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NEW FOR 2009!
[CSC now offers the CSM/CMD Global Practices

Examination at over 400 computer testing centres
around the world. Computer-based testing provides
candidates with benefits like flexible schedules,
convenient test locations, immediate score reports
and the confidentiality you deserve.

See page 18 in this application handbook for
a list of cities that will offer computer-based
testing through a local test centre.




DESIGNATION INFORMATION

GLOBAL PRACTICES

CERTIFIED SHOPPING CENTER MANAGER (CSM) AND
CERTIFIED MARKETING DIRECTOR (CMD) DESIGNATIONS

Who Should Apply

e Shopping Centre Professionals with four years of experience and
a broad knowledge of shopping centre marketing or management
experience within the last six years, principles, who have the
ability to apply those principles to effectively manage or market
shopping centres.

How You Will Benefit

e [ndustry designation that recognizes experience, knowledge and skills.

e Recognition of your leadership capabilities and increased
professional stature.

e Best way to gain and keep the competitive edge.

e |t is the difference between just knowing your field and being a leader
in your field.

e News releases by ICSC, announcing your achievement to the media.
(Indicate on your application whether you and your company wish
ICSC to include your name in its releases.)

Background

The need to recognize the global shopping centre manager and
marketing director as a professional in the shopping centre industry
and to set certain guidelines for the profession led to the establishment
of the global practices CSM and CMD Certification programs
(formerly called ASM and AMD). The first examinations were
administered in 1997.

The Objectives of the Global Practices
CSM/CMD Programs Are To:

e Establish and advance high standards in shopping centre management
and marketing worldwide. A CSM must be able to manage and a
CMD must be able to direct the marketing and promotion efforts
of all types and sizes of shopping centres, in a wide range of
geographical locations.

e Recognize shopping centre professionals who meet these
professional standards.

e Seek and encourage others to train for careers in shopping centre
management and marketing.

e Establish and maintain educational standards for the profession.

The certification will be awarded to those candidates who have met
prescribed qualifications of experience and/or education and who
achieve a passing score on a written examination. [CSC committees are
responsible for developing test questions and maintaining each test's
content standards and category specification. The Prometric specialists
assemble the approved questions into proper test format, administer
each exam and report the scores.

The Global Practices CSM and CMD certification designations are not
diplomas representing successful completion of coursework alone.

They stand for mastery of one's professional specialization as a result of
both knowledge — however, obtained — and experience that can only
be obtained on the job as a manager or marketing director. The content
of the examinations leans heavily toward on-the-job experience.

In other words, successful application of experience, knowledge, theory,
and fact to everyday challenges will clearly define the certified
shopping centre professional.

How the Program Is Administered

The CSM and CMD Admissions and Governing Committee administers
the program, sets policy and assures that the program reflects the
changing needs of the global professional.

Qualifications

In order to qualify as a candidate for the Global Practices CSM or

CMD examination, you must meet the following criteria:

Certified Shopping Center Manager (CSM)

e Be or have been (within the past 6 years) actively engaged in
shopping centre management for four years.*
Experience in shopping centre management includes maintenance,
leasing, marketing and promotion, and shopping centre income and
expense accounting.
* For the fourth year of experience, applicants may substitute
completion of the following combinations of programs:

a) Completion of the eDistance Learning Program,

b) Completion of a Level I and a Level Il Management program, both
within the School for Professional Development, or

c) Completion of a Level Il Management program within the School
for Professional Development, and related work experience or
successful completion of continuing-education or college-level
courses (with a minimum grade of C), either of which in the
judgment of the CSM Committee is considered equivalent
to a Level | Management Program. Education must be documented
by copies of applicant's college (or equivalent) transcripts.

Certified Marketing Director (CMD)

® Be or have been (within the past 6 years) actively engaged in
shopping centre marketing for four years,* or

® Be or have been (within the past 6 years) actively engaged in
shopping centre marketing as a shopping centre manager.
Experience in shopping centre marketing
includes marketing, research, marketing plan implementation,
recordkeeping, special events implementation, sales promotion,
public and community relations, and advertising and media buying.

* For the fourth year of experience, applicants may substitute
completion of the following combinations of programs:

a) Completion of the eDistance Learning Program, or

b) Completion of a Level | and a Level Il Marketing program, both
within the School for Professional Development; or

c) Completion of a Level Il Marketing program within the School for
Professional Development, and related work experience or successful
completion of continuing-education or college-level courses (with a
minimum grade of C), either of which in the judgment of the
CMD Committee is considered equivalent to a Level |
Marketing Program. Education must be documented by copies
of applicant’s college (or equivalent) transcripts.

The CSM and CMD Examination—Global

Practices Version

The Global Practices CSM and CMD Examinations are written,
multiple-choice examinations consisting of 100 items administered in a
four-and-one-half-hour session. The contents of the Global Practices
CSM and CMD examinations are parallel to the North American
version. However, items that are specifically designed to test a concept
that pertains exclusively to marketing or managing shopping centres in
North America will not be tested.

If a candidate’s primary experience was gained outside North America,

we recommend that he/she take the global practices examination.

The exam features:

e Centres typically found around the world

e Square metres, Euros and foreign currency

® Terms common around the world, e.g., key money

e Different seasons, merchandising challenges and holiday sales periods;
not the typical November-December Christmas holiday season and
fall clearance sales in October.



EXAMINATION INFORMATION

Test Dates, Deadlines and Locations
The CSM/CMD Global Practices Examinations will be administered at
computer test centres located globally during the following test windows:

Test Window: June 20-27, 2009
Registration Deadline: May 26, 2009

Test Window: October 17-24, 2009
Registration Deadline: September 11, 2009

Registration Deadlines:

These are the dates by which the ICSC must receive examination
applications and all accompanying materials. All applications are
reviewed by the appropriate Committee designees, and the candidates
are notified prior to the desired test window as to whether or not they
qualify to take the examination.

Location:

Prometric Testing Centers throughout the world. For a list of ICSC
computer-based testing locations, please visit ICSC's website,
www.icsc.org — go to Education & Careers, view the Education menu
and click on Certification Programs.

Scheduling an Appointment:

Once your application has been approved you will receive an eligibility
ID which allows you to schedule your preferred date and location to
take the exam. Please visit the ICSC website as outlined above to
schedule your appointment. Candidates will be scheduled for 4.5 hour
blocks. Actual examination time is 3.5 hours with the additional hour
scheduled for administrative purposes.

Languages
The Global examinations are administered in Spanish, Portuguese
or English.

Fee
The fee for taking the complete examination is $695.00 (USD) for
ICSC members, $1390.00 (USD) for non-members.

ICSC members who have completed a Level [ and a Level Il program
within the School for Professional Development may take the Global
examination at no charge. To take the Global exam at no charge,

applicants must list the Level | and Level Il programs they completed
on page 5 of this application. Programs must have been completed in

Management for the CSM exam or Marketing for the CMD.

Cancellations and Refunds

All cancellations will be subject to a minimum of $25 cancellation fee.
No refunds will be given for cancellations received after June 6, 2009
for the June 20-27 test window, or after October 3, 2009 for the
October 17-24 test window. All requests for refunds must be received

by ICSC in writing.

If, after your application is received, the CSM or CMD Committee
determines that you are not eligible to sit for the examination, you will
be issued a refund of the examination fee minus a $25 administrative
fee. Your refund will be issued prior to the test window for which you
applied, providing ICSC receives the examination payment before the
deadline. [CSC examinations are experience- and knowledge-based.
Therefore, ICSC strongly recommends that candidates carefully review
exam eligibility requirements before submitting their applications.
Ensuring that your qualifications meet all exam eligibility requirements
will not only expedite the review process but also will allow you to
receive timely approval to take the exam. A candidate that does not
meet the minimum qualifications will not be permitted to take the exam.

Applications

Candidates must submit original, notarized applications. Applications
that are faxed in, missing accompanying materials, or incorrectly filled
out will be returned to the applicant. Applications must be completed
in English only. No other languages will be accepted.

Before submitting an application for consideration, use this checklist to
ensure that you have completed the following:

[CListed your experience in chronological order, listing your
most recent experience first.

Uincluded a complete job description — with exact dates of
employment — for each position (past and present) you plan to
use to fulfill the eligibility requirements?

Uincluded the transcripts of any college-level or continuing-education
courses you plan to use to fulfill the eligibility requirements (Check
with the list of acceptable courses on page 5 of this application.)

[ Had your application signature witnessed by a notary public?

L Enclosed payment for the examination fee (Checks must be
made payable to ICSC in US funds, drawn on a US bank.)

[Made a copy of your completed application for your records.

Test Window: June 20-27, 2009
Registration Deadline: May 26, 2009

Test Window: October 17-24, 2009
Registration Deadline: September 11, 2009

Please Note: If you took the CSM or CMD Global Practices exam
in 2008 but did not pass, or if you were found eligible to sit for the
examination but did not take it, you should complete page 4 of
this application and submit it to ICSC with the examination fee.

Test Scoring and Reporting

Confidential score reports are given to the candidate after the test is
completed. Unsuccessful candidates will receive summary reports that
list the diagnostic score for the examination's content areas. Successful
candidates receive notification of their passing status only. No
examination results are reported over the phone.

Pass/Fail Standard

The passing standard is a pre-determined standard of knowledge set by
a criterion-referenced methodology. A candidate’s score on the
examination will be based on the number of multiple-choice questions
answered correctly: thus, you should answer all the questions. There is
no penalty for guessing. Using this methodology, there is no curve and
candidates do not compete against each other. There is no limit on the
number of candidates who may pass or fail the examinations. Additional
information about this scoring method is provided in the Candidate
Information Bulletin.

Auxiliary Aids
Any disabled individual desiring an auxiliary aid for this examination
should notify ICSC at least five weeks prior to the examination.




CSM CSM/CMD CANDIDATE EXAMINATION APPLICATION CMID

ERTIFI CERTIFIED
SHOPPING CENTER MANAGER MARKETING DIRECTOR

’<s< CERTIFIED SHOPPING CENTER MANAGER (CSM) ’<$<
CERTIFIED MARKETING DIRECTOR (CMD)

Surname(s) Given Name(s) Middle Initial
| | | | | | | | | | | |
Title

L |
Company

L |
Address

| | | | | | | | | | | | | | | | | | | | | | | | | | | |
City State/Province ZIP/Postal Code

| | | | | | | | | | | | | | | | | | | | | | | | | | | |
Country

I [ [ T ||

Telephone Number Fax Number

| | | | | |

Member Number E-mail Address

IMPORTANT: If you are not sure of your membership number, check your ID or dues invoice. Do not use someone else’s number.

