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Lee Engle - Principal - Retail Strategist/Broker

Lee is a native Washingtonian and currently resides in Columbia, Maryland. After graduating from the University of
Maryland, Lee entered the world of entrepreneurship by owning and operating a successful restaurant for over ten
years. Following his many years in the restaurant business, he became co-owner of a large format furniture store
in Richmond, Virginia. Due to his interest in the placement of retail locations, he decided to begin focusing on the

retail real estate industry.

Prior to joining StreetSense, Lee was an employee of Jefferson Commercial/Uniwest Development, where he
represented retailers and landlords as a broker. His desire to be in an environment that is solely focused on retail
is what led him to StreetSense. Currently represents national and regional retailers as they implement their roll-

out strategies.

Upon joining StreetSense, Lee developed a strategy to open over 100 Quiznos throughout the greater Washington
Metropolitan area. The strategy and tools he created were adopted by the Quiznos brokerage team throughout the
entire country. Some of Lee’s other clients include: My Eye Dr., Three Brothers, Carvel, and Vapiano. In addition

to strategizing, he assists clients throughout the franchise selection process, while demonstrating how this process

relates to real estate market as a whole.
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Jeff Pollak - Principal - Retail Strategist/Broker

Jeff, a twenty-year retail real estate veteran, joined StreetSense as one of the nation’s leading tenant
representatives and retail consultants. Prior to StreetSense, Jeff was the Executive Vice President and Principal
at SiteWorks Retail, a national retail real estate firm, where he advised retailers strategically on their corporate
expansion plans and represented numerous retailers in their National roll outs. Additionally, Jeff headed their
Mid-Atlantic Brokerage Division. Prior to SiteWorks, Jeff was the Director of Development and Leasing for a
Washington, D.C. based developer where he was responsible for the leasing of a retail portfolio in excess of 1.5

million square feet.

Jeff has completed projects that include retail center and pad developments, as well as strip center renovations,
he has consulted for numerous developers in the merchandising or re-merchandising of retail and mixed-use

projects.

Jeff's tenant representation of National and Regional retailers includes: Victoria’s Secret, Bath & Body Works,
Carters, Osh Kosh, Justice, Limited Too, JoS. A. Bank, Elizabeth Arden, Adidas, and Petco. Jeff is a large part
of the community and a graduate of the University of Maryland, where he earned his Bachelor’s degree in

Architecture.
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Bruce Leonard - Principal

Bruce has 20 years of experience in designing and executing mixed-use projects throughout the United States

and Europe. While directing design for Cooper Carry’s Main Street office in Alexandria, VA, he played a key role in
many large scale projects such as Mizner Park, Bethesda Row, Santana Row, and Crocker Park. Currently, Bruce is
master planning and producing development strategies for a number of large mixed-use projects such as National
Harbor, Moorefield Station, and The Village at Valley Forge. The program for these developments totals over 20

million square feet.

Prior to joining StreetSense, Bruce was a Vice President at Starwood Urban Investment Advisors. While at SUI,
Bruce was responsible for managing and directing the design of all incoming projects. Bruce played a key role in
evaluating potential development sites in prime urban locations, creating development strategies, and evolving the

strategy into a physical design.

Originally from Canada, Bruce received his Bachelor of Environmental Studies degree in Planning and Urban
Design from the University of Waterloo, where he graduated with honors. He received a post-graduate degree in

Architecture from the University of British Columbia.

Bruce maintains an active role in speaking and writing about key urban issues. He recently became a co-author
in the ULI publication “Ten Principles for Reinventing America’s Suburban Business Districts,” and worked on a
previous publication entitled “Ten Principles for Reinventing America’s Suburban Strips.” He will begin work

shortly on ULI's next Ten Principle series, “Reinventing Suburban Shopping Malls.”

