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GENERAL RECOMMENDATIONS FOR RETAIL (MJB) 
 
Before proceeding to the business districts themsel ves, it will 
help to outline some of the basic principles that d rive 
neighborhood retail.   
 
- Using as a starting point the scheme devised by t he 
International Council of Shopping Centers (ICSC) fo r identifying 
and categorizing different types of suburban-style shopping 
centers 1, MJB Consulting has developed a proprietary typolo gy of 
urban business districts, so as to more precisely u nderstand the 
positioning and potential of ones that it sees in t he field.  
Districts are defined in terms of their merchandise  mix (i.e. 
what types of stores do they offer?), their demogra phic niche 
(i.e. what kinds of shoppers do they attract?), the ir trade area 
(i.e. from how far do they pull?), etc.  Answers to  these 
questions are then traced to a number of variables,  including, 
for example, automobile access, nearby competition,  parcel 
sizes/depths, area demographics, etc.   The result is 
necessarily more nuanced than ICSC's creation, give n the sheer 
variety and complexity of urban markets.   
 
For example, ICSC uses the "Regional Shopping Cente r" as a term-
of-art, to refer to an enclosed mall such as Brookd ale Center 
that is anchored by department stores and offers an  extensive 
selection of "comparison goods"  
 
 
 
 
 
 
 
 
retailers. One could argue that Downtown Minneapoli s plays a 
similar role within the City of Minneapolis, and ac cording to 
MJB's typology, it is considered a "Regional Shoppi ng 
Destination", or an RSD.  It contains several depar tment stores 
(e.g. Macy's, Neiman Marcus, Target, etc.) as well as smaller-
footprint apparel brands.  Another RSD within City limits is the 
Uptown business district, which boasts a number of the national 
chains one might find at an enclosed mall. (As exam ples of the 
sheer variety and complexity of urban markets, note  that one, 
unlike a suburban mall, department stores are only one of many 
draws that bring shoppers to Downtown; others inclu de the high-

                                                 
1 See http://www.icsc.org/srch/lib/USDefinitions.pdf. 
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rise office towers, the convention center, etc.; an d two, Uptown 
does not have any  department stores).   
 
Three types of urban business districts are of rele vance to the 
Northside.  They are the "Community Business Distri ct" (CBD), 
the "Neighborhood Business District" (NBD) and the "Supra-
Convenience Node" (SCN).  A CBD is analogous to wha t ICSC calls 
a "Community Shopping Center", which is typically a nchored by a 
full-service supermarket and a discount department store or some 
other comparison-goods draw (such as an off-price f ashion 
retailer), and offers both comparison goods as well  as 
convenience goods 
 
 
 
 
 
 
 
 
 

and services.  CBD's are characterized by a similar  merchandise 
mix.  They tend to be found on four-lane roads with  access 
to/from a limited-access freeway and with traffic v olumes of 
20,000 cars-per-day and up.  In fact, they are typi cally located 
along what the Minneapolis Plan describes as "comme rcial 
corridors".   They will rely on a draw of 50,000 to  150,000  
 
 
 
 
 
 
 
 
 
 
 
 

persons.  And they include several properties of su fficient size 
and depth so as to be able to accommodate larger me dium- and 
big-box retailers in automobile-oriented formats, k nown in the 
Plan as "auto-oriented commercial centers".  
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An NBD is similar to what ICSC terms a "Neighborhoo d Shopping 
Center", which is anchored by a supermarket and foc uses mainly 
on convenience goods and services.  NBD's are usual ly found on 
roads with lower traffic volumes, say, 10,000 to 15 ,000 cars-
per-day.  Their trade areas are much smaller, 
 
 
 
 

 
 
 
 
 
 
 
 
 
 

 
ranging in size from 10,000 to 40,000 persons.  And  they are 
often unable to accommodate full-service supermarke ts, relying 
instead on a collection of smaller boxes, such as t he so-called 
"limited-assortment" grocers, drug-store chains and  discount-
variety stores.  These sorts of roads would be desc ribed as 
"community corridors" in the Minneapolis Plan, and the districts 
are roughly similar to what the Plan calls "neighbo rhood 
commercial nodes". 
 
 
 
 
 

 
 
 
 
 
 
 
 
Finally, a SCN does not have a true anchor.  With t rade areas of 
less than 6,000, these nodes cannot sustain a super market or 
large-format drug store; rather, they consist of a small 
collection of "supra-convenience" businesses that s ell goods and 
services one tends to buy closest  to home.  Examples would 
include convenience stores, laundromats/dry cleaner s, fast-food 
purveyors, etc.   
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An earlier report 2 met with some controversy by arguing that the 
SCN has no place in neighborhood retail today.  It stated that: 
1) "a minimum of 40,000 square feet of convenience-  and 
neighborhood-related uses is needed to offer a good  range of 
goods and services needed or desired by neighborhoo d residents" 3 
and 2) "unless significant 'outside dollars' are av ailable, a 
trade area population of 10,000 persons or more wil l normally be 
needed to support a variety of neighborhood-oriente d uses needed 
for a strong neighborhood commercial area." 4  It argued that the 
population and purchasing power in the City of Minn eapolis is 
sufficient to support 20 to 25 such districts, and that "the 
scattering of neighborhood retail uses over the muc h larger 
number of commercial areas results in a large numbe r of small 
weak centers which can provide only a very limited share of the 
goods and services needed or desired by neighborhoo d residents." 5  
It then concluded that "instead of the proliferatio n of small 
areas, many neighborhoods would be better served by  a larger, 
more concentrated retail area providing a wider ran ge of the 
goods and services needed or desired by neighborhoo d residents." 6   
 
This study takes issue with that conclusion.  SCN's  can serve a 
very useful purpose even though they do not offer t he full  range 
of goods and services demanded by trade area reside nts.  Indeed, 
such nodes no longer trade on their range of offeri ngs, but 
rather, their convenience of accessibility, and the y lose this 
advantage to the extent that they are "consolidated ".  This is 
certainly the case with the transit-dependent, whic h account for 
roughly a quarter of all households in the City of Minneapolis, 
and higher than that in certain parts of the Norths ide.  And as 
for motorists, they face the choice of either walki ng or 
driving, and once they have made that decision to d rive, 
distance becomes less of a factor.  At that point, they are 
likely to opt for the more complete shopping precin ct, and this 
is a battle (vis-à-vis suburban strips) that urban 
districts/nodes unlikely to win.  For this customer , then, 
proximity is a primary (if not the only ) advantage.  
 

                                                 
2 "Market Study of Neighborhood Commercial Areas and Nodes: City of Minneapolis", prepared 
by Cumberland, WI-based Economic Research Corporation on behalf of the Minneapolis 
Community Development Agency (MCDA), and released in June 1996.   
3 Economics Research Corporation, June 1996, Executive Summary. 
4 Economics Research Corporation, June 1996, Executive Summary 
5 Economics Research Corporation, June 1996, p. 21.   
6 Economics Research Corporation, June 1996, p. 21 
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Received wisdom suggests that the preservation of S CN's leads to 
an excess of retail space, lower rent levels and pr operty 
values, lower-quality operators, more blight and a worsening of 
perceptions.  In some cases this is true, and SCN's  suffering 
from high vacancy and/or illegitimate businesses sh ould be 
targeted for "consolidation".  But otherwise, SCN's  can be said 
to increase urban "quality-of-life" by offering cer tain "every-
day" goods and services (e.g. milk, sandwich, etc.)  for a close-
in population that would otherwise have to board a bus or battle 
traffic.  Furthermore, their relatively low rent le vels also 
provide opportunity for small businesses and start- up 
entrepreneurs that would never be able to afford ne w 
construction (see below). 
 
 
 
 
 
 
 
 
- Ground-up development including ground-floor reta il is 
proposed for a number of sites on the Northside, bu t such new 
projects require significant up-front investment (i .e. mortgage, 
construction costs, etc).  This translates to highe r rent 
levels, which are difficult to justify/sustain in s maller, low-
volume business districts or by poorly-capitalized "mom-and-pop" 
operators.   Generally speaking, then, new ground-f loor 
storefronts are only appropriate in higher-visibili ty/higher-
traffic shopping areas that national or regional ch ains would 
consider.  Elsewhere, it should only be contemplate d if the 
space can be pre-leased, or subsidized by other use s, a deep-
pocketed developer/sponsor or the public/non-profit  sector.  
Otherwise, the focus should be on the existing stoc k, as the 
only affordable option for tenants likely to be int erested in 
the district and as an incubator of sorts (see abov e). 
 
- The proposed new developments are typically of th e "New 
Urbanist" variety, with buildings flush with the si dewalk (i.e. 
"zero-setback") and parking either in the back or o n the side.  
In many cases, however, a conventional suburban-sty le layout, 
with in-front parking, might stand a better chance of maximizing 
the site's retail potential.  On the supply side, m ost retailers 
considering this market will demand it.  Certain ch ains have 
indeed accepted "New Urbanist" designs elsewhere, b ut these 
cases tend to be limited to high-grossing downtowns  or other 
business districts where tenant demand is extremely  high and 
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available space is very limited.  The Northside is in a far 
weaker bargaining position, and developers cannot n ecessarily 
afford to be so demanding.  And on the demand side,  consumers 
who are already anxious about crime would prefer th e perceived 
safety of parking in a lot with visibility to both the store and 
the street.  On a related note, suburban commuters might feel 
more comfortable with the strip-mall configuration and the 
element of familiarity that it brings.   
 



MJB Consulting / Phillips Preiss Shapiro & Associates 
North Minneapolis Strategy / Minneapolis, MN 
----------------------------------------------------------------------------------------------------------- 

 8 

 



MJB Consulting / Phillips Preiss Shapiro & Associates 
North Minneapolis Strategy / Minneapolis, MN 
----------------------------------------------------------------------------------------------------------- 

 9 

WEST BROADWAY CBD, I-94 to Girard Avenue (Retail, M JB) 
 
Strategy  
 
- The West Broadway CBD should receive the lion’s s hare of the 
attention and resources devoted to retail in North Minneapolis.  
With its highway access, traffic counts, large parc els, current 
zoning, supermarket anchor, etc., it is clearly the  district in 
the community with the largest potential draw.  And  given its 
high visibility, West Broadway will be the corridor  that 
outsiders use to judge the trajectory of the entire  Northside.    
 

-  The West Broadway CBD is an appropriate place for c hains.  
Indeed, the skyrocketing cost of land, a result of recent 
speculation (see below), means that, unless heavily  
subsidized, new retail space in future redevelopmen t 
projects will likely be priced too high for “mom-an d-pops”.  
Furthermore, the arrival of well-known and well-reg arded 
national (and regional) brands can help in the effo rt to 
reverse perceptions about the district.  Besides, s maller 
outfits should still be able to find storefronts in  the 
older, mixed-use buildings along the corridor (e.g.  between 
Aldrich Avenue and Fremont Avenue). 

 
 
 
 
 
 
 
- Although success is far from guaranteed (see belo w), efforts 
should be made to re-position the West Broadway CBD  as a 
“Community Business District”, with a more signific ant 
comparison-goods component as well as sit-down rest aurants.  
This requires an embrace of and focus on larger “an chor” stores, 
which the district lacks in comparison-goods catego ries.  The 
West Broadway CBD is unlikely to attract suburban s tandards like 
T.J. Maxx, Kohl’s or Borders, but it might be able to draw 
successful second-tier brands such as Burlington Co at Factory, 
Big Lots or Savers (see below).  The bellwether is the Cub 
Foods: if it were to leave, after Target has alread y done so, 
the effect on the tenant-recruitment effort would b e 
devastating.   
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An “off-price” retailer that sells designer brands at prices up 
to 60% less than other department stores.  Merchand ise 
categories include apparel, outerwear, suits, shoes , 
accessories, baby items, linens, etc.  The chain ha s 350+ stores 
in 42 stores, with the closest locations in St. Lou is Park and 
Blaine. With its brand recognition, a West Broadway  CBD unit 
could pull from beyond the Northside, e.g. from Dow ntown.  It 
was recently purchased by a private equity firm, Ba in Capitol 
Partners, LLC, and will be expanding further.  Squa re-footage, 
parking and lease-term requirements, however, could  pose a 
challenge, given the available sites: stores are ty pically 
70,000 to 80,000 sq.ft., in either “build-to-suit” or second-
generation space, with 315 to 360 parking spaces, a nd 30-year 
leases are preferred.   
Contact : Robert Grapski, Director of Real Estate, 609-387- 7800 
x1170, bob.grapski@coat.com   
 
 
 

 
A “thrift” store that buys and re-sells merchandise  from non-
profit organizations.  Categories include clothing as well as 
home décor, electronics/small appliances, books, to ys, etc.  The 
chain was recently voted the “Best Thrift Store” by  City Pages , 
and can draw sub-markets that normally do not shop in the West 
Broadway CBD, like hipsters from Northeast.   It ha s 200 
locations worldwide, with seven in the Twin Cities.   The closest 
ones are in Columbia Heights and on Lake Street, bo th a little 
more than four miles away, perhaps too close to avo id 
cannibalization.  Also, it prefers to be near retai lers that 
sell “soft goods”, suggesting a need for “critical mass” that 
the West Broadway CBD will be hard-pressed to offer  (see section 
on "Site-Specific Factors" below).  Stores are typi cally 20,000 
sq.ft., delivered as “vanilla shells”, with 10-year  leases. 
Contact : David Cree, Director of Real Estate, dcree@savers .com 
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A “close-out” retailer that sells brand names at pr ices up to 
40% less than traditional discounters.  Merchandise  categories 
include furniture, house-wares, toys, gifts, season al items as 
well as consumables.  The chain has 1,400+ stores i n 47 states, 
with the closest ones in Brooklyn Center and St. Lo uis Park.  
The one in Brooklyn Center is roughly 4.25 miles aw ay (as the 
crow flies), perhaps too close to avoid cannibaliza tion.  Also, 
while it has recovered well, the company is barely a year 
removed from the closure of 174 stores.  Finally, B ig Lots 
prefers the low rents associated with "second-gener ation" space.  
Stores are typically 20,000 to 30,000 sq.ft.  
Contact : Laura Lacy, Real Estate Department, 614-278-6800 
(Columbus, OH), will direct to appropriate Regional  Real Estate 
Manager 
 
Best Buy has also been suggested as a possible anch or.  
Normally, the Richfield, MN-based chain would not c onsider a 
location/market like the West Broadway CBD, but per haps it could 
be lobbied to open a store there as a gesture of go odwill in its 
hometown.  However, aside from concerns about crime  and theft, 
there is already a Best Buy in Brooklyn Center, rou ghly 4.25 
miles away, with the possibility of another at City  Center on 
the Nicollet Mall in Downtown.  In fact, one could even imagine 
Best Buy feigning interest in the West Broadway CBD  just so that 
it could secure a better deal in Downtown.   
 
There are, at present, no sit-down restaurants in t he West 
Broadway CBD.  The most appropriate format would be  the “family 
restaurant”, which serves moderately-priced food in  a casual 
atmosphere and does  not serve alcohol.  The reason is two-fold: 
1) such a large percentage of trade area households  contain 
children (see section on “Demographics” below); and  2) well-
known brands in this sub-category appear increasing ly willing to 
consider opportunities like the West Broadway CBD.  IHOP 
(International House of Pancakes) is probably the m ost active in 
this regard, but it is already in Brooklyn Center, a little more 
than four miles away.  Ponderosa , a steakhouse and buffet 
concept, opened in 2002 on King Drive in a high-pov erty, 
African-American neighborhood of Milwaukee.  Typica lly, such 
establishments are owned and operated by a local fr anchisee with 
a proven track record in the inner-city market.  On  King Drive, 
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for example, it is a husband-and-wife team with two  successful 
liquor stores in central-city Milwaukee.  St. Paul- based Embers 
America  might be especially worth approaching, as it allow s the 
franchisee so much freedom in design, menu, etc., a lthough the 
corporate office could have become more hesitant to  support 
higher-risk urban locations ever since the failure of a Payne 
Avenue unit on St. Paul’s East Side. 
 

   
 
Contact:  David Gonzalez   Contact : Greg Poling  
Director of Franchise Development 1-888-805-3448 
dgonzalez@metrogroup.com 
 
Another possibility, depending on rent requirements , is to 
identify and approach smaller local or regional ope rators.  For 
example, the hugely popular Emily's Café , in the 44th-Penn node, 
is reportedly interested in opening a second restau rant.  
Prospecting efforts should also be undertaken in di stricts with 
roughly similar shopper demographics and retail dyn amics. And 
since the Northside is the only community in the en tire region 
with a large concentration of African-American hous eholds, it 
might also be necessary to canvass for possibilitie s in other 
cities, like Chicago or Milwaukee.  Of course, barb eque is the 
type of food most commonly associated with African- American 
culture, and it does offer “cross-over” potential –  note the 
presence of Famous Dave’s BBQ in the largely white Uptown 
district.  A venue that receives good press (e.g. a  glowing 
review in the Star-Tribune ) and feels safe and accessible could 
potentially achieve a citywide draw.  This is far f rom assured, 
however, and with any new restaurant in the West Br oadway CBD, 
price points should be kept in line with the local demographic. 
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- Revitalization efforts should focus on the larger /deeper 
parcels, as their redevelopment would have the grea test impact 
on the district and its image.  This means, specifi cally, 1) the 
Broadway Center site; 2) 718 and 800 West Broadway;  and 3) the 
Hawthorne Crossing site(s).  In the absence of 1) e nlightened 
developers (e.g. The Ackerberg Group) and 2) pre-le asing with 
community-enhancing uses (e.g. Safety Center, Juxta position 
Arts, NEON, etc.), the smaller properties, such as the ones 
containing the older mixed-use buildings on the sou thern side of 
West Broadway between Aldrich Avenue and Fremont Av enue, should 
be de-emphasized for the time being, as the up-grad ing of such 
“in-line” fabric is probably not  the best use of public-sector 
dollars, and would in any event follow more organic ally (and 
require less subsidy) upon the successful redeploym ent of the 
larger “anchor” 7 sites and the positive momentum resulting 
therefrom. 
 
- Real Asset Capital, the owners of the 67,004 sq.f t. Broadway 
Center (SE corner of West Broadway and Lyndale Aven ue), are 
proposing a mixed-use redevelopment of the 4.15-acr e property 
that will feature ground-floor retail flush with th e sidewalk.  
This is in keeping with “New Urbanist” dogma and co mmunity-
development goals.  However, the existing strip bui lding, with 
its lower occupancy costs, might stand a better cha nce of 
maximizing the retail potential of the site.  Given  the current 
zoning, the significant acreage and depth, the high  traffic 
counts and the proximity to I-94 access, there woul d seem to be 
an opportunity to re-tenant the ReStore space with a better 
medium-box anchor (see above) that increases the ov erall health 
of the center, more closely meets the needs of the trade area, 
and helps to reposition West Broadway as a Communit y (rather 
than a Neighborhood) Business District.  Such retai lers might 
not be willing to consider a more expensive, zero-
setback/garage-parking arrangement in this sub-mark et.  As 
discussed earlier, certain brands have accepted suc h 
designs/rents elsewhere, but these cases tend to be  limited to 
high-grossing downtowns or other business districts  where tenant 
demand is extremely high and available space is ver y limited.  
The West Broadway CBD is not in as strong of a barg aining 
position, and developers/landlords cannot necessari ly afford to 
be so demanding.  
 
