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I. Introduction
The Southfield Downtown Development Authority (SDDA) was formed in 1988
pursuant to Michigan P.A. 197 of 1975. The Southfield City Council established the
SDDA for the express purposes to halt property value deterioration, eliminate the
causes of deterioration, and to promote economic growth. While not a traditional
downtown, the District combines the historic retail center of Southfield (Northland
Mall), the City’s largest employer Providence Hospital and Oakland Community
College, with a significant residential population. The Authority’s activities are
funded by a 1.8-mill levy and tax increment revenues.
The SDDA has had numerous successes since it was created, and has a tradition of
preparing and following a strategic plan. The most recent such effort, the
Strategic Plan 2008 - 2013, is now expiring. Since that plan was adopted, the
nation has experienced the most significant recession and period of unemployment
since the Great Depression. While projections for the next few years are
improved, the SDDA has been impacted and now wishes to refocus and adjust its
priorities and expectations. In addition, to be more focused and responsive, a
shorter planning period has been considered in this update which is intended to
guide the SDDA’s efforts and vision for the next three years.
Therefore, it is the purpose of this Strategic Plan 2013 – 2015 to reaffirm the
overall plan for the SDDA District, specifically considering input from the SDDA
Board, the City of Southfield and other partners, and the effects of changes in the
economy, population and housing trends. The strategic plan defines the SDDA’s
priorities, outlines strategies as a roadmap to accomplish the priorities identified,
and identifies benchmarks for measuring progress. As with any strategic plan,
changing conditions will require that the SDDA periodically measure its progress,
revisit, adjust and revise the planned program. Thus this plan is intended to be a
dynamic document.
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II. The SDDA District Today
Strategic planning, by definition, stresses the importance of focusing on the future
within the context of an ever-changing environment – that myriad of political,
economic, social, technological, demographic, and legal forces that change our
world daily. Any strategic planning process must include an assessment of the
organization’s environment. Understanding the environment and then being
proactive in responding to that environment (i.e., strategic planning, thinking, and
management) determines which organizations are most effective in using their
resources and, ultimately, which survives. The following sections concentrate on
those factors deemed most influential in shaping the District’s future.
A. POPULATION, HOUSING, AND ECONOMIC PROFILE
1. Location
The SDDA District’s location astride the Lodge Freeway (M-10) and adjacent
to the cities of Detroit and Oak Park is an important gateway into the City
of Southfield. The SDDA’s continued success and vitality are important to
maintain Southfield’s positive community image in the southeast Michigan
region.
Map 1: Location - Southfield, MI

City of Southfield
SDDA
District
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2. Population and Households
Table 1: Population and Households, demonstrates that in many ways the
residents of the SDDA District are similar to the population of the City as a
whole, but in other aspects are different. The SDDA contains 6.4% of the
City’s population and 7.6% of the City’s households. 92.4% of SDDA
residents are black, compared to 70.3% of residents citywide. Median
household income in the SDDA District is $36,625, which is lower than the
median household income of the State of Michigan ($48,669) and the City as
a whole ($46,842).

Table 1: Population & Households1
SOUTHFIELD

SDDA

COMMENTS

Population

71,739

4,596

SDDA has 6.4% of the
City’s population.

Households

31,778

2,424

SDDA has 7.6% of the
City’s households.

Median Age

42.0 years

39.1 years

24.9%
70.3%
01.7%
02.4%
01.3%

03.9%
92.4%
01.3%
02.4%
01.3%

$46,842

$36,625

SDDA households have a
lower median household
income than the City’s.

Employment
White Collar
Blue Collar
Service

71.7%
09.9%
18.4%

60.5%
24.1%
15.4%

More SDDA residents are
employed in Blue Collar
occupations compared to
the City as a whole.

Educational Attainment
(population aged 25 or older)
Less than High School
High School
Some College, No Degree
Associate Degree
Bachelor’s Degree
Graduate Degree

07.9%
21.1%
25.9%
07.4%
19.7%
18.0%

07.6%
22.7%
33.5%
07.7%
14.5%
10.0%

Race
White Alone
Black Alone
Asian Alone
Two or More Races
Hispanic (Any Race)
Median Household Income

1

SDDA residents are slightly
younger compared to the
City as a whole.
Southfield DDA has a
higher proportion of black
residents than the City as
a whole.

SDDA residents display
education attainment
similar to City residents.

U.S. Census Bureau (2010 Census and 2011 ACS Data).
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3. Housing
The housing stock in the Southfield DDA is dominated by units in large
buildings, as 48.6% of the District’s housing units are in buildings containing
20 or more units. 70% of the SDDA’s 2,834 housing units are rentals, which
substantially higher than the housing stock in the City as a whole.
Interestingly, home values for owner-occupied units in the SDDA are slightly
higher than in the City of Southfield as a whole, perhaps because of recent
conversions of rental units into condominiums. However, rents in the SDDA
are lower than the City’s median value. Overall, this indicates that the
SDDA is a viable and competitive choice for persons seeking housing in the
City, a positive indicator for the future success of the SDDA District.

Table 2: Housing2
SOUTHFIELD

Housing Units
Owner Occupied
Renter Occupied
Vacant

Housing Units in
Structure
1-family detached
1-family attached
2-4 units
5-19 units
20+ units
Median Value
Owner Occupied Units
Median Rent
(for rental units)

2

36,501
41.1%
46.4%
12.5%

SDDA

COMMENTS

2,834
15.5%
70.0%
14.5%

SDDA contains 7.7% of the City’s
housing units, and 11.7% of the
City’s rental housing units. The
number of owner-occupied units
in the SDDA has nearly doubled
since 2007 due to condominium
conversions.

