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Location: Intersection of Highway 15 & 12,
Stillwater, MN

Month/Year Opened: August 2005

Owner: KFP Investments

Managing Agent: Jeffrey S. Wallis

Center Manager: Eagle Valley Management

Leasing Agent: Jeffrey S. Wallis, Broker,
Mondo Management (651) 767-8688 or 
(651) 247-1434

Architect: Nathaniel Shea, Tanek Inc.

Construction Contractor: Positive
Companies, Inc.

GLA: 18,500 sf (9,800 Retail; 8,700 Office)

Current Occupancy: 48%

Number of Stores: 7-9

Anchor Tenants: Liberty Wine & Spirits,
Fong Medical Clinic

Market Area Served: Stillwater, Grant
Township & Mahtomedi

Construction Style: Steel Beam & Wood
Frame Combination

Additional Facts/Narrative: Recently
completed highly decorative building located
on the western edge of Stillwater.  Two story
project; for lease retail on main level; for sale
or lease office lofts above.  Square feet
available from 500 sf - 3,500 sf.

S n a p s h o tLiberty Village Retail &
Office Lofts

Last year, the “Big Buzz” of retail was
the rumors and conjecture of online
retailers taking away market share from

traditional retailers. However, even with direct
competition from e-commerce, conventional
bricks and mortar retailers continue to attract a
vast majority of total retail sales, driving 90%
of all sales. So what will 2006 bring us?
According to William Gibbon “the future is
already here. It’s just unevenly distributed.”

1

New, hot concepts do the following: 1) meet
consumer needs 2) are easily understood and
3) can be operated profitably in order to
compete against e-commerce venues which
have less front-end investment cost.2

Opportunities continue to grow with the aging
baby-boomers and the new Generation Y.   

F e a t u r eHot Trends in Retail for
2005/2006

by Natina James, KKE Architects



Bookmark
Some ideas and stories for improving your marketing efforts:

Purple Cow:  Transform Your Business By Being Remarkable,
by Seth Godin.  “You’re either a purple cow or you’re not.
You’re either remarkable or invisible. Make your choice.”
Godin urges the reader to put a purple cow into everything you
build and everything you do, to create something truly noticeable.

Guerrilla Marketing:  Secrets for Making Big Profits from Your
Small Business, by Jay Conrad Levinson.  Marketing is
everything you do to promote your business, from the
moment you conceive of it to the point at which customers
hire you or buy your product.

Selling the Invisible:  A Field Guide to Modern Marketing,
by Harry Beckwith. The author argues that what consumers
are primarily interested in today are not features, but relation-
ships, encouraging the reader to think differently about the
nature of services and how they can be effectively marketed.  

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

Search Me
Access America at www.accessamerica.org is a U.S. Chamber
of Commerce program initiated to help provide access to
capital markets for women and minority business owners.
Access America also facilitates strategic alliances and
investments for these entrepreneurs.  Online resources include
extensive information on financing, government resources,
minority business organizations, training and technical
assistance and women’s business organizations.

One popular, current trend for retailers is
the concepts that are leading people to
their next purchase. Some of the best
examples of this come from our local retail
powerhouse, Best Buy.  Beyond competing
in the traditional electronics, music and
appliance market, Best Buy is trying to
capture new markets of consumers in very
targeted areas. Their two new concepts are
“Studio D,” a teaching oriented electronics
store designed for middle-to-upper-income
women, and “Escape,” an urban-looking
store targeted at 20-something men selling
electronics and video gaming gear.   At
Studio D, shoppers have embraced the
ability to try out new products in a low-
pressure setting.  People stay longer, sign
up for classes and buy more. The hands-on
approach is working at Escape too, as
customers are encouraged to try out the
latest electronic products.

3
These concepts

are driven by consumers pushing retailers
to offer more than just an item in a box.  

Another retailer focusing on a new target
audience is the Gap. To compete against
newcomers such as J. Jill and Coldwater
Creek, the Gap is testing Forth & Towne in
Chicago. Forth & Towne specifically caters
to women 35 and older. At the existing Gap
stores, this age group accounts for 39% of
women’s apparel purchases. The typical
Gap customer is 18 to 34 years of age.
Forth & Towne will price its merchandise
in between Gap and Banana Republic. 

