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Strategies for Shopping Centre Managers to Attract
Tenants and Fill Shop Vacancies
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Introduction: The Roles and Strategies of
Shopping Centre Managers
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Welcome to the guide for shopping centre managers focused on boosting leasing strategies and filling shop vacancies.
Shopping Centre Managers play a crucial role in maintaining a vibrant retail environment.

Attracting tenants is vital for increasing foot traffic and ensuring leasing success.

This presentation explores proven effective strategies to attract tenants and drive leasing success.

Let’s dive in and explore the strategies to make a difference!



The Key Strategies

Attracting and Keeping Tenants in Shopping
Centres




Understanding the Market and Target

Audience

Understanding the
market and target
audience is crucial for
attracting tenants.

Analyze market trends,
demographics, and
consumer preferences
to tailor leasing
strategies.

Conduct thorough
research on
competitors to identify

market gaps.

Align tenant offerings
with consumer demand
to create a compelling
tenant mix.

Stay ahead of market
trends to gain a
strategic advantage in

leasing.




ldentifying Unique Selling Points of the

Shopping Centre

Evaluate what sets your Highlight unique Showcase how

shopping centre apart features such as businesses can benefit

from others. location, design, from your shopping
amenities, or tenant centre's unique

mix. environment.

Leverage unique selling
points to stand out in
the competitive leasing
market.

Create a compelling
reason for businesses to
choose your space.




Creating Attractive Leasing Packages

®» Create competitive leasing packages with attractive pricing and added value.

/" Include perks like flexible lease terms, marketing support, or assistance with renovations.
% Highlight unique features and benefits in your leasing packages.

% Be open to negotiation and customize leasing agreements based on tenant needs.

&= Align leasing packages with potential tenants' preferences to fill vacancies successfully.



Social media and online
platforms are powerful
tools to promote
vacancies.

Use targeted ads to reach
desired demographics or
industries.
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Reach a wider audience
through platforms like
Facebook, Instagram, and
LinkedIn.

Engage with potential
tenants through prompt
responses and
testimonials.

Utilising Social Media and Online Platforms
for Promotion

Create visually appealing
posts with detailed
descriptions to capture
attention.



Networking with Local Businesses and
Community Organisations

B u | ld ¢ Build strong relationships with nearby businesses for collaboration and referrals.
Atte N d ¢ Attend local networking events and join business associations.
E nga ge e Engage with community organisations to tap into established networks.
Pa I‘tiCi pate | N ¢ Participate in community initiatives to position your shopping centre as an integral part.

FO Ste I ¢ Foster mutually beneficial relationships to attract new tenants.




Hosting Events and Promotions to Increase

Foot Traffic
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ORGANIZE EVENTS LIKE LIVE COLLABORATE WITH LOCAL
MUSIC, FOOD FESTIVALS, OR BUSINESSES FOR JOINT
SEASONAL MARKETS TO PROMOTIONS OR THEMED

CREATE BUZZ. WEEKENDS.

OFFER OPPORTUNITIES FOR
TENANTS TO SHOWCASE
PRODUCTS OR SERVICES

DURING EVENTS.
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PROMOTE EVENTS
THROUGH SOCIAL MEDIA
PLATFORMS AND LOCAL
LISTINGS.

ENHANCE THE SHOPPING
CENTRE’S APPEALAS A
LIVELY SHOPPING
DESTINATION.



Collaborating with Real Estate Agents and
Leasing Companies
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Partner with real estate agents and leasing companies for tenant recruitment.
Tap into their expertise and connections to attract high-quality tenants.

Gain insights on pricing strategies and lease terms from market experts.
Streamline the leasing process and open opportunities for growth.

Build solid relationships within the real estate community for leasing success.



Offering Incentives or Discounts for Long-
Term Leases

ATTRACT TENANTS BY
OFFERING INCENTIVES OR
DISCOUNTS FOR LONG-
TERM LEASES.

PROVIDE RENT DISCOUNTS, ENCOURAGE BUSINESSES
FREE FIT-OUT PERIODS, OR TO COMMITTO LONGER
PROMOTIONAL SUPPORT. LEASE AGREEMENTS FOR
STABILITY.
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TAILOR INCENTIVE
PACKAGES BASED ON
DIFFERENT BUSINESS

NEEDS.

&

FOSTER LASTING
RELATIONSHIPS WITH
TENANTS THROUGH
FLEXIBLE AND ATTRACTIVE
DEALS.



Maintaining Good Relationships with Current
Tenants for Referrals

Foster strong Maintain regular
relationships with communication to
current tenants to address tenant needs

encourage referrals. and concerns.

Recognize loyal
tenants to incentivize
promotion within their

Organize tenant
A d appreciation events or EaREs

offer exclusive perks. o~

Create a supportive
community within the
premises to attract
new businesses.




IMPORTANT INFORMATION

This information is prepared as general
training information for commercial real
estate practitioners globally. No part of this
material may be regarded or relied upon as
legal or specific advice for individual
situations. Although all care has been taken
in the preparation of this material, recipients:
- Must not alter their position or refrain from
doing so in reliance upon this material; and
- Are urged to seek independent legal advice
with respect to the matters traversed in this
material; and
- Are urged to undertake further studies into
legislation and practices that apply in their
location.

This is another quality resource from
the Commercial Real Estate Training
Online Series. Contact us below:

http://commercial-realestate-
training.com

info@commercial-realestate-
training.com

© Copyright John Highman 2024. All
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