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What are you hoping to accomplish by attending and/or exhibiting at the show and what is different
about this year's show?
 We hope to fortify existing relationships, and introduce ourselves to potential new clients as well. I
anticipate a very well-attended and productive event this year, building on last year's success. 
Are retailers finding the types of properties that they want right now and are tenants happy with the
sites available to them?
 In the five boroughs, good sites are difficult to come by. Developers and retailers are joining forces
to purchase a wide variety of under-utilized commercial and industrial properties for demolition and
redevelopment. These sites, though well-located, require environmental remediation, creative
planning and design, lengthy entitlement timeframes, and construction challenges. These sites
require developers with experience, and retailers willing to think outside the box.
In the current economic climate what kinds of deals are out there and who is the typical buyer?
Consumer? 
The deals we see are both complicated and subject to intense negotiations. Available sites are
intrinsically more complex in their development, and all parties in the negotiations are avid in their
efforts to get the best possible deal. Consequently, deals are taking more time and effort.
The recession, rising gas prices and the housing crisis has created a new trend. Generation Y'ers
are now staying in the city and the baby boomers are actually returning to the city from the suburbs.
How has this affected your business and NYC retail in general? 
We clearly see a rising demand for retail space in the five boroughs and the surrounding urbanized
area. Today's retailers have recognized this movement into the cities, and in some cases are
scrambling to open new locations to tap into this growing urban marketplace.
How will the redevelopment after Hurricane Sandy affect NY retail and your business in particular? 



We have seen an increase in our business as our clients rebuild damaged locations. We have not
detected any unwillingness to reinvest in Sandy-affected areas, or to avoid them when considering
new locations. We do see, however, an increase in awareness of weather-related hazards, and a
willingness to adapt flood-resistant design and construction measures.
How did your company withstand the recession and what changes have you made to grow and
succeed during the recovery of the retail market? We were fortunate to have a significant backlog of
institutional work going into the recession. As a result, we were able to maintain profitability despite
having to contract in size. Recently, we have expanded by opening offices in expanding markets
outside of the five boroughs in order to widen our reach. In addition to our New York City
headquarters, SBLM has offices in Long Island, Miami, and Dallas enabling us to serve clients
nationwide.
How does your company use social media? Has social media been a beneficial tool in generating
more business? 
SBLM is active on Twitter, LinkedIn and Facebook and has an active Newsfeed on our website. We
follow all of our clients and industry connections. We are pleased to be able to support our clients,
their projects and causes by keeping an active ear to trending information. We have found the
communication reciprocal and often find hot news tips and leads before they are published
anywhere else.
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