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Findings

Out of 19 attempts only 6 business owners 
participated in the survey

Only 50% of the owners felt that it was 
important that they obtained financing on 
good terms 

83% of owners felt it was important that the 
neighbors know them 

83% of owners felt that it was important that 
there was a large amount of automobile 
traffic and pedestrian traffic by their 
business daily

66% felt that it was important that they live 
near their business

83% of owners felt that other development 
in the area was important
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Research Method 

A questionnaire was administered to the owners of 
nineteen businesses in new strip-commercial 
developments in Midtown. The variety of questions 
included:

Research Issue

In recent years Midtown Memphis has seen a large 
number of new strip-commercial developments being 
built and renovated in low-income neighborhoods. 
The interest of this study was to determine what 
neighborhood conditions attracted owners and 
developers to these neighborhoods. 

Conclusions 

It is difficult to make 
definitive conclusions due to the low 
response rate of the survey (31%). The data 
shows that the majority of owners (83%) 
wanted to develop their businesses in areas 
where neighbors were committed to growth 
and development. Whereas, only 50% of 
owners felt that it was important to obtain 
financing on good terms. Also, the majority of 
owners (83%) wanted to be seen by people 
driving by, and be in a neighborhood where 
walk-in business was prevalent. 

The data clearly show that personal 
relationships and neighborhood conditions 
were more important than financial factors 
when business owners were deciding where 
to develop their businesses. 
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� Market factors 

� Personal factors 

� Neighborhood 
Conditions 

� Location 

� Financial Considerations

� Crime Level 

The wide variety of question categories was designed 
to determine whether there are particular neighborhood 
conditions or characteristics that attracted the owners, 
or influenced their decisions to locate in the area; and 
what those conditions or characteristics were. 

Figure 1: Financial Reasons for Development
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Figure 2: Personal Reasons for Development 

33%

66%

83%

0% 10% 20% 30% 40% 50% 60% 70% 80% 90%

 The Owner Grew Up
in the Neighborhood

The Owner Lives Near
the Business

The Neighbors Know
the Owner 

Figure 3: Locational Factors for Development
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Figure 4: Neighborhood Conditions for Development 
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* Only 5 respondents


