
Item 20 

CITY COUNCIl 

REPORT 
Meeting Date: Apr i l 3, 2012 
General Plan Element: Economic Vitality 
General Plan Goal: Sustain Scottsdale as a tourist destination 

ACTION ITEM 

Accept the DDC Phase III Feasibility Committee Recommendations and Work Program. Adopt 

Resolution No. 8998 accepting the DDC Phase III Feasibility Committee Recommendations and Work 

Program for moving the DDC project forward; continue the DDC Phase III Feasibility Committee until 

an operator for the DDC is selected; and authorize a transfer up to $60,000 from General Fund 

Operating Bed Tax Revenues to the Desert Discovery Center CIP project. 

BACKGROUND 

On November 9, 2010 the City Council adopted Resolution No. 8469 accepting the Desert Discovery 

Center Phase Two Feasibility Study and the Recommendations / Work Program for Phase III. The Work 

Program recommended that a committee be formed to further study and review the feasibility of the 

DDC project and provide recommendations to the City Council that include: 

1. An appropriate management model for the DDC; 

2. A viable funding program for the DDC capital and operating costs; 

3. Validation or refinements o f t he DDC Phase II Study business plan, site layout and concepts; 
and 

4. An appropriate Land Use/Zoning option for the DDC site and proposed uses. 

Subsequently, on December 13, 2010 the City Council adopted Resolution No. 8540 establishing the 

Desert Discovery Center (DDC) Phase III Feasibility Committee. Committee member selection was 

based on experience in one or more o f the following areas: (a) demonstrated fund raising ability and 

professional expertise in environmental education, (b) non-profit management, (c) exhibit 

programming, (d) and launching and marketing of similar facilities. On April 5, 2012 the City Council 

appointed the following five committee members: 

• Mike Nolan, Committee Chairman and Executive Director, McDowell Sonoran Conservancy, 

• Patrick Weeks, Committee Vice-Chairman and Vice President of Guest Experience at the 

Arizona Science Center, 

• Nancy Dallett, Public Historian at Arizona State University, 

• Melinda Gulick, Former Member o f the DDC Phase II Committee and McDowell Sonoran 

Preserve Commission, 

• Ken Travous, Former Director of the Arizona Park System. 

A c t i o n Taken 
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The DDC Phase III Feasibility Committee met 17 times between May 2011 and February 2012. The 
committee meeting minutes are included as Attachment 2. The first few meetings were devoted to 
reviewing the DDC Phase II Feasibility Study information. Staff and the Phase II consultant team 
members from Swaback Partners, ConsultEcon, Exhibit Design Associates and BRC Imagination Arts 
assisted the committee, answering questions and providing additional information as requested. 
Guest speakers also provided informational reports to the committee regarding the development and 
operation of similar facilities; management models; restaurant and retail concepts and fundraising. 

As a result of this extensive review and analysis the DDC Phase III Feasibility Committee produced and 
approved: several Key Findings, a set of Recommendations regarding the four areas listed above and a 
Work Program to support the continuation ofthe DDC project. These three items are outlined below 
with detailed analysis provided in the committee memo to the City Council included as Attachment 1. 

SUMMARY OF COMMITTEE'S KEY FINDINGS 

• The committee strongly supports the location, concept and vision of the DDC project as a 
premier education and tourism facility. 

• The ultimate success ofthe DDC will depend upon the selection of a highly qualified operator. 

• Timing for funding is critical and the current economic conditions are not conducive to public 
and private fundraising at this time. 

• The city should continue to allocate resources to keep the DDC project moving forward by 
immediately initiating the RFP process for operator selection and assessing appropriate timing 
for the public and private funding campaign. 

• The city should continue to monitor the economic conditions on an annual basis to determine 
when the funding goals can be met. This committee or once selected, the DDC operator should 
assist with this evaluation. 

SUMMARY OF COMMITTEE'S RECOMMENDATIONS 

1. An appropriate management model for the DDC 
a. Recommend that the DDC be operated by an independent non-profit 501 (c) (3) organization 

that is set up specifically for this purpose and that it enter into an agreement with the City for 
the operation and management ofthe DDC. 

2. A viable funding program for the DDC capital and operating costs. 
a. Recommend public funding be provided for DDC capital costs by the city through a Bond for an 

amount not to exceed $50 million or approximately 2/3 ofthe project costs and approximately 
1/3, or the balance, of project costs be provided by private funding to cover all additional 
capital, operating and start-up costs. 

Page 2 of 7 



City Council Report | Desert Discovery Center Phase 3 Commi t tee Recommendat ions 

b. Recommend that the DDC operator be responsible for all operating costs. As the owner of the 
grounds and buildings, the City of Scottsdale will only be responsible for grounds maintenance 
outside the boundary o f t he DDC buildings, thus including the parking lot and major building 
and equipment maintenance/replacement. The detailed responsibilities including a favorable 
lease rate and boundaries o f t he project are to be negotiated as part o f t h e contract with the 
operator. The committee recognizes that additional on-going/yearly fundraising efforts will be 
required by the operating entity to fully cover operating costs as is a typical occurrence in 
similar non-profit entities both locally, regionally and nationally. 

c. Recommend that the city not pursue a Bond election for the DDC in 2012 but have this 
committee or once selected, the DDC operator reevaluate the funding viability in the 
Fall/Winter of 2012 for consideration of a possible Bond election in 2013. Continue to evaluate 
the DDC project on a yearly or as necessary basis until the public/private funding goals are 
achieved. 

3. Validation with refinements ofthe DDC Phase II Studv business plan, site layout and 
concepts. 

a. Confirm support for the DDC Phase II Feasibility Study business plan as modified which 
contemplated lower attendance projections (215,000 per year), revenues and a lower 
associated operating budget ($5 million per year) to assure that the DDC could be operated in 
less than projected conditions. 

b. Recognize and affirm that as a non-profit organization, the DDC's operating revenue will 
require fundraising to be an essential component of the DDC business plan to cover annual 
operating costs. 

c. Confirm support for the DDC Phase II Feasibility Study location, conceptual site plan layout and 
exhibit themes. Recommend that the focus o f the DDC exhibits and programs be to support 
the educational mission o f t he DDC. 

4. An appropriate Land Use/Zoning option for the DDC site and proposed uses. 

a. Recommend Land Use Scenario #2. - The DDC becomes a separate parcel within the Preserve 
subject to the process items a-f and the Preserve Ordinance Amendment effective date being 
held until after funding is secured and the operator is selected. 

a. Amend the Preserve Ordinance to allow the activities proposed for the DDC only in a 
specified area o f the Preserve. 

b. Prepare survey and separate legal description. 
c. Rezone the site to a compatible district. 

d. Process a Non-major GP amendment. 

e. Amend the Municipal Use Master Site Plan, 
f DRB Approval 
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RECOMMENDED WORK PROGRAM 

1. Instruct the City Manager to designate a team and leadership to implement this work 
program and keep the DDC project on track and moving forward. 

2. Direct the appropriate staff to immediately initiate the process to prepare an RFP and 
develop the review process for future selection of a 501 (c) (3) operator solely dedicated to 
operating the DDC. 

3. Continue to evaluate the funding potential and timing for project start -up with assistance 
from this DDC Phase 3 Committee until the operator is selected. 

4. Continue to provide funding from the bed tax for an amount up to $60,000 to $150,000 per 
year for the next two- three years for support of the DDC project. 

Estimated Bed Tax Funding for DDC Proiect 
INITIATIVE 2012-13 2013-14 2014-15 

® Private Funding Feasibility Study N/A (Private funds) 
® DDC Phase III Committee $ 10,000 
® Public Outreach $ 10,000 
® RFP Selection Process $ 20,000 
® Ordinance Amendments $ 20,000 
® Matching Funds for operator start-up $100.000* $150.000* 

TOTAL $ 60.000 $100.000* $150.000* 
*matching fund requests are to be reviewed by TDC commission and subject to 
reimbursement if future bond election is approved 

ANALYSIS & ASSESSMENT 

Recent Staff Action 
The DDC Phase III Feasibility Committee Recommendation and Work Program is to be presented to 
the City Council at the March 27, 2012 Study Session. This proposed action anticipates the City 
Council direction to staff will be be to bring back a resolution for approval of these items as presented. 

Policy Implications 
In Recommendation #4, the committee supported the location ofthe DDC northwest of the Gateway 
Trailhead but as a separate parcel within the Preserve. Recommendation #4 includes the process 
steps that would be required to accomplish this action including amendments to the Preserve 
Ordinance, General Plan, Zoning Ordinance and the standard development review approvals. 
Throughout the process special attention will be taken to maintain the integrity and intent ofthe 
Preserve. 

Signiflcant Issues to be Addressed 
A bond is the primary source of funding recommended by the committee for the DDC project capital 
costs. Private funding will make up the balance ofthe project costs and the economic climate is not 
conducive for a fundraising campaign at this time. The DDC project was included on the list of projects 
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evaluated by the Bond Task Force. The DDC Phase III Feasibility Committee has recommended that a 

bond question for the DDC not be pursued at this time. 

Another potential source of funding for the DDC that was discussed by the Tourism Development 
Commission and the Council Subcommittee on Economic Development is the Tourism Development 
Fund (Bed Tax) Reservation. The TDC, at the March 20, 2012 meeting, recommended that the City 
Council reserve a $600,000 per year "slice" ofthe Tourism Development Fund (Bed Tax) for a portion 
ofthe public funding required forthe DDC project.. The City Council may direct staff to prepare a 
future action to allow for a Council vote to approve a "slice" of this Bed Tax Reservation Fund to be 
allocated towards DDC project costs. 
Community Involvement 

The DDC Phase III Feasibility Committee met 17 times in 10 months beginning in May, 2011 until their 
final meeting in February, 2011. All committee meeting agendas and minutes were posted on the city 
web site (http://www.scottsdaleaz.gov/boards/DDCPhaselll) and all meetings were open to the 
public. Periodic informational presentations and committee progress reports including the final 
recommendations were made to the Bond Task Force, Tourism Development Commission, the 
McDowell Sonoran Preserve Commission and the Council Subcommittee on Economic Development 
which are advertised public meetings. 

RESOURCE IMPACTS 

Available funding 
If the City Council approves the DDC Phase III Feasibility Committee Work Program then in the short 

term, funding could be allocated from 2012-13 General Operating Bed Tax Revenues. A budget 

transfer up to $60,000 will be required to fund the required initiatives. The Tourism and Development 

Commission is scheduled to review this proposal for $60,000 of Bed Tax Funding at their March 20, 

2012 hearing. Staff will forward an update to the City Council prior to the March 27*^ hearing, 

regarding the TDC recommendations related to this funding proposal 

There are no long term funding obligations recommended or programmed for the DDC at this t ime. It 

is recommended that the DDC Phase III Feasibility Committee meet yearly or as necessary to evaluate 

the funding viability for the project until such time as the DDC operator is selected. Once selected, the 

DDC operator should lead the private funding effort and work with the city to determine the 

appropriate t iming for the bond proposal. Matching funds, not to exceed $150,000 per year, for 

operator start-up costs could also be provided from the General Operating Bed Tax Revenues as 

shown in the recommended Work Program chart above and in Attachment 2. 

Staffing, Workload Impact 
The recommended work program provides for the establishment of a team and leadership to keep the 

DDC project on track by initiating the RFP process for a 501 (c) (3) operator. The Preserve Director 

with the assistance of existing staff from Economic Vitality, Capital Projects, Legal, Finance and 

Purchasing would participate in the RFP development and operator selection process. Existing staff 

resources would also be required to support the DDC Phase III Feasibility Committee when it meets to 

re-evaluate the public and private funding viability. 
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Future Budget Implications 
If the City Council approves the DDC Phase III Feasibility Committee Recommendations and Work 
Program an estimated expenditure of approximately $60,000 will be required to support the work on 
the DDC project initiatives in calendar year 2012. These initiatives include support for the DDC Phase 
III Feasibility Committee, public outreach, the RFP selection process and Ordinance amendments. A 
breakdown of these costs is shown in the Work Program chart above and in Attachment 1. 

OPTIONS & STAFF RECOMMENDATION 

Recommended Approach 
Adopt Resolution No. 8998 accepting the DDC Phase III Feasibility Committee Recommendations and 
Work Program, continue the DDC Phase III Feasibility Committee to evaluate the funding potential 
and timing for project start-up until the DDC operator is selected and authorize a transfer up to 
$60,000 from the General Fund Operating Bed Tax Revenues to the Capital Improvement Program of 
the same amount and authorize Capital Contingency Transfer to the CIP project titled Desert 
Discovery Center Phase III. 

Proposed Next Steps 
If Council adopts Resolution No. 8998,work will commence immediately on the Work Program. The 

City Manager will direct the appropriate staff team to develop an RFP for the independent 501 (c) (3) 
DDC operator and move forward with the selection process. Staff would return to the City Council for 
review and approval ofthe selected DDC operator. 
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RESPONSIBLE DEPARTMENT(S) 

Preserve, Economic Vitality, Capital Project Management 

STAFF CONTACTS (S) 

Kroy Ekblaw, Strategic Projects/Preserve Director kekblaw@scottsdaleaz.gov 480-312-7064 

Bill Peifer, Principal Project Manager bpeifer@scottsdaleaz.gov 480-312-7869 

APPROVED BY 

'oy Ekbj0wrSirategic Projects/Preserve Director 
48Q*oi2-7064, kekblaw(5)scQttsdaleaz.gov 

lullin. Director - Economic Vitality 
480-312-7601, jmullin(5)scottsdaleaz.gov 

Date 

Date 

ATTACHMENTS 

1. Resolution No. 8998 

2. DDC Phase III Feasibility Committee Recommendation and Work Program Memorandum Dated 
February 22, 2012 
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RESOLUTION NO. 8998 

A RESOLUTION OF THE CITY COUNCIL OF THE CITY OF SCOTTSDALE. 
MARICOPA COUNTY, ARIZONA, ACCEPTING THE RECOMMENDATIONS 
AND WORK PROGRAM OF THE DESERT DISCOVERY CENTER ("DDC") 
PHASE III FEASIBILITY COMMITTEE, CONTINUING THE DDC PHASE III 
FEASIBILITY COMMITTEE IN EXISTENCE AND AUTHORIZING A 
TRANSFER OF UP TO $60,000 FROM GENERAL FUND OPERATING BED 
TAX REVENUES TO THE DESERT DISCOVERY CENTER CIP PROJECT 

WHEREAS, on December 13, 2010, the City Council adopted Resolution No. 8540 
establishing the Desert Discovery Center ("DDC") Phase III Feasibility Committee and 
subsequently selected five committee members; and 

WHEREAS, the DDC Phase III Feasibility Committee met 17 times between May 2011 and 
February 2012 and produced a set of recommendations and a work program in support of the 
Desert Discovery Center Project; and 

NOW, THEREFORE, LET IT BE RESOLVED, by the City Council of the City of Scottsdale. 
Maricopa County, Arizona, as follows: 

Section 1. The City Council accepts and approves the Desert Discovery Center Phase 
III Feasibility Committee recommendations and work program. 

Section 2. The City Council authorizes the transfer of an amount not to exceed $60,000 
from the general fund operating bed tax revenues to the capital improvement program and 
authorizes a capital contingency transfer to the CIP Project titled Desert Discovery Center Phase 
III. 

Section 3. Continue the existence of the Desert Discovery Center Phase III Feasibility 
Committee until the operator for the Desert Discovery Center is selected, after which it shall 
dissolve without further action unless otherwise directed by the City Council. 

PASSED AND ADOPTED by the Council of the City of Scottsdale, Maricopa County, 
Arizona, this day of , 2012. 

ATTEST: CITY OF SCOTTSDALE, an Arizona 
municipal corporation 

By: By:. 
Carolyn Jagger W. J. "Jim" Lane 
City Clerk Mayor 

APPROVED AS TO FORM: 
OFFICE OF THE CITY ATTORNEY 

By 
Jce Washburn, City Attorney 

By: Joe Padilla, Senior Assistant City Attomey 
9568142v1 Resolution No. 8998 
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To: Mayor and City Council 
From: DDC Phase III Committee 
Date: February 22, 2012 
Re: Desert Discovery Center Phase III Recommendations 

SUMMARY OF COMMITTEE'S KEY FINDINGS 

• The committee strongly supports the location, concept and vision ofthe DDC project as a 
premier education and tourism facility. 

• The ultimate success ofthe DDC will depend upon the selection of a highly qualified operator. 

• Timing for funding is critical and the current economic conditions are not conducive to public 
and private fundraising at this time. 

• The city should continue to allocate resources to keep the DDC project moving forward by 
immediately initiating the RFP process for operator selection and assessing appropriate timing 
for the public and private funding campaign. 

• The city should continue to monitor the economic conditions on an annual basis to determine 
when the funding goals can be met. This committee or once selected, the DDC operator should 
assist with this evaluation. 

