
CITY OF LOO1 
INFORMAL INFORMATIONAL MEETING 

"SHIRTSLEEVE" S ESS 10 N 
CARNEGIE FORUM 

305 WEST PINE STREET 
TUESDAY, DECEMBER 7,1999 

i 

An Informal Informational Meeting ("Shirtsleeve" Session) of the Lodi City Council was held Tuesday, 
December 7, 1999 commencing at 7:OO a.m. 

ROLL CALL 

Present: 

Absent: Council Members - None 

Council Members - Hitchcock, Land, Nakanishi, Pennino and Mann (Mayor) 

Also Present: City Manager Flynn, Deputy City Manager Keeter, Fire Chief Kenley, Parks and 
Recreation Director Williamson, City Attorney Hays and City Clerk Reimche 

Also in attendance was a representative from the Lodi News Sentinel and The Record. 

TOP I C( S 1 

1. 

2. 

Concessions Exclusives - Presentation by DD Marketing 

Automatic Aid with Mokelumne Rural Fire District -.. 

3. Joint Use Agreement with Lodi Unified School District (LUSD) 

ADJOURNMENT 

No'action was taken by the City Council. The meeting was adjourned at approximately 8:37 a.m. 

ATTEST: 

A &27W ice M. Rei che 

City Clerk 



Executive Summary 
City of Lodi 

About DD Marken'ng.. . 
DD Markering is the premier exclusive beverage consultant in the country: 

Entire division of DDM staff is exclusively working With beverage 
agreements 

0 Negotiated public and private sector contracts 
0 SkilIed staff pertaining to guiding a public process 

A major beverage company ceferred to recent DD MurMng's Request for 
Proposal (RFP) as "the most extensive and best prepared RFP that they had 
ever seen. " 

Se&m We Provide.. . 
DD Marketing coordinates the turnkey process that enables all key members of 
the public entity to provide input on the objectives of a'beverage contract 
Included in this process are the following DD MarRedng responsibilities: 

Assist in the coordination of a team that will oversee and provide feedback on 
the entire process 
Analyze and collect data on current city wide beverage arrangements 
Develop (with team input) and distn'bute a Request of Proposal (RFP) to the 
beverage community 
Work with the city to establish and train a panel thd Will evaluate responses 
generated by the RFP 
Lead negotiations with the RFP respondents to ensure the best possible 
contract 
Assist in the cmhon of the contract document tbat will be signed by the 
successful vendor 
Assist personnel with the contract approval process 
Coordinate public relations to ensure successhl start-up of the program 
Audit and manage the program to ensure contract adberence and keep abreast 
of opportunities to continue to maximize program revenue 

Results You mil Realize.. . 
0 Creation of revenue stream that is currentIy not being realized by the city - 

initial review estbmks 5300,ooO annually (conservative) can be generated 
with an excfusive program 
Audit and program administration expenses set at a flat rate with total revenue 
cap DDM fee calculated on 25% of program revenue not to exceed 6100,000 
annually. As program grows and is maximized by DDMs expertise, the fee is 
capped City buildings and property have a tremendous opportunity to 
generate revenue due to the city traffic that frequents the sites. 
The contract organizes the vending revenues generated by machine by product 
line rnaking distribution of revenue much more accurate and justified 
TypicaIIy, individual Sites andlor empfoyees have had some responsibility 
with preexisting vending arrangements; our program centralizes these 
responsibilities to create and efficient and effective program and relieve staff. 



CITY OF LODI 
F I R E  D E P A R T M E N T  

M E M O R A N D U M  

DATE: November 30, 1999 

TO: 

FROM: 

SUBJECT: 

H. Dixon Flynn, City Manager 

Scott W. Kenley, Fire Chief 

Automatic Aid with Mokelumne Rural Fire District 

I have received a request from the Chairman of the Mokelumne Rural Fire District, Mike Young, 
for coverage of medical aid calls in the extreme north/west end of their district. This request is 
the result of an inability to occasionally staff the district’s station one on Victor Road due to a 
decrease in full-time and volunteer firefighters. The district’s policy is to staff station one with a 
minimum of one firefighter and station two on Brandt Road with a minimum of two personnel. 
When staffing falls to two personnel, the district attempts to hire back on overtime an off-duty 
firefighter or a district volunteer. There are approximately twelve times per }.ear that the district 
is unable to hire back sufficient personnel to cover both stations, u.hen this happens the district 
closes station one and staffs station two with two personnel. This has caused concern on the part 
of residents who live in the first-in district of station one. As you will see from Chairman 
Young’s letter, the). are requesting that the Lodi Fire Department respond to medical aids in the 
area bordered by Harney Lane on the south, Alpine Road on the east and the Mokelumne River 
on the north. In reviewing past run history, this would amount to ten-twelve additional calls for 
Lodi Fire. Mokelumne would respond from station two and relieve our personnel usually within 
twenty minutes. 

Presently, Mokelumne has been responding into the city limits of Lodi on second alarm calls to 
provide the  department with additional breathing air support. Since January 1, 1999, the 
Mokelumne Fire District has responded six times inside the city limits of Lodi. The average time 
spent on-scene is approximately one hour, for a total of six hours. If the city were to agree to this 
request, it is estimated that the Lodi Fire Department will respond to approximately 10 calls and 
remain on-scene for approximately twenty minutes for a total commitment of three hours and 
twenty minutes. I personally feel that agreeing to this request is the right thing to do. It is 
neighborly and reciprocal based on their response into our city on an occasional basis. 

I have a!so received a letter from the United Firefighters of Lodi stating their concern that this 
item is a change in wages, hours and working conditions, therefore subject to meet-and-confer. I 



personally do not feel that this is a meet-and-confer issue. However, I will meet with the UFL to 
discuss their concerns should Council decide to pursue providing this service to Mokelumne. 

