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GROWTH OF NEW 
DINING OPTION 
BOOSTS RETAIL SCENE

Chicago has consistently been a top destination 
for new dining options and restaurant 
expansions, but recently, the city has secured a 
new experience - food halls.  

In the past several years, Chicago has seen 
several large food halls open with great 
fanfare and position themselves within iconic 

skyscrapers and stand-alone buildings in 
emerging neighborhoods. Food halls open 
today include Revival, a 20,000-square-foot 
option in a Daniel Burnham-designed building 
at 125 S. Clark and the Wells Street Market, a 
10,500-square-foot market at 205 W. Wacker 
Drive. Soon to arrive will be Time Out Chicago, 
a 45,000 square-foot space at the corner of 
Fulton Market and Sangamon Street in the 
popular Fulton Market neighborhood. All have 
generated a lot of buzz throughout the city.

CHICAGO HAULS  
IN FOOD HALLS

CHICAGO

Cont'd on page 2.
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The next wave to join these ranks is the recently 
announced Aster Hall, a 30,000-square-foot 
space at 900 N. Michigan Avenue along the 
Magnificent Mile, and UrbanSpace, which will 
anchor the Willis Tower redevelopment in a 
14,000 square foot space. 

These options join several other smaller 
ventures, making up what has become a very 
vibrant scene in Chicago. 

“These are market-changing deals,” said CBRE’s 
Phillip Golding, who, along with CBRE’s Todd 
Siegel Kim Wiskup, represented ownership in the 
lease with UrbanSpace. “There is a clear demand 
for these offerings and they are helping to enhance 
specific properties and neighborhoods.”

According to a recent CBRE report, food halls are 
well-positioned to capture the nation’s evolving 
consumer base: They provide large and diverse 
choices in both cuisine and price points that enable 
access to a wide range of ages and incomes. They 
represent a fairly adaptable format that enables 
operators and owners to easily swap tenants and 
food options to meet evolving consumer tastes. In 
addition, they can fill spaces ranging in size from 
5,000 sq. ft. to more than 50,000 sq. ft. and 
can therefore fit a range of real estate options as 
spaces become available.

Because they offer a wide range of options and 
can meet different price points, they have become 
sought-after by landlords, who position them as 
amenities to tenants looking for unique experiences.

“In many cases, landlords see food halls as a way 
to drive traffic to a building and make it unique,” 
said CBRE’s Danny Jacobson, who represented 
the landlord in the Aster Hall deal, along with 
Luke Molloy and Amy Sider, and represented Time 
Out in its deal.

At Aster Hall, all of the food hall offerings will be 
created by chef Brendan Sodikoff. 

“In this case, the tenant saw it as a very unique 
opportunity as well,” said Jacobson. “It is very 
difficult to have such a large culinary offering on 
Michigan avenue, but a venue like this will allow for 
it. It will become a major attraction for the entire 
market and drive a lot of foot traffic to the building.”

Food halls range in how they operate. In the case of 
Aster Hall, vendors will all be by one restauranteur 
– Sodikoff – while the Time Out Chicago will be 
all branded Time Out and offer a rotating option 
of new chefs and food concepts. In many other 
cases, an operator will lease out small spaces in 
the food hall to individually branded concepts.

This last scenario has proven to be a boon to the 
restaurant industry as well.

CBRE’s Golding, who has worked with restaurants 
and new culinary concepts to lease space in food 
halls, believes it is a great way for restaurants to 
expand their brand in a conservative way.

“It can be tough to expand into a brick-and-
mortar venture,” he said. “Food halls have allowed 
up-and-coming restaurants the opportunity to 
expand at a more reasonable cost and to try 
new concepts. Eventually, I think we will see even 
more restaurant growth from this, as successful 
concepts will expand to stand-alone sites.” 

Cont'd from page 1.

THERE IS A CLEAR DEMAND FOR 
THESE OFFERINGS AND THEY ARE 
HELPING TO ENHANCE SPECIFIC 
PROPERTIES AND NEIGHBORHOODS.



Maple Grove’s Arbor Lakes area has long 
been a premier retail destination in the Twin 
Cities northern suburbs – attracting top-tier 
brands and new-to-market retailers since 
the shopping and residential district was 
first developed in the late 90s. The Shoppes 
at Arbor Lakes lifestyle center along with 
adjacent big-box stores and outlots in the 
area are home to virtually every major 
brand in the Twin Cities market. The Maple 
Grove trade area has grown to nearly 5.6 
million square feet and boasts the second 
lowest vacancy rate in the Twin Cities 
market at 3.4 percent.

Even in this high-demand submarket, the 
final 42.6-acre vacant parcel in the Arbor 
Lakes district at the northeast quadrant of 
Elm Creek Boulevard and Hemlock Lane 
proved challenging to develop. Several plans 
for the site fell through or were rejected by 
the city of Maple Grove for having too much 
emphasis on retail. 

