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Connection

by Elizabeth “Betty” Ewens, Kraus-Anderson Companies

Macro Headwinds:
Navigating Our Way Through Uncertainty
because of both the perils
and the opportunities they
afford. While boating, wearing
a life jacket, taking along a
map and keenly observing
one’s own position in
relationship to the route
chosen and the terrain
encountered is one way to
protect ourselves from
possible dangers. On my
recent trip, observing the
numbered buoys along the map and crosschecking them
with our actual position gave us way-markers that kept our
houseboat on track to our destination and out of the way of
hidden rocks and sandbars. We had additional guidance
with GPS, which helped confirm our way. Staying alert to the
facts that impact our business on a daily basis and charting

n writing this article, I am struck by the parallels in our
weather and in our economy. Specifically, I am listening to
CNN’s latest report of the path of Gustav as it makes its
way landward toward New Orleans, while thinking about
the uncertainties that we face in our marketplace. By the
time you read this, the trajectory of the hurricane will be
known. We may hope that it veers harmlessly away from
land, but the reality is some people will probably have a
problem to deal with, even if it is not Katrina-sized.
Gathering clouds will call for keen navigation. While
houseboating recently on Lake Namakan in northern
Minnesota, the pleasures and perils of navigating choppy
waters caused me to think about risk management. Have
we been speeding across relatively smooth waters with the
throttle open for so long that getting back to “normal”
speed feels like slow motion?

I

There will always be storm clouds, and businesses, like
boaters, need to be mindful of the changing circumstances

Snapshot
Location: Burnsville
Month/Year Opened: TBD
Owner: H.J. Development, Inc.
Managing Agent: Jeff Carriveau
Center Manager: Angela Hanson
Leasing Agent: H.J. Development, Inc. - Chris Moe
(952) 476-9400 x114 and Joe Mahoney (952) 476-9400 x120
Architect: Remodel – Pope Architects
GLA: 12,500 sf on 2.1 acres
Market Area Served: Southern Metro
Construction Style: Steel/Masonry
Additional Facts/Narrative: The former Burnsville Baker’s Square
site is located a quarter-mile west of the Burnsville Center and
offers excellent visibility to CR 42. The existing 9,100 sf building
can be leased “As-Is”, or presents a great redevelopment
opportunity. Lease and purchase options are available. Flexible
zoning allows for retail, office and medical uses.
Redevelopment plans call for up to 8,000 sf of shop space & an
approximately ¾ acre pad for sale or lease; call for more
information or to schedule a tour!

Former
Baker’s
Square
(new name tbd)

