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Need to calculate 
the yield on a new 
development? 
Ask your CCIM.

Megan Grayston, CCIM, Director of Commercial 

Leasing for Concord Pacific Developments in 

Vancouver, leverages her CCIM market analysis  

tools and global network to assess the feasibility  

of projects internationally. Whether you’re  

developing master-planned communities  

or taking your first step toward equity  

participation in transactions, a CCIM  

is your ally in unlocking value.
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Hiring a CCIM means 
a higher return on 
your commercial
real estate.

160. That’s the number of hours of intensive 

coursework and training that a CCIM receives, 

learning to predict the cash flow, IRR, and 

mortgage balances on your real estate. When 

you’re working through a complex transaction,  

a CCIM is your ally in unlocking value.
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Demonstrating 
Expertise

T
he new CCIM Institute CRE Insights series showcases 
our thought leadership. Reaching nearly 300 million 
people nationwide, CCIM Chief Economist K.C. 
Conway discussed the transformative ramifications of 

the Amazon HQ2 site selection in the 1Q 2018 Insights issue. 
Through 187 media pickups, 16 articles quoting Conway, 

and a live radio interview of Conway on WTVN in Columbus, 
Ohio, CCIM expertise was promoted promi-
nently. Stories appeared in the Washingtonian 
Magazine, Bisnow, and San Francisco Business 
Times, among many media outlets.

In addition to media, the Institute facili-
tates multiple forums for members to connect,  
including CCIM chapters, national commit-
tees, annual global conferences, and trade show 
exhibits. By promoting opportunities for face-
to-face meetings, CCIM Institute helps to 

ensure lasting business and client relationships for its members. 
For example, CCIM Institute’s exhibit booth at ICSC RECon 

in Las Vegas, May 20–23, provides multiple tables for desig-
nees to meet with their prospects and clients. More than 37,000 
attendees, 1,200 exhibitors, and participants from 60 countries 
are expected to attend the high-profile international conference 
for the retail marketplace. 

In March, CCIM leaders mingled with 24,500 global indus-
try experts and 3,100 exhibitors from 100 countries to raise the 
Institute’s international visibility at MIPIM, March 13–16, in 
Cannes, France. As the CCIM President, I participated in a Rus-
sian Investors Panel called “East–West Investment Crossroads,” 
which was spearheaded by the Institute’s licensing partner, the 
Academy of Real Estate in St. Petersburg, Russia. 

At the yearly CCIM Institute Midyear Governance Meetings, 
April 8–12, in Tampa, Fla., chapter leaders pinned 164 new 
CCIM designees, adding to recent CCIM pinning ceremonies 
that included 40 in China; 33 in Japan; 31 in South Korea; and 29 
in Poland. In addition to the multiple national and international 
committee meetings, the Midyear Meeting placed more empha-
sis on renewing friendships and making new acquaintances. 

Please participate in these opportunities to improve your refer-
rals and businesses.

PRESIDENT’S DESK

David P. Wilson, CCIM

2018 CCIM Institute President

dwilson@ccim.net

Life with

The Pin

CCIM Membership Benefits:

STDB
The industry’s best digital toolkit for 

market analysis.

Lifelong Learning
Free and discounted courses covering 

crowdfunding, big data, and more.

Affinity Provider Program

Exclusive discounts on travel, tech 

tools, printing, and more.

DealShare
A database of listings not found 

anywhere else.

FindaCCIM.com and  

CCIM Connect
An exclusive global network for 

business and industry intelligence.

Commercial Investment 

Real Estate Magazine
The award-winning publication that 

covers market trends and innovations.

CCIM Institute provides its members with the 

most sophisticated knowledge, technology, and 

operational platform to power their business.

Experience life with the pin.

Visit www.ccim.com/benefits
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MARKET T R E N D S

Busiest U.S. Warehouse  
Construction Markets*

* Prime land prices and lease rates represent averages within large and changing market geogra-
phies, where pricing and rates may vary greatly, even within submarkets.
Source: CBRE Research, 2017

 Market
Average Cost 
per Acre for 
Warehouses

Land Price 
Growth 

YOY 

Prime New Warehouse 
Construction  

Lease Rates 2017 psf

Northern New Jersey $1,750,000 17% $11.50 

Inland Empire, Calif. $980,000 35% $5.52 

Central New Jersey $650,000 10% $8.00 

Chicago $250,000 16% $3.95 

Pennsylvania Corridor $250,000 13% $5.85 

Las Vegas $220,000 17% $6.00 

Houston $196,000 14% $5.00 

Dallas/Fort Worth $163,400 7% $3.85 

St. Louis $152,000 0% $4.25 

Kansas City, Mo. $105,000 4% $3.95 

Atlanta $100,000 14% $4.75 
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Count of markets registering transactions at record high price per unit/price per square foot
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Source: Cushman & Wakefield
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Millennials Outduel  
Baby Boomers
“When researching products, millennials are 

more than three times as likely to turn 

to social media and mobile apps (both 48 

percent) than their baby boomer counterparts 

(both 14 percent).”
Source: Salesforce Connected Shoppers Report J
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Real Estate Firms adapt to disruption  
with new solutions.

Big Companies are moving into  
coworking spaces.

Shared Space cures remote workers’ loneliness.

Coworking blends the best in a hotel,  
university, and home.

Connectivity propels growth and innovation.

Design drives engagement.

Rapid Growth of coworking locations worldwide 
shows increases from 1,130 in 2011 to 13,800 in 2017.

Flexibility tops the list of popular benefits among 
freelancers, small businesses, and large enterprises.

Coworking Space  
Moves Mainstream
8 Key Coworking Concepts

Organizational Agility

69% Leverage third-party partners

Digital and Technology Agility

83% Monitor emerging technology trend

83% Use sophisticated business analytics

50% Maintain CRE digital and  

technology road map

Portfolio Agility

100% Negotiate flexible 

space options in lease

70% Seek shorter or  

more flexible lease options

70% Support an 

enterprise-wide flex-work program

60% Use flexible service providers,  

operators and/or third-party, short-term marketplaces

50% Deliver free address environments

Best Practices for CRE  
Companies to Adapt to 
Changing Office Sector

Source: 2018 CBRE Research U.S. Office Occupier

Source: Marcus and Millichap Research Services; MPF Research

Largest Growth 5-Year Inventory Change 5-Year Rent Growth

Austin, Texas 23.6% 22%

Charlotte, N.C. 22.9% 30%

Nashville, Tenn. 21.7% 31%

Salt Lake City 20.9% 31%

Raleigh, N.C. 19.5% 27%

San Antonio 18.7% 20%

Denver 17.9% 41%

Seattle-Tacoma 15.9% 41%

Orlando, Fla. 15.3% 35%

Dallas/Fort Worth 15.3% 30%

U.S. Average  9.8% 23%

Top U.S. Multifamily Markets  
by Inventory Change

https://www.ccim.com/
https://www.cgibackgrounds.com/
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Industrial Demand Meets Supply in Many U.S. Markets
2017 Net Absorption and New Deliveries (All Types, % of Inventory)
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Source: Cushman & Wakefield Research

MARKET

Briefly Noted
Hospitality — Due to 

positive forecasts for 

continued U.S. economic 

expansion during 2018, 

the hotel industry appears 

primed for increased 

demand nationally. Supply 

growth, however, is slowing 

down from its peak in 

2017, according to CBRE 

Research. The primary hotel 

guest profile is changing 

from from business to 

leisure. Over the medium 

term, hotels that cater to 

those traveling for vacations 

compared to those traveling 

for business will flourish. 

Industrial — Blockchain 

can help manufacturers, 

distributors, and suppliers 

work together more 

efficiently by tracking 

supply chains in real time. 

In turn, this reduces costs 

by minimizing discrepancies 

and increases transparency, 

according to JLL. For 

example, Walmart is using 

blockchain to keep track of 

pork distribution in China 

and shipping produce 

from Latin America to the 

U.S. As one-day delivery 

becomes the new normal, 

e-commerce and retail 

companies can benefit 

as the technology makes 

tracking products easier. 

Multifamily — The 2017 

tax act could affect housing 

preferences, according 

to Marcus & Millichap. By 

increasing the standard 

deduction and restricting 

housing-related deductions, 

individuals have less 

incentive to purchase 

homes and more motivation 

to stay longer in apartments. 

Also, home builders may 

reduce construction while 

shifting a portion of the 

housing demand from home 

ownership to rentals. If this 

behavior change happens 

as more young adults move 

into their own apartments, 

the demand for multifamily 

could significantly outpace 

the supply.

Office — As employment 

has accelerated, the 

demand for office space 

has increased. As the labor 

markets tighten, however, 

the need for office space is 

tapering off, according to 

Cushman & Wakefield. The 

demand for office space 

peaked at 81 million square 

feet in 2015, slowed to 53.2 

msf in 2016, and declined 

to 49.1 msf in 2017. Some 

of the decline comes from 

fewer square feet per person 

and slower job growth. 

C&W expects 1.1 million 

new office-using jobs to be 

created during the next three 

years, which is 50 percent 

lower than the 2.1 million-job 

pace from 2015 to 2017.

Retail — The three R’s 

of retail transformation 

encompass reduce, reuse, 

and recycle, according 

to Think US cities 2018 

outlook. Under reduce, 

retail tenants are ditching 

excess square footage 

for more efficient spaces. 

Other retailers are paring 

down their number of 

stores. The reuse is finding 

different tenants for 

shopping centers, such 

as grocers, gyms, and 

medical offices. Recycle 

is reimagining a former 

retail space as a mixed-

use project of multifamily, 

office, healthcare, self-

storage, and industrial.
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T
he economy is in one of the longest periods of expansion 
in history, with commercial real estate — industrial in 
particular — reaping the rewards. By most institutional 
accounts, the fundamentals of the U.S. economy will 

continue to be quite attractive for at least the next few years, par-
ticularly to international investors. These investors’ return expecta-
tions are better aligned, with some of the best assets being offered 
for sale in the most sought-after infill markets. In addition to the 
benefits the entire industry will gain from the 2017 Tax Cuts and 
Jobs Act, an increased investment in infrastructure is expected. 
The exponential growth in e-commerce and growing demand for 
last-mile logistics will continue to fuel industrial’s enviable position 
in the industry. Even though the outlook for industrial is stronger 
than ever for 2018, some challenges are on the horizon.

Soaring Construction Costs
Construction costs will continue to escalate during 2018, with 
some areas of the country experiencing a double-digit increase. 
Commodity costs for steel, lumber, and petrochemicals are 
expected to rise substantially, as will labor costs. 

In most metropolitan markets, the construction market infla-
tion rate has been averaging 5 to 6 percent, significantly higher 
than the approximate 2 percent average annual increase in the 
consumer price index. For example, a project built two years ago 
would cost 10 percent more to construct today. 

Following the recent natural disasters, competition for materi-
als is high, while the need for residential construction and a long 
overdue increase in infrastructure building will only amplify 
rising costs.

The labor shortage in the construction industry also will con-
tinue to drive up construction costs, with subcontractors hav-
ing the freedom to pick and choose their projects based on the 
highest margins. The labor shortage could lead to longer project 
timelines, as adequate staffing to complete a project on schedule 
may not be available in high-demand areas.

Dwindling Entitlements
It is becoming increasingly difficult to obtain entitlements in a 
timely manner, especially in the high barrier to entry and high-
absorbing markets that are ripe for warehouse development. D

N
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9

Navigating Challenges
While the industrial market is strong, some challenges lie ahead. 

by Brandon Birtcher

MARKETFORECAST
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Attorneys, environmentalists, and government entities can create 
enormous obstacles for developers, who in turn must be able to 
communicate effectively and compromise with these stakehold-
ers. Increasingly, developers must provide their public officials 
with political cover by rallying neighbors and community leaders 
in support of their job- and revenue-creating projects.  

Even when a project has the political support and complies 
with all environmental standards and zoning regulations, 
developers can face strong opposition from attorneys and envi-
ronmental activists. Some urban planners are revisiting their 
general plans to embrace the e-commerce demands of their 
community. 

They also are studying the best way to accommodate the 
increasing demand for last-touch logistics fulfillment. The most 
progressive city officials understand the benefits of providing 
convenient deliveries and are adapting by adjusting regulations 
to encourage warehouse development near major thoroughfares. 

Escalating Land Prices
During the past 18 months, the metropolitan markets with 
the highest barrier to entry and greatest demand have seen an 
unprecedented increase in rents, primarily due to escalations 
in land pricing. Infill sites are in high demand, as they provide 

retailers and their third-party logistic partners an efficient base 
to serve their online customers. 

As pressure builds to deliver infill sites, brokers are negotiat-
ing with a growing number of interested buyers. These sites, 
however, can be plagued by environmental or title challenges. 

Savvy brokers prepare their sellers by ordering an American 
Land Title Association survey, Phase 2 environmental studies, 
and clean title before putting the land on the market. These 
efforts help to reduce the need for developers to address these 
unknowns and result in more competitive bids. 

Finally, more brokers are coaching their sellers to offer more 
realistic timeframes for due diligence and, where appropriate, 
the entitlement process. As a result, sellers can better maximize 
sale proceeds. 

While multiple challenges face the industrial market in 2018, 
the benefits are well worth the risk. With continuing rent growth, 
demand-driven absorption, solid property valuations, and strong 
U.S. economic fundamentals, industrial is poised to see another 
record-breaking year of growth.  

