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Michigan Main Street Business Development Toolkit

HOW TO USE THIS TOOLKIT

This toolkit contains information, examples and tools to help
guide your Main Street organization’s overarching economic
vitality approach and related business development efforts.

Best practices, proposed actions, tools and the potential roles
played by Main Street organization staff, board members and
committee volunteers are offered for guidance, to help
jumpstart or refocus the scope of local Main Street economic
vitality efforts, and to promote action.

The directions and actions offered are not exhaustive, exclusive
or prescriptive. Ultimately, local leaders must assess how the
contents apply to local priorities, conditions and opportunities
and adapt the framework and tools, accordingly. Moreover, it
is our hope that this toolkit’s contents will inspire even better
or different ideas, practices, and tools that will lead to results
and business development success.

CREDITS AND ACKNOWLEDGEMENTS

This toolkit was made possible through a collaboration of Michigan Main
Street, a program of Michigan Economic Development Corporation (MEDC) and
Downtown Professionals Network. Many of the best practices, tools and ideas
were inspired by the work of Michigan Main Street communities.

We are especially grateful to steering committee members who contributed
time, talent and insights to guide the toolkit’s design and content.

STEERING COMMITTEE MEMBERS

James Alt | Executive Director, Lapeer Main Street DDA

Katie Duczkowski | Executive Director, Cheboygan Main Street DDA

Joe Frost | Main Street Specialist, MEDC Michigan Main Street

Andrew George | Chair, Three Rivers Main Street DDA Economic Vitality Committee
Heather Marks | Executive Director, Blissfield Main Street DDA

Suzanne Perreault| Small Business Program Manager, MEDC

Jeremy Swiftney | Executive Director, Grand Haven Main Street DDA

Leigh Young | Senior Main Street Specialist, MEDC Michigan Main Street

3 L,

DOWNTOWN

MICHIGAN
ECONOMIC pPROFESSIONALS
DEVELOPMENT
corrORATON. N ETW O R K

Copyright © 2021, MEDC Michigan Main Street | All rights reserved.




CORE PRINCIPLES

Make it Personal

Invest time to build strong relationships—and trust—with
district property owners, business community members and
economic development partners. Make a commitment to
listen, and employ high-touch communications that advance
meaningful discussions and demonstrate you care.

Do the Groundwork

Creating and maintaining a current building and business
inventory, market information, and statistics tracking
changes and progress in the district requires time and
attention to detail. Yet, it’s this same information that will
provide a solid foundation for successful business
development initiatives and programs.

Build on Assets

Identify businesses, anchors, attractions and special features
that help drive the district’s economy and that distinguish
the district as a special place. Build on those assets in a way
that offers opportunities for existing businesses to grow, and
for new businesses and uses to join the mix.

Work Together

Engage stakeholders and economic development partners at
the ground level to help build ownership and to mobilize the
community’s collective talent, experience, expertise and

resources to advance local business development initiatives.

Reimagine Spaces

Promote opportunities for the historic rehabilitation,
adaptive reuse, and redevelopment of properties and spaces
to accommodate entrepreneurs, micro-retail and co-working
spaces, and other uses to complement and fill gaps in the
district’s business mix.

Create a Vibe

Highlight accomplishments, showcase progress and
successes, and use testimonials and positive messages to
create an air of excitement surrounding the district, its
future, and the chance for others to climb on board.
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Mobilize Resources

The design and execution of a holistic business development
strategy and program is a big job. Simply put, a Main Street
organization operating in isolation can’t do it alone. It should
come as no surprise, then, that the most successful business
development initiatives demonstrate high levels of
collaboration and leverage the resources, experience and
expertise of community economic development partners.

Strong partnerships that engage the full roster of community
and economic development players are, in many ways, the
underpinning to success and fuel the ability to unleash a
downtown’s or historic business district’s full potential.
The list of potential partners can be extensive and often
includes the usual suspects along with others who share an
interest in the district’s livelihood such as:

— Local Government

— Chambers of Commerce

— Area Economic Development Organizations

— Local Arts and Culture Organizations

— Foundations

— Universities and Extension Offices

— Small Business Development Centers

— Utility Providers

— Financial Institutions

— Brokers and Real Estate Firms

— Marketing and Media Organizations

— Otbhers...

Activities revolving around entrepreneurial support systems,
business start-up programs, and property development
projects offer some of the best examples and illustrate the
importance, and impacts, of strong partnerships at work.




