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INTRODUCTION
The downtown business district in Ardmore, Pennsylvania was one of the original
commercial districts in the Township of Lower Merion. In the early to mid 1900s
Ardmore was comprised of destination retail and services, such as a hardware store, fish
market, movie theatre and clothing shops. Over time, however, the quality and variety of
retail stores in Ardmore has gradually declined. Ardmore residents and regional shoppers
alike began frequenting other retail areas outside of downtown that offered newer and
more plentiful shopping environments. Ardmore is not alone; in fact, many other main
street commercial districts throughout the Delaware Valley experienced a similar decline.
Downtown Ardmore is in position to thrive as a retail commercial district, but has instead
experienced an increase in vacancies and inappropriate uses and also a loss of desirable
stores. This downward trend has been and will continue to threaten the viability of retail.
Although Ardmore’s weakened retail environment has occurred through natural market
forces, these same forces cannot be relied upon to revive the area. A proactive and
aggressive revitalization strategy must be set in motion to stimulate a healthy and stable
mix of retail uses.
In 2003, the Township of Lower Merion completed a comprehensive transit center master
plan, but also realized that a more focused study and analysis of the retail situation was
necessary. Downtown Works, a special practice group of Economic Research Associates,
was retained in February 2005 to develop a retail recruitment and retention plan and also
a strategy for implementation. The project area addresses retail spaces on Lancaster
Avenue from Ardmore Avenue to the Township Building, Anderson Avenue, Cricket
Avenue, Station Road, and Rittenhouse Place.
The goals of this project are to:
1) Create a Merchandising Mix Plan for downtown Ardmore that identifies which
categories should and should not be expanded.
2) Recommend a strategy for implementing the Merchandising Mix Plan by
recruiting new retailers, retaining existing retailers, and coordinating with
landlords.
3) Identify existing impediments to achieving a successful retail corridor and suggest
modifications to promote revitalization.
4) Make general merchandising recommendations pertaining to the existing
businesses in downtown Ardmore.
5) Hire and train a Downtown Retail Coordinator to proactively recruit retailers to
Ardmore that adhere to the Merchandising Mix Plan
6) Assist in developing the retail requirements of the RFP for the redevelopment
project and review and evaluate submissions.
This Executive Summary documents Downtown Works’ research, analysis, and
recommendations. It will be the premise of the Downtown Retail Coordinator’s
recruitment and leasing efforts. In addition, this report will outline recommendations that

are critical for progress, and require the concerted effort of and action by the Township,
property owners, landlords, and existing businesses.
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BACKGROUND
Retail History & Current Trends
Downtown Ardmore originated as a thriving commercial district drawing both local and
regional visitors. In addition, most of the Township residents lived in Ardmore so it was
designated the seat of government in 1900 when The Township of Lower Merion was
named a first-class township. In 1927 Suburban Square was built on the other side of the
railroad line from Lancaster Avenue. Suburban Square is one of the country’s oldest
shopping centers and pioneered the concept of a lifestyle retail center, in which shoppers
stroll along welcoming sidewalks. Suburban Square soon became a prime destination and
was anchored by the regional department store, Strawbridge & Clothier, now called
Strawbridge’s. Suburban Square currently houses a mix of tenants from a local Farmer’s
Market to national chains. The two stores closest to Lancaster Avenue, Corner Bakery
and Cold Stone Creamery, are the most recent additions.
Over time, the retail quality and mix in Ardmore’s business district did not progress or
even remain current. Desirable stores began either going out of business or moving to
new locations outside of downtown. Since the 1950s, cities all over the country witnessed
their downtown residents, retailers, and businesses migrate to more distant suburban
areas. Ardmore was not immune to this national trend. A few merchants have survived
as destination retail stores, such as Viking Pastries and Main Line Seafood. This means
their customers are already aware of the store and intentionally visit for specific goods
and services.
The downtown Ardmore business district has the potential to offer shoppers a wide
variety of quality retail that is easily accessible by car, train, bicycle and foot. Recent
national trends, gradually starting in the 1990s, demonstrate a revived interested in
downtown living and shopping. Many small and large cities are experiencing residential
and retail growth in downtown districts, and are building upon this momentum by issuing
grants, incentives, and marketing programs to facilitate downtown revitalization.
Ardmore could do little to avoid slow times during a national downtown decline.
However, now Ardmore can capitalize on renewed interest in urban living and shopping.
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Market Position
Basic Demographics
Ardmore’s Primary Market Area’s (PMA) demographic factors are strong assets for the
town, largely because they should be attractive to potential retailers. Information for the
PMA was gathered at 1-mile, 5-mile and 10-mile rings around the center of the project
area. The average household income for 1, 5, and 10-mile rings around the city are: 1mile, $76,239 – 5-mile, $79,113 – 10-mile, $65,650. In short, this means the surrounding
population has disposable money to spend on various retail goods. The current
population figures, within these same boundaries, are as follows:

2004

Population

1- mile
5- mile
10- mile

18,069
423,296
1,757,302

Household
Income
$76,239
$79,113
$65,650

Psychographics
Downtown Works researched the psychographic information of the PMA. Psychographic
information describes the characteristics and lifestyle choices of various demographic
segments living in a defined PMA. It describes common living preferences, buying
trends, preferred activities (sports, entertainment), eating habits and more. The following
psychographic profiles are based on national trends; however, the profiles are attributed
to the project area based on 2004 census data from the 1-mile ring in the PMA.1 The five
primary profiles described below make up over 60 percent of the population and largely
determine the Merchandising Mix Plan.
•

Metropolitans make up 27 percent of Ardmore’s 1-mile ring population with
2,069 households; this is the largest segment. They are mostly Generation X and
empty nesters between 29 and 41 years old. They favor city living in older
neighborhoods and consistently have maintenance, remodeling, and lawn care
needs and are more likely to pay for contractual services than perform tasks
themselves. The Metropolitans are highly educated and seventy-five percent have
attended college or completed another degree program, thirty percent have a
bachelor’s degree, and 20 percent have a graduate degree. Metropolitans are
active; enjoy classical music, public radio, and news programs; participate in yoga
and other fitness programs and visit museums. In addition, this group is very
health conscious; they buy organic foods and prefer restaurants that offer menu
items such as salad, fish, and light meals.

1

ESRI Business Information Solutions 2004 Data. Community Tapestry: The Fabric of America’s
Neighborhoods. This resource uses proven segmentation methodology introduced more than 30 years ago,
and classifies U.S. neighborhoods based on their socioeconomic and demographic composition.
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•

Connoisseurs make up 17 percent (17.3%) of Ardmore’s 1-mile ring population,
which are 1,333 households. They have a median age of 45 years and usually
have children in their late teens and twenties. They are an affluent group and
nationally have a median home value over $500,000. The Connoisseurs rank
second highest in wealth among the sixty-six different ESRI profile categories,
but rank first in conspicuous consumption. They buy gadgets, upgrades, staple
and extraneous household appliances, home and garden tools, and expensive
clothes of all types (sportswear, formal, business, leisure). In addition to the high
levels of consumption, Connoisseurs frequently contract for lawn care and home
services. They are well-read and health is a high priority.