43.7%
07.6%
04.7%
17.3%
26.3%

08.3%
08.8%
11.7%
22.2%
48.6%

$98,000

$125,711

$940

$772

Housing units in the SDDA are
predominantly concentrated in
large buildings, whereas the City
as a whole has a more even
balance in types of housing stock.
This is consistent with the SDDA’s
designation as the City’s
downtown.
Housing values in the SDDA are
slightly higher than the City as a
whole.
Contract rents in the SDDA are
slightly lower than the City.

U.S. Census Bureau (2010) and the Environmental System Research Institute (ESRI) 2010 Census Data.
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4. Businesses & Employment
Tables 3 and 4 following, summarizes employment data for Southfield and
the SDDA. Table 3 demonstrates that the Southfield DDA is an important
business and employment center within the City, as the home to major
retail, healthcare and education entities.

Table 3: Businesses & Employment3
Total
Businesses
Total
Employees

SOUTHFIELD

SDDA

5,990

662

79,475

6,371

COMMENTS
SDDA is home to roughly 11.05%
of all businesses in the City.
8.02% of all employees in
Southfield work in the SDDA.

Table 4 highlights the major business and employment sectors in the SDDA.
Important sectors in the District include Health Services (Providence
Hospital is the single largest employer in Southfield), Professional, Scientific
and Technical Services, and Retail Trade.
The business and employment sectors listed in Table 4 are classified using
the North American Industry Classification System (NAICS). The various
sectors are described as follows:
Finance and Insurance: Establishments primarily engaged in financial
transactions and/or in facilitating financial transactions.
Health Services: Establishments providing health care and social
assistance for individuals. Industries in this sector are arranged on a
continuum starting with those that provide medical care exclusively,
continuing with those providing health care and social assistance, and
finishing with those providing only social assistance. All services
provided by establishments in this sector are delivered by trained
professionals.
Information: This sector includes establishments that: are engaged in
the production or distribution of information and cultural products;
provide the means to transmit or distribute data or communications; or
process data.
Manufacturing: Establishments engaged in the mechanical, physical, or
chemical transformation of materials, substances, or components into
new products.

3

U.S. Census Bureau (2010) and the Environmental System Research Institute (ESRI) - 2012 data provided by
Infogroup, Omaha NE.
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Professional, Scientific & Technical Services: Establishments that
specialize in specialized technical activities such as legal, accounting,
architectural, engineering, computer, advertising, planning, and other
professional, scientific and technical services.
Real Estate, Rental & Leasing: Establishments engaged in renting,
leasing, or otherwise allowing the use of tangible or intangible assets, or
establishments that are engaged in managing, selling, renting, or buying
real estate for others.
Retail Trade: Establishments engaged in retailing merchandise and
rendering services incidental to the sale of merchandise. The retailing
process is the final step in the distribution of merchandise, and retailers
are organized to sell merchandise in small quantities to the general
public.
Wholesale Trade: Establishments organized to sell or arrange the
purchase or sale of: goods for resale; capital or durable non-consumer
goods; or raw and intermediate materials and supplies used in
production. Wholesalers sell merchandise to other businesses and
normally operate from a warehouse or office with little or no walk-in
traffic.

Table 4: Businesses & Employment by Sector in the SDDA4
EMPLOYMENT SECTOR
Finance & Insurance
Health Services
Information
Manufacturing
Professional, Scientific & Technical
Services
Real Estate, Rental & Leasing
Retail Trade
Wholesale Trade

4

BUSINESSES
05.6%
25.9%
02.4%
01.8%

EMPLOYEES
02.0%
37.4%
04.5%
01.3%

11.6%

08.8%

05.2%
20.3%
03.8%

02.4%
17.2%
02.4%

Source: The Environmental System Research Institute (ESRI) 2010 U.S. Census.
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B. SUMMARY OF TRENDS
Since the adoption of the SDDA 2008 Strategic Plan, many of the above
demographics have shifted. The following are highlights of some major trends that
should be considered in future planning efforts.
1. Population: The population decreased by 7,186 individuals (9.1%) in the City as
a whole while the SDDA only experienced a loss of 312 individuals (3.36%).
2. Households: Both Southfield and the SSDA experienced similar decreases in the
number of households between 2007 and 2010. The City as a whole decreased
by 3,056 households (8.77%), while the SDDA lost 185 households (7.09%).
3. Median Household Income: Both Southfield and the SDDA experienced
substantial decreases in the median household income of residents. In
Southfield, median household income decreased by $16,549 (26.11%), while the
SDDA witnessed a decrease of $9,811 (21.13%).
4. Housing Units: The total number of housing units dropped slightly between
2007 and 2010 for Southfield as a whole, from 37,398 units to 36,501 (a
decrease of 0.02%). Specifically, the City experienced a decrease in owner
occupied units and a rise in both renter occupied and vacant units. In contrast,
the SDDA gained 12 household units during this time period, an increase of
0.007%. Owner occupied units and vacant units increased in the SDDA while
renter occupied units substantially dropped.
5. Employment Sectors: Southfield as a whole experienced a slight decrease in
the white collar sector, a substantial decrease in the blue collar sector and a
jump in the service industry. In contrast, the SDDA experienced a larger
decrease in the white collar sector and a substantial gain in both the blue
collar and service sectors.
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III. SDDA Resources and Accomplishments
As Southfield’s Downtown Development Authority, the SDDA has valuable tools
available to facilitate economic development including all the powers afforded to
a DDA under State law. The SDDA is a public body corporate, with powers to assist
in halting property value deterioration and to promote economic growth. Among
the Board’s powers are the abilities to:







Analyze economic changes in the district.
Plan for the construction, renovation, repair, or rehabilitation of buildings
or public facilities.
Prepare long-range plans and enter into contracts.
Acquire property; charge fees, rents, and charges for properties under its
control.
Acquire & construct public facilities (i.e. utilities, roads, street lights,
sidewalks, parking lots).
Purchase, hold, demolish or rehabilitate property.

