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The Main Street Solution Center is a free access portal to resources for 
communities and organizations working to revitalize and strengthen 
their local economies. The Solution Center’s curated resources are 
designed to help guide and inspire local leaders and advocates as 
they navigate the complexities of downtown and neighborhood 
business district revitalization and economic growth.  

This Main Street Solution Center publication was underwritten by 
Michigan Main Street and Main Street Iowa. Their generous support 
demonstrates a shared vision and ongoing commitment to freely 
share knowledge, experience, tools, and best practices to fuel 
revitalization and economic growth in their own communities, and in 
locales spanning the nation.  

Leigh Young, AICP is Senior Main Street Specialist with Michigan 
Main Street and a driving force behind the creation of the Main Street 
Solution Center. Her deep passion for planning, placemaking, 
community engagement, and sustainable urban development is 
evident in her work to advance the cause for revitalization and 
economic development in downtown and neighborhood business 
districts across Michigan.  
 
Jay Schlinsog, CMSM is the owner of Downtown Professionals 
Network (DPN), a Franklin, TN-based firm specializing in innovative, 
market-driven downtown and business district revitalization and 
economic development solutions. He brings more than thirty years of 
experience gained while serving as chief executive with chamber and 
district management organizations, and through his work with 
communities and organizations across the United States. 
 
Ben Muldrow is a partner at Arnett Muldrow & Associates, a 
consultancy renowned for its creative approach to economic 
development, branding, and marketing strategies for small towns and 
cities across the nation. He brings an innovative mindset and a deep 
understanding of the unique dynamics of community branding to 
each engagement, blending traditional community values with 
modern marketing techniques to help communities and districts 
unlock their potential. 
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Main Street Solution Center (MSSC) library 
publications and resources are intended for free 
distribution. Please credit Main Street Solution 
Center and respective authors. 

Every effort is made to ensure that information 
contained in MSSC publications and resources is 
accurate and up to date at the time of publication. 
However, all information is provided on an “as is” 
basis, and no warranties about the accuracy or 
completeness of information is implied or provided. 
MSSC publications and resources may include links 
to external websites, publications, resources, and 
information. MSSC’s referencing or linking to a 
third-party website or resource should not be 
interpreted as an endorsement nor 
recommendation for the products or services 
offered by any third party, and MSSC and its 
owners, underwriters, contractors, and agents 
accept no liability in respect to third-party websites, 
products, and services. MSSC library contents and 
publications are not intended to offer, nor should 
they be relied upon for, legal, financial, accounting, 
or other organization- or project-specific advice. For 
expert assistance, contact a competent 
professional. MSSC and its owners, underwriters, 
contractors, and agents accept no liability for any 
inaccuracies or omissions. Any possible 
infringements or instances of incorrect or missing 
credits or attributions are unintentional and will be 
reviewed promptly upon request. 
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Experience has shown that time and resources directed to retaining and growing existing 
businesses and supporting entrepreneurs is a winning economic development strategy. Efforts to 
retain businesses, and tools and resources that help businesses grow, can build confidence and 
heighten the appeal of your district as a place to relocate, expand, start a business, or invest.

Most business development experts agree that the process for expanding a business should 
closely resemble the process for starting a business, which typically begins with research to 
identify and profile the opportunity. Your organization can play a valuable role in gathering, 
tracking, and maintaining secondary and primary data that identify and support expansion 
opportunities.   

SECONDARY DATA
Demographics
Demographics data from the U.S. Census Bureau and subscription or fee-based sources like 
Esri, Claritas, and others can provide a good starting point for evaluating expansion possibilities. 
Information can be helpful in assessing:

• How demographic trends, such as 
population, age, household income, and 
other variables, may inform a business’s 
price points, product offerings, marketing, 
and prospects for growth.

• How changes in daytime population affect 
commerce, business operations, and the 
district’s way of life.

• How changes in age, diversity, and other 
population traits could affect demand 
for products and services, menu items, 
amenities, etc.

• How education and employment levels 
might impact a business’s staffing and 
hiring operations, future growth, and the 
cost of doing business.
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Psychographics
Psychographics – the psychological and cognitive 
attributes of a consumer that reveal their beliefs, 
values, and goals – can be used in conjunction with 
demographics to better position businesses for 
growth and expansion by providing an understanding 
of consumer behaviors and preferences. Consumer 
segmentation systems from Esri, Claritas, and others 
can offer insights useful for:  

• Gauging the potential response of customers 
to new or expanded business concepts and 
features such as menu items, products, 
services, amenities, price points, merchandising 
techniques, etc.

