U.S. MALL & RETAIL OUTLOOK
STRATEGIC OPPORTUNITIES FOR MALL INVESTMENTS
PORTFOLIO OVERVIEW

Executive Summary
USAA Real Estate believes there is an attractive investment opportunity in the mall sector due to significant
mispricing of the risk across a number of these assets. This opportunity has been created, at least in part, by the
emergence of a widely held view, frequently presented in the national media, regarding the negative impact
e-commerce may have on the retail space. As a result, many investors have heavily discounted malls that are not in
the “trophy” Class A category.
We believe the categorization of malls as troubled, or in decline, has been too broadly applied. While as many as
half the malls in the United States (U.S.) may be destined for closure, or significant repurposing, we believe a large
number of malls will survive and indeed thrive, working in concert with a maturing e-commerce industry.
Green Street Advisors, the research and consulting firm, estimates there are approximately 1,100 malls in the U.S.1
Of these properties, 248 are considered Class A malls. Within that subset, 94 are classified as “trophy” assets and
the majority of these properties, which trade very infrequently, are owned by the largest mall REITs.2
Exhibit 1: Number of Malls by Green Street Advisors Grade
160
140
120
100
80
60
40
20
0

A++

A+

A

A-

B+

B

B-

C

C+

C-

D

Source: Green Street Advisors
1.

Per Green Street Advisors, this figure excludes outlet malls and lifestyle centers.

2.

Per Green Street Advisors, this figure includes malls with a grade of A+ or A++ as of second quarter 2017.

USAA REAL ESTATE - RESEARCH REPORT  
1

There are 384 properties considered B malls and another 307 categorized as C malls, while the remaining 108
are D quality or lower.3 It is within the B and C segments that USAA Real Estate sees the greatest opportunity for
investment and value creation. Irrespective of the current categorization, our focus is on malls that are located
in attractive trade areas with limited competition, thus offering outsized/stable cash returns, and the potential to
generate significant long-term value creation opportunities.
We are not overly concerned with a mall’s current rating, but rather the level to which we believe it can be
positioned upon execution of a suitable business plan. In our view, some B malls are destined either to remain in
their current state or to erode further, while others can be improved to A status. Likewise, many C malls are on a
path to closure, but some of these properties offer the greatest opportunity for value creation if they can be restored
to B or A levels.
Given our value bias and long track record of recognizing mispriced assets, USAA Real Estate has naturally
gravitated towards the market dislocation in the mall sector. Yet, we also recognize this approach may seem
counterintuitive to some given the pressure that the mall segment, as well as the broader retail environment, has
been under in recent years. As mentioned previously, widespread media headlines have generated doubts regarding
the future of retail real estate, but there are also structural changes occurring in the sector that have spurred
uncertainty as well.
This document will address some of the questions investors must answer when considering mall investments today:

AA What is the outlook for the broader retail sector?
AA How will the mall segment be impacted?
AA Is there an opportunity to capitalize on current market conditions?
AA What are the corresponding risks associated with current mall investments?
AA How can value be created within these assets to enhance returns?
In addressing these questions, this publication will outline the investment strategy USAA Real Estate has utilized
to successfully assemble a healthy mall portfolio that continues to provide strong cash flow and significant valuecreation opportunities.
3.

Please note there are 11 malls in the Green Street Advisors database that are not rated as of second quarter 2017.
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Retail Outlook
In many cases, the perception of what is occurring
in the retail sector does not necessarily align with
the reality of market conditions. The reason for this
disconnect is largely due to the rapid pace at which
consumers have embraced online sales. This structural
shift has redefined the shopping experience while
simultaneously disrupting the traditional retail real
estate model. Furthermore, overwhelmingly negative
media coverage has perpetuated a cloud of uncertainty
(and to some degree misinformation) regarding the
retail outlook. Therefore, it is vital for investors to have
a firm grasp of the change drivers shaping the retail
environment because these same factors have been
instrumental in creating the investment opportunity in
the mall segment today.
E-COMMERCE EMERGENCE

