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The information contained in this guide is for informational purposes only.

Users of this guide are advised to do their own due diligence when it comes to making business decisions and all information that has been provided
should be independently verified by your own qualified professionals. By reading this guide you agree that neither the authors nor their companies are

responsible for the success or failure of your business decisions relating to any information presented in this guide. © RetailRemix 2010
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Ripe for Repositioning

RetailRemix partnered with Perkowitz + Ruth Architects to create this guide to
share the comprehensive thinking and practical strategies that lead to the
successful repositioning of your existing retail center.

Today everyone is increasingly forced to do more with less. In the retail real

estate world, adaption, evolution and jus
norm than a bright shiny new retail center popping out of a field somewhere on

the outskirts of town. Expanding retailers are looking for the safe, established

trade areas. Capital realities and tenant demand do not support many major

retail redevelopments. More than ever, now is the time to consider a strategic

repositioning effort of your existing retail center.

While everyone else is trying to put band-aids on vacancy and capital issues, you
could make a smart, strategic investment that positions you to emerge better and
stronger and leapfrog your competition.

Thispractical guide is designed to help you
decide if a repositioning effort makes sense. We will look at the big-picture

thinking that successful redevelopers use to analyze the current conditions and

make plans for a strategic repositioning. We will then share a blueprint outlining

some very practical strategies that can be effectively employed in your retalil

repositioning plan.
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The Big Picture

A Comprehensive Retail Repositioning Checklist

DEMOGRAPHICS & TRENDS

First, understand who lives, works and shops in your trade area, how that has
changed over time, and how it is expected to change in the future. Current
demographics must be embraced, and it should go without saying that there is
no place for ego in a repositioning project; if you direct your real estate team to
deliver stores that you personally prefer
only customer. Consider only those retail uses that support the needs and wants
of customers in your trade area. Also, understand that demographics (age,
education, ethnicity, income, family size, home ownership statistics and daytime
employment population) are not the only important measure of your trade area;
psychographics, which is an index of consumer preferences and shopping
habits, is equally important to understand.

Consider the following when analyzing your trade area:

¢ Daytime Employment Population: Which major employers are leaving,
expanding within or entering the trade area?

¢ Retail Traffic Generators: How stable are big box retailers, malls,
theaters and other regional draws your property benefits from being near?
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¢ Residents: How stable are the residential communities surrounding your
property? What are the anticipated trends?
o Are residents shopping more frequently outside of their community
because other areas have more to offer?
¢ Employees: Does your store employee base live within the trade area? Is
transportation a problem for employees living outside the trade area?

COMPETITIVE ENVIRONMENT

Know your competition as well as your own property. If your marketing
department or management team hasndt done
analysis to take a candid look at the Strengths and Weaknesses of your center

(those things you can control), and the Opportunities and Threats from your

competition (things you cannot control). Taking the time to understand factors

like these will put you in the position to make smart strategic decisions.

Strengths & Weaknesses of your existing center:
¢ How does your existing center stack up to the competition?
¢ What are the strengths that can be built on?
¢ What are the weaknesses? Can they be resolved? Could a new strategic
focus help to minimize or negate these weaknesses?
Be realistic in your analysisi toomany owner s think that 1t he
location. Get feedback from different perspectives.

Opportunities & Threats from the competing centers in the area:
¢ How are the existing centers positioned in terms of their tenancy and
physical condition?
¢ Are there any new projects, redevelopments or facelifts planned?
¢ Are there any possible opportunities for new shopping center development
in the trade area? Is there land available or a struggling car dealership
that might go out and be converted into retail?
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