
2007 CORPORATE
SPONSORS TO DATE:

Adolfson & Peterson Construction

The Avalon Group

Barna, Guzy & Steffen, Ltd.

Bremer Bank, N.A.

Brookfield Properties Corporation

Cambridge Commercial Realty

CB Richard Ellis

Colliers 

Commercial Partners Title, LLC

CSM Corporation

Cuningham Group Architecture, P.A.

Dalbec Roofing

Dougherty Funding LLC

Exeter Realty Company

General Growth Properties, Inc.

Gray Plant Mooty

Great Clips, Inc.

Griffin Companies

H.J. Development, Inc.

JE Dunn Construction

Jones Lang LaSalle/Rosedale Center

KKE Architects, Inc.

Kraus-Anderson Companies

LandAmerica Commercial Services

Landform

M & I Bank

Madison Marquette

Messerli & Kramer P.A.

Midwest Maintenance & Mechanical, Inc.

Minneapolis/St. Paul Business Journal

NorthMarq Capital, Inc.

Northstar Partners/Cushman & Wakefield

Olsson Associates

Oppidan, Inc.

Opus Northwest LLC

Paster Enterprises, LLC

Reliance Development Company, LLP

RLK Incorporated

Robert Muir Company

RSM McGladrey, Inc.

RSP Architects

Ryan Companies US, Inc.

Schoell Madson

Solomon Real Estate Group Inc.

Target Corporation

TCF Bank

Towle Financial Services

United Properties

Venture Mortgage Corporation

Weis Builders, Inc.

Wells Fargo Bank, N.A.

Welsh Companies, LLC

Westwood Professional Services, Inc.

1031 Exchanges on page 2  

The increasing popularity of 1031

exchanges shows that real estate investors

are continuing to warm up to this method

of deferring capital gains tax on the sale of

investment property. A 1031 exchange, also

known as a Starker exchange (named from a

landmark 9th Circuit Court case) or “like kind”

exchange, is a method for any taxpaying

individual or entity to defer paying capital

gains taxes on that sale. As the name implies,

the investor cannot sell the real estate outright.

The property must be “exchanged” for another

piece of real estate. 

Congress allows 1031 exchanges (named after

Section 1031 of the IRS code) under the

premise that they will spur a benefit to the

economy as a whole by allowing property

owners to continue their investment in 

property without facing the tax burden that 

an outright sale of that property would impose.

For example, a small retail store owner can

move to a larger facility without the tax burden

of selling the store’s major asset, its real estate.

Apartment building owners can use the tax

deferral to move their invested dollars into

larger properties. 

What properties qualify for a 
1031 exchange?
Section 1031 of the Internal Revenue Code

states that property that is held for use in a

“trade or business” or for “investment

purposes” qualifies for an exchange. 

Location: Broadway

Street (CSAH 75) and

CSAH 39 in Monticello

Month/Year Opened:
Under Construction;

Tenant Delivery 

Spring 2007

Owner: Broadway Market 

Investors, LLC

Managing Agent/Center Manager: Steiner

Development, Inc.

Leasing Agent: Lisa Diehl, CCIM, 

CPM, (952) 475-5135, Steiner 

Development, Inc.

Architect: Weber Architects & Planners

Construction Contractor: Steiner

Construction Services, LLC

GLA: 22,000 sf multi-tenant retail space; one

end cap with drive thru and one pad site with

drive thru

Market Area Served: Monticello and

surrounding areas of Albertville, Becker, Big

Lake, Buffalo

Construction Style: Brick, glass and EIFS

store fronts with awnings

Additional Facts/Narrative: New freeway

interchange open, excellent visibility/access,

minimum bays, 1,300 sf, strong traffic counts.

In proximity to SuperTarget and Home Depot.

Pad site is available for sale or ground lease.

BROADWAY MARKET

1031 EXCHANGES: GAINING GROUND

Snapshot

Feature
Guest Author: Patrick Harrigan, LandAmerica 1031 Exchange
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Property used in a trade or business is

typically not difficult to determine;

however, the determination of what is

investment property is not always clear.

The inquiry turns on the intent of the

taxpayer to hold the property as an

investment and will vary with each

investor. It may be helpful to determine

what properties qualify for an exchange by

looking at what properties do not qualify.