The online sales phenomenon has been nothing
short of revolutionary. E-commerce has expanded at
a healthy rate, ranging from 12%-19% annually in
the U.S. since 2010. While this trend will likely slow
over time, Forrester (the market research company)
4.

calls for continued double-digit growth through 2020,
suggesting internet sales will continue to have a heavy
influence on the retail sector in the near term. Thus
far, e-commerce penetration has had a relatively
narrow focus with respect to product categories. As
shown in Exhibit 2, certain products have experienced
significant disruption from online sales while others
have shown greater resilience. Several developing
trends (e.g., proliferation of digital currency, emergence
of Millennials/Generation Z cohorts, and increased
internet availability around the globe) should continue
to broaden digital sales growth across an increasing
number of product categories. Currently, the U.S.
Department of Commerce reports online sales, as
a percentage of total retail sales, at just 8.9% (as of
second quarter 2017). Yet, within the GAFO categories
— General Merchandise, Apparel and Accessories,
Furniture and Other Sales — e-commerce penetration
is closer to 30%, a more meaningful measure of
the effect digital sales growth has had on retail real
estate given a large number of GAFO products
have historically transacted in traditional brick and
mortar stores.4

Cushman & Wakefield, Marketbeat, U.S. Shopping Center, Q2 2017.
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Exhibit 2: E-commerce Penetration by Product Category
PENETRATION RATES
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RETAILERS’ RESPONSE

How can traditional retailers thrive in the current environment? The most successful stores today are not focused
on competing with online sales; instead, they are embracing the trend via omni – channel retail, allowing
consumers to choose their preferred platform (e.g., online, in store, or by phone). The retail giant Best Buy, for
example, was losing the battle against e-commerce as “showrooming” — visiting a store in order to examine
a product before buying it online at a lower price — decimated sales and the company appeared to be on the
brink of bankruptcy just 5 years ago.5 Fast forwarding to 2017, Best Buy has since recovered, in part, by matching
competitors’ online prices and creating a robust omni – channel network. This approach has been successful,
with Best Buy experiencing a 21% jump in digital sales in 2016, as e-commerce now accounts for over 13% of total
sales revenue.6
Retailers have also focused on improving the customers’ overall shopping experience. It is difficult to quantify the
impact of experiential shopping with any one metric, but it generally applies to the quality of the interaction with
in-store associates, the uniqueness of the product, and the authenticity of the shopping process across all retail
platforms. Additionally, while “location, location, location” has always been vital to sales performance, retailers
have become more selective with respect to the size of the storefront, as many tenants are opting for smaller
footprints to help offset escalating rents in prime retail locations.
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MARKET IMPACT

The retail real estate sector has often been described as being “under-demolished,” and while this term has
been around for a while, it appears to be quite accurate. As shown in Exhibit 3, the U.S. has more retail square
feet per capita than any other country in the world by a wide margin, given consumers have increasingly opted
for e-commerce rather than the local shopping experience. Additionally, a meaningful portion of the current
vacancy in retail is in obsolete centers located in weak trade areas, or locations that have seen an influx of newer,
superior centers.
Exhibit 3: Retail Square Feet per Capita by Country
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26
24
22
20
18
16
14
12
10
8
6
4
2
0

US

Australia

UK

Germany

Mexico

Source: ICSC, Morgan Stanley Research

Store closures have accelerated with more than 8,600 stores (or 147 million square feet), expected to shutter in
2017 — over 2,000 more units than the prior peak in 2008 and 32 million more square feet than the previous
record in 2001.7 New retail construction has averaged just 46 million square feet per year since 2010 — down 70%
annually from the decade leading up to the Global Financial Crisis (GFC). Despite this dire outlook, it is worth
noting that new store openings are forecasted to outpace closures in 2017 by more than 4,000 stores.8 Furthermore,
not all retail real estate is underperforming. Instead, the sector has become bifurcated with lower tier properties
experiencing broad deterioration in fundamentals while high-quality assets remain relatively healthy, particularly
with respect to rent growth, occupancy rates, and tenant quality.
The retail sector is in a period of transition. E-commerce growth should continue to have a meaningful impact
over the medium term, while retailers that offer a fresh concept, unique shopping experience, and the foresight
to embrace online sales, via omni-channel, will likely find success. As noted earlier, however, there will be a large
number of casualties; many traditional retailers will fail to adjust as the market evolves. Through this period of
transition, prudent investors with a firm understanding of consumer trends and trade-area analysis can still find
meaningful value opportunities if they are willing to ignore misperceptions and do the work of executing a strong
research-based strategy focused on fundamentals and a property’s true underlying value.
5.

