 All right. Hello, everybody, and thank you for joining us today. My name is Cody Giblett, and I'll be your moderator for today's webinar. So before we begin, I would like to first go over a few housekeeping tips. So to access more of the webinar features that you don't see on screen, you can click the icons in the toolbar on the left-hand side to bring other uh screens, uh, your other windows on and off screen. So, uh there you can see, um, Uh, the presenter information, uh, uh, I, I believe that is a certification of attendance, a resource window, and, and things like that. And everything that you bring on screen, you can resize and customize your viewing experience by making the windows larger and smaller by clicking and dragging the edges of those windows. Um, in the next year, we will be sending a link to the slide deck and the other resources that our presenter has provided in a post event email along with a link to the recording of today's webinar. But you can also download the slide deck and those two other resources by using the resource window below. Uh, if it's not, if the resource window is not on your screen, you can find it here, um, or if it's not on your screen, you can find it here on the toolbar. Um, we also have a live close captioning, uh, window if you'd like to follow along with the live transcript. You can also change the uh language to Spanish if you'd like to follow along in Spanish. And if you don't see that live close captioning on your screen, you can find it here on the toolbar. And then, uh, finally, we'll be doing a live Q&A after today's webinar, uh, after the presentation has ended. So please submit all your questions using the Q&A, uh, window, uh, which will be found here on your screen. Uh, if it's not on your screen, then you can find it here on the toolbar. We also have, um, our score, uh, score mentors on standby in our score live chat. So, uh, if you click here on the screen, you will be redirected or not redirected. It'll open another window up where our score mentors are, um, in a live chat room, uh, ready to, uh, to, to answer some of your questions if you, uh, can't wait to get your questions answered to the end of the presentation, and you can jump back and forth from, uh, watching this and, and talking to a score mentor. And so with that, let's go ahead and get started. So, the title of today's webinar is strategies and tips for Finding retail Space for your Business. And I'd like to introduce uh the presenter of today's webinar, Noel Solomon. Noel? Nice to see you and uh welcome everybody who's uh attending today. Uh I hope everybody likes a little magic because uh what I'm trying to do is condense a year career into about minutes today. So, uh, I hope you'll all find it interesting and uh feel welcome. After the webinar to email me uh at my score email address that you'll get and I'll try to get back to you. Um, if at any time you would like me to join a mentor session, please contact your local score mentor and ask. The mentor to connect me on one of your calls with them and I'd be happy to listen more to what you're trying to accomplish. Uh, most of the attendees today are score clients and uh I will try to address most of my comments to them, although I'm sure there are a few brokers and landlords and others attending as well. Uh, one of the things that you may have heard in the past about real estate is location, location, location. Those are considered the three most important words for somebody who is selecting a retail or restaurant location. The, uh, uh, but one thing you have to keep in mind. is even good locations will fail and the uh the uh you have to realize that uh the uh there will be some uh good locations that will fail. The, uh, I think that you've got to keep in mind that uh No matter how good the location is. There are a variety of reasons and factors that go into a successful location. And the uh one thing that uh One thing that uh you have to keep in mind is that there are operations issues, there are marketing issues, and sometimes there's too much competition. So you have to take other factors into consideration. Another thing that you should realize that a lot of the retail and restaurant chains have their own in-house real estate departments, and those uh real estate departments have people like myself during my career who uh really uh Uh, have excelled at finding locations, but at the same time, the, uh, uh, about % or more of those locations that are selected by professionals, uh, they fail and, uh, that's just the reality of business. So, no matter what you do, you, it's perfection is tough. The, uh, one thing you should try to keep in mind is, uh, to Be able to trust your judgment, trust your instincts, and to develop some close advisors. Uh, the, uh, now, we're gonna start the, uh, slides, um, as soon as I could find out uh where the button is to change uh the slides. Uh. The Cody, if you're there, if you could uh try to help me a little bit on, uh, do you see the