone

Hair Salon Florist Florist

Cell phone Dry Cleaners Coffee Shop

Dry Cleaners

9,200

Nail Salon

9,200

Nail Salon

9,200

Total Sq. Ft. 21,500 Total Sq. Ft. 21,500 Total Sq. Ft. 21,500

Overall, these possible neighborhood retail uses are not expected to impact the rest of the 
Lawrence market and/or Downtown Lawrence and do not compete with Downtown for the 
following reasons:

a. Neighborhood Uses - The uses are planned to be targeted to serve the northwest 
Lawrence neighborhood.

b. Growing Sub-Market Area - The uses are located more than three miles from 
Downtown in the area of the city experiencing a high level of new residential 
development activity warranting an expansion of neighborhood retail uses.

c. Absence of or Limited Downtown Competition – Some of the possible uses offer retail 
choices that currently have a limited presence in Downtown: the dry cleaners. These 
neighborhood uses will locate in parts of the community other than Downtown 
precisely because they prefer locations more easily served by automobiles in 
predominantly more residential settings.

d. Coffee Shop - The possible coffee shop at 6th & Wakarusa would serve two market 
segments which would not impact Downtown. One market segment is persons 
commuting west to Topeka for employment purposes who will not drive through 
Downtown Lawrence on their way to work. The other market segment are persons 
shopping at the discount retail store who would not be attracted to 6th & Wakarusa 
specifically for the coffee shop, but have chosen to shop at discount retail at that 
particular location not offered in Downtown. 

Finally, there are an estimated 306 Lawrence retail establishments offering similar services to
the possible retail uses at 6th & Wakarusa. The supply of these types of businesses will grow 
by a maximum of two percent in Lawrence. Furthermore, these 21,500 square feet represents
less than one-half of one percent of the city’s total retail square footage. 
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2. “ The applicant should adjust monetary figures for inflation, such as those listed in 
Table A.”

It should be noted that neither corporate earnings reports, nor the International Council of
Shopping Centers or local, state or federal tax collections report, express nor compare 
earnings, sales activity or tax receipts adjusted for inflation. Consequently, such comparisons 
are extraneous. It is not a common retail industry or government accounting practice to adjust 
retail sales for inflation. 

On occasion, public companies may compare their annual change in sales to inflation over 
the prior year to better inform the public on performance. When stated, such comparisons are 
rarely, if ever, performed or reported over multiple years. 

Nevertheless, after adjusting for inflation, the net increases in Lawrence retail sales have 
exceeded inflation (U.S. Bureau of Labor Statistics CPI) when viewed over the past 5, 10 or 
15 year periods. (See Table A-1.) 

Table A- 1: Lawrence Retail Sales Vs. and Adjusted for Inflation

Retail Sales 
Tax 

Collections

U.S. CPI 
All Items

(1982-
84=100)

Retail 
Sales 

(Adjusted)

Lawrence Sales vs. 
Inflation

Compared to U.S. and 
Midwest CPI

1990  $6,087,000 129.0  N / A

1995  $8,086,998 149.8 $10,721,632

2000 $10,348,072 168.9 $11,732,508

2005 $11,841,826 191.0 $11,841,826

N / A

1990 – 2005 94.5% 48.1% - - - Est. +46%

1990 – 2000 70.0% 30.9% - - - Est. +39%

1995 – 2005 40.5% 27.5% - - - +10.4%

2000 – 2005 14.4% 13.1% - - - +0.9%
Source: U.S. Department of Labor Bureau of Labor Statistics; City of Lawrence.

3. All time series intervals should be kept the same (i.e., 1996, 1998, 2000, 2002, 2004, 
etc). This would provide for the calculation of annual change percentages. 