\ 

,:LV/&/ /Lgf 
Scott W. Kenley, Fire 

Attachment 



13157 East Brandt RoadP.0. Box 1357, Lockeford. Ca. 95237 
(209) 727-0561 Fa\ (209) 727-0863 

Directors h u e  Young, Bzrnie R.lettlzr, G a s h  Rosen, Ron Vahoti .  Jsm; Freeman. 
Chief Dan L e q  

October 27, 1999 

CHIEF SCOTT KENLEY 
LODI FIRE DEPARTMENT 
217 W ELM ST 
LODI CA 95240 

RE: MUTUAL AID COVERAGE REQUEST 

Dear Chief Kenley: 

The Mokelumne Rural Fire District would like to request coverage !?om THE Lodi Fire Department 
in the Victor area for EMS calls only when our Station # I  is put into volunteer status. This occurs 
only when we have exhausted all means for staf3ng. Volunteer status happens approximately twelve 
times per year and averages nine runs within the twelve shifts. Our Station $2 will be manned and 
upon our arrival on scene, Lodi Fire Department will be immediately released. The area of coverage, 
$possible, would be from Harney Lane North to Mokelurnne River and from Alpine Road West to 
the Lodi City limits. Prior to receiving EMS calls in the specified area, the Mokelumne Fire District 
will notify Lodi Fire Department by calling as soon as possible when Station $1 is in Volunteer 
Status. San Joaquin County will dispatch Mokelumne Fire Station ff2 and relay call to Lodi Fire 
Department. 

Thank You for considering our request. 

If any hrther information is needed, please contact Fire Chief Dan Leary at the above number 

Sincerely, - 

Chairman 
Mokelumne Rural Fire District 
Board of Directors 

LF\ lL'T.UD. 99 



D R A F T  #9 
Includes Approved Revisions - October 27, 1999 

AGREEMENT FOR RECIPROCAL USE AND MAINTENANCE OF 
PUBLIC FACILITIES 

LODI UNIFIED SCHOOL DISTRI(3 AND CITY OF LODI 

THIS AGREEMENT ("Agreement"), is entered into this day 
of --------- I by and between the CITY OF LODI (''City"), and 
LODI UNIFIED SCHOOL DISTRICT OF SAN JOAQLJIN COUNTY ("District"). 

--I 

WITNESSETH: 

WHEREAS, District and City have a mutual interest in the provision 
of adequate and attractive public faalities for education and recreation for the 
residents of Lodi and its environs; and 

WHEREAS, both District and City have certain physical facilities, 
including pools, parks, stadiums, gymnasiums, indoor meeting rooms, play 
areas, and athletic fields which may be beneficially used by the other in a 
comprehensive program of serving the community; and 

WHEREAS, District and City have in the past, executed a series of 
agreements for the mutual benefit and use of facilities and services; and 

WHEREAS, District and City desire to consolidate and incorporate into 
a Master Agreement, provisions of joint use of facilities. 

NOW, THEREFORE, BE IT AGREED between District and City as follows: 

I. PREVIOUS AGREEMENTS SUPERSEDED 

Those agreements between District and City, identified below in this 
section are superseded in their entirety. 

1. 
2. 
3. 
4. 
5 .  

6 .  

Agreement for Reciprocal Use of Recreational Facilities, executed April 19,1969. 
Agreement for Reciprocal Use of Lodi Grape Bowl, effective September 1,1988. 
Agreement for Mowing Services at District Athletic Fields, effective October 15,1984. 
Agreement for Reaprocal Use of Tokay High School Pool, dated December 21,1977. 
Agreement for Reciprocal Use and Maintenance of Public Facilities, City of Lodi and 
Lodi Unified School District, dated July 1, 1990. 
All other written agreements not noted herein between District and City for reciprocal 
use of facilities are declared void except those pertaining to specific individual 
facilities. 

-1- 



D R A F T # 9  
Includes A m r a v e d  Reuisions - Ocfober 27, 1999 

A. 

B. 

C 

A. 

11. FACILITIES INCLUDED IN THIS AGREEMENT 

Unless otherwise specified, this Agreement covers the following City 
facilities: 

Zupo Field; Kofu Park; Softball Complex, Chapman Field; Blakely Park; 
Lodi Grape Bowl; Blakely Field/Enze Swim Complex; Lodi Lake Park 

Unless otherwise specified, this Agreement covers the following 
District facilities: 

Tokay High School Pool; Lodi High School Pool; all school 
athletic fields and school indoor facilities within the City of Lodi 
area and surrounding rural areas (Woodbridge, Lockeford, 
Houston, Clements, Victor, Henderson, and Tokay Colony). 

Facilities not covered by this Agreement: 

1. District-owned facilities not specifically covered by this 
agreement may be scheduled for use under the use of facilities 
provisions of District policy, and must be requested through the 
site using the District‘s “Request for Use of Facilities” form. 
Provisions of this Agreement do not extend to those facilities. 

2. City-owned facilities, not specifically covered by this agreement, 
are subject to use pursuant to the applicable provisions of City 
Ordinance, and/or policy, and the terms of the “Application for 
Use of City of Lodi Parks and Recreation Facilities.” Provisions 
of this Agreement do not extend to those facilities. 

III. SCHEDULING 

Scheduling Authorization 

1. All scheduling for facilities under the provisions of this 
agreement, must be done by, and with the approval of, the 
authorized entity. 

a. The authorized entities for the City of Lodi are the Parks 
and Recreation Department and the Office of the City 
Manager. 

b. The authorized entity for school-related activities and 
school sites (except for field use) is the school principal, 

-2- 



D R A F T # 9  
Includes Approved Revisions - October 27,1999 

vice-principal, or applicable assistant superintendent. The 
authorized entity for all other sites is that site's 
administrator or the applicable assistant superintendeht. 
The authorized entity for all use of school fields is the 
Maintenance and Operations Department. 

c. Requests for use of facilities at schools on a Modified 
Traditional Calendar must be submitted in sufficient time 
before scheduled breaks to allow for processing.- 

2. All request for faalities are to be submitted on the appropriate 
form(s) and must be signed by the designated representative of 
- the authorized entity. 

B. Advance Scheduling 

1. Events which'require advance scheduling, such as meets or 
tournaments, may be scheduled up to one (I) year in advance. 

2. Requests for advance reservations by the City or District will be 
confirmed or denied by the authorizing entity within 15 working 
days of submittal. 

a. All denials must include the reason(s) for denial. 

b. If disaneements - over proposed fees or charges, or use 
provisions, are not resolved within the 15 dav period, the 
use shall be deemed denied, unless the period is extended 
by mutual consent. 

C Regular Scheduling 

1. Swimming Pools (Blakely/Enze, Tokay High, Lodi High) 

a. District and City representatives shall meet in January of 
each year to coordinate and confirm the year's schedule of 
uses, the appropriate reservation forms, the designated 
contact persons, location/procedure for filing the 
reservation forms, and to establish procedures for 
notifying users of emergency closure(s). 

b. District pools are available when they are not being used 
for District purposes. 