BUILDING BLOCKS

INFORMATION, TOOLS AND COLLATERALS

Some of the most important business development program
groundwork involves activities to:

— Inventory and map assets and opportunities
— Collect and track information and statistics

— ldentify and coordinate efforts with partners and
business resource providers

— Design templates and format collateral materials

The work behind these and other related activities, while
largely unnoticed by the public, is foundational to the design
and execution of business development strategies.

Examples: Building Blocks

Building and Business Inventory
Available Properties List and Map
Property Cut Sheet Template

Market Snapshot

Community/District Profile

Business Resources and Incentives Guide
Small Business Journey Map

Starting a Business Guide

Website Landing Page/Resources Section
Community Driving Tour Map and Script
Community/District Virtual Tour

Virtual Property Tours

Dooodogoodgood

District Map

Michigan Main Street Business Development Toolkit

BE THE LOCAL MARKET EXPERT

Arm yourself with information to help tell a story and
promote business development opportunities.

Secondary Data

Basic information that helps describe the marketplace is
typically derived from secondary data sources and includes:

O Demographic data and projections
O Psychographic profile
O Retail sales gap analysis

Secondary data sources include:
O MEDC: VB siteselection.michiganbusiness.org

O U.S. Census Bureau: “® data.census.gov
O Data USA: “® datausa.io

O Esri: ¥® esri.com

O Claritas: “® claritas.com

Primary Data

Locally-collected and tracked data, statistics and insights
help existing businesses assess marketing opportunities and
opportunities for expansion. The information is also
valuable to prospects and their understanding of what’s
happening on the ground. It's your chance to infuse data, to
help tell a story, and to promote opportunities for retention
and expansion, new business ventures, and development.
Sources and examples include:

O Consumer and business surveys
O Property and business inventories

O Locally-tracked statistics—examples include:
Number of businesses

Number of employees

Occupancy rates

Occupancy by industry/business types
Net new businesses

Net new jobs

Private and public investment

Number of residential units

Estimated annual events attendance

(ONONONONONONONONG)

TOOLS AND RESOURCES

Business Survey Questionnaire Template

Consumer Survey Questionnaire Template

= MMS Data Resource Guide



https://siteselection.michiganbusiness.org/
https://data.census.gov/
https://datausa.io/
https://www.esri.com/en-us/arcgis/products/buy-reports/overview
https://claritas.com/
https://medc.box.com/s/la3m4obw94zea80cecxr81keorr4u521
https://medc.box.com/s/qz6he6axbkhwv25p3mmfpbfb5zdi2c58
https://www.miplace.org/4a14e1/globalassets/documents/michigan-main-street/resources/final-data-resource-guide-7.16.2018.pdf

BUILDING BLOCKS

EXAMPLES: BUILDING BLOCKS AND ADAPTATIONS

OSKALOOSA CREATE AND MAINTAIN A BUILDING
MAIN STREET AND BUSINESS INVENTORY
DISTRICT = 5 Your inventory is a key building block for
UPDATED JUNE, 2018 SR /| i . . . .
s 1E T A ; analyzing the business mix, tracking changes,
Building Vacancies WAL=, and promoting opportunities.
g E = 3
Business Types TR B AL o .
P HEA § § i Hiba e [] Collect and maintain basic information
Servee il FEENG AL Lk :
d HRIEEE | e | on ownership, occupancy, use, property

Retail = 28 R value, etc.

T i [] Create a map to show the location and

Nonprofit/Gov il s mix of different business types and uses

(Categorized as Service in _ Ma . . .

Accreditation Report) Smokey Row Coffee & L = i n the dIStrICt.

. el &) ANAAANNNY . .
Upper Story Housing filit | 7 [] Map available properties and spaces.
| e 3 Midwest 2 . .
Apartments vl , onoanc 5 [] Track investments, changes in occupancy
Construction In-Progress \ ¢ } and VaerS, etc.
ITAVER. - “ H

Undeveloped/Unavailable j s 7 gg = <

A oo B0 R [ ;f ; }I i : MMS Data Resource Guide

MMS Building & Business Inventory Tool

Google Maps (MyMaps Creation Tool)
Visme (Custom Map Maker Tool)

® > [ [

BUILD A CASE FOR INVESTMENT
Synthesize information, infuse data, and use
visuals to introduce prospects to the
community, to highlight progress, and to
paint a picture of potential and opportunity.

