Filling Philadelphia

Legend Properties makes its home in the Philadelphia market, where it concentrates on retail
brokerage from the shore to the Lehigh Valley. '

Randall Shearin

egend Properties 1s one company

that is happy its home base of Phil-

adelphia has never been a market
that broke any growth records. Since its
inception in 1990, the company has sold
retailers on the fact that Philadelphia —
and its strong, silent, slow-growth, vet
affluent suburbs — was one of the most
stable markets for retail in the country.
The past few years have proven it cor-
rect. While retailers have pulled back in
most markets, many are stll keeping an
eve, if not a foot, in Philadelphia. Today,
Legend is pushing ahead, making deals in
adifficult time through a unique approach
to the brokerage business.

Shopping Center Business recently
spoke with Jim DePetris, CEO; Maria
Rita Aristone, president; and Hal Vas-
varl, partner, to see how Legend Prop-

erties is operating a different model for-

brokerage.

The foundations of Legend Proper-
ties began in the early 1980s, when Jim
DePeiris founded DePetris Realty with
his brother Michael. The company fo-

(Left to right) Josh Hunsburger, Hal Vasvari,
Maria Rita Anistone, and Matt Rvan.

Legend Properties is a family company at heart. Pictured are (left to right)
Steve DePetris, David DePetris, Jim DePetris, Michael DePetris.

cused almost solely on retail brokerage,
which was unheard of at the time in the
market.

“The company was the pioneering retail
brokerage in the Philadelphia market,”
says Jim DePetris. “We were a small bou-
tque operation, but we grew quickly.”

In the mid-1980s, Jim DePetris switched
gears to become a retail developer, leav-
mg his brother to run the brokerage com-
pany. He built about 2 million square feet
of shopping centers over the
nearly 5 years he was in devel-
opment. In 1990, the DePetris
family launched Legend Prop-
erties. Initial members of that
fedgling company mcluded
Jim and Mike DePetris, their
brothers Steve and David, sis-
ter Donna, Maria Rita Aristone
and Jean Bialoskorski. The
company’s first oflice, serving
the Philadelphia area, was in
Mount Laurel, New Jersey.

“Our goal was to refocus on
the business of brokerage,” says
Jim DePetris. “It was difficult
for us to be a dominant bro-
ker and dominant developer.
The focus of Legend from the
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start was to provide outstanding broker-
age services.”

The company’s business rapidly ex-
panded. It opened a second office in
Plymouth Meeting, Pennsylvania. Cur-
rently, the company has live offices spread
throughout the area. While it may be un-
heard of for retail brokers to have mul-
tiple offices spread across a single market,
Legend sees this as a distinet advantage
since Fastern Pennsylvania, Delaware,
and Southern and Central New Jersey are
the only markets it serves. The company’s
offices cover an area that spans from the
coastline of New Jersey, west to the Har-
risburg, Pennsylvania, market— about a
150-mile distance. While Legend’s head-
quarters are in Conshohocken, Penn-
sylvania, today, its brokers are spread
throughout its offices, which include Le-
high Valley and Center City Philadelplhia
in Pennsylvania, and Mount Laurel and
Middlesex i New Jersey.

“It is important when you are servicing
your clients that you are able to get to your
properties quickly,” says Aristone. “That
led to our multi-office program. Not only
are we doing mainstream shopping center
business, we arc also getting local listings
from local owners. In order to do that

correctly, we needed to have small, ter-
ritorial offices. We like to live where we
work and work where we live.” .

DePetris cites a turning poimt for the
company that came in 1999. Together
with his brothers Jim DePetris decided to
expand Legend Properties beyond being
the boutique business that it was. As a re-
sult, an evolution took place that changed
the company from a family business to a
family controlled business. Many changes
were made at the company as part ol the
“team” philosophy. This included profit
sharing and equity participation programs
to retain the talented individuals already
on board and attract new talent to the
company. “As someone who started his
career as a coach and teacher, and who
spent many vears as COO of Federal Re-
alty, I find that Legend has a true team ap-
proach to brokerage,” says Vasvari. “That
is something that is incredibly hard to ac-
complish i the brokerage world, and it is
very apparent that it’s one of the attributes
ol Legend’s successes.”