Brandon Birtcher is co-owner and CEO of Birtcher Development 

LLC, a leading U.S. industrial real estate development company, in 

Newport Beach, Calif. Contact him at b.birtcher@birtcher.com.

https://www.ccim.com/
mailto:b.birtcher@birtcher.com
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F
or Jean Kane, CCIM, the possi-
bilities for careers in commercial 
real estate are limitless. “Every-
one is needed in real estate, 

whether you’re creative, a numbers per-
son, or a people person,” she says. “We 
need lots of different kinds of talent.” 

Kane speaks from experience. In 
a career of more than 30 years, she’s 
worked in several commercial real 
estate sectors. Today, as CEO of Col-
liers Minneapolis–St. Paul, she leads a 
full-service commercial real estate com-

pany, employing 240 people. Last year Kane was named one of 
Minneapolis-St. Paul Business Journal ’s Most Admired CEOs. 
She talked to CIRE about how her experience has shaped her 
leadership and the value of diversity in the workplace. 

CIRE: Describe your background in commercial real estate. 
Kane: I started out in property management and worked my way 
up through different facets of the industry. I interviewed with 
the Welsh Company and was lucky enough to become the real 

estate manager for the two founding members of the company, 
George Welsh and Dennis Doyle. 

The company grew rapidly, and I just kept taking on anything 
that Doyle would give me. I didn’t care about title; I didn’t 
care about money; I just wanted to learn. I went from being a 
property manager to becoming an asset manager, overseeing a 
real estate portfolio. 

That’s when I approached Doyle and said, “I’m looking at 
either getting my MBA or my CCIM. I think I would add the 
most value to you and our organization if I got a CCIM.” 

He understood the value of a CCIM designation because we 
had investment salespeople and brokers who were CCIMs. I 
started down that track because I thought it would help me better 
understand commercial real estate as an investment and make 
better decisions for my clients. 

Next, I got involved in loan workouts and then evaluating 
companies. I became more engaged in running the business 
and putting together capital stacks within the organization. In 
2004, I became an equity partner, and, in 2012, advanced to 
majority owner. 

In 2017, we sold our business to Colliers International as part 
of a strategic decision. We wanted a capital partner who under-

CCIM Q& A

Jean Kane
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Diversity Proponent
by Sarah Hoban
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stood our business model, had a global strategy, and a leadership 
team that we valued, as well as cultural alignment. 

CIRE: How important is culture in an organization? 
Kane: I’m big on culture. People have choices on where they 
want to be employed, and you want to be an employer of choice. 

We need to create a culture that provides a platform for cre-
ative, enterprising people. We have a full suite of services — bro-
kers and property managers — and plumbers and electricians, 
architects, and space planners. 

We’ve got creative people, technical people, and people out in 
the field. It’s valuable for them to know they can make a differ-
ence. If a tenant, landlord, or investment client is happy with our 
services, that reflects on the value of the company. 

CIRE: What are other elements to a successful organization? 
Kane: You must surround yourself with diversity. If you have 
people around you who think just like you, good things won’t 
happen. You must be willing to have people around you who can 
embrace change. As an organization, you must be cognizant of 
keeping what’s working, but you must be flexible.

We need to provide an atmosphere that gives people tools for 
continuous learning. I don’t care if it’s learning new technology 

or getting a new license — you’ve got to learn more about people 
and about technology.

CIRE: How has the Minneapolis-St. Paul market changed? 
Kane: It’s a terrific region and is emerging as a new market to 
watch within the commercial real estate industry. We’ve been 
blessed with wonderful organizations headquartered here. The 
changes come from more housing units in the urban center, and 
many more people embracing living in the city. 

CIRE: What advice would you give to have a successful 
career in commercial real estate? 
Kane: Your career is a journey. You may think you need to be 
always moving forward. The reality, however, is you’ll make 
mistakes, you’ll learn, you’ll hit bumps in the road, and you’ll pick 
yourself up. Don’t just be persistent — be pleasantly persistent. 

Sarah Hoban is a freelance writer in the Chicago metro area.

“You must surround yourself with diversity. 
If you have people around you who think just 
like you, good things won’t happen. You must 
be willing to have people around you who can 
embrace change.”

Connect with Decision Makers

Sponsor Upcoming CCIM Events

This fall, CCIM Institute is holding its marquee event, the CCIM Global Conference, 

in Chicago. For multinationals and mid-sized firms, it makes for a unique opportunity 

to showcase your business and connect with commercial real estate’s value drivers.

Learn more at 
www.ccim.com/sponsors

https://www.ccim.com/
https://www.ccim.com/sponsors
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W
ith conventional lenders both restricted by regu-
lations and wary of riskier ventures, mezzanine 
financing is playing a stronger role in providing 
equity for commercial real estate developments. For 

example, a builder wanted new capital to finance a multimillion- 
dollar construction project. Due to the company’s moderate 
economic performance, the bank was willing to finance only a 
portion. Venture capitalists were not interested. 

Finally, the builder secured an investment from subordinated 
debt carrying 13 percent interest with partial conversion in equity 
later. The banker viewed this mezzanine financing as quasi-
equity and then lent the balance of required funds. 

Similarly, a Real Estate Investment Trust needed more funds 
to acquire large parcels of commercial real estate in a growing 
market. Both the lender and the venture capitalists were hesitant 
until the REIT persuaded an investor to lend through subordi-
nated debt with no equity conversion requirement. 

Both these companies solved their financial quandary through 
mezzanine financing, a noncommon debt and quasi-equity 
instrument that has become increasingly popular. In finance, 
Wikipedia defines mezzanine capital as “any subordinated debt 

or preferred equity instrument that represents a claim on a com-
pany’s assets, which is senior only to that of the common shares. 
Mezzanine financings can be structured either as debt or pre-
ferred stock or a combination of both.” 

Financial Advantages 
In the layman’s language, these loans are like second mortgages 
on homes. Mezzanine financing is used in commercial real estate 
deals to obtain more funding when the lender will not venture 
beyond a certain loan-to-value ratio. 

The cost of mezzanine capital typically is higher than secured 
debt, while mainly being unsecured and subordinated to the 
primary debt. For instance, if a default occurs, the mezzanine 
financing is repaid after all senior obligations have been satisfied. 

In the risk and reward hierarchy for a lender, the position can 
be described as the higher the risks, the higher the rewards are 
for the lender. Technically, mezzanine debt can take the form of 
any of the following financing instruments: junior debt; preferred 
equity; convertible debt; and participating debt. 

Convertible debt can be converted into equity either on ful-
fillment or nonfulfillment of certain conditions attached to the F
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Capital Rescue
Mezzanine financing rescues deals when traditional lending  
cannot bear the risk.

by Pradeep Shukla, CCIM
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debt instrument. Participating debt occurs where the mezzanine 
financier participates in the net returns above a certain level. 

Mezzanine debt offers term capital to borrowers at an afford-
able price. The cost is more than primary debt but less than 
equity. This also adds up to the return on investment by appro-
priate leverage of equity. 

From the lender’s perspective, mezzanine financing provides 
a higher return than the principal debt and has a lower risk than 
direct equity. Also, mezzanine financing can be structured in 
different ways, giving flexibility to the parties involved. For larger 
acquisitions, a mezzanine package minimizes the cost of a private 
equity sale. 

Supply and Demand  
On the supply side, the market segment is difficult to quantify 
because of various complications and different forms and types 
of debt structuring that occur. However, the increasing appetite 
of the lenders and investors to seek higher ROI for higher risks is 
pushing more transactions to use mezzanine financing. 

On the demand side, three important aggregators are taking 
place in the current U.S. commercial real estate and capital mar-
kets: a pickup in new construction activities; expanding transac-
tion activity; and increased senior loan obligation. 

Investors may participate in the high yields from mezzanine 
loans through investments that either make mezzanine loans 
or hold this type of loan through a portfolio of debt securities. 
REIT companies specializing in commercial property debt often 
make mezzanine loans. 

Loan participation-focused, closed-end funds also may own 
mezzanine debt. Both REIT and closed-end fund shares trade 
on the stock exchanges and can be purchased through a stock 
brokerage account. 

Pradeep Shukla is the broker/owner of RE/MAX Renaissance in 

Des Plaines, Ill. Contact him at pbs98@hotmail.com. 

GETTING STARTED 

Mezzanine financing can offer favorable risk and 

reward opportunities for investors. However, it 

is difficult to recommend it unless the interests 

of the borrowers are aligned with those of the 

mezzanine provider and the first mortgage lender. 

For a beginner, the best way to look for additional 

investment through mezzanine financing is to 

consult their banker, accountant, and attorney. Even 

if unfamiliar, these professionals can locate the right 

sources of mezzanine financing to structure a deal 

that is suited to the borrower’s specific needs.

Did you know?

In 2017, the officers and directors of the CCIM Foundation formally approved 

the Robert L. Ward Fund to support real estate research initiatives. 

The CCIM Foundation is a 501(c)(3) nonprofit organization.

The Robert L. Ward Fund was established with contributions from the CCIM Foundation, CCIM Institute, and 

individual donors in memory of Robert L. “Bob” Ward, CCIM, who was a past president of CCIM Institute 

and was well known for his leadership in education. This fund is an important resource for both the future 

of the industry and the continued excellence of the CCIM education program. 

To learn more about the Robert L. Ward Fund and to make a contribution, visit www.ccimef.org/wardfund

https://www.ccim.com/
mailto:pbs98@hotmail.com
https://www.ccimef.org/give-now-robert-ward-fund.asp


COMMERCIAL INVESTMENT REAL ESTATE16    May | June 2018

T
hroughout the negotiations for the Tax Cuts and Jobs Act 
of 2017, Internal Revenue Code Section 1031 like-kind 
exchanges had been at risk. Fortunately, exchanges of 
real estate property were saved from the chopping block. 

Conversely, tax-deferred transactions involving personal prop-
erty, intangibles, and collectibles were axed. These types of assets 
no longer are considered qualified property to exchange. 

Despite the reprieve for exchanges of real property, the 2017 tax 
act does affect specific real estate transactions. The most adversely 
affected are those involving the sale of certain fast food restaurants 
that have a valuable franchise license, such as McDonald’s. 

In many of these transactions, the ownership of the franchise 
license, and not the underlying real estate, was being sold. Because 
these licenses are considered an intangible, they no longer qualify.

The second primary casualty is the personal property compo-
nent of multi-asset exchanges, a 1031 exchange, where real estate 
and personal property are sold together. Personal property is a 
broad separate category, which includes aircraft and bulldozers, 
as well as furniture, fixtures, and equipment.

Like real estate, taxable gain can be triggered when personal 

property is sold. To avoid this gain, the FF&E component had 
to be structured as a separate exchange because it was not like-
kind to real property. 

For example, hotels, restaurants, medical facilities, and cer-
tain types of manufacturing typically contain a large amount 
of FF&E. Previously, when structuring multi-asset exchange 
transactions, it was common for investors to allocate values in the 
contract for the various components in the sale — the real estate,  
FF&E, and goodwill. 

Clients use this information to seek replacement property that 
contains similar like-kind exchange categories, giving investors 
an opportunity to align values to maximize tax treatment. 

Overcoming Challenges
Herein lies the challenge. The federal capital gain tax rate on 
appreciated real estate is 15 percent to 20 percent, while the tax rate 
on gain for personal property is 35 percent, nearly twice as much. 

Since using the gain on the sale of FF&E cannot be deferred 
any longer, sellers will want to try to maximize the real estate 
value allocation and minimize the FF&E. But buyers generally M
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Mitigating Circumstances
The 2017 tax act affects specific types of like-kind property  
exchange transctions. 

by Ron Raitz, CCIM
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want the highest possible value allocated to the FF&E, because 
they receive a greater depreciation write-off benefit. This creates 
an excellent opportunity for commercial real estate professionals 
to use their negotiating skills. 

Ideally, the FF&E would be valued at or below its current 
adjusted basis, resulting in no taxable gain. This assumes an 
objective market analysis or appraisal will justify the valuation. 
If not, it would be more beneficial to consider shifting more value 
to goodwill. The tax rate on goodwill is much lower than the tax 
rate for the gain on FF&E.

As an example, Justin Smith owns a hotel listed for $5 mil-
lion and plans on using a 1031 exchange. He receives a full price 
offer that includes an allocation of $3.8 million for the real estate 
property; $1.1 million for the FF&E; and $100,000 for goodwill. 

According to Smith’s accountant, the real estate tax basis 
and FF&E are respectively $2.5 million and $500,000. If he 
accepts the offer as stated, Smith would potentially pay taxes on 
$600,000 of FF&E gain. This is calculated by subtracting the 

tax basis of $500,000 from the allocated value of $1.1 million. 
The commercial real estate professional’s analysis of the mar-

ket, however, indicates the land and building are worth $4.5 mil-
lion. Based on this information, Smith proposes a counteroffer, 
changing the purchase price allocation to $4.4 million for the 
real estate and $500,000 for the FF&E, leaving the goodwill at 
$100,000. If the buyer accepts this counteroffer, Smith will save 
more than $200,000 in taxes.

While it is important that commercial real estate profession-
als do not give tax advice, knowing how the new tax law affects 
these kinds of assets will allow them to ask some new questions. 
Assuming tax counsel provides commercial real estate profession-
als with the tax basis and that maximum real property value can 
be determined, these practitioners will be in a better position to 
negotiate the best possible contract for their clients.

Ron Raitz, CCIM, is president and founder of the Atlanta Deferred 

Exchange in Marietta, Ga. Contact him at rraitz@ade1031.com.

