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Introduction
The following Retail Market Analysis provides 
an analysis of the current supply and demand 
for retail goods and services in Upper Marlboro, 
Maryland, and the immediate surrounding 
area. This analysis shows the maximum 
potential, in terms of retail and service square 
feet, Upper Marlboro can support now and into 
the future. The purpose of this chapter is to 
focus recruitment efforts on those categories of 
establishments that are leaking sales into other 
nearby market areas by examining factors such 
as the inventory of stores, consumer demand 
for goods, proximity of competing stores, and 
historical trends. The Retail Market Analysis 
includes:

 �Methodology
 � Retail Supply Analysis
 � Retail Demand Analysis
 � Business Mix and Building Vacancy
 � Building Conditions
 � Retail Sales Leakage Analysis
 � Recaptured Sales Potential
 � Projected Sales and Supportable Building 
Square Feet

Summary of Major Findings 
and Conclusions

 � The Town of Upper Marlboro has a limited 
retail base. There is an estimated total of 
76,000 square feet of combined retail and 
private office space concentrated along Main 

Street and Water Street. However, if law 
offices, bail bondsmen, banks, and other 
professional offices are taken out of the 
analysis, there is an estimated 5,400 square 
feet of space that is specifically retail oriented 
(excluding personal services and salons). In 
fact, retail establishments account for only 7.1 
percent of the total occupied building space.
 � The proliferation of bail bondsmen has 
been cited as undesirable in public meetings 
and through interviews with community 
leaders. In many cases, the bail bondsmen 
are occupying prime space that could be used 
for retail uses. However, it should be noted 
that poor building conditions and the lack 
of alternative office building space is helping 
to attract bail bondsmen. Typically, such 
businesses do not need the office amenities 
found in higher quality buildings and look 
to limit their occupancy costs. Improvements 
such as streetscaping and interior and exterior 
building improvements will help to raise lease 
rates, which may reduce the number of bail 
bondsmen in the town, while also making 
the location more attractive for prospective 
retailers.
 � The City of Bowie is the main retail draw for 
residents in the Upper Marlboro/Bowie/Largo 
area. It is located approximately ten miles 
north of Upper Marlboro near US 301. There 
is a cluster of larger retail establishments and 
grocery stores located in the area. In addition 
to the larger retailers such as Wal-Mart and 
Target, there are also a number of smaller 
retailers and restaurants. The cluster of retail 
establishments make this area a convenient 

shopping location for local residents to do all 
of their shopping in one area.
 � The retail market analysis indicates that Upper 
Marlboro and competitive commercial areas 
are not capturing all local consumer demand. 
As such, approximately $8.3 million in retail 
sales are “leaking” from the zero- to one-mile 
trade area. All of the retail categories except 
for beer, wine and liquor stores, pharmacies 
and drug stores, cosmetics, beauty supply and 
perfume stores, and full-service restaurants 
are experiencing sales leakage. 
 � In total, Upper Marlboro has the potential 
to capture $5.4 million to $11.1 million in 
sales from all three trade areas. This capture 
represents the ability of Upper Marlboro to 
attract retailers that provide unique goods 
and services and/or restaurants not readily 
available within the trade areas. For example, 
there are a limited amount of antique shops 
or clothing boutiques in Upper Marlboro. 
If a smaller niche boutique or antique store 
opened in Upper Marlboro, it could attract 
consumers from outside the town looking for 
a unique shopping experience.
 � The Upper Marlboro Town Action Plan 
calls for 59,563 square feet of new retail 
space in the town. The consultant estimates 
the current retail market can support 
approximately 20,000 to 41,000 square feet 
of retail space. However, this does not mean 
that the town will not be able to support 
higher levels of retail development in the 
future. In fact, projections indicate that 
the market could support between 55,000 
to 89,000 square feet of retail space in the 

Appendix 3: Retail Market Analysis
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next ten years. It should be noted the exact 
amount of supportable square footage will 
depend on the amount of investment and 
recruitment effort that occur in the town.

Methodology
This  methodology section is an overview of how 
the retail market analysis was conducted. The 
analysis was a complex process that involved 
collecting data from secondary sources such as 
Claritas, Inc. and DemographicsNow, providers 
of local and regional retail market data. 
Specifically, the following narrative provides 
a step-by-step explanation of the process the 
consultant used to understand the local retail 
climate and determine the market potential for 
Upper Marlboro.

Retail tRade aRea definition 
In preparing the Upper Marlboro retail market 
analysis, the consultant team first defined the 
geographic boundaries of the local and regional 
retail markets. Retail markets do not function 
in a vacuum. Consumers are mobile and will 
make choices on where to shop based on 
several factors including personal preference, 
availability of goods, transportation and access, 
and convenience of shopping to home and 
work. To this end, an effective analysis considers 
the local market as well as the areas that act as a 
direct competitor for local residents’ consumer 
dollars. 

