


RECON ACADEMY

May 17-19, 2009

THE CLASSES

Sunday, May 17 9:00 am - 12:00 noon

Las Vegas Convention Center

Leasing Shopping Centers: Prospecting for Tenants
and Deal Making Techniques For Optimum
Merchandising (hosted by Certified Shopping
Center Leasing Specialists (CLS) professionals)

Creating the ideal tenant mix (different types of centers
defined, relevance of mix); determining rental rates and
creating value (using comparables, percentage rent;
tenants who are most productive); trends in retail leasing
(ownership trends, rehabilitation of centers, mixed-use,
freeway retail, ethnic centers, use of internet); analyzing
the market (defining the trade areas, determining the
competition, rent analysis of competition, evaluating the
lease plan); finding and identifying prospects (advertis-
ing and publicity, brokers, trade shows; negotiating the
deal; closing the deal (written proposals, responsibilities,
techniques).

Rene Daniel, SCLS
President

The Daniel Group
Balitmore, MD

Alan Smith, sCLS
Executive Vice President
Bourn Partners LLC
Tuscon, AZ

Sunday, May 17  1:30 - 4:30 pm

Market, Site and Financial Feasibility
(co-hosted by CCIM)

Market feasibility (analyzing market data, gap analysis of
retail supply and demand); site feasibility (location/site
analysis, building envelope analysis); financial feasibility
(trade areas and functional geographies, estimating rents
for anchor tenants using the gravity model, target market-
ing and estimating rents for non-anchor tenants, operating
expenses, cash-on-cash benchmark, cost mark-up bench-
mark, rent constant benchmark, hold versus sell decision
using NPV and IRR).

Gary M. Ralston, CRE, SCLS, CCIM, SIOR, SRS
President

Florida Retail Development LLC
Maitland, FL

Las Vegas, NV

Monday, May 18  9:00 am - 12:00 noon

Managing Your Property To Maximum Efficiency
(hosted by Certified Shopping Center Manager
(CSM) professionals)

The role of today’s shopping center manager (working with
different ownership and management structures); building
general management skills; identifying maintenance work;
property inspection; maintaining the physical structure;
in-house vs. contractors; repair or replace decision; under-
standing the lease; basic communication between landlord
and retailer; retailer retention; management team'’s role in
increasing productivity; accounting methodology; budget
development; common area budget; real estate tax; insur-
ance administration; utilities and miscellaneous billings;
billing examples; collections and defaults; lease adminis-
tration of lease provisions.

Hal Cottingham, Ill, CSM
Realty Operations Consulting, LLC
Galivants Ferry, SC

Robert Thatcher, CDP, SCLS, SCMD, SCSM
General Manager and Director of Leasing
Triyar Companies, LLC

Concord Mall Management Office
Elkhart, IN

Monday, May 18  1:30 — 4:30 pm

Marketing Strategies to Drive NOI (hosted by
Certified Shopping Center Marketing Director
(CMD) professionals)

Challenges facing today’s marketing directors (decrease
in marketing funds, more pressure to enhance property
cash flow, transition from creative director to sales person,
measuring personal effectiveness); options as the position
and industry matures; future role in the new model; types
of revenue (sponsorship, specialty retail; shopping center
as advertising medium, event income, gift cards); under-
standing the benefits of adding value; the process (iden-
tifying prospects, identifying restrictions and constraints,
developing a plan, making the plan work); determining
success (based on pre-determined goals, effect on overall
center value).

Alberta Davidson, SCMD
Marketing Consultant
Gerrity International
Fallbrook, CA

Susan Valentine, SCMD
President

Susan214 Marketing
Moorpark, CA



Tuesday, May 19  9:00 am - 12:00 noon

Turning Vision Into Reality: Innovations In
Development, Design and Construction (hosted by
Certified Development, Design and Construction
(CDP) professionals)

The pre-development process; site selection (site access,
zoning, land use politics); acquisition and due diligence;
(real estate agreements, governmental approval process,
financing, the pro forma); role of design architect (roles
and responsibilities, selection, selection options, standard
design contract documents), overview of process (pre-de-
sign, schematic design, design development, construction
documents, construction administration); practical issues
(building performance, adaptability for the future); overall
project cost overview; management tool; cost modeling/
budget development; financial feasibility; return on invest-
ment; owner/developer’s vision; tenant’s vision; construc-
tion budget development (scope of work, competitive

bid records); forecasting; change order management; pay
application process; contractor’s contingency.

Gar Herring, CDP

President & Chief Operating Officer
The MGHerring Group Inc.

Dallas, TX

Lance K. Josal, FAIA, CDP
Executive Vice President
RTKL Associates Inc.
Chicago, IL

Dale E. Scott, CDP

Senior Vice President
SIKON Construction Corp.
Deerfield Beach, FL

Tuesday, May 19  1:30 - 4:30 pm

Retail As A Catalyst to Economic Development

The developer’s and economic development official’s
perspective; identifying the “deal killers”; timetable for
effective development; creating the win/win situation;
benefits of retail uses to a community (employment, tax
benefits, place of socialization, access to goods and
services); role of Chamber of Commerce or CDC as
development agent; implementing the strategy (marketing
to the community; calling on developers and retailers,
utilizing ICSC conferences, working with brokers);
incentivizing deals (when to consider, how to negotiate);
facilitating the entitlement process; case study.