NOTE: I order to be processed, this entire application must be completed. Candidates must submit original, notarized applications.
Applications that are faxed in, missing accompanying materials, or incorrectly filled out will not be accepted and will be returned to the applicant.

B [ am applying for (check one) [JCSM [] CMD

B [ wish to take the exam within the following test window (check one): [ June 20-27 [ October 17-24
B | took this exam in 2008 (check one): L] Yes [ No
B | was found eligible to take this exam in 2008 but did not take the test. (check one): L] Yes [ No

If you answer Yes to either question, you may complete only this page of this application and submit it to [CSC with the examination fee.
Applicants will receive further instructions from ICSC on selecting a test date, time, and location upon ICSC's receipt of this
application and determination of the applicant’s eligibility to take the exam.

M Home Address

City Country Postal Code

B Once you have passed the exam, do you give your permission for ICSC to include your name in its news releases> [ Yes [ No

EXAMINATION FEE: [1$695 (USD) for ICSC members [1$1390 (USD) for non-members

] No charge for ICSC members who are taking the Global Examination and have completed a Level I and a Level Il program within the
John T. Riordan Global School for Professional Development (must list programs on page 5 of this application)

METHOD OF PAYMENT: Please indicate one:

[] Enclosed is my check made payable to International Council of Shopping Centers for US $ (drawn on a U.S. bank)
[] MasterCard  [] Visa [] American Express [ Discover Total $
All cancellations will be subject to a minimum of $25 cancellation fee. No refunds will be given for cancellations received after June 6, 2009 for the June
20-27 test window, or after October 3, 2009 for the October 17-24 test window. All requests for refunds must be received by ICSC in writing.

Name (as it appears on credit card)

| | | |
Account Number (include all digits) Card Expires Mo. Yr.

Signature




CSM/CMD CANDIDATE EXAMINATION APPLICATION

SECTION 1: ELIGIBILITY REQUIREMENTS

CSM ONLY

My experience in shopping centre management includes
maintenance, leasing, marketing and promotion, and shopping centre
income and expense accounting within the last 6 years. One month
prior to the exam (by May 24, 2009 for the June 20-27 test window,
or by September 19, 2009 for the October 17-24 test window), | will
have had the following experience:

(Check one)

] Four full years of active experience in shopping centre management.

] Three full years of active experience in shopping centre
management and will have completed the eDistance
Learning Program.

] Three full years of active experience in shopping centre
management and will have completed a Level | and a
Level Il program within the ICSC Global School for
Professional Development.

] Three full years of active experience in shopping centre
management and will have completed a Level Il program
within the ICSC Global School for Professional Development.
[ also wish to substitute related work experience® or continuing-
education or college-level courses™ for a Level | program within
the ICSC Global School for Professional Development.

*List courses in Section 3 and attach appropriate transcripts.
**List related work experience in Section 4B.

CMD ONLY

My experience in shopping centre marketing includes market
research, marketing plan implementation, recordkeeping, special
events implementation, sales promotion, public and community
relations, advertising and media buying. One month prior to the
exam (by May 4, 2009 for the June 20-27 test window, or by
September 11, 2009 for the October 17-24 test window),

[ will have had the following experience:

(Check one)

[ Four full years of active experience in shopping
centre marketing.

[ Three full years of active experience in shopping centre
marketing and will have completed a Level [ and a Level Il
program within the ICSC Global School for
Professional Development.

] Three full years of active experience in shopping centre
marketing and will have completed a Level Il program within
the ICSC Global School for Professional Development. I also
wish to substitute related work experience® or continuing-educ-
tion or college-level courses™ for a Level | program within the
ICSC Global School for Professional Development.

*List courses in Section 3 and attach appropriate transcripts.
**List related work experience in Section 4B.

SECTION 2: ICSC EDUCATION PROGRAMS COMPLETED BY DATE OF EXAMINATION

Location—City, Country

Date Completed

Clobal School Level |

Global School Level 11

eDistance Learning

SECTION 3: EDUCATION

Complete this section only if you intend to substitute college-level courses or real estate continuing education courses for [CSC's Level |

Global School program.

Courses can include but are not limited to: ACCOUNTING, ADVERTISING, FINANCE, LEASING, MARKETING,
MARKET RESEARCH, RADIO AND TV, REAL ESTATE MANAGEMENT, RETAIL MANAGEMENT, SPEECH, SHOPPING

CENTRE OPERATIONS.

List only those college-level courses you have completed with a grade of C or above and attach copies of the corresponding transcripts.

No course will be considered without supporting transcripts.

Course Name of Institution

City/State Grade




CSM/CMD CANDIDATE EXAMINATION APPLICATION

SECTION 4: BUSINESS EXPERIENCE

Give details only of employment related to this application. List in reverse chronological order beginning with your current employment.
If space provided under Section 4A and/or Section 4B is insufficient to document the minimum experience required (see Section 1),
photocopy this page and complete.

CSM applicants should indicate duties relating directly to maintenance and construction, leasing, shopping centre retailing and
merchandising, marketing, promotion and community relations, finance, insurance and law.

CMD applicants should indicate duties relating directly to market research, marketing plan implementation, recordkeeping, special events
implementation, sales promotion, public and community relations, advertising and media buying.

A. SHOPPING CENTRE BUSINESS EXPERIENCE

1. Dates of Employment from to .
(day) (mo.) (yr) (day) (mo.) (yr)

Employer's name and address

Gross Leasable Area (GLA) of centre

Supervisor name who can attest to your experience

Your title and specific duties

2. Dates of Employment from to

(day) (mo.) (yr) (day) (mo.) (yr)

Employer's name and address

Gross Leasable Area (GLA) of centre

Supervisor name who can attest to your experience

Your title and specific duties

B. NON-SHOPPING CENTRE BUSINESS EXPERIENCE (Complete this section only if you wish to substi-

tute related business experience for ICSC's Level I Global School program.)

1. Dates of Employment from to .
(day) (mo.) (yr) (day) (mo.) (yr)

Employer's name and address

Supervisor name who can attest to your experience

Your title and specific duties

2. Dates of Employment from to .
(day) (mo.) (yr) (day) (mo.) (yr)

Employer's name and address

Supervisor name who can attest to your experience

Your title and specific duties

SECTION 5: JOB DESCRIPTION

You must attach a complete job descriﬁtion detailing your day—to—daK responsibilities for everﬁ position used to satisfy the management or
marketing experience requirements. The job description may be in the form of a corporate job description, resume or brief narrative.

6



CSM/CMD CANDIDATE EXAMINATION APPLICATION

SUPERVISOR/CLIENT STATEMENT

You must use this form to provide a supervisor's statement—or client’s statement, only if you are self-employed—as verification of all the

experience you claim towards qualifying to sit for the examination. Please reproduce this form in enough quantity before completing.

PART 1 To be completed by candidate.

Candidate’s name

Current Employer

Apply for (check one) L] CSM Examination

Employer*

[ CMD Examination

Position Held

Dates of employment

Please include information relevant to the work experience being verified

PART Il To be completed by candidate’s supervisor of employment period being verified.

The above-named individual has applied to take the professional designation examination indicated. This individual must meet the

qualifications described below:

CERTIFIED SHOPPING CENTER
MANAGER — CSM

Applicant must have four years of active experience in shopping
centre management. Or, applicant may have three years of active
experience in shopping centre management plus one of

the following:

e Completion of the eDistance Learning Program.

e Completion of a Level | and a Level Il Management program
within the ICSC Global School for Professional Development.

e Completion of a Level Il Management program within the I[CSC
Global School for Professional Development and related work expe-
rience or continuing-education or college-level courses that can be
substituted for a Level | Management program within the [CSC
Global School for Professional Development (to be determined by
CSM Committee).

Experience must include maintenance, leasing, marketing and
promotion, and shopping centre income and expense accounting.

CERTIFIED MARKETING
DIRECTOR — CMD

Applicant must have four years of active experience in shopping
centre marketing. Or, applicant may have three years of active
experience in shopping centre marketing plus one of the following:

e Completion of a Level I and a Level Il Marketing program
within the ICSC Global School for Professional Development.

e Completion of a Level Il Marketing program within the

ICSC Global School for Professional Development and related
work experience or continuing-education or college-level courses
that can be substituted for a Level | Marketing program within
the ICSC Global School for Professional Development (to be
determined by CMD Committee).

Experience must include market research, marketing plan imple-
mentation, recordkeeping, special events implementation, sales
promotion, public and community relations, advertising and
media buying.

Please provide the following information about the candidate. It will be held confidentially and will be used only to assist the appropriate

Committees involved in determining the candidate’s eligibility.

How long have you supervised/did you supervise the candidate?

years

How long has the candidate held/did the candidate hold his/her position? years

How many employees does/did the candidate supervise directly?




CSM/CMD CANDIDATE EXAMINATION APPLICATION

A. COMPLETE FOR CSM CANDIDATES ONLY.

Please check all activities for which the candidate is/was directly responsible in whole or for which the candidate has/had major
decision-making authority.

1. Candidate’s responsibilities:
[] Centre Maintenance [] Lease Negotiations ] Marketing and Promotion
L] Financing L] Security ] Purchasing Insurance

[] Lease Administration

2. Supervision of:

] Accountant or Bookkeeper [ Property Manager [] Leasing Representative
[ Shopping Centre Manager(s) ] Maintenance Supervisor ] Marketing Director/Promotion Specialist
L] Engineer

3. Please describe any other duties the candidate has/had that are not included in 1 or 2 above. Use a separate sheet if needed.

B. COMPLETE FOR CMD CANDIDATES ONLY.

Please check all activities for which the candidate is/was directly responsible in whole or for which the candidate has/had major
decision-making authority.

1. Candidate’s responsibilities:

[] Market Research (] Sales Promotion [] Marketing Plan Preparation
[ Leasing [] Recordkeeping ] Public and Community Relations
] Special Event Implementation [ Advertising and Media Buying

2. Is an outside advertising or public relations firm utilized> [ Yes [] No

3. Please describe any other duties the candidate has/had that are not included in 1 above. Use a separate sheet if needed.

