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The City of Kentwood, Michigan 
 
Retail Market Analysis 
 
 
 
 
EXECUTIVE SUMMARY 
 
The City of Kentwood is a suburban community located 
immediately east and southeast of Grand Rapids, Michigan.  
This first-ring suburb is diverse in its population and 
demographic characteristics, containing areas of more mature 
neighborhoods and newer growth areas.   Kentwood is also 
diverse in its commercial offerings, with strong regional retail 
along 28th Street and more neighborhood-oriented retail along 
44th Street and other local arterials.   
 
The City of Kentwood was estimated to have a population of 
45,255 in 2000, and is increasing by approximately 300 
persons each year, ranking 26th in the state in terms of 
population.  If growth occurs as currently projected, the 2010 
population of Kentwood will be approximately 48,600 people 
and the population in 2020 will be an estimated 51,700.  The 
2000 median age is 32.4 years and the median household 
income is $45,800 (compared to $46,000 for Kent County and 
$44,700 for the State of Michigan).  Kentwood’s population is 
aging slightly; the percent of the population over the age of 65 
years was 4.4% in 1970 and had increased to 9.8% of the total 
population by 2000. 
 

 
There are a number of study areas analyzed within this report, 
including 5 neighborhood target locations and a more regional 
perspective.  There are several factors impacting the study 
areas, including the current construction of the South Beltway 
which will traverse the southern boundary of Kentwood and 
connect Grandville and areas west to eastern suburban Grand 
Rapids.  It is anticipated that a number of new retail 
developments will be constructed at the major intersections of 
the beltway, and that these retail concentrations could 
potentially impact the various neighborhood and regional retail 
concentrations in Kentwood.  Further, the diversity of 
Kentwood’s neighborhoods presents an additional challenge to 
formulating an effective plan to revitalize the City and create 
sustainable communities within the City. 
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There are a number of existing retail competitors, including 
Woodland and Centerpoint Malls in northeastern 
Kentwood/Grand Rapids and the newer Rivertown Crossing 
(opened in 1999).  Strong retail concentrations exist around all 
of these malls.  Twenty-Eighth is a traditional retail node, 
while 44th Streets has a number of retail concentrations 
scattered along its path.  Both corridors house a variety of 
shopping centers, as well as freestanding retailers such as 
Lowe’s, Home Depot, Meijer and Wal-Mart.  A new retail 
node is already emerging at the intersection of Kalamazoo 
Avenue and 60th Street (proximate to the future interchange 
with the South Beltway). 
   
The five neighborhood centers, along with their estimated 2003 
total trade area population1 and supportable new retail2 (by 
2008), are listed below: 
 
§ Target Area 1:  44th Street and Division Avenue 92,000 

people; 76,750 square feet (sf) of supportable new retail 

                                                
1 Trade area population refers to the population found in an area defined 
through this analysis that represents the majority of the area’s customer 
base. 
2 Supportable retail refers to that retail which is feasible and is most likely 
to be successful, based upon a number of factors, including (but not limited 
to) population, housing growth, demographic profile and traffic/shopping 
patterns. 
New retail refers to that retail that is not already there.  This may refer both 
to the expansion of retail categories that are currently present by increasing 
the number of units or square footage or the addition of new retail 
categories to the market.  New retail may occupy previously vacant space or 
entail the construction of new retail space, depending upon the needs and 
goals of the community. 

§ Target Area 2:  52nd Street and Kalamazoo Avenue 51,800 
people; 49,200 sf of supportable new retail 

§ Target Area 3:  44th Street and Breton Avenue  120,300 
people; 112,500 sf supportable new retail 

§ Target Area 4:  60th Street and Breton Avenue Extension  
41,600 people; 7,050 sf supportable new retail 

§ Target Area 5:  South Beltway/60th Street and Kalamazoo 
Avenue  72,800 people and 93,400 sf of supportable new 
retail 

 
 
Each of these target areas should be developed in a manner 
consistent with the surrounding neighborhood and should 
enhance the community.  Each of these target areas will be 
discussed individually later in this report. 
 
The regional area along 28th Street serves approximately 
394,000 people and can support a moderate amount of new 
retail (up to 99,000 sf).  The concentration should be on 
enhancing the existing retail and creating more housing and 
office development to support the existing retail and minimize 
the impact of any new retail development along the South 
Beltway. 
 
Regional development will undoubtedly happen along the 
South Beltway and the likely target area will be Kalamazoo 
Avenue and 60th Street.  Kentwood should consider utilizing 
this factor to its advantage, deploying the quality and types of 
retail it desires and that can serve the residents of Kentwood as 
well as visitors from other communities. 
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INTRODUCTION 
 
The Johnson-Hill-Land-Ethics Studio (JHLE) and J. Eppink 
Partners (JEP) were commissioned by the City of Kentwood to 
provide a retail feasibility study for the City of Kentwood.  The 
market analysis study, part of the broader Master Plan update 
for the City, is an important planning tool as it provides 
developers and municipal planners with commercial landuse 
information.  A retail feasibility study also allows local leaders 
to better structure economic development practices in a way 
that meets the needs of retailers and business owners. 
In keeping with community interests as expressed during the 
meetings held throughout the late summer and fall of 2003, this 
retail study suggests strategies to harmonize the concerns of 
residents to retain a community feel and establish a sense of 
identity for Kentwood with the business community’s need to 
grow and revitalize the commercial segment of the City. 
 
The JEP approach identifies the additional types and amount of 
supportable retail and provides strategies for making current 
retail establishments more competitive in the context of current 
and planned retail competition.  The following issues were 
addressed as part of this study: 
 
§ For each target area, who is the customer base, where are 

the trade area boundaries, and what are the projected trade 
area demographics? 

§ Is additional retail development supportable? If so, what 
retail uses are recommended? 

§ What are the requirements for retail success? 

§ What is the appropriate retail strategy that both meets 
the needs of each target area and achieves the objectives of the 
overall master plan? 
 
To achieve these objectives, JEP, in conjunction with the City 
of Kentwood, identified 5 neighborhood locations which were 
examined separately and in the context of Kentwood as a 
whole, as well as a regional perspective which, while focusing 
on 28th Street, provides an overall regional assessment.  The 
following table compares each total trade area population with 
the population for Kent County3. 
 

                                                
3 It is important to note that the trade area boundaries may extend beyond 
the city limits of Kentwood, as people do not always recognize city 
boundaries they shop and typically do not limit their shopping to only the 
city they live in. Therefore, the trade areas may extend into more densely 
populated areas and the total trade area population may actually exceed that 
for the city itself. 
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METHODOLOGY 
 
A detailed field evaluation was conducted in July of 2003 to 
assess the study area and surrounding existing and planned 
retail centers within the defined trade areas.  Vehicular traffic 
patterns were assessed to determine the volume and access 
patterns of current and potential customers.  Primary and Total 
Trade Areas4 were defined for each of the 5 neighborhood 
study areas and the regional study area, along 28th Street.  
                                                
4 Primary and total trade areas are defined through a variety of measures, 
including competitive environment, traffic patterns, physical and 
psychological barriers, etc.  These concepts are defined in more detail and 
described in the Phase One: Neighborhood Target Locations section of this 
report. 
 

Demographic data was collected from the 2000 United States 
Census, Kent County Planning Department and the Grand 
Valley Metropolitan Council and proprietary demographic 
computer applications used by JEP.  This study assumes that 
all locally provided data is accurate and reliable.   
 
Demographic and study area evaluation help to provide a 
quantitative assessment of the retail potential within Kentwood.  
The fundamental analytical tool employed by this study is the 
void analysis5, which measures existing retail square footage, 
by category, against the expenditure potential for each retail 
category in order to determine retail supportability; that is, 
unmet retail demand.  In other words, surplus expenditure 
potential was determined by assessing the proportion of the 
area’s expenditure potential already accounted for by existing 
and planned retail.  This methodology assumes there is no 
“over-storing” in the market, meaning that within each retail 
category the total built square footage should not exceed the 
market’s ability to support it. 
 
Expenditure potential – computed for each retail category – 
refers to the total dollar amount estimated to be available to be 
spent.  JEP estimates of expenditure potential were computed 
based upon data supplied by the U.S. Census Bureau, 
supplemented with data provided by ScanUS, Claritas, Inc and 
the International Council of Shopping Centers (ICSC) and JEP 
evaluation.  According to standard practice, it was assumed 

                                                
5 Void analysis refers to a study which determines what retail categories are 
missing from a defined study area, that is to say, what additional retail 
categories can be added to the already exiting retail mix. 
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that expenditure potential will not increase for any retail 
category as more competitors are introduced into the market, 
rather, the market share for each use will be redistributed.  
Except in rare circumstances, expenditure potential fluctuates 
with population and household income growth only. 
 
Furthermore, the following assumptions were made for this 
analysis: 
 
§ Population and housing growth will occur as projected 

herein. 
§ No new competition (beyond what is stated in this report) 

will enter into the market. 
§ The proposed retail will serve the residential base of the 

Primary and Total Trade Areas. 
§ Build-out and absorption of new retail development will 

take place over a five year period. 
 
JEP assumed that the South Beltway would be completed and 
that there would be some retail development at the 
interchanges, including a roughly 400,000 sf power center 
anchored by a Meijer or similar retailer, and rumored to be 
including a Kohl’s and Target unit (South Beltway and 
Kalamazoo Avenue) and a neighborhood center anchored by a 
grocery store (at the interchange with Byron Center Avenue).   
These developments will be in addition to the already 
constructed commercial space, including the Clocktower 
Center and several other strip plazas and freestanding 
establishments.  JEP also assumed that the necessary 
infrastructure changes will be implemented for each study area 
to facilitate traffic flow, parking and ingress/egress. 

The analysis was divided into 2 distinct tasks; evaluating 
neighborhood locations for retail potential both as individual 
locations and as part of the overall master plan, and evaluating 
the regional potential for Kentwood as well as its susceptibility 
to planned or potential development along the South Beltway. 
 
 
MARKET OVERVIEW 
 
There are factors within the market and the City of Kentwood 
that will impact both the neighborhood and regional retail 
potential.   
 
Kent County/Grand Rapids/West Michigan 
Overall, Kent County has been experiencing moderate 
population and housing growth.  According to the 2000 U.S. 
Census, there were 574,335 residents in Kent County.  This 
represents a 14.7% increase over the 1990 Census, compared to 
6.9% for the state of Michigan and 13.3% for the United States.   
 
Based upon their place of residence in 2000, 52.4% of Kent 
County residents were in the same house as in 1995 (compared 
to 57.3% for Michigan and 54.1% for the US), 30.2% were in 
the same county, but a different house (compared to 25.1% for 
Michigan and 24.9% for the US) and only 8.7% were in a 
different county but the same state. 
 