BOWYNECITY

Cuarvevoix Couxty. Micaioax
Downtown Community Profile

Historic Lapeer is a community of friendly faces,
delectable foods, delicious drinks, and more. We are a
unique oasis located in the heart of Lapeer County, in
Michigan's beautiful thumb region. Lapeer Main Street
works with local public and private partners to ensure
growth, health, and prosperty of our vibrant
downtown.

Downtown's Goals

« Create and capitalize on a physical environment
thatis engaging and inviting to families.

« Improve the downtown business environment and
available resource to support investment.

« Build a family-friendly brand that is Historic Lapeer.

Market Snapshot [Example]
Community/District Profiles [1] [2] [3]
IMPACT Report [Examples]

Driving Tour Map [Example]

Virtual Tour [Example]

Ooooogd

Website Landing Page [Example]

IMPACT Content Collection Guide
MMS IMPACT Pulse Poll Template
MMS IMPACT Pulse Poll Demo

2016 Voltinteer
Hours: 4,971

o () (I
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https://medc.box.com/s/951un1nast7ilcl3y14frvtbdeti3xw8
https://medc.box.com/s/j9r7kudc5ib6kslwqjw5105esyiaehr0
https://medc.box.com/s/a45envf6vrt9m52d21qk8bgeo1ujs70w
https://medc.box.com/s/ke95a5jkji4jcdlwzdjnvj7lfgc86ri3
https://www.miplace.org/programs/michigan-main-street/impact-reports/
https://medc.box.com/s/e96a9pbj2w8t1npnbbf6eqr2ohw6fsbt
https://www.youtube.com/watch?v=HP6sBsYEswg
http://charlevoixmi.gov/321/Economic-Development
https://www.miplace.org/4a14e1/globalassets/documents/michigan-main-street/resources/final-data-resource-guide-7.16.2018.pdf
https://medc.box.com/s/jc9thvzo6lrkpgv05eo3g62xnwpk9pim
https://www.google.com/maps/about/mymaps/
https://www.visme.co/map-generator/
https://medc.box.com/s/330t47whcqovjpi70unc2gv1b5g07y1g
https://medc.box.com/s/db19oniwouewfq38bwyboqekamq5unlf
https://getfoureyes.com/s/c9E4J/

BUILDING BLOCKS

EXAMPLES: BUILDING BLOCKS AND ADAPTATIONS

ok
\ 4

CHARLEVOIX

2200 SQFEET

205 BRIDGE STREET
Charlevoix, MI 49720

* Historic Property.
= Ample Parking
* Central Business District

\TED WITHIN
CCHARLEVOIX MAIN STREET
& DDA DISTRICTS
Charlevoix Main Street s working
o build partnerships to enhance
local economic development and
create a vibrant year-round
‘downtown community

ﬁﬁ[ SMALL BUSINESS
I% JOURNEY MAPPING

Journey mapping documents the
path a small business follows as
they open or make changes to a

EXCELLENT LOCAT

Great commercial location on the main thoroughfare in downto
The building is near Charlevoix City Marina, Bridge Park and East Park, the City's
crown jewel of entertainment and recreation. Ample free parking is available in the
street and in parking lots behind this space.

The space is zoned with the Central Business District distinction which provides a
broad range of commercial, office, and service uses allowed by right.

Landlord has long history in community and this space has been a very successful
business in the past.

Owner Contact: Jeannine Wallace, Gull LLC, ph: 231-547-2342

City ofCharlevoix

Charlevolx DDA
@ markh@ ixm.g

231-547-3257 231-547-3270

® WHO

Journey mapping is offen used as a
foundational tool for the Main Street

business in your d: . This
project creates a resource for the
Main Street Program as it outlines
the business owners experience as
they navigate the building and
zoning permitting processes in your
community.

program, typically driven by the O
E ic Vitality ittee, Main o)
Street Board, and municipal staff.

Business and property owners who O
have experienced the process are O

great volunteers to participate in
mapping the process as they often
have constructive feedback on ways
the process can be improved.

Historic Lapeer,
remarkably close.

Zoned Office

PROPERTY FEATURES

5,950 SF of Office Space Available
-Gross Leasable Area 7,500 SF
-Built 1916, renovates 1980
-Updated common area

-New restrooms

-Hallway with hardwood floors

SMALL BUSINESS JOURNEY MAPPING
CHECKLIST

@ Identify the various permitting tracks
required in your municipality.