•

Metro Renters make up nine percent (8.9%) of Ardmore’s 1-mile ring population,
which is 689 households. The population is mostly comprised of well-educated
singles that are beginning their professional careers. The median age is 33.8 years
with thirty-three percent in their twenties and one quarter in their thirties. In
addition, one quarter hold a graduate degree. Metro Renters prefer urban living
and eighty percent of them are renters of which ninety percent rent apartments.
Since they do not own homes, Metro Renters spend their disposable income on
sportswear and equipment, designer apparel and eyeglasses. They regularly work
out with an exercise program, and frequently jog, ski, and play tennis. Metro
Renters generally bank online or with only an ATM machine and prefer laptop
computers; the Internet is an important part of their lives.

•

Retirement Communities comprise six percent of the 1-mile ring population,
which is 461 households. This group often referred to as empty nesters, are
dominated by well-educated married couples between the ages of 50 and 75 with
no children at home. They spend their days golfing, horseback riding, gambling,
attending adult education courses, woodworking, gardening, home remodeling
and watching sports. Retirement Communities eat at family restaurants and steak
houses and do not eat fast food.

•

Urban Chic represents five percent (5.2%) of the 1-mile ring population and is
made up of 397 households. The people in this demographic segment are welleducated professional couples that live an exclusive and high-end life. Over half
are married and less than half of those married have children. Nationally, the
median income is over $82,000 and the median home value is over $470,000.
This population prefers to live in urban areas and sixty-six percent own their own
home and thirty-three percent rent. Urban Chics travel extensively, own luxury
cars, visit museums, attend performances, participate in civic and political
activities, and shop for expensive clothes.

Rent Levels
Ardmore rents are appropriate considering the surrounding retail rental environment. In
Ardmore, the rents are slightly lower than more developed and successful commercial
districts west along Lancaster Avenue. The goal is to achieve higher rent levels by
bringing high quality retailers with excellent merchandising skills. Higher rent levels
Economics Research Associates
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bring credibility to an area and signify high sales volumes. Retailers often use rental rates
to assess the health and vitality of an area’s retail environment. Another advantage of
retailers that can pay higher rents is that they typically do an excellent job of maintaining
storefronts and merchandising displays.
The rent that a retailer can afford is typically determined by the amount of sales they
generate. Street-front retail stores and restaurants should produce enough sales to be able
to pay a rent that equals 8-10% of gross sales. For example, a 2,000 square foot store that
is doing $300 per square foot in sales is generating a gross income of $600,000.
Therefore, the store can afford $60,000 per year in rent and taxes, which is $30 per
square foot. A general rule of thumb is that stores doing less than $300 per square foot
annually are unstable and potentially troubled. There are several additional factors that
influence the rent level and lease details.
•

Profit Margin - The profit margin of a store varies greatly depending on the
merchandise or service. For example, book and electronic stores generally have a
low profit margin. Whereas, jewelry stores, coffee shops and pizza restaurants
have a higher profit margin because either the merchandise is very expensive
(jewelry) or their retail price mark-ups are very large (coffee). The stores with
higher profit margins can afford higher rent. In Ardmore, there may be cases in
which a store with a low profit margin fits into the Merchandising Mix Plan and
there is an ideal space. A store with a low profit margin is by no means
synonymous with low quality stores. Although it is tempting to rent space to
tenants with a high profit margin, all possible efforts should be made secure stores
that fit the Merchandising Mix Plan regardless of their profit margin.

•

Building Condition - Both the overall condition of a building and the condition of
the specific rental space are important factors in determining rent levels. For the
most part Ardmore’s rents are not too high compared to rents in the surrounding
area; however, some buildings may be overpriced for their physical condition. A
more in-depth survey and analysis of building structures (interior and exterior)
and rehabilitation costs are necessary to determine if some rental rates are
appropriate.

•

Incentives - Tenant allowances or rental rate incentives are also an important part
of retail leasing and are often given by the landlord to the new tenant to update or
redesign the space. Tenant allowances and rental rate incentives vary greatly and
are determined through individual negotiations and the condition in which the
space will be presented. Generally new construction space is delivered as a
“vanilla box.” This industry term describes a space that includes dry walls,
storefront, restroom, electrical and HVAC distribution, lighting, ceiling and
flooring. In some cases, the developer will work with new tenants to incorporate
their store’s needs into the design. Existing space is usually delivered “as is;”
therefore, tenant allowances and rental incentives are almost always necessary.
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The table below outlines the base rent and gross rent of vacancies surrounding the project
area; these figures do not incorporate tenant allowances or rental rate incentives. Gross
rent is both the base rent and triple net costs (real estate taxes, common area maintenance
charges and insurance costs).

Location

Surrounding Rental Rates
Base Rent
Gross Rent

Size

Ardmore West
$40
$48
2,450 sq. ft.
Ardmore Plaza
$27
$33
2,000 sq. ft.
Rt. 30 Bryn Mawr*
$50
$54
New mixed use
Bryn Mawr Mall
$33
$35.5
3,000 sq. ft.
Bryn Mawr downtown
$23.2
$23.2
3,000 sq ft. corner
King of Prussia Mall
$60-72
$82-94
Multiple Sizes
Suburban Square**
Multiple Sizes
*Asking rent
** Numbers are proprietary, but rent levels and sales exceed industry averages.