The median value of owner-occupied dwelling units in 2000 
was $115,100, compared to $115,600 for the state of Michigan 
and $119,600 for the national average. Kent County has a 
slightly higher housing cost (for units with a mortgage) than 
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other comparative counties in Michigan, as the following table 
illustrates: 
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Of the counties selected for comparison, only the high growth, 
upscale counties of Livingston and Washtenaw had higher 
average mortgage costs than Grand Rapids.  Kent County has a 
lower home ownership rate than the State (70% for Kent 
County and 74% for the State), but is still higher than the 
national average of 66%. These factors can make it difficult for 
businesses to attract new workers unless there are other factors 
attracting people to the market, as people want affordable 
housing they can own as part of living the “American Dream”.   
Kent County does have a higher proportion of persons with a 
Bachelor’s Degree or higher than either the State or the US, 
with 26% of the population being college-educated, compared 
to 22% for the state and 24% for the US.  Further, the median 

household income is also higher, at $46,000 for Kent County, 
$44,700 for the state and $42,000 for the national average.  The 
percentage of the population below the poverty level (currently 
at $9,183 for a one person household, $11,756 for a 2 person 
household and $18,392 for a 4 person family6) is also less than 
the state and national averages. Kent County has 9% of its 
population below the poverty level, compared to 11% for the 
state and 12% for the nation. 
 
During the 1990s, the Grand Rapids region’s job growth far 
outpaced other regions in Michigan, with total employment 
increasing 32% and a 21% jump in manufacturing 
employment7.  However, the unemployment rate in Grand 
Rapids over the past two years has been higher than the state 
and national averages, due to decreases in the manufacturing 
and other industries strongly represented in the Grand Rapids 
market, both in terms of total jobs and to a degree, the number 
of establishments.   
 
On a favorable note in the employment market, Steelcase has 
moved an out-of-state wood manufacturing facility to West 
Michigan, adding 150 jobs to the market.  Haerter Stamping in 
Kentwood is spending $2.1 million to add 36,000 sf to its plant. 
Manufacturing employment increased by about 300 jobs in 
December of 2003 and unemployment for West Michigan 
declined very modestly in December, from 8% in November to 

                                                
6 Source: U.S. Census Bureau 
7 Source:  City of Kentwood Planning Department, and Grand Valley 
Metropolitan Council, ScanUS and U.S. Census Bureau. 
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6.7%, although some of this decline s attributable to people 
without jobs leaving the workforce8. 
 
 
Unemployment Rate 
 July 03 June 03 July 02 
Grand Rapids MSA 8.5% 8.1% 7.1% 
Michigan 8.0% 7.4% 6.8% 
United States 6.2% 6.4% 5.8% 
 
 
Retail sales per capita for Kent County are also significantly 
higher than the State of Michigan and the US.  Kent County 
enjoys a very healthy per capita retail sales of $11,996.  The 
State of Michigan’s per capita retail sales are $9,576 and the 
US averages $9,190.  From an income and sales perspective, 
Kent County compares very favorably to the State and country, 
indicating a very healthy retail environment. 
 
Regional Commercial Market 
West Michigan as a whole (including Grand Rapids and 
Muskegon) will see an additional 2.5 million square feet of 
retail through 2005.  The following are some of the highlights 
of this and recent developments9: 
§ The Convention Center and proposed new art museum have 

created the opportunity for a dozen new restaurants in 
downtown Grand Rapids (restaurants are one of the retail 
categories that are increasing their sales nationwide, 

                                                
8 Source:  The Right Place, Inc. 
9 Source:  The Right Place, Inc. 

exhibiting a projected 3.3% increase in sales between 2003 
and 2004) 

§ The 28th Street corridor remains the strongest retail area in 
West Michigan, with Old Navy, DSW and Costco all 
planned to locate there in 2004 

§ Kalamazoo Avenue and the South Beltway are proposed to 
have a development anchored by Meijer, Kohl’s and Target 

§ Byron Center area is attracting retail due to the construction 
of the new Metropolitan Hospital complex 

 
The office market was challenging at best over the past year 
with high vacancy rates, including a 23.4% vacancy rate in the 
Grand Rapids CBD and a 15.6% vacancy rate in the suburbs 
for a total vacancy rate of 18.5%, an extremely high figure.  A 
healthy market will have a 5-10% vacancy rate.  In addition to 
these vacancy rates, the net effective lease rates for all classes 
of office space decreased throughout Grand Rapids, especially 
in the downtown.  East Paris and East Beltine offer the best 
office market in West Michigan while Centennial Park off of 
28th Street is the most challenged.  It is expected that while the 
national office lease market is improving, Grand Rapids will 
lag, causing rents to drift down through at least the first half of 
200410. 
 
According to the BOMA11 of Greater Grand Rapids, in their 
Executive Summary Report, there were 13,731,438 sf of office 
space in the Grand Rapids market in 2002, with a modest 
increase to 13,808, 672 sf in 2003.  The overall vacancy rate 

                                                
10 Source:  The Right Place, Inc. 
11 BOMA is the Building Owners and Managers Association. 
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remained stable.  The areas that saw increases in office space 
vacancy were; Northeast, Breton/Burton, Cascade Road/I-96, 
Kentwood, Wyoming, and Plainfield.  The vacancy levels 
increased by 144,140 sf in these areas between 2002 and 2003.  
The largest vacancy occurred in Kentwood, which lost 79,990 
sf of office space.  The sub-markets which saw an increase in 
office space occupancy levels were; Burton/East Beltline, 
Centrepoint Mall, 28th Street/I-96, Airport, Grandville and 
Standale.  These areas had a positive net gain in occupied 
office space of 90,553 sf. 
 
The chart below illustrates the change in vacancy rates between 
2002 and 2003 (this chart is included in the Appendix in larger 
form for more detail). 
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The following table lists the reported asking rents per sf, as 
reported to BOMA: 
 
Asking Rents by Submarket 
Area Low High 
Downtown $8.00 $22.50 
Northeast $9.95 $24.89 
Breton/Burton $10.50 $15.00 
Burton/E. Beltline $14.00 $18.00 
Cascade Road/I-96 $9.00 $21.00 
Centrepoint Mall $8.00 $18.95 
28th Street/I-96 $8.00 $20.00 
Airport $5.50 $11.95 
Wyoming $8.00 $16.00 
Grandville $10.00 $18.00 
Standale $10.00 $13.70 
Northwest $9.50 $16.00 
Plainfield $10.00 $18.00 
Kentwood $4.50 $18.00 
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Kentwood 
The City of Kentwood has seen steady growth over the past 
decade, although it is not one of the faster growing areas of the 
region.  Between 1990 and 2000, the City saw the number of 
housing units grow almost 20%, ahead of Wyoming City and 
Grand Rapids City, but well behind areas such as Gaines 
Township, Grand Rapids Township and behind Cascade 
Township12.   However, it should be noted that these latter 
townships began their steady growth well after Kentwood did. 
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The following table depicts the estimated number of housing 
units in Kentwood and other Grand Rapids area communities13: 
 
 
                                                
12 Source: City of Kentwood Planning Department, U.S. Census Bureau. 
13 Source: U.S. Census, ScanUS, Grand Valley Metro Council, Kentwood 
Planning Department 

Estimated Housing Unit Growth  
City 2000 2003 2008 % Annual Growth 
Kent County 224,000 232,890 245,100 1.1% 
Cascade Township 5,600 6,100 6,500 1.4% 
Gaines Township 7,800 8,100 8,600 1.3% 
Grand Rapids City 78,000 83,300 86,400 0.8% 
Grand Rapids 
Township 

5,000 5,200 5,500 1.2% 

Wyoming 27,500 28,400 29,100 0.6% 
Kentwood 19,500 20,200 21,200 1.0% 
 
 

 
 
Of the new housing units in Kentwood, owner-occupied 
dwelling units have grown at a quicker pace than renter-
occupied units.  Owner-occupied units grew at a rate of 28% 
between 1990 and 2000, while renter-occupied units grew 
12%.  Comparatively, Gaines Township saw a 95% increase in 
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the number of renter-occupied units and only a 32% increase in 
owner-occupied units.  Kent County as a whole saw renter-
occupied units grow by 15% and owner-occupied units 
increase by 18%. 
 
Kentwood Housing Characteristics 
 Renter 

Occupied 
Owner 

Occupied 
Number of Units 7,192 11,261 
Median Year Built 1980 1978 
Median Year Householder 
Moved In 

 
1999 

 
1994 

Median Rent/Mortgage $536 $1,020 
Average Residential Value  $120,600 
 
The city has a moderate level of vacant housing units, with 
most areas having less than 5% of its dwellings empty.  The 
areas with significant residential vacancy levels are typically 
found in the southeastern portion of the city, but this is likely 
attributable to the higher level of new construction, such as 
Bailey’s Grove. 
 

 
 
 Like many of the Grand Rapids communities, Kentwood saw a 
strong peak in population growth in the 1970’s, but has since 
leveled off.  As indicated in the following chart, few of the area 
communities, including Kentwood are continuing to experience 
any significant population growth, rather they have tapered off 
and continue to grow but at a much slower pace. 
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The City of Kentwood is projected to grow 12% between 2000 
and 2020, equating to a fairly modest growth rate of only 0.6% 
annually.  The age groups displaying the most growth are those 
under the age of 18 years and over the age of 65 years14.   
 

                                                
14 Source: City of Kentwood and U.S. Census Bureau. 
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Kentwood’s median age is 32.4 years, 32% of residents have a 
Bachelor’s Degree or higher (compared to 26% for Kent 
County, 22% for the state and 24% for the nation), and median 
household income is $45,800 (compared to a national median 
of $42,000 and $46,000 for Kent County).  
 
Kentwood’s economy offers a number of advantages to 
potential businesses, including easy access to Gerald R. Ford 
International Airport, major highways and rail freight routes.  
There is no city income tax and the city has one of the lowest 
millage rates in the state for communities over 20,000 people 
without an income tax.  While the millage rate varies 
depending upon the school district, Kentwood’s millages 
ranged from a total of 30.4 for a homestead property in the 
Kentwood school district to 50.6 for a non-homestead property 
in the Forest Hills school system.   The following table displays 
a sample of the total millage rates for Kentwood and several 
surrounding communities for Homestead properties15: 
 

City and School District Total 2004 Millages 
Kentwood – Forest Hills 32.7 
Kentwood – Kentwood 30.4 
Grandville - Grandville 32.1 
Grandville - Wyoming 30.7 
Wyoming - Byron 36.4 
Wyoming - Kellogsville 33.9 
Wyoming - Wyoming 33.1 
Grand Rapids – East Grand Rapids 26.8 
Grand Rapids – Forest Hills 26.0 

                                                
15 Source: Grand Valley Metropolitan Council.  Table includes those rates 
for homestead properties only for comparison purposes.  Some of the 
comparison communities do have city income tax. 

Kentwood is home to a diverse selection of employers, 
including Steelcase, Meridian Automotive, Yamaha Music 
Group and The Knoll Group.  Office furniture, industrial 
machinery and equipment, fabricated metal products, health 
care services, furniture suppliers, automotive suppliers and 
medical device manufacturers are among the top industries in 
the area.  The following charts illustrates the number of jobs by 
industry in Kentwood and the industries of employment for 
Kentwood residents: 
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Employment by Kentwood Residents by Industry
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RETAIL COMPETITION 
 
There are a number of retail developments both within 
Kentwood and outside the city limits that will impact retail 
development within the city.  The most significant are the 
regional malls, including Woodland Mall, Centerpoint and 
Rivertown Crossing. 
 

 
 
Woodland Mall, which opened in 1968 provides 1.1 million sf 
of regional shopping and is the focal point for the retail 
corridor along eastern 28th Street.  The mall attracts over 9 
million visitors each year.  There is a significant level of 
surrounding retail, including Centerpoint Mall. Centerpoint is 
an older mall in need of renovation and a new tenant mix 
strategy to combat its high vacancy level. 
 
