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But It Doesn’t Walk or Talk Like a Duck:
The Perils of the Hidden Franchise
itsubishi did not think its business was a franchise.
Courts thought otherwise. The cost of this legal
lesson: a $1.525 million verdict in favor of Mitsubishi’s
alleged franchisee. In refusing to second-guess a ruling that
a forklift distributor was a franchisee, a court observed that
legal terms often have specialized meanings that can
surprise even a sophisticated party.1 The term “franchise” is
one of those words.

This article will examine the uncertainty
surrounding these legal definitions of
business arrangements and offer
guidance for avoiding the perils of the
hidden franchise.

M

Sailors, Widows and Franchisees
Franchising as we know it today was
unheard of until the 1960s. Starting then,
and into the 1970s, franchises began
popping up all over. Not only did the
franchise model take off, but so did horror stories about
franchisors stealing the life savings of “mom and pop”
franchisees through fraud, precipitous terminations and other
unfair conduct. Some skeptics viewed franchising as a
scheme to take advantage of unsophisticated investors.
Soon franchisees began taking their place alongside widows
and sailors as individuals needing special legal protection.

Of Ducks and Franchises
A wide variety of business arrangements that do not look,
walk or talk like a franchise have been labeled just that by
the courts. Typically referred to as “hidden” or “inadvertent”
franchises, they include everything from sales representatives
and appliance parts distributors to cafeterias in office
buildings. The line between a pure distributorship and a
license arrangement is often thin, but—as Mitsubishi learned
the hard way—the consequence of crossing it can be costly.

Snapshot
Location: Highway 212 and Highway 101 in Chanhassen
Month/Year Opened: Under construction. Opening Spring 2009
Owner, Leasing & Managing Agents: Kraus-Anderson Realty Company
Architect: Architectural Consortium
Site Planner/Engineer: Westwood Professional Services
Contractor: Kraus-Anderson Construction
GLA: Approved for 71,500 sf
Tenants: Kwik Trip Stores will be the first building and occupant. In
addition a mix of stand-alone and strip retail shop space, a liquor store,
restaurant, and a two-story building with office space over retail.
Market Area Served: City of Chanhassen and traffic along the
new Highway 212 corridor
Construction Style: Concrete block, brick, EIFS, store fronts with awnings
Additional Facts/Narrative: Designed as a neighborhood center,
the site is adjacent to a transit station and the newly constructed
Highway 212, which serves as an arterial roadway to the southwestern
metro and counties beyond. With good access off the highway, the
proposed mix of retail and business uses, and the high architectural
quality - the center will be an easily visited shopping venue for the
adjacent residents and vehicular traffic along the highway.

Crossroads of
Chanhassen
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Hidden Franchise - continued
Forty years and thousands of franchises
later, franchising has proven itself a
legitimate method of distributing goods and
services. But it remains an industry that is
regulated through a combination of
disclosure and relationship laws at both the
state and federal level. The FTC’s Trade
Regulation Rule: Disclosure Requirements
and Prohibitions Concerning Franchising
and Business Opportunity Ventures identifies
a number of disclosures that must be made
by a franchisor to a prospective franchisee,
ranging from the history of the franchisor to
the identity of other franchisees to the
details of any “earnings claim.”

The Definition of a Franchise: The
Devil’s in the Details
As Mitsubishi learned, franchising is not
about labels or feelings. Accordingly, it does
not matter whether the parties call their
relationship a “franchise,” a “license,” or a
“distributorship,” or “feel” like they are in a
franchise relationship. The existence of a
franchise is a matter of definition, pure and
simple. Courts will find that a transaction is a
“franchise” if three elements exist: (1) the
right to use a trademark or trade name; (2)
the payment of a “franchise fee” for the use
of the mark or name; and (3) some variant
of a community of interest, marketing plan,
control, or assistance. This seems simple
enough. But, for a company trying to avoid
being declared a franchise, the only part of
the definition that provides clear protection
is the first part—the licensing of a mark or
name. As long as it is not somehow
permitting a third party to use a trademark
or name, a company is not offering a
“franchise.” If a mark is not necessary to a
particular distribution arrangement, the
supplier may avoid coverage under the FTC
Rule by prohibiting the use of its mark.
Anytime a company authorizes anyone to
use its mark or name and expects to control
and be paid for it, that may well be the
proverbial duck, regardless of how it looks,
walks or talks.

