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Dallas Fort Worth International Airport 
Concessions Pre-Proposal Conference 

5.5.2017 



Welcome 
Cristen Mosley, Project Manager 
Concessions 
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Agenda 
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• Overview of DFW Airport & Concessions Program 

 

• ACDBE and M/WBE Programs 

 

• How to do Business with DFW 

 

• Tenant Design and Construction 

 

• Package Review: RFP Requirements 

 

• Procurement: Lessons Learned 

 

• Closing Remarks  

Presentation will be available online. 



Overview of DFW Airport & Concessions Program 
Zenola Campbell, Vice President 
Concessions 
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DFW Airport Overview 
 

• DFW world rankings 
• 10th in passengers (65.7M in 2015) 

• 3rd in aircraft movement 

• 3rd highest-ranked Megahub (based on ratio of connections to 

destinations) 

• DFW operates four legacy terminals (A, B, C, E) and 

International Terminal D 

• Terminal Renewal and Improvement Program (TRIP) 
• Legacy Terminals A, B and E 

• Enhancing the concessions program, expanding security check-

points, reconfiguring ticket counters and improving parking 

• As of January 2017, Terminal A is officially complete. 
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Jointly owned by the cities of Dallas and Fort Worth, DFW 
has built a huge infrastructure and still has room to grow. 
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Dallas Fort Worth 

International Airport 
Dallas 

Fort Worth 



DFW Airport now provides air service to 158 domestic and 56 
international destinations, for a total of 214 non-stop destinations. 
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FY 2017 International Passenger Traffic 
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Source: DFW Monthly Flight Activity Reports March 2017  
 
Note: Color circles with percentages represent relative passenger market share 
Note: Caribbean (2.9%),  not included in picture 

  

Europe 

Middle East 

Asia/Pacific 

Canada 

Central & South 

America 

Mexico  

DFW passengers arrive from regions throughout the world. 

36.0% 

15.1% 

8.4% 

14.0% 

6.0% 17.6% 



We provide an exceptional Airport experience for our 

customers and connect our community to the world.  

Mission 

Vision 
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Mastering the Basics 
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Clean Working  Friendly 

• Premises are neat, tidy and dirt-

free 

 

• Custodial enhancements 

• Reallocate custodial staff 

during peak hours to high 

traffic areas to match 

planned flows 

• Testing 2 new custodial 

models for improved 

structure and scope 

• Processes, products and 

facilities are all functional 

 

• Security Checkpoint experience 

• Collaboration between DFW, 

TSA and Airlines 

• “Optimization Team” 

deployed 

• All staff are welcoming and happy 

to assist 

 

• Ensure a great customer 

experience and delivering 

Moments of wow 

 

• ACES – Airport Customer 

Experience Specialists  24/7 

Operation – Customer Assistance 

• Daily “Playlist” execution 

• Total team effort with ACES, 

AOC, and contractors  



Key Results 
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Concessions Program 

One of the largest concessions programs in North 

America 

• Over 200 shops and restaurants 

• Generated over $333M in FY16 Gross Receipts 

• Opened 56 concession locations in FY16 

 

Rental Car Center 

• 4.8 million customers in FY16 

• Generated over $279M in FY16 Gross Receipts 
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Concessions Program Mission and Objectives 

Mission 

• To proactively exceed our customers‟ expectations with Best in Class shopping, dining and 

service experiences at the Airport while increasing revenue to the Board 

 

Objectives 

• Increase spend through more relevant shopping and dining offerings 

• Maximize revenue through new business trends in non enplanement based businesses  

• Provide relevant passenger-related services.  
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Concessions Performance 

15 

FY17 is projected to continue this trend, reaching $350M in total sales.  
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2017 Industry Recognition 
 

Airport Revenue News 

• Best Customer Service 

 

Airports Council International: 

• 3rd Place – Best Innovative Consumer 

Experience Concept or Practice 

• 3rd Place – Best Food & Beverage 

Program 
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Airport Concessions Disadvantaged Business 
Enterprise (ACDBE) Program 
Guy Toliver, Business Development Manager 
Business Diversity & Development 
 