next button at the bottom? Um, I don't see a next button at the bottom. In the presentation window. Uh, I'm on the presentation console. Yeah, um, do you, do you have the presentation itself, the slides, uh, window open? Uh, how do I do that? OK, on the left it says slide organize uh organizer. No, um, below that. It says presentation. Yeah, OK. I clicked on that. OK, now we're in good shape. Thank you. Perfect. Of course. OK. So. That's just a little bit about me. Um, I've been a vice president and director of real estate at large national chains, and it's, uh, one chain that I joined had stores, and I grew it to stores across the country and uh those stores were to , square feet. And then for the last uh . years, I was uh. In charge of uh or as a dealmaker at An office superstore chain, two of them actually, and selected locations ranging from , ft to , ft. Uh. This is the agenda that we're gonna use. Um, one of the things that your score mentor will discuss with you on your first call is the need to put a business plan and budget together and uh that's really the beginning of your journey to start a business. And the other topics uh will follow uh after we put the business plan together. Now, I'm not gonna explain how to put the business plan together, but your score mentor will do that. But you want, there's some questions that you have to answer when you start a business. And you have to have a projected profit and loss statement. Uh, you've got to determine how much rent you could afford. You've got to figure out how much capital you have so that you could build out your store and, and operate it. And uh you have to ask yourself, is it your first location or second or third store? And figuring out the right rent. is the toughest part of it, or one of the toughest parts because you may not be able to afford a rent for a as great a location as you would like. And then you have to ask yourself if you can't afford that rent. Why would you want to accept a location that isn't as good as you would like? Uh, so you might consider a different city or market, um, or even a different state, uh, to open your store or restaurant. The, uh, sometimes if you just have your heart set on finding a location. Within to miles of where you live, that limits the number of opportunities that you'll have. The, uh, there, you've got to figure out what's your budget you have. Uh, uh, I'm not gonna get involved in talking about financing. Uh, your score mentor will help you on some ideas for financing, but the, you've gotta make sure that you've got a sizable enough budget. So that you could afford everything that's necessary to open your store. And you have to figure out how much it's gonna cost you to build out your store. A lot of landlords if you're, if you're not well capitalized, uh, and if you're not a chain, they'll want you to pay for the bulk of your construction costs, of your build out costs. So you have to be able to figure out using your architect and contractor, how much it's gonna cost you and you've got to be able to determine your startup and your recurring expenses. And that's all part of your business plan. Your customer profile is really important. And why is it important? Because You have to know what the demographics are of their ideal customer. Will your customer live within a mile or two of their store or restaurant, or are they gonna be, is your product in store so unique and it does it offer such great value that they'll travel or miles. It's always better to be more conservative. Uh, then, uh, than not. The, uh, so how do you determine how far a store, uh, is gonna draw from? Uh, you have to look at some competitors, uh, to see how far they're drawing from. The, you've got to figure out the income range of your target customer. If you need a high income. Customer, make sure that you're looking to locate in a more affluent area. If, if you're looking for a lower income customer, uh, and do the same. You've got to be able to Make sure the area. That you're locating your store matches or closely matches your ideal customer demographics. And part of your business plan, you have to figure out how many customers do you need to reach your sales goals. And will you need or customers a day, or do you need to customers a day, or even or more? The, uh, you've got to be able to ask yourself what things. Go into your business plan so that you're successful. They, would your product or service sell better in a low or high income area? Now, when you Open a store or restaurant. You're best to have a team of people who can help you make these different decisions. Um, of course, your score mentor is available to Try to guide you in some respects, um, and to, uh, and to suggest some questions that you have to ask yourself, but you should look for a real estate broker. Uh, there's a lot of great brokers all over the United States, but if you're looking for a retail store, You should look for a retail real estate broker and not a residential real estate