
Appendix G:  Stakeholder and Technical Advisor Interviews 

 

To: Adelante Planning  

From: Ellen Wyoming 

Date: 2.11.11 – 11:40 am – 12:20 pm 

Re: Interview @ City of Gresham with Karen Guillén – Chapman 

 

 

Personal thoughts:  The Gresham / Rockwood area may be one we want to consider as we 
prepare site alternatives for the Latino Market Community Economic Development project. 

 

Karen provided much insight to the structure of setting up businesses in Gresham, the lack of 
appropriate outreach to Latinos in the business arena (they are able to get licenses easily, but 
are NOT able to access incentive programs easily, which can mightily reduce the cost of doing 
business). 

 

She provided an overview of the business climate in Gresham, the need for more attention and 
revitalization in the Rockwood area (there are, however, new infrastructure developments 
going in now, environmental services / transportation funding at the 188th Ave MAX station – I 
saw it, it’s very nice, and is the only nice thing in a “blighted” area.) 

 

She also showed me the newly launched Small Business Center in the City Hall – where 
incentives are offered widely in English to do business, but not in Spanish. 

 

In this office however, I did pick up some materials – a ppt slideshow printout in Spanish on 
Oregon Business Development.  Basically I think we have some good info here as we shape 
alternatives development if we look to the Gresham / Rockwood area for possibilities. 

 

She also had great info about how the HEAL grant (connected to Healthy Eating, Active Living 
communities, or something like that) works.  $7.5 million went to Multnomah county, how 
could smaller non-profits partner to get access to this? How could the Latino Public Market 



become a recipient of these types of funds? (More on this in the memo about my interview 
with Debbie Bischoff) 

 

Potential Action Items: 

 

Small list of things to look into that we haven’t discussed or have but only briefly: 

- Oregon Association of Minority Entrepreneurs (OAME) they are at 4134 N Vancouver Ave in 
Portland 

- Mt. Hood Community College – Economic and Workforce Development Division (have lots of 
Spanish speaking students) 

- Potential contacts to look into during the alternatives development phase: 
o Gresham Comprehensive Planning info (For alternatives development) 

 Stacy Humphrey and/or Kelly Newmeier (not sure of their actual titles and roles – 
would likely need to reference back to Karen) 
 

o Business Financing info: 
 Gloria Burchak – Membership and Marketing Manger – Gresham Area Chamber of 

Commerce 

 503-665-1131, gloriab@greshamchamber.org 
 Mt Hood Community College – Small Business Development Center 

 503-491-7658, www.BizCenter.org 
 Karen Guillen-Chapman (if we need to chat again) 

 503-618-2752, guillen-Chapman@ci.gresham.or.us 
 Need to look up her contact info – Nathan would have it, or online 
 Rockwood Business Coalition (need to look up) 

 

o Additional Stakeholders / Surveys / Interviews: 
 Gresham Station / Rockwood Landing – controlled by the Housing Authority of 

Portland.  They have a community center on-site with a staff person.  Could be a 
good point to access other Latino groups if we need to 

 East County Latino Service Providers (I have met with this group in the past – they 
meet monthly) 
 

o Workforce Development Potential Stakeholders: 
 Gloria Wiggins – El Programa Hispano, Gresham (Green Jobs Workforce 

Development, very cool) 
 Allen Nepolito – Verde – workforce training, native plant propagation, landscaping 

– they are getting good contracts with cities. (In the Cully / Rockwood area?) 
 

 

 

 

mailto:guillen-Chapman@ci.gresham.or.us


To: Adelante Planning 

From: Ellen Wyoming 

Date: 2/11/11, 1:30 – 2:45 pm 

Re: Interview at BPS with Debbie Bischoff, NE Portland District Planner 

 

If we choose to site our development and project recommendations in Cully, Debbie Bischoff is 

our new best planning friend.  She wants us to use her strategically (her words), keep her 

informed, be invited to all events, ask her for advice on anything we need.  Her heart and soul 

(again, her words) reside with figuring out how to best serve Cully.  She has a big district (I-84 

to the Columbia, and I-5 to I-205) and she is often pulled in other directions, but is really 

interested in helping us with the work because it directly aligns with work she has going on in 

Cully.   

 

If we were looking for potential equal partners on development in the Cully Neighborhood with 

this project, Debbie Bischoff would be that partner and she would help to make this whole 

project happen. 

 

Nathan and Debbie are in touch and she was already quite up to speed.  She brought me up to 

speed on a whole lot more.  Here are the bullet points: 

 

 NEIGHBORHOOD FACTS 
o There is a Cully Main Street Project 
o It is being funded by the TGM (Transportation Growth Management) Grant 
o It is being implemented SOON (March 2011 – March 2012) 

 Debbie thinks our work can help to inform their research as well 

 They have hired an economist to do some consulting for a market study, specifically the 
sites at Cully/Killingsworth Intersections – which are also sights that are possibly available 
for the Latino Market. 

o This fits with the idea of an alternative of the market as an anchor to a main street 
plan 

o We will have access to this data 
o The consultant will probably like to have our survey data as well once it’s compiled – 

Debbie thinks that would be really helpful. 