In order to analyze the local market, the 
consultant created a zero- to one-mile trade 
area which encompasses the Town of Upper 
Marlboro. The zero- to one-mile trade area 
represents the geographic region where the 
majority of local sales are generated. This area 

generally represents 75 percent to 85 percent of 
a given business’ customer base. The consultant 
also created a one- to three-mile, and three- 
to five-mile trade area in order to analyze the 
immediate competitive retail market. A visual 
representation of the trade areas is shown in 
Exhibit 3-1.

Once the study area boundaries were created, 
the consumer spending data necessary to 
complete the market analysis were collected. 
The consultant collected demographic, 
socioeconomic, and market-related data 
required to determine the current and projected 
market opportunities for Upper Marlboro.

Supply-Side analySiS
A supply-side analysis of retail sectors in the 
zero- to one-mile, one- to three-mile, and 
three- to five-mile trade areas was performed. 
This was done to gain an understanding of the 
level of retail goods and services currently being 

Exhibit 3-1
Upper Marlboro Retail Market Rings 

Source: RKG Associates, Inc, 2008

offered in and around Upper Marlboro. To do 
this, the consultant team gathered sales capture 
data from Claritas, Inc., a private data vendor 
that tracks supply and demand trends within 
the retail market sector. This data provided 
the consultant with a detailed breakdown of 
retail sales within the trade areas. Overall, the 
consultants tracked the supply and demand for 
30 retail market segments. 

The consultant also inventoried the existing 
retail and service businesses operating within 
the boundaries of Upper Marlboro. This was 
done to gain a better understanding of the depth 
and breadth of the types of businesses operating 
within the town. The field analysis included 
capturing information about the condition of 
physical structures, estimated square footage, 
vacancy, and the types of businesses. 

As part of the supply-side analysis, the average 
sales per square foot by store type were calculated. 
To accomplish this, the consultant relied upon 
the Urban Land Institute’s (ULI) Dollars and 
Cents of Shopping Centers publication, which 
provides sales-per-square-foot averages for 
various retail store types throughout different 
regions of the U.S. This source differentiates the 
type of retailer as well as the market focus of the 
retailer. In order to more accurately represent 
the local market, the consultants adjusted the 
national ULI data based on the difference in 
gross sales per store for Prince George’s County, 
as compared to the national average. The result 
of this effort provides locally adjusted average 
sales-per-square-foot figures for each of the 
market segments. This calculation was applied 
to the total square footage to determine an 
estimated sales capture value. The total sales 
capture for each market segment reflects the 
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activity specific to the operating businesses 
within each area. 

demand-Side analySiS
Once the consultant team was able to quantify 
the supply of goods and services in the three 
trade areas, an analysis of local consumer 
demand was necessary to identify those market 
segments under-represented in the market. The 
consultant used data from Claritas, Inc., which 
provides the most comprehensive and detailed 
consumer expenditure data available. Utilizing 
this data and the ULI sales-per-square-foot 
data, the consultant team was able to calculate 
the potential demand for goods and services 
for the zero- to one-mile, one- to three-mile, 
and three- to five-mile trade areas in a format 
directly comparable to the supply-side data.

Upper Marlboro is the county seat for Prince 
George’s County. Approximately 3,200 employees 
enter the town each day to work at the County 
Administrative building, the Courthouses, and 
the School Board building. These employees 
make a certain amount of purchases while 
at work and thereby improve the viability 
of success for local retailers. However, office 
workers generally make purchases in specific 
categories, such as food and beverage stores and 
food service and drinking places. They do not, 
for example, make as many purchases in such 
categories as building materials and supply 
categories or the used merchandise categories. 
As such, the consultant adjusted demand for 
certain categories in the zero- to one-mile trade 
area to reflect the large daytime population 
of the town. More specifically, the consultant 
adjusted the total retail demand by assuming 
each office worker spends approximately $2,500 
per year while at work (Table 3-1). This estimate 
is consistent with previous office worker surveys tablE 3-1:

Daytime Population Impacts (3,200 Workers)
Upper Marlboro

Source: Claritas, Inc., and RKG Associates, Inc., 2008
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conducted by the consultants on similar 
analyses. 

The annual spending for each of the 3,200 
workers was then allocated to the different retail 
categories based on their spending patterns. 
The new worker demand was then added to 
the local household demand to provide a more 
accurate estimation of total retail demand in 
Upper Marlboro. It should be noted that the 
adjusted day-time demand estimates apply only 
to the zero- to one-mile trade area. The one- to 
three-mile and three- to five-mile trade areas 
are outside the limits of Upper Marlboro and do 
not have an unusually large number of daytime 
workers entering the area.

Although consumers generally make some 
purchases close to their place of work, on 
vacation, Internet shopping, or other types 
of places located away from their home, the 
consultants did not adjust the gross potential 
demand in order to show the maximum 
expenditure potential. The result of this analysis 
provides estimates of how much local businesses 
could be capturing from local residents and the 
daytime worker population. 

oppoRtunity analySiS
Estimated local sales volume from the supply-
side analysis was compared to the potential local 
consumer expenditure levels from the demand-
side analysis. The result of this effort reveals 
the extent of “sales leakage” in each market 
segment. Sales leakage is the gap between 
local household demand for retail goods and 
the amount of these sales that are captured by 
local merchants. A high sales leakage indicates 
consumer demand is greater than the ability 
of local businesses to capture that demand. 