broker. Uh, you want somebody who specializes in finding store or restaurant locations. You need a real estate attorney. Now, it's good that you may have an attorney to prepare a will or an attorney to represent you on another personal matter, but if you have an attorney, Ask your attorney, does, do they have some experience negotiating a retail lease? Uh, having an attorney who specializes and has the capacity to help you in your lease negotiations is very, very, very important. Um, an architect, designer, uh, is important. You've got to have somebody. Who will help design your store or restaurant. And It's also helpful to have the architect check the town regulations. Um, will the town approve Your business, the way you have it laid out, uh, where you get the kind of signage approved that you would like. You've gotta have a construction contractor, uh, bid out the store or restaurant. Uh the, um, and it's also helpful to have uh one or two construction people you can trust, uh, visit a location. Before you sign a lease, so that way they could give you an estimate on how much the construction is gonna cost. They keep in mind that you're gonna be paying for most of these expenses and not the landlord. And you'll have to be able to estimate uh the cost and your construction person, your architect, um, they'll be able to help you. The, uh, you never want to sign a lease without having an architect and construction person visit a location. Um, you don't want any surprises, uh, uh, when you start construction. And you need your accountant uh to help guide you on financial uh matters. And if you select somebody and they don't turn out to be the right person, Uh, you should try to find somebody better. The, uh, you've gotta have a team that you can trust. Uh, one thing that's really important when you, uh, open a location. Um, is to. Evaluate your competition and their locations. Drive around the competitor locations and When your broker shows you some different sites, uh, don't just look at one city or town. Drive around or or towns because you wanna be able to have the best location. Uh, you don't want to be fixated on one town. And select a location that's secondary. You have to be able to get the best location and sometimes, uh, the best deal that you could make is the deal that you passed on. The, uh, sometimes location gets too expensive and sometimes uh you, sometimes you try to rationalize. Uh, why you should go ahead and accept the location because of your enthusiasm and desire to quickly open a store or restaurant. Don't be in a hurry. Make sure you're making the right decision, the best decision. The, uh, and sometimes you'll consider a downtown location. Uh, and what I used to do a long time ago. When I opened downtown locations was I used to. Count the number of people passing a particular storefront at different times. So I would take a or minute count at different times, uh. And the, that's important to do so that you can compare the foot traffic passing the different locations. And why do you want to do it at different times? Well, you wanna do it at different times because You you may, you may, for example, I think that you're gonna get a lot of business at night, but if you don't look at the traffic in the evening, uh, before you select the location, you might be surprised that there's not as much traffic at night. Um, and Conversely, um, if you just take the, I suppose you're opening a restaurant, you need, uh, traffic at night for dinner. Uh, the, uh, and you don't, and you're just taking counts uh during the daytime, well, you'll be, you'll be getting the wrong information and instead of taking counts at different times of the day. Another reason to take counts at different times of the day is because there may be a seedier element at different times of the day or night. The uh uh convenience. is the key for parking. You've gotta make sure that you have some easy and free parking options uh to give you an advantage. Now, sometimes downtowns, Only have metered parking and expensive parking lots, and you gotta take that into consideration. Now there's lots and lots of stores and restaurants in downtowns across the country that are successful and all they have is metered parking. Uh, but you've got to take that parking into consideration. Because in business, anytime you can give yourself an advantage, uh, that's important. Uh, when I selected locations in shopping centers, uh, I often didn't want a restaurant or a health club right next to us or close by because they would take away. Some of the convenient parking from our stores and the, uh, so that was always important when you're looking at a shopping center to make sure that even though the parking may be free, it doesn't matter if it's free if your customers can't get close to your store or restaurant. And as much As you want the store to open quickly, you can't rush the process. Uh, you just can't rush the process. The, uh, you've got. Keep in mind, uh, other location