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— GRAFFITO SP

Graffito operates as a Strategic Partner to landlords,
tenants, and developers focused on ground floor
activation of mixed-use projects. Our work spans from
project inception to completion and exists at the
intersection of retail leasing, neighborhood strategy,
urban design, and branding. GSP’s approach
embraces a local-first mentality that is steeped in the
context of the places and spaces we work.

Since our founding in 2007 we have brokered over 50
leases with locally owned independent restaurants on
behalf of our clients and partners. During the past
three months we have been been involved in
discussions, negotiations, and disputes in connection
with over 50 unique restaurant leases where the
tenants is a locally owned independent restaurant.




— MARKET REALITIES & THRESHOLD CONSIDERATIONS

= Your landlord probably doesn’t understand your business

= Recovery from this crisis is going to take a long time for restaurants (and for Landlords)

= It's never been more important nor more challenging to plan for the future of your business
= You are probably already in violation of your lease

= Your landlord does want you to survive!
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UNDERSTANDING YOUR LANDLORD TYPE
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= Not all Landlords are the same...

Corporate / Institutional Owner
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- Mixed-Use Developer

—

T

- Shopping Center and Retail Focused Investor

- Family Business / Multigenerational Owner
- Mom & Pop / Casual Investor | L |EELeemmmean |l oo
= Debt structures vary and must be understood
= Rent drives real estate value

= You may not actually be taking to your Landlord...



COMMUNICATION TACTICS & BEST PRACTICES

= You must educate your Landlord; again, don't assume they understand your business or
your current hardships

= Know what your lease says and lean on your trusted advisors and consultants for advice

= Know what other Landlords and Tenants in your submarket are doing

= Be transparent, have a plan and a clear ask, communicate often

= Be creative and take a long-term perspective

= Adversarial tactics may be needed in some situations, but not as move #1...or #2

= Be optimistic...but realistic




RELIEF OPTIONS & STRATEGIES

= Rent Abatement
= Rent Deferment

- Alternative Rent Structures (i.e. Percentage

Rent, Sales Breakpoints, Milestone Payments) :;3:‘0;;“:‘;;;" )
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= [erm Extensions
= New Leases

« Management Agreements & Profit Sharing




— REAL WORLD EXAMPLES

Graffito SP
JK Food Group
Trade/Porto/Saloniki

You...




