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Community Staple Restaurant For Sale | TURN KEY DRIVE

THRU!
400 N Main St, Atmore, AL 36502

Listing ID: 30723470

Status: Active

Property Type: Business Opportunity For Sale
(also listed as Retail-Commercial)

Industry: Food and Beverage

Size: 476 SF

Sale Price: $350,000

Overview/Comments

Atmore, Al- Price Improvement! Free Standing Building Lot Size
200x172x202x192, Great Location also for any type of Chain Business.
Corner lot?Red Light?over an acre of land? This Business Has Been in
Operation Since 1967. As One of the Longest Running Businesses in the
Area, Dean's Grill Has Been the Go to in the Atmore Area for Over 50 Years
for the, "Best Hamburgers, Soft Ice Cream, Milkshakes in Town". Owner is
Selling Business to Retire. This Business is a Well Loved Part of the
Community; Employing Many High School Students Over the Years for Part
Time Jobs. Valuing Time With Family, the Owners Chose Not to Be Open on
Sunday or Holidays. Service is Offered via a Drive Through Window or Two
Other Walk Up Windows. Restaurant is Also Equipped to Handle Call in
Orders. So Much Traffic Comes Through This Business Sometimes You Have
to Take the Phone Off the Hook Just to Catch Up. Dean's Does Not Have to
Do Major Advertising. Good Food and Ice Cream, Good Service and Word of
Mouth Makes This Business! The Old Saying "if It Ain't Broke, Don't Fix It"
Definitely Applies if You Purchase. The Strong Following This Business Has
Makes It a Breeze to Keep It Going and Contend With Competitors! Extend
the Hours and It Will Continue to Be a Great Business for Anyone Looking to
Be Their Own Boss. Located Just About a 1/2 Mile From Walmart and at an
Intersection With a Red Light, So Easy in and Out for Customers. Plenty of
Parking! New Roof Installed in December 2020, Corner Lot, Close to an Acre
of Land. Property Tax Yearly $782.00. See Attachments and Media for
Additional Information. Come to Atmore and Join the Growth and Renovation
Going on Downtown!!!!

General Information

REALTY, LLC.

More Information Online

https://www.gulfcoastcmls.com//listing/

30723470

@R Code

Scan this image with your mobile device:

Food and Beverage

Other Food and Beverage

Dean's Grill
https://www.facebook.com/
profile.php?id=100036159104902
1967

Industry:

Industry Segment:

Name of Establishment:
Business Website Address:

Year Business Established:

Business Details

Gross Revenue:

Cash Flow:
Building/Unit Size (RSF):
Sale Terms:

Reason for Selling:

$443,512 (Annual)

$97,140 (Annual)

476 SF

Cash, Conventional

Seller is Retiring...time to go and travel...

Value of Inventory Included ($): $3,000
Value of Furniture, Fixtures, and $110,000
Equipment ($):

Real Estate Status: Real Property
Value of Real Estate Included ~ $290,000
($):

Real Estate Lease Description:

Competition/Market
Description:
Growth/Expansion
Opportunities:

Seller Financing Description:

N/A

Nothing in our area compares to the service, food,
and cleanliness..

Building could be expanded to include more drive
through and service windows.

No owner financing available.
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Employee/Labor Description Mainly part-time people...convenient for them and for owners...There is (1) manager to over see the business, but owners use lots of high
school student to help out and college age students. Worked for them.

Mgmt/Training Support Description  Normally bring them in and spend time with one of the owners before they are turned loose on customers. Show them Menu's how to
prepare, how to serve.

Location
Address: 400 N Main St, Atmore, AL 36502
County: Escambia
MSA: Mobile
(]
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Property Contacts

Patty Helton-Davis
PHD Realty, LLC.
251-294-2057 [M]
251-294-2057 [0]
patty@phdrealty.com
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CONFIDENTIALITY AGREEMENT

THIS CONFIDENTIALITY AGREEMENT (this “Agreement”) is made and entered into this

day of 20, by and between
(“Disclosing Party”) and Deans Northside Grill (Miles & Carolyn Dean) (whether one or more persons,
“Receiving Party”).

Recitals:

Disclosing Party owns and possesses certain information related to the that certain real property
located at 400 N Main St, Atmore, AL 36502
(the “Property”), which Disclosing Party is marketing for lease, and related to its tenant or tenants
(collectively, the “Property Information™). Disclosing Party is willing to disclose the Property Information
to Receiving Party, but only on the terms and conditions hereinafter set forth.

Agreement:

NOW THEREFORE, in consideration of the foregoing, the mutual covenants, agreements and
obligations contained herein, and other good and valuable consideration, the receipt and sufficiency of
which are hereby acknowledged, Disclosing Party and Receiving Party, intending to be legally bound,
hereby covenant and agree as follows:

1. Recitals. The foregoing Recitals are true and correct in all respects and form a material
part of this Agreement.

2. Confidential Information. As used herein, “Confidential Information” means all
information, whether oral or written, included as a part of the Property Information.

3. Non-Disclosure. Receiving Party agrees that all Confidential Information will be held and
treated in confidence and will not, except as hereinafter provided, without the prior written consent of
Disclosing Party, which consent may be withheld in the sole and absolute discretion of Disclosing Party,
be disclosed in any manner whatsoever, in whole or in part, other than to Receiving Party’s employees and
agents who are participating in the evaluation of the Property and agree to be bound by the provisions of
this Agreement, and the Confidential Information will not be used other than in connection with Receiving
Party’s assessment of the Property Information and decision as to whether to offer to purchase the Property.
Receiving Party further acknowledges and agrees that it shall be strictly responsible for any breach of this
Agreement by its employees or agents.

4. Remedies. Receiving Party acknowledges that remedies at law may be inadequate to
protect against breach of this Agreement, and Receiving Party hereby in advance agrees to the granting of
injunctive relief in favor of Disclosing Party without proof of actual damages and without the necessity of
Disclosing Party having to post a bond; provided, however, that nothing contained herein shall be construed
to limit or modify any remedy Disclosing Party may have, it being the intention of the parties hereto that in
the event of a breach of any term, covenant or condition of this Agreement by Receiving Party, Disclosing
Party shall have any and all remedies available to Disclosing Party whether arising under law, in equity or
from this Agreement. It is further understood and agreed that no failure or delay in exercising any right,
power or privilege hereunder shall operate as a waiver thereof, nor shall any single or partial exercise thereof
preclude any other or further exercise thereof or the exercise of any right, power or privilege hereunder.

5. Confidential Information Supplied Prior to this Agreement. Any information previously
provided to Receiving Party by Disclosing Party which would constitute Confidential Information




hereunder if such information had been delivered following the execution and delivery of this Agreement
shall, henceforth, be deemed to be Confidential Information and shall be governed by the terms hereof.

6. Indemnification. Receiving Party shall defend, indemnify and hold harmless Disclosing
Party and Disclosing Party’s heirs, successors, assigns, attorneys and agents (collectively, the “Indemnified
Parties™) from and against any and all loss, cost, damage or expense (including reasonable attorneys’ fees)
incurred by any of the Indemnified Parties arising out of or resulting from any breach and/or violation of
this Agreement, including, without limitation, any unauthorized disclosure of any of the Confidential
Information.

7. Relationships. Nothing contained in this Agreement shall be deemed to constitute a
contract to purchase or sell the Property. In the event the parties hereto ultimately decide to enter into a
transaction with respect to the Property, the terms and conditions of that transaction will be documented in
a separate written agreement.

8. Assignment. This Agreement may not be assigned by Receiving Party without the prior
written consent of Disclosing Party, which consent may be withheld in Disclosing Party’s sole and absolute
discretion.

9. Invalidity. If any term or provision of this Agreement, or the application thereof to any
person or circumstance, shall be held invalid or unenforceable to any extent by final judgment of any court
of competent jurisdiction, the remainder of this Agreement and the application of such terms or provisions
to persons or circumstances other than those as to which it is held invalid or unenforceable shall not be
affected thereby and shall continue in full force and effect.

10. Integration. This Agreement constitutes the whole and entire agreement between
Disclosing Party and Receiving Party regarding Confidential Information. There are no terms, agreements,
obligations, or conditions other than those contained herein. No modifications of this Agreement shall be
valid and effective unless evidenced by a written agreement signed by both parties and attached hereto as
an addendum.

11. Counterparts. This Agreement may be executed in separate counterparts, all of which taken
together shall constitute one and the same instrument.

12. No Third-Party Beneficiary. The provisions of this Agreement are not intended to benefit
any person or entity who is not a party to this Agreement.

13. Headings. The headings in this Agreement are inserted for convenience and identification
only and are in no way intended to describe, interpret, define or limit the scope, extent or intent of this
Agreement or any provision hereof.

IN WITNESS WHEREOF, Disclosing Party and Receiving Party have caused this Agreement to
be executed by their respective officers, members or representatives on the date set forth above.

DISCLOSING PARTY: RECEIVING PARTY:
Deans Grill
Company Name (if any) Company Name (if any)
By: By:
(Signautre) (Signautre)
Print Name: Print Name:

As Its: Owner As Its:




ADDITIONAL PROPERTY INFORMATION

VENDORS LIST

% Pepsi (Soda & Tea)

% US Food (Food)

% Taylor Sales/Service (Flavor Burst)
% City Wholesale (Slush Puppies)

< Bunny Bread (Bread)

< Walmart (Milk, Bananas, Zip Lock, Misc.)
Sam’s (Misc))

BHT (BcHam, Hide & Tallow)

AW Allied Wate

Cintas- Towels

Sysco (food)

*

X/ X/ X/ X/
L X X X R X4

HOURS

% Hours of Operation
o Monday - Saturday | 10:00am - 6:00pm

% Man Hours (6-7 Employees)
o 204 Hours
» 3 FT positions @ 40 hrs/wk=120 hrs
» 3 PT positions @ 28 hrs/wk= 84 hrs
% Presently closed on Saturday until we find a dependable cook.



INVENTORY LIST

Panine Press (12/20)

Fry Holding Station (12/20)

Fryer (8/20)

s/u Freezer —- Comm Stand Up (9/19)

Fryer (4/19)

s/u Fridge- Comm Stand Up (3/19)

Back up Fryers (9/18) x 3

Dress Table (8/18)

Freezer Chest (5/18 - Not Commercial)

Exhaust Fan (5/18)

lce Cream Machine (3/16)

Food Warmer (12/15)

lce Machine (6/14)

Credit Card Machine (09/22)

(2) Cash Registers (04/21)

Flavor Burst

Standup Freezer (Not Commercial)

Shed- Detached

(1) 24" Girills (03/21)
(1) Back up (01/21)

(2) Heat and Air Units
(1/2) 2 years old

Main A/C Unit

Sundae Table, Fridge

(5) Metal Tables

Fry Warmer

Microwave




Toaster

Seller Date Seller Date

Buyer Date Buyer Date



ABOUT THE AREA

ATMORE, AL

Atmore began in the 1860s as a small town and now has grown into one of
the largest cities in Escambia County. Just 50 miles north of Mobile and
Pensacola, Atmore is perfectly positioned to be an attractive area for
businesses while still retaining its warm and friendly charm.

Named one of The Top 50 Safest Cities in Alabama in 2017, Atmore is home
to passionate citizens and visionary leadership that are dedicated to
revitalizing the city. This redevelopment has attracted new companies,
brought in the next generation of workers, and kept our current citizens
happy. From discovering the shops on Main Street to marveling at the
beauty of the Little River State Forest and Magnolia Branch Wildlife
Reserve, Atmore holds a wealth of entertainment for residents and visitors
alike. Other amenities of the area include the Atmore Municipal Airport, a
state-of-the-art Outpatient Clinic, and several city pools.

The City of Atmore is dedicated to enhancing the quality of life for everyone
by attracting a skilled workforce, local and regional businesses, and higher-
paying jobs. The city leaders have taken a proactive approach to industrial
recruitment. This strategy has included adding buildings at the 150-acre
Atmore Industrial Park, and creating the Rivercane Development project, a
740-acre mixed-use project, located on Highway 21, just north of Atmore at
I-65, Exit 57. Atmore works in conjunction with the Atmore Area Chamber of
Commerce, the Atmore Rotary Club, the Escambia County Industrial
Development Authority, and the Coastal Gateway Regional Economic
Development Alliance to attract new businesses and industry to the area.
City officials were successful in working with the Alabama Historical
Commission to approved a map designating a portion of the city of Atmore
as a commercial historic district. Atmore was also sselected for Main Street
Alabama Designation in June 2020.

The only federally recognized tribe of Native Americans in Alabama, the
Poarch Band of Creek Indians, are headquartered in Atmore. The city off
Atmore is home to one of the 3 Wind Creek Casinos in Alabama with 85,000
square feet of gaming space. With federal recognition and the founding of
the gaming casinos, the Poarch Band of Creek Indians near Exit 54 on
Interstate 65, have increased its relative economic contributions to the
region. These developments provide tourism and conferences in the area
and the Wind Creek is one of just four-diamond hotels in the state of
Alabama.

SOURCE: https://welcometoatmore.com/;; https://prideofatmore.com/projects;https://

www.atmoreadvance.com/2019/10/10/state-recognizes-atmore-historic-district/; https:/
www.mainstreetalabama.org/atmore/
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ABOUT THE AREA

RIVERCANE DEVELOPMENT

One of our most recent projects, the Rivercane development, is a 740-acre
mixed-use development, located on Highway 21, 4 1/2 miles north of
Atmore at |-65, Exit 57.

Due to the location of the property, current market demand, and
community needs; we anticipate that Rivercane will ultimately include
retail/commercial, residential, industrial and possibly recreational areas.
Phase 1includes construction of roads, additional lanes on Highway 21, and
a lake which will serve as the collection/retention facility. It is anticipated
that underground storm water drainage facilities will be used rather than
surface facilities. West Escambia Utilities, Inc. (formerly Atmore Utilities
Board) is working to expand water, sewage and natural gas to meet the
demands of a fully developed Rivercane. Power is supplied by both
Southern Pine Electric Cooperative and Alabama Power Company, while
telephone service is provided by Frontier.

Phase 1 of the process is almost complete, and preliminary plans for Phase
2 are complete and ready for implementation. All utilities within Rivercane
will be underground and constructed as each phase of the development is
undertaken. All streets will be lighted, curbed, and guttered, and common
areas will include landscaped shoulders along Highway 21, entrance
medians, lakes, protected wetlands and parks. These common areas will
be maintained by a Rivercane Property Owners' Association and funded
through assessments to the property owners.

SOURCES: https://welcometoatmore.com/rivercane-development/
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ABOUT THE AREA

SOURCE: https:;//www.facebook.com/CoastalGrowersLLC/photos/a.105127915016715/261282616067910/

COASTAL GROWERS PEANUT
PROCESSING PLANT

As for growth, Atmore is seeing a lot of it. For instance, Coastal Growers,
LLC is currently building a peanut shelling plant in Atmore. This will bring
150 jobs to the area and turn the city into a hub for peanut shelling in
southwest Alabama. The company, owned by a cooperative of farmers, is
building an $87 million shelling and storage facility on more than 60 acres
in Atmore Industrial Park. Once completed and running, the average
wage in the plant will be more than $17 per hour.