Other retailers on 28th Street include high profile national 
retailers such as Target, Barnes & Noble, Home Depot, Lowe’s 
and Circuit City.  The sales draw on 28th Street is reported to 
be one of the highest in the state and it serves as a dominant 
retail corridor in the market. 
 

Woodland Mall, Kentwood 

 Centerpoint Mall 
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Rivertown Crossing was opened in 1999 and has been quite 
successful, achieving lease rates between $25 and $35 per sf.  
This 1.2 million sf mall has attracted many younger people 
with its upscale, trendy stores.  The opening of this mall has 
sparked additional development in Grandville and Wyoming 
complementing Rivertown Crossing. 
 

 

The intersection of 60th Street and Kalamazoo Avenue is 
developing as another retail node, in anticipation of the South 
Beltway.  Currently, the development is occurring on the 
Gaines Township side of 60th Street.  Development is expected 
to continue as this portion of the market continues to grow. 
 
Breton Avenue and 44th Street has an additional small 
concentration of neighborhood and convenience-oriented retail.  
While much of this retail is older, with a somewhat high level 
of vacancy, these competitors still provide convenient 
alternatives for close-in neighborhood services. 
 

 
 

 Rivertown Crossing, Grandville 

Rogers Department Store 

 
Cascade Road 
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There are some additional scattered retail developments, 
including Rogers Department Store and the adjacent 
community shopping center, some retail along Division 
Avenue, a D&W Foods anchored plaza north of 44th Street on 
Breton Avenue, and a number of retail operators at Cascade 
Road and 28th Street.   
 
The City of Kentwood has a relatively large amount of vacant 
land within the city limits.  There are currently over 2,600 
acres of vacant land, of which 670 acres currently have plans 
for development16.  While this land is not currently being 
evaluated in the master plan for significant retail development, 
if there is substantial housing development that is built and 
absorbed in the future, it may impact the overall retail 
supportability in both the neighborhood centers and the 
regional development strategy. 
 

 

                                                
16 Source: City of Kentwood 

PHASE ONE:  NEIGHBORHOOD TARGET 
LOCATIONS 
 
One or two of the stated goals of the overall master plan for 
Kentwood is to develop an identity for Kentwood and continue 
to build on the sense of community.  Creating a neo-traditional 
town center with the goal of fabricating a downtown for 
Kentwood is not likely a viable strategy as the City has a very 
diverse and very geographically dispersed population.  Rather, 
creating and enhancing a series of neighborhoods will help 
create a framework for a master plan that will provide 
cohesiveness and sustainable development.  Each 
neighborhood target area has its own unique characteristics that 
can be brought forth to create the fabric of Kentwood. 
 
It is vital to the understanding of this report and its findings 
that the estimated supportable square footage refers to the 
potential retail categories that could be added to the study area, 
given the projected growth rates and current competitive 
environments.  In some cases, a category may be understored 
within a study area despite the fact that this category already 
exists.  In this case, it is not advocated that a new store be built 
in all cases, but perhaps the existing retailer be made an 
integral part of the new development and possible expanded. 
 
In other cases, it may not be an ideal location for that type of 
retailers currently, but with future growth and development, 
such development may be possible. In some cases, it is 
supportable, but either is not a desired tenant by the city or is 
not a strong location to attract this type of retail.  In these 
cases, the city needs to decide whether they want to make the 
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necessary changes to make it attractive to that retail category or 
decide not to pursue any tenants from that category. The 
supportable retail mix tells the city what is possible and it is for 
the city to decide whether or not that category fits with their 
goals and needs.   
 
JEP first defined Primary and Total Trade Areas for each target 
area and then applied the void analysis methodology discussed 
earlier.  Unlike the typical planning study, a retail analysis 
defines and analyzes retail trade areas rather than metropolitan 
planning areas or communities.  A retail trade area is the 
geographic area from which the retail establishments in a given 
study area generate the majority of their sales.  Retail trade 
areas are typically larger than the study area and often defy 
municipal, political and similar boundaries.  The trade area is 
determined by  assessing variables such as housing density, 
resident and/or visitor travel patterns, concentrations of retail 
supply, natural boundaries and social and economic 
demographics.   
 
The Primary Trade Area (PTA) is the geographic area from 
which approximately 70% of the retail sales for the target area 
can be expected to originate. 
 
The Secondary Trade Area (STA) is the area from which an 
additional 10-15% of retail sales are likely to originate.  
Combined, the PTA and STA make up the Total Trade Area 
(TTA), from which 80-85% of retail sales will be generated.   It 
is always assumed that at least a portion (15-20%) of retail 
sales will originate from beyond the trade area, either from 

drive-by “impulse” sales, out of town visitors or other sources 
from outside the trade area boundary. 
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Target Area 1:  44th Street and Division Avenue 
 
The focal point for the first target area is the intersection of 44th 
Street and Division Avenue.  This intersection and the 
surrounding area is currently occupied by a variety of retail 
uses, including Walgreen’s, Ace Hardware, Blimpie, pizza 
shops, auto parts, coney island and other uses.  This 
neighborhood serves more mature housing and retail and 
borders on the City of Wyoming.   
 
The Primary Trade Area for Target Area 1 incorporates 
approximately 5.6 square miles and is bounded roughly by 60th 
Street to the south, U.S. Highway 131 to the west, 32nd Street 
to the north and Brooklyn Avenue to the east. 
 
The Primary Trade Area is exhibiting a fairly slow rate of 
population growth, increasing from 21,425 in 2003to 21,600 in 
2008 (an average annual increase of 0.2%).  The population is 
relatively young, with a median age of 33.8 years, but is 
steadily increasing, with a projected 2008 median age of 34.7 
years.   
 
Median household income is moderate at $44,600 and is 
projected to increase 2.7% annually to $50,950 in 2008 (this 
compares to a 2000 median household income of $41,100 for 
the PTA, $46,000 for Kent County, $44,700 for the State of 
Michigan and $42,000 for the United States).  The total per 
capita income for the PTA is $19,800 in 2003, increasing to 
$22,300 in 2008. 
 

The PTA has a strong level of owner-occupied housing, with 
76% of residents owning their dwelling unit and only 3% of 
housing units are vacant. 
  

 
 
Primary Trade Area Demographics – Area 1 
Population 21,400 
Households 8,500 
Median Household Income $44,600 
Median Age 33.8 Years 
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Total Trade Area Demographics – Area 1 
Population 92,100 
Households 34,900 
Median Household Income $48,300 
Median Age 33.0 Years 
 
The Total Trade Area incorporates approximately 21.9 square 
miles and includes portions of Wyoming, Grand Rapids and 
Gaines Township.  The Total Trade Area is bounded roughly 
by Burton Street to the north, Byron Center Road to the west, 
68th Street to the south and roughly one-half mile east of 
Kalamazoo Avenue to the east. 
 

 
 

 
The Total Trade Area has an estimated 2003 population of 
92,100, with a projected 0.4% annual increase to 93,900 
persons in 2008.  The population is slightly younger than the 
PTA, with a median age of 33.0 years in 2003 but increasing to 
33.8 years by 2008. 
 
Median household income is higher than the PTA, with a 2003 
estimated level of $48,300, increasing 2.6% annually to 
$54,500 by 2008.  Total per capita income is estimated to be 
$20,800 in 2003, increasing to $23,400 by 2008. 
The intersection of 44th Street and Division Avenue is well 
situated for a quality neighborhood development.  The most 
significant factors influencing potential retail development for 
this target area are the retail developed on the Wyoming side of 
Division, the low level of housing and population growth 
occurring with the trade areas and the lower than average 
demographic characteristics.  However, these challenges can be 
overcome with the proper strategy and retail mix.  
 
The most significant challenge will be the fact that Division 
Avenue serves as a boundary line between the Cities of 
Kentwood and Wyoming, limiting Kentwood’s ability to 
control development on the west side of Division Avenue.  The 
City of Wyoming has indicated that it may allow the west side 
of Division Avenue to be a node for used car lots and other 
similar uses.  In order for retail to be successful, it needs strong 
synergy in an area, a favorable surrounding population base 
(the amount of which varies depending upon the retail 
category) and potential customers need to feel safe and 
welcome.   
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An additional challenge facing this area is the diverse nature of 
the population.  This area has a mix of ethnic backgrounds 
(including black, Hispanic, Asian/pacific islander, multi-racial 
and American Indian) and income levels that all need to be 
recognized and served.  This cultural diversity should be 
celebrated and enjoyed.  Currently there are a number of Asian 
businesses serving that ethnic group along Division Avenue, 
but they are not really serving all the area residents.  While 
ethnic businesses should not be discouraged, retail uses should 
be found that will serve the Kentwood community, and not just 
a particular group.  Further, the existing ethnic businesses 
should be encouraged to become a part of the community and 
not be left as separate entities from development. 
    
Further, the retail industry is seeing strong increases in the 
number of shoppers who wish to shop in a pedestrian friendly 
atmosphere and to return to the feeling of belonging to the 
community.  More and more, shopping centers are becoming 
community gathering places where people both young and old 
can meet, shop, dine or be entertained in a welcoming 
atmosphere.   Target Area 1 has the potential to become such a 
shopping destination, if properly developed. 
 
While the target intersection of 44th and Division Avenue has a 
favorable surrounding population base, it needs to redevelop 
and enhance the remaining elements to allow successful retail 
development.  Division Avenue used to be a strong retail strip, 
but the developments of more suburban shopping malls and the 
increased use of U.S. Highway 131 as a faster route to  

downtown Grand Rapids saw the retail in the area decline.  
Now, Division Avenue represents a area prime for 
redevelopment and capable of revitalization. 
 
While the City of Kentwood cannot dictate how the City of 
Wyoming develops its side of Division Avenue, Kentwood can 
minimize the impact of less attractive development along the 
street by using the intersection of 44th Street and Division 
Avenue as a gateway to the redevelopment, but utilizing 44th 
Street as the main corridor for the redevelopment.  While the 
initial redevelopment should not stretch more than a few blocks 
(with in-fill possibilities as the area continues to grow and 
evolve), it should be visible from Division Avenue and invite 
people to access it via 44th Street.  It should entice people to 
stop and shop or dine and create a sense of place and 
community.  Creating high quality development along 44th 
Street will take the focus off Division Avenue and minimize 
the impact of the low quality retail along Division Avenue 
while allowing it to provide good local access. 
 
In addition to retail development, the enhancement of this 
target area should include new and/or upgraded housing space, 
adequate storefront and surface parking, as well as attractive 
streetscaping and ample lighting to create a feeling of safety.   
 
The new supportable retail will help enhance the retail synergy 
of the area, but the City of Kentwood should provide incentives 
to surrounding retailers not in the immediate area to improve 
their storefronts, landscaping, etc to establish themselves as 
part of the revitalization efforts.  As much as possible, the City 
of Kentwood should work with the City of Wyoming to 
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improve both sides of Division Avenue.  The City of Wyoming 
has recently indicated that they have intentions to develop 
quality housing development along Division Avenue, a factor 
which will be of vital importance to the success of retail 
development in Kentwood.  
 