INTRODUCTION 

On December 13, 2010 the City Council adopted Resolution No. 8540 establishing the Desert Discovery 
Center (DDC) Phase III Committee as recommended in the DDC Phase II Work Program. Subsequently, 
on April 5, 2011, the Council appointed the five members ofthe DDC Phase III Committee. Member 
selection was based on experience in one or more ofthe following areas: (a) demonstrated fund raising 
ability and professional expertise in environmental education, (b) non-profit management, (c) exhibit 
programming, (d) and launching and marketing of similar facilities. The City Council directed the 
committee to further study and review the feasibility of the DDC project and provide 
recommendations to the City Council that include: 

1. An appropriate management model for the DDC; 
2. A viable funding program for the DDC capital and operating costs; 
3. Validation or refinements ofthe DDC Phase II Study business plan, site layout and concepts; and 
4. An appropriate Land Use/Zoning option for the DDC site and proposed uses. 

ATTACHMENT 2 



This memorandum provides a synopsis ofthe committee's activities and their findings and 
recommendations based on a thorough review ofthe Phase II Feasibility Study prepared by Swaback 
Partners dated August 2010 and extensive discussions with other facility experts and appropriate city 
staff members. 

BACKGROUND 

The Committee began meeting on May 11, 2011, with a total of 17 meetings held during a 10 month 
period from May 2011 to February 2012. All committee meeting agendas and minutes were posted on 
the city web site (http://www.scottsdaleaz.gov/boards/DDCPhaselll) and all meetings were open to 
the public. The first few meetings were devoted to an overview ofthe DDC Phase II Feasibility Study 
including a Gateway site tour. In depth review and analysis followed with the DDC Phase II consultant 
team members John Sather, Swaback Partners, Bob Brais, ConsultEcon, Biff Baird, Exhibit Design 
Associates and Mathew Solari, BRC Imagination Arts, providing information to the committee at 
several meetings. The committee also received presentations from other facility managers who 
discussed management models, revenue sources, operating costs, fundraising, and restaurant and 
retail concepts. A list ofthe guest speakers is provided in Attachment A. Periodic informational 
presentations and committee progress reports were made to the Bond Task Force, Tourism 
Development Commission, the McDowell Sonoran Preserve Commission and the Council 
Subcommittee on Economic Development. 

RECOMMENDATIONS 

After studying and analyzing the information and issues related to the DDC project, the committee 
offers the following recommendations to the City Council. 

1. An appropriate management model for the DDC 

In evaluating the management model, the committee looked at several possible options. 

• City Operated 

• Non-profit - some city oversight 
• Non-profit- separate from the city 
• Private 

Discussions with various facilities managers showed that there are a variety of management 
arrangements and operating relationships. Every facility is unique with an organizational structure to 
suit its specific circumstances. These discussions also provided the committee with a key finding that 
the ultimate success ofthe DDC will depend upon the selection of a highly qualified operator. The 
selection ofthe DDC operator should be a priority as this will help to ensure that the project and the 
private fundraising assessment continue to be evaluated and proceed as appropriate. 



staff presentations and committee review and dialogue regarding Scottsdale's General Fund, on-going 
economic uncertainties and other factors led to a fundamental assumption that the city will not 
provide annual operating funds. The committee discussed a limited role for the city in terms of major 
equipment maintenance of the buildings and parking areas. Otherwise the committee agreed that for 
the success ofthe DDC as envisioned an independent entity must have the ability to control the 
operations and programming ofthe facility. On November 9, 2011 the committee voted unanimously 
to make the following recommendation regarding the appropriate management model. 

a. Recommend that the DDC be operated by an independent non-profit 501 (c) (3) organization 
that is set up specifically for this purpose and that it enter into an agreement with the City for 
the operation and management ofthe DDC. 

2. A viable funding program for the DDC capital and operating costs. 

The DDC committee took a hard look at the business plan described in the Phase II Feasibility Study 
and recommended some modifications that are discussed in detail in Recommendation #3 below. 

The Phase II DDC Subcommittee recommended that the city pursue a Bond as one potential funding 
source for the DDC. At this time the city, through the Bond Task Force, is evaluating the projects that 
may be included in future Bond proposal(s). An informational presentation on the DDC project was 
given to the Bond Task Force and was received favorably. This process is ongoing at this time with a 
presentation to be made to the Council in the spring. The DDC Phase III Committee supports the 
recommendation that a Bond be used to fund the construction and exhibit costs ofthe DDC, but feels 
that the timing of such a request must be tied to private fundraising commitments. 

The Council acceptance ofthe Phase II Feasibility study also included direction that the Preserve tax 
not be used as a funding source. Consistent with research into similar facilities, startup costs and any 
shortfall in the operating funds or capital costs are to be provided through private financing including 
ongoing fundraising and establishment of an operating reserve. It was recommended in the Phase II 
Work Program that a private feasibility study be conducted to assess private funding capacity and the 
viability of initially raising approximately $ 20 to $30 million dollars to cover these costs. 

Committee member Melinda Gulick coordinated the effort to evaluate the feasibility of a private 
fundraising campaign. She reported back to the committee at the January 27*'' meeting, that after 
meeting with six potential donors and several professional fundraising consultants, all potential donors 
were excited about the project and willing to contribute. All indicated that the current global economic 
downturn and market volatility is making it difficult for potential donors to make one time or multi-
year commitments for significant capital donations at this time and therefore suggest temporarily 
delaying any private sector funding campaign. The general consensus is that the private financing 
challenges are not related to the DDC concept, which all believe has worthy merit, instead the delay 
suggested is due to the on-going global economic uncertainty and the impact on commitments for a 
private fundraising campaign. 



On January 27, 2012, the DDC Committee voted unanimously in favor ofthe following 
recommendations regarding the funding program for the DDC. 

a. Recommend public funding be provided for DDC capital costs by the city through a Bond for 
an amount not to exceed $50 million or approximately 2/3 of the project costs and 
approximately 1/3, or the balance, of project costs be provided by private funding to cover all 
additional capital, operating and start-up costs. 

b. Recommend that the DDC operator be responsible for all operating costs. As the owner of the 
grounds and buildings, the City of Scottsdale will only be responsible for grounds 
maintenance outside the boundary of the DDC buildings, thus including the parking lot and 
major building and equipment maintenance/replacement. The detailed responsibilities 
including a favorable lease rate and boundaries ofthe project are to be negotiated as part of 
the contract with the operator. The committee recognizes that additional on-going/yearly 
fundraising efforts will be required by the operating entity to fully cover operating costs as is 
a typical occurrence in similar non-profit entities both locally, regionally and nationally. 

c. Recommend that the city not pursue a Bond election for the DDC in 2012 but have this 
committee or once selected, the DDC operator reevaluate the funding viability in the 
Fall/Winter of 2012 for consideration of a possible Bond election in 2013. Continue to 
evaluate the DDC project on a yearly or as necessary basis until the public/private funding 
goals are achieved. 

3. Validation with refinements ofthe DDC Phase II Studv business plan, site layout and 
concepts. 

The Committee reviewed several major components ofthe DDC Phase II Feasibility Study. The 
components reviewed by the committee included: 

• Business Plan 

• Location at the Gateway 

• Pavilion site layout 

• Exhibits 

• Immersive Experience 

• Retail/Gift Shop 

• Restaurant 

Business Plan 
The committee spent significant time reviewing the business plan with particular focus on the 

estimates for attendance, earned revenue and the operating shortfall. In general the committee 



wanted to understand alternatives in case the attendance or fundraising estimates were optimistic and 

if not achieved to understand how that would affect the revenue and the ability for the facility to 

achieve sufficient operating funds. To address these and other business plan questions the committee 

requested that ConsultEcon provide additional projections based on a lower attendance number and 

an operating budget of $5 million in addition to the $7 million identified in the Phase II Feasibility Study 

(see Executive Summary Attachment B). The link to the entire Phase II report is on the city website 

http://www.scottsdaleaz.gov/preserve/DDC. Supplemental memorandums to the report, which 

responded to committee questions were presented to the committee and are provided in Attachments 

C and D. 

Site Location and Pavilion Site Layout 
The committee strongly agrees with the site location northwest ofthe Gateway Trailhead. The 
spectacular views and access to established trails allow multiple opportunities for residents and visitors 
to discover and interact with the unique Upper Sonoran Desert. 

The committee supports the proposed pavilion concept for the DDC. The low-scale design and natural 
building materials promote compatibility and interaction with the surrounding desert environment. 
Recognizing that the DDC plans are still conceptual and refinements will be necessary as the project 
moves toward the design and construction stage, staff provided information indicating that 
opportunities for consolidation and review of building materials and their application might result a 
10% reduction in the construction costs. The committee would support these or similar modifications 
as reasonable cost saving measures as long as the integrity ofthe DDC's key concepts is not 
compromised. 

Phasing ofthe facility was discussed by the committee in some detail. It was determined that savings 
from phasing is relatively limited and potentially reduces revenue opportunities by starting out with a 
smaller facility. The committee is in agreement that the impact ofthe total facility package or "critical 
mass" as presented in the Phase II Feasibility Study is imperative to the initial and long term success of 
the DDC. 

Exhibits and Immersive Experience 
The committee supports the proposed programming components including themed exhibits and 
immersive experience. Because exhibit technology, storytelling devices, and the cost of conceiving and 
creating an immersive experience change constantly, the DDC operator will determine the specifics of 
these components. The major focus ofthe exhibits should be to educate residents and visitors by 
creating interest and understanding ofthe unique characteristics ofthe Sonoran desert. Final exhibit 
size and details will also be determined by the DDC operator. 

Retail/Gift Shop and Restaurant 
Also discussed at length was the viability ofthe retail and restaurant as significant revenue generators. 

The success of these features depends on attendance, the type and quality of merchandise available in 

the gift shop and the type and quality ofthe food service provided. These components are potentially 



important to the operation and success ofthe facility and should be included. The operator ofthe 

facility will be the appropriate entity to determine the details of these DDC functions. 

On January 27*̂  the committee voted unanimously to approve the following recommendations 
regarding the DDC Phase II Feasibility Study. 

a. Confirm support for the DDC Phase II Feasibility Study business plan as modified which 
contemplated lower attendance projections (215,000 per year), revenues and a lower 
associated operating budget ($5 million per year) to assure that the DDC could be operated in 
less than projected conditions. 

b. Recognize and affirm that as a non-profit organization, the DDC's operating revenue will 
require fundraising to be an essential component ofthe DDC business plan to cover annual 
operating costs. 

c. Confirm support for the DDC Phase II Feasibility Study location, conceptual site plan layout 
and exhibit themes. Recommend that the focus of the DDC exhibits and programs be to 
support the educational mission of the DDC. 

4. An appropriate Land Use/Zoning option for the DDC site and proposed uses. 

Three possible land use scenarios for the DDC were reviewed and discussed by the committee. 

1. The DDC Facility remains within the Preserve boundary. 
2. The DDC Facility site becomes a separate parcel within the Preserve. 
3. DDC Facility site becomes a separate parcel outside ofthe Preserve. 

Staff made a presentation to the committee outlining the implications and required actions for the 
development ofthe DDC under all three scenarios. The committee voted to have staff come back with 
more information on Scenario #2 specifically to address concerns regarding the assurances that the 
Preserve would be protected from the activities ofthe DDC and who would be responsible for ensuring 
that both could co-exist without disturbing the purpose and environmental integrity of the Preserve. 

Scenario #2 would require the following actions: 

a. Amend the Preserve Ordinance to allow the activities proposed for the DDC only in a 
specified area ofthe Preserve. 

b. Prepare survey and separate legal description. 
c. Rezone the site to a compatible district. 
d. Process a Non-major GP amendment. 
e. Amend the Municipal Use Master Site Plan, 
f DRB Approval 



Staff explained that the Preserve Ordinance would be amended to establish a new Article or Section 
detailing the policies, rules and regulations applicable to the DDC facility located on this specific parcel 
of land in the Preserve. The rules will be consistent with the purpose and management objective ofthe 
Preserve. The DDC Rules would vary from the Preserve General Rules only in those areas that are 
required to successfully operate the DDC as planned. Although the DDC will be managed by an 
independent operator, the land use will ultimately be governed by the City through the enforcement 
of the Zoning and Preserve Ordinance. In order to assure that the amendment to the Preserve 
Ordinance would only apply to the DDC, the committee recommended that the effective date of an 
amendment only occur after the funding sources are secured and the operator is selected. 

On December 7, 2011, after a thorough discussion of this issue, the committee voted unanimously on 
the following recommendation regarding the land use/zoning options forthe DDC. 

a. Recommend Land Use Scenario #2. - The DDC becomes a separate parcel within the Preserve 
subject to the process items a-f listed above and the Preserve Ordinance Amendment effective 
date being held until after funding is secured and the operator is selected. 

WORK PROGRAM 

In order to maintain the forward momentum of the DDC project the committee recommends the 
following strategic next steps for City Council consideration. 

1. Instruct the City Manager to designate a team and leadership to implement this work 
program and keep the DDC project on track and moving forward. 

2. Direct the appropriate staff to immediately initiate the process to prepare an RFP and 
develop the review process for future selection of a 501 (c) (3) operator solely dedicated to 
operating the DDC. Recognizing the critical nature ofthe operator and management staff with 
regards to their involvement in the final selection ofthe site boundaries, architectural and site 
design and the design and development ofthe educational exhibits, it is imperative to provide 
leadership for the DDC as soon as possible. The RFP process and selection of an operator will 
assist in creating that leadership role required to provide the necessary private funding for the 
project. The committee recommends that the review committee for the DDC operator include a 
museum professional who will provide the experience necessary to evaluate the prospective 
applicants. Also, one or possibly two representatives from the committee could participate in 
the operator selection process. 

3. Continue to evaluate the funding potential and timing for project start -up with assistance 

from this DDC Phase 3 Committee until the operator is selected. These meetings are to be 

scheduled annually or as appropriate. 



4. Continue to provide funding f r om the bed tax fo r an amount up to $60,000 to $150,000 per 

year f o r the next two- three years f o r support o f the DDC project. Per the estimated funding 

chart below, this will allow the appropriate work to proceed including: preparing the RFP and 

selection process and continuing to support the DDC Feasibility Committee. Some of these 

funds may be awarded on a matching dollar basis to the selected operator in support of 

administrative start-up costs for the center. Any matching funds requests will be reviewed by 

the TDC and DDC committees. If a future bond election is proposed and succeeds for the DDC, 

Bed Tax dollars utilized would be reimbursed from the bond funds. 

Estimated Bed Tax Funding for DDC Proiect 
INITIATIVE 2012-13 2013-14 2014-15 

® Private Funding Feasibility Study N/A (Private funds) 

® DDC Phase III Committee $ 10,000 
® Public Outreach $ 10,000 

® RFP Selection Process $ 20,000 
® Ordinance Amendments $ 20,000 

® Matching Funds for operator start-up $100.000* $150.000* 
TOTAL $ 60.000 $100.000* $150.000* 

*matching fund requests are to be reviewed by TDC commission and subject to 
reimbursement if future bond election is approved 
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Executive Summary 
In January, 2010, Swabadc Partners, and a multi-disciplinary team were commissioned by the 
City of Scottsdale to perform a Phase 2 - Feasibility Study for the proposed Desert Discovery 
Center. The study built upon, and expanded the work of the Phase 1 - Feasibility Study per­
formed in 2008 by ConsultEcon. The Swaback Partners Team included architects, land plan­
ners, management and economic development specialists, interpretive planners and design­
ers, landscape architects, construction cost estimators, and market research specialists. 

This report evaluates the feasibility of the proposed Desert Discovery Center (DDC) located 
at the Gateway within the McDowell Sonoran Preserve. Within this report is summarized the 
study methodology, research, analysis, and findings of the study. The work includes a high de­
gree of citizen involvement in the form of citizen committees, work with the Tourism Develop­
ment Commission, the McDowell Sonoran Preserve Commission, survey work, focus groups, 
public open houses, significant numbers of meetings with citizen leaders within Scottsdale, 
consultation with leaders of other similar facilities and work with city staff. 

The results of this study indicate that there is a high level of interest and support for the DDC 
within the City of Scottsdale as well as the greater metropolitan area. The design concepts and 
interpretive exhibit plan presented in this report were deemed highly creative and desirable by 
most who reviewed them during the study process. Clearly, there are members of the commu­
nity who are concerned about the impact the DDC will have on the Preserve, as well as the abil­
ity of the community to develop the capital costs necessary to build and operate the DDC, and 
the business plan within the study addresses alternatives for both of those concerns. Strong, 
creative leadership was continually cited as what is needed to see the DDC come to life and be 
successful. The DDC concept is unique and will give Scottsdale a world-class environmental 
education facility that is entertaining and inspiring. I t is a facility that will educate the visitor 
on the wonders of the Sonoran Desert and McDowell Sonoran Preserve. It is more than a build­
mg. I t is about experiences woven into the desert that can only be had at the DDC, and to get 
that experience again you have to return. It has no true competition. It is unique and thus will 
give Scottsdale its' next strong tool in tourism development, while being extremely respectful 
of the majestic site it occupies within the Preserve. 