                                                 
7 The use of enclosed-mall terminology here is intentional.  In the typical enclosed mall, the 
department stores at the ends are the “anchors”, while the smaller specialty shops between (and 
taking advantage of the traffic generated by) the department stores are considered “in-line”.   
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- Aside from the YWCA that it has proposed for the vacant, two-
story, 45,900 sq.ft. building at 800 West Broadway (NW corner of 
West Broadway and Aldrich Avenue), the American Ind ian 
Neighborhood Development Corporation (AINDC) is pla nning a 
mixed-use development on the site of the former Whi te Castle, at 
718 West Broadway (NE corner of West Broadway and A ldrich 
Avenue).  A new structure would rise on the now-cle ared 0.75-
acre property, with ground-floor retail (including a 
restaurant), second-floor offices and a parking ram p.  As 
mentioned above, there are, at present, no sit-down  dining 
establishments in the West Broadway CBD, and a fami ly-friendly 
concept would seem to be appropriate.   Depending o n the level 
of subsidy, national (or regional) chains (see abov e) might be 
the only operators able to afford the rents necessi tated by the 
mortgage and new construction.  And given the issue  with crime, 
they might insist on surface parking (as opposed to  a garage) 
and require the entire acreage.  
 
- Sherman Associates, the Minneapolis-based owner o f the 25,882 
sq.ft. Hawthorne Crossing, at 904-916 West Broadway  (N side of 
West Broadway, between Emerson Avenue and Bryant Av enue), has no 
plans for a redevelopment of the 2.77-acre site.  T he center has 
a number of high-grossing tenants, and just one vac ancy, in a 
stand-alone, one-story 4,528 sq.ft. building former ly occupied 
by Auto Max.  This space, offering the possibility of a drive-
thru window, would seem ideal for a Magic Johnson-a ffiliated 
Starbucks Coffee.  Also, there is excess parking ca pacity, and a 
“pad site” along the West Broadway frontage could b e developed 
for an additional tenant.  However, the larger oppo rtunity here 
is to open a dialogue with George Sherman with the longer-term 
goal of revisiting the site plan.  Given current zo ning, the 
property can accommodate 205,124 sq.ft. of developm ent, and 
based on tax assessments, the land is almost as val uable as the 
existing improvements.  In other words, it is gross ly 
underutilized.  If (but only if) crime levels were to subside 
and perceptions to improve, one could conceive of a  
rearrangement of buildings and parking that could m ore closely 
approximate a sort of "Town Square".   
 
- The relevance of arts and culture to retail devel opment on 
West Broadway appears to have been overestimated.  Many of the 
arts-related organizations on the Northside play a critical role 
in the life of the community by introducing its lar ge number of 
young children (see section on “Demographics” below ) to the 
wonders of art and to an alternative to other, less  constructive 
pursuits – and for this reason, perhaps such tenant s should be 
protected in their current locations with rent subs idies (if 
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necessary).  But with the possible exception of Jux taposition 
Arts, none of them have a regional profile.  On a r elated note, 

  
-�"����������	$����	��	!������	$������	 	 	
 
businesses trading on African-American history and experience 
(e.g. books, African imports, etc.), while viable i n 
neighborhoods with significant contingents of well- educated, 
middle-class blacks (e.g. Brooklyn’s Fort Greene, L os Angeles’ 
Crenshaw, Atlanta’s West End, etc.), are more likel y to struggle 
in markets like North Minneapolis where the populat ion is 
largely low-income.   
 
Northeast has clearly been more successful in attra cting artists 
as residents, in branding itself city-wide as an ar ts district, 
and even in developing complementary retail (i.e. o n NE 13 th  
Avenue).  Of course, a significant percentage lives  in the 
Bottineau and Sheridan neighborhoods just across th e river.  
Also, 92% of the artists in Northeast rent their sp aces, a heavy 
concentration are in buildings that have recently i ncurred 
substantial property-tax increases (e.g. Northrup K ing Building, 
California Building, Grain Belt Keg House), and the  area 
surrounding the Grain Belt is planned for condomini um 
development, all of which suggests the possibility of 
displacement.  However, it is not clear that the No rthside would 
be their first alternative, and even if they did co me, 
businesses catering to this sub-market would likely  require 
lower-visibility, lower-rent locations than the one s available 
on West Broadway.   
 
Relevant Factors  
 
1. Site-Specific Factors 
 
The West Broadway CBD is currently functioning as a  
"Neighborhood Business District" (NBD).  The urban version of a 
"Neighborhood Shopping Center", its draw is only la rge enough to 
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attract a convenience -oriented mix of retailers  and service 
providers, partly because the only true anchor is t he Cub Foods.  
The store is not as strong of a performer as its su burban 
counterparts, but the  
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franchisee, Edina, MN-based Jerry’s Foods, does not  expect it to 
be.  Jerry’s is satisfied with its current performa nce, but will 
not wait forever for the district to improve, espec ially with 
new competition to the southeast and northwest.  As  for other 
retailers, Foot Locker, SpinCycle and the dollar st ore (at 
Hawthorne Crossing) are among those registering hig h sales.  
Businesses expressing interest in the West Broadway  CBD include 
Auto Zone, Family Dollar, Domino’s Pizza, hair salo ns, an 
African grocery and a chiropractor.   
 
Site-specific factors suggest that the West Broadwa y CBD could 
possibly re-position itself as a "Community Busines s District", 
with a larger comparison-goods component as well as  sit-down 
restaurants.  A four-lane road with access to/from an interstate 
highway, it benefits from high traffic volumes, eve n crossing 
the 20,000 cars-per-day threshold at Dupont Avenue.   It holds 
the status as the  central corridor (for shopping and otherwise) 
for North Minneapolis.  And given its proximity to Downtown and 
The Quarry's inability to expand, it could emerge i n the longer-
term as a second "junior-box" destination for the b urgeoning 
residential population in Downtown and the North Lo op.  However, 
while the West Broadway CBD contains a few "super-b lock" parcels 
with the size and depth to accommodate larger-footp rint anchor 
stores with in-front parking, it does not offer eno ugh such 
opportunities to achieve any sort of “critical mass ” as a 
shopping destination.   
 
Then there is the matter of perceptions.  Of course , not much of 
anything will happen until the perceptions (and rea lity) about 
crime dramatically  improve. When estimating profit potential on 
the Northside, prospective retailers realize that t heir “bottom 
line” will be heavily impacted by high costs for se curity, 
pilferage (by shoppers and  employees), as well as job-training 
(of local hires).  And it does not help that West B roadway's 
reputation in the retail-tenant community was sever ely damaged 
when Target, a classic CBD anchor, decided to leave .  On the 
other side of the coin, the recent hype surrounding  West 
Broadway, especially since the 2005 Mayoral race, h as resulted 
in as much as a 4.5x increase in land prices for ce rtain 
parcels, frustrating interested developers, and due  to eminent-
domain reform, the City is now extremely limited in  what it can 
seize from “holdouts” 8.   
                                                 
8 In the spring of 2006, Governor Tim Pawlenty signed a bill that limits the power of 
municipalities to condemn private homes and businesses for the purposes of developing new 
shopping centers and office parks.  Governments, however, can still use eminent domain for 
“public” uses”, or to restore severely blighted or contaminated property.  



MJB Consulting / Phillips Preiss Shapiro & Associates 
North Minneapolis Strategy / Minneapolis, MN 
----------------------------------------------------------------------------------------------------------- 

 18 

 
2. Competition 
 
The West Broadway CBD’s primary competition as a “C ommunity 
Business District” is to the northwest.  Brooklyn Center , 
roughly a 13-minute drive away, contains several ma instream 
chains in merchandise categories that are under-sup plied within 
the trade area proper (see the sales-leakage analys is below), 
including Target (general merchandise), Best Buy (e lectronics), 
IHOP and Applebee’s (casual sit-down dining), etc.  Brooklyn 
Center’s reputation in the tenant community, howeve r, has 
undoubtedly been tarnished by the departure of a nu mber of high-
profile brands and Talisman’s failed repositioning of the 
Brookdale Center mall.  Ultimately, then, Brooklyn Center might 
be fortunate to retain even the above mid-market na tionals.  
More likely, property owners will be compelled to s eek (or 
retain) the kinds of concepts and operators that mi ght otherwise 
be attracted to the West Broadway CBD. 
 
The West Broadway CBD, however, might be able to ta ke advantage 
of the seeming unwillingness of Brooklyn Center and  Brookdale 
Center to embrace this fate.  Even though they migh t be 
sustainable in the West Broadway CBD, retailers tha t cater 
directly to African-Americans are still likely to p refer a 
Brooklyn Center location, given its centrality to t he growing 
number of minorities in Brooklyn Center and Brookly n Park.  
Brookdale Center presently contains a number of the se stores 
(e.g. Harold Pener Man of Fashion, Twinstown and i- spot Clothing 
for African-American males), but while they might g row in number 
as the property’s owner deliberates on next steps a nd the mall 
continues to decline, they will probably not  be included in its 
ultimate redevelopment.  As for the rest of the Bro oklyn Center 
shopping area, the municipality is envisioning an upscale , “New 
Urbanist” redevelopment of the 90-acre commercial c ore.     
 
The transit-dependent in the West Broadway CBD can also take the 
bus to/from Downtown , to shop at the Macy’s (formerly Marshall 
Field) and Target on the Nicollet Mall or the Marsh alls (and 
possibly, Best Buy) at City Center.  In addition, t hose with 
access to an automobile can make the 12-minute driv e either to: 
1) The Quarry  shopping center at I-35W and New Brighton 
Boulevard, which includes another Target as well as  Old Navy, 
Famous Footwear, Home Depot, Office Max, Petsmart a nd Party 
City; or 2) the intersection of West Broadway and B ass Lake Road 
in Crystal , where Target and Marshalls anchor a strip-retail 
concentration.   
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In terms of competition as a “Neighborhood Business  District” 
(NBD), the Cub Foods anchor has been able to captur e market 
share from the rather tired Rainbow Foods at the Te rrace Mall in 
Robbinsdale , although it will feel pricing pressures from the 
new Aldi at Penn and Lowry.  In addition, the more affluent 
households in the trade area, such as the ones that  recently 
arrived in Heritage Park, might be more likely to l ook elsewhere 
for their supermarket shopping, now that a new Lund s has opened 
in St. Anthony Main, another one is planned for Hen nepin Avenue 
and 12 th  Street, and a Whole Foods is anticipated at Hennep in 
Avenue and Washington Avenue.  And the Hmong contin gent could 
turn for groceries to the Sun Foods on Brooklyn Bou levard.  As 
for other convenience goods and services, an extens ive mix of 
such businesses can be found in the heart of Robbin sdale, on 
County Road 81 between 40 th  and 42 nd Avenue. 
 
3. Trade Area 
 
The “trade area” for the West Broadway CBD is limit ed by a 
number of factors, most importantly, psychological barriers and 
nearby competition. Of course, consumers in the U.S . have been 
conditioned over the last half-century to head “out ” (towards 
the suburbs) rather than “in” (towards the inner ci ty) for 
shopping.  And the overwhelmingly African-American makeup of the 
pedestrian traffic, coupled with the negative perce ptions 
associated with crime and safety, deter possible cu stomers from 
adjacent white neighborhoods.  Relatedly, the pull of other 
retail concentrations (e.g. in Brooklyn Center and Crystal, at 
The Quarry, etc.) must be considered.  At the risk,  then, of 
erring on the conservative side, the boundaries hav e been set at 
I-94 (to the east), Lowry Avenue (to the north), Pe nn Avenue (to 
the west) and Glenwood Avenue (to the south).  Howe ver, it is 
worth noting that the Cub Foods in the West Broadwa y CBD assumes 
a two -mile trade area, draws Hispanics from Northeast an d 
professionals from the North Loop (for now), and al so cuts into 
the trade area for the Rainbow Foods at the Terrace  Mall (i.e. 
Jordan, Cleveland).  Thinking more optimistically, then, one 
might extend the northern boundary to Downing Avenu e, the 
eastern to University Avenue (in Northeast) and the  western to 
the Minneapolis-Golden Valley border.  And an even wider trade 
area might be possible in the longer term if Brookl yn Center 
retail continues to decline and Downtown/North Loop  loft 
dwellers are given reason to perceive the Northside  in a more 
positive light. 
 
In terms of re-positioning as a “Community Business  District”, 
however, it is not clear whether the West Broadway CBD can tap a 
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sufficiently-wide trade area for larger comparison- goods 
anchors.  A “Community Shopping Center”, the suburb an 
counterpart to a Community Business District, typic ally relies 
on a trade area of 40,000 to 150,000 within 3 to 5 miles.  The 
circles drawn by the 3- and 5-mile radii from Broad way Center 
consist of 171,081 and 401,966 people, respectively .  However, 
circular rings are not as appropriate for inner-cit y settings, 
where the nearest competition is much closer.  In t he case of 
the West Broadway CBD, The Quarry is only 2.7 miles  away, 
Shingle Creek Parkway (in Brooklyn Center) just ove r four, etc.  
With such “overlapping” trade areas, prospective re tailers 
analyzing the opportunity might want to shorten the  radius, 
resulting in a smaller draw.  The trade area used h ere, which 
ranges roughly 1.00 mile to the north (Lowry Avenue ), 0.25 miles 
to the east (I-94), 1.25 miles to the south (Glenwo od Avenue) 
and 0.90 miles to the west (Penn Avenue), contains only 25,486 
people, significantly less than the 40,000 threshol d.  And even 
when extending north to Dowling Avenue, east to Uni versity 
Avenue and west to the City border, the population is 
approximately 65,000, in the lower quintile of the 40,000-
150,000 range.  
 
4.  Demographics 
 
The West Broadway CBD's trade area suffers from a l ow median 
household income ($31,300 in ‘05), a function of lo w educational 
attainment, low labor-force participation, and high  
unemployment.  However, it can take advantage of hi gh population 
densities (approximately 10,074 per square-mile), a s well as a 
“captive” market resulting from low levels of autom obile 
ownership (35.7% of households do not  own a car).  Furthermore, 
a number of the key indicators are trending in the right 
direction.  For example, the population swelled by 12.0% (per 
decade) from 2000 to 2005, and is expected to climb  another 
10.2% by 2010.  The unemployment rate is dropping, and the 
median household income, while low in absolute term s, has grown 
at a rate of 49.1% (per decade) over the last five years, with 
another 50.3% rise projected for the next five.  Si milarly, the 
median home value ($125,147 in ’05), while still fa r below even 
the citywide median, increased by 121.1% (per decad e) since ’00, 
and is predicted to jump another 81.9% by 2010.  Th is upward 
trajectory, however, might have to do with the Heri tage Park 
redevelopment, and many of the new residents there could be more 
inclined to shop Downtown for comparison goods, gro ceries (new 
Lund’s, new Whole Foods), etc.  JADT Development’s (Tim Baylor) 
riverfront town-homes are aimed at higher-income, A frican-
American professionals who might be more likely to spend their 
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dollars on West Broadway, but JADT is reportedly st ruggling with 
absorption, and even if the condos are ultimately f illed, there 
are too few of them to have a major impact in the s hort term. 
�
5. Sales Leakage (or “float”) 
 
Sales-leakage analysis compares the expenditures of  trade area 
residents in particular retail categories (the "dem and") with 
the sales of existing stores in the trade area ("th e supply").  
If the former is greater than the latter, sales are  said to be 
"leaking" to other trade areas, and could potential ly be “re-
captured”.  The table below shows the categories wh ere demand 
currently exceeds supply and where such re-capture might be 
possible.  A number of caveats are in order here.  One, these 
calculations assume a highly unrealistic 100% “capt ure rate”, 
that is, that 100% of the leaked sales are re-captu red by the 
West Broadway CBD.  In actuality, a new store in th e West 
Broadway CBD could only hope to re-capture a percen tage of the 
leaked sales.  Two, even when assuming a 100% captu re rate, the 
amount of square footage that could be re-captured in certain 
categories is far less than the typical store size.   For 
example, stand-alone, 7,146 sq.ft. electronics/appl iance 
retailers (see table below) are not competitive in this era of 
junior and big boxes.  Three, even if the amount of  square 
footage was sufficient, the operators themselves mi ght still 
prefer to locate elsewhere, given available real es tate, 
existing co-tenancies, centrality to market, etc.  Some 
comparison-goods stores, for instance, might opt to  be at or 
near the regional mall, in Brooklyn Center.  
 
Taking all of this into account, the categories wit h the 
greatest potential for sales re-capture include sit -down dining, 
discount-variety (i.e. "other general merchandise")  and 
clothing, as well as sporting goods, music, special ty food and 
fast food.  (Some specialty food sub-categories are  to be 
discouraged, since they would take sales from the C ub Foods).  
It is important to note, however, that this methodo logy does not 
concern itself with separate niches within particul ar 
categories.  That is, one category could show suppl y as 
exceeding demand, but the supply still might not be  catering to 
a specific sub-market within the trade area.  Take,  for 
instance, shoe stores.  The calculations show an ov er-supply in 
the category, but this does not mean that another c oncept, with 
distinctive styles or lower prices, would fail to g ain a 
foothold.  And it also does not mean that the exist ing offerings 
are keeping a given sub-market satisfied.  In other  words, even 
if a customer is willing to pay for shoes at a part icular store, 
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he might still be overjoyed by the prospect of a be tter 
alternative.  Indeed, competition such as this, whi ch helps to 
raise standards, should be encouraged (unless, that  is, it 
threatens a key retailer, like an anchor).  Also, i n the case of 
the West Broadway CBD, the demand figures do not in clude 
households in a secondary trade area that extends t o University 
Avenue to the east, Dowling Avenue to the north and  the city 
border to the west, even though such widening might  be justified 
by the attraction of new comparison-goods anchors o r a change in 
perceptions.  The point is that traditional sales-l eakage 
calculations can provide a useful starting point, b ut they need 
to be supplemented by more nuanced analysis.   

 
Category Demand – 

Supply 
Sales per 
sq.ft. 

Sq.Ft. 
Supportable  

Electronics 
and 
Appliances 

+$1,976,943 $276.64 7,146 

Building 
Materials 
and Garden 

+$3,677,802 $289.14 12,720 

Specialty 
Food Stores 

+$791,821 $276.79 2,861 

Clothing 
Stores 

+$1,706,520 $198.73 8,587 

Jewelry, 
Luggage and 
Leather 
Goods 
Stores 

+$722,465 $292.79 2,468 

Sporting 
Goods, 
Hobby and 
Musical 
Instrument 
Stores 

+$1,147,413 $171.34 6,697 

Books, 
Periodical 
and Music 
Stores 

+$1,054,548 $155.38 6,787 

Other 
General 
Merchandise 
Stores 

+$6,010,379 $171.10 35,128 

Office 
Supply, 

+$1,148,850 $172.14 6,674 
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Stationery 
and Gift 
Stores 
Used 
Merchandise 

+$228,267 $137.38 1,662 

Full-
Service 
Restaurants 

+$7,766,293 $301.85 25,729 

Fast Food +$784,036 $259.48 3,022 
Bars +$204,013 $129.34 1,577 
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WEST BROADWAY-PENN (Retail, MJB) 
 
Strategy  
 
- At the present time, plans for the redevelopment of the West 
Broadway-Penn node seem wildly realistic  from a retail 
standpoint.  The district is too close to Penn-Lowr y to even 
think of positioning itself as an NBD; at most, it could play a 
supra-convenience role for nearby Willard-Hay resid ents with few 
alternatives.  The potential would not justify the high rents 
(or public subsidy) associated with new ground-floo r space.  
Other than to support the efforts of enlightened an d visionary 
businesspeople like Dean Rose, it should not  be a high priority 
for retail for the foreseeable future.   
 
