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The Village of Lombard, Illinois is a dynamic, 
progressive community located 20 miles west of 
Chicago’s loop in the heart of DuPage County, 

with a population of nearly 45,000 residents and grow-
ing, the community encompasses 10.5 square miles. 
The project sits just 12 miles from O’Hare International 
Airport. 

Lombard, Illinois Uses an Innovative 
Financing Model to Facilitate a New 
Conference Center
by Jennifer Henaghan, AICP

the Village to go beyond its traditional role as a partner 
and facilitator to enter the business community for the 
first time as a participant. Other municipalities can learn 
from Lombard’s experience and consider that, when 
the private sector is unable to act, they themselves can 
become entrepreneurs themselves to meet the demands 
of their communities.

Project Summary 
 Lombard’s hotel convention center, officially known 
as the Westin Lombard Yorktown Center, is the premier 
meeting facility in DuPage County. Opened to the pub-
lic in August 2007, the project is a 440,000-square foot, 
18-story building with related site improvements on a 
6.69-acre site just east of Yorktown Center mall. The 
facility consists of 500 hotel rooms and suites, a park-
ing garage with 635 spaces, 230 surface parking spaces, 
and other amenities commensurate with a full-service, 
convention-oriented five-star hotel. There are a total 
of 55,000 square feet of meeting space, including the 
18,915 square foot Grand Ballroom — the largest ball-
room in the western suburbs. Rounding out the project 
are Harry Caray’s Italian Steakhouse and Holy Mackerel, 
a new fresh seafood concept. Together, the restaurants 
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The Westin Lombard Yorktown Center.

 The Village identified the need for a hotel confer-
ence center and spent more than five years to make it a 
reality. The resulting Lombard Westin Yorktown Center 
is a successful project in its own right, but, more impor-
tantly, it is an example of what innovative municipal 
leadership can achieve. 
 The Village took several unorthodox actions, chang-
ing state statutes, entering into long-term management 
agreements, obtaining private investments totaling $183 
million, and creating a unique deal structure that re-
duced the cost of capital down to a level that made the 
hotel conference center feasible. 
 Lombard’s entrepreneurial spirit has resulted in not 
only a successful, prestigious project, but also an innova-
tive, forward-thinking economic tool that can serve as 
an example to other communities. The project allowed 

The project is located just 12 miles from O’Hare International 
Airport.
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offer a combined 24,000 square feet of upscale dining in 
a sophisticated yet casual atmosphere. 
Project Origins and Objectives
 In 1997 the Village of Lombard initiated a study to 
determine which industry classifications were under-
served in the Village. The study found that, when com-
pared to similar communities, the Village was lacking 
in its number of hotel rooms and restaurants. (At that 
time, the Village had 534 hotel rooms. There are pres-
ently 1,729 hotel rooms and more than 40 new restau-
rants have opened in the past two years.) 
 To help grow its hospitality and restaurant market, 
the Village sought to encourage a private developer to 
build a hotel conference center that would solidify those 
industries. It was believed that a hotel convention center 
would create additional demand for existing hotels, 
encourage conference attendees to frequent local restau-
rants, and generate discretionary dollars to be spent at 
Yorktown mall. 
 In 1999, the Village Board first mentioned the 
construction of a hotel conference center as part of its 
2000 Strategic Plan. This was originally conceived as a 
privately-owned facility that the Village would assist 
through contributions from hotel/motel tax, property 
tax, and sales tax revenues. Five locations were consid-
ered, but this proposal was structured before September 
11, 2001. The combination of an economic recession 
following 9/11 and hotel pricing pressures subsequently 
eliminated the possibility of privately financing the deal. 
Also, interest rates, market demand, property taxes, 
and infrastructure costs made it unfeasible for private 
development alone to initiate this type of activity. The 
challenge was then how to build a project of this nature.
Innovation
 The innovation in this case was the complex finan-
cial engineering and public development tools used to 
turn an otherwise unfeasible private deal into a reality. 
To make this project happen, the Village took advantage 
of a 1997 IRS ruling that allows municipalities to enter 
into long-term management agreements. The Village 
used this provision to create the Lombard Public Facili-
ties Corporation (LPFC) and was able to obtain private 
investment commitments totaling $183,710,000. The 
Village does not have the ability by itself to issue the 
tax-exempt bonds to construct the project and fund 
its reserves. The LPFC was established as the authority 
through which the debt can be issued as provided under 
the IRS codes, and the LPFC receives direction from the 
Village Board as it related to the project.
 The cost of capital to privately finance a deal of this 
nature would approximate 12 percent, and as a private 
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development the property would have an annual tax 
bill of more than $2 million. With these prohibitive 
costs, this deal could not occur privately. However, the 
Village’s usage of a unique deal structure combined 
with its tax-exempt status reduced the cost of capital 
to a more manageable seven percent, and as a Village-
owned asset the project does not pay property taxes. 