As such, consumers typically make retail 
purchases outside their trade area. Because this 
consumer spending is not captured by local 
businesses, it is said to have “leaked” to other 
businesses outside the local market. In such 
cases, conventional wisdom suggests that there 
may be opportunities for existing businesses to 
expand their product lines and for new local 
businesses to be created to capture this unmet 
spending potential.

In contrast, an area has a “sales surplus” 
when captured sales (supply) exceed local 
demand. These situations indicate the trade 
area has a market advantage, or concentration 
of businesses, pulling sales in from outside 
the primary market. Market clusters attract 
consumers from outside the trade areas, as they 
become known for a specific niche or for having 
a wide variety of shops from which to choose. 
A good example of a market cluster is a large 
retail mall. Malls typically have several retailers 
offering a wide range of goods located in one 
place, making it more convenient for shoppers. 
As a result, they draw customers from a larger 
geographic region than if the stores attempted 
to locate independently.

However, the market data needs to be 
considered within the context of data from 
the greater surrounding area as well as in 
combination with other factors such as local 
competition, market compatibility, and 
resident preferences. In other words, if the 
data indicates that a particular market segment 
has a high sales leakage in Upper Marlboro, it 
does not necessarily signal an opportunity. For 
example, the sales leakage data for the zero- to 
one-mile trade area may indicate the potential 
for 30,000 square feet of building material and 
supply stores in the town. However, a Home 

Depot is located on US 301 less than three miles 
away from Upper Marlboro. A similar building 
material and supply store within the limits of 
Upper Marlboro may not be able to compete 
with the Home Depot. In this example, due to 
the close proximity of the Home Depot, it may 
be better to try and attract retailers that offer 
slightly different or complementary products to 
reduce competition. 

It should be noted that the supply-demand 
analysis is only an indicator of the relative level 
of demand within each study area rather than an 
absolute target. Each geographic area studied in 
this analysis is unique, and market implications 
have been presented in comparison to the 
surrounding neighborhoods and market. In 
short, the following retail market analysis 
provides an assessment of the potential for 
Upper Marlboro based on the factors detailed 
above. 
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Retail Supply Analysis

local Retail inventoRy
The Town of Upper Marlboro has a limited 
retail base. There is an estimated total of 76,000 
square feet of combined retail and private office 
space concentrated along Main Street and Water 
Street. However, if law offices, bail bondsmen, 
banks, and other professional offices are taken 
out of the analysis, there is an estimated 5,400 
square feet of space that is specifically retail 
oriented (excluding personal services and 
salons). In fact, retail establishments account for 
only 7.1 percent of the total occupied building 
space (Figure 3-1). The retail establishments in 
the town core include a 7-Eleven, a jewelry store, 
a bridal gown shop, and a liquor store. There are 
also five full-service and three limited-service 
restaurants. 

Although there are a few retail establishments 
in town, the dominant building use is law 
offices and bail bondsmen. Specifically, bail 
bondsmen occupy an estimated 10,400 square 
feet of building space and laws offices occupy 
16,200 square feet of space. The large amount 
of law offices and bail bondsmen is primarily 
attributable to the presence of the courthouse 
in the town core. 

The proliferation of bail bondsmen has been 
cited as undesirable in public meetings and 
through interviews with community leaders. In 
many cases, the bail bondsmen are occupying 
prime space that could be used for retail uses. 
However, it should be noted that poor building 
conditions and the lack of office building space 
are helping to attract bail bondsmen. Typically, 
bail bondsmen seek to reduce their occupancy 
costs and will be attracted to low-cost office 
space. Improvements such as streetscaping and 
interior and exterior building improvements 
will help to raise lease rates, which may reduce 
the amount of bail bondmen in the town, while 
also making the location more attractive for 
prospective retailers.

Regional Retail competition
The regional competition for Upper Marlboro 
retail establishments is primarily along Old 
Marlboro Pike, just east of the downtown, 
the intersection of US 301 with Pennsylvania 
Avenue, the Marlboro Shopping Center, and the 
City of Bowie, the City of Largo, and the Town 
of Dunkirk. 

 �Old Marlboro Pike
Most of the retail establishments on Old 
Marlboro Pike are located just outside the 
boundaries of Upper Marlboro, between 

