
HOW CAN SMALL 
TO MID-SIZED 
COMMUNITIES 

STAND OUT IN THE 
SITE SELECTION 

PROCESS?



WHO IS NEXT 
MOVE GROUP?



Mission Statement:

Next Move Group exists to create 
economic growth for small to mid-sized 
companies, communities, and non-profit 

organizations.



WHO IS NEXT MOVE 
GROUP?

Next Move Group Has Built an Engine 
Which Creates Economic Growth for 
Small to Mid-Sized Communities, 
Companies, and Non-Profit 
Organizations by Way of the Following 3 
Services all Which Work to Support Each 
Other:



WHAT IS NEXT MOVE 
GROUP?



OUR PODCAST CHANNEL
Subscribe to our podcast channel for weekly 
interviews focused on creating economic 
growth for small to mid-sized companies, 
communities, and non-profit organizations.



IN 2017, WE WERE HONORED BY 
GOLDMAN SACHS FOR OUR MISSION 
OF CREATING ECONOMIC GROWTH 

FOR SMALL TO MID-SIZED 
CORPORATIONS AND COMMUNITIES.



CONSULTANTS IN ST. LOUIS, NEW ORLEANS, 
TORONTO, AND GREENVILLE, SC



SAMPLING OF 
OUR SITE 
SELECTION 
CLIENTS



NEXT MOVE GROUP’S NICHE

We represent small to mid-sized 
manufacturers:



SAMPLING OF OUR SITE SELECTION CLIENTS:



SAMPLING OF OUR SITE 
SELECTION CLIENTS:

REDGUARD MAKES BLAST 
RESISTANT LIVING QUARTERS FOR 
OIL/GAS INDUSTRY  $100 
MILLION/YEAR ANNUAL REVENUE



SAMPLING OF OUR SITE SELECTION CLIENTS:

POLYMER LOGISTICS, ISRAELI BASED

$150 MILLION REVENUE WORLDWIDE



SAMPLING OF OUR SITE SELECTION CLIENTS:

HYDRO-GEAR MAKES MOTORS FOR LAWN MOWERS

HQ IN ILLINOIS, $100 MILLION REVENUE







Our Past Small to Mid-Sized Site Location Projects
(Our Average Project Creates 50-150 Jobs):
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Past Small to Mid-Sized Site Location Projects
(Our Average Project Creates 50-150 Jobs):



SAMPLING OF 
OUR 
EXECUTIVE 
SEARCH 
CLIENTS



Sampling of Executive Search Clients:

As we had success in economic development searches, 
economic development board members were impressed 

with our process and asked us to compete for other 
searches in their communities.

So, we grew into being a firm that focuses on doing 
executive searches for any entity which touches economic 

development: schools, city managers, etc.

We maintain our economic development mission, we only 
place “growth” minded people.



Sampling of Executive Search Clients:

Main Search Practices:

-Economic Development

-City/County Manager

-Development Staff



Sampling of Executive Search Clients:
Got our start in economic development searches:



Sampling of Executive Search Clients:



SAMPLING OF 
EXECUTIVE 
SEARCH 
CLIENTS:



CURRENT ONGOING SEARCHES:

Northport, Alabama, City Manager- Pay of $150,000

St. Charles County, Missouri Economic Development- Pay of 
$185,000

Dyersburg, Tennessee, Chamber of Commerce- Pay of $115,000

Good Shepherd School, Development Director- Pay of $85,000



Executive Searches:

We get our best candidates from 
referrals from people just like you, &

We get our best searches from people 
like you, keep us in mind for city/county 
manager, economic development, or any 

development related search.



SAMPLING OF 
OUR 
ECONOMIC 
DEVELOPMENT 
PRODUCTS 
CLIENTS



Our Targeted Customers:
Economic Development Products:

Small to mid-sized economic development organizations wanting help building aggressive economic development programs.

Sampling of our clients:

Small Sized County in Alabama
Service: Strategic ED Plan

Mid Sized Region in Kentucky
Service: Public Speaking at Annual Meeting

Mid Sized County in Missouri
Service: Labor Study

Mid Sized County in Louisiana
Service: Board Training

Small Sized Town in Kansas
Service: Board Training

Mid Sized County in South Carolina
Service: Targeted Industry Study



OUR SITE SELECTION 
PROCESSJohn Sisson

Executive Managing Director
Site Selection / Incentives Negotiation

Greenville, South Carolina

OUR SITE ELIMINATION 
PROCESS



WHAT DO WE DO?

• Build “Musts and Wants” Modeling for Location

• Search for Locations & Score Them Against Each Other

• Visit with best locations in our office

• Run Labor Analysis for Finalist Locations

• Visit finalist locations

• Run Operating Cost Pro-Formas for Each Finalist 
Locations

John Sisson
Executive Managing Director

Site Selection / Incentives Negotiation
Greenville, South Carolina



“MUSTS AND WANTS” 
MODELING



“MUSTS AND WANTS” MODELING

Kickoff Meeting
• Establish Macro Search Area
• Develop Project Evaluation 

Criteria
• Develop Project Timeline
• Obtain Data Points to Perform 

Logistics Analysis
• Establish “MUSTS”
• Establish “WANTS”



“MUSTS AND WANTS” MODELING



SEARCH FOR LOCATIONS 
AND SCORE THEM 
AGAINST EACH OTHER



SCORE SITES AGAINST EACH OTHER

Send Customized RFIs to Locations 
Under Consideration



SCORE SITES AGAINST EACH OTHER

In our kickoff process, 
we build a weighted 

scoring system to score 
communities based on 
what you want.  This is 
an example of a recent 

project in which we 
scored 153 communities 

for a client.



