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Executive Summary

In June 2006, Zimmer Real Estate Services was hired by the Unified
Government/Wyandotte County, Kansas and the cities of Westwood and
Roeland Park, Kansas, to develop a feasible market-oriented plan for the 47th
& Mission Road intersection area, as defined by the 47th & Mission Road
Master Plan, previously completed by Gould Evans Associates in 2000.  The
Master Plan was developed with significant public input and resulted in a land
use plan and amenity plan for the area roughly bounded by Rainbow
Boulevard on the east and Elledge on the west.  The focus of the Master Plan
was at 47th and Mission with the stated goal of creating a more vibrant,
pedestrian-oriented neighborhood center with new commercial uses, primari-
ly retail, with some housing and office proposed in a higher-density, mixed-use
environment.  Additionally, significant study was made of design standards
and the location of elements such as on and off street parking, signage and
building location and materials.  The planned use plan and design standards
contained many elements of traditional neighborhood design, which are pres-
ent in many existing neighborhood centers throughout greater Kansas City.

A Management Committee, composed of representatives from the three com-
munities appointed by each city’s governing body was established as the
arbiter of design standards for any significant new construction proposed with-
in the study area.  Additionally, an overlay zoning regulation was developed
that, along with the Plan, was adopted by each of the three communities.  This
planning effort formed the basis for the feasibility study that was undertaken
by Zimmer with the support of Gould Evans and under the guidance and lead-
ership of the Management Committee.

Initial discussions with the Management Committee reconsidered and con-
firmed a vision for the area as a neighborhood center with suggestions for
consideration of the addition of higher-density housing, primarily for-sale
housing in in-fill locations.  The committee agreed that there was no funding
available for acquisition and assemblage of property and relocation of exist-
ing businesses.  Additionally, there was reluctance to consider utilizing emi-
nent domain to acquire any property.  Each of the three communities
expressed concern about the use of public incentives, but believed that their
targeted use could be beneficial to individual existing property owners rather
than for significant land assemblage in a major new retail development at the
47th & Mission intersection.

PPrroocceessss
The redevelopment study began by assembling data on the ownership, size,
and use of existing property and a formal market study was commissioned for
retail uses by Development Strategies as a subconsultant to Zimmer, and an
assessment was made of the office market by Zimmer utilizing readily avail-
able market sources.  It was generally felt by the group that there was a mar-
ket for infill housing along the corridor as evidenced by trends in both greater
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Kansas City and the neighborhood.  It was also felt that while the study did not
specifically focus on the redevelopment and rehabilitation of existing housing,
that particularly to the north of 47th Street, housing stock needed improve-
ment.  By upgrading the quality and number of new housing units, commercial
uses, primarily retail, would be strengthened.  The resulting property assess-
ment is summarized in Section 3 of this report, and the retail and commercial
market studies are summarized in Section 4.  

The retail market study identified that the potential demand for up to 150,000
square feet of new retail space and identified specific target retail types that
were currently undeserved in the market.  Additionally, members of the
Management Committee identified the types of uses such as additional
restaurants and entertainment uses, and specialty retail stores that they felt
would support the concept of a neighborhood center.  The study area includes
two retailers—Oklahoma Joe’s and Velvet Crème—that are both destination
retailers for residents outside the normal 1-, 3-, and 5-mile radius for typical
retail support.  The study also determined that the distance of the study area
and the 47th & Mission intersection from a major arterial or highway limited
the potential to attract significant national retailers.  These findings support-
ed the idea that 47th & Mission could be a neighborhood center, but would
have difficulty attracting tenants and users that require significant traffic.  It
should also be noted that new retail construction would require rents in the
$20 to $25 per square foot range for space and that space currently in the
corridor rents for half of this amount.  Again, an impediment to significant
redevelopment.  The existing traffic counts on both 47th Street and Mission
Road also do not support a significant retail development, but indicate a level
of traffic typical for a small neighborhood center.

The study area contains limited amounts of existing office space, which con-
sist primarily of small tenants such as professional offices and other small
users.  While this corridor has not been a significant office destination or
office center in the past, the expansion of the University of Kansas Hospital
on Rainbow suggests that there may be a potential medical office/bioscience
market in the future. 

VViissiioonn
Based upon a market study, and with consideration of the Master Plan and
previous considerations of land acquisition, the Management Committee
developed a collective vision that formed the development framework for the
redevelopment study that was developed by Gould Evans with the input
gleaned from the various market information developed.  It was agreed by the
Committee that Zimmer would work with each of the existing property owners
to determine their plans for their own property, both positive and negative,
and these would be aggregated in a Phase 1 plan that could create a road
map to begin the redevelopment of the 47th & Mission study area.  
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Significant potential projects included an expansion of the existing Apple
Market and construction of new retail space to support the market, redevel-
opment of the southwest corner of the intersection in Roeland Park and the
potential for expansion of the existing building that houses Oklahoma Joe’s at
the northeast corner of the 47th & Mission intersection.  Additionally, several
vacant lots and residential properties have significant potential for redevelop-
ment and/or construction of new infill housing.

The Management Committee also agreed that a “stretch” plan called Phase 2
should be developed which would develop a road map for the long-term future
if occupancies changed, developers became interested in the intersection,
and a more significant market would be solidified subsequent to the Phase 1
construction.  In Section 5 the resultant plans developed by Gould Evans
which include renovation of existing buildings and new construction totaling
146,000 square feet for Phase 1 and 236,000 square feet for Phase 2 were
reviewed and approved by the Management Committee and form the basis for
redevelopment of the area.  

It should be noted that there were several existing property owners who were
uninterested in the planning process and either in investment in or sale of
their existing properties, and that several of the property owners expressed
willingness to invest in their property if incentives were granted that would
encourage the upgrading of their facilities.  It should be noted also that nei-
ther Zimmer nor members of the Management Committee feel that the area
is currently blighted, but that it is at a “tipping point” where without reinvest-
ment that the area potentially will decline.  It was also felt that some of the
existing land uses, particularly the more service station oriented uses, were
not the highest and best use of the property and not in keeping with the vision
for the neighborhood center.  That being said, the property owners will be
encouraged to upgrade their facilities aesthetically and to consider imple-
menting the recommendations of the Phase 1 and Phase 2 redevelopment
plans.

The Phase 1 and Phase 2 plans, along with the results of the market study
and the development framework are included in Sections 4 and 6.