 

 LAND USE FACTS 
o Currently only 3% of Cully is commercially zoned 
o Huge lack of services and goods 
o Very few small business opportunities 

 We need to ALL go through the Cully-Concordia Community Assessment (2008) 



 Also the Cully-Concordia Community Action Plan  
o Specifically the Economic Development Goal 
o (FYI – they only got $15,000 to implement the plan, so all the help they can get, i.e. 

us and Hacienda, is great) 
 

We need to assess how we can succinctly use Debbie in our planning work and not be afraid to 

go to her for technical advice on the development of our alternatives.   She should be on our 

technical advisory committee. 

 

KEEP IN MIND: 

 

Roll and stroll with Debbie in the spring through the Cully neighborhood 

She wants to be in the loop on community events and workshops 

 

Take into account existing conditions and planned improvements (cully is getting a big park) 

 

Sam Adams, PCC, all thinking about Cully neighborhood. 

 

  

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



To: Adelante Planning 

From: Bridger & David 

Date: 2/17/2011 

RE: Interview with Alma Flores, City of Beaverton Economic Development Manger; Hacienda 

board member; formerly COP NE district planner 

 

Alma emphasized that a successful Mercado must be integrated into a comprehensive economic 

development strategy which includes housing, education, and workforce development.  She 

suggests a program using themes of asset-based community development.  She provided  

resources which describe such approaches. 

 

Area of focus: Alma expressed some reservations about limiting our focus to the Cully 

neighborhood. 

 Is a focus on Cully consistent with our MOU with Hacienda? 

 Is there really a feasible location in Cully?   

 Alma suggests that the Sugar Shack site is too small and the transportation 

development fees could be very steep as current street facilities couldn‟t support 

freight access a large market would require. 

 Siting on a major commercial corridor could avoid TSDC charges 

 Other potential siting locations included the Eagles Lodge in NoPo (which is also near 

Hacienda housing and a sizable Latino population) and the K-Mart on NE Sandy and 

122nd. 

 

Alma‟s vision for the Mercado development: 

 Hacienda as owner; if not through current nonprofit apparatus then an LLC should be 

used 

 Mixed-use: should include housing and office space (for Hacienda HQ) in addition to 

commercial.  Would like to see Hacienda offices adjacent to market to avoid being an 

“absentee landlord.” 

 there is a balance to be found in pricing the building development between performances 

and maintaining affordable rents for tenants.  Price is obviously a driving force in 

determining where people shop.   

 

Other advice and suggestions: 

 Refer to the Commercial Revitalization Planning Guide 

 Radio and television are good ways to reach some parts of the Latino community who 

might not respond to more traditional planning outreach 

 Cheap produce is important to people: example of Winco and the Vallarta market in LA 

 A community design event where architects depict people‟s vision for the market could 