Properties that do not qualify are properties

held for personal use (such as an

individual’s primary residence or second

home), property held strictly for re-sale or

property held by a dealer as inventory.

There are a few myths that commonly arise

in 1031 exchange discussions. One myth

perpetuates the notion that a “like kind”

exchange requires that a property seller

(taxpayer) exchange into a property of

similar use. For example, a duplex owner

must exchange into another duplex or an

office building owner must exchange into

another office building. Actually, the

definition of “like kind” property within

real estate is much less restrictive. Any

property that qualifies as an investment or

is used in a trade or business can be

exchanged for any other property that fits

that definition. For instance, the seller of a

duplex can exchange into vacant land or a

retail store owner can exchange into

industrial property. 

What is the process to complete
an exchange?
The vast majority of 1031 exchanges are

completed as straight deferred exchanges

using the services of a qualified

intermediary. The use of an intermediary is

necessary since the IRS prevents the seller

(taxpayer) from taking receipt of the sale

proceeds during an exchange. The

intermediary will work with the taxpayer

on the sale of their relinquished property

and subsequent purchase of the

replacement property. The intermediary

cannot be the taxpayer’s agent (e.g.,

attorney, real estate agent, broker,

investment banker, employee or

accountant). The intermediary also cannot

be related to the taxpayer or related to the

taxpayer’s agent. Companies that provide

routine financial, title insurance, escrow or

trust services are not considered

disqualified parties and can act as the

taxpayer’s intermediary. 

The IRS imposes two strict time frames for

completing an exchange. The first is the

identification period. This requires that

taxpayers identify the replacement property

within 45 days from the closing of the

property sold by the taxpayer. Identification

is accomplished by providing a written

statement signed by the taxpayer stating

what property the taxpayer intends to

purchase. The identification notice must

contain an unambiguous description of the

replacement property, usually the legal

description or a complete street address.

There are rules regarding identification of

replacement property. Identifications must

comply with ONE of these rules. They are: 

The Three-Property Rule – Up to any

three properties may be identified

regardless of their market values.

The 200% Rule – Any number of

properties may be identified as long as

their fair market value does not exceed

200% of the fair market value of the

exchanged property.

The 95% Rule – Any number of

replacement properties may be identified if

the fair market value of the properties

actually purchased is at least 95% of the

fair market value of all the replacement

properties identified. In other words, the

taxpayer must purchase no less than 95%

in value of all properties identified.

Except for the 95% rule, it is not necessary

to purchase all identified properties,

however, the taxpayer cannot purchase a

property that was not identified within the

45 days and claim a valid exchange. 

The second time period imposed by the

IRS is the exchange period. The taxpayer

must acquire the replacement property

within 180 days of the closing of the sale

of the relinquished property. This period

may be shortened if the taxpayer’s tax

filing date (April 15th for individuals and

partnerships - March 15th for corporations)

falls within the 180 days, however, a

taxpayer can file an extension to use the

full 180 days if necessary. For example, if

a property is sold in December, the due

date for the taxpayer’s tax filing will arrive

before 180 days has expired requiring the

taxpayer to close on the replacement

property or file an extension.

Real estate investors are pleased at their

ability to dispose of real estate and avoid

capital gains tax when relocating,

upgrading their investment or changing

their type of property holding to follow

market conditions. Although 1031

exchanges have certain procedures that

must be followed and the ultimate decision

to complete an exchange should be

determined with their tax professional, real

estate investors are increasingly using this

tool to avoid sending a share of the equity

they have accumulated to the IRS.  �

1031 EXCHANGES continued

Are you paying more 
than your fair share?

Let Fredrikson & Byron’s property 
tax lawyers take a closer look. 

PROPERT Y TAXES
DESERVE A CLOSER LOOK

Judy Engel ...............612.492.7118

ThomasWilhelmy... 612.492.7058

1. Spend More Time with Family
and Friends – More than 50% of

Americans vow to appreciate loved

ones this year.

2. Fit in Fitness – Exercise keeps 

you healthy and makes you feel

better.

3. Tame the Bulge – Over 66% of 

adult Americans are considered

overweight or obese.