The experience within the DDC will take the visitor through a variety of linked desert pavil­
ions; each with an interpretive subject matter being presented, and desert environments that 
will aim to tell an environmental story of Adaptation. Each visitor will experience great vistas 
to the Preserve, and the DDC will act as a base camp for understanding and exploring the 
Preserve. Visitors will experience interpretive exhibits presented in numerous ways including 
highly interactive exhibits, multi-media presentations, outdoor amphitheater events, as well 
as presentations by docent scholars. The facilities will include unique event spaces that can be 
used as a revenue stream for the DDC as well as highly flexible spaces for constantly changing 
presentations. The exhibits and experiences at the DDC will be dynamic with a goal of being 
able to have a different experience 360 days a year. The concept of "Adaptation" is the main 
theme of the interpretive plan, and the DDC environment itself. The interpretive plan focuses 
on telling the story of adaptation of animals, plant life, and human within the Sonoran Desert, 
which is the richest, most amazing desert on earth. The linked desert pavilions are conceptu­
ally designed to be highly adaptive to the climate throughout the year so that they can be open 
and act as indoor/outdoor fadlities during the pleasant temperature months and tempered 
in the cooler and warmer months. The goal is to create a LEED Platinum facility that demon­
strates a high commitment on the part of the citizens of Scottsdale to build within the desert 
a place that respects its site and shows the best of the best building techniques for sustainable 
buildings. 
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Executive Summary 
The study concluded that the DDC as conceptually designed should be a series of facilities with a total 
of 72,000 gross square feet of enclosed space. The construction cost estimate for the facility, inclusive 
of all known costs to develop it turnkey, including all pre-opening expenses, and create a full year op­
erating cost reserve is approximately $74 million dollars. It is projected that in a stabilized year that 
approximately 333,000 visitors would come to the DDC. The yearly operating costs in a stabilized year 
of the facility would be approximately $ 7.4 million dollars. The revenue fi'om a variety of eamed and 
non-eamed revenue streams including ticket sales, special events, and fund raising could reasonably 
be assumed to match the operating expenses. The personnel plan shows approximately 79.25 full time 
equivalent employees. The full business plan is presented in Section VI with an Executive Summary. 

The project square footage and capital costs shown in this report are larger than previous stud­
ies. The study team is confident of its recommendations and notes that any previous study had 
nowhere near the amount of research and analysis that this study has. 

Several methods of capital funding for the facilities were discussed during the study such as bond­
ing and public/private partnerships. While it is not the scope of this study to identify exact sourc­
es of funding, i t was generally agreed by those involved during the process that some method of 
public/private partnership funding was the best method to raise capital funds. 

As a separate document, the DDC Subcommittee has produced a Suggested Work Program for 
"next steps" to be considered. 

In summary, the DDC is a concept that has been talked about for many years within the City of 
Scottsdale. As presented in this report, the DDC is a world-class facility that will draw residents 
and visitors alike to understand the beauty and majesty of the Sonoran Desert, and inspire them 
to return. 

Cily of Scottsdale • Desert Discovery Center Feasibility Study: Phase II page 1-2 
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The following are a variety of simple facts contained within the feasibility study. 

Site Size 

DDC: 8-9 Acres 

New Parking: 4-5 Acres 

Existing Parking: 4-5 Acres 

Facility Size 

Net: 61,610 Sf 

Gross: 73,932 Sf 

Parking 
BxistingParking and Circulation: 216 Spaces 

Current Parking Expansion: 125 Spaces 

New DDC Parking: 428 Spaces 

Total: 769 Spaces 

Capital Cost $74.0 M 

Buildings and Site: $35.1 M 

Exhibits: 113.1 M 

Permits, Design, Engineering: $4.0 M 

City Proiect Management / PubUc Art: $3.9 M 

Pumitwe, Fixtures, Equipment: $1.0M 

Contingency (10%): $4.8 M 

Startiqi Budget: 55.3 M 

Operating Reserves/Endowment: $6.3 M 

Annual Mid-Range Attendance Potential 333,000 visitors 

Ticket Price: 

• Adult 115.00 

• Child $9.00 

Annual Earned and Contributed Revenue $7.1 M 

Annual Operating Budget $7.1 M 

Personnel 

Full Time 46 

Part Time 60 

Volunteers 250+ 

Cily of Scottsdale • Desert Discovery Center Feasibility Study: Phase li 
p/»par«d by SWABACK PARTNERS 

page 1-3 



ConsultEcon, Inc. „ „ „ 
Draft For Discussion Purposes Only 

Memorandum 

To: City of Scottsdale and DDC Phase HI Committee 

From: Robert E. Brais, ConsultEcon, Inc. 

Date: November 22,2011 

R E : Response to questions posed by DDC Review Committee 

The questions posed by the Committee (match use of Capitalization throughout) are useful in 
testing the implications of DDC having different operating perfonnance and using different 
assumptions than the baseline plan as analyzed and estimated in the August 2010 Desert 
Discovery Center - Business Plan prepared by ConsultEcon. The focus of the questions seems 
to be that the market and economics plan for DDC basically seem reasonable, but what if DDC 
doesn't reach the potential identified in the plan? 

The report August 2010 Desert Discovery Center - Business Plan is not the final operating plan 
fully informed by the input of a sponsoring organization, with a designed facility and start-up 
staff in place. Some of the questions asked cannot be answered with the assurance that further 
advancement of all aspects of the development process will provide.' Therefore, the most 
important questions relate to: is the analysis reasonable? What happens if attendance is much 
lower - or higher than the mid-range estimate of market potential? Can the facility and the 
operating profile adapt to such a situation? 

A conservative posture was adopted in analyzing market potential. For instance, the number of 
school children estimated is much lower than the experience ofthe Arizona Science Center 
would indicate. The "capture rates" of various market segments used in the business plan are 
much lower than the "will attend" responses from the primary market research. And, the mid-
range stable year attendance potential estimate of 333,000 attendees is lower than or comparable 
to the attendance at many other major educational attractions in the Phoenix area. Data from the 
report include: Phoenix Zoo (1,485,000); Westworld Equestrian Center (600,000); Wildlife 
World Zoo and Aquarium (400,000 with ticket prices of $27.50 for adults and $14.25 for 
children); Arizona Science Center (300,000) and the Desert Botanical Garden which is typically 
320,000, but has been higher, including 2008 when it attracted 369,000 visitors due to a special 
exhibit. 

In reviewing and evaluating the feasibility ofthe DDC in the Business Plan, it should be noted 
that the stable year of operations may not occur for 6 to 7 or more years depending on 
development and construction timing and the number of years until stable operations are 
achieved. In this report it is estimated to be the third year. I f DDC grand opening were to occur 

' i.e., is the one position for grant writing within the development department enough? Best answer at this time is: If 
an additional grant writer were needed beyond the one position in the plan, it would represent perhaps a 0.6% 
increase in the operating budget. 

Phone: +1 (617) 547-0100 • Fax:+1 (617) 547-0102 • 545 Concord Avenue, Suite 210, Cambridge, MA 02138 U.S.A. 
www.consuitecon.com • info@consultecon.com 
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in 2015, then the estimated stable year of operations that is the focus of the baseline analysis 
would be perhaps in 2018. So, the report is written from the perspective that the investment will 
be made with some uncertainty about future conditions. The underlying report assumptions 
about development timing is one of the items that needs to be revisited periodically i f this 
business plan were to be used as a living document to guide ongoing development and planning. 

Following are responses to questions that have been asked about the business plan, with 
additional information as appropriate. The Committees questions are in bold and responses in 
non-bolded text. They have been numbered for reference purposes. 

1. Are attendance figures achievable? 

Yes, the attendance potential estimates are achievable. The location is outstanding. The plan for 
the DDC will serve multiple market segments, including residents, tourists and school children. 
The likelihood is based on how well the facility is planned, developed and operated. The 
business plan provides substantial research and analysis regarding the quality of the McDowell 
Sonoran Preserve site and its accessibility; the quality and scale of the architectural plan for 
DDC; the exhibits, programs and experiences offered at the site which are highly differentiated 
in the metro area; the experience of other educational / nature based attractions in the Phoenix 
Metro area, and primary market research. 

Two primary market research protocols were undertaken. The first included focus groups of 
Scottsdale residents and of other Phoenix area residents. These provide qualitative insights to 
the project. The second protocol was an online quantitative survey of past and potential fiiture 
Scottsdale tourists, Scottsdale residents and of other Phoenix area residents. Results of the on­
line consumer research of 698 respondents included: 

• There is substantial agreement about the desirability of a Desert Discovery Center 
(DDC). 

• Generally, tourists and visitors are even more supportive of DDC than are local 
residents of Scottsdale and elsewhere in the greater Phoenix area. 

• Sixty percent (60%) of Scottsdale residents and 40% of Phoenix area residents are more 
than "likely" to visit over the course of a year. 

• Tourists/visitors (30%) are at least "likely" or "very likely" to visit DDC during their 
Scottsdale trip. 

• Eighty to ninety percent (80-90%) of all respondents say DDC is a desirable destination 
experience for "visits of 1-3 hours with family or friends". 

• The concept for DDC is intriguing enough that about 90% say they are likely to visit 
more than once. 

• About 15% of local residents say they are likely to visit on average six or more 
times per year and the average local resident will visit about four (4) times each 
year. 

• Even among tourists/visitors, the average number of visits is greater than one. 
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While achievable, the market evidence and consumer survey research only indicate that the 
stable year attendance range of 264,000 to 403,000 with a mid-range of 333,000 is achievable. 
However, achieving the attendance potential is based on developing the project as proposed and 
operating it at the highest level as outlined and budgeted in the business plan. 

a. In early years is the big first year still realistic/likely? 

b. Would the drop-off anticipated in following years require a longer period to 
achieve the stabilized attendance projected? 

The experience of major new visitor attractions and museums is that they experience attendance 
surges in their early years. This is particularly true of major new visitor attractions located near 
high population areas where it is an easy choice to attend the nearby new attraction that has been 
receiving a high degree of publicity. 

To achieve an attendance surge, there must be substantial marketing and publicity employed 
before opening. The opening must occur just prior to the "high season" months, the ticket prices 
must offer good value for the cost; and operations and visitor experience must be first rate. I f 
one or more of these pre-requisites are not achieved, then strong attendance might not be 
achieved, and /or the reputation and long-term attendance potential may be compromised. It is 
incorrect to use the term "drop-off' in attendance. The initial surge has ended and it is operating 
at its stabilized potential. Thus the term early year surge in attendance is correct." 

c. Should we have alternative projections for lower than the low-range stabilized 
attendance figures? 

As noted, a critical question is: what if the attendance projection is low? Attendance does have a 
major impact on the bottom line of DDC. Using the Desert Botanical Garden as a benchmark, 
the study's mid-range attendance used for testing feasibility is only 90 percent of the botanical 
garden with the same ticket price. We did this to be conservative and to specifically discount 
school children as busing, changes in school policy, and development of specific curriculum 
indicated that education groups are a "plus" market. The low range attendance potential estimate 
of 264,000 is almost 30 percent lower than the Desert Botanical Garden and 12 percent below 
the Arizona Science Center. 

Analysis of operations under the low range scenario was included in the August 2010 Desert 
Discovery Center - Business Plan. The Operational Revenue potential at the low attendance 
range is $4.4 million in stable year in current dollars, and non-Operational Revenue target of 
$2.2 million. In this scenario, operating expenses were adjusted downward to reflect the lower 
attendance and a leaner organization operating profile. Operational Revenues cover 
approximately 66 percent of the $6.7 million operating expenses appropriate for the Low 
Attendance Range Sensitivity Analysis. This sensitivity analysis indicates that at a low-range 
market response, there should be good opportunity to adjust operations and raise additional funds 
to operate DDC successfully. In addition, there is a $6.3 million cash operating reserve planned 
as part of the project's initial capital cost that would be available for any contingencies, as well 
as to provide funding should fundamental shifts in the organization's structure be necessary to 
reach a new equilibrium between revenue sources and operating costs. 
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Based on the request in this question, an even lower operating model with more conservative 
assumptions at a 250,000 "Test Case" stabilized attendance level was developed. This is below 
the "Low Range" stabilized attendance model in the CEI Business Plan report. CEI lowered 
revenue assumptions by increasing student groups as a percent of attendance, and lowered the 
base rent of the restaurant. 

It should be noted that the market study and the results of the primary market research do not 
indicate that the 250,000 "Test Case" attendance level is likely if the DDC is developed and 
operated as described in the report. The Test Case has been developed for analytical purposes 
and to demonstrate possible outcomes of an unexpectedly low attendance profile. This may be 
due to poor execution of development, operations, marketing or because of changes in the 
Scottsdale marketplace, national economic conditions, or if expected community support does 
not occur. The Test Case is 25 percent lower than the mid-range attendance estimate. This Test 
Case should be viewed as simply an evaluation of downside risk. It should be noted, however, 
that if the DDC is built at a lower quality or scale; or if it is operated in a manner below the level 
of operations that is profiled in the business plan, then the chance of having attendance below the 
mid-range estimate is increased. 

In a 250,000 annual attendance Test Case scenario, there would likely be lower operating costs, 
first simply because there would be decreases in the "cost of goods sold" because sales would be 
lower. In addition, there would be a need for fewer personnel and other inputs to operations. 
Following is a summary table of a stable year of operations for an operating pro forma iteration 
that was run in response to the committee's request. The analysis summary in the table reflects 
the first stable year of operations. The tables for this analysis are attached as Appendix A. 

Summary Table for Memo 

Mid-Range and Low Test Case Attendance Scenarios Comparison (Sensitivity Test Case) 

% to Low Test % to Change in Percent 
Revenue Source Mid-Range Total Case Total Amount Change 

Attendance 333,000 250,000 -24.9% 

Eamed Revenue $6,164,850 70% $4,613,000 59% -$1,551,850 -25.2% 

Non-Eamed Revenue $196,000 2% $196,000 3% $0 0.0% 

Subtotal $6,361,000 72% $4,809,000 -$1,552,000 -24.4% 

Contributed Revenue 
Required $2,460,000 28% S3.018.000 $558,000 22.7% 

Total Revenue $8,821,000 100% $7,827,000 100% -$994,000 -11.3% 

Operating Expenses $8,821,000 $7,827,000 -$994,000 -11.3% 

Note: This analysis assumes that the ftiU DDC is developed per the plan, but that attendance is below the low range 
established for the business plan. The tables that detail this sunmary are included in Appendix A. 
Source: ConsukEcon, Inc. 
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The dollar increase in required contributed revenue is $558,000, an increase of 22.7 percent. As 
noted above, $6.3 million cash operating reserve is planned as part of the project's initial capital 
cost that would be available for any contingencies, as well as to provide funding should 
fundamental shifts in the organization's structure be necessary to reach a new equilibrium 
between revenue sources and operating costs. It is possible that there would be a steeper 
decrease in personnel costs and operating costs than was assumed in this scenario. 

In addition to testing and considering low range attendance scenarios, it will also be important to 
consider the implications of attendance above the mid-range estimate of 333,000. Here, testing 
of parking requirements, traffic and facility throughput are important. Testing to guarantee the 
facility and organizational capacity to accommodate a high degree of success is also needed. 

2. Review tourist attendance projections. 

a. Are they realistic at 47% of total visitors? 

The tourist component of total attendance is estimated at 47% of the total attendance. The range 
is 126,000 to 186,000 with a mid range of 156,000 attendees in a stable year. Research 
regarding tourists and visitors to the Phoenix metro area indicate that there are about 10.5 million 
visits to the metro area annually. (See Section V of the August 2010 Desert Discovery Center-
Business Plan.) The five segments within the overall tourism market were analyzed for 
likelihood to visit DDC based on the characteristics of the particular visitor market segment. 
Overall, the "capture rate" that indicated the potential number of tourist visitors was 1.2 percent 
to 1.8 percent of the annual tourists to the Phoenix Metro area. These capture rates are within the 
range of many quality visitor attractions and museums with tourist appeal, in Phoenix and 
elsewhere around the country. In many tourism destinations the number of tourists and the 
capture rate is much higher for attractions of this quality. 

The tourist segment of the survey research indicated: 

• Tourists/visitors (30%) are at least "likely" or "very likely" to visit DDC during their 
Scottsdale trip. 

• Eighty to ninety percent (80-90%) say DDC is a desirable destination experience for 
"visits of 1-3 hours with family or friends". 

In addition to the above, interviews were conducted with tourism industry leadership during the 
course of the study process. The information provided including tourism metrics for Scottsdale, 
tourism market conditions and insights into the interests of Scottsdale visitors. Interest has 
grown in the desert environment, outdoor recreation, and educational opportunities. Also, 
families are an important segment that needs additional recreational opportunities. The 
Scottsdale tourism market and industry is evolving and the DDC would meet a need, but also 
enhance the opportunity to attract new market segments and to extend the stays of existing 
visitors. Moreover, because of Scottsdale's hospitality and tourism industry's support for the 
concept to date, the high level of engagement in the planning process, high degree of 
coordination among industry businesses, and extent of tourist promotion and marketing, it is 
assumed that the tourism industry will lend full marketing and promotional support through 
DDC opening to ensure the attraction's success within tourist segments in Scottsdale. 
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b. What is likelihood of increase or decrease in this projection? 