Frances Spencer, SCMD, SCSM
Principal

The Pendulum Partners
Chicago, IL

Arthur L. Pearlman
Arthur Pearlman Corporation
Santa Monica, CA

TWO EASY WAYS TO ENROLL

Send to:  ICSC Registration Department
P.O. Box 26958
New York , NY
10087-6958 USA

Fax to: +1732 694 1809

A separate registration form is required for each person.
If additional forms are needed, please photocopy the
registration form.

Registrations will be accepted on a first-come, first-served
basis.

CONFIRMATION

Upon receipt of your registration form and payment, ICSC
will send you a confirmation notice. If you sign up for two
or more classes, ICSC will also confirm your registration to
RECon. Before the program, an e-mail will be sent that will
include information, directions to the Las Vegas Conven-
tion Center and all other materials needed.

TUITION FEES

before April 3
$200 per class

for the first two,
$50 per class for

after April 3 and onsite

Members $265 per class
for the first two,

$50 per class for
additional classes
additional classes

Non-members $525 per class
for the first two,

$50 per class for
additional classes

$440 per class
for the first two,
$50 per class for

additional classes

SPECIAL OFFER
FOR CURRENT RECON ATTENDEES:

$50 registration fee per class (only for full program
registrants and only for advanced registration to RECon
ACADEMY classes).

SPECIAL OFFER

For RECon Academy attendees not signed up for RECon:
sign up for two classes or more and attend RECon FREE!




RECON ACADEMY REGISTRATION FORM

TUITION FEES*

before April 3

$200 per class
for the first two,
$50 per class for
additional classes

Members

Non-members $440 per class
for the first two,
$50 per class for

additional classes

SPECIAL OFFER
FOR THOSE ALREADY REGISTERED FOR RECON:

$50 registration fee per class (only for full program registrants and
only for advanced registration to RECon Academy classes).

SPECIAL OFFER

For RECon Academy attendees not signed up for RECon: sign up
for two classes or more and attend RECon FREE!

after April 3 and onsite

$265 per class
for the first two,
$50 per class for
additional classes

$525 per class
for the first two,
$50 per class for
additional classes

1. PLEASE FILL OUT THE FORM BELOW.

Please check one:

O Member O Non-member

Name

Title

Company

Address

City

State

Zip code

Country

Telephone

Fax

Membership ID#

E-mail

2. PLEASE ENROLL ME IN THE FOLLOWING CLASS(ES):

[d 2009 RA1  Sunday, May 17, 2009

9:00 am -12:00 noon

Leasing Shopping Centers: Prospecting
for Tenants and Deal Making Techniques
For Optimum Merchandising (hosted by
Certified Shopping Center Leasing
Specialists (CLS) professionals)

[ 2009 RA2 Sunday, May 17, 2009

1:30 — 4:30 pm

Market and Site Feasibility (co-hosted
by CCIM)

[d 2009 RA3  Monday, May 18, 2009

9:00 am - 12:00 noon

Managing Your Property To Maximum
Efficiency (hosted by Certified
Shopping Center Manager

(CSM) professionals)

(1 2009 RA4  Monday, May 18, 2009

1:30 - 4:30 pm

Marketing Strategies to Drive NOI
(hosted by Certified Shopping Center
Marketing Director (CMD)
professionals)

(1 2009 RA5  Tuesday, May 19, 2009
9:00 am - 12:00 noon
Turning Vision Into Reality: Innovations
In Development, Design and Construc-
tion (hosted by Certified Development,
Design and Construction (CDP)
professionals)

(1 2009 RA6  Tuesday, May 19, 2009

1:30-4:30 pm

Retail As A Catalyst to Economic
Development

3. CHOOSE ONE OF THE OPTIONS BELOW AND ENTER THE APPROPRIATE FEES LISTED ABOVE*:

(] YES! | want to attend one of the
RECon Academy classes above.
(No admission to RECon.)

1 Class x USD $ =USD$

TOTAL USD $

4. ENTER METHOD OF PAYMENT:

[ Check or money order made payable to ICSC enclosed for

1 MasterCard (1 Visa

[J YES! | want to attend RECon FREE
and have signed up for at least two
classes above.

[ YES! 1 am already registered for
RECon and want to attend one or
more of the classes above.

__ Class(es) xUSD$50 =USD$

TOTALUSD $

2 Classes x USD $ =USD$
__ Class(es) xUSD$50 =USD$
RECon Registration Fee USD $ FREE
TOTAL USD $
usb $
(1 AMEX (] Discover USD$

Name (as it appears on credit card)

Account Number (include all digits)

Expiration Date (mo/yr)

Signature

Fax: Eddie Ong, ICSC Registration Department +1 732 694 1809

Mail:

ICSC Registration Department, Attn: Eddie Ong, P.O. Box 26958, New York, NY 10087-6958, USA

/<$< INTERNATIONAL COUNCIL OF SHOPPING CENTERS