The Southfield DDA obtains most of its revenue from the combination of a 1.8 mill
levy and captured tax increment revenues from within the SDDA Development Area
based on its adopted Tax Increment Finance and Development Plan.
The SDDA’s tax increment revenue capture is derived from increases in property
value compared to the base tax value of property in the Tax Increment Finance
(TIF) District at the time that the original TIF Plan was adopted (1996). The most
recent amendment of the Development Plan and TIF Plan was completed in early
2011. Since that time, property value declines that resulted from the severely
depressed local and national economies have been more fully reflected in tax
appeals and judgments and the District’s tax capture has declined to zero (see
Table 5).
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Figure 1: Initial Valuation and Proposed Stabilized
Valuation of SDDA Properties
$160,000,000
$140,000,000

Tax Valuations

$120,000,000
$100,000,000
$80,000,000

1996 Base Year – Initial Valuation ($104,304,320)
$60,000,000

Annual – Valuation

$40,000,000

2014 Proposed Stabilization – 2014 Base Year

$20,000,000
$0

1996 2008 2009 2010 2011 2012 2013 2014 2015 2016 2017 2018

TIF revenues have been used primarily to finance capital improvement projects in
the District, such as streetscape improvements (signage, lighting, and
landscaping), land and building acquisition, and development assistance for
redevelopment of under-utilized properties.
The SDDA’s 1.8 mill levy is assessed on all real and personal properties in the
District. Millage revenues are currently being used for general operating
expenses.

Table 5: SDDA Funding Sources & Future Projection5

5

FISCAL YEAR

DDA REVENUE

TIF REVENUE

COMBINED FISCAL
YEAR REVENUES

2008 – 09

$390,963

$427,672

$818,635

2009 – 10

$378,023

$733,453

$1,111,476

2010 – 11

$317,783

$467,960

$785,743

2011 – 12

$279,649

$284,665

$564,314

2012 – 13
2013 – 14
(Estimated)

$248,888

-0-

$248,888

$200,000

-0-

$200,000

Southfield Downtown Development Authority.

10

Strategic Plan 2013 - 2015
Recent accomplishments of the SDDA include:
•

Acquisition and sale of the former Ramada Inn site.

•
•

Sale and reuse of the Rutland Drive property.
Public improvements: sidewalks, bus stop pads, trash receptacles, preconstruction and special assessment district planning for the decorative
street lights, Nine Mile Streetscape completion.
Business retention success: HAP administrative offices with 500 employees.

•
•
•

Business attraction success: Fifth Third Bank, Phoenix Medical Group (70
new employees).
Pro-active business retention and attraction strategy:
•

Stakeholder discussions/meetings, including: Providence Hospital, HAP,
Macy’s, Fox TV, and Oakland Community College and resident
condominium owners associations.

•

Networking and solicitation of businesses at the International Council of
Shopping Centers (ICSC)Trade Show and Bio-Med Conferences,
coordinated efforts with City Staff.

•

Developed a business attraction program using key properties
development opportunities mapping and fact sheet.
SDDA website development, including:

•

•

E-bulletin newsletter distribution to showcase SDDA District successes
and opportunities.

•
•

Branding of SDDA’s MEDs and Eds Initiatives.
Website content focusing on positive SDDA news.
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IV. Strengths, Weaknesses, Opportunities and Threats
Analysis (SWOT)
A SWOT analysis was conducted as a part of the SDDA’s strategic planning process
in order to better understand those internal and external forces affecting the SDDA
that will support and sustain economic development, and thereby influence the
SDDA’s success. The SWOT technique is a simple and effective vehicle for
collecting this information, and helps focus the process by breaking it down into
four broad categories:
S – What are the District’s Strengths?
W – What are the District’s Weaknesses?
O – What Opportunities might move the SDDA forward?
T – What Threats might hold the SDDA back?
Successful organizations nurture their strengths and address their weaknesses.
The same kind of thinking applies to organizational opportunities and threats – the
external trends that influence the SDDA. External forces include such
circumstances as changing stakeholder needs, increased competition, market
trends, and so on. They can either help an organization move forward
(opportunities) or hold an organization back (threats) – but opportunities that are
ignored can become threats, and threats that are dealt with appropriately can be
turned into opportunities. Both internal perceptions (stakeholders) and external
forces (trends) are examined in the following sections.
A. SWOT ANALYSIS
The following table highlights the major strengths, weaknesses, opportunities
and threats in the SDDA as discussed by the SDDA in its March 2013 strategic
planning workshops.

Table 6: SWOT Analysis
STRENGTHS

WEAKNESSES

SDDA has successful history: new
developments and investment have
occurred.

Housing stock that is aging and facing
disinvestment.