msca-online.com
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Macro Headwinds - continued
and revising our course based upon those
inputs are markers many of us use. What
markers do you use to stay the course in
your business? The following is an overview
of recent available facts or markers in
different segments of our business.
For retail developers, the facts in regard to
the housing market are indicating the need
to adapt yet again, realizing that the
“sprawl mall” theory of development of the
“exurbs” may no longer be as viable or as
immediate, as oil prices impinge on
pocketbooks and commuting long
distances falls out of favor. It will include
focus on well-positioned centers regardless
of size, mixed-use, urban infill projects,
renovations, and innovative repurposing of
existing properties. Much will likely have to
do with transportation patterns as
customers adapt to a fundamental
change, indeed more like a tectonic shift, in
the way we now live our lives since oil prices
have risen so dramatically. Aaron Barnard,
CCIM Minnesota-Dakotas Chapter
President 2008 stated, in CCIM
Connections, that “People’s habits are
changing, however, and one would think
that the necessary trips to the grocery store
or any big box retailer will include multiple
stops. This may be the next opportunity as
retailers re-work older stores into more
lucrative ‘critical path’ locations.” However
it is not just oil that is causing changes;
environmental issues and global warming
concerns appear to be gaining momentum
too. New legislation in California, Senate Bill
375, currently on Governor
Schwarzenegger’s desk, is “aimed at
cutting carbon-dioxide emissions by
requiring cities and counties to prevent
urban sprawl and improve public
transportation.” According to Tom Adams,
Board President of the California League of
Conservation Voters (the organization that
is a co-sponsor of the bill,) it will be the first
bill in the nation to insert climate change
into the transportation, housing and land
use equation. Will California be the
bellweather for the rest of the country?
For shopping center owners, concerns
about tenants’ abilities to survive and thrive
are foremost as consumers adjust to
changing economic conditions. “Rising
food and gas prices present the biggest
challenge to shopping center operators,”
according to Milton Cooper, chairman and
CEO of Kimco Realty Corp. Reviewing
tenants’ viability and sales performance
can give much needed information about
future performance. Landlords are now
focusing on renewals, retentions, and
creative ways to address tenant financial
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challenges, which may even include
assisting tenants with rent reductions and
freezes as needed. Marinita Development
Co. Inc. of Newport Beach, California,
recently sent out a letter to tenants
informing them that annual rent increases
will be waived this year. They will also
consider reducing rents for selected retailers
if necessary. In general, a “we can wait it
out” sentiment is dominant among owners,
and most can, for the most part, weather
the storms financially. Owners may find this
an especially good time to re-examine
leases for terms, kickouts, and renewal
options. It might also warrant getting the
facts on financial commitments, which may
include reviewing loan agreements
carefully for any heretofore unnoticed
clauses. Commercial real estate loans with
lax underwriting appear to be the
vulnerable area for the next few years, as
landlords with these vehicles may find it
impossible to refinance heavy debt and
face default. Overall, however, most
centers are not in financial peril at this time,
perhaps to the dismay of the opportunity
funds. How retailers fare in the next year will
be paramount to future shopping center
stability.
For retailers, store closings and retail
bankruptcies are on the rise, which
translates into even more rigorous
evaluation of concept and expansion/
contraction strategy while taking stock of
their markets. In light of falling apparel sales,
American Eagle has just announced it will
become more like its lower-priced
competitor, Aeropostale, rather than edge
closer to its higher-priced competitor
Abercrombie and Fitch. Home furnishingsrelated retailers are facing the effects of
one of the housing sector’s most significant
downturns in 40 years. The Chairman and
CEO of Williams Sonoma, Inc., W. Howard
Lester, noted in the annual report, “as we
look beyond the macro headwinds facing
the home furnishings industry today, we are
optimistic about our competitive
positioning…With adversity comes
opportunity, and we are excited about the
opportunities that lay before us.” The
expansion/contraction of big box retailers
will be important to watch. Home Depot
has curtailed much of its new-store building
throughout North America, cutting back to
55 new stores this year from 100 last year.
Lowe’s has delayed the opening of 20 new
outlets this year in markets where the
housing crunch is acute. Uniquely
positioned as an upscale discount big box,
Costco is surging ahead with same-store
sales up 8% for the sales quarter ending