It’s All About the Fee
Generally, disputes over the existence of a
franchise turn on the existence of a
franchise fee. Upfront payments for a right
to do business under a particular name or
mark and ongoing royalty payments are
obvious examples of franchise fees. But
almost any payment might qualify as a
franchise fee. The FTC’s Interpretive Guides
say that the “required payment” element is
designed “to capture all sources of revenue
which the franchisee must pay to the

franchisor or its affiliate for the right to
associate with the franchisor and market its
goods or services.” A franchise fee may be
found in initial franchise fees as well as
payments for rent, advertising assistance,
required equipment and supplies—
including those from third parties where the
franchisor or its affiliate receives payment
as a result of such purchase—training,
security deposits, escrow deposits,
nonrefundable bookkeeping charges, and
promotional literature.

Mistakes Can Be Costly
The FTC Rule applies to franchise
opportunities nationwide. Thus, a company
offering an investment that qualifies as a
franchise must give prospective franchisees
offering circulars containing specific
information. Although a franchisee
wronged by the failure to disclose may not
have a private right of action, the FTC can
bring enforcement proceedings against the
franchisor. In states with their own disclosure
laws, a failure to disclose at all, or an
incomplete or misleading disclosure, allows
a franchisee to seek equitable relief and
sometimes money damages. In some
states, the failure to make an accurate
disclosure carries the additional risk of
exemplary damages, criminal penalties,
and fines. But perhaps most troublesome
are the relationship laws in various states.
Some of these make it unlawful for
franchisors to discriminate among
franchisees, restrict the ability of franchisors
to profit from the sale of goods to
franchisees, and otherwise regulate the
relationship between franchisor and
franchisee. Almost all of these states allow
franchisors to terminate only for cause
before the end of the agreement’s term,
and then only after providing the franchisee
with a default notice and an opportunity to
cure. Thus, a relationship that otherwise
looks terminable at will may, in fact, be a
franchise that may not be terminated
except for cause. No one knows better than
Mitsubishi just how costly mischaracterization
of the relationship can be.

The Moral
The prudent distributor of a product or
service under a mark or name errs on the
side of following the franchise laws,
including the use of an offering circular. A
licensor still wishing to avoid the burden of
preparing an offering circular and the risk of
liability under various franchise laws must
exercise great caution to avoid charging a
franchise fee and becoming a proverbial
franchise duck.
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1 To-Am Equip. Co., Inc. v. Mitsubishi Caterpillar Forklift America, Inc., 152 F.3d 658, 666 (7th Cir. 1998)
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Hot Spots / Cold Snaps
Featured
Sponsors
Company visions
Colliers Turley Martin Tucker
Premier third-party
commercial real estate
services to institutions,
corporations and
entrepreneurs.
Exeter Realty Company
Create and operate in-town
projects that are positive
additions to the existing urban
environment.
Larkin Hoffman Daly &
Lindgren Ltd.
Larkin, Hoffman, Daly & Lindgren,
Ltd. is a full-service law firm
solving problems and creating
opportunities for businesses and
individuals since 1958.
Olsson Associates
Olsson Associates is a
multidisciplinary consulting
firm that provides a “morethan-engineering” approach.
We pride ourselves on being a
team of problem solvers. Our
successes are the result of
collaboration among
dynamic and hard-working
professionals who solve
problems, create new
environments, and provide
specialized services in nearly
every market imaginable.
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.
RSM McGladrey, Inc.
We are focused on becoming
the recognized global leader
in enhancing the business
performance of mid-market
companies.
Stewart Title Guaranty
Company
Enhancing the real estate
transaction process by
providing magnificent service
by inspired professionals.

by Natina James, KKE Architects, Inc.