One of the most unique design elements of
the new stores is the fitting room. They are
located in the center of the store and
“feature lighting that can be adjusted
depending on whether the woman wants to
check out reality at its brightest or prefers
a softer-focus version of herself.”4 In order
to differentiate from their competitors, they
are also designing spacious 8,000 sf stores
(twice that of their competitors). The stores
are spacious enough for strollers with
accessible bathrooms and changing areas.
The first test store is scheduled to open
August 24, 2005.  

Consumers are not just looking for items,
but solutions.The home remains a critical
component (and asset) for most baby-
boomers. Some retailers are creating
concepts that target home solutions. New
concepts include Home Depot Expo, The
Great Indoors and Z Gallerie. A true
forerunner in this field, The Great Indoors
by Sears, “specializes in providing total
solution stores for major projects in the
home.” They combine “ALL of the needed
components to complete a major project
under one roof,”5 eliminating stops at
many other specialty stores. They also
hope to eliminate general contractors by
providing installation for almost all items
found within the store.

In such a competitive business, where
stores must continue to evolve to stay fresh
or just to survive, what hot retailers are
buzz worthy on the IPO Radar? According

to Neil Stern, retail analyst and senior
partner of Chicago-based retail
consultancy McMillan/Doolittle, “one rule
of thumb that we do consider is spotting
companies that have grown to $100
million or more in projected sales in a
relative short period of time.”6 Sterns
favorite picks include Forever 21, Anna’s
Linen, Steve & Barry’s University
Sportswear, Five Below and Babystyle.
Five Below is a dollar store concept –
reinventing the traditional five and dime
for the younger generation. All items
within the store are $5 or less. Steve and
Barry’s University Sportswear sells licensed
collegiate merchandise including caps,
shirts, shoes and jackets all under $10.  

Remember what Gibbon said, “the future
is already here…” The next biggest retailer
may be on your street corner or your next
door neighbor. Whoever understands their
market best and can meet the needs of their
customers to the fullest will be next year’s
winners.   �

1 Neal Z. Stern, Aurthor Anderson - “Tomorrow’s hot
retail ideas”, December 2000, p. 77 

2 Neal Z. Stern, Aurthor Anderson - “Tomorrow’s hot
retail ideas”, December 2000, p. 77 

3 Becky Yerak, Chicago Tribune “Chicago becomes
1st city in retail testing”, August 7, 2005

4 Becky Yerak, Chicago Tribune “Chicago becomes
1st city in retail testing”, August 7, 2005

5 Neal Z. Stern, Aurthor Anderson - “Tomorrow’s hot
retail ideas”, December 2000, p. 79 

6 Parija Bhatnager, CNN/Money, March 31, 2005.

HOT TRENDS continued
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Advertise in the MSCA Newsletter!
Book your MSCA Newsletter advertising for 2006 by
December 16, 2005 to receive the 2005 prices.  Advertising
rates will be taking a slight increase in 2006, so pre-book your
advertising today!  The Newsletter goes out to 640 members
monthly and serves as a great avenue to reach the retail real
estate market.  Call Stacey at (952) 888-3491 or email
sbonine@msca-online.com for availability.  Advertising is
booked on a first come, first served basis.  Please see
Newsletter insert for rates and opportunities.



2005 LEADERSHIP
OFFICERS

President
Paul Sevenich, CCIM, Kraus-Anderson Co.

1st Vice President
Sara Stafford, LandAmerica Commercial Services

2nd Vice President
Jay Scott, Solomon Real Estate Group

Treasurer
Ken Vinje, SCSM, Kraus-Anderson Co.

Secretary
Lisa L. Diehl, CCIM, Steiner Development

DIRECTORS
Wendy Aaserud, Madison Marquette

Brett Christofferson, Weis Builders, Inc.
Gary Jackson, Retired/Consultant

Kevin Krolczyk, Dalbec Roofing, Inc.
Cindy MacDonald, Kraus-Anderson Co.

Robert Pounds, SCSM, Welsh Companies, LLC
Mary Wawro, Ryan Companies US, Inc.