Location

Ardmore Vacancy Rates
Gross Rent
Size

9 W. Lancaster
26 W. Lancaster
29 W. Lancaster*
32 W. Lancaster
55-57 W. Lancaster
15 Cricket
* Recently rented
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3,300 sq. ft.
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ASSETS, OPPORTUNITIES AND CHALLENGES
Although Ardmore’s excellent demographic profile shows great strength for potential
retail revitalization, many other assets and challenges exist. Interestingly, Ardmore’s
primary challenges are the factors that, once overcome, could become some of Ardmore’s
strongest assets. The assets and opportunities are discussed below and include anchors
and the potential for residential development. The challenges for a revived retail district
in Ardmore follow and include the physical condition of the buildings, parking, traffic,
and the streetscape.
Assets and Opportunities
Anchors
One of Ardmore’s strengths is the presence of Philadelphia Sports Club and Suburban
Square. Typically, a large and significant retailer or cultural attraction that draws many
people will anchor a retail commercial district. Suburban Square and the Philadelphia
Sports Club function as anchors for the Ardmore retail district. Each of these “anchors”
attracts large numbers of people. The Philadelphia Sports Club has approximately 2400
members and draws between 400 and 500 people a day to their facility.
The presence of Suburban Square, one of the most successful shopping centers in the
Delaware Valley region, is one of Ardmore’s strongest assets and can serve as both a
catalyst and support for revived retail in Ardmore. Moreover, its presence is a feature that
distinguishes Ardmore from other main streets in the region. Suburban Square is located
about 100 yards from the center of downtown Ardmore and draws many people every
day into the area. Their customer base is stable, well
educated, between 35-54 years old and entering their prime
earning potential. Additionally, a large percentage of the
population is voluntarily unemployed and has a high
percentage of discretionary/leisure time to shop. Downtown
Ardmore retailers should and can capitalize on this market,
which already comes to the area to shop. There is no reason
why Ardmore retailers cannot offer additional goods and
Anderson Ave Connection
services to the Suburban Square shopper. The connection,
however, between Suburban Square and downtown Ardmore is very poor and hinders
shopper traffic between the two. Fortunately, the Township of Lower Merion recently
received two grants to paint, light and repair the railroad underpass. The sidewalk will
also be repaired. Although the railroad underpass improvements are scheduled for
completion by 2007, the retail mix on Anderson Avenue, which connects Suburban
Square and Lancaster Avenue, also hinders the pedestrian connection. There must be a
concentration of attractive storefront and enticing retail that gives shoppers a reason to
visit the other side of the underpass and travel further into Ardmore’s downtown retail
district. Furthermore, the Ardmore Transit Center Plan recommends constructing
additional pedestrian bridges or underpasses to connect both sides of the railroad tracks at
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the train station and also possibly at Rittenhouse Place near the municipal complex.
Pedestrian linkages are an alternative way to connect both sides of the railroad tracks.
Residential
As previously mentioned, more and more people are choosing to live in urban lofts,
apartments, studios, and condominiums. For this reason, downtown residents are
contributing significantly to the revival of retail districts that surround their living spaces.
During stakeholder interviews, one of Ardmore’s larger retailers noted that businesses in
their other locations have really benefited from residential units above storefronts within
close proximity. It ensures a stable customer base. This current trend is advantageous to
the downtown revitalization process and presents Ardmore with a great opportunity.
Ardmore currently has several second and third story residential units along Lancaster
Avenue and Rittenhouse Place and there are residential units that are currently vacant or
used for storage or offices. Moreover, the Ardmore Transit Center Plan proposes several
sites that could be developed with a mixture of uses including residential above and retail
at the ground level (Cricket Terrace). Downtown Works views these proposed
developments as an important catalyst for creating a critical mass of downtown
residences. Furthermore, the new units will set a standard for market rate residential in
Ardmore. As mentioned this plan also proposes additional parking that would
accommodate residential growth. Until new parking is built Downtown Works
recommends the Township explore issuing residential parking permits/stickers for spaces
in public lots and garages.
The existing residential spaces that we visited, however, offer
substandard living conditions, which is not in sync with the
lifestyle and consumer patterns of the surrounding population.
The hallways are dirty, the carpets are stained, bathrooms are not
clean, railings are rusted, siding is chipped, and many appliances
are in bad condition. Most likely, potential homeowners and
renters would prefer spaces that are clean, well designed and
properly maintained. On the other hand, the units are in close
proximity to the train and a few miles from Philadelphia, which is
an excellent location for anyone that wants to live in an urban
environment, without the inconveniences of a large city.
The quality of residential space is somewhat of a self-fulfilling
prophecy in downtown districts. If Ardmore offers a high
quality urban living product, then it will attract residents who
will pay market rate for housing and spend money on goods
and services in downtown. Granted, building new and
renovating existing residential space will not turn Ardmore
around overnight alone, but it is one of the key elements for
success.

