
According to the book Consumer Attitudes Toward E-Book
Reading:

� Places where e-books are downloaded: Amazon 61%;
B&N 20%; Library 7%; Sony 5%; ebooks.com 10%.

� Nearly half (49%) of e-reading devices continue to be
acquired as a gift from someone else.

� Cost of entry is still the top reason people who read e-
books have not switched to a device.

� Among e-book buyers, print is definitely losing ground
– nearly 50% of e-book readers now say they are
buying exclusively or almost exclusively e-books.

� 38% of those indicating first e-book purchase say they
started within the last 6 months.
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The publishing world continues to change. As evidence,
you are reading this article in an online newsletter. While
Amazon continues to promote its Kindle as its “#1

bestselling item for two years running” and Barnes & Noble
claims to operate “one of the Web’s largest e-commerce
sites,” bricks-and-mortar bookstores across the nation are
struggling to reinvent themselves in the face of changes in
publishing and readership due to technological advances
that have made it easy and popular to access and
purchase publications through the internet and the use of
electronic readers (“e-readers”).

The most public struggle with repositioning a traditional book
store is Borders Group, Inc. In February 2011, Borders
announced its filing for reorganization under Chapter 11 of
the Bankruptcy Code, and the closing of four Twin Cities
metro area locations: The Shoppes at Arbor Lakes Phase II in
Maple Grove; Bonaventure Shopping Center in Minnetonka;
Shops at Lyndale in Richfield; and Midway Marketplace in
St. Paul. Despite efforts to reorganize and sell the remaining

operating stores, Borders announced July 18, 2011 that it is
seeking court approval in the bankruptcy for liquidation of
all of its assets. In its press release, Borders cited the
challenges it was facing given the changes in the book
industry, including the e-reader revolution, as reasons for the
liquidation process rather than a sale.

The importance of an internet presence and the offering of
an e-reader has not been lost on the world’s largest
bookseller, Barnes & Noble. In fiscal year 2011, Barnes &
Noble reported a record $7 billion in sales. According to a
June 21, 2011 press release, “[t]he rapidly growing digital
business propelled the top-line at BN.com driven by the
company’s NOOK™ eReader product line and digital
content from the NOOK Bookstore™.” Year-over-year
comparable sales increased 65%, accounting for $858
million in sales. Even with such strong returns from digital
sales, Barnes & Noble continues to operate 705 retail
bookstores and 636 college bookstores.
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Stats:
E-Reading

� When asked of e-book buyers if they would wait three
months for the e-version of their favorite author, about
a third said they would just buy the hardcover and a
third said they would wait.

� iPad use so far indicates that it will be for the casual
multi-function device person, not as many heavy
buyers/readers.

� Genre popularity: fiction still dominates as top genre at
75%. How-to guides dropped 8 points to 17%; comics
and graphic novels have jumped 6 points to 15%;
textbooks still low at 11%.

� At least 55% of e-book readers are now buying multiple
genres.

� 21% of those responding in the study indicated they
were very likely to by a new e-reader for themselves.

� 9% indicated they were very likely to buy a new
e-reader as a gift for someone else in next 2 months.

Source: http://www.libraries.wright.edu/noshelfrequired/?p=1305, 2009-2010

http://www.libraries.wright.edu/noshelfrequired/?p=1305
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With Barnes & Noble’s increased sales
numbers, it is no surprise that another large
retailer is entering the e-reader
marketplace. On July 11 Target Corp.
announced that it has negotiated an
exclusive six-month deal to sell the Story HD,
the first e-reader to be fully-integrated with
the Google eBooks platform.

The importance of the changes brought
about by technology has been recognized
by locally owned bookstores, too. Magers &
Quinn Booksellers in Minneapolis,
Minnesota’s largest independently-owned
bookstore, has been selling books online for
over 10 years. Jeff Peterson, Store Manager
at Magers & Quinn Booksellers, indicated
that Magers & Quinn is “able to sell books
online through about six different channels,
locally and nationally, and it is a good
supplement to what we are able to do in
store.” Without disclosing too much,
Peterson indicated that online sales from
the store website account for a
“substantial” part of its total sales, and that
is without any offerings of e-books.