“Legend’s growth relied on fanuly val-
ues,” says Aristone, who started as secre-
tary to Jim and Mike DePetrius 27 years
ago, became a top leasing agent and Leg-
end Properties’ first partner, and then was
named president 3 years ago. Family char-
acteristics like loyalty, commitment and
trust were translated into the relationship
between the DePetris family and Legend’s
employees.

“It was a family business, but now we
have a family culture,” Aristone says.
“That factors in with how we do business
and how we work as a team. It is the main-
stay of our business.”

“We've now been in business 20 years,”
adds Jim DePeftris. “and we are more than

just four brothers working together. We

have developed many people who have
become partners and profit sharers with
the company, and we have hired agents
from top real estate companies such as
Grubb & Ellis and Colliers.”

The company has a mentoring program
[or new brokerage employees. It takes into
account personalities and work habits of
both the mentor and new hire.

“New have to feel that be-
ing part of Legend is something bigger
than just being an independent contrac-
tor,” says Aristone.

hires

Among those who have completed
the program are Matt Ryan and Josh
Hunsberger, who have moved to the

forefront of the commercial brokers in
the area. “The team mentality that Legend
fosters really helped me” says Ryan.

“Teams work better than individuals,
and that’s how we get more business done
at Legend,” added Hunsberger. “The se-
nior executives are always accessible to us
and they've really helped to further my
career.”

Legend’s business lines have also grown
over the years. The company 1s one of the
largest full service commercial brokerage
firms in the Pluladelphia market. It also
does tenant representation, retail leasing

(landlord commercial

property sales, property management and

representation),

consulting. Legend’s tenant representa-
tion has launched many retailers in the
Philadelphia market. It brought Michael’s
stores into the market in the 1990s, and
Legend has done 39 deals for the retailer
throughout New Jersey and Pennsylva-
nia over the last 12 years. Great Clips,
Old Country Bulffet, Mandee’s, Chili’s,
Modell’s Sporting Goods, TD Bank and
Dollar General are some of the retailers
that Legend Properties represents in the
market.
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OPPOrtun_ities
to make your

Mark in BOWie

Retail

business is certain to grow and succeed.
For space available details call:

Bowie Plaza
Brian Greene, 703-442-4300

Collington Plaza
Andrew Rose, 703-442-4500 x26

Hilltop Plaza — Newly Renovated!
Bruce I. Levine, 410-486-0800 x216

Median Household Income over $94,532
Average Household Income over $109,161

Bowie is one of the largest cities in Maryland: Bowie is also an excellent business
location, easily accessed from Washington D.C., Annapolis and Baltimore. Bowie’s
proximiry to these major cities brings business and workforce into the area via Routes
3,50 and 301. Bowie has more than 90 restaurants, 200 shops, and a dozen recreation
opportunities. With this winning combination of location, access and amenities your

Main Street Market
Sam Pan, 301-657-7352

Pointer Ridge Plaza
Will Collins, 571-382-1290

Free State
Rich Abruscarto, 301-998-8188

For more information on ALL of Bowie’s Oppur[uni[ics, contact:

John Henry King, Economic Development Director, City of Bowie, Maryland

2614 Kenhill Dri
301.809.3042 |

Bowie, MD 20715
x 301.809.
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“One attribute to this company is that
we are very diverse,” says Jim DePetris.
“We are just as comfortable leasing a big
box center as we are a 20,000-square-foot
strip center. We are just as happy rep-
resenting a 1,500-square-foot tenant as
we are a 50,000-square-foot tenant. We
also do a lot of work with franchisors and
a lot of independent retailers.”

On the landlord side, the company has
a loyal following as well. Clients include

some of the top national companies such
as Developers Diversified Realty, Regen-

cy Centers, Kraveo/Simon, and large local
owners like Dranofl Propertes, the Rob-
bins family, J Loew & Associates, Hankin
Management and the Zamias family.