“Since using the gain on the sale of FF&E cannot be deferred any longer, 

sellers will want to try to maximize the real estate value allocation and 

minimize the FF&E. But buyers generally want the highest possible value 

allocated to the FF&E, because they receive a greater depreciation write-

off benefit. This creates an excellent opportunity for commercial real 

estate professionals to use their negotiating skills.”

Members can use the CCIM booth to meet with clients  

at the world’s largest retail real estate convention.

Save the Date:

 May 21-23, 2018
Las Vegas Convention Center

Booth #C2020

Join CCIM Institute and STDB at

https://www.ccim.com/
mailto:rraitz@ade1031.com
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L
itigation is expensive, disruptive, incredibly stressful, 
and inherently unpredictable. To avoid litigation arising 
from a commercial real estate transaction, commercial 
real estate investors and professionals should consider the 

following risk-minimizing best practices.

Difficult Counterparty 
Doing business with a difficult or dishonest counterparty sub-
stantially increases the risk of litigation. Conduct thorough due 
diligence before the transaction is inked. 

Here are some questions to consider:
• Does the counterparty have a history of litigation? 
• What is its reputation in the relevant community? 
•  Does the individual or organization have the  

financial resources to perform its contractual obligations, or 
are there indications of cash-flow problems? 

If these considerations indicate a problem, consider whether 
the deal is worth the risk. Sometimes it is better to abandon a 
transaction than to close.

If the deal is worth the risks a difficult counterparty presents, 
take extra care with the transaction documents. Make sure all 
foreseeable problem areas are addressed clearly in writing. 

If there are any indications of financial weakness, request a 
personal guaranty, letter of credit, or other security-ensuring 
performance. Be careful, however, about real property security. 
In many states, including California, the creditor’s remedies will 
be restricted severely when the financial obligation is secured 
real estate.

Legal Expertise
Poorly drafted, incomplete, or ambiguous deal documents can 
lead to disputes over the parties’ obligations, which often result 
in litigation. Documents that do not clearly or accurately reflect 
the transaction terms may lead to an undesirable litigation result, 
such as a loss. 

Since real estate law is intensely specialized, it would be 
prudent to use an attorney with the right expertise. A law-
yer who is not familiar with the relevant subject matter may 
miss critical issues, creating a ticking time-bomb in the deal 
documents. F
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Preventive Measures
Commercial real estate professionals can minimize litigation  
risks to ensure successful deals.

by Carl Ciochon, JD

LEGAL BRIEFS
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Ask the prospective attorney how many similar transactions 
he or she has handled in the past three years. Do not use an 
attorney who lacks experience specific to the deal; do not use 
a form downloaded from the internet; and do not attempt to 
save legal fees by cutting and pasting from documents used in 
previous transactions. Consider the money spent on compe-
tent, qualified counsel as insurance against the exponentially 
greater cost of litigation, which may result if the documents 
are legally deficient.

Binding and Nonbinding Agreements 
If not properly drafted, letters of intent, commitment let-
ters, options, and similar documents may create uncertainty  
as to the existence of a binding contract, which could result 
in litigation. 

If there is no intention to create a legally enforceable obliga-
tion, make sure the documents state that no such obligation is 
created. Conversely, if the intent is to bind the parties to basic 
terms, with a more-detailed agreement to follow, clearly express 
that intention. To avoid disputes over whether a binding contract 
exists, consider using language such as: “This agreement shall 
not be binding until executed by all parties.” 

Disclosure
Buyers or lessees who believe they have been misled frequently 
sue. Cases of buyer’s remorse are particularly prevalent following 
a real estate market peak, when buyers find their property worth 
less than they paid. 

Ensure against a fraud suit by erring on the side of disclosure. If 
the commercial real estate professional asks whether a particular 
fact ought to be disclosed, the answer is probably yes. Disclose in 
writing, with the receipt confirmed by the buyer. 

If a dispute arises, the buyer likely will deny any oral disclo-
sures were made. Keep a detailed record of the files that were 
made available during due diligence and have the buyer confirm 
in writing that these files were made available.

A high percentage of lawsuits trace back to a failure to adhere 
to one of these recommendations. By keeping this advice in mind, 
commercial real estate professionals will substantially reduce the 
risk of being dragged into the dark abyss of litigation.

Carl Ciochon, JD, is a partner in the litigation department at 

Wendel Rosen Black & Dean LLP and cochair of the firm’s real  

estate litigation group in Oakland, Calif. He can be reached at 

cciochon@wendel.com. 
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Predictive Analytics
New tools are boosting the power of predictive analytics.

by Tom Bothen, CCIM

K
nowing the future of life and death for everyone may 
be the ultimate goal of predictive analytics. However, 
first it’s essential to determine how it applies to specific 
industries such as commercial real estate.

Commercial real estate professionals apply predictive analytics 
using the classic CCIM demand/supply/gap model. Combining 
powerful, cost-effective computer capability with big data sources 
provides a greatly expanded version of the CCIM model in a 
business environment fixated on instant gratification.

Traditionally, the real estate model concentrated on population 
growth, job growth, and household formation, which predicts 
demand for industrial, residential, retail, and office property 
growth. The same technology driving the success of Amazon 
also gives commercial real estate professionals new tools to evalu-
ate demand and analyze supply for more accurate analytics.

Ascendance of 24-Hour Cities
The commercial real estate economist Hugh F. Kelly recently 
described how an office rent premium of 28.8 percent in the 
24-hour cities of Boston, Chicago, New York City, Philadelphia, 
San Francisco, Seattle, and Washington, D.C., compared to their 
adjacent suburbs during a 21-year study period. The definition 
of a 24-hour city is a place where people live, work, and recreate, 
according to Baruch College research. 

Also of note, these same 24-hour cities are included among 
the top 20 contenders that Amazon recently announced for its 
second headquarters. This presents an unusual opportunity for 
the use of predictive analytics. 

The Amazon request for proposal describes the city char-
acteristics, which closely parallels the content of the CCIM  
CI 102 Market Analysis course and is based on the market-
verified principle that market analysis drives financial analysis. 

This condensed predictive model format uses Amazon crite-
ria applied to the cities of Indianapolis; Pittsburgh; Columbus, 
Ohio; and Raleigh, N.C., to analyze the commercial real estate 
investment. This assumes none of these cities will become Ama-
zon HQ2. 

CCIM Institute offers members a packaged set of predictive 
analytic elements in STDB business analytics and optimization. 
While the analytics can be sophisticated, the simple basics also 
can be valuable. For example, the demand model from the CCIM 
CI 102 course is one of these basic, but very powerful, models.

Applying Predictive Analytics
For the application of predictive analytics, the focus will be on 
total employment, as well as educational attainment defined as 
the number of workers with four-year college degrees and those 
with advanced degrees. The education level of the workforce and H
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employment-to-population ratio indicates the ability of a local 
economy to create jobs. 

A higher employment-to-population ratio will have a positive 
impact on the gross domestic product per capita. The growth 
industries in the U.S. economy include intellectual property, arti-
ficial intelligence, and other knowledge-based sectors. In these 
sectors, companies will move to or form start-ups in the cities.

The graphic illustrates the employment and educational levels 
for the four selected cities. Designated market areas were used 
to define the study area, and nonfarm employment was used to 
calculate the employment-to-population ratio.

Columbus, Ohio, ranks highest for the ratio score, but Raleigh-
Durham, N.C., has the most educated population. Other more 
extensive and rigorous analytics include population growth 
predictions; jobs analysis; and long-term occupancy by product 
type and market class combined with rental rate and sale price 
history. Evaluating these criteria deepens knowledge of the 
market to devise more detailed and accurate predictions. 

Toronto also ranks in the top 20 cities for Amazon HQ2. 
Its unique attribute is an 800-acre area on the downtown 
lakefront called Quayside. A Google-owned company named 
Sidewalk Labs has won the contract to remake Toronto as the 
city of tomorrow. This transformation will include self-driving 

buses, modular homes, and offices, retail, and cultural spaces all  
connected by sensors and other leading technologies.

These analytics are integral components of the CCIM cur-
riculum and STDB BAO. The commercial real estate market is 
competitive, and time is the scarcest resource. Choose wisely and 
use CCIM technology resources to be successful.

Tom Bothen, CCIM, is a CCIM Institute senior instructor and 

director of investment analytics at One Chicago Realty in Oak 

Brook, Ill. Contact him at tcbothen@aol.com. 

U.S. City

Employment- 

to-Population 

Ratio

Number of College/

Advanced Degree 

Population

Columbus, Ohio 0.44 549,667

Indianapolis 0.37 634,996

Pittsburgh 0.42 652,637

Raleigh, N.C. 0.36 752,895
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n the decade since the risk of vapor intrusion has become a 
prominent commercial real estate environmental concern, 
sophisticated developers have learned to assess and man-
age the risk and unlock the value of the affected properties. 
Since urban infill projects are among the most attractive 

commercial real estate investments, getting this risk under con-
trol is critical.

The risk of vapor intrusion arises where hazardous substances 
released into the soil or groundwater emit gases that infiltrate 
occupied buildings or structures. These vapors can rise into the 
structure through cracks or gaps in basement floors, walls, or 
foundations, as well as utility conduits or other openings. 

Common Polluters
Industrial solvent use, dry cleaners, and gas stations are com-
mon sources of vapor-intrusion risk. Since dry cleaners often are 
located in downtowns, suburban retail centers, and hotels and 
resorts, they may present the biggest risk. Dry cleaning solvents 
often got into groundwater from the disposal of the solvents 
down the drain or by leaks from sewer lines. 

The risk exists even for properties that have completed govern-
ment-supervised cleanups. In the past, such cleanups might not 
have sufficiently addressed the vapor-intrusion risk. 

As a result, acquirers must carefully assess the sites where the 
government agency deemed the cleanup to be complete. If it was 
not explicitly ruled out, the risk of vapor intrusion may persist.

If the concern arises, a developer will want to involve an experi-
enced consultant to complete the environmental assessment. Sev-
eral guideposts enable developers to assess the risk. An industry 
consensus standard on how to assess the risk of vapor intrusion has 
existed since 2008. In 2015, the U.S. Environmental Protection 
Agency issued guidance specifically for hazardous waste sites.

The EPA’s guidance calls for a multiple lines of evidence 
approach. The agency advises considering whether a likely 
source of hazardous substances exists underground, if a pathway 
is known for those substances to migrate into buildings, and if 
entry routes can be discovered into the building, such as drains, 
sump pumps, or cracks in the foundation.

Mitigating Environmental Risks
If the potential for risk is found, developers have become experi-
enced in mitigating the risk. Typically, mitigation falls into two 
general categories: engineered and institutional controls. 

Engineered controls prevent vapor entry into structures. Institu-
tional controls, such as deed restrictions, prohibit construction or 
occupation of a building in a manner that could facilitate exposure.

For new construction, it’s easier to install engineered controls. 
Laying a vapor barrier beneath the foundation slab and installing 
passive or active venting systems during construction generally 
will be less costly. For existing buildings, it may be possible to 
install ventilation beneath an existing slab.

Several years ago, a lender considered providing a mortgage 
to a Mountain State office building. The business opportu-
nity happened because another lender was spooked by the 
potential risk of vapor intrusion into the office building from 
a dry cleaner. 

When the first lender walked away from the financing, the 
second lender took it over. In the years since that loan, the entire 
commercial real estate community has become more optimistic 
and savvy about vapor-intrusion risks.

Common Scenarios
For example, a buyer recently acquired a multifamily rental 
development built on the site of a former oil and gas production 
site. While sophisticated, the buyer tends to be conservative and 
would not have considered this property just a few years earlier. 
With proper attention to detail, however, the buyer was able to 
determine that the investment is environmentally sound.

The apartment complex is built with engineered vents through-
out the structure to vent any vapors that collect beneath the foun-
dations into the air above the residences. Throughout the com-
plex, vent lines run from beneath the foundations to above the 
roofs. Each vent line has sampling ports for monitoring.

The buyer was reassured the buildings were constructed 
according to plans approved by environmental regulators, and 
that ongoing monitoring is occurring on the property. 

Even more recently, a buyer purchased a portion of a former 
semiconductor manufacturing site to build residential townhomes. 
The semiconductor manufacturer had stored chlorinated solvents 
used for cleaning and degreasing in more than 20 underground 
storage tanks, which had leaked into the ground over the years. 

Under the supervision of government regulators, the seller 
had addressed the site’s environmental condition. Regulators 
had approved the site’s reuse for residential purposes, subject to 
several environmental land-use restrictions. 

One restriction was the relocation and continued operation and 
maintenance of groundwater extraction and treatment wells. As a 
condition of residential redevelopment, the developer had to con-
tinue to treat site groundwater to prevent the risk of vapor intrusion. 

Through careful review and reporting on voluminous environ-
mental reports, the buyer was persuaded of the safe occupancy for 
the residences because of the groundwater treatment. 

With time and through newer technology, vapor intrusion has 
become another environmental liability risk, such as asbestos 
and lead paint, that commercial real estate developers have had 
to understand and accommodate. Sophisticated developers have 
learned to assess and manage the risk, so that they can proceed 
with investments that otherwise provide an appropriate yield. 

Tom Mounteer is a partner at Paul Hastings in Washington, D.C., 

and professor at George Washington University Law School. Con-

tact him at tommounteer@paulhastings.comA
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Bridging the last mile is reshaping strategies 

for retailers and e-commerce firms.
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T
he days when traditional retailers fit into one box 
and online retailers fit into their own separate box 
are falling by the wayside. The next generation of 
retail is a big melting pot of physical stores and 

showrooms, e-commerce platforms, and logistics networks 
all tied together with more technology.