Users of e-readers and manufacturers alike
tout the benefits of their use, including 20%
faster page turns, extensive book selection,

free out-of-copyright book downloads and
their lighter weight than print books. Even
with all of these potential advantages, can
they replace the book? Opinions, statistics,
and research varies widely on the topic –
just ask any member of a book club.
Peterson doesn’t believe e-readers can
replace books, stating, “[t]here are some
books that are not compatible with reading
electronically, and sales of books in those
genres have remained strong.” However,
the Association of American Publishers April
2011 Report indicated that net sales for all
trade categories was down 2.4% year-to-
date through April when compared with
2010, while e-book sales increased 157.5%
for the same time period.

Peterson reports that readership and
purchasing of “literary fiction and poetry
has not dropped off as drastically as some
other categories of books,” and “art books,
cookbooks and children’s books maintain
steady sales through changes in the e-book
market.” This supports the theory that it may
be possible for smaller, locally-owned
bookstores to thrive with niche offerings that
may not be amenable to electronic
delivery.

The American Booksellers Association,
established in 1900, is critical to assisting
independent booksellers navigate the
changes brought on by increased on-line
purchasing and the use of e-readers. “The
ABA is doing a great job in assisting
independents, and is currently negotiating
on behalf of independent book owners to
create a partnership with a large e-reader
platform,” stated Peterson. Alignment with
a larger player in the e-reader marketplace
could be the latest hurdle in sustainability of
smaller independent bookstores, since sales
of eBooks requires significant investment in
a platform that would be compatible with
the current selection of devices.

Alas, will the bookstore that is able to
sustain its profitability through increased
online presence and adopting an e-reader
platform still need its bricks-and-mortar
space? The jury is still out. Maybe we
should ask the butchers, bakers, and
candlestick makers – some who gave up
independent retail presence, some who
limited and specialized their offerings, and
some who joined forces to be part of larger
retailers.

E-Books Rank as #1
Format among All Trade
Categories for the
Month

For the year to date (January/February
2011 vs. January/February 2010)
e-books grew 169.4% to $164.1M while
the combined categories of print books
fell 24.8% to $441.7M.

Digital categories:

E-book sales were $90.3 Million, growing
202.3% vs. February 2010. Downloaded
audiobooks were $6.9M, an increase of
36.7%.

Trade categories:

Adult Trade categories combined
(Hardcover, Paperback and Mass
Market) were $156.8M, down 34.4%.
Children’s/Young Adult categories
combined (Hardcover and Paperback)
were $58.5M, a decline of 16.1%

*Year-to-date 2011 vs YTD 2010: E-books
increased by 169.4% while all categories
combined of print trade books declined
by 24.8%

Source: Association of American Publishers, April 14, 2011
http://www.publishers.org/press/30/

http://www.publishers.org/press/30/
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Asthe real estate industry continues to
recover from the Great Recession,
the Minnesota Shopping Center

Association (MSCA) finds itself financially
strong and providing more services and
opportunities than ever. The MSCA Board
and staff are taking time to reflect on the
organization’s strengths and weaknesses as
well as external opportunities and threats—
yes, we have undertaken a SWOT
(Strengths, Weaknesses, Opportunities,
Threats) analysis.

The MSCA’s strengths include its strong and
diversified membership, led by a very
active core group. The organization
provides good membership benefits,
especially networking opportunities, with
monthly programs leading the way. The
staff has been strong, resulting in an
organized, professional experience for
members.

On the other hand, there is concern that
MSCA could use more retailers, out-state
members, and “junior” (i.e. less
experienced) members. Some also believe
that leadership (co-chairs and board
members) may not be strategic enough
with planning.

The SWOT analysis also highlighted several
opportunities. The launch of MSCA’s new
website and delivering the newsletter
electronically provide new and exciting
ways to reach members and provide
additional value. Retailers, government
representatives, outstate participants, and
emerging industry leaders are all great
targets for membership growth.