2008 Sponsors
American Engineering Testing, Inc.
Aspen Waste Systems, Inc.
Barna, Guzy & Steffen, Ltd.
Bremer Bank, N.A.
Brookfield Properties
CB Richard Ellis
CSM Corporation
Cambridge Commercial Realty
Capital Growth Madison Marquette
Chesapeake Companies
Chuck & Don's Pet Food Outlet
Colliers Turley Martin Tucker
The Collyard Group L.L.C.
Commercial Partners Title, LLC
Cuningham Group Architecture, P.A.
Cushman & Wakefield of Minnesota, Inc.
Dick's Sanitation, Inc.
Doran Companies
Dougherty Funding LLC
Emmes Realty Services LLC
Exeter Realty Company
Faegre & Benson LLP
Fendler Patterson Construction, Inc.
Fredrikson & Byron, P.A.
General Growth Properties, Inc.
Gray Plant Mooty
Great Clips, Inc.
Griffin Companies
H.J. Development, Inc.
Hempel
Inland Real Estate Corporation
Itasca Funding Group, Inc.
JE Dunn Construction
Jones Lang LaSalle/Rosedale Center
KKE Architects, Inc.
Kraus-Anderson Companies
LandAmerica
Landform
Larkin Hoffman Daly & Lindgren Ltd.
Let There Be Lights!
M & I Bank
McComb Group, Ltd.
McCombs Frank Roos Associates
Messerli & Kramer P.A.
Midwest Maintenance & Mechanical, Inc.
Minneapolis/St. Paul Business Journal
NAI Welsh
NorthMarq Capital, Inc.
Olsson Associates
Oppidan, Inc.
Opus Northwest LLC
Park Midwest Commercial Real Estate
Paster Enterprises
RJ Marco Construction Inc.
RLK Incorporated
RSM McGladrey, Inc.
RSP Architects
Reliance Development Company, LLP
Robert Muir Company
Ryan Companies US, Inc.
Shea, Inc.
Shingobee
Solomon Real Estate Group Inc.
Stewart Title Guaranty Company
Stonehenge USA
TCF Bank
Target Corporation
U.S. Bank
United Properties
The Velmeir Companies
Venture Mortgage Corporation
Weis Builders, Inc.
Wells Fargo Bank, N.A.
Westwood Professional Services, Inc.
Winthrop & Weinstine, P.A.

continued on page 7
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Hot Spots / Cold Snaps
Featured
Sponsors
Company visions
Cushman & Wakefield of
Minnesota, Inc.
Cushman & Wakefield is
committed to delivering
integrated solutions to
investment and corporate
clients both locally and
globally. Our collaborative
culture is one of teamwork,
which directly supports this
vision.
Emmes Realty Services LLC
To acquire real estate
investments with and on
behalf of our capital partners,
create long-term value and
maximize returns.
McComb Group, Ltd.
Providing outstanding market
research, financial feasibility
and development consulting
services to the real estate
industry.
NAI Welsh
To be the preeminent real
estate service provider/
investor in the Midwestern
United States.
Reliance Development
Company, LLP
Exceptional locations,
extraordinary results.
Venture Mortgage
Corporation
To be one of the best and
most reliable mortgage
banking firms in the region.
Weis Builders, Inc.
The premier construction
organization whose measure
of success is delighted clients.
Westwood Professional
Services, Inc.
A nationally recognized firm of
exceptional professionals
serving successful clients in
diverse markets.
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Guest Author:
Bob Arko, P.G., Loucks Associates

The Least You Need to Know
About the Phase I ESA
he Phase I Environmental Site
Assessment (Phase I ESA or ESA) is a tool
for evaluating the business risk
associated with the purchase or financing
of real property. The need for such a tool
grew out of the provisions of the
Comprehensive Environmental Response,
Compensation, and Liability Act of 1980
(CERCLA,) popularly known as “Superfund.”
Congress designated the United States
Environmental Protection Agency (EPA) as
the lead agency responsible for
implementing CERCLA, and the EPA began
a program of inventory, investigation and
remediation for sites of environmental
contamination from land use, industrial
processes and waste disposal. To recover
the program costs, CERCLA established
“joint and several liability,” which allows the
EPA to initiate cost recovery legal actions
against virtually any party with a
demonstrated association to the
contaminated property, to the generation
of wastes disposed there, or to the
transportation of the wastes (known as
“Potentially Responsible Parties,” or PRPs.)
As a result, several lending institutions found
themselves with very large liabilities
because they held interests in properties
that became Superfund sites.