 

18 



Agenda 
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• Airport Concessions Disadvantaged Business Enterprise (ACDBE) Program 

• Key ACDBE Program Points 

• Counting Supplier Participation 

• ACDBE Certification 

• Forms 
 

• Questionnaire Form 
 

• Commitment to ACDBE Participation Form 

• Sample Certificate 

• ACDBE Evaluation Criteria (10 Points) 

• Good Faith Effort (GFE) Plan 

• Common Proposal Submission Errors 

• Approved Certifying Entities 

• Identifying Prospective ACDBE Partners 

• Q&A 

 



Airport Concessions Enterprise Disadvantaged 
(ACDBE) Program Overview 
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• ACDBE Program required by Federal Regulation 
 
 

• Objective: Ensure full and fair access to concession opportunities for all business and in 

particular for ACDBE business 
 
 

• Valuable consideration in the awarding of a Concession Agreement 
 
 

• ACDBE requirement is pass/fail and must be met for a proposal to be reviewed and considered 

by the selection committee 

• Responsive – Proposal compliant with requirements; further consideration by Selection 

Committee 

• Non-Responsive – Proposal fails to meet the requirements; no further consideration by 

the Selection Committee 

 



Airport Concessions Disadvantaged Enterprise (ACDBE) 
Program 
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• The ACDBE goal is a percentage of total 
revenue or purchases for goods and services 
for this solicitation. 

 
• Option for typically meeting an ACDBE goal: 

• 100% ACDBE owner-equity participation 

• Percentage Owner-Equity Participation by 
way of a sublease, management, 
operating, franchise or joint venture 
agreement or partnerships 

• Percentage of total purchases for all good 
and services awarded to ACDBE certified 
firms 

• Other legal arrangement 

 

 

Annual ACDBE goal is 34% 

 

ACDBE Program 

• Concessions 
• Hotels Services 
• Car Rentals 
• Other Goods and Services 



ACDBE Program Points 
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Certification 
 

ACDBE certificates are due at time of proposal submission 



ACDBE Certification 
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• Not required to do business with DFW. 

• HOWEVER, if claiming ACDBE credit, must be certified by an approved certification agency  at 

the time of proposal submission in order to be credited. 

• State of Texas Hub certificates are not acceptable 

• DFW will accept an ACDBE certificate from an out-of-state U.S. DOT-approve UCP during  the 

interim of the Proposer applying with NCTRCA-assigned Affidavit Number as proof of pending 

certification with the proposal submission. 

• Commodity codes noted on certificate must be relevant to the proposed services. 

• Effective 1/1/2016, a DBE certificate will no longer be counted towards an M/WBE goal. Ensure 

you possess the correct and required certificate for each solicitation. 

• Certification certificates must be included with proposal submission 

 



Commitment to ACDBE 
Participation Form 
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Identify commitment to meeting and/or exceeding 

the ACDBE Goal 



Sample Certificate 
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Does certification match Program goal? 

 

 

 

 

Do the commodity codes cover your 

proposed scope of work? 



Good Faith Effort (GFE) Plan 
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• Proposers that are non-certified firms must meet the applicable goals or demonstrate good faith 

efforts to achieve the goals. 

• GFE required only if the D/S/M/WBE goal is not achieved or partially achieved. 

 

A GFE Plan is not a checklist! 
 

• Proposers are required to meet ALL factors outlined and provide support documentation. 

• Factors should not be considered as a template, checklist or some quantitative formula. 

• Submitting the form without support documentation, as a GFE, will automatically deem the 

Proposer non-responsive. 

• DFW will evaluate the GFE on quality, quantity, and intensity of the different kinds of efforts that the 

bidder/proposer has made. 