MD 202 and US 301. There is approximately 
40,900 square feet of occupied retail/service 
square footage in this area. However, almost 
38 percent (15,400 square feet) of the total 
space is auto repair stores, tire stores, or gas 
stations. Another 24 percent of occupied 
space is personal or professional services 
such as Enterprise Rent-a-Car, AFLAC, CPA 
offices, and similar types of establishments. 
The presence of 84 Lumber and a couple large 
warehouses set back from the street lends a 
light industrial feel to the area. 
Although Old Marlboro Pike is 
predominantly auto-oriented, there are six 
retail establishments and four limited-service 
restaurants. The retail establishments include 
an appliance sales and service shop, a florist/
gift shop, Ford Lumber, 84 Lumber, Marlboro 
Office Supply, and the Lawn and Garden 
Center. The limited-service restaurants 
include McDonald’s, Arby’s, Kasey’s Seafood, 
and Dunkin Donuts. It should be noted there 
are no full-service restaurants in this corridor. 
The heavy auto and building material store 
presence on Old Marlboro Pike gives the area a 
different neighborhood character than exists 
in Upper Marlboro. As such, the corridor is 
not currently seen as a major competitor for 
the types of stores that would likely locate to 
the Upper Marlboro town core. 
 � US 301 and Pennsylvania Avenue Intersection
There is a Home Depot located just north of 
the US 301 and Pennsylvania Ave. intersection. 
The Home Depot is approximately 130,000 
square feet. There is a 3,000-square-foot 
Wendy’s located in front of the Home Depot. 
Just south of the US 301 and Pennsylvania 
Avenue intersection is a Giant supermarket-
anchored shopping center and a Food Lion’ 

FigurE 3-1:
Downtown Business Mix by Percentage
Upper Marlboro (2008)

Source: RKG Associates, Inc., 2008
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supermarket-anchored shopping center. 
Although the surrounding establishments on 
US 301 are mostly auto-related, warehouse, 
or fast-food restaurants, the location of 
the Home Depot and grocery stores will 
likely attract other retailers to the area in 
the future. Interviews with local real estate 
professionals have confirmed that this area 
is growing and will likely attract both large 
and small retailers within the next five to ten 
years. It may be possible for Upper Marlboro 
to capture some of the retailers that might 
locate along US 301. However, the aesthetics 
and condition of the buildings in the town 
core would need to improve to become 
competitive and serve as a viable alternative 
for certain niche establishment attracted to 
US 301. 
 �Marlboro Village Shopping Center  
The Marlboro Village Shopping Center is 
located on the west side of town on Old 
Marlboro Pike. There is approximately 42,600 
square feet of occupied retail/service space in 
the shopping center. Retail establishments 
include a beauty supply store, a Dollar Plus 
store, and Deesaw Books. There are six full- 
and limited-service eating establishments 
including Starbucks, Nash Subs, New World 
Gourmet, Asadas Mexican Grill, Papa John’s, 
and Peachez Café and Lounge. The anchor 
of the shopping center is the Dutch Country 
Farmers Market, which occupies 30,000 
square feet of space and is open Thursday 
through Saturday. In addition to the retail 
establishment located at the shopping center, 
there are also personal service establishments 
such as a barber shop, a hair salon, a cleaners, 
and Curves fitness center. At the time of 
report writing, there were three vacant store 

fronts, totaling approximately 3,700 square 
feet of space. 
 � City of Bowie
The City of Bowie is the main retail draw for 
residents in the Upper Marlboro/Bowie/Largo 
area. It is located approximately ten miles 
north of Upper Marlboro near US 301. There 
is a cluster of larger retail establishments 
(Table 3-2) and grocery stores located in the 
area. In addition to the larger retailers such 
as Wal-Mart and Target, there are also a 
number of smaller retailers and restaurants. 
The cluster of retail establishments make this 

tablE 3-3:
Retail Sales Capture of Selected Categories
Upper Marlboro Study Area

Source:  Claritas, Inc. and RKG Associates, Inc., 2008

tablE 3-2:
Large Retail Establishments
City of Bowie; 2008

Source: RKG Associates, Inc., 2008
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area a convenient attraction for residents to 
do all of their shopping in one area.
Although the City of Bowie is the main retail 
draw for the area, the types of stores are very 
different than those that would potentially 
locate to Upper Marlboro. It is the consultant’s 
recommendation that recruitment efforts 
focus on smaller, niche establishments such 
as a boutique clothing stores or antique stores, 
rather than large big-box establishments. 
A retail cluster of specialty shops in Upper 
Marlboro will create an interesting and 
specialized shopping experience, potentially 
attracting a regional population to shop in 
Upper Marlboro, while at the same time 
preserving the character of the town. In 
addition, the stores will not be competing for 
sales with larger retail establishments located 
in Bowie. 
 � City of Largo  
The City of Largo is located approximately 
ten miles north of Upper Marlboro, near 
MD 202. Although Largo is smaller than 
Bowie in terms of retail square footage, there 
are a significant variety of larger retailers 
in Largo, such as Target, Circuit City, and 
Marshalls. These larger retailers are located 
in two main shopping centers. Largo Town 
Center is located off of Largo Center Drive 
and is anchored by a Marshalls and Regency 
Furniture store. The other main shopping 
center is located off of Shoppers Way and is 
anchored by a Sports Authority, Target, and 
Circuit City. Both shopping centers contain 
smaller retail establishments and restaurants.
 � Town of Dunkirk
The Town of Dunkirk is located approximately 
11 miles to the south of Upper Marlboro. It is 
a small Town situated near MD 4. Compared 

with the City of Bowie and the City of Largo, 
the Town of Dunkirk is the smallest retail 
center. The main retailers in the town include 
a Wal-Mart Supercenter and a Giant grocery 
store. There are also a few limited-service 
restaurants such as McDonald’s, Arby’s, and 
Subway. 