Bruce has served on three ULI Advisory Services panels regarding the repositioning of urban development sites in
the following cities: San Antonio, Texas; New Orleans, Louisiana; and Washington, DC. He has also participated in

a Mayor’s Forum for the redevelopment of the downtown area in Salt Lake City, Utah.
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Guy Silverman - Managing Principal

Born and raised in the Washington Metro area, Guy has supported the growth of communities by advising
commercial real estate users and owners, ranging from New York to Florida, since 1987. He began his career in
commercial real estate with The Fred Ezra Company in Bethesda, Maryland. In 1996, Guy obtained his Masters in
Business Administration from The University of Texas, focusing on real estate analysis and development. Not long
after obtaining his Masters, Julien J. Studley, Inc., one of the largest commercial real estate firms in the country,
recruited Guy to become a Managing Director in their National Accounts Division. Representing numerous Fortune
500 companies, law firms, associations, and retailers, Guy understands the issues and elements involved in a wide
variety of real estate transactions, and knows how to structure transactions that achieve individual clients’ various

goals and objectives.

Prior to 1987, Guy worked at the corporate offices of Waxie Maxie's, a family-operated chain of retail music stores.
Waxie Maxie’s first store opened in 1945, and grew to become Washington, DC'’s largest music chain with 34

locations, before it was sold to Live Entertainment.

Most recently, Guy co-founded StreetSense Retail Advisors with Marc Ratner in 2001 to specifically represent
the interests of retailers, restaurateurs, and retail/mixed use property owners. He possesses a fundamental
understanding of the unique constraints, issues, and requirements of those involved in the retail industry. The
work he does incorporates strategic planning, expansion analysis, market analysis, site evaluation/selection, and

proposal/lease negotiation.

Through the years, Guy has represented many notable projects including: National Gateway at Potomac Yards,
University of Maryland - East Campus, Halstead Square, Aventiene, and Arts District Hyattsville. In addition, Guy
has represented numerous national and local retailers including: Trek Bikes, Maggiano’s, Eagle Bank, Palm Beach

Tan, California Pizza Kitchen, and many others.
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Marc Ratner - Managing Principal

A fourth generation Washingtonian, Marc began his career in commercial real estate in 1984 working for Ronald
Cohen Investments, a prominent development company based in Bethesda, Maryland. After two years with the
company, he was promoted to Director of Leasing. At the time he was responsible for the marketing and leasing of

a portfolio containing approximately 1,000,000 square feet of commercial property.

In 1989, Marc joined Bart Eisner, an industry leader in retail brokerage in the Washington Metropolitan area.
During his 13 year partnership with Eisner, Marc became one of the most active retail brokers in the D.C. market.
Over his career he has been responsible for the development and implementation of expansion strategies for
national restaurants and retailers including: Brinker International, Blockbuster Video, Zany Brainy, La Madeleine,
Equinox, Pei Wei, Vitamin Superstore, Home Elements, Cost Plus World Market, and Lettuce Entertain You,
among many others. In addition, Marc is recognized as one of the region’s leading consultants for developers
and property owners seeking innovative development and leasing strategies for retail and mixed-use real estate

projects.

Marc has also developed and owns properties in the Washington, DC region. Retailers in his properties include:

CVS, Starbucks, Ritz Camera, Vie de France, Blockbuster Video, Hair Cuttery, and Staples.

In 2001, Marc co-founded StreetSense Retail Advisors with Guy Silverman and Jon Eisen. The mission was to

create an innovative retail brokerage and consulting firm exclusively dedicated to retail and mixed-use real estate.



Jon Eisen - Managing Principal

A native of Washington, D.C., Jon Eisen enjoys the history of his hometown, as well as the constantly evolving
cities in which he does his work. Across the United States, Jon has conceived, created, and completed more

than 50 mixed-use projects. Trained as an architect and urban planner, Jon works with private developers and
municipal officials to create special — and successful — urban places. He is currently leading the development
and planning for developments in Maryland, Virginia, D.C., Pennsylvania, Delaware, Florida, Washington, and
Colorado. National Harbor, Aventiene, Crystal City, Reston, Bethesda Row, Park Potomac and Valley Forge all bear

his handiwork.

At StreetSense, Jon has had a hand in more than 20 million square feet of mixed-use planning and development.
Earlier in his career, Jon worked on such large scale projects as the U.S. Holocaust Museum in Washington

D.C., Mizner Park in Boca Raton, Florida, Colorado Center in Denver, and Channelside in Tampa, Florida. He also
counsels cities and towns, providing them with market analyses and clear-headed thinking about redevelopment
possibilities in their municipalities. Recently, Washington, D.C. officials engaged Jon to scrutinize and recommend

improvements to its aging commercial districts across the city.

