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EXECUTIVE SUMMARY

Purpose

Rushville is one of Indiana’s most charming
small towns, and downtown Rushville is the
heart of that charm. From historic
architecture and local small businesses to
homegrown produce and locally made
goods, downtown Rushville showcases the
bounty and values of small town Indiana.

However, the population of Rushville is
currently not growing (it is down 6 percent
from 2000 to 2013), threatening this special
place. Future plans must consider the
impact of stagnant growth or decline, but
more importantly, plans must make efforts to
revers these trends.

With the right focus and investment,
downtown Rushville can be the vibrant
center of a small town that attracts new
families and retains the young who call
Rushville home.

Objectives

Four objectives are identified as key to
downtown Rushville’s development.

Increase Downtown Population
Currently, many upper stories in the
downtown are vacant or under utilized. By
rehabilitating these spaces and developing
them into condominiums and apartments as
originally built, Rushville can provide a new
housing option attractive to young
professionals and small families. Investment
in the historic neighborhoods near the
downtown will also create attractive housing
options that makes Rushville competitive
within the east-central Indiana housing
market.

Expand Farmers’ Market

The Heart of Rushville Farmers’ and
Artisans’ Market is something for the
community to be proud of. It is also an outlet
for locally grown and made produce and
goods. This should be expanded, with the

help of federal grants, to include a storefront
for year round sales. The market should also
apply to accept SNAP so low-income
residents can have easy access to fresh
food. This also increases sales for local
farmers.

Encourage and Enable Small
Businesses Downtown

If downtown Rushville can encourage a
vibrant small business culture and
entrepreneurial spirit, stores and restaurants
can begin to flourish, creating a place that
serves current residents and attracts new
families.

This can be accomplished through a facade
improvement program, a business
incubation program, and developing shared
retail space so several business owners can
share the risk of opening a new store front.

Develop Bike Infrastructure and Multi-
Use Trails
A new network of bike lanes and trails will



make Rushville stand out among Indiana
small towns and add to quality of life in Rush
County.

With these improvements in place, Rushville
will stand out among Indiana small towns as
a community offering high quality of life and

rich amenities, without the hassle of the city.

Market Analysis

In order for the above objectives to be
realistic, especially those involving retail and
residential development downtown, market
analysis must be thoroughly performed. The
findings in this plan suggest that it is realistic
to pursue development downtown.

Though the population of Rushville is
predicted to shrink by 2 percent in the next
five years, the number of households
earning $50,000 or more is actually
predicted to increase. In Rush County and
the six surrounding counties, the number of
households earning $50,000-$150,000 is

=

expected to grow by over 7,000
households. If downtown Rushville can
capture even 1 percent of that growth, that
could reverse the downward trend predicted
for the next five years. At a 2 percent
capture rate, 150 new households are
added downtown. And if downtown
Rushville could capture 5 percent of the
growth in that market, 376 new households
would call Rushville home.

Retail demand shows opportunities in a few
key sectors, including general merchandise
(discount stores), clothing and accessories,
sporting goods and hobby stores, and full-
service restaurants. Demand was calculated
based a trade area that covered everyone
within a 15 minute drive of the courthouse
square. According to this data, downtown
Rushville can support the kind of stores and
restaurants that will draw people to live
there.

Area Economic Development

Jobs are crucial to attracting new residents
to downtown Rushville, and these jobs could
be in any area of the community. Therefore,
a broad economic analysis was performed
to find the shovel ready sites suitable for
development, key industries that make up
Rushville’s economic base, and growing
industries that could help Rushville’s
economic future.
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OBJECTIVES

INCREASE DOWNTOWN
POPULATION

Purpose (Why)

Rushville prioritizes downtown revitalization,
and this is only possible by increasing the
downtown population. More people
choosing to live downtown leads to more
businesses opening to attract those
potential customers. This leads to the kind
of vibrant, charming downtown that will
increase quality of life for current residents
and attract new residents, including young
families.

[t is difficult to support small, local
businesses with downtown Rushville’s
current demographics, but there is a lot of
opportunity in downtown Rushville as well.
According to a 2013 survey conducted by
Indianapolis’ Metropolitan Planning
Organization and Metropolitan Indianapolis

Board of Realtors, nearly 4-in-10
Central Indiana residents would
ideally like to live in a small town
or rural setting (Northup). There is
demand for a peaceful charming
downtown like Rushville.
Additionally, there is potential
space to be developed. The
upper floors of many downtown
buildings sit vacant. These could
serve a higher and better use as
multi-family housing,
condominiums, affordable
housing, or senior housing.

Priorities (What, How)

Encourage redevelopment of upper floors of
downtown commercial buildings.

Empty or underutilized floors are
redeveloped by a single developer or
partnership (because an incremental,
property-by-property approach will have less

likelihood of success, take more time and
more capital, and provide lower returns).

Land acquisition can be accomplished
through a master lease. This is a long-term
lease from the current property owners. This



is beneficial for property owners because
most of these floors are currently not
producing income. Developers benefit
because cash flow can be generated (by
sub-leasing apartments to tenants) with little
capital cost.

Responsible parties (Who)

Overall project plan should be developed in
conjunction with municipal government,
planning consultant and downtown
community members and property owners,
including:

e Heart of Rushville

e Rush County Economic and Community
Development Corporation

e Rush County Chamber of Commerce

Development could led by local Indiana
developers who focus on community
development, including:

e Flaherty & Collins (Indianapolis)
e Milestone Ventures (Indianapolis)
e Keller Development (Fort Wayne)

e Englewood Development Company
(Indianapoilis)

e Pioneer Development Services
(Greenwood)

e TWG Development (Indianapolis)

The project could involve affordable units
and Low Income Housing Tax Credits, so
project partners would include:

e |ocal housing authority

e |ndiana Housing and Community
Development Association

Draft Timeline (When)

e Draft plan within 2 years

e Find developer within 3 years

e Project completion in 5 years

Funding Sources (How)

Low Income Housing Tax Credits (LIHTC)
are available if affordable units are included
in development.

HOPE VI Main Street Grants are designed
to “rejuvenate older, downtown business
districts while retaining the area's traditional
and Historic character. To do this, the Main
Street program provides assistance to
smaller communities in the development of
affordable housing that is undertaken in
connection with a Main Street revitalization
effort. Obsolete commercial offices or
buildings can be reconfigured into rent
producing affordable housing” (U.S.
Department of Housing and Urban
Development, 2014).

HUD’s Section 108 Program uses CDBG
allocation’s as security for loans, so that
annual allocations can be used to finance
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large projects. As Rushville is not an
entitlement community, application must be
in partnership with the State of Indiana,
through the Indiana Housing and
Community Development Authority.

Housing Tax Increment Financing
(HOTIF) uses additional tax dollars from
redevelopment of housing (the tax
increment) to finance land acquisition,
construction and rehab of residential units,
and infrastructure improvements. The
financing tool is confined to a geographic
area. Therefore, if a HOTIF was established
downtown, a portion of taxes generated
downtown would fund improvements
downtown. To use this financing tool, a
redevelopment commission must me
established.



EXPAND FARMERS’ MARKET

Purpose (Why)

The Heart of Rushville Farmers’ Market is an
important cultural offering in downtown
Rushville. Investing in this event and
expanding its impact will have great benefits
for downtown. A larger farmers’ market will;

e Create an attraction that can attract
young families and young professionals,

e Draw more residents downtown,

e Provide fresh food and increased quality
of life for all of Rushville, and

e Expand opportunities for local
entrepreneurs to create and grow small
businesses.

e Provide a market outlet for local farmers
to produce crops for local consumption,
which often yield higher revenue acre per
acre.

Priorities (What, How)

Year round market

A winter market expands business
opportunities for local growers and
craftspeople. The weekly format with low
overhead reduces barriers to entry into the
market and allows more entrepreneurs to
start small businesses.

While a spring, summer, and fall market
provides an abundance of fresh produce,
many communities also have successful
winter markets. A winter market can offer a
diverse range of products, from groceries
such as eggs, meat, cheese, and winter
produce to locally made food (such as
preserves, honey, coffee, and baked goods)
and locally made crafts (including soaps,
décor, and other home goods).

Shared retail space for local goods as
extension of market




A shared retail space is an excellent
resource to encourage and enable local
entrepreneurs to start small businesses.
Small businesses can drive job creation and
economic growth, while also attracting
young professionals and young families.

By implementing a model similar to an
antique mall, with one owner or lessee
renting out space (booths or tables) to
businesses, overhead would be very low for
new businesses. This will encourage would-
be entrepreneurs to try selling their goods
with very little risk.

Shared retail space could be owned leased
by the city or a local organization, such as
Heart of Rushville. The location should be

downtown, near the current farmers’ market.

Allow SNAP benefits to be used at
Farmer’s Market

By simply applying online and sending the
USDA supporting documents, the Heart of

Rushville Farmers’ Market can begin
accepting SNAP benefits and offering fresh,
local food to residents who are in need.

Many communities also find local private
donors (such as local charities, churches,
and food pantries), to support a “Double
Your Dollars” program. SNAP recipients can
receive 1-to-1 matching funds if they use
their SNAP benefits at the farmers’ market.
This increase the amount of fresh, healthy
food that low-income households receive
and incentivizes patronage of the farmers
market, increasing revenues for local farmers
and small businesses.

Responsible parties (Who)

Year Round Market: This effort should be
lead by Heart of Rushville. Local growers,
craftspeople, and makers should also
consider organizing as guild.

Shared Retail Space for Local Goods: This is
a collaboration between the city and Heart

of Rushville. These partners need to develop
a more specific plan in the 18 months to
provide forward momentum.

Allow SNAP Benefits to Be Used at Farmers’
Market: Heart of Rushville can apply to the
USDA to accept these benefits.

Timeline (When)

Heart of Rushville: apply to accept SNAP
benefits within 12 months.

City of Rushville and Heart of Rushville:
Develop plan for shared retail space location
and business plan in next 18 months.

Heart of Rushville: Establish a winter market
for winter of 2016-17.

Funding Sources (How)

Vendors are a key source of revenue for any
farmers’ market, and market analysis should
determine if these fees can be raised to
support more marketing.



U.S. Department of Agriculture offers several
grants and programs to support farmers’
markets. Helpful information is available at
http://www.fns.usda.gov/ebt/usda-grant-
resources-farmers-markets. These grants
include:

Farmers Market Promotion Program
(FMPP)

Focus: Improve and expand farmers'
markets, roadside stands, community-
supported agriculture and other direct
producer to consumer market opportunities.

Federal State Marketing Improvement
Program (FSMI)

Focus: Applied research projects that
address barriers, challenges and
opportunities in marketing, transportation,
and distribution of U.S. food and agricultural
products.

Sustainable Agriculture and
Research (SARE) 4

Focus: Competitive grants
program supporting research,
education and sustainability
includes such areas as producer
grants and sustainable
community innovation.

Community Food Projects
Competitive Grants & Hunger and Food
Security Programs

Focus: Meeting the food needs of low-
income people, increasing the self-reliance
of communities in providing for their own
food needs and meeting specific state, local
or neighborhood food and agriculture needs.

Outreach Partnership Agreements

Focus: Ensure that information and technical
assistance programs are effectively targeted
to women, limited-resource, socially

r f’-’"

disadvantaged, and other traditionally
underserved people.