• Creating or fine-tuning messaging, marketing, 
and advertising strategies to expand market 
reach (capture additional customers) or increase 
market share (capture additional sales) from 
targeted customers based on shared media 
preferences and lifestyle traits.

Demand and Supply Data
Data quantifying and projecting demand and supply 
for different business types or merchandise lines, like 
information contained in Claritas’ Retail Market Power 
(RMP) reports, can be used to assess growth and 
expansion strategies by depicting the sales surplus or 
sales gaps (leakage) that exist in the marketplace. The 
information provides a good starting point for:

• Tracking overall sales volumes and retail trends.

• Identifying market strengths, retail clusters, and 
possibilities for complementary business types, 
products, and uses.

• Detecting gaps in the business mix and 
possible business repositioning, expansion, and 
recruitment opportunities.
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PRIMARY DATA
Primary data – information 
gathered from local sources 
and consumers – can be used to 
augment secondary data, to dig 
deeper, and to gauge consumer 
demand for different business 
types, products, and services. 
Methods for gathering primary 
data often involve consumer 
surveys designed to quantify 
demand, gauge appeal, and profile 
the target audience for preferred 
business types that show potential 
for growth and expansion.

Survey results point to retail and 
eating & drinking establishments 
that could be candidates for 
expansion or recruitment.

The survey captures local 
consumer preferences 
for specific menu items, 
products, services, 
amenities, and other 
features that could point to 
opportunities for existing 
businesses to expand, to add 
complementary products 
or services, or to alter their 
business model to fill gaps in 
the market.
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Business surveys can be used to 
identify and prioritize tools and 

resources to support businesses and 
to stimulate business growth and 

expansion activities.

Data showing a gap 
in the market was 
supported by local 
consumer survey findings 
demonstrating high 
demand for a coffeehouse 
in downtown Jasper, AL.  
The “supporting numbers” 
proved valuable to the 
owners of a women’s 
fashions boutique and its 
expansion to house Lavish 
Coffee Bar - a popular 
downtown attraction.
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HINTS AND TIPS TO GET STARTED  
The process often outlined for businesses contemplating expansion closely resembles the 
business startup process. Similarly, tools and resources designed to support entrepreneurs and 
to attract new businesses will often, somewhat naturally, translate to efforts to support growing 
businesses and to promote expansion opportunities.  

• Check with local libraries, university extension offices, utility providers, SBDC, regional and state 
economic development organizations, and others to determine if access to data and reports 
from sources like Esri, Claritas, and other subscription and fee-based data sources might already 
be available.

• Design local consumer survey questionnaires to verify possible gaps in the business mix and 
to gather input on additional businesses, menu items, products, and services that are lacking 
in the area. Businesses may also be surveyed to identify and prioritize tools and resources to 
support their growth and expansion.

• Share market information with existing businesses, especially those who might have 
opportunities to fill product and service gaps by offering complementary products or services, 
by expanding their market reach and capture, or by altering the underlying business concept. 

• Maintain data on district occupancy trends, building sales, leasing costs, etc., along with a 
current list of properties and spaces available for sale or lease, to help refer new and expanding 
business candidates and property developers to appropriate locations.  

ADDITIONAL RESOURCES
Recognizing some of the different forms and routes by which growth and expansion might occur 
through a business’ various growth phases can also be helpful to understanding how Main Street 
and district management organizations can most effectively support businesses and promote 
expansion opportunities. The following resources provide valuable insights and reinforce the vital 
role business growth and expansion activities play as part of broader community entrepreneurial 
ecosystem and business development strategies.

Business Expansion | Inc.

When to Expand Your Business – Business Expansion Tips | by Kelly Hillock, Quickbridge 

How to Expand a Business: 10 Tips to Help Your Business Grow | Nerdwallet

https://www.inc.com/encyclopedia/business-expansion.html
https://www.quickbridge.com/blog/when-is-the-right-time-for-business-expansion
https://www.nerdwallet.com/article/small-business/how-to-expand-your-business