PERMITTED USE O RENTAL REGISTRATION
SPECIAL LAND USE O BUSINESS LICENSES
REZONING PROCESS O BUILDING PERMIT PROCESS
ZONING BOARD OF (O CONSTRUCTION BOARD OF
APPEALS (Variance APPEALS

Process)

® Document each step in the process.

Reference the Grand Haven Journey Map example as a guide.

KEEP A PULSE ON AVAILABLE
PROPERTIES AND OPPORTUNITIES
Showcase available properties and
redevelopment opportunities, and promote
business types and uses targeted for

[] Maintain a current inventory of
properties and spaces available for sale
or lease.

[] Create atemplate and generate cut
sheets with images, basic property specs
and contact information.

[] Post available properties and spaces on
your website with viewable and
downloadable cut sheets.

Property Cut Sheet Examples [1] [2] [3]
Canva Real Estate Flyer Templates

® [

HELP PROSPECTS AND DEVELOPERS
NAVIGATE THE PROCESS

Work with local economic development
partners to map business start-up and
property development processes, to promote
resources, and to promote a business-friendly
environment.

[] Inventory and summarize available

(O MAP OUT THE JOURNEY (O IDENTIFY THE TIMELINE

BY IDENTIFYING EVERY

STEP T PROCESS O ESTABUSH THE CONTACT technical assistance and incentives in a

resources guide or fact sheets. [Example]

THE VALUE OF JOURNEY MAPPING
Provides an easy fo read

Creates clear understanding for

framework identifying fees,
the processes and establishes omort een

permitting timeline, & contact

information.
.. Positions the Main Street Streamlines the permitting
@; Program as a small business /K process by identifying repetitive

resource hub. steps.

Provides an overall Helps market
understanding of the small o your community

business owners experience. as Small Business

O ST THE FEE O PROVIDE CLARIFICATION IN
SCHEDULES THE NOTES SECTION
@ Review. Refine. Share. []

(O ONCE THE PROCESS IS OUTLINED, MEET WITH MUNICIPAL
STAFF TO IDENTIFY AREAS THAT CAN BE STREAMLINED.

O REFINE AND FINALIZE SMALL BUSINESS JOURNEY
MA

accountability.

Outline and map local business start-up
and property development processes.
[Example]

[] Create a website landing page for
business prospects and developers.
[Example]

(O PROVIDE DIGITAL COPY TO MUNICIPALITY TO
POST ON WEBSITE. POST ON MAIN STREET
WEBSITE AND HAVE HARD COPIES AVAILABLE AT
THE MAIN STREET OFFICE.

‘friendly'.

SMALL BUSINESS JOURNEY MAPPING | Page |
SS JOURNEY MAPPING | Page 2

MMS Small Business Journey Mapping
Guide and Checklist

Michigan Main Street Business Development Toolkit



https://medc.box.com/s/rre8lrluvxb11qzo7m2hna0qhqzp5i2q
https://medc.box.com/s/78izz3pnxvnz64rd44z3jkirs6j5xizc
https://downtownowosso.org/business-development-resources/
https://www.miplace.org/4a14e1/globalassets/documents/michigan-main-street/resources/final-data-resource-guide-7.16.2018.pdf
https://medc.box.com/s/na8e5tmzspf648dkw2h8twa9y68rqnup
https://medc.box.com/s/x1eu203xm7kesruhcch8x7k9oro5ynj7
https://medc.box.com/s/iigoxmub11nkwcnd4tlk3j52r386ybah
https://www.canva.com/flyers/templates/real-estate/
https://www.miplace.org/49bf19/globalassets/documents/michigan-main-street/resources/small-biz-journey-mapping.pdf
https://www.miplace.org/49bf19/globalassets/documents/michigan-main-street/resources/small-biz-journey-mapping.pdf

SUPPORTING BUSINESSES

BEST PRACTICES

» Invest time to build strong, personal relationships with,
and among, business community members.

» Work actively with partners to facilitate and promote
access to business support programs and resources.

» Use interactions and business survey findings to identify
needs and to target assistance.

» Advocate for business-friendly policies and ordinances.

ACTIONS TO SUPPORT BUSINESSES

— Examples

[ ] Organize a volunteer-led business visitation program or
block captains program.

Host business roundtable discussions on timely topics
of specific interest to district members.

Host business networking events to build camaraderie,
share ideas, and build awareness.

Create a private invitation-only Facebook Group page
for business community members to share information.

O 0o o o

Conduct an annual or biennial business survey to, in
part, identify business needs and to target technical
assistance and resources, accordingly.

