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GENERAL QUESTIONS

What about the fact that this is more of female oriented pandemic. Hospitality workers that are 

laid off tend to be more female and front-line workers in hospitals tend to be more female. 

And then childcare and now teaching from home type issues? Previous recessions were more 

male based, so how is the impact and recovery different if it is more female oriented?

To date, women make up more than 60 percent of workers who have lost jobs because of the 

coronavirus, according to the Institute for Women’s Policy Research. Women add a 

tremendous amount to the workplace, to the creative aspect of retail development and 

merchandising, and to our overall economy. It’s unknown how this disparity will affect 

recovery efforts, but we recommend focusing on closing the wage gap within your own small 

businesses, supporting women in the workplace, and being mindful of childcare barriers that 

all families are facing. – JG 

Any best practices for DDA Directors to support retailers and small business access to funding 

grants and business expertise through the hard times ?

Our top recommendation would be to become a member of the International Council of 

Shopping Centers. While that may seen counterintuitive to downtown revitalization efforts, 

ICSC’s membership for public sector employees is $100 per year and includes access to 

trainings, webinars, white papers, and up to the second information about federal funding 

and national retail development. These trends and strategies can easily be translated to a 

more local level. – JG 

Do you know of services like Doordash that do non-food delivery? I'm thinking for our urban 

garden center, our clothing stores, our hardware stores. Are you seeing more of this need?

In many communities, locally owned delivery service companies are emerging that utilize 

relationships with local businesses to deliver all sorts of goods and services. The need for this 

service is growing, especially as the older or more immunocompromised populations remain 

isolated or quarantined. – JG 
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GENERAL QUESTIONS (cont.)

What expectation is there that apparel retail will be reluctant to allow customers to try on 

clothes post-COVID-19?

Certainly the processes to ensure sanitation and to increase consumer confidence in re-

entering the market are top of mind for many small business owners. Apparel is a category 

of businesses that has already experienced steep decline in sales. Moving forward, we are 

seeing the ability to try-on or return merchandise diminishing, especially in the immediate 

re-opening. Merchants should be implement robust communication plans to make policies 

clear and to serve the customer as best they can in these trying times. – JG 

LEASE TERMS

Appreciate this advice about a building inventory but our local realtors have told our BID to 

cease and desist on keeping square footage and rental rates because we are not licensed 

agents - we simply keep a list of addresses and whatever contact info is posted on signage 

or in windows - they’ve tied our hands.

BIDs should not be involved in making real estate deals; however, square footage 

information is available in the public realm through tax records, and if the tenant shares 

lease rates with you, it’s yours to keep. This information should definitely not be publicized 

though, but is rather a tool to help you better manage your Downtown real estate. – JG 

Lease price and term is confidential...strategies to get this information??

Relationships are king in real estate. Get to know your tenants, and ask the right questions. 

“How are you doing throughout this crisis? Is your landlord being flexible with rent relief or 

deferrals? Are you satisfied with your square footage? Think you need more or less?” Many 

times these genuine, concerned conversations will lead to additional information that will 

helpful as you monitor and attempt to backfill your real estate.” – JG 
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DESIGN

Any ideas on how to promote safety along sidewalks/ in the public realm as pedestrian

traffic increases?

Reach out to your respective planning, transportation, and/or public works department to 

discuss your concerns and their plans. If they have not crafted a strategy, request that on-

street parking or entire streets be dedicated to queueing, walking, or dining. The density 

of businesses and width of sidewalks in your district will begin to define these 

opportunities. For example, similar to traffic, creating clearly demarcated lanes for 

pedestrians is essential (see photos in Appendix). Disallow the use of a-frame signs to 

provide the greatest unobstructed flow possible. The businesses play a role in this too - a 

few best practices found that preassigned time windows for customers to visit or pickup 

the goods and services needed is essential in the re-entry period. – BB 

Many of us are more concerned with encouraging smaller, street level, storefront retail rather 

than shopping centers. Do you see design implications going forward, say for entryways, 

window design?

&Access's Back to Brick & Mortar guidebook addresses storefront retail. From our 

research, we found that entryways should be touchless if possible or integrate handsfree 

door pulls (this would be a great opportunity for district management to help out). 

Additionally, storefront windows should be leveraged for signage about the experience, 

including updated hours of operation, how many people can enter at a time, what to 

expect once you do, and any menus. These signs should be legible from 6-10 feet away if 

not more. &Access is currently working on a graphics package for districts and small 

businesess. Reach out to Bobby Boone, if you're interested. – BB 

Our business improvement districts are in NYC where businesses' footprints are small & drive 

thru isn't an option Are there guidelines or areas that have successfully addressed reopening 

under these circumstances?