local Retail SaleS captuRe
Retail businesses in the Upper Marlboro zero- 
to one-mile trade area captured approximately 
$23.0 million in sales in the select retail 
categories (Table 3-3). As mentioned, the variety 
of retail products in Upper Marlboro is limited. 
Roughly 7 of the 30 store categories account 
for over 96 percent of all local sales. Two of the 
largest categories are full-service restaurants, 
which captured about 33 percent of total retail 
sales, and limited-service restaurants, which 
captured about 20 percent of total sales. The high 
percentage of captured sales in the restaurant 
categories is largely attributable to the daytime 
worker population who are making lunch-time 
purchases. Pharmacies and drug stores ($6.7 
million) also captured a high amount of sales. 
In contrast, the zero- to one-mile trade area 
recorded no sales in 18 of the 30 market sectors 
analyzed.

The sales information in the competitive markets 
helps to determine the retail potential of Upper 
Marlboro. A high amount of sales in categories 
not being captured in Upper Marlboro may 
indicate that this niche is being filled by the 
competitive market. As a result, recruitment 
efforts may need to focus on different categories 
of retail establishments.

The one- to three-mile trade area captured $22.3 
million in sales in 2007. The top retail categories 
slightly differ from the zero- to one mile trade 

area. For example, convenience stores in the 
one- to three-mile trade area captured $3.2 
million in retail sales, as compared to only 
$656,628 in sales in the zero- to one-mile trade 
area. Other top categories in the one- to three-
mile trade area include full service restaurants 
($6.5 million), limited service restaurants ($4.2 
million), and home furnishing stores ($2.6 
million).

The three- to five-mile competitive trade area 
captured the highest amount of sales in the 
study area ($25.9 million). Most notably, the 
three- to five-mile trade area captured a much 
higher percentage of sales in the furniture 
category ($2.6 million) than the zero- to one-
mile trade area ($0) or the one- to three-mile 
trade area ($78,511). In contrast, the three- to 
five-mile trade area captured a lower portion of 
sales in the full-service restaurant category ($3.4 
million) as compared to the other two trade 
areas. 

Retail demand analySiS
The 2007 consumer household spending data 
were obtained from Claritas, Inc., for the retail 
trade categories for the zero- to one-mile, one- 
to three-mile, and three- to five-mile trade 
areas. In 2007, residents of Upper Marlboro 
spent $31.4 million dollars on select retail 
goods and services (Table 3-4). It is important 
to note that the household expenditure data 
from Claritas, Inc., was adjusted to reflect the 
large daytime worker population in the town. 
Not surprisingly, expenditures were greatest 
for items such as full-service restaurants ($5.8 
million) and limited-service restaurants ($5.4 
million). Pharmacies and drug stores also 
accounted for a high amount of consumer 
expenditures ($3.7). 
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tablE 3-4:
Retail Consumer Expenditures in Selected Categories
Upper Marlboro Study Area

Source:  Claritas, Inc., and RKG Associates, Inc., 2008

Consumer demand in the one- to three-mile 
trade area ($64.8 million) was more than double 
the demand in the zero- to one-mile trade area. 
This is primarily due to the larger population 
within the one- to three-mile trade area. The 
top demand categories are very similar to the 
zero- to one-mile trade area and include full-
service restaurants ($10.1 million), pharmacies 
and drug stores ($9.6 million), and limited-
service eating places ($9.4 million). 

The demand for retail goods in the three- to five-
mile area is almost double the demand in the 
one- to three-mile trade area ($126.1 million). 
However, the top demand categories are similar 
to those in both the zero- to one-mile trade area 
and one- to three-mile trade area. Top demand 
categories are full-service restaurants ($19.5 
million), pharmacies and drug stores ($18.7 
million) and limited-service eating places ($18.2 
million).

Building and Land Vacancy 
and Infill Development 
Potential
Field estimates indicate that 12.9 percent of the 
total retail square footage in Upper Marlboro 
is vacant (10,000 square feet). There is a 
comparatively high concentration of vacancy 
on the east side of town near the intersection 
of Judge’s Drive and Pratt Street. There are two 
vacant buildings located in this area, another 
vacant building on Main Street located next 
to the More Than Just Coffee Lounge and 
another vacant building located in front of the 
courthouse on Main Street (formerly the Judge’s 
Chamber restaurant). On the western portion of 
town, there is a vacancy next to the M&T Bank 
building on Main Street. Exhibit 3-2 shows the 
various locations where infill development 
could occur.