C. SUPERVISOR CONTACT INFORMATION - COMPLETE FOR BOTH CSM
AND CMD CANDIDATES.

Supervisor's Name

Title Telephone
Employer
Address City State Country
Signature Date
MAIL TO:
CSM/CMD Examination

International Council of Shopping Centers
1221 Avenue of the Americas, 41st Floor, New York, NY 10020-1099
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CSM/CMD CANDIDATE EXAMINATION APPLICATION

CANDIDATES: PLEASE READ THE FOLLOWING CAREFULLY

Sign in the space provided below in the presence of a

NOTARY PUBLIC

and return the completed application along with all the
required support documentation and your application fee to:

CSM/CMD EXAMINATION
ICSC
1221 AVENUE OF THE AMERICAS, 41ST FLOOR
NEW YORK, NY 10020-1099

This application is submitted with the full understanding that the information requested is for the sole purpose of assisting the
appropriate Committees to judge my eligibility to take the examination and that the information will be held in strictest confi-
dence. I attest that the information submitted is correct and complete, and [ understand that any misstatement of fact may dis-
qualify me from taking the examination and could result in the termination or suspension of such designation if it shall have been
conferred upon me.

[ agree to provide any additional information relating to my qualifications which the CSM/CMD Committees may request. |
hereby authorize the CSM/CMD Committees to check the information supplied herein with any present or past employers or
with colleges/institutions where | have taken the course(s) indicated.

[ hereby waive any and all claims against the International Council of Shopping Centers, Inc., and any of its Members, Trustees,
Agents, or Representatives, individually or as a group, arising out of or resulting from any failure or refusal to confer upon me the
professional designation I seek in making this application or upon the termination or suspension of such designation if it shall
have been conferred upon me.

[ wholeheartedly subscribe to the official pledge and the Code of Professional Ethics adopted for the designation I seek in mak-
ing this application and attest that | have received and read copies of same.

[ recognize that the designations CSM and CMD are registered service marks and collective membership marks, and that I shall
cease to use any mark of identification as a CSM or CMD in the event of my resignation, expulsion, or suspension pursuant to
the Rules and Regulations of the International Council of Shopping Centers relating to these certifications.

Applicant’s signature Date
City Country
On the day of .20 , before me personally came

(applicant's name)

known to me to be the individual described herein who examined the foregoing application, and he/she duly attested to me that
the foregoing application is true and correct.

(Notary Public/Seal)




EXAMINATION PREPARATION

Preparing to Take the Examination
Prepare for the examination by choosing the study method that
best suits your schedule and learning style — group study or
independent study.

ICSC Support

Many of ICSC'’s established programs support the CSM and CMD
programs by helping candidates become familiar with the body of

knowledge of shopping centre management and marketing such as:

e e-Practice Tests

The e-Practice Tests were developed to give potential certification
candidates an instant opportunity to learn how the exam questions
are structured and to highlight the candidate’s strengths and
weaknesses in the subject matter, which will assist them in their
planning and preparation for the lengthier exam. The items in the
e-Practice tests appeared on previous exams and reflect a sampling
of content and difficulty levels a candidate would find on actual

CSM and CMD exams.

To take one of the free sample study tests, go to the [CSC
website, www.icsc.org, click on the Education & Careers tab,
view the Education menu, Certification Programs, and click on
e-Practice Tests.

* John T. Riordan Global School

for Professional Development

This comprehensive program shows how all the pieces of
managing and marketing a shopping centre work together —
available in multiple languages.

« University of Shopping Centers
The University offers candidates the opportunity either to enhance
expertise in a present area of interest or to delve into new ones.

¢ ICSC European Retail Property School

Europe’s most comprehensive shopping centre educational program
has two levels in both management and marketing. Courses help
candidates increase knowledge and develop skills through a
curriculum unique to the European market.

¢ CSM/CMD Test Review Course

[CSC offers test review courses in conjunction with the John T.
Riordan Global School for Professional Development
Management/Marketing Institutes. The test reviews were
developed to familiarize the student with test-taking methods as
well as provide a review of the test content area. Practice tests are
administered under simulated test conditions, and the scoring for
the examination is reviewed.

Suggested Reading for the Examination
To supplement your learning with ICSC’s collection of
publications, see the back cover for the most effective
training tools in the shopping centre industry.

¢ Study Groups

Only groups sponsored or organized by ICSC to prepare for

the examination are endorsed by ICSC. ICSC is not responsible for
any information given in study groups not endorsed by

the organization.

¢ Independent Study

Many successful candidates develop their own method of study.
Reviewing the topics on the content outline in conjunction with
ICSC publications, and the professional literature combined with
personal experience, is the key to success.

Candidates should keep up-to-date on any relevant changes or
significant developments in the field of shopping centre
management and marketing globally. The examination is developed
according to the content outline, is not based on memorization,
and is not linked to specific books or reference materials.
Candidates are responsible for demonstrating knowledge and
experience derived from on-the-job practice defined by the
content outline and should design the preparation process, using
such reference materials, as they deem appropriate and necessary.
The CSM and CMD program is not designed for entry-level
shopping centre personnel. The examination requires both
knowledge and relevant experience to complete successfully.

ICSC Study Aids

See the following pages for:

® Dates and locations for John T. Riordan Global School
for Professional Development, University of Shopping Centers,
and ICSC European Retail Property School

e Dates and locations of Global Practices CSM/CMD Test Review
Courses around the world and

e Global Practices CSM and CMD Examination Content Outlines

and Sample Examination Questions.
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EDUCATION PROGRAMS/TEST REVIEWS

John T. Riordan Global School for Professional Development

Wednesday, February 04, 2009
Wednesday, April 22, 2009
Tuesday, June 09, 2009
Wednesday, June 17, 2009
Monday, June 29, 2009
Wednesday, July 08, 2009
Wednesday, July 29, 2009
Wednesday, September 23, 2009
Wednesday, November 04, 2009
Wednesday, November 11, 2009

Wednesday, November 18, 2009

John T. Riordan School for Professional Development
John T. Riordan School for Professional Development
John T. Riordan School for Professional Development
John T. Riordan School for Professional Development
European Retail School

John T. Riordan School for Professional Development
John T. Riordan School for Professional Development
John T. Riordan School for Professional Development
John T. Riordan School for Professional Development
John T. Riordan School for Professional Development

John T. Riordan School for Professional Development

To register, visit [CSC's website at www.icsc.org
Go to the Education & Career tab, view the education menu and click on
Global School for Professional Development or ICSC European Retail Property School

11

[stanbul, Turkey
Taipei, Taiwan
Dubai, UAE

New Delhi, India
Amsterdam, Holland
Quito, Ecuador
Beijing, China
Mexico City, Mexico
Rio de Janeiro, Brazil
Mumbai, India

Kiev, Ukraine

CSM/CMD

CSM/CMD

CSM/CMD

CSM/CMD

CSM/CMD

CSM/CMD

CSM/CMD

CSM/CMD

CSM/CMD

CSM/CMD

CSM/CMD



TEST SPECIFICATIONS (GLOBAL CSM)

GLOBAL PRACTICES CSM EXAMINATION CONTENT OUTLINE

Following is a detailed outline of the major content areas of the examination, with an indication (in parentheses) of how much of the test is devoted

to each area. The questions on the examination will reflect an integration of these areas. The content outline was derived from an extensive study
that defined the knowledge needed and responsibilities performed by the global shopping centre manager. Prometric, the CSM Committee and
other global leaders in the industry undertook this statistically valid role-delineation.

I. Asset Management/Property Management/
Development/Leasing/Retailing (62%)
A. Leasing/Retailing and Development (20%)

1.

10.
11.
12.

13.

14.

15.
16.

Types of leases and licenses (e.g., net, gross, ground,
temporary/specialty)

Agreement interpretation and implications

(e.g., reciprocal easement agreement)

Market rent

Lease clause interpretation and development

(e.g., rent abatement, termination, kick-out, exclusivity,
tenant inducements)

Retail store classifications (e.g., apparel, jewelry, gifts) and
retailing concepts

Read and interpret retailers' financial statements (e.g., capital
assets, balance sheet, profit and loss statements, gross

profit margin)

Retailing terminology (e.g., shrinkage, markups, markdowns,
inventory stock turns, sales training)

Analysis of occupancy costs

Relationship of retail use and sales potential to rent structure
and reliability of tenancy

Sales reporting and analysis (e.g., sales-per-square-meter)
Refurbishment, expansion, analyzing the scheme

Site planning, land acquisition, administrative body
(municipal) approvals

Centre merchandising and tenant mix (e.g., needs,

niche, opportunities)

Prospecting (e.g., comparative analysis, site visits)
Commercialization (e.g., specialty leasing, vending)

Leasing agents (e.g., in-house, contract)

B. Physical Facilities Management (15%)

1.

Building regulations/Accommodations for persons
with disabilities

Merchant criteria manual/Tenant coordination

Read and understand blueprints (e.g., for construction
compliance, renovation)

General and preventive maintenance, schedules

and deployment

Inventory control (e.g., expense control, on-site
supplies, equipment)

Contract specifications and scope of work
Competitive bid procedures (e.g., requests for
proposals, bids, deadlines, frequency)

Terminology and working knowledge

(including costs) of:

a. Heating, ventilation and air-conditioning (HVAC),
central plant, rooftop units

Structural/building systems/clerestory
Roof/skylight systems

Fire protection systems

Electrical systems

—0 a0 o

Plumbing systems
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g. Lighting systems

h. Flooring material

i. Emergency response systems

j.  Energy management systems

k. Vertical transportation systems/other
mechanical systems

Parking lots

Parking garage/car park/multi-level

2

parking structures
Sidewalks

Interior landscaping
Exterior landscaping

[P o B

Equipment (e.g., vehicles, compactors, lifts,
office equipment)
Housekeeping/janitorial/cleaning

=

s. Information technology (e.g., computer hardware and
software)

t.  Snow removal
Utilities
Waste management (e.g., recycling,
landfills, incineration)

w. Environmental services (e.g., asbestos, abatement, grease
reclamation)

C. Marketing, Promotions, Community and Public Relations
(17%)

1.

20 X N W

11.
12.
13.