-3- 



D R A F T # 9  
Includes Approved Revisions - Ocfober 2 7, 1999 

i) The Tokay High Pool and Lodi High Pool will be 
closed for maintenance at District discretion 
following the schools' last scheduled use (usually in 
November). 

ii) Ninety days (90) prior to the anticipated closure, the 
City of Lodi Parks and Recreation Department will 
be notified to allow for coordination with the City's 
aquatics program. Except for extraordinary 
circumstances, the District shall close only one pool 
at a time. 

c. City pools are not available for scheduled District use 
during June, July and August. 

d. City or District pools will be closed immediately by 
authorized staff if there is any health or safety concern, or 
if the water quality falls below acceptable minimum 
standards as defined by San Joaquin Public Health 
Services, and/or any regulating state agency, and shall 
remain closed until use is authorized. 

e. In the event of a closure of a District or City pool, 
designated staff of both entities will be notified of the 
closure immediately. Every attempt shall be made to 
accommodate alternative scheduling of events, or a 
rescheduling of canceled events. 

2. Lodi Grape Bowl 

a. District shall have preferential use of the Lodi Grape Bowl 
for football games and graduation events, except when 
pre-empted by the Lodi Grape Festival and National Wine 
Show (generally in mid-September of each year). 

i) District shall provide to City the schedule of football 
games and related events no later than May 1 
preceding the season for which the schedule 
applies. 

ii) The schedule for graduation events shall be 
provided not later than-four months preceding the 
graduation (generally February 1 for events 
occurring the last week of May/first week of June). 

4- 



D R A F T # 9  
Includes Approved Revisions - October 27,1999 

b. The Grape Bowl is otherwise available for District events 
when it is not being used for City purposes, or other 
events approved and pre-scheduled by the City. 

c. Except for events scheduled in-advance per paragraph B. 
of this section, the City shall confirm or deny District 
requests for use of the Grape Bowl within fifteen (15) 
working days of the receipt of the request. 

d. All requests for use are to be submitted by the school 
principal, or authorized designee, on the forms, and in the 
manner proscribed by the City. 

3. Athletic Fields, Complexes, Indoor Facilities 

a. All fields, both City and District, that are to be used for 
seasonal play, must be scheduled 60 days prior to the start 
of the season, using the appropriate forms of each 
jurisdiction. 

b. All requests are to be confirmed or denied within 15 
working days of the submittal of the request. 

c. All requests for District fields shall be submitted to the 
designated District representative in the Maintenance and 
Operations Department. The Department shall coordinate 
such use requests with the subject school sites. 

d. City fields shall be reserved and scheduled for use by City- 
sponsored teams and groups prior to reservation of 
District fields. 

e. District fields shall be reserved and scheduled for District 
events prior to reservation of City fields. 

f. All other school or District facilities to be used by the City 
shall be scheduled directly with the site administrator, 
using the appropriate facilities use form.- 

g. All other City facilities to be used by the District shall be 
scheduled directly with the appropriate site administrator, 
using the appropriate facilities use form. 

-5- 
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h. All athletic fields (both City and District)- are subject to 
closure when the fields are wet to the extent that team use 
could result in significant damage. 

i) This is to be determined by the Citfs designated 
representative for City fields, and the District’s 
designated Maintenance and Operations 
representative for District fields. 

ii) Rain call procedures for fields are to be mutually 
agreed-upon at the start of each season, or when the 
use agreement is approved if it is for singular 
events. 

1. In the event that an extraordinary circumstance 
necessitates the closure of a City or District field, complex, 
or indoor facility, the using agency‘s representative shall 
be notified as soon as possible. It is that person’s 
responsibility to notify all other affected parties. 

i) Whenever possible, disrupted events shall be 
relocated to other facilities in-lieu of cancellation. 

ii) Every attempt shall be made to accommodate a 
rescheduling of canceled-activi ties. 

4. If disagreements - over proposed fees or charges, - or use 
provisions, are not resolved within the desienated Deriod for 
approval or denial of the request for use, the use shall be deemed 
denied unless the time period if extended bvmutual consent. 

IV. OPERATIONS 

A. If operational staff are required by the owner as a condition of using 
any faality pel w, +hey the assigned - personnel shall be readily 
available at all times they are on-duty, to provide operational, 
maintenance and emergency assistance to the users. 

8. Food and Beverage Concessions 

A& User and/or associated organizations, may operate food and/or 
beverage concessions during scheduled events under the 
following criteria. 

-6- 
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a. If food and beverages are permitted in the facility. 

b. When there are no other proprietary or exclusionarv 
agreements for concessions at the facilitv. 

If food concessions are to be a part of the event, it should be so- 
noted on the use of facilities form and must be approved by 
owner. 

During such events, user and/or associated organizations, shall 
have an exclusive right to the operation of the concession stands 
and the proceeds of sale. 

User may assign the right to operation of the concession stand(s) 
only as agreed-to by the owner of the facility. 

5. Exclusive Product Contracts 

a. If a facilitv is covered under an exclusive product contract, 
the user shall abide by the provisions of the contract. - 

b. It is the responsibilitv of the using agencv to obtain a copv 
of anv pertinent contract provisions from the owner. 
Signature - on the facilitv use agreement - shall constitute 
understanding and acceptance of the provisions. 

C. It is the responsibilitv of the using agency - to inform all 
affiliated users of the contract provisions and to monitor 
com pli an ce. 

e&. All concessions stands or areas used for concession, are to be 
completely vacated at the conclusion of the event, and are to be 
left in a clean and usable condition. 

f.2, All concessions must meet Department of Health Services 
standards and requirements. 

g8. Concessions may remain for the duration of the event unless 
other arrangement are agreed-upon at the time that the use 
agreement is approved; however, they are the sole responsibility 
of the user. 

& Pools (Blakely/Enze, Tokay High and Lodi High) 

1. The areas around all pools are to be kept clean by users. 

-7- 



D R A F T # 9  
Includes Approved Xmisions - October 27,1999 

2. Pool covers are to be used. They are to be placed as directed 
operational personnel. 

-- B D  Grape Bowl 

1. City agrees to staff the Lodi Grape Bowl with appropriate 
maintenance/standby personnel to coordinate and operate the 
facility when it is being used by District. 

2. District shall furnish all security and event personnel as required 
by the City. 

3. A District administrator and/or a school athletic director, shall 
be present during school or District events. 

4. All personnel 'requirements, including applicable costs, fees, or 
charges, are to be included on the appropriate use form. at the 
time the application for use is approved. 