Rapidly evolving technology along with changing con-
sumer behavior is creating disruptive change across the 
retail commercial real estate market. Media headlines are 
quick to point to retailer bankruptcies, store closings, and 
shrinking store footprints. 

The good news is that a retail “apocalypse” is not under-
way, says K.C. Conway, MAI, CRE, chief economist for 
CCIM Institute and director of research and corporate 
engagement in the Culverhouse College of Commerce at 
the University of Alabama in Tuscaloosa, Ala. “There is 
retail disruption, but it is not the end of the world for retail.”  

Scarcity of Good Retail Locations
Retail store openings continue to outpace the number 
of closings in 2017, and vacancies have been holding up 
under the competitive pressure. At the start of 2018, Reis 
reported steady average vacancies of 9.9 percent at an 
annual effective rent increase of 1.9 percent. 

“In Houston, as is the case in many places, we are at an 
all-time high in occupancy,” says Nick Hernandez, manag-
ing director of retail services at Transwestern in Houston. 
The bigger challenge is that there is not much vacancy for 
tenants who are looking to expand, especially not a lot of 
good locations, he adds.

Another positive note is that consumers spent 3.6 percent 
more money on retail and food services sales in January 2018 
year-over-year, according to the U.S. Census Bureau. As 
the transition to e-commerce continues to accelerate, where 
and how people are buying goods is vastly different today. 

“The retail side definitely is going through a transition 
period and adjusting to shoppers who prefer to shop online,” 
says Ron Koenigsberg, CCIM, president of American 
Investment Properties in Garden City, N.Y. 

E-commerce makes up about 9 percent of total retail sales 

and has been growing at a rate of approximately 15 percent 
annually. In addition, Forbes recently reported that 80 mil-
lion people in the U.S. — 64 percent of U.S. households —  
have Amazon Prime accounts that provide free two-day 
shipping on eligible items. 

That statistic highlights some of the key challenges facing 
many retailers — how to balance physical stores and online 
sales and how to get online orders into the hands of consum-
ers as quickly and cost-effectively as possible. 

Most retailers, even Amazon, are trying to figure out how 
to improve on last-mile delivery, with ideas ranging from 
drones and Uber to in-store pickup stations. “There are 
certainly opportunities for retailers to get better at how they 
distribute and how they use their stores,” says Cason Bufe, 
CCIM, vice president of real estate at Rooker in Atlanta. 
“But it is really still early innings to see how that all shakes 
out and how they can do it profitably.” 

Stores Versus Shipping
Physical stores do give retailers an advantage over pre-
dominantly online retailers because stores are closer to the 
goal of reaching the customers’ last mile. Retailers are still 
trying to resolve how to use stores to their advantage. Some 
are attracting customers into stores by transforming the 
store experience to give shoppers something they can’t get 
online, such as convenience, knowledgeable staff, a try-
before-they-buy experience, or in-store entertainment or 
events. 

“E-commerce is the new trend, but it doesn’t mean that 
brick-and-mortar or the department stores are shutting 
down,” says Ali Asgary, CCIM, associate vice president of 
investment sales and leasing at Cushman & Wakefield in 
Toronto. “They are downsizing, rightsizing, and strategi-
cally making use of their retail space.” 

Retailers are balancing physical stores or showrooms with 
the development of fast and cost-efficient supply chain for 
online sales. Some retailers are testing click-and-collect strat-
egies, allowing customers to order online and pick up items 
in stores. In Canada, for example, major grocery store chains 
such as Loblaws and Sobeys have systems in place where A
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customers can order groceries online and then drive up to 
pick up their orders. 

Canada also has seen retailers taking advantage of third-
party firms that offer convenient pickup locations for online 
purchases. For example, Walmart Canada has partnered 
with Penguin Pickup to open several co-branded Penguin 
Pickup/Walmart locations that allow customers to place 

orders online and pick up their purchase at a designated 
location. With 75 locations across Canada, Penguin Pickup 
can offer free, convenient pickups for online purchases. 

Target also paid $550 million to buy the online delivery 
service firm Shipt in late 2017. In addition to being able to 
pick up online orders in stores, customers can sign up for 
same-day delivery service. 

Grocers Feel the Heat
by Beth Mattson-Teig

Amazon’s acquisition of Whole Foods last year is a game changer for the grocery sector. Not only does it crank 

up the competitive pressure, but it highlights new and emerging technology that has the potential to disrupt this 

retail niche. 

“Anybody who has a grocery-anchored center who thought they were immune from retail disruption may be 

very surprised,” says K.C. Conway, MAI, CRE, chief economist for CCIM Institute and director of research and 

corporate engagement in the Culverhous College of Commerce at the University of Alabama in Tuscaloosa, Ala. 

“I think the changes coming to grocery-anchored retail are just at the cusp of being turned upside down.” 

Consumers often make multiple trips weekly to the grocery store, either to grab a few essentials or to load up 

a full shopping cart. Those visits help to drive traffic to other tenants within grocery-anchored shopping centers. 

However, some industry experts are predicting that consumer visits will decline as more people start buying 

groceries online. Current estimates show that online grocery sales represent a small fraction, less than 2 percent, 

of the nearly $610 billion in annual revenues generated by U.S. grocers and supermarkets. 

However, online grocery sales are poised for rapid acceleration. A new report released by Nielsen and the 

Food Marketing Institute predicts that 70 percent of consumers will be grocery shopping online by 2024, for an 

estimated total of $100 billion. 

Many grocers are adapting strategies to capture online sales with the introduction of delivery services and 

pickup stations. Growing online sales could mean that the grocery sector is headed for the same disruption as 

the retail sector, with shrinking real estate needs for fewer and smaller stores. And online sales are only part of 

the story related to how technology may transform the sector.

“A tremendous amount of change is beginning to happen in grocery, and I think it is going to change even 

more with Amazon’s acquisition of Whole Foods,” adds Nick Hernandez, managing director of retail services at 

Transwestern in Houston. In February, Amazon announced that it is going to start testing free grocery delivery in 

four U.S. cities. 

Grocers are continuing to open new stores. However, the huge supermarkets are being replaced by medium-

size shops, notes Pawel Koltun, CCIM, a senior consultant in development consultancy at CBRE Poland in 

Warsaw. European grocers also are expanding their online sales channels. The biggest chains like Biedronka or 

Lidl decided in 2017 to start selling through external online shops. This shows the trend to develop alternative 

sales channels according to consumer expectations, Koltun adds. Technology and the Internet of Things are 

changing the nature of the grocery business. Grocers such as Aldi are collecting data on what people are buying 

that allows them to create a more curated inventory based on the customer base of individual stores. 

Grocers also are figuring out how to create more customized stores that cater to a specific neighborhood 

demographic that gives them better margins. One store might have more of an Asian assortment, with different 

types of produce or seasonings, compared to a store catering to a Latin population.

Emerging technology will leverage coding on products, such as laundry soap or shampoo, that can alert the 

customer when that product is running low. “I think you are going to see more collaboration between manufac-

turers and the retail entity, like Amazon, to go the next step, which is to anticipate needs and then pre-order and 

deliver products,” Conway says.
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Target recently started rolling out 
same-day delivery service in select mar-
kets, including Minneapolis and Hous-
ton. The company expects the same-day 
delivery service to be available at most of 
its stores and all major markets before the 
2018 holiday shopping season.

“Retailers are trying to lure in customers 
with free shipping and free expedited ser-
vices, but it is really hurting their bottom 
line,” Asgary says. 

Some research studies show that nearly 
half of all online orders — 46 percent — 
are returned, oftentimes with free ship-
ping. “This is something that every retailer 
or e-commerce company is trying to figure 
out,” he adds.

Transitioning Online Retailers 
The flip side of the retail disruption is that online retailers 
are expanding into brick-and-mortar stores and showrooms, 
contributing to positive leasing momentum. The stores can 
help to boost brand awareness, allow retailers to interact 
with their customers, and create added efficiencies for dis-
tributing goods and devising a drop-off site for returns. 

In addition to pop-ups and bookstores, Amazon took a 
major step into brick-and-mortar retail by acquiring Whole 
Foods in 2017. Bonobos, Warby Parker, and Indochino are 
among those leading online retail brands that are expanding 
their offline presence. Currently, Warby Parker operates 64 
stores, with a goal to reach 100 by the end of 2018. Bonobos 
is approaching 50 showrooms, while Indochino celebrated 
24 locations in April. 

“In our market, we are seeing a trend of online retailers 
opening physical stores,” Koenigsberg says. Retailers such 
as Amazon, Fragrance.com, France and Son furniture sell-
ers, and online jeweler Blue Nile are among those creating 
a physical store presence in Long Island, N.Y. 

“These pop-up stores and display rooms have helped 
increase online sales for the retailers,” he says.

In Poland, several online apparel and furniture compa-
nies are opening showrooms to promote their products and 
offer an omnichannel experience. Another active category 
for showrooms is electronics and tech companies, notes 
Pawel Koltun, CCIM, a senior consultant at Development 
Consultancy at CBRE Poland in Warsaw. 

For example, Samsung is opening showrooms to support 
and promote its B2B processes and digital signage systems. 
Product companies also are opening showrooms to introduce 
customers to 3D printing technology and products, he adds.

In most cases, the growth in new showrooms for online 
retailers is occurring on a limited basis for its store, with 
smaller footprints and locations that are very targeted to 

high-profile, urban locations with heavy foot traffic. That 
expansion generally is happening in bigger metropolitan 
statistical areas, with a large population that helps online 
retailers to maximize exposure and customer reach.

Tackling Last-Mile Solutions
A convergence of retail and industrial space is a big byprod-
uct of the disruption occurring in retail. “The way that we 
buy today really depends on the supply chain or warehousing 
of goods that come through e-commerce,” Conway says. 

More goods are coming from warehouses and e-fulfill-
ment centers rather than malls and retail stores. “We don’t 
want to drive to get the stuff,” Conway adds, “We want to 
click and have it brought to us at our homes.”

Retailers ranging from Amazon and Zappos to Macy’s 
and Walmart are all working to solve a common problem 
— how to improve on the delivery of online purchases. For 
example, Amazon is testing the Amazon Key concept, 
which is a lock box that allows Amazon to put the package 

-4 -2 0 2 4 6 8 10 12 

Sporting Goods, Hobby, Book, and Music 

Department Stores (excl. leased departments)  

Electronics and Appliance Stores 

Health and Personal Care Stores 

Clothing and Clothing Access. Stores 

Grocery Stores 

Food Services and Drinking Places 

Miscellaneous Store Retailers 

Furniture & Home Furn. Stores 

Building Mat. & Garden Equip. & Supplies 

Gasoline Stations 

Nonstore Retailers 

YOY (%) 
Rolling 4-Quarters 

Q4 2017 

Retail Sales

Source: U.S. Census Bureau, Q4 2017

T
h
o

m
a
s
 B

a
rw

ic
k

https://www.ccim.com/
https://www.fragrancenet.com/?mv_pc=FragCom&utm_source=fragcom&utm_medium=redirect


COMMERCIAL INVESTMENT REAL ESTATE28    May | June 2018

0 

2 

4 

6 

8 

10 

12 

14 

Q4 
20

07
 

Q2 
20

08
 

Q4 
20

08
 

Q2 
20

09
 

Q4 
20

09
 

Q2 
20

10
 

Q4 
20

10
 

Q2 
20

11
 

Q4 
20

11
 

Q2 
20

12
 

Q4 
20

12
 

Q2 
20

13
 

Q4 
20

13
 

Q2 
20

14
 

Q4 
20

14
 

Q2 
20

15
 

Q4 
20

15
 

Q2 
20

16
 

Q4 
20

16
 

Q2 
20

17
 

Q4 
20

17
 

(%) 
Lifestyle & Mall Neighborhood, Power Total Retail 

  Community & Strip Malls

0 

20 

40 

60 

80 

100 

120 

140 

160 

180 

0 

10 

20 

30 

40 

50 

60 

70 

Q4 
20

07
 

Q2 
20

08
 

Q4 
20

08
 

Q2 
20

09
 

Q4 
20

09
 

Q2 
20

10
 

Q4 
20

10
 

Q2 
20

11
 

Q4 
20

11
 

Q2 
20

12
 

Q4 
20

12
 

Q2 
20

13
 

Q4 
20

13
 

Q2 
20

14
 

Q4 
20

14
 

Q2 
20

15
 

Q4 
20

15
 

Q2 
20

16
 

Q4 
20

16
 

Q2 
20

17
 

Q4 
20

17
 

(MSF) (MSF) 
Total Retail Completions (L) Rolling 12-Month Completions (R)  

Availability Rates

Total Retail Completions

Source: CBRE Econometric Advisors, Q4 2017

Source: CBRE Econometric Advisors, Q4 2017

Retailers would love to bring industrial warehouse and 
fulfillment centers closer to the rooftops. However, several 
barriers exist before than can happen. 

Typically, empty big box stores aren’t equipped with the 
features that would be needed to convert space to a ware-
house and distribution use, such as high ceiling heights, 
loading docks, and truck doors. “Those are really important 
pieces of the puzzle when you are designing a distribution 
center or warehouse that you obviously don’t have in a retail 
location,” Bufe says. Zoning is another big stumbling block.

Chasing New Technologies
Consumers still need stores for the offline shopping expe-
rience. People don’t always know exactly what they want. 
They do like to browse the latest fashions, try on clothes, 
demo products, and ask questions. 