SDDA has good track record of reversing
decline in property values and improving
appearances.

Underused sites along 8 Mile Road and
vacant land.

TIF plan in place, plus SDDA’s 1.8 mill
levy.

Some abandoned / empty buildings
and obsolete properties.
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STRENGTHS

WEAKNESSES

Expansion of Providence Hospital,
including a 4,055 sq. ft. addition to the
emergency department and 16 new acute
care treatment areas.

Northland Mall is aging.

Expansion of Oakland Community College,
including the addition of 69,000 sq. ft.

Properties are selling at drastically
low prices.

Good location and regional access.

The SDDA is not easily walkable.

Northland Mall is a regional landmark with
a large amount of retail space.

There is a perception of crime in the
District.

Heavy-weight business partners are part
of the SDDA.
A core with varied uses, including retail,
civic, educational, office, healthcare and
residential.
Abundant office space.
Mix of housing typologies.

OPPORTUNITIES

THREATS

Large hotel sites offer redevelopment
opportunities

Declining property values.

8 Mile Road vacant land.

Property tax appeal refunds.

Leverage major stakeholders Providence Hospital, OCC, Northland Mall.

Declining revenue.

Wellness/fitness development
opportunity.

Lack of new development.

National “Back to the City” trend offers
potential for more interest in older,
denser places.

Insufficient daytime workforce to
support retail and restaurants.

14

Strategic Plan 2013 - 2015
OPPORTUNITIES

THREATS

Potential for senior living facilities.

Negative location perceptions (Detroit
and few new businesses).

Southfield has a positive image.

Surplus of obsolete properties.

Retail growth picking up.

Need for stabilization of tax
increment financing.

Northland Mall has a large and
underutilized parking lot.
Capitalize on regional initiatives, such as
Medical Main Street.
New emphasis on multi-modal transit in
the region.

General Development Opportunities:
 Key buildings for reuse, reinvestment & redevelopment
 Spin-offs from major stakeholders
 Vacant land for development
 Health care and education market
 Retail infill
 Support with infrastructure improvements
B. EMERGING TRENDS
A key part of any strategic plan is the analysis of trends and possible future
conditions that the organization will face. This section highlights some of the
significant trends and factors that may affect the SDDA District’s future. The
District’s ability to position itself to take advantage of these trends will in large
part determine the future success or failure of the area.
1. General Trends for 20136
• 2013 is expected to be a strong year for retail, especially for discount
operators.
• Financing for commercial real estate is getting easier to obtain. Major
projects receiving financing include:
 Industrial
 Core office
 Multi-family residential
 Hotels
 Parking garages

6

Midwest Real Estate News: February 2013.
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•

The demand for multi-family residential is expected to increase until the
market for single-family homes improves.

2. Market Outlook: National Healthcare7
• Future healthcare delivery will be about “patient-centered medical
homes” where the focus is to treat the whole person, not just the
immediate injury.
• Patient-centered medical homes unite primary care physicians,
behaviorists and social workers under one roof to reduce costs and
increase efficiencies. It also requires greater collaboration among
doctors, insurance companies and patients.
• “Smart” technology will become more popular and reduce traditional
medical costs; innovations include smart phone applications for EKGs
and ultrasounds, microchip-enhanced pills to monitor medication
adherence, etc.
• As many as 130,000 additional physicians will be required by 2014,
according to some projections.
• In 2012, approximately $2.7 trillion was spent on healthcare for 320
million people.
• Patients are increasingly focused on who can offer the best care.
Providers need to have the lowest cost with the highest level of quality
in order to achieve long-term success.
3. Market Outlook: Healthcare in Southfield8
• Southfield has a strong and growing healthcare demand base:
 3.2 million people live within a 30-minute drive of Southfield and
an additional 1.7 million people live within a 60-minute drive.
 Southfield has high concentration of residents 65 years or older
(16.5%).
• Southfield has a highly skilled and developing workforce:
 Employment in the healthcare and social assistance sector
comprises 15.6% of Southfield’s total employment.
 Educational attainment in the City is substantially higher than in
surrounding regions.
• Potential capacity for growth as a result of the Southfield Healthcare
Corridor initiatives:
 642 new healthcare sector jobs in existing buildings in the SDDA.
 54 additional indirect jobs generated in Southfield in industries
such as personal care services, limited-and full-service
restaurants, accounting and law offices and general merchandise,
and office supplies.

7

Plante Moran, 2013 – 2014 Healthcare Outlook Report.
Source: Anderson Economic Group, LLC. 2011 – Report on “The Economic Impact of Southfield’s Healthcare
Corridor”. July 13, 2011.
8
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V. Mission Statement
A mission statement reflects the fundamental purpose of an organization, and is a
succinct description of why it exists and what it does to achieve its vision.
The SDDA Mission Statement:

“Ensure a safe and prosperous environment that advances
technology, healthcare, retail, and higher education
while supporting stakeholder values that care,
share, and grow the Community.”