Showdown at your Workplace:
The Generation Gap
oday’s workplace is filled with four
generations of employees, each of
which sees the world differently. Each
generation’s perspectives are based on
different world and cultural experiences.
The term generation gap was popularized
in the 1960s to describe the societal conflict
taking place between young people at
that time and their parents, teachers and
authority figures in general.1 Members of
every generation are shaped by the
economic, social, historical and political
climates in which they come of age. From
generation to generation, the differences in
“world view” contribute to misunderstandings, miscommunication and conflict,
which in the workplace can often result in a
loss of productivity. Understanding these
generation gaps can help you navigate
the workplace and more successfully meet
the expectations of your clients, giving you
a powerful competitive advantage.

T

There are four distinctly different
generations who affect the workplace
based on their values and behaviors. Each
group has a unique work style and can
have a great impact upon the workplace
both internally and externally.
The groups are Traditionalists (1925-1945);
Baby Boomers (1946-1964); Generation X
(1965-1981); and Generation Y (1982-2002).
According to visionpoint.com, it is “also
important to note Cuspers – those born
near the end of one generation or the
beginning of the next. They may identify
with one of the generations they overlap,
but can share the characteristics of either
and relate well to the generations they fall
between.”
Traditionalists tend to have a great respect
for rules, hierarchy and authority. They are
dedicated, loyal and hardworking. They
tend to sacrifice personal expectations for
the workplace, they honor duty before fun
and value tradition. Baby Boomers’ first
priority is work. They are optimistic,
competitive and want personal fulfillment
through work. They tend to have strong
personal work networks. Generation X is
self-reliant. They desire flexibility, are
informal and skeptical, and love
technology. They are the first generation to
crave a balance between work and life.

Lastly, is the fast-paced Generation Y. They
excel at multi-tasking, are tenacious and
very direct. They tend to be entrepreneurial, globally diverse, and
technologically savvy. They also like to
have fun.
What happens when you put four
distinctive groups together in a work
environment? Differences appear in
communication, motivation, and
communication styles that can create
misunderstandings and perceptions
between boss, client and colleague.
“Recent studies by the Gallup Group and
the Leadership Council document that
employees do not leave companies; they
leave managers.”2 This requires a renewed
emphasis on the importance of selecting
and training managers. Managing a
multigenerational staff requires leadership
that focuses on competence, character,
and collaboration and that reflects a
concern for people, community and profit.
Regardless of the generation, each wants
to be treated with fairness and respect and
wants to feel as though they are making a
contribution.
According to visionpoint.com, the following
are some points on how to deal with each
generation:
Traditionalists – Acknowledge their
experience and expertise; pay attention to
the chain of command; pick their brains;
use them as a resource; and communicate
in person, by phone or by hand-written note.
Baby Boomers – Respect their expectations
for formality and protocol; use them as a
sounding board to test ideas before
plunging in; strike a balance between
personal and impersonal communication
(person to person, phone and email);
demonstrate that you’re carrying your
share of the workload; and provide public
acknowledgement of their
accomplishments.
Generation X – Acknowledge their talent
and expertise; be clear and specific in your
communication; encourage a friendly,
open and informal work environment; use
logic and reason vs. power and authority to
direct activities; and honor the need for
work-life balance.
continued on page 6

1 “Generations: Harnessing the Potential of the Multigenerational Workforce” page 2, www.visionpoint.com. 2 As Above, page 8.
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Events

Press Releases

Sep 9

MSCA/ICSC Joint Program:
Minneapolis Convention Center

MN MARKETPLACE

Oct 1

Monthly Program:
Development

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

Nov 5

Monthly Program (afternoon):
Retail Report

Dec 2

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

More info at www.msca-online.com

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 Investment Services
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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American Girl is coming to the Mall of America in November,
adding Minneapolis to the small number of cities (about six) that have
American Girl stores.


Santorini Taverna & Grill will move to Eden Prairie in the
space formerly occupied by Canyon Grille, at 13000 Technology
Drive. The new restaurant will feature the Mediterranean cuisine they
are known for, along with a sushi bar serving traditional and Greekinspired sushi.


II Vostro Boutique of 50th and France will open a second shop in
downtown St. Paul just in time for the Republican National Convention.


