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BUSINESS ALLIANCE FOR LOCAL LIVING 
ECONOMIES  



IN JANUARY 2016 WE CONDUCTED A 
“MAIN STREET SUCCESS SURVEY” 

WITH THE HELP OF THE GIRL SCOUTS, WE 
WERE ABLE TO SURVEY 121 AREA 

COMMUNITY MEMBERS. 

THE FOLLOWING IS A BRIEF OVERVIEW OF 
THE RESULTS OF THAT SURVEY.



SURVEYS – KEY OBSERVATIONS

Key Factors in Decision to 
Locate/Remain in Crosby
1. Good place to raise a family
2. Proximity to family and friends
3. Career or job opportunities
4. Safe community
5. School system

• 40% do the majority 
of their shopping in 
Crosby

• 40% do the majority 
of their shopping 
60+ miles from 
Crosby

88% would like 
the opportunity to 
do more of their 
shopping in 
Crosby

121
Respondents

Crosby was the top-
rated community for 
satisfaction with local 
shopping and dining 
options

96% find Crosby to be a 
friendly and welcoming 
community.

81% felt the business 
climate in Crosby has 
improved over the last five 
years



GOAL
INCREASE LOCAL 

SPENDING BY:



• IN 2016 OUR CITY SALES TAX BROUGHT IN APPROXIMATELY $609,000 ($19,526,000 
TAXABLE SALES)

• A 10% INCREASE IN SPENDING IN 2016 WOULD HAVE BEEN EQUIVALENT TO 
APPROXIMATELY $21,478,600 IN TAXABLE SALES IN THE CITY OF CROSBY, AN 
ADDITIONAL $1,952,600 OF TAXABLE SALES.  

• AN INCREASE OF 10% OF LOCAL DOLLARS SPENT WOULD PROVIDE AN 
ADDITIONAL $20,000 FOR EACH OF OUR 3 SALES TAXES:

• CITY SALES TAX, PARKS & RECREATION & HOPSITAL DISTRICT

• IMAGINE WHAT  AN ADDITIONAL $ 1,952,600 IN TAXABLE SALES COULD DO FOR 
OUR BUSINESS COMMUNITY AND YOUR BUSINESS (AN AVERAGE OF AN 
ADDITIONAL  $33,600/BUSINESS) 

FACTS



HOW DO WE INCREASE LOCAL SPENDING 
BY 10%?

• LOCAL BUSINESS OWNER
• If we aren’t supporting our local community stores, how do we expect our 

residents to?

• EDUCATION OF EMPLOYEES
• We NEED to educate our staff, especially our “face of the business” employee on 

the importance of why we should shop locally – Chamber will be hosting 
Customer Service Trainings this spring/summer

• PUBLIC POLICY
• Encourage our local government/public offices to implement a local purchasing 

policy

• COMMUNITY MEMBERS
• Education on how important it is to shop locally-if we don’t support what we have, 

eventually we won’t have it anymore.   We need to UNITE as a community in every 
aspect. 



ACTION PLAN

DOOR TO DOOR EDUCATION WITH 
OWNERS/MANAGERSApril –

May –

June –

DOOR TO DOOR EDUCATION WITH 
OWNERS/MANAGERS AND 

EMPLOYEES. ALSO OUTREACH TO 
POLICY MAKERS

HALF PAGE AD LAUNCHING 
PROGRAM TO INCLUDE EDUCATION 

FOR PUBLIC 



MARKETING IDEAS

Additional 
ideas

• Window Clings 
(Business & Auto)

• Table Tents
• Buttons



BE CREATIVE & WORK TOGETHER
Package Ideas to promote multiple businesses

Weekend away- Golf 18 holes for 2, $50 credit towards supper & 1 nights stay at motel for 
$xxx.xx
Spa Day- 1 day at fitness center, pedicure & manicure, wine & roses for $xxx.xx
Buy a grill & receive $25 in groceries
Valentines “one stop shop”: Chocolates, flowers & manicure 
Buy a kitchen table & receive a large pizza

1. Complimentary products and services
a. A home remodeling business partners with a home cleaning business or 

furniture store

2. Creative parallels
a. A hair salon could partner with a pet care salon and give discounts if you bring 

your pet the same week you get your hair done.

3. Local favorites
a. An auto repair shop could feature baked items from everyone’s favorite bakery 

in town.



BE CREATIVE & WORK TOGETHER CONT.

4. Seek out frenemies
a. Same industry companies could sponsor a local event/charity together. 
b. Health spa and medical clinic 
c. Home cleaning with a catering service could package a “holiday event 

package” (clean your home before and after event while also providing food for the 
event)

d. Mortgage broker, realtor, moving company can all buy an ad together to 
promote their working together as a team.

e. Flower store, salon and dry cleaning:  buy a dozen roses, get a manicure and $50 
worth of dry cleaning.  (Make a package together for birthday gifts or holidays)

f. Interior design firm and furniture store:  Teach a class on how to coordinate a 
room.

g. Offer frequent buyer cards
h. Set up displays in other business’ locations.
i. Include promotions and discounts for partners on invoices.
j. Share a booth at a trade show.



BE CREATIVE & WORK TOGETHER CONT.
• On your website, list all vendors you partner with.   Also link Crosby Area Chamber 

on your website. 
• Put joint flyers or postcards in shopping bags.
• Print coupons on receipts for other businesses.  (Hardware Hank prints $3 coupon off 

gas at Sorum’s and Sorum’s prints $3 coupon off for Hardware Hank)
• Make “New resident” packets full of discounts and offers to shop local in town.
• Approach bigger businesses in town and offer a “corporate” discount for employees. 

(Lighten Up could give 5 or 10% discount for hospital or school employees for 
monthly membership or group classes)

• Ladies nights every Thursday night in the summer (after hours event and partner with 
local bars)  Purchase a qualifying purchase at a store (discount for coming) and get a 
free drink at the local bar.

• Postcards of “If you like our shop, we think you’ll like…”
• Shop local day – highlight a promotion or talent of each store. (wine tastings or how 

to’s (DIY)…)
• Update our visitor guides to highlight all the local places (walking trails, dog parks, 

date ideas for under $20, farmer’s markets, etc)

The ideas are endless….



COMMUNITY REWARDS

• FOCUS ON “RETAIL SECTOR”
• STAMP FOR EACH RETAILER VISITED – DRAWING EACH 

MONTH FOR CHAMBER BUCKS (JUNE - $25; JULY - $25; AUGUST - $75)
June-August

September-November

December-February

March - May

• FOCUS ON “NON-PROFITS/ORGANIZATIONS”
• LOOKING TO HOST A “LEAD LOCAL” TRAINING WITH 

NDSU CENTER FOR COMMUNITY VITALITY

• FOCUS ON “FOOD SECTOR”
• STAMP FOR EACH FOOD BUSINESS VISITED – DRAWING 

EACH MONTH FOR CHAMBER BUCKS (DECEMBER - $25; JANUARY - $25; 
FEBRUARY - $75)

• FOCUS ON “SERVICE SECTOR”



COMMUNITY REWARDS



The following charts are just a 
basic visual of how the dollar could 
continually circulate locally. For 
every dollar spent at a local 

business, you aren’t just supporting 
the owner, you are supporting 
someone’s dream, the employee 
and the community through many 
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