Immediate Past President 
Michael G. Sims, United Properties

COMMITTEE CO-CHAIRS
Awards

Ronn Thomas, United Properties
Kim Meyer, Robert Muir Company

Community Enhancement
Wendy Aaserud, Madison Marquette

Tom Heuer, Aspen Waste Systems, Inc.

Golf 
Chris Hussman, Aspen Waste Systems, Inc.

Luann Sawochka, Rochon Corporation

Legislative
Howard Paster, Paster Enterprises

Todd Johnson, Steiner Development

Marketing and Communications
Laura Moore, United Properties
Tom McGannon, RLK-Kuusisto

Membership
Cynthia Hable, Kraus-Anderson Co.

Sam Smolley, Smolley Consulting Group

Newsletter
Lisa L. Diehl, CCIM, Steiner Development

Ferne L. Sofio, Paster Enterprises

Program
Peter Berrie, Faegre & Benson LLP

Tom Madsen, Benson-Orth Associates, Inc.

Retail Report
Holly Rome, Jones Lang LaSalle

Robert Pounds, SCSM, Welsh Companies, LLC

Technology
Cindy MacDonald, Kraus-Anderson Co.

Skip Melin, Colliers Turley Martin Tucker

Sponsorship
Ned Rukavina, United Properties
Bill McCrum, RSP Architects Ltd.

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 555
Bloomington, MN  55431

(F) 952-888-0000
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Primary Career Focus:
Multifamily Housing and
Mixed-Use development

Company:  The
Cornerstone Group

Title:  President

Hometown:  Madison,
Wisconsin

Education:  MBA from University of
Wisconsin-Madison

Family:  Partner, Pam Endean and two
daughters, Lily (20) and Lark (16)

Hobbies:  Traveling, reading, running, skiing,
kayaking, biking

Job History: Turner Development (1984-1986);
Twin Cities Housing Development Corporation,
(1986-1993); The Cornerstone Group 
(1993-present)

Very First Job:  Selling Christmas cards door
to door to earn enough money to buy a guitar.
(I never learned to play the guitar.)

Dream Job: I’d love to be a travel guide for
outdoor adventure vacations.

Secret Talent: Scrabble!

Favorite Food:  Raspberries, dark chocolate,
and good cheese

MSCA Involvement:  I’m a relatively new
member.  I have only been involved for about 
a year.

M e m b e r  P r o f i l eColleen Carey

Commi t t e e  P ro f i l eThe Caring Tree Board
Officers: President - David Stradtman, Reliance Development Company; Vice President -
Michael Sims, United Properties; Secretary - Deb Garvey, Garvey Communications;
Treasurer - Whitney Peyton, CB Richard Ellis

Directors: Kathy Anderson, Architectural Consortium; Dr. Harold Benson, Educational
Consultant; Martha Capps, Capps Marketing Services; Bob Cross, C.O.O.L. Youth Center;
Linda Fisher, Larkin Hoffman Daly & Lindgren, Ltd.; Tom Hardin, CEAP; 
Daniel Jett, Ph.D., West Metro Education Program; David Molda, Adolfson & Peterson
Construction; Paul Sevenich, Kraus-Anderson Companies; Sara Stafford, LandAmerica
Commercial Services

Staff: Karla Keller Torp, Executive Director; Stacey Bonine, Associate Director

Initiated in 1993, The Caring Tree was founded by MSCA as a statewide outreach project to
assist families who are unable to afford the basic school supplies necessary to start their
children’s school year off right and on a level playing field with other students.  The Caring
Tree’s mission is to promote educational success for Minnesota’s K-12 students in-need by
ensuring that they have the appropriate school supplies. The Caring Tree program is a
collaborative effort between shopping centers, retailers, corporate and media partners, social
services agencies, the community and The Caring Tree.  The annual Back-To-School
campaign, held this year from August 5-21, collects new back-to-school supplies for K-12
low-income students throughout Minnesota. The number of participating groups and children
served continues to grow each year. The 2005 program involved 24 shopping centers, 17
Herbergers, 3 Younkers, 62 Cub Foods, 11 CVS/pharmacy stores and more than 24 social
service agencies. To date, more than 131,000 students have enjoyed a better start to their
school year, thanks to The Caring Tree.  The Caring Tree’s program goal for 2005 is to assist
more than 16,500 children statewide. The Caring Tree continues to accept bulk school
supplies and financial contributions year-round to assist students in-need. Please visit
www.caringtree.org for more information about how to participate.  Also, look for The Caring
Tree’s 2005 program results in the MSCA October Newsletter.



