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APA Divisions 

20 divisions established to advance the 

planning practice. 

 

They give members opportunities to 

discuss ides, contribute to national policy 

work, build partnerships and develop 

conference sessions. 

  

$25 per year per division. 



City Planning and Management 

Division 

Mission to “advance the practice of 
city planning and management in the 
large-city setting."  

• a focus upon planning agency 

management,  

• an orientation toward big cities, and  

• an emphasis upon the practical over the 

theoretical. 

Supports the New Director Institute each year. 



•10th largest US City 

•3rd largest CA City 

•Almost 1 million people 

•180 square miles 



San Jose's Economy Context 

 Strong diverse local 

economy. 

 Desirable location. 

 General city practice 

not to offer 

incentives. 

 Redevelopment 

Agency offered 

incentives. 

 



Projected Job Growth (2040) 

329,000 new jobs in 

Santa Clara County   
172,000 in 

San José  

Source: Center for the Continuing Study   

of the California Economy 

157,000 in rest 

of County (48%) 

52% 

San Jose 



Cities that can’t attract young 

professionals and immigrants  

will shrink 



Young professionals preferring 

 central city locations 

1980: 10% more likely 

1990: 12% more likely 

2000: 33% more likely 





Change in Share of Regional Population 



Talent battles 

Stamen Design's research 

estimated that the buses 

transport roughly 7,500 tech 

employees a day, Monday 

through Friday, and concluded 

that the unmarked buses ferry a 

third as many commuters as 

ride on Caltrain, a commuter 

train that travels between San 

Francisco and San Jose. 

Business Insider Oct 12, 2012 
 



Role of Planners in Economic 

Development: San Jose 
 Envision San Jose 2040 General Plan 

 Fiscal health of City foundation of new plan 

 Jobs first strategy 

 San Jose Green Vision 

 Create 25,000 new green jobs 

 Build or Retrofit 50 million square feet of green 

buildings  

 Economic Development Strategy 

 Grow employment 

 Move at the Speed of Business 

 





Improving our Economic Fortunes 

  

 Goal to build new office 
buildings in tech hub. 

  Activity occurring to the 
north of San Jose. 

  Concern economy 
would crash before 
arriving in San Jose. 

 



Improving Our Economic Competiveness 

Encourage job growth in North San Jose 

Offset loss of Redevelopment Agency tools 

Maintain Area Development Policy Design 

• Lower traffic impact fee for office  $13 to $5 sq. ft. 

• Lower construction related taxes 4.5% to 1% 

• Set and deliver schedule for key projects 

 



Communicate what you want 

Get out of the office and 
talk to people. 

 

Meet with brokers, land 
owners, developers. 

 

Their money builds your 
plans. 



Get out in the trenches 

Spend time with the 
people who can help 
you. 

 

Spend time with the 
ones that could hold 
you back. 



Eliminate Barriers 

Review your zoning 
code 

Use separations 

Parking requirements 

Setbacks 

Permit processes 

 



Playing for the singles… 



Special Tenant Program 

Industrial Tool Program 

6 months 2012 

 

1.7 million square 

feet approved 

 

Construction 

valuation of $65.4 

million. 

3 months 2013 

 

.45 million square 

feet approved 

 

Construction 

valuation of $24.7 

million. 

Goal is to walk into plan review meeting and walk out with a permit. 

• Our staff and project design team review plans and resolve issues.   

• Decision makers are required in the room.  



Tech Companies Served by Expedited Permit Process in 2012 



Playing for the home run… 

Traffic fee reduction for 400,000 sq. ft. 

50% Utility tax rebate 5 years 

Equipment rebate $500,000 max 

Guaranteed permitting schedule 

Facility stayed in California 

$200 million investment 

$2 million Tax Increment yearly 

$250,000 utility tax growing to $.5 mil 









2012-13 Work Plan Priorities 

Leading by Example 

• Village Plans and 

Zoning Ordinances  

• Electric vehicle charging 

stations 

• “Smart” LED 

streetlights 

• Trails and on-street bike 

network 









Planners in Economic Development 

Everyone’s job is economic development 

Plan for economic development 

Beat the bushes 

Put skin in the game appropriately 

Make the process the solution 

Look for partnerships 

Try a crazy idea 
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The Metro Denver Code of 

Ethics 

History, intention, violation and 

sanction 



What is the Metro Denver EDC? 

• 70 cities, counties and economic 

development organizations  

• Contains 9 counties with 3.5 million people 

• Region produces over 70% of Colorado’s 

GSP 

• The “central office” is a $3.5 million, 

privately funded regional marketing entity 

which provides data services, prospect 

recruitment and advocacy on public policy 



What was the impetus for a 

“Culture of Cooperation”? 
• Massive oil and gas ‘bust’ in the mid-80s 

• 30+% office vacancies in Downtown 

• Forbes’ magazine headline:  “The Denver 

Economy: You can’t fall off the floor.” 

• 2nd most polluted city in the U.S. 

• Proliferation of “city” economic 

development departments 

• Fight, fight, fight – over new jobs 



Quotes from History 

• “Come to where the business climate is 

warm and pleasant – Adams County.” 