Economics Research Associates
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Throughout stakeholder interviews, comments were made noting that the Township
zoning is unyielding and difficult to satisfy when renovating older buildings. Current
code regulations are always applied during a change of use or major renovation. The
most common obstacle is meeting the fire code regulations in buildings that were built
before current zoning codes were adopted. Recently, Pennsylvania, and The Township of
Lower Merion, adopted the International Existing
Building Code (IEBC). The IEBC allows for some
flexibility in building codes to facilitate the
rehabilitation of existing old buildings. Nearby
Chestnut Hill, has successfully rehabilitated the
second and third floors of several very old buildings
utilizing the IEBC. Chestnut Hill residents have
similar education and income levels as Ardmore
residents; however, directly south east of Chestnut
Hill there is an area of low income residents. The
Chestnut Hill Apartment
density and depth of affluence is greater in Ardmore,
which makes for an even greater likelihood of return
on investments for landlords.
The IEBC’s basis for approval is not uniform among all existing buildings. Every
building is situation specific and considered on a case-by-case basis. Although complex,
this ensures flexibility in the application of the code. Different combinations of fire safety
elements (sprinklers, egress, building materials) can be used to meet code regulations. In
addition, the IEBC allows certain parts of the code to be waived if Historic District
regulations are met. One of the major factors with regard to fire code regulations is means
of egress. The IEBC does allow for some variations in code requirements for existing
buildings. Due to the complexity of the code, project designers and the Township’s
zoning officers must work together in the early stages of renovation to determine what
combinations will meet the IEBC.
Challenges
Physical Condition
The physical condition of the buildings in Ardmore is a primary challenge for retail
revitalization. It is evident that many buildings have not been
properly maintained and that property owners are not investing
in their properties. Some examples include: cracked siding and
doors, chipped architectural details, and peeling paint. In
addition to general building
upkeep, many tenants are not
maintaining a clean, welcoming
and appealing storefront. Such
Covered Details
examples include broken and/or
empty flower boxes, dirty windows, obstructed or cluttered
Cracked Siding
merchandising displays, inappropriate signage and dirty
Economics Research Associates
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sidewalks. In several cases, original historic facades have not been protected or have been
covered during renovations with cheap siding and materials that are incongruous with the
character of the whole building. Now many of the renovations are outdated and the
buildings are once again deteriorating.
Parking
The need for convenient and ample parking is a relentless issue facing downtown districts
of all sizes, including Ardmore. Although parking is an important issue and Ardmore
may be in need of more, it is not the deal breaker for successful retail in downtown
Ardmore. In many cases, however, the parking demands can be solved through relatively
simple measures. Downtown Works is not a parking consultant or expert, but will
nevertheless offer some general observations regarding parking in Ardmore and its
relationship to the health of its retail. Throughout stakeholder interviews, parking was
consistently a topic of conversation and a contentious issue. Many voiced concern over
the severe lack of parking and a few felt it was the sole source of Ardmore’s decline. On
the other hand, a significant number of interviewees believe the real problem is the lack
of a comprehensive parking wayfinding system to direct drivers to the parking that
already exists. The Township has started incorporating general wayfinding signs
throughout Ardmore. Downtown Works recommends that clear and obvious signage be
instated to direct potential shoppers to existing parking lots.
Despite the differing viewpoints about parking, all interviewees felt that downtown
Ardmore will need more parking in some form in the future. The recently completed
Ardmore Transit Center Plan outlines options to accommodate current and future retail,
commuter and residential parking needs. The plan recommends a new mixed-use facility
adjacent to the train station. It includes 650 parking spaces with a net increase of 350
spaces (250 spaces replace existing parking and 250 are reserved for the new
development). The Ardmore Transit Center Plan incorporates parking into additional
proposed mixed-use developments. To accommodate commuter traffic, the plan
incorporates parking into the transit center plan.
The price for parking at meters and the two-hour time limit is reasonable and standard for
most downtown districts. Turnover of space is desirable, particularly in optimal retail
locations. However, some business owners voiced concern over losing customers who are
running quick errands due to parking meter fees. The Township can explore incentives
such as granting the first 15-30 minutes at a parking meter free, which would require
additional parking enforcement officers to monitor when cars enter parking spaces.
Another option is to increase the amount of time one quarter will buy. This incentive
accommodates the shopper on a quick errand and provides an additional benefit for the
longer shopper. In addition, retailers should require employees to park in designated
spaces that are not the ideal parking spaces for customers. If employee parking is not
regulated, then the Ardmore Business District Authority, the Township and Downtown
Works can attempt to convince business owners that when employees park in customer
parking it is detrimental to Ardmore’s retail as a whole.
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The Township requires a certain number of parking spaces for specific uses, which is
sometimes seen as an obstacle for recruiting new businesses or expanding existing
businesses. Recognizing this barrier, the Township recently adopted an ordinance to
expand the number of public parking spaces that can be counted for buildings being
converted to restaurants. Originally, parking had to be met by providing the required
number of spaces on the same lot as the restaurant.
If the number of residences increases in downtown, the demand and requirement for
residential parking will also increase. For this reason, Downtown Works recommends
that Ardmore explore possible shared parking programs, in which daytime (employees)
and nighttime (residents) parkers can share designated parking spaces. Parking permits
for residents in public lots and garages, if necessary, can also accommodate residential
parking needs. However, as more people live in close proximity to downtown retail and
restaurants, they will not need parking spaces during visits to such destinations because
they are more likely to walk. Downtown Works strongly recommends that the Township
consider this factor and relax the parking requirements for restaurants and retail
accordingly as residential numbers increase.
Traffic
Lancaster Avenue is the largest street in the project area and serves as a main commuter
corridor into and out of Philadelphia. Cars and trucks drive at fast speeds; therefore,
pedestrians are subject to truck smoke, loud cars, and speeding traffic. In addition, it is
very difficult to cross the street because crosswalks are scarce and the traffic lights are
timed to keep auto traffic moving. However, a new mid-block crosswalk was added along
Lancaster Avenue and has enhanced pedestrian movement across the street. Although
these factors detract from an ideal shopping environment, if the merchandising mix is
appropriate, the retail is of high quality, and storefronts and sidewalks are clean, then
ultimately traffic speeds will not stop shoppers.
High speeds and a continuous flow of traffic create an uncomfortable pedestrian
environment, but they also render the area very accessible and familiar to most people in
the region. Likewise, Ardmore is a main stop on the SEPTA train route that transports
thousands of people a day; the station is also the only Amtrak stop in Montgomery
County. In addition, several of the streets off of Lancaster Avenue provide very
comfortable pedestrian environments, such as Ardmore Avenue, Cricket Avenue, and
especially Rittenhouse Place.
Streetscape Elements
Not only do traffic patterns render a space pedestrian (shopper) friendly or unfriendly, but
so do other elements that both subtly and obviously influence a person to shop. This is
largely based on the comfort and general appeal of the street. Such elements in Ardmore
include street trees, sidewalks, benches and plantings. The pedestrian environment is a
key contributing factor for successful retail revitalization in downtown Ardmore. If
people are uncomfortable when walking, then they will not take time to shop. This
Economics Research Associates
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applies to commuters, existing shoppers and residents. Furthermore, retailers are harder
to recruit when they know the pedestrian environment does not appeal to potential
customers.
Ardmore has an appropriate number of benches that are conveniently placed. The street
trees provide shade and greenery on the sidewalk, but at the same time many are
overgrown and block retail signage. One of the more noticeable factors affecting the
pedestrian (shopper) environment is the collection of trash, cigarette butts, beer bottles,
dirt and wrappers on Ardmore’s main sidewalks. In addition, bricks are loose in many
places on the sidewalk and concrete is cracked and uneven. Several of the trashcans have
trash surrounding them rather than in them. Several images below display the conditions.
Both street maintenance crews and tenants can help eliminate these conditions. For
instance, the Township should be more aggressive in enforcing property owners to repair
cracked sidewalks and shopkeepers should sweep their front entrance every morning.

The Township and Ardmore 2000, with the help of state and local grants, funded a
streetscape improvement plan, which was recently completed on Rittenhouse Place and
Lancaster Avenue. These changes have improved the streetscape and the Ardmore
Business District Authority and the Township should be commended for their efforts. It is
still imperative, however, that the Township continue to seek and allocate funds for
routine streetscape improvements. Streetscape conditions will directly affect the success
of retail in Ardmore’s business district.
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RETAIL ASSESSMENT
Many factors influence the overall success of a retail district; however the most important
elements are the merchandising mix, retail storefront conditions and the quality of the
stores. Downtown Works qualitatively analyzed every ground level property in the
project area. From this survey, Downtown Works outlined Ardmore’s existing uses and
building conditions and then determined the necessary improvements and appropriate
Merchandising Mix Plan. As part of the Qualitative Assessment, every storefront
received a rating between one and four in the categories listed below; four is excellent
and one is poor. The ratings are added and the highest possible property score is sixteen
and the lowest is four:
•
•
•
•

The quality and condition of the façade
Building and property maintenance
Window merchandising display
Signage

Out of the total 147 properties surveyed, forty-nine percent (49%) scored an eight or
below, of which 59 percent were on Lancaster Avenue. This quantifies the generally poor
building conditions along the main street of Ardmore’s downtown district. It is also
evident from this survey that the building stock and merchandising displays along
Rittenhouse Place are in better condition than most of the project area. Only five
properties scored between fourteen and sixteen, and three of them were on Rittenhouse
Place.
In addition to generally poor storefront conditions, the number of vacancies in the project
area is a significant challenge. The vacancies are a great starting point for recruiting
retailers. Until filled, vacant spaces should be well maintained to attract future tenants
and ensure that the spaces are ultimately rented. There were twenty-one vacancies in the
project area as of June 2005, twelve of which were on Lancaster Avenue.
Pedestrians and shoppers are more attracted to areas where
there is visibility into the interior of stores. Often a pedestrian
becomes a shopper as they are drawn to interesting
merchandising displays of products that are relevant to them or
that they can buy. Interesting and appealing window displays
serve this purpose, as do clean unobstructed windows that allow
someone to see people dining, shopping or having a haircut. In
some buildings in Ardmore, it is unclear whether a store or
service is still in business because of poor signage. Although
the uniformity of business hours was an important issue during
some stakeholder interviews, it is not a priority first step for this
strategy.
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Throughout the district, some of the primary retail offenses include:
•
•
•
•