5. During District's use of the Grape Bowl, District or associated 
student organizations may operate food concessions during any 
games or events scheduled by District. 

a. During such events, District shall have an exclusive right 
to the operation of the concession stands and the sale of 
food, beverages, etc. during all games or performances 
scheduled by District. 

b. District shall be entitled to retain all proceeds from the 
operation of said concessions. 

c District may assign the right to operation of the concession 
stands only as agreed-to by the City. 

e. 



D R A F T # 9  
Includes Approved Revisions - October 2 7,1999 

- € E Athletic Fields, Complexes, and Indoor Facilities 

1. Owners will staff the faality with the appropriate 
maintenancelstandby personnel to coordinate and operate the 
facility: with all costs to be born by the user pursuant to the 
provisions of the facilitv use agreement and Exhibit A of this 
agreement. - 

2. User shall furnish all security and event personnel as required 
by the owner. 

3. All personnel requirements, including applicable costs, fees, or 
charges, are to be included on the appropriate use form at the 
time the application for use is approved. 

43.L Users will monitor facilities during use, and maintain all facilities in a 
safe and clean condition. 

V. FEES AND CHARGES 

A. Charges for facility use are intended to reflect actual costs for use of the 
faality, above and beyond the cost for operation and maintenance that 
would otherwise be incurred by the owner. 

B. The initial schedule of charges pertinent to this agreement are to be 
established wg&a-#& prior to execution of the agreement, and are to 
be attached to the executed agreement as Exhibit A. 

1. All potential fees, charges, or cost schedules are to 
Exhibit A. 

included i n  

2. At the time a faality is scheduled, the user is to be advised of all 
applicable and potential fees or costs. 

a. These are to be noted on the use agreement form. 

b. All cost notations on the use form(s) are to be initialed by 
the user’s authorized representative. 

c. Disagreement with proposed charge-items must be 
resolved between the agencies prior to final approval of 

-9- 
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the use agreement. Final authority for charge-items rests 
with the owner. 

3. The District's fees to be included in Exhibit A will be established 
by the District pursuant to statute and applicable Board policy. 

4. The City's fees to be included in Exhibit A will be established bv 

and/or policies. 
7 

a.3- Facility use charges to be reflected in Exhibit A, may be adjusted 
annually bv either, or both, agencies, based on actual and/or 
projected costs. 

4.5, Adjustments to facility use charges shall be effective at the 
beginning of each fiscal year (July 1). 

a. City and District representatives shall confer by January of 
each year regarding proposed adjustments for the 
forthcoming fiscal year. 

b. All adjustments shall be confirmed by both parties i n  
writing by February 1. If this does not occur, the fee 
schedule for the previous year shall remain in effect. 

C All services or requirements beyond the scope of this agreement, are to 
be assessed and billed pursuant to the provisions of District and/or City 
policy and/or ordinance. To the maximum extent possible, these shall 
be mutually agreed-upon prior to the costs being incurred. 

D. Damage to Facilities 

1. When damage to a facility or field does occur, the owner will 
notify the user agency immediately. 

2. Representatives of both agencies, and insurance agency 
representatives if appropriate, will evaluate and review the 
damages, preferably together, to assess necessary mitigation, 
appropriate cost, scheduled repair, and final work product. 

3. The user agency will be responsible for costs incurred to repair 
the damaged property. - 

E. Billing and Payment 

-1 0- 
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A. 

B. 

A. 

B. 

C 

1. Prior to the start of +he& fiscal year, representatives from both 
agencies shall establish an “in-kind” match of funds. No dollars 
shall be exchanged until such time as the match has been 
exceeded byeither agency, at which time the amount exceeded 
shall be billed and paid based on the charge-items on the 
approved use agreement, and at the rates in effect at that time. 

2. Each agency will exchange q-u&edy reports on a quarterly basis, 
or as ageed-upon bv the finance agents - of both agencies, which 
detail facility usage including dates of use, names of users, 
facilities used, and fees assodated with the usage. The reports 
will include total fees to date. 

3. 

VI. AMENDMENT TO AGREEMENT 

This agreement may be amended at any time by agreement of both 
parties. 

This agreement shall be amended if it is determined that there is an 
ongoing use of one or more facilities not covered by this agreement, or 
there are use or fee provisions which can best be addressed through 
mutual agreement. 

VII. HOLD HARMLESS 

The user of the facility hereunder agrees to save, defend and hold 
harmless the owner of any facility for any and all damages arising from 
such reaprocal use by District or City, except for those damages or 
portion of damages directly attributable to the owner’s negligence. 

Each party hereto is charged with the duty to inspect for apparent 
defects prior to the use of any facilities demised hereunder, and to 
provide appropriate notification to the owner. 

During any use of any facility demised hereunder, the user shall be 
liable to the owner for any damage to such property caused by the user, 
or third parties present at the invitation or suffrage of the party using 
the property.- 

-11- 
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D. 

E. 

A. 

B. 

C 

D R A F T # 9  
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Documentation of insurance coverage of user shall be provided as- 
required by each agency. 

The prevailing party in any dispute arising under this agreement shall 
be entitled to reasonable attorney's fees incurred in the litigation or 
adjudication of such disputes. 

VII. TERMS OF AGREEMENT 

The term of this agreement shall be "evergreen' with a biannual 
review by the City Council and the Board of Education. 

All fees, charges, or other speafics requiring & periodic review 
and/or modification, are to be considered 
within the herein described timeframes. 

This agreement may'be canceled at any time by either party, by giving 
to the other party six (6) months written notice, or by mutual consent. 
In the event of cancellation, all approved use of facilities shall continue 
uninterrupted to the end of the term approved on the facilities use 
agreement. 

IN WITNESS WHEREOF, the parties hereto have set their hands the 
day and year first hereinabove mentioned. 

CITY OF LODI, 
a municipal corporation 

H. DIXON F L Y "  
City Manager 

Attest: 

ALICE M. REJMCHE 
City Clerk 

Approved as to Form: 

RANDALL HAYS 
City Attorney 

LODI UNIFIED SCHOOL DISTRICT 
OF SAN JOAQUN COUNTY 

BY 
MARILYN DOMING0 
Assistant Superintendent, Business 

Attest: 

Clerk of the Board of Education 

Approved as to Form: 

ROBERT H. THURBON 
Counsel to the District 
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AGREEMENT FOR RECIPROCAL USE AND MAINTENANCE OF 
PUBLIC FACILITIES 

LODI UNIFIED SCHOOL DISTRICT AND CITY OF LODI 

Exhibit A 
Schedule of Fees and Charges 

Effective ------___ 
[List new date each time this is revised - retain old dates for documentation] 

Fees and Charges for City of Lodi Facilities 
Approved by the City of Lodi, 

[Note: to be determined by the City of Lodi] 

Fees and Charges for Lodi Unified School District Facilities 
Approved by the District, 

[Note: to be determined by the District] 

-13- 



AS SEEN IN 

- 
\ 

Friday, May 21, 1999 BUSINESS DAY c1 

Dan DeRose, right, addresses a Newark schools committee on how best to structure an exclusive soft-drink contract. 