be a good tool for making it a reality in the minds of the community 

http://maps.google.com/maps?ie=UTF8&q=north+portland+eagles+lodge&fb=1&gl=us&hq=north+portland+eagles+lodge&hnear=Portland,+OR&cid=0,0,9285320112132558762&ll=45.584761,-122.724838&spn=0.006127,0.013797&z=16&iwloc=A
http://maps.google.com/maps?ie=UTF8&q=north+portland+eagles+lodge&fb=1&gl=us&hq=north+portland+eagles+lodge&hnear=Portland,+OR&cid=0,0,9285320112132558762&ll=45.584761,-122.724838&spn=0.006127,0.013797&z=16&iwloc=A
http://maps.google.com/maps?ie=UTF8&q=north+portland+eagles+lodge&fb=1&gl=us&hq=north+portland+eagles+lodge&hnear=Portland,+OR&cid=0,0,9285320112132558762&ll=45.584761,-122.724838&spn=0.006127,0.013797&z=16&iwloc=A
http://maps.google.com/maps?ie=UTF8&q=north+portland+eagles+lodge&fb=1&gl=us&hq=north+portland+eagles+lodge&hnear=Portland,+OR&cid=0,0,9285320112132558762&ll=45.584761,-122.724838&spn=0.006127,0.013797&z=16&iwloc=A
http://maps.google.com/maps?ie=UTF8&q=north+portland+eagles+lodge&fb=1&gl=us&hq=north+portland+eagles+lodge&hnear=Portland,+OR&cid=0,0,9285320112132558762&ll=45.584761,-122.724838&spn=0.006127,0.013797&z=16&iwloc=A
http://maps.google.com/maps?ie=UTF8&q=north+portland+eagles+lodge&fb=1&gl=us&hq=north+portland+eagles+lodge&hnear=Portland,+OR&cid=0,0,9285320112132558762&ll=45.584761,-122.724838&spn=0.006127,0.013797&z=16&iwloc=A
http://maps.google.com/maps?ie=UTF8&q=north+portland+eagles+lodge&fb=1&gl=us&hq=north+portland+eagles+lodge&hnear=Portland,+OR&cid=0,0,9285320112132558762&ll=45.584761,-122.724838&spn=0.006127,0.013797&z=16&iwloc=A
http://www.google.com/url?q=http%3A%2F%2Fwww.lisc.org%2Fcontent%2Fpublications%2Fdetail%2F6100%2F&sa=D&sntz=1&usg=AFQjCNEN4HUMmTHcAkXJ3jpEYbfTOrB48g
http://www.google.com/url?q=http%3A%2F%2Fwww.lisc.org%2Fcontent%2Fpublications%2Fdetail%2F6100%2F&sa=D&sntz=1&usg=AFQjCNEN4HUMmTHcAkXJ3jpEYbfTOrB48g
http://www.google.com/url?q=http%3A%2F%2Fwww.lisc.org%2Fcontent%2Fpublications%2Fdetail%2F6100%2F&sa=D&sntz=1&usg=AFQjCNEN4HUMmTHcAkXJ3jpEYbfTOrB48g
http://www.google.com/url?q=http%3A%2F%2Fwww.lisc.org%2Fcontent%2Fpublications%2Fdetail%2F6100%2F&sa=D&sntz=1&usg=AFQjCNEN4HUMmTHcAkXJ3jpEYbfTOrB48g
http://www.google.com/url?q=http%3A%2F%2Fwww.lisc.org%2Fcontent%2Fpublications%2Fdetail%2F6100%2F&sa=D&sntz=1&usg=AFQjCNEN4HUMmTHcAkXJ3jpEYbfTOrB48g
http://www.google.com/url?q=http%3A%2F%2Fwww.lisc.org%2Fcontent%2Fpublications%2Fdetail%2F6100%2F&sa=D&sntz=1&usg=AFQjCNEN4HUMmTHcAkXJ3jpEYbfTOrB48g
http://www.google.com/url?q=http%3A%2F%2Fwww.lisc.org%2Fcontent%2Fpublications%2Fdetail%2F6100%2F&sa=D&sntz=1&usg=AFQjCNEN4HUMmTHcAkXJ3jpEYbfTOrB48g


 A possible design contest whereby architects and / or architect students can design a 

Latino Market. This can then be voted on by the Hacienda board and presented to area 

residents at open houses.   

 Approach the Latino Market concept not as a racial / social issue, but as community 

economic development that is needed for this community. Alma suggested not to open up 

discussion about a “Latino-themed” development to the general public and / or 

neighborhood associations as it has the potential to turn this project awry based on racial 

lines, making it impossible for the project to move forward in a timely fashion. Alma 

used as an example the gentrification of North Portland, stating “nobody asked the black 

families if they felt comfortable with wealthier white neighbors moving in to their 

neighborhood.” 

 She suggested that market demographics and the realities of the needs of the Latino 

Community prove the worthiness of this project and that mostly white neighborhood 

associations shouldn‟t make decisions for a population that they can‟t truly represent. NA 

by their very organization are not inviting to recent immigrant populations in her view.     

 

I (Bridger) learned that I must be very careful in how (or whether to) frame issues of race which 

are a part of the project, implicitly or explicitly.  A remark I made that the “white” neighbors in 

Cully should be consulted was very troubling to Alma.   

 

Action Items: 

 Review resources on asset-based community development saved at Drop Box; Literature; 

EcoDev Resources 

 Review decision to focus on Cully 

 Determine feasibility of using the architecture program for a design contest. 

 Discuss as a group approach suggested to move forward with “Latino Market”, only 

informing neighborhood association in order to garner buy-in, potentially ignoring 

residents opposing views to this project...a role as planners advocating a certain 

development?  

 
 

 

 

 

 

 

 

 

 

 

 

 



To: Adelante Planning 

From: Bridger Wineman 

Date: 2/24/2011 

Re: Interview with Ron Paul, Director of the James Beard Portland Public Market 

 

 Ron believes defining the market should be the first step, and that should lead to its form 

and location.  People always want to talk about siting first, but that’s premature.   

 We should first ask: 

 Who does it serve and how? 

 Who are the vendors? 

 Who are the consumers? 

 One of the first tasks for developing a new market is to create a “constellation of 

support”, that is, conduct a political mapping of potential supporters to engage 

 To him this included elected officials, locally and beyond  

 the food community (his is primarily a food market) 

 and other markets like Whole Foods and New Seasons (who might otherwise 

see the market as competition) 

 Build into the proposal components which will garner broad support 

 The market should also develop a geographically-based constituency 

 Find and develop the PIMBYs (Put In My Back Yard) by carefully defining 

and expressing the benefits of the market 

 base these benefits on what it would provide the wider community 

like health and enhanced Latino identity 

 for example, we might seek support from Multnomah 

County by describing the health benefits of greater access 

to fresh foods in the context of the present diabetes 

epidemic which disproportionately impacts minorities 

 Think not just about current community needs but also what will be needed 20 or 30 

years in the future 

 As food and fuel prices increase, how will that change the role of the market? 

 what are the space needs for the market (Ron will send along an example siting 

evaluation for a new market in San Diego)? 