Jess Nicholas of Centerfire Economic, who serves as executive director of
the Escambia County Industrial Development Authority, said he expects
the facility to ultimately employ 150 workers, and attract other businesses
in the process.

“Shelling operations tend to attract other businesses in this sector, and
also spur development in infrastructure and other areas. We expect it to
have a positive effect on the Port of Mobile as well,” Nicholas said. Atmore
Mayor Jim Staff said the city welcomes Coastal Growers and is excited to
be able to help the area’s farmers.

“It's not just the jobs at the plant itself, even as much opportunity as that
will bring to the city,” Staff said, “it's what we're able to do for our farmers
and their families who have lived here and worked here for generations.
They've spent their money in Atmore, and they're an important part of our
community.”

All this to say, the City of Atmore is giddy at the prospect of this kind of
growth. We strive to see this influx of companies and jobs continue to
trend in our favor.

SOURCE: https://welcometoatmore.com/economic-development/
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WHAT ELSE IS HAPPENING IN ATMORE

SOURCE: https;//atmorenews. .com/
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BROKER PROFILE

Patty Helton Davis
Broker/Owner PHD Realty

PHD Realty, LLC.

1812 S Main Street
Atmore, AL36502

251.294.2057 [C] 251
251.368.1063 [O]
patty@phdrealty.com

Professional Background

Patty Helton Davis is a full-time Broker licensed in both states of Alabama and Florida. Under Patty's
leadership, PHD Realty and her team has experienced tremendous growth by raising the bar and
providing outstanding customer service for their clients.

Patty was born and raised in Bratt and has lived in Atmore, AL for most of her life. With her sales
career beginning in 1976, she became a Realtor in 1997. In 2013, she stepped out on faith to open her
own business, PHD Realty. In her 24+ years as a Realtor, Patty has received numerous awards and
accolades for her outstanding performance and dedication to her clients. She's been recognized by
the Pensacola Bay Area Chapter of the Women’s Council of Realtor's Top Gun Award, which
celebrates her exceptional sales for the past 14 years. Her business has been named Best of the Best
Real Estate Company from 2014-2020 by Atmore News. Most recently, Patty was awarded the Top
Thousand Real Estate Professionals by Real Trends, as advertised in the Wall Street Journal, where
she ranked 87th in the nation.

Patty is an active member and former President of the Atmore Lions Club. She's also a supporter of
several community activities including Flomaton and Century, as well. She is married to Jerry Davis,
has one son, three grandchildren, five great grandchildren, and two step-daughters. In her free time
Patty enjoys attending her grandchildren’s sporting events, and singing in the choir at Atmore First
Assembly of God.

Organizations:

National Association of Realtors --Alabama
Pensacola Association of Realtors

Baldwin County Association of Realtors
Women's Council of Realtors

Impact 10000

Lions Club of Atmore
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BROKER PROFILE

Testimonials

"Your teams' persistence and
perseverance has been greatly
appreciated. We are very appreciative
of all your efforts. Please accept our
sincere thanks for your truly southern
(business) hospitality! Wishing you
continued success and happiness.
Thanks again,"

-Jay and Brenda Grant

"Our family is so very thankful for
Patty! She helped us with the
purchase of our home last year and
the sale of our commercial property
this year. Patty is helpful throughout
the entire process. We highly
recommend PHD Realty!"

- Cyndi Keenan

"TRUSTED BY GENERATIONS"

OUR PHILOSOPHY

Our philosophy is simple: clients come first. We have proven results with an average of 40+ million
in sales each year and listings in over 13 counties. That is why our team of highly seasoned real
estate professionals are dedicated to providing exceptional, personalized service for all of our clients.
We take pride in the relationships we build, and always work relentlessly on our client's behalf to
help them achieve their real estate goals. Always dedicated to assisting their customers with a

professional demeanor, our agents are empowered with a sense of shared purpose based around
our core values.

OVER 50 YEARS OF EXPERTISE

Representing South Alabama and Northwest Florida buyers and sellers, PHD Realty specializes in
Residential, Land and Commercial properties. With over 50 years of combined expertise, you will
experience a concierge level of service that makes your real estate transaction stress free and
successful. We take pride in the relationships we build. That's why we pledge to quickly and
consistently communicate with our clients throughout the entire process. As a transaction

brokerage, we always work relentlessly to fairly represent each client to help them achieve their real
estate goals.

OUR GUARANTEE

We are here to go to work for you! We never take our customers' trust for granted, whether you're
listing a two-bedroom cottage, a luxurious mansion or acreage for farming or development. With
174 transactions an $45 Million in sales in 2021, you can trust PHD Realty will use all avenues to

market your property, identify qualified buyers, and sell your property quickly, professionally, and
profitably.
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DOWNTOWN ATMORE

ATMORE, ALABAMA

IVIARKET STUDY AND STRATEGIES 2021

PREPARED FOR:

Atmore, Alabama 36502
@ (251) 368-0807



The economic landscape of traditional downtown and neighborhood
commercial districts continues to change. Expanding retail
competition, evolving technologies, changing lifestyle trends, and
the lingering impacts of the COVID-19 pandemic continue to affect
commerce and the way of life in our traditional downtown and
neighborhood business districts.

Main Street Alabama commissioned this study to engage
stakeholders and to promote an in-depth understanding of local and

regional market conditions, trends impacting Downtown Atmore’s

economic performance, and opportunities for the future.
Information and direction gained from the study provide a sound
basis for local decision-making processes and strategies for
enhancing Downtown Atmore.

This document summarizes key findings and proposed strategies for
Downtown Atmore economic development and enhancement
initiatives based on an extensive review of background information
and current market data, input provided via consumer and business
surveys, and direction and leadership provided by Main Street
Atmore (MSA) leaders and volunteers. Supplemental documents
referenced in this summary document include:

» Downtown Atmore Market Snapshot
» Downtown Atmore Consumer Survey Results

» Downtown Atmore Business Survey Results

Introduction

Downtown Atmore Profile
Atmore Market Overview
Market Insights and Directions
Business Insights and Directions
Opportunities and Targets

Moving Forward

DOWNTOWN ATMORE MARKET STUDY AND STRATEGIES | 2021

Atmore is a Main Street Alabama
Community

Main Street Alabama is focused on bringing jobs, dollars and
people back to Alabama’s historic communities. Economic
development is at the heart of the organization’s efforts to
revitalize Alabama’s downtowns and neighborhoods.

Main Street Alabama is affiliated with the National Main Street
Center and utilizes the proven Main Street Four-Point Approach®
to help communities organize themselves for success, improve the
design of their neighborhoods, promote their districts, and
enhance their economic base.

Downtown Professionals Network (DPN) is a planning and
research firm specializing in the revitalization and enhancement
of traditional downtown and neighborhood business districts.
Since 2000, DPN has evolved to serve a clientele that includes
local, state and national Main Street organizations and economic
development agencies located throughout the country.

Limitations and Disclaimers

Retail market studies and analyses, their components (such as retail sales gap
analyses and surveys interpretation) and derivative business development
plans provide important guidance on how a commercial area should,
theoretically, be able to perform and on the sales levels businesses should be
able to achieve. However, a number of factors affect the actual performance
of businesses and commercial areas, including the skills of the business
operator, level of business capitalization, the quality of the physical
environment, changes in overall economic conditions, the effectiveness of
business and district marketing programs, and many other factors. The
information in this document is intended to provide a foundation of information
for making district enhancement and business development decisions, but it
does not and cannot ensure business success.

As is true of all demographic, economic and market studies, our analysis’
reliability is limited to the reliability and quality of the data available. Our
research assumes that all data made available by and procured from federal,
state, county, city, primary and third party sources is accurate and reliable.

Because market conditions change rapidly and sometimes without warning, the
information and opinions expressed here represent a snapshot in time and
cannot predict or gauge future changes or results.




WELCOME TO DOWNTOWN ATMORE

Nestled in southern Alabama in Escambia County along the Alabama/Florida
border, Atmore, began as a supply stop for William Larkin Williams along the
Mobile and Great Northern Railroad. It was first known as Williams Station. As the
community grew, its leaders decided a name change was needed to something
more cosmopolitan, befitting of the progress the community was making in all
areas of growth. By 1897, the name changed to Atmore, in honor of C. P. Atmore,
a ticket agent for the Louisville and Nashville Railroad.

Business and industry in Atmore enjoy multiple points of transportation access—
rail, highway, and interstate. Atmore has a rich railroad history, and the romance of
a railroad that few towns have. Two railroads intersect just a couple of blocks west
of downtown. Defining the center of town, State Highway 21 and US Highway 31
intersect and become North and South Main Street and Louisville and Nashville
Avenues. Both highways provide visitors with an opportunity to enjoy the
community, and access to |-65, Pensacola, and Florida beaches, Mobile and the
Tensaw River Delta, and the sugar white beaches of Gulf Shores and Orange Beach
located in neighboring Baldwin County.

Economic growth has been positive and boosted the revitalization of downtown
since being designated as a Main Street community. This program is further
enhanced by the downtown historic district and will serve as the springboard to
continued long-term economic vitality. The Strand Theatre and Atmore Hardware
serve as the district’s keystone where the focus is on preservation and restoration
of historic structures. Recently listed on the National Register of Historic Places, the
theatre and hardware buildings will combine to provide venues for various forms
of entertainment and educational opportunities from resident artists.

First National Bank and Trust has invested in building space improvement and
created green space with an off-street parking area. United Bank, Alabama’s
largest community development financial institution, is the only community
development entity in Alabama to win New Market Tax Credits in multiple cycles.
This sophisticated group provides access to capital for quality rural projects
anywhere in the Southeast. United Bank provides low interest funding and
assistance for grant opportunities, including fagcade restoration and improvement.

Revitalization efforts are magnified by a small business incubator to provide space
for new businesses to grow and take their place in the downtown community
providing various goods and services.

Main Street Atmore works to establish relationships with property owners and
businesses to provide mentorship opportunities and resources giving everyone
downtown the best chance of success in a community burgeoning with economic
opportunity, culture, and history.

Future projects include the addition of off-street parking areas and community
space. Botanical and arboreal renovations and additions appropriate for aesthetic
enhancement will be installed as well as improvements to the streetscape with
particular attention to safety and pedestrian traffic.

DOWNTOWN ATMORE MARKET STUDY AND STRATEGIES | 2021




A reminder of our past, present, and future, silos near the railroad trestle are the
object of a long-term goal to cover the entire structure with an agricultural-themed
mural. Nearby, construction of a French Quarter style building will be the new
home of West Escambia Utilities. This addition will attract residents to downtown
to pay their utilities and will serve as an anchor for East Ridgeley Street.

The business mix includes a variety of choices for dining, clothing, florists, antiques
and consignment, home décor, and a pub, as well as other goods and services. The
Ridgeley Street area has become the driving force for merchants. Once vacant

buildings have been given new life and are host to multiple shopping opportunities.

West Ridgeley also hosts several community events, including Ribs on Ridgeley
benefiting the Pride of Atmore, a non-profit group leading the restoration of the
Strand Theatre and Atmore Hardware buildings on South Main Street.

Church Street is transforming with new businesses and is the location for a
Leadership Atmore fundraiser known as Chicken on Church. Anchoring the
southern downtown area is the American Legion Building where veterans
congregate and host occasional dance events. The three-story structure provides
office space and sports a new patriotic mural. The adjacent open area will become
Veterans Park complete with a butterfly garden, water feature, entertainment
area, and park benches.

One of North Main Street’s most historic structures is the Post Office. It was built
in 1938 as a WPA project and was part of Roosevelt’s New Deal and is also home to
a mural painted in the same year as an extension of the New Deal projects. During
the Cold War, the post office was also a designated fallout shelter and has
contributed items to the Smithsonian Institute Museums in Washington D.C.

The timber and agriculture industry has always provided a strong foundation for
the community and its people. The Atmore Industrial Park will become home to an
$87 million peanut shelling and storage facility on more than 60 acres in 2021. The
average wage will be more than $17 per hour for the 100-plus full-time workers.
This facility will turn Atmore into a hub for peanut shelling in southwest Alabama.

Atmore’s city limits extend to I-65 near the Reservation of the Poarch Band of
Creek Indians—Alabama’s only federally recognized tribe. The Tribe, one of the
area’s largest employers, provides entertainment at the WindCreek Casino and
Hotel and shares its culture at its museum and cultural events, including its annual
Thanksgiving PowWow. The Poarch Creek Indians have been excellent corporate
neighbors and community partners contributing money and resources for the
betterment of everyone in the Atmore area.

Business, corporate, and private reinvestment continue to cultivate growth in the
community and downtown area making Atmore a prime location for existing and
new businesses, residents, and visitors. This effort is improving the overall
economic outlook for the area and continually enhances quality of life overall.

In moving toward the future, we embrace the past. A storied history rich in
pioneer spirit, tradition, culture, and diversity, combine to make Atmore a unique
setting. It is a place for living, working, shopping, entertainment, and rewarding
experiences all found in a place full of southern charm and hospitality to give
everyone more from Atmore.
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Downtown Atmore Drive Time Market

DEMOGRAPHIC FAST FACTS & 2020

'I 'I 2 'I 2 10 MINUTE DRIVE TIME | 2020
, 2010—25 GROWTH: -1.2%

Population 5 Min 10 Min 20 Min
2020 Estimate 7,109 11,212 23,535
Growth (2020-25) -1.9% -1.2% 0.5%

POPULATION

Est. State Pop Growth (2020-25) 2.3%

'I 2 2 5 O 5 MINUTE DRIVE TIME | 2020

’ DAYTIME CHANGE: 17.3%

Daytime Population 5 Min 10 Min 20 Min
Total Daytime Pop 8,338 12,250 21,107
DAYTIME POP Daytime Change 17.3% 9.3% -10.3%
4 5 'I O 10 MINUTE DRIVE TIME | 2020

' 2019—24 GROWTH: -1.2%

Households 5 Min 10 Min 20 Min

2020 Estimate 2,885 4,510 8,348
HOUSEHOLDS HH Growth (2020-25) -1.8% -1.2% 0.5%
Est. State HH Growth (2020-25) 2.4%
3 2 8 8 8 10 MINUTE DRIVE TIME | 2020

’ 2020—25 GROWTH: 6.1%

Median HH Income 5 Min 10 Min 20 Min
2020 Estimate $29,056 $32,888 $38,057
MEDIAN HH Growth (2020-25) 3.2% 6.1% 6.2%
INCOME 2020 State: $50,554 2020-25 Growth: 5.8%

PER CAPITA INCOME MEDIAN AGE 2020 EMPLOYED
2020 2020 CIVILIAN PoP 16+
5 Minutes $17,845 5 Minutes 38.1 5 Minutes  78.8%
10 Minutes $19,142 10 Minutes  39.2 10 Minutes 82.1%
20 Minutes $19,739 20 Minutes  39.6 20 Minutes  85.8%
State $27,941 State 39.6 State 87.4%

Source: Esri Market Profile | 12.20
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Top ESRI TAPESTRY LIFEMODE GROUPS

Downtown Atmore Drive Time Areas | Esri 2020

Esri Tapestry LifeMode groups represent markets that share a common
experience—born in the same generation or immigration from another
country—or a significant demographic trait, like affluence. The
Hometown and Rustic Outposts LifeMode Groups are among those
most prevalent in the Downtown Atmore drive time areas.

