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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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WORKING WITH PROPERTY OWNERS
Downtown and neighborhood commercial districts do not exist without property owners. 
Moreover, the influence property owners can exert on efforts to shape and revitalize our districts 
can be significant – for better or worse – and reinforces the need to work, intentionally, to gain the 
trust, support, and participation of this key stakeholder group’s members. 

Communication  
Like in most downtown/district management  
efforts, communication is key. Simple and 
obvious tactics to communicate with property 
owners, like ensuring they are included on 
your newsletter’s distribution list, and that they 
receive a copy of your annual report, are no-
brainers. It’s a good start, but more personal 
and intentional communications efforts 
directed at this important stakeholder group 
might include:

• One-on-one conversations to establish 
a rapport, build trust, and gain a better 
understanding of each property owner’s 
motivations, goals, and plans for their 
properties. Remember that while some 
property owners, like building owner-
occupants, may naturally be more visible in 
the community and easier to link up with, 
a more diligent effort may be required to 
connect with those largely remaining behind 
the scenes or who live in other locales.  

• Hosting regularly scheduled property 
owners meetings, or creating a more 
informal Owners Club, where members can 
gather to discuss topics and share ideas of 
greatest interest and relevance to this group.

• Tailoring and targeting content of 
particular interest to property owners, 
like hints and tips for weatherizing your 
building, the launch of a new building 
improvement assistance or tenant 
recruitment marketing program, or the 
chance to more cost-effectively upgrade 
building utility connections and services as 
part of a streetscape reconstruction project. 
Guest speakers from local government and 
business support organizations might also 
be invited to provide updates on property-
related technical assistance programs and 
developments.
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EDUCATION 
It’s difficult to gain the support of someone who doesn’t know or understand what your 
organization does, or what’s in it for them. Property owners will often be most interested 
in how you can help protect and increase the value of their asset. It should be an easy 
conversation for most downtown or district management organizations to have, but 
some still struggle with making the case. Remember to:

• Gather input- Much like some of the very best forms of communication are a two-way 
street, so is education. Take time to listen and learn, to become familiar with basic real 
estate terminology and economics, to know the history of properties and their owners, 
and to gather input on property owner opportunities and challenges that might be 
universal to the district, and those that might be unique to individual properties.

• Target the conversation to your 
audience – in this case, the property 
owner. For example, emphasize those 
facets of your organization’s approach 
to downtown economic development 
that align with the specific interests 
of property owners. Some will see 
events as a good thing, but what’s 
more likely to capture their attention 
is how your organization works to 
promote investment (increased 
property values), strong businesses 
(quality tenants), and a safe, quality 
environment (protected assets).

• Share information that 
demonstrates value to property 
owners – and often a return on 
investment for dues or assessment 
paying members of a special district. 
Track and communicate impacts 
stemming from district services and 
programs, increases in property values 
and occupancy, and investments in 
surrounding infrastructure.

• Be a resource - Welcome new 
property owners and help them become familiar with the ins and outs of owning a 
property in your district. Help property owners navigate local development processes; 
share information on technical assistance, resources, and incentives with those 
contemplating changes; help promote – and target tenants to fill – available spaces; and 
keep owners advised of conditions or changes that could positively or adversely impact 
their properties and tenants.  
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A New Property 
Owner Welcome 
Packet from 
Downtown Stockton 
(CA) Alliance 
introduces new 
property owners to 
the organization, 
acquaints them with 
its programs and 
services, and includes 
a directory to other 
helpful resources.
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Engagement
If you’re performing well in the areas of property owner communication and education, chances are you’re 
already engaging property owners in new and more meaningful ways. Owners who are not only vested in 
their properties, but in the well-being of the district and your organization, are enviable allies who can help 
and exert influence in highly positive ways by:

• Bringing a positive voice to planning processes and proposals for change

• Lending first-hand insights and experience to the organization on real estate and 
building-related projects, programs, issues, and opportunities 

• Purchasing and investing in additional district properties

• Consulting with or serving as mentors to prospective and new property owners

• Offering powerful testimonials for the organization, and for the district as a place to 
invest

• Communicating with peer group members who may be sitting on the sidelines, or who 
have yet to be convinced

Gaining the trust, support, and participation of property owners takes time and commitment. But investing 
in ongoing efforts to communicate and build strong relationships, to learn from each other, and to involve 
property owners in meaningful ways – while often unseen and under-appreciated by many – can help 
lay the groundwork for successful and sustainable downtown economic development initiatives and 
collaborations. 

Additional Resources 
New Property Owner Welcome Packet from Downtown Stockton (CA) Alliance

https://www.downtownstockton.org/wp-content/uploads/2022/04/propertyownerwelcomepacket3.11.2022-1.pdf