Value Added Producer Grant Program

Focus: Locally-produced agriculture food
products. Priority is given to small to
medium-sized family farms. 10% of funds
reserved for beginning or socially
disadvantaged farmers or ranchers. 10% of
funds reserved to develop local/regional
supply networks linking independent
producers with businesses and
cooperatives.



Business and Industry (B&l) Guarantee
Loan Program

Focus: Establish and facilitate processing,
distribution, aggregation, storing and
marketing of local/regional food products.
Help new and existing rural businesses gain
access to affordable capital. Priority will be
given to projects benefiting underserved
communities. Through 2012, at least 5% of
funds will support initiatives in local and
regional agriculture.

Housing & Community Facilities
Programs

Focus: Assist in the development of
essential community facilities. Construct,
enlarge, or improve community facilities for
health care, public safety, and community
and public services including the purchase
of equipment required for a facilities
operation. Provide loans and grants for the
construction, acquisition or renovation of

community facilities or for the purchase of
equipment for community projects.



ENCOURAGE AND ENABLE SMALL
BUSINESSES DOWNTOWN

Purpose (Why)

Economic growth depends on the growth of
small businesses and on a quality of life that
can attract skilled workers, young
professionals, and young families. A vibrant
downtown is key to attracting these
residents, and a vibrant downtown is
dependent upon successful small
businesses and a healthy entrepreneurial
environment.

Priorities (What, How)

Facade improvements and infrastructure
improvements could be funded through low-
interest loans, revenue from a TIF district, or
a business improvement district.

Shared space and incubators can
encourage entrepreneurs, lower barriers to
entry into the market, and attract young

professionals that want to start
businesses or be in an energetic
environment characterized by a
strong entrepreneurial culture.
Shared spaces and incubators
can look different depending on
the industry.

Restaurants could benefit from a
“rotating restaurant” space,
where a tenant rents for a short
time, perhaps six months, and
tries their restaurant concept.
Successful business could
“graduate” and move to
permanent space available
downtown.

A shared commercial kitchen could make it
possible for Rushville residents to start
producing and selling preserves, baked
goods, or other commercial foods with less
risk and lower overhead.

Some historic buildings downtown could bengfit from
funding to restore the facade.

A shared office space could provide low-rent
workspace for technology-based
businesses, such as developers, or any
business that primarily requires office space
and computer workstations, such as
architects, marketing professionals, and
other professional services. A shared space
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could offer low overhead for new businesses
and opportunities for creative collaboration.

Light industry or “makers” would benefit
from a shell building available for discounted
rental prices for a portion of the building.
Flexible space arrangements mean small
business can rent as much or as little space
as necessary, thus keeping costs down until
the business is ready to grow. Shared
equipment and tools could also be available
at such a facility.

For any incubator or shared space program,
a requirement of participation should be that
the mature business locates downtown after
“graduation,” thus creating a culture of
entrepreneurship along Main Street.

Participation is such programs must also
include business training, business plan
assistance, and business development
assistance. Entrepreneurs can be paired
with established business owners in Rush
County as mentors.

Responsible parties (Who)

The City of Rushville should work with Rush
County Chamber of Commerce and Rush
County Economic and Community
Development Corporation to create an
implementation plan for the above
recommendations.

Draft Timeline (When)

e Plan conception within next 18 months

e Facade improvement program developed
and available in 2017

e Rushville Small Business Incubator
developed and operational by 2018

Funding Sources (How)

Tax Increment Financing can finance
improvements necessary to attract more
customers downtown. To create additional
tax revenue (the tax increment), property
values need to increase. This can be

accomplished by establishing a small
business incubator, growing local
businesses, and increasing demand for
downtown retail space.

Under a Business Improvement District
(BID), downtown businesses would agree to
form a BID, contributing some extra tax
dollars to finance improvements that directly
benefit them. All projects financed by the
BID would be constructed within the
boundaries of the BID.



DEVELOP BIKE INFRASTRUCTURE
AND MULTI-USE TRAILS

Purpose (Why)

Trails and bike infrastructure are amenities
that attract young families and young
professionals, as well as provide alternative
transportation solutions for young people or
people without automobiles. Trails have also
been known to have a positive impact on
property values and development activity,
such as Indianapolis’ Cultural Trail.

Priorities (What, How)

A system of bike infrastructure and trails
should be planned, with phasing. An
example map of potential routes shows
some possibilities. The map outlines the
following trails:

North/south bikeway connecting the
school campus, 16th Street, South Veterans

Memorial Park, Downtown Rushville, and
Riverside Park.

Flatrock Greenway providing a multi-use
trail along the Flatrock River.

East/west bikeway connecting the east
and west sides of town, and the two ends of
the Flatrock Greenway, to Downtown
Rushville.

These suggested bikeways can have varying
levels of infrastructure improvement, from
simply painting bike lanes to construction
separate grade multi-use paths. The
proposed forms are shown on the map, and
a description of each form is outline below.

Separate Grade: This is similar to a
sidewalk, but designed for bicycle use. It is
separated from street grade by a curb, and
ideally by a buffer of grass or trees. This is
the safest bikeway and most convenient to
riders, but requires the most land and
expense. These bikeways can either

separate pedestrian and bike traffic (with a
sidewalk and a separate bikeway) or
combine traffic in a multi-use trail. A multi-
use trail should be at least 12 feet wide for
ease of use. Separate grade bikeways are
proposed along Morgan Street and near the
school campus for the safety of younger
riders.

Protected Bike Lane: A bike lane
separated from traffic by bollards can be an
inexpensive but very safe way of protecting
bike traffic. This type is proposed along 10th
Street and could be used along the
residential sections of Morgan Street.
Though a separate grade bikeway is ideal in
this area, cost and land availability may
require an alternative solution, and a
protected bike lane would work well.

Marked Bike Lane: This basic bike lane is
identified with paint and, ideally, striping or
green paint in the lane itself (and across
intersections). This informs drivers of

10



bicyclists, but offers little separation, aside
from separating traffic. Therefore, this type is
proposed only along less travelled portions
of Third Street downtown.

Flatrock Greenway: This greenway would
be an asphalt multi-use trail following the
Flatrock River. A portion of the trail would
follow the railroad east of Rushville. This may
require land acquisition along the railroad,
unless the railroad owns enough right-of-
way to donate a portion (a safe distance
from the tracks) to the city.

Responsible parties (Who)

The City of Rushville will need to coordinate
with Rush County and the Area Planning
Commission to accomplish some of these
trails, as they lie along the Flatrock River
outside of city limits.

The City of Rushville should work with
community members and a planning

O

Potential Bike Infrastructure

10tht.

Sexton St.

Flatrock River

Esri, HERE, DeLorme, Mapmylndia, © OpenStreetMap contributoré,
and the GIS user community

consultant to complete a detailed bicycle/
pedestrian plan.

Legend

Type of Improvement
@ Flatrock Greenway
Marked Bike Lane
Protected Bike Lane
e Scparate Grade

@ Separate Grade/Protected Bike Lane

Destinations

1. Middle School

2. Elementary School

3. High School

4. South Veterans Memorial Park
5. Post Office

6. Library

7. Grocery (Kroger)

8. Riverside Park

11
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Draft Timeline (When)

e City of Rushville begins bicycle/pedestrian
planning process in 6 months.

e Bicycle/pedestrian plan prepared by
2017.

Funding Sources (How)

Funding sources for these infrastructure
improvements are include Intermodal
Surface Transportation Efficiency Act (ISTEA)
grants, Transportation Investment
Generating Economic Recovery (TIGER)
grants, and for the portions along Sexton
Street serving the school campus, Safe
School USDOT funding.

12



RETAIL MARKET
ANALYSIS

How Was the Analysis Performed?

The basis of this analysis is a concept called
surplus and leakage. For a given geographic
area, surplus/leakage analysis is the
difference between potential demand for a
good and the sales of that good. If the
difference is positive, sales of that good are
“leaking” out into another community. These
are the areas where demand exists to
support economic growth.

This demand is shown in dollars, square
feet, and number of stores. Square feet of
demand is calculated using sales per square
foot figures from Dollars and Cents of
Shopping Centers (Urban Land Institute,
2004). Number of stores divides this square
foot figure by the median size of a store in
that sector (also available from Dollars and
Cents), giving the total number of stores of

average size this demand could be expected
to support.

Retail Trade Area

To find the demand for different types of
businesses, two different areas were
studied. First, an area that is walkable to the
courthouse square was analyzed. This is
defined as a circle 1 mile wide (0.5 mi.
radius), centered on the courthouse. Within
this circle, it takes about 10 minutes or less
to walk downtown.

The second study area was within 15
minutes of driving from the courthouse
square. Theses study areas are shown in
Figure 1.
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FIGURE 2. RETAIL DEMAND IN WALKING AND DRIVING TRADE AREAS
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Sectors with Development
Opportunities

General merchandise stores, such as Dollar
General and other discount retailers, have
the highest unmet demand within a 15
minute drive time. About 140,000 sq. ft. of
demand, or $17.9 million in sales, goes
unmet in the area. Rushville’s consumer
characteristics support this demand.
According to ESRI, consumers within this
area are more likely than the average
American to focus on price over brand name
or to use coupons, and are less likely to
value quality over price (see Appendix A).

Clothing stores, as well as stores selling
accessories such as shoes, have over
26,000 total square feet of unmet demand.
That is equivalent to almost 12 stores at
2,220 sqg. ft. each (the median size for stores
in that sector. A store of that size could fit
easily into downtown retail space.

Sporting goods, hobby stores, and book
and music stores are grouped together and
total 14,607 sq. ft. of unmet demand. That is
over 7 stores of 2,034 sq. ft. each. Again, a
store of this size could fit easily into a
downtown storefront.

Health and personal care stores (for
example, CVS, Walgreens, or Rushville’s
own Rushville Pharmacy) have over 15,000
sq. ft. in leakage. Downtown could
potentially be the location for one more
pharmacy (CVS usually builds stores at
12,900 sq. ft.), but between CVS and the
locally owned pharmacy, competition would
be steep.

Full service restaurants have 10,520 sg. ft. in
unmet demand, equivalent to 6 new
restaurants of 1,750 each. Downtown
Rushville has the potential to capture a
significant portion of this market given its
central location at the intersection of two

highways, especially if new restaurants open
alongside other quality-of-life improvements.

If a business was supported only by
customers within a 10 minute walk of
downtown, the options fewer, but still
present. The demand in this walkable trade
area could support about 3 general
merchandise stores and about one each of
the following: clothing store (at 2,220 sq. ft.),
department store (at 8,376 sq. ft.), and
sporting goods and hobby store (at 2,034
sq. ft.).

Unmet demand for restaurants and
pharmacies is missing from this more local
analysis. In both cases, Rushville serves as
an “exporter” of these goods. The location of
CVS and Rushville Pharmacy downtown
means that downtown Rushville sells far
more than is demanded within walking
distance. These stores sell to customers
across Rush County. Pharmacy sales in
downtown Rushville account for 64 percent

15
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of pharmacy sales in the larger 15 minute 15 minute drive time area and the walking
drive time area, but demand from the distance area.

downtown area only makes up 14 percent of

the total demand from within the 15 minute

drive time area.