 
 
 
 
 
 
 
 
Relevant Factors  
 
West Broadway-Penn’s major stakeholders, most notab ly Dean Rose 
(Bean Scene, BLO) and Holding Forth The Word of Lif e Ministries 
(property owner), do not lack for vision, with plan s for 
redevelopment that, if realized, would dramatically  transform 
the node into a glittering showpiece of neo-traditi onal urban 
development.  And in certain respects, they might s eem justified 
in thinking big.  At the intersection of five diffe rent roads, 
it enjoys the Northside’s highest traffic counts ou tside the 
West Broadway CBD.  Also, the adjacent neighborhood s of Jordan 
and Willard-Hay both experienced rapid population g rowth in the 
‘90’s, and their strong home-ownership levels imply  stability. 
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There are reasons to be very  cautious, however.  Not only have 
two Hmong markets recently closed, but poor sales a lmost forced 
Bean Scene to do the same.  And while the node face s little 
competition for the Willard-Hay customer to the sou th, it is but 
five blocks from the Penn-Lowry NBD, which will soo n have a new 
Aldi anchor, and just two blocks from a CVS.  At th e same time, 
it is too far from the West Broadway CBD to take ad vantage of 
the retail flow there.  Finally, the pocket to the immediate 
northeast, centering on the intersection of 26 th  Avenue and James 
Avenue has long been one of the city’s most crime-r idden. 
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PENN-LOWRY NBD (Retail, MJB) 
 
Strategy  
 
- The Penn-Lowry NBD, with its coming Aldi grocery anchor, 
offers an excellent opportunity to “re-capture” sal es (and sales 
taxes) currently leaking to Robbinsdale, and even g enerate an 
“in-flow” of expenditures from Robbinsdale to  Minneapolis.   
 
- Given the limited access/visibility and modest tr affic counts, 
the lack of larger parcels and the presence of conv enience-goods 
anchors, the Penn-Lowry NBD is meant to be a Neighb orhood 
Business District (NBD), but nothing more.  As such , it should 
focus on convenience goods/services and fast food.  Generally 
speaking, sit-down restaurants do not locate in suc h settings, 
nor do many comparison-goods stores. 
 
- Without subsidy, the new ground-floor space that would be 
created by mixed-use redevelopment of the intersect ion’s 
northwest and southwest corners is unlikely to be a ffordable to 
the existing Asian-oriented businesses there, or to  “mom-and-
pop” operators in general.  Deeper-pocketed brands would be the 
only ones able to sustain the rents, most likely on es in the 
fast food or financial services categories.   
 
- In its disposition of the property taken as part of (and still 
remaining after) the Lowry Avenue roadwork, Hennepi n County will 
be able to influence the tenanting of such redevelo pment 
projects.  However, rather than extending subsidies , it might 
want to open the retail space to the free market, s ince this is 
one of the few corridors/nodes in the study area th at, with the 
Aldi anchor, could attract creditworthy operators.   
 
- In terms of non-retail uses (perhaps as part of m ixed-use 
development), doctor and other related offices migh t be 
interested in the node, given its proximity to Nort h Memorial 
Medical Center and soon, its Aldi-enhanced visibili ty.  
 
Relevant Factors  
 
The Penn-Lowry node draws from a much smaller trade  area than 
the West Brodway CBD.  It is serviced by two “minor ” arterial 
roads, each contributing roughly 10,700 vehicles/da y, and 
neither offering highway access.  Parcels are not s ufficiently 
large or deep to accommodate junior-box anchors.  P enn-Lowry is, 
however, the strongest “Neighborhood Business Distr ict” (or NBD) 
in the study area.  It has existing anchors -- Fami ly Dollar, 
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North End Hardware and a U.S. Post Office – as well  as a City-
assembled site capable of accommodating a 40,600 sq .ft. shopping 
center, which will become Wellington Management’s “ Penn-Lowry 
Crossing”, anchored by a 15,700 sq.ft. Aldi “limite d-assortment” 
grocer.  The presence of Aldi, with its exceedingly  low prices, 
will further extend the trade area to include house holds that 
had been shopping at So Low Grocery Outlet, Rainbow  Foods 
(Terrace Mall) and even Cub Foods (West Broadway CB D).  One area 
of uncertainty, of course, is the roadwork on Lowry  Avenue, 
which will be commencing in 2007 and continuing for  one to three 
years, although this does not appear to have dissua ded Aldi.   
--------------------------------------------------- -------------
--------------------------------------------------- -------------
------------------------------------- 
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Three neighborhoods – Jordan, Cleveland and Folwell  – surround 
the Penn-Lowry NBD and comprise its trade area.  Po pulation 
densities are high, ranging from roughly 8,500 pers ons per 
square-mile in Jordan to 11,250 in Folwell 9.  Home-ownership 
levels are impressive, with the small houses (and i nexpensive 
prices) having enabled 85% of Cleveland’s household s, 77% of 
Folwell’s and even 60% of Jordan’s to buy their res idences.  And 
growth rates are substantial, especially in Folwell  (+24%) and 
Jordan (+18%).  In each of these neighborhoods, how ever, the 
growth was driven by influxes of African-Americans and Asians 
(primarily Hmong) as well as Hispanics, with the pe rcentage of 
whites declining.  Evidence of the Asian presence c an be found 

                                                 
9 Except for the population densities, which were computed by MJB Consulting, the data in this 
paragraph and in the table on “Demographics” below is based on the 2000 Census, as detailed in 
“Minneapolis Neighborhood Profiles” on the City of Minneapolis website 
(http://www.ci.minneapolis.mn.us/neighborhoods/).   
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in the Penn-Lowry NBD’s tenant mix, which includes an “Oriental” 
grocery, a convenience store with Asian videos, etc .   Whites 
still account for the majority of Cleveland and a p lurality in 
Folwell, but they are unlikely to hold those positi ons for long.  
This is particularly noteworthy for North Minneapol is, where 
Lowry Avenue has historically served as the “dividi ng line” 
between the African-American Near North and largely  white 
Camden.   
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EMERSON-LOWRY (Retail, MJB) 
 
Strategy  
 
- Outflanked by the Penn-Lowry NBD, and with its gr ocery anchor, 
So Low, very unlikely to survive Aldi's nearby pres ence in the 
longer term, the pull of the Emerson-Lowry node wil l probably 
weaken in the years ahead.  Perhaps its best play, then, is to 
re-position itself as an ethnic-specialty district focused on 
the Northside’s sizable and growing Hmong populatio n.  There are 
at least 4,000 Asians in the four surrounding neigh borhoods 
alone, generating demand for ethnicity-specific gro ceries, fast 
food, videos, chiropractors, clothing, etc.  A numb er of 
businesses in the Penn-Lowry NBD that cater to this  sub-market 
will be displaced as a result of the Lowry Avenue r oadwork, and 
Hennepin County, in recognition of the project’s im pact, could 
provide generous  financial assistance so as to facilitate their 
relocation to available storefronts in the Emerson- Lowry node.  
Also, in the name of consolidating the niche and ex ploiting 
synergies, the County could make similar offers to Hmong-
oriented businesses on the stretch of Lowry Avenue between these 
two nodes, and extend incentives to successful ones  on 
University Avenue in St. Paul that would be interes ted in 
opening an additional unit amidst the burgeoning Hm ong 
population in North Minneapolis.  The County could partner in 
such efforts with the City of Minneapolis as well a s local Hmong 
advocacy and service organizations, such as the Sou theast Asian 
Community Council (SEACC), which could spearhead th e marketing 
of this new district to Hmong residents, handle the  outreach to 
existing businesses and prospective tenants, etc.   
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- Even without a bona-fide anchor, the Emerson-Lowr y node still 
has a role to play as the provider of supra-conveni ence goods 
and services to the surrounding residential blocks.   A number of 
the existing merchants, however, were devastated by  the recent 
roadwork.  While some of them might have been compl icit in area 
crime, others were simply hard-working taxpayers wh o incurred 
substantial risk, financial and otherwise, in tryin g to succeed 
as entrepreneurs.  Hennepin County, in consideratio n of the 
project’s impact and as a belated gesture of good w ill, should 
offer some form of restitution to these businesses,  like, for 
example, a waiving of license fees for the coming y ear. 
 
Relevant Factors  
 
The Emerson-Lowry node presently functions as a NBD .  It has a 
grocery anchor, So Low.  It lacks highway access, a nd is served 
by Lowry Avenue, a “minor” arterial with roughly 12 ,900 
vehicles/day 10, and Emerson Avenue/Fremont Avenue, a one-way 
“couplet”. Also, parcels are not sufficiently large  or deep to 
accommodate junior boxes.  The district has been de vastated 

                                                 
10 The traffic count for Lowry Avenue is different here than in the Penn-Lowry node, as it was 
taken just to the west of Fremont Avenue.   
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during the past year by the roadwork on Lowry Avenu e, but its 
portion has now been completed.  Also on the bright  side, one of 
the district’s two anchors, the North Regional Libr ary, the 
largest of the city’s community libraries, had its “Grand Re-
opening” in January 2007 following an extensive ren ovation.  
Furthermore, North is likely to see increased traff ic, at least 
for the next six months, now that the Webber Park L ibrary has 
been closed owing to budget limitations.  Also, bus  ridership is 
typically heavier at this intersection than anywher e else along 
Lowry Avenue (in North Minneapolis), providing adde d visibility 
for any positive change that occurs.     
 
The Emerson-Lowry NBD, however, is in a weaker posi tion than the 
Penn-Lowry NBD.  So Low Grocery Outlet is very unli kely to 
survive Aldi's nearby presence in the longer term.  Once all of 
the roadwork on Lowry Avenue is finished (in one to  three 
years), Aldi will sit just 0.67 miles away, accessi ble also by 
the 32 bus.   And with the planned westward extensi on of 31 st  
Avenue North to Humboldt Avenue, the So Low parcel will be 
reduced to that of all of the other Lowry-fronting properties, 
limiting the size of any new anchor store there as well as 
eliminating the district’s only off-street parking.   The rest of 
the tenant mix in the Emerson-Lowry NBD consists of  small 
businesses, with no other anchors on the order of e ven a Family 
Dollar or a North End Hardware.   In addition, the district is 
much closer to (and more directly competes with) th e West 
Broadway CBD, less than a mile away, and also acces sible by the 
5 bus.  Finally, the demographics are not as strong , with 
Hawthorne, to the southeast, suffering from exceedi ngly low 
household incomes ($21,865 median), home values ($6 3,800 median) 
and home ownership (36%).  
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LYNDALE-LOWRY (Retail, MJB) 
 
Strategy  
 
- With its tiny trade area and its disadvantages vi s-à-vis the 
Emerson-Lowry NBD, the Lyndale-Lowry node is no lon ger 
appropriate for retail use, save a few supra-conven ience 
businesses that cater to the relatively high percen tage of 
nearby households without cars.   
 
- The addition of 15,000 sq.ft. of retail space as part of the 
planned redevelopment of the intersection's southea st corner is 
not  advised.  Tenanting would be difficult, merchants would 
struggle, and efforts in the higher-priority Emerso n-Lowry CBD 
could be compromised.   
 
- A food co-op has been proposed for part of the ol d Jerry’s 
Flower Shop at Lyndale Avenue and 33 rd  Avenue.  This concept 
should be discouraged in North Minneapolis, as it w ould compete 
with the Cub Foods in the West Broadway CBD, a prov en operator 
with a far more extensive offering.   
 
Relevant Factors  
 
Lyndale-Lowry is severely disadvantaged as a retail  node.  There 
is very little retail fabric still remaining, and n ew 
construction would require rents that could not jus tified by the 
low shopper volumes.  The node suffers from a small  trade area, 
with the Emerson-Lowry NBD just 0.33 miles (five bl ocks) away, 
and with the industrial zone and the Mississippi Ri ver to the 
east of I-94.  Indeed, the more centrally-located E merson-Lowry 
NBD is better-positioned to cater to the convenienc e needs of 
this east-central section of North Minneapolis.  
Demographically, Hawthorne, the neighborhood to the  south, is, 
as described above, very depressed.  And the roadwo rk on Lowry 
Avenue appears to have had the effect of scattering  the Emerson-
Lowry criminal activity to Lyndale Avenue (as well as other side 
streets), with resulting increases in drug-dealing and 
prostitution.  Finally, while artists and hipsters live across 
the Lowry Avenue Bridge in the Bottineau neighborho od, 
businesses catering to this sub-market would be pre mature, and 
would probably not , in any event, be able to sustain themselves 
in new space (see "The Left Bank" below). 
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PLYMOUTH-PENN (Retail, MJB) 
 
Strategy  
 
- Given the distance from the Penn-Lowry NBD and th e presence of 
daytime traffic generators, Plymouth-Penn should  be able to 
sustain a SCN (e.g. food market, fast food, etc) wi thout 
subsidy.   
 
- The creation of retail space on the intersection itself will 
depend, however, on the fate of current proposals.  If 
development schemes are to include new storefronts,  they must 
also make sure to include convenient and visible su rface 
parking.   
 
Relevant Factors  
 
Plymouth-Penn's trade area is limited somewhat by T heodore Wirth 
Park to the west and the gravitational pull of the West Broadway 
CBD to the east, but on a north-south axis, Penn-Lo wry is a good 
1.50 miles away (and not directly accessible by tra nsit) and 
Downtown Bryn Mawr 1.25 miles away (and more upscal e).  For this 
reason, Plymouth-Penn would seem to offer a better location for 
convenience-oriented businesses than even West Broa dway-Penn, 
and it should have been able to work as at least a small-scale, 
"supra-convenience" retail node.  Furthermore, Near  North and 
Willard-Hay together grew by 11% in the '90's and b oast owner-
occupancy levels of roughly 66% (and rising).  Plus , the 4th 
Precinct sits just two blocks from the intersection .   
 
Why, then, did the Plymouth Avenue Shopping Center not succeed?  
Partly because it was sited off  the "100% corner", and also, the 
police station proved unable to control the loiteri ng and drug-
dealing in the parking lot.  Looking forward, howev er, the 
"Community Benefits Agreement" (CBA) mandates that the 
University's proposed development on the southeast corner 
include ground-floor retail space (and the same mig ht be 
possible on the southwest corner, if the Karamu Wes t project is 
in fact replaced by a new scheme).  Furthermore, th e growing 
institutional presence at and near Plymouth-Penn (e .g. Urban 
League, expanded NorthPoint, University Northside P artnership?, 
etc.) will help to improve perceptions of safety (a nd, of 
course, the new jobs mean additional daytime custom ers).  
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GLENWOOD AVENUE (Retail, MJB) 
 
Strategy  
 
- Until new residences start to materialize in the Bassett Creek 
Valley, the proposed retail node at Glenwood Avenue  and the new 
Van White Memorial Boulevard is premature.  The mos t viable 
opportunity east of Cedar Lake Road is at the far e astern edge 
of Glenwood Avenue, which can take advantage of the  IMS Design 
Center and Minneapolis Farmers Market anchors, perh aps even with 
additional showroom space.  Retailers catering to t his high-end 
market would probably be able to afford the more ex pensive rents 
associated with new construction.   
 
- With a captive but tiny population base, and limi ted potential 
for off-street parking, the stretch of Glenwood Ave nue west of 
Cedar Lake Road is meant to serve as a SCN, and not hing more.   
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-  Mixed-use development is proposed for the site of t he 
demolished gas station on the northwest corner of G lenwood 
Avenue and Penn Avenue.  However, the possibilities  are 
limited by the property's small size.  And in order  to 
sustain the high rents associated with new construc tion, 
retailers there would need to cater to both nearby 
residents and  drive-by motorists, which necessitates in-
front parking and even further reduces the building  
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envelope.  Perhaps further assembly can increase si te-
design flexibility, but the "spin-off" potential is  too 
small to justify any sort of subsidy assistance.  

 
 
 

-    
 
 
 
 
 
 
Relevant Factors  
 
Retail on Glenwood Avenue suffers from a very small  trade area, 
delimited by the Bassett Creek Valley, Theodore Wir th Park and 
Olsen Memorial Parkway.  This leaves a population o f just 4,200 
people, and they are extremely poor, with a median household 
income of just $23,181.  The Harrison neighborhood did grow in 
the '90's, by a whopping 18%, and will likely do so  again in the 
'00's, with the build-out of Heritage Park.  Furthe rmore, 
Glenwood Avenue boasts a traffic count of 22,000 ca rs per day.  
Penn Avenue adds another 15,000 (although this will  change 
slightly with the new Van White Memorial Boulevard) , and a new 
excitement now surrounds that intersection, with th e 60-unit 
Ripley Gardens project and the recent demolition of  the 
abandoned gas station on the northwest corner.  
 
On the eastern end of Glenwood Avenue, the IMS Desi gn Center is 
98% occupied, suggesting demand for additional show room space.  
Both the Design Center and the Minneapolis Farmers Market serve 
as draws for higher-income consumers (although the latter might 
be moving).  In addition, 360 of the 900 units (44% ) at Heritage 
Park are market-rate.  Indeed, the stretch of Glenw ood Avenue 
between I-94 and Cedar Lake Road is well-placed for  a 
renaissance, given its proximity to Downtown, the W alker Arts 
Center and the future Twins ballpark.  But the prim e driver 
would have to be the redevelopment of the Basset Cr eek Valley, 
and the land still needs to be assembled for that, with the 
Master Plan using a 25-year time horizon.  In any e vent, 
Glenwood Avenue would face some formidable nearby c ompetition 
for this more affluent shopper in the form of Downt own Bryn 
Mawr.   
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44TH-PENN (Retail, MJB) 
 
Strategy  
 
- Given its distinctive niche, one could see 44th-P enn as 
evolving into a lower-rent version of Johnson Stree t NE or 
Downtown Bryn Mawr.   
 
- The City could accelerate this evolution by assis ting in the 
purchase and redevelopment of the Domino's Pizza si te on the 
southeast corner of 44th and Penn.  New constructio n there could 
include ground-floor retail (e.g. funky kitchen-war es store, 
catering to first-time homebuyers in Victory) as we ll as upper-
floor offices, with parking in back.  This sort of catalytic 
project could then help to spur re-tenanting of oth er 
storefronts in the node.   
 
- The non-profit and public sector can also play a role in 
providing financial assistance to small businesses when 
necessary, and in marketing the district in qualita tive terms 
(e.g. using branding concepts and psycho-graphic da ta developed 
by a retail consultant) to prospective consumers an d home-buyers 
as well as existing landlords.   
 
Relevant Factors  
 
The trade area for the 44th-Penn node is constraine d by the 
presence of the Brooklyn Center shopping area just a six-minute 
drive away, but it has nonetheless managed to creat e a niche for 
itself with a small collection of unique businesses  that appeal 
in ways a national brand never could.  These includ e Rix's Bar & 
Grill, Steamworks Coffee & Tea, The Warren: An Arti st Habitat 
and Emily's Family Restaurant.  Their success has p artly to do 
with the high traffic counts, which give the distri ct an 
important advantage vis-à-vis other nearby retail n odes such as 
42nd-Thomas and 42nd-Fremont, as well as the presen ce of off-
street parking.  But also, 44th-Penn is located on the edge of 
the relatively well-off Victory neighborhood.  And while 44th-
Penn's draw would seem to be limited by certain phy sical 
barriers (e.g. railroads, Crystal Lake Cemetery), t he 
distinctiveness of its offerings (and the near-abse nce of 
similar concepts elsewhere on the Northside or in B rooklyn 
Center) enables it to lure more progressive, commun ity-oriented 
types from further afield. 
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42ND-LYNDALE (Retail, MJB) 
* Just the node, from 40th Avenue to 42nd Avenue; d iscussion of the stretch 
north of 44th Avenue is provided in the inset box b elow 
 
Strategy  
 
- Demand for retail space at Lyndale-42nd probably still exceeds 
supply, but the node is fully built-out, with no op portunity to 
develop additional storefronts on Lyndale (assuming  the land on 
its east side is off-limits).   
 
