
	 While some variations exist between the ½-mile, the 2-mile, 
and the 5-minute markets, the markets are quite similar in 
their characteristics.

	 The ½-mile market represents the typical pedestrian mar-
ket of most downtowns.  Montgomery’s ½-mile population 
has a consistent population, but lacks the density, access, 
and visibility needed for commercial development.

	 Multiple retail options exist for Montgomery residents within 15 minutes of the downtown 
districts.  Even more options, such as Prime Outlets in Aurora, exist on the periphery of the 
15-minute drive time.

	 This 15-minute geography includes three economically strong, traditional downtown dis-
tricts—each with varied restaurant and boutique retail offerings.  Differentiating downtown 
Montgomery will be strategic to future success.
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Target Market Demographics
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	 Montgomery has sufficient demographic characteristics, 
particularly incomes to attract the interest of the develop-
ment community.

	 Montgomery has nearly 2½ times more employees than 
residents within a ½ mile of its downtown, with nearly 
19,000 employees within 5 minutes of downtown.   This 
substantial employment base and its projected growth aug-
ment Montgomery’s future opportunities.

Demographics of Nearby Communities

	 Of nearby communities, Plano and Montgomery are the 
most ethnically diverse and have the lowest median in-
comes.

	 Montgomery’s population growth and transit future, com-
bined with this economic and ethnic diversity, presents a 
unique opportunity for Montgomery to differentiate its 
downtown.
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	 Montgomery has the opportunity to reorient its downtown 
into the community’s central place, as growth continues.

	 Partnerships will be needed with downtown’s private sec-
tor stakeholders to incrementally increase commercial ac-
tivity over the long-term.

	 Future downtown business recruitment prospects will like-
ly be established area business operators.  Such businesses 
would serve the surrounding neighborhoods.
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