– Boulder County Business Report, 1984 

• “I just want to steal all of Denver’s retail 

sales.”  Aurora Mayor, Dennis Champine, 

1986, when asked why he built the Aurora 

Mall just a few miles from the Denver 

border. 

 



January, 1987 

• Metro Denver Network formed.   

• 26 mayors (including Denver Mayor 

Federico Pena and Aurora Mayor Dennis 

Champine), county commissioners, 

chambers of commerce, economic 

development agencies and Governor Roy 

Romer sign “Principles of Agreement.” 

• “Economic Armistice!” – Denver Post front 

page headline 

 



Fall, 1989 

• Nation’s highest award for “Excellence in 

Economic Development”, the Arthur D. 

Little Award, goes to the Metro Denver 

Network 



The Rules 

• Sell “Metro Denver – First” and our 
communities second 

• Honor confidentiality of prospects, with 
transactions driven by the client.  Violating 
this portion of the Code is “viewed as the 
single most serious breach…” 

• No solicitation of fellow members’ 
prospects.  The “going around deals” 
prohibition. 

• Working with commercial real estate 
community 



More 
• Share as much information as possible.  

“More information is better than less.”  
Requires that each of us hold that 
information in confidence. 

• No advertising or “selling against” another 
community. 

• If we can’t locate them in our community, 
pledge to share the opportunity with other 
members – same goes for retention 

• Inter-regional moves – “Call the other 
community” 



Confidentiality 

• Honor the confidentiality of all prospects. 

• All members entitled to information on 
“regional” and “state” prospects. 

• Once “cut” is made other communities 
must “stand down”. 

• Individual community confidentiality – 
client may ask to work with only one 
community.  Information remains 
confidential with community only. 

• Legally binding “NDAs” also apply 



Elements of the Code of Ethics 

• Creating a “culture of cooperation”, not a 
set of regulations. 

• “Laws are sand.  Customs are rock.  Laws 
can be evaded and punishment escaped, 
but an openly transgressed custom brings 
sure punishment.”  - Mark Twain 

• If we are governed by “custom” the line 
that defines a violation of the Code is 
blurry.  This ensures that no one should 
want to get even near this imaginary line.  



Leadership on Prospects 

• “Sometimes you do the solo.  Sometimes 

you “sing in the chorus.” 

• Lead role is dictated by the prospect or the 

organization that has developed the 

prospect. 



Sanctions for Violating Code of 

Ethics 

• Any member may file a formal complaint 
against another member for violating the 
Code of Ethics. 

• Must be in writing to either the Metro 
Denver EDC or the Chair of the 
Professionals Group 

• Verbal complaints cannot be acted upon. 

• Complainant must be willing to be 
identified. 



Process to Reach a Decision 

• Either Metro Denver EDC or Chair of the 
Professionals Group selects a panel of other 
Group members to hear complaint.  Panel is 
comprised of those not directly involved in the 
complaint. 

• Person/organization charged in the complaint is 
notified of the charge and given a mutually 
acceptable date to meet with panel to answer. 

• Either in-person or by letter, the complainant 
presents his/her case to panel. 

• Member who is charged with violation is 
permitted to respond to charges. 



Possible Actions  

• Panel has complete latitude to determine 
whether violation has occurred and 
punishment if guilty. 

• Sanctions may include: 

• Private apology to panel, with assurances 
that violation will not occur again. 

• Public apology to all members of the 
Professionals Group 

• Expulsion from the EDC 



Expulsion 
• Requires a majority vote of the Professionals 

Group to expel a member (since membership 
was granted by majority vote). 

• In the event of expulsion, the organization found 
guilty will no longer be represented in any 
printed or digital information on the EDC web 
site, permitted to attend any meetings or 
promotional events, etc. 

• Prospect activity that is regional and where the 
EDC serves the “lead” role will deal directly with 
property owners in that area. 

• Notice of expulsion will be sent to the board of 
the expelled organization. 



Obvious question….. 

• “Has there ever been a formal complaint 

filed? 

– Yes, two in 25 years 

 



Other questions 
• Who was the first conviction? 

– A public acknowledgement and apology for 

the violation was made by Jefferson 

Economic Council and its executive, Tom 

Clark (the original author of the Code of 

Ethics).  This affirmed that no one was above 

the Code. 

• Have there been other complaints that 

have not risen to the “formal” stage? 

– Yes, several.  All these have been handled 

quietly or complainants have chosen not to 

file a formal complaint. 



Why is this important? 

• Our pledge of confidentiality, not running 

around deals and selling the region ‘first’ 

are the PRIMARY market differentiators 

for the Metro Denver region.   

• It’s our strongest selling point and why we 

close 52% of all our deals that get to 

closing. 



Unexpected Consequences of a 

“Culture of Cooperation” 
• Creation of regional Scientific Cultural 

Facilities Tax District to fund cultural 

organizations 

• Creation of Metro Mayors Caucus – 

replicated by Chicago and others 

• Regional stadium district to recruit MLB 

• Passage of tax increase to build 119 miles 

of mass transit – by 2016 seven of eight 

lines will be completed 



Basic Premise 

“Sell ‘Metro Denver  

‘first,’  

and our communities 

‘second’.” 



Innovation Clusters in  

Metro Denver 
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