selection factors as well. How much time will be required to prepare your architectural plans? Will it be or weeks, or will it take longer? Do you have somebody who's gonna prepare your fixtures? Yeah, have you found out how long it's gonna take you to get your inventory? Uh, You've got to be able to evaluate landlord proposals. Uh, it's wise to, even if you like one location, You've got to figure out what the market rent is. The, uh, I had a friend who recently asked me uh about opening a store, and he's, he wasn't even concerned as much with market rent. He said, well, I want the, I want the best location. I'm just gonna pay % more. Well, that's all nice and it sounds good. But I think my friend was too enthusiastic because my, my family was thinking that his store. would produce such a high volume that he could afford such a high rent. And you always have to look at your downside, particularly as a small business person. You, uh, you have to decide. How long an initial term you want to accept the, uh, a lot of landlords want a longer term, uh, but can you afford to commit to a location and give them a ten-year term? Uh, can you afford a year term? Can you afford a year term? Uh. I know you all want to have control of the location for a long time, but you've got to keep in mind that the initial term. Time commitment that you're committing to. You're personally on the lease. You're personally responsible, even if the location is not successful. And if you're paying an above market rent, you Have to be, we have to worry if you close the location, uh, you could really end up having to pay a big difference between how much a replacement tenant is willing to pay a landlord versus uh how much you committed to and you don't want to subsidize uh the replacement tenant because the landlord is not gonna release you from liability. Uh, until they get a replacement tenant. Now, one way to minimize your downside. is to be able to um Have an early termination option. An early termination option gives you the right to terminate your lease usually after a certain number of years, um, and give the landlord a certain number of months' notice, and sometimes you'll even pay a pre-negotiated penalty to terminate, but if you're committing to a -year term, Uh, it's helpful sometimes to have that right to terminate. Sometimes the landlord will also want the right to terminate, and that's not good for you because the landlord uh shouldn't be able to terminate your location if you're doing well. Uh, but if you're doing poorly, maybe the landlord should have a right to terminate if they could replace you. You don't want to give the landlord incentive to try to replace you just because they can get a higher rent, uh, because landlords will want the higher rent and you don't want to give up your business, um, just because somebody else is willing to pay a higher rent than you are. Uh, another thing that we'll talk about a little later is a composite form so that you could evaluate alternatives. Now, we talked a moment ago about the term of the lease, uh, and you've got it, a lot of landlords will want annual increases from small businesses. Um, sometimes it's at a cost of living index. Um, you gotta try to keep the rent increases, uh, as flat as possible. The, uh, and one thing you'll have to pay um is insurance and common area cost, the cost to maintain the parking lot. Sometimes landlords will try to get you to pay for the cost of a roof replacement. Sometimes they'll want you to pay for part of the cost of replacing a parking lot. You're gonna try, uh, one of the advantages of having a good real estate attorney is that you want to try to exclude some of the costs from common area that you would otherwise have to pay. You'll have to pay the utilities, um, and one of the things you, you should try to think about. And be aware of, is this a gross lease or is it a net lease? Is the rent that you're paying for, uh, the total rent that you would be expected to pay, or you're gonna have a net lease where you're gonna have to pay insurance, uh, real estate taxes, and other expenses. And there's, uh, there's an X factor that I have included if you're Looking for a downtown location because If your store or restaurant is square feet, and you're going into a multi-story building that has uh elevators and has hallways, uh, and it has public bathrooms, the landlord's gonna want the tenants like yourself to pay. % of the cost of those common areas inside the buildings. So you've got to try to reduce or eliminate those costs because you may only have an outside entrance and just because you have an outside entrance, if your lease doesn't exclude the X factor, well, you could be obligated to pay some additional rent on the uh On the common areas and elevators. So be careful there. Um, that's why an attorney is helpful. When you're negotiating a deal, you'll try, you, you always have to try to figure out how long is it gonna take you to build out your store and you have to try to