- Given the level of pass-by traffic, the City shou ld invest in 
signage that directs motorists to the parking lot o n 42nd 
Avenue.  The City could also improve the node's aes thetics by 
engaging in a "place-making" exercise, but since it  is already 
at full occupancy and build-out, this should probab ly not  be a 
priority.  
 
-  
   
 
 
 
 
 
 
 
 
Relevant Factors  
 
42nd-Lyndale lacks a true anchor store and recently  lost the 
Webber Park Library.  And even with the 37th Avenue  Bridge, it 
still cannot boast of a full "circle" of potential customers 
because the other side of the River is so heavily i ndustrial.  
However, the near-absence of competition for conven ience 
goods/services to the north, the south and even the  west (except 
for the Snyder's at 42nd-Fremont) allows for a siza ble draw.  
The adjoining neighborhoods are perceived as demogr aphically 
stable -- indeed, Webber-Camden grew by 15% in the '90's, and 
new housing development (e.g. Humboldt Greenway) is  presumably 
reversing trends in Lind-Bohannon -- and demand is supplemented 
by the workers in the Camden Industrial Area.  Furt hermore, this 
stretch of Lyndale Avenue enjoys particularly high traffic 
counts, and off-street parking is sufficient (altho ugh not 
always well-advertised).  At the same time, ground- floor space 
is very limited, with Lyndale just a "single-loaded " corridor 
with one row of storefronts.  Such undersupply, com bined with 
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the I-94 access at 49th Avenue, explains why retail  sprawls 
beyond the node itself, north of 44th Avenue.   
 
 
OFFICE MARKET OVERVIEW (Non-Retail, PPSA) 
 
In general, the strong performance of the Minneapol is-St. Paul 
economy is boosting demand for office space.  Deman d has 
benefited from strong employment in the region, wit h 2006 office 
absorption rates exceeding the historic annual aver age for the 
second consecutive year.  1.7 million square feet o f space were 
absorbed compared to 1.6 million sq.ft. in 2005 (th e market has 
averaged 1.4 million sq.ft. of absorption annually over the past 
18 years).  In 2006, 1.2 million sq.ft. of space we re absorbed 
in the suburbs while the Central Business Districts  (CBD) 
experienced 489,000 sq.ft. of absorption 11.   
 
While the overall market is currently strong, there  are several 
factors working against North Minneapolis being abl e, at this 
time, to attract a major, single-use office tenant.   One 
limitation is obviously the low supply of significa nt, 
developable land.  A closer examination of the regi onal office 
market shows large-space users as accounting for th e majority of 
the year’s positive absorption.  North Minneapolis does not have 
the space off its highway exits to accommodate larg e, single-
space users, nor will it have that type of developm ent potential 
in the near future.  
 
Second, North Minneapolis is not currently sitting in the part 
of the region that is driving the office market.  S everal high-
demand suburban sub-markets, mostly southwest of th e airport, 
are the areas experiencing speculative office devel opment.  
Leasing conditions are tightest in the southwest Cl ass A 
inventory, which is 9.6% vacant. Overall vacancy fo r all classes 
of space dropped 2.4 percentage points to 15.8% mar ket-wide 
during 2006.  Suburban vacancy fell 2.6 percentage points to 
13.6% while the central business districts experien ced a 2.0 
percentage-point reduction in vacancy to 18.5% 12 (United 
Properties Outlook Executive Summary January 2007).     
 
Third, there are no significant enclaves of dedicat ed office 
space, and the retail uses in North Minneapolis are  not yet at a 
level which create enough destinations for daytime office 
workers.  Community plans and zoning do not call fo r significant 
                                                 
11 Cushman and Wakefield's Marketbeat Snapshot, Fourth Quarter, 2006.   
12 United Properties' Outlook Executive Summary, January 2007.   
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amounts of single-use office buildings, and the ima ge of North 
Minneapolis is not one of conventional office uses.    
 
For North Minneapolis, the immediate market for off ice space is 
more specific, namely, professional office space (i ncluding 
medical offices) in mixed-use buildings, ground flo or space for 
banking and financial services, and possibly satell ite and back 
office space taking floors of new developments.  In  addition, 
there is the creative option of attracting and acco mmodating 
more “boutique” industry uses that have a retail or  public 
dimension.   
 
Professional Office Buildings/Space  
 
This refers to buildings/space filled by doctors, d entists, 
lawyers, accountants, etc.  The demand for such ser vices is 
directly proportionate to the area’s population.  N orth 
Minneapolis, if counting the 15 neighborhoods toget her, has a 
population of 63,000 residents and is growing, maki ng 
professional office buildings something of an optio n (though the 
North Point and University Northside Initiative wil l likely 
addresses a significant amount of demand).   
 
Professional office buildings gravitate to central locations in 
the heart of a community.  As a service, medical an d 
professional offices require visibility, so as to b e known to 
the passersby from which they will draw their clien tele.  They 
might locate in a mixed-use, even village-style, co mmercial 
development, but only if the visibility need is met .  Offices in 
North Minneapolis would tend to be small-scale, hen ce low-
impact, and they would have a positive tax and fisc al impact, so 
long as they are occupied.   
 
The area may wish to promote such uses as part of t he 
redevelopment of auto-oriented commercial spaces an d commercial 
corridors and nodes, especially near highway exits.   This way, 
the offices could also bolster retail and civic cha racter.  If 
plans call for a multi-tenant building aimed at gen eral office 
and professional uses, or office space within a mix ed-use 
development (as will most likely be the case in Nor th 
Minneapolis), certain factors become important:  
 
·  Employee access to office site ( affects hiring and retaining 

employees)  
·  Traffic congestions  (less so for inner city sites with transit 

options and alternatives)  
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·  Proximity to employee types (required labor force within an 
acceptable commute)   

·  Parking  (convenience and cost; again, less so for more 
pedestrian-oriented, higher-density sites)    

·  Location “image”  (reputation of business neighbors; community 
awareness of location; architectural quality and vi sibility; 
proposed buildings and effect on character)    

·  Proximity of other office buildings 
·  Character of surrounding area 
·  Size of the site 
·  Zoning/Land Use/Setback requirements 
 
Medical Offices  
 
The medical office universe is growing in Minneapol is-St. Paul.  
Reacting to pent-up demand from physicians and othe r healthcare 
practitioners, developers are building an unprecede nted amount 
of medical office space in the Twin Cities. To date , 332,722 sq. 
ft. of new product came on the market in 2006, 802, 000 sq. ft. 
is under construction, and more is in the pipeline.   Several new 
projects were completed, or are near completion in the southeast 
portion of the region. Many are being developed in areas that 
are almost exclusively retail-oriented, and this is  the type of 
environment towards which medical tenants seem to b e moving 13.  
 
"Off-campus" development (i.e. outside university o r hospital 
campuses) includes medical office buildings in emer ging suburbs, 
where physician groups are assessing demographics s imilar to 
retailers and choosing sites that are convenient to  patients in 
highly visible locations. Because off-campus medica l users are 
seeking to locate in high-traffic, high-profile are as, they will 
compete with retailers for key sites; however, many  may be out-
priced by retailers. 
 
Rising rental rates, the high cost involved in impr oving current 
spaces, and a lack of qualified staff are current b arriers 
confronting medical practitioners from expanding or  relocating.  
These factors increase the pressure on landlords to  attract new 
tenants.  As more space becomes available, lease ra tes may 
become more favorable to tenants, and landlords sho uld be 
inclined to offer greater concessions in order to a ttract and 
retain tenants.  Medical practices can expect more space options 

                                                 
13 Grubb and Ellis' Medical Office Report, 2006. 
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than they are used to, due to several new construct ion projects, 
but on-campus space will still be difficult to obta in 14.   
 
A significant portion of the new construction is oc curring 
around the future Maple Grove hospital site, near I -94 and the 
future Highway 610. The $120 million hospital will be built by a 
partnership of North Memorial Health Care and Fairv iew Health 
Services and will be the first metro hospital devel oped in 20 
years. Four buildings in the immediate area are und er 
construction, with more planned.  Maple Grove’s mar ket is 
attractive because of its fast-growing population, attractive 
demographics, the anticipated Hwy 610 corridor, and  the fact 
that it has been underserved for some time. The hos pital will 
drive auxiliary retail and office development, incl uding more 
medical office space, and a strong appetite exists to control 
real estate around the future campus.  
 
 “Boutique Industry”  
 
Contemporary 21 st  century industrial operations in areas with 
high labor and real estate costs (which certain por tions of 
North Minneapolis are becoming) are increasingly no n-
traditional, and rely upon a mobile workforce and 
entrepreneurial class that call for the on-site ame nities that 
are associated with higher-density areas, including  retail, 
dining and hospitality. 
 
In the longer-term, North Minneapolis might want to  prepare for 
and pursue a hybrid retail-industrial mixed-use for mat, in which 
retail and industrial uses are complementary.  This  would 
include today’s industries that require proximity t o clients, 
patrons, artisans, collaborators, designers, and so  forth, more 
than availability of low-cost labor and an isolated  area in 
which it can operate with little regard to its surr oundings. 
This new retail-industrial model could include: 
 

·  Blends of sales and production (e.g., antiques, art ist 
lofts, fashion designers, artisans, bakers, food pr oduction, 
flower districts, carpentry and woodworking, musica l 
instrument production, etc) 

·  Blends of office and production (e.g., catering, fi lm-
making) 

                                                 
14 United Properties' Medical Office Outlook, January 2007.   
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·  Fields with a need for highly skilled labor, includ ing 
highly mobile part-time labor (e.g., film productio n, set 
design/production, high-tech) 

·  Niches that rely on constant contact with clients ( e.g., 
model design, furniture design, custom metalworking  and 
framing, etc.) 

·  Blends of warehousing and retail (e.g., industries supplying 
homebuilding supplies like kitchen fixtures and cab inets, 
light fittings, floor and wall coverings, window tr eatments, 
etc.) 

·  Blends of storage and retail (e.g., gallery storage ) 
·  Blends of tourism and industry (e.g., glass blowers , etc.) 

 
This would be especially appropriate for sites in t he study area 
that adjoin the interstate highway.  Current uses a t and around 
the study area already point to a business mix that  bridges the 
gap between industrial and retail models. The succe ss of IMS 
(International Market Square) is a larger-scale mod el.  IMS is 
98% leased and offers a design center, showroom, of fices and 
residences.  It enjoys proximity to downtown, but s o do many 
sites within the study area. 
 
The City’s Industrial Land Use Study and Employment  Policy Plan 
(ILUS) indicates that, because industrial land is i n short 
supply, several types of industrial companies might  be squeezed 
out of earmarked industrial parks and employment di stricts 
(mainly because they might not produce the same lev el of long-
term economic benefits as targeted industries).  Th erefore, 
these types of companies may be seeking unconventio nal space.  
If aggressive, North Minneapolis may be able to cap ture some of 
these “boutique industries” in underutilized buildi ngs and 
parcels designated for light industrial and/or comm ercial uses: 
 

·  Warehousing and Storage 
·  Home furnishings and decorative furniture manufactu rers 
·  Textile and Fabric Finishing and Fabric Coating Mil ls 
·  Other Textile Product Mills 
·  Apparel Accessories and Other Apparel Manufacturing  
·  Couriers 
·  Greenhouse, Nursery, and Floriculture Production 
·  Grocery and Related Product Wholesalers   
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Self-Storage   
 
This is the term applied to facilities that offer “ do-it-
yourself” month-to-month secure storage spaces. The y are also 
often referred to as mini-storage facilities. Most facilities 
are newly built specifically for this purpose.  Sel f-storage 
prefers to locate near its best customers—military facilities, 
major office concentrations, and recreation enthusi asts.  It 
must be visible and readily known to these users—in  this case 
proximity to highway exit is paramount.  In North M inneapolis, 
this would include exits off I-94 (49 th  Avenue; Dowling Avenue; 
West Broadway) and access points to other major roa dways such as 
Highway 55, and parkways such as Victory Memorial D rive and 
Webber Parkway.  
 
Demand for self-storage facilities is driven by cor porate 
offices looking for secure file storage, itinerant and mobile 
populations including military personnel seeking sh ort- and 
long-term secure storage, and retiring seniors movi ng into 
smaller homes and thus needed off-premises storage for household 
items. There is a smaller demand among recreational  users like 
boaters, golfers, and skiers, though these users re quire the use 
to be very near the recreational facility itself. 
 
Self-storage is highly decentralized—there are few corporate 
owners in the business (over 32,000 separate compan ies own the 
46,000 self-storage facilities nationwide). Also, t he business 
has been expanding by nearly 2,000 facilities per y ear, and 
almost half of Self Storage Association members res ponded that 
their local market was “overbuilt.” Given the narro w populations 
demanding the use, it can be vulnerable to economic  boom and 
bust cycles, particularly among military personnel.  However, 
recreational users may have more reason to store , instead of 
use , their equipment, if recreational patterns shift. 
 
One issue is aesthetics. The companies generally ha ve no need to 
make these facilities particularly attractive, so t he typical 
product when left to its own devices is a three or four story 
(almost) windowless box in urban locations, and a s ingle-story 
windowless box in suburban and rural locations.  Th e facilities 
also need to be secure, so they’re often fenced in,  arousing 
similar concern about the appearance being softened , perhaps 
through landscaping and/or setbacks. 
 
That being said, modern self-storage facilities are  generally 
less ramshackle-looking than their predecessors, wh ich were the 



MJB Consulting / Phillips Preiss Shapiro & Associates 
North Minneapolis Strategy / Minneapolis, MN 
----------------------------------------------------------------------------------------------------------- 

 47 

“first-generation” one-story warehouses with garage  doors to 
each unit.  They’re now generally self-contained wi th all 
entrances from inside a secured building. Furthermo re, the 
rental office itself can be built to resemble a rur al cottage or 
cabin, with the utilitarian facility located toward  the rear of 
the lot, screened behind trees.  
 
Self-storage facilities have very low traffic and p arking 
impacts.  Also, design guidelines can be placed in the zoning 
regulations to encourage either better design or sc reening of 
the facility from the road, and encourage a more pl easing 
fencing scheme.  Designed correctly, they are not d etrimental to 
the area’s image.  
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INDUSTRIAL MARKET OVERVIEW (Non-Retail, PPSA) 
 
Employment Trends 
Industrial demand is driven by firms looking to lea se space.  
Having an understanding of industry trends – which types of 
industrial jobs are expected to increase or decreas e over time – 
adds insight into the types of companies that might  target 
industrial land in North Minneapolis. The following  is a summary 
of major trends in current and future industrial em ployment, 
gathered predominantly from the City’s recent Indus trial Land 
Use Study and Employment Policy Plan (ILUS).   
 
·  A high percentage of Minneapolis residents appear t o work at 

industrial jobs.  According to the ILUS, estimated industrial 
employment was 58,200 jobs in 2004, which represent ed 21 
percent of all jobs.  Those 58,200 jobs were predom inately 
spread across the following industry groups  

o Construction 
o Manufacturing 
o Trade 
o Telecommunications 
o Utilities  
o Information   
 

·  Taken together, industrial users in Minneapolis are  forecast 
to experience job loss between 2000 and 2010 and jo b growth 
between 2010 and 2020.    

 
·  Among industrial firms, medium and heavy industrial  users are 

more likely to create jobs that start at a living w age.  
However, Minneapolis is forecasted to move away fro m heavy 
industrial users toward light and medium industrial  users like 
transportation and warehousing.  As shown in the ch art below, 
transportation and warehousing is expected to grow by over 
2,000 jobs in the next 20 years. Wholesale trade is  expected 
to add over 1,100 jobs and construction is forecast ed to grow 
by around 1,000 jobs.   
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Projected Industrial Employment 
Minneapolis, 2000-2020 
 

 Employment Change 

 2000 2010 2020 2000-2010 2010-2020 2000-2020 

 No. Pct. No. Pct. No. Pct. No. Pct. No. Pct. No. Pct. 

Utilities   4,510     6.3   3,660     5.5   3,660     
5.0 

   -850 -18.8    -60  -1.6    -910 -20.2 

Construction   8,070   11.3   7,960   12.0   9,060   
12.6 

   -110   -1.4 1,100 13.8      990  12.3 

Manufacturin
g 

22,550   31.5 18,570   28.0 18,800   
26.2 

-3,980 -17.6    230   1.2 -3,750 -16.6 

Wholesale 
Trade 

12,340   17.2 12,280   18.5 13,520   
18.8 

     -60   -0.5 1,240 10.1  1,180    9.6 

Trans. & 
Warehousing 

11,670   16.3 12,080   18.2 14,170   
19.7 

    410    3.5 2,090 17.3  2,500  21.4 

Information   8,600   12.0   7,420   11.2   7,480   
10.4 

-1,180 -13.7      60   0.8 -1,120 -13.0 

Real Estate, 
Rental, 
Leasing 

       60     0.1        60     0.1        70     
0.1 

        0    0.0      10 16.7       10  16.7 

Prof. & Tech. 
Svs. 

  1,860     
2.26 

  2,100     3.2   2,660     
3.7 

    240  12.9    560 26.7     800  43.0 

Other 
Services 

  2,010     2.8   2,280     3.4   2,520     
3.5 

    270  13.4    240 10.5     510  25.4 

Total 71,670 100.0 66,410 100.0 71,880 100 -5,260   -7.3 5,470   8.2     210    0.3 
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Industrial Real Estate Trends  
The following information, gathered from secondary sources (such 
as industry market reports and the ILUS report) and  interviews 
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with industrial real estate professionals, provides  information 
on the current and future citywide real estate mark et for 
industrial land and buildings.  The goal is to gain  a better 
understanding of what type of industrial land (loca tion, 
proximity) and buildings (size, layout) will be in demand.     
 
Supply of Industrial Land  
 
·  The amount of industrial land in the city as a whol e is 

dwindling.  
o Market pressure is driving the recent surge in 

industrial-to-residential conversions (and industri al 
land-owners and residential developers are capitali zing 
on that demand).    

o Neighborhood small area plans could dramatically sh ift 
the City’s land use mix away from industrial (31% i f all 
small area plans are implemented), according to ILU S.  
For example, the Above the Falls Small Area Plan (1 999) 
provides for light industrial use between Plymouth Ave. & 
31st  Ave., west of the railroad spur, and converts the 
remaining land to residential, mixed-use, and publi c 
green space.   

 
·  The City’s industrial land supply shows low market values per 

square foot and smaller parcel sizes relative to th e Twin 
Cities Metro Area.  The average industrial zoned pa rcel is 1.5 
acres and the average land market value per square foot is 
$4.30. Industrial development in suburban Twin Citi es Metro 
Area and exurban locations often sits on 5-10 acre sites.  

