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With fierce competition in today’s retail market, it’s more important 
than ever to make a compelling case for your company to developers, 
landlords and listing brokers. So when we kick off a new assignment, 
we don’t just jump straight to space requirements and current 
vacancies. We go where the story is—to your headquarters or 
manufacturing base to understand your story, to your competition to 
see what you’re up against, and to markets where new concepts have 
taken hold to evaluate first-hand how best to bring them to life for you.
 
And when it’s time to evaluate the market, we use forecasting and 
modeling tools that not only aid the site selection process from 
the real estate perspective, but also provide defensible, evidence-
based decision support for your company in a way that no other 
real estate firm can offer. Taking the strongest characteristics and 
most challenging factors from each location in your portfolio, we 
determine what variables stand out as common traits for successful 
locations. With CBRE’s Location Analytics tools, we can filter your 
unique success variables against layered mapping data—from 
competitor locations to demographics to traffic counts to schools and 
employers—within your desired market to identify strongest location 
options in an interactive format.
 
Your success is our success, and we pride ourselves on our unique 
approach. We’re more than just brokers—our goal is to be effective 
brand ambassadors for you.
 

Jami Savage-Gray  Todd Folger
First Vice President  First Vice President



At the heart of the retail 
environment lies the 
intersection of data and 
the consumer experience. 
Where information 
and analytics come 
together to reveal 
market trends. Where 
a deep understanding 
of consumer behavior 
informs the physical 
experience. Where ideas 
become actions that 
directly impact business 
success.

At CBRE, we are 
passionate retail 
experts. We know how 
to leverage this powerful 
combination of data 
and consumer insight, 
unifying and mobilizing 
them into outcomes 
that build true business 
advantage.

WE CALL THIS 
RETAIL SCIENCE

WHAT IS 
RETAIL 
SCIENCE?



Jami Savage-Gray and Todd Folger specialize in 
retailer representation as part of CBRE’s Retail 
Services. Both are Phoenix-area natives with deep 
ties to the local community, with a reach that 
extends beyond the commercial real estate industry. 
Jami’s expansive local knowledge and connections 
complements Todd’s tenured national presence in 
both the brokerage and retailer communities to 
embody CBRE’s unique position of strength: deep 
local insight with global reach.
 
Jami and Todd combine impressive work ethic 
with a hands-on approach, connecting on-site at 
company headquarters or manufacturing locations 
to plug in to the heart of each client’s business. 
They are lifelong students of the marketplace, 
distilling everything from changing market 
fundamentals to emerging industry trends into 
creative solutions.
 
Beyond the local market, they are well-traveled and 
networked, cultivating a thorough understanding of 
how retail markets work. With more than 30 years 
of combined experience, they partner with each 
client as a strategic advisor, looking beyond the 
transaction at hand to ensure they are building 
true business advantage for their clients.

TODD FOLGER
F I R S T  V I C E  P R E S I D E N T

JAMI SAVAGE-GRAY
F I R S T  V I C E  P R E S I D E N T



[  R E T A I L E R  F O C U S  ]

The stakes are always high when an iconic brand enters a new 
market. So when Shake Shack set its sights on Arizona for the 
first time in the company’s history, they didn’t take it lightly. 
Neither did CBRE, which is why Jami Savage-Gray and Todd 
Folger were assigned to handle the Arizona rollout.

Jami and Todd understood the importance of putting the 
iconic brand in an iconic location and held that as the 
central focus at every point in the process. For the downtown 
Scottsdale location, they zeroed in immediately on the city’s 
retail mecca to make a splash in that submarket: Scottsdale 
Fashion Square. With a history of turnover in the mall’s 
restaurant space, Jami and Todd knew that a tenant like Shake 
Shack would be a boon for the property, leveraging that point 
to successfully secure excellent lease terms for Shake Shack.

The central Phoenix location, however, was a bit less obvious 
to Shake Shack at the time. But Jami and Todd’s deep market 
knowledge connected the dots Shake Shack didn’t see at 
first glance: that central Phoenix was the hub of the Valley’s 
burgeoning food culture—one that would embrace Shake 
Shack with open arms. The renovation of Uptown Plaza to its 
original mid-century glory only strengthened the case for the 
location, with Shake Shack signing off on the site immediately 
once the case had been made during their visit.

With the Scottsdale Fashion Square and Uptown Plaza 
locations now open and booming, Jami and Todd have only 
kept the momentum going. The first standalone Shake Shack 
location in the state opened at Kierland Commons, with more 
stores on the way across the Valley.

JAMI  
AND TODD  
UNDERSTOOD  
THE  
IMPORTANCE 
OF PUTTING 
THE ICONIC 
BRAND  
IN AN ICONIC  
LOCATION.



JAMI
AND TODD  

DEVELOPED  
THE BOLD, 
CREATIVE 

APPROACH 
NEEDED TO 
SECURE THE 

SPACE.

[  R E T A I L E R  F O C U S  ]

When Adeptus Health was planning its initial rollout of 
freestanding emergency room units and hospitals in the Valley, 
they knew securing the right real estate wouldn’t be easy. From 
their success with over 70 locations in Texas and more than 
20 locations in Colorado, they knew that hard corners near 
bustling grocery stores were key, especially in a new market. 
Securing highly visible, class A real estate for 7,500-8,500 sq. 
f t. requirements is no small feat, though. So they connected 
with other retailers to find the best brokers for the job, and the 
answer was clear: Jami Savage-Gray and Todd Folger.