Downes, “Why Best Buy is Going out of Business…Gradually.” Forbes, January 2, 2012, www.forbes.com.

6.

“Best Buy Grew Web Sales Faster than Amazon and Wal-Mart last Year.” Digital Commerce, 2017, www.gigitalcommerce360.com.

7.

Buss, Shuler, Bakshi, Lee, “Retailing: Domestic Retail Store Closings at Record Pace.” Credit Suisse, April 6, 2017, www.credit-suisse.com.

8.

Holman, “Retailers Opening Over 4,000 Stores in 2017, Debunking the Retail Apocalypse.” IHL Group, www.ihlservices.com.

USAA REAL ESTATE - RESEARCH REPORT  
5

Mall Investment Opportunity
Although the mall segment is by no means alone in reflecting the challenges that face the broader retailer sector,
it has garnered more than its fair share of negative press, hence the term “dead malls” has become common even
among the general public. The mall segment’s lukewarm performance in recent years has warranted some of
this sentiment, especially given that Green Street Advisors anticipates roughly half of the country’s 1,100 malls
may not exist, in their current state, within 10 years. This could result in approximately 500 million square feet of
retail space returning to the market, which is comparable to the entire retail footprint in Atlanta, Charlotte, and
Memphis combined. Department stores, such as Sears and JCPenney, which were relied on in the past to anchor
mall properties, are closing locations at a record rate. In fact, there has only been one new mall built in the U.S. in
the last 11 years. Given this backdrop, why should anyone consider investing in malls today?
Ironically, the current mall investment opportunity is largely a result of the sector’s uncertain market conditions,
as the increasingly bearish retail sentiment has created a market dislocation with respect to asset prices. In order to
capitalize on this opportunity, an effective investment strategy requires three essential components: i) control of
cost basis at the time of acquisition, ii) identification of undervalued assets in strong trade areas, and iii) the right
expertise to design/execute a well-conceived repositioning plan:
Buy It Right. The current investment opportunity

(Class B and C) are being discounted as well despite

within the mall sector is largely a result of the market
mispricing higher-quality assets, despite them having
strong underlying potential for value creation.
Essentially, these properties have been grouped
together indiscriminately with malls destined for
failure. In fact, as shown in Exhibit 4, market values
have begun to skew heavily toward the highest-quality
malls. It is reasonable to discount the lowest ranked
properties (Class D) because they are more likely to
have structural issues that are impractical, or even
impossible, to fix. Some middle-to-lower tier malls

having stable cash flows, strong trade areas, and
favorable demographics. This is not to say that these
properties do not have flaws, but generally, the market
has mispriced these assets as if they will not survive,
when in reality, a number of these properties will likely
thrive over the long term. Therefore, investors have a
unique opportunity to acquire mid-to-lower tier malls
with attractive risk-adjusted returns, as cap rate spreads
between “trophy” assets and all other malls have
widened disproportionately in recent years.