Yet consumers are visiting physical stores less frequently, 
and the rise in online sales means more product can be ware-
housed off site and shipped direct. As a result, many retail-
ers need much less physical space — fewer stores, smaller 
footprints, and strategic locations. 

“The reality is that we’re going to continue to see store 
closings, and we’re going to continue to see retailers cut their 
overhead real estate costs and invest more in technology, 
giving us a more thorough experience online,” Conway says.

Evolving technology is another challenge for retailers. 
The race to create omnichannel platforms is old news. 

The disruption ahead is expanding into the Internet of 
Things as retailers not only deliver the convenience of online 
shopping, but also capture more data from customers on what 
they are buying, which allows them to make smarter deci-
sions on the type and amount of inventory to stock closer to 
customers. Based on the data, retailers next decide how much 
inventory in stores versus in fulfillment centers.

Retailers are figuring out that the more they can learn 
about customers and their shopping behavior, the more 
they can customize the product offering and sell more mer-
chandise, according to Conway. That is not good news for 
retailers who were already behind the curve in introducing 
new technology, because the consumer is already moving 
forward and embracing new conveniences, such as voice-
activated shopping with Alexa and Google Home. 

Retailers and developers are working on new ideas and 
creative solutions to improve the delivery and return of goods, 
and the race to capture the last mile is still playing out. “I 
think there is a lot of testing that is going on right now and a 
lot of ideas that are being looked at,” Hernandez says. “How-
ever, if you are not thinking about technology and how that 
affects your store — from footprint to customer experience to 
distribution — you are really behind the eight ball.

Beth Mattson-Teig is a business writer based in  

Minneapolis.

inside a secure delivery box, so that packages are not stolen. 
“I think retailers are going to gravitate more toward fig-

uring out the last-mile solution, and that click-and-collect 
just won’t work,” Conway says. Consumers like the conve-
nience of having goods come to them. They don’t want to 
get in their car, sit in traffic, go into a store, and wait in line 
to pick up their order, he adds.

Canada Post, which delivers mail, has a creative concept 
in the works where it rents a 4,000- to 5,000-square-foot 
building where online orders can be shipped and returned. 
If the customer likes it, he can keep it. Or if it doesn’t work, 
he can return it easily at the same site. 

“They haven’t really figured out the best approach, but 
they are all trying to go through this trial and error to see 
what works for them and what doesn’t work,” Asgary says.
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Fewer immigrants disproportionately affect 
commercial real estate and related industries.

by Sara S. Patterson
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However, immigrants may have an even stronger 
impact on the U.S. commercial real estate industry than 
the overall U.S. economy. Foreign-born workers com-
prise about 17 percent of the U.S. labor force, but they 
fill 31 percent of buildings and grounds cleaning jobs 
and 25 percent of construction positions, according to 
Cushman & Wakefield. 

“We have a shortage of talent, and immigration fills 
up the gap,” says Revathi Greenwood, head of research, 
Americas, at Cushman & Wakefield. 

Skilled Workers Gap
Currently, nearly 34 million legal immigrants live in the 
U.S., while other residents obtain green cards available 
to students and workers. Additionally, about 1 million 
unauthorized immigrants temporarily live and work in 
the U.S. through the Deferred Action for Childhood 
Arrivals and Temporary Protected Status programs, 
according to the Pew Research Center. 

“If the 800,000 DACA recipients are deported, it may 
cost U.S. businesses about $3.4 billion,” Greenwood says. 
“Over the next decade, the economic effect on the U.S. 
economy is estimated at approximately $4.5 billion.”

Most U.S. immigrants arrive in the prime working 
ages, between 20 and 64, and contribute to the U.S. 
economy while spurring economic growth. While some 
fill low-wage jobs, others are well-educated and skilled 
in the science, technology, math, and engineering fields, 
where U.S. jobs are plentiful, according to K.C. Conway, 
CCIM Institute chief economist. Foreign-born workers 
comprise 22 percent of the jobs in science and engineering 
for the U.S., according to the U.S. Department of Labor.

“The U.S. has a skills gap in the STEM fields that 
reaches into the engineering and financial services indus-
tries,” Conway says. “For example, financial institutions 
increasingly have demand for skilled labor in mathemat-
ics and computer modeling for more robust stress testing 
and accounting compliance required for new regulations, 
such as the new FASB CECL [Current Expected Credit 
Loss] for banks. The STEM immigrant workforce is 
material to the U.S. economy, burgeoning engineering, 
robotics, and autonomous industries, as well as to the 
evolving commercial real estate industry, which will be 
disrupted by blockchain technology.”

Skilled immigrant workers help to drive demand for 

office space. Since 2000, the number of foreign-born 
workers employed in the U.S. has increased by 42 per-
cent, according to Cushman & Wakefield. During that 
time frame, the fastest growing job categories have been 
management and professional occupations at 75 percent 
and service jobs at 59 percent.

Supplying the second highest number of U.S. work 
visas, the H-1B visa program provides educated talent 
to technology and service firms nationwide. In 2016, 
the H-1B program issued 24 percent of all temporary 
visas, or 180,057 highly skilled foreign workers, for the 
U.S. economy. According to Cushman & Wakefield, 50 
percent of these visa holders live and work in five states: 
California; New York; Texas; New Jersey; and Illinois.  

While it remains unclear what, if any, immigration 
policy changes will be implemented, President Donald 
Trump’s administration has announced support for the 
proposed RAISE Act, which seeks to restrict the num-
ber of refugees to 50,000; reduce total legal immigration 
during the next decade; and change how immigrants are 
prioritized and granted access to the U.S. 
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 specializing in the commercial real estate industry worry that if proposals to 
limit immigrants to the U.S. are enacted, they will affect economic growth. Typically, the cycle of the commercial 
real estate industry closely aligns with U.S. economic trends.

Admissions categories for fiscal 2016 lawful  

permanent residents

Note: “Other” includes parolees and asylees.
Source: U.S. Department of Homeland Security

Family-
Sponsored 
Immigrants

804,793

Employment-Based
Immigration
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Refugees

120,893

Diversity Visa Program

49,865

Other     70,738
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If changes lower the number of work visas available, fewer 
foreign-born workers in the U.S. also will create challenges 
for the commercial real estate industry to meet construction 
demand and supply other critical roles, according to Cush-
man & Wakefield.

Economic Growth
Throughout U.S. history, immigrants have contributed 
to economic growth. “Just being objective, immigration is 
underappreciated in the U.S.,” says Ryan Severino, chief 
economist at JLL in Iselin, N.J. “In the next 10 to 30 years, 
first- and second-generation immigrants will drive the 
growth.”

The U.S. admitted about 85,000 refugees in 2016 com-
pared to 53,716 in 2017, which is the lowest number since 
2007. For 2018, refugee admissions have been capped at 
45,000, the lowest number since Congress modernized the 
program in 1980 for those fleeing persecution from their 
home countries, according to the Pew Research Center.

In 2016, 137,893 foreign workers and their families received 
employment-based green cards. Proposed Senate legislation 
would replace the existing eligibility criteria for families, lim-
iting green cards to parents and minor-aged children only, 
as well as eliminate green cards for immigrant investors who 
provide funding for commercial U.S. enterprises through the 
EB-5 program. 

Lower skilled immigrants often fill jobs in hotels, construc-
tion, restaurants, and maintenance in office buildings, jobs 
which many Americans do not seek and are not automated 
easily, according to Severino.

“I am worried about limiting legal immigration,” he says. 
“About 30 percent of start-up companies are launched by 
immigrants. The net absorption in office space is slowing 
down, and we are running out of competently trained work-
ers. Right now, we have 6 million unclaimed jobs in the U.S. 
Restricting legal immigration will only hurt U.S. economic 
growth.”

While many international students attend U.S. colleges 
and universities, their flow has begun to slow down. The 
number of newly arriving international students declined 
about 7 percent in fall 2017, with 45 percent of campuses 
reporting drops, according to a survey by the Institute of 
International Education.

“Lots of technology emanates from immigrants,” Severino 
says. “We need to continue to be a beacon to international 
students. Education and skills determine not only the success 
of the individual, but also the success of economies around 
the world.”

Potential Labor Shortages
The hospitality and multifamily sectors heavily rely on immi-
grant labor. While hospitality is an obvious haven for immi-
grants in housekeeping and catering staff, property manage-
ment added 90,000 jobs and grew by 14 percent during the 
last five years. Janitorial services for apartments rose by 13 
percent and provided 125,000 more jobs during the last five 
years, according to the U.S. Bureau of Labor Statistics. 

“These are strong growth rates for jobs in multifamily, 
and it’s easy to add employees because the labor has been 
available,” says Barbara Denham, senior economist at Reis 
in the greater New York City area. “But supply needs to keep 

Trump administration says it will not renew.*

Nation Estimated # of 

People

Expires

Nepal 8,950 June 24, 2018

Honduras 57,000 July 5, 2018

Yemen 1,000 Sept. 3, 2018

Somalia 250 Sept. 17, 2018

Sudan 1,040 Nov. 2, 2018

Nicaragua 2,550 Jan. 5, 2019

South Sudan 70 May 2, 2019

Haiti 46,000 July 22, 2019

El Salvador 195,000 Sept. 9, 2019

Syria 7,000 Sept. 30, 2019

*Administration positions as of Feb. 22, 2018
Note: For Syrians, TPS is only available for those who have been in the U.S. since 
Aug. 1, 2016.
Source: U.S. Department of Homeland Security estimates included in Federal Register 
notices, 2016–2018.

Temporary employment visas issued, fiscal year 2016

Note: “Other employment visas” includes H1B1, H3, L, O, P, and Q visas.
Source: U.S. Department of Homeland Security
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Bridging the Generation Gap
by Sara S. Patterson
As more people than ever turn 65 years old, the surge 

in retirees will slow the growth of workers in the U.S. 

In 2000, 2 million people turned 65; 3.5 million did in 

2016; and 4 million will in 2021. Even with the higher 

rate of those over 65 working, U.S. economic growth will 

almost certainly remain low, according to John Burns 

Consulting.

“Younger people in Europe are coming to the U.S. 

because of the continuing recession in Spain, Italy, and 

Greece,” says K.C. Conway, CCIM chief economist. 

“There’s a lot of misconception about immigrants only 

coming from certain countries. We have many positions 

open in medical, science, and engineering that need 

highly educated employees from all over the world.” 

STEM immigrant labor can fill these positions 

necessary for the U.S. economy and workforce. Also, 

they are primarily from the Gen X generation, where the 

U.S. has a deficit to replace the aging baby boomer 

generation. This STEM immigrant workforce will not 

adversely affect either the baby boomer or maturing 

millennial generation workforce, according to Conway.

The lingering effects of the Great Recession make 

the generational gap more acute. Older millennials 

are a decade behind in wage earnings, making baby 

boomers more dependent on the smaller population of 

Gen X, according to Conway.

“As a country, we need to look at areas needing 

highly skilled employees, and allow more skilled 

immigrants to enter the U.S. growth industries, such as 

technology,” Conway says. “For U.S. economic growth, 

more skilled workers are necessary.” U.S. Census 

figures show 61 million members of Gen X compared 

to 77 million baby boomers. The 16-million person 

population gap will resonate more strongly without an 

influx of skilled Gen X immigrants.

up with demand, and a loss of immigrants will affect the 
hospitality and multifamily markets. It will become more 
expensive moving forward to keep a steady supply of labor.”

However, she believes the effect overall on the commercial 
real estate industry will not happen overnight. “If immigra-
tion continues to be limited, we will feel it five years from 
now,” Denham says.

Agriculture indirectly affects aspects of commercial real 
estate. Immigrant labor comprises 41 percent of the agricul-
tural workforce, according to Cushman & Wakefield. Gro-
cers and restaurants depend on readily available and relatively 
inexpensive produce to thrive. 

The lack of immigrant labor in the agricultural and retail 
sectors will affect the U.S. economy, according to Conway. 
Vertical farming is one solution being explored by Plenty, 
a California-based company. Retail is turning to auto-
mated checkout at Whole Foods and Amazon stores, while 
McDonald’s is installing self-service kiosks to cope with the 
lack of immigrant and low-wage labor.

Immigration has some impact on every industry. Increas-
ingly, businesses are turning to technology as a solution 
because they can’t wait for Congress to figure it out, Con-
way says. That has unintended consequences on economic 
measures, such as the labor participation rate and state and 
local taxes.

Infrastructure Conundrum

While the construction industry has never fully recovered 
from shedding so many jobs during the Great Recession, 
the effect of three major hurricanes during 2017 has made 
the construction labor shortage more acute. In addition 
to Puerto Rico and parts of Florida and Texas directly hit 
by hurricanes, several major cities employ proportionately 
more construction workers, including New York City, Los 
Angeles, Miami, Washington, D.C., Chicago, and San Jose, 
Calif., according to the U.S. Department of Labor.

If labor shortages continue in construction, then wages 
and inflation will rise, according to Greenwood. A continu-
ing influx of immigrants for construction jobs is critical to 
rebuilding efforts and fixing the crumbling infrastructure 
for a variety of transportation needs.

“Commercial real estate is dependent on both physical 
and labor infrastructure,” Conway says. “The Amazon HQ2 
search has been primarily about attaining the workforce it can 
no longer find on the West Coast and due to the uncertain 
immigration policy for Dreamers and the demand for those 
skilled in STEM fields.

