
How to Use Federal Competitive Grant Programs for Local and 
Regional Economic Development

CONFIDENTIAL



1CONFIDENTIAL

Disclaimer

435 Nichols Road, Suite 200  |  Kansas City, MO  64112  |  www.prosodygroup.com

This presentation and the information contained herein, as well as any additional documents and explanations (together the “Presentation”), 
are for information purposes only, and none of The Prosody Group, LLC, Prosody Consulting, LLC or Prosody Consulting ED, LLC (jointly referred 
to hereinafter as “Prosody”) are soliciting any action based upon it. The Presentation is not intended as, and does not constitute, an offer or 
solicitation for the purchase or sale of any security or other financial instrument of Prosody or of any other entity. Similarly, the Presentation is 
not intended to constitute, and does not constitute, advice or a recommendation by, or with respect to, Prosody or any other related or 
affiliated entity. Any offer of securities would be made pursuant to definitive documentation prepared by Prosody that may contain material 
information not contained herein and to which all prospective purchasers would be referred.

Opinions expressed herein are Prosody’s present opinions only. This Presentation is based upon information that Prosody considers reliable, but 
Prosody does not represent, guarantee, or warrant, expressly or implicitly, that the Presentation is accurate, complete, or suitable for any 
particular purpose, and it should not be relied upon as such. Prosody is not obliged to update or periodically review the Presentation.  Prosody 
accepts no liability with respect to, or arising directly or indirectly out of, the Presentation.

In addition, there can be no guarantee that any projection, forecast or opinion in this Presentation will be realized. Opinions expressed herein 
are subject to change without notice. You are advised to make an independent review and reach your own conclusions regarding the economic 
risks and benefits of any investment and the legal, credit, tax, accounting and other aspects of such investment in relation to your particular 
circumstances. We may from time to time have long or short positions in such securities or in options, futures, or other derivative instruments 
based thereon. All trade names, trade marks, service marks, and logos herein are the property of their respective owners who retain all 
proprietary rights over their use. No part of this document may be reproduced in any manner without written permission. ©  2008-2025 All 
rights reserved.

Client Focus       Experience       Insight       Results

http://www.prosodygroup.com/
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Firm Overview

The Prosody Group, LLC (“Prosody”) is a set of companies that helps owners, investors 

and executives START, GROW, EVALUATE, OPTIMIZE and TRANSITION       

their businesses.

Public-Private Partnership & 
Economic Development 

Consulting Services

Management Consulting 
Services



4CONFIDENTIAL

Services Overview

Prosody’s partners have provided advisory and consulting services to some of 
the country’s largest public & private businesses, private equity firms, family 

offices and high net worth investors 

Economic Development & Finance

Government Financing, Incentives & Grants

Financial / M&A Advisory

Business, Transaction & Litigation Valuation

Steady-State & Transition Accounting

Restructuring / Workout / Crisis Management

Management Consulting

Strategic & Tactical Advisory

Pre-/Post-Merger Planning & Integration

Due Diligence & Transition Management

Commercial Representation & Negotiation
Interim Executive Services

Strategic Communications

Media & Public Relations
Government & Community Relations

Message Development & Implementation
Benchmarking & Polling
Executive Media Training

Digital Services
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Key Team Members

Charles R. Brettell
Managing Partner
Office: (816) 977-2688
Direct: (816) 824-3980 
Email: bbrettell@prosodyconsulting.com

Mr. Brettell is the Managing Partner of The Prosody Group and leads the firm’s economic 
development and management consulting practices.  Mr. Brettell’s 20 years of project development, 
revitalization & resolution experience includes site selection & negotiation, government, debt & 
equity financing, due diligence, merger integration, human resources and compliance services for 
projects valued at over $20 billion dollars.

Along with Prosody’s project development experience on behalf of clients, Prosody recently 
divested an equity interest in a multi-state solar development entity, MAP Energy Solutions, LLC, for 
which it provided commercial origination, structuring and management services.  Prosody has also 
utilized its own personnel, experience & capital to invest in & revitalize a registered securities 
broker-dealer, Brooklight Place Securities, Inc.

Prior to founding The Prosody Group, Mr. Brettell was a founder of Energy Asset Advisors (EAA) & 
Energy Asset Solutions (EAS) and held executive posts with Tyr Energy and Aquila. As a co-founder 
and Managing Director of EAA & EAS, Mr. Brettell was involved in the due diligence, financing and 
development of renewable energy and technology projects, as well as providing a variety of support 
services including investment banking, commercial origination, project management functions and 
decision support/option analysis for a diverse base of clients.  As Senior Director with Tyr, Mr. 
Brettell was responsible for asset acquisition & merger integration, third-party crisis management 
and advisory services for renewable and conventional power generation facilities & companies, 
including investment banking & lender clients as well as private equity firms.  During his tenure at 
Aquila, Mr. Brettell’s leadership spanned strategy, competitive intelligence, business development, 
legal, regulatory and human resources for multiple wholly-owned subsidiaries

Mr. Brettell has also worked as an attorney in private practice handling business & litigation matters 
and holds Series 7, 24, 27, 52, 53 and 66 securities & life, health and variable contracts insurance 
licenses.