Table A in the August 3, 2006 Market Study reflected changes over both five and ten year 
period periods. Table A-1 (in this memorandum) adds a calculation for the change over a 15 
year period.   Actual population figures (from the U.S. Census Bureau) and actual retail 
square footage figures (from the City) for each year are not available, can only be estimated
and not meaningful in comparing annual changes. Furthermore, since they cannot be 
validated, they are only estimates and subject to debate. Multiple year trends are far more 
valid to assess a community or market condition.
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7. “ Provide a citation for per capita income figures and adjust them for inflation before 
calculating the percentages.”

Whether adjusted for inflation or not, it is particularly relevant to note that Douglas County’s 
growth in per capita income exceeded the income growth rate of the State of Kansas or the 
U.S. Per capita income has been adjusted based on the U.S. Consumer Price Index. Inflation 
(the CPI Index) increased 8.1 percent from 2000 through 2004, or from CPI Index of 250.8 in 
2000 to 275.1 in 2004 as reported by the U.S. Department of Labor Bureau of Labor 
Statistics.

After adjusting for inflation, per capita income in Douglas County increased at more 
that twice the rate of growth of the State of Kansas and more than five times the rate of 
growth of the U.S. per capita income.

Table C (Revised) - Per Capita Income 2000 – 2004 Current and Inflation Adjusted

Year Douglas County State of Kansas U.S.

2000 $24,200 $27,694 $29,845

2004 (in Current $) $28,291 $31,078 $33,050

2000 – 2004 Change 
(in Current $)

16.9% 12.2% 10.7%

2004 (Adjusted for 
Inflation)

$25,886 $28,436 $30,246

2000 – 2004 Change 
(Inflation adjusted)

7.0% 2.7% 1.3%

Source: U.S Department of Commerce; U.S. Department of Labor Bureau of Labor Statistics.

8. “ The applicant did not correctly adjust square footage figures to include every 
district with retail businesses in the 66049 zip code. This creates a comparison of 
dissimilar items between population and retail square footage in the West Lawrence 
area.”

ZIP Code population figures were inserted in the market study merely to show growth 
patterns in the city. ZIP code data is not a valid type of measurement in Lawrence because 
ZIP code data does not correspond to Lawrence’s sub-market area boundaries. In fact, some 
sub-market areas are in two ZIP codes (such as Iowa Street between 6th and 15th Streets). 
Furthermore, there are multiple market areas within each ZIP Code making such 
comparisons inaccurate and of no value. Therefore, this requested data would misrepresent 
the sub-market areas and is not relevant to this market study.
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9. “ The market study does not address the uses of the separate buildings.”

This comment has been addressed in the additional response to Comment #1.

10. “ Calculations related to Average Annual Retail Demand, in what is now Table H, are 
not explained. The applicant did add some commentary regarding the average pull 
factor on p. 16, but did not explain why additional square footage is necessary to reach 
an average pull factor and how that is independent of future population growth with 
respect to Table H.”

Population growth does not influence a pull factor. Increased selection of goods increases a 
pull factor. 

There are cities with higher population growth rates than Lawrence that have a lower pull 
factor (De Soto, Eudora) and cities with a lower population growth rate than Lawrence that 
have a higher pull factor (Manhattan, Topeka).  It is fair to assume that new Lawrence 
residents’ shopping patterns will be the same as existing residents’ shopping patterns. A pull 
factor is influenced/increased by an increase in goods selection. If there is an adequate 
selection of goods, a pull factor will be positive, regardless of population trends.

As noted on page 13 in the City commissioned Development Strategies, Inc. Retail Report in 
2006 

“The chief reason (why Lawrence is losing buying power) to other locations is 
probably that people in Lawrence are opting to make a great many of their purchases 
in other cities and counties. This influence is real and important to bear in mind as 
future retail development takes place in Lawrence.” The independent study goes on to 
report that “the city’s share of retail sales generated in the entire county dropped from 
96.0% in 1994 to 87.0% in 2004.”  

The proposed commercial development at 6th and Wakarusa is a step in reversing this 
downward trend.
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