






Challenge When the largest acute care hospital 
in the central San Fernando Valley area of Los 
Angeles placed an urgent call to Ampco System 
Parking in November of 2007, there was a lot 
more at stake than simply parking cars. Valley 
Presbyterian Hospital’s future expansion plans 
depended, at least in part, on getting a handle 
on the demand and availability of parking at 
the site, information hospital administrators 
could take to the City of Los Angeles to obtain 
permits for new construction. 

Complicating the issue was the fact that the 
hospital had provided uncontrolled free 
parking for years, which allowed unauthor-
ized people to use the facilities and made 
gathering accurate information nearly impos-
sible. So the hospital elected to outsource the 
vital parking operation, and chose one of the 
nation’s leading parking vendors to handle 
the complex job. 

Solution Hospital administrators and Ampco 
System Parking consultants began devel-
oping an interim plan where ABM’s parking 
subsidiary would begin operating the parking 
facilities, which included two garages, a 
visitor surface lot, and random smaller 
areas for the emergency room, doctors and 
handicapped parking. The interim plan 
incorporated temporary equipment and 

manual operations at certain lots to establish 
some degree of control at the site, to begin 
revenue collection and to start accumulating 
data until electrical conduit and permanent 
equipment could be installed, said Lisa A. 
Valdez Toman, Director of Business Develop-
ment for Ampco System Parking. 

Benefit By monitoring the parking structures, 
Ampco System Parking was able to document 
that the hospital had more than adequate 
parking for patients and hospital personnel, 
medical offices and a proposed new medical 
building. In addition, Valley Presbyterian 
Hospital’s revenue-neutral approach to 
parking helps ensure there is plenty of 
parking for patients and hospital staff. An 
automated cashierless parking system will 
soon be implemented and patrons will be 
responsible for paying for parking with cash, 
credit or a debit card.

Valley Presbyterian Hospital, Los Angeles
Hospital expansion requires professional parking management expertise

Ampco System Parking’s comprehensive interim plan had to address numerous issues 
critical to the hospital’s changing parking operation, including: 

• Establish parking policy that would affect doctors, nurses, employees and others

•  �Conduct physical inspection of all parking facilities to determine boundaries,  
placement of equipment and pay-on-foot machines

• Meet with architects to ensure compatibility with future development

• �Place interim parking controls and temporary staffing to allow for gathering  
of critical data

• Develop a site-specific manual and operating procedures

• Compile monthly data reports

• �Distribute parking access cards and gather monthly parker applications  
containing critical vehicle and card-user information

• Disseminate information to facility staff and visitors

• Develop and implement a training plan for end-users regarding future automation

• Supply additional staff for transition day

“ We were able  

to offer the expertise  

and consulting service  

from our in-house  

revenue control expert. 

The hospital has been 

very pleased with our 

solutions.” 
Lisa A. Valdez Toman,  

Director of Business Development,  

Ampco System Parking
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In-house expense to outsourced expertise
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Multiservice solutions to unique client needs
FBI Regional Office, Chicago

Leadership in Energy and Environmental Design

With considerable help from 
ABM Engineering Services, 
the FBI’s Regional Office in  
Chicago has become the 
first existing building in 

the world to receive a platinum rating from 
the United States Green Building Council  
(USGBC), signifying maximal building  
operational efficiency and minimal environ-
mental impact.

LEED EBOM, which is translated as the Lead-
ership in Energy and Environmental Design 
(Existing Buildings: Operations Mainte-
nance), is the USGBC’s stringent rating system 
for existing buildings. There also are rating 
systems for new construction, schools and 
other categories. 

Challenge  The ABM team had to recommission 
an existing building to meet the tough LEED 
standards. In partnership with USAA Real 
Estate Company, ABM had to develop detailed 
plans required by the USGBC. “It was a great 
accomplishment,” said Steve Zaccagnini, Pres-
ident of Facility Services. “ABM’s engineering 
and maintenance team played a critical role 
in the design, development and implementa-
tion of the LEED EBOM platinum submission  
to USGBC, working closely with USAA Real 
Estate Company’s Director of Facilities and 
executive leadership team. This was a great 
team effort, and demonstrates the strong 
partnership between ABM and USAA Real  
Estate Company, as well as the cooperation 

and desire on the part of the FBI for achieving 
the top rating.” 

Solution  ABM Engineering Services, working 

with the USAA Real Estate Company, 

developed the detailed plans required by 

USGBC, including a commissioning plan,  

operation sequence optimization, test proce-

dures and calibration plans.

“ABM was an integral part of the FBI Regional 

Office achieving the LEED EBOM platinum 

certification, and has been a valued partner 

in developing our national LEED efforts 

as part of our USGBC LEED Portfolio Pilot 

Participant Program,” said Brenna Walraven, 

spokesperson for USAA Real Estate Company.  

