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Owner insights: Navigating retail centers responses

he last few weeks have

been a blur since a cloud of

uncertainty landed on the

U.S. economy and nobody

could have a conversation
about it without using the word
“unprecedented” at least 15 times.
It seemed like every municipality,
chamber of commerce and landlord
in the country was left scurrying
to be the first to provide the inside
track to what was sure to be the
golden ticket of pandemic survival:
the government subsidy.

It became clear early in the
pandemic that with so many
unknowns, a ramp-up of gathering,
organizing and dissemination of
operational and economic informa-
tion would be crucial in the coming
months. With the expectation that
rent modification requests would
be coming, we quickly developed
tracking mechanisms to better
understand which tenants were
closing or modifying hours, and to
what extent their sales and overall
financials might be impacted. A
large component of working with
tenants through these turbulent
financial times is making sure they
have access to valuable capital and
grant resources like the new Coro-
navirus Aid, Relief, and Economic
Security Act’s Paycheck Protection
Program.

We sent tenants email updates
on these programs or hosted digi-
tal meetings to help guide them
through this process. We even cre-
ated a resource portal and produced
videos outlining the programs and
the step-by-step process to apply.
We hired consultants and found

banks willing to
work with our
merchants to help
them avoid getting
put in line at big
banks that may
have prioritized
larger customer
applications to the
Small Business
Administration. As
of the beginning
of May, the sec-
ond round of PPP
funding has not yet been exhausted
and over two-thirds of our eligible
tenants have applied for this forgiv-
able loan program (and many have
started to see funding come in over
the last few weeks).

Most tenants and landlords now
will have charted out a near-term
plan through the closure period. It
is critical that businesses reopen
successfully. We created a “re-
opening committee” weeks before
reopening dates were announced
to proactively provide a one-stop
resource to connect each tenant
with the feedback and assistance
they need. Some key reopening com-
ponents include:

e Providing handwashing stations,
regular site cleaning and on-site
support for merchants to be sure
customers and employees feel they
are arriving in a clean, safe environ-
ment;

e Providing tenants with resources
to create new signage where needed;
e Facilitating the creation of cus-
tomer pickup zones in the shopping

centers;

e Providing marketing staff or
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NewMark Merrill Cos. kicked off its “Wave of Kindness” progmm by workmg with its
grocery partners to give over $14,000 in groceries to families as they checked out. At
the Sam’s Club in Village at the Peaks in Longmont, the company surprised customers
at the special senior curbside concierge service.

consultants to help mom-and-pop
tenants with customer messaging
through email, review sites, digital
marketing on electronic signs and
social media;

e Providing an emergency backup
supply of masks; and

» Keeping tenants appraised of
new and ongoing local subsidy pro-
grams and operating requirements
so they are in compliance.

By the time you read this, many
shopping centers and tenants will
be in the early phases of reopen-
ing with limited capacity and other
restrictions. This large-scale reopen-
ing of retailing with a wide variety

of variations between jurisdictions
is unprecedented too, but it’s a good
thing nonetheless. With any luck,
Americans will be tired of being
penned up for so long. We will all
be showing up on Instagram and
Facebook behind our latest designer
face mask.

Higher sales volumes are what
our communities and centers most
need to regain their footing and
prosper again. Owners who partner
with their tenants now have an
amazing opportunity to build deep-
er, better long-term relationships
with them for the future. A

he
| BRORERAGE INC.

1528 Wazee Street Denver, CO 80202 « 0: 303.623.0200 « F: 303.454.5400 « www.antonoff.com

9190 W. Colfax Ave.

Signalized corner location
Ample parking
Tom Bevans

2,306 Hard corner free standing building

716 16th St. Mall

Rare 16th St. Mall opportunity!
2,853 SF of street level retail space
Can NOT do Restaurant

Tom Bevans

Sheridan Crossing Il

2 spaces available — end cap unit and in-line unit
Unit 900 - 10,720 SF end cap unit with patio available
perfect for restaurant/brewery

4750 W. 120th Ave.

Highly visible center
Louis Lee

Equitable Building

730 17th Street #1C, Denver
Beautiful Historic Bank Space

4001 S. Federal Ave.
For Sale - $725 000 00

3,618 SF Building located in
South Federal Light Industrial Corridor
Dock high & Drive-in door
Heated flooring in warehouse

84th and I-25, SW Hard Corner
5400 SF Building/.62 Acre Pad
Jeffrey Hirschfeld

4,086 RSF — 1st Floor, 1,195 RSF — Mezzanine
Available Now for Lease or Sale
Jeffrey Hirschfeld or Tom Bevans

Potential uses: distribution, light manufacturing,
sales/warehouse
Bob Bramble or Charles Nushaum
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