Today’s Lesson: Soda Rights 
Consultant Helps Schools Sell Themselves to Vendors 

by: Constance L. Hays 
NEWARK - Dan DeRose, marketing 

consultant, was busy doing the math for 
his new client, the Newark Public Schools. 

The question on everyone’s mind: how 
much money could the district make i f  it 
sold a soft-drink company the exclusive 
right to vend its products on school 
grounds? The answer, according to Mr. 
DeRose: a lot more than it gets right now. 

“Let’s just say everyone drinks one 
product a day, and let’s just count the stu- 
dents,” he said.”At 45,000 times 180 days 
of school, that’s 8.1 million cans. At 75 
cents apiece, that’s $6 million walking out 
the front door of your school every year in 
quarters and dollars. 

“Let’s get a lot of it.” he told his audi- 
ence, a collection of school principals, ath- 
letic directors, P.T.A. officials and one stu- 
dent. “Let’s get some of it back to the 
schools.” Even $5 million would make a 
difference in the district’s $550 million bud- 
get. 

With his square shoulders, steady 
smile and conscientious use of the first- 
person plural, Mr. DeRose and his com- 
pany, DO Marketing, are storming a once- 
quiet backwater in the soft-drink business. 
Schools regard him as a font of informa- 
tion. Soft-drink companies, which used to 
make low-key deals on their terms with 
local school districts, hate him with a pas- 
sion. 

One of the best-known consultants in 
a rapidly growing specialty, Mr. DeRose, 

who is based in Pueblo, Colo., says he has 
obtained exclusive contracts, or is negoti- 
ating them, for 63 school systems nation- 
wide. 

The exclusive contract, a winner-take- 
all creation of the soft-drink companies 
themselves, eliminates rivals’ products 
from a school, a hotel, an airiine. Thanks 
to Coca-Cola and Pepsico’s desire to mar- 
ket to children, and the eagerness of 
schools for the income, Mr. DeRose has 
found a niche. 

Almost evangelical in his zeal, he 
primes school officials to take on the soft- 
drink companies, raising the stakes for all 
concerned and profiting handsomely from 
the deals that go through. “Dan DeRose 
is probably the person most responsible 
for this current feeding frenzy,“ said Alex 



Mdnar, a professor of education at the I getting 67 cents a kid before, and now 
University o i  Wisconsin who has debated 
Mr. DeRose. 

Others say there is a need for his ser- 
vices."blost sducators don't have a back- 
ground in food management," said Barry 
Gaskins. a spokesman for the Pitt Counbj 
schools in Greenville, N.C., which hired Mr. 
DeRose last year. "They're trained in the 
three R's. and the R's don't include ietail." 

While demand for exclusive contracts 
has never been greater, there is a distinct 
downside. Some lawmakers want to ban 
the sale or giveaway of soft drinks during 
the school day, citing nutrition concerns 
and the ubiquity of ads and vending ma- 

they're getting 327." 
Then he went to the heart of the is- 

sue: how much Newark's kids could be 
worth. 
As in hundreds of school systems around 
the country, Newark officials are unable 
to pay for every program on their agen- 
das. The system was so badly misman- 
aged that in 1995, the state took control 
and still runs it. 

To make the most of its assets, Mr. 
DeRose said, Newark should make a deal 
with just one soft-drink giant. "We're go- 
ing to get what we call a rights fee," he 
said, adding that companies like Coke and 

First Impressions: 

With 50 million children of school age spending at least $50 billion each year, 
some companies are interested in capturing that market early through exciu- 
sive deals like one Coke signed with School District 20 in Colorado. 

Totais School districts with Sc.clool districs that have States where 
as oi: exclusive marketing deals refused solicited deals deals exist 

Aprli'ga 46 1: 16 

oct. .ga -108 m 10 - 23 

May'99 140 -15 m 26 
Source. Tha Cznler !or Csrnmercial Free Public Education. Nauooal lnslitule on Meuia and Ihe Farnlly. 

__-------- - - - - - -_--______ 
__- - - - - - - - - - - - -__-_______ 
__-_- - -_ - - - - - -___-_______ 
__-- - - - - - - - - - - -__--______ 

chines. And advocates for education say 
students are captive audiences who 
should not be sold to the highest bidder. 
even io finance school programs. 

Mr. DeRose is working closely with 
Valerie Wilson, the food-services manager 
for Newark schools, who wants to consoli- 
date ihe system's patchwork arrangement 
- some Coke here, some Pnpsi there. 
plus other brands. Whoever wins the con- 
tract would supply not only sodas for vend- 
ing machines but also juices in 82 school 
cafeterias and water and other drinks for 
athletic events. 

After some discussion about the mer- 
its of the idea, officials decided to go 
anead, Ms. Wilson said, and solicited bids 
from three marketing consultants, settling 
on Mr. DeRose. Earlier this month, nattily 
dressed in a gray suit, blue silk tie and 
shiny black alligator loafers. he met with 
the committee Ms. Wilson assembled to 
discuss the fine points. 

He warmed up by discussing deals 
he has orchestrated for school systems in 
Colorado and Kansas - one for $1 1.1 
million, ihe other for roughly $5.3 million. 
"In Kansas City," he noted, "they were 

Peosi love exclusive contracts because 
they imprint brand loyalty on young minds. 

As an example. Mr. DeRose cited his 
own first grader, Anna, whose school in 
Pueblo has an exclusive contract with 
Coca-Cola, the work of DD Marketing. 
"From now until she's graduated, all she'll 
drink is Coke," he said. "She goes out for 
pizza and we ask, What do you want to 
drink, honey? Coke. She doesn't even 
know how to spell Pepsi." 

The Newark group seemed impressed 
by Mr. DeRose's presentation, which in- 
cluded frequent pausss to answer ques- 
tions. "It's a first time for us," said Roger 
Jones. a spokesman for the Newark Pub- 
lic Schools, when asked why the system 
needed a consultant. "It's an opportunity 
to bring together all the people involved in 
vending so we have one voice speaking 
for everyone," and help generate a wind- 
fall "that ultimately goes back into our sys- 
tem so students benefit." 