The estimate of visits by tourists is believed to be realistic, if the plan is executed and operated as 
proposed, based on primary research survey data, the national experience of comparable 
facilities, the experience of attractions in the Phoenix Metro, and the unique positioning of DDC 
as an attraction in the Phoenix area focused on the desert environment as one of the area's 
primary features. Indeed, there would seem to be opportunities to increase the number of tourists 
to DDC, i f the hospitality industry and the tourism promotion infrastructure are used to "drive" 
tourists to the site as a featured component of the Scottsdale tourism offer. The extent to which 
the DDC becomes a component of Scottsdale's identity as a location will have an effect on 
tourism visitation and overall visitation. 

Conversely, i f the project is not developed to the quality of design, construction, funding and 
operations as included in the business plan, then there is a good possibility that the tourism 
attendance potential will not be achieved. 

3. Do we accurately account for School Children in attendance and operating costs and 
revenues? 

The DDC's experiences, exhibits, personnel plan and overall concept are designed so that DDC 
would be an educational asset among providing other benefits and qualities. The focus group 
participants were very clear on the potential educational value, and the survey participants had 
the following perceptions of the proposed DDC: 

• Keeping with the goals for DDC, 55-60% of locals say DDC is "very desirable for school 
outings and educational programs." 

Regarding the question of whether a larger portion of the 333,000 mid-range attendance potential 
should be attributed to students, it is important to note that the attendance potential estimate was 
not a top down number that was then simply divided into components, but rather it was built up 
from audience segments as well. The DDC will appeal to tourists and adult-only groups to a 
greater degree than does the Arizona Science Center in Phoenix, which conversely, is geared 
strongly to the education and family market. DDC actually has a broader market to draw from, 
because the interpretation will appeal to both young and old audiences. Therefore, the 
comparisons made to very high percentages of school children may be based on a somewhat 
different facility that serves different market segments overall. While the estimate of students is 
considered reasonable, i f it were found that there might be more students than was included in 
the estimate, then the attendance potential might go up by that amount. 

Further reflecting the conservative approach used in analyzing market potential, we did not make 
high estimates for the school group market because there are a number of factors that can affect 
it: school bus availability, time allotments for field trips due to standardized testing requirements 
and the likely requirement for DDC to develop curriculum related programs for specific grade 
levels. In addition, the fees for students will depend on fiiture decisions. The number of 
students, therefore, is held low to account (from an eamed revenue perspective) for the 
possibility for some students to attend free of charge. Subsequent iterations of the business plan 
that focus on pre-opening operations should incorporate strategies for outreach to schools and 
school districts to further refine attendance expectations from this audience segment. School 
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group attendance variation will be tied directly to the level of resources devoted to education 
program planning, development and operations. 

Regarding operating costs, there are a number of expense items directly tied to school groups: 

Personnel: 

• Manager of Education Programs and School Groups 

• Education and Public Program Manager 

• One full time and 2 part time Educators 

• Visitor Services Manager and Training Coordinator (Visitor Assistants. & Volunteers) 

• Ten full time and 16 part time Visitor Assistants 

Direct expenditures: 

• Education Kits: $3 per student has been allocated for education kits and direct costs. 

• $0.50 per student is allocated for Printing/Copying & Publications. 

• Students are also included in other estimates of costs associated with attendance and 
operations. 

Based on industry best practices, the costs associated with students are flilly reflected in the 
business plan and are deemed reasonable for planning purposes. Later more detailed project 
planning will refine the personnel and budget requirements associated with students and school 
groups. 

4. Membership estimates cited in the Phase I I study are reasonable for a mature program. 
However will they be at that level in the early years and/or how long will it take to reach 
this number? 

During the early years of DDC operations, there will be people who are simply excited to be a 
part ofthe high profile project. Pre-opening membership drives tied to fundraising campaign 
will also influence the level of memberships at opening. Over time some of these memberships 
may drop off. Other people join as members based on the programs and benefits of 
memberships. These may take longer to attract as programs are further developed and word-of-
mouth advertising that membership is valuable spreads. Based on these factors, the business plan 
has shown growth over time from 10 percent of attendance in early years to 14 percent of 
attendance in later stable years. This reflects the pattem suggested in the reviewer's question. 

• In the survey research, nearly half of the local audience likes the idea of annual 
memberships with family pricing and season passes. 

• Nearly one-third of tourists/visitors report interest in membership for seasonal admission. 

It is important to note that the relationship of ticket prices to membership prices will be a key 
driver of both volume of memberships and revenue derived from the membership audience 
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segment, which is somewhat dependent upon the balance the operator / management designs in 
the pricmg and marketing of the memberships to strike the best balance between ticketed and 
membership attendance; as well as overall consumer response and perceived value of the 
membership program. 

5. Are the earned revenues in the Phase I I study realistic in year one? And / or how long 
will it likely take to achieve the DDC's earned revenue potential? 

The main driver of earned revenue is attendance. Just as the attendance is a reasonable estimate 
ofthe DDC's potential, so too is the estimate of eamed revenue. Indeed in the early years with 
an attendance surge expected (and observed in almost all major new visitor attractions located 
near high population areas) eamed revenue is estimated to be higher than later as the initial surge 
in attendance ebbs and the facility arrives at stable attendance levels. 

However, as the main driver of eamed revenues, the potential for attendance in the lower end of 
the attendance range, or, i f the facility is not developed or operated optimally, of having 
attendance below the attendance potential range must be considered and planned for. 

Although smaller in amount than attendance related revenue, other components of eamed 
revenue might take longer to develop or could be lower. For instance: 

• A restaurant lease may be structured to start at a lower rate to provide an operator with 
security against lower than expected sales volume, then it might increase i f business 
success warrants it. 

• Depending on market conditions and the lead times that event planning requires, there 
may be a ramp-up in facility rentals. 

• I f retail merchandise is not correctly targeted to the audience and DDC topic, and is not 
unique, initial sales may be lower until merchandising is improved. 

• The interest eamed on operating reserves might be lower due to a low rate of retum on 
conservatively invested funds. 

Such possibilities would have a lesser effect than the low range scenarios included in the August 
2010 Desert Discovery Center - Business Plan, and as included in Appendix A. As noted above, 
$6.3 million cash operating reserve is planned as part of the project's initial capital cost. 

a. Is $1 million gross revenue for retail the 1st year realistic? 

The retail sales in this year are due to the surge in attendance. I f anything, the retail in the first 
year may perform very well, as locals buy books and souvenirs associated with the McDowell 
Sonoran Preserve and desert topics, and overall there is excitement about the project. 

i . Is $3.50 per capita retail sales a reasonable estimate? 

Many comparable quality facilities with a mix of tourists and residents achieve per capita sales at 
this level or higher. The preliminary project design includes a 2,000 SF retail area. This is of a 
sufficient size to offer a variety of merchandise to suit different audience segments. The Desert 
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Botanical Garden per capita retail sales exceed the $3.50 DDC sales potential used in the 
business plan. 

As a sensitivity test, i f achieved per capita sales were ten percent lower ($3.15) the DDC earned 
revenues would be reduced less than 2 percent. Since the cost of goods sold would also be 
reduced, the net bottom line would be affected by less than 1 percent in such a lower sales 
scenario. 

i i . A member of the Committee estimated that in the study 30% of retail sales 
are allocated to retail operations in addition to Cost of Goods Sold; is this 
correct? Is it reasonable to expect that cost? 

Yes, the cost of goods sold, personnel, and occupancy costs and administrative etc. might 
reasonably leave a 25% or 30% net after direct costs and shared costs of operations. This leaves 
strong profitability for this project component. It should be noted that there is no assumed costs 
(rent) for the retail space, parking, advertising etc. which would bring the profitability closer to 
industry standards if they were included in the cost of retail operations. 

i i i . Is 16% of earned revenue for retail a realistic expectation? How do these 
numbers compare with other facilities? 

Yes, it is a realistic expectation. Analysis of recent year financials at comparable facilities 
indicates the following approximate percentages of gross retail sales to all eamed income: the 
Desert Botanical Garden 26 percent̂ ; High Desert Museum 17 percent; Wild Center 22 percent; 
Living Desert 21 percent. Each facility has its own mix of revenue generating activities; 
audience profile; quality of retail offerings; extent of competition etc. but the 16 percent estimate 
is within the range of many institutions nationally. 

b. Basis for the estimates for event/party rentals. Are they realistic in this areas 
competitive environment? 

The number of events and the revenue is very location specific and is based on quality of 
facilities for the events and for catering; the quality of the setting; the extent of staff support and 
marketing efforts; the competition in the area; and the pricing environment. The analysis was 
based on a calendar that assumed that there would be: 

• Major Rentals: Two per week in the high season, perhaps more in the several weeks 
around Christmas and one per week in the shoulder season. 

• Medium Rentals: One per week in high and shoulder seasons. May be located in outdoor 
pavilion and/or other secondary spaces. 

• Birthday parties and small groups two per weekend. Prices are typical in the industry and 
include rental fees and shares of catering or other miscellaneous revenues. 

• It is possible a busier schedule of events at DDC could become an operating burden, and 
additional staff and expenditures would be necessary. 

^ For that year the gross profit on retail sales was approximately 13% of total revenues. Assuming a 50% cost of 
goods sold yields an estimate of 26% of revenues, which is comparable to the analysis for DDC. 
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c. Are restaurant rates at $35.00/square foot, realistic? 

The revenue estimate includes base rent and any overages or shared sales revenue that may 
occur. This will be a highly differentiated setting and location, with outstanding views. The 
setting sun will fill the mountainside due to its westward facing location. This rent assumes a 
successful restaurant. As noted above, a restaurant lease may be structured to start at a lower 
rate to provide an operator with security against lower than expected sales volume, then it might 
increase i f business success warrants it. 

i . What is the impact of catering competition in the area? 

DDC will not be a caterer, but as this question relates to competing to host catered events, the 
DDC will offer a "unique" venue. Hotel and resort properties are reportedly competing to keep 
their groups on-site. It is the experience nationally that there is a desire for and a tradition of 
groups having at least one off-site event. DDC will be well positioned to compete for this 
business. The DDC business plan includes a staff of 2 full-time and 2 part-time personnel 
dedicated to facility rentals and intemal events. Marketing, operations and administrative staffs 
would support this dedicated staff 

5. Is it reasonable to expect that a new organization could raise the amount of non-earned 
revenue unrestricted operating funds projected in: 

a. Year 1 - is this an aggressive assumption? 

In order to undertake the project. Other Non-Operational Revenueŝ  will be necessary and their 
sources should be secured and/or studied and planned sufficiently in order to comfortably move 
forward. Endowment should be an important component of the operating and fiinding plan. A 
fundraising feasibility study had not been undertaken at the time of the business plan for either 
the initial capital costs or for the ongoing contributed revenue. The percent to total revenues 
used in the plan and the actual amounts estimated to be required are within the experience of 
many similarly scaled educational attractions nationally. 

b. is a 40%o increase in Year 2 non-earned revenue from Year 1 amount reasonable? 

The amount of assumed is simply reflective of the greater need for such funds in year 2 as the 
initial attendance surge and its related revenue surge subsides. It will be important for a strong 
fundraising capacity be in place before opening and during the initial years. The staffing plan 
includes appropriate personnel, but more important is the board and community leadership to 
ensure needed DDC funding. 

i . What is the impact of variations in attendance projections and possibly lower 
earned revenues on these non-earned revenue numbers? 

Included above is discussion of the impact of lower attendance and revenues. The effect that 
lower attendance and revenues would have on contributed and non-eamed revenues should also 
be considered. While a lower operating profile may make the need greater, it may also make the 
case for contributed and grant funding more challenging. Therefore, working toward excellence 

^ 1/ Represents potential revenue from grants, gifts, corporate sponsorships, fimdraising events, endowment 
proceeds and otiier relevant sources. 
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from initial project planning through construction and into operations will mitigate market, 
operating and fundraising risk. 

c. Fundraising requires leadership, when to hire director, lead staff? 

This point is absolutely true that strong leadership must be established as soon as possible while 
maintaining an orderly development process. A preliminary pre-opening plan is included in the 
August 2010 Desert Discovery Center - Business Plan. As noted above, this pre-opening plan 
will also need adjusting, detailing and refining moving forward, it does provide a good basis for 
beginning project organization development. I f followed needed organization capacity will be 
formed to support needed fundraising activities and other project development activities. 

7. Please provide an overview of how the operating expenses were calculated / estimated? 

The operating expense categories themselves are established by the reviews and analyses 
ConsultEcon has prepared for hundreds of organizations, the comparable facilities researched for 
the DDC plan and the specific activities and offerings proposed for DDC. The operating expense 
estimates were calculated by individually analyzing the many categories of expenses necessary 
to operate the DDC. The personnel plan was based on the work needed to be accomplished, the 
programs and exhibits to be offered, the volume, type and seasonality of visitation, and the actual 
personnel plans of other comparable institutions. Salaries are illustrative based on museum 
industry experience for similar positions and adjusted for local conditions through a review of 
Bureau of Labor Statistics occupational wage data for the Phoenix Metro Area. Expenditure 
categories were tied to unit-based factors that are most closely tied to the category. These 
include per attendee, per SF of building and per employee costs. The amount per unit-based 
factor is based on comparable facility experience and overall industry experience. The total 
operating expense estimate was analyzed from the perspective of cost per visitor, cost based on 
facility size, cost per employee and the ratio of the expenses ~ particularly the personnel costs ~ 
compared total costs. Finally, the total costs were compared to and analyzed with respect to the 
costs and operating profiles of other institutions. This approach provides a good understanding 
of the requirements to successfully operate the DDC. While any given item may ultimately 
prove to be higher or lower than the estimates in the plan, the variances will tend to balance out. 
In addition, there is good evidence that the DDC can be successfully operated within the overall 
budget established based on the experience of comparable institutions and their overall operating 
budgets. 

8. Were cash flow projections prepared? 

Cash flow projections were not part of the scope of services and were not included in the plan. 
However, as noted earlier, there is a $12.4 million pre-opening capital cost that is included in 
overall operating costs. This covers much of the need for initial cash flow and the $6.3 million 
Operating Reserves and Contingency are part ofthe $12.4 million pre-opening capital cost. 

11 
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9. How best to account for possible phasing of the project and affects on attendance, 
revenues and costs: 

a. Implication of reducing/phasing? 

In an earlier phase of work, an economic and phasing attendance and operating model was 
prepared. This analysis had an estimated 20 percent lower attendance, 25 percent lower revenue 
and a 17 percent increase in need for contributed revenues. The finding is that a phased 
approach may be viable, but that the most significant benefit is the lower capital costs. The 
negative implications are that there may be more market risk, and that the operating cost savings 
may be lower than the eamed revenue decreases associated with a phased approach given the 
plan to fully build out DDC. 

Simply reducing DDC is possible and the alternative plan would have different attendance, 
revenue and operating expenditure profiles, and initial capital costs, depending on what is built 
and the organization plan that is implemented. Given the current stage in planning, before an 
organization has been identified or created as the operator, there is an inherent risk that there will 
be variation in the operating results actually achieved and the business plan developed in 2010; 
hence the need for ongoing business planning as subsequent design and organizational 
milestones are achieved to refine key assumptions. 

i. Restaurant/catering 

Creating a first phase without food service would be problematic given the location without 
adjacent food service amenifies, the length of time visitors would spend at the site, and 
opportunity cost of lost revenue. A t least some food service is highly recommended. 

ii. Desert Great Room 
Creating a first phase without the Desert Great Room is not recommended in that a major portion 
of the activity and use of the DDC will be for events, programs and ongoing community use. 
The benefits ofthe site would be lowered and there would be a lost revenue opportunity. I f this 
approach is necessary, a temporary tensile structure to accommodate the functions of the Desert 
Great Room during favorable weather periods would be recommended. 

i i i . Eliminate Immersive Theater or reduce its scale/cost? 
The immersive theater is viewed as an essential project element. It provides an emotional and 
visceral exhibit experience that is central to the overall plan for the visitor experience. As 
planned, the immersive Theater will provide a high profile created experience to go along with 
the natural experience that will be the focus of DDC. Reducing the size of the immersive theater 
of course can be done, as the project is conceptual at this time, but there are trade-offs with 
regards to optimizing visitor throughput and capacity. The size of the theater itself has some 
variability, but the immersive theater no matter what the size will require sufficient budget in 
developing and installing the technology to support the proposed quality of this signature 
experience. The trade-off is fundraising risk and operating cost versus the market risk of 
attracting targeted attendance and eamed revenues. It might be that the immersive theater is of 
interest to potential capital funders as well, as theaters create sponsorship and naming 
opportunities that can attract significant corporate or philanthropic money. 

12 
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iv. Etc. 

The challenge of successfully phasing the DDC is in being able to build sufficient critical mass 
of visitor experience and visitor amenities along with the required support areas. In order to 
make the facility ready for future phases additional infrastructure and support areas would be 
needed. Also there would not be a large percentage savings in pre-opening costs. Thus an initial 
phase of perhaps 75 percent of the visitor experience and amenities would likely not save 25 
percent ofthe initial capital cost. 

