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Marketing RLF Money – The What?

I have RLF • Cleanup and remediation dollars

• Financing that traditional sources

(banks) may not cover

• Monies to hire an environmental

professional (QEP)

• Technical assistance to comply

with state and federal

requirements (CRP, ABCA,

HASP, QAPP, engineering docs,

closure docs)
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Private Sector

 Developers

 Banks

 Non-profits

 Realtors

 Attorneys (Real Estate/Environmental)

 Rotary/Chamber of Commerce

Public Sector

 Municipalities

 Economic/Redevelopment Agencies

Networking

Marketing RLF Money – The Who?



Marketing the RLF Money - The How?
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Meetings

 Professional/Industry Trade Groups 

 NAIOP – MA

 EBC – MA, CT, NH

 MEREDA – ME

 BIA - NH

 Workshops/Seminars

 Advisory Committees

 One on One meetings with the developer team

Written Communication

 Brochures/Factsheets/Page Inserts

 Web-based outreach

 Newsletters/Media 



Understanding What Developers Need –
Considerations?

 Financing Tax credits, low-cost borrowing

 Market analysis Rental/lease/sale rates 

 Traffic/Transportation

 Demographics

Walkable, bus route, train

Low income, senior, market rate

 Making in money Pro Forma
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Developers Pro Forma – In the Red

10



Developers Pro Forma – In the Green



Take-Away Elevator Speech
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 RLF offers financing that many banks won’t fund (aka -

cleanup)

 May be the first money into the project

 Competitive rates- low interest to no interest, flexible 

terms/repayment options

 Simple application, no or low 

application fees

 Defined eligible activities

 Technical assistance 

 State regulatory closure



Questions?

RLF Success

Contact:

Kelley Race, P.G., LSP

TRC Environmental

krace@trcsolutions.com

(207) 274-2630


