











TESUMMIT

It makes you feel like shopping

The Summit Marketing Philosophy:

There are two distinct benefits that position The Summit as the customer preferred shopping destination in each of its markets.*

First is the special mix of high quality retailers and restaurants; second is the unique shopping atmosphere created by careful attention
to architectural and landscaping detail. These principles are the focus of an integrated brand marketing campaign which communicates
this message to consumers everyday.

While some may believe “build it and they will come”, we choose to be certain and drive consumer traffic by telling them about it
as well. And to us, that means investing the necessary resources to ensure our retail partners are successful, and more importantly, that our
shared customer is happy as well.

*2007: Best Place to Shop and Best Place for Ladies’ Fashion Apparel, Birmingham Alabama; Best Place to Shop, Best Open Air Shopping Center, Reno Nevada;
Preferred Place for a Shopping Spree, Louisville Kentucky.

Print and Billboard Advertising:
~ " Millions of customers each month are reminded of The Summit’s fantastic assortment of retailers, seasonal fashion, and special
events. Store opening messages are often integrated into the mix, helping to ensure the success of new stores.
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AR Radio Advertising:

Radio communications provide additional rationale for
shopping, store suggestions and event details to further
entice the customer to visit stores at The Summit.

Television Advertising:
TV advertising seeks to further generate awareness and

drive store traffic with a market-wide reach during key sell-
ing periods. Each spot highlights an insight about shopping,
and as with the print advertising, retailers are paramount

in the ad communication hierarchy.
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E-Marketing:

The Summit web site provides messaging to drive consumers
to the retail locations. Though it lives graphically in the same
campaign with print and T'V, it serves as a critical source of
consumer information about store mix and location, while
providing a link to retailer web sites. E-mail is also utilized to
communicate special events, new store openings, and other
happenings at The Summit.

D Research:

= We recognize that the demographics and shopping behaviors
of our customers are dynamic and ever changing. Research is
an integral part of our marketing effort, allowing us to ensure
advertising effectiveness and formulate insightful marketing
strategies which are relevant to the consumer. We believe
there is no substitute for genuinely knowing your customer.
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g Signature Events:
& Signature Events are key to solidifying the role of The Summit in all aspects of shoppers’ lives. These events

- remind customers that The Summit isn’t just about shopping - it’s about family get-togethers, meals, entertainment,
and celebrations that benchmark the year.
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EVENT ADVERTISING

Public Relations:
“There is always something new going on at The Summit.”
It is this premise that drives our public relations effort.
Whether its an event like Holiday Lights Up, a new store
opening, or the appearance of a new fashion trend,

we are always talking to media and customers about
what’s going on at The Summit. 7 T Pty e sl
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2222 ARLINGTON AVENUE
BIRMINGHAM, AL 35205
PHONE 800.89.BAYER

FAX 205.795.4163

WWW.BAYERPROPERTIES.COM
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