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    Poll Of District Councils 

District Councils with TAP Committees* 

ULI Atlanta ULI New York 

ULI Baltimore ULI North Florida 

ULI Boston ULI Orange Co/IE 

ULI Charlotte ULI Philadelphia 

ULI Chicago ULI San Diego 

ULI Colorado ULI San Francisco 

ULI Houston ULI SE Florida 

ULI Los Angeles ULI Triangle 

ULI Mexico ULI Washington 

*ULI Poll of District Councils November, 2010 
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• Why Does ULI Do Advisory Service Panels 

and TAPs? 

• TAPs Overview 

• Marketing TAPs 

     -ULI Orange County/Inland Empire 

     -ULI SE Florida 

• Tips from Other District Councils 

 

Today’s Agenda 
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• Provide strategic advice to help communities, 

companies, and organizations address key land use 

and real estate development issues that align with ULI’s 

mission. 

• Offer members a tremendous value-add opportunity in 

which they can apply their expertise to a real-world 

challenge, learn new skills, and increase their networks 

by cultivating relationships with fellow members and 

sponsors. 

• Serve as a flagship vehicle for the ULI brand that will 

generate awareness, attract new members, and bolster 

our reputation as a premiere land use leader. 

• Internally, function as a primary cross-cutting platform 

for various content areas and strategic partnerships 

with other teams and district councils. 

• Generate gross revenue in accordance with the 

adopted budget 

Why We Do Panels? 

Tom Eitler, ULI, Advisory Services 



• Five Day panels 

• Three day Panels 

• 1.5 Day and Fellows Panels 

• Special Purpose 

• Video Conference 

• Project Analysis Sessions 

• TAPs 

 

Types of Advisory Services 

Tom Eitler, ULI, Advisory Services 



Policy:  

 

For all full-price panels 

• 5-Day panel = maximum of $10,000  

• 3-Day panel = maximum of $ 5,000 

 

• There is no obligation for any 

additional work from District Council 

staff or ULI members beyond what 

is normally provided for a national 

Advisory Services panel.  

 

 

 

 

 

Revenue Sharing 

Tom Eitler, ULI, Advisory Services 



Technical Assistance Programs 

• Managed by District Councils 

• Panelists from District Councils 

• 1-2 Days Format 

• Questions are answerable in 1-2 

Days 

 

TAPs Characteristics 

Tom Eitler, ULI, Advisory Services 



• District Councils market TAPs 

• Sponsor requests TAP 

• District Council negotiates scope of the assignment 

• District Council recruits TAPs members 

• District Council asks sponsor to prepare briefing book, stakeholder interviews and 

receptions 

• TAP panel meets 

• TAP panel makes presentation 

• As appropriate, District Council writes final report 

• District Council sends report/PowerPoint to ULI Georgetown 

Overview: Steps in the TAPs Process 

Check out the ULI TAPs website for powerpoints about logistics and defining the scope of a TAP:  

http://www.uli.org/CommunityBuilding/AdvisoryService/TechnicalAssistancePanels.aspx 

Tom Eitler, ULI, Advisory Services 



Poll Results: Markets for TAPs  

District Council Poll of TAP Sponsors 

 

• Public Agencies – 94% 

• Private Developers – 22% 

• MPO/Regional Agencies- 16% 

• Transit Authority- 11% 

• Non Profit- 50% 

*Results based on 18 District Council responses in 

November,  2010 poll. 
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Poll Results: TAP Topics 

Around what topics has your district council held TAPs (select all that apply)? 
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• Mail letter 

• Poll members 

• Monitor UrbanLand Online 

• Read Local newspapers 

• Draw on TAPs committee 

• Follow up with members 

Tips for Identifying Potential Sponsors 

Susan Davison, ULI Orange County/Inland Empire, Carla Coleman, ULI SE Florida 



• Arrange face to face appointments 

• Research issues in advance 

• Know the decision makers  

• Bring leave behinds 

• Highlight previous TAPs 

Tips for Reaching Out to Potential Sponsors 

Susan Davison, ULI Orange County/Inland Empire, Carla Coleman, ULI SE Florida 



Making the Pitch 

• Expertise of ULI Membership 

• Non-partisan recommendations 

• Public presentation and report 

• Catalyst 

Susan Davison, ULI Orange County/Inland Empire, Carla Coleman, ULI SE Florida 



Key to conducting a quality TAP:  Define an appropriate scope 

• Avoid questions that are too broad for 1-2 day panel 

• Avoid questions unrelated to land use 

• Avoid questions that are too political 

• Avoid questions that require national expertise 

• Find panelists with expertise that matches assignment 

 

 

Tips for Maintaining Reputation and Brand of TAP 

Susan Davison, ULI Orange County/Inland Empire, Carla Coleman, ULI SE Florida 

“Word of mouth from satisfied public sector clients seems to work best.” 



 

 

TAP Pricing 

TAPs Fees*                   District Councils 

Pro Bono 25% 

$1-$5,000 5% 

$5-10,000 25% 

$10-15,000 30% 

$15,000 plus 15% 

*Results of November, 2010 Poll 

Susan Davison, ULI Orange County/Inland Empire, Carla Coleman, ULI SE Florida 



• Pro Bono TAPs 

• Non-ULI marketing venues 

• TOD Marketplace 

Additional Marketing Strategies 

Discussion 



Examples of Marketing Materials 

ULI Washington: 

http://washington.uli.org/Community%20Outreach/Technical%20Assistance%20Panels.aspx 

ULI Charlotte:  

http://charlotte.uli.org/Community%20Outreach/Technical%20Assistance%20Panels.aspx 

Susan Davison, ULI Orange County/Inland Empire, Carla Coleman, ULI SE Florida 



 

 

 

Additional Tips from District Councils 

“Getting TAPs is all about making contacts in the community; typically a 

mail-out campaign will reinforce the message, but typically isn't successful 

alone.” 

 

“We've found that a successful TAP requires a willing partner/"customer" 

and have limited our efforts to only such situations.” 

 

“We have invited other interested entities to attend a TAP. It gives them a 

better idea of what to expect and sometimes how they should formulate their 

situational abstract (for a TAP assignment).” 

 

“Word of mouth from satisfied public sector clients seems to work best.” 

*Results of November, 2010 Poll 

Discussion 



 

 

 

Additional Tips from District Councils 

“Partnered with state development agency to help us source sponsors.” 

 

“Create a TAP PowerPoint presentation that can be delivered at local 

government meetings or planning conferences by a committee member 

(example: chair has delivered TAP presentations at the annual South 

Carolina American Planning Association conference and municipal 

association meeting.)” 

 

“Read the local news every morning to identify issues and opportunities 

where TAPs could be helpful.” 

  

 
*Results of November, 2010 Poll 

Discussion 



Powerpoint available on “TAPs Resources” webpage: 

http://www.uli.org/CommunityBuilding/AdvisoryService/TechnicalAssistancePanels/Resources.aspx 

Thank you! 

Carla Coleman 

Susan Davison 

Tom Eitler 
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