With their costs rising, Coke and Pepsi 
say they want to avoid deals that involve 
marketers like Mr. DeRose. "I'm surprised 
that during his presentation, the high 
school band didn't break into a spontane- 

ous version of 'Seventy-Six Trombones,' '' 
said Lauren C. Steele, a spokesman for 
Coca-Cola Consolidated, a bottler in Char- 
lotte, N.C. 

Pepsi also views consultants with dis- 
taste. "We tend not to love working with 
these guys," said a spokesman, David 
DeCecco. 

In the past, soft-drink companies 
would make low offers and schools would 
usually accept them, lacking the time and 
inclination to pursue alternatives. 

Now, the word is out. "Coke came to 
the table with an offer last week, and I said, 
'based on what you did in Manteca and 
what you did in Wyoming, this isn't good 
enough,' I' said Bill Erlendson, an official 
with the San Jose, Calif., school district, 
who used information Mr. DeRose pro- 
vided. He was expecting a revised bid from 
Coke this week. 

Mr. DeRose's plan for Newark calls for 
installing eight vending machines at each 
of the city's 13 high schools; two to four at 
each of the 69 lower schools. "Typically, 
we like to add a machine in a hall, to give 
the company a presence," he said. Com- 
mittee members were asked to sign confi- 
dentiality agreements, to keep the offers 
secret from competing bidders. Mr. 
DeRose said. 

The Newark group next meets June 1 
to discuss the proposal Mr. DeRose puts 
together, before soliciting bids from the 
beverage companies. If all goes accord- 
ing to plan, Newark will sign an exclusive 
contract by the time school opens in Sep- 
tember. 

At its last meeting, the committee did 
express several reservations, including 
whether one old high school would be able 
to support eight vending machines on its 
existing electrical work, and whether the 
girls' basketball team would still be able to 
sell drinks at football games. 

Mr. DeRose smiled, fixed his gaze on 
the group and said: "All of your concerns, 
I've heard them 500 times before. All of 

same concerns. 
your peers across the country have the 

Organizations mentioned in this article: 
DD Marketing; Coca-Cola Co; Pepsicp Inc 



liagc~ 10 I d t l  1 ~ ~ 1 ~ 1 1  loy- 
a l ~ ~ .  sott.cliink companies 
air oflciiiig +i!x)l distiicts 
big 1)iicl.s b r  t l ie  exclusive . 
tight to i i t lvert iw- arid sell 
tlieir prothicts at scliools. 

S c h o o l s  have raised 
nioiiry selling ad space and 
l ia ln i ine snacks for as long 
as tlicy've Iiatl yearlmks 

t h e w  exclusive, m ill t i -  
in i t t i  o n -dolla r d e a l s  are 
usliei iiig iu  a new and trou- 
bling agc of educational 
hiid-raising. 

Anyone wlin tloiilits Illat 
massive financial support 
fmiii t l ie  liidiest corlwrnte 
bidder can cause a scl1ool 

and 1i)otl)dI ~ I I I C S .  I h t  

quire etlucational institu- 
tions to toe tl ic conilu~iy 
liiic. 

l'tiat's w l i a ~  Iiappcned 
wlicii tlic IJnivcisity 0 1  
Wiscnnsiii signed a corn 
I racI  w i th  I tecbok. 11 
Iurred teacliers and stu 
dents froin s w k i n g  ill o 
tlie slitxniaker. a curioii! 
l cssnn  for an instiliitioi 
that slioiiltl be teaching i t '  
stirdents that tile Conslitu 
tian giiariiitces a right t( 
free s l i e e c l i .  The clausi 
wasn't ienioved until law 
Inakers complained. 

In toclay's ad-saturatec 
world. kids don't n p t  
i i iore eaposiire to ~ I U I I &  

Business, schools both win 
Corporale 
partnereldps 

help edircelion 

I l y  I h n  De1:llosc 

hlost people understand tlie Ireniendous 
pressiire on Imlli public and private ctlucation 
to incrwsc s ~ u t l e n t  performance and enliance 
etl\rcational qiiality u l i i l e  containing costs. 

I'mviding stutlents with a quality education 
requires atleqiiatr fiinding for teacher and 
stalf salaries. supplies, iiiaintenance and oper- 
ntioii of facilities. a n d  gcneial operating Iiud- 
gels. The siniplc fiict i s  that funding for 
~ l i o o l s  olten does not provide t l i e  nccessary 
I ~ s e  Tor achieving high quality. 

Corpiralc s u p p i i t  iii edi iq t ion he lps  
~ 1 i o d  ol l ic ia ls  ovcicoiiie ilre interrelated is- 
sues orcost containnient a n ~ l  quality entianre- 
tiient. Funding provided by corpomlions en- 
ables sclitwls to save programs that woiild 
otlierwise be eliminated and to purchase state- 
or-the-an tecliiiology wlie~i  filnds oilienvise 
would bc unavailable. 

Various IJiisiricss/scliool ~~a~ners l i ips  (ex- 
cliaiige progains. iiilernsliips uiid eqiiipment- 
sharing progrinis) give studenls teaming op- 
portuitities tliat Iwiieht al l  involved. 

Tn SIIWSI. as sonic cynics do. iliat c o w -  
rate iiivolvciiient iii eiliicaiion i s  nioti\atetl 

only by the "lwrt~oni line" i s  unfair to enter- 
prises siicli as CocaCola. I'epsiCo and Cad- 
bury Scliueppes. I have found that these coni- 
panics are geniiinely concerned abotil making 
a contribution to educational quality. 

Partnership agreements. whereby 11iese 
companies share revenue from vending-ma- 
chine sales with schools. ease the pressure on 
taxpayers antl elected representatives to con- 
stantly increase h i n t l i n ~  Wlien these cornpa- 
nies are allowed to advertise their products in 
ways acceptable to parents. students, teac l ien 
and administraton (on scoreboards. for ex-  
ample) there i s  no loss of academic integrity 
or compromise of principle. Jlie key is in- 
volvenient o f  all concerned to ensure that the 
pannersliip i s  a "win-win" for Imth {he corpc- 
riition antl tlic school. 

1.inally. I lliirik mosi  wiiiiltl iigrre 11i;it tlicre 
are limits to the eaterit  lo wliicti corporalions 
can he involved ellectively in the rhools. 
That i s  why both parties shoultl always con- 
struct relationstiips based ullirnately on t l ie  
txnefits to be derived by students. 

