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I. Introduction 
 

II. Gross Sales Definition 
 

A. Landlord Perspective: Every sale that has any connection to the physical store. 
B. Tenant Perspective:  Not all sales are equal.  Some sales through omni-channel should be 

treated differently. 
 

III. Omni-Channel Hot Button Issues 
 
A. Retailers’ Development and Use of Technology to Track Sales 
B. Reporting Gross Sales vs. Paying Percentage Rent 
C. Internet Sales Returns 
D. Click-and-Collect Sales 
E. Ship-From-Store Sales 
F. In-Store Technology Used to Create Additional Internet Sales 
G. Customer Shopping Patterns (Customers Purchase New Merchandise at Stores) 

 
IV. Use of Gross Sales Information 

 
V. Lease Requirements (Registration, Recording, Reporting, Record Keeping) and Audit Rights 

 
VI. Conclusion 

 