With an estimated 2003 expenditure potential level of $1.1 
billion and a projected 2008 expenditure potential of $1.6 
billion, Target Area 1 can support up to an additional 76,750 sf 
of new retail development (capturing approximately 1% of the 
total).  This capture rate is somewhat conservative, reflecting 
the strong competition from 28th Street, Rivertown Crossing, 
and other retail nodes such as 44th Street/Breton Avenue and 
60th Street/Kalamazoo Avenue, as well as the fact that while 
both Division Avenue and 44th Street provide excellent local 
access, there is a lack of direct regional access to this area.  
Further, upon the completion of the South Beltway, this target 
intersection will be over 2 miles away from the nearest 
interchange, minimizing the effectiveness of the beltway in 
providing traffic for Target Area 1. 
 
Target Area 1 can support the following retail categories: 
 
§ 30,000 sf junior department store (i.e. TJ Maxx, SteinMart, 

AJ Wright, Marshall’s) 
§ 9,000 sf apparel, including women’s, men’s, unisex 

(family) and children’s clothing 
§ 7,500 sf of food related categories, including a 6,000 sf 

quality restaurant (i.e. Chili’s, Red Lobster, Beaver Creek, 
Mr. B’s, Cooker or Applebee’s or locally owned) and 1,500 
sf of specialty foods (ice cream, bagels, coffee, etc) 

§ 27,250 sf of miscellaneous retail, including: 
o 1,500 sf appliances/electronics (wireless, EB 

Games) 
o 2,500 sf convenience stores 
o 2,000 sf health/beauty (vitamins, Sally Beauty 

Supply) 
o 3,000 sf home furnishings (paint/wallpaper, 

carpeting, antiques, décor) 
o 15,000 sf home improvement/hardware (i.e. Ace) 
o 2,500 sf sporting goods 
o 750 sf toy/hobby 

§ 1,500 sf financial services 
§ 1,500 sf insurance 
 
While the void analysis indicates there is potential for a 15,000 
sf hardware store, an Ace Hardware already exists in the 
vicinity.  This may indicate that the current store is not 
adequately meeting the needs of the trade area.  In an effort to 
achieve the goals of creating a strong neighborhood center 
without over-storing the market, the Ace Hardware could be 
an integral anchor in the new quality development.  Instead 
of adding a competitor, the Ace could be relocated and 
expanded at the new development to better serve area residents. 
 
Further, as additional housing is added and more residents 
return to Division Avenue and 44th Street for their 
neighborhood shopping, it may be feasible to consider a small 
grocery store or food market, video store and other 
neighborhood uses.  The potential for these should be 
monitored in 3-5 years to determine if they are supportable as 
redevelopment adds potential to the area. 
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Target Area 2:  52nd Street and Kalamazoo Avenue 
 
This target area is centered on the intersection of 52nd Street 
and Kalamazoo Avenue.  Current land use in this area includes 
a vacant gas station, a convenience store/gas station, a service 
retail building and undeveloped property.  This intersection is 
nestled in an established neighborhood and ideally situated to 
serve a moderately under-retailed area of Kentwood.  This 
target area would best be served by small, neighborhood-
oriented and convenience operators and should not be 
developed by any large units. 
 
The Primary Trade Area for Target Area Two incorporates 4 
square miles and includes those communities within a one mile 
radius of the target intersection.  The target area is bounded 

roughly by 44th Street to the north, Breton Avenue to the east, 
60th Avenue to the south and Eastern Avenue to the west.   
 
The PTA for Target Area 2 is exhibiting a population level that 
is showing a nominal decline.  Estimated 2003 population is 
18,900 people, decreasing slightly to 18,800 by 2008.  This 
slight decline is likely attributable to the very limited and built 
out nature of the PTA.  There is little land for new 
development within the PTA to allow population growth and is 
a reflection on this factor, not an indicator of any decline of the 
area.  As the children of these residents grow older and move 
out, they cause a slight decline in the total population.  
 
The population of the PTA is relatively young, with a 2003 
median age of 34.2 years but is growing older, with a projected 
2008 median age of 35.3 years.  Median household income is 
very favorable with a 2003 estimated median household 
income of $59,300, increasing 2.4% annually to $66,200 by 
2008.  Total per capita income is $24,600 in 2003 and is 
projected to be $27,700 by 2008. The PTA has a moderate 
level of owner-occupied housing, with 68% of housing units 
being owned by the residents.  Only 3% of all housing units are 
vacant in the PTA. 
 

52nd Street and Kalamazoo Avenue 
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Primary Trade Area Demographics – Area 2 
Population 18,900 
Households 7,000 
Median Household Income $59,300 
Median Age 34.2 Years 
 
 
 

Total Trade Area Demographics – Area 2 
Population 51,800 
Households 20,500 
Median Household Income $49,500 
Median Age 34.3 Years 
 
The Total Trade Area for Target Area 2 covers approximately 
13 square miles and includes much of southern Kentwood, the 
extreme southeastern corner of Grand Rapids and a small 
portion of northwestern Gaines Township.  The TTA is 
bounded by 68th Street to the south, Division Avenue to the 
west, 28th Street to the north, and Hidden Lakes Drive 
(between Breton and Shaffer Avenues) to the east. 
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The TTA is exhibiting a modest population growth of 0.3% 
annually, increasing from 51,800 in 2003 to 52,600 by 2008.  
The population overall is fairly young, with a median age of 
34.3 years.  Median household income is slightly lower than 
that of the PTA, at $49,500 in 2003, increasing approximately 
2.5% annually to $55,600 by 2008. 
 
Target Area 2 is a neighborhood location nestled in a group of 
established neighborhoods.  This area should be developed 
with the neighborhood in mind, keeping development to a low 
scale.  Once the South Beltway is completed, Kalamazoo 
Avenue will undoubtedly see higher traffic volumes than 
before as people used this route to access the beltway.  This 
increase in traffic volume should not mean large scale retail 
development that will detract from the area’s character.  The 
emphasis should be on quality development that serves the 
immediate residents and provides some convenient impulse 
buying from people passing through.  Most of the increased 
traffic will likely be people driving through, not people looking 
to stop for any length of time.  Convenience and neighborhood-
oriented retail will assist in not only calming traffic but getting 
people to stop and spend their money in Kentwood. 
 
Developing land along this route will also aid in keeping 
Kalamazoo Avenue from becoming a high speed route to and 
from the South Beltway.  Real estate values will likely increase 
along Kalamazoo Avenue and Kentwood has the unique 
opportunity to develop a quality project in this area and control 
the character of the intersection.  It is not likely the corner can 
or will stay undeveloped indefinitely and a quality 
development will be more favorable than low-end retail.  

Target Area 2 will generate an estimated $723.8 million in 
retail expenditure potential in 2003, increasing to $1.1 billion 
in 2008.  The neighborhood center at 52nd Street and 
Kalamazoo Avenue can be expected to capture $1.5 million of 
this total in 2003 (less than 1%) and support up to an additional 
49,200 sf of new retail.  While more retail could potentially be 
supportable in the area, it is not in keeping with the goals for 
this particular target area.   
 
Target Area 2 can support up to 49,200 sf of new retail 
development, including: 
 
§ 15,000 sf general merchandise, preferably locally owned 
§ 5,000 sf of apparel categories 
§ 1,500 sf of restaurant space, such as a café – can be part of 

the general merchandise store, along the lines of an old 
five-and-dime with a soda fountain 

§ 22,700 sf of miscellaneous retail, including: 
o 2,500 sf appliances/electronics 
o 1,700 sf books/news 
o 1,500 sf convenience 
o 3,000 sf home furnishings 
o 10,000 sf home improvement 
o 2,500 sf sporting goods 
o 1,500 sf toy/hobby 

§ 1,500 sf bank 
§ 2,000 sf financial services 
§ 1,500 sf insurance 
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Although there are already banks and other service retail at this 
intersection, the assumed increase in traffic volumes will make 
these convenience-oriented uses supportable. Further, these 
uses meet the goal of maintaining a neighborhood level of  
retail and services. 
 
 
 
 

 
 
 
 
 
 

Target Area 3:  44th Street and Breton Avenue (“Civic 
Center” Area) 
 
This target area centers on the intersection of 44th Street and 
Breton Avenue, near the majority of civic buildings for 
Kentwood.  While there is not truly a “civic center” for 
Kentwood (which would house not only civic buildings, but 
other land use categories such as retail and parks and would 
serve as a gathering place and provide synergy for the retail), 
there is some draw due to the amount of civic space.   
 
Current land use in the area includes 3 shopping centers, which 
house Horrock’s, D&W Foods, Walgreen’s and a variety of 
restaurants and shops.  The retail adjacent to Horrock’s is 
suffering from a lack of visibility from either 44th Street or 
Breton Avenue and has a significant level of vacancy.  Breton 
Meadows, which houses the Walgreen’s, has some vacancies 
but is need of renovation.  While not technically in Kentwood, 
the center is a vital part of the rejuvenation of the target area 
and as much as possible, should be incorporated into the 
overall plan.  Brentwood Center, located on the southeast 
corner of the intersection, has a number of vacancies and is 
suffering from a lack of visibility from 44th Street and Breton 
Avenue.  The intersection will need to be redeveloped to make 
it more accessible and the retail more visible for any 
development to succeed here. 
 
The Primary Trade Area for Target Area 3 incorporates 
approximately 27.7 square miles and is bounded by 60th Street 
to the south, Gerald Ford International Airport to the east, 28th 
Street to the north and U.S. Highway 131 to the west.   

 

44th Street and Breton Avenue – The “Civic Center Area 
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The PTA for Target Area 3 has a slightly stronger population 
growth than either Target Areas 1 or 2, at 0.5%.  The 2003 
population for this target area is estimated to be 60,800, 
increasing to 62,200 by 2008.  This target area has a marginally 
older population, with a median age of 34.2 years in 2003, 
increasing to 34.9 years by 2008. 
Median household income is estimated to be $49,000 in 2003, 
increasing to $55,100 in 2008 (a 2.5% annual increase).  Total 
per capita sales are $23,400 in 2003 and $26,500 in 2008. 
 
The PTA has a relatively low level of home ownership, with 
own 57% of housing units being owner-occupied.  Almost 5% 
of housing units are vacant. 
 

 
 
 
 

Primary Trade Area Demographics – Area 3 
Population 60,800 
Households 24,900 
Median Household Income $49,000 
Median Age 34.2 Years 
 
Total Trade Area Demographics – Area 3 
Population 120,300 
Households 48,500 
Median Household Income $48,400 
Median Age 34.0 Years 
 
The Total Trade Area encompasses approximately 60 square 
miles and the majority of Kentwood (expect for the Forest Hills 
segment), and portions of Gaines Township, Wyoming and 
Gaines Township.  It is bounded by 68th Street to the south, I-
96 to the east, Burton Avenue to the north and Burlingame 
Avenue to the west.   
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The Total Trade Area for Target Area 3 exhibits a fairly strong 
population growth of 0.7%, increasing from 120,300 in 2003 to 
124,500 in 2008.  Median age is estimated to be 34.0 years in 
2003, increasing to 34.8 in 2008. 
 
Median household income is estimated to be $48,400 in 2003, 
increasing 2.5% annually to $54,400 in 2008.  Per capita 
income is $22,700 in 2003 and $25,700 in 2008. 
 
The TTA has a low proportion of home ownership, with only 
60% of housing units being owner-occupied.  Just over 4% of 
the housing units are vacant. 
 