With experience representing both national and local retail 
clients throughout the Valley, Jami and Todd have the deep 
market knowledge needed to follow the pattern of successful 
grocers in growing markets as well as dense urban areas. They 
proved that knowledge with data-backed analyses of block 
group data to calculate ER demand throughout the metro 
Phoenix market, ensuring Adeptus Health’s efforts would only 
be targeted on the smartest locations.

With enormous barriers to entry for their requirements, fierce 
competition set them against users like Chick-fil-A, In-N-Out, 
CVS and Walgreens. Jami and Todd developed bold, creative 
approaches, working directly with landlords and developers 
to build the connections needed to secure the space. In some 
cases, they even sourced alternative locations for owners to 
invest in to free up Adeptus Health’s desired location. 

Thanks to Jami and Todd, the first Adeptus Arizona General 
Hospital location opened in November 2014, and the first 
freestanding emergency room location in Arizona opened 
in January 2015. Jami and Todd successfully executed the 
first wave of Arizona locations for Adeptus Health, with 11 
freestanding locations in place/under construction and are 
actively pursuing additional locations on their behalf.



UNFAMILIAR 
WITH THE  
ARIZONA  
MARKET,  
CONN’S  
TURNED TO  
JAMI AND  
TODD FOR THE  
CONNECTIONS  
AND  
RESOURCES 
NEEDED TO  
PENETRATE  
THE MARKET.

Conn’s HomePlus, an electronics, furniture, mattress and 
appliance chain headquartered in Texas, was looking to 
expand its national footprint west in 2012. Unfamiliar with the 
Arizona market, they  turned to their CBRE contact in Texas 
for the connections and resources needed to penetrate a new 
market and were pointed directly to Jami Savage-Gray and 
Todd Folger.

Jami and Todd quickly got to work developing a market 
plan for a rollout of Conn’s stores throughout Arizona. 
They brought in CBRE’s industry-leading location analytics 
department to create custom heat maps of selected 
demographic criteria in each market. They combined this 
data with their in-depth market knowledge of trade patterns 
and barriers to entry to determine the number and location 
of stores Conn’s should open. An initial plan of six to seven 
stores in metropolitan Phoenix and two in Tucson set the plan 
in motion, and Conn’s came to tour the market. The plan 
evolved to a larger rollout of eight stores in Phoenix, two 
in Tucson and one in Yuma after that visit improved Conn’s 
understanding of Arizona’s markets and how people in our 
communities trade. 

With the economy growing as the recession wound down 
around the time of the initial rollout, competition for space 
emerged as the main challenge with an expanding retail 
sector putting constraints on supply. Jami and Todd’s market 
knowledge came through again in this phase of the deal 
cycle, tapping relationships in the brokerage and business 
communities to uncover locations about to be vacated before 
the listings hit the market.



FEATURED DEALS

±40,000SF
WESTGATE

±50,000 SF
44TH ST & THOMAS ROAD

±4,000 SF
KIERLAND COMMONS

±100,000 SF
SAN TAN VILLAGE

DAVE & BUSTER’S

CONN’SSHAKE SHACK

LIVING SPACES



PARTIAL CLIENT LIST





We understand every aspect of the business of retail. We deliver more to 
clients and drive better business outcomes.

INTEGRATED SERVICES 
FOR RETAILERS



If you need to find the best potential new location, 
dispose of a current one or renew a lease, no one is 
better able to help you succeed than CBRE. With more 
than 450 retail brokers representing more than 1,100 
retailers, we are the leading provider of these services 
in local, regional and national markets. 

WHAT YOU GET

•  Integration of market research, due diligence and 
transactions

•  Best-in-class site identification, competitive and 
financial analysis and negotiation expertise

• On-the-ground knowledge in every market

• Enhanced speed to market

SITE SELECTION,
DISPOSITION & 
RENEWAL



Do you ever wonder whether you have too many or 
too few stores in any of your geographic markets? 
CBRE can apply sound scientific analysis using our 
wealth of industry-specific data to an understanding of 
your particular customers and their spending habits. 
The result: an across-the-board enhancement of your 
strategic decision making.

WHAT YOU GET

•  Increased competitiveness and performance,  
reduced cost

• Impact analysis of retail business model changes

• Revenue growth and efficiency

• M&A restructuring and optimization

• Optimum network expansion

LOCATION
SCIENCE



TRANSACTION
MANAGEMENT
Your business is exploding, and you need to 
open 100 new stores across the U.S.—with 
a timetable of “yesterday.” With almost 350 
dedicated transaction managers, CBRE can 
coordinate all your requirements for sale or 
lease transactions involving a single store or 
hundreds of locations. From site selection to 
sale/lease execution, we’ll help you get the most 
ideal property available for your needs, at the 
best price, as quickly as possible.

WHAT YOU GET

•  Localized market and transaction experience to 
obtain optimal site and price

•  Technology tools to help you meaningfully 
report progress to your leadership

•  Consistent process, especially for multiple 
transactions and locations





TODD FOLGER
FIRST VICE PRESIDENT

+1 602 735 1749

TODD.FOLGER@CBRE.COM

FIRST VICE PRESIDENT

+1 602 735 1918

JAMI.SAVAGE@CBRE.COM
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