
















Development of an Excess 
Property Program 

Matt Bisigna no, YUM1 Bra nds 
Sonya Webster, Wal-Mart Realty 

Monday 10-.30-12:00 (Advanced) 

Many factors must be considered when a com­
pany decides 10 develop an Excess Property 
Program. Initiatives such as the identification 
of store closure candidates, determining the 
overall impact of a store closure and planning 
for the financial objectives of lhe property 
sale or sublease are critical. 

This session will outline the Excess Property 
Programs of two major retail tenants. Addi­
tionally, it is designed 10 discuss the following 
questions: 
• How do you choose between integrating 

your excess property into current operating 
real estate program vs. developing a sepa­
rate excess property program? 

• Do you choose in house marketing and sales, 
oulsource or a blend? 

• What is your overall objective for the excess 
property? Are you in a fire sale. holding 
some for future development or tenanting to 
offset expenses? 

• Is it worth becoming a landlord to recoup 
costs? 

• How to keep expenses at a minimum 
• What are the real costs of not maintaining 

properties? 
• How do you manage sub-tenants (vendors 

or in-house)? 
• Develop a budget/reserves for underper­

forming stores 
• Is sale-leaseback an exit strategy? 
• How to dispose excess properties 

.,.RE-3, Green Construction and Operations 
Gregg Ankenman, Esq., Wendel, Rosen, Black 
& Dea n, llP 

Tuesday 1 :30-3:00 (lntennediate) 

"Going Green" at new and existing store loca­
tions requires tight coordination among legal, 
construction, design and operations profes­
sionals before the lease is signed. Success­
fu lly going green requires careful attention 
to issues often not contemplated in traditional 
retail leases and operating practices. This 
intermediate course will examine the green 
initiatives various retailers have begun to im­
plement and will discuss how lawyers, para-

Best Practices 
legals, lease administrators, deal makers, and 
construction/design professionals for retail 
tenants can deal with the many opportunities 
and challenges of green leasing. Topics will 
include green building, LEED certification, 
new California Green building standards, 
government benefits such as grants and ex­
pedited permitting, util ity and operating cost 
savings, and allocation of green benefits and 
burdens. 

.,. RE-4, Smart Energy Solutions 
Chris lipton, Power Brokers 

Monday 3:15-4:45 (lntennediate) 

Energy expenses can fluctuate wildly in dif­
ferent areas of the country even when usage is 
constant. Reducing energy costs in regulated 
and non-regulated locations require different 
approaches but always focus on procurement, 
oversight and demand management. Control­
ling and reducing these significant expenses is 
much more than knowing what you are paying 
for and whether your bills are accurate. Keep­
ing up with the latest market trends, energy 
industry news and regulatory requirements 
can be time-consuming and confusing. What 
are your supply-side and demand-side oppor­
tunities in an ever-changing environment? 

This course will discuss how to set up an ef­
fective energy procurement and management 
program and implement strategies aimed at 
making wise energy choices. It will explore 
how to purchase energy, how to formulate a 
sustainability strategy, and how to build an 
energy management program to budget for 
long-term financial success. 

Topics will include: 
• Things to know before purchasing electric­

ity and natural gas 
• How to gain leverage in negotiating the best 

value, not just price 
• What to look for in pricing options and en­

ergy strategies 
• The hidden "gotcha's" of supplier contracts 

and billing 
• Post-contract energy management strategies 
• Aggregating energy usage at multiple loca­

tions. 
• Designing, purchasing and installing Digital 

Energy Management Systems. 

.,. RE-5, Cost Segregation 
Gary L Christensen, CCIM, CPM, SIOR, Tenant 
Real Estate Advisors 

Monday 3:15-4:45 (Advanced) 

Cost segregation is the process of identify­
ing personal property assets that are grouped 
with real property assets, and separating out 
personal assets for tax reporting purposes. A 
cost segregation study identifies and reclassi­
fies personal property assets to shorten the de­
preciation time for taxation purposes, which 
reduces current income tax obligations. The 
course is targeted for Owned Real &tate and 
large NNN single users. 

Course Objectives include: 
• What is Cost Segregation? 
• Identification and reclassification of personal 

property assets from real property-Sborten 
the depreciation time for taxation purposes 
and reduce income tax 

• Why does it matter to your company (for 
both owned RE and NNN leased)? 

• Potential savings without comprise in goods 
or servIces 

• Brief History 
• Commercial Property Qualifications-Bene­

fits to corporate owned real estate-Benefits 
to leased real estate through a reduction of 
real estate taxes by shifting real property to 
personal property 

• Kinds of buildings that can benefit? 
• What Jcind of reductions to anticipate? 
• Detailed steps of doing a Cost Segregation 

analysis 



Trade Show 

~ RE-&. Negotiating in a Recession 
Mirela Gabrovska, MBG Consulting, lnc. 
AI Stabile, Gravitas Real Estate Resources, Inc. 

Tuesday 8:30-10:00 (Advanced) 

The course will introduce the art of Win-Wm 
negotiations and explain how 10 apply between 
landlords and tenants in loday's economy. We 
will examine landlords' and tenants ' interests and 
discuss proactive ways to find common ground. 
The course wi ll examine major lease provisions 
and clauses, analyze the risk exposure to tenant 
and recommend ways 10 mitigate il. 