figure out um how much How many months and ask for that free rent, sometimes the landlords will give you or or months free rent. Ideally, you'll get the landlord to give you a month or free rent after you opened. Uh, make sure you also have contingencies in your lease for building and sign permits. Sometimes it takes a lot longer to get a building and sign permit than you ever thought it would take. The, uh, the, uh, earlier we mentioned. That you've gotta make sure that you check out your signage, uh, you, you've gotta look at the parking, uh, construction permits, any licenses that you need, uh, dealing with the towns, uh, is a necessary evil because there's no way you could open a store or restaurant without complying with the local laws. The once you sign a lease, You should really schedule weekly meetings with your contractor at the site, monitor the progress so you know when you need to start hiring people and uh Uh, after the store opens, or restaurant opens, maintain good relationships with your landlord. Um, landlords, uh, for the most part are good people, uh, but they're not gonna give you freebies. They're gonna insist that you adhere to what the lease says. Um, and sometimes if there's a gray area, landlords may try to help you out. So if you have a better relationship with the landlord, that might help you if you need a favor. Now, one thing that I always learned in my career is that I couldn't tell a landlord when he or she was gonna come to us and ask us for a favor, uh, but sooner or later the landlord or you will go to one another, uh, and ask for a favor. Uh, that's just the way business is. So if you have a better relationship, you've got a better chance of, uh, of somebody trying to help you out. But don't expect the landlord to, uh, rip up a lease if you, uh, are doing poorly because it's just not gonna happen. The, now once you're open, it's wise to consider your, what you budgeted versus your actual expenses. Uh, make sure you examine what the landlord was obligated to do and compare it to what the lease says and make sure the landlord has done everything that they were supposed to do. And you ought to think about things that you would do differently next time so that when you open another location, uh, you could learn from your mistakes. Um, it's uh uh failure is, is not uncommon as we talked about before. But you've gotta try to. Figure out why you're doing business. How you could do better. Uh, because sometimes if you pivot in the right direction, you could become successful. And sometimes no matter how good your employees are, your managers are, sometimes failure happens. Now, Early in my career. I put together what I call a composite form. And the total of the points uh of the Composite form, the score. The total was important because arguably, The higher the score. The better location it would be. Now you'll see some Point values in these different. topics like population, income, and so forth, co-tenancy and If for example, If the population is really great. Uh, you might allow points. If it's less desirable, you may. Give points. If it's poor, you might take away points. Same as income that we talked about figuring out your target customer. Uh, if the income in the trade area is poor, you take away points. If it's, if it's great, uh, you might add points. Uh, the, uh, retail activity in the trade area, if it's really, uh, The solid, if there's a lot of desirable retail, uh, at some points, but if there's not too much in the area, in the neighborhood, take away points. Now, the points that I included on these slides. Those are just examples. You need to figure out. The number of points to use for your particular business. Um, and, and, but the concept is that if, uh, if you get a higher score, should be a better location. And I use this to compare different locations. Uh, signage is the signage great, if it's not great, Take away points. Uh, your overall opinion, your gut is really important. You got to ask your broker his opinion or her opinion. Uh, because their pay if their experience should matter, um, and you should have some trusted advisors, uh, who will give you their honest opinion and collectively, your opinion, the broker's opinion, somebody you like and trust. If everybody feels good about a location, um, then chances are it may be a good location, but as we talked about earlier, just because you have a good location doesn't mean that it's gonna be a, uh, um, it doesn't mean that it's going to uh uh be a as good a location as you would like. Uh, I, I was involved in opening a lot of stores in Chicago. years ago and uh we had a We had about vans of executives uh who were, uh, who were on the trip. And each of the, each of the directors and executives were asked to score these or locations that we looked at over a couple of days. And uh The, uh, and we use that in our decision-making process. The, uh, but the, the fact of the matter is, the, you can't, uh uh just because you might have people who like