Work with economic development partners to
inventory and promote business assistance resources.

Create a district owner’s manual with a “Who to Call”
directory for information and assistance.

Host and promote continuing education and training
opportunities for business owners and managers.

[ I R I B

Share market information with existing businesses,
especially those who might have opportunities to fill
product and service gaps, to expand, or to reposition
themselves in the market to tap into new opportunities.

[] Orchestrate a social media campaign to highlight and
promote local businesses and business owners and
their involvement in community causes.

[] Offerideas for business to plug-in to events and for
cooperative marketing opportunities to capitalize on
traffic and gain exposure.

[] Work closely with local government to communicate
and address business community concerns, and
advocate for business-friendly policies and ordinances.

Michigan Main Street Business Development Toolkit

Efforts to retain businesses and programs that help
businesses expand, create jobs and encourage
reinvestment can effectively help to build confidence
on the part of other investors and heighten the appeal
of the district as a place to relocate, expand, start a
business, or invest.

Communicating is not enough.
It’s about building relationships!

Build a strong foundation for business development
activities and success by building strong relationships with—
and earning the trust of — business and property owners.
Challenge your organization to develop and deploy a mix of
high-touch and high-tech methods to engage the players in
meaningful ways.

High-touch methods emphasize personal visits, face-to-face
conversations and ongoing relationship-building efforts to
nurture a personal rapport — and trust — with business
owners. Examples include one-on-one business visits
conducted by Main Street staff; volunteer-led block captains
or business check-in programs; and business roundtable
discussions and networking events.

High-tech methods utilize electronic tools and channels to
communicate with business community members, as well as
other important audiences. Examples include websites,
social media posts and features, e-mail blasts and updates,
and texting or messaging apps.

High-touch techniques offer chances for local Main Street
organizations to communicate in ways that stand out from
the sea of messages flooding inboxes, texting apps and
social media feeds—and to show you really care.




SUPPORTING BUSINESSES

HOW'S BUSINESS? BUILDING A RAPPORT

D W . LS

Examples: Questions to Get the Conversation Going

— How long have you been in business?

— Did you always want to be a [business type] owner?
— How did you get started?

— Why did you choose this location?

— What’s your best selling product?

— How is your industry changing?

— Do you have plans to expand?

— How can we help?

THE EXECUTIVE DIRECTOR'S ROLE

— Maintain current business contact information

— Be accessible, and be visible on the street

— Use pop-in visits—quick and simple business visits—to
enhance visibility and nurture a strong rapport

— Become familiar with the full range of tools and
resources available to help businesses

— Take time and tap resources to further develop your
own business acumen and to better understand the
needs of small businesses

BOARD AND COMMITTEE ROLES

— Prioritize business support and retention efforts

— Help organize and facilitate business owner meetings or
roundtable discussions

— Participate in, and help enlist additional volunteers for,
a volunteer-led business visitation program

— Help develop a block captains program

— Become familiar with local market data, expansion
opportunities, and local business resources

Michigan Main Street Business Development Toolkit

ENLIST INITIATE AS YOUR SMALL

COoVID-19 MARKETING MANAGEMENT

powered by:

% <
~inttiate FY rossconen

Inltlate | Support for Your Small Businesses

What is it?

Initiate is an online learning portal with over 100 resources
to help small businesses grow and thrive in today’s economy
as they explore the topics of money, marketing, and man-
agement.

How can | use it?

Initiate can be used as part of your organization’s business
retention strategy. Access additional tools such as a Busi-
ness Performance Plan and identify resources on Initiate
that you can recommend to small businesses.

Where do | find it?
Get direct access at: medc.initiateprosperity.org.

To learn more about how to use Initiate as part of a more
comprehensive business retention strategy and how to
coach businesses and refer them to available resources, join
the MEDC’s Business Retention Series training cohort. See
upcoming training dates at miplace.org/small-business.