Five steps in a marketing plan (e.g., situation analysis,
problems and opportunities, goals and objectives, strategies,
and tactics)

Budgeting guidelines (e.g., allocations by type, allocations
by month)

Research terminology (e.g., sales contribution, relative draw
index (RDI), vehicular and footfall counts, postal code
penetration, catchment area, capture rate,

demographics, psychographics)

Merchant relations and communications/

customer service

Knowledge of competition

Results measurement of marketing efforts

Marketing funds structures

Media fund vs. lease required advertising

Market positioning (e.g., image projection, branding)

. Opportunities for strategic partnerships/sponsorships and

alternative revenue

Community leaders and organizations

Public relations (e.g., news releases, media training)

Terminology and working knowledge

(including costs) of:

a. Advertising media (e.g., print, outdoor, electronic)

b. E-commerce (e.g., Web pages, reward programs, online
shopping)



TEST SPECIFICATIONS (GLOBAL CSM)

D. Managing the Asset (10%)

1.
2.
3.
4.

Owner’s objectives and business plan
Benchmarking

Value enhancement

Management agreement

Il. Risk Management/Security/Insurance and
Legal Considerations (8%)
A. Risk Management (5%)

1.
2.
3.

Underground storage tanks

Health and safety compliance

Proof of coverage (e.g., certificates of insurance,
additional insured)

Loss prevention survey

Liability claims reduction plans (e.g., policies, procedures,
safety committees)

Liens

Public access policies and enforcement

Security audit (e.g., physical inspection, crime analysis,
deployment analysis)

Security resources (e.g., labor, equipment, visibility,
deployment, policies and procedures, statistical reporting)

10. Crisis management and planning
B. Insurance Terms and Concepts (3%)

1.

2.
3.
4

Subrogation

Replacement and actual cash value

Hold harmless/Indemnification

Types of insurance coverage (e.g., liability; fidelity bonds,
errors and omissions, umbrella, property, boiler, fire,
worker's compensation)

lil. People and Services (10%)

A. Human Resources (5%)

1.
2.
3.

Labor practices
Leadership, teamwork
Organizational skills

B. Practices for: (5%)

1.
2.
3.

Recruiting, hiring, compensation, separation
Training and development
Staff performance evaluations

IV. Lease Administration, Accounting, Finance
and Financial Reporting (20%)
A. Accounting, Financial Reporting and Valuation (10%)

1.

&

Methods of financing (e.g., pre- and post-development),
acquisitions and dispositions

Centre valuation (e.g., rate of capitalization [cap rates using
income approach], cost approach, comparable transactions,
other forms)

Investment return analysis (e.g., return on investment [ROI],
internal rate of return [IRR], cash flow return on investment
[CFROI]), return on equity [ROE])

Property income (e.g., net operating income [NOI], funds
from operations [FFO])

Annual mortgage payments, mortgage constant, debt service
Present value of money

Balance sheet (e.g., assets, liabilities, stockholders equity)
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1

0.

1.

1.
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0.

Income statement (e.g., current revenue and expenses)
Collection (e.g., outside firms, lease audits, calculation of
late fees)

Cash management (e.g., check handling, electronic transfers,
petty cash, statement reconciliation, deposits, gift cards)
Property tax assessments (e.g., tax rate, appraisal methods)

. Lease Administration (10%)

Enforcement procedures and lease clauses (e.g., tenant
notification, defaults, cure periods, common area usage)
Methods of calculating tenant rents and prorata share

(e.g., gross leasable vs. gross leased area, landlord absorption
of costs)

Reconciliation methods (e.g., CAM settlements, caps, offsets,
year-end adjustments)

Rent adjustments (e.g., step rents, overage rents, consumer
price index [CPI])

Minimum and overage rent

Natural vs. artificial breakpoints

Percentage vs. overage rents

Gross vs. net lease

Common area maintenance/service charges (CAM)

Real estate taxes (RET)



SAMPLE QUESTIONS (GLOBAL CSM)

GLOBAL PRACTICES CSM SAMPLE QUESTIONS

1) The lease of a 105-square-metre fast-food

restaurant expires at the end of this calendar
year. Last year's turnover sales were €179,550
and the projected turnover sales increase for
this year is 9.5 percent. Minimum rent is
€100 per square metre and the percentage
rent rate is 7 percent. What is the natural
sales breakpoint for the restaurant?
(a) €150,000
(b)€125,000
(c) €100,000
(d)€75,000

2) Moda Peleteria shoe store normally pays a
wholesale price of €30 per pair for its shoes.
It traditionally enjoys a 50 percent markup at
retail. During January, the store has its

4) Generally, the optimum time to inspect
a surface car parking lot for visible
warning signs indicating a need for
maintenance is during:

(a) Warm, dry weather

(b) Warm weather, after a rain
(c) Cool weather, after a rain
(d) Cool, dry weather

5) Damage from a tsunami would be
covered under
(a) Umbrella coverage

b) Extended coverage

c) Difference in condition coverage

d) Personal injury coverage

(
(
(

6) If 75 percent of a centre's shoppers are

7) True statements about a marketing fund
include which of the following?
I. Its by-laws and annual budget are approved
by an advisory committee.
II. One of its primary disadvantages is a
potential loss of tenant communications.
[11. It is administered by the head of its
advisory committee.
(a) I only
(b) Il only
(c) I'and Il only

CSM Global Practices Sample Questions
Answer Key

42'd99SDv'de'acy

traditional 20 percent-off sale. What is the

selling price in January?
(a)€36
(b)€40
(c)€46
(d)€48

female and 60 percent of the population in

the market is female, the centre's relative

draw index (RDI) for females is:
(a) 0.75
b) 0.80
c) 1.00

(
(
(d) 1.25

3) Which of the following is the most energy-

efficient lighting for a surface car park?
(a) Low pressure sodium

b) Mercury vapor

c) Metal halide

(
(
(d) High-pressure sodium

CSM ADMISSIONS AND GOVERNING COMMITTEE

Chair:

Kenneth Gillett, SCSM
The Macerich Company

Linda Carrick-Warfield, SCMD,
SCSM, CLS

Colliers International

Marcelo Baptista Carvalho, CSM, CMD
Ancar S.A.

Mario Castro, SCSM, SCMD, CDP, CLS

Fondo de Valores Inmobiliarios

Hal Cottingham, III, CPM, CSM
Realty Operations Consulting, LLC

Laura DeSwart, CSM, CLS
GMI Retail Management Co. Ltd.

Don Ford, CSM
Simon Property Group

Larry Jensen, CSM
Jones Lang LaSalle

R. Wesley Jenson, CSM
Stoltz Management

Michael D. Johnson, SCMD, SCSM
CBL & Associates Properties, Inc.

Julie Jones, SCMD, SCSM
General Growth Properties, Inc.

Daniel H. McCall, SCSM, SCMD, SCLS
Great Clips Inc.

Daniel Passarello, SCSM, SCMD, SCLS

Atco Properties & Management
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Kimra S. Perkins, SCSM
The Mills — A Simon Company

Scott W. Price, SCSM
The Rappaport Companies

Elizabeth R. Schreiber, SCSM
Donahue Schriber

Robert M. Stanton, CSM
S.L. Nusbaum Realty Co.

Sandra Stone, CMD, CSM
Ivanhoe Cambridge Inc

Joseph C. Szymaszek, SCSM

Turnberry Associates

Sarah M. Vasquez, SCSM
Westfield Corporation, Inc.



TEST SPECIFICATIONS (GLOBAL CMD)

GLOBAL PRACTICES CMD EXAMINATION CONTENT OUTLINE

Following is a detailed outline of the major content areas of the examination, with an indication (in parentheses) of how much of the test is devoted
to each area. The questions on the examination will reflect an integration of these areas. The content outline was derived from an extensive study
that defined the knowledge needed, and responsibilities performed, by the global shopping centre marketing director. Prometric, the CMD
Committee and other global leaders in the industry developed this role-delineation study to create a statistically valid exam.

I. Centre Productivity (35%)
A. Marketing's Role in Centre Merchandising, Tenant Mix,
Leasing, Retailing and Centre Valuation (15%)

1.

Centre financial analysis (e.g., cash flow, capital expenditures,
financing, overage and percentage rents)

Centre valuation (e.g., income method, rates of
capitalization [cap rates], net operation income [NOI], funds
from operations [FFO], relation of net operating income to
centre value)

Leasing (e.g., terms and concepts, research

analysis, strategies)

Application of research and sales data to merchandise
planning and leasing support (e.g., defining target
merchandise mix and supporting leasing strategies)

Industry trends (e.g., refurbishment, repositioning, growth of
store types, design, development opportunities, retail
consolidation, and globalization, e-commerce)

Retail terms and concepts (e.g., market rent, tenant
allowance, occupancy costs, fixed minimum rent)

Sales (e.g., seasonal fluctuations, store performance analysis,
occupancy costs, profit margin)

Retailer analysis (e.g., merchandise presentation, customer
service, advertising, sales promotion, profit and loss)

Types and characteristics of retail formats (e.g., department
store, food store, specialty store, factory outlet, e-commerce,
catalog, mass merchandiser, hypermarket, discounter)

10. Ownership structures (e.g., real estate investment trust

[REIT], partnership, joint-venture, institutional)

B. Alternative Revenue/Commercialization (15%)

1.

Sponsorship potentials (e.g., special events, naming rights,
preferred provider, stroller advertisements) and value
assignments

Potential impact of reciprocal easement agreements and lease
restrictions, administrative body (municipal) ordinances,
sponsorship opportunities

Impact on marketing budget and/or net operating income
(NOI)

Commercialization: specialty/temporary leasing/vending (e.g.,
terms and concepts, strategies)

C. Centre Operations (5%)

1.

Basic operational practices and standards

(e.g., housekeeping and janitorial, security, repair

and maintenance, liability and risk management,

cost efficiencies)

Customer relations/service (e.g., loyalty programs,
information centres, amenities, access and transportation,
hours of operation)
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1. Marketing Plan Development (25%)
A. Preparation and Analysis (20%)

1.

9.

10.

Methodology and interpretation of market research

(e.g., catchment area, demographics, standard metropolitan

statistical areas, secondary sources of information, share of

catchment area retail sales)

Methodology and interpretation of consumer research (e.g.,

shoppers, non-shoppers, focus groups, intercept/exit studies,

telephone, sales contribution)

Competitive analysis

Sales analysis methods (e.g., comparable and total sales,

occupancy costs, category, location and price point indices)

Leasing and merchandising analysis methods (e.g., occupancy

level, tenant mix)

Understand owner'’s initiatives and goals

Consumer lifestyle trend analysis/psychographics

Five-step marketing plan

a. Research/situation analysis

b. Problems and opportunities definitions; strengths,
weaknesses, opportunities and threats analysis (SWOT),
analysis of centre, competition, catchment area and
shopper profile)

c. Goal-setting procedures (e.g., specific, measurable,
achievable, realistic, timely [SMARTY)

d. Objective-based strategy development

e. Tactics

Relationship to property business plan

Understand the shopping centre image as it relates to the

desired “brand positioning”

B. Plan Creation (5%)

1.