T

CERCLA included a provision intended to
protect parties that have no direct
association with the contamination, called
the “Innocent Landowner Defense.”
Legislation in 2002 expanded this concept,
and the results are termed the “Landowner
Liability Protections” (LLP). These spell out
requirements that PRPs must meet to avoid
cost recovery liabilities under CERCLA. One
of the requirements is that prior to acquiring
a property, a person must conduct All
Appropriate Inquiry (AAI) into the prior
ownership and use of the property. This
process became formalized as the Phase I
ESA. The American Society for Testing and
Materials (ASTM) defined how to conduct
AAI in a series of Standard Practices, and
the EPA promulgated regulations defining
AAI that took effect in 2006.
The ASTM Standard Practice and the EPA
regulations have the specific goal of
satisfying one of the requirements for the
Limited Liability Protections under CERCLA.
However, the lending community
recognized the value of the Phase I ESA as
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a risk management tool, even when
CERCLA liability was unlikely. Risks
associated with lending on contaminated
property include:










Contamination can adversely impact the
value and marketability of the property used
as collateral;
Contamination can have a negative impact
on the borrower’s creditworthiness and
ability to repay the loan or operate the
business;
A lender could be liable for environmental
cleanup costs and third-party damage
claims arising from contamination if the
lender takes title to the property as a result
of foreclosure and/or exercises operational
control at the property;
Complications resulting from contamination
can damage a lender’s reputation, brand
and image; and
If a governmental entity cleans up a site, the
governmental entity may be able to file a
lien for recovery of its costs, which lien may
be superior to the lender’s lien.

For these reasons, most lenders require a
Phase I ESA for transactions where they
have significant resources at risk.
When the CERCLA protections are not an
issue, the level of effort of the ESA is at the
discretion of the lender. Historically, there
have been seven levels of effort that have
been called “Phase I ESA” by various
interests. These include:







Desktop Environmental Review
ASTM E 1528-06 Transaction Screen
Phase I Update
Phase I “Lite”
“Basic Phase I” (ASTM E 1527-00)
AAI/ASTM E 1527-05



Custom Business Environmental Risk

These range from a simple review of readily
available information to a custom scope of
review that adds topics such as asbestos
and lead paint to the AAI scope. When
contracting with a consultant to conduct a
“Phase I ESA,” be sure that all parties are
discussing the same scope and level of
effort. Be aware of third-party requirements
that the ESA may need to satisfy (such as
requirements of HUD or SBA). When in
doubt, specify the “AAI/ASTM E 1527-05”
scope, which is considered by the legal
community to be the “Current Standard of
Care.”
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Events

Press Releases

Oct 1

Monthly Program:
Development

MN MARKETPLACE

Nov 5

Monthly Program (afternoon):
Retail Report

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

Dec 2

Year End Ceremonies/
STARRSM Awards/
Holiday Party (evening):
Golden Valley Country Club

For program place and times and
more info, please go to
www.msca-online.com



Fred’s 99 is beginning build out at The Uptown City Apartments on
Lake Street making MN the sixth state to play home to this cool new
barber shop concept.


The Melting Pot just signed on at Woodbury Lakes and is
scheduled to open after the first of the year making this their second
location in MN.


2008 Leadership
OFFICERS
President
Bruce Carlson, United Properties
1st Vice President
Cindy MacDonald, Kraus-Anderson Companies
2nd Vice President
Stephen Eggert, Target Corporation
Treasurer
Peter Austin, NAI Welsh
Secretary
Peter Berrie, Faegre & Benson LLP

DIRECTORS
Jack Amdal, KKE Architects, Inc.
Eric Bjelland, NorthMarq
Deb Carlson, Cushman & Wakefield of Minnesota, Inc.
Peter Dugan, CB Richard Ellis
John Gelderman, Opus Northwest LLC
Nancy Litwin, General Growth Properties
Tom Madsen, Benson-Orth Associates, Inc.
Immediate Past President (as director):
Jay Scott, Solomon Real Estate Group