The same is true for full service restaurants.
Restaurants within a half-mile of the square
account for 28 percent of full-service
restaurant sales within the larger 15 minute
driving distance, but only 14 percent of
demand comes from residents in this area.

Furthermore, demand for these businesses
will increase locally if the population
increases downtown and in the surrounding
neighborhoods. By encouraging
development in the sectors listed above,
more residents will be attracted to live near
downtown. More residents will, in turn, bring
more businesses.

Figure 2 shows selected retail categories
analyzed by unmet demand (in terms of
number of median size stores) for both the



RESIDENTIAL MARKET
ANALYSIS

Competitive Market Area

When considering Rushville’s competitive
market area, ask “If a household is
considering moving to Rushville, what other
communities are they likely to consider?
What is our competition?” The answer
comes from the surrounding counties.

Rushville is an hour from Indianapolis, but
also close to eastern Indiana. Certainly
Rushville competes for residents with larger
metropolitan areas, but in order to attract
residents, Rushville needs compete using
the advantages it already has: small town
charm.

If a household is looking to move to a small
town in east-central Indiana, Rushville is one
choice among many, competing with
Greenfield, Shelbyville, Greensburg,

Connersville, and
Metamora. Therefore, the
competitive market area in
this study includes the

counties surrounding Fishers

Rush County, including
Rush County itself, as

shown in Figure 3. Indianapolis
Predicted Changes in

Population

The household population

of this seven county area INDIAN A

is predicted to grow by
only 1 percent, from
98,823 to 100,070. In the
area within 15 minutes of
downtown Rushville, the
predicted change is -2

percent, from 5,470 households to 5,375.

(See Table 1.)

However, the population of households
above the median income is expected to

Figure 3. Competitive Market Area

Muncie

Anderson

Henry

County
Hancock

County

Richmond

Rush Fayette
Shelby  County  County
County
Franklin

County

Decatur
County

grow, as shown in Figure 4. The number of
households earning $50,000 or more is
expected to increase by 9,096, while the
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TABLE 1. HOUSEHOLD POPULATION CHANGE FROM

2014-2019
Sites 2014 2019 Change Rate of
Households Household Change
Estimate
Surrounding 98,823 100,070 1,247 1%
Counties
15 Minute 5,470 5,375 -95 -2%
Drive Time

Source: Esri Business Analyst

TABLE 2. HOUSEHOLD INCOME IN 2014 AND 2019

2014 2019 Change Rate of
Change
Surrounding | $50,408 $57,556 $7,148 14%
Counties
15 Minute $45,936 $52,892 $6,956 15%
Drive Time
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Figure 4. Estimated H.H. Population Change by Income
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number of households earning less than that
is expected to fall by 7,849.

This change could be attributed to relocation
of households or to the expectation that
current households will grow their income
over the coming years. In either scenario,
Rushville should position itself to capture its
share of that growth.

Capturing Household Population
Growth

To make a case for residential development
in downtown Rushville, it must be seen that
Rushville’s share of this growth could be
significant enough to merit development.
Assuming three capture rates, a
conservative, moderate, and aggressive
scenario, it can be seen that this growth
does indeed have the potential to
significantly impact downtown Rushville.

The three scenarios, shown in Table 3,
assume a 2 percent, 5 percent, or 10

TABLE 3. DOWNTOWN HOUSEHOLD GROWTH AT THREE CAPTURE RATES

Capture Rate  $50K-$74.9K $75K-$99.9K $100K-$149.9K Total
Total Growth 1,120 3,619 2,785 7,524
2% 22 72 56 150
5% 56 181 139 376
10% 112 362 279 752

TABLE 4. DEVELOPMENT POTENTIAL AT THREE CAPTURE RATES

Capture Units Sq. Ft. Cost Sale Revenue ROI
Rate Estimate Estimate
2% 150 225,720  $16,929,000 $18,810,000 $1,881,000 11%
5% 376 564,300  $42,322,500 $47,025,000 $4,702,500 11%
10% 752 1,128,600 $84,645,000 $94,050,000 $9,405,000 11%
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percent capture rate. This is applied to
household population growth in the $50-
$149.9K income range. Anywhere from 150
to 750 new households could be expected,
if Rushville can be competitive with other
communities in the seven county area.

The key to competitiveness for downtown
Rushville is to offer the right product,
affordable, unique housing that caters to the
right market and emphasizes Rushville’s
small town charms. Upper-story
condominiums or apartments are perfect for
some of these households. Others

may prefer a rehabilitated home in the
neighborhoods near downtown. Both
scenarios together contribute to a revitalized
downtown Rushville. This in turn makes
Rushville a more attractive community and
the opportunity exists for growth to
continue.

The housing product offered must not only
be conventional suburban subdivision

housing. This is available in every community
in the competitive market area. Buyers may
choose Greenfield or Shelbyville rather than
Rushville, due to their proximity to
Indianapolis. Rushville must instead offer a
unique product. Downtown or historic
neighborhood residences near vibrant retail
are a rare commodity in small town Indiana.
If Rushville can offer this product, buyers will
be found easily.

As an rough estimate of profit potential
available to developers in Rushville, Table 4
estimates square footage, costs, and
revenue from the three capture rate
scenarios, assuming an average of 1,500
sq. ft. per unit (for a condominium), $75 per
sq. ft. of construction costs, and a sale price
of $125,000. These are rough, but realistic
estimates illustrating that with the right
developer, the numbers can work in
downtown Rushville.
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AREA ECONOMIC
DEVELOPMENT

SUPPLY OF READY SITES

Shovel Ready Criteria

The Indiana Shovel Ready Program identifies
and certifies sites that are ready for
economic development. The program has
three tiers: shovel ready, shovel ready silver,
and shovel ready gold. Once certified in any
level, the sites are featured on the Indiana
Site Selector Database and are included in
the Indiana Economic Development
Corporations marketing materials. According
to the Indiana Office of Community and
Rural Affairs (ORCA), certification levels are
defined by the following:

* The base level defines boundaries with a
cClear title, establishes a price,
demonstrates executive level local
government support, defines utility

capacity, and provides documentation
such as Phase | environmental
assessment, ALTA, topographical,
property layout, and plat maps.

e Shovel Ready Silver builds upon those
attributes by maintaining documentation
that is less than one year old, has proper
zoning, and has infrastructure built to the
property.

e Shovel Ready Gold expands beyond
Silver by being less than five miles from a
two-lane highway, has seismic data, soil
borings, a minimum of 20 acres, and has
no environmental concerns.

Current Supply of Shovel Ready
Sites

Shovel Ready

In Rush County, there is one certified Shovel
Ready site, the North Industrial Park. The
sites located within the North Industrial Park
are available for sale or lease. According to

the property report, land is being sold at the
price of $15,500 per acre. However, the sale
terms vary and prices are negotiable: “The
North Industrial Park is owned by the
Rushville Redevelopment Commission. The
commission has the ability to negotiate the
cost of the site available based on job
creation and investment to the community.”
There is a total of 320 acres available, and
240 contiguous acres available for
development.

Other Available Sites

There are 6 sites available for sale or lease
that are not apart of the shovel ready
program. These sites range in size from 1
acre to 154 acres. The buildings can be
used for general purposes, manufacturing,
mixed use, business, and industrial. More
information for the sites can be found at
www.statein.zoomprospector.com.
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Other Available Buildings

There are 9 buildings available for sale or
lease in Rush County. These buildings range
in use from office, general, warehouse,
executive suites, industrial, and mixed-use.
The buildings range in size from 400 square
feet to 308,000 square feet. These buildings
could be potential sites for new business
development in Rush County.

More information for the buildings can be
found at www.statein.zoomprospector.com.

ECONOMIC ANALYSIS

Condition

Economic Base

The following industries are in the Rush
County economic base 2013 as defined by
having a location quotient (LQ) greater than
one:

NAICS 23 Construction 1.07
NAICS 31-33 Manufacturing | 1.34
NAICS 44-45 Retail trade 1.17

NAICS 48-49 Transportation | 1.9
and warehousing

NAICS 81 Other services,
except public administration

1.04

Multiplier Effect Industries

The economic multipliers analyzed for each
sector include output per dollar of direct
output, total jobs per direct job, and total
payroll per dollar of direct payroll. The
analysis found the “Educational Services
(NAICS 61)” sector has the highest output
per dollar of direct output economic
multiplier at 1.4208 with $26,933,799 in total
output in the county. “Agriculture, Forestry,
Fishing, and Hunting (NAICS 11)” has the
highest total jobs per direct job multiplier at

1.74996 and creates 806 direct and indirect
jobs in the county. The “Real Estate and
Rental and Leasing (NAICS 53)” sector
creates the most payroll per dollar of direct
payroll with a multiplier of 3.15784 and a
total payroll of $972,340. Creating jobs in
the “Real Estate and Rental and Leasing
(NAICS 53)” and “agriculture, forestry,
fishing and hunting (NAICS 11)” sectors will
have the largest economic impact in Rush
County by creating other jobs and
generating larger payrolls to be spent in the
community. The multipliers for all sectors
can be found in the appendix.

Factors of Production

Since 1990, the Rush County population
has decreased by -6.21% and has gone
from 18,129 in 1990 to 17,004 in 2013. The
population is estimated to decrease to
15,680 by 2030 (http://
www.hoosierdata.in.gov/highlights/
profile.asp?geo val=S18;C139&page_id=1).
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The population distributions, shown in Figure
5, detail the change in population (in
percentage) by age group in 2010 and 2014.
The 2010 population distribution shows
patterns of immigration, depicted by bulges
in the graph, between the ages of 10-19 and
35 - 54. The lack of bulges in the 0 — 9 age
categories signify low birth rates in the
community. If the community doesn’t attract
new residents, this can lead to future
problems as the community population
declines. The bulges between the ages of
10-19 can signify families with children
moving into the community, or an increase in
births 10 years ago. Around the ages of
20-34 the population is emigrating from
Rush county. This can be because of people
moving away for college or moving away for
work opportunities. If people do move away
for college, the graph shows they are
coming back around the ages of 35- 39.

Similar to the 2010 population distribution,
the 2014 distribution also shows patterns of

immigration and emigration. While birth rates
are similar than in 2010, the population
bulges around the 50-59 age groups,
suggesting people in those categories are
aging in place.