M y  experience has heen that  business firms 
such as those cited a b o w .  while niindftil of 
tlieir fiscal rcsponsihility to sliareholden. real- 
ize that pruducing well-ediicated students i s  
the real "laitom liiie" for tlie good orsociety. 

l b n  IkRori* ir ir i fr idtwi it/' I I I I  Ak( i rLc i i t i ,~  
/tic. .. ill Plrl#rkl. co/! _- . 
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he 

' srrappcil admiiiis- 
a tT;itorS there asscss 

he valuc of thcir 
tudcnts as a11 c x -  

.. . 

companies. The terms of 
itrxts are also evolving. 

Marketing dollars 
The early- deals were often described ;is 

"cash and a scoreboard" arransements be- 
CLIUSC they almost always involved a bever- 
age company's  "contribution" of ;I higli- 
tickc:. statc-of-'-the-an lighted scoreboard for 
the university a~hle:ic stadium. Today. :my- 
rhing goes. 

Bob Moore. the deputy school superiiitsn- 
Jcnt and chief financial ofticzr (01. tlir Ccilo- 
r:;do Spr ing  dihtric: :hat is staging the ;itito- 

rnohilc: ;ive-wn]i. my.; other revenu2s trom 
i t 5  exclusive deal with Coca-Cola will fuiid 

211 ai inual  tc::c!ier r;w;Irdr, ba~ iq i~c [ .  collcgc 
~ ! i ~ i I a i . s h i p ~  for \tudc.n[h J I I ~  ;I Ic:idc:-ship re- 
trcx f'ur members of rlic admiiiistraticiii ;.nd 
hoard of education. 

"E..tc!usivc ckintrx:s riilow u s  to  m:tke a 
rn CLI I I  i n g fu I c o  n t r i o 11 t i ( )  I I  i o c d 11 c:i ii u'n ;in d 
z i i i i  some rcxiric buhinchs drvelopincnt op- 
pcirtunircs a t  the s a w  time." a Pcpsi-Cola 
y ~ i k c ~ m a n  told F r n d  a W m ~ i y c v / w u r .  "This is 

E 

- .  

Pepsi's iiiarkcr. Pcpsi li)cuscs on yotiill. ICC'I~?; 

i n  particular. Students o n  college calnpuses 
are [lie heart of Genemioil Nert." 

"There's  a considerable valuc to rliesc 
cornpiinics i n  c r ea t ing  a Coke  or  Pepsi 
drinker in the I Y to 24 age group." empha- 
sizes Bxry  Scerbo. dining services director 
a t  Pcnn State. "It's a very impressionable 
time in their lives. and i f a  company can cre- 
ate bmnd-loyal customers at this stage i t  has 
a good chance of keepin; them for life.'. 

"Dollars are what's driving the trend to ex- 
clusive contrxts," says John Walker. execu- 
tive assistant in  foodscrvice for the Univrr- 
sity of Minnesota. "Bu t  what's driving the 
dollars is the marketing. Coke has grown the 
bcveragr  business tremendously on this 
c:inipus. They've increased the number of 
machines. added loc3[ions. installed new 
starc-of-the-an vending equipinenr. 

"Plus." Walker adds. "they've backed i t  up 
with grcat marketing. Right now we have a 
*gold cap' proriiiition exclusive to this cxn- 
pi>. Under the caps o f  the 20-ounce bever- 
age ;Ire coupons for evevrhing from books 
aiid coinpact discs to frrr  ru i i ion  and rnorn 
arid board." 

New horizons 
"It's a new horizon to realize [ha[ evrry- 

thing's for sale.'. :idmiis Steve Bowers. di- 
rector of d i n i n g  services at 
the  University o f  Iowa. 
which is ncgotiarin~ an ex- 
c lus ive  brand dea l  w i t h  
Coke. 

And whczher focidscrvic:: 
d i r ec to r s  l ike these con-  
tracts or nor. inany are tind- 
ing the rcvenur strexns too 
large to m i s ~ .  

trcprcneurs i in college cam- 
puses." hays Julaiiie Kie!iii. 

campus d i n i n g  .;r:viccs di-  
rector 01' [ h e  Universiry o f  
iLlissotiri-Cuiuinbi;i. 

"Wc ' r c  211 looking t'or 
ways ( i t  ;cuing tiinds we.rr 
n o r  gcrtin; I'rorn [lie s t ~ ~ t e  
anynicirc. CoIIeyh and uiii- 
vrrsit ieh n c d  those re*:- 

"WC'VC 211 become e n -  

\ 

The early deais 
corild often be 
sriininanzed as 

"cash and a 
score b on rd" . . . 
Tociay, arzything 

goes. 
- -. 

The contract Penn Stale s igned 
with Pepsi-Cola in 1992 increased 
the visibility of and interest in 
opportunities represented by 
erc!usive brand contracls. 
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Brand Contracts 
eiiues to support our academic pro- 
; r;ims. 

Echoing that po in t  of view in Cdo- 
r:ido Springs. School District I i 's 
hloorc refers to an EriLiccrtion Week 
report that s h o ~ e d  Colvrado funding 
per pupil had killen to 48th pl:ice 
among the 50 st;ites. 

"The public expects us  to be more 
cntreprcneuri:ii i n  looking for orher 

t' re  Y e n u c .*-$a ;i s M o o  rc . 
"LL'c can't expcc! nevi revenues from 
[ax incrcxizs :in? more." 

C )  u rc c s  

forms won" Ii;ivc ;I big Coke logo O I I  

the shirrs. 
"Whst dues happen is that adinin- 

istrators now have money f o r  5oinc 
very wortI iw1ii l~ prosranis  t I i : i t  
wouldn'(  h:iv: beeii Funded o ther -  
wise. A n d  thc heveragc conipany 
p s  to be ;I big local hero by support- 
in? school progrms that have LI lot of  
visibility." 

Coca-Cola spokesman Scott Ja- 
cobson says. "blorc aiid more i t 's  nut 
about Coke s i g n q e  or ;I scorcbixird 
i n  [lie stadium. We:'ve funded locker 
rooms and athieric equipnienr and ;i 

Iec~wc wries. We've eveir ircnovared 
campus buildings." 

Still. froin the vendor 's  p o i n t  o f  
vic*.c.. jhcse ;igi-ccnierits ";:re n o t  
a b o ~ i t  b u i t d i i i ;  a pi irki i ig dcc!\: on  
c:irnpu\." s a y s  Coke's  D i n k i n s .  
"%'e'rc interested iii the o p p i x i u n i r y  
to iiiarkct o u r  total hr:iiid p i i r t l ~ o l i ~ ~ .  
Y o u  t'ec! l i k e  211 iccd tc:i todsy? A 
t r u i t  d r i n k ?  Try iiiir hraiitls. Tiat's  
~ l i a t  h::s v;ibu [o ux:. 

