e Organization
Committee

Open Chair
e Design Committee
Thad Johnson

e Business
Enhancement

Open Chair

e Promotion-Merchants

Sierra Miller

Supporting Members

APS
_Arizona State Railroad
Museum
Arizona Engineering Co.
Arizona 9 Motor Hotel
Best Value Inn
Best Western Inn of Williams
CarQuest
Colors of the West
Christmas Tree Gallery
Clover Hill Shell
Days Inn
Downtowner on Route 66
Eastman Fine Arts Studios
Farm Bureau Insurance
Glassburn Rentals
Gracie’s Clothing and More
Grand Canyon Log Homes
Highlander Motel
Holiday Inn
Howard Johnson
James Wurgler
Kim Kadletz
L.P’s Excavating
Matt Ryan
Maverick/Airstar Helicopters
McDonald’s of Williams
Motel 6—East
Mountain Joy Treasures &
Gifts
National Bank of Arizona
Pancho McGillicudy’s
Pine Country Restaurant
Pioneer Title
Pizza Factory
Pouquette Real Estate
Red Garter Bed & Breakfast
Red Raven Restaurant
RE/MAX Great Northern
The Lodge on Route 66, LLC
Williams Grand Canyon News
Williams Wear

Williams Main Street Association, Inc.

Office: 139 W. Route 66

Mailing: 200 West Railroad Avenue:
Williams, AZ 86046
(928) 635-1418 FAX (928) 635-1417

Mainly Main Street
August, 2009

Anyone who has been
involved in Main Street
revitalization for more
than a week understands
immediately that the
comprehensive  Main
Street Four-Point
Approach® covers
many different
areas.  For example,
bringing more
residential units to your
downtown may seem
like just a real estate
issue, but it triggers
economic restructuring
and design concerns: Is
the housing planned for
appropriate  areas in
your district; can the
district accommodate
parking requirements
for residential units; and
do zoning ordinances

encourage housing,
especially on the upper
floors?

Main Street revitaliza-
tion is comprehensive,
but it doesn't have to be
complicated. That is
why the National Trust
Main Street Center is
proud to announce its
newest publication,
Revitalizing Main
Street: A practitioner's
guide to comprehensive
commercial district
revitalization. This 224-
page publication
discusses all four points
of the Main Street
approach and explains
how the many aspects of
revitalization work
together.

We aren't summarizing
the basics — we're
delving into the topics
that set the foundation
for a successful

August 2009

commercial  district.
Chapters on parking,
transportation, heritage
tourism, zoning, and
planning complement
sections on raising
funds, working with
volunteers, and preserv-
ing and reusing historic
resources. For
practitioners new  to
Main Street, as well as
experienced Main Street
executive directors,
Revitalizing Main
Street will become your
go-to resource for fun-
damental concepts and
inspiring success stories.
L og onto
wWww.preservation.org
and click on bookstore
to find this and many
other helpful publica-
tions on Main Street and
Historic Preservation.

Agenda for August 10th - noon at City Council Chambers

1.Call to order
2.Roll Call

3.Intro. of Guests—
Lisa Henderson

Members Comments
4.Approval of Minutes

5.Treasurer’s Report

g. Manager’s Report

Committee Reports
Organization—
Promotion -

Business
Enhancement

Design

8. Discussion / Focus:

9. Historic Commission
Update

10. Old Business
11. New Business-
12. Adjourn




MAIN STREET Dates to Remember for August

WILLIAMS
BOARD OF DIRECTORS

David Haines-
President

Red Raven
Restaurant

Chuck Coleman-
Vice-President
Pizza

Factory

Carol Bultema
Banker’s
Real Estate

Patty Williams
Williams
Wear

James Wurgler,
M.D.

Williams

City Council

Debi Zecchin
Treasurer
RE/MAX

Great Northern

Sierra Miller
Christmas
Tree Gallery &
Williams
Realty

Teresa Rodriguez
Holiday Inn
of Williams

Kim Kadletz
Goldie’s Diner

Sue Atkinson
Events &
Main Street
Coordinator

e August 10th Main Street Board Meeting City Council Chambers at noon
e August I13th City Council meeting, City Hall 7pm
e August 21st Chamber of Commerce Board meeting Grand Canyon Railway | lam

e  August 27th City Council meeting, City Hall 7pm

10 Great Ideas for Growing Business Now

I. Delight Your Customers - and Treat the Best Ones Very Well
Don't measure "Are you happy?" Ask "Did we exceed your expectations?" When you move that num-
ber, business will come flowing in.

2. Hold onto Great Employees
Executive lunches have been a huge success. This helps the employees get to know company leaders and
share their thoughts about the future of the company. This is one of the best ways to make employees
feel valued.

3. Stimulate Your Brain
Read or flip through 50 magazines a month -- that's less than two a day -- and you'll start seeing the big
trends that will affect your business in the future.

4. Spell out the Benefits of Your Product or Service
In advertisements, don't list the features of your product or service. List the benefits - but not too many
-- and give your customers a reason to believe you. Then tell them what a dramatic difference your
product or service can make.

5. Join Forces for Mutual Benefit
Forming alliances is an increasingly important way to accelerate growth, access new competencies, and
enter new markets. The question is no longer, Should | consider an alliance? Now the questions are
much more interesting than that. They include, What form should the alliance take? and How do | find
the right partner?

6. Get Back to the Future
Ask yourself at the beginning of every week, "What can | do that will matter three years from now?" Too

many owners, managers and CEOs spend most of their time working "in" the business, rather than
spending time on big-picture issues.

7. Appreciate the Power -- and Profits -- in Information
Look through the records you have on old customers and come up with one great idea for each of them.
Do the same for your top 25 customers. It's an easier way to get new business than looking for new
customers.

8. Hire the Right People
Southwest Airlines tests job applicants' knowledge of the company and looks for people who are com-
passionate and able to laugh at themselves. Group interviews help speed the process and provide a more
candid look at applicants than the traditional one-on-one job interview. Frequent fliers participate in the
group interviews.

9. Generate Free -- and Fun -- Marketing
Set yourself apart from the competition with creative low-budget marketing. Among Southwest Airline's
most successful efforts: an Elvis impersonator contest when it introduced service to Las Vegas.

10. Hike Your Prices -- for Good Reason
Are your sales falling? Don't even think about lowering your prices. Figure out how you can provide
more value - and double or triple your prices.

<K<K DD SEOO>>>>>>>>

"It is a common experience that a problem difficult at night is resolved in the morning
after the committee of sleep has worked on it."

-- John Steinbeck,

We're on the Weh!

www.williamschamber.com




