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In 1998, the study found that
95.6% of the companies were locally Nature of the Establishment, 2009
owned and operated while 4.7% were
regional or national chains. In 2009,

researchers found that 7.0% percent of National
the companies report being either Chain, 4.0%
regional or national chain Locally

est?bllshments (UF.) 2.3% from 1998), Owned & ~—__ Regional
while 4% companies were franchised Operated, Chain. 3.0%
locations. Nearly ninety percent 83.0% \ '
(89.0%) of businesses surveyed are Franchise,
locally owned and operated companies 4.0%

(down 6.6% from 95.6% in 1998) and
21.7% of firms report that all their
employees live in Yellow Springs, while
28.2% report that over half of their
workforce lives within the study area.

Nearly three-quarters (72.0%) of the firms in Yellow Springs have been in operation for
at least ten years. The average age of a business establishment in Yellow Springs is
approximately 25 years of age, and 38% of the businesses surveyed have been in business
25 years or more. Twenty-eight percent of establishments report that their business is
fewer than 10 years of age. This differs from 1998, when 40.0% of the firms surveyed
reported that they were less than 10 years of age.
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The majority of businesses (69.6%) surveyed began their business at the current location
in Yellow Springs. One-in-four businesses (28.4%) have made the decision to relocate. Just
fewer than three percent (2.9%) of the respondents indicated that they relocated from a
location outside the study area, while 25.5% of the businesses originated and remained in
the study area. The most frequently cited reason for relocating the business was to acquire
more space or secure a better location. Additionally, 23.8% of the respondents indicate that
they intend to renovate or expand their operations in the Village of Yellow Springs within
the next two to three years. As witnessed in 1998, nearly 95% of companies indicate that
they have no plans to relocate to another jurisdiction in 2009, or close or sell their business
in the next two to three years. Those businesses considering closing or selling their business
cite a lack of business or a loss of profits, while several firms say that they would sell or
close if they retired.

Nearly sixty percent of businesses believe that their company’s primary market is local.
However, 50.0% of businesses surveyed also believed that their primary market was
regional while 11.8% of the business owners believe that their primary market is national
base and 5.9% international.

When asked where the majority of their customers lived, nearly half of the
companies surveyed (48.0%) believe that their customers live within the Miami Valley
Region—a four county region consisting of Greene, Clark, Montgomery, and Miami
Counties, while 26.5% believe their customers live outside the region. In addition, 22.5% of
the firms surveyed report that their customers live within a single county of the region,
Greene County, which is also home to the Village of Yellow Springs. Finally, 43.1% of the
businesses surveyed also believe that the majority of their customers live in the Village of
Yellow Springs.
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Forty-one percent (41.0%) of companies responding reported increased customer traffic
over the last two years (down 25.7% from 1998), while 36.1% reported no noticeable
difference in the number of customers seen. However, this increase in patronage is not
reflected in overall profitability—only 31.8% of the companies responding indicated that
profitability has increased over the past two years—a difference of 38.9% from 1998.
Furthermore, sales volume in both dollar amount and quantity of services/goods sold is not
reflective of the increase in patronage either—while 41% of companies reported increase
customer traffic 33.3% of companies reported an increase in sales and 28.8% reported an
increase in the quantity of goods sold. For a complete breakdown of customer patronage
and sales over the previous two-year period, refer to the chart below.

Business Climate over the Past Two Years
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When companies were asked if they had undertaken activities to improve the business
environment in the past two years or planned to do so in the next two years, 41.1% of firms
reporting say that there has been no change in their advertising budget over the last two
years, with the rest of the firms nearly divided over having an increased advertising budget
(28.9%) versus having a decreased advertising budget (30%). However, 56.9% of firms
report they have participated in joint marketing efforts or intend to participate in joint
marketing efforts in the next two years. Interestingly, 16.9% more firms in 2009 reported an
interest in shared advertising services than in 1998.

In an attempt to improve their business environment, 75.5% of companies reported that
they either upgraded their goods and services over the previous two-year period or plan to
in the next two-year period. Similarly, over half of the businesses also report that they
either have or plan to remodel their facilities or computerize their records and/or inventory
(55.9% and 58.8% respectively). Only 28.4% of companies have or will change their business
hours.

Activities Undertaken to Improve the Business Environment
W 1998 m 2009

Upgrade Mix of Goods and/or Services 75.59%
Computerize Records/Inventory
Participate in Joint Marketing Efforts

Remodel Facilities

Attend Business Training

30.2%

Change Business Hours 28.4%
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In 1998, the most common activity undertaken was also to upgrade the mix of goods
and services. Nineteen companies reported that they had done so in the past two years,
four were planning to in the next two years, and thirteen companies had in the past and
planned to continue to do so in the future.