HOMETOWN

3 6 0/0 5 Minute Drive HHs

» Growing up and staying close to home; single
householders

»  Close knit urban communities of young singles (many
with children)

»  Owners of old, single-family houses, or renters in
small multi-unit buildings

»  Religion is the cornerstone of many of these
communities

»  Visit discount stores and clip coupons, frequently play
the lottery at convenience stores

» Canned, packaged and frozen foods help to make
ends meet

»  Purchase used vehicles to get them to and from
nearby jobs

RusTIC OUTPOSTS

6 4 0/0 20 Minute Drive HHs

»  Country life with older families in older homes

»  Rustic Outposts depend on manufacturing, retail and
healthcare, with pockets of mining and agricultural
jobs

» Low labor force participation in skilled and service
occupations

» Own affordable, older single-family or mobile homes;
vehicle ownership, a must

»  Residents live within their means, shop at discount
stores and maintain their own vehicles (purchased
used) and homes

»  Outdoor enthusiasts, who grow their own vegetables,
love their pets and enjoy hunting and fishing

»  Technology is cost prohibitive and complicated. Pay
bills in person, use the yellow pages, read
newspapers, magazines, and mail-order books

Source: Esri Community Tapestry Segmentation | 12.20




RETAIL POWER cuasms 2020

The Retail Market Power (RMP) 2020 report from Claritas
provides a direct comparison between retail sales and consumer

spending by industry. To capture a snapshot of an area's retail
market, a sales surplus or leakage—expressed in current
dollars—is calculated to summarize the relationship between
supply (sales by businesses) and demand (consumer spending).

Example: Calculating Sales Surplus/(Leakage) Estimates
Estimated Actual Sales — Potential Sales = Surplus/(Leakage)

Estimated Sales (Supply) $7,435,944
— Potential Sales (Demand) $7,023,767
= Surplus or (Leakage) $412,777

Retailers and real estate analysts use RMP to understand the
difference between supply and demand in existing and potential
new trade areas. In areas where demand exceeds supply, an
opportunity gap—or leakage—exists that can attract new retail
operations or inform what changes need to be made to a store’s

TOTAL SALES

[Retail Trade (NAICS 44—45) + Food & Drink (NAICS 722]

$101 $191  $262
Million Million Million

5 Minutes 10 Minutes 20 Minutes

Performance by Category

Sales gap factors provide a quick-look means of assessing the
relative strength of retail categories for a defined geography.
The factor is a measure of the relationship between supply and
demand that ranges from +100 (total surplus) to -100 (total
leakage). A positive value represents a surplus of retail sales
and can be indicative of a market where customers are drawn
from outside the defined area. Categories showing the highest
surplus factors might signal opportunities for expansion or the
introduction of complementary products and services to build on
market strengths or niches. Likewise, categories with negative
factors might offer an initial indication of gaps in the business
mix and potential for re-positioning, expansion or recruitment.

product mix to increase market share. In areas where supply
exceeds demand, a surplus exists, which can signal that new
marketing strategies may be needed to attract new customers, or

SALES GAP FACTORS | 5 MIN AND 10 MIN DRIVE TIME AREAS

. . . . . Cat —TFact 5 Min 10 Min
that the area is attractive to niche retailers, or it may prompt a s elmmicecl
store network re-alignment. Motor Vehicle & Parts Dealers 14.6 10.7
Furniture & Home Furnishings Stores 51.1 35.3
DOWNTOWN ATMORE DRIVE TIME AREAS
Electronics & Appli St 70.8 78.7
SALES SURPLUS AND LEAKAGE ESTIMATES | ($MM) sctronics & Appliance Stores 708 | 8
Building Materials, Garden & Supply 36.0 28.6
Sales Surplus & Leakage ($MM) 5 Minutes 10 Minutes 20 Minutes Food & Beverage Stores (29.0) (23.7)
Categories Surplus/ Surplus/ Surplus/ Health & Personal Care Stores 55.9 42.4
(Leakage) (Leakage) (Leakage)
Gasoline Stations 35.4 39.6
Retail Trade (NAICS 44 — 45) $35.5 $48.9 $12.5
Clothing and Clothing Accessories 22.1 2.3
Food & Drink (NAICS 722) $0.4 $1.0 ($4.0) Sporting Goods, Hobby, Book, Music (44.0) (57.4)
Total (NAICS 44 — 45,722) $35.9 $49.9 $8.5 General Merchandise Stores 43.6 34.2
Miscellaneous Store Retailers 47.3 48.8
Source: Claritas Market Power® 2020 | Retail Stores Gap. .
Data Note: The polarity of surplus/leakage estimates shown above (as compared to those shown Nonstore Retailers (28-4) (44.7)
in source reports) have been reversed to show surplus as a positive value, and leakage as a
negative value. The Retail Gap (Sales Surplus/Leakage) represents the difference between Food Services & Drinking Places 2.9 3.2

Retail Potential (Demand) and Retail Sales (Supply). A positive value represents a surplus in
sales, often indicating a market where customers are drawn in from outside the defined area.
RMP focuses on Retail Trade NAICS codes 44 and 45, as well as the Food Services industry
NAICS code 722. Once national and county level CRT tables are retrieved from the U.S. Census
Bureau, all establishments are coded using 2012 North American Industrial Classification System
(NAICS) codes to match the data source. The 2012 NAICS codes are then matched with the latest
release of NAICS codes from 2017 to reflect any changes in codes.

Source: Claritas Market Power® 2020 | Retail Stores Gap

Note: The complete Downtown Atmore Market Snapshot and source Esri
and Claritas reports are available as supplemental documents.
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IMIARKET INSIGHTS AND DIRECTIONS

Downtown Drivers and Traffic Generators

The purpose and frequency of consumers’ pre-COVID-19 visits to
the district reinforce a sense of Downtown Atmore as a center of
community life and help to demonstrate the important role both
retail and non-retail uses play as part of a vibrant district.

8% 66%

VISIT DOWNTOWN MOST OFTEN FOR VISIT DOWNTOWN DAILY OR WEEKLY FOR

DINING ERRANDS

OR OFFICE/SERVICE-RELATED PURPOSES
Table 1

Q: Prior to the COVID-19 pandemic outbreak, for which of the following
activities or purposes did you visit Downtown Atmore most often?

Most Frequent Consumer Survey Responses Percent
Dining 67.6%
Shopping 56.1%
Banking/Financial Services 45.1%
Work 28.2%
Festivals/Special Events 16.7%
Religious 10.2%
Health Care 7.7%
Personal Services 6.0%
Entertainment 5.5%
Recreation 5.2%
Government 3.5%

Source: 2021 Downtown Atmore Consumer Survey. Most frequent responses shown.

Table 2

Q: How often do you visit Downtown Atmore...

Frequency—Daily or Weekly Percent
To do errands or for office and service-related purposes? 66.4%
For eating, drinking or entertainment? 54.4%
To shop? 34.1%

Source: 2021 Downtown Atmore Consumer Survey.

DOWNTOWN ATMORE MARKET STUDY AND STRATEGIES | 2021

Insights

» The varying nature of businesses and activities currently
attracting people to the downtown area demonstrate
the benefits of retaining and attracting a mix of uses—
both retail and non-retail— in the district.

» Though the largest percentages of survey participants
indicated they most often visit the downtown for dining
(68%)), findings show the most consistent traffic, on a
daily or weekly basis, is related to those doing errands
and visiting for office and service-related purposes.

Directions

Economic Vitality

» Continue to encourage office, service and other
appropriate non-retail uses to locate or relocate in the
downtown area, ideally in locations that maintain a
sense of retail density (see page 20 for more insights).

Organization

» Continue efforts to engage community economic
development partners and individuals representing
different business sectors in the planning and
implementation of downtown enhancement initiatives.

Promotion

» Facilitate and encourage collaborative marketing and
cross-promotion efforts to heighten awareness for the
full range of goods and services available from
downtown area businesses.

Potential Activities

(E) Encourage non-retail uses to locate downtown

(O) Presentations/Updates to partners & community groups
(P) Encourage/Facilitate cross-promotion efforts

(P) Create a downtown businesses and services directory

(D) Design (E) Economic Vitality (O) Organization (P) Promotion




IMIARKET INSIGHTS AND DIRECTIONS

Anchors

The mix of businesses and places visited most frequently by
consumers surveyed, led by The Coffee House, illustrates the
importance of maintaining and promoting a mix of uses and
business types that cater to the needs of the market and
generate traffic to support specialty retailers and eating places.

14 PERCENT

Identified The Coffee House as the
downtown business or place visited most often,

Table 3
Most Frequented Business or Places (Top 10)

1. The Coffee House (13.8%) 6. United Bank (4.8%)

2. Gather (10.7%) 7. Walmart (4.5%)

3. Philanthropic Seed (7.0%) 8. We Care Thrift Store (3.7%)

4. Gulf Winds Credit Union (4.8%) 9. First National Bank (3.1%)

5. Post Office (4.8%) 10. The Junky Pearl (2.5%)

The diverse nature of businesses and attractions included in the
top ten demonstrates the existing and potential appeal of
Downtown Atmore as a center for community life with a mix of
businesses, uses and activities catering to a broad cross-section
of the community and Atmore visitors. So, too, the results could
provide direction for strategies and activities that:

» Capitalize on existing anchor businesses and activity
generators, including complementary business and
entrepreneurial opportunities; and

» Heighten awareness for the local and eclectic nature of the
business mix and the full range of products, services and
experiences offered in the district.

DOWNTOWN ATMORE MARKET STUDY AND STRATEGIES | 2021

Insights

» Businesses and uses catering to the market’s appetite,
discerning tastes and everyday needs, like The Coffee
House, Gather, Philanthropic Seed, the Post Office and
financial institutions, are all important anchors for
downtown, and could offer cues for entrepreneurs and
complementary uses that could be a good “fit.”

Directions

Design

» Incorporate design features (i.e. gateway and
wayfinding signage, kiosks, etc.) in proximity to anchors
to help users locate and navigate complementary
businesses and amenities in the downtown area.

Economic Vitality

» Explore opportunities for existing businesses to expand
or reposition themselves to capitalize on existing anchor
businesses and activity generators, and for new,
complementary business uses to join the mix.

Organization

» Identify and pursue possibilities to work with high traffic
-generating businesses and attractions to disseminate
information about Main Street Atmore, its work and
progress, and opportunities to participate.

Promotion

» Target higher-traffic generating locations identified,
both within and outside the district, for display and
distribution of downtown promotional materials.

Potential Activities

(D) Downtown gateway and wayfinding signage/features
(O) MSA info displays and meet & greet events at anchors

(P) Downtown promo displays and materials at anchors

(D) Design (E) Economic Vitality (O) Organization (P) Promotion




IMIARKET INSIGHTS AND DIRECTIONS

Marketing and Communications Channels

The proliferation of social media and online shopping
applications—and the climbing frequency of their use by
consumers in the Downtown Atmore marketplace—demonstrate

the importance and benefits of a strong online business presence.

86%

CONSUMERS: POPULAR APPS AND SHOPPING SITES

19% 33%

Table 4
Q: [Consumer Survey] Which social media and online shopping sites
or apps do you regularly use?

Q: [Business Survey] Which social media and online shopping sites or
apps does your business use?

Most Frequent Responses (Rank) Consumers | Businesses
Amazon 85.5% (1) 26.7% (3)
Facebook 79.2% (2) 66.7% (1)
Pinterest 32.8% (3) 6.7% (4)
Instagram 32.5% (4) 46.7% (2)
YouTube 32.5% (5) 0.0% (--)
Etsy 25.4% (6) 0.0% (--)
Snapchat 23.4% (7) 6.7% (4)
7 7 PERCENT
OF CONSUMERS SURVEYED RELY ON SOCIAL MEDIA
FOR ATMORE ARER NEWS AND INFORMATION.
Table 5

Q: [Consumer Survey] Which three do you most frequently rely on for
Atmore area news and information?

Q: [Business Survey] Which three are most effective for marketing and
promoting your business?

Responses | Consumers Top 5 Consumers Businesses
Social Media (Facebook, Instagram, etc.) 76.5% (1) 33.3% (2)
Local Newspapers—Online 50.4% (2) 0.0% (--)
Local Newspapers—Print 31.4% (3) 6.7% (8)
Local TV Stations 17.3% (4) 13.3% (3)
Local Radio Stations 12.5% (5) 6.7% (8)

Source: 2021 Consumer and Business Surveys. Most frequent responses shown.

DOWNTOWN ATMORE MARKET STUDY AND STRATEGIES | 2021

I.z 5 PERCENT

[l OF CONSUMERS SURVEYED SAID THE AMOUNT OF THEIR
I] REGULAR SHOPPING DONE ONLINE INCREASED DRAMATICALLY
(36%) OR SOMEWHAT (39%) DURING THE PAST YEAR.

oo 93
I PERCENT
E OF BUSINESSES SURVEYED HAVE A WEBSITE, BUT JUST 13%
o HARE TRANSACTING SALES ONLINE.

Insights

» Consumer survey findings—and trends observed during
the COVID-19 pandemic— illustrate the importance
and benefits of a strong online business presence.

» Integrated website, social media and eCommerce apps
that provide for a more personalized and robust online
shopping experience could offer targeted channels and
new, efficient ways for retailers, restaurants and certain
service providers to enhance their presence in the local
market—and beyond.

Directions

Economic Vitality

» Share survey results on local consumers’ social media
preferences with businesses as a business visitation topic
and, possibly, as part of social media training series.

Promotion

» Develop and test concepts for district collaborative
marketing programs and image enhancement
campaigns via consumer-preferred social media apps.

Potential Activities
(E) Share consumer online preferences with businesses

(P) Develop and launch collaborative marketing concepts

(D) Design (E) Economic Vitality (O) Organization (P) Promotion




IMIARKET INSIGHTS AND DIRECTIONS

Downtown Traits and Trends

Survey respondents’ level of agreement with ten different
statements about Downtown Atmore help to identify both
positive attributes and shortcomings, thereby lending direction
for possible downtown marketing and enhancement strategies.

“Special events create
vibrancy in the downtown.”

Consumers: 4.14 Businesses: 4.56

“Downtown Atmore has things
to do for many age groups.”

Consumers: 2.28 Businesses: 2.38

Source: 2021 Downtown Atmore Consumer and Business Surveys.