Zimmer, as the consultant and the Management Committee held a Public
Meeting on December 13, 2006 to present the study progress to the general
public.  Announcements were made in the communities’ newspapers and
newsletters, and the property owners in the 47th & Mission Road
Redevelopment Area were sent invitations to the event.  The Public Meeting
was generally well attended and well received.  The Appendix includes an arti-
cle from the Kansas City Star written about the Public Meeting and the
Redevelopment Study.
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SSuuppppoorrtt  MMaatteerriiaallss
As part of the redevelopment study, presentations were made on tax incre-
ment financing and other redevelopment tools.  A copy of the presentation
materials are included in the Appendix Section 8.  The most appropriate rede-
velopment tools include the Conservation TIF that would provide incremental
tax revenue to be rebated to property owners who invest in their property and
a tax abatement provided by the Neighborhood Revitalization Act, which is
already in place on the UG side of 47th Street.  Additional tools that could be
used include a Transportation Development District (TDD) or a Community
Improvement District that could be used for transportation-related improve-
ments and neighborhood cleanliness and safety operational purposes,
respectively.  These tools—the Conservation TIF and the Neighborhood
Revitalization tool—would be enacted individually by each city.  The
Community Improvement District and the TDD would need to be approved by
the existing property owners who subject themselves to a tax and would then
be approved individually by each of the three communities.  The Conservation
TIF and Neighborhood Revitalization Act are both geared toward the redevel-
opment of neighborhood commercial areas that are not blighted but are in
transition. Eminent domain is not a permitted element under the
Conservation TIF.

The Appendix also includes a summary of the elements of responsibilities of
the Management Committee and summarized the design standards that form
the basis for approval of significant redevelopment projects by the
Management Committee.  Additionally, a survey was made of potential envi-
ronmental contamination on known sites in the study area (no formal investi-
gation of the existing properties was made and was not a part of the scope of
this study).  Additionally, the public presentation PowerPoint is included as
well as press regarding the project and the public hearing.

RReeccoommmmeennddeedd  NNeexxtt  SStteeppss
Zimmer recommends that the Management Committee continue to encour-
age the redevelopment of the 47th & Mission Study Area in accordance with
the Phase 1 and Phase 2 plans, and suggest that the significant interested
property owners who have committed to an interest in redevelopment of or
improvement of their property be re-contacted to review the plan elements, to
encourage their participation and to attempt to determine their needs to
assist in the redevelopment.

Additionally, Zimmer recommends that a “redevelopment area” be estab-
lished formally utilizing a Conservation TIF as the legal framework.  Each com-
munity will individually have to establish this area.  The cities of Westwood and
Roeland Park should explore the potential to establish a neighborhood revi-
talization area.
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Continued investment should be made in public improvements, particularly
completion of the infrastructure at the north side of 47th Street as well as
additional landscaping and streetscape improvements similar to those
installed the Rainbow and Mission intersections.

Consideration should be given to establishing a name for the area with the
establishment of a merchants’ association beginning common marketing for
the 47th & Mission intersection as a destination for retail shoppers.

Once accepted by each of the municipalities, the study should be publicized
to the development community to identify or to determine the marketplace’s
interest in the redevelopment of both the commercial areas and the residen-
tial infill that was not the focus of the study.  It is our belief there is interest in
the redevelopment of the area within the development community.

It is our belief that the three communities working together to redevelop an
area that is important individually and collectively is unique in the greater
Kansas City area, and the cooperative working relationship should continue to
implement improvements. It is our belief that as soon as one or more or the
significant reinvestment projects occur, that others will be encouraged.  The
construction of infill housing, particularly on vacant property owned by the City
of Westwood, will encourage other property to be acquired and redeveloped.
At the end of the study, there is remaining fee in our contract as well as sub-
sequent activities that would occur as redevelopment is planned, Zimmer
remains ready to assist the three communities in the implementation of what
we believe to be a feasible, appropriate, and supportable plan to improve the
47th & Mission intersection and related study area.

Prepared by:

Daniel F. Musser Catherine W. Singleton
Senior Vice President Project Manager

Dated:  October 12, 2007
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Master Plan

In 2000, the municipalities of the City of Roeland Park, Kansas, the City of
Westwood, Kansas, and the Unified Government of Wyandotte County and
Kansas City, Kansas came together to create a new vision for the area around
47th & Mission Road, as this intersection provides a gateway to all three
Cities.  Gould Evans was commissioned to develop a Master Plan for the area,
including landscaping, infrastructure improvements and design standards to
create a walkable community.  The three municipalities continue to work
together through an appointed Management Committee on planning and
redevelopment in the 47th & Mission corridor.
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Retail and Commercial Market Study

Soon after Zimmer began work with the Management Committee, we com-
missioned a retail Market Study by Development Strategies. This Study
explained that the Corridor could potentially build 150,000 square feet of new
retail space.  It found that the distance from a major arterial road and highway
limited the ability to market to major retailers. 

Zimmer also conducted a study of the existing retail and office market for the
Corridor.   We found 161,000 square feet of existing retail and office space in
the area, which included properties on Rainbow.   



Retail Market Development Opportunities 
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May 11, 2006 
 
 
Mr. Daniel F. Musser 
Ms. Catherine Singleton 
Zimmer Real Estate Services 
1220 Washington St., Suite 200 
Kansas City, MO  64141-1299 
 
Dear Dan and Catherine: 
 
Accompanying is our brief report on the niche retail potential for upgrading the commercial de-
velopment in the 47th Street and Mission Road Corridor straddling the Wyandotte and Johnson 
County lines west of Rainbow Avenue.  We have analyzed available data on demographic charac-
teristics as well as the differences between retail supply and demand in the market areas around 
the corridor.   
 
The discussion of the 13 retail sectors reveals six that have varying degrees of realistic potential for niche 
development.  If the 47th & Mission Corridor could satisfy the some of the described unmet purchasing 
power, we estimate that the Corridor could build as much as 150,000 square feet of additional retail space.  
While drug store sales are included in this figure, individually they are too small to support a stand-alone 
store, but they might be incorporated into a more diversified format, such as a grocery store. 
 
There is always the possibility that even more space could be developed, of course.  But even reaching 
150,000 square feet almost certainly requires encroaching on the sales already taking place in nearby 
places.  That is not to say that such competition should be discouraged; but it is to say that business risks 
rise more rapidly when there is existing competition 
 
The biggest disadvantage for retailing in the 47th & Mission Corridor is its great distance from major high-
ways or even major arterial roads.  Mission Road, 47th Street, Rainbow Avenue, and others in the immedi-
ate area do not appear to be large enough nor to carry enough traffic to warrant major attention by retailers 
without an aggressive promotional campaign.    
 
On the plus side, however, little can or will be allowed to develop on Shawnee Mission Parkway to the 
south.   And expansion of the KU Medical Center all the way to and on Shawnee Mission Parkway rein-
forces major investments in the general area and, probably, a more intensive use of Rainbow Avenue, in 
particular, in coming years.  Commercial development in the Corridor, therefore, might take a much harder 
look at the Rainbow intersection with 47th Street. 
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Building on the analysis of the various sectors, the following possible retail development program should 
be discussed and modified to match land use planning goals and realistic site development opportunities: 
 
• Small specialty apparel and accessory stores could serve a dual function of serving a local market and 

also create a broader regional image for the 47th & Mission Corridor.  A couple of such shops featuring 
one-of-a-kind clothing selections, especially women’s clothing, might be incorporated into a cozy cen-
ter that also features a neighborhood coffee shop, a locally run full service restaurant (ethnic?), a fur-
nishings/art gallery, and a book store or florist.  These all would fill some unmet buying power in the 
more immediate area of the Corridor. 

