


Course Outline

Changing business environments, new challenges, 
growing competition are some of the issues facing 
businesses today.  The Retail Real Estate Industry has its 
share of challenges that need to be tackled objectively.  
Leasing in today’s world is a partnership, and it requires 
new approaches to come up with a win-win situation.

Day 2 will focus on Retail Leasing Management. It will 
help participants explore how the leasing functions, 
de�ned in the broadest sense, needs to act and react in 
tough economic conditions.  

Managing Leasing of Retail 
Real Estate in a tough 
economic environment

The Merchandising mix is what de�nes a centre. A 
successful Merchandising plan is the foundation of a 
successful centre.  Growing competition, challenging 
economic environments, dynamic customer preferences 
are some of the forces that are driving existing and new 
centres to analyze and revisit their merchandising plans.  

Day 1 will focus on the important aspects of Mall 
Merchandising. The workshop will help participants gain 
insights on how to draw up a successful merchandising 
plan, the importance of zoning, effective creation of 
precincts and how to establish the right tenant mix. 

Merchandising your way 
to sustainability in tough 
times

Mall Merchandising

Language of Instruction & Timing
The workshop will be conducted in English and will be held 
from 9:00 am to 5:30 pm on both days.

�r Leasing in Dif�cult Times

�r The Role of Leasing and How to Keep the Revenue Coming In

�r The Opportunity for Re-leasing to Improve Future Prospects

�r More Than Ever-leasing a Partnership

�r Increasing Revenues Through Leasing (alternative sources)

�r New Leasing Opportunity in the Existing Scenario

�r Short Term Better Than No Term

�r Experimental leasing

�r Centre Planning

�r Leasing as a Tactic 
 – To meet new/different customer expectations/
   different customer pro�les
 – Increase dwell time
 – Increase customer traf�c and generate impulse sales
 – Update merchandise mix

�r Role Play - Negotiation and Re-negotiation

Retail Leasing ManagementDAY 2

About the Facilitator
Walter Kleinschmit is the President of R2E Consultants Inc, a consulting practice specializing 
in the development of retail real estate and mixed use projects.
 
Prior to this, he was General Manager, Operations of the Kingdom Centre, in Riyadh for 8 
years. The Kingdom Centre is a mixed use high-rise development of HRH Prince Alwaleed Bin 
Talal which features a 300 meter tower incorporating of�ces, residences and the Four Seasons 
Hotel. The Project also includes a 40,000 sqm GLA Shopping Centre anchored by Saks and 
Debenhams and an exhibition/convention facility able to accommodate up to 4,000 persons.

Walter has over 25 years retail and development experience in Saudi Arabia, Qatar, the Emirates, Oman, Jordan and 
Syria. He worked for over 19 years in Canada in the retail industry before moving to the Middle East.

He is a founder of the Middle East Council of Shopping Centres and is a frequent speaker at MECSC events and a 
member of the international faculty of the ICSC School for Professional Development.
 
Walter graduated with a Bachelor of Commerce Degree from the University of Manitoba in 1965.

Mall Merchandising & Retail Leasing Management 
One of the fundamental basics for the operation of a successful shopping centre is the 
Merchandising and Leasing program.  A centre could have the best design, the best 
facilities and the best location, but without a thoroughly well planned and researched 
retail leasing program and the right merchandising mix, it will not be a success.

Mall Merchandising and Retail Leasing requires skillful combination of several elements 
that blend together to create a successful retail destination. 
 
The two day workshop on Mall Merchandising and Retail Leasing is aimed at assisting 
Retail Real Estate Industry professionals in understanding the dynamics of the industry 
in the current economic environment and helping them in their effort to maintain/regain 
sustainability.  

A must attend program for all industry professionals involved in leasing, mall 
merchandising, tenant relations and mall management function.