Table 7

Q: Using a scale from 1 (Disagree Completely) to 5 (Agree
Completely), please indicate your level of agreement with the
following statements about Downtown Atmore:

Consumers and Businesses Weighted Average Rating and (Rank)

Statements Consumers  Businesses
Special events create vibrancy in downtown. 414 (1) 4.56 (1)
Downtown is a good place to invest. 3.81 (2) 419 (2
Customer service is exceptional in downtown 3.69 (3) 3.63 (5)
| feel safe downtown, even at night. 3.55 (4) 3.69 (4)
Downtown is clean and inviting. 3.40 (5) 3.00 (6)

| tell my friends and family to shop downtown. = 3.34  (6) 4.00 (3)
Downtown is pedestrian-friendly. 3.33 (7) 2.88 (8)
Downtown presents a positive image to visitors. = 3.27 = (8) 3.00 (6)
Downtown is bicycle-friendly. 2.46 (9) 225 (10)
Downtown has things to do for many ages. 2.28 (10) 2.38 (9)

Source: 2021 Downtown Atmore Consumer and Business Surveys.

Trends
Table 8

Q: Which of the following best describes recent trends in Downtown
Atmore?

Recent Trends Consumers Businesses

Improving or making progress 49.4% 50.0%
Steady or holding its own 30.1% 42.9%
Declining or losing ground 20.6% 71%

Source: 2021 Downtown Atmore Consumer and Business Surveys.
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6 7 PERCENT

0f consumers surveyed agree completely (39%) or
somewhat (28%) with the statement “during the covid-
19 pandemic, shopping in a small town environment is
safer than shopping in a larger metropolitan area.”

Insights

» Events staged downtown can help showcase the magic
of a small town setting and “create vibrancy.” Events
should also be embraced as one way to address lower
ratings ascribed to the statement, “Downtown has things
to do for many age groups.”

Directions

Design
»  Work in partnership with the City and other groups and
to address pedestrian and bicyclist safety concerns.

» Pursue placemaking initiatives and other improvements
to enliven spaces, create year-round interest, and
advance the downtown’s image as an economically
vibrant place, and a place for fun, recreation, and
entertainment.

Economic Vitality

» Incorporate views on downtown as a “good place to
invest” in messaging and materials to promote business,
entrepreneur and investment opportunities.

Promotion

» Work with the Chamber of Commerce, Pride of Atmore
and other partners to identify event components and
programming that could be expanded or test-marketed
to enhance the district’s “entertainment factor.”

Potential Activities

(D) Address pedestrian and bicyclist safety concerns
(D) Pursue placemaking activities to enliven spaces

(P) Use events to test market ideas (i.e. booths, pop-ups)

(D) Design (E) Economic Vitality (O) Organization (P) Promotion




IMIARKET INSIGHTS AND DIRECTIONS

Potential Business and Entertainment Opportunities

Q: Which of the following [types of businesses] would make you
most likely to visit Downtown Atmore more often?

Eating and Drinking Places

Table 9
0 Eating and Drinking Places
o Top 5 Selections

Steakhouse 37.4%
Selected Steakhouse as ) \
one of their top choices. Italian Restaurant 30.1%
Farm to Table Restaurant 26.3%
All-American/50’s Diner 23.6%
Source: 2021 Downtown Atmore
Consumer Survey. Pizzeria 23.3%

Retail Establishments

Table 10
0 Retail Establishments
0 Top 5 Selections

Specialty Foods/Deli/Wine = 31.5%
Selected Specialty Foods

Grocer, Deli & Wine as
one of their top choices.

Arts, Crafts and Hobbies 28.7%

Sporting Goods/Outdoors 24.9%

Bookstore 24.6%
Source: 2021 Downtown Atmore
Consumer Survey. Jewelry Store 20.4%
Entertainment
Table 11

Entertainment Opportunities

Q: How many times each month
would you visit or participate in the
following entertainment venues or

Consumers surveyed activities?
identified Live Music Expected Frequency Wt. Avg*
Venue as the type of
venue they would visit Live Music Venue 1.99
most frequently. Sports Bar 1.87
* The weighted average is based Live Theater 1.70
on cumulative responses for
monthly expected frequency. Escape Room 1.51
Scale: . .
1 = 0 times per month Open Mic nghfs 1.48
2 =1 to 3 times
3 =410 6 times Adult Dancing 1.45

4 =710 9 times

5 =10+ times. Source: 2021 Downtown Atmore Consumer Survey.

DOWNTOWN ATMORE MARKET STUDY AND STRATEGIES | 2021

Insights

» Food service and retail establishments identified as
candidates for growth could provide opportunities for
prospects and entrepreneurs, or for existing businesses to
reposition themselves in the market, to add
complementary products or services, or to expand.

» Expected frequency rates for different types of
entertainment could provide direction for venue
programming (including the redeveloped Strand
Theatre), for downtown events, and for in-house
entertainment hosted by downtown businesses.

» Businesses and venues incorporating family-oriented
entertainment and amenities, in-house events and
activities, and locally-inspired décor also stand to benefit
from consumers’ affection for the district’s environment,
character and feel.

X  See pages 16—20 for more on business opportunities

Directions

Economic Vitality

» Share survey results with existing businesses and discuss
possibilities to add products or services, to reposition, or
to expand to help fill gaps in the downtown mix.

» Share survey results with property owners and agents,
and discuss business models that might be targeted for
vacant properties, along with improvements that might be
required to accommodate targeted tenants.

» Introduce a vacant storefront treatment program, such as
a “This Space is Not Empty” poster program.

» Publicize survey results showing potential for business
growth and expansion to heighten awareness, to appeal
to local entrepreneurs, and to help generate leads.

Potential Activities

(E) Conduct business visits to share survey results

(E) Conduct vacant property visits to identify targeted uses
(E) Vacant property poster/storefront treatment program
(E) Publicize survey results and a list of “top prospects”

(D) Design (E) Economic Vitality (O) Organization  (P) Promotion




IMIARKET INSIGHTS AND DIRECTIONS

Priorities
The consumer and business survey groups both place a
high priority on efforts to, ““Create incentives for
new and expanding downtown businesses.”
Source: 2021 Downtown Atmore Consumer and Business Surveys.
Table 12

Q: On a scale from 1 (Low) to 5 (High), what level of priority would
you place on possible downtown enhancement efforts to:

Consumers and Businesses Avg. Rating and (Rank)

Enhancement Efforts Consumers Businesses
Create incentives for new and expanding 4.43 4.69
Downtown Atmore businesses (1M (11)
Improve streets, sidewalks, lighting, furnishings, 4.22 4.69
green spaces, efc. (2) (11)
Restore and preserve the downtown’s historic 3.88 4.38
character (3) (31)
Stage additional festivals and special events in 3.86 4.38
the downtown (4) (3t)

Source: 2021 Downtown Atmore Consumer and Business Surveys.

First Things

Question:
What is the first thing you would do to improve Downtown Atmore?

CoNSUMERS: FIRST THINGS TO IMPROVE DOWNTOWN

O @& &
28% 21% 10%

Add/Recruit Businesses Buildings/Appearances Streets, Traffic & Trans

Table 13

Q: What is the first thing you would do to improve Downtown Atmore?

Categorized Topics—Top Five Consumers Businesses
Add/Recruit Businesses; Diversify Mix 27.5% 0.0%
Enhance Buildings and Appearances 27.1% 53.3%
Improve Streets, Traffic & Transportation 11.0% 6.7%
Improve/Increase Parking 7.3% 6.7%
Enhance Streetscape and Public Spaces 5.9% 6.7%

Source: 2021 Downtown Atmore Consumer and Business Surveys. Most frequent categorized
responses shown.
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“What is the first thing you would do to
improve Downtown Atmore?”’

Cloud View | Source: 2021 Downtown Atmore Consumer Survey

Directions

Design

>

Continue efforts to restore and preserve the downtown’s
historic character, with an emphasis on beautification
and building improvement efforts.

Work with the City and other economic development
partners to identify needs and to develop and promote
building improvement tools and resources for property
owners, businesses and investors.

Work with the City and Alabama Department of
Transportation to monitor traffic volume and flow, and
advocate for pedestrian-focused enhancements.

Economic Vitality

| 2

|

Continue to support businesses and local COVID-19
business recovery efforts.

Engage local government, economic development
partners, financial institutions, and other appropriate
entities in efforts to identify, develop, and access
incentives and technical assistance for entrepreneurs and
for existing, new and expanding district businesses.
Create a business assistance resources directory that
maps the process for starting a business and includes
contacts for business assistance.

Potential Activities

(D) Promote beautification and building improvements

(D) Promote tools and resources for building improvements
(D) Monitor traffic; advocate for pedestrian improvements
(E) Continue to support COVID-19 recovery efforts

(E) Incentives for buildings and new/expanding businesses
(E) Create business assistance resources guide/directory
(D) Design (E) Economic Vitality (O) Organization (P) Promotion




IMIARKET INSIGHTS AND DIRECTIONS

Like Most

The things people like most about Downtown Atmore can lend
direction for creating and fine-tuning marketing, messaging and
branding strategies that connect audiences with the district’s
most highly recognizable and distinguishable features.

3 9 PERCENT

OF CONSUMERS SURVEYED IDENTIFIED FEATURES
RELATED T0 THE DOWNTOWN'S
ENVIRONMENT, CHARACTER AND FEEL

“« . . .
IS THINGS THEY LIKE MOST. What is the one thing you like most about

Downtown Atmore?”

Cloud View | Source: 2020 Downtown Atmore Consumer Survey

Table 14
Q: What is the one thing you like most about Downtown Atmore?
Directions
Categorized Responses Consumers | Businesses
Design
Environment; Character and Feel 39.4% 33.3% »  Work with the Promotion Committee to incorporate the
Business(es); Business Mix 24.0% 13.3% to-be-developed Downtown Atmore branding system’s

graphics and elements in streetscape furnishings,

General Appearances; Décor and “Look” 11.0% 13.3% seasonal banners and décor, gateway and wayfinding
treatments and signage, interpretive elements, etc.

Location; Accessibility /Convenience 10.2% 6.7% .
Promotion
History /Historic Character; Buildings 8.3% 6.7% »  Work with Main Street Alabama to develop and
implement a comprehensive Downtown Atmore branding
Special Features 1.6% 20.0% system that includes logos, event graphics, corporate
Festivals, Events and Entertainment 0.4% 6.7% collaterals, signage, banner designs, efc.

»  Work in concert with district businesses and community
organizations to develop and deploy a customer-driven
testimonial campaign that captures faces, images and
quotes focused on the things consumers like most about
Downtown Atmore—people, places and experiences
that highlight the local, community-oriented nature of the
downtown business mix, extraordinary customer service
experiences, special features, favorite memories, and
progress being made as part of the community’s
revitalization initiative.

Source: 2021 Downtown Atmore Consumer and Business Surveys.

Most frequent categorized responses shown.

Potential Activities

(D) Integrate branding extensions in the public realm

(P) Create a stock photo library as marketing resource

(P) Create Downtown Atmore branding system (w/ MS AL)

(P) Launch a customer-driven testimonial campaign

(D) Design (E) Economic Vitality (O) Organization (P) Promotion
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BUSINESS INSIGHTS AND DIRECTIONS

Inside the Data

Sixteen Downtown Atmore businesses, operating in at
least five different business sectors, participated in the
survey.
Table 15

Q: Which of the following best describes your primary
business type?

Primary Business Type

Retail 25.0%
Service 43.8%
Eating and Drinking Places 6.3%
Professional /Office 18.8%
Other 6.3%

Source: 2021 Downtown Atmore Business Survey.

Business Tenure

3 8 PERCENT

0f responding businesses have heen located
downtown 21 years or longer.

Table 16

Q: How long has your business been located in Downtown
Atmore?

Responses

Less than 1 year 12.5%
1 to 4 years 31.3%
51to 9 years 6.3%
10 to 20 years 12.5%
21+ years 37.5%
Source: 2021 Downtown Atmore Business Survey.

Table 17

Q: Do you own or rent your business location?

Responses

Own 62.5%
Rent 37.5%

Source: 2021 Downtown Atmore Business Survey.
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Insights

» The COVID-19 pandemic created extraordinary challenges to
doing business and the impacts, for many, could be long-term.
Main Street Atmore should continue to prioritize business support
and retention efforts, acting as an advocate, promoter,
facilitator and referral agent to connect businesses with technical
assistance and resources.

» Investments and the level of new business activity seen prior to
the COVID-19 pandemic was purportedly driving a heightened
sense of the downtown as an emerging district—one conducive
to investment and new ventures. That notion is supported by
44% of the business survey sample indicating they have been
located in the downtown area for four years or less.

»  Thirty-eight percent of respondents indicated their business has
been located in downtown for twenty-one years or longer. The
figure can be viewed as an indicator of stability, but it could
also signal a need for help with business succession planning—a
notion subsequently verified by 50% of respondents indicating
interest in succession planning training topics.

P> Succession planning needs for might also be more likely to
involve a real estate transaction given that nearly two-thirds of
survey respondents identified themselves as owner-occupants.

Directions

Economic Vitality

»  Main Street Atmore and community partners should work to
identify, promote and facilitate access to partners, resources
and technical assistance to advance business retention and
business succession planning efforts.

Potential Activities

(E) Assemble a business retention resources and contacts guide
(E) Showcase long-time and start-up business success stories
(E) Identify and promote succession planning resources

(D) Design (P) Promotion

(E) Economic Vitality (O) Organization




BUSINESS INSIGHTS AND DIRECTIONS

Changes in the Making?

Business survey results provide insight on the nature and
scope of possible changes that could occur in the district
within the next two years—and areas where Main Street
Atmore might channel its business support efforts.

5 6 PERCENT

0f responding husinesses plan to expand services or product
lines and to start or complete building improvements.

Table 18

Q: In the next year or two, do you plan to change or modify
your business in any of the following ways?

Expand services or product lines 56.3%
Start and /or complete building improvements 56.3%
Increase number of employees 50.0%
Increase marketing 37.5%
Expand hours of operation 31.3%

Source: 2021 Downtown Atmore Business Survey. Most frequent responses shown.

Business Support Opportunities

The survey group identified higher levels of interest in
building improvement and business expansion assistance,
and in succession planning and social media topics.

Table 19

Q: Would you be inclined to use any of the following technical
assistance programs and incentives?

Free or low-cost building improvement design services 62.5%
Low interest building improvement loans 31.3%
Low interest business expansion loans 31.3%
One-on-one business counseling 25.0%
Assistance to sell your building and/or business 12.5%

Table 20

Q: Of the following business seminar topics, which two would
be of most interest and/or most useful to you?

Business Succession Planning 50.0%
Social Media for Small Businesses 43.8%
E-commerce (Selling Online) for Small Businesses 25.0%
Marketing for Small Businesses 25.0%
Customer Service and Hospitality Training 18.8%

Source: 2021 Downtown Atmore Business Survey.
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Insights

» The nature of changes and interest expressed by the business
survey group suggest the timing could be opportune for Main
Street Atmore to:

e Engage the downtown business community in collaborative
marketing efforts, possibly packaged with social mediq,
marketing and eCommerce training opportunities.

e Promote small business technical assistance and counseling
resources, including succession planning resources.

e  Work with area financial institutions, government and other
economic development partners to identify, develop and
promote sources for possible building improvement and
business expansion loan programs.

e Share market study findings on business types, products and
services that could offer opportunities for expansion.