Finally, we focused on the threats to the
organization. As our industry has shrunk over
the last few years and real estate
companies have decreased their
professional development budgets, MSCA
faces increased competition from other
trade associations for fewer industry
participants. In addition, because of the
increased diversity of our membership (a
strength), it is becoming harder to keep all
members engaged.

Based on the SWOT analysis, the Board and
staff are now setting new goals to help
MSCA remain the preeminent industry
leader, providing valuable opportunities
and services to its members. If you have
any suggestions, please contact myself, the
MSCA Board or MSCA Staff. We welcome,
and need, your input to keep the MSCA
meeting your expectations.

by Peter Berrie, Faegre & Benson LLPHot Spots

President’s UpdateFeatured
Sponsors

CB Richard Ellis
To be the trusted advisor to
owners and occupiers of
commercial property.

Inland Real Estate
Corporation
The Midwest Marketplace for
Retail Space.

Mid-America Real Estate –
Minnesota, LLC
To be recognized as the
dominant local and regional
leader in providing full-
service retail real estate
brokerage, investment,
management and advisory
services for our clients, by
guiding and enhancing their
strategic, analytical and
tactical decision-making to
reach and exceed their real
estate goals.

Reliance Development
Company, LLP
Exceptional locations,
extraordinary results.

Welsh Companies
To be the preeminent real
estate service
provider/investor in the
Midwestern United States.

MSCA “Third Thursdays”

Who: MSCA members and their
colleagues

What: Casual networking hosted by
MSCA members

When: Third Thursday of every month
from 8:30–9:30 am

Why: Create synergy in the commercial
real estate industry—share ideas and
stories and make new effective
relationships.

Next meeting: The next meeting will be:
Thursday, August 18, 2011 at Panera
Bread in St. Louis Park (5680 Cedar Lake
Road, St. Louis Park 55416). MSCA
member hosts include Peter Armbrust of
NorthMarq and Lisa Diehl of Diehl and
Partners, LLC.

There is no fee for this event. Food and
beverage are not included. RSVP to
Stacey is preferred, but not required.
Hope to see you there!

Be able to articulate what
you are looking for and
how others may help you.
Too often people in
conversations ask, "How
may I help you?" and no
immediate answer comes
to mind.

Source:
www.strategiesforchange.com

Small Talk

Networking
Tip #8

The Caring Tree
campaign runs

July 22 - August 8, 2011.
Visit www.caringtree.org
for more information.

Jundt Joins Steiner. Steiner
Construction Services, Inc. is pleased to
announce that Bill Jundt has joined the
company as Vice President. Bill comes to
Steiner Construction with 25 years of
experience in commercial General
Contracting and Design/Build. Bill was
formerly a Senior Project Manager with RJM
Construction.

Member News

mailto: sbonine@msca-online.com
mailto: sbonine@msca-online.com
http://maps.google.com/maps?q=5680+Cedar+Lake+Road,+St.+Louis+Park+55416&hl=en&sll=37.0625,-95.677068&sspn=42.089199,92.109375&z=16
http://maps.google.com/maps?q=5680+Cedar+Lake+Road,+St.+Louis+Park+55416&hl=en&sll=37.0625,-95.677068&sspn=42.089199,92.109375&z=16
http://www.strategiesforchange.com
http://www.caringtree.org


�� Hot Mama will open a 2,100-sf store in August at Woodbury Lakes.

�� Bed Bath & Beyond will open a 26,000-sf store in Rosedale
Commons. The space was previously occupied by Linens ‘N Things.

�� Buy Buy Baby, a Bed Bath & Beyond retail concept will open in
fall 2011 in Woodbury Lakes. The 28,487-sf space was previously a Linens
‘N Things store.

�� Buffalo Wild Wings and The Vitamin Shoppe will both
open in the Roseville Commons. They will share a freestanding
10,500-sf building that was vacated by TGI Fridays.

�� La Casita Mexican Restaurant is opening in Coon
Rapids in a freestanding building across from Northtown Center
that was vacated by Fuddrucker’s.