• Mere pro forma efforts are not good faith efforts 

 



Approved Certifying Entities 
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Approved Certifying Entities 

North Central Texas Regional Certification Agency 624 Six Flags Drive, Suite 100 

Arlington, TX 76011 

(817) 640-0606 or www.nctrca.org 
(Processing timeframe: 60 – 90 days from date application is deemed complete) 

 

U.S. Department of Transportation – approved Unified Certification Program (UCP) 125 E. 11th  Street 

Austin, TX 78701 

(800) 558-9368 or www.txdot.gov 
(Processing timeframe: 30-45 days) 

http://www.nctrca.org/
http://www.nctrca.org/
http://www.nctrca.org/
http://www.txdot.gov/
http://www.txdot.gov/
http://www.txdot.gov/
http://www.txdot.gov/
http://www.txdot.gov/


Common Proposal Submission Errors 
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• Failure to respond to all RFP Evaluation Criteria questions. 
 

• Failure to sign all required documents. 
 
 

• Failure to submit required ACDBE certificates for all identified ACDBE 
firms. 

 
• Failure to submit correct ACDBE certificates; instead submitted a HUB, WBE or MBE certificate. 
 
 

• Providing certificates for firms that are not listed on the Schedule of Subcontractors  or  Not 
providing certificates for firms that are listed on the Schedule of Subcontractors 

 
• Use of „TBD‟ on a Schedule of Subs instead of dollars & percentages 
 

• Using the Good Faith Effort plan as a checklist and not submitting support documentation 
 
 
PROOFREAD your proposal and ensure all required forms are complete. Not submitting the 
required forms will deem your proposal non-responsive and not move forward in the evaluation 
process! 

 



Identifying Prospective ACDBE Partners 
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• Pre-Proposal Meeting 
 
 

• Pre-Proposal Meeting Sign-In Sheet 
 
 

• DFW D/S/M/WBE Online Directory: 

www.dfw.diversitysoftware.com 
 
 
• Minority Chambers 
 
 

• Advocacy Organizations 
 
 

• Certifications Agencies 

 

• Federal Aviation Administration DBE/ACDBE Directory (dbE-connect) 
 

https://faa/dbesystem.com/FrontEnd/VendorSearchPublic.asp?TN=faa&XID=4059 

 

http://www.dfw.diversitysoftware.com/
http://www.dfw.diversitysoftware.com/
http://www.dfw.diversitysoftware.com/
http://www.dfw.diversitysoftware.com/
http://www.dfw.diversitysoftware.com/


Contact Us 
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Business Diversity and Development 
Department 
BusinessDiversityandDev@dfwairport.com 
972-973-5500 

 
Guy Toliver, Business Development Manager 
Airport Concessions – Point of Contact 
972-973-5509 
gtoliver@dfwairport.com 
 
 

Bennie Miller, Business Specialist Procurement 
Goods and Services - Point of Contact 
972-973-5510 
bmiller@dfwairport.com 
 

Cheryll Jeter, Business Specialist 
Design Code and Construction, TRIP – Point of 
Contact 
972-973-5502 
cjeter@dfwairport.com 
 
Adriana Hinojosa, Diversity Compliance 
Specialist 
B2Gnow – Point of Contact 
972-973-5507 
alopez@dfwairport.com 
 

mailto:BusinessDiversityandDev@dfwairport.com
mailto:gtoliver@dfwairport.com
mailto:bmiller@dfwairport.com
mailto:cjeter@dfwairport.com
mailto:alopez@dfwairport.com
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DFW Policies and 

Procedures Supersede 

Everything I have said 

Verbally. 
 