Businesses were asked if they planned to renovate or expand their operations over the
next two to three years. 23.8% of the businesses indicated that they did (down 3.7% from
the responses in 1998) and 19.6% were uncertain. When those companies planning to
expand were asked what the nature of this expansion might be, the majority, 62.5%, believe
that they would invest in additional equipment or technology. Additionally, 45.8%
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companies also believe that they will expand the service geography and/or the services
offered to their customers. For a detailed look at the responses, refer to the chart below.

If you are expanding, what is the nature of this expansion?

Additional equipment/technology
Larger service area/geography
Additional services for customers
Additional product lines
Increased floor space

Increased staff

Other

T T T T

0.0% 10.0% 20.0% 30.0% 40.0% 50.0% 60.0% 70.0%

Companies were also asked if they had any barriers to renovation or expansion. Nearly forty
percent (39.8%) indicated that they did. Of those who responded that they had barriers to
expansion or renovation, the most frequently cited barrier to expansion was finances. The
second most frequently cited barrier was roads. The third most frequently cited barrier was
energy closely followed by transportation/freight (12.9% and 12.9%, respectively). For a
complete breakdown by barrier, refer to the chart below.

What are the major constraints on your expansion?

Finances

Roads

Other

Energy Costs

Transportation/Freight

Lack of Skilled Employees

Identifying and Accessing New Markets

Local Taxes
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In 2009, 94.9% of all companies reporting have absolutely no plans to relocate to
another jurisdiction. The other 5.1% of organizations plan to relocate in the next two to
three years—up 1.2% from 1998. Two companies cite planning to relocate to another
jurisdiction due to costs, while others are looking for a larger market. The final company
plans to relocate if Yellow Springs starts to decline.

EMPLOYEES

In 1998, the majority of
companies were described as small Full-time Employees
companies—with five or fewer
employees. The same is true at the
time of this report. The majority of

businesses (70.7%) in the Yellow 5-9 Emp,
Springs study area employ fewer 13.4%
than five employees. Similarly, 0-24
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part-time employees and, when
necessary, the majority of

50-99
employers utilizing seasonal help Emp, 3.7%
employ fewer than five workers.
Just over 13% of full-time employers 100-249
Emp, 1.2%

employ 5-9 people, 9.8% employ 10-
24 people, and the remaining 6.1%
employ 25 employees or more.

Part-time Employees, 2009 Seasonal Employees, 2009

100-249
Emp,
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Over half (58.3%) of companies report that employment has remained stable over the
past two years and 69.4% of firms expect employment levels to remain constant over the
next two years. One-quarter of the businesses report that employment has increased since
2007 and one in four also believe that employment levels will increase over the next two
years. However, 5.4% of all firms report vacancies in their place of business, while 94.6% of
organizations have no vacancies.

According to the 1998 Business Retention and Expansion Report, one of every three
employers paid their full-time employees between $6.01 and $10.00 per hour. On the other
end of the pay scale, eight (Six of these were manufacturing firms.) other companies report
employee average wages per hour between $14.01 and $16.00. In 2009, 12.7% of
employers reported wages under $10—half that reported in 1998 and 12.7% also reported
wages greater than $10 but under $14, while 15.7% reported wages in excess of $14.

Over eighty percent (81.8%-up from 35.6% in 1998) of companies offer full-time
employees health benefits and 54.5% offer retirement (22.2% in 1998). Nearly ninety
percent (87.3%) of firms give their full-time employees vacation days and 65.5% also offer
sick leave. Over 70% of reporting companies offer no health benefits, retirement, vacation,
or sick leave to part-time employees.

Benefits Received by Employees

M Full-time M Full-time L Part-time LI Part-time
2009 1998 2009 1998
[)) -
100.0% 37.3%
81.8%
80.0%
60.0%
40.0%
20.0%
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Health Insurance Retirement Vacation Leave Sick Leave

Employers were asked to consider if their current workforce meets their skill
requirements. The majority (97.8%) of businesses feel that their current workers’ skills meet
their needs very well (65.6%) or fairly well (32.2%). Only 2.2% of firms have employees
whose skills fail to meet their current needs and 8.1% of organizations believe that it is very
hard to retain qualified workers. In addition, 29.7% of employers find it hard to find
qualified applicants to fill job postings, but 13.3% report that they have problems with
recruiting qualified skilled employees.
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LOCAL BUSINESS ENVIRONMENT

Respondents were asked to tell interviewers about their overall opinion of Yellow
Springs as a place to conduct business. Eighty-five percent of respondents were pleased
with Yellow Springs as a place to conduct business—up 29% from 1998. In fact, one of every
three respondents (36.4%) noted that Yellow Springs is an excellent place to conduct
business. Similarly, over ninety percent (91.9%) of respondents were satisfied with the
current location of their business. In addition, businesses cited Yellow Springs community
characteristics like the location of the Village, the personality of the town, and the
walkability of the community as the greatest strengths of the area for conducting business.
The three most frequently cited weaknesses of Yellow Springs as a place to conduct
business are the costs of doing business in the Village, the small local atmosphere and the
small local and limited supportive economy, and parking.