Jon speaks regularly at industry conferences and before government gatherings. He sits on a National Council
with the Urban Land Institute and is on the board for the College of Architecture and Real Estate at the University
of Maryland. Whenever he travels, he continues to study and photograph the physical elements of municipal life
that contribute to urban vitality. As managing principal of StreetSense, Jon leads the company, particularly in the
consulting and development division. From his extensive experience, Jon has gained considerable expertise in

creating great urban places.



Ldndlord Representation

Aspen Hill SC
Boulevard Square
Burnt Mills

Catholic University
Redevelopment

Century Center

Cherry Hill Center
Columbia East Marketplace
Aventiene

Dulles Parkway Center
Elden Place

Evergreen Terrace
Fort Totten Square
The Fenton Building
Huntley Meadows
Arts District Hyafttsville
King George

Liberty Station

The Shops of Lionsgate
The Metropolitan
Mount Vernon Station
National Gateway

New Carrollton town center
Park Place

Park Potomac

Post Shops at Carlyle Square
Prince Frederick Commons
River Creek Village
Shoppes at North Stafford
Shoppes of Olney

Shops at Signal Hill

Shops at Town Center
Steeplechase 95

Sunshine SC

Three Brothers Center
Vista Shops at Golden Mile
Wellington Square
Woodyard Crossings

Retailer Representation

AG Jeans

Arhaus Furniture
Avenue

American Partners Bank
Bath & Body Works
Blue Tulip

Bow Tie Cinemas

Bratt Decor

The Brown Bag

Cafe Phillips

California Pizza Kitchen
Carvel

Chili’s

Chipotle

ColorWorks

Corner Bakery
Dominic's of New York
Down Dog Yoga

Eagle Bank

Elizabeth Arden Red Door Spas
Eastern Mountain Sports
Equinox

Famous Dave's

Fast Frame

Firkin Pubs

Five Guys

Fresh City

Goddard Day School
Gym Source

Jimmy Johns

Jos. A Bank

Justice

Leslie's Pool Supplies
Let's Dish

Limited

Limited Too

Logan's Roadhouse
Macaroni Grill
Maggiano's
MaggieMoos

Martin & Osa

Mike & Lou’s

Milwaukee Frozen Yogurt
Moby Dick

Mon Ami Gabi

My Eye Dr.

My Organic Market
Omaha Steaks

Palm Beach Tan

Patient First

Paul Mitchell - The School
Penguin

Petco

Portrait Innovations

REISS

Ritz Camera

Salon Plaza

Sandella’s

Sharper Image

Shaw's Crab House
Sona Med Spa
Starbucks Coffee Company
Tacuba

Ten Thousand Villages
Three Brothers

Tropical Smoothie Cafe
Tweeter

The UPS Store

Vapiano

Village Roadshow
Wildfire

7 Pizza

Consulting Clients

Angler Development
Archstone-Smith

Argo Investment
Atapco Properties

Bayer Properties
Benderson Development
Bos Group

The Bozzuto Group

The Carlyle Group
Centex Homes

City of Bellevue, WA

City of Falls Church

City of Gaithersburg, MD
City of Sarasota, Florida
City of Tempe, Arizona
City of Washington, DC
City of Winter Springs, FL
Clark Realty Trust

The Daniel Corporation
Diamond Properties
Douglas Development

Elm Street Development
Equity Residential

Federal Realty Investment Trust
Florida Rock

Forest City Enterprises
Foulger Pratt

George Mason University
Harbor Properties

Harvard Development, Inc.
Hines

Holladay Corporation
Horning Brothers

James Doran Company
JBG Companies

JPI

KB Homes

KSI

Konover Development
Lerner Enterprises
Lincoln Properties
Louis Dreyfus

Lowe Enterprises
Michael Harris Development
Mid City Urban

Miller & Smith

Newland Communities

Northwestern Mutual
Insurance Co.