“If we cannot import the STEM workforce that we so des-
perately need, industry will either find technology solutions 
in artificial intelligence or drones. Or it will relocate to hire 
graduates of urban STEM-focused universities.”

Restricting immigration will have a huge impact on the 
construction industry in large cities, which already have too 

few construction workers, according to Denham. “The avail-
ability of construction workers affects urban areas dispropor-
tionately, because immigrants traditionally enter the big cities 
first to find employment,” she says.

“Continued immigration is important to the U.S. econ-
omy,” Greenwood says. “Some 70 percent of immigrants are 
legal and of working age.” Without continuing a substantial 
influx of immigrants, the U.S. will experience labor shortages 
in skilled and unskilled jobs that affect the commercial real 
estate industry. It will affect wage growth and inflation if it 
continues, reverberating across the whole economy, according 
to Greenwood.

Sara S. Patterson is executive editor of Commercial  

Investment Real Estate.

https://www.ccim.com/


by Sara S. Patterson

An exploding senior population is tipping 
the scales of housing developments to meet 

their desires and medical needs.



nce a marginal niche, senior housing has become a well-established 
subsector that combines aspects of multifamily, medical care, and 
hospitality. Armed by investors, lenders, and equity partners, devel-
opers nationwide are racing to build independent-living communi-
ties, as well as assisted living and memory-care facilities. 

“A tidal wave of seniors is here, and more seniors are coming,” says Paul Aase, 
CCIM, owner of Active Senior Concepts in Johns Creek, Ga. In 2013, he and a partner 
launched a firm specializing in senior housing. 

“We had gone through the Great Recession and realized the U.S. didn’t need another 
shopping center,” Aase says. “But we have a lot of older people that we need to take 
care of.”

The U.S. senior population is experiencing unprecedented growth. Those over 50 
years old are projected to increase by 20 percent to 132 million by 2030, according to 
the Joint Center for Housing Studies of Harvard University. By 2030, in the U.S. one 
in five people will be at least 65 years old. Housing for these seniors has become more 
urgent not only for individuals and their families, but for the entire nation.

Different Paradigm
As people aged and needed steady healthcare, nursing homes, continuing-care retire-
ment communities, or home healthcare workers used to be the only options. Now 
multiple types of independent living communities for owners or renters are being 
built, as well as assisted living and memory-care facilities. 

“Overall, senior housing is being built with more amenities, and it has become a 
preferred asset type,” says Daniel Palmier, founder of UC Funds, a lender based in 
Boston and New York City. “The stigma about developing senior housing and assisted 
living has disappeared.”

Like resorts, many new senior housing units are luxurious inside and have ameni-
ties on-site such as pools and clubhouses, golf courses, and tennis courts, as well as 
providing entertainment, restaurants, salons, fitness centers, and banking. While not 
every senior migrates south upon retirement, states such as Florida, Texas, and North 
and South Carolina have higher numbers of seniors, with more arriving every day.

“Senior housing is setting its own trend; there’s more demand in certain markets,” 
Palmier says. 

In 2007, UC Funds purchased a condo facility in Gulf Shores, Ala., and is building 
it as a luxury resort-style project called ONE CLUB to appeal to seniors. It expects to 
build more in the next decade. In this beach community, the senior living complex 
is built for middle-class seniors who desire luxury at an affordable cost. In addition 
to one-, two-, and three-bedroom apartments, the complex provides a new pool, spin 
classes, poker nights, live bands four nights per week, and a few golf courses. Residents 
can hop onto shuttles to the beach, shopping, boating, and restaurants.

Micro-Location Driven
In certain markets, senior housing may be overbuilt, but many good opportunities for 
development still exist, according to John Q. Hunsicker, CCIM, partner and head of 
development and capital markets at The Waters in Minneapolis. Most of new senior 
housing in the Twin Cities is rental units with 12-month leases, not CCRCs.  

“I believe more seniors are staying in their communities,” Hunsicker says. “Some 
move to Florida or Arizona after retirement for 10 years and then return to the Midwest B
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because being close to their families — adult children and 
grandchildren — is more important than warm weather.”

Some 30 to 40 percent of the residents drawn to the 
senior housing his firm develops in the Midwest originally 
hail from outside the project’s market area. In the Twin 
Cities, many senior communities are built with under-
ground, heated parking lots, so the residents are shielded 
from the cold winter.

Coming out of the Great Recession, assisted living and 
memory-care facilities were easier to finance because they 
are based on need, according to Hunsicker. Now he is see-
ing the pendulum moving toward financing and building 
active adult communities, where a more convenient life-
style than single-family home living attracts senior resi-
dents, who usually are 75 years old and above.

“We have an arms race of hospitality amenities in the 
independent-living communities being built,” Hunsicker 
says. Many senior facilities resemble high-end hotels and 
have a high level of service. The ongoing challenge for senior 
independent living is to balance the cost with the amenities 
and community-style living that seniors desire, he says.

Operational Focus
Whether it’s an independent-living community or 
assisted living and memory-care facilities, senior housing 
is an operation and a business at a high level, which sepa-
rates it from multifamily and student housing. 

“Senior housing is highly dependent on the property 
operator for its success,” says Kenneth Etterman, CCIM, 
a partner at Simmons-Lockard in Cedar Falls, Iowa. “The 
nature of senior housing is client-centric and does best in 
local and regional operations, not national. There’s more 
risk if operations are too spread out.”

Simmons-Lockard’s development team works in con-
junction with regional operators from project conception 
to the ultimate sale of the property, which usually takes 
five to 10 years. “Senior housing properties take longer to 
stabilize than other commercial property types,” Etterman 

says. The life cycle for senior housing follows a pattern of 
build, open, and stabilize. In his experience, stabilization 
has the longest time frame.

Where CCRC Thrives
In Florida, CCRC continues to be built, and remains the 
dominant type of senior housing. It provides for a contin-
uum of care for its residents, beginning with independent 
living, and moving through other stages such as assisted 
living, memory care, and hospice care. 

While building CCRCs has slowed down considerably 
since the Great Recession, about 1,900 of these communi-
ties exist in the U.S. for approximately 650,000 residents, 
according to the New York Times. About 80 percent are 
operated by nonprofits, and faith-based organizations 
affiliated with Catholic, Lutheran, Presbyterian, or Meth-
odist churches run most them. But the costs run high, 
with entry fees ranging from $60,000 to $500,000, as well 
as monthly costs.

“So much of Florida is hinged on the senior demo-
graphic, and now senior housing in my market cannot 
be built fast enough,” says Adam Palmer, CCIM, princi-
pal and managing director of LandQwest Commercial in 
Fort Myers, Fla. “One of the operators that works with me 
has claimed if developers built one new project every year 
for the next five years, it is still unlikely to meet the baby 
boomers’ demands here.”

In the Fort Myer’s market, memory care is one of the 
fastest growing segments of senior housing, according to 
Palmer, 2018 Florida CCIM chapter president. Like many 
parts of the country, costs are rising for new buildings 
and per individual units. He compares the higher costs in 
senior housing to Class A multifamily, which have been 
rising consistently during the past five years.

Palmer is seeing more generations of families moving 
south, especially in high growth states like Florida, Texas, 
and California, which are logging about 48 percent of the 
U.S. population growth. 

Historical Spreads Between 10-Year Treasury Yields and Senior Housing Cap Rates

Source: CBRE, National Investment Center for Seniors Housing & Care (NIC), U.S. Department of the Treasury, Q1 2017 

Based on average cap rates for all types of senior housing product.
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Neighborhood Business
In Georgia, Aase and his team are building communities, 
not merely senior living buildings. He says some areas of 
Atlanta are overbuilt. 

“Senior housing is no more than a 10-mile radius,” Aase 
says. “It’s a neighborhood business.”

The firm is building complexes with two-story atriums 
complete with plenty of common spaces for restaurants, 
an art studio, a test kitchen for chef demos, a theater, a 
fitness center, and a full salon and spa, in addition to the 
250 apartments built for residents. 

“Eventually, residents will receive accessibility to the 
full continuum of care: independent living, assisted living, 
and memory care,” Aase says. Instead of a CCRC model, 
residents in these communities pay rental fees. So far, his 
team has opened two independent communities in the 
last six months and the first one already has received its 
assisted living license. The second has applied for but not 
yet received its license.

To finance these developments, a bank loaned 65 percent 
loan-to-cost for the first one, and 75 percent loan-to-cost 
for the second one. For the first development, an institu-
tional equity partner invested 90 percent of the remaining 
35 percent equity, with Aase’s firm Active Senior Concepts 
contributing the 10 percent balance. 

“The better this community does, the more IRR, and 
the more our firm receives in compensation,” Aase says. 

Mind, Body, and Spirit
Some commercial real estate professionals create joint 
ventures and sell land to develop senior housing. “Senior 
housing is still evolving; baby boomers do not want their 
parents’ senior housing options,” says Guy Joseph Roney 
III, CCIM, consultant at Guy Joseph Roney in Carlsbad, 
Calif. “They want a community that takes care of their 
mind, body, and spirit. The seniors market is transition-
ing from an institutional medical model to a social and 
hospitality model serving several niches.”

In California, Roney sees senior housing being built 
with amenities like a high-quality hotel rather than an 
apartment building. “Senior housing will be a growing 
business for many years to come, and it’s a place that’s very 
rewarding to assist people,” he says.

Site Selection
In several markets nationwide, large equity firms are invest-
ing significant capital to develop independent-living housing 
for seniors. “It’s challenging to find the right sites to develop 
active adult communities for seniors,” says T. Sean Lance, 
CCIM, founder of Vertica Partners in Tampa, Fla. “The 
demand is very strong, and there’s plenty of capital.”

He describes site selection as carving out a portion of 
the community for a new style of living for seniors, which 
is close to their adult children and grandchildren. “Baby 
boomers are active longer than previous generations and 
want multi-functional communities in Florida, with a con-
tinuum of care and a maintenance-free lifestyle.”

In the past two years, senior housing communities are 
being designed more thoughtfully for aging in place, such 
as showers and staircases with handrails, better light-
ing, and more accessibility for walkers and wheelchairs, 
according to Lance. More changes are on the horizon with 
the possible long-term effects from the 2017 tax act causing 
more seniors in northeastern states to head to Florida for 
better weather and favorable tax rates.

Senior housing is transitioning. As baby boomers move 
into this market, more changes are coming. The market 
is affected by trends in the U.S. commercial real estate 
industry to a limited extent, especially for construction. 

But in many ways, senior housing is charting its own 
path. “The boomer generation is really the pig in the 
python, and the sheer volume would seem to indicate that 
it will set its own trend,” Lance says.

Sara S. Patterson is executive editor of Commercial  

Investment Real Estate.

Senior Housing Construction Starts by Segment

Source: CBRE, National Investment Center for Seniors Housing & Care (NIC), Q1 2017. For primary and secondary markets.
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CCIMs in South Korea and Japan successfully  
close a cross-border deal for a South Korean investor.

Plenty of unknowns occur in any international commercial real 
estate transaction. Differences in language, laws, and business 
practices can complicate any deal that crosses global borders, so 
anything that provides a common ground can make the deal go 
more smoothly. 

Two CCIMs discovered this while they were working on an 
international deal in the final quarter of 2017. Yong-Nam Kim, 
CCIM, president and CEO of Global PMC in Seoul, South 
Korea, represented an individual investor who was interested in 
buying a commercial property in Japan. 

“While many South Korean institutional investors buy com-
mercial properties in foreign countries, including Japan, high-
net-worth individuals usually buy residential properties that don’t 

require much involvement from the investors,” Kim says. “Clients 
may be reluctant to invest in overseas commercial properties due 
largely to a lack of international investment information and a 
reliable advisory company.” 

The buyer, a Korean businessman, owned several office build-
ings in South Korea and the U.S. and wanted to diversify his 
portfolio by buying property in Japan. Kim found an eight-story 
medium-sized office building in Nihonbashi, a commercial dis-
trict in Tokyo, owned by a property management company. 

Kim contacted Morikuni Kono, CCIM, president of Urban 
Real Estate Consulting Corporation in Takamatsu, Japan; he 
had met Kono at the 2016 CCIM Conference in Atlanta. Coin-
cidentally, Kim has been president of the Korea CCIM Chapter 

by Sarah Hoban
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since 2016; Kono served as president of the Japan CCIM Chapter 
from 2011 to 2016.

Besides the initial unfamiliarity of the transaction, a few ele-
ments of the deal required extra consideration. “International 
investors might be more sensitive to earthquake risk than Japanese 
investors,” Kono says.  In fact, the South Korean investor needed 
a seismic Probable Maximum Loss report to obtain financing. 

“The PML report is not required in South Korea to take out 
a mortgage,” Kim points out. The reports also are rare in Japan, 
Kono notes, “unless you are a professional investor.” So Kono 
arranged for a vendor to provide the report. 

The two real estate professionals had to navigate other differ-
ences as well. “It took a long time to get the investor to understand 
Japanese common business practices,” Kono says. “Also, we used 
Japanese, English, and Korean for this transaction, and nuances 
get lost in translation, which made it difficult to communicate.” 

And not just spoken nuances. “Because my client couldn’t read 
Japanese, all the contract documents that were written in Japa-
nese had to be translated into Korean in a short period of time, 
and it wasn’t easy,” Kim says. The deal took only a month from 
the first site visit to the closing in December, which is unusual, 
according to Kono.