This intersection of  44th Street and Breton Avenue has 
significant potential for development, and can be the place that 
defines Kentwood as an interesting and exciting place to be.  
However, this will require a fresh approach to the entire 
intersection.  The retail along the south side of 44th Street has 
been suffering from vacancy rates and sluggish sales due 
primarily to the fact that the shopping centers were constructed 
to limit visibility from Breton Avenue and 44th Street.  This 
lack of visibility, while possibly improving the aesthetics of the 
area, has damaged the overall potential for retail operators. 
Retailers need visibility to be successful and hiding them 
behind berms or other retail severely limits their potential.   
 
The target location here has the potential additional asset of 
being located in the vicinity of a variety of civic uses.  Ideally 
the area should be developed as a true “civic center” with 
public institutions, park space, retail, office or service retail and 
possibly some housing.  While the current situation will not 
allow for this development, every attempt should be made to 
integrate the retail development with the civic uses and provide 
cohesiveness with these uses and the surrounding residential 
uses. 
 
Overall, Target Area 3 is estimated to have $1.8 billon in 
expenditure potential in 2003, increasing to $3.8 billion in 
2008.  Of this total, the civic center development can be 
expected to capture $4.2 million in 2003 (less than 1%).   This 
low proportion of sales is due in part to the strong competition 
along 28th Street, Rivertown Crossing and other retail nodes, as 
well as the lack of strong regional access.  As the intersection 
is developed and redefines itself, there may be more potential 
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to be captured.  However, this should be monitored over time 
so that the area is not developed beyond capacity, but keeps up 
with demand as the intersection begins to define Kentwood. 
 
Target Area 3 can support up to 112,500 sf of additional 
retail space, including: 
 
§ 75,000 sf junior department store (i.e. Belk, TJ Maxx, 

Mervyn’s) 
§ 3,500 sf apparel related categories 
§ 8,500 sf food-related categories, such as bars/taverns, 

specialty foods (coffee, ice cream, etc) 
§ 8,500 sf miscellaneous retail such as appliances/electronics, 

laundry/dry cleaning and convenience stores 
§ 7,500 sf entertainment/recreation (i.e. mini golf, dance, 

martial arts) 
§ 2,000 sf bank 
§ 3,500 sf travel agent 
§ 1,500 sf financial services 
§ 2,500 sf insurance 
 
The challenge to the retail development at this intersection will 
be creating a plan that will entice an anchor such as TJ Maxx, 
Mervyn’s, or Marshall’s to locate in an area without strong 
regional access.  However, the proper plan and focus on quality 
development may be significant enough for one or two junior 
department stores to choose it as a location. 
 

 
 
 
Target Area 4: 60th Street and Breton Avenue Extension 
 
This target area is located in an area on the verge of 
development.  Currently there is little surrounding housing and 
retail development.  The Primary Trade Area incorporates 13.9 
square miles and is bounded by 44th Avenue to the north, 
Patterson Avenue to the east, 68th Street to the south and 
Kalamazoo Avenue to the west. 
 
The Primary Trade Area for Target Area 4 is growing steadily 
at approximately 0.8% annually, increasing from 17,300 in 
2003 to 18,000 by 2008.  The population is somewhat older 
than the other target areas, at 34.1 years in 2003 and maturing 

60th Street and Breton Avenue Extension 
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to 35.2 years by 2008.  Median household income is very 
favorable, at $62,500 in 2003 and increasing 2.4% annually to 
$69,700 by 2008.  Total per capita income is $26,900 in 2003 
and $30,400 in 2008. 
 
The PTA exhibits a modest level of home ownership with only 
63% of dwelling units being owner-occupied.  However, this 
number is likely skewed by the fact that the majority of 
existing housing units are located in the northwest segment of 
the trade area, where there are a significant level of rental units 
such as apartment buildings.  In the immediate vicinity of the 
site, the proportion of home ownership is likely much higher.  
The PTA does have a high vacancy rate for housing, at almost 
7%.   
 

 
 
Primary Trade Area Demographics – Area 4 
Population 17,300 
Households 6,600 
Median Household Income $62,500 
Median Age 34.1 Years 
 
Total Trade Area Demographics – Area 4 
Population 41,600 
Households 16,103 
Median Household Income $56,800 
Median Age 34.4 years 
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The Total Trade Area encompasses roughly 32.6 square miles, 
incorporating much of southern Kentwood, portions of Grand 
Rapids and Gaines Township.  The TTA for Target Area 4 is 
bounded by Thornapple Road to the east, 76th Street to the 
south, Eastern Avenue to the west and 36th Street to the north. 
 

 
 
The Total Trade Area for Target Area 4 is growing moderately, 
with an average annual projected increase of 0.4%, rising from 
41,500 in 2003 to 42,500 in 2008.  Median age is 34.4 years in 
2003, increasing to 35.4 years in 2008.   
 
Median household income is favorable, at $56,800 in 2003, 
increasing 2.5% annually to $63,800 by 2008.  Total per capita 

income is estimated to be $25,500 in 2003, increasing to 
$29,100 in 2008. 
 
The TTA has a fairly low level of home ownership, with only 
60% of housing units being owner-occupied.  Almost 5% of 
housing units in the TTA are vacant. 
 
Due to the lack of surrounding housing density to support 
retail, there is very little supportable retail at this target 
location.  It is possible that in the future, with additional 
residential development more retail will be able to be 
developed.   
 
Overall, Target Area 4 is estimated to have $636 million in 
retail expenditure potential in 2003, increasing to $1.9 billion 
in 2008.  Any retail development at the target intersection will 
be expected to capture very little of the potential, only $1.2 
million.   This area can support up to 7,050 sf of new retail 
space, including: 
 
§ 4,500 sf restaurant 
§ 750 sf fast food (such as a deli) 
§ 1,800 sf convenience store 
 
As development continues in this portion of the market, the 
supportable retail should be monitored as there may be 
potential for a grocery-anchored center in the long-term future, 
depending upon the amount of retail that is built and absorbed. 
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Target Area 5: Kalamazoo Avenue and 60th Street 
 
This area is located in a segment of the Grand Rapids market 
that is poised for retail development.  The impending 
development of the South Beltway and its interchange with 
Kalamazoo Avenue is a logical location for retail development, 
as indicated by the growth of retail already occurring on the 
Gaines Township side of 60th Street.   
 
 
 
 

The Primary Trade Area for Target Area 5 incorporates 
roughly 23.3 square miles and includes southern Kentwood and 
northwestern Gaines Township.  The area is bounded by 
Division Avenue to the west, 44th Street to the north, East Paris 
Avenue to the east, and 84th Street to the south. 
 
The PTA is growing moderately at approximately 0.5% 
annually, increasing from 50,100 in 2003 to 51,300 by 2008.  
Median age is estimated to be 34.2 years in 2003, increasing to 
35.2 years in 2008. 
 
Median household income is favorable, at $55,300 in 2003 and 
increasing 2.6% annually to $62,300 by 2008.  Total per capita 
income is estimated to be $24,000 in 2003, increasing to 
27,200 by 2008. 
 
Homeownership levels are moderate in the PTA, with 68% of 
housing units being owner-occupied.  Just over 4% of housing 
units are vacant. 
 

Kalamazoo Avenue and 60th Street 
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Primary Trade Area Demographics – Area 5 
Population 50,000 
Household 19,300 
Median Household Income $55,300 
Median Age 34.2 Years 
 
 
 
 
 

Total Trade Area Demographics – Area 5 
Population 72,800 
Households 28,200 
Median Household Income $55,300 
Median Age $61,900 
 

 
 
The Total Trade Area incorporates approximately 49.1 square 
miles, and includes the majority of Kentwood and Gaines 
Township, as well as part of southeastern Grand Rapids.  The 
PTA is bounded by U.S. Highway 131 to the west, 36th Street 
to the north, Broadmoor Avenue to the east, and 100th Street to 
the south. 
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The TTA is growing steadily at 0.6% annually, increasing from 
an estimated 72,800 people in 2003 to 74,900 in 2008.  Median 
age is 34.0 years in 2003, increasing to 35.0 years in 2008.   
 
Median household income is favorable, estimated at $55,300 in 
2003 and increasing 2.6% annually to $61,900 in 2008.  Total 
per capita income is $23,400 in 2003 and $26,500 in 2008. 
 
Home ownership levels in the TTA are moderate, with 67% of 
dwelling units being owner-occupied.  Just over 4% of housing 
units are vacant. 
 
Target Area 5 is estimated to have $1.1 billion in retail 
expenditure potential in 2003, increasing to $1.4 billion by 
2008.   The retail development at Target Area 5 can be 
expected to capture $3.9 million of the 2003 retail sales.   
 
While the current trade areas have fairly light population bases, 
the interchange with the South Beltway and the expected 
growth in the surrounding areas should support additional retail 
development.  Retail synergy is already being constructed in 
the Gaines Township side of 60th Street as a number of new 
developments have already been built or are underway in 
anticipation of the new highway.  There are potential plans for 
an approximately 400,000 sf power center to be developed at 
the intersection to be anchored by Meijer (although this may be 
speculation and there is some feeling that Meijer may be tying 
up the property to limit the potential for competition to develop 
at the interchange – however, it should be assumed that some 
sort of retail development will be developed). 
 

Assuming additional retail development will take place at 
Target Area 5, the intersection can support an additional 
93,400 sf of new retail, including: 
 
§ 35,000 sf junior department store (such as TJ Maxx or 

Mervyn’s) 
§ 9,500 sf apparel-related categories 
§ 9,000 sf food-related operators 
§ 33,500 sf miscellaneous retail, including: 

o 2,500 sf appliances/electronics 
o 1,800 sf books 
o 1,900 sf convenience stores 
o 1,500 sf health/beauty 
o 4,500 sf home furnishings 
o 15,000 sf home improvement/hardware – can 

include retailers such as pools/spas, fireplaces, etc 
o 1,500 sf pet supplies 
o 3,500 sf sporting goods 
o 1,300 sf toys/hobby 

§ 1,600 sf bank 
§ 1,700 sf travel agent 
§ 1,500 sf financial service 
§ 1,600 sf insurance 
 
The potential exists at this target location to create an attractive 
and memorable gateway into the City of Kentwood that will 
help create an identity for the city.  Retail operators are 
extremely interested in the area, as indicated by the level of 
development that is already occurring and Kentwood is in a 
favorable position to choose high quality retailers to locate 
within the city limits.  The development will happen; and if 
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retailers and developers cannot locate in Kentwood, they will 
go to Gaines Township, taking the tax dollars and jobs with 
them.   
 
PHASE TWO – REGIONAL ANALYSIS 
 
As part of the overall master plan, a regional perspective also 
needs to be evaluated and a strategy developed.  Currently, the 
primary regional retail development within Kentwood is 
located along 28th Street, which has historically been a 
dominant retail corridor in Grand Rapids.  While only a small 
portion of 28th Street is actually in Kentwood proper, the 
overall vitality of 28th Street is crucial to regional retail 
development in Kentwood as people do not shop only in or 
outside the Kentwood portion of the street.  Additional regional 
development is likely along the South Beltway but less likely 
along Broadmoor Avenue (Highway 37). 
 
The Grand Rapids area as a whole already has a substantial 
amount of retail development, with some areas and operators 
being well represented while others may be slightly 
underserved.  Many national and regional retailers are well-
represented in the market.  Situated within 3 hours of Detroit 
and Chicago, and typifying a mid-size Midwestern market, 
Grand Rapids has become a battleground for some retail 
categories.  One example is the large-format home 
improvement store, including Lowe’s, Home Depot and 
Menards, which all have multiple stores in the market.  This 
category is somewhat saturated while smaller, neighborhood  

hardware stores are slightly under-represented.  Furniture 
stores are also heavily retailed in Grand Rapids, due in part to 
the furniture manufacturers located there. 
 