Yes, there are examples throughout the nation, but not available as a compiled resource 

for district managers. As mentioned in the previous question, the Back to Brick & Mortar 

guidebook outlines strategies for business owners based upon our professional expertise. 

Feel free to reach out with any specific questions. – BB 

https://andaccess.com/back-to-brick-mortar
https://andaccess.com/back-to-brick-mortar
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DATA

If we had that kind of week to week psychographic data and movement data, how would you 

see its use?

Understanding your customers is the first step to anticipating what is needed in your market 

in terms of products, businesses, services, etc. Understanding changes in essential trips that 

can shape recommendations on business hours or inform delivery service offerings; 

understanding not only whether people are traveling, but also trends in destinations, can 

help design guidance to protect public health and essential needs of communities; and 

helping identify when a local business tends to be the most crowded to plan for outdoor 

seating or additional methods to support crowds while respecting social distancing are all 

uses of this type of mobility data. – JG 

With so many currently working from home and not coming Downtown, what will be the 

impact on consumer behavior if more people aren't required to come Downtown each day to 

work and its impact on all of the retail spaces in our Downtowns.

As consumers and residents begin to return to their normal schedules, including returning to 

the workplace, retail and restaurants will likely benefit. Strategies such as delivery to offices 

or quick and simple curbside pick-up will remain effective and important to support 

consumer confidence. – JG 

Seeing that clothing retail dropped more than 50%, would you say that this could imply there 

is still a place for in-person retail storefronts, or is it more an indication that we need retailers 

to get in line with e-commerce, or perhaps just that during a pandemic that buying clothes is 

not a priority?

We do expect the apparel category to pick-up in terms of demand, but the steep decline, 

likely due to apparel not being an essential product, and due to a dramatic shift in daily 

activity of consumers, will require retails to implement an omnichannel retail strategy. Brick 

and mortar stores will remain essential in the retail marketplace, but stores MUST be 

accessible and available online as well. It will be mandatory moving forward for success. – JG 
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GOOGLE MOBILITY

How should we approach using Google Mobility data?

Google Mobility reports track daily movement across your county and state with historical 

trends. The percent changes for each day are compared to a baseline value for that day of 

the week. The baseline is the median value for each day of a five week period. It takes about 

2-3 days to produce each report. When utilizing the data for your respective districts, it is 

important to understand the geographical limitations as a countywide data set. Your district 

likely represents a portion of businesses tracked, and the data best represents how 

consumer behavior is shifting. Compare the Google Mobility reports with the changes you 

see on the ground. This may include reaching out to your businesses to understand how 

their sales correlate or tracking weather's impact on mobility. As mobility begins to 

consistently uptick, inform your businesses with the intent of prepping their operations (e.g., 

ordering a comparable percentage increase in products week over week). If you have the 

staff capacity, consider producing district reports on a weekly basis that includes this data, 

other trends, and local health and safety protocol. The data is free and accessible and can 

be found here. – BB

RESTAURANT TRENDS

Drive throughs don't really work in an urban environment. How are these businesses adapting 

business model for downtowns?

Repurposing parallel parking as temporary pick-up lanes, dedicating parking spaces as 

exclusive for curbside pick-up, and prioritizing end cap buildings that may can utilize alleys 

for drive-through space are all considerations businesses should make moving forward. 

Creativity and temporary spaces will be key. We’re not looking to reimagine the built 

environment forever, but thinking outside the box and relaxing guidelines, codes, and policy 

will be key for success. – JG 

https://www.google.com/covid19/mobility/
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RESTAURANT TRENDS (cont.)

Building off the last question: what about walk-up windows in dense downtown areas for 
pedestrians? Is this prohibitively costly for small businesses/landlords to design and build?

Cutting a window in an exterior wall is less costly than you may think. Walk-up windows are 
a terrific strategy, as long as there is a queuing area for those waiting for their goods. 
Weather can be a detractor, but for the immediate re-entry and re-opening, this is a terrific 
way to serve customers. – JG 

With the Chipotle pickup thought: as people have somewhat gotten into the pick-up and eat 
at home pattern, will this become more of a trend, entertaining at home with carry-out rather 
than going out for a dining experience.  Should upscale restaurants pivot to more take out?

Absolutely. Moving forward, fine dining establishments are at risk. Outdoor seating, 
capturing as much ambiance as possible, is a great consideration, and implementing 
promotions and campaigns like meal kits to-go, family size meal offerings to-go, cocktail kits 
to-go, or even whole bottle wine sales to-go are methods to soften the blow. – JG
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APPENDIX
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