 Tips to help build a constituency around the market: 

 Engage a group of vendors and shoppers with a hands-on level of participation in 

market planning 

 Have leaders form the Latino community write to elected officials 

 Check-in with political leaders when plans are further along 

 Tips for a successful market: 

 Provide transit as an option, even if it’s not important right away.  This is part of 

envisioning markets of the future as well as the present and providing options for 

people as things change 

 Create an animated market 

 housing production activities in the market adds a sense of vitality 



 be pragmatic: solve more than one problem with each decision 

 Site the market at a crossroads and not a cul-de-sac 

 evaluate what the attractors are along the path to potential sites 

 Two of the local Asian markets could provide good models for integrating a number of 

national identities into a cohesive ethnic market: 

 Iwajamia on the west side (HW 10 east of 217) 

 Fubon on SE 82nd 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



To:  Adelante Planning 

From:  Abigail Cermak 

Date:  3/2/2011;  1pm – 2:15pm 

Re:  Interview with Michelle Reeves; Independent consultant for „Michelle Reeves: Rethinking 

Urban Places‟.  She specializes in urban revitalization, civic identity and public outreach. 

 

 

THE BIG MESSAGE 

There needs to be benchmarks and goals so that community feels hope and momentum.  Put 

success in their (the Latino community) hands so they keep going.  Create an umbrella and 

vision with really concrete steps:  a list of things to do this week, this month, this year.  This 

needs to be implementable by the people on the ground.  You have to explain to them why this is 

important before it even begins.  Leave people optimistic and wanting more regardless of 

challenges. 

Michelle’s background 

 Revitalization consultant – works with Metro and PDC – really market based  

 Michelle does her own outreach and believes it is incredibly important to give people tools to 

use and concrete steps to make goals a reality 

 She comes to the community with an Education component  

o A presentation -  how downtowns function from an economic development view 

o Important to connect-the-dots between property owners and businesses on how to 

run/change things to improve their communities 

 Has been involved with Nathan and Hacienda from the conception of a Market idea.   

Things to Consider 

 If you already have groups forming in certain areas (like Hillsboro and Gresham), do you build 

something central to those areas or make it happen in the area where the groups are? 

 Racial displacement  

o economic development and businesses that are oriented toward a community is really 

the key to prevent this 

o keeping diversity in the city likewise can fuel economic development 

 Portland currently does not have programs that focus on the cycle of entrepreneurship such as 

where people settle, open businesses, move businesses, connect the central city to the region.  

There needs to be a link between the central city and where people are.   

o  The Central city as a unique tool and resource – real destination point.  This will give the 

market viability.    

o consider a connection between Latino community centers such as Hillsboro and 

Gresham 

 

Advice for the Market 

 We need to find the balance between authenticity and opportunity for the population in center 

city to support authenticity. 



 Must build interest in the community - Testing the market idea 

 Should seek to get the momentum going by building something temporary.  Her preferred 

method 

o Are there scenarios – land where we can begin small, an existing building, an empty 

parking lot– like putting up a tent market with a few vendors and building interest and 

capturing the attention of politicians, developers, other interested and influential 

parties 

o The community will need to see results, not just the Latino Community, but others/the 

city 

o Asking for funds will be easier if there is something already tangible   

 The community should feel they have ownership, or actually own part of it, not just Hacienda.  

If it is created from the top down it will not function as well.  The idea of proving the ground.  

o Less about the politics if it is community owned.   

 

Technical Advisory Committee – What does this mean? 

 The reality check for the community 

 Once a month meetings 

o sitting down and stating where we are and what we are looking at 

o get buy in on the viability as we go 

 TAC will help form connections in the community, those with money, political sway 

 It must be functional   

o Need to be clear on how much time is expected from the TAC 

o Give them a clear time frame so they can give clear and real feedback 

o Really focused agenda 

  Give us feedback on our plan, technical expertise – always appeals to people 

 Who? 

o Skip Newberry from the Mayor’s office; Economic Development Policy Advisor 

o Kate Deane;  Community Economic Development Advisor at PDC 

o Heather Hoell; Executive Director of the APBNA (Alliance of Portland’s Business 

Neighborhood Associations) 

o Someone from Metro – they are pushing to have more town centers and TODs, may 

have people who want to contribute 

o One to two people from the Latino business community who can represent politically 

o Someone from a banking/lending institution 

 Try Pacific Continental and Umpqua, not the big banks 

 

Stakeholders 

 Must get major players involved 

o Hispanic Chamber and absolute!!!– Hacienda needs political support for this 



 Do not leave anyone out no matter the pressure 

o Not inviting/informing people could backfire – shut the process down 

 Michelle believes this is too big a project for just Hacienda 

 Heal the fragmentation between organizations 

 

Portland Community College site 

 Michelle could help with PCC  

o She is attending a Neighborhood meeting on 10th 

  Has been talks about a farmers market there  

 People may be concerned with safety, types of businesses so should keep it very food oriented 

 Gangs are in that neighborhood and she thinks it is currently Black gangs that control the area 

o Check with North precinct – what are the potential ramifications to a Latino market 

going into this area? 