Measurable Results
 Out-of-pocket expenses associated with the project 
totaled $306,318. These expenses were reimbursed to 
the Village at the time of the bond closings. The hotel 
convention center bonds had no impact on the Village’s 
bonding capacity. Over the 30-year bond repayment 
period, Lombard will forgo $76.9 million in tax rev-
enue but obtain $429 million in distributions for a net 
gain of $351.7 million by the time all debts are paid 
off in 2034. The net gain will be substantially higher if 
the facility appreciates in value during that period. A 
“financial shock scenario” was created to see what would 
happen in the event of another economic recession. This 
worst-case scenario assumed a drastic 12.5% reduc-
tion in room rates and a 13% reduction in occupancy. 
Even with a 31% reduction in net operating income, 
the hotel convention center will still generate sufficient 
funds to pay the debt service on all three outstanding 
bond issues while maintaining reserve fund levels. With 
conference/convention delegates spending an average of 
$290 per day, the hotel convention center will have an 
additional economic value to the Village of $47.6 mil-
lion to $63.5 million in annual discretionary spending, 
not including the multiplying factors from those monies 
being recycled within the local economy for wages and 
resources.

(continued next page)

The Center has 55,000 square feet of meeting space.
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 The project has proven to be extremely successful, 
with a current return on cost of 6.75% that is projected 
to rise to 10%. The Westin has higher occupancy and 
average room rates than its competitors and the restau-
rants are bringing in $1.3 million per month in food and 
beverage sales. As of June 30, 2008 (the most recent 
month for which financial data is available), the hotel 
has met 99 percent of its net income targets and 98 per-
cent of revenue targets following the highest net income 
month since the facility’s opening. There is an upward 
trend in hotel rate and occupancy, and the Westin’s high 
customer service survey scores place it within the top 
10 percent of all Westin hotels in North America. The 
2008 Operating Budget anticipates hotel revenue of 
$29.8 million in 2008, which is 8.2 percent higher than 
projected in 2005.
 The conference center has generated spending in the 
nearby retail and restaurant establishments, leading to 
greater economic performance in Lombard as a whole. 
After plans for the convention center were approved, 
Yorktown Center announced its plans for The Shops on 
Butterfield, a 225,000-square foot lifestyle center that 
opened in 2007. Yorktown, a two million-plus square 
foot regional shopping destination, currently accounts 
for a significantly large portion of the Village’s regular 
sales tax income. It is estimated that Yorktown’s sales tax 
contribution will increase by up to 50 percent once The 
Shops on Butterfield is fully occupied. This high-visibil-
ity development is, in turn, is leading to substantial new 
investment and redevelopment activity in the area.

Community Benefits
 The Village did not use Village funds to finance the 
project and has instead pledged sales tax, hotel motel 
tax, and profits generated by the facility. While the Vil-
lage pays off the bonds associated with this project, the 
local economy benefits in the following ways: 
• $3 million bond proceeds for water main improve-

ments at Yorktown Center;
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• $2 million in traffic improvement to the existing 
Yorktown Center ring road;

• $750,000 bond proceeds for construction period ex-
penses of the LPFC with any unused funds reverting 
to the Village;

• $200,000 in 2006, increasing annually thereafter, 
for administrative expenses of the LPFC with any 
unused funds reverting to the Village;

• Ancillary economic benefit from new retail and 
commercial development spurred by the hotel con-
ference center;

• Economic impact resulting from increased use of 
the existing limited service hotels and restaurants in 
Lombard from the demand created by the facility;

• Creation of new jobs related to the operation of the 
facility;

• Prestige of having the premier hotel convention 
center in DuPage County; and

• Once the bonds are retired, the Village alone will 
own the hotel and conference center — an asset 
worth more than $100 million — which it could 
thereafter continue to operate or sell to a private 
hotel operator.

