
 

 

 

South Florida Is On Board With Retail Development    

Market Trends 

 

Commentary by Richard N. Schermer 

 

South Florida retail is strongly responding to the hyper-speed pace of change in consumer 

tastes, expectations and retail development trends. 

Traditional retail is giving way to "destination development" with a focus on the experiential 
elements of the shopping trip. 
 

Live-work-play environments are developing that are 
drawing people from all demographic groups into urban 
areas. Brickell City Centre, Miami Worldcenter, All 
Aboard Florida's downtown Miami train station, SoLe 
Mia, Dania Pointe and Metropica are just a few 
examples of the projects coming to market in the region. 
 
Major expansion of the Aventura Mall, Sawgrass Mills 
and Bal Harbour Shops is also underway or planned, 
and in northwest Miami-Dade, a 5-million-square-foot 
mega-mall/theme park called American Dream Miami is 
slowly moving through the government approval 
process. 
 
Among the experiential offerings to consumers are a 
substantial number of dining and entertainment options, 
more space occupied by nontraditional tenants and 
enhanced e-commerce integration. Retailers are trying 
to cater to the increasing influence of millennials, who 
are playing a dominant role in retail sector changes, and  
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the increasing urbanization of both millennials and baby boomers, who desire the convenience 
of a walkable community with readily available shopping, dining and entertainment. 
 
In today's shopping center business, experience is the buzzword and key to success. As 
pressure from store closures mounts and retailers reduce their shop footprints, landlords can no 
longer solely rely on their tenants to draw traffic and must provide more than just stores and 
restaurants. Experiential marketing seeks to put the consumer in an immersive setting and 
provide a multiplicity of options to satisfy their tastes and lifestyles. 
 



 
For example, many new grocery stores offer cooking classes and demonstrations, plus food and 
wine bars and coffee and juice stands where customers can get refreshments and socialize.  
 
Sporting goods stores allow customers to try out fitness equipment before buying it, and apparel 
stores offer virtual-reality fitting rooms to show customers what garments look like in different 
colors or styles. 

Dining Concepts 

Unique dining options are playing a critical role in this trend. Traditional food courts are giving 
way to today's hottest dining concept: food halls. Originating in London over a century ago, food 
halls incorporate into one space many vendors offering fresh, locally sourced fare. This trend 
will make its way into Brickell City Centre, the Miami All-Aboard station, Wynwood Yard, the 
Citadel, Wynwood Arcade and the expansion area of Aventura Mall, among other areas. 
 
Further, movie theaters are upping their experience by adding technologically advanced 
cinemas with plush seating that offer full-service dining, including alcohol. Fitness centers and 
health clubs, once considered nontraditional tenants, have become more common. Other 
nontraditional tenants such as day-care centers and health-services providers are increasingly 
populating centers. 
 
Consumers, especially millennials and baby boomers, appreciate the convenience these places 
provide by allowing them to combine their shopping needs and lifestyle activities. Landlords 
welcome the filling of vacant space, increased customer traffic and time spent by shoppers at 
their projects. Many of these nontraditional tenants also are less sensitive to competition from 
online retailing as many of the services and experiences they offer cannot be delivered by the 
internet. 
 
Customer Appeal 

No discussion of current trends affecting the retail industry can be complete without addressing 
the effects of e-commerce and online sales on shopping center store sizes, customer traffic and 
sales. Despite its rapidly growing percentage of overall retail revenue, online transactions 
account for less than 10 percent of total sales. Brick-and-mortar stores will continue to dominate 
the sales landscape for the immediate future; indeed, rumors regarding the demise of shopping 
centers are greatly exaggerated. 
 
Successful retailing will, however, increasingly rely on adapting to online activity growth and 
developing a strong omni-channel marketing and merchandising strategy that integrates mobile 
technology with the store's physical presence. Retailers know their online sales are stronger in 
locations where they have physical stores and that omni-channel customers spend more than 
single-channel customers. 
 
In addition, more "e-tailers" are seeking and establishing physical footprints in the centers, 
having discovered online sales are greater in markets where they have physical stores. Among 
the digital-first businesses planning to open shops in South Florida are Bonobos, Warby Parker 
and Amazon. 
 
Landlords also have increased their investments in technology to improve the customer 
experience. Advances include mapping apps that help customers find parking, geo-fencing 
communications that notify customers about sales and special events, and tracking devices that 
determine customer traffic levels. 
 
In the end, with respect to the growing pressure of online sales, it is not a choice between 
bricks-and-mortar or internet — it is an integrated and synchronized strategy based on 
enhancing the physical store experience with digital features that increase customer appeal, 
loyalty and sales. 
 
The new and redeveloping projects in our communities will create vibrant and technologically 
advanced destinations for a multitude of purposes and should integrate well with their  
 
 



 
surrounding neighborhoods while adapting to current trends — and likely establishing new ones 
as they evolve. 
 

Richard N. Schermer is a partner and head of the retail development group at the Miami-
based law firm Pathman Lewis. Contact him at rschermer@pathmanlewis.com. 