 

 

  

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



To:  Adelante Planning 

From:  Abigail Cermak and Bridger Wineman 

Date:  3/2/2011;  3:30 – 4:15 

Re:  Interview with Paul Verhoeven, Executive Director of the Portland Saturday Market 

 

The Saturday Market Model 

 Very specific artisan vision for the market 

o Adapted the model from the market in Eugene 

o Local arts and crafts community 

o very specific in the products; the hands-on artisan focus – back to the earth 

o whoever sells it must be made by the craftsman or an immediate family member 

 Mutual benefit corporation model 

o Similar to a co-op; the members/vendors elect a board of directors who then hire the 

staff and run the market.  

o Is a Private corporation because it does not have a broader mission/education 

component   

 The Vendor Life 

o People can reserve a spot for a year 

o In the beginning, it’s a day to day measurement of whether a vendor will be successful 

o 1/3 of the vendors are new each year because of the high new business failure rate 

 Location 

o On city property 

 The market has long term license agreements with the city. 

o PDC financed the new market area with URA funds  

o Waterfront canopy - was built specifically for the market, Parks & Rec were required to 

install specific elements (fountain) that the market would never have been able to 

afford.  Total $12 million 

When a vendor starts from day to day and whether or not they make it over the hurdle.  1974.  

1/3 of vendors are new each year, such a high new business failure rate – in micro business, hard 

to make money and people crumple   how can you encourage them along and keep the rents 

reasonable and be successful at the same time. 

Advice for the Mercado Latino 

 Good marketing tool – being able to interact directly with the artists/producers 

 Have an established framework 

o  tempting to let others in who may not fit the mission 

o have a focus ahead of time and the community bought into that plan 

 Find the balance between keeping rents reasonable allowing for the market to still make a 

profit, and encouraging vendors to stay even if they don’t see immediate success 

 Have vendors buy in and take ownership 

o More control if you have ownership 



o A broader base means vendors will deal with the difficulties of starting a business and 

be patient with success 

 Vendors may not be as willing to stick around for a landlord and the burden will 

be on Hacienda only 

 If it can be a non-profit, maybe a C(6) – farmer markets fall under this tax structure 

 Grow organically 

o As people start to see value in famer and craft markets, these places are getting 

government assistance through economic development funds. 

 Sam Adams – launching a plan for underdeveloped areas that are not in URA areas.  The 

Mercado Latino would be the kind of thing the plan wants to fund.  Looking for things that will 

work on economic development. 

 PDC – Economic Development Strategy 2/18/11 Public Review Draft 

 Integrate our group into their group – pitch the project, get more than just Hacienda behind it.   

 What are the benefits – listen to Sumner, he was the facilitator for the Saturday market move 

 Know the people who are involved, present the plan and try to get buy in  

o If you’re presenting anything to the community, it has to show people that it is worth it 

 Think about competition 

o within the community and neighborhood communities, neighboring merchants thinking 

that this is going to compete with that   

o Get to know the business associations    

 Look for old buildings, old mills (zoning issues?) or old grocery stores   

 Small businesses and artisan vendors have a high failure rate 

o Go through MercyCorp micro business development program 

 Used to have matching start up grants for businesses 

 Talk to with John Haines at Mercy Corp 

 

  

 

 

 

 

 

 

 

 

 



To: Adelante Planning 

From: Ellen Wyoming 

Date: April 17, 2011 

RE: John Flory phone conversation  

Summary of key points from phone conversation with John Flory on April 7, 2011. 

-- 

John stated that the most important part of the process was finding the right vendors.  Because 

their situation was a bit different (the community approached John‟s group, rather than the other 

way around) there was already some self-organization.  Here is how their group worked. 

COMMUNITY STAKEHOLDER ADVISORY COMMITTEE (CASC) 

The community group formed a Community Stakeholder Advisory Committee that acted as a 

Board of Directors for the new Mercado.  This group made a list of business and services that 

should be included in the market. (Adelante Planning‟s work with the survey‟s and the 

community workshop has already collected much of this data).  The ultimately identified 20 

different business types for the market.  This group over time also discussed and decided how 

many of each particular type of business was appropriate.  For example – they knew that food 

preparation was important so this market has 5 kitchens and small restaurants. 

MARKET PRODUCTS 

Of primary importance in the market are fresh foods.  In order of importance John listed the 

following: 

1. Panaderia 

2. Tortilleria 

3. Frutas y Verduras 

4. Carniceria 

5. Prepared Foods 

6. Flowers 

John stated that these would be the strongest draws to the market – he said that in Minnesota the 

Latino community goes to the market daily / multiple times a week for fresh / perishable items – 

the availability of these products was a wise decision that contributed to the success of the 

market. 

