


INDUSTRY EVENTS

Open Forum

It depends on when you go in for
construction and on the property. If
you went into construction while
they were building the center and
you didnst wait for them to finish,
you may have to manage certain

PETER DUCHARME,
CERTAPRO PAINTERS:

If youere trying to achieve a seven-
to 10-year paint cycle, there is tech-
nology out there now that can help.
Weere using product that helps

aspects. It depends on the center and increase that two, three or four years

the deal. It would be a surprise if the
landlords did this to the tenants.
They want the center and the new
building construction to be LEED
certified.

SILVERSTEIN:

The design criteria and guidelines
change for those centers, regardless
of whether they require the tenant to
be LEED certified. Theyere pretty
different.

PRATT:

They are different. The added cost
in controls, for example, where you
have to hook into the malles energy
management system, tends to be
$10,000 to $20,000 more per build-
out just because | have to use their
specific energy management control
team, buy their panel, etc. They set
the costs. That increases the con-
struction.

CCM:

What other issues are happening
on the design build side purposely to
help control costs?
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on your exterior repaints. Itss a prod-
uct that works on a lotus-leaf tech-
nology from nature (that stays clean).
As it rains, the surface keeps clean,
even if its a textured surface (like
masonry surfaces). Wesve tried some
prototypes with Rite Aid to see the
benefits of the actual working tech-
nology. Itss been around for eight or
10 years. | have those discussions
with our clients to see where we pick
up some additional lifecycle of an
exterior repaint.

DAVE CRAWFORD,
DSH SHOES:

Wesere definitely doing the utility
and energy management, and the
lighting. Weeve had an outside con-
sultant monitor our electric bills
and report back to us. From that
standpoint, HVAC, we use high-
efficiency units. From the flooring
and wall covering, our stores are a
little bit different because they are
all carpeted. Being a shoe store, we
probably replace the carpet more.
We have stores, like our Union
Square store in New York City,

where we could lit-
erally replace the
carpet every year.
We know how
many people shop
our stores through

Lighting — replac-
ing bulbs or replac-
ing ballasts. It's a
constant issue of
ours. In our new
stores, we're test-
ing almost every
single thing that
you can imagine,
but it continues.

— Alan Pellman,

Bebe Stores

counters, so we have formulas that
we base that on: How many foot-
steps do you get from carpet? We
go from one year all the way up to
15 years in a store.

We work on the value engineering
thing every day. Thates our job. We
can go from turnkeys, to where we
build the whole store out, not the
building, but the tenant build-out.
Weeve armed our real estate folks
with that because some have cash and
some donet, and some are able to

With collaborative project man-

agement tools, you don't have

paper drawings anymore.

People can work from home.

These are all green processes.
— Doug Sperr, USGlobalNet
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build our stores for us. So we give
them that flexibility. We kind of play
in both arenas — not that it helps our
maintenance cost-wise, but it helps us
upfront cost-wise, and the real estate
guys can cut the deal accordingly.

PRATT:

Since we originally designed our
prototype, nothing has changed in
our company for four or five years.
When we designed the new proto-
type, we had that in mind. We want
to make this as maintenance-free as
we can, so that’s why we have a con-
crete-stained floor. We have a
metal-slat wall that goes all the way
up, so there’s really no [area] to
repaint in the store. It’s a galva-
nized-metal slat wall that’s never
going to change. All our fixtures are
metal. It’s a brick storefront, so it’s
real brick. It’s not faux brick or any-
thing that’s going to chip or break.
When we designed it, we wanted
maintenance free. We want to

change light bulbs.

CCM:

Anybody else that obsessive in how
they’re designing the stores?

\ '! _, l | |

GALLANT:

I think we’re all
obsessive in differ-
ent ways.

CRAWFORD:
Nothing has
changed. We
would all love to
build stores that
last 10 years, but
they don’t. So it’s
kind of like, okay,
what’s that sweet spot?

GALLANT:

We've all done these items to
reduce our facility costs in these cat-
egories. But it’s hard to find a new
way to skin a cat when you’re already
challenged by that 10 percent we talk
about every year. You are a low-cost
provider and you try to maintain the
finishes at least seven to 10 years
before your next remodel or reloca-
tion.