The labor force consists of 8,660 individuals.
Of the total, 8,175 (94.4%) are employed,
and 485 (5.6%) are unemployed. There are
4.899 individuals not in the labor force
(http://statein.zoomprospector.com). The
majority of the population 25+ has a high
school education , while 17.71% have some
college education and 9.62% have some
high school education, as seen in the image
below. (http://statein.zoomprospector.com)

Non-Labor Resources

There are state wide financing programs
designed to stimulate business development
and/or retention. These include:

e Rural Revolving Loan Fund

218t Century Research and Technology
Fund
e Tax-exempt Bonds

Small Business Innovation Research
Initiative (SBIR/STTR)
Venture Capital Investment Tax Credit

(Muncie-Delaware County Indiana Economic
Development Alliance, 2009)

Additionally, venture capitalist can provide
sources of funds for businesses in
Switzerland County. Venture capital is money
provided by investors to businesses;
typically start up firms or small business,
which are believed to have large growth
potential and long term benefits. While
venture capital investors typically have a
higher risk than other types of investments,
but returns can be greater than usual. In
Indiana, venture capital firms target funding
in various industries. For example, Lilly
Ventures focuses investment in
biotechnology and medical technology
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Figure 5. Population Distribution
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businesses across the state; CID Capital There are various tax credits available
targets opportunities in the life sciences, through the State of Indiana to stimulate
manufacturing technology, business business development including:

services, and information technology e Skill Enhancement Fund

e Economic Development for a Growing
Economy (EDGE) Tax Credit

e Research and Development Tax Credit

e Hoosier Business Investment (HBI) Tax

sectors; and Cardinal Equity Partners
focuses in recapitalizing lower and middle
market businesses. The 11 largest venture
capital firms in the state include:

e CID Capital, Inc. Credit
e Lilly Ventures e Hoosier Headquarters Relocation Tax
e Cardinal Equity Partners Credit

¢ |ndiana Community Business Credit Corp. e Hoosier Alternative Fuel Vehicle
e Allos Ventures Manufacturer Tax Credit

e Heron Capital

e Cambridge Ventures LP

e Pearl Street Venture Funds
e Periculum Capital Co. LLC
e |ndiana Seed Fund |

e AGS Capital LLC

(Indiana Economic Development
Corporation, n.d.).

(Muncie-Delaware County Indiana Economic
Development Alliance, 2009)






APPENDIX A. RETAIL
MARKET ANALYSIS

Other General Merchandise Stores
Clothing & Clothing Accessories Stores
Clothing Stores

Sporting Goods, Hobby, Book & Music Stores
Electronics & Appliance Stores

Full-Service Restaurants

Sporting Goods/Hobby/Musical Instr Stores
Bldg Materials, Garden Equip. & Supply Stores
Health & Personal Care Stores

Bldg Material & Supplies Dealers

Drinking Places - Alcoholic Beverages
Book, Periodical & Music Stores

Furniture & Home Furnishings Stores
Jewelry, Luggage & Leather Goods Stores
Shoe Stores

Home Furnishings Stores

Special Food Services

Office Supplies, Stationery & Gift Stores
Furniture Stores

Lawn & Garden Equip & Supply Stores
Florists

Specialty Food Stores

Beer, Wine & Liquor Stores

Miscellaneous Store Retailers

Grocery Stores

Food & Beverage Stores

Other Miscellaneous Store Retailers

Food Services & Drinking Places

General Merchandise Stores
Limited-Service Eating Places

Department Stores Excluding Leased Depts.

No. of Median Sized Stores

-30

Retail Demand in Terms of Number of New Stores

-22.5

-15

-7.5

0

7.5

15

22.5

No. of Median Sized Stores



RETAIL DEMAND IN TERMS OF

NUMBER OF NEW STORES

Other
General
Merchandise
Stores

Clothing &
Clothing
Accessories
Stores

Clothing
Stores

Sporting
Goods,
Hobby, Book
& Music
Stores

Electronics
& Appliance
Stores

Full-Service
Restaurants

No. of
Median

No. of
Median

Sized Stores Sized Stores

2.3

1.4

0.8

0.2

0.5

16.7

8.6

7.2

6.7

Sporting
Goods/
Hobby/
Musical Instr
Stores

Bldg
Materials,
Garden
Equip. &
Supply
Stores

Health &
Personal
Care Stores

Bldg
Material &
Supplies
Dealers

Drinking
Places -
Alcoholic
Beverages

Book,
Periodical &
Music
Stores

0.7

-0.3

-0.1

0.1

0.1

5.8

1.7

1.7

1.6

1.5

1.4

Furniture &
Home
Furnishings
Stores

Jewelry,
Luggage &
Leather
Goods
Stores

Shoe Stores

Home
Furnishings
Stores

Special Food
Services

Office
Supplies,
Stationery &
Gift Stores

Furniture
Stores

Lawn &
Garden
Equip &
Supply
Stores

0.5

0.1
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Florists

Specialty
Food Stores

Beer, Wine &
Liquor
Stores

Miscellaneo
us Store
Retailers

Grocery
Stores

Food &
Beverage
Stores

Other
Miscellaneo
us Store
Retailers

Food
Services &
Drinking
Places

General
Merchandise
Stores

-0.8

-2.1

-4.2

-1.8

3.2

-1.2

-1.3

-2.3

-6.7

-8.4

Limited-
Service
Eating
Places

Department
Stores
Excluding
Leased
Depts.

-2.6

0.9

-14.5

-25



Retail Potential - 1/2 Mile Radius (Walking Distance)

Group Potential Retail Surplus/  Surplus/ 2004 Median 2014 SF of No. of

Demand Sales Leakage Leakage Median GLAin Sq Median Demand Median

as Pct. Sales/SF  Ft Sales/SF Sized
Stores

Auto Parts, Accessories & Tire | $218,773 $1,393,034 -$1,174,261 729
Stores % : %
Automobile Dealers $3,161,402 $2,610,686 $550,716 9.5
Beer, Wine & Liquor Stores $184,148  $782,183 -$598,035 619  $254.10 2,400  $317.63 1883 -0.8
Bldg Material & Supplies $463932 $589,415 -$125,483 119 $143.30 6,800  $179.13 -701 -0.1
Dealers s s : ; 3 3 ] 3
Bldg Materials, Garden Equip. | $595,763  $589,415  $6,348 05  $143.30 6,800  $179.13 35 0.0
& Supply Stores % % ; i 3 3 3 ;
Book, Periodical & Music $95,106  $44,719  $50,387 360  $163.15 2,034  $203.94 247 0.1
Stores s s i i ; ; ; ;
Clothing & Clothing $899,027  $239,533  $659,494 579  $167.96 2220  $209.95 3141 14
Accessories Stores i i : i | ; ; ;
Clothing Stores $622,556  $158,776  $463,780 59.4  $167.96 2,220  $209.95 2209 1.0
Department Stores Excluding |  $969,892 $0  $969,892 100.0  $103.01 8,376  $128.76 7532 0.9
Leased Depts. i i ; ; i 3 3 i
Direct Selling Establishments | $166,783 $0  $166,783  100.0
Drinking Places - Alcoholic $136,977  $70,041  $66,936 323  $224.28 1,750  $280.35 239 0.1
Beverages i 1 s i ; ; ; 3
Electronic Shopping & Mail- $337,889 $0  $337,889 100.0
Order Houses i i s i
Electronics & Appliance Stores | $509,984 ~ $418,585  $91,399 9.8  $137.85 2,240  $172.31 530 0.2
Florists $15475  $42,259  -$26,784 464  $186.32 3,000  $232.90 115 0.0




Retail Potential - 1/2 Mile Radius (Walking Distance)-1

Group Potential Retail Surplus/  Surplus/ 2004 Median 2014 SF of No. of

Demand Sales Leakage Leakage Median GLAiIn Sq Median Demand Median

as Pct. Sales/SF  Ft Sales/SF Sized
Stores

Food & Beverage Stores $2,537,559 $15,712,65" -$13,17509 722  $347.10 29,000  $43388  -30366 1.0
Food Services & Drinking $1,770,127 $2,662,342 -$892,215 201 $22428 1,750  $280.35 -3183 1.8
Places 1 a 3 i | ; ; 3
Full-Service Restaurants $587,911  $366,923  $220,988 231 $22428 1,750  $280.35 788 0.5
Furniture & Home Furnishings | $317,382 $0  $317,382 100.0  $147.35 3630  $184.19 1723 | 0.5
Stores ] ] i f ] ] ] i
Furniture Stores $195,121 $0  $195,121 $147.35 3,630  $184.19 1059 0.3
Gasoline Stations $1,914,728  $647,957 $1,266,771
General Merchandise Stores | $3,486,453 $0 $3,486,453 $103.01 8376  $128.76 27077 3.2
Grocery Stores $2,305,976 $14,924,73¢ -$12,618,76 732 $34710 29,000  $433.88  -29084 1.0
Health & Personal Care Stores | $1,667,341 $2,902,217 -$1 234,876 $408.40 8,993  $510.50 -2419 -0.3
Home Furnishings Stores $122,260 | $0  $122,260 $147.35 3,630  $184.19 664 0.2
Jewelry, Luggage & Leather $125964  $80,757  $45207 $380.09 1,200  $475.11 95 0.1
Goods Stores f f : i
Lawn & Garden Equip & $131,831 $0  $131,831 100.0  $143.30 6,800  $179.13 736 0.1
Supply Stores f f f f f f f f
Limited-Service Eating Places | $955,562 $2,225,378 -$1,269,816 $224.28 1,750  $280.35 -4529 -2.6
Miscellaneous Store Retailers | $554,525 $2,052,485 -$1,497,960 $186.32 3000  $232.90 -6432 2.1
Motor Vehicle & Parts Dealers | $3,609,270 $4,080,379 -$471,109 6.1




Retail Potential - 1/2 Mile Radius (Walking Distance)-2

Group Potential Retail Surplus/  Surplus/ 2004 Median 2014 SF of No. of

Demand Sales Leakage Leakage Median GLA in Sq Median Demand Median

as Pct. Sales/SF  Ft Sales/SF Sized
Stores

Nonstore Retailers $535,641 $0  $535641 1000 ‘
Office Supplies, Stationery & $154,830  $174,966  -$20,136 -6.1  $186.32 3,000  $232.90 -86 0.0
Gift Stores
Other General Merchandise | $2,516,561 $0 $2,516,561 100.0  $103.01 8376  $128.76 19544 23
Stores
Other Miscellaneous Store $331,170 $1,798,614 -$1,467,444 68.9  $150.18 1,750  $198.98 7375 42
Retailers 3 3 i
Other Motor Vehicle Dealers $229,094 $76,659 ©  $152,435
Shoe Stores $150,507 | $0  $150,507 $165.39 2,605  $206.74 728 0.3
Special Food Services $89,678 $0  $89,678 $22428 1,750  $280.35 320 0.2
Specialty Food Stores $47,435 $0  $47,435 $347.10 29,000  $433.88 109 0.0
Sporting Goods, Hobby, Book | $463,283  $128,433  $334,850 56.6  $163.15 2,034  $203.94 1642 0.8
& Music Stores ‘
Sporting Goods/Hobby/Musical | $368,178  $83,714  $284,464 629  $163.15 2,034  $203.94 1395 0.7
Instr Stores 3 s ; ; 3
Used Merchandise Stores $53,050 $36,646 $16,404 18.3
Vending Machine Operators $30,969 $0  $30,969 100.0
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Retail Potential - 15 Minute Drive Time