Lillians, the handbag store open one weekend a month,
has opened two new locations in the Twin Cities at 841 Grand
Avenue in St. Paul and 50th and Xerxes in Edina.


Colombia Sportswear, Converse, and Guess
have opened at Albertville Premium Outlets.

Kids



FAO Schwartz has opened a 2000 sf department in
Macy’s downtown Minneapolis store, with additional “store
within a store” concepts set to open in Burnsville, Mall of
America, Maplewood, Rosedale, Ridgedale, and Southdale
Macy’s stores by fall.
 Coach at Galleria has just been upgraded to a “fashion
store,” which reportedly means more exclusive stuff!
 Nate’s Clothing has relocated from downtown
Minneapolis to Yorktown Mall in Edina.
 Ronin Sushi Café, a casual Thai, Japanese and American
restaurant, is now open at Lakeville Crossing Shopping Center,
located at West 160th St. and Cedar Avenue in Lakeville.
 A new multi-tenant retail building at the corner of Lexington
Parkway and Randolph Avenue in the Highland Park area of St. Paul
will feature a new 14,400 sf Trader Joe’s grocery store, anticipated to
open Spring 2009, with 23,000 sf of underground parking and an
additional 5,500 sf of tenant space.

Bookmark
If you are nervous about current economic realities of our nation, just
remember the words of former Federal Reserve Chief Alan Greenspan “There
are as many uncertainties over the next 18 years as it has over the past 18.”
Then ask yourself, “How have the last 18 years affected you?” If you want a
stronger understanding of the macro-forces in the economy and the current
economic cycle that affects us all, these texts may help your quest.
The Subprime Solution: How Today’s Global Financial Crisis Happened, and
What to Do about It by Robert J. Shiller; August 2008
The New Paradigm for Financial Markets: The Credit Crisis of 2008 and What It
Means by George Soros; May 2008
Contact Christopher Naumann at cnaumann@kke.com or Judy Lawrence at
jlawrence@karealty.com with your reading recommendation.
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Member Profiles
Andrew Chana
Marcus & Millichap

Primary Career Focus: Retail Investment Sales
Hometown: Lake Forest, Illinois
Education: University of St. Thomas
Hobbies: Snowboarding, running, photography, film, film festivals, boating, traveling
Very First Job: Ski /Snowboard Instructor
Secret Talent: Film Directing: Unfortunately one semester at University of Southern California
Film School convinced me that I was not destined to be the next Spielberg.
Favorite Food: Anything and everything I have ever had on the Mediterranean

Laura J. Gill
Christianson & Co, Commercial
Real Estate Services, LLC

New Members
Paul Maenner
JMW Development, LLC

Brenda Studt
Stahl Construction

Krista Peterson

Primary Career Focus: Retail Leasing
Education: B.A. from the University of St. Thomas
Family: Husband Scott, Bradley (2), Connor (4-1/2 months)
Hobbies: Downhill skiing, walking, travel
Very First Job: Secretary at Johnson Brothers Corp.
Dream Job: Event planner
Secret Talent: Classical singing
MSCA Involvement: Community Enhancement Committee

Member News
Dean Joins Anderson Builders. Anderson Builders is pleased to welcome Stephanie
Dean as Director of Business Development.
Benson-Orth Moves Offices. Benson-Orth Associates moved to new offices on
August 22. The new address is: 15600 37th Avenue North, Suite 100 in Plymouth, MN 55446.

Olsson Associates

Samba Receives Promotion. The Board of Directors of McCombs Frank Roos

Scott Trosen

Associates has named Sirish Samba, PE, as its new President & Chief Executive Officer.

Olsson Associates

Kathryn McCall
Mid-America Real Estate Minnesota LLC

Paul Bothof

Studt Receives Promotion. Stahl Construction is proud to announce the promotion of
Brenda Studt to the position of Director of Marketing / Business Development.

