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EXECUTIVE SUMMARY
The retail market in which the Nebraska Retail Federation advocates for
is rapidly changing due to the increase of convenience within online
shopping. To ensure the continued growth of the Nebraska Retail
Federation within the retail business community, it is essential to create
relationships with its members and to step forward within the digital
world of retail. To do this, the Nebraska Retail Federation must connect
with their current members and entice them to be more than a
member, but a resource within their own community. 
 
Current members are looking for events that bring their businesses
together. Whether they are a candle making company, a women’s
boutique, or a hardware store, the Nebraska Retail Federation is an
advocate for all the businesses that are looking to transition online. The
key to this campaign is translating existing Nebraska Retail Federation
values into a message reminding their current members and inviting
new members to join them into a new outlook on retail across the state. 
The Nebraska Retail Federation wants you to….
 LOOK FORWARD. STEP FORWARD.
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THE CHALLENGE
The Nebraska Retail Federation’s challenge is to motivate
more business owners throughout the state of Nebraska to
become members of the federation. Many retail business
owners are hesitant to join a business association or
networking group, such as the NRF, because they are
unaware and/or don’t believe these groups work to bring
small businesses together.
 
The Nebraska Retail Federation would like to motivate small
local businesses to open their digital doors, while still
providing direct representation on legislation that impacts
Nebraska retailers.
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RESEARCH OBJECTIVES
To see what best digital practices small businesses are already using
To see what small businesses expect out of a business
association/networking group such as the NRF
To see which, if any, business associations/networking groups small
businesses already take part in
To see how and where Millennials (ages 39) and under prefer to shop
for retail
How current NRF members are responding to the company and its
benefits
How can the NRF improve membership growth
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CONSUMER ANALYSIS
Secondary research began with searching for information such as best digital practices for small
businesses and how small businesses can utilize resources to succeed in the digital world. Additionally,
we compared the Nebraska Retail Association to other business associations.
 
According to a Clutch.co small business digital marketing survey, 80% of small businesses do not
invest in content marketing, and experts warn that they are missing a key marketing opportunity.
Only 25% of small businesses are investing in online marketing and 17% are investing in Search Engine
Optimization (SEO), which are two of the best digital practices according to Forbes. Other best digital
practices for small businesses include responsive web design, utilizing Google’s free tools,
geotargeting, platform insights, content calendars, influencer marketing, and live videos.
 
In researching other retail associations we came to the conclusion that the Florida Retail Federation is
a leading retail federation in the U.S. Its website thoroughly explains its membership, benefits, and
services. Services include many networking and community events such as “Retail Days at the Capitol,”
Leadership and Strategic Plan Retreats, speakers, conferences, and more.
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INTERVIEWS
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NON-NRF 

MEMBER

INTERVIEWS

An online survey helped us gain insights on retail
shopping habits and preferences of Millennials
(ages 18-39). We chose to focus on Millennials
because in terms of shopping habits, 90% of
Millennials research product reviews online
(Salesfloor). We found that while 87% of
Millennials agree that local retail is important,
they would be more likely to shop local if they
had online purchasing options.

Primary research began with interviewing both the
NRF members, as well as other retail businesses (non-
members) in the Lincoln area. We asked about online
marketing strategies, customer outreach, and
business association memberships in order to
understand how small business owners drive
business. Five interviews were conducted with
members of the NRF and Nine interviews were
conducted with non-members. The primary age
range of respondents were 25-50.
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According to non-members, businesses
would join a business association, such
as the NRF, if they provided networking
opportunities for small businesses.

INTERVIEW FINDINGS

Both members and non-
members view other small
businesses as opportunities
rather than threats.

"we are hungry

for getting

together w ith

other retailers ."
Susie Robinson
Owner of Master's Hand

"there is no

competition ,  just

finding ways to

work together ."
Diane Cooper
Owner of Cooper & Co

Almost all small businesses in
the area currently have an online
presence, whether it is social
media or a website. 

Most local businesses have a
small staff which makes social
media and e-commerce hard to
keep up with.

" I  would join if

there were more

opportunities to get

small businesses

together"
Alison Hill
Owner of Stella Collective
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Millennials prefer to check a business' website
before visiting the physical store and check
reviews before purchasing a product.

Personal connection, unique items, and
supporting local economies are primary
reasons Millennials choose to shop local.

SURVEY results

Believe shopping

local is important

87%

shopped at a local

retailer in the

last month

80%

WHY DO MILLENNIALS SHOP ONLINE?

"when it 's in budget ,  i  try  to

support local businesses over

big-box  stores .  they  make our

community  stronger ,  create

jobs ,  and usually  offer more

unique and diverse items ."
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PERCEPTION OF...

Nebraska retail business owners see the Nebraska
Retail Federation as a business association that
advocates for them within the legislature. The NRF
works hard to ensure that Nebraska retail
businesses are aware of legislature that could
potentially affect their businesses. Although the
Nebraska Retail Federation has members, they
don’t provide a sense of community to its
members where it matters most. As the Nebraska
Retail Federation hopes to encourage members to
go digital and pursue ecommerce, businesses still
believe it is important to network with other retail
businesses to gain insights from retail industry and
learn about new and innovative ideas for their
businesses.