COMMITTEE CHAIRS
Program
Paula Mueller, Northtown Mall/Glimcher Properties
Jeff Wurst, Chesapeake Companies
Membership
Mark Norman, Park Midwest Commercial Real Estate
Jeff Horstman, Paster Enterprises
Newsletter
Deb Carlson, Cushman & Wakefield of Minnesota, Inc.
Andy McDermott, Shea, Inc.
Awards
Dan Parks, Westwood Professional Services, Inc.
Steve Johnson, Solomon Real Estate Group
Legislative
Howard Paster, Paster Enterprises
Rob Stolpestad, Exeter Realty Company
Retail Report
Jen Helm, NorthMarq
Drew Johnson, United Properties
Technology
Sean Cullen, Re-Cor, LLC
Jim Mayland, Colliers Turley Martin Tucker
Golf
Brad Kaplan, NorthMarq
Paul Sevenich, Kraus-Anderson Companies
Sponsorship
Ned Rukavina, NorthMarq
Janele Taveggia, Landform
Community Enhancement
Nikki Aden, Target Corporation
Jennie Zafft, Cousins Properties, Inc.

STAFF
Executive Director
Karla Keller Torp
(P) 952-888-3490 (C) 952-292-2414 (F) 952-888-0000
ktorp@msca-online.com
Associate Director
Stacey Bonine
(P) 952-888-3491 (C) 952-292-2416 (F) 952-888-0000
sbonine@msca-online.com
Executive Assistant
Jillian Coleman
(P) 952-345-0452 (F) 952-888-0000
jcoleman@msca-online.com
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Gabberts has signed a definitive purchase agreement to be
acquired by HOM Furniture. HOM will continue to operate the
Galleria store and intends to grow the Gabberts brand by
building upon its tradition of quality, design and service while
leveraging HOM’s infrastructure and regional reach.



St. Cloud based grocer Coborn’s purchased Simon
Delivers late last month. Coborn’s plans to rebrand the
company as Coborn’s Delivers and attempt to maintain the
more than 19,000 customers Simon had.

 The Luther Automotive Group sold to Twin Cities BMW a
17 acre (10 acre buildable) parcel at 15802 Wayzata Blvd for
$5.5 million. Twin Cities BMW plans to build a similar dealership as
the one on I-35W and I-494. Twin Cities BMW is partially owned by
the Pohlad family.
 The first phase of construction on the new Crossroads East
development is underway. The new development consists of
approximately 5 acres of land and will be developed in multiple
phases. Phase I will be home to a new Subway and KinderCare
Learning Center. Both anticipate opening in early 2009.
 Trail Mark, an 1,800 sf outdoor specialty retail store in the Galleria
Mall, unveiled their remodel in August.

Committee Chat

by Co-Chairs:
Ned Rukavina & Janele Taveggia

Sponsorship Committee
2009 Sponsorship packages were sent to last year’s sponsors on September 18.
Our committee members have already started making phone calls regarding
renewal of sponsorships. Our goal is to complete all contracts by December 1;
however the deadline is January 1. Other member companies should expect a
call from one of our committee members to consider sponsorship opportunities.
We have a great time soliciting sponsors each year. Joining our committee
would be an excellent way to increase exposure and further develop your
network within MSCA.
Thanks to this year’s Sponsorship Committee members: Stephen Eggert, Mark
Kampmeyer, Mike Melton, Shelly Muelken, Sandra Dobbles, Chris Dolan, Kurt
Stenson, Diane Scherer, Jeff Blackwell and Renay Leone.
We appreciate everyone’s continued support of MSCA – thank you.
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Member Profiles
Creig Andreasen
Messerli & Kramer, P.A.