 
Supply of Industrial Buildings  
 
·  Industrial real estate can be organized into the fo llowing 

types:  
 

o Office Showroom/Business Center: multi-tenant buildings 
larger  than 25,000 rentable square feet,  more than 30% 
office space,  "clear" ceiling heights between 12 and 16 
feet.  They are characterized by usage  flexibility, smaller 
bay sizes and better  than average landscaping. 

o Office Warehouse: multi-tenant buildings 25,000 square feet 
or more rentable area, typically offer 10% to 20% o ffice 
space and have 16 to 20 feet clear ceiling heights.  

o Bulk Warehouse: multi-tenant buildings have 50,000 or more 
square feet of rentable area, built after 1945, hav e 5%-10% 
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office finished and clear ceiling heights of 20 fee t or 
higher. 

 
·  In light of the relatively smaller size and older b uilding age 

compared to suburban industrial space, industrial b uildings in 
Minneapolis show a low market value per square foot . The 
average market value per square foot is $39.90.  Wh ile 
Minneapolis has the largest amount of industrial la nd and the 
largest total industrial market value among Metro A rea cities 
as of 2000, Minneapolis shows a middle-of-the-pack industrial 
market value per acre.  

 
·  Minneapolis experiences lower rents and more volati le vacancy 

rates than the Metro Area as a whole, most likely d ue to 
having more warehouse product.   

 



MJB Consulting / Phillips Preiss Shapiro & Associates 
North Minneapolis Strategy / Minneapolis, MN 
----------------------------------------------------------------------------------------------------------- 

 52 

Future Demand   
 
·  In the ILUS study (and confirmed by brokers intervi ewed for 

this study), there is consensus among real estate 
professionals of strong demand for buildings under 50,000 
square feet (between 25,000 to 30,000 square feet o r less) and 
for new construction.  There is also across-the-boa rd 
consensus that residential conversions are contribu ting to 
rises in  land costs, making it difficult for industrial user s 
to afford space.  

 
·  As the market continues to tighten, landlords will push rental 

rates. Users will continue to evaluate limited opti ons and 
determine how to deal with decreasing supply and in creasing 
rates.  Functional bulk buildings will continue to be scarce, 
leading to leasing activity at more obsolete bulk b uildings. 
Large office showroom space is difficult to find, w hich is why 
speculative showroom development has taken off.   

 
·  Brokers also confirm that many companies in Minneap olis would 

like to expand, and want a build-to-suit property, but cannot 
do so because of a lack of land.  The biggest barri er to 
expansion is the cost of land.  Efficiently using s pace is 
critical, which doesn’t match very well with the Ci ty’s supply 
of obsolete structures.   

  
·  Typically, industrial users have been more focused on 

functionality to the exclusion of other considerati ons.  
Increasingly, an “industrial” building means labora tories and 
flex space (i.e. low-cost buildings combining offic e with 
production/distribution functions) just as much as warehouse 
space.  

 
·  The market feasibility of mixed-use and vertical in dustrial 

space is relatively undetermined in the current mar ketplace.  
However, these development concepts may help indust rial and 
residential uses cohabitate and could be explored. For 
example, the new Real Estate Recycling building in the 
Humboldt Industrial Area has a higher proportion of  glass and 
high quality exterior building materials. Newer 
office/warehouse and office showroom buildings in t he SEMI 
area are also examples. 

 
Site Location Factors  
When searching for suitable sites (or making the de cision to 
stay, expand or move), industrial businesses pay pa rticular 
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attention to factors such as visibility, streetscap e, the 
condition of sidewalks and roadways, land uses, inf rastructure 
and transportation access.  Each potential industri al use 
(warehouse, manufacturing, research) varies in its site location 
criteria—some profit from proximity to an airport, others 
visibility from a highway.  Understanding the physi cal context 
is an important step to understanding market potent ial. 
 
Industry generally requires large sites with room f or storage of 
materials and finished goods, truck loading, parkin g and 
factory/warehouse proper.  Industry will tend to wa nt its 
privacy from complaining neighbors.  They will tend  to build 
inexpensive, boxy buildings with little adornment a nd minimal 
landscaping.  Industry generates little traffic, as  the worker-
to-space ratio is low.  Industry generally need not  keep up 
appearances to attract investors, workers, or custo mers.  And 
they pose enforcement problems in terms of maintena nce of 
landscaping and structures.  They are therefore bes t controlled 
through natural buffers and setbacks.   
 
In general, all industrial businesses are looking f or suitable 
and efficient space, close proximity to customers, convenient 
transportation access, and access to a suitable lab or pool.  
Industrial uses work in areas with low-impact acces s to highway 
or rail, buffering from residential uses and collab oration 
between businesses and neighborhoods.  The ILUS not ed that 
industrial businesses locate in Minneapolis primari ly because it 
offers a convenient central location, close proximi ty to 
transportation arteries, and close proximity to the ir customer 
base.   
 
The Upper Mississippi River Industrial Corridor Rep ort surveyed 
industrial businesses between from Dowling Ave. N a nd 31 st  Ave. 
NE to Plymouth Avenue and 8th Avenue NE to the sout h, between 
Interstate 94 and the Burlington Northern Railroad.   The purpose 
of the survey was to better understand the value of  these 
businesses to the surrounding community and the per ception of 
North Minneapolis communities to the businesses in the corridor.  
Of the 98 businesses that completed the survey, the  most 
outstanding concern was crime and safety, including  graffiti, 
burglary, theft, and vagrancy.  This came out more strongly on 
the north side of the river than the northeast side .  There was 
also a feeling that neighborhood associations were barriers to 
growing their business.  Environmental concerns cit ed included 
road quality, lack of greenery, building facades an d a desire 
for increased street lighting.  A strong concern re garding city 
taxes was expressed in the survey.  Many businesses  stated high 
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city taxes as a disadvantage to having their busine ss in the 
area.   
 
Heavier Industry/Industrial Park Location Requireme nts  
 
The following criteria are based on the ILUS study and its 
analysis of redevelopment opportunities within the City’s 
industrial areas:    
 
·  Access : Industrial businesses rely on good access to majo r 

arterial routes. Goods producing businesses need to  bring in 
supplies and ship out their finished products to cu stomers.   

·  Presence of Underutilized Parcels : Development will gravitate 
toward low-cost underutilized parcels with marketab le 
characteristics. 

·  Proximity to Recent Market Investment : Developers look for 
evidence of market feasibility in successful develo pments 
nearby. 

·  Proximity to Residential Uses : Industrial businesses want to 
avoid neighborhood conflicts over truck traffic, no ise, and 
odor. Distance and buffering can help prevent confl ict. 

·  Public Resources : Existing and planned public investments can 
help catalyze development.  Existing but unused tax -increment 
financing (TIF) districts can attract development, as well as 
planned infrastructure investments. 

·  Guiding Land Use Plan : Sites envisioned to remain industrial 
in a land use plan are more marketable. Developers and 
industrial business will be more inclined to invest  in 
properties if they know the zoning will be stable a nd they 
won’t suddenly be treated as a non-conforming use. 

·  Potential Remediation Costs : A polluted site likely carries 
additional remediation costs. Public involvement in  sharing 
the cost burden often improves a project’s financia l 
feasibility. 

·  Allowance for future expansion : this has been mentioned by 
current employers as a major factor in deciding to remain or 
move to the NW suburbs.  

·  Links with other industries: clustering opportunities.  
·  Safety (vandalism; ability to retain/attract employ ees)    
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Lighter Industry (inclusive of warehousing/distribu ting, and 
self-storage) 
 
Those industrial uses that would seek out a non-ind ustrial park 
locale within North Minneapolis will mainly fall in to one of 
several categories: 
 
·  Contractors and other industries interested in the possibility 

of outdoor or minimal shelter storage with no resid ential 
neighbors (sites adjoin the highway). 

·  Distributors attracted to a highway location  
·  Self-storage facilities, mindful of the potential 

visibility/accessibility to highway passersby 
 
Contractors, distributors and self-storage faciliti es are 
somewhat schizophrenic in that they want the visibi lity, but not 
the scrutiny that comes with prominent locations. 
 

A Note on the Technology Industry (electronics, sof tware, 
biotech)  
 
The Metro Area has one of the leading technology se ctors in the 
entire nation.  In fact, the region is ranked 10 th  overall on the 
Metropolitan New Economy Index.  Technology compani es in the 
region tend to specialize in computers, peripherals  and medical 
devices.    
 
In terms of technology companies, site selection ha s become more 
complicated as decisions become more global. High-t ech is not 
one industry, it is many, and each have different r equirements 
and locational patterns - biotech is different from  pre-packaged 
software, which is different from telecommunication s equipment.  
However, attracting and retaining a high tech indus try cluster 
is less about a focus on individual companies, and more a focus 
on high-technology workers.  The following three cr iteria are 
mentioned as essential:  
 
·  Access to talent:  communities with a large pool of technical 

workers; technical functions tend to cluster in dif ferent 
regions as specialties vary.  Physical and cultural  amenities 
are key in attracting knowledge workers. 

·  Proximity to research universities: availability of local 
graduates; access to training for quick upgrades in  skill;  

·  Quality of Life: Factors defining a community’s livability are 
becoming increasingly important.   
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At this point, North Minneapolis is not poised to a ttract or 
retain a significant cluster of high technology com panies.  
Possibly, as parts of West Broadway begin to revive  with 
additional retail and cultural amenities, smaller a nd start-up 
technology companies may find the area attractive.  However, it 
is not recommended that the area’s organizations fo cus 
recruitment, attraction or workforce development re sources on 
these types of industries.  
 
 
OPPORTUNITY AREAS (Non-Retail, PPSA) 
 
West Broadway CBD, I-94 to Girard Avenue  
 
Strategy  
 
·  Begin a dialogue about the relocation of industrial  businesses 

on West Broadway.  Current industrial uses can be a ccommodated 
in the North Washington Jobs Park or Upper River Em ployment 
Districts, which are both considered some of the hi ghest-value 
(most developable) industrial land in the City and therefore 
some of the most protected (see section on “Industr ial Market” 
above).  Businesses would enjoy better I-94 access and would 
be significantly more removed and buffered from res idential 
and retail parcels and uses.  They would most likel y qualify 
for Empowerment Zone and other public benefits.   

o In the North Washington Jobs Park Employment Distri ct, 
the City expects development on parcels east and we st 
of 2 nd street between 17 th  and 18 th Avenues.  

o In the Upper River Employment District, the City 
expects development on parcels east and west of 2 nd 
street around 22 nd to 24 th  Avenues; and west of 2 nd 
Street and east of Washington Avenue.  

 
·  Make a play for the Minneapolis Farmers Market  

o The market is looking to expand or relocate 
o It would draw people to North Minneapolis and West 

Broadway on the weekends and during the day.  
o Businesses impacted by the move could be given 

priority for acquisition of the current Farmer’s 
Market site (which is a City-owned property)  

o Parking is the issue (could use community shopping 
center lots; on-street parking along 3 rd  Street)  

o The market would push forward plans to make this 
portion of West Broadway more accessible to 
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pedestrians and bicyclists (which would help attrac t 
new businesses)  

 
·  Work professional office space into the mix of rede velopment 

(within shopping centers, as part of village-style/ mixed-use 
developments)  

o AINDC is already planning a mixed-use development 
across the street that would include second-floor 
offices.  The longer-term reworking of Hawthorne 
Crossing is another possibility.   

 
·  For the long-term, consider a "boutique" industry /  showroom 

on "gateway" industrial sites (see section on "Offi ce Market 
Overview" above) 

o There seems to be an assemblage opportunity with I1 -
zoned and I2-zoned parcels from West Broadway to 22 nd 
Avenue N and from the Kemp Dairy plant to I-94.  
Zoning might need to be altered for this concept, t o 
allow for services and possibly, some retail.   

o Site capacity can be increased still further by re-
zoning the lots on the northeast corner of West 
Broadway and 4th Street (e.g. 4th Street Saloon, et c.) 

o Re-use of existing buildings would be possible.    
 
·  In general, ensure that design guidelines and stree tscape 

improvements being imagined for points further west  along the 
corridor are extended to include gateway sites at I -94.   

o Lobby for Federal and State transportation funding for 
these gateway and arrival points, including better 
signage (markers/statuary at entrances of bridge); 
streetscape and possibly re-alignment leading to an d 
from I-94; creation of the infrastructure needed fo r 
development opportunities at entry points. 

 
o Be proactive about investigating environmental reme diation 

needs of individual sites.   
 
Relevant Factors  
 
Opportunities/Strengths 
·  Sites on this portion of West Broadway enjoy access  to and 

from I-94 and a location at the base of the bridge.   They 
offer terrific access and visibility for commuters and 
residents (especially for southbound commuters/resi dents who 
have direct access from I-94; northbound drivers mu st first 
drive on Washington Avenue and then come across the  bridge).   
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·  3rd  Street North increases the amount of property enjo ying 
highway proximity.  

·  Strong transit options are available via the City b us system 
(and future Bus Rapid Transit) which help potential  
users/employees of non-retail uses access the area.    

·  Increased residential and retail (especially increa sed 
comparison-goods shopping) along West Broadway crea tes demand 
for non-retail services (professional offices and s ervices; 
non-retail anchors).  It also offers more of a draw  for 
potential employees.  

·  Odd-lot configurations immediately west of I-94 (be tween 3 rd  St 
North and 5 th  St North) may offer opportunities for creative 
mixed-use design (with parking either in the back o r on the 
side).   

·  With the sites directly west of I-94, especially th e 
industrial site on West Broadway and the site on 21 st  Avenue, 
the City is in a position of strength (it need not “settle”) 
as industrially-zoned and environmentally-constrain ed land is 
the equivalent of a holding zone that forestalls ho using and 
often allows affordable land assemblage.  

·  Industrial zoning allows for “boutique industry” po tential in 
the long-run  

·  Multiple zoning classifications may work towards mi xed-uses 
without a rezoning or variance.  

 
Challenges  
·  While West Broadway offers direct access to I-94, i t is not 

the only option for residents and commuters to trav el to and 
from Downtown or points north.   

·  Odd-lot configurations pose challenges for creating  enough 
capacity for office or mixed-use developments, and most likely 
makes assemblage a necessity.    

·  Current productive uses (especially industrial) mus t be taken 
into account (relocated or worked into design).   

·  Depending on the proposed use, multiple zoning clas sifications 
may need to be changed.   

·  Current industrial use may require environmental re mediation 
of some level (which may preclude some uses or make  them more 
challenging to attract).   This is ultimately a min or concern 
in terms of development, since it simply means that  certain 
costs are deducted from the land purchase bid; thus , high-
value development is not significantly deterred.  I t is more 
of an issue in terms of predictability, e.g., wheth er a 
developer can be confident that the project can go forward 
with the needed approvals in a timely manner. 
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Plymouth-Penn 
 
The University Northside Initiative has the potenti al to anchor 
this stretch of Plymouth for years to come.  Invest ment by the 
University of Minnesota and its Child and Family Ce nter could 
spur the development of spin-off office development  and 
services. North Point’s calculation of 20,000 addit ional 
patients per year, coming from throughout the Twin Cities, will 
also add demand for medical office development.  Th ere are also 
“ripple effects”, including business and contractin g 
opportunities, around the construction and maintena nce of new 
facilities. 
 
Phase II of Market Place West already calls for off ice space, a 
small business incubator, and a number of services- related 
businesses.  
 
In terms of medical office (pediatricians, psycholo gists, 
dentists) development, trends are moving towards la rger groups 
with more prestigious space, as opposed to individu al doctor’s 
offices on ground floor. These include:  
·  HMOs and Primary Care Centers  
·  Medical administration offices  
·  Hospital outreach  
·  Mental illness groups  
 
Glenwood Avenue 
 
The Bassett Creek Valley Master Plan calls for whol esale 
redevelopment, including a significant amount of of fice space 
(an eventual 2,000,000 to 4,600,000 sq.ft.) in “Lin den Yards” 
where there will be the most direct freeway and tra nsit access.  
The plan concentrates light industry (120,000 sq.ft .) around an 
existing substation in the eastern portion of the p lanning area.   
 
Initially, access (to downtown and cultural ameniti es for office 
uses and to customers and transit routes for indust rial users) 
will be the ultimate selling point, especially befo re the area 
takes on a character of its own.  Currently, the ac cess from I-
94 is confusing, with only experienced users of the  area able to 
navigate into and out of the area designated for of fice uses.  A 
new access point off I-394 (Dunwoody Blvd) should h elp, but this 
is a longer-term solution.     
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The Redevelopment Plan calls for office uses in bot h mixed-use 
and pure office developments.  In the project’s Pha se I, there 
is a call for office buildings (up to 3.5 million s q.ft.) 
adjacent to I-394 (Linden Yards East and West).  Fo r this area, 
the connection and orientation to downtown will be the biggest 
asset (it is a 5-minute drive).  Potential tenants will most 
likely be small users because of the constrained ac cess.  These 
users may want to be near, but not located within, the CBD.  
They would most likely be professional offices 
(architects/designers/planners/engineers) with sate llite offices 
close to their existing downtown space.  However, s uch users 
will most likely not demand space until the access issues are 
resolved.   
 
In a 2000 market analysis, Maxfield Research, Inc. projected 
that between 20,000 and 40,000 sq.ft. of additional  office space 
could be supported between 2005 and 2010 and a tota l of 60,000 
to 120,000 sq.ft. between 2005 and 2020.  Although this analysis 
was conducted during a challenged real estate marke t, these 
projections are significantly less than the amount of office 
space called for in the Master Plan.  
  
In terms of industrial space, future residents and consumers 
within the Valley will want heavier uses removed fr om the area.  
This also becomes a necessity in order to create as semblage 
opportunities for residential, commercial and mixed -uses.  The 
designated parcels for light industry (near the jun ction of I-94 
and I-394) make sense.  However, the Master Plan ca lls for these 
uses to be created in a later phase, by which time the uses 
driving the local market may have changed.  The suc cess of the 
North Washington Jobs Park (and significant amount of investment 
made by the City in that area) and the proximity to  future 
residential developments makes this area’s industri al future 
dim.   
 
Lyndale Commercial Corridor (between 42nd and 49th Ave) 
 
The eclecticism of the commercial and industrial bu ildings and 
warehouses in the Camden Industrial Area – running adjacent to 
the commercial on the East side of Lyndale – is imp ressive.  And 
the range of building types, conditions, and setbac ks allows for 
creative development ideas and site design.  Howeve r, the 
corridor currently lacks a unifying "theme" that wo uld create a 
sense of place and encourage investment.  A quick s can, though, 
of some of the current businesses located along or in close 
proximity to Lyndale (Hirschfelds Paint Manufacturi ng; a 
remodeling service business; a plumbing company; et c.) reveals a 
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burgeoning, home remodeling/repair niche.  In the l onger-term, 
due to highway access, current zoning and increased  residential 
development, the potential exists to further develo p this 
concept, similar to (but probably on a smaller and less 
expensive scale) than the IMS.  The buildings, acce ss and 
current industrial use of the area makes the creati on of such a 
hybrid retail-industrial mixed-use format, in which  retail and 
industrial uses are complementary, intriguing.  The se types of 
developments are appropriate for sites in the study  area that 
adjoin the interstate highway.  Current uses at and  around the 
study area already point to a business mix that bri dges the gap 
between industrial and retail models. A residential  element is 
not out of the question, especially given the acces s to North 
Mississippi Park and enhanced connections to open s pace as a 
result of the After The Falls Plan. 
 