NEBRASKA RETAIL FEDERATION

Millennials believe local retail is important. They
feel that the personal connection, unique items,
and supporting local retail are primary reasons to
shop local as opposed to big-box stores. While
Millennials believe shopping local is important,
online shopping is also important to them
because of the convenience, variety, and lower
prices. From our survey, 74% of respondents have
purchased something online within the last
month and 77% of respondents browse online
stores weekly. As local, brick and mortar stores
begin to move into the digital, ecommerce world,
millennials may be more likely to purchase from
local retailers.

LOCAL RETAIL
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LINCOLN

CHAMBER OF

COMMERCE

GREATER OMAHA

COMMERCE

DOWNTOWN

LINCOLN

ASSOCIATION

OMAHA DOWNTOWN

IMPROVEMENT

ASSOCIATION

Presentations are

communication tools that

can be used as

demonstrations, lectures,

speeches, reports, and

more. Most of the time,

they’re presented before

an audience.

Presentations are

communication tools that

can be used as

demonstrations, lectures,

speeches, reports, and

more. Most of the time,

they’re presented before

an audience.

These competitors are heavily involved in
the community and are political advocates
for their members, just like the NRF. They
also require a membership fee annually
which grants businesses access to their
benefits. These two competitors have a
strong advantage over the NRF because
they have a wide variety of networking
events each month. 

These two competitors do not have a
"membership fee" and businesses
automatically join if they are located
downtown. Both of these competitors have
strong social media presences. Their
members are getting free advertisement
and exposure every time they are featured
on their social media platforms.

COMPETITIVE ANALYSIS

GREATER

NEBRASKA

Throughout greater Nebraska, most small towns have their own
branch or version of a Chamber of Commerce. While they might be
smaller than the NRF, they are still a competitor. However, the NRF
could use the tour as a networking or partnership opportunity.
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BRAND PERSONALITY
The Nebraska Retail Federation is here to look out
for you and your business. As a professional and
trustworthy source, the NRF will provide you with
answers when you aren’t sure how to proceed. The
NRF brings safety and security when it comes to
legislative decisions involving small businesses. 

creative brief

THE OPPORTUNITY
To create a sense of community by inviting both non-
members and members to attend networking events.
The Nebraska Retail Federation will increase its
membership by 20% by May 2020 by providing more
tangible and desirable benefits to its consumers.

REASONS TO STEP FORWARD
The Nebraska Retail Federation has a track record
for change and retail expertise for over 50 years.
Members will discover the NRF’s renewed
commitment to retail businesses in Nebraska
through legislative influence, networking
opportunities, and quality resources.

THE PROPOSITION
To show retail business owners that the Nebraska
Retail Federation provides an opportunity for its
members to join together in creating the future of
Nebraska’s retail.
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objectives and tactics

01
INCREASE THE NUMBER OF NRF

MEMBERSHIPS BY 20% BY MAY 2020.

Leading up to the first annual
conference, buzz will be created
through social media and
traditional advertising methods,
as well as introduce the
Nebraska 'Step Forward' Tour.

03
GAIN 20 FOLLOWERS PER PLATFORM EACH

MONTH AND GROW THE ENGAGEMENT RATE

PER POST TO 3% ON A MONTHLY AVERAGE.

The NRF will produce more content for
social media platforms to increase
overall awareness of the NRF and its
members.

02
ENCOURAGE RETAILERS TO INCREASE THEIR

KNOWLEDGE, TECHNICAL SKILL, AND PROVIDING

RESOURCES FOR CREATING DIGITAL PLATFORMS.

The NRF will provide a “Digital
Roadmap” to its members that
includes information on digital
marketing techniques and resources
for how to step into the digital world.

04
HAVE 70 ATTENDEES (~35 BUSINESSES) AT THE

FIRST ANNUAL NETWORKING EVENT IN LINCOLN.

The NRF will promote the first annual
conference event through social
media, radio, newsletter, and website.

The overall objective is to increase the number of NRF
memberships within the next year. The NRF will
encourage retailers to go digital by increasing their
knowledge and technical skill, and provide more
networking opportunities for the business community.
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Social MEdia
Use social media to promote businesses in Nebraska
Spotlight different business owners and sales going
on within the store
Start a Facebook group for NRF members to
connect and network
Create a content calendar for everything you plan to
post about in that month
Track analytics to monitor engagement
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website redesign
Update the website to a more modern look
Keep information relevant and up to date
Add new and improved benefits list
Create an online log-in for members
Use the website in conjunction with social media to
spotlight members and events
Track metrics like page views, bounce rates, and conversions
Kentucky Retail Federation and National Retail Federation
have great websites, for additional ideas!
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The 'step forward' tour

The purpose of the tour is to bring together communities across
the state, while asking attendees for feedback and what they
would like to see out of their NRF membership. Following the
informational session will be a social hour. This is an opportunity to
network and get to know your retail neighbors.
 
The NRF will touch on upcoming legislative goals and
accomplishments, as well as the benefits NRF members will
receive.
 