Notify MSCA of 
Information Changes
Have you changed positions or
companies recently?  Don’t forget to
notify MSCA.  Please call 
(952) 888-3491 or email
sbonine@msca-online.com to update
your information.
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Awealth of information was provided
at the August program regarding
grocery stores. Elliott Olson, of

Dakota Worldwide, shed some light on the
changes taking place in this industry.

First, to define the different formats, there
are 3 main categories: traditional grocery,
c-stores, and non-traditional grocery.
Traditional grocery stores include conven-
tional, superstore, food/drug combo, fresh
format, limited assortment, super warehouse
and the small grocery store. The c-stores
are the convenience stores with or without
gasoline. The non-traditional grocery stores
include wholesale clubs, supercenter, dollar
stores, drug stores, mass and military. The
highest market share is still held by
traditional grocers at 52%, non-traditional
grocers at 31.9%, leaving 16% for the
convenience stores. It is forecasted that by
2009 the market share will shift with the
traditional holding 46.3% market share,
non-traditional with 38.7% and c-stores
having 14.9% of the market share.
Traditional grocery has lost 30 share points
in the last 15 years and is forecasted to
lose another 5 by 2008.

The shift in market share has and will
continue to happen for a number of
reasons. The main loss will be to the

supercenters such as Wal-Mart Stores.
Store sizes are getting larger in response to
the demand for variety. Wholesale stores
are increasingly perceived to have high
quality items. Also playing a factor are
changes such as an estimated 30% increase
in the number of dollar stores in the next 5
years and a significant increase in the
number of drug stores.  

In 1975, there were 500 grocery
wholesalers compared to only 48 in 2005.
The Top U.S. supermarkets are Wal-Mart
Supercenters, The Kroger Co., Albertson’s,
Inc., Safeway, Costco Wholesale Group,
Ahold USA, Inc., Sam’s Club, Publix
Super Market, Inc., Delhause America and
SuperValu. In Minnesota, the number of
grocery store chains has deteriorated from
12 to 6, including Cub, SUPERVALU,
Rainbow, Lunds, Byerly’s and Kowalski’s.

The median size for a grocery store has
increased from 35,100 sf in 1994 to 45,561
sf in 2004. Average weekly sales per
supermarket were $192,760 in 1994 and
$348,130 in 2004. The cost to build the
stores, including construction costs,
building costs, equipment and fixtures
costs and décor costs in 2003, was $222.65
per square foot, which was an 8% increase
from 1999.  

P r o g r a m  R e c a pWhere Will You Get Your Next Meal?
by Anita D. Johnson, AJ Commercial Real Estate, Inc.

August Presenters: John Tramm, Griffin
Companies and Elliott Olson, Dakota
Worldwide

August Professional
Showcase
The Minneapolis/St. Paul Business
Journal is the number one source 
for late breaking business news about
your client, prospective clients and
competition.

Stefani Pennaz

Master Earns Award
Located at Nicollet and Franklin Avenues
is Greenleaf Lofts, a vibrant new urban
mixed-use development that has helped to
revitalize the northern Whittier
Neighborhood.  Master's pioneering vision
and courageous creativity recently earned
Master a “Good Business” Award from the
Whittier Alliance, a not-for-profit
neighborhood advocacy group for making
a “positive, unique” contribution to 
the neighborhood. 

Stradtman Joins Reliance
David Stradtman will join Reliance
Development Company, LLP on September
19th as Director of Development.

Master Unveils New
Headquarters
Master is relocating its own headquarters
to spacious new digs in the former
Rainbow Bowling Alley.  Master has
moved its offices to The Alley, 
125 W. Broadway Avenue 
Minneapolis, MN 55411.