17
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VI. SDDA’s Vision for Tomorrow
The SDDA Board has considered the assets, strengths and needs of the District
along with changes and trends in the marketplace. During the strategic planning
process, the Board identified basic concepts for the future development of the
district and a series of specific projects to pursue. Those concepts and projects
are the foundation of the key recommendations of this plan. Fundamentally, those
recommendations focus on making the District’s physical and economic
environment a more successful, vital, attractive, desirable, comfortable and
secure place that embraces 21st century needs and desires.
The SDDA’s vision for the Southfield DDA District is reflected on Map 2, Concept
Master Plan. The Concept Master Plan is not intended to be lot-line specific, or to
dictate precise land uses or boundaries. Rather, it is a big picture illustration of
the key recommendations of this Strategic Plan. The SDDA District today is a
mature urban place that includes some mixing of uses; the Plan envisions the SDDA
District of tomorrow as a fully walkable, fine grain mixed-use place with retail,
technology, services, health care, education, office, residential and other uses
blended in a compatible and vital mix.
To a large extent, the District’s success depends on the success of the three
anchors: Northland Center, Providence Hospital, and Oakland Community College.
The Plan reflects Board members’ desire to create a walkable district, and one
that builds on the strengths of the health care, higher education and retail sectors
present in the District’s anchors. Attractive public and private spaces should be
created, and blighting elements removed. Also, opportunities to increase
development density, particularly by redeveloping under-utilized parking lots,
vacant land, or obsolete buildings and sites, should be capitalized upon to create
new tax base and a vital, energetic physical and economic environment.
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VII. Strategic Action Plan
This Strategic Plan is an outline of the SDDA’s priorities for the next three years. It
provides the framework for action and identifies specific goals, objectives and
projects on which the SDDA and its stakeholders should focus to facilitate
economic development success in the short and long term.
During the 2013 strategic planning process, the SDDA Board identified three key
goals that it believes need to be addressed in order for the District to achieve
measurable success. While the concepts behind the goals are not new, the
recommended projects reflect a new approach to serve contemporary needs and
desires in the marketplace. The projects under each goal reflect a variety of
approaches, including infrastructure and aesthetic improvements, programs and
support for individuals, marketing, project facilitation, and economic development
endeavors. Accomplishing the SDDA’s plan will require commitment to the process
and a considerable amount of collaboration. All of the stakeholders, public and
private, inside and outside the District should be considered partners in this effort.
A. ACTION PROGRAM
The following tables list the recommended priorities and projects for the 2013
- 2015 Strategic Plan. The Plan will be updated each year to reflect
accomplishments of the SDDA and to continually prioritize projects for the
coming years.
The five categories in the previous 2008 Southfield Strategic Plan have been
consolidated into the following three goals:
1. Infrastructure & Aesthetics
Work toward a vibrant, mixed-use district that is walkable, attractive,
welcoming, clean, safe and comfortable with landscaping, lighting,
streetscape, road, utility and related improvements, in both the public and
private realm.
2. Development & Redevelopment
Facilitate investment and reinvestment in District properties and implement
targeted strategies for business, economic and community development,
recruitment, retention, development and redevelopment. Stabilizing
housing values in the District, supporting and marketing the neighborhoods
as good places to live with a variety of available housing stock, and
addressing the need for senior housing resulting from changing
demographics are SDDA priorities.
3. Marketing & Communications
Promote and market the SDDA and its assets to businesses, residents, the
community, and on a regional, state and international basis to enhance the
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District’s image as a desirable place to invest, work and live, as well as for
shopping, education, and healthcare.
There is one table for each of the three key goals. Each table lists the SDDA’s
desired projects to achieve that goal, along with the entities primarily
responsible for implementing the activity, the general timeframe, and
suggested funding sources for project.
Key to Tables 7,8 & 9
TIMEFRAME
1 = 1 Year Timeframe
3 = 3 Year Timeframe
RESPONSIBILITY
SDDA = Southfield Downtown
Development Authority
City = City of Southfield
Priv. = Private Sector
Public = Other Public Sources

POTENTIAL FUNDING SOURCES
TIF = Tax Increment Revenue
M = DDA millage
G = Grants
CF = City Funds
D = Donations
R = Facility Revenues
PF = Private Funds
OP = Other Public Funds

Table 7: Infrastructure & Aesthetics
OBJECTIVES

STRATEGIES /
PROJECTS

TIMEFRAME

RESPONSIBILITY

POTENTIAL
FUNDING
SOURCES

Enhance the
District’s
streetlight
infrastructure
and increase
safety for
pedestrians.

Conduct an inventory
and analysis of existing
streetlights, including a
night tour to assess
streetlight performance.

1

SDDA

TIF, PF

Enhance the
District’s road
infrastructure.

Work with the City to
develop a regular
infrastructure repair and
maintenance program,
especially for road
repair (potholes and
patching).

1

SDDA, City,
Public

TIF, CF, OP
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OBJECTIVES

STRATEGIES /
PROJECTS

TIMEFRAME

RESPONSIBILITY

POTENTIAL
FUNDING
SOURCES

Improve the
appearance of
Eight Mile, the
Service Drive
and Greenfield
Roads.

Create an attractive
appearance along the
District’s border roads
(Eight Mile, the Service
Drive and Greenfield),
encourage site and
building upkeep and
maintenance, painting,
and add flowers and
landscaping, particularly
at the entry points.
Coordinate efforts with
the neighboring
communities that share
street frontage.

1

SDDA, City,
Public

TIF, M, CF, OP

Update the
Sign Ordinance

Work with the City to
address issues in the
sign ordinance.
Promote regulations
that to promote
attractive, effective
signage while permitting
businesses to identify
themselves in a
reasonable manner.

3

SDDA, City

TIF, M, CF

Improve the
District’s
walkability.

Develop connections
(sidewalk, bike path,
etc.) to facilitate travel
between OCC and
Northland Mall.

3

SDDA, City, Priv.

TIF, PF, CF

3

SDDA, City, Priv.