 
• A neighborhood hardware store, such as represented by typical True Value or Ace Hardware stores (up 

to 15,000 square feet) could anchor a center at, say, Rainbow and 47th.  The center could also include a 
small pharmacy, but market conditions suggest that an improved supermarket would be the best way to 
both capture more grocery and related sales along with an incorporated pharmacy.  Also in this kind of 
center could be a chain restaurant (e.g., Applebee’s or Outback), and might include a locally managed 
sports bar/restaurant.  Perhaps a small electronics store, such as a phone store or Radio Shack, might be 
attracted to this setting as well. 

 
• Care must be taken, however, with the wide range of demographic characteristics which frequently do 

not mix well in the same stores or, perhaps more importantly, are often not managed well by neighbor-
hood stores.  Identifying an experienced retail developer in urban and diverse settings may be the best 
way to clarify these opportunities and to bring proven experience to the challenges. 

 
It has been a pleasure to work with you on this assignment to identify how the 47th and Mission Corridor 
can reassert its commercial identity.  We look forward monitoring future changes. 
 
Respectfully submitted on behalf of 
DEVELOPMENT STRATEGIES, INC. 
 
 
 
Robert M. Lewis, AICP, CEcD 
Principal 
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INTRODUCTION AND BACKGROUND 
 
This report evaluates a number of retail sectors in and around the 47th & Mission Road corridor straddling 
the Wyandotte and Johnson County line between about Elledge and Rainbow Avenue to determine possible 
niche retail development opportunities based on market demand.  The focus is on the retail buying power of 
households and on actual retail sales generated by stores within one, three, and five miles from the intersec-
tion of 47th and Mission.   
 
We obtained estimates on demographics, retail trade potential (“buying power”), and actual retail sales 
from Claritas, Inc. and from STDB Online (the latter obtained from Zimmer Companies). The key dollar-
based data indicate how much buying power exists for 12 sectors of retail trade in each of the radius areas 
and how much in actual sales are generated by stores in these areas.  This memo is organized as follows, 
including the 12 sectors and the pages on which they are individually discussed: 
 
We cannot warrant the precision of the data obtained from Claritas and STDB Online.  But the information 
appears reasonable to us as a guide to preparing a niche retail strategy for the corridor’s economic im-
provement.  A map of the one-, three-, and five-mile areas is on the following page.   

• The one mile area extends almost to 39th Street on the north, just past Shawnee Mission Parkway on the 
south, Route 69/Roe Avenue on the west, and almost to Country Club Plaza on the east. 

• The three mile area extends almost to I-70 in Wyandotte County on the north, Gregory Boulevard on 
the south, the interchange of I-35 and I-635 on the west, and to almost to 71 Highway on the east. 

• The five mile area extends to the confluence of the Kansas and Missouri Rivers on the north, to 87th 
Street on the south, almost to Quivera Road on the west, and to Van Brunt Boulevard on the east. 

 
DEMOGRAPHICS 
 
1. Population in the one-mile radius area is projected to grow 1.3% between 2005 and 2010 to about 

15,300.  Average household size would decline from 2.13 to 2.12 persons, so the household count is 
projected to increase b 1.6% to 7,220. 

 
2. Population in the three mile radius, including the one mile population, is projected to decline very 

slightly (0.1%) between 2005 and 2010 to 105,225.  This means a 0.4% decline in the area between one 
and three miles.  Households in the three-mile area would actually increase in number by about 1.5%.  
So it is a relatively stable market outside the one-mile area, but the one-mile area demonstrates more 
growth potential 

 
3. Population in the entire five mile radius is projected to decrease by 0.3% between 2205 and 2010 to 

277,800, with households expanding 1.4% to 123,800.  Thus, the area between three and five miles is 
expected also to lose a small amount of population, 0.5%. 

 
4. While growing a little faster than the other radius areas, the one-mile radius’ per capita income is about 

16% less than in the three mile radius ($28,200 vs. 33,400).  Per capita income in the entire three mile 
radius, in turn, is about 10% higher than in the five-mile radius which, at $25,400 is lower than in the 
one-mile radius.  The households in the three-mile area, therefore, have the greatest relative affluence 
although we expect that there is a notable difference in incomes between the northern area (lower) and 
the southern area (higher).  

 



RETAIL DEVELOPMENT POTENTIAL OF THE 47TH & MISSION CORRIDOR 

DEVELOPMENT STRATEGIES  2 

 



RETAIL DEVELOPMENT POTENTIAL OF THE 47TH & MISSION CORRIDOR 

DEVELOPMENT STRATEGIES  3 

 
5. Even with increas-

ing per capita af-
fluence out to three 
miles, the “density 
of buying power” 
is higher at closer 
locations.  Claritas 
provides an overall 
retail spending to-
tal by households 
in each radius.  Di-
viding that aggre-
gate number by the 
square miles in 
each radius area 
yields a buying 
power density, or the number of retail spending dollars there are per square mile. 

 
a. In the one mile area, the spending power density is $73.1 million per square mile. 

 
b. In the three mile area, the density drops to $60.4 million per square mile.  The aggregate dollar to-

tal is larger because the geographic area is larger, but the density of that buying power is lower be-
cause a lower density of housing.  Removing the relatively higher density of the one mile radius 
area, the buying power density of the area between one and three miles drops further to $58.8 mil-
lion per square mile. 

 
c. In the entire five mile area, the density drops to $50.5 million per square mile.  Removing the entire 

three-mile area, however, leaves a density of just $44.9 million per square mile in the area between 
three and five miles from the 47th & Mission corridor. 
 

6. So, while the one-mile area is smaller, it has both an expanding population and more dollars available 
for retail spending per square mile.  Moreover, income per capita increases fairly rapidly out to three 
miles. This combination of positive factors should be attractive to new and expanding retailers. 

   
7. Development potential in this corridor may also be influenced, or even hindered, by the degree of di-

chotomy in certain demographic characteristics, especially those from north of 47th Street compared to 
the south.  We queried Claritas for the following geographic areas (see maps on the next page): 

 
• The north area encompasses an arbitrary line drawn from 47th Street on the south to about 38th Ter-

race on the north, and from about Roe Lane on the west to State Line on the east. 
 

• The south area was arbitrarily drawn from 47th Street on the north to Shawnee Mission Parkway on 
the south, and from Roe Boulevard on the west to State Line on the east. 

 
While these boundaries are arbitrary, the purpose was to identify any notable differences in nearby 
demographic characteristics that might affect the ability to attract or support retail development or addi-
tional merchants in the Corridor.  
 