4. Quit Smoking – On average,

smokers try about four times before

they quit for good.

5. Enjoy Life More – It’s an important

step to a happier and healthier you.

6. Quit Drinking – Many heavy

drinkers fail to quit cold turkey but

do much better when they taper

gradually.

7. Get Out of Debt – Spend this year

getting a handle on your finances.

8. Learn Something New – Challenge

your mind in the coming year.

9. Help Others – Volunteer at a

nonprofit organization.

10. Get Organized – Whether you want

your home or office organized, this

can be a very reasonable goal.

Source: Kimberly & Albrecht Powell,
Pittsburgh Management Firm

TOP 10 NEW YEAR’S RESOLUTIONS



2007 LEADERSHIP
OFFICERS

President
Jay Scott, Solomon Real Estate Group

1st Vice President
Bruce Carlson, United Properties

2nd Vice President
Cindy MacDonald, Kraus-Anderson Co.

Treasurer
Ken Vinje, CCIM, SCSM, Kraus-Anderson Co.

Secretary
Brett Christofferson, Weis Builders, Inc.

DIRECTORS
Peter Berrie, Faegre & Benson LLP

Deb Carlson, Northstar Partners/Cushman & Wakefield
Tom Madsen, Benson-Orth Associates, Inc.

Bill McCrum, W.E. McCrum, Architect
Stefanie Meyer, United Properties

Anthony M. Pasko, Bremer Bank, N.A.
Missy Schmidt, Leeann Chin, Inc.

Immediate Past President
Sara Stafford, LandAmerica Commercial Services

COMMITTEE CO-CHAIRS
Awards

Margaret Jordan, Great Clips, Inc.
Dan Parks, Westwood Professional Services, Inc.

Community Enhancement
Nikki Aden, Target Corporation

Shelley Klaessy, Brooks Mall Properties

Golf
Peter Armbrust, United Properties

Brad Kaplan, M2 Real Estate Group

Legislative
Howard Paster, Paster Enterprises

Todd Johnson, Steiner Development, Inc.

Marketing and Communications
Matthew Mock, Braden Construction, Inc.

Stephanie Dean, Stahl Construction Company

Membership
Aaron Barnard, Northstar Partners/Cushman & Wakefield
Mark Norman, Park Midwest Commercial Real Estate

Newsletter
Deb Carlson, Northstar Partners/Cushman & Wakefield

Sara Martin, Welsh Companies, LLC

Program
Paula Mueller, Northtown Mall/Glimcher Properties

John Tramm, Griffin Companies

Retail Report
Jen Helm, United Properties

Gregg Erickson, United Properties

Technology
Cindy MacDonald, Kraus-Anderson Co.

Sean Cullen, McCombs Frank Roos Associates

Sponsorship
Ned Rukavina, United Properties

Bill McCrum, W.E. McCrum, Architect

MSCA STAFF
Executive Director - Karla Keller Torp
(P) 952-888-3490 (C) 952-292-2414

ktorp@msca-online.com

Associate Director - Stacey Bonine
(P) 952-888-3491 (C) 952-292-2416

sbonine@msca-online.com

8120 Penn Avenue South, Suite 114
Bloomington, MN 55431

(F) 952-888-0000
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Amazons Editors’ Picks for Top 10 Business Books in 2006:

1. The Long Tail & Why the Future of Business is Selling Less of More by Chris Anderson

2. Making Globalization Work by Joseph E. Stiglitz

3. Success Built to Last: Creating a Life that Matters by Jerry Porras

4. The Starfish and the Spider: The Unstoppable Power of Leaderless Organizations by Ori

Brafman

5. Knowledge and the Wealth of Nations: A Story of Economic Discovery by David Warsh

6. Origin of Wealth: Evolution Complexity, and the Radical Remaking of Economics by Eric D.

Beinhocker

7. Stumbling on Happiness by Daniel Gilbert

8. Mavericks at Work: Why the Most Original Minds in Business Win by William Taylor

9. Changing Minds: The Art and Science of Changing our Own and Others People’s Minds
(Leadership for the Common Good) by Howard Gardner

10. Setting the Table: The Transforming Power of Hospitality in Business by Danny Meyer

Contact Deb Carlson at dcarlson@northstarpartners.net with your reading recommendation.