Resourceful Land Use
 The Lombard hotel convention center is a respon-
sible land use that is well-connected to both the sur-
rounding developments and the greater Chicago region. 
The project site is an infill commercial location at 
Yorktown Center that was annexed in 1966 and zoned 
for commercial development, but never developed. 
The center is extremely accessible to and supportive of 
public transportation, connecting with seven Pace bus 
routes that link the site with two commuter rail lines 
and two rapid transit lines. The project is also a desig-
nated transfer point for the local bus circulator service 
currently being planned.

(continued next page)
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 The hotel conference center is visible from I-88  
and I-355 and is linked to the mall via a pedestrian 
walkway. There are also sidewalks connecting the hotel 
to the AMC Theatres, allowing visitors to easily circu-
late between the hotel, restaurants, theaters, and mall 
without the need for vehicular transportation. The proj-
ect was also designed to link the site to facilities within 
the adjacent Northern Baptist Theological Seminary. 
Convention Way is a new public street that directly con-
nects the hotel with the rest of the community and the 
public bike path along 22nd Street. Convention Way’s 
sidewalks feature modern, audible pedestrian activation 
signals.

Environmental Considerations
 The project site was specifically chosen to prevent 
any negative environmental impacts. Unlike a number 
of available sites in the general area (and other loca-
tions within Yorktown itself), the site has no wetlands 
or floodplains that could have been impacted by devel-
opment. The selection of this project site also allowed 
nearby wetlands to remain in a natural state, contrib-
uting to water quality and preserving those resources. 
Furthermore, the design of the project was tailored to 
minimize its footprint. A vertical orientation allows the 
project to accommodate 440,000 square feet within a 
small land area.
 Environmental impacts were also considered in the 
construction of the building. Light colored roofing mate-
rial was used to reflect solar energy rather than absorb 
it into the building. Glazing with a Low E coating was 
utilized for both the tower and convention center win-
dow systems to help manage solar gain into the interior 
of the space, thereby gaining efficiency in the heating 
and cooling systems. Also, the pre-cast panels for the 
tower and the base of the building were both fabricated 
by local companies to minimize travel distance and, as a 
result, reduce the use of fuel and generation of pollution 
in the shipping process. 

Overcoming Adversity
 There were considerable hurdles in seeing this proj-
ect become a reality due to the changing climate pre- and 
post-9/11. The largest issue was the uncertainty of the 
post-9/11 hospitality market, which took perseverance 
and a firm belief in the merits of the project to overcome. 
 The LPFC also needed to continually understand 
the hospitality industry and its market. Numerous 
agreements needed to be addressed as the project 
progressed, and the need to be flexible and understand 
other parties’ concerns was paramount. The Village  

entered into agreements with Mid America Hotel Part-
ners LLC to serve as the asset manager and developer 
of the project. Walsh Construction Company was hired 
as the design builder. Westin Management Company 
North, a subsidiary of Starwood Hotels and Resorts, will 
serve as the hotel manager. 
 Also, as a non-home rule community, the Village 
initiated and lobbied for an amendment to state law to 
allow the Village to facilitate this project. Although deal 
fatigue nearly ended the project — it was first men-
tioned in the 2000 Village Strategic Plan and took more 
than three years to materialize — perseverance won the 
final battle.

Lessons Learned — Advice for Other  
Municipalities
 In effecting the statutory change needed to allow 
the Village to construct a convention center, the Vil-
lage learned that it is essential to enlist the support of 
local legislators early in the process and seek letters 
of support from local points of influence (such as the 
DuPage County Convention and Visitors Bureau). Also, 
municipalities should not be afraid to lobby on issues 
that are important to the community. As far as that is 
concerned, using a lobbyist is sometimes the best way 
to go.
 With 25 agreements negotiated and written, the 
project involved many parties that were focused in the 
same direction but sometimes had divergent interests 
and points of view. Staff learned to select good consul-
tants and rely on their expertise, but also rely on staff’s 
own instincts and experience. Municipal leaders should 
anticipate problems but stay focused and be patient 
throughout the process. Keeping elected officials up-
dated on project status is critical. 
 There were numerous challenges involved in main-
taining enthusiasm for a project that stretched through-
out a five-year period, due to both the complexity 
of the project and changes in the Village Board. Staff 
learned that there’s no such thing as too much informa-
tion, and it’s important to give the bad news along with 
the good. It’s essential to have patience and remember 
that while staff is immersed in the issues, the elected 
officials are not. They should be consulted frequently, 
with no assumptions made. Most importantly, the com-
munity must also be kept informed because commu-
nity support and Village Board support are often tied 
together. 

Jennifer Henaghan, AICP is a Senior Planner with the  
Village of Lombard, Illinois
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