The Oxbridge Group
Pulte Homes

Realen Development
Regency Centers
Segale

Stark Enterprises

Starwood

Terrabrook

The Greenberg Companies
The Kaempfer Company
The Mills Corporation

The Peterson Companies
Tower Companies
Trammell Crow Residential
Transwestern Commercial
Vulcan

Washington, DC Downtown
Business Improvement
District

Vornado
Welk Resort Group



Task Seven: Evaluating Prospects

StreetSense will assist the ownership team in qualifying all prospects through an assessment of their:
e Financial condition
e Retail Segment
e Operating history

e Business plan

Task Eight: Conduct Negotiations
Once a project has been qualified, StreetSense will lead the negotiation process. This will include:
e Drafting and negotiating Letters of Intent
e Reviewing and negotiating Landlord/Tenant construction work
e Conducting financial comparative deal analysis
e Drafting lease requests

e Reviewing and assisting in lease negotiations with Landlord/Tenant Council




LANDLORD REPRESENTATION

Task Five: Telling the Story/Creating Marketing Materials

StreetSense will use its internal graphic and design team to create the marketing materials that will
convey the projects “story”. These materials will speak both visually and contextually to the targeted

retailers in a language they will understand and embrace.

Task Six: Comprehensive Marketing Campaign
StreetSense will contact the specific retailers, restaurants, and industry resources for the categories
identified in the merchandising strategy. Meetings and formal presentations will take place most often

locally, but may require occasional travel.

StreetSense will host presentations to introduce and communicate the “story” to the brokerage

community and prospects.

StreetSense will develop a Project Home Page on our website in order to maximize project exposure and

provide easy access to project information.

StreetSense will display and market projects at select regional ICSC events and the annual Las Vegas

Convention.
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Task Three: Creating the Merchandising Strategy
With a comprehensive assessment of the trade area now defined by tasks one and two, StreetSense is
now well armed to create a thoughtfully conceived merchandising strategy which will uniquely position the

project/property to meet the demand of the marketplace.

The merchandising plan provides the ownership team with the first clear “picture” of what the final retail
merchandising mix of the project will look like and lays the groundwork for the actual marketing and

leasing of the project.

Task Four: Site Evaluation/Grading
StreetSense will evaluate the overall project plan/leasing plan to enable both the developer and retailer to
understand the site’s full potential by creating a value based grading system. This system will allow us to

assign priority, uses, and rental rates for the project. The components in the evaluation will include:

e Access

e Visibility

e Retail frontage/depths

e Size of space

e Proximity to parking/green space/public space

e Loading facilities

e Relationship to other uses, Pro forma rents/tenant improvement allowance




LANDLORD REPRESENTATION

Utilizing our skilled team approach, we study your project to develop a merchandising, marketing and

leasing strategy that will increase the property’s income and reduce your investment risk.

Task One: Understanding the Customer/Market Analysis

StreetSense will analyze demographics (including daytime office and full-time residential) and additional
data to evaluate the shopping patterns and
shopping experiences to determine how and

where the project’s targeted customers shop. This
study includes how, where, why, and when the
customer shops the various retail categories (i.e.
specialty, goods and services, boutique and dining/

entertainment).

StreetSense will determine and study the “psycho-
demographics” of the trade area to best predict

how shoppers will view and use the project.

Task Two: Analyzing the Retail Market/Competition Analysis

StreetSense will prepare a comprehensive retail market analysis of the trade area. The analysis will include
a full demographic study and gap analysis which will outline key retail uses and retailers not currently
serving the market. In addition we will evaluate all retail environments in the defined trade area by

assessing the following information:

e Rent comps for all categories such as large box, junior box, specialty, neighborhood goods and
services, fast and casual dining concepts, etc.

e Evaluation of the parking provided, the ratios of surface to structured product, and the amount of
paid and free product in the immediate trade area.

e A review of project amenities
e Property classification (i.e, super regional, regional, neighborhood)

e Tenant mix of each property






CLIENT SUCCESS STORIES

Blue Tulip

Retailer Statement:

“We are a unique new concept offering a
wide variety of gifts and services for special
occasions, holidays, or just simply treating
yourself to something special. Our stores
are designed to be fresh and upbeat and
tastefully organized.”

Customer:
Female from teen to 50+

Desired Trade Areas:

Regional markets with at least 40,000
households in five miles and an above-average
demographic profile

Site Criteria:

4,000-5,000 sf in high-traffic daily use
centers, lifestyle centers and high end urban
districts

Preferred Co-tenants:
Trader Joe’s, Chico’s, Talbots, Starbucks

Results:

Secured locations in Tysons and Fairfax with
multiple deals in the pipeline

Specialty Retailer

EMS

Retailer Statement:

“We are in the process of rebranding

the company in an effort to become the
dominant national retailer serving the outdoor
enthusiast.”