Group Potential Retail Surplus/  Surplus/ 2004 Median 2014 SF of No. of

Demand Sales Leakage Leakage Median GLAiIn Sq Median Demand Median

as Pct. Sales/SF Sales/SF
Stores

Auto Parts, Accessories & | $1,583,430 $2,925.953 -$1,342,523 298 ‘
Tire Stores % 3 : ;
Automobile Dealers $23,026,01¢ $21,337,697 $1,688,316 38
Beer, Wine & Liquor Stores | $1,332,698 $1,793,393 -$460,695 147 $254.10 2,400  $317.63  -1,450 -0.6
Bldg Material & Supplies $3,531,613 $1,638,099 $1,893,514 366  $143.30 6,800  $179.13 10,571 1.6
Dealers
Bldg Materials, Garden $4,546,724 $2,421,750 $2,124,974 305  $143.30 6,800  $179.13 11,863 1.7
Equip. & Supply Stores
Book, Periodical & Music $665,024  $72,340  $592,684 80.4  $163.15 2,034  $203.94 2,906 1.4
Stores
Clothing & Clothing $6,398,449  $881,120 $5517,329 758  $167.96 2,220  $209.95 26,279 11.8
Accessories Stores
Clothing Stores $4,424,254  $418,018 $4,006,236 827  $167.96 2220  $209.95 19,082 8.6
Department Stores Excluding | $6,967,465 $33,974,97- -$27,007,50 660  $103.01 8,376  $128.76  -209,747 -25.0
Leased Depts. ? ?
Direct Selling $1,283,427 $1,719,758 -$436,331 -14.5
Establishments f f j
Drinking Places - Alcoholic | $982,853 $267,820 $715,033 572  $22428 1,750  $280.35 2,551 15
Beverages f f f f f
Electronic Shopping & Mail- $2,455,743§ $0 $2,455,743§ 100.0
Order Houses f f f
Electronics & Appliance $3,686,845 54.6 2,240 15,112 6.7

Stores

$1,082,836

$2,604,009

$137.85

$172.31
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Retail Potential -

15 Minute Drive Time-1

Group Potential Retail Surplus/  Surplus/ 2004 Median 2014 SF of No. of

Demand Sales Leakage Leakage Median GLAin Sq Median Demand Median

as Pct. Sales/SF Sales/SF Sized
Stores

Florists $120513  $105,326  $15,187 67  $186.32 3,000  $232.90 65 0.0
Food & Beverage Stores $18,265,763 $34,933,45<i -$16,667 69§ -31.3  $347.10 29,000  $433.88  -38,416 1.3
Food Services & Drinking $12,816,665§ $15,594,69(§ -$2,778,022 98  $224.28 1,750  $280.35  -9,909 5.7
Places ‘ ‘ f f ‘ f
Full-Service Restaurants $4,252, 879 $1 303, 564 $2 949,315 53.1  $224.28 1,750  $280.35 10,520 6.0
Furniture & Home $2,293,3183 $1 ,343,130§ $950,188 261  $147.35 3630  $184.19 5,159 1.4
Furnishings Stores ‘ ? ? 3 3
Furniture Stores $1,392, 355 s1,281 866  $110,489 41 $147.35 3,630  $184.19 600 0.2
Gasoline Stations $13,729, 22 $2,719,334 - $11,009,887 66.9
General Merchandise Stores | $25,131 oo< $34,159, 56‘ -$9,028,558 $103.01 8,376  $128.76  -70,118 -8.4
Grocery Stores $16,591 93 $32,304, 68( -$15,712, 74 $347.10 29,000  $433.88  -36,215 1.2
Health & Personal Care $12,231, 12‘ $4 521,011 $7 710, 111 $408.40 8,993  $510.50 15,103 1.7
Stores 1
Home Furnishings Stores $900,964  $61, 265 $839,699 87.3  $147.35 3,630  $184.19 4,559 1.3
Jewelry, Luggage & Leather $907,402 $130, 636 $776,766 74.8 $380.09 1,200  $475.11 1,635 | 1.4
Goods Stores f ‘
Lawn & Garden Equip & $1,015,112  $783, 651 $231,461 | 129  $143.30 6,800  $179.13 1,292 0.2
Supply Stores ‘ ?
Limited-Service Eating $6,929,498 $14,023, 30A $7 093, 809 339  $224.28 1,750  $280.35  -25,303 145
Places
Miscellaneous Store $4,027,082 $4,714,31 2 -$687, 230 -7.9 3,000 -2,951 -1.0

Retailers

$186.32

$232.90
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Retail Potential -

15 Minute Drive Time-2

Group Potential Retail Surplus/  Surplus/ 2004 Median 2014 SF of

Demand Sales Leakage Leakage Median GLAin Sq Median Demand Median

as Pct. Sales/SF Sales/SF

Motor Vehicle & Parts $26,359,7oé $24,537,52:§ $1,822,181 3.6
Dealers ‘ ‘ ‘
Nonstore Retailers $3,962, 303 $1 853, 973 $2 108, 330 36.2
Office Supplies, Stationery & | $1,137, 910 $277,657 ~ $860, 253 60.8  $186.32 3,000  $232.90 3,694 1.2
Gift Stores ?
Other General Merchandise | $18,163, 54\ $184,596 $17,978, 94A 98.0  $103.01 8,376  $128.76 139,629 16.7
Stores
Other Miscellaneous Store | $2,394, 119 $3 186, 461 -$792, 342 142 $159.18 1,750  $198.98 -3,982 2.3
Retailers ‘ § g
Other Motor Vehicle Dealers | $1,750,265  $273, 876 $1 476,389
Shoe Stores $1,066,793 $332,467 $734,326 $165.39 2605  $206.74 3,552 1.4
Special Food Services $651,439 $0  $651,439 $22428 1,750  $280.35 2,324 13
Specialty Food Stores $341,131  $835,380 -$494,249 $347.10 29,000  $433.88  -1,139 0.0
Sporting Goods, Hobby, $3,328,308  $349 207 $2,979,o11 $163.15 2,034  $203.94 14,607 7.2
Book & Music Stores ?
Sporting Goods/Hobby/ $2,663,284 $276,957 $2,386,327 812  $163.15 2034  $203.94 11,701 5.8
Musical Instr Stores 3 i 3 3
Used Merchandise Stores $374,541 $1 144, 868 -$770,327 -50.7
Vending Machine Operators $223,132  $134,215  $88,917 24.9







ST0¢C ‘S0 Adenuer

‘pantasal sjybul ||y "oul ‘3@as3speag B ung +10z 3yblAdoD "39a4)spelg g ung pue 1S3 :824nos

*Jpd-aoe|diaxiew-|1e3al-eiep-1sa/sypd/siadedayiym

/AJdeaql)/woousa'Mmm//:dny e Juawaieis Abojopoylaw syl MalA aseald ‘ejep a0e|dIade |1BI9Y BY] UO UOIJRWLIO4U] J0W 104 "J0303SCNS Sjuawysiiqeisy bupjulig g sadiAIesS
poo4 ay3 ulyym sdnoub Aijsnpul dnoj se [[om se ‘10309s aped] |11y ay3 ul sdnodb Aiysnpul £z 03Ul palISSe|D aJe SjusaWwysi|qe3sa |1e3ay "AJAIROR d1Wou0dd Jo adAy Atewd

119Y3 Ag sassaulsng AJissed 03 (SOIVN) WaISAS uoniedlyissed A13snpul uediswy YoN SY3 S9SN 1UST "S3|eS 1IR3y PuUB |BI3USI0 |IR}oY US9MIDQ 90UJa44Ip ay) sjuasaldal

deo |1e3ay 9y ‘eaJe apet) ay3 9pISIN0 WOL) Ul UMBIP D1 SI9WO03SND 2Jaym 19xJew e ‘sajes |1ejad Jo snidins e syuasaldad anjea aAlzebau v "eale apedy ayj apisino Ajunjioddo
|1e32.4 Jo ,2bexes|, sjuasaldal anjea aAlsod v *(snidins |e303) 00T- 03 (9bexes| |e303) 00T+ woudy sabued jeyy puewap pue Ajddns usamiaq diysuone|ad ayj Jo ainseaw e s|

SIyL ‘Ajylunjioddo [1e3ad Jo Joysdeus e sjuasald 103oe4 snjdins/abexesa ayL ‘Sie|jop JuaJind Ul aJe S21ewilse puewap pue Ajddns ‘syuswysiiqelsa |1e3ad je siawnsuod Aqg juads
junowe pajoadxa ayj sajewiisa (jeruajod |1e3al) puewa "papn|dXa aJe SISSaUISN] 03 S9|eS "SuaWYSI|qeisa AQ SIaWNnsuod 0] Sa|es sajewsa (sajes |ieyal) Ajlddns 230N ereq

€ LS €€0'STL$ 028'L92% £58'786% vees sabe.tanag o1joyod|y - sade|d Bupjulg

0 0°00T 65/ 159% 0% 6£v'159% ceeL SDIAISS poo4 |eads
4 6ce- 608°'€60°/L$- L0E'€T0'PT$ 86%'676'9% zeeL saoe|d buijez a3iA19S-pajw

S T°€S STE'6v6'C$ $95’'€0€'T$ 6/8'2527'v$ 122, sjuelne}say dIAIRS-||Nd
0C 8'6- 220'8LL'T$- 069'+65'ST$ 899'918'CT$ L saoe|d bupjuug B S92IAI9S pood
C SbI- TE€E'9EP$- 8S/'6TL'T$ L2y'€82'T$ £bSh sjuswysiiqels3 buj|ss 0941

T 6'tC L16'88% STZ'bETS zeT'cees 42517 slojesadQ aulyoe Buipusp

0 0°00T €v/'SSY'T$ 0% £vL'SSY'T$ TvSH S9SNOH JapJ0-|1e B Buiddoys d1uoi3o9(3

C 41 0££'80T'Z$ €/6'€58'T$ £0£'296'c$ Sy SI3|1e39y 103SUON
PT TYT- Zhe'z6L$- T9%'981°c$ 6TT'v6E'C$ 6£SPY SJ3|1e3DY 9403S SNOBUER||ASI J2YI0
1% £'0S- 12€'042%- 898'vv1'T$ TS'vLES €EGh S9103S 3sIpueydISN PasN
14 809 €52'098% VAL WWk4 0T6'LET'TS 2ESh $91031S Y19 B Alsuonels ‘saijddns 931440

4 L9 /8T'ST$ 92£'s0T$ €15'02T$ T1€SY SIsHo|4
14 6'L- 0€£2'£289%- 2IE'vTL'YS 780°220'v$ (x4 S13|1e3ay 91015 SNOdUR||ASIW
C 0'86 LY6'8L6LT$ 965'v8T$ £45'€91'81$ 62St $9101S 3SIpueUDIBN [BI2UDD JBYI0

T 0'99- 90S°£00°L2$- TL6'vL6°CES$ S9t'£96'9% |¥437 'sydaq pasean buipn|ox3 sa103s juswiedaq

€ Z'ST- 855'820'6%- L9S'6ST'vES 600'TET'SC$ (414 S9.0}S 3SIpuRYDIR [BI2URD
T 08 +89'265$ ove'zL$ ¥20'599% Z1Sh S9403)S dISN|\ B |BIIPOLId “>00g

4 18 £2€'98€'C$ £56'9LT% ¥82'€99'C$ TISP $9403S 13su] |edisniy/AqqoH/spoos buiods

€ 018 110'646'C$ L62'6VE$ 80g'8ze'c$ 1St S2403S 21N B 009 ‘AqqoH ‘spooo buiiods
T 8'vL 99/'9LL% 9€9'0€T$ 20v'L06% £8vPh S$9403)S SpooD Jay3es g abebbn ‘Alemar