�� Muddy Waters coffee shop has moved several blocks
down to 2933 Lyndale Avenue S. in the building formerly
occupied by Jon English Salon. It has changed its name to
Muddy Waters Bar and Eatery, offering a full menu and full bar.

�� Wilde Roast Café has moved to a new location at 65 SE
Main Street in Minneapolis, in the Riverplace development
along the Mississippi River, in the space most recently occupied
by Picosa.

�� Pandolfi Candy Gelato and Gifts opened at 3904
West 50th Street, on the alley side of the shops at 50th and
France. The shop offers 24 flavors of Palazzolo’s gelato, (one of
Oprah’s favorite things,) dozens of candies and chocolates,
and even has a cotton candy machine.

�� The owners of Be’wiched Deli are launching Icehouse,
which they describe as a 200-seat “listening room with food and
drink.” It will offer entertainment, a full bar, lunch, dinner, late
night and a Sunday gospel/jazz brunch. It will be located at
2528 Nicollet Avenue S. with a tentative November opening.

�� Owners of Northeast Social are opening a new restaurant in
the former Taco Morelos space and adjacent Caterpillar Lounge
portion of the former Azia. (14 W. 26th Street) They are launching
what they’re currently calling the Eat Street Social Club with
a plan to serve weekday lunch, daily dinner and weekend
brunch when the restaurant opens in mid-September.

�� It took less than two months for Ami Dharsee and his family to
purchase, overhaul and re-open a new restaurant called
American Grill in the Hong’s Kitchen space at 3752 Nicollet
Avenue S. The menu is eclectic fast food, with hamburgers, gyros,
catfish, wings, samosas and even some of the old Hong’s favorites
available to pick up. This is strictly a take-out place, with no tables
and almost everything under $10.

�� Gent Cuts & Grooming, a haircut and grooming concept
focused on men, opened at the intersection of Grand Avenue and
Victoria Street in St. Paul.

�� FreeStyle Yogurt signed a lease for a 1,452-sf space in Randolph
Hill Shopping Center in St. Paul. The shopping center is now 100% leased.

msca-online.com

MN Marketplace

M A R K E T
Events

Aug 18 Third Thursdays Networking
Sep 7 Geographic Focus
Sep 15 Third Thursdays Networking
Oct 5 Finance/Investment
Oct 20 Third Thursdays Networking
Nov 2 Retail Report Program

(afternoon)

Nov 17 Third Thursdays Networking
Dec 6 Year End Program and

STARRSM Awards (after-
noon/evening)

www.msca-online.com

OFFICERS
President
Peter J. Berrie, Faegre & Benson LLP
1st Vice President
Paula Mueller, Northtown Mall/Glimcher Properties
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Ronn Thomas, NorthMarq
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Eric R. Bjelland, NorthMarq
Secretary
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Herb Tousley, Exeter Realty Company
Newsletter
Andy McDermott, Shea, Inc.
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Tom Goodrum, MFRA, Inc.
Retail Report
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Sponsorship
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2011 Leadership

W A T C H
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Primary Career Focus: Equipment Financing (construction, office, medical, FF&E, etc.)
Family: Husband - Jack; 2 grown daughters - Lana & Mindy, 1 granddaughter - Marley
Hobbies: Traveling, cooking, meditation (just a different kind of traveling!)
Very First Job: Dayton’s cashier (loved the discount!)
Dream Job: To play for a living (haven’t figured out what that means yet)
Secret Talent: I do energy work
Favorite Food: Just about anything homemade – my husband and I love to cook
Favorite Book: Pay It Forward
Favorite Movie: Hard to pick one; I love movies. Comedies: Groundhog’s Day and Dirty
Rotten Scoundrels. Dramas: The English Patient and Avatar (best in 3D IMAX)
Favorite Quote: The Golden Rule
Mentors: My mother who was an amazing woman – smart, classy, successful & spiritual –
all combined with a great sense of humor
Favorite Place Traveled: The French Riviera – Ooh La La!