Dowling Avenue 
 
The highway access at Dowling Avenue dictates highe r uses.  The 
City could consider rezoning and assemblage of lots  near the 
highway for office use.  Currently, only residentia l zoning (R2B 
on north side; R1A on south) exists.   
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INDUSTRIAL DISTRICTS (Non-Retail, PPSA) 
 
North Minneapolis contains three designated Industr ial Business 
Park Opportunity Areas (IBPOA) and an abundance of industrial 
land (such as the Camden Industrial Area (discussed  above). More 
importantly, the area has three designated Employme nt Districts 
that enjoy the highest land use protection possible  at the city 
level: (1) Humboldt Employment District; (2) Upper River 
Employment District; and (3) North Washington Jobs Park 
Employment District.   
 
Because IBPOAs are designated as “points” rather th an 
“districts,” their boundaries are unclear and lose significance 
in land use and zoning decisions as well as long-te rm planning.  
As such, the City adopted Employment Districts to p rovide 
geographic boundaries to IBPOAs. The ILUS points ou t three 
distinctions to consider about Employment Districts : 
 
1) Employment Districts are designed to protect pri me industrial 
space with strong long-term market fundamentals. In dustrial 
businesses can continue to operate outside of the E mployment 
Districts, but without added protection from reside ntial 
conversions. 
 
2) Employment Districts present an opportunity for the City to 
support targeted industrial users and redevelop und erutilized 
sites. 
 
3) The restrictions would apply only to future resi dential 
zoning amendments and not existing residential uses  in 
Employment Districts. 
 
Based on a redevelopment analysis that was conducte d as part of 
the ILUS, the following is a comparison of the thre e Employment 
Districts found within the study area: 
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 Humboldt ED Upper River ED 

(UR) 
N. Washington Jobs Park ED 

(NWJB) 
Access ·  Significant access to 

connector routes and 
railroad spurs. 

·  Osseo Rd. is north-south 
connection to Hwy 100.. 

·  49th Ave., 44th Ave., 
Brooklyn Blvd, and 
Humboldt Ave. are 
designated truck routes. 

·  Premier access to I94 - 
Mpls./St. Paul, I-394, I-
35W, I- 694.  

·  Truck routes at 
Washington Ave. and 2nd 
St.  

·  Parts of W. Broadway 
Ave. and Washington 
Ave. have heavier load 
capacity. 

·  Premier access to I94 - 
Mpls./St. Paul, I-394, I-
35W, I-694. 

·  Truck routes at 
Washington Ave. and 2nd 
St.  

·  Parts of W. Broadway 
Ave. and Washington 
Ave. have heavier load 
capacity.  

Underutilized 
Parcels 

·  Avg. industrial land value is 
$2.58/sq. ft. 

·  Avg. industrial building 
value is $19.87/sq. ft. 

·  Avg. industrial parcel size is 
5.28 acres. 

·  Avg. industrial building age 
is 50 years. 

·  Avg. industrial land value 
is $3.90/sq. ft. 

·  Avg. industrial building 
value is $26.42/sq. ft. 

·  Avg. industrial parcel size 
is 2.54 acres. 

·  Avg. industrial building 
age is 49 years.  

·  Avg. industrial land value 
is $3.90/sq. ft. 

·  Avg. industrial building 
value is $26.42/sq. ft. 

·  Avg. industrial parcel size 
is 2.54 acres. 

·  Avg. industrial building 
age is 49 years. 

Recent 
Investment 

·  Real Estate Recycling’s 
125,000 sq. ft. multi-tenant 
building on 10 acres in the 
northwest corner of the 
District. 

·  Atomic Waste warehouse 
at 23rd Ave. and 2nd St. 

·  Master Dev. offices at W. 
Broadway Ave. & 2nd St. 

·  7 NWJP buildings built 
between 1995 & 2002.  

·  Master Dev. 3-story and 
1-2 story building on city-
owned property at 
Plymouth Ave/ 2nd St.  

Proximity to 
Residential  

·  Single-family homes are 
located to the north and 
south on 49th and 47th 
Avenues.  

·  Multifamily senior housing 
is located east of Humboldt 
Ave. 

·  Brooklyn Blvd. divides 
industrial from residential  

·  Buffered from residential 
uses to the west by I-94. 

·  Riverview Townhomes, at 
W. River Rd. & 23rd Ave.  

·  Dilapidated interspersed 
housing north of 34th 
Ave.  

·  Buffered from residential 
uses by I-94 and railroad 
tracks. 

 

City Resources  ·  TIF district for Real Estate 
Recycling project. 

·  TIF district covers parcels 
between 18th Ave. and 
Lowry Ave. 

·  TIF district covers parcels 
between Plymouth Ave & 
18th Ave. 

Redevelopment 
Potential 

·  Depends upon Canadian 
Pacific Railroad (primary 
landowner) and 
neighborhood plans  

·  Access to I-94 and 
buffering from residential 
are big selling points; 
Congestion at W. Bway  

·  Access to I-94, proximity 
to investment, established 
buffering from residential 
uses are selling points  

Marketable 
Parcels 
(combined size; 
phasing) 

·  Short-term: Real Estate 
Recycling Site (12 acres)  

·  Intermediate: Vacant parcels 
at Sheridan & 49th (3.75 
acres) 

·  Longer: Vacant parcel and 
two structures at Osseo Rd. 
& 47th (7.5 acres)  

·  Short-term: Parcels east 
of 2nd Street b/t 22nd Ave 
and 23rd Ave (3.5 acres)  

·  Intermediate: Multiple 
sites (15.5 acres)  

·  Longer: Multiple Sites 
(9.5 acres)   

·  Short-term: Parcels East 
of 2nd St. between 10th 
Ave. and 17th Ave (26 
acres)  

·  Intermediate: Parcels west 
of 2nd St. and east of 
Wash. Ave, b/w 17th & 
18th Ave (2.5 acres)  

·  Longer: Parcels east of 2nd 
St. b/w 17th/18th Ave (4 
acres)  



MJB Consulting / Phillips Preiss Shapiro & Associates 
North Minneapolis Strategy / Minneapolis, MN 
----------------------------------------------------------------------------------------------------------- 

 64 

·  Access: Because of their proximity to one another, the UR a nd 
NWJB both enjoy the same, premier access to regiona l road 
systems; Humboldt has access to more local roadways  but good 
rail access.   

·  Underutilized Parcels:  Most likely due to their proximity, 
underutilized parcels in the UR and NWJB were found  to have 
the same average land and building costs, parcel si ze and 
building age; Humboldt’s average land and building values were 
less yet its underutilized parcels were found to be  almost 
twice as large on the average.   

·  Recent Investment:  While all three EDs have seen some recent 
investment, the NWJB has seen the most sustained in vestment 
and city attention, which will most likely continue  because of 
its proximity to the planned Twins Ballpark.  

·  Proximity to Residential:  NWJB is the most buffered; UR will 
be under increased residential pressure because of calls for 
re-use along the River (Above the Falls Plan); Humb oldt is the 
least buffered and increased residential developmen t continues 
in close proximity (Humboldt Greenway; Shingle Cree k; multi-
family senior housing).  

·  City Resources:  All three EDs have TIF (Tax Increment 
Financing) districts within their borders; UR and N WJB have 
more expansive districts than Humboldt.  

·  Redevelopment Potential:  Access to I-94 and buffering from 
future residential uses are the main determinants o f 
redevelopment potential; by these criteria, NWJB ha s the most 
overall potential for expansion and investment.   

·  Marketable Parcels:  In terms of expansion potential, the ILUS 
suggested that NWJB had the most short-term potenti al (26 
acres) while UR had the highest intermediate and lo ng-term 
potential (combined 25 acres); Humboldt did show a large 
amount of short-term potential (12 acres), mostly d ue to the 
Real Estate Recycling Site.  

 
Strategies and Recommendations  
The capacity and energy of North Minneapolis commun ity 
organizations are impressive but, most likely, the ability of 
local organizations to focus significant amounts of  resources on 
business retention and attraction is limited.  More over, 
retention and attraction mean little local companie s, for a 
variety of reasons, are not hiring local residents (see the 
section below, on "Workforce Development)".  Howeve r, local 
community organizations can undertake or stimulate a series of 
actions that improve connections to local businesse s and insure 
that a healthy business community remains in close proximity: 
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1.  Improve outreach to local businesses through on-sit e visits, a 
business calling program, business caravans, etc. 

Most industrial companies in the region are home-gr own; very 
few large companies relocate here from elsewhere.  Therefore, 
improved outreach to existing companies becomes imp erative.  
Business retention begins with an understanding of existing 
business concerns, and this understanding is best a chieved 
through regular, community-initiated dialogues with  local 
business owners and managers. Whether done through the 
telephone or face to face, such calls perform a dua l function—
not only do they provide the community with importa nt 
information, but they also signal to businesses tha t the North 
Minneapolis community is interested in them and con cerned 
about their welfare.  Collected information will he lp the City 
and County in their larger-scale recruitment and re tention 
efforts.  
 

2.  Conduct “exit interviews” for every business that c loses or 
relocates out of North Minneapolis Employment Distr icts  

Inevitably, businesses will, for one reason or anot her, either 
close up shop or relocate outside of the area. It i s important 
for the community to understand why. Therefore, an “exit 
interview” process for businesses that are either c losing or 
relocating is recommended to identify potential pro blems that 
led to the loss of a business, as well as whether a nd how such 
problems could be addressed. 
 

3.  Help market the City’s incentive programs, such as the 
Enterprise Zone, to existing as well as prospective  businesses 

Local business incentives are often marketed primar ily to 
prospective businesses looking to locate in Minneap olis, but 
they can be just as meaningful to existing business es 
contemplating an investment or expansion. This is w here North 
Minneapolis organizations can assist the City.  Bus iness 
interviews conducted as background to this report r evealed 
that some business owners are either unaware of the  benefits 
available to them, or harbor misconceptions regardi ng the 
complexity and expense of applying for these benefi ts. A clear 
explanation of the benefits in the form of a short flyer, 
coupled with verbal outreach through the business-c alling 
program detailed above, would help better promote t he existing 
programs. 
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4.  Lobby the City to facilitate the expansion of “turn key” 
industrial / commercial/ flex sites in North Minnea polis 
Employment Districts  

North Minneapolis has had industrial zoning in plac e for large 
tracts of land for some time. The land is favorably  located. 
Brokers and property owners report strong demand fo r 
industrial and flex space locally.  According to th e ILUS, 
there is a good amount of marketable and developabl e acres 
that remain undeveloped within the three North Minn eapolis 
Employment Districts.  The Districts are not true i ndustrial 
parks, i.e., businesses within the Districts are no t all 
offered subdivided (or sub-dividable) property with  roadway 
frontage and utilities. Without the proper infrastr ucture, 
none of the interior sites can be considered “ready  to go” 
when prospective businesses are looking for sites. As a 
result, such businesses are likely to look elsewher e. 
 
If the City is serious about seeing some of this un derutilized 
land within the EDs developed, it will be necessary  to make an 
investment in providing streets and other infrastru cture to 
support the development of these lands. North Minne apolis 
community organizations should lobby the city to pr ovide 
specific sites with the roadway access and infrastr ucture that 
is currently lacking. 
 

5.  Expand the amount of incubator space in North Minne apolis  

In order to nurture startup businesses, North Minne apolis 
needs to have available the sort of low cost space that small 
startups can afford. A traditional “business incuba tor” 
involves an office, research, or flex building that  
incorporates shared services such as fax machines a nd 
printers, a central receptionist, etc. The cost of the space 
is subsidized, and businesses are expected to “grad uate” out 
of the incubator as their business picks up and exp ands. A 
more informal type of incubator consists of nothing  more than 
low-cost, flexible space, and can be privately owne d and 
operated. For the purposes of North Minneapolis, in cubator 
space should be broadly defined as any low-cost, fl exible 
space available in small blocks suitable for small startup 
businesses. 
 
Incubators are often located on or in close proximi ty to the 
sites of existing institutions (like medical or edu cational 
campuses), in old buildings in need of reuse (such as 
industrial lofts or a failed strip mall), or on low -cost 
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industrial sites. North Minneapolis does have some of these 
sites and buildings readily available for incubator  
development (e.g. Lyndale corridor in the Camden in dustrial 
area).   
 
There are potentially several methods in which the amount of 
incubator space in North Minneapolis could be incre ased: 
 
·  Working closely with the University of Minnesota an d 

Minneapolis Community and Technical College (MCTC)  
·  Working with existing property owners (such as on t he 

western portion of West Broadway) to facilitate the  
expansion of existing low-cost industrial/flex deve lopment. 

·  Incorporating out-parcels appropriate for such deve lopment 
into the conditional approvals for large developmen t 
projects that involve either government participati on or 
discretionary approvals.   
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EMPLOYMENT AND WORKFORCE (Non-Retail, PPSA) 
 
Purpose  
North Minneapolis communities will eventually captu re new 
investments in retail, office and industrial uses.  Whether 
current residents will fully contribute and share i n the 
benefits of revitalization will depend in large par t on their 
ability to obtain living wage jobs.  As residents s ecure jobs 
and move from lower-paying to higher paying jobs, t heir ability 
to take advantage of home ownership opportunities, invest in 
housing improvements, and support the area’s retail  and service 
base, will be enhanced.  Thus, a community employme nt strategy 
is an essential economic complement to strategies f or increasing 
and capturing market demand outlined elsewhere in t his report.  
   
In conjunction with a market analysis, Phillips, Pr eiss Shapiro 
Associates (PPSA) was asked by the Northway Communi ty Trust to 
conduct a scan of workforce development issues in N orth 
Minneapolis.  This memorandum includes background i nformation on 
regional and local employment and industry trends a s well as the 
needs, opportunities and ongoing challenges for loc al workforce 
development programs and services.  It concludes wi th a menu of 
strategy recommendations, mostly centered around bu ilding local 
capacity, but also touching on ideas for increasing  linkages 
between real-estate and workforce development progr ams as well 
as target industries (manufacturing, health Care, r etail).    
 
Context: Regional Employment and Industry Trends   
After a recession following 2001, the region and Ci ty are 
performing well in terms of employment:  
 
·  In 2004, the Twin Cities ranked 1 st  among the 25 largest 

metropolitan statistical areas, or MSAs, in adults active in 
the labor market (76.9%) and share of adults employ ed (73.4%).  
The Twin Cities was 11 th  among the 25 largest MSAs in job 
growth since 2000. (Source: U.S. BLS, Local Area Un employment 
Statistics) 

 
·  In general, Minnesota is a good place to work. Its median 

hourly pay, $15.95, is the 10th highest in the nati on and a 
full $1.62 per hour, or 11% higher than the nation’ s overall 
median rate of $14.33.  Minnesota’s high wage rates  exist, in 
part, because of its generally low unemployment rat es, high 
educational attainment and the larger share of jobs  in the 
skilled professional field (source: Greater Workfor ce 
Investment Council).  
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·  According to the Minneapolis Community Planning and  Economic 

Development (CPED) Department, employment levels of  
Minneapolis residents were up slightly in the fourt h quarter 
of 2006, by 0.3 percent, from the same quarter in 2 005.  City 
unemployment was 3.7 percent in the fourth quarter of 2006, 
down from 4 percent in the third quarter 2006, and down from 
3.8 percent in the fourth quarter 2005 (Minneapolis  Trends 
Report, 4 th  Quarter Trend Report, 2006).   

 
·  Overall for the year 2006, the city’s average emplo yment 

increased by 0.4 percent, to 213,707, compared to 2 12,872 in 
2005.  The unemployment rate declined from 4.2 perc ent in 2005 
to 3.9 percent in 2006. (Minneapolis Trends Report,  4 th  Quarter 
Trend Report, 2006).   

 
The Greater Metropolitan Workforce Council has iden tified 
specific industries as regional and city job genera tors 15:  
 
·  The largest sectors of regional economic activity a re:   

o Manufacturing (13.3% of all jobs and 16.2% of payro ll 
wages)  

o Healthcare and social assistance (12.5% of jobs and  10.6% 
of payroll wages)  

o Retail trade (12.2% of all jobs, but only 6.6% of p ayroll 
wages)   

 
·   “Distinguishing industries” are defined as industr ies that 

can disproportionately shape the character of a reg ional 
economy. Distinguishing industries can be identifie d by 
calculating the region’s share of the national payr oll in each 
industry—or location quotient (LQ).  Between 2001 a nd 2004, 
for industries with an increasing LQ, six added emp loyment 
faster than the U.S. rate. Those industries were:  

o Printing and related support activities 
o Computer and electronic product manufacturing 
o Miscellaneous manufacturing 
o Publishing 
o Personal and laundry services 
o Durable goods merchant wholesalers  

 

                                                 
15 Twin Cities Greater Metropolitan Workforce Council. 2006/2007 Regional Assessment for a 
Competitive Economy Report (Workforce RACE Report).  
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Not surprisingly, many of these industries are also  growth 
sectors with growth rates that exceeded that the st ate average 
of 2.2%.   
 

·  Numerous industries are still feeling the effects o f the 2001 
recession and have continued to lose employment rec ently. Some 
industries are shrinking due to changing demands of  the 
market, industry consolidation, restructuring, busi ness 
closure or relocation out of the area.  The food 
manufacturing, machinery manufacturing, and insuran ce carriers 
and related activities sectors have shown decreases  in 
employment since 2003.  

 
·  Eight fields (with three out of the top eight in he althcare-

related fields) may have acute shortages of workers , so 
conditions may be advantageous for jobseekers in th ese 
occupation groups: 

o Nursing, psychiatric and home health aides; 
o Retail sales workers; 
o Occupational and physical therapy assistants and ai des; 
o Life scientists; 
o Health technologists and technicians; 
o Food preparation and serving related workers; 
o Personal care and service workers; and, 
o Personal appearance workers (beauticians, hairdress ers, 

etc.). 
 
The following are recent industry growth trends %3:  
 
·  From the second quarter of 2005 to the second quart er of 2006, 

nine sectors grew in Minneapolis, in the region and  in the 
state:  

o Finance 
o Professional and technical services 
o Management of companies 
o Administrative and waste services 
o Educational services 
o Health care 
o Accommodation and food services 
o Manufacturing 
o Wholesale trade  

 

                                                 
16 CPED. Minneapolis Trends Report, 4th Quarter Trend Report, 2006.   
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Percent Change in Number of Jobs 
2nd Quarter 2005 to Second Quarter 2006 
 

 
Source: CPED with revised data from DEED  

 
·  In Minneapolis, finance and insurance had the highe st growth, 

adding 10.2 percent more jobs, but it grew less in the region 
and the state.   Jobs in administrative and waste s ervices 
grew most in Minneapolis, followed by the state and  finally 
the region. Accommodation and food services and man ufacturing 
increased faster in Minneapolis than in the other t wo areas, 
while wholesale trade was slower in the city. The c ity was hit 
hardest in the retail sector, losing 8.8 percent of  its jobs.  