Doing Business with DFW Airport 
Michael Baldwin, Assistant Vice President 
Concessions 
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Doing Business with DFW 
 

Become a Concessionaire – Own a Location 

 

Understand differences – operational, construction, and costs 

 

Understand DFW Proposal requirements  

 

Submit your proposal by the appropriate date  

• May 30, 2017 by 2pm CDT 
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Doing Business with DFW 

Understand the Differences – Operational standards and Construction cost 

 

Governing Documents: 

• Lease 

• Concessions Handbook 

• Tenant Design Manuals 
• Terminal D 

• A-B-C-E TRIP  and Other Concessions Related Projects 

• Schedule of Charges 
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Doing Business with DFW 
 

Understand the Differences – Operational, Construction, 

and Cost 

 

Tenant Design Manuals 

 

• Familiarize tenants with Airport construction 

 

• Provides guidelines for the design and construction of 

spaces 

 

• Provides a step-by-step system for preparing and 

submitting design compliant plans for approval 
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Doing Business with DFW 
 
 
Costs and Risks of Operating in an Airport 

     Traditional Operating Costs 

• Build-out costs 

• Rent 

• Employee costs 

• Insurance 

 

  

     Items Unique to an Airport 

• Build-out costs 20% - 40% higher 

• TSA security requirements 

• Product distribution  

• O&M costs 

• Off-hours operations 

• Banking 

• Airline gate utilization 

• Annual surety bonds/deposits 
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Doing Business with DFW 
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Safety and Security  

• Badge Application Process 

• Badge Authorization/Sponsorship   

• AOA Training  

• Prohibited Items Procedure 

• ROCIP Training 

• Risk Management  

 



Doing Business with DFW – Operational Challenges 
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Operations 

• Hours of Operations 

• Irregular Operations (IROPS) Procedures 

• Flight Banking 

• Refurbishment/Improvement of Lease Space 

• Maintenance 

 



Doing Business with DFW 
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Costs of Doing Business 

Rent Structure 

• Greater of Minimum Annual Guarantee (MAG) or Percent Rent 

• MAG is set by airport and based on projected sales for that location 

• Percent rent is based on the proposal – ranges 12% - 21%+ based on type of product or concept 

 

Fees and Charges (refer to lease and Schedule of Charges (SOC) for complete list ) 

• Schedule of Charges – posted each Fiscal Year but may change 

• Surety Bonds or Cash Deposits – both operational and construction 

• Insurance – both operational and construction 

 



Doing Business with DFW 
 

Current In-terminal Operating Costs Outlined in the Schedule of Charges 

  

*Subject to change 

Item  Rate for FY 2017 

Vehicular Access Charges (24-hr Free Parking) $ 2,000 per person per year 

New Badge/Fingerprinting $ 120 per person 

Badge Renewal (within 30 days) $ 89 per person 

Employee Transportation $ 50 per person per month 

Operating & Maintenance Charge $ 24.76 per SF per year 

Administration Fee  

(only assessed at award/renewals of agreements) 
$ 100 per occurrence 

Marketing Assessment Up to 0.5% of Gross Receipts 
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Doing Business at DFW - Benefits 

Over 65 million passengers annually  

 

Captive audience 

• Concept placement and mix to meet customer 

needs 

• Concept mix designed to maximize revenue 

 

Brand awareness 

 

Domestic and International exposure 

 

Concessions Department Management Team 

Support 
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Doing Business with DFW 
 
 
 
Understand DFW Proposal requirements  

 

Minimum Qualifications include: 

• Proposer Experience 

• Proposal Deposit 

• Proposal Acknowledgement Form 

• Concessions Business Disclosure Form 

• Concept Fit 

• Percentage Rent 

• ACDBE/DBE 
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Doing Business with DFW 

Submit Proposal 

 

All information for the upcoming RFP will be posted on our Website: www.dfwairport.com/concessions 
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Tenant Design and Construction 
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Tenant Design and Construction 
 
 

Design and Build Process – Coordinate with DFW 

Concessions TPP Team 

• DFW‟s Concessions Tenant Project 

Planners (TPP), manage the design and 

construction of every concessions project  

• Compliance with Tenant Design Manual 

• Compliance with DFW Design Criteria 

• Design review meetings 

• Manage the Code Submission process 

• Monitor Construction/Build-out process 

• Ensure Lease Compliance prior to Code 

Submission 

• Provides on-going supervision throughout 

the entire development process 
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Tenant Design and Construction 
Design and Build Process – Development Process Timeline 