The population of the north area in 2006 is about 8,160 while in the south it is 5,760.  Both areas lost 
population between 2000 and 2006, but at low rates—down 1.7% in the north and 2.7% in the south.  
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NORTH AREA OF 47TH & MISSION CORRIDOR 

Population density in the north is about 
5,150 people per square mile while 
density in the south area is 4,800 per 
square mile (just 7% less).  There are 
some 2,500 households per square mile 
in the north and 2,175 per square mile 
in the south (13% less).   
 
The most striking difference is, by far, 
household income.  Claritas estimates 
that the median household income 
north of 47th Street in 2006 is $32,100 
(average of $40,000; per capita of 
$19,400) while the median south of 
47th Street is almost double at $60,800 
(average of $80,600; per capita of 
$36,500).  Retailers can be very wary 
of trying to please both such markets in 
the same store except in large groupings of stores, like shopping malls.  In smaller settings, retailers 
will tend to want to cater to one income group over the other since the two are not likely to mix very 
often.   

SOUTH AREA OF 47TH & MISSION CORRIDOR 
Other notable differences are: 

 
• Non-family households make up 

57% of all households north of 47th 
Street but just 38% south of 47th 
Street. 

• 65% of the population north of 47th 
Street is “white alone” while 98% 
are white south of 47th Street. 

• 31% of the population north of 47th 
Street is Hispanic; less than 8% of 
the population south of 47th Street 
is Hispanic. 

• The median age is much lower in 
the north area than in the south:  
31.6 years vs. 40.7 years, suggest-
ing that merchants would need to 
cater to divergent age-level interests. 
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TOTAL RETAIL SALES 
Now let’s turn to compari-
sons of retail buying power 
and actual sales in the three 
radius areas.  The graph to 
the right shows that, effec-
tively, total buying power 
generated among the popula-
tion in the one-mile area is 
not fully captured at stores 
within the one-mile area. 
 
That is, the population gen-
erates about $215.8 million 
in purchasing power every 
year but stores within the 
same area generate sales of 
just $159.3 million.  Thus, buying power within the one-mile area is “leaked” to other areas, thus strength-
ening them as concentrations of stores. 
 
That shortfall is reversed to some degree in the three mile radius, which also includes the one-mile area.  
Within three miles of the Corridor, sales attracted to the area exceed buying power by about $192.4 million 
per year.  Theoretically, there are too many stores within the three-mile area to accommodate this demand 
closer to home, so shoppers from outside the area must be making up the additional sales. 
 
This shortfall in buying power continues within five miles of 47th & Mission, and then some.  There is an 
excess of some $686.5 million per year in sales over buying power—clear evidence that the larger area has 
substantial shopping concentrations that attract customers from even further away—and also certainly from 
households within in the 47th & Mission corridor.   
 
It might appear, therefore, that there are few if any opportunities for additional retail to be built or attracted 
to the Corridor.  The review of the 13 retail sectors on the following pages, however, suggests differently.  
There may not be very large niche possibilities, but there are enough to warrant a targeted land use and 
economic development strategy that can improve the retailing in the Corridor. 
 
APPAREL AND 
ACCESSORY STORES 
include stores selling 
clothing, shoes, and related 
items for all types of 
people.  The one-mile 
radius around 47th & 
Mission has $10.6 million 
of buying power for 
apparel and accessory 
items.  This represents the 
typical proportion of 
income spent by 
households in the area for 
apparel and accessories.   

Apparel & Accessory Stores
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There are, so few stores within the one-mile radius that are classified as apparel and/or accessory stores, 
that sales within one mile total only about $3.0 million, as shown on the graph.1  This suggests immediately 
that a market niche may exist for apparel stores, probably for specialty stores run by local entrepreneurs.   
 
While there are no apparel stores within one mile, this does not mean that people in the 47th & Mission Cor-
ridor are not buying apparel.  They are just having to shop at stores outside the one mile radius (or at, say, 
general merchandise stores that sell clothing as part of a more diverse inventory).  Indeed, between zero 
and three miles, there are some $114.3 million in annual sales taking place at apparel stores, and the buying 
power is much less at $82.4 million.  This suggests that residents within the one-mile area are able to find a 
variety of apparel stores just outside that area. 
 
Actual sales and buying power in the area between zero and five miles are virtually in equilibrium, as 
shown on the graph.  The gap identified out to three miles is effectively closed when extending to stores 
that are found out to the five-mile radius, even with the added buying power of the larger area.  Between 
three and five miles, that is, the proportion of store sales to added buying power is not as great as from 1-to-
3 miles.  In that sense, there is effectively no buying power-to-sales gap that could be exploited in the 47th 
& Mission Corridor that could attract “outside buyers” in, though there is a small opportunity within one 
mile. 
 
As a broad guide, an apparel store in an environment like the 47th & Mission Corridor would likely attract 
annual sales of about $200 per square foot.2  Thus, the gap between buying power and actual sales of $7.6 
million in the one-mile area could support stores totaling about 38,000 square feet.  But many of these 
“lost” sales may already be captured within the three- or five-mile radii, so it might be unrealistic to expect 
to re-capture this scale within one mile.  But a portion of the 38,000 square feet may be a realistic target. 
 
AUTOMOTIVE DEALERS 
show signs of niche 
opportunities for the 47th & 
Mission Corridor if, in fact, 
it is a place where (1) auto 
dealers want to be and (2) 
auto dealers would be 
welcome.   They can be a 
poor land use in an urban 
neighborhood, though 
small used car dealers can 
be successful  
 
Within the one mile radius, 
actual sales at automotive 
dealerships (including new 
and used cars, motorcycles, boats, RVs, and so on) total only $2.0 million in annual sales, but the buying 
power within one mile is $43.7 million.  
 

                                                 
1 This isn’t to say that clothing cannot be bought in the one-mile area, such as from a general merchandise department 
store, but that there are no stores specifically classified primarily as apparel stores in the one-mile area. 
 
2 Based on the Urban Land Institute’s Dollars & Cents of Shopping Centers 2004 for community shopping centers. 
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The gap is even wider in the three-mile radius where buying power outstrips actual sales by almost $130 
million.  On the other hand, the “gap” turns the other way at the five-mile radius where sales are greater 
than the collective buying power within the entire circle.  There are, however, opportunities for more sales 
within the three- and one-mile areas. 
 
AUTOMOTIVE PARTS AND ACCESSORIES STORES yield a similar conclusion, though the internal gaps 
are a bit different.  Within the one mile radius, buying power for automotive and home supply stores is $5.1 
million per year, but there are almost no such stores in that small geographic area.  Theoretically, a store 
could be created that captures this small market demand; the $4.4 million in excess in demand might sup-
port a store of about 18,000 
square feet, which is more 
than twice the size of a typi-
cal Auto Zone store. 
 