Minneapolis-based developer Doran 
Companies offered a more ambitious plan 
for the site in line with the city’s vision for 
a true mixed-use community. Doran’s plan 
for the “Village at Arbor Lakes” included 
up to 700 apartment units, two hotels, an 
office building, and multitenant retail. Only 
25 percent of the project was designated as 
retail – a major differentiator from previous 
development proposals for the site. 

“It was quite a bold move for Doran to 
purchase the site in this prominent retail 
area without any tenants in hand,” said 
CBRE’s Rob Wise, who oversees retail 
leasing for the Village at Arbor Lakes with 
partner Charlie Hexum. “But additional 
junior big-box anchors would be overkill 
for this market.”

The developer recently completed a pair of 
multitenant retail buildings totaling 29,618 
square feet, which are drawing service-
oriented retailers like high-end spa chains, 
dry cleaners and clinics. Banks, coffee 
chains and restaurants have signed on to 
standalone buildings within the village’s 
outlots. Significant residential development 
– including 257 luxury apartment units 
already open in the Reserve at Arbor Lakes – 
also supports the mix of retailers on the site. 

“It’s interesting to see how this high-
profile intersection can draw so much 
demand without an anchor,” said Wise. 
The intersection sees more than 60,000 
vehicles per day. “While Maple Grove is 
becoming a mature retail destination in the 
Twin Cities, this project is vastly different 
from what we’ve seen before because of its 
integrated mix of uses.”

ROB WISE 
Vice President

INSIDE THE VILLAGE AT ARBOR LAKES
MINNEAPOLIS
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After decades of stability regional malls 
are now suffering from the loss of long-
standing department store anchors.  This is 
the result of shifts in the retail landscape 
that have caused chains such as Bon-Ton 
to shut down and others such as Sears, 
Macy’s and JC Penney to significantly trim 
their number of stores.  

Bon-Ton was headquartered in Milwaukee 
and maintained a strong presence in 
Wisconsin.  There are 28 stores under the 
Boston Store, Herberger’s and Younkers 
banners that have closed in 2018 in 
Wisconsin as a result of the Bon-Ton 
bankruptcy liquidation. This currently leaves 
behind an estimated 2.8 million square feet 
of space. Most of these 28 stores occupied 
prime anchor positions in nearly every 
regional mall in Wisconsin.

Other mall anchor store closures over the 
last five years throughout Wisconsin include 
Sears (12 stores), Macy’s (2 stores), and 
JC Penney (3 stores).  With more closures 
looming, malls and shopping centers can 
look to the successful reinvention of big-
box space and find creative solutions to 
backfill these vacancies.

“These big-box vacancies are found in 
some of the best real estate in our market in 
well-established trade areas, which offer a 
prime opportunity for new concepts to enter 
the market,” said Peter Glaser, Senior Vice 
President, CBRE. 

In Milwaukee, Sears vacated the Southridge 
Mall, leaving behind its 200,000-square-
foot two-level anchor store. The Illinois-
based retailer closed many brick-and-mortar 
locations throughout the Midwest to improve 
profitability. While the mall’s other department 
store anchors – Macy’s, JCPenney and a 
former Boston Store – face similar challenges, 
Southridge Mall found success with other 
concepts that are rapidly expanding. 

Dick’s Sporting Goods, which operates 13 
stores in Wisconsin, will take over 60,000 
square feet on the lower level of the former 
Sears. Round 1 Bowling and Amusement, 
a Japan-based amusement chain offering 
bowling, karaoke and a variety of other 
games, will occupy 45,000 square feet on 
the upper level. 

In the mid-sized Wisconsin market of Fond 
du Lac, three of the four anchors (Younkers, 
Sears and JC Penney) at Forest Mall have 
closed.  Forest Mall is one of the best retail 
sites in this market and the mall site is now 
proposed for redevelopment.  Proposed 
plans call for most of the mall along with 
the former Sears and JC Penney stores to 
be torn down and replaced with a new 
160,000-square-foot Meijer store.  The 
former Younkers will then be well-positioned 
to be divided for mid-box retailers.

While the continual loss of these traditional 
anchors could spell doom-and-gloom for 
Wisconsin’s regional malls, that won’t be the 
case if investors, mall owners, and tenants 
continue to see the massive opportunity 
these prime retail sites present. 