Directions

Design

»  Work with Main Street Alabama and local design professionals
and partners to:
e Explore and promote options for targeted design assistance.
e Apply the Main Street Alabama Design Best Practices/

Guidelines document to help guide local review processes
and to develop, review or fine-tune local design guidelines.

Economic Vitality

» Share market study findings on product lines showing potential
for expansion with existing district businesses.

» Further explore interest for training, and preferred training
formats, in the marketing, eCommerce and social media topics;
and work with Main Street Alabama and area partners to
identify and promote training opportunities.

»  Work with property owners and realtors to inventory and
promote business and investment opportunities via social media,
window treatments, property tour events, etc.

Potential Activities

(D) Identify design assistance tools/resources for property owners
(E) Promote resources for business expansion and improvements
(E) Business training (survey results, social media, eCommerce, efc.)

(E) Promote business and property investment opportunities

(D) Design (E) Economic Vitality (O) Organization (P) Promotion




BUSINESS INSIGHTS AND DIRECTIONS

Business Financing and Financials

Information gathered via the business survey revealed:

— Prior to the COVID-19 outbreak, 50% of businesses
surveyed had applied for business financing or
financial assistance from a bank or credit union, 19%
from a private lender, and 13% from the Small
Business Administration (SBA).

— Since the outbreak, 50% applied for SBA financing or
assistance and 38% applied to a bank or credit union.

— Thirty-one percent have not applied for financing or
assistance before or since the COVID-19 outbreak.

— Twenty-seven percent of respondents said they did
not need assistance to apply, while 53% indicated
they needed minimal or moderate assistance to apply.

— Respondents showed the highest level of comfort
when working with a bank or credit union (measured
at 4.53 on a scale of 5), followed by private lenders
(3.60) and foundations/grants organizations (3.40).

— At least 20% of businesses surveyed indicated they
have never prepared a pro forma or business plan.

— Forty percent prepare their own financial statements,
and 60% use a CPA to prepare tax filings and returns.

1%

Expect gross sales or revenues

to increase in 2021
as compared to 2020.

Business Performance

0%

Said gross sales or revenues

increased in 2020
as compared to 2019.

Table 21

Q-A: Which of the following describes the change in your business’
gross sales or revenues in 2020 as compared to 20192

Q-B: In your best estimation, how do you expect your gross sales
or revenues to change in 2021 as compared to 20202

Year-over-Year (YoY) Q-A. 2019-20 Q-B. 2020-21
Comparison Range Estimated Projected
Increase: 1% to 5% 0.0% 25.0%
Increase: 6% to 10% 13.3% 31.3%
Increase: 11% or more 26.7% 25.0%
Decrease: 1% to 5% 0.0% 0.0%
Decrease: 6% to 10% 13.3% 0.0%
Decrease: 11% or more 26.7% 0.0%
Stay about the same 6.7% 12.5%
Not in business previous year 13.3% 6.3%
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Insights

» Year-over-year increases in gross sales or revenues for 2020
reported by 40% of businesses surveyed, along with optimistic
outlooks for 2021, would seem to support notions that the district
is on an upward trajectory. The figures, though based on a
limited sample, are nonetheless positive, especially when
considering disruptions to commerce posed by COVID-19.

» At the other end of the spectrum, The same percentage of
businesses (40%) reported 2020 year-over-year declines in
gross revenues or sales—a finding reinforcing a need for the
continued prioritization of business support and retention efforts.

Directions

Economic Vitality

» Repeat the business survey on an annual or biennial basis to
track changes, and to stay in tune with the needs of businesses.

» Incorporate relevant tracking data into messaging and materials
promoting downtown business and investment opportunities.

»  Work with financial institutions and other development partners
to gauge needs and possible resources to help new and existing
businesses plan, access funding and financial assistance, and
maintain strong financial and recordkeeping operations.

Organization

» Supplement market study data with tracking data reported to
Main Street Alabama to measure progress, to build support for
Main Street Atmore and new and ongoing revitalization
initiatives, and to promote opportunities to join the cause.

Promotion

» Benchmark and track attendance estimates for downtown events
to measure appeal and return on investment, and to incorporate
into business recruitment messaging and materials.

Potential Activities

Conduct a business survey on annual or biennial basis

Create a recruitment fact sheet incorporating tracking data
(O) Produce an annual report with tracking data/progress updates

(P) Benchmark and track event attendance and impacts

(D) Design (E) Economic Vitality (O) Organization (P) Promotion




OPPORTUNITIES AND TARGETS

Eating and Drinking Establishments
Top 5 Profiles

Beyond identifying consumer preferences for new and expanded
types of eating and drinking establishments, a breakdown of survey
demographics by selection offers a starting point to better
understand and profile the potential target market for different
models, and the viability of different concepts with respect to price
points, menu options, marketing and advertising strategies,
merchandising, décor, and other important business considerations.

Following is a thumbnail profile of the potential target market for
each of the five highest ranked prospects for eating and drinking
establishments based on consumer survey results. Table 23

expanded Downtown Atmore eating and drinking

Consumer Survey Percent | (Ranking: 37:4% (1) establishments would you be most likely to
Residence: Pt. | * Gender: Pot. | * frequent on a consistent basis?
Atmore Resident 49% (54%) Female 65% (69%) Top Consumer Survey Responses
Within 20 Miles 44% | (37%) Male 32% | (28%) Steakhouse 37.4%
o 0
More than 20 Miles 7% (9%) A
Age: Pct. * ltalian Restaurant 30.1%
H . * 0,

HH Income Pet <25 8% (9%) Farm to Table Restaurant 26.3%
< $50K 30% | 2% 251034 |17% | (21%) All-American/50’s-themed Diner 23.6%
$50K to $99K 37% | (34%) to 44 199 21%

3510 9% | @A Pizzeria 23.3%
$100K to $149K 17% | (19%) 4510 54 | 23% | (21%)
Deli/Sandwich Shop 21.1%
$150 to $199K % | (9%) 5510 64 | 19% | (17%)
0,
$200K+ 8% | 12% o5t 13 Lo Breakfast/Brunch Restaurant 18.4%
Bakery 17.3%

ltalian Restaurant Brewery or Brewpub 15.4%

Consumer Survey Percent | (Ranking): 30.1% (2) Healthy Menu Eatery 15.4%

Residence: Pct. * Gender: Pct. * Asian Restaurant 11.4%
Atmore Resident 51% | (54%) Female 77% | (69%) Mediterranean/Greek Restaurant 7.9%
Within 20 Miles 39% | (37%) Male 22% | (28%) Indian,/Thai Rest t 4.3%

ndian/Thai Restauran 3%
More than 20 Miles 10% (9%)
° Age: Pct. * Source: 2021 Downtown Atmore Consumer Survey. Multiple responses allowed.

HH Income: Pct. * <25 10% (9%)
< $50K 16% | (26%) 251034 |26% | (21%) o
$50K to $99K 37% | (34%) 35 to 44 16% | (21%)
$100K to $149K 22% | (19%) 451054 | 21% | (21%) o

150 to $199K 109 9% o
$ °$ 4 %) 5510 64 18% | (17%) Of all Business Survey responses cited Eating and
$200K+ 15% | (12%) 65+ 11% | (11%) Drinking uses when asked, “What type of new
downtown businesses or attractions, located near
% Overall survey sample shown in parentheses you, would be complementary to your businesses?”
Source: 2020 Downtown Atmore Consumer Survey s 2021 D A 8 s
ource: owntown Atmore Business urvey.

Data Note: Percentages may not total 100% due to rounding K j
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OPPORTUNITIES AND TARGETS

Eating and Drinking Establishments | Top 5 Profiles

Farm to Table Restaurant

Consumer Survey Percent | (Ranking): 26.3% (3)
Residence: Pct. * Gender: Pct. *
Atmore Resident 47% | (54%) Female 69% | (69%)
Within 20 Miles 40% | (37%) Male 25% | (28%)
More than 20 Miles 12% (9%) Age: Pet. *
HH Income: Pet. * <25 2% (9%)
< $50K 24% | (26%) 251034 | 25% |(21%)
$50K to $99K 28% | (34%) 35t044 | 21% | (21%)
$100K to $149K 22% | (19%) 451054 | 19% | (21%)
$150 10 $199K 8% | (o ssea |22% |lurm Different eating and. drinking establishment models
and concepts could incorporate one or more of the
$200K+ 18% | (12%) 65+ 1% [(11%) genres sampled in the consumer survey, and might

A . also serve to address and benefit from an expressed
All-American/50’s-themed Diner . fit n exp
desire by survey respondents for recreation and

Consumer Survey Percent | (Ranking): 23.6% (4) entertainment in the downtown area. For example, a
Residence: Pct. * Gender: Pct. * pizzeria concept might also incorporate a select or
Atmore Resident 61% | (54 Female 71% | oo rotat'lr.lg line oflloc.al or state brewery and winery
selections or a limited soups, salads, wraps and
thi H 0, 0, 0, 0,
Within 20 Miles 29% | 7% Male 7% | @8%) sandwiches menu with a selection of healthy menu
More than 20 Miles 10% | (9%) Age: - * items; and the setting might provide for a children’s
§ ' lay area, a student study bar, or periodic
HH Income: Pct. * <25 13% (9%) play R o y »orp .
entertainment spilling into the evening hours.
< $50K 33% | (26%) 251034 | 14% |(21%)
$50K to $99K 39% | (34%) 351044 | 21% | (21%) Additional opportunities and concepts for both existing
$100K to $149K 16% | (19%) 451054 | 24% | @1%) and new eating and drinking establishments might
include menu options not currently offered in the
$150 to $199K 5% | (9% 551064 | 12% | (17%) p ) y off ) .
downtown area or community; and the incorporation
$200K+ 8% | (12%) 65+ 17% | (1%) of various forms of entertainment, display or
Pieia [
outdoor seating. Evening and nighttime
Consumer Survey Percent | (Ranking): 23.3% (5) establishments, in particular, might feature various
Residence: Pet. | * Gender: Pet. | * genres of music and venues for local artists and
storytellers to enhance the downtown’s “fun &
Atmore Resident 55% | (54%) Female 70% | (69%) Y . g f .
entertainment factor.” Décor and themes might
Within 20 Miles 40% | (37%) Male 28% | (28%) feature local art, history, culture and characters.
More than 20 Miles 6% (9%)
Age: Pect. *
HH Income: Pct. * <25 10% (9%)
< $50K 239 26% o
$ % | ) 250 34 30% | (21%) Note: The eating and drinking establishment targets described here
$50K to $99K 33% | (34%) 35 to 44 29% | (21%) should serve as a starting point. Main Street Atmore, downtown
° stakeholders, and community partners should infuse local knowledge
$100K to $149K 26% | (19%) 45 to 54 19% | (21%) and expertise into the process of analyzing market information to
further develop profiles for business types and concepts that are a
$150 to $199K 8% (9%) 55 to 64 10% | (17%) good fit for downtown, and that appear to have the very best chance
o ) to succeed. This will be an ongoing process, and the list of targets
$200K+ 10% | (12%) 65+ 1% | (11%) should be continuously reviewed, updated, and refined over time, and

as conditions change.
Source: 2021 Downtown Atmore Consumer Survey | 3% Overall survey sample shown in parentheses
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OPPORTUNITIES AND TARGETS

Retail Establishments | Top 5 Profiles

Like the profiles created for top consumer survey-ranked eating and
drinking establishments, profiles for top scoring retail
establishments provide a starting point for better understanding
local preferences—and potential target markets and the viability of
different concepts with respect to price points, product and service
lines, marketing and merchandising strategies, and other important
business considerations.

Following is a thumbnail profile—or the potential target market—
for each of the five highest ranked prospects for retail
establishments based on results of the consumer survey.

N N X Table 24
Specialty Foods Grocer/Deli/Wine
Q: Which of the following types of new or
Consumer Survey Percent | (Ranking): 31.5% (1) . .
expanded Downtown Atmore retail establishments
Residence: Pet. | * Gender: Pet. | * would you be most likely to frequent on a
Atmore Resident 48% | (54%) Female 76% | (69%) consistent basis?
Within 20 Miles 40% | (37%) Male 20% | (28%) Top Consumer Survey Responses
More than 20 Miles 12% | (9%) Age: et | Specialty Foods Grocer/Deli/Wine 31.5%
HH Income: Pct. * <25 99, (9%) Arts, Crafts and Hobbies 28.7%
< $50K 18% | (26%) 25t0 34 | 30% |(21%) Sporting Goods/Outdoors 24.9%
$50K to $99K 38% | 4% 351044 | 22% | (21%) Bookstore 24.6%
$100K to $149K 19% | (19%) %
° 451054 |19% |21%) Jewelry Store 20.4%
$150 to $199K 7% | (9%) 55t0 64 | 15% |(17%)
° ° Health and Beauty 19.9%
$200K+ 18% (12%) 65+ 5%, (11%)
Men’s Clothing 18.0%
Arts, Crafts and Hobbies Butcher/Meat Market 17.1%
Consumer Survey Percent | (Ranking): 28.7% (2) Pet Supplies/Clothing Store 14.1%
Residence: Pct. * Gender: Pct. * Electronics Store 12.4%
Atmore Resident 52% | (54%) Female 80% | (69%) Gifts and Cards 11.0%
Within 20 Mil 409 37% Mal 169 28%
fhin res % |74 e % |28 Household Appliances 7.5%
More than 20 Miles 8% (9%)
Age: Pet. | ¥ Bike & Bike Repairs Shop 4.4%
: . * 0
HH Income Pet <25 10% (9% Source: 2021 Downtown Atmore Consumer Survey.
< $50K 35% | (26%) 25t0 34 | 24% | (21%)
$50K to $99K 33% | (34%) 351044 | 16% | (21%)
$100K to $149K 19% | (19%) 4510 54 | 21% | (21%)
$150 to $199K 6% (9%) 55 to 64 22% | (17%)
$200K+ 8% | (12%) 65+ 8% | (11%) Of all Business Survey responses cited Retail uses

when asked, “What type of new downtown
businesses or attractions, located near you, would be

% Overall survey sample shown in parentheses .
’ P P complementary to your businesses?”

Source: 2021 Downtown Atmore Consumer Survey

Source: 2021 Downtown Atmore Business Survey.