Primary Career Focus: Real Estate and Business Law
Education: J.D. William Mitchell College of Law
Family: My wife a.k.a. the “Lovely Lisa” and 3 kids – Mitchell, Clark and Celeste
Hobbies: I’m kind of a home improvement nut. It’s nice to see something tangible for your
efforts, which is why I also like real estate.
Very First Job: Dishwasher. There’s something humbling but oddly satisfying about being
the guy in the back of the restaurant. I’ve never minded hard work.
Dream Job: I already have it. I like practicing law with really smart people.
Favorite Food: I gotta go with pizza on this – nothing is so versatile...or tasty the next day.
MSCA Involvement: Membership Committee

Matt Sonntag
United Properties

Primary Career Focus: Asset Management
Hometown: Milwaukee
Education: BBS – Wisconsin Madison; MBA University of Minnesota
Family: Wife and a dog
Hobbies: Golf, softball, traveling to foreign countries and more golf
Very First Job: Dishwasher at the Country Side Café in Hamel
Dream Job: Host of Diners, Drive-ins and Dives on the Food Network
Secret Talent: Brewing beer, I’ve brewed about a dozen different styles so far and they
have all been very good.

Member News
Rasmussen Joins Robert
Muir Company Robert
Muir Company is pleased to
announce the appointment
of Hans Rasmussen as the
new President of the
company. Hans will oversee
the day-to-day operations of
the existing portfolio, as well
as drive new development
and acquisitions.

Web Sites
www.thisnation.com
www.votesmart.org
www.unpartisan.com

Politics is definitely front and center this
fall. With a looming November presidential
election approaching, it’s important to be
an informed citizen when exercising the
opportunity to vote. It’s especially true
that in today’s hyper-paced world,
unbiased sources are utilized for this effort.
Here are some very good, unbiased
political information web sites to learn
about the candidates, issues, and civics in
general.

New Members
Bookmark

Matthew Rauenhorst
Opus Northwest LLC

James Puttin
Associated Bank

Christine Topp
Paster Enterprises

Tamara O’Neill Moreland
Larkin Hoffman Daly &
Lindgren

Charles Savitt
Clear Choice Properties, LLC

Andy Kim
EVS, Inc.

George Murphy
Haaga Great Lakes

John Rose
Mid-America Real Estate Minnesota LLC
msca-online.com

Fareed Zakaria is the Harvard-educated editor of Newsweek International. In his book,
The Post American World, he discusses how the rise of world economies may impact
America. Zakaria states that America is not declining, but that other countries, notably in
Asia, are rising. Simply stated, we are not the center of the universe and we need to
learn to “get over ourselves” and decide what our role will be in the world market.
The book is divided into 3 parts. The first third of the book states his premise; that we are
experiencing authentic global growth for the first time in history. His second part cites
examples in China and India that support his premise. The final third of the book focuses
on the United States and what we could or should do to position ourselves for prosperity
during these world developments.
As usual, we have a good news/bad news issue here. The good news is that this is only a
250 page book so it can be read easily and quickly; the bad news is that it is a pretty
huge topic that could warrant more in depth discussions on some areas. Despite its
brevity, it poses some very provocative ideas that could foster some extremely
interesting discussions. For those interested, there is a blog between Zakaria and Thomas
Friedman on www.omnivoracious.com.
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Program Recap

by Ross Dahlin, Itasca Funding Group, Inc.

MSCA/ICSC Joint Program
he annual MSCA/ICSC joint program
featured three dynamic speakers and
an interesting series of roundtable
discussions to keep the 300+ participants
engaged for the day. Participants came
from all over the Upper Midwest, due in
some part to the reputation this event has
garnered over the years.

T

Will Steger opened the event with a
stunning account of climate change in the
Polar Regions of the world. As a polar
explorer and author who has taken
countless expeditions in the Arctic and
Antarctic, Will has witnessed first hand how
global warming is melting icecaps, which
threatens to raise sea levels significantly. He
did a fantastic job of relating to the
audience by tying the issues of climate
change and energy conservation.
The roundtable discussions featured a wide
array of topics from financial statement
review to regional market updates. This time
also gave the participants a chance to
meet many individuals in the industry in
small group settings.
Presenting an analysis of the 2008 political
races and history was Tom Hauser of KSTP
Television. From Wendell Anderson to Al
Franken, Minnesota has had a unique
political history that should make us proud