Exhibit 4: Share of Total Mall Value by Grade
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Identify Survivors. Determining which malls will survive,

and ultimately thrive, is a mix of art and science. From
a research standpoint, the primary goal is to determine
whether a property is located within a healthy trade
area and has a strong position within its competitive
set. One must be able to answer several key questions
including: (1) How does the trade area compare with
other malls? (2) Are the demographic trends improving
or deteriorating? (3) Are the demand drivers sustainable
over the long term? The on-site property assessment
is also a critical part of the evaluation. There are
obvious site-specific items to appraise (e.g., location
visibility, property access including ingress/egress,
maintenance upkeep, capital improvements, foot traffic,
and all other elements associated with the customers’
experience). The primary goal for the prudent investor
is to determine whether the surrounding property
conditions align with the trade area analysis. More
specifically, investors should focus on identifying any
signs of economic deterioration and/or potential growth
opportunities that were not detected in the initial data
analysis. In the end, it requires both qualitative intuition
and in-depth quantitative analysis to identify malls
capable of thriving over the long term.
Create Value. The ability to identify an undervalued

mall, within a strong trade area, and purchase it at
the right price is necessary but not sufficient; there
must also be a well-conceived value-creation plan.
Every plan has to address the anchor tenancy situation
because often times mid-to-lower tier mall anchors
(e.g., Sears and JCPenney) are no longer productive
and have a negative impact on the overall image and
financial performance of the assets. These tenants often
pay minimal rent (and sometimes none at all) while
occupying critically located large blocks of space. In
recent years, many anchor tenants have even failed
to produce healthy foot traffic. Hence, the ability to
recapture this real estate, and the associated parking
fields, presents an opportunity for meaningful value
creation through some combination of re-tenanting with
a superior anchor, multiple high value/energy tenants,
or a large-scale mixed-use redevelopment. Specifically,
USAA Real Estate looks for opportunities to repurpose
underutilized parcels to create synergistic retail and
non-retail mixed-use elements, such as residential, office
or hotel uses that add value to the overall customer

experience by offering products/services that are not
available online (e.g., sports and entertainment, theaters,
culture/performing arts, restaurants, fitness centers, and
civic uses). Essentially, there has been a revival of leisure
space within malls, while only a decade ago many
landlords would have frowned upon such uses. There
may also be opportunities to create value via billboard
signage and repurposing of excess parking space to
allow for expansion and redevelopment. Ultimately,
any well-formulated plan should focus on improving
the customers’ experience through a diverse retail mix,
while creating brand recognition for the asset and value
for the investor.
In summary, the mispricing of U.S. mall assets has
created a unique investment opportunity. The strategy
is somewhat straightforward: identify undervalued malls
within healthy trade areas, acquire them at attractive
cap rates, and reposition these assets in order to deliver
meaningful value creation. This is not to understate
the expertise and experience required to execute this
strategy successfully; however, today’s mall sector offers
one of the most attractive value propositions in the
entire U.S. commercial real estate universe.
INVESTMENT RISKS

The mall sector, like all investments, has a certain level
of embedded risk. The following section highlights
some of the key issues investors should consider, and be
prepared to mitigate, when investing in malls today:
Lending Conditions. Traditional capital sources, such as

life insurance companies and banks, have undergone
industry and regulatory changes, resulting in a more
conservative lending environment. Moreover, lenders
have become increasingly hesitant to extend credit on
retail projects, as the negative headlines have possibly
influenced lending decisions as well. As a result, the
average life insurance loan in 2016 had a 58% loan-tovalue (LTV) ratio, compared to the historical pre-crisis
average of more than 70% LTV. Mall renovations are
commonly large-scale and capital intensive, further
reducing the field of available lenders. Therefore,
investors should be prepared to invest a substantial
equity stake in any mall asset, and sponsors with strong
lending relationships will enjoy a competitive advantage.
On a positive note, supply growth should remain muted
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for the foreseeable future given financing for new
construction remains extremely difficult to obtain, save
for the highest-quality projects in premier markets.

This is critical to ensure the value-creation plan can be
executed.