“As important for us was that they understood 

our commitment to executing the business 

case whereby we achieved LEED platinum 

while coming in under budget.” 

Benefit  ABM is ratcheting up its efforts in the 

environmental building sector, noted Mike 

Latham, President of ABM Engineering 

Services. “We are in the process of helping a 

number of other companies achieve LEED 

credits, energy reduction, and sustainability 

goals for their properties through the country,” 

he said. “To that end we currently employ 

LEED APs (Accredited Professionals) and 

strategically place them around the country to 

support our clients’ sustainability objectives.”

“ ABM was an integral part  

of the FBI Regional Facility in  

Chicago achieving the LEED EBOM  

platinum certification.” 
Brenna Walraven, USAA Real Estate Company
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Multiservice solutions to unique client needs

Admiral’s Cove encompasses 
miles of navigable waterways, 
16 miles of roads and an  
800-plus unit residential  
community with a golf course, 
marina, clubhouse, hotel  
and other amenities.

Admiral’s Cove, Florida
Individualized programs address unique needs

Challenge  Admiral’s Cove Master Property 
Owners Association Inc., Jupiter, Florida, 
required top security services to patrol its 
miles of navigable waterways, 16 miles of roads 
and an 800-plus-unit residential community 
with a golf course, marina, clubhouse, hotel 
and other amenities.

Solution  Elite Protection Services, a subsidiary 
of ABM Security Services, earned the contract 
with a proposal that far outranked the compe-
tition, said David C. Murray, Elite’s Regional 
Vice President. 

Some of the firm’s individualized programs 
used on-site at Admiral’s Cove, include:

•  �Advanced Life Support (ALS), a life-saving 
emergency medical intervention program 
that Elite pioneered 17 years ago. State-
licensed paramedics operate each ALS 
vehicle. In addition to receiving the same 
training as paramedics deployed by Palm 
Beach County Fire Rescue, Elite’s para-
medic preparation includes certification in 
Pediatric Support and Basic Trauma Life 
Support. Elite paramedics must have two 
years of prior EMS experience. Many were 
trained as combat medics in the military.

•  �Superior management and intervention 
processes

• �Ultra-modern equipment (state-of-the-art 
access control, badge processing and identi-
fication software), night vision devices, radar 
speed controls, a 21-foot marine patrol vessel 
and well-appointed security vehicles.

• �A variety of patrol capabilities, 
including crime prevention, 
tactical interdiction, marine 
boat, armed, perimeter and 
bicycle patrols.

Benefit  “Several people are alive 
today because of our Advanced 
Life Support (ALS) service,” 
Murray said. “We maintain a 
close liaison with fire rescue 
and local emergency room 
services, and a medical doctor 
certified in emergency medi-
cine is on staff to oversee and 
support the ALS service.”

While few of the services neces-
sary for such a unique envi-
ronment can be considered 
ordinary, Elite also performs 
comprehensive investigations, offers special 
details for certain events, site vulnerability 
assessments, surveys of sea walls — even surveys 
of indigenous endangered aquatic vegetation.

Elite tackles these tasks with extraordinarily 
well-trained field officers, many schooled 
in the area of customer service at the Ritz 
Carlton training facility. 

 

“ What makes this effort a huge 

success is the honest business  

relationship we enjoy with Elite.” 
Ted S. Herrle, PCAM, MCM, General Manager/Chief 

Operating Officer, Admiral’s Cove
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Current issues: niche markets, green buildings

In the parking industry, the parking conces-
sion at major hospitals and medical centers 
is a specialty niche in the truest sense of the 
term. But it’s a niche Michael D. Malatin has 
endeavored to fill since he started in the busi-
ness more than a decade ago. 

Malatin is President of Health Care Parking 
Systems of America (HPSA), a unit of Ampco 
System Parking. As an independent entre-
preneur he built his own company, originally 
named Health Care Parking Systems, Inc., 
into one of the largest hospital-based parking 
companies in the U.S. Ampco System Parking 
acquired the firm in 2007. 

HPSA regulates valet and self-parking, and also 
provides greeters, concierge service and other 
customer assistance, with more than 2,800 
employees operating at more than 220 medical 
facilities nationwide, including some of the 
most recognizable names in healthcare.

Challenge The hospital 
parking environment 
is enough to deter 
some vendors from 
even entering the 
field. Patients and 
family members often 
are coping with a 
health crisis, so HPSA  
employees need to 
be compassionate, 
as well as efficient. 

Elderly customers may require extra assis-

tance. HPSA staff also needs to know how 

to respond to such urgent medical needs as 

an arriving heart attack victim, Malatin said, 

and more than once a baby has been born in 

the valet lane. 