S e p t e m b e rMember News

Grocery Follow Up 
By 2008, traditional grocery stores will
account for less than 50% of food sales,
as consumers increasingly shop at 
Wal-Mart Supercenters, warehouse
clubs, dollar stores and drugstores for
food and household goods, according to
Marcus & Millichap’s 2005 National
Retail Report.

Press releases are printed based
upon availability of space and
relevance to the local market.
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2005 Event Schedule
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.

Tuesday, September 13 – MSCA/
ICSC Retail Real Estate Forum

Wednesday, October 5 – Mall Focus

Wednesday, November 2 – Retail
Report (afternoon program)

Tuesday, December 6 – Year End
Ceremonies/STARRSM Awards/Holiday
Party, Midland Hills Country Club
(afternoon program)

●  Lunds announced they are expanding
the size of their proposed 12th and Hennepin
location in downtown Minneapolis and
will include a Prairie Stone Pharmacy and
a Lunds’ liquor store. The store is
scheduled to open in April 2006.

●  Rosedale Center has started
construction on their expansion of the
former Mervyn’s.  The mall is adding a 14
screen movie theatre and a “lifestyle retail”
component with 15 to 20 new retail stores
and restaurants. Completion is anticipated
for Summer to Fall of 2006.

●  With cap rates dropping to 5% for some
freestanding retail stores in California,
other retail formats across the country are
reaching all time low cap rates. Major
retail buyers are being more cautious and
creative in their selection of retail property
purchases.  Kimco Realty, for example,
has acquired bankrupt sites or troubled
retailer leases and are waiting for
opportunities to redevelop the properties.
Kimco recently acquired many of the
Frank’s Nursery & Crafts properties.
Frank’s has officially emerged from
Chapter 11.

●  Vorando Realty Trust recently paid
$113 million for a 17,000 sf piece of
property ($6,650 per sf) located in
Manhattan between 69th and 70th Streets
on Madison Avenue. To justify the
purchase price, the NY based REIT will
have to get rents of $1,000 per sf. Vorando
was surprised to find during their “due
diligence period” an additional 500 sf of
under-reported space.

●  Toys “R” Us recently completed its
conversion from a publicly traded
company to a privately held company. 
The new owners are looking to refocus the
retail format of the company. If they are
unsuccessful, look for the conversion and
sale to alternative retail formats.

●  Look for the U.S. Justice Department
to make major changes to ADA
(Americans with Disability Act). Changes
may include sensible and practical
modifications that will have impacts on
real estate property planning. 

●  According to a study by Grubb &
Ellis/BRE Commercial, rents for prime
“in-line” space increased 5% in 2004 and
rents for 2005 are only expected to
increase 3.9%. Simon Property Group,

however, noted new asking rents in
enclosed malls were up 20.8% and 13.3%
in lifestyle and community centers.

●  Retail Brand Alliance said it will sell all
550 of struggling Casual Corner stores to
Gordon Brothers Group, a Boston-based
retail liquidator.

●  Harry & David Holdings, Inc., formerly
known as Bear Creek holdings, Inc., filed a
registration statement to go public.

●  Pacific Sunwear of California, Inc.
will introduce a new footwear concept
aimed at the 19 to 24 year old
demographic in early 2006. 

●  Analysts are speculating that Gap, Inc.,
who has underperformed in a major 
way over the past 14 months, could be
taken private. 

●  Adidas-Salomon will acquire Reebok in
a $3.8 billion deal, putting it in a more
competitive position against Nike.

●  Steve & Barry’s University
Sportswear, stores known for their private
label sports footwear, jackets, jeans, sweats
and other sports attire selling at $10 or
less, presently has 70 stores and plans call
for 140 stores by the end of 2006.

Around the MarketplaceRetail Tidbits
compiled by Tim Hilger, Diversified Acquisitions, Inc.

Imagine if you will, two fictional boys
who travel through space and time on
wonderful adventures, learning a little

about science and history and a lot about
being a friend.  Such are the stories that
became the backdrop for the Erbert and
Gerbert’s sub sandwiches concept, born in
1987 in Eau Claire, Wisconsin. Owners
Kevin and Beth Schippers brought the
childhood stories Kevin’s father told to
life, naming each sandwich after one of the
characters.  Originally targeting campuses,
they have successfully broadened their
scope over the years and are on a fast track
to expand in major markets areas.  

