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it comes to the stfrugglmg retail 17M7"ketplace

is either an anomaly or has just filed for -
bankruptey protecrion. Unfortunately, that
is the reality of today's economic climate.
If you look closely, however, there are
some savvy companies out there that have

there is evidence all around us that
the Lafayetre area’s real estate
market has not changed as rapidly,
nor as dramatically, as many other commu-
nities across the nation. The question on
everyone’s mind is how we've managed to
“hold on —- with the more burning ques-
tion: how long will our insulation fast? 1
don’t trust anyone on the streets of New
Orleans toting a crystal ball, and unforeu-
nately some of the commercial real estate
world’s brightest minds don thavea clue: as-
- to that answer either.
-+ "After attending both national and
regional conventions that mix retailers
with dcvclnpers and lenders, it became
‘clear what the new tag line of today.
“th is the new up.” ” This is specifically
re gdrdmg comparable store sales for the
‘national retailers. Lafayerre’s 2008 retail
“sales were not flat, but rather up by almost .
3 percent. And while our retail sales will©
probably flatten some, and maybe éven dip
in the coming menths, we're likely to Stay ‘
ahead of most of the country, -

Rest assured, our retail strength has
caught the eye of the nation’s bmi{erage
~and retail communiries at all levels. - =

A company that is not tightening its

beit by looking internally for cost savings
cutring back bp(,ndmg apd‘_mventoneb, &
or reducing its geographical foot print

ful of years and see the current conditions
. asa golden opportunity. These are the
“retailers that stayed within their business
"' model and did not succumb to the empta-
tions of 1ocatmg in every flashy new devel-
opment, or pop up across the street from
their competitor just to say, “We think our
product is better than yours,” These retail-
‘vers, and those somewhat immuné to the
" economic cycle, have taken notice of what
Louisiana and more specifically Lafayetze
are doing in the small world the rest of the
~nation knows as the Gulf South.

from thcse' companies is 2 lot 'of tire kick-
‘ing — 2 consistent stream of i muammg

hey see is a market that has not dc.rex 10—
ated along with so many other regions
“actoss the country. A market that still has
some underlying confidence, although
- many of those who lived through the
“bust of the mid-80s are beginning to get
keptical. A market that is growing rather
han contracting. /A smart market with
experieticed local- banks chat didn’t make

strategically expanded over the last hand- -

it comes.

What I'm” experiencing on a daily basis

calls, all asking the right questions. What -

Flat — It the New Up

Lafayette might be in a prime position to take (1ciwniage of the current economic ccmdztzons especmll Yy when

the same mistakes that many of their
larger, supposedly smarter, colleagues
across the country made. The nation’s
retailers cannor go inro full contraction
mode, as they have investors they must

_continue to satisfy, whether on. Wall™: -

Street or in their own home town, That
means they have to get smarter when
site selection. ‘And smarter
might just equal hfavette _

The people in the corporate real estate
departments of these national retalierc ‘
are like most of us who don’t want to ;-

might upset our clients or bosses. Many
of the individuals who work in these real
estate departments are some of the most
risk-adverse people Pve ever met. The
amount of research cach company does

prior to.moving forward on a specific site =

is tltmwdous Bur often times it is just
not enough for the company to pull the

, the positive
e continues

store in Lafayette.
People 1 respect most in my indmtry
predict an ever-so-slight shift in retailers’
attitudes toward the staré of Louisiana as a
whole. Once frowned upon, we are getting

make a bad decision ‘at our workplace that

trigger, eyc,n when all indicators meet the

to produce might be just enough to pu\h 5
- the decision-makers to open their next .

a:h ¢ Lake Charles; Alexandﬂa and Houm

some much-deserved positive attention,
with Lafayette one of the state’s brightest

stars. Rerailers rank states, cities, and spe-

cific trade areas within a city no differently
than a child’s school - work. Lafayerte has
always been a ‘B’ or ‘C’ market, mainly
because of its size and Louisiana’s reputa-

tion. But because of our recent economic

. indicators and the fact that our population
/i consistently growing, we are moving _
iiup on the scale and attracting some new
 attention. This attention will likely trans-

late into more store openings — both from
retailers that already have a presence.in .
our market and brand new merch'mts thh

s now on their radar.

Even with the cautious natme of the,
blg rerailers out rhare, especially with ™

“roday’s scrutiny of every move, it is much

easier for a real estate department to .con-

“vince its company’s board of directors that

flat, which is what ‘iy.e think will be the
case for retail sales in Lafayerre Parish for

-".much of 2009, is defunrely the new up i‘l]
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