Committee Chat

Marcus & Millichap

Paul Berg
U.S Bank

Todd Phelps
Leonard, Street and Deinard

Malisa Hyland
Paster Enterprises

Web Sites
PC Productivity
Supercharge Outlook:
www.xobni.com
Manage your bookmarks:
www.delicious.com
Manage tasks (free):
www.tadalists.com
Use an online
“personal assistant”:
www.iwantsandy.com
msca-online.com

by Mark Norman, Park Midwest Commercial Real Estate
& Jeff Horstmann, Paster Enterprises

Membership
The Membership Committee has had a successful year on all aspects of membership:
adding new members, retaining old members and ensuring members are pleased with their
membership. We currently have a total of 790 members.
There are four sub-committees. The “New Member Luncheon Committee” hosts a welcome
luncheon 3-4 times a year. It creates an opportunity to welcome new members, and allows
them to meet and greet other new members, as well as learn more about MSCA via a short
PowerPoint presentation and testimonials. Another sub-committee is the “New Member
Satisfaction Committee,” whose members call each new member upon joining and follow
up those calls 6 months later. The overall goal is to increase retention of existing members
every year, by ensuring these members feel welcomed and are getting the most they can out
of MSCA. There is also a sub-committee focused on attracting additional retailers to MSCA.
Personal relationships and encouragement to attend meetings are a great way to introduce
them to the organization. Please feel invited to bring your favorite retailer to a meeting!
The Membership Committee strives to improve the overall atmosphere of membership in
MSCA, listen to members for ideas, be a liaison to the organization and steadily increase our
membership every year. We are always open to ideas and suggestions from other members.
Please contact Mark Norman at markn@parkmidwest.com or Jeff Horstmann at
jhorstmann@paster-enterprises.com with any comments.
5
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Program Recap

by David W. Stalsberg, Kraus-Anderson Companies

Central Corridor Light Rail Transit

August
Professional
Showcase
Let There Be Lights!

n August 6, MSCA welcomed speakers
Robin Caufman from the Metropolitan
Council and Donna Drummond from the
Department of Planning and Economic
Development, City of Saint Paul. Building on the
success of the Hiawatha Light Rail Transit (LRT)
line, the Central Corridor LRT project is now
running full-steam. The Central Corridor will stretch
11 miles and link downtown St. Paul and
downtown Minneapolis, via Washington Avenue
and University Avenue. The project will utilize 31
new light rail transit vehicles and 15 new stations.
August presenters: Left to right
It will also share 5 more with the existing
Donna Drummond, City of St. Paul
Robin Caufman, Metropolitan Council
Hiawatha line. During peak travel periods, trains
will travel every 7.5 minutes, with a travel time of
35 minutes between the two downtowns. Construction will take place in phases from 2010
to 2013; commencement is anticipated to take place in early 2014. In addition to the new
LRT, existing bus service will continue to serve on 20 minute intervals.

O

The Central Corridor will yield connectivity to five major hubs of economic activity –
downtown Minneapolis, St. Paul, the University of Minnesota, the Midway district, and our
state capitol. Further, it will boost access to thousands of residents. Of course, with substantial
improvements comes a cost. The estimated cost is currently slated at $892 million dollars (for
more details on capital sources and funding please visit the websites listed below.*)

Let There Be Lights! is
gearing up for its winter
lighting season and even
though we’re still in the
heat of the summer, right
now is the best time to
start the process rolling.
We know you’ve put a lot
of creativity into designing
your buildings, so show off
those rooflines this
Christmas season with our
newest energy-efficient
LED bulbs! Just give us a
call and we’ll come give
you a no-cost estimate for
any or all of your
properties.
Thanks for all your interest!
952-484-8759

Although the project as a whole appears to be accepted, the presenters were met with
some resistance from the crowd of real estate professionals. The overwhelming concern
was parking, as approximately 85% of current on-street parking will be eliminated to house
the track. Substantial surface lot parking is and will continue to be available (Midway
Shopping Center, Unidale Mall, etc). The jury is still out as to how the reduction of
convenience parking on University will affect local businesses and consequently, nearby
neighborhoods. As parking and other major issues continue to raise concerns, the
Metropolitan Council and City of St. Paul will maintain ongoing community meetings with
residents and business owners to address and discuss concerns.
*Note - more information on funding sources, locations of new stations, etc. of the Central
Corridor can be found at www.centralcorridor.org and www.stpaul.gov/centralcorridor.