4.

Goal-setting procedures (e.g., specific, measurable,
achievable, realistic, timely)

Objective-based strategy development (e.g.,
owner’s objectives)

Understand tactics (actions necessary to
accomplish strategies)

Budget creation

11l. Marketing Plan Implementation (25%)
A. Advertising and Media (4%)

1.
2.

Media plan and buying principles (e.g., target audience)
Advertising creative and principles of production

(e.g., types, cost, terminology)

Internal message (e.g., centre signage, point of purchase
[POP], promotional materials)

Website creation, objectives, management and maintenance
Using online media

On-site media (e.g., point-of-purchase, temporary storefront
signs, communicating with customers at the centre)
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. Public and Community Relations (4%)

1.
2.

6.
. Ret
1.

Public relations campaign elements

Media relations (e.g., news release press kit, news
conference, public service announcement [PSA], publicity
plan, publicity evaluation)

Community relations (e.g., communications with business,
government, civic, and community groups)

Public access (e.g., using the common area by a third
party, restrictions)

Elements of crisis management/communications plans

and procedures

Partnership marketing

ailing/Sales Development (4%)

Retail economics (e.g., markups, markdowns, occupancy
costs, margins, cost of goods sold, inventory stock turns,
shrinkage, terminology)

Retail calendar/seasonality (conceptual only — varies

by country)

Consideration of promotional legalities (e.g., sweepstakes/
lottery, raffles)

Promotional reach and return (e.g., response ratios in relation
to direct mail, coupon redemption)

Gift cards

Loyalty/Customer Relationship Management

(CRM) programmes

. Merchant Relations (4%)

1.

3.
. Eve
1.
2.
3.

Communication methods and quality standards (e.g., written,
verbal, electronic)

Motivation skills (e.g., presentation techniques, negotiation,
meeting planning, selling)

Merchant development

nts (4%)

In the centre

Outside of the centre

Event objectives, planning and execution

Marketing Plan Results Evaluation (5%)

1.

Qualitative evaluation methods (e.g., focus groups,

retailer surveys)

Industry benchmarks and shopper behavior (e.g., average
shopping expenditures, direct mail response, relative draw
index [RDI], number of stores visited, buyer conversion,
average time spent at the centre)

Evaluation methods for fulfillment of sponsor objectives
(e.g., duration, sales created, number of exposures) and
evaluation of sponsorship benefits for the centre
Evaluation methods for publicity (e.g., space measurement,
broadcast minutes)

Evaluation methods for sales promotions and special events
(e.g., computation of reach and return, cost of sales, sales,
effect on centre value)

Evaluation methods for advertising effectiveness (e.g.,
campaign pre/post awareness testing, sales and traffic)
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V.

A.

Administration and Financial
Management (15%)
Basic accounting terms and principles (e.g., computation/
evaluation of annual budget, income and expense, dues
and assessments)
Human resource management policies and procedures

. Licensing/contracting agreements (e.g., terminology, insurance,

media contracts)

. Standard lease clauses (e.g., use clause, percentage rent)

Legal considerations (e.g., fire department regulations, lease
language relating to tenant contribution to marketing fund,
special events limitations)



SAMPLE QUESTIONS (GLOBAL CMD)

GLOBAL PRACTICES CMD SAMPLE QUESTIONS

1) A lease negotiated so that the tenant pays

rent, common area maintenance service

charges, insurance and taxes is known as

which of the following?

(a) Fixed Common Area Maintenance (CAM)
service charges lease

(b) Triple net lease

(c) Unfair lease

(d) Condominium lease

2) The statement “Create a high-fashion

advertising campaign to appeal to high-

income consumers’ would be addressed in

which stage of the marketing plan?

(a) Situation Analysis

(b) Problem and Opportunities
(SWOT—Strengths, Weaknesses,

4) True statements about focus-group interviews
include which of the following?

[. They provide indications of general customer

awareness, motivations and attitudes.

II. They are sometimes performed after survey
research to assist in understanding and
interpreting specific data.

[Il. They are valued for the quantitative nature of
the data they produce.

IV. When they are used as the first step in the
research process, the data they produce may
assist in the development of telephone and
shopper surveys.

(a) I and Il only
b) I, Il and IV only
c) I, lll and IV only

(
(
(d) I, 11, T and IV

6) All of the following should be discussed
at a meeting of women's apparel merchants
EXCEPT:
(a) Retail trends in that category
(b) Individual store volumes
(c) Participation in upcoming events
(d) New competition in the market

7) News releases about mall events should be
sent to all of the following EXCEPT:
(a) News directors of radio stations
(b) City editors of newspapers
(c) Advertising managers of newspapers
(d) Assignment editors of television stations

CMD Global Practices Sample Questions

Answer Key
Opportunities, Threats)

(c) Goals and Objectives
(d) Strategies

5) If a store with annual sales of €750,000 has ocd9vedrydeadTdl
annual expenses of €262,500, and a gross
margin of 41.6 percent, what is the store's net

3) If the total population of Kayseri, Turkey, is profit for the year?

1,000,000, a 5.0 rating for a television (a)€49,500
program represents how many people exposed (b)€109,200
to a commercial message during that program? (c)€312,000
(a) 5,000 (d)€487,500
(b) 50,000

(c) 500,000

(d) 5,000,000

CMD ADMISSIONS AND GOVERNING COMMITTEE

Chair:
Barbara A. Nicklas, SCMD

General Growth Properties, Inc.

Belinda Davidson, SCMD
Ivanhoe Cambridge

Mary Lynn Morse, SCMD
CBL & Associates Properties, Inc.

Wendy K. Ellis, SCMD
Ellis Marketing

Robin R. Raiford, CMD
Ann Ackerman, SCMD Aronov Realty Management, Inc.
Talisman Companies LLC

Liz Gillespie, SCMD

Jones Lang LaSalle

Shavak Srivastava, CMD
Wendy M. Albert, SCMD Sq. Ft. Consulting
Related Urban Development

Wendy Greenwood, SCMD

The Cadillac Fairview Corporation Limited

Susan Valentine, SCMD
Mark N. Bachus, SCMD The Macerich Company
Kravco Simon Company

Cherilyn Megill, SCMD

Inland Western Management

Avijit Yadav, CMD
Oxford Properties Group
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TEST SITES

INTERNATIONAL TEST SITES

A regularly updated list of test sites can be found on www.prometric.com/icsc.

AFRICA

Botswana
Gaborone

Ghana

Accra

Kenya
Nairobi

Mauritius
Port Louis

Nigeria
Lagos

South Africa
Cape Town
Johannesburg

Tanzania

Dar Es Salaam

Uganda
Kampala

Zimbabwe

Harare

ASIA/PACIFIC

Australia
Melbourne
Sydney

Bangladesh
Dhaka

China
Beijing Suzhoujie
Changsha
Chengdu
Dalian
Guangzhou
Harbin
Hong Kong
Jinan
Kunming
Nanjing
Shanghai
Wuhan
Xiamen
Xi'an

Hong Kong

India
Ahmedebad
Allahabad
Bangalore
Chennai
Hyderabad

Kolkata
Mumbai

New Delhi Gurgaon

Trivandrum

Indonesia
Jakarta

Japan

Osaka

Tokyo Kayabacho
Tokyo Temple
Yokohama

Korea
Seoul Mapo-Gu

Malaysia
Kuala Lumpur

Nepal
Kathmandu

Pakistan
Islamabad
Karachi

Lahore

Philippines
Cebu City
Manila

Singapore

Taiwan
Kaohsiung
Taipei

Thailand
Bangkok

Viet Nam
Ho Chi Minh City

EUROPE

Armenia
Yerevan

Austria
Vienna

Bulgaria
Sofia

Croatia

Zagreb

Czech Republic
Prague

Denmark
Copenhagen

Finland
Helsinki

France

Paris

Paris Courbevoie
Toulouse

Georgia

Thblisi

Germany
Berlin
Frankfurt

Hamburg
Munich

Greece
Athens
Thessaloniki

Hungary
Budapest

Ireland
Dublin

Italy
Milan
Rome

Kazakhstan
Almaty

Latvia
Riga

Lithuania
Vilnius

Luxembourg

Netherlands

Amsterdam

Poland

Warsaw

Portugal
Lisbon

Romania
Bucharest

Russia
Moscow
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St Petersburg

Slovenia
Ljubljana

Spain
Barcelona

Madrid

Switzerland
Geneva

Turkey
Ankara

[stanbul
[zmir

Ukraine
Kiev

United Kingdom
Birmingham
Bournemouth
Bristol
Cardiff
Edinburgh
Glasgow
Leeds
London
Manchester
Newcastle
Peterborough

LATIN AMERICA

Argentina
Buenos Aires

Bolivia
La Paz

Brazil

Belo Horizonte
Brasilia
Curitiba

Porto Alegre
Recife

Rio De Janeiro
Sao Paulo

Chile
Santiago

Colombia
Bogota
Cali

Dominican Republic
Santo Domingo

Guatemala
Guatemala City

Mexico
Guadalajara
Mexico City
Monterrey

Peru
Lima

Venezuela
Caracas

MIDDLE EAST

Bahrain
Manama

Egypt
Cairo

Jordan
Amman

Kuwait
Kuwait City

Lebanon
Beirut

Saudi Arabia
Dammam Men
Dammam Women

United Arab Emirates
Dubai

Uzbekistan
Tashkent

West Bank
Ramallah



TEST SITES

NORTH AMERICAN TEST SITES

A regularly updated list of test sites can be found on www.prometric.com/icsc.