TIF, M, CF, PF, G

3

SDDA, Public

TIF, M, G, CF

Enhance the
District’s
landscape and
aesthetics.

Work on joint
projects with
Oak Park

Ensure that the SDDA’s
streetscape,
landscaping, gateways
and image areas are
well maintained yearround. Plan and install
enhanced landscaping,
signage, and gateway
features at the
entrances to the SDDA.
Priority locations for
improvement include
Nine Mile, Greenfield
and 8 Mile Roads.
Strengthen ties with
neighboring
communities to beautify
the District.
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OBJECTIVES

Transit

STRATEGIES /
PROJECTS
Work with Northland,
SMART, DDOT and
stakeholders to resolve
issues and achieve
improvements to the
bus transfer station.
Partner for
implementation of the
2013 Non-motorized
Plan.

TIMEFRAME

RESPONSIBILITY

POTENTIAL
FUNDING
SOURCES

3

SDDA, Priv.,
Public

PF, TIF, R, G, OP

Table 8: Development & Redevelopment
TIMEFRAME

RESPONSIBILITY

POTENTIAL
FUNDING
SOURCES

Security

Research and evaluate
the techniques used in
Mid-Town as models to
enhance the safety and
security in the SDDA.

1

SDDA, City, Priv.

TIF, CF, PF

Promote
business
retention and
attraction

Continue to implement
an active business
retention and attraction
program.

1

SDDA

TIF, M

Enhance the
economic
vitality of the
SDDA

Focus development and
redevelopment efforts
on the Nine Mile Road
area: Providence
hospital, healthcare
spinoffs and support
facilities, and their
linkages with to OCC
facilities and programs.

3

SDDA, Priv.

TIF, G, PF

Support
Northland
investments in
the District.

Work with Northland to
encourage façade
improvements, site
updates and creative
ways to attract tenants.
Include Northland
properties in business
recruitment efforts,
particularly for out-lot
development.

3

SDDA, City, Priv.

TIF, PF, M

OBJECTIVES

STRATEGIES /
PROJECTS
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Explore other
approaches to
promote
development
and
redevelopment

Examine techniques /
plans / initiatives in
other communities that
have successful
economic development
programs.

3

SDDA

TIF

Prepare and
adopt a real
estate property
acquisition
policy.

Work with Clark Hill to
establish a property
acquisition policy to
support desired
development and
redevelopment in the
District.

3

SDDA

TIF

Foster existing
business
relationships.

Promote grand openings
for new development.
Expand the SDDA’s
outreach efforts with
existing businesses in
the District.

Support
streamlining of
City’s approval
process.

Promote one-stop
shopping and a business
friendly environment
with public / private
partnerships. Allow this
process and information
to be accessed on the
internet.

3

SDDA, City, Priv.

TIF, CF, PF

Pursue funding
from non-TIF
sources.

Consider greater use of
grantwriters to obtain
alternative funding from
sources such as
foundations, State,
Federal, and corporate.

3

SDDA, City

TIF, M

3

SDDA

TIF, M
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Table 9: Marketing & Communications
OBJECTIVES

STRATEGIES /
PROJECTS

TIMEFRAME

RESPONSIBILITY

POTENTIAL
FUNDING
SOURCES

Improve the
public’s
perception so
that the SDDA
is considered a
safe place to
live, work and
visit.

Develop unique image
and branding for the
District. Regularly
update the SDDA
website with events and
successes. Publicize
positive District safety
statistics.

1&3

SDDA, City

M, CF, TIF

Strengthen
code
enforcement in
the District.

Use code enforcement
as an effective tool to
eliminate negative
impressions of the
District.

1&3

SDDA, City

TIF, M, CF

Improve
communication
between
apartment
owners in the
District and the
SDDA.

Collaborate with
building owners to
encourage upgrades to
residential structures.
Encourage façade/site
improvements, security
and maintenance
enhancements.

1&3

SDDA, Priv.

TIF, PF,

Market the
District as a
vibrant
community.

Promote the District’s
assets and showcase the
variety of existing
features.

3

SDDA

TIF

Instill pride through the
facilitation of
community events, i.e.
community clean up, art
events, sidewalk sales,
concerts, etc. “We care,
We share, We learn, We
grow”

1&3

SDDA, Priv.

M, TIF, PF

Promote the District
through communication
venues like internet
(EBlasts), radio and T.V.

3

SDDA, Priv.

M, PF

Continue PR
and marketing
program and
work with
media to
broadcast
success.
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B. MEASUREMENTS OF SUCCESS
In order to measure the SDDA’s progress toward realizing this Strategic Plan, we
recommend that the SDDA consider monitoring metrics such as the following.
This information can be publicized in conjunction with the SDDA’s Annual
Report, and used in promotional efforts.







Total taxable value of property in the SDDA District
Number of new jobs created and retained
Dollar amount of new private investment
Public improvements and their costs
Number of new business openings
Number and type of events sponsored, and number of attendees.