CCM:

Is there one maintenance issue that
you just can’t get your hands around?
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ALAN PELLMAN,
BEBE STORES:

Lighting — replacing bulbs or
replacing ballasts. It’s a constant
issue of ours. In our new stores,
we’re testing almost every single
thing that you can imagine, but it
continues. We work with [Capital]
Lighting. We ask them to visit our
facilities so we team up with them.
We team up with Philips or whoever
is providing our bulbs. But we are
still not coming out with a good
solution. It’s a major pain in our
facilities department.

CCM:

Is that true for other folks, too?

PRATT:

My major cost and headache is
HVAC.

GALLANT:

Yes, that’s one of the greatest costs.

MICHAEL PLUFF, W.R.

Controls: Do you do regular PMs
with them?

PRATT:

Yes. We do regular PMs and every-
thing, but every once in a while a
compressor fails or this or that and
you must change belts all the time.
It’s a pain.

ALTEMOSE:

Yes, the downtime on parts and
replacement. It’s just so long.
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PRATT:

The downtime, too, that your store
is hot.

GALLANT:

We keep a lifecycle of those
HVAC. It’s hard to convince man-
agement that it’s a good business
decision to replace it, so let’s do it
now. It doesn’t happen. We wait
until it breaks.

PRATT:

If you wait until it breaks, then all
of the sudden, I'm looking at two or
three quotes to replace an HVAC
unit. It’s only a five-ton unit or a six-
ton unit, and it’s $16,000 to $17,000.
If I put it in during construction or
something of that nature, you can
get it done for $8,000. It’s a pain
when it breaks down as a mainte-
nance issue.

GALLANT:

And we’re taking over. Most of
the spaces we’re looking at now are
built one to 10 years ago. They’re
second- or third-generation spaces,
so the HVAC is existing. If it’s
over five years, we replace it. If
it’s less than five years, we maintain
it.

ALTEMOSE:

We’re on a proactive cycle, instead
of a five-year plan a few years ago;
we have a threshold to pull the
report out on the HVAC calls. Once
they get to a certain level of repairs
over X-period of time, they’re just
on the list.

GALLANT:

We evaluate if we have a major
repair. I'll pull the history. And if the
history is $7,000 in the last two years
and I get another major repair, I'll
get an option to replace it.

ALTEMOSE:

And then there are emergencies,
too, that are going to happen.

BRENT SAUL,
LIZ CLAIRBORNE:

Steve, when you take over an exist-
ing space, do you do a site survey of
equipment?

GALLANT:
Yes.

SAUL:
So you know what the life
expectancy is?

GALLANT:

If it’s a straightforward space, the
architect goes and gets the ratings
off the mechanical and electrical
systems, the age off the plate. If it’s
older than five years, we figure in a
replacement with the new store
construction. If it’s under, we’ll
have our HVAC company go out
prior to signing the lease and just
evaluate how well the equipment
has been maintained prior to us tak-
ing over.

PRATT:

That’s what we do. We have our
national HVAC company go out and
do a survey on every unit.

SAUL:

Otherwise, it’s a crapshoot.

PRATT:

Plus, I need all of the information
for my architect if 'm going to
change it out or whatever.

CCM:

In a store like yours, if the air con-
ditioning goes out and it takes two
days to get fixed, can’t you measure
the lost sales?

PRATT:

Yes, we measure the losses. We
had a store where the HVAC, a 12-
ton unit, went down last year. But
the lease was coming up in January,
so we had eight months or some-
thing. Well, are you going to spend
$20,000 for eight months because
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Part of our philoso-
phy — our corpo-
rate values — is to
be a green compa-
ny and a good
neighbor. We're a
neighborhood mar-
ket and we want to
be seen doing
good for the com-
munity, so it fits in
with what we're
trying to accom-
plish.

— Angus McGill,

Fresh & Easy

we were looking at relocating?
There was the possibility that we’re
going to relocate, so what should we
do?

ALTEMOSE:

If you have lease term left, you fix
it so the next person doesn’t get
stuck with it.

PRATT:

We went to the mass merchant
down the road and bought six or
seven miniature air condition units
and put them in the store for eight

months. It wasn’t perfect, but it got
the job done.
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