CANADA

Alberta
Calgary
Edmonton

British Columbia
Vancouver/Burnaby

Manitoba
Winnipeg

Newfoundland
St. John's

Nova Scotia
Halifax

Ontario
Hamilton
Kitchener
London
Ottawa
Toronto

Quebec
Montréal
Saskatoon

UNITED STATES
Alabama

Birmingham/Homewood
Decatur

Dothan

Mobile

Montgomery

Alaska
Anchorage

Arizona
Casa Grande
Flagstaff
Phoenix
Tempe
Tucson

Arkansas
Arkadelphia
Fort Smith
Little Rock

California
Alameda

Anaheim

Camarillo

Diamond Bar
Fremont

Fresno

Gardena

Glendale

Lake Forest

Los Angeles/Culver City
Rancho Cucamonga
Redlands
Sacramento/Fair Oaks
San Diego

San Francisco
Sutter

San Jose

Santa Rosa

South San Francisco
Van Nuys

Colorado
Colorado Springs
Denver

Grand Junction
Longmont

Connecticut
Glastonbury
Hamden
Norwalk

Delaware
New Castle

Florida

Boca Raton
Coral Springs
Fort Meyers
Gainesville
Jacksonville
Miami
Orlando/Maitland
Sarasota
Tallahassee
Tampa

Temple Terrace

Georgia

Athens

Atlanta
Atlanta/Marietta
Augusta
Columbus
Macon
Savannah

Valdosta

Guam
Hagatna

Hawaii
Honolulu

Idaho
Boise
Pocatello

Illinois
Carbondale
Champaign
Chicago
Chicago/Lombard
Deerfield
Homewood
Peoria

Springfield
Sycamore

Indiana
Evansville
Fort Wayne
Indianapolis
Lafayette
Merrillville
Mishawaka
Terre Haute

lIowa

Ames

Bettendorf

Cedar Rapids
lowa City

Sioux City

West Des Moines

Kansas
Hays

Kansas City/Overland Park

Pittsburg
Topeka
Wichita

Kentucky
Lexington
Louisville

Alexandria

Louisiana
Baton Rouge
New Orleans/Metairie

Shreveport/Bossier City

Maine
Bangor
South Portland

Maryland
Baltimore/Canton
Baltimore/Woodlawn
Bethesda

Columbia

Lanham

Salisbury

Towson

Massachusetts
Boston
Boston/Brookline
Boston/Burlington
East Longmeadow
Lowell

Worcester

Michigan

Ann Arbor
Detroit/Livonia
Detroit/Troy
Grand Rapids
Lansing

Sault Ste Marie

Minnesota
Duluth
Edina
Rochester

Woodbury

Mississippi
Jackson
Tupelo

Missouri

Jefferson City

Kansas City
Springfield

St. Joseph

St. Louis/Creve Coeur

Montana
Billings
Helena

Nebraska
Columbus
Kearney

Lincoln
Omaha

Nevada
Las Vegas
Reno

New Hampshire
Concord
Portsmouth
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New Jersey

Clark

Fair Lawn
Philadelphia/Deptford
Toms River

West Orange

New Mexico
Albuquerque
Las Cruces
Santa Fe

New York
Albany
Binghamton/Vestal
Brooklyn
Buffalo/Amherst
East Syracuse
Garden City
Melville

New York City
Poughkeepsie
Queens/Rego Park
Rochester

Utica

Watertown

White Plains

North Carolina
Asheville
Charlotte
Greensboro
Greenville
Raleigh
Wilmington

North Dakota
Bismarck
Fargo

Ohio

Akron

Centerville

Cincinnati
Columbus/Worthington
Maumee

Mentor

Niles

Strongsville

Troy

Oklahoma
McAlester
Oklahoma City
Tulsa
Woodward

Oregon
Eugene
Milwaukie
Portland

Pennsylvania
Allentown
Clarks Summit
Conshohocken
Erie

Harrisburg
Philadelphia
Pittsburgh
York

Puerto Rico
Guaynabo

Rhode Island
Warwick

South Carolina
Aiken
Charleston
Columbia
Florence
Greenville

Rock Hill

South Dakota
Rapid City

Sioux Falls

Tennessee
Chattanooga
Clarksville
Franklin

Knoxville
Memphis
Nashville/Madison

Texas

Abilene

Amarillo

Austin
Beaumont/Lamar
Corpus Christi
Dallas

El Paso

Fort Worth/Bedford
Houston
Houston/Bay Area
Houston/Greenspoint
Lubbock

McAllen

Midland

San Antonio

Wichita Falls

Utah

Lindon

Salt Lake City
St. George
Taylorsville

Vermont
Williston

Virgin Islands
St. Croix
Virginia
Alexandria
Bristol

Fairfax

Glen Allen
Lynchburg
Newport News
Roanoke

Washington
Mountlake Terrace
Spokane
Tacoma/Puyallup

Washington DC

West Virginia
Morgantown
S. Charleston

Wisconsin
Madison
Milwaukee/Brookfield

Wyoming
Casper



SUGGESTED READING FOR THE EXAM

Supplement your learning with ICSC’s collection of publications—
the most effective training tools in the shopping center industry!

Shopping Center Marketing

An authoritative
compendium of marketing
Emtu' strategies, tactics and

§ | MARKETING techniques designed

il expressly for shopping center
i professionals. This book is
written and reviewed by
industry experts.

[tem #169 / Book $59.95
ICSC Members $49.95

Certified Shopping Center Manager
(CSM) Handbook

An excellent resource for
shopping center professionals
seeking generally accepted
principles and practices on
shopping center management.
Use this handbook as a quick
refresher, as a study guide and
as a constant companion in
your professional life.

[tem #205 / Book $99.95
ICSC Members $79.95

ICSC’s Dictionary of Shopping
Center Terms, Third Edition

Completely revised and
expanded, this is your instant
reference to the language of the
shopping center industry. Inside
you'll find key terms, acronyms
and abbreviations from the
many disciplines that impact the
shopping center industry.

[tem # 299/ Book $39.95
ICSC Members $29.95

@9 Printed on Recycled Paper

Shopping Center Management

A comprehensive volume
covering all of the major
areas on shopping center
management. This book
includes topics such as
insurance and risk
management, leasing,
security, maintenance,
marketing, crisis
management, legal issues
and more.

[tem #173 / Book $59.95
ICSC Members $49.95

Market Research for Shopping Centers

Provides shopping center
professionals with a tool to
help understand and utilize
market research for their
shopping centers — from
methodology to an in-depth
look at how market research
best serves the development,
management, marketing,
leasing and retail functions.

[tem #226 / Book $39.95
ICSC Members $29.95

Finance for Shopping Center
Nonfinancial Professionals

Read this book to learn the
mechanics of how to do
financial calculations and
develop the skill of
understanding what they
mean — even if you are not
a "numbers” person. Included
are many easy-to-understand
exhibits, sample lease clauses
and key concepts.

[tem #170 / Book $79.95
ICSC Members $59.95

Shopping Center Leasing

iy
LELEING

This comprehensive volume
presents an in-depth
examination of the major
areas involved in leasing a
shopping center. Among
other topics covered are
merchandise mix,
prospecting for tenants,
understanding and
negotiating rents, and
project economics.

item #185 / Book $59.95
ICSC Members $49.95

Shopping Center Study Lease

This is your guide to
understanding and writing a
shopping center lease.
Includes commentary on
demise of premises,
operating costs, taxes and
much more.

[tem #210 / Report $39.95
ICSC Members $29.95

Brief Notes: Shopping
Center Management

Authored by a former FBI
agent and renowned industry
consultant, this book explains
how to conduct full-scale
audits, hire and train
personnel, manage contract
security, create crisis plans,
prevent lawsuits, partner with
community agencies, utilize
sophisticated technology

and more.

Erigd Halos

SHOPPING CENTER
WAHEGEMERT

[tem # 242/Book $79.95
ICSC Members $59.95




RULES AND REGULATIONS (CSM)

RULES AND REGULATIONS FOR CERTIFIED SHOPPING CENTER

MANAGER (CSM)

ARTICLE |

GENERAL PROVISIONS

1.01 Designation

There is hereby created the designation of

Certified Shopping Center Manager of the

International Council of Shopping Centers

(ICSC), to be awarded to those persons who

qualify pursuant to these rules

and regulations.

1.02 Objectives

a) To award the professional designation of
Certified Shopping Center Manager (CSM)
to properly qualified shopping
centre professionals.

b) To enforce such rules of professional
standards, regulations and ethics as may be
adopted as hereinafter provided.

c) To help establish standards in shopping
centre management.

d) To foster and encourage others in training
for careers in shopping
centre management.

e) To advise on such seminars, meetings and
educational programs as may be necessary to
foster these objectives.

1.03 Emblem

The Board of Trustees of I[CSC or the

Committee established in Article V hereof (the

"Committee”) may adopt an emblem as the

official emblem, to be used only by designated

persons in such manner as prescribed herein or
otherwise by the Board of Trustees. The right
of any person to use the emblem may be
revoked by the Board of Trustees in accordance
with the provisions of Section 3.04 of these
rules and regulations.

ARTICLE 1l

QUALIFICATIONS AS CERTIFIED
SHOPPING CENTER MANAGER

2.01 Professional Designation — CSM
Upon notification by an independent testing
organization that an individual has passed the
examination described in Section 2.03 hereof,
or pursuant to a decision of the Board of
Trustees after review by the Appeals
Committee, the professional designation of
CSM (Certified Shopping Center Manager)
shall be conferred by the Committee.

2.02 Qualifications

In order to qualify for the designation of CSM,
a person must meet the following requirements,
standards and such additional requirements as
may be established from time to time by the
Board of Trustees or the Committee.

a) Applicant must be or have been actively
engaged in shopping centre management for
four years which includes maintenance,
leasing, promotion, and shopping centre
income and expense accounting, provided,
however, that: Applicant may substitute for
the fourth year of experience:

i) Completion of the ICSC Global School
Level I and Il or I[CSC eDistance
Learning; or

ii) Completion of the ICSC Global School
Level Il with related work experience,
or successful completion of university-
level courses (with a grade C, 70
percent or above), either of which in
the judgment of the Committee is
considered equivalent to the ICSC
Global School Level I. Education must
be documented by copies of applicant's
university (or equivalent) transcripts.

b) Applicant must submit an application on the
official application form, which shall be
reviewed by the Committee or a designee
thereof.

c) Applicant must pledge in writing to abide by
these rules and regulations and the Code of
Professional Ethics.

d) Applicant must establish to the satisfaction
of the Committee a reputation for integrity,
ability and good moral character verifiable
with satisfactory business references.

e) Applicant must submit with his/her
application fees prescribed in Section 4.01.

f) Applicant must submit a signed irrevocable
waiver of any and all claims against the
International Council of Shopping Centers,
Inc., or any of its members individually or as
a group, arising out of or resulting from any
official act in connection with the
designation or certification of Certified
Shopping Center Manager.