The gap widens at the three-
mile level where buying 
power is double sales, thus 
increasing the opportunities 
for nearby auto parts stores.  
By the time that the five-mile 
radius is reached, however, 
relative equilibrium sets in—
except that the buying power 
to sales gap is about the 
same nominal size at the gap 
at the one-mile radius. 
 
DRUG AND PROPRIETY STORES generate fewer sales in the one-mile radius area than the buying power 
in that area by about $4.0 million.  But sales are above buying power levels at both the three-mile and five-
mile radii.  This suggests that 
a great deal of the buying 
power closest to the 47th & 
Mission Corridor is being 
absorbed by stores not too 
far away in the three- and 
five-mile areas.   
 
The $4.0 million gap within 
the one-mile radius translates 
to perhaps 10,000 square feet 
of store area using an aver-
age of $400 per square foot, 
which is the annual median 
of drug and pharmacy stores 
in neighborhood shopping 
centers nationwide, using the Urban Land Institute’s Dollars and Cents of Shopping Centers 2004.  A typi-
cal Walgreens store, however, is about 14,600 square feet while CVS stores generally range between 
11,000 to 19,000 square feet. 
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EATING AND DRINKING PLACES show a rather large excess of buying power in the one-mile radius area.  
But sales broadly exceed buying power in the rest of the three- and five-mile areas.  This suggests that 
much of the potential de-
mand generated in the one-
mile area is being satisfied in 
the three- and five-mile ar-
eas, but might be brought 
closer to home with more 
establishments in the 47th & 
Mission Corridor. 
 
The buying power gap in the 
one-mile area is about $9.5 
million per year.  This could 
represent 26,000 to 30,000 
square feet of eating and 
drinking space depending on 
the kinds of restaurants and 
bars that might be attracted to the Corridor.  Using the ULI Dollars and Cents data for neighborhood loca-
tions: 
 
• Restaurants with liquor attract a median of about $275 per square foot and average about 3,200 square 

feet; 
• Restaurants without liquor have a median of $195 psf at 2,500 square feet; 
• Sandwich shops have a median of $245 psf at 1,400 square feet; 
• Pizza parlors have a median of $200 psf t 1,550 square feet; and 
• Coffee shops reach about $380 psf at almost 1,500 square feet. 
 
These are some examples of the kinds of eating and drinking places that might well be appropriate in a 47th 
& Mission neighborhood setting.   
 
FOOD STORES do not ap-
pear to offer obvious oppor-
tunities for net new devel-
opment in the 47th & Mission 
Corridor.  Actual sales gen-
erated in all three radius ar-
eas greatly exceed the buy-
ing power of those areas.   
This is not to say, of course, 
that replacement food stores 
could not be attracted. 
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FURNITURE AND HOME 
FURNISHINGS STORES are 
under-represented by almost 
$4 million dollars closest to 
the 47th & Mission Corridor 
within the one-mile radius, 
but this gap is more than 
made up in the more distance 
areas.  Within the entire five-
mile radius, for instance, ac-
tual sales exceed buying 
power by almost $18 million 
per year. 
 
Given the demographic dif-
ferences from north to south 
in the Corridor, even the one-mile gap probably precludes opportunity for specialty furnishings stores or 
galleries in the Corridor.  Still, the higher to the south offer a nearby market for specialty home accessories 
if such merchants are part of a larger “mall” or strip of synergistic uses.  The $3.9 million gap in the one-
mile area translates to about 19,500 square feet of floor area at $200 per square foot, the median for furni-
ture kinds of stores in neighborhood settings, according to the Urban Land Institute.   
 
HOME APPLIANCE, 
RADIO, AND TV STORES 
tend, anymore, to be 
relatively large facilities 
(e.g., Best Buy or Circuit 
City).  They, therefore, 
tend to be relatively few in 
number and to attract 
shoppers from many miles 
around.  Moreover, people 
tend to be willing to travel 
relatively long distances to 
purchase electronic 
equipment, particularly 
larger and more expensive 
equipment, in order to 
obtain greater selection and better prices. 
 
This appears to be the case in the five-mile radius around the 47 & Mission Corridor.  The one-mile area, in 
fact, demonstrates only a relatively small amount of such sales with buying power exceeding sales by $3.5 
million.  The three-mile radius shows virtual equilibrium in buying power vs. sales—so that area does not 
address the potential demand.  
 
But the five-mile area as a whole shows an excess of some $40 million in sales over buying power in this 
category, more than making up for deficiencies in the two smaller areas.  This excess is undoubtedly attrib-
utable to large electronics stores serving large regional geographies.   
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In any event, this does not appear to be an obvious opportunity sector for the 47th & Mission Corridor ex-
cept for very small and specialized stores that, these days, are few and far between—though something like 
a Radio Shack may have possibilities.  The typical Radio Shack has a little more than 2,000 square feet; the 
$3.5 million excess buying power in the one-mile radius would support around 8,000 to 10,000 square feet. 
 
GASOLINE SERVICE 
STATIONS appear to be in 
virtual equilibrium 
throughout the 47th & 
Mission Corridor.  The graph 
to the right shows that 
buying and power and sales 
are all but the same in all 
three radius area.   
 
In short, there is no need for 
more gas stations in the mar-
ket area. 
 
 
 
 
GENERAL MERCHANDISE 
STORES are primarily repre-
sented by the large depart-
ment stores, both the tradi-
tionally types like Sears, J.C. 
Penney, or Jones, and the big 
box type like Target, Kohl’s, 
and Wal-Mart. 
 
General merchandise buying 
power in the one-mile radius 
is almost eight times greater 
than actual sales.   But this 
gap is more than made up in 
both the three- and five-mile 
areas where sales sharply 
outpace buying power.  Residents of the one-mile area, therefore, do not have far to go to satisfy their de-
mand for general merchandise goods and services. 
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HARDWARE, LUMBER, 
AND GARDEN STORES ap-
pear to be generally satisfy-
ing the demand generated 
within five miles of the 47th 
& Mission Corridor.  But 
buying power exceeds actual 
sales closer to the Corridor, 
out to three miles.   
 
Still, there may be opportuni-
ties for smaller hardware 
and/or garden stores within 
the corridor to serve both the 
one- and three-mile areas.  In 
the one-mile radius, the 
$11.6 million excess of demand over sales could support a hardware store of up to 40,000 square feet—
which is much larger than most neighborhood hardware stores.  The $36.9 million gap in the three-mile 
area is more than enough to support a single Home Depot, where the largest stores are around 100,000 
square feet but can easily be smaller.  At $300 per square foot, the $36.9 million gap could support a store 
of 123,000 square feet.  
 