4 RETAIL SCIENCE NEWSLETTER

BIG BOX CLOSURES PROMPT 
REINVENTION OF REGIONAL MALLS

MILWAUKEE

PETER 
GLASER 
Senior Vice 
President

... THESE BIG-BOX VACANCIES ARE FOUND 
IN SOME OF THE BEST REAL ESTATE IN OUR 
MARKET IN WELL-ESTABLISHED TRADE 
AREAS, WHICH OFFER A PRIME OPPORTUNITY 
FOR NEW CONCEPTS TO ENTER THE MARKET.
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REFRESHING RETAIL BY REINVENTING 
THE BIG BOX STRATEGY THROUGH 
TECHNOLOGY (AND DATA)

ASSET SERVICES FEATURE

The retail my property management 
team and I see every day isn’t dying, it is 
transforming, and our research tools are 
helping us stay far ahead of the curve. 

With owners hyper-aware of slipping 
sales and big box defaults, the role of the 
property management teams has changed 
significantly in the last several years. Clients 
are asking, “How busy was the parking 
lot?” “Did the store manager say anything 
about how they are doing?” “Who do 
you think are the target shoppers in this 
location?” “How do we create a space to 
attract and retain more shoppers?” “What 
do we really need to spend capital on to 
stay competitive?”

Up until recently, most of these inquiries 
required frequent in-person observations 
mixed with some speculation. But now, the 
data accessible through CBRE research 
has made it much easier to make targeted 
improvements not only to how my managers 
operate, but to better market the shopping 
centers that we manage. 

Most recently, we had been struggling 
with the traffic flow through one of 
our shopping centers. To address this 
concern, we turned to Dimension, a new 
CBRE cutting-edge location analysis and 
mapping technology. Through an analysis, 
Dimension pulled a mass mobile data 
(MMD) heat map for the traffic consultant, 
allowing us to adjust the vehicle traffic 
patterns and determine if we had enough 
area to create an additional outparcel. 

Thanks to our technology, we were able 
to adjust the traffic flow and get our client 
comfortable with the location and size of 
the new outlot. However, as a byproduct of 
this analysis, we also discovered that the 
center’s new restaurant was drawing even 
more traffic than had been speculated. It 
was drawing customers from further away 
than any other retailer in the center. We 
decided that we were going to have to 
revise our asphalt maintenance plan due 
to the traffic and we also began looking 
at the restaurant’s customer profile. Once 
we have a better understanding of the 
customer they are attracting, the leasing 
team can shift its focus to ensure we are 
targeting complementary tenants for the 
remaining vacancy. 

We also have several progressive clients in 
the process of creating beautiful gathering 
spaces and providing new amenities in 

their centers that haven’t been seen in the 
past. We are looking forward to running a 
Dimension analysis for them, comparing the 
traffic before the improvements to hopefully 
confirm that these amenities are attracting 
more shoppers and keeping them on the 
property longer.

While we hear about the Dimension tool 
and MMD as a compelling tool in the 
initial leasing and marketing of properties, 
it has also proven to provide invaluable 
insight to the ongoing management and 
performance of shopping centers. It helps 
my team operate more effectively and also 
helps to target and customize the most 
beneficial improvements for a specific 
center. We expect the work that research 
does to help support valuable case studies 
that will persuade more owners to make 
capital investment in the shared spaces in 
their shopping centers. 

DEIRDRE 
LARSEN 
Associate 
Director
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INDIANAPOLIS THE BOTTLEWORKS DISTRICT
Total Commercial SF: 350,000+
Hotel: The First Ever West Elm Hotel
Multi-housing: 227 units
Brokers: Steve Delaney, Dean Almas

The Bottleworks District is located at the historic Coca-Cola® bottling plant on Mass 
Ave., Indianapolis’ hottest urban street. The mixed-use development is a fusion of the 
past and present, encompassing 12 acres of robust arts, culture, fashion, industrial 
architecture and foodie spots galore. The project includes 140,000 square feet of street 
retail, 180,000 square feet of efficient and flexible office space, a 30,000 square feet 
community-focused food hall and market called The Garage with independently owned 
Indianapolis businesses behind its roll-up doors, 227 condos and apartments, an eight-
screen theater, and the first West Elm hotel. The project broke ground this summer and 
phase one of the project, which includes the hotel and food hall is scheduled to be 
delivered in 2020. The development in full is slated to be finished by 2023.

THE DISTRICT DETROIT
Total Commercial SF: Phase I & II, 870,000+
Hotel: The First Ever West Elm Hotel
Hotel / Multi-housing: Multiple planned
Brokers: Scott Young, Ashley Ketko

The District Detroit is a 7.84 million-square-foot sports and entertainment district 
anchored by Comerica Park, Fox Theater and a new 785,000-square-foot world-class 
arena home of the Detroit Red Wings. The project covers a massive 50 blocks of 
mixed-use neighborhoods in downtown Detroit featuring residential, office, parks and 
retail. Phase I retail will total 370,963 square feet of space with total build-out pushing 
1 million square feet. Phase II commenced in April and is set to renovate three historic 
buildings as well as deliver three new mixed-use buildings to be developed into nearly 
500,000 square feet of office space and street-level retail. In total, The District Detroit 
will deliver $1.4 billion in new investment to Detroit including the new Little Caesars 
Arena, Mike Ilitch School of Business at Wayne State University and Little Caesars world 
headquarters campus expansion. Additionally, new office, residential and retail spaces 
will continue to add momentum to Detroit’s amazing comeback for years to come.