Both Kim and Kono credit their CCIM training for moving 
the deal along. “Since both of us are CCIM designees and com-
mercial real estate professionals, even with the differences in busi-
ness practices, we shared the common [business] language and 
understanding about the real estate transaction,” Kono says. “We 
never felt uncomfortable. In large-scale transactions in Japan, the 
level of trust you gain with buyers and sellers is an issue. Without 
the trust, it is much more difficult to close. But we have a great 
deal of trust in Mr. Kim, even though we did not know the buyer 
personally.”

Kim concurs. “I’d like to stress the importance of the CCIM 

global network in international real estate investment business,” 
he says. “Without our CCIM training and trust, we wouldn’t 
have had an opportunity to meet each other and even dream of 
this international deal.”

Kim hopes he will work on more commercial deals with indi-
vidual investors in the future. “Things are changing because 
companies like ours are starting to offer real estate investment 
advisory services with extensive global reach,” he says.  

“Korean individual investors are turning to overseas real estate 
investment to find higher returns,” Kim adds. “A food company 
owner has asked me to find a good commercial property for a 
branch office in Japan, and another wealthy investor wants to buy 
a commercial property in Hawaii and asked me to look for a good 
commercial property there. 

“Recently, an institutional investor asked me to seek out several 
small- and medium-sized commercial buildings to create real 
estate funds in Japan. I am working on those requests using the 
CCIM network and the CORFAC International network, which 
Global PMC also belongs to.”

But this deal laid valuable groundwork. “I learned that net-
working is everything in the international real estate investment 
business,” Kim says. “And I also realized that each country has 
its unique real estate investment practices which I must learn to 
successfully conduct real estate investment business.”

And it’s helped to establish a foothold in Japan. “We continue 
to introduce properties to Mr. Kim, and he keeps making referrals 
to us as well,” Kono says. “We hope to have the second closing on 
a commercial property soon.”

Two CCIMs turned an improbable deal into a successful 
transaction. CCIM training makes collaboration more likely 
and easier.

Sarah Hoban is a freelance writer in the Chicago area.

https://www.ccim.com/
https://www.husayno.com/


COMMERCIAL INVESTMENT REAL ESTATE40    May | June 2018

$3.2 billion
Total statewide  

industrial transaction 

volume during 2017

40.3 million
Total sf sold  

during 2017
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{ S O U T H E A S T }

Florida Rocks the 
Industrial Sector
Industrial sales in Florida during 2017 
were up 38 percent compared to 2016.

Source: Avison Young

{ S O U T H E A S T } 

Orlando’s Big Deal
Unicorp is developing a new $1 billion, 

82-acre mixed-use project called O-Town 

West in Orlando, Fla. The project will com-

bine 100,000 square feet of retail with 

15,000 units of multifamily housing and 

300 to 400 single-family homes. Ameni-

ties include a recreational lagoon, new-

to-market dining and retail tenants, and 

fountain show like the Bellagio’s display in 

Las Vegas. Unicorp is planning the grand 

opening of O-Town West for mid-2020.

REGIONALO U T L O O K

Source: Transwestern

{ N O R T H E A S T }

Boston’s Office Market  
Vacancy Steadily Declines

Boston Market, Class A & B, Office

Absorption Qtrly              Vacancy Rate
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{ M I D - A T L A N T I C } 

New York City’s Multifamily 
Market Shines Brightly

National Multifamily Index Rank 7, up 3 places
Slight ease in completions and extremely low vacancies.

Employment up 0.7%
30,000 employees added to workforce, primarily in  
high-wage office employment.

Construction 20,000 units, down from  
22,000 units in 2016
New units delivered in Manhattan and Brooklyn.

Vacancy unchanged
Vacancy rate stays at 2.1 percent, although newer proper-
ties in Brooklyn and Queens have longer lease-up periods.

Rent up 2.7%
The average effective rent climbed to $2,690 per month.

Investment steady
Transforming neighborhoods in the outer boroughs will 
present opportunities for higher yields, especially those 
near public transportation.

Source: Marcus & Millichap
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Source: Barclay Street Real Estate

{ C A N A D A } 

Calgary’s Retail Market 
Revives After Slump
Calgary, Alberta, Retail Inventory Composition Percentage

{ M I D W E S T } 

Chicago’s Class C Office 
Inventory Is Disappearing
The total office inventory has increased by more than 10 msf 
since 2004, while the Class C inventory has shrunk by more 
than 10 msf at the same time.

Class C Office Inventory Conversions

Source: U.S. Department of Commerce ITA, STR, City Visitor Reports, 
CBRE Hotels’ Americas Research, Q3 2017

{ N A T I O N A L } 

Miami and New York City Lead the 
Pack for International Travelers
Estimated International Travel Demand by Top 10 U.S. Markets

Neighborhood 

Shopping Center

11.8%

Community 
Shopping Center

19.9%

Power  
Shopping Center

25.3%

Enclosed  
Shopping Center

20.0%

Big Box  

Retail

8.2%Street Front

14.8%

Source: MB Real Estate

Multifamily Housing

46.7%

Hotel

30.2%

Student Housing

9.6%

Class A Office

6.5%

Parking

1.1%

Healthcare

5.9%

Miami

New York

Oahu, Hawaii

San Francisco

Los Angeles

Orlando, Fla.

Boston

Fort Lauderdale, Fla.

San Diego

Washington, D.C.

57.5%

45.8%

37.5%

33.3%

19.4%

18.2%

International Hotel Stays/Hotel Demand

12.2%

15.5%

24%

28.1%
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2015 2016 2017 Market Sales Volume ($m)

1 1 1 London Metro

14 38 2 Madrid

6 4 3 Amsterdam/Randstad

2 2 4 NYC Metro

5 5 5 Berlin-Brandenburg

15 17 6 Frankfurt, Germany

3 3 7 Paris

11 12 8 Shanghai

38 37 9 Helsinki

12 21 10 Tokyo

 0  5  10  15  20 25

Global Continental 

B E ATINTERNATIONAL

Global Markets to Watch In Europe, investors view the commercial property as an 
opportunity for innovation. “The ongoing lack of products will continue to drive the trend within companies that 
has already been gathering pace due to the megatrends of sustainability, digitization, and urbanization,” said Olaf 
Janssen, head of research at Union Investment Real Estate GmbH, headquartered in Hamburg, Germany.

Source: Real Capital Analytics
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Fans Group recently purchased a new 22-story office building in Hong 

Kong for $1.27 billion from Henderson Land Development. A wholly 

owned subsidiary of Creative Capital headquartered in Shanghai, Fans 

Group paid a record-setting $3,855 per square foot for the 329,800-

sf property close to the Harbour Grand Hong Kong Hotel. According 

to JLL’s Property Market Monitor, Hong Kong’s property investment 

market is riding high on strong global investor interest. “The widen-

ing gap between rents in the central and emerging core business 

districts [in Hong Kong] will add momentum to decentralization,” says 

Alex Barnes, head of markets at JLL. “With the support of outbound 

growth of mainland Chinese companies, we expect Hong Kong’s Grade 

A office market rentals to continue to trend higher, rising by up to 5 

percent in 2018.”

Hong Kong’s 
BIG DEAL

Asia-Pacific Retail Rent 
Reflects Stability

European Markets Shine for Cross-Border Capital

Source: CBRE Marketview Asia Pacific

Key Markets Show Retail Rent

City Type
U.S. psf
annum

YOY change
 (%, local)

Beijing Shopping Center 185 1.3

Shanghai Shopping Center 200 0.8

Guangzhou, China Shopping Center 191 0.5

Shenzhen, China Shopping Center 119 0.6

Hong Kong High Street 754 -3.2

Taipei, Taiwan High Street 203 -2.1

Tokyo High Street 1,198 0.0

Singapore Shopping Center 222 -2.8

Bangkok Shopping Center 75 0.0

Ho Chi Minh City, Vietnam Shopping Center 279 4.0
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blended format, leveraging 
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DEALM A K E R S

THE BIGGEST DEAL Andrew Cheney, CCIM (left), R. Craig Coppola, CCIM (middle), 
and Gregg Kafka, CCIM (right), of Lee & Associates in Scottsdale, Ariz., represented MS MCC 
Highland LLC in the $66.5 million sale of the 336,421-sf Camelback Commons office property in 
Phoenix to Regent Properties, North Medical Building Corp., and EMCD Properties LLC.

Office
1 BIGDEAL Neil Merin, CCIM, of NAI/

Merin Hunter Codman in West Palm Beach, 

Fla., and two partners represented Fountain 

Square Owner LLC in the $54.5 million sale of 

the 241,000-sf Fountain Square office com-

plex in Boca Raton, Fla., to Bridge Invest-

ment Group. Merin also represented GSH 

Holly LLC in the more than $7.6 million sale 

of the 66,000-sf Port Center office property 

in West Palm Beach to Port Center LLC.

2  Jordan Rieffenberger, CCIM, of Lloyd 

Companies in Sioux Falls, S.D., represented 

Mid-Cayman LLC in the more than $19.4 

million sale of the 105,837-sf Mid-Cayman 

Office Building in Sioux Falls to an undis-

closed buyer.

3  Cathy Jones, CCIM, of Sun Commer-

cial Real Estate in Las Vegas and four part-

ners represented Red Rocks LLC in the $17 

million sale of a 74,010-sf office property in 

Las Vegas to Noval Limited Partnership.

4  Ian Black, CCIM, and 5  Steve Horn, 

CCIM, and two partners of Ian Black Real 

Estate in Sarasota, Fla., represented the Ibis 

Group in the more than $15.9 million sale of 

a 70,304-sf office property located in Sara-

sota to Sarasota County.

6  T.C. Macker, CCIM, of Coldwell Banker 

Commercial WESTMAC in Los Angeles and 

two partners negotiated the $7 million sale 

of a 12,336-sf office building located at 2435 

Military Ave. in West Los Angeles from an 

undisclosed seller to an undisclosed buyer. 

7  Russell Noll, CCIM, of Transwestern in 

San Antonio represented Palio Investments 

LLC in the more than $4.2 million sale of 

the 20,000-sf Garden Oaks office property 

located in Boerne, Texas, to Investment 

Property Exchange Services represented 

by 8  Steve Monroe, CCIM, of Oldham 

Goodwin Group LLC in San Antonio.

Land
9 BIGDEAL Williams Rollins, CCIM, 

of Land Solutions in Fort Myers, Fla., and 

two partners represented Investors War-

ranty of America LLC in the more than 

$42.4 million sale of the more than 4,000-

acre Edison Farms to Lee County. Rollins 

and two partners also negotiated the $14 

million sale of 657 residential lots in Fort 

Myers from Brookwood Calusa Creek LLC, 

Brookwood River Club 1 LLC, Brookwood 

River Club II LLC, and Brookwood Groves 

LLC to D.R. Horton.

10  Russell Noll, CCIM, of Transwestern 

in San Antonio represented San Antonio 

Independent School District in the more 

than $17.7 million sale of 13.63 acres of 

land located in San Antonio to Graystreet 

Partners. 

11  Andrew Cheney, CCIM, 12  R. Craig 

Coppola, CCIM, and 13  Gregg Kafka, 

CCIM, of Lee & Associates in Scottsdale, 

Ariz., represented Ryan Companies US 

in the more than $9.9 million sale of the 

28,800-sf Desert Ridge IV Land in Phoenix 

to Banner Medical Group. Cheney, Cop-

pola, and Kafka also represented Plaza II 

Limited Partnership in the $8.5 million lease 

of the 574,083-sf Freedom Plaza in Peoria, 

Ariz., to Peoria 40 LLC.

Multifamily
14 BIGDEAL Beau Beery, CCIM, of 

Coldwell Banker Commercial MM Parrish 

Realtors in Gainesville, Fla., negotiated the 

more than $13.2 million sale of the 316-unit 

Addison Lane Apartments from Addison 

Lane LLC to Florida Homes 7 LLC. 

15  Ryan Johnson, CCIM, of Johnson 

Group in Reno, Nev., and a partner nego-

tiated the $10 million sale of the 128-unit 

North Virginian Apartments from Saltern 

Investments to Martinique Holdings LLC.

