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GrayRobinson, PA 

1. What makes your team uniquely qualified for this engagement? ( } 
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2. w{ at do ~ou see ~e bi{i/st?h~ ler; s Mty will face in negotiating a deal, and how w ill you 

assist? 

3. How would you describe a " fair" deal fort/he City and the Philljes? 
_, i I kl/VL 1, t r 1 L L / ; , 1 

4. Please share you r team members' experience in negotiat ing a similar deal with a professional 

sports franchise on behalf of a public entity. 
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5. Describe how you could help the City 9efend the ultimate cost of a negotiated dea to our 
taxpayers. / . / / / ). 71/ --.-..,l ~!) u b .I I I Vt:,:. V V ~ I _, I • - TT .1/""f'-.. 
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6 N ~ . . / t~d b . f . . d . egot1a ions are an important an necessary us1ness uncti on . For a community an corporate 

partner such as the Ph illies, how do you balance the need for pu rsuing client needs while 

continuing to protect a positive relationship going forward after negotiations are concluded? 
/ 

:;1~~ 11;£, ':O)r1:~,t,~_);/)J1;1~1:/;{ J]t!JLtf'v?E 

7. Historically how much time does it take for negotiations similar to what the city is seeking, and 

what has been your experience and track record in completing negotiations in a timely 

manner?" 
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HR&A Advisors, Inc 

l. What makes your team uniquely qualified fo r this engage ment? /Jv I) /.It./;/ l J y;n!i jf:'X {) 
I)) J }', ;,,....- f I /, " / ...J. / 

I< 1/N P/12hl ..s r; JJ r r,) 1 J(j J4 !/il /1//' 1 
YL 

r r 1J:. l/ /.. IJ? 1 - ,, 1 ~ }fA-)I~ j r/.J/1 1 ,, c; /I jl.,"" ,~l 

2. What do you see as the biggest cha llenges the City will face in negotiat ing a deal, and how will you 
. ? 

assist. lh.f 
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3. How would you describe a "fair" deal for the City and the Phillies? 
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(j,(} ~ r J L / !s£) 

4. Please share your t eam members' experi ence in negotiating a similar deal with a professional 

sports franchise on behalf of a public entity. 
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5. Describe how you could help the City defend the ultimate cost of a negotiated deal to our 

taxpayers. 

r/(II{ 

6. Negotiations are an important and necessa ry business fun cti on . For a com munity and corporate 

partner such as the Ph illies, how do you balance the need for pursuing client needs while 

continuing to protect a posit ive relationsh ip going forward after negot iat ions are concluded? 

-- /./)IV I /~)vtv', 1..----/11 t- i/ ( ')!)I 1vz/ 

7. Historically how much time does it take for negotiations similar to what the city is seeking, and 

what has been your experience and track record in completing negotiations in a timely 

manner?" 
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ICON Venue Group, LLC dba CAA ICON 

What makes your team uniquely qualified for thi s engagement? 
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2. What do you see as the biggest challenges the City will face in negotiating a deal, and how will you 

assist? 

1 
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3. How wou ld you dest ribe a "fair" deal for the City and the Phillies?/ J 
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~ Please share your team members' experience in negotiating a similar deal with a professional 

sports franchise on behalf of a public entity. 

5. Describe how you could help the City defend the ultimate cost of a negotiated deal to our 

taxpayers. 

6. Negotiations are an important and necessary business function . For a commun ity and corporate 
partner such as the Phillies, how do you balance the need for pursuing client needs while 

continuing to protect a po/sitive relationship goin:/.forwa/ rd after ne:otiations are concl~~~//) j/} 2-
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Historically how much tim does it take for negotiations similar to what the city is seeking, and 

what has been your experience and track record in completing negotiations in a timely 

manner?" 1;1../ 1 
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2. What do you see as the biggest challenges the City will fac~ in negotiating a deal, and how,will yo~ i~J;.~~ 
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4. Please share your team members' experience in negotiating a simila r deal with a professional 

sports franchise on behalf of a publi c entity. 

5. Describe how you could help the City defend the ultimate cost of a negotiated deal to our 

taxpayers . 8,, ,rnll/,t,1/rA) _ i~~\I '~ 
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6. Negotiations are an important and necessary business funct ion . For a commun ity and corporate 

partner such as the Phillies, how do you balance the need for pursu ing client needs while 

continuing to prot ect a positive relat ionshi p going forward after negotiations are concluded? 4-fli-a( 
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7. Historically how much time does it take for negotiations similar to what the city is seeking, and 

what has been your experience and track reco rd in completing negotiations in a timely 
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~ R&A Advisors, Inc J 
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3. How would you describe a "fair' ' deal for the City and the Phill ies? 
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4. Please share your team members' experience in negotiating a similar deal with a professional 

sports franchise on behalf of a public entity. .J ,~~.,,,./,.;J /l 't\ - ..J... - ..a_ 
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5. Descrilbe how you could help the City defend the u timate cost of a negotiated deal tb our t;;;J.~ 
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6 N . . . d b . f . F . d MlB ~ . egot1at1ons are an important an necessary usiness unct ion . or a community an corporate '/IJiv-L 
partner such as the Phillies, how do you balance the need for pursuing client needs while ~ 

continuing to protect a positive relationship going forwa rd after negotiations are concluded? 
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7. Historically how much time does it take for negotiations simi lar to what the city is seeking, and 

what has been your experience and track record in completing negotiations in a timely 

manner?" 



ICON Venue Grou p, LLC dba CAA ICON 

2. W hat do you see as the biggest cha llenges the City will fa ce in negoti at ing a deal, and how will you 

assist?~ r: · , . , , 
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