J

Data Note: Percentages may not total 100% due to rounding \
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OPPORTUNITIES AND TARGETS

Retail Establishments | Top 5 Profiles

Sporting Goods/Outdoors

Consumer Survey Percent | (Ranking): 24.9% (3)
Residence: Pct. * Gender: Pct. *
Atmore Resident 45% | (54%) Female 44% | (69%)
Within 20 Miles 42% | (37%) Male 54% | (28%)
More than 20 Miles 13% (9%) Age: Pet. *
HH Income: Pct. * <25 1% | (9%)
< $50K 19% | (26%) 251034 | 18% |(21%)
$50K to $99K 39% | (34%) 35t044 | 21% | (21%)
$100K to $149K 20% | (19%) 4510 54 | 26% | (21%)
$150 to $199K 10% | (9%) 551064 | 16% | (17%)
$200K+ 1% | (12%) 65+ 8% | (11%)
Consumer Survey Percent | (Ranking): 24.6% (4)
Residence: Pct. * Gender: Pect. *
Atmore Resident 49% | (54%) Female 74% | (69%)
Within 20 Miles 41% | (37%) Male 24% | (28%)
More than 20 Miles 10% (9%) Age: Pet. *
HH Income: Pct. * <25 99, (9%)
< $50K 35% | (26%) 251034 | 20% |21%) Survey results could Pr?vide inspiration fqr crossover
$50K 10 $99K 33% | e PPYSUVEE Yoy pr conce.p.ts; and for ex:st'{ng downtown bu.smesses to
reposition themselves in the market, to introduce
$100K to $149K 17% | (19%) 4510 54 [15% |(21%) complementary products and services, or to expand.
$150 to $199K 9% | (9%) 5510 64 | 21% | (17%) For example, select crossover lines from the cards and
$200K+ 6% | (12%) o5+ 2o | 11% gifts, home furnishings and health and beauty

categories could be packaged together in a single
Jewelry Store space, or could offer existing businesses opportunities
to add complementary product lines from these

Consumer Survey Percent | (Ranking): 20.4% (5) ) o . ]
categories. Certain lines might also be conducive to
Residence: Pet. * Gender: Pet. * Pop-up Shop and kiosk-style models, or might start as
Atmore Resident 54% | (54%) Female 90% | (69%) festival booths in order to experiment with and test-
Within 20 Miles 41% | (37%) Male 10% | (28%) market various concepts, models and product lines.
More than 20 Miles 5% (9%)
Age: Pect. *
HH Income: Pct. * <25 7% (9%)
< ° 26% o
$50K 19% | ) 25to 34 15% | (21%) Note: The retail establishment targets described here should serve as
$50K to $99K 32% | (34%) o % a starting point. Main Street Atmore, downtown stakeholders, and
° 3510 44 18% | (21%) community partners should infuse local knowledge and expertise into
$100K to $149K 22% | (19%) 4510 54 23% | (21%) the process of.cmulyzing market information to further de.velop
profiles for business types and concepts that are a good fit for
(<] () o 0 17% downtown, and that appear to have the very best chance to succeed.
$150 to $199K 9% | (9%) 5510 64 | 20% | (17%)
This will be an ongoing process, and the list of targets should be
$200K+ 19% | (12%) 65+ 16% | (11%) continuously reviewed, updated, and refined over time, and as

conditions change.
Source: 2021 Downtown Atmore Consumer Survey | % Overall survey sample shown in parentheses
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OPPORTUNITIES AND TARGETS

Office and Service Uses

National trends and more recent COVID-19-related implications
point toward a continued transition to a more convenience- and
service-oriented society. These trends, and the existence of civic,
government, office, and service uses already present in Downtown
Atmore, suggest demand for space to accommodate these and
other non-retail uses in the downtown area could remain constant
or even increase in the future. Other trends that could influence the
market include:

» Potential for existing Downtown Atmore non-retail uses,
office tenants and service providers to expand beyond their
existing space or footprint.

» The downtown area’s appeal to office, service, and
residential uses that is likely to grow as success is realized
from Main Street Atmore, Pride of Atmore and community
downtown enhancement efforts — and the possibility that
existing office and service uses currently located in other
parts of the community and region will seek to relocate in
the Downtown Atmore area.

The importance of, and opportunities for, new and expanding office ) ) o
and service uses in the downtown may best be demonstrated by: Office, service, government and civic uses

» Sixty-six percent of consumer survey respondents indicated in Downtown Atmore have always played

they visit Downtown Atmore on a daily or weekly basis to . tant role i tina t ict
do errands or for office and service-related purposes. an important role in generating raﬁclc o

» The redevelopment of the Strand Theatre and different support the district’s economy and sense
uses proposed to be housed as part of the project promise Of vita/ity.
to enhance the downtown experience and bring renewed
focus and attention to the downtown area.

» The downtown’s proximity in relation to the community’s
population concentrations make it a convenient location Table 25
for service establishments and providers catering to the

needs of the local population Q: How often do you visit Downtown Atmore...

» The downtown’s existing and evolving business mix is

. . Frequency—Daily or Weekly Percent
conducive to personal care and service uses.
> The level of interest expressed by consumer survey To do errands or for office and service- 66.4%
respondents regarding new housing that could be related purposes? )
developed in the downtown and surrounding area.
For eating, drinking or entertainment? 54.4%
Office, service, government and civic uses in the Downtown Atmore
area have always played an important role in generating traffic to
To shop? 34.1%

support the district’s economy and sense of vitality. Predictably,
office and service uses will continue to be important to the
downtown area in the future. These uses should continue to be
encouraged to locate in the downtown area and, where appropriate
and applicable, Main Street Atmore and community development
partners should work to locate these uses in buildings, spaces, and
redevelopment sites that are conducive to creating and maintaining
a strong sense of retail vibrancy throughout the downtown area.

Source: 2021 Downtown Atmore Consumer Survey.
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OPPORTUNITIES AND TARGETS

Housing
Consumers surveyed showed high levels of interest in downtown

housing. The results lend support for the rehabilitation and
development of a variety of housing styles in the downtown area.

0 0f consumers surveyed answered “Yes” or
“Maybe” when asked, “Would you consider
0 living in Downtown Atmore?

Table 26

Q: Would you consider living in Downtown Atmore?

Yes 18.3%
Maybe 22.8%
Table 27

Q: Would you prefer to own or rent housing in Downtown Atmore?

Own 77.2%
Rent 22.8%
Table 28

Q: What style of housing in Downtown Atmore would you look for or
consider?

Townhouse 48.9%
Loft 45.8%
Apartment 29.0%
Condo 23.7%
Live/Work Unit 16.8%
7.6% 14.9%
Table 29

Q: What is the monthly mortgage payment or rent amount you would be
willing to pay for your choice of downtown housing?

Less than $800 47.8%
$800 to $899 23.5%
$900 to $999 8.8%
$1,000 to $1,099 13.2%
$1,100 to $1,199 2.2%
$1,200 to $1,299 1.5%
$1,300 or more 2.9%

Source: 2021 Downtown Atmore Consumer Survey.
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49% 43% 31%

TOWNHOUSE 25 to 44  S100K+

Housing Style Age Household Income

POTENTIAL DowNTOWN HOUSING MARKET TRAITS

Insights

» High levels of interest expressed by the consumer
survey group bode well for the potential
rehabilitation and development of a variety of
housing concepts and styles in the downtown area.

» The benefits of housing in a traditional downtown
district are multifold and align with strategies
envisioning a traditional or historic downtown
district as the center of community life.

» Possibilities for downtown housing could include a
range of styles and price points catering to a
variety of lifestyles and life stages including:

—  The rehabilitation of vacant and underutilized
upper levels of existing downtown buildings for
a range of housing styles, such as apartments,
lofts, and live-work units, appealing to
different segments of the market.

— Mixed use development at potential downtown
area redevelopment sites.

— The development of urban housing styles (i.e.
row homes, townhomes, etc.) at appropriate
sites in areas immediately surrounding the core
downtown district.




OPPORTUNITIES AND TARGETS

Housing

Survey demographics compiled for those indicating an interest
in downtown housing points to possibilities for a range of styles
and price points catering to different lifestyles and life stages.

Table 30
Potential Downtown Housing Market Profile

Age Percent
24 or younger 11.2%
2510 34 24.6%
3510 44 18.7%
45 to 54 22.4%
5510 64 12.7%
65 or older 10.4%
Household Size Percent
1 10.4%
2 38.1%
3 18.7%
4 or more 32.8%
Household Income Percent
Less than $25,000 12.7%
$25,000 to $49,999 21.6%
$50,000 to $74,999 17.9%
$75,000 to $99,999 17.2%
$100,000 to $149,999 14.9%
$150,000 and greater 15.7%

Source: 2021 Downtown Atmore Consumer Survey. Profile based on demographic character-
istics of survey respondents who answered “Yes” or “Maybe” when asked, “Would you
consider living in Downtown Atmore?”
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Directions

Design

>

Facilitate “Code Team” pre-project walk-throughs
involving Design Committee members, building owners,
building officials, and other relevant personnel to assess
and troubleshoot potential challenges to the
rehabilitation and development of downtown housing
(and other downtown building rehabilitation and
redevelopment projects), especially as it may apply to
the upper levels of existing downtown structures.

Economic Vitality

>

Work with local government and community develop-
ment and housing interests to further explore feasibility
and identify possible programs, technical assistance,
and resources that might be appropriate to support
downtown area housing development goals.

Promotion

>

Host an annual “At Home Downtown” or “Living it Up
Downtown” event to showcase downtown area housing
units in the before, during, and after phases of
rehabilitation or development.

Potential Activities

(D)
(E)
(E)
(P)

Facilitate “Code Team” pre-project walk-throughs
Inventory downtown housing units (existing & potential)
Identify and promote housing development resources

Organize downtown area housing showcase tours

(D) Design (E) Economic Vitality (O) Organization (P) Promotion




Main Street Atmore’s roles as partnership

builder, resource locater, and publicity machine

will continue to take on heightened significance

as we navigate toward a post-COVID-19 world.

Extraordinary Times

Surveys performed and providing a basis for many of the strategies
and actions proposed as part of this study were conducted in the
early weeks of 2021, just prior to the approval and early distribution
of COVID-19 vaccines. Now, in the early immunization and recovery
stages, much remains uncertain. While better times and a return to
something more closely resembling “normal” appear to be on the
near horizon, the actual economic recovery timeline is still uncertain,
and changes in lifestyles, consumer behavior and the way we do
business are almost certain to be longer-lasting.

Strategies, Projects and Activities

Activities proposed in this document and displayed in a quick-look
format on the following page serve as a good starting point and
guide for moving forward—in time and as life returns to a more
normal state. Still, the impacts of recent events are almost certain to
affect lives, behavior, and the well-being of existing businesses for a
much longer period. It will be important, then, to maintain a strong
focus on the needs of existing businesses, including business
retention and support activities outlined in this study. Other ideas
and activities are likely to grow out of this study’s findings, as
implementation steps are taken, and as new opportunities emerge.

Supporting and Sustaining Activities

The ability to move forward with the ideas and opportunities
advanced as part of this study, along with projects already in motion
or planned for the future, will also hinge on a solid organizational
foundation, strong partnerships, and supporting activities that, while
not explicitly spelled out within the context of any market study, are
absolutely essential to the success of Main Street Atmore and the
community’s downtown revitalization efforts.

Main Street Atmore’s roles as partnership builder, resource locater,
and publicity machine will continue to take on heightened
significance as we navigate toward a post-COVID-19 world. In some
cases this role may require the organization to locate or develop
entirely new sources of funding to advance a new initiative, or it
might require the organization to re-assess and shift priorities and
budget allocations based on the findings of this study, as the human
and economic impacts of recent events become more clear, and as
conditions change in the future.
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Examples
Supporting and Sustaining Activities

Board of Directors/Organization

» Fundraising and fund development activities to
sustain the organization and implement projects and
activities.

» Volunteer development activities including the
recruitment, retention, and recognition of volunteers.

» Partnership and public participation efforts to
involve a cross section of residents, business persons,
elected officials, community leaders, and
representatives from other community organizations.

»  Monitoring and tracking progress, evaluating
processes, measuring results, and taking appropriate
action, where and when necessary, to refine
operations or implement changes.

» Public relations to enhance awareness of the Main
Street Atmore organization and the importance of its
work to the community, and to publicize plans,
projects and results.

» Monitoring and evaluating executive staff
performance, needs for support staff, and
budgeting accordingly.

» Leadership development, including the allocation of
sufficient funds for board member, staff and
volunteer leadership development and training.

Economic Vitality

» Building and Business Inventory to track occupancy,
identify underutilized space, benchmark and track
property values, develop a contacts database for
building and business owners, create and update a
downtown business directory, etc.

» “Hotlist” of downtown properties and spaces
available for sale or lease to help facilitate matches
between property owners/ugents and prospective
businesses, investors, developers and entrepreneurs.

» Business Resources Guide and Directory to help
facilitate access to technical assistance and
resources, and to help prospects navigate business
start-up and property development processes.




Potential Activities | Quick Look Guide
) Promotion

) Economic Vitality

Ref | Potential Economic Vitality Activities
1 | Encourage non-retail uses to locate downtown 6
2 | Share consumer online preferences with businesses 8
3 | Conduct business visits to share survey results 10
4 | Conduct vacant property visits to identify targeted uses 10
5 | Vacant property poster/storefront treatment program 10
6 | Publicize survey results and a list of “top prospects” 10
7 | Continue to support COVID-19 recovery efforts 11
8 | Incentives for buildings and new/expanding businesses 11
9 | Create business assistance resources guide/directory 1
10 | Assemble a business retention resources & contacts guide | 13
11 | Showcase long-time and start-up business success stories | 13
12 | Identify and promote succession planning resources 13
13 | Promote resources for business expansion/improvements | 14
14 | Business training (survey results, social media, eCommerce) | 14
15 | Promote business and property investment opportunities 14
16 | Conduct a business survey on annual or biennial basis 15
17 | Create a recruitment fact sheet w/ tracking data 15
18 | Inventory downtown housing units (existing & potential) 22
19 | Identify and promote housing development resources 22

) Design

Potential Economic Vitality Activities

Ref | Potential Economic Vitality Activities
1 | Encourage/Facilitate cross-promotion efforts 6
2 | Create a downtown businesses and services directory 6
3 | Downtown promo displays and materials at anchors 7
4 | Develop and launch collaborative marketing concepts 8
5 | Use events to test market ideas (i.e. booths, pop-ups) 9
6 | Create a stock photo library as marketing resource 12
7 | Create Downtown Atmore branding system (w/ MS AL) 12
8 | Launch a customer-driven testimonial campaign 12
9 | Benchmark and track event attendance and impacts 15
10 | Organize downtown area housing showcase tours 22
11
12
13
14
15
16
17
18
19

) Organization

Potential Economic Vitality Activities

1 | Downtown gateway and wayfinding signage /features 7
2 | Address pedestrian and bicyclist safety concerns 9
3 | Pursue placemaking activities to enliven spaces 9
4 | Promote beautification and building improvements 11
5 | Promote tools and resources for building improvements 11
6 | Monitor traffic; advocate for pedestrian improvements 11
7 | Integrate branding extensions in the public realm 12
8 | ID design assistance tools/resources for property owners | 14
9 | Facilitate “Code Team” pre-project walk-throughs 22
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1 | Presentations/Updates to partners & community groups 6
MSA info displays and meet & greet events at anchors 7
Annual report with tracking data and progress updates 15
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Next Step: Transformation Strategies

The information, insights, directions and potential
activities emanating from the Market Study and Strategies
process provide solid groundwork for the design and
execution of a holistic, market-driven revitalization
strategy. Still, it will be important to maintain focus on the
ultimate vision for Downtown Atmore and to prioritize
efforts, accordingly.

Main Street Alabama’s Transformation Strategies
Development Service—the next step in the process—
infuses locally-mined information and directions posed by
the market study to help communities fine-tune strategies
and prioritize projects and activities that incrementally
create positive changes in the district’s economy.