On the purely logistical side, HPSA also must 

provide access to the hospital from remote 

parking areas, and develop and maintain a plan 

that simultaneously accommodates employee 

parking and patient/public parking. 

Solution “Since we specialize in hospital-based 

parking services, we do not have the typical 

distractions our competitors do,” Malatin 

said. “Hospitals appreciate the fact that our 

employees only work at hospitals and have the 

proper training, while our competitors may 

pull an employee from a restaurant to work 

at a hospital.” 

There’s more at stake than simply pleasing 

a client, Malatin added. Patient satisfaction 

scores can be influenced greatly by the quality 

of service provided by the parking vendor. 

These scores are used to measure a hospital’s 

level of service to the patient community. 

The case of a recent HPSA client illustrates 

the impact a parking concession can have on 

the patient population. After several years 

with another vendor, the clinic moved to 

HPSA and noticed a dramatic improvement 

in patient satisfaction scores.

Benefit “The biggest benefit to our hospital 

clients is our strict focus on the healthcare 

industry,” Malatin said. “Our experience oper-

ating at hundreds of hospitals throughout the 

country allows us to assist clients who often 

share similar needs, Malatin said. “Our inten-

sity and leadership on the curb compels our 

staff to bring its best performance each day.”

Health Care Parking Systems of America
National reach: Ampco System Parking unit serves hundreds of hospitals throughout the U.S.
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“ Hospitals appreciate the fact

that our employees only work at 

hospitals and have medical industry-

specific parking training.”
Michael D. Malatin,  

President of Health Care Parking Systems of America, 

a unit of Ampco System Parking



Current issues: niche markets, green buildings

Challenge Design and implement a robust 

green program for 200 Public Square, the 

former North American headquarters for 

British Petroleum, and now a large multi-

tenant office building in Cleveland.

Solution  Introduce and change over to envi-

ronmentally sensitive chemicals or other 

cleaning agents to reduce airborne and 

other pollutants.  Establish and meet precise 

guidelines essential for the successful submis-

sion for a LEED EBOM certification for  

200 Public Square.

Benefit  Healthier indoor environment, 

increased morale, lower absenteeism and 

improved productivity.

Though the building changed property 

management and ownership in the past few 

years, the 45-story structure at 200 Public 

Square in Cleveland has kept its place in the 

hearts and minds of the city’s faithful.

“This is an iconic part of downtown Cleve-

land. It’s spectacular. Definitely a Class ‘A’ 

building,” said Margaret Kinkelaar, Director, 

Strategic Sales, ABM Janitorial Services. The 

former North American headquarters for 

British Petroleum has been an ABM Janitorial 

client for several years. Then in February 2009, 

Harbor Group International, which purchased 

the building in 2005, signaled a new era for the 

much-venerated edifice when it announced 

that the building was going green.

“It’s the largest multi-tenant office building in 

Cleveland to go green,” said Kinkelaar.  But 

that was in keeping with Harbor Group’s  

commitment to the environment. Since the 

Norfolk, Virginia-based commercial real estate 

investment company bought the 1.3-million-

square-foot building, 200 Public Square has 

received four Energy Star awards for energy effi-

ciency. With ABM Janitorial support in the area 

of green cleaning, the Harbor Group will apply 

for the USGBC’s LEED EBOM certification.

With the green initiative announcement, 

ABM Janitorial began training 

sessions where tenant repre-

sentatives were informed of the 

details of what implementing 

ABM’s Green Care™ Program 

would mean. Now, several 

months into the program, the 

benefits are becoming clear 

— a better indoor environment 

in which to work, increased 

morale, lower absenteeism and 

improved productivity.

“Chemical usage has been 

reduced significantly,” said 

Diane Nelson, District Manager 

for ABM Janitorial Services. 

“And the environmentally 

neutral cleaner that is used 

has the potency to break down 

bacteria as it cleans.”

“ ABM provided a smooth imple-

mentation into the green clean 

program. Tenant feedback has been 

extremely positive as they consider it 

important to their corporate image as 

well. The partnership with our vendor 

in this endeavor helps us to remain a 

market leader. ”
Renee Evans, General Manager, 200 Public Square

200 Public Square, The Harbor Group, Ohio
Green-savvy clients and buildings are here to stay
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Technology, individualized service offer expert solutions

As cities, schools, and other 
public and private institu-
tions struggle with the rela-
tive economies of meeting 
their facility services needs 
with in-house staff or 
through outsourcing, one 
thing becomes clear: When 
it comes to outsourcing, 
the quality of the vendor  
is everything.