GOOD READS Bookmark

The 2006 holiday season finished with

another showdown between the nation’s

retailers and consumers. Many retailers

found themselves in the same position as in

recent years, counting on those last minute

procrastinators to meet their sales goals even

amid early reports of a strong shopping weekend.

Did you notice more flyers for Wednesday sales

with “50% off & more One Day Sale” or “This

is the Biggest Sale of the Year” ads?

The toy industry has been helped by a plethora

of hot toys, giving analysts hopes that the

industry will see a reversal in several years of

sales declines. Shoppers were in search of

certain hot toys such as Fisher-Price’s T.M.X.

Elmo and Sony’s PlayStation3, and such

popular consumer electronics such as flat-panel

TVs. Other hot items included iPod accessories,

cell phones with built in MP3 capabilities,

Nintendo’s WII and gift cards.

For most other apparel, shoppers waited for the

best deals. Department stores such as Federated

Department Stores Inc.’s Macy’s and

Bloomingdale’s as well as J.C. Penney Co. Inc.

were expected to have solid gains, benefiting

from industry consolidation and better fashions. 

For the first time, sales of gift cards this

holiday season were expected even to beat sales

of toys and games. Shoppers were forecasted to

buy $80 billion worth of the cards, 20% more

than last year. Fees can pile up quickly. If you

received a gift card(s), watch out for the fees

and rules that deplete the value of gift cards,

which are getting increasing scrutiny. In

Minnesota, the Legislature plans to consider a

bill in 2007 to ban expiration dates and service

fees on cards.

As of this printing the final tally on retailer

results is not in. Look for actual results in the

February MSCA newsletter.

HOLIDAY RECAP

The greatest benefit of MSCA membership is the opportunity to participate on a Committee.
MSCA has 11 committees to help shape how the association affects the overall membership and

the retail real estate industry as a whole. It is a great way to network with other MSCA members

from various disciplines. Time commitment varies by committee with monthly, bi-monthly or

quarterly meetings. Some require year-round participation, while others are partial year obligations

leading up to an annual event.

If you would like to get involved and join a committee, call the MSCA office at (952) 888-3491.

2007 MSCA COMMITTEES



Expect to see a lot more retail condos coming to market within

the next two to five years, because there are so many mixed-

used developments underway nationally, said Alvin Mansour,

the director of the national retail group at the Palo Alto,

California, office of real estate investment brokerage of

Marcus & Millichap.

Retail space owned outright rather than leased has been flooding

into select urban centers since 2004. Some $44.9 million worth

of retail condominiums changed hands in 2003. That soared

nearly 15-fold to $649.8 million in just a year, according to

Real Capital Analytics, a New York City based data provider.

Retail condos will compete for single-tenant property deals,

says Mansour. Instead of buying a Starbucks drive-through in 

a tertiary market, now you have a choice to buy a Starbucks

retail condo.

MSCA And The

Newsletter  Committee

Wish You And Yours A

H a p p y  N e w
Y e a r !

●  Chipotle is coming to “The Point”, a new retail and office

development situated at the northeast quadrant of France

Avenue S and W Old Shakopee Road.

●  Borders will be closing the store in Block E at the corner

of 6th and Hennepin Avenue.

●  Scottsdale Java Co. will open in Chaska Crossing at Hwy

41 and Engler Boulevard in Chaska the first quarter of 2007. 

●  JMW Development announces their latest retail center:

The Market at Lino Lakes. This strip center, projected to

begin construction in spring of 2007, is adjacent to the Lino

Lakes Target Supercenter and Kohls.

●  Ron Trach is constructing a 9,400 sf multi-tenant retail

building. Look for the building to be ready for occupancy 

in 2007.

●  Look for 3 new Panchero locations in the Twin Cities

located at Southtown Shopping Center, Normandale Village

and Rosedale Square.

●  Chino Latino and Manny’s are going national.

●  Sushi Tango is opening in Tamarack. There are more

locations to come.