Additionally, the SDDA should maintain a dashboard of successfully completed
projects to track progress. The adoption of a real estate acquisition policy will
also aid in the prioritization of development opportunities.
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VIII. Conclusions
As with any strategic plan, it is important that the SDDA regularly measure its
progress and revisit this document. Unanticipated opportunities will arise and
conditions will change, and the SDDA should respond. Therefore the Strategic Plan
is intended to be flexible to facilitate economic success, and to achieve the SDDA’s
vision.
By comprehensively updating its strategic plan, the SDDA has taken an important
proactive step to refocus its energies and resources. There is still much to be
accomplished in the future, and many exciting opportunities on the horizon. The
growth of the health care sector, need for education and reeducation in the
changing economy, and evolution of the retail sector make the SDDA well
positioned for success. The next steps have been defined, and now the work can
begin.
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APPENDIX A
WORKSHOP PROJECT PRIORITIZATION
Infrastructure + Aesthetics
Locations for Aesthetic Improvements:
Nine Mile
Greenfield
8 Mile
Streetlights
Inventory & Analysis
Perception of Security
Northland Drive/Nine Mile
J. L. Hudson Drive
Night Tour
Best Practice Tour
Pathways
Inventory & Analysis
Gap Analysis
OCC & Northland Mall Connecters
Residence to hospitals
Satellite Parking to Destinations
Road patterns and way finding
Landscape & Aesthetics
Gateways & Landscape (& Signage)
Landscape Blvds.
Soften Edges & sea of asphalts
Bio-swales & Sustainable LID
Enhance Ped Pathways
Streetscape & Roads
Road repair effects image (potholes & patching)
Street I.D. & Signage
Way Finding
Business Sponsorships @ Gateways
Address Sign Ordinance
Streetsweeping
Branding
Regional Hwy. Signs
Greenfield Road & NW Highway
Water & Sewer Improvements
J.L. Hudson
Security
Northland Mall Security Enhancements
Apartment Complexes
Transit Stops and Shelters
Outside Developer Image (Roads & Lighting)

Importance
3

1

1 (three 1 dots)

3 (two 3 dots)

3 (two 3 dots)

1

3
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Infrastructure + Aesthetics
General
8 Mile/Greenfield – Positive change the area overall appearance
- paint
- flowers/landscaping
- entry points
- work with neighboring communities
Oak Park – joint projects
New Street signs
Flags/banners (all American City)
Wraps for windows – store fronts facades
Bus station
Co-brand with City
Safety (rough neighborhoods)
Regular meetings with City / Better relationships
Lights – JL Hudson *higher priority
Identify where people are walking
- Greenfield
- Retail
- Bus stops
- Traffic ---- road at Rutland!

Development + Redevelopment
1st Right of Refusal – best idea
Nine Mile – Key focus (Hospital/OCC)
Ward’s property – control
Northland – more creative in attracting tenants
Assist Nine Mile developer
JL Hudson restaurants / coffee shops
Explore other communities to see successful models
OCC leverage relationships
Short stay hotel
8 MBA
Independent businesses
Provide services to grow biz
Encourage mixed use in office bldgs.
Promote Broadband
Property Acquisition
Clark Hill
Security
Community by appearance
Marketing Area
Curb Appeal
See Mid Town
Business Retention & Attraction
Banners, Hanging Baskets, Good Roads = Curb Appeal

Importance
1 (four 1 dots)

3

3

Importance
3
3
3

3

1
1 (three 1 dots)
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Development + Redevelopment
Website, Brochures, Data, Social Media, Cable
Foster Existing Business Relationships
- Strategic P.R. Plan
- Grand Openings
- Outreach
- Setup ED Quasi-Public/Private Entity
- Establish S.A.D. for improvements
- Adopt a road
- Beautification Awards
Streamline the City Approval Process
Time is money
ODD was enacted 3/18/13
One stop shopping
Consolidate Information
Business friendly
Public/Private Partnership
On line access and social media
Internet
Alternate Funding Sources
Business Sponsorship
Tangible Results
Low Hanging Fruit
State & Federal Funding
Grant Writers

Marketing + Communications
Safety / Perception
*Vibrant Community
- Places to go
Merchant Education
Code Enforcements
Greenfield 8 / 9 – dangerous
Meeting with Retailers / landlords
- Giving tools – code
- More security
- Sidewalk sales
Promote quality business
- Downplay negative
Request mtgs. With Kroger
- Improve quality
- Display of food
Crime in the “D” – instagram

Importance

3
3 (two 3 dots)

3 (two 3 dots)
3
3
3 (three 3 dots)

3

Importance
3
1 (Two 1 dots)
3
3 (Two 3 dots)
1
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Marketing + Communications
Apartment complex owners - upgrade
Mort Crimm Strategic Public Relations Plan
Process for Business P.R.
Centralized Control of Messages
Budget to Market City
- EBlast, Radio, TV
- Have something to show
- Print media
- Hidden Gems – Mid Century Moderns
- Business History
- Yard Signs
Outreach
- Community Outreach
- Community Month Events
Bike a Thon
Tshirts
Healthy living
Music Events
Block Party
Reach out and touch
Community Clean up
Arts, Eats, and Beats Event
- Pride
- Creating a Sense of Place
- Educational Outreach
Residential Community
- Housing Options
- Realtor Demands
- Affordable to luxury
- Hospital Staff/WEEDS
- Student Housing
- Housing Fair
- Info
- Senior Housing/Population

Importance
1
3

3 (Two 3 dots)

3
1
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APPENDIX B
Southfield DDA Marketing Communications and PR Strategy
A.