TOOLS AND RESOURCES

b

MEDC Initiate Website

Business Survey Questionnaire Template

Example: Block Captains Program Overview

[y

Example: Block Captain Position Description

Example: Business Owners Meeting Agenda



https://medc.initiateprosperity.org/
https://medc.box.com/s/0zivgp5v5ylmu1wlzqd2xlxrbxdkbe0y
https://cityonthego.org/logistics/block-captains/
https://medc.box.com/s/yua6kgcrqm514b2rte35fmlgk2gzv1p2
https://medc.box.com/s/8udjhb8l0mgefb4ofq4th0kro62yawye
https://medc.initiateprosperity.org/
https://www.miplace.org/small-business/

BUSINESSES DEVELOPMENT

INTRODUCTION

A strong commitment to business retention can breed
confidence among new business prospects and investors,
especially as they weigh prospects for long-term success.
The rippling effects enhance the ability for local Main Street
organizations to:

— ldentify and promote opportunities for existing
businesses to expand or reposition to fill gaps

— Promote opportunities for entrepreneurs and new
business prospects to join the mix

— Heighten interest in district properties and spaces

— Advance appropriate property development and
redevelopment efforts to accommodate growth and the 4
many different uses that make for a vibrant district Some of the best and most immediate opportunities for

business growth often revolve around expansion and
business repositioning opportunities. Survey findings that

INGREDIENTS FOR SUCCESS showed strong demand for a brewpub helped inspire the

repositioning—or metamorphosis— of a Wayland, Ml

A host of factors influence business development program
coffeehouse to reemerge as The OpenRoad Brewery.

outcomes, and there is no guarantee of results. Still,
communities and organizations can enhance their chances
for success by:

— Demonstrating a strong commitment to business
retention and business support initiatives.

— Demonstrating a solid understanding of the market and
market trends.

— Demonstrating progress and positive trends through
tracking data, visuals and testimonials.

— Demonstrating strong partnerships involving local
government, the local Main Street organization, and
other community economic development partners are
in place.

— Promoting a business-friendly and development-ready
environment by providing an outrageous level of
personal attention to prospects, helping prospects
navigate the development process or the steps for
opening a business, and exuding a “can-do” attitude.

— Targeting prospects, investors and developers who
have:

e Priorindustry experience or who are already
operating within the region; Rethinking spaces to accommodate different uses and

opportunities for entrepreneurs can breathe new life into old
buildings, and bolster the business mix. An attractive retail
showroom occupies the storefront at Darker Manufacturing
in downtown Owosso, Ml while the rear of the building
houses manufacturing facilities for the company’s
handmade small batch leather and canvas products.

e A connection to the community; and/or

e Concepts or business models that are consistent
with identified gaps in the business mix or that are
complementary to existing businesses, uses and
development patterns.

Michigan Main Street Business Development Toolkit




BUSINESSES OPPORTUNITIES

ACTIONS TO PROMOTE BUSINESS
OPPORTUNITIES

— Examples

[] Perform research to profile and target business
expansion and recruitment opportunities.

[] Work with economic development partners to assess
and enhance the local entrepreneurial support system
with consideration given to training and mentoring,
access to capital, availability of appropriate space, etc.

[ ] Explore opportunities for the staging of a business start-
up, business plan or “pitch” competition that offers
entrepreneurs a chance to enter the market at a low
entry cost, or to test market business concepts.

[] Work in unison with economic development partners to
help entrepreneurs and prospects navigate the local
business start-up process, and to promote a business-
friendly environment.

O Create a business start-up guide.

O Work with local code officials to map permitting
processes in user-friendly terms.

O Develop and maintain online how-to business
start-up content and a directory to resources.

O Promote and direct prospects to technical
assistance providers and resources (i.e. SBDC).

THE EXECUTIVE DIRECTOR'S ROLE

— Responding to inquiries

— Identifying and making contact with prospects in the
surrounding region

— Packaging and providing information about the local
market and identified opportunities in a quality format

— Serving as a matchmaker to direct prospects to
appropriate properties and resources

BOARD AND COMMITTEE ROLES

— Gauge interest, research examples, and enlist partners
to develop and stage a pitch competition
— Work with promotion partners, where needed, to:

e Showcase businesses and business activity via social
media, e-letters, short videos, etc.

e Develop and gain support for small business
promotional programs (i.e. downtown scrip or gift
cards, shop local initiatives, etc.).

— Develop a new business welcome program (i.e.
welcome kit, opening event support, etc.)

Michigan Main Street Business Development Toolkit

RESOURCES TO BUILD YOUR
ENTREPRENEURSHIP ECOSYSTEM

BUILDING A COMMUNITY
ENTREPRENEURSHIP
ECOSYSTEM— A SELF-GUIDED
TRAINING FOR COMMUNITIES

Building a Community Entrepreneurship Ecosystem—
A Self-Guided Training for Communities

To further the Entrepreneurship Ecosystem building
movement, Main Street America developed a self-guided
training for communities that walks local leaders through a
series of inputs designed to build a greater understanding of
the current entrepreneurship support system.