Such cleais ;il,\o h a v ~  ,their k r c  I)( 
de:rx!ors. inc!uding operaiors w h o  
;ire rr!uc:::nr ro ;ivc tip pi-ocluc: vari- 
e:y 2nd inanul'ricturrrs who \cz such 
prclc I iccs as rn ( 1 nc )pc ) I i x t i c. 

Upfront money 
T i c  problcm with tliese ar,ii;e- 

menis  i h  rhe upfronr money." says 
(1 n e rn ;I n u f:ic t u re r. w h ( 1 s e c i ) I n pa 11 y 

i ttc rs c u 5 t( )i i  ic rs I ti 1-11 li e y rci ;I i i -.s t I/ Ic 
bl-andcd concepts. 

While qrce i i i g  [ha( a n  c..tchangc (11. 

v:iluc is an esscnti:il part ol'all  brand- 
iiig cont~icts. upt'ront cash payments 
"lead our customers to ~..cpect suppli- 
ers to buy their business. and to be- 
licvc that we'rc r i l l  willins to do  so. 

"Our company prefers to move ;I 

sale away From the idea of handins  
over :i check. We'd rrirher sce an ern- 
phasis on how much wc are willing to 
spend on support services over the 
rime of the conimct." 

One fact tliat's often overlooked is 
that o i i ly  ;I porrion of  [lie advertised 
promotional dullais ;ire iii hard cash. 

I n  iiiosi deals. tor example. tlic 
bcvcrrige supp l i e r  t:ikcs over  a l l  
vcndirig responsibilities. bluch of the 
ca1ctil;irrcf v:iluc rctlccts ; i n  estimate 
0 1 '  futtrrc savi i igs the iiistitution wi l l  
h;ivc I'roin n o  Imgcr having tn ~ii;il;c 

die c:ipirA invcsrrneni i n  vendin; i l ia- 
chilies or having to eniploy stat't'io 
service.  sroch a n d  iiiaiiitain [he i i i .  

Orhcr x r r v i n s s  coiiir frum -->ell ing 
) t f ' 5 x i sr i n g yen d i n g c'q u i p I iie : i I. 

The protirs froin illcreased hever- 
+ \ales and [hc c..xtensivc inarkcting 
pi.osr:irns thar a mmul'ucturcr rypi- 
cally brings to :crierarc. those sales 
are also valued i n  [he deal. Coke'> 
D i n k i n >  says over311 caiiipus bcvcr- 
age sales typically i n e x a x  from l j  
t o  5 0  pt.rcr:ir as a result (11' such prlJ- 
mi ) t  ic ma1 2c:i v i t ics. 

On-cmpus promotional signage righls are 3 key aspect of rnosl ext!osive bnnd 
conimis. Below: a r a i l  mural in the KO Cafe a t  the Gilizueta 
Business ScBool at Emor! University. ~- _ _  - - 

. .  - . .  

- ... 
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111 Heat1IiSoulli's agreement willi Cow-Cola. the organinlion became the 
exch ive  Iirouitler 01 reliabilitaliun atid ollier services to Caca-Cola 
einployees. Coke got exclusive xcess to HeallliSuctllt': 1.700 lacililie: 
naiiuiiwiile. Coke is JISO J spniisnr n l  HeaIIIiSnttlh's '*Gd Fur It!" roadshnw 
(nbowc). aiitdi readies Iliuiisantls ol yutiiii] jieolile mitialiy. 



Pas1 Otfice Box 32 - Manteca. California 95336 *Telephone (a) 825-3200 

Ar;gust 16. 1999 

To Whom I t  M a y  Concern: 

In rrhe spring of 1998, DD Karket ing.  Inc., rncc wi th  M b t e c a  
Unified Schaol D i s c r i c t  co d i s c u s s  the scope of secvices rhc 
f irn of fcrzd in recard K O  exclusive beverage cancracclng . 
I-imteca U n i f i e d  Schoo l  D i s t r i c t  had previously nsgotiared & 
five-yethr exclusive bey2rsge concract for its  high sckools.  
w i t h  xhe c o n c r a c c  corning up for r e ~ e > z z l .  the aisLzict  chose to 
angzqe D314 w i c h  t h e  task of coord ina t ing .  structuring and. 
negotiaring +he next c f f e r .  

The results of the p r o c e s s  thar DDM coorhinated were phenomenal. 
The n e w  offer is able t3 iccrease l i k e  rsvenues f i v e  fold! .The 
e q e r c i s c  chat EDPI * a s  able to provide to the process was 
clezrly a key caTnponLTt in Incrcssing K& value of the offer- 

‘Che  d iscr icr  had l i m i t e d  expsrierlce in negotiatlng exclusivs 
beveraac contracc. Ey com3ining efforts w i r h  DDM. rJe %ere able 
to position ourselves fa-mrably, even after their fae. The 
E i r t r i c t  h igh ly  recornends this fiAm to any school  distrLct. 

5 i nc er e 1 :i , 

m C ? i  UWlFIED S M W L  DISTRICT 

B~s-aness Services 



TO whom k May Concern, 

This is a letter of recommendation for Do Markating to mmpanies or s h o d  disblcb 
that are considering righis agreements with f ims to provide products or sentices in an 
exeusive manner to their organization. Academy School OistriCt Twenty has 
cs:nvzc*d wirh DDM to handk all rnaketjng matters for the district aver the last two 
years and it is wlthcut rasmatjon and witfi the highest confidence that 1 FecMnrnand 
them to any organization. 

- 
F : r + l y ,  I wmr fo stress mat v n r i i t r  virtually m excapt~cns, Academy School District 
Twsoty h a s  r x d v e d  far mcm per student frcm its excfusive rigma ageern- than 
s c x d  dist;;.ds wno n%c?iated their awn agreements or who used other madoding 
firms. The disttrjc?'s students. staff, parents and taxpayers have hem the beneficiaries 
cf DOM's cutsanding m p e t e n c a  and know-how. In dosing, I give DDM my highest 

- 

- recommendation. 

In the Acadsmy Tmditiorr. 

Donald J. Fielder, Ed.D. 
Superintendant 

- 



October 8,1998 

MI. Ted Matarcar ia  
D i e o r  of PunSasing 
Fulton County Sdoois 
Cailegc Pa&. GA 30349 
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