Legal Challenges. Redeveloping, repositioning, and
repurposing are often key elements in any value-creation
plan for a newly acquired mall. From a legal standpoint,
mall properties are complex given anchor tenants
often own or have special rights over their space, while
other non-anchor tenants sometimes have favorable
provisions requiring landlords to obtain their permission
before implementing any major changes. This legal
structure/language is commonplace for malls and has
been around for decades, but historically, the parties
(landlords and tenants) have not routinely enforced their
rights. Yet, recently there has been an uptick in lawsuits
over these provisions, which appear to coincide with
the increased pressure on the mall sector resulting from
e-commerce growth.9 Therefore, similar issues are likely
to increase going forward as mall tenants/landlords
jockey for leverage. Prudent investors can mitigate this
issue with an extensive lease review prior to acquisition.

multi-tenant retail properties, historically, the worstcase scenario is that the asset underperforms a target
proforma metric (i.e., cash on cash or internal rate of
return). It is rare that the most extreme downside case is
that the property, as it stands today, might cease to exist
within the next decade. So how can investors mitigate
this downside risk? As noted earlier, the trade area/
property analysis is the first line of defense as it ensures
the demand drivers are strong and sustainable. Investors
should also vet the value-creation plan well in advance
to include capital structure/financing options, expected
return analysis, and buy-in from partners/tenants. Given
the price dislocation in the mall sector, in many cases,
it is difficult to imagine the land on which the mall was
developed being worth less than the purchase price,
even when considering the costs associated with closing
and demolishing the mall.

Asymmetric Transaction. When dealing with large-scale

Conclusion
The malls segment, and to a broader extent, the retail environment are undergoing a significant structural shift.
Media coverage has become increasingly bearish, but it is shortsighted to paint the entire sector with such negative
sentiment. In many cases, the public perception differs significantly from the reality within a specific trade area.
Certainly, online sales are gaining market share from traditional retailers, but the penetration rates vary widely
across product categories. In fact, business owners are adjusting to the current environment by carefully curating a
strong merchandising mix, improving their consumers’ shopping experience, and providing omni-channel options
across multiple platforms. Inevitably, some retailers will fail, but the survivors will likely gain market share from
other store closures while benefiting from a leaner — and more agile — business model.
With respect to the mall investment opportunity, time is of the essence. It will likely take at least a decade before
today’s “dead malls” are fully eliminated; however, the broader market will eventually recognize the current
dislocation in the mall segment, and pricing will be altered to more accurately reflect true market risk. At that
time, more investors will be able to identify malls that will survive long-term, and competition for these assets
will increase, reducing the number of new opportunities and increasing the value of assets for those who invested
earlier. Therefore, investors face a unique challenge: seize this opportunity while it is still available, while
understanding there are risks as the retail environment continues to evolve. Ultimately, we believe the potential
reward will be well worth the effort as the mall sector offers an attractive value proposition, long-term growth
potential, and an opportunity to shape the retail real estate environment while consumers’ shopping preferences
and practices are in a period of transition.
9.

Kapner, Tenants Stymie Mall Makeovers, February 15, 2017, The Wall Street Journal
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Addendum I
PORTFOLIO OVERVIEW

In December 2015, USAA Real Estate and Centennial
Real Estate Company (collectively “Management”)
partnered in the acquisition of a regional mall portfolio
consisting of five assets that embody the previously
described investment opportunity. The assets were
acquired at a 7.75% cap rate, representing a significant
discount relative to other investment opportunities with
similar risk profiles. Each mall has a comparatively
healthy trade area and strong consumer demographics.
Management is in the early stages of a portfolio-wide
redevelopment and repositioning program that is
expected to significantly enhance both income and
property value over time, with minimal disruption to
existing income streams.
COMPETITIVE ANALYSIS

Green Street Advisors currently classifies all five malls
in the portfolio as “B or B+” assets. In fact, the trade
areas for three of the properties (see Exhibit 1) are in
the top 20% of all malls in the country, underscoring
the long-term viability and repositioning opportunity
of these investments. The portfolio has average annual
gross sales of more than $200 million and average inline sales productivity of $353 per square foot, consistent
with the malls’ healthy retail outlook.

