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SITE LOCATION SOLUTIONS CONSULTING

COMPANY & INDUSTRY OVERVIEW
Site Location Solutions (SLS) dba Site Location Solutions Consulting (SLSC) is a consulting services firm that is committed to the highest level of quality and professionalism. It at all times endeavors to provide services in a manner that exceeds the expectations of its clients.
Presently, its efforts are concentrated on behalf of clients in the Petroleum, Food Services and Entertainment industries. To a large degree, it prefers to work on cases involving super volume, new to industry, high cash flow fueling facilities which feature multiple profit centers [auto fueling (gasoline & diesel), large convenience stores, interior quick service restaurant concepts (QSRs), exterior car washes, full service tunnel car washes, fast lube & oil change, express smog inspection / certification, quick brake service, etc.]. Yesterday’s “Gas Station” is evolving into tomorrow’s “multi-phase marketing system” many refer to as a SUPERSTATION.

While SLS / SLSC is capable of providing a broad range of advice and counsel on projects / cases accepted, it does not perform services requiring separate licensure other than that of real estate brokerage services within the state of California. It often accepts assignments which are limited in scope and may only be characterized as “trouble shooting” or “fire fighting” in nature.

Our clientele is comprised of emerging / established chains and high net worth individuals who possess a proven track record of success, a unique or leading-edge concept, a strong liquid cash position, sterling credit capabilities and ongoing income streams sufficiently large to satisfy their personal requirements during project timeframes.

We possess licensure as California real estate brokers thereby enabling us to extract commissions from third parties in many instances and credit some if not all of these earnings to the client’s fee obligations upon closing of the commissionable transactions in which we are engaged on the client’s behalf. Further, some if not all of the prepaid retainer fees for consulting services may also be credited thereby reducing the cost of our services vis-à-vis our consulting and / or real estate brokerage firm competition. All such credits are subject to negotiation as are the commissions agreed upon prior to documenting the basis of our relationship.
We normally do not sign exclusive dealings contracts. However, we are often chosen by our clients to represent them exclusively on one, many, or all the projects they attempt.
After more than a dozen years of rejecting offers of equity positions in exchange for waivers or fee reductions which resulted in our never acting as a principal in projects involving our clients, we have recently consented to accepting some equity positions…in addition to our standard or negotiated schedule of consulting and brokerage fees…in certain areas of endeavor. Separate companies have been created for this purpose. These firms enable us to satisfy client requests of this nature where our decision criteria for same are satisfied. We now will execute equity position-related consulting services agreements.

Past business has been very, very good. The demand for our services reached an all time high prior to the massive petroleum industry consolidation recently concluded. Whether the U.S. economy is booming or sluggish, there is always more money around the country (and in certain foreign countries) than there are cash flow rich projects deserving of same.
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In Southern California, where we have maintained the same office for over 30 years and our expertise is keenest, our clients’ projects are enjoying great success. The future of the SUPERSTATION concept looks good since another million residents are expected in just the Los Angeles / Orange County area by the year 2005. Consumer demand continues to climb, as do real estate values. As an unanticipated bonus, the big oil companies and hypermarts are busy killing off conventional unit competition resulting in many more thousands of nozzles being removed from the marketplace.

While uncertain a few years ago, it’s now our belief that the big box entities (Wal-Mart, COSTCO, etc.) are in the fueling biz to stay. In fact, it now appears that some of their fueling facilities are evolving into SUPERSTATIONS. Grocery chains, threatened by these big box entities, are adding fueling facilities. However, in most cases at existing stores where they are limited by land constraints, grocery units are not expected to evolve similarly. Their new ground-up projects may be a different story. Only time will tell.

Regardless of the strategies employed by the hypermarts and grocery chains, we believe their impact on existing, conventional, 2 or 3 profit center fueling facilities will be devastating as  the cost of crude oil and prices at the pump increase causing more and more  shoppers to gravitate toward their offerings.

Added to the above threats are concerns about the moves being made by big oil itself which evidence a general trend to withdraw real estate-related equity dollars from its downstream operations. 
With the overwhelming majority of fueling facilities constrained by undersized lots 

(150’ x 150’ = 22,500 sq. ft.) which were just perfect 40-50 years ago for average throughputs that were only one-tenth of what they are today; and auto maintenance was a big part of the biz at the “Corner Gas Station”, it is our contention that the day will arrive when SUPERCENTERS dominate the marketplace in densely populated metropolitan areas and the small, ½ acre corners presently comprising the majority, will be reduced to a small minority of the retail fueling facilities available to the consuming public.

So, what will happen to all those ½ acre corners when they become vacant lots? It is our belief that some will be redeveloped for non-petroleum retail or other commercial uses, but a whole bunch of them (perhaps 50%) will require some creative thinking by developers, jurisdictional authorities and the big oil property owners themselves in order to keep them from becoming simply weed-filled eyesores.

We and others are working right now on a viable solution to this exact problem.

It is our contention that the future of this retail petroleum business is going to be nothing like its past. Persons with mindsets burdened by the grips of the past on the present are in for some rude awakenings and unwanted, negative cash flow.

We find ourselves strategically positioned at the right place, at the right time, with the right stuff to help our clients avoid some of the pitfalls of the radically changing retail fueling landscape and / or to enrich themselves pursuant to their objectives as they relate to our 40 years of experience and our ever-evolving new areas of expertise. 