 

30% Design 

100%  Code Submittal Construction 

There are two phases to the Concessions Build-Out Process: 

• Phase 1 – Design Period: Approximately 91 days 

• Phase 2 – Construction Period: Approximately 90-180 days depending on concept 

 

Total Estimated Timeline: 241 to 318 days (varies by concept) 

Phase 1 Phase 2 
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Tenant Design and 
Construction 
Typical Design Professionals and Trades Required 
 

• Texas Registered Architects, MEP and Kitchen 
Design Teams, and Accessibility Reviewers 

• General Contractors 

• Trades/Sub Contractors 

• Framing/drywall contractors 

• MEP contractors 

• Millwork/Trim contractors 

• Fire suppression contractors 

• Tile contractors 

• Signage contractors 

• Kitchen equipment contractors 

• Railing contractors 

• Security door contractors 
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Tenant Design and Construction 
Tenant Design Manual 
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Terminals A, B and E Terminal C Terminal D Terminal D South 



Average Construction Costs Per Square Foot  
  

2016 –  26 Locations Opened in Terminal D  
             32 Locations opened in TRIP locations 

 $1,255  

 $950  

 $-

 $200

 $400

 $600

 $800

 $1,000

 $1,200

 $1,400

TRIP Locations Terminal D Locations

$600 

$400 

No Data For Terminal C  
Could be Higher/Lower 

Uncharted  
 Territory 
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Terminal B&E Inspiration 
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Terminal C Inspiration 
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Terminal D Inspiration 
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Package Review & RFP Requirements 
Kevin Lemmons, Assistant Vice President 
Concessions 
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Shoe Shine Program 
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Install, manage, maintain, and operate 10 shoe shine stands distributed over 5 terminals  

• 5 inline locations with merchandise and 5 free-standing locations 

 

Must be staffed continuously throughout each day during regular operating hours with floaters 

used for coverage 

 

5-year term 

 

Percentage Rent: 10% – 13% 

 

Minimum Annual Guarantee: $20,000 (Not biddable)  

 

ACDBE Goal 30%, M/WBE Goal 20% 



5 In-line and 5 Free-Standing Locations 
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SVC-2 Automated Retail Vending 
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Install, manage and maintain a minimum of 10 and a maximum of 13 units.  

 

 

 

3-year term 

 

Percentage Rent: 12% – 15% 

 

Minimum Annual Guarantee: $25,000 per unit 

 (Not biddable)  

 

ACDBE Goal 0%, M/WBE Goal 0% 



Terminal Maps  
Shoe Shine and Automated Retail Vending 
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Terminal A: A14 & A23 Shoe Shine, A9 Retail Vending  
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Specialty Retail 

Duty Free 

Newsstand 

Service 

Color Legend 

Deferred 

Storage 

Food & Beverage 



Terminal B: B10 & B28 Shoe Shine, B21 & B46 Retail Vending 
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Specialty Retail 

Duty Free 

Newsstand 

Service 

Color Legend 

Deferred 

Storage 

Food & Beverage = Coming Soon 

= Coming Soon 

https://www.google.com/url?q=http://www.attractionsbook.com/logosplash/edition/Fredericksburg&sa=U&ei=SxhZU8yjPPH62gXRr4D4BA&ved=0CC4Q9QEwAA&usg=AFQjCNGmOai7DJSSF4QeGC9Z1dyldureAg
https://www.google.com/url?q=http://www.spd.org/2010/07/first-look-travel-leisure-rede.php&sa=U&ei=hxhZU-qCGIay2gX_4oGABw&ved=0CC4Q9QEwAA&usg=AFQjCNH9iza3K5dVYOCHl7Y32g4iAVxL8g


Terminal C: C10 & C27 Shoe Shine, C28 & C31 Retail Vending 
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D/FW  
Barber Shop 