Customer:
Outdoor enthusiast 20 - 50 years old

Desired Trade Areas:
Regional markets with better than average
income levels

Site Criteria:
15,000 sf in dominant regional power strips
and specialty centers

Preferred Co-tenants:
Strong mix of national category dominant
and fashion retail.

Results:
Sites secured in three of the most high profile
new projects in the region

Specialty Retailer
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California Pizza Kitchen

Retailer Statement:

“As one of the premier casual dining restaurants in the
country, we have built the brand with very high-profile,
upscale locations and need to continue to grow in more
mainstream retail venues without compromising our
image.”

Customer:
Families, ladies who lunch, and the office crowd

Desired Trade Areas:

Regional trade areas with a dense professional daytime
and residential population made up of well-educated
households with strong median income

S.ite Criteria:

6,000 sf in high-profile regional malls, specialty and
entertainment-driven centers, lifestyle centers, and
urban districts

Preferred Co-tenants:
Strong mix of national retailers, movie theater, and
other higher-end dining establishments

Results:

Secured five locations which are performing
extremely well and have a number of deals in
the pipeline

Restaurants & Food Concepts

Starbucks

Retailer Statement:

“As the dominant coffee purveyor and

one of the most recognized brands in the
world, we remain committed to delivering

a consistent, high-quality product in a wide
range of store types and real estate settings.”
Customer:

Crosses all demographic lines

Desired Trade Areas:
Regional, neighborhood, urban, interstate
commuter, high-density and traffic area

Site Criteria:

1,400-1,700 SF end caps or freestanding
buildings in regional and grocery anchored
centers

Preferred Co-tenants:
Dominant grocers, bookstores, fitness clubs,
and daily need tenants

Results:

Secured over 300 stores in the metro DC and
Baltimore markets

Restaurants & Food Concepts




CLIENT SUCCESS STORIES

FITNESE CLUSS

Equinox

Retailer Statement:

“We are the most high-end fitness club in the
country. We need to enter the DC market
with a high impact location and continue our
growth in regional markets with high-end
demographics.”

Customer:
Health conscious, affluent, and sophisticated

Desired Trade Areas:
Close in regional, suburban, urban, and
downtown districts

Site Criteria:

25,000 - 45,000 sf with flexibility to occupy 2 levels.
Office buildings, residential properties, mixed use
environments, regional malls, and traditional strip
retail which offer abundant and convenient parking for
members

Preferred Co-tenants:
Strong lifestyle and high-end retailers

Results:

Secured 1st location in Tysons Corner, 45,000
sf in high-profile, mixed-use property with
co-tenants including: Gucci, Hermes, Tiffany,
Ballys and Mortons

Large Format Retailer

Petco

Retailer Statement:

“With over 650 stores in 43 states, Petco is
the leading specialty retailer of premium pet
food, supplies, and services in the country.
Like a grocery store, our real estate needs
to be convenient to the female customer but
also needs other category-dominant discount
co-tenancy.”

Customer:
Broad based appeal, families with pets

Desired Trade Areas:
Regional trade areas and strong local markets

Site Criteria:

15,000 sf in traditional strip and power
centers; grocery and strong national co-
tenancy preferred

Preferred Co-tenants:
Grocery Stores, Target, Kohl’s, Michaels

Results:

Secured over 15 locations throughout the
state of Virginia.

Large Format Retailer



Bath & Body Works

Retailer Statement:
“Our brand has very broad appeal. The trick
however, is to not compromise the brand.”

Customer:
Everyone

Desired Trade Areas:
Regional markets, urban districts, and
neighborhoods

Site Criteria:
3,000 sf in fashion/female-oriented power
centers, regional malls, and lifestyle venues

Preferred Co-tenants:

Target, Kohl's, Old Navy / Macys, Nordstrom
anchored malls / Victoria Secret, American
Eagle, Ann Taylor Loft, Banana Republic

Results:
Secured 20+ sites throughout the mid-Atlantic

Lifestyle Retailer

The Container Store”

The Container Store

Retailer Statement:

“Our customer is focused on the home, our
format is large; however, we aren’t a discount
store. We are extremely selective about our
real estate and won't compromise.”