Window displays are not oriented to the street
Awnings and signage are incongruous with the building scale
Sidewalk entrances are not maintained
Inconsistent business hours (i.e. businesses closed for three months or only open
for three to four days per week)
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General Retail Recommendations
Downtown Works has discovered through many years of experience that the best retailers
are those that carefully attend to signage, merchandising and window displays, keeping
them clean and up-to-date. Based on observations in Ardmore, we recommend the
following general merchandising improvements:
•

All signage elements, such as signs, posters, displays, and awnings should be in
sync with the brand marketing of the business. Moreover, up-to-date signage and
colors convey to a shopper that a store is successful and tasteful. The image below
on the left displays store signage that is repetitious and inconsistent in font, styles,
and sizes. In addition, the amount of signage should be in scale with the size of
the storefront and visible to the pedestrian. The image below and to the right
shows an excellent sign that is hung too high at about 15 feet in the air.

•

Businesses should be encouraged to display merchandise on the sidewalk where
appropriate. Displays should be controlled and only allowed where the sidewalks
are wide enough. The displays should not be a nuisance for pedestrians and must
be clean, neat (no clutter), well maintained and organized. Some merchandise is
more suitable for outdoor displays than others. Flowers and plants are excellent
items to display outside, whereas thrift items are not. An example of a wellarticulated ordinance controlling sidewalk displays can be found in the Borough
of Haddonfield, NJ. Below are two examples of good outdoor displays.
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•

The best merchandise display is one that conveys the goods that are sold in the
store. The merchandise display should be oriented towards the street and colorful
to add interest on the street and draw people inside a store. Flowers and plants can
enhance window displays and the overall storefront appearance, but only if well
maintained. This includes the plant itself as well as flower boxes and planters. It is
not recommended to utilize flowers or plants in interior window displays unless
they are for sale.

•

Façade, window, and front entrance maintenance and cleanliness should be
mandatory for all retail stores. They imply that a business is well managed and
therefore is more likely to draw shoppers inside. Front stoops and windows
should be cleaned routinely. The image below to the left shows a store that has a
very clean and interesting window display and façade. The image below and to
the right shows a retailer who maintains a spotless façade and sidewalk.
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MERCHANDISING MIX PLAN
A balanced and contextual merchandising mix is critical to Ardmore’s retail revitalization
efforts. Generally, retail districts should strive to offer a variety of stores, restaurants, and
services. After an assessment of the 147 ground level storefronts in the project area,
Downtown Works was able to determine which merchandise categories were under or
over served. At the time of the assessment (June 2005) there were forty-four retail stores,
eleven of which were home furnishing stores; fifty were service uses, twenty-six were
restaurants and twenty-one were vacant. This represents a variety of retail types; however
the uses within some categories are unbalanced. For instance, of the twenty-six
restaurants, Asian and Italian style food represent 50 percent of the mix. If Irish pubs and
bars are counted, the three categories represent 65 percent of the total restaurant mix. In
addition there are fifty service uses of which 30 percent fall into the nail/hair salon and
spa category and another 20 percent are doctors’ offices. The table below outlines the
number of merchandise types in downtown Ardmore.
DOWNTOWN ARDMORE - Number of Stores by Merchandise Type

RETAIL

44

Antiques
Home Appliance/Interiors
Hardware/Garden
Apparel
Bookstores
Sportwear/Equipment
Consignment/Thrift
Children's
Arts/Crafts Goods
Jewelry
Gifts
Electronics/Office
Specialty

2
6
3
4
2
3
3
2
5
1
2
4
7

(Coin, music, exercise equip, spy
shop,drugstore, flowers)

RESTAURANT

OFFICE

7

SERVICE
Travel
Hair/Nail Salon
Dry cleaning/Laundry
Health (appointments, doctors)
Fitness
Tailor
Miscellaneous

50
4
15
3
10
5
7
6

(video rental, shoe repair, auto tags,
convenience, auto care, printing)

VACANT
Vacancy Rate

21
14%

25

Asian
Italian/Pizza
Indian
Irish Pub/Bar
Quick Service
Specialty Foods

5
8
1
4
4
4

147

TOTAL STOREFRONTS

(Natural foods, seafood, pastries,
coffe/entertainment
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In summary the following merchandise types are well represented and should not be
recruited:
• Nail salons
• Asian restaurants
• Italian restaurants
• Fast Food
• Tailors
The Merchandising Mix Plan must take into consideration other nearby commercial
districts, resident demographics, psychographics and existing successful retail spaces and
businesses. In addition, Downtown Works incorporated ideas, concerns and comments
that emerged during stakeholder interviews. The interviewees to date are listed in
Appendix I. Ardmore should expand based on its own successes and offer unique
merchandise and services. Since traffic on Lancaster Avenue hinders the strolling
pedestrian environment, destination retailers, such as the Hill’s Main Line Seafood,
Rittenhouse Electric, Viking Pastries, King’s Collar and others have experienced the
most success in downtown. Downtown Works recommends building upon the eleven
stores that sell goods related to home wares or furnishings (antiques, hardware, garden,
home appliance and interiors) to create a unique retail destination for residents along the
Main Line. Downtown Works recognizes that Manyunk is also a location for several
home furnishings stores; however, Ardmore can also succeed as a home furnishing retail
destination by offering a greater selection and breadth of merchandise. Ardmore is in
close proximity to an incredibly wealthy population that likes to spend money and
therefore should be fulfilling the home furnishing needs of Main Line residents.
Likewise, Italian and Asian restaurants populate many towns along the Main Line and
Ardmore can distinguish itself as a restaurant destination by expanding the selection and
quality of restaurants in the region. The retail spaces in the project area represent a range
of sizes and configurations that are adequate for the types of uses that are appropriate for
downtown Ardmore.
Filling and preventing additional turnover of vacancies are high priorities because they
can make an immediate impact and contribution to the overall tenant mix. Vacant
properties are very noticeable on the street and create gaps in what may otherwise be a
continuous stream of retail. They are the quickest spots to remedy because property
owners and brokers are anxious to find new tenants, and therefore are generally very
willing to accept appropriate prospects the recruiter will bring them. Filling all vacancies
with high quality retailers that adhere to the Merchandising Mix Plan will have a
significant impact on downtown Ardmore.
Most of the initial retail recruitment efforts will target small to mid-size local/regional
businesses, rather than national chain stores. Generally, most stores that are recruited will
have excellent storefronts and merchandise displays exhibited in its existing shop.
Examples of high quality retailers include Skirt in Bryn Mawr, Home Grown in
Haverford, Foster’s Urban Hardware in Old City, Philadelphia and Urban Outfitters, a
national chain based in Philadelphia.
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Listed below are the primary retail recruitment targets:
•
•