So, when the Hamilton 

County Board of Education, 

which incorporates the city 

of Chattanooga, Tennessee, 

contemplated outsourcing 

the custodial needs for its 

schools, it didn’t have to 

look far for an answer. The 

Hamilton schools serve 

40,000 pre-kindergarten through 12th-grade 

students. The board chose to outsource 

through Southern Management Company, 

now a subsidiary of ABM Janitorial Services.

Since the board’s decision in 2005, Southern 

Management has completed the initial four-

year contract and recently began the first of 

two, two-year options.

Challenge  The board had to find an effec-

tive alternative to existing in-house custodial 

service challenges that included high over-

head and employee turnover, inadequate 

supervision, increasing benefit costs and a 

diminishing level of service for a school system 

that encompasses 85 sites and approximately 

7 million square feet of facility floor space.

Solution  The board chose to outsource all 

custodial services to Southern Management, 

whose reputation for quality service and 
budgetary acumen was well supported.

“Our company worked with the county 
schools at one time and had established a 
good reputation for quality service, and the 

company president, W. Randall Steele, was, 
and still is, well respected for his management 
skills,” said Edris Pledger, Northwest Division 
Vice President for Southern Management.

With a team of 313 full-time employees, 
including custodians, lead personnel, area 
managers, administrative staff and additional 
managerial staff, Southern Management 
performs all of the standard custodial func-
tions, plus grounds maintenance, as well as 
construction cleanup as new schools are built.

Benefit  Besides the day-to-day efficiency the 
client has come to expect, the school district 
also benefits by having a single contact to 
address needs as they develop, a Southern 
Management liaison who interfaces with them 
on a regular basis, Pledger said.

“Customer service has been excellent,” Gary 
Waters, Assistant Superintendent Auxil-
iary Services, said. “The Board of Educa-
tion is pleased. The schools are cleaner, and 
staffing levels and employee productivity are 
higher than we experienced with in-house 
service. The quality of our management 
remains high after more than four years of 
service, which is why we recently extended 
the contract with ABM Janitorial Services/
Southern Management,” Waters added.

Hamilton County Board of Education, Tennessee 
School district benefits from well-rounded management approach

“ The end result is exactly what 

school administrators had been 

looking for, decreased costs and  

an increase in the satisfaction of 

the principals.” 
Edris Pledger, Northwest Division Vice President, 

Southern Management Company

Southern Management 
staff pictured (from left) 

at the Orchard Knob 
School: Bruce Swann, 
Ana Aleman, Orchard 

Knob principal Ms.  
Young, Nick Siebenthal, 

Anthony Sanders and 
Shirley Harris.



  

Technology, individualized service offer expert solutions

“ It saves time and money  

and ultimately it is one more  

step toward becoming more 

environmentally-responsible.”Michelle Jester, Project Manager,  

Ampco System Parking
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Ampco System Parking
Computer portal creates data-rich, client- 
specific reports for long-term success 

Challenge  While Ampco System Parking con-

tinues to broaden its green initiatives, custom-

ers are urging the organization to offer more  

environmentally friendly solutions.

Solution  In response, ABM’s parking subsid-

iary has added a customer computer portal 

called ABM4WD, which allows Ampco System 

Parking to share financial and operational 

reports with clients online. Not only does 

this increase the speed with which customers 

can access this vital information, it saves the 

large quantities of paper that were required 

to produce hard copy, said Michelle Jester, 

Project Manager for Ampco System Parking.

A version of today’s computer portal was intro-

duced in 2008, when an Ampco System Parking 

airport client became one of the first parking 

customers to require online reports. The initial 

version utilized a different platform. Work soon 

began for a new design platform, culminating 

in the ABM4WD client website.

Benefit  Among the new system’s many benefits 

is its versatility. “Different clients can use it 

for different reasons,” Jester said. “It’s easily 

customizable.” For example, the City of Minne-

apolis Municipal Parking Services requires 

different data than other customers, “and we 

are able to customize to meet those needs.”

The service provides access to monthly state-
ments, categorized to include allocation 
versus usage, capacity reports, accounts receiv-
able, variance reports and reports that track a 
variety of 13-month trends. “Whatever reports 
we provided to customers before can now be 
easily accessed online,” Jester said.

Margaret Kann, Director of Audit for  
Ampco System Parking, Rich Kindorf,  
Ampco System Parking President, and Mark 
Muglich, Executive Vice President for Ampco 
System Parking, have been involved with the 
program’s development. 

Currently the system involves just ABM’s 
parking subsidiary, Jester noted. Approxi-
mately 18 customers representing more than 
200 locations are enrolled. Many more clients 
are expected to join as the program gains 
momentum and customers begin to appreciate 
its potential to enhance their bottom-line.

“It saves time and money,” Jester added, “and 
ultimately it is one more step toward becoming 
more environmentally-responsible.”