2.03 Examination

A written examination will be given by an

independent testing organization with the

guidance and under the supervision of the

Committee, at such times and places as the

Committee may determine. The written

examination shall be of such scope as to test

the candidates’ knowledge of proper shopping
centre management based on generally
accepted principles of operating shopping
centres globally.

2.04 Notification

The independent testing organization shall

notify the Committee and each candidate as

to whether or not the candidate passed the
examination. The Committee shall, in the
absence of any objection, award the CSM
designation to those persons who passed the
examination. Any objection shall be consid-
ered by the Committee to determine if the
person meets the requirements of the CSM
designation. Those candidates who were not
awarded the designation will be notified of the
reasons thereof.

2.05 Appeals

a) There shall be an Appeals Committee
composed of five members of ICSC,
appointed by the President, at least one of
whom is a member of the ICSC Board of
Trustees, at least one of whom is a CSM and
at least one of whom is a CMD. Three
members of the Committee are required for
a quorum.

b) Any candidate for designation who
completes a written examination and whose
designation as CSM is not awarded by the
Committee may appeal the decision of the
Committee to the Appeals Committee by
following the procedures set forth in this
section.

c) All appeals shall be filed within sixty (60)
days after receiving notice of the action
taken by the Committee pursuant to Section
2.01 of this article. Appeals shall be filed by
giving written notice to the Chairpersons of
the Appeals Committee and the Committee.

d) Before the application deadline for the next
administration of the CSM examination, the
Appeals Committee shall review the appeal
notice and determine whether there are
sufficient grounds for appeal. If sufficient
grounds exist, the Appeals Committee shall
hold a hearing at which each of those
candidates who have filed an appeal may
appear. Each candidate shall be given an
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opportunity to persuade the Appeals
Committee that the decision of the
Committee should be altered.

The grounds for appeal shall be limited to one

or both of the following causes:

1) That a candidate believes he/she was
discriminated against on the basis of age,
gender, race, religion, national origin,
handicap or marital status.

2) That some irregularity occurred in the
examination procedures, which may have
caused the candidate to fail the examination.

The appeals procedure shall in no manner be

construed as a re-examination.

e) Following the hearing, the Appeals
Committee shall recommend appropriate
actions to the Board of Trustees, which shall
make the final decision on the appeal.

The Committee shall prepare a written
explanation of its decision. The candidate
will be notified of the Committee’s
recommendation and the final decision of
the Board of Trustees within ten (10) days of
such decision.

ARTICLE 1l

MEMBERS: USE OF TITLE

3.01 Certification

Certification shall be limited to persons
qualifying for the professional designation

of CSM.

3.02 Certificate

Each person qualifying for the designation of
CSM shall receive an appropriate certificate.
3.03 Use of Title

Persons certified pursuant to these rules may be
identified by the designation of CSM. Any
person so certified may use the designation of
CSM immediately following his/her name on
letters, reports, articles and/or any other
publications, and use the title Certified
Shopping Center Manager, ICSC, on individual
letterheads, business cards, seals and
professional forms. The use of such title or
designation by any firm, group, agency,
partnership or corporation is specifically
prohibited; and any use of its application to
any group, other than the individual so
designated, is specifically prohibited. The title
or designation shall always be used in such a
manner as to dignify the profession, and in
accordance with any rules and regulations
governing such use which may hereafter

be adopted by the Board of Trustees or

the Committee.

3.04 Expulsion

Upon recommendation of the Committee, and

after a hearing conducted by the Committee, a

CSM Certification may be canceled upon the

vote of two-thirds or more of the Trustees

present at a meeting of the Board of Trustees, if

a person previously certified:

a) Is convicted of a felony or any crime or
misdemeanor involving moral turpitude;

b) Is declared incompetent or insane by a court
having jurisdiction; or

c) Refuses to abide by or observe these Rules
and Regulations, the Code of Professional
Ethics or such other rules adopted by the
Board of Trustees.

3.05 Effect of Resignation or Expulsion

In the event of resignation or expulsion of any

CSM, or during any period of suspension, such

person shall cease to use any marks or

identification as a Certified Shopping

Center Manager.

ARTICLE IV

FEES AND CHARGES

4.01 Application Charge

Each application for certification from a
member of ICSC shall be accompanied by the
appropriate fee. Each application for
certification from any other person shall also be
accompanied by the appropriate fee. In the
event that the applicant fails to fulfill the
minimum qualifications for taking the
examination as set forth by the Committee,
under Article Il of these Rules and Regulations,
a designated portion of the application fee will

be refunded.

ARTICLE V

CSM COMMITTEE

5.01 Standing Committee

A CSM (Certified Shopping Center Manager)
Committee is hereby created to assist the Board
of Trustees in connection with the
administration of these Rules and Regulations.
5.02 Composition of Committee

The Committee shall consist of a chairperson
and at least nine members appointed by the
President of ICSC with the approval of the
Board of Trustees.

All members shall be appointed for three-year
terms. No member shall be eligible to serve
more than six consecutive years. Persons who
have held an appointment for six consecutive
years may be reappointed only after one year's
absence from the CSM Committee.

5.03 Duties of Committee

This Committee shall oversee the preparation,
administration and grading of the written
examination and shall award the CSM
designation, subject to appeals of disputes as
provided in Section 2.05.

The responsibilities of the Committee shall also
include receiving and investigating complaints
brought by responsible individuals alleging
violations of the Code of Professional Ethics by
a CSM in the performance of his/her business
duties. Following its investigation and following
a hearing at which the CSM shall be given the
opportunity to respond to complaints and to
present testimony, the Committee may, by an
affirmative vote of not less than two-thirds of
its members, refer the matter to the Board of
Trustees with its recommendation.

5.04 Meetings

The Committee shall meet at least once a

year. Special meetings may be called by

the President of ICSC or by the

Committee chairperson.

5.05 Quorum

The Committee may take action by vote of a
majority of its members if a quorum is present.
A quorum shall consist of one more than 50
percent of the total number of the Committee.
5.06 Reports

The Committee shall make an annual report to

the Board of Trustees of ICSC.

ARTICLE VI

ADDITIONAL REGULATIONS

6.01 Effect

All Rules and Regulations now or hereafter
adopted shall be binding upon all persons
holding certificates as Certified Shopping
Center Managers.

6.02 Publications

All Rules and Regulations shall be published in

proper form and made available.

ARTICLE VII

7.01

These Rules and Regulations may be amended
by the Board of Trustees, upon
recommendation approved by a two-thirds vote
of the Committee.
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RULES AND REGULATIONS FOR CERTIFIED MARKETING DIRECTOR (CMD)

ARTICLE |
GENERAL PROVISIONS

1.01 Designation

There is hereby created the designation of

Certified Marketing Director of the

International Council of Shopping Centers

(ICSC), to be awarded to those persons who

qualify pursuant to these rules and regulations.

1.02 Objectives

a) To award the professional designation of
Certified Marketing Director (CMD) to
properly qualified professionals.

b) To enforce such rules of professional
standards, regulations and ethics as may be
adopted as hereinafter provided.

c) To help establish standards in shopping
centre marketing.

d) To foster and encourage others to train for
careers in shopping centre marketing.

e) To advise on such seminars, meetings and
educational programs as may be necessary to
foster these objectives.

1.03 Emblem

The Board of Trustees of ICSC or the

Committee established in Article V hereof (the

Committee) may adopt an emblem as the

official emblem, to be used only by designated

persons in such manner as prescribed herein or
otherwise by the Board of Trustees. The right
of any person to use the emblem may be
revoked by the Board of Trustees in accordance
with the provisions of Section 3.04 of these
rules and regulations.

ARTICLE 1l

QUALIFICATIONS AS CERTIFIED
MARKETING DIRECTOR

2.01 Professional Designation — CMD
Upon notification by an independent testing
organization that an individual has passed the
examination described in Section 2.03 hereof,
or pursuant to a decision of the Board of
Trustees after review by the Appeals
Committee, the professional designation of
CMD (Certitied Marketing Director) shall be
conferred by the Committee.

2.02 Qualifications

In order to qualify for the designation of CMD,
a person must meet the following requirements,
standards and such additional requirements as
may be established from time to time by the
Board of Trustees or the Committee.

a) Applicant must be or have been actively

engaged in shopping centre marketing for
four years.

b) Applicant must have at least four years of
active experience in shopping centre
marketing, which includes market research,
marketing plan implementation,
recordkeeping, special events
implementation, sales promotion, public
and community relations, advertising and
media buying, provided, however, that
applicant may substitute for the fourth
year of experience:

i) Completion of the [CSC Global School
Level I and Il or ICSC eDistance
Learning, or

ii) Completion of the ICSC Global School
Level Il with related work experience,
or successful completion
of university-level courses (with a
minimum grade of C or 70 percent
of the highest grade possible), either
of which in the judgment of the
Committee is considered equivalent
to the Global School Level I program.
Education must be documented by
copies of applicant's university (or
equivalent) transcripts.

c) Applicant must submit an application on
the official application form, which shall
be reviewed by the Committee or a
designee thereof.

d) Applicant must pledge in writing to abide by
these rules and regulations and the Code of
Professional Ethics.

e) Applicant must establish to the satisfaction
of the Committee a reputation for integrity,
ability, and good moral character verifiable
with satisfactory business references.

f) Applicant must submit with his/her
application fees prescribed in Section 4.01.

g) Applicant must submit a signed irrevocable
waiver of any and all claims against the
International Council of Shopping Centers,
Inc., or any of its members individually or as
a group, arising out of or resulting from any
official act in connection with the
designation or certification of Certified
Marketing Director.

2.03 Examination

A written examination will be given by an

independent testing organization with the

guidance and under the supervision of the

Committee, at such times and places as the

Committee may determine. The written

examination shall be of such scope as to test

the candidates’ knowledge of proper shopping
centre marketing based on generally accepted
principles of operating and marketing shopping
centres globally.

2.04 Notification

The independent testing organization shall

notify the Committee and each candidate as to

whether or not the candidate passed the
examination. The Committee shall, in the
absence of any objection, award the CMD
designation to those persons who passed the
examination. Any objection shall be considered
by the Committee to determine if the person
meets the requirements of the CMD
designation. Those candidates who were not
awarded the designation will be notified of the
reasons thereof.