SPORTING GOODS, 
HOBBIES, BOOKS, AND 
MUSIC STORES also seem 
to be in general equilibrium 
when evaluating the entire 
five-mile radius.  There is a 
$1.7 million underserved 
market in the one-mile area, 
but this is more than covered 
at the three-mile area.  By 
five miles, the market is 
essentially stable. 
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MISCELLANEOUS STORES 
include a wide range of re-
tailers.  The list obtained 
from Claritas is repeated be-
low, to give some examples.  
The stores that meet this 
definition within one mile 
47th & Mission are already 
satisfying the buying power 
of the populace within that 
area with $3.9 million to 
spare.  This excess is re-
peated at similar ratios in 
both the other radius areas, 
suggested no room at all in 
the market for additional 
miscellaneous stores. 
 

Liquor Stores 
Used Merchandise Stores  
Antique Stores  
Miscellaneous Shopping Goods Stores  
Stationery Stores  
Jewelry Stores  
Camera and Photography Supply Stores  
Gift, Novelty and Souvenir Shops  
Luggage and Leather Goods Stores  
Sewing, Needlework and Craft Stores  

NonStore Retailers  
Catalog and Mail Order Houses  
Fuel and Ice Dealers  
Florists  
Tobacco Stores and Stands  
News Dealers and Newsstands  
Optical Goods Stores  
Pet Shops  
Miscellaneous Stores not elsewhere classified  
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CONCLUSIONS AND SUGGESTIONS 
The discussion of the 13 retail sectors reveals six that have varying degrees of realistic potential for niche 
development.  If the 47th & Mission Corridor could satisfy the some of the described unmet purchasing 
power  we estimate that the Corridor could build as much as 150,000 square feet of retail space.  While 
drug store sales are included in this figure, individually they are too small to support a stand-alone store, 
but they might be incorporated into a more diversified format, such as a grocery store. 
 
There is always the possibility that even more space could be developed, of course.  But even reaching 
150,000 square feet almost certainly requires encroaching on the sales already taking place in nearby 
places.  That is not to say that such competition should be discouraged; but it is to say that business risks 
rise more rapidly when there is existing competition 
 
The biggest disadvantage for retailing in the 47th & Mission Corridor is its great distance from major high-
ways or even major arterial roads.  Mission Road, 47th Street, Rainbow Avenue, and others in the immedi-
ate area do not appear to be large enough nor carry enough traffic to warrant major attention by retailers.   
But, little can or will be allowed to develop on Shawnee Mission Parkway to the south.   And expansion of 
the KU Medical Center all the way to and on Shawnee Mission Parkway reinforces major investments in 
the general area and, probably, more intensive use of Rainbow Avenue over Mission.  Commercial devel-
opment in the Corridor, therefore, might take a much harder look at the Rainbow intersection with 47th 
Street. 
 
Building on the analysis of the various sectors on the previous pages, the following possible retail devel-
opment program should be discussed and modified to match land use planning goals and realistic site de-
velopment opportunities: 
 
• Small specialty apparel and accessory stores could serve a dual function of serving a local market but 

also creating a broader regional image for the 47th & Mission Corridor.  A few such shops featuring 
one-of-a-kind clothing selections, especially women’s clothing, might be incorporated into a cozy cen-
ter that also features a neighborhood coffee shop, a locally run full service restaurant (ethnic?), a fur-
nishings/art gallery, and a book store or florist.  These all would fill some unmet buying power in the 
more immediate area of the Corridor. 

 
• A neighborhood hardware store, such as represented by typical True Value or Ace Hardware stores (up 

to 15,000 square feet , could anchor a center at Rainbow and 47th.  The center could also include a 
small pharmacy, but market conditions suggest that an improved supermarket would be the best way to 
both capture more grocery and related sales along with an incorporated pharmacy.  Also in this kind of 
center could be a chain restaurant (e.g., Applebee’s or Outback), and might include a locally managed 
sports bar/restaurant.  Perhaps a small electronics store, such as a phone store or Radio Shack, might be 
attracted to this setting as well. 

 
• Care must be taken, however, with the wide range of demographic characteristics which frequently do 

not mix well in the same stores or, perhaps more importantly, are often not managed well by neighbor-
hood stores.  Identifying an experienced retail developer in urban and diverse settings may be the best 
way to clarify these opportunities and to bring proven experience to the challenges. 

 































 
 

 
47th Street & Mission Road Traffic Count Map 

 

          Information furnished regarding property is from source deemed reliable but no warranty or representation is made as to the accuracy 
          thereof and same is submitted subject to errors, omissions, prior sale or lease or withdrawal without notice. 

 

 

 
     Source:  Kansas Department of Transportation 
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Agreed-to Vision

The Management Committee decided early on in the process that it and the
Cities did not want to acquire property or condemn any property owners.
Because the Market Study suggested that this was not the right location for a
large retail project, there would not be enough of a tax increment to afford to
purchase properties, and the Cities were not interested in condemnation for
this area.

We, along with members of the Management Committee, met with commer-
cial property owners in the Corridor, to assess their interest and ideas about
redevelopment.  Because the Cities did not want to acquire or condemn prop-
erty, any redevelopment would have to be driven by the current property own-
ers.  A number of owners said that they would be willing to improve or rede-
velop their properties with the right financial incentive.

We then researched potential incentive tools that the cities could use to
encourage the property owners to redevelop in accordance with their vision for
the Corridor.

In keeping with the "47th & Mission Road Area Design Review Overlay District",
the Committee's vision is for a walkable, neighborhood center with buildings
close to the street and parking behind or beside the buildings.

With the help of Gould Evans, Management Committee decided on a two-part
redevelopment project.  Phase I is what could happen now or in the foresee-
able future, and Phase II is the vision-plan for any big redevelopment in the
future.  



 

 

47h & Mission Redevelopment Study 
 
The purpose of the effort is to create a feasible, realistic redevelopment plan based 
upon the Corridor Master Plan that has been adopted by the three cities.  The Master 
Plan envisioned development of a mixed-use neighborhood center focused on the 47th 
and Mission intersection. 
 
The corridor trade area has a ‘limited’ market that can support approximately 150,000 sf 
of additional retail development, primarily serving customers in a 1-mile radius of the 
47th and Mission intersection.  The market is limited by the access to the corridor area, 
i.e. distance from major thoroughfares and complicated by the significantly different 
household income levels north and south of 47th Street. 
 
There is a demonstrated market for infill housing but limited available property.  Strong 
housing stock is important to building a strong retail environment.  Redevelopment of 
existing stock is important and should be encouraged. 
 
There is a limited supply of and demand for office space, other than neighborhood 
service type. 
 
The Committee and client cities are reluctant to use eminent domain, which is 
commonly a key factor in redevelopment, and there are no funds available for property 
acquisition.  The three cities have differing levels of support for financial incentives, with 
Westwood being the least favorable due to its shrinking commercial tax base. 
 
A Phase 1 plan outlining property owner-planned or supported improvements has been 
developed, and a Phase 2 plan defining ‘stretch’, longer term redevelopment goals was 
also established.  Phase 1 will provide a common community framework for short-term 
redevelopment, Phase 2 a long-term roadmap. 
 