a location. It's not a guarantee that. It's gonna be a great volume store or great profitable store for you, um, because I've, I saw some locations that had to close, and they were otherwise really good locations. And sometimes, A different retailer or restaurant might do better in the same location. So the whole idea is to Ask the opinion of a number of people, but don't worry about, don't worry about uh if you, if you, uh if, if you, if you can't get a consensus where everybody feels good about something, maybe it's the wrong location. But the whole idea is to consider a lot of different locations, um, and so that when you make your decision, uh, you could select the best. Now, we're all optimistic, we're all enthusiastic, and we all, uh, wanna succeed % of the time. But let's look at the quarterbacks that we see in the NFL. Let's look at the major. League baseball players. Nobody hits a home run every time. Heck, even the best, they're lucky sometimes if they can get on first base. Um, and sometimes even professional basketball players who might be making $ million a year, um, sometimes they don't do very well either. But nonetheless, look at what You, uh, look at different locations and try to select uh the best location that you can. Now, one of the forms that you're gonna receive. is is a letter of interest form. Uh, and the letter of interest is something that uh you ought to use and get your landlord to complete because This LOI. Has a lot of the key elements of negotiation. But the, uh, the, uh, make sure that your, the landlord's proposal is as comprehensive as possible and show it to your attorney because your attorney may want to modify this LOI, uh, the, uh, uh, the, I think that it's really important to have a good attorney giving you some advice. The, uh, As a score mentor, a score subject matter expert. I can only suggest some of the questions that you should look at. I can only suggest uh different scenarios for you. Uh, you've got to provide the answers yourself. I, I can't or a score mentor can't provide the answers for you. It's something that you have to do. The, uh, but this LOI is really important because You, you, you, what'll happen is after you get the LOI signed and you go ahead with the location. Uh, the landlord will prepare a lease. Now, often, Large chains use their own lease, but there's a good chance that your landlord uh will prepare the lease. And uh the, uh, sometimes, uh, Sometimes in the LOI, the landlord will ask for a security deposit if this is your first store or restaurant. Uh, and sometimes it'll be or months, uh, sometimes it'll be longer. Uh, some sometimes the landlord will want a personal guarantee. Um, you may, your attorney may create a corporation for you. Uh, but just because you have a corporate entity doesn't mean that the landlord is gonna accept that without a personal guarantee. Um, as a small business person, you may have to guarantee a lease yourself and that, that, but, but regardless of whether or not there's a company uh that you're using on the lease or whether it's, you're signing it as an individual. You still have to be careful. I had, uh, uh, I, I, I've seen uh many locations, um, uh, where the, where the tenant was a large corporation. And they, just because it was a large corporation didn't mean that they couldn't fail and the landlord was able to hold the tenant of this big corporation, a lot of big corporations liable. And uh so your your liability, your obligation uh is something really important that you have to take into consideration. Uh, and, uh, the, uh, and that's part of the lease negotiations. But remember, if you don't ask, you don't get, uh, the, uh, it's really important to make sure you're, uh, asking the right questions. Uh, uh, my wife got a new, uh, SUV, uh, Within the last months, and I went to the car dealer and uh I uh uh lent the dealer gave me a proposal. And uh the, and the proposal was more than I really wanted, but there were or things that I wanted the landlord to throw in if, if I was gonna come anywhere close to what the landlord, what the uh car dealer wanted. For example, um the dealer was willing to throw in years of maintenance. Well, I got them to throw in years of maintenance, uh, And I got them to throw in an -year extended warranty, um, and I got them to, uh, uh, give me, uh, $ more on the trade-in vehicle that we gave them. So my point is, if I didn't ask this car dealer for these additional things that were valuable to me. Uh, I wouldn't have gotten it. Uh, and the, uh, and I had to, uh, I looked at another car dealer for the same vehicle and, uh, the, the, uh, other dealer wanted, wanted, uh, wanted a lot of money too. And the other dealer wasn't willing to throw in all of these things. So I went with the, I, I, I went with the dealer who was gonna give me a package uh that I thought was good. Uh, so you have to try to ask for what you want, uh, because often the landlord's not going to volunteer. Uh, different things, uh, you, if, uh, but