●  True North Investment’s redevelopment of the former

Konrad’s/Toro’s of Aspen site at Shady Oak Road and 62 

in Minnetonka is well underway with Jimmie’s restaurant

next door. 

●  Chang Bang, a full-service pan Asian restaurant opened

Saturday, December 17, in the Midtown Global Market in

Minneapolis. Shea, Inc. designed the restaurant in

partnership with owner Chang Vang.

Tractor Supply Company (TSC), headquartered in Brentwood,

Tennessee, is the largest retail farm and ranch store chain in

the United States. The company operates more than 650

retail stores in 35 states, and has over 7,800 employees. It trades

on the NASDAQ exchange under the symbol “TSCO.”

The company was founded in 1938 as a mail order catalog

business offering tractor parts to America’s family farmers. Today

Tractor Supply Company is a leading edge retailer with revenues

surpassing $2 billion.

Tractor Supply Company stores supply unique products to

support their customers’ rural lifestyle, from welders and

generators to animal care products, and men and women’s work

wear. You can also find pet supplies, animal feed, power tools,

riding mowers, lawn and garden products and more. Each store

team also includes a welder, a farmer and a horse owner who

collectively provide an exceptional depth of knowledge and

resources. The only thing you can’t buy at TSC is a tractor!

Tractor Supply Company stores are primarily located in rural

areas and the outlying suburbs of major cities. In Minnesota, TSC

currently has 7 stores located in Elk River, Inver Grove Heights,

Mankato, Moorhead, Rochester, Rockford and Worthington.

Tractor Supply Company is actively seeking new sites in rural

locations throughout the state. The typical TSC store has 15,000-

24,000 sf of inside selling space with a similar amount of outside

space used to display agricultural fencing, livestock equipment

and horse stalls. 

Sites can be submitted to Mark Gillman, Director of Real Estate,

Tractor Supply Company at (615) 366-4675.    �

Press releases are printed based upon availability of space 
and relevance to the local market.

TRACTOR SUPPLY
COMPANYMarketplace Rising Star

msca news 2007 www.msca-online.com4

by Carol Ulstad, Suntide
Commercial Realty, Inc.

RETAIL CONDOMINIUMS

MINNESOTA
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Where is the Snow?

Our lack of snow forces snow bunnies to go online in search of

the white stuff. Here are some sites with detailed maps and

reports of snow depth locally, regionally and nationally.

�www.johndee.com/snowcover/mncover.htm
� www.ssec.wisc.edu/~scottb/ski.html
� www.nohrsc.nws.gov/nsa
�www.weatherunderground.com/US/Region/US/

SnowDepth.html

Our monthly program meeting date is the first Wednesday of

every month. All meetings will be held at 8:00 a.m.

(registration at 7:30 a.m.) at the Sheraton Bloomington Hotel

unless otherwise noted or publicized before the program.

Program topics and location are subject to change.

Wednesday, February 7 – Trends, Doubletree Hotel Minneapolis
Park Place

Wednesday, March 7 – MSCA Headline Speaker

Wednesday, March 14 – Business Day at the Capitol, Crowne
Plaza Hotel

Wednesday, April 4 – Development

Craig Walters, Eschelon

Telecom, Inc.

Chad Macy, Jones Lang

LaSalle

Stephani Sundry, TOLD

Development Company

Adam Fisher, MNCAR

Dan Mossey, Steiner

Development, Inc.

Nyberg Joins Itasca
Kim Nyberg, formally of GMAC Commercial Mortgage and

Capmark Financial, has joined Jon Dahlin and Ross Dahlin of

Itasca Funding Group, Inc.

Verdi Moves Location
Verdi Construction, a full-service Twin Cities general contracting

firm, marked the occasion of its first year in business with a

move to a larger location in Plymouth.

Re-Cor Forms
Jeff Draxten, Terry Forliti and Dave Lundeen of Acacia Real

Estate Partners have joined together with Bill Gavin of

Appaloosa, LLC and Kris Krentz of KJKrentz Law to form Real

Estate Corporation of America, or Re-Cor for short.  Re-Cor is

currently developing projects in Plymouth, Sauk Rapids,

Owatonna, northern Minnesota and western Wisconsin. 