Consideration should be given to establishing a ‘niche’ for the area to attract destination 
entertainment/ retail in addition to neighborhood service retail. 
 
Investment in infrastructure and streetscape by all three cities is important, creating a 
common visual environment. 
 
Consider an organization of businesses or a CID/ BID to fund ongoing marketing, 
cleanliness and improvements. 
 
Consider conservation TIF, Neighborhood Revitalization Act area or other similar 
reinvestment oriented incentives. 
 
 
ZRES 9/15/06 
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Plans/Square Footage

Phase I consists of properties where owners have said they may be willing to
improve or redevelop their properties in the foreseeable future.  Phase II is the
long range vision/plan for the area.  Phase II sets a direction for any future
development in the area.
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CITY HALL &

PUBLIC SAFETY
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H1 H2

H4

OFFICE SILVA’S
TAO 

ACADEMY

CAR 
WASH

OFFICE

H3
OFFICE

A MIXED USE:
RETAIL/OFFICE 0R RESIDENTIAL
(APPROXIMATELY 25,000 SF)

B RETAIL SHOPS/RESTAURANT
(APPROXIMATELY 15,000 SF)

C RETAIL SHOPS/RESTAURANT
(APPROXIMATELY 15,000 SF)

D RETAIL SHOPS/RESTAURANT
(APPROXIMATELY 15,000 SF)

E RETAIL ANCHOR AND SHOPS
APPROXIMATELY (60,000 SF)

F GROCERY STORE IMPROVEMENTS AND
EXPANSION (EXPANSION - 4,000 SF) 

G MIXED USE:
RETAIL/OFFICE
(APPROXIMATELY 30,000 SF)

H RESIDENTIAL TOWNHOMES (APPROXIMATELY 66 UNITS)
H1 - APPROXIMATELY 28 UNITS
H2 - APPROXIMATELY 14 UNITS
H3 - APPROXIMATELY 12 UNITS
H4 - APPROXIMATELY 6 UNITS
H5 - APPROXIMATELY 6 UNITS
   

H5

VELVET CREAM

47TH STREET CORRIDOR
POTENTIAL LONG RANGE INITIATIVES

PREPARED FOR:
CITY OF WESTWOOD, KANSAS
CITY OF ROELAND PARK, KANSAS
UNIFIED GOVERNMENT OF KANSAS CITY, KANSAS
AND WYANDOTTE COUNTY

PREPARED BY:

NORTH

Zimmer Real Estate Services, L.C.

POTENTIAL REDEVELOPMENT PROJECTS

EXISTING



47th & Mission Redevelopment

Potential Phase I Initiatives  - Redevelopment parcels - PRELIMINARY DRAFT

Parcel Address  City Current Use Acreage
Gross 

Building 
Area SF 

New SF 
Proposed

Proposed 
New Use

570 County Line Road KC vacant residential parcel 0.92 -              2,500 Single Family
544 County Line Road KC vacant residential parcel 0.26 -              1,800 Single Family
520 County Line Road KC retail 1.51 12,000        

4628 Mission Road KC commercial - car wash 0.59 -              
3002 W. 47th Avenue KC gas station & restaurant 0.75 6,720          
2814-2870 W. 47th Aven KC commercial - strip retail 3.62 51,908        
4620 Fisher Street KC commercial - multi-family 0.39 18,000        
2544-2546 W. 47th Aven KC commercial - office 0.18 1,960          
4612 Mission Road KC retail - salon 0.55 440             
2440 W. 47th Avenue KC commercial- religious 0.7 4,650          

SUBTOTALS 9.47 95,678        4,300

4701 Mission Road WW Supermarket 3.37 36,476        8,100 Retail
Corner at 4701 WW Public ROW 0.03 -              
SWC 47th & Adams WW Vac. City property 0.16  - 
2803 W. 47th Street WW Storefront Building 0.34 5,822          
4704 Adams WW Vac. City property 0.32  - 12,000 8 Townhomes

SUBTOTALS 4.22 42,298        20,100

4702 Mission Road RP Retail Store 0.25 5,308          
4706 Mission Road RP Strip Store 0.11 3,140          

SUBTOTALS 0.36 8,448          0

TOTALS 14.05 146,424      24,400

10 Total New Residential Units Proposed

24,900 SF Proposed New Retail

Zimmer Real Estate Services, L.C.



47th & Mission Redevelopment

Potential Long Range Initiatives - Redevelopment Projects/Areas - PRELIMINARY DRAFT

Project/Area  City Acreage
New Proposed 
Building Area 

SF 
Proposed Use

A KC 4.87 25,000              Retail/Office or Residential
C KC 1.7 15,000              Retail Shops
E KC 4.79 60,000              Retail Anchor and Shops
H1 KC 1.89 33,600              Residential - 28 Units
H2 KC 1.03 16,800              Residential - 14 Units
H3 KC 1.04 14,400              Residential - 12 Units

SUBTOTALS 15.32 164,800            

H4 WW 0.48 7,200                Residential - 6 Units
G WW 3.91 30,000              Retail/Office
F WW 3.2 4,000                Grocery Expansion
D WW 0.89 15,000              Retail Shops

SUBTOTALS 4.09 56,200              

B RP 1.1 15,000              Retail Shops

SUBTOTALS 1.1 15,000              

TOTAL 20.51 236,000            

60 Total New Residential Units Proposed

164,000 SF Proposed New Retail/Office

Zimmer Real Estate Services, L.C.
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Next Steps

Our recommendations to the Management Committee include:  

• Continue to work together as three municipalities with one vision for
the area.

• Each City should decide on, in cooperation with the other two, an
incentive policy or tool for its part of the Corridor.  Each City will have
to enact its own incentive tool.

• Continue discussions/meeting with current property owners to
encourage redevelopment.  When one owner is ready to make
improvements, it may encourage its neighbors to do the same.
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Appendix



Appendix A - TIF/Redevelopment Tools Presentation

TIF, TDD and Other Economic Development Tools in Kansas

Presentation by Gilmore & Bell, P.C.



































































Appendix A - TIF/Redevelopment Tools Presentation

Kansas Incentives Information



















































Appendix B - Design Standards Summary



 
47th & Mission Redevelopment 
Design Review Summary 
 
February 16, 2007 
 

Zimmer Real Estate Services, L.C.   

47th and Mission Road Area Design Review Overlay District 
 
 

• Standards and oversight apply to commercial and multi-family zoned property 
 

• Applies to new development, redevelopment or significant exterior modifications 
 

• Management Committee responsibilities: 
1. Implement objectives of Concept Plan 
2. Review development applications 
3. Make recommendations to Jurisdictions regarding development plans 
4. Coordinate cooperation between the 3 Jurisdictions in planning and construction 
5. Promote development within 47th & Mission corridor 
6. Coordinate with business owners special events and promotions 
7. Work with neighborhood associations to further Concept Plan 
8. pursue grants for [public financing to implement Concept Plan 
 

• Jurisdictions’ planning departments to forward applications to Committee for review  
 

• Committee to recommend to Jurisdictions the applications’ compliance with Concept 
Plan 

 

• Uses: 
1. No commercial to have residential on first floor 
2. 40 Feet or 3 ½ stories maximum building height 
3. Mixed use encouraged 

 
 

 



 
47th & Mission Redevelopment 
Design Review Summary 
 
February 16, 2007 
 

Zimmer Real Estate Services, L.C.   