Since then they have been steadily
growing and franchising in Wisconsin and
Minnesota.  According to their broker,
Sara Martin, Welsh Companies, LLC,
they are currently on track to go to
Denver and other major markets
nationwide in the next six months.  In the
Twin Cities they are now open in Maple
Grove, Dinkytown, Stadium Village,
Hopkins, and coming soon to Lakeville
and two other locations to be announced
in the next two months. Delivery and
corporate catering are a significant part of
their business.  With five active
franchisees in the metro area, they expect
to open 20-25 new stores in the Twin
Cities in the next five years.

erbertandgerberts.com �

R i s i n g  S t a rErbert and Gerbert’s
by Betty Ewens, Kraus-Anderson Companies



University Avenue has historically
been the Twin Cities’ most
prominent commercial corridor,

linking the two downtowns and the
University of Minnesota. The Avenue, from
Highway 280 to the State Capital, is known
as the Midway. A growing population and
land available for redevelopment are
creating new shopping destinations for
Midway’s residents. Also, with the legislature
approving engineering money for the central
corridor light rail, all types of development
will accelerate in the coming years.

The addition of 970 condo and apartment
units at the west end of the Midway should
intensify retail development in the area.
The current influx of coffee shops and cafes
indicates that the area is poised for additional
retailers. Additionally, The Menard’s store
that opened at Prior Avenue earlier this
year has doubled traffic at that intersection.
The Goodwill opened their 170,000 sf
headquarters at Fairview Avenue last
November, which includes a retail store.  

Further east at the northwest corner of
University and Snelling, a new CVS/
pharmacy is under construction. Also,
American Bank is undergoing a major
facelift at the opposite corner of that
intersection. Midway Marketplace, which
includes Walgreens and Rainbow Foods,
recently underwent an exterior facelift by
its owner, RD Management. RD
Management owns some of the vacant land
south of their retail center and wants to
build a $12 million center. However,
progress has stalled because Metro Transit
owns some of the site and will not sell the
land until they find a suitable replacement
site in the area.  

Perhaps the most notable news to come out
of the Midway in recent weeks is the
rumored sale of the Sheraton Hotel to
Target Corporation. Supposedly, Target
will clear the land to expand its store to a
SuperTarget along with additional multi-
tenant spaces and outlots. 

Nearby at Midway Marketplace, the
former Mervyns store across from 
Wal-Mart remains vacant. However, with
several big-box retailers eyeing the

Midway, including Dick’s Sporting Goods,
Best Buy and Home Depot, it shouldn’t be
long before that space is redeveloped.  

The most significant retail project in years
along University Avenue is Wellington’s
development at Lexington Parkway –
appropriately named “Lexington Park” to
honor the former St. Paul Saints ball field.
Both TCF Bank and Aldi’s are under
construction. With an eight-acre tract, it
shouldn’t be long before Wellington
attracts other business to the mixed-use
site. In addition, a vacant Frank’s Nursery
&Crafts awaits redevelopment across from
Lexington Park. Hoa Bien, the popular
Vietnamese restaurant, will construct a
new building at the northwest corner of the
intersection. All of these projects are sure
to restore vitality to the area.

The important story on the eastern end of
University Avenue is the continued success
and expansion of immigrant Asian-owned
businesses. A 2005 Concordia University
study concluded that there are 61 Asian-
owned businesses in a six-block stretch

along University Avenue from Dale Street
east to Farrington Street, compared to one
business in 1981. A new multi-million
dollar Mia-Village Vietnamese restaurant
opened on a site beside their old rental
property. Western Bank built a new facility
west of Dale Street.  At the northeast corner
of the intersection is Dale Street Village,
which will contain 12,000 sf of street level
commercial space below senior and
condominium units. The Neighborhood
Development Center  (NDC) will complete
Dale Street Village in 2006, which will
include 70 off-street parking spaces. This
development will create some much needed
retail space for the area, which is currently
devoid of any national or regional retailers
and restaurants.