One of John‟s notes was the produce is hard to deliver unless there are significant volumes and 

that if there isn‟t enough demand it‟s hard to keep the produce person in business.  If they order 

too much and it goes bad they lose money, if they don‟t have enough then not enough people 

identify it as their go-to produce place and they also lose money.  I think he said one of the 

produce vendors in Mercado Central did not make it in the long run.  Needs more study. 



He elaborated a bit on the importance of fresh tortillas, especially fresh corn tortillas and that the 

tortilleria in Mercado Central along with the tamale operations are very strong anchor tenants in 

the market.  He stated that the panderia has also always done well. 

MARKET DESIGN / LAYOUT 

The Market was designed so that the above mentioned business types ringed the outside of the 

market.  In addition to this along the outside ring of the market they have juice vendors, tamale 

shops (prepared food), and coffeeshop which also sells a lot of atole‟ (which is culturally specific 

to a certain part of Mexico, so not necessarily applicable to Portland.) 

IDENTIFYING THE RIGHT VENDORS AND AVOIDING NEPOTISM / FAVORITISM 

The CASC interviewed 200 applicants and eventually signed 47 people.  They sought every type 

of business and had many applicants for the kitchens.  13 established kitchen businesses applied 

for the 5 available spots.   

There was a question of favoritism that was a very touchy issue, especially as members of the 

CASC may have felt entitled to have a space in the new market.  The strategy employed to avoid 

this issue was to create a selection committee – separate from the CASC and made up of people 

not directly involved.  These 25 people were effectively a focus group set up to test the products 

of each of the applicants applying for a space in the market.  If they voted for the applicant, they 

were in, if they didn‟t vote for the applicant they weren‟t in.  For food they were rated via a taste 

and product test for example.  They were also rated on entrepreneurial ability and all of them 

were required to go through a 16-week training class and required to write a business plan (see 

next section).  Applicants were also required to present the business plan to the selection 

committee.  It was a fair way to ensure that who got into the market did it on merit on not on 

whom they knew.  Note: Not all of the CASC members were accepted as vendors into the 

market, there was some bitterness about this – but this person was ranked at the bottom for the 

food taste test so this person had little support in subsequent complaints. 

BUSINESS PLAN AND ECONOMIC RESOURCES  

Some people were relegated to acceptance as well based on their ability to finance their business.  

For example – there were 2 applicants for the tortilleria – 1 had terrible credit and the other had 

good credit – since the tortilla machine was $30,000 the candidate with good credit was accepted 

into the market. 

As for the business plans – John strongly believes that the ability of a person to write a business 

plan well does not reflect their ability to run a business.  Limited education plagues the writing of 

a good business plan.  John stated that the true ability lies in the ability of the business owner to 

answer all the questions a business plan addresses well and elaborate on them.  This is the 

important part.  Because every microloan program requires the submission of a business plan this 

was a definite barrier to many aspiring business owners.  John would ask all the questions and if 

the person was unable to answer them, he sent them on their way – but if they could answer and 

explain all the questions addressed in a business plan he would write the plan out for them (2 

pages) in order to investigate a business loan. 

Sample questions that business owners needed to know how to answer are as follows: 



 Why is the customer going to want your product? 

 What advantage do you have over your competitors? 

 What equipment or facility do you need? 

 What is your experience with this type of business? 

 What are the prices of the equipment you need? Purchase costs and maintenance costs? 

 Monthly operational costs? (Rent, employees, taxes, emergency fund, etc…)  

If they couldn‟t answer these questions in a conversation John and his org would not assist them 

with the physical writing of their business plan. 

BUILDING CAPITAL 

John emphasized the importance of having a strong sense of ownership in the community for the 

project.  People had to make a serious commitment, and the most serious commitment people 

can usually make for a business is to put money down.  John stated that if you do development 

this way you get better results and that just because this is a low-income community doesn‟t 

mean that they don‟t have the ability to fundraise for something like this.  John also discussed the 

importance of developing not only small business owners but also developing leadership and 

ownership in the community.  It‟s a leadership incubator as well as a business incubator.  

Cooperative ownership of the new Mercado is a part of that process.   

Through the cooperative model the group of accepted vendors were able to raise $300,000 to 

start the project.  John Flory and Juan (don‟t know last name) led the development, working as 

consultants for the CASC and the vendors. 

John stated that in regular development the developer usually decides what‟s best – in 

community development and community economic development the decisions NEED to be 

based with the people and listening to the wisdom of the people – they need to be true partners – 

not tokenized partners. 

To raise the money each vendor had to buy $500 for a share to join the cooperative and another 

$500 a short time later (could also be broken into 4 $250 payments).  They called this buying 

stock – the vendors then felt like actual OWNERS of the market, invested and therefore willing 

to put forth much more effort towards success rather than relying on an overseeing entity to “fix” 

things if they go wrong / awry / not as planned. 