Yellow Springs as a Place to Conduct Business

H 2009 1998
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Businesses were asked who their major suppliers were. There was no consistent theme
among the responding businesses. In addition, businesses were asked if the suppliers were
not local if there were local companies that offer similar services. Out of the 70 respon-
dents, 97.1% implied that there are no local companies that offer similar services.
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Businesses were provided with 10 public services provided in the business district and
were asked to rate the quality their public services. Overall, the majority of businesses felt
that their public services were good to excellent. Fire was the highest rated public service—
97.9% of respondents agreeing the service was good to excellent. Over 90% of firms also
rated four other public services as excellent or good, the public school system, gas, police,
and waste disposal. Approximately three of every four businesses felt the sewer, electric,
and street lighting, as well as two of every three establishments felt that water and roads
were good to excellent in the Yellow Springs area.

How would you rate the quality of public services/infrastructure?
(Good/excellent)

Fire 97.9%
Public Schools 92.4%
Gas 92.0%
Police 91.0%
Waste Disposal 90.1%
Sewer 78.3%

Electric 78.2%
Street Lighting 74.7%
Water 65.6%
65.3%

Roads

0.0% 10.0% 20.0% 30.0% 40.0% 50.0% 60.0% 70.0% 80.0% 90.0% 100.0%

When asked to rate access to supportive infrastructure, the majority of businesses also
felt that access to the highway/freeway system, airport facilities, and other markets were
good to excellent—91.1%, 83.1%, and 82.5% respectively. Only 42.6% of respondents felt
that access to transport services was good to excellent, but when examined for
manufacturers, the most likely facilities to require transportation services to move their
products to other markets, three out of four felt that access was good to excellent. Two of
every three retail establishments felt that transportation services were fair to poor in the
Yellow Springs region.

Just over 65% of respondents felt that the cost of telecommunication services in Yellow
Springs was good or excellent and 87.2% of businesses felt that the current
telecommunications services available in the Yellow Springs area meets the needs of their
business. However, of the 12.8% of respondents who said that telecommunication services
were not adequately meeting their needs, a lack of competition for the local service
provider was cited the most frequently. The majority of respondents felt that another
provider should be allowed or encouraged to enter the Yellow Springs market area.
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Frequent outages and spotty service was the second most cited reason for dissatisfaction
with telecommunications in the area.

In 1998, companies were presented with a list of sixteen factors that affect the business
environment, and they were asked to rank the top needed improvements. Using a weighted
calculation, the most desired improvement was to address the parking situation (meaning
the need for more spaces or for spaces to be more conveniently located). A second tier of
concerns relates to the improvement of the exterior appearance of the Village and a
reduction of traffic congestion.

In 2009, nearly ninety percent (87.0%) of respondents rate the amenities in the
downtown business district as good or excellent—up 11% from 1998. Just as it was in 1998,
two of every three respondents (63.1%) believe that there is no need to expand the area of
the Central Business District in Yellow Springs. Little has changed since 1998. The two most
frequently cited necessary improvements to the business district were an improvement of
the parking situation, including more spaces and/or spaces that are more conveniently
located within the Village, and additional types and numbers of businesses resulting in a
greater business mix. In fact, firms were asked if they believed there was sufficient parking
in the downtown area and 70.4% of businesses responded that there is not enough parking.
In 1998, 72.0% of respondents felt that there was insufficient parking in the downtown
business district. In addition, businesses also felt that an increased number of lodging
spaces and/or facilities is needed in Yellow Springs. Finally, just as indicated in 1998, firms
also felt that improvements to the exterior appearance of the business district were a
necessary improvement.

Amenities in the Downtown Area

H 2009 1998
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In both surveys, businesses were asked to rate available business development
organizations. In 1998, researchers found that the majority of companies were not familiar
with three of these organizations. Specifically, 76.0% of companies were not familiar with
the services of the Small Business Development Center (SBDC). In addition, most companies
were not familiar with the Greene County Department of Development (60.0%). Businesses
were most familiar with the services offered by the Village and the Chamber of Commerce.
However, one-quarter of the respondents found them not to be very helpful.