10. Inclusion of particular personnel positions in the plan such as additional grant writers, 
event planners etc. 

Indeed, there would be adjustments from this initial personnel profile to the actual staff hired in a 
number of years, but the staffing and personnel altogether seem adequate at this time. Future 
planning and development, such as the design and exhibits, programs, and fundraising plans, 
would all influence the final makeup of personnel that may change over time as organizational 
ramp up, market conditions and operating experience dictates. Currently the plan includes 2 full-
time and 1 part-time events staff. The Institutional Development Department includes a 
Development Coordinator, Grant Writer / Development Data Coordinator, Membership 
Manager, part time Membership Coordinator, Marketing & Membership Administrative 
Assistant. This staff would support the Executive Director and the Board of Directors in 
fundraising. 

11. Is direct desert science research included in the DDC as planned to date? 

Research is not explicifly included. If during the development process funding is created and the 
design accommodates such activity, it might be desirable based on what the research is. It would 
have to be funded in excess of what's in the model, but might be possible as grants are activity 
specific. If it were included, it could be desirable as DDC could showcase and disseminate the 
findings of research and monitoring activities that occur. 

13 
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Appendix A - Test Case 4/ 

Table V i n - I 

Preliminary Attendance Potential Bdow Low-Range Test Case 

Desert Discovery Center 

Marke t Penetration Rates Visitation Rang • 

Estimated 2014 

Marke t Pnpiilution U w High 

Low Range M k l Range 

Attendance 

High Range 

Altendance 

Percent to 

Total 

Resident M a r k e t 

Primary Market Area 260,200 6.00% lOOC/ . 15.612 20,816 26.020 8.3% 

Secondary Market Ar«i 2.165,200 Z0O%i 3.50% 43,304 59,543 75.782 23 8% 

Ternary Market Area 2.574.700 1 50°/o 2 00% 38.621 45,057 51.494 18 0°/o 

Total Resideitf M a r k e t 5.000.100 1.95% 3.07% 97,537 125.416 153.296 50 1% 

Visitor (Tourist) M a r k e t 

Estimated 2008 

Tourist Marke t " 1 ,m High 

Low Range 

Anendance 

M i d Range 

AlleniUincc 

High Range 

Altendance 

Scoiisdale Overnight Visilors 

Domestic & littematxinal O v e m ^ 

Hotel Visitors 1.183.000 i 0 0 % 2.50% 23.660 26.618 29,575 10 6% 

Voiling Friends & Relatives (VFRs) 

Ovemighl Visilors Stayir^ in Seasonal 

237.000 I 50% 2.50% 3,555 4.740 5,925 1 9 % 

Homes 136.000 2,50% 2,040 2.720 3.400 1 1% 

.Scoiisdale Day-Trip Visilors 

136.000 2.720 3.400 

Domestic Ovemight Day-Trippers to 

Scottsdale ^ 

Domestic Ovemight Day-Trippers to 

Scottsdale ^ 6,895.000 62,055 65.503 68.950 26.2% 

Inlemalional Overnight Visitors lo 

Metro Phoenix, Nol Staying in 

Scottsdale " 

Inlemalional Overnight Visitors lo 

Metro Phoenix, Nol Staying in 

Scottsdale " 2.031.000 20,310 30.465 10 1% 

ToUl Vbi t a r (To iu i s t ) Marke t 10.482.000 1.06% I 32% 111.620 124.968 138,315 49,9% 

T o u t Stabi l iad Attendance Potential Ranee 100 0% 

M i d Range AttendaiKe ' 209,000 250.000 292.000 

1/ Based on bicsi daia available Ths i Dnabic assunriion forfuiun; loummaciMv 

2/Tbe Qy of Sconsdale defines iho scgnrni as day %isaos in ns annual Scoiisdafc/RuadBC VMcy lounsmsnidy Day vtsaos aie donrsuc c 
wconDdaiions ouiside of ihe Sconsdaie/Paiadise VUley 

,V Inlemauonal ovcmighi >Tsaoo s demed fiomMcacan. Ciuiadian and Ociseas vislois lo Araona, 

4/ Rounded 10 neaicsl 1.000 

Souicc: Consuk&on. Inc 

niglu lounsis s 

Table VlIl-2 
Five Year .AttendaiKe Potential Pattem Below Low-Range Test Case 

Desert Discoveiy Center 

S T A B L E 

YEAR 1 Y E A R 2 Y E A R 3 YEAR4 YEARS 

Percenlage o f 

StabilizEd 

Attendance 1 2 0 % 1 0 5 % 1 0 0 % 100% 100.5% 

i Mid Range fSiil i Visitanon Potential 300 .000 262 ,500 

N u i t DDC is e)f>ected to open m 2014, Tfieiefbre. Year 1 represents 2014 

1/ Stabibzed anendance e)f>ected to occur m Year 3 This analysis assumes that the fuD facility wiQ be 

open fbr Year I of operalions. 

Source: ConsuhEcon. bic. 

•* Changes in the assumptions used in the Below Low Range Test Case Scenario from the assumptions used in the 
August 2010 Desert Discovery Center - Business Plan are highlighted in blue shading. 
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Appendix A (continued) 

TaUe Vni-3 

Seasonality of Attendance Below Low-Range Test Case 
Desert Discovery Center 

Low .AttendaiKe Scenario Mid-Range Attendance Kgh Attendance Scenario 

Seasonalit>' 
Total 

Attendance Seasonalitv 
Total 

.Attendance Seasonalitv 
Total 

.Attendance 

January 7% 14,644 7% 17,500 7% 20,412 

February 9% 18,828 9% 22,500 9% 26.244 

March 11% 23,012 11% 27,500 11% 32,076 

Apri 13% 27,1% 13% 32,500 13% 37,908 

May 11% 23,012 11% 27,500 11% 32,076 

Jme 7% 14,644 7% 17,500 7% 20.412 

July 6% 12,552 6% 15,000 6% 17,496 

August 6% 12,552 6% 15,000 6% 17.496 

September 6% 12,552 6% 15,000 6% 17.496 

October 8% 16,736 8% 20.000 8% 23.328 

November 8% 16,736 8% 20,000 8% 23.328 

Etecember 8% 16,73^ 8% 20,000 8% ::>„>2s 

Total " 100%] 209.000 100% 250,000 100% i 292,000 

1/ Rounded to nearest 1.000 

Source: ConsultEcon, Inc 

Table V n i - 4 

Facility Sbang Parameters Below Low-Range Test Case 

Desert Discoveiy Center 

M i d - Range 

Anendance 

Annual Visitation " 250.000 

Peak Periods 

Avenge Periods During 

Peak .Montlis 

Facflity 

Renuls 

Peak Month Altendance 32.500 

Average Month Attendance 20,833 

High Week at 28% of peak month 9.100 5.833 

High Day Attendance at 18% of 

high week 1.638 1.050 

l.engtfaofStay 

(2 hr. SUy - (2.5 hr. sUy -

3 0 % ) 3 5 % ) 

(2 h r . s u y -

3 0 % ) 

(2.5 hr. SUy -

3 5 % ) 

Peak in-house Popuhtwn 491 573 315 368 

Rounded 

High Day Paricing 

Requ i rement ' 

Potential for Event Pariiing 

196 227 i-is 

Demaiid 200 

: conscnain e assun^lDn of V Earty year anendance my be fdlecn pcceni tuglierornDic, Honcx er. this analysis u< 
10% foiriiancalDsdeling puiposcs, 
2/ Based on 9i peiceni auio usage duimg peak dayiioE penods (bus usage is higher duimg ibe shoulder seasons ftoni school gioups and lour groups) 
Z5 persons pcrvchicic Plus 5% lumover icquiicnciu. Does not nciudc en^bycc. vohiniecraod otheradomistraiiv'c visior paikmg This is for DDC 
only. The pailang uiD need lo be considcicd in the conies of Ihc Gateway nailbead use and pariong needs 

V EsUmtfed al one car per tw> attendees aic^'cnis of 300 people pcre\'cnt pkis SOcais fbrcatcicis and scn'eis. sccuiity, E)DC staff, vohinieeis etc 

4/ Most mjorfaciliy icnials will tie dumg e\'eiungs oral ihe end of the day. so they wsuld scldomoverlap wah ihc peak in-house imrs of dav wluch 
lend 10 be llkmio 2pm Funbcr. f ihcic w i e a need fora mid-day facility lemal, Ihe paiking ingbi tie acconsdaled ihiough miigaiion measures such as 
rencie pariong shunles etc. For Ihe vast nnjoiay of events pariong dcnaiid accomodated by paikmga^ adablc because ihe deirand fiom hixis and/or 
DDC iiiendces s bner al the Umc of ihe cvenL 

Souicc: ConsukEcon. lac. 
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Appendix A (continued) 

Table K - l 
Adnnssions .Analysis in Current DoUan Below Low-Range Test Case 

Desert Discovery Center 

Per Capita Ticket Revenue 
Contribution Percent 

% to Total Attendance to Ticket Per Cbntributron to 
.Attendance By Type Ticket l»rice Capita Ticket Per Capita 

Aduk 89,500 $15,00 $5.37 61.0% 

Senior 16.50% 

15.50% 

41,250 $12.25 $2.02 23.0% 

Youtti(3-12) 

16.50% 

15.50% 38.750 $9 00 $1.40 15.8% 

Student Group 8,00% 20,000 $6.00 $0.48 5.5% 

Members 12.00% 30,000 $0,00 $0.00 0.0% 

Facility Rentals 7.90% 19,750 $0,00 $0.00 0.0% 

Free/Complimentary " 10,750 $0.00 $0.00 0.0% 

Less Discounts & Coupons @ 5% (SO. 46) -5.3% 

Total 100,00% 250,000 SS 81) 100.0% 

Memberehips Estimates 

No. of Member Attendances 

Average Annua! Attendances Per Membership 

Est Total Memberships 

Average Membershp Fee 

Memt)ership Revenue 

Membeiship Percent to 
Total 

Estimated 
Numberof Avg. Price 

SlOO.'jO 

$375,000 

Individual 

Dual 

Family 

Donor 

20.5% 

35,0% 

40,0% 

3,0% 

1,313 

1,500 

113 

$40 

$70 

$125 

$250 

Individual 

Dual 

Family 

Donor 

20.5% 

35,0% 

40,0% 

3,0% 

$40 

$70 

$125 

$250 

Sponsor 1,0% $500 

Patron 05% 19 $1,000 

100,0% 3,752 

Rounded: 

$100.33 

SIOO.OO 

1/ Includes children aged 2 and under, complimenury tickets. VIPs. special events & programs etc 

Source ConsultEcon. Inc 
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Appendix A (continued) 

Table I X ^ 
Operations Analysis Assumptions In Current Doliai^, Unless Notetl Below Low-Range Test Case 

Desert Discovery Center 

General Comments 

Year Assumed lo Open to Public 2014 

Indoor Gross Exhibit Square Footage 34.200 (28.500 NSF) 

Total Indoor Gross Squate Footage 72,972 

Total Exterior Square Footage 70.700 

Mid-Range AnendaiKe 250,000 

Annual Inflatbn Rate 2.0% 

Personnel & Benefits .>\nnual InflaDon Rate 2.5% 

Anual Attendance Growth after Year 4 0.5% 

Adrrassion Fees and Revenue 

Aduh Ticket Price S15.00 

Per Capita Tcket Revenue S8.80 

Coupons & Discounts as a % of Per Capita Ticket Rev. 5.0% 

Ticket Price Increase % every other year 5.0% 

Retail Area Gross Square Footage 2.400 (2.000 NSF) 
Per Capita Retail Sales S3.50 

Outskie Retafl Sales as Percent of Per Capita Retafl Sales 15% 

Cost ofGoods SoU as a % of Retafl Saks 50% 

Food Service 

Vending and Retafl Shop Per Capita Food / Beverage Sales Sl.OO 1/ 

DDC Net Proceeds fixsm Vendhg & Store Food Sales 25.0% 

Ca£/Restaurant Iixioor Gross Square Footage 3.120 Assumes 80 seats 

Desert Diniig Garden Oiadoor Sqiare Footage :,iH)(i 

Restaurant Base Lease Rate Per SF in 2014 Dollars $35.00 ^ 

DDC Net Proceeds of Restaurant Gross Sales 2.0% 

Family <fi Individual Merrdierships 

Number o f Famfly. Indivklual & Supportive Memberships 3.750 Stabte Year 

Awrage .Membershp Fee SIOO.OO 

Annual Attendances Per Membership 8 

Facility Rentals and Receptions 

Major Rentals Per Year 

Target Anendance i i Stabfe Year M.ioo Avg. 300 per event 
Aveiage Net Revenue per Rental S6.000 

Median Rentals Per Year mmpn Target Attendance n Stabfe Year Avg. 100 per event 
Average Net Revenue per Rental $2,000 

Mnor I^ntals Per Year (prinarily Birthday Parties) 
Target Anendance h Stabfe Year 2.375 Avg. 25 per event 
Average Net Revenue per Renal S300 

Other Revenue As a % of Eamed Revenue 1% 41 

Operating Reserves 

Operating Reserve Assumptwn h 2014 $6,300,000 il 

Annual Growth Rate above Inftation Rate 3% 

A t n a l Interest 3% 

NOTE Assumes DDC Program of Areas dated June 16,2010 by Swaback Paitncrs 

1/ Limited vending and beverage / snacks available m gift shop. Other food provided by cafi 

2/ bt 20l4dollan. Thice-yeor terni increased at inflatran fbr 2nd tena 
3/ Restaurant assumed to hokl a liquor license. Restaurant gross sales estimated based on S8 per capita fbr DDC visitors, 

phis SlOaverage spend from an assumed 18,000 (SO per day) annual outskle patrons ulio aiedraun from from trail uscis 
and fiomdrive.up custonrrs 

4/ Other revenues nchide revenue fiom programs, special events, stroller rentals, iockcis and other sourees. 

5/ In 2014 doliais 

Source: CbnsukEcon, Inc. and Swaback Panneis 
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Appendix A (continued) 

Table IX-4 

Earned Revenue Potential Below Low-Range Test Case 
Desert Discovery Center 

\tmr 2014 2015 2016 2017 2018 
SuUe Yr Att 

STABLE (in current Percent 
Yt \R 1 VEAR 2 \ E A R 3 VEAR 4 •\h.\H 5 dollars) to Total 

TOTAL ATTEND.ANCE 300.000 262,500 250.000 250.000 25U50 250.000 

Per Capita Ticket Revenue $10.09 $964 $9.82 $9.82 $1030 $8.80 

REVENUE 
Operational Revenue 

Ticket Revenue $3,027,459 $2,531,444 $2,456,018 $2,456,018 $2,588,861 $2200.734 33.3% 

Membership Revenue 358.280 382.660 416.250 416250 441.090 $375,000 5.7% 

Gross Retafl 1.281.409 1,143,657 1,110,981 1.133201 1,161,644 1,006250 15.2% 

Food Service Net 79.591 71.035 69.005 70J85 72.152 62,500 0.9% 

Cafe/Restaurant Lease Revenue 176.693 166,028 164,404 171.748 173.161 108.801 1.6% 

Facflity Rental 356,566 357.203 351.098 358.120 379.066 316.500 4.8% 

Other Revenue 52.800 46.520 45,678 46,057 48,160 40,698 0.6% 

Total Operational Revenue S5J32,797 $4,698,546 $4,613,433 $4,651,779 $4,864,135 $4,110,483 62.3% 

Non-Operational Revenue 

Operating Reserves Interest $189,000 $192,606 $I%.282 $200,027 $203,844 $178,099 2.7% 
1/ $2,001,679 $2,782,793 $3,017,710 $3,132,168 $3,075,674 $2211212 35.0% 

T O T \ L REVENUE $7,523,477 $7,673,946 $7,827,425 $7,983,973 $8,143,653 $6,599,794 100.0% 

Operating Reserves Growth $6300.000 $6,420,217 $6,542,727 $6,667,575 $6,794,806 $5,936,631 

NOTE: DDC is expected to open in 2014. Therefore. Vear I represents the inflated 2014 dollar value. 