The long-term portfolio redevelopment strategy
is intended to add new uses capable of enhancing
the merchandise mix while also improving sales
performance for the entire property.
VALUE-CREATION OPPORTUNITIES

Management believes the mall portfolio is primed for
significant value creation primarily due to opportunities
arising from department store closures. The portfolio
consists of 18 department store buildings totaling
3.2 million square feet of space, which is 53% of the
portfolio’s total gross lease area (GLA). Additionally, the
revenue (rent and common area maintenance) received
from all department stores is less than $0.75 per square
foot, well below market rates. Therefore, the portfolio
stands to benefit from maximizing the value in these
spaces by replacing underperforming department
stores with high-productivity tenants capable of paying
market rents, which reaffirms the potential upside
to redeveloping these assets and creating a more
complimentary tenant mix that is accretive to healthy
sales growth. The following profile provides a property
overview of MainPlace Mall, and it highlights the type
of value-creation opportunities within the portfolio.

Property

Sales / SF

Occupancy

GLAShop

GLAMall

Quality

Population

Population
Growth

Population
Growth (%)

Median HH
Income

Avg HH
Income

Agg HH
Income

% College
Graduate

% Masters

Demographic
Z-Score Rank

Exhibit 1: Key Demographic Metrics & Relative Z-Score Rankings1

MainPlace

$390

88.7%

484,980

923,020

B+

2,147,725

234,481

11.6%

$72,502

$99,298

$65,297,304,774

32.0%

10.9%

148

Connecticut
Post

$350

89.7%

664,347

1,332,489

B

574,632

12,565

2.2%

$57,672

$83,677

$18,112,824,466

30.6%

13.9%

763

Fox Valley

$315

86.7%

525,235

1,404,987

B

802,397

39,351

5.1%

$84,545

$112,198

$30,598,535,525

44.7%

17.9%

221

Hawthorn

$315

83.7%

562,482

1,295,915

B+

590,544

(849)

-0.1%

$87,118

$127,916

$27,200,782,714

50.6%

20.8%

197

Vancouver

$330

87.7%

409,688

929,029

B

698,285

107,760

16.9%

$61,351

$80,748

$22,494,562,021

34.8%

12.6%

434

Source: Green Street Advisers, Nielsen, Moody’s Analytics, and USAA Real Estate Research
1.

Data provided as of September 2017. Z-score calculations weight each of the demographic group to calculate a single mall score. Z-score
is a standardization method to compare across categories – it measures the number of standard deviations for each data point from the
mean. In effect, the Z-score ranks the 1,100 malls in the U.S., and a lower Z-score is indicative of stronger demographics in this analysis.
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Exhibit 2: MainPlace Current Site

Exhibit 3: MainPlace Conceptual Design

Investment Profile: MainPlace Mall
PROPERTY OVERVIEW

VALUE-CREATION STRATEGY

MainPlace Mall, anchored by Macy’s and JCPenney,
is an indoor shopping mecca offering a collection
of nearly 200 stores to choose from including the
most popular brands in fashion, beauty, dining, and
entertainment. Recent additions include 24 Hour
Fitness, Super Sport, Ashley Furniture, HomeStore,
Round 1 Bowling & Amusement, Lucille’s Smokehouse
BBQ, and Wokcano Asian Restaurant & Bar.
MainPlace Mall is conveniently located in the heart
of Orange County, at the intersection of the 5, 22,
and 57 freeways.

The value-creation strategy at MainPlace consists of
developing complementary, non-retail, uses on large
underutilized parcels while adding mixed-use elements,
which are accretive to the property’s value. The
project also includes development rights, permitting
construction of up to 1.5 million square feet of office
space. Management, however, will look to exchange
some of the office development rights for hotel and
multifamily uses. All of these initiatives are a part of
the long-term vision to densify and reposition the site
(as displayed in the comparative images in Exhibits 2
& 3) with attractive amenities, fresh tenant concepts,
and complementary uses to create substantial and
incremental value.