In 2009, seven out of ten (73%) firms responded that they have never approached a
local, state, or federal organization to discuss their business needs or expansion plans. Sixty
percent of firms who reached out to the Yellow Springs Chamber of Commerce found the
organization to be helpful. Similarly, 35.2% of the firms that sought assistance from the
Greene County Department of Development and 29.2% of the firms approaching the Village
of Yellow Springs found these organizations helpful, while only 14.2% of the establishments
who approached a small business development center found their assistance to be helpful.

Businesses were also asked what these four organizations could do to improve the
overall business climate in Yellow Springs. Businesses suggested that the Village could
improve the downtown amenities and business district infrastructure like adding more
parking spaces, upgrading the lighting, adding landscaping and benches, repairing the roads,
and cleaning up the business district. Other suggestions included changing the zoning and
providing tax abatements to attract new businesses. The most frequently cited suggestion
for improvement in regards to the services that the Chamber of Commerce provides was to
concentrate on the advertising efforts of its members by producing more publications of
Yellow Springs, making more of an effort to promote local businesses, promote the Village
more to areas outside the Village of Yellow Springs, and recruit businesses for group
advertising. Furthermore, one third of the businesses responding to what the Greene
County Department of Development could do for their business were not familiar with the
organization or the services it could offer them. Finally, the majority of the businesses
responding to what the small business development centers might be able to for them also
were unfamiliar with the small business development centers or their services.
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RECOMMENDATIONS

Survey results indicate that the respondents were pleased with Yellow Springs as a place to
conduct business. Business owners/managers seem satisfied with the overall community
but recognize that improvements can be made to the business climate. It appears that there
is support among survey respondents for the creation of business collaboratives to address
the concerns about business retention and expansion in the Yellow Springs study area
discussed in this report.

e The Village and Chamber should develop a follow-up process to identify those firms
with barriers to expansion. This may include a series of business focus groups or
roundtables.

e The Village and the Chamber should continue to assess the business community’s
perception of strengths, weakness, barriers, attractions, and available services in a
Retention and Expansion Survey deployed every five to ten years.

Despite the recent downturn in the economy, businesses in the Yellow Springs study area
maintain a healthy outlook about the environment. A number of firms expressed
desires/plans to renovate or expand and many businesses mentioned barriers to these
plans. In addition, businesses reported a lack of awareness when discussing the services
offered by the Village, Chamber of Commerce, and the Greene County Department of
Development.

e Each of these organizations should create educational literature for small retail
establishments, to distribute to the businesses, designed to introduce the
organization and define the services available to local business owners.

e The Village and the Chamber should also develop activities designed to address the
barriers to renovation and expansion identified by businesses.

Just as it was in 1998, parking continues to be a problem in 2009. Firms cite a shortage of
spaces and convenience when speaking of the current parking situation and a lack of
satisfaction with the appearance of the central business district.

e The Village and the Chamber of Commerce should work collaboratively to address
the parking issues as expressed by the study area businesses.

e One possible solution is to draw business district clientele to areas where lot parking
is available by clearly marking all available lots and infrequently used parking areas
with easy to follow signage directing traffic to these areas.

e Furthermore, business owners in both surveys identified the need for central
business district clean-up and exterior maintenance/renovation to improve the
appearance of the district. The Village should design a program to help businesses
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clean up and enhance their properties, possibly enforcing minimum property
maintenance codes.

Survey results indicate that many businesses are open to the possibility of participating in
collaborative advertising.

e The Village and/or the Chamber of Commerce should attempt to educate businesses
about and connect additional members from the business community with the
Yellow Springs Together cooperative marketing plan.

As discussed in the introduction, the purpose of the study was to assess attitudes or
perceptions about the business environment in and around the Village of Yellow Springs. It
was not an analysis or assessment of the economic health and stability of the business
environment or the effects of recent business closures in the study area. It is important to
understand the state of the local economy.

e Local economic development officials should conduct an economic impact study to
learn how these changes have and will affect their community. Closures affect more
than just the workers. Businesses pump money into the local economy. An economic
impact study is an attempt to illustrate how these changes may affect the local
economy. It also provides the necessary data to plan for these changes.

e The Village or Chamber of Commerce should conduct exit interviews or surveys with
the businesses who decided to relocate to other areas to inform economic
development officials of the barriers to expansion or retention driving their decision
to leave.

e The Village should also continue to sponsor the cost of living study every ten years.
The intent is to form a better understanding of costs for food, clothing, housing,
transportation, and a number of other categories in the community and how the
Village compares to others in the region—because the cost of living affects where
people choose to live.