Download the guide here and view the following
downloadable supplemental forms referenced in the guide:

Questions for Entrepreneurs Focus Group

Questions for Stakeholders Focus Group

Organizational Matrix

Ooodno

Small Business Survey

MORE TOOLS AND RESOURCES

(I

Example: At a Glance Top Prospects Survey Results

Example: Business Start-up Guide

Exercise: Identify complementary business opportunities
in four steps

Exercise: Create a business clustering map and strategy

MEDC/MMS Hands-on Exercises: Entrepreneurship
Ecosystem Audits [1] [2]

Main Street America article: Entrepreneurial Ecosystems
and the Role of Commercial Districts



https://medc.box.com/s/0gtutuzgy49zpx7lkvxpiu5w284hek2r
https://medc.box.com/s/e23kmt1z9hk6f9rgv8mugnljbyoqcjwy
https://medc.box.com/s/av45xq97w1fwyd6vvtdmkdoomda8uvez
https://medc.box.com/s/av45xq97w1fwyd6vvtdmkdoomda8uvez
https://medc.box.com/s/hzu41r8vve1aza7rud9pkftqcqyuvph6
https://medc.box.com/s/lcy3o5ocyj9rut1ajtfq43rf5zhftapg
https://medc.box.com/s/q8spkuhbqtqweep9a4c5frt7afmvzz0w
https://medc.box.com/s/tf6nryad28pw57p5we1z6ddt4ja3b3gw
https://medc.box.com/s/tf6nryad28pw57p5we1z6ddt4ja3b3gw
https://medc.app.box.com/s/rdnibhrwvegq7civ0hqadsxwdwthn7wq
https://medc.box.com/s/39tixvibvyck3o9kgdjvw890lwi2nsgv
https://medc.box.com/s/fwmrj5i3xjkp4id77qqm05nqgum3it8m
https://medc.box.com/s/ong50i1fplnldsakxnotr136ev8g9sva
https://medc.box.com/s/y4n41nkx74qa2kjigi9kuhw5v4ry0ohn

PROPERTIES AND SPACES

ACTIONS TO PROMOTE AND SHOWCASE
AVAILABLE PROPERTIES AND SPACES

— Examples

[] Usetemporary storefront and window treatments (e.g.
“This space is not empty, it’s full of opportunity!”
posters) to highlight opportunities on the street.

[] Organize and host periodic open house-style property
tours for prospective businesses, entrepreneurs and
investors to tour available properties and spaces.

[] Host a workshop to share hints and tips for building
owners to prepare and fill spaces, including examples of
funding sources, technical assistance, and commercial
leasing practices and options.

[] Host small-scale events, entertainment and networking
mixers at opportunity sites.

[] Work with property owners and agents to rethink and
adapt or retrofit appropriate sites for pop-up shops,
kiosks or other shared space or co-working
arrangements; and, possibly, to offer limited-term or
rent-reduced spaces as an incentive for new
entrepreneurs or pitch contest winners.

THE EXECUTIVE DIRECTOR'S ROLE

— Maintaining a current list of available properties made
available online and in a print-on-demand format

— Serving as a matchmaker to direct prospects to
appropriate properties and resources

— Sharing information on targeted uses and business
types showing potential for expansion and recruitment
with property owners and real estate professionals.

BOARD AND COMMITTEE ROLES

— Serving as eyes and ears on the street to monitor
changes and to help maintain a current inventory of
properties available

— Facilitating connections and helping to enlist partners
(i.e. property owners, real estate brokers, local
government, financial institutions, small business
technical assistance providers, etc.) in efforts to
promote opportunities and attract quality tenants.

— Discuss location and space needs with existing
businesses to identify possible expansion, shared space,
and relocation or trading spaces opportunities.

— Host regularly scheduled property owner meetings to
discuss available space and collaborate on strategies for
attracting new tenants to promote a wide and diverse
variety of business offerings.

Michigan Main Street Business Development Toolkit

THE COST OF AN EMPTY STOREFRONT

A circa 2012 Georgia Main Street-commissioned study
conducted by Donovan Rypkema with Place Economics
estimated the cost of an empty storefront—or lost
economic activity—at more than $386,000.

Estimates and variables have undoubtedly changed in the
time since the study was conducted, and could differ widely
based on other factors (i.e. geographic location, building
size, etc.). Still, the study and resulting estimate of lost
economic activity demonstrates how it’s in everyone’s best
interest to fill spaces with active uses, and to maximize real
estate—our districts’ most valuable commodity.