Mark Robinson
Paster Enterprises

Mary Jo Kelly
Kraus-Anderson Capital, Inc.

Member Profiles

Robert Schilz
Concierge Landscape
Environments

Adam Fisher
MNCAR

Dara Rudick
MNCAR

Johannes Louwers
The Brickman Group, Ltd.

Kathy Ebert
Diversified Acquisitions, Inc.

Debbie Johnson
Interstate Companies

Valerie Doleman
Guaranty Commercial
Title, Inc.

Primary Career Focus: Retail Leasing
Hometown: West Des Moines, IA
Education: BA in Real Estate, St Cloud State University
Hobbies: Fishing, traveling, and cooking
Very First Job: Ran my own lawn and snow company that I started at age 11
Dream Job: Running a charter fishing boat somewhere in the Caribbean
Secret Talent: Human spell checker
Favorite Food: Sushi
Favorite Book: Winning by Jack Welch
Favorite Movie: Gladiator
Favorite Quote: “If you ain’t first, you’re last” – Ricky Bobby
Mentor: Edward Paster
Favorite Place Traveled: St. Thomas (Caribbean)
MSCA Involvement: Chair of Technology Committee

New Members

The MSCA Cares Committee is responsible for The Caring Tree
and their mission to promote educational success for
Minnesota’s K-12 students in-need by ensuring that they

have the appropriate school supplies. Our goal is to raise financial donations at our various
events as well as brainstorming new ideas for smaller events/fundraisers to be held
throughout the year. The third annual Bowling for Backpacks event was held again this
year at Brunswick Zone on April 28. The most successful year yet, we were able to raise
$7,700, which was approximately $2,000 more than the previous year! Our other
fundraising event is the Tools For Success campaign. This project was launched in early July
and will be wrapping up in mid-August. Proceeds from these events as well as the annual
MSCA Golf Event in June are earmarked for The Caring Tree.

This year we accepted applications from non-profit agencies based on their need and
were able to help over 37 agencies statewide. We look forward to another successful
Caring Tree campaign this year. Thank you for your contributions both in time and financial
donations. We need your continued support! If you are interested in making a donation to
the program, please visit www.caringtree.org. Your help makes it possible to send these
kids back to school with confidence, enthusiasm, and self-esteem to build a much better
year and future.

Committee Chat

MSCA Cares

by Herb Tousley, Exeter Realty Company and
Zach Stensland, Welsh Companies

5msca-online.com

http://www.caringtree.org
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JULY 2011
Professional
Showcase

American Engineering
Testing

(L to R): Bill Bloemendal,
Leslie Nordby, John
Amundson

American Engineering
Testing is a leader in
providing geotechnical,
environmental, material
and forensic consulting
and testing services to
the public and private
sector.
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by Judy Lawrence, Kraus-Anderson Companies and
Deb Carlson, Cushman & Wakefield of Minnesota, Inc.Program Recap

Closing the Deal: Get to YESS
Through Enrollment Engagement

OnWednesday, July 13, we were
privileged to join business,
leadership, and communications

coach Sue Hawkes, from YESS!, in a lively
collaboration designed to assist in closing
deals by improving our communication skills.

In our first exercise, we divided ourselves
into two groups: formal and informal. Then,
we further divided ourselves into sub-groups
of dominant and easygoing. Hawkes
pointed out that the formal/dominant
groups typically manifest analytical
tendencies, the informal/dominant groups
tend to be promotional in nature, the
formal/easygoing group generally has
more controlling tendencies, and the
informal/easygoing group is inclined to
serve in supporting roles.

Once we were in these groups, we were
asked to list five positive traits about our
group and five areas that could stand
some improvement. Also, we were to
identify a car, a color, and an animal that
would best represent our group. For
example, the informal/dominant group, or
the promoters, described themselves similar
to an otter and a red BMW convertible as
they were the more “raucous” group.

Each group was then allowed to ask one
other group one question. The promoters
asked the formal/dominant group, or the
analyzers, a twofold question, “How do you
get to a decision or when do you get done
analyzing to get to a decision?” Hawkes
pointed out with humor that they were
typical promoters: they were allowed to ask
one question and they turned it into
two…always negotiating!