T g'es 9ze'veELS L9v'zees €64'990'T$ 1414% S2403)S 20YS

€ L8 9€2'900'v$ 810'8Tv$ yST'ver'v$ 18t1 sa103s BuiyloD

S 8'SL 62£'L15'S$ 021'188% 6v1'86£'9% 8ht $9103S S3110sSa20Y bulylo|d 3 BulyloD
C 6°99 £88'600'TT$ vee'6TL'CS Te'6TL'ETS TLvY vy suole)s aujjoses
14 0'9% TTT'0TLL$ TT0'12S'v$ zer'1ec'eTs T9vt'9vH S9103}S a1e) |euostad B YijeaH
I LYT- 569'09t%- €6£'€6L'T$ 869°'CEE'T$ £Shb $9103S Jonbi g suip ‘1999

14 0'¢h- 64T 61 $- 08€'s€8% TET'TYES 1437274 $2103S pood Ajedads

6 T'2€e- 6vL'CTL'ST$- 089'+0€'ze$ T1€6'165°9T$ 1Stb $2.4015 Al22045
ST SRESS 269'/99'9T$- £sh'eee'ves 194'592'81$ Sty S2403S 2belansg g pood
€ 6'CT T9v'1€C$ 159'€8/4$ ZIT'STO'TS f474%47 $2103S Ajddns g dinb3 uspien B umen

L 9'9¢ P1S'€68'T$ 660'8€9'T$ £19'1€5'€$ 187427 si3|eaq sal|ddns g |elsile bpig
0T S'0€ vL6'vT1'C$ 0S2'12h'C$ vTL'9vS'vE 1444 $210315 Ajddns g dinb3 uspJien ‘sjensie bpig
S 9'tvS 600'709'C$ 9€8'780'T$ S+8'989'¢c$ (X474 $9.03S @ouel|ddy B so1u0.1303|3
T €/8 669'6£8% 592'19% ¥96'006$ fda a4 $9.103S sbulysiuing awoH

T TP 68Y'0TT$ 998'182'T$ SGE'Z6E'TS T2hvb S$9403S a1n3iuing

4 1°92 881'056% 0ET'EPE'TS 81¢£'c62'C$ 444 $2403S sbulysiuing sawoH B ainjuing
S 8'6¢- €2S'ere'1$- £56'526'C$ 0£4'€8S'T$ £Tvy S9.01S 3JI1 3 SBII0SSAVY ‘SHed 0INy

4 6'CL 68€'9LY'T$ 9/8'cL2$ 592'0S2'T$ 48727 si3|eaq 32IYaA 030 13430

9 8¢ 9T€'889'T$ L69'LEE'TCS €70'920°ce$ 1Tht sls|eaq 3jiqowoiny
€T 9'€ 181'228'1$ VR4WAX R 74 80.'65£'92$ 18727 si3|eaq sHed B 3IIYdA 1030
sassauisng d03oe4 (sales |1eay) (jennuayod |1L39Y) dnoap Aniysnpug
JO J2quInN snjdins /abeyear dep j1e19Yy Addns puewaq SJOIVN

0¢ 8'6- 220'84L'T%- 069'v65'SGT$ 899'9T8°CT$ L Julg g pood [ejoL
68 s 8ES'ZHb'0T$ 2TE'LTS'ETTS 058'656'€CT$ St-vb sped| |1e1sy |e10l
60T 6'C L1S'¥99'L$ 200'2T1'621$ 61G'94L'9€T$ °eL'Sy-vr JulQ g pood pue apel] |1e1ay |ej0L
sassauisng 1030e4 (s9les |1e1ay) (Jeiauaod |1L319Y) Atewwns Anysnpur
Jo JaquinN snjdins /abej)ean dep j1e39y Aiddns puewaq SDIVN

SbL'ez$ awoou] ejde) Jad $10C
6519 awoou] 3|qesodsiq uelpa +T0T
0T+'s SPIOY3SNOH +10¢
80S5'ET uone|ndod +10¢

soiydesbowag Atewwuns

syuoday pJepueis a|jiAysny

SnipeJ 23nuIW ST Wil aALQ
€/T9% ‘euelpul ‘d|IAysny ‘1S pIE M 20T
Sawll] SAlIQ euelpul a|jIAYsNY

9]1J0.1d d0B|dIdMIe |1BIY

11so @



ST0¢C ‘S0 Adenuer

*paAJasal sybu ||y "ou] ‘39a43spelg @ ung 10z 3ybliAdoD 39sJispelg g ung pue 1S3 :924n0S

101oe4 snjding/abexea
00T 06 08 0L 09 0SS Oy 0€ 0C OT 0 O0T1- 0¢- 0g- O0Ov- 0S- 09-

(sabesanag o1j0yod|y) saoe|d bupjuug
S92IAIBS poo4 |eads
—— saoe|d buye3 adIAI9S-pajwWI
sjuelIne}say IJIAISS-||N4
— sjuawysliqeis3 buljjss 3oa41Q
s103e1adQ aulyoey buipuap
S9SNOH JaplO-|ieW pue buiddoys d1uoa3o9|3
— S19|1e39Y 9103S SNoaue||RISIW 12430
| S2103S 9SIpuURYIISY pasn
$2103S YI9 pue ‘Aisuoness ‘salddns 20140
s)sio|4
S2103S 9SIpURYIID| [BI2UID JBYI0
e ('s3da@ pasea buipnpx3) sau03s Juswpedsg
S2103S 2ISN|y pue ‘|eaipolad ‘>oog
$91031S Spo0Y Jayjea pue ‘abebbn ‘Aljamar
$2103S 20US
s2103S Buiylo|D
Suolje}S auljoses
S2103S 2B |RUOSISd B YI|edH
$9103S Jonbi pue ‘auip ‘199g
$3103S poo4 Ajjerdads
S$2103S Al2d049
$9103S saliddns pue jusawdinb3 uspies pue umel
sia|eaq salddns pue |euajely buipjing
5910315 2ouel|ddy Q S21U0J323|3
$2403S sbuiysiuing sawoH
S9101S 24njuIng
S2J03S 241 pue ‘SaLI0SSa0Y ‘sHed 03Ny
slajeaq 3J2IYaA 1030y 12UI0

si3|eaq ajigowoiny

dnou Anisnpul Aq Jojoed snidans/abexean

1010e4 snjding/abexea
08 0L 09 0S (014 0€ 0c¢ (0]8 0c- 0€-

saoe|d BupjulLq g S9DIAISS Poo4

S13|1e319Y 2403SUON
S13|1e19Y 2401S SNoaue||33SIN

I o
‘ | ;
i
'

S9.101S 9SIpURYIIS|N |BIBUD)
$9103S 2ISN|y pue ‘>oog ‘AqqoH ‘spoos buipods

$9103S Sa110ssa20y buiyyo|d pue buiyyod

suolels auljosen

$8101S 248D |RUOSIDd B YIedH

$91031S 9b6eI9A2g @ POO
sa103s Alddns R *dinb3 uapJieo ‘sjeuaie bpig

$2403S 9ouelddy g so1u0J309|3

$2103S sBulysiuing swoH @ ainjuin4

— siajeaq sued g 3|21y 010

10309sqns AJisnpui Aq Jojoed sniding/abexean

SnipeJ 23nuIW ST Wil aALQ
€/T9% ‘euelpul ‘d|IAysny ‘1S pIE M 20T
syloday pJepueis a|IAysny Sawll] SAlIQ euelpul a|jIAYsNY

9]1401d dde|dINIe |1e1aY _me @
o




610z ‘G0 Aenuer

"6T0C PUR £ TQZ 104 SISEI310) 1UST "SP|oYyasnoy ‘S N JO ASAINS dA13RIUSSAIdDI Aj|_UOIIRU B Ul TYIN MO

AQ pa329]100 21am eiep abesn ruonisodwod olydesbowap |ed0| 03 paljdde ‘sad1A1as pue s3onpodd snolea asn 03 sanjisuadold |euoljeu uodn paseq aJe eiep 9say| :224Nn0S
‘abeuane 'S n ay3 syuasaidal 00T JO IdIW UV "S'N 943 03 pasedwod sussned buiseyound Jo

J0IARYS(Q JOWNSU0D UIRLID }IIYXS 0} BaJe speJy palyidads syl ul Spjoyasnoy 40 S3npe ay3 JO pooy!|aXl| 9AI3R[24 SY) SSINSeaw (Xapu] |e1auslod 39)4e) IdW Uy 930N eieq

<9 %S°C 9€T 193ndwod sawoy juadad 3sow uo +000°‘z$ uads
99 %0°E +9T 193ndwod swoy Juadad 3S0W U0 666°'T$-005'T$ Juads
L8 %78 LY 193ndwod swoy juadad 3sow uo 664%°'T$-000'T$ Juads
86 %6°'6T ¥/0'T 433ndwod swoy Juddad 3sow Uo 666%$-005$ uads
[Nt %8'ST Ga8 193ndwod swoy juddaJ4 350w uo QOS$> Juads
68 %9°SP 89%'C yoogajou/doide| sumo HH
66 %0 8% L6S'C 191ndwod dopjsep SuMo HH
¥6 %12, 106'€ 193ndWwod e SUMO HH

(spjoyasnoH) siaindwo)

66 %9°LE 9€0°C (suoydas|a auljpue] ou) Ajuo auoyd |90 sey HH
€8 %8°0¢ 174N +¢€ :pjoyasnoy uj sauoyd |22 J0 JaquinN
T0T %tbLE S20'C Z :ployasnoy ui ssuoyd |92 Jo Joquunn
0T %S'€E SI8'T T :pjoyasnoy ul ssuoyd |92 JO JoaquinN
SS %€"0T 9/0'T auoyd! ue aAey
€L %S'S€ 6TL'E suoydyews e aneH
96 %< 'S€E 989°¢ syjuow ZT 3Ise| ul suoyd |92 Jybnog

(spioysnoH /synpy) sauoyd |[|3D

STT %6°E L0Y syjuow zT 3se| ul sojoyd |eubip pajulid
L6 %9°S 989 Syjuow ZT 3Se| U] eidwed J0j pied Alowasw ybnog
00T %< L SSL syjuow 7T 3se| ul esswed Aue jybnog
98 %Y L 9/L eJawed (YIS) X342 sua|-a1buis |e3bip uMmQ
80T %8 Ve P19’E eJawed Jooys g juiod |eubip umQ

(s3npy) sesswe)

96 %L 0% 9sZ'v Syjuow 9 3se| ui aje/4a9q Muelq
L0T %6'8Y LTIT'S syjuow g 3ise| ul ejod Jejnbad yueaq
16 %€ 69 212’9 SUyjuow 9 1se| Ul J9z3|9s/191eM Pa|130q Mueid

(sunpy) sebeionag

/6 %€ 6C 890°¢ syjuow T 3se| ul dn-aunj peH
8TT %S89 zeT'e syjuow zT 3se| ul |10 Jojow pabueyd/aybnog
L0T %0°'16 £25'6 Syjuow 9 3se| ui auljoseb ybnog

(s3NpY) 19dj4ewWIaY SA10WOoINY

6 %08 TEY ow ZT 3Se| 9[21ydaA mau paseal/aybnog HH
90T %Z'06 788’y 3DIYSA Aue sased|/sumo HH
(spjoyasnoH) sajiqowoiny