TOOLS AND RESOURCES

Presentation: Cost of an Empty Building

Worksheet: Cost of an Empty Building Calculator

Example: Vacant storefront treatment signage

Example: Coming Soon signage

Example: Property tour window cling

Example: Property tour event program

b

Wallplay Ground Floor Pop-Up Toolkit



https://medc.app.box.com/s/8utzgd06f8uir7r9oomyj1lv3jyynff0
https://medc.app.box.com/s/48u97ki2o1iywjpj1e9dai6zbs2qwxqt
https://medc.box.com/s/yqd7x1jpgmnp4n0qn4oi3wv6l5gt5cxd
https://medc.box.com/s/0ldl74lm2873u3byfzsnszz2oz6z2l5h
https://medc.box.com/s/ichrbbpehztafu8mzbnqvl1bt33lhdz3
https://medc.box.com/s/u5fqdo0ktmkyh0dtjvuntp9vp1a8vjdl
https://www.wallplay.com/toolkit

DEVELOPMENT OPPORTUNITIES

ACTIONS TO PROMOTE DEVELOPMENT

— Examples

OLD BUILDINGS | CONTEMPORARY USES

[] Work with partners to identify and pursue appropriate
tools and resources (i.e. grants, tax credits, etc.) to
promote development opportunities and to address
problem properties.

[] Using typical historic storefront footprints, create
examples of potential building modification ideas to
illustrate ways to maximize leasable space.

[] Package information for development sites in a Request
for Qualifications (RFQ) format to solicit interest.

[ ] Explore possibilities for the Downtown Development
Authority (DDA) to acquire, hold and develop property,
as allowed by state enabling legislation. et

[] Review existing land use plans, ordinances, and codes o, v, et

to ensure compatibility with uses targeted for

expansion and recruitment, including non-retail uses

(i.e. housing, processing and light manufacturing, etc.).

[] Work with local government officials and partners (i.e.
historic preservation commission, planning and zoning

commissions, and others) to ensure review processes
are streamlined to the extent practicable, and to map
development processes and corresponding protocols.

[ ] Create alist of possible development group members
who might invest in an “at risk” or historic building on

short notice if one becomes available. Ensure potential
members support rehabilitation that is sensitive to the

historic nature of the property and its surroundings.

THE EXECUTIVE DIRECTOR’S ROLE

— Build relationships with local and regional developers
and commercial real estate brokers

— Understand your market (i.e. rental rates, opportunities

for infill and rehabilitation, etc.)

— Develop an elevator speech on why development
should take place in your downtown

BOARD AND COMMITTEE ROLES

— Host an investors and developers meet & greet event

— Assess and understand the organization's structure,
authority and capacity for leading and participating in
development projects; and draft the organization's
policies for actively engaging in real estate
development projects

Michigan Main Street Business Development Toolkit

iy
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Promoting opportunities goes beyond tactics to simply
market properties, buildings and spaces. While those efforts
are important, strategies to adapt and maximize space, like
the Drawbridge Lofts & Shops redevelopment project in
Cheboygan, Ml should also consider business trends and
related adaptive reuse techniques, including designs to
maximize space; strategies for creating micro-retail, pop-up
spaces and shared spaces; and development opportunities
that could help to accommodate housing and other non-
retail uses that, collectively, make for a vibrant district.

TOOLS AND RESOURCES

“B  State of Michigan Downtown Development Authority
(DDA) enabling legislation (Act 57 of 2018, Part 2)

DDA Fact Sheet from MEDC

o)

o)

MEDC Community Capital Resources

Example: Request for Qualifications (RFQ) for
redevelopment site



http://www.legislature.mi.gov/(S(ijpskixc3enn0kmfdvlq0rud))/mileg.aspx?page=getObject&objectName=mcl-57-2018-2
http://www.legislature.mi.gov/(S(ijpskixc3enn0kmfdvlq0rud))/mileg.aspx?page=getObject&objectName=mcl-57-2018-2
https://www.michiganbusiness.org/4aef8d/globalassets/documents/reports/fact-sheets/downtowndevelopmentauthority.pdf
https://www.miplace.org/small-business/community-capital-resources/
https://medc.box.com/s/34ymrrlrn1ej1wjqqto4xmo35d1xpf6o
https://medc.box.com/s/34ymrrlrn1ej1wjqqto4xmo35d1xpf6o