Exhibit 5: Collage of Conceptual Value-Creation Initiatives and Amenities at MainPlace
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Central Box Redevelopment
A significant part of the renovation efforts at MainPlace
centers around the redevelopment of the Central Box
(highlighted area in Exhibit 4), which is arguably the
single best piece of real estate in Management’s entire
portfolio. Thus, this initiative warrants further analysis.
The Central Box (150,500 square feet distributed across
three levels) was, until recently, on a ground lease
to Nordstrom for a modest rent and common area
maintenance reimbursements of $90,000 annually.
Ultimately, Nordstrom decided to close the MainPlace
store due to underperformance, and Management was
able to acquire the space at a price below comparable
box trades.
Given this opportunity, Management can backfill the
space with tenants who are not only a better fit for the
trade area but who will also pay market rents. Ultimately,
the property should benefit from an improved tenant
mix, rising consumer traffic, and stronger sales volume.
Not only will such a redevelopment produce a healthy
yield on cost, but adding complementary uses to
the overall tenant mix and merchandise strategy at,
essentially, the mall’s front door, positions the property
for thoughtful redevelopment while increasing vitality
and income for the property.
Though the Central Box at MainPlace is the initial
focus of the value-creation strategy, Management is
currently working on an extensive redevelopment plan
that will likely require zoning approval. Consequently,
it may take two or more years to fully enhance the
entire project.

Exhibit 4: Current MainPlace Site Plan Highlighting

Central Box Redevelopment Area
THE CENTRAL BOX CONCEPTUAL DESIGN
INCLUDES SEVERAL KEY INITIATIVES:

AA Deliver a vibrant live-work-play environment with new
Class A office space and high-quality hotel/multifamily
units to complement a diverse retail tenant roster

AA Create a destination movie theatre with first-run movies,
reclining chairs, and restaurant-quality food options

AA Replace hardscape with an inviting greenscape experience
AA Construct a new live music and concert venue, creating a
valuable public amenity for the community

AA Revamp the food hall with local and fresh dining concepts
AA Relocate the current parking stalls and add a new
parking structure

USAA REAL ESTATE - RESEARCH REPORT  
11

12  
U.S. MALL & RETAIL OUTLOOK - STRATEGIC OPPORTUNITIES FOR MALL INVESTMENTS

Phillip Moltz

Executive Director,
Portfolio Management
210.641.8487
phillip.moltz@usrealco.com

John Kirk, CAIA, CCIM

Senior Associate, Research
210.690.6715
john.kirk@usrealco.com

Dr. Will McIntosh

Global Head of Research
210.641.8416
will.mcintosh@usrealco.com

Mark Fitzgerald, CFA, CAIA
Senior Director, Research
210.690.6706
mark.fitzgerald@usrealco.com

Important Disclosures
These materials represent the opinions and recommendations of the author(s) and are subject to change without notice. USAA Real Estate, its
affiliates and personnel may provide market commentary or advice that differs from the recommendations contained herein. Certain information
has been obtained from sources and third parties. USAA Real Estate does not guarantee the accuracy or completeness of these materials
or accept liability for loss from their use. USAA Real Estate and its affiliates may make investment decisions that are inconsistent with the
recommendations or views expressed herein.
The opinions and recommendations herein do not take into account the individual circumstances or objectives of any investor and are not
intended as recommendations of particular investments or strategies to particular investors. No determination has been made regarding the
suitability of any investments or strategies for particular investors.
Research team staff may make or participate in investment decisions that vary from these recommendations and views and may receive
compensation based on the overall performance of the USAA Real Estate or its affiliates or certain investment funds or products. USAA Real
Estate and/or its affiliates or clients may be buying, selling, or holding significant positions in investments referred to in this report.
USAA Real Estate

Tel: 210.641.8416

9830 Colonnade Blvd., Suite 600

Fax: 210.641.8425

San Antonio, TX 78230

Web: www.usrealco.com

USA

E-mail: will.mcintosh@usrealco.com

USAA Real Estate
9830 Colonnade Blvd., Suite 600
San Antonio, TX 78230 USA
Tel: 210.641.8416
Fax: 210.641.8425
usrealco.com
will.mcintosh@usrealco.com