1/ Represents potential revenue from grants, gifts, corporate sponsorships, fundraising events, endowment proceeds and other retevant sources. 
See discussion in teid. 
Source: ConsuhEcon, Inc. 
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Table K-S 
•lustrative Peî onnel Positions and Salaries Below Low-Range Test Case 

Desert Discoveiy Center 

Positiun 

Part-Time Number 
Annual Seasonal (Peak of Full 
Salaries Season) Time 
(FTE) Salaries Positions 

Numberof 
Numberof Peak 
Part liine Season Total SaUiy 
Positions Positions Budget 

.Administration 
Executive Director $150,000 
Busiiess Manager / CFO SI00,000 
PersotBiel Manager $55,000 
Account Manager / Bookkeeper $45,000 
Receptwnist/Adninistrative Asst $29,000 

Marketing, Development, Membership and Facility Rentab 
Markcutig Manager S80.000 

Marketing Coordinator/Administrative Asst. $35,000 
Devebpment Manager $90,000 
(jranl Writer / Devekjpmert Data Coordinator $50,000 
Membership Manager $55,000 
Meni)ership Coordnator $35,000 
Marketng & .Membership.Admnistralive Asst. $35,000 
EvTOis Coordnator $50,000 
Facility Rentals Coordinators $45,000 

Vbitor Services and Education ProgranB 

.Manager of Education Programs and School Groups $50,000 

Education and Publk; Program Manager $50,000 
Educators $32,000 
Visitor Servkes Manager and Trailing (Visitor 
Assistantsi. & Vokineeis) $35,000 
Visitor Assistants $22,000 
Visitor Assistants (Peak Season) 

Retail & Admission 
Mtsemi Store Manager / B i ^ $60,000 
Assistant Store Manager $40,000 
Admissions Manager $55,000 
Group Sales Reservatbnist / Membership Sales $25,000 
Cashiers - Admisswns/Retail $21,000 
Cashiers - Admissions/Retail (Peak Season) 

Exhibits 
Multimedia Program & Exhibit Manager $75,000 
IT/Mukinrdia Technician/Web Site $70,000 
Changing Exhibii GaOeiy Coordnator $40,000 
Exhfcii Technician $35,000 

Plant Operations, Living Specimen Husbandly 
Facility Manager / Engineer $55,000 
Assistant Facibiy Manager / Engineer $40,000 
Bbbgisi $50,000 
Horticulturist $50,000 
Bksbgists / HoitKuhurists (hitems) 
SlaffTechracian/HVAC/Life SupportSystenB $28,000 
Custodians $22,000 
Gioindskeepeis $22,000 
Lead Security (Duard $28,000 
Security Guards $24,000 

$5,000 

$4,500 

$12,000 

Total 

Fringe & Benefits '£) .\verage of 

Total Salaries & Benefits Budget 

Total FuM Time Equivalent Positwm (FTE'S) 

28% of Total Salaries 

$150,000 
$100,000 
$55,000 
$67,500 
$14,500 

$80,000 
$35,000 
$90,000 
$50,000 
$55,000 
$17,500 
$17,500 
$50,000 
$90,000 

$50,000 
$50,000 
$48,000 

$52,500 

$308,000 

$15,000 

$60,000 
$40,000 
$55,000 
$25,000 

$168,000 
$22,500 

$75,000 
$70,000 
$40,000 

$140,000 

$55,000 
$40,000 
$50,000 
$75,000 
$18,000 
$28,000 
$66,000 
$44,000 
$56,000 
$72,000 

$2,595,000 
$726.600 

$3,321,600 

NUI fc-S P.in I in»; biii>loyccs Cjkulaled at ?ir/o H t. seasonal «oriu:ra 31 25% !• lb. Volunteers would serve lo suppfcrncni sonx: posilions such as Visitoi 
Assistants. 

Visitor Assistants and Coshicns paxl positions be supplcnEnted by Vohintceis. 

Source: ConsultEcon. Inc. 
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Table IX-6 
IllustratKe .\nnual Operating Expenses Bdow Low-Range Test Case 

Desert Discovery Center 

Project Parameters 
Indoor Square Footage 
Exterior Square Footage 
Annual Attendance 

Students in Groups 
Employees (Kits) 

72,972 
70,700 

250,000 
20.000 

71.00 
Percent 

See Pereonnel Schedule to Total 

Detailed Budgetaiy Analysis .Annual .Amount Expense Factors ' 
Salaries (FTE, PTE) $2,595,000 See Personnel Schedule 39.3% 
Fringe / Benefits (@ 28% of SaL) $726,600 See Pereonnel Schedule 11.0% 

Budgeted at $15/hour for 
ADowance for Interns & Seasonal Personnel $37,500 2.500 houre 0.6% 
Uniforms $7,100 @ 1,100 Per FTE 0.1% 

Professional/Contract Services $220,100 @ 1 !a3,1 OU Per FTE 3.3% 
Voice/Data/Web Presence $74,550 @ 1 S 1.050 Per FTE 1.1% 

Postage & Shippiig $24,850 @ S.'50 Per FTE 0.4% 

Equipment Rental Lease $28,400 a $400 Per FTE 0.4% 
Travel, Meeting and Entertainment $35,500 a $500 Per FTE 0.5% 
Dues and Subscriptions $17,750 $250 Per FTE 0.3% 
Retail Cost ofGoods Sold (COGS) $503,125 @ 50% Of Gross Retail Sales 7.6% 
Advertising $525,000 5 Per Attendee 8.0% 
Printing/Copying & Publicatbns $125,000 @ S().50 Per Attendee 1.9% 
Educational Kits Sf.o.ooo @ $3.00 Per Student 0.9% 

Events & Programs $175,000 Budgeted 2.7% 

Changing E,\hibits $175,000 Budgeted 2.7% 

Exhibit Reinvestment S17.\()()0 @| Per Attendee 2.7% 
Exhibit Supplies $25,000 Budgeted 0.4% 
Exhibit Replacement $12,000 Budgeted 0.2% 

Supplies & Materials $134,900 @l 1 Per FTE 2.0% 

Utilkies $218,916 @ $3.00 Per hiterior SF 3.3% 

Insurance $87,566 @| |Per Ulterior SF 1.3% 
Repars & Maintenance $102,161 @| $1.40 Per Interior SF 1.5% 
Grounds keeping/Landscapkig Supplies & 

Per Mortth" Replacement $75,000 @| $6,000 Per Mortth" 1.1% 

Parking Maiitenance $18,000 Budgeted for 300 spaces 0.3% 
Other Operating Expenses / Contingency $106,500 0, $1,500 Per FTE 1.6% 
Subtotal Operating Expenses $6,285,518 95.2% 

$2,460,793 
Capital Reserves $314,276 @ 5% of Op. Expenses 4.8% 

$337,721 

Total Operating Costs 
Operating Analysis 
Operating Expense PerSF 
Operating Expense Per Visitor 
Attendees Per FTE 
Op Exp Per FTE 
Square Feet Per FTE 

$6,599,794 

$90.44 
$26.40 
3,521 

$92,955 

1,028 

100.0% 

1/ Factois are based on industry standards, the specific attributes ofthe project and local conditions. 

2/ Source: Ten ^ c k Landscape Architects. Inc. 

Source: ConsultEcon. Inc. 
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Appendix A (continued) 

Table IX-7 

Projected Operating Expenses Below Low-Range Test Case 

Desert Discovery Center 

Year 2014 2015 2016 2017 2018 Stable Yr 

STABLE (in current Percent to 

Operating Expenses YEAR 1 YEAR 2 YEAR 3 YEAR 4 \T.AR 5 dollare) Total 

Salaries (FTE, PTE) $2,794,531 $2,864,394 $2,936,004 $3,009,404 $3,084,640 $2,595,000 39.3% 

Fringe / Benefits (@ 28% of Sal) $782,469 $802,030 $822,081 $842,633 $863,699 $726,600 11,0% 

Allowance for Interns & Seasonal Personnel $40,383 $41,393 $42,428 $43,489 $44,576 $37,500 0.6% 

Uniforms $7,535 $7,723 $7,916 $8,114 $8,317 $7,100 0 . 1 % 

Professional/Contract Services $233,572 $238,243 $243,008 $247,868 $252,826 $220,100 3.3% 

Voice/DataAVeb Presence $79,113 $80,695 $82,309 $83,955 $85,635 $74,550 1.1% 

Postage & Shipping $26,371 $26,898 $27,436 $27,985 $28,545 $24,850 0.4% 

Equipment Rental/ Lease $30,138 $30,741 $31,356 $31,983 $32,623 $28,400 0 4 % 

Travel Meeting and Enlertammeni $37,673 $38,426 $39,195 $39,979 $40,778 $35,500 0.5% 

Dues and Subscr^tions $18,836 $19,213 $19,597 $19,989 $20,389 $17,750 0.3% 

Retail Cost ofGoods Sold (COGS) $640,704 $571,829 $555,491 $566,600 $580,822 $503,125 7.6% 

Advemsng $668,561 $596,691 $579,642 $591,235 $606,075 $525,000 8.0% 

Praidng'Copyiig & Publications $159,181 $142,069 $138,010 $140,770 $144,304 $125,000 1.9% 

Educational Kits $52,530 $57,112 $66,245 $67,570 $69,266 $60,000 0.9% 

Events & Programs $185,711 $189,426 $193,214 $197,078 $201,020 $175,000 2.7% 

Changing Exhi)«s / CiFatonal $185,711 $189,426 $193,214 $197,078 $201,020 $175,000 2.7% 

Exlubil Rervestment $185,711 $189,426 $193,214 $197,078 $201,020 $175,000 2.7% 

Extubil Supplies $26,530 $27,061 $27,602 $28,154 $28,717 $25,000 0.4% 

Exhibit Replacement $12,734 $12,989 $13,249 $13,514 $13,784 $12,000 0.2% 

Supplies & Materials $143,157 $146,020 $148,941 $151,919 $154,958 $134,900 2.0% 

Utilities $232,315 $236,962 $241,701 $246,535 $251,466 $218,916 3.3% 

Insurance $92,926 $94,785 $96,680 $98,614 $100,586 $87,566 1.3% 

Repairs & Maintenance $108,414 $110,582 $112,794 $115,050 $117,351 $102,161 1.5% 

Groundskeeping/Landscaping Supplies & 

Replacement $79,591 $81,182 $82,806 $84,462 $86,151 $75,000 1.1% 

Parking Maintenance $19,102 $19,484 $19,873 $20,271 $20,676 $18,000 

Other Operating Expenses / Contingency $113,019 $115,279 $117,585 $119,936 $122,335 $106,500 1.6% 

Miscellaneous " $208,696 $103,951 $0 $0 $0 $0 0.0% 

Total Operating Expenses $7,165,216 $7,308,520 $7,454,690 $7,603,784 $7,755,860 $6,285,518 95.2% 

Capilal Reserves ^ $358,261 $365,426 $372,735 $380,189 $387,793 $314,276 4.8% 

Total Operating Costs $7,523,477 $7,673,946 $7,827,425 $7,983,973 $8,143,653 $6,599,794 100.0% 

1/ To accofnrmdate higher attendance levels after opening m Years I and 2 and unforeseen early yearei^enditures. the operating eî enses have been increased by 3% and I 5° 
respectively, in addition lo inflation 

2/ Capital Reserves inchide funds for equipment replacenents and mnor building repairs/inprovements. 
Source: ConsultEcon, Inc. 
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Table IX-8 
Net Income Summary Below Low-Range Test Case 

Desert Discovery Center 

Stabilized 
Attendance 

Levels 

2014 

YEAR 1 

2015 

VEAR 2 

2016 

STABLE 

YEAR 3 

2017 

YEAR 4 

2018 

YEAR 5 

Revenues 

Operational Revenues $4,110,483 $5,332,797 $4,698,546 $4,613,433 $4,651,779 K864 , I35 

Non-Operational Revenues 

Operatiig Reserves Interest $ 178.099 $189,000 $192,606 $196,282 $200,027 $203,844 

Other Non-Ojjerational 

Revenues $2,311,212 $2,001,679 $2,782,793 $3,017,710 $3,132,168 $3,075,674 

Expenses 
$6,599,794 $7,523,477 $7,673,946 $7,827,425 $7,983,973 $8,143,653 

Operating Costs $6,285,518 $7,165,216 $7,308,520 $7,454,690 $7,603,784 $7,755,860 

Capital Reserves $314,276 $358,261 $365,426 $372,735 $380,189 $387,793 

$6,599,794 $7,523,477 $7,673,946 $7,827,425 $7,983,973 $8,143,653 

Net Revenue $0 $0 $0 $0 $0 $0 

1/ Revenue and ejqjense in current dollars 

2J Estimates of Non-Operational Revenue Potential have been limited to the extent required. Higher amounts woukl be sought. 

Source; ConsultEcon. Inc. 
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Memorandum 

To: City of Scottsdale and DDC Phase III Committee 

From: Robert E. Brais, ConsultEcon, Inc. 

Date: January 9,2012 

RE: Response to DDC Review Committee Request to Evaluate a S5-million DDC 
Operating Scenario 

Following are additional data and analyses for the DDC Review Committee regarding the 
potential market performance and operations of the Desert Discovery Center (DDC). Based on 
the current phase of planning and the need for careful review of the market and operating aspects 
of this project, the committee has requested that ConsuhEcon (CEI) analyze the implications of 
much lower attendance and a much lower operating profile and operating expense budget than 
the baseline plan as analyzed and estimated in the August 2010 Desert Discovery Center -
Business Plan prepared by CEI. A $5-million operating budget and much lower attendance that 
would be a likely outcome of a lower operating profile are the key changes explored in this 
analysis. In previous *'what-if' analyses prepared for the committee, CEI had prepared other low 
range operating scenarios and had addressed questions and comments regarding the market and 
operating potential of DDC. This memorandum assumes that the reader is familiar with these 
other analyses. 

The report August 20\0 Desert Discovery Center - Business Plan is not the final operating plan. 
The business plan will evolve as will the facility design and visitor experience design, based on 
the sponsoring organization and future market and economic conditions. Therefore, from a 
planning and oversight perspective, the analyses presented in this memorandum supplement the 
original August 2010 report and the previous supplementary analyses prepared for the 
committee. It also takes into account the following possibilities: 

• Future operating results will be affected by: the characteristics and capacity of the 
sponsoring organization; the manner in which DEXT is operated and marketed; and the 
characteristics of pre-opening and start-up operations. 

• I f the DDC is smaller or does not have the design characteristics as proposed by Swaback 
Partners or the proposed project capitalization, its operating profile is likely to be 
different. 

• I f the operating profile, community support or the operating budgets evaluated in the 
August 2010 Desert Discovery Center - Business Plan report are not implemented, then 
operating results are likely to be different. 

Phone: +1 (617) 547-0100 • Fax:+1 (617) 547-0102 • 545 Concord Avenue, Suite 210, Cambridge, MA 02138 U.S.A. 
www.consultecon.com • info@consultecon.com 
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• It is likely that the stable year of operations may not occur for 6 to 7 or more years 
depending on development phasing, construction timing, program development and 
implementation, and the number of years until stable operations is achieved. Therefore, 
there is uncertainty about future economic conditions that all major community 
investments must evaluate on an ongoing basis. 

$5-million Operating Budget Scenario 

The mid-range operating scenario has been established as a reasonable planning baseline, and the 
CEI November 22 memorandum to the committee included a low-range attendance operating 
analysis (250,000 stabilized year attendance). The operating budget in the mid-range scenario 
was $7.4 million and in the low-range attendance scenario, it was $6.6 million.' The committee 
has asked for an analysis of the implicafions of a $5-million operating budget. The following is 
an analysis of this $5-miliion Operating Budget Scenario. 

Assumptions: 

1. Facility size - The ultimate facility is assumed to be the full build out scenario of 72,972 
Total Indoor Gross Square Footage and 70,700 Total Exterior Square Footage, as 
designed by Swaback Partners. The capital budget also is assumed to reflect this full 
build out scenario. 

2. Operating Budget - The total operating budget is $5 million (in current dollars and not 
including any capital reserves).̂  With operating reserves approximately$5.28 million. 

3. Personnel- The number of personnel varies considerably between scenarios from 79 
FTE's in the Mid-range to 71 in the low range attendance scenario to 54 in the $5 million 
Operating Budget Scenario. Since many costs are fixed or semi-variable, a primary 
means to achieving the $5 million budget is through reducing personnel. 

4. Attendance - Both as a result of the lower operating budget and because a lower 
operating budget would be the result of a lower level of market support, the attendance 
estimate used is 215,000 in a stabilized year. The mix of attendees changes somewhat to 
reflect the changing attendance profile. 

5. Ticket Prices - Ticket prices remain the same as in prior analyses, at baseline prices of 
$15.00 for adults and $9.00 for children. 

6. Auxiliary spending - This model assumes fewer facility rentals and lower restaurant 
lease income ($17.50 per SF). 

7. Operational Revenue - The estimated lower attendance and operating assumptions yield 
a much lower operational or eamed revenue level for this low-budget scenario. In this 

' Note that about 10 percent of the operating budget is variable based on attendance and student groups for items 
including retail cost of goods sold, printing and consumables and educational kits. Therefore some of the difference 
between scenarios is based on the attendance differences. 
^ Note: the $5-million Operating Budget Scenario would require, in addition to the baseline operating budget, annual 
capital reserves equal to 5 percent of the operating budget - a prudent and typical operating approach used by 
virtually all museum and attractions operators. 
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scenario, operational revenue is an estimated $3.5 million compared to the mid-range 
attendance scenario at $5.6 million. 

8. Non-Earned Revenue - The amount of non-eamed revenue required in the $5-million 
operating budget scenario is estimated at $1.8 million, about equal to the requirement of 
the mid-range attendance operating scenario. The major reason for this is that the facility 
size is suitable for attendance levels well above the 215,000 stabilized year attendance 
estimated for the $5-million Operating Budget Scenario. 