 
Context: North Minneapolis Employment and Industry Trends  
In almost every measure of employment, labor force participation 
and earning ability, North Minneapolis (comprised o f fifteen 
neighborhoods) ranks below the state, region and ci ty.  The 
North Minneapolis workforce is characterized by hig h levels of 
unemployment and low-wage employment.  While there is indeed a 
gap between the Twin Cities and the Metropolitan ar ea regarding 
employment and labor participation, the true gap ex ists between 
areas like North Minneapolis and the remainder of t he region.   
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Within the fifteen neighborhoods that define North Minneapolis, 
there are over 63,000 people in 23 census tracts. T he Northside 
labor force of 28,600 was largely unchanged from 19 90 to 2000.  %E  
2006 demographic and economic estimates show North Minneapolis 
with higher unemployment, lower labor force partici pation, lower 
median household income, lower educational attainme nt levels, 
and more reliance on public transportation than the  City and 
seven-county Metro Area:      
 
Demographic & Economic Indicators 
2006 Estimates 
 
	 NMPS	 City 	 Metro Area 	
Civilian -  
Unemployed 	

7.1% 	 4.2%	 2.6%	

Not in Labor 
Force 	

35.8% 	 28.1% 	 25.4% 	

Median 
Household 
Income 	

$36,894 	 $44,239 	 $64,153 	

Below Poverty 	 	 	 	
Bachelor’s 
Degree or 
Higher 	

14.8% 	 37.2% 	 34.9% 	

% No Vehicles 	 23.1% 	 19.8% 	 8.1%	
Workers Age 
16+, Public 
Transport to 
Work	

15.54% 	 14.57% 	 4.7%	

Owner-
Occupied 
Housing Units 	

63.0% 	 51.0% 	 72.6% 	

Source: Claritas, Inc. 2007  
 
As discussed previously in the retail market report , the “trade 
area” of  residents living from Glenwood Avenue to Lowry Avenue, 
and from I-94 to Penn Avenue, shows even lower educ ational 
attainment, lower labor-force participation, and hi gher 
unemployment:    
 
·  Low educational attainment (’00) 

o 33.6% of 25+ population does not have a H.S. diplom a (’00) 

                                                 
17 North Minneapolis Asset Mapping and Indicators for 2006 – University of Minnesota Office 
for Business and Community Economic Development.   
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o Only 10.9% of 25+ population has a B.A. or more (’0 0) 
 

·  High unemployment rate but declining, low labor-for ce 
participation rate 
o 22.8% unemployment rate (’05) 
o Expected to decline to 19.4% by ‘10 
o 40.2% of 16+ population is not in the labor force ( ’00) -- 

versus roughly 33% for the U.S. as a whole) 
 
Data from the Minnesota Department of Employment an d Economic 
Development (DEED) sheds more light on the gap betw een available 
and productive jobs within the 15 neighborhoods tha t comprise 
North Minneapolis, and the ability of local residen ts to obtain 
those jobs %<:   
 
·  People working within the fifteen neighborhoods tha t define 

North Minneapolis make a higher wage on average per  year 
compared to the entire Metro region:   

 
Annual Average Earnings by Job 
Workers Employed in North Minneapolis, 2006 
	 Percent 	 Number	 Metro% 	 Metro# 	
<$14,400 	 19.2 	 3916 	 26.6 	 349,901 	
$14,400-
$40,800 	

41.5 	 8444 	 36.5 	 480,050 	

>$40,800 	 39.4 	 8024 	 37	 486,494 	
 
·  At the same time, residents of North Minneapolis ea rn less on 

average per year compared with the entire Metro reg ion (even 
though good jobs are available within their communi ties):   

 
Annual Average Earnings by Job 
Residents of North Minneapolis, 2006  
	 Percent 	 Number	 Metro% 

(Residents) 	
Metro# 
(Residents) 	

                                                 
18 http://map.deed.state.mn.us/chameleon/m3d_beta.phtml 
Minnesota 3D is a GIS-based Internet application that brings together labor market, housing, and 
development information and analysis for the Twin Cities metro area. The M3D project is a 
partnership between the Center for Urban and Regional Affairs, the Minnesota Department of 
Employment and Economic Development (DEED), the Minnesota Housing Finance Agency, the 
Minnesota Office of Revenue, the Metropolitan Council, Ramsey and Hennepin Counties, and 
various Twin Cities neighborhood organizations and community development corporations. The 
project is funded by a Technology Opportunities Program (TOP) grant from the U.S. Department 
of Commerce. 
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<$14,400 	 25.6 	 5139 	 21.2 	 227,393 	
$14,400-
$40,800 	

53.1 	 10683 	 38.5 	 413,474 	

>$40,800 	 21.5 	 4331 	 40.5 	 435,072 	
 
·  Manufacturing (19.9%), Health Care and Social Assis tance 

(11.9%), and Retail Trade (11%) are the industries with the 
highest percentage of jobs within North Minneapolis .   

 
·  Manufacturing makes up a higher percentage of the j ob base in 

North Minneapolis than in the rest of the Metro are a (19.9% to 
13.4%).  The same is true for other top industries in the 
area: Wholesale Trade (9.1% to 7.7%) and Profession al, 
Scientific and Technical Services (8.8% to 7.1%).   

 
Top Five Private Jobs by Industry 
Workers Employed in North Minneapolis vs. Metro, 20 06 
 
	 Percent 	 Number	 Metro% 	 Metro# 

	
Manufacturing 	 19.9 	 4058 	 13.4 	 175,982 	
Health Care 
and So cial 
Assistance 	

11.9 	 2421 	 12.5 	 164,140 	

Retail Trade 	 11.0 	 2243 	 11.0 	 144,290 	
Wholesale 
Trade 	

9.1 	 1856 	 7.7 	 101,002 	

Professional, 
Scientific 
and Technical 
Services 	

8.8 	 1784 	 7.1 	 93,328 	

 
·  Residents of Minneapolis work mostly in the Health Care and 

Social Assistance (17.1%), Manufacturing (13.7%), b ut also a 
large percentage are in lower-wage occupations such  as Admin, 
Support, Waste Management, Remediation (10.2%) and 
Accommodation and Food Service (7.4%).   

 
·  North Minneapolis residents are more concentrated i n Health 

Care-related jobs than Metro residents (17.1 to 12. 7) and 
twice as concentrated in Admin/Support work as Metr o residents 
(10.2 to 5.6).   
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Top Five Private Primary Jobs by Industry 
Residents of North Minneapolis vs. Metro, 2006 
	 Percent 	 Number	 Metro% 

	
Metro# 
	

Health Care 
and Social 
Assistance 	

17.1 	 3429 	 12.7 	 136,147 	

Manufacturing 	 13.7 	 2761 	 13.7 	 146,700 	
Admin, 
Support, 
Waste 
Management, 
Remediation 	

10.2 	 2046 	 5.6 	 59,999 	

Retail Trade 	 10.0 	 2012 	 11.4 	 122,788 	
Accommodation 
and Food 
Service 	

7.4 	 1485 	 7.0 	 74,850 	

 
While there are a high concentration of Wholesale T rade and 
Professional, Scientific and Technical Service jobs  within North 
Minneapolis, a low percentage of residents are work ing within 
these areas (meaning, they are most likely commutin g outside the 
area for work and/or there is a mismatch of skills or linkages 
between local employers and local residents).   Nor th 
Minneapolis residents are concentrated less in reta il trades 
than Metro residents, possibly as a result of there  being a lack 
of retail establishments within reasonable commutin g distance or 
possibly as a result of a disconnect between local retail 
employers and North Minneapolis residents.  While i t is good 
that North Minneapolis residents are employed in a high growth 
industry like Health Care, the disparity in earning s between 
residents and workers employed in the area suggests  that 
residents are working in lower-paying occupations w ithin such 
fields.   
 
“Blockages” in the Workforce System 
According to Greater Metropolitan Workforce Council , major 
regional challenges to workforce participation incl ude:  
 
·  The aging of the existing workforce : The long-term demographic 

slide, not unique to this labor market, of the agin g Baby 
Boomers who will turn 65 and start to retire in lar ge numbers 
in 2011 will soon hit; in sum, there are not enough  people to 
fill jobs.   

·  A growing immigrant population : The growing immigrant 
population and relatively higher unemployment in th e Twin 
Cities represent a valuable labor pool for future e conomic 
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growth, but also bring with them their own workforc e 
preparation challenges. 

·  Academic performance disparities along ethnic and r acial 
lines:  These disparities  threaten the success of many 
students moving through primary, secondary, and pos tsecondary 
programs.  
 

These specific areas remain “blockages” in the flow  of prepared 
workers for Twin Cities’ economic growth. 
 
The Components of Workforce Development in North Mi nneapolis:  
Needs and Ongoing Challenges   
A number of elements must be in place for workers t o succeed in 
employment.  The following list summarizes the majo r components 
that comprise effective workforce development effor ts.  While 
each worker and jobseeker is unique, and may requir e a different 
mix of services, any successful effort must have al l of these 
elements in place.  While a neighborhood workforce development 
initiative cannot supply the resources and capacity  to put all 
these elements into place, it can play a critical r ole in 
providing services appropriate at the neighborhood level and 
more effectively linking residents to citywide and regional 
programs and services.  
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Basic Educational Credentials 
In our changing economy, higher and higher levels o f education 
are the keys to prosperity for families and even co mpetitiveness 
for regions.  With the restructuring of the economy , there is a 
new “law of wages” in the United States: the more y ou learn, the 
more you will earn. Whereas a high school degree wa s sufficient 
to enter the middle class in the manufacturing econ omy, an 
associate degree or above is now the ticket to fami ly 
prosperity.  At the family level, there is a direct  connection 
between education and income 19: 
·  A high school graduate will earn $1.2 million over their 

lifetime. 
·  By contrast, an individual with a bachelor’s degree  will earn 

$2.1 million. 
·  An individual with a master’s degree will earn $3.3  million. 
·  And an individual with a professional degree—a doct or, a 

lawyer—will earn $4.4 million. 
 
Today’s highly competitive global market is making it harder for 
low income Minneapolis residents without a college degree to 
earn a living wage. Good job prospects in the local  labor market 
are deteriorating because of long term trends such as 
globalization, outsourcing, consolidation, and auto mation. 20    
 
The jobs that are growing the fastest in the region  will 
ultimately require some form of postsecondary educa tion.  In 
percentage terms, white collar occupations such as computer-
related professions are expected to bounce back wit h very high 
growth rates, despite the experience of the recent recession.  
Some blue collar occupations, such as production, a re expected 
to see little growth while construction; installati on, 
maintenance, and repair; and transportation occupat ions are 
expected to grow, but at below average rates over t he decade.  
 
Ultimately, healthcare occupations will be among th e fastest 
growing occupations as the state’s population ages.  More than 
one-fourth of the new jobs will be either an educat ion (higher 
ed and other classifications included) or health re lated job. 
The opportunities and wages available to tomorrow’s  workforce 
will depend greatly upon skills and ability to acqu ire new 
skills.   
 

                                                 
19 See American Demographics, July/August 2004. http://adage.com/americandemographics/  
20 Minneapolis Plan, see Section 3.7, pg. 37   
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One obvious question then is what skills and knowle dge will be 
needed for the jobs of the future. The following ta ble was 
compiled by the Greater Metropolitan Workforce. 21  The broad list 
of skills are identified with the fastest growing o ccupations in 
Minnesota between 2002 and 2012. Topping the list a re skills 
that are needed by employers all the time, such as communication 
skills needed across occupations regardless of skil l level. 
Customer service, mathematics and clerical knowledg e areas also 
rank very high. 
 
Skills and Knowledge Areas Projected to be Most Uti lized by Future 
Occupations in Minnesota, 2002 to 2012  
 
Skills areas projected t o be most 
utilized by future occupations 

Knowledge areas projected to be most 
utilized by future occupations  

Reading Comprehension Customer Service 
Active Listening Mathematics 
Speaking Clerical 
Writing Education/Training 
Active Learning Sales/Marketing 
Coordination Sales/Marketing 
Monitoring Psychology 
Instructing Computer/Electronics 
Critical Thinking Administration/Management 
Source:   DEED, Minnesota Employment Projections, 2002-2012  

 
 
Job Skills and Work Readiness  
While basic skills are a pre-requisite for a living  wage job, 
they are insufficient.  To find and keep a good job , individuals 
must have an occupational skill, the ability to fun ction 
effectively in the workplace, and the ability to ma nage work and 
other life responsibilities.  North Minneapolis res idents face a 
range of issues that render them unprepared or unqu alified for 
living wage jobs:   
 
·  Limited occupational skills and work experience .   Many North 

Minneapolis residents lack occupational skill crede ntials or 
basic computer skills required for many jobs.  Othe rs lack 
stable work histories, including individuals relyin g on public 
assistance.  Lacking work experience, many of these  
individuals do not have the skills to function effe ctively in 
the workplace, including communications, teamwork, problem 
resolution, appropriate dress, and timeliness.  Som e employers 

                                                 
21 Twin Cities Greater Metropolitan Workforce Council. 2006/2007 Regional Assessment for a 
Competitive Economy Report (Workforce RACE Report).  
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will not generally hire applicants without stable w ork 
histories.   

·  Limited knowledge of the job market.  Another barri er for some 
residents is limited knowledge of career options, a nd lack of 
skills required to conduct a job search.  Many resi dents do 
not understand their options for entry-level employ ment, what 
career paths exist, and what types of employment ar e well 
matched with their interests and skills.  Sometimes  their 
expectations for entry-level employment are unreali stic in 
light of their limited skills and work experience.  They may 
also lack knowledge on how to identify job openings , prepare 
resumes, submit job applications, and conduct job i nterviews.  
With many employers now taking job applications sol ely over 
the Internet, many North Minneapolis jobseekers lac k access to 
a computer or are not comfortable using this techno logy.   

·  Limited life management skills.   Entering the work world adds 
to the demands and stresses already experienced by North 
Minneapolis workers and families.  Working full-tim e requires 
balancing work, personal, and family life.  Working  parents 
need to find appropriate childcare.  Transportation  can be an 
issue, and families need to live on a limited budge t.  Many 
residents struggle with these issues.   

·  Low self-confidence .   A less tangible but not unimportant 
barrier is psychological.  Without work histories o r with 
unsuccessful work experiences, many residents lack confidence 
in their employability, some jobseekers lack the mo tivation to 
aggressively enter the job market, and some also ju stifiably 
fear hiring discrimination.    

·  Special barriers.  Some individuals face special ba rriers that 
make it difficult or impossible to qualify for cert ain jobs.  
These include substance abuse histories, criminal r ecords, and 
mental and physical health problems.  A positive dr ug test 
often results in disqualification.  Another issue f or these 
individuals is the need for special support service s, such as 
re-entry programs, substance abuse treatment, and m ental 
health services, in addition to the standard job sk ills and 
work readiness training.   

 
Childcare services for working parents 
The availability of convenient, high quality, affor dable 
childcare is critical for working parents.  Parents  have a range 
of childcare needs.  There are different needs for children at 
different age levels.  Some parents need care at no n-standard 
hours to match their work shifts.  Others need spec ialized care 
for children with disabilities or special needs.  A nd, parents 
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need back-up arrangements for sick children or when  arranged 
childcare falls through.   
 
Transportation 
Residents who find jobs in or adjacent to their com munity or in 
downtown Minneapolis  can often rely on the regiona l public 
transit system.  However, for those with jobs on th e outskirts 
of the city or beyond, public transit is not always  convenient, 
fast, or reliable.  In addition, for parents who ha ve to drop 
their children at childcare facilities that are bey ond walking 
distance, using public transit may not be practical .  Automobile 
ownership in many North Minneapolis communities is low.  And, 
even North Minneapolis households that own an autom obile may not 
have sufficient income to maintain them properly.   
 
Job Retention and Career Advancement 
Obtaining a job is only a first step toward long-te rm career 
success.  New employees, especially those with limi ted work 
experience, need support to overcome problems in th e workplace 
and elsewhere in their lives that may jeopardize th eir 
employment.  Moreover, many entry-level workers los e their jobs 
for a variety of reasons and have to re-enter the j ob market.  
Finally, entry-level workers are more likely to adv ance in their 
careers if they develop and pursue a long-term care er plan 
involving additional education and training.  Given  the limited 
skills and work experience of many North Minneapoli s  residents, 
even those who obtain jobs are likely to require he lp in setting 
a career path and progressing toward living wage em ployment.   
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A Note on Local Business and Resident Disconnect 
The Upper Mississippi River Industrial Corridor Stu dy 22 surveyed 
local industrial businesses located along the Missi ssippi River 
in close proximity to North Minneapolis communities .  Ninety-
eight businesses from North and Northeast Minneapol is 
participated.  The total number of jobs at particip ating 
businesses was 3010, of which one-third were union.   Over 90% of 
the jobs in the responding businesses were filled b y persons 
living outside of North, and over 70% of the jobs w ere filled by 
persons outside of Minneapolis. Less then 9% of tho se jobs 
belonged to North Minneapolis residents (249 jobs t otal).  As 
noted earlier, workers employed in North Minneapoli s make more 
in wages than residents of North Minneapolis reside nts.  These 
statistics are indicators of a serious disconnect b etween local 
job opportunities and the local workforce.   
 
A closer look at hiring patterns of local industria l companies 
sheds some light on a local blockage to employment 
opportunities.  According to the City’s recent Indu strial Land 
Use Study and Employment Policy Plan (ILUS), indust rial 
employers in the area simply want good, qualified w orkers, and 
do not particularly care where they live.  Local co mpanies often 
hire through current worker networks.  That is, mos t employers 
hire through word of mouth.  This was confirmed in the Upper 
Mississippi River Industrial Corridor Study which f ound that 74% 
of local employers depended on word-of-mouth referr als from 
their current employees to fill open positions.  Wh ile local 
companies have traditionally hired a good portion o f their labor 
force from North Minneapolis, much of those hires e ventually 
move out of the area, mostly to the northwest subur bs.  If most 
of the employees leave North Minneapolis, then most  likely 
opportunities for referral are leaving the area as well. 
 
Here is a situation where the disconnect may not be  due to a 
skills mismatch, but rather a need for local organi zations to 
build the capacity to make a continual effort at ou treach.  The 
North Side Business Campaign (NSBC) is a huge step in the right 
direction.  The goal of NSBC is to increase the hir ing of North 
Side residents by industrial businesses in North Mi nneapolis and 
will be accomplished by surveys of industrial compa nies in North 
Minneapolis and Neighborhood Employment Network job  counselors 
to determine barriers and opportunities for hiring neighborhood 
                                                 
22 Prepared by Nancy Pomplun, Research Assistant.  A Project of the Hawthorne Area 
Community Council Business Committee and the University of Minnesota Center for Urban and 
Regional Affairs, Neighborhood Planning for Community Revitalization Program.  May 2004.  
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residents and sustained outreach efforts. 23  See the industrial 
market section of this report for additional strate gies at 
improving outreach to local companies.   
 
North Minneapolis Target Industries  
Considering regional trends and local workforce nee ds, there are 
specific industries that North Minneapolis workforc e 
organizations and workers may want to target.  In t he short-
term, it makes sense to concentrate on fields where  local 
residents are already working, namely health care a nd 
manufacturing.  The idea is to support current work ers, help 
them gain skills for advancement into high growth o ccupations 
within these industries, and then create new opport unities at 
entry level positions for additional local resident s.   
 
