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Maine Downtown Center 
Mission 

To foster downtown revitalization that is dynamic and 
community-based, and results in economic development,  

business growth, job creation, historic preservation housing 
revitalization and cultural enhancement. 

 

Presenter
Presentation Notes
Audrey: You may be familiar with the mission of the Maine Downtown Center, which is the state coordinating agency for the Main Street program.
Because of this mission, we need various partners to accomplish these broad goals.



A Little 
          

                     about us. 

Presenter
Presentation Notes
Audrey: We want to share a little about the perspective we come from.

In addition to our bios that were read, we thought you should know our astrological signs. We are both Libras. AND, Audrey is left handed. We’re used to weighing all sides.



Your Partners 

Presenter
Presentation Notes
Delilah:
Raise your hand if your relationship with your mayor or Chair of Board of Selectmen is like 1) peanut butter and jelly, or 2) peanut butter and pickles, or 3) peanut butter and salsa.
Raise your hand if your working relationship with your area/regional Chamber is 1) Stellar, 2) a Blue Giant (getting a little cold), or 3) A Death Star  
Raise your hand if your working relationship with your downtown businesses is like 1) mother and child, 2) squabling siblings, or 3) clownfish and sea anemone?  Do I hear rhinocerus and ox pecker?

These are the largest partnerships each Main Street needs to develop. And, we all may have different work to do to develop these different partnerships. We will offer a few tips, particularly related to working with the municipality.



to Leveraging 
Partnerships 

Presenter
Presentation Notes
delilah



1. Understand  
        Your      
        Own 
Perspective 

Presenter
Presentation Notes
Audrey: If we act as if we are in the “Main Street” fishbowl, we miss opportunities to make stronger connections that can yield better results.

Audrey’s story about: skowhegan, see your own and others point of view.




Downtowns 
 

Presenter
Presentation Notes
Delilah
Some things about Downtowns and the Main Street approach that our partners may not know or understand, that we need to be adept at explaining.
 [Could ask them to name top things we know about the strengths of downtown/Main Street program]
--Economic reinvestment where the infrastructure exists!
--JOBS – good jobs!
--Increased revenue through property taxes
--Recycled buildings = green
--Vibrant cultural centers
--Quality of Life 
–Quality of Place 
--Community Pride
--Healthy, walkable downtowns!
--Volunteer Driven
--multiple bottom lines– not just economic or business development�--Focused on Downtown– by Mission!  Not by exclusion.

--8 Principles of the Main Street program.  [little game– name a principle, win a prize] PRIZE?  [Show on next slide]
Comprehensive 
Incremental
Self-help
Partnerships
Identifying and capitalizing on existing assets
Quality 
Change
Implementation





 
Comprehensive  

Incremental 
Self-help 

Partnerships 
Identifying/capitalizing on  

existing assets 
Quality  
Change 

Implementation 
 
 

Presenter
Presentation Notes





Presenter
Presentation Notes
Audrey: set up the gameshow

Often, in order to be a good team, both “sides” need to understand that we come from Different Perspectives, with different skills and focuses.

Use the next four slides to Play a game– to test if we understand where we are coming from verses where the municipality may be coming from.

fyi
Municipality                    Main Street/Network/Business Association
Looks out for whole town/city  vs  Focus on designated downtown area

Funded by tax payers, state $, fed $, and grants  vs Funded by City, individuals, businesses, and grants

Paid employees    vs  Volunteer-driven with one or few paid employees

Staff hired for their expertise and years of experience in the field of work.  vs

May have amateurs and volunteers trying to take on tasks. Staff and some volunteers also may have high level of expertise in certain areas.

Bureaucratic processes, public vote, public notifications, with set rules and timeframes. 
Risk-avoidance, precedence-based. Expectation for status quo.   vs Entrepreneurial processes tend to be guided by inspiration, motivation, perspiration. More risk-taking, willing to try new. Expectation for creativity.

More longevity.  vs.  More transience

Answer to the public. Lots of people.  vs.  Answer to those who get involved, mostly.




Focuses on the 
functioning of the  
entire community. 

Presenter
Presentation Notes
Audrey MUNICIPALITY OR MAIN STREET

Both jump in to explain if needed.



May have volunteers 
(amateurs) taking on 

tasks, who may or may 
not have high levels of 

expertise. 

Presenter
Presentation Notes
audrey



Tied to a  
bureaucratic process to 

meet legal requirements, 
to be transparent, and to 

be accountable. 

Presenter
Presentation Notes
audrey



Mostly answer to  
the people who are most 

involved and invested. 

Presenter
Presentation Notes
audrey



Presenter
Presentation Notes
Delilah
Main Streets work at the speed of entrepreneurs.  That can be a great strength. But, if we don’t show that we understand the strengths and constraints of the municipality, they will not be able to support those entrepreneurial strengths.

Do you want the job of the City staff member you work with?  Let them know 5 things you appreciate about them!

We are free labor and resources, and motivation. They have much to gain from us. But, it will go better if we show the city we appreciate them, know their strengths, and understand their constraints.

We need to be open to being led and being open to understanding the municipal perspectives. Bureaucracies have other timing and legal requirements 




2. Work 
Collaboratively 

Presenter
Presentation Notes
Delilah segue into big dog little dog



Presenter
Presentation Notes
delilah
A. Rely on each other’s strengths
-- Be an advocate for each other’s strength/perspective out in the community. Have each other’s back. 
-- Know when one or the other is the more appropriate route/entity to lead a project or process. Use each other’s strengths.  
e.g., adopt-a-park (big dog)
e.g., City brownsfield application.  We write letter of support.



Presenter
Presentation Notes
Delilah For example, Biddeford’s Adopt-a-Park program pairs1 0 businesses or groups with parks throughout the City. This is coordinated through a small group of volunteers and City employees.



Presenter
Presentation Notes
Delilah Plan and set goals together. 

Serve on committees/commissions. Consult early. Meet regularly. Get to know each other as people.

For example, the Downtown Master Plan created in partnership between HOB and City of Biddeford, with a $150,000 grant from the Orton Family Foundation. It is guiding the actions of both the MS Program as well as City Planner, Department of Public Works and many others.

Next, Vision 2020 will be woven into the Comp plan process.



Presenter
Presentation Notes
Audrey: Get small successes along the way, gets rid of silos.
Smaller projects, built trust, and all worked together to bring in their resources to do this big project.



Presenter
Presentation Notes
Audrey: Communicate directly.  Problem? Phone or in person. (Not text and email.) Builds trust and avoids confusion. 

Delilah: Also, know when you need a consultant -- when it doesn't work to have one of you facilitate (lack of time, perspective, expertise). 




3. Collectively 
Promote the 

Successes 

Presenter
Presentation Notes
Audrey: Too often, MS does not promote the successes of the municipality. They criticize instead of looking for positives.





Presenter
Presentation Notes
Skowhehan Big Dig.




Presenter
Presentation Notes
delilah
For example, Biddeford’s Main Street Challenge, and Main Street Challenge- Encore 
-leveraged public funds (TIF, then Mill Redevelopment Fund).
-City ED Director had to get Council buy-in, had to trust us.
-private property owners lease spaces
-private business donations
-HOB publicity and support
To yield three new businesses in Biddeford.  Then, ran MSChallenge Encore.
Also, Grant Partnerships + Letters of Support.



Three Steps to Leveraging 
Partnerships 

1.  Understand Your      
  Own Perspective 
2.  Work Collaboratively 
3.  Collectively Promote 

Presenter
Presentation Notes
audrey




Questions? 



Presenter
Presentation Notes
What are your next steps for leveraging the most from your partnerships?
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