45 vendors thus raised $45,000.  John and Juan then applied for and relieved an equity grant 

(matching grand – Campaign for Human Development) and they had $90,000.  When they went 

to the bank with $90,000 they were able to seriously ask for $200,000 and were granted a loan 

for $200,000 to start the project. 

(As a side note – John has employed this method with other groups very successfully – he helped 

a group of janitorial workers, they each put in $500 to buy “stock” – they raised $20,000 and 

bought more equipment so the group could expand their business and go after bigger contracts) 

John strongly emphasized the importance of the stock-buying option repeatedly as well as the 

cooperative model, he said that if people were not required to buy in they felt like employees 

rather than owners and they never fully bought into the project. 



RENTS 

John discussed briefly the feasibility issues of the market – he focused on the ability of tenants to 

pay the rent for operative costs.  He also mentioned looking at the individual tenants and 

business categories and identify if they can / will be successful (not sure what the rubric is on 

this however – John has a worksheet he said he uses for this – I‟ve asked him for it – but Nathan 

– I believe he said you should have this worksheet as well from the training you attended last 

fall.) 

Examples: Kitchen – it is x-big, and it‟s $1,500 a month in rent.  It may seem very expensive but 

in a market 50% of the common is accessible to the kitchen – also paying for the seats, 

restrooms, and etc…  Calculating the cost per sq. ft. might be $40 s.f. for a kitchen – but in 

providing access to potential customers walking by this accounts for all the common space not in 

the direct kitchen sq. footage.  Markets rents will always seem pricy unless you realize that the 

common space is also being accounted for. 

To continue the kitchen example:  Let‟s say the kitchen/restaurant has $40,000 sales a month in 

their best month – but average $20,000 a month.  They can then pay $1,500 for rent (5% - 10% 

of gross income should be used to determine rent pricing – depends on type of business – 

restaurants have much larger margins [60-65%] and can have higher rents, compare to say, a 

grocery store which operate under much smaller margins).  This allows each business to pay a 

fare share of their income toward rent while leaving enough for salary for labor, cost of goods, 

and profit. 

Continuing with the $20,000/month kitchen/restaurant example: How many customers does this 

business need a month to do this?  They would need about $700 a day, average say $10 a 

customer means they need 70 customers a day.  Do this type of calculation to see what rent they 

can pay.  Identify likely purchases, and then how much business is needed to maintain the 

business.  Then add these up to estimate annual sales, operating expenses, and rent. 

Main point: For a market you need to do more feasibility study than just the real estate – you 

need to look at EACH individual business and incorporate this into the equation.   

FINAL THOUGHTS 

With this project, John stated that the Latino immigrants won the respect of Minneapolis 

residents in a very big way.  They revitalized a dying commercial district.   

John‟s reflections on the Portland project: 

a) He’s worried about Hacienda’s capacity to train the business owners – he encourages 

partnerships.  They partnered with 3 different non-profits to make Mercado Central work. 

b) He was worried about the lack of community engagement back in November – after our phone 

conversation he was much more enthusiastic about the Portland move towards this project 

c) He said that this was the most challenging project he worked on, but also the most rewarding. 

ADELANTE NEXT STEPS regarding this info 

Adelante will utilize this information in helping to construct an objective outline and draft 

timeline for the Community Advisory Stakeholder Committee (CASC).  This will be done prior 



to April 30 where members of the community will come together again – all of them hoping to 

form a CASC similar to what John has outlined for us. 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



To: Adelante Planning 

From: Ellen Wyoming 

Date: April 17, 2011 

RE: Meeting with Chris Yake of Transportation Oriented Development at Metro – 4/13 

Summary 

Metro can write down the value of land – example – for the right project they have brought down 

the value from $5 million to nothing.   

Chris stated that the best types of development for them to back have the following qualities: 

 5-6 stories mixed development, mix of market rate and affordable housing.  Currently 60% of 

their projects have affordable housing incorporated into it, not as a requirement, but because 

they believe it’s important. Mix of 30%, 60%, 80%, and 100% MFI should be a part of the mixed-

use. 

 Incorporate an outdoor component for the spring/summer/fall (i.e. farmer’s market) 

 FYI – current TOD mixed-use developments in Gresham are getting 25% - 35% premium for this 

type of housing. 

Believes that a property at Civic Drive between Burnside and Division, right at the newly 

constructed MAX stop by the Center for Advanced Learning is an excellent site to investigate.  

(Adelante Planning will be investigating it). 

It is a 2 acre site just to the north of the Center for Advanced Learning. 

Chris recommended talking with the city of Gresham as well about land possibilities. 

He said that for something like this to work that Hacienda would need a champion for the cause 

as well.  This would make more possible the public/private/non-profit partnership. 

Next Steps 

Down the road after Hacienda decided to approach Metro about land – the following needs to be 

provided prior to conversation: 

1. Generate a concept with an architect and developer 

2. Come to Metro with a draft site plan 

Metro then puts out a call for other proposals – because it‟s public land they have to give other 

people a chance to put in competitive projects on the same site.  They put this out, wait a month, 

and then if not other viable alternatives show up next steps can be taken for the site. 