The crux of the presentation was to teach
us how we could use this information to
close a deal. Hawkes gave us a handout
on how best to approach our clients for the
maximum positive response.

In truth, a good organization needs each of
these types of people to be successful. The
accompanying chart describes how these
individuals interact.

Speakers:
Steve Hoogenakker (moderator), Concierge Landscape
Environments; Sue Hawkes, YESS!

MSCA/
Caring Tree
Challenge

The Caring Tree Board
is encouraging each
MSCA member to
make a personal
donation of any

amount to The Caring
Tree before August 8.

Visit
www.caringtree.org
to make a donation.

http://www.caringtree.org
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The retail development and investment experts at United Properties 
are leaders in the market, with an unparalleled depth of experience 
and industry knowledge. As buyers, builders, consultants and operators, 
we understand your business. 

To learn more, visit www.uproperties.com or call us at 952-835-5300.

INVESTMENT  | DEVELOPMENT

We’ve got real estate experience in the bag.

uproperties.com

Don’t wait until your
parking lot falls apart!

With all the rain we have been receiving this year, 
you need to check your catch basins for wash outs. 
We can repair or rebuild your catch basins for you!

 
specializes in asphalt & concrete

 repair/replacement:
• Commercial, Residential, New Construction
• Mill & Overlay
• Laser Profi ling
• Reclaim & Repave
• Repair, Patch, Crackseal, Sealcoat
• Full line of concrete installation
• Catch Basin Repairs

Check out our NEW REWARDS 
PROGRAM on our website.
Serving the entire metro area since 1988.

763-428-4121
www.metropavinginc.com

Too Much
Rain?

Rank Company Headquarters 2010 USA Change Worldwide USA % of 2010 Stores Change
Retail Sales ('10 v '09) Retail Sales Worldwide ('10 v '09)
($000) ($000) Sales

1 Wal-Mart Bentonville, AR $307,736,000 0.6% $421,886,000 72.9% 4,358 1.3%
2 Kroger Cincinnati, OH $78,326,000 6.4% $78,326,000 100.0% 3,609 -0.4%
3 Target Minneapolis, MN $65,815,000 3.8% $65,815,000 100.0% 1,750 0.6%
4 Walgreen Deerfield, IL $61,240,000 6.3% $63,038,000 97.1% 7,456 8.1%
5 The Home Depot Atlanta, GA $60,194,000 2.2% $68,000,000 88.5% 1,966 0.0%
6 Costco Issaquah, WA $58,983,000 5.5% $78,394,000 75.2% 412 2.5%
7 CVS Caremark Woonsocket, RI $57,464,000 3.5% $57,511,000 99.9% 7,217 2.0%
8 Lowe's Mooresville, NC $48,175,000 2.8% $48,815,000 98.7% 1,723 1.7%
9 Best Buy Richfield, MN $37,110,000 -0.4% $49,887,000 74.4% 1,312 11.3%
10 Sears Holdings Hoffman Estates, IL $35,362,000 -2.2% $41,267,000 85.7% 3,484 0.1%
12 SUPERVALU Eden Prairie, MN $30,975,000 -5.4% $30,975,000 100.0% 2,436 1.7%

Stats:
TOP RETAILERS

Source: www.stores.org/2011/Top-100-Retailers

www.uproperties.com
http://www.metropavinginc.com
http://www.stores.org/2011/Top-100-Retailers
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10503 89th Avenue North, Maple Grove, MN 55369 
Office: (763) 425-0575         Fax: (763) 424-6791 

www.alliedblacktopmn.com 
Allied Blacktop Company is a premier asphalt maintenance and 
rehabilitation contractor that has been successful for over 50 years.  We 
specialize in commercial parking lots, educational and church facilities, 
municipal roadways and multi housing venues.  Patching, Paving, 
Overlays, Catch Basin Reconstruct, Crack Sealing, Cold Seal Coating (CS-
41), Hot Oil and Rock Chip Sealing, Sweeping, Striping, Concrete and 
much more.  We do it all and we do it well!  Please contact us to discuss 
how we can help manage your asphalt needs.   