Mr. Brettell earned a Bachelor’s degree in History from the University of Maryland, a joint Juris 
Doctor & Master of Business Administration (Finance) degree from the University of Kansas, and a 
Master of Laws (Tax) degree from the University of Missouri, Kansas City.

mailto:bbrettell@prosodyconsulting.com
http://www.prosodygroup.com/
http://www.prosodygroup.com/
http://www.prosodygroup.com/
http://www.brooklight.com/
http://www.brooklight.com/
http://www.brooklight.com/
http://www.brooklight.com/
http://www.brooklight.com/
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Firm Experience

Prosody has provided government financing, incentives and grants advisory services 
for energy, agriculture and logistics projects with an estimated enterprise value in 

excess of $12 billion dollars

Public-Private Partnership & Economic 
Development

Project Locations

• Prosody’s economic development experience includes:

– Federal, State & Local Infrastructure Incentive Programs (BUILD, 
TIGER, RAISE, INFRA, PIDP, FPEP, PDAP, EDP, etc.)

– Property Tax Abatements / PILOT Programs

– Sales & Use Tax Exemptions / Rebate Programs

– Tax Credit Incentive Programs (Enterprise Zones, Renaissance 
Zones, High Quality Jobs, etc.)

– Federal & State Work Opportunity Tax Credits (WOTC)

– Federal & State New Markets Tax Credits (NMTC)

– Municipal Infrastructure Grants & Development Programs

– Industrial Development / Revenue Bonds (IDB / IRB)

– Empowerment Zone & Renewal Community Employment Tax 
Credits (EZ & RC)

– Tax Increment Financing (TIF)

– Community Development Block Grants (CDBG)

– Energy-Industry Tax Credits, Grants & Loan Guarantee Programs 
(Treas. 1603, 1705, 1703, IRC 45 & 48, USDA 9003, 9004, 9005 & 
9007 and BCAP)

• Prosody also provides compliance solutions to assure continuing qualification for Clients’ projects
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Background & Session Goals

• Prosody got its start as a state & local economic development firm for 
energy industry clients, migrated to agriculture and eventually expanded into 
federal grants at the request of clients

• We’re fortunate to have worked with some of the largest companies in the 
Midwest

• Ag Commodities (Feed, Food & Fuel) Merchants

• Transportation & Logistics Providers 

• Building Materials Firms, and

• Public Sponsors (Rock Island, IL and Havana & Peoria, IL in 2025 Round!)

• My Job Today Is To:

• Make you aware of the competitive federal economic development programs available to 
maritime & multimodal transportation projects

• Explain PIDP as an Economic Development Program & Tool

• Motivate you to chase as many of these opportunities as you can for the 2026 Round (the 
last with extra BIL money in it)

• Explain How and Who to Solicit for Projects

• Provided you with turn-key documentation you can use to Call for Projects from area 
businesses
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Before We Dive In …

• The Role of the Corps
• The Corps prioritizes investments in infrastructure based on the classification of 

the use of the waterway – High, Medium & Low

• Low Usage Designation by the Corps = less money to maintain your rivers and 
commerce (the kind that employs people and invests in assets) moving

• Activity = Visibility + Visibility = Activity

• The Role of the State of Illinois
• Illinois has a dedicated Marine Division but no independent programs to 

incentivize or fund development (or operations)
• REBUILD Illinois was a one-time program

• But Illinois is fortunate to have some great state incentive programs like E Zones

• However, IL state programs alone can’t incentivize development in the same 
way a federal 80% capex reimbursement program can
• But they are stackable (that’s for the advanced course!)

• The Role of Local Government
• You are the tip of the economic development spear – you’re closest to your 

local businesses so should understand their needs better

• But you have to do more than just know about things – you have to promote 
them, just like you do your development ready sites, city, industries, etc.
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Competitive USDOT Programs

• USDOT Generally (BUILD, etc.)
• Focus on surface transportation

• Limited applicability and success for maritime project (less than 1%)

• Limited economic development opportunity – pretty much all about road & rail

• MARAD
• PIDP

• Open to public entities and private entities with a public sponsor (P3s)

• Expanded funding – $450M – coming to an end in 2026

• Hope to at worst return to $225M/round (SHIPS Act?)