In addition to vacant buildings, there is 
underutilized land that has potential for retail 
infill development scattered throughout the 
downtown. In particular, there is room for 
potential infill near the intersection of Water 
Street and Church Street and two sites located 
on Main Street near the Main Street and 
Water Street intersection. Estimates indicate 
there may be a potential 16,438 square feet 
of development at these three sites. There is 
also room for retail infill development on the 
western portion of town, near the Judge’s Drive 
and Pratt Street intersection. If built, the two 
buildings at this site have the potential to add 
13,615 square feet of retail/service space to the 
town. Another 17,452 square feet of retail/service 
space could be added to the eastern edge of the 
property where the County Administration 
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Exhibit 3-2:  
Potential Infill Development

Legend

Infill business 
locations

Proposed mixed-
use/retail/office/
commercial buildings

Proposed residential 
buildings



U p p e r  M a r l b o r o  T o w n  A c t i o n  P l a n
150

aesthetics of the town as a whole need to be 
improved. Improvements such as burying or 
relocating power lines on Main Street, removing 
large signs displayed by bail bondsmen, and 
making streetscape improvements have been 
noted as important investments that need to 
occur in the town in order to attract retailers to 
the area. 

parking garage is located.   Lastly, there are two 
potential infill development sites located in 
front of the County Administration Building. It 
is estimated there may be room for as much as 
12,058 square feet of retail/service space in these 
two buildings. In total, there is the potential 
for 59,563 square feet of infill space for retail/
services uses in downtown Upper Marlboro.

It should be noted that the above estimates 
represent the “potential” for retail/service 
square footage in Upper Marlboro. Certain 
improvements to the downtown district such 
as streetscaping, building improvements, and 
aesthetic investments need to occur before 
retailers will be attracted to the area as a place 
to do business.

Building conditionS 
An assessment of commercial building 
conditions was prepared as part of its field 
analysis. Buildings were categorized as either 
well-maintained, in need of minor repair, or 
substantial rehabilitation projects. The majority 
of building square footage (81.5 percent) in the 
downtown was well maintained. Approximately 
9.9 percent of the building square footage is in 
need of minor rehabilitation and 8.6 percent is 
in need of substantial repair. 

Generally, poor building conditions are related 
to vacancy. In fact, all the commercial buildings 
that need substantial repair in Upper Marlboro 
are vacant. They include the two vacant 
buildings located within the Judge’s Drive/Pratt 
Street Circle and the Old Marlboro Academy 
located near the Water Street and Elm Street 
intersection. Although the majority of buildings 
are in good condition, it has been noted in 
interviews with community members that the 

tablE 3-5:
Retail Sales Leakage (Surplus) in Selected Categories
Upper Marlboro Study Area

Source:  Claritas Inc., and RKG Associates, Inc., 2008
BLACK - Local sales leaking to businesses located outside the local market
GRAY - Local businesses capturing sales from outside the local market

SaleS leakage analySiS
The difference between the estimated consumer 
household demand in a given trade area and 
the actual retail sales of establishments serving 
that trade area is called “sales leakage” or “sales 
surplus,” depending on the situation. Retail 
leakage occurs when businesses within a trade 
area do not capture all of the potential sales 
within that area. This spending, which is said 
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to have “leaked” out of the market, occurs for 
a number of reasons including: (1) the desired 
goods and services are either not available or are 
not competitively priced in the local market, (2) 
consumer purchases are made outside the trade 
area for reasons of convenience (e.g., shopping 
on the way home from work), and (3) consumers 
purchases through Internet or catalog vendors.

The analysis indicates that Upper Marlboro and 
competitive commercial areas are not able to 
capture total consumer household demand. As 
shown in Table 3-5, approximately $8.4 million 
in retail sales are “leaking” from the zer0- to one-
mile trade area. All of the retail categories, with 
the exception of beer, wine and liquor stores, 
pharmacies and drug stores, cosmetics, beauty 
supply and perfume stores, and full-service 
restaurants are experiencing sales leakage. 

Among these segments, family clothing stores 
ranks as the most under-served spending 
category ($1.7 million). Home furnishing stores 
($1.2 million), furniture stores ($1.4 million), 
and women’s clothing stores ($999,548) are not 
capturing local demand. 

The one- to three-mile trade area is leaking $42.8 
million in sales to other trade areas. Pharmacies 
and drug stores are leaking the highest amount 
of sales ($9.3 million). Convenience stores 
and florists are the only categories that have 
a surplus of sales. It is interesting to note that 
although furniture stores and home furnishing 
stores captured a significantly higher portion 
of sales than the zero- to one-mile trade area, 
these categories are still leaking over $3.9 to 1.0 
million in sales, respectively. The three- to five-
mile trade area is leaking $103.8 million in sales. 
Full-service restaurants are leaking the highest 
amount of sales in this trade area ($16.1 million). 

Building Facade Conditions Along Main Street 

Existing Overhead Power Line Condition on Main Street

Signage and Sidewalk Condition on Pratt and Main Street

There are no sales categories in the three- to 
five-mile trade area that have a surplus of sales.

RecaptuRed SaleS potential
The estimated sales leakages shown in the 
tables above represent the potential sales 
to be recaptured by existing merchants and 
businesses in the three trade areas through 
means such as an expansion of the merchandise 
lines, longer operating hours, and/or increased 
marketing efforts. These leaked sales also 
represent the unrealized spending potential of 
local residents, which could be considered an 
enticement for new retail business start-ups. 
In the case of Upper Marlboro, the unrealized 
spending potential includes not only unrealized 
household spending potential, but also the 
spending potential of the large daytime 
employment base.