Introduction

The following Marketing Communications Plan is designed to help the Southfield DDA and its
stakeholders communicate and promote its efforts to the local, statewide and national
development, business and residential communities.
This plan will be executed through a full range of communications activities and strategies. The
deliverables outlined here will be generated using both internal and external resources based on
capabilities, expertise, budget and more.
A primary goal of this plan is to create a strategy that will allow the DDA to find new
development and investment opportunities, on budget and in a timely manner, to meet its
needs.
The DDA will use these strategies to support its objectives of raising $ ___________ by
___________ and ______________.
A supporting goal is to increase positive media opportunities for the Southfield DDA by making
targeted pitches to local and/or national trade media at least once every other month.
The following paragraphs will outline how the Southfield DDA will be able to achieve its goals
and the tools used to arrive there.

B.

Media Relations

Southfield DDA will use all available resources to promote positive news stories that impact the
Authority. The media relations policy will continue to emphasize the activeness of the DDA while
specifically highlighting:
New developments
Available properties
Existing employers and their employees
Infrastructure improvements
Core industries that comprise the DDA will also be highlighted in its media relations campaign
with an emphasis on healthcare, IT and retail - three of the key targeted industries.
Another core element of the media relations plan will be to highlight events or activities within
the DDA that positively reflect the “safety” theme.
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C.

Website Content Development and Refresh

The Southfield DDA website will be updated on a monthly basis to ensure recent news is shared
with interested parties and stakeholders. Website content will reflect a wide variety of news
items, including:
PR efforts and recently printed articles on the DDA or its employers
Featured businesses or approved news from DDA-based employers
Infrastructure news
Available properties and building features
Appropriate city news
DDA maps and diagrams
Where feasible, the DDA’s website will include downloadable documents for interest parties that
can be used as fact or data sheets.
Video will also be incorporated into the DDA’s website, as it will in other marketing initiatives as
mentioned below under “Videos.” Video will become a much larger emphasis on the website as
feasible based on budget and resources.
Another new addition to the website will be featuring more DDA “Events” which include the
promotion of notable events of employers and stakeholders within the district. More information
follows under “Partnerships with key employers.”

D.

Social Media

There will be a greater emphasis on social media promoting the DDA in the next three years.
Social media sites that will be considered include Facebook, Twitter and LinkedIn, with an
emphasis on at least one of those sites to start. As the social media plan is released, other sites
will be considered over time based on online and industry trends.
Social media sites will be updated multiple times each week. Content used for the social media
sites will also synergize with many of the same content themes on the web and through media
but in shorter informational bits. There will also be images and videos included from the DDA
and its employers, residential areas and more that will be a part of the social media plan. It is
possible that the DDA will also use outside resources to help build its social media presence.
A suggested rollout by late 2013 will be the inclusion of a LinkedIn group featuring the DDA.

E.

E-Newsletter

The Southfield DDA e-newsletter will continue to be published six times a year and sent out to
the DDA’s email contact list. The e-newsletter will also be printed out and used as a leavebehind at various events and dropped off or mailed to other contacts. There will always be a
downloadable document available from the website as well.
The e-newsletter content will:




Highlight many of the same thematic pieces as above
Provide a vehicle for frequent updates
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F.

Contain regular “sections” or features

Videos

Videos are going to be a larger part of the marketing efforts of the DDA in the coming years,
communicating a wide range of information about district activities and news. It will be used to
feature properties and highlight newly renovated buildings, residential sites or new infrastructure
or beautification upgrades.
Some of these videos will be taken by DDA staff using a tablet computer. Others will be taken by
outside suppliers based on available budget. Edited videos will be placed in social media and on
the website and can be made available to interested developers, business owners, investors,
and other parties.

G.

Other Key Messaging

Messaging that we would want to promote as part of the DDA’s good news will include not only
the aforementioned information, but also how various public funds such as bonds and grants
are used and applied, as well as a range of point-of-opportunity messages.

H.

Partnerships with Key Employers

Part of the outreach and communications plan will incorporate working with key employers to
ensure we are promoting their products, services and successes. These efforts will not only
include the communications channels listed above but may also include vertical trade shows,
community events and more. We will further reach out to DDA employers to increase the level of
communications with one-on-one meetings, and encourage the sharing of information.
Our first step in creating these partnerships is through a yet-to-be-named DDA Stakeholder
Appreciation Breakfast, slated for the fall of 2013. The goals for this event will be to inform
fellow stakeholders about the state of the DDA while introducing ways to increase the level of
communications between various parties.

I.

Printed Collateral

When deemed necessary, the DDA will have hard copies of designed fact sheets that can be left
with interested parties, mailed to prospects or made available at trade shows, seminars or other
live speaking engagements. These sheets could feature the DDA as a whole, along with
available properties, business profiles and more.

J.

Advertising

The DDA will take a very targeted approach toward advertising opportunities in key trade
publications and other verticals (including websites and online portals). Possible advertising
options will be researched with the goal of increasing DDA exposure to a regional and national
audience. Advertising decisions will be made while paying close attention to budget, although
most ad buys would be for multiple runs, ensuring more value. As such, decisions on advertising
will be made carefully and results will be closely tracked.
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Some of these advertising opportunities may feature advertorials or profiles of the DDA. Trades
targeted would include municipal publications, developer and construction verticals, and more.
In addition, zone cable TV advertising may be considered to promote housing, office, retail and
health care vitality in the DDA.

K.

Summary

To summarize, our goal is to ensure that the City of Southfield and the Southfield DDA remain at
the top of the list for developers, investors, business owners, new home buyers and tenants that
are interested in the metro Detroit area. We recognize that the community has some perception
challenges to overcome, and we feel that this marketing and communications plan will help
place Southfield and the DDA in a positive light and open the door to new opportunities that will
financially benefit the District.
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