WEDNESDAY, DECEMBER 10, 2008 / Rain, 62 / Weather: P.

T0EEd LATE CITY FINAL BT

ETAILERS are going back again and again for bet-

ter deals, which are taking much longet as the
economy continues to be cnppled

Existing tenants are coming in for 'rent reduc-

tions while others are simply ready to turn tail and turn

over the keys. “This is almost across the board observed

Cory Zelnik, president and CEO of Zelnik & Co. “We are

doing a lot of hand- -holding.”
" While brokers say prime
areas of SoHo, Bleecker
St./West Village, Times
Square, Fifth Ave. in the
50s, and areas of the Meat-
packing District are so far
“insulated from the rest
of the world,” most other
building owners are ready
to make deals.

“Generational owners
can make different deci-
sions than an investor that
has projected rents that are
promised to a lender,” Zel-
nik noted. “They are not
the only guy with available
space, but you want to be
careful about telling them
to reduce the rent. Each
situation is different.”

To get a tenant signed
up these days, the owners
have to make concessions
they’ve never made in
the past. “They are pretty
smart people and they
know things have changed,”
said Robert K. Futterman,
chairman of his eponymous
company.

“It's amazing how much
proprietary information is
out there now,” said Faith
Hope Consolo, chairman,
retail leasing and sales divi-
sion of Prudential Douglas
Elliman. “Everyone is talk-
ing to each other.”

These days, a long nego-
tiated deal can be nearly
done when the tenant’s real
estate director says, “I can’t
get it approved unless ‘X’
dollars cames off the rent
or you contribute more to
the buildout.”

“Before, it was a negotiat-
ing tactic. Now you do it or
they can’t sign the lease,”
said Zelnik.

Futterman says the own-
ers have to get creative and
be willing to contribute to
the tenant’s buildout.

“For retailers to have to
spend money to fit out a
space these days is unre-
alistic, especially a big
space,” said Futterman.
“Now they need free rent
and free work. It changes
the terms of the deal and
underwriting the asset.”

Consolo says some build-
ing owners are now asking
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her to forward every offer
— even if it's at half the ask-
ing rent. “There are a lot of

Tenants w1ll_ also have
to work with the owners
because there™will be a
period in which everyone
has to tighten their belts,
said Kim Mogull, CEO of
Mogull Realty. “They have
to get through the lean
years together.”

But Mogull says tenants
should not be nervous
about this market.

“If you are # company
with a good ba&nc:e sheet
and can negot@te a long-
term deal, you will reap
long-term rew&rdg, said
Mogull .

the best locatl"'lllnd the
best leases.”

Meanwhile, every single
deal is going in slow motion
with business terms hashed
over, agreed on and hashed
over again.

“Do I think they will
abandon them? No. They
will just keep negotiating
the deals,” said Consolo.

And more shopping cen-
ter developers are suddenly
calling for advice.

Says Consolo, “From
‘Drop dead,’ they are now
willing to pay you and your
expenses and pick you up.
It’s a whole new day.”
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