DETROIT

ST. LOUIS CITY FOUNDRY STL
Total Commercial SF: Phase I & II, 305,000+
Signed Tenants: Alamo Draft House, Punch Bowl Social, and Fassler Hall
Brokers: Andrew Turf, Paul Fusz, Dominique Novelly

The new City Foundry development is located in the heart of the Midwest. It features 
a unique mix of retail and restaurants and sits between Midtown and one of St. Louis’ 
most promising new neighborhoods, the Cortex District. The redevelopment will include 
curated retail finds, local restaurants and a food hall brought together by local chefs. 
With direct access to the Gateway Greenway, the St. Louis City Foundry easily connects 
locals and visitors alike. In all, 305,000 square feet of restaurant, food hall, creative 
office and retail space will transform the former 15-acre Century Electric Foundry 
complex. Anchor retail tenants of Alamo Drafthouse, Punch Bowl Social, and Fassler 
Hall were announced at the beginning of the year, and two office tenants were brought 
on in May. The food hall has nearly half of its unique, chef inspired food stalls claimed, 
with concepts from local chefs. Retail activity and interest remains strong. Construction 
began in July and the development is slated to be complete in the second half of 2019.
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JOIN CBRE 
AT ICSC 2018
Please join CBRE this year for 
ICSC at Booth #411 located 
at Navy Pier in Chicago 
October 17th – 18th.

CLIFF VANN 
Associate
+1 312 233 8683
Cliffton.Vann@cbre.com

Cliff Vann recently joined the Retail Advisory & Transaction Services 
team in Chicago as an Associate. Vann has been with CBRE since 
2011, most recently serving as a Valuation Associate and Appraiser 
with the Valuation Group. 

Vann will focus on investor leasing opportunities and will work 
closely with Brendan Reedy.

He has a B.A. in business administration and accounting from 
Robert Morris University in Chicago.

TRAVIS LAWRIE 
Financial Analyst
+1 312 540 4612
Travis.Lawrie@cbre.com

Travis Lawrie joined CBRE as a financial analyst. He works with 
Todd Siegel, Phil Golding and Kim Wiskup in the Urban Retail 
Practice Group in our Chicago office. Lawrie specializes in the 
representation of national retail tenants, where he provides 
advisory and transaction management, including extensive 
financial analysis surrounding acquisition and expansion strategy.

Prior to joining CBRE, Lawrie spent four years with a boutique 
brokerage firm in Dallas, Texas, where he provided transaction 
management on behalf of retailers and restauranteurs.

He has a B.A. from Southern Methodist University. 

KIRSTEN RUTLEDGE 
Associate
+1 608 663 5445
Kirsten.Rutledge@cbre.com

Kirsten Rutledge joined CBRE’s Madison office as an associate. She 
focuses primarily on retail and office properties, working with, both 
owners and occupiers. Prior to joining CBRE, Rutledge lived and 
volunteered in southeast Asia. She also held a series of progressive 
roles in nonprofit, government and business organizations, most 
recently as the director of Child Advocates/Denver CASA.

She has a B.A. from Colorado State University.

OLIVER JACKSON 
Capital Markets Ops Analyst
+1 312 540 4640
Oliver.Jackson@cbre.com

Oliver Jackson has joined CBRE as an analyst in our Retail Capital 
Markets division in Chicago. He will be working with Keely Polczynski, 
Senior Vice President, on retail investment properties in Chicago. 
Prior to joining CBRE, Jackson gained experience as a research 
analyst intern at Hilco Global. 

He is a graduate of Lake Forest College.
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CONTACTS
BILL WRIGHT 
Managing Director,  
Chicago 
+1 630 573 7049 
Bill.Wright@cbre.com

PHIL GOLDING 
Vice President,  
Chicago 
+1 312 338 2045 
Phillip.Golding@cbre.com

DANNY JACOBSON 
Senior Vice President, 
Chicago 
+1 312 935 1901 
Danny.Jacobson@cbre.com

ROB WISE 
Vice President,  
Minneapolis 
+1 612 336 4274 
Rob.Wise@cbre.com

PETER GLASER  
Senior Vice President,  
Milwuakee 
+1 414 274 1638 
Peter.Glaser@cbre.com

DEIRDRE LARSEN 
Associate Director,  
Chicago 
+1 630 368 4693 
Deirdre.Larsen@cbre.com

For more information please visit:
www.cbre.us