Customer:
Women ages 25 to 45

Desired Trade Areas:

Median HH Incomes of $75,000+; top tier
regional markets; close proximity to regional
malls, dynamic retail clusters

Site Criteria:

25,000 - 30,000 sf in high profile regional
lifestyle & shopping centers and freestanding
buildings

Preferred Co-tenants:
High-end home furnishings (Crate & Barrel,
Pottery Barn), Whole Foods, Barnes & Noble

Results:

Sites secured at Market Common at Clarendon,
Congressional Plaza (two of the most profile retail
locations in the regional DC trade area)

Large Format Retailer




CLIENT SUCCESS STORIES
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Justice/Limited TOO

Retailer Statement:

“We are the trendsetting fashion retailer for 10-14
year old girls, we need to open our stores in moms’
path of travel.”

Customer:
Girls 10-14 years old

Desired Trade Areas:

Major regional markets (Justice) and major regional
malls (Limited TOO), with moderate to high income
families in surrounding markets

Site Criteria:
4,500 sf in fashion oriented power centers (Justice)
and regional malls and lifestyle venues (Limited TOO)

Preferred Co-tenants:
Target, Kohl's, Old Navy (Justice)
Macys, Nordstrom anchored malls (Limited TOO)

Results:

Sites secured in

[Virginia] Newport News, Williamsburg, Virginia
Beach, Short Pump, Gainesville, Fairfax
[Maryland] Annapolis, Gaithersburg, White Marsh

Lifestyle Retailer

Jos. A Bank Clothiers

Retailer Statement:

“We have become one of the dominant men’s
fashion retailers in the country by adapting
the brand to serve the mainstream male
consumer. However, we have learned that the
female consumer is integral to our success.”

Customer:
Adult male

Desired Trade Areas:
Urban, high end suburban and regional

markets

Site Criteria:
4500 sf in fashion oriented centers

Preferred Co-tenants:
Talbot’s, Ann Taylor, Coldwater Creek

Results:
Secured 30+ locations thought the mid-Atlantic

Lifestyle Retailer






TENANT REPRESENTATION

Step VI: Negotiations and Documentation

When an opportunity has been classified as an approved site, StreetSense will begin

the negotiation process to secure the site. When appropriate, StreetSense will arrange
meetings with the property owners, begin creating a “relationship” between the parties, and

define the basic deal structure.

e Draft Letters of Intent, including evaluating and negotiating construction/build-
out requirements

e Assist Tenant counsel in lease negotiations

e Coordinate all development and operating related issues with the client’s
Property Development Team (i.e., Architect, Construction Manager, Director of
Operations, etc.)

e Create a transaction package for the Development Team to include:
o Summary Information
> Lease Proposals
- Market Map
o Site/Aerial Photos
> Site and Lease Plan
- Demographics

e StreetSense can also provide board-level presentations for our client’s corporate
approval process




Step III: Implementing The Strategic Plan

Once the strategic plan has been established and approved by the client, StreetSense

will utilize our market knowledge, as well as relationships with key property owners,
brokers, and industry resources to prepare a comprehensive inventory of all locations within the target trade
areas. The report will catalog current opportunities, properties under construction, pre-lease opportunities

(new construction), as well as hidden opportunities (space currently occupied).

Step IV: Marketing

Utilizing our creative in-house design capabilities, StreetSense will create marketing materials for a
campaign to educate the marketplace and promote the unique qualities and appeal of the brand. This
process will include emails, press releases, and direct mailings to the development and brokerage

community as well as the promotion of the concept at ICSC and other industry events.

Step V: Evaluating Opportunities
StreetSense will arrange site tours with the client’s Development Team to evaluate target markets and

specific site opportunities.

e Regional Maps Identifying
> Major Regional Shopping Districts
> Competition
- Demographics
> Aerial Photographs
> Traffic Counts

e Site Specifics
o Lease Plan
> Site Plan
 Plan of Proposed Space
> Narrative of Proposed Deal Terms

e Site Evaluation Forms
> Access
> Visibility
- Retail Frontage
 Delivery/Trash Locations
o Proximity to Parking/Public Space
> Relationship to Other Uses




TENANT REPRESENTATION

We provide retailers and restaurateurs access to real estate opportunities, relationships, and information

that are all critical to your company’s success. We think long-term. Our philosophy is...the “right” deal

is better than the “quick” deal. StreetSense’s Retail Brokerage Division utilizes a comprehensive six step

process to ensure that our clients secure the best location under the most favorable terms and conditions.