Dan Smith: (612) 834-0162    dan@alliedblacktopmn.com
Brent Capistrant: (612) 834-0237  brent@alliedblacktopmn.com

by Sonnie Elliot, Faegre & Benson LLP

During the 2011 Legislative session, an agreement never
materialized between Republican lawmakers and
Governor Dayton regarding a budget solution to the

$5 billion projected deficit for the current biennium. A full
budget agreement was not reached by June 30 and a
government shutdown resulted and lasted almost three
weeks.

When the shutdown occurred, the courts were left to
determine which services should continue during the
shutdown. Ramsey County District Judge Gearin followed the
precedent established in 2005 to allow funding for essential
services and appointed a "special master" to sort out which
services should be deemed essential. The Special Master, former Supreme Court Justice, Kathleen Blatz, heard a wide array
of appeals from petitioners regarding the need to be declared “essential” during the shutdown.

The breakthrough to an agreement that ended the budget stalemate occurred when Governor Dayton agreed to a June
30th Republican’s offer. The main components of the $1.4 billion agreement were a delay in payments to school districts
and the issuance of bonds backed by tobacco lawsuit proceeds. Additionally, the Governor received three concessions:
1) $500 million bonding bill, 2) no reduction in the state’s workforce, and 3) no controversial public policy issues included in
the special session.

A sign of a good compromise is when neither side is happy and it was true of the final agreement to end the shutdown. The
Governor was unable to obtain permanent revenue increases and the Republicans were forced to accept higher spending
levels than they had proposed. On July 20, 2011 the Governor signed the necessary funding bills to end the shutdown.

http://www.alliedblacktopmn.com
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Since 1976 we have been acquiring, 

developing and managing a diverse 

portfolio of real estate with a focus on results.

Retai l l Industr ia l  l Off ice l Hotels

Corporate Housing l Res ident ia l

CSM Corporation

500 Washington Avenue South, Suite 3000   Minneapolis, MN 55415   

Telephone: (612) 395.7000   Fax: (612) 395.7001   www.csmcorp.net

CSM is  Buying.  Bui ld ing.  Leas ing.

AUGUST INSERT FEATURE: CSM PROPERTIES

http://www.csmcorp.net
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AUGUST INSERT FEATURE: MSCA HALL OF FAME

8120 Penn Avenue South, Suite 464  Bloomington, MN 55431  phone (952) 345-0452  fax (952) 888-0000 

 
2011 SUBMITTAL FORM 

 

MSCA HALL OF FAME 
 

BACKGROUND INFORMATION: 
 
Name:                

Company:               

Number of Years in the Retail Real Estate Industry:                    

Number of Years in MSCA:            

MSCA Involvement (Participation and Year):                   

JUDGING CRITERIA: 
This award shall go to a current MSCA member who has shown outstanding participation, 
leadership, and achievement for at least 10 years of service within MSCA and the retail 
real estate industry.  The candidate must be a valuable ambassador to MSCA and 
demonstrate identifiable results within our industry.  The candidate must exhibit mentorship 
skills by sharing his or her knowledge to help better our industry and individuals.  
 
Please attach a narrative description using the judging criteria above:  (500 words or less) 
 
Please include an award statement of 5 sentences or less.  This will be read if your 
candidate is selected. 
 
SUBMISSION DUE DATE TO A BOARD MEMBER:  September 16, 2011 
Potential candidates can be nominated by any MSCA member via a current Director of 
the MSCA Board.  The Board Member will then qualify the nominee and forward to the 
nominating committee (MSCA President, First Vice President and Past President) for 
consideration. 
 
At the discretion of the nominating committee, this award may not be given each year. 
 
Checklist:

5 copies of the completed submittal form and narrative description  
 

1 colored digital image scanned at 300 dpi, JPEG or TIF format preferred, for display 
board and presentation  
 

Please send required checklist to MSCA. Thank you for your submission. 