rising star

(or the butt of jokes!) It was interesting to
hear how the events of 9/11 changed
Governor Jesse Ventura, who became preoccupied that he was a terrorist target and
actually hid from the public for some time.
More currently, Tom predicted that the
addition of Sarah Palin could tip Minnesota
into the presidential GOP column for the first
time since 1972.
The keynote speaker was John Griffith,
Executive Vice President of Property
Development at Target Corporation. John
stressed how Target is continuing to enter
new urban markets with innovative store
design and catering to customers’ shopping
needs. Also significant was the
announcement of Target’s new stores in
Alaska (Anchorage) and Hawaii (two in
Maui). Target now has a retail presence in
49 states and will open 114 stores in 2008.

Technology Tip
Make sure you don’t miss
another meeting.
Download future MSCA
meetings to your Outlook
calendar. Then you can
schedule your busy lives
around MSCA events and
you won’t forget the
November meeting is in
the afternoon. Click on
meetings, then calendar.
From the list of upcoming
meetings click on the
individual calendar icons
and open to download
directly to your Outlook
calendar. Go ahead and
register while you’re at it.
If you have any questions
please call Sean Cullen at
(952) 905-3281.

Closing out the day was a Deal
Making/Trade Show featuring
dozens of companies and
municipalities with an interest in
MSCA & ICSC. Many would
agree that the greatest benefit to
these events is having the
opportunity to interact with all the
professionals in the retail real
estate industry.

by David W. Stalsberg, Kraus-Anderson Companies

Baja Sol Grill & Cantina
Presently there are 15 stores
t was 2:15 on a sunny Friday afternoon.
offering burritos, tacos, enchiladas, salads, etc. In April 2007, they expanded
Several colleagues and I were set on
the Grill concept and introduced the first Cantina concept. A typical
catching up over a couple drinks. Our
Cantina is 6,000-7,000 sf and offers outdoor seating, a heavily expanded
target was some place with a patio where
menu, full-service bar (including award-winning margaritas) and the famous
we could enjoy a good margarita, a
free hot chips and salsa bar, with over nine fresh salsa variations to choose
decent snack and perhaps a hearty fall
from. Average price range for an entrée at the Cantina is approximately
meal. Because most of my companions
$9.00 to $15.00.
make their homes in the southeastern
quadrant of the metro,
While other fast casual concepts appear to be reducing
Inver Grove Heights was a
expansion plans, Baja Sol Restaurant Group is planning 18
logical play. Rather than
new Tortilla Grill concepts and several Cantina concepts
frequenting the same old
“EXPANSION PLANS throughout Ohio, Illinois, Minnesota and California.
American bar and grill, we
IN MINNESOTA ...
Expansion plans in Minnesota specifically include up to four
decided to change gears
new Grills and one or two Cantinas.
INCLUDE UP TO
and visit Baja Sol Cantina.
After enjoying the fall evening on the patio and several
FOUR NEW GRILLS
Baja Sol Restaurant Group
margaritas (only to confirm their worthiness of those awards
AND ONE OR TWO
is best known for the Baja
of course), I can only hope the Baja Sol Restaurant Group
Sol Tortilla Grill - a “Fresh
CANTINAS ...”
opens the doors of the next Cantina closer to my home.
Mex” fast casual concept.
www.baja-sol.com

I
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Macro Headwinds - continued from page 2
May 11. Costco officials report an expansion goal of 6% next
year. Fueling their sales, according to CFO Richard Galanti,
are gasoline (gasoline amounts to 10% of sales) and namebrand goods that are flooding the supply chain from
overstocked department stores. Target’s rate of expansion
has increased slightly, building 118 new stores last year and
anticipating 114 this year. In 2005 the company opened 86
stores, with 88 stores in 2006. MarketWatch by Dow Jones
states that for the most part, today’s retail giants don’t suffer
in the same way that most retailers do when gasoline prices
climb and pocketbooks get pinched. While they may make
adjustments, they’re big enough to absorb the shock,
according to industry experts. “They really are looking
through the economic time because their stores will open
after the bad economic times have passed,” said Jim
McComb, president of retail consultancy McComb Group,
as quoted in MarketWatch by Dow Jones.