Despite the strong level of retail, the vacancy rate in Grand 
Rapids is only 5-10%, which is a reasonable rate for a market 
this size.  Kentwood is seeing roughly the same level of 
vacancy as the overall market, according to local commercial 
real estate brokers. 
 
Lease rates within the market are fairly consistent throughout 
Grand Rapids and are roughly as follows17: 
 
§ Neighborhood Shopping Centers:  $10-12 per sf 
§ Community Shopping Centers:  $12-14 psf 
§ Major Strip Centers: $14-16 psf 
§ Regional Malls: $25-35 psf 
 
Within the Grand Rapids market, 28th Street has historically 
been a dominant retail corridor, with Woodland Mall and 
Centerpoint Mall providing strong retail orientation to the east 
side of Grand Rapids.  With the opening of Rivertown 
Crossing in 1999, some of this retail focus shifted to the 
southwest portion of the region as this area represented 
opportunities for growth, newer stores and new customers.  
Rivertown Crossing has attracted primarily younger people to 
its shopping opportunities, offering more modern, upscale 
stores than Woodland Mall and Centerpoint Mall.   

                                                
17 Source:  S.J. Wisinksi & Company Commercial Real Estate, Grand 
Rapids, Michigan; National Research Bureau. 
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However, it is important to note that the disbursement of retail 
sales away from Woodland Mall and Centrepoint began well 
before the development of Rivertown Crossings.  The growth 
and development of alternative retailers, such as Meijer, Wal-
mart, Target, etc. began drawing sales away from the malls as 
these options provided a variety of the same goods and were 
becoming more convenient than traveling along congested 28th 
Street.  There are a number of duplications of retail within the 
market, including these big box retailers.  Further, Rivertown 
Crossings is approximately 65-67% duplication of Woodland 
Mall.  Given these duplications, the amount being spent on 
retail has not increased, but rather has been fragmented among 
the many retailers.   
 
There has been substantial retail growth in the Grand Rapids, 
without the necessary growth in population to continue to 
support it.  The market is becoming saturated with retail and it 
is predicted that within the next 3-5 years there will be 
substantial fall out from this over-retailing.  As testimony to 
this, a number of the large format retailers surrounding 
Rivertown Crossings are reportedly disappointed with their 
sales performances. 
 
Woodland Mall used to include all of western Michigan within 
its trade area, but this trade area has been reduced to the eastern 
portion of Grand Rapids.  Other retail development, such as 
Knapp’s Corners and Rivertown Crossings, have decreased the 
area which Woodland Mall draws its customers from.  
Woodland Mall has also seen a change in the customer profile 
it is serving, as an increasing proportion of its customer base is 
Hispanic and the mall has had to evolve with its clientele.  

However, the mall remains successful and while it has some 
vacancies, it has been able to fill them quickly with quality 
tenants.  While they will not divulge what retailers they re 
currently talking to, they have been successful in attracting 
strong retailers. 
  
Similarly, Centerpoint Mall has suffered, as evident by the high 
vacancy rate and overall lack of customers, which can be 
observed at most times of the day.  However, the vacancy rates 
at Centerpoint Mall are not solely attributable to the opening of 
competition at Rivertown Crossing. 
 
It must be recognized that not all retail vacancy in a market or 
area is due to the decline of an area.  For example, the vacant 
Kmart on 28th Street was not a result of competition from 
Rivertown Crossing but rather a larger corporate issue with 
Kmart itself.   
 
Overall, Kentwood is not experiencing a significantly higher 
retail vacancy rate than the rest of the Grand Rapids market.  
The majority of the retail vacancies are concentrated in 2 areas: 
Division Avenue; and the intersection of 44th Street and Breton 
Avenue.  Division Avenue has a vacancy rate over 15%, with 
almost all of it being non-shopping center and/or freestanding 
vacancies.   
 
The two shopping centers located at 44th Street and Breton 
Avenue that are located within Kentwood are experiencing the 
most significant vacancy rates. The strip center located behind 
Horrock’s is almost 50% vacant while Brentwood Center 
across the street is experiencing a vacancy rate of almost 30%.  
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These shopping centers are not struggling due to any impact 
from Rivertown Crossing or other competitive factors and will 
likely see no additional impact from any retail along the South 
Beltway.  Rather, these centers are either failing (the Horrock's 
center) or not achieving their best uses (Brentwood Center is 
getting rents of $4-5 per sf, well below the market average), 
due to their poor design and lack of visibility to potential 
customers.  Neither center has adequate visibility from 44th 
Street or Breton Avenue and both have suffered because of 
this.   
 
In order to reduce the vacancy rates in Kentwood, these areas 
should be targeted for redevelopment and both redevelop and 
retenanted to bolster their potential.  Visibility is a key, as are 
accessibility, convenient parking, pedestrian friendliness and 
safety.   
 
Impact of the South Beltway 
 
It should be expected that more retail development will 
develop along the South Beltway in addition to the existing 
new retail at the proposed interchanges.  The areas along the 
beltway are growing and the beltway is just part of a normal 
expansion process.  There will undoubtedly be some sales shift 
from existing retail to this potential retail along the South 
Beltway, but this new retail will also be supported by assumed 
new residential growth that will likely occur when the beltway 
opens. Measures should be taken to bolster the existing retail 
and minimize any impact, particularly the regional shopping 
along 28th Street near the I-96 interchange and the retail one-
quarter mile west of Woodland Mall. 

There has been speculation that the tenants at the proposed 
Meijer center at the South Beltway and Kalamazoo Avenue 
will also house a Kohl’s and Target unit.  While these are 
formidable retailers, each operator already has at least one store 
in the market, making these units duplicate units.  There will 
undoubtedly be some impact on the existing units, but this 
impact will vary by both the type of operator and the distance 
from the existing sister store to the Kalamazoo Avenue/South 
Beltway interchange.  Without actual sales data, it is not 
possible to pinpoint the expected sales transfer, but based upon 
some general guidelines a projected range of impacts can be 
determined.  For example, the Target unit on 28th Street can be 
expected to lose between 10% and 15% of its sales to a sister 
store on the South Beltway, while a Meijer unit could be 
estimated to lose between 5% and 10%18.   
 
Due to the fact that most successful operators thoroughly 
research a location before they build a unit to determine the 
overall sales volume and supportability and to ascertain the 
impact of the new unit on existing stores, it can be assumed 
that the aforementioned operators have done their research and 
have determined that there is adequate availability for an 
additional unit.  Retailers such as Kohl’s have achieved heir 
success partly through making sure they are adequately serving 
a market without saturating and cannibalizing their own stores  
 

                                                
18 Estimates provided by J. Eppink Partners utilizing a simple gravity model 
and estimated percent of total store sales by ZIP Code.  All estimates are 
only projected impacts and are not based on actual sales data. 
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sales.  Existing Kohl’s units must achieve a specific sales 
volume before an additional store will be constructed in a 
market. 
 
 However, while these operators will have a moderate impact 
on their sister stores, they will also have an impact on their 
competitors, reducing their sales and potentially creating 
additional vacancies.  The retail along 28th Street is in the 
position to see the most significant impact, as the retail types 
being developed are most similar and require a higher 
population level to support them.  Retailers most at risk in this 
situation are locally owned operators who often have a more 
difficult time competing against national chains, grocery stores 
that are not full service or “supercenters”19.  Additional 
retailers at risk include specialty retailers without adjacent 
complimentary uses to provide retail synergy (e.g. a sports 
collectibles store without surrounding strong retail to bring in 
impulse buyers will struggle). 
 
Therefore, it will be important to enhance the sales potential 
along 28th Street and other shopping areas with surrounding 
residential uses to provide a customer base and to provide the 
necessary facade, infrastructure and streetscaping 
improvements to maintain a healthy retail environment.  People 
will be drawn to what appears cleaner and newer.   While some 
                                                
19 Grocery stores in general nationwide are experiencing a strong increase in 
competition as the various concepts, such as Whole Foods, Wild Oats and 
Wal-Mart Supercenters capture a larger share of the market.  It is estimated 
that for every Wal-Mart Supercenter that opens, 1-2 traditional grocers 
close, meaning about 400 grocers will close worldwide in 2004 if Wal-Mart 
grows as planned.  

sales will inevitably be lost to the new development along the 
South Beltway, the impact can be minimized through 
redevelopment and renewal of the area. 
  
The opening of South Beltway will also make Rivertown 
Crossing more easily accessible for residents on the east side of 
Grand Rapids, and may draw some customers away from the 
Woodland/Centerpoint Mall area.  While there are customers 
who remain loyal to the Woodland Mall area, many of the  
younger people are already going to Rivertown Crossing and 
will continue to do so.   Rivertown Crossing has become the 
hot spot for retail growth in the area. 
 
On a regional scale, only a small portion of 28th Street is 
technically located in Kentwood proper.  Woodland Mall and 
the Forest Hills area are within the Kentwood City Limits, but 
Centerpoint Mall, the retail surrounding the interchange with I-
96 and the retail one quarter mile west of Woodland Mall are in 
Grand Rapids.  However, the City of Kentwood, which houses 
Woodland Mall, large format retailers such as Lowe’s and a 
variety of shopping centers, currently has over 2.3 million 
square feet of retail space20.  Much of this retail is concentrated 
at or around Woodland Mall and along 28th Street and to a 
lesser degree along 44th Street. 
 
 
 

                                                
20 This estimate refers only to existing retail officially within the Kentwood 
City Limits that is active.  Vacant space is not included nor any space not 
officially in Kentwood. 
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The Regional Trade Area 
 
Regional retail for Kentwood, and in particular 28th Street, 
serves a trade area of over 397,000 people. In general, a 
regional mall can be supported by approximately 125,000 
people, depending upon other factors such as access, 
demographic characteristics and location of competition.  This 
population is already served by 2 regional malls on 28th Street 
(Woodland and Centerpoint) and have access to a third at 
Rivertown Crossing.  As mentioned previously, there is also 
community and regional level retail planned at the intersection 
of the South Beltway and Kalamazoo Avenue.   
 
The regional trade area for Kentwood would cover much of the 
Grand Rapids market, excluding Grandville and Walker and 
communities to the west that will most likely shop exclusively 
at Rivertown Crossing.  The trade area is experiencing a 
moderately strong population growth rate of 0.8% annually, 
growing from 397,400 in 2003 to 412,400 by 2008.  Median 
age is 33.6 in 2003.  Median household income is estimated to 
be $50,500 in 2003, increasing 2.6% annually to $56,900 by 
2008.   
 

 
  
Given the large amount of existing retail in the market, and the 
fact that Rivertown Crossing is the more popular shopping 
center with the younger people (who typically spend more 
money than older persons), and the fact that when South 
Beltway opens, the interchanges along that highway will be 
prime retail development opportunities, the amount of 
supportable new retail along 28th Street is limited.  The solution 
to the concerns along 28th Street are likely not best solved by 
adding more retail that may only serve to drive existing 
retailers out of business.  Development should be concentrated 
on residential and office development to bolster the existing 
retailers.  Further, the existing retail developments should be 
improved to be more appealing and better attract all age 
groups. 
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While the area could possibly support a junior department 
store such as an 86,000 sf junior department store similar 
to Kohl’s, some small apparel shops (up to 6,000 sf of 
women’s, men’s and children’s apparel) to compliment the 
junior department store, small appliance/electronics stores 
(up to 5,000 sf) and some specialty foods (up to 2,000 sf), 
these retailers will likely want to locate by Rivertown Crossing 
or along the South Beltway.  Further, there is speculation that 
Kohl’s will locate at the South Beltway, as part of the Meijer 
development.  
 