 

• Site Design Standards: 
1. Building placement : 

 Front setback to Right of Way line 
 Continuous building frontage  
 Main entrance on street 

 
2. Site access: 

 Pedestrian friendly; entrance on street, walkways through parking areas 
 

3. Parking: 
 On street parking and shared parking 
 Parking behind buildings and to the sides of buildings 

 
4. Architectural features: 

 Enhanced entrances 
 Masonry materials 
 Earth tones 
 Awnings and canopies encouraged 

 
5. Landscaping: 

 Buffers to residential area 
 

6. Signs: 
 Facade, pedestrian and monument signs 
 Back-lit and internal illumination signs discouraged 
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Appendix D - Presentation
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47th & Mission Road Redevelopment Study

Commissioned by: 

Unified Government of Wyandotte County/Kansas City, Kansas

Westwood, Kansas and Roeland Park, Kansas

December 13, 2006

Introductions

• Management Committee
– Chair: Wendy Wilson, Rosedale Development Association
– Co-Chair: Rob Junk, Westwood resident

– Other members:
• Scott Bingham, Westwood resident
• Bob Dye, Westwood resident
• Gil Pintar, Kansas City, Kansas resident
• John Mendez, Unified Government Commissioner
• Scott Gregory, Roeland Park resident
• Adrienne Foster, Roeland Park resident
• Curtis Hapgood, Roeland Park resident

– Governmental Participants
• Mayor Karen Johnson, Westwood
• Mayor Steve Petrehn, Roeland Park
• John Cunningham, Westwood Public Works
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Consultant Team

• Zimmer Real Estate Services
– Dan Musser
– Catherine Singleton

Gould Evans Architects
- Brian Hamilton
- Corey Walker

Development Strategies
- Bob Lewis

Scope of Work

• Develop an economically feasible redevelopment 
plan based upon Land Use Plan approved by all 
three municipalities
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Approved Land Use Plan

47th & Mission Road Design Review

Approved Overlay District
• Zoning overlay enacted by all 3 municipalities
• Applies to all commercial and multi-family 

properties in the 47th & Mission Road District
• Management Committee is appointed by the 

municipalities; duties include:
– Review all applications and recommend action to 

municipalities
– Coordinate activities between municipalities
– Promote development within area
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Commercial Site Design Standards

Commercial and Multi-Family
• All new development, redevelopment and exterior 

modifications to go before Management Committee
• Mixed-use encouraged
Building Placement
• Main entrances face street
• Buildings set close to street, especially at the 47th & 

Mission intersection
• Building frontage maximized
Site Access
• Pedestrian-friendly sidewalks, entrance on street, walkways 

through parking

Commercial Site Design Standards

Parking
• On-street parking and shared parking
• Parking  behind buildings and to the side of 

buildings
• Architectural Features

- Enhanced entrances
- Masonry materials
- Earth tones
- Awnings and canopies encouraged
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Commercial Site Design Standards

Landscaping
• Buffers to residential areas
Signs
• Façade, pedestrian and monument signs
• Back-lit signs and internal illumination discouraged

Redevelopment Study Process

• Market study commissioned
• Meetings and conversations with property owners
• Regular meetings with Management Committee to 

discuss ideas
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Market Study Summary

1. Development at 47th & Mission is more difficult 
because of its distance from major highway and 
arterial roads; 47th and Rainbow has more traffic.

2. Diversity of income levels is challenging to 
retailers.

3. KUMed expansion up and down Rainbow will 
have positive impact.

Market Study Summary

4. Potential for an additional 150,000 SF of retail 
space

• Drug store incorporated into grocery store
• Florist
• Book store
• Neighborhood hardware store
• Furnishings/Art gallery
• Small specialty apparel and accessory store
• Neighborhood coffee shop
• Locally run, full service restaurant; perhaps ethnic



7

Redevelopment Study Summary

• Cities and Management Committee are not interested in acquiring 
property or in using eminent domain.

• Management Committee would like to see redevelopment occur within 
the interests of current property owners.

• The Committee and community want a niche; neighborhood center.

• Corridor has “limited” market primarily because of access.

• There is a demonstrated market for in-fill housing but limited available 
property.

• Strong housing stock is important to building strong retail.

Phase I Site Plan: What could happen now
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Phase I Potential

• 10 new residential units
- 2 single-family homes
- 8 townhouses

• 150,000 square feet renovated/improved
• 25,000 square feet commercial space 

development/redeveloped
• Total of 10 acres improved or redeveloped

Phase II Site Plan: Future vision for the area
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Phase II

• 52 new residential units
• 160,000 square feet new commercial space
• 21 acres redeveloped
• Future “vision” for area
• Possible if existing owners are interested or sell to 

a new owner/developer

Potential Incentives

• Neighborhood Revitalization Act
– For existing owners of property
– Rebates up to 100% of new additional real estate taxes 

created from improvements to property back to property 
owner

– This incentive is already in place on the Kansas City, 
Kansas side of 47th Street
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Potential Incentives

• Conservation TIF
– Designation of “conservation area”
– Not yet blighted, but may become blighted
– Does not allow the use of eminent domain
– New local taxes created by projects can pay for public 

improvements:
• Land acquisition
• Site preparation
• Landscaping, streetscape and parking
• Public infrastructure

Redevelopment Study Recommendations

• Consider a Merchant Association for organization and marketing
• Consider a Community Improvement District or a Neighborhood 

Improvement District to fund ongoing improvements, safety and 
cleanliness

• Consider a Conservation TIF or Neighborhood Revitalization Act 
Redevelopment Plan/Area
– Each municipality will have to decide on and enact its own 

redevelopment incentives

• Cities to continue to invest in streetscape and infrastructure 
improvements

• Cities to continue to work together on the redevelopment of 47th Street 
& Mission Road within the Zoning and Management Committee 
structure
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Next Steps

• Management Committee to incorporate public 
comments, feedback and input into study.

• Management Committee to present findings and 
make recommendations to each municipality.

47th and Mission Road

Redevelopment Study

December 13, 2006
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Appendix F - Property Information

This  information  has  intentionally  been  left

blank  for  the  privacy  of  the  individuals  living

in  the  47th  & Mission  study  area.  



Post Office Box 411299
Kansas City, Missouri 64141-1299

816.474.2000

w w w. z i m m e r c o s . c o m

Final Custom Covers.qxp  10/10/2007  10:58 AM  Page 2