In reality, it is unreasonable to expect that all 
leaked sales could be recaptured, either by 
existing or new merchants. Individuals will 
continue to shop away from home, where 
they work, and through other methods 
(catalogs, Internet, etc.). As such, developing a 
recruitment strategy based on the assumption 
that Upper Marlboro retailers can capture 100 
percent of the leaking sales is unrealistic. In 
fact, opportunities to recapture sales will vary 
by retail segment, store type, store location and 
presence regional competition. 

While estimating sales recapture rates is more 
art than science, the consultant team has 
calculated a series of potential recapture rates 
to estimate the market potential for downtown 
Upper Marlboro. In part, the recapture rate 
estimates are based on existing sales capture 
rates for each market sector. In addition, the 
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consultants made adjustments to those levels 
based on their professional experience. These 
recapture rates are classified as “conservative,” 
“moderate,” and “aggressive.” As the labels 
suggest, these recapture rates reflect an 
increasing level of effort, coordination, and 
marketing to be achieved.

Based on the recapture rates identified for the 
zero- to one-mile trade area, it is reasonable to 
conclude that existing/new retailers have the 
potential to recapture between $2.0 million and 
$4.1 million of the $9.0 million in sales leakage, 
or roughly 22 percent to 46 percent of the total 

(Table 3-6). Opportunities are strongest in 
those retail categories that were leaking the 
highest amount of sales. These sectors include 
furniture stores, women’s clothing stores, home 
furnishing stores, and shoe stores.

Upper Marlboro businesses have an opportunity 
to capture some sales from residents in both the 
one- to three mile-trade area and the 3- to 5-mile 
trade area. Although there are some limited 
shopping venues throughout these trade areas, 
residents likely will patronize establishments in 
Upper Marlboro if it offers a different shopping 

experience and product selection than that of 
the competitive trade areas. 

To account for this opportunity, the consultants 
estimate that the town may be able to capture 
between $1.9 million to $4.1 million of sales 
from the one- to three-mile trade area and $1.4 
million to $2.9 million in sales from the three- 
to five-mile trade area. While this is a relatively 
low share of the competitive trade area’s leaking 
sales (four percent to nine percent, and one 
percent to three percent, respectively), these 
recapture rates account for the fact that the 
competitive trade area is closer to the larger 
shopping centers of Bowie, Largo, and Dunkirk. 
While some people may change their shopping tablE 3-6:

Current Recaptured Sales Estimates
Upper Marlboro Study Area

Source:  Claritas Inc., and RKG Associates, Inc., 2008
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tablE 3-7:
Supportable Retail Square Footage
Upper Marlboro Study Area

Source:  Claritas Inc., and RKG Associates, Inc., 2008

habits to patronize unique Upper Marlboro 
establishments, the competition for retail dollars 
intensifies as you get closer to these larger retail 
centers. A five percent recapture of consumer 
household spending in these trade areas would 
be considered very aggressive. The continued 
growth of the region, to be discussed in further 
detail in the Projected Supportable Square 
Footage section, will provide new opportunities 
for Upper Marlboro, and potentially could allow 
local businesses to attract additional sales from 
the competitive trade areas as more retailers 
locate in Upper Marlboro. 

In total, Upper Marlboro has the potential to 
capture $5.4 million to $11.1 million in sales from 
all three trade areas. This capture represents the 
ability to attract retailers that provide unique 
goods and services and/or restaurants that 
are not readily available within the downtown 
today. For example, there are a limited amount 
of antique shops or clothing boutiques in Upper 
Marlboro. If a smaller niche boutique or antique 
store opened in Upper Marlboro, it could attract 
consumers from outside the town looking for a 
unique shopping experience.

SuppoRtaBle Retail SquaRe footage
It is estimated that retailers in Upper Marlboro 
could capture between $5.4 million and $11.1 
million in leaking sales from the three trade 
areas. To better quantify this potential, the 
recaptured sales estimates were converted into 
building square footage estimates based on the 
ULI’s regional average sales per square foot by 
store type. As shown in Table 3-7, current market 
conditions indicate the potential addition of 
19,484 square feet to more than 41,100 square 
feet of retail stores. 

It should be noted that certain categories have 
the potential to support more square footage 
than others. In particular, it is estimated the 
town could support a furniture store, home 
furnishing store, shoe store, gift store, and 
women’s clothing store. The study area as a whole 
is underserved in these types of establishments. 
Recruitment efforts should focus on creating a 
niche shopping experience in Upper Marlboro. 
In order to capture sales from the surrounding 
trade areas, Upper Marlboro will need to offer 
something different than is offered in Bowie, 
Largo, and Dunkirk. Creating a cluster of small 
specialty shops in Upper Marlboro will help to 
draw in a regional consumer base. 

pRojected SuppoRtaBle SquaRe footage 
methodology
Current and planned residential development 
in the area surrounding Upper Marlboro will 
impact the demand for new retail square 
footage in the region. In order to estimate the 
number of new developments coming on-line 
in the study area, the consultant utilized data 
from the Development Activity Monitoring 
System obtained from Prince George’s County 
Planning Department. This database contained 
the subdivision application information for 
those residential properties that were permitted 
and approved since the year 2000. The database 
also contained information for 2007 proposed 
subdivision applications. The subdivision 
application information is shown in Table 3-8.