fundamentals, with prices continuing to level or perhaps
slightly declining, according to Integra’s research.
For architects, designers, contractors, manufacturers and all
those engaged in the physical plant aspects of our business,
developing and integrating green technologies while
keeping pricing in reach are important considerations.
Discussions are no longer focusing on if, but rather “how”
green can be done profitably. Results that provide a
satisfactory return on investment will likely gain ground
rapidly in these arenas. The organization that began the
LEED certification for office building design and
construction, the United States Green Building Council
(USGBC), is currently creating a LEED program for retail
projects, according to Andy McDermott of Shea, Inc., in his
MSCA Connection article on The Greening of Retail. He
notes that LEED certification has been overwhelmingly
embraced in the last few years and has become a
respected stamp of approval. Retailers are testing the water
for consumer willingness to pay more for “green” products
and the results have been positive, especially in home
furnishings and food-related areas.

For investors, knowing where to look for opportunities is key
to thriving in the current market conditions. Four current
trends are affecting the trading of real estate for the
balance of 2008, according to a survey by Integra Realty
Resources. They are 1) general economic malaise, 2)
investors’ wait-and-see attitude, 3) lack of available capital,
and 4) buyer-seller price disconnect. These factors are not
affecting the underlying supply/demand fundamentals of
the commercial sector, as good performance is still the
norm and sellers are not willing to reduce price based upon
speculation that performance will worsen. Looking ahead to
2009, investors will be keeping a close eye on areas that
hold pockets of opportunity while returning to investment

So what is the new reality? The art and science of
navigating is keeping an eye on the way-markers as we
avoid pitfalls and simultaneously capture opportunities,
proving the old adage that the only constant is change.
Sources: The Wall Street Journal, 9/2/08, Retail Traffic online 6/11/08, Retail Traffic 8/08,
CCIM Connections, Summer 2008, Commercial Investment Real Estate, Jul./Aug. 2008,
National Real Estate Investor, 8/08, Retail Traffic online, 6/1/08, Shopping Centers Today,
7/08, MSCA Connection, June 2008, Dow Jones MarketWatch, 4/25/08, MSCA/ICSC Idea
Exchange 9/9/08.

Have your cake and eat it too!
Birds Eye Reporting is finally here after more than a year delay.
Budgets! Would you like to complete your property budgets in less time?
Documentation! Would you like to be able to show your building owners
and asset managers the maintenance needs of a building without them
leaving their desks?
Service Calls! Would you like to be able to order and track service requests
from anywhere and at anytime?

Preventative Maintenance! Would you like to have the most
comprehensive preventative maintenance program for your building?
(We’ve done our research and know it’s the best).
If you have answered YES to one or more of these questions contact
us to learn about these and the many more useful tools that this system has to
make your job easier and more efficient!

320-258-4034
msca-online.com

Patent Pending
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...Building Quality
...Providing Value
Client focused and quality driven, Bauer Design Build is
dedicated to providing value by combining design and
construction expertise with total project accountability.
 Feasibility Studies

 Design Build Construction

 Preconstruction

 Construction Management

 Site Development

 Renovation

 Redevelopment

 Construction Service

www.bauerdesignbuild.com
Minneapoli
Las Vega
Ir vin
Pasaden
Phoeni
Tucso
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www.kke.com

2376 COPELAND ROAD
MAPLE PLAIN MN
763-972-0000 - TEL
763-972-8707 - FAX

– 2008 STARR Award of Excellence Exterior Renovation/Remodel nominee –
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