
Edens & Avant is one of the nation’s leading private retail real estate 

companies. It focuses on the acquisition, development, leasing, and 

management of retail centers leased to regional and national retailers such 

as Fresh Market, Whole Foods, Starbucks, and Target. The company has more 

than $2.5 billion in assets with its real estate portfolio comprising more than 

200 owned and managed shopping centers in 18 states. The company is 

headquartered in Columbia, South Carolina, and has regional headquarters 

in Boston, Massachusetts, and Washington, D.C.

The Challenge

With a project pipeline of more than $550 million, Edens & Avant needed to research and 
market new sites for shopping center developments quickly and efficiently to high-end retailers.

Edens & Avant has been a user of ESRI® software since 1998, when it began using ArcView® 
Business Analyst to create custom demographic reports for its property portfolios. It later 
expanded this use by creating an online property search function that enables retailers to find 
space matching their specific search criteria. This award-winning Web site is located at   
www.edensandavant.com.

While Edens & Avant’s use of its geographic information system (GIS) served it well with existing 
clients and clients proactively searching for retail space, it knew GIS could be used to target 
and market to specific retailers for new shopping center developments. The company needed 
the ability to research and present shopping center competition, planned and active housing 
developments, and new road projects.

To learn more about ArcGIS Business Analyst, visit www.esri.com/arcgisbusinessanalyst.

Problem
Commercial real estate company needed 
a better way to target market to potential 
retailers for new shopping center 
developments

Goals
• Market new shopping center 

developments to high-end retailers.
• Create system that provides demographics, 

maps, pictures, aerial photographs of 
sites, site plans, copy points, and contact 
information to retailers over the Internet.

• Give leasing agents access to analysis 
tools for creating portfolio reviews.

Results
• Create highly targeted portfolio reviews 

for prospective customers in-house.
• Cut costs and reliance on outside firms for 

analyzing market data.
• Create more targeted and specialized 

presentations.
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Using GIS to Meet Lessor’s Needs

Edens & Avant

Abercorn Walk is a Fresh Market chain-anchored development located in Savannah, Georgia.

“ESRI’s GIS software and data
have made it easier for our

leasing representatives to provide
targeted market analysis for our

retail customers.” 

David Beitz, Edens & Avant
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Software Used
• ArcView Business Analyst
• RouteMAP IMS
• ArcWeb Services

Data Used
• ESRI current-year demographic data
• ESRI Community Tapestry data
• NTAD database

Other Software Used
• Microsoft Access Database
• .NET
• XML

The Solution

The company began by focusing on the needs of its customers—interviewing retail clients at 
the International Council of Shopping Centers Conference in Las Vegas, Nevada, in 1999. The 
company also interviewed its own leasing representatives to gain their perspective, as this 
group would be a primary user of the site.

After these interviews, Edens & Avant agreed that continuing to use ESRI’s Business Analyst 
software, a suite of products and services that gives quick and easy access to data and tools for 
business users, was the right solution. It also incorporated ESRI’s RouteMAP™ IMS, an out-of-the-
box solution for adding customized mapping and routing capabilities to Web sites. Using the GIS 
software along with Microsoft® Access, the system provided demographics, maps, pictures, aerial 
photographs of sites, site plans, and contact information to retailers via an online application.

The data chosen for the solution consists of current-year demographic data included in the 
Business Analyst software as well as ESRI’s Community™ Tapestry™ segmentation system, which 
provides an accurate, detailed description of neighborhoods in the United States. Tele Atlas® 
U.S. Streets via ArcWebSM Services is used to display the interactive map and directions. In 2005, 
TrueMatter LLC, a Web site development company, performed the upgrade to ArcWeb Services 
as well as additional enhancements to the Web site. Other data includes shopping center infor-
mation from Edens & Avant’s own database geocoded to a location and state and Metropolitan 
Statistical Area centroids from the National Transportation Atlas Database (NTAD).

This combination of data and software allows Edens & Avant to sell retailers on new locations 
for shopping centers. By conducting customized portfolio reviews for retailers, leasing represen-
tatives identify centers that meet the detailed criteria of an individual retailer. Edens & Avant is 
able to analyze demographics and market conditions for the retailer to determine what charac-
teristics drive the business. It can then present the centers that best meet the retailer’s require-
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ments. Competi-
tion maps, aerials, 
demographics, 
market research, 
and site plans are 
included in the 
presentation to 
give each retailer 
a complete under-
standing of each 
center and the 
market.

Results

Edens & Avant 
is now able to 
quickly analyze 
and market new 
shopping center 
developments 
to the right mix 
of retailers. The company is able to provide its clients with important information including 
current and planned housing, competition in the area, accessibility to the site, traffic counts, 
gravity models, other sites available, and zoning. This is all incorporated into easy-to-understand 
reports and map presentations. Leasing agents are able to use this data to shorten the sales 
cycle on new developments.

Edens & Avant’s Property Locations and Shopping Center Development Pipeline


