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Respondents are made up of:

17%
REITS
4

l

33%

Own all properties

.

22%

3rd party providers

28%

Developers




Agents are compensated by:

)
10%

Salary only

— no bonus or
commission

:

45%

Base salary
plus bonus

15%

Commission
only

30%

Base plus % of
psf commission

!

Types of properties the agents lease:

80% Strip centers

70% Grocery anchors

50% Ground up

o——@ 45% Power

15% Regional
Malis




Leasing agents handle:

For the responders who handle 3™
party leasing accounts,

67%

obtain less than 5 new listings
annually.

Time to get mom/pop lease signed:

0%

of the companies do not have
national tenant advisors (agents
who handle specific retailers)

71%

of all leasing agents handle the
renewals

30%
1 month or less

Time to get national lease signed:

* 5%

3 months or less

20% I

8-12 months

5%

Over a year




Leasing agents involvement in negotiations:

35%
of leasing
agents handle
the negotiating
business terms of
lease only

?

55%
of agents handle

all of the lease
negotiations

Handling of legal negotiations:

56%
of in-house counsels

handle lease
negotiations

28%

outsource the legal

17%

have an in-house
paralegal team

!




Leasing team leaders:

|

20%

company principal

80%

leasing directors

Frequency of leasing agents visiting their properties:

11%

daily

39%

bi-weekly

!

22%
monthly

28%

weekly




Companies & leasing agents:

3%

of leasing agents have partner
leasing teams on listings

0%

of the companies hold weekly
leasing meetings

60%

of companies have market
research help agents with flyers,
social media, etc.

79%

of the companies surveyed are
NOT hiring additional leasing
agents this year

5%

only 35% of leasing agents use
CRM

45%

of agents have assistants to
help with paperwork, prospect
information, etc.

74%

of companies hire and train
rookies



ICSC attendance:

20% °
pay different
amounts

55%

of the companies
pay 100% for ICSC
attendance

Y

10%
pay 50% of ICSC
expenses

:

15%

pay none

Amounts that companies are paying for ICSC and other conference attendance varied greatly from
as little as $2,000 to $250,000 annually. This includes booking, transportation, registration, food/
beverages, hotel, etc.

Social media usage:
o of the agents are using social media to
o lease space. The platforms those folks are
using are as follows:

56%

Linkedin

33%

Instagram

56%

Twitter




New leases are procured by:

5% ¢

misc.

:

5%

social media

33%

co-broker

28%

call-ins

?

29%

self generated