The Nebraska Tour will take place during Summer 2019. The first
stop will be at a central location in Nebraska such as Grand Island
and move toward more western cities in Nebraska as seen fit. The
tour stops will be held at an NRF member’s store or business.
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STEP FORWARD TOUR
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conference
The conference will be held during March 2020, following the holiday season. It is
at the new year where small businesses are ready to establish their yearly goals
and initiatives. 
 
The purpose of the annual conference will be to provide information to the public
on the NRF. This includes membership benefits and the annual award ceremony.
 
The conference will be split into two sessions, a morning session open to the
public, and an afternoon session exclusive to members. The portion that is open to
the public will be live-streamed via various social media platforms for those retail
businesses not in attendance.
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Resources such as speakers, informational sessions,
legislative updates, and discussions will be held at
the conference exclusive to NRF members. This
provides insight and knowledge on the industry, sets
industry standards for members, while sharing and
learning about innovative ideas for Nebraska retail
business.
 
To conclude the event, the NRF will provide
networking opportunities, including “heavy hors
d'oeuvres” and social hour with a cash bar exclusive
to NRF members.
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e-mail newsletter
Newsletter will reach members on a weekly basis to
update them on a variety of topics including:

Legislative alerts and updates 
NRF Member of the Month/Spotlight
Member success stories
Meet Your Board of Directors
Event Updates
Retail trends/digital marketing
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road map

The Nebraska Retail Federation will encourage
members to go digital by increasing their
knowledge and technical skill. The NRF will
create a “Digital Roadmap” that will double as a
resource and a member-exclusive benefit. 

The Roadmap will be first delivered as a brochure
exclusive to NRF members at the first Annual
Conference event. Following the event, the
Roadmap will be updated as needed and available
on the NRF’s website, only accessible to members
with their account login information.
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NON TRADITIONAL

media plan

N E B R A S K A  T O U R

This includes the cost of gas mileage throughout the state of Nebraska
for the duration of the tour, as well as the cost of lodging for each tour
stop. Additional costs could include food that the Nebraska Retail
Federation provides at each stop.

$1100

C O N F E R E N C E

This includes the conference location in Lincoln, heavy hors d’oeuvres,
bartending fee for cash bar, keynote speaker or panelist fee, and other
important handouts such as the conference agenda and the Roadmap
brochure. While the Nebraska Retail Federation will confirm a block of
hotel rooms for the conference, guests will be expected to pay for their
stay at a discounted rate.

$4000

M I C R O S I T E

This includes a one year membership to SquareSpace, a platform that
makes creating a website easy. The new Nebraska Retail Federation
website will be more aesthetically pleasing and include updated
member benefits, as well as the Roadmap that will be exclusive to
members with their login credentials.

$250

S O C I A L  M E D I A

This includes a one year membership to Hootsuite, a platform that
allows you to manage your social media accounts and post schedule.
This will be a helpful tool in being able to pre-create content for
social media platforms throughout the year.

$350

TRADITIONAL
R A D I O  S P O T

A typical 30 second radio spot is around $33. This piece of the
budget will allow the Nebraska Retail Federation to buy a radio
spot in both Lincoln and Omaha, as well as a few other major
cities throughout the state of Nebraska. Radio stations like
KBGI 100.7 FM, KKCD 105.9 FM, KLIQ 94.5 FM, and KBRL 1300
AM are a few examples of key targets. 

$150

N E W S L E T T E R

Publishing a weekly newsletter and e-mailing it to members
would have zero cost to the NRF. They can use free tools like
Canva to create an appealing and organized newsletter.

$0

$5850TOTAL

P U B L I C  R E L A T I O N S

By working with newspapers such as the Lincoln Journal Star,
Omaha Star, Grand Island Independent, Norfolk Daily News,
and other local newspapers, the NRF can receive coverage of
its upcoming events such as the “Look Forward Tour.”
Additionally, the NRF can contact retail businesses throughout
the state of Nebraska to promote upcoming NRF events and
draw attention within the greater Nebraska community.

$0
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APRIL 2019
Start posting consistently, 3
posts a week on social
media to grow following
and increase engagement.

MAY 2019
Publish website and use
social media to promote
launch. Start radio spots for
tour announcements.

JUNE 2019
Publish first newsletter, send
to members and post on
website. Promote it on social
media and highlight tour.

JUNE 2019
Nebraska Tour will take
NRF throughout the state
to engage with current
and potential members.

JULY 2019
Use information gained during
the tour as content for all
platforms. Start radio spots and
promotion for conference.

MARCH 2020
First annual NRF Conference in
Lincoln. Will be heavily
promoted on social media and
radio spots. Open to both
members and non-members.

timing

evaluation
By May 2020, see a 20% increase in memberships, putting the
active number of members at 168.01

The NRF will hand out 50 “Roadmap” brochures to its
members at the first annual conference event.02
The NRF will monitor and record social media analytics for
each platform weekly on Hootsuite or Sprout Social.03

The NRF will have at least 35 businesses registered for the
conference, or 70 attendees total.04 timing
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