Step I: Understanding The Concept
In order for us to be truly effective, StreetSense will meet with key team members in an effort to define
the company’s goals and objectives as they relate to the company’s expansion plans.

Topics to review will include:

e Customer Profile

e Prototypical Size

e Store Design, Layout
e Volumes

e Competition

e Development Costs
e Hours of Operation

Step II: Creating the Strategic Development Plan

With a firm understanding of the concept, its operating history and demographic and lifestyle profile of
its customer, StreetSense will utilize state of the art technologies as well as overall market knowledge
to develop a market strategy which will be the road map to maximizing market penetration. In addition,

StreetSense will provide its clients with “"Cost of Entry” assumptions including estimated rents and a

timeline outlining how long it will take to achieve the plan.




RETAIL ADVISORY SERVICES/
BROKERAGE

Whether you are a national

retailer looking to expand

your brand, an entrepreneur

looking to launch a new

restaurant, or a developer

with a vision to create

an exciting new retail

environment, our seasoned

team has the experience and

proven track record to lead

you to success.

We call ourselves retail strategists because we view the world through our client’s eyes.
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Village at Valley Forge

King of Prussia, Pennsylvania

PROJECT DETAILS

128 acres

1 million sf retail
2200 residential units
400 room hotel

SERVICES

Master Planning/Entitlements
Architecture

Design Guidelines
Development Assistance
Merchandising Strategy
Public Open Space Design
Placemaking

Wayfinding

PROJECT DESCRIPTION

The Village at Valley Forge is a mixed-use
town center adjacent to the King of Prussia
Mall, the largest retail center on the East
Coast. Through intuitive design and synergistic
merchandisihg, The Village at Valley Forge will
offer unique retailers and amenities that will
complement the mall’s regional presence.

StreetSense is currently the master plan-
ner and architect in charge of designing the
architecture, public open spaces, lighting,
wayfinding, and landscaping for developers
Northwestern Mutual Insurance and Realen
Properties.

CLIENT nNorthwestern Mutual Insurance Co.

Realen Properties



UMD East Campus

College Park, Maryland

PROJECT DETAILS

420,000 sf of retail space
100,000 sf of office space
2100 residential units
200 room hotel

SERVICES

Master Planning/Entitlements
Architect

Market Analysis

Placemaking

Retail Leasing

Merchandising Strategy
Marketing Materials

PROJECT DESCRIPTION

The design approach for the University of
Maryland is to create a central mixed-use
environment that shares the vision of both the
university and the surrounding community while
maintaining a connection to the Metro.

Situated directly between the university and

the Metro station, and with the incorporation

of the light rail station, the new community

will be perfectly sited to take advantage of the
retail synergies that occur within pedestrian and
transit-oriented environments.

Community needs for neighborhood services,
walkable entertainment, and dining options will
be complemented by a new vibrant office, hotel,
and residential community above the active
street environment.

A main plaza will allow the new bookstore
and cinema to create a wonderful open public
space accented by dining and entertainment
opportunities.

CLIENT Foulger Pratt

Argo Investments




@ ARCHITECTS « PLANNERS - BROKERS « MARKET ANALYSTS « RETAIL STRATEGISTS

-
e
e
b
P
£

=
a
LJ
i
"y

Potomac Town Center
Woodbridge, Virginia

PROJECT DETAILS

650,000 sf retail
350 residential units
250,000 sf office
120 hotel rooms

SERVICES

Site Analysis

Master Planning/Entitlements
Market Analysis

Architectural Design
Merchandising Strategy

PROJECT DESCRIPTION

Ideally located on I-95 adjacent to Potomac
Mills, Potomac Town Center is a mixed-

use property being developed to serve the
growing population of Prince William County.

Working in conjunction with The Mills
Corporation and Lerner Enterprises,
StreetSense guided the planning process,
while creating conceptual designs and
merchandising strategies.

StreetSense developed a plan<ns1:XMLFault xmlns:ns1="http://cxf.apache.org/bindings/xformat"><ns1:faultstring xmlns:ns1="http://cxf.apache.org/bindings/xformat">java.lang.OutOfMemoryError: Java heap space</ns1:faultstring></ns1:XMLFault>