S8 %86 120'T syjuow 7T 3ise| ul ysyem e ybnog
L6 %8'8T 696'T syjuow zT 3ise| ul Adjaomal auly Aue jybnog
06 %0°8T 188'T syjuow zT 3se| ul Aljamal swnisod jybnog
[40) %/L'SS 928's syjuow T 31se| ul saoys Aue jybnog
L6 %E" LT 658'C syjuow 9 3se| ul suesA £1> piyd 404 buiyiop ybnog
0T %8'SP S6L'v syjuow g7 3se| ul buiyjop s,uswom Aue jybnog
90T %¢C' TS §se’s syjuow T 3se| ul buiylop s,usw Aue jybnog
(sunpy) |a1eddy
IdW SHH/SHNpv SHH/SHnpv 101ARYDg 12WINSU0) /39Npo.id
JO jJudd43d JO J3quinN pajadx3y
816'2S$ ¥10'9t$ SWOOUT P|OYaSNOH ueipa|
91€’S 0T¥’s spjoyasnoH
66£'0T 89401 +8T uone|ndod
et 80S'€T uole|ndod
6T0C 10T Atewwns s1ydesbowag

SnipeJ aJnuIW T Wil SAlLQ
€/T9% ‘euelpul ‘9|IAysny 1S pIE M 20T
syloday pJepueis ajjIAysny SaWll] 9ALIQ euelpul 3|jIAYsNY

EEEEE 1USO @
o



610z ‘G0 Aenuer

"6T0C PUR £ TQZ 104 SISEII0) 14ST "SP|oYasnoy ‘S N JO ASAINS dAI3RIUSSAIdD Aj|_UOil_U B Ul TYIN YD

AQ pa329|100 a49m eiep abesn ruonisodwod olydesbowap |ed0| 03 paljdde ‘sadiA1as pue syonpodd snolea asn 03 sapjisuadold |euoljeu uodn paseq aJe eiep 9say] :924n0S
‘abesane *s N ay3 syuasaldad 00T 40 IdIW UV "S°'N Y3 03 pasedwod sulayied buiseyound Jo

JoIABYS( JOWNSU0D UMD }IGIYXS 0} BaJe speJy paydads syl ul Spjoyasnoy 40 S3npe ayj JO pooy!|aXl| SAIIR[S4 SY3 SSINSeaw (Xapu] [e1auslod 39X4eW) IdW UV 910N eleq

78 %T°'SE 8/9'¢ syjuow 7T 3se| ul auljuo sj|iq pled
0L %€ L S9/L syjuow T 3ISe| ul 92IA3p 3jiqow uo bupjueq piq
£8 %€E'6¢C £90°€ syjuow T 3se| ul auljuo bupjueq pig
TL %S'9 089 +T00'T$ :Soinypuadxa pJed }pald Alyquow HAy
0z %0°'€E 6T€ 000'T$-T10/$ :sa4mypuadxs pJed 3paJd Ajyjuow bay
88 %8t 105 00/$-TSt$ :saunipuadxa p.aed 31paud Ajyauow bAy
L8 %S'S 64S 0St$-927$ :sainjipuadxa pJed 3patd Ajyyuow bAy
10T %99 £89 G2C$-TTT$ isaamypuadxa pJed 3patd Ajyyuow Bay
€CT %S VT T2S'T TTIT$> :saunjipuadxa pJed 31paJd Ajyuow bAay
00T %0, 9L, SUjuoW ZT 31Se| Ul pJed 3Igap/iipald Aue pasn/umo
L6 %E T 00S'T ue|d sbuiaes Juswalal NTOY 9ARH
20T %S vS 20L’'s junodoe sbuiAes aARH
€1t %6°'TE 6€€’s jJunodoe Buppayd 1salajul-uou aAeH
T1T %T°CE §se’e junodoe Bupayd 3sals3ul dAeH
18 %0 6TV (spuoq) punj |eninw ul saieys umQ
06 %L'9 S0L (3203s) punyj |BNINW Ul SBJRYS UMQ
16 %°¢'S 9vS puoq sbuiaes *'s'n umQ
S8 %99 969 3203s Aue umQ
16 %E v v9'v syjuow ZT ISe| ul aulydew ysed/W1v pasn
00T %8'TE qee’s (3s1) =2bebiow swoy aneH

(sunpv) |epueuly

68 %0t 8Tt syjuow ¢T 3se| ul (3|qerod) sweb 01u0.3d3[2/03pIA e paAeld
90T %T'CT 592’1t Syjuow ¢T 3se| ul (3josuod) aweb d1u0i3d3|2/03pIA B pahe|d
6S %6°L 9¢8 sAep Qg 3se| ul auljuo weisboid AL e paydiem
19 %¢E’'8 898 sAep Q€ 3se| 2y} Ul dUIjUO SIAOW e paydIeM
6L %E9T v0L'T syauow 9 3se| uj buos |enpiAlpul Aue papeojumoq
99 %/E 68€ sAep Q€ 1se| Ul 32UJIIU] BY] JSA0 SIAOW B papeojumoq
8 %0°'TT ZST'T syjuow 7T 3se| ul AL mala-1ad-Aed Aue paydjem
€9 %%V'9 v/9 sAep Q€ 3se| ul (puewap-uo-03pIA) MOUS AL POIMIIA
L9 %S 0T 860'T sAep Q€ 31se| ul (pueWAP-UO-03PIA) DIAOW PIMIIA
8/ %T T 9/P'T Syjuow zT 3se| ul dled sawayj e palISIA
6 %8'ET 8ti'T syjuow T 3se| ul ouised e je pajquen
00T %0°SPy 0TL'y syjuow ZT 31se| ul 3no pauig
66 %0°LT SLL'T Syjuow g7 3se| ul gnpd 3ybiu/ieq e 03 Jusm
6L %66 8€0'T syjuow T 3Ise| ul 493eay] 9Al| 03 JUS\
68 %9°€S 809°'S SUjuow 9 31se| Ul dIAOW B papuany

(s1npy) juawuieyrajuz

€eT %7 0E c1e's +00T$ :SAep Q€ 3se| Ul 9403S SDUBIUSAUOD je JuadS
0ct %S’S cLS 66$-TG$ :SABp Q€ 3ISB| Ul 9103S DIUDIUSAUOD Je Juads
80T %€E'8 698 0S$-0v$ :sAep Qg ise| Ul 9403s SDUBIUSAUOD je Judds
6 %€E'8 €48 6E£$-02$ :SABp Q€ 1Se| Ul 9103S SDUBUSAUOD e Juads
8 %6'9 61, 0Z$> :SAep Q€ 1SE| Ul 2103S 2DUBIUDAUOD Je Juads
GET %8 ¥ €69y SAep Q€ 1se| ul 2403s 9oualusaAu0d je seb jJybnog
0€T %T LT 064'T sAep Q€ 1Se| ul 9403S 9JUBIUDAUOD e sapaJebd ybnog
SOT %¢T'9T S69°'T sAep Q€ 1Se| Ul 9403S SJUBIUDAUOD Ie 394J00 pamaliq Jybnog
80T %9°G9 1489 SOW 9 31Se| Ul 910]S 20UdJUSAUO0D e paddoys

(s3Inpy) S9.4031S 32UBIUDAUO)D
IdW SHH/SHNpY SHH/SHNpY dolIABYDg 12WNSU0) /3onpo.d

JO JU3dI3d JO JaquinN pa3dadx3y

SnipeJ aJnuIW T Wil SAlLQ
€/T9% ‘euelpul ‘9|IAysny 1S pIE M 20T
syloday pJepueis ajjIAysny SaWll] 9ALIQ euelpul 3|jIAYsNY

EEEEE 1USO @
o




610z ‘G0 Aenuer

"6T0C PUR £ TQZ 104 SISEII0) 14ST "SP|oYasnoy ‘S N JO ASAINS dAI3RIUSSAIdD Aj|_UOil_U B Ul TYIN YD

AQ pa329|100 a49m eiep abesn ruonisodwod olydesbowap |ed0| 03 paljdde ‘sadiA1as pue syonpodd snolea asn 03 sapjisuadold |euoljeu uodn paseq aJe eiep 9say] :924n0S
‘abesane *s N ay3 syuasaldad 00T 40 IdIW UV "S°'N Y3 03 pasedwod sulayied buiseyound Jo

JoIABYS( JOWNSU0D UMD }IGIYXS 0} BaJe speJy paydads syl ul Spjoyasnoy 40 S3npe ayj JO pooy!|aXl| SAIIR[S4 SY3 SSINSeaw (Xapu] [e1auslod 39X4eW) IdW UV 910N eleq

66 %006 ver'e syjuow g 3se| ul (UOISIaA dluoJlda9/Jaded) auizebew Aue pesay
YL %T°€C 8T+'C sAep Q¢ ise| ul J.adedsmau |e11bIp Aue peay
90T %0°0€ ovT'E (uoistan Jsaded) uadedsmau Ajlep Aue pesay
68 %T7T°0€ 0ST'E Yuow zT 3se| ul 3o0q >deqladed jybnog
16 %€E€°0¢C 0€T'C Ssyjuow T 3ISe| ul 400q JaAodp.Jey ybnog
€L %T'8 ZS8 syjuow T 3se| ul ooq |eyubip 3ybnog

(sunpv) buipeay

0T %8°SE Syl Ajeyd e syoddns jeyy pueuq e Ang o3 A1
L8 %6°8 T€6 9DUBIUSAU0D J3A0 S3anpold uaalb anjea Ajjensn
Z8 %%v'0T 980T 1onpoid 9jes UOJIAUD 10} 210w Aed Ajjensn
S8 %2 T €84'T JUSWUOIIAUS BY3 d[3y 03 MOY Ul Pa)sadiul wy
TT1 %6°'0C €61'C ua140 Anq I spueuq Joj suodnod asn Ajjensn
SOT %0°6¢ T€0°E Sweu pue.uq ueyj jJuerodwi aiow Ajjensn si 921d
06 %< 9T £€69'T 2o1d 30U - Ajljenb uo paseq Ang Ajjensn
6/ %0°6 £v6 Jem uey3 Jayjes Ipaad uo swayl Ang Ajjensn
0ct %8'TS Tev's aw 03 uenodwi s| ueddwy bulAng
(s3npy) soydeaboydsAsd
44" %7V 8v 0¢9'¢ DOP AUB SUMO P|OYy3SNoH
LET %°¢C'TE £89'T 18> Aue SUMO p|OYasnoH
91T %6°19 8ve'e 12d Aue sumo pjoyasnoH
(spioyasnoH) siad
TE€T %6°8¢C T95'T pPaJ43A0D p|oYasSNoY Ul S3DIYSA +€ :9dUeINSUl 03Ne SARH
66 %L"LT 00S'T P3J3A0D p|oyasnoy Ul SIPIYSA g :9JURINSU| 0INR dARH
96 %0°0€ GZ9'T PaJ9A0D p|OoYyasnoy Ul 3DIYSA T :9dUeJdnsul 03ne sAeH
6L %8S 019 douednsul sJa3ual Alie)
1T %L LS 0’9 duURINSU| JauMoawoy Aldied
0T %¢T'L9 °e0'L 9oueansul Juapidoe/|ejidsoy/jedipaw Alie)
PIT %96 161°S souednsul 41 Adled Apualin)