•
•
•
•
•
•
•
•

Prepared/Specialty Foods
Restaurants
- French Bistro
- Southwestern
- Steak house
- Greek/Mediterranean
- Seafood
- California Café
Home Furnishings/Appliance Showrooms
Sportswear and Equipment
Bookstore
Stationery and Gifts
Coffee/Cafes
Interior Design
Luggage and Leather Goods
Arts, Crafts, Fabrics and Linens
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Recruitment Zones
To better outline the recruitment strategy Downtown Works divided the total project area
into four geographic zones denoted by a colored boundary on the following maps. The
maps identify the retail categories that are most appropriate for specific zones. Although
some locations are ideal for certain uses, stores outlined in the Merchandising Mix Plan
may be appropriate for other areas depending on size requirements, availability and
landlord or retailer preferences. The Merchandising Mix Plan for the zones is outlined on
the following pages; the first is Lancaster Avenue, followed by Ardmore Avenue, Cricket
Avenue and Rittenhouse Place. A comprehensive map with all the zones is included in
Appendix II.
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Green Zone: Lancaster Avenue
Lancaster Avenue is the main street in Ardmore and houses a majority of the retail spaces
in the project area. There are many retail categories that would work well on Lancaster
Avenue. Ardmore is growing as a destination for sports and fitness apparel, activities, and
equipment. There are nine stores in the project area that offer programs or sell goods
related to fitness and sports activity. The majority of sports retail related stores are
clustered along Lancaster and benefit from each others’ presence; there is one on both
Cricket Avenue and Rittenhouse Place. This strong merchandising category is
appropriate for the population and should continue to grow. The fitness category could be
expanded to include new types of sports and fitness related stores, such as a
hiking/backpacking (Patagonia or Paragon), tennis or golf.
Throughout interviews and observations it became apparent that there is a demand for
coffee shops in Ardmore to fulfill a growing breakfast and quick food need among
residents and commuters. In addition cafés offer an alternative to the Italian and Asian
cuisine, which are prevalent throughout Ardmore’s downtown. Both provide casual
places where people can meet and socialize, eat lightly and linger. Since the
commencement of this project, a coffee shop has been planned on Lancaster Avenue.
Retail recruitment efforts will encourage and seek artisan, craft, linen and fabric stores,
which will differentiate Ardmore from surrounding retail areas. This retail sector will
complement other existing or newly recruited home furnishings stores and cater to a
population that, according to demographic research, is routinely remodeling and
maintaining expensive homes and upscale apartments. In addition, multi-purpose retail
space for arts programs and/or craft businesses could establish a unique attraction. Some
examples already exist. Lonni Rossi Designs at 70 Rittenhouse Place sells hand-designed
fabrics and the space also serves as the artist’s interactive studio and a room for lessons.
The Mud Room is a store that allows customers to paint their own pottery. This category
can also incorporate softer household goods, such as linens and fabrics, which are
different than hard household goods such as appliances.
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Purple Zone: Ardmore Avenue
Ardmore Avenue is an ideal place to locate retail service and offices uses, since it is a
secondary street and the area is partly residential. Such uses might include accounting,
dry cleaning and medical offices. Retail Services need a reasonably visible and welllocated space, but do not need to be in the heart of the retail district. In addition, a
specialty used bridal apparel store is located at 22 Ardmore Avenue and additional
consignment retailers could create a high-end consignment niche. The area in the map
below includes some residential properties as well as commercial.
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Orange Zone: Cricket Avenue
Cricket Avenue is one of the calmer streets in the project area. For this reason, restaurants
and cafes are a primary recruitment target for this zone. Restaurants are often a catalyst
for downtown revitalization. Although Ardmore has some, the variety of restaurant type
should be expanded. Restaurants add vibrancy to downtown districts and draw people
downtown who otherwise would not make the trip. People value the unique
characteristics that an array of restaurants may offer, such as atmosphere, décor, and
menu. One way to promote unique restaurants is to recruit chef driven and/or locally
owned restaurants. Ardmore’s restaurant selection should reflect the desires of a
demographic that is health conscious and leading a busy professional life. The following
restaurants will be recruited: French Bistro, Nuevo American, Southwestern, Steak house,
California Café, Greek/Mediterranean, and Seafood.
Ardmore is a regional central commuter stop for the Main Line. This location also
presents a great opportunity to place convenient healthy good quality prepared food
businesses in close proximity to hungry and busy commuters. Furthermore, the
psychographic profiles of the population suggest that prepared food stores would be a
viable and appreciated business. People are very likely to pick up food on the way home
from work or for a quick bite throughout the day. Additional hair salon, spa and other
retail services are appropriate for this area. Several downtown businesses in Ardmore
offer sports and fitness services. Additional unique fitness oriented retail services on
Cricket would complement this growing business sector.
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Blue Zone: Rittenhouse Place
As mentioned throughout the report, much of Ardmore’s retail sales will come from
destination shoppers. Currently, a seafood shop and a pastry store are doing well in the
Ardmore market. Downtown Works recommends expanding the offerings. New
recruitment targets may include a bread bakery/café and a well-stocked organic food
mart. The recently completed streetscape improvements on Rittenhouse Place provide
wide, clean, and smooth sidewalks that are very suitable for outdoor dining. The
previously mentioned restaurant categories will be recruited for both Cricket Avenue and
Rittenhouse Place as well.
Several of Ardmore’s successful retailers are within the home furnishing category.
Rittenhouse Place should build upon these successful destination stores. Recruitment
efforts will explore the potential for home furnishings showrooms that would feature
cabinetry, kitchen appliances, interior design materials, bathroom fixtures, ceramics and
furniture. Kitchen appliances might include Aga, Sub Zero and Thermador; fixtures may
include Kohler and Al Moen; furniture may include Bradford Woodworking and Thomas
Moser. Whenever possible local merchants and craftsmen should be recruited.
Showrooms do not require warehouse space and some existing spaces are adequate and
others could possibly be combined.
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IMPLEMENTATION STRATEGY
Everybody is a potential shopper, the key is recruiting the appropriate retail mix, creating
enticing merchandising displays, and maintaining an ideal pedestrian environment in
which people feel comfortable taking the time to browse and spend money. The landlords
who own property in downtown Ardmore cannot expect good retailers to seek them out.
Rather, it is essential to be proactive about recruiting new retailers who will improve the
merchandise mix and attract new customers to Ardmore. For this reason, Downtown
Works recommended that a Retail Coordinator be hired. A Retail Coordinator was hired
as a part time Ardmore Business District Authority consultant and will begin work in
mid-September. Her primary responsibilities will be:
•
•
•
•
•

