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Why Inventory?

• Every community wants to attract 
employment, if you don’t have an inventory,  
you’re not ready

• Know what you have
• If your sites aren’t ready, you need a plan
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Site selection important ideas:
Site selectors don’t try to resolve issues, they look for reasons to first eliminate unqualified sites
Site selection criteria is very different for services vs. production uses with respect to prioritization. There isn’t a “catch-all” process. 
Brokers market sites and can try to make sites work, site selectors don’t 
A key to marketing is to be transparent and available. Marketing is important. A significant portion of the site selection process happens before a contact is made with local economic development. 
The more information that can be found on web sites digitally and freely will help you immensely. 
Understanding how your assets match a target user’s needs improves your ability to be responsive to inquiries and increases chances of success in recruitment




Understanding Your Inventory
• Gain insight into perception of the market
• Create inventory of sites and buildings for business retention and 

recruitment opportunities
• Grow political and community support for employment land 

development and readiness
• Achieve regional alignment on supply and market readiness of 

employment sites
• Identify current inventory of market ready employment sites and 

buildings
• Study costs and actions necessary for readying remaining assets
• Support regional economic development efforts
• Inform future policy and public/private investment decisions in the 

region 
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Identifying Target Markets
• Understanding what you are targeting 

(understand your market). 
• Where is your competitive advantage. Be 

focused. 
• Target where you are strong.
• Understand what your assets are best suited for 

and what they’re not
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Target Markets:
Understanding what you are targeting (understand your market). (Where is your competitive advantage. Be focused. Target where you are strong.) 
Some Examples of target markets:
Production/ Manufacturing
Value-Added Manufacturing
Light/ Flex Industrial
Warehousing / Distribution
Specialized (destination tourism, Data centers, UAV testing manufacturing)
Understand what your assets are best suited for and what they’re not
Best when Asset attributes match target markets needs
Adjusting expectations based on assets 
Developing or modifying assets to meet market needs (Filling the gaps where you are close but are missing something critical.




Developing Industry Profiles
• Meeting with industry professionals, researching their needs
• Researching industry leaders, following market trends in the target 

industries
• Work with a broker who understands the target industries
• Work with a consultant who understands the target industries
• Understanding how industries are changing. What are the on-going 

shifts in their production process, labor needs, market position. 
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Developing/ researching industry profiles (what the target users want and need)
Meeting with industry professionals, researching their needs
Researching industry leaders, following market trends in the target industries
Work with a broker that understands the target industries
Work with a consultant who understands the target industries
Understanding how industries are changing. What are the on-going shifts in their production process, labor needs, market position. 




Land and Building Assessments

• Inventory all potential assets
• Categorize by market readiness 

o Matches your target industry needs
• Identify Development Constraints

Phase 1

• Detailed analysis of not yet ready assets
• Identify investments and actions needed 

to move to market ready
• Economic impact of investments

Phase 2
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Land assessments/ building assessments / (this leads to the transparency issue)
Support knowing what you have without a target user in mind
May help shape comprehensive planning, investments
Provides input into a marketing strategy (helps in determining appropriate target markets) 
Consider resolving/ addressing issues ahead of time (infrastructure, environmental constraints, permitting/ pre-permitting) SITE SELECTORS DON’T TRY TO RESOLVE ISSUES, TARGET USERS OFTEN DON’T HAVE TIME




Inventory Development
All assets matching target users needs:

Physical Attributes
Legislative Attributes
Workforce attributes

Analysis:
Define Industry profiles

Detail strengths and weaknesses of assets
Categorize assets by target market

Improve market readiness:
Develop and implement action 

plans to improve market 
readiness

Market 
ready
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Can be used to populate databases used by market researchers 
	Building a roadmap for economic development.
	Builds a value proposition for prospective companies.
Need to be done with target uses/ industry profiles in mind 
What is in an inventory:  Evaluate assets and compile info for use in responding to site requests
Include Physical attributes such as
Utilities (water, sewer, power, data, etc)
Access (transportation and streets for materials/ employees, proximity to rail, water, airport)
Land attributes (slope, soils types, environmental- brownfield/ ecological, proximity to other uses)
Developable acreage/ site size
Buildings, structures existing and the quality/ suitability of those structures
Are the existing structures suitable for the target market?
Do the existing structures need to be removed for the target market?
Can the existing structures be used in a transitionary way to eventually allow the target market to develop?
Include legislative attributes such as
Tax structure
Zoning/ land use regulations/ annexation
Economic incentives
Political climate/ willingness to support target uses
Include Workforce attributes such as
Workforce availability
Training programs/ educational curriculum
Laborshed (demographics and geography of available workforce)
Evaluate assets and keep an inventory updated for quick reference.  Time counts when an inquiry comes through

 A big part of this is to:
Understand your competiveness for different industries under the current status quo. In other words, what are you in the game for with what you have to offer; and
 Identify the strategic investments that can be made to improve competitiveness for a broader swath of industries in the most cost effective way. 




Rural Economic Development

• Inventories are just as important in rural areas
• Competitiveness is high and opportunities are 

not as frequent
• Examine necessary investments and invest 

wisely
• Plan for strategic opportunities
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Results
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Build Support for economic development

Understanding how development of critical employment sites impacts the overall economy and the prosperity of the local community helps to build support for economic development investments.

Look at why we do this, what’s the ROI for Economic development for the target industries, why invest in attracting the target uses (or do you need a change in your strategy?)




Contact Information

• Michael Chen
mchen@mcknze.com
206.749.9993, ext. 513

• Todd Johnson
tjohnson@mcknze.com
360.695.7879, ext. 207

mailto:mchen@mcknze.com
mailto:tjohnson@mcknze.com

	Mackenzie
	Why Inventory?
	Understanding Your Inventory
	Identifying Target Markets
	Developing Industry Profiles
	Land and Building Assessments
	Slide Number 7
	Rural Economic Development
	Results
	Contact Information