Other unique operators that locate only one store in a market 
this size, such as Dave & Buster’s would be a tremendous 
boost to the area, bringing in younger people and providing 
incentive for other retailers to locate in the area.  However, 
these uses will likely also want to be near the high retail growth 
in Grandville/Wyoming (Rivertown Crossing) or along the 
South Beltway to be more accessible and visible. 
 
One of most significant challenges to revitalizing 28th Street 
and Kentwood’s regional draw is the fact that many of the 
areas that need the most substantial redevelopment are not 
located within the City of Kentwood.   Cooperation and a 
shared goal with the City of Grand Rapids will be essential to 
the success of any development attempts along 28th Street.  
Kentwood will have limited success if only its portions of 28th 
Street are redeveloped.   
 
Most notably, Centerpoint Mall needs to develop a new tenant 
strategy and/or develop itself into either a mixed-use 
development or redefine itself as an outdoor center.  Its current 

format of having some stores with only outdoor access and 
some only indoor access makes it inconvenient to shoppers.  A 
development such as the new Eastwood Center in Lansing (an 
outdoor, pedestrian-friendly town center with such shops as 
Coldwater Creek, PF Changs, DSW Shoe Warehouse and 
Yankee Candle Company) may be feasible as it will retenant 
and restructure the development without adding too much new 
retail that will directly impact the existing retailers.  Such a 
development would also provide a unique shopping 
opportunity in the market.   
 

 
 
However, should the previously mentioned rumored 400,000 sf 
shopping center proposed along the South Beltway is 
developed in such a fashion as Eastwood, it will provide strong 
competition to 28th Street, making such a development along 
28th Street somewhat risky, although necessary to ensure 
continued retail success. 
 
Further, any additional development within the area will 
impact the overall potential for Kentwood.  For example, if the 

Eastwood Center; Lansing, Michigan 
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old Showcase Theater site on 28th Street was to be developed 
into a “lifestyle” retail facility, it will simultaneously improve 
the overall retail draw for the area, while limiting the additional 
potential for other areas of 28th Street.  Without additional 
residential development to support the retail, any new 
development above and beyond what existed or was planned at 
the time of this analysis will be reduced.  The addition of new 
retail does not increase the amount people spend, but rather 
redistributes each retailer’s market share. 
 
At the time of this report, the Showcase site was under 
construction with a planned Costco with a related bigbox store; 
not a “lifestyle” center as described above.  The addition of the 
Costco will likely have an impact on the nearby Sam’s Club, 
redistributing some of its market share, but will not have a 
significant negative impact on existing 28th Street retailers.   
 
Regardless of whether or not cooperation in development along 
28th Street can be achieved, a key element to Kentwood’s 
regional success will be attracting and retaining more 
residential and office development. This does not necessarily 
mean new space needs to be attained, but existing uses should 
be examined and evaluated to ascertain the best uses for each 
area.  Vacant office space should be filled or redeveloped 
before new office space is built.  Some areas may convert to 
residential or live-work units.   
 
However, based upon conversations with local commercial real 
estate brokers, office space is experiencing very high vacancy 
rates that has continued to increase with little or no demand for 
new office space in most portions of the Grand Rapids market.  

The only areas that are currently seeing any demand for new 
office space development on the eastern side of the market are 
along the Beltline north of 28th Street, Cascade Road and East 
Paris Avenue north of 28th Street.  These are considered 
desirable addresses for businesses and little or no development 
is occurring in other parts of eastern Grand Rapids.  However, 
the office market may be on the verge of stabilizing. 
Current office lease rates in the market vary by the class of 
office space.  Newer and Class A office space leases for $14-16 
per sf, Class B for $10-13 and Class C for $9-10 psf. 
 
Twenty-Eighth Street is not the only portion of Kentwood that 
should be considered for regional development.  Other area 
with the accessibility and traffic patterns to accommodate  
regional level development include Broadmoor Avenue 
between the South Beltway and the areas on the south edge of 
Kentwood that will directly benefit from the South Beltway. 
 
Broadmoor Avenue, while having excellent regional 
accessibility will have limited capacity to allow regional 
commercial development.  The Gerald R. Ford International 
Airport and the surrounding freight and cargo operators create 
a fairly high level of truck traffic that is not conducive to retail 
development or a pedestrian-friendly atmosphere.  Further, the 
potential for residential development is limited as most people 
would not choose to purchase or rent a home near an airport 
due to the excessive noise.   
 
The area’s lack of ability to support retail is highlighted by the 
fact that the intersection of Broadmoor Avenue and 44th Street 
houses one of the only McDonald’s that has ever closed 
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without being a relocation to a newer or bigger unit.  Also 
inhibiting retail development along Broadmoor Avenue is the 
fact that while there is substantial office development, a 
significant portion of this space is vacant.  Kentwood has been 
losing office tenants to support even small scale retail.  Retail 
development requires housing nearby and is enhanced by 
daytime populations, especially the restaurant categories. 
The opening of the South Beltway will provide Kentwood with 
an opportunity to create a regional draw for the city.  There 
will be an interchange at Kalamazoo Avenue that will provide 
Kentwood with a gateway to its city.  As mentioned in the 
Neighborhood Centers section of this report, Kalamazoo 
Avenue will undoubtedly become a major route for residents to 
access the South Beltway.  The City of Kentwood should 
capitalize on this advantage not only to present itself in a 
regional perspective but to ensure that development occurs in a 
way that is in keeping with the overall goals of the city.   
 
Further, the City of Kentwood is witnessing a significant 
increase in the senior citizen population.  While typically this 
consumer segment spends less per capita than younger 
segments of the population, current consumer research tends to 
indicate that they like to have many of the same retail offerings 
as other population segments.  They obviously need staples 
such as groceries, frequent drug stores, and shop for clothing 
and toys/gifts for their children/grandchildren.  They are 
typically more price conscious than other consumer groups 
(they will eat at less expensive family type restaurants more 
frequently than trendy cafes) but still want to be part of the 
mainstream of any community.  It is important that any retail 

geared towards them be part of the overall development and 
not isolated or separate from the balance of the community. 
 
The City has the potential to develop a high quality mixed-use 
development here that will generate regional awareness and 
help market the city.  Whether it be the development discussed 
in the previous segments of this report, or if the city can 
convince the 400,000 sf development to consider locating on 
the Kentwood side of the beltway, this development should be 
of high standards, in an open-air format and serve as a 
community gathering place.   
 
CONCLUSIONS 
 
The City of Kentwood is in a position to be able to shape its 
own destiny.  There are a number of potential development 
areas that will help shape the city’s future, provide excellent 
services for its residents and neighborhoods and strengthen its 
regional position within Grand Rapids.   
 
Neighborhood Centers 
 
There are five neighborhood centers that were targeted for 
evaluation as part of this analysis, as previously mentioned.  
These areas all present opportunities to help revitalize the city 
and assist in the progress of the city in achieving its 
development goals.  The city already has a solid base of retail 
(over 2.25 million sf within the city), with a moderate vacancy  
rate of roughly 10%.   Kentwood can support a moderate 
amount of additional retail, with up to 437,900 sf, a 17% 
increase in the total square footage (including vacant space).   
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As much as possible, this new retail development should 
provide a re-use for existing space, although not necessarily 
just replacing the space.  Any new development should follow 
sound development guidelines and provide adequate visibility.  
For example, simply trying to replace the vacant retail in the 
strip center behind Horrock’s (at 44th Street and Breton  
Avenue) will not suffice.  This retail is suffering due to a 
severe lack of visibility and the entire center needs to be 
redeveloped. 
 
The most opportune areas for development are Target Areas 1 
(44th Street and Division Avenue), Target Area 3 (44th Street 
and Breton Avenue) and Target Area 5 (60th Street and 
Kalamazoo Avenue).  These areas all have development 
potential and provide gateway opportunities for Kentwood. 
 
Target Area 1 is a busy intersection of two heavily traveled 
surface streets.  Average daily traffic counts on 44th Street at 
Division Avenue were estimated to be 43,000 daily in 2002, 
while Division Avenue at 44th Street were estimated to be 
24,200 in 2000.  These heavy traffic counts provide a large 
customer base of both residents and passersby to frequent the 
retail establishments along Division Avenue.  Further, the City 
of Wyoming has recently indicated they are extremely 
interested in developing quality housing along Division 
Avenue, a factor that will only enhance the area’s potential for 
retail sales by providing an even stronger population base. 
 
Target Area 1 has the potential to be a showcase for future 
developments within Kentwood and be achievable success 
story for the market.  As discussed previously, Target Area 1 

can be a high-quality neighborhood development that can be 
focused along 44th Street with an enticing entry from Division 
Avenue.  Potential customers and residents will know they 
have arrived somewhere and through proper signage, will 
know it is Kentwood. 
 
The challenges facing development here include the fact that 
parcels large enough for quality development will need to be 
assembled, which may mean relocating some businesses and 
residents.   This process will likely require time, funding and 
the proper developer to keep the goals of the city at the 
forefront.   Further, while this area has high daily traffic counts, 
it is lacking in regional access, which may provide some 
hindrance to attracting the quality of development the city 
seeks at this location.  However, with the proper marketing and 
a solid plan in place, it is possible to develop quality 
neighborhood –level development at this location.  Retail that 
is neighborhood-oriented does not rely on regional access 
(examples are Ace or True Value Hardware, grocers, and other 
retail categories that rely more on a favorable surrounding 
household base and less on regional accessibility.  This type of 
location will not attract larger format operators such as Kohl’s, 
but would be able to attract small junior anchors such as 
SteinMart or a local operator. 
 
Target Area 3, the Civic Center area, has significant 
development potential, due in large part to the amount of 
developable or adaptable space already on site.  Like Target 
Area 1, this location has immediate potential and will have the 
ability to be a show piece for the city and a catalyst for future 
development.  There will need to be significant redevelopment 
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of the existing shopping centers, including a complete 
renovation of the highly vacant strip center behind Horrock’s.   
 
Redevelopment will need to provide visibility for all retail at 
the intersection.  One of the most significant hindrances to the 
current retail is the lack of visibility from either Breton Avenue 
or 44th Street.  The retail behind Horrock’s needs to be moved 
closer to the street and out from behind other buildings.  The 
center across the street (Brentwood Center) needs to be 
relandscaped to remove the barriers to visibility from the main 
roads.  With these redevelopments/renovations, it should prove 
feasible to expect new and higher quality tenants to become 
interested in and locate at the intersection.   
 
Further, there is land on the northeast corner of the intersection 
that could possibly be developed into a retail center that will 
anchor the remaining corner and provide needed services to the 
surrounding neighborhoods, including being tied in to the 
senior living center directly to the north along Breton Avenue.  
There has already been interest expressed by Walgreen’s in 
moving to this location from their current site at Breton 
Meadows Center at the northwest corner of this same 
intersection.   
 
While this would create a vacancy in the existing center, it 
should be viewed as an opportunity to begin the 
metamorphosis of the area.  Creating available space for a 
newer tenant in Breton Meadows has the potential to be a very 
positive development.  The introduction of a more modern 
Walgreen’s will promote the intersection and attract new 
tenants to replace the old tired Walgreen’s currently at the site. 