Interactive discussion will include the following: 
• What is different in negotiations during 

recession versus boom times 
• The concept of Win-Win negotiations 
• Understanding the interests of all parties 

at the table participating in a recession 
economy 

• Timing of negotiations and benefiting from 
volume leverage 

• Lease clauses with exponential effect on 
tenant's lease liabilities and risk 

• How 10 leverage and be creative in lease 
negotiations in recession economy-The 
"Japanese jiu jitsu" 

• Case study or role playing 

~RE-7, Successful Surrender at Lease 
Expiration 

Susanne Harrod, KFC Corporation 
Sonya Webster, Wal-Mart Realty 

Monday 1:30-3:00 (Basic) 

Successful surrender of a property at lease ex­
piration is both an art and a science. You have 
to fu lly understand the obligations of all par­
ties, the physical condition of your properties 
and what motivates the landlord. 
• When does a successfu l lease surrender 

process start? 
• Developed strategy and philosophy of your 

obligations 
• Importance of the paper trail you create? 
• What is key lease language? 
• What does the landlord want and expect? 
• What are the key points of negotiation? 
• Are there sub-tenants in your building and 

how does that effect surrender? 
• What if you have a franchisee or cross brand 

subtenants? 
• Leave behind as a brand image vs. your abs0-

lute lease obligations? 
• Fair resolution to do more deals with landlord 

~RE-8, Living witfl the Deal 
Matthew Bisignano, YUM! Brands 
David Rodgers, Brown Shoe Co. 

Tuesday 10-.30-12:00 (Basic) 

Despite all of the research and performance 
metrics reviewed beforehand, bad deals are an 
unfortunate reality in the world of real estate. 
Whether the store fai led to live up to expec­
tations or situational changes occurred that 
transfonned a once good deal into a horrible 
nightmare, we've all been there. This course 
will discuss strategies aimed at making a bad 
deal manageable, while also exploring ways 
to escape the grips of a bad lease. 
Topics will include: 
• Things to know before negotiations begin 

to gain leverage 
• Having a seat at the table during lease 

negotiations 
• Key lease provisions to address for 

protection 
• Post lease execution 
• Strategies to live with a bad lease 

Discussion Groups 
OG-l FASB 
OG-2 legal Possession 
OG-3 Opportunities with Bankruptcy 
OG-4 Corporate Approval Process 
OG-5 Negotiating & Settling Audits 
OG-6 Discussion on GLA 
OG-7 Enterprise Resource Planning 
OG-8 Possession Oates 
OG-9 Franchise Issues 
OG-l0 On-Line Bidding 
OG-ll FASB 
OG-12 Desktop Auditing 
DG-13 Tools & Websites 
DG-14 Small Tenant Issues 
OG-15 Estoppels 
DG-16 Percentage Rent 
DG-17 Insurance 
DG-18 Managing Field Audits 

DG-19 Co-Tenancy 
DG-20 l ease Restructuring 

Registration 

Registrations and course selections must 
be made online at www.retailtenants.org. 
Course selections may be changed until Sep­
tember 3rd. Cancellations are non-refundable; 
substitutions are permitted. 

Confere .. e Ret-.. -
Early Bird 

Member $995.00 

Non-Member $895.00 

As,! 
7/9110 

$750.00 

$950.00 

Trade Show Regtstration Rates· 

As,! 
913110 

$795.00 

$995.00 

Early Bird As of As of 
7/9110 913110 

Member $1,900.00 $2,100.00 $2,600.00 

Non-Member $2,400.00 $2,600.00 $3,lXXl.oo 
*Includes MIl registrBnts who may 8t!8nd all 
conference evenlS. 

Hotel Reservations 
Guest room reservations must be made di­
rectly with the Anaheim Marrion Hotel by 
using the online reservation link provided on 
www.retailtenants.org. Reserve your room by 
September 3, 2010 to quality for the NRTA 
discounted room rate of $159/night. 

By reserving your hotel with the Anaheim 
Marriott, you are direct1y assisting the NRTA 
in meeting its contractual commitments for 
room guarantees. 

Transportation 
Discounted car rental services and on-site 
hotel parking are available. Please visit the 
NRTA's website for reservation links and fur­
ther information. 

nterprise 

NRTA conferences are ..... ' 
Printed materials will not be provided 
on site. Please print your conference 
schedule and/or course materials be­
fore arriving at the conference. Course 
materials will be available online at 
www.reiaUtenanls.org after August 31, 
2010. 
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Basic - for those new to the profession 

Intermediate - for experienced individuals with a broad range of 
responsibility 

Advanced - for senior executives and 

3:00 - 6:00 - Registration 

4:30 - 5:00 - First Time Attendees Orientation, Speaker Orientation 

5:00 - 7:30 - Welcome Reception and Trade Show 

7:00 - 8:15 - Breakfast I 7:45 - Opening Remarks 

8:30 - 10:00 - Session I 

10:30 - 12:00 - Session II 

12:00 - 1:15 - luncheon and Featured Speaker 

1 :30 - 3:00 - Session III 

3:15 - 4:45 - Session IV 

5:00 - 7:30 - Reception and Trade Show 

7:00 - 8:15 - Breakfast Roundtables 

8:30 - 10:00 - Session V 

10:30 - 12:00 - Session VI 

12:00 - 1:15 - luncheon, NRTA Annual Business Meeting and Founders' Award 

1 :30 - 3:00 - Session VII 

7:00 - 8:30 - Breakfast 

8:30 - 9:30 - Feedback Session 

DG-1 DG-2 DG-3 DG-4 DG-5 
9:45 - 10:45 - Session VIII 

DG-6 DG-7 DG-8 DG-9 DG-10 

DG-ll DG-12 DG-13 DG-14 DG-15 
11 :00 - 12:00 - Session IX 

DG-16 DG-17 DG-18 DG-19 DG-20 
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