 

 

 



To: Adelante Planning 

From: David Ruelas 

Date: April 22, 2011 

RE: Meeting with City of Gresham Economic Development  

Summary of meeting.  

In attendance; Michelle Kimble – Associate City Planner, Michael Parkhurst – Senior City 

Planner, Bridger Wineman – All around awesome, David Ruelas – Adelante Planning  

-- 

The project was explained to Michael and Michelle. They seemed interested and knowledgeable 

about ethnic/cultural marketplaces in general and about the Oregon Flea Market and other Flea 

Markets conducting business in Gresham. Michelle pointed out that the Oregon Flea Market is 

not going anywhere and that Gresham Police nor has any other city entity bought that property. 

Michael stated that it is an unfortunate misconception that many have in the area.     

OTHER EFFORTS 

Staff clued us in that this type of project has come to the table in the past. In fact, they get a 

phone call from developers interested in building such a market at least once month. Most 

developers don‟t do much beyond the initial phone call and other attempts have fizzled due to 

lack of funding.   

POTENTIAL BARRIERS 

There exist vocal members of the community that are vigorously opposed to branding the 

Rockwood area with any kind of Latino/Ethnic developments. The Cultural Marketplace Plan 

concept worked on by the City of Gresham in 2007 was renamed to a “catalyst site” project due 

to said opponents and political maneuverings. In particular, any public funds used for this type of 

development in the City of Gresham would likely be highly scrutinized by opponents.   

CATALYST SITE 

The Cultural Marketplace Plan is now known as the catalyst site.” It is owned by the Gresham 

Redevelopment Commission. Staff is actively pursuing uses for this space and is open to any 

ideas. The space is currently open air and has held events and cultural activities there. The 

Gresham Redevelopment Commission is waiting for the economy to improve to do mixed-use 

development on the site to include commercial and housing.  188
th

 Street along the site will be 

closed over the summer. This site is near transit. 

 

STREET CLOSURE BY FLEA MARKETS 

Michelle stated that 188
th

 Street will be closed for the summer, maybe permanently, I can‟t 

remember. She offered that it would be simple and inexpensive to obtain a permit from the city 

and use this space (empty street) as a temporary open market. This seemed promising and like a 



very novel idea and great use of space while in transition. Sidewalks and electricity are available 

on the street. 188
th

 is near a Max stop and Flea Markets currently in operation. This could suit 

Adelante / Hacienda well in moving along with the project while there is energy while working 

on the larger goal of a permanent site. Data gathered from a temporary market would also prove 

extremely useful in moving the project forward and gathering more detailed financial 

information.  

OTHER POTENTIAL SITES 

Michelle thought the following sites may be of interest to Adelante: 

 Kim Roy Property – neighbors the catalyst site. He may be interested in a public market. 

He has shown interest in the past. He may also be willing to partner with us. 

 TriMet Park & Ride – Michael predicts that it is usually no more than at 10 percent 

occupancy (230 total spots). TriMet obtains financing and has policy in place that does 

not allow them to take down a Park & Ride without replacing it. However, there may be 

opportunity get this site if it is approached carefully and properly. It sounded like the City 

and staff with interviewed with would support the idea of turning this parking lot into a 

public market. This site also has potential for City/State/CDBG grants and or donations 

by TriMet. 

 Safeway Site – a new Safeway was built leaving the old Safeway on 162
nd

 (NE Portland) 

vacant.  

 Fantastic Flea market site – couldn‟t quite remember about this, but Michelle thinks the 

owner could sell. 

 Old Rite Aid – Similar to Safeway situation. On 181
st
.   

 

PROGRAM & FUNDING SOURCES OF INTEREST 

Urban Renewal District – Storefront improvements once we actually get a site. Up to $20,000.  

Predevelopment Services Grant – For more detailed market analysis. Maybe we could use this 

for architecture services since that is the expertise we lack currently. We would have to have 

acquired site or have owner sign off on this. Up to $10,000, Michael thinks we could have a 

good chance at this and seemed supportive if us/Hacienda using this grant if we decided on 

Rockwood.  

Federal CDBG money in community development could potentially be used for this project if it 

were ultimately sited in Gresham. 

They also suggested we talk to Louis Dix (not dick, Bridger, you dirty bird). She is the new 

revitalization director.   

THOUGHTS 



It was a good meeting. Both Michelle and Michael had some good input on our project and 

understood our inclination toward Gresham. They thought there is potential in this project in 

bringing some cultural development to Gresham and to benefit the Latino and overall 

community. They offered some good advice on sites and program and funding sources. They 

also were very realistic and made me realize that we have a lot more work to do. Another 

thought whilst in the meeting is that we need funding/financing in order to be taken seriously. 

We can have a million people supporting our project, the best consultants and coolest ideas, but 

if nobody ponies up money or we are unable to raise funds this project will fizzle.    

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 