Itasca Moves Location
Itasca Funding Group, Inc. has relocated to: Two Appletree

Square, Suite 444, 8011 34th Ave. S., Bloomington, MN 55425.

Press releases are printed based upon availability of space 
and relevance to the local market.

JANUARY

CHRISTOPHER NAUMANN

WELCOME

Company: KKE Architects, Inc.

Primary Career Focus: Commercial

Retail Design & Development, 

Urban Design 

Education: Joint Graduate Degrees:

Architecture, Urban Planning; UW-

Milwaukee

ANGELA DEMONTE-FRANDRUP

2007 Events Schedule

Member ProfilesMember News

New Members
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Very First Job: Selling hot dogs at Lambeau Field

Dream Job: Fighter pilot

MSCA Involvement: Member since 2001, Newsletter

Committee, Caring Tree Supporter

Company: Landmark Environmental

Primary Career Focus: Environmental

Specialist; redevelopment of

contaminated properties consultant; Phase

I ESA’s and Phase II Investigations

Family: Husband, Nico Demonte and dog

Sophie (Cavalier King Charles Spaniel)

Dream Job: Journalist on TPT’s Globe Trekker 

television series

Secret Talent: Used to work as a professional figure skating

and dance teacher

SEARCH ME Web Sites

MSCA



msca news 2007 www.msca-online.com10

After many years of development,

franchising has become one of the

hottest trends as a successful

business growth strategy across many

types of industries and market segments.

This is evident in the growing percentage

increase in net number of franchise units

from year to year. Recently, franchising

continues to extend beyond the traditional

franchise forms, such as fast food

restaurants, to new industries that are

adopting the franchised organizational form.

Franchise opportunities are evolving with

an ever-changing U.S. demographic.

Specifically, aging populations, the

growing demand for increased

convenience, and increased concern about

reducing expenses are leading to an

evolution of new franchise concepts such

as: (1) do-it-yourself meal preparation, 

(2) senior care, (3) health care, (4) eBay

consignment stores, (5) pet-related

businesses, (6) kids’ specialty services, 

(7) fitness and weight loss, (8) business

services (e.g., tech consulting, advertising,

commercial cleaning, computer repairs,

etc.), and (9) home improvement (e.g.,

decorating, furniture, window treatments).

For example, as recently reported in the

Star Tribune, Hastings-based Anytime

Fitness now has 320 franchised small

fitness centers located in 46 states,

including 90 locations here in Minnesota.

Not bad for starting in mid-2002.

Internationally, one of the biggest new

trends is for franchisors to look at Asian

markets for large expansion opportunities.

While there are still challenges with

franchising in China, it presents

unprecedented opportunities for franchisors

as new laws and regulations protecting

foreign businesses are beginning to form.

Another global trend presenting franchising

opportunities is the expected doubling of

consumer spending power in emerging

economies over the next 10 years. 

Franchising has many advantages, such as

improved purchasing scale, inherent

motivation in franchisees, supply chain

efficiencies and effective administrative

and operational systems. On the financial

side, financiers are discovering that

franchising exhibits a desirable business

model for investors because franchisors

typically have solid management in place,

high positive cash flows and attractive

balance sheets. On the other hand,

potential downsides exist with franchising,

such as communication problems, lack 

of innovation, potentially poor

management at the franchisee level, 

and slow decision making. 

When evaluating a particular franchise,

whether as a tenant or as a franchising

opportunity, one factor to consider is

whether the franchisor/parent company is

maintaining a certain percentage of

corporate stores. This ensures that the

franchisor is continuously tied to the

dynamics of the business and provides

incentive for the franchisor to continue

managing innovation and change

successfully. In addition, any given

franchise needs to be evaluated, in part,

based on its track record and its projected

direction for the future. 

While not all franchises are as successful

as Anytime Fitness, and some prove to be

flashes in the pan, franchising is a hot

trend whose growth shows little sign of

cooling. �

THE FRANCHISING TREND Hot Spots/Cold Snaps
by Eric Beazley, Loucks Associates

by Rich Karlgaard  (excerpts taken from www.forbes.com)

U.S. economy grows at 3% plus. The

China trade deficit will show up as a

capital surplus – a trillion U.S. dollars held

by the Chinese, most of it coming back

into 10-year U.S. Treasury’s. It will

suppress yields, which is good for stocks

& low mortgage rates. Housing will be

fine in 2007; consumers are still spending

and businesses are still investing. 