Data in Appendix A provide a summary of the analytical tables supporting the $5-million 
Operating Budget Scenario. The operational revenue potential for the $5-million Operating 
Budget Scenario is $3.5 million in stable year in current dollars, and non-Operational Revenue 
target of $1.77 million (non-eamed and contributed). Operational revenues cover approximately 
66 percent of the operating expenses (when the additional capital reserves are also included) in 
this operating scenario. This sensitivity analysis indicates that given the scale of the facility, 
there is an operating expense threshold where reductions in operating budgets are 
counterproductive in that they would reduce marketing, outreach, programs, exhibits and 
maintenance that support visitation. 

Summary of Alternative Operating Analyses and Comparable Facilities 

Analysis of operations under the $5-milIion Operating Budget Scenario and case study facilities 
are compared in data in Table 1 using information fi-om the August 20\0 Desert Discovery 
Center - Business Plan and the November analysis. Data in Table 2 The summary presented in 
the table below also compares the results for the $5-million Operating Budget Scenario with the 
Low-Range Attendance Scenario prepared in November 2011 and the baseline mid-range 
attendance operating plan. 

Table 1 
Mid-Range, Low Test Case and $5 million Operating Budget Scenarios Comparison 

Revenue Source Mid-Range 
% to 
Total 

Low Test 
Case 

% to 
Total 

$5 Million 
Operations 

Scenario 
% to 
Total 

Attendance 333,000 
r 

250,000 
r 

215,000 

Eamed Revenue $6,164,850 70% 
r 

$3,942,000 63% 
r 

$3,500,000 66% 

Non-Eamed Revenue $196,000 2% 
r 

$196,000 3% 
r 

$196,000 4% 

Contributed Revenue 
Required $2,460,000 28% $2,132,000 34% $1,581,000 30% 

Total Revenue $8,820,850 100% $6,270,000 100% $5,277,000 100% 

Operating Expenses $8,821,000 $6,270,000 $5,277,000 

Note: This analysis assumes that the full DIX: is developed perthe plan, but that attendance is below the 
lowrange established forthe business plan. 
Source: ConsultEcon. Inc. 
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Table 2 
Comparison of Desert Discovery Center Operating Scenarios with Case Studies 

Operational Non-Operational Operating FTE 

Facility .\tte ndance Revenue Revenue Expenses Employees " 
Abraham Lincoln Presidential 
Library and Museum 

410,000 NA NA $10,000,000 47.5 

Arizona-Sonora Desert Museum 400,000 $5,117,000 $3,036,000 $8,056,000 122 

Desert Botanical Garden 320,000 $4,764,000 $6,811,000 $8,537,000 110 

High Desen Museum 150,000 $2,200,000 $1,306,000 $3,972,000 44 

Las Vegas Sprir^ Preserve 206,000 $1,569,000 $10,633,000 $12,182,000 89 

Liviig Desert 325,000 $5,876,000 $1,407,000 $9,088,000 no 
Wild Center - The Natural History 
Museum of the Adirondacks 

100,000 $1,942,000 $2,901,000 $4,676,000 42 

DDC M</ Range Attendance -
Baseline Planning Scenario 

333,000 5,552,000 1,842,000 7,394,000 79.3 

DDC Low Range Attentlance 
Scenario 

250,000 4,110,000 2.489,000 6.600,000 71.0 

DDC Low Range Operations -
S5mm Butiget Scenario 

215,000 3,500.000 1,777,000 5,277,000 54.0 

0|)cniliiit; Analyses Operational Operational Operating Operating 
Revenue Per Revenue as a % Expenses per Expenses per Attendees per 

Capita to Total Revenue Attendee FTE FTE 
Abraham Lincoln Presidential 
Library and Museum $24.39 $210,526 8.632 

Anzona-Sonora Desert Museum $12.79 63% $20.14 $66,033 3,279 

Desert Botanical Garden 41% $26.68 $77,609 2,909 

High Desert Museum $14.67 63% $26.48 $90,273 3,409 

Las Vegas Springs Preserve $7.62 13% $59.14 $136,876 2,315 

Living Desert $18.08 81% $27.96 $82,618 2,955 
Wild Center - The Natural History-
Museum ofthe Adrondacks $19.42 40% $46.76 $111,333 2.381 

DDC Mid Range Attendance -
Baseline Planning Scenario $16.67 75% $22.20 $93,300 4,202 
DDC Low Range Attendance 
Operating Scenario $16.44 62% $26.40 $92,958 3.521 
DDC Low Range Operations -
SSrnm Budget Scenario $1628 66% $24.54 $97,722 3.981 

1/ FTE =• FuU-Time Equivalent Part-time employees at 50% of fiill-lime employee and seasonal employees at 25% of full-lime employee 
Source: Facilities profiled and ConsultEcon. Inc 

Based on the results of the DDC operating scenarios and the comparisons with the operating 
budgets of case study facilities, it can be seen that there are is an association between facility 
scale and operations and attendance and revenues. Further, it is difficult to simply reduce 
operating expenses without carefully planning revenue sources to meet the facility needs for 
support, such as maintenance and utilities. Lastly, the operating budgets planned for the ilill 
build-out of the facility are appropriate for the project as currently described. A smaller or less 
robustly operated facility would have less revenue capacity due to lower operating budgets. 
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Moreover, its requirements for non-eamed revenues may not be commensurately lower, as 
shown in the analysis above. 

It should be noted that the results of the $5-million Operating Budget Scenario are not 
considered a likely outcome if the DDC is developed as described in the 2010 report. The 
facility size and market potential would likely warrant a more robust operating model that would 
not reduce operations to the extent characterized in the $5-million Operating Budget Scenario 
and thus, the impact on attendance and eamed revenue would not be as pronounced. I f future 
operations were not to meet the potential established by the business plan, a somewhat higher 
operating equilibrium is likely - higher attendance, higher revenues and larger operating budgets 
than is shown in the $5-million Operating Budget Scenario. 

Operating Reserves 

The $5-million Operating Budget Scenario has been developed for analytical purposes to 
demonstrate possible outcomes of operating on a constrained budget. If however, the DDC is 
underfunded in its pre-opening and in its operating budgets from the outset, it would become 
more likely that a lower level of operations would be perpetuated. Therefore, the $6.3 million in 
capital reserves planned as part of the project's initial capital cost is particularly important to 
establishing a sound financial basis for the project that supports the development of a first-rate 
reputation and competitive position in the marketplace. This operating reserve would be 
available for any contingencies, as well as to provide funding should fundamental shifts in the 
organization's structure be necessary to reach a new equilibrium between revenue sources and 
operating costs. 
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Appendix A - $5 Million Operating Budget Scenario ^' 

TaUe Vni - I 
Prelimiiufy .Atlendaoce Polenlial 55 million Operating Budget Scenario 

Desert Dncoveiy Center 

Market Penelnilion Rates Visitation Range 

Estimated 2014 Low Range Mid Range High Range Percent lo 
Market Population 1 <)" Hteh .\ltendnnrc Altendance .\IIend;incc Total 

Resident Market 

Primary Market .Area 

Secondary Market Area 

260,200 15.612 18.214 20.816 8.5% Primary Market .Area 

Secondary Market Area 2.165.200 2.00% 2.70% 43.304 50.882 58,460 23.7% 

Tertiary Market Area 2.574.700 1.25% I 70% 32,184 37,977 43,770 17 7% 

Total Resident Market 5,000,100 1 82% 2.46% 91.100 107,073 123,046 49 8% 

Estimated 2008 Low Range M id Range High Range 
Visitor(Tourisl) Market Tourist Market " Hicb .\neiid;iiKc .MIcndiince \IU-Nil:i ncc 

Scottsdale Ovemighl Visilors 

Domesdc & Iraemanonal Ovemight 
Hotel Visitors 1,183,000 23.660 28,096 32.533 13 1% 

Visiting Friends & Relatives (VFRs) 237.000 1,50% 2 00% 3,555 4.148 4.740 1 9% 
Ovemight Visitors Slaying in Seasonal 

1,50% 

Homes 136,000 175% 1.632 2,006 2,380 0.9% 

Scottsdale Day-Trip Visilors 

Domestic Ovemighl I>ay-Trippers lo 

Scotisdale" 

International Ovemight Visitors lo 

Metro Phoenix, Not Slaying in 

Scotisdale " 

ToUl Visitor (Tourist) Market 

6,895,000 41,370 

20,310 

10.482.000 90,527 107,902 125,278 

Total Stabilized Attendance Potential Range 

Mid Range .Attendance ' 

J.627 

0 

214.975 

215.000 

248,324 

248.000 

II Based on luiesi data available. This is a icasonable ussunption for future touiisniaciivily. 

V The Qly of Sconsdale defines Ihis segnrnl as day visilon in its annual Scoilsdale/PanHlisc VbOcy lourismsiudy Day viston are donrsUc ovemighl lourisis slaymg i 
acconudauons ouisidc of the Scoilsdafc/Paiadise VMey 

V InicmaiDiul ovcmighi vsuois B dem ed fioraMcdcan. Canadian and Oveiseas visiiois lo Aitona 

i l Rounded to nearest 1.000 
Source ConsukB:on. Inc. 

Table VIII-2 

Five Vear Attendance Potential Pattem J5 mi l l ion Operating Budget Scenario 

Desert Dbcovery Center 

VE^VR 1 VXAR 2 

STABLE 

VEAR 3 VEAR 4 YEARS 

PerceiTtage of 

SlabiliTEd 

Attendance 120% 105% 100% 100% 100.5% 

Mid Range 

Visitation Potential \ ' 225.750 215.000 

Mid Range 

Visitation Potential \ ' 225.750 215.000 215.000 216.075 

NCTTE DDC IS e:vected 10 open n 2014 Tlierefore, Year 1 represents 2014 

1/ Stabilized anendance ejfiected to occurm Year 3. Tbis analysis assumes that the full facility wiO be 
open for Year I of operations. 
Source: (ConsultEcon, Inc 

^ Changes in the assumptions used in the $5 million operating Budget Scenario from those used in the August 2010 
Desert Discovery Center - Business Plan are highlighted in blue shading, with differing results shaded in green. 
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Appendix A (continued) 

TaWe Vni-3 
Seasonality of Attentlaiice S5 million Operating Budget Scenario 

Desert Dbcovery Center 

Low Attentlance Scenario \ I id-Range Attendance lfit>h .Attendance Scenario 

Seasonalitv 
Total 

.Vttcmlance Seasonalitv 
Total 

.Attendance Seasonalitv 
Total 

.Attendance 

laiwniy 7% 12.712 7% 15.050 7% 17.381 

February 9% 16.344 9% 19.350 9% 22,347 

March 11% 19.976 11% 23.650 11% 27.313 

April 13% 23.608 13% 27.950 13% 32.279 

May 11% 19.976 11% 23.650 11% 27.313 

Jine 7% 12.712 7% 15.050 7% 17.381 

July- 6% 10.896 6% 12.900 14.898 

August 6% 10.896 6% 12.900 6% 14.898 

September 6% 10.896 6% 12.900 6% 14.898 

October 8% 14.528 8% 17.200 8% 19.864 

Noveirber 8% 14.528 8% 17.200 8% 19.864 

December S% 14,528 8% 17.200 8% 19.864 

Total" 100% 182,000 100% 215,000 100% 248,000 

1/ Rounded to nearesl 1,000 

Source ConsultEcon, Inc 

Table V U M 

Facili ty Sizing Paramelers SS m i l l i o n Operat ing Budget .Scenario 

Desen Dbcovery Center 

.Mki- Range 
.Attendance 

.-Vnnual Visilalion " 215.000 

Peak Periods 
Average Periods During 

Peak Months 
FacSity 
Rentals 

Peak Month .•\tlendance 
Average Mondi Altendance 
High Week al 28% of peak month 

27.950 

7.826 

17.917 
5.017 

High Day Anendance at 18% of 
high week 1.409 •Idi 

Length ofSlay 
(2 hr. slay - (2.5 hr. stay -

30V.) 35%) 
(2 hr. slay • (2.5 hr. stay -

30%) 35%) 

Peak in-house Population 423 493 271 316 

Rounded 
High Day Parking 
Requirvmenl' 
Polenlial for Event Parking 
Demand'*'̂  

168 196 108 128 

200 

1/ Eaitv' year anendance may be fifteen peiceni higher or more Ho\%cver, thu analv'sis uses a more conierviln'c oiiuinpiion of 
10% for fiiancuil modeling puiposcs 

21 Based on 95 pereeni auto usage dunng pcokdavlono ponodi Ibui usage n higher during ihc shoulder icoioni from school groups and lour groups). 
2.3 persons per vehicle Plus .S%iumover requirement. Docs nol mchido employee, vohinleer and other adnanatraiive visitor parking Tins a for DDC 
only. The paikmg uilnccd lo be considered n iheconieo of iheGoleMiy uaiDicad use and poikmgneodi 

3/ Eiinuled al one car per two attendees al events of 300 people per event, phis 50 cars forcolcren and icnera, iccuny . DDC staff, vokinleen etc 
4/ Most major facihiy icniab w i l be dumg evenngs oral the end of the day, so they uoukl scldomoverlap wah ihc peak n-house umes of day which 
lend 10 be lOamlo 2pm Further, if diere wen a need for a nad-day facilay icnlal the paikaig night be accomodated through maigaiion measures such as 
remoie poikng ihullks etc f w i h e vasi majony ofevenu paikng demand accomodated by pakngivailabk because Ihe demand liomhiken and/or 
DDC anendecs a b w r • die lane of die eveaL 

Sourec Consuk&on, be 
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Appendix A (continued) 

TaNe K - l 
Admissions .Analysis in Current Dollars 55 nullion Operating Budget Scenario 

Desert Discovery- Center 

Per Capita Ticket Revenue 

% to Total 
A l l i i u l a i i i f 

Anendance 
By Type Ticket Price 

Contribution 
to Ticket Per 

Capita 

Percent 
Contribution to 

Ticket Per("apita 

Aduh 35.80% 76.970 $15.00 $5.37 60.8% 

Senior 35,475 $12.25 $2.02 22.9% 

Youth (3-12) 33.325 $9.00 $1.40 15.8% 

Student Group 8.60% 18,490 $6.00 $0.52 5.8% 

Members 12.20% 26,230 $0.00 $0.00 0.0% 

Faciity Rentals 7.10% 15,265 $0.00 $0.00 0.0% 

Free/Complinentary " 4.30'"o 9,245 $0.00 $0.00 0.0% 

Less Discounts & Coupons (Q. 5% (SO. 47) -5.3% 

Total 100.00% 215,000 $8.84 100.0% 

.Memberships Estimates 
Membership 

Types 
Percent to 

Total 

Estimated 
Numberof 

Memberships 
Avg. Price 
By Type 

No. of Member Attendances 26.230 Individual 20.5% 672 $40 

Average Annual Attendances Per Membershp S Dual 35.0% 1.148 $70 

Est Total Memberships 3,280 Family 40.0% 1312 $125 

Average Membership Fee $100.00 Donor 3.0% 98 $250 

Sponsor 1.0% 33 $500 

Membershp Revenue $328,000 Patron 0.5% 16 $1,000 Membershp Revenue 

100.0% 3,279 

Rounded: 

$100.10 

$100.00 

1/ Includes children aged 2 and under, complimentary tickets, VIPs, special events & programs etc 

Source ConsuhEcon. Inc 
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Appendix A (continued) 

Table IX-3 

Operations Analysis Assumptions In Current Dollai:s, Unless Noted 55 million Operating Budget Scenario 

Desert Discovery Center 

General Comments 

Year .Assumed to Open to Public 2014 

Indoor Gross Exhibit Square Footage 34,200 (28,500 NSF) 

Total Indoor Gross Square Footage 72,972 

Total Exterior Square Footage 70.700 

Mid-Range Attendance 215.000 

Annual Inflation Rate 2.0% 

Personnel & Benefits Annual Inflation Rate 2.5% 

Annual Aaendance Growth after Year 4 0.5% 

Admission Fees and Revenue 

.Aduh Ticket Price ,S15.0U 

S8.84 

5 Co 

Per Captta Ticket Revenue 

Coi4)ons & Discounis as a % of Per Captta Ticket Rev. 