DFW Travel Lounge 

DFW Travel Lounge 

Specialty Retail 

Duty Free 

Newsstand 

Service 

Color Legend 

Deferred 

Storage 

Food & Beverage 

= Coming Soon 



Terminal D: D21 & D34 Shoe Shine; D12, D21, D38 Retail Vending 
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Mezzanine Level 

Lower Level Intl. Arrivals 

= Coming Soon 

http://www.google.com/url?sa=i&rct=j&q=&esrc=s&frm=1&source=images&cd=&cad=rja&uact=8&docid=TpXSYX-FeLeaxM&tbnid=KUdzih1ymNXeaM:&ved=0CAUQjRw&url=http://en.wikipedia.org/wiki/Tumi_Inc.&ei=FijIU5DWM8m58AGp-oG4DQ&bvm=bv.71198958,d.b2U&psig=AFQjCNF8fSVWnYeEx9eL0TYGMyMV5GuBOw&ust=1405712783969927
https://www.google.com/url?q=http://commons.wikimedia.org/wiki/File:Hugo-Boss-Logo.svg&sa=U&ei=wSJZU4GEDIeW2QWT5oHQBA&ved=0CB0Q9QEwAA&usg=AFQjCNFvgLmHMtibG0okKouIHrMRxZo7rA


Terminal E: E6 & E18 Shoe Shine, E14 & E27 Retail Vending 
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Specialty Retail 

Duty Free 

Newsstand 

Service 

Color Legend 

Deferred 

Storage 

Food & Beverage 

E Satellite 

= Coming Soon 

https://www.google.com/url?q=http://en.wikipedia.org/wiki/Peet's_Coffee_&_Tea&sa=U&ei=xqQwU5C_C4TN2AWM5ICwBg&ved=0CDEQ9QEwAg&usg=AFQjCNFqLC4YMWuI7sTToFhZuvh5YqkHNA


Lessons Learned 
Ron Duncan, Contracts Manager 
Procurement and Materials Management 
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Lessons Learned 

 Follow all preparation instructions 

Check to make sure all information provided is correct and complete 

Make sure all required documentation is submitted. 

 Include the required deposit. 

Make sure you sign and date your proposal. 

Respond to what the RFP requests, please avoid placing limitations or conditions 

 Submit the requested number of statement copies. 

 Find out in advance exactly where the proposal must be delivered and make sure documents arrive 
well in advance of the due date/time. 

 Third-party delivery service delays and traffic conditions are not valid reasons; your proposal will not be accepted 
if it is late. 
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Things to Remember 

RFP Preparation – RFP Concept Number on Everything 

 Proposal cover, checks, boxes, forms, envelops 

Contact Emails – Ensure they are correct. 

Deposit Check will be returned after Board approval of awardees. 

 Please use the proposal submittal label provided in the RFP Package and affix it on the outside of 

the delivery package(s). 

 Submit all RFP questions in writing by the question due date and time to: 

 

 

 

Ms. Sonji Brown-Killyon 

Senior Contract Administrator 

sbkillyon@dfwairport.com 
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mailto:sbkillyon@dfwairport.com


Closing Remarks  
Zenola Campbell, Vice President 
Concessions 
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Dates to Remember 
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SVC-1 & SVC-2 

 

Final Date for Questions 

 

 

May 16, 2017 by 5pm 

 

Proposal Due Date 

 

 

May 30, 2017 by 2pm CDT 

 

Committee Recommendations 
 

 

August 8, 2017 

 

Submittals to Board of Directors for 

Approval 
 

 

August 10, 2017 

dfwairport.com/concessions 



Closing 
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Questions? 

 

Presentation will be available online 

• Click “Resources and Maps” 

• Click “Resources and Presentations” 

 
 

dfwairport.com/concessions 

Sonji Brown-Killyon 

Senior Contract Administrator 

sbkillyon@dfwairport.com 

For any and all questions: 

mailto:sbkillyon@dfwairport.com
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Dallas Fort Worth International Airport 
Concessions Pre-Proposal Conference 

5.5.2017 