Global economy grows at 4.5% plus.
China may be slowing, but Europe is

growing. Much depends on the U.S. – if we

grow 3.5%, the global economy will clock

another 5% growth. 

American stocks do well. Why? Ten-year

U.S. Treasury is yielding 4.6%, a rash of

buybacks, mergers and LBOs have shrunk

the supply of stocks by 5% a year since

2002 and stocks traditionally do best

during a President’s third year. 

Big Tech has another good year. In 2006,

HP was up 39%, Oracle was up 40%, and

Cisco was up 58%. Look for Microsoft to

beat the market this year, and possibly

Intel. Downside? Apple – monthly sales of

iTunes fell 65% in 2006.

Web 2.0 inflates to bubble status. Fad

sites are multiplying and venture capital

firms are irrationally bidding up valuations

for all those MySpace wannabes.

Bargains emerge in U.S. residential real
estate. But not everywhere; California

prices are stubbornly high, Coastal Florida

may be oversold. Look for buyers to trickle

back, but stay away from condos, with an

oversupply of 70,000 units in Miami alone.

Tiny jets begin to ship. Private jet sales

grew 23% during the first nine months 

of 2006.

Hockey and soccer gain popularity.

Why? Large flat-panel televisions; fast-

moving goal sports are hard to follow on

small TVs.

And last but certainly not least,
Karlgaard predicts the New Orleans
Saints will win Super Bowl XLI. Ha –

but what about those Vikings? 

www.karlgaard.com �

FEARLESS 2007 PREDICTIONS



MSCA Flash Production now available!

We have a Flash Production to promote

MSCA at joint programs, monthly

meetings and new member luncheons,

which will increase awareness and

membership. You can go to the MSCA

home page under “New”, click on

“View the new MSCA Flash

Production”, click on the MSCA logo.

Enjoy the presentation! For questions,

please contact Cindy MacDonald at

(952) 948-9408.

TECHNOLOGY Tip
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The MSCA Newsletter Committee is

always trying to improve and enhance

the look and content of our articles,

reflecting opinions of both readers and the

writers. We have made some changes in

not only content and monthly columns, but

have also updated some of our heading

formats. We also plan to try to add more

photos each month.

You will see a variety of writers with our

lead articles. The Committee has

established a precedent of outsourcing four

“guest writers” annually. We want to take

advantage of the variety of expertise and

writing talent the MSCA has to offer. If

you have an interest in writing a guest

article, please contact co-chairs Deb

Carlson at dcarlson@northstarpartners.net

or Sara Martin at smartin@welshco.com. 

The Rising Star section, usually reserved

to highlight new retailers entering our

market, will from time to time include

established retailers who are announcing a

change of their format or a local or

national expansion.

The Market Update segment will be

renamed “Hot Spots/Cold Snaps” to not

only reflect the extremes of Minnesota’s

weather but also the success or challenges

of local economies and retailing trends in

the region. Rather than focusing on a

specific city or thoroughfare, we may

highlight a retailing or economic trend and

how it affects various submarkets. 

The Committee Profile space will be given

to a different committee each month, for

its own use in communicating its news and

events to all of the members.

We hope you will like the new look 

and viewpoints. Let us know what 

you think!                       �

KEEPING OUR FORMAT FRESH Committee   Chat
by Ross Dahlin, Itasca Funding Group, Inc.



Minnesota Shopping Center Association

8120 Penn Avenue South, Suite 114

Bloomington, MN 55431

SEE INSERT!
MSCA 2007
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7500-7528 42nd Ave. North
New Hope, Minnesota

Dan Lincoln, CCIM
651-755-8726 mobile

651-289-5555 office

dlincoln@manleycommercial.com

For more information contact:
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169

New office & retail development

28,000 square feet available

Great location near the heart of 
New Hope

Developed by Manley 
Commercial

Easy access location with high 
traffic counts

Affordable units starting at 900 
square feet

•
•
•

•

•

•

www.manleycommercial.com