• Marine Highway Program (MHP)

• Open to all

• Focused on equipment and modal shift (off roads onto water)

• Very limited dollars – usu $4.5M; last round ~$15M

• Small Shipyard Grant Program (SSG)

• Open to all

• Very limited dollars – usu $4.5M)

• Other Options
• Largely consist of financing programs – CRISI, RRIF, etc.
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Using PIDP as an Economic Development Tool

• What Can Be funded?
• Everything from the water in and ground up

• Docks, Buildings, Equipment, Roads, Rail, etc. – everything

• And it’s not just for projects inside a port, but for also anything 
that is “outside the boundary of a port and directly related to port 
operations or to an intermodal connection to a port” (first & last 
mile projects)
• Example: an inland industrial park that feeds to or from the port, etc.

• This is why PIDP looks to us more like an ED program than a port 
funding vehicle

• How Much Can I Get?
• SPP vs. Large Projects

• SPPs are a carveout for small ports (8M/TPY or less) requesting $11.25M or 
less in federal

• SPPs are very popular right now – 66% of 2024 round applications and 
awards

• Large Projects are anything other than SPPs
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Success Stories

Monana Conty, Iowa + NEW Coop - $10M

Port of Grays Harbor, Washington + Ag Processing, Inc. = $25M
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Case Study: P3 (Competitive Federal Conduit Program)

Services Overview

For single-site project development valued at over

$12,000,000

October 2023

• Retained by agricultural coop seeking additional source of low-
cost capital for the development of its first-of-a-kind Missouri 
River (Iowa) port facility

• Project consisted of ~$12M in development cost, creating jobs 
and additional markets each in rural  areas, as well as adding 
efficiencies (and patronage) for its farmer-owners.

Client / Project Overview

Results

Obtained $10.25M (80%) reimbursement 
commitment for identified project from USDOT 

MARAD PIDP program

NEW Cooperative, Inc.

• Reviewed multiple federal and state incentive programs for fit 
& funding

– Identified 1 strong opportunity to access Federal conduit incentive 
program (US DOT MARAD Port Infrastructure Development Program 
grant)

• Led expedited program execution on behalf of client with 
coordination of County personnel

• Documented benefit-cost analysis showing in excess of 7x 
project benefit (2.5x times the maximum impact sought by 
MARAD under program rules)
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Case Study: P3 (Competitive Federal Conduit Program)

Services Overview

For single-site project development valued at over

$450,000,000

May 2022

• Retained by agricultural coop seeking additional source of low-
cost capital for the development of its Washington state port 
facility

• Project consisted of ~$450M in development cost, creating 
dozens jobs and additional markets each in rural  areas, as well 
as adding efficiencies (and patronage) for its farmer-owners.

• Reviewed multiple federal and state incentive programs for fit 
& funding

– Identified 2 strong opportunities to access Federal conduit incentive 
programs (US DOT RAISE & MARAD Port Infrastructure Development 
Program grant)

• Served as client Program advisor for pursuit of PIDP grant

• Assisted in the coordination of port personnel & activities

• Provided client feedback on Port’s benefit-cost analysis

Client / Project Overview

Results

Obtained $25.5M reimbursement commitment 
for identified project from USDOT MARAD PIDP 

program

AG Processing, Inc.
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Using PIDP as an Economic Development Tool

• You must begin to think of federal grant eligibility as an asset to be used or 
wasted
• You should strive to apply for everything, every year – but you need good projects to 

do that

• Your job is to find projects from your area to support with your eligibility

• You will be rewarded in both direct and indirect ways
• Indirect - increased local employment, growing tax base, etc.

• Direct – match, cost reimbursement for staff time, revenue from required federal 
oversight (monitoring) 

• Here’s How We Suggest You Do This
• Outreach must include:

• all your governmental and NGO development partners (Chambers, MPO / RPO, AGC, etc.)

• Top 10-25 taxpayers (get from your City or County Staff)

• River front / adjacent property owners (get from your City or County Staff)

• Commercial and industrial real estate firms

• Everything you need to undertake the solicitation we are suggesting is on the table in 
front of you
• Handouts – Call for Projects, etc.

• Scoring – we can help you separate the wheat from the chaff once you have projects to 
review
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Final Thoughts

• If I’ve Done My Job Today I Have

• Made you aware of the competitive federal economic development programs 

available to maritime & multimodal transportation projects

• Explained PIDP as an Economic Development Program & Tool

• Motivated you to chase as many of these opportunities as you can for the 2026 

Round (the last with extra BIL money in it)

• Explained How and Who to Solicit for Projects

• Provided you with turn-key documentation you can use to Call for Projects from 

area businesses

• One Last Thing – The SHIPS Act
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Contact Info

Charles R. “Bob” Brettell

Prosody Group, LLC

435 Nichols Rd., Ste. 200

Kansas City, MO  64112

    Cell: (816) 824-3980

   Email: bbrettell@prosodyconsulting.com

mailto:bbrettell@prosodyconsulting.com
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