The Main Street Approach to Revitalization

Main Street Alabama works with member communities
and organizations to adapt a time-tested and proven
approach to revitalization developed and promoted by
Main Street America™, a program of the National Main
Street Center. The approach provides a framework for
communities to rebuild, preserve, and reinvigorate their
historic and older downtowns and neighborhood
commercial districts.

The Main Street Approach® consists of three essential and
tightly integrated tools:

1. Community Vision that is informed by broad and
inclusive community input and market
understanding.

2. Transformation Strategies that incrementally create
positive changes in the district’s economy. These are
implemented through simultaneous activity in four
broad areas of work that, together, constitute the
“Four Points.” In brief:

+ Design encompasses improving all the physical
and visual aspects of the district.

¢ Organization involves cultivating partnerships
and resources for the district.

+ Promotion is about marketing the district.
Economic Vitality focuses on capital, incentives
and other economic and financial tools for
business and property development.

3. Impact measurement includes monitoring
guantitative and qualitative outcomes.

DOWNTOWN ATMORE MARKET STUDY AND STRATEGIES | 2021
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Transformation Strategies Explained

A Transformation Strategy articulates a focused, deliberate path to
revitalizing or strengthening a downtown or commercial district’s
economy. Grounded by both an understanding of the underlying drivers
of the local and regional economy, as well as community feedback and
engagement, a Transformation Strategy should describe a market
position that the commercial district can successfully fulfill.

An effective Transformation Strategy serves a particular
customer segment, responds to an underserved market
demand, or creates a differentiated destination.

Simply stated, a Transformation Strategy is a comprehensive strategy
that guides the direction of the revitalization initiative and, over time,
transforms the district. Each Transformation Strategy has several
important characteristics:

» It is rooted in the community’s vision for the district.

» It is based on a solid analysis and understanding of the district’s
economy and its best economic opportunities.

» It is comprehensive, in that it is implemented through a broad
range of activities that span the four broad areas of work
represented by the Four Points.

» It is measurable, making it possible to track progress.

» It provides guidance for program activities for a two- to five-
year period, after which the revitalization program should examine
progress and make adjustments, as needed.

In general, a revitalization organization should work with one or two
Transformation Strategies at a time. In some exceptional circumstances,
it might consider tackling three Transformation Strategies—but more
than three would be challenging.
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5.1. Establishment of districts.

In order to regulate and restrict the height, number of stories and size of buildings or structures, the
percentage of lots that may be occupied, the size of yards, courts and other open spaces, the density of population
and the location and use of buildings, structures, and land use. The City of Atmore shall establish zoning use
districts based on the following use classifications or variations thereof:

5.11 R-1, Low Density Residential District. This district is provided to afford the opportunity for the choice of
a low density residential environment consisting of single-family homes on large lots.

5.12 R-2, Medium Density Residential District. The purpose of this district is to provide for medium density
residential developments in single-family and duplex structures on medium sized lots.

5.13 R-3, High Density Residential District. The intent of this district is to provide the opportunity for high
density, single-family, duplex and multi family residential development, including mobile homes
meeting lot size requirements.

5.14 B-1 Local Business District. This district is intended to provide for limited retail convenience goods and
personal service establishments in residential neighborhoods and to encourage the concentration of
these uses in one location for each residential neighborhood rather than in scattered sites occupied by
individual shops throughout a neighborhood.

5.15 B-2 General Business District. This district is intended to provide opportunity for activities causing noise
and heavy traffic, not considered compatible in the more restrictive business district. These uses also
serve a regional as well as a local market and require location in proximity to major transportation
routes. Recreational vehicle parks, very light production and processing activities are included.

5.16 M-1 Light Industrial District. The purpose of this Light Industrial District is to provide a suitable
protected environment for manufacturing, research and wholesale establishments which are clean,
quiet and free of hazardous or objectionable emissions, and generate little industrial traffic. Locations
should be in accordance with the City's Comprehensive Plan.

5.17 M-2 General Industrial District. The purpose of this General Industrial District is to provide a suitable
environment for manufacturing activities. These districts are located for convenient access from
existing and future arterial thoroughfares, highways and railway lines, and are in many instances
separated from residential areas by business or light industrial areas or by natural barriers; where they
are adjacent to residential areas, some type of artificial separation may be required. The district
regulations are designed to permit the development of the district for almost any industrial uses,
subject to the minimum regulations necessary for the mutual protection of the uses.

5.18 DBD Downtown Business District. The purpose of this district is to establish uses compatible with a
vibrant commercial and retail center and a downtown area suitable for restaurants and family friendly
entertainment. Uses which are not compatible with this purpose are restricted to other areas of the
city.

(Ord. No. 02-2006, 4-24-2006; Ord. No. 05-2007, & 2, 10-22-2007; Ord. No. 02-2014, § 1, 4-21-2014)

6.1. General.

The following limitations and requirements are placed on uses in each district established under the
authority of this ordinance, in accordance with the intent of the ordinance.

Any use requiring a building permit is subject to review and permit approval by the building official.
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Any special exception is subject to approval of the Board of Adjustment. Each application to the Board of
Adjustment for approval of a use permitted by special exception shall be accompanied by a site plan
prepared by the applicant or his agent.

In any case where a requested use is not specifically listed in the Table of Permitted Uses section of this
ordinance, its status shall be determined by the Board of Adjustment by reference to the most clearly
analogous use or uses that are specifically referred to in the Table of Permitted Uses. When the status of a
use has been so determined by the Board of Adjustment, such determination shall thereafter have general
application to all uses of the same type.

In general, any higher use may be permitted as a Special Exception in a lower use district, but no lower use
shall be permitted in a higher use district, except as otherwise noted in the Table of Permitted Uses or where
such use exists at the time of enactment of this ordinance, in which case it is subject to the requirements of
the Nonconformance section of this ordinance.

Every use in any district, except in the M-1 and M-2 districts, shall be conducted entirely within a completely
enclosed structure unless expressly exempted from enclosure requirements in this ordinance by Special
Exception or as may be otherwise allowed by this ordinance.

It shall be the responsibility of the owner/developer to show (prove) compliance with the requirements of
this ordinance.

(Ord. No. 02-2014, § 2, 4-21-2014)

6.2. Permitted uses and conditions.

Permitted uses are listed in the permitted use table of this article.

6.21 Uses by right. Uses in the tables identified by (R) are permitted by right, subject to the conditions
specified in the tables or elsewhere in this ordinance.

6.22 Special exceptions—conditional uses. Uses in the tables identified by (S) require approval by the board
of adjustment pursuant to Code of Alabama § 11-52-80. These uses are generally compatible within a
designated district but because of their nature must be reviewed and approved before a building
permit is issued.

6.23 Variances. Variances from the terms of the Zoning Ordinance may be granted by the board of
adjustment in conformity with Code of Alabama § 11-52-80.

6.24 Compliance with district requirements. Except for approved variances and special exceptions, any use
must comply with the requirements of the district in which it is located unless approved under the
Planned Unit Development (PUD) provisions of the Subdivision Ordinance.

6.241 Other provisions of this ordinance notwithstanding, any tracts of farmland under cultivation or
pastureland and timberland presently being used for such purposes may continue to be used for
such purposes regardless of the zoning district in which they may be located.

6.242 Undeveloped land or land used for agricultural purposes or timber growing shall automatically be
rezoned for single-family use.

6.25 Uses prohibited. Where any use or analogous use has blank spaces under any zones listed in the
headings of the tables of permitted uses, such use is specifically prohibited in such zones.

6.26 Group homes. Any provision of this ordinance notwithstanding, the provisions of Code of Alabama §
11-52-75.1 shall apply to any application for a group home. Any provision of this ordinance
notwithstanding, any federal law or regulation regulating or permitting a group home shall apply to any
application for a group home.
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6.2 Table of Permitted Uses and Conditions

Use Districts

1 12 |3

R- [R- | R- | B- [B- | M-| M- | DBD

Air conditioning sales and service.

i |-

Airport and/or crop dusting-spraying service; need
not be enclosed within a structure.

LI N

»nwlXo |-

LI |N
=

Ambulance/EMS service. R

Amusement and recreation services: Must be so
arranged that noise, vibration, lights, and all other
possible disturbing aspects are enclosed, screened
or otherwise controlled so that operation of the
establishment will not unduly interfere with the
use and enjoyment of properties in the
surrounding area:

Amusement park

Amusement arcade, kiddie land

Archery range

(%]

nwliun|x|=x

Baseball batting cage

Billiard or pool hall

Bowling alley

Fairgrounds, circus or carnival

Golf course S

Golf course, miniature

(DD |=™|»

Golf driving range

DD D|DB|DB|VW]|D|WV|=Z|=D

DD D[ IO W[

DD D[ IO |W|D
(%]

Pistol or rifle range

P

Racquetball or tennis courts, indoor

P
P
P

el

Skating rink, indoor

el
el
el

Tennis courts, outdoor: need not be enclosed R
within a structure.

Animal clinic/kennels for small animals when R
used as an accessory use to an approved principal
use.

Animal raising, small animal breeding; need not S
be enclosed within a structure.

Antique store, not including repairing and R
refinishing.

Apparel and accessory store. R

Appliance store. R

(Supp. No. 7) Please contact the local zoning department for all zoning information.
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Apothecary, limited to the sale of pharmaceuticals
and medical supplies.

other such places of public assembly with
occupancy load of 50 or more persons.

Art gallery or museum. R [R |R |R
Art supplies. R [R R
Asphalt products manufacture. R [R

Auditoriums (large), stadiums, coliseums, and R [S |S R

Auditoriums (small), for public assembly with
occupancy load of less than 50 persons.

Automobile laundry, where the primary function is
washing automobiles, but not including trucks or
trailers; operations shall be conducted only within
a completely enclosed structure, and all wastes
shall be discharged directly into the sewer.

Automobile manufacture.

Automobile parts sales, except used parts.

Automobile storage, including parking lots; need
not be enclosed within a structure.

Automobile, travel trailer, camper, farm
equipment and implements and mobile home
sales (new and used); need not be enclosed within
a structure, but any mechanical or body repair
must be done entirely within a structure which
shall not have any opening facing the residential
district other than a stationary window within 100
feet of residential district.

Automobile and truck laundry, including steam
laundry.

Automobile and truck repair garage, mechanical
and body; must be conducted in a structure which
shall not have any opening facing the residential
district other than a stationary window within 100
feet of residential district, and which shall not
store or otherwise maintain any parts or waste
materials outside such structures.

Automobile and truck sales and service; but not
including commercial wrecking, dismantling, or
auto salvage yard; need not be enclosed within a
structure provided the unenclosed part shall

(Supp. No. 7) Please contact the local zoning department for all zoning information.
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comply with the requirements for maintenance of
off-street parking facilities.

Automobile and truck service station including R [R |R |R |[R
minor repair, subject to the requirements listed
under special provisions, where the primary
function is retail sale of gasoline, oil, grease, tires,
batteries and accessories and where services are
limited to installation of the items sold, washing,
polishing, tire changing, greasing and minor
repairs, but not including commercial wrecking,
dismantling or auto salvage yard, major
mechanical overhauling or body work; fuel pumps
need not be enclosed within a structure.

Bait store or sales (live bait); need not be enclosed R [R
within a structure.

Bakery, retail. R [R |R |R [R
Bakery, wholesale. R R R R
Bank, including drive up window. R [R |R |R |[R
Barber shop or beauty parlor. R [R |R |R [R
Barber and beauty supplies and equipment sales. R [R |R |R [R
Bed and breakfast. Owners must reside in S [S |S

dwelling. Dwelling may not have more than six

guest bedrooms.

Bicycle, lawnmower sales, service and repair. R [R R
Bird and wildlife sanctuary. S |S |S [S |S |S |S
Blueprinting and photostatting shop. R [R |R |R [R
Boat construction and storage, major; need not be R R R
enclosed within a structure but adequately

screened from view.

Boat sales, service and repair including S R R R R
accessories.

Boat storage, service and repair, minor. May R R R
include dry storage in an enclosed structure.

Book store. R |[R |[R [R |R
Bottling works. R [R
Building materials supply, provided that major R [R |R |R

storage areas are screened from view and that any
machine operations are conducted entirely within
an enclosed structure with no opening other than
a stationary window within 100 feet of a
residential district.
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Bus and railroad terminal facilities. R |[R |S [S |S
Business machines sales and service. R |[R |R |R [R
Business school or college. R [R |R |R
Butane and other liquefied petroleum gas R [R |R |R
products sales; need not be enclosed within a

structure.

Cabinet or carpenter shop. R [R |R |R
Cafe, grill, lunch counter and restaurant but not R |[R |R |R [R
including night club, bar, tavern and drive in

restaurant.

Camera and photographic supply store. R [R |R |R |[R
Candy, nut and confectionery store. R [R |R R
Canvas products manufacture. R R R R
Carting, express, crating, hauling, storage. R R
Catering shop or service. R R R R
Cemetery, subject to requirements of the special S [S |S |S |S [S |S
provisions.

Chemical manufacture or processing (heavy, S |S
industrial).

Churches and related accessory buildings. S |S |S R [R |R |R [R

City hall, police station, fire stations, courthouse, S S S S S S S S
federal office building and similar public building.

Clay and clay products manufacture; need not be S R [R
enclosed within a structure.

Clinic, dental, medical or psychiatric for humans. R [R |R |R |[R
Clothing manufacture. R [R

Club or lodge, fraternal, civic, charitable or similar | S S S R |[R |R |R [S
organization, public or private, but not including
any such club, lodge or organization, the chief
activity of which is a service or product
customarily carried on as a business but not
including an organization which sells alcoholic
beverages for off-premises consumption or which
allows alcohol to be brought in for on-premises
consumption and charges individual admission
fees for events held on the premises.

Club, county club, golf, swimming or tennis club or S |S S R [R
the like, privately owned and operated community
club or association, athletic field, park. Recreation
area, and similar uses of a recreational nature,
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provided that no building for such purposes is
located within 100 feet of any property line.

Cold storage plant. R [R

College or university provided that they are S S S S S S S
located on a lot fronting on an arterial street or
road and that no building is located within 100
feet of any property line.

College sorority or fraternity house. S |S [S |[S
Commercial agriculture and farming operations, S |S |S R [R |R |R
including horticulture, plant nurseries, and

orchards.

Concrete and concrete products manufacture; S R [R
need not be enclosed within a structure.

Contractor's storage yard for vehicles, equipment, R [R |R |R

materials and supplies, need not be enclosed
within a structure, but must be enclosed within a
solid fence to screen view; chain link or similar
open fence may be permitted if a screen planting
adequate to obstruct the view is provided.

Convenience store (neighborhood).

Dairy equipment sales.

Dairy product sales.

Delicatessen.

Department store.

Drive in restaurant.

Drug store.

Dry cleaning shop, including self service.

Dry goods or fabric store.