This area has the ability to define Kentwood and give it a true 
sense of identity and place.  While ideally it should tie in to the 
civic buildings nearby or civic uses should be incorporated in 
to the development, the traffic that will be generated by the 
new city offices when complete will assist in providing traffic 
to the retail, providing people can see what is there.  The area 
already has a relatively high daily traffic counts, with 24,500 
vehicles along Breton Avenue and 32,600 along 44th Street, for 
a total of approximately 57,100 vehicles at the target 
intersection daily.  These potential customers are attractive to 
retail and will stop if there is reason for them to visit the retail. 
Target Area 5, the intersection of Kalamazoo Avenue and the 
South Beltway, has a tremendous amount of future potential, 
through the potential traffic that will be generated when the 
construction of the South Beltway is complete.   The 
intersection currently has a daily traffic count of over 34,100 
vehicles, a number which will increase substantially when the 
beltway opens.  There is already a fair amount of new retail 
development at the intersection, on the Gaines Township side 
of 60th Street, indicating an eagerness on the part of retailers to 
locate at this future interchange. 
 
Kentwood is provided with a unique opportunity to control its 
destiny and shape the development of the land associated with 
this area.  Development should consist of high quality mixed 
use development, with retail that both benefits from the new 
highway and serves the surrounding neighborhood.  There 
should also be residential development to support the retail 
operators. 
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This area will become an entryway into Kentwood for both 
residents and people passing through and it should represent 
change and positive growth for the community.  It should be 
both a gathering place for residents as well as a means to attract 
people living outside Kentwood.  It should define both  
Kentwood’s past, present and future and provide sustainable 
development that is vibrant and open to people from all walks 
of life. 
 
Regional Development 
 
The regional development and revitalization should be focused 
in two areas, the 28th Street Corridor and the interchange of 
60th Street and Kalamazoo Avenue.  Regional retail 
development is already focused on 28th Street and this has long 
been a vital regional commercial node for the Grand Rapids 
market.  The aging of the existing retail, along with the 
opening of Rivertown Crossing has had an identifiable impact 
on the area.  Centerpoint Mall has been the most heavily 
impacted and it now has a vacancy rate of more than 30%, 
higher than the market average.  There are other retail 
operators that are vacant, such as Kmart, but there are also 
some new developments, such as a new car dealer going in that 
while not optimal retail uses, will continue to provide traffic 
and minimize the amount of vacant space.   
 
There will need to be cooperation between the City of 
Kentwood and Grand Rapids in order to truly achieve the full 
potential of this area.  Without this joint effort, Kentwood can 
only rehabilitate portions of 28th Street.  However, some of the 
areas most in need of restructuring and redevelopment are 

outside Kentwood’s City limits.  Centerpoint Mall should 
ideally be redeveloped into an open-air mixed use community 
that will have a regional draw as well as a local appeal.  This 
type of development will in turn draw additional traffic for the 
other retailers along 28th Street.   
An additional opportunity to create favorable regional 
development is found at the previously discussed Target Area 
5, where the planned South Beltway will provide regional 
access, as well as increased traffic through the area.  This 
development should not be the typical highway level retail strip 
centers like that being constructed in Gaines Township at the 
intersection, but rather should be high quality, pedestrian and 
community-oriented development.  It should incorporate 
commercial and residential space, green space and if feasible, 
civic uses to provide both a unique experience in the market 
and sense of place.   
 
Regional development is not feasible at this time along 
Broadmoor Avenue (Highway 37) due to the large amount of 
industrial space, heavy traffic due to the proximity to the 
airport and an overall lack of ability of this area to compete 
with established retail nodes along 28th Street and at Rivertown 
Crossing.  This area also lacks significant housing density close 
to any of the intersections, a vital part of supporting 
commercial development.  Without customers, commercial 
development will struggle and potentially fail. 
 
Office space development within Kentwood should be 
approached with caution, as there is already a significant level 
of vacant office space and the demand for office space is found 
in areas north of 28th Street for the most part.  While specific 
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details on the level of vacant office space within Kentwood is 
difficult to obtain, commercial real estate agents express 
concerns about this type of development where queried about 
the potential.   
 
Residential development is encouraged in all stages of 
development, whether at the regional locations or 
neighborhood centers, as nearby residents are crucial for the 
success of any retail establishment.  In addition, the presence of 
people 24 hours a day 7 days a week makes shoppers feel more 
secure and they are more likely to shop there than some place 
where they may not feel safe. 
     
REQUIREMENTS FOR SUCCESS 
 
This retail study suggests additional retail categories that are 
supportable within the Kentwood community based upon 
standard assumptions about household shopping patterns.  This 
study cannot guarantee that additional retail will be successful.  
There are many factors that affect retail success such as 
location, visibility, interior and exterior design, product mix, 
parking, marketing, capitalization, community loyalty and 
available business assistance (especially important for small 
businesses). 
 
Business Retention 
 
It is important to the long term sustainability of the commercial 
aspects of redevelopment in Kentwood to understand the 
difference between business attraction and business retention.  
Tenant retention focuses on keeping those retail operators 

deemed desirable for the area.  This is best accomplished by 
understanding the needs and concerns of Kentwood tenants and 
will especially important to locally owned establishments, as 
they are much more dependent for their livelihood on the 
overall vitality of an area. 
While Kentwood does not have a downtown in the proper 
sense of the word to form a Downtown Development 
Association (DDA), it can establish a similar organization 
whose functions will include assessing the needs of businesses 
through business surveys and focus groups. These 
organizations can include all of Kentwood and/or be specific to 
each identified area for revitalization.  There should, however, 
be one central organization that has the goals of the entire city 
in mind.  These types of organizations can also provide 
marketing material to business owners, informing them of 
various assistance centers and alternative loaning sources that 
are often available to them to expand or make façade 
improvements.    Some examples of these loaning assistance 
providers are Small Business Administrative Center (SBA) and 
regional banks, who may also provide consultation services (on 
a volunteer basis) to assist small businesses in addressing 
concerns. 
 
Tenant Criteria 
 
Tenant attraction is usually undertaken through the 
establishment of tenant criteria and marketing.  This criteria is 
usually prepared by a local organization and typically 
summarizes desirable retail uses and tenants.  Criteria may 
further establish retail square footage, retailing principles 
important to the community and help determine/identify 
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parcels of particular importance to the development of the 
community.   Tenant criteria should be used as a planning tool 
to better assist an organization or community in attracting more  
desirable retail tenants.  These criteria are often used as part of 
a community’s marketing package and/or business recruitment 
package. 
 
Cluster Analysis 
 
A cluster analysis aids in establishing a comprehensive tenant 
mix and viable retail environment.  It is a visual representation 
illustrating current clusters of retail use by category and is 
usually undertaken to behind understand a specific community 
profile and/or to better understand the retailing environment 
and retail trends.  Retailers are clustered based on 
demographic characteristics (grouping retailers that cater to 
certain demographic groups such as drug stores near the 
elderly), merchandise type ( grouping retailers based on use 
such as sporting goods stores, art galleries, restaurants, etc), 
impulse purchases (clustering retail to encourage impulse 
buying e.g. locating a candy store near a doctor’s office or a 
café near offices), and niche markets (grouping retailers of 
similar nature such as craft stores and art galleries to create a 
unique retail environment). 
 
When clustering, or engaging in retail planning, it is important 
to remember some basic retailing principles: 
 
a. Cluster competitors but don’t locate them adjacent to each 

other.  Staggered planning will encourage shoppers to walk 
the entire length of the corridor. 

b. Create distance between incompatible tenants. 
 
c. Encourage linear movement within a corridor by 

interspersing stores of complementary goods.   
 
d. Group stores according to similarities to encourage cross 

shopping. 
e. Locate anchors and auto oriented businesses near the end of 

a corridor (where parking lots are more plentiful).  This 
will create more pronounced pedestrianism.  If there is 
more than one anchor, try to place them at opposing ends of 
the center to create traffic throughout the 
corridor/development. 

 
f. Identify prime retail space and determine tenants to fill the 

space.  Well-known national tenants and grocery stores 
should be placed at the cross roads where visibility and 
parking are more plentiful.  Smaller and/or independent 
retailers with less drawing power should be located in the 
middle of the block or development. 

 
g. Locate food oriented establishments such as cafes and 

restaurants closer to office space and/or residential units 
and away from apparel stores. 

 
 
Sound Business Practices 
 
All businesses operating within the development or corridor 
need to follow fundamental operating practices pertaining to 
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hours of operation, cleanliness, streetscape maintenance, 
window displays and safety features such as lighting. 
 
The following guidelines should be adhered to: 
 
a. Stores must be open when it is convenient for customers to 

shop.  Retailers that routinely close at 5 or 6 PM will lose 
business to the national chains that remain open for 
business until 10 or 11 PM (or in some cases 24 hours).   

b. Storefronts, as well as interiors, need to be well maintained.  
Cracked or broken glass or lighting must be replaced 
immediately.  Window and door glass should be cleaned 
twice daily and the exterior should be repainted upon a 
regular basis (e.g. Talbot’s paints their famous red doors 
twice each year to keep them fresh), and garbage must be 
kept out of sight of the customers. 

 
c. The streetscape should be maintained.  Dead plants, broken 

benches and cracked sidewalks all are deterrents to foot 
traffic as they indicate that an area is not cared for. 

 
d. Window displays should be changed regular to keep 

customers interested and show that there is new 
merchandise the customer may not have seen yet.  Displays 
should allow a passerby to instantly know what the store 
has to offer but should refrain from being cluttered with a 
sample of everything in the store. 

 
e.  Any outside lighting should be maintained to provide a 

feeling of safety. 
 

Marketing the City/Neighborhoods 
 
It will be crucial that the City undertake a solid marketing 
program to promote itself both within the City of Kentwood 
and around the region.  This marketing can be as simple as 
banners along corridors announcing one is in Kentwood or one 
is at, for example, the civic center area.  It can also be region-
wide in the form of billboards, television and/or newspaper 
ads, etc.   
 
Festivals or cultural events showcasing the city and bringing 
the community together are also a way to promote Kentwood.  
Such events can include Fourth of July picnic/parade, holiday 
carol sing-a-longs, and other events that are open to young, old, 
rich, poor and all religions and nationalities.  They can include 
ethnic festivals that encourage all to attend and showcase the 
diversity of the city, without being exclusionary. 
 
As part of this marketing plan, it will be important to “brand” 
the city and/or the neighborhoods and corridors with something 
easily identifiable.  Examples include St. Clair Shores’ 
“Nautical Mile”, San Antonio’s Riverwalk, and Baltimore’s 
Inner Harbor.  It should be simple, easy to remember and 
convey what is unique or important to the community.  One 
way to develop the brands can be to have a city-wide contest 
open to residents and business owners within the city, with 
prizes donated by area businesses.  
 
 
Funding for these marketing tools can be obtained from a 
variety of sources including tax increment financing (TIF), 
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state and federal grants and other means.  It is important, 
however, that the local businesses take an active role in 
developing this plan and the funding.  State and federal funding 
is limited some times, as in the case of Main Street Grants, 
requires proof that the community is willing to get involved so 
that government money will not be relied on indefinitely to 
fund the city’s marketing and redevelopment campaigns. 