,S15.0U 

S8.84 

5 Co 

Ticket Price Increase % every other year 5.0% 

Retail 

Retail Area Gross Square Footage 2.400 (2,000 NSF) 
Per Capita Retail Sales $3.50 

Outskle Retail Sales as Perceitt of Per Capita Retail Sales 15% 

Cost ofGoods SoU as a % ofRetail Sales 50% 

Food Service 

Vending and Retail Shop Per Capita Food / Beverage Sales $0.75 " 

DDC Net Proceeds finm Vending & Store Food Sales 25.0% 

Cafi^stauranl Indoor Gross Square Footage 3.120 Assumes 80 seats 

Desert Dining Garden Outdoor Square Footage 2.000 

Restaurant Base Lease Rate Per SF in 2014 Dollars $17.50 $35.00 ^' 

DDC Net Proceeds of Restaurant Gross Sales 2 .0%" 

Family A Individual Memberships 

Number of Fami^, lixlividual & Supporti\'e Memberships 3,280 Stable Year 

Average Membership Fee SIOO.OO 

.Annual AttendaiKes Per .Membership 8 

Facility Rentals and Receptions 

Major Rentals Per Year 

Target .Attendance in Stable Year 12.000 Avg. 300 per event 
Average Net Revenue per Rental $5,400 

Medium Rentals Per Year 

Target Attendance in Stable Year 

24 

2,400 Avg. 100 per event 

Average Net Revenue per Rental $1,800 

Minor Rentals Per Year (primarily Birthday Parlies) 

Target Attendance in Stabk Year 2.000 Avg. 25 per event 
Average Net Revenue per Reittal $270 

Other Revenue As a % of Eamed Revenue 1%-" 

Operating Reserves 

Operating Reserve Assumption in 2014 $6,300,000 " 

Annual Growth Rate above Inflation Rate 3% 

Amual IxSerest 3% 

NOTE: Assumes DDC ProgramofAreas dated June 16.2010 by Swiiback Panneis 

1/ Limned vending and beverage / snacks availabk: m gift shop. Other fiiod provided by cafe 

11 In 20l4dollan. Threc-ycartennincrcascdalinflatun lbr2ndlena 
3/ Restaurant assumed lo hold a lk]uor license. Rcslaurani gross sakis estunaicd based on $8 per capita for DDC visitors, 

plus SlOaverage spend from an assumed 18,000 (50 per day) annual outside patrons »ho are drau-n fiom fiom trail use is 
and Iromdnve-up customers. 

4/ Other revenues jnchidc revenue fixim programs, special events, stroller rentals, tockers and other sources. 

i l In 2014dollars. 
Source: ConsultB:on. Inc. and Swaback Partners 
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Appendix A (continued) 

Table IX-4 

Earned Revenue Potential S5 million Operating Budget Scenario 

Desert Discovery Center 

Year 2014 

YTAR 1 

2015 

VTAR2 

2016 

ST.ABLE 

YEAR3 

2017 

YEAR4 

2018 

VTAR5 

Stable Yr Att 
(in current 

dollars) 
Percent 
to Total 

TOTAL ATTENDANCE 258.000 225.750 215.000 215.000 216,075 215,000 

Per Captta Ticket Revenue $9.73 $9.49 $986 $9.86 $10.34 $8.84 

REVENUE 
Operational Revenue 

Ticicet Revenue $2,511,604 $2,143,011 $2,120,029 $2,120,029 $2,234,664 $1,899,985 35.6% 

Membership Revenue 376,300 356,160 364,080 364.080 386,100 $328,000 6.1% 

Gross RetaO 1,102,011 983.545 955,444 974,553 999,014 865375 16.2% 

Food Service Net 5U36 45.817 44,508 45398 46,538 40313 0.8% 

Cafe/Restaurant Lease Revenue 167.779 158,072 156,675 163,865 165,080 94,451 1.8% 

Faciltty Rental 302.572 270.045 262330 267376 272,928 237,600 4.4% 

Other Revenue 45,116 39,567 39,031 39355 41,043 34,657 0.6% 

Total Operational Revenue $4,556,718 $3,996,217 $3,942,097 $3,974,856 $4,145367 $3,500,380 65.5% 

Non-Operational Revenue 

Operating Reserves Interest $189,000 $192,606 $196,282 $200,027 $203,844 $178,099 3.3% 
11 

$1352,598 $2,031,458 $2,206309 $2,2%,698 $2,251,801 $1,663306 31.1% 

TOTAL REVENUE $6,098,316 $6,220,282 $6,344,688 $6,471,581 $6,601,013 $5341,785 100.0% 

Operating Reserves Growth $6300,000 $6,420,217 $6,542,727 $6,667375 $6,794,806 $5,936,631 

NOTE: DDC is e>q3ected to open in 2014. Therefore, Year 1 represents the inflated 2014 dollar value. 

1/ Represents potential revenue from grants, gifts, corporate sponsorships, fundraising events, endowment proceeds and other relevant sources. 
See discussion in Xeii. 
Source; ConsultEcon. bic 
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Table IX-5 
Illustrative Personnel Positions and Salaries SS million Operating Budget Scenario 

Desert Dbcovery Center 

Position 
Undscounted 
Salary ieveb 

Percent 
Discount 

Adjusted Part-Time Number Numtierof 
Annual Scisonal (Peak of Full Numberof Peak 

Salaries Season) Time Part Time Season Total Salary 
(!• I fc.) Salaries Positrons Posilions Positions Budget 

Adminislratkin 

Executive Dreclor 

Business Manager / CFO 

Personnel Manager 

Account Manager / Bookkeeper 

Receptionisl'Administraiive Asst 

Marketing. Development. .Membershipand Facility Rentals 

.Marketing .Manager 

Marketing C oordaiator/Adii in usti ative .Asst 
Deveiopmeni Manager 

Gram Writer / Devekipmem Data Coordinalor 

Membership Manager 

Membership Coordinator 

Marketing & MembershipAdministrative Asst 

Evens Coordinator 

Facility Rentals Coordinators 

Visitor Services and Education Programs 

$150,000 

S 100,000 

$55,000 

$45,000 

$29,000 

Manager of Educatnn Programs and School Groups $50,000 5% 

Education and Pubbc Program Manager $50,000 5% 
Educators $32,000 5% 

Visitor Services Manager and Tramii^ (Visitor 
AssBlantsl & Volunteers) 

Visitor Assistants 

$35,000 

$22,000 

5% 

2% 

Visitor Assistants (Peak Season) 

Retail & .\dmissk>ns 
Museum Store .Manajjer / Buyer 
Assistant Store Manager 
.Admissions Manager 

Group Sales Reservationist / Membership Sales 
Cashiers - Adnnssions/Relail 
Cashiers - Admissions/Retail (Peak Season) 

ExhiUts 
Multimedia Program & Exhibit Manager 
rr / MuhmedB Technician / Web Site 
Changing Exhibit Gallery Coordnator 
Exhibit Techncian 

Plant Operatkins. Living Specimen Husbandry 
Facility Manager / Engineer 
Assislani Facility Manager / Engineer 
Biobgal 
Horticullurisl 

Biokjgists / Horticullunsls (Intems) 
StaffTechnician / HVAC / Life Support Systems 

Custodians 
Groundskeepers 
Lead Secunty Guard 
Secunty Gturds 

$60,000 
$40,000 
$55,000 
$25,000 
$21,000 

$28,000 
$22,000 
$22,000 
$28,000 
$24,000 

$81,000 

S47.500 

$51,150 

$33,250 

$33,250 

$47,500 

$42,750 

47; 

$47,500 

$30,400 

$33,250 

$21,560 

$38,000 

$52,250 

$24,500 

$20,580 

569,750 

$66,500 

S38.000 

$33,250 

$51,150 

$38,000 

$47,500 

$47,500 

$27,440 

$21,560 

$21,560 

$27,440 

$23,520 

$5,000 

$4,500 

$12,000 

S 127,500 

$90,000 

$26,125 
$42,750 
$13,775 

$72,000 

$0 

$81,000 

$47,500 

$51,150 

$16,625 

$0 

$47,500 

$64,125 

1 $47,500 

1 $47,500 

1 $45,600 

1 $33,250 

: :6 , $194^040 

3 $15,000 

1 $55,800 

1 $38,000 

^ $0 
0 $12,250 

5 $133,770 
3 $13,500 

Total 

Fringe & Benenis (3 Average of 

Total Salaries & Benenis Budget 

ToUl Full Time Equh'alenI Posilkins (FTE'S) 

28% of Total Salaries 
$1342,520 

$543.906 

$2,486,416 

54.00 

NOTES: Pan Time BivlON-ees CAkulaied a 50*/. PTE seasonal vtoAen a 25% FTE Vokinleen woaii i 
Visior AsiBluils aod Cashien paid posilions be supplemenied by Vohinieers. 
SOUICC ConsukEcon. Inc 

: lo supplemcnl some poslioni such as Vfaitor.AssisUuils 

11 
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Table IX-6 
Illustrative .Annual Operating Expenses 55 miiiion Operating Budget Scenario 

Desert Discovery Center 

Project Parametere 

Iixioor Square Footage 
Exterior Square Footage 
Annual Attendance 

Students in Groups 
Enpbyees (FTEs) 

72,972 
70,700 

215,000 
18,490 
54.00 See Personnel Schedule 

Percent 

to Total 

Detailed Budgetary Analysis .Annual Amount Expense Factors '' 
Salaries (FTE, PTE) $1,942,520 See Personnel Schedule 36.8% 
Fringe / Berefits (@ 28% of SaL) $543,906 See Personnel Schedule 

Budgeted at $ 15/hour for 
10.3% 

ADowance for Intems & Seasonal Personnel $15,000 1.000 hours 0.3% 
Uniforms $5,400 @ SlOO Per FTE 0.1% 
Professbnal/Contract Services $189,000 @ $3,500 Per FTE 3.6% 
Voice/DataAVeb Presence $64,800 @ SK200 Per FTE 1.2% 
Postage & Shaping S18.900 @ $?5() Per FTE 0.4% 
Equipment Rental/ Lease $24,300 @ $450 Per FTE 0.5% 
TraveL Meeting and Entertainment $32,400 @ $600 Per FTE 0.6% 
Dues and Subscriptfons $13,500 @ $250 Per FTE 0.3% 
Retafl Cost ofGoods Sold (COGS) $432,688 50% Of Gross Retafl Sales 8.2% 
Advertising $451,500 @ $2.10 Per Attendee 8.6% 
Prindng'Copying & Publications $64,500 $0.30 Per Attendee 1.2% 
Educational Kits S55.470 @ $3.00 Per Student 1.1% 
Events & Programs $160,000 Budgeted 3.0% 
Changing Exhibits 
Exhibit Reinvestment 
Exhibit Supplies 

$160,000 
SI 50.500 
$20,000 

@ 
Budgeted 

$0.70 Per Attendee 
Budgeted 

3.0% 
2.9% 
0.4% 

Exhibit Replacement $12,000 Budgeted 0.2% 
Supplies & Materials $108,000 @ 52,000 Per FTE 2.0% 

Utilities $218,916 @ $3.00 Per Interior SF 4.1% 

InsuraiKC $87,566 (1, $1.20 Per Interior SF 1.7% 
Repairs & Maintenance $102,161 a $1.40 Per Interior SF 1.9% 
Grounds keepingTandscaping Supplies & 
Replacement S60.000 @ $5,000 Per Month ̂  1.1% 
Pari<ing Maintenance $11,880 Budgeted for 220 spaces 0.2% 
Other Operating Expenses / Contingency $81,000 m $1,500 Per FTE 1.5% 
Subtotal Operating Expenses $5,025,906 95.2% 

$2,106,793 
Capital Reserves $251,295 a 5% of Op. Expenses 4.8% 

$691,721 

Total Operating Costs $5,277,202 100.0% 

Operating Analysis 
Operating Expense PerSF 
Operating Expense Per Visitor 
Attendees Per FTE 
Op Exp Per FTE 
Square Feet Per FTE 

$72.32 
$24.55 

3,981 
$97,726 

1,351 

1/ Factors are based on industiy standards, the specific attributes of the project and local conditions. 

2J Source: Ten Eyck Landscape Architects. Inc. 

Source: ConsultEcon. Inc. 
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Appendix A (continued) 

Table IX-7 
Projected Operating Expenses 55 million Operating Budget Scenario 

Desert Discoveiy Center 

Year 2014 2015 2016 2017 2018 Stable Vr 
STABU: (in current Percent to 

Operating Expenses \YAR 1 YEAR 2 YEAR3 VEAR 4 VEAR 5 dolbn) Total 

Salaries (FTE. PTE) $2,091,882 $2,144,179 $2,197,783 $2,252,728 $2,309,046 $1,942,520 36.8% 

Fringe / Benefits (@ 28% of Sal) $585,727 $600,370 $615,379 $630,764 $646,533 $543,906 10.3% 

Allowance for Interns & Seasoral Personnel $16,153 $16,557 $16,971 $17,395 $17,830 $15,000 0.3% 

Uniforms $5,731 $5,874 $6,021 $6,171 $6,325 $5,400 0.1% 

Professional'Contiact Services $200,568 $204,580 $208,671 $212,845 $217,102 $189,000 3.6% 
Voice/Data/Web Presence $68,766 $70,142 $71,544 $72,975 $74,435 $64,800 1.2% 
Postage & Shipping $20,057 $20,458 $20,867 $21,284 $21,710 $18,900 0.4% 

[Equipment Rental' Lease $25,787 $26,303 $26,829 $27,366 $27,913 $24,300 0.5% 

Travel. Meetiig aixl Entertainment $34,383 $35,071 $35,772 $36,488 $37,217 $32,400 0.6% 

Dues and Subscriptions $14,326 $14,613 $14,905 $15,203 $15,507 $13,500 0.3% 

Retai Cost ofGoods Sold (COGS) $551,006 $491,773 $477,722 $487,276 $499,507 S432.688 8.2% 

AdvertBing $574,962 $513,154 $498,492 $508,462 $521,225 $451,500 8.6% 

Pnnrg'Copymg & Publications $82,137 $73,308 $71,213 $72,637 $74,461 $64,500 1.2% 

Educational Kits $57,496 $59,379 $61,243 $62,468 $64,036 $55,470 1.1% 

Events & ProgranB $169,793 $173,189 $176,653 $180,186 $183,790 $160,000 3.0% 

Changing Exhibits CuatotBl $169,793 $173,189 $176,653 $180,186 $183,790 $160,000 3.0% 

Exhibit Reinvestment $159,712 $162,906 $166,164 $169,487 $172,877 $150,500 2.9% 

Exhfcit Stpplies $21,224 $21,649 $22,082 $22,523 $22,974 $20,000 0.4% 

Exhfoit Replacement $12,734 $12,989 $13,249 $13,514 $13,784 $12,000 0.2% 

Supplies & Materials $114,610 $116,903 $119,241 $121,626 $124,058 $108,000 2.0% 

Utilities $232,315 $236,962 $241,701 $246,535 $251,466 $218,916 4.1% 

Insurance $92,926 $94,785 $96,680 $98,614 $100,586 $87,566 1.7% 

Repairs & Maintenance $108,414 $110,582 $112,794 $115,050 $117,351 $102,161 1.9% 

Groundskeeping'Landscaping Supplies & 
Replacement $63,672 $64,946 $66,245 $67,570 $68,921 $60,000 1.1% 

Parking Mairaenance $12,607 $12,859 $13,116 $13,379 $13,646 $11,880 

Other Operating Expenses Contingency $85,958 $87,677 $89,431 $91,219 $93,044 $81,000 1.5% 

MBceDaneoiB " $167,182 $83,166 $0 $0 $0 $0 O.Ô 'o 

Total Operating Expenses $5,739,925 $5,854,724 $5,971,818 $6,091,255 $6,213,080 $5,025,906 95.2% 

Capital Reserves ^ $286,996 $292,736 $298,591 $304,563 $310,654 $25U95 4.8% 

Total Operating Costs $6,026,921 $6,147,460 $6,270,409 $6,395,817 $6,523,734 $5,277^02 100.0% 

1/ To accommodate higher altendance levels after opening in Years I and 2 and unforeseen eariy year ej^jendilures, iheopcraling expenses have been increased by 3% and 1.5%. 
rcspeclively, in addition lo inflation 

2/ Capital Reserves include funds for equipmeni leplacemenls and mmor buildmg repau /̂improvemenls 

Source: ConsuhEcon. Inc 
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Table IX-8 
Net Income Summary $5 million Operating Budget Scenario 

Desert Discovery Center 

Stabilized 
Atte ndance 

Levels " 

2014 

YEAR 1 

2015 

YEAR 2 

2016 

STABLE 
YEAR 3 

2017 

VEAR 4 

2018 

YEARS 

Revenues 

Operational Revenues $3,500,380 $4,556,718 $3,996,217 $3,942,097 $3,974,856 $4,145,367 

Non-Operational Revenues 

Operating Reserves Interest $178,099 $189,000 $192,606 $196,282 $200,027 $203,844 

Other Non-Operational 

Revenues $1,598,723 $1,281,204 $1,958,636 $2,132,030 $2,220,934 $2,174,522 

Expenses 
$5,277,202 $6,026,921 $6,147,460 $6,270,409 $6,395,817 $6,523,734 

Operating Costs $5,025,906 $5,739,925 $5,854,724 $5,971,818 $6,091,255 $6,213,080 

Capital Reserves $251,295 $286,996 $292,736 $298,591 $304,563 $310,654 

$5,277,202 $6,026,921 $6,147,460 $6,270,409 $6,395,817 $6,523,734 

Net Revenue $0 SO SO $0 $0 so 

1/ Revenue and expense in current dollars. 

2/ Estimates of Non-Operational Revenue Potential have been limited to the extent required. Higher amounts would be sought. 

Source; ConsultEcon, Inc. 
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