Healthcare  
As noted earlier, approximately 12% of North Minnea polis 
residents work in health-care related jobs. In 2005 , Hennepin 
County examined specific occupations within high gr owth 
industries for the entire Twin Cities seven-county area. 24   
These occupations typically require two or fewer ye ars of 
education or training and have a median wage of at least $12.00 
per hour.  In healthcare, there are nine occupation s which 
demonstrate a higher-than-average hiring demand in the 
Healthcare industry in Hennepin County. They are:  

o Registered Nurses (Associate Degree)  
o Medical and Clinical Laboratory Technicians (Associ ate 

Degree)  
o Dental Hygienists (Associate Degree)  
o Radiologic Technologists and Technicians (Associate  

Degree)  
o Surgical Technologists (Postsecondary Vocational 

Degree)  
o Licensed Practical and Licensed Vocational Nurses 

(Postsecondary Vocational Degree)  
o Nursing Aides, Orderlies and Attendants 

(Certification)  
o Medical Assistants (Certification)  
o Medical Records and Health Information Technicians 

(Associate Degree)  
 

Manufacturing  

                                                 
23 For information on the North Side Business Campaign, see www.ci.minneapolis.mn.us/cped  
24 Hennepin County Occupations In Demand (OID) Summary December 2005 
http://www.ci.minneapolis.mn.us/metp/docs/Appendix3.pdf 
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Approximately 20% of North Minneapolis residents wo rk in 
manufacturing-related jobs.  The industrial sector of 
Minneapolis has the potential to provide higher wag e jobs to 
people with less formal levels of education.  The I LUS 
classified industrial jobs into three different cat egories:  
“21 st  Century”; “Opportunity”; and “Run of the Mill”.  2 1st  
Century industrial employment generally includes bu sinesses in 
research related fields.  These jobs typically have  higher 
wages, however they also have a higher percentage o f jobs 
requiring a four-year degree.  Opportunity industri al jobs on 
the other hand, have a lower percentage of jobs req uiring a 
four-year degree and have a high potential to earn a living wage 
or above.  Run of the Mill industrial jobs also hav e lower 
training requirements, however they have a lower po tential to 
earn a living wage. 
 
In addition, 21 st  Century and Opportunity Jobs have the highest 
potential for growth in Minneapolis.  Despite the h igher 
earnings potential associated with 21 st  Century jobs, Opportunity 
industrial jobs are currently a better match for th e skills and 
education levels of the residents of North Minneapo lis.  Local 
organizations involved with workforce could gear ef forts towards 
the high growth potential job clusters within the O pportunity 
industrial jobs category.  According to the ILUS, t he following 
Opportunity job clusters have a high projected grow th rate, 
higher wages, and lower educational requirements: c onstruction, 
wholesaling, machinery and metalworking, utilities,  and 
trucking.  Within the Opportunity jobs category, co nstruction 
jobs are predicted to have the highest growth:   
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Summary of Projected Job Growth in Opportunity Indu strial Jobs  
 
Job Cluster Job Category Metro 

Area 
Projected 
Job 
Growth 

2004 
Estimated 
MPS 
Employment  

Projected 
total of 
new MPS 
jobs 

% of 
Jobs 
Starting 
at a 
Living 
Wage 

% of Jobs  
Requiring 
a 4- Year 
Degree 

Building 
Equipment 
Contractors 

20% 1,437 287 89% 8% 

Foundation, 
Structure, 
and Building 
Exterior 
Contractors 

24% 927 222 92% 5% 

Building 
Finishing 
Contractors 

23% 609 140 85% 9% 

Non-
residential 
building 
construction 

15% 1,403 210 90% 17% 

Construction  

Residential 
building 
construction 

13% 1,090 142 85% 15% 

  Sub-Total   1,002   
Professional 
and 
Commercial 
Equipment and 
Supplies 
Merchant 
Wholesalers 

8% 1,356 108 77% 33% 

Electrical 
and 
Electronic 
Goods 
Wholesalers 

21% 1,237 260 71% 25% 

Wholesalers 

Machinery, 
Equipment and 
Supplies 
Merchant 
Wholesalers 

7% 894 63 70% 14% 

  Sub-Total   431   
Other General 
Purpose 
Machinery 
Manufacturing  

15% 1,159 174 72% 22% Machinery 
and 
Metalworking  

Metalworking 
Machinery 

16% 76 12 84% 15% 
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Manufacturing  

Commercial 
and 
Industrial 
Machinery and 
Equipment 
Repair and 
Maintenance 

27% 191 52 81% 12% 

  Sub-Total   238   
Remediation 
and other 
Waste 
Management 
Services 

52% 96 50 77% 22% 

Waste 
Collection 

28% 122 34 81% 9% 

Water, Sewage 
and Other 
Systems 

9% 370 33 83% 18% 

Utilities 

Natural Gas 
Distribution 

2% 1,067 21 76% 31% 

  Sub-Total   139   
General 
Freight 
Trucking 

18% 248 45 79% 7% Trucking 

Specialize 
Freight 
Trucking 

15% 104 16 72% 7% 

  Sub-Total   60   

 
Source: Maxfield Research, Inc. 
 
Implications of Findings 
·  The most serious barrier to employment for North Mi nneapolis 

residents is a lack of basic skills.  The success o f 
occupational training, job preparation and placemen t programs, 
and support services in helping residents obtain li ving wage 
jobs must rest on a foundation of basic educational  attainment 
and credentialing.  This means significantly increa sing high 
school graduation and GED completion rates.   

·  A post-secondary occupational credential is increas ingly 
required to obtain a living wage job.  There is a w ide range 
of occupational training programs available in Minn eapolis 
from a variety of learning providers, including hig her 
education institutions, nonprofit organizations, an d private 
proprietary training schools.  More can be done to link North 
Minneapolis residents to occupational training prog rams, both 
pre- and post-employment. 
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·  While the challenges of employment for North Minnea polis 
residents should not be minimized, the employment d emand in 
the city and region indicates a range of opportunit ies for 
appropriately qualified individuals to find employm ent in low- 
and moderate-skill positions.  Availability of jobs  is not the 
sole issue.  There are significant employment oppor tunities 
that are accessible to North Minneapolis residents.   More 
effective efforts must be developed to prepare resi dents for 
these jobs, link jobseekers with employers, and hel p them 
succeed in these jobs.  This will require more pre- employment 
job preparation, increased job development efforts,  and more 
post-placement support.   

·  There are solid organizational and program assets w ithin North 
Minneapolis, but they are overstretched, with even existing 
levels of service in serious jeopardy because of fu nding 
constraints.  These assets can be leveraged through  stronger 
organizational collaboration, both internal to spec ific 
neighborhoods and through outreach to other communi ties and 
service providers.  If this proves insufficient to meet 
community needs, additional funding may be needed t o expand 
the availability of critical workforce development and related 
services.   

·  There are already many points of collaboration betw een the 
community and institutions like the University of M innesota 
and North Point Medical Center.  A more organized a nd 
comprehensive initiative to identify additional for ms of 
collaboration can prove mutually beneficial to both  parties.    

·  Residents need stronger support structures—both for mal and 
informal—to help them succeed in achieving their ed ucational 
and work objectives.  This includes support with ca reer 
planning, job search, and job retention as well as related 
family and personal issues such as managing househo ld 
finances, parenting, addressing health issues, and dealing 
with life’s inevitable “breakdowns.”  Increased sup port may 
come in the form of better access to information, s tronger 
case management from service providers, and informa l mentoring 
and peer support networks. 

·  Finally, there is a need for increased, well-establ ished 
forums where North Minneapolis community stakeholde rs can work 
collaboratively to address workforce development is sues.  
Stronger engagement of community leadership and ins titutions 
will help to gauge needs, identify new community ca pacities 
and resources, and improve the area’s competitive p osition for 
public and philanthropic funding. 

 
Strategies and Potential Areas of Focus  
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Build Local Capacity 25 
Most North Minneapolis neighborhoods share the same  workforce 
development challenges.  Effective networks, resour ces and 
programs are present at the city level, but there i s still a 
need to build local capacity – especially as more a nd more 
attention from developers, investors and business l eaders turns 
toward North Minneapolis.   While a local workforce  development 
initiative cannot supply the resources and capacity  to put all 
elements into place, it can play a critical role in  providing 
services appropriate at the neighborhood level and more 
effectively linking residents to citywide and regio nal programs 
and services (such as the Minneapolis Neighborhood Employment 
Network 26). 
 
Establish a North Minneapolis Employment Collaborat ive  
North Minneapolis communities, in partnership with the city, 
could establish a formal Employment Collaborative.  The 
Collaborative would be an umbrella organization wit h the mission 
of raising the levels of education, employment, and  incomes in 
all of North Minneapolis, improving the availabilit y and quality 
of workforce development services to residents, add ressing 
program gaps, and leveraging public and philanthrop ic resources.  
It would provide a forum for the development of a c omprehensive, 
strategic approach to addressing the community’s wo rkforce 
development needs.   
 
Membership in the Collaborative would include curre nt workforce 
development programs (University Northside Partners hip; 
Northside Residents Redevelopment Council; the Urba n League, and 
others), community-based and faith-based organizati ons providing 
workforce development services, as well as local bu siness, 
civic, and political leaders, major institutions, a nd 
representatives of key public agencies.  It could a lso include 
experts in the field of workforce development.  The  
Collaborative would have a number of objectives:   
·  make education and employment a highly visible comm unity-wide 

priority; 

                                                 
25 Many of these recommendations are based upon the work of Mt. Auburn Associates, 
considered national experts in workforce issues.  Over the past decade, Mt. Auburn has been 
involved in the design, implementation, and evaluation of several national workforce 
development programs, including work in the Minneapolis area.  For more information, see: 
http://www.mtauburnassociates.com/what.we.do/workforce_development.htm  
26 http://www.mtn.org/netmpls/  
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·  create an image of North Minneapolis as a “learning  community” 
dedicated to economic advancement; 

·  counter the sense of hopelessness that prevents man y residents 
from pursuing educational and career goals;   

·  work to expand workforce development services and j ob access 
to a scale commensurate with need; 

·  support and enhance the work of existing workforce development 
service providers; 

·  raise awareness of existing neighborhood and city w orkforce 
development resources among residents; 

·  support greater integration and coordination of ser vices among 
organizations and with other local organizations;   

·  further engage existing community institutions and develop 
community leadership around education and workforce  
development; 

·  monitor the appropriateness and effectiveness of ex isting 
programs;  

·  develop strategies to address identified resource g aps; 
·  reduce fragmentation and improve program coordinati on; 
·  establish a united front in communicating neighborh ood 

concerns and advocating for additional resources; a nd 
·  ensure greater continuity of services. 
 
Initial priorities of the Collaborative could inclu de a campaign 
to promote education and skill building focusing on  high school 
graduation and GED attainment.  This could include efforts to 
increase GED slots and enrollments, the development  of a wider 
range of GED options, some tied more closely to job  preparation 
and placement, and the development of mentoring and  peer support 
networks to support program completion.   
 
Develop a Career Literacy Initiative  
The Collaborative could include on its agenda the d evelopment of 
a career literacy initiative designed to inform res idents of the 
dynamics of the Minneapolis regional economy and th e 
implications for employment opportunities and skill  
requirements.  Residents would be educated about th e types of 
jobs that are available, both entry-level and highe r-skill, what 
wages they pay, and what educational levels are req uired to 
obtain well-paying jobs in various industries.  Thi s could 
involve the development of an engaging PowerPoint f or 
presentation at community meetings or a booklet/res ource guide 
for distribution through community- and faith-based  
organizations.  
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Increase GED Completions Rates  
The Collaborative could undertake a campaign to inc rease GED 
completion rates through a number of related initia tives: 
·  to raise awareness of the need for GED completion t hrough The 

Career Literacy Initiative described above; 
·  an effort by service providers to increase the avai lability of 

GED programs, with more convenient sites and hours;  
·  to make stronger linkages between GED and occupatio nal 

training leading to a well-paying job; and 
·  to develop a corps of volunteer tutors to help GED candidates.   
 
Strengthen and Expand the University-Northside Part nership  
U of M is already working with the neighborhood on a number of 
activities related workforce development.  These ef forts could 
be strengthened by creating a more formal partnersh ip to plan, 
facilitate, and coordinate a range of joint activit ies.  Such 
activities could include: 
·  Expanding job preparation and placement for entry-l evel 

positions on the U of M campus and its Child and Fa mily Center  
These efforts could particularly focus on low- and moderate-
skill custodial, maintenance/repair, food services,  clerical, 
and nursing and allied health positions.  These eff orts could 
involve developing customized pre-employment traini ng, job 
search assistance, and post-employment support.  Th is effort 
could also prepare jobseekers for other state gover nment jobs 
within the same civil service job classifications a nd jobs at 
other healthcare and food services employers. 

·  Making greater use of student and faculty volunteer s for 
tutoring, mentoring, job coaching, and other volunt ary 
activities.   

·  Providing more educational support and career explo ration 
opportunities for North Minneapolis youth. 

·  Expanding the activities of the university in such areas as 
entrepreneurship training, life skills activities, youth 
enrichment, computer training, etc. 

·  Using academic expertise to design new program mode ls, provide 
technical assistance, and evaluate program outcomes .   

 
Build Community Support Structures  
Efforts to involve volunteers from within and outsi de the 
community in supporting residents in their educatio n and 
employment efforts should be expanded.  Such effort s could 
include: 
·  Establish a volunteer recruitment campaign through the 

Employment Collaborative.   
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·  Expand mentoring programs.  Mentoring recruitment c ould target 
the faith-based community, U of M staff volunteers from 
similar backgrounds and experience as North Minneap olis 
residents, and North Minneapolis residents themselv es. 

·  Develop informal peer support networks for GED prog ram 
participants, jobseekers, and entry-level employees . 

·  Build on informal resource networks.  Neighborhood residents 
already are involved in some degree in helping one another 
with such issues as finding emergency childcare.  W ays should 
be found to encourage and expand these networks, pe rhaps by 
providing resource information that can be shared, and 
enhancing communication tools.    

 
Increase Linkages between Real-Estate and Workforce  Development  
As development opportunities increase in North Minn eapolis, 
local workforce development groups should be prepar ing to link 
those projects with benefits for local residents:  
 
Provide Additional Community Space for Employment-r elated 
Activities  
Many physical revitalization plans are already unde rway in North 
Minneapolis (e.g., redevelopment projects at the in tersection of 
Penn and Lowry and along West Broadway) that are se eking to 
create space for mixed-use activities.  Community s pace should 
be worked into redevelopment plans that could poten tially be 
used for a number of employment-related activities:      
·  Classroom space for additional GED or occupational training, 

either on-site or through distance learning technol ogy.  The 
space could be made available to local  educational  providers.   

·  Incubator/shared space and equipment for micro-entr epreneurs.  
This could be combined with entrepreneurial trainin g programs 
or an incubator associated with the  Empowerment Zo ne.  The 
cost of space is often a prime barrier to new busin ess 
formation.   

·  Expanded child care and after school care.  
·  Temporary satellite space for the Northside Branch library 

until its new building is completed.  This could be  dedicated 
to activities such as literacy education, job searc h, and 
computer training.   

 
Improve Training Coordination:   Many of the jobs created through 
real-estate led economic development projects are i n several 
employment sectors: construction, building services , retail, and 
hospitality. Job training and placement organizatio ns can 
develop specialties in these fields, and relationsh ips with key 
employers. While numerous cities like Minneapolis h ave 
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established construction linkage programs (through the effective 
Neighborhood Employment Network) few have followed this model in 
other real-estate related sectors. 
 
Lobby the City to use the Midtown Exchange project as a model 
for future, large-scale development in North Minnea polis : The 
Midtown Exchange project, which broke ground in 200 4, is an 
adaptive reuse project.  The developer’s agreement to 
participate in a “First-Source” hiring program was based on the 
city’s grant of control over the site (which it pre viously 
owned) and public financing and grants worth $23 mi llion. City 
officials were proactive in making clear to Midtown  Exchange’s 
developer, the Ryan Companies, that they expected t he project to 
generate economic benefits for residents of South  Minneapolis: 
(1) a pilot pre-apprenticeship training program wit h the 
Minneapolis Employment & Training Program (METP) an d the 
Minneapolis Building Trades Council (although there  are often 
difficulties associated with first source hiring in  the building 
trades); (2) a commitment to working with students in the 
Minneapolis public schools to inform them about car eers in 
construction and advertise the pre-apprenticeship t raining 
program; (3) an agreement to provide the Minneapoli s Employment 
& Training Program (METP) with the name and phone n umber of 
every tenant who signed a lease in the Midtown Exch ange project 
(METP staff then encouraged tenants to participate in the city’s 
well-respected Job Linkage Program, through which t he principals 
of businesses that are receiving City financial ass istance enter 
into agreements with the City establishing five-yea r job 
creation and retention goals). 
 
Consider the Use of Training Linkage Fees . Following the example 
of the Neighborhood Jobs Trust in Boston, the Colla borative 
could lobby the City to develop a per-square-foot c harge for 
developers who receive concessionary land use actio n or subsidy.  
The proceeds would go into a trust fund which would  be used to 
strategically supplement other available funds to h elp people 
get and keep family-supporting work. 
 
In Short-term, Focus Training and Support Programs around Target 
Industries (such as Manufacturing, Retail, Health C are)  
 
In 2006, the City of Minneapolis published the Indu strial Land 
Use Study and Employment Policy Plan which lists th e following 
strategies for workforce development (Chapter 5): 
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·  Workforce development programs should be customized  and 
targeted to industrial employers that provide high quality 
industrial jobs 

·  The city should actively encourage the skill attain ment and 
hiring of Minneapolis residents by collaborating wi th 
workforce development organizations and encouraging  on-site 
training programs 

·  The city currently requires employers to hire local  residents 
through the living wage ordinance and job linkage a greements, 
however the city should work with employers to help  them find 
skilled workers rather than mandating local hiring 

 
Local organizations can work with the City to help implement 
these ideas.   
 
In addition, local organizations should lobby the C ity to 
coordinate housing programs and jobs to retain resi dents.  
Maxfield Research conducted a survey of industrial employers 
during the course of the Industrial Land Use Study research 
program.  Many employers commented they hire Minnea polis 
residents, but the workers relocate outside Minneap olis. As 
income and purchasing power rise, households often look to 
suburban locations for less expensive home and land  prices. The 
same households may also perceive a suburban school  district is 
better and neighborhoods less impacted by crime. Em ployers 
simply want good workers.  To that end, the City sh ould 
encourage communities participating in small area p lans to 
partner with business associations and seek input f rom 
neighborhood employers. While several plans submitt ed sought 
input and participation from the business community , there is 
room for improvement.   
 
Local organizations can also consider training prog rams centered 
around particular growth industries within the larg er 
“manufacturing” umbrella.  One example is truck dri ving training 
(as trucking jobs are expected to grow).  One natio nal example 
is Red Hook on the Road (R.H.O.R.) , a program of the Fifth 
Avenue Committee, a local community development cor poration in 
Brooklyn, New York. R.H.O.R., an innovative job tra ining 
program, enables unemployed and underemployed New Y orkers to 
secure positions as drivers of trucks, buses and va ns.  Many of 
its graduates have been homeless, incarcerated, on public 
assistance or struggling to survive with low-paying , dead-end 
jobs. R.H.O.R. provides supportive services includi ng assistance 
with child care, housing and budget concerns, as we ll as 
counseling for domestic violence and substance abus e through its 
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umbrella program, Fifth Avenue Committee.  They als o offer an 
Individual Development Account program that gives a  $2 to $3 
match for every $1 saved, depending on household in come.  
 
Targeted job readiness and placement programs could  be developed 
for youth in the 16-to-25 age group.  With retail e xpansion 
expected along targeted corridors in North Minneapo lis, a 
customer service training program in partnership ma y make sense.  
These programs seek to place young residents in job s with new 
neighborhood retail and entertainment employers.  S uch efforts 
should involve training and certification using Nat ional Retail 
Federation customer service standards to provide gr aduates with 
a widely recognized credential in the retail field.    
 
 
 