•
•

Proactively identify and recruit retailers to Ardmore based on the Merchandising
Mix Plan.
Collect up-to-date tenant and property information.
Market all available spaces in the project area equally, with no special preference
given to specific landlords or locations.
Assist the tenant in finding the best-suited space given their specifications for
size, amenities, rent, etc.
Arrange meetings between prospective retailer and landlords or their designated
real estate broker – the Coordinator does not make deals or perform the job of a
broker.
Work with a prospective tenant through to store opening, assisting in the
permitting process and any other issues that require Township approvals.
Provide guidance to business owners on appropriate window displays and signage

Downtown Works and the Retail Coordinator will place a large focus on Lancaster
Avenue because it has the most retail space and the most vacancies of all the zones.
Downtown Works has already identified several key properties on Lancaster Avenue that
will be targeted because they are vacant, are under renovation or in poor condition.
Images and information for these properties is included in Appendix III. Together
Downtown Works and the Retail Coordinator will prioritize all of the twenty-one
vacancies in downtown and meet with property owners and brokers to address these
properties. Vacant properties are very noticeable on the street and create gaps in what
may otherwise be a continuous stream of good retail. They are the quickest spots to
remedy. In addition, property owners and brokers are anxious to find tenants, and will
most likely eagerly accept appropriate retail prospects that the Coordinator may find.
Filling all vacancies with high quality retailers that adhere to the Merchandising Mix Plan
will significantly impact the health of retail in downtown. Future priority areas will be
determined by tenant lease expirations and building conditions. Tenant lease expirations
are an opportunity to bring new appropriate retailers into Ardmore. Buildings that are in
very poor condition will also be targets. The image on the following map displays the
priority properties and vacancies and their ownership.
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Next Steps
• Downtown Works, the Retail Coordinator and Ardmore 2000 will meet with as many
landlords as possible, starting with the priority properties, to discuss the program and
collect information from them regarding the characteristics of their space(s), their
rent, their tenants and any existing or impending vacancies. The landlord meetings
should be completed in the fall 2005.
• Downtown Works, the Retail Coordinator and Ardmore 2000 will then begin coldcalling in the greater Delaware Valley region for potential tenants, based on
Ardmore’s immediate retail needs. Initial cold-calling should be completed by fall.
• Downtown Works will assist the Ardmore Business District Authority, the Retail
Coordinator and graphic designers in the design of marketing material information
and designs.
• Downtown Works will assist the Retail Coordinator and Ardmore 2000 in identifying
merchants who would benefit from merchandising and display assistance.
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•
•

•

Determine which retail spaces are currently ready to house a restaurant or food use in
an effort to expand the restaurant selection.
For the latter six months, Downtown Works will oversee the Retail Coordinator’s
prospecting efforts, and will be available for important meetings and sales calls with
prospects and landlords.
Help shape the retail portion of the RFP for the Ardmore Transit Center project to
ensure that the design and proposed uses facilitate a healthy productive retail
environment.
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RECOMMENDATIONS
A few important steps towards a vibrant and successful retail mix in Downtown Ardmore
have already occurred. The Township and Montgomery County adopted the Ardmore
Redevelopment Area Plan that outlines several strategies for mixed-use infill
development and proposes a new Mixed-Use Special Transit Overlay District that will
facilitate well-designed urban retail space and residential units. In addition, the
Township and Ardmore 2000 allocated funding for and began some streetscape
improvements. The Township hired Downtown Works to create an Implementation
Strategy and Merchandising Mix Plan, part of which included hiring a Retail
Coordinator. The following recommendations outline the next steps necessary for
downtown Ardmore to evolve into a thriving retail destination.
• Continue to improve the pedestrian environment by seeking and allocating street and
sidewalk improvement funding, possibly through grants and loans. The retail and
residential environmental will benefit from enhanced curb appeal. Currently, the
Township is not only improving the physical aspects of the Anderson Avenue
underpass, but also realigning the Ardmore Avenue and Lancaster Avenue
intersection to alleviate traffic congestion and create a gateway entrance.
• Simplify or consolidate the steps a downtown Ardmore tenant or property owner must
go through to improve both upper-story residential and first floor retail property. This
includes Historic Architectural Review Board, building code and the Commercial
Business District Guidelines.
• Facilitate improvements to the physical condition of buildings by increasing the total
pool of the Façade Grant Program. The Township should consider focusing on
specific, defined areas of opportunity, rather than funds being spread over a large
commercial district. Intense and noticeable design improvements in concentrated
areas are noticeable and effective in jumpstarting revitalization efforts. Also, the
Township must require an applicant to sign a detailed building maintenance
agreement to upkeep property before receiving funds.
• Establish the Ardmore Business District Authority office space as an excellent
example of what a storefront façade can and should look like in Ardmore. The
Business District Authority currently undertaking this effort.
• Explore the possibility of a low interest loan pool from a consortium of local banks
and independent of CDBG or other federal resources to provide funds for building
improvements.
• Where applicable, utilize incentives and bonuses geared towards new projects or
renovations in the Mixed-Use Special Transit (MUST) Overlay Zoning District. As
currently designed, the MUST district includes all commercial properties within a
1,500 foot radius of commuter rail station. A significant portion of the Downtown
Works project area is within this boundary.
• Provide storeowners and property owners with guidelines to appropriately design and
merchandise their retail storefronts.
o Commission a professional retail designer to create new Commercial District
Business Guidelines that outline, with both images and text, how retail
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•

•

storefronts should look, including signage, displays, windows, materials and
architectural details. These guidelines must include all existing guidelines and
code requirements and could be utilized as a means to approve façade grants.
o Contract with or provide a list of “on-call” retail storefront designers who
have knowledge of interior and window merchandising technique.
o If applicable use the design guidelines outlined in the Mixed-Use Special
Transit Overlay District, that promote architectural elements common to
traditional main streets.
Landlords should incorporate certain clauses into future leases that require high
standards of operation and maintenance within the downtown:
o Mandate that store entrances are clean
o Suggested lease contract content is included in the Appendix IV
o Landlords and tenants may be resistant, but Ardmore 2000, the Retail
Coordinator and Downtown Works should continue to help them understand
that such clauses will not only enhance the property and business, but, more
importantly, they will protect downtown retailers from behavior on the part of
certain businesses that would be detrimental to the district as a whole.
The Township and Ardmore 2000 should work together to address building and fire
code related obstacle to renovating the second and third stories of buildings as high
quality residential units. This obstacle is the learning curve associated with the newly
adopted International Existing Building Code. Establishing appropriately designed
residential units on the second and third stories of buildings in Ardmore will
significantly help revive the retail district. Downtown Works recommends that the
Ardmore Business District Authority seek architects that have expertise working with
the International Existing Building Code to recommend to owners who are renovating
their buildings. The Township should require Building Inspectors to attend the
necessary training to develop skills in applying this new code to existing buildings. If
this cannot be accomplished, the Township should consider hiring a consultant with
this experience.
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CONCLUSION
The Ardmore Business District was once a thriving commercial district and despite the
recent lull in downtown activity, Ardmore has strengths to build upon. These strengths lie
in established successful retailers, optimal demographics, and an excellent location. It is
important that Downtown Ardmore merchants capitalize on these assets. Downtown
Ardmore, however, will remain in its current state unless tenants, landlords, property
owners, the Township and Ardmore 2000 work together to address the major challenges
and implement recommendations outlined in this report.
Since the biggest challenge is the physical condition of buildings one of Downtown
Works most crucial recommendations is creating retail storefront design guidelines and
expanding the façade grant program. The retail storefront design guidelines must be
created by or have significant input from a specialized Retail Storefront Designer who
understands merchandising, retail and historic architecture. The façade grant program
should fund significant improvements to storefronts that involve reconfiguration and
updating fenestration, exterior and siding.
One of the primary targets for retail recruitment will be stores and showrooms associated
with home furnishings. In addition, new and different restaurants will be recruited that
are oriented towards the lifestyle and preferences of Ardmore’s main demographic
profiles. By proactively merchandising the downtown, and building an effective retail
mix, downtown Ardmore can provide the amenities and excitement necessary to attract
more residents and shoppers.
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APPENDIX I – INTERVIEW ROSTER