DN D P|RP|R|R|D|DO | |=
DD |P|PB|Z™|Z™|=D

Dwelling, single family. R [R [R

X0

Dwelling, two family. R

DN OO D|PV|D|D|D| P |P|R|=R

Dwelling, multi family. R

Electric power generating plant.

NIVIDIVN|IDV|V|V|RPV|RV|PV|D|[Z|=|=o
NINIDIVN|ID|V|V|RPV|V|RPV|J|[D|=2|=o

Electric power substation; need not be enclosed
within a structure, but must be secured by a chain
link or similar fence, or raised above ground so as
to be inaccessible to unauthorized persons;
requires visual screen.

Electric repair shop. R [R |R |R [R

P
e
P
P

Electric supply store. R

Elevator maintenance office. R R R
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Employee credit union office. R [R |R |R [R
Exterminator service office. R |[R |R |R [R
Farm and garden equipment and supply store. R [R |R |R |[R
Farmer's market. R |R |[R [R [S
Fix it shop, including small appliance repair. R [R |R |R [R
Fixture sales. R |R |[R [R |R
Floor covering sales and service. R |[R |R |R [R
Floral shop. R [R |R |R |[R
Food locker plant including rental of lockers for R [R [R

the storage of food; cutting and packaging of

meats and game, but not the slaughtering of

animals or fowl.

Food products processing plant. S R [R
Food products, wholesale storage and sales. R [R
Freight depot, railway or truck. R [R
Frozen food manufacture and packaging. R [R
Fruit and produce, retail. R |[R |R |R [R
Funeral home, mortuary or undertaking R [R

establishment.

Furniture and home furnishing store, including R [R |R |R |[R
office furniture and equipment.

Furniture repair, including upholstering and R [R |R |R |[R
refinishing.

Gas regulator stations. S S S S S S S S
Gift shop. R [R |R |R [R
Glass products manufacture. S R [R
Grocery store, retail. R [R |R |R |[R
Gymnasium, commercial. R R R R
Hardware store, retail. R R R R R
Hardware store, wholesale, storage and sales. R |[R |R |R [R
Hatchery, poultry or fish. S |S |S |S
Heating and plumbing equipment supplies and R [R |R |R |[R
service.

Hiking and nature trail. R [R |[R |R [R |R |R
Hobby shop and supply store. S R [R |R |R [R
Home occupation. S S S S S S S S
Hospital, clinic, convalescent or nursing home, S S S S S S S S
extended care facility or sanitarium for humans.

Hotel, motel or tourist home.

Ice plant.
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Industrial park. S R [R
Institution for children or the aged, day care. R [R |R
Interior decorating shop. R [R |R |R |[R
Kindergarten, play school or day care center, S |S |S R [R |R |R
public or private, provided that all activities are

carried on in an enclosed building or fenced yard

and that all applicable federal, state, and local

requirements are met.

Laboratory, scientific. R [R |R |R [R
Laboratory, medical or dental. R R R R R
Landscape garden sales; need not be enclosed R [R |R |R [R
within a structure.

Laundry, self service. R [R |R |R [R
Laundry and dry cleaning pick up station. R [R |R |R [R
Laundry and dry cleaning plant. R [R [R
Laundry, linen supply or diaper service. R [R
Leather goods or luggage. R |R |[R [R |R
Library. S |S |S R [R |R |R |[S
Liquor, wine or beer sales not to be consumed on R [R |R |R

premises and meeting local and state
requirements.

Livestock (cattle, horses, sheep and goats).

Livestock (swine).

Loan office. R |[R |R |R [R
Locksmith. R |R |[R [R |R
Lodging, boarding or rooming houses. S |S |S
Lumber yard and building materials; need not be R [R |R |R
enclosed within a structure.
Machine shop. R |[R |R |R [R
Machinery, tools, and construction equipment, R [R |R
sales and service.
Mail order house. R |R |[R [R |R
Manufactured home. R
Manufactured home park. S
Manufacturing, repair assembly or processing
establishments of a light industrial nature,
including but not limited to, the following:

Confectionary, food, frozen desert and milk R |R
products processing and manufacturing.

Clothing and garment manufacturing. R [R
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fabrication, repair and servicing of any commodity
or product.

Laboratories for testing materials, chemical R [R
analysis, photographic processing.
Musical instruments and parts manufacturing. R [R
Scientific, optical and electronic equipment R [R
assembly and manufacturing.
Souvenirs and novelties manufacturing. R [R
Toy, sporting goods and athletic goods R [R
manufacturing.
Manufacturing, extractive, including all natural
mineral deposits except oil and gas.
Manufacturing, general; the processing, S R [R

Marine stores and supplies.

Metal products fabrication.

Millwork and similar wood products manufacture.

Mobile home.

Mobile home subdivision.

Modular home.

Modular structure.

Motorcycle sales, service and repair.

Music store.

Natural preservation areas including bird and
wildlife sanctuaries, nature and hiking trails,
outdoor camping site and similar uses.

(V2N B> vl B> vl H Vo]

(V2N B> vl B> vl NVl
P
e
P

News stand.

Nightclub. (Special Note: In considering a special
exception-conditional use approval, the board of
adjustment shall consider the nature of the
proposed establishment, its proximity to other
establishments with a similar use, the existing
density of such use within the district, and the
demonstrated ability of the applicant to operate
such establishment in a manner consistent with
public safety and the overall public good.)

Novelty and souvenir manufacture.

Office.

Office equipment and supplies, retail.

P

Office equipment and supplies, manufacture.

D|D|=Z|=

Oil and gas exploration and production activities.

||| =|=
)
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Oil well equipment, supplies and machinery; need R [R

not be enclosed within a structure.

Optician. R R R R R
Paint and wallpaper store. R |[R |R |R [R
Painting and decorating contractor. R |[R |R |R [R
Paper supplies, wholesale. R [R |R |R
Park or playground including recreation centers; S |S |S [S |[S
need not be enclosed within a structure.

Passenger depot, railway or bus. R [R |R |R
Pawn shop. R |[R |R |R [R
Pet shop. R [R |R |R
Petroleum and petroleum products, manufacture, S |S
processing or storage.

Photography studio and/or processing. R |R |[R [R |R
Picture framing and/or mirror silvering. R [R |R |R |[R
Pipe storage; need not be enclosed within a R [R
structure.

Planned unit development, fixed dwelling.

Planned unit development, mobile home.

Plastic fabrication. R [R
Plastic manufacture. S R [R
Plumbing shop. R [R |R |R
Police substation, including highway patrol. S |S |S [S |[S
Post office. S [S |S |S R
Poultry live raising.

Printing, blueprinting, bookbinding, photostatting, R [R |R |R |[R
lithographing and publishing establishment.

Public utility production and maintenance building S |S |S

with proper screening.

Public utility substation with proper screening. S |S |S [S |[S
Radio and television station transmitting tower. S S R [|R
Radio and television sales, service and repair R R R R R
store.

Reducing exercise, karate, gymnastic or other R |[R |R |R [R
body fitness type salon.

Restaurant defined as an establishment which R |[R |[R [R |R
does not primarily serve or sell alcoholic

beverages and which has a full-service food menu

and kitchen as well as seated food service.

Restaurant supplies and sales. R [R |R |R [R

(Supp. No. 7) Please contact the local zoning department for all zoning information.
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Riding academy; need not be enclosed within a

structure.

Roofing and sheet metal shop. R [R |R |R
Rooming house and boarding house. S |S R [R |R |R

Rug and/or drapery cleaning service. R |[R |R |R [R
Sand and gravel storage yard; need not be S |S
enclosed within a structure but must be screened.

Sawmill, planning, or timber storage. S |S |S
Schools public and/or private, elementary and/or | S S S S S S S
secondary meeting the requirements of the

education laws of the state.

Seafood store, retail. R R R R R
Sewage disposal plant; need not be enclosed S |S [S [S |S |S
within a structure.

Shoe repair shop. R [R |R |R [R
Shoe store, retail. R R R R R
Sign shop. R [R |R |R
Silviculture and related forestry operations; need R [R

not be enclosed within a structure.

Small engine repair shop. R [R |R |R [R
Sporting goods store. R R R R R
Stockyard; need not be enclosed within a

structure.

Stone monument sales, retail. R R R [|S
Stone cutting and processing merchandise sold at R [|R
retail.

Studio for professional work or teaching of fine R [R |R |R [R
arts, such as photography, drama, speech,

painting.

Studio for dance or music. R |[R |R |R [R
Surgical or dental supplies manufacture. R [R
Surgical or dental supplies retail. R [R |R |R [R
Tailor shop. R [R |R |R [R
Tattoo and body piercing establishment. R [R

Taxi terminal/storage and repair of vehicles. R [R
Taxidermy shop. R [R |R |R |[R
Teen club or youth center. S |S |S |S
Telephone exchange. S |S [S [S |S |S
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Telephone equipment storage including shops and
garage; need not be enclosed within a structure
but must provide adequate screening.

Temporary uses, including the sale of Christmas
trees, seasonal fruit and vegetables from roadside
stands, and similar uses. Farmers market only.

Theater, indoor.

Theater, outdoor/drive-in; need not be enclosed
within a structure.

Tobacco store.

Tower telecommunication facilities, requires
approval from city council and planning
commission in accordance with article Xl of this

enclosed within a structure but must provide
adequate screening.

chapter.

Toy store. R R R R
Trade school or college. S |S |S |S
Transit vehicle storage and servicing; need not be R [R
enclosed within a structure.

Utility company storage facility; need not be S R [R

Variety store.

Veterinary service. R R R
Warehouse and storage facilities, major. R [R
Warehouse and storage facilities, minor; mini type S S
(400 square feet per unit or less) do it yourself

storage facilities; facilities must not open to the

street; screening and landscaping is required.

Water storage; need not be enclosed within a S [S |S |S
structure.

Water or sewer pumping station. S S S S
Welding shop. R [R [R
Well drilling company. R [R [R
Wine Bar S S
YMCA, YWCA, and similar institutions. S S S S

(Ord. No. 06-2008, & 1, 7-28-2008; Ord. No. 12-2009, § 2, 12-14-2009; Ord. No. 09-2011, § 6.2, 7-11-2011; Ord. No.
04-2013, § 1, 5-13-2013; Ord. No. 14-2013, § 1, 12-23-2013; Ord. No. 02-2014, § 2, 4-21-2014; Ord. No. 05-2015, §
1,9-14-2015; Ord. No. 03-2016, § 1, 6-27-2016; Ord. No. 2018-04, §§ 4—6, 10-22-2018; Ord. No. 01-2020, §§ 1, 2,

2-10-2020; Ord. No. 02-2020, §§ 1, 2, 2-10-2020)

(Supp. No. 7) Please contact the local zoning department for all zoning information.
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6.3. [Site plan approval requirements.]

A site plan shall be required for all projects except single-family structures. Site plan reviews shall be
accomplished by the Planning Commission to ensure compliance with the provisions of the Zoning Ordinance and
Subdivision Regulations in conformity with its purpose as stated in Article I.

6.31 Upon approval of the site plan, either as submitted or with changes and/or special conditions required
by the Planning Commission, the Building Inspector may issue a building permit for a portion or all of
the proposed development; provided that the application is in compliance with all applicable City,
County, State and Federal requirements.

6.32 The City Engineer may recommend waiving certain requirements contained in Section 6.33 of this
Ordinance if, in his opinion, the requirements are not essential to a proper decision on the project; or
he may supplement the list with other requirements deemed necessary to clarify the nature of the
proposed development.

6.33 An application for site plan approval shall include the following information unless some or all of these
requirements are waived by the Planning Commission.

a.

b.

The location and size of the site including its legal description and a current certified survey.
A vicinity map showing the site relation to surrounding property.

The recorded ownership interests, including liens, encumbrances, title certification in the form of
a current title policy, title opinion or title report and the nature of the developer's interest, if the
developer is not the owner.

The relationship of the site to existing development in the area including streets, utilities,
residential and commercial development, and physical features of the land including significant
ecological features. This information may be combined with requirements for the vicinity map
specified in Section 6.33b above.

The density or intensity of land use to be allocated to all parts of the site together with
tabulations by acreage and percentages thereof itemized by use and density.

The location, size and character of any common open space, commonly owned facilities and form
of organization which will own and maintain any common open space and such facilities.

The use and maximum height, bulk and location of all buildings and other structures to be
located on the site.

The substance of covenants, grants of easements or other restrictions which will be imposed
upon the use of the land, buildings and structures, including proposed easements or grants for
public utilities or other purposes.

The provisions for disposition of open space, including tree protection, landscaping provisions
and buffering requirements.

In the case of plans which call for development over a period of years, a schedule showing the
proposed times within which applications for building permits are intended to be filed.

Any additional data, plans or specifications which the applicant or the City believes is pertinent
and which will assist in clarifying the application including, but not limited to plans for: screening,
lighting and space, surface drainage, erosion and sediment control, water and sewer
connections., landscaping, signs, and coastal protection.

A traffic impact analysis and corrective measures to address detrimental conditions brought
about by the development.
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m.  Architectural renderings, elevations and representative floor plans in preliminary form.

n.  The location and size of all signs to be located on the site. In the event that a sign is preexisting
and fails to conform to the requirements as set forth in this ordinance, site plan approval will be
granted only under the condition that all signs will comply with the regulations as set forth in the
sign ordinance.

o. Landscape plans which include the location of any trees in a tree protection zone.

6.3.1. Regulations and standards—Permitted uses.

Permitted Uses
R-1 R-2 R-3 B-1 B-2 M-1 | M-2
Minimum lot area 12,000 | 10,500 | 7,500* | 10,000 | 10,000 | 1 1
sf sf sf sf sf acre | acre
Minimum lot width at building 100' 75' 50' 0 0 150' | 150
line
Maximum lot coverage 25% 30% 35% 35% 50% 75% | 75%
Maximum building height 35' 35' 35' 45' 0 50' | 50'
Front yard (see note A) 35 35' 25" 20" 20' 25' | 50'
Side yard (see notes A and B) 10' 10' 10' 0 0 0 30
Rear yard (see note A) 30' 30 30' 20' 20' 20" | 35
Maximum density (DU/acre) 1' 2' 6' N/A N/A N/A [ N/A
Buffer zone N/A N/A N/A N/A
Signs See
sign
section
Off-street parking 2! 2' 2! See
parking
section

*Plus 2,000 sq. ft. per additional unit

Note A: Except along County, State and Federal Highways, the setback shall be 50 — parking to side or rear —
move building to front property line — require sidewalks (ensure tree protection).

Note B: Side yards on corner lots shall not be less than 30 feet on any side adjacent to street R.O.W. (As required in
Section 7.05 of the City's Subdivision Regulations).

(Ord. No. 01-2009, & 1, 5-26-2009)

6.4. Conditional uses.

The nature of these uses is such that when properly regulated, they are appropriate in several zones. In
order to bring about the proper integration of these uses into the community's land use pattern, a special set of
standards is provided for each use. Conditional uses, as stipulated within the zone district regulations, are
permitted only after review and recommendation by the planning commission, and approval of the city council.
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(Ord. No. 04-2013, § 2, 5-13-2013)

Click here for entire searchable Code of Ordinances of Atmore, AL.
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