SCORE SITES AGAINST EACH OTHER

In our kickoff process, we build a weighted scoring system to score 
communities based on what you want.  This is an example of a recent 

project in which we scored 153 communities for a client.  We highlight the 
top scores in each area, based on what is most valuable to our client.



VISIT WITH BEST 
LOCATIONS IN OUR 
OFFICE



VISIT WITH BEST LOCATIONS IN OUR OFFICE
We bring communities to New Orleans, or St. Louis



RUN LABOR ANALYSIS 
FOR FINAL LOCATIONS



LABOR
Workforce Analysis

 For each finalist 
location, we run 
detailed labor 
reports to quantify 
the quantity and 
cost of the labor in 
each area.



RUN OPERATING COST 
PRO-FORMAS FOR EACH 
FINALIST LOCATION



OPERATING 
COST PRO-
FORMAS



OPERATING COST PRO-FORMAS



OPERATING 
COST PRO-
FORMAS



DEATH BY A THOUSAND CUTS

Modeling of Small Costs Which Add Up to Hurting Your 
Profitability:
• Inventory Tax
• Business Privilege Tax
• Utility Taxes
• Workers Compensation Tax
• Unemployment Insurance Tax
• Payroll Tax
• Property Tax
• Sales Tax
• Excise Tax
• Gross Receipts Tax
• Etc.



CONDUCT RISK 
ANALYSIS



RISK ANALYSIS

Risk Analysis

We perform a weighted Risk Analysis on 
each finalist location



CLOSE DEAL/MANAGE 
INCENTIVES



SELECT SITE



HOW CAN YOU AFFECT 
THE SITE SELECTION 
PROCESS?



HOW CAN YOU AFFECT THE SITE SELECTION PROCESS?

 3 main ways to affect the process
 Product

 Labor

 Incentives

Remember, your goal is always to not get eliminated



HOW CAN YOU 
AFFECT THE 
SITE SELECTION 
PROCESS?

BUILDINGS & SITES



PRODUCT DEVELOPMENT

Developing good sites is the cornerstone of good public 
sector policy in economic development

• Key factors to consider:
• Must have control of property
• Doing diligence to ensure the site is good (geotechnical reports), what will it 

cost to develop the site?
• Running industrial grade utilities to the site
• etc



NOT ALL SITES ARE MADE EQUALLY

Just because a site may look developable, doesn't mean that it is.  
Rail on a site does not always mean it can be served by rail.  Just 

because it's flat, doesn't mean you can build on it.  Some key 
factors before investing in a site is understanding Flood Plain, 

Geotech, Environmental, Rail Availability (if applicable) etc.  
Investigating these issues prior to purchasing or sinking money 

into property, while moderately costly (couple hundred-thousand 
dollars), could save millions on the back end.  Always educate your 

public officials to help them understand and determine site 
viability.



Available buildings 
attract more 
prospects than 
sites by a
3-1 ratio



HOW CAN YOU 
AFFECT THE 
SITE SELECTION 
PROCESS?

LABOR



LABOR IS 
BECOMING A 
VERY SERIOUS 
PROBLEM 
NATIONWIDE
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LABOR IS 
BECOMING A 
VERY SERIOUS 
PROBLEM 
NATIONWIDE

There are literally towns running out 
of labor.
There are literally towns running out 
of labor.

Its common, no matter where I am 
in America, to hear people will work 
for 2 weeks and then just simply not 
show up again.
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LABOR IS BECOMING A VERY SERIOUS PROBLEM NATIONWIDE

 If you can show a clear plan you have to do 3 things 
for companies, you will rise above your competition 
in workforce:

 A plan to recruit applicants

 A plan to screen applicants

 A plan to train employees

Think of all your programs, and simplify them by putting 
them into one of these 3 buckets, remove the alphabet 
soup and explain how you do these 3 things.



HOW CAN YOU 
AFFECT THE 
SITE SELECTION 
PROCESS?

INCENTIVES



USING FINANCIAL INCENTIVES TO CLOSE DEALS

Most all site selection decisions are based on an operating cost pro forma.

• Typically, you can’t affect the revenue side of the pro forma, nor the shipping costs of 
a pro forma as these are based on where the company’s customers are located

• Your best use of incentives are to offset ongoing operating costs for a company
• Payroll related incentives
• Utility rate discounts
• Cost of real estate
• Property tax relief
• Corporate income tax relief
• Borrowing money at interest rates lower than traditional financing



USING FINANCIAL INCENTIVES TO CLOSE DEALS, CREATIVE 
EXAMPLES

• Payroll Rebate (4% for 10 years, sometimes more)

• EDOs offsetting overhead for a manufacturer for first few 
years when most manufacturers lose money
• Free rent
• Reduced electric rate
• Financing machinery
• Moving expense money



OPERATING 
COST PRO-
FORMAS



USING FINANCIAL INCENTIVES TO CLOSE DEALS, CREATIVE 
EXAMPLES

Remember, most all manufacturers lose money the first 
year they start an operation, no matter if its Toyota or 
Airbus or Williams Sausage.  If you can help them offset 
overhead costs in years 1-2 you will have a tremendous 

advantage over your competition.



FOLLOW US





@NextMoveGroup https://www.linkedin.com/in/alexmetzger//

Alex Metzger
alex@thenextmovegroup.com

314-421-9110


