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General Methodology

® |Instrument development — focus group

Started with contact names for 50 firms

Recruited within these firms

Also checked Internet sites for these firms

Resulted in 188 agents / brokers

Snowball technique

Added — resulting in 510 agents / brokers
assisted by accessing membership lists for:

AIRE, SIOR
“Final List” = 458 agents / brokers

(some of these may not be eligible; but used for response rate)



The Respondents and their Firms

Numbers and Geography: Diverse

—— Respon- Response Rate :

Region FLm T dents for Location Fu;rms
s % (n) Group o (n)
City of ]
Chicago 30% 30% (48) 35% rate 22% (19)
Chicago 0 . . .
suburbs 51% 44% (70) 30% rate 53% (47)
Down-
state 19% 26% (42) 48% rate 25% (22)
Total
n 458 160 35% rate 88

Mode: 67% by telephone interview; 33% by web-based questionnaire




The Respondents

Type and Location of Business

Specialize / experience in:

Commercial real estate |G 25%
Industrial real estate | 50 -
Both | 25

Worked in other parts of ILin past 5 yrs || NN 29%

Currently do real estate in another state H 39%
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The Respondents

A Lot of Experience Represented Here

Experience: Length of time have done commercial /
industrial real estate business in lllinois

More
than 20
years,

39%




The Respondents

Experience with out-of-state firms: how much experience
in last five years?

Not much,
22% A lot, 25%




The Respondents

Volume of business: how much square footage in transactions
last year for company?




Most Important Factors
in Final Site Selection

Open-ended question



Most Important Factors
in Final Site Selection: most frequent topics

Infrastructure - total

(Transportation infrastructure)

Availability of employees - skills / educ
Location characteristics (incl popul)
Land/building availab, prices & characteristics
Costs of doing business - gen & various
(General costs of doing business)

(State and local taxes / fees)

(Cost of labor)

Incentives - availability & amount
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Factors in Final Site Selection

Closed-ended ratings for 19 factors --
Rate on 0-to-10 Scale:

10 = extremely important
5 = moderately important

0 = not important at all



4 items with mean scores > 8.00; 5 items > 7.25; 2 just above 7.00

Transportation infrastructure

State and local taxes

Land & building prices / supply
Availability of employees/skills

State reputation/image deal w/business
Availab & amount of incentives
Easeftimely permit/regul procedures
Wage and salary levels

Utility costs

Flexibility of incentives to meet needs

Ease process qualif/freceive incentives




2 items with mean scores just < 7.00; 4 items above 6.00; 2 < 6.00

State/local econ dvipmnt strategy

Union activity and influence

Quality of life in area

Proximity to raw products/materials
Access/efforts state/local econ dvlp officials
Cost of living & housing

Presence of similar/major companies

Access/prox to higher ed & research




Rankings of the Importance of
Factors by Regions

» Great deal of similarity in rankings, particularly between City
of Chicago and Chicago suburbs

3 factors stand out for differences

— State’s reputation/image in dealing with business: 2" for
downstate; 7" for suburban; 12t for City of Chicago

— Ease/timeliness of regulatory procedures: 5t and 6t for
suburban and Chicago; 12t for downstate

— Flexibility of incentives: 4™ (tied) for downstate; 11™" and
12th for Chicago and suburban



Strengths and Weaknesses
of Your Area of lllinois
in terms of Attracting and Competing for
Commercial / Industrial Firms Looking to
Relocate or Expand

Open-ended questions



Strengths: most frequent topics

70%
69%

Infrastructure - total

(Transportation infrastructure)
Availability of employees - skills { educ
Location characteristics {incl popul)
(Location - general / central)
{Population base)

(Access/prox to higher ed, research)
Land/building availab, prices & chars

Econ development - programs & activs

(Incentives - amount, availab, qualify)
Quality of life in area

Costs of doing business — total
(State and local taxes [ fees)

(Labor costs)

Economy - nature
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“Bigger Picture” Gap Analysis

[ [
ﬂcoesLleffm‘ts sLmnocanem dvlip officials | -1.02

Wage fnd salary levels | -0 92

Transportatidn infrastructure | ) 89

Mvailability of emplpyeesiskills | -0.66

Cost gf living & housing || +0 03

Proximity to raw products/materials | +0.31

Presence of similar/major companies | H0 85
Quality of lif¢ in area | +1.04
Access/prox to higher ed & riesearch +1.99
F[r r ']e | ! |
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