Hot Spots/Cold Snaps - continued from page 3
Generation Y – Be open to and accepting of new and different ways of working as long as
the job gets done; encourage and embrace technology; create opportunities to involve
them in projects of significance; communicate directly and quickly; and provide frequent
and timely feedback.
Pooling four generations into one workforce is difficult. The bottom line is that our similarities
and differences can support teamwork and collaborative solutions. Some common ideas
to recall are:





Everyone wants to feel valued and contribute.
Work styles vary and can be a catalyst for conflict and miscommunication.
An informal approach to work does not necessarily mean work is not important.
It is absolutely imperative that everyone avoids stereotypes.
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Technology Tip
Are you thinking about a
project for next year’s
STARRSM awards? Or do
you just want to know
more about the STARRSM
award program in
general? The current
qualification criteria and
history of the STARRSM
awards is all on the Web
site. From the home page,
click on events, then
STARRSM awards. Along the
left hand side are the
current qualifications and
all the award winners
back to 2003.
If you have any questions
please call Sean Cullen at
(952) 905-3281.
msca-online.com

rising star

by Elizabeth “Betty” Ewens, SCLS, CCIM, Kraus-Anderson Companies

West Elm
Plans call for a West Elm to open in Winter 2008 in approximately 12,000 sf at Centennial Shops in
Edina, located at the corner of France Avenue and Gallagher Drive. As a division of WilliamsSonoma, Inc., West Elm is one of six separate home-centered retail businesses under the
Williams-Sonoma, Inc. moniker, including Williams-Sonoma, Pottery Barn, Pottery Barn Kids, PBTeen, and Williams Sonoma
Home. West Elm is an emerging brand within the company. As of the end of fiscal year 2007, West Elm had 27 retail
locations nationally. In order to build brand awareness and enhance customer access, West Elm has plans to open 12 new
stores this year, as well as to intensify the marketing behind their fast growing e-commerce channels. They have also
enjoyed success in their mail order catalog business. Emerging brand net revenues increased 36.0% over fiscal 2006,
according to the company’s 2007 annual report.
What to expect from the new store? Imagine
high ceilings in a loft-style space that conveys
a modern design sensibility, featuring each
“WEST ELM HAS
room of the home showcased in a dedicated
PLANS TO OPEN 12
store area. Kitchen, living room, bedroom,
home office, hall closet, you name it, West
NEW STORES THIS
Elm prides itself on covering the home from
YEAR ...”
top to bottom. Products include furniture,
tableware, lighting, bedding, towels, gifts,
and other lifestyle home goods. Services
include a virtual on-screen space planner to
preview furniture layouts for your home, same day availability on most items due
to on-premise stockrooms, and delivery and assembly services.
www.westelm.com.

Your best source for premium
pet food and pet supplies.

BLOOMINGTON
PLYMOUTH
FOREST LAKE
952-345-7099
763-559-0146
651-982-1897
COTTAGE GROVE
RED WING
LAKEVILLE
651-458-1943
651-385-9111
952-432-0026
EAGAN
ROSEVILLE
MAHTOMEDI
651-454-3458
651-287-0986
651-747-8709
ELK RIVER
SHAKOPEE
MINNEAPOLIS
763-241-0908
952-445-2487
612-926-8161
NORTHFIELD-DUNDAS 507-664-9537
Grooming available

www.ChuckandDons.com

MSCA 2008 Corporate Sponsor

msca-online.com
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Shea Inc.
congratulates
on 20 years!
Our tagline says it best...
Since 1980 the cornerstone of Shingobee has been built
on integrity, honesty and trust — three distinct qualities
that make up the foundation of our relationships with our
clients and with one another.

architecture
interiors
marketing communications
Construction

|

Project Management

Loretto, MN 763.479.1300

www.shealink.com

612.339.2257

|

Real Estate Development

St. Cloud, MN 320.202.1300

www.shingobee.com

8120 Penn Avenue South, Suite 464, Bloomington, MN 55431
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