(sSpIoYyasnoH /s3inpy) 2douelnsur

10T %0'ET 70, syjuow zT 3se| ul aduejdde uayony abue| Aue jybnog
0T %8°2¢C peT'T syjuow 7T 3se| ul aduejdde uaydipy |jews Aue jybnog
00T %E T LTE'T syjuow zT 3se| ul 3onpoid buiaias/buiyood paseydind
€0T %6 1S 696'C syjuow zT 3se| ul spoob yiyeq/buippaq paseyd.ind
€6 %9°6T 6S0'T syjuow zT 3se| ul sbuiysiuang HH 3> big paseyaind
66 %%t’ST SE8 Syjuow T 3se| ul sbulysiuing HH 33213 Mo| paseydind
LL %T 0T S ZT 31se| ul 91A19s Bujuesp HH |euoissajold/piew /iadaaxasnoy pasn
143 %V T1E /69'T syjuow T 1se| ul Juswaaoidwi swoy Auy
(spioyasnoH) SwoH
L6 %6°'T1S 8cp’s syjuow 9 3se| ul Juswsa|ddns Aueiaip/uiwelin pasn
20T %0°LL 908 SyjuoW 7T 3Se| Ul 10300p e palsIA
889 %S L €84 ¥99Mm Jad sawiy +z gnpd je 3s1249x3
16 %6°S¢C v1L'C }ooMm Jad sawi} +¢ swoy e 3s1249X3
(sunpv) yyesH
69 %LET 62h'T syjuow 9 jse| uj pooy dluebio pasn
€0T %6°C6 0zL'6 Syjuow 9 3se| ul M[iw ysady pasn
T0T %S"L8 191'6 syjuow 9 jse| ul sa|qelsban/iiniy ysauy pasn
L6 %T S 859’Ss syjuow 9 3se| ul (uazody 410 Ysal)) poojeas/ysl pasn
90T %%tV 6T 1€0°C sow 9 3se| ul (u9zoJy 10 Ysaly) AaxJany pasn
0T %L'CL 0192 sow 9 3se| ul (U9zoJy 40 Ysaly) uaxdIyd pasn
20T %9°96 9T1T'0T Syjuow 9 3jse| uj pealiq pasn
80T %ELL /80’8 syjuow 9 3se| ul (uszody/ysaly) 4939 pasn
(s3npy) A192049
IdW SHH/SHNpY SHH/SHNpY dolIABYDg 12WNSU0) /30npo.d
JO JUdd4dd JO J9quinN pajdadx3

SnipeJ aJnuIW T Wil SAlLQ
€/T9% ‘euelpul ‘9|IAysny 1S pIE M 20T
syloday pJepueis ajjIAysny SaWll] 9ALIQ euelpul 3|jIAYsNY

EEEEE 1USO @
o




610z ‘G0 Aenuer

"610C PUB £ T0C J0J S15809.10J 11ST 'Sp|OYasnoy 'S N JO ASAINS oAljejUSSa.dad A||eUORRU B Ul TdIW YD

AQ pa329|100 a49m eiep abesn ruonisodwod olydesbowap |ed0| 03 paljdde ‘sadiA1as pue syonpodd snolea asn 03 sapjisuadold |euoljeu uodn paseq aJe eiep 9say] :924n0S

‘abesane *s N ay3 syuasaldad 00T 40 IdIW UV "S°'N Y3 03 pasedwod sulayied buiseyound Jo

10IARYS( JOWNSUOD UL JGIYXa 0} eale apedy painads ay3 ul Sployasnoy 1o S3npe ayj JO Pooyiayi| 9AI3R[94 93 Sainseaw (Xapu] |eijualod 1834e) IdW Uy :910N eleq

0L
8Y
L9
6
87
9s
29
0L
LYy
19
v
€6
€8
¥6
v
T0T
68
6

LS
89
L0T
€0T
T0T
124"
1%4
18
[40) !
90T
L0T
S6
8
L9

06
60T
9L
0Tt
L6
[4o)s
96
00T

IdW

%6'6
%T1'8
%6°'S
%L °8€E
%9°¢
%8¢
%6°T
%6°C
%0°¢
%91
%¢C'S
%T'S
%¢C €
%€ €
%¥'v
%V’ TT
%0 TT
%09

%S¢

%¢C'9

%S°6¢
%0°9T
%79
%8°9¢€
%¥'T

%E T
%71 0¢
%9°¢c¢
%T°8¢
%0°6T
%¢c’'8¢
%E T

%9°LT
%T°1S
%09

%00t
%%t 6€
%T1°C6
%S°LC
%¥'SL

SHH/S}NPY
JO JuadI9d

/£0'T welboid spiemad |930y Aue Jo Jaquidy
€48 weuaboud J9Al) Jusnbauy Aue Jo uaquisiy
GT9 SJeaA € 1se| ul Aep auo ueyj 90w JO BSINID 400
0S0't Aue :ow T 3se| ul [330W/|330Y Ul Juads sIybIN
2L 9]ISoMm |9AeJ] [eddudb pasn :sueaA ¢ 3se| ul [9AeJ3 ubiaio4
06¢ +000°E$ :syjuow g1 3Ise| ul suoiedea ubjaaoj uo Juads
86T 666'C$-000'T$ :syjuow T 3se| ul suoneseA ubiaioy uo juads
90¢ 000'T$> :syjuow T 3Se| ul suoijedeA ubjaloy uo juads
a4 sieaA ¢ 3se| ul aue|d Aq sdi] ubiauoy +£ 4001
$2S’'1T sieaA ¢ 31se| ul |9Aeqy ublalod
R 91ISqOMm [9ARJ]Y [eJdUBD pasn :syjuow T ay3 Ul [9ARI]} d3sawoQ
0€s +000‘E$ :Syuow 7T 3ISE| Ul SUOIIRIRA D13SaWOpP Uo juads
TEE 666'C$-000'C$ :SYIUOW ZT ISE| Ul SUOI3RDLA DI3SBWOp U0 Juads
8t€ 666'T$-00G'T$ :SYIUOW ZT 3SE| Ul SUOI}RDRA D)3SBWOP UO juads
£9% 661%'1$-000"T$ :SYIUOW ZT 3SE| Ul SUOI3RDRA D)3SBWOP UO juads
61T 000'T$> :Syuow ZT 3Ise| U] SUOIIRDBA D[3SBWOp U0 Juads
SST'T syjuow T 1se| ul sdii] SSauUISNg-uouU J13SaWOop +€ 00|
ST18'v Syjuow 7T 3se| Ul [9Aed} disawiog

(sunpy) |aAedL

GET AL 40J S2IASP 03PIA }DUISIUT SUMO HH
/€€ Sow ZT 31se| ul waisAs aweb oaplA paseydind HH
¥6S'T 901A3p uonebineu sdo a|gepod sumo HH
G998 J19pJodowed sumo HH
06£'€ J9Ae|d Ael-n|g/aAQ SUMoO HH
€66'T ysip o11jj23es sey HH
LL ondo Jaqly 03 saquIsgns HH
LET'T AL 3|ged 03 S9quISgns HH
980T SAL +1 SUMO HH
See't SAL € SUMO HH
6T1S'T SAL Z SUMO HH
0€0°'T AL T SUMO HH
956'C J19Ae|d £dIN @|gepod Aue umQ
6b'T 19|qe1/J9peal-a Aue umQ

(Sp1oyasnoH /s)npy) SJ1U0.1329]|3 3 UOISIAD|DL

L¥8'T ul-|em/Ino-a3e) :syjuow 9 jse| Ul-aAlIp/pooj Ised
LYE'S NJY3-9ALIP/IN0-33 e} Syjuow 9 3se| Ul-dAIP/pooy 3se4
879 AJDAIIDP SWOY :Syjuow g 3Ise| Ul-aALIp/pooy 3se4
06T't ul }B9 :SYjuow 9 Ise| Ul-aAlIp/pooj Ise
6CT'v owl/sawl} +6 Juelineisad ul-aAlIp/poos 3se) 03 JUSM
8€9’6 SYjuow 9 3ISe| Ul JueInNeIsad Ul-dALIP/pooy 3se) 0] JUDSM
8/8't yjuow e sawlil +1 :9Snoy yesls/jueineisal Ajlwey 03 JUsSp
168/ SYjuoWw 9 3ISe| Ul SNOY Xea3s/jueineisal Ajiwe} 03 JUSM
(s3npy) sjueanelsay
SHH/Ssinpy dolAeyag J2wnsuo) /onpo.id

JO JaquinN pajyadx3y

syuoday pJepuels aj|IAysny

SnipeJ aJnuIW T Wil SAlLQ
€/T9% ‘euelpul ‘9|IAysny 1S pIE M 20T
SaWll] 9ALIQ euelpul 3|jIAYsNY

EEEEE 1USO @
®



APPENDIX B.
RESIDENTIAL MARKET

Predicted Change in Household Size and Income from 2014-2019

Sites 2014 2014 15 2019 2019 15 Counties Counties Drive Time Drive Time

Bordering minute Bordering minute Change Rate of Change Rate of

Rush County Rush County Change Change
Average 299 293 299 292 0 0% 001 0%
Family Size 3 : : : i : :
(Esri)
Average $63,560 | $57,119 $70,917 $63,440 $7,357 | 12% $6,321 | 11%
Household i i i i i i i

Income (Esri)

Median $50,408 | $45,936 $57,556 | $52,892 $7,148 | 14% $6,956 | 15%
Household i % % % % % %

Income (Estri)

Per Capita $24,609 | $22,695 | $27,505 $25,276 $2,896 12% $2,581 1%
Income (Estri) i i i ] s s s

Average 254 2.46 253 2.46 -0.01 0% 0 0%
Household ? i i % i i %
Size (Esri)




Predicted Household Population Change by Income Bracket 2014-2019

Household 2014 2014 15 2019 2019 15 Counties Counties Drive Time Drive Time
Income Bordering minute Bordering minute Change Rate of Change Rate of

Rush County Rush County Change Change
<§15K 11218 673 10302 613 916 8% 60 -9%
$15K-$24.9K 11284 567 8142 422 -3,142 -28% -145 -26%
$25K-$34.9K 10966 754 8709 615 | -2,257 -21% -139 | -18%
$35K-$49.9K 15390 938 13856 797 -1,5634 -10% -141 -15%
$50K-$74.9K 21316 1297 22436 1352 1,120 5% 55 4%
$75K-$99.9K 13066 689 16685 824 3,619 28% 135 20%
$100K- 10894 399 13679 562 2,785 26% 163 1%
$149.9K ‘ ‘ ‘
$150K- 2778 91 3817 113 1,039 37% 22 24%
$199.9K ‘ ‘ f
$200K+ 1911 62 2444 78 533 28% 16 26%

Xii



Total Predicted Household Population Change from 2014-2019

Sites 2014 2014 15 2019 201915 Counties Counties Drive Time Drive Time
Bordering minute Bordering minute Change Rate of Change Rate of
Rush County Rush County Change Change
Total Family 70379 3786 | 71015 3704 636 1% | -82 2%
Households ? ? 3 3 3 3 ‘
(Esri)
Total 98823 5470 100070 5375 1247 1% 95 -2%
Households i i i
(Esri)
Total 256580 13668 259510 13399 2930 1% 269 -2%
Population i i i i
(Esri)
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