To calculate the spending potential of the new 
households entering these developments, the 
consultant assumed each unit would contain 
one household. The consultant estimated that 
in order to afford an average home value of  
$578,654, each household would need sufficient 
income to support a mortgage payment of 
$2,925.99/month. Using standard mortgage 
underwriting ratios, if 28 percent of the total 
household income reflects the maximum 
affordable mortgage payment, then households 
must have annual incomes of at least $125,400 to 
afford a house at this average price point. 

It should be noted that proposed units were 
also included in this analysis. These units 
have not been permitted or approved, and it 
is possible they may never be built. However, 
the consultants’ analysis depicts the maximum 
spending potential derived from these 117 new 
units within five miles of Upper Marlboro.   
Assuming each of the 1,463 new household has 



U p p e r  M a r l b o r o  T o w n  A c t i o n  P l a n
154

tablE 3-8:
Permitted, Approved and Proposed Subdivision Applications
5-Mile Competitive Area; 2000 to Present

Source: Activity Development Monitoring System and RKG Associates, Inc., 2008

an average income of $125,400, the total annual 
earning power of the new households would 
equal $183.5 million. Assuming the average 
household spends roughly one-third of their 
income on retail and service purchases, their 
annual household spending potential would 
equal an additional $55.0 million. However, 
it is unrealistic to expect that Upper Marlboro 
could capture 100 percent of this demand. As 
mentioned previously, people will continue 
to make purchases away from home, while 
at work, over the Internet, etc. However, if 
more retail options (i.e., stores) were available 
in Upper Marlboro, these new households 
would potentially shop in town for reasons of 
convenience. As such, the consultants estimated 
a range of theoretical sales recapture rates of 

50 percent to 70 percent of new household 
spending. These recapture rates are considered 
theoretical since Upper Marlboro does not 
currently possess the variety of stores necessary 
to capture these sales.   

pRojected SaleS captuRe and SuppoRtaBle 
SquaRe footage
Based on this projected new household 
spending, an additional 34,167 to 47,834 
square feet of retail establishments could be 
supported in Upper Marlboro over the next 
ten years (Table 3-9). If the projected estimates 
are added to current estimates of supportable 
square footage, the town has the potential 
to support approximately 55,000 to 89,000 
square feet of space. These projections include 

current supportable square footage, as well 
as the supportable square footage that will be 
created by the 1,463 new households that may 
move into the immediate area in the future. 
More specifically, the square footage projections 
indicate the town may be able to support two 
pharmacies and drug stores, two family clothing 
stores, three to four full-service restaurants and 
three limited service eating places as well as 
additional square footage in other categories. It 
should be noted that the retail market estimates 
are of what the long-term market potential is in 
Upper Marlboro. Investments need to occur in 
town aesthetics and building conditions, as well 
as infill development, in order for the town to 
realize its maximum potential.

Implications
The Upper Marlboro Action Plan calls for 59,563 
square feet of new retail space in the town. The 
consultant estimates the current retail market 
can support approximately 20,000 to 41,000 
square feet of retail space. However, this does 
not mean that the town will not be able to 
support higher levels of retail development into 
the future. In fact, projections indicate that 
the market could support between 55,000 to 
89,000 square feet of retail space in the next ten 
years. It should be noted the exact amount of 
supportable square footage will depend on the 
amount of investment and recruitment effort 
that occurs in the town.

The area surrounding Upper Marlboro is 
growing. Over 1,400 housing units may be 
added to the adjacent five-mile area within the 
next ten years. The growth that is occurring 
in the surrounding area presents a great 
opportunity for the Town of Upper Marlboro 
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tablE 3-9:
Potential Supportable Retail Square Footage
Upper Marlboro Study Area

Source:  Claritas Inc., and RKG Associates, Inc., 2008

to capture some of this growth and increase 
the amount of retail square footage in the 
town. However, as mentioned previously, real 
investment in the town needs to occur before 
retail establishments will be attracted to the 
area. Interviews with community members, as 
well as real estate professionals, have indicated 
that the poor quality of buildings, as well as lack 
of town aesthetics, has influenced retailers to 
locate elsewhere in the county. Efforts also need 
to be made to infill underutilized land to create 
more physical space for potential retailers. A 

successful retail recruitment strategy will need 
to include investments in signage, sidewalk 
repair, building construction, and building 
improvements.

Although there is a large daytime worker 
population in Upper Marlboro, there are only 
about 650 residents living in the town. As 
such, retail recruitment efforts should focus on 
businesses that would be sensitive to the town’s 
character. Niche specialty shops, such as antique 
stores or clothing boutiques, would help build 

the retail base of the town core while fitting 
in with the surrounding neighborhood. A 
cluster of specialty shops in the Town of Upper 
Marlboro will attract people to the town core 
for a unique shopping experience, thereby 
improving the economic base and viability of 
the town. 
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