always remember and you don't need to be an experienced negotiator. Uh, the, uh, you just have to ask because if you don't ask, uh, you're not gonna get and it's, it's really as simple as that. Uh, the, uh, now we're gonna start in a moment, uh, your questions and as I said when we began. If we don't answer all your questions, uh feel welcome to email me and uh I hope that if you're starting a store or restaurant, you're gonna connect with a local score mentor, and if there are questions that come up about finding a location, ask your score mentor to Connect me so I could be a co-mentor. Uh, you can't contact me directly, um, uh, and, uh, as a, uh, mentor, but your, but your local mentor can, uh, uh, can try to connect me and uh I'll try to answer all my emails, uh. Um, if you email me any questions. Uh, Cody, uh, I think, uh, we're ready now, uh, for questions. All right. Well, thank you for that presentation, Noel. And as we get started, I'm gonna throw up this quick survey. I just wanna know how you will use what you learned today in your business, helps us get a better understanding of how today's presentation went and to see if uh what we're teaching is aligning with what we thought the Goals uh of the webinar was gonna be. So, uh, No, the first question that we have here is when researching and evaluating sites, how do you think about the impact of the competition? For example, competitors may already be in a high value or traffic location. Uh, is that a no go? Well, the, uh, many of the areas that you'll look at will have competitors and the, uh, um, just because there's one drugstore in a neighborhood, um, doesn't mean that, um, a neighborhood won't support a second or third drugstore. Um, and just because there's one supermarket. Uh, in a neighborhood doesn't mean that you can't support a nd or , location for a, uh, supermarket. Uh, I know a lot of locations where there's one supermarket and then, uh, across the street or on adjacent property, there's another supermarket. But you've got to try to figure out, are your prices gonna be higher or lower than theirs. Are you, are you creating a business that's unique, uh, and I, you have to, uh, you have to be realistic, uh, about how you think, how strong your competitor is, um, and is the, is the trade area large enough to sustain more competition once you open? The, um, the, uh, uh, sometimes, Uh, you might open a nd or rd location. Um, and they, uh, your nd or rd location will cannibalize your own business. So, the, uh, you have to really determine. Is the trade area large enough? Um, and sometimes what happens is you may be the first, uh, um, uh, of your type of business to open in an area and then other people will, uh, in a competing business will, will wanna open in the area as well. So, evaluating the competition is something that you have to Be realistic about and uh it's competition is sometimes healthy, but, but, but it definitely has this effect on why stores or restaurants close from time to time. Next question, please. Yeah, and another good question that we have here is what do you have any advice on budgeting when planning to open a retail space? Well, I do have some ideas. On some of the Some of the uh real estate related Expense items, for example, You have to have a line items for rent. You have to have a line item for your additional rent charges like common area maintenance, like real estate taxes. That are payable to a landlord. You'll have to figure out the cost of your utilities. Uh, obviously, your labor, the cost of your merchandise, um, the cost of your fixtures, all your expenses have to be taken into consideration and you, you may think you have all the expenses identified, but you also have to have some kind of contingency added to your budget. The, uh, there's always gonna be expenses that you don't think about and sometimes you'll underestimate uh the cost of uh a line item or or , and you need to make sure you have enough money to operate your business for many months, uh, because one of the reasons why Some small businesses fail is because they're undercapitalized and the owner goes ahead and signs a lease and opens a store or restaurant and just doesn't have enough money. So you make sure that you have enough money and you could afford, uh, you, you could afford to do it in the right way. Uh, you don't wanna Open a business in a location that you're not gonna be thrilled about. Um, you don't wanna open a business where your store restaurant isn't gonna be as nice looking as you would like. Well everybody on this call is a consumer. And everybody on this call knows. What the kind of stores that we like to shop, the kind of restaurants we like to patronize. And you gotta figure out when you're opening your own business. What you like and what you don't like, and you gotta try to do things that you like and uh the, but make sure you have enough money, uh that's really important. Next question, please. Yeah, let's see if we can get one from the top