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The conference speakers provided examples of how retailers in the current environment, competing 
with large online stores who are constantly increasing their convenience and affordability factors, 
can adapt and survive, including: 
• Extending their hours later into the evening (perhaps consider opening later if necessary, but retailers 

should be open consistently until at least 6:00pm or later) 
• Expand their knowledge base of their customers— find out what their customers are choosing to buy 

online or elsewhere and try to carry more of those types of things 
• Capitalize on the “Vermont brand” in marketing initiatives
• Have an e-commerce website to sell products online
• Provide customers with an experience of some type— add in things (tea/coffee, popcorn, playroom for 

kids, etc.) or combine with another business or organization (yoga, knitting, etc.) to make shopping 
and/or being in the store an experience they can’t get online 

• Be actively involved with downtown partnerships to co-create and execute shopping promotions 
• Find ways to get people into the store or engaging with the brand in some way— examples include 

clothing stores hosting fashion shows, book shops hosting book clubs, a business hosting a paint and 
sip, etc.

• Collaborate as a downtown without a proprietary, competitive approach 
• Differentiate themselves from online stores— price match, set high standard of customer service, 

loyalty programs, become the gourmet meal to their fast food 

As a downtown, there are also a number of things to consider doing as a community: 
• Add maker spaces, general stores, hardware stores, pharmacies, co-working spaces, farmer markets, 

etc. to the downtown area— places that will continue to draw people into the downtown on a regular 
basis

• Have some type of “draw” business that people will travel to go to— restaurants are a good example. 
• Have a strong food/beverage community— there’s been a 50% in spending in those areas over retail in 

the last few years
• Provide outdoor areas for recreation and events to continue drawing visitors into the downtown
• Establish themselves as a certain “niche” market— antiques, etc. 
• Having a clear master plan that includes retail growth 
• Make investments into the downtown that trigger private investment
• Make town as aesthetically attractive as possible to increase visitors and and attract businesses
• Create strong collaborations whenever possible
• Invest in economic development initiatives

Speakers also discussed the current challenges facing retailers, including: 
• A possible increase to minimum wage
• A struggle to find quality employees 
• Paid family leave and health care costs 
• Amazon is consistently increasing its reach (examples: whole foods purchase and Amazon Wardrobe) 
• Lack of parking
• Shrinking profit margins