“We represent a lot of owners who have
strong leasing stalls themselves,” savs Jim
DePetris. “They choose Legend because
they know our sales force will augment
theirs. We work well with internal staffs as
local representation and most important
we canvas and cold call relentlessly for
prospects.”

Because of its expertise in the Phila-
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RCG Ventures Announces Initial Close of Fund IlI;
Plans to Acquire $250 Million in Assets Over 2 Years

RCG is pleased to announce the initial close of RCG Fund Il. RCG is actively
seeking to acquire $250 Million in value-add assets over the next two years.
Target properties are priced between $3 - $50 Million, are 75,000 square feet
or larger, and are located in primary and secondary markets.

RCG Ventures currently owns an impressive portfolio consisting of 51
properties and over 4 million square feet.

Scott Tarbet &
Central Region

Parker Blanchard
Eastern Region

Please direct all inquiries to:

ﬂ

RCG

RCG Ventures: 3060 Peachtree Road NW Suite 400 « Atlanta, GA 30305 «
www.rcgventures.com

Jim O’'Donnell
Director of Acquisitions
404.816.5454 x.111
jimo@rcgventures.com
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delphia market, Legend is often called by
owners to lease specialty properties. It was
recently hired to lease a new power center
being developed on the site of the former
Frankford Arsenal in northeast Philadel-
phia. In this property and others, Jim
DePetris’ development background and
expertise has been an mvaluable asset to
the property owner. A burgeoning market
for the company is Center City Philadel-
phia, where it shows retailers properties

regularly, and represents a number of

landlords.  Another specialty market 1s
urban leasing, where the company has
enjoyed great success.

Legend recently joined TCN World-
wide (The Commercial Network) to fur-
ther its reach and help extend its business
to other markets. “We felt a brokerage
network like TCN, with its 1,200-plus
brokers, could help us better service our
retail and property owner chents,” says
Vasvarl. “Exchanging leads and referrals
has added to our scope of business.”

While many markets complain of a lack
of activity, Philadelphia’s economy has
not been as hard hit as other cities in the
nation. As an area that has had relatively
slow growth, the market has not taken as
steep a downturn as others. As such, re-
tailers are still looking at the market as
incredibly viable in these times.

“We are fortunate to be in the Philadel-
phia market today, in this economic time,”
says Aristone. “We have diverse employ-
ment in our market, and unemployment
levels are lower here. While it looked like
there was a lot of development going on
here over the past 10 years, it was still
much less than other parts of the country.
This isn’t a boom-or-bust market.”

Legend has taken many steps to survive
and thrive during the recession. Its sister
company, Legend Management, has been
actively gaining property management
contracts. The company has also been
working with banks on distressed assets
that need leasing and management servic-
es. Legend views itself as uniquely quali-
fied to handle REO work because of its
ability to lease, sell, manage and provide
construction management services.

“I am proud
of Legend Properties’ 20 years in busi-

Summarized DePetris,

ness and ol our tremendous group of

talented, committed and loyal agents and
emplovees. Legend’s story is one that will
continue to unfold with future successes.”
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WANT TO
IMPROVE YOUR
HAND
IN THE NET LEASE

GAME?

InterFace Net Lease

September 22-23, 2010
New York City Bar Association,

New York City

Join other triple-net players at InterFace Net Lease in New York City on September
23 to hear about current topics facing the industry, learn about changes in the
sector and network with colleagues. InterFace Conference Group has partnered
with Shopping Center Business to bring you this specialty event for net lease
owners, brokers, fund managers, attorneys, bankers and sellers.

InterFace Net Lease is your only chance to in 2010 to attend an event specifically
forthoseinthe netlease sector. From retail to shopping center outparcels, medical
office to data centers, find out how the industry is expanding its boundaries, and
how traditional owners and brokers are adapting the way they do business. Hear
from more than 30 industry renowned speakers in a concise, compact one-day
format.

For a complete agenda and speaker line-up, visit
www.interfaceconferencegroup.com/ netlease
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