The Midway area of St. Paul is a diverse
corridor of residential, industrial, and
commercial uses with a rebounding
population and expanding businesses.
Retailers would be wise to locate here 
as several developments are planned or
under construction. �

M a r k e t  U p d a t eMidway/University Avenue
by Ross Dahlin, Itasca Funding Group, Inc.
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CSM Corporation
Development of real estate and
relationships with a long-term perspective.

General Growth Properties, Inc.
People creating special places and
experiences.

KKE Architects, Inc.
“Expanding the Vision” is our culture and
an attitude.  It’s thriving on thinking that
combines opportunity with imagination
then expands it exponentially to accom-
plish more than anyone thought possible.

Oppidan, Inc.
To be the leading merchant real estate
developer of community shopping centers

in the Midwest, providing our customers
retail space for the lowest possible cost
with our open book development approach
and processes.

Robert Muir Company
To create developments, which are
designed and built to become centers of
community pride, through innovative and
visionary planning, creative use of the
highest quality building materials, and
exceptional property maintenance.

Towle Financial Services
To provide borrowers a better
understanding of the options they have to
finance their commercial property and to
assist them in making decisions that will
maximize the return on their investments.

T h a n k  Y o u !Featured Corporate Sponsors
Company Visions
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2005 Back-to-School
The National Retail Federation
(NRF) reported that consumer back-
to-school spending will decrease this
year.  It found that families spent an
average of $443.77, a decrease of
8.2% from last year.  Both reports
show that clothing this year made
up the largest amount of sales.

With each passing month, as
property and casualty insurance
policies come up for renewal, more
and more building owners and
managers are discovering that their
terrorism risk insurance will sunset
at year’s end.  

The Terrorism Risk Insurance Act
(TRIA) is a 3-year program that was
signed into law by President Bush in
November of 2002.  The program is
hailed by policy makers, insurance
policy holders, and insurance
companies alike as being a huge
success.  It is widely credited for
returning stability to the economy, as
deals once stalled after 9/11 for lack
of adequate insurance.  The future of
the program is unclear.  

Now, 3 years later, business
advocates are back on Capitol Hill
lobbying Congress to pass a 2-year

extension to TRIA and begin a public
debate immediately on the long-term
problems and solutions.  In the
House, the issue has become
intensely political.  The legislation
that has been introduced and
sponsored by a group of Democrats
is not likely to move forward despite
its widespread support.  Republicans
are expected to introduce a bill of
their own.   

The National Association of Realtors
(NAR) submitted a statement to the
Senate Banking Committee’s
hearings noting that members were
already beginning to see steep
increases in terrorism coverage
premiums and could see much
greater jumps if the TRIA is allowed
to expire at the end of 2005.  Stay
tuned for more updates. 

Terrorism Debate Heats Up

“Supermarkets Make 75
Years of History”
August marked the 75th anniversary of
the supermarket. The first supermarket,
named King Kullen, opened August 4,
1930 in Jamaica, New York. According
to the Food Marketing Institute, the
grocery store sold more than 1,000
products. The supermarket helped
shape American culture and history by
enduring the great depression, creating
the middle class, and showcased the
possibilities of food abundance during
the end of the Cold War.



Minnesota Shopping Center Association
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Bloomington, MN 55431

2005 Retail Report Released
on November 2nd!
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• Tenant Improvements
• Retail
• Medical/Dental
• Office
• Industrial

• Design  Build
• Expansions
• Construction Management
• HVAC Installation -

Preventative Maintenance
and Service

• Electrical Contracting
• Boom Truck Services 
• Plumbing Repairs
• Carpentry
• Locksmith
• Painting
• Building Maintenance 

and Repair
• On site Maintenance
• Facilities Operation Services
• Welding Repairs

For more information, 
please call Terry Siede
or Ed Karsnia
at 763/544-2700.

Midwest
Maintenance &
Mechanical, Inc.

710 Pennsylvania Avenue S.,
Suite B, Mpls, MN 55426

Construction 
Services &  
Building ServicesMidwest Maintenance &

Mechanical, Inc. is your
source for consistent quality,
timely completion and com-
petitive costs. Whether you
are building out new space,
renovating an existing facility,
or are in need of building
repairs, our professional staff
can quickly complete the
project to your total satisfac-
tion.

We Build
Satisfaction. 

We Build
Satisfaction.