�r Philosophy of Merchandising

�r Merchandising vs. Leasing 

�r Understanding the Consumer 

�r Understanding the Retail Connection 

�r Competitive Positioning

�r The Merchandising Process

�r Customer Pro�ling

�r Know your Competition

�r Merchandising Mix Category

�r Creating a Merchandising Plan

�r Centre Analysis

�r Understanding the Goals of Tenant Mix 

�r How to Establish the Right Tenant Mix 

�r Importance of Zoning

�r Effective Creation of Precincts

�r Executing the Merchandising Plan

�r The Re-Merchandising Process

�r Reasons to Re-Merchandise

�r Analysis of the Centre

�r Creating a Merchandising Plan of Action

�r Case Study

Mall MerchandisingDAY 1
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�r��General/Leasing managers of new properties  
 and of operating properties wanting to  
  outperform their peers in these dif�cult times.

�r��Mall Managers

�r��Tenant Relation Managers/Executives

�r��Specialty Leasing Managers/Executives

�r��Property Managers

�r��Retailers

Two Important Cornerstones for the Success of your Mall 
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Two Day Intensive Workshop for
Retail Real Estate Industry Professionals

March 29 - 30, 2010
Hyatt Regency, Andheri (East)

Mumbai, India

WORKSHOP REGISTRATION FORM

Organisers Details
Shopping Centres Association of India
Plot No. C-30, Block - G, Bandra Kurla Complex,
Near Bank of Baroda, Bandra (East),
Mumbai - 400 051, India
Tel: +91 22 26564680 (10:00 am - 6:00 pm)
Fax: +91 22 26564676
Email: register@scai.in • info@scai.in 
Website: www.scai.in

International Council of Shopping Centres
c/o: Middle East Council of Shopping Centres
P.O. Box 43972, Dubai, UAE
Tel: +971 4 359 7909
Fax: +971 4 355 8818
Email: register@mecsc.org
Website: www.mecsc.org

Please submit one form for each delegate, even if paying for a 
group. Photocopied forms may be used for additional delegates. 
Please complete all sections of this form using BLOCK LETTERS.    

REGISTER TODAY by faxing your application form to +91 22 26564676 • Email: register@scai.in

Note: *Program is subject to change without prior notice. *Program will be held subject to minimum number of registrations.

SCAI Secretariat: S 21, Okhla Industrial Area, Phase 2, New Delhi 110 020, India

Cancellation Policy 
If you are unable to attend, a substitute delegate may be arranged. 
For cancellations received in writing prior to March 15, 2010 , full 
refund of amount received will be made after deduction of bank 
charges and INR 1,500 towards administration charges. No refund 
for cancellations received on or after March 15, 2010. 

Accommodation - Hotel Reservations 
 Yes, I am interested to book my accommodation. 
 Please send me further details.
 No, I will make my own arrangements. 

Language of Instruction 
The workshop will be conducted in English.

March 29 - 30, 2010 • Hyatt Regency, Near International Airport, Andheri (East), Mumbai, India

Mall Merchandising & Retail Leasing Management

Mall Merchandising 
and

Retail Leasing Management

Group Discount 
A discount of INR1,000 per delegate can be availed for bookings 
of more than 3 participants from the same company.

Fax:

Mr/Mrs/Ms: 

First Name:

Family Name:

Job Title:

Company:

Postal Address:

City: Post Code:

Country:

Phone:

Mobile:

Email:

Website:

SCAI           RAI           MECSC           ICSC  

Membership No. (if member):

Workshop Registration Fees

  

 SCAI Founder Member INR 17,500

 SCAI Corporate & Associate Member INR 18,500 

 ICSC/MECSC Member INR 18,500

 Retailers Association of India (RAI) Member INR 20,000

 Non Member INR 22,500

PLEASE REGISTER ME FOR THE WORKSHOP AS FOLLOWS:

Payment Options

(Registration form to be couriered along with RTGS information 
to Shopping Centres Association of India, Mumbai)

Account Name: Shopping Centres Association of India

Account Details: 
HDFC BANK LTD
S-355, Panchshila Park
New Delhi-110017

Account No.: 02482560000754

RTGS/NEFT IFSC: HDFC0000248

Option 1 - Payment through RTGS

Option 2 - Cheque/draft payment through courier 
along with the completed registration form

In Association WithIn Association With


