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Avg. mall Sq. ft .
sales psf owned

Taubman $477 19.4 Mln. sf

Simon 445 163.7 

General Growth 425 142.3  

Macerich 410 58.1 

Mills 382 36.9 

Glimcher 333 23.6

PREIT 329 30.4

CBL 321 61.8

Corio bought a 398,264-square-foot
retail park in Coignières, France,
from SOGAM

$100.9 million

VGA sold the 200,000-square-foot
Town & Country, Phoenix, to a con-
sortium that includes Red Mountain
Retail Group and Claude Lemieux

$52 million

In a sale-leaseback transaction,
Knoxville, Tenn.–based Goody’s
Family Clothing sold 750,000
square feet of retail space to
Boston-based STAG Capital Partners

$48.5 million

Renaissance West LLC sold the
169,334-square-foot Renaissance
West, Las Vegas, to Pan Pacific
Retail Properties

$42.9 million

Seattle-based Red Robin, a chain of
fast-casual restaurants, bought 13
stores back from its franchisees in
Washington state

$42 million

Hayman bought a 158,000-square-
foot portfolio comprising five multi-
tenant centers and two single-tenant
buildings in Atlanta from Mimms
Enterprises

$37 million

China Properties Developments
bought the 1.3 million-square-foot
Yan-Ta Shopping Mall, in Xi’an,
China, from Shaanxi Xinyuan Real
Estate

$30 million

North Miami Beach, Fla.–based
Equity One and Tampa, Fla.–based
RMC Property Group bought the
138,169-square-foot Dolphin Village
Shopping Center, St. Pete Beach,
Fla., from an undisclosed seller

$28 million

Westfield Group paid Federated
Department Stores cash for anchor
units at three of its malls. Of these,
two stores in California will be
leased back to Federated to operate
as Macy’s units. The transaction
was only one part of a larger deal
that included a 1031 exchange and
allowed the landlord to gain control
of a total of 15 stores at 11 malls.
Westfield has marked many of the
units for redevelopment into open-
air lifestyle districts

$18.5 million

Regency Centers and Macquarie
Countrywide Trust sold the 113,216-
square-foot Killian Hill Center,
Lilburn, Ga., to The Bedrin
Organization

$18.2 million

Branch Properties sold the 58,413-
square-foot Oglethorpe Crossing,
Atlanta, to Julian LeCraw & Co.

$11.6 million

Missed it by that much ...
Predicted vs. actual store openings

U.S. store openings

Ring it up

Sources: Merrill Lynch Source: Real Capital Analytics 
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GGP retools debt
General Growth Properties refinanced
the $5 billion credit facility it used for the
2004 purchase of The Rouse Co. The new
loan carries an interest rate of 125 basis
points over the London Interbank Offered
Rate, or LIBOR — about 60 basis points
lower than the previous facility. This looks
good to analysts, who were critical about
the debt level General Growth took on for
the $14 billion acquisition. “GGP has had
surprising success in its efforts to lower
the high initial spread of the Rouse facility
and otherwise reduce variable-rate expo-
sure,” wrote Paul Morgan, a REIT analyst
at Friedman Billings Ramsey. The move
frees up capital and helps the firm shoul-
der rising interest rates. “This increases
GGP’s dry powder,” Morgan wrote, “should
attractive acquisition opportunities arise in
the near term.”

If 39 years is too long to wait ...
Tax time can be much less traumatic for shopping center owners that have
cost-segregation studies performed on their properties. The procedure, which

entails marking certain components of a property for quicker depreciation,
helps owners recognize the benefits of depreciation deductions sooner
rather than later. For example, nonstructural millwork and special electri-

cal, plumbing and HVAC work can often be depreciated faster than other
building components. The IRS allows such items to be depreciated over
five, seven, or 15 years instead of the standard 39 (27.5 for residential),
says Greg K. Bryant, president of Bedford Capital Consulting, a firm

that specializes in cost-segregation studies. Accessing deductions soon-
er will allow for significant tax deferral, which can greatly
enhance cash flow in the earlier years of ownership. 

Retail property owners will typically save $40,000 for
every $1 million of building costs, Bryant says. A study typically takes

four to six weeks and can be done on any commercial property, new or
old, as long as it was placed in service after Dec. 31, 1986. “Cost-seg” is
rapidly becoming standard procedure for property owners who want to max-
imize depreciation benefits from day one, Bryant says. 

Many providers offer the service, but taxpayers should be careful
when hiring a cost-seg professional, says Bryant. The IRS recommends
that studies be performed by qualified professionals with relevant expe-
rience in construction, engineering and taxation, specifically stating that
“a quality study will identify the preparer and always references his/her

credentials, experience, and expertise in the cost-segregation area.”

DEAL OF THE MONTH

T H E  B O T T O M  L I N E

2003 2004 2005 2006*

*Projected

Ye
ar

-o
n-

ye
ar

 %
 c

ha
ng

e

14%

12

10

8

6

4

2

0

–2

–4

Estimated Actual Variance

2000 3,262 3,184 –2.4%

2001 3,307 3,164 –4.3

2002 2,706 2,586 –4.4

2003 2,505 2,366 –5.5

2004 2,839 2,570 –9.5

2005 3,171 2,718 –14.3

Source: Merrill Lynch

Retail property
transactions in ter-
tiary markets got a
boost in the sec-
ond quarter of
2005, after
Regency and
Australia’s
Macquarie
CountryWide
bought 101 open-
air centers from
First Washington
for $2.74 billion.
Cap rates began to
level off after that,
as rising oil prices
and interest rates
cast doubts on
consumer confi-
dence and, thus on
retail sales and
rents. 

10.0%

9.5

9.0

8.5

8.0

7.5

7.0

6.5

Ca
p 

ra
te

s

$7.5

5.0

2.5

$ 
bi

lli
on

s

1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q

2003 2004 2005

1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q 1Q 2Q 3Q 4Q

2003 2004 2005

HIgher yields in third-tier markets
Tertiaries offer highest cap rates
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