here. This is a great question. What tools would you use other than uh a broker to determine ideal customer income and traffic control? Well, they You have the ability to go online. And by your own demographics and. Look for traffic counts on your own. Uh, the, one of the nice things about the web, you could ask your, the web almost anything, and you get, you get a lot of uh questions answered, um, um, just by asking the web, uh, uh, Google, uh whatever questions you have, uh, but The advantage of using a good retail broker is that the brokerage firms that I've used in all over the United States. The good ones have the in-house capacity. To provide you with some demographics and traffic counts and aerials and some other tools, uh, and other materials, uh, so that to make it easier for you. Uh, the, uh, and just because a broker has some great materials doesn't mean they're a great broker. Um, the, you may be using a very well-known and prominent. Brokerage chain that has offices all over the country or all over the region, um, and they suppose they have, uh, in like in Philadelphia, for example, um, One broker at your office may have different brokers. Well, and they all aren't gonna be great. The, the, um, out of brokers in a, in just one office, um, you may find uh a smaller number who uh are really very good. So you got, uh, we all have experience dealing with people. And the, uh, and you've got to trust your judgment when selecting people who wanna be on your team. Um, you know, you know, you're same thing about selecting a girlfriend or boyfriend or a spouse. You, you have to trust your instincts, your judgment, uh, your gut. Your gut, uh, and your judgment and your instincts will, will take you a long way, whether it be in life or in business. Uh, next question, please. So this will be the last question we're able to get to today. Let's see here. All right. I want to get a good one. It's a great question. Um, how do you protect yourself if your business does fail, and you had to sign a lease, uh, with a personal guarantee or in general, how do you protect yourself if you're signing a lease and your business fails? The way uh you protect yourself is to have a shorter initial term or to try to have an early termination option. And if you're putting in all the capital yourself and the landlord has to put in hardly anything into the, into your space, uh, maybe the landlord should give you uh a shorter term, maybe the landlord should give you the right to terminate. Um, they, it, it's not. Uh, what you don't ask, you're not gonna get. Um, and if the landlord doesn't give you the terms that you want, walk away. Uh, as I mentioned before, sometimes the best deal that you could make is no deal. Always feel welcome to walk away, talk to another landlord, look for another location. There's always gonna be another location. Um, and just because you have your heart set on one location, don't worry if you have to walk away. I think we're out of time now, uh, but my best to all, and I hope everybody enjoys the holiday season and that there'll be peace throughout the world. I, I think everybody uh hopes for peace throughout the world. No, Noel, thank you so much and for uh cheap real estate as well. Um, thank you, Noel, for that presentation. Um, did you have a comment on that, that last uh cheap real estate comment? Well, I got to tell you, uh, uh, Cody, the, uh, uh, there are some good deals out there. The, uh, there's no doubt that there are uh uh some cheap real estate deals out there. But just whoever is looking at the location, focus more on The quality of the location, uh, rather than rent it and make sure your business uh P&L and budget and your business plan will support the kind of rent that you're committing to. Uh, but a cheap deal, uh, can be a good deal if it's a good location, but a cheap deal can be a horrible deal if it's a bad location. Absolutely, absolutely. And thank you so much for that wealth of knowledge that you, you've provided here today. Now, everybody, that's all the time we have for questions today, um, but we do have a few options if you want to get your question answered. Of course, we encourage you to reach out to your score mentor. Uh, if, uh, they can, there's thousands across the country, they can help you with, uh, anything from writing a business plan all the way to what uh NOAA's here helping you. Uh, you today with, uh, trying to find retail space. Uh, you can also search them based on their zip code. So if you want to find someone in your specific area, and of course you can search people on their, uh, uh, specific expertise like Noel, uh, on his expertise in retail space. And, and so with that, I'd like to give one last thanks to Noel. Thank you so much for your time and for sharing this valuable information with the audience today. Thank you, everybody. Awesome. And so with that, we'll go ahead and close out today's webinar. Take good care, and, and we look forward to seeing you next time. Bye, everyone. 