Interview Roster
Ardmore Retail Strategy
2005
Tim Mahoney
Peggy Savery
Scott Mahon
Tommy Joyner
Jamie Lokoff
Sharon Eckstein
Gagliano Domenico
Kevin Murphy
Kevin Hill
Steve Gaylon
Michael Coughlin
Cheryl Gelber
Christine Valardo
Roz and Jerry Elkins
Larry Gee
Maryam Phillips
*Harris Plotnick
*Walter Peters
Colette Speakman
Nancy Gold
Jane Dellheim
Ken Williamson
Aaron Walters
John Smallwood

Business / Property Owner
Suburban Office Supply
Milkboy Recording &
Milkboy Cafe
Resident
Positano
Main Line Exec. Management
Main Line Seafood
Jacque Ferber Furs
State Farm Insurance
Commissioner Ward 5
Aqua Hut
Rittenhouse Electric
Suburban Square
Commissioner Ward 4
Lucky Clothing
Delaware Valley Music
ED of Ardmore 2000
King’s Collar Custom Shirts
Commissioner Ward 8
Natural Organic Food Market
Philadelphia Sports Club –
Ardmore General Manager
Philadelphia Sports Club

* Informal walk in discussions
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APPENDIX II – ARDMORE MERCHANDISING MIX PLAN
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APPENDIX III – PRIORITY PROPERTIES

55-57 West Lancaster
Property Owner:

Central Eagle Properties, ARO Properties
4410 Township Line Rd
Drexel, PA 19026

Managed By:

Joe Perna, ARO Properties

Tenants:

Subway, Shanti Spa & Wellness, Jewel of India (2 storefronts),
Vacancies (2), VIP Nails

Status:

Vacancies present since 2003 - recruit tenants that are more suited
for storefront retail – damaged/cracked facade
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15 W. Lancaster
Property Owner:

New ownership

Managed By:

Main Line Executive Management

Tenants:

Past, Present and Future

Status:

Apartments above need renovation – undergoing façade
improvements
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3 ½, 3 and 1 West Lancaster
Property Owner:

Anna & Nathan Harris Estate

Managed By:

Main Line Executive Management

Tenants:

Ardmore 2000, Kidz Shooz, Fraj, Academy of Ballroom Dance

Status:

Fraj is one of the better storefronts in Ardmore -second level space
needs facade improvements. Ardmore 2000 is moving.
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52-54 East Lancaster
Property Owner:

Steve Bajus

Tenants:

Ardmore Family Dentist, Smith & Childs, Rue Coco

Status:

Apartments above - building façade has great potential poorly maintained – undergoing some renovations - vacancy
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44 East Lancaster
Property Owner:

Lower Merion Federal S & L Association
Reading, PA

Tenants:

Sovereign Bank

Status:

Passive space on street - blinds close - ATM is usually cluttered
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28 & 36 East Lancaster
Property Owner:

2206 Walnut LP
1305 Huntsman Lane
Gladwyne, PA

Tenants:

All Natural Market; Siamese Princess

Status:

Siding is deteriorated - AC unit conspicuous - trash and leaves on
front stoop
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20 West Lancaster
Property Owner:

Jerome Rosoff
Phoenixville, PA 19460

Tenants:

West Coast Video

Status:

Siding, windows, and interior dirty - poor merchandising and
temporary signs
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APPENDIX IV – SUGGESTED LEASE CONTENT
Downtown Works recommends that landlords in Ardmore consider incorporating
language in their new leases and lease renewals that will ensure greater control over the
appearance and operations of retail stores within the business district. These clauses will
not only protect the landlord, but, more importantly, they will protect the other retailers in
the downtown from behavior on the part of certain businesses that would be detrimental
to the retail district as a whole.
Suggested content of such lease clauses includes:
•

•

•

•

•
•

•

Hours. Businesses should be required to be open 6 days a week at a minimum,
though 7 days a week is ideal. If a business must be closed on one day of the week,
Monday is the preferable day.
Continuous operations. Under no circumstances should a store be allowed to close
and remain closed but continue to pay rent. This leads to dark stores in the
downtown, which creates a perception of vacancies and disinvestment.
Reporting of sales. One of the most powerful marketing tools for any retail leasing
agent is to describe, in general terms, the sales volumes being achieved by existing
nearby businesses. Knowing that a complementary business or a competitor is very
successful in a given location can be a strong incentive for a potential retailer.
Similarly, knowing the entire downtown’s average per square foot sales volume
would be a useful tool for the Retail Coordinator. New retailers (and those with
leases up for renewal) should be required to report their sales to their landlord, and
the landlords should agree to share this information with the Retail Coordinator in
some form. Sales reporting should be done on a monthly basis, with gross sales
signed annually by a CPA or an officer of the company.
Use clause. The use clause, which describes the type of store and the types of items
it can sell or the services is can provide, should be as specific as possible. Too often
these clauses are too general, or they do not exist at all. A landlord should have
control over the specific use of the space, so that it can be in keeping with the
merchandising scheme, so that a dress store, for example, does not turn into a variety
store.
Maintenance. Landlords should include clauses in their leases requiring a high level
of maintenance and regular cleaning of the premises by the tenant.
Window Lighting. Merchants in downtown Ardmore, particularly the ones on the
main street of Lancaster Avenue, should be required to light their show windows until
11 pm, 7 nights per week. This not only keeps the downtown feeling safe and
attractive, but also helps business as it allows shoppers who are around after hours to
window shop and return later for a purchase.
Design Review. Landlords should ensure that their tenants adhere to Township
requirements and HARB guidelines.
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