16  Harlan Reichle, CCIM, and two part-

ners of Reichle | Klein Group in Toledo, 

Ohio, represented North Towne Villas LLC 

in the $6.3 million sale of the 145-unit North 

Towne Villas in Toledo to North Towne 

Toledo LLC.
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May 22 - 25 Costa Mesa CA

May 22 - 25 Miami FL

May 29 - Jun 1 Las Vegas NV

Jun 5 - Jul 12 Online

Jun 21 - Jul 27 Online/Chicago* IL

Jun 25 - 28 Pittsburgh PA

Jun 25 - 28 Columbus OH

Jul 9 - 12 Minneapolis MN

Jul 16 - 20 Los Angeles CA

Jul 23 - 26 San Antonio TX

Jul 30 - Aug 2 Denver CO

Aug 14 - Sep 14 Online/Chicago* IL

Aug 27 - 30 Birmingham AL

Aug 27 - 30 Addison TX

Sep 10 - 13 Atlanta GA

May 21 - 24 Orlando FL

Jun 26 - 29 San Diego CA

Jul 16 - 19 Addison TX

Jul 23 - 26 King of Prussia PA

Jul 23 - 27 El Paso TX

Jul 23 - 26 Las Vegas NV

Jul 31 - Aug 3 Chicago IL

Aug 2 - 31 Online/Chicago* IL

Aug 7 - 10 Rockville MD

May 21 - Jun 25 Online

Jun 4 - 7 Davie FL

Jun 5 - 8 Honolulu HI

Jun 5 - 8 Rockville MD

Jun 11 - 14 Addison TX

Jun 12 - 15 Toronto+ ON

Jun 19 - 22 Denver CO

Jul 17 - 20 West Harrison NY

Sep 11 - 14 Orlando FL

Sep 11 - 14 Austin TX

Sep 24 - 27 Bentonville AR

Sep 25 - 28 Kirkland WA

May 22 - Jun 22 Online/Chicago* IL

Jun 12 - 15 Houston TX

Jun 25 - Aug 1 Online

Jul 9 - 12 Chicago IL

Aug 6 - 9 Charleston SC

Aug 8 - Sep 7 Online/Chicago* IL

Sep 10 - 13 Indianapolis IN

Sep 24 - 27 Fairfax VA

Sep 24 - 27 East Hartford CT

Sep 25 - 28 Costa Mesa CA

Oct 22 - 25 Charlotte NC

Oct 31 - Dec 7 Online/Chicago* IL

Nov 5 - 8 Minneapolis MN

Nov 5 - 8 Orlando FL

CI 101: FINANCIAL ANALYSIS FOR COMMERCIAL INVESTMENT REAL ESTATE

CI 102: MARKET ANALYSIS FOR COMMERCIAL INVESTMENT REAL ESTATE

CI 103: USER DECISION ANALYSIS FOR COMMERCIAL INVESTMENT REAL ESTATE

CI 104: INVESTMENT ANALYSIS FOR COMMERCIAL INVESTMENT REAL ESTATE

Improve Retail Investment Return Using GIS May 15 & 17

Advanced Market Analysis for Commercial Real Estate May 22 - 31

Before and After Tax Discounted Cash Flow Analysis May 23 & 24

Financial Modeling for Real Estate Development Jun 8

DIY DCF in Excel Jun 11 & 13

Financial Analysis Tools for Commercial Real Estate Jun 12 & 14

High-Tech Marketing for Commercial Real Estate Jun 12 & 14; Jul 31 & Aug 2

Variations, Manipulations, and Extensions of the IRR Calculation Jun 19 & 21

1031 Tax Deferred Exchange Jun 20

Evaluating Office Building Development Projects Jun 26 & 28

Creating Reliable Valuations Jun 27

Real Estate Financial Analysis Using Excel Jul 9 - 23

Splitting Profits in Commercial Real Estate Jul 12

Calculating Building Size for Development Jul 13

Construction: Introduction to Building Information Modeling Jul 17

Real Estate Risk Analysis Jul 24 & 26

Commercial Loan Underwriting Aug 7 & 9

ONLINE COURSES

Dispositions May 22 & 24

Acquisitions Jun 5 & 7

Financing Jun 12 & 14

Market Studies/Marketing Strategy Jul 10 - 12

Environmental Factors Jul 17 & 19

DEVELOPMENT SPECIALTY TRACK

May 7 Charlotte NC

Jun 4 Honolulu HI

Jun 4 Rockville MD

Jun 11 Toronto+ ON

Jun 8 Denver CO

CLASSROOM COURSES:

COMMERCIAL REAL ESTATE NEGOTIATIONS

Upcoming Ward Center Courses

Schedule subject to change.

Visit CCIM.com/courses 

or call: +1 (312) 321-4460, opt 2.

Upcoming 

CCIM Courses

*Denotes a Blended Learning course
+Denotes an international course

May 23 - 24 Broadview Heights OH

Jun 21 - 22 Bingham Farms MI

Aug 2 - 3 Wilmington NC

Aug 16 - 17 Hartford CT

Aug 20 - 21 Nashville TN

FOUNDATIONS FOR SUCCESS

https://www.ccim.com/courses
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DEALM A K E R S

17 Reid Bennett, CCIM, of SVN | Chicago 

Commercial in Chicago and a partner repre-

sented an undisclosed seller in the $5 mil-

lion sale of the 108-unit Hillcrest Apartments 

located at 3290 Hillcrest Road in Dubuque, 

Iowa, to Millennia Housing.

18 Bob Fredrickson, CCIM, of Coldwell 

Banker Danforth in Federal Way, Wash., and 

a partner represented Housemartin Proper-

ties LLC in the $3.8 million sale of a 13-unit 

apartment complex located in Seattle to 

Gupta-Iwasaki First Holdings LLC.

Specialty
19 BIGDEAL Jeff Gorden, CCIM, of 

Eagle Commercial Realty Services in Phoe-

nix represented an undisclosed seller in the 

$17.5 million sale of the 4.6-acre Eagle Can-

yon Self-Storage located at 3050 W. Camel-

back Road to an undisclosed buyer. Gorden 

also represented an undisclosed seller in 

the more than $3.8 million sale of the 2.26-

acre Encanto & 83rd Self-Storage located 

at 8225 W Encanto Blvd. in Phoenix to an 

undisclosed buyer.

Retail
20 BIGDEAL T.C. Macker, CCIM, of 

Coldwell Banker Commercial WESTMAC in 

Los Angeles and a partner negotiated the 

more than $12.3 million sale of the 13,752-

sf retail center located at 2822-2840 Santa 

Monica Blvd. in Santa Monica from a family 

trust to an undisclosed buyer.

21 Ian Grusd, CCIM, of Ten-X in New York 

City represented Shoppes of Mansfield 

LLC in the more than $7.7 million sale of a 

28,020-sf retail property in Hackettstown, 

N.J., to an undisclosed buyer.

22 David J. Stevens, CCIM, and 23  Clint 

L. Sherwood, CCIM, of Investment Prop-

erties Corporation in Naples, Fla., negoti-

ated the $7.3 million sale of an 8,616-sf 

retail property located in Naples from Pettit 

Square Partners LLC to Pettit Square Hold-

ings LLC.

24 Peter Cotsirilos, CCIM, and two part-

ners of KW Commercial Alpha Team in Chi-

cago represented Capital Real Estate Advi-

sors in the $6.8 million sale of the 95,000-sf 

Springhill Marketplace retail property in 

Carpentersville, Ill., to an undisclosed buyer.

25 Jan Berg, CCIM, of CBRE | Hubbell 

Commercial in Des Moines, Iowa, repre-

sented KDC Investments LLC in two $4.7 

million 20-year leases of the 6,217-sf Kum 

& Go Convenience Store in Ozark, Mo., and 

the 6,794-sf Kum & Go Convenience Store 

in Williamsburg, Iowa, from Kum & Go Con-

venience Stores.

26 Sandy Shindleman, CCIM, of Shindico 

Realty in Winnipeg, Manitoba, represented 

Dufresne Furniture in the more than $4 mil-

lion lease of the 23,013-sf retail property in 

Saskatoon, Saskatchewan, from an undis-

closed lessor. Shindleman also represented 

Ashley HomeStore in the more than $3.7 

million lease of the 21,454-sf retail property 

in Scarborough, Ontario, from an undis-

closed lessor.

Hospitality
27 BIGDEAL Brian Resendez, CCIM, 

of SVN | Bluestone & Hockley in Portland, 

Ore., and a partner negotiated the $10 mil-

lion sale of the 69-unit Marin Inn & Suites 

located at 250 Entrada Dr. in Novato, Calif., 

from an undisclosed seller to an undis-

closed buyer. Resendez also represented 

an undisclosed buyer in the more than $4.8 

million purchase of the 55-unit Days Inn & 

Suites Vancouver located at 9107 NE Van-

couver Mall Dr. in Vancouver, Wash., from 

an undisclosed seller.

28 Brandt Niehaus, CCIM, of Huff,  

Niehaus, Associates in Louisville, Ky.,  

represented GDR Hospitality La Porte LLC 

in the $4.5 million sale of the 142-unit Best 

Western Plus La Porte Hotel & Conference 

Center in La Porte, Ind., to BRK Colorado. 

Niehaus also represented Unique Hospi-

tality LLC in the $3.9 million purchase of 

the 83-unit Microtel Inn & Suites Florence/ 

Cincinnati Airport in Florence, Ky., from 

Florence Host LLC. 

Finance
29 BIGDEAL Brad Cox, CCIM, of 

Thomas D. Wood & Company in Sarasota, 

Fla., arranged a $6.2 million financing pack-

age for the 326,286-sf Mannington Mills 

Distribution Warehouse in Covington, Ga., 

from Ameritas Life. 

30 Shahid K. Abdulla, CCIM, of Plains 

Capital Bank in San Antonio arranged  

$3.3 million in financing for a 15,000-sf 

office building in San Antonio for a Texas-

based LLC. 

Industrial
31 BIGDEAL Daniel Berger, CCIM, of 

US Commercial Realty in Lancaster, Pa., 

represented an undisclosed buyer in the $6 

million purchase of the 121,400-sf indus-

trial property located at 400 Centerpoint 

Blvd. in New Castle, Del., from an undis-

closed seller. 

2019 22 23 242117 18
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32 Dan Smith, CCIM, of 919 Commercial 

LLC in Durham, N.C., represented an undis-

closed buyer in the $5.3 million purchase of 

a 105,000-sf industrial property located at 

1021 Morrisville Pkwy. in Morrisville, N.C., 

from Veritiv Corp.

From CI 101 classmates to longtime friends, Nick Miner, CCIM, 

(left) of ORION Investment Real Estate in Tempe, Ariz., and Sean 

Bishop, CCIM, of Lee & Associates in Phoenix originally met in 

1999 at the CI 101 Financial Analysis course in Scottsdale, Ariz. 

Through that initial meeting, they formed a professional bond 

that turned into a friendship. Bishop even served as Miner’s best 

man at his wedding. 

Through the years, the two friends have completed countless 

commercial real estate deals together. Most recently, Miner and 

a partner represented Gilbert Fiesta II Lots 2 & 3 LLC in the $3.5 

million sale of the 21,900-sf Gilbert Fiesta Shops in Gilbert, Ariz., 

to Grover Arizona LLC, represented by Bishop. 
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“CCIM education gives you that level of trust with other des-

ignees,” Bishop says. “You don’t have to put on a front trying to 

figure out what the other side is thinking. Instead, you have two 

professionals that are just trying to get the job done for their 

clients.” 

CCIM education and designation is the bedrock for maintain-

ing Miner and Bishop’s working and personal relationship, as 

demonstrated through the deals these two designees have com-

pleted together. 

“Having CCIM behind your name shows that you took the time 

to become educated and experienced,” Miner says. “It gives 

you the credibility to compete against people that may not be 

CCIM designees, but have been in the business a longer time 

than yourself.”

With more deals in the works, Miner and Bishop both look 

forward to many more years of doing deals together.

33 Marshall Burke, CCIM, of Colliers 

International in Richmond, Va., represented 

I.B.P. LLC in the more than $4.8 million sale 

of the 63,977-sf Interstate Business Park in 

Richmond, Va., to Fernau LeBlanc Invest-

ment Partners LLC. 32 33

https://www.ccim.com/
https://www.ccim.com/cire
mailto:dan@burkemediagroup.com
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C O N N E C T I O N SCCIM

A
s CCIM Institute’s chief economist, K.C. Conway 
spends a lot of time looking at the future. CCIMs need 
to do that too, he says, and he recently discussed sev-
eral areas where real estate professionals can be better 

prepared for market and technological change. 
Analytical skills: “We’re pivoting from an era where CCIMs 

were data-knowledgeable; now they have to become skilled in 
analysis,” Conway says. Increased reliance on artificial intelli-
gence across industries means that commercial real estate pro-
fessionals “will have to be up-to-speed on analytics, AI, and 
other tools.” 

This is particularly relevant because of blockchain technology, 
which means “we can eliminate intermediaries in almost every 
aspect of the real estate industry,” he says. “Brokers and CCIMs 
have to answer the question: How do we stay relevant?”

Blockchain promises access to a plethora of information, but 
Conway asks “who’s going to control and maintain that informa-
tion? What are privacy concerns for investors and tenants? These 
are things that CCIMs should be engaging with to help answer 
those questions.”

Tax and accounting skills: “The complexity of the 2017 Tax 
Cuts and Jobs Act will require that CCIMs be really sharp in 

their tax skills,” Conway says. “A lot of the tax provisions burn 
off during the next five years, so you have to keep tax skills alive 
and tested.”

Conway also notes that by the end of 2019, banks must be in 
compliance with the new Current Expected Credit Loss account-
ing system, and investors will be fielding more-detailed questions 
from lenders. “A lot of this information comes out of discounted 
cash-flow analysis,” he says, “and CCIMs are uniquely skilled to 
do a lot of DCS forecasting and analysis. Brushing up on those 
skills and knowing how they have an accounting application may 
make or break a deal.”

Adaptive reuse: As the retail landscape shifts, municipalities are 
faced with deserted downtowns, shopping centers, and warehouses. 
“CCIMs should become experts in adaptive reuse,” Conway says. 
The biggest challenge: cities often can’t envision how such projects 
can work. “We can change that dynamic by having a repository of 
successful adaptive reuse projects,” he says. “CCIMs with all of their 
skills — market and investment analysis and all the designation core 
curriculum — are perfectly aligned to do this. We need to become 
experts in turning blight bright.”

Sarah Hoban is a freelance writer in the Chicago area.

48    May | June 2018

Economic 
Futurist

by Sarah Hoban
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D E S I G N E E  S I N C E  2 0 1 2

How do you sell your 
building to a global 
investor? Your 
CCIM knows.

CCIM created the language of global  real  

estate investment. Your CCIM is part of a 

worldwide referral network of 13,000  

professionals in 30 countries who connect 

institutional and high net worth investors 

with opportunities in local markets.



October  8-9

conference.ccim.com
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