2.05 Appeals

a) There shall be an Appeals Committee
composed of five members of ICSC,
appointed by the President, at least one of
whom is a member of the ICSC Board of
Trustees, at least one of whom is a CMD and
at least one of whom is a CSM. Three
members of the Committee are required for
a quorum.

b) Any candidate for designation who
completes a written examination and whose
designation as CMD is not awarded by the
Committee may appeal the decision of the
Committee to the Appeals Committee by
following the procedures set forth in this
section.

c) All appeals shall be filed within sixty (60)
days after receiving notice of the action
taken by the Committee pursuant to Section
2.01 of this article. Appeals shall be filed by
giving written notice to the Chairpersons of
the Appeals Committee and the Committee.

d) Before the application deadline for the next
administration of the CMD examination, the
Appeals Committee shall review the appeals
notice and determine whether there are
sufficient grounds for appeal. If sufficient
grounds exist, the Appeals Committee shall
hold a hearing at which each of those
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candidates who have filed appeals may appear.

Each candidate shall be given an opportunity

to persuade the Appeals Committee that

the decision of the Committee should

be altered. The grounds for appeal shall be

limited to one or both of the following causes:

1) That a candidate believes he/she was
discriminated against on the basis of age,
gender, race, religion, national origin,
handicap or marital status.

2) That some irregularity occurred in the
examination procedures, which may have
caused the candidate to fail the examination.

The appeals procedure shall in no manner be

construed as a re-examination.

e) Following the hearing, the Appeals
Committee shall recommend appropriate
actions to the Board of Trustees, which shall
make the final decision on the appeal.

The Committee shall prepare a written
explanation of its decision. The candidate
will be notified of the Committee's
recommendation and the final decision of
the Board of Trustees within ten (10) days of
such decision.

ARTICLE 1l

Members: Use of Title

3.01 Certification

Certification shall be limited to persons
qualifying for the professional designation

of CMD.

3.02 Certificate

Each person qualifying for the designation of
CMD shall receive an appropriate certificate.
3.03 Use of Title

Persons certified pursuant to these rules may be
identified by the designation of CMD. Any
person so certified may use the designation of
CMD immediately following his/her name on
letters, reports, articles and/or any other
publications, and use the title Certified
Marketing Director, ICSC, on individual
letterheads, business cards, seals and
professional forms. The use of such title or
designation by any firm, group, agency,
partnership or corporation is specifically
prohibited; and any use of its application to
any group, other than the individual so
designated, is specifically prohibited. The title
or designation shall always be used in such a
manner as to dignify the profession, and in
accordance with any rules and regulations
governing such use which may hereafter

be adopted by the Board of Trustees or

the Committee.

3.04 Expulsion

Upon recommendation of the Committee, and

after a hearing conducted by the Committee, a

CMD Certification may be canceled upon the

vote of two-thirds or more of the Trustees

present at a meeting of the Board of Trustees, if

a person previously certified:

a) Is convicted of a felony or any crime or
misdemeanor involving moral turpitude;

b) Is declared incompetent or insane by a court
having jurisdiction; or

c) Refuses to abide by or observe these Rules
and Regulations, the Code of Professional
Ethics or such other rules adopted by the
Board of Trustees.

3.05 Effect of Resignation or Expulsion

In the event of resignation or expulsion of

any CMD, or during any period of suspension,

such person shall cease to use any marks

or identification as a Certified

Marketing Director.

ARTICLE IV

FEES AND CHARGES

4.01 Application Charge

Each application for certification from a
member of ICSC shall be accompanied by the
appropriate fee. Each application for
certification from any other person shall also be
accompanied by the appropriate fee. In the
event that the applicant fails to fulfill the
minimum qualifications for taking the
examination as set forth by the Committee,
under Article Il of these Rules and Regulations,
a designated portion of the application fee will

be refunded.

ARTICLE V

CMD COMMITTEE

5.01 Standing Committee

A CMD (Certified Marketing Director)
Committee is hereby created to assist the Board
of Trustees in connection with the
administration of these Rules and Regulations.
5.02 Composition of Committee

The Committee shall consist of a chairperson
and at least nine members appointed by the
President of [CSC with the approval of the
Board of Trustees.

All members shall be appointed for three-year
terms. No member shall be eligible to serve
more than six consecutive years. Persons who
have held an appointment for six consecutive
years may be re-appointed only after one year's
absence from the CMD Committee.

5.03 Duties of Committee

4

This Committee shall oversee the preparation,
administration and grading of the written
examination and shall award the CMD
designation, subject to appeals of disputes as
provided in Section 2.05.

The responsibilities of the Committee shall also
include receiving and investigating complaints
brought by responsible individuals alleging
violations of the Code of Professional Ethics by
a CMD in the performance of his/her business
duties. Following its investigation and following
a hearing at which the CMD shall be given the
opportunity to respond to complaints and to
present testimony, the Committee may, by an
affirmative vote of not less than two-thirds of
its members, refer the matter to the Board of
Trustees with its recommendation.

5.04 Meetings

The Committee shall meet at least once

a year. Special meetings may be called

by the President of ICSC or by the

Committee chairperson.

5.05 Quorum

The Committee may take action by vote of a
majority of its members if a quorum is present.
A quorum shall consist of one more than 50
percent of the total number of the Committee.
5.06 Reports

The Committee shall make an annual report to
the Board of Trustees of I[CSC.

ARTICLE VI

ADDITIONAL REGULATIONS

6.01 Effect

All Rules and Regulations now or

hereafter adopted shall be binding upon all
persons holding certificates as Certified
Marketing Directors.

6.02 Publications

All Rules and Regulations shall be published in

proper form and made available.

ARTICLE VII

7.01

These Rules and Regulations may be amended
by the Board of Trustees, upon recommendation
approved by a two-thirds vote of the Committee.
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CODE OF PROFESSIONAL ETHICS FOR CERTIFIED SHOPPING CENTER

MANAGER (CSM)

Preamble

The purpose of this Code of Professional Ethics is to further the
professional stature of those engaged in the profession of shopping
centre management by adherence and dedication to principles that will
be beneficial to the relationships between fellow CSMs, clients and the
shopping centre industry.

A CSM shall be bound by the following pledge:
I pledge myself to the advancement of professional shopping
centre management through the auspices of Certified Shopping

Center Managers.

[ pledge to seek and maintain an equitable, dignified and cooperative
attitude with fellow CSMs and with all others who may be part of my

professional and business life.

[ pledge myself to place honesty and integrity above all else and to
pursue my gainful efforts with diligence and dedication, so that all
clients will be served in accordance with the highest possible standards

of Certified Shopping Center Managers.

[ pledge myself to comply with and foster this Code of
Professional Ethics.

ARTICLE |
This Code of Professional Ethics for Certified Shopping Center
Managers shall be incorporated into and made a part of the Rules and

Regulations of CSMs and be considered a part thereof.

ARTICLE 1l
A CSM shall not use or permit to be used the CSM designation or
emblem in any manner that will adversely affect the professional

standards or objectives of Certified Shopping Center Managers.

ARTICLE 1l

A CSM shall not make or encourage derogatory statements, written

or oral, concerning another CSM or his/her business activities.

ARTICLE IV

A CSM will not commingle monies which he/she has collected
on behalf of clients or which have been entrusted to him/her

by clients.

ARTICLE V

A CSM shall not engage in any activity that might be considered a
conlflict of interest with any client’s interest unless such client first has
been advised of the facts and circumstances and has approved of

such activity.

ARTICLE VI

A CSM shall not ask for or receive directly or indirectly any rebate,
discount, fee or commission, monetary or otherwise without the prior

written consent of his/her employer or client.

ARTICLE VI

A CSM shall not disclose to any party information concerning a client's

business affairs without prior written consent of the client.

ARTICLE Vil

A CSM shall at all times keep proper financial and other records
concerning the shopping centre properties under his/her management in
accordance with good business practices and professional standards of

Certified Shopping Center Managers.

ARTICLE IX

A CSM shall at all times manage shopping centre properties consistent
with the highest standards possible as well as consistent with obtaining

the highest possible incomes for his/her clients.
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CODE OF PROFESSIONAL ETHICS FOR CERTIFIED MARKETING

DIRECTOR (CMD)

Preamble

The purpose of this Code of Professional Ethics is to further the
professional stature of those engaged in the profession of shopping
centre marketing globally through adherence and dedication to
principles that will be beneficial to the relationships among marketing
directors, merchants' associations and the shopping centre industry.

A CMD shall be bound by the following pledge:

I pledge myself to the advancement of professional shopping centre
public relations and marketing through the auspices of Certified
Marketing Directors.

I pledge to seek and maintain an equitable, dignified and cooperative
attitude with fellow CMDs and with all others who may be part of my
professional and business life.

[ pledge myself to place honesty and integrity above all else and to
pursue my gainful efforts with diligence and dedication, so that all those
with whom [ am associated will be served in accordance with the
highest possible standards of Certified Marketing Directors.

[ pledge myself to comply with and foster this Code of
Professional Ethics.

ARTICLE |
This Code of Professional Ethics for Certified Marketing Directors shall
be incorporated into and made a part of the Rules and Regulations of

CMDs and be considered a part thereof.

ARTICLE 1l

A CMD shall not use or permit to be used the CMD designation or
emblem in any manner that will adversely affect the professional
standards or objectives of Certified Marketing Directors.

ARTICLE 1l

A CMD shall not make or encourage derogatory statements, written
or oral, concerning another CMD or his/her business activities.

ARTICLE IV

A CMD will not commingle monies which he/she has collected on
behalf of merchants’ associations or shopping centre owners, or which
have been entrusted to him/her by his/her merchants' associations or
shopping centre owners. He/she shall not ask for, accept or receive
either directly or indirectly any rebate, discount, “kickback,” fee or
commission, monetary or otherwise, without the prior written consent
of his/her merchants' associations, employers or clients.

ARTICLE V

A CMD shall not engage in any activity that might be considered a
conflict of interest with any merchants' association’s or shopping centre
owner's interest unless such merchants’ association or shopping centre
owner first has been advised of the facts and circumstances and has
approved of such activity.

ARTICLE VI

A CMD shall at all times keep proper financial and other

records concerning the merchants' association and/or marketing
programs under his/her management in accordance with good business
practices and professional standards of Certified Marketing Directors.

ARTICLE ViII

A CMD shall at all times promote his/her shopping centre and manage
his/her merchants’ association consistent with the highest standards of
professional and personal performances as well as consistent with
obtaining the greatest marketing benefits for his/her merchants’

association and shopping centre.



